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The Toro Dingo Compact Utility Loader. 
Throw us at your toughest jobs, in your hardest 

We'll come out on top every time. With the Dingo's 
ability to channel full power where it's needed, when 

it's needed, it's proven itself again and again, on every 
kind of job. In every kind of environment. 

So you think you've got a challenge? Bring it on. 
For more information call 1-800-DIG-TORO or visit toro.com. 
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TORO. Count on it. 



O T H E R P R E E M E R G E N T S T A L K A L O T A B O U T C R A B G R A S S . 

W I T H PENDULUM, IT NEVER COMES UP 
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W E D O N ' T M A K E T H E T U R F . W E M A K E IT B E T T E R . 

BASF 

PROFESSIONAL Pendulum herbicide consistently controls 
J P ^ crabgrass better than other preemergent herbicides.* 

What more can we say? How about Pendulum 
controls costs better, too, to offer you far greater value. 

It also controls a broader spectrum of weeds than any other 
preemergent—more than 40 grassy and broadleaf weeds, such as 
oxalis and spurge, in all. Plus, Pendulum comes in granular and 
liquid formulations, and BASF pendimethalin is available on fertilizer 
from Scotts and Helena, for maximum application flexibility. 

With Pendulum, there's just so much more to talk about than 
crabgrass. To learn more about why everyone's talking about 
Pendulum, call 1 -800-545-9525 or visit www.turffocfs.com. 
Always read and follow label directions. 

http://www.turffocfs.com
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Yes. the power of a Shindaiwa does make the imagination run wild. We're talking power that can move a 

brick across asphalt. Or. practically speaking, reduce cleanup times up to 50%. Plus. Shindaiwa puts all 

that punch in comfortable packages, with stay cool backpads and padded, adjustable harnesses. Check 

out the entire lineup today. Find your dealer at Shindaiwa.com or 800.521.7733. And let the cows beware. 

USE READER SERVICE # 1 2 

shindaiwa 
FIRST TO START. LAST TO QUIT. 



Find this month's features plus exclusive online stories, industry databases and more at www.lawnandlandscape.com. 
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Lawn & Landscape 
Research Section 
In addition to providing its readers with valuable business 
management information, Lawn & Landscape magazine 
also prides itself on l D m = 5 = a = x c = _ ^ 
providing the entire 
industry with the insightful 
survey data and analyses 
that paint a picture of the 
industry as a whole. We 
conduct a number of 
surveys on various topics 
every year, and much of ~ iH^rr"" 
the compiled data is ^nrrrji^rzE^zzzttzzl. ̂  
presented here. Just click on the title of a survey to gain 
additional insight into specific portions of the industry. 
Information in this section includes: 

• Mowing Report 

• Nursery Material Survey 

• Irrigation Industry Survey 

• And much, much more! 

Extra! DON'T 
Visit Lawn & Landscape 
Online for more info 
on this issue's articles: 
•Cover Profile: Perficut 

• Financing the Winter 

• Trucks & Trailers 

• First Look: Terra-Firm Landscape 

Don't miss original 

features, like our 

industry news and 

new products 

e-newsletters, found 

only on Lawn & 

Landscape Online! 
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C & S TURF CARE EQUIPMENT, INC. 

SS8010 TURF TRACKER JR. 

Increase Productivity! Increase Profits! 
*SPECIAL PRICING! $5,995.00! 

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. 

( 3 3 0 ) 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 
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Why are Industry Professionals 
Embracing the Weed Man Opportunity? 
• Our Industry leaders act as consultants united in a common cause — 

your growth and success. 

• You become a part of an exciting strong alliance of dealers dedicated 
to high standards and maximizing your opportunity. 

• WEED MAN offers proven systems, backed by unmatched support that 
enhances your productivity and profits. 

"Weed Man is one of the most exciting things I 
have been involved with in my 20 year career. 
The support has enabled us to grow our lawn 
care division and other aspects of our company 
as well. The systems are simple yet thorough and 
have made us much more efficient. 

We are proud to be a part of such a great 
international organization." 

Ned Cultrona, 
Weed Man Cleveland East, Eastside Landscaping, Millgate Tree Service 
South Euclid, Ohio 

Call Now to See if the Weed Man Opportunity is Right for You! 
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A True 
" Vision is the art of seeing 

things that are invisible." 

- Roger Braswell 

A few years ago, I learned an invaluable lesson 

about sales, although I didn't realize I was learning 

at the time. I was touring two landscape companies 

in Cincinnati as part of the Associated Landscape 

Contractors of America's Green Industry Confer-

ence. Both organizations opened their doors to 

hundreds of contractors on that November day, 

showing off their people, jobs, policies, equip-

ment and whatever else we cared to see. 

About the same time, a contractor was creating 
an equipment company called Dingo Digging Sys-
tems. Today, most of you know what a Dingo is, but 

that term meant little more 
than a strange Australian ani-
mal to landscape profession-
als six years ago. 

Roger Braswell, the man 
behind the Dingo, knew he 
had to create market aware-
ness for his new product to 
sell. So he used his relation-
ships with these two compa-
nies to get his machine in both 
of their shops for the tours, 
even though these firms 
didn't use a Dingo at the time. 

The lesson here is simple 
but powerful: If you are in-
volved in sales, then you con-
stantly need to be searching 
for sales opportunities. Roger 
understands this. I was in a 
car with him once in North 
Carolina. We pulled into a 

parking lot and happened to park next to a land-
scape contractor's truck. Roger didn't know this 
company, but he knew that it wasn't a customer of 
his. Ever the salesman, he grabbed a Dingo brochure 
from the stack he kept (and I'll bet still keeps) in his 
truck, hopped out of the vehicle and put the promo-

tional piece under the contractor's windshield wiper. 
Now, I don't know if that contractor ever pur-

chased a Dingo or not, but I do know that the odds of 
him becoming one of Roger's customers increased 
because of that simple act. 

Salespeople like to talk about the "funnel," a 
term they use to explain how sales success is predi-
cated on the number of prospects you pursue, know-
ing that only a certain percentage of them will ever 
move all the way through the funnel and become 
actual customers. This was just one example of 
loading the funnel. 

What does your sales funnel look like? I've talked 
to plenty of contractors all over the country this year, 
and the feedback about the market is pretty consis-
tent: 2002 is a good year, but work has slowed this 
summer, particularly on the installation side. If this 
is true for your business, then you need to make sure 
you're working harder than ever to fill the funnel. A 
key portion of your sales strategy needs to be iden-
tifying all of the potential job opportunities you 
have. For example: 

• What do your company vehicles look like? Do 
they appear professional, communicate what you 
do and include a phone number? 

• Are your employees carrying basic promo-
tional pieces with them that they can hand out to 
potential customers who approach them? 

• When you're on a job, do you leave promo-
tional materials with neighboring properties or post 
a sign that identifies your company as the one creat-
ing or caring for the beautiful landscape? 

These aren't earth-shattering concepts. But they 
are solid ideas that can generate business. In today's 
economy, sales don't come easily. That means you 
need to work smarter to get the job done. And it 
doesn't hurt to make sure you're eyes are open all of 
the time, because there's no telling where that next 
sale will come from. Dl 
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First to Finish ... Built to Last. 
Real control with ComfortRide™ is standard - with no gimmicks that sacrifice quality of 
cut - providing a ride so smooth that putting in a day's work is not much work at all. 
Real liquid-cooled engines - the kind that include three cylinders and solid cast-iron 
construction - provide maximum power to mowing decks and implements. DuraMax™ 
decks let you mulch, bag or side discharge using the same deck. Grasshopper gives you a 
quality cut every time. 

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. 
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Trusted Advisors: An 
Essential for Leaders 

If I asked you to think of one universal truth that is absolutely 

certain in every business, regardless of size, industry, loca-

tion and operational dynamics, could you come up with one? 

You're probably familiar with this one: "The only sure thing 

in business is change." At the pace the world is moving, 

you'd be hard pressed to find anyone who could argue with 

this. Can you think of another absolute truth that applies to 

every business? 
It's tough, isn't it? Today there are few absolutes in the world 

of business. Everything, I mean everything, is open for debate. 
After nearly 15 years of studying thousands of busi-

nesses, CEOs and managers, and resolving even more 
"people" problems, I have found one other absolute prin-
ciple that holds true in almost every organization I've con-
sulted with: It's lonely at the top. This one isn't new either, but 
it generally isn't thought of in the context of an important 
business absolute. 

In fact, you may be thinking, "So what? I've heard that for 
years. Big deal." You're right. Amidst our unpredictable and 
chaotic world, a litigious society, multiple generations under 
one roof, unforgiving public markets, demanding customers 
and increased government regulations - it is a big deal. 

It seems that we have more knowledge than ever before, 
yet we don't feel any smarter - just more confused. Decisions 
are tough to make and the answers are often out of our reach. 
Business owners and managers find themselves caught be-
tween a myriad of conflicting opinions and philosophical 
choices, old "rules of the game" that no longer apply and 

people who are complex, hard to please and 
difficult to manage. 

Managing and owning a business is harder 
than ever - especially when your business is 
small and you are alone. In fact, until recently, I 
had no idea just how isolated CEOs, upper man-
agers and presidents of organizations really are 
and, what's more, the difficulty this creates. 

BAD DECISIONS. Each day, leaders must 
make a multitude of decisions that directly 

Jean Seawright is president ofSeawright & Associates. 

Inc.. an H.R. management consulting firm located in 

Winter Park. Fla. She can be reached via e-mail at 

jpileggi©seawright. com or at 407/645-2433. 

impact the future of their organizations. One seemingly 
small decision impacts the next, bigger decision, which then 
lays the foundation for a more critical choice. If the wrong 
decision is made early on, it can have a snowball effect over 
time. I have agonized with many CEOs who are faced with 
limited and sad options, which they would not have had if 
they made only one decision differently. 

What most leaders need is a "trusted advisor." Someone to 
confidentially talk with who can help think through the issues. 
CEOs and business leaders easily lose their objectivity when 
they're in the midst of and living in the crisis of the moment. 

YOU'RE NOT ALONE. As I travel around the country and 
meet with company leaders, time and time again I am struck 
by the profound need these people have for a professional, 
trusting relationship with someone who can provide wise 
counsel, frame the options and redefine the problems, and 
guide the individual back to basics. Sometimes what's needed 
is not someone to provide an answer, but rather someone to 
ask the right question. A trusted advisor does this. He or she 
understands the passion of the leader and respects the unde-
niable reality that the CEO and his or her business are 
intrinsically one. 

The trusted advisor is more than a mentor or a coach. 
He or she develops a deep and personal relationship with 
the leader and provides a refuge where the CEO can 
escape from the noise and confusion of the business. With 
the trusted advisor, the leader need not worry about 
pretenses. He or she can reveal weaknesses, because in 
doing so, they allow greater access to emotion and inspi-
ration. Trusted advisors listen and ponder the solutions. 
Their focus is introspective and their purpose is always to 
place the discussion on a different plane. Through contin-
ued questioning, the trusted advisor helps the individual 
to rediscover the "whys." Only then can he or she move on 
to the "hows." 

Many leaders tell me that their work is no longer fun. 
They are alone and have become accustomed to making 
important decisions with their mirror as their only com-
panion. These leaders get caught in a trap because they 
don't realize the limitations of their singular perspective. 
I believe that if more business leaders had someone they 
could turn to for counsel and advice, their work would 
again be fulfilling. 

If you are one of the few fortunate leaders who has 
found this type of relationship in a consultant, spouse, 
friend, relative or colleague, perhaps you realize the im-
measurable value and reward you are receiving. Don't 
lose sight of your unique opportunity. 

If, on the other hand, you find yourself reflecting on how 
lonely it is at the top, there is a solution. If "the only sure thing 
in business is change," then change your thinking and find 
an advisor who can provide a fresh perspective. ID 
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Engine technology that increases power and fuel efficiency 
while reducing emissions. Now that's smart. 

With Power Boost Tornado™ Technology, our 2-stroke engine I.Q. is off the charts. Besides giving you more 
power throughout the R.P.M. range, Power Boost Tornado™ Engines burn fuel more efficiently — keeping 
emissions well below all EPA and California requirements. That makes them an intelligent choice for 
landscaping professionals. And the superior crankcase design delivers better lubrication for longer engine 
life! To harness the Tornado and enhance your bottom line, visit your Echo 
dealer or call 1-800-432-ECHO (3246). On the Web, www.echo-usa.com. 

© 2002 Echo, Inc. 
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PEST PROBLEMS 

Ash Tree Alert 
The tree-boring pest killing ash trees in south-
eastern Michigan was recently identified as 
the emerald ash borer, an Asian pest previ-
ously unknown in the United States, accord-
ing to Michigan State University researchers. 

It's no surprise that ash trees are suffer-
ing. Michigan ash trees have had a number 
of problems in recent years with diseases 
such as ash yellow and ash decline, which 
are brought on by drought, as well as poor 
growing conditions and secondary pests 
that kill stressed trees, pointed out Deb 
McCullough, forestry entomologist, Michi-
gan State University, East Lansing, Mich. 
This year, the problem escalated. "There 
was a high number of ash trees dying in 
southeastern Michigan and no one had iden-
tified what was causing the high mortality 
rate until this year," McCullough said. 

Because of the misdiagnosis of some of 
the ash tree deaths, the emerald ash borer 
gained a strong footing in Michigan, pointed 
out Arnold Farran, research and technical 
director, J.J. Mauget, Arcadia, Calif. "Usu-
ally you can isolate a problem like this pretty 
quickly, but because of the misdiagnosis not 
only has the insect been identified in five 
Michigan counties (Macomb, Oakland, 
Livingston, Washtenaw and Wayne), but also 
is rumored to be moving to the surrounding 
states as well as crossing the border to 
Windsor, Canada," he explained. 

Emerald ash borer larvae are between 10 
and 14 millimeters in length, 10-segmented 

(continued on page 14) 

DT 
Each American's view of the 

economy falls into one of five 

basic types, according to the USA 

Today /Gallup Poll's July 31 sur-

vey of more than 1,000 adults. 

The unflustered and the com-
fortable - 54 percent of adults -
express minimal worry about 
reducing spending. That suggests 
a sudden belt-tightening by con-
sumers is unlikely since a minority 

Economic View % of Americans 

Unflustered 31% 

Comfortable 23% 

Stressed & stretched 20% 

Strugglers 16% 

Anxious optimists 10% 

Source: USA Today and Gallup Poll 

number of people feel stressed, struggling or anxiously optimistic, Gallup revealed. 
The Gallup also reported that by 2-to-l Americans are more apt to rate the economy 

negatively than positively, which is why 71 percent say full recovery is more than one 
year off and why nearly two-thirds rate the stock market decline as a major problem. 

Nonetheless, Gallup pollster David Moore said Americans are a long way from 
viewing current conditions as doomsday. "Most people," he said, "are generally 
comfortable with things or at least optimistic that they'll get better." 

MERGERS & ACQUISITIONS 
Scotts LawnService 
Warms up in the South 

MARYSVILLE, Ohio - There's no question what lawn care company is 
making big news these days - Scotts LawnService jumped into the headlines 
again with the acquisition of Centex 
HomeTeam Services' lawn care division. Scott's 
acquisition of the approximately $20-million 
lawn care operation represents its third major 
deal this year, following the purchases of J.C. 
Ehrlich's lawn care business, Reading, Pa., as 
well as The Lawn Co., Cape Cod, Mass. 

These deals have pushed Scotts LawnService's revenues to nearly $95 
million for the year, representing roughly 90 percent growth in 2002. 

"This acquisition demonstrates our commitment to this business 
and propels our expansion into 10 more of the country's top 100 lawn 
service markets," said James Hagedorn, Scotts' president and chief 
executive officer. 

In particular, this deal gives Scotts a strong position in Florida, 
where it previously lacked exposure. Now, Scotts LawnService oper-
ates in Fort Lauderdale, Jacksonville, West Palm Beach, Port St. Lucie, 
Orlando, Ocala, Melbourne, Tampa and St. Petersburg. In addition, 
Scotts bolstered its Texas presence by picking up locations in Austin, 
Dallas, Fort Worth and Houston. The bulk of the remaining business is 
located in the Atlanta, Ga., area. 

Centex built up its presence in the industry via a number of acqui-
sitions in the last few years, but the company ultimately decided that it 
couldn't benefit from the same strategic advantage of providing lawn care 
to the new home market as it enjoys with its structural pest control service. 
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CONTROL 

EMERALD ASH BORER 

W I T H 

MICRO-INJECTION PRODUCTS 

"INJECT-A-CIDE B" FOR IMMEDIATE CONTROL 
IMICIDE" FOR PREVENTION AND LONG TERM CONTROL 

FIND OUT JUST HOW EASY IT IS TO CONTROL BORING INSECTS 
WHEN USING 

MAUGET'S TIME PROVEN MICRO-INJECTION PRODUCTS. 

FAST, EASY & SAFE 
\\\ IMICIDE... The safe insecticide chosen by the USDA for preventive treatment in the 

Asian Longhorn Beetle Program. Approx. 250,000 trees have been 
successfully treated & protected in New York and Chicago over the past 3 yrs. 

Q IMICIDE... Is now being used by the State of Washington, in their Citrus 
Longhorned Beetle Prevention & Eradication Program. 

www mauget com 
- FULL SEASON PREVENTIVE CONTROL -

SAFE for BENEFICIAIS & THE ENVIRONMENT 

» 
A COMPLETE CLOSED SYSTEM .. 

NO SPRAY'S .. NO DRIFT .. 
NO HIGH PRESSURE DAMAGE .. 

WEATHER PROOF .. COST EFFECTIVE 

Your MAUGET Micro-Injection Product Distributor 

800-423-3789 
Your Complete Arborist Supply Company 

Climbing Gear * Pruning Tools * Fertilizer * Educational Material 
* Landscape Supplies * Safety Equipment * Stump Teeth 

Call For Your Free Catalog 
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Shop 
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(continued from page 12) 
and cream-colored with small brown heads 
and little pincer-like appendages on their 
rear ends, McCullough described. They feed 
on the tree's phloem and outer sapwood, 
producing S-shaped galleries that look like 
roadways. Adult beetles chewing their way 
out of trees leave distinctive D-shaped exit 
holes on branches and trunks. 

Most infested ash trees die in two to three 
years. It is estimated that the pest has been in 
Michigan for at least five years. 

"There are more than a dozen other insects 
that bore into dying ash trees, but this one is 
different because it infests quite healthy trees 
as well as stressed trees," McCullough said. 
"So far, it has only been found in ash trees, but 
it can apparently kill all species of ash, includ-
ing green, white and black ash, as well as 
several horticultural varieties." 

Currently, the Michigan Department of 
Agriculture (MDA) has imposed a quaran-
tine to stop ash trees, logs and firewood as 
well as ash tree nursery stock from leaving 

(continued on page 16) 

Let's Get Results, Not Excuses! 
Do these excuses sound familiar to you? 

"That's the way we've always done it." 
"That's his job, not mine." 
"I didn't think that it would make 

any difference." 
These three overused explanations are 

among the top 10 excuses overheard in the 
workplace, and Dick Bare recognized the fa-
miliar ring of a few of these one-liners in his 
own Norcross, Ga.-company, Arbornomics. 
After reading Let's Get Results, Not Ex-
cuses!, he considered their stipulations. 

Authors James Bleech and David 
Mutchler point out, "Excuses are the indi-
cator of most - if not all - of the chronic 
problems in corporate America. Where we 
find excuses, we will always find some 
combination of the others." 

Excuses are the tip of the iceberg, so to 
speak - we learn how to make excuses when 
we are young and then we continue to feed 
them to others in a work environment when 
we are older. 

"Oftentimes, with employees who have 
been around for awhile, you have more of a 
problem with them because they might say, 
That's just not my style,' or, That's just not 
me,'" Bare recognized, identifying with the 
"self entitlement" Bleech and Mutchler 
present in the 238-page book. Supervisors pay 
for these excuses with more work and stress. 

Chock full of short stories illustrating com-
mon excuse-related dilemmas, Bare said the 
easy-to-read book spoke to growing land-
scape companies that simply can't afford to 
let excuses muddle their service and effi-
ciency. "As landscape companies get large, 
that excuse business can't work anymore," 
Bare said simply. - Kristen Hampshire 

Act Now And ! 
LOWEST 

With Pro-Tech'! 
• F < 5 F V F R I 

Model MSRP Sale Price* 
Skid-Steer 8' $2,200 $1,980 
Skid-Steer 10' $2,500 $2,250 
Backhoe 10' $3,500 $3,150 
Backhoe 12' $3,700 $3,330 
Loader 14' $4,500 $4,050 
Loader 16' $4,800 $4,320 
Loader 20' $5,700 $5,130 

• The proven performer is on sale now. 

• In stock at Pro-Tech dealers throughout the U.S. 

Call 888 PUSH SNO 
PROTECH 
SNO PUSHER PATENTED 

"Offer expires 9/30/02; Price does not include shipping; sale price on all Sno Pusher models 
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Our fertilizer comes with a built-in insurance policy. 
M 

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 with 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 United 
4 • Horticultural Supply 

USE READER SERVICE # 1 56 
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(continued from page 14) 
the affected counties. Current injection treat-
ments being used to treat this problem in-
clude the active ingredient imidacloprid. 

McCullough and Farran advised lawn 
care operators in Michigan and surround-
ing states to keep an eye out for this insect. 
"It gets active in the spring and then again at 
the end of summer until mid-fall," Farran 
said. "You don't want this critter overwinter-
ing if you can help it. Since it had three years 
to gain a foothold, it's making the Asian 
longhorned beetle look like a small issue." 

REGIONAL REPORT 

A Look Inside 
Pennsylvania's 
Green Industry 
HARRISBURG, Pa. - Pennsylvania's green in-
dustry generates $3.1 billion in total sales to the 
state's economy and has become the fastest 
growing segment of Pennsylvania agricul-
ture, according to a statistical survey com-
pleted by Pennsylvania State University. 

The survey, which was a joint project 
between Penn State and the Pennsylvania 
Landscape & Nursery Association, found 
that Pennsylvania's green industry accounts 

• j j j 

JJ s i n n 
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. 

SEPT. 1 8 Nursery and Landscape Field Day, Virginia Tech 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 - 2 1 Florida Nursery & Allied Trade Show, Orlando Fla. 
Contact: 800/375-3642 
SEPT. 2 O North Carolina Landscape Association Scholarship Golf 
Tournament, Southern Pines, N.C. Contact: 919/816-9121 
SEPT. 2 0 - 2 1 CLT Exterior Exam, Milton, Ontario, Canada. Contact: 
905/875-1805 
SEPT. 2 1 Lawn & Landscape/Snow Business Snow Management 
Seminar, Chicago, 111. Contact: 800/456-0707 
SEPT. 2 1 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 
Turf grass 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 

for 73,000 employees, $1 billion in compen-
sation and payroll and $151 million in busi-
ness-related taxes. 

In addition to being the fastest growing 

s r a i 
Hunter hired D e a n Armstrong as the sales manager for eastern 
Canada and named Charles Huston executive vice president of sales, 
M i c h a e l Cucchiara vice president of sales for the Americas and 
Brandon M e a d o w s international vice president of sales. 

Massey Services promoted Tony Massey to executive vice 
president of the consumer services division. Ed Dougher ty to the 
regional manager of Massey's central region, M a r k M c G r a t h to 
division manager for the PrevenTech Commercial Pest Prevention division 
and Tom J a r z y n k a to technical and training director of the 
PrevenTech division. 

CoCal Landscape hired Fred McAfoos as chief estimator. 
Environmental Industries, Inc. promoted Ken Hutcheson o 

president, U.S. Lawns. 
Little Wonder named Thomas Schwarz chief financial officer. 
Cleary Chemical announced that K a r e n H a r t m a n and M i k e M c G r a t h joined the 

company as sales representatives. 
Becker Underwood named Br ian Bucka l lew product manager for its distribution sales 

business unit. 
HighGrove Partners hired Brad Jackson and Pat W h a l e n as sales representatives, 

Brett W e n d e l as an estimator/irrigation manager and Erik Jark ins as a designer. 

De att Armstrong 
(top), Tony 
Massey 

segment of Pennsylvania agriculture, the 
survey revealed the green industry to be the 
leading producer of all of the state's crop 
sales - 26 percent related to nursery and 
greenhouse crops. 

Nationally, Pennsylvania's landscape in-
dustry also ranks high, placing within the top 
10 in numerous categories, including number 
of farms producing nursery and greenhouse 
crops, number of horticulture organizations 
and number of open space acres. 

IN THE N E W S 

LESCO's Second 
Quarter Results 
Show Progress 
CLEVELAND - When Michael DiMino was 
named LESCO's president and chief execu-
tive officer in April, his goals were clear: 
boost sales while cutting costs to return the 
company to profitability. LESCO's second-
quarter performance this year indicates that 
DiMino's plan is off to a strong start and he's 
not done changing the way the turf products 
distributor goes about its business. 

LESCO's sales climbed 1.4 percent to 
$166.5 million in the quarter, thanks largely 
to a 5.2-percent sales spike in the lawn care 

16 SEPTEMBER 2002 www.lawnondlandscape.com LAWN & LANDSCAPE 

http://www.lownandlandscape.com
http://www.lownandlandscape.com
http://www.lownandlandscape.com


1 lawnandlandscape.com/events 

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) 
OCT. 4 - 5 CLT Exterior Exam, Columbia, S.C. Contact: 864/592-3868 
OCT. 4 - 6 CLT Exterior Exam, Sacramento, Calif. Contact: 916/448-2522 
OCT. 5 CLT Exterior Exam, New Brunswick, N.J., and Joliet, 111. (retest only) Contact: 
201/703-3600 (New Brunswick), 630/472-2851 (Joliet) 
OCT. 8 ALCA Essentials for Success, Cincinnati, Ohio. Contact: 800/395-2522 
OCT. 9 - 1 0 Southern California Turfgrass Council Turfgrass, Landscape and Equipment 
Expo, Ponoma, Calif. Contact 800/500-7282 | 
OCT. 9 Interior/Exterior CLP and CLT Interior Exam, Cincinnati, Ohio. Contact: 800/395-2522 
OCT. 1 0 Interior/Exterior CLP and CLT Interior Exam, Wenatchee, Wash. 
Contact: 800/395-2522 y 
OCT. 1 0 CLT Exterior Exam, Wenatchee, Wash. Contact: 425/385-3333 
OCT. 12 CLT Exterior Exam, Oahu, Hawaii, (written only). Contact: 808/326-9738 
OCT. 1 0 - 1 2 Northwest Green Industry Conference, Wenatchee, Wash. Contact: 509/662-1234 
OCT. 1 6 - 2 0 Independent Turf & Ornamental Distributors Association Fall Meeting, 
St. Thomas, U.S. Virgin Islands. Contact: 207/933-6708 
OCT. 1 8 - 2 2 San Jose American Society of Landscape Architects Expo, San Jose, Calif. 
Contact: 202/363-4666 

market. Sales in golf and to national ac-
counts were off 4.3 percent and 1.5 percent, 
respectively. 

Perhaps most importantly, however, 
LESCO boosted its gross profit margin to 
34.2 percent of sales, thanks to considerable 
cost-cutting. "We have created a disciplined 
culture of non-spending, which has elimi-
nated approximately $2 million in costs," 
DiMino told investors. "I feel good about the 
control we have over spending." 

DiMino did share disappointment with 
investors that LESCO's sales aren't growing 
as rapidly as he predicted earlier this year, 
when he called for overall growth of 4 to 6 
percent. While announcing second-quarter 
results, he lowered his growth forecast for 
the year to 2 to 4 percent without changing 
his bottom-line improvement estimates. 

"Same-store sales are up 5.2 percent in 
lawn care and we're excited about that 
because [lawn care] is our biggest oppor-
tunity for growth and profitability," 
DiMino explained. 

(continued on page 20) 

BROUWER 
TEXTRON 

Nobody cuts it like Brouwer 

Our vacs have a capacity for hard work. 

289 N. Kurzen Rd. • P.O. Box 504 
Dalton, OH 44618-0504 

330-828-0200 • Fax 330-828-1008 
E-mail: salesObrouwerturf.com 
Website: www.brouwerturf.com 

Our field vacuums combine impressive 
power, large capacities, ease of use and long-
term reliability. 

T h e Brouwer BV85 Vac, the largest 
capacity vacuum unit of its kind, is ideal for 
fast, economical cleanup of large turf and hard 
surface areas. It's easy to maneuver the BV85, 
bringing its wide pickup head (up to 120 

inches) and powerful suction 

Unloading is easy, thanks to its hydraulically 
driven conveyor. 

T h e mid-size Brouwer BV138 Vac is 
designed for hard-to-reach areas that require a 
compact, maneuverable machine. T h e BV138 
features heavy-duty impeller fans, creating a 
mulching effect on debris before it enters the 
hopper to significantly increase capacity. And, 

the BV138's hydraulic 
lift makes unloading 
simple. 

Two great vacs. 
One great name. For 
the best in field 
vacuums, visit your 
Brouwer dealer today. 

j 180 9001 Certified j 
QUALITY SYSTEMS ACCREDITED 

Brouwer Division of Textron Inc. 

Model BV138 
features hydraulic 

lift unloading 

Optional hoses are 
available for easy 
cleanup 

LAWN & LANDSCAPE 
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The smartest way to outwit a weed? One application of easy-to-use Barricade® each fall. Its season-long control of crabgrass is 

unparalleled. Plus it also controls spurge, knotweed, purslane, and 26 more weeds. Making your job a little easier means we 

get to know problem weeds like crabgrass inside and out. Perfecting a full ensemble of products to protect your turf, that's 

what we're here for. Call 1-800-395-8873 to contact your local Syngenta sales representative and learn more about Barricade. 

\ \ 

Barricade 
Herbicide 

www.syngentaprofessionalproducts.com 
Important Always read and follow label instructions before buying or usmg this product. 02002 Syngenta. Syngenta Professional Products, Greensboro. NC 27419. Barricade* and the Syngenta logo are trademarks of a Syngenta Group Company. 
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(continued from page 17) 
In addition, LESCO continues progress-

ing with its hub-and-spoke concept to move 
inventory into the field and out of distribu-
tion centers. Three of these superstores are 
being developed right now in Cleveland, 
Ohio, Sebring, Fla., and Hamilton, N.J. 
DiMino noted that he would like to ulti-
mately create six or seven such facilities in 
the next year or two with Chicago, 111., and 
Atlanta, Ga., as two likely candidates. 

DiMino pointed to LESCO's success in 
Florida as evidence of what this alignment 
can do for the company strategically. "We 
believe our system is eminently scaleable," 
he asserted. "We have numbers that show 
us that in Florida we're 10 to 15 points 
higher in marketshare than anywhere else 
because we've got 50 stores working in con-
cert with our Sebring facility. We dominate 
in Florida. That's a word we like a lot, so 
we're building the model to dominate." 

As the company focuses on inventory 
management, one goal is to reduce the num-

(continued on page 22) 

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

This is a great time to submit a customer survey. 
First, plan on surveying every client. If you have many clients, share the re-

sponsibility with individuals in your organization who will be accountable for the 
survey issue and collection. Depending on your clients and your survey presenta-
tion, don't expect more than a 10-percent return. To boost return rate, you can 
provide your clients an incentive for returning the survey by attaching a dollar bill 
to the survey or providing a small indoor plant for their desk. 

If you offer various services, track everything according to each particular sec-
tor: residential maintenance, commercial maintenance, landscape installation, etc. 
Track your scores in each category and determine if you are above or below aver-
age. When the returned surveys have been logged and tracked, be sure to share 
all this information with the managers, supervisors, foremen, administration, etc. 

What should your survey include? Here are a few categories under which you 
can list specific questions: customer service, quality, people, office and image. 

List no more than five questions under each category and allow your clients to easily 
make a check mark indicating a score from 1 to 5. Also, allow space for comments and a place 
for them to sign their name. Generally, bad news comes without a signature. 

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

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 

18004JNBCME 
S W U G L E m A 

- P P l -ass: i ^ L J 

Wffc 

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 

V OFFER! i 

*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... 

Call Toll-Free 800-422-7478 today 
to design your custom lawn posting sign. M 

SERVICE INDUSTRY 
SOFTWARE SINCE 1984 

2 0 SEPTEMBER 2 0 0 2 
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©2002 Hort tea The Florists' Mutual Insurance Company 

-Ajjf&r Ü5 yeorf, y&u ¿an outgrow anything, 

y&uf nawe. 

fiori*!'* ' ¿AuKal ln*uron*e I* Mm ri&rhooi. 

Hortica is the insurance solution for the horticultural industry. Vie offer complete coverages for nurseries, 

landscapes, garden centers, greenhouse growers and florists. We've changed our name to reflect that fact. 

FMI is now Hortica, working in partnership with businesses throughout the horticultural industry 

to successfully manage liability and financial risks. We'd like to do the same for you. 

Call us at 1-800-851-7740 or visit us at www.hortica-insurance.com. By the way, 

would your current insurance company know that trees don't really grow this way? hortica 
I N S U R A N C E S P E C I A L I S T S F O R T H E H O R T I C U L T U R A L I N D U S T R Y ' " 
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Why 
Weisburger 
Insurance? 

GREG CROSSLIN, Esq. 
Crosslin, Slaten, & 

O'Connor EC. 

/

'vehad the pleasure of working with Michael, 

Charlie, Dan and Mark over the years, and I've 

witnessed their interaction with both lawn control 

operators and insurers. What sets Weisburger Green 

apart is that they go above and beyond selling 

policies. They are a true resource for the green 

industry, and they enable their insured to be better 

at what they do. 

WEISti/jRGERGreen 
(^fixutteittce 

Contact us today for a free 
evaluation of your current coverage. 

5 Waller Avenue 
W h i t e Plains, NY 1 0 6 0 1 

Tel ( 9 1 4 ) 4 2 8 - 2 9 2 9 
Fax ( 9 1 4 ) 4 2 8 - 0 9 4 3 

Toll Free ( 8 0 0 ) 4 3 1 - 2 7 9 4 
F a x - o n - D e m a n d ( 8 0 0 ) ASK-WEIS 

www.weisburger.com 

(continued from page 20) 

ber of products it houses by more than half. "We are currently 
carrying about 22,000 SKUs (stock keeping units), and 12,000 of them 
are products that were previously discontinued," added Jeff Ruther-
ford, senior vice president and chief financial officer, explaining the 
reasoning behind a liquidation strategy that is resulting in reduced 
prices on many LESCO products. 

Ultimately, the company hopes to reduce its inventory to about 
10,000 SKUs, about 65 percent of which will be replacement products 
for lawn care equipment. 

Meanwhile, DiMino looks forward to adding products, particu-
larly in the pesticide area as the patents protecting popular chemis-
tries expire. "When active ingredients come off patent, we can 
reformulate them with our other partners and make more money 
when we reintroduce these products to the market with our brand 
name," he related, adding that LESCO's margin is typically 10 to 15 
percent higher on products with its brand name than on products 
carrying another company's name. "There are a lot of those active 
ingredients ready to go generic over the next 24 to 36 months and we 
will be taking advantages of the every single one." - Bob West 

IN THE N E W S 

Housing Starts Still Strong 
WASF1INGTON, D.C. - As expected, nationwide housing starts 
slowed 2.7 percent in July, the Commerce Department reported. 
Meanwhile, permits for new housing construction remained virtu-
ally unchanged in July at a 1.7 million-unit rate. 

"I'd caution anyone against linking this report to some kind of 
housing 'bubble,'" warned Gary Garczynski, National Association 
of Fiome Builders president and a builder/developer from 
Woodbridge, Va. "Historically low mortgage rates continue to bring 
buyers to the market. Moreover, we're forecasting a healthy 1.65 
million starts for all of 2002 - the best number in 15 years." 

Housing starts declined 11.7 percent in the Northeast, while the 
South and West reported more modest declines of 3.6 percent and 4.3 
percent, respectively. During the same period, the Midwest posted a 
5.8 percent gain in housing starts. OB 

ON THE\J \Y_EI 
Stens - www.stens.com 

HH Pest & Turf 
Management Systems - www. in jec to -mat ic .com 

University of 
Massachusetts Extension 
Drought Page - www.umassdrought in fo .o rg 

FINN Corp. - www. f inncorp .com 

Versa-Lok - w w w . v e r s a - l o k . c o m 

Midwest Lawn Scapes - www.midwes t lawnscapes .com 

To announce a new Web site, e-mail nwisniewski@lawnandlandscape.com. 
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Now you can tear into big jobs without ripping up the work site. The new Polaris ASL 300 All Surface Loader puts you 

in control. Its unique ROPS/FOPS canopy is designed for excellent all around visibility. Advanced, pilot-operated 

hydraulic controls make it easy and comfortable to operate. Best of all, the ASL has exceptional traction. It's specially 

designed, rubber-track undercarriage and large footprint lets 

you conquer the most sensitive surfaces with leaving a mark. 

The true choice — the only choice — the Professional Series by Polaris. 
PROFESSIONAL SERIES 

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. 
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PATRIOTIC PIANTINGS 

Red, White 
& Blooms 

Red, white and blue continue to be hot color 

choices for 2002, as Americans strive to ex-

press their patriotism in different ways, even 

bringing this palette into their landscapes. 

Fortunately for landscape contractors, there are a num-
ber of blooming plants in these hues, so it's simple to create 
garden vignettes or small containers featuring flowering 
plants. Choose from annuals like pansies, petunias, primu-
las, snapdragons and impatiens. Then, mix in perennials 
like bacopa, nemesia, salvia, phlox and accent with gerani-
ums and perovskia for a simple, free-flowering garden. 

Jack Williams, plant specialist and landscape designer for 

Looking for blue plants to fit a 

patriotic container? Try 

Nemesia Aromatica Deep Blue. 

Photo: Ball Horticultural Co. 

The Flower Fields, an alliance of 
U.S. growers based in Encinitas, 
Calif., designed a landscape of 
annuals and perennials that will 
bloom through fall. This easy-
care landscape is recommended 
for a sunny bed 10 feet by 3 feet: 

• Rear- three 'Comet White' Argyranthemum, seven 'La 
Bella Red' snapdragons (spring and fall) or seven 'May 
Night' salvia (for summer), three 'Russian Sage' Perovskia 

• Center - nine 1-gallon size red 'Lauren' dwarf dahlias 
or red double impatiens, six 'Blueberry Sachet' Nemesia, 
five 'Rocky Mountain Red' or 'Rocky Mountain Scarlet' 
geraniums, six 'Vanilla Sachet' Nemesia 

• Front-18 low-growing annuals, for spring or fall, 'Penny 
(continued on page 26) 

T E M P O R A R Y / S E A S O N A L 
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: FoleyEnt@evl.net 

Toll Free (888) 623-7285 

Z-Spray SS Zero Turn Spray System 
New Stainless Steel Model 

Digital speedometer for calibration 
40 Gallon capacity. 5 gpm pump 

10 ft. 3 section/3 valve boom with Al tips 
300 lb.Fertilizer capacity 

17 HP Kawasaki electric start 
Zero-Turn pump/wheel motor trans. 

Hard rubber coating on all frame parts 

L.T. Rich Products 
920 Hendricks Dr. Lebanon, IN 46052 

765-482-2040 . Fax 765-482-2050 
www.z-spray.com 
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• Control 

H Magellan 

• Allerte 

Bentgrass Trials Conducted at University of Illinois 

Growth Chamber test conducted at University of Illinois in 
February 2002 using 14 day preventative rates for both 
Aliette® and Magellan fungicides. Data is available on request. 

Aliette is a registered trademark of Aventis Group. 
Magellan is a trademark of Riverdale. 

Magellan™ systemic fungicide is highly effective in the prevention 
of Pythium and Yellow Tuft diseases. Magellan's clear, odorless 
liquid formulation is as easy to apply as it is on your budget. It can 
be combined with other fungicides without the need for a buffer 
in broad spectrum treatment programs. 

Magellan can be applied at a rate of 4.01 oz. per 1,000 sq. ft. for 
14 day prevention. At an 8.2 oz. rate, you can count on 21 day 
prevention. So, if you're looking to build a fortress around your 
grounds to prevent Pythium, Magellan has to be the clear choice. 

No 
Damage 0 

Control 2 days 4 days 

Clearly 
Invincible 

r \ 
AGAINST PYTHIUM INVASION. 

Rtf ï 

SYSTEMIC FUNGICIDE 

R iverdale 
A \ufarm Company 

The Formulation Innovators 

1333 Burr Ridge Parkway, Suite 125A, Burr Ridge, IL 60521-0866 Phone: 708-754-3330 Fax: 708-754-0314 www.riverdalecc.com 
Always read and follow label directions. 
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Nursery Maiiret Rppnrt 
(continued from page 24) 
Deep Blue' viola on one corner and 18 'Ac-
cord/Banner' pansy on opposite. Replace in 
summer with 18 'Blue Showers' and 18 'Candy 
Floss' Bacopa. Fill in spaces with 'White Dream/ 
'Ultra White' or 'Prime Time White' petunia 

Before planting, work the bed so soil is 
light and fluffy, and add time-release fertil-
izer. This low-maintenance landscape only 
requires changing out the seasonal annuals. 

A simple patriotic vignette can be created 
for moist, shady locations using 'Goodness 
Grows' (blue) Spike Speedwell Veronica spicata 
in the center. Surround with three Lobelia 
cardinalis (red) and finish in front with ground 
cover 'White Uniform' Campanula. 

A small, sunny garden vignette, perhaps 
at house entry, can be made with 'Blue Hills' 
Salvia nemorosa, 'Star Fire' (red) and 'David' 
(white) Phlox paniculata. Finish with ground 

Among the many options for creating a 

patriotic landscape are Abunda Jumbo 

White Bacopa (below) and Fiesta 

Sparkler Cherry Double Impatiens 

(left). Photos: Ball Horticultural Co. 

cover'White Swan' Echinacea or 'Silver Prin-
cess' Leucanthemum. 

To create container gardens, there are sev-
eral options. In the center of a 14-inch container, 
plant one 'Americana' geranium. Around it, 
place fragrant 'Blueberry Sachet' Nemesia alter-
nating with 'Vanilla Sachet' Nemesia. Or in the 
center of a 14-inch pot, place a 'Rocky Mountain 
White' geranium and surround it with several 
ivy geraniums, such as 'Bright Cascade' or 'Fire 
Blizzard.' Complete with 'Blue with Eye' or 
'Blue Spark' Twilight Verbena. 

These designs are most effective using 1-
gallon plants for the centers and 4- or 6-inch 
plants for accents. Change out seasonal annuals 
for a year-long display. - Karen Dardick ID 

The author is a national garden writer based in 
Pasadena, Calif. 

just $174.99 with coupon 

The ROBIN model NBD20A String 
Trimmer is Lightweight, Strong, 
Durable and Cost Effective! 

1 < 

Available from 

Robin Outdoor 
Power Products 
1-877-667-9868 
www.robinoutdoorpower.com 
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PLANT INVENTORY 

Managing Your 
Nursery Stock 

Strong, healthy plant material is the heart of any 

landscape project, and managing your nursery stock 

can be the most important factor in cultivating your 

landscape company's reputation. 
Whether you purchase your material from a When purchasing containerized plant material, growers encourage 

wholesale yard, a garden center or directly from the contractors to take plants out of their containers to inspect rootballs, 

grower, the source of your material is paramount in ensuring they are free from mold and insects. Photo: Moon Nurseries 

long-term plant success. Buy from suppliers that 
share the same standards of quality that you want your properly spaced and easy to find. Sales staff should be 
company to project. To revisit the old adage, "A picture is knowledgeable and available to answer questions related to 
worth a thousand words," your first visual impression of a their material. Also, choose a supplier with quick product 
supplier's facility is most likely the right one. It should be turnover - one that is constantly bringing in fresh material, 
clean and orderly. Plant material should be clearly labeled, (continued on page 30) 

EXPAND YOUR BUSINESS 
by offering the COMPLETE line of 

Fabrics & Erosion Control Products 

P E R F E C T F O R 
Professional Landscape 

Service Needs! 
The Retail 

Garden Center! 

FABRIC FOR 
YOUR EVERY NEED! 

Bulk Rolls 3-15' Wide 
Available 

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

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. CENTRAL AVE., CHICAGO, IL 60638 
(708) 728-7180 • 1-800-992-0550 • FAX: (708) 728-0482 

• Interchange Water Tanks, 
Hydro Seeders, Flatbeds, 
Salt Spreaders, Mulch Bodies, 
Small Tree Spades More! 

STELIAI 
280 West 3rd Street 
Garner, Iowa 50438 
(800) 321-3741 
www.hooklift.com 

• One Chassis, 
Multiple applications 

• Lower Loading Angle 
• Reduced Overhead Costs 
• Low Maintenance Cost 
• Over 40 Models Available 
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PROFESSIONAL LAWN & TREE CARE 
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LOOKING FOR A NEW SOURCE OF INCOME? 

Just put 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. 
BayerProCentral.com 

COMPASS 

Bayer 

profession; 



Arbor Business 
(continued from page 27) 

If you are fortunate enough to have large 
lead times for your projects, try to get the 
first pick of the material. When a project is 
too large for your local wholesale yard or 
requires large caliper specimen trees, con-
sider buying directly from a grower. This 
allows you to inspect and tag material in the 
field months in advance. 

Remember, though, that wholesalers are 
usually finished tagging their summer stock 
by early spring. Unless you have a holding 
facility to carry product through from dig-
ging to installation, your best bet may be to 
contact your local supplier and ask them to 
reserve the material for you. Plus, they will 
no doubt appreciate being kept in the loop 
and will be more likely to save the best 
material for you in the future. 

When selecting balled-and-burlapped 
stock, look for large and uniformly shaped 
root balls. As a rule of thumb, for every caliper 
inch of tree, the root ball should be approxi-
mately 10 to 12 inches in diameter. Also, ask 
what part of the country the tree is from and 

check the root ball's soil content. Similar soils 
and hardiness zones help ensure a successful 
transplant. Stand trees upright in holding 
yards, and properly irrigate them and space 
them to avoid touching branches. Impeding 
trees create shaded and constricted environ-
ments that cause misshapen head growth. 

Always take time to see if the tree has been 
properly pruned and that the head shape is 
uniform. Look for a dominant central leader 
that is straight and free from multiple branch 
angles and secondary leaders. Lastly, make 
sure there are no visible signs of insect or 
mechanical damage to the bark or leaves. 

When choosing containerized shrubs, the 
same general rules apply. Additionally, 
make sure that the plant is in a proper con-
tainer. A plant grown in a disproportion-
ately small container may have a root mass 
that is too small to support the plant. Feel 
free to take the plant out of the container to 
make sure it is properly rooted and that the 
soil and roots are free from mold and insects. 

The post-purchase care of plant material 
is just as important as the selection itself. Extra 

expenses involved in transportation, hold-
ing and installation will be justified by a 
successful project and a happy client. 

Ideally, plants make one trip, from the 
point of purchase to installation. The qual-
ity of this journey is of enormous value to 
your plant material. Make sure that all trees 
have been properly tied, stacked and tarped. 
Wind burn can ruin beautiful, healthy nurs-
ery stock. Do not double stack balled-and-
burlapped trees, as the weight from one can 
damage another. If possible, ship container-
ized plants in an enclosed trailer. 

Remember, quality trees and shrubs pro-
vide maximum landscape beauty and func-
tion, while damaged or under-producing 
specimens cause only frustration. Though 
the cost of quality plant materials may ini-
tially seem prohibitive, word-of-mouth re-
ferrals from happy clients generate business 
for years to come. - Anna Martin • 

The author is marketing director, Moon Nurser-
ies, Chesapeake City, Md., and can be reached at 
800/803-TREE. 

The versatility you've needed is finally available. 

Model CS312 
Shown on Model 430 

The Steiner chipper/shredder is 
designed to grind, shred and chip a 
variety of materials into a usable 
processed material to enrich and 
beautify your landscape. 
Blower attachment optional. 

• Large capacity hopper 

• Hardened chipper knives 

• Flywheel type rotor 

• Front mount Quick-Hitch™ 

• Chips limbs up to 4" in diameter 

• Safety switch for emergency 

shutoff 

• 90 day warranty 

289 N. Kurzen Rd. | P.O. Box 504 I Dalton, OH 44618 I Phone 330.828.0200 I www.steinerturf.com 

STEINER 
TEXTRON 
Steiner Division of Textron Inc. 
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"About the only thing that gets in our way is gators!' 

Chuck's crews tackle the toughest the south Florida 
landscape has to offer - all day, every day. Sawgrass, 
Bahia grass, even the occasional water moccasin. 
His trimmer of choice? The STIHL FS 250. With 
its compact design, increased torque and high 

/ 
J K 
6 

Do you have a STIHL story? Call 1 800 586 4717 

power-to-weight ratio, Chuck's crews can run 
longer and faster with the FS 250 than with anything 

else. As Chuck says, "When you're waist-deep in 
swamp, cutting sawgrass and snakes, your trimmer 

better be the best there is." 
1 800 GO STIHL www.stihlusa.com 

STIHL 
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A Friendly 
Suggestion 

When it comes to generating new 

accounts, Real Green Lawn Fertil-

izing, Walled Lake, Mich., has all 

the right moves. 

Real Green uses a door-
hanger to generate new accounts 
when technicians are out ser-
vicing existing customers. A 
simple drop-off that acts as an 
advertisement makes itself 
more welcome than " junk 
mail" by offering that little 
something extra. 

"Essentially, this piece 
offers homeowners a free 
estimate," explained Dave 
Boulter, Real Green's vice-
president of marketing. 

The door hanger, which 
says, "While visiting your 
neighbor's lawn today, I 
noticed the following con-
dit ions in your land-
scape..." gives a potential 
customer a small-scale 
lawn assessment on the 
reverse side, detailing 
specifics like thin lawn 
areas or disease damage 
and recommending en-
hancement services. 

The hanger also has 
a check-off area for 
common lawn prob-
lems, such as weeds, 
insect damage, com-
paction and disease, 
that could possibly 
spur a potential cus-
tomer to call for 
more information. 

tack of fertilizer rn 
Weeds — Compaction 

—'"sect damage °isease damage 
Thin lawn areas „®essive »>atch 

Weed control c 
' Core aeration 
* ' n s e c t spray. 

«nts/fleas/ticks 
Grub control 

* Mole control 
• Tree/shrub feeding 

£ZZERCONT'°' 
t rees & shrubs < 

Note: 

Ask for 

Address: 
0ur Customer: 

1 your service! 

T&S Pert. 
ras 
Mole 

There's also an area 
for the technician to 
write up a quick esti-
mate of fertilization, 
pest control, aeration 
or whatever else the 
"doctor" orders on the 
client's site. 

Boulter said that the 
door hanger was devel-
oped with the help of 
owner Joe Kucik about 
seven years ago. 

"This way, lawn tech-
nicians can take these with 
them and drop five off in 
one direction and five off 
in the other direction in a 
residential neighborhood," 
Boulter said. "That covers a 
lot of area." 

The door hanger, now 
one of many the company 
uses, also has a tear-off card at 
the bottom for the technician 
to take back to the office. The 
small card contains the poten-
tial client's address, estimate 
date and recommended ser-
vices. 

"The technician then brings 
the card back and sets up the 
property as a new client, record-
ing all of their contact and land-
scape information, including the 
price quote," Boulter stated. "This 
way the technician either follows-
up on the estimate or the customer 
contacts us." - Mandy Jenkins Q] 

The author is contribu ting editorfor Lawn 
& Landscape magazine and can be reached 
at mjenkins@lawnatidlandscape.com. 
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Get $500 off Thomas 
Mini Skid Steer attachments 
Buy a new Thomas 25G Mini Skid Steer and you'll not only save 

a lot of time - you'll also save a lot of green. Just take delivery before 

October 31 and you'll get a $500 credit toward the purchase of any 

mini skid steer attachment. And with a wide variety of attachments 

to choose from, there's no limit to what you can accomplish. 

For more information on your nearest participating Thomas Mini Skid 

Steer dealer and for full program details contact Kaye Corporation. 

Dealerships available in selected areas. Contact Kaye Corporation for details. 
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THOMAS 

Thomas Equipment Ltd. 
P.O. Box 336 
Mars Hill, ME 04758 
1-866-BE TOUGH 

thomas equipment LTD. www.thomosloaders.tom 

Kaye Corporation 
North Mankato, 
MN 56003 
Phone: 888-223-5818 
Fax: 800-625-3696 
E-mail: 
koye6782@mctcnet.net 

http://www.thomosloaders.tom
mailto:koye6782@mctcnet.net


by Nicole Wisniewski 

Perficut Lawn 
& Landscape 

Father-and-

son team Bob 

and Kory 

Ballard strive 

to create a 

more perfect 

company. 

Fourteen-year-old Kory Ballard wanted a new moped more than anything. 

So, when his father, Bob, told him he better get a job so he could afford it, he 

immediately got to work. 

Ballard went door to door offering residential maintenance services 
through Ballard Mowing. Though a moped might not seem like the ideal 
vehicle to transport equipment, Ballard pulled a mower behind his moped, 
while a friend he employed carried the weed eaters and blowers on his. 

What started with 10 to 15 mowing accounts grew to 35 to 40 lawns per 
week by the time Ballard was 16. He even put an ad in the local paper offering 
to mow an average-sized lawn for $12. "We didn't have any overhead then, so our 
services were less expensive," Ballard pointed out. 

By the time Ballard reached his senior year in high school in 1993, he employed a full-
time crew that mowed mainly residential properties during the day while he was in class. 
At one point, Ballard said, the company was making $1,700 to $2,000 weekly. "Seeing my 
friends only make $7 to $8 an hour in other jobs made me aware that I liked what I was 
doing better," Ballard pointed out. "I felt challenged and wanted to keep going." 

So, after graduation, he renamed the company Perficut Lawn Care and persuaded his 
dad to retire early and join the business as vice president. Fears that there may not be 
enough work for two were soon eliminated as the workforce grew to three employees and 
revenue doubled its first few years. By 1995, the company ran three trucks, had eight 
employees and sales of $181,000. And after adding on additional services in 1997, the 
company grew to 30 employees, 11 trucks and sales of $798,500. 

Speedy growth that plateaued at $3.3 million in 2000 forced the company to slow down 
and gain focus to increase profitability. Now, the Ballards are on a mission to tweak the 
company's full-service offerings and polish the Perficut name by perfecting the business. 

ADD-ONS ADD UP. When Perficut began, it only offered residential maintenance 
services. But, as the business grew, it continued taking on larger commercial accounts, 
which, today, make up 70 percent of the company's work. 

As the business' commercial accounts multiplied, so did client requests for additional 
services, so Perficut added irrigation in 1997, landscaping in 1998, and chemical lawn, 
tree and shrub care in 1999, in addition to buying a holiday lighting distributorship. 

Incorporating these services went fairly smoothly, however some services were more 
challenging. For instance, Perficut subcontracted chemical lawn care until TruGreen-

6550 N.E. 14th 
Des Moines, Iowa 50313 
PH: 515/965-0951 
FX: 515/965-6934 
www. perficut. com 
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"\My fit ili at and JJ have 
different opiniom about 

i&ufbjjS became he 
vorkcd for \ 

life and I have not," said 
i 

Korxj Ballard (right) 

of his father, Boh. "But his 

viewpoint helps me to 

better understand what the 

employees a re feeling, 

Photo: Rich Sanders 

PERFICUT 
LAWN & LANDSCAPE 
HEADQUARTERS: Des Moines, Iowa 
FOUNDED: 1989 
2001 REVENUE: $2.9 million 
2 0 0 2 PROJECTED REVENUE: $3 million 
SERVICE MIX: 70 percent commercial/ 
industrial and 30 percent residential. 
29 percent of revenue is maintenance, 
16 percent is lawn care, 15 percent 
is landscaping, 15 percent is irrigation, 
5 percent is tree care, 17 percent is snow 
removal and 3 percent is holiday lighting 
EMPLOYEES: 24 full-time employees 
and 40 to 45 seasonal 
EQUIPMENT: Vehicles: 8 management, 9 
maintenance, 5 chemical, 5 irrigation, 4 
landscaping, 3 lawn care; 23 utility trailers 
and 2 enclosed trailers; 13 riding mowers, 
22 walk-behind mowers, 1 endloader, 2 skid-
steer loaders, 3 other tractor/loader 
machines, 1 compact utility loader, 1 tractor, 
4 aerators, trimmers, blowers and hand tools 

THE PHILOSOPHY 
MISSION STATEMENT: To work together 
as a management/employee team to build 
a strong, stable company offering the highest 
quality in customer service while offering 
rewarding careers in the green industry. 
Perficut achieves its mission of providing 
quality services through the team effort 
of all our capable, motivated employees. 
FUTURE CHALLENGES: Continue growth 
while maintaining a high level of customer 
service, and hiring and training capable 
management while offering growth 
opportunities within. 

THE MANAGEMENT 
PRESIDENT & VICE PRESIDENT: Kory 
Ballard started mowing at 14 years old and 
continued growing his company through high 
school. In 1994, Kory persuaded his father, 
Bob, to retire early from his factory job to 
help grow the company as vice president. 
Today, Kory runs the day-to-day operations 
working with management, while Bob 
handles the fleet maintenance and 
oversees two mechanics. 
DIVISION MANAGER: Matt Boelman 
joined the company in 1995 and now works 
on customer relations, new sales and runs the 
maintenance and snow divisions. 
CONTROLLER: Chris Harding has been with 
the company since 1996 and runs all the 
company's payroll and financial elements. 

Glance 
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ChemLawn bought out the company that 
did the work in spring of 1999. "They met 
with me and said they were going to start 
spring applications on our accounts," Ballard 
explained. "I didn't want to be affiliated 
with that company and chose not to let them 
take my customers. Then, I had to act quickly 
since we had to start spraying March 1." 

Luckily, Ballard was familiar with com-
pany called MowPro and within two to 
three weeks, that company's owner, Kreg 
Longnecker, moved his home-based opera-
tion into Perficut's offices. "We bought his 
company and hired him to run that divi-
sion," Ballard said. "Kreg had 15 years of 
experience and 20 accounts that we took on 

That 
Was 

Then... 

& M S S 

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

yexwi 

Celebrating our 45*^ year of uncompromising dedication to innovation and quality. 
1 - 8 0 0 - 8 3 1 - 0 0 4 2 • 9 8 9 - 8 6 6 - 2 3 8 1 • www.morbark.com 

Perficut Division Manager Matt Boelman 

(right) discusses job details with Foreman A.J. 

Foster. Photo: Rich Sanders 

and then he contacted all of our accounts per-
sonally letting them know that he was going 
to be taking over our lawn care work. By 
acting quickly, we retained all of our clients 
despite TruGreen's growth in the market." 

Some service combinations, like holiday 
lighting and snow removal, offer challenges 
because they occur simultaneously and 
weather conditions affect their productivity. 

But these services, though originally 
added to retain employees during winter 
months, now are some of Perficut's more 
profitable. Hence, making sure they run effi-
ciently is vital, Ballard said. 

The company reinstalls holiday lighting 
beginning Nov. 1, while many crews are 
finishing fall clean-ups. "If we receive early 
snowfall, all the holiday lighting is on hold," 
Ballard explained. "The real challenge is re-
installing 130 to 150 homes before we can 
start installing new sales. Many clients like 
to be installed after Thanksgiving and before 
Dec. 15, so this leaves a small window for the 
work. We also offer discounts to clients who 
are willing to let us install lights early." 

To promote holiday lighting, Perficut di-
rect markets to areas with incomes more 
than $100,000. "We also have done some 
homes for free initially in high-end neigh-
borhoods to encourage clients to request the 
service," Ballard said. "And we put a lighted 
sign at each home we decorate as another 
means of advertising." 

These two services compliment the busi-
ness and, together, attract a well-rounded 
client base. While holiday lighting is 98 per-
cent residential, snow removal is 98 percent 
commercial. Ninety percent of Perficut's 
snow removal is done hourly and 10 percent 
is done on a monthly or set rate. "After the 
last two extremely different weather sea-

(continued on page 38) 
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Buy Now! Pay Later! 
No Payment until April 2003* 

(No Interest until March 2003) 
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//Take Advantage of Thes£ Incredible Fall Clean-up Offers, too 
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* Minimum transaction amount must equal $2500. Only available at participating Dealers. 
All loans subject to credit approval. Monthly payments based upon 9.8% A.PR. for 

48 months. 9.8% A.PR. is based upon customer with strong credit history. 
A higher A.PR. may apply based on past credit. 

UltraVac" and Micro-Mulch 
System offers cannot be 

combined. Offers valid now 
through October 31, 2002. 
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(continued from page 36) 

sons, we are looking to set up more large 
clients on a monthly rate/' Ballard said. 
Having a mix of clients who pay hourly and 
clients who pay monthly ensures consis-
tency in winter cash flow, decreasing the 
company's financial burden in case of a light 
winter. "Also, some of our commercial cli-
ents would prefer to be charged monthly 

because they can budget better for the year 
and are safe from unexpected high hourly 
snow bills," Ballard pointed out. 

To price monthly rates, which is difficult 
due to the variance in snowfall from year to 
year, Division Manager Matt Boelman aver-
ages out what clients have spent over time, 
making sure to cover his expenses. When 

marketing these rates, Boelman targets com-
mercial clients who spend more than $10,000 
annually with Perficut, including discount 
department stores and new office buildings 
that want to see blacktop at all times and 
reduce their liability. 

To reflect this growingly diverse service 
mix, Ballard changed the company name to 
Perficut Lawn & Landscape in 1998. That 
same year the company had grown to 60 em-
ployees and four division managers, who each 
run their separate divisions as smaller compa-
nies within the organization. Weekly manag-
ers meetings ensure constant communication 
and updates on each division's goings on, 
Ballard said. Then, each division manager 
supervises employees in his own way. The 
maintenance division, for instance, meets 
briefly every morning to keep the nine to 10 
crews focused on each day's duties. 

FINE-TUNING FACTORS. Though 2000 
was the company's biggest growth year - reach-
ing $3.3 million in revenue from $2.5 million 
in 1999-it wasn't the most profitable. "Things, 
like overtime, got way out of control," Ballard 
admitted. "Maintenance crews worked 90- to 
100-hour weeks for months on end. We be-
came too focused on getting work done in-
stead of watching crews' hours as closely as 
we should have. Even during the ideal work-
week we couldn't get the work done." 

The company had to limit overtime. Ballard 
took a look at the schedule - every Saturday, 
crews came in to maintain a few industrial 
parks. Once Ballard weighed the management 
and employee time it took to maintain these 30-
acre sites against cutting overtime and freeing 
up the schedule, he realized that the latter 
would be more beneficial. 

"We stopped bidding those jobs," Ballard 
explained. "We paid overtime for crew work-
ers all day Saturday and management's time 
to run the crews. We were growing like crazy 
and 20 hours of overtime for 40 to 50 guys 
adds up fast. So, we stopped bidding those 
industrial jobs and moved away from doing 
bid work on apartment complexes and office 
buildings that only want to be maintained on 
the weekends." 

Keeping profitability in mind, Perficut 
also raised its prices for residential work by 5 
percent in 2001, something it tried to do annu-
ally. This helped weed out clients who were 
too concerned with price. "This was a bless-

L A W N & L A N D S C A P E 

SURE a Bark Blower saves incredible 
amounts of time and labor during the 
heavy spring mulching season. But it 
also helps you install compost and soil 
mixtures for new lawns, apply chips 
to playgrounds, install rooftop and 
interior planting beds and more. 

Call today. Let us show you how a FINN 
Bark Blower can bring high production 
aim-and-shoot material application 
capabilities to your business. 
And we mean all year 'round. 

BarkB/ower 
A/M-AA/D-SHOOfMULCH SPREADING 

S M A R T E R W A Y S TO W O R K 

1-800-543-7166 • www.finncorp.com 
9281 LeSaint Drive, Fairfield, OH 45014 
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SPRING 
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ing in disguise," Ballard said, adding that 
the company lost less than 5 percent of its 
clients due to the price increase. "By raising 
rates, we eliminated the few residential ac-
counts we wanted to without having to say we 
didn't want to take care of them anymore." 

To raise prices, Ballard sent clients a let-
ter explaining increasing fuel, employee and 
equipment costs. 

Another way to control overtime was 
through reducing the number of hours fore-
men worked. Adding a night mechanic in 
charge of unloading and loading equipment, 
washing trucks and trailers and repairing 
machines meant foremen could get in and 
get out of the office quickly, focusing only 
on each day's work, Ballard said. 

Even little changes can help reduce costs. 
Ballard noticed employees didn't care for 
their work uniforms the way they should 
have - they lost hats and tore the sleeves off 
of t-shirts or were careless with company 
clothing. "It got to a point where I was 
ordering 200 shirts at a time and didn't know 
where they were going," he said. 

To increase employees' responsibility for 
their work wear, Ballard charges each new 
employee $30 ($15 out of the first week's 
check and $15 out of the second weeks' 

check) for company clothing, which includes 
a hat, three Perficut t-shirts and a coat or 
sweatshirt. Employees who want additional 
clothing have to buy it. "We offer specials in 
the fall and spring and give employees a lot 
of chances to get discounts on visors, rain 
pullovers or waterproof pants," Ballard said. 
"And now that they are paying for it, the 
number of lost hats and t-shirts is minimal." 

And if employees who quit return some 
clothing, like the coat or sweatshirt, Ballard 
will reimburse them $20. "But most of the 
time, they don't return anything," he said. 

The new uniform rules are a part of 
Perficut's employee handbook, which em-
ployees must read and sign before they re-
ceive their first week's paychecks. 

BRANDING BASICS. Though the com-
pany is known for its blue trucks, Ballard 
wants the Perficut name to gain more recog-
nition in the Des Moines market. 

So, he pursued an arrangement with the 
local NBC affiliate - WOW Channel 13. The 
channel chooses one company in each in-
dustry to be recognized as experts, and they 
do online chats, answer questions from com-
munity members and receive 20 commercials 
monthly, boosting neighborhood recognition. 

Iawnandlandscape.com 
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Though the arrangement is expensive -
approximately $30,000 annually for the pro-
gram - Ballard said it beats the Yellow Pages. 
"We run about five or six ads in the Yellow 
Pages for our different services and used to 
spend about $3,500 a month total in there," 
Ballard explained, adding that today they 
only spend about $1,500 monthly. "But we're 
in there with 150 other contractors. Sure, we 
make our ad look good as a quarter page and 
in color, but that just increases costs, and 
we're still not making a statement amidst 
the competition. 

"But by being the NBC expert in Des 
Moines, we single ourselves out from the 
competition and show people we're willing 
to take some time to provide them with 
educational information in addition to an 
array of services," Ballard added. 

To keep track of which marketing venture 
generates the most client leads, office manag-
ers who field customer calls fill out an informa-
tion form that describes the customer, explains 
his or her requests and lists where the lead 
came from, Ballard pointed out, adding that 
the majority of prospects come through truck 
recognition. Additionally, the sheet acts as a 
formal call log to ensure calls are returned in a 
timely fashion - preferably 24 hours. 

Another client educational tool Perficut 
started handing out this year is the Homeowners 
Lawn Care Manual. The four-page, two-color 
brochures cost 15 cents each and teach cli-
ents watering, mowing, seeding, aeration and 
weed and insect control basics while at the 
same time promoting Perficut's services. 

This brochure, which took the company 
a short time to develop, puts the right lawn 
care information in clients' hands and helps 
eliminate constant phone calls on these top-
ics. "It doesn't reduce calls as much as we 
thought, but I think it solidifies the fact that 
we're a local expert and that clients can come 
to us with their questions," Ballard said. "We're 
trying to be the local good guy." 

To boost the company name and build 
business, Perficut also uses door hangers on 

(continued on page 109) 

All Perficut employees are required to wear uniforms on the job. 

i To distinguish foremen from crew, foremen wear white-and-blue-striped, 

button-up, collared shirts, blue hats and khakis, while crewmen wear blue t-shirts, blue 

hats and any pants they want as long as they are not torn, pointed out Kory Ballard, 

president of the Des Moines, Iowa-based company. 

"This way clients can tell the difference between a foreman and worker on the job and 

they know who to go to with questions," Ballard said. "Also, the foremen feel good in this 

uniform - they take pride in wearing a special shirt that shows they are in charge." 

Foremen also are issued lockers at work to store their uniforms and lunches or other 

personal items. 

To help foreman keep their shirts clean, Ballard splits the cost of a shirt laundry 

service for maintenance foremen and a shirt and khaki laundry service for chemical 

foremen. Foremen pay S3 weekly and chemical foreman pay S6 weekly for this service. 

"They come in wearing a shirt from home and once at work change into a nice, clean 

shirt," Ballard explained. "Then they throw it in the hamper before they leave and go 

back home in their clean shirt they wore in the morning. Not only does this ensure they 

have clean uniforms, but it also means they feel good coming in and leaving work 

because they always have clean clothes to wear." - Nicole Wisniewski 

Squeaky Clean Service 
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by Kristen Hampshire 
Terra-Fima culminates 

three businesses in one for a 

balance that strikes profit 

p j p p | p j p | and pleases clients. GROUND 
Terra Firma 
566 W14427 Jamesville Rd. 

Muskigo, Wis. 53150 

PH: 414/422-9440 

FX: 414/422-9450 

www. terrai ir maland. com 

Terra-Firma means solid ground. 

The Latin words translate into more than a quirky and 

undeniably appropriate name for a landscape company, 

but also a philosophy Dave and Heather Schuster stick by 

to run their million-dollar, Muskego, Wis., operation. 
For the twosome, this "solid ground" means under-

standing their customers - it means setting prin-
ciples to steer their multi-faceted organization 
and maintaining a synergy among the services 
and their own roles in the growing company. 

Terra-Firma, quite simply, means business -
business with balance. 

Dave and Heather Schuster have built a solid business by offering a variety of 

services that keep employees working year-round. Photo: Terra-Firma 

"Dave's a problem solver and he understands how to 
get the job done, and I tend to be better at systems and 
organization and money management," Heather said, char-
acterizing how the husband-wife team works together, 
managing Weed Man and Christmas Décor franchises along 
with their landscape maintenance and installation busi-
ness. "The three businesses work together extremely well 
- the companies help each other with their weaknesses. 
Weed Man needs extra staff at certain times of year, Christ-
mas Décor helps us retain year-round employees and Terra-
Firma is a stable, well-known market player." 

A SUPPORTIVE START. Dave and Heather built from 
the ground up what, today, is defined as solid ground. 

"Dave had a strong idea about the way the work would 
get done and I had a strong idea about the way the business 
itself should exist," identified Heather, admitting they 
started the business without a plan and worked through 
the wrinkles most small companies, do - growing too fast, 
struggling to find qualified employees, and even balancing 
work and personal life. "I was very adamant from the 
beginning that this business should not be a 'Mom and Pop' 
organization where it is all about Dave and Heather. It had 
to become an entity unto itself that could exist without us." 

Professionalism was paramount from the first days, 
when Heather decided to invest $1,000 in a graphic artist to 
create a smart logo to represent Terra-Firma. "It's all the 
little things that make a huge difference to stay organized," 
she pointed out. 

And, some of the not-so-little things also keep opera-
tions level, like a support team that includes a full-time 
mechanic and two office administrators, one with a horti-
cultural degree. "This takes the pressure off of Dave and I 
so we can focus on employee and customer issues and 
planning," Heather reasoned. 

(continued on page 44) 
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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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WALKER MANUFACTURING CO. 
5925 E. HARMONY ROAD • DEPT. L&L 

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

USE READER SERVICÉ # 2 4 
Independent, Family Owned Company Des ign ing and Producing 
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(continued from page 42) 

Heather manages the maintenance divi-
sion along with the Weed Man and Christ-
mas Décor franchise businesses. Dave 
handles the construction side of the busi-
ness, which is split between residential and 
commercial accounts and represents 40 per-
cent of Terra-Firma's overall revenue. A sepa-
rate manager oversees Weed Man's day-to-

day operations, which represents 20 per-
cent of the company, while the remaining 40 
percent of sales comes via maintenance and 
irrigation work. 

"The more our business grows overall, 
the more planning and budgeting and analy-
sis that is required, and that is my job. To try 
to chart the course," she said. 

Meanwhile, finding other reliable em-
ployees to follow the map isn't so easy. 
Heather admitted labor has been a challenge 
for the company, even though high unem-
ployment levels have improved the applica-
tion pool. Experienced workers are hard to 
come by, and those with positive attitudes 
are even more scarce, it seems. "Dealing with 
labor is a constant process where you find 
your skills - you practice with labor rela-
tions," Heather figured. "You try to get bet-
ter with performance reviews, try to keep in 
touch with the crew and learn what is going 
on with their lives and how work fits into it." 

Terra-Firma always accepts applications 
and networks heavily with local high schools 
for "safety net" employees to fill spots when 
the full-time staff thins out. "We try to hire 
for personality - they end up being such 
cheery guys, so it makes up for the fact that 
they don't have experience," she said. 

Another reason Heather concentrates on 
character rather than resumes: Those with 
agreeable dispositions tend to deal better 
with change. And in a constantly evolving 
company, nothing is more important. 

The hiring process can eliminate the bad 
apples, and Heather eventually discovered 
through trial and error a few key interview 
questions that identify motivated candidates. 
First, she asks potential employees to name 
their favorite boss and their least favorite 
boss and why. "It tells you how an employee 
views authority," she explained. "If some-
one says, 'My least favorite boss was always 
on me because I was running a few minutes 
late/ I wonder why." 

At the end of the interview, Heather asks 
candidates what their references will say 
about them. "That helped tremendously," 
she said, surprised at most people's honesty. 

Heather is pleased with the employee 
mix, which consists of 12 full-time and nine 
seasonal workers dedicated to either installa-
tion or maintenance, with two full-time Weed 
Man employees. The maintenance staff 
switches to Christmas Décor and snow ser-
vices when seasons change. 

SYSTEMATIC GROWTH. Part of Heather's 
practice as Terra-Firma matures includes find-
ing the delicate balance between workload 
and man-power. "I believe in the theory that 
you're most productive at the edge of chaos, 

(continued on page 46) 
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Our most economical trimmer 
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Check out these super sale prices 
now at your participating RedMax 
dealer. While supplies last! 
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Make plans now to attend, 

1 3TH ANNUAL 
GREEN INDUSTRY EXPO 2002 
The National Expo for Lawn, Landscape and Grounds Professionals 

November 14-16, 2002 • 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 

CUP & 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 want to learn more about GIE/2002. 
Send information on attending the conference and show. 
Send information on exhibiting my products. 

Name 
Company 
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City/State/Zip 
Phone 
Fax 
Email 

Sponsored by: 
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ASSOCIATED LANDSCAPE Professional Lawn Care Professional Grounds 

CONTRACTORS OF AMERICA Association of America Management Society 
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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. 
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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but you can't go over the edge, and we were 
over the edge one season. 

"That's not an uncommon story," she 
added, noting that the company plans to 
grow 10 percent this year, but it certainly 
won't repeat the mistake it made in 1998 
when appealing contracts yielded business 
that Terra-Firma simply couldn't fit in the 
schedule. "We had a tremendous opportu-
nity for work and we took it, so we hired 
more crew members and put a strain on our 
field leaders," Heather recalled. "It was way 
too much, too fast. We survived the season, 
but we were frazzled to the end. We decided 
that it is not worth the emotional turmoil to 
have that much chaos." 

Solid, Terra-Firma was not, though it was 
covering quite a bit of ground. The company 
recovered by evaluating the optimum crew 
size, how many people each crew leader could 
reasonably manage, and how much work 
each crew was capable of producing each 
day. For Terra-Firma, this meant three-man 
crews that could handle $300,000 in construc-
tion work and $150,000 in maintenance work. 

The next expansion steps Terra-Firma ex-
plored offered more rigid boundaries. Add-
ing the Weed Man and Christmas Decor fran-
chises provided the lawn care services clients 
sought and year-round work for employees 
while offering Heather a business formula 
and set of systems to operate the service. 
"Franchises are a quick way to learn a busi-
ness and develop the systems," she said. 

Currently, the two franchise businesses 
make up 30 percent of Terra-Firma's overall 
operation. But most of all, these stable profit 
centers round out the service mix. "It's very 
good as far as synergy," Heather noted - a 
testament to the equilibrium the company 
maintains in both theory and practice. "The 
three are much stronger together - the whole 
is stronger than the sum of its parts." m 

The author is Managing Editor - Special Projects 
for Lawn & Landscape magazine and can be 
reached at khampshire@laumandlandscape.com. 
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You'll need to refill before it does. Honda 4-stroke trimmers use less than half the fuel of 

comparable 2-stroke trimmers, run on straight gas, don't whine, and are virtually smoke-free. The 
same is true about our new 4-stroke Stick Edger. So take a look at both of them. Each will give you 
an edge. For more information, call 1-800-426-7701 or visit www.honda.com. 

IHIHnMii 

Taking care of tomorrow's environment today. C2001 American Honda Motor Co. Inc. For optimum performance and safety, please read the owner's manual before operating your Honda Power Equipment. 

USE READER SERVICE # 2 6 

http://www.honda.com


Don't fall victim to the winter blues. 

Careful planning, sound financing and 

inventive service offerings help contractors 

survive winter's cold spells. 

When the weather outside is frightful, business inside may not be so delightful. 

For many landscape contractors, the winter onset means not only cooler temperatures, but 

frigid sales figures and frozen cash flow. While many people happily gear up for the holidays and 

skiing vacations, contractors cringe - bracing themselves for the slower season. 
However, the season's first frost doesn't necessarily mean impending doom. If business owners 

plan for the inevitable aspects of winter - fewer customers, decreased work and slower revenues -
when the weather is warm, the colder months can be a time of preparation instead of panic. "We 
prepare annually for the winter because we understand it's going to be slow," remarked Jeff 
Aronson, president, As You Like It Landscaping, Potomac, Md. "We budget for that every year, 
and we know we have to do a certain amount of business to cover our expenses in the winter." 

by Kristin Mohn 

LET IT SNOW. In many parts of the country, winter is synonymous with snow and ice. Since no one 
appreciates slippery roadways and snow bank-blocked driveways, colder weather provides 
contractors with the opportunity to slide into snow and ice removal services. As an add-on to 
maintenance contracts, snow removal allows contractors to maintain year-long relationships with 
clients, noted Terry Hubbard, president, Fresh Cut Lawn & Landscape, Ida, Mich. "A lot of customers 
want a one-stop shop," he remarked. "It's a service that just goes along with the business." 

In addition, offering snow services creates automatic jobs for employees who might otherwise 
be laid off in the winter, Aronson stated. "We do whatever we possibly can to get our guys out 
working in the winter," he said. 

Hubbard markets snow and ice removal services to current customers only, to ensure that his 
company can handle the number of plowing requests they receive during a snowfall. "There's 
more plowing available than we want, and we have to base everything on what is available - how 

(continued on page 67) 



WS 



CAST-IRON HEADS AND BLOCK FOR PROVEN 
DURABILITY I SINCE 1994, 98.8% OF ENGINES 
INSTALLED ARE S T I L L ON THE ROAD 
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WHEN GARY AND MONIKA WESCOTT SET OFF TO 

CROSS SIBERIA. THEY TOOK ALONG EVERYTHING 

THEY COULD THINK OF TO ENSURE THEIR SUC-

CESS. FIRST AND FOREMOST WAS THE FORD 7.3 L 

POWER STROKE-DIESEL. TOUGH, DEPENDABLE 

AND WITH AN UNAIDED COLD START CAPABILITY 

DOWN TO -20° F, THE POWER STROKE DIESEL 

IS THE RIGHT ENGINE TO TAKE CARE OF 

BUSINESS IN YOUR NECK OF THE WOODS. 
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Trucks AND Trailers 
by Kristen Hampshire 

Follow a few basic road rules 

before parking a new vehicle in 

your company's garage. 

Don't jump into just any bed. 
Choosing a rig to transport crews from 

point A to point B shouldn't be a cruise-
control decision or an impulsive, fast-lane 

rchase. Trucks communicate your com-
pany's business approach - neat and clean 
means professional and prompt, while rickety and 
rusty looks unreliable. 

"I can't put enough of a superlative on it," empha-
sized Tom Say ward, president, Tuflex, Pompano Beach, 
Fla. "[A truck] is your main cost center - it can be your 
best friend or your worst enemy. 

"If you show up in front of someone's home with a 
rattletrap, that doesn't exactly exude professionalism," 
he added. "When you pull up with an attractive rig it 
will make the customer feel confident in your company 
and it will be a direct reflection of your policies." 

Furnishing your company with a truck fleet to meet 
your application needs starts with a self-assessment, 
includes some truck component background, and al-
ways involves feedback from employees. These signs 
can point contractors to the best vehicle options. "Know 
what you want your truck to do, and from there, the rest 
will fall into place," Sayward remarked. 

PROCEED W I T H CAUTION. Many landscape com-
panies offer a menu of services - a four-course spread 

Pickup or cab-over, accessorized or simple, trucks keep landscape contractors 
on the road to profit. Photo: Mitsubishi (above) GMC (supplement cover) 

that includes installation, pruning, pesticide applica-
tions and maintenance. This diversity creates a more 
complex response to the simple question, "What do you 
want your truck to do?" Sayward agreed. 

"It's almost a moral imperative today that you have 
multiple services," he recognized, adding that full-
service companies need several types of trucks. "If a 
company provides not only lawn spraying but also 
lawn maintenance, they will have to have trucks that are 
set up for both." 

Consequently, Bert Clattenburg's installation and 
maintenance divisions prioritize their vehicle specifica-
tions differently. From crew size to trailer load, the two 
segments find their unique needs necessitate distinct 
features to operate efficiently. 

"Our landscape installation trucks are heavier-duty 
trucks with dump bodies on the back, whereas our 
maintenance trucks don't have to be as heavy but they 
might have to carry more personnel and a trailer with 
the mowers and two-cycle engines," explained the presi-
dent of Rood Landscape Co., Jupiter, Fla. 
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Call toll free for more information 
( 8 8 8 ) 5 8 7 - 2 7 4 6 
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Over 25 years 
experience in 

the custom truck 
body/trailer 

industry. 

100 Industrial Drive 

Sedgwick. KS 67135 

f ĵv-Locations also in 
Aragon. GA & Slinger. WI 

Phone (316)772-5400 
fax (316)772-5852 

DUMPIGO 
Trim your workload. 

Introducing Unruh Fab Dump and Go Landscaping Bodies, 

•geared to revolut ion ize the landscaping i ndus t r y . . . 
along with our partnership with the Hughes Co.. we have produced a unique 

landscaping tool 

•durable, l ong - l a s t i ng & easy - to -c lean.. .made out of a 
high molecular weight plastic which won't corrode or allow grass to stick 

•haul everything. . .from dirt to leaves to mulch to grass to so 
much more...customize your truck to also haul additional equipment 

•revers ible r o l l i n g s lated f l o o r . . .loads oversized objects 

such as tree stumps as easily as you can dump them 

•save time and money. . .no need to bag grass clippings or hire 
more personnel to haul them around, with the press of a button your work-

load has been trimmed 

Model TM6-8 
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Trucks AND Trailers 
Rood's 70-truck fleet is predominantly 

one brand, which simplifies service. Since 
two in-house mechanics tend to mainte-
nance, they easily can change out parts 
without worrying about special ordering 
for specific models. "It keeps inventory 
simple," Clattenburg noted. 

And when it's time to park another 
vehicle in the garage, the mechanics sim-
ply consult a fleet management software 
program that details repairs made on each 
truck, mileage, maintenance checks and 
even when the trucks are fueled, since the 
software is tied into the company's gas 
pumps. Rood purchases about five trucks 
each year, but its spreadsheet log indi-
cates whether trucks are "wearing out 
their welcome" and need to be replaced. 

"We will do an analysis on an older 
vehicle before we do a repair on it to see 
how much we have invested into it al-
ready and if it is time to get a new ve-
hicle," Clattenburg said. 

Mike Binkley just purchased his third 
dump truck - the oldest rig in his 16-
vehicle fleet dates back to 1994. His 
Collierville, Tenn.-based company, Rich-
Way Landscape, houses four small 
pickup trucks for its landscape archi-
tects, three dump trucks for the installa-
tion crews and nine Class V trucks with 
towing packages to pull 16-foot open 
trailers. 

The trucks are no frills - vinyl seats 
and uncarpeted floors so they can easily 
be cleaned out with a blower and a wet 
rag. But Binkley listens to his crew mem-
bers when they voice preferences for crea-
ture comforts like air conditioning and 
radio. "Anything we can do to keep mo-
rale up is good," he commented. 

He also considers their structural re-
quests, which range from toolboxes to fold-
down sides on dump trucks. "We bought a 
dump truck in 1997 and you had to lift the 
truck bed to fill it with gas," he noted. "One 

of our employees asked for the design to be 
changed so he wouldn't have to deal with 
that, and he got that wish. They defi-
nitely put in their two cents worth." 

But just as he weighs these prefer-
ences when purchasing trucks, he also 
times his vehicle acquisitions based on 
his projected company growth. He won't 
procure those new wheels unless sales 
steadily exceed past records - a two-
month spurt doesn't count. "You can get 
overextended on purchasing trucks when 
you think you need them and you really 
don't," he identified. 

OVERSIZED LOAD. When a company 
confirms a truck need, then it's time to 
find a fit. As Clattenburg and Binkley 
illustrated, mixing trucks to cater to ser-
vice niches means exploring various 
specifications before the purchase. 

But there are a few base characteristics 
all trucks should contain, pointed out Jack 

• Easy to sell, add on product 
• Saves on workman comp. claims due to back injury 
• I -Kit works on gates up to 180 lbs. 
• Reduces lifting by up to 80% 
• Increase crews productivity 
• Quality I -Year Warranty 
• Universal, easy 20 minute installation 
• Fully assembled, no welding 
Note: Works on ol utility trailers with side rods 

ORDER NOW! 
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Warren, senior marketing manager for the 
Dodge division of Daimler Chrysler, De-
troit, Mich. In a few words, reliability, du-
rability and payload will ultimately deter-
mine whether your truck is on a smooth 
road to a long-lasting investment. 

"This business is awfully seasonal, 
which means that when the weather is 
right, that's when you have to make 
money, and you want to avoid down-
time," Warren stressed. "So, you are look-
ing for reliability, first and foremost." 

And in many cases, these workhorses 
need pulling power to tow heavy equip-
ment and materials along with passen-
gers. Trucks that can't carry their weight 
will end up costing contractors dollars 
from lost time, Warren added. 

"You want to make sure the vehicle 
has the durability and will be a good, 
smart buy in the long run, and that it will 
have the payload and pulling power to 
do the job," he emphasized. 

Most landscape contractors range be-
tween one-half to 1 ton, and those pull-
ing flatbed trucks with materials like sod 
should edge toward the heavier end of 
this average. 

Figure out if your truck's payload 
meets your towing and weight needs by 
first identifying the gross vehicle weight 
(GVW) rating of the truck. Say a truck's 
GVW is 8,500 pounds. Subtract the truck's 
weight of 4,000 pounds from this figure, 
and you can carry the remaining 4,500 
pounds in cargo, Warren explained. Say 
your crew adds up to 800 pounds - this, 
too, must be counted as "payload" and 
has to be subtracted - leaving you only 
3,700 pounds of cargo to carry in the bed. 

"Weight capacities are often underes-
timated," Sayward noticed. "People will 
buy a truck and overload it." 

Sayward suggested aiming high when 
choosing weight capacities - a little lee-
way to carry extra material never hurts, 

and then heavy loads won't stress ve-
hicles and cause eventual maintenance 
issues. "If a company has enough ac-
counts to warrant a larger spray tank, 
they should generally go to the larger 
truck," he reasoned. 

And more contractors are towing ex-
tra manpower, judging from the popu-
larity surge in four-door, extended chas-
sis cabs, Warren observed. Seventy-five 
percent of Dodge's heavy-duty trucks sold 
are extended or crew cabs. Many of the 
owners report the versatility of this de-
sign allows them to transport more people 
to the job site and drive around the fam-
ily on off hours. 

Meanwhile, Warren estimated that the 
pickup truck market sells more than 1 
million units for commercial use, with 
landscape contractors one of the top oc-
cupational groups who account for 30,000 
to 40,000 new pickups per year. 

However, some contractors explore 
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A D I N D E X 
COMPANY NAME WEB ADDRESS 
American Isuzu www.isuzucv.com 
American Roll-Off www.americanrolloff.com . 
Ballard Equipment www.ez-gate.com 
Express Blowers . www.expressblower.com . 

PG# 
.. T19 
.. Til 
.... T6 
.. T15 

Ford www.commtruck.ford.com T2-T3 
GMC Truck www.gmc.com T20 
Hino Trucks www.hinotrucksusa.com T16 
Middle Georgia Freightliner www.middlegafreightliner.com T7 
Peterson Pacific www.petersonpacific.com T8 
Reading Body Works www.readingbody.com T13 
Super Lawn Trucks www.superlawntrucks.com T12 
Tuflex www.tuflexmfg.com T9 
Unruh Corp www.dumpandgo.com T5 
Wells Cargo www.wellscargo.com Til 

RS# 
158 
162 
159 
166 
155 

167 
160 
161 
165 
164 
157 
156 
163 

The BT 40 Pneumatic Delivery 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... 
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Trucks AND Trailers 

an alternate truck type, purchasing cab-
over designs. A tight turning radius and 
appealing look turn on many landscape 
companies to this style, Sayward noted. 
"The turning radius is improved by about 
25 percent - it turns in a much tighter 
space than a chassis cab of the same wheel-
base," he indicated. 

Contractors find they can haul as much 
material and equipment, if not more, in 
cab-over trucks, and the curb appeal wins 
praise from customers who appreciate 
having their company logos painted on 
the vehicles like billboards. "The bodies 
can be shorter and carry the same amount 
of product, and they look good," Sayward 
said simply. "They do present an attrac-
tive package." 

These reasons and the sheer design 
flexibility influenced Rood Landscape Co. 
to begin adding enclosed, cab-over trucks 
to its fleet, Clattenburg said. "They are 
really geared for the landscape indus-
try," he said, adding that the first cab-
over the company bought last year was a 
cost-effective investment and offered ver-
satility with a dual bed and dumping 
capabilities. He plans to add more of this 
type to the mix. 

A testament to personal preference, 
Binkley countered that the enclosed bod-
ies on cab-over models hinder produc-
tivity for his crews, who regularly load 
debris from pruning into their truck beds. 
"They don't have the room on those trucks 
for the debris we cut, so we end up carry-
ing a trailer anyway, which is awkward 
with an enclosed truck," he explained. 

"It still comes down to what you want 
the truck to look like," Sayward inter-
jected, reiterating a hand-me-down 
phrase. "Research is the key word. Know 
what you want the truck to do." ID 

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

Iawnandlandscape.com ^ ^ 

rjllZClC UDJï ihk uiikk unliub 
i'j iiHiiZ huth alilaj uî ihn illüjyi 7J. 

Lgu livhuïj. 

Peterson 
Pacific Corp, 

USE READER SERVICE # 1 6 1 
T8 SEPTEMBER 2 0 0 2 • Trucks and Trailers LAWN & LANDSCAPE 

http://www.isuzucv.com
http://www.americanrolloff.com
http://www.ez-gate.com
http://www.expressblower.com
http://www.petersonpacific.com
mailto:reachedatkhampshire@laumandlandscape.com
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T r u c k s AND T r a i l e r s 
by Kristen Hampshire 

Fit your trailer 

with qualities 

that match your 

company's 

purpose. 

Bodies 
How would you build a bionic trailer? 

Start with a strong skeleton, custom build a body 
and add accessories to hold tools for every occasion. 
Open or closed, designed with a dump, decked out with 
organizers and decorated with company logos - pick 
your mix. Cloning isn't just for scientists and stem cell 
researchers - contractors can cull these qualities into a 
tailored style to fit their application needs. 

"Trailers are vanilla for the most part - you can get 
one that just has a bottom and wheels and that can do 
what you need," remarked Mark Buron, controller, 
Leuders Companies, Medfield, Mass. "The more add-
ons you get, the more you can do with them, whether 
it be the gates on the side or the enclosed models. You 
can get different specifications for what you need." 

Open trailers can be accessed from both sides and allow contractors to easily reach equipment 
or load debris from the job. 

Preferences personalize trailers, and once contrac-
tors map out their priorities - size, equipment capacity, 
weather readiness and construction - they can mold a 
super model. 

TOP IT OFF. Kent Petersen figures he does a lot less 
"running around" with his five enclosed trailers. Since 
his company, Stoney Creek Landscaping in Minocqua, 
Wis., is primarily design/build, he's not moving from 
job to job, and he knows that he'll need more than hand-
held equipment to complete his projects. "Some of our 
job sites might be 30 miles from the nearest hardware 
store, so we keep our trailers stocked with parts and 
pieces," he related. "[The trailers] are pretty self-suffi-
cient once they get on the job site." 

At the end of the day, his crews simply store 
equipment inside, return tools to their shelves, 
toolboxes or carriers, and lock the back double 
doors. The 7-by-16-foot enclosed trailers are se-
cure and keep essentials out of the northern 
Wisconsin weather. "We have inclement 
weather, so you see more enclosed trailers in 
our area," Petersen noticed. 

Security and weather protection are two rea-
sons many contractors choose wall-to-wall trail-
ers that are topped off - in other words, en-
closed. "Inherent advantages of enclosed mod-
els are the fact that you can leave your equip-
ment in the trailer and lock it up vs. using an 
open trailer and storing the equipment in a 
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building," noted Larry Huemmer, divi-
sion sales manager, Wells Cargo, Elkhart, 
Ind. Lock-and-key convenience offers 
peace of mind. "If you stop to have lunch, 
you don't have to worry about someone 
stealing your string trimmer or lifting 
your mower and running off with it." 

This might be one of the reasons why 
the enclosed style has grown in popular-
ity, turning a "growing trend" into a 
common choice for contractors, 
Huemmer pointed out, noting that after 
22 years in business, he remembers when 
these models were rare. Now, many view 
enclosed units as the Cadillac of trailers. 
"It is a status symbol," he recognized. 

Petersen added this style tends to be 
more expensive than open trailers, but 
he's willing to invest $7,000 per unit, 
noting that with several quality grades 
available, contractors can spend much 
more, or as little as $3,000 on an enclosed 
trailer his size. For him, longevity justi-
fies the capital expenditure. "I wanted to 
buy them once - these will last us our 
lifetime," he figured. "I was willing to 
spend up front to get a good quality." 

Construction was key for Petersen's 
perfect trailer, and this consideration 
along with other structural factors will 
ensure his investment endures its life 
expectancy - in his case, a "lifetime." 

Huemmer suggested once contractors 
choose the size by estimating the floor 
space their equipment will consume, they 
take a look at the undercarriage to make 
sure the "nuts and bolts" form a rugged 
body. "Get under that trailer and look at 
the chassis construction and make sure it 
is a durably built, tubular frame con-
struction with crossmembers on 16-inch 
centers, and that the wiring is routed 
through the frame instead of exposed 
underneath the trailers," he advised, add-
ing that trailer wiring is vulnerable and 
operators can lose their lights and brakes 
if it is damaged. 

In addition, insist on sturdy corner 
posts on the body and check the stability 
of hardware like door hinges, cam lock 
and flush lock mechanisms, and electric 
lights. Sidewall liners should be com-
posed of heavy plywood to withstand 
wear and tear, Huemmer advised. 
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Trucks AND Trailers 
Accessibility is also a defining charac-

teristic, and Petersen said most trailers 
offer three entrance options: two swing-
ing back doors hinged on either side; one 
wide back door hinged on one side; a side 
entry; and optional drop-down ramps. 

Then, there are accessories. Petersen's 
foremen design their own shelving, based 

on how each prefers to organize a trailer. 
Some stack warehouse shelving inside 
the trailers to create space for smaller 
tools, while others recycle PVC pipe or 
garbage cans into equipment holders. 

All these details create a virtual tool 
shed on wheels for contractors - a trait 
quite appealing to the efficiency-con-

Landscape Contractors: 

Realize Up to 
$20,000 a Year in 
Additional Profits I 
O u r patented Super Lawn Truck™ System is a veritable business-
in-a-box — an efficient system that pays for itself! Everything your 
crew needs to organize, store and transport your equipment is all in 
one secure vehicle. Plus...your Super Lawn Truck™ is a customized 
rolling billboard that advertises your company everywhere you drive! 

Save thousands of dollars when you use the Super Lawn Truck™ 
System over the outdated "truck-and-trailer" method of operating 
your business. 

l / Eliminate time-intensive loading and 
unloading every day 
l / Minimize stops at the gas station—the 
SLT System features a unique fuel storage 
system 
%/ Free up valuable warehouse space 
by keeping everything organized and 
loaded inside the truck - tools, ladders, 
riding mowers, water coolers...whatever 
you use 
%/ Save wear and tear on your tools and 
prevent theft 

Patented ramp folds neatly to a lock-
able rear door, eliminating the need for 
trailers 

CONTACT US NOW for your copy of the 
Business Builder Plan 

Use our toll-free number or 
visit our web site for information Fueling on site is easy with SLT's fuel storage system. 

SUPER LAWN TRUCKS " 
866-787-3752 • (478) 923-0027 • (478) 929-3583 fax 
info@superlawntrucks.com • www.superlawntrucks.com 

scious. "We couldn't landscape without 
them," Petersen said simply. 

OPEN OPPORTUNITIES. Buronaims 
to stash quite a bit of equipment on each 
of his nine open trailers. Admittedly, ac-
cessory racks are convenient for him -
anything that allows him to hold more. 
"We have accessories to put our shovels, 
rakes and bags of seed," he listed. "We 
look for trailers that are capable of more 
than one function. Versatility is key." 

Besides maximizing space, Buron 
praises open trailers' accessibility. He 
can reach over the side, grab a piece of 
equipment and return to the job without 
rummaging around inside. This easy-to-
reach advantage beats simply carrying 
equipment in a pick-up truck, he added. 

For Buron, bigger is better. That's what 
his crews request. "They want it as big as 
they can get," he remarked. 

But Vernon Wood suggests that effi-
ciency, not size, determines a trailer's 
value. "More effective is better," coun-
tered Wood, research and development, 
I / C Greenline, Springville, Ala. Consider 
a contractor who upgrades his 36-inch 
mower to a 72-inch model, he compared. 
A larger size doesn't mean the mower 
will complete the job more effectively if it 
is too wide for the property and ends up 
tripping on turns and scalping inclines. 

Bigger isn't always better. But more 
well-organized is almost always preferable. 

"If you can get that loose equipment 
off of the floor, you are freeing up space 
on your trailer so you have room for the 
mower or other wheeled equipment," 
Wood explained. "Equipment holders 
have become far more important in the 
last few years because they allow more 
flexible use of the trailer." 

Back to accessibility, which unlike size, 
can truly enhance a crew's productivity in 
the field, Wood pointed out. "You want to 
get equipment on and off a trailer as fast as 
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FIVE WAYS 

I .Secure tools with accessory 
racks or keep them locked in 
an enclosed trailer. 

2 . Consider splitting equipment 
and crews onto two smaller 
trailers to hit more properties. 

3 . Organize loose tools for fast 
finding on the job. 

4 . Look into side access doors for 
curbside loading. 

5 . Determine your use for the 
trailer so you don't purchase 
unnecessary features. 

you can because time is money - that's 
where accessibility comes in," he stressed. 
"You can walk around the perimeter of an 
open trailer and reach what you need and 
there aren't overhead restrictions." 

While open trailers aren't secure from 
wandering eyes, certain accessories pro-
vide locks to prevent theft and confine 
equipment from breaking en route. 

Some companies use both open and 
closed bodies, and Wood commented that 
"most guys will run around with one or 
two trailers their entire careers, and they 
are usually open." 

DUMP OUT DULL. Contractors aren't 
restricted to just two trailers types - open 
or closed. While some figure in modifica-
tions like square feet, floor construction 
and handy tool racks, others might won-
der, why not add the capability to dump 
out the trailer's contents? 

Dump trailers appeal contractors who 
haul material, pointed out J.J. Wilkins, 
sales and office manager, U-Dump Trail-
ers, Ocala, Fla. While dump trailers don't 
offer designated areas to haul small tools, 
contractors can pile in a couple mowers 
and also take care of mulch and dirt 
loads. 

Like any tailor-made trailer, Wilkins 
asks customers about their habits before 
recommending options like weight 
ranges, side heights and tailgate types. 
Generally, 7,000-pound dump trailers fit 
the bill, allowing operators to haul mow-
ers, a small tractor or skid steer, and of 
course, whatever load they might carry 
on the platform. Wilkins also checks to 
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see if her customers plan to pile in mate-
rials and equipment with a forklift, in 
which case she suggests fold-down sides 
for loading ease. Manual tarp rollers are 
also an option to keep debris from flying 
out of the vehicle. With a remote control 
on a cord, operators can even stand out-
side the vehicle and still unload the unit. 

Each feature creates a personalized prod-
uct, each detail creates a trailer character-
ized for a contractor's specific use. "A trailer 
is a custom thing," Wood remarked. ID 

The author is Managing Editor-Special Projects 
for Lawn & Landscape magazine and can be 
reachedatkhampshire@laivnandlandscape.com. 
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T r u c k s AND T r a i l e r s 
by Mandy Jenkins 

Clear decisions 

and thorough 

research take 

the mystery out 

of truck 

purchasing. 

When buying a new vehicle, the easiest choices are 
usually the most fun to decide: Model, body style, 
engine options, color. The difficult, and arguably the 
least enjoyable part of buying a new vehicle, is when 
the first payment arrives. 

Contractors can take "the hard part" out of buying 
by simply making sound financial decisions before 
acquiring a new or used vehicle. 

THE GREAT DEBATE. The choice between purchas-
ing and leasing a new vehicle for your business can be 
difficult, but Neal Roller, financing representative, 
TransAmerica Distribution Finance Corp., Hoffman 
Estates, 111., said the decision lies in the customer's plan 
and expectations for that vehicle. 

"You have to ask yourself, 'What is the useful life 
expectancy of the product I am going to purchase?' and, 
'What will I be using the product for or to do? How 
much wear and tear will occur?'" Roller stated. 

Bill Cox, owner, Lawn Management Co., Houston, 
Texas, agreed that potential buyers should decide to 
purchase or lease a truck for their businesses based on 
future plans. "It is better to buy a vehicle if you plan to 
keep it over a long period of time (more than five years) 
and keep up with the maintenance," Cox advised. "In 
a lease, you can rely on someone else to take care of it 
and the truck will be turned in a few years later. If you 
don't want to worry about maintaining vehicles and 
you don't want to keep them more than a few years, 
leasing is your best option." 

Although he prefers to purchase his trucks, Joe 
-Coetz, owner, Goetz Landscape & Irrigation, 

Centerville, Minn., said there are benefits to both pur-

chasing and leasing. "There are more short-term ben-
efits to leasing and long-term to purchasing," Goetz 
stated. "In leasing, you may save a little cash flow 
because the payments are lower. Plus, you always have 
new vehicles. We want our vehicles longer and we like 
having them paid off where the only expense is general 
maintenance, so we buy." 

Brian Akehurst, vice president, Akehurst Land-
scape Service, Joppa, Md., has purchased and leased 
vehicles in his fleet. In comparison shopping for financ-
ing rates, Akehurst decided to buy his latest vehicles 
based on last summer's favorable interest rates. "We 
shop around for the best rates and the best payment 
plans," Akehurst remarked. "In leasing, we have to be 
able to find a buyout plan we can live with if need be." 

Another factor of the buy vs. lease decision could 
exist in tax advantages, Roller added. He suggested 
exploring possible tax breaks with an accountant, the 
IRS or a financial advisor before making a purchase. 

HOMEWORK TIME. The decision to buy a new 
vehicle can be daunting to a small business not looking 
for a large investment right away. Used vehicles are an 
option for those who want that new-truck feel with a 
smaller price tag, but when considering a used truck, 
buyers should always be informed and consider the 
vehicle's previous use. 

"We'll look at used trucks if they fit what we need," 
Goetz remarked. "But it is really difficult to find trucks 
like ours in good shape that are used. Heavy trucks just 
go through more and we're sure to look seriously at 
how hard it has been worked before we buy it." 

Goetz said he usually has a local garage inspect a used 
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vehicle before making a purchasing deci-
sion, especially when buying from a pri-
vate seller. 

Cox admitted that after negative ex-
perience when buying a used vehicle he 
won't go into a deal blindfolded. "One 
time, the economy was bad and I had to 
buy a used truck," Cox explained. "The 
truck looked good on the lot, but after we 
had it, we found out there was water in 
the transmission and it had a few other 
problems. It was a complete disaster." 

Akehurst, who seeks out used vehicles 
for expansion crews, insists on pre-pur-
chase inspections and successfully finds 
suitable used trucks. 

"The only way I'm going to buy used 
is if it has low mileage and if my me-
chanic has gone over it," he insisted. "I 
won't spend money without researching 
it first." 

Akehurst's company goes through a 
lengthy research process before buying 
vehicles because its trucks are usually 
customized. He finds out what each truck 
will be carrying, what sort of jobs it will 
perform and how much traveling it will 
do before deciding on options. 

"We spend a lot of time in the deci-
sion-making process," Akehurst admit-
ted. "But, when you're buying a truck, 
you have to design it to work for you. You 
have to establish what are the most effi-
cient set-up, body style and options that 
will work for whatever situation you're 
going to put that vehicle in." 

Akehurst suggested that those look-
ing for buying inspiration look no further 
than the competition. 

"We're always looking for something 
new, so we look to see what other compa-
nies are doing," Akehurst said. "We take 
advice from our field workers and we 
tend to learn from others' mistakes." 

PLAN TO SPEND. Finding out when 
it's time to add to a fleet or replace an old 
workhorse is easier if there is a plan in 
place for such an occasion. Goetz buys 
vehicles in 10-year cycles, supplemented 
by ongoing preventive maintenance and 
sound budgeting. 

"We want each truck to last 10 years, 
but we know one is at the end of its cycle 
when it costs more to maintain than to 
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purchase new," Goetz explained. "We 
sell the old one and replace it with either 
a new or used vehicle. We work closely 
with one dealer who usually has a re-
placement all ready for us to get into." 

Akehurst has a similar plan for re-
placements that ties into fleet growth. 
"We have a plan to change out our trucks 

every 10 years or so," Akehurst stated. 
"We plan to get new vehicles when doing 
replacements and used vehicles when we 
want to add to the fleet." 

If they're well cared for, those older 
vehicles don't have to go - they can easily 
be sold or kept around as backups. Akehurst 
added that the company's mechanics keep 
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Now target areas such as the rapidly growing Erosion & Sediment 
Control markets. By using an Express Blower, you can offer low 
cost erosion and sediment control measures that work! The 
Express Blower is the most efficient way to apply compost and 
soil management products, including seeding with the 
Terraseeding process! 

^Hjtress3/ower 
800-285-7227 www.expressblower.com 
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Yeah, I paid more for my Hinos... 
You know what? 
They're worth every penny!" 

MINO 
THE QUALITY CHOICE.' 

845-365-1400 • www.hino.com 

\ 
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Bob Witmer of Gassafy Wholesale Florist 
in Fort Wayne runs 11 Hinos, and they 
get a workout — up to 7,000 miles each 
per month. Drivers like Hino comfort, 
handling and tight turning radius; 
Bob's sold on quality, reliability and 
cost savings. Hino's efficient engine 
and transmission save over $5,200* 
in fuel costs per truck annually. Bob 
says it best: "There may be a cheaper 
product out there, but not a better one." 
'Monthly savings tmed on 5% higher efficiency and average price per gallon 

Highest in Customer Satisfaction Among Cab-Over Medium Duty Trucks." 
JO POYM and Associates 

winter and it is going supply another 
amount of income, I'm going to buy it." 

Sometimes, wrestling with the di-
lemma of when to add a new truck may 
be difficult, but the decision should be 
based on what the company can afford. 

"It's hard to plan for a new purchase, 
but you have to ask yourself if you have 
the work to support a new crew," 
Akehurst explained. "We also try to take 
a look at how many trucks we're cur-
rently paying for and try to see if we can 
fit that new purchase into the cycle." 

LET'S MAKE A DEAL. Cox recom-
mended that before making any buying 
decision, contractors shop around with 
familiar dealers to see what options exist. 

Shopping around for rates, loans and 
financing options is the wisest choice in 
purchasing or leasing a new vehicle, 
Roller stated. "Many times the dealer-
ship will have a couple of options for the 
customer that may mean weighing dif-
ferent loan terms at different rates," he 
said. "Also, look for early payment pen-
alties and any hidden fees associated with 
a loan. Make sure that everything is 
spelled out in writing for you." 

Unless you part with a wad of cash up 
front, the usual options for "that hard 
part" - the payment - are to finance 
through the dealership or obtain a loan 
from a bank or financing company. 

Roller advised that when picking a 
financial institution, name recognition 
does matter. He associates well-known 
banks with solid reputations. "If you seek 
out your own financing, go with a known 
company that has built a good reputa-
tion in the business," he warned. 

Finally, build a solid relationship with 
your bank and dealer. A positive partner-
ship can save time during the buying 
process and smooth out any service needs 
that crop up later. 

"We have found a truck we like and a 
dealership who will stand behind that 
truck," Goetz stated. "It took us 10 years 
to boil it down, but they stand behind the 
deals they make. If you're loyal to them, 
they'll stay loyal to you." ID 

The author is Contributing Editor for Lawn 
& Landscape magazine. 

such detailed care of their trucks, they have 
no trouble selling them outright when they 
are replaced. "If we have an older truck 
that is still reliable, we keep it around the 
shop as a backup," Akehurst remarked. 
"This way if we have a truck in for re-
pairs, we don't have to worry about rent-
ing or canceling appointments." 

Goetz said he budgets for fleet growth 
when profit from the previous year al-
lows for it. "Everything we buy is based 
on demand and every purchase has to 
end up paying for itself," he pointed out. 
"If we are going to get a predicted return 
on starting a new crew, we'll get a vehicle 
for it. If I need another plow truck for the 
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http://www.hino.com


F O C U S O N : Trucks AND Trailers 
TRUCKS 
CHEVROLET 
PH: 800/950-2438 
www.chevy.com 
Manufactures trucks to 
meet landscape needs. 

DAIMLER CHRYSLER 
PH: 800/992-1997 
www.4adodge.com 
Manufactures trucks for 
landscape contractors. 

EXPRESS BLOWER 
PH: 800/285-7227 
www.expressblower.com 
Manufactures blower trucks 
for spreading mulch, soil, 
compost and other materials. 

FORD MOTOR CO. 
PH: 800/392-3673 
www.commtruck.ford.com 
Offers a variety of commer-
cial trucks and chassis cabs 
that can be tailored to meet 
specific needs. 

GMC 
PH: 800/GMC-8782 
www.gmc.com 
Manufactures trucks for the 
landscape industry with 
high gross vehicle weight 
ratings to cater to heavy-
duty applications. 

GENERAL MOTORS 
ISUZU COMMERCIAL 
TRUCKS 
PH: 562/229-5000 
www.isuzucv.com 
Isuzu N and F Series Class 
III to VII commercial trucks 
are sold through a nation-
wide network of200 dealers. 

HINO DIESEL TRUCKS 
PH: 845/365-1400 
www.hino.com 
Manufactures cab-over truck 
bodies for landscape contractors. 

KELLEY COMMERCIAL 
TRUCK CENTER 
PH: 770/496-1000 
Provides medium-duty 
Isuzu commercial truck 
sales, service and parts. 

LAND KING 
PH: 706/213-9102 
Manufactures custom 
landscape dump bodies. 

MACK TRUCKS 
PH: 610/709-3011 
www.macktrucks.com 
Cab-over and chassis cabs to 
fit landscape needs. 

MIDDLE GEORGIA 
FREIGHTLINER ISUZU 
PH: 800/899-8696 
www.gatrucks.com 
Specializes in contractors' 
truck needs. 

MITSUBISHI FUSO 
TRUCK OF AMERICA 
PH: 877/202-9650 
www.mitfuso.com 
Manufactures truck chassis. 

NISSAN DIESEL 
AMERICA 
PH: 972/756-5500 
www.udtrucks.com 
Distributes light- and me-
dium-duty diesel trucks. 

PETERSON PACIFIC 
CORP. 
PH: 541/689-6520 
www.petersonpacific.com 
Produces blower trucks with 
pneumatic delivery systems. 

READING BODY 
WORKS 
PH: 610/775-3301 
www.readingbody.com 
Manufactures truck bodies 
including service bodies, 
stake and platform bodies, 
truck caps, and a complete 
line of storage accessories. 

SUPER LAWN 
TRUCKS 
PH: 866/787-3752 
www.superlawntrucks.com 
Manufactures enclosed van 
body truck systems for the 
lawn and landscape industry. 

SUPREME 
CORPORATION 
PH: 800/642-4889 
www.supremeind.com 
Manufactures landscaper 
bodies and platforms. 

TOYOTA MOTOR 
SALES 
PH: 800/468-6982 
www.toyota.com 
Manufactures bodies that 
can be customized for 
landscape contractors. 

TRUCK CRAFT 
PH: 717/375-2900 
www.truckcraft.com 
Manufactures truck bodies 
and related equipment for 
landscape contractors. 

TUFLEX 
PH: 800/327-9005 
www.tuflexmfg.com 
Manufactures seamless 
fiberglass tanks, storage 
chests and spray systems 
among other accessories. 

UNRUH FABRICATION 
PH: 888/587-2746 
www.dumpandgo.com 
Manufactures Dump & Go 
landscape bodies. 

TRAILERS 
ALUMNE MFG. 
PH: 352/748-3229 
www.alumnemfg.com 
Designs and manufactures 
aluminum landscape dump 
and equipment trailers. 

ATLANTIC COAST 
TRAILERS 
PH: 508/248-4455 
www.actrailers.com 
Choose from more than 11 
available trailer lines. 

AVENGER CORP. 
PH: 866/641-7605 
www.avengercorp.com 
Produces enclosed trailers. 

BALLARD, INC. 
PH: 877/965-0951 
www.ez-gate.com 
Manufactures trailer gate 
assists. 

BRI-MAR MFG. 
PH: 800/732-5845 
www.bri-mar.com 
Manufactures hydraulic 
dump trailers, utility 
trailers and car trailers. 

THE CONCRETE 
EDGE CO. 
PH: 800/314-9984 
www.lilbubba.com / 
trailers.htm 
Custom trailers for the 
landscape border industry. 

E-Z DUMPER 
PRODUCTS 
PH: 888/386-737 
www.ez-dumper.com 
Manufactures a complete 
line of dump trailers in low-
profile and deck-over styles. 
Also offers dump insert bod-
ies for medium- to heavy-
duty pickup trucks and 
utility body applications. 

FEATHERLITE 
TRAILERS 
PH: 800/800-1230 
www.fthr.com 
Full line of hauling equip-
ment and utility trailers. 
Open and closed models 
available. 

FOREST RIVER 
PH: 574/848-9216 
www.forestriverinc.com 
Manufactures various 
trailers and accessories. 

HAULMARK 
INDUSTRIES 
PH: 800/348-7530 
www.haulmark.com 
Manufactures steel frame 
cargo trailers. 

PACE AMERICAN 
PH: 800/247-5767 
www.paceamerican.com 
Produces commercial 
quality landscape trailers. 
Choose from stock units or 
custom build. 

PERFORMANCE 
TRAILERS 
PH: 888/528-0899 
www.perkTrnianoetraileisazxiim 
Carries a full line of equip-
ment trailers; customers can 
custom build trailers to fit 
landscape needs. 

PEQUEA TRAILERS 
PH: 717/354-8843 
www.pequeamachine.com 
Produces medium-duty 
dump trailers. 

PRONOVOST 
PH: 418/365-7551 
www.pronovost.qc.ca 
Manufactures dump trailers 
for contractors. 

REDI HAUL TRAILERS 
PH: 800/533-0382 
www.redihaul.com 
Offers equipment transport 
trailers, dump trailers and 
utility trailers. 

GRANT MFG. 
PH: 304/257-5430 
www.tkloader.com 
Manufactures multi-
purpose pickup truck 
loading devices. 

I /C GREENLINE 
PH: 866/510-7986 
www.icgreenline.com 
Manufactures trailers and 
accessories suitable for 
landscape contractors. 

TONGUE TWISTER 
PH: 877/925-8265 
www.tonguetwister.net 
Makes a device that rotates 
trailers away from vehicles 
so operators can access 
trailer front while it is still 
attached to the truck. 
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F O C U S O N : Trucks AND Trailers 
U-DUMP TRAILERS 
PH: 352/351-8510 
www.udumptrailers.com 
Manufactures various sized 
dump trailers for landscape 
contractors. 

UNITED TRUCK 
PARTS 
PH: 877/887-7278 
www.unitedtruckparts.com 
Manufactures the DMI 
hitch line. 

UNITED TRAILERS 
PH: 800/637-2592 
www.unitedexpressline.com 
Produces steel-framed 
enclosed cargo trailers. 

WELLS CARGO 
PH: 574/264-9661 
www.wellscargo.com 
Manufactures enclosed 
cargo trailers. 

ACCESSORIES 
ADVANCED 
TRACKING 
TECHNOLOGIES 
PH: 800/279-0035 
www.advantrack.com 
Manufactures global 
positioning system devices. 

AG BODY 
PH: 801/355-8053 
www.agbody.com 
Manufactures truck 
equipment and accessories. 

AMERICAN MADE 
PH: 800/356-0524 
www.linersystems.com 
Produces liners for dump 
trucks and trailers. 

AMERICAN ROLL-OFF 
PH: 609/588-5400 
www.americanrolloff.com 
Source for quick change 
bodies, including roll-off 
hoists, hook lifts, bulky 
waste cranes and container 
handling equipment. 

BACK SAVER 
PH: 606/677-6641 
www.thebacksaver.com 
Manufactures a tailgate 
assist system. 

GREEN TOUCH 
INDUSTRIES 
PH: 800/621-6919 
www.green-touch.com 
Offers organizational 
products for landscaping. 

HERCULINER 
PH: 877/437-2854 
www.herculiner.com 
Produces bed liners for 
landscape trucks. 

HIGHWAY PRODUCTS 
PH: 800/866-5269 
w w w .800toolbox .com 
Produces tool boxes 
constructed of aluminum, 
steel or stainless steel. 

HOLT SPECIALTY 
EQUIPMENT 
PH: 800/643-8713 
www.holtequipment.com 
Manufactures trailer roll-off 
system with open-top 
containers. A hoist system 
raises and releases the 
containers. 

JUNGLE JIM'S 
PH: 888/844-5467 
www.junglejimsap.com 
Manufactures lawn 
accessory products. 

KNAACK MFG. 
PH: 800/456-7865 
www.knaack.com 
Manufactures shelving 
systems. 

METKO 
PH: 800/733-4726 
www.metko.com 
Produces ramps for trucks 
or trailers. 

MCSTACK CO. 
PH: 770/509-7011 
www.mcstack.com 
Manufactures trucks, 
trailers and accessories for 
the green industry. 

PIONEER COVER-ALL 
PH: 503/585-9353 
www.pioneercoverall.com 
Produces truck tarping 
systems. 

POWER BOX 
PH: 812/945-7933 
www.187powerbox.com 
Manufactures a universal, 
portable power source that 
can be installed in landscape 
trucks. 

PUMPTEC 
PH: 763/433-0303 
www.pumptec.com 
Maker of the twelve-volt 
pressure washer accessory to 
attach to landscape trailer. 

ROLL-RITE CORP. 
PH: 800/297-9905 
www.rollrite.com 
Manufactures automatic 
and semi-automatic 
polished-aluminum tarp 
systems for most dump body 
applications. 

SCORPION PROTEC-
TIVE COATINGS 
PH: 800/483-9087 
www.scorpiontruck.com 
Produces sprayed-in bed 
liners and spray-on 
protection for trucks and 
trailers. 

TRIMMERTRAP 
PH: 800/279-8727 
www.trimmertrap.com 
Manufactures accessory 
racks for maintenance 
equipment. 

VANGUARD TRUCK 
RACKS 
PH: 800/624-5000 
www.vanguandtruckracksxDm 
Manufactures van and 
pickup truck racks. 
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Financing the Winter 
(continued from page 46) 

many trucks do we have, how many people 
do we have, etc." 

As the saying goes, contractors should 
not put all their eggs in one basket when it 
comes to snow services - in other words, 
they can't place all their revenue expecta-
tions in one winter, Hubbard maintained. 
"One of the reasons we don't like snow plow-
ing is that it's unpredictable," he said. "When 
we do it we make a lot of money on it, but the 
unpredictability is a real killer." 

And, keeping employees on staff just in 
case snowstorms hit is not a profitable way 
to plan for the year, Hubbard continued. 
"We can't afford to keep someone on full-
time if they're not going to be productive," 
he said. "So we budget very little on snow 
plowing and count on spring, summer and 
fall to get us through the year." 

Therefore, the key to profitable snow and 
ice removal is to count on these offerings as 
extra revenue and not the bread and butter 
of a company's success, pointed out John 

Zemkoski, president, Custom Landscape 
Systems, Edison, N.J. Although his company 
hasn't provided snow removal services since 
1984, Zemkoski remembered expecting for 
snow-free winters and then reaping the ben-
efits when snow actually did appear. "If you 
make money when you're supposed to, you 
don't have to rely on anything, and for us it 
wasn't worth making a few thousand dollars 
here and there," he said. "If you have to rely 
on snow you're going to starve." 

CREATIVE OFFERINGS. Since weather can 
be fickle, which means snow one day, clear 
skies and roads the next, landscape contrac-
tors can benefit from offering additional off-
season services to help generate revenue in 
the winter. For example, As You Like It Land-
scaping has turned to outdoor construction 
to expand its offerings and keep employees 
busy when the landscape season fades. As 
November approaches, employees look at 
their workload and talk to clients about any 

construction they may be considering, 
Aronson explained. 

When clients waver between planning 
deck or walkway construction in the winter, 
Aronson offers discounts to further drive 
winter business. "If we think we can push 
someone who might be talking about spring 
construction instead of winter, an extra 
$1,000 off might convince them to do it in the 
winter," he remarked. 

Therefore, with the discounted labor rate 
for wintertime services, employees stay ac-
tive, resulting in reduced turnover when the 
spring rolls around again, Aronson contin-
ued. "If we put all our workers on unem-
ployment, they find jobs elsewhere," he said. 
"We give the deep discount with the idea 
that we're keeping these guys working and 
covering the costs of people that otherwise 
we'd be laying off." 

Zemkoski drives winter business by in-
stalling synthetic putting greens. By capitaliz-

(continued on page 70) 
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BY INSTALLING COMMERCIAL GRADE SEASONAL LIGHTING 
Be the first professional contractor in your area to pro-

vide holiday lighting. We'll teach 
you all you need to know and 
provide you with commercial 

grade products and supplies. 

This time proven opportunity gives all you need to 
expand your services to your existing landscape cus-
tomers, keep your quality employees working year 
round and expand your overall client base. Don't wait 
to find out more, call 800-640-9627 today! 

HOLIDAY 
'NO FRANCHISE FEES OR ROYALTIES 

'NO MINIMUM PURCHASES REQUIRED 

PRESENCE 
'OVER 15 YEARS OF EXPERIENCE 
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The Most 
Comprehensive 

One-Day 
Educational Event 

For Snow Management 
Professionals! 

S N O W M A N A G E M E N T 

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. 

# 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. 
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Award-Winning Editorial & Graphics... 
In-Depth Business Features... 
Dynamic, Measurable Web Participation... 

... Lawn & Landscape consistently 

Achieves Excellence 
in its publications and products 

Lawn & Landscape was voted Best 
Trade Publication at the Ohio 
Excellence in Journalism Awards for the 
second year in a row. 

LawnandLandscape.com was voted 
Best Web site at the Ohio Excellence 
in Journalism Awards. 

Additionally, Lawn & Landscape w o n a host 
of a w a r d s in 2002 : 

• 5 awards from the American Society of Business Press Editors 
• 4 awards from the Turf & Ornamental Communicators Association 
• 5 awards in the Ohio Excellence in Journalism Awards 

Three of these awards were awarded to LawnandLandscape.com, the 
industry's most dynamic Web site with more than 40,000 user sessions and 
nearly 500,000 page views per month. 



Financing the Winter 
(continued from page 67) 

ing on homeowners' love of the game and 
desire to practice when the courses close for 
the season, Zemkoski attracts additional cli-
ents and lucrative services to balance the 
reduced winter work. "We do the prep work, 
then finish it up before we get tied up with 
landscaping in the spring," he noted. 

Inserts in customers' landscape invoices 
let them know about the putting greens, and 
referrals even spur new landscaping clients 
for the following season, Zemkoski added. 

Finally, some services, such as leaf re-
moval and fall clean-up, keep contractors 
busy well into December, Aronson pointed 
out. "Then, we do whatever we can from 
Jan. 1 through March," he said. 

LATE-SEASON PLANNING. Even when 
services slow and extra offerings ebb, as they 
are bound to in the off-season, winter pro-
vides a good excuse to sit in front of the fire, 
crunch numbers and schedule for the season 
to come. Hubbard uses the winter to 

reevaulate his customer line-up and decide 
which current clients fit well with the com-
pany year-round. "The No. 1 thing we look 
at is profitability, and we need to know that 
we're meeting our numbers," he stressed. 

"We ask, 'Is that customer really within 
a comfortable radius of our shop?' We also 
look at the customers themselves. Our cus-
tomers have certain expectations, and we 
need to see if those expectations meet with 
our reality." 

Additionally, Hubbard considers year-
round expansion during the winter, when he 
can sit back and analyze the company's finan-
cial situation, equipment arsenal and staff struc-
ture objectively. "Everything we use in the 
winter, we also use in the summer, except for 
the plows and snowblowers," he pointed out. 
"Our real money center is in the spring and 
the summer seasons, and based on the addi-
tional equipment we have added for that, 
we decide whether or not we want to ex-
pand plowing." 

Contractors who sit down to discuss com-
pany needs, equipment decisions and bud-
get revisions can prepare a realistic budget 
by the time the season starts, even though it 
will be tweaked throughout the year, 
Hubbard reminded. "We call the budget a 
'living entity,'" he said. "It changes from day 
to day and from week to week." 

Some winter activities may not drive off-
season revenue but can maintain customer 
relationships for profitable seasons next year. 
For example, Aronson sends holiday cards 
and year-end thank you letters to summarize 
the year and let customers know what is 
coming up. And, he includes coupons to 

(continued on page 109) 
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LCOs must tend to turfgrass diseases as they do human 
illnesses - with tender, loving care. 

Everyday, people come in contact with a variety of microor-

ganisms (viruses, bacteria, fungi) that can make them sick. 

Thanks to our immune systems, we resist most of these patho-

gens. But when we are tired, stressed or not eating properly, 

our immune systems become weak and we get sick. 

Turfgrasses are similar. A lawn is a diverse ecosystem, 
containing not only turf and beneficial microorganisms, but 
also a number of microbes that have the ability to harm grass. 
Grasses have defense mechanisms, similar to an immune 
system, that normally resist disease. However, when turf is 
stressed, defense systems break down and disease develops. 

The majority of turfgrass diseases are caused by fungi, 
which require moisture to grow, but most turf diseases are 
enhanced by poor soil drainage, excessive thatch, poor air 
movement or extended periods of leaf wetness. Correcting 
these problems reduces disease development and improves 
overall turf quality. For example, irrigating before sunrise is 
best to remove large dew droplets and guttation water from 
the leaves and speed turf drying once the sun rises. 

Cool-season grasses grow best in the spring and fall and 
are generally most susceptible to disease in the summer. 
Warm-season grasses grow most vigorously in the summer 
heat and are most susceptible to disease in the spring and fall. 
Here is a summary of important warm- and cool-season 
turfgrass diseases and how to manage them using a combina-
tion of cultural practices and fungicide applications. 

FOLIAR DISEASES. Foliar diseases affect turfgrass leaves 
and are relatively easy to detect, diagnose and manage. They are 

evident in their early stages, can be stopped with fungicides, 
and the turf recovers rapidly by re-growth from the crown. 

Red Thread. Red thread, the most common cool-season 
turfgrass disease, develops when temperatures are between 
40F and 75F, especially during extended periods of damp, 
overcast weather. This wide temperature range allows red 
thread to develop year-round in many locations. This disease 
affects ryegrasses, fescues and bluegrasses, but perennial 
ryegrass is particularly susceptible. 

Red thread appears in patches ranging from 6 inches to 
several feet in diameter. The leaves turn straw brown in color 
and have bright red strands of fungal growth protruding 
from the leaf tips (Figure 1, page 78). These "red threads" are 
the means by which the fungus spreads from leaf to leaf. 

Red thread is most severe in turfgrasses growing slowly 
due to nutrient deficiency, drought, low temperatures or lack 
of sunlight. Apply the majority of nitrogen (N) to cool-season 
turf in the fall and early spring to maintain strong vegetative 
growth when red thread is most active. Maintain phospho-
rous and potassium at adequate levels based on regular soil 
testing. Irrigate as needed to prevent drought stress. 

Dull mower blades can increase red thread development 
by shredding leaf tips, leaving open wounds for the pathogen 
to infect. Frequently sharpen mower blades to maintain a 
clean cut and reduce the spread of red thread. Collecting grass 
clippings also can minimize the spread of this disease by 
removing the "red threads" from the site. 

Certain fungicides provide effective control of red thread, 
but are usually not required except during extended periods 
of cool, damp, overcast weather. 

(continued on page 74) 
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(continued from page 72) 

Brown Patch. This disease of cool-season 
grasses develops during warm, humid 
weather and is a chronic problem in the 
South, where these conditions persist for 
several consecutive months. Brown patch 
develops when night temperatures exceed 
65F, and the leaves are continuously wet for 
10 hours for several consecutive days. Brown 
patch commonly flares up the morning after 
an evening thunderstorm or a heavy dew 
fall. Irrigation in the evening or late morning 
also encourages brown patch by extending 
the period of leaf wetness. 

Brown patch appears as light brown or 
tan circular areas, ranging from 6 inches to 
several yards in diameter (see Figure 2, page 
78). The key diagnostic feature of brown 
patch is the lesions on the turf leaves, which 
are irregular in shape, tan or gray in color, 
and surrounded by a thin, dark brown bor-
der (see Figure 3, page 78). 

Excessive levels of N fertilizer favor 
brown patch development. High N levels 

produce soft, lush leaf tissue that brown 
patch easily invades, so apply N fertilizer in 
small quantities during summer months. 

When conditions are favorable for brown 
patch, fungicide applications may be neces-
sary to prevent unacceptable damage. Many 
contact fungicides are inexpensive and pro-
vide control of brown patch, but they must 
be re-applied on seven- to 14-day intervals. 
Systemic products, while more expensive, 
provide 28 or more days of control. 

Large Patch. This disease occurs during the 
fall and spring, when warm-season grasses 
are growing slowly as they enter or come out 
of dormancy. All of the major warm-season 
grasses (bermudagrass, St. Augustinegrass, 
zoysiagrass, centipedegrass) are susceptible 
to large patch, which appears in circular yel-
low or straw brown patches ranging from 3 
feet to several yards in diameter (see Figure 
4, page 78). Leaves of recently infected turf 
on patch edges are often orange, while red-
dish-brown or black lesions are evident on 

leaf sheaths or stems of affected plants. 
Excessive N applications in the fall and 

spring increase large patch severity. Warm-
season grasses grow slowly in the fall and 
spring, so they require little nutrition then. 
Apply the majority of N fertilizer to warm-
season grasses from May to August. 

Large patch is most severe in sites with 
poor soil drainage, excessive thatch, poor air 
movement or excessive shade. Correct these 
conditions by installing drainage tile, 
aerifying and vertical mowing regularly in 
the summer, or by pruning and removing 
surrounding trees. Low mowing heights also 
encourage large patch. On zoysiagrass, large 
patch severity increases as mowing height 
decreases from Wi inches to 0.5 inches. 

Several fungicides control large patch. 
Preventive applications are most effective 
and provide complete control when timed 
properly. Apply the first application in the 
fall when thatch temperature drops below 
70F for several consecutive days. Make sub-
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sequent applications according to the fungi-
cide label. Fall applications are most impor-
tant, but when disease pressure is severe, 
spring applications also may be required. 

Dollar Spot. This disease affects most 
warm- and cool-season turf. Dollar spot de-
velops when night temperatures exceed 50F 
for several consecutive days. Like brown 
patch, dollar spot also requires at least 10 
hours of continuous leaf wetness. 

Dollar spot appears as small spots, rang-
ing from 1 to 6 inches in diameter, that are 
bleached white in color and sometimes have 
light brown margins (see Figures 5 & 6, page 
78). The center of the lesion is often slightly 
narrower, resulting in a characteristic hour-
glass shape. In the morning, when the turf is 
wet, a cottony white fungal growth (called 
mycelium) may be present. 

Dollar spot is most severe in N-deficient 
turf. Regular N applications will maintain 
turf growth and dramatically reduce, or 
possibly eliminate, dollar spot development. 

Drought stress and excessive thatch 
buildup also contribute to dollar spot devel-
opment. To prevent drought stress, irrigate 
to wet the entire root zone, then irrigate 
again at the first sign of wilt. Regular de-
thatching and aeration will help reduce dol-
lar spot development, especially for rapid 
thatch accumulators, such as Kentucky blue-
grass, bermudagrass and zoysiagrass. 

Most fungicides provide excellent dollar 
spot control. However, azoxystrobin and 
flutolanil do not control dollar spot and 
should not be applied when this disease is 
actively developing. 

ROOT DISEASES. Turfgrass root diseases 
are difficult to detect, diagnose and manage. 
Root disease symptoms do not appear until 
the root system is significantly damaged 
and, once detected, root diseases are diffi-
cult to control because fungicides are not 
easily applied to the root zone. To make 
matters worse, turf damaged by a root dis-

ease recovers slowly because the crown of 
the plant is often killed. Here are some 
troublesome turfgrass root diseases. 

Summer Patch and Necrotic Ring Spot. These 
are root diseases of Kentucky bluegrass and 
the fine fescues. The initial symptoms of sum-
mer patch and necrotic ring spot are sunken 
and yellow turf areas. The turf in these areas 
declines rapidly, turning yellow and then 
straw brown in patches from 6 inches to 3-
feet wide (see Figure 7, page 78). The re-
cently infected plants on the outer edge of 
the patch are often a distinct orange or bronze 
color. The patches tend to recur in the same 
spot year after year, expanding a few inches 
per year, and, as the patches expand, turf or 
other weeds grow in the center. 

Necrotic ring spot is a cool-weather root 
disease, and summer patch is a warm-weather 
root disease. Necrotic ring spot kills roots in the 
fall and spring, when soil temperatures are 
between 50F and 70F. Symptoms usually ap-

(continued on page 76) 
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(continued from page 75) 

pear in late spring or early summer but may 
also appear in the fall. In contrast, summer 
patch begins to kill roots in the late spring, 
when soil temperatures reach 65F, and contin-
ues throughout the summer, with symptoms 
typically appearing in late June or early July. 

Any factor that inhibits root growth will 
also increase problems with summer patch 
and necrotic ring spot. To promote strong 
root growth, Kentucky bluegrass and fine 
fescue should be mowed at 2 to 2Yi inches, 
irrigated deep and infrequently, and fertil-
ized with a 1-to-l ratio of quick-release and 
slow-release N in the fall and spring. Regu-
lar aeration reduces compaction and can 
dramatically reduce damage from summer 
patch and necrotic ring spot. In addition, 
improve drainage by regrading the site or 
installing drainage tile. 

Soil pH does not influence necrotic ring 
spot, while summer patch is most severe in 
soils with a pH above 6.5. Apply ammonium 
forms of N, such as ammonium sulfate, to 
reduce soil pH. When using lime to increase 
soil pH, avoid finely ground liming materi-
als, which increase pH too rapidly. 

Once you spot summer patch or necrotic 
ring spot symptoms, little can be done to 
control the disease. Fungicide applications 
may protect healthy plants, but plants show-
ing symptoms will not likely recover. For 
best results, apply fungicides preventively. 

For necrotic ring spot, apply fungicides 
in the fall and spring when soil tempera-
tures are between 50F and 70F. Typically, 
two applications in the fall (October and 
November) and one or two in the spring 
(April and May) provide adequate control. 
For summer patch, apply fungicides in 28-
day intervals in the spring and summer when 
soil temperatures are above 65F. 

Foliar applications of fungicides do not 
adequately control root diseases. Apply fun-
gicide to the soil to protect roots from infec-
tion. For best results, apply fungicides in a 
large volume of water (5 gallons per 1,000 
square feet) or water in with 0.25 inches of 
irrigation immediately after application. 

Spring Dead Spot. The spring dead spot 
pathogen infects and kills bermudagrass 
roots in the fall and spring, but symptoms 
don't appear until bermudagrass comes out 
of dormancy. As grass greens-up, patches of 
bermudagrass from 6 inches to several feet 
in diameter remain dormant and eventually 

Figure 1. 
Red thread 
on perennial 
ryegrass. 
Photo: R.J. 
Buckley 

Figure 3. 
Foliar 
lesions 
induced by 
brown patch 
on tall 
fescue. 
Photo: Lane 
Tredway 

Figure 5. 
Dollar spot 

on Kentucky 

bluegrass. 

Photo: Lane 

Tredway 

Figure 7. 

Summer 

patch and 

necrotic ring 

spot. Photo: 

Latte Tredway 

die (see Figure 8, above). Bermudagrass 
spreads slowly into the damaged area, so 
fertilize and cultivate it aggressively in the 
summer to speed recovery. 

Soil compaction enhances spring dead 
spot development, so regular summer aera-
tion of bermudagrass will reduce injury the 
following year while also encouraging dam-
age recovery. Thatch accumulations more 
than Vi-inch increase susceptibility to spring 
dead spot, so regular dethatching of 
Bermudagrass is important. Excessive N 
fertilizer in the fall also favors spring dead 
spot - apply the majority of N to 
bermudagrass in the summer when it is 
actively growing. 

As with summer patch, spring dead spot 
is most severe in soils with a pH over 6.5. 
Reduce soil pH to between 5.5 and 6.0 by 
applying ammonium forms of nitrogen, such 

Figure 2. 
Brown 
patch on 
tall fescue. 
Photo: Lane 
Tredway 

Figure 4. 

Large patch 

on 

zoysiagrass. 
Photo: L.L. 
Burpee 

Figure 6. 
Foliar 
lesions 
induced by 
dollar spot 
on Kentucky 
bluegrass. 
Photo: Lane 
Tredway 

Figure 8. 
Spring dead 
spot in 
bermudagrass. 
Photo: Latte 
Tredway 

as ammonium sulfate. Applications of po-
tassium at a rate of 1 pound of potassium per 
1,000 square feet per month during the grow-
ing season have been shown to reduce spring 
dead spot injury. 

Attempts to control spring dead spot with 
fungicides have been marginally successful. 
Fungicides may not reduce the amount of 
disease that appears in the spring, but they 
speed damage recovery. Fall applications 
are most effective. Apply fungicides to the 
root zone for spring dead spot control, either 
by applying in 5 gallons water per 1,000 
square feet or watering in with 0.25 inch 
immediately after application. Ifl 

The author is assistant professor and turf disease 
extension specialist, department of plant pathol-
ogy, North Carolina State University, Raleigh, 
and can be reached at lane_tredway@ncsu.edu. 
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Water schedules don't have to lie in the 

hands of contractors with today's 

irrigation controllers. 

Simple or state-of-

the-art, controllers 

help irrigation 

systems efficiently 

water properties. 

Photo: Buckner 

Autoscape 

Irrigation controllers today aren't quite as cumbersome as their antiquated predecessors, which 

kept time with grinding gears and rotors - a clumsy, mechanical mess that internally resembled 

a chain reaction of levers, pulleys and chutes. 

Rather than a clutter of clockwork, controllers now are more computerized, with digital 
readouts, convenient memory features and adjustable functions to fit the needs of a site the size 
of a postage stamp or an expansive corporate park. But most of all, these mechanisms make 
efficient watering possible, pointed out Susan Basch, product manager, Rain Bird, Azusa, Calif. 

"Controllers are an integral part of an efficient irrigation system," she noted. "They allow you 
to take the best advantage of the benefits that you get from other features of the irrigation system." 

Of course, not all models are fit for a science fair, so contractors can achieve this efficiency with 
either more basic timing solutions or models loaded with the latest technological tinker toys. They 
just have to custom fit the controller to the property and plug in the numbers to keep irrigation 
systems running efficiently. 

Basch summed up controller selection in a three-step 
process. "You need knowledge of the site, appropriate 

design and selection of your other components and, 
then, choose a controller that allows you to meet 

those needs," she said. 

THE MULTI CHOICE. Controllers have 
come a long way, but Don Blackwell admits 
that contractors probably don't take advan-
tage of all the "bells and whistles." "I would 
say as a general rule that these clocks have 
more features than the average site manager 
uses," said the president of Advanced Irri-
gation, Seattle, Wash. 

Ed Mathieu tends to agree, noting that 
contractors can choose a dozen different 
controllers and push prices up to hundreds of 
dollars for the latest-and-greatest models, but 
that doesn't mean they utilize the extras. "The 
biggest mistake with controllers is that people 
don't use the technology enough," he said 
flatly, adding that there aren't telltale signs 
that a contractor isn't using a controller 
properly. Usually, brown lawns and water 

(continued on page 80) 
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Controller Basics 
(continued from page 78) 

runoff indicate poor watering schedules - a 
bi-product of controller misuse. 

In most cases, the output is only as accurate 
as the input, pointed out Mathieu, national 
sales manager, Baseline Systems, Salt Lake 
City, Utah. In other words, contractors must set 
clocks properly before their irrigation systems 
will spew results that please clients. "Contrac-
tors need to understand water and soil and 
plant relationships, and they have to under-
stand irrigation, precipitation rates and 
scheduling," he explained. "You need to 
know how to do all of that just to set the 
controller to function properly." 

Assuming technicians have done their 
homework and carefully surveyed the prop-
erty - noting its sunny and shady spots, 
slopes and ruts, turf areas and plant beds -
then they can flex the capabilities of these 
controller components. 

"An irrigation system is efficient if it is 
programmed to water efficiently, which 
means the controller and watering times are 

Do your controllers contain 
these convenience features? 

• Multi-programming 
• Multi-starting 
• Water budgeting 
• Ports and outputs 

• Modularity 

• Nonvolatile memory 
• Self-diagnostics 
• Rain delay feature 

Control Panel 
set up to match the type of plant material 
that is being watered and the weather and 
climactic conditions that are going on at that 
point in time," said Jeff Carowitz, vice presi-
dent, marketing, Hunter, San Marcos, Calif. 

For properties with accurate irrigation 
prescriptions like this, here are some stan-
dard controller functions that can maximize 
an irrigation system's performance. 

Multi-programming - A young oak tree and 
a spot of shady sod aren't thirsty at the same 
time. Since conservation calls for watering 

only the minimum amount to keep the prop-
erty healthy, systems that distribute equal 
water to these areas are less than effective. 

Enter multi-programming. "This function 
ties in water use to plant coefficients," 
Mathieu defined. "So, you are not watering 
turf like you are watering a juniper." 

Contractors can divide the property into 
several zones and set watering times on the 
controller with multi-programming to start 
and stop at different times, based on the 
needs of the particular area. 

Multi-starting - Ever wonder why some 
soils soak up water and other soils let it sit 
stagnant in a pool? Run an irrigation system for 
10 minutes on a slope with hard soil and more 
water will run off than run into the ground. 

"The soil may absorb water so slowly that 
you can't apply water to meet the needs of the 
plants in a single cycle," Basch suggested. Multi-
starting allows contractors to set the system 
for short run times with breaks, irrigating an 

(continued on page 82) 
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Controller Basics 
(continued from page 80) 

area for 10 minutes but giving the soil breaks 
to soak in water. 

Ultimately, this feature should decrease 
watering, Mathieu pointed out. "It allows 
the moisture to enter the soil at a much 
slower rate, maintaining a better reservoir 
and letting you water less often," he said. 

"It allows you to break up that watering 
time into short watering increments with 
pauses in between," Basch added. "If I had a 
zone on a hillside and I needed 10 minutes of 
water but I could only water one minute at a 
time without losing water to runoff, I could 
set a Cycle+Soak for one minute with 10-
minute waits in between." 

Water budgeting- Spring rains don't stress 
irrigation systems - most properties start off 
the season wet and progressively dry out as 
summer wears on. That's why water budget-
ing functions are so valuable. Contractors 
can increase watering times in percentage 
increments for each month, stepping up run 
times based on seasonal needs. 

"Water budgets allow a contractor to 
say, 'I want 20 minutes on my system in this 
zone, but I want 60 percent of that in April, 
70 percent in May and 80 percent in June/" 
Mathieu explained. "If the contractor pro-
grams that, his watering is basically in line 
with the consumption curve of the season." 

Blackwell finds this quality especially 
useful for spring start-up, since Advanced 
Irrigation schedules appointments early to 
fit them all in the schedule. Without this 
adjustment feature, homeowners can forget 
to turn on the system and then wonder why 
their properties are brown in June, he said. 

CONVENIENT COMPONENTS. While 
these "multi" features generally run stan-
dard on controllers, new technology has 
yielded options that lend controllers a mind 
of their own - or at least a little backup. 

Features like nonvolatile memory and 
self-diagnostics ensure programmed data 
doesn't disappear when power shorts, while 

modularity and ports for sensing devices 
give controllers an "open mind" to custom-
ize based on site needs and weather patterns. 

These convenience features build a better 
system. "You want something that is reliable 
and has the features that contribute to the 
system being reliable," Carowitz reasoned. 

Nonvolatile memory - Carowitz painted a 
familiar image of waking to an alarm clock 
that is blinking 12 o'clock. When the power 
goes out, a clock without battery backup 
loses its memory - it loses time and forgets to 
ring you out of bed in the morning. 

Irrigation controllers aren't that different. 
"A controller is like a giant digital alarm 

for your irrigation system," Carowitz com-
pared. "For a long time, if the power went out 
it would clear the memory, you would install 
a backup battery, the battery would sit there, 
and if the power went out it would hold the 
program in the controller so it wouldn't be 
erased and go back to the blinking 12. 

(continued on page 84) 

If you care for shrubs and 
ornamentals, we have the 

* ~ t o o l s you w a n t . . . when 
you want them . . . at the 

lowest possible 
price, Z ) 

L— 

Check our catalog or 
website for all the 
equipment and supplies 

you'll need to care for 
woody plants. 

Depend on us for. . . 
• 92% Same day shipping 
• Spare parts for everthing sold 
• Low, competitive pricing 
• Friendly, courteous service 

from our knowledgeable staff 
• Largest product selection 

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

A M E R I C A N A R B O R 1 S T 

Hydro Seeding Systems 

Register on-line 
to receive 

FREE sample 
bottle of eme coo 

"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 DEMONSTRATION 

CALL 800-638-1769 
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Midsize Walk-Behind Mowers 
Three Hydrostatic or Gear-Drive 
Models with 32" to 61" Fixed or 
Full-Floating Decks 

ZT-226 Zero-Turn Riding Mower 
EFI V-2 Gives High Productivity and Economy 
• Electronic fuel-injection, 2 6 hp Kohler* engine 
• ContourCut* anti-scalp, full-floating, 61" to 72" decks. 
• Hydraulic oil cooler uses conventional oil. 
• Dependable, manual deck lift with V-»" height increments. 

Affordable. 
Four Of 12 

Reliable Workers. 
Highly Maneuverable. 
Top-Quality Cuts from 

4' to 6' Wide. 
Three-Year Limited Warranty. 

T O U G H AFFORDABl E 
• Optional mulching 

decks and blades. 
• Heavy-duty, 

reinforced steel. 

Call 1-888-922-TURF or visit www.textronturf.com to request a complete catalog or locate a dealer. 
©2002 Textron Golf. Turf & Specialty Products 

ZT-219 Zero-Turn 
Riding Mower 
For an Affordable and 
Uniform-Quality Cut 
• Tough, 1 9 hp Kawasaki* 

V-2 OHV engine. 
• ContourCut* anti-scalp, 

full-floating, 4 8 " or 52" deck. 

Lawn aire1 28 Aerator 
• Maneuverable, 28" width. 
• Covers 2 4 , 0 0 0 sq. ft. /hour. 

Lawnaire IV Plus and 
V Plus Aerators 
• Self-propelled. 
• 19" and 26" widths. 
• Aerate 2 1 , 0 0 0 to 

2 9 , 0 0 0 sq. ft. /hour. 

M at a way9 One-Pass 
35'' Slicer/Dethatcher/Overseeder 

Call 1888-922-TURF or visit www.textronturf.com to request a complete catalog or locate a dealer. 
©2002 Textron Golf. Turf & Specialty Products 
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Controller Basics 
(continued from page 82) 

"Now, things have stepped beyond that," 
he added. "If you forgot to replace the bat-
tery, the time would still clear. Nonvolatile 
memory is an additional chip built into the 
controller so when there is a power outage, 
the chip services as a backup to the memory. 
It remembers all the information so when 
the power comes back on, it's like nothing 
ever happened." 

Basically, controllers with nonvolatile 
memory never require reprogramming due 
to power loss. This offers peace of mind for 
contractors who service a generous number 
of residential accounts. 

Self-diagnostics - Now, imagine a fizzled 
wire connection or a poor electrical connec-
tion. Older controllers were equipped with 
fuses or circuit breakers similar to those in 
homes - a property could dry out before a 
contractor replaced the fuse. 

Sophisticated self-diagnostics identifies 
faults in a station and skips over the trouble 
spot in the watering schedule so the rest of 

the property doesn't suffer from one tripped 
circuit, Carowitz said. 

"Instead of blowing the fuse and bring-
ing the irrigation system to its knees, [self-
diagnostics] will skip over the part that has 
the problem and it will tell the contractor 
where the problem is," he noted. 

Modularity - Not all properties are cre-
ated equally. In fact, some are cramped in 
suburban housing developments while oth-
ers assume spacious proportions on large 
lots. When a contractor visits several prop-
erties during the day, the chances that each 
requires the same irrigation system compo-
nents is slim to none. 

Wouldn't it be nice if controllers could 
flex to fit all your jobs? 

"Modularity allows you to configure the 
controller to the specific project," Carowitz 
outlined. "Instead of carrying on your ser-
vice truck several different controllers for 
different sized yards and applications, you 
carry one controller and you add modular 

components to it so you can customer config-
ure it to the job." 

Ports and outputs - When Mother Nature 
throws a curveball in the forecast, sensing 
devices can take the burden off of 
homeowners who might neglect their irriga-
tion. And if they turn off the controller dur-
ing rain showers, they might forget to turn it 
back on, pointed out Curt Winter, owner, 
Badgerland Irrigation, Middleton, Wis. 

"When a consumer turns the clock off, unless 
they put a Post-it on their forehead, they won't 
remember to turn it back on," he remarked. 

Rain and moisture sensors will shut off 
the irrigation system when the area reaches a 
certain saturation point and, then, turn it 
back on when the soil is dry again. Ports and 
outputs allow controllers to accept sensing 
devices like this, allowing a hookup for com-
ponents that improve system efficiency. 
Mathieu noted. "It's the extra step - the extra 
mile," he said simply. 

(continued on page 86) 

Only the RotaDairon® Soil Renovator™ 
makes a perfect seed bed in one pass. 

There's a range from narrow 
width units to broad swath, heavy 
duty machines - all having 
combination seeder attachments. Of 
course, they adapt to most tractors 
too. And now there are skid-steer 
units able to do swaths of 52 and 60 
inches. 

Call today for details. 

If you've got turf in poor condi-
tion, or even healthy turf that you 
need to turn under, RotaDairon is 
the easiest and most reliable way 
to go. You can make a perfect 
seed bed in one pass if you wish. 
No other machine on the market 
is like it. It can renovate the sod, 
bury rocks, turn grass under, get 
rid of debris and refinish the soil 
in the process, creating a smooth, 
even surface excellent for seed 
germination. The unique seed 
attachment allows you to do it all in 
one pass. No raking. No labor. 

Dealer Inquiries Welcome 

RotaDairon Emrex, Inc. 950 Sathers Drive, Pittston Township, PA 18640, USA 
Tel (570) 602-3050 Fax (570) 602-3053 E-mail roladaironemrex@aol.com www.mge-dairon.com 

One machine... One Person... One Pass 1-900-212-LW 
Concrete Curb & Landscape Border Equipment 

Fax 949-587-8416-949-587-8488-5 Chrysler-Irvine CA 92618 

Low maintenance, dependable 
Create various shapes, sizes and colors 
Self-propelled, electric or gas powered 
Residential, commercial and golf course uses 
Add to your services and bottom line 
- material costs $.40 per foot 
Durable curbing is freeze thaw tolerant 

www.ccurb.com 
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Vice President of Operations 
Greenlon, Inc., Cincinnati, Ohio 

R iverdale 
The Formulation Innovators 

(800) 345 3330 
www.riverdalecc.com 

"Whether we're working on 
a residential, commercial or 
industrial site, Millennium Ultra ' 
has given us exceptional control 
over clover as well as other 
weeds. Our number of callbacks 
has decreased by 34% in the 
three years we've been using the 
product. I would recommend 
it to anyone who wants 
exceptional results." 

USE READER SERVICE #1 56 

millennium Ultra 

Millennium Ultra is an extremely 

effective, broad spectrum broadleaf 

herbicide. Its state-of-the-art formulation 

results in fewer callbacks, happier 

customers and a product that's easier on 

the environment. For rapid response 

and outstanding effectiveness, 

get Millennium Ultra. 

http://www.riverdalecc.com
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(continued from page 84) 

CAPABLE CLIENTS. Of course, all the gad-
gets on the market won't improve systems if 
clients don't understand them. While con-
tractors should look for controllers with fea-
tures to maximize a system's efficiency, they 
also should consider the customers' comfort 
level and choose a controller that won't alien-
ate them from adjusting their systems. 

"I try to utilize controllers that I can 
convince my customers are easy to use," 
Winter noted. "Once I overcome intimida-
tion and my customers realize they can touch 
it and they won't get shocked or the system 
will not stop working - once I get over that 
hump - we're home free." 

So, Winter sticks with simplicity. He 
chooses controllers with clear, LED read-
outs and a dial with easy-to-read marked 
areas that identify "set station run times" 
and "set days to water." "For the most part, 
I find the customers will play with these 

clocks, and that delights me," he said. "The 
more hands-on they are, the better they un-
derstand their systems and the better value 
they get out of their systems." 

On the other hand, some clients are not 
tech-savvy and might not catch on to compli-
cated controllers, Blackwell pointed out. "The 
old joke is, if you go into their house and the 
clock on their VCR is blinking and has never 
been set, you might not want to sell them a 
top-of-the-line clock," he related. 

Blackwell asks clients if they use comput-
ers and gains a general sense of their comfort 
level with technology. When he walks 
through the property with clients, he ex-
plains the irrigation system in basic lan-
guage. And in some cases, he discovers that 
the old-fashioned models fit the needs of his 
less "connected" customers. "It's what's best 
for the client," he figured. 

Bottom line, whether a controller com-

mands the irrigation system through a high-
tech device or an antiquated clock, custom-
ers simply want assurance that their grass 
will stay green, Winter noted. 

"As important as their ornamentals or 
turf are, people have more important things 
to fiddle with than their controllers," he said. 
"But the easier I can make it, the better the 
odds are that they will utilize it." • 

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

Let us help you get the 

WORD OUT. 
Lawn & Landscape Article Reprint Service 

provides a cost-effective, high impact way to promote 
your company's products and services. Our profession-
ally designed article reprints can be used as direct mail 
pieces, sales literature, training aids or trade show 
handouts. For even more targeted marketing, add your 
customized advertising message, logo, mission state-
ment or other valuable company information. 

i 5 5 1 Lawn & Landscape Article Reprint Service 

provides a cost-effective, high impact way to promote 
your company's products and services. Our profession-
ally designed article reprints can be used as direct mail 
pieces, sales literature, training aids or trade show 
handouts. For even more targeted marketing, add your 
customized advertising message, logo, mission state-
ment or other valuable company information. 

ARTICLE 
REPRINT SERVICE 

Call 800/456-0707 
to learn more. 

CALL FOR FREE VIDEO • 877.788.7253 
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Arberíjt Supply 

www.blueridgearboristsupply.com 

We carry: Rope, Ascenders/Descenders, 
Tree Climbers/Spurs/Spikes, Hand Pruning 

Tools & Accessories, Poles, Pruners 
& Accessories and more 

Secure O n l i n e S h o p p i n g 

Blue R i d g e A r b o r i s t S u p p l y 
PO Box 1626 • 17277 Poor Farm Rd. • Culpeper, VA 22701 

1 - 5 4 0 - 8 2 9 - 6 8 8 9 • 1-800-577-TREE 

IT'S ML ABOUT TIME! 
The TB3™ Rake 

www.tr3rake.com 

us 
8 806 

NOW, 
ONE TOOL 
DOES IT ALL! 

LOOSENS— EVEN YOUR TOUGHEST SOIL 

GRADES— NO SKILL REQUIRED 

RAKES— PERFECT SEEDBED EVERYTIME 
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New Version 8! 
The Landscaping Industry's 

BEST Library of High 
Quality Images. PRO 

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

m i 

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. 

PRO Landscape, version 8 brings an unmatched level of photo-realism 
to your presentations. It's not only better than the competition, it's 
easier than any previous version of PRO Landscape. 

USE R E A D E R SERVICE # 3 5 

BID IT! 
Produce detailed estimates that match your plans exactly.Then 
print, export to your word processor, or proposal document. 

[IKE MiS4mmT 

|r,—«a» 

s«— [MO 
ZmCoém 84186-4114 
Ph— «IS [SH-4123 

[01/14/02 

Try PRO Landscape for 60-days risk free! 
S PRO 

The question? How to become more efficient and 
make more money from every job. 
The answer. Let PRO Landscape version 8 take 
your business to the next level! 

*To take advantage of your Lawn & Landscape 
discount, have the promotional code ready 
when you call to order. 

Code: LL-1735 

( 8 0 0 ) 2 3 1 - 8 5 7 4 
www.lawnandlandscape.com/prolandscape 

•Easy to learn, get started fast -
video tutorials anasmart help system 

•Photos of landscape materials-
add value by up-selling every customer 

•Accurate 2D CAD Plan Views -
licensed from the maker of AutoCAD* 

•Automate estimates -
accurate quotes and cost control 

•Clip®/QuickBooks® compatible -
link from built-in proposal generator 

C 2002 drafix software, inc. All rights reserved PRO Landscape is a trademark and Drafix is a 
registered trademark of Drafix Software, Ine, registered m the USA and other countries. 

http://www.lawnandlandscape.com/prolandscape


You can now request product information 

online and receive a response immediately! 

Just visit www.launandlandscape.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 Q8 of this month's issue and fax the 

form to 216/ÇÔ1-05Q4. 

Kohler Aegis LH 
750 Engine 
• Combines an advanced liquid-cooling 
design, heavy-duty air filtration system 
and overhead-valve design 
• Liquid cooling system delivers engine 
cooling through an integrated, automotive-
style radiator 
• Heavy-duty air cleaner system has been 
designed with a maximum filtering area 
and fine-mesh main filter element 
• Ejector valve continuously collects and 
discards trapped dust 
• Cast-iron cylinder liners offer reliability 
and long life 
Circle 200 on reader service form 

Reading Swing-
Out Rear Rack 
Assemblies 

• Black, powder-coated racks are held 
firmly in the open position by a heavy-duty 
"T" latch and secured in a closed position by 
two easily-operated, spring-loaded latches 
• Hinged post assembly is securely bolted 
to the side and end rails of the platform 
• Racks are arc-welded for the ultimate in 
durability and provide safe, secure support 
for the bed 
• Spring-loaded latch on one post of each 
rack holds it firmly in the stake pocket 
• All racks lift out individually for easier 
loading and unloading 
Circle 201 on reader service form 

Dekorra Products 
Replicated Rocks 
• Provide the finishing touch on irrigation 
utilities by covering pumps, etc. 
• Rock boulders and enclosures are manu-
factured of durable polyethylene plastic 
• Lightweight and easy to install 
• Naturally realistic design offers opportu-
nity to conceal and protect equipment in 
highly visible locations without distracting 
from the surrounding natural beauty 
Circle 202 on reader service form 

Hadco 
Aluminum 
Bullyte 
• Housing consists of die-cast, 
marine-grade alloy aluminum with 
a low copper content to all but 
eliminate oxidation 
• Fully-adjustable swivel arm with 
serrated teeth allows you to lock in 
the fixture's aim 

• Shroud is fully-rotatable at 360 de-
grees and its smooth contour design, 
coupled with its internal mounting 
and double-gasketing, ensures water-
proof operation in any position 
• Fixture's clear, tempered glass lens 
is affixed at a 10-degree angle for 
natural cleaning of dust and debris 
• Standard accessories include a 
spread lens to soften and diffuse 
light, an ice-blue lens to cool the light 
and bring out the green in foliage and 
a louver for glare control 
Circle 203 on reader service form 

Stihl Precision 
Series Hand Tools 
• Line includes three pole pruners, three loppers, one 
hedge shear, six pruning saws, four pruners and three 
axes 
• Tools offer blades that can be sharpened or replaced, 
strong lightweight handles, comfortable grips, and com-
puter-designed cutting teeth or blades 

i 

• Tools are designed to cover a range of needs from 
high-volume arborist tree work to cutting limbs of 
varying diameters and heights 
• Pole pruners feature adjustable pole length, a bark 
cutter and hook to keep the blade in the cut and a 
revolving arm for precise cutting 
• Line of precision pruners is made of 
optimally-blended high carbon steel for durability 
and power 
Circle 204 on reader service form 
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Every day is different. Every job has its 
challenges. But no matter what the day might 
bring...you can count on The Cat Rental Store 
to have what you need to meet those challenges. 

You'll find a broad range of rental machines, plus 
Cat® Work Tools and other equipment to help you 
tackle your toughest work every day. Best of 
all, it's all in one place...The Cat Rental Store. 

To locate The Cat Rental Store nearest 
you, call 1 -800-RENTCAT. Or visit us at 
www.TheCatRentalStore.com. 

CAT Rental 

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 Flow Models 
Skid Steer Loaders 
Operating Capacity. 

1.500 - 2.000 lb 
35+Work Tool Types' 

4 Models 
Multi Terrain Loaders 
Operating Capacity: 

1.933 - 2.950 lb 
30+ Work Tool Types* 

8 Models 
Mini Hydraulic Excavators 
17.4-42 hp 
7+Work Tool Types* 

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

You can find more information on Cat Products and Services at www.catproductinfo.com. 
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* Cat Work Tools also fit on other-make machines. 

© 2002 Caterpillar 

http://www.TheCatRentalStore.com
http://www.catproductinfo.com
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Hustler Mini Z Wright Turbo 
10 Catcher 

Staffing Solutions 
with our 

International Workers 

Sound familiar? 
• We have RELIABLE, EXPERIENCED PERSONNEL 

• Specializing in Recruitment & Placement of H2B Visa foreign workers 

• Marcus Drake Consultants handles the entire procedure 

• We deliver selected personnel to your company 

Marcus Drake 
Consultants 

Park Ridge, New Jersey 
Call 888-544-9122 

Fax 201-930-0629 
E-mail marcusdrakeh2b@yahoo.com 

USE READER SERVICE # 6 8 

• Features stainless-steel, high-pressure 
hydraulic lines 
• Offers 28-inch seat height 
• Includes twin-lever steering with auto-

matic park 
brake system 
• Fuel-effi-
cient Honda 
and 
Kawasaki 
engines 
available 
from 19 to 25 
hp 
• Features 
44-inch or 

52-inch side-discharge/mulching decks 
• Heavy-duty air cleaner is standard 
equipment 
Circle 205 on reader service form 

• High-capacity system is designed to fit all Wright Stander and Sentar models 
• Three intake Venturis and perforated steel panels function as a simple venturi 

system, lifting the grass away from the walls 

• Increased velocity results in 
tighter packing of grass 
• Eliminates the need for expen-
sive, power-draining, clog-prone 
fans and duct work 
• Curved front directs grass to 
the back of the catcher, keeping it 
from clogging the mower 
• Front section has capacity of 4.8 
cubic feet and can be used by 
itself for small jobs or with the 6-
cubic-foot rear section 
Circle 206 on reader service form 
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Country 
Clipper Trek 
• Features a 14-hp Kawasaki engine 
• Forward ground speed includes five 

speeds, 
from 2.3 
to 7 
mph 
• Offers 
fuel 
capacity 
of 6 gal-
lons 

• Model 36W features cutting width of 36 
inches and two blades per deck 
• Model 48W offers a cutting width of 48 
inches and three blades per deck 
• Both models include a stand-up, floating 
deck and hydrostatic transmission 
Circle 207 on reader service form 

Rock Solid 
PLUGR Aerator 
• Features 5-hp Briggs & Stratton 
Intek engine with 6-to-l gear ratio 
• Offers 22-
inch effective 
aeration width 
• Delivers us-
ers up to 15,000 
square feet per 
hour of pro-
ductivity 
• Includes a combination folding 
handle/ergonomic lift bar 
• Offers wide quad-wheel stability 
• Also includes v-belt drive and 
unibody construction 
Circle 208 on reader service form 

Watts Pre-
Engineered Valve 
Stations 
• Custom-configured water flow control 
systems are built to meet exact project 
application requirements 
• Valve stations are factory-assembled, 
tested and certified by independent agen-
cies to ensure flow performance 
• Provides uninterrupted water service to 
commercial 
facilities 
• Offers a 
single connec-
tion point for 
irrigation ser-
vices with agency-approved devices 
• Fully customizable for any application 
Circle 209 on reader service form 

Jrco Heavy-duty Attachments 
For Commercial Mowers 

Increase Productivity 
Seven Front-Mount Attachments 
Universal Hook-up 

Electric Broadcast Spreader 
See the full line 
Call for dealer 

www.jrcoinc.com 
800.966.8442 

USE READER SERVICE # 7 0 
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Real maneuver^ 
Classen TA-17D &TA-25D 
"Split Drive" Turf Aerators 

Turn left 
or right 

AERATE 
non-stop . • • 

All without 
raising the 

tines out of 
the ground! 

MANUFACTURING, INC. 

Aerators • Sod Cutters • Power Rakes • Seeders 

1401 Logan Street Norfolk, NE 68701 
Phone: (402) 371-2294 

Toll Free: I -888-252-7710 Fax: (402) 371 -3602 

O 
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www.classen-mfg.com 
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Thomas Tracked Mini-Skid Steer 
• Ride-on model 25GT weighs 1,900 pounds and was developed to work 
in soft ground conditions while keeping the operator high and dry 
• Loader's 9-inch rubber tracks provide smooth operation, increased flota-
tion and maximum traction 
• Features a 25-hp engine and more than 1,680 pounds of breakout force 
• Universal attachment system allows skid steer to use Thomas as well as 
competitive attachments 
• Equipped with self-leveling as standard, which eliminates material spillage 
Circle 210 on reader service form 

Unruh Dump 
& Go Truck Body 
• Waste handling equipment with motor-
ized bucket hoists and large capacity bin 
• Eliminates the need to bag waste mate-
rial and reduces personnel handling costs 
• Has hydraulically operated moving floor 

• Available in 3,000- and 6,000-pound ca-
pacity models with 6,000-pound model as 
a dedicated waste hauler for larger com-
mercial turf maintenance operations 
• The 3,000-pound machine is built to let 
operators simultaneously carry turf 
equipment and landscape waste on the 
same truck 
Circle 211 on reader service form 

TrynEx SweepEx 
Debris Leaf Pusher 
• Ideal for lighter debris such as leaves, 
cans and 
bottles 
• Ex-
tends the 
height 
capacity 
of the 
broom, 
allowing 
for greater material handling capabilities 
• Consists of two steel uprights and a 
heavy-duty poly-fencing material 
• Adds a strong net to the broom attach-
ment, thereby allowing it to carry more 
materials farther 
• Bolts to the front of any SweepEx Pro Se-
ries broom 
Circle 212 on reader service form 

OLDHAM 
CHEMICALS COMPANY, INC. 

OVER 30 YEARS OF RELIABILITY 

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

1 1-800 888-5502 r 
PO BOX 18358 

3701 NEW GETWELL ROAD IF 
* MEMPHIS, TN 38118 

Advanced growing solutions 

Plant Survival Essentials 

T/O pindTi nuiES 
Four (4) Critical "Plant Survival Essentials".. 

In 1 Convenient, Cost-Effective Planting Package! 

#7. 2-3-2 NATURAL ORGANIC FERTILIZER 
#2. ENDO-ECTOMYCORRHIZAL FUNGI 
#3. ADVANCED POLYMER GEL 
#4. BIO-PLEX BIO-STIMULANT 

More Information & Ordering 
1-800-441-3573 

• 200 GALLON OLDHAM TANK WITH BAFFLE. 
• HYPRO D30 TWIN DIAPHRAGM PUMP. 
• 5.5 HP HONDA ENGINE. 
• HANNAY ELECTRIC REEL WITH 300' 1/2" HOSE. 

GALLON LAWN RIG 
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Wheelwash Rhino 
System 
• Truck tire/wheel cleaning system is suit-
able for short-term or temporary projects 
• Entire system is modular, can be as-
sembled on-site and up and running in a 
few hours 
• Cleaning is accomplished with a multi-
tude of high-pressure jets with extensive 

spray patterns to cover all surfaces of tires, 
wheels and undercarriages 
• Water recycling is included with the 
settlement tank/weir system, recycling 90 
percent of the water 
• Utilizes a horizontal centrifugal pump in 
cast-iron housing fitted with a cast-iron 
impeller, single mechanical seal and 
coupled with a 30-hp electric motor 
Circle 213 on reader service form 

Caterpillar Multi-
Terrain Loaders 
• 247 and 257 rubber-tracked loaders fea-
ture a new suspended undercarriage that 
allows the machines to work in a broad 
range of applications and terrain 
• The 247 model has operating capacity 

of 1,354 pounds, operating weight of 6,665 pounds and ground pres-
sure of 3.8 psi 
• 257 features an operating capacity of 1,614 pounds, operating weight 
of 7,628 pounds and ground pressure of 4.3 psi 
• Both models powered by naturally-aspirated Cat 3034 diesel engine 
• 247 delivers 54 net hp while 257 is rated at 59 net hp 
• Each includes a closed-loop, high-output hydrostatic drive system 
with an anti-stall system 
Circle 214 on reader service form 
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Your Trees Deserve the Best of Care! 
- • . 
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All Phases of Tree Care: 
Residential and Commercial 

B A B T L E T T RARTLETT 
TREE EXPERTS 
www.bartlett.com 

Office locations throughout 
U.S. and Canada 
877-BARTLETT 
877-227-8538 

INSTALL CUSTOM LANDSCAPE BORDERS! FAST, EASY, & 
EXTREMELY PROFITABLE! FOR FREE V I D E O & CATALOG 

CALL The Concrete Edge Co. (800) 314-9984 or 
(407) 658-2788www.lilbubba.com 

USE READER SERVICE # 7 3 
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www.lawnandlandscape.comwww.lawnandlandscape.cont 

THE POWER OF PERSONALIZATION 
Using the power of database technology, My Lawn & Landscape allows lawn and 
landscape professionals to personalize their Lawn & Landscape Online 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 right-hand corner, you'll see the My Lawn 
& Landscape login area. Simply click on the icon, register for an account and you're 
ready to customize your page. It's that easy. www.gmc.com 

.com 
LAWN & LANDSCAPE ONLINE: 
NEWS YOU CAN USE. 

Iavymandlandscape.com ^ ^ 

The Lawn & Landscape Media Group prides itself on providing the most com-

prehensive news coverage of the lawn and landscape industry. In fact, we're the 

only communications provider that has a fully 

dedicated Internet editor that covers late-breaking 

industry news as it happens. In addition, Lawn & Landscape Online provides 

"bonus" coverage of a wide range of business and technical topics of interest to 

professional contractors. Just look for the "For More Information" boxes or the 

"Web Buttons" throughout Lawn & Landscape magazine featuring the site 

addresses of manufacturers, distributors and others affiliated with the industry. 

This full-market news coverage is only available from 

www.lawnandlandscape.com. 

www.realgreen.com 

JOHN DEERE 
www.johndeere.com 

f f f f Masada Consuftitiy^\^ 

www.masadaconsulting.com 

TopPro Specialties 

www.topprospecialties.com 

( 0 l u ( / a 
/ » A L M . MC. 

www.olyola.com 

www.isuzucv.com 

www.lilbubba.com 

STEINER 
TEXTRON 

Steiner Division ol Textron Ine 

www.steinerturt.com 

www.lawnandlandscape.comwww.lawnandlandscape.cox 
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'CD? 

C. M i IK . 
www.silc-h2b.com 

A.M. Leonard 
Ç TOOtSj THAT WORK! ) 

www.amleo.com 

NORTH 
AMERICAN 

GRffiSr 

www.nagreen.com 

TEXTRON 
Brouwer Division of Textron Inc. 

www.brouwerturf.com 

PROSOURCE I 

www.prosourceone.com 
® JEËSÀ. 

www.asvi.com 

WALKER^MOWERS 

www.walkermowers.com 

FOLEY ENTERPRISES 
drafix com 

www.draiix.com 

MaugeV a 
www.mauget.com www.exmark.com 

www.commtruck.ford.com 

syngenta 
www.syngentaprofessionalproducts.com 

% 
www.power-trac.com 

Lebanon 
T U R F P R O D U C T S 

www.lebturf.com 

www.mge-dairon.com 

KMMISX&M B a y e r ® Alocet 
www.camelotsoftware.com www.ez-gate.com www.bayerprocentral.com www.alocet.com 

c ^ S ©Husqvarna J T C O ^MmmmuKF R e a d i n g 
www.grunderswinnerscircle.com www.husqvarna.com www.jrcoinc.com www.earthandturf.com 

m - ride-onspreader.com 
SfPerma-Green Supreme, Inc. 
o ^800.346.2001 

www.ride-onspreader.com 

WPiverdale 
M RE I \u/arm i ttmptiny 

www.riverdalecc.com 

TurfGold Software 

www.turftree.com 

piba/T^j^cjur. 
o c G Ç m r J E f c r ^ r i 

An Employee-Owned Company 

www.weedalert.com 

Kawasaki F i N N 
www.kawpowr.com 

TEXTRON 
GOLF. TURF & SPECIALTY PRODUCTS 

www.textron.com 

Robin 
www.carswelldist.com 

Swiss 
Precision 
Enterprises 

www.swissprecision.net 

CORPORATION 

www.finncorp.com 

, Triple D 
I Enterprises 

www.tripled-enterprises.com 

WEISftTJRGERGreen 
/KâWUtKCe 

www.weisburger.com 

lr€€ 
www.eztree.com 

www.ferrisindustries.com 

ST/HL 
www.stihl.com 

www.readingbody.com 

A i 

lighting Inc.» 

www.cascadelighting.com 

www.pickscs.com 

HUSTLER Turf Equipment 
www.excelhustler.com 

c e ä ; si«-*«**. shindaiwa 
www.koisbrothers.com www.visualimpactimaging.com www.shindaiwa.com 

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 t . c o m w w w . y a z o o k e e s . c o m 

SCAB B A S F 
rnyyFRriai m d w f r ç ^ ^ r m ^ m ^ ^ r m C O M M E R C I A L M O W E R S 

www.scag.com www.turttacts.com 
-E,Hpre55 Blower 

www.expressblower.com 

www.lawnandlandscape.com 

HQRTIGOPIA* 
www.horticopia.com 

I TECHNOLOGIES 

www.adkad.com 

[MIMAI 
I i \ i u , o J 

www.wellscargo.com 

chipco 
Professional Products 

www.aventischipco.com 
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ASV RC-50 All-
Surface Loader 
• Offers height of 77 inches, width of 60 
inches and a length with bucket of 128 
inches 
• Caterpillar 3024C engine delivers 50 hp 
• Features an operating capacity of 1,500 
pounds and a height of 115 inches to the 
hinge pin 
• Weighs approximately 4,700 pounds, but 
has a ground pres-
sure of only 2.7 
pounds per square 
inch 
• Can operate at-
tachments such as 
backhoes, augers, 
dozer blades and 
trenchers 
Circle 215 on 
reader service 

Rain Bird Pro Software 
• Business management system designed specifically for the irrigation industry 
• Paperless system that improves scheduling, dispatching and billing 
• Improves efficiency of the scheduling process and ties crews electronically to the 
office using hand-held devices 
• Crew members simply upload a daily schedule to a hand-held device by plug-
ging into a phone-line connector at home or at the office 
• At the end of the day, crew members download completed work orders for bill-
ing, making it possible to invoice customers within 24 hours for faster payment 
Circle 216 on reader service form 

Mertz Boxer TL 
• A 24-hp Honda V-Twin engine powers 
this versatile, compact skid-steer unit 
• Model TL-224-32 offers track width 
range of 32.5 inches to 41.5 inches 
• Model TL-224-34 offers track width 
range of 34.5 inches to 43.5 inches 

• Includes hydraulic flow of 14 gpm and 
hydraulic pressure of 3,000 psi 
• Unit weighs 2,025 pounds without any 
attachments 
• Features operating capacity of 640 
pounds 
Circle 217 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 

$AVE MORESS ALL YEAR MTI 
$prinkler$ 4 Le$$ 
National Brand SprayHeads 
4" Pop-Ups with Nozzle 

As Low As Q 4 5Q 
m j k ^ m ) Buy The BOX * e f l * 

M M Your Choice 
$1.90,$1.80 

v $1.60 or Less 
RAIN+BIRD 

| sfc | And Others 
Save More On 
Large Orders 

SHIPS SAME DAY 
UDS We Pay 
Z Z i ForU.P.S. 

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

Pacific Time 

USE READER SERVICE # 7 5 
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Honda WT Series 
Trash Pumps 

• Features Honda 
commercial grade 
OHV engine 
• Includes du-
rable full-frame 
protection for on-
the-job use 
• Quick-release 

pump case allows for convenient clean-out 
in short timeframe 
• New, conical cast iron impeller design 
expands peak pumping performance 
• Mechanical seal with improved wear re-
sistance provides for easy seal removal 
and replacement 
• Compliant with Environmental Protec-
tion Agency and California Air Resources 
Board standards 
Circle 218 on reader service form 

Briggs& 
Stratton 
Vanguard 2/LC 
Engine 
• Includes a 360-degree cooling water jacket to 
reduce engine and oil temperatures, increas-
ing durability and extending engine life 
• Advanced air and oil filtration systems 
further protect components and increase en-
gine life 
• Features a compact 752 cc displacement 
and a high hp-to-weight ratio 
• Aluminum engine block further reduces 
engine weight and makes equipment easier 
to handle 
• V-Twin design offers greater balance and 
low vibration, leading to smoother running 
and decreased wear 
Circle 219 on reader service form 

Polaris UTV1500 
2x4 
• Features 18-
hp, V-Twin, 
air-cooled, 4-
cycle engine 
• MacPherson 
struts provide 4.6 inches of travel up front 
• Includes rust-proof composite cargo 
box and a vehicle payload capacity of 
1,250 pounds 
• Offers spacious seating for three 
people 
• Standard features include trailer hitch 
receiver, audible reverse alarm, brake 
lights, tail lights, 35-watt quartz-halogen 
headlights, hour meter, electric start and 
360-watt alternator 
Circle 220 on reader service form 

Dream Come 

« • • H t . ^ j * j 

FREE TIME 

Boost Revenue 
BP02V KGAGUn 

Call for a FREE^mfoPak! 

LAWN & LANDSCAPE 
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Looking for 

When you want information on a new 

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... 

• Go to www.lawnandlandscape.com and click on 
• Check the reader service number of the product(s) you're interested in. 
• Receive an e-mail or phone call from a company representative in time 

to make an informed decision. 
• If you prefer your current method of product inquiry, just copy the page 

at right, circle the number of the product(s) you're interested in and fax 
it today to 216/961-0594, attention Reader Service Department. 

Or... simply fill out the product inquiry form below with the reader service numbers found on each advertisement. 
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) 
C 3 Yes C J No 

Signature. 
Date 
Name^ 
Title 
Company 
Address 
City 
Phone 
Fax 
E-mail Address 

State -Zip-

Do you wish to receive industry related information by E-mail? 
C J Yes C J No 

TflfillRSnRIRF RRTfl-

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 

SEPTEMBER.02 

/pages/subscriptions.asp 

mtm wmm-wm 
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With The Lawn & Landscape Sweepstakes 

Visit wwwJawnandlandscape.com to be eligible to win free products! 

This month, win the I65BT 
Back Pack Blower from Husqvarna. 

Husqvarna's I65BT 
backpack blower is 
packed with power, 
190 mph maximum 
air velocity which 
equates to 530 CFM 
at tube. It features a 
convenient tube 
mounted fingertip 
control throttle, 
large 4.6 pint 
translucent fuel tank 
for extended operating time, and an economically designed harness with padded hip belt 
to reduce stress on the shoulders and back. Additional features include sound baffling for 
quiet operation, and infinite control adjustment for reduced wind flow around flowers and 
delicate shrubs. Retail Price $449.95. 

www.lawnandlandscape.com offers 
• Chances to win new products 
• Daily news 
• Archived magazine articles 
• Message boards 
• The ability to sign up for a personalized My Lawn & Landscape account 

QwxtiDHA? Call 800/456-0707 

http://www.lawnandlandscape.com


2002 Lawn & Landscape 
November 1-2,2002 

Cleveland Marriott 
Cleveland, Ohio Business 

Strategies Conference 

Featured Speakers 

Strategic Planning 
For Your Company 
Why Ybu Should Register 
Variety of expert speakers and topics all focused on helping you 
develop a successful business plan for your company. 

A n 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. 

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" 

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. Registration 
8:00 - 11:00 a.m. Facility Tour 

Yardmaster, Painesville, OH 
(Separate admission required) 
Opening Session 

1:00 - 2:00 p.m. "Seeing The Forest From The Trees" 
Speaker: Mike Foti, Leadership Builders 

2:10 - 4:00 p.m. "Strategic Planning: A Blueprint for Success" 
Speaker: Ken HochkoeppeL Enterprise Analysis 

4 : 0 0 - 4 : 1 5 p.m. Break 
4:15 - 5:30 p.m. "Workshop: Building Your Business Plan" 

Speaker: Tom Oyler, Oyler Wilson 
5:30 — 6:30 p.m. Welcome Reception 

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 Crandall, 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 

2 1 6 / 6 9 6 - 9 2 0 0 or 8 0 0 / 2 2 8 - 9 2 9 0 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 

8 8 8 / 7 4 3 - 8 7 4 7 between the hours o f 8 : 3 0 a.m. and 6 : 0 0 p.m. Eastern. 

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! 

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 i f ' 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 o f Yardmaster, one o f 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 o f the Yardmaster 
management team. It is a great way to pick up new ideas for your business 
and compare notes with fellow contractors. T h e 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 o f an event as you join fellow contractors 
for a series o f roundtable discussions on today's industry " h o t " 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. T h e 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


2002 Lawn & Landscape 
REGISTRATION FORNI Business 

November 1-2, 2 0 0 2 • Cleveland Marriott • Cleveland, Ohio Strategies 
Conference 

BY PHONE: Call 800/456-0707 and ask to register for the Lawn & Landscape Business Strategies Conference (weekdays 9 a.m. - 5:00 p.m. EST) 
BY MAIL: Conference Registration, Lawn & Landscape Business Strategies, 4012 Bridge Ave., Cleveland, OH 44113 
BY FAX: Complete form and fax, with credit card information, to 216/961-0364 (24 hours) 
ON THE WEB: Register on-line at www.lawnandlandscape.com and click on "Events" 

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

First Name Last Name 

Name as It Will Appear On Badge 

Title Company 

Address City State Zip Code 

Phone Fax E-mail Address 

PAYMENT INFORMATION 

Checks: Make payable to GIE Media (drawn on a U.S. Bank, in U.S. dollars) 

I authorize GIE Media to charge my: VISA MasterCard American Express Discover 

Card Number Expiration Date 

Billing Address 

Name on Card Signature 
Please Note: Registrations will not be processed until payment information is received. All faxed and phone registrations MUST include credit card 
information. There will be a $25 fee for returned checks. 

REGISTRATION INFORMATION 
Number Total 

Full Conference Registration @ $245 = 
Group Registration (3 or more same company) @ $195 = 
One-Day Registration @ $145 = 
Facility Tour @ $20 = 
You must be registered for the conference to participate in the facility tour. 

Association Marketing Partners: Members of the Michigan Nursery & Landscape Association qualify for a $20 discount off registration fees. The Lawn & 
Landscape Business Strategies Conference is a business-to-business event open to trade professionals only. Persons under the age of 18 (including 
infants) are not permitted in the educational sessions. 

CANCELLATION/SUBSTITUTION/REFUND POLICY/CONFIRMATIONS 

All cancellations must be made in writing and faxed or mailed - voice mails and e-mails will not be accepted. A full refund will be issued if the cancellation 
notice is received before October 18, 2002. No refunds will be issued after October 18,2002. Advance payment is required for the facility tour and 
evening reception. Attendees can notify Lawn & Landscape at any time that another individual will attend the conference in their place. All registrations 
postmarked by October 18, 2002, will be acknowledged by mail. Lawn & Landscape reserves the right to cancel the conference in the event of insufficient 
registration and will make full refund if this occurs. Lawn & Landscape's liability shall be limited to the registration fee amount. 

2002 Business Strategies Conference Sponsors 

MMBM "c^fest"6 fiNN relizon G^S^CS1 

2002 Association Marketing Partners 
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TO INQUIRE ABOUT OUR ADVERTISERS' PRODUCTS, 
PLEASE TURN TO PAGES 9 8 . 

COMPANY NAME WEB ADDRESS PG# 
Absolute Innovations www.tr3rake.com 86 
American Arborist 

Supply www.arborist.com 82 ., 
American Honda www.honda.com 45 
B. k D. A. Weisburger www.weisburger.com 22 .. 
Ball Horticultural Co. www.ballhort.com 79 ., 
Bartlett Tree www.bartlett.com 93.. 
BASF www.turffacts.com 3 .. 

RS# 
.... 67 

,62 
,26 
„44 
„ 31 
„73 
„ 11 

Bayer www.bayerprocentral.com 28-29 21 
BioPlex Organics 92 72 
Blue Ridge Arborist www.blueridgearborist 

supplies.com 86 66 
Bobcat www.bobcat.com 81 32 
Borderline Stamp www.borderlinestamp.com 80 60 
Brite Ideas www.briteidea.com 96 75 
Brouwer Turf www.brouwerturf.com 17 42 
Caterpillar www.cat.com .. 43*,89 25,36 
Chipco Professional Products www.aventischipco.com .. 39a,b,c,d,68-69* 
Qassen www.dassen-mfg.com 91 69 
Combined Manufacturing www.spread4mower.com 44 55 
Concrete Edge www.concreteedge.com 93 74 
Creative Curb www.ccurb.com 84 65 
C&S Turf Care www.csturfequip.com 7 40 
Deer-Off www.deer-off.com 44 54 
Dixie Chopper www.dbciechopper.com I l l 37 
Drafbc www.drafbc.com 87 35 
Easy Lawn www.easylawn.com 82 63 
Echo www.echo-usa.com 11 14 
Exmark www.exmark.com 37 19 
Fabriscape www.fabriscape.com 27 47 
Finn www.finncorp.com 38 52 
Foley Enterprises ... 24 48 
Giant-Vac www.giant-vac.com 74 79 
Grasshopper www.grasshoppermower.com 9 13 
Green Industry Expo www.gieonline.com 43* 
Holiday Presence www.britenites.com 67 57 
Hortica www.floristsmutual.com 21 18 
Hunter wwwiiunterindustries.com 112 38 
ICD www.selecticd.com 74 80 
Injecto-Matic www.injecto-matic.com 70 58 
Irrigation Assoriation www.irrigation.org 75 59 
JRCO www.jrcoinc.com 44,91 56,70 
Kelley Commercial Truck www.isuzutruckcenter.com 71* 27 
Lawn & Landscape 

Business Strategies wwwiawnbusinessstrategies.com . 100-102 

Online Marketplace www.lawnandlandscape.com 94-95 
Lawn & Landscape Online 

Sweepstakes www.lawnandlandscape.com 99 
Lawn & Landscape Free 

Product Information www.lawnandlandscape.com 98 

COMPANY NAME WEB ADDRESS PG# RS# 
LT Rich Products www.z-spray.com 24 49 
Marcus Drake Consultants 90 : 68 
Marsan Turf k Irrigation www.marsanturf.com 96 76 
Midwest Arborist Supply www.treecaresupplies.com 13 22 
Morbark www.morbark.com 36 51 
Oldham Chemical www.oldhamchem.com 92 71 
PBI Gordon www.weedalert.com 73 29 
Perma-Green Supreme www.ride-onspreader.com 97 77 
PlantFind.com www.plantfind.com 71* 28 
Polaris www.polarisindustries.com 23 15 
Protech 14 41 
Rawson Manufacturing — www.rawsonscreens.com 80 61 
Real Green Systems www.realgreen.com 20 43 
RedMax Power Equipment www.redmax.com 42 53 
Riverdale www.riverdalecc.com 25,85 20,34 
Robin Outdoor Power Equipment www.robinoutdoorpower.com 26 45 
RotaDairon www.mge-dairon.com 84 64 
Shindaiwa www.shindaiwa.com 5 12 
Steiner Turf www.steinerturf.com 30 50 
Stellar Industries www.stellar-industries.com 27 46 
Stihl www.stihlusa.com 31 23 
Syngenta www.syngentaprofessional 

,1 products.com 18-19 17 
Textron Golf, Turf k 

Specialty Products www.textronturf.com 83 33 
Thomas Equipment www.thomasloaders.com 33 80 
Toro Landscape 

Contractor Equipment www.toro.com 77 30 
Toro Sitework Systems .. www.toro.com 2 10 
United Horticultural Supply www.uhsonline.com 15 16 
Walker .. www.walkermowers.com 41 24 
Weed Man www.weedman.com 7 39 

TRUCK & TRAILER BUYERS' GUIDE 

American Isuzu www, 
American Roll-Off www, 
Ballard Equipment www, 
Express Blowers www, 
Ford www. 
CMC Truck www, 
Hino Trucks www, 
Middle Georgia Freighter www. 
Peterson Pacific www. 
Reading Body Works www. 
Super Lawn Trucks www. 
Tuflex www. 
Unruh Corp. www. 
Wells Cargo www. 

.isuzucv.com T19 158 

.americanrolloff.com Til 162 

.ez-gate.com T6 159 

.expressblower.com T15 166 

.commtruck.ford.com T2-T3 155 

.gmc.com T20 

.hinotrucksusa.com T16 167 
middlegafreightliner.com T7 160 
.petersonparific.com T8 161 
.readingbody.com T13 165 
.superlawntrucks.com T12 164 
tuflexmfg.com T9 157 
.dumpandgo.com T5 156 
.wellscargo.com Til 163 

*Denotes regional advertising. This listing is proihded as a courtesy to Laum & Landscape advertisers. 
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Rates PUTTING GREENS 
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: Lawti & Landscape, 4012 Bridge 
Ave., Cleveland, Ohio 44113. Fax: 216/961-0364. 

Advertising 
DREAM STREET GRAPHICS 

EYE CATCHING DESIGNS 
What impression 

would you like to give, 
4 million times 

this year? 

Paper and A _ 
Business Cards 

www.DreamStreetGraphics.com 

8 8 8 . 2 S S . 1 5 5 1 

Business Opportunities 
SELLING YOUR BUSINESS? 

FREE 
APPRAISAL 

N O BROKER 
FEES 

in ts 

S a. 

V&usi ness 
Scu 

Merger A Acquisition Specialists 

Professional Business Consultants can obtain 
purchase offers from qualified buyers without 

disclosing their identities. Consultants' fees 
are paid by the buyer. 

C A L L : 

708/744-6715 
FAX: 630 /910-8100 

CONKLIN PRODUCTS 

OPPORTUNITY! 
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 

TURBO TECHNOLOGIES INC 

U R B o T U R F 
HYDRO SEEDING SYSTEMS 

FOR F HE E H YD ROSE E DI M G INFO « VIDEO, CALL 

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

1-800-822-3437 
WWW.TURBOTURF.COM 

FRANCHISE OPPORTUNITY 
M o w - N - G o ® 2 0 5 / 5 4 1 - 1 9 0 0 

BUSINESS OPPORTUNITY 
Attention: Lawn & Landscape Professionals 
Two established product lines n o w available 
with exclusive territories. Offer F R E E D O M 
F E N C E ™ & DRIVEWAY ALERT™ to all your 
customers and watch your bottom line soar!! 
Call us today at 8 0 0 / 8 2 8 - 9 0 8 9 . Made in the USA. 

reens 
Synthetic putting greens are the fastest growing 
segment of the S20 Billion a year golf industry 

Reasons to call us: 
* Huge Profit Center 

FREE VIDEO 
* C a m NO Inventory 
* E x c e l l e n t A d d - O n S e n i c e 
" R e s i d e n t i a l & C o m m e r c i a l 
* Utilize E\isting Equipment 
* BUY Manufacturer Direct 
* Many Extras 

www.allDr02reens.c0m 
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) 

T E L E P H O N E 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 

AUTOMATED ICING SYSTEMS 
IIIAtfnilonlll 

irrigation Cowfrocfon 
Expand your business with Automated Anti-Ic-
ing Systems for residential & commercial appli-
cations such as: sidewalks, driveways, parking 
lots, etc. For more information, call 

Meltdown Technology, Inc. 
(subsidiary of Water Works, Inc.) 

Phono: 8 1 5 / 3 8 5 - 5 5 9 
Fax: 8 1 5 / 3 8 5 - 5 6 9 9 
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BUSINESS OPPORTUNITY 

M 
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 
LONG ESTABLISHED NURSERY IN 

AFFLUENT COMMUNITY 
Features Include: 
Approximately six acres with 

• Building & Facilities 
• Nursery Equipment 
• Shade Houses 
• Wholesale Annuals/Flowers Nursery 
• Contract Growers 

Asking $695,000 
Please reply to e-mail: 

jschwiering@norrisandcompany.net 

BUSINESS FOR SALE 
Commercial and residential irrigation & land-
scaping business located in fast growing North-
west Harris County, near Houston, Texas. Es-
tablished 1989. Includes 28'x72' shop and office 
situated on 1 acre. Includes 2 trucks, trailer and 
all equipment. Asking price $260,000.00. Reply 
to PO Box 917, Cypress, TX 77410-0917. E-mail: 
plantsgalore@aol.com. 

LANDSCAPE 
CONSTRUCTION COMPANY 

Well Established 20-year Landscape Company 
Boston, Massachusetts 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 G R A N D E VALLEY BUSINESS 

Long-established landscaping & Maintenance 
business located in greater Albuquerque area. 
$636,000 in sales, priced at $359,000. Home 
available for sale or rent. Call Wayne Unze at 
The Vaughan Company 800/876-5503. 

BUSINESS FOR SALE 
Lawn care & landscape business for sale. 98 
GMC dump truck, 92 Bobcat 743 skid leader, 16' 
enclosed trailer & flat bed. All equipment & 
tools included. Asking $79,500.00. Contact Matt 
Haines 419/674-4435. 

For Sale 
LANDSCAPE DESIGN KIT 3 

LANDSCAPE DESIGN KIT 3 
48 rubber stamp symbols of trees, 
shrubs, plants & more. 1/8" scale. 

Stamp sizes from 1/4" to 1 3/4". 
S» $89 • $6.50 s/h. VISA, MasterCard. & 
| MO's shipped next day. Check delays 
•shipment 3 weeks. CA add 7.75%tax. 
(AMERICAN STAMP CO. 

F̂REEBROCHURE '2290 Rising Rd. LL22. Wilton. CA 95693 
intW Local 91 e-687-7102 TOLL FREE 877-487-7102 

HYDROMULCHERS 
U s e d h y d r i l c h « 

HYDROSEEDING/ 
HYDROMULCHING 
EQUIPMENT AND SUPPLIES 

HYDRO SEEDING HELPER 

Sticky Sticky.com 
800/527-2304 

GPS VEHICLE TRACKING 
No Monthly Fees 

Call 800/779-1905 
www.mobiletimeclock.com 

EQUIPMENT FOR SALE 

PINCHERS 
Load and Unload 
Fastest 2" and up 

HYDRO MULCHING 
MACHINERY 

Tu r f A / í a rcs> 
Sod-Quality Results 

A High-Performance Real 
Hydromulching Machine 

• four minute loading 
• instant mixing 
• thick mulch 
• long hoses 
• no clogs 

TurfMaker Corp. 
www. turf maker, com 800-551-2304 

CYBERSPRINKLER 

CYBERSPRINKLKR 
Sprinkler Parts On Line For 
The Professional Contractor 

HUNTER-RAINBIRD 
& 

All Related Components 
Best On-Line Pricing 

SAME DAY UPS 
Visit Us On-Line At 

www.cybersprinkler.com 

FOR SALE 
The Best 

Watering 
Machines 

tanks-qdot* j 

1^3^8-2657 
www. tanks-a lot. net $949 

INFORMATION FOR SALE 
HELPFUL INFORMATION 

TO G R O W 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 
For sale, large white pines 18-20 feet, 43-inch 
balls located in northern Maryland. Please call 
410/357-5836. 

LAWN & LANDSCAPE www.lawnandlandscope.com SEPTEMBER 2002 1 0 5 

mailto:jschwiering@norrisandcompany.net
mailto:plantsgalore@aol.com
http://www.mobiletimeclock.com
http://www.cybersprinkler.com
http://www.lawncaresuccess.com
http://www.lawnandlandscope.com


FOR SALE 
1999 BB816 Finn Bark Blower 16 yd. Mounted 
on 1990 International 4900 truck. Email: 
sales@nationalmulch.com. Phone: 614/799-8505 

COVER IT 

COVERÎÎà! 1 INSTANT GARAGES 
ALL WEATHER SHELTERS 

SAND/SALT BINS • WORKSHOPS 
EQUIPMENT STORAGE 

Authorized Dealer 
SHELTERS OF NEW ENGLAND INC. 

251 West Hollis St. • Nashua, NH 03060 
1-800-663-2701 • (603) 886-2701 
www.sheltersofnewengland.com 

FOR SALE 
2002 EZ Lawn hydroseeder 600gal. Mounted on 
trailer, 22hp robin-Subaru, 200ft hose with elec-
tric hose reel, only 44 hours, every option avail-
able (this is our back up unit, used very little). Paid 
$14800 with trailer, will sell for $8995.00 firm. 

2002 Lil Bubba curb machine all molds with 
training video. Used 1 time around my new 
house. Works great. 4hp Honda motor paid 
$5889.00 will sell for $4500.00. 

2002 trench master edger and trench machine. 
9hp Honda, steerable, 3 different cutting edges 
& 8" deep trencher. Works great!! Top of the 
line. Used twice. 

If interested, please call or e-mail D&M Services 
at: 716/627-3076 or lawnrenovations@aol.com 

EQUIPMENT FOR SALE 
99 & 00 EZLawn Hydroseeder, 1,000 gallon, poly 
tank, very low hours, turret, 100' of 1 !4" hose, 
electric reel, mulch grinder, factory trailer 
mounted. $10,500.00 for 00, $9,500.00 for 99. Call 
Mike at 3 0 3 / 9 9 4 - 8 3 2 7 or email for pictures 
mike@elcservices.com. 

DISCOUNT SPRAYER PARTS 

Discount S 
REPLACEMENT PA 

prayer 
klS & PUN 

Parts 
PUMPS FOR: 

• FMC (John Bean) • Hypro • 
• F.E, Myers • Udor • 

• Comet and General Pumps • 
Also Spraying Systems Tee-Jer 

and Albuz spray nozzles. 
We have a complete line of 
sprayer accessories such as 

spray guns, hose & hose reels. 

Call TOLL FREE 888/SPRAYER 
for a free catalog. 

E-mail: sprayerpts@bellsouth.net 
Website: SprayerPartsDepot.com 

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, Fla. 32771. Phone 407/320-8177, Fax 
4 0 7 / 3 2 0 - 8 0 8 3 . Email: Hortsearch@aol .com 
Website: http/ / www.florapersonnel.com 

LANDSCAPE MANAGEMENT 
THE BRICKMAN GROUP, LTD. 

Careers in landscape management available in: 
California, Colorado, Connecticut, Delaware, 
Florida, Georgia, Illinois, Indiana, Maryland, 
Massachusetts, 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 

H i H t i H f - m i l 
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 

HORICULTURAL JOBS.COM 
Search Jobs - Post Resumes 

www.horticulturaljpbs.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 

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 
Email: tdavis@land.bozzuto.com 

Web Site: www.bozzuto.com 
Phone: 301/497-3900 

JOBS IN HORTICULTURE 
JOBS In Horticulture, Inc. 

www.hortjobs.com 
800/428-2474 

Fax: 800/884-5198 

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 United States and 
Canada creating the following openings: 

Division Managers 
Branch Managers 

We have immediate openings in the U.S.: 
MO, IL, GA, FL, LA, NC, SC, TN 

We have immediate openings in various 
Provinces in Canada: 

BRITISH COLUMBIA, ALBERTA & 
SASKATCHEWAN 

Responsible for managing day-to-day operations, 
including the supervision of field personnel. Busi-
ness/Horticultural degree desired with a mini-
mum of 2 years experience working in the green 
industry. Qualified applicants must have proven 
leadership abilities, strong customer relations and 
interpersonal skills. We offer an excellent salary, 
bonus and benefits packages, including 401 (k) 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 
Landscaping management and related openings 

in Mid-Atlantic and Northeast. 
www.careercompanyofamerica.com 717/625-0922 

LANDSCAPE 
MANAGEMENT SPECIALISTS 

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, FLA. 34221 

941/729-3355 
FAX: 941/723-3598 

HELP WANTED 
Large landscape nursery seeks manager for Char-
lotte, N.C. area. Competitive salary with good ben-
efits. Send resume to PBS, P.O. Box 246, Terrell, 
NC 28682. 
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PRODUCTION MANAGER 
Established landscape contractor in Chicago 
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/construct ion 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 /sa lary history to: Premier Landscape 
Contractors via fax @ 3 1 2 / 4 5 5 - 8 6 3 4 or email to 
precom01@aol.com. 

DISTRIBUTORS & 
REPS WANTED 

Independent Reps, Distributors 
& Dealers Wanted 

To represent Garick & Paygro product lines. 
Regional and national opportunities. 

Bulk and/or bagged hark, mulches, soils, soil 
amendments & recreational surfacing oppor-
tunities in certain geographical market areas for 
o u r b r a n d n a m e p r o d u c t l ines : A l a b a m a 
A u b u r n ™ , P a y g r o Black S a t i n ™ M u l c h e s . 
Paygro™ Composts, Soils, Manures, Growers 
Blends and HydRocks™ Calcined Clays, Rice 
Hulls. Recreational Surfaces, Kids Karpet™, 
Designated Dryer™ Calcined Clays for athletic 
fields. Paygro™ Packaged Soils & Mulches, 
M a l a b a r F a r m s , F o r e s t F l o o r ™ & F a r m e r 
Green™ labels, Fertilgro™ Organic Fertilizer and 
Masterblend™ Professional Fertilizers. Can rep-
resent one, multiple or all depending on areas 
available. Visit www.garick.com or call 8 0 0 / 
2GARICK ext 40. Please mention this code: 
REP / L AWL A N / 092002. 

HELP WANTED 
Take advantage of this opportunity to join one 
of the most dynamic landscape companies in the 
southwest. Our exciting and vibrant company 
is looking for an individual to lead our growing 
maintenance division. We are seeking a moti-
vated individual with strong management and 
leadership skills. 5 years experience of high-
level management is required. We offer out-
standing compensation and benefits package, 
relocation allowance, and an excellent family-
working environment. If you are interested in a 
career opportunity please send, fax or email re-
sume to: 

HEADS UP LANDSCAPE 
PO Box 10597 

Albuquerque, N.M. 87184 
Email jdelarosa@hulc.com 

Phone 5 0 5 / 8 9 8 - 5 5 1 0 
Fax 5 0 5 / 8 9 8 - 2 1 0 5 

To find out more information about Heads U p 
Landscape please visit our website at 

www.headsuplandscape.com 

IRRIGATION DIRECTOR 
Northern Virginia Landscaping Company seeks a 
highly motivated individual responsible for bid-
ding irrigation projects, purchasing of material, 
oversee irrigation installation, hiring irrigation 
foremen, and training. Substantial experience is 
required. Please fax resume to 703 / 368-4028, Attn: 
Jenny or e-mail to jfriend@commercialscapes.com. 

GENERAL MANAGER 
WESTCHESTER, NY 

We are a growing, industry leading Irrigation 
C o m p a n y located in lower Westchester. Our 
growth plans have created a need for a "driv-
ing" General Manager to report to the President. 

You will be responsible for the Residential and 
Commercial Division's growth, profit and cash 
flow. You will be expected to work proactively 
in formulating and implementing strategic and 
tactical plans for the division. You and your team 
will also be responsible for field operations, 
project management, marketing and sales, and 
customer service. 

You must be a well-organized manager who is 
committed to excellence and he dedicated to 
train and motivate your team. Your behavioral 
qualities must be supplemented with demon-
strated skills and knowledge in managing mul-
tiple installation and service crews and a service 
department preferably in the irrigation or land-
scape industry. 

You will have the opportunity to work with the 
industry's most dynamic professionals in an en-
vironment that facilitates unlimited potential. 
We offer an excellent salary, company benefits 
and a matching 401k plan. 

If the above accurately describes you, we would 
like to meet with you. Please email your resume 
to: recruit@donaux.com. 

WESTCHESTER, NY 
Rapidly growing large irrigation systems installa-
tion and service company located in Westchester 
County, New York is seeking a dynamic President. 
This is a new position that will report directly to 
the owner. 

We serve golf courses, commercial and residen-
tial facilities and are recognized for our quality 
systems and customer satisfaction. 

The person we seek is unique. This person must 
be "hands-on" and have the ability to plot the 
profitable growth of the company. This person 
must also have excellent interpersonal skills, be 
skilled in developing the management team, and 
be astute in managing the day-to-day effective-
ness of the company. Our goal is to grow inter-
nally and through acquisitions. 

If you are a leader and have the experience and 
skills to m a n a g e a labor-intensive organiza-
tion, w e would value the opportunity to speak 
w i t h y o u . P l e a s e e - m a i l y o u r r e s u m e to: 
r e c r u i t @ d o n a u x . c o m . 

HELP WANTED 
National Landscaping Service, a national leader 
in landscaping and lawn maintenance services, 
is currently seeking a National Commercial Sales 
Representative. 

Candidates must have prior experience selling 
commercial landscaping maintenance services to 
multi state commercial accounts i.e. retailers, 
malls, hotels and restaurants. 

Responsibilities include: developing and closing 
new qualified prospects; evaluating and man-
aging costs to ensure profitability. Two (2) years 
of previous experience in commercial landscap-
ing service sales preferred. College degree and 
located in central Florida area a plus. 

Related sales experience to this type of customer 
will be considered. 

You will be entrusted to sell our services to a national 
market place that has unlimited growth potential. 

National landscaping offers competitive compen-
sation, along with a strong growth-oriented work-
ing environment. We offer a challenging opportu-
nity and training to help ensure your success. 

Please email your resume attention Robert Free-
m a n s u p e r b o b @ n a t i o n a l l a n d s c a p i n g . c o m or 
mail to 1010 Pennsylvania Ave, Saint Cloud, Fla., 
34769. Phone 8 0 0 / 8 7 5 - 5 3 5 8 . 

CAREER IN SALES 
Agent /Dis t r ibutor 

International software manufacturer. Looking 
for an individual to join our sales team in South, 
Central, Western US or overseas area. One soft-
ware specialized in color plant care labels and 
signs. The other in landscape design. Attractive 
commission. 

With excellent verbal and written communica-
tion as well as sales presentations and computer 
skills; your revenue may exceed $100 ,000 per 
year. 

Fax your resume to 4 5 0 / 4 4 3 - 0 9 5 6 or email to: 
sv@soft3d.com. 

LANDSCAPE MANAGEMENT 
Wheat's Lawn & Custom Landscape 

Wheat's, a premiere residential landscape firm 
in northern Virginia since 1978, has immediate 
openings for management and sales candidates. 
Interested candidates should want to surpass 
own personal expectations, and have a desire to 
work with a motivated team. 
Wheat 's offers: 

• excellent salaries 
• company paid health insurance 
• 401(k) 
• advancement opportunities 
• fantastic working environment 

For confidential consideration, please send or fax 
your resume to: 

Wheat's Landscape Design Centre 
8620 Park Street 

Vienna, Va. 22180 
Fax 7 0 3 / 6 4 1 - 4 7 9 2 

Email wheatslcl@aol.com 
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SALESPERSON NEEDED 
ALCA National Award Winning Design/Build 
Landscape Maintenance Firm is seeking ener-
getic people to grow with our company. A solid 
team to work with and pleasant work environ-
ment. Competitive pay with all benefits, profit 
sharing, paid holidays, healthcare and vehicle. 
Must have experience in the industry. Please 
send resume to The Pagura Co., Attn: Steve at 
8101 Corporate Blvd., Plain City, Ohio 43064 or 
call 614/873-4007 for an interview. 

INDUSTRY WEBSITE 
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. 

EVERYTHINGGREEN.COM 
EverythingGreen.com 

Find everything for the Green Industry in one place 
- Machinery, Mowers, Hand Held Equipment, 
Parts, Irrigation, Lighting, Landscape Supplies, 
Fertilizers, Business Services, Snow Plows, Soft-
ware, Hand Tools, Trucks, Trailers, and more. 

LIGHTING 

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. Irrig. 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 

Landscape Lighting 
Offer High Margin Services 

Training • Marketing • Supplies 
Over 350 Locations in 47 States & Canada 

I t f m w w f (NiteTîme 
W DECOR 

r r " 1 * Elegont Londscope Lighting 

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 

Software 
SOFTWARE 

Services 
NEED A COACH? 

Get the answers you're looking for... 
Jeffrey W. Zindel, Business Consultant 

20 years experience in the Green Industry 
Exterior/Interior. 888/425-0421 

jzbusinessconsultants.com 

HOLIDAY BUSINESS 
Holiday division consulting A-Z 

Exterior/Interior 
Jeffrey W. Zindel, Business Consultants 

888/425-0421 
jzbusinessconsultants.com 

LABORERS AVAILABLE 
English speaking H2B Seasonal Labor is here! 
Why struggle to communicate? 
Hard working, self-motivated, 
Work only for you! 
We process paperwork and recruit workers. 
Call day or evening 717/625-0922 

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, 
Diagramming and links to Quickbooks round 
out this easy to use 32 bit dynamo. Free Demo 
at www.gopst.com or call 800/624-8244. 

SOFT3D.COM 
• Landscape software: Soft 3D Plan 
• Print in your office, color labels and signs 

with Soft 3D Signs Pro software 
• Free CD Demo 
• Labels, stocks and printers 
• We can print color signs and labels on 

demand 

Call us today 450/443-5929 
Fax your request to 800/782-0956 

VISIT OUR WEB SITE: www.soft3d.com 

rreen The all-in-one 
pdition software for 
* landscapers 

True 32-bit Windows4 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 G/L, A/R, A/P, Payroll, Checking, 
Inventory. Or link to QuickBooks \ Peachtree \ MS Office1 

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: 

1-800-724-7899 ext.2 
or visit us at: 

www.wintac.net 
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Supplies 
POSTING SIGNS 

Promotional yet economical 
8 0 0 / 3 2 8 - 4 0 0 9 • www.RNDSigns.com 

DOOR HANGER BAGS 
4 stock sizes. 8 0 0 / 3 2 8 - 4 0 0 9 

www.RNDSigns.com 

Training 
TRAINING 

Interactive software empowers your 
employees with knowledge. 

8 0 0 / 3 2 8 - 4 0 0 9 • www.RNDSigns.com 

Turf Equipment 
TURF EQUIPMENT 

www.riftenhouseonline.com 

IT PAYS TO 
ADVERTISE 

IN THE 

Lawn^Landscape 
CLASSIFIEDS 

CONTACT 
JENNIFER 

HALAS 
AT 

800/456-0707 
TO 

ADVERTISE 
TODAY. 

(continued from page 39) 

neighbors' doors, particularly surrounding 
yards that received an application. "It's a 
simple door hanger that explains that their 
neighbor received an application from us 
and says if they want a free lawn analysis, 
please call us," Ballard described. "This con-
tributes to the good guy image we're spread-
ing because it helps people know when they 
should keep their dog or child out of their 
neighbor's lawn for a 24-hour period." 

Even though Perficut continues to per-
fect client communication, it also strives to 
improve internal communication. Though 
Perficut is always trying to update employee 
handbooks and safety manuals, Ballard ad-
mits one of its biggest weaknesses is training 
new foremen and middle management. "I 
feel that we're the only ones who know 
what's going on sometimes," Ballard said of 
himself and key managers. "And we tend to 
keep adding responsibilities onto current 
managers instead of training others." 

Ballard blames this lack of training on 
the little time available to perform the 
amount of delegation and schooling nec-
essary for new management. "Things go so 
fast sometimes that we never seem to find 
the time to do this properly," he said. "It's 
something we have to work on this year 
because it's frustrating to me that if some-
thing were to happen to me or our office 
manager, no one would know how to take 
on that person's responsibilities." 

Besides letting go of some responsibili-
ties and increasing training, Ballard also 
wants to add one or two quality control-
focused employees who spend time inspect-
ing clients' properties and taking care of any 
stray weeds or trimming - the little tasks 
that get overlooked. "I hope that hiring some-
one to do this will alleviate some responsi-
bilities from the other managers and ensure 
these tasks are taken care of before clients 
call us about them," Ballard said. "It's things 
like this - some fine tuning - that we're 
trying to do to perfect the company." 

With a name like Perficut, one would think 
the company has flawless operations, but, ac-
cording to Ballard, "I'm not going to say we 
don't make mistakes - it doesn't run perfectly 
smooth everyday, but we sure are trying." 

The author is Managing Editor of Lawn & Land-
scape magazine and can be reached at 
nwisniewski@laivnandlandscape.com. 

Financina the Winter 
(continued from page 84) 

boost client morale. "What's been most suc-
cessful for us in the winter is to maintain 
client contact," he said. "We've done a num-
ber of things in the past - deck work, clean-
ing out basements, etc. - because we have a 
rapport with the client and they trust us." 

WINTER FIX-ITS. Since the majority of 
landscape equipment lies dormant during 
the off-season, winter is a realistic time to 
schedule maintenance, whether it's small 
repairs or large-scale overhauls. "We keep 
up with regular maintenance throughout the 
season, scheduling our equipment only for 
four days every week and one day off for 
maintenance," Hubbard explained. "But if 
we have any major work that needs to be 
done we do that over the winter." 

Simply put, contractors should refine their 
equipment fleet in the chilly weather so that 
it's ready for the demands of spring and 
summer, Aronson said. "We do all of our 
trucks in the winter, as well as our mowing 
equipment, and overhaul our blowers," he 
listed. Additionally, Aronson brushes up his 
company's physical appearance in the win-
ter so it can present a clean, organized image 
in the spring. "We maintain our yard and 
upgrade whatever we need to." 

Zemkoski agreed, stating that he allots 
specific time for maintenance as each season 
ends. "We always take a week at the end of 
the season where we look at all of our equip-
ment," he said. 

Ultimately, even when temperatures 
drop, contractors shouldn't shiver in fear of 
the winter season. As long as business own-
ers recognize the season will inevitably slow 
down, they can plan accordingly, Zemkoski 
offered. "We understand the winter as just 
being the three months we have to deal with," 
he said. "We then do our budgeting with that 
in mind." 

As long as contractors approach winter 
with the expectation of a slower season, any 
extra revenue is a cold weather "bonus," 
Hubbard concluded. "We know we will make 
some money in the winter, and only count on 
a little bit of it," he said. "But if we have a 
good winter, it allows us the opportunity to 
expand into other areas." E3 

The author is Assistant Editor-Internet o/Lawn 
& Landscape magazine and can be reached at 
kmohn@lawnandlandscape.com. 
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Crafting a Company Manual at Buckingham Greenery 
A company manual is an important tool for any land-

scape operation, helping to spell out policies and proce-

dures for all employees. Buckingham Greenery in 

Buckingham, Va., is an advocate of these books. 

A properly developed manual helps all employees 
know what is expected of them, creates consistency 
within the company, establishes rules and guidelines, 
and sets disciplinary actions for violating the rules. A 
manual also translates a company's business philoso-
phies and desires into action and is an invaluable com-
munication tool for efficiently running operations, bridg-
ing the gap between related departments. 

The manual can be a training guide for new employ-
ees, and existing employees can use it as a reference tool. 
This helps avoid performance problems stemming from 
a lack of understanding or inconsistent approaches due 
to personnel changes. 

Here are some guidelines on how we created an 
effective company manual. Once the appropriate infor-
mation is compiled, papers can be assembled in portable 
three-ring binders and distributed to all new and exist-
ing employees. 

1. Start with an introduction to the company. In our 
"introduction" pages, we included an overview of the 
company's history and our mission statement to provide 
employees with a business background. Many compa-

;rmcw/s a nm'rMiLi iTKLWML 
1. Start with an introduction to the company, which can 

include an overview of the company's history and its 
mission or vision statements. 

2. Explain company benefits, vacation packages, 
employee scheduling and policies regarding tardiness 
and absenteeism. 

3. Provide detailed descriptions for each job in the 
company, share job performance appraisal procedures 
and include any forms that are used in the process. 

4. Use the company manual to describe safety procedures 
and to discuss equipment-related issues. 

5. Commit to updating the company manual any time 
policies or procedures change. 

nies also include a vision statement. We also added 
information on who's who and everyone's pager, cell 
phone and emergency numbers. 

2. Cover human resources issues. We felt it was impor-
tant to explain company benefits, vacation packages, 
employee scheduling and policies regarding tardiness 
and absenteeism in our manual. We specified the vari-
ous issues that merit disciplinary action, explanations of 
possible disciplinary actions and any applicable docu-
mentation. This ensures employees are aware of the 
results of their actions. 

3. Include job-specific information. We provided de-
tailed descriptions for each job in the company and any 
client contract information that might be helpful. We 
also shared job performance appraisal procedures and 
included any forms used in the process. 

4. Address safety procedures. We also use our company 
manual to describe safety procedures and to provide 
basic safety tips. We stress the importance of immedi-
ately reporting accidents to the client and to the office. 
Additionally, we include samples of any documents 
that should be completed. 

5. Discuss equipment-related issues. Here, we list an 
inventory of equipment issued for each position in the 
company, as well as procedures on dealing with lost or 
stolen equipment. Equipment maintenance tips also are 
essential to include in this section. 

6. Commit to regularly updating the manual. We 
make the time and commitment to update the com-
pany manual as policies or procedures change. By 
doing so, each employee receives the most current infor-
mation on company policies and procedures and 
confusion is avoided. 

In the long run, a company manual saves money, 
headaches and litigation, since a well-developed and 
thought-out manual can ensure compliance with regu-
latory agencies such as Occupational Safety and Health 
Administration. Most importantly, a company manual 
strengthens operations. A comprehensive manual cov-
ering all departments within the organization be-
comes a "quality manual" for the whole company, 
ensuring consistent delivery of the best possible ser-
vices. - Monica Smith ID 

The author is director of horticultural services at 
Buckingham Greenery, Buckingham, Va., and can be 
reached at 800/322-4711. 
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To locate Your local Dealer visit www.dixiechopper.com 
or call T65-chopper 

* Financing available through American Financing Inc. 
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Controllers 
for Contractors 
Who Want Advanced 
Features and 
Faster Set Ups 

' I P • 1 + 
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By the time most contractors are 
ready to program the controller, 
the truck is loaded and the crew has 
moved on to another site. That's why 
Hunter offers a new way to make 
irrigation programming routine and 
easy. Our expanded line of control-
lers not only look alike, they install I 
and program alike too. For large 
sites, the ICC has sophisticated 
water management tools and snap-
in modules, ready to expand from 
8 to 48 zones. For res/com jobs, the 
modular Pro-C is the ideal solution 
with 3 to 12 station expandability, 
plus a removable face plate for 
"walk around" programming. 
The compact SRC is your best bet 
for standard residential sites and 
features 6 or 9 stations, plus odd/ 
even watering and more. 

Controller Comparison Kit 
See how Hunter controllers can 
make you and the crew more 
productive. Call today for your 
free copy of the Comparison Kit! 

Intuitive Dial Programming 
Plug-in Module Expandability 
Indoor / Outdoor Models 
3 to 4 8 Stations 

USE READER 

Hunter 
The Irrigation Innovators 
800-733-2823 • www.Hunterlndustries.com 
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