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Refine your business systems with 
simple improvements - ask 
Platinum Landscape how it's done. 
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Turn Receivables Into Cash 
Waterfall Windfall 
Riding Mower Advancements 
Multi-Task W i t h Skid-Steers 
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The Toro Dingo Compact Utility Loader. 
Throw us at your toughest jobs, in your hardest conditions. 

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

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

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



L e b a n o n T u r F 
1-800-233-0628 • www.LebanonTurf .com 

ProScape fert i l izers and fert i l izer combi -

na t i on p roduc t s a r e n t for eve ryone 

Fortunately, s o m e o f your c o m p e t i t i o n still 

hasn't f igured it ou t . T h e y th ink l ow cost is t he 

path to h igh profits, that value is the s a m e as 

low price. That 's w h y you' re o u t c los ing a 

referral wh i l e they're across t o w n sc ramb l ing to 

deal w i t h a cus tomer comp la in t ! ProScape's 

innovative nut r ien t sources like M E S A give 

you m o r e green, faster, and longer than the 

compe t i t i on , w i t h less surge growth. You can 
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Extended-release MESA greens faster and lasts longer than SCU. 

reduce n i t rogen rates lower ing spr ing disease 

pressure, g o longer b e t w e e n appl icat ions, even 

save r ime and m o n e y associated w i t h excess 

cl ippings. A l l wh i l e prov id ing excel lent qual i ty 

results that your cus tomers wi l l rave abou t . 

ProScape is for serious tur f care professionals. 

To learn m o r e visit o u r w e b s i te 

www.LebanonTur f .com. C l i c k o n Promot ions 

and enter c o u p o n c o d e LL2056. We'll send 

you a FREE 4 0 page A g r o n o m y Manua l just for 

tak ing a look! 

http://www.LebanonTurf.com
http://www.LebanonTurf.com
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Turn Receivables 
Into Cash 
Are you letting customers pay invoices 30 , 6 0 or 

even 9 0 days past due? Then you're missing out on 

cash flow that's rightfully yours. Getting customers 

to pay on time takes implementing firm policies 

and constant communication. 

Best of the Web -
In Search of the 
Perfect New Lawn 
Is it necessary for a landscape contractor to apply 

a protective covering of material over newly sown 

grass seed? Lawn & Landscape Message Board users 

share their tips and insights for how to handle 

a newly seeded lawn. 

Issue Focus 
> > > 

86 A Cut Above 
Landscape contractors find riding mowers 

a n help them accomplish more in less time. 

Construct ion Equipment 
> > > 

100 The Multi-Tasker 
There's not much on a landscape job site 

that a skid-steer loader and the right attach-

ment can't tackle. 
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0%FINANCING 
+ 3-YEAR 
WARRANTY 

Y O U D O T H E MATH. 
With spec ia l ze ro -percen t f inanc ing for 36 m o n t h s and a th ree-year /4 ,000 hour power t ra in war ran ty on purchases m a d e 
th rough June 30, 2006, there 's never been a bet ter t ime to a d d a Case 400 Ser ies Sk id Steer to your f leet. Power fu l and 
product ive , the 400 Ser ies features the exc lus ive Case Power Reach feature** that max im izes reach at any he igh t—so you 
can qu ick ly and easi ly load far ther back into trai lers and to the center of h igh -s ided t rucks . Opt iona l hydraul ic sel f - level ing 
retains more mater ia l for even more speed on the jobs i te . A n d w i th our exc lus ive "no too l " 10 -second tilt ROPS, you' l l shave 
addi t iona l minutes of f dai ly ma in tenance, too. See all the other ways the 400 Ser ies takes your bus iness pe r fo rmance to a 
higher level. Visit the pro fess iona l par tners at your local dealer for a d e m o and full deta i ls on th is spec ia l offer. 

'For industrial use. Offer subject to CNH Capital approval. See your Case dealer for details and eligibility requirement. Down payment may 
be required. Offer good through June 30. 2006, at participating Case dealers in the United States. Offer subject to change without notice. 

"Power Reach available on 435. 445 and 465 models only. 
©2006 CNH America LLC. Case is a registered trademark of CNH America LLC. All rights reserved. w w w . c a s e c e . c o m 

http://www.casece.com
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Waterfal l Windfal l 
Water features are making a big splash 

with landscape contractors. 

Separate Trees From 
Turf 
To create better growing conditions on your clients' 

properties and an easier route for your maintenance 

crews, keep enough space between certain landscape 

elements. 

New Technology 
> > > 

140 Engine-uity 
Advancements in mower engine technology assure 

there are plenty of options for every application. 

Insect Control Strategies 
This spring brings a host of pests to trees and turf. 

Researchers and pesticide manufacturers provide some 

predictions while lawn care operators plan for profit in 

this service segment. 
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Revved Up 
A variety of engines provide multiple 

solutions. 

148 Bright Ideas 
Don't be left in the dark when it comes to 

landscape lighting. 

LAWN & LANDSCAPE (ISSN 1046-154X) is published monthly. Copyright 2006 

G.I.E. Media, Inc. 4012 Bridge Ave., Cleveland. Ohio 44113. All rights reserved. 

No pan of this publication may be reproduced or transmitted by any means without 

written permission from the publisher. Single copy rate: 55.00. One year subscription 

rates, $30 in the United States. $35 in Canada and $98 in other foreign countries. 

One year foreign airmail rate: $218. Two year subscription rate: $42. Subscriptions 

and classified advertising should be addressed to the Cleveland office. Periodicals 

postage paid at Cleveland, Ohio, and additional mailing offices. Postmaster send 

changes to LAWN & LANDSCAPE, 4012 Bridge Avenue. Cleveland. Ohio 44113. 



A go l f course isn' t t he on ly place fo r w e l l - m a n a g e d , disease-

f ree grass. N o w there's Armada™, a fung i c i de t h a t pro tec ts 

b o t h your customers' tur f and your prof i t margin — at a round 

half the price of leading fungicides. Developed exclusively for 

lawn care professionals, A r m a d a combines the p o w e r o f a sys-

temic and contac t fung ic ide fo r persistent cont ro l o f b r o w n 

patch, leaf spot , red th read and 11 o the r t u r f diseases. A t a 

price t ha t w o n ' t pu t a ho le in your wal let .To learn more , call 

us at 1 - 8 0 0 - 3 3 1 - 2 8 6 7 or go t o BayerProCentra l .com. 

Armada 
eBACKED 

by BAYER 

Bayer Environmental Science B a y e r Environmental Science, a business group of Bayer CropScience I 2 T.W. Alexander Drive, Research Triangle Park, NC 27709 
Backed by Bayer and Armada are trademarks of Bayer. I Always read and follow label directions carefully. I © 2005 Bayer CropScience 



Some home and garden shows 
are a great way for landscape 
contractors to exercise their 
creative abilities. Where else can 
a contractor display their design 

potential to a wide array of potential custom-
ers? However, while helpful in generating new 
business, these displays may present unrealistic 
expectations compared to what you would install 
in a client's own setting. 

Kevin O'Brien, a landscape designer at Lifestyle Landscaping in 
Grafton, Ohio, provides some helpful tips in presenting display gardens and 
creating spaces unique to clients' needs, as well as additional photos of the 
firm's trade show displays. 

To access the Lawn & Landscape Online Extras section, visit 
www.lawnandlandscape.com, choose the Magazine menu and click on 
Current Issue Online Extras. 

Do you have any additional tips to contribute? Perhaps you have a 
question or two? 

Contribute to the discussion going on right now at the Lawn & Land-
scape Message Board at www.lawnandlandscape.com/messageboard. 

Do you cover your grass 
seed? 

Many landscape 
contractors swear by 

some sort of protective covering to 
ensure proper grass seed germination. 
Others say it's a costly waste of resources 
and that, if properly applied, Mother 
Nature is all it takes to help the grass 
seed transform into lush turf. 

Always primed for a good debate, 
Lawn & Landscape Message Board par-
ticipants recently picked up the debate 
and discussed the topic themselves. 
Read about their viewpoints and tips 
for dealing with correctly preparing and 
protecting a grass seedbed in this month's 
"Best of the Web" feature on page 78. 

I f you have a topic, question or 
insight to share about the green industry, 
be sure to visit the Lawn & Landscape 
Online Message Board to post your 
thoughts. See you on the Web! 

Broken equipment, whether it's a zero-turn mower or 
a pick-up truck, a n be devastating to a contractor. 
A good way to combat this is to stick to regularly 
scheduled maintenance. Let us know if you follow this 
approach in the May 8 Lawn & Landscape Online Poll 
where we ask, "Do you follow an equipment and fleet 
maintenance program?" The poll will run from May 
8 to May 14. Look for results of this and every weekly 
online poll in the Lawn & Landscape e-Newsletter. 

c h e m i c a l k n o w led Ige 
s you engage in your spring fertilization and pest control services, you'll need access to the 
information that will keep you on track for the effective and safe use of the chemicals you and 
your technicians are handling. 

Check out Lawn & Landscapes online MSDS/Label Database. The MSDS/Label database 
has been compiled from data provided by pest control industry manufacturers, formulators and 

distributors. You can browse a variety of categories, such as product name, pest species, chemical name, usable 
locations, states permitted, manufacturers and chemical application type, to name a few. 

To access the database, visit www.lawnandlandscape.com, choose the Resources menu and click "MSDS/La-
bels." 

l a w n & l a n d s c a p e m a y 2 0 0 6 w w w . l a w n a n i i d l and : Iscape.c 

http://www.lawnandlandscape.com
http://www.lawnandlandscape.com/messageboard
http://www.lawnandlandscape.com
http://www.lawnani
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roadrunner, right? Not quite, but we are talking two-years 

Now with a 
4-Year Warranty. 
But don't take that 
as a challenge. 

Your Land 
Our Territory. 

We know what you're thinking: a EDGM] with a 4-Year 
warranty? Now you can drive it right off a cliff to catch a 

of bumper-to-bumper, all parts and labor, and another two years 
on the engine and drivetrain, including all parts and labor. That's the 
best tractor warranty available anywhere. Acme included. 

• Major Daedong components including 
a solid, reliable Daedong engine 

• Attachments and implements to meet 
any demand 

• More standard features, like foldable ROPS 
or cab style, 12x12 synchronized transmission 
and independent PTO/auto PTO 

> Extensive, KIOTI-tough 4-year warranty. 

There are 15 KIOTI tractors from 20-65 HP. To view the whole pack, visit www.kioti.com or call 877-COKIOTI (465-4684). 

http://www.kioti.com


Why is it So Hard to Win? 

Hiring new employees isn't on anyone's list of most favorite things to do. 
But hiring the right people is one of three critical ingredients needed to 
manage your business to win. The other two elements are developing 

the right focus and creating the right environment. 
With the spring season in full swing, its important to keep your 

eye on the specific goals you have set for your company this year. Your 
goals may include growing 10 percent, upselling your current clientele 
with one or more services, cutting down on work-related injuries and 
downtime, improving profitability and increasing employee training. 

While your business cant get ofF of the ground without hiring the 
right people, it also takes more than hiring bodies to jump-start your 
strategy. You must also have a concrete plan in place to ensure their 
success from day one. Having focus and creating the right environment 
are crucial to your overall game plan. 

"You cant be successful by just hiring people. That's what makes it 
so tough," says Michael Canic, Ph.D with Edge Consulting Services. 
Canic and Bernadine Grenier presented their Managing to Win program 
recently at the annual PLANET Executive Forum. 

Why is it so hard to win? Because leaders fail to develop the right focus, 
to get the right people and to create the right environment, Canic says. 

So, what does winning look like? Before you can answer this, you 
must assess your business. Attack your assumptions - those that you 
have about your organization and the market you compete in. 

"Things change. The more successful you are, the more imperative 
it is that you do this," Canic says. 

Without an edge, you are more than likely to fail. How often do 
things fail? " O f all the quality initiatives that we've heard and read about, 
two-thirds of them failed," he says. 

Rather than wasting your time and money spinning your wheels, its 
imperative that you take a few steps to keep your company running on 
the right track. 

1. Assess who and what is influencing your business. 

2. Position your company internally and externally with a targeted, 
succinct mission statement. 

3. Plan your course of action with tangible strategies and objectives, as 
well as concrete forms of measurement. 

4. Implement your plan with buy-in from your employees. Don't send 
mixed messages and don't say one thing and do another. 

The right focus is compelling, clear and concise. This is only possible 
when you attack your assumptions, know where your business is weak, 
know why you have to change as a business and recognize whether your 
mission statement uses real words that your employees can repeat. 

By creating a winning environment and getting buy-in from your 
employees, you win. And winning results in satisfied employees and 
clients, as well as overall business success, LL 
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NEW HOLLAND 

OPERATOR'S 
CHOICE 

A s k any operator . They ' l l tel l y o u tha t N e w Ho l land 's long w h e e l b a s e a n d 
low cen te r of grav i ty i m p r o v e t he r ide a n d stabi l i ty for u n m a t c h e d ope ra to r 
c o m f o r t . Plus N e w Ho l land 's Supe r B o o m ™ lift l inkage a n d fast c yc l e t i m e s 
br ing sk id s teer p roduc t i v i t y t o ano the r level. 

• Maximum forward reach at maximum lift height - p a t e n t e d 
Supe r B o o m lift l inkage 

• Outstanding stability and lift capacity - longer w h e e l b a s e a n d l ow 
cen te r of grav i ty 

• More comfort and better visibility - t he w i d e s t c a b in t he indus t ry 
a n d no rear f r a m e t o w e r s t o b l ock you r v iew 

• A Super Boom to match your needs - seven m o d e l s w i t h ope ra t i ng 
capac i t i es f r o m 1 ,250 t o 2 ,800 lbs. 

To see the Super Boom advantages or for information on the complete line of New Holland construction equipment, 
see your dealer or visit our website at www.newhollandconstruction.com 

J i r - J . - A * X . £ J S * 

© 2006 CNH America LLC. New Holland is a trademark of CNH America LLC. «Ï NEW HOLLAND 

http://www.newhollandconstruction.com


Dear Editor, 

I just received the January issue of Lawn & Landscape magazine and I have to tell you that it was so 
well written that it read like TIME magazine - 1 could hardly put it down. It was full of new ideas 
from new companies, and many of the company owners discussed typical problems we face each day. I 
was so impressed with the new look and the writing that I just wanted to let you know. 

Enekan Akpan 
Adamma Landscape Group 
Woodstock, Ga. 

Dear Editor, 

I wanted to thank you for all of the valuable information your publication has given me in the past 
six months. As a new owner of a small landscaping company, I have found your publication to be the 
source that I use most for guidance. I was hoping in the near future your magazine would feature 
articles that would help us who are "green" in the green industry make sure we have solid foundations 
in our beginning years - a "dos and donts" type o f feature, for instance. My first six months in 
business were an exercise in profit and loss, I learned a lot to build off of. Hopefully with your help 
and many years of experience, we rookies will stay afloat for the next six months. 

Much thanks, 
Thomas Korpal 
Korpal Landscaping and Design 
Richmond[ Va. 

MTl RA/N^B/RD 
SALE 

SprayHeads 
1 8 0 4 b o d y $ 1 . 5 0 
1 8 0 6 b o d y $ 4 . 5 0 
1 8 1 2 b o d y $ 6 . 7 5 
S t d . N o z z l e s . . . . $ . 9 0 
A d j . N o z z l e s . . . . $ . 9 5 

Buy the Box or Bag 

DV Valves 
1 0 0 - D V & D V - S S $ 1 1 . 7 5 
1 0 0 - D V - M B $ 1 2 . 5 0 
1 0 0 - D V F & D V F - S S . . . . $ 1 2 . 7 5 

Ask About Quantity Pricing 

Order By 1 p.m. 
SHIPS SAME DAY 

800-600-TURE 
M - F 7:30-5 SAT 8 - 1 PDT 

(8873) 
Call Now & Save 

www. SPRINKLERS 4 LESS 
USE READER SERVICE # 15 

e 11 e r s 
Lawn & Landscape magazine welcomes let-

ters from its readers. We feel that your honest 

feedback about our publication - whether it's 

positive or negative - is crucial to our future 

success. We take your comments very seriously 

and are always willing to respond or answer 

any questions you might have. To submit a 

Letter to the Editor, please send the letter 

via mail to Nicole Wisniewskis attention at 

4012 Bridge Ave., Cleveland Ohio44U3, or 

e-mail it to her at nwisniewski@gie.net. You 

can also call her at 800/456-0707. 

B i o 
m Advanced growing solutions 

DON'T! 
"ROLL THE DICE" 
WITH TRANSPLANT SURVIVAL! 

/ B I O S T I M U L A N T S T O R E D U C E P L A N T S T R E S S 
/ M Y C O R R H I Z A L S O I L A N D R O O T I N O C U L A N T S 
/ P O R T A B L E , S L O W D R I P W A T E R I N G D E V I C E S 
/ 3- IN-1 B A R E R O O T G E L - D I P 
/ 5- IN-1 INSTALLAT ION P L A N T I N G G R A N U L E S 
/ N A T U R A L O R G A N I C - B A S E D F E R T I L I Z E R S 
/ N A T U R A L - B A S E D D E E P R O O T F E E D I N G P R O G R A M 
/ A Q U A T I C B I O T I C S P O N D T R E A T M E N T 
/ A L L N A T U R A L R E P E L L E N T S . . . D E E R & RABBIT, 

G R O U N D H O G , M O L E , M O S Q U I T O A N D M O R E 

BIO-PLEX...PLANT SURVIVAL ESSENTIALS! 
Help Guarantee Your PLANTS. 

PROFITS. PROJECTS & REPUTATIONS! 
Complete Product Information & Prices 

Toll Free @ 1-800-441-3573 (or) 
Web Site @ www.bio-plex.com 

USE READER SERVICE # 16 

mailto:nwisniewski@gie.net
http://www.bio-plex.com


NEW P R O LANDSCAPE™ 
VERSION 1 2 PREDICTS THE 

FUTURE WITH 1 0 0 % ACCURACY 

It 's s o f t w a r e so easy t o use, y o u w o n ' t be l i eve y o u w a i t e d t h i s 

l o n g . S p e c i f i c a l l y d e s i g n e d f o r l a n d s c a p e p r o f e s s i o n a l s , 

PRO Landscape enab les y o u t o se l l , p l a n a n d b i d m o r e 

a c c u r a t e l y a n d e f f i c i e n t l y . A l l t o i m p r o v e y o u r b o t t o m l ine. 

W i t h o v e r 12 y e a r s o n t h e m a r k e t , i t 's t h e m o s t p o p u l a r 

p r o f e s s i o n a l l a n d s c a p e d e s i g n s o f t w a r e a v a i l a b l e t o d a y . 

It's s i m p l e , it 's p ro f i t ab le a n d it 's p o w e r y o u ' v e neve r h a d be fo re . 

Realistic Photo Imaging 

Easy-to-Use 
CAD 

Professional 
Proposals 

Night & Holiday 
Lighting 

www.iawnandiandscape.com/proiandscape 60 Day Money-Back Guarantee 
800-231-8574 or prolandscape@drafix.com 

drafix software, inc. PRO Landscape 
The Standard in Design Software for Landscape Professionals! H 

"I've lost track of how many times PRO Landscape has paid for itself" 
Brett Seltz, Enterprise Construction, Inc. 

"When customers see how the finished plan looks, after we've tended 
to every aspect they care to, it is so convincing that something on the 
order of 98% ask us to implement the plan." 

Mike McQuay, Stark Bro's Nursery 

Sell Better • Plan Better • Bid Better 
USE READERSERVICE # 17 

http://www.iawnandiandscape.com/proiandscape
mailto:prolandscape@drafix.com
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1 100-Percent Success 
The Pareto Principle, derived from 

the observations of Italian economist 
Vilfredo Pareto, states 20 percent of your 
efforts dictate 80 percent of your results. 
Applied to business, the Pareto Principle 
would have 20 percent of your clients 
generating 80 percent of your sales - and 
in my 21 years in landscaping, I've seen 
this hold true. But what I haven't seen 
is many contractors manage their time 
accordingly. If 80 percent of your busi-
ness stems from only 20 percent of your 
customer base, wouldn't your business be 
best served if you devoted 80 percent of 
your time to them? 

Now before you groan at the thought 
of completing rearranging your priorities, 
remember, its your top clients who are 
the most likely to buy from you again 
and again, and its far easier to sell jobs 
to existing customers than to begin from 
scratch with a new prospect. Why? Be-
cause your existing clients trust you. If they 
didn't, they would not have chosen your 
company in the first place. Assuming you 
fulfilled their expectations and delivered 
a superb job to them, you have already 
established a good relationship with them. 
You have a proven track record, so don't 
give them any reason to take a risk with 
an unproven competitor. Here are two 
solid marketing tactics: 

1. Identify the top 20 percent. List 
the names and addresses of those who 
generate 80 percent of your revenues. 
Then make sure your team knows who 
they are and where their properties are 
located. Direct your staff to provide them 
with special attention. Mark the files of 
your top customers with the designa-
tion "Must Speak With." This way your 
administrative staff knows to contact the 
appropriate salesperson whenever a top 
client calls. Your top clients must feel 
important - for they are important to 

the success of your business. 
2. Create a "Regular Call" list. In-

dicate the actions you plan to undertake 
with regard to each in the next year. A 
good rule of thumb is to make contact 
with these clients, in one form or another, 
at least once a quarter. 

Given the seasonal nature of land-
scaping, I find it works better to do a 
compressed version of this schedule and 
concentrate my efforts on the spring and 
summer months, with a wrap-up in the 
fall. As long as you approach it the right 
way, a client will rarely say, "Hey, I'm hear-
ing from you too often." If they ask you 
to stop calling, reconsider your approach. 
The goal is to single them out as clients 
deserving superior service. Ask what you 
can do for them, not what they can buy 
from you. 

By identifying your top clients and then 
communicating regularly with them, you 
will gain their respect and admiration. 

You should also encourage your top 
clients to recommend your company to 
their friends and family. But how do you 
do this without seeming overbearing? Try 
this approach: "Mr. Palmer, it's been a 
pleasure to do business with you. We are 
always looking for more great clients like 
you. If you have a friend, family member 
or neighbor whom you think could benefit 
from our services, we'd sure appreciate it 
if you passed our name on to them." 

You'd be amazed by how much this 
simple tactic can grow your business. And 
if they do refer new clients to you, send 
them something special in return - like a 
flower arrangement, a gift certificate for 
dinner from a nice restaurant or even a tree 
or a discount on the next job they do with 
you - to show your appreciation. And try 
to customize your gift. If you know they're 
baseball fans, then treat them to a day at 
the ballpark.' l l 

r u n d 
is a speaker, consultant and author, as well as owner of Grunder 
Landscaping Co., Miamisburg, Ohio. He can be reached at 
8 6 6 / 4 7 8 - 6 3 3 7 and via www.martygrunder.com. 

http://www.martygrunder.com


Scott S w a y z e thought 
all decks clog in tall, w e t grass. 

This one changed his mind. 
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' H e r e in W a s h i n g t o n , w e h a v e t o c u t in w e t c o n d i t i o n s 
a l l t h e t i m e , " s a y s S c o t t . " S o w e c a n ' t a f f o r d t o c l o g 
A n d w i t h t h e n e w 7 - l r o n II d e c k , w e d i d n ' t h a v e t o s l o w 
d o w n , n o t e v e n o n c e . " W i t h a h i g h e r b l a d e t i p s p e e d , t h e 
7 - l r o n II m a k e s s h o r t w o r k o f e v e n t h e t a l l e s t g r a s s e s 

Scot t Swayze. B lue Sky Landscape Serv ices , Inc., Puyal lup, W a s h i n g t o n 

See more of w h a t Scott Swayze has to say at w w w . m o w p r o . c o m J O H N D E E R E 

http://www.mowpro.com


New Perspective on Labor 
There is one consistent focus area I see 

in all successful landscape companies. 
And it's one you should pay attention to 
in your organization. This focus is man-
hours. You have heard it hear before but we 
address it again because of its importance. 
To be successful in this business everyone 
in the organization needs to understand 
man-hours and their importance. 

The cardinal rule is you never instruct 
anyone to perform work in your field 
organization without giving them the 
budgeted man-hours to perform the task. 
The crews now have an established goal 
that enables us to create a performance 
score card. This tracks actual hours spent 
and compares it to the budget. This infor-
mation should be regularly shared with 
the field crews, preferably once a week. 

"Budgeted vs. Actual Man-Hours" 
is the single most important report in 
your office. You can develop an Excel 
spread sheet whereby the office inputs 
the actual hours spent on a specific job, 
by crew. Formulate the cells to calculate 
the deficiency. In addition, calculate the 
percentage of efficiency. For example, if 
you are under the budgeted hours you are 
100-plus percent efficient and if you are 
over the hours you are less than 100-per-
cent efficient. You can obtain the program 
on my Web site (see address below). 

Field crew support is another impor-
tant item to focus on during the year. 
Support starts with administration. Lets 
be sure we do what we say we will do. Do 
you have an orientation program for new 
employees? Do you provide them with 
information that might be found in an 
employee handbook? Do you ask them, 
"What can we do for you?" Do they have 
a designated area where they can fill out 
time sheets, look at schedule boards, etc. 
Is it as clean and neat as your other offices? 
If you employ Hispanic workers, a nice 
touch is to hang a map of Mexico and 

Central America and have them insert a 
pin locating their home town. And always 
print information in both English and 
Spanish. 

Another obvious support item is to 
provide them the tools and equipment 
needed to do the job. Purchase what you 
need and do whatever it takes to give them 
decent equipment. Problem equipment is a 
big morale breaker and costs you money. 

Likewise, hold everyone accountable 
for the proper care and maintenance of 
the tools and equipment. I recommend 
assigning each tool to a foreman who 
then signs that he/she is accountable for 
the equipment. If a tool is lost or abused 
the foreman authorizes you to deduct the 
value of the item from their paycheck. 

The owner must hold people account-
able and provide an environment whereby 
the employees feel comfortable holding the 
owner accountable. This is not easy and 
it takes time. Understand that a pleasant 
working environment with good morale 
starts when everyone is held accountable. 
We always feel we are working hard and 
we are not happy when we see someone 
else who is not being held accountable. 

Try this next time you instruct some-
one to do something for you. Ask them, 
"When will you have that completed?" 
You are asking them to commit to you 
as opposed to you telling them. When 
someone commits to you they are much 
more likely to meet the date as they are 
the ones who set the date. Now you can 
hold them accountable much easier. If they 
mention a date that is not acceptable, you 
can now discuss the matter and settle on 
a more mutually acceptable date. 

In summary, support your field employ-
ees, give them what they need to perform 
the job, advise them of their performance 
relative to man-hours and hold them ac-
countable. 

And don't forget to have fun! (LL 

i a c k m a t t i n is a green industry consultant with Mattingly Consulting. He 
can be reached via e-mail at jkmattingly@comcast.net, through 
his Web site www.mattinglyconsulting.com or at 7 7 0 / 5 1 7 - 9 4 7 6 . 

mailto:jkmattingly@comcast.net
http://www.mattinglyconsulting.com


Eight straight months of hand-weeding 
around the clock can take its toll on 

the average worker. 
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It won't do your bottom line any good, either. Research shows that hand-weeding can knock your profits for a loop in no time. Maybe that's why 
so many nursery operators and landscapers are choosing the superior control of Snapshot* specialty herbicide. Snapshot can be used over-the-top of more 
than 413 field-grown and 235 container-grown ornamentals, for control of 111 broadleaf weeds and annual grasses - for up to eight months. That's more 
than any other preemergence product on the market. Plus, it's gentle on ornamentals.This year, knock out weeds and grasses - instead of your workers -
with the proven performance of Snapshot. # . D O M AgroSdences 

Day and Night. Month after Month. S l t f M S h o t 
"Trademark of Dow AgroSoences LLC W i I M I "Trademark of Dow AgroSciences LLC 
Always read and fottow label directions 
www dowagro com/turf 1 -800-256-3726 Specialty Herbicide 



Gold Medal Coaching 
The 2006 Winter Olympics are over and 

all that remains are vivid memories and 
impressions about how sports really mirror 
life. I watched every night of the speed 
skating events and how Chad Hedrick 
performed on his way to winning multiple 
medals in what is one of the most grueling 
and training-intensive sports. 

After months and years of prepara-
tion, Hedrick still needed event-by-event 
advice from his coach who was sitting in 
the stands near the ice. There they were, 
communicating back and forth and 
making the necessary corrections in his 
techniques and approaches. 

Coaching is a regular and natural 
method to improve performance in the 
world of sports and athletics. Owners of 
exterior and interior landscape companies 
can learn from these principles and become 
more effective coaches as well as help 
employees improve their performance. 

Becoming a good coach in our industry 
is a process composed of some thoughtful, 
well-defined steps. 
• Define what an unsatisfactory per-
formance is. If you are not getting the 
desired results you want because of the 
fact that someone is performing unsat-
isfactorily, then you need to define what 
that person should do differently so that 
he/she is able to achieve the desired result. 
This holds most true for operations and 
sales performers. 
• Expend your coaching time wisely. 
Stay focused on the main events of per-
formance. Don't become side tracked 
into spending time on isolated incidents 
or incidents over you which you have no 
control and, in the final analysis, have little 
to do with improving performance. 
• Determine whether people know 
their performance is not what it should 
be. Your employees should have some 
measure of what is expected of them so 

they can see how they are performing 
against that standard. 
• Determine legitimate reasons why an 
employee cannot do what is expected. 
Sometimes, when we take the time to see 
the job as an employee sees it, we realize 
there are obstacles that prevent a person 
from performing well. These obstacles may 
be beyond the control of the employee. A 
good coach removes these obstacles. 
• Ensure people have adequate job 
training. This sounds obvious, but in 
many cases we assume people either know 
their jobs well or they have received the 
necessary training to perform well. 
• Do not set the reward for high per-
formance as more negative than positive. 
Sound familiar? A good example of this 
is rewarding your top operations worker 
with more work because he or she finished 
their assigned tasks before everyone else. 
Once they see this happen a few times, 
how do you think they will adjust their 
performance? 
• Are you rewarding employees who 
don't perform very well? Sometimes we 
overuse our good employees by continually 
assigning very important tasks to them 
that we need done correctly and quickly. 
Meanwhile, their co-workers whom we do 
not view as being as competent are sitting 
back with far less to do than they should. 
These non-performers get their raises and 
keep their jobs just as if they were carry-
ing their fair share of the load. Does this 
scenario sound really familiar? 
• Do you really believe this person 
could perform the job if he/she really 
wanted to do it? It's judgment time. If the 
answer is, "No," then you have a decision 
to make about the future of this employee 
in your company. 

The resulting action can become a real 
"gut-check," but that is what coaching is 
all about, u 

a r r y is president of GreenSearch, a human resource consulting organization. He can be 
reached at 8 8 8 / 3 7 5 - 7 7 8 7 , larry@greensearch.com, or via www.greensearch.com. 
PeopleSmarts^ is a registered trademark of GreenSearch. 

mailto:larry@greensearch.com
http://www.greensearch.com
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LESS IS MORE 
SHURflo's New and Improved ProPack SRS-600 Backpack Sprayer 

LESS EFFORT 
Rechargeable battery power - no hand pumping. 

LESS FATIGUE 
Computer-engineered, ergonomic design. 

LESS TIME 
Higher spray flow rate than manually 

powered sprayers. 

MORE VERSATILE 
4 pump speed settings for all jobs, big or small. 

MORE CONSISTENCY 
Advanced microprocessor pump control for 
constant, steady stream. 

MORE PRODUCTIVITY 
A comfortable operator is a productive operator. 

/ 

Put the best on your back. ProPack. 
800-854-3218 ext. 1 • www.shurflopropack.com 

http://www.shurflopropack.com


m t h e f i e l d > > > 

A Sticky Subject? 
You spend a lot of money just to send 

your lawn care technicians out on their 
routes. Trucks, salaries, benefits, insurance, 
sales materials, fuel and products, just to 
name a few expenses. And, like any savvy 
business manager, you continually evalu-
ate these costs to find opportunities for 
savings, right? 

We all recognize the costs associated 
with putting products on your lawn care 
technicians' trucks. Whether its fertilizer, 
herbicides, insecticides or fungicides, you 
understand the need to purchase quality 
products that deliver customer-pleasing 
results. Maybe there should be another 
product on those trucks, particularly for 
liquid applications, to make them even 
more profitable. 

MAX IMPACT Profit is about minimiz-
ing the expenses necessary to generate 
maximum revenue. One of the most costly, 
not to mention frustrating, costs for lawn 
care jobs is callbacks. A single callback can 
eliminate the profit generated by two or 
three visits to a property. 

That's where products called surfac-
tants, also known as spreader/stickers, 
can be valuable assets. Unfortunately, 
many companies miss the opportunity to 
enhance application performance as well 
as customer satisfaction because they don't 
understand these products. Here's what 
you need to know. 

Surfactants improve spray applications' 
effectiveness by providing more uniform 
coverage of the spray on the plant to 
maximize the amount of the application 
in contact with the plant surface. The 
plant takes up more of the application 
and absorbs the active ingredient more 
quickly, thereby increasing performance 
and delivering maximum results. 

What happens when you include a 
surfactant or spreader/sticker in your tank 

mixture is that a drop of the spray solution 
has less tension with the plant leaf, so it 
spreads out, covers and penetrates more 
of the leaf. More contact with the plant 
surface translates into improved control, 
less wasted product and fewer callbacks. 

NOW WHAT? Lawn care companies have 
a tremendous range of products they can 
purchase, and some sound more impres-
sive than they probably are. Data backs 
up the value of surfactants. In fact, a 2001 
University of Florida study showed an 
application of an acephate product with 
a soil surfactant increased control of mole 
crickets from 87 to nearly 100 percent, 
compared to a straight acephate applica-
tion. A soil surfactant helps a product move 
through a thatch layer and into the soil, 
thereby increasing effectiveness for some 
applications. 

Clearly, the argument for using surfac-
tants is strong. That's not to say, however, 
that they make sense in all applications. 
Some jobs are ideal candidates, and they 
include: 

Sensitive herbicide applications requir-
ing excellent coverage 

Insecticide treatments where enhanced 
spray coverage increases the likelihood of 
contact with a mobile target pest 

Fungicide applications on hard-to-wet 
surfaces that require complete coverage 

Plus, surfactants don't add much to your 
cost of application. Consider that most are 
available for less than $50 for a half gallon, 
which is usually enough for 200 gallons of 
spray application and will cover most lawn 
care technicians for an entire day. The cost 
of the surfactant is minimal enough on a 
per-lawn basis that it can often be passed 
along to the customer. 

As the old adage tells us, sometimes you 
have to spend money to make money. 4-L 

t o o r i s h a n d b r i a n k e 
are part of LESCO s Tech Services Department. They a n be reached at techguys@lesco.com 
or at 8 0 0 / 3 2 1 - 5 3 2 5 ext. 3 1 5 0 to answer technical questions. 

mailto:techguys@lesco.com


What do we do after clearing 330 acres? 
We start all over again." 
" W h e n w e go t t h e con t rac t t o ma in ta in o n e 
of t he largest i n d e p e n d e n t p o w e r p lants in 
the wo r l d , I w e n t ou t and go t t h e m o s t p o w -
erfu l and durab le e q u i p m e n t o n t h e marke t . 
So m y guys carry no th i ng bu t STIHL 4-MIX® 
t r i m m e r s and edgers . This p rope r t y has it 
a l l—s to rm drains, s lopes, p o n d s and acres of 
t ough v e g e t a t i o n — so t h e inc reased p o w e r 

keeps t h e c r e w go ing 12 hours a day. W e 
cu t d o w n t i m e , too , t hanks t o inc reased fue l 
e f f i c i ency and in te rchangeab le parts. I o p e n e d 
m y doo rs w i t h STIHL 2-cyc le e q u i p m e n t , n o w 
I w o u l d n ' t use any th ing less t han t h e s e 4 - M I X 
mach ines . I have 3 3 0 reasons w h y . " 

w w w . s t i h l u s a . c o m 1 8 0 0 G O STIHL 

STIHL 

http://www.stihlusa.com


w e a t h e r f o r e c a s t 

NOAA Announces U.S. Spring Outlook 

Th e N a t i o n a l O c e a n i c & A t m o s p h e r -
ic A d m i n i s t r a t i o n ( N O A A ) says s p r i n g 
2 0 0 6 s h o u l d r e m a i n d r y a n d w a r m . 

A lso , N O A A , in p a r t n e r s h i p w i t h t h e N a -
t iona l In te ragency F i re Cen te r , a n n o u n c e d tha t desp i te 
p e r i o d i c p rec ip i t a t i on , t h e sp r i ng o u t l o o k s u p p o r t s 
t h e po ten t i a l f o r a s igni f icant w i l d f i r e season in t h e 
S o u t h w e s t and cen t ra l and s o u t h e r n Plains. 

" R e c e n t s t o r m s have eased t h e d r o u g h t s i tua t ion 
in m a n y areas o f t h e coun t r y , b u t t h e ra in and s n o w 
a r r i v e d t o o late t o o f f se t t h e impac ts f r o m m o n t h s o f 
r e c o r d d r y w e a t h e r across 
t h e Sou th w e s t , resu l t ing in 
t h e c o n t i n u i n g p o t e n t i a l 
f o r a dange rous f i re sea-
son , " says D a v i d Johnson, 
d i r ec to r , N O A A N a t i o n a l 
W e a t h e r Serv ice. 

W e a k La N i ñ a c o n d i -
t i o n s , w h i c h d e v e l o p e d 
th is w i n t e r , c o n t r i b u t e d 
t o s i g n i f i c a n t d r o u g h t 
c o n c e r n s in t h e S o u t h -
w e s t , cen t ra l and s o u t h e r n 
Plains. "Apr i l t h r o u g h June 
is typical ly d r y in t h e South-
w e s t , so d r o u g h t w i 111 i ke ly 
pers is t o r even w o r s e n un-
t i l t h e t h u n d e r s t o r m season 
ar r i ves th is s u m m e r , " says Ed O ' L e n i c , chief , f o recas t 
o p e r a t i o n s b ranch , N O A A C l i m a t e P red i c t i on Cen te r . 
" N O A A ' s o u t l o o k also ind icates a c o n t i n u e d d r o u g h t 
c o n c e r n f o r t h e s o u t h e r n and cen t ra l Plains." 

Rich O c h o a o f t h e Nat iona l Interagency Fire C e n t e r s 
f i re w e a t h e r p r o g r a m says t h e p r o g r a m s fo recas t calls 
f o r an a b o v e - n o r m a l f i re po ten t ia l in Sou the rn Ca l i fo r -
nia, t h e Sou thwes t , Sou the rn Plains t o F lo r ida and a 
b e l o w - n o r m a l po ten t ia l in t h e N o r t h e a s t e r n U.S. 

As o f m i d - M a r c h , d r y w e a t h e r , unseasonably h igh 
t e m p e r a t u r e s and gus ty w i n d s have a l ready c o n t r i b -
u t e d t o m o r e than 13,000 w i ld f i res , sco rch ing in excess 
o f 9 3 0 , 0 0 0 acres nat iona l ly s ince Jan. I , ma in ly in Texas 
and O k l a h o m a . Th i s is w e l l above t h e f i ve-year average 
o f 6 ,363 w i l d f i r es and 9 8 , 4 7 6 acres b u r n e d . 

C u r r e n t l y , severe t o e x t r e m e d r o u g h t ex tends 
across t h e S o u t h w e s t i n t o t h e s o u t h e r n Plains and 

n o r t h w a r d in to Kansas. T h e U.S. D r o u g h t M o n i t o r gives 
its h ighest d r o u g h t rat ing, D 4 (excep t iona l ) , t o p o r t i o n s 
o f s o u t h e r n Texas and eas te rn O k l a h o m a . Heavy rains 
inc lud ing severe t h u n d e r s t o r m s have eased s h o r t - t e r m 
d r o u g h t in I l l inois, I o w a and s o u t h w a r d i n to Arkansas, 
b u t ongo ing d r o u g h t conce rns may linger. T h e recen t 
heavy rains and f l ood ing e n d e d dryness conce rns in 
Hawa i i . 

T h e U.S. Seasonal D r o u g h t O u t l o o k calls f o r d r y 
cond i t i ons pers is t ing t h r o u g h June in t h e S o u t h w e s t 
and t h e s o u t h e r n and cen t ra l Plains, desp i te t e m p o r a r y 

i m p r o v e m e n t in s o m e areas. 
A lso , d r o u g h t is e x p e c t e d 
t o e x p a n d in Kansas and 
e a s t e r n C o l o r a d o . S o m e 
d r o u g h t i m p r o v e m e n t is 
p r e d i c t e d f o r areas in t h e 
n o r t h e r n Rockies and n o r t h -
e r n Plains, as w e l l as t h e Mis-
sissippi Val ley and eas te rn 
Plains. D r o u g h t is e x p e c t e d 
t o c o n t i n u e in N o r t h C a r o -
lina and possibly expand in to 
p o r t i o n s o f t h e m i d - A t l a n t i c 
and Southeast . 

Fo r t h e na t ion as a w h o l e , 
t h e U.S. Spr ing O u t l o o k f o r 
M a y and June ind icates be-

l o w - n o r m a l p rec ip i t a t i on f o r 
m u c h o f t h e cen t ra l and s o u t h e r n Plains, as w e l l as t h e 
Southeas t and Gu l f Coas t . A b o v e n o r m a l p r e c i p i t a t i o n 
is f a v o r e d across t h e n o r t h e r n Plains and G r e a t Lakes 
reg ion as w e l l as Hawa i i . T h e r e m a i n d e r o f t h e coun t r y , 
inc lud ing Alaska, has equal chances o f above , near o r 
b e l o w n o r m a l p rec ip i t a t i on . 

M e a n w h i l e , above n o r m a l t e m p e r a t u r e s a re ind i -
ca ted f o r t h e S o u t h w e s t e a s t w a r d i n t o t h e Southeast 
and t h e n o r t h w e s t islands o f Hawa i i ; b e l o w n o r m a l 
t e m p e r a t u r e s are l ikely f o r t h e n o r t h e r n Plains, n o r t h e r n 
Rockies and W a s h i n g t o n State. W e s t e r n A laska and t h e 
panhand le m a y see a b o v e - n o r m a l t e m p e r a t u r e s . T h e 
r e m a i n d e r o f t h e c o u n t r y has equa l chances o f above , 
near o r b e l o w n o r m a l t e m p e r a t u r e . A n equal chance, 
e i t h e r f o r t e m p e r a t u r e o r p rec ip i t a t i on , is p r e d i c t e d 
w h e n t h e r e a re n o re l iab le and ski l l ful signals o n w h i c h 
t o base t h e seasonal o u t l o o k . 
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S N O W S E A S O N R E P O R T 

One Warm Winter 

To t h e d i smay o f U.S. s n o w c o n t r a c t o r s - and t h e 
de l igh t o f m a n y l a w n and landscape pro fess iona ls 
- t h e w i n t e r o f 2 0 0 5 / 2 0 0 6 w i l l be r e m e m b e r e d as 

o n e o f t h e w a r m e s t o n r e c o r d . 
Based o n p r e l i m i n a r y data, t h e average t e m p e r a t u r e in 

t h e U.S. b e t w e e n D e c e m b e r 2005 and Feb rua ry 2 0 0 6 w a s 
36.3 degrees , m a k i n g it t h e f i f t h w a r m e s t w i n t e r o n r e c o r d , 
acco rd i ng t o t h e N O A A N a t i o n a l C l ima t i c D a t a C e n t e r in 
Ashev i l le , N . C . 

T h e w i n t e r t e m p e r a t u r e in 41 states w a s a b o v e o r m u c h 
above average, r e p o r t s t h e N O A A , w i t h on l y seven states 
near average and n o n e c o o l e r t han t h e l o n g - t e r m mean . 

S n o w p a c k across t h e w e s t e r n U n i t e d States re f l ec ted t h e genera l d i s t r i b u t i o n o f p rec ip i -
t a t i on w i t h par ts o f t h e N o r t h w e s t at m o r e t han 150 p e r c e n t o f n o r m a l , w h i l e m u c h o f t h e 
S o u t h w e s t had far less t han 5 0 p e r c e n t o f n o r m a l w i n t e r s n o w p a c k at t h e e n d o f February . 
B o t h A r i z o n a and N e w M e x i c o have seen a near ly u n p r e c e d e n t e d lack o f snowfa l l th is season. 
In Flagstaff, A r i z . , as o f Feb. 28, on l y 1.6 inches o f s n o w had fa l len s ince a u t u m n began. T h i s 
con t ras ts w i t h a n o r m a l s n o w t o t a l o f 72.5 inches f o r t h e p e r i o d . 

Several s igni f icant s n o w s t o r m s i m p a c t e d t h e na t ion d u r i n g t h e w i n t e r , inc lud ing a p o w e r f u l 
s t o r m tha t h i t t h e East Coas t o n Feb. I 1-12. A reas o f N e w Jersey, N e w Y o r k and C o n n e c t i c u t 
rece ived m o r e than 20 inches o f s n o w d u r i n g t h e even t , w h i c h w a s classif ied as a C a t e g o r y 
3 ( " m a j o r " ) s n o w s t o r m by t h e n e w N o r t h e a s t Snowfa l l Impac t Scale. - Mike Zawacki 

I N S E C T W A T C H Y 
Mosquito Boom Expected in 
Hurricane Region 

Ar e c e n t r e p o r t f r o m Reuters n o t e d t h a t 
t h e Louis iana G u l f C o a s t is l ike ly t o see 
a b o o m in t h e m o s q u i t o p o p u l a t i o n th is 

sp r ing and s u m m e r as a resu l t o f t h e damage 
and f l o o d i n g caused by H u r r i c a n e Kat r ina. 

T h e A m e r i c a n M o s q u i t o C o n t r o l Assoc ia-
t i o n ( A M C A ) says i t 's n o t just poo l s and p o n d s 
c rea t i ng b r e e d i n g g r o u n d s f o r t hese pests. 
" D u r i n g hurr icanes, a n u m b e r o f th ings happen , " 
says Joe C o n l o n , techn ica l adv isor f o r A M C A . 
"F i r s t , all t h e larvae and adul ts in t h e a rea a re 
d e s t r o y e d w h e n t h e hu r r i cane hits. Bu t w h e n 
w a t e r s r ecede , t h e r e a re huge a m o u n t s o f n e w 
b r e e d i n g habi ta ts c rea ted . W i t h all t h e deb r i s 
tha t ' s t h e r e , t h e y ' l l be b r e e d i n g in n e w areas 
l ike t r e e holes, b r o k e n b ranches , t rash le f t o u t , 
o l d t i res and m o r e . " 

C o n l o n says t h e e x p e c t e d m o s q u i t o inf lux 
c o u l d be signif icant. " I t on l y takes a b o u t seven 

days f o r m o s q u i t o e s t o g o f r o m egg t o adu l t and 
t h e ha tch ing w i l l actual ly d e p e n d o n t h e f i rs t 
rains tha t c o m e in - you ' l l ge t a huge b l o o m o f 
m o s q u i t o e s at t ha t p o i n t , " he expla ins. " W e ' r e 
also e x p e c t i n g F lo r ida t o ge t nasty th is year . " 

C o n l o n says tha t fogg ing f o r m o s q u i t o e s 
d u r i n g t h e ear ly m o r n i n g hou rs and at dusk can 
be he lp fu l and w i l l be managed by Louis iana and 
F lor ida 's m o s q u i t o a b a t e m e n t d is t r ic ts . Mean -
w h i l e , f o r l a w n care o p e r a t o r s w o r k i n g in t h e 
area w h o need m o s q u i t o repe l len t , he r e c o m -
m e n d s c r e a m repe l len ts con ta in ing DEET. 

Sco t t Z i d e o f M o s q u i t o Squad, a m o s q u i t o 
m is t i ng f ranch ise o p e r a t i o n , no tes t h a t m i s t -
ing c o u l d be a n e w r e v e n u e s t r e a m f o r l a w n 
ca re o p e r a t o r s . A c c o r d i n g t o a r e c e n t Lawn & 
Landscape O n l i n e Poll, 8 p e r c e n t o f i ndus t r y 
pro fess iona ls a re m o s t l ike ly t o add m o s q u i t o 
c o n t r o l t o t h e i r se rv ice m e n u s th is year. 

www.lawnandlandscape.com m a y 2 Q Q 6 lawn & landscape 
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INTRODUCING THE NEW 

New Radial Li f t Loader: 
• Stiff, Rugged Lift Arms 
• Auto Bucket Positioning, User Selectable 
• Hydraulic Quick-Attach Standard 

New Auxi l iary Hydraulics: 
^ • 30 gpm/3,000 psi High Flow 

• 0-20 gpm Variable Low Plow 

New SR-Series Cab: 
• Wide Open Access/Egress 
• Exceptional Visibility 

Optional Slide-Up Door NEXT GE 
RUBBER TR 



POSI-TRACK™ SIL-SO 

New Foot Pedal 
Throttle Control 

i L . * * 

Bui l t - in Personal 
Storage Net / 

• 1 tfr -M « V I 

New ISR-4 Undercarriage: 
•20-Inch Wide Rubber Tracks 
• 3.15 psi Ground Pressure at Operating Weight 
• Multi-Level Suspension 
• New Rollers with Metal-Face Seals 

: \ J 

THE NEW POSI-TRACK S R - 8 0 defines the next generation rubber 

track loader. Its a completely new Posi-Track built on ASV's 

long-standing heritage for leadership and innovative technology. 

The SR-80s 20-inch wide tracks gives you exceptional traction 

and flotation with only 3.15 psi ground pressure and multiple lev-

els of suspension. And for the first time, separate wheel carriages 

provide independent suspension for both sides of each track. 

Enjoy the comfort and precision controls of a plush new 

SR-Series cab. You can feel great at the end of the day and even 

look forward to getting back into to this state-of-the-art operator 

station tomorrow. 

See the new Posi-Track SR-80 soon at your local ASV dealer, 

or see it at W W W . A S V I . C O M . 

© 2 0 0 6 ASV Inc. All Rights Reserved 

http://WWW.ASVI.COM


industry news > > > 

I N T H E N E W S 

T 
H-2B Fly-In Draws More Attendees than Expected 

It w a s a busy day in W a s h i n g t o n , D . C . f o r d o z e n s o f l andscape c o n t r a c -
t o r s a n d sma l l bus iness o w n e r s f r o m seve ra l o t h e r i n d u s t r i e s j o i n i n g 
t h e f i gh t t o k e e p H - 2 B as a v i ab le o p t i o n f o r seasona l labor . A b o u t 

100 sma l l bus iness r e p r e s e n t a t i v e s m e t u p in W a s h i n g t o n o n M a r c h 15 
f o r t h e H - 2 B F ly - In a n n o u n c e d b y t h e Pro fess iona l L a n d c a r e N e t w o r k 
a n d Save Smal l Bus iness jus t t w o w e e k s p r i o r . A s m a n y p e o p l e w e r e 
u n a b l e t o a t t e n d t h e e v e n t d u e t o t h e s h o r t n o t i c e , t h e t u r n o u t w a s a 
p leasan t s u r p r i s e f o r e v e n t o r g a n i z e r s . 

A s w i t h last y e a r ' s f l y - in , a t t e n d e e s c o n c e r n e d t h e m s e l v e s w i t h t h e 
Save O u r Smal l & Seasonal Bus inesses A c t , w h i c h passed w i t h an o v e r -
w h e l m i n g m a j o r i t y v o t e w h e n a t t a c h e d t o a s u p p l e m e n t a l a p p r o p r i a t i o n s 
bi l l in M a y 2 0 0 5 . A m o n g o t h e r th ings , t h e bi l l a l l o w e d H - 2 B w o r k e r s 
w h o had success fu l l y used t h e p r o g r a m in any o f t h e p r e v i o u s t h r e e 
y e a r s t o r e c e i v e an H - 2 B v isa w i t h o u t c o u n t i n g against t h e r e s t r i c t i v e 
6 6 , 0 0 0 - v i s a cap. T h i s year , t h e Save O u r Smal l & Seasonal Bus inesses A c t 
o f 2 0 0 6 c o n t a i n s i den t i ca l language as t h e c u r r e n t leg is la t ion , b u t e x t e n d s 

i ts p r o v i s i o n s t h r o u g h 2 0 0 9 - a n o t h e r 
t e m p o r a r y , b u t n e e d e d H - 2 B f i x in t h e 
m i d s t o f c o n g r e s s i o n a l d e b a t e o v e r 
c o m p r e h e n s i v e i m m i g r a t i o n r e f o r m . 

PUSHING FOR CONTINUED SUC-
CESS. P r o v i n g t h a t H - 2 B i m p a c t s c o m -
panies o f all sizes, m a n y r e p r e s e n t a t i v e s 
f r o m c o m p a n i e s o n Lawn & Landscape's 
T o p 100 List w e r e in W a s h i n g t o n f o r 
t h e F ly- In , as w e l l as s m a l l e r c o m p a n i e s 
f r o m a r o u n d t h e c o u n t r y . " T e n p e r c e n t 
o f o u r l a b o r f o r c e n a t i o n w i d e c o m e s 
f r o m H - 2 B , " says B e r e n i c e C a m p o s o f 
V a l l e y C r e s t , Calabasas, Cal i f . T w e n t y 
o f V a l l e y C r e s t ' s severa l d o z e n b r a n c h 
o f f i ces u t i l i ze t h e H - 2 B p r o g r a m . " W e 
g e n e r a l l y b r i n g in a b o u t 9 0 0 w o r k e r s 
o n H - 2 B visas a n d w h e n t h e cap w a s 

r e a c h e d in D e c e m b e r , t h a t s e n t us s c r a m b l i n g . T h a n k f u l l y , because o f t h e 
leg is la t ion passed last year , 6 0 0 o f o u r w o r k e r s r e t u r n e d , so t h e y w e r e 
e x e m p t f r o m t h e cap , b u t s o m e o f o u r b r a n c h e s w e r e n ' t so l ucky . " 

V a l l e y C r e s t w a s N o . 2 o n t h e 2 0 0 5 T o p 100 L is t . A l s o in a t t e n d a n c e 
w e r e r e p r e s e n t a t i v e s f r o m A c r e s G r o u p , W a u c o n d a , III. ( N o . 2 2 ) ; 
G r o u n d M a s t e r s , C i n c i n n a t i , O h i o , ( N o . 4 6 ) ; a n d M o o r e Landscapes , 
N o r t h b r o o k , III., al I o f w h o m also a t t e n d e d last y e a r t o l o b b y t h e i r C o n g r e s s 
m e m b e r s . R e p r e s e n t a t i v e s f r o m m a n y s m a l l e r l andscape c o m p a n i e s a lso 
m a d e t h e t r i p t o D . C . , i n c l u d i n g C h u c k T w i s t , T N T L a w n & Landscape , 
S t i l lwa te r , O k l a . ; C h a d S te rn , M o w i n g & M o r e , C h e v y C h a s e , M d . ; V i n c e 
D e l V a c c h i o , D e l V a c c h i o Landscapes , E d g e m o n t , Pa.; a n d T o n y Sposa to , 
S p o s a t o Landscape , M i l t o n , D e l . 

In a d d i t i o n t o C a m p o s , m a n y o t h e r bus inesses in a t t e n d a n c e said t h e 
Save O u r Smal l & Seasonal Bus inesses A c t o f 2 0 0 5 had an i m p o r t a n t pos i -
t i v e i m p a c t o n t h e i r c o m p a n i e s in 2 0 0 5 . " T h e p r o v i s i o n s f r o m last y e a r ' s 
leg is la t ion le t us use t h e H - 2 B p r o g r a m w i t h 100 p e r c e n t success , " says 
T w i s t . " W i t h o u t last y e a r ' s b i l l , t h e r e w o u l d n ' t have b e e n a c h a n c e . " 

GARNERING SUPPORT. O v e r a l l , i t w a s 
a m i x e d day f o r a t t e n d e e s o n C a p i t o l H i l l . 
C h r i s H a y e s o f G r o u n d M a s t e r s said his 
de lega t ion ' s m e e t i n g w i t h Rep resen ta t i ve 
A n n e N o r t h u p (R-Ky.) w e n t w e l l a n d t h a t 
t h e c o n g r e s s w o m a n a g r e e d t o sign o n as 
a c o s p o n s o r o f t h e bi l l . 

M e a n w h i l e , Tw is t ' s m e e t i n g w i t h a 
leg is la t ive assistant f r o m Sena to r James 
Inho fe ' s ( R - O k l a . ) o f f i c e w a s p r o d u c t i v e , 
t h o u g h s l ight ly less i m p a c t f u l in t e r m s o f 
ga in ing c o - s p o n s o r s f o r t h e bi l l . I n h o f e is 
o n e o f o n l y f o u r s e n a t o r s t o o p p o s e t h e 
bi l l 's passage last year . H e c u r r e n t l y is 
p o s t p o n i n g any s u p p o r t f o r t h e Save o u r 
Smal l & Seasonal Businesses A c t o f 2 0 0 6 
un t i l a bi l l o n c o m p r e h e n s i v e i m m i g r a t i o n 
r e f o r m is f ina l i zed. T h a t bi l l is c u r r e n t l y 
b e i n g m a r k e d - u p by t h e Sena te Jud ic ia ry 
C o m m i t t e e , t h o u g h o r g a n i z e r s o f t h e 
F ly - In e n c o u r a g e d a t t e n d e e s t o p u s h 
t h e i r leg is la tors t o v i e w t h e H - 2 B issue 
as s e p a r a t e f r o m t h e i m m i g r a t i o n bi l l . 

" Y o u ' l l hea r a l o t o f m e m b e r s say 
t h e y ' r e w a i t i n g t o see w h a t w i l l h a p p e n 
w i t h t h e c o m p r e h e n s i v e i m m i g r a t i o n 
r e f o r m bi l l b e f o r e m a k i n g any dec i s i ons 
a b o u t H - 2 B , b u t t h a t ' s rea l l y j us t an e x -
cuse t o w a i t , " says E r in C o r c o r a n o f Sen. 
B a r b a r a M i k u l s k i ' s o f f i ce . L i k e last year , 
M i k u l s k i is s p o n s o r i n g t h e H - 2 B legisla-
t i o n . " T h e sena te is w o r k i n g o n m a r k i n g 
u p th is bi l l , b u t e v e n if i t passes r i g h t away , 
t h e r e ' s n o i n d i c a t i o n o f w h e n i t w i l l a c t u -
al ly g o i n t o e f f e c t . I t 's i m p o r t a n t t o m a k e 
s u r e y o u r s e n a t o r s a n d r e p r e s e n t a t i v e s 
u n d e r s t a n d t h a t t h e H - 2 B bi l l r e p r e s e n t s 
p a r t o f a t w o - t r a c k a p p r o a c h t o i m m i g r a -
t i o n r e f o r m t h a t w i l l a l l o w c o m p r e h e n s i v e 
r e f o r m t o t a k e shape w i t h o u t t a k i n g a w a y 
e m p l o y e r s ' ab i l i t y t o use H - 2 B . " 

O r g a n i z e r s o f t h e F ly - In e n c o u r a g e d 
a t t e n d e e s t o c o n t i n u e c o n t a c t i n g t h e i r 
C o n g r e s s m e m b e r s a b o u t H - 2 B issues. 

A s t h e Save O u r Smal l & Seasonal 
Businesses A c t o f 2 0 0 6 c o n t i n u e s t o ga in 
s u p p o r t , M i k u l s k i ' s o f f i c e is l o o k i n g at 
o p p o r t u n i t i e s t o e n s u r e its passage. T h e 
bi l l (S. 2 2 8 4 a n d H .R . 4 7 4 0 ) w i l l l i ke ly b e 
a t t a c h e d t o a n o t h e r p i e c e o f leg is la t ion 
f o r a v o t e . V i s i t Lawn & Landscape Online 
f o r u p d a t e s . - Lauren Spiers Hunter 
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I N T H E N E W S • 
Career Fairs Aren't Just for Job-Seekers 

The 2006 PLANET Student 

Career Days was held in Provo, 

Utah, amidst the back drop of 

snowcapped mountains (above 

right). Students compete in 

a plant installation category 

(above) to test their landscape 

skills. A Mariani Landscape em-

ployee educates a student about 

the company (right) at the 

career fair portion of the event. 

Photos: Lawn & Landscape 

Whi le i t 's t h e c o m p e t i t i v e even ts t h a t 
m a k e t h e P r o f e s s i o n a l L a n d c a r e 
N e t w o r k ' s ( P L A N E T ) S tuden t C a r e e r 
Days ( S C D ) un ique , at t h e c o r e o f t h e 

e v e n t is t h e day - l ong c a r e e r fair, w h i c h all s tuden ts 
a re e n c o u r a g e d - if n o t r e q u i r e d - t o a t t end . Bu t 
w h i l e t h e ca ree r fa i r serves as a launch pad f o r m a n y 
s tuden ts in t h e landscape p ro fess ion , t h e benef i t s t o 
exh ib i t i ng c o m p a n i e s and t h e i ndus t r y overa l l can be 
just as p o w e r f u l . 

" T h i s is a g rea t chance f o r o u r i ndus t r y t o s h o w s tuden ts h o w m u c h 
w e ' r e g r o w i n g and h o w m a n y o p p o r t u n i t i e s t h e r e a re f o r t h e m t o succeed 
in all d i f f e r e n t k inds o f pos i t i ons , " says T o d d Ferguson o f Init ial Trop ica l 

Plants, R i v e r w o o d s , III. " W e ' v e been c o m i n g t o 
| S tuden t C a r e e r Days f o r 2 0 years and i t gets 

b e t t e r e v e r y year. O u r c o m p a n y con t i nues t o 
g r o w as w e l l , and i t 's w o n d e r f u l t o see t h e 
i n te res t c o m i n g f r o m t h e s t uden t s . " 

T e g w y n El l ingson, also o f Init ial Trop ica l 
P lan ts , a g r e e s a n d r e m e m b e r s w h e n he 
p a r t i c i p a t e d in S t u d e n t C a r e e r Days as a 
B r i g h a m Young U n i v e r s i t y s t u d e n t n o t l ong 
ago. " T h i s is real ly t h e best day o f t h e year , " he 
says. " W h a t w e see a l o t is g r o u p s o f s tuden ts 
w i t h t rad i t i ona l e x t e r i o r landscape expe r i ence , 
m a n y o f w h o m d o n ' t rea l ize t h a t pa r t o f o u r 
i ndus t r y also serves t h e i n t e r i o r m a r k e t . I used 

t o be pa r t o f t h a t g r o u p and w h e n I l ea rned a b o u t i n t e r i o r landscaping 
and t o o k an i n t e r i o r p lan t and des ign class I rea l ized t h e r e w a s a w h o l e 
n e w c a r e e r pa th avai lable t o m e . " 

O p e n i n g s tuden ts ' eyes t o t h e w i d e a r ray o f p ro fess ions w i t h i n t h e 
g r e e n i ndus t r y is a g r e a t bene f i t o f t h e ca ree r 
fair, many exh ib i t ing compan ies say. Ell ingson 
and Ferguson say Init ial T rop ica l Plants has 
a n u m b e r o f sales, serv ice, leadersh ip and 
" c o n c i e r g e " pos i t i ons avai lable and w i l l 
be ab le t o leverage n e w s tud ies o n t h e 
i m p o r t a n c e o f p lan ts in t h e w o r k p l a c e 
t o engage and e d u c a t e s tuden ts o n t h e 
i n te r i o r scap ing indust ry . 

M e a n w h i l e , s o m e c a r e e r fa i r e x h i b i t o r s 
en l i s ted t h e he lp o f y o u n g staf f m e m b e r s 
in t h e i r S C D r e c r u i t i n g e f fo r t s . Casey Ridd, 
a Penn State s t u d e n t w h o g radua tes in 
M a y and has w o r k e d f o r A A A Landscape, 
T u c s o n , A r i z . , f o r t h e pas t t w o y e a r s 
w i l l c o n t i n u e w o r k i n g f o r t h e m a f t e r 
co l lege. Rather t han scou r i ng t h e ca ree r 



A Superior 3/4" Rotor 
Comes with a Price... 

List Price $1350 
Rain Bird 5004 Rotor 

...a Lower One, 
($169 less per case than Hunter PGP *) 

List Price $1590 
Rain Bird 5004 Plus Rotor 

I l i o LC1.11 V j U 1 1 I 1 U C 1 1 V / L / . 

Install Rain Bird® 5000/5000 Plus Rotors. 
You are always looking for ways to save time and save money, 
all in an effort to be even more profitable. One clearly superior 
way to do all three is with Rain Bird 5000/5000 Plus Rotors. 

• Eliminate dry spots with 
water-efficient Rain Curtain™ 
Nozzle Technology. 

• Proven reliability backed by an 
industry-leading 5-year warranty. 

• Improve productivity with flow 
shut-off and faster, easier pattern 
adjustments and nozzle changes. 

Ask your Rain Bird distributor today for your lower price. 
Visit www.rainbird.com/5000 for more information. 

RAIN^BIRD 
* Case price based on Hunter PGP 4" rotor list price of $21.95 per rotor as of October 1,2005. 

http://www.rainbird.com/5000


in news 
— 

f a i r f o r i n t e r v i e w o p p o r t u n i t i e s , 
Ridd m a n n e d t h e A A A b o o t h and 
a n s w e r e d q u e s t i o n s f o r p o t e n t i a l 
f u t u r e c o w o r k e r s . She's o n t r a c k t o 
b e c o m e a landscape m a i n t e n a n c e 
f o r e m a n f o r t h e c o m p a n y and is a 
p r i m e e x a m p l e o f a y o u n g e m p l o y e e 
w h o f o u n d a n e w ca ree r pa th t h r o u g h 
S C D . " I had been s tudy ing landscape 
design, b u t w h e n I m e t and s t a r t e d 
w o r k i n g w i t h A A A , I saw a lo t o f 
o p p o r t u n i t y in t h e m a i n t e n a n c e 
s ide , " she says. " I k n e w I w a n t e d t o 
w o r k in t h e S o u t h w e s t , I real ly fe l t 
l ike I f i t in w i t h t h e c o m p a n y , and I ' m 
l o o k i n g f o r w a r d t o m y n e w ro le . I 
t h i n k s tuden ts w h o a re at S tuden t 
C a r e e r Days real ly have t o have t h e 
hea r t t o p r o v e t hemse l ves o n c e t h e y 
f i nd a j o b and s ta r t w o r k i n g , b u t t h e y 
shou ldn ' t l im i t t hemse l ves t o a ce r ta i n 
t y p e o f j o b . " 

R idd adds t h a t she 's h a p p y t o 
h e l p A A A L a n d s c a p e r e c r u i t n e w 
e m p l o y e e s . 

Representatives at Initial Tropical Plants' career 

fair booth educate students about the company 

and give on-the-spot interviews. Photo: Lawn & 

Landscape 

In a d d i t i o n t o A A A , Init ial and o t h e r 
c o m p a n i e s t h a t have b r o u g h t in n e w 
ta len t f r o m S C D f o r years, t h e 3 0 t h 
annua l e v e n t w e l c o m e d a n u m b e r 
o f n e w c o m p a n i e s t o t h e c a r e e r fair 
th is year. " I d i dn ' t have any th i ng l ike 
th is 2 0 years ago w h e n I w a s l o o k i n g 
f o r a j o b , " says M a n u e l D e S o u z a , 

N D Landscaping, Topsf ie ld , Mass. 
" T h e r e ' s a real ly p o w e r f u l ene rgy 
h e r e and i t 's a g rea t chance t o s h o w 
t h e s e s t u d e n t s w h o a r e c o m i n g 
i n t o t h e i ndus t r y w h a t w e have t o 
o f f e r . " 

D e S o u z a bel ieves t ha t t h e g r e e n 
i ndus t r y has a b e t t e r a t t i t ude than 
" C o r p o r a t e A m e r i c a " and h o p e s 
t o use s u c h d i f f e r e n c e s t o h e l p 
N D Landscap ing bu i ld its staff. "As 
t h e c o m p a n y increased in size, w e 
k n e w w e n e e d e d t o g o a f te r s o m e 
n e w r e c r u i t i n g o p p o r t u n i t i e s , " t h e 
c o m p a n y ' s rep resen ta t i ves say. "Last 
year, w e sent o u r p r o d u c t i o n manager 
d o w n t o t h e Un ivers i t y o f Mary land t o 
check o u t h o w S tuden t C a r e e r Days 

w o r k e d and w e d e t e r m i n e d it w o u l d 
be a real ly va luab le e v e n t f o r us. So 
far, w e ' v e had a g rea t deal o f i n te res t 
f r o m t h e s tuden ts - w e ' r e v e r y glad 
w e c a m e . " 

A n o t h e r c o m p a n y re la t ive ly n e w t o 
t h e w o r l d o f S C D is O u t s i d e Un l im i t ed , 



Hamps tead , M d . T h o u g h 2 0 0 6 is on l y 
the second year t ha t t h e c o m p a n y 
has been invo lved , pub l ic re la t ions 
rep resen ta t i ve Stephan ie M a c h r o n e 
says t h e y ' v e j u m p e d in w i t h b o t h fee t . 
" W e chose t o be a b r o n z e s p o n s o r 
o f S tudent C a r e e r Days because w e 
feel any th ing w e can d o t o ge t o u r 
company name in f r o n t o f t h e s tudents 
is w o r t h w h i l e , " she says. 

A n S C D b r o n z e s p o n s o r s h i p 
includes a m o n e t a r y c o m m i t m e n t 
t o w a r d t h e even t , b u t M a c h r o n e says 
it 's w o r t h i t . " Y o u have t o spend t h e 
money , " she says, n o t i n g tha t O u t s i d e 
U n l i m i t e d p a r t i c i p a t e s in as m a n y 
career fairs as possib le f o r rec ru i t i ng . 
" W e ' r e g r o w i n g qu ick ly and t h e m a r k e t 
is c o m p e t i t i v e . W e w a n t t o m a k e 
impress ions w i t h as m a n y s tuden ts as 
w e can t o s h o w t h e m t h e y can he lp us 
g r o w o u r business." O u t s i d e U n l i m i t e d 
p icked up several i n te rns at last yea r ' s 
event and doesn ' t i n tend t o t u r n a w a y 
ta len ted s tudents , M a c h r o n e says. 

A University of Georgia student competes in the paver 

installation category. Photo: Lawn & Landscape 

W i t h s tuden ts at all levels - f r o m 
co l lege f r e s h m e n t o g radua te s tuden ts 
and even adu l t c o n t i n u i n g e d u c a t i o n 
s t u d e n t s - a t t e n d i n g t h e S t u d e n t 
C a r e e r Days, e m p l o y e r s pa r t i c ipa t ing 
in t h e S C D c a r e e r fa i r have m a n y 
o p t i o n s w h e n i t c o m e s t o h i r i n g . 
W h i l e m o s t o l d e r s t u d e n t s t r y t o 
secu re f u l l - t i m e e m p l o y m e n t f o r a f t e r 

g radua t i on , m a n y a t t endees 
a re a im ing f o r in te rnsh ips t o 
gain e x p e r i e n c e . Th i s t y p e 
o f s h o r t - t e r m e m p l o y m e n t 
gives e m p l o y e r s t h e e x t r a 
hands t h e y need d u r i n g t h e 
sp r ing and s u m m e r , and also 
p r o v i d e s an o p p o r t u n i t y t o 
e d u c a t e y o u n g w o r k e r s o n 
t h e i r c o m p a n y cu l tu re , g iv ing 
t h e m a b e t t e r idea o f t h e 
i n d u s t r y ' s p r o f e s s i o n a l i s m 
and po ten t ia l l y en t i c ing t h e m 
t o stay o n as f u l l - t i m e staf f 
m e m b e r s la ter on . 

Th i s year, near ly 100 c o m p a n i e s 
par t i c ipa ted in t h e ca reer fair, w h i c h g o t 
rave rev i ews . Fo r m o r e i n f o r m a t i o n 
o n h o w t o p a r t i c i p a t e in C a r e e r 
Fa i r 2 0 0 7 d u r i n g S t u d e n t C a r e e r 
Days at M ich igan State Un ive rs i t y , 
Lansing, M ich . , c o n t a c t P L A N E T at 
w w w . l a n d c a r e n e t w o r k . o r g , w w w . 
s t u d e n t c a r e e r d a y s . c o m , o r 8 0 0 - 3 9 5 -
2522 . - Lauren Spiers Hunter 

These fertilizer numbers 
deserve analysis. 

A s a t u r f e x p e r t , y o u p u r c h a s e 
fer t i l izer b a s e d o n i ts a n a l y s i s . B u t 
w h e n y o u b u y f r o m LESCO, t h e r e 
are o the r n u m b e r s t h a t a re j u s t as 

i m p o r t a n t . For one , w e ' v e b e e n 
in t h e p r o f e s s i o n a l fe r t i l i zer 

b u s i n e s s fo r m o r e t h a n 4 0 
\ y e a r s . W e p i o n e e r e d 

% t h e d e v e l o p m e n t of 
s u l f u r - c o a t e d urea , 

p a t e n t e d ou r 
Po ly Plus® 

t e c h n o l o g y 

a n d t o d a y m a r k e t t h e b r a n d in 
c o u n t l e s s a n a l y s e s a n d t h r e e 
pa r t i c l e s izes. W e a lso o f f e r 
n u m e r o u s o t h e r fe r t i l i ze rs fo r 
b o t h t u r f a n d o r n a m e n t a l s . In 
f a c t , w e so ld 17 .5 m i l l i on b a g s 
las t yea r . H o w do w e do i t? F i rs t , 
w e c o n c e n t r a t e o n q u a l i t y a n d 
c o n s i s t e n c y . T h e n w e d e v e l o p 
o p t i o n s t o m e e t al l n u t r i e n t 
r e q u i r e m e n t s . F ina l ly , w e a d d 
c o n v e n i e n c e by s t o c k i n g ou r 
fe r t i l i zer in m o r e t h a n 3 0 0 LESCO 

S e r v i c e Center® l o c a t i o n s a n d 
1 0 0 LESCO S t o r e s - o n - W h e e l s ® 
v e h i c l e s n a t i o n w i d e . If y o u s t o p t o 
ana lyze it, c u s t o m e r s a t i s f a c t i o n is 
t h e b o t t o m l ine. To f i n d t h e LESCO 
S e r v i c e Cen te r n e a r e s t y o u , v i s i t 
w w w . L E S C O d i r e c t . c o m or ca l l 
8 0 0 / 3 2 1 - 5 3 2 5 . 

www.lesco.com 

f y 
y 

http://www.landcarenetwork.org
http://www.LESCOdirect.com
http://www.lesco.com
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WE'RE ALL BUSINESS. 
GMC® BUSINESS CENTRAL. A NETWORK OF DEALERS AS 
PROFESSIONAL GRADE AS OUR VEHICLES. 
Your business demands professional t r u c k s — a n d professional service. GMC Business Central. A coast-to-
coast network of full-service dealerships with work-ready commercial inventory. Solely dedicated to helping 
you find the right vehicles for just about any job. With trained professionals ready to meet with you anytime 
and anywhere—even at your place of business. All to deliver the service and expertise to keep your work 
vehicles running at peak efficiency. GMC Business Central. Innovative. Smart. Professional. Just like your 
business. And our vehicles. Visit WWW.GMCBUSINESSCENTRAL.COM. 

http://WWW.GMCBUSINESSCENTRAL.COM
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Nufarm's Mark Phipps Dies From Cancer 
BURR RIDGE, III. - N u f a r m A m e r i c a s sad ly a n n o u n c e d 
t h e pass ing o f M a r k Ph ipps o n M a r c h 25 . Ph ipps had b a t t l e d 
p a n c r e a t i c c a n c e r f o r t h e past 16 m o n t h s , b u t s u c c u m b e d 
t o t h e d isease in t h e p r e s e n c e o f his l o v e d o n e s a t his h o m e 
in Sel lersv i l le , Penn. H e w a s 4 6 . 

Ph ipps had b e e n t h e N o r t h e a s t r eg i ona l sales m a n a g e r 
f o r t h e past 6 /2 y e a r s f o r t h e T u r f & Spec ia l t y d i v i s i on o f 
N u f a r m A m e r i c a s . Prev ious ly , he had w o r k e d f o r M o y e r 
& Son o f S o u d e r t o n , Penn. , in b o t h sales a n d m a n a g e m e n t 
capac i t i es . Ph ipps e x p a n d e d his i n d u s t r y r o l e as h e b e c a m e 
i n v o l v e d in m a n y na t i ona l assoc ia t ions a n d v a r i o u s leg is la t ive 
e f f o r t s d u r i n g his ca ree r . 

H e w a s a l i f e long r e s i d e n t o f e a s t e r n Pennsy lvania, e a r n i n g 
a b a c h e l o r o f sc i ence d e g r e e f r o m D e l a w a r e Va l ley C o l l e g e 
o f Sc ience a n d A g r i c u l t u r e in 1982. Ph ipps w a s k n o w n as a 
pass iona te p a r t i c i p a n t in loca l po l i t i cs , c o m m u n i t y a n d c h u r c h 
ac t i v i t i es as w e l l . 

I \ 
Nufarm 
Turf & Specialty 

" M a r k h a d a g e n e r o u s , g i v i n g s p i r i t a n d c a r e d 
d e e p l y f o r his fami ly , f r i e n d s a n d w o r k co l l eagues , " says 
Sean Casey, N u f a r m ' s v i c e p r e s i d e n t o f sales, t u r f & 
o r n a m e n t a l a n d o n e o f Ph ipps ' c l oses t f r i ends . " W e w i l l 
m iss t h e w a r m t h , c h a r a c t e r a n d e n t h u s i a s m h e b r o u g h t 
t o e v e r y t h i n g he d i d a n d a r e e x t r e m e l y g r a t e f u l f o r t h e 
t i m e w e w e r e a l l o w e d t o have h i m as a m e m b e r o f o u r 
N u f a r m fam i l y . " 

Ph ipps ' f a m i l y r e q u e s t s t h a t any c o n t r i b u t i o n s b e 
m a d e t o t h e "John H a n c o c k F r e e d o m 5 2 9 " c / o Sei tz , 
L e a t h e r m a n a n d K o l b , 5 9 5 B e t h l e h e m Pike, Su i te 2 0 4 , 
M o n t g o m e r y v i l l e , Penn. 18936 f o r t h e Ph ipps C h i l d r e n ' s 
E d u c a t i o n Fund . 



Co n s i d e r i n g t h a t m o r e a n d m o r e landscape c o n t r a c t o r s a r e e m p l o y i n g H i s p a n i c o r H - 2 B w o r k e r s , i m p r o v i n g 
c o m m u n i c a t i o n is b e c o m i n g m o r e c ruc ia l t o e n s u r e q u a l i t y w o r k d o n e r i g h t t h e f i r s t t i m e . 

In an e f f o r t t o a id l a w n c a r e p ro fess iona l s in t h e i r c o m m u n i c a t i o n e f f o r t s , Lawn & Landscape w i l l b e r u n n i n g a f e w 
phrases each m o n t h in Engl ish a n d Spanish, i n c l u d i n g a p r o n u n c i a t i o n g u i d e , c o u r t e s y o f t h e b o o k Spanish Phrases 
for Landscape Professionals b y Jason H o l b e n a n d D o m i n i c A r b i n i . T o i n q u i r e a b o u t o r d e r i n g t h e b o o k , w h i c h cos t s $ 2 3 . 9 9 , 
c o n t a c t S t o c k Po t Pub l ish ing , A t t n : O r d e r D e s k , P O . B o x 18343 , D e n v e r , C o l o . 8 0 2 1 8 - 0 3 4 3 . 

1. E N G L I S H : If y o u d o n ' t u n d e r s t a n d , ask f o r he lp . 
S P A N I S H : Si n o c o m p r e n d e s , p i d e ayuda . (See n o c o h m - p r e n - d e h s , p - d a y l - y o u - d a h . ) 

2. E N G L I S H : Pu t t h e t o o l s a w a y w h e n y o u a r e d o n e . 
S P A N I S H : C u a n d o t e r m i n e s c o n las h e r r a m i e n t a s guarda las . 
( K w a n - d o e t e h r - m e - n e h s c o n e lahs a i - r a h - m e - n - t a h s g w a r - d a h - l a h s . ) 

3. E N G L I S H : W e a r sa fe ty glasses w h e n d o i n g th is . 
S P A N I S H : Usas t u s l en tes d e s e g u r i d a d c u a n d o es tes h a c i e n d a e s t o a q u e l l o . 
( O o h - s a h s t o o s e l e h n - t e h s day s h e - g o o - r e - d a h d k w a n - t h o s - tays a h - c - n - t h o s - t o e a h - k w a y - y o h . ) 

4. E N G L I S H : W e have t o have th i s d o n e b e f o r e t h e e n d o f t h e day. 
S P A N I S H : N o s o t r o s t e n e m o s q u e t e n e r e s t o t e r m i n a d o an tes d e q u e el d ia f ina l ize . 
( N o h - s o h - t r o h s t h e - n e h - m o h s K t h e - n a i r s - t o e t e h r - m e e - n a h - d o h ahn - t ays day K L d e e - a h fee -nah l -e -say . ) 

Your window of opportunity for 
controlling grubs just got bigger. 

ARENA™ is the only preventive and curative grub control product proven 
to provide maximum application flexibility. 
Unlike other turf insecticides, ARENA " Insecticide with clothianidin lets you apply f rom early spring to 
early fall and still get unsurpassed white grub control. Plus, ARENA offers proven performance against 
sod webworms, chinch bugs and other damaging pests. To learn more, contact your turf products 
supplier, log on to www.arystalifescience.us/arena or call 1 -866-761 -9397 toll free. A rrenci 
Always read and follow label directions. A R E N A a n d t h e A R E N A l o g o are t r a d e m a r k s of A rys ta L i f e S d e n c e No r th A m e r i c a Corpora t ion . 
The Arys ta L i feSc ience l ogo is a t r a d e m a r k of A rys ta L i f e S d e n c e Corpora t ion . © 2 0 0 5 Arys ta L i feSc ience N o r t h A m e r i c a Corpora t ion . A R N - 0 4 3 P u t t i n g Y o u In C o n t r o r 
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S M A L L B U S I N E S S S O L U T I O N y 
W o r d - o f - M OU t h M a r r e t i n g 

A m mi 

m a j o r i t y o f business o w n e r s su r veyed 
in t h e latest We l l s Fargo /Ga l lup Small 
Business Index c i te w o r d - o f - m o u t h and 

i local pub l i ca t ions as t h e t o p t w o m o s t 
e f fec t i ve f o r m s o f adver t is ing . T h e s tudy f o u n d t h a t 
o f t h e 55 p e r c e n t o f business o w n e r s su r veyed w h o 
spen t m o n e y o n adver t i s ing in 2005 , 6 7 p e r c e n t d i d 
so in t h e i r local n e w s p a p e r o r magaz ine. Results also 
c o n f i r m t h a t m o r e t han half o f smal l business o w n e r s 
su r ve ye d be l ieve t ha t c u s t o m e r r e c o m m e n d a t i o n s 
a re m o r e e f fec t i ve t h a n pa id adver t is ing . 

"Smal l businesses t rad i t i ona l l y have a v e r y s t r o n g 
c o m m u n i t y focus , and it is c lear f r o m these resu l ts 
t h a t th is e x t e n d s t o h o w t h e y p r e f e r t o adver t i se 
t h e i r businesses," says Rebecca Mac ie i r a -Kau fmann , 
e x e c u t i v e v ice p res iden t and head o f t h e smal l busi-
ness segmen t f o r W e i Is Fargo. "A smal l business o w n e r 
is m o r e l ike ly t o ta lk t o t h e i r ha i rdresser , t h e i r p l u m b e r o r t h e i r ne ighbo rs 
a b o u t t h e i r business, r a t h e r t han spend ing t h e i r h a r d - e a r n e d capi ta l o n 
adver t is ing . T h o s e w h o d o adver t i se c lear ly p r e f e r t h e i r local c o m m u n i t y 
n e w s p a p e r o r business j o u r n a l . " 

M a n y smal l business o w n e r s a re also t u r n i n g t o t h e I n t e r n e t f o r t h e i r 
i n f o r m a t i o n needs. A d v e r t i s i n g o n t h e W e b a l l ows smal l business o w n e r s 
t h e ab i l i ty t o c o m b i n e t h e i r pa id adver t i s ing do l la rs w i t h t h e i r p r e f e r e n c e f o r 
w o r d - o f - m o u t h adver t is ing . A c c o r d i n g t o t h e study, 4 9 p e r c e n t o f business 
o w n e r s su r ve ye d have paid t o adver t i se o n t h e I n t e r n e t o v e r t h e past t w o 
years, and w h e n asked if t h e y an t i c ipa te spend ing o n I n t e r n e t adver t i s ing 
o v e r t h e n e x t t w o years, th is n u m b e r increases t o 57 p e r c e n t . 

A d v e r t i s i n g is n o t t h e p r e f e r r e d o p t i o n f o r all smal l businesses. Fo r t y - f i ve 
p e r c e n t o f smal l business o w n e r s su r veyed d i d n o t adve r t i se in t h e past year, 
and, o f t ha t g r o u p , 6 2 p e r c e n t chose n o t t o adver t i se because t h e y fe l t it 
w a sn ' t a p p r o p r i a t e f o r t h e i r businesses. Add i t i ona l l y , 16 p e r c e n t said t h e y 
d idn ' t adve r t i se because it w a s t o o cost ly . 

Since t h e t h i r d q u a r t e r o f 2003 , t h e We l l s Fargo /Ga l lup Small Business 
Index has su r ve ye d smal l business o w n e r s o n a q u a r t e r l y basis o n t h e i r 
p e r c e p t i o n o f c u r r e n t c o n d i t i o n s and f u t u r e e x p e c t a t i o n s re la t ing t o f inancial 
s i tua t ion , revenues , cash f l o w , capi ta l spend ing , n u m b e r o f jobs and c r e d i t 
avai labi l i ty. Th i s f o u r t h q u a r t e r 2005 Index s h o w e d a o n e - p o i n t increase 
o v e r t h e t h i r d quar te r , b r i ng ing t h e t o t a l t o 107, ind ica t ing t h a t smal l busi-
ness o w n e r o p t i m i s m w a s essent ia l ly unchanged and r e m a i n e d s teady f o r 
2005 . T h e h igher t h e Index sco re , t h e m o r e pos i t i ve and o p t i m i s t i c smal l 
business o w n e r s feel . 
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Tu rn Around Turnover: How to 
Employees 

He r e is a fac t t h a t m a n y e m p l o y e r s d o n ' t rea l i ze : T h e r e a r e o n l y 4 4 m i l l i o n m e m b e r s o f 
G e n e r a t i o n X a n d Y (ages 13 t o 3 1 ) c o m p a r e d t o 7 8 m i l l i o n Baby B o o m e r s . T h e scary t r u t h 
is t h a t in t h e f u t u r e , y o u , as an e m p l o y e r , w i l l n o t b e ab le t o m a t c h y o u r j o b r e q u i r e m e n t s 
t o t h e qua l i f i ca t i ons o f t h e p e o p l e ava i lab le . If t h e r e a r e less w o r k e r s , t h a t a u t o m a t i c a l l y 

m e a n s t h a t t h e r e w i l l b e f e w e r qua l i f i ed ones . A s t h e c o m p e t i t i o n f o r t h e s a m e w o r k e r s hea ts u p , 
p r e v e n t i n g t u r n o v e r w i l l b e c o m e y o u r b igges t p r i o r i t y . Just w h a t a r e s o m e o f t h e rea l m o t i v a t i n g 
f a c t o r s t h a t d e t e r m i n e e m p l o y e e loya l ty? M o r e i m p o r t a n t l y , w h a t can y o u d o as o w n e r s t o s t o p 
t h e r e v o l v i n g d o o r ? L e t s e x a m i n e f i ve o f t h e m o s t i m p o r t a n t m o t i v a t i n g f ac to r s . 

D I G N I T Y A N D RESPECT W e c a n t e x p e c t o u r e m p l o y e e s t o t r e a t o u r c u s t o m e r s in a w a r m 
f r i e n d l y m a n n e r a n d w i t h r e s p e c t if w e d o n ' t t r e a t o u r e m p l o y e e s in t h a t m a n n e r . C u s t o m e r re la -
t i o n s w i l l a l w a y s m i r r o r e m p l o y e e re la t i ons . U s i n g abus i ve o r o b s c e n e language, s h o u t i n g , v e r b a l 
p u t - d o w n s , insu l ts a n d t e l l i ng l ies can o n l y r esu l t in l o w m o r a l e , h igh a b s e n t e e i s m a n d t u r n o v e r . G i v e 
y o u r p e o p l e s o m e s lack. D o n ' t m i c r o m a n a g e o r h o v e r o v e r t h e m . T o d a y ' s w o r k f o r c e is m u c h m o r e 
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*With approved credit from A G C O Finance LLC. Down payment required. Leases and balloon payments available at slightly higher rates.This offer is time sensitive 
and may change without notice. See your participating dealer for details. 

) 2006 A G C O Corpora t ion • 4205 River G r e e n Parkway. Duluth. G A 30096 (800) 767 3221 • www.masseyferguson.com • M F 3 7 4 E G R V 0 I MASSEY FERGUSON 
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Rates as low as 

0% 
AVAILABLE* 
Hurry In & Save! 

ZT29 & ZT33 Zero-Turn Mowers 

SPIN, ZIP a n d 
DEMO today! 

• Commercial-grade = superior performance day after day 
• Powerful 3-cylinder, liquid-cooled diesel engines in 29 or 33 hp models = optimum fuel efficiency 

and durability 
• 60", 72" standard deck or 72" high-volume mower deck options = a mower to suit your individual needs 
• Spacious operator station = plenty of leg room for all day comfort 
• Built-in mower lift system = easy access to under side of deck for servicing 
• Ti l t hood = fast and convenient daily service checks 

Massey Ferguson z e r o - t u r n m o w e r s ge t t h e j o b d o n e fast w i t h re l iable p o w e r , versat i le p e r f o r m a n c e and a cons i s t en t 
qual i ty o f c u t t h a t w i l l always give y o u a c o m p e t i t i v e advan tage .Try o n e o u t today. I t s o n us! 

Set up a f ree d e m o n s t r a t i o n w i t h y o u r local Massey Ferguson dea ler today. They ' l l even b r i ng a Z T m o w e r t o y o u r 
loca t ion ! O r , reg is te r f o r a f ree d e m o n s t r a t i o n at w w w . m a s s e y f e r g u s o n . c o m . A f t e r w a r d s , f i l l o u t t h e on l i ne su rvey 
and receive a f ree g i f t ! 

http://www.masseyferguson.com
http://www.masseyferguson.com
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H o w to Keep the Best Employees 

i n d e p e n d e n t . M a n y w a n t t o b e e m p o w e r e d . L e t t h e m 
k n o w w h a t t h e y can a n d c a n n o t d o t h r o u g h t r a i n i n g a n d 
c o m m u n i c a t i o n . W h e n t h e y m a k e a w r o n g dec i s ion , d o n ' t 
s l am t h e m f o r i t . I ns tead , m a k e i t a t e a c h a b l e m o m e n t . 

I N V O L V E M E N T A N D PARTICIPATION. G e t y o u r 
e m p l o y e e s i n v o l v e d in as m u c h o f y o u r d e c i s i o n m a k i n g 
as poss ib le . It g ives t h e m a sense o f b e l o n g i n g a n d p a r t -
n e r s h i p . F r e q u e n t l y ask t h e i r o p i n i o n s a n d sugges t ions , 
a n d b r a i n s t o r m f o r s o l u t i o n s t o p r o b l e m s . P e o p l e w a n t 
t o b e i n v o l v e d in dec i s i ons t h a t u l t i m a t e l y a f f ec t t h e m . 
I n v o l v e m e n t a n d p a r t i c i p a t i o n b r e e d r e s p o n s i b i l i t y a n d 
e n t h u s i a s m . E m p l o y e e s ga in a sense o f o w n e r s h i p . 

PAY ABOVE THE INDUSTRY AVERAGE. If you 
w a n t t o h i r e a n d k e e p t h e bes t p e o p l e , t h e n y o u m u s t 
b e w i l l i n g t o pay f o r t h e bes t . C o n v e r s e l y , t h e p e o p l e 
w h o fee l t h e y a r e b e s t w i l l seek o u t e m p l o y e r s t h a t pay 
t h e bes t . If y o u have h i g h e r - p a i d , b e t t e r p e o p l e , w h o a r e 
m o r e p r o d u c t i v e w i t h h i g h e r q u a l i t y a n d less e r r o r s , t h e n 
t h e s e p e o p l e w i l l m a k e y o u m o r e m o n e y . You ' l l have m o r e 
sat is f ied c u s t o m e r s , g r e a t e r r e p e a t business, a n d ga in f r e e 
w o r d - o f - m o u t h adve r t i s i ng . W h a t y o u pay o u t in e x t r a 

salar ies w i l l b e less t h a n w h a t y o u r c o s t is in t u r n o v e r . It 
m a k e s g o o d bus iness sense t o pay t h e m m o r e . 

SHOWCASE SUPERIOR WORKERS. M a k e e x c e p t i o n a l 
e m p l o y e e s h igh ly v i s ib le b y p u t t i n g t h e i r p h o t o s o n b u l l e t i n 
b o a r d s , d i sp lay cases o r c o m p a n y n e w s l e t t e r s . D i s p l a y l e t -
t e r s t o e m p l o y e e s f r o m sat is f ied c u s t o m e r s o r , e v e n b e t t e r , 
d isp lay a l e t t e r f r o m t h e c o m p a n y o w n e r o r p r e s i d e n t . G i v e 
ce r t i f i ca tes , p laques , lape l p ins, e t c . f o r s u p e r i o r se rv i ce , 
sales o r t e a m w o r k at spec ia l e v e n t s o r d i n n e r s . A w a r d i n g 
e m p l o y e e o r d e p a r t m e n t o f t h e m o n t h o r q u a r t e r , a l t h o u g h 
n o t a n e w c o n c e p t , is e x t r e m e l y e f f ec t i ve . 

S H O W SUPPORT. S u p p o r t y o u r s ta f f w h e n t h e y have 
d i f f i cu l t p e r s o n a l dec i s i ons a n d f am i l y p r o b l e m s . Just k n o w -
ing y o u rea l i ze c e r t a i n s i t ua t i ons a r e t a k i n g p lace at h o m e 
a n d a r e b e h i n d t h e m can g o a l o n g w a y t o w a r d hav ing a 
loya l w o r k f o r c e . T u r n i n g a r o u n d t u r n o v e r is a c h i e v e d by 
d e v e l o p i n g t h e s t ra teg ies t h a t w i l l c r e a t e a p o s i t i v e , m o t i -
v a t i n g a t m o s p h e r e . - B o b L o s y k 

The author is a business consultant with 20 years of manage-
ment expertise and can be reached via www.boblosyk.com. 

B B B 

Ra/N^B/RD sale 
MODULAR install Confidence: 

ESP CONTROLLER Install Rain Bird. 
EXTRASIMPLEPROGRAMMING 

Custom Default Program Water Budget (0-200%) 
Up To 13 Stations 3 Programs - Longer RunTimes 
HotSwap Modules Programmable Station Delay 

Try One - Get a FREE Module 

Ask About 
Quantity 
Pricing 

ESP4MI (Indoor) 4-sta $ 66-
ESP4M (Outdoor) 4-sta. ...$ 78-
,ESPSM3 (3-sta.Module) ...$ 19^ 

The ESP 
Standard 

We Stock The WHOLE Turf Line 
ALL The Rotors & SprayHeads 
ALL The Valves & Controllers 

fJWIi 
800-600- TURE 

YOUR BEST SOURCE 
FOR RAIN^BMD 

Order By 1 p.m. 
SHIPS SAME DAY 

M-F 7:30-5 SAT 8-1 POT 
Se Habla Español Call Now & Save 

WWW.SPRINKLERS4 LESS COM 
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http://www.boblosyk.com
http://WWW.SPRINKLERS4
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REDMAX STRATO-CHARGED™ TRIMMER SERIES 

' t v ' RedMax 

Z Series, Superior Features, Superior Products 

Pure 2-Cycle Strato-Charged™ Engine 
- Fewer Moving Parts 
- No Valve Maintenance 

Aluminum Clutch Housing 
Solid Steel Drive Shaft 
Extreme-Flex Trigger 
PT104 Plus Trimmer Head 
2 Year Commercial Warranty 

2 3 . S e e , 10.3 Pounds 

I F W Z 2 0 C J U 9 
2 5 . 4 c c , 11.1 Pounds 

i U J f i V V 3 
2 9 . 5 c c , 11.2 Pounds 

K O M A ^ S U 
Komatsu Zenoah America, Inc. 
4344 S h a c k l e f o r d Road 
Norcross , GA 30093 , U.S.A. 
P h o n e : 8 0 0 - 2 9 1 - 8 2 5 1 F a x : 7 7 0 - 3 8 1 - 5 1 5 0 
w w w . r e d m a x . c o m 
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http://www.redmax.com
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To ensure that 

your meeting 

date is published, 

send an 

announcement 

at least 12 weeks 

in advance to 

Lawn & Land-

scape Calendar. 

4012 Bridge 

Ave., Cleveland, 

OH 44113. 

M A Y 17 Turfgrass & Nursery Field Day at Oklahoma State University, Stillwater, Okla. 
Contact: www.okstate.edu, 405/744-5404 

M A Y 17 Alabama Turfgrass Association Turfgrass Seminar, Huntsville, Ala. 
Contact: mailbox@alaturfgrass.org, www.alaturfgrass.org, 866/246-4203 

M A Y 28 - JUNE I LIGHTFAIR 2006: The Annual Architectural & Commercial Lighting 
Trade Show & Conference, Las Vegas, Nev. Contact: www.lightfair.com 

JUNE 7 - 10 The Super Floral Show 2006, Salt Lake City, Utah. 
Contact: info@superfloralshow.com, www.superfloralshow.com, 617/812-5536 

JUNE 8 - 11 Oregon Seed Trade Association Annual Meeting, Sunriver, Ore. 
Contact: www.oregonseed.org, 503/226-2758 

JUNE 9 - 11 Niagara Flower & Garden Show 2006, Niagara, Ontario. 
Contact: info@niagaraflowerandgardenshow.com, www.niagaraflowerandgardenshow.com 

JUNE 13 - 14 National Lawn & Garden Show, Rosemont, III. 
Contact: www.nlgshow.com, 888/316-0226 

JUNE 13 - 17 Snow & Ice Management Association Symposium 2006, Hartford, Conn. 
Contact: www.sima.org 

JUNE 15 - 18 2006 Florida Nursery, Growers & Landscape Association Annual Conven-
tion, St. Petersburg, Fla. Contact: jschaaf@fngla.org, www.fngla.org, 407/295-7994 

JUNE 21 - 25 American Nursery & Landscape Association 2006 Retail Roadshow, 
New England. Contact: www.anla.org, 202/789-2900 

JUNE 22 - 23 Independent Turf & Ornamental Distributors Association Distributors 
Management Forum, Long Branch, N.J. Contact: www.itoda.org, 814/238-1573 

JUNE 22 - 24 Outdoor Power Equipment Institute Annual Meeting, Carlsbad, Calif. 
Contact: www.opei.org, 703/549-7600 

JULY 8 - 11 The Ohio State Florist Association Short Course, Columbus, Ohio. 
Contact: ofa@ofa.org, www.ofa.org, 614/487-1117 

JULY 8 - 12 123rd American Seed Trade Association Annual Convention, Chicago, 
Contact: www.amseed.org, 703/837-9365 

http://www.okstate.edu
mailto:mailbox@alaturfgrass.org
http://www.alaturfgrass.org
http://www.lightfair.com
mailto:info@superfloralshow.com
http://www.superfloralshow.com
http://www.oregonseed.org
mailto:info@niagaraflowerandgardenshow.com
http://www.niagaraflowerandgardenshow.com
http://www.nlgshow.com
http://www.sima.org
mailto:jschaaf@fngla.org
http://www.fngla.org
http://www.anla.org
http://www.itoda.org
http://www.opei.org
mailto:ofa@ofa.org
http://www.ofa.org
http://www.amseed.org
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JULY 12 - 16 American Nursery & Landscape Association Legislative Conference & Annual Meeting, Vail, Colo. 
Contact: www.anla.org, 202/789-2900 

JULY 1 6 - 2 2 Association of Professional Landscape Designers Annual Conference, Philadelphia, PA. 
Contact: www.apld.org, 717/238-9780 

JULY 16 - 22 Perennial Plant Symposium & Trade Show, Montreal, Quebec. 
Contact: www.perennialplant.org, 416/231 -2495 

JULY 1 7 - 2 0 Turfgrass Producers International 2006 Summer Convention & Field Days, Memphis, Tenn. 
Contact: www.turfgrasssod.org, 800/405-8873 

JULY 1 8 - 2 0 Pennsylvania Green Expo, Harrisburg, Pa. 
Contact: sales@pagreenexpo.com, www.pagreenexpo.com, 800-789-5068 

JULY 23 - 25 Professional Landcare Network Legislative Day on the Hill, Washington, D.C. 
Contact: www.landcarenetwork.org, 800/395-2522 

TURBO TURF 
HYDRO SEEDING SYSTEMS 

Call us for a FREE video & info pack/ 

TURBO TECHNOLOGIES, INC, 
1500 FIRST AVE, BEAVER FALLS, PA 15010 

800-822-3437 www.TurboTurf.com 

USE READER SERVICE # 32 USE READER SERVICE # 3 1 

T 
TYGAR 

Over 16 Stamped Curb Patterns 
and 20 Residential and Commercial Molds 
Start your own business or add another profit cantor to your 
existing business with Tygar Curb Machinery 

866-999-9506 www.tygarmfg.com 

http://www.anla.org
http://www.apld.org
http://www.perennialplant.org
http://www.turfgrasssod.org
mailto:sales@pagreenexpo.com
http://www.pagreenexpo.com
http://www.landcarenetwork.org
http://www.TurboTurf.com
http://www.tygarmfg.com


business oppor tun i t i es 

> 
C l i f f D r e z e k s h a r e s w h y a e r a t i o n a i d s l a w n s a n d h i s l a n d s c a p e b u s i n e s s . 

Each year, Cliff Drezek and his staff 
convince a growing number of cus-
tomers that the practice of punching 
holes in their lawns is a good thing. In 
exchange, these customers contribute 
to the company's revenue, says Drezek, 
manager of lawn care company Green 

Lawns Plus in Marlboro, Mass. 
The holes he favors are those caused by aeration, 

the practice of poking several holes into a lawn to get 
air into the root system, helping to eliminate thatch 
and promote healthy growth. 

But that's just one plus, Drezek says. While the 
practice is beneficial for a landscape company s 
customers' lawns, aeration also can promote healthy 
growth for a landscape business during the spring and 
fall seasons. 

CORE BELIEFS. There are several types 
and brands of aerators. Drezek's crews use 
tractor-pulled units for the majority of 
their jobs, which are made up of about 
70 percent residential and 30 percent 
commercial customers. The average size 
lawn is 9 ,500 square feet, but the crews 
have lawns on the route that are 30,000 
to 80,000 square feet. For the smaller 
lawns, there are walk-behind models. For 
either type of aerator, a variety of tine 
styles are available. These puncture the 
lawn in different ways. 

Drezek uses hollow, closed tines, but 
open-spoon tines are used for coring on 
some models. The tines are normally 
designed to be either pushed down in a 

b y h e a t h e r w o o d 





D u P o n t A d v i o r r 
FIRE A N T BAIT 

No second 
chance 
Fire ant co lonies are gone in 24 to 72 hours w i th DuPont™ Adv ion 
f ire ant bait . Gone, per iod. Only Adv ion " h i ts t hem w i th the 
MetaActive™ c o m p o u n d prov id ing the power that spreads 
to help contro l ent i re colonies. 

Learn more at p rop roduc ts .dupon t . com 
or cal l l - 8 8 8 - 6 D u P o n t ( 1 -888 -638 -7668 ) . 

business oppor tun i t i es 

vertical motion or rolled on a rotat-
ing, barrel-shaped piece of equipment. 
There are also aerators that get the job 
done with a slicing motion. But de-
spite all of the varieties available, the 
goal is the same: get air to the turf's 
root system by creating several holes 
in the lawn. 

In the Northeast, lawns are some-

crucial in all soils to allow oxygen to 
get into the root zone," Drezek says, 
adding that in his region it is espe-
cially helpful in clay soils, which don't 
let in much oxygen when compacted. 
"Every region will have different types 
of soil, but each soil type benefits 
from aeration," he says. 

As an added bonus, aeration can 

'In the Northeast, lawns are sometimes aerated to break up 

clay in the soil. The clay build-up doesn't allow the proper 

amount of air in. ' - Cliff Drezek 

times aerated to break up clay in the 
soil. The clay build-up doesn't allow 
the proper amount of air in. "Its 

help control thatch, he says. Although 
it isn't meant to be a replacement for 
dethatching, aeration helps decom-

pose this old, dead tissue that lurks 
in some lawns. Aeration also gets the 
roots and rhizomes growing in the soil 
rather than the in thatch, he adds. 

HOLE HOW-TO. Drezek's crews 
aerate from late April to June. This is 
an optimal time because cool-season 
grasses respond well to the treatment. 

The further into summer 
it gets, the less tolerant turf 
can be because it contends 
with conditions including 
drought and heat stress. 

The crews use a hollow 
tine aerator that pulls 2- to 
3!/2-inch plugs, or cores, 
from the soil. "We have a 
tractor-drawn unit that we 
can use in 95 percent of the 
lawn areas," he says. "The 
tractor increases the amount 

of work we can do in a day and obvi-
ously decreases operator fatigue." 

Drezek's aeration crews are separate 



r 

from the maintenance crew 
and one or two operators are 
on each crew. This is where 
new employees usually start. 
"Its a good way for them to 
get their feet wet as far as 
getting into lawn care," he 
says, pointing out that what's 
required to aerate is a general 
knowledge of the process 
- certification is not necessary 
before doing the job. 

This general knowledge 
includes keeping all bases 
covered during the job to 
prevent problems, Drezek 
says. Be aware of rocks, tree 
roots or other hindrances that 
could damage equipment or 
surrounding buildings. In ad-
dition, ask the client if there 
are any underground hazards 
that could get in the way, 
including sprinkler heads and 
invisible dog fences that have 
buried cables, he points out. 

continued on page 50 

Through aeration, contractors remove 3-inch plugs of soil and thatch. Afterward, plugs are left on the lawn as 

added top dressing. The plugs dry up after two to three mowings and melt back into the soil. Though customers 

rarely ask that these plugs be removed because they understand their benefit, some customers insist on a plug 

cleanup service, and contractors increase their prices for this add-on. Photo: Four Seasons Aeration & Thatch 

No second call 
When the co lony is qu ick ly and comple te ly cont ro l led , cus tomer ca l lbacks a lso 

go away. Adv ion ' powered w i th MetaAct ive~ sets new s tandards for f ire ant cont ro l 
to help you set new s tandards for cus tomer sat is fact ion. Advion®. Unbeatable Results. 

Professional Products 

<ÖQÄ 
Always read and follow T h e m i r Q C l e S O f S C i e P C e ' 

all label directions and 
precautions for use. 

Du Pont "Advion4 is not 
available in all states. 

See your local DuPont representative for details and availability in your state. 
The DuPont Oval Logo, DuPont", The miracles of scienceAdvion® and MetaActive'" are 

trademarks or registered trademarks of DuPont or its affiliates. 
yright © 2006 E.I. du Pont de Nemours and Company. All Rights Reserved. 

FA002266P277BVB 





Move rocks with 
a company that 

moves mountains 

Whether it's moving flagstone or planting trees, 
there's a full line of equipment that brings all 
the experience of Caterpillar to landscaping. With 
Multi Terrain Loaders that have the lightest footprints 
in the industry, as well as a full line of work tools, 
Cat'compact machines are ready to handle all the 
specific needs of landscapes. Be part of the legacy. 
See your Cat Dealer or visit cat.com/legacy to learn more. 

CATERPILLAR 



WANTED 

The Troublesome Trio 
If you've seen this trio or other gangs 
of grassy weeds hanging out in your 
turf, act now 'cause they're up to 
no good! They've escaped your 
pre-emerge and are out to rob 
your good grass of valuable moisture 
and nutrients. 

It's time for the death sentence -
Trimec® Plus Post-Emergent Grass 
and Broadleaf Herbicide. For 
control of grassy weeds and yellow 
nutsedge, there's nothing else like it. 
It even packs a wallop and wipes 
out their broadleaf buddies like 
clover, oxalis and spurge. And the 
dandelions start curling as soon as 
the spray tank rolls into town! 

ALWAYS READ AND 

FOLLOW LABEL DIRECTIONS. 

Trimec 
Plus <• 
protect your 

bluegrass, 

fescues, 

zoysiagrass, 

ryegrass and 

Bermudagrass 

turf from the 

bad guys. 

I y I p b i / « s t a t i o n 

I I r^jT-izjzjy-i^iÛiiVi 
An Employee-Owned Company 

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

L J 
Oxalis 

Available in 
quarts, gallons 
and 2V2 gallons -
and for really 
BIG jobs, 
30 gallon drums. 

Trimec [Puais" 

© 2006, PBI/Gordon Corporation. Trimec is a registered trademark of PBI/Gordon Corporation. 
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continued from page 47 

Slice aerators can be especially 
troublesome to underground obsta-
cles, Drezek says. His crews mark each 
obstruction and have a repair kit on 
hand in case of any accidents. 

HOLE SALE. Green Lawns Plus wants 
homeowners to know they find aera-
tion essential for a healthy lawn, so 
they market it in several ways. "We 
sell it by way of a newsletter we hand 
out with each service," Drezek says, 
adding that he recommends aeration 
in follow-up visit comments that he 
leaves on customers' doors. The com-
pany also sends out annual informa-
tion pieces about aeration. 

Green Lawns Plus has been offer-
ing aeration to clients 12 of their 18 
seasons in business. The crews started 
with a walk-behind aerator, which was 
sufficient for the then-small workload, 

" A l t h o u g h i t i s n t m e a n t 

t o b e a r e p l a c e m e n t f o r 

d e t h a t c h i n g , a e r a t i o n 

h e l p s d e c o m p o s e t h i s 

o l d , d e a d t i s s u e t h a t 

l u r k s i n s o m e l a w n s . 

A e r a t i o n a l s o g e t s t h e 

r o o t s a n d r h i z o m e s 

g r o w i n g i n t h e s o i l r a t h e r 

t h a n t h e t h a t c h . 

- C l i f f D r e z e k 

Drezek says. It took a few seasons to 
grow an aeration client base because 
many weren't yet familiar with the 
concept and the benefits. But that 
changed, and quickly. Within three 
years, the company found the need 
to switch to a tractor-drawn aerator 
because they needed to be more ef-
ficient to tackle their growing aeration 
customer list. 

Drezek is happy with the fact that 
35 to 45 percent of his usual client 
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The Intelligent Use 
of Water™ is a shared 
responsibility. 

-R>ain Bird s focus has always been to 
help people better manage water. We are 
committed to developing water-saving 
technologies that produce healthy 
landscapes and provide irrigation 
professionals with business advantages. 

You owe it to yourself to learn all 
about these products because the need 
to conserve water has never been greater. 

You owe it to your customers 
because they need to know how and why 
these products will save water, save time 
and save money. 

You owe it to your business 
because more people every day are 
recognizing the need to conserve water 
and are seeking out only those design and 
irrigation professionals who specify and 
install advanced water-saving products. 

The following pages highlight product 
innovations that will help you and your 
customers save water. Featured are 
insights into what Rain Bird is doing 
to support your business success. 

F o r a d d i t i o n a l d e t a i l s a b o u t 
w a t e r - c o n s e r v i n g R a i n B i r d 

p r o d u c t s a n d t e c h n o l o g i e s , s e e 
y o u r R a i n B i r d d i s t r i b u t o r o r v i s i t 

www. rain bird. com/IUOW. 



Accessories ^ph 
ET Manager. Reduces water consumption by HI OlU 
enabling the controller to apply only the water 
required by the landscape based on current weather 
and soil conditions. 

Like clockwork, 
Rain Bird controllers 
manage water efficiently. 
Rain Bird continues to advance controller technologies that make it possible to 
more precisely and responsibly manage water use based on seasons, weather 
and landscape requirements. 

Water Budgeting. Reduce water use during low-water use seasons with 
one easy adjustment that applies to all station run times. 

Rain Delay. Use 15-20% less water by suspending irrigation when it's raining 
or when sufficient soil moisture is detected. 

Cycle+Soakr Minimize erosion and run-off by applying water at a rate 
that the soil can more easily absorb. 

ET Management . Reduce water waste and promote deep watering by 
allowing the controller to only apply the amount required by the landscape. 

ESP-MC 

Central Control 

I v I 
L >) * 

RSD 
Rain Sensor 

ESP-LX Modular. Eight-station base unit expands 
up to 32 stations for residential and commercial use; 
advanced water-saving features include Water Budget, 
Rain Delay, Cycle+Soak and ET Manager compatibility. 

ESP-MC. Eight to 40 station units for commercial 
use; water-conserving features include Water Budget, 
Rain Delay, Cycle+Soak and ET Manager compatibility. 

Central Controls 
SiteControl. Single-site commercial irrigation applications; 
maximizes water savings with Smart Weather ™ and 
ET-based scheduling, RainWatch " intelligent rainfall 
reaction system, Cycle+Soak and more. 

MaxicomC Unlimited number of sites, controlled from 
a single location; water-savings of up to 25-45% per year 
with Smart Weather and ET-based scheduling, RainWatch, 
Cycle+Soak and high-flow sensing and shut-off. 

RSD Rain Sensor. Automatically shuts off the controller 
when it's raining to minimize water waste. 

ESP-LX 
Modular Controllers 

ESP Modular. Four-station base unit expands up to 
13 stations for residential and light commercial use; 
water-saving technologies include Water Budget and 
ET Manager compatibility. 



Rain Bird offers more nozzle and distribution 
technologies to responsibly 

manage water use on residential 
or commercial sites of every size. 

Rain Curtain" Nozzles. Generate larger 
droplets that are far less affected by wind and 
minimize misting, fogging and airborne evaporation. 
More even distribution throughout the radius reduces 
the likelihood of over-watering. 

Rain Curtain 
Nozzles U-Series Nozzles 

Rain Bird® spray heads and rotors 
pop up every day with new ways to use water 
wisely through uniform distribution. 

MPR Nozzles. Less water 
is needed and efficient, uniform coverage is achieved by 
matching precipitation rates across both radii and patterns. 

U-Series Nozzles. Water use can be reduced by 
up to 30% with dual-orifice nozzles that provide uniform 
coverage—even close-in around the head. 

Pressure-Regulating Stems. Water loss due to 
misting and fogging caused by high pressure is eliminated 
by maintaining a constant outlet pressure of 30 psi for spray 
heads and 45 psi for 5000-PRS rotors. 

MPR Nozzles 



B u i l d i n g 
P a r t n e r s h i p s 
t o E n c o u r a g e 
T h e In te l l i gen t 
U s e o f W a t e r . " 

Rain B i rd act ive ly p a r t n e r s 
w i t h o r g a n i z a t i o n s t o 
p r o m o t e w a t e r c o n s e r v a t i o n 
a n d e d u c a t e o t h e r s a b o u t 
h o w t o b e r e s p o n s i b l e 
s t ewa rds of t he env i ronment . 

Irrigation Associat ion 

Smart Water Appl icat ion 
Technologies" (SWAT") 

U.S. Green Building 
Counci l (USGBC) 
Leadership in Energy and 
Environmental Design (LEED ) 

Amer ican Public Gardens 
Associat ion (APGA) 
formerly American Association of 
Botanical Gardens and Arboreta 

Landscape Archi tecture 
Foundat ion 

California Urban Water 
Conservat ion Counci l 
(CUWCC) 

www. rain bird, com/IUO W 

Rain Bird Spray Heads 
More contractors choose Rain Bird 1800* Series Spray Heads and 
Nozzles than all other brands combined to optimize water use. 
Available water-conserving technologies include: U-Series Nozzles, 
MPR Nozzles and built-in Pressure-Regulating Stems. 

Rain Bird Rotors 
Only Rain Bird rotors feature advanced Rain Curtain™ Nozzle 
Technology for more uniform distribution throughout the radius 
range to optimize efficiency and water use. 5000-PRS Series are 
now available with pressure-regulating stems. 

Rotary Nozzles 
Rotating streams uniformly deliver water at a low precipitation rate 
to significantly reduce run-off and erosion and provide efficient 
water distribution from 13 to 24 feet; designed to fit on Rain Bird 
spray heads. 

Accessories 
In-Stem Seal-A-Matic,M Check Valve. Eliminates water loss due to 
puddling or run-off by preventing water from draining out of the 
irrigation system at the lowest head. 

Pressure-Regulating Swing Joints. Optimize water use by equalizing 
pressure at each rotor; eliminate misting and conserves water by 
regulating droplet size. 

Rotary Nozzle Pressure-Regulating Swing Joint 
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T a k i n g a 
L e a d e r s h i p 
R o l e t o A d v a n c e 
T h e In te l l i gen t 
U s e o f Water.™ 

www. rain bird. com/I U O W 

Lead ing by example , 
Rain Bird au tho red the 
c o m p r e h e n s i v e repor t , 
Irrigation for a Growing 
World, w h i c h d i scusses 
causes a n d potent ia l 
so lu t ions to the g lobal 
wa te r crisis. W e also 
s p o n s o r an annua l 
s u m m i t o n o u t d o o r 
wate r conserva t ion . 

Slow and steady, Rain Bird® 
landscape drip products deliver 
precise irrigation for healthy plants. 
Rain Bird low-volume drip irrigation systems are innovative by nature 
in the way water is responsibly distributed to any non-turf areas, 
including trees and plants in flower beds, street medians, vegetable 
gardens and hanging baskets. 

Efficient Distribution. Landscape drip systems allow you 
to tailor the amount of water to each plant's specific watering needs. 
This minimizes water waste caused by over-watering and results in 
healthier plants. 

Direct-to-Root Delivery. 
Precise amounts of water are slowly 
and uniformly applied at or near plant 
root zones. This efficient method 
places the right amount of water 
where it's needed, which eliminates 
run-off and overspray onto walls, 
walkways and streets. 

Pressure-Regulating 
Filter Control Zone Kit 



Rain Bird prov ides a 
series of publ ic serv ice 
a n n o u n c e m e n t s in 
par tnersh ip w i th the 
Amer i can Publ ic Ga rdens 
Assoc ia t ion, featur ing 
HGTV's "The Gardener 
Guy", Paul James . 

www. rain bird. com/IUOW 
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Landscape Dripline Root Watering System (RWS) 

System Components 
Control Zone Kits with 
Pressure-Regulating Filters. 
These kits with pressure-
regulating filters increase 
efficiency and save water; pre-
assembled to eliminate leaks. 

Landscape Dripline. Optimizes 
water use as it slowly and 
precisely delivers the right 
amount of moisture at or 
near plant root zones. 

Emitters. These delivery 
devices apply water at a 
specific rate and pressure 
to minimize waste. 

Accessories 
Root Watering System (RWS). 
These self-contained systems 
precisely distribute water at or 
near tree and shrub root zones 
for efficient water use. 

Irrigation Supplement. This 
all-natural water- bound gel 
extends the intervals between 

watering cycles for 
container plants, 
hanging baskets 
and streetscapes. 

Irrigation Supplement 
Perforated Tube 
and Gel Pack 

E d u c a t i n g 
O t h e r s A b o u t 
T h e In te l l i gen t 
U s e o f Water.™ 



The 
Intelligent 

Use of Water 
At Rain Bird, we believe it is our 

responsibility to develop products 

and technologies that use water 

efficiently. Our commitment also 

extends to education, training 

and services for our industry and 

our communities. 

The need to conserve water has 

never been greater. We want to do 

even more, and with your help, we 

can. Visit www.rainbird.com/IUOW 

for more information about 

The Intelligent Use of Water.™ 

® 

Rain Bird Corporation 
6991 East Southpoint Road 
Tucson, AZ 85706 
Phone: (520) 741-6100 
Fax: (520) 741-6522 

Rain Bird International, Inc. 
145 North Grand Avenue 
Glendora, CA 91741 
Phone: (626)963-9311 
Fax: (626) 963-4287 

Rain Bird Technical Services 
(800) RAINBIRD 
(U.S. and Canada only) 

www.rainbird.com 

Specification Hotline 
(800) 458-3005 
(U.S. and Canada only) 

® Registered Trademark of Rain Bird Corporation 
© 2006 Rain Bird Corporation 4/06 1X37393 

http://www.rainbird.com/IUOW
http://www.rainbird.com


t o o l s t h a t c r e a t e h o l e s 

Get t ing t he r ight type of aera tor a n d m a k i n g it 
last are keys to hav ing a success fu l add-on 

serv ice. Cli f f Drezek, m a n a g e r at Green Lawns 
Plus in Mar lboro , Mass. , has used d i f fe rent equ ip-
m e n t a n d f o u n d w h a t he feels best c o m p l e t e s t h e 
work , boos t ing t he c o m p a n y ' s revenue. 

W h e n Green Lawns P lus s tar ted, t he c r e w s 
used wa lk -beh ind un i ts . The wo rk l oad w a s 
relat ively sma l l at t he t ime , a n d t he wa l k -beh inds 
wo r ked wel l fo r t he c rews. These un i t s c a n cos t 
$3,000 to $4,000, Drezek says. 

Drezek 's c r e w s p e r f o r m anywhere f r o m 
800 to 1,000 aera t ion j obs annual ly . To inc rease 
e f f i c iency a n d tack le t he c l ien ts ' yards, w h i c h av-
erage 9,500 squa re feet, Drezek 's opera to rs n o w 
use t rac to r -pu l led un i ts , w h i c h c a n cos t abou t 
$2,000 to $5,000 each. 

Obviously, t hose c o n t r a c t o r s w h o dec ide 
on the aera tor tha t is pu l led w i l l need a t ractor . 
Drezek 's c r e w s use 24-horsepower t rac to rs be-
cause of t he v o l u m e a n d size of t he work they do, 
bu t he says l andscape c o n t r a c t o r s c o u l d use a 
16 or 18 ho rsepower jus t as we l l if t he i r wo rk load 

isn ' t t oo o v e r w h e l m i n g . 
Cons ide r t he m a k e u p of t he c l i en ts ' 

yards before buy ing an aerator, Drezek 
sugges ts . W h i l e e f f i c iency is impo r tan t , 
hav ing an aera tor tha t c a n travel to any j o b 

s i te is even m o r e essent ia l . "Be su re i t 's st i l l 
sma l l e n o u g h to get in to a ga te 36 i nches 
w ide, " he says. "If you have a b ig t rac to r 

a n d you can ' t get in to t he backyard , w h a t ' s 
t he point?" 

A f t e r a l andscape c o n t r a c t o r has 
t he o p t i m u m aera tor fo r t he job , proper ly 
m a i n t a i n i n g it w i l l he lp ex tend its life, Drezek 
advises. "You'l l w a n t to take t i m e to c lean 
a n d lub r i ca te it at t h e e n d of t he day to get 
m o r e m i l eage ou t of it," he says. 

The t i nes on Drezek 's aera tors are 
rep laced annual ly , bu t c o m p a n i e s w i t h a 
l igh ter wo rk l oad may not have to rep lace t h e 
t i nes on the i r e q u i p m e n t un t i l t w o or th ree 
years have passed, he says. The rest of t he 
m a c h i n e has a longer life. Drezek 's t rac tor -
pu l led aera tors last abou t seven years. 

base requests the aeration service regu-
larly. He rarely gets aeration requests 
from homeowners who aren't Green 
Lawns Plus customers. In a good year 
he sees 5 percent growth in aeration 
but usually it stays level from year to 
year. But the revenue from aeration is 
a base the company can count on each 
year, Drezek points out. 

AER-RATES. Aeration is an add-on 
service for Green Lawns Plus. The 
crews that seed and spread lime treat-
ments have the additional task of 
aerating. 

Drezek's charge for the service is 
based on every 1,000 square feet of 
turf. He estimates that an average 
8,000 square-foot lawn would cost 
$125 to aerate. "There are a lot of 
variables that go into price," he says. 
That includes obstacles, such as bur-

ied sprinkler heads, and hills. A fee of 
$75 to $100 is charged if the obstacles 
aren't marked ahead of time and 
Drezek's crews have to mark them. 
"It can take upwards of a half-hour to 
mark the obstacles," he says. 

Consider any obstacles that may 
hinder access to the lawn, Drezek 
advises. Even the contractors who 
mostly service large lawns should 
consider having a walk-behind aerator 
in their equipment fleet in case of 
smaller lawns or lawns that can only 
be accessed with a smaller piece of 
equipment, Drezek says. 

Early on, Drezek had concerns 
about whether he was pricing proper-
ly. Through trial and error, he arrived 
at what he felt was a fair rate. He gives 
technicians a range of feasible prices 
so they can assess the difficulty of the 
layout and the time the job will take 

to properly charge the customer. 
Drezek finds aeration is always 

profitable because the tractor-drawn 
aerators are efficient, allowing the 
crews to quickly move from job to 
job. In addition, the technicians 
charge the customers for any extra 
time spent on a job because of ob-
stacles. Drezek doesn't know exactly 
how much profit is made from an 
aeration job but says, "Its a very good 
add-on service. We make an appre-
ciable amount." 

Ultimately, he says, being prepared 
and using the right aeration equip-
ment are the keys to keeping the 
lawns and the business at their best. 
"Once you have aeration as an estab-
lished part of your optional services 
and people are aware of the advan-
tages, you get a pretty steady income 
coming in.' LL 
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R e f i n e y o u r b u s i n e s s s y s t e m s w i t h 

s i m p l e i m p r o v e m e n t s - a s k P l a t i n u 

L a n d s c a p e h o w i t ' s d o n e . 

W 
hen Rick Meinzer studies oth-

er businesses, including their 

staff size, profitability projec-

tions and per-head revenue, 

he often wonders how some 

of these ventures are making 

any money. 

Meinzer, owner of Cedar 

Hills, Utah-based Platinum Landscape & Design, believes these 

companies are crowded with excess corporate layers and overhead, 

and that this is ultimately driving their profits down. 

As a result "I have no office staff, no secretary, no accounts receiv-

able person and no payroll person - I outsource accounting and 

payroll to a CPA," Meinzer says. "I answer my own phone calls - all 

lawn & landscape may 2 0 0 6 www.lawnandlandscape.com 

http://www.lawnandlandscape.com


Dan Reilley and Rick Me/nzer, 



ads and signage have my cell phone 
number on them. We do all of our 
own sales calls, bids, billing, collections 
and change orders. We have deliberate-
ly de-layered our corporate structure so 
the owners are touching the custom-
ers. We save money where we can by 
continually scrutinizing our costs." 

This lean approach enables 
Platinum to "keep our business 
under the $2-million mark and make 
significantly more than others who 
are doing $2-million plus," he says. 
"After all, I would rather make 30 
percent on a $1-million business than 
15 percent on more than $2 million 
in sales - the numbers work out the 
same, don't they?" 

What gives Meinzer the right to 
be able to judge other businesses and 
dissect his own to maximize results? 
His masters degree in business admin-
istration and 10 years working for the 
infamous Utah-based Covey Leader-
ship Center, better known today as 
FranklinCovey, for starters. There 

his job was to make other companies 
better via leadership development and 
business consulting. 

The corporate structure and 
politics eventually grew tiresome, and 
Meinzer wanted to feel the same pas-
sion his clients felt in doing something 
they loved to do. Returning to his 
teenage roots, where he spent four 
years running a small landscape busi-
ness in the San Francisco Bay area, he 
started Platinum Landscape & Design 
as a side business in Utah, a market his 
research revealed was booming. Three 
years later, this $ 5 0 0 , 0 0 0 to $ 7 0 0 , 0 0 0 
side job became his full-time venture. 
Today, Meinzer runs a more than 
$1-million business with just seven 
employees and a focus on scrutinizing 
costs to maximize profits and system-
izing procedures to boost efficiency. 

LEAN MACHINE. Platinum 
Landscape s trick to staying lean is 
not spending money on unnecessary 
things, investigating costs and making 

a choice that best fits the business yet 
keeps overhead down. 

For instance, instead of buying or 
renting a fancy office that the employ-
ees never spend time in since they are 
out in the field all day, the company 
rents a V^-acre yard for $ 100 per 
month. "Purchasing the land would 
cost us $350 ,000 , which is $ 3 , 5 0 0 to 
$ 4 , 5 0 0 a month in payments to own 
- not to mention we'd also have to 
build a building on it," Meinzer says. 

While Meinzer realizes real estate 
is an investment, he also believes in 
listening to his gut. "If we spend the 
money on the office building and find 
ourselves strapped for cash, the stress 
just isn't worth it," he says. "Sure, 
we'd love to have 2 to 3 acres and do 
a water feature display on it, but we're 
at a point where we don't need it - its 
not hurting our business not to have 
this unnecessary overhead. The yard 
is perfect for our storage needs, and I 
run our office out of my home." 

Equipment is another area where 

L a n d s c a p e A t t a c h m e n t s 

Turn your tractor into the ultimate workhorse with the Frontier family 
of landscape attachments. Frontier rear blades, box blades, grooming 
mowers, rotary tillers, and pendular spreaders are just some of the ...•• 
tools that can help you unleash your company's potential. Each 
one is compatibility tested to maximize the performance of 
your John Deere tractor. 

So, whether you're grading a driveway, seeding the 
grounds, mowing grass or tilling the beds, Frontier helps 
you get the job done quickly and easily. You'll also save 
valuable time with the John Deere iMatch™ Quick-Attach 
Hitch System. It lets you move from one Frontier 
attachment to another in record time! 

The possibilities for your business 
are endless —and so are the tools 
from John Deere and Frontier. See 
your John Deere dealer today. 

USE READER SERVICE # 38 



<A p l a t ¡ n u m l a n d s c a p e e s i g n 
OWNER/PRESIDENT: Rick Meinzer 
GENERAL MANAGER: Dan Reilley 
HEADQUARTERS: Cedar Hills, Utah 
FOUNDED: 1998 
EMPLOYEES: 2 year-round, 5 seasonal; 
72 percent Hispanic 
GREATEST LABOR CHALLENGE: 
Cultural differences and language barriers. 

SERVICE MIX: 100 percent landscape in-
stallation (40 percent is design/build and 60 
percent is installation based on a landscape 
plan). 100 percent of the landscape installa-
tion work includes irrigation. 

CLIENT MIX: 55 percent residential, 35 
percent commercial (office parks, hospi-
tals. educational facilities, etc.), 5 percent 
commercial-residential (condominiums, 
apartment buildings, etc.) and 
5 percent government/municipal. 

REVENUE BREAKOUT: 
2006 Expected Revenue ...$1.75 mill ion 
2005 Revenue 
2004 Revenue 
2003 Revenue 
2002 Revenue 

...$1.05 mil l ion 

...$620,000 

...$580,000 

...$505,000 

THREE CHALLENGES FACING 
BUSINESS TODAY: 
1. Competition that does not understand 
their business and the impact of increasing costs. 
2. Managing costs and improving profits. 
3. The ability to get better - better design, better 
customer service, better employees, better growth, 
better margins, more efficient. 

CONTACT INFO 
9649 N. Royal Red Road, Cedar Hills, Utah 84062 
PH: 801/404-5562, FX: 801/7964013 
WEB: www.platinumlandscape.com 
E-MAIL: rick@platinumlandscape.com 

Meinzer realized he could maintain 
a lean routine. W h e n he started 
Platinum Landscape eight years ago, 
he rented equipment for each job and 
built the expenses into the job cost. 
"All 1 had was a truck payment and 1 
paid for my trailer in cash," he says. 

But as the business grew, the need 
for equipment beyond rentals did too. 
After utilizing a variety o f brands, try-
ing to teach his Hispanic employees 
how to operate them all and learning 
that employees were avoiding certain 
machines because they were more 
challenging to use, Meinzer decided 
to standardize his equipment - focus-
ing on one brand in each category. 
This cuts down on training time and 
achieved what Meinzer calls strategic 
partnerships. "By investing in one 
brand, all o f the machines operate 
the same way and are maintained 
the same way, saving us time," he 
explains. 

By becoming a select contractor 
using one equipment brand in a few 

Have you tried 

Dur Formula 
For Preemergent Success? 

N o w That 's A Change For TheBetter. 

http://www.platinumlandscape.com
mailto:rick@platinumlandscape.com


categories, the company also benefits 
from manufacturer representatives 
sharing in maintenance and safe 
machine operation training, efficiency 
evaluations and extended product 
warranties for customers at no ad-
ditional charge. 

And instead of hiring an in-house 
mechanic to repair and maintain 
equipment, Meinzer outsources the 
work to a mobile mechanic, who fits 
their work in on Saturdays and after-
hours on weekdays to decrease down-
time - another strategic partnership. 

In addition to equipment, Meinzer 
also found a way to save money on 
plant material. He used to pick up his 
trees, shrubs and plants from a local 
nursery, and spent 20 percent more to 
do so. Four years ago, he started or-
dering his plant material from whole-
sale growers in Oregon. "They dig it, 
put it in a refrigerated semi trailer and 
ship it right to my job site," Meinzer 
says. The extra 20 percent he used to 
spend for the same material now goes 

straight to the company's bottom line, 
and "this is also better for the plant 
material because its only touc bed 
twice compared to in a nursery where 
material is repeatedly handled, creat-
ing more tender roots," Meinzer adds. 

Despite the many advantages, the 
wholes^e nursery agreement does 
involve more coordination, Meinzer 
admits. Once a plant list is approved 
by the client, he works with a broker 
to shop and price the material, as well 
as plan its delivery. The plants typicaJJy 
arrive at the site in seven to 10 days. 

Other strategic partnerships also 
save Platinum Landscape money. 
Instead of hiring an office manager to 
do payroll, Meinzer hires his accoun-
tant to conduct twice monthly payroll 
and employee filings. "It costs me $75 
a month to have my CPA do payroll 
and run the reports," he says. "To hire 
someone to do that same work in-
house, which is twice a month, three 
hours or so at a time, would cost $ 9 0 
to $ 105 (six to seven hours each time 

at $15 an hour). Plus, I know our 
CPA knows what he's doing and won't 
mess up." 

Despite the fact that Platinum 
Landscape & Design is a 4 0 percent 
design/build and 6 0 percent instal-
lation company, it does not employ 
an in-house designer either. Meinzer 
outsources the work to several local 
landscape architects when these ser-
vices are required. 

But even with a two-dimensional 
design in hand, Meinzer says clients 
like to see the proposed landscape 
plan translated onto the three-di-
mensional environment. "We present 
them with the ideas and then take the 
can of spray paint and start drawing 
out where the beds and water feature 
will go," he explains. "Most of the 
time, we hand over the paint can to 
the customer and let them show us 
what they are envisioning. When 
there is involvement, there is owner-
ship. This helps sell the work and, in 
some cases, is all that is necessary. A 

Bet terSo lu t ions . Bet terResul ts . Bet te rSo lu t ions . Bet terResul ts . 
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formal design isn't always required." 
This also increases efficiency by 

decreasing sales time. "When you 
work solely with a two-dimensional 
drawing, it can take four to six weeks 
to get a design approved and accepted 
by the client because they have a hard 
time envisioning whats on paper, but 
if we paint the design on the land-
scape, it can cut that time down to 
one week." 

Maintaining relationships with 
these strategic partners can be chal-
lenging since they don't work for 
Platinum in-house and, as a result, 
arent available at a moments notice. 
But Meinzer says vigorously commu-
nicating with these partners, provid-
ing them with referrals, paying bills 
on time, and keeping rush jobs to a 
minimum helps to secure these work-
ing relationships. 

Meinzer s belief that the best sales-
people for a company are its owners 
is another lean concept at Platinum 
Landscape & Design. Meinzer came 

to this realization after one year of 
utilizing a salesperson to sell landscape 
work three years ago. The salesperson 
misbid several jobs and misrepresented 
the company's work during the sales 
process. "A lot of owners disconnect 
and delegate through layers of man-
agement and get stuck in the office, so 
they don't have a finger on the pulse 
of their companies," Meinzer says, 
explaining his owner-as-a-salesperson 
concept. "They don't know what the 
customer is saying, what the trends 
are, what the competition is saying 
or how the customer compares them 
to the competition. For a salesperson, 
this is just another job - for me, this 
is my life. Messages about the product 
arent lost in translation when the 
owners sell the work." 

"Besides, every customer loves to 
do business with the owner," adds 
Dan Reilley, Platinum Landscapes 
general manager. Meinzer and Reilley 
handle sales for the company — each 
with a 2006 sales goal of $850,000. 

The company's niche client base is 
high-end residential work for custom-
ers with an average home price of 
between $450,000 and $1.5 million. 
"We strive for a 47-percent profit 
margin in this type of work," Meinzer 
says, adding that his average job is 
between $50,000 to $60,000. 

THE POWER OF SYSTEMS. In addi-
tion to running a lean operation, Plat-
inum Landscape & Design continues 
to grow while using the same number 
of employees by creating systems that 
maximize efficiencies. 

What Meinzer learned when 
working as a business consultant for 
Covey Leadership Center was that 
you have to look at the cause of why 
employees or customers act a certain 
way - something he calls linear think-
ing. For example, one day Meinzer 
watched one of his workers use a 
shovel to try and move a large rock. 
"He should have been using a pry bar, 
but instead he broke five shovels in a 

A C h a n g e F o r T h e ^ ^ ^ ^ B 
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row before I stopped him. I didn't yell 
— instead, 1 imposed a fine. Anytime 
a tool is broken, the person who 
breaks it has to replace it. Since then, 
I haven't had any broken shovels. 
The best part is that I didn't have to 
reprimand or overly train my workers 
to get this result - I just had to change 
the system. A lot of people spend time 

trying to change a person's behavior, 
but you can't. You have to change the 
system to change the results." 

Employees who continually asked 
for raises — whether they were de-
served or not - also inspired Meinzer 
to enlist Reilley to develop a Compe-
tency Based Compensation Plan. Reil-
ley, a long-time friend of Meinzer's, 

W h e n it c o m e s t o g e t t i n g t h e jo b d o n e , no o t h e r too ls a r e as i m p o r t a n t as t h e o n e s on your 
f e e t . T h a t ' s why w e m a k e so m a n y s t y l e s of work boo ts . A n d put so m u c h t h o u g h t a n d e f f o r t 
in to e a c h pair . E v e r y boo t is m a d e w i t h l e a t h e r c h o s e n spec i f ica l ly for t h e w o r k you do. A n d 
e a c h b o o t ' s so le is d e s i g n e d fo r d i f f e r e n t w o r k p l a c e c o n d i t i o n s . 
If you work in t h e rain, there 's waterproof . In t h e cold? Get insulated. 
Hazardous work? Try steel toe . All of t h e above? We build those, too. 
Get e x a c t l y t h e r ight too l for t h e job . R e d Wing Shoes . Bui l t t o f i t . 
Bui l t t o las t . For a d e a l e r : r e d w i n g s h o e s . c o m or 1 - 8 0 0 - R E D - W I N G . 

© 2 0 0 6 Red Wing Shoe Company 
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worked in the corporate environment 
in Human Resources before he joined 
Platinum Landscape. He used his HR 
background to set up detailed job 
descriptions, including essential duties 
and skills, for foremen, crew leaders 
and other company positions. Each 
level has a pay range. To advance to 
the next level, employees have to meet 
the requirements of that level, such as 
learning to drive a tractor or build a 
retaining wall. 

"We do annual reviews and salary 
increases," he says. "An employee can 
max out, but if he wants to progress 
he needs to learn the skills to take him 
to the next level. During employee 
reviews, we discuss their current skill 
sets compared to what they knew last 
year. We were getting tired of them 
asking for raises and not having the 
knowledge right there at our finger-
tips to know whether we were paying 
them too much or too little. So we 
created this system to encourage them 
on their own to develop the skills to 
be worth more to us and grow with 
us. My employees are now the ones 
who drive their skill and competency 
improvement — not management. We 
simply support them. This took the 
burden from us and put it on their 
shoulders. The results are amazing." 

Efficiencies can also happen with 
clients. Platinum Landscape had 
developed a problem related to change 
orders two years ago. As crews were 
installing the landscape, the client 
would critique the work, asking for 
more mulch or soil here or extra 
plants, trees or rocks there - all the 
time not realizing this would result 
in a change order and extra fee at job 
completion. As a result, an exciting 
final walkthrough and client meet-
ing turned into an uncomfortable 
experience with customers feeling as 
if they spent too much extra money, 
Meinzer says. Since those who sell the 
work receive a 2 percent higher level 
of commission on upsells or change 
order sales than on regular sales, 
Meinzer imposed a rule - "no com-
mission on upsells or change orders if 
you don't have a signed change order 
form at the time it was requested." 
Foremen were made aware of the rule 
and told that if clients ask for any 
extras, they should contact the sales-
person so he can handle the request. 
The salesperson then informs the 
client that their request can be met 

continued on page 64, sidebar on page 62 
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Be fo re P l a t i n u m L a n d s c a p e s e c u r e d i ts v is ib le-
f r om- the - f reeway , f e n c e d in, l o cked 1/2-acre ya rd 

t o s to re e q u i p m e n t a n d p lan t ma te r i a l , O w n e r R ick 
M e i n z e r says he r e n t e d a n even less expens i ve p i ece 
of l and a f e w years ea r l i e r t h a t w a s in a m o r e sec l ud -
ed s p a c e b e h i n d a f e w b u i l d i n g s . 

The s p a c e w o r k e d we l l un t i l w i n t e r t h r e e years a g o 
w h e n a $5,000 t ra i l e r w a s r e m o v e d f r o m a t r u c k a n d 
s to len , in a d d i t i o n t o t h e t oo l s a n d e q u i p m e n t f r o m an-
o t h e r 20- foot e n c l o s e d t ra i le r - a to ta l loss of $10,000. 

" W e rea l ized at t h a t p o i n t w e n e e d e d a f e n c e d - i n 
ya rd w i t h l ocks a n d b a r b e d w i r e t h a t w a s o u t in a n 
o p e n a rea t o s e c u r e o u r e q u i p m e n t i n v e s t m e n t , " 
M e i n z e r says. 

A n o t h e r eye o p e n e r w a s i n s u r a n c e . The c o m p a n y go t 
b a c k on l y ha l f t h e v a l u e of t h e t ra i l e r b e c a u s e of deprec i -
a t ion , b u t t h e po l i cy w a s n ' t w r i t t e n t o a l l o w t h e c o m p a n y 
t o r e c o u p t h e c o s t s of t h e c o n t e n t s of t h e 20- foot t ra i ler . 
To be t te r p ro tec t h i m s e l f a g a i n s t f u t u r e t he f t , Me inze r 
t o o k o u t a m o r e c o m p r e h e n s i v e po l i cy t h a t i n c l u d e d al l of 
h i s t r a i l e r s a n d t h e i r c o n t e n t s . Every year, he a l so m e e t s 
w i t h h i s a g e n t t o c o n d u c t a n i n s u r a n c e aud i t , g o i n g over 
w h a t ' s cove red , a d d i n g n e w i t e m s t o t h e po l i cy a n d delet -
i ng o l d i t ems . "Th is o n e h o u r m e e t i n g e a c h year saves us 
s o m e s e r i o u s m o n e y in t e r m s of i n s u r a n c e c o v e r a g e a n d 
a l so o u r p r e m i u m s , " M e i n z e r says. " W e ge t d i s c o u n t s 
n o w b e c a u s e w e ' v e been in b u s i n e s s f o r a w h i l e a n d t h e 
a g e n t is w i l l i n g t o w o r k w i t h us e a c h year." 
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New Moons Rising 
after Midnight... 

Introducing advanced premium 
Kentucky bluegrass from 
Turf-Seed, Inc. All are distinctly 
different and all are improvements 
over Midnight. Each has beneficial 
attributes to better turf! 
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Excellent dork green color and turf qualify 
with good leaf spot and Fusarium resistance 
Improved resistance to powdery mildew 
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resistance to stripe rust and stem rust. 

Seed production fields show very little 

powdery mildew, which should be a 

benefit to sod growers. 
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good stem rust and stripe smut resistance 
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ExceNent low-mowing and heat tolerance 

and dark green winter color. 
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texture and good year-round color. 
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powdery mildew 
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They say many 
hands make light work 

What they don't say is 
how much a bunch of 

hands goes for 
these days. 
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Fact is, hand -weed ing can Strangle your prof i ts in no t ime . Maybe that's why so many nursery operators are opting for the proven, long-lasting 
weed control of Gallery* specialty herbicide. Gallery effectively controls 95 species of broadleaf weeds - including chickweed, spurge and oxalis - for up to 
eight months. And Gallery can be used on 440 field-grown and 230 container-grown ornamentals. Gallery can also be applied in an over-the-top application 
on more than 400 ornamentals. This year, take a hands-off approach to weed control with Gallery. ^ ^ AgroSdences 
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as long as they understand that the 
extra landscape element is going to 
cost a certain amount and they have 
to sign this change order authorizing 
Platinum to make the modification. 
"When you leave the agreement open, 
some customers learn to quickly take 
advantage of the situation," Meinzer 
says. "Our new rule got rid of a lot of 
problems - since we implemented it 
two years ago we haven't had one fight 
with a customer about a change order 
and no problems with collecting their 
final payments." 

In addition to a strict change order 
policy, Meinzer also believes in a ruth-
less collections strategy, minimizing 
outstanding accounts receivables and 
thereby improving overall cash flow. 
This starts with the bid, then the con-
tract and is carried out through the 
project. "IVe talked to other landscape 
contractors before who are trying to 
collect $60,000 or $100,000 after 
three months of trying to get paid," 
he says. "But you're not leveraged after 

three months - youre leveraged after 
you re done with the job." 

At Platinum Landscape, jobs 
typically require a 50-percent down 
payment to commit to the work, then 
another 25 percent before trees and 
plants are installed and the last 25 
percent at job completion. This last 
portion is due five days after the date 
of "significant" job completion. "We 
changed this language in our contract 
recently because if a sprinkler head 
needed adjusting or a tree started to 
die, customers would arbitrarily retain 
a certain portion of their payment 
until the matter was fixed, saying 
the job wasn't finished. These people 
were telling us what they thought our 
terms were. By adding the words sig-
nificant completion vs. just comple-
tion,' we cleared up any confusion. 
We define significant completion 
when we read through contracts with 
customers before they sign them so 
they understand our warranty, job 
completion dates and payment terms. 

We do not discuss fines for late pay-
ments in our contracts. I feel that if 
we do, we're giving customers an out. 
The payment is due five days after 
significant completion and that's it. 

"With regards to change orders, 
collections or any communication 
with a customer, my belief is that 
frustration or satisfaction is simply a 
function of expectations," Meinzer 
continues. "If a customer is satisfied, 
someone met their expectations and if 
they are frustrated, someone didn't." 

GROWTH AHEAD. Provo and Salt 
Lake City are two of the major Utah 
cities closest to Cedar Hills, where 
Platinum Landscape & Design is 
based. Provo is about 15 miles away, 
while Salt Lake City is 35 miles 
away. Salt Lake City is continuing to 
improve its status as one of the best 
places to do business in America, 
based on Inc. magazine's annual re-
port. The city moved from No. 35 on 
2004 s "Best Large Places" list to No. 
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We can build the lawn care 
truck of your dreams 

A p e r f e c t blend of function and image 
• 300 gallon fiberglass liquid tank up front • Mechanical or 
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tank • Gas engine powers agitator and pump 
• Diaphragm pump • Mechanicals mounted on auxiliary 

tank to save space • Electric pumps available 
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boxes provide dry 
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13 in 2005 . On the magazines 2 0 0 5 
list of cities with the "Most Balanced 
Growth," Salt Lake City came in at 
No. 11. Also, Provo came in at No. 15 
on Forbes' 2 0 0 5 list of "Best Places for 
Business and Careers." These figures 
only reinforce Meinzer's belief that 
Platinum Landscape will experience 
continued growth in the marketplace. 

Meinzer expects 75-percent 
growth this year, taking his business 
from just more than $ 1 million to 
$1 .75 million - an increase from his 
normal 10- to 15-percent growth. He 
recognizes that this is ambitious and 
wants to see how the year progresses 
before making any further growth 
plans. "We have deliberately con-
trolled growth so we wouldn't grow 
ourselves out of business," he explains. 
"But now I feel that we have the sys-
tems in place to enable us to do this. 
I want to see what it feels like at the 
end of this year. If we are stressed out 
by the increase, then we'll reconsider 
such an aggressive growth strategy." 

"The trick is to make sure we 
don't grow too fast so that we lose 
our efficiencies, which is when we're 
increasing capital expenditures like 
equipment and trucks and hiring new 
employees too quickly to be able to 
handle the work - that's where profits 
evaporate," Reilley adds. "It only takes 
a couple of inefficient and less profit-
able jobs to wipe out what we did 
during the year on good jobs." 

This is where Platinum Landscape 
struggles with the decision between 
having a smaller company that is 
more profitable or a larger company 
that is not. "The extra amount of 
work, resources, overhead and head-
ache required to manage a company 
at more than $2 million in revenue 
makes the smaller operation so much 
more appealing," Meinzer says. "But 
I think if you have the systems to 
enable you to grow without sacrificing 
efficiency, then this is possible." 

The company's next step is to hire 
a part-time office manager to job cost 

the company's current projects early 
in the process so "we can see what we 
are making on jobs in the beginning 
rather than after the fact to maximize 
profit," Meinzer says. 

In addition to a continued focus 
on profit, Meinzer truly believes 
that Platinum Landscape is "only as 
good as its last job," meaning that he 
intends to continue focusing on daily 
systems, structure and productivity 
improvements. "We provide our cus-
tomers with better results every time 
we make an improvement," he says. 
"We are better and getting better all of 
the time. But I feel that there is always 
something you can do to be better. 
And I think that focus will continue 
to drive our success." LL 

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

Check out the May Online Extras section to 
learn about Platinum Landscapes marketing 
methods and how the company protects itself 
against legal action from customers. 
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s m a r t b u s i n e s s 

A r e you le t t ing cus tomers pay invoices 30, 6 0 or even 9 0 days past d u e ? T h e n you ' re miss ing ou t o n 
cash f low that 's r ight fu l ly yours. G e t t i n g cus tomers t o pay o n t i m e takes i m p l e m e n t i n g f i rm po l ic ies and 
cons tan t c o m m u n i c a t i o n . 

If your collection procedure consists of making out 
invoices, mailing them and waiting to get paid, 
consider this: Each account receivable represents 
your money, and it's up to you to turn it into 
cash. 

Landscape businesses have a particular challenge 
- during busy seasons it's difficult to take the time 
to change policies, and when it's slow, there is a 

concern about customer retention. Still, supplies, plants, 
vehicle maintenance and employees have to be paid, and 
one of the ways to do that is to make sure you collect on 
all outstanding invoices. 

Credit is a privilege, not a right, and if customers 
expect you to carry them on the books there is something 
wrong, even if they have been your customers for a long 
time. One of the best ways to ensure cash flow is to get 
your customers to pay you on time. 

INVOICE INSIGHT Hopefully, you es-
tablished some type of payment policies 
and shared them with your customers 
when you started doing business togeth-
er. Now it's your job to reinforce those 
policies. Here are some suggestions that 
can be quickly implemented. 

1. Invoices should be mailed so 
they arrive on or before the first day of 
the month. Even better than mail is if 
you can personally deliver or drop off 
the invoice at the customer's location. 
If you don't use invoice forms, make 
sure it is clear to the customer that the 
correspondence is an invoice. In many 
instances, this can be as easy as using 
"INVOICE" as a heading. 

b y m i c h a e l l i n n 
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From out of nowhere comes a compact track loader that won't settle 
for second place. The new John Deere CT322 and CT332 really shine with best-in-class 
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and maintain. To learn more about the many ways these new CTLs redefine productivity, 
uptime, and low daily operating costs, see your John Deere dealer. Or call 1-800-503-3373. 



s m a r t b u s i n e s s 

2. Invoices should be dated and 
have a code or number that makes 
it easy for you and your customer to 
identify. In that way you can quickly 
track payments and identify the 
month of an outstanding invoice. 
Invoices may be numbered consecu-
tively, or use any other method you 
find helpful. The first three letters of 

the customers name followed by the 
date might be a useful system. 

3. Address invoices to the person 
in charge of getting the invoice paid. 
Hopefully, you acquired that persons 
name, title and telephone number 
when you set up the account. Invoices 
sent to the wrong person may take 
some time to trace, but if you have 

Some See The Glass Half Full, 
Others, Half Empty. 

No matter how 
you see it, a well 

designed residential 
irrigation system can cut 

water use by half. 

Developing smart irrigation 

plans can save 4 0 to 50 percent of the 

water we're using in landscape irriga-

tion. 

The Wilkins BR4 Pressure 

Reducing Valve is the most versatile 

and reliable pressure reducing valve 

in its class. By reducing irrigation line 

pressure at the source, the BR4 will 

save water and increase the efficiency 

of any irrigation installation. 

Available in 1 / 2 " - 2", the 

BR4 controls water pressures as high 

as 400psi and has an adjustment range 

See your local Wilkins Rep-

resentative for the newest irrigation 

catalog or call 805-238-7100 for more 

information and conserve water. 

WILKINS 
a ZURM company 

1747 Commerce 
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complete information, you will find it 
easier to follow up on late payments. 

4. Each invoice should include 
the name and title of the person who 
authorized the work, exactly what was 
done and when, the total cost of sup-
plies and materials, and your payment 
terms, such as "Due Upon Receipt." 
You may also want to add a line some-
where on invoices that addresses the 
majority of your customers, such as, 
"Thank you for your business." 

5. Sometimes it helps to give 
customers an incentive to pay on 
time. One way to do that is to in-
clude a small discount for payments 
made within 10 days. You could also 
establish penalties for late payments 
(i.e. 1.5 percent of the unpaid balance 
charged each month that the payment 
is late). If this isn't your standard pro-

C r e d i t is a p r i v i l ege , n o t 

a r igh t , a n d if c u s t o m e r s 

e x p e c t y o u t o c a r r y t h e m 

o n t h e b o o k s t h e r e is 

s o m e t h i n g w r o n g , e v e n if 

t h e y have b e e n y o u r cus-

t o m e r s f o r a l o n g t i m e . 

- M i c h a e l L i n n 

cedure, notify customers in advance 
by stating those terms at the bot-
tom of invoices before you issue the 
charges for the first time. 

GET ORGANIZED. Small businesses 
often fail to track invoices in a timely 
fashion. But to ensure on-time pay-
ments, setting up a system that shows 
you each month who has paid, who 
hasn't, who paid on time and who 
didn't is crucial. 

You can also rate your customers 
according to their payment patterns. 
The system should be easy to under-
stand, such as grading them on a scale 
of one to five, with credit limits set for 
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each level of account. 
When you set up the system, also 

include specific methods for follow-
ing up on invoices that are unpaid. Be 
firm about following the procedures 
and remember, a slow pay customer is 
not necessarily a no pay customer, so 
keep your communications friendly, 

types of collection letters to be used 
later: one for accounts that are 15 to 
25 days overdue, and the second for 
accounts 35 to 45 days late. If pos-
sible, the letters should be hand de-
livered. The first letter should contain 
all pertinent details contained in the 
invoice, point out that the account is 

mention the failure to respond, and 
include that if payment is not received 
by a specific date the matter will be 
turned over for collection. If you are 
uncomfortable writing the letters, you 
may want to consult a lawyer or an 
accountant with that type of expertise. 

"Small businesses often fail to track invoices in a timely fashion. 

But to ensure on-time payments, setting up a system that shows 

you each month who has paid, who hasn't, who paid on time and 

who didn't is crucial/9 - Michael Linn 

courteous and focused on facts. 
Unfortunately, there will some-

times be customers who wont pay or 
who will have to be encouraged to 
pay, so get ready for those instances 
beforehand by writing two different 

overdue and state that you appreciate 
the fact that they will address the situ-
ation immediately. The second letter 
is a final notice. That letter should 
itemize the number of times you 
attempted to collect on the account, 

FOLLOW UP. How you 
follow up on receivables 
can make the difference 
between getting paid or 
not getting paid. 

Within two days or 
so of your first reminder 
letter, call or visit the 
customer with the as-
sumption there has been 
a snafu which can be eas-
ily remedied. Make sure 

the invoice was received and is in the 
hands of the right person. Sometimes 
getting paid is as simple as getting the 
bill to the right department and the 
right individual. For example, if they 
are a small company, they may not 

USE READER SERVICE # 53 
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have an accounts receivable depart-
ment and the person who handles 
payables has other responsibilities, or 
the customer may have changed their 
procedures or changed staff. 

Get a date when the payment will 
be made. There is nothing impolite 
in asking for that information. If 
you find out the customer is hav-

ing money problems that will soon 
be resolved, you may be able to set 
up payment terms that are mutually 
agreeable. Remember, when you issue 
credit to a customer you become, in a 
way, their business partner and it is up 
to you to make that partnership work 
to your advantage. Be firm about 
your payment expectations. If special 

Dynamic Duo 
The Industry's Unbeatable Team 

- Spray 48,000 sq. ft. 
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100 lb. Capacity 
Hopper 
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C&S TURF CARE EQUIPMENT, INC. 
1-800-872-7050 • www.csturfequip.com 

USE READER SERVICE # 55 

arrangements are necessary, make sure 
you are speaking with the person who 
is authorized to make those promises. 
Then stay in close touch until full 
payment is made. 

Isolate line item disputes from 
payment problems. Encourage partial 
payment if there is a line item dispute. 

If the customer is a "we pay when 
we get paid" type, and you are going 
along with that, make sure you get the 
details of when and from whom they 
expect payment. Let them realize you 
are their "partner" in the deal and, as 
such, you are entitled to that informa-
tion. Remember, if you are not getting 
paid, it is likely the customer is not 
paying other vendors. Further, if the 
customer has limited cash flow, they 
will tend to pay the creditor most ag-
gressively pursuing payment first (the 
squeaky wheel theory). 

If you feel frustrated in getting 
payment, it usually means it is time 
to consider sending the account to 
an outside agent or attorney. It may 
still take several months to collect 
payment of some type, and if the 
outstanding amount is significant 
your cash flow can be impaired, so its 
important to follow your instincts. 

If you find yourself with numer-
ous past-due accounts, you should 
consider consulting with an attorney 
or accountant. Most collection profes-
sionals charge by receiving a percent-
age of any amounts recovered. 

REVIEW YOUR POLICIES. Once 
you have collected on your overdue 
accounts, take a close look at where 
you can make changes and prevent or 
limit future problems and losses. 

Credit applications. If appropri-
ate, take a credit application, even if 
you know your customer very well. 
The application should include the 
authority of the person seeking credit, 
the names of persons authorized to 
direct your services, Federal Tax ID or 
sales tax exemption status, payment 
contact, and amount of credit sought. 
Also get the name of the bank, and 
credit and industry references. Be me-
ticulous about the process and check 
credit references. 

Create a game plan. Establish a 
credit plan with firm rules that you 
share with customers when you set 
up the account. These rules should 
include: the size of credit lines; any 
limitations on products or services 
sold; and interest or service charges 
for late payments. It seems obvious, 

http://www.csturfequip.com


> > > 

but those rules apply to everyone, 
even the customers you know very 
well. Determine realistic parameters 
such as, "How late is late?" In other 
words, when is a payment late and 
when is it becoming a problem? 

Track receivables. Keep informa-
tion current and review that informa-
tion on a regular basis so you know 
when customers have exceeded their 
credit limits, or when you need to cut 
off additional sales to a problem cus-
tomer. If you are not the person who 
handles receivables, set up a system 
that automatically flags aged receiv-
ables and handles discount provisions 
for prompt payment, automatic inter-
est or service charges for late payments, 
and provisions for returned goods. 

You or your employees should 
also be watching for early warning 

" B e f i r m a b o u t f o i l o w i n g 

t h e p r o c e d u r e s a n d 

r e m e m b e r , a s l o w 

pay c u s t o m e r is n o t 

necessa r i l y a n o pay 

c u s t o m e r , so k e e p y o u r 

c o m m u n i c a t i o n s f r i e n d l y , 

c o u r t e o u s a n d f o c u s e d 

o n fac ts . 

- M i c h a e l L i n n 

signals such as: changes in owner-
ship; changes in philosophy, location 
or personnel; a sudden increase or 
decrease in services requested; and if 
publicly traded, a dramatic change in 
the company's stock price. 

Encourage prompt payment. If 
a customer is slow to pay and it is a 
company, learn about the company's 
payment procedures, then look for 
places in the system that produce your 
check so you can head off problems 
before they begin. This may be as 
easy as finding out when they process 

invoices and how far in advance those 
invoices have to be received in order 
to be paid that month. 

Focus on the positives. Credit 
extension should be considered a posi-
tive that is an integral part of what 
allows you to do business. A customer 
who is approved for credit should be 
made to feel privileged to join the 

ranks of your other credit customers 
because he or she has qualified to be 
your business "partner, l l 

The author is a partner at Javitch, 
Block & Rathbone, which specializes in 
collections and business litigation. JB&R 
has offices in Cleveland[ Columbus, 
Cincinnati and Indianapolis. 
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Each var iety in 
the Heat Tolerant 

Bluegrass Series has 
been specifically bred to 

thr ive much far ther South 
than t radi t ional bluegrass regions. These 
bluegrasses look much more attract ive than 
tal l fescue and provides four seasons of 
color, plus they stand up to heat and wear in 
commercial and resident ial landscapes. The 

Series started w i t h the popular Thermal Blue 
and now includes three other variet ies. Each 
of the four shows excellent disease and shade 
tolerance, yet each has characterist ics al l 
the i r own. 

For beaut i fu l landscapes w i t h the 
luxur ious look of bluegrass and al l the heat, 
disease and shade tolerance you need, insist 
that the Scotts® Heat Tolerant Bluegrass Series 
is part of your blends or mix tures. 

#LAN DMARK 
S E E D C O M P A N Y 

GRASSES FOR 
THE FUTURE 

For more information, contact Landmark Seed at 1-800-268-2379 
or visit www.scottsproseed.com. 
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I s i t n e c e s s a r y f o r a l a n d s c a p e c o n t r a c t o r t o a p p l y 

a p r o t e c t i v e c o v e r i n g o k m a t e r i a l o v e r n e w l y s o w n j 

m L awn & Land scape r l e s s a £ e D o a - " w 

t h e i r t i p s a n d i n s i g h t s f o r h o w t o 

h a n d l e a n e w l y s e e d e d l a n d 

To cover or not to cover? Lawn &C 
Landscape Message Board partici-
pants recently debated whether 
newly sown grass seed needs to be 

protected in order to produce a great lawn 
for the client. Or is the use of a seed-bed 
cover just a waste of resources? 

In fact, landscape contractor Andrew 
Aksar, owner, Outdoor Finishes, Walkers-
ville, Md., recently questioned visitors to 
the Lawn 6c Landscape Message Board as 
to whether he should distribute a layer of 
straw over the seed he'd spread on nearly 
one-half acre. Aksar added that the seed 
bed in question was screened topsoil on 
sloped ground. 

Contractors weighed in with a variety 

of suggestions regarding this topic. 
However, a number of individuals posted 
to the Message Board that many times 
the action depends on the condition and 
slope of the surface being seeded. Land-
scape contractors, such as message board 
participant Kelly Tohill advised straw and 
regular watering. 

"But don't overwater," Tohill cautions. 
"That causes the seed to move as well. 
A little water everyday to get it wet is all 
you need to get it to germinate." 

Message Board participant Matthew 
Schattner, owner of Mat'z Snow & Lawn, 
Kansasville, Wis., believes straw helps 
to moderate the soil temperature as the 
seed attempts to germinate. "There have 

http://www.lawnandlandscape.com
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been studies done and time and time 
again good old-fashioned straw, when 
properly applied, still out-performs all 
the newfangled ideas when used as a 
cover for grass seed," he explains. 

BEYOND STRAW. Many other 
participants posted to the Message 
Board that they frown upon using 
straw with new grass seed because of 
the amount of cleanup involved, and 
many added alternative techniques 
they've come to rely on over the years. 

"In 3 9 years, I have never once 
used straw on a seeded lawn and 
have installed hundreds of lawns," 
says Sal Mortilla, owner, Landscapes 
Unlimited, Long Island, N.Y. "I have 
used jute if we had to deal with deep 
slopes, but can only think of three 
times when that was done." 

Mortilla followed up this post 
by saying that when dealing with an 
extremely large sloped area, he gener-
ally will subcontract out the job to a 
landscape contractor equipped with a 
hydroseeder. Otherwise, Mortilla says 

he completely avoids straw. "I would 
think after germination the straw 
would have to be removed causing 
damage to the new grass, not to men-
tion the extra labor," he says. "I never 
used it and I never had a problem." 

Michigan-based landscape contrac-
tor Jeff Patterson weighed in that as 

a sound method to follow. "I used it 
on some areas I seeded and, as long as 
you don t overapply it, it doesn't need 
to be removed," he says. "It is organic 
material that breaks down and works 
its way into the soil. At least that has 
been my experience with it." 

Mortilla, however, questioned why, 

"There have been studies done, and good old-fash-

ioned straw, when properly applied, still out-performs 

all the newfangled ideas when used as a cover for 

grass seed/' - Matthew Schattner 

long as a limited amount of straw was 
used, he didn't believe additional post-
germination work was required to 
remove the material. Therefore, it was 

other than on a hill, would a land-
scape contractor cover a newly seeded 
area with any type of substance. "At 

c o n t i n u e d o n page 84, sidebar on page 82 
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À g r e e n m a c 

Co n t r a c t o r s o f t e n f i n d t h e m s e l v e s 
s o w i n g g r a s s seed t o renova te t h e 

d a m a g e d o n e by heavy-du ty l a n d s c a p e 
e q u i p m e n t t o c l i en t s ' l awns . 

However , h o w c a n a c o n t r a c t o r s e a m -
lessly repa i r t h e g r a s s w i t h o u t leav ing 
t h e i r c l i e n t s w i t h beau t i f u l para l le l s t r i ps 
of l i m e g r e e n g r a s s r u n n i n g f r o m t h e 
c u r b t o t h e w o r k area? I t 's a q u e s t i o n 
p o s e d a n d d e b a t e d recen t l y t o t h e Lawn 
& Landscape M e s s a g e Boa rd . 

L a n d s c a p e c o n t r a c t o r A n d r e w A k s a r 
t h r o w s d o w n a f e s c u e b l e n d a n d in-
s t r u c t s t h e c l i en t t o w a t e r a n d n u r t u r e 
t h e s e e d e d a rea un t i l t h e n e w g r a s s has 
a n o p p o r t u n i t y t o g e r m i n a t e a n d es tab-
l ish i tself. 

" O u r c l i e n t s a re g i ven t h e o p t i o n of 
s o d d i n g a n d a l m o s t al l of t h e m d e c l i n e 
a n d j u s t have us seed it," says t h e o w n e r 
of Wa lkersv i l l e , M d . - b a s e d O u t d o o r Fin-
ishes. "If t h e c l i en t w a t e r s a n d n u r t u r e s 

t h e seed you ' l l never k n o w i t 's been 
redone . If t hey neg lec t it o r a l l o w t h e 
p u s h m o w e r t o get t o o c l ose a n d b l o w 
t h e seed away, i t ' l l look l ike c rap . " 

However , J o h n Palasek, o w n e r of 
J o n K a r D e s i g n G roup , Yaphank , N.Y, 
o f fe rs a n inven t i ve s o l u t i o n t o t h i s c o m -
m o n p r o b l e m . 

If he k n o w s he ' l l be d r i v i ng back a n d 
f o r t h over a c l ien t ' s l a w n w i t h l a n d s c a p e 
m a c h i n e r y f o r a f e w days, Palasek says 
he ' l l f i r s t ren t a s o d c u t t e r a n d ca rve 
a n 8- foot w i d e pa th . H e t h e n p laces t h e 
r e m o v e d sod o n a pa l le t a n d m a k e s su re 
t o w a t e r it dai ly. 

" N o l i m e g r e e n s t r ips , " Palasek says. 
" N o d i f f e ren t g rass . I t 's t h e i r tu r f , t h e 
s a m e as w h a t w a s t h e r e before. Sure , it 
d o e s n ' t look pe r fec t w h e n it g o e s back 
in, bu t usua l l y in a b o u t a w e e k o r so, it 
g r e e n s up. A n d in a n o t h e r w e e k or two , 
y o u ' d never k n o w t h a t w e w e r e the re . " 

^ . L ^ N D ONE K N O W S THE LANDSCAPE M M M Í B U N C E M D U 3 T R Y L IKE W E M . 

Planning to start a landscape maintenance company? Already in 
the landscape maintenance industry? Then let U.S. Lawns show 
you how to start or convert your business and grow with the 
leader in the commercial landscape maintenance industry. 

Our tour ideals. Trust Quality Service anr Value along with a 
"No Job is Too Big or Too Small" philosophy, make U. S. Lawns 
a "cut above" the rest. 

• Superior Financial Management 
• Low Capital Investment 
• Financial Assistance 
• Protected Territories 

» Ongoing Support 
• Corporate Purchasing Power 
• Sales & Marketing Guidance 

To find out more about us and 
the opportunity U.S. Lawns 
can otler you, contact: 

U . S . L a w n s 
4407 Vineland Road • Suite D-15 • Orlando, FL 32811 
Toll Free: 1 -800-USLAWNS • Phone: (407) 246-1630 • Fax: (407) 246-1623 
Email: sales@uslawns.net • Website: www.uslawns.com US. LAWNS 
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"With the quality of product they 
have to offer, a support system that 
is incredible, the endorsements, and 
the professionalism and integrity of 
Southwest Greens... it's the best 
investment we could have made." 

The company you keep says a lot about you, the 
quality of your products, the service you give your 
customers and your objectives as a growing business. 

At Southwest Greens, we're proud of the company we 
keep. Since 1997, we have established an interna-
tional network of top flight franchises that lead the 
industry in the sale, design and installation of 
championship-caliber premium golf greens and other 
premium synthetic surfaces. Our expert knowledge 
and commitment to quality has attracted the finest 
professional golfers in the world. 

Tour golfers like Vijay Singh, Sergio Garcia, Jim Furyk, 
Hale Irwin, David Toms and Chris DiMarco have 
selected Southwest Greens to custom design iind install 
sand filled golf greens at their homes. 

Nicklaus Design recently chose Southwest Greens to 
work with its design team to offer a premium line of 
golf greens. And, our acclaimed Envy Lawn turf 
products are some of the best in the industry. 

Southwest Greens is pleased to offer a limited number 
of franchise opportunities to individuals and 
companies who share our drive and commitment to 
quality. We offer exceptional corporate and technical 
training and national and local marketing support. 
And, we have an extensive network of vendors, 
suppliers and other franchise owners who can help you 
succeed at Southwest Greens. 

Join a company that cares about the company it keeps. 
Call Southwest Greens today at 1-877-260-7888. We 
look forward to hearing from you. 

S O U T H W E S T G R E E N S 
Putting Greens • Synthetic Grass • Play Areas 

Southwest Greens Sacramento -
Cottage Landscaping 

mSWG' has created a support base 
that ensures each dealer that they 
are never alone in their quest for 
success... from the extensive training 
of our installation team, to the daily 
accessibility of the management to 
answer any and all questions." 
Southwest Greens Long Island -
Island Hardscaping 

"Southwest Greens impressed me 
from day one by doing something 
as simple as doing what they say 
they will do! That is the way I do 
business and I want to affiliate 
with people like that." 
Southwest Greens Houston 

Visit us at www.SouthwestGreens.com 
or call us toll free at 1.877.260.7888 
S o u t h w e s t P u t t i n g G r e e n T e c h n o l o g i e s , I n c . , 8 5 3 5 E. H a r t f o r d D r . , S u i t e I 0 5 , S c o t t s d a l e , A Z 8 5 2 5 5 
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Software for 
Landscape 
Professionals 

800.475.0311 
inc lude.com 

Close More Sales 

Increase Production 

Lead The Compet i t ion 

Serve Clients Better 
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continued from page 80 

best, I would think its old-school 
horticulture," Mortilla posts to the 
Message Board. "When I say old-
school horticulture, I mean methods 
that no longer need to be applied due 
to the advances in science. If you use 
the proper top soil and properly sow 
in the seed, nature will take it from 
there as soon as the seed touches the 
soil and is watered." 

Straw, posts Todd McCabe, presi-
dent of McCabe Landscape Group, 
Wrightsville Beach, N.C., helps hold 
moisture while also preventing rain 
or sprinkler water from washing away 
the seed. 

"Even when it is in a flat area 
the seed will move around a bit 
when watered," McCabe says. 

Steve Cissel, founder and chief 
executive officer of the online 
green industry directory 
GIYP.com, added that the cover 
traps water vapor, which assists 
in seed germination. "We are 
experimenting with cover crops 
that will give us the equivalent of 
a strawed/mulched seed bed." 

Message Board participant 
Aaron Smith posts that he prefers 
to use a biodegradable pellet-
based product, impregnated with 
a fertilizer that expands when 
watered and protects grass seed, 
eliminating weed seeds and straw 
clean up. "I like that stuff," Smith 
says. "It works well, and if sold 
correctly, the customers do not 
seem to have any problem paying 
the little bit extra for it. 

"I don't use straw as a rule," 
Smith continues, "And the big 
no-no — even though tons do this 
in Vermont - is to use hay. It results 
in weed seeds galore." 

Message Board participants ques-
tioned Smith about the use of expand-
ing pellet products. "A thin layer can 
be applied using a spreader on a large 
opening setting," Smith says. "Go in 
one direction, then 90 degrees in the 
other for best coverage. No need to go 
too heavy." 

Mike Kulp, owner of Grass Roots 
Landscaping, Broadway, Va., uses 
mulch on every lawn because it grants 
better results with less mess. 

Many landscape contractors 
concluded that, overall, some sort of 
top dressing is beneficial to the newly 
sown grass seed because it helps retain 
moisture needed for germination, 
provides stability for the seed and dis-

courages animals, such as birds, from 
feasting on the seed. 

However, message board partici-
pants post, economically, straw is the 
cheaper choice. 

Chad Stern, the owner of Chevy 
Chase, Md.-based Mowing & More, 
says peat moss would also serve as a 
suitable protective material. 

Mortilla agrees. "If I had a choice 
and I need to use anything, I would 
use the peat, which we do use on 
the rejuvenation of some lawns," he 
says. "On small areas were a quick 
germination is a must - for example, 

if there is a party planned, or such, in 
a few weeks - we cover the area with 
burlap tarps after watering. It's also a 
common practice for us on slopes to 
presoak the seed for a few days prior 
to the install." 

However, Rick Brauneis, owner of 
Vision Designs, Orlando, Fla., may 
have made the definitive posting to 
end the debate on this issue. "Sod is 
best," Brauneis says. "But only when 
applied green side up." LL 

V i s i t t h e Lawn & Landscape O n l i n e M e s s a g e 
B o a r d t o c o n t i n u e t h i s d i s c u s s i o n . W h i l e 
y o u r e t h e r e , b e s u r e t o w e i g h i n o n o t h e r 
d i s c u s s i o n t h r e a d s o r c r e a t e y o u r o w n . 
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CORPORATE OFFICE 
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ABOVE 
When Rick Leal broadened his construction business to 

include landscape maintenance seven years ago, he was 

given sound business advice concerning the type of mow-

ers he should use - walk-behind or riding. "The folks we 

brought in to run the maintenance division had experi-

ence and felt riding mowers should be part of most crews," says Leal, vice president 

of Vila & Son Landscaping in Miami, Fla. "Even at smaller sites, they said a rider 

is the best option in most cases." 

b y h e a t h e r w o o d 



C H A N G I N G H E I G H T S ? N O S W E A T . 

WITH THE WRIGHT STANDER'S NEW RAPID 
HEIGHT ADJUSTMENT, YOU CAN CHANGE DECK 
HEIGHTS WITHOUT BREAKING A SWEAT. 
THAT'S WHAT IT MEANS TO RIDE WRIGHT. 
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To cut different types of grass in 
sun and shadow, you have to change the deck 
height quickly and easily — because in lawn maintenance, 
time is always money. 

Now, Wright's Stander RH,M and Sentar* mowers feature rapid deck height adjustment, 
controlled by a single lever. Combined with the speed and agility lawn maintenance professionals 
have come to expect f rom Wright's riding mowers, Wright's lever-action height adjustment can 
help you rise to any mowing challenge — and cut the competition down to size. 

Power, performance, and a little excitement. That's the Wright way to mow. 

THE WRIGHT WAY TO MOW. 
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For more information, call 
1.301.360.9810 or f ind our dealer 
locator at www.wr ightmfg.com. 

http://www.wrightmfg.com


A t V i l a & S o n L a n d s c a p i n g , c r e w s us ing r i d i n g m o w e r s c a n c o m p l e t e a m a i n t e -
n a n c e j o b in less t h a n t w o - t h i r d s t h e t i m e i t w o u l d t a k e t h a t s a m e c r e w K t h e y 
w e r e using w a l k - b e h i n d m o w e r s . P h o t o : Y a z o o / K e e s 

With both commercial and resi-
dential jobs and an average job size of 
5 acres, Vilas crews have their work 
cut out for them. But todays riding 
mowers enable them to complete the 
tasks at hand in less than two-thirds 
the time it would take with a walk-
behind, meaning they can complete 
more jobs in a day. Like Vila, many 
contractors are experiencing increased 
profits by using riding mowers, and 
recent innovations are making these 
machines even more efficient. 

D O W N W I T H DOWNTIME. Drive 
time and other downtime takes away 
from profit, so when Leals crews are 
on the job, he promotes the fastest 
way to properly maintain lawns and 
move on. "Here in Florida, we have 
a lot of turf to mow. In our case, the 
riding mower is better," Leal says. 
Almost all of his crews have at least 
one riding mower on each of their 
trucks. "Less time to cut means more 
productivity," he says. 

OLDHAM 
CHEMICALS COMPANY, INC. 

OVER 40 YEARS OF RELIABILITY 

200 GALLON LAWN RIG 
• 2 0 0 G A L L O N O L D H A M T A N K W I T H B A F F L E . 
• H Y P R O D 3 0 T W I N D I A P H R A G M P U M P . 
• 5 .5 H P H O N D A E N G I N E . 
• H A N N A Y E L E C T R I C R E E L W I T H 3 0 0 1 /2" H O S E . 

I N S E C T I C I D E S • F U N G I C I D E S • H E R B I C I D E S 
S A F E T Y E Q U I P M E N T • S P R A Y R I G S A N D A C C E S S O R I E S 

H 1 - 8 0 0 8 8 8 - 5 5 0 2 r 

PO BOX 18358 ^ 
3701 NEW GETWELL ROAD 

d MEMPHIS, TN 38118 
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Leverage Your Experience and Knowledge 
Add-On General Pest Control: 

Become an Owner/Operator 
in a p r o t e c t e d te r r i t o r y w i t h 

Truly No len o f Amer ica ! 
The Best Marke t ing Plan 

-i-The Best Suppor t 
+ The Best Training 
= The Best System 

536 E. Speedway 
JCSonAZ 85716 

8004583664 
http://www.trulynolen.info 

http://www.trulynolen.info


Precision Engineered, 
Built to Last. 

S c a g P o w e r E q u i p m e n t h a s b e e n bu i ld ing c o m m e r c i a l g r a d e l a w n m o w e r s s i nce 1983. L i ke you , w e r e c o g n i z e t h e 
v a l u e in e q u i p m e n t tha t is bui l t to last . W e a p p l y th is h e a v y - d u t y d e s i g n c o n c e p t to e v e r y c o m p o n e n t o f a S c a g m o w e r . 
F r o m the cu t te r d e c k to the b r a k e lever , it is e a s y to s e e tha t S c a g is "Simply the Best". 

S u p e r i o r s t reng th , s p e e d , p roduc t i v i t y , re l iabi l i ty a n d prof i tab i l i ty . T h e s e a re t h e bene f i t s you ' l l e n j o y w i t h a S c a g z e r o tu rn 
r id ing m o w e r . N o o the r c o m m e r c i a l m o w e r de l i ve rs t h e " tota l p a c k a g e " fo r y o u a n d y o u r c u s t o m e r s . W i t h e n g i n e o p t i o n s 
rang ing f r o m 1 6 h p to 3 5 h p , a n d cu t t ing w i d t h s f r o m 36" to 72" i nches , t h e r e is a S c a g m o d e l to m e e t e a c h of y o u r spec i f i c 
m o w i n g n e e d s . 

T a k e y o u r b u s i n e s s to t h e nex t level . V is i t y o u r S c a g dea le r t o d a y to s e e t h e S c a g d i f f e rence 
for yourse l f . T o f ind a n a u t h o r i z e d S c a g d e a l e r nea r you , v is i t w w w . s c a g . c o m . 
Scag Power Equipment, Division of Metalcraft of Mayville, 1000 Me talc raft Drive. Mayville, IA/I 53050 W W W . S C 3 C ) . C O I T I 

http://www.scag.com


Even in the San Diego area, where 
large sections of turf are rare, Tom 
Heaviland keeps two riding mowers in 
his fleet. Heaviland, owner of Heavi-
land Enterprises in Vista, Calif., says 
some of the company's jobs consist 
of more than an acre of turf each and 
riding mowers are most efficient for 
those types of landscapes. 

Heaviland has never measured the 
productivity of a riding mower vs. 
a walk-behind mower, but says the 
riding mowers have larger decks than 
the walk-behinds, which means they 
can cover more surface area and get 
the job done quicker. Plus, riders cut 
down on operator fatigue, he adds, 
saying, "If we can ride on an area of 

100 - 1200 GAL 
JET AGITATION 

SIMPLY BETTER 
800 638 1769 

MECHANICAL AGITATION 
also available 

WWW.EASYLAWN.COM 
sales@easylawn.com 
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SEEDA-VATOR 

Having over 1,500 acres to maintain can be challenging and over- • 
whelming at times. The all-in-one ability of the SEE DA- VA TOR * ] 
makes it a lot simpler. One person can aerify, seed, roll for over-
seeding. This was the first machine 1 asked membership for when 
I got this job. I believe it pays for itself in the first year. 

i l F l T S t \ V CALL FOR A FREE VIDEO TODAY 

£00-363-8780 
WWW.lSTPRODUCTS.COM • SALES@1STPR0DUCTS.C0M 

MATT HAMMERSTEIN 
GOVERNOR S LAND 
AT TWO RIVERS 
WILLIAMSBURG, VA 
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turf vs. walk, we'll do it." 
And, according to Lawn & 

Landscape research, other contractors 
feel the same way. Approximately 70 
percent of contractors said they offer 
mowing services. And while 32.1 
percent plan to purchase riding mow-
ers this year, only 28 .2 percent plan to 
purchase walk-behind mowers. 

The main reason contractors 
prefer riding mowers is because they 
can cover more ground in a shorter 
amount of time than walk-behinds, 
according to Sean Dwyer, associate 
product manager, Husqvarna Turf 
Care Co., Charlotte, N.C. Walk 
behind mowers average 6.5 miles per 
hour, while zero-turn riding mowers 
typically average between 9 and 10 

" T h e r e has t o b e a 

b a l a n c e b e t w e e n qua l -

i ty a n d g r o u n d s p e e d . 

D o n ' t ge t l u r e d i n to 

m i n d - b l i s t e r i n g s p e e d 

w h e n b u y i n g r i d i n g m o w -

ers. W h e n s p e e d h i t s 

15 mi les p e r hour , t h e 

m o w e r is past t h e p o i n t 

o f p r o d u c t i v i t y . 

- S e a n D w y e r 

miles per hour, he points out. 
However, there is such a thing as 

a mower that moves too fast, Dwyer 
says. They result in a sub-par job 
which often needs to be re-cut, mak-
ing the job last longer than it needs 
to be. "There has to be a balance 
between quality and ground speed," 
Dwyer says. "Don't get lured into 
mind-blistering speed. When speeds 
hit 15 miles per hour, the mower is 
past the point of productivity." 

What contributes to this increased 
speed is more power. Some newer 
models of mowers are equipped with 
up to 33 horsepower vs. just 14 horse-

http://WWW.EASYLAWN.COM
mailto:sales@easylawn.com
http://WWW.lSTPRODUCTS.COM
mailto:SALES@1STPR0DUCTS.C0M
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iSH CMC (-55D0 DUMP 
Duramax Diesel, Automatic, 
Crysteel Deuce Dump Body, 

Heavy Duty Hitch 

M i l 

G M C W-4500 S M C C-5500 DUMP 

I 

2-Way Tail Gate, 40-inch Side, 
50-inch Side-Opening Door, 

3 N E 
300HP Duramax Diesel Allison Automatic 

Transmission AC AM/FM Cassette 

48 MO LEASE 
¿SI»» 

2005 G M C C - 6 5 0 0 | | " J M G M C W - 4 5 0 0 1 8 K G J H C W-3500 DIESEL 
25,950 GBW, 6-Speed Manual Trans, 7.8L, 
215 HP, Duramax Engine, 18ft Dump Body, 

L5ft Sides w/Barn Doors, Tow Pkg, Tarp SystemJ 

190 HorsePower Diesel 
Automatic AC AM/FM CD 

19 Ft. Landscape Body 

Automatic AC AM/FM CD 
Enclosed 18 Ft Landscaper Body 

In Stock Ready to Go 

n r—i 

www.gmccommercialtrucks. com 

http://www.gmccommercialtrucks


£ I n t o t h e f u t u r e 
o n s i d e r i n g t h e heavy use of r i d i ng 
m o w e r s , t h e f u t u r e of w a l k - b e h i n d s 

c o m e s in to q u e s t i o n . B u t w a l k - b e h i n d s 
s t i l l have t h e i r p lace , says S e a n Dwyer, 
a s s o c i a t e p r o d u c t m a n a g e r , H u s q v a r n a 
Turf Ca re Co., Cha r l o t t e , N.C. M o s t con -
t r a c t o r s st i l l have at least o n e o n e a c h 
t r u c k f o r s m a l l e r j o b s o r s lopes , he says. 

Yet no t al l w a l k - b e h i n d s a re e x p e c t e d 
t o surv ive , D w y e r p red i c t s . There fo re , he 
says, s o m e of t h e s m a l l e s t ze ro - tu rn rid-
e rs a re 36 i n c h e s w i d e , w h i c h is t h e w i d t h 
of a n ave rage w a l k - b e h i n d . S o m e of t h e 
b i g g e r w a l k - b e h i n d s m a y d i s a p p e a r w i t h 
t h e r ise in s m a l l e r r i d i n g m o w e r s . 

A s a resu l t , t h e r e w i l l a lways be t h e 
d r i ve t o i m p r o v e t h e r i d i ng mower . Jef-

f rey Rat l i f f , p r o d u c t m a r k e t i n g spec ia l i s t , 
M a s s e y Ferguson , D u l u t h , Ga., sees m o r e 
i m p r o v e m e n t s t o c o n t r o l s a n d m o r e f o c u s 
o n hyd ros ta t i c t r a n s m i s s i o n a n d s u b c o m -
pac t t r a c t o r s as l ikely d e v e l o p m e n t s in t h e 
next f i ve t o 10 years . 

W h i l e ro ta ry r i d i ng m o w e r s a ren ' t 
p r e d i c t e d t o g o a n y w h e r e , m a n u f a c t u r e r s 
a re b e g i n n i n g t o look at a l t e rna t i ve w a y s t o 
m o w a lawn, D w y e r says. "Essent ia l ly , t h e 
ro ta ry m o w e r as w e k n o w it has been in 
e x i s t e n c e forever," he says. "Peop le s ta r t t o 
t h i n k , ' Is t h e r e be t te r w a y t o c u t grass? ' The 
next q u e s t i o n is, ' H o w d o w e ge t away f r o m 
rotary? ' S o m e c o m p a n i e s have even b e g u n 
e x p e r i m e n t i n g w i t h lasers as a w a y t o c u t 
g rass . " 
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The towable hydraulic earth drill is powerful, reliable, 
and safe - perfect for landscape applications. 

Add more revenue 
•i to your bottom 

line with Little 
Beaver's horizontal 
boring attachment 

.?• if•• 

F o r o v e r 5 0 years . 
L i t t le Beaver e a r t h drills 
and augers have b e e n t h e 
• I cho ice o f landscape 
profess iona ls . T h a t ' s 
because U t t l e Beaver's 
exc lus ive design p r o v i d e s 
fast, safe and e f f ic ient 
t o r q u e - f r e e digging. 

U n s u r p a s s e d F e a t u r e s 

• Pa ten ted t o r q u e t u b e 
el iminates kickback and 
reduces o p e r a t o r stress 
& fatigue, as we l l as t h e 
n e e d f o r t w o - m a n augers, 
cut t ing labor by 50%. 

• W i d e var ie ty o f auger 
types (standard, carbide, 
r o c k ) t o m e e t any soil 
condi t ion . 

• Full product line includes 
mechanical and hydraulic 
models. 

• N u m e r o u s auger sizes 
f r o m 1.5" t o 16" t o drill 
any size hole. 

Ca l l , o r visit us 
o n l i n e f o r FREE v i d e o 

a n d l i t e r a t u r e 

800-227-7515 

www. l i tdebeaver .com 
sales@li tdebeaver.com 
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http://www.stabilizednitrogen.com
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power, which was the 
standard 20 years ago. 

Despite rising speed 
and power, some factors 
can influence cut and 
cause downtime. Damp 
grass, for instance, can 
often result in downtime 
because its difficult to 
mow properly. But some 
newer riding mowers 
can make it possible for 
early morning mowing 
in dew-covered grass or 
turf wet from irrigation. 
The feature making this 
possible is the deep tunnel deck. 

"The deck has a very deep tun-
nel that can allow better processing 
of grass in wet conditions," Dwyer 
explains, adding that the deck can be 
tailored to an areas specific needs by 
adding or removing baffles. "This is 
also ideal for areas of thick grass or 
heavy-duty jobs." 

New innovations that disperse 

< 

S o m e n e w e r r i d i n g m o w e r s a r e i n c o r p o r a t i n g f e a t u r e s t h a t ease 
such as c ru ise c o n t r o l a n d h y d r o s t a t i c t r a n s m i s s i o n w h e r e a f o o t 
s w i t c h gears . P h o t o s : M a s s e y F e r g u s o n ( a b o v e a n d pages 9 4 , 9 5 ) , 

grass clippings better are also saving 
contractors time, Dwyer says. For 
instance, an operator has to go over 
an area more times to cut sufficiently 
if the clippings haven't been dispersed 
evenly, especially in thick turf. 

COMFORT AND SIMPLICITY. 
Landscape contractors also turn to 
riding mowers because they are easier 

on operators' bodies 
and contractors know 
that excessive fatigue 
means less will be 
accomplished in a 
day. "These cutters 
are on the machines 
eight hours per day," 
says Cathy Scott, 
sales manager, Rich 
Manufacturing, 
Thorntown, Ind. 
"They want to be 
more comfortable." 

Ruthanne Stucky, 
vice president of sales 

and marketing, The Grasshopper Co., 
Moundridge, Kan., says comfort is a 
necessity if a business is to succeed. "A 
zero-turn rider has all of the maneu-
verability and trimming capability 
of a walk-behind mower without the 
fatigue," she says. "It provides a com-
petitive edge over those who are still 
using walk-behinds because the opera-
tor can work longer stretches without 

o p e r a t o r f a t i g u e , 
p e d a l is u s e d t o 
, E x m a r k ( p a g e 9 2 ) 

If y o u w e r e f e a t u r e d in th is issue o r any o t h e r issue o f Lawn & Landscape magaz ine, t ake 
advan tage o f o u r a r t i c le r e p r i n t se rv ices d e s i g n e d t o h e l p y o u m e e t y o u r m a r k e t i n g goals. 

Coverage in the industry's leading publication offers 
tremendous brand-building value for your company! 
Position your organization as both a product leader 
and an industry expert. Custom reprints from 
Lawn Sc Landscape magazine can be used for: 

• Sales Collateral 
• Direct Mail Campaigns 
• Media Kit Supplements 
• Conference Materials 
• Web site Enhancement as a PDF 
• And so Much More! 

C o n t a c t M e g a n R ies 
at 800-456-0707 or mries@gie.net 

mailto:mries@gie.net


l i l ^ T i l g S W i i i B H i w n 

ick Leal, v ice pres ident , Vi la & Son Land-

scap ing , M i a m i , Fla., has t r i cks to cu t down-

t i m e on t h e j ob as m u c h as possib le. Giv ing the 

emp loyees the i r s chedu les ahead of t i m e is one 

way he does th is . "Every emp loyee has to know 

the weekly s c h e d u l e of j obs by M o n d a y so they ar-

rive to work w i t h a pu rpose a n d get ou t before t he 

t ra f f i c , " he says. The f i rs t of t he c rews leaves at 

6:30 a .m. and they ' re al l on the road by 6:45 a .m. 

Leal l im i ts the i r serv ice area to p laces w h e r e 

they feel they c a n c o m p l e t e m o r e j obs in a day. 

He has mu l t i p l e b ranches so t he c rews c a n be 

c loser t o t he jobs. H is O r l ando b r a n c h has the 

In pr int o r via our new digital 

e d i t i o n , Lawn & Landscape is 

the industry 's most tu rned- to 

publ icat ion fo r news and 

produc t in format ion. 

ÏUP FLIP 



largest service area, w i t h a 100-mi le rad ius. He 

hopes to cu t d o w n by a d d i n g ano the r sate l l i te o f f ice . 

The c l ient can ' t be too far away because t he dis-

tance wou ld prevent c rews f r o m t rave l ing the re o f ten 

enough to keep t he c u s t o m e r sat is f ied, Leal says. It 

also helps w h e n they have several j obs in t he s a m e 

area that they can tack le in a s ing le day. S tay ing in 

one area helps to cu t d o w n on w i n d s h i e l d t ime . 

He admi ts , t h o u g h , t h a t s o m e of t h e job loca-

t ions are spread out , w h i c h m e a n s m o r e t ravel t ime . 

"That's probab ly s o m e t h i n g w e c a n do a bet ter j ob 

at," he says, a d d i n g tha t a bet ter rou t ing sys tem 

wou ld he lp w i t h product iv i ty . 

It 's essent ia l fo r l andscape 

c o n t r a c t o r s to keep in m i n d tha t 

p roduc t iv i t y goes h a n d in h a n d 

w i t h qual i ty, says Tom Heav i land, 

o w n e r of Heav i land Enterpr ises, 

Vista, Calif. He has superv i so rs 

visit s i tes to inspec t each job. The 

superv isor , l andscape c o n t r a c t o r 

a n d c u s t o m e r al l j udge t h e job. If 

t he superv isor g rades t h e j ob w i t h 

at least 85 ou t of a poss ib le 100 

po in ts , t he emp loyee is rewarded 

w i t h a g i f t ca rd or o the r incent ive. 

Lawn & Landscape Digital Edit ion is the 
same magazine you've relied upon for 
25 years - del ivered t o your inbox, providing: 
• Convenient access t o the industry's 

leading publication 
• Easier t o save 'back issues' fo r 

fu ture reference 
• Fully searchable t o quickly f ind 

topics most relevant t o you 
• User-fr iendly fo rmat t o share 

articles w i t h co -worke rs 

To e n s u r e y o u rece i ve t h e d ig i ta l 

ed i t ion ,v is i t w w w . l a w n a n d l a n d s c a p e . c o m 

and c l ick o n " M a g a z i n e " and t h e n c l ick 

o n " S u b s c r i b e " and u p d a t e y o u r 

subsc r i be r p ro f i l e . C U C K CLICK 

http://www.lawnandlandscape.com


EdgePro Ultra™ i s sue f o c u s - r i d i n g m o w e r s > 

PVC Landscape 
Border 

System 
The sleek look 
ofmeial edging with 
the advantages of PVC! 
» High-end,finished look 

•• Competitive price 

» Versatile anchoring options 

k » Will not rust, crack, rot, or 
deteriorate due to weather 

•• Custom-designed connectors 

i EdgePro® 
L -Exclusive! 

Click & Lock Connectors 
Custom-designed connectors click 
into the track system, locking pieces 
together without unsightly overlapping 
or nesting of edging pieces. 

Spike Anchoring Adaptors 
Innovative spike anchoring adaptors 
slide into the track system, holding 3/8 
inch diameter steel landscape spikes 
and allowing for optimum versatility 
with spike placement. 

i r i E 
MANUFACTURED BY DIMEX UC 

1.800.ID6IPR0 11.800.334.3776 

28305 St. Rt. 7, Marietta, OH 45750 
PH: 1-800-334-3776 FAX: 1-740-374-2700 www.edgepro.com 
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needing a break and be fresh enough to take on more jobs in 
the same amount of time." 

Because of an operators need for comfort, improved 
ergonomics are becoming an increasingly common feature 
on riding mowers. For instance, vibration control and more 
user-friendly steering levers enable operators to work longer 
and experience less fatigue, Dwyer says. "When hands go 
onto levers, sometimes there are cocked wrists," he explains. 
"That can play into fatigue over the course of a day. Ergo-
nomic controls fix that." 

Not just for the road anymore, cruise control is another 
newer feature on riding mowers that helps with productivity 
because its convenient, says Jeffrey Ratliff, product market-
ing specialist at Massey Ferguson, Duluth, Ga. Hydrostatic 
transmission also helps overworked operators because in-
stead of having to shift gears, they only have to push a foot 
pedal to switch from forward to reverse, he says. 

The focus on ergonomics is only a recent development, 
Ratliff points out. "I don't think 10 years ago people put 
much thought into where they placed controls," he says, 
pointing out that mower manufacturers are now more con-
scious of where controls go, and some even color-code the 

M a n u f a c t u r e r s a r e c o n t i n u a l l y m a k i n g i m p r o v e m e n t s t o r i d i n g m o w e r 
o p e r a t o r c o n t r o l s t o i n c r e a s e t h e i r e a s e of use. P h o t o : D i x i e C h o p p e r 

controls to simplify operation. 
Simplicity in controls also means there are fewer instruc-

tions to read and landscape contractors don't have to worry 
about whether their diverse workforce is able to read the 
instructions before operating equipment, Scott says. 

SHOP AROUND. When shopping for riding mowers, 
contractors should first figure out the tasks they will be used 
for, Ratliff says. For example, contractors should think about 
whether they will be juggling multiple tasks that would war-
rant an attachment-capable model. 

Next, pay attention to how the product has been made 
and compare apples to apples, Scott says. For instance, be 
aware that there are two types of zero-turn riding mower 

http://www.edgepro.com


JOHN D E E R E 
L A N D S C A P E S Irrigation 

Equipment 

f S a t 
Landscape 

Lighting 
Regional Nursery Wholesale Centers & Landscape 

National Nursery Direct Services Supplies 

"To compare 
John Deere Landscapes 

to other suppliers is like 
comparing Apples to Oranges.. » 

"JOL has better staff, better programs, more communication and faster 
response time. On any given day, I will get at least one phone call from a JDL team 

member. This ranges from the counter guy, to the branch manager, my sales guy, or even 

the regional vice president. They all work for me, but I don't have to pay 

their salaries." 

- Eddie Scipper, President, The Rain t Shady Landscape Corporation 

John Deere Landscapes is your one supplier for all the irrigation, lighting and landscape supplies you need. Plus, we have 
a Direct Sales team ready to handle your large volume projects. Check with your local branch for a contact in your area, or 
visitwww.JohnDeereLandscapes.com. 

With over 275 branches nationwide, we have a location near you. Stop by and see what we can offer you today! 

800-347-4272 www.JohnDeereLandscapes.com 

http://www.JohnDeereLandscapes.com
http://www.JohnDeereLandscapes.com


Q f o c u s - r i d i 

Online 
Management 
System 
for 

Commercial 
turf Sites 

eConstellation saves y o u m o n e y . . . n o n e e d t o 
purchase irr igat ion computers , sof tware o r service plans 

eConstellation saves y o u t i m e . . . manage y o u r 
sites f r o m of f ice, h o m e o r a n y w h e r e 

eConstellation saves y o u w a t e r . . . au tomat i ca l l y 
ad just y o u r i r r i ga t i on using local w e a t h e r c o n d i t i o n s 

eConstellation is easy t o use . . . no c o m p l i c a t e d 
instal lat ions, p r o g r a m m i n g , o r upgrades 

emilüJMWL 
a M L I H E M A N A G E M E N T S Y S T E M 

S I G N A T U R E C O N T R O L S Y S T E M S , I N C . 
4 Mason , Sui te B, I rv ine , Ca l i f o rn i a 9 2 6 1 8 
Tol l f ree : 8 6 6 . 4 S I G N A T U R E 
Local : 949 .580 .3640 - Fax: 949 .580 .3645 
W e b : w w w . s i g n a t u r e c o n t r o l s y s t e m s . c o m 

i ssue r o c u s ing m o w e r s 

decks - front-mounted and mid-mounted, Stucky says. 
"The front-mount machines have a three- or four-wheel 
power unit design with the cutting deck mounted for-
ward of both the engine and operators seat position," she 
explains. "The unit usually has single or dual tail wheels lo-
cated in the rear. Mid-mount units, on the other hand, have 
a four-wheel design with the cutting deck mounted under 
the operators seating position and in front of the engine." 

The quality of a mowers more expensive components, 
including hydraulic pumps and the spindles that run the 
blades, should also be considered during the buying process, 
says Matt Land, national sales manager, Dixie Chopper, 
Coatesville, Ind. A mower should also be easy to maintain 
and have replaceable parts that are easy to find, Land says. 
"If you buy cheap you're going to get cheap," he warns. 

Be aware of what the warranty covers, Ratliff adds, 
pointing out that one of the most important considerations 
is the quality of the dealer and whether the dealer will be 
able to prorvide the parts or support needed down the road. 

Dwyer agrees. "Realistically, there are very good products 
in the zero-turn commercial industry," he says. "But at end 
of day, for the landscapes a network is important. You're 
only as good as the backup you've got." 

Q m o w e r s , p r o d u c t i v i t y 
a n d e m p l o y e e s 

I 
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I a v i n g t h e m o s t u p d a t e d e q u i p -
I m e n t is o n e t h i n g , b u t if t h e 

o p e r a t o r s d o n ' t k n o w h o w t o p r o p e r l y 
u s e it, t h e l i k e l i h o o d o f p r o d u c t i v i t y 
s h r i n k s . T r a i n i n g t h e c r e w s o n e a c h 
p i e c e o f e q u i p m e n t is i m p o r t a n t , 
s a y s R i c k Lea l , v i c e p r e s i d e n t , V i l a & 
S o n L a n d s c a p i n g , M i a m i , Fla., a d d -
i n g t h a t e q u i p m e n t m a i n t e n a n c e is 
a l s o i m p o r t a n t . 

A t V i l a & S o n , m o w e r f u e l i n g a n d m a i n t e n a n c e 
is p e r f o r m e d in t h e a f t e r n o o n s a f t e r t h e l a n d s c a p e 
c o n t r a c t o r s f i n i s h t h e d a y ' s j o b s a n d r e t u r n t o t h e 
h o m e b a s e . T h e y a r e t h e n r e a d y t o p e r f o r m a g a i n t h e 
n e x t day . T h e c r e w s l o a d u p t h e i r m a c h i n e s in t h e 
m o r n i n g b e f o r e t h e y l eave f o r t h e d a y ' s t a s k s . T h e r e 
a r e m u l t i p l e s u p e r v i s o r s a t V i l a & S o n m a k i n g s u r e 
t h e c r e w s a r e s t a y i n g o n t a s k a n d m a k i n g t h e m o s t 
o f t h e w o r k day . 

T o m H e a v i l a n d , o w n e r of H e a v i l a n d E n t e r p r i s e s in 
V i s t a , Ca l i f . , s a y s h i s c r e w s a l s o l o a d t h e t r u c k s in t h e 
m o r n i n g t o p r e v e n t t h e f t d u r i n g t h e n i g h t . To s a v e 
t i m e d u r i n g t h e w o r k day , H e a v i l a n d k e e p s b a c k u p 
p i e c e s o f e q u i p m e n t t h a t c a n b e r u n o u t t o a j o b s i t e 
if t h e r e is e v e r a m a l f u n c t i o n . 

http://www.signaturecontrolsystems.com
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i o k o Z MASTER 
COMMERCIAL 

T U R B O F O R C E 

a u * * -

Introducing the Toro Z 5 0 0 Series. Finally, a mower you can fine-tune to 

conquer any condition. Its new TURBO FORCE™ deck features a unique no tools 

adjustable front baffle. Open it wide to conserve power and increase mowing speed. 

Close it down for micro-sized particles and maximum discharge velocity. Or choose the 

perfect in-between setting in just seconds. Rugged? All Z500 Series decks have 5.5" deep, 

high-strength, 7-gauge steel construction top to bottom. Plus the industry's largest 

cast iron spindle assembly with tapered roller bearings. To learn more, contact your 

Toro landscape contractor equipment dealer or visit toroZ500.com. 

T O R O Count on it. 



T h e r e ' s n o t m u c h on a l a n d s c a p e j o b s i t e t h a t a s k i d - s t e e r 

l o a d e r a n d t h e r i g h t a t t a c h m e n t c a n t t a c k l e . 

George Stiscak Jr. couldn't be a successful landscape contractor with-
out one. 

"I just couldn't do the jobs I do as a landscape contractor 
without my skid-steer loaders," says the owner of Horses Landscap-
ing, based in Valparaiso, Ind., who utilizes three of the tracked, 
multi-tasking motorized machines. "From grading for a lawn to 
moving a variety of material to digging holes, whatever job you can 
contemplate needing done when working in the landscape industry, 

you can do with a skid-steer loader. 
"They're nice and maneuverable in most conditions on the job site - even snow and 

ice," Stiscak says. "This allows you to use them year round, which is nice because these 
machines are not cheap. The benefits really are endless." 

Seeing a skid-steer loader cruising about a job site is a common site today as more 
and more contractors realize and utilize the benefits these machines bring in increasing 
efficiency and productivity. With a seemingly unlimited array of attachments, landscape 

l i k e z a w a c k i 



contractors can do in a single day 
with one machine what would take an 
entire crew a week to accomplish by 
hand. 

"Skid-steer loaders allow landscape 
contractors to complete a task more 
quickly than they could with manual 
labor," says Kent Pellegrini, sales sup-
port consultant, skid-steer and multi-
terrain loaders, for Peoria, 111.-based 
Caterpillar. 

Versatility, maneuverability and 
adaptability are the hallmarks of a 
skid-steers potential on the job site 
and the main reasons why landscape 
contractors so readily label this ma-
chine as an essential tool and worth-
while investment, says Dan RafFerty, 
product marketing manager at JCB, 

based in Savannah, Ga. 
"The skid-steer really is the perfect 

machine for the landscape contrac-
tor,w RafFerty says. "Whatever a 
landscape contractor needs done on a 
job site - from leveling and grading to 
bulk land clearing - the skid-steer is 
the prime mover for those tasks." 

THE EUREKA MOMENT Gener-
ally, contractors add a skid-steer to 
their landscape operations in order to 
troubleshoot a particularly labor-in-
tensive task. Or, another scenario is 
they've grown their business to the 
point where the investment into this 
type of heavy-duty machine - on 
average between $18,000 to $55,000, 
depending on the machines size and 

power potential - will allow them to 
increase their scope of applications 
and services offered to clients. 

Its a eureka moment for the land-
scape contractor, the point when he 
realizes that in order to increase busi-
ness or beef-up his competitiveness 
he needs the advantages a skid-steer 
brings to the job site, Pellegrini says. 

"Its not unusual for a landscape 
contractor to rent a skid-steer and 
various attachments prior to making a 
purchase," Pellegrini says. "But many 
will then purchase a machine and 
the work tools they use the most, but 
then continue to rent other attach-
ments for particular jobs." 

And there's a lot for landscape 
contractors to like about the current 



generation of skid-steers available on 
the market. Relatively recent improve-
ments and innovations include vari-
able hydraulic controls, which allow 
the operators to modulate the amount 
of hydraulic power - measured in 
gallons per minute - reaching an at-
tachment, says Brad Lemke, director 
of product development at Grand 

Rapids, Minn.-based ASV. 
"This allows the landscape opera-

tor to use the attachment slower and 
with more finesse," Lemke says. "For 
example, this is nice when you're 
using a four-in-one bucket to grab 
something. Modulating the amount 
of hydraulic power allows you to 
grab it and pick it up rather than just 

smash into it at full power." 
In addition, many skid-steers 

on the market feature economi-
cally comfortable cabs, with arm bar 
support, heat and air conditioning, 
removable side windows and suspen-
sion seating. 

"The trend is definitely headed 
towards less cramped space in the cage 

FREE DELUXE SEAT UPGRADE! 
For a limited time, upgrade to a deluxe full-suspension seat 

FREE with the purchase of any M a x 2 or M id -Max zero turn. 
Plus, receive special 5 . 9 % APR f inancing for 3 6 months.* 

Value doesn't have to be expensive. Yazoo/Kees proves that. 

Y A Z O O ! K i 

8 7 7 - 3 6 8 - T U R F www.yazookees.com 

*Offers expire 5/31/06. Financing subject to credit approval. First monthly payment is 
due in 30 days. Certain restrictions apply. See participating dealer for details. 

S k i d - s t e e r s a l l o w c o n t r a c t o r s t o c o m p l e t e tasks 
in o n e d a y w h a t m a y t a k e a w o r k c r e w a w e e k t o 
a c c o m p l i s h by h a n d . P h o t o : B o b c a t 

and finger-tip style controls," Lemke 
says. "The cabs are getting nicer with 
an almost automobile-like feel to 
them." 

With increased attention to more 
logical and ease-of-use elements, 
manufacturers have simplified con-
trols and increased maneuverability by 
adding pilot-style joystick controls for 
one-handed operation. 

"You really don't need to constant-
ly use two hands anymore," Stiscak 
says. "You can scratch your nose as 
you drive a skid-steer across gravel." 

Likewise, more skid-steers are 
available with hydraulic quick attach 
mechanisms to allow the operator to 
change tools without leaving the cab. 

"You can change the attachment 
without getting out of the machine," 
Lemke says. "You simple hit a button 
and can hook and unhook the attach-
ment. This increases efficiency as well 
as safety." 

Coupled with other safety and 
creature comforts, skid-steers improve 
the way landscape contractors get 
tasks done on the job site. 

"We have air conditioning now 
in our skid-steer cabs," Stiscak says. 
"Don't tell anyone, but it has made 
life real easy." 
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THE NEW 36/42 HUSTLER MINI Z 
THE BIGGEST NEWS IN SMALL MOWERS 
A true, commercial-duty unit in a compact package. Not a residential-duty mowerposing as a 
commercial product. The newly designed, full-f loating 36" or 42" decks, incorporating superior 
X R - 7 " t e c h n o l o g y , of fer the h ighest -qua l i ty cut and f in ished appearance on the marke t . 
Access through gates, between landscaping and trees and loading on crowded trai lers has 
never been easier on a Z rider. With side-discharge, mulching or catching these new decks 
wil l produce an immacula te lawn in all the right places. 

{ ALMOST ACTUAL SIZE } 

HUSTLER 8 0 0 . 3 9 5 . 4 7 5 7 • W W W . H U S T L E R T U R F . C O M 

http://WWW.HUSTLERTURF.COM


And while skid-steers improve job 
site efficiency and productivity, its a 
common misconception that these 
machines allow a contractor to cut 
his workforce by two, three or more 
laborers. Such a notion is a quick, 
short-term solution that doesn't take 
into account the long-term advantages 
and potential growth opportunities 

the skid-steer provides the average 
landscape contractor, Rafferty says. 

"Cutting your workforce is a 
short-sighted approach to the benefits 
adding a skid-steer can bring to a 
landscape operation," Rafferty says. 
"A more comprehensive approach is 
that the skid-steer now frees up two 
or three workers to attend to other 

e a r n i n 
c u r v e 

These days, w i t h increased 

hydrau l ics , mo re user-
f r iendly cabs and improved 
pi lot cont ro ls , t he learn ing 
cu rve assoc ia ted w i t h effec-
tively opera t ing a skid-steer and 
its a t t a c h m e n t s are relatively 
smal l . A f te r an hou r or so an 
opera tor beg ins to get a good 
feel fo r t he mach ine , mos t 
landscapers agree, and by the 
end of t he day they ' re be ing 
product ive. 

However, opera t ing a skid-
steer e f f ic ient ly is the b igger 
cha l l enge for t he landscape 
cont ractor . 

"The f i rs t s tep shou ld al-
ways be to read the m a c h i n e ' s 
opera t ions and m a i n t e n a n c e 
m a n u a l for safety gu ide l ines 
and r e c o m m e n d e d pre-op-
erat ion checks , " says Kent 
Pel legr ini , sales suppor t 
consu l tan t , skid-steer and 
mul t i - te r ra in loaders, for Peoria, 
III.-based Caterpi l lar. "Once 
the opera tor is fami l i a r w i th 
the r e c o m m e n d e d 'pre- f l ight ' 
rout ine, ac tua l opera t ion of 
the skid-steer is really a mat te r 
of b e c o m i n g fami l i a r w i t h the 
con t ro l s and ge t t ing a feel fo r 
t he m a c h i n e ' s response and 
movement . " 

It shou ld not be fo rgo t ten 
tha t there are a lways venues 
fo r landscape con t rac to rs and 
the i r workers to hone the i r skid-
steer opera t ion ski l ls, Pel legr in i 
says. 

"Many e q u i p m e n t dealers 
of fer opera tor t ra in ing both for 
t he owne r of t he m a c h i n e and 
for the i r c rews, " he explains. 
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tasks. And with an even 
greater outlook, instead 
of getting rid of those 
workers, those workers 
are freed up so you can 
add or rent one or two 
additional skid-steers and 
go out and double your 
business." 

However, for all of 
their positive attributes, 
skid-steers aren't entirely 
perfect. Size - too much 
or lack there of — can be 
an issue for a contractor. 
Certain landscape duties 
still require a larger ma-
chine, such as large stone 
projects that may require 
the power-lifting attributes of a wheel 
loader or telehandler. Or maneuvering 
through a small residential job site or 
needing to access a fenced-in backyard 
may require the troubleshooting ser-
vices of a mini-skid steer or compact 
utility loader. 

M 

A t t a c h m e n t s 
end less a r r a y 

a r e t h e k e y t o a s k i d - s t e e r ' s versat i l i ty , a n d t h e r e a r e ; 
o f t h e s e too ls a v a i l a b l e o n t h e m a r k e t . P h o t o : B o b c a t 

CONNECTING W I T H ATTACH-
MENTS. Name a chore on the job 
site and most likely theres a skid-steer 
attachment that can efficiently and 
effectively complete the task. 

"Its the attachments that have 
played the biggest part at building the 

skid-steers reputation as a ver-
satile landscape tool," Rafferty 
says. "Today, it seems there is 
an attachment out there on the 
market as specialized as the job 
you need done." 

As most contractors would 
imagine, the bucket, specifically 
the four-in-one bucket, but 
may also include dedicated dirt 
and snow buckets, remains the 
most popular attachment for 
the landscape market, accord-
ing to manufacturers. 

"When it comes down to it, 
its the multi-purpose functions 
of these buckets that make 
them so popular with landscape 
contractors," Lemke says. 

After bucket attachments, land-
scape contractors rely heavily on pallet 
fork and grapple fork attachments to 
move and carry bulky materials and 
heavy loads at the job site and around 
their staging yards. Next, contractors 
can t seem to do without some sort of 
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a grading attachment, specifically a 
power box rake for preparing seedbeds 
or an excavating rake for leveling and 
grading turf. "A grading attachment, 
such as a power rake, is essential for 
the landscape contractor," Lemke 
says. "Once a contractor has that 
attachment for their skid-steer, they 
cant seem to get along without it." 

Auger and trencher attachments 
are also considered essential to in-
crease digging efficiency. "You can dig 
a 45-foot trench in an hour," Rafferty 
says. "How long would it take a crew 
of guys to dig that same trench? A 
day? Maybe longer?" 

And there are also lesser used, but 
no less helpful, attachments available 
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to landscape contractors. For example, 
plow blades and snow blowers can 
be utilized for snow removal duties; 
sod rollers for lawn installation and 
backhoes for excavation work. 

Lastly, tool rental is a smart course 
of action for a landscape contractor 
uncertain about whether the purchase 
of a particular attachment will, over 
the long term, be cost effective. 

"Renting attachments can be help-
ful to keep your operating costs down 
if you cannot justify the continuous 
use of the attachment," Pellegrini says. 

MAKING THE SMART INVEST-
MENT While the right skid-steer at-

S 
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S o m e of t h e m o s t p o p u l a r 
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a t t h e j o b s i t e a n d i n t h e y a r d , 
a s w e l l a s m a n e u v e r i n g i t e m s 
s u c h a s t r e e s a n d r o c k s . 

3. Rakes: H i g h l y e f f i c i e n t t o o l 
f o r g r a d i n g a n d s e e d b e d 
p r e p a r a t i o n . 

4. Auger: T i m e s a v e r f o r p o s t 
h o l e d i g g i n g a n d t r e e 
p l a n t i n g . 

5. Trencher: L i ke t h e a u g e r 
a t t a c h m e n t , s p e e d s u p 
t r e n c h i n g d u t i e s f o r i r r i g a t i o n 
i n s t a l l a t i o n . 
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tachments may make all the difference 
for the landscape contractor, its im-
port to select a host machine capable 
of handling the variety of tasks you 
expect to perform. 

Skid-steers represent a sizeable, yet 
smart, investment, and one of the big-
gest mistakes a landscape contractor 
can make is an uneducated purchase. 

"With skid-steers, bigger is not 
always better," Rafferty says. "Don't 
be sold solely on horsepower and 
hydraulic power." 

For example, the bigger, more 
powerful units come equipped with 
a high rate of hydraulic flow to the 
attachment, upwards to 30 to 34 
gpm, compared to 20 to 22 gpm in a 
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regular-sized machine, he says. 
"Easily, 80 to 90 percent of what 

contractors do doesn't warrant that 
high rate of hydraulic flow," he says. 
"And machines with that extra power 
can burn out some attachments." 

Contractors need to keep in mind 
the scope of the service offerings in 
order to evaluate the correct size of 
the skid-steer that's right for them, 
their workers and their operations. 

"If what you do is less than 1,500 
pounds than you don't need a 3,000 
pound skid-steer," Rafferty says. 
"Know yourself and what you're get-
ting into." 

However, landscape contractors 
need to keep in mind that they may 
be operating in a different load range 
on a daily basis, Pellegrini says. 

"Choosing a machine that just 

" I cou ldn ' t d o t h e j o b s 

I d o as a l a n d s c a p e 

c o n t r a c t o r w i t h o u t m y 

sk id -s tee r loaders . F r o m 

g r a d i n g f o r a l awn t o mov -

ing ma te r i a l t o d igg ing 

ho les, w h a t e v e r j o b y o u 

can c o n t e m p l a t e n e e d i n g 

d o n e w h e n w o r k i n g in t h e 

l a n d s c a p e indus t ry , y o u 

c a n d o w i t h a sk id-s teer . 

- G e o r g e S t i scak J r . 

meets your lifting range can limit 
your applications," Pellegrini says. 
"Know where your operating load 
range is when purchasing a skid-steer, 
then select a machine that meets your 
demands. Shorting yourself within a 
load range will lead to increased labor 
cost or additional workers needed on 
the job site." 

"You need to compile a short list 
of what you need this machine to do 
for you," Rafferty says. "If you get a 
skid-steer that can do what you need 
it to do with less horsepower, than 

http://www.vistapro.com
http://www.vistapro.com
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that saves you money on your upfront 
costs and it will also save you money 
in fuel costs over time." 

And there are other issues, Lemke 
says. "The landscape contractor buys 
the big machine and then doesn't 
realize until later that their truck and 
trailer is no longer big enough to 
transport it to the job site," he says. 
"Consider purchasing a skid-steer 
just under the size and weight of the 
machine you can handle because once 
you throw an attachment on it you'll 
probably be at your weight limit." 

Serviceability of the machine is 
another area of consideration. Con-
tractors should look at whether service 
points are easy to access. Likewise, 
does the unit's boom have to be in the 
up or down position to service it. l l 
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This spring brings a host of pests to trees and turf. Researchers and pesticide manufacturers provide 

some predictions while lawn care operators plan for profit in this service segment. 

With the arrival of spring comes the 
blooming of flowers, the green-
ing of lawns and the budding of 
insects. This season promises to 
offer lawn care operators (LCOs) 
a wide array of problem pests in 
their clients' turf, trees and or-

namentals. What should LCOs be especially on the look 
out for in 2006? Researchers and pesticide manufacturers 
give their predictions, and lawn care operators share their 
insights into how they make these services profitable. 

RESEARCHERS' PREDICTIONS. Rick Brandenburg, a 
turfgrass entomologist at North Carolina State University, 

Raleigh, N.C. , says that fire ants will con-
tinue to be a problem for all segments of 
the green industry - from golf courses to 
parks and residential lawns. "We continue 
to see increases in the distribution and 
spread of fire ants throughout the South-
east," he says, "and in areas where they 
are established, the severity has increased. 
They are moving further north and west 
and this is simply a problem that's never 
going to go away. They are well-estab-
lished and challenging to manage." 

Brandenburg believes that although 
operators can suppress fire ant popula-
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tions with various products, these 
pests may never be eradicated. 

So, how should the L C O manage 
fire ants? "Most people like to use 
bait products because they are cost 
effective, quick, easy to apply and 
relatively inexpensive," Brandenburg 
says. "But baits take a long time to 
work. Some of the newer broadcast 
application products on the market 
are providing better control." 

But "these pests are challenging to 
manage so it takes a combination of 
products to keep them at bay," 
Brandenburg advises. 

In addition to fire ants, Branden-
burg believes that chinch bugs will 
continue to be a problem in St. Au-
gustinegrass, which is popular in the 
Gulf Coast region. "Multiple treat-
ments are required to manage these 
pests," he states. "They keep coming 
back again and again during the sum-
mer." To fight this pest, Brandenburg 
recommends using pesticides labeled 
for chinch bug control. 

White grubs will also be a problem 
in various U.S. regions this year, 
including the Southeast, according 
to Brandenburg. "Lawn care opera-
tors are spending more time trying to 
identify the different species o f grubs 
so they can obtain better control," he 
says. "This pest is an important one 
to eliminate in clients' lawns because 
not only do they cause turf damage, 
but they also attract other pests, such 

as skunks and rabbits, that can cause 
even worse damage digging for the 
grubs," he says. 

Since the turf roots are the main 
source o f food for grubs, keeping 
them buried in the soil, control with 
insecticides can be challenging. "The 
most successful outcomes occur when 
insecticides are applied to imma-
ture grubs early in their life cycles," 
Brandenburg stresses. "Larger grubs 
are more difficult to control and may 
require more than one treatment." 

MANUFACTURER VIEWPOINTS. 
Chris Wooley with Dow AgroSciences 
in Indianapolis, Ind., agrees with 
Brandenburg on at least one point 
- grubs will be a problem this season. 

Wooley, the product marketing 
manager for insecticides and fun-
gicides in Dow AgroSciences turf, 
ornamental and technical products 
division, stresses that operators should 
use products that do not have to be 
watered in immediately. "It helps a lot 
o f the LCOs because their clientele 
may not have irrigation available, for 
example, in your lower income and 
your medium income neighborhoods. 
From the standpoint that the opera-
tor doesn't have to be right on top 
of that client all o f the time, he or 
she can just wait for the normal rain 
patterns or whenever that client does 
their irrigation and the product will 
be fine. This will help the L C O relax 

2 p r u b a e r t 
Lawns at Higher Risk of Having Grubs: 
1. Establ ished for th ree to f ive years 
2. Recent h is tory of g rub d a m a g e 
3. H igher ma in tenance , especial ly i r r igat ion 
4. Sunny areas 
5. Heavy t ha t ch layers (3/4-inch or more) 

Lawns at Risk of Having a Treatment Failure: 
1. Th ick t ha t ch layers present (more t han 1/2-inch) 
2. L iquid app l i ca t ions and no i r r igat ion 
3. Lawns i r r igated on a dai ly basis, especial ly w h e n 

not necessary - David Shet lar 

The author is associate professor of entomology at The Ohio State 

University, Columbus, Ohio. 
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No more mixing. No more spraying. N o 

more call-backs! Simply spread right f rom 

the bag - whether condit ions are windy or 

calm, wet or dry - to kill a wide variety of 

weeds. G e t the same reliable ProScape 

Confront you have always used. O r for 

residential turf, try our new Confront 3 

CdhjnKi$ kdS AMÍV&Á, 

tjony aW/ NÍÍÍ t&Aidug tvton 

formulat ion. Want to save even more 

T r y P r o S c a p e T e a m C o n f r o n t , a t a n k m i x i n a 

t ime? Use our Confront Team combina-

t ion to cont ro l broadleaf weeds and 

prevent crabgrass w i t h a single 

application. Visit your LebanonTurf Dealer, 

or call 1-800-233-0628 to find out more. 

For a FREE copy of our w e e d I D 

booklet visit www.LebanonTurf.com/pro-

motions and enter coupon code LL3056. 

LebanonTurf 
1 - 8 0 0 - 2 3 3 - 0 6 2 8 • w w w . L e b a n o n T u r f . c o m 

Confront is a registered trademark of D o w AgroSciences LLC 
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Take control with the 
8200 Series EZ Pro Jr. Indoor or 

the 8300 Series EZ Pro Jr. controller! 

FFEFLK 
Don't let irrigating restrictions dampen your day. 

Take control with"Event Days" programming 
and Water Budgeting features on the 

p EZ Pro Jr. Indoor and the 
EZ Pro Jr.controller. 

Improve watering efficiency while 
promoting water conservation. 

NEIStN TURF 
Quality. Service. Guaranteed! 
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somewhat when it comes to making sure 
the product is going to be advantageous." 

Wooley sees several new trends in the 
insecticide marketplace, but the continued 
development of post-patent or generic 
products is one that stands out for him. 
"In the future, we should be seeing a lot 
more competition in the preventive grub 
marketplace in terms of products," he says. 

Kathie Kalmowitz, market develop-
ment specialist for BASF in Raleigh, N.C., 
provides product development and techni-
cal services for the sales team in the south-
ern and the western parts of the United 
States. She sees the main advancement 
in insect control as the advancements of 
products that are targeted to a single pest 
and, therefore, are better able to control 
that pest. "Many of the older chemistries 
have gone out of favor with the Environ-
mental Protection Agency, and we have 

• i 

T h e key t h i n g a b o u t 
p r o d u c t s t h a t t a k e c a r e 
o f m o r e t h a n o n e t y p e 
o f i n s e c t is t h a t s o m e o f 
t h e m a r e n o t j u s t p r e -
m i x e s o f t w o e x i s t i n g 
p r o d u c t s . S i g n i f i c a n t 
w o r k is b e i n g d o n e t o 
o p t i m i z e t h e f o r m u l a t i o n 
r a t i o s a n d , as a r e s u l t , 
s y n e r g y is a c t u a l l y b e i n g 
f o u n d in r e s e a r c h t r ia l s . 

- B r y a n G o o c h 

lost many of their turf and ornamental 
uses," she explains. "So, what you have are 
new insecticides that have come through 
the pipeline that are much more specific to 
target pests vs. a broad spectrum of pests." 

This trend may increase costs for the 
LCOs because they have to buy more 
products to control each insect, according 
to Kalmowitz. "I think what will happen 
is that instead of having one product that 
can be used on everything from mites to 
grubs, you may have three products be-
cause each one is going to be very specific 



For when you want it gone 
and you want it gone fast 
Customer callbacks - they're a part of the business. 
Did you spray these weeds? Why aren't they dying? 
These calls take time to answer - time you don't have! 

Razor Burn™ is the new post-emergent, systemic 
herbicide that controls weeds quickly and easily in 
ornamentals, in bed maintenance, for crack and crevice 
treatments, brush and vine clearing and perimeter 
treatments. Visible results occur in 24 to 48 hours! 

This unique liquid formulation is a great product for 
situations where mechanical efforts are not suitable or 
other herbicides don't provide the speedy visual results. 

Contact a Nufarm representat ive o r you r local d i s t r i bu to r for more in fo rmat ion : 
800-345-3330 • www.turf.us.nufarm.com 
™ Razor Burn is a trademark of Nufarm Americas Inc. Always read and follow complete label instructions. 

• The complete control ofglyphosate combined with 
the quick burndown ofdiquat - visible results in as 
little as 24 to 48 hours 

• Unique, liquid formulation is easy to pour; measure 
and mix and will not settle out in solution and is 
essentially non-volatile 

• Squeeze-and-measure 
container ensures there is no 
waste and no worries about 
over-application that might lead 
to incomplete control 

• Reduces applicator followup, 
creating more productivity and 
customer satisfaction 

I \ 
Nufarm 
Turf & Specialty 

Home of Riverdale Brands 

http://www.turf.us.nufarm.com


to one class of insects," she predicts. 
"That could mean the operators have 
to keep more than one product in 
their portfolio." 

On the other hand, there are 

trend. Gooch says these types of prod-
ucts will only benefit the busy LCO 
who wants to rid their clients' lawns 
of more than one insect quickly. "The 
key thing about these types of prod-

( "Better products allow quarterly services that significantly re-

duce labor costs and improve homeowner perception. The future 

holds some new chemistry for sure, but tailoring existing active 

ingredients into products that fit the needs of the L C O and his 

customers is likely to have the most impact/' - Nick Hamon 

manufacturers still focusing on try-
ing to control more insects with one 
product, which Bryan Gooch, busi-
ness manager for insecticides, Bayer 
Environmental Sciences, Research 
Triangle Park, N.C., cites as a growing 

ucts is that some of them are not just 
pre-mixes of two existing products," 
he comments. "Significant work is 
being done to optimize the formula-
tion ratios and, as a result, synergy is 
actually being found in research trials. 

That's one of the important things to 
establish. Outside of getting all of the 
insects, these types of products give 
LCOs operational efficiency. What 
would sometimes take two applica-

tions previously is now 
combined into one ap-
plication." 

Despite whether 
an LCO using an insect-
specific treatment or 
one that manages more 
than one pest, there will 
continue to be a trend 
toward combining these 
products with others, such 
as fertilizer, to save time 
on the job. "LCOs are 
combining more of their 
insecticides with fertilizer 

to take care of two things at once," 
Kalmowitz says. 

Gooch agrees, saying that he sees 
the combination of insecticides with 
fertilizers as current and future tools 
lawn care operators will continue 



to use. "We're really expecting lawn 
care professionals to embrace these 
products in particular because now 
by adding the fertilizer you are really 
combining two and three things into 
one. For obvious reasons, this is going 
to increase productivity and reduce 
man-hours and energy costs and 
everything else that operators keep 
track of." 

According to Gooch, the cost of 
some of these new technologies is less 
than if the LCO used two products 
separately, particularly if the fertil-
izer is purchased separately from the 
insecticide. "The other thing that 
gives the turf manager a lot of leeway 
is there is a very broad use rate range 
that they can pick from," he explains. 
"In some cases, they may have just 
minor insect pressure, and they can 
choose a very low rate which is very 
cost effective or in other cases such 
as with chinch bugs in Florida, if its 
a very severe outbreak and they are 
worried about losing turf, then they 

F i r e a n t s a r e c o n t i n u i n g t o c h a l l e n g e L C O s in t h e 
t r a n s i t i o n z o n e a n d S o u t h e r n s t a t e s . P h o t o : S c o t t 
B a u e r , U S D A A g r i c u l t u r a l R e s e a r c h S e r v i c e 

can pick a rate that is more in the mid 
to high range to control the pest. The 
situation dictates the rate they use." 

Nick Hamon, director of develop-
ment and technical services for Bayer 
Environmental Science, Research 
Triangle Park, N.C., recommends that 
lawn care operators cooperate with 
customers in order to build premium 

programs for different landscapes. He 
says this will help operators realize 
improved profit and productivity. 
"Better products allow quarterly 
services outside the home that signifi-
cantly reduce labor costs and improve 
homeowner perception," Hamon 
remarks. The future holds "some new 
chemistry for sure, but tailoring exist-
ing active ingredients into products 
that fit the needs of the LCO and his 
customers is likely to have the most 
impact." 

LAWN CARE OPERATORS SPEAK 
OUT Insect control services in turf 
and trees have been important to 
Baltimore, Md.-based ProLawnPlus' 
business since its inception in 1978. 
The company provides a tree and 
shrub program for the maintenance 
of ornamental insects as well as a lawn 
program, which includes control for 
grubs as well as a fleas and ticks. Grub 
control and crabgrass prevention have 

continued on page 124, sidebar on page 122 

THE TRITON HIGH-CAPACITY 
CUTTING PLATFORM, EXCLUSIVELY 

FOR THE EXMARK LAZER Z. 

H o w c o u l d w e p o s s i b l y i m p r o v e o n o u r a l r e a d y p o p u l a r l ine 
o f Lazer Z*s? W e s t a r t e d b y c r e a t i n g Triton," t h e h i g h - c a p a c i t y 
c u t t i n g p l a t f o r m t h a t ' s m a d e t o p e r f o r m in t h e t o u g h c o n d i t i o n s . 
N o excuses . A n d n e w l y ava i l ab le c u t t i n g w i d t h s h e l p y o u g e t 
m o r e d o n e w i t h each pass. Take Tr i ton 's 66" p l a t f o r m . It has all 
t h e f l e x i b i l i t y o f a t r a d i t i o n a l 60 " d e c k b u t c o v e r s 1 0 % m o r e 
g r o u n d . Th is g o e s t o s h o w t h a t T r i t o n has b e e n d e s i g n e d a n d 
t e s t e d t o i m p r o v e e v e r y a s p e c t o f y o u r m o w i n g e x p e r i e n c e . 
See t h e p r o o f f o r y o u r s e l f . 

i r i k . 

Visit tritoncuttingplatform.com or your local Exmark dealer. 



a n e v e o n t r e e c a r e 

The t ree c a r e m a r k e t is c o n t i n u i n g t o g r o w w i t h 1,500 key m e m b e r s of t h e i n d u s t r y r e s p o n s i b l e f o r 85 p e r c e n t 
of se rv i ces , a c c o r d i n g t o F M C Corp . , a d d i n g t h a t t h e g r o w t h in t h i s m a r k e t has been s u b s t a n t i a l w i t h 

h o m e o w n e r s s p e n d i n g $1.5 b i l l i on o n t ree c a r e se rv i ces in 1993 a n d $4.2 b i l l i on in 2003. 
Two pes ts in p a r t i c u l a r a re of c o n c e r n t o t h e t r ee c a r e m a r k e t t h i s year. H e r e a re s o m e de ta i l s o n e a c h one . 

Emerald Ash Borer (EAB) 
• A n exo t ic bee t le d i s c o v e r e d 

in s o u t h e a s t e r n M i c h i g a n 
in t h e s u m m e r of 2002. 
O n l y a t t a c k s a s h t rees . 
E s t i m a t e d t o have a r r i ved 
f r o m A s i a o n w o o d p a c k i n g 
m a t e r i a l . 
A d u l t bee t les n i b b l e o n fo l i age , bu t c a u s e 
m i n i m a l d a m a g e . 
Larvae feed o n i n n e r bark d i s t u r b i n g t h e 
t r a n s p o r t a t i o n of n u t r i e n t s a n d w a t e r t h r o u g h 
t h e t ree . (See p h o t o s h o w i n g th i s , above. Pho to : B r i a n 
Su l l i van , U S D A A P H I S PPQ) 
A l s o e s t a b l i s h e d in W i n d s o r , On ta r i o . Be l ieved t o 
have been b r o u g h t t o O h i o in 2003 a n d I n d i a n a in 2004. 
E s t i m a t e d t h a t as m a n y as 10 m i l l i o n t rees have been 
k i l led in M i c h i g a n , O h i o a n d Ind iana . 
Q u a r a n t i n e in pa r t s of t h e s e s ta tes has a f f e c t e d 
f i r e w o o d , n u r s e r y s tock , logs, l u m b e r a n d m u l c h . 
S i n c e t h e d i s c o v e r y of EAB, m o r e t h a n e i g h t m i l l i o n 
a s h t r ees have been k i l led. M o s t d a m a g e has been 
f o u n d in M i c h i g a n . 
E s t i m a t e s of t h e c o s t of t h e d a m a g e r a n g e i n to t h e 
t e n s of m i l l i o n s of do l l a rs . 
R e s e a r c h e r s a re c u r r e n t l y l ook ing at w a y s t o c o n t r o l 
t h e larvae, u n d e r s t a n d t h e l i fe c yc l e of t h i s pest a n d 
t o c o n t r o l t h i s i n fes ta t i on . 
S ta te a n d loca l o f f i c i a l s in t h e U.S. a n d C a n a d a have 
m a n a g e d t o i so la te t h e p r o b l e m a n d p reven ted s m a l l 
i n f e s t a t i o n s f r o m g r o w i n g . 
- Emerald Ash Borer Information Site (http://www. 
emeraldashborer.info/) 
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Southern Pine Beetle 
• Found f r o m Pennsy l van ia 

t o Texas a n d f r o m N e w 
M e x i c o a n d A r i zona . 

• In t h e s p r i n g , f e m a l e 
bee t les bo re t h r o u g h t h e 
bark a n d p r o d u c e 
p h e r o m o n e s , na tu ra l l y o c c u r r i n g c h e m i c a l s t h a t 
s e n d o u t a s u b c o n s c i o u s s c e n t t h a t a t t r a c t s o t h e r 
bee t les w h o t h e n a t t ack t h e t ree. 

• A s t h e i n f es ta t i on g r o w s , a d j a c e n t t r ees a re p r o n e 
t o a t tack . 

• The bee t les m o s t o f t e n a t t ack m a t u r e p i ne t rees; 
however , t r ees as y o u n g as 5 years o ld have 
been k i l led. (See a n a d u l t beet le , above. Pho to : Texas 
A g r i c u l t u r a l Ex tens ion Se rv i ce A r c h i v e s , Texas A & M 
Un ivers i t y ) 

• I n fes ta t i ons c a n s p r e a d rap id ly a t t a c k i n g b o t h p u r e 
p i ne a n d m i x e d p i n e - h a r d w o o d t rees c o v e r i n g 
h u n d r e d s of a c r e s a n d k i l l i ng o r d a m a g i n g 
t h o u s a n d s of t rees . 

• The t h i n n i n g o u t o r p r u n i n g of t r ees keeps t h e m 
hea l thy a n d less s u s c e p t i b l e t o i n fes ta t i ons . 

• Ae r i a l s u r v e i l l a n c e is a n i m p o r t a n t too l t o f i g h t i n g 
t h i s pest . P r o b l e m a reas s h o u l d be p lo t t ed o n a m a p 
a n d f o l l o w e d u p w i t h a g r o u n d crew. 

• A n e n t i r e g r o u p of t r ees m a y need t o be c u t d o w n as 
we l l as s u r r o u n d i n g u n a f f e c t e d t rees in o r d e r t o 
c o n t r o l t h e in fes ta t ion . The size of t h e bu f f e r zone is 
d e p e n d e n t o n t h e m a g n i t u d e of t h e in fes ta t ion . 

• Tree f e l l i ng is a n o t h e r c o n t r o l f o r m in w h i c h in fes ted 
t r ees a n d t h e b u f f e r zone are c u t d o w n t o w a r d t h e 
c e n t e r of t h e g r o u p . The i n c r e a s e d l i gh t a n d a i r 
l essens t h e e x i s t e n c e of p h e r o m o n e s c a u s i n g t h e 
bee t les t o d i spe rse . 

• The s o u t h e r n p i ne beet le is t h e m o s t s e r i o u s pest of 
c o n i f e r o u s f o r e s t s in t h e s o u t h e r n U n i t e d Sta tes . 
- USDA Forest Service - Virginia Cooperative 
Extension (http://www.ento.vt.edu/~salom/SP 
Biology/soupibee. h tml) 

http://www
http://www.ento.vt.edu/~salom/SP
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THE MICHIGAN STATE UNIVERSITY 
2003 RESEARCH TRIAL RESULTS 

"www.emeraldashborer.info/treatment.cfm" 

XMXCXPi I XNTf CT-*-CXPf B have been determined to be the 
#1 prevention & control of EMERALD ASH BORER 

larvae & adults in the 2003 study conducted by Michigan State University. 
(view it at: "www.emeraldashborer.info/treatment.cfm'') 

WHEN SAFETY MATTERS FIND OUT JUST HOW SAFE & EASY IT IS TO CONTROL BORING INSECTS 

MAUGET'S MICRO-INFUSION / INJECTION ingredients are contained safely within the tree s vascular system. 

... Safe for YOU .... the TREE .... the ENVIRONMENT — but DEADLY TO INSECTS ... 

The quiet, invisible systemic solution 
for targeted, low impact, environmentally friendly IPM tree health care!! 

Pests never know what hit them. 
Customers are never bothered by spray or ground water concerns and neighbors will never know 

that there was a problem being solved. 
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MAUGET'S NEW G E N E R A T I O N H DELIVERY 
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continued from page 121 

been staples for this LCO; however, 
the flea and tick program and the 
tree and shrub programs developed 
out of demand. "Our customers 
were calling asking if we did some-
thing that controls the fleas and ticks 
because they had problems pulling 
them off of their dogs," recalls Kevin 
Nickle, the company's operations 
manager. "So we added it because of 
the phone calls. Our tree and shrub 
program evolved when we found 
someone right for the position. There 
was always a demand for it, but it 
was just a matter of finding the right 
employee. It wasn't a service that just 

r 
C u s t o m e r s e x p e c t 

t h a t b e c a u s e t h e y h a v e 

a l a w n s e r v i c e t h e y 

s h o u l d n t h a v e a n y i n s e c t 

p r o b l e m s . B u t a b a s i c 

p r o g r a m is f o r f e r t i l i t y 

a n d w e e d m a n a g e m e n t . 

S o u n t i l t h e c u s t o m e r 

b u m p s u p t h e i r p r o g r a m , 

t h e y a r e g o i n g t o h a v e a n 

i n s e c t p r o b l e m . 

- K e v i n N i c k l e 

anyone could do; we needed someone 
who was knowledgeable about plant 
materials and insects." 

Working to increase business in 
lawn and tree care is a constant effort 
for this operator. "Every winter we 
send out our renewal letters," Nickle 
explains. "Grubs have been a problem 
over the last three or four years in our 
area, so we do have a brochure that 
we send with our renewal letters to try 
and actively upgrade their programs 
with grub control. Also, when we 
do a lawn application, if we know 
they have a pet we may leave them 
a brochure about our flea and tick 
program." 

Nickle also believes that the 
high level of customer service helps 

ProLawnPlus maintain their cus-
tomer base. "We are probably about 
8 0 / 2 0 residential vs. commercial," 
he says. "We do a lot of extras with 
our services. For instance, a lot of our 
customers want to be prenotified by 
phone about their service schedule. 
We also take extra time to adequately 
blow off our customers' driveways and 
sidewalks. We try to back up our costs 
with service - that's what I think sets 
us apart." 

Though insect control is the com-
pany's most profitable service overall, 
Nickle believes that the company's 
turf insect control service is a lot less 

profitable than the tree and shrub in-
sect program based on the chemical 
costs involved. "I think to be honest 
with you insect control is probably 
one of our most profitable treatments 
overall," Nickle adds. "The cost of 
product per cost of service is small 
so our profitability is high. Our tree 
and shrub insect service is probably 
our most profitable based on the fact 
that you use very little product to do 
the job." 

Another reason tree and shrub 
pest control is more profitable for 
the company is because "you can sell 
a tree and shrub program to any-
one," Nickle comments. "The nice 
thing about it is you can actively see 
problems and you can actually see 
the insects doing damage, so it's an 
easy sell. A lot of times it's not as easy 
to sell a lawn program to someone 
if they've never had a grub problem. 
You are trying to sell them on the 
fact that it's an insurance type policy 
where they are pretty much assured 
they won't get grubs if they take the 
preventive treatment." 

"In the last four years of us pro-
moting preventive grub treatments 
and people neglecting to take them, 
we will get some people calling in and 
they are being wiped out with grubs, 
and they are very upset," Nickle 
explains. "They forget that back in 
January we mentioned this in our 
renewal letter. It's just like anybody 
would be when they see damage 
to their lawn and they have a lawn 
service. They expect that because 
they have a lawn service that there 
shouldn't be any problems, but a lot 
of these programs are basic programs 
for fertility and weed management 
more so than insect management so 
until the customer bumps up their 
program, they'll have an insect prob-
lem periodically." LL 

http://www.callite.com


See visible results in just two days. 
Three weeds. Two days. One tough new herbicide. In the war against stubborn yellow nutsedge, purple 
nutsedge and green kyllinga, it helps to have the numbers on your side. And the best way to make sure you have 
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Ever since his youth, Christopher Bell has witnessed concrete and asphalt taking 
over his native San Francisco Bay area. This saddened him, so he took inspira-
tion from the backpacking trips he used to take to bring that scenery back to 
the city. The result - the addition of water feature installation and mainte-
nance to his service mix six years ago. "I thought it would be great for people 

to have some nature in their backyards," says the owner of Alliance Land and Water-
scapes in Prunedale, Calif. 

Bell enjoys the fact that he can bring ponds and waterfalls to customers backyards 
and that no two are exactly alike. He, like many other contractors, has discovered an add-
on service that stretches his imagination and his bottom line. 

OVERFLOWING INDUSTRY. Small beginnings have become huge for some waterscape 
contractors and the industry as a whole. "Its a wide-open business," Bell says. "In the late 
1990s, there was a surge of contractors jumping into water features, and I think there are 
now 60,000 to 70,000 water garden installers in North America." 

b y h e a t h e r w o o d 



In fact, 30.3 percent of contractors offer wa-
terscape services, according to Lawn & Landscape 
research. And while 24.3 percent of contractors 
said they purchased water feature products in the 
past 12 months, 27.5 percent said they plan to pur-
chase them in the next 12 months - a 3.2 percent 
increase. 

Bell has been in the landscape industry 26 years 
but started designing, servicing and repairing water 
features six years ago. For the first five years he was 
pushing "a water garden in every home, business 
and institution," he says. "My mantra is that every-
one deserves a waterfall. Its just natural that people 
love the sound." A customer favorite is a waterfall 
with a stream, he adds. 
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Tools of the 
Nowhere else will you find a better and more complete resource for the lawn & landscape 

industry than L&L Online (www.lawnandlandscape.com) - containing all the tools you need to 

succeed! Daily news and commentary. Product information. Message Boards. All these tools 

and more can be found on the industry's leading website. Visit today for ideas and insights into 

how to better manage your business. 

http://www.lawnandlandscape.com


Trade. 

TW C I N D U S T R Y ' S N E W S Ä N D R E S O U R C E C C N T C R IC C C N T C R Q 

» ' Seereh Tips 

welcome back LAUREN SPIERS 
T u e s d a y . M a r c h 1 4 . 2 0 0 6 

CLEARY 

T O P S T O R Y J 

H E A D L I N E N E W S 

• ONLINE POLL * h a t Add-On S«v ioa W 
You Add this Season "> 

• INDUSTRY BUZZ Smart Irrigation Month 

# NEW? H-2B Ry In Agenda M a i l s 

6« fie* advertising. 

PA /H^ß/RD 

* N E W W a r w i c k Appointed 
President at C leary Chemica l 
Leideship of speciilty producta 
comp my m«vts onto J third 
generation. 

from Around the Industry 

« Weeds in Bads, Bill bogs, Soil Tamps. 

# Dos and Oonls Of Launching a Small 
Businass Web Sita 

« Hinas Horb cultura Salts Decline Slight), 
in 2006 

« How to Find tha Right Buyar tor Yotr 
Businass 

* Projact EvarOraan Announoas Baoausa 
Oraan Mattar* Scholarship Program 

# 2006 NTEA Show Photo Recap 

p mora news 

REGISTER 
TODAY 

I aw&'VI anHcranP lunl'v laillijMUG 

Lxùùò 

SiiUXiULkD 
ViAUti iltiSUiLtitSld 

53iùlUUéUtì> 
ùLtttfUi '13, Vii 

• Heil Environmental Industries 
a Features new hjndles fer the 
sides that allow operators to dose 



Like Bell, Paul Holdeman, owner 
of The Pond Gnome in Peoria, Ariz., 
started installing and maintaining 
water gardens six years ago after he 
met a professional in the business who 
got him excited about the craft. 

The first few years were slow be-
cause nobody knew about the product 
or had faith in it. "People feared that 
ponds would be high-maintenance," 
Holdeman says. "But once we got 
some in the ground and had our an-
nual pond tour, that changed things." 

He is referring to his annual Parade 
of Ponds, held every April, where 
prospective customers tour established 
ponds to get a water feature educa-
tion. This helps to ease customers' 
maintenance fears and often convinc-
es them to let The Pond Gnome build 
ponds in their yards, he says. 

Holdeman says the service is going 
well. He made $250,000 last year 
with the four-man crew. This year he 
has seven employees dedicated to wa-
ter features and they plan on making 

L S B 

' i o b e s t - s e i n H E M B 
Pl a n t s a r e a n i n t e g r a l p a r t o f a w a t e r f e a t u r e - c e n t e r e d e c o s y s -

t e m , s a y s K e v i n M c C u r l y , s a l e s m a n a g e r a t O A S E , C o r o n a , 
Ca l i f . , a d d i n g t h e y h e l p t o b r i n g b a l a n c e a l o n g w i t h a d d e d b e a u t y . 
P l a n t s b e s t s u i t a b l e f o r p o n d s v a r y by a v a i l a b i l i t y a n d r e g i o n , h e 
a d d s . G e n e r a l l y , w a t e r l i l i es a r e t h e m o s t p o p u l a r va r ie ty , w i t h 
s w e e t f l a g c o m i n g in c l o s e a t N o . 3. 

B u t a s w i t h o t h e r l a n d s c a p e a r e a s , s o m e p l a n t s s h o u l d b e 
a v o i d e d , M c C u r l y says . For i n s t a n c e , w a t e r h y a c i n t h is i n v a s i v e in 
a p o n d e c o s y s t e m , h e w a r n s . 

G r o w i n g a n d s e l l i n g p l a n t s f o r w a t e r f e a t u r e s c a n b e a p r o f i t -
a b l e a d d - o n s e r v i c e f o r t h o s e w h o w a n t e x t r a r e v e n u e , h e says . 
F l o a t i n g p l a n t s s u c h a s l i ly p a d s c a n b e s t o r e d in t u b s o f w a t e r . 
S m a l l c h i l d r e n ' s s w i m m i n g p o o l s w o r k w e l l , h e says , a d d i n g t h a t 
l i ly p a d s s h o u l d b e s t o r e d in a t l eas t 18 i n c h e s of w a t e r . S h e l f 
p l a n t s w i l l d o w e l l if t h e b o t t o m o f t h e p l a n t is i m m e r s e d in w a t e r , 
h e s a y s . R a i s e d b e n c h e s w i t h r u b b e r l i n e r s 6 t o 8 i n c h e s d e e p a r e 
i d e a l f o r t h e s e p l a n t s . 

M c C u r l y r e c o m m e n d s c o n t r a c t o r s w h o g r o w t h e i r o w n p l a n t s 
o n l y se l l t h e m t o t h e i r i n s t a l l a t i o n c u s t o m e r s . S t a r t i n g a s e p a r a t e 
p l a n t b u s i n e s s c a n b e c o s t l y a n d t i m e c o n s u m i n g , h e says . 
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$500,000. In March, he was already 
booked with installation appoint-
ments for the following four months. 

Residential water features have 
been around for as long as 40 years, 
says Sean Murray, national consumer 
sales manager of Little Giant Pumps, 
Oklahoma City, Okla. But the in-
dustry has only started to really take 
off in the past decade, adds Kevin 
McCurly, sales manager at OASE, 
Corona, Calif. 

As the water feature business 
booms, so does pond size. Its not 
uncommon today to see 5,000- to 
10,000-gallon ponds, Murray says. 
While pond size averaged 500 to 800 
gallons five to seven years ago, the 
average pond size today is 1,000 to 
1,200 gallons, McCurly says. 

DIGGING WATER FEATURES. 
Installing water features can be chal-
lenging because it is one of the only 
aspects of landscaping that combines 
light, movement, sound and color, 
McCurly says. And because cookie 
cutter designs are not appealing to 
customers, "every pond should be 
unique," he adds, pointing out light-
ing and landscaping as water feature 
add-on services. 

"Its about adapting to a particular 
setting more than digging a hole and 
putting water in it," agrees Andreas 
Szabados, North American marketing 
manager at OASE. 

Likewise, just because the prod-
ucts used to build a pond are of good 
quality doesn't mean a quality pond 
will result. That is up to the con-
tractor, Szabados says. For instance, 
Holdeman has three criteria for water 
features he and his three-man crew 
install - they must be beautiful, prof-
itable and low-maintenance. 

The tools used to build ponds vary 
from company to company. Holde-
man prefers picks and shovels vs. 
backhoes and other large machinery. 
As a result, the crew can start jobs ear-
lier in the morning because they don't 
have to worry about loud machinery 
waking the neighbors. The crew 
can also fit their tools through tight 
spaces, such as 36-inch gates, which 
are ubiquitous with their residential 
client base, he says. 

The only machinery Holdeman's 
crew uses is a crane to set boulders 
that range in size up to 1 ton for 
waterfalls. Other necessities include 
wheelbarrows, dirt, rocks, a rubber 
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t o c k 

The m o s t p o p u l a r f i s h fo r p o n d s a re koi, g o l d f i s h a n d 
s h u b u n k i n s , says Kev in McCur l ey , sa les m a n a g e r at OASE, 

C o r o n a , Cal i f . For s o m e , f i s h a re a pr ized par t of t h e pond . Ko i c a n 
r a n g e f r o m $20 to $20,000, he says. O f f e r i n g f i s h as par t of t h e ser-
v i ce t akes w o r k a n d k n o w l e d g e . O v e r s t o c k i n g a n d f reez ing c o n d i -
t i o n s a re real t h r e a t s t h a t s h o u l d be a d d r e s s e d w i t h t h e c u s t o m e r . 

C o l d c l i m a t e s resu l t in f reez ing water , w h i c h 
c a n t h r e a t e n f i s h h a b i t a t s if no t t r e a t e d proper ly . In 
m o s t c l i en t s ' p o n d s , f i s h gene ra l l y a re O K in 18 t o 
24 i n c h e s of water , w h i c h is t h e d e p t h of t h e ave rage 
p r e - f o r m e d l iner, M c C u r l y says. A n d w i t h p o n d s t h a t 
r e a c h a 30 - i nch d e p t h , f i s h have a p l ace t o h i de f r o m 
p r e d a t o r s l ike r a c c o o n s . Even a n 18 - inch -deep p o n d 
c a n p rov ide so lace , as l ong as t h e r e a re rocks f o r 
t h e f i s h t o h i d e under , says Paul H o l d e m a n , o w n e r 
of The G a r d e n G n o m e , Peor ia, Ar iz . A n o t h e r s o l u t i o n 
is a w i d e p o n d t h a t d o e s n ' t a l l o w r a c c o o n s t o r e a c h 
t h e m i d d l e , w h e r e f i s h c a n t ake so lace . 

D u r i n g t h e c o l d m o n t h s , keep a n a rea ice- f ree 
f o r f i s h w i t h a f l o a t i n g heater, M c C u r l y says. "There 
n e e d s t o be a n a rea f o r bad g a s t o e s c a p e a n d g o o d 
g a s t o ge t in," he exp la ins . Be c a r e f u l w i t h w a t e r f a l l s 
too, w a r n s C h r i s t o p h e r Be l l of A l l i a n c e Land a n d 
W a t e r s c a p e s in P runeda le , Cal i f . W a t e r f a l l s t h a t a re 
f rozen so l i d d iver t w a t e r f r o m t h e f i sh , g i v i n g t h e m 
less t h a n t hey n e e d t o surv ive , he says. 

O v e r s t o c k i n g of f i s h is a n o t h e r c o m m o n m i s t a k e 
t h a t c a n lead to b a d w a t e r qua l i ty . "Peop le t e n d t o a d d f i s h in a 
q u i t e d r a m a t i c f a s h i o n , " says A n d r e a s Szabados , N o r t h A m e r i c a n 
m a r k e t i n g m a n a g e r f o r OASE. K e e p i n g t o o m a n y f i s h c a n c a u s e 
s t ress o n t h e pond . "The g e n e r a l ru le is 1 i n c h of f i s h l e n g t h f o r 
every 7 t o 10 g a l l o n s of water , " M c C u r l y says. "Also, r e m e m b e r t h a t 
f i s h a re g o i n g t o b reed a n d t h e y ' r e g o i n g to g row. " A m a x i m u m of 
20 t o 25 s m a l l f i s h a re c o n s i d e r e d ideal f o r a 1,000 g a l l o n p o n d , he 
says. 

O n c e it is rea l ized t h a t t h e r e a re t o o m a n y f i s h in a c l i e n t ' s 
p o n d , M c C u r l y s u g g e s t s c o n t r a c t o r s use t h e s i t u a t i o n t o t h e i r 
a d v a n t a g e . For i n s t a n c e , as par t of a m a i n t e n a n c e ca l l , t hey c o u l d 
o f fe r t o t ake s o m e of t h e f i s h f r o m t h e p o n d a n d , in t u r n , m a k e a 
dea l w i t h t h e c u s t o m e r . The c o n t r a c t o r c a n t h e n sel l t h e f i s h t o 
o t h e r c l i e n t s s t a r t i n g a p o n d . Be s u r e t h e f i s h a re hea l t hy f i r s t , M c -
Cur l y w a r n s . 

Overa l l , hea l t hy f i s h c a n be a bene f i t t o t h e p o n d e c o s y s t e m , 
M c C u r l y says. They keep t h e w a t e r m o v i n g , w h i c h de te r s m o s q u i -
toes . A n d if m o s q u i t o la rvae e n d u p o n t h e s u r f a c e of t h e water , 
t h e f i s h w i l l eat t h e m . 

membrane and a filter system. With a 
four-man crew, they can dig a 10-foot 
hole in one-half day. It takes about 
five days to complete a project. 

Bell rents equipment as needed. 
One of the best tools is the 24-inch 
box dolly, he says, adding that he also 
has rented skid-steer loaders and exca-
vators for water feature installations. 
In 2005, he spent roughly $10,000 on 
rental equipment. He uses the equip-
ment for larger features that involve 
lifting a half-ton or heavier boulders. 
The customer picks up the cost when 
rentals are used on the job. It takes 
Bell s crew anywhere from one to four 
days to build a water garden. 

RETENTION SUGGESTIONS. 
While some waterscape contractors 
market directly to homeowners, oth-
ers get business from colleagues whose 
services stop short of ponds. "Some 
landscape contractors realize its not 
their forte and contract the work to 
someone who specializes in water-
scapes," Bell says. "About 15 percent 
of my business comes from other 
landscape contractors." 

No matter where they get the 
work, contractors should strive for 
less maintenance-prone issues and 
build for longevity, Szabados suggests. 
"Every pump failure is a callback for 
a company," he says, adding callbacks 
deplete profit because of the addition-
al labor cost required to fix problems. 

Other failures occur when a 
swimming pool pump has been 
installed, Holdeman says, adding 
they are not ideal for ponds because 
they are too expensive to be running 
around the clock, which is how long 
a pond pump should run. Holde-
man is sometimes called upon to fix 
jobs other waterscape contractors 
left behind, which include concrete 
ponds that aren't balanced and those 
that leave rocks rolling to the middle 
of the pond. "There are more bad 
ponds going around than good," he 
says, adding that the problem usually 
isn't the materials, but the way it was 
installed. Last year, half of Holdeman's 
business was rebuilds. 

And the installation or rebuild 
is just the start. "It's by no means 
the end of the relationship with the 
client," Holdeman says, pointing 
to pond maintenance as an add-on 
service opportunity. 

But for contractors not ready to 
offer maintenance or for clients who 
don't want it, providing customers 
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with basic pond care tips is crucial 
for a happy customer and long-last-
ing pond. To communicate with its 
clients, The Pond Gnome sends out a 
newsletter that addresses the chang-
ing seasons and pond care. "If you 
install water features you have got to 
stick with the client to make it work,'1 

Holdeman says. 
Give customers more informa-

tion than just the cost of labor and 
installing the equipment, Szabados 
agrees. "Customers feel a contrac-
tor should be able to give informa-
tion about the care of the water 
feature," he explains. "I've seen 
many cases where the contractor 
builds something only to have the 
customer call later and ask why 
the pond is filled with algae." 

In fact, before adding water 
features to their service menus, 
contractors need to "know a little 
background on pond biology 
and why certain things happen," 
Szabados advises. 

Contractors can even become cer-
tified waterscapers. No states require 
certification to install and maintain 
water features, but some waterscape 
product manufacturers offer courses 
and certification, Murray says. 

All in all, the ultimate formula for 
a successful waterscape contractor is 

m a i n t e n a n c e m a t t e r s 

Ch r i s t o p h e r Be l l , o w n e r o f A l l i a n c e L a n d a n d W a t e r s c a p e s in 
P r u n e d a l e , Ca l i f . , b u m p e d h i s p a r t - t i m e s e r v i c e t e c h n i c i a n 

p o s i t i o n u p t o a f u l l - t i m e j o b b e c a u s e o f a l l t h e b u s i n e s s h e g e t s 
in t h e m a i n t e n a n c e o f w a t e r f e a t u r e s . O n c e a p o n d is e s t a b l i s h e d , 
p o n d m a i n t e n a n c e c a n b r i n g a q u i c k p r o f i t a n d b e c o m e a s o l i d 
a d d - o n s e r v i c e . 

B e l l s e r v i c e s 9 0 0 w a t e r f e a t u r e s in t h e S a n F r a n c i s c o B a y a r e a 
a n d s a y s t h a t n u m b e r is g r o w i n g da i l y . H e is k n o w n a r o u n d t h e 
i n d u s t r y f o r h i s i n n o v a t i v e a p p r o a c h t o s e r v i c e , h e says . 

B e l l r e c o m m e n d s m a i n t e n a n c e t o w a t e r f e a t u r e s a n n u a l l y o r 
e v e r y s i x m o n t h s . T h e c o m p a n y s e t s u p r e g u l a r s e r v i c e v i s i t s t h a t 
c o s t c u s t o m e r s $ 7 5 p l u s s u p p l i e s . T h e a v e r a g e s e r v i c e a p p o i n t -
m e n t is 2 0 m i n u t e s , d u r i n g w h i c h t h e t e c h n i c i a n f o l l o w s a 2 5 - p o i n t 
c h e c k l i s t . T h e s e r v i c e t e c h n i c i a n a l s o p e r f o r m s a n n u a l f l u s h i n g s , 
w h i c h c o s t $ 4 0 0 t o $600 . 

S e r v i c e t e c h n i c i a n s a l s o c l e a n t h e b o t t o m s o f p o n d s f o r d e b r i s , 
s a y s A n d r e a s S z a b a d o s , N o r t h A m e r i c a n m a r k e t i n g m a n a g e r f o r 
O A S E , C o r o n a , C a l i f . H e r e c o m m e n d s t e c h n i c i a n s c a r r y m a i n t e -
n a n c e t o o l s , i n c l u d i n g s h e a r s , a w a t e r t e s t k i t , a m o d e r a t e c h e m i -
c a l r e g i m e n a n d a s q u e e g e e , t o c l e a n l ive a l g a e . 

K n o w l e d g e is e s s e n t i a l a s w e l l . " T h e b e s t t o o l is c o m m o n 
s e n s e , " S z a b a d o s says . " T h e m a i n c o n c e r n , a s i n a l l m a i n t e n a n c e , 
is t o m a i n t a i n t h e e c o s y s t e m . " 

'/3 background, !/3 installation and ]/3 
business savvy, Szabados says. 

PONDERING COST. To stay in the 
business of water feature installation, 
Holdeman recommends keeping 
profit margins up. "People price 
ponds too low," he explains. "People 

think $1,000 for a pond 
is enough but not if you 
want to be around for 
that customer in two 
years." With 50-per-
cent profit margins, 
Holdeman's jobs average 
$8,000 to $10,000 each. 

Similarly, Bells clients 
typically pay about 
$8,000 for a pond that 
takes one day to com-
plete. The price grows 
exponentially for each 
additional day of work. 
In 2004, he installed 90 
water features and the 
average cost was $6,580. 
Most of the jobs took 

one day each. Last year, 
his crew completed 55 water features, 
with the average job costing $12,500. 
While the jobs took longer to com-
plete, which decreased the number of 
ponds they were able to install, the 
sizes and prices of the ponds allowed 
Bell to bring in more money. 

Bell starts planning in March for 
jobs that run November through Feb-
ruary. He frequently has renovations 
scheduled during this time. During 
April through August, he's consistent-
ly booked up to six weeks in advance 
with new installations. 

When setting prices, contractors 
should not focus on competitors' 
prices. Instead, they should focus on 
making a profit, Szabados says. 

And getting your feet wet with 
smaller jobs at first is best, Holdeman 
advises. "Don't feel like you've got to 
handle a $25,000 job right out of the 
gate," he says. "Those can put you out 
of business." 

The most important key to a 
booming business is continued cus-
tomer service and education, Holde-
man says. "If you want good word of 
mouth, you've got to stick with people 
after the pond is installed." ll 

w w w . l a w n a n d l a n d s c a p e . 

C h e c k o u t t h e M a y issue o n l i n e f o r m o r e 
p h o t o s o f w a t e r f e a t u r e des igns . 

http://www.lawnandlandscape


Purely beaiiiitul falls. . . 
for beaut i fu l ly pure water . 
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E n g i n e e r e d f o r 
L a s t i n g I m p r e s s i o n s 

M a d e by Little Giant® 
for better pond f i l t rat ion. 

L i t t l e G i a n t ' s W a t e r M a r k " s k i m m e r s a n d b i o l o g i c a l 
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W a t e r M a r k b i o l o g i c a l w a t e r f a l l f i l t e r s f e a t u r e p a t e n t - p e n d i n g B i o V o r t ~ 
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y o u r nex t w a t e r g a r d e n i n s t a l l a t i o n o r u p g r a d e t o ach ieve b e t t e r r esu l t s w i t h less w o r k . 

C a l l 8 8 8 - 2 7 1 - 1 3 6 8 o r v i s i t www.watermarksolutions.ws f o r m o r e i n f o r m a t i o n . 

http://www.watermarksolutions.ws


e p a r a t e I r e e s 
F r o m Tur f 

As you reflect on the composition of your customers' landscapes, are 

there trees growing right in the middle of the lawns? Do you swear 

under your breath every time you mow, having to trim around them 

and practice some fancy footwork trying to maneuver the mower 

around the trunks? If so, perhaps its time to sell landscape renova-

tion, focusing on separating the grass from the other plants. If you 

are working with a client on a property with little or no landscaping, 

you can avoid this maintenance nightmare by simply thinking of turf 

as a part of the landscape unto itself. It should be uninterrupted by "stuff" in the middle. 

b y j o h n f e c h 



MOVING HEAVEN AND EARTH. 
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In the beginning there was the SK500, the original workhorse that launched the 
Ditch Witch'compact utility line. This family of highly versatile, extraordinarily reliable 
machines now includes a complete range of mini skid steers, mini excavators, and the 
revolutionary Ditch Witch XT850 excavator-tool carrier. Limited space is no match for 
the unlimited imagination of Ditch Witch engineering. For more information about our 
full line of equipment, call 1-800-654-648.1 or visit www.ditchwitch.com. 

GROUNDBREAKING™ EQUIPMENT FROM THE COMPANY THAT LAUNCHED THE INDUSTRY: COMPACT UTILITY | TRENCHERS | HDD | ELECTRONICS 

USE READER SERVICE # 108 

[I] Ditch Witch 
GROUNDBREAKING 
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FIRST THING S FIRST Initially, do 
site analyses on your clients' proper-
ties to determine if there are tree-turf 
conflicts. Walk the property making 
notes about the locations of spe-
cific plants and hardscape elements, 
documenting the condition of the 
plants. For example, during the first 
pass through the landscape, simply 
jot down that the front yard contains 
a driveway and a light post, as well as 
a large silver maple, four lilacs and a 
taxus hedge growing amongst the turf, 
and the side and backyard landscape 
spaces are similar, but with a differ-
ent mix of woody plants, all of which 
seem to be struggling. 

After you've inventoried the loca-
tions and conditions of the landscape 
elements, make marginal notes about 
your initial diagnosis for the cause of 
each of these problematic areas. In the 
front yard situation above, the lilacs 
and maple create heavy shade, creat-
ing an unsuitable growing environ-
ment for the turf. The root competi-

tion from the trees and shrubs 
further reduce the vigor of the 
lawn grasses. Further analysis 
reveals that some turf areas are 
infected with powdery mildew, 
facilitated by the shady condi-
tions. Realize that if the trees and 
turf were separated, the mildew 
would be less severe or nonex-
istent. Once you're finished, 
charge the customer an hourly 
rate for the site analysis. 

CONVINCING THE CLIENT. 
There are three basic points of 
rationale to communicate to 
your customer when it comes to 
separating trees from turf. 

1. Turf and ornamentals have 
different growing requirements. 
Lawns require much more fertilizer 
and water than flowers, trees, shrubs 
and groundcovers - generally about 
twice as much. Ornamental plants 
require much less mowing than the 
lawn does. Growing them together 

H e r e , t h e f l o w e r s a n d t r e e s a r e g r o u p e d f o r t h e i r 

c o l l e c t i v e b e a u t y a n d g r o w i n g r e q u i r e m e n t s , a n d a r e 

s e p a r a t e d f r o m t h e t u r f , w h i c h h a s d i f f e r e n t n e e d s . 

compromises one set of plants for the 
other. If you fertilize and water the 
lawn at an appropriate level of input, 
the ornamentals growing among the 
grass plants will receive the same 
input, leading to their demise. 

2. When turf and ornamentals are 

r - ^ X I 
t x c w s w t / 
V f t A * ' 

y ^ A i s t A K N ^ 

SKID SPRAYERS • COMPLETE TRUCK SYSTEMS • PARTS & ACCESSORIES 
•Sa les N a t i o n w i d e 

• Q u i c k de l ivery , m a n y models in stock 

• I nnova t i ve solut ions specif ic to y o u r needs 

• Q u a l i t y backed b y a t w o yea r w a r r a n t y * 
'Our goal is to provide you with the best possible solution for your spraying equipment needs. 

We understand that you make your living with the products and service that we provide you 

and we are committed to your total satisfaction. 

SPRAYING 
EQUIPMENT 

Call For Our Color Catalog and Parts Specials 
800.706.9530 • 585.768.7035 • FAX 585.768.4771 

e-mail: Sales@GregsonClark.com • vsrww.gregsonclark.com 

USE READER SERVICE # 109 
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separated, a powerful landscape 
technique is utilized, providing 
a solid mass of each component. 
Called mass/void, the flowers, 
shrubs, groundcovers and trees 
become the mass, or collective 
beauty, while the lawn is the 
void, as it takes on the appear-
ance of a big expanse of green 
with the same color, texture 
and growing height. This 
combination is quite attractive. 

—| In most situations, the void 
serves as visual relief, focusing 

—' the customers attention on the 
ornamentals. 

3. Maintenance becomes 
easier. Its easier to mow the 
lawn without having to trim 
around trees and shrubs. Its 

easier on the trees and shrubs, as the 
mower tends to run into them less 
frequently. Its much easier to mulch 
around shrubs and flowers and to 
water them with drip irrigation when 
mass/void is utilized. Point out these 

efficiencies as you pitch the idea of a 
landscape renovation. 

ALTERNATIVE PLANTS UNDER 
TREES. Once the customer realizes 
the need to renovate for separation, 
present them with three choices: 

1. Keep the trees and install 
adapted plants under their canopy. 

2. Keep the lawn; remove the trees. 
3. Both; retain masses of turf next 

to groupings of ornamental plants. 
If the preferred choice is "keep the 

trees," or "both," draw up a sketch to 
incorporate some alternative plants 
which are adapted to the level of 
shade and root competition that the 
woody plants create in the landscape. 

WATER ZONES. Create zones of 
plants with like water needs. To do 
this, review plants' maintenance and 
sunlight demands. Each zone should 
be designed to be watered and fertil-
ized differently from each other. Just 
as the separation of turf and ornamen-

tals is wise, so is the further separa-
tion of ornamentals, i.e. shade-loving 
groundcovers should be separated 
from drought-tolerant wildflowers. 

Once the zones are in place, 
choose the best irrigation equipment 
for each. For instance, using turf 
irrigation heads for rose beds or wild-
flower areas can lead to failure of the 
installation. In general, drip systems 
work well for shrubs and medium and 
tall perennials, while fixed spray heads 
tend to work best for short perennials 
and groundcovers. After the landscape 
has been installed, run the system sev-
eral times to observe its performance. 
Make adjustments as necessary. 

All in all, separating turf and or-
namentals is a concept that will make 
a big improvement in the health and 
vigor of your customers' landscapes.tL 

The author is a horticulturist and 
certified arborist at the University of 
Nebraska, Lincoln, Neb., and can be 
reached at jfech@unlnotes.unl.edu. 

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

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

Fertilizers - Our proprietary Nutrijecf formulations 
Bactericides - Oxytetracycline antibiotic 

Herbicide - Dicamba 
Deflowering Agent- Snipper® 

Tree Tech® 
microinjection systems 

950 SE 215th Ave. 
Morriston, FL 32668 
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e-mail: info@treetech.net 

Tree Tech" Environmentally Sound Iree Health (ore (or Hie ?lst century and beyond 

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

USE READER SERVICE # 110 

mailto:jfech@unlnotes.unl.edu
mailto:info@treetech.net
http://www.treetech.net


A d v a n c e m e n t s 

in m o w e r e n g i n e 

t e c h n o l o g y a s s u r e 

t h e r e a r e p l e n t y o f 

o p t i o n s f o r e v e r y 

a p p l i c a t i o n . 

Engine-uity 
Equipment in the lawn care industry has come a long way. "It used to be that a 

guy would buy mowers, and to an extent, that would be his lawn care business," 
says Bruce Farrar, manager of off-highway communications at Cummins, Co-
lumbus, Indiana. "Now landscape contractors are buying skid-steer loaders and 
other equipment, so the field is getting more diverse." 

Even the mower industry is getting more diverse. And to fit the different types of mowers 
and the operators expectations of the equipment, engines are becoming more diverse and 
advanced. 

iu 

f 
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MORE PROFESSIONALS DEMAND KOHLER POWER 

THIS IS WHY: 
EXCLUSIVE Closed Loop EFI. Au tomot i ve - insp i red 
technology. The most precise fuel mix across the entire 
rpm range. Instantaneous adjustments to changing load. 
Incredible power and response. An astounding 25% fuel 
savings. KOHLER. Command PRO* engines. Inside and out, 

they ' re a l l -pro. Call us at 1 - 8 0 0 - 5 4 4 - 2 4 4 4 , ext. LL8, 
or see your KOHLER dealer. 

- R O U T E O I L S E N T R Y L E A C 
A I R C L E A N E R B R A C K E T 

O I L S E N T R Y 
2 5 0 9 9 2 < 

- O X Y G E N S E N 
A T T A C H T O 
W I R E T I E 12 

176 1 9 ) T O 
5 4 5 4 0 3 1 

AS S H O W N . 

W h e t h e r it's eng ines , p l u m b i n g p r o d u c t s o r w o r l d - c l a s s resor ts , Koh le r se t s t h e m o s t d e m a n d i n g E D 
s t a n d a r d s f o r d e s i g n , e n g i n e e r i n g a n d i n n o v a t i o n . F o r t h e m o s t d e m a n d i n g p r o f e s s i o n a l s . I S S k ^ i n L E I v ® 

© 2 0 0 5 by Koher Co.. KohlerEngines.com 



s p o t l i g h t o n e n g i n e s 

MORE HORSEPOWER. Power in 
mower engines now reaches 33 to 36 
horsepower, says Cam Litt, product 
manager of twin cylinder engines for 
Kohler, Kohler, Wis. When riding 
mowers became common among 
contractors about 20 years ago, the 
typical engine had 12 to 14 horse-
power, Litt says, adding that the high 
end of horsepower has gradually 
increased since then. Engines are still 
made as low as 14 horsepower, adds 
Ron Weber, product manager of com-
mercial engines at Briggs & Stratton, 
Milwaukee, Wis., but many of todays 
mowers demand more power. 

The increasing mower deck is 
one advancement driving the rise in 
horsepower, Litt says. "Cutters are 
running bigger decks, so they need 
more power to run them." Higher 
horsepower also aids in the powering 
of mowers with attachments, he adds. 

Power boosts productivity, which 
is important to landscape contractors 
and manufacturers alike, Weber adds. 
"Outdoor equipment manufactur-
ers are telling us that with the cost 
of the machines, they need to cut as 

FUEL UR Engine companies may tout 
the newest technology on their prod-
ucts, but sometimes all that is lost on 
the end user. "From the operators 
point of view, with smaller equipment 
like mowers the concern is whether 
they'll be able to get through the work 
day on a tank of fuel," Farrar says. As 
a result, engine makers take that into 
account when they consider fuel-ef-
ficient engine designs. 

Higher fuel efficiency is achieved 
by changing an engine's configuration, 
Weber says. Internally, steps are taken 
to reduce friction. And, externally, 
letting the engine breathe as much as 
possible helps save fuel. "All outdoor 
equipment manufacturers expect us 
to have a smoother running engine," 
he says. "It allows them to run more 
efficiently." 

Another potential fuel saver is elec-
tronic fuel injection (EFI), Litt says. 
The feature eliminates the engine's 
carburetor because fuel is injected 
right into the cylinder. Engines with 
EFI cost about $1,000 more than 
engines without the feature, but this 
can save the contractor $400 to $500 

The landscape contractor needs the product to run when he 

needs it to run. At the end of the day, what people really look 

for is low initial cost, low maintenance and high reliability/' 

- Bruce Farrar 

much grass as possible in the short-
est amount of time to maximize the 
investment," he says. 

And horsepower should not be 
judged by the package in which it's 
contained, Farrar says. Some engines 
have increased horsepower without 
increasing in size, giving the contrac-
tor a mower with more power that 
isn't bigger or heavier. Because of the 
smaller engine the manufacturer may 
have room to include noise or vibra-
tion control in the mower, Farrar adds. 

Other engines that up the power 
quotient include the twin-cylinder va-
riety, which are common in mowers. 
Those who want more power gener-
ally opt for twin-cylinder engines 
because they have the capability for 
more horsepower than single-cylinder 
engines, Litt says. 

in fuel per engine in one season over a 
carbureted engine, Litt says. 

"Contractors who have a fleet of 
equipment with EFI see the biggest 
benefit at the gas station," Litt says. 
"If a small operator has only one unit, 
there will still be a gas savings but he's 
not going to notice it as much." 

Another advantage of EFI is that 
the engine is easier to start in all 
weather conditions and offers more 
powerful acceleration, Litt says. 
"Once you step on the throttle, you 
get a faster response," he says, adding 
that starting an EFI engine is similar 
to starting a car in the sense that there 
is no learning curve. "With a non-EFI 
engine, you have to choke the engine 
and move the throttle a certain way," 
he says. "Here you can get on, start it 
up and drive away like a car." 

The type of fuel an engine uses can 
also save contractors money. Gaso-
line and diesel engines burn fuel in 
different ways - the main difference 
being the fuel, Litt says. Gas engines 
are convenient to some contractors 
because the fuel is readily available. 
But some operators like diesel engines 
because they have several in their 
fleets, making it convenient to fill 
them all at once, Litt points out. Die-
sel engines can be more efficient, but 
the fuel is more expensive, he adds. 

LIQUID/AIR DEBATE. Most engines 
used in the landscape industry are 
air-cooled, Weber says. But these 
aren't the only option. Liquid-cooled 
engines, which are more common 
in large construction equipment, are 
sometimes found in smaller machines, 
such as mowers. 

Liquid-cooled engines are per-
ceived to be quieter and have a longer 
life, Litt says, adding they can retail 
at $300 to $500 more than air-cooled 
engines. Another benefit of liquid-
cooled engines is that the technology 
can allow a quieter engine than some 

air-cooled models. 
There are tradeoffs, 

though, Litt says. Liq-
uid-cooled engines have 
more parts than their 
air-cooled counterparts, 
including a radiator, 
fans and belts, which 
means they require 
more maintenance. 

The most ideal 
engine for a mower 

is determined by the application, 
Weber says, adding that liquid-cooled 
engines are often preferred by contrac-
tors in warm, southern states because 
they are thought to cool better and 
last longer than air-cooled motors. 

But the life of the engine depends 
on the operator, Litt says. "If you 
take care of any engine, you will get a 
decent life out of it - no matter which 
one you use." 

Ultimately, the operator only 
thinks about whether the engine is go-
ing to be reliable and up to the task, 
Farrar adds. "They need the product 
to run when they need it to run," he 
says, adding that the operator wants 
a low total cost of ownership. "At the 
end of the day, what people really 
look for is low initial cost, low main-
tenance cost and high reliability.' LL 
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A variety of engines provide solutions for every application. 

c o m p i l e d by h e a t h e r w o o d 

Briggs & St ra t ton Vanguard ^ 
V-Twin Big Block Engines 

• Two vertical-shaft models available: 
895 cc and 993 cc 

• Feature an advanced debris management 
system incorporated into the air-cooling system 

• Steel-backed aluminum bearings increase 
load capacity and reduce engine noise 

• Intake and exhaust system and large-volume 
muffler are designed to reduce noise 

• Lightweight a luminum block increases 
power-to-weight ratio 

• Include a centrifugal, mult istage industrial 
air cleaner 

• Briggs & Stratton Commercial Power - 414/259-5333, 
www.commercia lpower.com 

Circle 2 0 0 on reader service card 

Cummins A Series Engines 

• Five models available for tractors, turf equipment, 
power units and compact construction equipment 

• Ratings range from 31 to 60 horsepower with up 
to 135 pounds per feet of torque 

• Feature low-noise, integrated and cold-start 
capability down to -22 degrees Fahrenheit 

• Include the ability to extract power from the front 
or rear hydraulic locations, in addition to the 
f lywheel and the front crankshaft 

• Cummins - 414/259-5333, www.cummins.com 
Circle 201 on reader service card 
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Look around this beautiful country we call America 
Chances are for every square foot that has been 
traveled, tilled, transported or mowed, there's 
been a Carlisle tire close by. 

For lawn and garden alone we manufacture hundreds 
of product options so there's a solution for every 
situation. Take your pick, smooth tread to big biters, 
tires and wheels are our business. 

/ 

Special Tires for Special Purposes 
ZA RU5LE 

Tire & Wheel Company 
USE READER SERVICE # 113 23 Windham Boulevard I Aiken SC 29805 11.800.827.1001 I www.carlisletire.com 

http://www.carlisletire.com


o n eng ines 

Honda GX35 Engines ^ 

• Replaces GX31 as Honda's most 
powerfu l engine for handheld 
appl icat ions 

• Consists of a 4-stroke 
handheld engine 

• Avai lable in 35.8 cc 
• Includes o i l - immersed t iming 

belt and overhead cam architecture 
• Honda Power Equipment 

- 8 0 0 / 4 2 6 - 7 7 0 1 , 
www.honda.com 

Circle 202 on reader service card 

Kohler Command 
Pro Line Engines 

• Air-cooled, 747-cc overhead 
valve engine 

• Features a twin-cyl inder and 30 hp 
• Includes a new high-f low fan 

des igned to keep oil 
temperatures cool 

• Heavy-duty air c leaners come 
standard 

• K o h l e r - 8 0 0 / 5 4 4 - 2 4 4 4 , 
www.koh lereng ines.com 

Circle 2 0 3 on reader service card 

In ternat ional VT 365 Engine 

• Diesel 4-cycle engine des igned to maximize cost eff iciency 
• Rat ings range f rom 175 to 230 horsepower 
• Pulls 460 to 620 pounds per feet of torque 
• Total engine weight is 1,062 pounds 
• International Truck and Engine - 800/448-7825, 

www.internat ionaldel ivers.com 
Circle 204 on reader service card 

v % 

Subaru Robin M i n i Four-Cycle Engines 

• Include the EH035 and EH035V mini four-cycle overhead 
valve engines 

• Ideal power source for handheld equipment 
• Feature compact oil tank and crankcase-based design 
• Weigh 8 pounds each 
• Provide max imum power output of 1.6 horsepower 
• Subaru Robin - 800/277-6246, www.subarupower .com 
Circle 205 on reader service card 

http://www.honda.com
http://www.kohlerengines.com
http://www.internationaldelivers.com
http://www.subarupower.com


u H E u H E u S E E u 

ISUZU 
TRUCK 

stlCM * *1 

COMMERCIAL TRUCK CENTER ^ ^ ^ J 

OVER 200 TRUCKS IN STOCK 
WE SHIP ANYWHERE! 

Ask Us About Our Used Trutk Inventory 

2 0 0 6 ISUZU NPR 
Auto, A / C , 6.OL 3 0 0 h p . 
Pwr W i n d o w s & Locks 
16ft Landscape Body 

MO 
4 8 M O N T H S 

2006 ISUZU NPR Diesel 
Auto , A / C , 14ft Doveta i l 

MO 
4 8 M O N T H S 

2006 ISUZU NPR DIESEL 
Auto , A / C , 16ft Landscape Body 

MO 
4 8 M O N T H S 

2 0 0 6 ISUZU NPR 
CREW CAB DIESEL 
Auto , 16f t Landscape Body $35,766 

2006 ISUZU NPR GAS 
Auto , A / C , A M / F M Cass. 
14ft Dovetai l $28,956 

1-800-543-5109 OR 770-496-1000 
FAX: 770-270-6774 

emai l : T K P i s c i o t t a 4 @ a o l . c o m 
www.ke l ley t rucks .com 

"Call our Parts Department for Overnight Nationwide Shipping" 
u H E u u u 

C 

mailto:TKPisciotta4@aol.com
http://www.kelleytrucks.com
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Bright Ideas 
Don't be left in the dark when it comes to landscape lighting. 

c o m p i l e d by h e a t h e r w o o d 

Allscape Scanlite L ight ing ^ 

• Constructed from spun and cast a luminum 
• Low-glare outdoor area lighting at 

pedestr ian levels 
• For building facades, entryways and 

landscaping 
• Evenly distributed energy-eff icient 

reflected light 
• Vertical cylindrical light head with various 

decorative top shade and louver designs 
• A l l s cape -714 /668 -3660 , 

www.all l ighting.com 
Circle 206 on reader service card 

Kichler Garden Col lect ions ^ 
Landscape L ight ing 

• Coordinates landscape lighting fixtures into families of 
original designs 

• Includes six collections: Ainslely Square, Oak Trail, 
Vintage Park, St. Croix, Gate House and Zen Garden 

• Each features a 12-volt, lit centerpiece accessory 
• Made to withstand harsh weather 
• Kichler Lighting - 800/659-9000, 

www.kichler.com 
Circle 207 on reader service card 

http://www.alllighting.com
http://www.kichler.com
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Nightscenes Brass Fixtures 

• Sol id cast brass ^ 
• Includes the Palmliter and Venice designs 
• Includes 48 inches of direct burial cable 
• Low-vol tage t ransformers, f rom 150 to 900 watts, 

are avai lable in black or stainless steel and include 
automat ic t imers and photocel ls 

• Nightscenes - 813/854-3703, 
www.nightscenesl ight ing.com 

Circle 208 on reader service card 

• K 4 J 

Nite Tyme I l luminat ions Island L ight ing ^ 

• Designed to stand up to the harshest env i ronments 
• Features brass, bronze and copper f ixtures 
• Includes stainless steel t ransformers 
• Pathway, in-ground, direct ional and deck l ighting avai lable 
• Nite Tyme I l luminations - 513/242-8963, 

www.is landl ight ing.net 
Circle 209 on reader service card 

Kalas Landscape L ight ing Cable 

• Consists of a two-conductor black cable 
• Constructed of annealed bare copper wire 

insulated with high quali ty polyvinyl chlor ide 
• Conductors are laid parallel and one leg has 

raised r idges to identify polarity 
• Avai lable in several put-ups 
• Carr ies a 150-volt rating 
• UL listed product suitable for direct burial in 

low vol tage landscape l ighting appl icat ions 
• K a l a s - 7 1 7 / 3 3 6 - 3 0 4 8 , 

www.ka laswi re .com 
Circle 2 1 0 on reader service card 

http://www.nightsceneslighting.com
http://www.islandlighting.net
http://www.kalaswire.com


STOP PAYING SHIPPING CHARGES — WE SHIP FOR FREE 
BUY FROM THE CONTRACTOR'S #1 CHOICE FOR QUALITY FIXTURES 

M o d e l # D A 4 0 0 

Only $10ea 

M o d e l # LV41 

O n l y $30ea 

M o d e l # LV323 
Underwater Fixture 
Up t o 5 0 w MR-16 

Only $ 3 0 e a 

Lamps & Sp ikes 
Included 

NO SALES TAX OUTSIDE o f CALIFORNIA 

Free S h i p p i n g on 
Orders over $ 7 5 0 . 
( C o n t i n e n t a l U S O n l y ) 

M o d e l # D B 5 0 1 

Only $ 2 0 e a 

M o d e l # LV45 

Only S 3 0 e a 

M o d e l # LV30 

O n l y $>30ea 
M o d e l # IG115 

Only $ l 6 e a 

M o d e l # LV215 

Only $ 3 0 e a 

Multi-tap Transformers 
12v, 13v, 14 v, 15v O u t p u t 
Stainless Steel Housing 
10 year Warranty 

M o d e l # PR0300 - 3 0 0 w 

Only $ 2 0 0 e a 
M o d e l # PR0600 - 6 0 0 w 

Only $ 2 5 0 e a 
M o d e l # PR0900 - 9 0 0 w 

Only $ 3 0 0 e a 

M o d e l # LV214 

Only S 1 8 e a 

FACTORY DIRECT 

Single-Tap Transformers 
M o d e l # 
C - 3 0 0 - 300W $ 5 9 e a 
C - 5 0 0 - 500W $ 6 9 e a 
C - 7 5 0 - 750W $ 8 9 e a 

TOLL FREE (888)544-4880 
(818)782-4853 FAX 

WWW.FDLIGHT.COM 
PRICES SUBJECT TO CHANGE WITHOUT NOTICE. 

I lours 
M - F 1 0 a - 6 p P T 

We accept 
Visa, MC, A m e x 

http://WWW.FDLIGHT.COM


Vista M o d e l 3216 Upl ight 

• Features ultra-wide aperture shroud 
• Designed to maximize super- f lood MR-16 lamps 
• Al lows the total spread of the lamp light to f low uniformly a long the 

inner wal ls of the shroud for more uni form i l lumination 
• Al lows up to 360 degrees of rotational adjustment 
• Includes 10-year warranty against corrosion 
I» Vista Professional Outdoor Products - 800/766-8478, 

www.v is tapro.com 
Circle 211 on reader service card 

Touchstone H2 LED Solar Powered Light 

• Automat ical ly turns on at dusk 
• Lights eight to12 hours when fully charged 
• Includes non-replaceable battery 
• Said to be durable and weather resistant 
• Touchs tone Accent Lighting - 888/475-2112, 

www.touchstonel ights .com 
Circle 212 on reader service card 

Lit t le Giant Wa te rMark UV L ight ing 

• Designed to promote clean, clear water for a healthier aquat ic 
env i ronment in a water garden or koi pond 

• Ultraviolet light waves filter water by destroying harmful 
bacteria, d isease-causing pathogens and other contaminates 

• Said to be easy to install 
• Light-dr iven fi ltration systems also have a safety feature to 

prevent UV-C radiation exposure 
• WaterMark - 405/947-2511, 

www.watermarksolu t ions.ws 
Circle 213 on reader service card 

http://www.vistapro.com
http://www.touchstonelights.com
http://www.watermarksolutions.ws
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A\ ^m Warm-Weather 
^Aàr* W e e d s 

S p u r g e , k n o t w e e d a n d c l o v e r a r e n o m a t c h fo r t h e 
p o w e r of n e w Surge® B r o a d l e a f H e r b i c i d e For Tur f . 
E n e r g i z e d w i th su l f en t razone , S u r g e h a s t h e p o w e r 
a n d s p e e d t o k n o c k o u t t o u g h b r o a d l e a f w e e d s 
f as t . A n d it e v e n s u p p r e s s e s y e l l o w n u t s e d g e ! 
Visual results in 48 hours - n o w t h a t h a s a 
p o w e r f u l e f f ec t o n c a l l - b a c k s . 

Your c u s t o m e r s wi l l b e p l e a s e d w i t h t h e s p e e d a n d 
p e r f o r m a n c e . You ' l l b e p l e a s e d w i t h t h e e c o n o m y 
of S u r g e ' s w a t e r - b a s e d a m i n e f o r m u l a t i o n ! 

Put the power of Surge to work 
for your business this year! 
J Energized with Sulfentrazone 

f Warm Weather Weed Control 

f Reduces Call-Backs 

f Rain-Fast in Just 6 Hours 

f Designed for Residential 
and Commercial Turf 

f Low Odor 

[ ¿ i l / l H j J 

r T T ^ W T T i y z T T T / T T T T y f A i w T j 



ArborSystems Mas t i f f PGR 

• Des igned to manage tree growth, improve 
tree health and boost stress to lerance 

• Said to condense shoot e longat ion and 
st imulate root deve lopment 

• Single appl icat ion said to reduce growth 
40 to 70 percent over three years 

• Ideal for t rees planted too close together, 
a long s idewalks or under utility l ines 

• ArborSys tems - 800/698-4641, 
www.arborsys tems.com 

Circle 2 1 4 on reader service card 

Caterpi l lar E-Series 4 2 0 E 
Backhoe Loader 

• Equipped with 89 net horsepower 
• Features backhoe digging depth of 14 feet, 

4 inches when equipped with a standard stick 
• New cab with curved glass and contoured fenders 
• Redes igned operator stat ion said to maximize comfort 
• Caterpi l lar - www.cat .com 
Circle 215 on reader service card 

Choice Products Dual-Flo Nozzle 

• Patented internal valve and two-out let design al lows 
user to control both water pressure and vo lume 
by turning the knob 

• Per forms mult iple tasks when connected to 
sprinklers, spray bottles, wands and other at tachments 

• Spray patterns range f rom gent le shower for water ing 
seedl ings to a jet s t ream for c leaning vehicles 

• Made f rom die-cast a luminum 
• Choice Products - 270/554-8500, 

www.choiceproducts inc.com 
Circle 216 on reader service card 

Dr. T's Nature Products Patent 

• Patent gives exclusive rights to Dr. T's 
to incorporate an act ive ingredient into a 
solid matrix for any granular mole 
repellent 

• Solid matrix includes granular clay, 
sawdust , grass pellets, wood chips or 
similar compound 

• Said to be rainfast, odor less and 
formulated for easy appl icat ion 

• Dr. T's Nature Products - 800/299-6288, 
www.repel l .com 

Circle 217 on reader service card 

• 
Easy Gardener Embossed 
WeedBlock Landscape Fabric 

• Said to reduce weed growth 
• Evenly spaced emboss ings designed 

to help landscapers plant evenly 
• Features patented Microfunnels 

designed to direct water, nutrients and 
air into the soil whi le blocking sunlight 
and prevent ing weed germinat ion 

• Avai lable in ready-to-sel l rolls of 
varying widths and lengths 

• Easy Gardener - 800/327-9462, 
www.easygardener .com 

Circle 218 on reader service card 

http://www.arborsystems.com
http://www.cat.com
http://www.choiceproductsinc.com
http://www.repell.com
http://www.easygardener.com


This Month, win EARTHSCAPES Landscape Design Software 
With EARTHSCAPES Landscape Design Software, valued at $ 1 , 0 9 5 ° ° , you can 
create a complete, high quality landscape design in less time than it used to 
take to draw a hard-to-read site-plan by hand. 

y visual impact imaging 

EARTHSCAPES ^ 
Landscape Design Software 

Redefine professionalism in your market! 

• High Resolution Imaging • Remove Old Landscape 

• Easy to Use • Paint On Textures 

• 12,000 Image Library • Night Lighting 

• Use GPS Mobile Mapper • Irrigation design 
with Site-Plan Designer 

Valued at $1,09500! 

Y visual impact imaging 
3533 W. Ba th Road 
A k r o n , O h i o 44333 

w w w. v isual i mpact i magi ng .com 

I L i / necon 
: D h j ; N e w s W i n Pr°dUC,$ QUeStlOHS? 
• Archived Magazine Articles Call 800 /456 -0707 
• Message Boards 
• Sign lip lor Your Personalized My Lawn&Landscape Account 



Echo 2006 Master 
Products Cata log 

• Includes detai led information on Echo's 
product line including chain saws, string 
t r immers, b lowers and hedge cl ippers 

• Features new addi t ions including two top 
handle chain saws and two str ing t r immers 

• Products can be purchased at more than 
8,000 dealer locat ions throughout the 
United States and Canada 

• Dealer network is a resource for matching 
equ ipment choice to appl icat ion 

• E C H O - 800/432-3246, 
www.echo-usa.com 

Circle 2 1 9 on reader service card 

Espoma Bio-Tone ^ 
Natura l Plant Food 

• Provides a blend of beneficial 
bacteria combined with an 
al l-natural organic plant food 

• Addi t ional product offers same 
blend with Ecto and Endo Mycorrh izae fungi added 

• Said to improve soil qual i ty 
• Avai lable in a weatherproof , 25-pound plastic bag 

with handles and bi l ingual direct ions 
• Espoma - 800/634-0603, 

www.espoma.com 
Circle 2 2 0 on reader service card 

First Products Aera-vator 

• Vibrat ing act ion designed to loosen soil wi thout 
tearing establ ished turf 

• "Patented" swing hitch al lows turns 
• Ideal for spot aerat ion in high traffic areas 
• Seeder at tachment opt ional 
• Leaves behind no cores 
• First Products - 800/363-8780, 

www. 1 stproducts.com 
Circle 222 on reader service card A 

Hunter ACC Decoder 
Contro l ler 

• Separate model within Hunter 's 
new A C C modular control ler fami ly 

• Includes two-way decoder line communicat ion 
• Includes 99-stat ion capaci ty 
• Can be equipped with integral 

grounding to protect the system 
f rom power surges or l ightning str ikes 

• H u n t e r - 9 1 9 / 4 6 7 - 7 1 0 0 , 
www.hunter industr ies.com 

Circle 221 on reader service card 

Heil Yardbird L igh t -Duty Dump Body 

• Features new handles for the sides that al low 
operators to close and latch them in a single motion 

• Powered by a 5- inch cyl inder for lift and 
payload del ivery 

• Body includes a heavy-duty platform hinge and 
quick-release upper tai lgate pins 

• Electric and PTO drive avai lable 
• Sizes range f rom 2 to 41/2 cubic yards and 

lengths f rom 8 to 12 feet 
• Heil Environmental Truck Equipment Group 

- 800/255-4345, 
www.durac lass.com 

Circle 223 on reader service card 

http://www.echo-usa.com
http://www.espoma.com
http://www.hunterindustries.com
http://www.duraclass.com


Lawn & Landscape Media Group Presents 

What Will You Learnt 
• Add-On Service Opportunities 
• S t r a t e g i e s F o r S u c c e s s f u l Weed 

S e m i n a r S c h e d u l e 

August 10, 2006 
Orlando, Florida 

September 14, 2006 
Atlanta, Georgia 

September 28, 2006 
Indianapolis 

October 12, 2006 
Washington, DC 

October 19, 2006 
Northern New Jersey 

November 16, 2006 
Dallas, Texas 

Sponsor Partners 

Gold Level 

¿ X r Ì B a > ' e r 
g J Environmental Science 

Bronze Level 

ADVAN 
p J p b i / G Q R d o n 

1 1 3 1 c o R p o R a f a o n 
An Employee-Owned Company 

Call A Lawn & Landscape Event Representative At 
800/456-0707 or go to www.lawncareseminars.com 

http://www.lawncareseminars.com


Husqvarna NASCAR Chain Saw 

• Features an 18-inch bar with the NASCAR logo 
imprinted in full color 

• Packaged in a col lector 's edit ion carton and includes 
a N A S C A R authent icat ion numbered hologram on 
the power head 

• Powered by a 3.2-horsepower engine 
• Includes Husqvarna's LowVib vibrat ion 

dampen ing system 
• Husqvarna - 800/487-5962, 

www.husqvarna.com 
Circle 2 2 4 on reader service card 

I r r i t rol Smart Dial 24 

• Features a stat ion count of 24 
• Automat ical ly adjusts to water ing 

schedules based on daily weather 
patterns and local évapotranspirat ion levels 

• Designed to save water and minimize 
irrigation runoff 

• Uses ET Everywhere Data Service to get 
real-t ime information f rom 14,000 weather 
stat ions and satell i tes 

• Irritrol - 800/883-1234, www.irr i t rol .com 
Circle 225 on reader service card 

P A R T S 
E X P R E S S M O W E R P A R T S . C O M 

7658 Philips Highway, Suite 700 
Jacksonville, FL 32256 

Serving the Commercial Landscaper 
Unbeatable Prices and Availability 

On the Parts You Use Every Day! 
18" standard lift blade 

f 18" mulching blade 

*6-pack discount price 

Free freight on orders over $100 
Order by 4:00 pm eastern for same day shipping 

Huge on-hand inventory 
Nationwide shipping • Next day delivery to all of Florida 

To place an order or request our new catalog: 

Toll Free: 866-516-6937 
Order Online: 

www.expressmowerparts.com 

Before Rid O'Rust After Rid O' Rust 

Get them off and keep them off with professional 
irrigation treatment systems featuring 

Call for an information package, including a 
FREE product sample: 

1-800-347-7487 
www.ridorust.com 

www.americanhydro.com 
e-mail: info@americanhydro.com 

St. Petersburg, FL 

USE READER SERVICE # 118 USE READER SERVICE # 119 

http://www.husqvarna.com
http://www.irritrol.com
http://www.expressmowerparts.com
http://www.ridorust.com
http://www.americanhydro.com
mailto:info@americanhydro.com


John Deere 7 - l r on II Deck ^ 

• Of fers an inc reased b lade tip speed 
(more than 18,000 feet per minute) 

• Features sp ind le pocket re in fo rcements 

a n d doub le cap tu red ant i -sca lp whee ls 

• Ava i lab le on all 2006 commerc ia l m o w i n g 
mode ls except the F687 Front Z-Trak m o w e r 

• Addi t iona l e n h a n c e m e n t s inc lude a 
redes igned front baf f le to bet ter m a n a g e 
air f low and a ra ised d i scharge chu te to 
even ly d isperse c l ipp ings 

• John Deere - 800 /537 -8233 , 
www. j ohndee re . com 

Circle 226 on reader service card 

• 
Lit t le Giant Wa te rMark 
Biological Fi l t rat ion 

• Des igned to p romote the g rowth of 
benef ic ia l bacter ia 

• Sa id to improve wa te r clar i ty 
• Prov ides mul t ip le s tages for m a x i m u m f i l t rat ion 
• BioVort f i l ters c o m b i n e b io logical and 

mechan ica l f i l t rat ion 
• Litt le G ian t /Wate rMark - 405 /947-2511 , 

www.wa te rmarkso lu t i ons .ws 
Circle 227 on reader service card 

Were You Featured 
In This Issue? 

R e p r i n t s e n a b l e y o u t o r e u s e y o u r 
a r t i c l e a n d s i m p l y p l a c e it i n t o t h e 
h a n d s o f y o u r t a r g e t a u d i e n c e . 
H a v i n g b e e n f e a t u r e d i n a 
w e l l - r e s p e c t e d p u b l i c a t i o n a d d s t h e 
c r e d i b i l i t y o f a t h i r d - p a r t y 
e n d o r s e m e n t t o y o u r m e s s a g e . 

G i v e y o u r s e l f a c o m p e t i t i v e 
a d v a n t a g e w i t h r e p r i n t s . C o n t a c t u s 
f o r m o r e f o r i n f o r m a t i o n r e g a r d i n g 
r e p r i n t s a n d a d d i t i o n a l a p p l i c a t i o n s 
d e s i g n e d t o m e e t y o u r c h a l l e n g i n g 
m a r k e t n e e d s . 

Use Reprints As: 
• Sales Aids 
• Recruitment Tools 
• Managed ePrints 
• Trade Show Handouts 
• Media Kit Supplements 

• Educational Programs 
• Employee Training 
• Sales Presentations 
»Conference Materials 
»Direct Mail Campaigns 

Call Megan Ries @ 
800-456-0707 

t all the above 
a Z-SPRAY. 

Rich 

in four different models 
and fertilization needs. 

Products Inc. 
• w w w . z - s p r a y . c o m • s a l e s @ z - s p r a y . c o m 

USE READER SERVICE # 120 

http://www.johndeere.com
http://www.watermarksolutions.ws
http://www.z-spray.com
mailto:sales@z-spray.com


Mi-T-M CWC Series ^ 
Pressure Washers 

• Features cold water belt dr ive 
pressure washers 

• Ser ies produces 4 ,000 to 6,000 psi 
at 3.7 to 5 g p m 

• Powered by a 16-horsepower Vanguard 
O H V or a 24-horsepower Honda 
O H V engine 

• Includes triplex ceramic plunger pump 
with forged brass manifold 

• Electric start is s tandard 
• Mi-T-M - 800/553-9053, 

www.mi tm.com 
Circle 228 on reader service card 

Monterey Herbicidal Soap 

• New contact herbicide based on natural ly 
occurr ing fatty acids 

• Des igned to control algae, moss and 
annual weeds 

• Said to give fast burn down even in 
cool weather 

• Packaged in a 130-ounce container 
labeled in both Engl ish and Spanish 

• Monterey - 559/499-2100, 
www.monterey lawngarden.com 

Circle 2 2 9 on reader service card 

Morbark Model 1600 Tub Grinder 

• Said to be capable of gr inding up to 
10-foot s tumps at unprecedented 
product ion rates 

• Designed to manage tree growth, improve 
tree health and boost stress tolerance 

• Hammermi l l is nearly 6 feet in length 
• Base d iameter measures 11 feet, 2 inches 

with a tub capaci ty of 20 cubic yards 
• Offers standard 22-hammer pattern 
• M o r b a r k - 8 0 0 / 8 3 1 - 0 0 4 2 , 

www.morbark .com 
Circle 2 3 0 on reader service card 

Mower Jack Model MJ2005 

• Designed to safely lift mower decks 
• Fits most walk-behinds and zero-turn 

mowers 
• Made of heavy-duty steel 
• Features a powder-coated f inish 
• Covered by a one-year warranty 
• Havener Enterpr ises - 815/935-8383, 

www.havenerenterpr ises.com 
Circle 231 on reader service card 

Novozymes Lake Relief 

• Lake and pond clarifier with a proprietary blend 
of Novozymes Microbes 

• Designed to improve water clarity, reduce odors 
and restore natural balance to the ecosystem 

• Not harmful to humans, fish, wildlife, etc. 
when used according to direct ions 

• Most effect ive when water temperatures 
exceed 50 degrees Fahrenheit 

• Novozymes - 800/342-6173, 
www.novozymes.com/roots 

Circle 232 on reader service card 

http://www.mitm.com
http://www.montereylawngarden.com
http://www.morbark.com
http://www.havenerenterprises.com
http://www.novozymes.com/roots


PBI/Cordon Q4 ^ 
Turf Herbicide 

• Said to be a single product control 
opt ion for nutsedge suppression and 
grassy and broadleaf weed control in 
establ ished turfgrass areas 

• Offers an enhanced speed of a 
protox inhibitor 

• Designed for use on cool -season turf 
• PBI /Gordon - 800/821-7925, 

www.q4.pb igordon.com 
Circle 233 on reader service card 

PDS Stainless Portable ^ 
Stainless Steel Tank Sprayers 

• Avai lable in 3- and 5-gal lon capacit ies 
• Designed to last 20 years or more 
• Feature large oval openings for quick fin 
• Include polyurethane non-kink type 

coi led hoses and Vi ton-sealed 
spray guns 

• Professional Dispensing Systems - 888/386-1247, 
www.pdsweb.net 

Circle 2 3 4 on reader service card 

Vermeer 1400T Brush Chipper 

• Mid-sized chipper 
• Can process wood up to 15 inches in d iameter 
• Powered by a 122 horsepower 

CAT 3054 DITA engine 
• Flexible track undercarr iage al lows 

operators to steer chipper through uneven 
terrain or conf ined work ing areas 

• V e r m e e r - 8 8 8 / 8 3 7 - 6 3 3 7 , 
www.vermeer .com 

Circle 235 on reader service card 

Reemay Lawn and 
Garden Blankets 

• Made of a l ightweight, spunbounded 
polyester fabric 

• Designed to retain warmth so gardeners 
can begin earl ier in the season 

• Retained warmth said to promote early 
germinat ion and rapid plant growth 

• Said to keep pests such as carrot rust 
fl ies, cabbage maggots, caterpi l lars and 
loopers f rom gett ing in to lay eggs on 
plants 

• Avai lable in a 12-foot by 15-foot size 
• R e e m a y - 8 0 0 / 3 2 1 - 6 2 7 1 

www. typar landscape.com 
Circle 236 on reader service card 

Scag Sabre Tooth Tiger 
Zero Turn Riding Mower 

• Features 3-cyl inder, 
l iquid-cooled, 31 horse-

power Vanguard 
turbo diesel 

engine; includes 61- or 
72- inch cutter deck 

• 22cc hydraul ic pumps and 22ci wheel motors standard 
• Said to have ultra-low center-of-gravity and wide stance for 

posit ive tract ion and stabil ity 
• "Command-Comfor t " operator stat ion includes adjustable 
"Quick-Fit" steering levers and an adjustable deck lift pedal 

• Scag Power Equipment - www.scag.com 
Circle 237 on reader service card 

http://www.q4.pbigordon.com
http://www.pdsweb.net
http://www.vermeer.com
http://www.typarlandscape.com
http://www.scag.com


Multi-Media Classified Marketing! Business Opportunities 
J 

Maximize your advertising dollars by reaching: 
• T h e Industry 's Larges t Print Aud ience . 
• T h e Industry 's Larges t Med ia W e b Aud ience . 
• T h e Industry 's Larges t C lass i f ied Sect ion . 

We offer the industry's lowest costs to be seen in both 
Lawn & Landscape Magazine and 

lawnandlandscape.com 
for one low cost. 

Al l c l ass i f i ed a d s m u s t b e r e c e i v e d s e v e n w e e k s b e f o r e t h e d a t e o f pub l i ca t i on . 
W e a c c e p t V i sa , M a s t e r c a r d , A m e r i c a n E x p r e s s a n d D i scove r . P a y m e n t m u s t b e 
r e c e i v e d by t h e C l a s s i f i e d c l o s i n g d a t e . 

Please contact B o n n i e V e l i k o n y a at 8 0 0 / 4 5 6 - 0 7 0 7 o r b v e l i k o n y a @ g i e . n e t . 

SELLING YOUR BUSINESS! 

FREE 
APPRAISAL 

NO BROKER 
FEES 

Professional Business Consultants 

ff e 
a . 

P QÍ 
Merger & Acquisition Specialists 

Professional Business Consul tants can obtain purchase 

offers f rom qualified buyers wi thout disclosing their 

identities. Consul tants ' fees are paid by the buyer. 

C A L L : 

708/744-6715 
FAX: 508/252-4447 

B u s i n e s s O p p o r t u n i t i e s 

LAWN P R O F E S S I O N A L S -- TAKE NOTICE --
Are you interested in M A K I N G M O R E M O N E Y & H A V I N G M O R E 
FREE T I M E ? The information contained in our manuals and the templates 
on our CDs are being used every day in our lawn service and by hundreds of 
your peers throughout the United States & Canada. We don' t just talk the 
talk, we W A L K THE W A L K ! Our lawn service was rated as a T O P 10 
sen/ice in August 2002. Our manuals and CDs include proven techniques for 
Bidding, Service Agreements, Estimating, Snow & Ice Removal, Marketing, 
Advertising, Selling, Letters for Success, Telephone Techniques, Employee 
Policy & Procedures and more. 

LET US HELP YOU EARN WHAT YOU DESERVE! 

PROFITS UNLIMITED Since 1979 
Call 800-845-0499 • w w w . p r o f i t s a r e u s . c o m 

Synthetic Back-Yard Putting Greens 
;< Synthetic greens are one of the fastest * H u 8 e P r o f l t s " U P t 0 6 5 % 

growing segments of the $50 Billion a * Year Round Installations 
year golf industry." * C a r r y N 0 Inventory 

* Utilize Existing Equipment 
* Buy Manufacturer Direct 

„, * Online Certification 
Training Now Available 

U . S . L A W N S 
NO ONE KNOWS THE 

LANDSCAPE MAifTENANCE 
INDUSTRY LIKE WE 00. 

Planning to start a landscape maintenance 
company"? Already in the landscape 
maintenance industry? Then let U.S. Lawns 
show you how to start or convert your business 
and grow with the leader in the commercial 
landscape maintenance industry. 

Our four ideals. Trust. Quality, Service and Value, 
along with a "No Job is Too Big or Too Small" 
philosophy, make U. S. Lawns a "cut above" the rest. 

• Superior Financial • Ongoing Support 
Management • Corporate 

• Low Capital Investment Purchasing Power 
• Financial Assistance • Sales & Marketing 
• Protected Territories Guidance 

To find out more about 
us and the opportunity 
U.S. Lawns can offer, call 
1-800-USLAWNS or visit 
us at www.uslawns.com US. LAWNS 

Business for Sale 

Landscape construction company for sale. Excellent 

reputation with Arizona contractor and resale licenses. 

15 year business located in booming housing market 

area (Phoenix metro). Current gross $150,000 + or -

unlimited potential. Truck, tools, clients, suppliers, sub-

contractors, etc. Don't miss this opportunity for only 45K. 

Contact Raymond at 480/963-5018. Will help train. 

mailto:bvelikonya@gie.net
http://www.profitsareus.com
http://www.uslawns.com


PRODUCT INFORMATION 
CHECK OFF 

visit us at the reade r serv ice numbers that y o u ' r e interested in. 
It's fast a n d conven ien t or ma i l in this c a r d . 

lawnandlandscape.com 1 2 3 4 S 6 7 8 9 1 0 1 2 1 3 14 1 5 16 18 1 9 2 0 

2 1 2 2 2 3 2 4 2 5 2 6 2 7 2 8 2 9 3 0 3 2 3 3 3 4 3 5 3 6 3 8 3 9 4 0 

4 1 4 2 4 3 4 4 4 5 4 6 4 7 4 8 4 9 5 0 5 2 5 3 5 4 5 5 5 6 5 8 5 9 6 0 
Name 

6 1 6 2 6 3 6 4 6 5 6 6 6 7 6 8 6 9 7 0 72 7 3 7 4 7 5 7 6 7 8 7 9 8 0 

Title 
8 1 8 2 8 3 8 4 8 5 8 6 8 7 8 8 8 9 9 0 9 2 9 3 9 4 9 5 9 6 9 8 9 9 1 0 0 

Title 1 0 1 1 0 2 1 0 3 1 0 4 1 0 5 1 0 6 1 0 7 1 0 8 1 0 9 1 1 0 1 1 2 1 1 3 1 1 4 1 1 5 1 1 6 1 1 7 1 1 8 1 1 9 1 2 0 

1 2 1 1 2 2 1 2 3 1 2 4 1 2 5 1 2 6 1 2 7 1 2 8 1 2 9 1 3 0 1 3 2 1 3 3 1 3 4 1 3 5 1 3 6 1 3 7 1 3 8 1 3 9 1 4 0 
Company_ 1 4 1 1 4 2 1 4 3 1 4 4 1 4 5 1 4 6 1 4 7 1 4 8 1 4 9 1 5 0 1 5 2 1 5 3 1 5 4 1 5 5 1 5 6 1 5 7 1 5 8 1 5 9 1 6 0 

1 6 1 1 6 2 1 6 3 1 6 4 1 6 5 1 6 6 1 6 7 1 6 8 1 6 9 1 7 0 1 7 2 1 7 3 1 7 4 1 7 5 1 7 6 1 7 7 1 7 8 1 7 9 1 8 0 

Address 1 8 1 1 8 2 1 8 3 1 8 4 1 8 5 1 8 6 1 8 7 1 8 8 1 8 9 1 9 0 1 9 2 1 9 3 1 9 4 1 9 5 1 9 6 1 9 7 1 9 8 1 9 9 2 0 0 

2 0 1 2 0 2 2 0 3 2 0 4 2 0 5 2 0 6 2 0 7 2 0 8 2 0 9 2 1 0 2 1 2 2 1 3 2 1 4 2 1 5 2 1 6 2 1 7 2 1 8 2 1 9 2 2 0 

City State Zip 2 2 1 2 2 2 2 2 3 2 2 4 2 2 5 2 2 6 2 2 7 2 2 8 2 2 9 2 3 0 2 3 2 2 3 3 2 3 4 2 3 5 2 3 6 2 3 7 2 3 8 2 3 9 2 4 0 City State Zip 
2 4 1 2 4 2 2 4 3 2 4 4 2 4 5 2 4 6 2 4 7 2 4 8 2 4 9 2 5 0 2 5 2 2 5 3 2 5 4 2 5 5 2 5 6 2 5 7 2 5 8 2 5 9 2 6 0 

Phone 2 6 1 2 6 2 2 6 3 2 6 4 2 6 5 2 6 6 2 6 7 2 6 8 2 6 9 2 7 0 2 7 2 2 7 3 2 7 4 2 7 5 2 7 6 2 7 7 2 7 8 2 7 9 2 8 0 Phone 
2 8 1 2 8 2 2 8 3 2 8 4 2 8 5 2 8 6 2 8 7 2 8 8 2 8 9 2 9 0 2 9 1 2 9 2 2 9 3 2 9 4 2 9 5 2 9 6 2 9 7 2 9 8 2 9 9 3 0 0 

Fax E-mail Address 301 302 303 304 305 306 307 306 309 310 311 312 313 314 315 316 317 318 319 320 

321 322 323 324 325 326 327 328 329 330 » 1 332 333 334 335 336 337 338 339 340 

341 342 343 344 345 346 347 348 349 350 351 352 353 354 355 356 357 358 359 360 

I ^ J YES, I would like to receive/continue to receive Lawn & Landscape free of charge. 

No, I would not like to renew. 

How do you want to receive your subscription? 

1. Digital and Print 2. Print Only 

3. Digital Only (No print copy received) 

Signature 

Title 

Name Date 

Company, 

Address _ 

State 

Phone 

E-mail 

.City. 

- Z i p . 

Fax 

GIE Media will only use your e-mail address to contact you with relevent industry 
or subscription information. 

If you do not want to receive e-mail from trusted 3rd parties, please check here. Q 

What is the best way to contact you for future renewals? 
Email Fax Telephone 

1. What is your primary business 
at this location? (choose only one) 

I. CONTRACTOR of SERVICES 
• 1 Landscape Controctof 
• 2. Chemical Lawn Core Compony 

(excluding mowing maintenance service) 
• 3. Lawn Maintenance Controctor 
• 4 Ornamental Shrub & Tree Service 
• 5 . Irrigation Contractor 
• 6 Landscape Architect 
• 7. Other Controct Services 
(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

• 8 In-House Maintenance including: 
Educational Facilities, Health Care 
Facilities, Government Grounds, Parks & 
Military Installations, Condominium 
Complexes, Housing Developments, 
Private Estates, Commercial & Industrial Parks 

III. DISTRIBUTOR/MANUFACTURER 
• 9 Dealer 
• 10. Distributor 
• 11. F or mutator 
• 12. Manufacturer 

IV. OTHERS ALLIED TO THE FIELD: 
Q 13. Extension Agent (Federal, State, 

County, City, Regulatory Agency) 
• 14. School, College, University 
• 15. Trade Association, Library 
J Others (pleas« describe) 

2. What services does you business offer? 
• 1. landscape Design La ' 

2. Seeding or Sodding 
3. Turf & Or nam« 
4. Bedding Plants & Color Installation 
5. Irrigation Installation 
6. Landscape Lighting 
7. Hordscope Installation 
8. Water Features 

a • 
• 
Q • 
• Q 

Landscape Maintenance 
Q 9 Landscape Renovation 
• 10. Turf Fertilization 
• 11. Turf Aeration 
• 12. Tree 4 Ornamental Care 
• 13 . Tree & Stump Removal 
• 14. Irrigation Maintenance 
Q 15. Erosion Control 

Pesticide Application 
• 16 Turf Disease Control 
• 17 Turf Insect Control 
• 18. Turf Weed Control 
J 19 Tree & Ornamental Pesticide Application 

Other 
Q 20 Mowing 
• 21 Hydroseeding 
Q 22 . Snow Removal 
a 23 Interior Landscape Services 
• 24 Structural Pest Control 
Q 25 Holiday Lighting 
• 26 Other 

3. What is the service mix %? 
Mowing/Moint Design/Build 

Chemical Application 

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

5. Is Chemical Application work 
1. Outsourced 2. Done by own employees 

6. What are your company's 
approximate annual gross revenues? 

1 Less than $50,000 
2 $50,000 to $99,999 
3 $100,000 to $199,999 
A $200,000 to $299,999 
5.$300,000 to $499,999 
6 $500,000 to $699,999 
7 $700,000 to $999,999 
8 $1,000,000 to $1,999,999 
9 $2,000,000 to $3,999,999 

10 $4,000,000 to $6,999,999 
11 $7,000,000 or more 

7. What percentage of growth do you 
anticipate? 

8. What year was your business 

9. What is your business mix? (%) 
. Commercial Other 

10. Is this a Headquarters or 
Branch location? 

1 Headquarters 2 Branch 3. Single Office 

X co O 
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P k m i ï m S I 

Business Oppor tun i t ies 

ARE THE ROOTS OF 
YOUR BUSINESS DYING? 
Revive them with the #1 Natural 

Organic-Based Lawn Care 
Opportunity! 

• P r o v e n M a r k e t i n g A c c e l e r a t e s G r o w t h 
• D i f f e r e n t i a t e Y o u r s e l f U s i n g P r o p r i e t a r y , 

O r g a n i c - B a s e d F e r t i l i z e r s 
• S u c c e s s f u l T r a i n i n g T o o l s a n d P r o g r a m s 
• O v e r 1 8 Y e a r s o f S u c c e s s 

W e c a n m a k e it e a s y f o r y o u to j o i n t h e 
L e a d e r in O r g a n i c - B a s e d L a w n C a r e . 

C a l l M a r c u s P e t e r s a t : 
8 0 0 - 9 8 9 - 5 4 4 4 

THE LEADER IN ORGANIC-BASED LAWN CARE'" 
www.nl-arrar.coni 

Business for Sale 

APPLICATING/LAWN MAINTENANCE 
COMPANY 

Located in the Beautiful Rocky Mounta ins ! 
Owners retiring after 15 years in business. Well, 
established company in a booming & fast growing 
market. Good quality equipment-Excellent Reputa-
tion-many multi year contracts. Owner will help train. 
Lawn Spray-Tree Spray-Deep Root Feed-Pest Control-
Noxious Weeds-Lawn Mowing/Irrigation maintenance 
program. Gross over $500K/ in 7 months.(May - Octo-
ber.) Serious Inquires only. Call (970/904-1890) 

SMALL ESTABLISHED LANDSCAPE COMPANY, 
IN T H E NORTHERN VIRGINIA AREA IS SELL-
ING BUSINESS, ACCOUNTS AND EQUIPMENT 
FOR YOUR CONSIDERATION PLEASE, CON-
TACT: MR. COOPER AT 571-283-2268. 

Full service commercial landscape maintenance 
located in Central Indiana since 1986. 

Asking: $450,000 Gross: $734,000 
Cash Flow: $177,000. 
Contact Steve Pierce 

Sunbelt Indiana Business Resource 
Phone: 317/573-2100 

Business Wanted 
WANTED TO PURCHASE 

Chemical lawn & tree care companies, 
any area reply in strict confidence. 

laurelcompanies@aol.com 

For Sale 

kbKUB0TA.com 

D E L I V E R Y O N 

K u b o f o . P A R T S 

O r d e r Parts at k b K U B O T A . c o m or call toll f ree at... 

1-877-4KUBOTA 
This w e b s i t e " k b K U B O T A . c o m " is o p e r a t e d 

by Keller Bros. Tractor C o m p a n y , a n a u t h o r i z e d d e a l e r 
of K u b o t a Tractor Corpora t ion s ince 1 9 7 2 . 

K"J bofo. Business for Sale 

R i s i n g S t a r 
V o ^ P R O P E R T I E S . LLC 

F o r Sale 
Tarrant County , Texas 
nursery/ landscape business 
and p rope r t y 
• 5.285 acres 
• 10,000 sf bui lding 
• 5,000 sf covered area 
• 5 green houses total l ing 

15,000 sf 
• we l l and booster pump, 

pipe system 
• 300ft . f rontage 
• 35,000 vehicles per day 
• established cl ientele 

8 1 7 / 9 9 1 - 9 2 9 8 

Business for Sale. Great opportunity to relocate 
in beautiful northern California. Well established 
36 years. Specializing in Landscape Design/Build, 
Maintenance and Spraying. Residential and Com-
mercial. Excellent Growth Opportunity. Business 
includes employees, equipment, advertising, etc. Turn 
key. 50% construction, 4 0 % maintenance, 10% 
spraying. $250,000. Serious only need respond, fax 
707/268-3839. 

Well established for 18 years specializing in design/build 
and maintenance in Columbus, OH. Very well known, 
well managed and highly organized operation. An-
nual sales in 2005 over $800,000. Excellent growth 
in a growing community. Business includes: employ-
ees, equipment, advertising, etc. Turn key. Possible 
financing available. Owner will assist with training. 
Call 614/848-6500. 

BUSINESS FOR SALE 
Northeast Florida, Fastest growth area in State! 

Commercial Landscape Company, 
established 12 years. 

Excellent reputation with all major area contractors, 
Owner selectively bids, growth opportunities 

By increased job selection 
Climate provides year round work 

2005 Revenue $1,600,000+ 
Owner Benefits $500,000+ 

Contact Debi (904)996-1666 
904/386-7108, dandrews@ciibrokers.com 

For Sale: Landscape Construction & Maintenance 
business in fast growing Las Vegas, NV. Established 
in 1982. Annual sales for 2005 over $1.2 mil. 75% 
Construction, 25% Maintenance. No Brokers 
Please! Will help with transition. Contact via 
e-mail at lvlandscapesale@aol.com. Fax information 
requests to (702/565-6576) 

200 Acre Sod Farm 90 miles E of Chicago 
50x170 bldg with offices 

2-40x80 bldgs w/shops - 2 homes 
Sand Sod inventory/Machinery 

Serving major athletic fields 269/695-5505 

FORMS AND DOOR HANGERS. Invoices, 
proposals, work orders and more. Fast service and 
low minimum quantities. Order online and save. 
4WorkOrders.com Shorty's Place in Cyberspace. 
800/746-7897. 

EngineerSupply 
Measuring wheels, surveying equipment, blue print 
storage. Shop Online for your AEC Office Equip-
ment, Large Document Storage Solutions, Specialty 

Calculators, Surveying Equipment and more. 
www.EngineerSupply.com. 

TrakMats 
Ground Cover Mats for Professionals 

* Tough, Lightweight 
* Cleats for Traction 
* U V protected 
* Light color prevents 

burnt grass 
* Hand cutouts for 

lifting 

800-762-8267 
SVE Sales, Inc. www.trakmata.com 
Charlotte, NC 28216 email: »alea@trakmats.com 

Call At 800/456-0707 To Advertise Today! 

http://www.nl-arrar.coni
mailto:laurelcompanies@aol.com
mailto:dandrews@ciibrokers.com
mailto:lvlandscapesale@aol.com
http://www.EngineerSupply.com
http://www.trakmata.com
mailto:alea@trakmats.com
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For Sale Help Wanted Help Wanted 

r y r jggp 
y better. 

' 866-290-7295 

m. m Factory Direct new 
^ Quick 36 

The great cutting, compact, easy-
turning, reliable 36" hydro mower 

Proudly made in the USA 
Starting at $1895 

www.quick36.com 

L A N D S C A P E 
DESIGN STAMPS 

Rubber stamp symbols of trees, shrubs, 
plants, rocks, pavers, ponds, and more 

¡ [Easy to use C H E C K O U R W E B S ITE 
w w w . a m e r i c a n s t a m p c o . c o m 

A M E R I C A N S T A M P C 0 . 
r TOLL FREE 877-687-7102 Local 916-687-7102 

Call Tue, Wed or Thur 8-4 30 PM Pacific Time for Info 

Tree Moving Equipment: Red Boss tree spades, 
Tree Boss, Tree Tie, Tree Planters. 

Call Tree Equipment Design at 8 7 7 / 3 8 3 - 8 3 8 3 . 
info@treeequip.com. www.treeequip.com. 

Made in USA. 

Stop guessing square footage! Measure area quickly and 
accurately. Just wheel the D G - 1 around any perimeter 
and instantly know the area inside. $ 3 9 9 + $7 ship. 
CA add tax. www.measurearea.com 7 6 0 / 7 4 3 - 2 0 0 6 . 

Help Wanted 

BRICKMAN 
hnhttnvinfi the American ¡Aimùtcupe Since 1939 

B r i c k m a n i s l o o k i n g f o r l e a d e r s 

w h o a r e i n t e r e s t e d i n g r o w i n g t h e i r 

c a r e e r s w i t h a g r o w i n g c o m p a n y . 

N a t i o n w i d e c a r e e r a n d i n t e r n s h i p 

o p p o r t u n i t i e s a v a i l a b l e i n : 

• L a n d s c a p e M a n a g e m e n t 

• L a n d s c a p e C o n s t r u c t i o n 

• I r r i g a t i o n 

• A c c o u n t i n g 

• B u s i n e s s A d m i n i s t r a t i o n 

KEY EMPLOYEE SEARCHES 

Florapersonnel, Inc. in our third decade o f performing 
confidential key employee searches for the landscape 
industry and allied trades worldwide. Retained basis 
only. Candidate contact welcome, confidential and 
always free. Florapersonnel Inc., 1740 Lake Markham 
Road, Sanford, Fla. 3 2 7 7 1 . Phone 4 0 7 / 3 2 0 - 8 1 7 7 , Fax 
4 0 7 / 3 2 0 - 8 0 8 3 . E-mail: Hortsearch@aol.com 
Website: http//www.florapersonnel.com 

GOTHIC LANDSCAPE, INC./GOTHIC 
GROUNDS MANAGEMENT 

Since 1984, we have been creating long-term relation-
ships with clients through outstanding personalized 
service and problem solving. We are one o f the largest 
landscape contractors in the southwestern US operating 
in the greater Los Angeles, San Diego, Phoenix and Las 
Vegas markets. T h e Company specializes in landscape 
construction and maintenance for residential master-
planned community developers, and industrial com-
mercial developers. We offer an excellent salary, bonus 
and benefits package. Outstanding career opportunities 
exist in each o f our fast growing branches for: 

• Account Managers 
• C A D Designers 
• Estimators 
• Irrigation Technicians 
• Project Managers 
• Sales Personnel 
• Foreman 
• Spray Technicians (QAC, QAL) 

• Superintendents 

• Supervisors 
For more information, visit: www.gothiclandscape. 

com or Email: hr@gothiclandscape.com or 
contact Elisabeth Stimson, H R Director at: 

Ph: 6 6 1 / 2 5 7 - 1 2 6 6 x 2 0 4 
Fax: 6 6 1 / 2 5 7 - 7 7 4 9 

Join a company whose 
Business is People and 

Their Love for Trees' 

[ t h e c a r e o f t r e e s 

W e care about providing career 

oppor tuni t i es a n d have o p e n i n g s 

for passionate a n d c o m m i t t e d 

candidates at all levels. 

W e value safety first, provide 

o n g o i n g t ra ining, and have an 

excel lent c o m p e n s a t i o n and benefit 

package that inc ludes a 4 0 I K with 

c o m p a n y match a n d ESOP. 

Please apply online at www.thecareoftreeK.com 
or contact Melinda Torres at (877) 724 7544 

mto rres*1' thecareoft rees.com 
Fax (847) 459 7479 

Consultants 

Know Us . . . Know Success 

Your recruiting firm for the Landscape Industry 

A R E Y O U A H I G H L Y Q U A L I F I E D E X E C U T I V E 
O R P R O F E S S I O N A L W H O IS R E A D Y T O C O N -
F I D E N T I A L L Y T A K E Y O U R C A R E E R T O T H E 
N E X T LEVEL? 
^ Call J K Consultants - your recruiting firm for 

the Landscape Industry. 
S We are currently doing business with several top 

national Landscape firms who have maintenance 
and construction opportunities - excellent 
compensation and excellent locations. 

S Take your career to the next level with 
J K Consultants. Know us . . . Know success. 

S Put our statement to the proof and call us right 
now to confidentially discuss your career. 

S Do you know other professionals ready to make a 
change? We offer a referral fee if the person you 
refer to us is hired by one o f our clients. 

You never know where professional 
friendships may lead. 

Call us right now to find out confidentially how 
we can take your career to the next level. 

E-mail: contact@JKSuccess.com 
Phone: 2 0 9 / 5 3 2 - 7 7 7 2 

Visit our website at www.JKSuccess.com 

IRRIGATION DESIGN & INSTALLATION 

Golf Engineering Associates of Phoenix is seeking irrigation de-

signers, installation supervisors and skilled workers for projects 

in U.S., Mexico and Asia. GEA is an established, expanding 

international design/build firm. Design applicants must know 

AutoCAD, have construction experience and college degree 

in related field. Travel is required. Spanish speaking preferred. 

Please send resume to gary@geagolf.com or call 623/551-1919. 

THE CARE OF TREES - NORTHEAST REGION 

Sales Arborist Representative Seeking a 

professional for an established Westchester Co., NY territory. 

Candidate should have 3-5 years industry experience, be an 

ISA Certified Arborist and hold a valid NY Pesticide 

Supervisory License or the ability to obtain. 

Plant Health Care Technician/Coordinator 
Seeking a highly motivated individual to manage our PHC 

Dept. Hands-on position that requires excellent client service 

and plant/pest id skills. Must hold pesticide licensing and a 

CDL or the ability to obtain. 

District Foreperson Seeking a candidate with tree care 

experience and a CDL to help lead our team in Stamford, CT. 

Duties include training the field staff, managing production 

and safety, and overseeing daily operations. 

Send resume to attn: Tanisha Hardison Fax 203-840-8328 

email thardison@thecareoftrees.com or apply online www. 

thecareoftrees.com 

Start growing y our career at: 
brickmangroup.com 

http://www.quick36.com
http://www.americanstampco.com
mailto:info@treeequip.com
http://www.treeequip.com
http://www.measurearea.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
http://www.gothiclandscape
mailto:hr@gothiclandscape.com
http://www.thecareoftreeK.com
mailto:contact@JKSuccess.com
http://www.JKSuccess.com
mailto:gary@geagolf.com
mailto:thardison@thecareoftrees.com


Help Wanted 

. r . 

Help Wanted Help Wanted 

3 5 S E . 
H I G H G R O V E 

P A R T N E R S 

HighGrove Partners, LLC is growing and 
we need Leaders who want to grow 
with us and have fun along the way. 

Atlanta and Charlot te career opportunit ies 
are available in: 

• Sales 

• Landscape Architecture 

• Landscape Design 

• Irrigation 

Grow Your Bright Future Today! 

Contact Keith Worsham at 6 7 8 - 2 9 8 - 0 5 8 2 

O r keith.worsham@highgrove.net 

www.highgrove.net 

Excit ing Career Opportuni t ies For 
Serv i ce Industry M a n a g e r s 

Come join one o f the largest Vegetation 
Management Companies in the United States. 

DeAngelo Brothers, Inc., is experiencing tremendous 
growth throughout the Country creating the 

following openings: 

Division Managers 
Branch Managers 

We have immediate openings in: 

VA, New England, FL, M O , T X , C O , LA, IL 

Responsible for managing day to day operations, 
including the supervision o f field personnel. Business/ 
Horticultural degree desired with a minimum o f 2 years 
experience working in the green industry. Qualified 
applicants must have proven leadership abilities, strong 
customer relations and interpersonal skills. We offer an 
excellent salary, bonus and benefits packages, including 
401 (k) and company paid medical coverage. 

For career opportunity and confidential consid-
eration, send or fax resume, including geographic 

preferences and willingness to relocate to: 

DeAngelo Brothers, Inc., 
Attention: Carl Faust, 

1 0 0 North Conahan Drive, Hazleton, PA 1 8 2 0 1 . 
Phone: 1 - 8 0 0 - 3 6 0 - 9 3 3 3 . Fax: 5 7 0 - 4 5 9 - 5 3 6 3 or 

email-cfaust@dbiservices.com 
EOE/AAP M - F 

GREENSEARCH 

GreenSearch is recognized as the premier provider 
o f professional executive search, human resource 
consulting and specialized employment solutions 
exclusively for interior and exterior landscape com-
panies and allied horticultural trades throughout 
Nor th America . C o m p a n i e s and career -minded 
candidates are invited to check us out on the Web at 
h t t p : / / w w w . g r e e n s e a r c h . c o m or call toll free at 
8 8 8 / 3 7 5 - 7 7 8 7 or via e-mail info@greensearch.com. 

U.S. LAWNS 
NO ONE KNOWS THE 

LANDSCAPE MAINTENANCE 
INDUSTRY LIKE WE DO. 

FORMAN WANTED 
Experienced in operations side 

of the landscape business 

To find out more about us and the 
opportunity U.S. Lawns can otter, 
call 1-800-USLAWNS or visit us 
atwww.uslawns.com 

Are you looking for a job or Looking for 
qualified employees to: 

• Cl imb it 
• Design it 

• Plant it 
• Grow it 
• Landscape it 
• Sell it? 

J O B S In Horitculture, Inc. 
Employment Advertising 

In Print and Online 
8 0 0 / 4 2 8 - 2 4 7 4 

www.hortjobs.com 

Benchmark 
Landscape Companies 

We are a Commercial Installation & Maintenance contrac-
tor located in San Diego, California. We are now hiring the 
following positions: 
• Account Managers 
• Project Managers 
• Field Supervisors 
• Field Foremen 
• Sales/Estimating 
• Quality Control/Training 

Contact: 858/513-7191 (fax) 
careers@benchmarklandscape.com (e-mail) 

www.benchmarklandscape.com (web) 

THE HIGHRIDGE CORPORATION, A TOP 
SEATTLE AREA FIRM, OFFERS REWARDING 

OPPORTUNITIES IN THE FOLLOWING AREAS: 

Landscape Construction * Hardscape Construction 

Irrigation Installation & Service • landscape Design 

landscape Maintenance • Water Feature Installation & Service 

Please apply online @ www.highridge.com 
Or mail / fax resumes to: 

The Highridge Corporation 

PO. Box 260 • Issaquah. WA 98027 

Fax: 425.391.3654 

GENERAL MANAGER 
LANDSCAPE MANAGEMENT 

JAMES MARTIN ASSOCIATES 

Career Opportunity with a Progressive, 
Industry Leading Company. 

I f You Have: a Minimum o f 10 Years o f 

Landscape Management Experience; 
A Track Record o f Leadership and Team 
Development Skills; Strong Computer 

Competencies; and a Relentless Desire to 
Learn and Grow. . . . Then You Should 

Contact Us! 

Our Culture is Rooted in Shared Employee 
Ownership, World-Class Client Engagement, 

Long-term Financial Success and Philanthropic 
Community Participation. For confidential 

consideration please send resume and 
salary history to: 

Beth McElroy, CLP, Vice President 
Human Resources and Business Management 

James Martin Associates, Inc. 
59 East U.S. Highway 4 5 
Vernon Hills, IL 6 0 0 6 1 
Phone: 8 4 7 - 8 7 6 - 8 0 4 4 

Fax: 8 4 7 - 6 3 4 - 8 2 9 8 
E-mail: b.mcelroy@jamesmartinassociates.com 

E O E and Smoke Free Work Environment. 

Established, growing irrigation company in Lake 
County looking to fill the following positions: 

^ Irrigation Salesman 
> Irrigation Foreman 
> Irrigation Service Technicians 
> Installation crew members 

Benefits include Hospitalization, Dental, 

and Retirement Plan 

Lasko & Ohio Lawn Irrigation 
6 2 1 5 Heisley Road 
Mentor, O H 4 4 0 6 0 

4 4 0 / 6 3 9 - 1 7 0 0 — fax 4 4 0 / 6 3 9 - 9 3 0 0 
www.WaterYourGrass.com 

Call At 800/456-0707 To Advertise Today! 

mailto:keith.worsham@highgrove.net
http://www.highgrove.net
mailto:email-cfaust@dbiservices.com
http://www.greensearch.com
mailto:info@greensearch.com
http://www.uslawns.com
http://www.hortjobs.com
mailto:careers@benchmarklandscape.com
http://www.benchmarklandscape.com
http://www.highridge.com
mailto:b.mcelroy@jamesmartinassociates.com
http://www.WaterYourGrass.com
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Landscape Billing 

Get your bills out on time 
and 

Get Paid faster 
with T n 

U l T U n v v Landscaper Billing^ ^ 
Call for a free sample bill and brochure 

8 0 0 - 4 6 4 - 6 2 3 9 

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 
* Fertilization 
» Herb./Pest. App. 

• Right of Way 
• Holiday Lighting 
• Irrig. Install./Serv. 
• Mowing & Maint. 
• Tree & Shrub Serv. 

• Spill Clean Up 

Contact one of our Green Industry 
Specialists for a quote at 

1-800-886-2398 or by fax at 
1-740-549-6778 

M.F.P. Insurance Agency, Inc. 
rick@mfpinsure.com 

Landscaper Accessories 
Mesh Debris Bags • Leg & Arm Chapps 

Equipment Covers • Sun Neck Protection 
W.E.Z-T0P mm)/UmJi, /HmJi/Ho**!!! 

MADE IN THE U.S.A. (FREE CATALOG!!! 

W J l s Ä Ü P i ? ® 
O a O O - a i < $ - 2 4 2 7 o 

W W W . W E C I I A P P S . C O M 

Market ing Services 
Stop Wasting $ $ On Ineffective 

Marketing Methods! 
Powerful proven marketing systems created 

specifically for LCO's that grow your business 
100-500% fast. Results Guaranteed! FREE report. 
Call toll-free, 24 hrs a day for automated message. 

877/454-0125. 

Software 

* I T i â k © i t easier run your u 

lawn.& landscape 
business. 

S e r v i c e C E O - t h e l e a d i n g 
b u s i n e s s m a n a g e m e n t s o f t w a r e s o l u t i o n 

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

m * C l M4NACEMrNT 
DRIVING f W T W : 
ROUTE MAXIMIZATior. 
hMPLQMSKiaS 

« 

• v . -

• i n a e a s e r e v e n u e 

1 1 b o o s t efficiencies 
'' ' j H ^ H f e n h a n c e productivity 

• i n a e a s e c u s t o m e r re ten t ion 

:.. ' ¿ ^ I ^ ^ H ^ H ^ n n r i o re a b o u t t h e 
^ ^ H p a c t S e r v i c e C E O is 

l a w n a n d l a n d s c a p e 
' ^ b u s i n e s s e s a n d s i g n u p 

for a free d e m o t o d a y 
\ ^ 

Visit w w w . i n s i g M d i ^ ^ ^ ^ ^ ^ ^ ^ ^ r a ] 
for a special offer to Lawn & Landscape Magazine 

readers, or call 8 0 0 4 7 1 

"ServiceCEO has done wonders for our company. Not only has it helped us to 
increase revenue, but it has produced tremendous results for our 
operational efficiencies." 

"We were looking for a program to aid in dispatching our service technicians and 
ended up with the ability to do things we had only dreamed of but never thought 
possible without hiring new staff. And with ServiceCEO, unlike other companies, you 
don t spend a fortune to get the latest improvements." 

' W e searched long and hard for the right software and nothing compared to 
ServiceCEO. With the rising cost of fuel, the mapping feature atone has more than 
paid for the cost of the software." 

"At last.. .How to collect money from your lawn customers with practically no work! 
Amazing NEW technology gets you paid, while you enjoy your time off!" 

Sebring, FL - A newly released free report reveals the quick and easy way to stop the monthly billing grunt work! 

Don't spend another evening or Sunday afternoon sending out monthly invoices. Why put yourself through it 

anymore? Get this free report so you'll know exactly what to do. 

Call the toll-free number to get your copy, 1-800-832-0743 (Toll-free, 24 hour recorded message) 

mailto:rick@mfpinsure.com
http://WWW.WECIIAPPS.COM


Sof tware 

classified: 
Lighting 

GROW YOUR BUSINESS 
W i t h O n e o r B o t h O f T h e s e 

G r e a t S e r v i c e O f f e r i n g s ! 

^NITETIME 
D E C O R 

Landscape and Architectural Lighting 

MOWER M ETER 
Equipment 

^ Maintenance Software 
Designedfor the 

Green Industry 
• Scheduling 
• Tracking 
• Costing 
• Parts Inventory 

Free Demo 800-635-8485 
W W W . M O W E R M E T E R . C O M 

Software Solutions 
for the Green Industry 

Lawn Care Tree Care Landscaping 
Irrigation Pest Control Holiday Lighting 

Service 
Solution 

www.TheServiceSolution.com 
614-436-9066 

Educational Training 

Do They Have The 
Right Answers? 

Provide knowledge to your 
customer service and salespeople 

• To save unhappy customers 
• Attract new customers 

One customer save pays for 1 years use 

Go Paperless! TurfGold Software 
Manages phone messages, appointments, proposals, 
scheduling and invoicing. 1 0 0 % Synchronizable 
database works with both Tablets and Pocket PCs. 
Compatible with MapPoint and QuickBooks. Free 
demo presentation at www.TurfGold.com, or call 
Tree Management Systems, Inc. at 8 0 0 / 9 3 3 - 1 9 5 5 . 

Industry Web Sites 

BUSINESS RESOURCES 
LawnSite.com - Where Business Owners Meet 
PlowSite.com - For Snow & Ice Professionals 
LawnCareSuccess.com - Books, Templates, 
Tutorials, Proposals, Contracts, Flyers, Door 
Hangers, Letters, How To Estimate Properly, 
Advertising, & More. 

4 1 2 / 4 1 5 - 1 4 7 0 

Website Design Services 

Automated, Profit-Pulling Sales Force 
That Works 24/7 and Never 

Takes a Day Off! 
Todays consumer is going online to find their service 
providers. If you're not there, you're missing out on 

100,000+ searches every month. 
Get your automated sales force today! 

Results Guaranteed. FREE report. 
www.lawncarewebdesignmagic.com 

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 8 8 8 / 2 8 - D S I G N . 

GPS Vehicle Tracking 
No monthly fees 

Call 8 0 0 / 7 7 9 - 1 9 0 5 
www.mobiIetimeclock.com 

i i l i i ' f ì » I i l # ' 

Training — Products ~ Support 
www. ni te timedecor.com 
1-877-552-4242 

C h r î s t m A s 
D e c o r 

375 Locations in 48 States 
$2000 Daily Production 

Per Crew! 

a i 
* * } ' 

Call Todav! 
1-800-687-9551 

www.christmasdccor.net 

Landscape Equipment 
TREE STAKES 

Doweled Lodgepole Pine 
C C A Pressure Treated 

2 " Diameter, Various Lengths 
Economical, Strong and Attractive 

Phone: 8 0 0 / 2 3 8 - 6 5 4 0 
Fax: 5 0 9 / 2 3 8 - 4 6 9 5 

J A S P E R E N T E R P R I S E S , INC. 

We ship nationwide. 
Web site: www.jasper-inc.com 

It Pays To 
Advertise in Lawn & 
Landscape Classifieds 

Check out the software 
that is revolutionizing the 

green industry! 

www.wintac.net 
or call: 

1-800-724-7899 

The all-in-one software 
for lawn care and 

landscaping contractors 
• Unlimited Customers & Properties 
* Automatic Scheduling, Routing 
> Automatic Invoicing, Job Costing 
> Service History & Profit Tracking 
> Labor and Productivity Tracking 
> Material & Chemicals Tracking 

» Print Proposals, Invoices, Work 
Orders, Statements, Purchase 
Orders, Reports, Labels. Even 
design your own forms in Worcf 

' Full Accounting G/L, A/R, AJP, 
Payroll, Checking, Inventory, 
Financial Reports and Graphs 

» Built-in links to QuickBooks ® 
Peachtree® MapPoint® Street 
Mapping, Emailing, and more! 

http://WWW.MOWERMETER.COM
http://www.TheServiceSolution.com
http://www.TurfGold.com
http://www.lawncarewebdesignmagic.com
http://www.landscapermarketing.com
http://www.mobiIetimeclock.com
http://www.christmasdccor.net
http://www.jasper-inc.com
http://www.wintac.net


w we do it 

•Garden Show Success at 
Lifestyle Landscaping 

When most of your business 
comes from landscape instal-
lation, a lot of your time is 

spent generating new work. At LifeStyle 
Landscaping, Grafton, Ohio, one tried-
and-true way we've found to attract 
new customers is exhibiting at our local 
home and garden show. Since 1976, 
our company has participated in at least 
one home and garden show annually, 
the most recent of which has been the 
Cleveland Home & Garden Show, 
where we've exhibited for the last 15 
years. These shows have been an integral 
part of our sales and marketing strategy; 
we invest significant resources in them. 

While our garden designs change 
year after year, one thing that remains 
the same is the necessity to plan in the 
months leading up to an event. Some 
of the planning is determined by the 
show's producers; things like the event's 
theme, show floor layout and garden 
sizes are outlined by the event coordina-
tors. From there, what happens inside 
our garden is entirely up to the Lifestyle 
Landscaping staff. 

Knowing that the Cleveland Home 
& Garden Show generally takes place 

T h e a u t h o r is a 

l a n d s c a p e d e s i g n e r f o r 

L i f e s t y l e L a n d s c a p i n g , 

G r a f t o n , O h i o , a n d 

c a n b e r e a c h e d a t 

440/748-4848. 

in early February, with input from 
many members of the company and 
our design staff, we generate a proposed 
garden design for the event producers' 
approval by July the year prior. From 
there, with an approved proposal, our 
staff generates a final design that must 
be submitted by October. The produc-
ers will often ask for a plant list and 
overall design layout to make sure the 
concept we've run with reflects the over-
all theme and flavor of the event. 

With a few months between submit-
ting our proposal and the dates of the 
show, the entire Lifestyle Landscaping 
staff bands together to make the design 
a reality. Beyond serving as a marketing 
tool, participating in home and garden 
shows in the winter allows us to keep 
our staff busy during the slow season. 

Ultimately, event organizers provide 
about four days of on-site installation 
time before the first weekend of the 
event. However, a lot of work goes into 
the project before that time. Generally, 
our team creates a garden anywhere 
from 1,200 to 1,500 square feet - a 
large space to fill, and one that requires 
a lot of hands. Right away, our plant 

5 K e y s t o G r e a t H o m e & G a r d e n S h o w s 

1. Plan your display garden wel l in advance of the home and garden show 
event . This will also give you plenty of t i m e to force plant mater ia l , if necessary, 
and design any special structures. 

2. Involve staff m e m b e r s f rom all parts of the company to max imize creat ive 
input and keep employees busy during slower w i n t e r months. 

3. Ensure t h a t one or t w o staff m e m b e r s are on hand during the event to m e e t 
and gree t potent ia l clients, answer questions and begin the sales process. 

4. Avoid commi t t ing to a garden size or style tha t you may not be comfortable 
installing for a potent ia l client. 

5. Part ic ipate in home and garden shows as regularly as possible. A t tend ing the 
same show year af ter year shows consistency in your company and lets poten-
tial clients follow the progress of your w o r k over t ime . 



experts will get started on forcing 
perennial plant material to be ready to 
bloom during the show. 

Meanwhile, the rest of our staff 
members take on other tasks. Some 
staff members are responsible for col-
lecting the stone and hardscaping ma-
terials we'll use. Also, we may have ar-
bors, fences, water features and other 
special focal points to build. Much of 
this development process takes place 
at our own facility where we'll build 
the structures and then determine the 
best way to disassemble them so we 
can quickly re-assemble them on-site 
during our four-day setup period. 

Come setup time, we generally 
have four to six staff members on-site 
at the convention center to erect the 
special features we've built at the shop. 
As it gets closer to the day of the show 
we may have as many as eight or 10 
staff members on hand to help install 
the plant material. To make sure our 
presence is felt during the event, we 
have one staff member on hand at the 
display during the week days and two 

people during the weekend days. 
Overall, Lifestyle Landscaping 

spends $30,000 to $50,000 annually 
on the design and implementation 
of our display gardens. While some 
participants may use stipends of-
fered by the event organizers as the 
budgets for their gardens (sometimes 
up to $12,000), we choose to invest 
more because we want to put our best 
foot forward in this marketing effort. 
While the cost might seem excessive, 
it's important to remember that in or-
der to create the established-landscape 
look, more plant material is neces-
sarily than what you would normally 
use for a landscape installation. For 
the 2006 Cleveland Home & Garden 
Show, Lifestyle Landscaping planned 
for 1,000 perennials, 50 to 60 shrubs, 
five flowering trees and seven cut trees 
for our large garden. Additionally, 
while much of our plant material may 
be sold to the public at the end of the 
show, we retain the stone, pavers and 
other hardscape materials in the de-
sign for use in future landscape jobs. 

Also offsetting the cost of the 
show is the return on investment 
(ROI) we receive in terms of generat-
ing new work. Admittedly, sales can 
vary widely from year to year based 
on the show's attendance, the econ-
omy, etc. While one year you may 
earn one new client that turns into a 
$300,000 job, another year you may 
make 30 new sales of $10,000 or 
$15,000 each. Overall, the volume 
of work we can traditionally generate 
from a home and garden show ranges 
from $200,000 to $500,000. 

Beyond that, there also can be a 
great residual effect - new clients that 
call in July to say they saw our work 
at the February show and are now in 
a position to make an investment in 
their landscapes. - Kevin O'Brien | l 

V i s i t t h e M a y O n l ine E x t r a s s e c t i o n f o r ad -
d i t i o n a l p h o t o s o f L i f e s t y l e L a n d s c a p i n g s 
t r a d e s h o w d i s p l a y as w e l l as m o r e t i ps . 



Company Name Web Address Page # RS# Company Name Web Address Page # RS# 

Agco Corporation www.agcocorp.com 39 28 
Agrotain www.agrotain.com 92 74 
American Hydro Systems..www.ridorust.com 158 I 19 
Ariens/Gravely www.gravely.com 65 47 
Arysta Ufescience www.arystalifescience.com 

34-35 25 
ASV www.asvi.com 24-25 21 
BASF www.turffacts.org 

57, 58-59, 93*. 94-95* 39, 40, 76, 77 
Bayer Environmental Science 

www.bayerprocentral.com... 7 
Bio-Plex Organics www.bio-plex.com 12 16 
Bobcat Co www.bobcat.com 105 85 
California Landscape Lighting 

www.callite.com 124 103 
Carl Black G M C www.carlblackgmc.com 91 73 
Carlisle Tire & Wheel Co 145 113 
Cascade Lighting www.cascadelighting.com 118 98 
Case Construction Equipment 

www.casece.com 5 12 
Caterpillar www.cat.com 48-49 36 
Chemical Containers 62 44 
Compact Power/Boxer www.boxerequipment.com.. 104 84 
Corona Clipper www.coronadipper.com 133 106 
C&S Turf Care www.csturfequip.com 74 55 
Cub Cadet www.cubcommercial.com ....73 54 
Cummins Engine Co www.cummins.com 143 112 
Dabmar www.dabmar.com 149 115 
Dimex Corp www.edgepro.com 96 78 
Ditch Witch www.ditchwitch.com 137 108 
Dixie Chopper www.dixiechopper.com 171 121 
Dixon Industries www.dixon-ztr.com 45 33 
Dow AgroSciences www.dowagro.comAurf 17, 63, 128-129* 
Drafix Software www.drafix.com 13 17 
DuPont www.proproducts.dupont.com 

46, 47 35 
Easy Lawn www.easylawn.com 90 72 
Echo www.echo-usa.com 72 53 
Exmark www.exmark.com 120-121... 101 
Express Mower Parts www.expressmowerparts.com 

158 118 
Factory Direct Lighting www.fdlight.com 151 116 
Ferris Industries www.ferrisindustries.com 37 26 
First Products www. I stproducts.com 90 71 
Flail Master www.flailmaster.com 108 88 
FMC Corp www.pestsolutions.fmc.com.. 125 104 
Ford Motor Co www.ford.com 52-53 
Frontier Equipment www.buyfrontier.com 56 38 
G M C www.gmc.com 32-33 
Grasshopper www.grasshoppermower.com 

131 105 
Gregson-Clark www.gregsondark.com 138 109 
Hunter Industries www.hunterindustries.com... 172 122 
Hustler Turf Equipment www.hustlerturf.com 103 83 
Include Software www.indude.com 84 65 
Intuit www.intuit.com I 12 93 
J.J. Mauget www.mauget.com 123 102 
John Deere www.mowpro.com 15 18 
John Deere Construction..www.skidsteer.com 69 50 
John Deere Landscapes 

www.johndeerelandscapes.com ...97 79 
K-Rain www.k-rain.com 85 66 

Kelley Commercial Truck Center 

Kohler www.kohler.com. 

Kubota www.kubota.com... 
LR Nelson www.lmelson.com . 
LT Rich Products www.z-spray.com... 

Legend Manufacturing www.legendmfginc.com... 
Lehman Mfg www.llc-equipment.com.. 

Little Beaver www.littlebeaver.com . 

.147 1 14 

. 9 13 

.141 I I I 
I l l 92 

,61 42 
,118 99 
159 120 
3, 1 17.. 1 1,97 
80 61 
64 46 
30-31.... 24 
92 75 
135 107 

Marsan Turf www.sprinklers4less.com 
67 ,40 , 12, 108 ....49, 29, 15, 89 

Maruyama www.maruyama-us.com 106. 
Minuteman Pärker 66.. . 
Navtrak www.navtrak.net 116. 
Neely Coble www.neelycoble.com 115. 
New Holland Construction 

www.newhollandconstruction.com I I .... 

..86 

..48 

..96 

..95 

..14 
Nufarm Turf & Specialty www.turf.us.nufarm.com 71, I 19.... 52, 100 
Oldham Chemicals Co www.oldhamchem.com 88 69 
Oregon Outdoor Power Equipment 

www.oregonoep.com 79 59 
Pace American www.paceamerican.com 38 27 
PBI Gordon www.pbigordon.com 

81,153,50 62, 117,37 
Perma-Green Supreme www.permagreen.com 27 22 
Pine Hall Brick www.pinehallbrick.com 64 45 
PLNA www.plna.com 76-77* 57 
Project Evergreen www.projectevergreen.com 

125 58 
Rain Bird www.rainbird.com 29, 51 23, 83 
Red Max www.redmax.com 41 30 
Red Wing Shoe Co www.redwingshoe.com 60 41 
Roots www.rootsinc.com 75 56 
Scag Power Equipment www.scag.com 89 70 
SePRO www.sepro.com 113 94 
Shurflo www.shurflo.com 19 19 
Signature Control Systems 

www.signaturecontrolsystems.com 98 80 
Simplicity/Snapper www.snapperpro.com 107 87 
Southwest Putting Greens 

www.southwestputtinggreens.com 83 64 
Stihl www.stihlusa.com 21 20 
The Scotts Co www.scotts.com 77 123 
Toro www.toro.com 99, 2 8 1 , 1 0 
Tree Tech Microinjection ...www.treetech.net 139. 
Truly Nolen www.trulynolen.com 88 ... 

.110 

.68 
Turbo Technologies www.turboturf.com 43 32 
Turf-Seed www.turf-seed.com 62... 
Tygar Mfg www.tygarmfg.com 43 ... 
U.S. Lawns www.uslawns.com 82... 
Vista Outdoor Lighting www.vistapro.com N O . 
Wells Cargo www.wellscargo.com 80... 
Wright Mfg www.wrightmfg.com 87.. . 
Yanmar America Corp www.yanmar.com 109. 
Yazoo/Kees www.yazookees.com 102. 
Zum Wlkins www.zum.com 70.. . 

..43 

..31 

..63 

..91 

..60 

..67 
.90 
.82 
.51 

*Denotes regional advenising. This listing provided as a courtesy to Lawn & 
Landscape advertisers. 

http://www.arystalifescience.com
http://www.turffacts.org
http://www.bayerprocentral.com
http://www.dowagro.comAurf
http://www.proproducts.dupont.com
http://www.exmark.com
http://www.expressmowerparts.com
http://www.grasshoppermower.com
http://www.kohler.com
http://www.kubota.com
http://www.lmelson.com
http://www.z-spray.com
http://www.legendmfginc.com
http://www.llc-equipment.com
http://www.littlebeaver.com
http://www.sprinklers4less.com
http://www.newhollandconstruction.com
http://www.turf.us.nufarm.com
http://www.pbigordon.com
http://www.projectevergreen.com
http://www.rainbird.com
http://www.toro.com
http://www.treetech.net
http://www.trulynolen.com
http://www.tygarmfg.com


How 
e a s y h a s i t b e e n j 
f i n d i n g s e r v i c e * 

t h e B i g B o x J 
- S t a r e j g & 

I W l 

MM 

CRCT 

SoWhy, 
j ^ ^ o u l d y o u ^ f l 

i " h n T r v n n p m P Y t ™ \ 

n # 1 / # j t r % u n n n r n 
f J I A f ï - r^nUr r f z f f 
The Worldls Faslesl Lavsn Movser 

J^gy^-. Your next new car won't be serviced in 
^fefl^¡Sy Aisle 14 for a reason, the same reason a 

Dixie Chopper won't be located behind 
j ffcWi|] Hu j the light bulbs or paint supplies. 

U^f J Service doesn't come in a box. 
J For a knowledgeable, experienced 
i sales person, contact your independent 
Fi; Dixie Chopper dealer. 

^ T o f i n d o u t k ° w t o c u t niore acres of grass per 
^ ^ ^ hour using a genuine Made in the USA mower, 

r www.dixiechopper.com 
For Over 25 Years Dixie Chopper has been building the most productive machines in the 
industry. Experience the difference today at your nearest Dixie Chopper dealer. 

x i n M 

8.7 

http://www.dixiechopper.com


Better Wiper Seal 
Better Nozzles. 
Better Body Cap. 

Better Switch Now. 
Why are professionals making the switch to Pro-Spray® in record 

numbers? Because Pro-Spray has been designed to be better than 

the leading brand in all aspects. The wiper seal is 

grit-resistant (which helps put a stop to stick-ups) and 

prevents flow-by leakage (which allows the 

head to be used under lower pressure). 

The body cap is built strong to resist 

stress cracking in high pressures and extreme 

temperatures. And, the superior engineering of 

Pro-Spray fixed-pattern nozzles features precise 

edges, optimum droplet size, and the industry's 

easiest, as well as most aesthetically pleasing, 

color-coding I.D. system. Visit your Hunter 

distributor to make a change to Pro-Spray 

and make a change for the better. 

Extra strong 
body cap won't 

leak or crack 

Convenient 
pull-ring flush cap 

Hmiter 
The Irrigation Innovators 
www.HunterIndustries.com 

Co-molded 
wiper seal 
eliminates leaks 
and "flow-by " 

http://www.HunterIndustries.com

