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Jackhammers. Bulldozers. Impatient foremen. There's enough commotion on the job site without your truck 
adding to it. So our engineers designed the GMC Sierra to provide some peace and quiet. This impressive 
pickup offers a choice of incredibly powerful yet surprisingly quiet engines. Like the optional DURAMAX™ 6600 
Turbo Diesel V8 that delivers 300 hp @ 3000 rpm and 520 Ib-ft torque @ 1800 rpm. It offers exceptionally 
smooth, quiet operation, thanks to an innovative deep-skirt block design and common rail fuel injection that 
helps control noise, vibration, and harshness. Even the available Allison® transmission is engineered for smooth 
shifting and equally quiet operation. The newly redesigned GMC Sierra. You should hear what you're missing. 
For details, visit gmc.com or call 1-800-GMC-8782. 

1 BOO • GMC • 87B2 © WWW GMC.COM WE ARE PROFESSIONAL GRADE: 





LawnârLandscape 
AUGUST 2 0 0 3 • VOLUME 2 4 • N o . 8 

Cover photo: 
Mark Fink 

COVER STORY 

Allied 
Forces 
When a father and son bring their heads 

together, business focus and growth are 

the positive end results.... 3 8 

FEATURES 

Dig into Fall 
Why limit yourself to only spring planting when fall installa 

tions can offer cultural benefits and extra cash flow?... 

Dealing with 
Water Woes 
Despite an absence or abundance 
of moisture, any property can 
flourish if waterproof plans are 
made in advance 9 8 

The Mowgul Mogul 
Scott Olden tinkered with his company until $20 

per lawn turned into a $l.l~million business 4 8 

HOA 
How-To 
Homeowners' associations are 
a unique service segment. 
Here are some tips on 
handling them. 

A Head Start 
Fertilize lawns in the fall be-
fore they take a winter rest to 
create strong root systems 
and reduce spring 
work.. 
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7 5 D F H E R B I Ç I D E M 

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

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

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

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

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

after application. To learn more about how Drive * 7 5 DF can help you in your drive for turf perfection, 

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

USE READER SERVICE #10 

BASF 

We don't make the turf. 
We make it better. 

http://www.turffacts.com
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No more mixing. No more spraying. Simply 

spread righe from the bag - whether conditions 

are wet or dry, windy or calm - to kill a wide 

variety of broadleaf weeds. New Confront is 

available in fertilizer or as a granular weed 

control. In fact, we've even formulated it 
^ Ì V i A l y , ¿ 1 flAM/lUt k ô ï k i C i M { ¡ U i { M ' i m U l j 

with Team to give you broadleaf and 

N e w L e b a n o n T u r f G r a n u l a r C o n f r o n t f o r b r o a d l e a f w e e d s . 
crabgrass control in one easy step. Visit 

your LebanonTurf Dealer or call 

1-800-233-0628 to find out more 

about the granular herbicide that works 

without spraying. And for a free copy of 

our Broadleaf Weed Control Booklet, 

visit www.LebanonTurf.com, click on pro-

motions and enter coupon code LL3083. 

LebanonTurf 
1-800-235-0628 • www.LebanonTurf.com 

Confront is a registered trademark of Dow AgroSciences LLC 

USE READER SERVICE #1 1 

http://www.LebanonTurf.com
http://www.LebanonTurf.com


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

VIRTUAL ONLINE 
TRADE SHOW 
Lawn & Landscape Online presents an 

exciting, new product - the Virtual Online 

Trade Show. This multimedia tool allows TRADE SHOW 
Web users to learn more about products from 24 of the industry's top suppli-

ers via video clips recorded on the trade show floor. Visit 

www.lawnandlandscape.com /otshow to experience this virtual tour. 

DAY ON THE HILL 
Lawn & Landscape Online features extensive coverage 

of the 14th annual Legislative Day on the Hill - an 

event sponsored by the Professional Lawn Care 

Association to give the green industry a voice in 

Washington, D.C. Coverage of this year's event, 

held July 1 3-15, includes a look at the scope and 

logistics involved in the annual Arlington Cemetery 

project, speaker highlights and today's issues affecting 

the businesses of lawn care operators nationwide. 

LawnèMcane 
• V l l l l l w •IMIIVIWvilVW. j j Extras 

ONLINE EXTRAS 
Browse Lawn & Landscape Online for a 

collection of exclusive Web stories 

relative to this month's issue: 

• This month, look online for a story about how one contractor has his crews 

functioning as their own small companies. 

• Learn how offering incentives keeps employees on task and helps ensure 

productive workdays. 

• Check Lawn & Landscape Online to find out how family members who 

work together keep business banter away from the dinner table. 

• Look for a customer handout that details the key ingredients of a proper 

watering schedule. 

WEB TOOLS 
DAILY NEWS 

Green industry news updates every 
day. www.lawnandlandscape.com 

INDUSTRY EVENTS 

A comprehensive list of confer-
ences, trade shows and seminars 
for the landscape professional. 
www. lawnandlandscape .com/ 
events 

C T 7 T T T 
A diverse collection of forms to 
help you run your green business 
more effectively. 
www. lawnandlandscape .com/ 
tools 

/ W * 
/ i 

lawnandlandscape.com: Ali Anderson, aanderson@lawnandlandscape.com, [Internet editor]; Kevin Gilbride, 
kgilbride@lawnandlandscape.com, [sales representative] 

zssmmsam 
The industry's most interactive 
message board. 
www. lawnandlandscape .com/ 
messageboard 

INDUSTRY LINKS 

A user-friendly index of the green 
industry, containing categorized 
information about contractors, 
dealers and suppliers. 
www.lawnandlandscape.com/l inks 

An easy-to-navigate directory of 
local, state, national and interna-
tional industry associations. 
www. lawnandlandscape .com/ 
associations 

A growing compilation of industry 
products, complete with photos 
and manufacturer contact 
information. 
www. lawnandlandscape .com/ 
product 

u m s a s s ^ m 
An interactive listing of industry 
manufacturers and suppliers. 
www. lawnandlandscape.com/ 
marketplace 

ONLINE STORE 

A one-stop shop for industry-
related books, CD-Rom training 
programs and other educational 
materials. 
www. lawnandlandscape .com/ 
store 
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BUSINESS MEDIA 

C & S TURF CARE EQUIPMENT, INC. 

S S 8 0 3 0 TURF TRACKER 
• The original! Tried and proven since 1983. 
• Spreads and sprays over 4000 sq. ft. per minute. 
• Full hydrostatic drive. Zero turning radius. 
• Sprays 4', 8' and 12' on-center or off-set. 
• Spreads from 4' to 24' wide. 

Increase Productivity! Increase Profits! 

(330) 966-4511 800-872-7050 
fax (330) 966-0956 

www. cstur fequip. com 

USE READER SERVICE #13 

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

•TM 

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, FA 18640, USA 
Tel (570) 602-3050 Fax (570) 602-3053 E-mail roladaironemrex@aul.com www.mge-dairon.com 

Quality Since 1958 

One machine... One Person... One Pass 

LAWN & L A N D S C A P E 

USE READER SERVICE #12 
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Bayer Environmental Science offers three powerful, broad-spectrum products that reduce 
callbacks and form the foundation for solid, cost-effective disease management . 

Compass" provides both preventive and curative control on more than ten tough diseases. 
ProStar® gives you broad-spectrum disease control and is a long-time industry standard for 
controlling brown patch. Bayleton* has revolutionized dollar spot control and is doing the 
same for summer patch, red thread and other turf and ornamental diseases. 

Make your lawns sparkle. And your reputat ion. Take the worry-free approach with add-on 
fungicide appl icat ions that deliver consistent results. 
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Always read and follow label directions carefully. Compass, Bayleton and ProStar are trademarks of Bayer AG. 
95 Chestnut'Ridge Road, Montvale. NJ 07645. 1-800-331-2867. www.BayerProCentral.com. £>2003 Bayer AG. 

BAYLETON 

(baM Bayerlìnvironmental Science 
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People Buy 
From People 

Customers do not buy your company until they are 

first convinced your people are a good investment. -

Bob Clements, Bob Clements International 

People. They're all around us: Employees, custom-

ers, peers and acquaintances. People make the world 

go round. 

Have you recently considered the people in your 
business? Really considered them? As business own-
ers, it's common to focus on processes and day-to-
day operations. But, it's the human side of the busi-
ness - the people - who represent the greatest busi-
ness challenge. 

Hiring, training and retaining people are busi-
ness essentials that can befuddle even the most 
competent owner. Not only do employees represent 
your largest expense, they're also your most unpre-

dictable one. Our industry 
faces its share of turnover, 
and current generational 
trends don't make it any 
easier for us. Today's work-
ers don't want to stay with 
any one business for more 
than 24 months, on average. 

To shield yourself and 
your business, surround 
yourself with a core group of 
people who will represent the 
essence of your company. 
These are the high perform-
ers you need for dynamic 
business success. 

They not only need to un-
derstand your vision, but they 
need the ability to make 
people throughout your com-
pany grab hold of your vi-

sion. Once the group grasps the grand plan, don't 
hesitate to put people in impossible positions and 
step out of the way. Impossible situations generally 
fire folks up and drive them to create new business 
ideas and opportunities. 

Externally, your customers are the core that drives 
your business. You're in business to make money so 
do whatever it takes to keep your clients happy. 60 
percent of your customers do business with you 

because of value-added initiatives. Only 15 percent 
of your prospects buy on price. 

Although we try to make it complex, business is 
really simple. Bob Clement, a training expert spe-
cializing in high performance people shares this 
recipe for business success: 

• Acquire customers. 
• Retain your customers; spend more time on 

retention than acquisition. After all, your existing 
customers are the cheapest to keep. 

• Establish and incorporate processes. 
• Hire the right people to make things flow. 

Easier said than done? Perhaps. But focusing on 
the people in and around your business will put you 
in the enviable position of being a market leader. At 
the same time, it puts your competitors in the posi-
tion of focusing on you and what you're doing, 
rather than their own businesses. 

As you progress through the next few months 
trying to keep ahead of the weather and on top of 
your budget, remember to keep your focus on the 
people that contribute to the bottom line. Know your 
customers. Know your employees. And remember 
that there are thousands of competitors performing 
the same work that you are. Differentiate yourself. 

Be a problem solver for your customer. Embrace 
and solve problems rather than viewing problems 
as headaches. 

Never tell your customer no. Always tell them 
yes and then figure out a way to do it. Perhaps you're 
not in a position to do exactly what the customer has 
requested, but you can perform another service that 
meets them half way. This goes a long way in the 
customer's mind. 

According to Clements, high performance orga-
nizations are constantly evolving. If what you're 
doing in your businesss isn't working, do some-
thing different. Things happen when you think dif-
ferently; not necessarily when you work harder. [JJ 

( 2 / m ^ t , docCu 
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"I CONSIDERED ANOTHER 
MOWER ONCE... 

18 YEARS AGO." 

Brian Mapes 
GrasSnipper 

Lawn Maintenance 
Ambler, PA 

"Performance is one reason I've stayed with Gravely. But there's a lot more to it. Like excellent dealer support, 
which means I don't wind up with lots of costly downt ime if I have a problem." 

W e couldn't have said it better ourselves. Get more information about Gravely products or Gravely on Tour, a free 
hands-on workshop designed to help landscape contractors bring in more green — instead of just cutting it. 

See your local Gravely dealer, visit www.gravely.com or call 800.GRAVELY. 

Proud member of 
1 —: www.gravely.com 

WE KEEP YOU CUTTING " _ _ _ _ _ _ WE KEEP YOU CUTTING 
ASSOCIATED LANDSCAPE 

CONTRACTORS OF AMERICA A N A R I E N S C O M P A N Y 

USE READER SERVICE #14 

ASSOCIATED LANDSCAPE 800 GRAVE L Y 

http://www.gravely.com
http://www.gravely.com


ACQUISITION NEWS 

Davey Tree 
Buys Horigan 
Industries 

What THREE characteristics do you find 
most valuable in your turfseed choices? 

% OF 

CHICAGO, 111.- The Davey Tree Ex-

pert Co. expanded its presence in the 

Chicago area by acquiring Horigan 

Tree Industries. 
Davey's northeast Chicago office 

will serve former Horigan clients. 
Mark Kline, Davey's manager for 
northeast Chicago, says Horigan's 
operation meshes well with Davey. 
"They have been active in the Chi-
cago area for about 12 years and 
have a reputation for quality tree 
work," he says. "Bruce Horigan knew 
Davey and likes what we represent. 
It was a good fit for them and for us." 

He adds that Horigan customers 
will continue to receive tree care and 
be able to take advantage of addi-
tional services Davey offers, such as 
lawn care and fertilization. 

Jim Stief, Davey's vice president 
for central, southern and western op-
erations, calls the acquisition a move 
that will enhance Davey's ability to 
serve its Chicago-area clients. "The 
addition of Horigan's knowledgeable 
staff and its reputation for tree care is 
a real plus for us as we continue to 
expand our services in the greater 
Chicago region," he said. 

Bruce Horigan, owner, and seven 
other employees will continue to 
serve Horigan's former customers 
under the Davey name. 

DAVEY 

CHARACTERISTIC 

Certified seed 

Disease resistance 

Density 

Company reputation 

IN THE NEWS 

Seed Stats 
In a recent set of surveys, Lawn & Land-

scape asked contractors for their prefer-

ences regarding turfseed usage and turf 

renovation methods. 
In brief, of the companies polled that 

offer lawn renovation, lawn establish-
ment, slitseeding or overseeding services, 
49.3 percent prefer seeding to sodding or 
hydroseeding when establishing a new 
lawn. Additionally, 66.7 percent prefer 
seeding when renovating lawns. When 
choosing seed for lawn projects, 56 per-
cent of contractors polled name drought 
tolerance as one of the top three characteristics they value in turfseed, and 44 
percent look for disease resistance. 

The majority of contractors - 68 percent - purchase their seed through a local 
dealer or distributor and 42.7 percent of respondents spend less than $1,000 on 
turfseed per year. When purchasing seed, 38.7 percent of contractors buy it year 
round, while purchasing habits from April to June and July to September 
garnered 24 percent of the votes each. 

SURVEY SAYS 

CONTRACTORS 

24% 

9.3% 

*Includes availability. *Source: Insight Express 

Lawn & Landscape conducted a recent survey of contractors to learn more about 
their tree care services. 

According to the survey, 48 percent of contractors report that their tree care 
sales remained flat from 2001 to 2002, while 41 percent report increased sales 
and 9 percent experienced decreased sales. 

For 2003,32 percent of contractors expect their tree care sales to stay on par 
with 2002 numbers, while 61 percent are preparing for an increase in sales and 
4 percent expect to see a decrease in sales from 
tree-care related services. 

When asked what factors were limiting 
their tree care work, 30.2 percent of contrac-
tors cited lack of customer demand and 23 
percent noted lack of technical knowledge. 
Lack of available labor received 14 percent of 
the votes, while competition and the economy 
received 9 and 7 percent, respectively. 

In terms of pests and disease, in 2002, 51.2 
percent of contractors treated trees for aphids 
most frequently throughout the year, followed 
by scale (44 percent) and mites (41 percent). 

Aphids multiply quickly and can wreak 
havoc on infected trees. Infestation feeds on 
the tree's sap and coats the tree and its leaves 
in "honeydew," a sugary waste material, says 

(continued on page 28) 
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THE MAUGET SOLUTION FOR TREES THAT ARE 
ATTACKED BY DISEASES AND INSECTS 

IN THE SAME SEASON 

"ONE CAPSULE TREATS BOTH" 
FUNGICIDES WITH INSECTICIDES 

OVER 31 
DISEASES 

Plus 

FULL SEASON 
INSECT CONTROL 

OR 

ANTHRACNOSE 

OAK WILT 
ELM WILT 

OAK DECLINE 
FUSARIUM WILT 

VERTICILLIUM WILT 
DUTCH ELM DISEASE 
PINK BUD ROT (PALM) 
PINE PITCH CANKER 

CYTOSPORA CANKER 
CORYNEUM CANKER 

CEDAR BRANCH CANKER 
DIPLODIA TIP BLIGHT 

CERATOCYSTIS CANKER 
CORYNEUM BLIGHT 

PHOMOPSIS CANKER 
CERATOCYSTIS DIEBACK 

MIMOSA WILT 
AND MORE 

^ C & O K 

4 
I 

•(Toil fr&rt 

APHIDS 

THRIPS 
ADELGIDS 

MEALYBUGS 
WHITE FLIES 
LEAFMINER 
LACEBUGS 

LEAFHOPPERS 
FALL WEB WORM 
ROYAL PALM BUG 
ELM LEAF BEETLE 
JAPANESE BEETLE 

SYCAMORE LACE BUG 
PINE TIP MOTH LARVAE 

PSYLLID (Incl. LERP PSYLLIDS) 
BORERS 

Including 
FLATHEADED BORER 

BRONZE BIRCH BORER 
EUC. LONGHORN BORER 
COTTONWOOD BORER 

^ m a u g e t g 
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FOR SOIL 
INJECTION 

ROOT FEEDING 

1.17 Species 
of 
Mycorrhiza 

2. 100% 
Chelated 
Iron 

3. ROOTS® 
Root 
Biostimulant 

FOR ALL TREES AND SHRUBS 
ironROOTS" + Mycorrhiza is a soluble 

biostimulant with chelated iron and 17 species of mycorrhiza (both Ecto and Endo). 

The product comes in a I lb. foilpack (4 in I case). It is mixed and applied as fol-

lows: 

If injections are made every 18 to 24 inches, dilute ironROOTS* + mycorrhiza at 

I lb. per 150 gallons. Inject a half 

gallon of solution in every hole. 

If the injections are made every 30-36 inches, dilute ironROOTS" + Mycorrhiza 

at I lb. per 100 gallons. Inject a half 

gallon of solution in each hole. 

For a free brochure on injection techniques with supporting 
research, e-mail us at rootsOI@rootsinc.com or fax us your 

address at 816-254-1408. 

rook Lawn Care Division 
3 120 Weatherford Road • Independence, M O 64055 

tel: 800-342-6173 • www.rootsinc.com 

W R i ï d 
IN THE NEWS 

t Trends 
Toronto Pesticide 
Battle Turns 
Contractors 
into Activists 
TORONTO - Although a pesticide-sensitive 
bylaw recently passed in Toronto, Canada, 
threatens long-term harm to the green indus-
try, the legislative ordeal is lined with a 
spark of optimism. 

That spark is the newfound motivation 
many lawn care operators, specifically those in 
and around Toronto, demonstrate in their fight 
for continued freedom from government-im-
posed bans of their lawn treatments. 

As part of their plan of attack, several 
lawn care operators took to the streets, gath-

Russel Frith 

The new chairman of the Interna-
t ional Franchise Association 
is Russel Frith, presi-
dent, The Lawn Doctor, 
Holmdel, N.J. Frith has 
30 years of franchise 
experience, the last 25 of 
which have been with 
The Lawn Doctor. 

The N e v a d a 
Landscape Asso-
ciation elected a new State Board of 
Directors. Officers are: Jason Perry, 
president; Dave Grillo, secretary/ 
treasurer; and directors Tim Laskowski, 
Pete Luna and John Marman. 

The Professional Lawn 
Care Association of Amer ica 
(PLCAA) and the Associated 
Landscape Contractors of 
Amer ica (ALCA) formed a new 
partnership. Unifying the associations' 
similar legislative efforts in Washington, 
D.C., PLCAA will now monitor 
government affairs for both associations. 

ALCA and the Associated 
Landscape Contractors of 
Colorado are collaborating on a 
trilogy of landscape technician manuals. 
The first book, "Landscape Training 
Manual for Installation Technicians" is 
now available and manuals for irrigation 
and maintenance technicians will be 
released soon. 
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Are you ecstatic about your business? Do you have a goal for where your business 
will be by the end of the year and are you on track? 

Most of us want to continue to improve and grow our businesses. And this is 
the time to evaluate where you are and how you plan to end the season in a profit-
able manner with cash in the bank. Let me suggest a couple of practices to con-
sider implementing now. 

• Identify inefficiencies. Identify the jobs that are not accomplishing the margins 
you desire and visit those sites while the crews are there to determine how you 
can be more labor- or equipment efficient. If you cannot bring the margins back in 
line by season's end, consider canceling the job for next year or raising the price. 

• Track man-hours. Does information on the administrative side of the busi-
ness show that you and your people need to manage and stay on top of the 
man-hours alloted each week? If you do not have information on budgeted vs. 
actual man-hours for each job, each week, you are not managing the most im-

portant aspect of your business. Tracking hours help determine whether you make 
money. This can easily be done and will enable you to grow a profitable business. 

• Locate weaknesses. Now is a perfect time to list all the weaknesses you ob-
serve in the company. Consider all departments, people, equipment, office and ac-
counting systems, etc. Recruit your key employees to also contribute to the list in an 
objective manner. This creates a "hit list" of areas to improve upon. Some items you 
will attack now and others will contribute to your strategic planning for next year. 

• Implement systems. If there is a system or program you have been reluctant to 
implement, probably because you were too busy, I recommend you try and do so 
now. Work has slowed down somewhat and if you can test a new idea now, you can 
better evaluate whether it is something you'll want to keep using. 

•Invite outsiders. Having your business "pulse" checked by an outsider is invalu-
able. This individual, whether a consultant or a knowledgeable friend or colleague, 
can find the "trees in the forest" that others might not see. This is usually a guaran-
teed way to know that the recommended changes are proven and will work for our 
industry. You do not necessarily need to re-create the wheel. Getting trusted outside 
opinions reduces stress simply and effectively. 

You are through the tough part of the year and can now continue to change and 
grow your business and profits. You must change. Take a look at where you are and 
make those changes this month. Some will not work the way you thought they 
would, but you have time to make the adjustments before the season ends. 

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

Windrow & forward I reverse rake 
• large 4-position removable endplates 
• windrow clearance to pass 24" debris 
Adjustable & versatile -
independently adjustable gauge wheels 
• skim pass for over-seeding 
• adjust to cut drainage grades 
• ideal for trench restoration 
• de-thatch or remove old turf 
• condition the soil 

Perfect seedbed prep - solid carbide 
blunt teeth ensure the best seedbed. 

ering signatures on petitions and getting the 
word out about the proposed ban of "cos-
metic" pesticide use. Contractors have re-
sorted to grass-roots lobbying, even picket-
ing outside Toronto City Hall with signs 
displaying pesticide advocacy messages. In-
dustry professionals also attended city coun-
cil meetings to express their opinions re-
garding the proposed legislation, explains 
Tom Delaney, vice president of government 
affairs, Professional Lawn Care Association 
of America. 

"This is an excellent example of the in-
dustry using environmental activist tech-
niques to express their opinions," Delaney 

observes, referring to the tireless efforts of 
activists in and around Toronto. 

Lawn care operators also put their mar-
keting skills to a new use, with auto-dial 
telephones getting the word out to custom-
ers through recorded messages. 

"They started mobilizing customers to 
call the city," Delaney says. "And those cus-
tomers took action. They called to say, 'Stop 
wasting taxpayer dollars. We're opposed to 
this bylaw/" 

And while the May 23 passage of a pesti-
cide-sensitive bylaw may indicate that the 
industry's efforts went unnoticed, the oppo-
site, in fact, is true. Advocates of the ban 

LAWN & LANDSCAPE 

n a 

The Original Power Box Ruke' 
M-Series for 

Skid Steers or Tractors , 

Trust in the S 
Leader 

/ . Building Rakes 
J f o r 25 years 

(800)437-9779 www.glenmac.com 
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agreed to a "compromise bylaw" before the 
topic could be voted on rather than risk 
losing the issue on a vote. The lobbying 
efforts of lawn care operators had added too 
much uncertainty to the issue. 

Now, weeks after reaching the compro-
mise, industry professionals in Toronto are 
trying to jump back into business. The opti-
mistic spark continues to motivate them in 
the ongoing battle against the pesticide ban. 

RESEARCH REPORT 

Landscaping 
Offers Economic 
Benefits 
For property managers, the advantages of a 
professionally installed and maintained 
landscape go beyond curb appeal and head 
straight for the bottom line. 

According to a study by professor Joel 
Goldsteen, landscape amenities have the 
highest correlation with occupancies of any 

(continued on page 20) 

Br ian Ca l lahan was named chief financial officer at Murray. 
At Netafim USA, J im Anshutz was promoted to director of the 

technical division. 
Nancy Junk joined Seed Research of Oregon as regional sales manager. 
BASF announced the appointment of M i k e Toce as business 

manager for the Professional Turf & Ornamental group. 
Skinner Nurseries reported three new personnel appointments. Joe 

McDermott was hired as assistant manger and sales representative; 
Dan S imon came on as outside sales representative for the Charleston, 
S.C. area; and Kathy Boerner will handle inside sales for the 
Hardeeville, S.C. office. 

D a v i d Schwartz became product manager of industrial tools and 
accessories at Stihl. 

The Maryland region at Chapel Valley Landscape Co. saw two 
promotions recently. Bi l l Benoit became regional manager and 
M i c h a e l H o l l a n d is commercial sales manager. 

D a v i d Reist was named head of the system-wide franchisee 
training effort for U.S. Lawns. 

Larry R e e d was appointed to manager of the south central territory for Finn Corp. 
Rain Bird appointed two new regional sales managers Donn M a n n is responsible for 

Midwest sales and Dan Puthuff took over sales in the southwest. Additionally, Jeff 
Tuel was hired as product manager for the Rain Bird Irrigation Supplement. 

Bill Benoit 
(top\ Mike 
Toce (below) 

LEARN TO CREATE HOLIDAY WORKS OF ART! 

HOLIDAY LIGHTING IS AN ART FORM. WE WILL TRAIN YOU TO UNLEASH YOUR ARTISTIC GENIUS. 
y y e ' l l teach you all you need to know to turn your client's homes into works of art 

for the holiday season! Not only that, we will teach you how to make your business a 

holiday gold mine. Our time proven opportunity gives you all you need 

to expand your services to your existing customers, keep your quality 

employees working year round and expand your overall client base. 

We provide you with commercial grade products and supplies to make 

your holiday season brighter. Don't wait to find out more, please call 

801-222-9950 today to schedule your training or to get more infor-

mation! Or you can visit our web site at www.holidaypresence.com. 

HOLIDAY 

T R A I N I N G L 
JULY 
14 Dayton, Ohio 

15 Cinn., Ohio 

16 Columbus, Ohio 

AUGUST 

6 
7 

PRESENCE 

Cleveland, Ohio 

Pittsburgh, Penn. 

Indianapolis, Indiana 

Milwaukee, Wisconsin 

Madison, Wisconsin 

Pittsburgh, Penn. 

0 C A T I 0 N S 
19 Grand Rapids, Mich. 

20 Boston, Mass. 

21 Wallingford, Conn. 

SEPTEMBER 

8 Buffalo, New York 

Albany, New York 

Bakersfield, Calif, 

farmingdale, 

New Jersey 

Long Island, New York 

Dallas, Texas 

9 

9 

10 

11 
15 

A N D D A T E S 
16 Ft. Worth, Texas 

Houston, Texas 

Chicago, Illinois 

Austin, Texas 

Houston, Texas 

Austin, Texas 

San Diego, Calif. 

Orange County, Calif. 

OCTOBER 
1 Atlanta, Georgia 

16 Pittsburgh, Penn. 

17 

18 
18 
22 
23 

23 

24 
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Our fertilizer 
comes with 
a built-in 

insurance policy. 

UHS Signature Brand Fertilizers with Prospect Plus 
not only provide quality nutrients, they also work to: PROSPECT PLUS 

• Help turf establish or withstand 
environmental stresses 

• Develop a more fibrous, extensive 
root system 

• Enhance early plant growth and vigor 

Build greater shoot mass 

Increase uptake of soil nutrients 
and moisture 

Increase photosynthesis 

UHS Signature Brand Fertilizers with Prospect' Plus have been impregnated with a proprietary nutrient solution that 
has shown a remarkable ability to improve vigor, quality and stress tolerance in turf, trees and ornamentals. The patented 
additive in Prospect" Plus has been tested extensively on many crops, including turf, in laboratory, greenhouse and field 
studies in the U.S. and several other countries. 

Those studies have consistently shown a 
positive effect on early plant growth and 
development and with mature plants under 
stress. Sod farms results show that turf can be 
harvested earlier due to increased root mass 
and quicker establishment from seed or sprigs. 
Mature turf has greater root mass with a noted 
"tighter" visual appearance and less 
susceptibility to stress. 

The same benefits can be found in 
Prospect * a liquid micronutrient for foliar 
application or for use in fertigation systems. 

Effect of Fertilizer 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 
USE READER SERVICE #19 

A United. 
Wá VT Horticultural Supply 
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(continued from page 18) 
other architectural and urban design vari-
ables evaluated. A well-designed landscape 
invites potential customers and residents in 
the door and produces higher occupancy 
rates, increased rentals and lower vacancies. 
Contractors can use this information to bol-
ster sales. 

Additionally, bottom line figures increase 
even more when you consider that the proper 
selection and placement of plant material 
can lower heating and cooling costs by as 
much as 20 percent while creating a healthier 
environment. Also, using landscape plants 
to lower noise levels, reduce crime and en-
hance unpleasant views are economical al-
ternatives that add up to increased profits 
for property managers. 

A shopping center in San Diego cites 
landscaping as the reason for high occu-
pancy and the ability to charge rental rates 
double those of other shopping plazas. The 
project uses landscaping to create a refuge in 
the midst of a busy shopping area. 

(continued on page 22) 

T O E N S U R E 

that your 

meeting date is 

published, send 

an announce-

ment at least 12 

weeks in 

advance to 

Lawn & Land-

scape Calendar, 

4012 Bridge Ave., 

Cleveland, 

OH 44113. 

AUG. 8 Lawn & Landscape Business Management Seminar, Northern 
New Jersey. Contact: 800/456-0707 or www.lawnandlandscape.com/events. 
AUG. 8 - 1 0 Associated Landscape Contractors of America Interior 
Landscape Symposium, Atlanta, Ga. Contact: 703/736-9666 or www.alca.org. 
AUG. 13 Ohio State University/Ohio Turf grass Foundation Turgrass 
Research Field Day, Columbus, Ohio. Contact: 800/510-5296 or 
www.OhioLawnCare.org. J 
AUG. 13 Wisconsin Nursery Association Summer Field Day, Manitowoc, 
Wise. Contact: 414/529-4705. 
AUG. 14 Ohio Lawn Care Association's Diagnostic Seminar, Columbus, 
Ohio. Contact: 800/510-5296 or www.OhioLawnCare.org. 
AUG. 1 5 Lawn & Landscape Business Management Seminar, Orlando, 
Fla. Contact: 800/456-0707 or www.lawnandlandscape.com/events. 
AUG. 1 5 - 1 7 Texas Nursery/Landscape Expo, Dallas, Texas. Contact: 
800/880 0343 or www.txnla.org. 
AUG. 2 0 - 2 3 CalScape Expo, Irvine, Calif. Contact: 707/462-2276 or 
www.cipaweb.org. 
AUG. 22 Lawn & Landscape Business Management Seminar, Ft. Lauder 
dale, Fla. Contact: 800/456-0707 or www.lawnandlandscape.com/events. 
SEPT. 5 Lawn & Landscape Business Management Seminar, Greensboro, 
N.C. Contact: 800/456-0707 or www.lawnandlandscape.com/events. 

www.lawnandlandscape.com«"^ 

CALL FOR FREE VIDEO • 877.788.7253 OR, VISIT US ON THE \NEB AT: www.absoluteinnovations.net 

YOU 
t e o i ^ ^ Ê u g h e s t ^ - n i x 

mnd-prep jobs and I/1//M 

ROCK ÏÏRA 
\Rock Buckrt 

QUICK SWEEPING PASSES 

SIFTS OUT ROCKS AND DEBRIS 

STABILIZING WHEELS GIVE YOU: 
• EASY OPERATION 

• GREATER CONTROL 

LOOSENS— 
EVEN YOUR 
TOUGHEST SOIL 

GRADES—I 
NO SKILL 
REQUIRED 

RAKES— I 
BEAUTIFUL 
FINISH 
EVERYTIME C 

i y -

Patent No. 5.806.605 

Easy Financing Plus Our Unfondiiion m t ^ 
MANUFACTURED BY 

•UWQ-Vi E J Œ / ' î nice! 
; INNOVATIONS, INC. 
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Lawn & Landscape 
Technician's Handbook 

CHAPTERS INCLUDE: 
• Pest Management and Society 
• Integrated Pest Management 
• Pest Identification and Control 
• Pest Management Materials 
• Safety 
• Turf Insect Pests 
• Ornamental Insect Pests 
• Equipment 
• Safety 
• Glossary of Pest Control Terms 

Perfect for lawn care operators, training professionalsf training 
directors, entomologists, regulatory officials, and technicians! 

Technician's 
Handbook 

This field guide to turf & ornamental insect identification & 
management provides lawn and landscape technicians with 
unequaled information on the biology, behavior and physical 
characteristics of more than 60 commonly encountered 
insect pests in both trees and ornamentals. You'll find pest 
identification tips and detailed individual pest profiles with 
accompanying illustrations, as well as a full-color photo iden-
tification section featuring more than 50 insects. 

To Order Your Copy of the Lawn & 
Landscape Technician's Handbook: 
1. Visit www.lawnandlandscape.com/store. 
2. Call Megan Erickson at 800-456-0707. 
3. Mail this form to Lawn & Landscape Media Group, 

Attn: Megan Erickson, 4012 Bridge Avenue, 
Cleveland, OH 44113. 

4. Fax this form to Megan Erickson at 216-961-0364. 

Name 

Title 

Company 

Address 

City 

Phone 

Fax 

Email 

State . Z i p . 

I'd like to order copies of Lawn & Landscape Technician's Handbook 
@ $14.95 per copy. 

MERCHANDISE TOTAL $ 

Ohio residents add 7% sales tax S 

SHIPPING & HANDLING 
Inside the United States - first item $5.00; additional items $1.00 each 
International - first item $10.00; additional items $3.00 each $ 

TOTAL AMOUNT DUE $ 

Check enclosed (Make payable to: Lawn & Landscape Media Group) 

Charge my American Express Visa Mastercard Discover/Novus 

Card Number Exp. Date / _ 

PLEASE NOTE: This purchased item will be delivered upon publication. 

Quantity Discounts Available 
THLHSAD 

http://www.lawnandlandscape.com/store


(continued from page 20) 
A Chicago developer also points to 

unique interior landscaping in glass-roofed 
atriums as a major selling point and reason 
the building occupancy rates are 21 
percent above the national level. 

Landscaping can add as much as 14 per-
cent resale value to a building and speed the 
sale of a building by as much as six weeks. 
What's more, in the 1990s, as corporations 
struggled to retain employees, the benefits 
of using landscapes to enhance work envi-
ronments was a valuable sales tool. 

Professional landscaping also can reduce 
utility bills and conserve energy. In climates 
with cold winters, properly placed trees and 
shrubs capture the winter sun. In warmer 
climates, they block the summer heat while 
channeling cool breezes. 

During summer months, one large tree 
can absorb enough heat to lower tempera-
tures by 10 degrees - the same as several 
window air conditioners. A single tree can 
provide up to $273 in air conditioning, pol-

(continued on page 24) 

How to Stop Worrying and 
Start Living by Dale Carnegie 
Managing a business can cause signifi-
cant stress and worry. Dale Carnegie 
opens his book with 21 words that can 
eliminate both - "Our main business is not 
to see what lies dimly at a distance, but to 
do what clearly lies at hand." 

"How to Stop Worrying and Start Liv-
ing" begins with the story of noted 19th 

century physician Sir William Osier, who 
used the sentence during a speech at Yale 
University. Osier told attendees to live 
their lives in "day-tight compartments." 

"In other words, don't worry about 
yesterday, and stop fretting about tomor-
row," says Chuck Twist, president, TNT 
Lawn and Landscape Management, 
Stillwater, Okla. But that doesn't relieve a 

business manager of the task of planning. The 
book simply informs readers not to worry about 
what has been done and what can't be accom-
plished yet, says Twist. 

Both an enjoyable and useful read, Twist 
says Carnegie's section "How to Eliminate 50 
Percent of Your Business Worries," gives read-
ers four stress management questions to ask 
themselves. They are: 1. What is the problem? 
2. What is the cause of the problem? 3. What 
are the possible solutions? 4. What solutions do 
you suggest? 

"Anyone who reads this book can find 
something helpful in it because people don't 
really know how much they worry," says Twist 
- especially lawn care operators who deal with 
challenging subjects like labor. Twist summa-
rizes the importance of stress management 
with a quote he remembers from the book: 
"Businessmen who do not know how to fight 
worry, die young." - Kevin McConville 

Add Concrete Landscape Curbing 
to your services! 

Two Year 
Warranty 

Many Forms Included 

Generate 
Huge Profits 
in this booming 
new industry 

ProAteBord« C«f P.rk 

Edgemaster 
comes in 

Honda Gas 
or Electric 

Models 

Own Your Own Money Machine! 
Curbworld specialized in providing you with a wide range of choices in 
curbing machinery. Design your own curbing system from the ground up 
with the help of our qualified and experienced curbing professionals. 

866-287-2953 • www.curbworld.com 

Can you afford to 
be shorthanded? 

...NO WAY! 

Season after season, year after year, you need 
quality, reliable workers. 

Since 1988, AMIGOS has placed over 25,000 
workers across the U.S. 

We are experienced H-2B specialists you can 
trust and afford. 

CONTACT AMIGOS TODAY. 

BECAUSE YOU NEED HELP TO GET GOOD HELP. 

A M I N O S 
Labor Solutions, Inc. 

www.amigos- inc .com 

1-877-3AMIGOS 
( 3 2 6 - 4 4 6 7 ) 
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www.commercialpower.com 

your total power solution. 

Knowledge is power. We've done our homework. 

Now it's time to earn your business. We have the right 

people. The right resources. The right support. 

The right engines. Premium-grade VanguardM engines, 

manufactured through alliances with Mitsubishi Heavy 

Industries and Daihatsu, a member of the Toyota Group. 

We are Briggs & Stratton Commercial Power. The new 

total solution that will change the way you power 

through your day. TRUST THE POWER™ 

COMMERCIAL POWER 
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Introducing 

Your Power Solution 

Commercial Driven Team - Customer Focused - World-Class Products - Application Expertise - Comprehensive Service & Support 

http://www.commercialpower.com


(continued from page 22) 
lution fighting and storm water run-off con-
trol benefits. 

Plants also absorb pollutants and block 
noise levels. For instance, a cypress hedge 
planted 2 feet thick along the front of a prop-
erty will reduce street noise by 5 decibels. 
Dense or thorny plants placed at vulnerable 
areas around buildings can discourage 
break-ins, and landscape lighting enhances 
security around buildings for employees 
who work late. 

On the\j V_ 
Responsible Industry for a Sound 
Environment West Nile Virus Page 
Moon Nurseries 

Pacific Green Landscape Architecture 
Blue Sky Landscape Services 

Forest Green Landscape 

-- J 

w w w . w e s t n i l e v i r u s f a c t s . o r g 

w w w . m o o n n u r s e r i e s . c o m 

w w w . p a c i f i c g r e e n . c o m 

w w w . b l u e s k y l a n d . c o m 

w w w . f o r e s t g r e e n l a n d s c a p e . c o m 

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

Weed Man 
Adds Four 
Ohio Franchises 
Weed Man subfranchiser Growing Opportu-
nities sold four new Weed Man franchises in 
Ohio since the beginning of 2003. 

In the Summit County/Akron area of 
northeast Ohio, Jim Freireich and Ned 

Cultrona opened Weed Man Summit County 
in January. Freireich and Cultrona's com-
pany, Eastside Enterprises, also owns Weed 
Man Cleveland East. 

"Weed Man is the perfect complement to 
our current lawn care business," Cultrona 
explains. "We acquired more territory be-
fore it was taken by someone else." 

Tom and Rose Curdes recently started 
Weed Man Toledo West. The Curdes also 
own a second company, Barron's Lawn Ser-
vice, in Sylvania, Ohio. 

Tim and Diane Rummins bought the 
Weed Man franchise rights in the Stark 
County/Canton area. They also own 
Hartville Nursery and its subsidiary, MT 
Pro Services in Hartville, Ohio. 

The northwest Ohio Weed Man territory, 
which covers five rural counties, was sold to 
Corbin an Audrey Schlatter, who own WM 
Canna. The counties covered are Williams, 
Defiance, Fulton, Henry and Paulding. The 
Schlatters are adding Weed Man to their 

(continued on page 28) 

For over 15 
years CLIP 
has been 

specializing in 
t ime-saving 

sof tware and 
solutions for 
the service 

industry, CLIP 
products give 

users the 
abil i ty to do 
scheduling, 

rout ing, 
revenue 

tracking, bi l l ing 
and more - all 

f rom the 
convenience of 
their desktop. 

Snow Removal Contracts 

CLIP - The Leader in Service Software 
now helps you plow through your paperwork . 

CLIP has been enhanced to handle a variety of Snow Removal 
contracts. Due to the unique nature of Snow Removal and the 
way contracts are set-up, handling all the details can be very 
daunting. CLIP for Snow Removal makes it easy and profitable. 

There are five different contract types that have been integrated 
into the CUP for Snow Removal Program. 

1. Per Inch Contract - Charge by the inch, quickly and easily. 
2. Limited Seasonal Contract - Set your Maximum number of 

visits or inches or bags, charge extra for extra work. 
3. Minimum Charge or Monthly retainer - CLIP automatically 

figures out if your customer has paid you at least the 
minimum amount in your contract. 

4. Multiple Installments - Charge monthly fees for different 
services. Separate your salt from snow removal, from de-icing. 

5. Multi-Year automatic price changes - enter the prices for a 
multi-year contract all at once and let CLIP keep track of it. 

... and many other Snow Removal Specific Enhancements. 

Cal l 800-635-8485 f o r m o r e i n f o r m a t i o n 

w n 
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IT'S TIME TO MAKE 
A SERIOUS CHOICE... 
When your bottom line depends on a quality cut, performed quickly wi thout down t ime, 
you need a mower you can depend on. Operator comfort and ease of control a l lows longer 
mowing t ime in -between breaks. Quality engines, power this extreme mowchine, 
offering true 15 m.p.h. cutting performance whi le 
maintaining quality of cut. M a k e no mistakes. If you are 
serious about cutting grass, then get serious about 
your cutting machine. . . the only choice is... 

n f i / f i " n i f / i n n r n 
- - - — : s - = = * = - = ajs = =.= 

I / I / I I L U f l ( / I I Mm MM 
The World's Fastest Lawn Mower 

>r 

CALL FOR YOUR LOCAL DIXIE CHOPPER DEALER 
765-CHOPPER 

i , , , . ( 2 4 6 - 7 7 3 7 ) 
In yard quality conditions o r visit us at: www.dixiechopper.com 

_ = - = — 0 = 0 us A SI. ÜMIURR^N 
The World's Fastest Lawn Mower 

http://www.dixiechopper.com
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of the 



Introducing the Toro00 Z500 Series. 

Finally, a mower you can fi ne-tune to conquer 

any condition. Its new T U R B O F O R C E " 

deck is the industry's only deck with an 

adjustable baffle. Open it wide to conserve 

power and increase mowing speed. Close it 

down for micro-sized particles and maximum 

discharge velocity. Or choose the perfect 

in-between setting in just seconds. Rugged? 

Z 5 0 0 Series decks have 5.5" deep, high-

strength, 7-gauge steel construction top to 

bottom. Plus the industry's largest cast 

iron spindle assembly with tapered roller 

bearings. To learn more, contact your Toro 

landscape contractor equipment dealer or 

visit toroZ500.com. 
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Corrections 
On page 68 of the July issue, Lawn & Land-
scape mistakenly ran an outdated copy of the 
Curb world advertisement, containing incor-
rect contact information. The correct phone 
number for Curbworld is 866/287-2953. 
Please see their ad on page 22 for product 
information. Lawn & Landscape regrets the 
error and apologizes for any inconvenience. 

(continued from page 24) 
existing lawn service company, Nature's Way 
Lawn Care. 

Subfranchiser Phil Fogarty, co-owner 
with Bob Ottley of Growing Opportunities, 
says more franchise sales are in the works. 

"Existing service businesses, such as pest 
control and landscaping companies, see the 
value in our systems and can capitalize im-
mediately with their existing markets," 
Fogarty notes. "We receive several inquiries 
as soon as we open a market and then choose 
the most qualified candidate." 

Fogarty and Ottley own the Weed Man 
subfranchise rights to Ohio, western Penn-
sylvania and upstate and western New York. 

(continued from page 14) 
SURVEY SAYS 

Tree Care Trends 
Bal Rao, research and technical develop-
ment manager, Davey Institute, Kent, Ohio. 
A secondary fungus grows on the honey-
dew and covers the tree's leaves with black 

patches that cut the leaves off from the 
sunlight necessary for sugar production. 

"Lack of photosynthesis and the loss of 
sap can weaken the plant," says Rao, add-
ing that the damage aphids cause can re-
semble herbicide injury. For that reason, 
closely examining unhealthy trees for 
aphids, living or dead, is important to accu-
rately determine the problem. Rao suggests 
treating infestations by applying insecti-
cides that are recommended for aphid ex-
termination at least twice: the first applica-
tion exterminates the living aphids and the 
second, applied later, kills the insects that 
were unhatched during the first treatment. 

Concerning tree diseases in 2002,21 per-
cent of contractors noted anthracnose as the 
most notable problem. Diplodia tip blight 
followed with 14 percent. 

Anthracnose is a fungal disease affect-
ing trees in cool, moist weather. With those 
environmental cues, the fungus becomes 
active and spreads its spores, infecting the 
tree's leaves, says Rao. Infected leaves can 
no longer produce sugar, which forces the 

tree to combat the infection by using its 
stored energy to grow new leaves. 

"Normally the disease produces angular 
spores along the leaf veins," adds Rao. "As 
the disease progresses, larger areas of the 
leaf become blighted as the spores fuse. Once 
the leaves cease to function they defoliate 
and drop from the tree." 

If left untreated, anthracnose, combined 
with normally difficult conditions like 
drought, predisposes the tree to borer in-
sects and canker diseases, says Rao. He sug-
gests applying a preventive fungicide two or 
three times at 10 tol4 day intervals when the 
bark begins breaking. Additionally, he notes 
that proper and timely fertilization strength-
ens susceptible trees, including Maple, Oak, 
Ash and Dogwood. QJ 

Zero-Turn, Turf Renovator 

Available with 
different options 

L.T. Rich Products 
765-482-2040 

z-sprav.com 

17hp Kawasaki 
All hydro drive 

8 MPH ground speed 
100,000 sq. ft. + per hour 
3" core depth. 3/4" core 

Full floating head. 
Hydraulic lift 

Two units to choose from. 
36" and 46" tine width 
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Posting Signs 
Custom Lawn Signs 

Variety of Sizes & Colors 
I or 2 Sides 

Choice of 2 Stakes 

Shop Our Website 
rndsign.com 

Phone for o catalog 

( ¡ j j j Q Signs 

800-328-4009 
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Landscape! 

O Corona™ Cherry Magic 
Dianthus - Big, tie-dyed blooms! 

O O Purple Rain Pansy - Super 
overwintering, cascading habit! 

G Ideal Dianthus - Frost 
resistant, exceptionally hardy! 

An awesome line-up of 
cool-season performers! 
Loaded with long-lasting 
color...great weather & 
frost tolerance...fast fill-in 
...low maintenance... 
terrific curb appeal. Call 
your grower to order or 
Ball for more information. 

630 231-3600 
Fax: 630 231-3605 
PanAmSeed.com 

™ denotes a trademark of and ® denotes a registered trademark 
of Ball Horticultural Company in the U.S. It may also be registered 
in other countries. 

O 2003 Ball Horticultural Company Printed in USA PAS03099 
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FLOWER DEBUTS 

B o a s t f u l 
B l o o m s 

A simple spot of color, whether sitting solitary in a pot or 

mingling with greenery in a larger planting, creates an 

instant focal point in the landscape. 

green to light yellow-green with alternating, 
interveinal, yellow-green stripes, which fade to creamy 
yellow as the plant matures. Interveinal stripes begin 
at the blade's midrib and extend upward and outward 
toward the leaf tips, and the shape and color of the 
stripes are irregular. 

Tropicanna Gold's medium to large orange flowers 
are splashed with warm yellow edging and accents, and 
it flowers during the entire growing season - usually 
two to four months. There are four to eight flowers per 
stalks, and stalks grow and mature to flower throughout 
the season. 

The tropical plant is suitable for borders, landscape 
plantings, ponds and containers. In the ground, 
Tropicanna Gold will reach 4 feet in height the first year 
and up to 6 feet in subsequent years. In a container, 
Tropicanna Gold will grow up to 4 feet tall - plant in a pot 
10 to 16 inches in diameter or larger. It grows best in full 
sun but will also grow in partial shade. 

This canna, which is sensitive to extended exposure to 
frost, is hardy in U.S. Department of Agriculture zones 7 
and higher. As soon as the leaves begin to die back, cut off 
foliage to the soil level and leave in the ground or in large 
containers over the winter. In spring, growth will sprout 
as warmer temperatures arrive. 

Tropicanna Gold tolerates a wide range of soils, even 
poorly drained areas, but it performs best in deep, fertile 
soil. Plant 2 to 3 feet apart in landscape beds, closer in 
containers. Avoid windy locations, as the large, soft 
leaves can be damaged. 

When caring for containers, if plants dry out exces-
sively, leaves may fade. If this happens, cut back lack-
luster leaves or even the entire stem to the soil line. 
Water regularly and the plant will respond by sending 
up new shoots. 

In spring, use a slow-release flowering plant formula 
high in potassium to encourage flowering. The slow-
release formula is key because too much nitrogen can 
yield a plant that is excessively tall and elongated. Also, 
pruning or pinching is not required for this canna - spent 
flower blooms drop naturally. 

Cannas are not prone to disease in the landscape, and 
there are no major pests that target this plant. Snails and 
slugs, though, can damage leaves. 

LILY OF THE NILE 'BLUESTORM.' A sport of Lily 
of the Nile 'Snowstorm' (see February Lawn & Landscape 
2003), 'Bluestorm' produces abundant blooms, flowering 
on average 70 days per growing season. When mature, 
this plant blooms in flushes, bearing up to 100 light 
violet-blue flower spheres per plant. 

(continued on page 32) 
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Canna Tropicanna Gold 

features bold, striped leaves, 

which become bolder in color 

when temperatures rise. The 

plant tolerates a range of soils, 

even poorly draining locations, 

but avoid planting in windy sites. 

Photo: Anthony Tesselaar 

Colorful selections abound with 
continual introductions of versa-

tile and novel plants. Two recent 
blooms on the market include 
Canna Tropicanna Gold and Lily 
of the Nile 'Bluestorm,' available 
from Anthony Tesselaar. 

Here's more on each of 
these colorful plants. 

CANNA TROPICANNA 
GOLD. Tropicanna Gold 

is distinguished by 
green and gold striped 

leaves, which grow 
richer in color when 
temperatures ex-
ceed 60F. Leaves 

are a dark gray-

http://www.lawnandlandscape.com


"Climbing trees is second nature. So is carrying Stihl." 
As a 3rd generation arborist, Mark knows what it ^ ^ B K x i lightweight, powerful and designed for use up in trees, 

takes to bring down a tree. As a world champion — > As Mark says, "Taking down a tree over 
L I Z . simL . , STIHL • 

tree climber, he also knows what it takes to get up f|gji|§ * - - — " ~ power lines and homes isn't easy, so you 

one. That's why he prefers the STIHL MS 200T It's better believe I want the best saw of its kind up there with me." 

1 800 GO STIHL www.stihlusa.com 

STIHL 
Number One Worldwide 
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(continued from page 30) 
Dense leaves are arranged in a tuft or 

cluster. Each leaf is narrow and strap-like, 
measuring on average 14 inches long by 34 
inch wide. 

'Bluestorm' grows to a compact 28 to 34 
inches, a preferred height for landscapes and 
container plantings. Most other agapanthuses 
are either much taller or shorter. 

BLUESTORM PRODUCES ABUNDANT 

BLOOMS, BEARING UP TO 1 0 0 LIGHT 

VIOLET-BLUE ELOWER SPHERES PER PLANT. 

Hardy in zones 9 to 11, Bluestorm 
perennializes readily in warmer climate zones. 
The plant grows in most light conditions, 
requiring full sun for best flowering perfor-
mance. But it will flower in reduced numbers 
in partial shade. 

This easy-care plant is naturally disease 
resistant. While regular watering and feed-

Compact 'Bluestorm'grows in most 
light conditions, but it requires full 
sun for top performance. The plant 

produces abundant blooms with 
narrow, strap-like foliage. Photo: 

Anthony Tesselaar 

ing are required for peak perfor-
mance, the plant can survive with 
minimal water after it is established, 
making it well suited to landscape 
plantings in drier areas of the coun-
try. Lily of the Nile's thick, moisture-
retentive foliage also makes a perfect 
addition to fire-retardant borders. 

Bluestorm tolerates a range of soils 
from sand to clay and requires a high 
nitrogen fertilizer to promote initial 
growth. Once established, use a flow-
ering plant formula high in potas-
sium to encourage flowering. 

This plant attracts no major pests, aside 
from snails and slugs, which may cause 
slight damage. - Ali Cybulski ID 

The author is Contributing Editor of Lawn & 
Landscape magazine and can be reached at 
acybulski@lawttandlandscape.com. 

Nail It Down With 
^ " ^ ^ ^ ^ ^ ^ a f c ü E N T NO D378.857 

After every paver is perfectly placed, depend on EdgePro 
Paver Restraint for the finishing touch. EdgePro is heavier 
and more durable, yet is flexible and easy to use. Our 
extra-strength rigid design is great for long straight edges and 
our flexible design preserves the curves that you create. 

So, what's holding you back? Contact us now for more 
information on the paver restraint known as "The Professional 
Choice." 

EdgePro is made in the USA. 

MANUFACTURERS OF PROFESSIONAL EDGING PRODUCTS 

IC I ' l -v^ 1 - 8 0 0 - E D G E P R O lini 
www.edgepro.com (1-800-334-3776) dimex@dimexcorp.com 

Why worry 
about your trees? 

i 
You have better 
things to do with 
your time. 
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when the light on the horizon says Go, 
you won't have to go it a lone—because Nothing runs like a Deere: 

r 
lohn Deere Mid Z-Trak ~ 
10-mph. 23 or 25 hp. Kawasaki power 

* I ß ** 

% 
M. . ̂ ^ 

I -N , iSà^sm, , . 

Liquid cooled 72 Max Z-Trak Tighl-tnmming Front Z-Trak Allordable Mini Z-Trak 

tOfter valid July 8. 2003 through October 31.2003 and is sub/ect to approved credit on John Deere Credit Revolving Plan, a service of FPC Financial. 
t.s.b. For consumer and commercial use; no down payment lequued. Altei promotional penod. finance chaige will begin to accrue at 9.9% APR. A 
SO 50 per month minimum may be requited Foi qualified buyeis only Taxes, height and setup may increase monthly payment. Other special rates 
and terms may be available, including installment financing Available at participating dealers tThe Single Source 2 Year Bumper-to-Bumper 
Warranty on all new John Deere Commercial Mowers covers the entire machine, except for normal wear items like batteries and tires. 

John Deere gets you ready to roll, with: 

• ZERO DOWN, ZERO INTEREST and 

ZERO PAYMENTS for 120 Days1 

• High-capacity 7-lron'M decks 

• Industry-best parts and service 

•Two-year single-source warranty1 

More than ever before, why face the day 

with anything less? 

J O H N D E E R E 
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FOCUS O N YOUNG TREES 

P r u n i n g 
P o w e r 

Whether your company handles large 

commercial design /build projects or 

maintains residential properties, as far as 

your customers are concerned, you are 

their professional for all things horticul-

ture. Tree care may not be your specialty, 

but learning the basics keeps your custom-

\ 
Choosing the correct placement for each pruning cut is essential on young trees. Cuts 

should be made with a sharp, clean blade and be placed away from the bark and at 

an angle. Photo: Moon Nurseries 

ers coming to you for answers instead of calling the competition. 
One of the largest and arguably the best investments 

your customers make to improve the appeal and value of 
their properties is installing young trees, so caring for them 
is essential. 

Each tree species (and cultivar) is unique, and ultimately 
requires individual attention to meet its specific needs. 
Fortunately, there are general rules that apply and can 
improve your overall knowledge of pruning. 

Pruning practices used to create a strong, healthy tree are 
the same actions used to promote a visually beautiful tree. A 
healthy tree will grow strong and sturdy through maturity, 
providing not only function and beauty as nature intended, 
but safety for its surroundings, as well. 

PROPER PRUNING 

Common Mistakes 
To ensure proper growth, there are certain tasks to avoid when pruning 
young trees. These include: 

• Pruning at the wrong time 

• Not keeping your utensils sharp and clean 

• Not cutting at the proper angle (45 degrees is most always correct) 

• Not properly assessing the bud formation 

• Cutting too far from or too close to the bud 

• Not knowing the specific growth habit of your tree - Moon Nurseries 

MAKING THE CUT. Before pruning a "young" tree -
between \XA- and 2-inch caliper - you should have a good 
visual idea of the tree's natural growth habit. It is always best 
to support young trees by pruning to encourage this habit. 

Begin by choosing the proper tools for the job. There are 
many available, from scissors to shears to saws. Whichever 
you use, be sure that it is sharp, sterile and in good repair. 
Always make clean, deliberate cuts to a tree's tissues. This 
will allow each cut the best possible opportunity to heal. 
Specific placement of the cut will depend on the location 
and purpose of the removal. 

To remove epicormic shoots (such as 'suckers' and 'water 
sprouts') or dead, diseased and crossing branches, make the 
cut slightly out from the stem or branch from which it is being 
removed. Never make a cut that is flush with the bark. Also, 
keep your cut at an angle, not shallow or blunt. 

For pruning actions made specifically to promote addi-
tional growth, make cuts at a slight angle (45 degrees), approxi-
mately V\ inch above the terminal bud. Your tree will have 
either opposite or alternating buds. Always make sure there 
are buds below the terminal bud before making your cut. By 
pruning just above these buds, you encourage bud break 
from the closest two or three buds. Essentially, from this cut 
you create two growth extensions to replace the one that 
was removed. 

PLANNING IS EVERYTHING. Successful pruning hinges 
on good planning. Not only should you know what cuts 
you want to make before you start, but pruning trees at the 
most opportune time is essential. (Clearly it is best to 
remove diseased or infested limbs as they are discovered.) 

Generally, evergreen trees should be pruned after the 
new growth flushes and hardens off, shade trees should be 

{continued on page 36) 
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Looking For Benefits You 
Can Take To The Bank? 

Here's How Hunter Modular Controllers Pay Off 

Less Inventory You're ready for any job with Hunter 
modular controllers. Just carry a base unit, plus a supply 
of modules for all projects from 3 to 48 stations. 
No need for multiple models and sizes! 

Lower Costs Why install a controller that's too big 
for the job? Simply slide in the modules and expand 
the controller to the exact number of stations needed. 

Speed-Up Installations 
All Hunter modular 
controllers work the same 
way - and with easy dial 
programming, crew 
training is a breeze. 

Homeowner-Friendly Spend less time on callbacks. 
Non-volatile memory retains the program in all power 
outages. Self-diagnostics pinpoint zone problems. 
Just replace individual modules, not the controller. 

Remote Control Compatible Run system checks, 
winterize or flush lines without making trips to the 
controller. ICR remote with two-mile range is a major 
time-saver and works with all 
Hunter modular controllers. 

Add Up the Advantages 
Learn more about Hunter control-
lers at your local distributor - and Hunter Pro"c now expands 

from 3 to 15 stations with new 
ensure a more successful season. Easy Lock'" module system. 

Hunter 
The Irrigation Innovators 

Call for a copy of the Controller 
Comparison Kit: 800-733-2823. 
www.Hunterlndustries.com 
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(continued from page 34) 
pruned before they leaf out, and the best 
time to prune ornamental trees is right after 
they flower. 

When you prune after leaf out, sap is 
running and you run the risk of causing 
cankers to form at your cutting points. These 
cankers are very susceptible to insect infes-
tation and disease. Of course, if you prune 
these trees before they flower - including in 
the fall - your customers will not have a 
chance to enjoy their spring blooms. Be dou-
bly careful to sanitize your pruning instru-
ments as you move from tree to tree. And, 
not to worry, you will get a second flush 
from the ornamental after you prune. 

Begin pruning your tree by removing dead, 
diseased and infested branches. Next, remove 
all crossing and inward-growing branches, 
followed by epicormic shoots. Epicormic 
shoots include all growth arising from the bark 
of a tree's trunk (sucker) or limbs (water sprout) 
that does not originate from a terminal bud. 
Finally, begin pruning for growth and aes-
thetic appeal of the tree. 

THE THREE-YEAR 
P L A N . Well, two 
years actually - your 
tree will behave beau-
tifully for the third. For 
the first year, you'll 
want to prune aggres-
sively to shape the 
head, encourage domi-
nance of the central 
leader and create new bud breaks. Your 
objective is a uniform and full head with 
equal spacing of branches both up and down 
the central leader and around the circumfer-
ence of the trunk. 

In the first year, removing up to half of 
the tree's growth is permissible. This firmly 
sets the tree's growth structure and encour-
ages root growth that will support the tree's 
future fuller branching and leaf flush. 

Begin by removing any larger growths that 
could compete with the central leader for domi-
nance. Next, remove branches that are too 
closely spaced and braches that are inward-
facing. Finally, prune the tree down to a uni-

form shape, cutting just 
above the terminal 
buds to encourage ad-
ditional shoots. 

Year two is much 
less aggressive. Follow 
the same steps as the 
first year but prune 
away no more that Va of 
the total growth. Pay 

close attention to shaping the head of your tree 
and making appropriate cuts to encourage 
new growth. Your tree's root system will 
have strengthened significantly from the pre-
vious year's pruning and will enable strong 
growth in this second year. By the third year, 
your tree will flush full and uniform in all its 
intended beauty. Your customers will be 
pleased, your efforts and patience will be re-
warded and your company's reputation will 
be strengthened. - Anna Martin ID 

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

Proper pruning yields both health and 

aesthetic beauty for young trees. Follow 

the three-year plan to ensure that trees 

thrive. Photo: Moon Nurseries 

Temporary Labor Visas 
New Referral Program: 

Contact us to inquire about 
our new discounts! 

Foley Enterprises 
The H-2B Specialists 

Processors With Integrity 

Call Toll Free: 888-623-7285 
Still the Lender in Service, Quality und Reputation 

www.FoleyEnterprises.net 

Foley Enterprises • 11500 Manchaca Road • Austin, Texas 78748 
888/623-7285 (Toll Free) • 51^282-3237 (Austin) • 51^282-0958 (Fax) 

Call NOW & 
$AVE $$$ 

All Year. , MTI 
( CLOCKS HEADS Buy The Box\ 
ESP-4sL $65°° 
ESP-6si ..$74°° 
ESP-8si $111*0 

MaxiPaw$9g? 
1804 4" Body $1 % 

V100-DV Valves $ 1 0 ^ B u
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hV 

BACKFLOW SALE 
1 " #420 M » a é Ê Ê Ê k . 1 " # 9 5 ° 
P.V.B. 

w/mir). order 

vrsA 

Order By 1 p.m. SHIPS SAME DAY 

800-600-TURF (8873, 
CALL US AND SA VE! 7:30 am - 5 pmP D r 
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Raving Replies 
Most lawn care service customers have better things to do 

than watch someone aerate their lawns. Dominic Carlos 

understands this but needed a system to review the aera-

tion and dethatching jobs his service crews performed 

when his customers weren't home. 
"90-percent of the people we service aren't home/' says 

Carlos, president, Four Seasons Aeration, San Diego, Calif. In 
1994, after reading the book "Raving Fans: A Revolutionary 
Approach to Customer Service," he decided to implement a 
mail-in customer reply card to get feedback on his employ-
ees' work from the absentee property owners. 

The invoice is a 4-by-5-inch card that features three 
Yes/No or N/A questions that furnish Carlos with the 
customer's satisfaction level regarding the completed job. 
Also printed on the card is a statement about the necessity 
of repeating the service every six months along with a 

X3K S E A S O ^ 
* V m 1 M s 6161 EL CAJON BLVD., #185 

J J ~ SAN DIEGO, CA 92115-3922 

« f W (619)299-2956 
www.lawnaerating.com 

CUSTOMER REPLY CARD 
1) Were you satisified with the sales service provided? • Yes 
2) Was the technician courteous b helpful? • Yes 
3) Were you satisfied with the aeration/services provided? • Yes 
4) It is recommended that the process be repeated every 6 months 

(Some prefer more often b some prefer less.) 
PREFER EVERY • 3 Mo. • 6 Mo. 

Any comments? 

checklist of different return dates to help him determine 
whether or not the customer wants repeat service. 

Most importantly, the invoice features open lines at the 
bottom of the card for any comments or complaints the 
customer might have. This section of the invoice, Carlos 
explains, is the key to retaining his customer base, which is 
made up of more than 21,000 regular customers. 

Carlos says he responds to any complaints as soon as 
he receives a reply card in the mail because "if you wait 
too long, you forget." Usually, he leaves messages on 
customers' answering machines thanking them for their 
business and assuring them that any complaints will be 
taken care of as soon as possible since only one or two 
people he calls are home at the time. 

The information from the card is also entered into a 
customer service information database that allows Carlos 
to track all of his customers and their needs. 

Aside from being a tool to help Carlos track and 
retain his clientele, the cus-
tomer reply cards help him 
track his employees and their 
work. With about a 50 per-
cent response rate, Carlos 
saves every returned card, 
and briefly meets with each 
employee every Thursday to 
discuss the performances the 
returned cards denote. 

"I don't have ESP," Carlos 
jokes. "[So] the card is very 
useful from a marketing and 
training standpoint." 

"I think I only spend 3 
cents per card," Carlos mar-
vels, reflecting on what a 
simple, inexpensive but use-
ful business aid a customer 
satisfaction card is to his busi-
ness. - Kevin McCottville ID 

• No 
• No 
• No 

• N/A 
• N/A 
• N/A 

• 1 Yr. 

The author is a Contributing 
Editor to Lawn & Landscape 
magazine and can be reached at 
kmccomnlle@lmimi idlandscape.com. 
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TA71 / . t j , . ' i i The Neave Landscaping team has 

When a father and son bring their heads groum their business through commit_ 

together, business focus and growth are the ments ****** 
° J ° practices. Photo: Neave Landscaping 

positive end results. 

by Nicole Wisniezvski 
1 
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As a child, Bill Neave grew up in New York's Westchester County, an upscale area 25 

miles outside of Manhattan. 

"All of my friends' fathers were landscapers, so we were raised mowing lawns and 
installing plants as summer jobs," Bill says. 

A childhood chore became a key money maker when after being drafted and 
joining the Marines, Bill landscaped nights to increase his earnings while working 
days at the Con Edison Utility Co. "I just stuck with it," he says. After five years as 
a second job, landscaping elevated to a level of higher importance when in 1973 Bill 
saw the potential to push his after-hours activity into a full-time gig. 

Just as Bill helped his father, Bill's son Scott was put to work at a young age aiding 
the family business. At first, the job wasn't Scott's favorite Saturday morning activity. 
"I used to pull weeds and pick up sticks - 1 hated it because I didn't want to get up 
at dawn," Scott says. "I wanted to sleep in and hang out with my friends instead." 

But when Scott graduated high school, he didn't know what he wanted to do so 
he started taking landscape design courses at the State University of New York at 
Cobleskill. "After two years, I decided that I didn't want to be a landscape architect, 
but I liked the business end of landscaping," says Scott, who transferred to Pennsyl-
vania State University to get a degree in landscape contracting. 

Though he helped his father during the summer months while going to school, 
Scott still wasn't sure about joining the business. But meeting his wife, Sari, during 
his final year of college changed his mind. "After I met her, it was like I instantly 
matured," he says. "I started thinking about family more and about settling down." 

When Scott joined the business as a crewmember in August 1998, the company 
revenue was between $450,000 and $750,000. But now that there were two key people 

focused on sales, growth came in leaps and bounds. 
Managing the business together and handling 

80 Airport Drive quick growth challenged the duo's father-son re-
Wappingers Falls, N Y. 12590 lationship, but by talking about their ideas, struc-

turine their roles and finding focus, they boosted 
877/463-0592 u . . , .„. • 

business revenue to nearly $4 million in 2003. 
www. neavelandscaping. com 

YOU SAY PO-TAY-TO, I SAY PO-TAH-TO. 
Accepting change was difficult for Bill. He recognized in 1998 that he could have kept the 
business small, but knew that if Scott was working with him, it had to grow and support 
two families now instead of just one. 

Those first two-and-one-half years after Scott joined Neave Landscaping were 
taxing for the father-son team. "He wanted me to be in the field and I wanted to focus 
on sales and business development," Scott explains. "He wanted to grow the business 
as well as I did, but he didn't want to change his ways to make that happen." 

It took Bill and Scott some time to learn each other's strengths and to trust and 
accept each other's ideas. Scott moved up quickly and wanted to involve the company 

(continued on page 42) 

Neave Landscaping 

LANDSCAPING 
HEADQUARTERS: Wappingers 
Falls, N.Y. 
FOUNDED: 1973 
2 0 0 3 PROJECTED REVENUE: 
$4 million 
% OF REVENUE SPENT O N 
MARKETING: 2 percent for direct 
mail, Yellow Pages and the Internet 
# OF EMPLOYEES: 14 year-round, 
28 to 37 seasonal 
CLIENT M I X : 88 percent residen-
tial, 1 2 percent commercial 
SERVICE M I X : 44 percent design/ 
build, 28 percent maintenance, 1 1 
percent irrigation, 7 percent snow 
removal, 5 percent lawn care, 5 
percent Christmas décor 
AVERAGE SIZE JOB: Job sites 
range from 1 / 3 of an acre to 7 
acres, most jobs are approximately 
1 acre 
PREFERRED # OF PEOPLE PER 
CREW: Two 
EQUIPMENT LINEUP: 8 trimmers, 
10 blowers, 2 edgers, 6 chain saws, 
5 hedge trimmers, 8 maintenance 
vehicles, 2 spray vehicles, 2 skid-
steer loaders, 1 backhoe, 7 trailers, 
6 dump trucks, 1 van, 3 sales 
vehicles, 9 pick-up trucks, 1 compact 
utility loader, 1 vibratory p low/ 
trencher, 5 snow plows, 3 snow 
pushers, 10 walk-behind mowers 
and 3 riding mowers 
FIVE YEARS OF GROWTH: 
1 9 9 8 - $ 8 0 0 , 0 0 0 
1999- $1.1 million 
2 0 0 0 - $1.75 million 
2001 - $2.4 million 
2002 - $3.2 million 

N u t s 

Bolts 
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COMMERCIAL 
LENDING 
SERVICES 
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BUILT 

TOUGH 
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FORD F-SERIES SUPER DUTY 
Up to 21,500 lbs. of towing power (F 350 - F-550) 
New available Power Stroke diesel and 5-speed automatic TorqShift transmission 
Highest available torque and diesel horsepower in its class* 
Available in Regular Cab, SuperCab or Crew Cab 

E-SERIES 
E-Series is the ful l size von soles leader 24 years running 
Only full-range van to offer diesel power 
Widest range of bodystyles and GVWRs up to 19,000 lbs. 
Wheelbases up to 233.5" ^ f n m m t m r i , f n r j f f 

On 6 01 Power Stroke diesel engines with automatic transmission. 

USE READER SERVICE #38 

www.commtruck.ford.com 
or 800-301-7430 

http://www.commtruck.ford.com


(continued from page 39) 

in associations, hire a consultant to improve 
estimating and planning and become more 
meticulous with setting and abiding by 
hourly budgets, but his father took a while 
to warm up to these ideas. 

"I was headstrong and had tunnel vision 
- I didn't see the need to join associations, 
travel to industry trade shows or spend a lot 

of money hiring consultants," Bill says. "I 
just wanted to sell jobs and get work done." 

After Scott's first year with the business, 
the company passed the $l-million mark, 
and he was exhausted. "We operated by the 
seat of our pants," Scott says. "When I came 
to the business, we had no idea what our 
costs were. We used pricing models like 

'three times the cost of materials' or '2Vi 
times the cost of plant materials.' We had no 
method of overhead recovery. Sure, you can 
do that when you're small and be OK, but 
this doesn't work when you're growing." 

One year of this was all Scott could handle, 
so using experience he gained from college 
courses he began to figure out the company's 
costs and came up with a better pricing sys-
tem in 2000. He tracked numbers and made 
everyone write down their hours. 

At first, Bill thought all this extra work 
was a waste of time. "He said I should be 
estimating or working in the field instead of 
working on a pricing structure," Scott says. 
"I had a hard time getting dad to write down 
his hours." 

But the new system instantly boosted 
profitability and so it didn't take long before 
Bill and the rest of the Neave Landscaping 
team saw the light. "I finally gave in and now 

(continued on page 44) 

Scott Neave, president of Wappingers, 
Falls, N.Y.-based Neave Landscap-

ing, is constantly concerned with sales, 
cash flow, client issues and relationship 
building, employee management, mar-
keting and next season's sales. 

So how does he stay creative when 
working with his landscape designers? A 
conglomeration of practical thinking and 
innovative ideas from the company's two 
designers produce the best designs. 

"It's hard for me to stay creative in 
my role - it's hard for me to change 
gears," Scott says. "The designers, who 
are able to be more creative, help me. 
They use their creativity to work on the 
drawings and I use functional thinking to 
edit them afterward." 

For added inspiration, Scott looks 
through magazines for ideas and passes 
on landscape images he likes to the 
designers. He also stores these pictures 
in a binder for quick reference. 
- Nicole Wisniewski 

Pro-Tech Sno Pusher's Best Ever! 

25% off Pre-Season Sale 
Order Yours Today 

While Supplies Last! 

Loader Model 

Model MSRP Sale Price' 
Loader 10' $4.000 $3.000 
Loader 12' $4.200 $3.150 
Loader 14' $4.500 $3,375 
Loader 16' $4.800 $3,600 
Loader 18' $5.400 $4.050 
Loader 20' $5.700 $4,275 
Loader 24* $6.600 H 9 5 0 

Loader 30' $8.300 $6.225 

Backhoe 10* $3.500 $2.625 
Backhoe 12' $3.700 $2,775 
Backhoe 14' $4.000 $3.000 

Skid-Steer 6' $2.000 $1.500 
Skid-Steer 8' $2.200 $1,650 
Skid-Steer 10* $2,500 $1,875 
Skid-Steer 12' $2.800 $2.100 

Backhoe Model 

PROTECH 
SNO PUSHER PATENTED 

Skid-Steer Model 

The 2003 Sno Pusher Model 
• WEDGE-TECH IMPACT RESISTANT SIDES-STRONGEST SNO PUSHER SIDES EVER. 

• REDESIGNED MOLDBOARD-STRENGTHENED M0LDB0ARD & IMPROVED CENTER OF GRAVITY. 

• REINFORCED BINDER PLATES-VIRTUALLY IMPOSSIBLE FOR RECOMMENDED 

CLEVICE TO BREAK THROUGH PLATE. 

• NEW POST RECEPTACLE-MAXIMIZES STRENGTH IN STRUCTURAL MATERIALS. 

711 West Avenue 
Rochester, NY 14611 
(888) 787-4766 
(585) 436-8172 Fax 
www.snopusher.com 

Call 888 PUSH SNO 

'While pre-season dealer supplies last or 10/31/03, whichever comes first ; Price toes not tinclude shipping; 

sale price on all Sno Pusher models (excluding compact model and fold-out models) 

Creativity 
Corner 
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You can count the number of 

applications on one finger. 

It sounds like a big idea, but it's simple. Just one application 

of Barricade® prevents crabgrass for an entire season. No other 

pre-emergent herbicide works as long or as effectively. Stop 

worrying about repeat applications and breakthroughs. 

And start worrying about how you'll handle all the repeat 

customers. For more information on Barricade, call 1-800-395-8873. 

\\ _ 

* Barricade• 
Herbicide 

www.syngentaprofessionalproducts.com 
Important: Always read and follow label instructions before buying or using the product. 02003 Syngenta. Syngenta Professional Products, Greensboro, NC 27419 Barricade* and the Syngenta logo are trademark of a Syngenta Group Company 

USE READER SERVICE #43 

http://www.syngentaprofessionalproducts.com


Scott Neave, president of Wappingers Falls, N.Y.-based Neave Landscaping, is an 
avid reader. "I'm constantly reading and seeking out new ideas - I think that's 

what makes business better." 
So he collects ideas he likes from magazines and stores them in topic-focused bind-

ers so he can access them when he needs them. Some of the binder topics include 
marketing, employee relations, human resources and productivity. 

Every once in awhile, he also makes copies of these articles and hands them out to 
people in the business who would benefit from them - for instance, giving an article on 
boosting productivity to the managers and office staff or an article on reducing client 
callbacks to the maintenance manager. 

"No one is Albert Einstein," Scott says. "You take other people's great ideas and 
build on those, making them your own." - Nicole Wisniewski 

Idea Stream 

(continued from page 42) 

I see the value in all of it and what it's done 
for the company/' Bill says. "Now the first 
question I ask daily is, 'Where are we at with 
our hours?' When we don't come in at or 
under budget, we're not making money. 
Since we've been watching hours more, we're 
bringing in better than 95 percent of jobs on 
time or under budget." 

The company also started tackling over-
time. First, they stopped working on Satur-
days. Then they became strict - Bill has to 
approve overtime on all jobs. "It's rare that 
I do approve it," Bill says. "I would rather a 
couple of managers jump on in and help get 
done in time with the right quality than pay 
overtime. There have also been instances 
where I've turned down overtime when cli-
ents were the ones asking us to get some-
thing done. We just explain to them that it's 
an extra cost and that we are more than 
willing to help if they will pay extra for the 
overtime. Most clients are willing to wait to 
get the work done." 

But while watching hours and limiting 
overtime is important to the company, so is 
maintaining quality. "We don't except 
shoddy work," Bill says. 

After completing design/build jobs, 
Neave Landscaping gives clients a job satis-
faction survey to monitor quality. The sur-
vey asks about overall service, quality of 
work, appearance of property, appearance 
of company, etc. Clients rate each category 
from one (poor) to five (excellent). The com-

pany also uses this form to track quality on 
their maintenance accounts twice a year. 

If surveys come back with negative com-
ments, Bill or Scott calls the client immedi-
ately to discuss and resolve the problem. If 
the issue is a matter of job quality with a 
crew, Bill or Scott informs the division man-
ager of the concern who then explains to the 
crew why the client isn't happy or why job 
quality has to improve. 

(continued on page 46) 

The Americutter-14 
is the most reliable 

14" brick and 
masonry saw 
in America. 

Also Available 
20" Block Saw, Cart, Stand, Diamond Blades 
Electrical Motor Options Are Also Available 

FOR FREE 
BROCHURE 

American Brick Saw Company, Inc. 
825 Seegers Road • Des Plaines, I I60016 

Phone: (800) 989-9593 
Fax: (847) 390-0060 

www.americanbricksaw.com 

PROTECT YOUR SPRINKLER SYSTEM FROM FREEZING 

e>n* uu 

* Backflow 
Buddy" 

•Athermal insulating cover 
that protects backflow 
prevention devices from 
harsh Spring and Fall 
weather 

The ORIGINAL 
_ Backflow Prevention Device Protector 

• Patented -field and lab tested 

Weighted base conforms to 
ground 

»Durable water resistant/ 
weatherproof exterior, 3M® 
Thinsulate™ Insulation middle 
layer and tear-proof interior 

Call Toll FrBB 
w w w . b a c k 

i (877) 2 
f l o w b u d d y 

252-6539 
c a m 

DOES NOT REPLACE THE NEED FOR WINTERIZATION. Fits PVBs from 3/4" to 2" and RPs from 
3/4" to 2". Larger sizes available. K&L Industries LLC, Zlonsville, IN. 
«Thinsulate is a trademark of 3M 
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TELL T H E S T O R Y 
"When our owners tell us the Walker Mower is working 

and helping them succeed, it keeps us energized and focused 
on building the best possible piece of equipment/' 

Bob Walker, President; Walker Manufacturing 

"Your mowers 
keep me looking 

good against 
the competition." 

Ray West, 
Professional Grounds 

Maintenance, Inc., 
Vermilion, Ohio 

"At age 76 , my wi fe and I both 
enjoy mowing w i t h our Walkers 
best thing since sl iced bread." 
Jack Ray, 
Wetumpka, Alabama 

"Undoubtedly, the best grass 
machine I have ever owned, I have 

had many other brands and no 
comparison in 6 0 years/ ' 

Harold A. Jensen, 
Fayetteville, Georgia 

"Has changed our l ives - more 
t i m e to e x t e n d areas of our 

business. Just love it!!" 
Brett & Carolyn Soutar, 
Short Back 'n' Sides, 

Waihi Beach, New Zealand 

"The best investment I have ever made!!" 
Bryan Coles, Coles Lawn Care, 
Pittsburgh, Pennsylvania 

"We operate a two person 
lawn care company. My wife 

and I would not be able to do 
this wi thout our Walkers." 

Gary Vassallo & Loretta Tunstall, 
Lawn Cruisers Lawn Care, 

Kalispell, Montana 
"Best mower sold! 

I love it and my 
customers love it." "No other mower 

Robert Fietsam, does it like a Walker" 
Exquisite Lawns, Bobby Williams, 

Jacksonville, Florida Saltillo, Mississippi 

"Walker is by far the best 
mower in this size available, 
and I am exceedingly pleased 
with my Walker." 
Walt Olsen, 
N.I.W.S Services, 
Gypsum, Colorado 

"Please continue to make 
the most gratifying 

mowers to own and run in 
the industry!!!" 

Elmer B. Groom, 

"Walker Mowers 
saved my business!!!" 

Marc Davis, 
M.D. Landscape, 

Weymouth, Massachusetts 

"I never k n e w w h a t a p leasure 
grass cut t ing w a s 'til I 

got my first Walker." 
Merle Stremming, 
Forsyth, Missouri 

Groomed Gardens, "I a m 6 7 and could not be in business 
Jacksonville, Florida without my Walker - We love it!" 

Travis Keen, 
"I love looking back a t my accounts , as I drive a w a y Travi§ Keen Lawn Service, 

and thank ing myself for owning these mowers. . . " Columbus, Georgia 
Paul & Jennifer Sparks, 

Sparks Lawn Care. U1# . ... .. . . . „ 
Titusville, Florida You b u l l d t h e best mower m 

John E. Sharts, Springboro, Ohio 

"I a m very p leased w i t h the 
per formance and durabi l i ty 

of my Walker m o w e r s . I advise 
other landscapers l ikewise ." 

Arnie Gundersen, 
Luxor Landscape, 

Maple Valley, Washington 

"I can truly say Walker is hands down the best 
mower on the market tod ay...I've seen a lot 

of different mowers, but I o w n the best: Walker. 
Stephen D. McBride, 
Mac's Lawn Service, 

Portland, Indiana 

"I just love my Walker!" 
Michel Bernardin, 

St. Philippe, Quebec, Canada 

"Nicest l a w n m o w e r 
w e ever owned" 

Guy and Claudette Laurencelle, 
Lac du Bonnet, 

Manitoba, Canada 

"Will never o w n 
any m o w e r other 

than a Walker." 
Mike Pillsbury, 
Chariton, Iowa 

"Best mower 
I have ever used." 

Vickers L. Cunningham 
Dallas, Texas 

WALKER MANUFACTURING CO. 
5925 E. H A R M O N Y ROAD • DEPT. C D 

F O R T COLLINS, C O 8 0 5 2 8 
(800) 2 7 9 - 8 5 3 7 • www.walkermowers.com 

Independent, Family Owned Company Designing and Producing Commercial Riding Mowers since 1980. 
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Heavy-duty Attachments 
for Commercial Mowers 

Leaf Blade Plow — 
move large piles of leaves 
• 55" wide galvanized steel blade 

• Stainless steel spring tines 

• Swiveling guide wheels 

• Fits universal mount bar * 
•H , JU 

C a l l f o r d e a l e r 8 0 0 . 9 6 6 . 8 4 4 2 w w w . j r c o i n c . c o m 
USE READER SERVICE #45 

Commercial Grade Vacuum System from Protero Inc. 
• ••NEW PRO VAC 230 /232* * * 

T h e Pro Vac 2 3 0 will fit both walk-behind and 
zero-turn mowers. Will provide affordable option to 
commercial vacuum systems. Features: 2 - 3 0 gallon plas-
tic containers or optional cloth bags. 

Pro Vac Model 15 and 12 features: 
• Belt-driven, heavy duty steel blower housing and fan. 
• 15 cubic feet (12 bushels) capacity for model 15 

aluminum catcher. 
• 12 cubic feet (10 bushels) capacity for model 12 aluminum 

catcher with option o f (2) 3 0 gallon-removable plastic 
containers for easy dumping. 

• Both units dump from the seat. Dump and Go! 
• Quick attach/detach for blower and catcher (no tools!). 
• Fits most commercial zero-turn mowers with custom 

mounting brackets. 

Toll Free 1 -866-476-8376 www.proteroinc.com 
USE READER SERVICE #46 

LANDSCAPE. NURSERY & TURF 
POWER EQUIPMENT EXPO 

For a d d i t i o n a l i n f o r m a t i o n 

a b o u t t h e Power E x p o 2003*». 

Landscape, Nursery & Turf 

Power Equipment Expo, 

v is i t us at w w w . p l n a . c o m , 

t e l e p h o n e 610.544.5775, 

fax 610.544.9808 o r 

e -ma i l s o s h e a @ p l n a . c o m 

November 12-13, 2003 
Wednesday - Thursday 

Pennsylvania Farm Show Complex 
Harrisburg, Pa. 

• NEW from PLNA - The only 

show of i ts k ind in the 

Northeast ! 

• Live indoor and outdoor 

equ ipment demonst ra t ions 

• Educa t iona l sem ina r s 

• Hands-on t ra in ing 

• Network ing oppor tun i t ies 

• Power Equipment Rodeo 

Produced by the Pennsylvania Landscape and Nursery Association, 
the folks that bring you PANTS, the Penn Allied Nursery Trade Show 

Supported by the Pennsylvania Department of Agriculture 

(continued from page 44) 

MIDDLE MANAGEMENT. After more 
than two years together, it became evident 
that where Bill hated numbers and the busi-
ness side of the company, Scott thrived in 
this area. And where Scott preferred focus-
ing on the business to spending time in the 
field, Bill loved maintaining customers and 
focusing on job productivity and quality. 

Today, Bill oversees managers in the irri-
gation and production departments, spend-
ing half his time in landscaping and con-
struction and the other half in maintenance. 
"I do everything from meeting with clients to 
jumping in on crews when they need help," 
Bill explains. "And it's great because I'm not 
a computer guy. But Scott is 110 percent into 
that side of the business and he's a natural. 
You prove yourself by leadership and he's 
done it. When you're a leader, age doesn't 
have a lot to do with it. People will rally to 

"YOU PROVE YOURSELF BY LEADERSHIP 

AND HE'S DONE IT. WHEN YOU'RE A 

LEADER, AGE DOESN'T HAVE A LOT TO DO 

WITH IT. P E O P L E WILL RALLY TO Y O U AS 

LONG AS THEY TRUST AND RESPECT YOU." 

- BILL NEAVE ON HIS SON, SCOTT 

you as long as they trust and respect you." 
Of course, going from a sole owner to 

having multiple managers is never easy. As 
the company grew, finding people to fill key 
roles was a challenge. "You need people who 
you can trust and who have the same level of 
commitment that you do," Bill says. 

This worked out well when the company 
hired an administrative director to handle 
money management, including payroll, ac-
counts receivable and human resources. 
However, when they started bringing people 
in to manage departments, such as irrigation 
and maintenance, Bill and Scott had differ-
ent views on how to manage them. Scott 
advocated a hands-off environment with 
more freedom, while Bill was more of a 
micromanager. Bill agreed to give the man-
agers a chance to be independent, but this 
didn't work as well as they hoped. 

In 2001, the company grew but didn't make 
as much profit as expected. They realized that 
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Iawnandlandscape.com 

W CO 

Check our August Online Extras 
section to find out about Bill and Scott 

Neave's father-son relationship outside of 
the office. 

poor production and client and employee man-
agement were their biggest problems. Scott 
and Bill regrouped and cut some middle 
management positions, jumping back into 
some of these roles themselves to restruc-
ture the business and avoid the risk of losing 
clients and revenue. They also promoted 
D.L. Johnson to the construction manager 
position to have someone take control of 
that department ensuring proper material 
orders, effective crew management, and see-
ing jobs through construction. 

"We've had and have a lot of good people, 
and our success is directly related to their 
commitment and loyalty, but we've also had 
some bad ones with bad attitudes and they might 
have almost ruined the good ones," Scott says. 
"Our focus now is to build up the company 
again with great people with great attitudes." 

Currently, the company seeks an account 
manager whose duties would include pro-
duction and client management and 
upselling, to round out their maintenance 
department and set up this structure. This 
way, the maintenance manager can focus 
solely on selling new work, Scott says. 

To drum up interest for middle manage-
ment positions, Neave Landscaping posts 
job openings on the Internet and visits the 
State University of New York at Cobleskill 
and other local horticultural school career 
days. This helped the company obtain Vic-
tor Salamone, a designer who has been with 
the company for two years and is now pri-
mary estimator, and Duane Phillips, a main-
tenance division manager who started as a 
foreman, worked for the company through 
college and in 2001 helped make mainte-
nance the business' largest growth area. 

Neave Landscaping employs 14 year-
round and 28 to 37 seasonal employees, 66 
percent of which is Hispanic labor. 

Last year, the company tried implement-
ing an incentive program, but the point of 
the program - to motivate employees while 
boosting efficiency - didn't get through. 
"They didn't understand the concept of win-
ning and losing together as a team," Scott 

LAWN & LANDSCAPE 

says. "And we failed to track people's 
progress consistently so we will not start it 
up again until we have a proven tracking 
system in place." 

Instead, the company found that the best 
way to motivate employees to hit productiv-
ity and quality standards is through pay-
check rewards. "If someone is doing well, 
we give him a raise and make an example of 
him," Scott says. "That's been our best ap-
proach and it's worked well so far." 

Now that there is a structure in place and 
everyone's roles are more clearly defined, Scott 
has more time to focus on budgeting, which 
the company only started doing last year. "This 
year, the budget is better," he says. "We set 
our own production standards by going out 
in the field and actually timing different 
tasks and now we use it as a guideline, so we 
had better numbers to work with this year." 

Budgeting has taught the company many 
business lessons. "It taught us to stay lean 
and forced us to look at our numbers and 
question them," Scott says. 

Growth will continue for Neave Land-
scaping; however, Scott says they are going 
to slow it down a bit so they can catch up. 
"The most difficult part of fast growth and 
adding employees is keeping up with insur-
ance, worker's compensation, OSHA guide-
lines, employee concerns and other HR is-
sues," Bill says. "It's been a cram session to 
keep up with all of that. We get to plateaus 
and overcome the logistics of it and then 
have to regroup and try and get to the next 
level again without sacrificing clients. So, 
it's good to take a step back and regroup 
where we are now so we know we're mov-
ing in the right direction." 

And now that Scott and Bill are working 
toward the same goals, the duo feels any-
thing is possible. "I have to give Scott 100 
percent of the credit for getting us organized 
and pushing us to that next level," Bill em-
phasizes. "We used to lock horns and argue, 
but now we just work as a team. We're both 
more involved in the business then we ever 
were before and the whole system is work-
ing well. He handles his end and I handle 
mine and by maximizing our strengths we're 
able to move forward together." [J] 

The author is Managing Editor o/La wn & Land-
scape magazine and can be reached at 
nwisniewski@lazvnandlandscape.com. 

capable 
labor a problem? 

reliable 
labor a concern? 

legal 
labor an issue? 

Heard good things about 
MARA and the H2 guestworker 
program? Well...the best just 
got better. MARA is now más, 
Mid-Atlantic Solutions, Inc. 

id-Atlantic Solutions is 
building on MARA's 

specialized H2 regulatory expertise 
and proven effectiveness for 300 
employers and 5,000 workers in 
30 states. Highest commitment to 
on-time service, quality workers and 
professional ethics. The same best 
management, best staff, best 24-7 
service and best pricing with no 
hidden costs. 

m á s , all the best and even more 

Mid-Atlantic Solutions is pioneering 
new systems which interface with 
quality recruiters in Mexico and other 
countries, designed for security and 
efficiency in the post 9/11 world. And 
we are improving on what we already 
do best, personalized hands-on service 
responsive to your specific needs. 

If you are short on workers this season 
and want to find out how the federal 
H2 programs solve your labor needs, 
call Libby Whitley at 434-263-4300. 
Fax us at 434-263-4700. Email us at 
solutions@maslabor.com or visit us 
on the web at www.maslabor.com. 

^ MID 
más 
MID-ATLANTIC SOLUTIONS, INC. 

best practices for seasonal employers 
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by Lauren Spiers 
Scott Olden (back row, fourth from right) and his 

employees have unique systems in place to keep the 

company in its top form. Photo: The Lawn Mowgul 

Scott Olden tinkered 

with his company 

until $20 per lawn 

turned into a 

$l.l-million business. 

Not many people can say they've worked almost 

their entire lives, but Scott Olden, president, The 

Lawn Mowgul, Dallas Texas, can. Olden's had busi-

ness on his mind since age 14. 
"I started out as a just doing some of the neighbors' 

yards and for a 14-year-old it wasn't too bad to have a 
little money," Olden comments. During his first years in 
business, he even advertised his fledgling company -
an entrepreneur determined to succeed. 

"By the time I was 15, I was probably doing 20 
yards. The following spring, when I knew I could get 
a driver's license, I expanded out a little further," he 
continues. "I handed out more and more fliers and 
got up to about 30 or 35 yards. I realized that the more 
advertising I did, the more my business could grow." 

Growth has been on Olden's mind since then. As a 
result, steady revenue increases have turned The Lawn 
Mowgul into a solid, $1.1-million company. 

DRIVING FORCE. Many teen-agers suffer from 
short attention spans, so those who push lawn mow-

ers for extra cash tend to abandon their endeavors 
after a few hot summers. Not so with Olden. 

"I loved tinkering with my business - playing 
around and essentially being my own boss," he ex-
plains. This interest drove Olden to keep his business 
going during high school and his col-
lege career at Southern Methodist Uni-
versity; he also credits his parents for 
his early success. "My parents would 
say, 'If you keep working hard, you'll 
give yourself the means to go out and 
do the things you want to do,'" he remembers. 

By his high school graduation, Olden was bring-
ing in $2,500 per week in the summers, which in-
creased dramatically during college. "My parents 
said, 'We think you're making enough money that if 
you want to continue going to school there, you're 
able to pay for it,'" he comments. "I had to sit and 
think about tuition, which was about $6,000 per 
semester. I said, 'Okay, $6,000 equates to this many 
lawns,' and I started working backward from there. 

(icontinued on page 50) 

The Lawn Mowgul 
3005 Storey Rd. 
Dallas, Texas 75220 
214/522-5159 
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(continued from page 48) 

My goal became getting enough customers 
to pay for school." 

In his senior year of college, the young 
entrepreneur realized revenue of $175,000. He 
organized a staff of friends and classmates to 
answer client phone calls and to mow lawns 
while Olden took over administrative duties 
using his newly gained accounting education. 

"I was getting a degree in accounting -
something useful for business," he notes. "I 
still do all my own bookkeeping, prepare fi-
nancial statements and all those sort of tasks." 

But one rule all accountants know is that 
keeping accurate records and running a busi-
ness by the books means accounting for 
taxes, as well. "In college, the challenge of 
putting a business together shifted," Olden 
insists. From 1988 to 1992, he focused on imple-
menting business elements that would make 
The Lawn Mowgul a valid company. 

"Some of the challenges I faced were 
taking taxes out of my employees' checks 
and telling customers I couldn't charge just 
$20 to mow their lawns anymore," Olden 
comments. "I also had to get insurance in 
case something happened - important steps 
like that. I was adapting everything so the 
company wasn't under-the-table. I wanted 
it to function like a legitimate business." 

LESSONS LEARNED. With a genuine busi-
ness up and running in the early 90s, Olden 

/ lea 
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Check our Online Extras section to 
learn more about The Lawn Mowgul's 
piecemeal payment system and employee 
incentives. 

saw revenue between $200,000 and $300,000 
through 1996. During that time, Olden began 
dabbling with business acquisitions, as well. 
"The fun part of that was figuring out what 
they were worth and how much advertising 
I would need to do to achieve those numbers 
vs. buy this other company/' he comments. 

In 1998 The Lawn Mowgul's revenue 
doubled to $800,000, when Olden purchased 
a company about the same size as his own. 
"We took on all of the other company's 
accounts, eight to 12 of their employees and 
all of their equipment," he notes. 

The acquisition added about 150 more 
customers to The Lawn Mowgul's client base. 
This was a huge step for the company, and 
one Olden stumbled over a bit. 

"The new clients were used to dealing 
with the other owner who personally visited 
all the accounts on a regular basis," Olden 
says. "We had weaned our customers off the 
regular on-site visits by the owner. It offers 
a personal touch but realistically limits 
growth from a time management standpoint. 
Our quality of service wasn't going down -
we were just training our crews to be able to 
tend to clients on-the-spot." 

Unfortunately, Olden's business practices 
resulted in some service cancellations, but 
taught some practical business lessons, as well. 

"We learned how difficult it is if you try to 
grow too fast," he notes, "but we've been able 
to make up for the accounts we lost." Between 
1999 and 2001, Olden struggled to maintain his 
$800,000 in revenue. It took three years to 
adjust to the sudden growth, but the company 
broke through the $1-million wall in 2002. 

Olden now prefers to grow his client 
base through advertising. "I've tried every-

thing," he assures. "I commit a little money 
every year to try something new. This year's 
experiment was radio ads and it didn't work 
very well. We had a good minute-long ad 
that we ran for three consecutive Fridays, 12 
times per day. I didn't get any calls from it 
and that's really disappointing, but I feel 
that without trying things, you don't get to 
know the details of it." 

Olden paid about $600 per week for the 
radio ad - just a portion of the 5 percent of 
his yearly budget reserved for advertising. 
Though his portfolio of marketing techniques 
includes the Internet, trcuk signage, home 
and garden shows and contributing "one 
month of free service" deals to silent auc-
tions and charities, the marketing tool that 
most successfully drives volume for the com-
pany is door fliers. The highest-quality ac-
counts come from referrals. 

"We really want to grow the commercial 
end of our business," he comments. The 
company currently has a 60/40 percent mix 
of residential and commercial work, and 
Olden notes that few of their commercial 
accounts came from organized marketing. 

"The commercial accounts we have now 
just kind of fall into our lap," he says. "It's 
either a referral or our trucks happen to be 
near the job site. We're either there at the 
right time or we just got the luck of the draw 
in the phone book that day." 

To overcome this obstacle, Olden wants 
to hire a skillful commercial salesperson. 
"The methodology behind building a data-
base of commercial clients and collecting 
business intelligence on who to target and 
when their contracts are up, is different from 
what goes into targeting residential custom-
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Most contractors pay their 
crewmembers hourly rates 

commensurate with their skills, and most 
new hires expect that when they sign on 
with a new company. 

However, Scott Olden, president, The 
Lawn Mowgul, Dallas, Texas, employs a 
payment method that not only puts 
money in crewmembers' pockets, but has 
a less damaging effect on the company's 
budget if a crewmember isn't pulling his 
or her weight. 

"It's a confusing system at first," 
Olden admits," but even if the 
crewmembers don't understand all the 
details, they can tell that they come out 
on top when they do the work they're 
supposed to." 

The "piecemeal" payment system 
Olden uses divides the profit on com-
pleted projects between each 
crewmember in predetermined amounts. 

"For us, two-person crews are the 
most productive. If we hire someone to 
work on a two-person crew and service 20 
yards in a day, each yard would be worth 
a predetermined number of credits based 
on our profit expectations for each job," 
Olden explains. "The foreman and worker 
each have their own multipliers - similar 
to wages - for the credits they earn." 

For legal purposes, Olden guarantees 
that each employee will make the greater of 
The Lawn Mowgul's piecemeal system or 
minimum wage with the applicable 
overtime. "That way I won't have a guy 
working a 60-hour week but hardly making 
any money," he notes. "I define the system 
so that a new hire is coming to work for 
minimum wage, but they'll earn much more 
than they meet targeted productivity." 

Additionally, instead of giving raises, 
Olden's employees can have more lawns 
added to their routes as they become 
more efficient. "If I have a crew that can 
handle 15 percent more work than 
expected and they're not getting any 
complaints, they'll either benefit by 
finishing their work earlier in the day and 
keeping the same amount of money or we 
can add more lawns to increase the 
amount of money they take home," he 
adds - Lauren Spiers 

Piecemeal 
Payment 

LAWN & LANDSCAPE 
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ers," he suggests. "We need someone to open 
those doors for us." 

Though Olden is anxious to grow his busi-
ness, he knows the best approach is slow and 
steady. "I've learned that growing too fast is 
detrimental/' he comments. 

"Last year when we broke $1 million in 
sales, we added about $600,000 in sales, but we 
only grew about 15 or 20 percent. We lost more 

business from recurring work that we should 
have retained. I've done the math on our 
metroplex and the opportunity is out there -
it's achievable - but we really need to remem-
ber to grow the business in steps." [fl 

The author is Assistant Editor of Lawn & Land-
scape magazine and can be reached at 
lspiers@laumatidlandscape.com. 
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Homeowners' 
associations are 
a unique service 
segment Here are 
some tips on 
handling them. 

After a solid 30 or 40 years working in the corporate 

world, many men and women dream of retiring from 

their jobs, heading south and moving into a nice condo-

minium. Relaxing in a lounge chair in the sun certainly 

beats managing a bunch of employees in an office build-

ing, and in these all-inclusive environments, condo and 

homeowners' association (HOA) residents have all the 

necessary amenities at hand. 
But many landscape contractors who service HO As 

know that just because these customers have retired 
from their jobs doesn't mean they've also retired from 
managing their properties. 

"Having an HOA account can be like having several 
private homeowners as bosses," describes Fred Hollman, 
owner, Frederick's Landscaping, Cincinnati, Ohio. "The 
residents have all had their own homes before and they 

know how they used to handle the landscape at their 
houses and feel like that should be applied to the 
HOA when they move in. They don't usually look at 
the whole scope of the property or the total picture -
they're just looking at their own little space." 

To deal with the potential problems this situation can 
bring, Hollman and other contractors advise thorough, 
constant communication when handling HOAs. 

KEEP IN TOUCH. In reality, HOA accounts are 
somewhere in the middle of the landscape mainte-
nance spectrum, with commercial accounts on one 
end and residential jobs on the other. 

"Homeowners' associations differ from commer-
cial accounts in that this is where people live," com-
ments Linda Novy, founder and chair, Gardeners' 
Guild, San Rafael, Calif. "The residents have a much 

(continued on page 70) 
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FALL PLANTING 
B Y D O U G L A S W E L S H 

Falling 
r • l FOR 

Fell I is the ideal time for planting 
trees and shrubs. 

During fall, the weather becomes slightly 
cooler and gardeners slowly migrate back 
outdoors, which is what makes fall the 
perfect time to add a new tree or a group-
ing of shrubs to the landscape. 

Many people prefer January through 
March for planting, but the fall months of 
September through December have distinct 
advantages. Fall planting follows the heat 
of summer and precedes a cool winter sea-
son. Trees and shrubs planted use this to 
their advantage. During the winter months, 
the root systems of the fall-planted speci-
mens develop and become established. 
When spring arrives, this expanded root 
system can support and take advantage of 
the full surge of spring growth. 

Fall is the optimum time to plant balled-
and-burlapped trees and shrubs since they 
have ample time to recover from trans-
planting and proliferate roots before spring 
growth begins. Remember however, all bare 
root plants, including roses and pecan and 
fruit trees, should be planted in late winter 
when they are completely dormant. 

SELECTING PLANTS. When buying 
plants for the landscape, be sure to get 
healthy, well-grown plants. Always buy 
from a reputable dealer. Beware of plant 

bargains. The price tag - especially on the 
cheapest plants - is not always the best 
guide to quality. 

All plants have growing requirements. 
Think about the plant's needs before pur-
chasing. Is it adapted to your area's soil? 
Will it grow in sun or shade? Does it need a 
wet or dry location? Is it cold hardy? Some 
nurseries have this type of information on 
tags beside the plant. If not, ask a nursery 
professional or the county extension agent. 

Every plant in the landscape should 
serve a purpose. Ask clients if they want a 
plant for screening, privacy or for shade. 
How large will it be five years from now? 
Plants, like people, grow up. Remember, 
that a small 1-gallon size plant will look 
entirely different after a few years of growth 
in a client's landscape. 

PLANTING PROPERLY. Here are a few 
guidelines on getting the job done right: 

Dig a hole large enough in diameter so 
that the root system has at least six inches of 
clearance on all sides. The root ball should 
rest on a solid soil foundation, so don't dig 
the hole much deeper than the ball. 

Plant the tree or shrub slightly above 
the level of the surrounding soil, to allow 
for settling and increased soil drainage. 

Ensuring that trees and shrubs are properly set 

within the right size hole is key to successful 

plantings. Photo: Davey Tree 

Carefully place the tree or shrub in the 
hole. Handle the plant by the root ball, not 
by the trunk. A broken ball of earth can 
mean a dead plant. Always remove any 
container before planting. 

Backfill the hole, using only the native 
soil removed from the hole; do not use soil 
amendments when planting large shrubs 
and trees. Fill the hole, and firm the soil 
around the plant. Water thoroughly to settle 
the soil around the roots and to eliminate 
any air pockets. 

Do not fertilize the tree or shrub after 
planting. Wait until early in the spring to do 
this, and even then, go lightly. Heavy appli-
cations of fertilizer may burn and injure the 
root system, and could possibly kill the plant. 

Watering has been and remains para-
mount in transplanting. At the time of trans-
planting, soak the root ball and surround-
ing soil. A thorough watering every seven 
to 10 days dramatically increases the suc-
cess ratio. More frequent watering may 
encourage root rot. Remember, more trees 
and shrubs fail from over watering than 
from under watering. 

Before calling it a day, add 4 to 6 inches 
of mulch - pine bark, compost, grass clip-
pings or leaves - around the base of newly 
planted trees and shrubs. This keeps weeds 
down and conserves soil moisture. D3 

The author is professor and extension horticul-
turist, Texas Cooperative Extension, Texas 
A&M University System, College Station, 
Texas, and can be reached at 979/845-8568. 
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Trees and 

shrubs are 

landscape 

focal points 

Brush up on 

proper water-

ing to keep 

them full 

and green. 

m 

During training, football players often push 
themselves through two-a-days to practice 
passing, blocking and scoring strategies. Prac-
tice makes perfect, so the more often they 
train, the stronger the team is on the field. At 
the same time, though, if these athletes trained 
three times per day, their bodies might not be 
able to handle the extra stress. 

Similarly, moderation is an important con-
cept when irrigating trees and shrubs. Just 
because these landscape giants are larger 
than flowers or other low plants doesn't mean 
they can handle a heavy 20-minute soaking 
every day. At the same time, contractors 
shouldn't take trees' and shrubs' hardiness 
to mean that they can go without irrigation 
for too long. 

Trees and shrubs are generally consid-
ered anchors of landscape designs, so having 
a better understanding of their watering re-
quirements can help keep entire plantings 
firmly grounded. 

BETTER WETTERS. 'Trees are large, so 
you want to have a nice, deep root 
system," outlines Carrie Copeland, 
marketing program manager, Rain 
Bird, Azusa, Calif. "That means 
deeper watering." 

Most tree care and irrigation ex-
perts and researchers agree that un-
derstanding this point is critical 

V 
t A 

when caring for trees and shrubs. Copeland 
notes that not only does deep irrigation al-
low water to reach all the way down to these 
plants' roots, but it also keeps them far below 
the surface. "The idea is to have water perco-
late down to the root system because if you 
only have surface water [through a sprinkler 
systemj, the roots will come up and run 
along the ground," she says. "That's when 
you see root systems breaking sidewalks and 
cracking building foundations." 

To achieve deep watering, manufactur-
ers provide irrigation products that are quite 
different from familiar rotors and spray 
heads. Emitters can range from effusive bub-
bler nozzles to trickling drip lines. 

Solutii 

B Y LAURENT SPIERS 

Contractors can purchase drip irrigation tubing with evenly spaced 

preinstalled emitters or can "punch-in" their own emitters for the 

ultimate in irrigation flexibility. Photo: Wade Pryor 
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TREE IRRIGATION 
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"Bubblers either attach to the top of a 
spray body or a riser and discharge water 
at the rate of .25 to 2 gallons per minute 
[gpm]/' defines Steve Hoveln, marketing 
products manager, Hunter, San Marcos, 
Calif. 

Products like this can either allow large 
amounts of water to flood out of the nozzle 
or have several streams of water to concen-
trate the irrigation on a certain spot, which 
is important for deep watering. 

"Typically, when you're irrigating trees 
and shrubs, there's more of a concentrated 
area that you're trying to water," Hoveln 
comments. "The water needs to be discharged 
very close to the base of the plant material and 
is allowed to soak deep into the ground." 

He adds that irrigating large plant mate-
rial with sprays or rotors is ineffective be-
cause such products spread water over a 
much larger area, limiting how deep the 
water seeps into the ground. 

Deep root watering is important for the 
life of a tree, especially important when a 
tree or shrub is initially transplanted. Some 
manufacturers offer root watering systems 
that are buried next to the root ball, allow-
ing the water to immediately reach the 
plant's roots. 

"A root watering system is basically a 
tube that allows you to get water deep 
down into the root zone of the tree," com-

LEAKY 
LEXICON 

ments Dave Palumbo, xerigation 
specifications manager, Rain Bird. 
"People will typically use bub-
blers or drip emitters on trees, 
but these products aren't really 
effective if the soil is very hard or 
compacted. In those situations, it 
might take a very long time for 
water to penetrate down to the 
depth where the roots can use it." 

Palumbo explains that root 
watering systems consist of a tube 
surrounded by mesh so that, as the 
column of water fills up, the water 
trickles out through the mesh and 
goes directly to the root ball. 

A typical flow rate for this 
type of device is around .25 to .5 
gpm, according to Palumbo. 
Other forms of irrigation use 
much lower precipitation rates to 
achieve the same effect. 

"One very effective product is 
called drip line, which is tubing 
that has emitters preinstalled in 
it," Copeland mentions. "This 
product has pressure compensa-
tion so the same amount of water 
is coming out of every hole." 

Because each type of drip line 
can be calibrated differently, 
Copeland stresses that precipita-
tion rates aren't specifically cal-
culated for this type of product, 
but they generally move .5 to 1 gallon of 
water per hour. Obviously, drip line irri-
gates trees and shrubs at much slower rates 
than bubblers. The lower rate allows the 
water to permeate down to the root ball 
over a longer period of time. 

"Drip is our preferred method of water-
ing," mentions Dave Loe, nursery man-
ager, Allisonville Nursery, Fishers, Ind. 
"Because of certain soil conditions here, if 
we used bubblers, we would end up with a 
lot of runoff, where drip gives the water 
time to soak into the ground." 

Hoveln adds that while bubblers may 
be a low-tech way to irrigate, they tend to 

Some approaches to irrigation are ideal for tree and 

shrub care while others serve different purposes. 

Dave Palumbo, xerigation specifications manager, 

Rain Bird, Azusa, Calif., provided some definitions 

for a few of the prominent players. 

BUBBLERS - Bubblers can provide water at rates 

up to about 2 gallons per minute (gpm), and are 

best used to soak the root areas for trees and 

shrubs. Efficiency is high because little water is lost 

to drifting or runoff. 

DRIP IRRIGATION - Drip irrigation uses lengths of 

tubing in combination with in-line emitters or emit-

ters that contractors can "punch in" at the appropri-

ate places to allow water to seep out very slowly 

and percolate down to plants' roots. 

ROOT WATERING - Originally an impromptu device 

created by contractors, root watering systems are 

buried with a tree's root ball and allow water to circu-

late immediately around the roots. Water levels can 

be changed over time to avoid overwatering. 

ROTORS - Rotors are generally single-stream 

sprinkler heads used in very large areas, usually on 

corporate campuses or athletic fields. Efficiency is 

much lower than drip irrigation or bubblers and pre-

cipitation rates are not usually high enough to ad-

equately water trees and shrubs. 

SPRAY HEADS - Spray heads provide an um-

brella of water over a certain area. Like rotors, 

spray head s are used mainly for turf irrigation and 

are inefficient for tree and shrub applications. 

- Lauren Spiers 

clog less than drip line, which has minute 
holes that can plug up with grit in and 
around the line. 

"When you put in a drip system, it's 
very important that you have filtration," 
Copeland agrees. "These are very small 
devices with very small holes. A lot of areas 
use very small filters of 150 or 200 mesh to 
catch any debris in the line." 

Most drip line products are available 
with holes spaced about every 12,18 or 24 
inches, making it a good choice for 
hedgerows where the individual root sys-
tems have a uniform spacing. According to 
Copeland, contractors can purchase the 
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TREE IRRIGATION 

appropriate tubing that would allow them 
to space emitters right next to the shrubs' 
trunks for effective irrigation. 

Depending on the manufacturer, in-line 
emitter tubing costs between $20 and $35 
for 500 feet of tubing and fittings for bub-
blers can run $1 to $5. Root watering sys-
tems generally cost about $15. 

SOAKER SECRETS. Using the right prod-
ucts, contractors are on their way to properly 
irrigating clients' trees and shrubs, but there 
are other important points to remember. First, 
because trees and shrubs require more water 
at lower frequencies than other landscape 
plants, experts advise running their irriga-
tion on a dedicated line in the system. 

"Any irrigation for trees and shrubs 
needs to be separate from the normal turf 
irrigation," Hoveln insists. "There are dif-
ferent application rates, for one thing, and 
different watering requirements for differ-
ent plant material. Turf might need to be 
watered three days per week to stay green 
whereas if you just water your trees one 
day per week and let that water soak into 
the ground, that would be sufficient." 

Copeland adds that if lawn sprinkler 
systems run long enough to give trees and 
shrubs enough irrigation, the amount of 
runoff from the turf would be very high, 
wasting water and damaging the grass. 

Though most contractors know that 
trees and shrubs require more water than 
flowers, for instance, the challenge becomes 
determining just how much water the big-
ger plants need. 

" THE WATER needs 

to be discharged very close 

to the base of the plant 

material and is allowed to 

soak deep into the ground." -

Steve Hoveln 

"There's no hard and fast rule for how 
much water trees need as compared with 
other plants," says Tom Smiley, arboriculture 
researcher, Bartlett Tree Research Laboratory, 
Charlotte, N.C. "Still, there are some devices 
that can help you monitor soil moisture." 
Smiley notes that tools called tensiometers 
effectively measure how much water is in 
the soil. Additionally, some new electronic 
devices can be buried in areas with trees or 
shrubs and can record data for up to six 
months before needing a new battery. 
Smiley explains that contractors can down-
load this information to their computers 
and monitor soil conditions regularly. 

"I use a probe that is sold on the market 
that you can insert in the ground to read 
the amount of water in the soil," says Joe 
Kelly, irrigation foreman, Davey Tree, Cel-
ebration, Fla. Kelly and his irrigation tech-
nicians visit properties at least once per 
month to check the soil moisture and irriga-
tion system. He adds, "occasionally you 
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can see the soil moisture for yourself. If 
you're watering too much, some of the 
water will stay at the surface and puddle 
up considerably." 

Loe stands by another time-proven 
method of checking the soil. "Just feeling 
the dirt is a great indicator of whether or 
not you need to water," he says. "The big-
gest issue we see with our clients is not a 
problem of people not watering, but of 
watering incorrectly. Most of the time 
they'll put down too much water or water 
too fast so that it either runs off or runs into 
the loosened backfill instead of into the 
root zone area." 

Loe and Kelly both mention that 
overwatering can harm trees and shrubs as 
much as underwatering - a key piece of 
information for keeping plants healthy. "If 
you're not irrigating properly, the stress 
will show in the tree or shrub itself," Kelly 
comments. "You could be lacking water or 
drowning the plant. That's why you really 
have to physically monitor them - espe-
cially the first few weeks after [planting]." 

Smiley provides some telltale signs of 
drought and overwatering. 

"If we're suspecting lack of water, we're 
going to look for drooping leaves, curling 
leaves, offcolor foliage," he comments. 
"There are actually very similar symptoms 
with excess water, although you can tell 
that the soil is saturated. We often encour-
age hand-watering new transplants to make 
sure they're not overdone." 

Smiley also urges contractors to irrigate 
trees and shrubs at the bases of the trunks, 
but not directly against them. "We like to 
water close to the trunk, but never touch-
ing the trunk itself because that can lead to 
some disease problems - especially the 
rotting types of diseases," he details. 

Finally, contractors should remember 
that unlike grass, for instance, the amount 
of irrigation trees and shrubs require de-
creases over time. 

"For new transplants, we manually water 
them a good amount for the first few days, 

la^nandlandscape.com 
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TREE IRRIGATION 
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a free brochure! 
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800-698-4641 Offer No. LL803 

then drop it down considerably to maybe 15 or 20 minutes every other 
day/' Kelly says. "If you're using bubblers, you can set them to get 1.5 
or 2 gpm at first and then lower the gallonage for the bubbler over 
time. That's when the 'green thumb' effect comes in - the tree is 
established and doesn't need as much water." 

Loe adds an easy-to-remember trick to that effect. "Depending 
on the plant material and the weather conditions, watering trees 
and shrubs twice a week is usually sufficient," he says. "For new 
transplants, the general rule is to keep up that watering schedule 
one year for every inch in diameter of the tree. That's how long it 
takes for a tree or shrub to fully adjust to its new site." m 

The author is Assistant Editor of Lawn & Landscape magazine and can 
be reached at lspiers@laumandlandscape.com. 

FAIRY TALE IRRIGATION 
Goldilocks would make a great irrigation contractor. 

The same way she'd search for a bed that's not "too hard" or 
"too soft," the blonde befriender of bears could identify the ideal 
amount of irrigation different trees or shrubs require. 

It's no tall tale that watering trees and shrubs is a considerably 
different undertaking than watering flowers in landscape beds. The 
following tips are provided by Allisonville Nurseries, Fishers, Ind., to 
help contractors keep trees watered "just right." 

• Proper watering is a necessary requirement immediately af-
ter transplanting any balled-and-burlapped or containerized 
plant. Including a root stimulator with the initial watering will help 
lessen transplant shock and encourage new root growth. Regu-
lar watering during the first few months after transplanting is vital 
to establishing the plant in the landscape. 

• Your trees and shrubs will need individual attention until 
they become established. Keep in mind that trees take one year 
per caliper inch become established. 

• As a rule of thumb, plants need at least one inch of water 
per week through ran or irrigation. The best way to water trees 
and shrubs is to place a hose by the base of the plant and set it 
at a slow trickle. If set at the proper rate, water will be absorbed 
and not run off the root ball. A slow soaking is the goal. 

• Overwatering can be as much of a problem as 
underwatering. Unfortunately, symptoms of both problems are 
similar. Signs of overwatering may include yellowing of leaves 
and an overall limp appearance. Additional watering will not re-
vive the plant. Underwatered plants will also wilt and may brown 
around leaf edges. However, under-watered plants will respond 
with additional water. 

• The best way to determine watering needs is to physically 
check the soil 4 inches deep around the root ball. If the soil is 
wet, don't water. If the soil is dry, the plants require irrigation. 

• Balled and burlapped trees and shrubs require individual at-
tention for the first year or two until their root systems are estab-
lished. Allow a trickle of water the thickness of a pencil to run 
from the hose. Slowly soak the root ball and surrounding area. 

• Most plants die by drowning rather than neglect. Don't "kill 
them with kindness" by watering too much. 

• Infrequent, deep watering encourages deep root growth and 
discourages mildew, fungi and disease. - Lauren Spiers 
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INSECTI .P. 

Trees in Puget Sound are at 
risk from a tree-killing in-
sect first discovered there in 
August 2001. The citrus 
longhorned beetle (CLHB) is 
one of the worst non-native pests to ever 
enter the United States. The wood-boring 
beetle is considered a serious pest in Asia. 
In Washington, it poses an unprecedented 
threat to the environment because it at-
tacks healthy trees and has no natural en-
emies. If this pest becomes permanently 
established in Washington, thousands of 
trees could be destroyed. 

THE THREAT. A big insect with irregular 
white splotches - the citrus longhorned 
beetle is shiny and black. It has six legs, 

measures \Vi to 2 inches 
long and has antennae that 
are distinctly banded with 
black and white. The an-
tennae are longer than the 

body itself. This is a pest that can fly, thus 
it can spread relatively quickly. 

Adult beetles emerge from the interior of 
trees from mid- to late-summer and live out-
side the tree for as long as three months. 
During this period, the beetles eat leaves and 
twigs, mate and the female lays up to 200 
eggs under the tree bark. The adult beetles 
then die. Soon after the eggs are laid, cream-
colored grubs hatch, chew their ways into the 
trees' interiors and feed relentlessly. 

For nine months, the grubs bore several 
interior tunnels in the tree, severing tissues 

that carry nutrients and water and, eventu-
ally, starving the tree to death. 

SAVING TREES. In spite of its name, the 
citrus longhorned beetle attacks a wide 
range of hardwood species of trees, includ-
ing maple, poplar, oak, willow and fruit 
trees, such as apple, pear and cherry. These 
are some of the more popular trees for 
landscaping in the Pacific Northwest. 

By taking decisive action now, the Wash-
ington State Department of Agriculture 
(WSDA) and affiliated groups hope to spare 
hundreds, if not thousands, of trees from 
an untimely end. Research findings based 
on infestations of a similar insect - the Asian 
Longhorned Beetle - in New York City and 
Chicago indicate that plans to prevent an 
infestation must use a multi-tactic approach. 

The WSDA instituted a quarantine Vi 
mile around the site where three CLHB 
beetles were captured and five others es-
caped. The plant quarantine took effect in 
late November 2001 and is expected to 
remain in place for a number of years. 

Tree removal, the only proven way for 
killing CLHB larvae in trees, took place dur-
ing July and early August of 2002. About 
1,000 trees within a one-eighth mile radius of 
the CLHB beetle escape site in Tukwila, Wash., 
were cut and chipped. Tree injection, a pro-
cess by which insecticide is injected directly 
into a tree, took place in early August along 
the outer edge of the tree-cutting area. About 
1,500 trees were treated with a liquid insec-
ticide that kills CLHB beetles feeding on 
leaves, twigs and bark. 

One other key tactic to controlling the 
spread of the pest is tree inspection. An 
initial survey of trees from the ground and 
in the canopy took place from September 
through November 2002. To adequately 
detect the presence or absence of this crea-
ture, survey crews may take bark and tree 
limb samples.- Washington State Department 
of Agriculture 03 

lawnandlandscape.com 

^ ^ For more information about the citrus 

" longhorned beetle, visit the WSDA Web 

site at http://agr.wa.gov/PlantInsects/ 

InsectPests/CLHB. 

State officials, field 

entomologists and 

tree-survey crews 

are working hard to 

stop a citrus 

longhorned beetle 

infestation in the 

Pacific Northwest. 

Photo: Washington 

State Department of 

Agriculture 

LONGHORNED 

Washington state's tree slayer: The 
citrus longhorned beetle. 
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BUYERS' GUIDE 

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

AERIAL EQUIPMENT 
2381 South Foster Ave. 
Wheeling, 111. 60090 
888/822-8008 
www.aerialequipment.com 
Arborist Supplies and 
Fleet Service 

AERIAL LIFT 
571 Plains Road 
Milford, Conn. 06406 
203/878-0694 

AMERICAN ARBORIST 
SUPPLIES 
882 S. Matlack St. 
West Chester, Pa. 19382 
800/441-8381 
www.arborist.com 
Hand, pneumatic and hydraulic 
pruning tools and other arborist 
supplies 

AMERICAN EXPRESS BUSI-
NESS FINANCE 
20220 Center Ridge Road 
Cleveland, Ohio 44116 
800/366-4228 
Equipment leases, loans and 
business lines of credit 

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

ARBORGUY /STAK ING 
SYSTEMS 
1232 Rock Springs Road 
Bldg. 2 
Apopka, Fla. 32712 
888/782-5346 
www.arborguy.com 
Tree staking equipment 

ARBORIST SUPPLY CO. 
30 Artist View Drive 
Calgary, Alberta, Canada 
T3Z3N4 
403/240-3993 
www.arboristsupplyco.com 
Hand tools and removal equipment, 
dealer for Bandit chippers 

ARBORIST SUPPLY HOUSE 
566 N.E. 42nd Court 
Fort Lauderdale, Fla. 33334 
800/749-9528 
Saws and a variety of pruners and 
other arborist equipment 

ARBORSOFTWORX 
10500 Old Court Road 
Woodstock, Md. 21163 
800/49-ARBOR 
www.arborsoftworx.com 

ARBORSYSTEMS 
P.O. Box 34645 
Omaha, Neb. 68134 
800/698-4641 
www.arborsystems.com 
Tree injection devices and tree in-
secticides, fungicides and micro-
nutrients 

ARBORTECH 
3203 W. Old Lincoln Way 
Wooster, Ohio 44691 
800/255-5715 
www.arbortech.cc 
Manufacturer of chip boxes for the 
arborist and landscape industries 

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

AUGER MASTER CORP. 
142 Lake wood Circle S. 
Manchester, Conn. 06040 
860/646-6064 

BANDIT INDUSTRIES 
6750 Millbrook Road 
Remus, Mich. 49340 
517/561-2270 
www.banditchippers.com 
Hand-fed tree and brush chippers 

BARTLETT TREE EXPERTS 
1290 E. Main St. 
Stamford, Conn. 06902 
203/323-1131 
Tree service company 

BERKSHIRE PRODUCTS 
P.O. Box 591 
Sheffield, Mass. 01257 
413/229-7919 

BIG JOHN TREE TRANS-
PLANTERS MFG . 
25 Rock Products Road 
P.O. Box 960 
Heber Springs, Ark. 72543 
800/643-8039 
www.big-john.com 
Tree transplanters, pod trailers 
and free-standing pod 

BISHOP CO. 
12519 E. Putnam St. 
P.O. Box 870 
Whittier, Calif. 90602 
www.bishco.com 
Hand tools, climbing equipment 

BLUE RIDGE 
ARBORIST SUPPLY 
17277 Poor Farm Rd. 
Culpeper, Va. 
540/8^9-6889 
Arborist supplies and equipment 

BOETHING 
TREELAND FARMS 
23475 Long Vallev Road 
Woodland Hills, Calif. 91367 

818/883-1222 
www.boethingtreeland.com 
Nursery trees 

BORDER CITY TOOL & 
MANUFACTURING CO. 
23325 Blackstone Ave. 
Warren, Mich. 48089 
810/758-5574 
Carbide stump cutter teeth 

BRISCO 
251 Buckeye Cove Road 
Swannanoa, N.C. 28778 
800/439-6834 
www.briscoinc.com 
Powered shovels and digging 
equipment 

B R O W N 
MANUFACTURING CORP. 
Route 3, Box 339 
Ozark, Ala. 36360 
800/633-8909 
www.brownmfgcorp.com 
Tree cutter 

BUFFALO TURBINE 
20 Industrial Place 
Cowanda, N.Y. 14057 
716/532-2272 
www.buffaloturbine.com 
Turbine sprayers, dusters and 
debris blowers 

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

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

CLC LABS 
325 Venture Drive 
Westerville, Ohio 43081 
614/888-1663 
Soil, plant tissue and irrigation 
water testing, consulting 

CLEAVES CO. 
300 Reservoir St. 
Needham, Mass. 02494 
877/449-0833 
www.cleaveco.com 
Arborist supplies and equipment 

COLONIAL SAW 
122 Pembroke St. 
Kingston, Mass. 02354 
781/585-4364 
www.csaw.com 
Suppliers of knife sharpening 
equipment 

COMPLETE GREEN CO. 
365 Coral Circle 
El Segundo, Calif. 90245 
800/GRE EN-99 
www.bettersoils.com 
Micro/macro injection treatments, 
soil amendments 

CONTREE SPRAYER & 
EQUIPMENT CO. 
W9898 Jackson Road 
Beaverdam, WI 53916 
800/433-3579 
www.contree.com 
Professional spraying equipment 
for the tree and lawn care industry 

CRARY /BEAR CAT 
237 N.W. 12th St., Box 849 
West Fargo, N.D. 58078-0849 
800/247-7335 
www.bearcatproducts.com 
Wood chippers/shredders, stump 
grinders, lawn vacuums 

C.R. DANIELS 
3451 Ellicott Center Drive 
Ellicott City, Md. 21043 
800/933-2638 
www.crdaniels.com 
Multi-puryose cart to haul 
balled-and-burlapped trees 

C.U.E.S. 
14 Caldwell Drive 
Amherst, N.H. 03031 
603/889-4071 
www.cuesnet.com 
Tree removal equipment and 
specialized trucks 

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

DEANGELO BROTHERS 
100 N. Conahan Drive 
Hazelton, Pa. 18201 
570/459-1112 
www.dbiservices.com 

DEEP ROOT PARTNERS 
81 Langton St., Suite 4 
San Francisco, Calif. 94103 
800/458-7668 
www.deeproot.com 
Tree root barriers, trunk protectors 
and staking and guying material 

DIRECT EDGE 
1480 Arrow Highway 
LaVeme, Calif. 91750 
909/392-4648 
w w w. d i rected geu sa. com 
Removal equipment 

D P M / N U R S E R Y JAWS 
Box 36 
306 East 12,h St. 
Davenport, Neb. 68335 
800/669-4408 
www.nurseryjaws.com 

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

DUTCHMASTER NURSERIES 
3735 Sideline 16 N. 
Brougham, Ontario, Canada 
LOH 1A0 

905/683-8211 
Trees, skid-steers and attachments, 
tree spades 

EFCO IMPORTED BY 
TILTON EQUIPMENT CO. 
P.O. Box 68 
Rve, N.H. 03870 
800/447-1152 
www.tiltonequipment.com 
Chainsaws, trimmers, brushcutters, 
hedge trimmers and augers 

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

FANNO SAW WORKS 
Box 628 
Chico, Calif. 95927 
530/895-1762 
www.fannosaw.com 
Manual pruning equipment 

FEHR BROS. INDUSTRIES 
895 Kings Highway 
Saugerties, N.Y. 12477 
845/246-9525 
www.fehr.com 

FLORIAN TOOLS 
157 Water St. 
Southington, Conn. 06489 
800/275-3618 
www.floriantools.com 

FMC CORP. 
1735 Market St. 
Philadelphia, Pa. 19103 
800/321-1FMC 
www.fmc-apgspec.com 
Insecticides 

FORESTRY SUPPLIERS 
205 W. Rankin St. 
P.O. Box 8397 
Jackson, Miss. 39284 
800/647-5368 
www.forestry-suppliers.com 
Disease and insect control prod-
ucts/fertilizer treatments, nand 
tools 

FRED M A R V I N 
ASSOCIATES 
1970 Englewood Ave. 
Akron, Ohio 44312 
800/540-6680 
www.pruner.com 
Hand tools, pruners 

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

H&H SALES CO. 
P.O. Box 686 
Huntertown, Ind. 46748-0686 
260/637-3177 
www.hhsalescompany.com 
Crane, landscape and sendee bodies 
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HALL'S SAFETY 
EQUIPMENT CORP. 

Route 173 N., P.O. Box 230 
Grove City, Pa. 16127-0230 
www.hallssafety.com 
Hand tools, safety equipment 

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

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

INDEPENDENT PROTECTION 
P.O. Box 537 
Goshen, Ind. 46527 
800/860-8388 
www.ipclp.com 
Lightning protection equipment 

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

JARRAFF INDUSTRIES 
1730 Gault St. 
St. Peter, Minn. 56082 

800/767-7112 
www.jarraff.com 
Utility and site preparation 
equipment 

J.J. MAUGET 
5435 Peck Road 
Arcadia, Calif. 91006-5847 
800/873-3379 
www.mauget.com 
Microinjection products 

JOHN BROWN & SONS 
14 B&B Lane 
Weare, N.H. 03281 
888/227-6686 
www.brownbronto.com 
Excavator-mounted brush and 
small tree cutter/mulcher 

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

J R M CHEMICAL 
4881 Neo Parkwav 
Cleveland, Ohio 44128 
800/962-4010 
www.soilmoist.com 
Disease and insect control 
products/fertilizer treatments, 
polymer, mycorrhizal products 

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

www.karlkuemmerling.com 
Tree trimming equipment and 
work clothes 

LAWNSHARK 
719 Wexford-Bavne Road 
Wexford, Pa. 15090 
724/933-7194 

LESCO 
15885 Sprague Road 
Strongsville, Ohio 44136 
800/321-5325 
www.lesco.com 
Disease and insect control 
products/fertilizer treatments, 
hand tools, sprayers 

LEWIS UTILITY 
TRUCK SALES 
626 N. Portland St. 
Ridgeville, Ind. 47380 
800/856-2064 
www.lewisutilitytrucks.net 
Aerial equipment, chippers 

LIFT-ALL DIVISION OF 
HYDRA-TECH 
3020 Commercial Road 
Fort Wayne, Ind. 46809 
260/747-0526 
Truck-mounted aerial lifts and 
digger derricks 

M A A S D A M POW'R -PULL 
2212 Kenmere Ave. 
P.O. Box 6130 
Burbank, Calif. 91510-6130 

888/797-7855 
www.maasdam.com 
Hand tools, removal equipment 

MACKISSIC 
P.O. Box 111 
Parker Ford, Pa. 19457 
800/348-1117 
www.mackissic.com 
Removal equipment 

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

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

M O N R O V I A NURSERY 
P.O. Box 1385 
Azusa, CA 91702 
888/752-6848 
www.monrovia.com 
Nursery trees 

M O O N NURSERIES 
145 Moon Drive 
P. O. Box 672 
Chesapeake City, Md. 21915 

410/755-6600 
www.moonnurseries.com 
Nursery trees 

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

MULTITECH 
700 Main St., P.O. Box 170 
Prentice, Wis. 54556-0170 
800/243-5438 
www.multitekinc.com 
Skid-steer attachments for logs 
and brush, firewood processor 

NESCO 
3112 E. State Road 124 
Bluffton, Ind. 46714 
800/252-0043 
www.nescosales.com 
Hand tools, removal equipment, 
specialized trucks 

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

NORTHEASTERN 
ARBORIST SUPPLY 
50 Notch Road 
Little Falls, N.J. 07424 

Normal soil tompattion diuourages your grass from getting all the life-giving 
oxygen, water and nutrients needed for the best of lawns. The Core Plug 
Aerator will remove small plugs (tores) from the turf, relieving soil tompattion. 
Shallow aeration will route the air, water and nutrients for best root 
development. Periodit aeration will even enhante the breakdown of thatth. 

The aerator easily front mounts to most full size zero turn mowers with a 
trattor spetifit hitth methanism. The unit is designed for quitk and easy 
shallow tore aeration, using the weight of the trattor to penetrate the ground. 
The aerator is elettr¡tally attuated with an easy hands free foot switth plate, 
you never have to remove your hands from the tontrols of your mower. 

FEATURES 

Pa lmor Products , In«. • P.O. Box 3 8 • Tho rn town , IN 4 6 0 7 1 

The Spade 

Increase productivity - Decrease Labor 
Let the SPADE do the work for you! 

A "patented" and versatile piece of equipment that attaches to any brand of 

skid loader designed to: 

• Aid in planting shrubs and large trees. 
• Constructing retaining walls and digging in horizontal banks. 
• Digging trenches for drain pipe installation and irrigation 
• Move soil, compost, or mulch with the Spade's 1/2-yard bucket 

that is already attached 
• Move the plant from the truck to the planting site with the boom-

like design and chain attachment with greater ease 

Almost no maintenance - Replace digging teeth and go! 

We are proud to announce the Mini-Spade that attaches 

to mini-skid loaders. Now available! 

Dealers Inquiries welcomed! 

For more information or to order call: 
TRIPLE D ENTERPRISES 1-800-478-7077 

Or contact us at WWW.TRIPLED-ENTERPRISES.COM 
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BUYERS' GUIDE 

973/837-1390 
www.northeasternarborist.com 

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

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

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

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

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

www.pmirope.com 
Vertical access equipment 

PLANT FOOD CO. 
38 Hightstown-Cranbury 
Station P 
Cranbury, N.J. 08512 
800/562-1291 
www.plantfoodco.com 
Fertilizer treatments, organic soil 
amendments, etc. 

PLANT HEALTH CARE 
440 William Pitt Way 
Pittsburgh, Pa. 15238 
412/826-5488 
www.planthealthcare.com 
Fertilizer treatments 

PLASTIC COMPOSITES CO. 
8301 N. Clinton Park Drive 
Fort Wavne, Ind. 46825 
800/747-9339 
www.buckettruckparts.com 
Replacement fiberglass parts for 
bucket trucks; safety, ergonomic 
and efficient products for bucket 
truck work 

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

PORTER-FERGUSON 
P.O. Box 158 

Worcester, Mass. 01613-0158 
508/835-2900 
www.lowellcorp.com 
Hand tools - saws, pruners, etc. 

RAIN BIRD CORP. 
970 W. Sierra Madre 
Azusa, Calif. 91702 
520/434-6200 
www.rainbird.com 
Irrigation supplies 

RAINBOW TREECARE 
SCIENTIFIC 
2239 Edgewood Ave. South 
Minneapois, Minn. 55426 
www.rainbowtreecare.com 
877/ARBORIST 
Scientific Advancement 

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

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

REMKE ENTERPRISES 
P.O. Box 9357 

Downers Grove, 111. 60515 
630/810-1662 
Fe-26 iron chlorosis tablets and 
20-10-5 planting tablets 

SAMSON ROPE 
TECHNOLOGIES 
2090 Thornton St. 
Ferndale, Wash. 98248 
800/ 227-7673 
www.samsonrope.com 
Rope and cordage, climbing lines, 
rigging lines 

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

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

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

SHELTER TREE 
60 John Dietsch Blvd. 

N. Attleboro, Mass. 02763 
800/720-8733 
www.sheltertree.com 
Hand tools and tree removed equipment 

SHEMIN 
42 Old Ridgebury Parkway 
Danbury, Conn. 06810 
203/207-5000 
Nursery trees 

SHERRILL 
ARBORIST SUPPLY 
200 E. Senera Road 
Greensboro, N.C. 27406 
800/525-8873 
www.wtsherrill.com 
Arborist supplies and equipment 

SHEYENNE TOOLING MFG. 
Box 647 
Cooperstown, N.D. 58425 
800/797-1883 
www.sheyennemfe.com 
Skid-steers and attacnt 
spades, pruners 

SHINDAIWA 
11975 S.W. Herman Road 
Tualatin, Ore. 97062 
800/521-7733 
www.shindaiwa.com 
Hand-held equipment 

SHRED-VAC 
SYSTEMS 
15501 Little Valley Road 
Grass Valley, Calif. 95949-6873 

ments, tree 

More Effective 

/ N 

Tree Tech" 

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

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

Fertilizers - Our proprietary Nutr i jecf formulations 
Bactericides - Oxytetracycline antibiotic 

Herbicide - Dicamba 
Deflowering Agent- Snipper® 

Tree Tech® 
microinjection systems 

950 SE 215th Ave. 
Morriston, FL 32668 

1 - 8 0 0 - 6 2 2 - 2 8 3 1 

e-mail: info@treetech.net 
Irte ledi* Environmentally Salimi Tree Health Caie lai the Zit i centuiy and beyond. 

Labels, MSDS Sheets and Other information Available at www.treetech.net 
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BUYERS' GUIPE 

530/477-7240 
www.shredvac.com 
Removal equipment 

SOLO 
5100 Chestnut Ave. 
Newport News, Va. 23605 
757/545-4228 
www.solousa.com 
Blowers, chain saws, etc. 

STIHL 
536 Viking Drive 
Virginia Beach, Va. 23452 
800/467-8445 
www.stihlusa.com 
Chainsaws and other hand-held 
power equipment 

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

SUNDANCE 
P.O. Box 336459 
Greeley, Colo. 80633 
970/339-9322 
Removal equipment 

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

Specialized trucks - tree trimmer 
aerials 

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

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

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

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

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

TREE TECH 
MICROINJECTION SYSTEMS 
950 215th Avenue 
Morriston, Fla. 32688 
800/622-2831 
www.treetech.net 
Microinjection treatments 

TREE TOOLS 
P.O. Box 1627 
Lake Oswego, Ore. 97035 
888/635-8733 
www.treetools.com 
Disease and insect control 
products/ fertilizer treatments, 
arborist equipment 

TRIPLE D 
4590 Buies Creek Road 
Angier, N.C. 27501 
919/639-4295 
Tree spade 

TRIMS SOFTWARE 
9976 N. 91-Ave. 
Suites 102-143 
Peoria, Ariz., 85345 
800/608-7467 
www.trims.com 
Tree inventory software 

TRUCKCRAFT CORP. 
5751 Molly Pitcher Highway 5 
Chambersburg, Pa. 17201 
800/755-3867 
www.truckcraft.com 
Tree waste storage and loading 
equipment 

UNIVERSAL REFINER CORP. 
P.O. Box 151 
Montesano, Wash. 98563 
360/249-4415 
www.universalrefiner.com 
Tree removal and waste equipment 

U P M CORP. 
28 Garrett Ave 
Rosemont, Penn. 19010 
610/525-6561 
www.vine-x.com 

U.S. RIGGING 
4001 W. Carriage Drive 
Santa Ana, Calif. 92704 
www.usriggine.com 
Tree anchors ana staking systems 

V & H 
406 Air Park Drive 
Prentice, Wis. 54451 
715/428-2238 
www.vhtrucks.com 
Skid-steers and attachments, tree 
spades, etc. 

VILLA LANDSCAPE 
PRODUCTS 
700 S. VanBuren, Suite B 
Placentia, Calif. 92870 
800/654-4067 
www.villarootbarrier.com 
Root control barriers, tree planting 
and erosion control products 

W. FEARNEHOUGH 
OF AMERICA 
511 Young Lane 
Brunswick, Ga. 51520 
800/327-3445 
Brush chipper, knives and bed 
knives 

WALLACE LABORATORIES 
365 Coral Circle 
El Segundo, Calif. 90245 
www.bettersoils.com 
Soil, plant and water testing and 
consulting 

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

W O O D S M A N 
614 W. Fifth St. 
Clare, Mich. 48617 
800/953-5532 
www.woodsmanchippers.com 
Tree brush shredder/chipper 
attachment 

YALE CORDAGE 
26 Morin St. 
Biddeford, Maine 4005 ZIP 
CODE 
207/282-3396 
www.yalecordage.com 

Why choose SavATree? 

OPPORTUNITY 
SavATree team members enjoy the 
opportunity to realize their full 
potential with our Self-Directed 
Advancement Program? company 
sponsored continuing education and 
creative compensation packages. 

To explore the opportunities at the 
northeast s premier tree, shrub and 
lawn care provider, call SavATree. 

Please fax your resume to 
9 1 4 - 2 4 2 - 3 9 3 4 or email 
recruiting@savatree.com 

Visit our website! 

SAVATREE 
w w w . s a v a t r e e . c o m 
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COMPANY NAME WEB ADDRESS PG# RS# 

ArborSystems www.arborsystems.com T8 56 

Bandit Industries www.banditchippers.com T9 57 

Blue Ridge Arborist www.blueridgearboristsupply.com ..T6 53 

J.J. Mauget www.mauget.com T16 63 

Morbark www.morbark.com T7 54 

Palmor Products www.trac-vac.com T12 58 

RedMax www.edmax.com T2 51 

Sava-Tree www.savatree.com T14 61 

Stihl www.stihl-usa.com T15 62 

Tilton Equipment www.tiltonequipment.com T6 52 

Tree Management Systems www.turftree.com T7 55 

TreeTech Microinjection www.treetech.com T13 60 

Triple D www.tripled-enterprises.com T12 59 

TREE CARE G U I D E 

http://www.shredvac.com
http://www.solousa.com
http://www.stihlusa.com
http://www.planstictreegrates.com
http://www.telelect.com
http://www.versalift.com
http://www.turftree.com
http://www.treepro.com
http://www.treessentials.com
http://www.treetech.net
http://www.treetools.com
http://www.trims.com
http://www.truckcraft.com
http://www.universalrefiner.com
http://www.vine-x.com
http://www.usriggine.com
http://www.vhtrucks.com
http://www.villarootbarrier.com
http://www.bettersoils.com
http://www.westheffer.com
http://www.woodsmanchippers.com
http://www.yalecordage.com
mailto:recruiting@savatree.com
http://www.savatree.com


"Climbing trees is second nature. So is carrying Stihl." 
As a 3rd generation arborist, Mark knows what it lightweight, powerful and designed for use up in trees, 

takes to bring down a tree. As a world champion ftJt — i As Mark says, "Taking down a tree over 
^T—. sr,HL . f STIHL • J 

tree climber, he also knows what it takes to get up = p | | —————— power lines and homes isn't easy, so you 
one. That's why he prefers the STIHL MS 200T. It's better believe I want the best saw of its kind up there with me." 

1 800 GO STIHL www.stihlusa.com 

STIHL 
Number One Worldwide 
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GOVERNMENT QUARANTINE PROGRAMS 
CITRUS LONGHORN BEETLE & ASIAN LONGHORN BEETLE 

2000,2001, 2002 AND NOW AGAIN IN 2003 

» x M x c x p r 1 
AFTER SEVERAL YEARS OF EXTENSIVE RESEARCH BOTH IN THE U.S AND CHINA, 
IMICIDE HAS BEEN THE PRODUCT CHOSEN AND SUCCESSFULLY USED ON OVER 

250,000 TREES UNDER THE SUPERVISION OF THE 
"UNITED STATES DEPT. OF AGRICULTURE (U.S.D.A.)" 

FOR THE PREVENTION AND ERADICATION OF BOTH THE 
"ASIAN LONGHORN BEETLE" AND "CITRUS LONGHORN BEETLE" 

QUARANTINE PROGRAMS IN THE STATES OF NEW YORK, ILLINOIS, WASHINGTON 
AND NOW NEW JERSEY.. 

NOW RESEARCH HAS SHOWN THE SAME SUCCESSFUL RESULTS IN THE STATE 
OF MICHIGAN WITH THE NEW FIGHT AGAINST THE "EMERALD ASH BORER"... 

L : l ! GENERATION I I 
y 

PREVENTIVE TREATMENT 
MORE ACTIVE INGREDIENT 

FULL SEASON CONTROL 
FAST & EASY TO APPLY 

BROAD SPECTRUM 
WEATHER PROOF 
CLOSED SYSTEM 
CAUTION LABEL 
COST EFFECTIVE 

THE NEW ADVANCED 

ilClDE MICRO-INJECTION 
DELIVERY SYSTEM 

imaugetj 
USE READER SERVICE #63 

THF INNOVATOR 

ÒOO-TREES Rx ^ f ( Ô O O - Ô 7 3 - 3 7 7 9 ) 

Ô 7 7 - T R E E H LP ( Ô 7 7 - Ô 7 3 - 3 4 5 7 ) 

(Toll free technical support Line) 

LEAK PROOF 
HERMETICALLY SEALED 

COMPLETELY CLOSED SYSTEM 
HIGHER VOLUMES (up to 20 mL) 

FASTER AND EASIER TO USE 
NO HIGH PRESSURE DAAAAGE 

NO BARK SEPARATION 
LESS TOOLS REQUIRED 

SAFEST CAPSULE AVAILABLE TODAY 
NO COSTLY SPECIAL EQUIPMENT REQUIRED 



What if you could 
As a Buyer of Green & Hard Goods, What If You Could h 

* Save time sourcing materials 

Have access to over 175,000 
plant line items 

* Search the "Green Pages" - a 
complete phone book of industry 
buyers and sellers 

* Submit Request for Quotes 
"RFQ's" to hundreds of suppliers 
without faxing or calling 

* Send purchase orders to your 
favorite suppliers online, anytime 
day or night 

* Purchase products or request 
information from manufacturers, 
distributors & resellers for all the 
other non-plant products you need 

* Quickly cost jobs and create 
estimates 

You can! 
l ï û © / 7 anywhere, fex? tes Gftxam 

Gfiû© [ p i f e © © ß O (SQD[°) ®í? ©OoDq 
As a reader of Lawn & Landscape, you a re eligible for all ied products, information, industry news a n d 
a preferred membership to PlantFind, which includes technology you require to run your business. The best 
all the tools PlantFind has to offer. Join thousands of part is that PlantFind NEVER charges commissions, 
businesses a l ready online a n d find the plant goods, set-up fees or percentages. 

So easy to use, you wonft need a green thumb to grow your business. 

partners with 

Lawnâiandscape 
S l a n t F i n d 

Next Generation Business Solutions 1-877-473-3363 
www.plantfind.com 
USE READER SERVICE #64 
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more intimate connection with the land than 
people who work on a commercial office site 
do." Additionally, Novy notes that many 
HOAs "interface" with a natural border, such 
as a stream, wetland or woodland, which often 
require extra attention during maintenance. 

Dealing with the residential facet of HOAs 
in combination with the commercial-sized as-
pects of the accounts requires contractors to 
establish a single point of contact on each prop-
erty - usually a property manager. Ensuring 
that all contracts, requests and other docu-
mentation pass through the hands of this 
individual maximizes organization and effi-
ciencies by having one person can "OK" 
everything without numerous people pro-
viding their input. 

Still, HOAs can be quite expansive, so 
keeping in touch with the property manager 
is a must. 

"Our account managers have every prop-
erty manager's cell phone number," Hollman 

(continued on page 72) 

Most contractors who service 
homeowners' associations (HOAs) 

work closely with property managers or 
management firms to funnel all project 
bids, maintenance requests and other in-
formation through a single person rather 
than taking direction from a legion of 
condominium residents. 

However, experienced HOA contrac-
tors also insist on gaining the favor of 
each account's board of directors. 

"The board members are residents of 
the property," explains Linda Novy, 
founder and chair, Gardeners' Guild, San 
Rafael, Calif. "They're elected by the 
homeowners and sometimes homeowners 
also attend board meetings." 

Novy has her account managers at-
tend board meetings at certain times of 
the year, which provides opportunities for 
the company to hear and respond to resi-
dents' questions. "Generally, we'll go 
over a plan, a work order, give a seasonal 
update, or maybe discuss a particular is-

sue or topic that the board and the resi-
dents are interested in," she says. 

"We really try to get that face time be-
cause you have a lot of critical eyes on you 
while you're there," agrees Fred Hollman, 
owner, Frederick's Landscaping, Cincin-
nati, Ohio. "Sometimes you become a tar-
get because any resident with a complaint 
will be there to confront you about it. [But] 
you can also explain yourself there and 
teach the residents who may not be edu-
cated about the landscape why you can or 
can't perform certain tasks they request." 

Hollman notes that one of his proper-
ties is in a hilly area with a lot of swales 
that occasionally go unmowed because 
of their marshy conditions. "You can't 
mow when there's water sitting in them 
because it will create ruts and damage 
the turf," he expresses. "But the average 
person doesn't know that, so this is an 
issue that we can respond to and have it 
recorded in the board meeting minutes." 
- Lauren Spiers 

Resident for President 
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(continued from page 70) 

mentions. 'There's constant communication and 
if s our main goal to keep that communication 
going. We may talk to these managers two or 
three times per week on large sites." 

Both Novy's and Hollman's companies 
advocate walking each jobsite with prop-
erty managers several times a year to see and 
discuss all project details. 

"We have two adjacent homeowners' asso-
ciations and we recently did a walk-through 
with both [HOA] presidents and both prop-
erty managers/' Novy says. "We had a creek 
specialist join us because both properties 
interface with a creek and we had represen-
tatives from the city there as well. It's a great 
way to discuss plans, get the big picture and 
be in the field enjoying the landscape." 

Novy's account managers handle walk-
throughs monthly or quarterly depending 
on the property and Hollman's try to visit 
each property three times per year to get 
client feedback. Likewise, Eric Cross, presi-
dent, Duke's Landscape Management, 

Hackettstown, N.J., ensures that all of his 
HOA accounts are visited on a regular basis. 

"I personally see all of our accounts at 
least once per month and my account man-
agers are on each of their sites weekly to visit 
the crew while they're working," Cross notes. 
"When you're working with property man-
agers, if you do a good job on one site, the 
property manager will try to bring you along 
to additional sites. Part of what we do is try 
to reduce headaches and phone calls for our 
property managers because we know that if 
we can make their job easier, they're going 
to fight for us and represent us at HOA 
board meetings." 

In addition, most contractors agree that 
the most important responsibilities on HOAs 
are professionalism and being proactive. 

"The way I look at a lot of these proper-
ties is to consider what's really best for them," 
Hollman expresses. "It's not about how many 
plants we can stick in the ground on an up-
sell. I'm a firm believer that most of these 

HOAs need to properly take care of what 
they've got instead of just adding to it. Being 
proactive means looking at what's in their 
best interest now, as well as two or three 
years down the road." 

For Cross, being proactive has instilled a 
strong sense of trust in the property manag-
ers he works with; "It's gotten to the point 
were most of our clients will now tell us, 'We 
have $20,000 in our budget for upgrades -
where should we spend the money,'" he 
relates. "They come to us for advice because 
they trust our judgment and know we've 
looked out for their property in the past. 
And, of course, the work for these upgrades 
is more profitable because we're not bid-
ding against five other competitors." 

THIS OLD HOA. Just because most con-
tractors work directly with property man-
agers on HOA accounts doesn't mean work 
requests from residents stop coming in. In 

(continued on page 74) 

P O W E R UP YOUR P R O F I T S 
Were Light Years Ahead! 

• Il luminated Holiday 
Decora t ing 

• High Quali ty - Low Star tup 

• Dis t r ibutorships Available 

• The Perfec t Add-On 
Business 

• 2 Days of Training * On 
Going Support 

• Secure Your Area Today 

• Retain key employees 
during winter months 

• Increase off season sales 
andprofi ts decorating 

w w w . s a y i t w i t h l i g h t s . c o m 

CALL TODAY 1 - 8 8 8 - 2 0 0 - 5 1 3 1 

U S E YOUR 

M O S T VALUABLE TOOL 

FOR CUSTOMER 

SATISFACTION AND 

RETENTION — 

CLC LABS SOIL 
TESTING! 

Call 614/888-1663 
and Start Today\ 

CLC LABS 
325 Venture Drive 
Westerville, OH 43081 
614 888-1663 
FAX 614 888-1330 

Exclusive Laboratory Services for the 
Turf & Ornamental Professional. 

72 USE READER SERVICE #67 USE READER SERVICE #68 

http://www.sayitwithlights.com


I I L 

r 

y r r ^ i 

• T V , 

" I < * f ^ r e ' * ^ 

Fantastic Financing Doing on UiJWl 
Down 

Interest 
until March 2004 

Payments 
until April 2004 

* 0 Down Payment - 0 Interest Until March - 0 Payment Until April of 2004 delayed payment program is available to both Consumer and Commercial applicants through 
Sheffield Financial Corporation or Shoppers Charge. Program converts to 9.9% A PR. finance rate A higher interest rate may apply based on applicants past credit history. 

• Not all that apply will qualify. See Dealer for complete finance program details. 

PlUS-Add One of These Exclusive Exmsrk Accessaries! 
E-Z Striping Kit and Micro-Mulch™ System offers cannot be combined. Offers valid now through October 31, 2003. 

^ | ~ —» Create a distinctive, beautifully 
§ J m manicured appearance with a 

•Jj mi 
E-Z Striping Kit 

with the purchase of ANY new 
Exmark' riding mower. 

Watch leaves and grass clippings 
virtually disappear w i th a 

Ml 
Micro-Mulch System 

with the purchase of ANY new 
Exmark' riding mower. 

. / # • 1 * r 

/NOBODY DOES IT BETTER 

w w w . e x m a r kTc o m 
B E S T - S E L L I N G B R A N D O F M O W I N G E Q U I P M E N T F O R T H E L A N D S C A P E P R O F E S S I O N A L 

USE READER SERVICE # 6 9 

http://www.exmar
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situations where homeowners want their 
lawns spruced up or a few planting beds 
added - services that fall outside of general 
HOA maintenance contracts - contractors 
handle these requests differently. 

"Many times, residents will call our com-
pany directly with requests and we gently 
steer them back to the property management 
company/' Novy comments. "If they're ask-
ing for an improvement in what's consid-
ered a common area, we let the property 
manager filter those. Sometimes, though, a 
private individual will want a few things 
planted and we'll generally refer another 
landscaping company." 

Other companies, however, will take on 
the additional work requests. "If a home-
owner wants to re-landscape their unit, they 
get permission from the homeowners' asso-
ciation and then call us in to design a new 
landscape," Cross comments. 

Hollman has a similar approach. "If it's 
an out-of-scope service - additional mow-

ing or something like 
that - we do check with 
the property manager 
first and if they ap-
prove it, we'll do the 
work, and there's a 
charge for that," he explains. In instances 
where the homeowner simply requests edg-
ing a few extra inches along the sidewalk, 
for instance, Hollman's crews will go ahead 
with the work to please the customer. 

Novy agrees that communicating with 
homeowners is important. "If a resident 
comes out while the crew is there working 
and asks that they make sure to rake a 
certain area, for example, our crew is going 
to respond, 'Yes, absolutely,'" she remarks. 

One Hispanic crew leader for Garden-
ers' Guild wanted to be able to communi-
cate with homeowners so earnestly that he 
took an English as a Second Language class 
offered by the company and is now able to 
converse with residents on his route. 

HOA residents' 
requests means 
extra revenue for 
some contractors. 
Photo: Stay Green 

"Because a lot of our workforce is His-
panic, there's a disconnect there if there's no 
communication," Novy says. "Being able to 
speak with the residents made the crew leader 
feel terrific and it made the homeowner feel 
terrific, as well, because they knew their 
requests were being heard and could tell that 
the crew leader really cared about his job and 
the property." 

Another way contractors solidify their 
presence on HOAs and keep communication 
consistent is through effective routing. 

"Our crews are dedicated to certain ac-
counts," Hollman mentions. "With HOAs, 
there's a lot of hand-holding, so one supervi-
sor has the same routes every week. You 

(continued on page 76) 
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(continued from page 74) 

have to have the same people visiting the 
site to build up a comfort level. We have the 
same maintenance crews handle the same 
accounts, so they'll get to know that 'Mrs. 
Jones' likes her lawn mowed a certain way 
and they remember that every week." 

Novy agrees. "We're very sensitive not 
to have too many different crews on each 

site because we want the final project to 
have ownership," she adds. "There's an em-
phasis on communication with the prop-
erty managers and the HOAs, but there's 
also a tremendous amount of communica-
tion internally." Novy's employees attend 
staff meetings every Monday and Friday, as 
well as integrated pest management meet-

ings once a month. These give account man-
agers opportunities to discuss needs and 
treatments on accounts and keep mainte-
nance, irrigation and support crews up-to-
date on what's happening at each property. 

But despite all efforts to keep everyone 
informed and happy, there will always be a 
few accounts in this service segment that a 
contractor just won't be able to please. 

"We've had new boards come in and want a 
clean slate, so they got rid of the attorney and the 
garbage company and the landscaper - all of 
that," Cross remembers. "More often than 
not they hire us again, but we insist on two-

"PART OF WHAT WE DO IS TRY TO 

REDUCE HEADACHES AND PHONE CALLS FOR 

OUR PROPERTY MANAGERS BECAUSE WE 

KNOW THAT IF WE CAN MAKE THEIR JOB 

EASIER, THEY'RE GOING TO FIGHT FOR US 

A N D REPRESENT US AT HOA BOARD 

MEETINGS." - ERIC CROSS 

to five-year contracts, which kind of insulate 
us from the changes that can happen." 

Additionally, Cross recommends picking 
up accounts in this service segment that have 
been established for a couple of years rather 
than bringing on brand new HOAs. "New 
board members don't really understand the 
responsibilities or the roles, so we've found 
that it's better for us to wait a couple of years 
until things get settled and then it becomes a 
more attractive account for us," he continues. 

When a new property manager does come 
into the picture, Hollman recommends get-
ting in touch with the new manager to dis-
cuss the what's been going on with the ac-
count. "The most important step is to talk to 
him about what you've done and what you 
want to do," he suggests. "Also, talk with the 
board of directors because if you've done a 
good job, they'll think highly of you and 
that's who you want to win the favor of -
they're who you're working for." Q 

The author is Assistant Editor of Lawn & Land-
scape magazine and can be reached at 
lspiers@lawnandlandscape.com. 
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Properly timed fall 

fertilization prepares turf 

for dormancy. Photo: Lawn 

& Landscape staff 

Fertilize lawns in the 
fall before they take 
a winter rest to create 
strong root systems 
and reduce spring work. 

How is a bear similar to a lawn? 

Both require the right kind and amount of nutrition to hibernate. 

This riddle's answer offers a couple of keys to preparing lawns for a long, 

cold winter. 

Still, some customers might wonder why their lawns need fall fertiliza-

tion if snow is right around the corner, but the process is crucial for 

maintaining root systems and early spring green-up. 

"The average customer doesn't always know the importance of fall 
fertilization," admits Ray Buckwalter, product manager, Lebanon Turf 
Products, Lebanon, Pa. "But if I were going to start a lawn care program for 
a new customer, I would start it in the fall. If you don't fertilize your lawn in 
the fall, you can't catch up [the next spring]." 

After a dry summer, fall is a recuperative period for cool-season varieties 
and some varieties of warm-season turfgrass, adds Bob Staib, consultant, 
Nu-Gro Technologies, Grand Rapids, Mich. 

Indeed, a proper fall fertilization plan will maximize the grass's recovery 
period and prepare it for healthy growth once soil temperatures rise in spring. 

WARM- & COOL-SEASON TURF NEEDS. To cope with the winter 
weather, both cool-season and warm-season turfgrasses require a balanced, 
nutritional diet applied at the right time in the fall before they become 
dormant for the winter. At the same time, though, cool- and warm-season 
turfgrasses require different nutrient amounts at different times of year, 
Buckwalter says. 

This is because cool-season turfgrasses thrive in autumn's cooler soil 
temperatures and absorb more nutrients than in the spring, Buckwalter 
adds. But warm-season turfgrasses approach dormancy in the cooler weather 
and should be fed fewer nutrients. 

"Fertilizing warm-season turf in the fall is similar to fertilizing cool-
season turf in the spring," Buckwalter compares. "In 
both cases, the turf is headed into the period of 
greatest stress." 

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

Feeding warm-season turfgrass too much 
nitrogen- heavy fertilizer during the fall de-
lays its period of dormancy and raises its risk 
of winter cold damage because the grass can't 
regulate the amount of nutrients it consumes, 
Buck waiter explains. "Generally speaking, they 
should be allowed to go into winter a little 
hungry to reduce winter mortality," he says. 

Too much nitrogen too early in fall also can 
be detrimental to cool-season turf, increasing 
the risk of winter damage, according to Chuck 
Paulson, national sales manager, Spring Val-
ley Turf Products, Jackson, Wis. He notes that 
dead patches of grass in spring may result and 
adds that application success "all comes down 
to timing and calibration." 

TIMING IS CRITICAL. For lawn care op-
erators (LCOs), promoting strong root 
growth is the most important factor in the 
fall fertilization process. Few, if any, turf 
varieties have something to lose from fall 
fertilization, unless the application is im-
properly timed. 

"The long-term vigor of plants is deter-
mined by the root system's ability to sup-
ply nutrients and water through normal 
stresses of weather, disease and insect pres-
sure - and in many cultured turfs - con-
tinuous, close mowing," Staib says. "There-
fore, it's important to encourage maximum 
rooting at the time of the year when it 
occurs most naturally." 

Staib explains that LCOs should wait until 
the soil in their area reaches a certain tem-
perature range before beginning a fertiliza-
tion program because the yearly timing of 
fall applications changes with varying 
weather patterns. He suggests making ap-
plications when soil temperatures are around 
the low 50s and air temperature roughly 60s 
at night for cool-season turf and a soil tem-
perature in the low 60s for warm-season turf. 
"At these temperatures, energy resources 
are redirected from tissue production to root 
formation," Staib says. 

Buckwalter adds that he prefers a fertili-
zation program consisting of two separate 
applications of high-nitrogen fertilizers, 
about 1 to 1 Vi pounds of nitrogen each - the 
first around mid-September and the second 
at the time of the last lawn cutting. 

Apply 60 to 70 percent of the total nitro-
gen for cool-season turf in the fall, Buckwalter 
advises. "This can be done if 40 percent or 
more of the nitrogen is from quality, slow-
release sources," he says. 

Gary LaScalea, owner, GroGreen, Piano, 
Texas, warns of another fall fertilization tim-
ing danger for LCOs: turf can deplete the 
nitrogen contained in fertilizer before the 
winter even starts if it is applied too early. 
The idea behind fall fertilization is to make 
sure the turf's fertility is available through-
out the winter. Otherwise, the turf will suffer 
winter damage, despite the fall application, 
LaScalea explains. 

"It is better to be a little bit late than too 
early," LaScalea says. "Hold off for a few 
weeks. If you are putting a fall fertilizer 
down at Thanksgiving, it's not a problem." 

(continued on page 82) 
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PRESCRIBE THE RIGHT A M O U N T . 
Fall fertilization is an essential process for 
a lawn's health and beauty because it sets 
up what an LCO will accomplish the fol-
lowing spring, Paulson says. But applying 
fertilizer in the wrong amounts can dam-
age a lawn as much as applying fertilizer at 
the wrong time. 

"There are two schools of thought on 
how to properly fertilize a lawn," Paulson 
relates. "One is to go with a high potash 
application and the other is to go with a high 
nitrogen application." 

If nitrogen is applied too early in the 
season, though, the grass simply cannot get 
rid of the excess nutrients and continues to 
grow when it should have begun dormancy, 
Paulson says. If turf is actively growing, he 
recommends a high potassium application, 
such as 1-1-2 ratio. 

"Potash will promote a lot of root growth 
and through that growth, the plant will have 
more ability to pick up moisture and nutri-

Fertilizing trees is a slightly more 
complex process than applying 

fertilizer to a lawn. Both processes, 
however, should occur in autumn. 

Because of the damage summer heat 
causes, most contractors consider fall to 
be the best time to fertilize trees, says 
Gary LaScalea, owner, GroGreen, Piano, 
Texas. Even though most trees become 
dormant during the fall, lawn care 
operators should make sure that 
nutrients are stored and ready for trees 
to use the following spring - the 
growing season for trees. 

"The plants really go through a lot of 
stress during the summertime," LaScalea 
says. "You want to make sure the 
nutrients are there so when fall comes, 
they can store them and utilize them. 
Then, when spring comes, they're ready 
to grow." 

Chuck Paulson, national sales 
manager, Spring Valley Turf Products, 

Jackson, Wis., agrees that fall is the best 
time to fertilize trees because that is when 
they undergo the most root growth. And 
because 90 percent of a tree's feeder roots 
are in the top 6 to 10 inches of the soil -
where most of the nutrients are going to 
be absorbed - Paulson says the best 
method of fertilizing a tree is through 
liquid injection. 

"Too much of the granular fertilizer, 
especially if it is applied topically, is used 
by turf roots and other plant roots before 
the tree is able to utilize it," Paulson says. 
"There is a tremendous amount of 
competition within the top 6 to 10 inches 
of the soil and the plants closest to the 
fertilizer are going to get the most benefit 
from that application." 

A liquid injection is a liquid fertilizer 
that is injected underneath the tree's drip-
line in a grid pattern surrounding the tree, 
Paulson says. The injection into the soil is 
made every 2 to 2Vi feet to deliver a 
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predetermined amount of nutrients, which 
evenly spreads the overall amount of 
fertilizer used. 

"With this grid pattern, [the injections] 
should be distributed throughout the root 
zone to the feeder roots," Paulson says. 

Warde Teulon, technical director, Nutri 
Lawn, Vancover, British Columbia, adds 
that generalizing a process for tree 
fertilizations is impossible because there are 
so many different tree species. Nutri Lawn 
does a deep-root injection of fertilizer in the 
fall for deciduous trees and in the spring for 
rhododendrons. For the smaller rhododen-
dron shrubs, Teulon says Nutri Lawn uses a 
high-quality granular fertilizer because the 
feeder roots don't run as deep into the soil 
as the root systems of larger trees. 

"Every region in North America has its 
own weather, its own plants and its own 
soil types," Teulon says. "All of those 
factors should really be considered when 
you are trying to decide what type of 
fertilizer to use and when to fertilize." 
- Kevin McConville 

ents and store those nutrients over the win-
ter/' Paulson says. "If the turf has gone 
dormant however, then it would be wise to 
use a high nitrogen application." 

In the early fall, LCOs should apply a 
combination fertilizer of slow-release nitro-
gen and phosphorus - a 2-1-1 ratio - to meet 
the turf's needs, Staib says. He also suggests 
that the nitrogen in the application be either 
urea or a natural organic source that will 
stimulate and be released by microbial ac-
tivity in the root zone. 

"The slowly available nitrogen and rela-
tively immobile phosphorus will be in place 
to encourage maximum root formation," 
Staib says. "Some of the nitrogen and phos-
phorus will still be stored in the roots over 
the winter to be available for uptake when 
growth resumes in the spring." 

However, Buckwalter adds that most soils 
do not need fertilizers with heavy 
phosophorus. LCOs typically use high 
amounts of phosphorus to "winterize" a plant 

• c n n s s j AMI iiwu 
because it helps to expand the root system 
and protect the plant from winter damages. 

"Unless the area being treated is being 
seeded or soil tests show a phosphorus defi-
ciency, this application is totally inconsis-
tent with modern turf grass management 
practices," Buckwalter says. "Many soils 
have ample phosphorus, and phosphorus is 
not used in large quantities by the plant. It is 
rarely a limiting factor for turf quality." 

For later in the fall, when the ambient 
temperatures have cooled enough so that 
mowing has stopped or slowed consider-
ably, Paulson recommends a fertilizer with 
a 6-1-1 ratio. High nitrogen applications take 
advantage of what remains of the warm soil 
temperatures while the plant still can soak 
in nitrogen. 

"The plant will take in nitrogen and store 
it as energy throughout the winter months 
as carbohydrates and sugars," Paulson says. 
"That is what the plant will use to come out 
of dormancy the following spring." 
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With high nitrogen fertilizers, LCOs also must remember to 

properly calibrate their fertilizer mixtures, says Doug Masters, 
regional sales and national manager, The Andersons, Maumee, 
Ohio. He suggests conducting a soil test to determine what nutri-
ents the soil lacks before starting a fertilization program. And for a 
healthy lawn, he suggests using only 1 pound of slow-release 
nitrogen at a time. 

"Don't overdo it," Masters says. "Consider using a slow-release 
nitrogen if the weather is still hot and humid. It will slowly release for 
a continuous green color." 

GRANULAR VS . LIQUID. The argument over which type of 
fertilizer - granular or liquid - is more effective for fall applica-
tions boils down to which type the LCO prefers and what equip-
ment he or she uses. Generally, LCOs choose a granular-based 
fertilizer because of their equip-

' T H E A V E R A G E C U S T O M E R 

D O E S N ' T ALWAYS K N O W T H E 

IMPORTANCE O F FALL 

FERTILIZATION. IF Y O U D O N ' T 

FERTILIZE Y O U R LAWN IN THE 

FALL, Y O U C A N ' T CATCH UP 

[ T H E NEXT S P R I N G ] . ' 

- RAY BUCKWALTER 

ment needs and because its NPK 
ratio can be reformulated easier 
than a liquid fertilizer. 

Warde Teulon, technical di-
rector, Nutri Lawn, Vancover, 
British Columbia, says his com-
pany generally uses granular 
products for fall lawn fertiliza-
tions. "We use granular fertiliz-
ers because it's the last applica-
tion and you don't have to worry 
about freezing tanks," Teulon 
explains. "The granular allows 
you the flexibility to change 
quickly. If your weather changes, 
you can quickly adapt by chang-
ing fertilizers." 

Liquid fertilizers are more difficult to reformulate and adapt to 
changing weather patterns. "If you have 5,000 gallons of fertilizer 
mixed up, then you are stuck with it or you've got to reformulate it 
somehow," Teulon says. 

Buckwalter, a former LCO, also prefers granular fertilizer 
applications for heavy fall feedings because liquid applications 
are better suited for supplying turf with fast-acting nitrogen for 
quick results. 

"Getting more than a token amount of slow-release nitrogen in a 
liquid form is expensive," Buckwalter says. "Having nitrogen release 
reliably over time is critical to get better utilization by turf and avoid 
leaching and vaporization, which can have detrimental environmen-
tal impacts." 

A PACKAGE DEAL. LCOs often sell fall fertilization services as a 
part of a year-round contract. They price based on the cost of the 
fertilizer, application time, equipment used and labor. 

"We don't market much in the fall because it is all sold when the 
customers buy their programs from us in the springtime," LaScalea 
explains. "They buy a program for the year and fall fertilization is a 
part of that program." 

(continued on page 86) 
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(continued from page 84) 

LaScalea says he tends to get more work orders in the fall for 
weed control rather than fertilizer applications because customers 
"let their lawns go in the summertime and they become burnt up 
and full of weeds." Those who purchased the fertilization service 
with their contract leave the worries of the process up to LaScalea 
and his technicians. "They just trust us if they are on the program/' 
LaScalea says. "We have to make the decisions according to the 
weather and what their needs are to make sure we can stand behind 
our results." 

GroGreen bases its price for fall fertilizer applications on the 
square footage or the number of acres to service. However, the price 
for "special request" applications or for noncontracted accounts 
don't vary. 

"We have a standard price per acre that we charge all year long," 
LaScalea says. "The only way that would change is if a certain 

' IT 'S BETTER TO BE A LITTLE LATE THAN TOO EARLY. IF YOU ARE 

PUTTING A FALL FERTILIZER DOWN AT THANKSGIVING, IT'S NOT A 

PROBLEM. ' - G A R Y LASCALEA 

property owner has a special blend that is more costly then our 
standard program." 

Teulon says Nutri Lawn also markets its fall applications year-
round by selling contracts, but they are normally offered as an added 
service. If a customer's lawn is weak or having difficulty maintaining 
a green color, then the LCO usually stresses the importance of the fall 
applications to close the sale, he adds. 

Although most LCOs price their fertilizer applications the same 
all year, the cost of nitrogen can create a few headaches. Paulson says 
this year, there has been an increase in the cost of nitrogen, which 
may affect the amount of nitrogen LCOs use in fertilization programs 
and the cost of the application for customers. 

"I think we may experience many lawn care companies reduc-
ing their nitrogen rates throughout the growing season," Teulon 
says. "This means they are going to have to make up for the 
nutrient deficiency somewhere in their program, and I think this 
fall is going to be a good time to address this issue." 

LaScalea says his company tries to absorb the added nitrogen cost 
because increasing the service price is difficult for long-term custom-
ers under contract. 

"What suppliers sometimes don't understand is when they come 
in with a big price increase, our contracts are already signed," 
LaScalea says. "You just can't tell a customer, 'Well, our price has 
gone up, so your price is going up.' You have to eat that stuff or 
people will get perturbed and want to go elsewhere." 

To lessen price pressures, LaScalea suggests LCOs pay close 
attention to the type of fertilizer they purchase, get as many bids on 
fertilizer prices as possible and make sure technicians understand 
how to calibrate the spreading equipment correctly. B! 

The author is Contributing Editor to Lawn & Landscape magazine and can 
be reached at kmccotwille@lawnandlandscape.com. 
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Planting isn't perennial - the service doesn't expire after the summer solstice, and prime planting 

conditions aren't pressured by a biological clock that stops ticking in late September. In fact, 

installing plant material is a 12-month mindset for contractors who don't hibernate after Hallow-

een and still want to roll in additional revenues. 

"Plants are not an intelligent life form - they don't know what month it is," notes Mike 
Pender."They don't know if it is June or January." Besides, garden center plants that spend 
winters resting in pots or flats are much healthier once nestled into a customer's property, figures 
Pender, president of Classic Garden & Lawn. 

This is why Pender sticks with a 365-day planting prerogative - his Birmingham, Ala., weather 
allows him to do so. But while regional divides and climate differences determine an ideal 
planting threshold, there's no reason for contractors to close their doors when temperatures drop. 
Contractors can ease fall planting by simply considering cultural practices, amending soil, 
sticking to basic installation smarts and paying attention to plant type. 

Fall planting can 

extend the work 

calendar for sea-

sonal employees. 

Cross-trained 

crews can move 

from maintenance 

to autumn installa-

tion jobs. Photo: 

staff 

ALL ABOUT AUTUMN. Traditionally, customers and contractors alike associate new plants 
and landscaping projects with spring. Warmer weather certainly promotes plant growth - and 
spring fever encourages clients to consider refreshing their beds. "Most people think that spring 
is when you plant, and spring is a wonderful time," says Rick Christensen, director of marketing, 

(continued on page 90) 
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(continued from page 88) 

Teufel Nursery, Portland, Ore. "But fall is 
better and a lot of people aren't aware of that 
fact. In a moderate climate like the Pacific 
Northwest, fall is ideal. We are past our hot 
time of year and past the need for supple-
mental irrigation. At this point, the rainfall 
has started so there is plenty of moisture in 
the soil." 

Supplemental water is crucial during root 
development, and temperatures in the spring 
and summer call for careful attention to 
irrigation practices, Christensen explains. 
Inadequate moisture is one of the main rea-
sons plants fail, and contractors who plant in 
wetter fall weather conditions can increase the 
likelihood of plant survival, which can reduce 
warranty claims. 

"During the first year, plants don't have 
the root system that they used to have in the 
nursery," Christensen describes. "Heat stress 
comes along and they don't have the roots to 
take up moisture. If you plant in the fall, then 
our rains start so the watering is taken care 

of and homeowners don't have to worry 
about that." 

On the other hand, too much water also 
can hinder plant establishment, Christensen 
adds. "We have heavy, clay soils and if 
plants are planted too deep they will drown 

" P L A N T S ARE NOT AN INTELLIGENT LIFE 

FORM - THEY DON'T KNOW WHAT 

MONTH IT i s . THEY DON'T KNOW IF IT IS 

J U N E OR J A N U A R Y . " - MIKE PENDER 

in winter months," he notes, explaining that 
planting material higher in the soil can pre-
vent this problem. Precipitation and soil 
moisture are usually more generous in the 
fall, and as long as clients understand that 
plant care isn't an automatic-pilot function, 
autumn installations settle well. 

Besides water worries, insects are less of a 
concern in cooler temperatures, comments Josh 
Keller. Fewer creatures munching on material 
means fewer warranty claims when disease 
overwhelms plants. "In our part of the country, 
when you plant in the spring, the plant is 
under stress and it is more susceptible to 
insect damage, and if the plant is under 
warranty you have to pick up the cost of 
insecticide," says the vice president of Keller's 
Turf and Shrub Care, Independence, Mo. 

"We prefer to plant in the fall," Keller 
adds. "There is less mortality. There is a 
better survival rate, especially if you are 
installing large plant material like big trees 
and balled-and-burlapped material. You 
can't plant those in hot weather." 

Keller's crews appreciate the cooler 
weather, as well. His cross-trained landscape 
employees shift into fall planting, many of 
them working through the calendar since the 
company schedules installations in the fall. 

(continued on page 92) 
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And plants installed in the fall have a 
jumpstart come spring, Christensen points 
out. "Plants have all winter long to develop 
their roots, so when the growing season 
comes, they are putting on new growth," he 
explains, noting that plants installed in spring 
or summer still are establishing and clients 
won't notice as much development. "[Plants] 

are establishing the roots in their new home 
and all of their energy is devoted to that. The 
following season is when you see growth 
[on spring and summer installations]." 

For deciduous trees, fall planting is ben-
eficial because their branches are bare, 
Christensen adds. Wind catches leaves and 
can disturb young trees with shallow roots. 

"There is a better chance that the tree will 
remain upright and not be blown over by the 
wind without the leaves," he says. "Trees 
have all winter to establish their roots, so 
when the leaves do come out they are in that 
much better shape." 

Clearly, cultural benefits cause many con-
tractors to favor fall planting, but beyond 
climate chemistry, business owners view ex-
tended installation as a bottom-line booster. 
"Fall planting helps landscape contractors ex-
tend their income," Christensen says. 

Joe Burns notes that his cross-trained em-
ployees can work longer seasons once summer 
closes. Fall planting provides additional work 
to keep crews busy longer. "Things slow down 
a little bit in the fall, and that makes it a good 
time to plant from an economic standpoint," 
remarks the president of Color Burst, At-
lanta, Ga. "Depending on the weather, we 
can plant all winter long. The fall can extend 
right into the spring, so that is another cost-
saving opportunity for us." 

TALK TIMING. So when should contractors 
introduce fall planting possibilities to their 
clients? Drake Snodgrass figures, why wait? 

"We don't even talk about fall planting 
here because planting is 12 months per year," 
says the president of Drake's 7 Dees Landscap-
ing, Portland, Ore. Of course, there are certain 
timing thresholds that are more conducive 
to successful planting. For example, mois-
ture levels are high in late November in the 
Pacific Northwest, and if plants aren't estab-
lished at this point a cold spell or freeze can 
harm them. 

"We try to balance it," he explains. "We 
have to continue to take in revenue, so we 
have to continue to landscape, but we want 
to do it in a way that doesn't cause anxiety to 
the customer via plant loss." 

While Snodgrass contends that any time 
is a fine time for planting, he encourages 
customers to think ahead for large installa-
tion projects. "If the customer is thinking, 'I 
want a new water feature and my back yard 
renovated and landscaped and irrigation, I'll 
just wait until next spring,' that's the mis-
take," he notes. "They need to say, 'Let's call 
and get things going,' and set up a Septem-
ber or October installation." 

From there, Snodgrass can prioritize 
what installation tasks are not time sensi-

(continued on page 94) 
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ti ve and which are weather dependent. Sep-
tember and October are prime for planting, 
but in November and December Snodgrass 
pays careful attention to conditions. "You 
do the non-sensitive parts during the [poor] 
weather/' he says. 'That strategy is the key 
to being successful." Non-sensitive tasks 
include installing hardscape, concrete pa-
tios and paver stones. Soil preparation, on 
the other hand, is sensitive. 

This type of planning keeps work - and 
revenue - flowing throughout the season. 
"Like anything, you need to plan fall plant-
ing for maximum efficiency and maximum 
profit," Burns confirms. Critical planning 
points include customer education and com-
munication, and Burns starts conversations 
about fall planting early. When clients be-
gin their budgets, he sells. 

"For fall, that might mean you are working 
one year ahead," he notes. "The budgeting 
season for some [commercial accounts] is April 
1, and others don't start until October." 

Once he learns his customers' fiscal dead-
lines, he sets some due dates of his own, 
scheduling most fall plantings in June. 
"When you talk about fall, technically the 
first day is Sept. 21," he points out. 

Christensen prioritizes his yearly instal-
lation schedule based on client requests, 
which is why understanding their land-
scaping goals is so important, he says. "We 
plant in the spring and summer for custom-
ers who have deadlines, but if it is a residen-
tial account and they just want to upgrade 
their landscape, will try to put them off until 
September, October or November," he says. 
"Then, it is an additional value we can give 
them because the plants will have a better 
survival rate." 

But plant survival rate depends on the 
caretaker, too, which is why contractors who 
plant in the fall should carefully discuss and 
we review practices like watering with cus-
tomers. But cooler conditions don't free 
homeowners from watering responsibilities 
all together, Pender points out. "Some people 
will water in July and August and then they 
will quit," he says. "I have had more plants 
die in September and October because people 
quit watering them." 

HEALTHY START. Autumn installations 
appeal to business-savvy contractors, but 
just because conditions are conducive to 

lawnandlandscape.com ^ ^ 

/ See this story online for a 
customer handout that spells out 

proper watering practices. 

planting doesn't mean material will grow magi-
cally. Proper planting technique determines 
installation success for any project, no matter 
the season. 

Start with universal rule of thumb: Put 
the right plant in the right place. 

Pender determines the best material for a 
property by conducting careful site inspections 
prior to installation. He notes sunny and shady 
areas, soil type and quality, and topography 
that might cause drainage difficulties. 

And because water issues are so critical to 
plant health, assessing drainage is the first 
order of business for Christensen. "When we 
go on to a site, we identify where there will be 
puddles in a landscape," he says. "Surface 
drainage is the first thing we look at." 

Next, Christensen prepares the soil, which 
is necessary on many new construction sites 
where building contractors usually lay down 
sod. "The homeowner has no idea what is 
under the sod," he remarks, adding that usu-
ally, what's underneath is not ready for plant-
ing. Christensen breaks up native soil so it is 
loose and pliable, and he will turn up soil 
beyond the designated planting area so feeder 
roots have room to grow. 

Christensen doesn't add heavy organic 
material to soil. "The old school says you put 
as much as organic material and mix it in 
the soil," he says. "That creates a bathtub 
effect, which is soil that is a heavier density 
holds water and soil that is lighter, water will 
collect there. When you dig a hole to install a 
plant and you amend the soil with a light-
weight organic material, it fills up with water 
during heavy rain periods. If there is not 
enough soil drainage, the plant will start to 
die and the roots will suffocate." 

He sticks to turning up soil and carefully 
mixing any organic materials he adds to soil to 
create a "transition layer." "It's like the frosting 
on a cake," he compares. "A transition layer 
will allow you to have far greater success." 

Increase the survival rate more by mulch-
ing beds. Soil will hold in moisture, protect-
ing roots from freezing, Christensen adds. 
Pender prefers bark chips, which serve the 
same purpose. 

(continued on page 96) 
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Then, apply fertilizer to feed plants nutri-
ents so they stay healthy during the winter. 
Pender uses a fertiloam product, a rooting 
compound that is applied to the planting 
hole after installation. "It helps the roots 
break out of that circular confinement they've 
been in [so they can put] out a new root 
system," he explains. 

Christensen adds that roots can't absorb 
large amounts of nutrients in beginning 
stages, so a light fertilizer application will 
do. "I would be more inclined to come back 
in the spring and do a nice topdressing of 
fertilizer then, when the plant can really take 
advantage of it," he says. 

Besides preparation and nutrition, con-
tractors who plant in the fall should ensure 
they are installing fresh plant material - not 
old stock that sat in the nursery during spring 
and summer heat, Keller advises. "You don't 
want something that was bought in the spring 
and was haphazardly taken care of during 
the season," he says. 

cut and remove-
all sisal and synihclic 

ivvine 

remove top one-third 
of wire basket 

2-4" of organic 
mulch— 

avoid mounding 
mulch unto the 

trunk 

remove hurlap from 
top one-third of 

roothall 

slope soil up to cover 
portion ol roothall 

above grade 

backrill with soil 
removed from 

the hole 

Proper planting 

starts with putting 

the right plant in the 

right place. But 

cultural practices are 

crucial to ensure 

establishment, no 

matter the season. 

When installing annuals that aren't in 
bloom during the fall, mark plantings with 
flags so the area isn't accidentally damaged 
during the winter, Christensen suggests. 
"Many times, we are planting what looks 
like empty pots - like Iris, for example," he 
describes. "It will die back and all you can 
see is a pot of dirt. The Iris tuber is in there, 
and in the spring it will come up beautifully, 
but if you are planting something that can't 
be seen above ground, you should put a 
stake in the ground so you can locate it." 

This X marks the spot until plants bloom 
in the spring. Then, established roots secure 
plants for hardy growth once winter breaks. 

"It's the old industry thing," Snodgrass 
relates. "Spring - spring is the best time for 
planting. Now it's fall - fall is the best time for 
planting. So, people ask, 'Which is it?' The fact 
of the matter is, any time is pretty good." D 

The author is a Contributing Editor to Lawn & 
Landscape magazine and can be reached at 
khampshire@lawnandlandscape.com. 
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recognize the advantages of planting a blend, 

instead of a single variety. So the only question 

is which blend do you choose? And since better 

varieties make better blends, the answer is obvious. 

Winning Colors combines three top-rated Tall 

Fescues: Rembrandt, the number one NTEP 

rated variety for the last five years in a row. J & f f o 

and Masterpiece, known for exceptional 

W i n n i n g C o l o r s b l e n d s t h r e e of t h e b e s t T a l l F e s c u e v a r i e t i e s a v a i l a b l e . 

disease resistance. Together, they make Winning 

Colors a winning combination of better seeds 

to yield better turf. And for high -traffic sports 

applications, try Winning Colors Plus, our 1 

90/10 mix of Tall Fescue blend and Bordeaux 

Kentucky Bluegrass. Call your LebanonTurf A ^ 

Picasso with its fine texture and dark color; 

Winning Colors, the blend that's all top-rated 

www.LebanonTurf.com, and find out more about 

seeds. If only the rest of your job were this easy. 

distributor, or call 1-800-233-0628, or visit 

LebanonTurf 
Nothing Succeeds Like Our Seeds 

1-800-233-0628 • www.LebanonTurf.com 
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Despite 

an absence or 

abundance of 

moisture, any 

property can 

flourish if 

waterproof 

plans are made 

in advance. 

by Ali Anderson 

Water. 

Is this life-sustaining liquid your friend or foe? De-

pending on what area of the country your landscape 

company calls home, H£) could be a blessing or a curse. 

Perhaps drought-like conditions have you scraping for 

adequate moisture - or maybe floods of wet weather have 

you constantly up to your ankles in irrigation. 
Either way, water can present crippling conditions 

for a vegetated property. Having too much moisture on 
a landscape can spell soil erosion, insecure root systems 
and drowned plants. Too little water on a landscape can 
dry out thirsty roots and wither leafy foliage. So, to 
maintain moisture as a life-sustaining commodity rather 
than a death-inducing agent, contractors must prepare 
for bad weather. 

MANAGING MOISTURE. 'The greatest challenge 
is to ensure that you can maintain the property to the 
level that is desired by the client, while effectively and 
efficiently managing the water," explains Rick Bonds, 
business developer, ValleyCrest Cos., Dallas, Texas. 

And meeting this challenge begins with careful plan-
ning. Contractors who plan and prepare for water condi-
tions can keep landscapes in their prime, come drought 
or flood. 

By planting hardy vegetation 
in water-sensitive areas, 
contractors can protect their 
clients ' properties from 
drought and flood damage. 
Photos: L&L Staff 

"Planning for droughts 
or floods is primarily a two-
phased approach," notes 
Tim Osborne, managing 
partner, Cotleur & Hearing 
Landscape Co., Jupiter, Fla. 
"First, the site conditions 
must be accounted for." 

Surveying the site 
means assessing its high 
and low points. Signifi-
cant variations in eleva-
tion can influence runoff 
patterns and add to erosion woes, so being aware of 
dips and slopes can help contractors prevent water 
damage in the end. Industry professionals also can 
protect a property from water-related damage by de-
termining whether the site will be interrupted by con-
struction or other processes, Osborne shares. Planning 
for possible changes in the site's gradation keeps the 
contractor one step ahead of a wet washout or desiccat-
ing drought. 

Once the site has been thoroughly scanned for 
potential problems, phase two of the preparation pro-
cess begins: plant selection. Choosing appropriate 
plants for a site is critical when striving to prevent 
water-related damage, Osborne explains. Since every 

(continued on page 100) 
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property is unique, an individually tailored 
planting plan should be prepared for each 
individual site. Contractors must also as-
sign the specific plants to the appropriate 
areas of each property. The motto Osborne 
subscribes to is: 'The right plant in the right 
place." 

But planting "the right" foliage in "the 
right" place requires attention to the details 
of each plant's characteristics. Thus, indus-
try contractors often turn to the specialized 
knowledge and skills of landscape architects 
when making appropriate planting decisions. 

"From the design viewpoint, we work with 
industry-leading landscape architects that 
know the climate, plant material and ways of 
containing water in the landscape that can be 
utilized in times of drought," Bonds observes. 

Osborne recommends using plants al-
ready found in the water-sensitive area. 

"One of the best planting design prin-
ciples to follow when considering drought/ 

(continued on page 102) 

Using these and other hardy plants, contractors 

can keep their clients' properties alive and 

reduce follow-up calls to job sites where water 

has the potential to wreak havoc. 

D R O U G H T S U R V I V O R S : Columbine, 

Sprnge, Tyme, Sedum, Honeysuckle, Common 

Lilac, Privet, Ash, Catalpa, Hackberry, Locust, Sabal 

Palms, Cycads, Crown-of-Thorns and native 

species such as Cocoplum and Fakahatchee Grass. 

F L O O D S U R V I V O R S : Astilbe, Clematis, 

Delphinium, Foxglove, Cotoneaster, Ninebark, 

Potentilla, Alder, Kentucky Coffeetree, American 

Linden and Willow, Paurotis Palm, Bald Cypress, 

Viburhum 'Awabuki.' 
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flood tolerance is to use a high percentage of 
native plants in the landscape/' he explains. 
"In Florida, and I'm sure elsewhere, native 
vegetation is the material that seems the 
most unaffected by the extreme con-
ditions of drought or flood." 

In the midst of such water-sensi-
tive planning and planting, custom-
ers should be included in the deci-
sion-making process, asserts Tom 
Fochtman, owner, CoCal Landscape, 
Denver, Colo. 

"Our job as the contractor is to manage 
the most important element to the life of the 
plant, which is water - and to proactively 
approach our clients with solutions to the 
needs of their individual landscapes that 
will prepare them for future needs and avoid 
the unpredictable disasters of droughts and 
floods," he comments 

Planning for those future needs - namely, 
the lifelong maintenance requirements of the 
property - means water-minded planning, 

with attention to possible flood paths and 
potential drought spots. Occasional tweaking 
may also be required once the property is 
completely landscaped. 

FIGHTING FLOODS. Although adequate 
water is essential to the life of a landscape, 
extremely wet conditions can also pose 
struggles for foliage and contractors. Too much 
water drowns roots and prevents a plant from 
flourishing above ground as well. Flooding 
can do even more damage by washing out 
entire properties and eroding soil. 

But contractors who deal with flood con-
ditions in their service areas can prevent 
such disasters by planning ahead. 

"The best way to plan for flooding is to 

have addressed the issue at time of install and 
have the proper infrastructure in place," 
Fochtman observes. "We have added berms to 
direct water flow, installed underground drain-

age systems, changed the grade to get water to 
move, added concrete 'trickle channels/ etc., t-
o alleviate and mitigate water damage." 

These preventive practices can keep soil 
intact and plants in place, he notes. 

Proper drainage, above ground and un-
der ground, is another cure for flooding. Con-
tractors can attempt to eliminate the amount of 
surface drainage running onto a property, so 
only natural precipitation impacts the site -
but beyond that, drainage is difficult venture. 

(continued on page 104) 
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"Drainage is usually the best solution, but 
it must be done early in the project, such as 
when the house is being built and the site work 
and paving haven't been started/' Fochtman 
says. "Sometimes when off-site drainage can-
not be provided, a simple retaining swale can 
be incorporated into the site." 

Contractors also should ensure their irri-

gation systems are operating efficiently, 
Fochtman urges. "A certified water audit 
will provide valuable information and pos-
sible solutions," he adds. 

Selecting flood-proof plants is a smart 
solution as well. (See Drought and Flood 
Survivors on page 100.) But, regardless of 
what plants a contractor uses on a flood-prone 

property, planning ahead is the key, Fochtman 
reminds. 

DEALING WITH DROUGHT. Asdrought 
reaches its suffocating fingers throughout 
the country, contractors are working to keep 
their customers' landscapes from dying of 
unanswered thirst. Watering restrictions in 
drought-stricken regions can prevent regular 
irrigation of thirsty sites. While this might 
spell trouble for most leafy materials, an 
assortment of drought-tolerant plants can be 
installed as healthy alternatives. (See Drought 
and Flood Survivors on page 100.) 

Often, drought conditions cause people 
to reconsider the design of their landscapes 
altogether, Fochtman notes. "More often than 
not, we end up designing a more 'urban' 
type landscape, with more courtyards, pav-
ers, patios, soft trails, etc." 

COMPROMISING CREATIVITY? De 
spite the adjustments that often come with 
drought- and flood-proof planning, water 
conditions do not have to disrupt a 
landscape's beauty and functionality - espe-
cially if water factors are considered before 
and during the installation process. 

"Neither [drought nor flood] really limits 
you, and it is easy to deal with at the time of 
installation," Fochtman states. "It is much more 
difficult and constraining if you are dealing 
with these issues during a landscape renova-
tion. Structures, paving, parking, etc., create 
certain restraints that can't always be ignored." 

Beauty is not necessarily surrendered 
when selecting hardy plant species, 
Fochtman says. Rather, landscape architects 
and contractors can select attractive land-
scape features that will survive water woes. 

In fact, creative substitutes, such as rock 
gardens and Japanese gardens, provide unique 
aesthetic appeal in addition to weather resis-
tance. "Planting is usually minimized, and inter-
est is provided with features such as foun-
tains, statuary and trellises which are inde-
pendent of the weather," Osborne mentions. 

Many industry professionals have re-
sorted to these alternative methods of land-
scaping, namely substitute plants with rare 
resiliency to water conditions. 

The author is Assistant Editor-Internet of Lawn 
& Landscape magazine and can be reached at 
aanderson@lawnandlandscape.com. E D 
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Vine & brush 
control -

without 
spraying. 

^ Kills over 80 species of 
0 f * u (triciopyr ester 13.6%) invasive vines & brush 

without time-consuming 
UPM Corporation 
28 Garrett Ave. 
Rosemont, PA 19010 
Phone: (610) 525-6561 
Fax: (610) 525-6562 
www.vine-x.com 

prep or clean up effort. 
M 

Penetrating formula - no A 
spraying or stem cutting 
needed. 

USE READER SERVICE # 1 0 2 

D e b r i s H a n d l i n g S y s t e m 
f r o m L i t t l e Wander 

W i t h the N E W Shredding Truckler and S H O Blower, 
Little W o n d e r is once again re-defining the landscape market . 

Shredding TruckLoader: 
• The Most Efficient Loading 

Performance 

• Unique Talon ™ Shredding Features 

• Heavy Duty Construction 

• Lowest Noise 

S H O Blower: 
• Patented Adjustable Air 

Deflector 

• High Performance Design 

• Lighter Weight 

• Pneumatic Tires 

To find a dealer near you, call us toll-free at 

1-B77-LWONDER [59B-B337J 
or visit www.littlewonder.com 

Professionals Demand Little Wonder. Shouldn't You?® 

© 2003 Little Wonder Division of Schiller-Pfeiffer, Inc. 

USE READER SERVICE #101 
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Visit wwwJawnandlandscape.com to be eligible to win free products! 

This month, win the BP50 Blower from John Deere 
• 185 mph air velocity. 

• 470 cfm air volume at the end of 
the tube. 

• Commercially designed unit for all 
day use. 

• Large, 54-oz. fuel tank for less 
stopping to refuel. 

• The BP50 features a "pistol type" 
throttle on the tube for ease of 
use. 

• Features comfortable shoulder 
straps and lumbar support that 
are easily adjusted while the unit 
is on your back. 

• ¿Jy&^M 

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 

question? Call 800/456-0707 
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The Death of 
Business Ethics? 
Editor's Note: 

This column 

is the first in 

a two-part 

series 

addressing 

corporate 

ethics. 

Webster's New World Dictionary defines ethics as the system or 

code of morals of a particular philosopher, religion, group, 

profession, etc. Does your company have such a "system" or 

"code of morals?" The answer is yes, even without a formal 

written policy or code of conduct. The system is defined by 

how your company puts its values into practice and this (no 

surprise) has to do with the leaders in the organization - in 

other words, you. 

In my June column, I wrote about trust. Trust and ethics 
go hand in hand. Many employers realize the value of real 
trust in the workplace and sincerely want to know the extent 
to which it exits. It's not unusual when we conduct an 
employee opinion survey for the CEO to tell us, "We want to 
measure trust," or "We want to know if employees have 
organizational trust." 

Impossible, we tell them. Why? Because the concept of 
institutional trust is an oxymoron. We don't trust institu-
tions; we don't trust policies or processes. We trust people. 
To truly measure trust in an organization, we must ask about 
the behavior of its leaders. Business ethics, like trust, is first 
and foremost about people. 

Unfortunately, many people, prior to entering the 
workforce, simply lack a strong foundation of values, morals 

• Reporting procedures for fraud allegations 

• Protects workers who have been fired, demoted, threatened or harassed 
for reporting allegations 

• Enforced by Occupational Safety & Health Administration 

• Criminal penalties for violations 

• Opportunity for reinstatement, back pay and attorney's fees 

Sarabanes-Oxley Act 

Jean L. Seawright is 
president of Seawright 
& Associates, Inc., a 
management 
consulting firm located 
in Winter Park, Fla. For 
the past fifteen years, 
she has provided 
human resource 
management and 
compliance advice to 
employers across the 
country. She can be 
contacted at 
407/645-2433 or 
jpileggi@seawright. com. 

and ethical behavior. Don't believe me? Just ask a young 
person how common cheating in school is and what the 
school is doing about it. Nevertheless, these people go on to 
become leaders in an organization and often enforce their 
own ethical standards, further blurring the line between 
right and wrong for many workers. The result is in the form 
of poor decision-making, greed, compromised corporate 
values and bad judgment. 

Yet, the desire for ethics in business is not dead. A Wall 
Street Journal article highlighted the latest outcome of the 
ethical dilemma facing corporate America: job seekers and 
recruits probing into the ethical standards and practices of 
potential employers. After all, when Barron's defines CEO as 
"Chief Embezzlement Officer" and CFO as "Corporate Fraud 
Officer," candidates (and current employees) have reason to 
question the ethical practices of would-be employers. The 
reality is that most people, ethical or not, want a stable 
position, a guaranteed paycheck, and a job with a company 
they can be proud of. Today's workers have figured out that 
there's a direct link between their paychecks and a company's 
ethical behavior. 

New federal rules are demanding that companies outline 
an ethics policy. If your organization is publicly traded, 
under the new Sarbanes-Oxley Act (effective in July 2003), 
you are required to develop an ethics program. 

The act protects "whistle-blowers" who report financial 
wrongdoing. Based only upon a "reasonable belief" that a 
violation has occurred, the employee can disclose his or her 
concerns within the company to regulators, law enforce-
ment officials, or Congress without fear of reprisal. 

Although this regulation applies to publicly traded com-
panies, with or without the force of law, private organiza-
tions can no longer afford to ignore the liabilities born out of 
unethical behavior. 

Are you prepared to demonstrate your commitment to 
ethical behavior? To find out how your company measures 
up, "Death of Business Ethics?—Part 2" in next month's 
column will present questions for you to analyze. B! 
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Vibratory Plow 
Attachment 
from 
WaterWick 
• Available for skid-steer loaders 
• Features vibratory plow with op-
tional blades that can slice to depths 
of 2 feet 
• Can be configured to install drain-
age with the patented WaterWick 
gravel-injection system 
• Gravel-injection system improves 
drainage and aeration with minimal 
soil disruption 
Circle 200 on reader service form 

Linde 
Hydrostatic 
Drive Truck 
• Model 39X 
• Features spacious interior despite com-
pact exterior 

• Reduction in truck curb weights contrib-
utes to a significant overall improvement 
in fuel consumption 
• Low-profile operator station results in 
easy on/off access 
• Hydraulic supply hoses for masts are 
situated beneath the operator flat board 
area, offering maximum protection for the 
spring-loaded cable reels employed 
• Load Control System features an adjust-
able armrest and fingertip-actuated hy-
draulic control levers 
Circle 201 on reader service form 

Little Wonder 
High-output 
Blowers 
• 10-inch diameter steel-hubbed pneumatic 
wheels designed to last longer than solid 
rubber wheels 
• Features comfortable, cushion-gripped, 

height-adjustable, economically designed 
handle to ensure fatigue-free operation 
• Patented deflector splits the air stream to 
make use of the fastest moving air 
• Centrifugal blower design works to-
gether with a reverse-inclined blade impel-
ler, creating a greater volume of air that 
moves at increased velocity (as compared 
to traditional flat-blade designs) 
• Curved, aerodynamic inlet draws air in 
smoothly around the entire inlet area, en-
suring adequate air intake even if part of 
the intake area is blocked by debris 
• 12-gauge steel housing with arc-welded seams 
for maximum strength and durability 
Circle 202 on reader service form 

You can now request proJuct information 
online anJ receive a response immediately! 
Visit www.lawnanJlanJscape.com anJ click on 
the "free proJuct information " logo on the 
front page. There, you can submit proJuct 
information requests Jirectly to manufacturers. 
Or, simply circle the numbers on the reaJer 
service form founJ in this month's issue. Mail 
the completeJ form to Lawn & Landscape, 
4012 BriJge Ave., ClevelanJ, Ohio, 44113 
or senJ it via fax to 216/Q&1-05Q4. 

Berkshire Tree-
staking System 
• Simple, fast and economical 
• Available in three sizes: #3C for trees up to 
3-inch caliper; #5C for trees up to 5-inch cali-
per and #10C for trees up to 10-inch caliper 
• Composed of steel with a pre-attached 
galvanized cable 
• Results in professional looking, securely 
anchored trees at an economical price 
• Three step installation: drive anchor, pull 
to lock in place and attach to tree 
Circle 204 on reader service form 

The Pond Guy 
On Marketing 
• Marketing advice from an expert on water 
features 
• Written by Greg Wittstock, CEO and presi-
dent of Aquascape Designs 
• Learn how to build a database for your mar-
keting efforts 
• Learn how to earn more money by spending 
more time with real buyers 
Circle 203 on reader service form 
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www.lawnandlandscape.comwww.lawnandlandscape.coi 
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 custom-
ize your page. It's that easy. 

PREMIER AUGERS 

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

Iawnandlandscape.com 

I $t$ 43M 000t 
i f ^ 

www.premierauger.com 

LITTLE WO/X/DER 

www.littlewonder.com 

www.spyker.com 

r h i \ s i r n i m n n r n 
ass - rs - r =-= =-z = ss 

UiJUL. kjllUI I L l l 
The World's Fastest Lawn Mower 

www.dixiechopper.com 

E Q U I P M E N T 

www.gosng.com 

Integrated 
BioControl 
Systems, Inc. 

www.goodbug-shop.com 

The Lawn & Landscape Media Group prides itself on 
providing the most comprehensive 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 ad-
dresses of manufacturers, distributors and others 
affiliated with the industry. This full-market news 
coverage is only available from 
www.lawnandlandscape.com. 

MIDDLE G A . ISUZU 

www.gatrucks.com 

www.symbiot.biz 

TrainWithVideos.cofn 

www.trainingwithvideos.com 

www.mulchmule.com 

Paver Restraint 

www.dimexcorp.com 

Glen 

TURFCO 
www.turfco.com 

i s m 
www.sprinklersforless.com 

www.gmc.com 

www.realgreen.com 

J O H N DEERE 
www.johndeere.com 

Pêtêfsofi Pacific Corp. 

www.petersonpacific.com 

- VALENT : 

W 
www.valentpro.com 

www.gravely.com 

www.isuzucv.com 

EdgePro* 

mac 
www.glenmac.com 

www.lilbubba.com 

0% United 
f w Horticultural Supply 
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www.uhsonline.com 
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PRO SOURCE 

www.clip.com www.prosourceone.com 

ÍA.M. Leonard 
{ TOOLS/THAT W0EK1 ) 

www.amleo.com 

FOLEY ENTERPRISES 

www.ioleyenterprises.net 
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www.asvi.com 

drafix c o m 
www.dratix.com 

WALKER(JÄMOWERS 

www.walkermowers.com 

BUILT 

NORTH 
AMERICAN 

GREEN" 
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www.nagreen.com www.mauget.com www.exmark.com 

TEXTRON 
Brouwer Division of Textron Inc. 

www.brouwerturt.com 

Ra/NHB/RD mMmsM Bayer 

www.rainbird.com www.ez-gate.com www.bayerprocentral.com 
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m - ride-onspreader.com 
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800.346.2001 

www.ride-onspreader.com 
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Kawasaki 
www.kawpowr.com 
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www.textron.com www.riverdalecc.com 

TurfGoId Software 

www.turftree.com 

www.jrcoinc.com 
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www.finncorp.com 
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www.tripled-enterprises.com 

www.earthandturf.com 

new leadsUSX^ 
www.newleadsusa.com 
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www.z-spray.com 
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www.weisburger.com 

www.ferrisindustries.com 

STIHL 
www.stihl.com 
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CTJFÇjzjtGkiiiri 
An Employee-Owned Company 

www.weedalert.com 

Swiss 
Precision 
Enterprises 

www.swissprecision.net 
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www.scag.com www.turffacts.com 
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www.expressblower.com 
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Komatsu 
Hydraulic 
Excavator 
• The new PC160LC-7 replaces the 
PC150LC-6 
• Technologically advanced model im-
proves on productivity and stability while 
reducing weight to improve the machine's 
ease of movement 
• Reduces operating costs by offering ex-
tended service intervals and increased 
production 
• Cab is larger than previous models for 
increased comfort 
• Turbocharged 110-hp engine 
• Features four distinct modes: active 
mode, economy mode, lifting mode and 
breaker mode 
Circle 205 on reader service form 

Exalted 
Mechanicals 
Giass Packer 
• Made especially for attachment to com-

mercial lawn mowers 
• Cylindrical shape and evenly spaced 
slits enhance the product's circular airflow 
motion 
• Patented system ensures debris is depos-
ited at the rear of the chamber 
• Prevents clogging and allows for maxi-
mum filling capacity 
• Composed of lightweight, polyethylene 
material 
Circle 206 on reader service form 

Bluebird 
Collection System 
• Model V260Z designed for zero-turn 
mowers without collection systems 
• Requires little assembly 
• Available in a custom hitch, boot and 
front weight bar to fit most models 
• Compact and narrow for easy ma-
neuverability and stability 
• Large inlet hose reduces clogging 
while filling two 30-gallon containers 
• Four engine options available 
Circle 207 on reader service form 

Elite Service 
Truck from 
Road Runner 
• Commercial fleet truck model 1302 has 72 
cubic feet of haul space 
• 13-foot-long aluminum body comes with 
26-inch-wide front compartments, skirt-
mounted halogen floodlights and 22-inch 
side panels 
• Includes electric-hydraulic lift gate with a 
1,600-pound capacity 
• Body options include a two-drawer cabinet, 
15-pin socket rack and compartment lights 
• Standard body weight is approximately 
1,000 pounds 
Circle 208 on reader service form 

TeamSymbiot 
• Online Employee Training: Advance 
your employees' knowledge with regular 
crew training and materials (available in 
English & Spanish) 
• Ask the HR Expert: Handle workplace 
legal issues with advice from an industry 
HR expert 
• TeamSymbiot Shop: Discounts and de-
livery on uniforms and other items inside 
Symbiot's online store 
• Employee Newsletter: Customize your 

Hannay E1500 Reel 
• Model specifically engineered for long 
lengths of hose 
• Compact, lightweight design offers versa-
tility and the ability to meet special 
requirements 
• Features an electrically 
powered chain and 
sprocket drive 
• Can operate g, 
at pressures to 
3000 psi 
• Useful for a 
variety of applications, 
including lawn care, 
pest control, pressure 
washing and general agriculture 
Circle 209 on reader service form 

Caterpillar Multi 
Terrain Loader 
• Compact, rubber-tracked machine model 
287 designed for use in construction, land-
scaping and other applications 
• Equipped with suspended undercarriage, 
vertical-lift loader linkage and comfortable cab 
• Works productively in a broad range of 
applications and terrain conditions 
• Wide cab opening, three-point grab irons and 
skid-resistant steps allow easy entry and exit 
• Offers high-lift, long-reach and near-ver-
tical lift path 
Circle 210 on reader service form 

employee newsletter by adding your logo 
and latest news to Symbiot's template 
• Trained H2B Worker Program: Labor ac-
quisitions and training through Symbiot's 
bilingual experts 
• Employee Benefits: "Big-company" sav-
ings for your employees 
Circle 211 on reader service form 
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Oly-Ola Edg-Keeper for Ponds 
• Innovative pond-edging restraint 
• Gives landscape contractors more creative choices and the flexibility to provide 
natural-looking pond edges that go directly into turf, paver paths, flowerbeds and 
stone 
• Provides quality finish 
• T-shape design allows plants to grow in the two inches of soil on top of the edg-
ing and liner around a pond perimeter 
Circle 212 on reader service form 

Lawn & Garden 
Pressure Regulator 
• Ideal for drip or other low-volume irriga-
tion systems connected to outdoor hose 
bibb faucets 
• Helps system maintain a constant preset 
outlet pressure 
• 10-, 15-, 20-, 25-, 30-, 35- and 40-psi mod-
els available 
• Prevents wasteful over-watering 
• Constructed of durable, high-impact 
engineering-grade thermoplastics with 
stainless steel compression spring 
Circle 213 on reader service form 

Hustler BAC-VAC 

Professional Jeep 
Wheelbarrows 
• Locking disk brake can be used to park 
on slopes, control heavy loads on hills and 
dump with precision 
• Polyurethane tires are guaranteed for life 
• Steel bushing eliminates the risk of the 
wheelbarrow seizing up after being 
dropped from a truck 
• 16-gauge steel handles are virtually inde-
structible 
• Brake can be locked with a simple push 
of a button 
Circle 215 on reader service form 

Watts Industries 
Irrigation 
Control Valves 

Coyote CY 
Wheel Loader 
• One-yard loader features Deutz diesel 
40-hp engine with oil-over-air cooling 
• Features hydraulic rapid changeover sys-
tem and comfort cab with access from both 

sides 
• Automatic dif-
ferential locks 
on front and 
rear axles ease 
operation and 
serviceability 
• Comes stan-

dard with quick-change coupler and addi-
tional skid loader attachments 
Circle 217 on reader service form 

Pro-Vac Grass 
Catcher 
• Large-capacity grass-catching sys-
tem for Dixie Chopper's line of zero-
turn riding mowers 
• Features a powerful belt-driven 
blower and viewing window to see 
grass levels inside the catcher 
• Can be dumped automatically 
from the driver's seat 
• Self-latching rear door allows op-
erators to continue cutting after 
dumping 
• Two models available: 10-bushel 
capacity and 12-bushel capacity 
Circle 218 on reader service form 
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• 9-bushel, fiberglass hopper for rust 
resistance 
• Hopper dumps right from the driver's seat 
• Plastic cover on the door serves to protect 
the unit and property from impact damage 
and houses the air outlet that directs air 
flow down and away from the operator for 
greater comfort 
• Blower and hopper are easy on/easy off 
in just a few seconds with no tools 

• Can be used 
on the 52-, 60-
or 72-inch 
models of the 
Hustler Z or 
Super Z 
Circle 214 on 

reader service 

form 

• 813 
series 
specifi-
cally de-
signed for 
use in commercial irrigation systems" 
• Available in sizes ranging from 1.5 
inches to 6 inches 
• Body and cover are manufactured out of 
ductile iron 
• Seat, disc guide and stem are made from 
316 stainless steel 
• Features a blue NSF-approved, 
fusion-bonded epoxy coating inside and 
out 
Circle 216 on reader service form 
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TO INQUIRE ABOUT OUR ADVERTISERS' PRODUCTS, 
PLEASE SEE ATTACHED CARD. 

COMPANY NAME 
Absolute Innovations 
American Brick Saw 
Amigos Labor Solutions 
Arcoa Industries 
Ariens/ Gravely 
B. & D.A. Weisburger 
Ball Seed 
BASF 
Bayer Environmental Science 
Berkeley Pumps 
Briggs & Stratton 
Brite Ideas 
C&S Turf Care 
Carl Black GMC 
Caterpillar 
CLC Labs 
Combined Mfg 
Concrete Edge 
CurbWorld 
Dimex Corp 
Dixie Chopper 
Drafix 
Easy Lawn 
Echo 
Exmark 
Express Blower 
Fabriscapes 
Foley Enterprises 
Ford Motor Co 
Glenmac 
GM Parts 
GM Business Card 
GMC /Sierra 
Holiday Presence 
Hunter 
Integrated BioControl 

Systems 
The Irrigation Association 
Irritrol Systems 
J.J. Mauget 
John Deere Commercial 
JRCO 
Kelley Commercial Truck... 
K&L Industries 
Robert Kershaw, 

Attorney at Law 
Lebanon 
Little Wonder 
LT Rich Products 
Mid-Atlantic Resources 

Association 

WEB ADDRESS PG# RS# 
www.absoluteinnovations.ne 20 20 
www.americanbricksaw.com 44 42 
www.amigos-inc.com 22 22 
www.arcoa.com 102 98 
www.gravely.com 13 14 
www.weisburger.com 86 81 
www.ballseed.com 29 30 
www.turffacts.com 5 10 
www.bayerprocentral.com 10-11,103* 
www.berkeleypumps.com 76 72 
www.briggsandstratton.com 23 23 
www.briteidea.com 72. . 
www.csturfequip.com 9 . . 
www.carlblack.com 49. . 
www.cat.com 87*.. 

1 72. . 
www.spread4mower.com 102.. 
www.concreteedge.com 83. . 
www.curbworld.com 22.. 
www.dimex.com 32.. 
www.dixiechopper.com 25.. 
www.drafix.com 85 
www.easylawn.com 70., 
www.echo-usa.com 119., 
www.exmark.com 7 3 . 
www.expressblower.com 8 0 . 
www.fabriscape.com 100. 
www.foleyenterprises.net 3 6 . 
www.ford.com 40-41. 
www.glenmac.com 17 . 
www.gmgoodwrench.com 71 
www.gmbusinesscard.com 91 
www.gmc.com 2-3 
www.holidaypresence.com 18 . 

www.goodbug-shop.com 84.. 
www.irrigation.org 101., 
www.irritrol.com 8 1 . 
www.mauget.com 15 . 
www.mowpro.com 3 3 . 
www.jrcoinc.com 4 6 . 
www.isuzutruckcenter.com 87* . 

..67 

..13 

..48 

. . 82 

..68 

..97 

..78 

..21 

..33 

. .26 

„..66 
,.103 
...69 
,...75 
....95 
....36 
....38 
....17 

. 1 8 
www.hunterindustries.com 35 35 

,...79 
....96 
,...76 
....15 
....34 
....45 
..107 

www.backflowbuddy.com 44 41 

www.workvisasusa.com 90 91 
www.lebanonturf.com 7,75,97 11,71,92 
www.littlewonder.com 104 101 
www.z-spray.com 28 28 

www.marainc.net 4 7 . ..47 

COMPANY NAME 
Middle Georgia 

Freightliner 
MTI 
Mulch Mule 
Munro Pump 
Oldham Chemical 
OPEI 
Perma-Green Supreme. 
Peterson Pacific 
PlantFind.com 
Power Expo 
ProTech 
Protero 
Rain Bird 
RND Signs 
Roots 
RotaDairon 
Sensible Software 
Shindaiwa 
Stihl 
Syngenta 

WEB ADDRESS PG# RS# 

TifSport Growers 
Toro Landscape Contractor 

Equipment 
Treegator 
Tuflex 
Turbo Turf 
Tygar Mfg :. 
United Horticultural 

Supply 
UPM 
Valent 
Vitamin Institute 
Walker Mfg 
Wells Cargo 

www.middlegafreightliner.com 82 77 
www.sprinklers41ess.com 36,92 37,87 
www.mulchmule.com 24 25 
www.munropump.com 50 49 
www.oldhamchem.com 90 90 
www.opei.org 87* 83 
www.ride-onspreader.com 89 85 
www.petersonpacific.com 51 50 
www.plantfind.com 69 64 
www.plna.com 46 44 

42 39 
www.proteroinc.com 46 46 
www.rainbird.com 99 93 
www.mdsigns.com 28 29 
www.rootsinc.com 16 16 
www.mge-dairon.com 9 12 
www.clip.com 24 24 
www.shindaiwa.com 79 74 
www.stihlusa.com 31 31 
www.syngentaprofessional 
products.com 43 40 

94-95* 105 

www.toro.com 26-27 
www.treegator.com 32. . 
www.tuflexmfg.com 96., 
www.turboturf.com 100., 
www.tygarmfg.com 7 0 . 

www.uhsonline.com 19,74., 
www.vine-x.com 104. 
www.valentpro.com 7 7 . 
www.superthrive.com 120. 
www.walkermowers.com 45., 
www.wellscargo.com 9 2 . 

..27 

..32 

..84 

..94 

..65 

19,70 
102 
73 

104 
43 
86 

2 0 0 3 TREE C A R E B U Y E R S ' G U I D E 
ArborSystems www.arborsystems.com T8 56 
Bandit Industries www.banditchippers.com T9 57 
Blue Ridge Arborist www.blueridgearboristsupply.com..T6 53 
J.J. Mauget www.mauget.com T16 63 
Morbark www.morbark.com T7 54 
Palmor Products www.trac-vac.com T12 58 
RedMax www.edmax.com T2 51 
Sava-Tree www.savatree.com T14 61 
Stihl www.stihl-usa.com T15 62 
Tilton Equipment www.tiltonequipment.com T6 52 
Tree Management Systems. www.turftree.com T7 55 
TreeTech Microinjection www.treetech.com T13 60 
Triple D www.tripled-enterprises.com T12 59 
*Denote$ regional adivrtising. This listing is provided as a courtesy to Lawn & Landscape advertisers. 
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Advertise Today! 
All classified advertising is $1.00 per word 
with a $30.00 minimum. For box numbers, 
add $1.50 plus six words. All classified ads 
must be received seven weeks before the 
date of publicat ion. We accept Visa, 
MasterCard, American Express and Dis-
cover. Payment must be received by the 
classified closing date. 

Business Opportunities 
SELLING YOUR BUSINESS? 

PUTTING GREENS 

FREE 
APPRAISAL 

NO BROKER 
FEES 

Professional Business Consultants 
vfcusine* 

r » L 
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. 

CALL: 

708/744-6715 
FAX: 630/910-8100 

TURBO TECHNOLOGIES INC 

U R B O I U R F 
HYDRO SEEDING SYSTEMS 

I l i " 

FOR FREE 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 

CONKLIN PRODUCTS 
OPPORTUNITY! 

Use/market, new technology liquid slow-release 
fertilizer and micro-nutrients 

BUY DIRECT FROM MANUFACTURER 
FREE Catalog - 800/832-9635 
Email: kmfranke@hutchel.net 

www.frankemarketing.com 

' * «r* 

BIDDING FOR PROFIT 
PROFITS UNLIMITED 
Seminars & Consulting 

"Your Key to Success" 

BIDDING & CONTRACTS ($47.95) 
CONTRACTS & GOALS ($39.95) 

MARKETING & ADVERTISING ($39.95) 
LETTERS FOR SUCCESS ($29.95) 

DE-ICING & SNOW REMOVAL ($39.95) 
ESTIMATING GUIDE ($34.95) 

SELLING & REFERRALS ($44.95) 
TELEPHONE TECHNIQUES ($24.95) 

BUY FOUR OR MORE AND SAVE 

You can see a full explanation of these manuals on 
our Web site. The techniques shared in these manu-
als are being used by hundreds of your peers 
throughout the United States and Canada. 
Wayne's Lawn Service was recently rated one of 
the top 10 lawn companies in the United States. 

Profits Unlimited 
8 0 0 / 8 4 5 - 0 4 9 9 

www.profitsareus.com 
Visa, MasterCard, 

Discover, American Express 

BUSINESS OPPORTUNITY 
Attention: Lawn & Landscape Professionals 

Two established product lines now available 
with exclusive territories. Offer FREEDOM 
FENCE™ & DRIVEWAY ALERT™ to all your 
customers and watch your bottom line soar!! 
Call us today at 603/352-3333. Made in the USA. 

• E B I I 
frj r j r J v y n i ; ^ g ^ T O 

Back-Yard Putting Greens 
Sulbrtk' pitii« pwt» in lie felt« granili 

of ik SM BKm i tar ¡olí iièrtn 
fe»«* lucili K 
'HuernfctflKT 

FREE VIDEO 
•IfiiVOlMUfl 
'EwfaiyMiynia 

H f a Fixa; tap** 
' Bit ^MibcfrtrDrnî 
1 Film 

800-334-9005 
»un.allproorccns.coni 

BUSINESS OPPORTUNITY 

— JUL-

.Li ^st ooking 

for a job? 

Great. We'll start 
you at CEO. 

I ircd of struggling in the 
landscape industry? We'll give 

you a promotion. Call us 
today and learn how to start 

your very own franchise. 

AUTOMATED ICING SYSTEMS 

!!!ATTENTION!!! 
Irrigation Contra (tors 

Expand your business with Automated Anti-Ic-
ing Systems for residential & commercial ap-
plications such as: sidewalks, driveways, parking 
lots, etc. For more information call Meltdown Tech-
nology, Inc. (subsidiary of Water Works, Inc.) 
P h o n e : 8 1 5 / 3 8 5 - 5 5 9 9 • F a x : 8 1 5 / 3 8 5 - 5 6 9 9 
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BUSINESS OPPORTUNITY 

LAWN* 
DOCTOR 

The cure for 
the common job« 

KEEPING L A W N S H E A L T H Y FDR LIFE. 

LAVKDOCTÛR.COK 
P H Y S I C I A N 

Tau« wcrot - Tremendous growth potential - Proven support systems - Affordable opportunity - Spend time outdoors - No experience necessary 
FOR FREE F R A N C H I S E I N F O R M A T I O N CALL 

1 . 8 D 0 . 6 3 1 . 5 6 6 Q 

BUSINESS OPPORTUNITY 

HUGE PROFITS! 
Make great money hanging 

Christmas Lights. 
For FREE INFO on this booming 
Industry call 866/426-4544 Today, 

www WeHangChristmasLights com 

Businesses for Sale 
LANDSCAPE 
CONSTRUCTION COMPANY 

Well Established 20-year Landscape Company 
Boston, Massachusetts Area. 
Annual volume $3.5 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 2003 backlog to date is over $1.5 Million! 

Contact Global Business Exchange 
Mr. John Doyle 781/380-1420 

Fax: 781/380-1420 

COMMERCIAL 
LANDSCAPE MAINTENANCE 

Commercial landscape maintenance business 
includes tree trimming and installation. Orange 
County California. Established 23 years, $2.5 
million annual sales, 1.7M or equity partner. 
Great opportunity for out of state company to 
expand into Southern California. 714/588-3168. 

BUSINESS FOR SALE 
Owner operated company provides residential 
lawn maintenance in the Reno Nevada area. 
Selling all accounts and equipment. Established 
18 years, with net profit of $75,000 for 2002. 
Expansion opportunities endless if desired. Ask-
ing $98,500. Contact Jim Pond 916/215-3851. 

BUSINESS FOR SALE 
Well Established 16-year Upscale Full Service Resi-
dential Estate Homes and Commercial Landscape 
Company located in Morris County, New Jersey 
for sale. $850,000 annual sales; $400,000 modern 
equipment included. Large customer base and 
90% renewal rate. Contact William Nordlund at 
973/543-5511 or wenl7@patmedia.net. 

FOR SALE 
CONCRETE CURB BUSINESS 

' 1995 Ford F-450 Super duty 3-4 yard dump, 
62,000 miles 

» Heavy duty 14,000 lb. Custom hitch 
1 Truck is in excellent condition 
' 14,000 lb. Tandem Trailer/hitch with bars 
1 Custom electric curb machine 
> Honda power carrier on tracks 
' Whiteman 13 cu. ft. mixer 
» Ryan junior sod cutter 
' Includes all hand equipment/color/bags 

tools. This is a business on wheels 
» 3 yrs old $35,000 or make an offer 
» Seller is highly motivated to sell 

Financial 
FINANCIAL 

MONEY 
Would you like to have your money sooner? 

After initial setup we can have your money 24-
48 hrs after you have sent your billing out. We 
work with companies that invoice federal, state, 
city and business-to-business clients which they 
have either serviced or sent products out to. Cut 
the wait down for your money, keep your cash 
flow moving. For more information. 

Call today: 
866/753-2583 

E-mail: cashavailable@msn.com 
Website: 

www.betterlivingfinancialservice.com 

For Sale 
FOR SALE 

www.tanksalot.net 

FOR SALE 
LANDSCAPE DESIGN KIT 3 

48 rubber »tamp symbols erf trees, 
shrub*, plant* & mora. 1/8" soak® 

Stamp i i z « from 1/4" to 1 3 M \ 
$93 • $6.75 s/h. VISA. MasterCard, & 
MO s shipped next day. Chack delay* 
[shipment 3 weeks. CA add 7.75%tax. 

, AMERICAN STAMP CO. 
?*FRfE BROCHURE 1 2290 M . LL23. Wilton. CA 95693 

gg-ita. Lmi 9i 6-667-7102 TOIL FREE 877487-7102 

FOR SALE 

Attention Landscape Professionals 

GPS Vehicle Tracking Systems 

e Verify Landscaping Jobs Completed 
• Increase Employee Productivity 
e Reduce Operating Costs 
• Increase Employee Responsibility 
e Reduce Fuel Cost 
e And More' 

Packages available to fit any size fleet.. 
Buy manufacturer direct and save! 

Call Now! 800-665-7203 
www.onetrackinc.com 

2375 E Cametoack Sude 500. Phoenix. AZ 85016 

GPS VEHICLE TRACKING 
No Monthly Fees 

Call 800/779-1905 
www.mobiletimeclock.com 

Call 616-554-3516 
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F O R SALE 

G Q I J S ^ 

E Q U I P M E N T F O R SALE 

P I N C H E R S 
Load and Unload 

• Fastest 2" and up 

S P R A Y E R P A R T S D E P O T 

Discount S 
REPLACEMENT PA 

prayer 
RTS & PUA 

Parts 
PUMPS FOR: 

• FMC (John Bean) • Hypro • 
• F.E. Myers • Udor • 

• Comet and General Pumps • 
Also Spraying Systems Tee-Jet 

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 
Web site: SprayerPartsDepot.com 

F O R S A L E 
For sale, large white pines 18-20 feet, 43 inch balls 
located in northern Maryland. Please call 410-
357-5836. 

C O V E R IT 

COVER It! INSTANT GARAGES 
ALL WEATHER SHELTERS 

SAND/SALT BINS • WORKSHOPS 
EQUIPMENT STORAGE 

Authorized Dealer 
SHELTERS OF NEW ENGLAND INC. 

251 West Hollis St. • Nashua, N.H. 03060 
1 - 8 0 0 - 6 6 3 - 2 7 0 1 « ( 6 0 3 ) 8 8 6 - 2 7 0 1 
www . she l t e r so fneweng l and . com 

Vr 
D i v e r s i f i e d 

Your source for green 
industry attachments! 

D U T C H M A N g m Q * o * s u , 
T R E E SPADES W THACKS 

M c M I L L E N 
T Ä S j » ULLER A u g e r s 

FAX: 402-364-2194 
E-Mail: nurseryjaws@alltel.net 
w w w . N u r s e r y J a w s . c o m 

F O R S A L E 
Stop guessing square footage! Measure area 
quickly and accurately. Just wheel the DG-1 
around any perimeter and instantly know the 
area ins ide . $ 3 9 9 + $7 ship. CA add tax. 
www.measurearea.com 760/743-2006. 

F O R S A L E 
18 used Professional Spray Trucks, 

totally equipped, excellent condition! Also 
Tuflex tanks, beds, hose reels, aerators, more. 

REDUCED MUST SELL! 
www.getgreenthumb.com / trucks.html 

Or call Russell 214/773-8700, Dallas, TX 
FREE delivery available! 

F O R SALE 

THE SHIELD STOP THE CRASS 
ROCKS, MULCH & DEBRIS 

^ « n i 
For More INFO. Visit Our Website 

WWW.THESHIELD.INFO 

r 
String Trimmer Shield 

To Order 

Cal l 1 - 8 7 7 - 8 7 5 - 1 9 2 6 
Or Visit Our Website 

F O R S A L E 

STATELINEPOWERSTORE.COM 

GUARANTEED 
LOW PRICES 

Gene r a t o r s 
Po r t ab l e Gene r a t o r s • Tools 

H a r d w a r e • Much , M u c h Mo r e ! 

IMMEDIATE DELIVERY • NEW AND REFURBISHED 

CTATEUNE 
POWER CORP 

p:800.524.8344 * f:937.547.1014 

D E A L E R L I Q U I D A T I O N 
Save $$$$$. New C&S Turf Tracker Jr 's - Only 
$3,995. Spread & Spray 4,000 S.F./Minute. Hy-
drostatic Zero-turn, stainless steel frame & tank. 
Free Video. 800/530-0238. 

E Q U I P M E N T F O R SALE 
EQUIPMENT FOR SALE 

• Hooded Lawn Sprayer Carts WANNER CO 
Models K5LW60 one brand new $300.00 each. 

• Fertilizer Spay unit Electric 50 Gal Tank with 
Electric Hanny Hose Rewinder and Hose 
$500.00. 

• Electric Flowmeters Used Battery powered 
Great for Calculating Gal Per minute $150.00. 

• 100 Gal Poly Tank with Metal Saddle Stand 
Ready for Fertilizing $285.00. 

Call Brad 800/341-5160 or 308/380-7612 email 
bradkhenke@yahoo.com for Pictures. 

SPRAY EQUIPMENT FOR SALE 
• ZTRanger Fertilizer Unit less than 200 Hrs 

with Computer System Calc-An-Arce By 
Micro-Trac, Electric Fertilizer Spreader hold 
100 LBS of Dry Product, 100 Ft Hose, Fiber-
glass Tank and Reel, Hand Help Spray Gun 
all the Booms, Spreads and Sprays Over 75000 
Sq. ft Per Minute. Also has Aluminum Utility 
tray for holding bags of fertilizer. Triple your 
output Eliminate Operator Fatigue. $7500.00 
less than Half of New. 

Call Brad 800/341-5160 or 308/380-7612 email 
bradkhenke@yahoo.com for Pictures. 

TURBO TECHNOLOGIES USED HYDRO SEEDER 
• Turbo Turf Hydro Seeder 300 Gal. 8HP 

Briggs with Oil Light Used 3 Seasons very 
Little use, With Extra Bags of Mulch, all hoses 
and tips in great condition. $2850.00 

Call Brad 800/341-5160 or 308/380-7612 email 
bradkhenke@yahoo.com for Pictures. 

K E Y E M P L O Y E E S E A R C H E S 
Florapersonnel, Inc. in our third decade of per-
forming confidential key employee searches for 
the landscape industry and allied trades world-
wide. Retained basis only. Candidate contact 
w e l c o m e , conf ident ia l and a l w a y s free. 
Florapersonnel Inc., 1740 Lake Markham Road, 
Sanford, Fla. 32771. Phone 407/320-8177, Fax 
407/320-8083 . Email : Hor tsearch@aol . com 
Website: http/ / www.florapersonnel.com 

L A N D S C A P E M A N A G E M E N T 

THE B R I C K M A N G R O U P , 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 

Ernnmsn 
GreenSearch is recognized as the premier provider 
of professional executive search, human resource 
consulting and specialized employment solutions 
exclusively for interior and exterior landscape 
companies and allied hor t i cu l tura l t rades 
throughout North America. Companies and ca-
reer-mined candidates are invited to check us 
out on the Web at http: / / www.greensearch.com 
or call toll free 888/375-7787 or via E-mail 
info@greensearch.com. 
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HELP WANTED 
LANDSCAPE MAINTENANCE 

OPERATIONS MANAGER 
Established 20-year-old landscape installation 
company looking to expand into commercial-
industrial-high end residential maintenance. 
Exciting opportunity for an experienced Opera-
tions Manager. Must have solid proven knowl-
edge of landscape & Maintenance, business 
management, & sales skills. Minimum 5 years 
in the green industry; state spray license a plus. 
Competitive salary and benefit package. All in-
quiries are kept strictly confidential. Fax resume 
with salary history to Conejo Pacific Technolo-
gies 805/498-1781 Attn: Recruiting Manager. 

HELP WANTED 
LANDSCAPE M A N A G E M E N T 

Wheat's Lawn & Custom Landscape, a premiere 
residential landscape firm in Northern Virginia 
since 1978, has positions available for manage-
ment and sales. Interested candidates should 
want to surpass own personal expectations and 
have a desire to work with a motivated and suc-
cessful team. Wheat's offers: 

• Health insurance 
• Advancement opportunities 
• 401 (k) and profit sharing 
• Excellent salaries 
• Great work environment 

For confidential consideration, please mail, fax 
or email your resume. 

WHEAT'S LAWN & CUSTOM LANDSCAPE, INC. 
8620 Park St. 

Vienna, Va. 22180 
Fax: 703/-641-4792 

Email: wheats@wheats.com 
Web Site: www.wheats.com 

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 M A N A G E M E N T 
SPEC IAL I S TS 

11008 U.S. 41 NORTH 
PALMETTO, FLORIDA 34221 

941/729-3355 
FAX: 9 4 1 / 7 2 3 - 3 5 9 8 

HELP WANTED 

4 
, < 7 t e v j 

LANDSCAPE CONTRACTORS 

COME G R O W BETTER WITH US! 
Take advantage of this opportunity to join one 
of the most dynamic landscape companies in 
the beautiful southwest. Our exciting and vi-
brant company has career opportunities in the 
following positions: 

DESIGN 
MID-MANAGEMENT FIELD 

CREW LEADERS - INSTALL & MAINTENANCE 
W e offer outstanding compensation and ben-
efits package, relocation al lowance, and an 
excellent family-working environment. If you are 
interested in a career opportunity please send, 
fax, or email resume to: 

Heads Up Landscape, PO Box 1 0 5 9 7 
Albuquerque N M 8 7 1 8 4 . 

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 Up 
Landscape please visit our website at 

www.headsuplandscape.com 

SALES ASSOCIATE 
Sebert Landscaping Co. is a heavy volume full 
service Commercial Landscaper seeking an ex-
perienced professional to develop and grow our 
client base. Minimum of 1-2 yrs landscape ex-
perience a must. Excellent benefit package. 

Fax resume to Deidre 630/497-1002. 

HELP WANTED 
Award-winning Add-It and Green Machine Pro 
proportioning fertilizer dispensers for drip/con-
ventional sprinkler irrigation systems. Strong En-
terprises seeking independent sales representatives 
and dealers, www.fertilizerdispensers.com, 
additl23@aol.com 916/797-1056 phone/fax. 

LANDSCAPE 
ARCHITECT/DESIGNER 

National Award winning Gibbs Landscape 
Company a leader in Atlanta's landscape indus-
try is seeking a professional landscape designer 
for residential design to join our very busy team. 

An ideal candidate will have 3 to 5 years experi-
ence in residential design/build. Candidate 
must have strong design and sales skills. 

Gibbs Landscape Company offers excellent 
medical benefits, 401k plan and paid vacations. 
This position offers an excellent opportunity to 
work with one of the countries premiere design / 
build firms. 

Please fax resume to 770/432-9809 
Attention Peter. 

OPERATION MANAGER 
Opportunity with a Southern California residen-
tial design build and maintenance company. The 
company established in 1980 is nationally rec-
ognized for its high-end projects. The job is op-
erat ions m a n a g e r leading to the general 
manager's job. The candidate must have 8+ 
years experience in increasing positions of re-
sponsibility with direct knowledge of design, 
production, costing and operations. Compen-
sation starts at $75K plus annual bonus earnings 
plan. Must be a team player, have a passion for 
excellence, and proven ability to grow a busi-
ness unit. 

Please submit resumes to dlfrost@cox.net 

DISTRICT MANAGER TRAINEE 
OneSource Landscape & Golf Services has an ex-
citing opportunity in Puerto Rico for an experi-
enced landscape maintenance operations manager. 
Must have solid knowledge of turf, golf & land-
scape maintenance, exceptional business manage-
ment, and sales skills. Expanding existing cus-
tomer base to golf courses / resorts a priority. Ex-
cellent supervisory, customer service, employee re-
lations, communication and computer skills re-
quired. BS degree and minimum 5 years in the 
green industry needed. Must be bilingual. Trainee will 
assume District Manager position in approximately 
6-8 months with proven ability. Competitive salary, 
benefit package, bonus potential and growth oppor-
tunities. Fax resume with salary history to 813/882-
8967or email jboynton@2onesource.com. EOE, M / 
F / D / V , DFWP. 

HELP WANTED 
SavATree/SavaLawn, nationally recognized for 
providing quality tree and lawn care services to 
residential and commercial clients, is currently 
looking for a Lawn Care Manager at our 
Bedford, NY branch. This is a working position 
that requires both supervisory skills to oversee 
the lawn care specialists plus extensive field time 
treating properties and diagnosing problems. 
Good organizational and interpersonal skills 
along with an agronomic background in turf are 
required to be effective. The ideal candidate will 
have lawn care or golf course background, a NY 
certified applicator's license for turf, also a NYS 
pesticide license. A CDL is also preferred. Ex-
cellent benefits. Please call or email Noel Dubak 
at 914/241-4999, x 153 or ndubak@savatree.com. 

Industry Web Sites 
INDUSTRY WEB SITES 

Visit helpful and informative 
Web sites specifically designed for 

Lawn and Landscape business owners. 
LawnCareSuccess.com 

Free advice, Links, Newsletter 
EverythingGreen.com 

Search Engine 
www.lawnsite.com 

green industry forum 

412/734-4528 
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Lighting 
LIGHTING 

Landscape Lighting 
Offer High Margin Services 

Training • Marketing • Supplies 
Over 400 Locations in 47 States & Canada 

I j É M É t t ^ ( N i t e T I M E 

800-687-9551 
www.TheDecorGroup.com 

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. 

Website: www.jasper-inc.com 

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 

Software 
SOFTWARE 

GROUNDSKEEPER PRO 
BUSINESS 
SOFTWARE 
Invoicing 
Scheduli 
Routing 
Estimatili 

SOFTWARE 
TURFGOLD SOFTWARE 

Do you want to have 
MORE CONTROL OVER YOUR BUSINESS 

INCREASE SALES 
AND MAKE MORE MONEY? 

We'll show you how with software designed 
specifically for lawn and landscape companies. 

Call Tree Management Systems, Inc. 
At 800/933-1955 

Or visit our website at www.turftree.com 
for a free demo presentation. 

Wanted 
E Z E Q I S H H H 
Facilities maintenance company looking to pur-
chase a profitable landscape service business in 
Loudoun County, Virginia or Frederick, Wash-
ington or Montgomery County, Maryland with 
annual sales volume in $500,000-3,000,000 range. 
Contact 301/360-1134. 

The #1 best-selling 
all-in-one software for 

specialty trades 
» Unlimited Customers & Locations 
• Automatic Scheduling, Routing 
• Automatic Invoicing, Job Costing 
• Service History & Profit Tracking 
• Labor and Productivity Tracking 
' Material & Chemicals Tracking 
• Letter Writer w/auto Mail-Merge: 
Send Sales and Service Notices 

• Print Proposals, Invoices, Work 
Orders, Statements, Purchase 
Orders, Reports, Labels. Even. 
design vour own forms in Word 

• Full Accounting G/L, A/R. A/P. 
Payroll. Checking. Inventory. 
Financial Reports and Graphs 

> Built-in links to QuickBooks® 
Peach tree', MS Office Street 
Mapping, Emailing, and more! 

WANTED 
Existing landscape installation company is look-
ing to purchase a small to medium size commer-
cial-industrial-high end residential landscape 
maintenance company in the Southern Califor-
nia area. 

• Good long term client base. 
• Well established. 
• Well managed & organized operation. 
• Excellent reputation. 
• Respectable profit margins. 
• Capable of minimum 6 month turnover 

period commitment. 

Please fax a company profile & price to Conejo 
Pacific Technologies 805 / 498-1781. All inquires 
are kept strictly confidential. Company name is 
not required. 

Warehousing 
WAREHOUSING 

Third party warehousing company located in 
Atlanta, GA specializing in the Green Industry. 
Let K.D.I, help lower your warehousing and 
shipping cost while offering your east coast cus-
tomers same day service. 404/344-4187 or 
KDIIncorporated@aol.com. 

Web Designers 
EB DESIGNERS 

Web Design, Brochures, Logos, Lettering and 
Printing Services for Landscapers. Your single 
source for marketing your landscape business. 
Samples online: 
www.landscapermarketing.com or call 888/28-
DSIGN. 

Download a free demo of 
the software everyone is 

talking about! 

www.wintac.net 
Or call 24 hours for a free demo CD: 

1-800-724-7899 ext.2 

Lawncblandscape 
ARTICLE REPRINTS PLACES YOUR 

COMPANY IN THI SPOTLIGHT 
Whether you are ordering 1 0 0 0 
or 2 5 0 0 0 reprints, the Lown & 
Landscape Media Group.artide re-
print service is a cost effective, 
high-impact marketing tool to 
showcase your company's product 
and services to key customers and 
prospects. Using reprints allows 
you to distribute valuable informa-
tion about your company in a pro-
fessional format, straight from the 
pages of the most preferred publication in the green industry. 

Our professional staff can custom design your reprints to include your 
company logo, mission statement or targeted sales message to meet 
your specific marketing objectives, and all at a cost effective price. 

Please contact: 
Annemarie Dunchack, Lawn & Landscape's Marketing Manager, at 
( 2 1 6 ) 9 6 1 - 4 1 3 0 or write odunchock@giemedia.com for further in-
formation about this highly effective sales and marketing tool that is 
sure to increase your product sales or serve as a useful training tool. 

m i 
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mm* D. Foley 
Landscape 
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Creating a Web Site 
at Coastal Creations 

I started Coastal Creations five years ago when the 

Internet craze was really taking off. I knew our company 

needed a Web site right from the start. 

To get an idea of what I wanted our site to look like, 
I surfed around the Internet to see what other green 
industry companies were doing. I used the "Favorites" 
tab in my browers to bookmark sites that impressed me. 

I designed and developed the first two versions of 
www.coastalcreations.ca, but as my business started to 
grow, I no longer had time to try and learn Web site 
development. After about three years, I decided to hire 
a professional to handle the development. 

Because we worked in-house for so long, we needed to 
trust that the developer we hired would do a great job. We 
considered several outside companies before settling on 
one, and learned to check references and ask the designers 
lots of questions to ensure we would get what we wanted. 

One of the most important aspects of the switch was 
to find someone whose portfolio had a similar style to 
what we were looking for. Our designer understood the 
sleek, corporate look we were going for, which saved us 
time and money trying to explain the look we wanted. 
Also, it can cost money to have a designer start working 
on a site and then change your mind about the design 
later. Don't be afraid to make suggestions about what 
you want and make sure to find someone who is flexible 
and will work with you early on. 

p 

/L'tP 

1. Browse other companies* Web sites to get an idea 
of what you want your site to look like. 

2. Find a Web site designer who will help you achieve 
the look you want. Ask questions about their 
portfolio and check references as well. 

3. Collect photos and content information that you 
want your site to display. 

4. Provide the designer with lists or sketches of what 
you would like each page of your Web site to look 
like. Ensure that both you and the designer under-
stand the ultimate goal for the site. 

5. Update your Web site on a regular basis to keep 
the content new and interesting to potential 
clients. 

In my previous experience, I learned that I could 
make a decent Web site with good commercially avail-
able tools, but they can be expensive, and just didn't give 
us the professional look we wanted. 

In working with the designer, I made lists of the 
information I wanted each page of our Web site to 
include. First, I wanted our opening page to welcome 
viewers - potential clients - and included thumbnails of 
a few photos from recent jobs. From there, I wanted to 
list and explain our services and some information about 
our certifications. A portfolio of projects logically fol-
lowed as the third page and the final page includes our 
contact information. 

Fully developing the site took about three months. 
Normally, the process can happen faster but we experi-
enced some delays on our part as we gathered and orga-
nized photos and content. The cost to hire a Web site 
developer was about $1200 CDN (currently about $900 
USD) and we pay $40 CDN (about $30 USD) per hour when 
we he performs site maintenance. Currently, we try to 
update our site once or twice per month as we finish 
projects and gather photos, but this year we plan to work 
harder to update our site more often. 

Many companies who are developing Web sites are 
concerned with the amount of hard drive space the project 
can take up. When you develop a site yourself, there can be 
a good chance of eating up a lot of Web and hard drive 
space with excess files and photos. However, professional 
developers know all the tricks of making images smaller so 
they load faster and take up less space. We have numerous 
photos as well as a sound file that plays as users browse 
the site. All of this would take up enormous amounts of 
space on our computers, but an outside company can 
handle it with no problems. 

Creating a solid Web site had a great impact on our 
company. We receive a lot of positive feedback and the 
site reflects the professionalism and high quality work 
we do, making us even more credible. A current client 
hired us after seeing our Web address on a job site sign. 
He looked at the completed project, then at our website 
and said he didn't even have to meet us. He wanted us 
to create a design for him and renovate his whole yard. 
It ended up being a $60,000 job and another great project 
to put on our Web site. - Rob Bouchard HJ 

The author is owner of Coastal Creations, Mt. Lehman, British 
Colombia, Canada, and can be reached at 866/912-9090. 
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Save $50 on the Echo PB-403. 
Dependable operation and exceptional comfort. 
Now just s299" (CARB PB-413 $329M). 

• 44 cc commercial-grade dual-ring piston engine 
• Easy-to-reach tube-mounted or hip-mounted throttle positions 
• 64 fl oz fuel tank capacity for extended run times 

PB-403 
Commercial-duty air filtration system 
70 dB(A) per ANSI B 175.2002 

Echo offers the largest power blower line in the industry! 

PB-603 s399" 
(CARB PB-611 s469") 

Sets the standard for light weight, 
ergonomics and delivers 
commercial-grade power. 

• 58.2 cc commercial-grade dual-ring 
piston engine 

• Fully adjustable tube-mounted throttle 
with cruise control 

• "L " shaped frame provides light 
weight and durability 

• 64 fl oz fuel tank capacity for 
extended run times 

PB-650 s499" 
Blow away your biggest jobs with our 
top-of-the-line commercial blower. 

• 63.3 cc of pure commercial power 

• Available with easy-to-reach 
tube-mounted or hip-mounted 
throttle positions 

• 68 fl oz high capacity fuel tank 

• Super-duty commercial air ^ 
filtration system 

• Comfortable operator ergonomics 

For Echo literature: 1-866-704-1406 

© 2003 Echo, Inc. 

nuecHO 
Ask Any Pro! " 

For your nearest dealer, call 
1-800-432 ECHO (3246) or visit 
www.echo-usa.com. 

USE READER SERVICE # 1 0 3 

http://www.echo-usa.com
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SAVE 1/3 of HYDROSEED WAIT DAYS 
Example - Maryland State Highway Dept.: "two weeks vs. three') 
(1/2 ounce SUPERthrive™ SO vitamins-hormones per 100 gallons.} 

• OR - as U .S . civil service head groundsman said: - " W e ' v e never seen 
grass up so fast! Now 3 or 4 days from sowed seed routinely!" (3 ounces, per 100 gal.) 

• Used by U.S. Air Force to control dust on dirt flying f ields, World War II. 
• Tested, bought, taught, used for turf, plants, t rees, by a great number of 

state university campuses, over 60 years. 
• Cut golf greens closer, " l ike glass"- stil l healthy. 

I or COLD • DRY or IIIET • Another "making impossibles _ _ _ 
easy" When 115° to 122° daily in Palm Springs, Calif, n r s s s r 
"SUPERthrive™ kept all our greens uniformly thick and 
wear-tolerant, with no problems, while all other courses 
in the area lost 6 to 14 greens. SUPERthrive™ WORKED WONDERS 
O N 4 0 0 T R E E S W E P L A N T E D . SUPERthrive™ is a blessing. SUPERthrive™ kept the 
greens alive and together through the dry summer days. It also keeps roots penetrating in COLD weather." 

FURTHER UNIQUE FACTS - Bi^est 

# Guiness Book of Records, "Biggest ever moved." 
Standardly,with SUPERthrive™ contractors and parks 
accept no loss of trees. Worldwide (though no salesmen.) 

# 100% of 2000 SUPERthrive™ dealers asked at trade 
shows said they are "aware that SUPERthrive™ revives 
shrubs and trees with as little as green under their bark." 

# Far more and better flowering. 

Said U.S.D.A. head grower - "Far more growth above and below ground than when fertilizers used alone. 

# Over 500 parks systems heads wrote that nothing works so well. 

Since 1940, unchallenged, $5,000. guaranteed to be world 
number one Activator, Reviver, Trans/Planter, Extra/Grower, 
and Perfecter. 

# Over 60 years, NEVER ONE BOUNCED on guarantee: - "After 
using first gallon - money back if you wish you had not 
bought it." (Public agencies or established businesses.) 
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0737131 a™31 

VITAMIN INSTITUTE 
Phone (800) 441-VITA (8482) 

USE READER SERVICE #104 

12610 Saticoy Street South, NORTH HOLLYWOOD, CA 91605 
FAX (818 766-VITA (8482) www.superthrive. corr 

http://www.superthrive

