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Any job. 
Anytime 

© 2002 The Toro ( ompjnv 

i n e loro L^ingo c o m p a c t u u i u y Loauer. " IMK31 Ì T L J ^ ^ 
Throw us at your toughest jobs, in your hardest c o n d i t i o n s ^ ^ ^ ^ ^ y M r 
J We'll come out on top every time. With the Dingo's ^ j f f i f ' f f iÇlB/J^^ t 
vwSK ability to channel full power where it's needed, when 
' d u a ^ it's needed, it's proven itself again and again, on every 

kind of job. In every kind of environment. 
B L SO you think you've got a challenge? Bring it on. 
• For more information call 1-800-DIG-TORO or visit toro.com. 



LebanonTurf 
1-800-255-0628 • www.LebanonTurf.com 

Confront is a registered trademark of Dow AgroSciences LLC 

USE READER SERVICE #1 1 

granular weed control. In feet, we've even 

formulated it with Team* to give you 
^ÌP\AÙJF A k&ïkiciÀe {haiDCIMHTJ wvyls. 

broadleaf and crabgrass control in one easy 

step. Visit your LebanonTurf Dealer or call 

Periodical Reading Room 
DO NOT CIRCULATE 

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 promotions 

and enter coupon code LL3054. 

I ^ j ; p j L i l , -

No more mixing. No more spraying. Simply 

spread right 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 

http://www.LebanonTurf.com
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H2B 
It's spring clean-up time 

for this federal program. 

Product Spotlight — Buzz Cut 
They're easy to use, but not always easy to choose. 
String trimmer manufacturers offer some tips for 
finding the right machine for the job 

3 8 

Product Trends — 
Fungicide Equations 
Comparison shop your fungicide purchases by 
computing the cost per ounce, cost per day and 
total application costs 1 3 4 
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FEATURES 

Best of the Web — 
Controlling Cash 
In the second segment of this two-part feature, Lawn & Landscape 
Online Message Board users offer money management 
suggestions for companies floundering to keep their m m 
financial statements out of the red 

The Hook-Ups 
Lawn care companies often depend on specialized equipment -
namely, a diversity of mower-transforming 
attachments - to offer add-on services and create j r j n 
eye-catching results O A 

Grub Down 
Knowledge is the key to effective white grub mm jn 
management in lawns m A 

The Great Aqualizer 
When water budgets are tight, easy-to-use drip irrigation 
can keep landscapes healthy without breaking q a 
watering laws Q A 

A Little off 
the Sides 
Lopping off an offending 
tree branch may be tempting, 
but be sure to follow correct 
pruning practices ^ 
before you act w A 

C A S E STUDY 

From Start to Finish 
A Touch of Class Landscapes 
installs a segmented retaining 
wall to boost soil stabilization, 
improve drainage and support 
an in-ground pool on one 
client's property 

Pricing Wall Work 
A Touch of Class Landscapes' ]im Kadryna shares 
retaining wall pricing pointers 

1 0 4 

108 

SPECIAL FOCUS: COMPACT EQUIPMENT 

Micro Machines 
On job sites where large equipment is a liability, 
more landscape contractors are calling in the 1 1 A 
mighty minis 1 1 V 

Tools of E n g a g e m e n t 
Compact utility skids and loaders are only as • • w 
indispensable as the attachment tools they carry 1 I O 

Compact 8c Convenient 
Mini skid-steer loaders, compact utility loaders 
and their associated attachments offer specialized 1 A A 
functions for a variety of jobs 1 A A 
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Introducing the John Deere Gator™ High-Performance Series. The best-performing Gator 
we've ever built. With its rigid, hydroformed steel frame and available all-wheel drive, it can | J O H N DEERE 

tackle any job, anywhere. The new John Deere Gator HPX 4x4. Tougher than the task. 
N O T H I N G R U N S L I K E A D E E R E ™ 

John Deere's green and yellow color scheme, the leaping deer symbol, and JOHN DEERE are trademarks o f Deere & Company. w w w . J o h n D e e r e . c o m / v e h i c l e s 

J 
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New Products, 
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articles that have additional information online. 
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H P R O F I T A B L E 1 

NEW V I S I O N 
Introducing the new EYE-Q™ Productivity 

m • 

System: cutting edge technology 

that keeps you cutting. 

The N E W s t a t e - o f - t h e - a r t E Y E - Q ™ P r o d u c t i v i t y 

S y s t e m * he lps m a k e d o w n t i m e and u n n e c e s s a r y 

m a i n t e n a n c e a t h i n g of t h e p a s t . 

/ 
As a s t a n d a r d f e a t u r e on al l 1 0 0 - and 

2 0 Q - S e r i e s G r a v e l y r i d i n g m o w e r s , (Z 

t h e E Y E - Q ™ P r o d u c t i v i t y S y s t e m ^ ^ 

d o e s e v e r y t h i n g f r o m a s s e s s i n g 

e q u i p m e n t m a i n t e n a n c e n e e d s t o 

a n a l y z i n g t i m e m a n a g e m e n t . I t ' s s a f e 

t o say t h i s i n g e n i o u s d e v i c e is s u r e t o 

g ive y o u r b o t t o m l ine a h i g h - t e c h b o o s t . 

Thi nk of t h e E Y E - Q ™ P r o d u c t i v i t y S y s t e m as 

y o u r p e r s o n a l , p r o f i t - g e n e r a t i n g a s s i s t a n t . 

( A n d i t ' s on ly a v a i l a b l e f r o m G r a v e l y . ) 

For m o r e i n f o r m a t i o n on h o w t h e G r a v e l y E Y E - Q ™ 

P r o d u c t i v i t y S y s t e m w i l l he lp you g r o w y o u r 

b u s i n e s s , ca l l y o u r l oca l G r a v e l y d e a l e r o r 

v i s i t us o n l i n e a t w w w . g r a v e l y e y e - q . c o m . 

/ 
... 

EVE-® r 
'Patent pending. (& 2 0 0 3 Ariens Company. Made in the U.S.A. 
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Find this month's features, plus exclusive online stories, industry data-
bases and more at www.lawnandlandscape.com. 

GREEN INDUSTRY LINKS 
Lawn & Landscape Online boasts an extensive collection of industry-related links to valuable W e b 

resources and materials. Browse this section today and get connected to hundreds of manufacturers, 

contractors and dealers. 

_ 
ht tp: / /www. lawnandlandscape.com/ l inks/ 

LAWN & 
LANDSCAPE 
MESSAGE 
BOARD 
The Lawn & Landscape Online Message Board is 

an excellent source of industry information, 

networking and advice. The online forum gives professionals a place to interact and share ideas 

around the clock. Check out this W e b resource today! 

ht tp: / /www.lawnandlandscape.com/messageboard/ 

Check out the "Best of the W e b " section of Lawn & Landscape on page 54. This article, based on a 

recent Message Board discussion, examines a collection of tips to help new businesses avoid 

common pitfalls that can thwart profitability. 

LaicTate 
• P I I I I V BfllHIWWlMlw 

f̂ Extras 
- TL - Ì.L • i o i I r 

ONLINE EXTRAS 
Browse Lawn & Landscape Online for 
a collection of exclusive Web stories 
relative to this month's issue: 

This month, visit Lawn & Landscape Online for a list of pruning terms and definitions, as well as 

information on when and how to prune certain shrubs. 

• For more information on news relating to this month's cover story on H-2B, please visit the Lawn 

& Landscape Online News section. 

• Check out the Products section of Lawn & Landscape Online for more new and innovative 

industry products. 

• Visit Lawn & Landscape Online to learn how to win a copy of this month's featured book. 

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. lawnand landscape .com/ 
events 

BUSINESS FORMS 
A diverse collection of forms to 
help you run your green business 
more effectively. 
www. lawnand landscape.com/ 
tools 

MESSAGE BOARD 
The industry's most interactive 
message board. 
www. lawnand landscape.com/ 
messageboard 

INDUSTRY L I N K S 
A user-friendly index of the green 
industry, containing categorized 
information about contractors, 
dealers and suppliers. 
www. lawnandiandscape.com/ l inks 

ASSOCIATIONS 
An easy-to-navigate directory ot 
local, state, national and interna-
tional industry associations. 
www. lawnand landscape.com/ 
associations 

W 
/ ^ w 

r» 

À growing compilat ion of industry 
roducts, complete with photos 

and manufacturer contact 
information. 
www. lawnand landscape.com/ 
product 

MARKETPLACES 
An interactive listing of industry 
manufacturers and suppliers. 
www. lawnand landscape.com/ 
marketplace 

ONLINE STORE 
A one-stop shop for industry-
related books, CD-Rom training 
programs and other educational 
materials. 
www. lawnand landscape.com/ 
store 
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L&L IS A MEMBER OF: 
The Associated Landscape Contractors of America 
The American Nursery & Landscape Association 
The Composting Council 
The Irrigation Association 
The National Landscape Association 
The Ohio Turfgrass Foundation 
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The Professional Lawn Care Association of America 
Responsible Industry for a Sound Environment 
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A M E R I C A N 
BUSINESS MEDIA 

WHY SETTLE FOR SECOND BEST! 
AERA-VATOR 

BY FIRST PRODUCTS INC 

® 

THE FIRST PRODUCTS AERA-VATOR USES A "PATENTED" VIBRATING 
ACTION TO LOOSEN AND BREAK UP HARD AND COMPACTED SOILS 
IN THE ROOT ZONE, WITHOUT DESTROYING EXISTING TURF ON THE 
SURFACE. THE AERA-VATOR HAS A UNIQUE SWING HITCH THAT 
ALLOWS THE OPERATOR TO TURN AROUND OBJECTS WITHOUT 
TEARING THE TURF. THE UNIT ALSO HAS AN OPTIONAL SEED BOX 
ATTACHMENT. 

CALL FOR A FREE VIDEO TODAY 
800-363-8780 

W W W . l S T P R O D U a S . C O M • S A L E S @ l S T P R O D U a S . C O M 
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TIRED OF 
LOOKING 

FOR 
GRUBS? 
Relax. No matter what spec ies 
you find, when you get Merit? 
you get rid of grubs. It nips 
every major grub type from 
egg-lay through second instar. 
And application timing isn't 
critical b e c a u s e of its residual 
power. S o get off your knees. 
Prevent chronic callbacks. 
Get guaranteed, season-long 
control with the most effective 
grub eradicator on the market. 
Merit. Fear no grub. To learn 
more, call 1-800-331-2867 or 
visit BayerProCentral.com. 

B A C K E D 
by B A V E R 

Bayer Environ ment al Science 

Bayer Environmental Science, a business group of Bayer CropScience 
95 Chestnut Ridge Road, Montvale. NJ 07645 I Backed by Bayer and 
Merit are trademarks of Bayer I Always read and follow label directions 
carefully. I 0 2 0 0 4 Bayer CropScience 
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Consumer 
Guidelines 

Developing "Environmental Guidelines for Responsible 

Lawn Care and Landscaping" was the objective of a 

three-day meeting in San Antonio, Texas, March 14-17. 

Discussions centered on a 28-page draft document cover-

ing landscape design and installation, maintenance, com-

munity issues and where to go for help. 

While homeowners are the intended audience, any 
finalized document would certainly affect professionals, 
not so much because of any new science or management 
practices in the document, but rather because anything 
that ends up in the approved guidelines - designing 
landscapes to conserve water, using native vegetation to 
reduce maintenance costs, considering having smaller 
yards to mow, and taking soil tests before fertilization -
would carry a powerful coalition's stamp of approval. 

The more than 100 people in the room represented 
local and federal governments, universities, environ-
mental groups, major industry suppliers, industry ser-
vice companies, the gardening industry and industry 
media. Professional trade organizations participating 
included Responsible Industry for a Sound Environment 
(RISE), the Professional Lawn Care Association of America 
(PLCAA) and the American Nursery and Landscape 
Association (ANLA). 

My personal take on the meeting is that its goal is 
noble-homeowners (and professionals) should consider 
environmental factors when designing, installing or 
maintaining a landscape. And as long as guidelines re-
main guidelines, I have no problem with them. My con-
cern is that today's guidelines can become tomorrow's 
regulations, especially at the local government level. For 
that reason alone, what's being hammered out by the 
coalition matters and deserves your attention. 

One would not expect that any meeting of industry 
representatives and environmental activists would re-
sult in harmony, and that certainly was the case in San 
Antonio. Disagreements were voiced but with diplo-
matic understatement. Environmental activists want the 

potential harm of pesticides emphasized, even potential 
secondary hazards. Industry representatives want pesti-
cides to be evaluated with a consideration of potential 
hazard, cost and efficacy. 

Discussion raised other issues that will need more 
work before any final document can be approved, such as 
defining words and phrases that get thrown around all 
the time. For example, recommending the use of slow-
release fertilizers, raises the question of what "slow-
release" means. Similarly, creating a buffer zone between 
a lawn and a body of water requires some understanding 
of what constitutes a "buffer" - what is it made up of and 
how wide does it need to be? 

Recommending the use of "native plants" generated 
a comment that there should be no bias for or against any 
plants based on their origin. And some plants now con-
sidered "native" in an area actually are exotic based on 
their place of origin. Plant selection questions came up 
often in the discussions - the use of native plants vs. non-
native to reduce maintenance, the use of drought-resis-
tant plants to conserve water, and the selection of plants 
that deer do not like to eat as a means to deal with deer 
problems in residential areas. Combine all three options 
and you might end up with a landscape consisting of 
prickly pear cacti. 

The biggest issue that needs to be dealt with is what 
the final guidelines should be - a lengthy document with 
both simple guidelines and important background infor-
mation, a simple numbered list of consumer guidelines, 
or some combination of the two. 

The next step in the process is to put together a revised 
draft for a second meeting. Your's truly plans to be there 
and will keep you posted. In the meantime, I suggest you 
visit www.crm.org to read the draft guidelines. Let me 
know what you think. [Q 
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100,000 New Homeowners 
Every Week! 

We know who they are. 
We have their address and phone number. 

They are looking for lawn & landscaping services. 
Do you want their business? 

Finally, a subscription service to provide you with a list of New H o m e o w n e r s in your area on a 

monthly basis! 

H o m e o w n e r s have money to spend! Especially New Homeowners . Research proves most 

buying decisions are made 90 days after buying a home. They are ready to spend and develop 

new relationships and need to make purchasing decisions NOW! 

Selections Available: 
• Income 

•Age 

• Martial Status 

• Sale Price 

• Estimated Home Value 

• Loan Amount 

• Sale Date 

* Ask about 
our weekly 

updates! 

Don't let your competitors beat you! 
Call today to find out how many hot new prospects we have for your area! 

1-800-628-0026 
Sign up for your subscription today and receive ONE MONTH FREE! 

73-ADS 

Call Diane Richardson at 1-800-628-0026 
Buy Online at newleadsUSA.com 

new 
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Attitude 
Determines 
Altitude 

Are you in sales at your company? Of course you are. Let 

me explain. 

At our landscaping company, we hire people who 

have good attitudes. Why do we hire for attitude over 

aptitude every time? Because we know for certain that 
your attitude determines your altitude. Plain and simple 
- people with a positive, can-do attitudes make better 
employees. They also make great salespeople. Often, the 
smartest person - the person you'd like to hire because 
you think they would catch on and help your company 
immediately - is not the best hire, so be careful. 

Think for a moment about some of the purchases you 
have made in the last year or so. What buying experiences 
do you recall being pleasant? What experiences weren't 
so pleasant? Chances are, you remember the unpleasant 
experiences more readily than the pleasant ones. That is 
why it is so important to have well-trained, enthusiastic 
employees caring for your clients. 

While great service may not always be recognized, 
bad service is remembered for years, and bad service 
results in clients taking their money someplace else. They 
will also tell anyone who will listen about their bad 
experience with your firm and this is dangerous. 

For instance, a few months ago, I was returning from 
speaking to a group of entrepreneurs for a few days in 
Las Vegas. On my way home from the airport, I called my 
wife at home at around 8:30 p.m. She sounded very tired 
and said the kids just went to bed and she still had not 
eaten dinner. I told her that I hadn't eaten either and 
would stop by this sub sandwich place and bring home 
dinner. 

I went in the store and walked up to the counter. The 
young man behind the counter was not well dressed. I 
should have walked out then, but I was hungry, had 
eaten there many times before and was just too tired to 
take a stand this time. While at the counter, he did not say 
anything - no greeting, no smile, no nothing, just stand-
ing there like I was bothering him. So I just ordered what 

I wanted. He rang it up and pointed to the total on the 
cash register. Thinking he might have been deaf, I didn't 
get that stirred up about his rudeness. I handed him the 
$8.36 for two subs and went to sit down and wait for my 
food. He turned around and yelled into the kitchen in an 
assertive voice, "Two turkey-pastrami subs and a chili to 
go." I guess this young man was not deaf. Minutes later 
I saw out of the corner of my eye two sandwiches and a 
bowl of chili placed on the counter from the kitchen. 
Instead of walking up to the counter, I waited to see what 
would happen. After more than two minutes, I finally 
walked up to the counter, took my food, told the young 
man to have a great day and went home. 

This whole transaction occurred without the employee 
saying one word to me. He was a miserable salesperson 
for his company. As I drove home, I wondered who the 
poor people were who owned that store. They have their 
capital at risk, their future in the hands of a person who 
just does not care. However, even though a small part of 
me feels sorry for the owners of that store, a bigger part 
of me says that the owners are completely to blame. They 
hired a person with a bad attitude; it is their fault this 
young man works at their store. And I can assure you I 
will never go back to that place. There are too many 
options for my money for food than to spend it someplace 
where the employees make you feel like you are bother-
ing them by coming to their store. 

Too many entrepreneurs don't train their people on 
how to treat clients and prospects. They hire fast and fire 
slow, when they should do the exact opposite. The way 
your clients are treated determines your future, probably 
more than anything else. Happy clients tell others about 
their experience, and referrals are the best advertising. 
As you're looking for new people to hire, look for the 
ones with a good attitude. They are the ones who will 
impress your clients and sell your company to others. 
Every single person in your company is a salesperson in 
and for your company and the sooner you get your team 
to believe that, the sooner you will see your business 
make the profits you deserve. Happy Selling. ID 

1 4 MAY 2004 viww.lawnandlandscape.com L A W N & LANDSCAPE 

http://www.lawnandlandscape.com


R E S E A R S T E W A R D S H I P syngenta 

To protect longer, 

you have to work from the inside. 

That's the power of a systemic. Xylem to tip, Heritage* is the only 

systemic strobilurin that protects each and every blade of grass, including 

new growth. Broad-spectrum disease control protection from the inside, 

that lasts up to 28 days against all four major classes of fungi and 

the six major turf diseases. Heritage works from the inside so 

your turf looks good outside. Call 1-800-395-8873 to contact your 

local Syngenta sales representative and learn more about Heritage. 

\\ . 

F U N G I C I D E 

www.syngentaprofessionalproducts.com 

Important: Always read and follow label instructions before buying or using the product. ©2003 Syngenta Syngenta Professional Products, Greensboro, NC 27419 Heritage* and the Syngenta logo are trademarks of a Syngenta Group Company. 
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Pick Up 
the Phone 

Jack Mattingly is a green industry consultant with 

Mattingly Consulting. He can be reached via email at 

¡kmattingly@comcast.net, through his Web site 

www.mattinglyconsulting.com or at 770/517-9476. 

The year is off and running and hopefully you survived 

the spring in high fashion with your income statement 

showing double-digit profit. If not, here is an area you 

may want to review: client communication. 

What do your customers think of your operations 
right now? You have had a fair chance to either wow 
them or cause them to question their choice in hiring you. 
As the summer begins, take this chance to show you 
customers the caliber of your services before they decide 
to cancel their contracts. 

To keep from losing clients, act fast. Begin by picking 
up the phone and calling your customers to get commu-
nication back on track. Produce a list of your clients, their 
telephone numbers and other important information and 
keep it with you at all times. This list allows you to check 
off the client once you have spoken with them, giving you 
a quick look at where you stand on your commitment to 
calling all your customers. 

Next, advise your operations staff that you will be 
calling all of your clients to see if their perceptions are in 
line with the quality of work your company wants to 
provide. Everyone in the company is involved with client 
satisfaction and should be informed of what you learn 
from your customers. 

When you start calling your customers, the conversa-
tion might include some phrases like these: 

•"Hi, Bill. This is Jack Mattingly with Mattingly 
Associates. I'm calling to see how you are and to check on 
the performance of the services we are providing." 

• "Is there anything else we can do for you?" 
• "Bill, I noticed on the right side of your entrance that 

there are some open areas in the plant beds. Would you 
mind if I gave you a proposal for filling that in?" 

Client calls accomplish two tasks: First, by develop-
ing a script to use when making calls, you will develop 
your own style and flow for effective communication. 
This will make your clients comfortable and help them 
share their concerns and ideas. Also, these conversations 

give you the opportunity to sell additional work, which 
is highly profitable because you are not bidding against 
other contractors. By searching for and proposing addi-
tional billable work, your clients will see your attention 
and commitment to their landscapes. 

As you speak with your clients, make some notes. 
After a few calls, you will get an idea of the level of your 
services and how your clients perceive you and your 
company's work. Client perception is what counts, so 
pay attention. Tracking these notes is beneficial, as is 
sharing them with everyone in your organization. Share 
all comments, whether they are good, bad or ugly, with 
employees. As a group, discuss them and identify how 
you can turn around an unhappy client. 

Response to a client's unhappiness or request is criti-
cal. Be sure that you have a game plan in place to handle 
concerns or work requests. The plan needs to be oriented 
around how quickly crews can visit the sites and make 
the corrections and additions. Seven days usually is an 
acceptable time frame. If the work cannot be completed 
during a regular weekly visit, the company may incur 
some unexpected overtime or the need to add a 
crewmember to complete the work. Still, authorize your 
employees to do anything necessary to please the client. 

An unhappy client presents a great opportunity for 
you to become a superstar. If you immediately perform 
the necessary work in a quality fashion, your client will 
be very appreciative as long as you do not let the work to 
slip again. Allowing work to fall behind again will force 
you to spend many dollars in sales and marketing to 
replace that client next year. 

The time it takes to make phone calls to all of your 
clients will be the most valuable time you spend all year. 
The telephone is a powerful tool and I am surprised at 
how many contractors send form letters or surveys rather 
than speaking with customers directly. Remember, it's 
not the customer's job to fill out a form. It is your job to 
ask the questions, write down the answers and respond 
quickly to client requests. 

Now is your chance to wow your customers. ID 
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Making the 
Right HR 
Decision 

Jean L Seawright is president of 

Seawright & Associates in Winter Park, Fla. She 

can be contacted at 407 /645 -2433 or 

¡seawright@seawright.com. 

For years I have watched business owners and CEOs make 
"people" decisions. Often, I have been privileged to partici-
pate in their decision-making by providing advice and 
counsel to these executives. In some cases, I learned of the 
decision and outcome too late to impact the results. While 
most leaders can recall the painfulness of their bad choices, 
many have never taken the time to analyze where their HR 
decisions went wrong. After much analysis of good and bad 
HR decisions, I have some insight to share. 

First, let's define a "people" decision. Simply put, it is 
any executed choice made by a leader that impacts the 
organization's human resources. The most obvious people 
decisions are those that involve hiring and firing. Those 
that are not so obvious - such as the decision to coach a 
20-year employee with declining performance, the deci-
sion to change a significant policy or benefit that impacts 
morale or the multiple decisions involved with a harass-
ment investigation - are often more complicated. 

I have found over the years that every business prob-
lem has, at its core, a human resource problem. Once you 
realize this, it becomes obvious that leaders make a 
multitude of complex HR decisions every day. And let's 
face it, when it comes to dealing with people issues, most 
of the time, you're operating in the "gray" zone. Rarely are 
decisions involving your human resources black or white. 

What I have found is that good HR decision-making 
is dependent upon some simple, practical components or 
principles. These principles may not apply to financial or 
operational decisions - but I do believe, if applied prop-
erly, they can impact the quality and outcome of your HR 
decisions. Also, although it may seem obvious, it's worth 
pointing out: Before you apply these principles, you 
must first have viable knowledge and concrete facts 
about the particular matter. In the absence of relevant 
details, one can never make a good decision. 

There are four components of effective human resources 
decision-making. Two of them, we will cover this month. 

1. THE RIGHT CHOICE. - None of the other compo-
nents will matter if you can't get this one down first. 

Making the right HR decision is absolutely dependent upon 
choosing the right option for action. Example: One of your 
employees gets injured outside of work and presents you 
with a doctor's note that includes some vague limitations. 
The employee says he's fine to work. Do you (a) let the 
employee go back to work because he says he is fine, (b) 
send the employee back to the doctor with a copy of your 
job description, the physical requirements for the posi-
tion and a letter requesting more details, (c) let the 
employee go because you have no "light duty," or (d) 
place the employee on a leave of absence until he is ready 
to return to work? Answer: It depends! The right choice 
hinges on a host of considerations, like coverage under 
state and federal employment regulations, the precise 
situation, number of employees, company policies, past 
precedent and others. What should you do? Get profes-
sional advice! Today in business, the wrong choice will 
cost you much more than getting the right advice. If you 
don't have the experience or knowledge in human re-
source decision-making, be wise and ask for help. 

2. THE RIGHT WORDS. This is a biggie. When it 
comes to executing a decision involving your people, you 
must choose the right words to communicate your mes-
sage. To select the right words, you must consider the 
personality of the individual you are communicating 
with and you must take the time to determine how to 
communicate your message clearly, directly, with confi-
dence and with respect. Stick with the facts and don't beat 
around the bush, make excuses or blame yourself for 
something that has nothing to do with you. The best 
communicators have learned how to convey even bad 
news with honesty and sincerity and without delay. 
(Hint: Unless you're one of the few gifted people who 
always seems to have the right words at any given 
moment, you'll find that it takes time to prepare your 
communication.) 

In June, we will cover two more key considerations 
employers should keep in mind when making human 
resources decisions. I D 
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Collect them all. 

Introducing DuPont Professional Products. /fijï nn 
A new line of effective pest management and green industry solutions. 

The miracles of science" 
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MERGERS & ACQUISITIONS 

Davey Tree Aquires Trio 
KENT, Ohio - The Davey Tree Expert Co. continues its expansion initiative with acquisitions 
of Pagura Landscape, Columbus, Ohio; Melton's Tree Service, Bettendorf, Iowa; and Sean 
McCarthy Tree Care Service, Richmond, Va. 

The trio of acquisitions bring Davey's total to 16 in the past two years. 
"When it comes to acquisitions, our primary objective has always been to find 

^ ^ companies that fit Davey's ideas and goals," said Karl 
m w m^m^m Warnke, president and COO for Davey. "Pagura, Melton 

D A V E l 3 r . a n d McCarthy do just that." 
The Pagura organization has merged with Davey's Colum-

bus-area commercial grounds management office. Melton has joined Davey's Quad Cities 
residential office, and McCarthy has joined the Richmond residential office. 

Founder Steve Pagura has joined Davey as a sales representative. 
"Independently, Pagura and Davey have been providing Columbus with excellent ser-

vice," Pagura acknowledged. "By combining the resources of both companies, we can offer a 
wider range of services to all our customers. We are very excited about this merger." 

(continued on page 22) 

Brickman Group Purchases 
Urban Environments 

COLUMBUS, Ohio - The Brickman Group, Gaithersburg, 
Md., recently acquired Columbus, Ohio-based Urban Envi-
ronments, Inc. (UEI). 

Founded in 1939, Brickman serves commercial clients in 23 
states, offering maintenance, landscape architecture and con-
struction services. Posting annual revenue of approximately 
$10 million, UEI is one of the Columbus area's providers of 
landscape and irrigation design, installation and maintenance 
services for commercial properties and residential estates. 

Both Brickman and UEI are family-run businesses with 
similar visions and goals, making the acquisition a comfort-

Scott Brickman (continued on page 26) 

TruGreen Buys FirstService 
Lawn Entity 

TORONTO - FirstService Corp. completed the sale of its Canadian lawn care business, 
Greenspace Services, to TruGreen ChemLawn, a subsidiary of The ServiceMaster Co. 

Greenspace Services is headquartered in Toronto, Canada, and has branches operating in 
Ontario, Quebec and Alberta. The sale price was approximately $12.9 million (in U.S. dollars) 
including cash proceeds and the assumption of certain liabilities on closing of $9.1 million and 
a note receivable of $3.8 million payable over five years. 

The company expects to record a one-time gain on the sale of approximately $0.18 per share 
on a fully diluted basis in its fiscal 2005 first quarter ending June 30. 

FirstService Corp. is a North American leader in the rapidly growing service sector, 
providing services to commercial and residential customers in the following four areas: 
residential property management, integrated security services, consumer services and busi-
ness services. 

TURFGRASS TRENDS 

TPI President 
Offers 
Industry 
Insights 
Turfgrass producers have their sights set 
on a bright future and will continue to 
find success as they address significant 
issues facing the green industry, notes Ed 
Zuckerman, president of Turfgrass Pro-
ducers International (TPI), during his an-
nual state of the industry report. 

Water and artificial turf are a few hot 
buttons for the industry, Zuckerman ob-
serves. "We in the turfgrass industry must 
deal with water shortage issues begin-
ning with local and national coalition 
building to combat repercussions from 
drought," he notes. "An influx of artificial 
turf, along with the continuing water short-
age are two large and expanding issues 
TPI is addressing on behalf of the entire 
turfgrass industry," he says. 

Zuckerman predicts the pervasiveness 
of these issues, combined with real estate 
interest rate levels and high insurance 
costs, will force turf producers to reevalu-
ate how they do business, making adjust-
ments when necessary. 

But despite issues and struggles, 
Zuckerman sees success in the future for 
his colleagues. "Even though there are 
challenges facing the industry, there are 
also opportunities to differentiate your-
self from the rest of the world," he ac-
knowledges. "These challenges present 
tremendous potential to grow businesses." 
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The most productive family of mowers 
also works hard on your bottom line. 

Gateway Walk-behind 
Starting at $58.99/month; 22 hp, 52-in. deck 
Flip-up wing saves space and time 

Scamper/Scamper HG Walk-behinds 
Starting at $34.99/month,' 15-17 hp, 36-52-in. decks 
Unique hydro controls means there's no learning curve 

Super Surfer Stand-on 
Starting at $52.99/month; 15-23 hp, 36-61-in. decks 
Up to 30 percent faster than a walk-behind 

0 % financing 
for a limited time* 

Chariot Riders 
Chariot starting at $65.99/month; 17-25 hp, 48-61 in. decks 
Chariot LX (shown) starting at $79.99/month; 25-28 hp, 61-72 in. decks 
Deep decks make quick work of big jobs 

0 % financing 
for a limited time* 

Get ready for some real savings. From machines that make the most of any moment. All 

from a company that never discounts the possibility of what great engineering can do. 

So stop by for a test drive. If you haven't experienced the performance of a Great Dane, 

it's about time. Call 866-275-5823 for the Great Dane Professional near you. 

www.GreatDaneMowers.com 

;ATQDANE 

It's about time. 

'Special financing good through July 31. 2004 Subject to approved credit for qualified buyers on John Deere Credit Revolving Plan for commercial use. Reduced payments for first 12 months based on 1% of amount financed. After first 
12 months, payments will be based on 3% of the amount financed. Taxes, freight and setup may increase monthly payments. Available at participating Great Dane dealers. See dealer for details. 
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A LOOK AT [AWN CARE 

Growth 
Goals 
When it comes to growth, lawn 
care operators (LCOs) know 
which services sell and which 
ones don't. 

According to a recent survey, 
51 percent of LCOs expect their 
fertilization plus insecticide /her-
bicide treatments to be their fast-
est growing chemical lawn care 
service in 2004 at an average 
growth percentage of 18.22. 

After this service, there's a large gap with 
fertilization ranked as the second service 
expecting quick growth in 2004 (17.7 per-
cent of LCOs reporting). Weed control is in 
third place with 15.2 percent of LCOs choos-
ing this service as their speediest growth 
area in 2004. The report also shares that 
LCOs expect their fertilization services to 

What percent do you expect your lawn 
care services to grow in 2004? 

SERVICE GROWTH PERCENT 

Source: Lawn & Landscape 

grow an average of 17.12 percent, and their 
weed control services to grow an average of 
17.89 percent. 

Though insect control will bring in the 
highest percent growth - 18.91 percent -
according to LCOs, it will be the fourth 
fastest growing service of 2004 with only 7.3 
percent of contractors reporting this as a 
rapid growth area. 

BRANCHING OUT 

Ruppert 
Reenters 
Virginia 
Market 
CHANTILLY, Va. - Ruppert Nurseries 
reentered the Virginia market by opening 
a landscape installation branch in 
Chantilly, Va. - just west of Dulles Inter-
national Airport. 

"Re-entering the 
Virginia market was 
a natural step for us 
to take," says Presi-
dent Chris Davitt. 
"We had already been 
serving the Virginia 
area from our Mary-
land branch and we ^ ^ ^ ^ ^ 

Chris Davitt, 
(continued on page 26) President' Ru^ert Nurseries 

It s the 

Connection' 

Ashford Retaining Wall System 
wm^mmÊÊmmm 

The structural integrity and reliability of the Mesa Systems are now available in 
a new, more natural look. The Mesa Ashford™ System is the latest segmental retaining 
wall design that features an attractive, randomly patterned facing with a positive 
mechanical connection. 

Units are available in three different sizes, 
giving you an infinite number of Ashlar, 
mosaic-like patterns to choose from. 
Final wall patterns can even be worked 
out on site! 

For more information on the Mesa Ashford 
System or any other Mesa System, visit 
www.tensarcorp.com/m9, call 8 8 8 - 8 2 8 - 5 0 0 7 
or e-mail info@tensarcorp.com. 

Tensar Earth Technologies, Inc. Tensar« 
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(DAVEY continued from page 20) 

In the Quad Cities area, founder Rick 
Melton and owner Michelle Tinman both 
have joined Davey. "We will now be able to 
offer our clients spray and feed services, 
which we couldn't do previously." The edu-
cational opportunities available to the Davey 
staff far exceed the resources available to the 
Melton's small-business staff, she adds. 

Richmond Manager Mark Bennett expects 
the addition of McCarthy's staff will help 
grow his region of Davey's business. "This 
move will provide former McCarthy clients 
with access to Davey's integrated service 
approach," he says. Founder Sean McCarthy 
has joined the Richmond-area Davey staff. 

"In our diverse and fragmented industry, 
there are literally thousands of opportuni-
ties to bring other companies on board," 
Warnke notes. "But those opportunities must 
be explored selectively. Each acquisition is a 
careful and deliberate step. An incredible 
amount of consideration and study is given 
to each possibility." 

Davey's other acquisitions in the past 
two years include: 

• Action Tree Expert Do., Naples, Fla. 
• Boulder Tree and Landscape Co., Boul-

der, Colo. 
• Charette Tree Service, Boston, Mass. 
• Denver Tree Specialists, Denver, Colo. 
• Environmental Turf Services, Pontiac, 

Mich. 

• Horrigan Tree Industries, Chicago, 111. 
• Kev's Tree Service, Hicksville, N.Y. 
• National Shade L.P., Houston, Texas 
• Perennial Landscape, Indianapolis, Ind. 
• Quality Tree Care, Orlando, Fla. 
• Thornton Grounds Care, Cincinnati, 

Ohio 
• Top Gun Landscape, Tampa, Fla. 
Tree Care by Professionals, Houston, Texas 

On èe j J j 
Jack Robertson Lawn Care -

J J 

www.robertsonlawncare 

International Franchise Association 

America in Bloom -

Environ Associates -

www.franchise.org 

www.americainbloom.org 

www.environassociates.com 

InfoExchange - www.infoexchangeonline.com 

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

Green Industry Accessories 

Direct orders still available in some areas 
C A L L FOR A DEALER NEAR YOU 

S M A R T E R 

Visit our website for our complete line of HIGH QUALITY ACCESSORIES! 

LAWN & LANDSCAPE 
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FORD F-SERIES SUPER DUTY 
The #1 Cargo Van, Chassis cab and Medium Truck for customer satisfaction with vehicle quality 

Up to 21,500 lbs. of towing power (F-350 - F-550) 
New available Power Stroke 1 diesel and 5-speed automatic To rqSh i f f transmission 
Highest available torque and diesel horsepower in its class'* 
Available in Regular Cab, SuperCab or Crew Cab 

E-SERIES 
The #1 Cargo Van, Chassis cab and Medium Truck for customer satisfaction with vehicle quality 

E-Series is the ful l size van sales leader 25 years running 
Only ful l-range van to offer the choice of gas or diesel power 
Widest range of bodystyles 
Standard 4-wheel disk anti-lock braking system www.commtruck.ford.com 
"Based on 2003 Commercial Truck Quolity Study. " O n 6.0L Power Stroke diesel engines with automatic transmission. or 800-301-7430 
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(BRICKMAN continued from page 20) 

able fit for both sides, notes Margie Holly, 
communications manager, The Brickman 
Group. "A solid presence in the Columbus 
market, their reputation for quality work, 
and a talented leadership team are what 
attracted Brickman to UEI," Holly says. "Cul-
turally we are a match, in that UEI places the 
same value on quality, service and career 
growth for team members that is at the heart 
of Brickman's success. The UEI team, com-
bined with Brickman's existing Columbus 
operations will enable us to offer enhanced 
service to all of our clients in that area, local, 
regional and national." 

A veteran of industry acquisitions, The 
Brickman Group plans to pursue similar deals 
in the future. "Brickman's past, present and 
future strategy is to grow through our exist-
ing teams by providing consistent, value-
oriented service," Holly observes. "Although 
this is our core strategy, we have always 
been interested in acquiring quality compa-
nies that have a strong talent pool of man-

agement and staff, are geographically com-
patible with our growth goals and match 
Brickman's culture and core values. We are 
a service-oriented company, and we look to 
partner with others of like mind, whether 
clients, business partners or vendors, so that 
we can continue delivering excellent service 
in a cost efficient manner." 

UEI President, Joel Korte, will remain 
with the company, as regional manager of 
Brickman's Columbus Region, as will his 
management team. "Becoming part of 
Brickman will present on-going career 
growth for my team, and enhance our ser-
vice to clients with the strength, experience 
and resources of a national leader behind 
our team here in Columbus," Korte says. 

Other UEI staff members also will be 
retained. "We have known and admired 
Joel Korte and his team at UEI for many 
years," says Brickman President and CEO 
Scott Brickman. "We are excited to have this 
talented team join our organization." 

(RUPPERT continued from page 22) 

are excited about the opportunity to open 
a branch that will accommodate our Vir-
ginia customers." 

Ken Thompson, who has been with 
Ruppert companies more than 18 years 
and has managed three branches, will lead 
the new branch alongside a staff of Ruppert 
veterans. 

Joining Thompson are Mike Marshall 
(estimating and sales), Frederick, Md.; Kurt 
Siemon (contract administrator), Herndon, 
Va.; and Shaun Snodgrass (production 
manager), Deale, Md. Marshall, Siemon 
and Snodgrass have worked for Ruppert 
companies for 10 years, six years and one 
year, respectively. 

Ruppert Nurseries, a commercial land-
scape installation and maintenance ser-
vices company, also has branch offices 
in Laytonsville, Md., Philadelphia, Pa., 
and Atlanta, Ga., as well as a 475-acre 
wholesale tree nursery in Montgomery 
County, Md. 

Service 
Software 
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TrakMats 
Ground Cover Mats for Professionals 

No more Heavy, Wet ,Rotten, 
Broken, Slippery Plywood. 

Tough, Lightweight 
Power Cylinder Cleats for Traction 
100% Recycled Material 
UV protected 
Light color prevents burnt grass 
Unaffected by heat & cold 
Hand cutouts for lifting 

800-762-8267 
0aW(9Oç ümtSo 

6128-F Brooks h I re Blvd www.trakmats.com 
Charlotte. NC 28216 email: sales@trakmats.com 

26 ma 
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When you need 
the green 
but not the growth... 
Whether you need to correct chlorosis or just 
get the turf looking it's greenest, Ferromec® 
Liquid Iron is the top-rated sprayable iron 
option. Ferromec assures that the turf under 
your care is the greenest green possible -
without the excessive growth associated with 
heavy nitrogen use. 

Ferromec's unique iron/sulfur/nitrogen formula 
has been proven time and time again to pro-
duce rapid green-up - usually in just 24 hours! 

• Corrects chlorosis due to iron deficiency 
• Promotes healthy plant growth 

• Avoids problems associated with 
lush growth 

• Economical 
• Green-up in 24 to 48 hours 

Ferromec@ Liquid Iron for fast, 
dependable green-up -
without unwanted growth! 

G 
p b i / G Q R c l o n 
c o n p o n a t i o n 

An Employee-Owned Company 

1-800-821-7925 
ferromec.pbigordon.com 

F e R R O M E C AC 
LIQUID IRON 

15-0-0 — 
CM..b* mm MoM Tgrt Can H 

Ml 
Always read and follow label directions. 

©2004. PBI/GORDON CORPORATION. FeRROMEC is a registered trademark of PBI/Gordon Corporation. 4-2004/11804 
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COMPANY EXPANSION 

Middleton 
Expands 
Into Florida 
ORLANDO, Fla. - Middleton Lawn & Pest 
Control grew its list of target service areas to 
Clearwater, Ft. Pierce, Gainesville and St. 
Augustine - all in Florida - because of in-
creasing population growth in these areas. 

"Our long-term goal is to become the larg-
est pest control and lawn care company in 
these new markets, just as we are in other parts 
of Florida like Daytona, Orlando and Tampa," 
says Greg Clendenin, president and CEO, 
Middleton Lawn & Pest Control, based in 
Orlando. "In our industry, you have to go 
where the people are. The new markets are 
located in either forest or coastal water areas 
where pests will fester, especially as residen-
tial communities continue to develop." 

(continued on page 31) 

Bush Budget Could Hurt Small Businesses 
Members of the U.S. House of Representatives recently released a detailed report on 

President Bush's fiscal year 2005 budget and its effect on small business programs. 

The report, compiled by the Minority staff of the House Small Business Commit-

tee, reveals that programs aimed at helping small businesses would see more than 

a 70-percent cut. The report argues that while small businesses everywhere 

empathize with the mounting federal deficit, some say a 70-percent reduction in 

funding for small business programs seems too high a price to ask of the nation's 

small business owners. 

The report identifies 36 distinct programs serving the small business community 

that either are cut or terminated in the administration's FY2005 budget proposal. 

Among the affected programs are: 1) those used to secure capital, 2) direct govern-

ment contracts to small businesses, 3) those that provide training for small business 

workers and 4) those reducing energy costs. 

The report also examines a number of tax measures that would have significantly 

helped small businesses if they were not excluded from the Bush budget. 

A revolutionary design 
unlike any other 

Introducing 
Bunton® Z-ControlsM 

All Bunton Walk-Behinds now come standard with 
the unique new Z-Controls normally found only on 
Zero-Turn Riders. The Z-Controls minimize operator 
fatigue with patented light touch loop grip handles. 
That means less stress on hands, wrists and 
forearms resulting in greater productivity. 

Choose between Bunton Hydro Drive Walk-Behinds 
with independent power control to each wheel or 
Bunton Gear Drive Walk-Behinds with five forward 
speeds and positive steerable reverse. Either way, 
you'll be getting superior control and greater 
productivity with the new Z-Controls from Bunton 
and that's a comfort. 

Call 1-888-922-TURF (8873) 
for the dealer nearest you 
or www.bunton.com 

©2004 Jacobsen, A Textron Company. All nghts reserved. 
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You bring He project...we'll bring the saluOons. 
Tackling your day-to-day challenges doesn't have to be hard work. Our complete line of utility equipment will help you 
get through your day quickly and efficiently. And when you invest in the strength of Ingersoll-Rand, you also benefit by 
receiving superior parts, service and financing solutions. Partner with a company that makes sure the job gets done no 
matter what it takes. 

Call (877) IR BRAND to find your nearest Ingersoll-Rand utility 
equipment distributor or to receive a full-line brochure. 
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(ÊR) Ingersoll-Rand 
Utility Equipment 

www.irutilityequipment.com 
© 2004 Ingersoll-Rand Co. IRBSA 04-01 

http://www.irutilityequipment.com


L a b o Ç u 
U.S. Employers Optimistic About Hiring tlook 
Strong demand for their products and services is prompting U.S. employers 
nationwide to say they will soon hire more workers than they have in the past 
three years. 

That's the word from the Employer Outlook Survey by Manpower Interna-
tional, a Chicago-based staffing company. The quarterly survey notes that 28 
percent of employers expect to hire more workers from April to June. 

That's the highest level since the first quarter of 2001 and it's the third 
consecutive quarter in which U.S. employers have increased hiring. 

Moreover, recruiting and hiring efforts will be targeted at job-seekers in all 
10 sectors that Manpower tracks. Those fields encompass construction, 
education, the wholesale and retail trade, public administration, service jobs, 
transportation and public utilities, durable and non-durable manufacturing, 
mining and finance. 

"It is clear that demand for their products and services has finally surpassed 
the capacity and productivity of the current workforce," says Manpower 
Chairman and CEO Jeffrey Joerres in a written statement. 

Of some 16,000 employers polled, 28 percent expect to increase hiring from 
April to June while six percent will cut the number of workers they hire. Most 
employers - some 62 percent - will maintain their cunent staffing levels. This 
is the third consecutive quarter that employers reported an uptick in hiring. 

Adjusted regionally, employers down South expect to offer job-seekers 

the most abundant opportunities, with 24 percent planning to hire. The 
Northeast, which is lagging well behind other regions, will have the fewest 
opportunities. Only 18 percent of employers plan on adding to their 
payrolls in coming months. 

Hiring will be strongest among construction employers, who have not been 
as optimistic about adding to their payrolls since 1978. Forty-two percent of 
construction firms expect to increase hiring in the second quarter of the year. 

Makers of durable goods, such as cars and refrigerators, also are bullish 
about their need for new employees. Thirty-one percent expect to increase 
hiring. 

Meanwhile, manufacturers of non-durable items will also increase staffs, 
but not as quickly. Only 27 percent expect to hire more workers. Nevertheless, 
that's the highest level in three years, says Joerres, who called the increased 
hiring among manufacturers "notable." 

Job seekers in the services sector will find more opportunities, too. Three 
out of 10 employers plan to increase staffing in coming months, with most new 
jobs being available out West. That's where 36 percent of employers expect to 
hire more workers - just about 10 percent more than in the Midwest and 
Northeast expect the fewest job openings. 

Jobs in the public sector, which have been cut as governments bridge 
budget gaps of their own, also should start re-appearing. Source: CNN/Money 

With proven power and unmatched durability, Kawasaki makes 
the best handheld products money can buy. And now it takes less 
money to buy them, with special LowDown pricing on all models. 

Hurry in and save on products that outpower and outlast the competition. 

Do You Have The Right Tools? 
As contractors, we have created 

incredible web tools to help 
you save time. We have utilized 

these tools for our own landscape 
company.We are seeing 

unbelievable results! 

How would you like to? 
• Cut down your selling time 
• Increase Sales with less effort 
• Make less calls 
• Duplicate yourself 
• Create the perfect employee 

I t s Time: Do It To It! 

®nd ia .com 

Check our website at w w w . e l a n d i a . c o m 

877.264.4610 Fax 858.505.9896 
Email us at infb@elandia.com 

For a preview of our tools visit 
www.emeraldlandscape.com 

Visit kawpowr.com or call 1-877-KAWPOWR to find your nearest dealer. 
LowDown pricing available at participating dealers only. 

Kawasaki 
Power Products 
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(MIDDLETON continued from page 28) 
In planning its growth strategy, 

Middleton chose to expand its offerings 
into the designated areas for several rea-
sons, including the areas' sub-tropical cli-
mates, which support a year-round busi-
ness; legislation that is industry-friendly 
yet environmentally sound and favorable 
economic conditions surrounding a re-
cession-resistant industry, the company 
reports. 

Extending services into these new areas 
is part of Middleton's overall expansion plan. 
In 2003, the company grew into Clermont, 
Ocala, Tampa and Vero Beach, generating a 
7-percent revenue increase due to this new 
expansion alone. In addition, Middleton 
recorded the company's first-ever record 
sales month of $2.5 million in the company's 
50-year history during October 2003. Over-
all, the company's goal is to become the 
largest lawn care and pest control company 
in Florida. Currently, Middleton is fifth larg-
est in the state, and the 25th largest in the 
United States. 

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. 

MAY 2 6 - 2 8 Grandy 8c Associate's 2 0 0 4 Basic Business Boot Camp, 
Owensboro, Ky. Contact: 8 0 0 / 4 3 2 - 7 9 6 3 or www.grandyassociates.com 

J U N E 2 - 3 International Erosion Control Association Training Courses, 
Gulfport, Miss. Contact: 970/879-3010 or www.ieca.org 

JUNE 10-12 Snow 8c Ice Symposium, Minneapolis, Minn. Contact: 8 1 4 / 8 3 5 -

3 5 7 7 or www.sima.org 

A U G . 1 8 - 2 0 Lawn & Landscape Weed 8c Insect Management Summit, 
Chicago, 111. Contact: 800/456-0707 or www.weedandinsectsummit.com 

A U G . 2 6 1 8 H | Annual Indiana Professional Lawn 8c Landscape Association 
Summer Field Day, Carmel, Ind. Contact: 3 1 7 / 5 7 5 - 9 0 1 0 

S E P T . 2 4 - 2 6 International Lawn, Garden 8c Power Equipment Expo, Louis-
ville, Ky. Contact: 800/558-8767 or www.expo.mow.org 

O C T . 1 - 2 Middle Tennessee Nursery Association Trade Show, McMinnville, 
Tenn. Contact: 9 3 1 / 6 6 8 - 7 3 2 2 or www.mtna.com 

www.lawnandlandscape.com1 

EXPAND YOUR BUSINESS 
by offering the COMPLETE line of 

Fabrics & Erosion Control Products 

PERFECT FOR 
Professional Landscape 

Service Needs! 

The Retail 
Garden Center! 

FABRIC FOR 
YOUR EVERY NEED! 

Bulk Rolls 3-15' Wide 
Available 

3' x 25' • 3'm SO' - 3'x 100' 
4'x SO'- 4'x 100'• 6'x SO' 

Landscape Fabrics 
Weed Control • Woven Ground Covers 

Filter Fabric • Paver/Patio Underliner • Soil Separators 

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

Construction 
Road / Driveway / Recreation Park Underliners & Fences 

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

^ ^ ^ ^ LANDSCAPE FABRICS A EROSION CONTROL PRODUCTS 

4800 S. CENTRAL AVE., CHICAGO, IL 60638 

(708) 728-7180 • 1-800-992-0550 • FAX: (708) 728-0482 
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Why are Industry Professionals 
Embracing the Weed Man Opportunity? 

tfira? 
Our Industry leaders act as 
consultants united in a 
common cause — your growth 
and success. 

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

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

I've had the opportunity to start a business 
from scratch, and I've spent many years 
trying to develop systems. The advantages 
of a franchise over self-start businesses are 
many, but my deciding factor in purchasing 
a Weed Man franchise was the network of 
professionals dedicated to my success, and 
the success of all fellow Weed Man owners. 
The experiences, business savvy, and proven 
systems of the Weed Man organization have 
helped us on our way to a terrific future. 

Heather Schuster 
Weed Man 
Waukesha 

Call Now to See if the Weed Man Opportunity is Right for You! 

1-888-321-9333 • www.weed-man.com 
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Thingamabob 
EXTRA. 

Doodad PRO. 

% 

Whatchamacallit 
PLUS. 



l&undap 
* » " P R O 

M Herbicide 

The only weed 
control you really 
need to know. 

Roundup PRO has been etched 
in the minds of professional turf 
managers for nearly a decade. 

There's good reason for that. 
Like its one-hour rainfast 
warranty. The way it consistently 
delivers superior control of 
tough weeds under a variety 
of conditions. And the fact 
that no imitator herbicide 
can match its patented 

surfactant system with 
PROformance™ technology, 
which speeds weed-killing 
power right to the root and gets 
the job done right the first time. 

Trust Roundup PRO. 
Talk to your authorized 
Monsanto dealer today, 
call I-8OO-ROUNDUP or visit 
www.monsanto.com/ito. 

Always read and follow pesticide label directions. 
Roundup®, Roundup PRO® and PROformance™ 

are trademarks of Monsanto Technology LLC. 
(19117 jl 1/04 LndMgt) ©2004 Monsanto Company. 

2 . 5 GM. 
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DICK BARE RECOMMENDS... 

M O R E T H A N O N E M I L L I O N C O P I E S S O L D ! 

"Oerber's powerful insight a havs given thousands of 
sntraprsnaurs naw control ovar thair businassas 

The E-Myth Revisited: Why Most Small 
Businesses Don't Work and What to Do 
About It, by Michael Gerber 

by Will Nepper 

Dick Bare, owner, Arbornomics, Norcross, Ga., makes the 

bold claim that The E-Myth Revisited: Why Most Small Businesses 

Don't Work and What to Do About It, by Michael Gerber, changed 

the way he conducts business. "The E-Myth changed my modus 

operandi more than anything else I've 

ever read," he says. 
What on earth could be between the 

covers of a book that would inspire such 
a change? The answers are less compli-
cated than most people want to make 
them, and that, in part, is the point of The 
E-Myth Revisited. 

Originally published as The E-Myth, 
The E-Myth Revisited provides additional 
business case studies to drive the book's 
message home: Most successful busi-
nesses are not run by entrepreneurs, but 
rather by a turnkey franchise model that 
the owner of the company has thought-
fully put into place. 

"It taught me that as the owner of a 
company, there's no reason for me to be 
working extra hours and staying late," 
Bare says. "I should be monitoring my 
business structure and creating an envi-
ronment of uniformity for my employees." 

Bare says that what initially struck him about The E-Myth 
Revisited is its assertion that company owners should eventually 
find themselves not working in their companies at all. "All the 
people I know who own companies work night and day at 
them," he explains. "They think, 'The harder I work, the further 
ahead I'll get.'" 

Bare says The E-Myth Revisited challenges this premise. "It 
says that what is far more important is how smart you are about 

The m i Mvth 
Revisited 

Why Most Small 
Businesses Don't Work 
and What to Do About It 

M I C H A E L E . G E R B E R 

Give us your best book recommendation and we'll enter 
your name in a drawing to win a copy of The E-Myth 
Revisited: Why Most Small Businesses Don't Work and 
What to Do About It. Simply e-mail your book suggestion 

WIN This Book! 

how you're running your business," he explains. "It's about 
working on the business, rather than working in it." And work-
ing on a business means setting up systems and organizing the 
company so that it can run smoothly without the owner." 

But Bare confesses that this has not always been his sche-
matic for success. In fact, before reading the E-Myth Revisited his 
business philosophy was quite different. "It was basically a 
1950s model for business, where the philosophy is if you own 
the company you're there every day - the first one there in the 
morning and the last one to go home at night," Bare explains. 
"What you really need to do is simply own your business. When 
you are the owner you have to start thinking as an owner rather 
than a manager." 

Bare says this is clarified in the book by the distinction 
Gerber makes between three different personality types: the 

entrepreneur, the manager and the techni-
cian. The book helps distinguish between them 
for application in hiring practices. "If you 
have a more sales-oriented personality on your 
truck working as a technician it could be di-
sastrous and you'll lose money," he says. "But 
if you can find the right person to fit the right 
job you'll do fantastic." 

"The book explains that as the entrepre-
neur your job is managing the dream and 
being the planner of the company's future -
the idea guy," Bare says. 

"The book kept me from selling my busi-
ness when things got hard," he adds. 

Bare points out that small-business own-
ers who currently employ only a few people 
would be wise to read the book now, before 
they begin to grow. "We've been trying to go 
back and systemize everything on paper and 
it's a killer if you try to do that after you've 
already spent years establishing things," he 

says. "Whereas if you're just getting started, you can document 
everything and set up your systems from the beginning." 

Bare adds: "Eventually you'll develop a company that 
can function as an entity independent of you." - Will Nepper 

The author is assistant editor with Lawn & Landscape magazine and 
can be reached at wnepper@lawnandlandscape.com. Purchase this 
book by calling Debbie Kean at 800/456-0707 or visiting 
www.lawnandlandscape.com/store. 

(including title, author, your personal contact information and 
your reason for suggesting it to our readers) to Will Nepper at 
wnepper@lawnandlandscape.com or call him at 800/456-0707 
with this information. The deadline for entries is June 1. 
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AWARNING 
Don't Bust Your Tail 
G e t 3 J o h n °eere ZTS Excavator instead. Their zero-
tail-swing design lets these nimble compacts rotate 
f u l , y w i t h o u t banging their tails into something. 

0 y o u c a n work with ease around obstacles. Add 
a n y o f t h e m a n Y Worksite Pro " attachments (also 
compatible with John Deere skid steers), and the 
Possibilities are almost endless. For more info or 
a d e m o , see your John D e e r e d e a l e r 



NEW PLANTS 

Variety Show 

Hollyhock 

'Queeny Purple' 

(right) is a dwarf 

hollyhock with 

frilly, 3- to 4-

inch purple 

blooms on 

compact plants. 

Photo: National 

Garden Bureau 

A new wave of varieties for 2004 has hit the market, with 

varied colors and landscape applications. Read on for the 

'A to L' look at the latest in landscape material from the 

National Garden Bureau. For M through Z, check out 

Nursery Market Report in the June issue of Lawn & Landscape 

magazine. 

A 
Alyssum 'Wonderland Citron/ Lobularia maritime offers 
fragrant, pastel yellow flowers on uniform plants 4 inches 
tall with a 6-inch spread. Plants tolerate cold and rain and 
prefer full sun. They thrive in rock gardens, borders, 
containers and baskets. 

Aster 'Chinese Mixed/ Callistephus chinensis is available in 
single, double and pincushion mum flower forms in a range 
of colors and sizes. The 12- to 26-inch-tall plants have pink, 
purple, white, red and bicolor 1- to 2-inch blooms. 

B 
Begonia F1 'Bayou Pink/ Large, 14- to 16-inch upright 
begonias have a vigorous habit that quickly fills in beds, 
crowding out weeds. This begonia provides nonstop color 
from spring to frost in containers and mass plantings. 

Begonia 'Go-Go Appleblossom.' Begonia tuberosa was 
created for long-lasting landscape performance. Large, 
double blooms on sturdy, 10- to 12-inch plants stand out 
among the shadows of a shady bed or container. The series 
includes seven bold colors. 

Begonia Fj 'Prelude Mix.' Begonia semperflorens are com-
pact, uniform 6- to 8-inch plants that hold masses of 34- to 
1-inch white, pink, rose, coral, scarlet and bicolor blooms 
above green foliage. Use in mass plantings or containers. 

Calendula 'Pink Surprise/ Calendula officinalis produces 
frilly, double orange/apricot 3-inch flowers tinged with 
pink. This cottage garden flower grows 18 to 24 inches and 
is suitable for containers and landscape beds. Flowers are 
edible when used as herbs. 

Carex 'Frosted Curls/ This hardy grass-like plant is ideal 
for containers and landscaping. Rounded tussocks of soft 
gray foliage have distinctive curling twists at leaf tips. 
Clumps mature at 8 to 12 inches in diameter. 

Celosia 'Fresh Look Red' & 'Fresh Look Yellow/ The tall, 
rosy red celosia is an All-America Selections Gold Medal 
winner for outstanding landscape performance. An abun-
dance of feathery yellow plumes characterizes the vigor-
ous, 14-inch 'Fresh Look Yellow' plants. These plants 
exhibit heat, humidity and severe weather tolerance. 

Celosia 'Spiky Pink/ Celosia spicata has clusters of hot pink, 
wheat-like flower spikes 3 inches long with red stems. 
Plants are 15 to 18 inches tall. They are heat-tolerant, full-sun 
annuals for containers and landscaping in hot climates. 

Delphinium 'Guardian/ Delphinium elatum is a uniform 
bloomer. This stately 24- to 36-inch-tall perennial is hardy 
in U.S. Department of Agriculture zones 4 to 7 and has thin 
but strong stems. The series includes Blue, Early Blue, 
Lavender and White. 

Dianthus 'Amazon Rose Magic/ Dianthus barbatus inter-
specific features dark green, glossy foliage and vibrant 
blooms that start white, age to pink, rose, then to deep rose, 
offering a stunning visual impact. This late-season per-
former grows 18 to 24 inches tall. 

Dianthus 'Chiba Auricula Mix/ Dianthus chinensis x 
barbatus is early flowering with l^-inch blooms in a mix of 
purple and rose picotee shades. This compact, 8- to 10-
inch-tall, basal-branching plant is suitable for containers 
or mass plantings. It tolerates heat, cold and rain. 
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Dianthus Fj 'Diana Red Centered White.' Dianthus 
chinensis is a vigorous, low-growing, 8- to 10-inch plant 
with a compact and branching habit. It produces large, 2-
to 2V£-inch blooms and prefers full to partial sun in the 
landscape and containers. The series offers nine addi-
tional colors. 

Dianthus F, 'Dynasty.' Dianthus barbatus interspecific has 
double-flowered blooms that look like mini-carnations. 
Lightly scented, 1- to lV4-inch purple, red or white flowers 
bloom on upright 16- to 20-inch perennial plants that are 
hardy to zone 6. 

Gaillardia 'Yellow Flame.' Gaillardia pulchella aureus has 
solid yellow, 2-inch blooms that tolerate heat and drought. 
The 30-inch-tall plants spread 24 inches and are ideal for 
containers or full-sun landscapes. 

Gypsophila 'Gypsy Deep Rose.' Gypsophila muralis has 
dainty double and semi-double blooms that cover the 8-
to 10-inch diminutive mounded plant with deep rosy 
color. It prefers sun and requires little maintenance. 

H 
Hibiscus 'Luna Red.' Hibiscus moschuetos has 7- to 8-inch 
showy blooms on big, bushy, well-branched, 2- to 3-foot-
tall plants. These plants are perennial in zones 5 to 9, and 
they are heat, cold and drought tolerant. Provide this 
hibiscus full sun in containers or the landscape. 

Hollyhock 'Queeny Purple.' Alcea rosea is a dwarf purple 
hollyhock that flowers prolifically. Frilly edged, 3- to 4-
inch "powder-puff" blooms are abundant on compact, 
branching plants with a mature height of 20 to 30 inches. 

Lavatera 'Novella Rose.' Lavatera trimestris is compact, 
early to flower and well branched. The 23-inch-tall plants 
provide strong spring and early summer performance 
with 3- to 4-inch rose-colored blooms for sunny beds, mass 
plantings or containers. 

Lavender 'Sancho Panza.' Lavandula stoechas produces 
dark purple, 1-inch flower spikes in early spring and 
summer on dense, rounded bushes of aromatic, grayish 
foliage. Plants reach 12 to 18 inches after a year's growth 
and are ideal for warm, well-drained conditions. 

Lobelia 'Aqua White.' Lobelia erinus compacta blooms two 
weeks earlier than standard lobelia varieties. Ideal for 
pots, baskets and borders in part-sun locations, this lobelia 
grows 4 to 6 inches tall and 8 to 12 inches wide. White joins 
four other Aqua series colors. - Ali Cybulski [D 

The author is contributing editor to Lawn & Landscape maga-
zine and can be reached at acybulski@laumandlandscape.com. 

more 

BC3020 
30.2cc brushcuttei 

patented 
low-emission 
2-cycle engine 
technology 

supeiior torque 
1.7 horsepower 
c a t a l y s t - f i e e 
low weight 

Power. There are different kinds. A powerful mes-

sage. Powerful people. Well the Maruyama BC3020 

brushcutter, has good old-fashioned power. The 

kind that's tough. The kind that gets the job done. 

The kind that can be measured in horses. That's 

right, the BC3020 offers 1.7 horsepower on a 

CARB compliant, catalyst-free, fuel efficient 

machine. Furthermore, it's consistent power. The 

Walbro digital ignition guarantees that even during 

the toughest part of your day you have enough 

power to keep going. The BC3020 won't slow down 

in thick brush or wet grass. The BC3020 has the 

kind of power that you need. 

Demand more power. Demand Maruyama. 

maruyama. 
e x t r a o r d i n a r y 

P r e m i u m O u t d o o r P o w e r E q u i p m e n t 

w w w . in a r u v a m a - u s . c o m 

Preferred supplier of portable outdoor power equipment 
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by Nicole Wisniewski 

The demand for supplemental labor quickly exceeded the supply on March 10, when U.S. 

Citizenship and Immigration Services (USCIS) kept its promise and closed the H-2B program after 

it received enough petitions to meet this year's congressionally mandated cap of 66,000 workers. 

Landscape contractors who were lucky enough to get their H-2B visa petitions in by 
March 9 received their workers on time. Others, who were at various stages of the application 
process and received no advance notice of the impending cap, are out of luck. 

The H-2B program hasn't always been such a hot topic though. In fact, throughout immigra-
tion history, the H-2B program has remained a non-issue. The program permits an employer to 
request H-2B workers when American workers aren't available for the same jobs. 

However, this year, perhaps as a sign of the economy's increasing vitality and shrinking 
unemployment rate, the H-2B cap was reached not even halfway into the federal fiscal year, which 
runs from Oct. 1 to Sept. 30. Industry associations, H-2B provider companies and landscape 
contractors are left wondering what will become of the only legal and safe method of hiring 
supplemental immigrant labor. 

It's spring clean-up time 

for this federal program. 

Immigration Control and Reform Act 
creates the seasonal nonagricultural visa 
program to help distressed industries find 

legal workers and provide amnesty for 
millions of illegal foreign workers. 

1986 1990 

Congress establishes the H-2B 
program for labor shortages in 

nonagricultural seasonal employment, 
allotting 66,000 visas for workers. 

14,300 H-2B 
visos issued. 

1996 1997 

20,192 H-2B 
visas issued. 

1998 

15,706 H 28 
visas issued. 

1999 

30,642 H-2B 
visas issued. 



H - 2 B ' S HARD TIMES. Acquiring labor 
has always been a challenge for landscape 
contractors. In 2003, 48 percent of contrac-
tors said finding labor was their largest ob-
stacle, and another 23 percent said retaining 
that labor was just as difficult, according to 
Lawn & Landscape research. As a result, more 
contractors rely on supplemental labor to 
increase business growth during the busy 
spring and summer seasons. 

Contractors say the near-perfect solution 
has been the H-2B program. Not only are the 
workers available, but they also tend to re-
turn annually, solving both hiring and re-
tention problems. It's caught on like wild-
fire in the industry. A Lawn b Landscape 
survey reports that 19 percent of contractors 
employed H-2B workers in 2003. And ac-
cording to the Department of Labor, land-
scape industry jobs made up 42,000 of the 
165,000 petitions for H-2B workers in 2003 
(25.45 percent), making it the No. 1 industry 
utilizing the program. The next largest users 
are in the forestry and tree industries, peti-
tioning 19,000 workers in 2003. 

"For the landscape industry, which re-
lies on seasonal workers, the program is a 
perfect solution to the labor crisis," says 
Maria Candler, who heads the Associated 
Landscape Contractors of America's (ALCA) 
legislative committee and is vice president 
of James River Grounds Management, Glen 
Allen, Va. Eighty-five percent of James 
River's labor force is made up of H-2B work-
ers - the company brought in approximately 
140 workers this year. 

Despite the industry's increasing reliance 
on H-2B workers, the program is bureaucratic, 
due to the $1,000 premium processing fee, the 

disparity in timely processing from state to 
state and the visa cap. "For instance, my 
company in Virginia and another company 
in Maryland, which has similar revenue, 
needs about the same number of workers 
that I do and requested the same date of 
need (mid-February), started the H-2B pro-
cess the same time that I did - October 2003 
- yet I got my workers on time because my 
state labor department is on top of things," 
Candler explains. "Her form didn't reach 
USCIS by March 9 because Maryland is noto-
rious for delaying the process, so they're not 
getting their workers this year." 

"For a couple of years now, we've been 
addressing these issues with legislators, try-
ing to initiate improvements in the program," 
Candler adds. "We saw the number of visas 
rise each year - we knew the cap would be 
surpassed at some point." 

Though the number of H-2B visas increases 
each year - since 1998, the government has 
tripled the number of temporary visas is-
sued to unskilled foreign laborers (see H-2B 
Time Line below) - the total amount is small 
compared to the estimated 8 million foreigners 
working illegally in the United States. And 
while there is a large pool of illegal immigrants 
from which contractors can hire, the risks, 
including government raids that result in 
fines and lost workers, are too great for some. 

"I can fill out the 1-9 forms and make sure 
they have Green Cards, but I still don't know 
if one day I'll come in to find half my workforce 
gone because the government raided my office 
and took my workers because the Green Cards 
they showed me weren't legit," says Bruce 
Bachand, vice president, Carol King Land-
scape Maintenance, Orlando, Fla. 

Candler agrees. "Our company is too big 
to run that risk," she says. 

Consequently, more contractors apply for H-
2B workers each year and, in 2003, the number 
of H-2B visas issued (78,955) exceeded the cap. 
So, this year, with 90,000 petitions received by 
March 9, USCIS believed that would translate 
to enough visas to meet or exceed the cap once 
again. Many industry observers say that USCIS 
was criticized by anti-immigrant government 
officials for not confirming the numbers sooner 
and preventing this 2003 accidental cap exten-
sion, meaning this year they were put on a strict 
numbers watch, shocking the landscape indus-
try, as well as other industries using the pro-
gram, with their unexpected announcement. 

"By making this announcement five 
months into the fiscal year and having only 
officially issued 33,000 visas, USCIS crippled 
summer seasonal employers," says Hank 
Lavery, co-owner of Century Pool, Kensington, 
Md., and founder of www.raisethecap.org - a 
Web site aimed at garnering support for H-2B 
reform. "In the midst of a labor shortage, 
USCIS stripped summer employers of their 
ability to hire legal foreign nationals to fill 
certified job shortages." 

"Contractors were screwed out of the only 
program that works," adds Bob Wingfield, presi-
dent, Amigos Labor Solutions, Dallas, Texas. 
"They are now at the mercy of bureaucrats." 

Much of the anger resulting from the 
USCIS's decision relates to what many call 
inconsistent number crunching. Some say that 
since there was so much pressure on the USCIS 
not to exceed the cap, there wasn't a sufficient 
effort by the organization to tally the actual 

{story continued on page 44) 
(additional sidebar and time line on page 42) 

45,037 H-2B 
visas issued. 

58,215 H-2B 
visas issued. 

In late May, the Associated Landscape Contractors 
of America lobbies Congress to eliminate the H-2B 

visa cap, and the Professional Lawn Care Association 
of America meets in Washington to encourage 

a decrease in the program's costs and red tape. 

2000 2001 

On June 1, INS' Premium 
Processing Service guarantees 

15-day processing of H-2B visas 
for a 81,000 fee. 

2002 

62,591 H-2B 
visas issued. 

2003 

78,955 H-2B 
visas issued. 

http://www.raisethecap.org
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Powerful Equipment. 
Powerful Giveaway. 
If you're a professional landscapenyou know only Husqvarna offers you the Total Source 
Solution for all your outdoor power equipment needs. And now, with our Total Source 
Landscaper Sweepstakes, you could win a new piece of Husqvarna Outdoor Power 
Equipment each month, or take home a grand prize guaranteed to take your business to 
the next level. Only Husqvarna could pull together a Total Source Package this powerful. 

A TOTAL SOURCE PACKAGE OF LANDSCAPER EQUIPMENT 

BAM MOWERS 
Available with a 27 
or 34 HP TURBO diesel 
engine, in 61" or 72" 
cutting widths. 

SMALL, INTERMEDIATE 
& LARGE ZTH MOWERS 
Available with Kawasaki 
or Kohler engines 
from 18 to 27 HP, in 42", 
48", 52", 61" and 72" 
cutting widths. 

SOD CUTTER 
Available with a 5.5 HP 
Honda engine, in an 18" 
cutting width, and a 
variable cutting depth 
up to 2.5". 

GEAR & HYDRO 
DRIVE WALKS 

^ Available with a 13 to 
^ 18 HP Kawasaki or Kohler 

engine, in 32" to 52" 
cutting widths. 

AERATORS 
Available with a 3.5 or 
4 HP B&S or Honda engine, 
in 19", 25.5" or 36" 
aerating widths, and a 
variable aerating depth 
up to 3". 

DETHATCHERS 
Multi-function bagger, 
seeder and dethatchers, 
available with a 5.5 HP 
B&S or Honda engine. 

HAND-HELD AND 
BACKPACK BLOWERS 
Available in four models 
with air velocities from 128 
to 190 mph, with cylinder 
displacement cu. in. ranging 
from 1.5 (25.4) to 3.6 (59.2). 

HEDGE & POLE 
TRIMMERS 
Seven models available in 
blade lengths of 21.5", 24", 
28.5", 30" and 39" with 
reaches up to 13' and 

^ articulating, adjustable 
cutting blades. 

CHAIN SAWS 
17 models with HP ranging »from 2.1 to 8.4, bar lengths 
from 12" to 72", and truly 
superior Husqvarna features . 
and engineering. { 

TRIMMERS 
AND EDGERS 
Seven pro models with 
powerful 1.2 to 1.5 HP 
engines. Select models 
feature E-Tech® 
high-torque engines. 

s a registered trademark of the National Association for Stock Car Auto Racing. Inc. 



THE FOREST, LAWN & GARDEN 
EQUIPMENT OF 
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ENTER TO WIN: 
www.HusqvarnaTotalSource.com 
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I IT'S TOUGH. 
IT'S LOADED. AND IT 

t COULD BE YOURS. 

Grand Prize 
It's the official 2004 Husqvarna-lsuzu N-Series Landscaper Truck 
packed with all new Husqvarna Outdoor Power Equipment—like one 
of our big Zero Turn Mowers, a Hydro Walk Mower, Backpack Blower, 
Trimmer, Hedge Trimmer and Chain Saw. Put it all in your new, Isuzu 
commercial truck with a landscaper body, gas powered engine, 
automatic transmission, air conditioning, mower ramp and a full sized 
tool rack. We'll be giving this all away to one lucky winner at this year's 
2004 Green Industry Expo in November. 

Second Prize 
Tickets for two to a NASCAR race of your choice in 
Charlotte in 2005 (including travel and accomodations). 

Third Prize 
Tickets for two for a King's Experience at Richard Petty Driving 
Experience available at various tracks around the country. 

» 
) Visit the official Web site to enter online, for official rules, regulations and complete details, and for monthly equipment giveaways. 

Or call I-877-4AHUSKY, or pick up an official entry form at your nearest participating retailer. 
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The Nation 's Most Dynamic 
Lanelscape Management Company 

If you're looking to increase 
the size of your lawn 
maintenance service, shoot 
for the stars and look at a 
U.S. Lawns franchise. 
U.S. Lawns has become a 
shining example of wha t a 
professional landscape 
maintenance service should 
be. Wi th the guidance of 
U.S. Lawns professionals, 
we' l l show you, step-by-step, 
h o w to: 

• Grow Your Business 

• Maximize Efficiency 
• Cut Costs 
• Get the Job Done Right, 

the First Time 

F o r m o r e i n f o r m a t i o n 
o n b e c o m i n g a U . S . L a w n s 

f r a n c h i s e e , ca l l u s a t 

1 - 8 0 0 - U S L A W N S . 

O v e r 1 0 0 f r a n c h i s e d l o c a t i o n s 
o p e r a t i n g in 2 4 s t a t e s . 

(continued from page 39) 

US. senators and representatives 

• have drafted the following bills 

with hopes to solve this summer's labor 

shortage, resulting from the premature H-

2B program shutdown. Though there are 

three forms of legislation in the works, 

industry observers say only one has any real 

hope for passage. 

1 . Reps. William Delahunt (D-Mass.) 

and Don Young (R-Ark.) and Sens. Edward 

M. Kennedy (D-Mass.) and Judd Gregg (R-

N.H.) introduced the Save the Summer Acts 

of 2004 (H.R. 4052 and S. 2252) on March 29 

to increase the 2004 H-2B cap from 66,000 to 

106,000 workers. 

The bill is currently in the Senate, but 

according to PLCAA's Vice President of 

Government Affairs Tom Delaney, "Too 

many legislators are opposed to raising 

the cap, so these bills aren't going to go 

anywhere. The bill has some good bipar-

tisan support (18 co-sponsors in the Sen-

ate and 13 in the House of Representa-

tives) but there are too many republicans 

adamant about not raising the cap. This 

might have had a chance during a differ-

ent year when there isn't a presidential 

election going on. Because of the politics 

surrounding the immigration debate, this 

bill is unlikely to move quickly through 

Temporary 

the House and Senate." 

To make matters worse for this bill, 

"Kennedy hasn't done anything to push it 

forward, and no one's looking at it," shares 

Maria Candler, who heads ALCA's legisla-

tive committee and is vice president of James 

River Grounds Management, Glen Allen, Va. 

2 . The Summer Operations and Services, 

or "SOS" Relief and Reform Act S. 2258, 

introduced by Sens. Orrin Hatch (R-Utah) 

and Saxby Chambliss (R-Ga.) on March 30, 

states that any alien who has already been 

counted within the past two years won't be 

counted again during fiscal year 2004. 

According to Delaney, this bill, which is 

currently in the Senate, has the greatest 

chance of passing the Senate and House 

because it helps the industry obtain more 

workers without raising the cap and rewards 

workers who came to the United States 

legally, worked and went home, portraying 

the type of workers the H-2B program is 

meant to attract. "While a more complicated 

approach than the Save the Summer Acts, 

the bill's authors expect the net result to be 

similar," Delaney says, citing an addition of 

approximately 30,000 workers to the year's 

cap if this bill passes. 

The Senate discussed this act during the 

week of April 5, and decided to reword some 

Solutions 

Reps. William Delahunt (D-Mass.) and Don Young 
(R-Ark.) and Sens. Edward Kennedy (D-Mass.) 

and Judd Gregg (R-N.H.) introduce the Save the 
Summer Acts of 2004 (H.R. 4052 and S. 2252) 

to increase the 2004 H-2B cap from 66,000 
to 106,000 workers. This bill is currently 

in the Senate. 

March 10, 2004 March 25, 2004 March 29, 2004 

U.S.Citizenship and Immigration Services (USCIS) reports that 
it received enough H-2B applications to meet the 

congressionally mandated limit of 66,000 workers. As of 
March 9, no new H-2B applications were accepted - USCIS 
returns all petitions received after that, along with related 

fees. Petitioners may resubmit or file new petitions when they 
have received labor certification approval for work to start 

on or before Oct. 1. 

Congressman Bob Goodlatte (R-Va.) introduces H.R. 4041 into the House 
of Representatives. The bill's goal is to waive, in fiscal year 2004, the numerical 

limitation applicable to H-2B workers if the employer petitioning on behalf 
of the workers employed such workers in fiscal year 2003. www. us lawns, com 
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PRO 
Landscape 
Software 

Cutting Edge Technology 
Focused Solely 
on Landscape Design 
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Efficiency Boost 
PRO Landscape Software saves landscape compactors 
time and improves job productivity. 

IN THE PAST FEW YEARS, software compa-
nies have tried to convince landscape 
contractors that they need to implement 
technology in their businesses. 

"But we know we don't need to clue 
you in to technology," says Pete Lord, 
president, Drafix Software, Kansas 
City, Mo. "You are implementing tech-
nology in your businesses naturally ev-
eryday and it's been making your lives 
easier and more efficient." 

And when it comes to efficiency, 
PRO Landscape delivers, according to 
landscape contractors who use it. 

"This program has helped me sell 
more jobs due to the fact that clients can 
visualize what I'm going to do before I 
do it," explains Bob Konigsmark, presi-
dent, Accent Landscapes, Lincoln, Neb., 
describing the Imaging feature that 
shows clients images of their finished 
landscapes. "After I bought the software, 
it paid for itself in one month." 

PRO Landscape has three integrated 
modules to meet landscape contractors' 
design needs. First, the Image Editor 
creates a life-like before and after land-
scape picture, including growth projec-

tions, shadows, perspectives and light-
ing. Second, the Planner lets contractors 
design a 2-D site plan that accurately 
represents plant, irrigation system and 
hardscape placement, giving the instal-
lation team the information they need to 
get the job done. Finally, the Proposal 
feature automatically generates accurate 
estimates from the landscape image or 
CAD plan, simplifying the process of go-
ing from a completed design to a cus-
tomer-ready proposal. 

"Our extensive research into this 
market told us contractors faced a lot of 
inefficiencies and frustrations," Lord 
says. "First, and foremost, their close 
rate was much too low. They could liter-
ally spend eight to 20 to 40 hours work-
ing on a proposal only to find out they 
didn't get the job. So, we created a soft-
ware product that could both dramati-
cally increase the close rate as well as 
save the designer time in putting to-
gether a proposal." 

And PRO Landscape has saved 
contractors a lot of drawing time. 

"A to-scale drawing by hand on one 
of our typical residential properties 

takes me 
about a good 
seven to 10 
hours," ex-
plains Marcos 
Barrera, presi-
dent, A&M 
Lawn Care, 
Evansville, 
Ind. "But I can 
do the same 
thing with the digital design feature of 
PRO Landscape software in about an 
hour." 

The software saves Michael 
Sarowsky, president, Michael Sarowsky 
Horticulturist, Harwich, Mass., an aver-
age of two hours of drawing time on 
each job, and it's also helped him grow 
his business to four or five time the size 
of what it was just two years ago. "It 
brought my business five fold from what I 
used to gross," he says, adding that jobs 
he's sold using the software range in 
price from $300 to $20,000. "Clients can 
see their house and what it looks like 
with new plants and flowers and mulch 
and even brick or flagstone walkways. I 
bought the program in June and by Au-
gust it was paid for." 

Many PRO Landscape users report 
saving more than 75 percent of the time 
that they had previously spent with anti-
quated design processes after purchas-
ing and using the software. "Not only is 
the actual design process much faster, 
but also any inevitable editing that must 
be done is just a mouse click away," Lord 
shares. "Projects that used to take more 
than five hours to design are now being 
finished in less than one hour. Many of 
our customers have found that the time 
savings and increased revenue per job 
have allowed them to grow their busi-
nesses, or in some cases to not increase 
their number of customers but rather in-
crease their revenue per customer and, 
therefore, their bottom line." 



Design 
Toolbox 

you have the flexibility 
to use the appropriate tool or tools for a specific 
job," says Pete Lord, president, Drafix Software, 
Kansas City, Mo. "The result is a professional 
looking sales presentation that can include pic-
tures of the job before and after the landscaping, 
a scaled drawing that can be printed to any size, 
and a professional, accurate estimate of the work 
you are going to perform." 

The following three modules - or PRO Land-
scape tools - are fully integratable and come 
standard with the software. As Lord explains, "for 

a given project, you decide which tool or tools are needed to increase 
your chances of closing the job, maximizing the revenue and saving you 
the most time." 
• IMAGE EDITOR - This module allows you to show your customer exactly 
what their landscape project will look like when it is finished. This can in-
clude not only plants, but also hardscapes, water features, night lighting 
and even holiday lighting. The design can be completed in your office or 
even at the client's 
home on a laptop 
computer. This 
eliminates all of 
the guesswork for 
your customers. 
• PLANNER-This 
module allows you 
to quickly and 
easily create a 
scaled (or CAD) 
drawing of the 
landscape plan. One of the unique features in PRO Landscape is the abil-
ity to go automatically from the Imaging to CAD. If you have created one 
or more image files, PRO Landscape will automatically lay out all of the 
plant material. This improves your accuracy as well as saves time. The 
Planner Module also has huge advantages over hand-drawn plans. The 
software will automatically calculate the square footage areas and even 
the volume of specific areas, such as a mulch beds. In addition, callouts, 
dimensions, and even a legend can be added in seconds. 
• PROPOSAL - This module allows you to quickly create accurate, profes-
sional looking bids. No more hand written estimates or duplicating efforts 
by creating a plan and then re-entering all of the material into a spread-
sheet or bidding program. Simply go through a wizard and your bid is cre-
ated. Once it is finished you can export the bid to programs like 
QuickBooks or CLIP software. 

— 

Most contractors don't put a reasonable value on 

their own time and are therefore shocked to find out 

how much time and money they can save using 

PRO Landscape Software. 

In some 
ways, 
buying PRO 
Landscape is 
like buying a 
new set of 
tools. 

for a free demo of PRO Landscape software, visit www.lawnandlandscape.com/prolandscape or call 800/231-8574. 

http://www.lawnandlandscape.com/prolandscape


Many 
landscape 
contractors 
have become 
proficient using 
PRO Landscape 
software 
during only a 
few days of 
practice. 

offers superior func-

tionality along with what many landscape con-

tractors desire: ease of use. 

"Couple our learning facilities with a pro-

gram that was designed for the technical nov-

ice, and it makes for a very quick learning 

curve," explains Pete Lord, president, Drafix 

Software, Kansas City, Mo. 

In fact, most PRO Landscape users utilize the 

imaging module within the first hour of installation 

and are proficient using the entire package within 

a few days. 

"I learned it almost immediately," shares 

Michael Sarowsky, president, Michael 

Sarowsky Horticulturist, Harwich, Mass. "Once 

you get into moving plants around and finding them in the plant library and then 

learning how to give contours to beds and walkways, it just comes naturally." 

It took Bob Konigsmark, president, Accent Landscapes, Lincoln, Neb., only 10 to 15 

hours to get proficient using PRO Landscape. "In that amount of time, I could perform all 

of the basic tasks," he says. "And in another couple of days, I was able to crop, edit and 

pull plant images off of other Web sites and add them to the plant database." 

The software is so simple to master that a large number of users, like Marcos 

Barerra, president, A&M Lawn Care, Evansville, Ind., have in fact never used a com-

puter before learning PRO Landscape. "I didn't have any real software experience, 

but I learned it in about one week," he says. "You don't have to be a rocket scientist 

to work with this program." 

To get a user started, PRO Landscape comes with self-paced training in the form 

of a Tutorial CD, which takes a contractor through a sample project from start to fin-

ish. "The user simply watches a series of one- to three-minute videos right on their 

computer screen," Lord explains. "After watching a video, the user can immediately 

switch to the software and mimic the steps covered in the tutorial. If they struggle 

with any part of it, they can watch any or all of the video again. When they are com-

fortable with that step, they move on to the next one. In just a few hours, they can be 

to the point where they are ready to start using the software on their own jobs." 

Additionally, a 300-plus page User Manual accompanies the software, providing 

users with a tutorial and illustrated examples, not to mention the prolandscape.com 

Web site, which has a Frequently Asked Questions (FAQ) section providing tips and 

tricks to getting the most out of the program. PRO Landscape also comes with free 

technical support by phone, e-mail or fax - there is no limit to the number of ques-

tions users have. 

Easy as 1 -2-3 



ONE OF THE HUGE ADVANTAGES to being 
able to show a customer exactly what 
the finished landscape will look like with 
PRO Landscape is the opportunity it 
provides for upselling services to clients. 

"A customer might ask for black plas-
tic edging, but the contractor can say, 
'Let me show you what brick edging or a 
rock wall will look like,'" says Pete Lord, 
president, Drafix Software, Kansas City, 
Mo. 'The customer will almost always 
like the improvement. The result is a 
more satisfied customer and also more 
money in your pocket." 

One such add-on service is land-
scape lighting. "We've heard from con-
tractors who have doubled their revenue 
in less than a year and attribute much of 
their success to the implementation of 
the PRO Landscape software 
package into their businesses," 
Lord shares. "One contractor re-
cently reported that he added 
more than $30,000 to his business 
by offering lighting services. This 
idea was spawned because with 
PRO Landscape he could show 
his potential customers what their 
projects might look like with light fixtures 
and spot-lights turned on and off - thus 
a lighting division was added." 

This scenario also happened for Bob 
Konigsmark, president, Accent Land-
scapes, Lincoln, Neb. "I increased by 
lighting business 150 percent since I got 
PRO Landscape," he says. "I drive to 
houses that I think would benefit from 
landscape lighting and do a quick draw-
ing of their house with the lighting and 
mail it to them with an estimate. I would 
say out of every 10 of these I mail, four 
customers call me back and say they 
want me to do the job." 

For customers who have the money 
to spend on cosmetic improvements to 
their homes or commercial locations 
but just can't visualize the end result, 
PRO Landscape software makes it 
easy. "A customer needs no convinc-
ing when they see their project with 
water features, paver patio patterns 
and even light fixtures turned on and 
off," Lord says. "The process might 
take an extra two minutes to layout 
with PRO Landscape, but it pays for 
the software twice over. Upselling 
means more money for every project, 
which increases your efficiency. The 
glory days of the low-bidder are no 

Upselling 
Advantages 

Why sell only landscape plantings 
when PRO Landscape software allows 
you to upgrade clients to (landscapes, 

Mutt il l ii r < m i 

On a typical job, a landscape designer can spend one hour on-site and end up with a 
signed contract using PRO Landscape, while the traditional approach might require two 
to three meetings and a few hours at the drawing board. Plus, additional services, such 
as night or holiday lighting, can be added to the plan and sold in minutes. 

longer - persuasive selling is definitely 
the new mantra." 

This year, Drafix Software released 
Version 10 of PRO Landscape Software 
- the Anniversary Edition, which has the 
same key features PRO Landscape us-
ers have grown to love, but also includes 
holiday lighting capabilities, new cloning 
tools and more high-quality images. 

"We have found that many landscape 
contractors are selling and installing holi-
day lighting to keep their crews busy 
through the winter months," Lord says. 
'The holiday lighting features allow users 

the same efficiencies they currently 
have with their landscape designs or the 
night lighting - that is, a higher close 
rate, shorter sales cycle and more satis-
fied customers because they know ex-
actly what you are going to deliver." 

All in all, PRO Landscape offers effi-
ciency and growth in a practical and 
simple way. "Contractors are growing 
their businesses because of the func-
tionality that we provide," Lord says. "For 
anyone looking to save design time and 
become better sales people, PRO Land-
scape is the answer." 



Se" B e t t ä 

• v m- >- ^ «M » •> 
» -m ~ r. »HA a*N/.• » . »», 

L 

d B e t t e L i l 
^ ^ Wkti 

WALKWAY 

Fe: 

w r»M MM 

IM MM IWM 

h - ' -

60-day 
money-back 

guarantee! 
; •ks.'t 

I 
i t i ö ^ V 

t i m e s 

^ o f ^ d f o r i t s ^ " 

Mention this ad and receive $100 off your purchase! 
rt;c/»/M.n» TITO 

PRO 
Landscape 
The Standard In Landscape Design Saftware! 



(continued on page 44) 

language in the bill to appease Sens. Jeff 
Sessions (R-Ala.) and Jon Kyi (R-Ariz.), who 
had reservations about supporting any H-2B 
emergency legislation, Delaney says. 

"But every day they wait hurts us more," 
Delaney explains. "The partisan issues get 
worse as we get closer to election. It delays 
getting things done since they aren't work-
ing together and are worried about getting 
reelected. So, just because this bill gets 
through the Senate doesn't mean it'll pass 
the House since the House has been a 
problem with immigration legislation in the 
past. In higher numbers, it has a better 
chance, which is why the bill's authors are 
working closely with Sessions and Kyi to 
find wording that everyone can agree with." 

However, recent news has created addi-
tional concern. "We have heard disturbing 
reports that the negotiations with Sens. Kyi 
and Sessions included discussions about 
new sanctions against employers, new rules 
for H-2B workers and other additions to our 
country's immigration laws," points out Hank 
Lavery, co-owner of Century Pool, Kensington, 
Md., and founder of www.raisethecap.org -
a Web site aimed at garnering support for H-
2B reform. "If this is the case, then there may 
be absolutely no chance for any H-2B legis-
lation to pass the Congress this year. Any 

Sens. Orrin Hatch (R-Utah) and Saxby Chambliss 
(R Ga.) introduce The Summer Operations and 

: Services, or "SOS" Relief and Reform Act S. 2258, 
into legislation. This bill requests that any alien 
who has already been counted within the two 
years prior to the approval of a petition for 

a temporary worker in 2004 shall not again be 
counted toward those limitations this year. 

The bill is currently in the Senate. 

substantive changes to the law must go 
through a formal committee review process 
and extensive discussions with the execu-
tive branch, interest groups, employers and 
others, especially given the fact that the 
president announced earlier this year his 
intent to reform immigration law to help 
America's employers." 

What Lavery calls "disturbing reports" 
proved true on April 8, when the Senate 
finally revised this bill's wording. The new 
legislation states that for every two return-
ing workers, employers can only request one 
new worker, cutting the 30,000 additional 
workers to about 15,000, Candler explains. 
The new wording also details penalties on 
employers for not following program rules 
(including fines up to $10,000 and bans from 
the H-2B program for up to five years) and 
forces employers who request more than 10 
H-2B workers to put all their new hires 
through the Employment Eligibility Verifica-
tion Pilot Program, where their Social Secu-
rity numbers are verified. Finally, the bill 
states that before H-2B workers return home 
they must contact the Department of Home-
land Security to report their departure, and 
the Secretary of Homeland Security must 
issue a report giving statistics on the usage 
of H-2B visas. 

"The bill was cleaner before - this new 
wording complicates the process further," 
Candler says. "Chambliss asked various in-
dustry groups to digest the new language 
and provide feedback. We're trying to figure 
out our new position - we obviously don't 
think the changes are great, but we don't 
want to be blamed for the Senate killing the 
deal. We want to be able to work with them 
to come up with a solution." 

Overall, "there continues to be a great 
deal of misunderstanding surrounding the 
H-2B cap issue among members of both pro-
and anti-immigrant groups across America," 
Lavery adds. "The issue for Congress and 
the president is simple: Either they will 
choose to save the summer or, by their 
inaction, they will choose to ruin the sum-
mer for seasonal businesses." 

3 . Congressman Bob Goodlatte (R-Va.) 
introduced H.R. 4041 into the House of 
Representatives, a bill that would exempt 
2003 H-2B employers from the 2004 cap but 
would restrict the number of H-2B visas to 
the same number as they received in 2003. 
Many industry observers say this bill was 
just an attempt by Goodlatte to jump on the 
H-2B bandwagon and that it hasn't received 
much attention from Congress. - Nicole 
Wisniewski 

March 30, 2004 April 5, 2004 

During the week of April 5, the Senate discusses The 
Summer Operations and Services Relief and Reform Act 
S. 2258, deciding to reword some language in the bill 

to appease Sens. Jeff Sessions (R-Ala.) and Jon Kyi 
(R-Ariz.), who currently oppose the bill. 

The Senate revises the wording of The Summer Operations and Services Relief and Reform 
Act S. 2258. The amended bill states that for every two returning workers, employers can 

only request one new worker. It outlines new penalties for employers 
who don't follow program rules. It forces employers to put all new hires (including those 

not gained via the H-2B program) through an Employment Eligibility Verification Pilot 
Program, confirming all worker Social Security numbers. And it requires H-2B workers 

to contact the Department of Homeland Security before returning home. 

http://www.raisethecap.org
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(continued from page 39) 
petitions and visas - instead, it just made what 
its representatives felt was a "safe" decision in 
the midst of immigration controversy. 

"First of all, many people say there is a 
complete lack of cooperation between the 
USCIS and the different state labor depart-
ments, so the ability to accurately count the 
numbers was hindered because of this fric-
tion between agencies," points out Tom 
Delaney, vice president of government af-
fairs, The Professional Lawn Care Associa-
tion of America (PLCAA), Atlanta, Ga. 

Second, employers usually request more 
visas than they actually end up receiving. "If I 
need 10, I'll apply for 15 or 18 just in case my 
business growth projections change and I 
end up needing more workers," explains 
Chuck Twist, president of TNT Landscaping 
and H.O.L.A. Labor Consultants, Stillwater, 
Okla. "Since you have to apply for the workers 
120 days before you need them, you don't 
want to apply for 10 and then wish you had 

(continued on page 46) 

Contractors who didn't receive their H-2B workers this year as a result of the 
closed cap shouldn't seek reckless resolutions to their labor shortage setbacks, 

advises Bob Wingfield, president, Amigos Labor Solutions, Dallas Texas. 
"There are many people out there who know contractors are desperate and they may offer 

solutions that look good but can get them into big trouble with the government," he says. 
For instance, an employer's Department of Labor certification is not transferable from one 

employer to another. But, in most cases, an employer will request and be approved for more 
workers than he actually needs. Following H-2B approval from the USCIS, the worker then 
sends his paperwork to the U.S. Consulate to obtain the actual worker visas. At this stage, 
many contractors reproject their growth and find they only need 10 instead of the original 15 
workers for which they petitioned. 

However, those five approved petitions remain available for the employer to tap into later 
in the year in case they need additional workers and the cap has not yet been reached. "If 
employers don't need these already approved workers, they are not allowed to transfer them 
to another employer without going through the process again and obtaining new paperwork 
with the new employer's name attached," Wingfield warns. "I already had a contractor, who 
didn't get his final application to the USCIS in time, call me and ask if I can get him visas from 
other companies. This is a $20-million company that requested 200 H-2B workers and didn't 
get any of them. That's what desperate people do, but it's not worth the risk." 

Contractors in need also should be wary of anyone offering to swap, sell or trade visas, 
Wingfield advises. "Partaking in any of these things could be a serious criminal offense that 
results in major fines and potential harm to your business, possibly even jail time," he says. 
"No one wants to risk that." - Nicole Wisniewski 
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(continued from page 44) 

applied for 20 when the time actually comes." 
For instance, one of Wingfield's clients 

applied for 50 visas this year, but only ended 
up needing nine by early spring. "There are 
41 visas being counted that shouldn't be in 
the final numbers," he explains. 

Meanwhile, Wingfield has taken his pas-
sion and turned it into action. Before various 
bills were written to help solve the H-2B cap 
crisis in late March and early April, Wingfield 
and others were going to take legal action 
against the government to reopen the pro-
cess and prove that the number had truly 

been reached. "We believe they mis-
counted," Wingfield explains. But the group 
delayed its actions once U.S. senators and 
representatives started drafting bills to "save 
the summer," Delaney says. 

Still, gauging how many contractors are 
affected by the cap crunch is difficult. Obvi-
ously, "the news is just as devastating to the 
contractor who petitioned for three workers 
as it is to the one who petitioned for 60 work-
ers," says Terry Foley, an H-2B application 
processor at Foley Enterprises, Austin, Texas. 

ALCA conducted a survey of its mem-

r he U.S. Citizenship and Immigra-
tion Services' (USCIS) H-2B program 

permits employers to hire foreign workers to 
come to the United States and perform tem-
porary nonagricultural work. Currently, there 
is a 66,000 annual limit on the number of 
foreign workers who may receive H-2B sta-
tus during each USCIS fiscal year (Oct. 1 
through Sept. 30). The process for obtaining 
H-2B certification is similar to but less ex-
tensive and time consuming than perma-
nent certification. 

To qualify for the H-2B program, an 
employer's need must be one-time, sea-
sonal, peak load or intermittent in nature; 
the job must be for less than one year; and 
there must be no qualified and willing U.S. 
workers available for the job. 

Though the H-2B program is a coordi-
nated effort between three government 
agencies (the employer's local state 
workforce agency, the U.S. Department of 
Labor (DOL) and the USCIS), the state 
workforce agency and DOL are only advi-
sors to the USCIS. Therefore, there is no 
appeal process within the DOL for H-2B 
application denials - employers must file 
such appeals with the USCIS. 

Employers must wait 120 days before the 
date on which they need temporary workers to 
start the process but should wait no more than 
60 days prior to need to allow for processing 
delays and any correction of application errors. 
If landscape contractors start filling out initial 

forms in October or November, they can re-
ceive workers by March or April and keep them 
until December. If landscape contractors use 
an H-2B provider company to help with the 
process, they need to contact the company 
preferably by September. 

Sixty to 120 days before the first day 
workers are needed, the employer files a 
labor certification application (Form ETA 
750) with the local state workforce agency 
serving his or her area of proposed employ-
ment. Multiple openings for the same job 
and pay rate may be included on the same 
application. The state workforce agency su-
pervises an employer's efforts to recruit U.S. 
workers (including publishing three days of 
advertisements in one local metropolitan 
newspaper), completes the processing and 
sends the case to the DOL for completion of 
the actual certification, which is issued to 
the employer, not the worker, and is not 
transferable from one employer to another. 

The DOL reviews the labor certification 
application to determine whether sufficient 
efforts were made to attract potential U.S. 
workers and whether the wages the em-
ployer plans to pay the temporary workers 
are fair. According to the H-2B program, 
employers must pay workers comparable 
wages to what they pay non-H-2B employ-
ees (which is typically around $7 an hour), 
overtime and take taxes out of their pay-
checks. This puts H-2B workers on an even 
playing field with American workers. If sat-

HOW H-2B WORKS 

bers a couple of weeks following the H-2B 
close date to monitor industry reaction, with 
surprising results. Twenty-two percent of 
contractors said their visas were not ap-
proved and issued by the USCIS, and 41 
percent of those people believe their peti-
tions are still at the USCIS office. Another 41 
percent haven't been able to pinpoint the 
exact location of their petitions. An over-
whelming 64 percent of contractors who an-
swered the survey started the process in 
October or November 2003, yet some re-

(continued on page 48) 

isfied, DOL certifies the application and 
returns it to the employer. 

Next, the employer files an H-2B petition 
(CIS Form 1-129, Petition for Nonimmigrant 
Worker) with the USCIS, enclosing the DOL-
approved labor certification and any filing 
fees. The H-2B petition details the company's 
recruitment efforts, reasons why the com-
pany needs these temporary workers and 
how the company will pay the workers. The 
USCIS often requests additional information 
about the temporary nature of the position 
and/or the temporary nature of the employer's 
need for foreign workers. If satisfied, the 
USCIS approves the petition and sends it to 
the employer. 

Following the approval of the H-2B peti-
tion, each temporary worker then files an H-
2B worker visa application with the appro-
priate U.S. consulate. The consulate con-
ducts a thorough security background check 
of the temporary workers and determines 
whether the individuals have sufficient ties 
to their home countries so they will return 
home rather than stay in the United States 
once their temporary work visas expire. If 
satisfied, the consulate issues the visas, and 
the H-2B temporary workers come to the 
United States. 

Though not required, employers also are 
encouraged to provide H-2B workers with 
housing options, transportation assistance 
and language lessons once they arrive in the 
United States. - Nicole Wisniewski 
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(continued from page 46) 

ceived workers and others didn't. 
The economic fallout could be equally 

drastic. Twenty-nine percent of contractors 
estimated a loss of $100,000 to $500,000 this 
year and another 29 percent said this could 
mean the loss of their businesses, according 
to the ALCA study. 

DESPERATE MEASURES. For contrac-
tors who didn't receive their H-2B workers, 
each day that goes by without a legislative 
solution negatively affects their summer 
schedules. For instance, if legislation to raise 
the cap passes in early May, then it will take 
until the end of June for visa approval and 
before H-2B workers can actually cross the 
border, Foley points out. 

For many, this is too late. Contractors 
stuck in this predicament aren't waiting 
around for government solutions. Instead, 
they are starting aggressive advertising cam-
paigns to quickly attract workers. 

Bachand sought replacement help the 
week of March 22, after he found out his 
workers weren't issued the temporary visas 
required to enter the United States. His sea-
son officially kicked off March 15, and he 
was supposed to receive 20 H-2B workers on 
April 1 and another 20 workers on April 15, 
but his final petition didn't reach the USCIS 
office by March 9. Since his season started 
early, Bachand was already understaffed. 
"We were just going to tread water until our 
H-2B guys got here," he says. 

Thirty-four of Bachand's 40 H-2B work-
ers were returning from previous years -
many were coming back for a third or fourth 
year, and a few had even moved up in the 
ranks from crewmembers to crew leaders 
and foremen. "These guys are already 
trained, they run our crews, and they know 
the customers and the customers know 
them," Bachand says. 

Starting the hiring process again so late 
in the season means Bachand can't benefit 
from fall college career fairs or contact em-
ployment agencies - most college students 
already have summer jobs lined up and em-
ployment agencies only seek skilled techni-
cians vs. unskilled laborers. Instead, Bachand 
is doing exactly what he did when he first 
applied for H-2B workers to prove that Ameri-
can workers didn't want the jobs he had 
available - placing a $775 help-wanted ad in 

the local paper for the required seven days. 
His responses have been similar to those he 

received nearly 120 days ago. Many potential 
employees apply and then don't show up for 
work their first day "only to keep their unem-
ployment checks coming," Bachand says. Other 
possible candidates arrive to work late smell-
ing of alcohol or are unable to pass a drug test. 
"The question isn't whether or not we'll put 40 
people out there - we will certainly find 40 
bodies to fill the holes, but the real questions 
will be, 'Are they competent?' 'Can they do the 
same level and quality of work?' The answers 
will be 'No,' but we have no choice." 

Besides traditional recruiting methods 
like newspaper ads, some contractors opt to 
use temporary labor staffing services to fill 
voids. "They help solve our problems very 
temporarily, but the people we get from 
these companies usually aren't the best em-
ployees - they don't follow dress code or 

represent the professional image we want to 
project to clients," Bachand explains, add-
ing that these people usually don't have 
landscaping experience. As a result, he's 
forced to conduct quick on-the-job training 
sessions. "The choices I'm left with are costly 
in many ways. We're wasting time training 
people and these people aren't as produc-
tive. They don't know my customers, and 
the result could be a decrease in my client 
retention rate. I also expect to face a lot of 
employee turnover this summer, which 
means I'll be constantly rehiring and re-
training new people. Not to mention, what 
does this do to our sales projections for the 
rest of spring and summer? This year, we 
wanted to push our renovation and enhance-
ment sales - but how far can we stretch that 
now without the people to do the work?" 

Still, there is one other place Bachand 
(continued on page 50) 

Despite delays in Congress passing legislation, landscape contractors 

must continue sending letters to encourage their local senators and represen-

tatives to solve the H-2B problem for 2004 and future years. 

According to PLCAA's Vice President of Government Affairs Tom Delaney, 200 

landscape companies have already sent upwards of 600 letters to their state senators and 

representatives, but he says the industry can do better than that. "If we don't start 

planning and working toward next year, we're going to be in the same situation again 

and it will be too late to do anything about it," he says. 

First, to lobby their local lawmakers, contractors can visit the U.S. Senate at 

www.senate.gov, the U.S. House of Representatives at www.house.gov, or the House 

Judiciary Committee at www.raisethecap.org/senatebill.html, scroll down to their state 

and locate their officials' names and contact information. Then, they can go to one of the 

form letters that many industry associations have provided online to make it easy for 

contractors to fill in their information and e-mail their elected officials. ALCA and PLCAA 

provide such a letter at www.congressweb.com/cweb4/index.cfm?orgcode= 

ALCA&hotissue=8. The American Nursery & Landscape Association also provides a form 

letter at capwiz.com/anla/mail/oneclick_compose/?alertid=5472156. 

Delaney encourages contractors to call or e-mail their requests vs. using regular mail 

because the process is much quicker and these types of correspondence have a much 

greater chance of being heard or read. 

For more information on H-2B legislation or to find out the best way to reach 

legislators, call Delaney at 866/831-1109. - Nicole Wisniewski 
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finds people - local Hispanic communi-
ties near Orlando. Bachand posted 
fliers advertising his need and com- ^ 
pany benefits - including his 
company's above-average wages - in || 
these communities to attract people V-
looking for work. He expects to get his 
best replacement workers from this labor 
pool, but this option presents additional challenges and worries. "With 
the H-2B program, we were doing it the 100-percent legal way," he says. 
"But if the government shuts off the spigot, what alternatives do I have? As 
people come in the door, including foreigners, and I hire them, do I really 
know that their Green Card is good? What else can I do?" 

Sen. Saxby Chambliss (R-Ga.) believes that "employers must share the 
burden to facilitate a workable program and stop hiring illegal aliens." But 
without ample American workers or H-2B temporary laborers to do the 
work, sometimes the only option is trusting supposedly legal immigrants. 
"If the federal government forces contractors into a corner of paying their 
employees and feeding their families vs. not hiring immigrant workers, 
that's really not a fair spot to put them in," Delaney says, adding that 
capping the H-2B program just encourages the hiring of potentially 
illegal immigrants, something the government is trying to prevent. 

Also, the H-2B program has had a good history of temporary 
workers returning to their home countries after their visas expire. 
However, H-2B workers may get scared this year and hide out for a 
couple of months until their jobs open up again instead of returning 
home, in essence "screwing up the program," Delaney says. Many of 
them are so comfortable with the H-2B program that they've left their 
cars and personal belongings in America awaiting their return only to 
find out they aren't coming back. "My workers called me from Mexico 
asking where their visas were," Bachand says. 

This brings up another contractor fear - they've secured H-2B 
workers, trained them and increased employee retention by getting 
them to return to work each year. But now contractors like Bachand 
worry that by 2005, when he has another chance to obtain his H-2B 
workers, they will have already found other jobs and he'll have to start the 
training process all over again with new workers. "Right now, my H-2B 
workers are dead in the water - they were committed to my company, 
but the government won't let me have them, so they have no where to 
go unless they hook up with another contractor," he says. "Who's to say 
they'll trust me in 2005 if I didn't come through for them in 2004?" 

H - 2 B I N 2 0 0 5 . Although President George W. Bush put immigra-
tion reform on the table this year, this actually clouds an already cumber-
some H-2B process, dimming the chances for successful 2004 legislation. 
"Having immigration reform as a topic that's getting attention is good 
because it can bring about a better, easier-to-use program, but it's also bad 
because it further confuses the issue," Candler points out. "That, combined 
with the fact that it's an election year, means it's near impossible for us 
to expect any H-2B legislation to pass this year. The longer this drags 
on, the worse our chances get." 

Though Congress is currently discussing several bills introduced 
into legislation in late March and early April (see Temporary Solutions on 

(continued on page 52) 
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page 42), this issue will remain a problem in 
2005 and years beyond as the demand for 
service industry labor increases. "Even if 
we get temporary legislation to pass this 
year, we know we'll have to deal with this 
issue again," Delaney says. "Once we fix 
this summer's problem, we'll have to imme-
diately start pushing for similar legislation 
next year." 

Many contractors think they will find 
success in 2005 by indicating an earlier need 
date when they petition for H-2B employ-
ees. This way, the USCIS will file paper-
work sooner and contractors will have less of 
a chance of being left without help once the 
cap is likely reached again, this time as early 
as January, some H-2B providers predict. 

However, Department of Labor officials 
have already warned H-2B program users 
that they are going to base worker need 
dates on previous years' applications, mean-
ing that if a contractor has always requested 
workers for March 15, he will not be able to 
request them for Feb. 15 or March 1. "They 
make up these rules as they go along," Can-
dler says. "It isn't written anywhere that you 
can't change your date of need, but who can 
we complain to about this? Without rules and 
structure set in stone, these agencies can do 
what they wish, but if we ask for rules and 
structure, I'm afraid they'll make it impos-
sible for us to obtain H-2B workers." 

H-2B certainly isn't the top priority for 
Congress, Delaney says, adding that since 
9/11 it has become another controversial 
issue on a table full of already controversial 
issues. As a result, contractors must con-
tinue to educate their senators and repre-
sentatives on the industry's labor needs and 
urge them to support H-2B reform. 

"Just because it worked out for you and 
you got your workers this year, don't kid 
yourself into thinking you'll have the same 
luck next year," Candler warns. "H-2B al-
ways was a first-come, first-served program, 
but that wasn't always so evident until the 
numbers continued to increase to the point 
of shutting down the program. We have to 
continue to write letters to our elected officials 
to ensure that H-2B workers remain a labor 
resource for our industry in the future." ID 

The author is managing editor of Lawn & Land-
scape magazine and can be reached at 
nwisnieivski@lawnandlandscape.com. 
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PROFITABILITY POINTERS 

EDITOR'S NOTE: Last month's Best of the Web featured the 

first part of a discussion about profit-boosting practices. This 

month, read part two for more cash-conscious business tips. 

Many snares can thwart a fledgling lawn care company's 
attempts to post pleasing profits. In some cases, unbridled 
cash flow - thrown carelessly at equipment, goods and 
services - may be reduced to a destitute drip. 

Such scenarios call for a serious review of a company's 

spending habits and at least a few changes in money man-
agement procedures. But where to start? What works, and 
which strategies are destined to flop? 

Lawn & Landscape readers who turn to the Online Message 
Board for green industry discussion may have a better av-
enue for honest advice than they realize. For instance, a 
recent post on the forum delved into the topic of floundering 
revenue - and a handful of experienced contractors shared 
detailed tips for rescuing a meager bottom line. 

Joel Swisher, owner, All in One Lawn and Landscape, 
Plymouth, Mich., started the conversation by asking if any 
other contractors felt like they were just making enough 
money to pay their bills no matter how hard they worked. 

Although Swisher and his partner have grown their lawn 
business significantly since entering the industry about eight 
years ago, they always feel as if they are just breaking even. 
In fact, no matter how hard Swisher and his employees work 
- and even when they secure high-dollar jobs - their financials 
idle in the same rut. 

by Ali Anderson 

In the second segment of this two-part 

feature, Lawn & Landscape Online 

Message Board users offer money 

management suggestions for companies 

floundering to keep their financial 

statements out of the red. 

^ B E S T O F T H E W E B 
The Lawn & Landscape Message Board is a hotbed of green 

industry chatter and professional dialogue. Playing host to a diverse 

collection of opinions and ideas, the online forum often bounces 

between detailed discussion and dynamic debate. 

To better educate readers, Lawn & Landscape expands upon a 

Message Board discussion each month and offers forum-related 

insights from professionals in the Best of the Web. 

SAVE FOR A SLOW DAY. Just as cash in the pocket has 
a tendency to burn its way toward frivolous purchases, 
profits stashed in a basic bank account can become an accom-
plice to imprudent spending. 

But while keeping cash out of mind is no simple en-
deavor, keeping it out of reach may be as easy as 1-2-3 - that 
is, three decisions that can translate into a smart savings plan. 

Business owners who, like Swisher, are just scraping by 
should think seriously about the benefits of a planned sav-
ings program, advises John Allin, president, Allin Cos., Erie, 
Pa. And while instituting even a vague strategy to set aside 

(continued on page 56) 
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money is a smart start, Allin recommends 
setting up a stringent system based on the 
following three decisions: 

1. How often to save 
2. How much to save 
3. How long to save 
Once a landscape contractor resolves 

to get serious about setting aside money 
against future hardship, the success is in 
the details, Allin observes. First, decide 
how often the company can afford to put 
away money in an untouchable account. 
Perhaps weekly or monthly contributions 
to a savings plan are feasible. Or maybe a 

portion of each check can be set aside. 
Next, determine how much to save each 

time. The answer could be a set dollar amount 
or a percentage of income. Regardless, that 
figure should be set in stone so the company 
can plan ahead for the expense. 

Third, decide how long - as in months or 
years - the company will stick with the pre-
scribed savings plan. Depending on how 
much and how often funds are stashed each 
week or month, the company may choose to 
continue the system even beyond the desig-
nated deadline. However, Allin notes that 
having a predetermined savings period is a 
smart part of a disciplined plan. 

By adopting this three-part system, a com-
pany can create a financial safety net by 
putting away a little cash on a regular basis, 
Allin continues. This planned-savings sys-
tem ensures the consistent addition of money 
to a slush fund - each Friday, in Allin's case 
- which eventually can add up to a comfort-
able cash cushion. 

Allin discovered firsthand the benefits of 
creating and sticking with a savings plan. 
"For years, we never seemed to get ahead," 
he recalls. " I started to wonder if we'd ever 
be able to have anything left over at the end 
of the year." 

One of Allin's friends, a business owner 
in a different industry, recommended he set 
aside 3 percent of his gross revenues in a 
separate interest-bearing savings account 
each time he made a deposit. The account 
initially was intended as a temporary stock-
pile for future emergencies, but as the busi-
ness became more profitable that 3-percent 
plan continued. 

Throughout the years, Allin Cos. has tried 
not to touch the growing account. However, 
Allin did pull a substantial chunk from the 
balance in the summer of 2003 for an invest-
ment in his company's new facility. 

"However, we view it as a loan," he ex-
plains. "And we have set up a plan to pay it 
back over time, with interest. We view it as 
a term loan that must be repaid, and we are 
doing just that. But since it's our own money 
we don't have to list it as a loan on our 
financials - and we have a depreciable asset 
listed on our financial statements." 

Knowing that the 3-percent savings ac-
count would sit on the company's balance 
sheet as a cash asset has bolstered Allin's 

(continued on page 58) 
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determination to stick with his regimented 
savings plan. "Over the years, this reserve 
account has built up steadily," Allin says. "It 
makes us look good on the financial state-
ment, as well as with the bank." 

The company doesn't even miss that 
chunk of cash, Allin explains. "It's not enough 
to affect our cash flow, but after a while it 
really adds up." And Allin admits that al-
though the slush fund may appear to be a 
business asset, it really spells eventual re-
tirement for him. Since he owns the company 
and its assets, Allin can allocate revenue 
however he desires. In the case of the 3-
percent savings plan, those dollar signs will 
ensure financial security for him as a retired 
entrepreneur in the future. 

John Palasek, JonKar Design Group, 
Yaphank, N.Y., adopted Allin's savings plan 
recently and began setting aside 4 to 5 per-
cent of each deposit. In a matter of months, 
Palasek has seen those seemingly small 
checks add up to a nice nest egg as well. 

Both Allin and Palasek advise companies 
that are just "getting by"- like All in One 
Lawn and Landscape - to consider a planned 
savings account for future security and a 
stronger balance sheet. 

NARROW INTO A NICHE. Oftentimes, 
new landscape companies doom themselves 
before day one of business because they fail 
to narrow their sights on a specialized col-
lection of offerings, explains Scott Grimm, 
president, Agralawn, Lakeland, Fla. Al-
though the idea of providing every industry 
service under the sun may be tempting, 
Grimm says filling a needed niche is more 
likely to reap profits. 

"Find a special little niche in this busi-
ness that will allow you to make the money 
you want," Grimm advises. "Become a 
grower or fountain guy or night lighting 
guy, and work the hell out of that niche." 

Focusing on only a few specialized ser-
vice offerings may seem like a step backward 
in terms of overall success, but doing so 
actually should boost revenue, Grimm con-
tinues. The reason? A company that estab-
lishes itself as a professional leader in a given 
area of expertise can more successfully pur-
sue specific clients who will be inclined to 
buy services - and spend more than the 
average consumer. Serious customers are 
likely to surrender more cash to a profes-
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sional who is deemed a specialist than to a 
fly-by-night operation that prides itself on 
all-in-one offerings, Grimm describes. 

Also, focusing intently on a few land-
scape service areas can reduce a company's 
equipment costs and improve job quality by 
helping employees sharpen their skills 
through focused repetition. 

In a nutshell, offering too much costs too 
much - and Swisher has discovered that by 
experience. His company's financial prob-
lems stem from his company's lack of spe-
cialized concentration, observes Andrew 
Aksar, owner, Outdoor Finishes, 
Walkersville, Md. "You are offering way too 
much," he warns. "Tree removal and 
hardscaping are two different worlds." 

Swisher agrees, acknowledging that 
one of his company's most significant prob-
lems is its lack of a specialty. When Swisher 
and his partner started out, they decided 
their niche would be complete service -
hence, the name All in One. However, that 
approach proved unfruitful over time. "We 
do almost everything - maintenance, fer-
tilizing, residential and commercial land-
scaping, pavers and retaining walls and a 
lot of tree removal work." 

Focusing on too many services wreaks 
havoc on overhead recovery and keeps em-
ployees from developing efficiency on rou-
tine tasks, Aksar continues. "You need to 
find the services you offer that are most 
profitable for your company, and you need 
to focus on strictly those services." 

But how to cut back on services offered? 
What stays? And what gets the ax? 

Tracking time, budgets and production 
hours - down to the last minute - can be 
beneficial in discovering which services to 
cut and which to continue, Aksar notes. "Once 
you find that you are spending lots of time 
trying to sell one service and getting very 
few sales, you need to stop offering that 
service and start focusing on what you do 
best," he says. 

The local market and its offerings also 
should be considered when deciding what 
niche to pursue. For instance, a metropoli-
tan area that is drowning in arbor care com-
panies, hardscape specialists and irrigation 
contractors probably is not the best place to 
open a shop focused on trees, pavers or 
irrigation systems. Instead, a company that 
boasts a landscape lighting specialty may 
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fare well against the competition. 
Sticking with one or two services is not a 

must, but a company should only add extra 
offerings after perfecting its chosen specialty, 
Aksar warns. "You have to crawl before you 
can walk, and you have to walk before you 
can run." 

In the months following Swisher's ap-
peal for help on the Message Board, his com-
pany has heeded the advice of Aksar and 
others to cut down on service offerings. But 
rather than just cutting its list of services, All 
in One Lawn and Landscape has resorted to 
subcontracting some of its jobs. 

"Subcontracting is great if you can fall in 
with a professional company that you can 
trust," he describes. "You can still make a 
little money on the project and not have to 
specialize in the work." 

DITCH EXTRA EQUIPMENT. Equipment 
redundancy also can eat its way through 
profitability, notes Matthew Morgan, owner, 
Emerald Landscape Management, Danville, 
111. Although expensive mowers, trimmers 
and other gear are central to the workings of 
every landscape company, it is possible to 
have too much of a good thing. 

For instance, a company should make 
sure each piece of equipment is paying for 
itself by proving useful on a daily basis. An 
innovative chipper or pressure washer that 
sits in a shed most days may not be a wise 
investment - especially for a company that 
does little work with such unique machines. 
Investing too much cash in back-up machin-
ery and unnecessary gear can spell extreme 
waste, as well. 

And that's exactly the scenario Swisher 
and his partner have been facing. "We have 
equipment to do all of these jobs, but not 
always the jobs for the equipment," he ex-
plains. That's where narrowing into a ser-
vice niche can be beneficial, since abandon-
ing unprofitable services often translates into 
shedding extra equipment - and that can 
return some significant cash to a company's 
bottom line. 

To remedy an equipment excess, Morgan 
suggests making each area of service as effi-
cient as possible. "A suggestion is to possi-
bly eliminate some services that are rarely 
performed, sell the equipment and subcon-
tract the work when you get a call for jobs 
like this," he says. "Another possibility is 

LAWN & LANDSCAPE 

renting the equipment." 
While equipment rental may seem like 

throwing away cash, the cost comparison be-
tween renting and buying a specialized piece 
of machinery clearly favors rental, Morgan 
says. For instance, a lawn care company could 
spend little more than $100 renting a tree 

spade for the occasional tree-transplanting job, 
but buying the same spade could run the 
company at least 60 times that. !D 

The author is assistant editor-Internet o/Lawn& 
Landscape magazine and can be reached via 
tiwisniewski@lawnandlandscape.com. 
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Lawn care companies 

often depend on specialized 

equipment - namely; 

a diversity of 

mower-transforming 

attachments - to offer 

add-on services and create 

eye-catching results. 

by Ali Anderson 

Could you open and operate a successful res-

taurant with just two pans? 

Perhaps, with some ingenuity, your 

understocked kitchen could offer minimal meal 

selections and super-slow service. More than 

likely, such a restaurant would experience take-

off trouble and crash to an early close. 
The same might be true for a landscape com-

pany. While a typical landscape contractor does 
not rely on a vast array of cooking ware to stay in 
business, the company's bottom line depends on 
service offerings - which generally require a 
broad range of specialized equipment. Without 

the help of diverse tools and multiple machines, 
a company may struggle to adequately serve 
clients and, thus, lose revenue in the process. 

"If you have a landscape business, you need 
to be at least somewhat diverse, and that is re-
flected in the equipment you have," explains Jeff 
Hile, president, JBH Innovations, Wexford, Pa. 
"In the same way you need a variety of appli-
ances, strainers, frying pans and other things to 
successfully cook an assortment of meals, you 
need variety in your maintenance equipment if 
you want to offer more than just mowing." 

Just as the functioning kitchen of an up-scale 
restaurant requires unique utensils to produce 
palatable entrees, a landscape company relies on 

(continued on page 64) 
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specialized equipment - like dethatchers, 
aerators, power blowers, snowplows, rotor 
tillers, yard rollers, dump carts, fertilizer 
units, spreaders, loader buckets, rotary 
brooms, collection systems and bulldozer 
blades - to produce pleasing properties. 

However, most companies do not need 

to invest heavily in machines dedicated 
solely to specialized functions in order to 
achieve the desired results. Instead, a better 
option may be attachments - tools that can 
be secured to a lawn mower and run on the 
machine's power source. 

(continued on page 66) 

SMART Storage 
essential in the initial buying process of 
mower attachments, notes Jeff Hile, presi-
dent, JBH Innovations, Wexford, Pa. Con-
tractors must be prepared to care for attach-
ments just as they would a dedicated piece 
of power equipment. 

"Take care of your attachments to maxi-
mize the initial investment," Hile says. "Keep 
them clean and service them regularly just as 
you would any other piece of equipment. " That 
means cleaning all parts - especially moving 
pieces - along with other shop gear, sharpen-
ing blades, replacing broken drill bits, etc. 

Notably, storage considerations should be 
top of mind for contractors when seeking to 
protect their attachment investments. "One of 
the big things is making sure they're stored 
properly," comments Tim Cromley, marketing 
manager, Walker Mfg., Fort Collins, Colo. "At-
tachments can sit and rust if they're left in the 
wrong conditions during their off season." 

The right storage spot for most attachments 
would be a dry, protected area inside a com-
pany facility - away from potentially damaging 
weather conditions. For instance, a power broom 
should not be tossed in a corner where bristles 
can become deformed and, ultimately, de-
stroyed over time. Rather, the attachment could 
be hung on a wall in a designated area of the 
shop. Cromley recommends contractors dedi-
cate equally specific guidelines for storage of 
their other company equipment. 

To avoid rusting, Cromley suggests that 
contractors grease and lubricate the metal 
portions of attachments weekly. Repainting 
annually also can help protect against the 
elements. 

When maintained and stored wisely, mower 
attachments can represent a smart investment 
for landscape contractors offering add-on ser-
vices, emphasizes Peter Andnoian, president, 
Accelerator Industries, Mercer Island, Wash. 
- Ali Anderson 
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"It's nice to be able to maintain your 
properties with the same power source all 
year round/' says Tim Cromley, market-
ing manager, Walker Mfg., Fort Collins, 
Colo. "You can take the deck off of your 
mower at the end of the year and put on a 
dozer blade for snow removal. That illus-
trates the practical usability of mower 
attachments." 

Similarly, a dethatcher attachment could 
maximize an otherwise seasonal mower dur-
ing early spring and fall - when the machine 

BEFORE BUYING ANY MOWER ATTACHMENTS, 

LANDSCAPE CONTRAOORS MUST ASSESS THEIR 

UNIQUE NEEDS A N D DETERMINE W H I C H SPE-

CIFIC TOOLS W O U L D BEST COMPLEMENT THEIR 

CURRENT EQUIPMENT. - TlM CROMLEY 

generally would not be making money. 
Attachment options vary based on the 

mower designated as the power source, 
Cromley notes. Typically, he says, riding 
lawn mowers are more versatile than walk-
behind models when it comes to accommo-
dating attachments. 

"A riding mower offers a better platform 
for use of attachments," Cromley states. 
"Most walk-behinds are not really made to 
take implements - at least, very few walk-
behind mowers are attachment-friendly." 

Generally, riding mowers are viewed 
as the best option when considering at-
tachment use because they have larger 
engines with power to spare, says Paul 
Gamaldi, owner, All Seasons CLS, Mount 
Gambier, Australia. "They are geared to 
be faster than walk-behind systems, so an 
operator could tend to do a lot of work 
quickly with less fatigue," he explains. 
"However, some walk-behind attachment 
systems are creative labor savers and can 

be quite extensive in their offerings." 
Beyond the differentiation between 

riding and walk-behind models, Cromley 
suggests out-front-cut mowers as a better 
bet than mid-mount models when it comes 
to utilizing attachments. The reason is that 
front-cut mowers - or those with mower 
decks placed out in front of the machine -
generally offer a more practical attach-
ment method than the mid-mount ma-
chines - or those with blades secured un-
der the machine's center. Typically, front-
cut mower blades can be replaced quickly 
with various attachments, while mid-
mount mowers utilize attachments through 
ancillary connections. 

(continued on page 68) 
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Kenyon's unsurpassed 
Quality for Professionals 
is in a class all by itself! 

The signature, 
all-aluminum 
GREAT RAKE II 
builds on the 
legendary "original 

landscape rake" by Kenyon with 
the incorporation of longer, more 
aggressive teeth while achieving 
a smoother pushing-pulling 
motion. Thicker, non-twisting, 
non-turning braces and a unique 
oval-shaped handle, for greater 
lateral control, complete the most 
user-friendly product of its kind 
on the market. Available sizes 
range from a compact 24-inches 
to a big 48-inch head width. For 
raking and thatching in thick turf 

or hard clay soil base, nothing 
else compares to PRO-FLEX by 
Kenyon. A bowl shaped head of 
spring-steel tines is molded into a 
tough polymer base to eliminate 
tine pullout. And nothing else 
compares to Pro-Flex selection. 
Head sizes of 8" , 18" and an 
exclusive 24" size are available 
with your handle choice of wood, 
vinyl-clad steel or premium, 
vinyl-sleeved aluminum. The 
rugged Kenyon BULL HEAD 
Trench Shovel, is unquestionably 

/

the strongest, most 
efficient digging 
style available 
anywhere. An 

wm——mm—m extra-heavy-duty, 
13-gauge, rib-reinforced, steel 
head with a full 90° forward 
turned step is complimented by a 
choice of standard length wood 

or fiberglass handles or extra-
long, reinforced fiberglass 
handles that are color-coded for 
head size. The PRO-GARDENER 
line offers the professional top 
quality in a lightweight, easier-
to-use tool. Kenyon's Pro-
Gardener tools are available in a 
variety of high performance 
traditional and all-new head 
designs. Easy gripping, oval 
shaped aluminum handles are 
extra long for extra reach when 
you need it and are also extra 
kind to your back. And 
permanent head-to-handle 
connections will not twist or pull 
out under work stress. 

For a quality choice at a price 
you can live with, Kenyon Tools 
is all the choice you need! 

KENYON TOOLS 
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(continued from page 66) 

However, Cromley recognizes that con-
tractors have individual preferences and 
will gravitate toward attachment styles 
best suited for their specific needs. Hile 
agrees, noting that since the lawn mower 
market is packed with an assortment of 
machines offering various mowing deck 

locations and shapes, contractors can 
choose from various attachment styles -
including front-mounted products, pull-
behind tools and side-mounted gear. But 
regardless of a given attachment's style or 
function, installment generally takes only 
a few minutes, Cromley observes. 
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PURCHASING POINTERS. Before buy-
ing mower attachments, contractors must 
assess their unique needs and determine 
which specific tools would best complement 
current equipment, Cromley explains. 

"You have to know what your needs are," 
he adds. "Ask yourself if you really want to 
convert that $9,000 mower into a blower or if 

" I F Y O U HAVE A LANDSCAPE BUSINESS, YOU 

NEED TO BE AT LEAST SOMEWHAT DIVERSE -

A N D THAT IS REFLECTED IN THE EQUIPMENT 

Y O U HAVE. I N THE SAME WAY Y O U NEED A 

VARIETY OF APPLIANCES, STRAINERS, FRYING 

PANS A N D OTHER T H I N G S TO SUCCESSFULLY 

COOK A N ASSORTMENT OF MEALS, Y O U NEED 

VARIETY IN YOUR MAINTENANCE EQUIPMENT 

IF Y O U W A N T TO OFFER M O R E THAN JUST 

M O W I N G . " — JEFF HILE 

you would be better off using the mower for 
its primary purpose. Depending on the ser-
vices you offer and the properties you main-
tain, the better plan might be to buy a few 
backpack blowers." 

Basically, Cromley states, attachments 
serve contractors best when they are used 
only for occasional add-on services - not to 
fulfill high-demand functions on a daily ba-
sis. For such recurring needs, companies may 
consider purchasing specialized, dedicated 
equipment as a smart alternative. 

"Good business sense says make sure the 
equipment you purchase can give the busi-
ness a quick return on the investment and 
then have a reasonable profit-generating pe-
riod of several years," Gamaldi says. 

Companies should consider their spe-
cialized needs seriously before purchasing 
attachments, Cromley shares. "You can over 
purchase pretty quickly," he warns, refer-
ring to some contractors' tendency to invest 
heavily in mower attachments that don't 
offer enough of a return in terms of profit-

(continued on page 70) 
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a better way to mow landscaped property. If you are looking for a better way, we invite you 

to join the growing family of Walker Mower owners and operators around the world. 



(continued from page 68) 

For instance, a contractor who offers snow 
removal during wintry months should con-
sider the amount of snowfall in the targeted 
service area. A region that typically faces 
more than 6 inches of snow at one time may 
necessitate the use of a two-stage snow blower 
for adequate cleanup. In contrast, lighter 
snowfall areas could be satisfied with basic 
dozer blades, Cromley notes. 

Once a contractor has decided to invest in 
attachments, there are many factors to con-
sider in the purchasing process. One is the 
overall quality of the tool, Hile observes. 
"You have to remember that you're buying 
quality," he continues. "Look at the way the 
attachment is made and who makes it. What 
you put in, in terms of cost, is what you'll get 
out of the purchase quality-wise." 

Hile suggests contractors not always gravi-
tate toward the least expensive attachment on 
the market - since the more costly products 
may equal increased durability in the long run. 

(continued on page 160) 

ability to merit the initial cash spent. "One of 
the things I would recommend to someone 

who is buying a commercial mower is that 
you look at all of your needs. Give careful 

consideration to the 
crossover that 
mower could have 
for snow-removal 
work, leaf blowing 
and aeration. Look at 
the bigger picture." 

Deciding which 
specific attachments 
to purchase can de-
pend on the local con-
ditions and the ac-
counts serviced by 
individual contrac-
tors. "You have to be 
familiar with your 
surroundings and 
the needs of the prop-
erties you maintain," 
Cromley states. 
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White grubs are the most serious turfgrass pests found 
in residential and commercial lawns. They are menacing 
to both cool- and warm-season turfgrasses and can be 
found virtually everywhere in the United States. A large 
number of white grub species, many of them quite diverse, 
are responsible for millions of dollars in control expendi-
tures and untold acres of damaged turfgrass every year. 

For these reasons, lawn care operators should learn 
and understand the basics of effective grub management. 

THE FACTS. Many of the most common white grub 
species, such as the Japanese beetle, the Oriental beetle 
and the green June beetle, consist of a single species. Other 
"groups" of white grubs such as the May/June beetles and 
the masked chafer are composed of a number of different 
species although only one species may occur in a single 
location. In some instances, several species can coexist. 

The challenges of grub control are numerous, start-
ing with the fact that white grubs live in the soil and their 
presence is not obvious. There is often no indication that 
grubs are present until the turf begins to show signs of 
stress from grubs feeding on the turf's root system. Signs 
of drought stress are often the most common early 
indicator that something isn't right under the soil sur-
face. Once these symptoms occur, grubs have usually 
been feeding for quite some time and are large and 
difficult to control. 

Grubs' subterranean nature also makes control more 
difficult in that the control agent or insecticide must 
move past the turf, through the thatch, and into the soil. 
This is typically a difficult task for products to accom-
plish. Organic matter can act as a magnet to trap and 
hold insecticide and prevent it from getting to the target 
site. Pesticides that bind fast to soil particles may still 
provide control in that as grubs feed they literally ingest 
anything that is in front of them, including soil particles. 

Grubs are also a favorite food of a number of animals. 
Since the grubs are under the soil, these animals, such as 

White grubs often feed for several months and do 
serious damage to turfgrass roots before they are 
discovered. Photos: Destructive Turf Insects 

raccoons, skunks, javelinas, armadillos, moles, crows 
and other birds, must dig up the turfgrass to get access 
to the grubs. The impact of this feeding can result in 
much more serious damage than that caused by the 
grubs themselves. 

CHEMISTRY CHALLENGES. The challenge of effec-
tive white grub management is further enhanced by the 
change in the chemistries of the products we are cur-
rently using for white grub control. The impact of the 
Food Quality Protection Act signed in 1996 had a signifi-
cant long-term impact on the availability of certain prod-
ucts for use on turfgrass. Many of the old standards were 
eliminated or phased out. Fortunately, there are new 
products in the market that provide outstanding control 
of white grubs, but the approach to using these products 
is a bit different than for some of the older ones. 

Several of the newer insecticide chemistries 
(Merit<B)(imidacloprid) and MACH 2® (halofenozide)) 
work most effectively against white grubs when the 
white grubs are small. In other words they should be 
applied right after egg hatch. In reality this has always 
been true for grub control as there is a size-dose relation-
ship and the smaller ones are easier to kill. However, the 
newer chemistries appear to be even more sensitive to 
this and control recommendations encourage an early 
or "preventive" application rather than a later season or 
"curative" approach. There has been some debate on 
this as claims have been made that these products can be 
used later in the season with good success. I do know 

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

that effective grub control can often be ob-
tained with the newer products when ap-
plied later in the summer, but I also know 
that you are taking a greater risk that control 
will be sub par. A couple of older products 
(Dylox® (trichlorfon) and Sevin® (carbaryl) 
that have been around for a number of years 

can still be useful to clean up an existing 
problem. Carbaryl, however, has been rela-
tively erratic in the level of control it pro-
vides against many grubs, but is very effec-
tive when used against green June beetle 
grubs. Dylox® (trichlorfon) has a very lim-
ited residual activity, but it is very water-

Adult 

2a4 Instar 
O r u b i 

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec 

Typical White Grub Activity 
During the Calendar Year 

soluble, moves down to the site of the grubs 
very quickly, and is capable of cleaning up 
an existing population of larger grubs with 
relatively good results. It should not be used 
during egg hatch as a preventive applica-
tion due to its short residual life. While some 
other products are also labeled for white 
grub control, the consistency of their perfor-
mance usually doesn't match the above com-
pounds. 

This approach for a preventive applica-
tion brings about a whole new concern in 
white grub management. Where are the most 
likely locations where grubs will occur in the 
turf and when will the egg hatch begin? 
Within those two questions is a third ques-
tion. What species of white grubs are you 
dealing with? These are all very important 
questions, but not always easily answered. 
Let's take the last one first. Have you ob-
tained a positive identification of the grubs 
you are trying to control? This goes beyond 

(continued on page 76) 
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Double Trouble. 
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Talstar* granular insecticides provide effective, long-lasting 
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just noticing the beetles that might have 
been flying around earlier in the summer. 
While Japanese beetles might be quite no-
ticeable, it may be that several other species 
of night flying beetles that went unnoticed 
are more responsible for the grubs that are 
found under the turf. 

While there are a good many reasons to 
know exactly what you are working with, 
the proper identification of grubs is critical if 
one is to properly time and target the insec-
ticide application. Some species, such as the 
Oriental beetle grub, may occur a whole 
month or two ahead of others, such as the 
green June beetle. A knowledge of the spe-
cies can help you immediately define the 
optimal window of time when egg hatch is 
going to occur based upon locally generated 
research data. It is also possible you might 
have more than one species occurring in the 
same location. This is common with Orien-
tal beetle, masked chafer and Japanese beetle 
grubs occurring in the same location in areas 

Secondary damage 
from animals, such 

as armadillos, 
skunks and birds, 

feeding on grubs can 
be quite serious. 

Photo: Rick 
Brandenburg 

in the eastern United States, and two sepa-
rate species of masked chafers occurring 
almost two months apart in the southwest-
ern United States. These situations with more 
than one species can be challenging because 
we want to apply the product early enough 
to control the early hatching of the species 
that occurs first, yet still have the residual 
activity to control the species that hatches 
later. If there are more than two months be-
tween the two species, this can become more 
difficult as residual control from most of the 
newer products usually doesn't last past 60 

days. In some parts of the country, May and 
June beetle grubs can cause turf damage and, 
rather than the typical one-year life cycle, 
some of these species require two or three 
years to complete their development. Proper 
identification of grubs (usually based on 
bristle patterns on the tail end of the grub) is 
often difficult and best left to experts. 

If you know which species you are work-
ing with, you should already have a ballpark 
figure for when beetles will lay eggs and 
when the eggs will hatch. Local information 

(continued on page 78) 
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is usually available through state universi-
ties and extension services. There can be, 
however, considerable variation from one 
year to the next on exactly when this egg 
hatch will take place. This is easy to monitor 
for some species, such as the Japanese beetle. 
This beetle can be captured in large numbers 

in the commercially available Japanese beetle 
traps. One can keep track of the weekly trap 
catches (often easier to measure volume than 
to actually count the large number of beetles) 
and once the numbers start to decline it is 
appropriate to treat in two to three weeks. 
Most beetles will begin laying eggs shortly 

The revolutionary and patented seeding system on 
the Express Blower* is unlike anything you have ever 
experienced. Seed a lawn, a slope, a berm, a rooftop 
terrace, or even a riverbank - all in one easy, calibrated 
process. Call us today and ask how an Express Blower 
truck can increase the profitability of your business. 
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after mating, and eggs often begin hatching 
two to three weeks after the peak flight. By 
August grubs can already be in the third 
(final stage) instar and be more difficult to 
kill. Pheromone traps are available for Ori-
ental beetles and light traps often work well 
on masked chafers and May/June beetles. 
The problem with light traps is they capture 
all kinds of night flying insects and it is often 
quite a task to sort through the menagerie of 
creatures to find what you are looking for. 
Scouting for eggs or newly-hatched grubs is 
very difficult due to their small size. 

The final question we need to answer is 
regarding where the white grubs are most 
likely to occur. This varies considerably with 
your location. One thing is obvious, irri-
gated turfgrass is at a much greater risk than 
non-irrigated turf. The main reason for this 
is that when the beetles lay eggs in the soil, 
it is critical for sufficient soil moisture to 
ensure the survival of the egg. This usually 
means soil moisture in the range of 10 per-
cent. Drier conditions may cause the eggs to 
desiccate and, thus, not hatch. The moisture 
principle helps point out areas that are higher 
risk in non-irrigated turfgrass. Without irri-
gation white grubs will be found more com-
monly in areas that have a greater chance of 
maintaining sufficient soil moisture. These 
would include low spots, poorly drained 
areas and areas with northern exposures or 
modest shade that might reduce the inten-
sity of the summer sun drying out the soil. If 
rainfall is well above normal for some areas, 
then any and all non-irrigated turfgrass may 
be at risk. In low rainfall summers or in low 
rainfall areas, irrigated turf areas may be the 
only sites at risk. 

One thing we do know about most spe-
cies of white grubs is that they are indeed 
creatures of habit. They have strong tenden-
cies to occur in the same areas over and over. 
This is a valuable tool as you plan your grub 
management strategies. This does not mean 
that grub problems do not spread or show 
up in new areas nor does it mean that you 
will always have a grub problem every year 
in the same location. It does mean, however, 
that the odds are in your favor that problems 
will be consistent in the locations where they 
occur. It is good, practical advice to take 
advantage of this consistency that white 
grubs tend to exhibit. Good record keeping 

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

and mapping can help ensure that you treat 
those areas most likely to be hit with a white 
grub problem and avoid treating those areas 
that are less likely to have problems. 

Some lawn maintenance companies in 
areas where grubs are more consistent threats 
may opt for treating "wall to wall" as this 
may be the most cost effective means of grub 
management. If this is determined to be the 
best approach, it is still very important to 
know the species and have a good working 
knowledge of the pest biology, particularly 
the timing of egg hatch. All of the above tells 
us that local information and the advice of 
local experts, whether they are specialists 
from your nearest state university or con-
sultants, may be critical for making sure you 
are on track with your approach. In certain 
regions, there is a considerable database on 
white grub ecology and studies have helped 
define certain characteristics about lawns 
that put them at a higher or lower risk for 

grubs. For instance, a study was completed 
several years ago at Cornell that helps iden-
tify "high risk" lawns. 

Whatever approach you decide on, look 
carefully at any insecticide reported failure. 
Today's newer products rarely fail. It does 
happen on occasion, but poor performance 
usually goes back to calibration, timing of 
application, unusual environmental condi-
tions, improper identification of the target 
pest and so on. A pesticide failure should be 
investigated immediately and thoroughly 
as the problem may be linked to something 
you are or aren't doing. 

White grubs can be effectively managed 
in lawns and can be done so in a cost effec-
tive fashion. It requires: 1) proper identifi-
cation of the grub species, 2) an understand-
ing of pest biology, 3) local information on 
the timing of pest events (i.e. egg laying), 4) 
good record keeping and pest monitoring, 
and 5) timely responses for treatment tim-

ing. Don't let the secretive nature of grubs 
catch you by surprise. Learn all you can 
about the species in your area and plan ac-
cordingly. Keep good records to make your 
applications as efficient and effective as pos-
sible. Even though you may not be able to see 
grubs, you can have a good enough under-
standing of their biology to stay one step 
ahead of them. HJ 

The author is turf grass entomologist, North 
Carolina State University, Raleigh, N.C., 
and can be reached at 919/515-8876 or 
rick_brandenburg@ncsu.edu. 

EDITOR'S NOTE: MACH 2® is a product of 
Dow AgroSciences, and Merit®, Dylox® and 
Sevin®are products of Bayer Environmental Sci-
ences. The inclusion or omission of any products 
by the author in this article should not be taken as 
an endorsement or criticism of those products by 
Lawn & Landscape magazine. 
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" With five crews on the street every day 
our equipment takes a real beating. 
We wouldn't own anything but BOB-CAT* mowers." 
Ryan and Colin Taheny, Co-owners, Ryco Landscaping, Lake in the Hills, IL 

©2004 Jacobsen. A Textron Company. 

Over the years we've used several brands of zero-turn and walk behind 
mowers, and BOB-CAT has proved to be the most reliable with virtually 
no downtime. The quality of build and assembly is as good 
as it gets. And anyone who's in the business knows 
that vibration is the enemy of productivity, especially 
on walk behinds. BOB-CAT's engineering and 
comfortable controls practically eliminate the problem. 
Plus, BOB-CAT zero-turns are not only comfortable 
to operate, they are almost bulletproof, which is 
good for our business. The other great thing about 
BOB-CAT equipment is the service we get from our dealer, 
Arlington Power Inc. We have other dealers call us all the time 
to try new mowers, and we always give them the same answer, 
"It's Gotta Be BOB-CAT." Call 1-888-922-TURF (8873) 
or www.bob-cat.com for the dealer nearest you. 

It's Gotta Be BOB-CAT 

USE READER SERVICE #100 

http://www.bob-cat.com


When water budgets are tight, easy-to-use drip irrigation can 
keep landscapes healthy without breaking watering laws. 

Not all drip 
irrigation is 
hidden from view. 
Low-volume 
"microsprays" 
provide just the 
right amounts of 
water to plants 
that prefer to be 
irrigated from 
above, rather than 
below. Photo: 
Orbit Irrigation 

No one likes a leak. 
Diaper companies continually promote their 

newest solutions to keeping babies dry. A pinhole 
in a car tire can turn a Sunday drive into a mainte-
nance hassle with the local mechanic. And how 
many times have exhausted homeowners had to 
drag themselves out of bed to deal with a leaky 
bathroom faucet's drip...drip...drip...? 

But there is at least one situation where a slow 
leak is the best way to achieve great results. In the 
irrigation industry, low-volume, low-pressure 
"drip" irrigation products are becoming more popu-
lar in both commercial and residential settings in 
terms of their abilities to keep landscapes green and 
healthy in the face of heightened water restrictions 
nationwide. 

Because drip irrigation is easy for contractors to 
learn to install, manufacturers are touting the 
concept's abilities even more and encouraging con-
tractors to add these products and techniques to 
their arsenal of irrigation solutions. 

COMPARATIVELY SPEAKING. In a recent Lawn 
& Landscape Online poll, 67 percent of respondents 
said they use drip irrigation in their system de-
signs. Indeed, manufacturers and contractors both 
report that interest in these systems, which are 

designed to apply water directly to plants' root 
areas, is increasing every year. 

"Low volume irrigation is definitely becoming 
more popular," comments Janet Reilly, marketing 
manager, Rain Bird, Azusa, Calif. "A lot of the 
reason is that there's a lot more awareness of water 
shortages and increased attention to water conser-
vation issues. There are a lot of cities with water 
restrictions and a lot more education about drip is 
coming out because of that." 

In many regions, these water restrictions are 
pushing the concept of drip irrigation forward more 
than other water management issues. "We're see-
ing the largest growth in products oriented toward 
retrofit," notes Tom Rivers, southeastern turf sales 
manager, Orbit Irrigation, Salt Lake City, Utah. 
"For instance, in parts of Arizona and Colorado, 
there are government rebates offered to homeowners 
who are replacing sod with native plant material. 
The segment of products designed to fit directly 
onto existing underground sprinkler systems has 
just exploded. Our customer base in this area has 
doubled every year for the last three years." 

Because drip irrigation systems are highly effi-
cient - 90 to 95 percent, according to Reilly, com-
pared to 30 to 70 percent with traditional spray 

(continued on page 84) 
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I 
I R R I G A T I O N ZONE 

Contractor Finds 
Rain Bird® Landscape 
Drip Products Have 
Unmatched Support 
By Nathan Odgaard 

Confidence. It's what 
keeps David Coleman 
coming back to 
Rain Bird" time and time 
again. Having worked 
in the irrigation industry 
25 years, Coleman 

, knows he can turn to 
• M 

. ** Rain Bird for all of his 
landscape drip irrigation 

needs, whether it be for steadfast support or 
job-specific, cutting-edge products. 

Coleman is president of DFW Sprinkler Systems 
in Dallas, TX. His customers, both 
commercial and residential, rely on him for 
exceptional service and installation of the best 
landscape drip irrigation system components. 
That's why Coleman relies on Rain Bird. 

Rain Bird is at the forefront of product 
development. Rain Bird's product development 
is shaped by those whose input matters most -
contractors. This helps eliminate costly 
callbacks and allows them to get it right the first 
time. "Rain Bird's product development sets 
them apart from the competition," says 
Coleman. "They concept and test all new 
products, then they get feedback based on 
real-world field tests. With Rain Bird Landscape 
Drip products, contractors can be assured that 
they are installing a great product that will 
reward them monetarily, professionally and 
help them maintain a solid reputation. Plus, as 
a Rain Bird Rewards member, I earn Rain Bird 
Points for all landscape drip purchases." 

Rain Bird addresses a contractor's needs -
per project. Rain Bird offers immediate and 
long-term solutions to daily problems that 
contractors face. "Through a distributor or 
hotline, you can talk about a specific problem 
you are having and Rain Bird will respond 
directly via a product technician and assist 
you," says Coleman. 

"I appreciate Rain Bird's responsiveness and the 
value it places on our feedback. Rain Bird 
addresses my needs by answering my questions 
and by offering the most complete product line 
in the industry." 

Rain Bird allows contractors to do the same job 
with fewer parts. Rain Bird Landscape Drip 
products are easier and quicker to install because 
there are fewer components. Fewer parts reduce 
the likelihood for problems and callbacks. For 
example, the Rain Bird Easy Fit Compression 
Fittings system design - three fittings, five adapters 
and a flush cap - accepts multiple sizes of outside 
diameter tubing, from .630" to .710" (16 mm to 
18 mm), simplifying and expediting installation. 
Says Coleman: "This system works great for 
existing applications that need revamping. It also 
helps save time with maintenance, which helps 
gready expand business opportunities." 

Coleman depends on the Rain Bird name like so 
many other turf professionals. In addition to 

the Landscape Drip division, Rain Bird offers 
leading irrigation solutions across the 
turf industry. 

Install Confidence: Install Rain Bird. 
Throughout the world, around the neighborhood, the Rain Bird* name 
inspires confidence through the design and manufacture of innovative, 
water-conserving drip irrigation products that are easy to install and 
reliably perform year after year. With the most landscape drip solutions 
in the industry, it's not surprising that more contractors every day ask 
for Rain Bird by name. For details about all the landscape drip irrigation 
products Rain Bird has available, see your authorized distributor, 
or visit www.rainbird.com. 

RAIN^BIRD 
Advertisement 

USE R E A D E R SERVICE # 8 1 

http://www.rainbird.com


(continued from page 82) 

heads or rotors - irrigation clients in these 
drought-ridden states, as well as in other 
portions of the country are turning to low-
volume irrigation as a watering solution. 

"When you have drip, that's the most 
efficient system if there are any regulatory 
issues to deal with," says Walter Mugavin, 
owner, Aqua Mist Irrigation, South 
Hackensack, N.J. "Drip will probably be the 

last system any municipality would tell you 
to shut down during water restrictions." As 
a result of regulations in his area, about 15 
percent of Mugavin's clients sign on for drip 
irrigation to save their plants and shrubs. 
"Turf will go dormant during the dry sea-
son, but it will always come back with a little 
extra care," he says. "But if your shrubs start 
dying, you'll probably end up having to 

replace them. However, our state legislature 
and the New Jersey Irrigation Association 
are working on having an exemption for 
drip even when all other watering is shut 
down because they're highly efficient." 

In addition to being more efficient than 
traditional irrigation systems, many users 
find that drip irrigation systems often are 
easier to install, as well. "All the hydraulics 

irrigation contractors, distributors and manufacturers are begin-
ning to accept the fact that maximizing efficiency in design is not an 
either-or proposition. What is required is an integrated approach that 
will preserve both conventional and new technology. 

Now is the time to integrate subsurface drip irrigation (SSDI) with 
conventional sprinkler irrigation. Virtually every objection and criti-
cism of subsurface drip have been resolved or proven wrong. The 
reliability of SSDI is as great or greater than sprinklers. Repairs are no 
worse for subsurface drip than for damaged sprinkler risers. A new 
spirit of mixing technologies is needed to meet water limitations facing 
the industry. The facts contradict common belief. 

Misconception No. 1: They plug. Some buried drip line systems 
have a track record of more than 10 years without plugging by plant 
roots or soil debris. Advancements in emitters, pressure regulation, 
filtration and water treatment make buried drip line as reliable as 
sprinklers. The benefits of buried drip line fit perfectly into the 
limitations of sprinkler systems, such as curving borders, drift onto 
walkways and roads, slopes and surface exposure to vandalism. 

Misconception No. 2: You can't add drip to existing sprin-
kler systems. SSDI can be added to existing sprinkler systems by 
making a few adaptations for pressure control and filtration. Ask 
yourself how many times your sprinklers have been plugged because 
they lacked filtration or how many repairs were made without flushing 
the lines. Filtration will be standard in the future for all irrigation 
systems. 

Misconception No. 3: Cultivation equipment damages 
buried drip lines. Not when the lines are installed properly at 4 to 
5 inches beneath the surface. Subsurface drip alone won't work for 
establishing plants from seed or sod-like turf, however. But installed 
at the proper depth, SSDI will wet the surface. Run times may need to 
be longer for two to three weeks until the seed has germinated or sod 
has knitted, but there is no moisture lost to drift and less lost to 
evaporation. 

Used in an integrated system to take maximum advantage of the 
benefits of both drip and traditional irrigation, SSDI-irrigated areas will 
benefit from overspray and drift. For those areas where SSDI is the 
primary method of irrigation, temporary portable sprinklers can also be 
used for a couple of weeks in order to satisfy doubting customers. The 
contractor can include tees for sprinklers during installation and 
remove the sprinklers following establishment. 

Misconception No. 4: Calculations for spacing and flow 
rates are too complicated. Manufacturers have taken nearly all 
the guesswork out of calculating spacing and flow. Usually, they offer 
a choice of four flow rates and three spacings, ranging anywhere from 
1 to 2 feet. The goal then is to arrange the tubing so emitters form 
triangles from row to row. Be aware, however, that capillary action 
does vary by soil type. For example, emitters should be spaced more 
closely together in sandy soils than for loam or clay. Flow rates should 
be higher for sandy soils and lower for clay soils. 

Misconception No. 5: Installation is a nightmare with all 
those trenches. Irrigation contractors who install conventional 
sprinkler systems have found that a vibratory plow can place 
polyethylene tubing much faster than they can dig trenches for 
PVC pipe. But you won't be going that deep. A less expensive and 
equally fast device is the disk trencher. Carbide teeth on a spinning 
disk, much like a stump grinder, cut a narrow (less than 1 inch) slit 
for the tubing. Landscape architects usually set the soil specifica-
tions for turf areas at 4 inches of topsoil. When topsoil is spread 
across a subsoil, you can see that the tubing needs to be approxi-
mately at the subsoil/topsoil interface. Of course, it's always a good 
idea to provide your customer with a copy of your as-built plan and 
photographs of the actual installation. This is true of sprinkler 
installations, as well. 

Misconception No. 6: Run times are longer and, therefore, 
incompatible with sprinkler zone run times. Not by much. At 
a triangular spacing of 12 inches by 12 inches with emitters putting 
out 0.9 gallons per hour (gph), you are nearly matching the 
application rate of a conventional 15-foot-radius spray head. Rotary 
sprinklers have lower precipitation rates. Consequently, you would 
want to consider a wider spacing (perhaps 18 inches) with a lower 
flow rate (about 0.6 gph). 

There is no contest. The most efficient irrigation system on any site 
that isn't perfectly rectangular is a combination of sprinklers and drip. 
Edges, slopes, windy areas and irregularly shaped turf areas are not as 
well suited to sprinkler irrigation. Drift from sprinklers is not only 
potentially dangerous from the standpoint of liability, it is wasteful. 
That waste will not be tolerated much longer. - Bruce Shank 

The author is owner, IrriCom/BioCom, Palmdale, Calif. This information 
was excerpted from his article An Integrated Approach to Irrigation 
Calls for Mixing Irrigation Technologies that appeared in IBT. 

Drip Myths DEBUNKED 
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are the same on a drip system as on a con-
ventional system, but you can run a lot more 
drip on one zone than you can when you're 
using rotors and sprays," Mugavin says. 
"One of our accounts has about 12,000 feet of 
drip going in and in one day three of us in-
stalled about 6,000 feet. It's definitely a time 
saver as opposed to conventional sprinklers." 

NO "NEW MATH." Compared to tradi-
tional systems, low-volume irrigation has sev-
eral advantages, but incorporating drip tech-
nology into irrigation designs doesn't mean 
contractors have to go back to Irrigation 101. 

"Contractors don't need a lot of special 
tools or advanced training to use drip irriga-
tion," Reilly says. "The basics of hydraulics 
and flow are the same in the drip system as 
in a traditional system. It is low volume, so 
you have to be aware of that when you do the 
calculations, but the principles are the same." 

The volume of water and pressure needed 
to properly operate a drip irrigation system 
are the characteristics that most separate drip 
from traditional sytems. Reilly notes that 
many low-volume systems can operate at as 
low as 15 psi, while other manufacturers 
note that some systems will require 35 psi. 
Still, this is much lower than traditional 
irrigation that often needs upwards of 40 psi 
to push water to the end of an irrigation line 
and maintain flow. In fact, one critical part 
that contractors must use when installing 
drip irrigation is a pressure regulator. This 
element lowers the pressure of water flow-
ing through the tubing so drip emitters aren't 
forced out and flow stays consistent to the 
end of the line. 

OuicTIP 
Drip irrigation can be a great approach to 
reducing water waste and keeping plants 
healthy - but it may not be ideal in all 
situations. "We don't like to use drip in 
situations where there will be a lot of 
turnover in planting material like annuals 
where the drip line can get cut or dam-
aged," says Bill Gallagher, owner, Summer 
Rain, Cos Cob, Conn. "It can be repaired, 
but the homeowner gets very upset and 
it's a nuisance to go out and have to 
repair the system when they generally 
need little maintenance whatsoever." 
- Lauren Spiers 

LAWN & LANDSCAPE 

Another vital element that all drip irriga-
tion systems require is filtration. "It's im-
perative that contractors filter the water be-
cause the orifice sizes are much smaller," 
Rivers says. "Rotor nozzles have openings 
of about VA inch, whereas the drip hole is the 
size of a pinhead, so the smallest grain of 

sand can mess things up. To make things 
easier, there are kits available with every-
thing you would need - including pressure 
regulators and filters - or you can buy indi-
vidual components and build your own sys-
tem specific to your application." 

(continued on page 88) 

Install Confidence: Install Rain Bird 
Easy Fit Fittings and Adapters. 

Performance Advantages 
• Save time and effort-50% less force is required 

to connect tubing and fittings. 
• Reduce inventory-Easy Fit Compression Fittings 

are compatible with any manufacturers outside 
diameter tubing size from .630" to .710" (16mm 
to 18mm). 

• Increase flexibility-just a few fittings and adapters 
are needed to make over 160 connections, which 
accommodate countless installation situations. 

See your authorized Rain Bird* distributor today 
or visit www.rainbird.com for complete details. 

Rain^BIRD 
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Prices for drip irrigation parts and pieces 
can vary across manufacturers but, gener-
ally, these elements are less expensive than 
traditional irrigation materials. Filters range 
from $10 to $20 and pressure regulators are 
about half that cost at $5 to $10. For emitters, 
contractors can choose inline emitter tubing 
or "drip line" in which emitters ranging 
from 0.2 to 1 gallon per hour (gph) are 
preinstalled at 12-, 18- or 24-inch spacings 
into V4- to V -̂inch tubing. Otherwise, contrac-
tors may opt to purchase individual emitters 
that can be installed as necessary in blank 
tubing. Drip line pricing can range from 10 
to 35 cents per foot and is usually sold in 100-
foot rolls. Individual emitters are often less 
than $1 each and assorted tees and other 
fittings cost only a few pennies each. 

W hen irrigation clients ask for "one 
good reason" to use drip irrigation, in-the-
know contractors can give them seven. Drip 
irrigation produces significantly less waste 
water than sprays or rotors, can be operated at 
any time of the day without interfering with 
goings on in the area and won't cause liability 
problems in terms of slippery sidewalks. Addi-
tionally, Mike Stoll, market segment leader, 
Netafim USA landscape and turf division, 
Fresno, Calif., offered the following list of areas 
where drip irrigation can be considered prefer-
able to traditional irrigation methods. 

/ Areas where water waste is publicly 
regulated 

/ Areas where spray heads or rotors wet 
surrounding hardscapes 

/ Areas where slipping or tripping is an 
issue 

/ Areas where "watering windows" exist 

/ Areas where wet turf or foliage is a 
problem 

/ Areas like sports fields where softening 
hard soil is important before play to 
reduce impact injuries 

/ Areas where the availability, pressure or 
volume of water are low or regulated. 
- Lauren Spiers 

Gimme One Good Reason 

To choose the right materials for the job, 
contractors need to make the same kinds of 
considerations that they would for spray 
heads or rotors. "The designer or installer 
simply needs to answer three questions: 
'What am I irrigating - garden or turf?' 
'What type of soil do I have?' and 'How 
many square feet of area am I irrigating?'" 
says Mike Stoll, market segment leader, 
Netafim USA landscape and turf division, 
Fresno, Calif. "From there, we use three 
simple charts to identify the proper dripper 
flow rate and spacing, how far a lateral of 
tubing can go and how many gallons per 
minute every 100 feet uses." 

Stoll explains that calculating the neces-
sary amount of drip line for an application is 
derived by multiplying the area to be irri-
gated by 12 and then dividing by the 
manufacturer's recommended row spacing 
- usually between 12 and 24 inches. From 
there, many manufacturers will provide 
contractors with charts that outline the nec-
essary pressure and gallonage of the pro-
posed system, converting low-volume gal-
lons-per-hour measurements into gallons 
per minute to make scheduling system run 
times easier. With these steps taken care of, 
setup is easy. 

A LITTLE DRIP'LL DO. "When they're 
installing drip irrigation, contractors are still 
counting the demand of all the emitters and 
making the pipe size fit the demand for the 
zone," Rivers says. "In that aspect, there's 
no difference between underground sys-
tems and drip. It's just that a contractor 
who's used to trenching a ditch, burying 
pipe and having sprinklers run off of it, 
thinks drip the pieces look like Tinkertoys 
when he first looks at them." 

Once contractors get used to handling 
smaller pieces, Stoll says it only takes a couple 
of installations to get the hang of drip sys-
tems and that maintenance is minimal with 
proper installation. "We've always recom-
mended having some kind of flushing mecha-
nism on the pipe at the point farthest away 
from the source," he says. "That will come 
on every time the zone comes on and will 
purge about Vi gallon of water into a small 
gravel area. Other than that, as long as the 
filter is installed to keep dirt and debris out 
of the line, the ongoing maintenance is much 
less than a system with sprays or rotors." 

For installation, manufacturers explain that 
the system's filter is attached to the valve, 
followed by the pressure regulator and drip 
line. While many applications allow drip 
tubing to remain on top of the soil and be 
covered with mulch, such as in many land-
scape beds, applications like large turf areas, 
require the use of tools or heavier equip-
ment. "Any dripperline product can be laid 
out on the surface and either left exposed or 
covered with mulch," Stoll says. "But depend-
ing on the type being used and the applica-
tion the dripperline may be able to be buried 
in the ground. Normally the depth ranges 
from just below the surface to about 6 inches." 

To bury the tubing, Stoll notes that con-
tractors can use a narrow-bladed trencher, a 
vibratory plow, a shanking tool or hand-
digging techniques. In smaller applications, 

(continued on page 90) 

" W H E N Y O U HAVE DRIP , THAT'S THE MOST 

E F F I C I E N T S Y S T E M IF T H E R E ARE A N Y 

REGULATORY ISSUESTO DEAL W I T H . D R I P W I L L 

P R O B A B L Y BE T H E LAST S Y S T E M A N Y 

MUNICIPALITY W O U L D TELL Y O U TO SHUT 

D O W N D U R I N G WATER R E S T R I C T I O N S . " 

- Walter Mugavin 
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Instead of letting water leak out of one hole, 
many drip emitters can water 360 degrees. 
Photo: Orbit Irrigation 
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i ^ ^ r i p may be landscape irrigation's most efficient watering solution, but uninformed 

homeowners may be skeptical. 

"Sometimes clients can be unsure about how effective the drip tubing is when there 

are such small amounts of water coming out and they can't see it working like with a 

regular sprinkler," says Walter Mugavin, owner, Aqua Mist Irrigation, South Hackensack, 

N.J. Manufacturers have solved that problem with modified drippers that contractors can 

include on the irrigation line. 

"We've modified a dripper and put it on a regular spray stake and there's a piece of 

plastic that stands upright when the line is on," says Mike Stoll, market segment leader, 

Netafim USA landscape and turf division, Fresno, Calif. "We tell contractors to put that on 

the end of the zone and if a homeowner has a question you can have him or her check to 

see if the little orange flag is standing up and avoid wasting time with a service call." 

"As opposed to telling someone, 'You'll know it's not working when you're shrubs are 

dead,' we tell our customers to first check the flag if they have a question about whether 

their system is operating," Mugavin says. "They can also just check the controller to see 

if it's functioning properly or they can go out to the shrub bed and feel the mulch and soil 

for dampness, which lets them know that there's water coming out." - Lauren Spiers 

Capture The Flag 

Drip Irrigation 
(continued from page 88) 

such as in and around planting beds or 
hedgerows, the drip line can run on either 
side of the plants' root balls or may be laid 
down in a grid pattern throughout the area. 
In larger areas, certain products are best 
used with a PVC or polyethylene mainline 
of off which several lines of drip tubing will 
run perpendicularly. 

Some contractors like to use other tech-
niques as well. "For bigger materials like 
new pines on the perimeter of a property, 
instead of going one row of drip line in front 
and one row behind, we actually loop the 
material in a spiral fashion so there are sev-
eral emitters in one area," explains Bill 
Gallagher, owner, Summer Rain, Cos Cob, 
Conn. "For example, if we have nine 1-gal-
lon-per-hour emitters around one root ball, 
we're getting 9 gallons per hour right where 
we need it." 

So why not use spray heads for such a 
comparatively large amount of water? 
Though 9 gph may seem high in a "low 
volume" application, it is still only 0.1 gal-
lons per minute and Gallagher explains that 
this setup is preferable in certain situations. 
"If we're talking about pine trees and you 
put sprayheads outside the pines, the den-
sity of the pines will sometimes interfere 
with the root ball getting wet," he says. "But 
there's no waste with drip - it goes right to 
the root ball and you don't lose anything to 
the atmosphere or wind." 

Reilly agrees that contractors should take 
advantage of drip irrigation's uniqueness 
and the range of products available. "With 
landscape drip, a lot of people think of just 
one product," she says. "They may think of 

" W E STRESS THE IMPORTANCE OF THE SYSTEM'S 

EFFICIENCY IN TERMS OF GETTING EQUAL PARTS 

OF WATER TO EVERY PLANT A N D NOT HAVING TO 

CHANGE IT BECAUSE OF PLANT G R O W T H A N D 

T H I N G S OF THAT NATURE. W E PUSH THE IDEA 

T H A T T H E Y ' R E ACTUALLY G O I N G TO SAVE M O N E Y 

O N WATER BECAUSE THEY'RE NOT G O I N G TO 

WASTE ANY W A T E R . " - BLLL GMIAGHER 

9 0 MAY 2004 

one emitter or inline emitter tubing, but 
there are several different products and 
choosing the right product and flow for the 
plant you have is one of the most important 
things that sometimes gets overlooked." 

For instance, Reilly recommends using 
products known as "mircrosprays" - pop-
up spray heads with very low flow nozzles 
- to irrigate around annuals and perennials 
in a flower bed. "In that way, you're meeting 
the low requirements of the flower bed and 
a lot of annuals like getting water from the 
top," she says. Likewise, many of these types 
of emitters move out of the way easily so 
seasonal color can be rotated without much 
hassle. With such a flexible irrigation option 
- both literally and figuratively - contrac-
tors find that they rarely have to push very 
hard to sell the service. 

SELLING SAVINGS. Because both resi-
dential and commercial areas are impacted 
by water restrictions and the need to reduce 
runoff, contractors find that individuals on 
both sides of the industry are potential drip 
irrigation clients. 

"Over the past few years we've been 
getting more calls for drip irrigation and 

wvfw.lawnandlandscape.com 

"Tees" like this one allow contractors to 
extend a drip line into out-of-the-way areas 
off of the main line. Photo: Orbit Irrigation 

I've been adding that in on some design/ 
build projects myself," Mugavin says. Most 
of his drip irrigation clients - 90 percent - are 
on the commercial side. "For these clients -
especially in areas with a lot of parking lots 
or around big warehouses or corporate head-
quarters, it's becoming economical as op-
posed to using regular sprinklers," he says. 

(continued on page 152) 
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by Lauren Spiers 

If "weekend warrior" homeowners defined proper tree 

and shrub pruning, indiscriminate shearing and haphaz-

ard removal of low-slung tree limbs would be the industry 

norms - as would disease and insect infestations, dead 

plants and uncontrollable regrowth. 

Indeed, if homeowners had their ways, many pruning 
subjects would end up worse off than when they started. 
For this reason, trained arborists and tree care workers 
must step in with appropriate tools and techniques for tree 
and shrub pruning. For a refresher course on proper prun-
ing, several tree care professionals offer their knowledge 
and information on pruning practices that work. 

KNOW THE GOAL. "I've always told everyone that 
anytime you make a pruning cut you need to consider it a 
wound and you want to try and minimize the amount of 
wounding that you're doing when you're pruning a tree," 
notes Keith Francies, southeast operations manager, The 
Davey Tree Expert Co., Greensboro, N.C., adding that tree 
care workers should have a reason for every pruning cut 
they make and should always keep in mind the goal of a 
particular pruning session. 

According to Francies, most pruning goals will fall into 
a few main categories: structural character, safety, aes-
thetic enhancement and weight reduction. Likewise, Laura 
Jull, professor of horticulture, University of Wisconsin, 

Lopping off an offending tree branch may 

be tempting, but be sure to follow correct 

pruning practices before you act 

Contractors must ensure they have the right equipment available when handling 
pruning jobs. Pole pruners like the one in use above may not always be necessary 
but could be handy on some jobs. Photo: The Davey Tree Expert Co. 

Madison, Wis., adds that corrective pruning, such as elimi-
nating crossing branches, double leaders or damaged, 
diseased, dead and dying limbs also are main motivations 
for pruning. 

Each of these categories requires different approaches 
and pruning cuts, but whatever the reason for pruning, tree 
care workers must remember one overarching goal - struc-
ture. "Anywhere you want to have a strong tree, you need 
to create a strong structure," comments Jeff Oxley, director 
of operations, Swingle Tree & Lawn Care, Denver, Colo. 
"Our job is to create a structure that will be healthy for the 
tree and to maintain that structure over time. It's like 

(continued on page 94) 
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(continued from page 92) 

having the oil in your car changed to keep 
the vehicle running smoothly. With trees 
and shrubs, we need to go in on a regular 
basis to get the deadwood out and reduce the 
long ends to keep the plant from being ex-
posed to insects, disease and damage." 

In order to create that sound structure, 
tree care workers need to be familiar with a 
few common pruning approaches. 

Thinning. "Thinning is the most common 
and best way to renew a shrub," Jull says. "It 
preserves the overall plant shape and is par-
ticularly useful for shrubs that sucker from 
the base." Jull explains that proper thinning 
means removing one-third of a shrub's inte-
rior branches at their points of origin. "This 
can be done on a yearly basis depending on 
the species," she says. "This type of pruning 
- also known as renewal pruning - can lead 
to increased flower production on old, over-
grown shrubs, such as lilacs. Some shrubs 
that commonly require thinning are forsythia, 
hybrid lilacs, redtwig dogwood and some 
viburnums." 

Heading Back. Similar to thinning, head-
ing back or "tipping back" is an approach to 
thinning trees and shrubs by removing a 
terminal branch back to a larger lateral branch 
or bud. This can effectively reduce the height 
of a plant when done correctly. "We have a 
term called 'prune overall,' where we go in 
and reduce the interior of a tree by one-
third," Oxley says. "We're basically heading 
back the tree for a couple of reasons. In our 
region, we have trees that grow really fast, 
but the wood isn't strong enough so you 
have to tip back or reduce the long ends. That 
way, when we have a heavy snow, there's no 
breakage. It becomes a safety matter at that 
point. Not all trees will have that kind of 
structure on their own." 

Jull adds that heading back can cause 
several lateral buds to break, so cutting back 
to an outside-facing bud is best because its 
growth will be directed away from the plant 
rather than toward the center. However, 
"heading back does not mean cutting all the 
branches back to the same height," she notes. 
"This will lead to massive regrowth all at one 
point, which is prone to breakage from snow 
or ice." 

Deadwooding. Another technique to re-
duce the bulk of branches in a tree or shrub 
is called deadwooding. "With this technique 

(continued on page 96) 
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(continued from page 94) 

you're usually going to define a size of branch 
that will remain within the canopy of the 
tree/' Francies says. "You may go down to as 
fine as V -̂inch diameter dead wood, or a more 
standard size might be 1 to 2 inches. In other 
words, if you're doing 1-inch deadwooding, 
any branches larger than 1 inch in diameter 
would be removed from the tree and any-
thing smaller would stay in." 

Francies says that the motivation for 
deadwooding is really an assessment of haz-
ards. "If you have a tree growing over a deck, 
you might want to keep branches larger than 
Vi inch out of the tree at all times because a Vi-
inch-diameter limb falling onto the deck or a 
tabletop could be dangerous," he explains. 
"If the same tree is in the middle of a back-
yard where kids or pets are playing, there's 
still a risk, but you may be safe with branches 
up to 1 inch in diameter." 

Shearing. Jull notes that shearing, which 
allows technicians to maintain the geomet-

(continued on page 98) 

Resist the urge to give trees flattops if their 
height becomes a problem. Not only is 

topping aesthetically unpleasing, but this practice 
of cutting off all tree or shrub branches at a specified 
height can cause more problems than it solves. 

"Topping cuts are not proper pruning cuts and 
these trees are more likely to fail structurally," explains Laura Jull, professor of horticulture, 
University of Wisconsin, Madison, Wis. "There are undesirable results like witches 
brooming of new foliage (see photo above). New sprouts that result from these cuts also 
are very weakly attached to the trees and are more prone to breakage." 

Instead of topping trees that may be contending with power lines or other height 
restrictions, tree care professionals recommend a technique called "drop crotch pruning," 
which reduces plant height by removing limbs at their points of attachment. This is a 
technique that takes a lot of skill to be done properly, and maintenance workers who are 
unfamiliar with it should partner with a dedicated tree care company whose workers are 
trained in this technique and can provide the best results. - Lauren Spiers 
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(continued from page 96) 

ric form of a hedge or shrub, should be 
reserved for formal hedges only. "Shearing 
produces dense growth and loss of the natu-
ral form of the shrub," she notes. "If done 
improperly, the top of the shrub will shade 
out the bottom," she notes. "Hence, the bot-
tom of a sheared hedge should be wider 
than the top." 

Specifically, Jull recommends leaving at 
least 1 inch of the previous season's growth 
to allow the plant to regrow and hide cuts 
more quickly. Cutting back to the original 

point of the previous year's cut can cause 
unsightly witches brooming where bunches 
of small twigs begin to grow from a single 
point (see Stop Topping on page 96). Shrubs 
that are sheared most successfully are yews, 
boxwood, arborvitae and barberry. How-
ever, most flowering shrubs should not be 
pruned with hedge shears as this will ruin 
the plant's form and cut off flower buds. 

Rejuvenation Pruning. A drastic prun-
ing technique, rejuvenation pruning is ef-

(continued on page 100) 

Sawing off a tree branch seems simple enough. Grasp the branch firmly and use a sharp 
saw to eliminate the offending limb from the tree, right? Not exactly. 

"You always want to try and minimize the amount of wounding that you're doing when 
you're pruning a tree," explains Keith Francies, southeast operations manager, The Davey 
Tree Expert Co., Greensboro, N.C. "This means you need a reason for every pruning cut 

you're going to make. We use the three-step pruning process 
when we're pruning trees, and each cut is made for a 
specific reason." 

To begin the proper three-step pruning method, 
make an undercut first (A). "On large limbs, the first cut 

should be 12 to 18 inches from the limb's point of attach-
ment," says Laura Jull, professor of horticulture, University of 

Wisconsin, Madison, Wis. "The pruning cut should be an undercut 
made halfway through the branch." 

"What the undercut does is keep the weight of the limb from ripping 
the bark," Francies explains. "If you didn't make an undercut and just 
started cutting the branch from the top down, a heavy limb will start 
dropping before it breaks off and will tear a piece of bark along with it." In 

some cases, the branch can rip the bark all the way down the tree, leaving a massive wound 
that is susceptible to disease and insect attacks. 

But by making a proper undercut, tree care technicians can move onto step two (B), 
which actually removes the limb from the tree. "The second pruning cut should be made 
outside of the first cut, i.e., farther from the trunk," Jull says. "Cut all the way through the 
limb from the top down, thus removing the weight of the branch." 

Step three (C) removes the stub left from the first two cuts. Not removing this stub can 
cause the tree to heal improperly, Francies says. "You always want to make cuts at points 
of attachment," he notes. "If you leave the stub sticking out past the branch collar, the collar 
has to grow out and over that stub in order to close up the wound, which is when you get 
protruding limb scars that make good homes for squirrels. At the other extreme are flush cuts 
made directly into the collar, which will make a larger wound and cut more deeply into the 
wood of the tree, inhibiting the healing process." - Lauren Spiers 
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(continued from page 98) 

Keith Francies, southeast operations manager, The Davey Tree Expert Co., Greens-

boro, N.C., notes that, aside from the tools being used, tree pruning and shrub 

pruning are quite similar. "The basic idea when you're making any kind of thinning cut on 

a tree or shrub is that you want to take the limb back to a point of attachment, whether 

it's a lateral, a main limb or the trunk" says Francies, "With a shrub, you just happen to be 

using a pair of hand snips instead of a chainsaw." 

Because of these similarities, Francies often uses easy-to-access shrubs to educate 

clients about the techniques he'll be using in their 50-foot-tall trees. "Sometimes I'D use 

a shrub beside me to explain to a homeowner the principle of what we're doing in the 

canopy of the tree," he says. "It seems to make more sense to people when they can 

visualize the cuts on a shrub while I'm explaining it. It's nice when they can see what 

they're getting, and then their expectations are in line with the work that's being done." 

- Lauren Spiers 

Ground-Level Education 
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fective on shrubs like pussy willow, po-
tentilla, Japanese spirea, butterfly bush 
and hydrangea. During dormancy (late 
winter to early spring), shrubs like these, 
which are fast-growing and have mul-
tiple growing points, can be completely 
cut back to a height of 4 to 6 inches from 
the ground. New shoots will begin to grow 
and up to 34 of this growth can be thinned 
to prevent crowding. Rejuvenation prun-
ing is not necessary every year. 

TIMING YOUR TRIMMING. Simply 
knowing the right pruning methods to use 
in certain situations or on certain plants is 
not enough to do the job right. Just as 
there is a proper time of year to plant trees 
or fertilize a lawn, there are correct and 
incorrect times to prune trees and shrubs 

To keep trees 
safe for 
passersby, 
tree care 
workers 
should 
remove 
deadwood on 
a regular 
basis. Photo: 
The Davey 
Tree Expert 
Co. 

www.lawnandlandscape.com 

- especially those with flowers or fruit. 
"In general, pruning prior to budbreak 

will stimulate shoot growth, while pruning 
just after leaf expansion will retard shoot 
growth," Jull explains. "Also, it's best to 
prune only during dry weather to minimize 
disease transmission." 

In fact, not only is dry weather important 
for pruning, but pruning during dormancy -
usually late fall to very early spring - is 
considered the ideal time to prune plants, 
especially just prior to new growth, Jull says. 
"Dormant pruning is crucial for tree species, 
such as oaks and elms, to prevent the spread 
of oak wilt and Dutch elm diseases," she 
notes. "It is also a good time to prune shrubs 
that will produce flowers on the current sea-
sons growth, as long as you prune before the 
flower buds develop." 

In terms of timing pruning sessions on 
flowering trees and shrubs, Francies offered 
a good rule of thumb. "You can prune plants 
that bloom late in the season before bloom 
and you should prune those that bloom early 
in the season after bloom," he explains. "For 
instance, azaleas bloom early and will have 
buds present in the spring, so you need to let 
them bloom first and then prune. But crepe 
myrtles that will bloom from the late summer 
into fall will actually produce their flowers in 
the summer and will first put out new leaves 
with no flower buds. With those, you 
wouldn't want to prune in May or June and 
lose the flowers, so crepe myrtles are usually 

(continued on page 102) 
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Oregon® knows cutting. For 
more than 50 years, we've 
been proving it with our 
world-class saw chain. Now 
we're also setting perform-
ance standards for lawn-
mower blades. 
The Gator Mulcher™ blade 
is a prime example. 
Aerodynamic fins create the 
lift and turbulence necessary 
to keep clippings "in play" 
so that they are 

cut and cut and cut. Mulched 
and pulverized. With Oregon® 
Gator Mulcher™ blades, you 
can mulch at bagging pace. 
Or choose to bag, and cover 
more ground without dump-
ing. Plus, the Oregon® Gator 
Mulcher™ blade creates the 
correct under-deck pressure 
to pull up the grass for an 
even, professional cut. Fast 
work, great finish...and 
more. 

All Oregon® lawnmower 
blades are Austempered for 
long life and robotically-
straightened to fit your 
machine just right. If quality, 
professional work is impor-
tant to you, you owe it to 
yourself to use genuine 
Oregon® lawnmower blades. 

www.oregonchain.com 
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(continued from page 100) 

pruned in late winter to early spring before 
new growth." 

In addition to properly timing pruning 
sessions, revisiting trees and shrubs on a 
regular basis will allow tree care workers to 
maintain the strong structure they're help-
ing the tree develop over time. At Swingle, 
Oxley explains that the tree care division has 
two departments - one for pruning ever-

greens and trees that are less than 30 feet tall, 
and a second department for shade trees that 
are more than 30 feet tall. These different types 
and sizes of plants are maintained on different 
schedules by separate crews. 

"For anything more than 30 feet, we try 
to approach our customers on a three-year 
basis," Oxley says, explaining that pruning 
every three to five years should work well 

for large trees. "Smaller, developing trees 
need to be pruned every two to three years 
for structure because you want to train that 
main leader to stay strong and make sure 
there's shape and balance to the tree early on. 
You have to use some young tree standards 
to develop that tree from the bottom up." 

Jull agrees, but reminds that pruning at 
the time of planting is counterproductive. 

As with any other maintenance service, pricing commercial 
or residential pruning jobs means accounting for time, labor, 

equipment and the types of trees and shrubs being maintained. Lawn 
& Landscape asked tree care contractors in different areas of the 
country to take a look at a specified set of criteria (right) and share 
their theories behind pricing this type of pruning job. Here's what 
they had to say: 

"For this job, I came up with a price range of $1,000 to $4,000 and 
I made several assumptions as to what could be estimated depending 
on the condition of the plant material and how much work needed to 
be done," says David Trantham, trim field supervisor, Swingle Tree 
& Lawn Care, Denver, Colo. "The main consideration I would have 
going into this job is what the health and condition of the plant 
material is and if it's been maintained in the past or neglected." For 
example, Trantham explained that labor to prune the locust tree in 
the front yard could range from $65 to $250, depending on the amount 
of work required. 

Keith Francies agrees. "The type of tree makes a lot of difference, 
as does how often it's been worked on in the past," says the southeast 
operations manager of The Davey Tree Expert Co., Greensboro, N.C. 
"Some trees, like willows, have a tendency to grow thick inside, but 
a thick canopy causes a lot of dieback on the interior. On a large tree 
that's never been touched, you can spend a tremendous amount of 
time cleaning it up, but if it's been cleaned up four or five times in the 
past, it may not take as long to maintain. 

"Likewise, Francies adds that the same tree in a different spot on the 
property or under a different set of circumstances can cause the amount 
of work on that tree to change drastically. "The same tree on two different 
properties could have a completely different prices because of higher 
general labor costs, higher average wages, higher workers' compensaion 
rates or higher taxes and licensing in that area," he says. "All of those 
factors go into the pricing process, so it could cost $200 to prune a tree 
in one spot or $600 in another spot." Additionally, properly staging the 
project and removing debris can affect the price of a job. "The location 
of the plant material, the amount of access our crews have and the type 
of terrain surrounding the property are other considerations," Trantham 
says. "Our crews would most likely start on the larger trees and begin in 
the rear yard. This prevents having to re-trim smaller plantings under-
neath, and doing the rear-yard clean up first is much more efficient." 

PROJECT SPECS: 
Basics: 

The property is a y2-acre residential lot. 
There are no power lines to contend with. 

Front yard: 
There is one 25-foot honey locust along the treelawn. The lowest 
branches are only 5 feet off of the ground and are problematic for the 
mowing crew. 
There is one 40- foot spruce improperly planted too close to the house. 
Some higher branches knock against the second-floor windows and 
get stuck in the rain gutter. 
There is one 30-foot maple tree in center of lawn. 
There are three 4-foot tall burning bushes. 
The property has 20 linear feet of 3-foot-tall evergreen hedges that 
must be well manicured. 

Back yard: 
There are two 50-foot oaks with several low branches - about 4 feet 
from the ground - that are problematic for the mowing crew and 
tempting for neighborhood children to climb and hang on. 
There are four 20-foot pines that provide a screen from the neighbors. 
This area includes 30 feet of 6-foot-tall boxwood hedges that separate 
the property from an adjoining lot. These hedges should be clean-
looking, but a highly manicured look is not necessary. 
Four 3-foot azaleas are planted in front of the pine trees. 

In terms of clean-up, removing tree debris, running it through a 
chipper and hauling it away could take a little as two to two-and-a-half 
hours in some cases, Francies explains. But if a crew is one hour away from 
the nearest dumping site and still has a lot of work to do, travel time and 
recycling rates can add up quickly and must be factored into a bid price, 
he adds. 

Undoubtedly, tree care professionals have a number of important 
decisions to make when developing a pricing structure or even a single 
bid for a pruning job. "A job with as many different tasks involved as in 
this example will take a high level of job organization so that the proper 
crew size, equipment and personnel are present in order to be as efficient 
as possible," Francies says. "That is the challenges and art of a good 
sales arborist. He or she must look at the entire job and evaluate and 
coordinate each aspect for efficiency, safety and customer satisfac-
tion." - Lauren Spiers 
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Check our May Online Extras for 
S a list of pruning terms and definitions, 

as well as information on when and how 
to prune certain shrubs. 

"Pruning during planting is not recom-
mended and does not compensate for any 
root loss at the time of planting," she ex-
plains. "Carbohydrates are produced by the 
foliage and are then transported to the root 
system, which allows for more root produc-
tion and restores the ratio." 

Unlike large trees that only need to be 
pruned every few years, Oxley notes that 
evergreens can be pruned a couple of times 
per year, depending on the amount of avail-
able moisture. "We'll shear evergreens in 
late March and early April, but if we get a lot 
of moisture in July, we can trim them again 
then, and the same goes if we get a lot of 
moisture by September," he explains. "Wet-
ter seasons will have more growth for any 
tree or shrub." 

SHARPEN YOUR SHEARS. Though a 
tree care worker's pruning toolbox will con-
tain different equipment depending on their 
job or region of the country, Jull lists several 
must-haves, including: 

/ Pruners 
/ Loppers 
/ Pruning saw 
/ Chainsaw 
/ Electric hedge shears for formal hedges 
/ Disinfectant 

Tree care workers should sharpen their 
cutting tools regularly so as not to leave 
jagged edges, torn, bruised or otherwise 
damaged tissue. Also, Jull notes that using 
bypass-style pruners where the blades move 
past one another is preferable to anvil-style 
pruners where the blades clamp down onto 
each other and can damage the remaining 
wood. 

For technicians whose jobs require climb-
ing, Francies adds that an arsenal of safety 
gear, including a saddle, rope, buckstrap 
and hardhat are necessary, as well as eye 
and ear protection for any technicians using 
saws or power tools. Oxley notes also that 
ladders in several heights, as well as bucket 
trucks for certain jobs, may be necessary for 
companies with full-fledged arbor care di-
visions. 

Having the wrong equipment or using 
equipment improperly are mistakes profes-
sionals see contractors make most often. 
Sterilizing equipment is one that Jull sees in 
particular. "I always put disinfectant on my 
tool list - whether it's bleach, alcohol or 
even Lysol spray," she says. "If you're prun-
ing anything that's diseased or if you ques-
tion that it's diseased, you must sterilize 
your equipment or you're going to transfer 
that pathogen to the next plants you prune." 

Not sterilizing equipment can cause se-
rious damage to trees, as can the wrong 

climbing gear, Francies says. "One of the 
biggest mistakes we see is climbing with 
spikes, where you have climbing spurs on 
your boots and climb the tree like a telephone 
pole," he notes. "It may be an easy way to get 
up and around in the tree, but you're making 
hundreds of wounds that are susceptible to 
insect and disease damage." Francies adds 
that wearing spikes is fine if the job is remov-
ing the tree, but that spikes should not be 
used as a way to get jobs done faster or 
cheaper. Instead, use proper climbing tech-
niques with a rope and saddle. 

With the right equipment to use on the 
ground or safely move up in a tree, tree care 
workers simply need to use correct pruning 
techniques to do their jobs right. Though Jull 
comments that most maintenance contractors 
can learn basic tree pruning quite easily 
through local universities or extension agen-
cies, Oxley notes that contractors need to 
dedicate themselves to this type of mainte-
nance to ensure quality control. 

"A lot of maintenance companies have 
dedicated arbor care divisions, but if a com-
pany isn't in a position to develop that, they 
need to partner with a tree care company that 
is insured, has the right setup and can do the 
jobs more efficiently," Oxley says. "The ulti-
mate goal is taking care of the tree, so you 
have to have the right people and techniques 
in place to do that." OB 

The author is associate editor of Lawn & Land-
scape magazine and can be reached at 
lspiers@laumandlandscape.com. 
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From S t a r t 
by Kit Vernon 

A Touch of Class Landscapes 
installs a segmented retain-
ing wall to boost soil stabili-
zation, improve drainage and 
support an in-ground pool on 
one client's property. 

One sunny day in February 2003, Vickie 
Hayter of Northumberland, Pa., told her 
husband Joe she'd like an in-ground pool 
in their yard similar to the one they had in 
their previous home landscape. Joe agreed 
- a decision he later came to regret. 

When the pool was installed, unforeseen 
issues arose. A steep 8-foot by 10-foot slope 
in their back yard and problems with 
stormwater run-off from a street and vacant 
property above hadn't been adequately 
planned for by the pool installer. The pool 
was supposed to be in-ground with a gener-
ous apron and patio. Instead, the Hayters 
found much of the pool would be 3 feet 
above grade, without support for the patio, 
making the Hayters wonder if the whole 
thing was a safety hazard and would just 
collapse one day. 

Then, a couple of months later, A Touch 
of Class Landscapes, Northumberland, Pa., 
began building a retaining wall across the 
street from the Hayters. Joe Hayter walked 
over and invited A Touch of Class President 
Jim Kadryna to look at their landscape prob-
lem. A Touch of Class had worked on a 
similar project and offered the Hayters a 
contract to fix the problem. 

A few days later, Vickie and Joe ap-
proved what Kadryna promised as "a plan 
that would work," which included grading 
and terracing, tied into a series of segmental 

retaining walls (SRWs), with "details down 
to indicated plantings." According to 
Kadryna, the Hayters' goal was simple: To 
obtain more usable yard space. 

Kadryna presented the Hayters with dif-
ferent choices of SRW systems that could do 
the job. Despite limited previous experience 
with the product, he chose the StoneWall® 
SELECT® retaining wall system, from ICD 
Corp., Milwaukee, Wis. 

By mid-June, the project began. 
While the Hayters' untrained eyes were 

on the surface, Kadryna was concerned with 
underlying issues of soil stabilization and 
soil mechanics. The job wasn't quite as simple 
as it looked. Clay-based soils around the 
pool site were weak and raised questions 
about the stability of wet, saturated soils 
and the possible future effects of lateral 
water pressure on the pool's structure. 

Another issue was a 6-foot elevation drop 
from the pool grade to the house. Kadryna 
knew the job could be handled mechanically 
with a single wall, but knew a more gradual 
series of terraces, steps and walls would be 
"a lot less hefty-looking and a lot more 
gracious-looking." 

Kadryna's plan called for terracing the 
large patio area around the pool and using 
three different strata of retaining walls con-
nected with walkways and steps. Walls were 
from 24 inches to 48 inches high, depending 

upon where they were located on the slope. 
Steps were integral to the structure of the 
walls, using wall blocks for risers and wall 
caps for treads. 

Where run-off threatened the pool's sta-
bility and the water's cleanliness, Kadryna 
designed a swale and a 24-inch wall. The 
wall and associated grading were highly 
functional, directing run-off away from the 
pool. At the same time, the wall provided 
attractive poolside seating. 

The most challenging issue was creat-
ing strong support for the pool's apron 
and the paver-lined patio without com-
pacting weak clay soils close to the pool. 
Compaction had to be avoided for fear of 
damage to the pool's liner. But Kadryna 
knew that the uncompacted soils would 
settle over time and would almost cer-
tainly damage the apron and patio and 
also create lateral pressure on both the 
pool liner and the retaining wall. 

Kadryna's plan called for removing poor 
quality soils and backfilling and compact-
ing areas near the pool with selected soil 
materials, including crushed stone. 

In areas nearest the pool, where water 
pressure and compaction issues were of 
most concern, Kadryna created innova-
tive ways to ensure stability by tying a 
layer of geogrid into the retaining wall 

(continued on page 106) 
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RANDOM FACE PATTERNS 
T H E R E ' S M O R E T O T H I S R E T A I N I N G W A L L T H A N M E E T S T H E E Y E . 

GOOD LOOKS ARE ONLY PART OF VERSA-LOK 

MOSAIC'S STRENGTH. Behind the handsome face 

of Mosaic" retaining walls lies another secret 

to VERSA-LOK's success: i t s the only solid, 

top-pinning system 

in the industry. W i t h 

Mosaic, you not 

only get stunning 

random-pattern 

walls with an 

artistic flair, b u t ^ ^ 

structural integrity 

and easy installation as well. 

- ¿M, 

W h e n you want 

that distinctive, historic texture 
Mosaic's random pattern 

creates visual appeal. without waiting 3 0 0 years, 

specify Mosaics Weathered" option. Weathered 

Mosaic displays a natural, vintage appearance 

without compromising strength. VERSA-LOK 

Weathered walls not only look as if they've stood 

the tests of time, they will! 

TWO PRODUCTS, ENDLESS POSSIBILITIES. 

In addition to the hard-working random-pattern 

Mosaic product, VERSA-LOK Standard remains the 

most versatile retaining wall unit on earth. 

Marvelous curves, 

corners, stairs, 

freestanding walls, 

and columns are 

all easily con-

structed using 

VERSA-LOK 

Standard — 

without any 

specialty pieces to worry about. 

It all boils down to this: You can do more, 

and do it easily — with VERSA-LOK. 

WITH VERSA-LOK, IT DOESN'T TAKE 

A MIRACLE TO CREATE A MARVEL. 

For more information and every-

,»me* a • ^ • -, * , thing you need to start creating 
VERSA-LOK is the industry's 6 7 6 

only solid, top-pinning system, modern landscaping marvels, 

call 8 0 0 - 7 7 0 - 4 5 2 5 or visit www.versa-lok.com. 

Private Residence, 
Scandia, Minnesota, 
in VERSA-LOK 
Weathered Mosaic 
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Retaining Wall Sys tems 

Solid Solutions: 

Oakdale, Minnesota 
800-770-4525 • www.versa-lok.com 
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CASE STUDY: 
(continued from page 104) 

Walls 

and also into pool deck supports. Fifteen 
4-inch concrete pipes were sunk 5 feet into 
the ground through the geogrid at 4-foot 
intervals and filled with concrete to pro-
vide rigidity and stability. "That wall 
wasn't going anywhere," says Kadryna. 

Kadryna says function always comes 
before aesthetics with retaining walls: a 
weak wall is never an option. But he adds, 
"A wall that doesn't combine functional-
ity and good looks serves neither the land-
scaper nor the homeowner. This wall had 
a nice, clean appearance and was low main-
tenance. We used warm brown blocks be-
cause they looked natural and blended 
with the mature trees nearby." 

A Touch of Class's Kadryna also liked 
the strength and flexibility the stackable 
mortarless retaining wall construction pro-
vided in the face of frost-heaving in cold 
Pennsylvania winters. 

The project, which was started in mid-

June, was finished by early Au-
gust 2003. It involved installation 
of almost five pallets of StoneWall 
SELECT blocks, providing 550 
square feet of wall surface sup-
plied by Central Builders Supply 
Co., Sunbury, Pa. 

Shortly after the initial project was com-
pleted, A Touch of Class was called back 
to the Hayters' yard. It wasn't because 
they had a problem; it was an opportunity 
to solve a previously unresolved issue. 
The Hayters had been able to acquire a 
parcel of land just above their property, 
allowing A Touch of Class to re-grade the 
area above the pool, directing groundwa-
ter runoff into a stormwater catch basin, 
further reducing saturated soils and wa-
ter pressure problems. Another week on 
the job "allowed us to cap off the project 
perfectly," Kadryna says. 

Did the project work for the Hayters? 

Vickie says: "Every day I feel as though I'm 
walking into Disney World." Joe, a self-pro-
claimed "fussy guy" describes it as "terrific" 
and "100 percent worth the effort." 

Since completion of the project, the at-
tractive natural look of the retaining walls 
and the groundwater drainage control and 
soil stabilization that were achieved have 
"sold" A Touch of Class Landscapes to neigh-
bors, leading to the design and construction 
of six to eight more retaining wall projects 
nearby. ID 

The author is president, Kit & Co. Intelligent 
Marketing, Milwaukee, Wis., and can be reached 
at 414/224-5387 or kitandco@ameritech.net. 
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) OU BLE TREE 
G O L F RESORT 

Knock Out Spider Mites 
and many other insect pests! 

You won't find a botanical insecticide that 
provides better control of mites, white flies, 

caterpillars and other soft-bodied insect pests! 

Joe Canedo, the Superintendent 
for the DoubleTree" Golf Resort, 
also has responsibility for the 
grounds of the DoubleTree Hotel. 
The hedge shown above, which 
extends for several blocks, along 

the h o t e l , go l f c o u r s e , c l u b h o u s e and 
parking areas, was severely 
infested with red spider 
mites last August. 

For a F R E E brochure 
and insect ID chart , 
call: 1 -800 -821 -7925 
or visit 
www.pbigordon.com 

Azatrol was applied to the entire hedge. Joe 
checked several times after the application and 
was pleased when he saw no signs of any 
insect activity. Joe was also pleased with 
Azatrol's low odor, positive environmental 
profile and low mammalian toxicity. 

Make Azatrol your product of choice for 
infestations of mites and other soft-bodied 
insect pests. 

ALWAYS READ AND 
FOLLOW LABEL DIRECTIONS 

p b i / G O R d o n 

c o R p o R a t i o n 
An Employee-Owned Company 

Azatrol' is a registered trademark of 
PB I/Gordon Corporation. 

© 2004. PBI/Gordon Corporation 
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by Nicole Wisniewski 

Pricing 
Wall Woik 

Pricing retaining wall jobs profitably is just 
as crucial to a landscape contractor's busi-
ness and reputation as is designing a sturdy 
and aesthetically pleasing structure. 

"Pricing jobs fairly yet profitably is essen-
tial to satisfying the customer and to staying 
in business/' points out Jim Kadryna, presi-
dent, A Touch of Class Landscapes, 
Northumberland, Pa. 

Kadryna should know. His business, A 
Touch of Class Landscapes, was founded 
in 1995, and the company completed 57 
landscape design/build projects in 2003, 
including 12 to 15 jobs that included retain-
ing walls. 

Though a designer's eye is crucial to a 
client-pleasing retaining wall, a 
businessman's mind is vital when it comes to 
estimating and pricing these jobs for profit. 
"A lot of landscapes are artists, but they 
don't always know their costs or how to 
accurately estimate the number of hours dif-
ferent activities take," Kadryna explains. 

The first rule of thumb in retaining wall 
job pricing is that a long, low wall is rela-
tively costly. "Getting in the first course of 
blocks is expensive," Kadryna says. 
"There's more excavation and leveling per 
foot in the base of a wall, and not much 
height to make up for it. However, nar-
rower, taller walls are usually less expen-
sive per square foot since there's less foun-
dation work involved and the higher 
courses go up faster. That works until you 

get to about 4 feet or higher - then geogrid 
comes into the picture, and that's always 
more expensive." 

Generally, Kadryna charges $15 per 
square foot for retaining walls, including 
materials and labor. That price equates to 
approximately 20 to 30 percent each for the 
blocks, labor, overhead/profit and other 
materials, such as crushed stone and drain 
tile. "Some work like building stairs is 
slower and involves additional cutting and 
fitting, taking about 40 percent more time, 
so I charge about $21 per square foot for 
stairs," Kadryna shares. 

Labor is the cost built into the per-
square-foot price that fluctuates the most, 
so knowing how many men it takes to 
complete a retaining wall job is essential. 
For Kadryna, "once excavation and com-
paction are completed, and the first 
course of blocks are in, an experienced, 
skilled, two-man crew can build about 
600 square feet of retaining wall in on 
day." 

Obviously, some costs, such as exca-
vation and soil replacement and compac-
tion, have to be separated from the direct 
cost of building the wall, Kadryna adds. 
"For instance, on Joe and Vickie Hayter's 
job (see From Start to Finish on page 104), 
we excavated an area about 10 feet wide 
by 80 feet long by 3 feet deep, and re-
placed clay soil with select soils. That's 
88 to 89 cubic yards at $15 per cubic yard 

A Touch of Class 
Landscapes' Jim 
Kadryna shares 
retaining wall 
pricing pointers. 

for excavation, cost of select soil, trucking, 
compaction, etc." 

Kadryna estimated the Hayter's total 
job hours at 270, including 100 hours for 
excavating, compaction and actual wall 
construction. "We came in at 101 hours on 
that part of the job," Kadryna says. "What 
were the other 170 hours for? Like most 
jobs, this job was about more than just 
retaining walls. We installed the patio, 
fences, lighting, paver walkways and 
plantings. And there are always things like 
final grading, turf and clean-up needed for 
every job." 

That's good news for Kadryna, who tries 
to ensure that every retaining wall job leads 
to additional services. As he explains: "If 
you're a full-service landscape contractor, 
the retaining wall may be the impetus to the 
homeowner, but there's usually much more 
to the job than just a wall." [fl 

The author is managing editor of Lawn & Land-
scape magazine and can be reached at 
nwisniezvski@lawnandlandscape.com. 
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THAT NEW CAR SMELL WILL BE SHORT-LIVED. 
DODGE RAM HEAVY DUTY. Hard work stinks. But a Dodge Ram Heavy Duty with 
a new Cummins® 600 Turbo Diesel gives you up to 16,400 lb of towing power. Plus, 
a class-dominating 600 Ib-ft of torque. Which is more than enough power to ensure 
that any job is no sweat. ON THE JOB incentives include a $300 cash allowance or 
various upfit packages. Pull up dodge.com or call 877-ONTHEJOB. 



SPECIAL FOCUS: UW'nV 

On job sites where large equipment is a 
liability, more landscape contractors 
are calling in the mighty minis. 

W h . , may seem like the perfect machine for a job can 
diminish in value the moment a contractor arrives on the 
property to find the work site inaccessible for a full-size 
skid-steer loader. Large equipment can throw it's weight 
around in wide open areas, but sometimes it takes a 
smaller machine to make it past the trees, fences or other 
unmovable objects that stand between a contractor and 
his work. 

Not only are mini skid-steer loaders and compact 
utility loaders performing many of the same tasks tack-
led by their full-size counterparts, but they are also 
keeping crew sizes down by replacing labor, saving time 
on jobs and getting in those hard-to-reach places. The 
growing market for compact utility loaders and mini 
skid-steer loaders reveals that compact equipment is 
becoming more appreciated and more depended upon 
every year. 

by Will Nepper 

W H Y GO COMPACT? "Bigger is better" may be true 
in many cases, but each individual landscaping job comes 
with it's own specific set of factors. Occasionally, a full-
size piece of equipment can't get between a tree and a 
house or through the gate of a privacy fence, meaning 
one of two things: Those jobs will have to be done by 
hand or fences, trees or other miscellaneous obstacles 
have to come down. This reveals the primary appeal of 
compact equipment. 

John Malinowski, vice president, Ramrod Equip-
ment, Yorkton, Saskatchewan, Canada, explains how 
size makes a difference. "Mini skid loaders are gener-
ally 42 to 48 inches in width and fit through a door-
way, around a fencepost or through an alley. A full-size 
skid steer can't do that," he says. "There's a continuing 
need for compact utility equipment that doesn't sacri-

fice any of the power that you'd find in a big skid." 
The smaller size of compact equipment can make its 

value evident in several ways. Brad Paine, associate 
marketing manager, Toro, Bloomington, Minn., recog-
nizes that forcing a full-size skid steer onto a property 
can be a liability. "For landscape contractors who work 
in confined areas, there are some major benefits of com-
pact equipment," he explains. "First of all, on established 
turf, you don't cause any of the collateral damage that 
you might cause with larger machines." 

Smaller equipment also is easier to transport, points 
out Brad Lemke, director of product development, ASV, 
Grand Rapids, Minn. "You can use small trucks or trail-
ers to tow them, and for people renting compact equip-
ment, that's a big benefit," he says. "Also, many new 

(continued on page 112) 

Compact utility 

loaders combine 

small stature 

with enough 

power for heavy-

duty auguring 

jobs. Photo: Toro 
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THERE'S NO STOPPING A SUPER B O O M M 

LS Series Super Boom' Skid Steers 

Switch attachments 
quickly with the 
Pick Up 'N Go " 
universal attachment 
system. 

You get a great view 
without rear frame 
towers in your way 

T a k e control of a n LS skid s teer f r o m N e w Hol land Construct ion 
a n d you' l l d i s c o v e r a n e w w a y t o w o r k : w i t h o u t limits. 
You'l l c o m p l e t e d o z e n s of j o b s — f r o m d igg ing a n d load ing 
t o g r a d i n g a n d soil p r e p a r a t i o n . A n d , t h a n k s t o t h e 
S u p e r Boom™ d e s i g n , you' l l c o m p l e t e t h e m m o r e effectively 
t h a n y o u could wi th o ther skid s teers . T h e p a t e n t e d vert ica l 
l inkage lifts t h e l o a d u p a n d a w a y , s o y o u c a n p l a c e l o a d s 
e x a c t l y w h e r e y o u w a n t t h e m . A n d , t h e longer w h e e l b a s e 
a n d l o w c e n t e r of gravi ty g i v e s S u p e r B o o m skid s t e e r s 
rock -so l id stability t h a t a l lows y o u t o 
lift h e a v i e r l o a d s a n d g o p l a c e s 
o t h e r skid s t e e r s c a n ' t . T h e r e ' s just 
n o s t o p p i n g a S u p e r Boom™! o 

l\EW HOLLAND 
CONSTRUCTION 

Get the Super Boom™ advantage. 
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SPECIAL FOCUS: Compact Equipment 
(continued from page 110) 

operators find the size of compact units far 
less intimidating than larger construction 
machines." 

LABOR SAVINGS. In addition to being 
able to squeeze into tighter spaces to take on 
construction-related landscape tasks, com-
pact utility loaders and mini skid-steer load-
ers have also been known to replace needed 
laborers on a job. 

"Compact utility loaders replace a ton of 
labor and they eliminate those situations 
where a traditional skid-steer loader is over-
kill and can damage a smaller property's 
terrain," says Roger Braswell, chief execu-
tive officer, Compact Power, Fort Mill, S.C. 
"In comparison to a hand tiller, these units 
have so much hydraulic power that they can 
out-till those machines by a margin of five to 
one, so you are really able to speed that 
tilling and prep process up. And if you can 
run a 36-inch auger with a machine that 
weighs under 200 pounds, why in the world 
would you want to bring a bigger machine 
to the job?" 

A properly equipped compact unit can 
eliminate having to hand-dig holes or manu-
ally remove or transplant trees and shrubs. In 

total, one of these machines can do the work of 
two or three people, Braswell explains. 

Paine agrees that tree transplanting is a 
perfect example of the type of job a mini 
skid-steer loader can conquer. "If you have 
to plant a tree, compact equipment is a no-
brainer," he says. "In that case, you could do 
the job five to seven times faster than you 
could by hand." 

"If you're going to move dirt with a com-
pact unit from point A to point B, which is 
100 yards away, you would probably move 
10 times faster with a mini skid-steer loader 
than you would with 20 guys," Lemke as-
serts, adding that this kind of efficiency can't 
be expected from every type of job. "But in 
general, I'd say that the machine would be 
three times faster than three or four guys 
working on a job." 

Paine says he's observed landscape con-
tractors using the equipment for everything 
from trenching and augering to tilling and soil 
cultivation. Lemke, meanwhile has observed 
compact machines being employed for ma-
terial hauling and other types of lifting. 

The capabilities of most compact equip-
ment are limited only by the number of 
attachments available. With new attachments 

hitting the market every year, many con-
tractors are discovering new ways to gain 
more value from mini skid-steers and util-
ity loaders. 

Malinowski explains that with the right 
trenching attachment a compact machine 
can become indispensable. Gerald Zastrow, 
mini loader product specialist, Bobcat, West 
Fargo, N.D. explains how: "There are vibra-
tory plows if you are doing underground 
irrigation," he explains. "There are soil con-
ditioners to pulverize and level out the soil 
prior to sodding. For winter, you can attach 
a utility blade that functions as a snow blade 
and you could use an angle-broom for clean-
ing dirt and debris off of the sidewalk." 

"The alternative is a dedicated machine 
for each task," Paine adds. "Those machines 
might just sit around wasting money when 
you're not doing that kind of job." 

FEATURED ATTRACTIONS. As mini skid-
steer loaders and compact utility loaders 
become more popular, new trends have be-
gun to surface in the marketplace that repre-
sent advances in the units' ergonomics, han-
dling and versatility. 

(continued on page 114) 

Despite their versatility, compact util-

ity loaders and mini skid-steer load-

ers cannot be employed for every job. Some 

tasks should still be left to bigger machines 

with more power and greater lift capacities. 

"For example, compact machines are not 

appropriate for large grading operations or 

for loading large dump trucks because they 

can't carry as much at one time as non-

compact equipment," explains Roger 

Braswell, chief executive officer, Compact 

Power, Fort Mill, S.C. 

"Also, it's really unproductive to move 

large quantities of soil of over 2,000 pounds 

with compact equipment - it would be a 

waste of time because you could be far more 

LIFT Off 

efficient with larger equipment," adds Brad 

Paine, associate marketing manager, Toro, 

Bloomington, Minn. "These types of ma-

chines are not designed for that." 

However, contractors who are blindsided 

by the price difference between a compact 

and a regular-sized unit often end up pur-

chasing the compact unit because it's less 

expensive and then over-tax it on a job that 

requires something bigger."People see that 

the rental rates are lower with compact 

equipment than a with a big skid steer, so 

people are buying them thinking they're 

going to save a dime," he explains. "Then 

they use the compact machine to move 

material that is too heavy or a rock that is too 

large. But there are limits to what these 

machines can do. By utilizing these ma-

chines for work they aren't intended to do, 

contractors can end up tipping the machine 

or damaging it in another way - so a 

compact's size is its biggest advantage and 

disadvantage." 

To avoid these problems fitting the ma-

chine to the right tasks, contractors should 

never view a compact utility loader as a 

traditional-sized skid-steer loader replace-

ment. Despite the fact that compact equip-

ment lift capacities have increased to as 

much as 700 pounds, Braswell reminds con-

tractors that this is not true of all models, 

which generally have lift capacities between 

200 and 500 pounds. He explains: "Noting a 

unit's lift and tip capacities and weighing 

that against the machine's intended appli-

cation is always important. " - Will Nepper 
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SPECIAL FOCUS: I M il 
(continued from page 112) 

Though rubber track systems for com-
pact units have only been on the market for 
the past four years, dedicated rubber track 
machines are just now beginning to take 
hold as a popular trend. 

Lemke says the advantage of rubber tracks 
is versatility in wet areas. "If it's been raining 
a lot, you can go across the lawn and you're 
not going to leave ruts or tear up the ground 
as much because of the floatation," he ex-
plains. "Plus, it increases your traction and 
stability because you're putting a larger per-
cent of the vehicle's weight close to the ground." 

Some rubber track systems offer variable 
track width as a feature, Braswell says. "By 
hitting a lever to a hydraulic valve, you can 
draw those tracks in so that the entire ma-
chine is less than 30-inches wide," he ex-
plains. "You're getting the best of both 
worlds - narrow for accessibility and wide 
for stability." 

Other new compact loader features 
have to do with operator controls, Paine 
says, adding that many of the new direc-
tional controls use hydrostatic pumps for 
variable speed and joystick controls for 
loader functions. 

Another operator-friendly feature is a 
design that gives the user the choice be-
tween riding in or standing on the machines, 
according to Zastrow. "If you don't want to 

ride on, you disengage two pins, pull the 
platform away and roll it off to the side," he 
explains. "Now it's a walk-behind." 

"Users are also getting better ergonom-
ics overall because more machines are com-
ing out with a nicer control layout and easy-
to-see board gauges," Lemke adds. "Also, 
more gallon-per-minute fuel flow, which 
means more attachment power, is another 
operator benefit that increases attachment 
possibilities." 

Along these same lines, a trend that re-
flects a desire for more efficiency is larger 
fuel tank and flow capacity, Malinowski 
says, adding that some fuel tanks on these 
machines can hold more than 10 gallons. 
"When contractors take their machines out 
for a full day on a job site, they want to have 
a full tank of gas so they don't have to run 
back to constantly refill," he adds. 

Additionally, manufacturers are boost-
ing compact machines to meet operators' 
continued demands, particularly in areas 
like lift capacity. Braswell reports that lift 
capacity on most machines ranges from 200 
to 750 pounds. He's careful to point out, 
however, that operating lift capacity is dif-
ferent than a vehicle's tip capacity (gener-
ally calculated as half of lift capacity) - the 
weight at which a vehicle's back wheels 
begin to come off the ground. 

PRICE CHECK. The cost of invest-
ing in compact equipment cannot 
be calculated without figuring in 
attachment costs, which can vary 
between manufacturers. A 
machine's total price generally boils 
down to a handful of factors, in-
cluding horsepower, hydraulic 
flow, lift capacity, wheels or rubber 
track features and attachment op-
tions, Malinowski says. 

Paine says that an average price 
for a compact package that includes 
three to five attachments is about 
$21,000. "The range then, is anywhere 
between $10,000 and $12,000 to as 
high as about $35,000," he explains. 

The primary appeal of compact equip-
ment is that it can reach jobs that 
larger machines can't, without col-
lateral damage to repair. Photo: Toro 

Manual labor used to be the only way to transplant 
a tree, but compact equipment can make the same jol 
less strenuous and more efficient. Photo: Toro 

Minus attachment prices, many factors 
influence product prices. Braswell cites 
horsepower as an indicator that could add a 
$1,000 jump in price when going from 20 to 
24 horsepower. "Also, increased hydraulic 
flow capacity can add to a machine's cost," 
he adds, explaining that the amount of 
fuel being pumped to the machine affects 
the power of the hydraulic parts, and the 
more gallons per minute (gpm) being 
pumped to the hydraulics, the higher the 
cost. A compact machine's average gpm is 
typically between 8 and 11, though some 
higher-end units may go as high as 14 gpm, 
Braswell says. 

Renting has been an increasingly popu-
lar option, Lemke points out, adding that 
his compact equipment sales grew 118 
percent last year as a result of boosted 
requests from rental stores to carry more 
compact equipment to meet high demands. 

Drive units with one attachment can usu-
ally be rented for $100 to $150 a day, accord-
ing to Braswell. He adds that separate non-
hydraulic attachments usually rent for about 
$15 to $25 a day, while hydraulic tools usu-
ally go for $25 to $90 a day. The difference 
there usually amounts to moving parts and 
complexity of the equipment. 

Lemke concludes: "Compact machines' 
popularity is still in its infancy, and I think it 
will just continue to go up." [D 

The author is an assistant editor for Lawn & 
Landscape magazine and can be reached at 
umepper@lawnandlandscape.com. 
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Install Confidence:" Install Rain Bird I TV Valves. 
Rain Bird's JTV valve provides these competitive advantages: 
• Threaded bonnet design—no-tools access is easy and convenient. 
• Proven reliability—operating range and specifications similar to those of the industry-

leading Rain Bird DV valve. 
• Value and versatility—competitively priced and available in both female-threaded and 

slip-by-slip configurations. 
For more details about Rain Bird's new JTV valve, visit www.rainbird.com. For a personal 
demonstration, see your authorized Rain Bird distributor. Install Confidence. Install Rain Bird. 
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SPECIAL FOCUS: Compact Equipment 
by Will Nepper 

Compact utility 

loaders are only as 

indispensable as the 

attachment tools 

they carry. 

ENGAGEMENT 

ing that these are the conditions for a good investment. 
"A contractor should be sure that they'll get enough 
utilization out of the attachment, and that they're mak-
ing money on it." 

TOOL TYPES. Attachments can be separated in to two 
categories: hydraulic and non-hydraulic. Hydraulic at-

(continued on page 118) 

/ i compact utility machine without an attachment is 
like an empty toolbox. The versatility of these machines 
is largely dependant on the type of work tools a contrac-
tor keeps in his arsenal. Consequently, familiarity with 
the available options could prove valuable to contractors 
looking to reduce labor and save time and money. 

Every year more attachments are introduced to the 
market and each one represents an 
important investment for contractors. 
And like any investment, choosing 
and purchasing an attachment should 
occur only after all of the factors are 
considered. 

Among these factors are price, 
compatibility and perhaps most im-
portantly, what tasks the contractor 
hopes to accomplish with his com-
pact equipment. 

"Contractors have to consider the 
type of work they are doing and then 
they have to decide how often they'd 
be able to use that attachment," says 
Brad Paine, associate marketing man-
ager, Toro, Bloomington, Minn., add-
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Heating Up the Competition 
260 Dearees. 

From the leader in the underground construction industry comes further evidence of its commitment to providing the most 
innovative equipment available. The hot new Ditch Witch® XT850 excavator-tool carrier system is designed to support more 
than 70 attachments, so it can do virtually anything and work virtually anywhere, thanks to its compact design and zero-radius 
turning capability. The excavator features a dual-pivot system with an incredible 260° total swing angle, making offset digging 
more productive than ever. The versatility of the XT850 also makes it extremely cost-effective, as does its size—the entire system, 
which includes trailer and attachments, weighs in at under 10,000 lbs GVWR. Everyone's excited about the revolutionary 
XT850—everyone but the competition, that is. We understand they're a little steamed. For more information about the XT850, 
call 1-800-654-6481 orvisitwww.ditchwitch.com. 
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SPECIAL FOCUS: Compact Equipment 

A bucket, like the one above, is one of the most popular compact utility loader attachments among 
landscape contractors. Choosing betiveen walk-behind models and ride-on models is a choice as 
dependant on site specifications as it is personal preference. Photos: Bobcat (above), Toro (below) 

(continued from page 116) 

tachments include tools, such as augers, tren-
chers and tillers, whereas non-hydraulic at-
tachments include forks and buckets, which 
are among the most standard. Numerous 
variations on the basic bucket are available 
and they generally perform variations of the 
same task: moving and removing soil, sand, 
rock or other work site debris. 

The four-in-one buckets, however, offer 
the ability to manipulate debris more articu-
lately, lift heavier loads and dump materials 
through an opening into containers. "So a 
bucket would fall into the non-hydraulic 
category unless it was a four-in-one attach-
ment - then, it's hydraulic," explains Roger 
Braswell, chief executive officer, Compact 
Power, Fort Mill, S.C. 

Braswell says that auger drives, trenchers 
and tillers are the three most popular hy-
draulic attachments in the landscape mar-
ket. "Tillers are a broad category that include 
tools like soil cultivators and rotary hoes." 

Paine agrees with this "top three," adding 
that these tools best compliment the tasks per-
formed by most landscape contractors. "It 
has to do with the nature of work people are 
doing," he says. "The auger is especially 
helpful for tree planting because there aren't 
other good solutions on the market for that. 
And, in many cases, attachments are replac-
ing dedicated trenchers because that's the 
kind of work many contractors do." 

Brad Lemke, director of product devel-
opment, ASV, Grand Rapids, Minn., says 
the distinction between hydraulic and non-
hydraulic sometimes signifies the difference 

between low-end and high-end attachments. 
"You can get an inexpensive rotary broom 
that has a manual angle where you'd get out 
of the machine to pull a pin so that you can 
move the broom either left or right," he 
explains. "More sophisticated brooms might 
have a hydraulic or electric angle so that you 
can make those adjustments from the cab." 

Lemke adds that there are other tools that 
have the distinction between manual con-
trol over electronic or hydraulic control, and 
in virtually all instances the hydraulic tools 
will cost more. 

ATTACHING PRICE TAGS. 
"Non-hydraulic attachments are 
going to run anywhere from $300 
to $1,000," Braswell says, adding 
that hydraulic attachments are 
more expensive due to the nature 
of their construction and moving 
parts. "Hydraulic attachments are 
typically going to cost a contrac-
tor anywhere between $1,500 to 
$5,000." 

The range of price for attach-
ment tools is dependant on many 
factors. "There are some buckets 
for a couple hundred dollars and 
then more extravagant backhoes 
that cost from $6,000 to $7,000," 
asserts John Malinowski, vice 

president, Ramrod Equipment, Yorkton, 
Saskatchewan, Canada. "You have to look 
at quality and how well built it is, particu-
larly with ground-engaging equipment that 
sees a lot of wear. Contractors should look 
for something that is built heavy." 

Lemke recognizes the wide range of at-
tachment prices, but explains why even high-
end attachments deliver solid returns on 
investment. "The wide range is not surpris-
ing when you consider that the machine by 
itself, is practically nothing," he points out. 
"Put a backhoe on it and it's quite a machine. 
So if you pay up to $16,000 for a machine that 
will do nothing without an attachment, the 
price of the attachment isn't so bad." 

"The machine itself is, first and foremost, 
just a tool-carrying driving unit," Braswell 
says. "The attachment is the tool. If you go 
out and buy the best hydraulic components, 
you're going to spend more money, but 
you're going to get better longevity, produc-
tivity and smoother control." 

Braswell adds that a contractor struggling 
with price should also consider the amount of 
labor a compact unit with an attachment can 
replace. "I've rarely seen an instance where 
you could not replace at least one person," he 
says. "And I've seen plenty of instances where 
a unit could replace two people. All you have 
to do is replace one person to get a huge return 
on investment with the equipment." 
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SPECIAL FOCUS: Compact Equipment 
COMPATIBILITY ISSUES. There are a 
few other factors to consider before pur-
chasing an attachment that go beyond the 
scope of price and quality of construction. 
One of these factors is machine/attachment 
compatibility, and Lemke asserts that it may 
be the most important consideration of all. 

"Not all mini skid steers are necessarily 
compatible," Lemke says. "Contractors need 
to investigate that before buying an attach-
ment, taking it back to the machine and 
finding out that it doesn't fit." 

Lemke adds that compatibility can refer 
to specific hydraulic mechanisms, as well. 
"It's the same with quick couplers," he ex-
plains. "An attachment's hydraulic lines have 
a coupler on the end that hooks up to the 
machine and sometimes those aren't neces-
sarily compatible." He adds that matching 
brand names between units and components 
is a good way to play it safe. "But if you can't 
do that you should make sure that the two 
different products are compatible." 

"There are many third party attachment 
manufacturers out there building attach-
ments for everybody - not necessarily de-
signed around any company's certain 
loader," says Gerald Zastrow, mini loader 
product specialist, Bobcat, West Fargo, N.D. 
"But the attachment has to live up to the 
loader," he says, adding that many manufac-
turers design their attachments with their 
specific loaders' strengths, such as hydraulic 
flow and power, in mind. 

"You have to match the power of your 
machine to the attachment," Lemke adds. 
"The smallest compact skid steer could prob-
ably not handle an attachment from a larger 
compact skid steer because it might be too 
heavy or the machine might not have enough 
power to run it." 

Braswell says that one way in ensure 
compatibility is to look for attachments with 
a universal quick-attach system. He explains 
that a universal attachment plate is recog-
nized by most manufacturers of larger skid 
steers as the standard means of attachment. 
"There is now a universal quick attach in 
development for mini skid steers and com-
pact utility loaders, as well," he adds. "I 
would encourage contractors to buy a drive 
unit that has a universal quick attach so that 
they can use the attachments of various 
manufacturers on their units," he says. "If 
you have it, you have more options when 
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buying attachments." 
Malinowski asserts that a 

quick-attach system should 
be a top consideration for 
contractors because it has 
such a significant impact on 
the efficiency of the tool. "You 
have to ask yourself, 'Can I 
drop and reattach this tool 
quickly?" he says. 

Lemke explains the simplic-
ity of the quick-attach process. 
"You drive your unit up to the 
attachment, which has female 
plates," he says. "There are two 
levers or pins on the machine 
that go down through the at-
tachment and that secures it to 
the machine. If it's a hydrauli-
cally-driven attachment, then 
you'd also hook your hoses up, which is 
usually done with quick couplers that snap 
into place." 

Some manufacturers have more ways of 
easing the processes of connecting compact 
equipment to their tools. Zastrow describes 
a "wear-compensating system, where there 
are two levers that continually drive the 
attachment pins down." This allows for ex-
pedient sharing of attachments between dif-
ferent loaders. 

MAINTENANCE MUSTS. Different at-
tachments require different degrees of main-
tenance. Some tools, particularly non-hy-
draulics like buckets and forks, are practi-
cally maintenance free. But even simple tools 
require some looking after if they are ex-
pected to last beyond a few years. 

"You should follow the recommended 
service schedules as you would with any 
other piece of equipment," Zastrow says. 
"That means if you're supposed to change 
the oil after every 250 hours, do that. You'll 
get longer life out of your components and 
your machine if you follow that service 
schedule." He adds that greasing an 
attachment's moving parts should be done 
after every 10 hours of use. "If you do that, 
components will last longer." 

Paine adds that trenchers require clean and 
debris-free chains. "Also, any ground-engag-
ing parts or wear items need to be replaced at 
some point. How often would depend on how 
often you use the attachments," he notes. 

www.lawnandlandscape.com 

Braswell points to the replacement of teeth 
on attachments like augers, trenchers and 
tillers. Replacement schedules vary with 
the amount of work that attachment is 
doing and the conditions in which it's per-
forming. But Braswell asserts that generally 
once-a-season maintenance is more than 
enough for regularly-used attachments and 
once-a-year maintenance is recommended 
for attachments that are not among a 
contractor's primary tools. "They all require 
teeth replacement," he adds. "And you could 
check for it daily because it's simple and not 
very time consuming." 

Paine agrees that a daily check is simple 
and worth the time. "A visual inspection at 
the beginning and end of the day is usually 
all it takes," he says. 

"Most of it is common sense," Malinowski 
adds. "Whatever the owner's manual says -
follow that and you'll be good." 

Finally Malinowski recommends check-
ing for a warranty when considering an at-
tachment purchase. Contractors should put 
as much thought into the attachments they 
purchase as they do when they buy the main 
machine because without the tools, a com-
pact utility loader can become virtually 
worthless. As Malinowski says: "The ma-
chines themselves are great, but it's the at-
tachments that make them dance." HJ 

The author is an assistant editor for Lawn & 
Landscape magazine and can be reached at 
wnepper@lawnandlandscape.com. 
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Game over, grubs. MACH 2* specialty insecticide is the proven season-long force against grubs, cutworms, sod 
webworms and armyworms. And it costs up to 10% less per acre than the other leading brand. Plus, it comes with 
a hassle-free performance guarantee. Combine that with a standard 2-lb. a.i. per acre rate for all grub species and 
a wide application window - clear through the second instar and without the need for immediate irrigation - and 
you have one powerfully cost-effective insecticide. So now it's easier than ever to say hasta la vista to grubs, baby. 
rSome limitations and conditions apply. For details, please visit www.dowagro.com/turf or see your supplier. 

http://www.dowagro.com/turf
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V E R H il C E 
The performance is guaranteed, baby. 

Maximum power for 
season-long grub control. 

Dow AgroSciences 

MACH 2 
Specialty Insecticide 

www.dowagro.com/turf 1-800-255-3726 "Trademark of Dow AgroSciences LLC. Always read and follow label directions. 

http://www.dowagro.com/turf


SPECIAL FOCUS: Compact Equipment 
by Ali Anderson 

onvenient 
Wh hile some lawn care companies offer only mainte-
nance services, green industry work also includes dig-
ging, trenching and hauling materials. For such special-
ized tasks, landscape professionals must turn to com-
pact equipment - including compact utility loaders, 
mini skid-steer loaders and their collection of attach-
ments. Take a look at the variety of new products in this 
category designed to boost productivity on a variety of 
job types and sizes. 

Vermeer S600 Compact 
Skid-Steer 
• Compact skid-steer designed for landscape profes-
sionals 
• Versatile ride-on unit can be mounted 
on rubber tires or rubber tracks over 
tires 
• Accommodates a multitude of at-
tachments 
• Two engine options available - 24.8-
hp and 25-hp models 
• Multi-functional controls allow the 
operator to operate the machine and 
attachment with both hands still hold-
ing onto the handlebars 
• Has an oil cooler and offers easy 
battery access through a hinged door in 
front of the machine 
Cirde 235 on reader service form 

Toro Dingo TX413 
Compact Utility 
Loader 
• Alternative to larger tracked compact utility loaders 
• Ideal for landscaping, deck footings, post holes, two-

foot trenching, grading and bucket work 
• 13-hp Honda gasoline engine 
• Joystick operation 
• Attachments include bucket, auger power head and 
two-foot trencher 
Circle 236 on reader service form 

General Equipment 
Company's DIG-R-TACH 
Series 16 Drilling Attachment 
• For use with both small and large hydraulic systems 
• Designed for use with mini and large skid-steer 

loaders, excavators, knuckleboom 
cranes and small backhoes 
• Features a two-speed chain/sprocket 
drive 
• Balances smaller flow volumes in pro-
portion to auger diameters 
• Results in cleaner holes with less loose 
soil and debris 
Circle 237 on reader service form 

Thomas 25G Mini 
Skid Steer 
• Features universal attachment mount-
ing system for various applications 
• Offers two-speed travel and high-pres-
sure hydraulic output 
• 25-hp engine offers 1,450-pound 
breakout force and 475-pound lifting 
capacity 
• Ride-on design and simple controls 

allow comfortable, efficient operation 
Circle 238 on reader service form 

(continued on page 124) 

122 MAY 2 0 0 4 www.lawnandland: LAWN & LANDSCAPE 

http://www.lawnandland


CALL AMERICA'S 
#1GMC TRUCK DEALER 
FOR YOUR LANDSCAPE 

TRUCK NEEDS! 

Si»* GMC IV-4500 DIESCL 
Preferred Vendor For 

U.S. Lawn Franchisees 

3«M GMCW-3500 
6 .0 Liter Auto AC AM/FM Cassette 16 Ft 
Landscaper Body, Weedeater Rack,Water-
cooler Rack, Shovel Rack, Folddown Side A 

in 

S GMC W-4500 DÌISIL 
Crewcab, Auto, AC, AM/FM CD, 19 Ft 

ndscaper Body, Weedeater Rack, Shovel RackJ 
Watercooler Rack & Folddown Side 

A M 

Y w 

' i i K ' j - j - è V i -

?fow3 Gmmsoow] 
6 . 0 Liter V8 Automatic AC AM/FM 
Cassette 16 Ft LAND KING Body 

Call for Details 

'1ZGMCW3500MSCL-
Automatic AC AM/FM Cassette 

Enclosed 16 Ft Landscaper Body 
In Stock Ready to Go! 

%A 
PRE-OWNED 

TRUCKS 

2 0 0 3 GMC W - 3 5 0 0 2 0 0 0 GMC W - 3 5 0 0 2 0 0 3 GMC C - 5 5 0 0 
16ft Landscape Body, 4,000 miles, 18ft Hi Side Landscape Body, 2 Left Cab & Chassis 138" CA, 650 miles 

Like New $24,995 $15,995 $26,995 
2 0 0 0 GMC W - 3 5 0 0 2 0 0 3 GMC C - 4 5 0 0 1 9 9 7 ISUZU NPR 

ax Body\ 
$11,995 

18ft Landscape Body, 3 Left 14ft HD Flatbed Body with dovetail 14ft Dry Box Body with liftgate 
$28,995 

/ www.gmccommercialtrucks.com 
email:sales@gmccommercialtrucks.com 

USE READER SERVICE # 1 0 0 

http://www.gmccommercialtrucks.com
mailto:sales@gmccommercialtrucks.com


SPECIAL FOCUS: 
(continuedfrom page 122) 

Hyundai Tier n Mid-Size Loaders 
• Features Ergopower automatic transmission control system 
• Redesigned cab and control center offer increased comfort 
• Powered by 140-hp engines 
• Optional manual gearshift package is available 
Circle 239 on reader service form 

ASV RC-60 All Surface Loader 
• Provides contractors with a mid-size loader that achieves maxi-
mum traction and stability for more productivity in a wide range of 
conditions 
• Powered by a Caterpillar 3024CT 60-hp turbocharged diesel 
engine 
• Designed to lift and place large loads, with an operating capacity 
of 1,900 pounds 
• Comes standard with selectable self-leveling 
• Features 15-inch-wide tracks and only 3.1 psi ground pressure 
Circle 240 on reader service form 

Allmand Four-Wheel Drive 
Compact Utility Loaders 
• Model 8435 
• Powered by a 36-hp Mitsubishi S4L2 diesel engine 
• Synchro-shuttle shift transmission allows easy forward and re-
verse operation 
• Multiple gear range selections are available to manage a variety 
of applications 
Grcle 241 on reader service form 

Caterpillar 287 Compact Multi-
Terrain Loader 
• Compact, rubber-tracked machine designed for use in construc-
tion, landscaping agricultural and other applications 
• Equipped with suspended undercarriage, vertical-life 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-vertical life path 
Circle 242 on reader service form 

Snow Wolf Plow 
Attachments for Skid Steers 
• Two series of specially designed attachments for moving heavy 
snow with skid steers 
• Blade features and frame construction are built to move heavy 
snow loadVarious widths available 
• Designed to scoop snow rather than push it, then send the snow 
rolling, moving it off the blade quickly to keep the skid steer in 
control of heavy snow load 
Grcle 246 on reader service form 

Proline GRABBER Attachment 
• Rootball handler attachment for mini skid steers 
• Paddles cradle the rootball gently and firmly for complete control 
without distortion or damage 
• Useful forballed-and-burlapped material with a rootball measuring 
up to 32-inches 
Grcle 244 on reader service form 

Bobcat 
MT52 
Mini 
Track 
Loader 
• Designed for 
projects that are 
too big for shov-
els and wheelbar-
rows in areas too 
small for full-size 
skid-steer loaders 

John Deere Series II 
Compact Skid-Steers 
• 60-40 weight 
distribution 
provides the best 
overall balance 
• Long wheelbase 
allows for travel at 
higher speeds over 
rough terrain 
• Steep 45-degree 
dump angle sheds 
wet or sticky 
material with ease 
• Load carrying 
efficiency is 
maximized by high 
35-degree bucket 
rollback at ground 
level, which reduces material spillage 
• Large standard tires and low, integrated boom stops enhance 
traction and leverage, allowing the Series II machines to dig in rather 
than spin 
• Bucket breakout force ranges from 5,500 pounds on the 240 model 
up to 11,600 pounds on the 280 
• Can be equipped with 54 easy-to-use attachments 
• Powered by a John Deere PowerTechO engine that incorporates a 
direct-injection fuel system and long-life wet-sleeve cylinder linings 
commonly found on larger equipment 
Grcle 243 on reader service form 
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TOOLS FOR 
YOUR TRADE 

Compact Equipment 
• Ride-on platform option can be installed or removed within 
minutes 
• Offers ride-on and walk-behind capabilities 
• User-friendly control system allows operator to control direction 
and speed with one multi-function handle, instead of two indepen-
dent hand levers 
• 520-pound operating capacity 
• Turf-friendly lug track distributes machine's weight over large area 
to minimize damage 
Crcle 245 on reader service form 

Toro Soil Cultivator Attachment 
• For use on Toro Dingo 
compact utility loaders 
• Transforms rough ter-
rain into a planting bed in 
a single pass 
• Designed for seed and 
flower bed preparation; 
cultivating and leveling 
soil; burying stones, soil 
clods, debris and grass; 
blending landscape mate-
rials, compost and fertil-
izer; and seeding turf 
grasses 
• Optional seed box attachment allows users to cultivate and seed 
simultaneously 
Grde 247 on reader service form 

John Deere C-ZTS Compact 
Excavators 

The Attachment Authority 
for Compact Tractors 

Industrial Grapple 
Buckets 
4-in-1 Buckets 
Quick Attaches 
Full Line of Buckets 
Tooth Bars 

DRESEEDER 
• LANDSCAPING TILLER 

THE FINEST 
IN SEEDBED 
PREPARATION 

• Carbide Teeth 
• Durability & 

Dependability 
• 3-Year Warranty 

NEW! 

The better landscaping rake 
• Carbide Teeth 
• 2-Year Warranty 
• Low-Cost Seedbed Prep 

A 

level ' Bc/t 
LASER GRADING BOX 

On-Grade... 
Automatically 

• Tractor & Skid steer 
models 

• Accurate to 1/T 

ÊPI 
C O R P O R A T I O N 

New Holland, PA 
1-800-342-0905 

www.preseeder.com 

USE READER SERVICE # 1 0 3 
LAWN & LANDSCAPE MA 1 2 5 

tracks 
• Spacious operator 
stations with adjust-
able seat and smooth, 

• 60-40 weight distribution provides overall balance 
• Long wheelbase allows for travel at higher speeds 
• The 27C, 35C and 50C ZTS compacts deliver performance, 
maneuverability and flexibility 
for all light duty 
applications in 
confined job sites 
• Zero-tail-swing 
design allows the 
machine body 
to rotate 360 degrees 
within the width of its 

easy-to-use armrest-
mounted pilot controls 
• Wide variety of Worksite Proa attachments, including breakers 
and augers I D 
Grcle 248 on reader service form 

http://www.preseeder.com


REGISTER TODAY! 

Weed <& Insect 
M a n a g e m e n t S u m m i t 

August 18-20, 2004 
Courtyard Marr iot t Downtown 

Chicago, I l l inois 

The Comprehensive Event For Weed & Insect Management 

What Makes This Conference Unique? 
• The industry's most comprehensive educational event focused solely on 

weed and insect management strategies. 
• A speaker faculty of leading researchers, consultants and industry 

professionals ready to share their knowledge with you. 
• Solutions you can take back to the office and use right away. 
• Convenient location — Chicago. 
• Earn CEUs credits for attending. 

TITLE SPONSOR 

Registration Fees 
$295 per person 

$245 per person group registration rate 
(two or more from the same company) 

How to Register 
Phone: Call 800/456-0707 

O n T h e Web: Go to www.weedinsectsummit.com 

A Lawn & Landscape Media Group Event 

ASSOCIATE SPONSOR AFFILIATE SPONSOR 

Bayer 
E n v i r o n m e n t a l Sc ience 

VERDICON J.J. MAUGET 
PBI GORDON 

DON'T MISS THIS OPPORTUNITY 

http://www.weedinsectsummit.com


w w w . w e e d i n s e c t s u m m i t . c o m 
Wednesday , August 1 8 , 2 0 0 4 

1:00 - 6:00 p.m. Registration 
2:00 - 3:30 p.m. T r e n d s a n d I m p a c t o f W e e d & I n s e c t M a n a g e m e n t 

Moderator: Roger Stanley, Lawn & Landscape 
Panelists: John Buechner, Lawn Doctor 

Jim Campanella, The Lawn Dawg 
Barry Troutman, Valley Crest 

3:30 - 4:30 p.m. T h e E c o n o m i c V a l u e o f L a n d s c a p e s 
Speaker: Dr. Parwinder Grewal, The Ohio State University 

4:30 - 5:30 p.m. I n v a s i v e I n s e c t P e s t s I n T t e e s a n d O r n a m e n t a l s 
Speaker: Dr. Deb McCullough, Michigan State University (invited) 

5:30 - 6:30 p.m. Welcome Reception 

Thursday , August 1 9 , 2 0 0 4 

7:30 a.m. Registration 
7:30 - 8:00 a.m. Continental Breakfast 
8:00 - 8:30 a.m. M a r k e t R e p o r t : L a w n C a r e B y T h e N u m b e r s 

Speaker: Gary Curl, Specialty Products Consultants 
8:30 - 9:45 a.m. W h a t ' s N e w I n R e s e a r c h 

Speakers: Dr. Rick Brandenburg, North Carolina State University 
Dr. Karl Danneberger, The Ohio State University 
Dr. Dave Shetlar, The Ohio State University 

9:45-10:15 a.m. Break 
10:15-11:15 a.m. T e a c h i n g P r o p e r I n s e c t I d e n t i f i c a t i o n T o F i e l d S t a f f 

Speaker: Dr. Richard Kramer, American Pest Management 
11:15-12:00 noon T i p s F o r S u b c o n t r a c t i n g T r e e W o r k 

Speaker: Chris Klimas, The Davey Tree Expert Co. 
12:00 - 1:00 p.m. Group Lunch 
1:15 - 2:00 p.m. E f f e c t i v e P r e - a n d P o s t - E m e r g e n t T r e a t m e n t S t r a t e g i e s 

Speaker: Dr. Karl Danneberger, The Ohio State University 
2:00 - 3:00 p.m. D e l i v e r i n g E f f e c t i v e P e r i m e t e r I n s e c t T r e a t m e n t s 

Speaker: Joe Welch, Middleton Lawn & Pest Control 
3:00-3:15 p.m. Break 
3:15 - 4:00 p.m. H o w T o M a x i m i z e G r u b C o n t r o l P r o f i t s 

Speaker: Jack Robertson, Robertson Lawn Care 
4:00 - 5:00 p.m. P a c k a g i n g L a w n C a r e P r o g r a m s F o r M a x i m u m P r o f i t 

Moderator: Roger Stanely, Lawn & Landscape 
Panelists: Chris Lemcke, Weed Man 

Lee Schaber, Scotts Lawn Care 
5:00 - 6:00 p.m. Networking Reception 

Fr iday, August 2 0 , 2 0 0 4 

7:30 a.m. Registration 
7:30 - 8:00 a.m. Continental Breakfast 
8:00 - 9:00 a.m. G e n e r i c P r o d u c t s : P r o s a n d C o n s 

Moderator: Roger Stanley, Lawn & Landscape 
Panelists: Leading Product Distributors 

9:00 - 10:00 a.m. T a r g e t M a r k e t i n g S t r a t e g i e s O f L a w n C a r e S e r v i c e s 
10:00- 10:15 a.m. Break 
10:15 - 1 1 : 3 0 a.m. K e e p i n g U p W i t h S a f e t y & P e s t i c i d e C o m p l i a n c e 

Speaker: Dr. Fred Whitford, Purdue University 

CALL 800/456-0707 TO REGISTER 

http://www.weedinsectsummit.com


• tfïîT$ uct fit 
by Lauren Spiers 

STRING TRIMMERS 

BUZZ 
Cut 

Even small 
engines have 

emissions. String 
trimmer 

manufacturers 
are reworking 

engines to reduce 
emissions and 

comply with 
EPA regulations 

by 2007. Photo: 
Husqvama 

They're easy to use, but not always easy 

to choose. String trimmer manufactur-

ers offer tips for finding the right ma-

chine for the job. 

Sometimes you need a cut and sometimes you just need a 
little off the ends. And after lawn maintenance contractors 
visit the barber, they can take some time to trim up a few areas 
around their clients' lawns. 

Though string trimmers are straightforward and easy to 
use, there are differences among the models available. To 
choose the right one, contractors must consider the types of 
trimming jobs they take on and look for features that will keep 
operators safe and comfortable. Also, keeping maintenance in 
mind will help keep trimmers cutting well for hours on end. 

TRIM DOWN YOUR CHOICES. Needless to say, current 
industrial-strength string trimmers have come a long way 
from the "weed whackers" of years ago. 

"String trimmers have experienced vast technological 
changes over the years," says Matt Wilson, product manager, 
Tanaka, Auburn, Wash. "Models available today are half the 
weight, twice the power and feature exceptional fuel economy. 
Types of trimmers range from lightweight curved-shaft units 
to a multitude of straight-shaft configurations including stan-
dard string trimmers and heavy-duty brush cutters." 

With so many options, manufacturers recommend that 
contractors first consider the type and amount of trimming 
they do on a regularly. "The trimmer you choose depends on 
how heavy the load of trimming or brush cutting is," explains 
Tommy Tanaka, marketing manager, RedMax, Norcross, Ga. 
"If the contractor is using the trimmer just for light grass or 
lawn areas, a 22.5-cc or 26-cc trimmer is good. If they cut 
bushes occasionally, they might want a 33.6-cc and if it's 
mainly used for brush cutting, a 40-cc or higher engine is best." 

Tanaka also notes that string trimmers must meet certain 
emission durability hours to get EPA certification. "This can 
be 300, 125 or 50 hours," he explains. "Machines rated at 50 
hours are usually for home users, while 300 is for profession-
als using the machines every day and 125 is for medium use." 
In the EPA test cycle, trimmers are run continuously for a 
designated number of hours in order to achieve their certifica-
tion. In actuality, professional trimmers certified for 300 hours 
usually can be used for up to 2,000 hours before they need to 
be replaced, according to Tanaka. 

Wilson says these guidelines can help contractors narrow 
down their trimmer choices. But if contractors still have ques-
tions, their power equipment dealers will have the answers 
and opportunities to test-drive a few models. "It can be very 
difficult to decide between all the different trimmer models on 
display in a dealership showroom," comments Jay Larsen, 
product marketing and communications manager, Shindaiwa, 
Tualatin, Ore. "To help with the decision process, the potential 
buyer should take the time to operate several different demon-
stration models." 

A HANDLE ON FEATURES. Though string trimmers tend 
to look alike when they're hanging in the showroom, features 
like the handle and shaft configuration can set some models 
apart for specific tasks. 

"Specific configurations may have significant advantages 
over others," Wilson says. "For example, when trimming 
grass in a residential setting, having a trimmer with split dual 
handles may not be necessary. A simple loop or "D" handle 

(continued on page 130) 
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Coleman Burnett, VP, Contemporary Landscapes, Charlotte, NC 

it M y clients don't care how 4 - M I X technology works. 
But they sure like the results." 
"The owners of these multimillion-dollar estates expect nothing but the best. That's 
why they hire me. And that's why I use the 4-MIX line of products from STIHL. 
They're more powerful and better balanced than my old 2-cycle equipment, which 
makes it easier to handle the extreme detail work my customers demand. They're 
also more fuel-efficient, so my guys can work longer before having to refuel. Plus, 
4-MIX products use interchangeable parts, so there's less downtime. And the 
one-on-one service I get from my STIHL Dealer keeps my equipment, and ultimately 
my business, running strong. Hey, not even I know exactly how 4-MIX technology 
works. But it sure works for me." 1 800 GO STIHL • www.stihlusa.com 

I 

STIHL 
U S E R E A D E R S E R V I C E # 1 0 4 

http://www.stihlusa.com


(continued from page 128) 

configuration is preferred. Conversely, when 
the contractor needs to clear heavy vegeta-
tion, the split dual handle style provides 
superior control and will reduce fatigue." 

The split handles, also called bike handles, 
allow the operator to control larger trim-
mers or brush cutters with both hands and 
guide them more easily through heavy grass 
or brush. 

Trimmer handles also offer some ergo-
nomic support for contractors who buzz 
around with trimmers in their hands all day. 
"Vibration can make the trimmers difficult 
to hold on to, and can also be a source of 
fatigue for contractors," Larsen says. "For 

smooth operation, contractors should look 
for trimmers with an anti-vibration system, 
hand-friendly controls and grips and easy-
on-the-back straps." 

A trimmer's shape also can be a defining 
characteristic. "Contractors should consider 
what kind of main shaft the trimmer em-
ploys," Larsen says. "Is it solid steel or 
flexible cable? A solid steel straight 
mainshaft provides smoother operation with 
less vibration compared to a flexible cable-
and-liner system in a curved-shaft trimmer. 
And even with proper lubrication of the 
cable, the liner in the outer tube tends to 
wear out after many hours of trimmer use." 

PROPER USE & SAFETY. With an invest-
ment of $200 to $500, contractors can find the 
right trimmer for their work and shouldn't 
have a problem operating their new ma-
chines. Of course, they first need to load the 
proper type of trimmer line. 

"There are inexpensive types of nylon 
line available, but contractors should really 
use copolymer trimmer line that is designed 
to cut grass," Wilson says. "A 3-pound to 5-
pound spool of trimmer line is probably the 
most popular size and can cost about $14 or 
$15 depending on the brand, though some 
types are available for as little as $6." 

(continued on page 132) 

String trimmers help maintenance con-
tractors put the finishing touches on 

their clients' manicured landscapes, but 
worn-out machines won't get the job done. 
Likewise, "today's leaner-burning engines 
are designed and built for dramatically lower 
emission levels and are simply not as forgiv-
ing as the older pre-EPA-regulated units," 
explains Jay Larsen, product marketing & 
communications manager, Shindaiwa, 
Tualatin, Ore. "For that reason, the concept 
of basic maintenance has become vitally 
important to prolonging the life of your high-
performance equipment." 

Larsen offered the following string trimmer 
maintenance tips to help keep equipment 
running in top condition. 

1. Cooling System. The typical small 
engine is air-cooled and relies on its air 
passages to be free and clear of dirt and 
debris that tend to collect in these areas, 
particularly if spilled fuel residue is present. 
This also is true for cooling surfaces like 
flywheel and cylinder fans. It is very impor-
tant that the fins on the flywheel and cylin-
der are clean and free of any foreign material 
that can restrict air flow. 

2. Fuel Filter. Inspect, clean or replace 
the fuel filter every 10 to 15 hours of use. 
Debris in the fuel tank will necessitate more 
frequent filter replacement. Some commer-
cial contractors actually will carry a spare 
fuel filter assembly in their pockets in case 

the filter becomes semi-clogged with debris 
and starts to effect engine performance. 

3. Air Filter. A partially clogged air filter 
can cause an engine to run too rich. Contrac-
tors should have plenty of replacement air 
filters on hand and replace them periodically. 

4. Muffler & Spark Arresters. A plugged 
muffler or spark arrester screen will dra-
matically change the way an engine oper-
ates and performs. Never let debris accu-
mulate around the muffler. This may pre-
vent proper engine cooling and even be-
come a fire hazard. In most areas, mufflers 
are required to be equipped with a spark 
arrester and a spark arrester that is dirty or 
improperly installed is a hazard. 

5. Fuel & 2-Cycle Oil Mix. Contractors 
should use fresh, clean, brand-name gaso-
line in their handheld equipment and avoid 
gasoline that is less expensive because it 
may not have quality components. Some 
gasolines contain oxygenates like alcohol 
for cleaner combustion and reduced ex-
haust gas emissions. However, oxygenated 
fuels, such as methanol or ethanol, may 
cause increased engine operating tempera-
tures, especially if maintenance isn't per-
formed on a regular basis. Also, under cer-
tain conditions, alcohol-based fuels may 
reduce the lubricating qualities of some 
mixing oils. Never use any fuel containing 
more than 10 percent alcohol by volume. An 
octane rating of 87 or higher is preferred. 

Also, mix fuel with a brand-name 2-cycle 
engine oil at either a 40-to-l or 50-to-l ratio, 
depending on the manufacturer's recom-
mendation, which can be found in the owner's 
manual. Avoid generic, multi-purpose oils 
and high-ratio oils. These mixing oils are not 
suitable for today's leaner-running, high-
performance small engines. 

Be sure to mix only enough fuel for your 
immediate needs. If fuel must be stored 
longer than 30 days, treat it first with a 
quality fuel stabilizer. Check fuel storage 
containers for contaminates and rust, espe-
cially in older, metal fuel cans. Also, keep the 
power head fuel tank clean. Carefully rinse 
and clean the fuel tank if signs of contami-
nates are present. Always clean off any dirt 
or debris around the fuel tank before remov-
ing the fuel cap. Check to see that the fuel 
cap is sealing properly and not leaking. 

6. Spark Plug. Always use the recom-
mended spark plug with the correct heat range 
for that particular unit. Again, refer to the 
operator's manual for each model to verify the 
correct spark plug. Spark plugs that are consid-
ered "hot" may take a unit past its heat limits 
and cause major engine damage. 

7. Fasteners. Periodically check to en-
sure that all fasteners are secure and tight. A 
leaner-running engine will operate at a slightly 
higher RPM. This may cause some vibration-
related problems like loosening bolts, muf-
flers, etc. - Lauren Spiers 
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Also, how often contractors have to replace 
trimmer line depends on how often the trim-
mer is used and what type of surface it is 
cutting against. "If you're trimming against 
fencing or hard surfaces, that can wear out the 
string a lot faster than if you're just going over 
grass," Wilson says. Beyond replacing trim-
mer line on a regular basis, manufacturers 
agree that trimmer use is uncomplicated. 

"Trimmers are very easy to use, but the 
way the cutting head turns is opposite be-
tween straight-shaft and curved-shaft trim-
mers," Tanaka comments, noting that this 
point may affect how an operator holds or 
moves with the trimmer. "From the 
operator's point of view, the curved-shaft 
trimmer's cutting head rotates counter-clock-
wise. The straight-shaft rotates clockwise. 
Usually, when you use a trimmer, you need 
to use the right side of the cutting head for 
the curved shaft and the left side of the 
cutting head for the straight shaft." 

From there, proper trimmer use comes 
down to safety. "Operators should always 
wear American National Standards Insti-
tute-approved eye and ear protection, as 
well as avoid loose-fitting clothing and con-
tain long hair," Wilson notes. Also, Larsen 
recommends wearing non-skid boots, long 
pants and long-sleeved shirts to protect op-
erators from both debris and sun exposure. 

By following these practices, contractors 
can expect to keep their trimmers in work-
ing order for several years. 

ID 
The author is associate editor of Lawn & Land-
scape magazine and can he reached at 
lspiers@lawnandlandscape.com. 

Spring is officially here: The sun is 
shining and the grass is green - but 

the sky is hazy ... there's something wrong 
with this picture. 

Though contractors revel in their 
outdoorsy work during the spring and 
summer, smog and haze often become 
more apparent as the weather warms. 
And while automobiles are the major 
contributors to these clouds of wheeze-
inducing gas, handheld power equipment 
carries some of the blame, as well. 

"Engine emissions contain two things 
- hydrocarbon and nitrogen oxide - that 
pollute the air," explains Tommy Tanaka, 
marketing manager, RedMax, Norcross, 
Ga. "The Environmental Protection 
Agency (EPA) has started very stringent 
new regulations for our kinds of machines, 
so handheld equipment manufacturers 
have to update their machines." 

According to the EPA, nitrogen oxides, 
or NOx, is the generic term for a group of 

highly reactive gases that form when fuel 
is burned at high temperatures. Similarly, 
total hydrocarbon (THC) emissions result 
from incomplete fuel combustion and fuel 
evaporation. Together, NOx and THC 
produce smog and can cause health and 
environmental problems that can effect 
millions of people. 

The EPA emissions standards, 
charted below with other international 
standards, went into effect in 1997 and 
compel manufacturers of small non-road 
engines to reduce their THC and NOx 
emissions to only 37 grams per horse-
power hour (g/HPh) by 2007. Previous 
emissions allowances were as high as 
184 g/HPh. Manufacturers are rising to 
the challenge by developing new 
technologies for both 2- and 4-cycle 
engines that have the power that 
contractors are used to minus the 
exhaust that they can do without. 
- Lauren Spiers 

Emissions regulations for small off-road engines (20- to 50-cc) 
THC + NOx g/HPh 

Region 1999 2004 

CA F n E H 
USA 11184 ! 1146 1 |110 | |74 

EU 1184 

Japan 

Source: RedMax, Komatsu Zenoah "Engine Basics" guide 

NOx-IOUS KNOWLEDGE 

Lush takes on a new definition. 
Pr imo M A X X m t r e a t e d tu r f is as lush, as th ick , as u n i f o r m as t h e m o s t luxur ious carpe t . C o n d i t i o n i n g t h e tur f t o 

c r e a t e a th icker r o o t sys tem a n d d e n s e r canopy , P r i m o M A X X helps tu r f b e t t e r h a n d l e disease, d r o u g h t , a n d all 

t h e o t h e r e x t r e m e s o f s u m m e r . So use Pr imo M A X X . A n d r e d e f i n e w h a t tur f s h o u l d be . 

www.syngentaprofessionalproducts.com 

r 
X Primo MAXX 

Plant Growth Regulator 

Important Always read and fofcwv label instructions before buying or usng this product 0 2 0 0 4 Syngenta Syngenta Professional Products. Greensboro, NC 27419 
Primo M A X X ' and the Syngenta logo are trademarks of a Syngenta Group Company. 
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o RedMax ® 

Features & Benefits: 
• 29.5cc Strato-Charged™ Two-Cycle Engine 

-The most powerful engine in the 30cc class generatesl .4 HP 
for maximum productivity 

- Simple two-cycle engine construction has fewer moving parts 
making it less expensive and easier to maintain 

- Meets EPA/CARB 2005 standards without an expensive, 
heat generating catalytic converter. 

- Our more efficient engine technology can save up to 30% in fuel costs 

• 11.2 lb BCZ3000 reduces user fatigue and handles easier 

• Large 2.5" diameter clutch efficiently transfers power 
with less slippage resulting in longer clutch life 

• 300 hour engine rating and 2 year commercial warranty 
underscores our ruggedness and reliability 

ZEnonH 
KOMAl'SU 

One way valve fuel cap 
(no leakage) 

Large 2.5" clutch with 
Metal clutch housing & 
Anti-vibration system 

Commercial grade 
air cleaner 

Free Flow™ System 
prevents overheating 
caused by clogged 

air intake 

Komatsu Zenoah America, Inc. 
4344 Shackleford Road, Suite 500 • 
800-291-8251 • Fax 770-381-5150 

Norcross, GA 30093 
• www.redmax.com © RedMax 

ZEnORH 
KOMAl'SU 

The most powerful 30cc class trimmer! 
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PURCHASING TIPS 
Comparison shop your fungicide purchases by 

computing the cost per ounce, cost per day and 

total application costs. 
Foliar lesions induced by brown patch on tall fescue. 
Photo: Lane Tredway 

With maintenance budgets under pressure, fungicide 
purchases can be a major factor in a lawn care program. 
Often, lawn care operators consider the case, bag or unit 
price to determine which product is the most economical 
to use. Getting the most for your money requires a range 
of considerations. 

VENDOR PRICE LISTS. One way to comparatively shop 
fungicides is to distribute a price list for vendors to submit 
to you. In putting a price list together, simply list the 
product name, an estimate of the number of units you will 
need for the coming year and an estimated delivery date. 
Giving the vendor a delivery date allows them to consider 
delivering the product through their own trucking sched-
ule, which can save you commercial shipping costs. Because 
shipping costs add up very quickly be sure to note whether 
the vendor's price includes shipping, and also ask for a copy 
of their shipping policy. Organizing delivery dates will 

ensure products will be on hand when you need them and 
keep your inventory down. 

Your bid list should also include the quantity per unit. 
For example, one vendor may give you a price for a 2-gallon 
case of a product while another may give you a price per 
gallon. Being specific will cut down on confusion and ensure 
you are getting an apples-to-apples comparison. An ex-
ample bid can be found on Table 1 (see page 136). 

You may also include a letter or a note on the sheet to 
encourage any special financing available and a copy of their 
payment policy. 

Traditionally, fungicide prices are in vendors' hands in 
November for the following year. This allows you to send 
out the bid list in November with a request for responses by 
mid-January and have time for questions and budget con-
siderations. The chemical group a fungicide belongs to is 
defined by its mode of action on a fungus. There may be 
differences among products in a particular group. How-

(continued on page 136) 
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MAUGET'S two unique COMBINATION products 
IMISOL & ABASOL combine MAUGET'S time proven 
fungicide, FUNGISOL with either of those long last-
ing insecticides, IMICIDE or ABACIDE in the same 
Micro-Injection unit. Controlling 33 destructive tree 
diseases & many damaging insects with just 1 (one) 
Micro-Injection treatment saving both 

TIME & EXPENSE. — »ENSE. 
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(continued from page 134) 

Combating turf, tree and ornamental diseases with fungicides continues to 

be a growing service for lawn care operators (LCOs). 

According to a research study conducted earlier this year by Lawn & 

Landscape, LCOs said their fungicide services overall grew an average of 21.09 

percent in 2003 - giving this service one of the highest average growth rates 

among other pesticide-related offerings. 

This year, LCOs expect their fungicide services to grow an average of 15.87 

percent. 

Concerning specific applications, on average LCOs said they spend 4.54 

percent of their total turf pesticide expenditures on fungicides, 10.91 percent of 

their total tree pesticide expenditures on fungicides and 11.97 percent of their 

total ornamental pesticide expenditures on fungicides each year. 

- Nicole Wisniewski 

A Soaring Service 

ever, all products in that group will attack 
the fungus in the same manner. For this 
reason, the differences between products 
within the same chemical group are usually 
agronomically insignificant. When forming 
your price list, be sure to consider the other 
products within the same chemical group. 
This will give you the ability to not only 
compare vendor prices, but prices among 
several manufacturers as well. 

Having the unit prices from your ven-
dors is one element of the equation. Other 
considerations include: 

• Past performance of the fungicide 
• How long the fungicide will control the 

pathogen once applied to the turf 
• What the fungicide controls 
• What rotation will be required to insure 

resistance does not occur 

COST PER OUNCE. After you have the 
cost of the product containers, you should 
convert the price to a cost per ounce. For 
example, for a product that comes in 11-
ounce soluble packets, four to a pack and 
four packs in a case, you have a total of 176 
ounces per case (11 ounces x 4 x 4 = 176 
ounces). Now, take the total price per case 
and divide it by the total ounces in the case 
(price/176 ounces = cost per ounce). This 
will give you the cost of the product per 
ounce. Once you find the price per ounce, 
you are ready to begin to compare the other 
factors in the cost equation. 

APPLICATION INTERVALS. Fungicide 
labels specify recommended application in-
tervals based on how long the fungicide can 
be expected to control the pathogen and 
when the next application should be made. 
However, the actual application interval can 
vary by area and is dependent on heat, hu-
midity and other environmental conditions. 
Look at the application interval as a guide in 
your consideration. 

A key element when looking at the ap-
plication interval is how long the fungi-
cide is likely to control a particular patho-
gen. For example, compare two different 
fungicides/ active ingredients used to con-
trol a specific disease. Product A, which 
has one active ingredient, might be able to 
give seven days of control before the next 
application is needed, according to the label. 
Product B, which has a different active in-

gredient, might need to be applied every 
14 to 28 days, depending on disease pres-
sure. With the application interval in mind, 
we need to then consider the application 
rate of the product. 

LABEL APPLICATION RATES. Vari-
ables in application rates are based on the 
product used, disease pressure and even 
the particular fungus. For instance, 
Product A may instruct the LCO to apply 
it at 4 ounces per 1,000 square feet to 
control brown patch, while Product B 
instructs the LCO to apply 1 ounce per 
1,000 square feet. 

COST PER DAY. The cost of control per 
day of a fungicide gives you a valuable 
indication of the cost of the fungicide. This 
amount can be calculated for each fungi-

cide you are considering. The cost of control 
per day is calculated by taking the applica-
tion rate and then multiplying it by the cost of 
the product on a per ounce basis, then divid-
ing the result by the recommended applica-
tion interval. This will give you a cost per day 
to control a pathogen. 

Using the earlier example of Product A 
and Product B, Table 2 (see page 138) illus-
trates the equation. When comparing the two 
fungicides, we can see it would cost 8 cents 
per day using product B vs. 23 cents per day 
using Product A to control brown patch. 

TOTAL APPLICATION COSTS. Using the 
costs illustrated in Table 2 on a landscape 
with 130,000 square feet of turf we can calcu-
late and compare how much it would cost to 
control brown patch over a 21-day period. An 
LCO could control brown patch over a 21-

(continued on page 138) 

TABLE 1. 
EXAMPLE BID LIST 
Product 

Product A 

Product B 

Product C 

Product D 

Size 

1 lb 

4 x 5.5 lb 

2 x 2.5 gal 

Approx imate Projected Min. Unit Total 
Del ivery Date Quant i ty N e e d e d Price Price 

May 30, 2003 

May 30, 2003 

May 30, 2003 

11 ozx4x4 April 1,2003 
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Mastering the art of growing beautiful 

Kentucky Bluegrass turf means starting with 

the best seed mix. And LebanonTurf seed 

varieties are as good as you can get. Sonoma, an 

aggressive, low growing variety, offers excellent 

disease and insect resistance. Bordeaux is 

known for it's dark green genetic color and 

fine texture. When other varieties begin 

to fade in the summer heat and drought 

conditions, count on deep rooted 

That 's because we offer four different var iet ies to ensure super ior results. 

V 

Cabernet to maintain quality turf. And for 

a fast establishing, aggressive variety,\ with 

excellent winter and spring color, Champagne 

is the one to choose. These top notch 

Bluegrass varieties are also available in 

ProScape'" preformulated blends and mixes 

too. Visit www.LebanonTurf.com for a free 

copy of our Agronomy Manual and Bluegrass 

Product Information Sheet. Click on 

promotions and use coupon code LL5054. 

Call your LebanonTuif distributor or 

1-800-233-0628 to find out more about the 

Bluegrass varieties that are the consistent 

choice of grass seed mix masters. 

LebanonTurf 
Nothing Succeeds Like Our Seeds 

1-800-233-0628 • www.LebanonTurf.com 
USE R E A D E R S E R V I C E # 1 1 0 
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(continued from page 136) 

day period for $336.70 less using Product B 
rather than Product A. 

CONTROL METHODS & FUNGICIDE USE. 
Control methods must be designed and ex-
ecuted by the superintendent based on dif-
ferences from site to site and turf area to turf 
area. The two basic program options are 
preventive and curative. In a curative pro-
gram, no treatment is made until the turf 
damage symptoms are notices. In a preven-
tive program, fungicide applications are 
made when environmental conditions are 
favorable for fungal growth. It may seem 
logical that a curative approach would en-
sure that fungicides are only used when 
absolutely necessary, resulting in less fungi-
cide use and lower costs. However, this may 
not be the case for three key reasons: First, 
preventive rates are frequently one half the 
curative rate. Second, once fungus is preva-
lent enough in a turf area to cause symptoms 
or turf damage, two treatments at he curative 

rate are often required. Third, turf weak-
ened by fungal damage is less able to fight 
off future infection, which can result in more 
fungicide use to maintain turf quality. 

The adage that an ounce of prevention is 
worth a pound of cure holds true. 

Putting all of these factors and techniques 
together will ensure you have all of the 
information you will need to make an effec-
tive evaluation of the prices among vendors 

and products. Setting up delivery dates, 
knowing the actual application costs of prod-
ucts in advance and ensuring they are avail-
able when needed, and executing an efficient 
fungal program will make the most of your 
purchase decision. 

The author is a sports turf consultant from 
Buckhannon, W.V., and can be reached at 
turfgu ru@yahoo. com. 

TABLE 2. 

Calculating Fungicide Cost 
Per Day of Control 
/ Application Rate A / APP|ication C ° f p f 

{su.ooo ) / = a « 
Product A 4 $0.40 7 $0.23 

Product B 1 $1.70 21 $0.08 

'Cost of Product A is based on a 766-ounce case at $306 and Product B is based on a 176-ounce case at $299.75. 

Looking for a. job? 
Place an 

ad in our classifieds! 
Reach over 73,000 owners, supervisors and decision makers in the 
green industry for only $1.00 per word with a $30.00 minimum. 

FOR MORE INFORMATION OR TO 
PLACE A CLASSIFIED AD TODAY 

Visit our Web site at www.lawnandlandscape.com/dassifieds or 
Contact JENNIFER HALAS at 800/456-0707or e-mail her at jhalas@gie.net 
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SKID STEER / COMPACT 
LOADER ATTACHMENTS 

No Payments 
f o r 90 days 
up to 60 months 0Ac 

QUICK P O W E R S C A P E " Rake Tiller leveler 

OTHER PRODUCTS... 
• Snow / Light Material Buckets 
• Land Leveler . 
• Low Profile Buckets I 
• Rod Bucket 
• Tooth Bars 
• Quick-A-tach Plates 
• Bale Spear 
• Material Sifting Buckets 
• Pallet Forks 
• Auger 

COMING SOON. 
• Tree Shears 
• Wood Splitters 
• Dozer Blade 
• 4 in 1 Bucket Land Leveler Planer wHydraulic Scantier Quick Claw Industrial Grapple Rake 

Brush Buster Power Hydraulic Brush Mower Sweep Power Angle Broom Quick Clear Grapple Rod Bucket Quxrt Scrape-n Grab Industrial Material Grapple 

U S E R E A D E R S E R V I C E # 1 1 2 



You can now request product information 

online and receive a response immediately! Just 

visit www.lawnandlandscape.com and click on 

the "free product information " logo on the 

front page. There, you can submit your 

product information requests directly to 

manufacturers. Or, simply circle the numbers 

on the reader service card in this month s issue 

and fax the form to 21Ô/QÔ1-05Q4. 

Hunter SVC-400 
Wireless 

Controller 
• Four-station battery-

operated controller 
for use on land-

scaped sites with 
restricted ac-

. ̂ C B M - cess to elec-
^ ^ ^ ^ trical 

* power 
• Works with standard battery-latching 
solenoids 
• Installs directly into the valve box 
• Can be placed up to 100 feet away from 
the site 
• Features push-button programming 
and bright LCD display 
Circle 204 on reader service form 

Vandermolen 
Commercial 
Trimmers and 
Brushcutters 
• Easy to handle for reliable performance 
• Powered by Kawasaki engines 
• Three models: 25.4 cc, 28.1 cc and 43.2 cc 
• Equipped with a 9-inch safety bar 
molded into the loop handle to protect 
against kickbacks 
• 10 cutting-head options offer versatility 
for diverse job types 
Circle 203 on reader service form 

Swisher's 
ZTR Line 
• Line of zero-turn radius mowers 
• Available with 36-, 42- and 50-inch 
mowing deck widths 
• Three model options range from 14- to 
22-hp engines 
• Mid-mount mowing deck for smoother 
cut 
• Twin comfort grip control levers 
• Infinite cutting height adjustment from 
1.5-inch to 3.5-inch 
• Padded high-back seat for a comfortable 
ride 
Circle 205 on reader service form 

Oly-Ola Shallow 
BRIC-EDGE B 
Paver Restraint 
• L-shaped paver restraint 
• Features a streamlined backside with 
no backlip 
• Designed for installers who prefer 

placing the restraint outside of the 
paver 
• Ideal for hardscape installations us-
ing shallow pavers, patio blocks, slate 
or flagstone 
• Constructed from recycled black 
vinyl with specially designed 
key-hole cuts for flexibility 
and durability 
Circle 206 on reader service form 

Conbraco 
Backf low Test 
Kits 
• Two lightweight kits for use with most 
current makes and models of backflow-
prevention devices 
• Made with corrosion-resistant materials 
• Rated for pressures up to 200 psi and 
temperatures up to 150 degrees Fahrenheit 
• Designed for comprehensive testing of 
all types of backflow-prevention divi-
sions, reduced-pressure principle assem-
blies, double-check assemblies, spill-resis-
tant vacuum breakers and pressure-type 

vacuum 
breakers 
• Both 
kits feature 
a molded 
plastic 

Loegering Skid 
Steer-Mounted 
Trencher 
• Forward-digging skid-mounted trencher 
• Digs in both directions - straight and in 
curves 

• Skid-plate can be set in relation to the 
two tandem dirt augers 
• Available in digging depths of 42, 54 and 
64 inches 
• Ideal for creating circular foundations 
Circle 208 on reader service form 

gauge 
body, 

durable carrying case, outside compart-
ments for brass fittings and flexible strap 
Circle 207 on reader service form 
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This month, win qCLIP from CLIP Software 

qCLIP is the result of combining the latest technology from 
QuickBooks™, the latest mobile and GPS technology along 
with the years of experience and development in CLIP. 

qCLIP automatically integrates with QuickBooks 
qCLIP further enhances the capabilities of your favorite accounting program by 
adding customer management, routing, scheduling of jobs, $ per hour tracking, 
cell phone integration, GPS integration and much more. If your company is set 
up in QuickBooksand you would like to automate some of its operations, 
qCLIP is an ideal companion. All of your billing and business functions will 
still remain in QuickBooksIS1 CLIPhas its roots in the green industry and we 
understand your needs. 

CLIP is a proud Intuit Power Launch Member. 
QuickBooks a n d t h e "Des igned for QuickBooks" Logo are t rademarks a n d / o r registered t rademarks of In tu i t Inc., 
d isplayed w i t h permission. The use by Sensible S o f t w a r e , Inc. o f t h e Logo does not s ignify cert i f icat ion or e n d o r s e m e n t 
o f Sensible S o f t w a r e , I n c A s o f t w a r e by Intui t , a n d Sensible S o f t w a r e , Inc. is solely responsible for its s o f t w a r e a n d 1 / 1 / 1 / 1 / 1 / 1 / d / O m m 
t h e support a n d m a i n t e n a n c e of t h e s o f t w a r e . Y r W W . L I I ¡J . L U I 11 
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Syngenta's 
Monument 
Herbicide 
• Selective postemergence weed control 
for commercial use 
• Active ingredient is trifloxysulfuron sodium 
• Provides control of a broad range of 
weeds including all major categories of 
sedge species, green kyllinga, oxalis and 
various other grass and broadleaf species 
in Bermudagrass and Zoysiagrass 
• Available in a 75WG formulation 
• Can be used to remove Poa triznalis and / or pe-
rennial ryegrass for enhanced spring results 
• For ground application, use a minimum 
of 10 gallons of water per acre 
• To ensure accuracy, calibrate sprayer at 
the beginning of the season before use and 
recalibrate frequently 
Circle 209 on reader service form 

DewEze 
All-Terrain Mower 
• Model ATM-72LC 
• Hillside mower with a new appearance 
• Sleek hood and cowling design allow 
easier access for maintenance and service 

• 30-hp diesel engine powers hydraulic 
deck drives, steering, propulsion, auto-
leveling and deck lift 
• Split 72-inch deck design follows 
contours and easily cuts V-ditches 
and crowns 
Circle 211 on reader service form 

PARTS & TOOLS, 
FROM ONE SOURCE, 

DIRECT TO THE 
PROFESSIONAL USER. 

• Landscaper % 
i Quality Parts and Tools • Direct 

WWW.LANDSCAPERPRO.COM 

TOLL FREE 888.812.3384 

USE READER SERVICE # 1 1 5 
1 4 2 MAY 2 0 0 4 

Call NOW & 
$AVE Money 

All Year 
BACKFLOW SALE 

MTI 

1 " #950 
Dbl .Chk 

$56 

1 " #420 
P.V.B. 

$42 

BEST PRICES 
ON RP DEVICES 
1 "#825 @ $110 

w/rrI in. order 
Order By 1 p.m. SHIPS SAME DAY 

800-600-TURE 
CALL US AND SAVE! 7:30 am - 5 pm P D r 

w w w. S PR IN K LE RS 4 LESS COM 
(8873) 

U S E R E A D E R S E R V I C E # 1 1 6 

LAWN & LANDSCAPE 

Mount Kit TrynEx Express 
• Simplifies the process of truck bed mounting and removal 
• Specifically designed for use with SnowEx Vee Pro 
poly bulk spreader models 
• Includes a heavy-duty steel subframe that mounts 
directly on the truck bed base 
• Frame easily slides into the subframe and locks the 
unit into place 
• Includes a mobile wheel kit to roll the unit easily 
from one location to another 
Circle 210 on reader service form 

http://WWW.LANDSCAPERPRO.COM


ijdjTiiiiras 
Maruyama 
BC3020 Trimmer/ 
Brushcutter 
• Combination trimmer and brushcutter 
product for various applications 
• 30cc patented HERE engine design 
• Offers higher head speeds and superior 
torque 
• Features Walbro digital ignition 
Circle 212 on reader service form 

WaterWick 
Product literature 
• Provides detailed information about 
WaterWick turf drainage and construction 
machines 

PWCE Snow Re-
moval Equipment 
• Snowbox, V-plow, Wing Plow and 
Angle Plow can be interchanged 
• Attachments are made with 3-point 
hitches for easy hookup and use 
• Adaptable to everyday vehicles 
and tractors 
• No major modifications are required 
for attachment 
Circle 213 on reader service form 

• Turf drainage machines use patented 
process to enhance surfaces damaged by 
water, traffic and poor drainage 
• Construction machines add versatility 
to utility loaders with multi-functional 
attachment 
Circle 214 on reader service form 

UltiaTech 
International 
Ulba-HardTop Plus 
• Outdoor drum storage units available in 
8-, 12-, 16- and 20-drum models 
• Extender 
kits are 
available to 
extend ca-
pacity be-
yond 20 
drums 
• Polyethylene 
cal resistance 
• Multiple lockable compartments 
offer flexible usage for a broad range 
of operations 
• Each compartment features a two-way 
entry system 
Circle 215 on reader service form 

construction offers chemi-

Work Visas 
"Are you having a difficult time finding 
minimum or low wage legal workers? 
Let us help you get the low wage labor 
force that you need, just as we have for 
hundreds of other companies for years." 

-Robert Kershaw 
Attorney at Law 

legal and low wage foreign workers 
with H2B or H2A visas may be the 

answer to your labor needsl 
EARLY SIGN UP OFFER -

1 - 9 9 H2B Visas 
2 , 5 0 0 . * 

(Flat rate per application, billed in 5 installments of $500. each) 
* Does not include bus fare. INS fees, required newspaper ads. 

foreign processing and consulate fees, nor foreign recruiting fees. 
Give us the opportunity to beat any competitor's published price. 

Number of potential clients is limited! 
Call toll free for more information 

1-800-764-5570 
The Law Office Of Robert Kershaw, P.C. 

1825 Fort view Rd.. Suite 101. Austin. Texas 78704 ( 5 1 2 ) 383 -000" Fax: (512) 383-0009 

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

w w w . w o r k v i s a s u s a . c o m 

U S E R E A D E R S E R V I C E # 1 1 7 

LAWN & LANDSCAPE 

USE READER SERVICE # 1 2 1 
M A Y 2 0 0 4 143 

Zhiifjly, Warn bum Products 

CALL TOLL FREE 
0 Ï 0 Ï 0 lOp»H> / 4 0 K > ï o 

Find Out How! 

Model 200 Topdresser 

"We Faid for our 
Earth ¿Turf 
lilultispreadln 
One Season!" 

http://www.workvisasusa.com


www.lawnandlandscape.com 

THE POWER OF 
PERSONALIZATION 
U s i n g t h e p o w e r o f d a t a b a s e t e c h n o l o g y , M y L a w n & 
L a n d s c a p e a l l o w s l a w n a n d l a n d s c a p e p r o f e s s i o n a l s t o 
p e r s o n a l i z e t h e i r L a w n & L a n d s c a p e O n l i n e e x p e r i -
e n c e . C u s t o m i z e s t o c k s , l o c a l w e a t h e r , n e w s , y o u r 
d a i l y s c h e d u l e , b u s i n e s s c a r d s a n d m o r e . E v e n b o o k -
m a r k y o u r f a v o r i t e a r t i c l e s t h a t h a v e a p p e a r e d i n Lam 

& Landscape m a g a z i n e . 

S i g n i n g u p f o r a M y L a w n & L a n d s c a p e a c c o u n t 
i s e a s y a n d f r e e o f c h a r g e . S i m p l y g o t o 
w w w . l a w n a n d l a n d s c a p e . c o m . I n t h e t o p r i g h t - h a n d 
c o r n e r , y o u ' l l s e e t h e M y L a w n & L a n d s c a p e l o g i n 
a r e a . S i m p l y c l i c k o n t h e i c o n , r e g i s t e r f o r a n a c c o u n t 
a n d y o u ' r e r e a d y t o c u s t o m i z e y o u r p a g e . I t ' s t h a t e a s y . 

T h e L a w n & L a n d s c a p e M e d i a G r o u p p r i d e s i t s e l f 
o n p r o v i d i n g t h e m o s t c o m p r e h e n s i v e n e w s c o v -
e r a g e o f t h e l a w n a n d l a n d s c a p e i n d u s t r y . I n f a c t , 
w e ' r e t h e o n l y c o m m u n i c a t i o n s p r o v i d e r t h a t h a s a 
f u l l y d e d i c a t e d I n t e r n e t e d i t o r t h a t c o v e r s l a t e -
b r e a k i n g i n d u s t r y n e w s as it happens I n a d d i t i o n , 
L a w n & L a n d s c a p e O n l i n e p r o v i d e s " b o n u s " c o v -
e r a g e o f a w i d e r a n g e o i b u s i n e s s a n d t e c h n i c a l 
t o p i c s o f i n t e r e s t t o p r o f e s s i o n a l c o n t r a c t o r s . J u s t 
l o o k f o r t h e " F o r M o r e I n f o r m a t i o n " b o x e s o r t h e 
" W e b B u t t o n s " t h r o u g h o u t Lam & Landscape 

m a g a z i n e f e a t u r i n g t h e s i t e a d d r e s s e s o f m a n u f a c -
t u r e r s , d i s t r i b u t o r s a n d o t h e r s a f f i l i a t e d w i t h t h e 
i n d u s t r y . T h i s f u l l - m a r k e t n e w s c o v e r a g e i s o n l y 
a v a i l a b l e f r o m w w w . l a w n a n d l a n d s c a p e . c o m . 

Iawnandlandscape.com 

\fectS<rWORKS 
L A N D M A R K 

www.nemetschek.net 

6 a / y V 
L a u r n / J 

www.easylawn.com 

Teejet 
www.teejet.com/ms/teejet/ 

The red leader. 

www.hannay.com 

region 

www.gregsonclark.com 

BILLM ASTER 
S o f t w a r e 

www.billmastersoftware.com 

uuecHO 
www.echoincorporated.com 

H Ditch Witch 
U N D E R G R O U N D THORITY 

www.ditchwitch.com www.turfco.com 

F* *RCE 
A m e r i c a 

www.forceamerica.com 

C O X R E E L S 

vmw.coxreels.com 

mm 
www.sprinklerstorless.com 

www.otterbine.com 

' Cutter 's Choice 

www.cutterschoice.com www.gmc.com 

>jCPWr~ 
CENTRAL PARTS WAREHOUSE 

www.centralparts.com 

r » # i / i r n n n n n r n 
s ss - r= r mmmma^mMmms 
L / I / 1 I L U I I C / I I Li I 
The World's Fastest Lawn Mower 

www.dixiechopper.com www.realgreen.com 

I c o r p o r a t i o n 

www.amamia.com 

TräcVÄC 

www.trac-vac.com 

J O H N D E E R E 

www.mowpro.com 

fßTILTON 
° EQUIPMENT COMPANY 

www.tiltonequipment.com 

Integrated 
BioControI 
Systems, Inc. 

www.goodbug-shop.com 

: f 
arpi 

www.petersonpacific.com 

.com 
LAWN & LANDSCAPE ONLINE: 

NEWS YOU 
CAN USE... 

http://www.lawnandlandscape.com
http://www.lawnandlandscape.com
http://www.lawnandlandscape.com
http://www.nemetschek.net
http://www.easylawn.com
http://www.teejet.com/ms/teejet/
http://www.hannay.com
http://www.gregsonclark.com
http://www.billmastersoftware.com
http://www.echoincorporated.com
http://www.ditchwitch.com
http://www.turfco.com
http://www.forceamerica.com
http://www.sprinklerstorless.com
http://www.otterbine.com
http://www.cutterschoice.com
http://www.gmc.com
http://www.centralparts.com
http://www.dixiechopper.com
http://www.realgreen.com
http://www.amamia.com
http://www.trac-vac.com
http://www.mowpro.com
http://www.tiltonequipment.com
http://www.goodbug-shop.com
http://www.petersonpacific.com
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ptancr coverall 
www.pioneedcoverall.com 

E D 
Walla Walla 
S p r i n k l e r C o m p a n y 

www.mprotator.com 

RainCAD 
www.raincad.com 

www.mulchmule.com 

w 
www.valentpro.com 

www.isuzucv.com 

C O M P A S S 
SYSTEM, INC. 

www.compasssystem.com 

m^AVieix 

www.gravely.com 

MIDDLE G A . ISUZU 

www.gatrucks.com 

w ENCORE 
P O W E R E Q U I P M E N T 

www.encoreequipment.com 

www.plna.com 

LITTLE WONDER* 

www.littlewonder.com 

PREMIER AUGERS 
li$t-4l»-Ê»»B 

www.premierauger.com 

EdgePro 
Paver Restraint 

www.edgepro.com 

Service 
Solution 

www.theservicesolution.com 

Äi v e r d a l e 
. I y lift imi (tinifu my 

www.riverdalecc.com 

TEXTRON 
GOLF, TURF & SPECIALTY PRODUCTS 

www.textron.com 

Triple D 
Enterprises 

www.tripled-enterprises.com 

FERRIS 

www.terrisindustries.com 

I)(AV AgroSciences 

www.dowagro.comAurf 

T u r f G o l d S o f t w a r e 

www.turitree.com 

Z 
SPRAY 

www.z-spray.com 

SBURGER * 
DEPEf̂ JArfE SERVICE SINCE 1915 

frtúUMIHCC 

www.weisburger.com 

® ST/HL 
www.stihl.com 

HUSTLER 
Turf Equipment 

www.excelhustler.com 

E 
pAao/giiriri^ri 
crjrrj-jrMàâtJTi 

An Employer-Owned Company 

www.weedalert.com 

Swiss 
P r e c i s i o n 
Enterprises 

www.swissprecision.net 

CE KILLER 
SPRAYERSé\ 

www.koisorotners.com 

Visual Impact Imaging 

www.visualimpactimaging.com 
shmdaiwa 

www.shindaiwa.com 

www.weed-man.com 

C O M M E R C I A L MOWERS 

www.scag.com 

www.spyker.com 

Bayer 
Environmental Science 

www.bayerprocentral.com 

G l e n m a c 
i HI I.I.S1 
It IKt.Ol 

www.glenmac.com www.wellscargo.com 

www.turfiacts.com 
£ »press 8/a wer 

www.expressblower.com 

TECHNOLOGIES 

www.adkad.com www.toro.com 

http://www.pioneedcoverall.com
http://www.mprotator.com
http://www.raincad.com
http://www.mulchmule.com
http://www.valentpro.com
http://www.isuzucv.com
http://www.compasssystem.com
http://www.gravely.com
http://www.gatrucks.com
http://www.encoreequipment.com
http://www.plna.com
http://www.littlewonder.com
http://www.premierauger.com
http://www.edgepro.com
http://www.theservicesolution.com
http://www.riverdalecc.com
http://www.textron.com
http://www.tripled-enterprises.com
http://www.terrisindustries.com
http://www.dowagro.comAurf
http://www.turitree.com
http://www.z-spray.com
http://www.weisburger.com
http://www.stihl.com
http://www.excelhustler.com
http://www.weedalert.com
http://www.swissprecision.net
http://www.koisorotners.com
http://www.visualimpactimaging.com
http://www.shindaiwa.com
http://www.weed-man.com
http://www.scag.com
http://www.spyker.com
http://www.bayerprocentral.com
http://www.glenmac.com
http://www.wellscargo.com
http://www.turfiacts.com
http://www.expressblower.com
http://www.adkad.com
http://www.toro.com
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PORTER-FERGUSON LlNE.~f.WARD 
C O R P O R A T I O N 

w w w . l o w e l l c o r p . c o m w w w . l i n e w a r d . c o m 

M a r . UN D r a k e C «insultants 
/^¿/aa/c fyetrpa 
FFftfíHTUMFR ÌSI/I& 

www.gatrucks.com 

CubCadeJL Ú. 
» • • » e m 

www.cubcommercial.com 

w 
www.ngksparkplugs.com 

T 
I P R O L A W N : CATERPILLAR 

www.prolawnsprayshields.com www.cat.com 

^ B E R K E L E Y ^ 

www.berkeleypumps.com 

fLandscaperPro 
^ Quality Parts and Tools • Direct 

www.landscaperpro.com 

www.clip.com 

CARS€>N. 
www.carsonind.com www.asvi.com 

WALKER®MOWERS 

www.walkermowers.com www.ariens.com 

A.M. 
( T o o i s ^ t h a t g o w n ; 

www.amleo.com 
FOLEY ENTERPRISES 

www.foleyenterprises.net 

drafix.com 
www.drafix.com www.commtruck.ford.com 

Lebanon 
T U R F P R O D U C T S 

www.lebturf.com 

NORTH 
AMERICAN 

GREEN 

www.nagreen.com 

waugeV 
www.mauget.com 

l aufe . 

www.exmark.com www.mge-dairon.com 

syngenta 
www.syngentaprofessionalproducts.com 

TEXTRON 
Brouwer Division of Textron Inc. 

www.brouwerturt.com 

RA/N^B/rd 
www.rainbird.com 

H u n t e r 
www.hunterindustries.com 

YAZOOIKEES 

www.yazookees.com 

Aéocet 
www.alocet.com 

iili,tniíii\ 

www.reist.on.ca 

ÊJHusqvarna 
www.husqvarna.com 

J r c o 
www.jrcoinc.com 

mm 
www.proproducts.dupont.com 

U N I C O 

www.unicospray.com 

MUI 

Ëk Perma-Green Supreme, Inc. 
8 0 0 . 3 4 6 . 2 0 0 1 

www.ride-onspreader.com 

Kawasaki 
www.kawpowr.com 

FINN 
CORPORATION 

www.finncorp.com 

leadsUSA^ new i 

www.newleadsusa.com 

Cttëtwfo 
Lighting Inc.* 

www.cascadelighting.com 

http://www.lawnandlandscape.com
http://www.lowellcorp.comwww.lineward.com
http://www.gatrucks.com
http://www.cubcommercial.com
http://www.ngksparkplugs.com
http://www.prolawnsprayshields.com
http://www.cat.com
http://www.berkeleypumps.com
http://www.landscaperpro.com
http://www.clip.com
http://www.carsonind.com
http://www.asvi.com
http://www.walkermowers.com
http://www.ariens.com
http://www.amleo.com
http://www.foleyenterprises.net
http://www.drafix.com
http://www.commtruck.ford.com
http://www.lebturf.com
http://www.nagreen.com
http://www.mauget.com
http://www.exmark.com
http://www.mge-dairon.com
http://www.syngentaprofessionalproducts.com
http://www.brouwerturt.com
http://www.rainbird.com
http://www.hunterindustries.com
http://www.yazookees.com
http://www.alocet.com
http://www.reist.on.ca
http://www.husqvarna.com
http://www.jrcoinc.com
http://www.proproducts.dupont.com
http://www.unicospray.com
http://www.ride-onspreader.com
http://www.kawpowr.com
http://www.finncorp.com
http://www.newleadsusa.com
http://www.cascadelighting.com


Handi Gate Tail 
Gate Ramp System 
• Allows access to bed by opening either half 
• Easy hookup to trailers with transparent 
design 
• Folds down for use as standard tail gate 
• One person can safely load most items 
• Installs easily to Ford, Dodge and Chevy 
pickups 
Circle 216 on reader service form 

Morbark 2004 
Product Guide 
• Features the manufacturer's latest heavy-
duty equipment 
• Contains product specifications for the 
full line of grinders, screens, dry colorant 
processing system, chippers, etc. 
• Provides information on product sup-
port, parts and service 
Circle 217 on reader service form 

Peikins 4-Cylinder Engine 
• 4-cylinder, 1.5-liter engine developed for Tier 2/Stage II requirements 
• Model 404C-15 
• Light, compact and quiet 
• Developed specifically for use in the light construction, agricultural and lawn care sectors 
• Standard oil and filter changes are at 500 hours 
Circle 218 on reader service form 

Caterpillar 268B 
Skid-Steer Loader 
• Features a high-flow XPS hydraulic sys-
tem that senses load size and compensates 
for changes in pressure 
• Offers vertical 
lift linkage for 
efficient truck 
loading and 
materials 
handling 
• Has a rated 
operating capacity of 2,700 pounds and 
a maximum lift of 127 inches 
• Powered by a 76-hp Cat 3044C diesel 
engine 
• Attachment options include tillers, au-
gers, hammers, compactors and brooms 
• Anti-stall and pilot hydraulic joystick 
controls offers comfortable operation 
Circle 219 on reader service form 

Grubs Eating Your Profits? 

e 

gpSS 
^e fn their 

Technical Support 
Provided 

# 

GrubStake™ 
GrubStake™ Hb contains Beneficial Nematodes that 
kill many soil pests including grubs of the Japanese 
beetle, May/June beetle, Masked chaffer, Black vine 
weevil, and other soil pests. 

EASY TO APPLY 
GrubStake™ is applied using conventional spray 
equipment, hose-end sprayers, watering cans, or 
distributed through pressurized irrigation systems. 

O r * — B i o C o n t r o l P.O.Box 9 6 
V V O _ Aurora. IN 47001 

V X , > S y s t e m s , I n c . i-888-793-1 BCS 

SOFTEST touch, SMOOTHEST fingertip controls in its (loss Hour meter with SERVICE wormng 

\ Oil cooler 
Auxiliary power, AUTO SHUTDOWN without operator presence HAND throttle STANDARD 

\ I with trenching 
v SyS tOT 

17 got STEEL fuel tonics, largest in doss 

Best POWER ro WEIGHT ratio in doss 

Self LEVELING bucket 

i f 6 ^ . — 

Shop on-line at 
w w w . n e m a t o d a r y . c o m 

Universal 
ATTACHMENT plate 

BEST bucket rol 
bock & dump ongle 
IN CLASS 

Totally ENCLOSED 
transmission system 

LARGEST 
m doss 

10* wheels 

N O counter weights 
Machine in balance at 
all times BEST center 

of gravity m doss 

ANTI SLIP 
perforated me toi 

operators platform 
Tilts for easy 

The world's first & best mini skid since 1981 

1 - 8 6 6 - l l S - K A N G A 
1 - 8 6 6 . 8 7 5 - 2 6 4 2 

Visit us at: w w w . k a n g a - l o a d e r . < o m 

USE R E A D E R SERVICE # 1 1 4 USE R E A D E R SERVICE # 1 1 3 
1 4 7 



ĵTTíilTy 
MegaGro 
Lawn Honey 
• Formulation of Polyacrylamide creates 

healthy turf by actually binding soil and 

fertilizer particles together, deep at the 

root zone 

• Improves water filtration, increases wa-
ter conservation, retains fertilizer and 
other nutrients 
• Can help reduce erosion and repair 
brown patches 
Circle 220 on reader service form 

Swisher Trim-Max 
• Combines three tools in one - trimmer, 
edger and mower 
• Powered by a 6.5-hp Briggs and Stratton 
Quantum engine 
• Offers a 22-inch cut radius 
Features a maintenance-free trimmer head 
• Includes protective eyewear, engine oil 
and replacement trimmer line 
• Patent-pending features allow operator to 
adjust the trimmer head from left to right 
and rotate the trimmer head 90 degrees 
Circle 221 on reader service form 

Profile Products 
Flexterra 
• Flexible erosion control medium com-
posed of long strand, thermally processed 
wood fibers, crimped, interlocking fibers 
and performance-enhancing additives 
• Acts as a hydraulically applied blanket 
• Requires no cure time to be effective 
• Forms a bond with the soil surface 
• Can be combined with other erosion con-
trol technologies 
Circle 222 on reader service form 

Lawn & Garden 
Products' SLUGGO-AG 
• Snail and slug bait 
• Based on the active ingredient iron phosphate 

i 

• Safe for use around pets and wildlife 
• Eventually breaks down into fertilizer 
• Remains effective after rainfall and irrigation 
• Now registered for commercial growers 
in 40-pound bags 
Circle 223 on reader service form 

H O W T O B U I L D T H E 
L O N G E S T L A S T I N G T R A I L E R 

IN T H E G R E E N I N D U S T R Y 
(Wells Cargo 's comprehensive 6-year warranty is proof positive!) 

USE READER SERVICE #115 

Improve Your 
Lawn Care Service Efficiency! 

C o m p a c t D e s i g n • O p e r a t o r F r i e n d l y 
T h e C l e a n L o o k 

Proven as the ultimate "Profit Maker" system... 

• Fiberglass 300 gal. liquid tank up front • Fiberglass 50 gal 
auxiliary tank behind • Mechanical or pressure agitation 
• Diaphragm pump • Gas engine powers agitator & pump 
• Mechanicals mounted on auxiliary tank to save space 

Fiberglass side 
boxes provide dry 
storage for 25+ 
fertilizer bags, 
and a hose reel. 

We build complete systems or, we 
can supply the components and 
you can build your own. 

Contact us today tor additional 
details. Or, see our equipment 
at the MID AM show. 

Lehman Mfg. Company, Inc. 
800.348.5196 

www.llc-equipment.com 

1 4 8 MAY 2004 

U S E R E A D E R S E R V I C E # 4 4 

LAWN & LANDSCAPE 

Assist 

I 

Heavy -Duty A n o d i z e d 
A l u m i n u m Roof C o v e 

S ide Entry Door wi th A l u m i n u m 
"Ant i -Rack" C a m Lock 

( 8 0 0 ) 3 4 8 - 7 5 5 3 

3/8" 
Exter ior G r a d e 

P lywood 
S idewal ls 

Rear R a m p 
Door wi th 

Dual Spr ing 

3/4" 
Mar ineTech™ PTP 

R a m p Deck 
& Interior Floor 

(20 year war ran ty ) 

Rad ius Steel 
Corner Posts 

(Front & Rear) 

LED 
Stop/Tal l /Turn 

L ights for 
Improved Safety 

C h a s s i s Built wi th 
S m a r t F r a m e 

Techno logy™ 
inc luding Tubular 
Steel Ma in Rai ls 

® 
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ADVERTISEMENT 

SNAPPER The manufacturer of 
commercial lawn mowers 
has repositioned its 
business under the name 
SnapperPro, representing 

Snapper Products is repositioning its com-
mercial mowing business under a new name 
- SnapperPro. 

Over the years, the Snapper brand has 
represented a host of commercial products, 
namely versatile commercial mowers. The 
company has developed, built and sold 
these products based on demand from its 
dealer network and commercial customer 
base. As the demand for commercial mow-
ers has increased in recent years, Snapper 
has transformed its manufacturing process 
to better serve the needs of professionals. 
As an indication of that production trans-
formation, Snapper devoted plant space, 
labor and tooling to manufacture commer-
cial mowing products. 

"Snapper has a focused factory which 
manufactures a wide variety of products for 
the turf management industry," says Shane 
Sumners, president of Snapper. "Constructed 
specifically for the rigors of commercial cut-
ting, we are bundling them under the name 
of SnapperPro. Our objective is to bring more 
commitment to developing innovative prod-
ucts for the commercial market." 

The SnapperPro line currently includes: 
• FastBack mid-mount zero-turn mow-

ers 
• Turf Cruiser zero-turn mowers with 

out-front mowing decks 
• Pro Hydro hydrostatic zero-turn walk-

behind mowers 
• Pro 32, hydrostatic and gear-driven 32-

inch walk-behind mowers 
• Pro Express mid-size gear-driven 

walk-behind mowers 
• Commercial trim mowers 
• Grounds Cruiser utility vehicles 
For more information about these and 

other SnapperPro products, visit the 
company's Web site, 
wiviv.snapperpro.com. 

And be sure to check out the latest 
SnapperPro products listed at left. 

I* m - f . ' 

a lasting devotion to 
addressing the needs of 
professional operators. 

SnapperPro Turf Cruiser 
• Zero-turn riding mower with out-front mowing deck 
• Allows commercial contractors to mow large acreage while 
still trimming in and around trees and other obstacles 
• Available with three engine choices, three cutting deck 

widths and a single-lever joystick control 
• Engine options include: 21-hp Kubota in-line, three-cylinder, liquid-cooled diesel; 

23-hp Kubota in-line, three-cylinder, liquid-cooled gas; and 25-hp air-cooled 
Kohler Command OHV V-twin model 

• 52-, 61- and 73-inch decks available 
• Features electric clutch blade engagement 
• Includes the Qwik-O-Nect attachment system for the addition of a snow broom, 

snow blade, two-stage snowthrower or debris blower 
• Two-year commercial warranty 

Circle 200 on reader service form 

Snapper Pro 27-hp FastBack Mower 
• Mid-mount zero-turn mower 
• Features a new suspension seat for enhanced comfort 
• 27-hp Kohler V-twin OHV engine and 61-inch mower deck 
• Includes adjustable twin lever steering controls and fan-cooled dual hydrostatic 

drive systems 
• Features anti-scalp rollers, a six-position foot-assisted deck lift and 24-inch 

rear drive tires 
• Can reach a top speed of 9.5 mph 
• Two-year commercial warranty 

Circle 201 on reader service form 
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SpreadEx Granular Spreader 
• Ideal for spreading seed, fertilizer and control products 
• Comes standard with a variable-speed controller 
• Spreader's material flow gate calibrates and controls 
material flow 
• Spread pattern is also available from the cab 
• 12-volt DC direct-drive system includes a revolution-
ary, maximum-torque transmission 
• Holds up to 5.75 cubic feet or 350 pounds of dry, free-
flowing granular material 
• 10-inch, lightweight polymer construction spinner can spread up to 
Circle 224 on reader service form 

40 feet in width 

Aliette Fungicide 
from Bayer 
• For all-season ornamental applications 
• Provides effective, preventive control 
of Pythium, Phytophthora, downy mildew 
and fire blight 
• Suppresses bacterial diseases caused by 
Xanthomonas campestris pathovars 
• Enhances the plant's natural defense 
mechanisms to fight off disease 
• Applied as a drench or a foliar treatment 
Circle 225 on reader service form 

Gehl7810 
Skid-steer Loader 

• Delivers 
bucket breakout force of nearly 
7,900 pounds 
• Offers a lift height of nearly 12 feet 
Circle 226 on reader service form 

Stellar Industries 
Xchange 
3X-Tra-Lift 
• Pick-up mounted hydraulic loading 
device 
• Designed to expand versatility of 
standard truck applications 
• Various bodies can be used, including 
dump boxes, flatbeds and small water 
or fertilizer tanks 
• Hydraulic action allows for loading, 
off-loading and dumping 
• Uses permanently lubricated bushings 
and stainless steel pins throughout 
the hooklift 
Circle 227 on reader service form 

Shurf lo ProPack 
Sprayer 
• SRS-540 rechargeable backpack sprayer 
• Powered by 12-volt battery 
• Eliminates the 
need for manual 
pumping, with 
enough power to 
spray up to 120 
gallons on a 
single charge 
• Micro-proces-
sor offers ad-
vanced one-touch 
master control 

• Features four pump speeds 
• On-demand operation allows operator 
complete control 
• 24-inch spray lance and 4-gallon 
polyethylene tank 
Circle 228 on reader service form 

Hanay 1000 
Series Hose Reel 
• Compact, sturdy reel for pest control, 
lawn care and grounds maintenance 
applications 
• Suitable for power cleaning applications, 
such as washdown and degreasing 
• Made to handle ID hose from 50 to 175 
feet in length 
• Can handle product temperatures from 
20 degrees to 400 degrees Fahrenheit 
• Features direct-crank rewind feature 
• Removable crank is available 
Circle 229 on reader service form 

Terex Telehandler 
• Model TX5519 incorporates an innovative 
cab design 
• Includes easy-to-use joystick controls 
• Has a rounded profile 
• Complete with an economically de-
signed interior 
• Features a 5,500-pound lift capacity 
• Combines with a variety of attachments 
for on-the-job versatility 
• Three drive options include two-wheel 
drive, four-wheel drive and cab steer 
modes 
Circle 230 on reader service form 

NGK Commercial 
Spaik Plugs 
• Designed for various small-engine 
applications, including outdoor power 
equipment 
• Rolled threads feature improved 
strength and easy installation 
• Packaging includes part conversion 
to make switching plugs easy 
• Designed to prevent fouling 
• Includes a protective tray-style holder 
Circle 231 on reader service form 

• High-capacity loader for a diversity of 
applications 

• Powered by 
Perkins 1104-
E44T turbo die-
sel engine 
• Offers verti-
cal-lift linkage 
for consistent 
forward reach 
throughout the 
lift cycle 
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Shindaiwa 
Professional 
Cut-off Saw 
Diamond 
Blades 
• 12- and 14-inch diameter heavy-
duty diamond cut-off saw blades 
• Engineered to cut in dry or wet 
applications 
• Green label blade is designed for 
general-duty applications 
• Recommended for professionals 
who use a cut-off saw only occa-
sionally, or for less experienced op-
erators 
Circle 232 on reader service form 

SpreadEx 
LG 375 Spreader 
• Material flow gate calibrates and controls 
material flow 

• Allows the 
operator to 
distribute the 
right amount 
of material 
for each appli-
cation 
• Adjustable 

deflector allows spread pattern manipulation 
• Designed to work with multiple service 
vehicles 
• Comes standard with a 2-inch receiver 
hitch mount 
• Mounted in a weather-tight enclosure 
Circle 233 on reader service form 

ArborSystems 
Pointer™ Insecticide 
• Used to stop emerald ash borers and 
hemlock woolly adelgids 
• One application of Pointer using the 
Wedgle™ Direct-Inject™ Tree Treatment 
System provides season-long control 
of adelgids, borers, beetles, and other 
tree pests. 
• Injects chemicals directly into the active 
layer of the tree without drilling 
• Control is achieved in as little as five 
days and it takes less than five minutes to 
treat the average tree 
• Contains the same active ingredient as 
Bayer's Merit® insecticide 
• Packaged by ArborSystems for use with 
the Wedgle™ Direct-Inject™ System 
Circle 234 on reader service form D 
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(continued from page 90) 

"I've also noticed that in urban areas where we 
have jobs with parks, vandalism is part of the 
motivation. These clients see that drip is the 
most efficient way to water all their shrubbery 
and the fact that no one can see the emitters or 
drip line means they won't be bothered." 

or mainline for his larger applications, dig-
ging that trench by hand could take two to 
three hours. Likewise, Mugavin explains 
that landscape beds or other small, intricate 
applications require more time and labor. 
"When you have long 400- or 500-foot runs 

it's easy to lay that down, but if you 
have something like planter boxes to 
work in, those can be more time con-
suming," he says. "You may only 
have to install 60 or 70 feet in those 
boxes, but all the hand digging and 

On the other hand, 90 percent of 
Gallagher's drip business is in the residen-
tial market. "We stress the importance of the 
system's efficiency in terms of getting equal 
parts of water to every plant and not having 
to change it because of plant growth and 
things of that nature," he says. "We push the 
idea that they're actually going to save money 
on water because they're not going to waste 
any water." 

Though opinions differ on how to 
charge for drip irrigation services, most 
contractors agree that, as with other irri-
gation jobs, time and materials are the 
basis for their pricing structures. "Some of 
our jobs are all machine work and some 
are all hand digging," Gallagher says. "Ma-
chines improve our efficiency tenfold, so 
we start by looking at the job and deter-
mining what we can do by hand and where 
we can use a machine." 

Gallagher notes that while it can take 10 
minutes for a machine to pull the "feed line" 
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Installing main drip irrigation parts is 
similar to installing traditional systems. 

Photos: Rain Bird 

intricate patterns of where the emitters need 
to be can take several hours." 

Another factor that can complicate pric-
ing is that there is a wide range of job sizes, 
depending on the type of client and the 
application. "The largest drip installation 
we ever did was 60,000 feet and the smallest 
was 500," Mugavin says. "Sometimes in 
residences, a foundation planting may only 
be 500 to 1,500 feet and some larger com-
mercial projects are 50,000 or 60,000. It all 
depends on how many landscape beds or 
larger turf areas need to be irrigated and 
those numbers can range quite a bit." 

But regardless of job size, manufacturers 
note that the benefits of drip irrigation ap-
peal to everyone, making it an easy sell. 
"The more educated customer can accept 
the product a lot better, so you have to show 

www.lawnandlandscape.com 

them how it will specifically help them," 
Mugavin says. "Once we mention drip to 
some of our residential clients that have big 
rose gardens, they eat that up because roses 
like to be watered from below. The more 
informed your customer is, the easier it is to 
sell them the proper equipment for their 
irrigation system." 

Gallagher agrees. "Whenever you're deal-
ing with irrigation in or around a building, 
you want to be careful not to overspray water 
on the structure because it can create issues 
with dampness and mold," he explains. "Drip 
won't allow that, so that's a selling point. 
Also, especially with water conservation, 
there's no waste and people appreciate that, 
as well." 

At the same time, Rivers notes that, for 
manufacturers, the key is being able to sell 
drip irrigation to contractors in the first place. 
"A lot of contractors are reluctant to switch to 
drip irrigation because it's something new 
and different," he says. "They have to take 
the time to learn a new set of skills, inventory 
new products on their vehicles and int heir 
warehouses, so it's almost like starting a whole 
other business. 

"Still, It's the vital and responsible thing 
to do for contractors to learn the drip prod-
ucts and incorporate them into every system 
that they can in order to be responsible users 
of the resources that our industry depends 
on," he continues. "We can either regulate 
ourselves now or wait for someone else to 
regulate us later." 

Stoll agrees. "When you talk about how 
contractors can sell the service, the easy an-
swer is to say that dripperline irrigation is 
generally recognized as being able to grow 
plants to maturity at least 50 percent faster 
than overhead irrigation, reduce weed 
growth by as much as 70 percent and use 
about half the water of an overhead system," 
he explains. "The slightly deeper answer is 
that low-volume irrigation is not going away. 
It is growing faster that other segments of the 
irrigation industry and the sooner a contrac-
tor embraces it as a mainstream product and 
the faster crews become proficient, the sooner 
people will wonder what they ever did be-
fore dripperline appeared." ID 

The author is associate editor of Lawn & Land-
scape magazine and can be reached at 
lspiers@laumandlandscape.com. 
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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 publication. We accept Visa, 
MasterCard, American Express and Dis-
cover. Payment must be received by the 
classified closing date. 

Business Opportunities 
SELLING YOUR BUSINESS? 

FREE 
APPRAISAL 

NO BROKER 
FEES 

Professional Business Consultants 
V&usi neSs 

Î I m - I 
Merger & Acquisition Specialists 

Professional Business Consultants can obtain 
purchase offers from qualified buyers without 

disclosing their identities. Consultants' fees 
are paid by the buyer. 

CALL: 

708/744-6715 
FAX: 508/252-4447 

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 

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 

PUTTING GREENS 

Reasons to call us: 

* Huge Profit Center - 65% 

* Easy Installation Process 

* Carry NO Inventory 

* Utilize Existing Equipment 

* Excellent Add-On Service 

* Many Extras 

Back-Yard 
Putting Greens 

Buy Manufacturer Direct - Save 70% 
Synthetic putting greens are 

the fastest growing segment of 
| the $25 Billion a yr golf industry 

FREE 
VIDEO 

800-334-9005 
www.allprogreens.com 
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WWW.PESTCONTROLBIZ.COM 
WARNING!! 

"DO NOT SELL 
YOUR LAWN BUSINESS" 

UNTIL YOU READ THIS "FREE" DETAILED 
REPORT. 

READ OR PRINT FROM: 
www.pestcontrolbiz.com 
Or CALL: 800/707-8899 

BUSINESS OPPORTUNITIES 
Outstanding Business Opportunity 

High volume national franchise lawn care busi-
ness for sale in Florida. Established 20+ years, 7 
figure sales, 6 figure income. Owner financing 
available. 

$1,400,000.00. Please call 732/290-8495. 

Businesses for Sale 
LANDSCAPE 
CONSTRUCTION COMPANY 

Well Established 20-year Landscape Company 
Boston, Massachusetts Area. 
Annual volume $3.5 - $4.0 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. 

Contact Global Business Exchange 
Mr. John Doyle 781/380-4100 

Fax: 781/380-1420 

LANDSCAPE COMPANY 
FOR SALE 

Services the Washington/ 
Baltimore Metropolitan Area. 

Maintenance, Installation and Snow. 
Sales approaching $3M 

301/639-4763 
bill@billshreve.com 

BUSINESS FOR SALE 
Commercial and Residential Landscape business 
in Oklahoma City Area. Selling property, busi-
ness and inventory or will split. Established 13 
years, $628,000 gross annual sales. 2.5 acres with 
2,181 office space. Call Robin/agent, 405/840-0600. 

BUSINESS FOR SALE 
BEAUTIFUL COLORADO 

Well-established ORGANIC LAWN CARE Com-
pany. Sevices include: organic lawn fertiliza-
tion, weed, insect, and disease control, inte-
grated pest management, humate soil condition-
ers, core aeration and organic tree & shrub deep 
root feeding. This company has its own propri-
etary brand organic soil conditioner which has 
huge potential to be distributed both retail and 
wholesale. Solid assets, $55,000+ profit. Only 
asking $127,500. Opportunities abound with this 
company! Contact Rick Pike at 970/498-0800 or 
rick@proformawest.com. 

Educational Training 
EDUCATIONAL TRAINING 

FOR SALE 

LawnLore™ 
Interactive training H L 
that's easy, effective and fun! 

Become an expert in weeds, 
fertilizing, aerating, lawn 
diseases, and insects. 

Learn online at lawnlore.com or 
phone for cd version 800-328-4009 

For Sale 
FOR SALE 

WMBE certified 

TIME is MONEY 

WEED 
FASTER 

tanksalot* 

WATER 
FASTER 

1 1-800-948-2657 
www.tanks-a-lot.net 

LANDSCAPE DESIGN KIT 3 
L̂ANDSCAPE DESIGN KIT 3 

ilw 48 rubber stamp symbols of treos, 
shrubs, plants & more. 1/8" scale. 
Stamp sizes from 1/4" to 1 3/4". 

S97 • $6.75 s/h. VISA MasterCard. & 
MO's shipped next day. Check delays 
[shipment 3 weeks. CA add 7.75%tax. 
AMERICAN STAMP CO. 

'eREEBROCUM 12290 Rising Rd. LL04. Wilton, CA 95693 
SiStfEohct Looi916-687-7102TOLL FREE 877-687-7102 

FOR SALE 
Stop guessing square footage! Measure area 
quickly and accurately. Just wheel the DG-1 
around any perimeter and instantly know the 
area inside. $399 + $7 ship. CA add tax. 
www.measurearea.com 760/743-2006. 

FOR SALE 
Laum Maintenance and Landscaping Forms 

Order on-line and save. Invoice, proposal, 
work order and more. 250 minimum. 
4WorkOrders.com. Shorty's Place in 

Cyberspace. 1-800-746-7897. 

DEALER LIQUIDATION 
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. 610/361-2847. 

FOR SALE 
Dog created brown spots in the lawn can he rem-
edied with Nature's Select Green Grass Formula. 
This chewable dog supplement adjusts the Ph 
of the dog's urine to promote a "spotless" lawn. 
800/875-5707. 

Kubotaparts.com 

DELIVERY ON 
KUBOTA PARTS 

$5.00 Shipping Per Order 
Order Parts at kubotaparts .com or call toll f ree at... 

1 - 8 7 7 - 4 K U B O T A 
This website "kubotaparts.com" is operated 

by Keller Bros. Tractor Company, an authorized 
dealer of Kubota Tractor Corporation since 1972. 

FOR SALE 

(AerWay 
Simplify Your Turf Management 

with AerWay Turf Harrrows 

• Break up and Scatter 
Aerifier Cores 

• Loosen Thatch Build up 
• Work in Seed and Fertilizer 
• Stimulate Early Turf Green Up 
• Smooth and Dry Base Paths 
• Prepare Fine Seed Beds 
• Starting at $ 2 8 6 c/w drawbar 

for more information contact us at: 

1 - 8 0 0 - 4 5 7 - 8 3 1 0 

Advanced Aeration Systems 

www.aerway.com 
a e r w a y @ a e r w a y . c o m 

FOR SALE 

P*>Lk GRABBER 
B&B ball handler like none other! 
Free demo CD. Fits standard and 

mini skid-steers. 
317/984-2323. heritageoakfarm.com 

FOR SALE 
Sold business to Scotts Lawn Care 

Must Sell 10 used Professional Spray Trucks 
totally equipped, excellent condition. 

Also Tuflex tanks, beds, hose reels, more. 
www.getgreenthumb.com/trucks.html 
Or call Russell 214/458-7780, Dallas, TX 
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FOR SALE 
FMC tree sprayer, 1000 gals., stainless, 50 gpm, 
800 psi, 37 hp Wisconsin (VGD 40) electric reel, 
skid mount, excellent, asking $11,500.00, make 
offer. Tel: 450/454-2837, Fax: 450/454-2836, 
email: fpdp450@aol.com. 

SPRAYER PARTS DEPOT 

FOR SALE 

Discount S 
REPLACEMENT PA 

prayer Parts 
kTS & 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 

COVER IT 

COVERÎÎk 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 
1-800-663-2701 • (603) 886-2701 
www.sheltersofnewengland.com 

FOR SALE 
(2) Internationals (1) Isuzu spray trucks with 
Tuflex tanks. Excellent condition, well main-
tained. Ready for work. Please call for details 
412/455-8066. 

FOR SALE 

REEL-MAN 
P I P E I N S T A L L A T I O N I S N O W 

A O N E M A N J O B 
Reduce labor 

cost - Increase 
Profits 

Portable -
Collapsible -
Lightweight 

Dealers wanted -
Video Available 

Two - 2000 EB-60 Express Blower 50 Cubic Yard Capacity 
Freightliner FL112 Mi!eage:67.620 & 51.454 Excellent Condition. 

Well Maintained Seed Injection & Colorant Option... 
$200.000 each Call 800-731-0008 

GPS Vehicle Tracking 
GPS VEHICLE TRACKING 

No Monthly Fees 
Call 800-779-1905 

www.mobiletimeclock.com 

Help Wanted 
KEY EMPLOYEE SEARCHES 

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 
welcome, confidential and always free. 
Florapersonnel Inc., 1740 Lake Markham Road, 
Sanford, FL 32771. Phone 407/320-8177, Fax 
407/320-8083. Email: Hortsearch@aol.com 
Website: http/ / www.florapersonnel.com 

GREENSEARCH 
GreenSearch is recognized as the premier provider 
of professional executive search, human resource 
consulting and specialized employment solu-
tions exclusively for interior and exterior land-
scape companies and allied horticultural trades 
throughout North America. Companies and 
career-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. 

LANDSCAPE MANAGEMENT 
THE BRICKMAN GROUP, LTD. 

Careers in landscape management available in: 
California, Colorado, Connecticut, Delaware, 
Florida, Georgia, Illinois, Indiana, Maryland, 
Massachusetts, Minnesota, Missouri, New Jer-
sey, New York, North Carolina, Ohio, Pennsyl-
vania, South Carolina, Tennessee, Texas, Vir-
ginia, Wisconsin. Fax: 301/987-1565. 

Email: jobs@brickmangroup.com 
Web site: www.brickmangroup.com 

HELP WANTED 
Are you looking for a job or 

Looking for qualified employees to: 
Climb it 
Design it 
Plant it 
Grow it 

Landscape it 
Sell it? 

JOBS IN HORTICULTURE, INC. 
Employment Advertising 

In Print and Online 
800/428-2474 

www.hortjobs.com 

HELP WANTED 
Rutland Nurseries, Inc., a leader in landscape 
construction and maintenance in Central Mas-
sachusetts for 48 years, is seeking motivated, 
creative, flexible, knowledgeable and experi-
enced Landscape Construction Foreman (M/F). 
Applicants should have extensive knowledge of 
plant material, the ability to operate machinery 
and crew management experience. Candidates 
should have a minimum of 3 years experience 
in landscape construction and management. 
This position is full time, year-round with ben-
efits. Phone 508/886-2982, Fax 508/886-2981, E-
mail sales@rutlandnurseries.com. 

FOR SALE 

Do you identify... 
and exceed client's expectations? 

We want motivated individuals seeking a secure 
future in a growth-oriented, environment. 

Please join us as we conquer the next level! 

If you have what it takes, and you like a challenge, 
apply for the position below that best suits you: 

Foreman * Designers * Laborers 
Area Managers * Tree Experts 

Commercial Maintenance Sales Person 
Director of Operations 

.MR. 
lodSSpi^^ 

Fax Resume to: 410/602-0688 EOE 

Two - 2000 Rexius EB-40 
Hours 4 454 & 5.154 

Mileage 33.679 & 42.835 
Seed Injection Option. 

FL80 Freightliner Second 
Unit Has New Blower and 

Transmission $159.000 each 
1 614-481-7645 

XTREME ENGINEERING 
218-847-5813 

IT PAYS TO ADVERTISE 
IN THE LAWN & LANDSCAPE CLASSIFIEDS 

CALL JENNIFER HALAS 
AT 800 -456 -0707 TO ADVERTISE TODAY 
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HELP WANTED 
GOTHIC LANDSCAPE, INC. 

An established landscaping firm is dedicated to 
creating long-term relationships with clients by 
providing the best possible service. We are one 
of the largest landscape contractors in the south-
western US operating in CA, AZ and NV. The 
Company specializes in landscape construction 
and maintenance for residential master-planned 
community developers, public works and indus-
trial commercial developers. We offer excellent 
salary, bonus and benefits package. Outstand-
ing career opportunities exist in each of our fast 
growing branches for: 

• Sales 
• Estimators 
• Account Managers 
• Supervisor 
• Senior Foremen 

For more information contact: 
Elisabeth Stimson, Human Resources Director 

Email: estimson@gothiclandscape.com 
Ph: 661/257-1266 x 204 

Fax: 661/257-7749 

HELP WANTED 
LANDSCAPE MANAGEMENT 

Wheat's Lawn & Custom Landscape, a $9 mil-
lion residential landscape firm in Northern 
Virginia since 1978, has positions available for 
management and sales. Interested candidates 
should want to surpass own personal expecta-
tions and have a desire to work with a moti-
vated and successful 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 

HELP WANTED 
IRRIGATION SERVICE MANAGER 

Northern Virginia Full service company seeks 
highly motivated and well organized individual 
to run division. Should have superior technical 
knowledge to coordinate underground sprinkler 
installation and service, systems operations and 
analysis of system deficiencies. Minimum 7 
years experience in all aspects of irrigation de-
sign, installation and service. Hands on full-time 
position, salary to 60k, full benefits and vehicle 
for right individual. Send resume to fax 703/573-
7673 or fax 703/222-5662. 

HELP WANTED 
SALES ARBORIST: A recognized leader in the 
arboriculture industry is seeking qualified Sales 
professionals to grow & maintain an established 
sales territory in Westchester County, NY or 
Bergen County, NJ. Ideal candidate will have a 
passion for caring for clients & their trees, & 
possess a 2 or 4 year business or green industry 
related degree. A minimum of 2 years sales ex-
perience with established skills. A desire to net-
work and prospect for new business. Candidate 
must be highly motivated, well organized & 
enjoy a fast paced work environment. Excellent 
people/communication skills combined with a 
positive "can do attitude" a must. This em-
ployee owned company will provide the frame-
work, structure &c on-going training for your 
success. Comprehensive compensation package 
including: 401K with company match, profit 
sharing, medial, dental & much more. 
DISTRICT FOREMAN/OPERATIONS MANAGER, GREEN-
WICH, CT OR BERGEN COUNTY, NJ: Responsible for 
safety, quality, & production of the district, & 
for promoting excellent client relations. Strong 
focus on employee development & training. 
Qualifications include strong leadership & com-
munication skills, diverse field experience, the 
ability to make decisions, & a minimum of one 
year of supervisory experience. CDL required. 
PLANT HEALTH CARE COORDINATOR, NY & CT: Looking 
for a client focused individual to partner with a 
district management team to support their local 
plant health care operations. Responsibilities 
include: diagnosis & application work, interac-
tion with clients, scheduling, routing, inventory 
& training. Successful candidate must possess: 
good leadership, communication & organiza-
tional skills. Focus on client service a must. Prior 
PHC experience or related degree necessary as 
well as appropriate professional licenses. CDL 
required, with air brakes preferred. 

Contact: Brian Nadriczny 
Phone: 203/840-8323. Fax: 203/840-8328, or 

bnadriczny@thecareoftrees.com 

HELP WANTED 
DESIGNER/ ESTIMATOR Landscape Company 
in Los Angeles seeking bright, responsible per-
son to design, estimate and be liaison between 
client and project. Must have design or CADD 
experience or training in thereof. Can train in 
the art of estimating, must have strong organi-
zational, design and people skills. Hours flex-
ible. Contact Luis Cadiz 818/981-0452. Fax re-
sume to 818/990-9520. 13547 Ventura Bl, No. 
151, Sherman Oaks, CA 91423. 

HELP WANTED 
Career Opportunity 
Nashville, Tennessee 

IRRIGATION SERVICE TECHNICIAN 
Puryear Farms a landscape, irrigation and out-
door lighting company is looking for an experi-
enced irrigation service technician. Minimum 3 
years experience. Benefits: health insurance, 
401-k, paid vacation. 615/452-8948. 

HELP WANTED 
Marders is a 28-year-old established, up-scale 
retail store and landscape company in 
Bridgehampton, NY (east end of Long Island), 
committed to using only organic products. We 
have the following career opportunities avail-
able for the right person: 

Property Care Manager - Confident and cus-
tomer service oriented candidate desired to ad-
dress client issues, fulfill sales opportunities and 
manager crews. Candidate must have a "hands-
on, team-player" attitude and property care ex-
perience to be successful in this position. 

Sales Associates - Annual/Perennial and/or 
Tree/Shrub ID skills required. Prior sales and 
customer service experience is necessary. 

We are looking for talented individuals excited 
by and dedicated to horticulture with a focus 
on doing the right thing for the customer. We 
are interested in professionals who are highly 
motivated, consider themselves self-starters and 
who seek opportunity within a dynamic com-
pany. We offer an excellent benefit package and 
competitive salaries. Fax resume with salary re-
quirements to: Marders, Attn: Ms. Fallon, 631 / 
537-7023 or e-mail: efallon@marders.com. Visit 
our website at www.marders.com. 

WWW.JOBELEMENT.COM 

Jobelement.com is the industries leading job 
site specializing in the Pest Control, Lawn 
Care, and Agricultural markets. Visit our 
website today at www.Jobelement.com to see 
what all the buzz is about. Whether you're 
looking for a job or recruiting for employees, 
Jobelement.com is equipped to handle all 
your job search needs. 

WWW.JOBELEMENT.COM 

HELP WANTED 
CAREER OPPORTUNITIES 

New Jersey 

DuBrow's a TOP-50 Industry leader since 1958 
seeks experienced competent Individuals to be-
come part of our growing team of professionals 

Current positions available 
Irrigation Manager 

Lawn Care Applicators 
Tree Climbers 

Landscape Construction Supervisors 

Email Resumes to: mbranch@dubrows.com 
Or fax: 973/992-6050 attn: Personnel Dept 
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HELP WANTED 
EXCITING CAREER 

OPPORTUNITIES FOR SERVICE 
INDUSTRY MANAGERS 

Come join one of the largest Vegetation 
Management Companies in North America 

DeAngelo Brothers, Inc., is experiencing tremen-
dous growth throughout the United States and 
Canada creating the following openings: 

DIVISION MANAGERS 
BRANCH MANAGERS 

We have immediate openings throughout the U.S. 

We have immediate openings in Various 
Providences in Canada: 

ONTARIO/QUEBEC 
Responsible for managing day to day operations, 
including the supervision of field personnel. Busi-
ness/Horticultural degree desired with a mini-
mum of 2 years experience working in the green 
industry. Qualified applicants must have proven 
leadership abilities, strong customer relations 
and interpersonal skills. We offer an excellent 
salary, bonus and benefits packages, including 
401 (k) and company paid medical coverage. 

For career opportunity and confidential consider-
ation, send or fax resume, including geographic pref-
erences and willingness to relocate to: DeAngelo 
Brothers, Inc., Attention: Paul D. DeAngelo, 100 
North Conahan Drive, Hazleton, PA 18201. Phone: 
800/360-9333. Fax: 570/459-2690 

EOE/AAP M/F/D/DV 

HELP WANTED 
PURCHASING AGENTS (4) 

Landscape irrigation and landscape green goods 
purchasing agent. Experienced buyers and man-
agers required for extremely successful California 
landscape contracting firm. Positions available in 
Valencia and in San Diego. Great business and 
communication skills a must. Superior green goods 
or irrigation knowledge mandatory. Excellent 
benefits, salary, camaraderie and career path is 
your reward. Qualified candidates please con-
tact Cheryl Barron, Landscape Development, 
Inc. 28125 W. Livingston Ave., Valencia, CA 91355, 
email: cbarron@landscapedevelopment.com, 
Fax: 661/295-1969. 

HELP WANTED 
LANDSCAPE MANAGEMENT SPECIALISTS 
Award winning company is now hiring enthusi-
astic people to continue current growth pattern 
and maintain excellent customer satisfaction. 

CAREER OPPORTUNITIES: 
OPERATIONS 

SALES 
LICENSED PESTICIDE OPERATOR 

Must be self-motivated, knowledgeable about 
green industry, good communication skills, and 
understand what team member means. 

SALARY AND BENEFITS 
Will depend on experience, work ethic and 

attitude. 
ENDLESS OPPORTUNITIES!!!! 

LANDSCAPE MANAGEMENT SPECIALISTS 
11008 U.S. 41 NORTH 

PALMETTO, FLORIDA 34221 
941/729-3355 

FAX: 941/723-3598 

HELP WANTED 
IN HOUSE NURSERY MANAGER 

The ideal candidate to be fully competent in the 
management and operations of 3-4 acre custom 
nursery, in California. Duties range from devel-
opment of new nursery, overseeing plant propa-
gation, development of nursery staff, inventory 
and stock management, and interface with in 
house landscape project manager and architects. 
Superior technical and communication skills a 
must. Excellent benefits, salary, camaraderie and 
career path are your reward. Qualified candi-
dates please contact Cheryl Barron, Landscape 
Development, Inc. 28125 W. Livingston Ave., 
Valencia, CA 91355, 

email: cbarron@landscapedevelopment.com. 
Fax: 661/295-1969. 

HELP WANTED 
PROJECT ASSISTANT 

Landscape Development, Inc has 2 entry-level 
positions for Project Assistant at our San Diego 
location. Multi-tasking is essential to a Project 
Assistant's success as they are responsible for a 
variety of duties for several projects focusing 
around the sale and installation or Landscape 
Construction Projects. The Project Assistant is 
required to hold a minimum B.S. degree or equal 
in the field of Ornamental Horticulture, Land-
scape Architecture, Construction Management, 
or a similar major course of study relating to the 
business of Landscape Construction. Excellent 
writing and communication skills are a must, 
knowledge of irrigation design, ability to read, 
interpret, and understand blue prints and speci-
fications are all required. Landscape Develop-
ment embraces the concept of promotion from 
within its own ranks. Excellent benefits, salary, 
camaraderie and career path is your reward. 
Qualified candidates please contact Cheryl 
Barron, Landscape Development, Inc. 28125 W. 
Livingston Ave., Valencia, CA 91355, email: 
cbarron@landscapedevelopment.com, Fax: 661 / 
295-1969. 

HELP WANTED 
SavaLawn, a nationally recognized provider of 
lawn care services in the Northeast, is searching 
for an experienced Lawn Care Manager with 
strong interpersonal skills to manage Lawn Op-
erations in our Bedford, NY branch. 

The ideal candidate must possess the current 
NYS pesticide cerifications for turf, possess a 
driver's license, and 2-3 years experience in turf 
applications and maintenance. 

Responsibilities include: 
• Monitor, train and ensure Lawn Care Special-
ists operate efficiently, safely and productively 
while maintaining quality on a daily basis. 
• Responsible for field production and back-up 
support for the Lawn Care team. 
• Maintain inventories of supplies and materials. 
• Monitor individual and branch productivity 
to ensure goals are being met daily. 

Contact Information: SavATree/SavALawn, 
Noel Dubak, e-mail: ndubak@savatree.com. 
Address: 550 Bedford Road, Bedford Hills, 

NY, 10507. Phone: 914/241-4999x 153. 
Fax: 914/242-3934. 

HELP WANTED 

LANDSCAPE 
MAINTENANCE SALES 

The Bruce Company has an immediate open-
ing in our growing Racine location for a 
person who will sell landscape maintenance 
services to commercial and multi-family prop-
erties. The job requires knowledge of plant 
identification, pathology and turfgrass man-
agement. Excellent customer interaction skills 
required. This is a full time, year round, sala-
ried position with competitive benefits and a 
company vehicle. 
Send resume to Mike Michalski at address 

below or fax to 262/639-7471 

LANDSCAPE MAINTENANCE 
ASSISTANT SUPERVISOR 

Full time, year round position at our Racine 
location. Help with routine operations includ-
ing mowing, pruning, mulching, lawn care, 
snow removal, etc. Assist with work schedul-
ing, employee training, quality control and 
customer service. MUST be bilingual (Span-
ish/English). Horticulture knowledge and a 
Wisconsin pesticide license a plus. Salary and 
benefit package commensurate with ability. 

Call Don Jensen at 262/939-0012, 
send resume to the address below or fax to 

262/639-7471. 

E 
I t h e 
b r u c e 

' c o m p a n y 
4 9 5 0 m e m c o lane 
r a c i n e , w i 5 3 4 0 4 
w w w . t h a b r u c a c o m p a n y . c o m 

CALL 
JENNIFER 
HALAS AT 
800-456-0707 

TO 
ADVERTISE 

TODAY. 
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HELP WANTED 

trugreen.com 

Ready to lead? 
Join TruGreen. 
You're always on the go - a true self-starter, who loves a 
challenge, sets your own agenda and calls your own shots. That's 
why a career at TruGreen is so right for you. 

TruGreen Companies is the largest lawn and landscaping company 
in the United States and part of The ServiceMaster Company's 
family of brands. 

Bring us your drive and determination, people-friendly nature, 
and effective customer service and selling skills. We'll supply 
the training and support, excellent compensation and benefits, 
and the incredible opportunities you'd expect from an industry 
leader that will help you to grow, develop and succeed. 

B e T R U I 
t o y o u r s e l f . I 

Sound like the career move for you? To apply, please send 
your resume, indicating area of interest. Fax: 901 -681-1805 or 
Emai l : recru i t ing@trugreenmai l .com. For specific posit ion 
openings, please visit our w e b s i t e at t rugreen.com. 

THE TRUGREEN companies 

Management Sales Customer Service Field Opportunities 

EOE/AA M/F/D/V 

HELP WANTED 

J J E S Ç O 
SALES AND SERVICE 

POSITIONS 
Virginia, New York, Massachusetts, 

Connecticut, and Rhode Island 
LESCO, Inc., the nation's leading manufac-
turer and distributor of lawn care and golf 
course products, is rapidly expanding opera-
tions in Virginia, New York, Massachusetts, 
Connecticut, and Rhode Island. We are look-
ing for individuals with a strong background in 
the professional green industry for our Service 
Center locations. Sales experience a plus. 

LESCO offers competitive salaries and an 
excellent benefit package. Fax resumes to 
440/783-3909 or e-mail us at lmahl@lesco.com. 

EOE/AA/H/V 

HELP WANTED 

PINE RIDGE 
L A N D S C A P I N G , I N C . 

A full-service, award winning Northern VA 
Landscape maintenance company seeks 
Highly motivated, production oriented and 
Well organized individuals to join our team. 
Our growth has created career opportuni-
ties In the following positions: 

• Account Managers - portfolios up to 800K 
• Commercial Sales Representatives 
• Designers/ Landscape Architects 
• Small engine/fleet mechanics 

experience in landscape maintenance and 
horticulture preferred. Excellent benefits pack-
age to include medical, dental, vehicle, 401 
K and relocation allowance, fax resume to 
703/803-4571 

HELP WANTED 
Landscape Development, Inc. is seeking division 
level managers of its maintenance operations in 
San Diego and Inland Empire offices. We seek ex-
perienced professions with superior technical, 
communication, and business skills. Excellent ben-
efits, salary, camaraderie and career path is your 
reward. Qualified candidates please contact Cheryl 
Barron, Landscape Development, Inc. 28125 W. 
Livingston Ave., Valencia, CA 91355, Email: 
cbarron@landscapedevelopment.com, Fax: 661 / 
295-1969. 

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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WWW.LANDSCAPERSFORUM.COM 
New Forum For Landscapers 

Free Registration 
Be Among The First 

WWW.LANDSCAPERSFORUM.COM 

PLANTSEARCHONLINE.COM 
Where professionals search for plants. The larg-
est directory of wholesale plants and nurseries 
in the USA. Over 16,000 varieties, at over 1,800 
nurseries in over 45 states. 

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 

Insurance 
COMMERCIAL INSURANCE 
FOR THE GREEN INDUSTRY 
Competitive rates, comprehensive coverage 

and payment plans designed for your 
specific business needs. 

If you provide any of the following services we 
can design a program for your company: 
Installation Snow Removal 
Renovation Right of Way 
Fertilization Holiday Lighting 
Herb. / Pest. App. Irrig. Install. / Serv. 
Tree & Shrub Serv. Mowing & Maint. 

Spill Clean Up 
Contact one of our Green Industry 

Specialists for a quote at 
800/886-2398 or by fax at 

614/221-2203 
M.F.P. INSURANCE AGENCT, INC. 

rick@mfpinsure.com 
www.mfpinsure.com 

Software 

G R O U N D S K E E P E R K ® 
BUSINESS 
SOFTWARE 
Invoicing 
Scheduli 
R o u t i ^ g ^ 
Estimatili 

Lighting 
LIGHTING LIGHTING 

I v . 

y m $ , I 
You Don't Have To Buy A Franchise 

To Make A Fortune! 
• Factory Direct Product and 

Pricing. Training. Marketing. 
• Low-Voltage Landscape Lighting. 
• Hottest New Business with 

- i i l « % n 
- j j j p f £ 

800-687-9551 
w w w . T h e D e c o r G r o u p . c o m 

E-nm 

Cal l Today 

Garden Light, Inc. 
"Worlds Finest Landscape Lighting Company" 

6 I I 2 Benjamin Road • Tampa, FL 33634 

8 0 0 . 5 1 1 . 2 0 9 9 

The HI best-selling 
all-in-one software for 

specialty trades 

Download a free demo of 
the software everyone is 

talking about! 

www.wintac.net 
Or cal l 24 hours for a f ree d e m o CD: 

1-800-724-7899 ext.2 

SOFTWARE 
Scheduling & Landscape Maintenance 

Estimating 
Unlimited customer accounts. 

Starting at $199 
Quality software at affordable prices 

www.BrokenLegSoftware.com 
919-732-6791 

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 your own forms in Word 

» Full Accounting G/L, A/P, AIR, 
Payroll. Checking. Inventory. 
Financial Reports and Graphs 

• Built-in links to OuickBooks• 
Peachtree \ MS Office ® Street 
Mapping. Emailing, and more! 

PHONE CENTER SOFTWARE 
Never forget to call a customer back or lose 
another phone message! Works with Caller ID 
to track all incoming phone calls into a data-
base. Schedule appointments with easy-to-use 
drag and drop calendar. Route appointments 
with MS MapPoint. Synchronize customer in-
formation to QuickBooks! View demo at 
www.PhoneCenterSoftware.com or call Tree 
Management Systems, Inc at 800/933-1955. 

LAWN & LANDSCAPE MAY 2 0 0 4 1 5 9 

http://WWW.LANDSCAPERSFORUM.COM
http://WWW.LANDSCAPERSFORUM.COM
http://www.jasper-inc.com
mailto:rick@mfpinsure.com
http://www.mfpinsure.com
http://www.TheDecorGroup.com
http://www.wintac.net
http://www.BrokenLegSoftware.com
http://www.PhoneCenterSoftware.com


Warehousing 
I ' . 'n -HiM'HIH 
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 
WEB 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. 

Lawn & Landscape 
unm^mmmm 
Interested in getting your hands on a 4-color, 
high-quality reprint of an article that was printed 
in an issue of Lawn & Landscape magazine? If so, 
call Annemarie Dunchack at 800/456-0707 for 
some reprint samples and pricing information. 

t m s m m s m m 
(continued from page 70) 

COST CLUES. Cost also is a top consider-
ation for contractors who are browsing the 
market for mower attachments, Hile says. A 
sophisticated attachment - such as an aera-
tor or tiller - could cost between $1,500 and 
$2,500, depending on specific functions and 
brand names. In contrast, bagging attach-
ments and other less complex products may 
cost a contractor between $150 and $350. 

Thus, a supreme benefit of using an at-
tachment often translates into cost, explains 
Peter Andnoian, president, Accelerator In-
dustries, Mercer Island, Wash. "Usually 
you'll spend a lot less money on an attach-
ment than on a dedicated piece of equip-
ment." For instance, a stand-alone aerator 
may cost about $3,200, while an aerating 
attachment might cost half that. 

But cost may not be a cut-and-dry factor for 
contractors, Andnoian says. An added bonus 
of purchasing the aeration attachment could 
be the fact that the add-on tool does not require 
significant maintenance like a dedicated aera-
tor would. Also, an aerating attachment could 
save in terms of space, since it would require 
less truck area during transport and minimal 
shop space during storage. 

And considering the high cost of labor, 
attachments can more than add to a 
company's bottom line in terms of man-
hours saved, Gamaldi notes. "You hear 
the term 'adding value' quite a bit these 
days, but I like 'multiplying value' better 
than adding," he shares. "If I purchase a 
tractor with the right attachments, that 
enables one operator to do the work of 
three men - and I have multiplied his 
capabilities threefold." 

Consider what is the real return value of 
the product purchased, Gamaldi continues. 
"If a contractor hauls away clippings and 
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invests in a grass catcher, some interesting 
results follow. He spends less time doing the 
same amount of work. If he saves an hour a 
day of grass-handling time during the grow-
ing season, how many accounts can he add 
to his business in to fill the extra hours?" 

The answer depends on the contractor in 

" I T ' S NICE TO BE ABLE TO M A I N T A I N YOUR 

PROPERTIES W I T H THE SAME POWER SOURCE 

ALL YEAR R O U N D . Y O U CAN TAKE THE DECK 

OFF OF YOUR M O W E R AT THE END OF THE 

YEAR A N D PUT O N A DOZER BLADE FOR 

S N O W R E M O V A L . " - TlM CROMLEY 

question, but Gamaldi insists adding attach-
ments to a company's equipment stockpile 
can produce extra business and, thus, in-
crease income. 

Purchasing attachments also can maxi-
mize the initial purchase of a mower by 
keeping it busy year round. "If you can make 
the mower into a multifunctional unit, that 
is obviously the best," Andnoian says. 

However, attachments may not always 
be the ideal route for contractors. Those com-
panies doing tremendous amounts of aerat-
ing, thatching, etc., may see a better return 
on the investment of a specialized machine. 

"If you're a contractor who is adding a 
service here and there, you're not going to 
need a dedicated aerator or dethatcher," 
Andnoian says. "You don't need special-
ized, more expensive equipment to offer 
those infrequent services. Instead you can 

get an attachment for less money and less 
maintenance." 

Andnoian suggests contractors try to stick 
with one or two brands when purchasing 
mowers and their associated attachments. 
The reason? "In my opinion, wise operators 
will keep a similar brand of lawn mowers in 
their shops so when it comes to getting parts 
or doing service, they can maximize the 
utility of spare parts inventory," Andnoian 
says. "Doing this also gives you greater le-
verage with the dealer because you become 
a more important and valuable customer 
when your money is focused in one or two 
places - not all over the market." 

However, he acknowledges there is not a 
one-stop shop when it comes to purchasing 
attachments. "There are all kinds of players 
in the market," he shares. "There is not one 
obvious giant. That means contractors have 
lots of options for their attachment needs." 

When weighing those options, Cromley 
suggests contractors look at each tool's po-
tential to add to the power source's overall 
length. Adding length to a mower's frame by 
adding long attachments can make use of the 
machine awkward for operators. Extending 
the machine's overall 'footprint' or size also 
can prevent an operator from reaching tight 
areas with the attachment, thus decreasing 
productivity and quality. 

And, just as the restaurant that turns out 
deliciously decadent meals through the use 
of unique cooking tools and specialized uten-
sils, a lawn care company with the right 
attachments can create well-groomed prop-
erties and happy clients. ID 

The author is assistant editor-Internet of Lawn & 
Landscape magazine and can be reached via 
nwisniewski@lawtiandlandscape.com. 
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Rewarding Customer Referrals at 
Naturescape Landscape Co. 

Opening Naturescape Landscape Co. in 1991 was an 

eye-opening experience. I had imagined that the work 

would be easy and that managing the cash flow would 

be similar to managing the household budget. 

But I learned quickly that if the phone didn't ring, 
the company would have no work and no cash to 
manage. After trying several ineffective marketing 
tactics like Yellow Pages ads and radio commercials, 
we moved onto more effective but expensive ap-
proaches like direct mail. 

When I saw how those approaches impacted our 
bottom line, I enlisted the help of my wife and her 
marketing skills. Last year, we developed a system of 
rewarding customers who referred work to us, thereby 
increasing our word-of-mouth advertising and decreas-
ing our marketing costs. Our strategy to provide person-
alized, thoughtful rewards that don't break our budget 
is to offer gifts to referring clients based on the size of the 
jobs we receive and only after the jobs are signed. 

In order to make the system work for us, we created 
a simple lead sheet to track all calls from prospective 
clients. We ask every lead that comes through, "How did 
you hear about us?" along with other pertinent informa-
tion, all of which is logged in our database. We schedule 
appointments with these clients, present them with a job 
proposal and make follow-up calls within 72 hours. If a 
referred client decides to move ahead with the project, 

5 KEYS TO 
F ^ u a m m j ; f ^F'-(ihrn 

1. Develop a lead-tracking system to identify which 
existing clients are referring potential clients. 

2. Create reward tiers so clients with more profitable 
referrals are thanked accordingly. 

3. Recognize customers who provide frequent referrals 
with extra gifts, such as coupons that can be redeemed 
for a percentage off landscaping done on their own 
properties. 

4. Build the cost of customer referral gifts into the proposal 
for the referred work and wait to award the gift until the 
new work is secured. 

5. Phase out less profitable marketing efforts as word-of-
mouth increases in order to lower marketing costs. 

we reward the customer who referred him or her to our 
company. 

This system creates a situation where clients gain 
from simply passing on our name to their friends and 
family. Some customers have passed our name along 
three times already. We give them frequent bonus incen-
tives like coupons they can redeem for work on their 
own properties, along with the gifts for their referrals. 

The reward system includes four price breaks as 
referrals and gifts get larger: 

• Clients who refer work under $10,000, receive a 
basket of fruit and flavored coffee. 

• Clients who refer jobs between $10,000 and $50,000 
receive a $200 gift certificate to a fine dining restaurant. 

•Clients who refer high-end jobs from $50,000 to 
$100,000 receive a local weekend away, perhaps to a bed 
and breakfast in Santa Barbara or Newport Beach. 

• Clients who refer jobs more than $100,000 receive a 
long weekend on Maui, Waikiki or Oahu, Hawaii. 

Many of our colleague's jaws drop when they hear 
some of the high-end rewards we give our customers, 
but the expense is not much different than the cost of 
traditional marketing. In fact, we have been able to 
phase out all of our expensive marketing methods and 
replace them with weekend getaways to exotic islands. 
Last year, we shopped for the deals and gave away 
$3,200 in trips and $6,500 in dinners, harbor cruises, T-
shirts, etc. Combined, the expenditures were just under 
1 percent of our gross sales but they never actually cost 
the company anything because we build the cost of the 
gift into the price of the referred work. This way, the cost 
never hits our bottom line until we protect our profit by 
securing the work. 

To let our clients know about the referral program, 
we mention it in our monthly newsletter, in frequent 
thank-you cards, and any time we close a sale. Prior to 
implementing our customer referral program, each lead 
cost our company $250, whereas now they cost us noth-
ing. This method of rewarding referrals has grown our 
company by leaps and bounds because our clients re-
ceive more than just a "thank you." With focus groups 
and client surveys, we plan to continue growing and 
tweaking this system by making our clients our greatest 
resource. - Bill Shwab ID 

The author is owner of Naturescape Landscape Co., Solana 
Beach, Calif., and can be reached at 858/794-8444. 
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1. What is your primary business 
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I. CONTRACTOR or SERVICES 
• 1. Landscape Contractor 
• 2. Chemical Lawn Care Company 

(excluding mowing maintenance service) 
• 3. Lawn Maintenance Contractor 
• 4. Ornamental Shrub & Tree Service 
• 5. Irrigation Contractor 
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You cut emissions. I'll cut the grass. 
J UST DON'T CUJ_MY POWER 

© 2004 Echo. Inc. For Echo literature: 1 -866-704-1406 

IIIECHD 
Ask Any Pro! " 

We hear you. Loud and clear. 
Echo's new Power Boost 
Tornado™ two-stroke engine 
technology will satisfy emissions 
standards through 2005, with 
superior power and reliability. 
And with our Variable Slope 
Timing (VST), you get smooth, quick 
acceleration and easy engine starts. 

7321SM MA 

So forget about the reduced 
power, increased weight and 

high maintenance requirements 
of other engine technologies. 

Our emissions solution actually 
makes your life easier. Echo 

Power Boost Tornado™ Available 
at professional lawn care equipment 

dealers nationwide. More power to ya! 

Call 1-800-432-ECHÖ (3246) for more 
information or visit www.echo-usa.com. 

USE READER SERVICE #100 

http://www.echo-usa.com


Keep Your Crew Product ive 
With The Most Reliable Rotor on the Market 

A Hunter distributor recently told us about a contractor in his town who 

purchased a truckload of off-brand rotors... because the price was right. 

Trouble was, his crew didn't want any part of them. They were used to 

working with Hunters and only wanted the easy-to-install,easy-to-adjust 

PGPs. Some people call that "brand loyalty." We call it good planning. 

PGPs save installation time, cut back on callbacks and deliver years of quiet, 

reliable service. The bottomline: Keep the crew happy and productive 

with PGPs. It's good for your business... and your customers. 

H u n t e r I n d u s t r i e s 1 ' T h e I r r i g a t i o n I n n o v a t o r s • Call t o d a y for a f ree c a t a l o g 8 0 0 - 7 3 3 - 2 8 2 3 or see H u n t e r at w w w . H u n t e r l n d u s t r i e s . c o m 

USE READER SERVICE #100 

http://www.Hunterlndustries.com

