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A little drought was 
always good for 
Ed Mutio's irrigation 
sales, but dire conditions over the past 
year forced him to evaluate his business strategy. 
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The next best thing to real. 
D E S I G N I T . SELL I T . 
Landscape design is all about vision, 
and know ing h o w to share that 
v is ion w i t h potent ia l customers. 
Wi th PRO Landscape design software, 
you can translate your creative ideas 
into photoreal is t ic images and 
proposals in minutes, g iv ing your 
v is ion the pol ish and impact you 
need to sell. Wi th more than 15 years 
on the market, PRO Landscape is the 
most popular, professional landscape 
design software available today -
and the next best th ing to real. 

• Realistic photo 
imaging 

• Easy-to-use CAD 

• Customer proposals 
M L . t J l M K k 

3D photo rendering 

3D CAD rendering 

Night & holiday 
lighting 

W i t h 3 D 

draf ix sof tware: inc 

800-231-8574 or prolandscape@drafix.com 

USE READER SERVICE # 1 0 

60-Day Money-Back Guarantee 

www.prolandscape.com 

mailto:prolandscape@drafix.com
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We don't just offer products. We offer solutions. 

MERIT CoreTect 
T E M P O 

[TREE INJECTION INSECTICIDE] 

Armada COMPASS F G R B I D 

At Bayer, we offer the perfect solutions for your customer's landscape. Nothing new there. What's special is what 

else comes with every package, we've got just the thing to grow your business. Along with every product we offer 

comes our research and development team, sales support and easy-to-access customer service. Backed by Bayer 

means your business is happy and more importantly, so are your customers. For more information ask your Bayer 

Field Sales Representative or visit us at BackedbyBayer.com. 

BDNSTRR 

allecTUS 

BACKED 
by BAYER 

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709.1 -800-331 -2867. www.BackedbyBayer.com. Allectus, Armada, Compass, Forbid, Merit, Ronstar 
and Tempo are registered trademarks of Bayer AG. CoreTect is a trademark of Bayer AG. Not all products are registered in all states. Always read and follow label directions carefully. ©2008 Bayer CropScience LP. 

http://www.BackedbyBayer.com
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jobs of every size. 
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Our research team. 

Science. That's kind of our thing. Our research and 

development teams are always busy looking for that 

next great solution, not copying what others have 

already done. We're perfectionists, just like you, so we 

aren't easily satisfied. Sure, we've developed lots of 

great products, but there's always a way to make them 

work better. So you know when you're buying f rom 

Bayer, you're not just getting trusted results, you're 

investing in the future of your industry. That's not 

something many of our competitors can say. And as 

always, when you're Backed by Bayer you're getting 

all of the science and support that comes with it. Just 

call your sales rep, our customer support line, or log 

onto BackedbyBayer.com. 



T h e D a i l y R e s o u r c e f o r L a n d s c a p e C o n t r a c t o r s I l a w n a n d l a n d s c a p e . c o m 

Log on each Monday to learn from industry profes-
sionals how successful companies stay on top. You'll 
take away business tips from executives or industry 
status reports from people in the know at the 
associations that represent your companies. 

TOP FIVE WEB STORIES 
INDUSTRY BUZZ: Celebrate National Lawn Care Month 
Share the benefits of a healthy lawn with clients. 

5 U n e m p l o y m e n t Rate Jumps to 5 .1 percent 
The job market shrunk as 80,000 nonfarm payroll jobs were cut. 

j ValleyCrest Acquires Florida-Based Landscape Company 
The landscape firm continues its growth in the Southeast with the acquisition of 
Concepts in Greenery in Stuart, Fla. 

Tree Heartwood Extracts Thwart Sudden Oak Death Microbe 
An Agricultural Research Service plant physiologist found that extracts from tree 
heartwood can limit the growth of Phytophthora ramorum, the microbial agent 
that causes the disease. 

J Drought Tolerant Grass Meets Green Building Standards 
UltimateFlora Zoysia, developed by the Univeristy of Florida, is approved by the 
Florida Green Building Coalition for use on home lawns. 

$600 wil l get you a few plants and a cleanup. No one is 
go ing to waste a rebate check on something so small. And if they do, 
after labor and materials, is it wo r th it for any landscape 
company to do it?" 

- Benjamin Elliott, of Oak Hill Landscape Group in Kennesaw, Ga.t on 
the economic stimulus checks that are being sent out starting this 
month. Put in your two cents at lawnandlandscape.com/message 
board, the green industry's award-winning interactive community. 

The Month Ahead | lawnandlandscape.com 

O R G A N I C S E X T R A 

After you read about 
organic lawn care in 
this issue, get more 
informat ion onl ine 
under "current issue" 
at the bo t t om of the 
home page. 

P U T T I N G G R E E N S 

After you read about 
adding put t ing green 
installation to your 
service offerings, learn 
how to market the 
service in the Onl ine 
Extras section. 

E - N E W S L E T T E R 

Visit lawnand 
landscape.com/ 
newsletter to sign up 
to receive the latest 
news and product 
in format ion in your 
inbox weekly. 

RECENT POLL: 
FUEL COST 
Q: How will the high price of fuel affect 

your spring contracts? 

• I'll raise prices in other areas 
because of fuel: 52% 

• I'll add a new fuel surcharge: 23% 

• I'll step up fuel conservation 
measures: 16% 

• I won't do anything differently: 6% 

• I'll increase the existing fuel 
surcharge: 3% 

Visit lawnandlandscape.com/poll 
to participate in the latest polf. • 

Watch for a year-long series of 
podcasts - sponsored by Syngenta 
Professional Products - on ways to 
grow your lawn and landscape 
business. We'll also feature a turf plant 
health podcast sponsored by Roots. 
Be sure to watch for more information 
on specific topics and launch dates for 
these podcasts in our weekly Lawn & 
Landscape e-newsletter. 
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MistAway® Systems is the leading manufacturer 
of outdoor misting systems that effectively control 

mosquitoes, no see urns and other annoying insects. 

We are actively seeking Lawn & Landscape 
Professionals to become MistAway dealers. 

Contact us today to receive a FREE 
no obligation informative DVD 

www.mistaway.com 866-485-7255 

http://www.mistaway.com


c i n d y c o d e | ccode@gie.net 

W a t e r Smar ts 

Water conservation is one of the most important issues facing the United States 
and the landscape industry. Water concerns range from region to region based on 
availability and current need. However, whether the need is today or tomorrow, the 
time for full-fledged water use education is now. 

The (Cleveland) Plain Dealer recently ran a series of articles on the Great Lakes 
titled, "Who Owns Our Water?" It discussed how growing worldwide water concerns 
have reached the United States, and is again spurring talk of large-scale diversions 
of water from the Great Lakes to the Southeast or the Southwest. 

The issue is complicated, pitting regions and businesses against one another in 
a fight to obtain as much fresh water as quickly as possible. 

Closer to home, the landscape industry has yet to fully understand the impact 
of the hottest and driest summer on record for much of the Southeast. Contractors 
report that it crippled many businesses in our industry because of watering restric-
tions, the increased cost of growing plant materials, the inability to reseed and sod 
as well as reduced recurring mowing opportunities. 

Stories are also plentiful throughout the U.S. of municipalities and states paying 
residents to replace turf and plant materials with hardscapes or synthetic alternatives, 
as well as restricting the ability to install new landscapes and parks surrounding new 
housing and office developments. There thought is, if the landscapes aren't installed, 
then water is not needed to maintain them, right? 

This month's cover story (see page 32) details how one irrigation contractor 
has had to remodel his business based on a lack of rain. At one time, dry weather 
was a good impetus for irrigation system sales, but Ed Mutio, owner of Water Works 
Unlimited, Wake Forest, N.C., discovered that he had to reinvent his business to 
survive last summer's drought and increasing water mandates. 

While drought is an easy opportunity to bring the issue of water scarcity to light, 
it's certainly not the only reason to discuss the future of our country's water supply. 
Water conservation and smart use of this resource should be a concern of each and 
every one of us no matter the size, scope and location of our businesses. 

Last year's grassroots Smart Irrigation Month effort, plus the debut of the Envi-
ronmental Protection Agency's WaterSense program pushed water-wise messages 
into the forefront. Additionally, irrigation certification programs provide increased 
credibility for those interacting with the public on water-related subjects. 

The education process doesn't stop there. Lawn and landscape professionals 
continually need to coach their customers - residential and commercial alike - on 
the efficiencies and effectiveness of smart irrigation use and its long-term impact 
on our environment. The issue is not whether to water, it's how to water smart. LL 
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8 TONS. 
NO SWEAT. 
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fr^M CHEVY SILVERADO HD. The muscle to tow up to 16,200 lbs. of 

whatever you want.* With an available Duramax® Diesel and nearly bulletproof Allison® transmission, 

Silverado0 cranks out 365 horsepower and 660 lb.-ft. of torque. That's a powerful combination. And 

it's all backed by a 100,000 mile/5-year Transferable Powertrain Limited Warranty.1 To see more Silverado 

advantages, check out chevy com THIS IS OUR TRUCK, jftJ AMERICAN R VOLUTION 

'Maximum trailer weight ratings are calculated assuming a properly equipped base vehicle, plus driver. See dealer for details, tWhichever comes first. See dealer for details. 
Chevy is a trademark of the CM Corp. ©2007 CM Corp. Buckle up, America! 



l e t t e r s t o 
t h e e d i t o r 

Readers can forward their letters 
via the Letters to the Editor button 
at www.lawnandlandscape.com or 
directly to Editorial Director Cindy 
Code at ccode@gie.net. 

Pesticide Alternatives 

I'm disappointed that your discussions of turf manage-
ment only address the use of harmful chemical treat-
ments, and list no organic control options. 

As I see it, any responsible article concerning pest/ 
weed control should always have a balance of the two 
options. If we cannot rely on our published professionals 
to provide healthy alternatives to landscape profession-
als, we will continue to be an industry doing more harm 
to the environment than good. 

Daniel Gerdes 
Enhancements Supervisor 
Christy Webber Landscapes 
Chicago 

L a i M i Kudos 

I just wanted to drop you a quick note to tell you how much I 
enjoy your magazine. Your February issue was especially 
interesting to me. Thanks for covering the H2B issue so well and 
for all the good work you do on this and other industry issues. 

Sandy Munley 
Executive Director 
Ohio Landscape Association 
Broadview Heights., Ohio 

Software Demos 

I like the way your magazine does first-hand articles by people who actually do the 
work and use the products. I would like to see an article that compares the leading 
landscape design software packages. Most of the landscape software vendors do not 
have demo CD's and require purchase of the package with a limited return time. I 
would like to read what others think before making a financial commitment. 

George Winstead 
MasterScapes 
Gainesville, Ga. 

Editor's note: Thank you for your suggestion. As a trade magazine for the land-
scape industry, it's our responsibility to report on the marketplace and share 
information on the products available to our readers. While we run charts detail-
ing product characteristics, we do not run product comparisons. We suggest 
posting your question to our message board (www.lawnandlandscape.com/ 
messageboard) where contractors from across the country can provide real-
world feedback on various products. Good luck. 
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HOW MUCH IS THIS CONVERSATION COSTING YOU? 

WHO CAN REMEMBER? 
JUST PUT 3 1/2 HOURS. 

| WHAT SHOULD I | 
PUT DOWN FOR LAST ^ ^ 

j t r 

WHY DEAL WITH THIS? WHEN YOU CAN HAVE TH S. 
Employee Tyjie C a r d / 

r f /3- i 
I D«y: San: Lunch: End: Jobsite: Activity: Hours: 1 

Monday * TV \G&\ 8 
Tuesday "7 / I T?' * 

7 * ¥?t J 
Thursday 7 >1 t « * 

Khd* -7 V t * 

Employee Time Card 
Displays the total time worked by each employee 

David Burns 
Time card for: Monday. June 9. 2008 - Sunday. June 15. 2008 

Mountain View Landscape 

Jobsite Name Cost Code 6/9 6/10 6/11 6/12 6/13 6/14 6/15 Total 

Brentwood Job Irrigation 

Crestview Job Planting 

3:31 

4:22 

18:44 

20:09 

David Burns 

7:38 7:35 7:53 7:58 7:49 

Total Regular Hours 

Total Overtime Hours 

Total Double Time Hours 

TRACKING service ' 
> T 5 5 5 n S Of cost codes? 
> C r e w s o n t h e « * O V E ? 

> H S » 7 c 5 * codes 
° O Z E " t h e M O V E ? 

Ask About 

P o c k e t C l o c K 

More than 500,000 workers 
clocked in today with 
The Job Clock System. 

Find out why! 

USE READER SERVICE #59 

T H E J O B C L O C K : T H E L A N D S C A P E R ' S T I M E C L O C K : 

Call today: (888) 788-8463 www.jobclock.com E X A K T I M E 

http://www.jobclock.com


co no my, Labor Issues 
n PLANET's Radar 

ASSOCIATION NEWS 

Jason Cupp, president of Highland Outdoor in 
Olathe, Kan., took the reigns as the president of the Professional 

Landcare Network (PLANET) at the association's Student Career Days 

event in late March. Lawn & Landscape recently spoke with him about 

his outlook for both the association and the industry as a whole. 

Q : WHAT ARE YOUR GOALS FOR PLANET 
DURING YOUR YEAR-LONG TERM? 

A : I find two goals at the top of my list. No. 1,1 hope to focus 
on PLANET'S new governance - to educate members about it 
so we can deliver value quicker in a more strategic way. 

Also, members consistently tell us that networking is why 
they're members and why they come to our events. I'm going 
to continue to make that a strong emphasis. I'm a people guy, 
and I hope to foster and facilitate opportunities for people to 
build lifelong industry and personal relationships. 

Q : TELL US ABOUT PLANET'S NEW GOVERNANCE AND 
WHATTHAT MEANS FOR THE ASSOCIATION'S MEMBERS. 

A l The industry is getting larger and becoming more com-
plex with legislation and regulations. Businesses are having to 
change along with it, and PLANET will have to change, too. It 
used to be that the board members did a lot of the work. They 
were not only trying to set the association's direction, but they 
were also in the trenches. We decided to move to a strategic 
board that looks at the big picture and positions PLANET to 
deliver on the needs of the members. The number of board 
members has gone down from 23 to 15. That will allow us to 

WORKFORCE 

STUDENT CAREER DAYS DRAWS RECORD CROWD 
North Metro Technical College took first place. Photo: PLANET 

m 

The 32nd annual PLANET Student 
Career Days drew a record 950 students from 65 uni-
versities, who participated in 25 individual and team compe-
titions. Hosted by North Metro Technical College, the event 
took place March 27-30 in Atlanta. 

Students competed in a number of events, including 
plant identification, estimating, equipment operating and 
installation, as individuals as well as in teams. The individual 
winners, or "Superstars,"were, in first place, Matthew Early of 
North Metro Technical College (Acworth, Ga.); second place, 
Ken Kwait of the University of Illinois at Urbana-Champaign 
(Champaign, III.); and, in third place, Ken Beasley of Hinds 
Community College (Jackson, Miss.). 



make decisions quicker and be able to focus more on strategy 
than operations. Operationally, it will come down to commit-
tees combined with our staff, who have the ability and skills to 
be more involved. Overall, it will allow us to be more nimble 
and deliver better value to our members quicker. 

Q : WHAT CHALLENGES DO YOU EXPECT THE 
INDUSTRY TO FACE THIS YEAR AND HOW WILL 
PLANET HELP TACKLE THOSE? 

A ; The issues include difficult housing and credit markets. 
Across the board it will be a tough year, but the companies 
who do business in construction, starter homes or smaller 
projects will really feel it. 

Immigration and H-2B continue to be top issues. I don't 
think that headline is going to go away. As the industry is 
growing by leaps and bounds, management and labor will 
continue to be at a premium. 

I don't know if anybody has the answer to the economic 
problems, but as an industry we need to continue to develop 
the future workforce. At Student Career Days we had nearly 
1,000 students this year. We need to continue to partner with 
the FFA, 4-H and AFA organizations to attract the students 

interested in agriculture and horticulture early on. 

Q : HOW WOULD YOU RATE THE SUCCESS OF 
THE ALCA/PLCAA MERGER AFTER TWO YEARS? 

A j I think we're PLANET now. Some will disagree, but I be-
lieve if you talk to members from the legacy associations, they 
will call themselves PLANET members. For a while, we had to 
rebrand ourselves, but a lot of those transition issues are over 
with. The hardest part is for somebody who's been around 
either association for a long time; it's hard to not feel like that 
identity is different, even though I feel it's been great for the 
industry. But I think we're past it. 

Q : ARE THERE ANY NEW INITIATIVES FOR 
THE UPCOMING YEAR? 

A : In fact, we feel so strongly about focusing on the new 
governance structure, there aren't any major new Initiatives 
for 2008. Of course we'll react to issues in terms of legislation 
and things like that, but there's nothing significant that's not 
business as usual. - Marisa Palmieri 

North Metro Technical College took first place in the over-
all competitive events, unseating last year's winner, Brigham 
Young University - Idaho. BYU - Idaho took second place, and 
BYU's Provo campus took third. 

North Metro Tech student Matthew Early was just as excit-
ed about his team's win as his individual first-place finish. "We 
just wanted to place in the top 10," Early said. "We thought 
that if the whole team came together we might be able to pull 
it off." 

In addition to the competitions, students also had the 
opportunity to win scholarships and other award money. 
PLANET distributed more than $70,000 in scholarships 
through its PLANET Academic Excellence Foundation. 

The SCD Career Fair gave students the opportunity to 
interview with green industry firms for jobs and intern-
ships. Many students received job offers on site. "Seeing 
the level of talent coming into the field made me really 
proud to be a part of this industry," said Ross Fletcher, 
president and owner of Hemlocks Landscaping, Jasper, Ga. 
"We had 150 kids who where interested in interviewing 
with us and wanted more information about our company. 
You can't do better than that." 

Lawn & Landscape magazine was the media sponsor for 
the 32nd annual event. 

For a complete list of winners, visit www.student 
careerdays.org. - Emily Mullins 
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THE NEW '08 SUPER DUTY.' 
A payload of up to 9,390 lbs.* Ford Clean Diesel Technology™ that churns out 325 hp and 600 Ib.-ft. 
of torque." The bold, new look of the '08 Super Duty. 

commtruck.ford.com 
'Properly equipped. "Available 6.4L Power Stroke"' V8 Turbo Diesel engine. 
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ECONOMY 

No Boost Expected 
from Stimulus Checks 
Despite water-cooler buzz that reflects taxpay-
ers are eager to receive their economic stimulus 
checks, a recent study shows business owners don't neces-
sarily harbor the same excitement. 

Sixty-three percent of business owners expect "little or 
no benefit"from the tax rebate checks, according to PNC's 
Economic Outlook Survey, released last month. The survey 
is the result of interviews conducted with 500 U.S. owners 
and senior executives of companies with annual revenues 
between $100,000 and $250 million. 

The stimulus checks, which the government will begin 
mailing this month, dole out $600 to individual taxpayers who 
earn less than $75,000. Married couples who earn less than 
$150,000 combined and who file jointly will receive $1,200. 
The package also includes $300-per-child rebates. 

Out of the 30 percent of business owners who expect to 
see some benefit from the checks, the expectation is higher 
among wholesale and retail firms compared to manufacturing 
and service companies. 

Landscape and lawn care company owners are among the 
unenthusiastic service sector professionals. "It won't make a 

lick of a difference in our sales," says Andrewaksar, president 
of Outdoor Finishes, Walkersville, Md."Six hundred to $1,200 
doesn't go very far in this industry." 

James Binns, president of Earthworks Landscape Garden-
ing, Fayetteville, Ark., agrees. "People will take that money and 
buy more crap from China," he says. "For $600 in the green 
industry, my company can prune, pull weeds and do two 
mowings on one small lawn - for one month." 

PNC's survey reflects a decrease in general economic 
confidence among small and mid-sized business owners, too. 
Only 6 percent of respondents said they're optimistic about 
the U.S. economy over the next six months - a record low in 
the 5-year-old survey. Additionally, 19 percent of respondents 
said they expect their profits to decrease in the near term. 
Their top concerns were the possibility of recession (36 per-
cent) and higher energy prices (30 percent). -Marisa Palmieri 

info 
For more on the stimulus plan's small 
business tax incentives, see 
"Taxing Decisions" on page 88. 
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WEATHER 

Prepare Now for Hurricane Season 
The Atlantic hurricane season looms on the horizon. Before the season officially starts 
June 1, contractors in storm-prone areas have a chance to make sure they're prepared for whatever 
comes their way. 

National Hurricane Preparedness Week runs May 25 to 31 .Those who reside or work in areas that 
have historically been in a hurricane's path can learn what their vulnerabilities are and what actions 
they should take. Preparing before the storm hits is important, the National Oceanic and Atmo-
spheric Association (NOAA) says. 

The association outlines pre-hurricane precautions, including trimming dead or overhanging 
branches from trees around homes. Also, it recommends that companies make a list of items that 
should be brought inside during a hurricane watch. 

Check with manufacturers for tips on dealing with extreme weather. For example, Husqvarna 
sends crews with chainsaws and generators to storm-hit areas to help with the cleanup. 

Visit www.noaa.gov for more information about hurricanes, including historical hurricane 
tracks and the different types of hurricane hazards. -Heather Wood 

http://www.noaa.gov
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FOR EXCELLENT MULCHING AND STAY-SHARP CHOOSE GflTOR MUICH€R 
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Fusing 

Our patented GATOR MUICHCR® 

3-in-l mulching blade delivers 
excellent mulching, bagging 
and side discharge performance 
- even on small, single-blade 
walking mowers* 

For increased stay-sharp, our 
patent pending Fusion® process 
provides the same high quality 
of cut at 7 am, at 12 noon and at 
6 pm. 

GATOR MUICHCR blades and nearly 
8000 other high quality replacement 
parts are available through your 
authorized Oregon® distributor or 
dealer. 

Choose Oregon® to be your one-stop 
parts source! 

OREGON 
Advanced Cutting Technology 



TRENDS 

Boomers 
Continue to 
Spend on Their 
Landscapes 
Despite the uncertain 
economy, baby boomers 
haven't stopped spending 
on their landscapes. 

People age 45 and older 
now account for 64 percent of 
the retail gardening market, 
the National Gardening As-
sociation reports. The impact of 
this changing demographic is 
evident in garden centers and 
distribution outlets nationwide. 

It also signals opportunity 
for professional lawn and land-
scape contractors, as homeown-
ers are also spending money 
on labor-saving tools and new 
installations such as drip ir-
rigation systems and products 
and services to manage weeds, 
among other things. 

While gardening may be 
a favorite pastime among 
Americans, they still don't want 
to do all of the work themselves. 
Thirty percent of all households 
nationwide, or an estimated 
34.5 million households, cur-
rently hire at least one lawn 
and landscape service. And the 
market for residential lawn and 
landscape services has increased 
by about 10 percent each year 
over the last five years. 

Don't get bummed out over 
the headlines. Go after those 
residential customers with 
money to spend. - Cindy Code 

GIE-EXPO 

Grunder, Other Experts to Present Preview 
Workshops at GIE+EXPO 
The Green Industry Expo (GIE) Workshops at 
the 2008 GIE+EXPO, which takes place Oct. 22-25 in Lou-
isville, Ky., provide a "preview" to the Professional Land-
care Network's four-day Green Industry Conference (GIC). 
The $50 sessions are open to all trade show attendees. 

Workshops include: 
THURSDAY, OCT. 23, SESSION A, 8:30 - 10:30 a.m. 

Pricing and Profitability, Kevin Kehoe, Kehoe & Co. 

"Real world" strategies used by successful contractors to increase sales and profits. 

FRIDAY, OCT. 24, SESSION B, 8:30 - 10:30 a.m. 

Building Leadership Through Personal Power, Chuck Zamora, Zamora Training Inc. 
Explore the three major components of personal power: communication, attitude and 
self-image, followed by goal setting. 
SATURDAY, OCT. 25, SESSION C, 8:30 - 10:30 a.m. 
Make Friends, Make Sales, The Art of Relationship Selling, Marty Grunder, Marty Grunder! Inc. 
Improve your selling efforts immediately by learning how to make friends and influence 

people, making money in the process. 

Pre-registration for the GIE Workshops is required. Register for the workshops at www. 
gie-expo.com or call the show management office to request a registration brochure -
800/558-8767. 

For information about PLANET'S full GIC educational series, visit www.greenindustry 
conference.org. In addition to powerful education, GIC offers extensive peer network-
ing, new green industry-related publications and valuable professional resources. 

The Professional Grounds Management Society also offers education and peer net-
working during GIE+EXPO through its School of Grounds Management. For details go 
to www.pgms.org. 

http://www.greenindustry
http://www.pgms.org
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M A R A T H O N D A T A S Y S T E M S 

EverGreen Software will help you REDUCE OPERATING COSTS 
and KEEP MORE CUSTOMERS. Your business can: 
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^ Save fuel and save time with our routing, scheduling and route 
optimization solutions 

^ Reduce paperwork and redeploy office staff with our handheld application 

Reduce postage and printing costs through our integrated email 
and online customer portal functions 

^ ^ Eliminate headaches and the cost of managing a server by utilizing 
our web-based online solution 

Maximize your sales by tracking leads, close rates, sales person performance 
in real time through our extensive reporting library 

^ ^ Identify and take action on cross-sell and upsell opportunities using our 
marketing and sales functionality 

Minimize delinquent accounts and maximize collection through our 
reporting tools and best in class collection agency relationships 

Jt Marathon's team of 50 strong to work for you and find out what our 12,000 satisfied users already know... 

artnering with Marathon will give you the time, data and tools necessary 
to improve your business' results today! 

Call 1-800-762-0301 TODAY for your FREE TRIAL! 
www.evergreensoftware.com Microsoft 

C E R T I F I E D 

http://www.evergreensoftware.com
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> Fax Fraud Scheme Targets Contractors 
Contractors should b e w a r e of a cr imina l 
ident i ty f r a u d scheme t a r g e t i n g compan ies in 
t h e landscape a n d l awn care industry, according to 
alerts issued by several national and state trade associations. 

Industry members have received faxes indicating the U.S. 
Department of Transportation would like to qualify them as a 
prospective project contractor. These notices, which request 
that contractors submit "a financial release form," are not actu-
ally from the U.S. Department of Transportation, the alerts say. 

Firms that may have suffered a loss from this scheme should 
contact their local police departments, according to the Profes-
sional Landcare Network (PLANET). 

In addition, the Secret Service, which investigates 
financial crimes, advises caution in financial disclosure and 
recommends the following business practices: 

• Keep a close eye on all bank accounts; 
• Inform your bank to view any additional lines 

of credit or wire transactions with suspicion. Request 
that these be directly cleared with you or an official 
representative at your company; and 

• Never provide information that would give access to 
your bank accounts without fully confirming who's 
receiving that information. 

- Marisa Palmieri 

Ra/n^B/rd $ale 
MODULAR ESP&LX Install Confidence: 

CONTROLLERS install Rain Bird. 
CUSTOM DEFAULT PROGRAM 

UP To 13 STATIONS 
HOTSWAP MODULES 

9 EXTRA S/MPLEPROGRAMM/NG 
BOB 

THE ESP STANDARD 

rESP4MI (Indoor) 4-sta....$ 70-
ESP4M (Outdoor)4-sta..$ 84 

^ESPSM3(3-sta. Module).$ 1950 

LX MODULAR A VAILABLE UP TO 32ST. I 

I 

5004-PC 
4"POP- UP TURF ROTOR 

MTI 
Buy the Box 

d 
ESPLXMI.8ST.INDR $ 1 3 5 . 0 0 LOWER S M 4 4ST.MODULE $ 3 0 
ESPLXM.8ST.OUTDR$ 145 .00 PRICES S M 8 8ST.MODULE $ 5 5 
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YOUR BEST SOURCE 
FOR RA/N^B/RD 

800-600-TURE ASK ABOUT MM 
QUANTITY 

Order By 1 p.m. 
SHIPS SAME DAY 

M - F 7:30-5 SAT 8 - 1 PDT 
Se Habla Espanol 

(8873) PRICING 

Call Now & Save 

^ w w w . S P R I N K L E R S 4 L E S S COM 

http://www.SPRINKLERS4LESS
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l a i ' / i / r o f w e s [Hhnffi f^fiowviMjD r^oprm^Tr 
can g i v e y o u r b i ds a n e w edge . A t r i m m e c 

reduces labor and disposal costs by s low ing 
the g r o w t h of t rees and sh rubs by 50% 

or m o r e - in s o m e areas, fo r t he 
fu l l season! Less g r o w t h , less 

cost. Less cost, more prof i t . 

Easy spray application 

Does not affect turf growth 

Creates fuller, more compact, 
uniform shape 

Labeled for use on over 50 
ornamental landscape species 

Gp b i / G D R c l o n 

c o n p o R a t i o n 

An Employee-Owned Company 
1-800-821-7925 • pbigordon.com 
Atrimmec® is a registered trademark of PBI/Gordon Corporation. 



Ruppert Nurseries is constructing a new campus 
in Laytonsville, Md., to house its more earth-friendly 
headquarters. Upon the completion of the 16-acre site, the 
company hopes to achieve a Leadership in Energy and Envi-
ronmental Design (LEED) certification. There are six buildings 
on the site including: two office buildings (one for corporate 
operations including Ruppert Properties, which develops light 
industrial warehouse space), one repair facility to support lo-
cal branches and one historic residence to be remodeled as a 
corporate office and two storage buildings. Surrounding the 
campus are 160 acres of Ruppert's 500-acre tree farm. 

"Going green is something that most of America wants to 
feel part of," says Craig Ruppert, CEO of Ruppert Nurseries. "Our 

people are no exception. They will take more pride in the 
company because the company is moving in this direc-
tion." 

The buildings, scheduled to be finished by late 
summer, will bring the company other benefits on a 
practical level, Ruppert adds. A cleaner, brighter, and 
more comfortable working environment leads to hap-
pier employees, which is the primary goal. In addition, 
it will take less fuel to heat, and the buildings will use 
less electricity across the board, which add up to cost t 
savings. Energy-saving measures include motion detec- J 
tors, low-E windows and doors, efficient light bulbs, and f 
high-efficiency HVAC systems. -Heather Wood 

CONTRACTOR NEWS 

Ruppert Builds on Green Movement 

My Whole life Changed 
When I Took On a 

Weed Man Franchise 
In Louisville, Kentucky 
My 4 Greatest Benefits 

Getting Into the 
Weed Man Organization: 

1. Local Sub Franchisors that give hand-in-hand support. 
Advice, guidance, benchmarking support -
it's all there and unlike any other program! 
2. Buying power convenience. M M ! 
Everything we need in a packaged 
system is a true time saver. B 
3. The Budgeting Process. ^ ^ ^ ^ ^ ^ 
As an accountant I appreciate the well J f j ^ ^ S g ^ ^ ^ ^ 
planned and effective process. 
4. Tried and Proven Systems. 
The deliberate methods in serving I S 
customers is unequaled. 

M r/iLii ir-v< 

(dB8) 321-93S3 
info@weedmanusa.com 

FREE REPORT 
TOP 10 Advantages and 

Challenges of Franchises 

M P R CITATO R* 

Hunter 
EVEN & UNIFORM COVERAGE ^ - . _ 
LESS RUN-OFF & MISTING \PA L EL 
ONLY ONE MOVING PART \ 
SAVES WATER & LABOR 
WE STOCK ALL SIZES O 

DEPENDABLE Hlllltcr PRODUCTS 

$4 50 
ea. 

WE STOCK THE WHOLE H imfcr LINE 
AND WE'VE GOT LOTS OF IT! J 

G 5 H Is YOUR BEST SOURCE FOR 
Himter PRODUCTS AT THE BEST PRICES 

ASK ABOUT QUANTITY PRICING 

Order By 1 p.m. 
SHIPS SAME DAY 

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

(8873) 
CALL NOW & $AVE 

www. SPRINKLERS 4 LESS .COM 

USE READER SERVICE # 16 USE READER SERVICE # 17 

mailto:info@weedmanusa.com


"In 13 years, we've bought 122 Case skid steers. We always 
buy Case because we can rely on them to perform in all 
conditions and there's never an issue with parts. Plus, we 
can depend on our Case dealer to be there for us whenever 
we need something." Kevin Stone, Landscape Concepts Management 
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EXPECT 
MORE. 410 420 I 430 I 435 440 | 445 450 | 465 

You've always expected reliability out of Case skid steers, but we thought you deserved more. Our new 400 Series 3 line now features Tier III 
certified turbocharged engines that deliver more horsepower and torque. Our redesigned cab delivers more room, better visibility and economically 
designed controls. We even give you more "little things" like heated seat and MP3 player options. Want more? With Case, you get world-class 
service from responsive dealers, and access to 24/7 Case customer support. It all adds up. Case gives you more ways to be more profitable. 

SUPERIOR | RELIABILITY FUEL EFFICIENCY OPERATOR ENVIRONMENT SERVICEABILITY 

Learn all about the new Case skid steers at www.400Series3.com 
Then contact your Case dealer for a demo. 
www.casece.com / 866-54CASE6 

http://www.400Series3.com
http://www.casece.com
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Insect Outbreaks 
There is a lot of uncertainty for the 2008 
s e a s o n as researchers have yet to fully understand the 
impact of the hottest and driest summer on record for 
much of the Southeast. Researchers and contractors across 
the country report they are learning that insects such as 
fire ants, mole crickets, white grubs, southern chinch bugs 
and others are amazingly well adapted to cope with a range 
of environmental extremes. Service providers in the South 
need to be prepared for earlier than normal pest outbreaks 
because of the warm winter and mild and wet spring. 

Other areas of the country are running behind with soil 
temperatures beginning to warm in mid-April. The Eastern 
region of the country may see the emergence of a brood of 
periodical cicadas. 

Seasonal weather patterns and sufficient rainfall in the 
West indicate a relatively normal year. 

Invasive pest species continue to be a concern for many 
areas of the country as contractors and municipalities work 
to stay ahead of Emerald Ash Borer and other pests that 
threaten to devastate trees. 

GRUBS: The winter in the 
Southeast was almost nonexistent 
so the temperatures certainly 
weren't detrimental to insects 
such as fire ants. Despite the 
drought, grub populations were 
high (higher than normal in some 
locations) defying logic about traditional white grub 
biology and ecology. As a result, it's difficult to predict 
the severity of the white grub populations. Likewise, 
because so much of the country was dry in 2007, it's 
difficult to predict grub outbreaks. 

FIRE ANTS: Recent rains 
throughout the South have 
somewhat eased the impact 
of the drought and fire ants 
are popping up in quite a 
few locations. Activity will 
continue until the real heat of 
summer. 

Fire ants continue their 
march north in transition zone states as well as west 
and north along the coast. 

SOUTHERN CHINCH 
BUGS/MOLE CRICKETS: 
Even if the rains arrive this 
summer, these pests should be 
prevalent in St. Augustinegrass 
because populations were very 
high last year and the winter was 
so mild and dry. With a warm 
spring and plenty of moisture, 
look for mole crickets a little bit 
earlier than normal. 

ARMYWORMS/ 
CUTWORMS: 
Spring overseeding is more 
prevalent this spring in dry 
regions because it couldn't 
be successfully completed 
last fall. Watch for the pres-
ence of armyworms and 

cutworms in these areas as they are not used to getting 
such treats in the spring in the Southeast. 

C I C A D A S : Eastern regions can expect the emergence of a brood of periodical cicadas. Periodi-
cal cicadas are found in eastern North America. There are seven species - four with 13-year life 
cycles (including one new species described in 2000), and three with 17-year cycles. The three 
17-year species are generally northern in distribution, while the 13-year species are generally 
southern and midwestern. When they do emerge after their long juvenile periods, they do so in 
huge numbers, forming much denser aggregations than those usually achieved by cicadas. Many 
people know periodical cicadas by the name "17-year locusts" or "13-year locusts", but they are 
not true locusts, which are a type of grasshopper. 



syngenta 

Homeowners. They're too busy. And they're forgetful. Fortunately, Meridian® 
insecticide, the fast-acting grub and foliar insect controller, allows twice 
as long for watering or rain as the most common brand. So even with 
little cooperation from homeowners or Mother Nature, vou can helo 
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Meridian 
0.33G 



Wgplnt of small 

conomic 

Y v business owners who 

conditions in the 

U.S. a^e getting worse. 

Source: Skillioft 

"The financial market crisis that erupted in 
August 2007 has developed into the largest 
financial shock since the Great Depression. '' 

- International Monetary Fund, 
World Economic Outlook report (April 2008) 

percent 
Workers who believe 

it is inappropriate 

to talk politics 

at work. 

Source: Beyond, com 

57% 
In anticipation of the federal rebate check, the percent of 

Americans who indicated they will spend the money on 

basic needs, such as groceries, gas and paying down debt. 

Source: Access America 
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Gray Leaf Spot a problem? 
Choose Trifecta 11 perennial ryegrass blend - featuring Exacta 
Charismatic 11 and Secretariat three of the top rated perennial 
ryegrasses for resistance to the devastating disease caused by 
Pyricularia Grisea. 

High salt content soil or water a challenge? 
Give your perennial ryegrass seed a chance to survive this tough chal-
lenge with university tested Affirmed, Exacta, Churchill or 
Charismatic varieties, available in ProScape Salt Tolerant Certified 
crop and weed free blend. 

Looking for better seed establishment? 
Get the best possible establishment and a finished professional look 
for your seeding projects with PennMulch Seed Accelerator. Each 
pellet contains patented Moisture Cell Technology for better water 
management and a starter fertilizer to save you valuable application 
time. Use PennMulch with top rated ProScape seed mixes and for 
native grass and wildflower establishment. 

TRIFECTAL1 
P E R E N N I A L R Y E G R A S S B L E N D 

Cray Leaf Spat Resistant 

wtm f 
SALT TOLERANT 

CERTIFIED PERENNIAL RYEGRASS BLEND 

PennMulch 

For answers to additional turf questions, visit 
LebanonTurf.com or call 1-800-233-0628. 

LebanonTurf Improving the Way Professionals Care for Turf 
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Cover It Up 

BEFORE CHOOSING a groundcover, Joe 
Walton asks himself a few key questions. 
Is the landscape sunny or shady? Are 
there any erosion issues? Am I trying 
to cover the ground or just fill a space? 
"There is a wide variety of groundcovers 
available in all shapes, sizes, textures and 
colors," says the general manager of HPK 
Property Maintenance, East Norriton, 
Pa. "But finding one that fits your need 
shouldn't be difficult if you evaluate your 
site properly." 

Groundcovers, like ferns, can be used 
for a variety of reasons - from erosion 
control to protecting delicate ornamen-

tals' roots. Contractors should know what 
they're dealing with, as some ground-
covers have invasive tendencies. "Some 
groundcovers spread through their root 
systems, creating more plants," Walton 
says. "These tend to be more invasive 
and can choke out other plants." Some 
groundcovers grow in clumps, meaning 
the plant grows larger but doesn't take 
root. "These plants are great to fill in 
areas of a landscape where you want to 
contain the groundcover and provide di-
versity in the garden design," Walton says. 

Above are four ferns contractors can 
use to suit their groundcover needs. LL 

1. NORTHEAST 
Name: Hayscented 
Genus: Dennstaedtia punctilobula 
USDA Zones: 3 to 8 
Plant Type: Deciduous fern 

• Grows 15 to 30 inches high 
• Grows best sun to partial shade 
• Plant on 24-inch centers 
• Has yellow-green, fine-textured 

leaves 
• Invasive in small gardens 

2. NORTHWEST 
Name: Japanese Beech 
Genus: Thelypteris decursive-
pinnata 
USDA Zones: 4 to 10 
Plant Type: Deciduous fern 

• Grows 12 to 24 inches high 
• Grows best in medium sun to 

partial shade 
• Plant on 18-inch centers 
• Has light green, upright leaves 
• Colonizes thickly in shaded 

areas 

3. SOUTHEAST 
Name: Marsh 
Genus: Thelypteris palustris 
USDA Zones: 2 to 10 
Plant Type: Deciduous fern 

• Grows 18 to 30 inches high 
• Grows best in partial shade to 

full sun, depending on moisture 
availability 

• Plant on 24-inch centers 
• Has light green leaves 
• Can be invasive in protected 

gardens 

4. SOUTHWEST 
Name: Southern River 
Genus: Thelypteris kunthii 
USDA Zones: 8 to 10 
Plant Type: Deciduous fern 

• Grows 24 to 40 inches high 
• Grows best in shade, can grow 

in full sun if kept wet. Can 
survive droughts of up to nine 
months when dormant 

• Plant on 24-inch center 
• Leaf color varies from light to 

medium green 
• Is a fast grower 



NOT THAT A YUPPIE WOULD EVER USE IT. 
BUT THEY COULD. 

There's a whole legion of men out there that wear a tie to 

work instead of a hard hat. Men that work in air-conditioned 

offices and never get dirt underneath their fingernails. 

And to think that most of today's innovations seem to be 

centered around making things easier for those men: the ones 

that have never built anything more than a spreadsheet. 

Which is why we created the Zahn.™ A tough, powerful 

machine that makes life easier for 

the guys that truly need life to be 

a little easier. 

For example, the Zahn's 

hydraulic, articulated steering 

enables you to easily trench a curve. And 

the elevated operator work position gives 

you an unobstructed view, helping you to 

make sure the job's done right. 

And most importantly, the Zahn 

combines unmatched power with 

incredible versatility. Our revolutionary 

Interchange connection enables the front end to become the 

machine so you won't give up performance when you change 

the Zahn from a trencher to a backhoe, tiller or stump grinder. 

For more on how the Zahn will change the way you work, 

visit ditchwitch.com/zahn. 
M Ditch Witch' 

ditchwitch.com/zahn 
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c o v e r s t o r y : w a t e r w o r k s u n l i m i t e d 

BY MIKE ZAWACKl /MANAGING EDITOR 

A little drought was always good for Ed Mutio's irrigation sales, 
but dire conditions over the past year 

forced him to evaluate his business strategy. 

A nagging dry spell was always the perfect catalyst to convince 
Ed Mutio's residential customers that their parched landscapes 
were best served by a new irrigation system. In fact, the owner 
of Wake Forest-based Water Works Unlimited prided himself 
on his single-day installation sales mantra, which had built him 

a portfolio of about 3,500 irrigation customers and placed him on track to realize 
more than $1 million in annual revenue. 

That's why it was unusual to find Mutio this past summer and fall scanning the 
heavens; his eyes squinting at a pale blue North Carolina sky that yielded ample 
amounts of sunshine but very little precipitation. 

"I've always been a big believer that the lack of rain was good for my business," 

www. lawnand landscape .com may 2008 | Lawn & Landscape 3 3 
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OWNER/PRESIDENT: Ed Mutio 

GENERAL MANAGER: Carol Mutio 

OPERATIONS MANAGER: Alvaro Martell 

MAINTENANCE MANAGER: 

German Sampayo 

INSTALLATION MANAGER: 

Bruno Martell 

FOUNDED: 1996 

EMPLOYEES: 6 year-round, 16 seasonal 

%H-2B WORKERS: 80% 

SERVICE BREAKDOWN: 
70% Irrigation design and installation 
30% Irrigation services 

CLIENT BREAKDOWN: 
95% Residential 
5% Commercial 

REVENUE: 
2008. ...$1 million (projected) 
2007 $800,000 
2006 $950,000 
2005 $1.05 million 

EQUIPMENT BREAKDOWN: 
Trucks: 4 
Trailers: 3 

Vibratory pipe pulling machines: 3 

c o v e r s t o r y 

Mutio says. "But then it got really bad 
and it started to really hurt our industry. 
That's when I started praying for rain." 

The drought, coupled with water 
restrictions, made business difficult 
for the entire green industry, but more 
so for Mutio, whose business model is 
based strictly on residential irrigation 
installation. To survive Mutio has had 
to make some tough decisions. He's 
examined his business model and 
instituted changes he hopes will posi-
tion him to persevere, now and into the 
future. 

PARCHED. It's raining now, making 
April 2008 a stark departure from the 
last 18 months. For much of 2007, the 
American Southeast was gripped by 
historic prolonged drought conditions. 
According to reports, 2007 was the 
driest year on record in Alabama and 

sion in many parts of the region. 
But in the past, drought meant 

business for Mutio, whose irrigation 
firm caters to residential clients. In 
fact, the drought of 2002 resulted in 
one of the best years to date for Mutio, 
amplifying his sales from $720,000 
the previous year to more than $1.2 
million and the first time the company 
broke the $1-million mark since its 
1996 inception. 

"At that time municipalities didn't 
turn to harsh water restrictions," he 
says. "Some adopted odd- and even-
day watering while others adopted 
watering schedules. For the most part 
it affected us positively because now 
people had to think about scheduling 
their watering." 

Despite lingering problems regard-
ing rainfall for the last three seasons, 
in spring 2007 the overall mood was 

'After the municipalities said no more 
watering, well that business just dried up. 

The phones weren't ringing for 
service calls." 

the second driest for the Atlanta area. 
Nearly 90 percent of North Caro-
lina experienced severe or extreme 
drought conditions. 

The National Climatic Data Center 
in Asheville, N.C., forecasts a general 
improvement in drought conditions 
throughout the Southeast this spring 
and into the summer. Nevertheless, in 
early April, concerns on the levels of 
local water supplies and water restric-
tions continued to be a topic of discus-

— Ed Mutio, Water Works Unlimited 

optimistic. "When you come out of the 
winter there's a lot of talk about the 
local lakes being low and municipali-
ties begin wondering about watering, 
but that's typical every year," he says. 
"Having people conscious about water 
conservation issues actually helps us, 
so I was anticipating growth." 

Entering the 2007 season Mutio 
was poised for 15 percent growth, 
which he believed was an attainable 
goal. The Water Works Unlimited 
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LONG-TERM GROWTH STRATEGY: 
To open up in other markets and offer 
business licenses following the Water 
Works Unlimited business model. 
There's also some thought toward 
offering a line of irrigation products to 
do-it-yourself homeowners. 

in his home for three to four years 
and now wants an irrigation system to 
make his life easier," he says. 

While he retains a 90-percent 
client-retention rate, Mutio depends 
almost entirely on word-of-mouth 
referrals and the decals on the sides 
of his work trucks for marketing. "It's 
really bare bones," he says. "I spend 
maybe $250 a year on yard signs and 
business cards." 

DIRE CONDITIONS. By September 
drought conditions had worsened. 
Mutio reviewed the books and discov-
ered business was down 20 percent 
from where he anticipated it should 
be for the season. "We were way 
behind and we had a lot of making up 
to do," he says. 

Typically, business spikes twice 
continued on page 39 

business model is based on one-day 
installation, which Mutio accomplishes 
utilizing a six-man installation crew 
employing trenchless technology. This 
team can install a six- to eight-zone ir-
rigation system during the course of a 
single day. On average, Mutio charges 
$3,500 per installation, of which he 
realizes a 15 percent profit. A separate 
service team performs repair work and 
seasonal maintenance. 

"Customers are excited by the fact 
that we can be in and out in a day," 
he says. "Plus, with the trenchless 
technology, we don't tear up the yard. 
You barely know that we're there." 

Water Works Unlimited targets 
Greater Raleigh's upper-middle class, 
those who have homes valued be-
tween $250,000 and $400,000. "The 

typical client has been GREATEST BUSINESS 

CHALLENGE: 
The word "recession." While an actual 
economic recession would mean a 
slowing down of consumer spending, 
the hint of such an economic downturn 
could lead clients toward severe belt-
tightening measures. 

GREATEST LABOR CHALLENGE: 
Post-season turnover, especially with 
installations technicians. The company 
lose them after the season. 

UNIQUE BUSINESS SYSTEM 

OR PROGRAM: 
Just-in-time service, one-day residential 
irrigation installation and a competi-
tively-priced maintenance program. 

CONTACT INFO: 
5100 Unicoon Drive, Suite 104 
Wake Forest, N.C. 27587 
PHONE: 919/570-7808 
FAX: 919/570-1531 
E-MAIL: ed@waterworksunltd.net 
WEB: www.waterworksunltd.com 

mailto:ed@waterworksunltd.net
http://www.waterworksunltd.com
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continued from page 35 

during the year, during April, May and 
June and again in September and Oc-
tober. "The recurring revenue that we 
count on and anticipate comes from 
our annual service contracts," Mutio 
says. "That's when we either turn 
on everyone's system or shut those 
systems down and do any repairs that 
need to be done. After the municipali-
ties said no more watering, well that 
business just dried up. The phones 
weren't ringing for service calls." 

Looking to troubleshoot this 
problem, Mutio turned to cost-cutting. 
"I started restructuring and reorga-
nizing the business to trim as much 
as I could from the overhead just to 
survive," he says. 

Layoffs were Mutio's first course of 
action to control costs. While service 
calls were nearly nonexistent, he kept 
his four service technicians and cut his 

years, Mutio tinkered with new service 
options to augment his irrigation 
business. Similar to his philosophy 
behind selling irrigation systems, Mutio 
wanted to offer services that made cli-
ent's lives easier. 

Mutio put into play a concept he 
calls "free maintenance," a service 
that involves creating beds, 2 to 3 feet 
deep, that follow the contours of the 
existing landscape. "There are areas 
around the foundation of a client's 
house where it just doesn't make 
sense to put irrigation heads," he says. 
"Instead, I sell them on the idea of ex-
tending their existing mulch beds and 
wrapping them around the house." 

Mutio charges $2 per linear foot 
to create the beds and estimates his 
average client's home has between 80 
and 160 linear feet of potential "free 
maintenance" bed space. He also sells 

six-member installation crew. "My ser-
vice guys were my most experienced 
folks and they know the customer re-
ally well," he says. "They know how to 
install, too, and I wanted to keep them 
in anticipation that we were going to 
be doing service." At the time, Mutio 
also let go his two in-house customer 
service reps. 

Despite the cuts, Mutio still needed 
to figure out a way to make up for the 
lost revenue. 

NEW AVENUES. For the past few 

— Ed Mutio, Water Works Unlimited 

clients three levels of mulch, from pine 
straw to a high-quality, long-lasting 
designer mulch. 

"Client see the value in this service 
because now they don't have to tend 
or trim those areas," he says. "And it 
doesn't take us any extra time to put 
down six yards of mulch and to edge 
the beds with an edger. It only costs 
me an extra hour, but I'm well within 
my window of getting the system done 
in a day." 

To date, about one third of Mutio's 
clients have bought the "free mainte-

"I started restructuring and reorganizing the 
business to trim as much as I could 

from the overhead just to survive." 

Mm 
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nance" service. 
Landscape lighting is another 

service venue that Mutio targeted dur-
ing the downturn. While he dabbled 
in it in the past, low-voltage lighting 
installation was another way his crews 

could work and he could remain in 
front of clients. 

While lighting is not as popular 
with clients as "free maintenance," the 
drought forced him to place a greater 
emphasis on the service. To do this, 

Mutio offered lighting installation spe-
cials on his service tickets. 

On average, Mutio charges $1,800 
for a low-voltage lighting package of 8 
to 12 fixtures and a 300-watt trans-
former. "And I offer different pricing 
schemes to sell them on additional 
landscape lighting and additional 
transformers," he says. 

Besides these two new service 
points, irrigation installation was still a 
viable offering. Mutio, though, needed 
to hone his sales approach. 

"Over the last few years water 
conservation has always been a big 
issue here," he says. "I try to make 
that a priority with the client and sell 
the fact that we might not be able to 
water here now, but eventually you will 
have a need to water and you're going 
to need the system." 

To add value, Mutio used the 
drought in his favor, encouraging the 
client to purchase an installation now 
while his crew wasn't busy. "The value 
in this was to get this service while we 
weren't booked," he says. 

Meanwhile, Mutio says his competi-
tors were doing whatever they could 
- including dropping their prices - to 
line up work. Mutio, worried about the 
long-term ramifications, resisted the 
urge to meet low-ball pricing. 

"I was very leery for the simple 
reason that the last thing I wanted to 
do was drop my price and lose money 
on a job," he says. "At that point, 
I'd rather stay home. But there were 
people who would do anything to get 
the work. They don't realize that this 
will only hurt them over the long run." 

SELLING PAIN. To successfully sell 
irrigation systems in a drought, Mutio 
focuses on diagnosing problems. 

"Typically, customers put their 
guard up when you go out to sell 
them irrigation," he says. "Why? Be-
cause I'm a sales guy. My approach is 



Spring rains have 
begun to green parched 
landscapes and will very 
likely jumpstart Ed Mutio's 
irrigation business in 2008. 

to bring that guard down." 
Mutio calls it "selling the client 

pain" and bases it on a quasi doctor-
patient philosophy of diagnosing 
the client's problems and offering 
solutions. "Hopefully another guy 
has given them another bid and tells 
the client how great he is compared 
to me," Mutio says. "I, on the other 
hand, have told them how I'm going 
to solve their problems. My solution is 
what relieves their pain. I'm assess-
ing their problems: How long has this 
been going on? What have you done 
to try and fix this? By the time I leave 
the client I've evaluated their situation 
and I've offered them a solution to 
their problems." 

Did this technique retain and 
attract irrigation clients over the last 
year? Absolutely, he says. 

"I want the customers to make the 
decision themselves," he says. "When 
they evaluate their contract with me, 
I want them to make their decision to 
choose me because I point out the 
areas that made them sick and they 

were confident I'm the guy to go 
with and who will make it better." 

DELUGE. With the rain in late March 
and early April, Mutio is fearful about 
the return of business. 

As of early April, only 400 of his 
3,500 clients had prepaid for their 
spring maintenance service. He 
suspects most have taken a wait-and-
see approach to whether or not the 
drought truly lifts this spring. 

"I fear we're going to get a flood of 
calls when the municipalities eventu-
ally lighten up on the watering restric-
tions," he says. "We're going to get 
slammed with calls." 

His contingency plan is to rent 
additional trucks for two to three 
weeks to cover the influx of business 
he anticipates will flood his customer 
service lines. 

But Mutio says he'll weather this 
drought like he's weathered all of the 
other obstacles he encountered over 
the last 15 years. He says he's not 
going to sweat it because despite the 
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Enlightened Upsell 
A message board user found a way to make the most 
out of the bad housing situation. 

Contractors who derive a port ion of their 
business f rom newly built homes might find 
themselves with fewer jobs as talk of a failing housing 
market abounds. But as one Lawn & Landscape online 
message board participant recently shared, there are 
ways to use the situation as an upsell opportunity. 

Benjamin Elliott, president of Oak Hill Landscape 
Group in Kennesaw, Ga., had customers who could attest 
to the shaky state of the housing market. He works with 
custom home builders who have been struggling with 
new home sales. So Elliott offered to install landscape 

lighting at one of the sites and the builder doesn't have to 
pay for the job until the house sells. 

"It was a basic system: a few uplights and wash lights 
and it took one guy to install it in 316 hours," Elliott posts 
on the message board. The customer still had to pay for 
the other services Elliott performed on the lot, including 
grading, plants, sod and irrigation. 

"It was really easy because we were already there 
working on the rest of the install, so it saved us a few 
hours in installation because everything was already ex-
posed for us to lay the wire and take it through sleeves, 
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etc.," he posts. 
While he knows it might 

take a year or two to sell the 
house, Elliott thinks the deal 
will pay off. 

"I felt it would make our 
install look great, separate 
it from other new homes 
and be a nice bonus for 
us whenever it gets sold," 
he says. "We did charge 
a little bit more than we 
regularly would, so it 
would be worth sitting 
on it for a while if we 
had to." 

Mot only does 
the lighting instal-
lation make the 
company's land-
scaping install 
look better, but if 

all goes well, the deal will lead to more 
business with the builder. 

"The more houses they sell, the 
more houses will be built for us to 
install," Elliott says. 

NIGHT BUYS. Some message board 
participants wonder if anyone will 
even see the work that is intended to 
accent the home's key features and 
make it attractive to potential buyers. 

"Ever go shopping for a house at 
night? Well, neither has anyone else," 
posts Andrew Garulay, owner of Yar-
mouthport Design Group in Yarmouth-
port, Mass. 

Elliott disagrees. "Many people 
shop at night and people are encour-
aged to," he says, adding he has seen 
realtor brochures that recommend 
it. "Why? Because people want to 
see what is happening on their future 
street like parties, lots of traffic and the 
way the house looks at night." 

Home shoppers would rather see 
how a house looks in the daylight, 
says Andrew Aksar, president of Out-
door Finishes in Walkersville, Md. 

"I don't believe that many people 
are concerned about how a house 
looks at night, as they usually look the 
same in the day," Aksar says. "But, 
with a well-executed lighting design, 
that property will look entirely differ-
ent. Although, if no one knows it's lit, 
they won't know to look." 

For those who might see the house 
at night, the quality of the lighting dis-
play, like the landscaping, can make 
the difference when it comes to the 
curb appeal, Aksar adds. Keep in mind 
factors including the facade of the 
house, the shape of the roof, the pres-
ence of trees and the use of shadows, 
he says. 

"Sure, you can plop a few path 
lights in here and there, and you can 
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add a tree or two, but really, that's not 

going to achieve much of a "wow" 

from anyone," he posts. 

The equipment needed to create 

that type of "wow" can be costly and 

not worth the investment, he adds. 

U P S A N D D O W N S . W h e t h e r o r n o t t he 

lighting will sell the house is not the 

point, says Todd McCabe, president of 

McCabe Landscape Group in Wrights-

ville Beach, N.C. 

"He isn't the one selling the hous-

Looking at it f rom this view and not 

f rom the home seller's view, message 

board posters then offered their opin-

ions on the effectiveness of Elliott's 

upsell idea. 

The thought of not charging a fee 

until the house is sold was too risky of 

a proposition for Steve Wise of Scapes 

in Jamestown, Ohio. 

"I guess it may help you, but do you 

really want to wait on your money?" 

Wise posts to the message board. "If 

they only custom-build houses, that's 

I felt it would make our install look great, separate it 
from other new homes and be a nice bonus for us 

whenever it gets sold." — Benjamin Elliott, Oak Hill Landscape Group 

few' 

es," McCabe says. "Benjamin was just 

sharing a way to increase revenue and 

make some quick, easy money, even 

though he knows he may have to wait 

a while for it." 

not very many in a season." 

Wise is wary of doing business with 

builders, he says, explaining that some 

of them try to pay the landscape con-

tractor less than what the job is worth. 
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And with the housing market in the 
state it is, the deal could become even 
more of a risk, Garulay adds. 

"They are going to have lots of 
people waiting for cash when one of 
those houses sell if they have gotten 

behind," Garulay says. "A lot of those 
people are critical to their being able 
to continue to work, making them 
much more important to pay than the 
guy who put the outdoor lighting on 
the house that was not going to have 

any in the first place." 
There is a subdivision being built in 

Wise's area and he says he will consid-
er selling them his services only when 
the homes are finished. He will then 
try to sell decks, fencing, landscaping 
and other work and request to be paid 
up front for the services. 

"All I am saying is think about what 
you are doing before you go selling 
too many lighting jobs," Wise posts. 
"There are better ways to market." 

Elliott says the company doesn't 
complete many homes per year and 
adds he would not have made the deal 
with the builders if he didn't have such 
a solid relationship with the company. 

"They pay within 10 days of every-
thing, they give us a good budget to 
work on, and have been responsible 
for giving us a lot of work through a 
contract they gave us that has led us 
to work with a commercial construc-
tion firm on some big projects," Elliott 
says. "Plus, we are holding less than 
$1,200 worth of material." 

The cost of labor for the lighting 
install was $40, not including the work 
Elliott did, with about $850 worth of 
materials used. 

"It's not like I gave them a fireplace 
in the backyard with a patio and have 
$10,000 sitting unpaid," he says. 

The investment could pay off before 
the house is sold. The builders allowed 
Elliott to place his company's sign in 
the yard and he already has received 
a lead from a homeowner in that 
neighborhood who's interested in a 
lighting install. 

"These are $700,000 houses and 
they have $700,000 neighbors," Elliott 
posts to the message board. LL 

Log onto lawnandlandscape.com/ 
messageboard to add to the discus-
sion or start your own thread. 
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The deck plays a pivotal role in the quality of a mower's cut and 
is a feature contractors shouldn't overlook. 

BY EMILY MULL INS/ASSOCIATE EDITOR 



When Kyle Stevens purchases a mower, deck design is a very 
important feature. After all, a mower's deck plays a pivotal role in the quality of the 
cut. "Most mowers out there ride about the same, are powered about the same and 
have the same basic controls," says the president of Stonewood and Waters Land-
scape Craftsmen, Honeoye Falls, N.Y. "However, they all cut very differently." 

Mowers are one of a landscape contractor's most important pieces of equip-
ment. Thirty-six percent of contractors purchased a riding mower in 2007 spending 
an average of $12,034, and 30 percent plan to purchase one in 2008, according to 
Lawn & Landscape research. With 40 percent of contractors offering mowing and 
maintenance services, these machines are used day in and day out, so contractors 
need to pay close attention to a mower's various features, including the deck. 

The deck's main function is to keep the mower's blades suspended and rotat-
ing, and an efficiently designed mower deck is more apt to produce a quality cut. 
Many of the decks's on today's mower models have the ability to perform side dis-
charge, collection or mulching functions, and have the power to increase a contrac-
tor's productivity and efficiency, says Ruthanne Stucky, marketing director for The 

continued on page 54 
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continued from page 5 J 

Grasshopper Co., Moundridge, Kan. 
"The bottom line of a lawn mower is 
to cut the grass," she says. "But some 
important design features can make 
the mowing process efficient and the 
results pleasing." 

PIECES AND PARTS. A mower deck is 
composed of four main parts: a deck 
shell, belts, spindles and blades. The 
deck shell contains and supports all of 
the moving parts and confines cutting 
action within the chamber. Most deck 
shells are designed for three primary 
functions - discharge, mulch and vac-
uum collection. "A deck shell should 
be strong and nimble, not heavy and 
cumbersome, with strength built into 
impact zones," Stucky says. 

MOWER D E C K S A N D S T A N D A R D S 

Standards in mower deck designs are mandated by organizations 

like the American National Standards Institute (ANSI) and the 

International Organization for Standardization (ISO). The ANSI's 

mission is to enhance both the global competitiveness of U.S. 

business and the U.S. quality of life by promoting and facilitating 

voluntary consensus standards and conformity assessment systems, 

and safeguarding their integrity. 

The ISO, the world's largest developer and publisher of international 

standards, aims to ensure desirable characteristics of products and 

services such as quality, environmental friendliness, safety, reliability, 

efficiency and interchangeability at an economical cost. 

Both are pivotal in deck construction on commercial-grade 

mowers. According to Ruthanne Stucky, marketing director for The 

Grasshopper Co., Moundridge, Kan., an example of an ANSI-compliant 

mower deck has a flexible discharge deflector that returns to the 

operation position after it has been raised and de-forms to allow 

passing through a narrow opening without being removed. The 

operator can continue to mow safely and not worry about forgetting 

to lower or replace the shield, while also protecting themselves from 

the dangers of thrown objects. 

ISO regulations focus on issues like vibration. This had led to 

advancements like isolation of the operator station from vibration 

generated by not only the mower deck, but also from the engine, 

creating a smoother, less tiresome and more comfortable ride for 

the operator. 

"The bottom line of a lawn mower is to cut the grass. 
But some important design features can make 

the mowing process efficient and the results pleasing." 
— Ruthanne Stucky, The Grasshopper Co. 



Greater Than Or Equal To. 
Quali-Pro products feature formulation quality 
second to none for performance results equal to 
the competitive brands they replace. 

Go long. Get up to 90 days of fast and reliable post-

emergent control of crabgrass, dandelion, clover, 

bindweed and more. Learn more atquali-pro.com 

Professional Turf & Ornamental Products 
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Since deck shells house the 
mower's blades, they need to come 
equipped with safety features to 
protect the operator from flying debris, 
says Nick Cashier, general manager, 
Cub Cadet Commercial, Cleveland. 

Most deck shells are reinforced with 
steel plates or other durable materials 
that can be replaced when needed 
during the life of the mower. "Deck 
shells are reinforced in places they 
experience the most wear, like where 

the blades and spindles are mounted," 
Cashier says. 

Mower belts transfer the recipro-
cal power from the engine to the 
rotational power of the spindles, and 
different mowers have belts of varying 
strengths. Spindles transfer mo-
tion to a rotating blade and must be 
strong and durable. A large-shielded 
shaft should have wide, thick flanges 
securely bolted to the deck to form a 
multi-layered spindle plane that sup-
ports and keeps the rotating blades 
level throughout the mowing process, 
Stucky says. 

Blades make contact with the 
grass, and are arguably a mower's 
most important components. "Blades 
are the heart of the action and must 
be kept sharp to produce a fine cut 
and preserve a healthy turf," Stucky 
says. "They must also be balanced to 
maintain smooth, high-speed rotation." 

For the most efficient mowers, 
contractors should sharpen the blades 
after every eight hours of use, or at 
least every day, Stucky says. "A good 
practice for producing a high-quality 
cut is for contractors to carry sharp 
blades with them on the job and re-
place blades at noon, or when moving 
each new property," she says. "Mow-
ing with dull blades not only tears and 
damages the grass, but it uses more 
fuel and creates more wear and tear 
on the mower." 

Because clean, sharp blades are 
so important to each job, Stevens 
examines the mower deck for its 
blade-mounting configuration when 
considering a new purchase. "If blades 
are easy to get to and easy to remove, 
they will get changed, sharpened and 
cleaned more frequently," he says. 

CUSTOMER DEMAND. When it comes 
to mower decks, contractors look to 
achieve the greatest efficiency in the 
least amount of time while still produc-

JONES OUTDOOR SERVICES . 

He found an illuminating way 
to eliminate downtime. 

With hands-on training, guidance and support from VISTA Professional 

Outdoor Lighting, you can profitably expand your list of services 

and also fill the void between irrigation and landscape projects. 

VISTA experts will show you how to utilize the skills you already 

possess to install outdoor lighting solutions at moneymaking margins. 

VISTA 
PROFESSIONAL 
OUTDOOR 
LIGHTING 

Light up your bottom line. 
Call 800-766-VISTA or visit www.vistapro.com today. 

http://www.vistapro.com


It's uncanny. From the moment 

you shake Lennys hand, you 

quickly realize that when it comes 

to Exmark mowers, the guy knows 

his stuff. If there's ever a question, 

hes your man. Electrical, hydraulic, 

signature beaded weld and 

durable construction. From there 

he moved on to R & D, testing 

new machines and tweaking the 

others. Now, h e s solving your 

problems and working closely with 

for distributors, dealers and 

technicians. It's a chance for him to 

get out there and talk to these guys, 

listen to what they have to say, and 

keep them in the loop about new 

and existing products. So when 

Meet Lenny Mangnall, mower encyclopedia. 
simple maintenance, cut quality, other departments to make certain 

you name it, he s all over it. Intense every mower built lives up to his 

obsession? Or incredibly thorough standards. Yep, his standards, 

job training? It's a little bit of both. One of his responsibilities is to look 

Which explains why h e s earned 

his place as an Exmark customer 

service representative. 

Lenny first got his feet wet as 

a welder on the factory floor. It 

was his introduction 

to Exmarks ^ 

at a new mower through the eyes 

of the technician. You can bet if it's 

not easy to maintain, it won't make 

the cut. It's part quality control 

and part pursuit of perfection. 

During the off-season, he's on the 

road conducting service schools 

Lenny answers your call, you know 

youre in good hands. As he likes 

to put it, he knows a thing or two 

about mowers. H e s modest that 

way. Clearly he also knows a thing 

or two about you and your needs. 

There's a story behind every mower. 

To read more about Lenny and the 
other Exmark employees who make 
the Lazer Z the best mowers on the 
field, visit exmark.com/stories 



ing a quality cut. But, according to 
Stevens, it really comes down to three 
primary functions. "Anyone who has 
ever spent a day on a mower will say it 
all comes down to vacuum, the ability 
of the mower to suck the grass into 

the blades; baffling, what keeps the 
cut grass suspended after cutting; and 
discharge, how the mower disperses 
the clippings after they've left the 
deck," Stevens says. "If the deck is not 
able to create vacuum, the grass will 

not stand back up to be cut after the 
wheels and deck push it down. If the 
baffling is too restrictive, the grass clip-
pings will clog the deck, inhibiting the 
vacuum. With discharge, you are look-
ing to throw the clippings in a broad 
fashion - not too close but not too far." 

Versatility is also important for con-
tractors in different regions working on 
different terrains to achieve the same 
cut quality. 

"Contractors working with rocky 
soil in Maine and sandy soil in Florida 
both want a mower that's efficient and 
productive," Cashier says, adding ad-
justable skirt designs provide contrac-
tors with this flexibility. 

Stucky agrees, adding that contrac-
tors need to purchase mowers that 
meet their individual needs. Inter-
changeable deck sizes allow a mower 
to grow along with a contractor's busi-
ness. "It's important to have a mower 
that will be effective in a wide variety 
of conditions," she says. 

WHAT'S TO COME. Cashier compares 
the future of mower decks to current 
advancements in the automobile 
industry. "We're working to lessen the 
weight of the machine by using plas-
tics and other alternative materials," 
he says. "We're also trying to decrease 
fuel requirements to lower contractors' 
operating costs." 

Advancements in electric and 
hydraulic drive systems are also on the 
horizon. 

"Manufacturers are testing this new 
technology as it evolves to see how it 
can be incorporated into mower units," 
Cashier says. "Durability is key." LL 

Share your thoughts on mower deck 
design with other industry profes-
sionals on the message board at 
www.lawnandlandscape.com. 

USE READER SERVICE #38 

http://www.lawnandlandscape.com


VwV's {jW 

p e r m d g ] [ K § ( § [ R ] 

M o m v eas \ev \o c\eav\... 
wove cowvfbvVab\e *Vo v'\die! 

PWmi' j r : ! ! ! ! ! 

f/m'i 



p e s t i c i d e s a n d f e r t i l i z e r s 
BY MARISA PALMIERI/SENIOR EDITOR 

Interest in 

Drganics 
What defines "organic" lawn care, is it right for your firm and will 

your clients ante up? Lawn & Landscape takes a look. 

A Growing 
» 

"Organic" is everywhere. Like its 

sister words "green," "eco-friendly" and "natu-
ral," it's a trendy topic these days considering 
the public's renewed environmental awakening. 

The lawn care industry isn't exempt from 
this trend. "It's a reflection of interest in all 
things 'green' today," says Bruce Butterfield, 
the National Gardening Association's research 
director, pointing to the public's increased 
interest in climate change, health foods and 
conservation issues. 

Though no figures are available on the size 
and growth rate of the organic and natural pro-
fessional lawn care market, Butterfield expects 
the NGA's updated and expanded organic 
market research report, due out this summer, 
to showya significant number of homeowners 
interested in using organic or natural lawn care 

Not surprisingly, businesses have recog-
nized they can capitalize on the popularity of 
the "green" market, also known as the LOHAS, 
or "lifestyles of health and sustainability" mar-
ket, which is estimated to be a $209 billion in-
dustry in the U.S. In addition, marketers expect 
the LOHAS market to grow as headlines give 
consumers reasons to be wary of many prod-
ucts and services they've always understood 
to be safe. Consider last year's pet food scare 
and multiple toy recalls, says John Harrison, 
marketing manager for Millville, N.J.-based The 
Espoma Co., a manufacturer of natural and 
organic pesticides and fertilizers. "These sto-
ries, though specialized in their scope, make a 
tremendous splashy" he says. "People start ask-
ing questions about everything they use in and 
around their homes. That spills over to 'What's 

ie guy taking care\of my lawn using?'" 

1 * - 1 * 



EOT Organics 

T M 12 3 INSTANT COMPOST TEA 
Our original formula tea is a broad spectrum, multi-species blend 
of soil bacteria and mycorrhiza fungi that inoculates the soil with the 
biological life that makes turfgrass thrive. Now you can enjoy the same 
superior results as the leading turf professionals with a low cost, mix 
on site package. 1-2-3 Easy Tea™ contains no manure or offal products, 
and has a zero phosphorus footprint, making it an instant pass in even 
the most restrictive jurisdictions. And one economical kit covers more than 
90,000 sq. ft., so you save money, too! 

The ICT 1-2-3 Mix & Spray™ system 
was developed with your convenience 
and success in mind. It couldn't be easier: 

Easy to Sell 

Customers want organic, and they are willing 
to pay. Build your business the easy way. 

Easy to Learn 

Fits in with existing procedures, which means 

no expensive staff training needed up front. 

Easy to Schedule 

No crews waiting around on the clock for 

deliveries of compost tea from a distributor. 

Easy to Apply 

No expensive special equipment, just a clean 

mix and spray rig. Can use municipal water. 

Easy to Profit 

No waste: mix just the amount you need, 
when you need. Cost is actually less than 
conventional treatments so you increase 
your margins at the same time you expand 
your customer base! 

1-2-3 Hydro-Seed™ is a special bacterially dominant formulation to increase germination rates and long term 
health of grasses in hydro-seed applications. This works beneath the mulch and on the seed to help guarantee results. 

1-2-3 Tree™ alters the microbial balance more in favor of fungal species and is intended for woody plant applications 
such as transplanting and soil injection. Fungal symbiosis has been shown to enhance protection from pathogens, 
increase drought stress tolerance, and improve uptake of macro and micro nutrients. 

1-2-3 MycoTea™ is a fungal dominant compost tea product with a rich balance of Mycorrhizae and Mycorrhizae 
Helper Bacteria (MHB), this blend contains many fungi that enhance turf/plant resilience to disease and provides 
increased nutrient absorption. Scientifically shown to be beneficial to 90% of plant species. Effective both as a soil 
drench and in spray applications. 

1-2-3 NPP™ (Natural Plant Protection) is a naturally occurring, multilink chain polymer that increases soil water 
holding capacity, enhances the activity of anti-pathogenic bacteria and fungi, proteins to increase biological activity 
in the soil. Helps protect landscape plants by thickening cell wall lining. 

ICT Organics 413 Headquarters Dr. # 6 Millersville, MD 21108 Call Toll Free: 866-997-5450 
Landscape Professionals! Now Order Direct From Our Website at http://www.ictorganics.com 

ICT Organics 

COMPOSTTEA 

HLORINA 

http://www.ictorganics.com


p e s t i c i d e s a n d f e r t i l i z e r s 

INDUSTRY EFFORTS. Both indepen-
dent and national green industry 
firms are offering - or investigating 
how to offer - organic or natural 
alternatives to traditional, synthetic-
chemical based lawn care programs. 

Some companies feel they don't have 
a choice. "If we're going to remain 
a viable business, we were going to 
have to move that way," says Randy 
Mock, vice president of production 
and sales for Washington Tree Service 

in Shoreline, Wash., which has offered 
natural lawn and tree programs for 
two years. "Everything people see and 
read is anti-pesticide. We're forced into 
making a move into organics, whether 
it's right or wrong." 

Some firms, like the national 
Spring-Green franchise, which is debut-
ing a systemwide organic-based pro-
gram this year, simply want to offer a 
choice. "We don't expect any organic 
explosion," says CEO Tom Hofer. He's 
anticipating this service to make up 
less than 5 percent of companywide 
sales for 2008. "It's just an option we 
can easily offer to a segment of the 
market it appeals to." 

Others don't see a need at this 
point. Allen Smith, president of 
Delaware, Ohio-based Smith's Lawn 
Services, offered a program with 
natural organic fertilizers several years 
ago, but has since dropped it and 
isn't hurting. "Out of all the calls I got 
last year, probably around 300, I only 
turned away one customer because he 
wanted organic," Smith says. 

On the other hand, some profes-
sionals are adding these options 
because they're required to seek 
organic/natural alternatives. Consider 
lawn care companies in Canada, 
where close to 140 municipalities have 
pesticide-restricting laws. The Weed 
Man franchise's Canadian opera-
tion sells a menu of organic/natural 
services through its Nature's Touch of-
ferings. There is no "organic program" 
per se, says Chris Lemcke, national 
technical coordinator, but clients 
choose which options work best based 
on their preferences and their munici-
palities' restrictions. 

Though pesticide restrictions 
can be difficult to navigate at times, 
Lemcke sees a business opportunity 
with the rise of organic/natural lawn 
care. "With organics, most homeown-

continued on page 64, sidebar page 63 
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Great Profits, & Little Competition 
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TYGAR 
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The Organ i c -Syn the t i c Lawn Care Spec t rum 

ORGANIC PROGRAM 

Holistic approach that "feeds the soil." 

Fertilizer: Natural organic (derived 

from plant/animal wastes and 

natural minerals) Soil b io logy is a 

vital component and may include 

compost or compost teas to introduce 

microbes to the soil. 

Weed control: Corn g luten is used 

as a preemergent. After weeds are 

established, hand-picking, burn ing or 

appl icat ion of an organic herbic ide 

(i.e., acetic acid, clove oil or citric acid). 

Insect control: May inc lude the use 

of microbial products, insecticidal 

soaps and botanical insecticides like 

neem oil. 

Disease control: Cultural methods 

inc luding topdress ing wi th compost 

to enhance soil biology, water ing 

appropriately, overseeding and others 

to prevent/minimize diseases. 

HYBRID PROGRAM 

Combines natural organic materials 

and modern chemistry and IPM; aka 

"organic-based" or "natural-based." 

Fertilizer: Natural organics may 

be used, but "bridge"fert i l izers 

are common. These offer synthetic 

nutrients for quick green-up whi le 

prov id ing organic matter that slowly 

release nutrients into the soil. 

Weed control: May include minimal 

synthetic herbic ide use or controls 

listed at left under Organic Program. 

Insect control: May include use of 

bio logical/biorat ional controls (i.e. 

neem oil, insecticidal soaps). May 

include synthetics (avoids the use of 

non-specif ic insecticides) 

Disease control: Prevent/combat 

disease with cultural practices like 

proper irrigation, aeration and 

overseeding. 

TRADITIONAL PROGRAM 

Approach that "feeds the plant" and 

generally uses a combination of 

synthetic chemicals and IPM. 

Fertilizer: Synthetic fertilizers, 

typical ly highly water-soluble, wh ich 

al low for quick absorpt ion by plants 

result ing in quick green-up. 

Weed control: Typical programs 

inc lude preemergent and 

postemergent synthetic herbic ide 

appl ications, in addi t ion to cultural 

methods des igned to bui ld healthy 

turf and prevent weed growth. 

Insect control: Use of synthetic 

insecticides to control insect pests. 

Disease control: Includes a mix of 

cultural practices (proper irrigation, 

aeration, overseeding) and the use 

of synthetic fungic ides to control 

diseases. 

Sources: The NOFA Organic Lawn and Turf Handbook, staff 
reports. 
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continued from page 62 

ers don't understand or have the t ime 

to figure out what works and what 

doesn't," he says. Th is segment may 

provide the opportuni ty for profession-

als to truly highlight their turfgrass 

expertise, he says, add ing it e l iminates 

the "compet i t ion" f rom consumer 

weed-and-feed products. "If custom-

ers don't have the cho ice to go to the 

store and buy the tradit ional quick-fix 

products off the shelf, our industry 

should have no prob lem keeping and 

gain ing new customers." 

CAUSING CONFUSION? Whi le terms 

like "organic" and "natural" are 

attention-grabbing and may be a boon 

for business, they're a lso nebulous and 

potentially problemat ic in markets like 

Is Price the Prob lem? 

Though many consumers say they want organic alternatives, price 

plays a role in their purchasing, a March 2006 study of 1,275 consumers 

revealed. The survey was conducted by an independent researcher 

for Project EverGreen, a non-profit organization representing green 

industry service providers, associations and suppliers. 

Sixty percent of respondents said that professional lawn and 

landscape companies should offer organic products and 40 percent 

said they'd be willing to pay extra for organic options. But consumers 

balked when asked just how much they'd be willing to ante up: 35 

percent agreed they'd be willing to pay a 10 percent premium for 

organic products (50 percent disagreed and 15 percent said "no 

opinion"). When asked about a 50-percent increase, only 15 percent 

agreed they'd pay the premium (85 percent disagreed). 

the lawn care industry where they're 

somewhat unregulated. 

F r om a products standpoint, 

government agenc ies do restrict 

which pest ic ides and fertilizers may be 

labeled organic. (For more informa-

tion, see "Product Label ing Bas ics" 

on page 70.) There is not, however, 

Purchase a NEW 2008 Mulch Mule and get... 

No Payments - No Interest for 6 Months 
Order Today for Spring Delivery. 
Hear how the Mulch Mule pays for itself in about 1 year 
by calling 330-607-9050 

I m u l c h i p mule 
Financing thiouyh National City Commercial Finance with approved financing, rates may vary, restrictions may apply 
Call 330-607-9050 lor more details. 
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a body that off ic ial ly regulates what 

firms that prov ide organ ic /natura l 

lawn care may ca l l their serv ices. The 

result is a con fus ing m ix of lawn care 

p rog rams with names that inc lude 

"safe," "organic ," "natural ," "green" 

and "organic-based." 

A t Wash ing ton Tree Serv ice , the 

"Th is area hasn ' t really been def ined. 

S o m e c ompan i e s are c l a im ing they ' re 

do ing natural or organic , but they ' re 

us ing p roduc ts con ta in ing urea." 

Industry m e m b e r s suspec t it's on ly 

a matter of t ime unti l the government 

beg ins to regulate these te rms in the 

lawn care industry. Desp i te the U.S. 

Trade Comm i s s i o n . "They cont ro l 

market ing, advert is ing and what you 

c an and can ' t say," he says. 

IN PRACTICE. In the meant ime, the 

Nor theas t O rgan i c Fa rm ing Asso -

c iat ion ( N O F A ) is one g roup that 's 

work ing to p romote organ ic lawn care 

"If customers don't have the choice to go to the store and buy 
the traditional quick-fix products off the shelf, our 

industry should have no problem keeping and gaining 
new customers. - Chris Lemcke, Weed Man's Canadian operations 

staff careful ly deve loped its natural 

lawn care p rog ram us ing on ly prod-

ucts approved by the state depa r tment 

of agr icu l ture for o rgan ic food produc-

tion. "We use these s tandards so if 

s omeone quest ions what we're us ing, 

we have s ome leg i t imacy," M o c k says. 

Depa r tmen t of Agr i cu l ture ' s overs ight 

of s u ch te rms for food p roduc t ion 

and the EPA ' s hand in regulat ing 

pest ic ides, Phi l Cat ron, pres ident of 

Freder ick , Md.-based Na tu raLawn of 

Ame r i c a , specu la tes su ch restr ict ions 

wou ld c o m e down f rom the Federa l 

pract ices based on the tenets of the or-

gan ic agr icu l ture movement . Ove r the 

last decade, the g roup has accred i ted 

4 06 profess iona ls th rough its O rgan i c 

L and Ca re Program. The p rog ram ' s 

popu lar i ty is r ising, notes the Con-

nect icut chapter ' s Execut ive Di rector 

USE READER SERVICE #44 



Bi l l Dues ing . Near ly 200 profess iona ls 

earned accred i ta t ion in early 2008 

a lone. 

The g roup ' s def in i t ions of "organ ic" 

are clear: O n e of its p r imary goa ls is 

e l im inat ing the use of synthet ic pesti-

c ides and synthet ic ferti l izers. However, 

its s tandards don' t prohibi t accred i ted 

membe r s f rom offer ing both organ ic 

and tradit ional serv ices (as long as 

chem i ca l app l i ca t ions aren't made out 

of t rucks labeled "organ ic") . A l so , the 

s tandards permi t " emergency " appl i-

ca t ions of synthet ic chemica l s . 

S o m e firms pract ice organ ic lawn 

care in this strict sense, but many have 

gone the m e n u or hybr id route, wh i ch 

may inc lude us ing "br idge" ferti l izers 

- wh i ch have e lements of both organ ic 

and synthet ic mater ia ls - or per iod ic 

synthet ic herb ic ide app l i ca t ions . (See 

s idebar "The Organ ic -Synthet i c Spec-

t rum" on page 63.) 

Todd Harr ington, founder of Safe 

Lawns & Landscapes , B loomf ie ld , 

Conn. , is an organ ic lawn care prac-

t it ioner in the N O F A mo ld . A 30-year 

veteran of the green industry, Har-

r ington entered the o rgan i cs segmen t 

when he founded his own c o m p a n y 20 

years ago with an interest in focus ing 

on the chemis t r y and b io logy of soi ls 

and long-term plant managemen t . In 

addit ion, Harr ington wanted to deve lop 

a h igh-end n iche. Mo other firms were 

tak ing the truly o rgan ic app roach , 

wh i ch he says typ ica l ly cos ts 30 to 

50 percent mo re than tradit ional lawn 

care, and he felt - and still does - that 

o rgan i cs was the way of the future. 

(Harr ington has recent ly jo ined with 

act iv ist Pau l Tukey, founder of the anti-

pest ic ide Sa feLawns organizat ion, to 

f ranch ise his business.) 

O the r firms struggle to prov ide 

organ ic lawn care because of cost, tim-

ing and ef f icacy conce rns . S o m e lawn 

care profess ionals , l ike Smi th , say they 

struggle to charge their c l ients twice as 

m u c h for p rog rams that don' t entirely 

eradicate weeds or take as many as 

three seasons to ach ieve an accept-

able qual i ty level. W h e n he offered 

an o rgan i c p r og ram several seasons 

ago, it was unsuccess fu l because the 

natural o rgan ic ferti l izer d id not work 

qu i ck l y enough and there was no 

With & Without Bio-tone® 

Ensuring Plant Survival. 

S ince 1929, E s poma has been the p ioneer 

in natura l gardening solut ions. Our a l l natura l 

p lant foods, B io - tone S ta r te r and B io - tone 

Star ter P lus, are enhanced with a proprietary 

set of benef ic ia l m ic robes that work natural ly 

w i th in the so i l to he lp p lants es tab l i sh fast, 

wi thstand env i ronmenta l stress, and promote 

deepe r roots. They are env i ronmenta l l y 

fr iendly and safe 

for people, pets 

and chi ldren. 

The most trusted 
name in natural 
organics for over 
75 years 

MoUnw 



affordable weed cont ro l 

opt ion. "It c o m e s down to 

results, and the bo t tom 

line is if you ' re dea l ing 

with high-end homeown-

ers, if the lawn isn't th ick 

and green, you ' re fired," 

Sm i th says. 

Sm i t h doesn ' t th ink 

not offer ing an organ ic 

p rog ram will hurt his busi-

ness. He's conf ident in 

the safety of the p roduc ts 

he uses and in the fact that he's a re-

spons ib le operator who operates with 

an IPM app roa ch that bui lds heal thy 

turf, wh i ch doesn ' t require excess ive 

use of pest ic ides. "It's a lways been my 

app roach to defend what [lawn care 

profess ionals] do because I bel ieve 

that what we do, if we do it respons i-

bly, is good for the env i ronment . " 

The Na tu raLawn franchise, with 

$33 mi l l ion in sales in 2007 , br idges 

the totally o rgan ic and tradit ional pro-

Use of the word organic, especially as it relates to fertilizers, can be somewhat confusing and controversial. 
When the general public talks about "organic," they're likely thinking of Webster's definition 3a(1):"of, relating 
to, or derived from living organisms," rather than definition 3b(1), which is "of, relating to, or containing carbon 
compounds," lawn care industry professionals say. 

However, the Association of American Plant Food Control Officers (AAPFCO), the officials who register 
fertilizers in each state, defines "organic fertilizer" as "a material containing carbon and one or more elements 
other than hydrogen and oxygen essential for plant growth." 

When a consumer refers to organic fertilizer, he or she is more likely thinking of a material that would fit 
AAPFCO's "natural organic" fertilizer definition. "Natural organics" are "materials derived from either plant or 
animal products" and are not "mixed with synthetic materials or changed in any physical or chemical manner 
from their initial state except by manipulations such as drying, cooking, chopping, grinding, shredding, hydrolysis 
or pelleting." 

Lawn care and landscape professionals, especially those considering offering organic/natural services, should 
understand these definitions so they know what they're purchasing and selling to their clients. 

g r ams with a serv ice it ca l ls "organic-

based." "To be success fu l in this area, 

you have to give cus tomer s results and 

be pr ice compet i t i ve , " Ca t ron says. To 

ach ieve this ba lance whi le reduc ing 

the numbe r of synthet ic chem i ca l s in-

t roduced into the env i ronment , Ca t ron 

- a f o rmer C h e m L a w n reg iona l man-

ager - deve loped an app r oa ch that 's 

heavy on IPM, b io log ica l c o m p o n e n t s 

(l ike m i l k y spore and nematodes ) and 

b iorat ional p roduc ts (l ike n eem oi l and 

insect ic ida l soaps) . Na tu raLawn does, 

on occas ion , spot treat with synthet ic 

herb ic ides. The Na tu raLawn app r oa ch 

reduces the numbe r of cont ro l prod-

ucts used by 80 to 90 percent, Ca t ron 

says. He a lso touts the c o m p a n y ' s 

cance l l a t ion and serv ice ca l l rates, 

wh i ch are less than 15 percent and 10 

percent, respect ively. 

Lawn Doctor , the Ho lmde l , N.J . -

based lawn care f ranch ise system, has 

offered a "natura l" lawn care p r og ram 

for 20 years. On l y about 2 percent of 

continued on page 70 
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Introducing the new Z-TrakM PRO 800 Series. Now there is a mower that 

excels in the three areas you care most about: durability, reliability, and productivity. 

The new Z-Trak PRO will let you mow faster with an even higher quality of cut. 

Features like a reinforced 7-lron™ Pro deck, a generous 11.5 gallon fuel tank, 

and an incredibly efficient design will make your business thrive like never before. 

For more on the Z-Trak PRO, call your local John Deere dealer today. 



Organic & Natural 
Landscape Solutions 

Sizes available for 
every landscape! 

Fits in a valve box. 

"Micro dosing" 
delivery of 

Nutrients Insect Control 
Amendments Pest Control 

Soil Conditioners 
through your irrigation 

system! 

Up to 

80% savings 
on fertilizer 

applied. 

5-Year Warranty 
To contact EZ-FLO call 
866-393-5601 , or go to 
vwwv.ezflofertilizing.com 
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Lawn Doc to r cu s tomer s opt for the 

Natura l P rogram, wh i ch uses an all 

natural ferti l izer and does not inc lude 

weed or insect cont ro l s as part of the 

p rogram, t hough the c o m p a n y wil l 

treat with synthet ics at a cus tomer ' s 

request, says J o h n Buechner , direc-

tor of techn ica l serv ices . He says this 

segment of Lawn Doc to r ' s c l ientele 

rema ins sma l l because the results 

are not equ iva lent to the tradi t ional 

p rogram, wh i ch is 4 0 to 50 percent 

less expens ive. "I bel ieve the average 

they want to do." 

A t any rate, profess iona ls agree 

c on sume r s want to have a product or 

serv ice they c an "feel good" about, 

wh i ch is a mov i ng target as this seg-

ment of the indust ry evolves. S o m e 

cus tomer s may truly want to e l iminate 

synthet ic ferti l izer and pest ic ide use 

and pay the price; others may opt 

for hybr id app roaches with br idge 

ferti l izers or spot synthet ic herb ic ide 

app l i ca t ions . O the r cus tomers will 

r ema in conce rned with the qu i ck 

"I believe the average person 
who's looking to buy lawn care 

is still looking to buy results. 
They measure that in terms of 

green and weed-free." 
- John Buechner, Lawn Doctor 

person who 's l ook ing to buy lawn care 

is still l ook ing to buy results," Buech-

ner says. "They measu re that in te rms 

of green and weed-free." 

Harr ington doesn ' t d ispute the 

cha l lenges of the o rgan i c method , but 

he emphas i ze s a cumulat ive , long-

te rm app roach . And , he adds, it may 

not be right for all firms or all cus tom-

ers. "You can ' t just say - and this is 

what many of the c hem i c a l c ompan i e s 

say, 'O rgan i c s might not work, it'll cos t 

twice as much , but we' l l g ive you what 

you want, '" he says. "You have to be 

upfront and c omm i t t ed to the hol ist ic 

app roach . We educate and exp la in the 

several-season trans i t ion so [custom-

ers] c an dec ide if this is some th i ng 

green-up, weed-free appea rance and 

the e c onom i c a l pr ice that tradit ional 

p r og rams offer, Har r i son says. "I th ink 

there is a m idd le g round a lot of con-

sumer s may find themse lves in." LL 

Visit May's Online Extras at 

www.lawnandlandscape.com 

for a checklist on what to look for 

when sourcing organic/natural 

materials and to find out if your 

"green" marketing is misleading. 

http://www.lawnandlandscape.com
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Install Confidence: Install Rain Bird 1800 Series Spray Heads and Nozzles. 
Professional irrigation contractors like Bill Knight and his sons choose Rain Bird to keep their customers 

happy. They minimize changeouts and callbacks by installing the best in performance 
and reliability every time. Thanks to all the contractors who have done the 
same, making Rain Bird spray heads and nozzles the dominant choice. 

Visit www.rainbird.com/1800 and tell us why you trust your reputation 
to Rain Bird. 

Rain^Bird 
USE READER SERVICE # 49 

http://www.rainbird.com/1800


BY SHEPARD OGDEN 

Organic Product Label ing Basics 
Pesticide label ing is regulated by the Environmental Protect ion Agency (EPA) and fertil izer label ing is regulated by 

the states. The Associat ion of Amer ican Plant Food Control Officials (AAPFCO), the state officials who register fertil izer 

products, use a def in i t ion of the word "organic" that has more to do wi th organic chemistry than wi th practices 

consumers consider to be "organic." For example, the word "organic" is a l lowed on fertil izers that may contain urea and 

sewage sludge, wh ich are not considered organic by the general publ ic. Only three labels likely meet the standards 

that lawn care customers expect when they ask for "organic." After that it's a matter of expla in ing what you are do ing 

and why it's right for them. 

CERTIFICATION SEALS 
USDA Organic (National Organic Program) 
Went into effect in 2002. In reality, this standard appl ies only to food product ion (and not even fish, at that) though 

it is slowly be ing extended to other areas. It does not inc lude lawn and landscape products and services, but it's the 

go ld standard wi th consumers. 

OMRI (Organic Materials Review Institute) 
The National Organic Program regulates ingredients and materials, not specific products conta in ing those ingredients. 

OMRI, on the other hand, certifies specific brands and products, and whi le its label is less wel l known among the 

public, it also represents the highest level of acceptabi l i ty to consumers look ing for organic purity. 

Independent and State Certifiers 
The USDA does not certify products or providers itself; it accredits certifiers. Some of these are independent 

businesses, but many are state-sponsored or state-branded organizations, and they have their own labels. If they are 

USDA accredited, their seal is equivalent to the USDA label. 

NO SEAL? 
In the absence of a cert i fy ing seal, the best way to gauge the "greenness" of a given product is to look at the 

ingredients. 

Pesticides 
Most of the pesticides used in organic programs fall into one of four categories: botanicals, soaps, oils, and microbials. 

Microbials are recognizable from the fact that the "ingredients" have a standard genus-species name and may actually 

use the word "species." Oils wi l l say what they are, and most soaps wil l either say "soap" or be descr ibed as "salts of fatty 

acids." Botanicals are made from plants, and they are somet imes more acutely toxic than the mildest synthetics. They 

are still pesticides and label instructions should be fo l lowed. 

Fertilizers 
Organic fertilizers are manufactured from both mineral and bio logical materials. Examples of the first are phosphate 

rock and greensand, whi le the most c ommon sources of the second are manures and food processing wastes. 

N-P-K listings on organic fertil izers can be misleading, because the regulat ions require that only readily available 

macronutr ients can be counted, and organic fertil izers have relatively low levels of availabil ity. 

Whi le phosphorus is be ing phased out of many fertil izer products - even non-organic ones - it provides the best 

example of the difference. Super-phosphate, value is made by treating ground phosphate rock with acid to make it 

more soluble, wh ich makes it more readily available, and thus raises its P rating. Organic fertil izers just use the ground 

phosphate rock itself and al low it to be broken down gradual ly by acids released by microbia l life in the soil. Whi le the 

"rating" may be lower, the long term effect may in fact be greater. What this means in practice is that organic fertilizers § 

and inoculants work hand-in-hand, even truer of the food byproduct fertilizers, wh ich serve as a direct food supply for 

the microbial populat ions. 

The author, a veteran of the organic agriculture and horticulture industries, is a contributor to gardening magazines and 
frequently speaks about organic gardening and turf management. He is a consultant to ICT Organics in Columbia, Md. -



Introducing XCU. 

FERTILIZER 
43-0-0 

The One Fertilizer That Packs 
A Lot More "N" in Every Bag. 

Blending Economics 
With Agronomics™ 

N e w XCU, w i t h a h i ghe r N i t r ogen c on cen t r a t i o n (43%) t h an any 

o the r su l fu r - coa ted urea, lets y o u d o m o r e w i t h less, so y o u can: 

• Cover up to 3 more acres per ton 
• Reduce your storage and handling 
• Get lush, healthy turfgrass 

Ask your d istr ibutor for a ferti l izer b lend w i th new XCU, or call 

800.422.4248 for an Ag r i um Advanced Technolog ies representat ive 

near you. 

A Agrium 
a Advanced 
J l Technologies 

Smarter Ways To Crow 

©2008 Agrium Advanced Technologies. XCU" and the Agrium Advanced Technologiesv logo are trademarks of Agrium Advanced 
Technologies. Blending Economcs With Agronomics"' is a trademark of Agrium Advanced Technologies". 



Advancements in 

skid-steer controls have 

reduced operator fatigue 

while increasing 

productivity. 

Is making the switch 

right for you? 

BY MIKE ZAWACKI/M AN AGING EDITOR 

Andy Novelli could be considered a bit "old school." 
W h e n it c o m e s to operat ing skid-steers, Novel l i prefers the o ld mechan i -

ca l st ick cont ro ls and foot peda ls when too l ing a round a j ob site, transport-

ing mater ia ls and p repp ing sur faces for finishing work. 

"It's what I 'm mos t eff icient at operat ing," says the owner of Four Sea-

sons L and s c ape Managemen t and Des ign based in Wash ington, Pa. "I have 

used the joyst i ck cont ro ls in the past on mach i ne s that we have rented and I < 

really do l ike them, it's just the learn ing curve that gets in the way. In a tight | 
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spot, I would much rather have the old-

style controls for peace-of-mind." 

With many contractors the type of 

skid-steer controls they choose c omes 

down to a matter of preference. Howev-

er, contractors should be aware of the 

comfor t advantages newer styles of 

skid-steer controls offer that can actu-

ally improve operator per formance. 

HANDS ON. The greatest advantages 

the newer joystick-style pilot controls 

offer contractors is the reduced effort it 

takes to perform skid-steer tasks, says 

J i m Hughes, brand market manager for 

skid-steers and compac t track loaders 

at Case Construct ion Equ ipment in Ra-

cine, Wis. "Twenty five years ago you 

threw an operator into a mach ine and 

said, 'Get to it/** he says. "The effort 

was really high and if you had a guy 

working in the mach ine all day long he 

came out pretty tired at day's end." 

The manua l effort required the 

operator to musc le through the me-

chan ica l contro ls to move the mach ine 

around a job site. "With mechan i ca l 

contro ls you're us ing your shoulders 

to do the work," Hughes says. "With 

low-effort servo controls, you're really 

only us ing your arms, wh ich is a lot 

less fat iguing for the operator, which 

makes h im a lot more product ive dur-

ing the day." 

Many contractors swear by the 

manua l st ick and pedal contro ls be-

cause they feel they receive more feed-

back f rom the skid-steer, says B ryan 

Zent, market ing manager for Bobca t 

in West Fargo, N.D. " Some guys like 

gravitate toward the joyst ick controls, 

Zent says, because they most resem-

ble popular v ideo game controls. 

"The younger generat ion of guys 

have grown up play ing v ideo games," 

he says. "So they're comfortab le with 

the feel of a joyst ick and they're more 

comfor tab le with the way that controls 

the skid-steer. It reduces the learning 

curve for a new operator." 

But it's more than fun and games. 

Many skid-steer manufacturers are 

able to incorporate other skid-steer 

funct ions into the joyst ick control. For 

example, an at tachment may require 

a boost in hydraul ic flow to manage 

a more taxing job. The operator can 

deliver that boost via a button located 

on the joyst ick. 

In addit ion, a number of skid-steer 

"The fingertip controls are just so much more fluid and simple. 
I use the skid-steer for lawn installation applications and 

I don't like to over compact the soil before I seed it. 
Now I'm able to do what I need to do quickly and nicely." 

— Chris Haddock, CBH Landscape Contractors 

having to put s ome musc le and effort 

into operat ing the mach ine because 

they believe they can feel when the 

mach ine is straining," he says. 

A s a young landscape contractor 

Chr is Haddock cut his teeth us ing 

skid-steers with manua l controls. He 

became a convert, though, five years 

ago when he rented a newer mode l 

mach ine. "I just loved it," says the 

owner of Laconia, N.H.-based C B H 

Landscape Contractors. "This thing 

is like operat ing a v ideo game. The 

controls are 10-times easier to operate 

than the older controls." 

Newer skid-steer operators tend to 

mode ls equ ipped with joyst ick pilot 

contro ls allow the operator to program 

different contro l settings. The makes 

the skid-steer favorable to a number 

of workers with vary ing preferences, 

thus cater ing to more people who can 

comfor tab ly utilize the machine. 

However, Haddock most appreci-

ates the agil ity and finesse the high-

tech contro ls offer h im when he's ma-

neuver ing through a tight workspace 

or a crowded job site. "The fingertip 

controls are just so much more fluid 

and s imple," he says. "I use the skid-

steer for lawn instal lation appl icat ions 

continued on page 80, sidebar on page 78 



Bob is building an outdoor staircase. He can use either (A) natural stone, which weighs 

approximately 390 pounds each, requiring heavy machinery and extra crew members 

to move and position the slabs or (B) RockStep,7" a reinforced concrete product* that 

looks like natural stone but weighs just 80 pounds, so no extra labor or machinery 

is required. Which material will allow Bob to save both time and money? 

(B) RockStep. The perfect answer for all your landscaping step designs. 

MystiCrete 

ROCKSTEP 



The Inside 
Scoop 

T 
Controls aren't the only areas where skid-steers have benefited 
from recent retooling. Improving conditions inside the 
machine's cockpit, manufacturers increase operator comfort, 
which improves productivity and efficiency. 

Here are some recent advances now available in a variety 

of skid-steers used by the landscape industry: 

SUSPENSION SEATS: Improves the operator's comfort level 

through cushioning as well as removing some of the jiggle 

and jolting caused by challenging terrain. 

LAP BAR: Improved padding and redesigned for improved 

ergonomics, including increased widths for wider operators. 

FOOT REST: Resting feet at a slight angle improves operator comfort. 

HVAC: Improved heating and air conditioning systems keeps operators cool in the summer and toasty 

warm in the winter. 

12V POWER OUTLET: Auxiliary outlets to power personal music players and 

cell phones. 

IMPROVED SIGHT LINES: Manufactures have redesigned cockpits to increase 

the operator's field of vision on the job site. 

HEADS-UP DISPLAYS: Operational readouts are practically at the operator's 

eye level, providing an easy view of what's going on with the machine. 

ERGONOMIC CONTROLS: Joystick controls are contoured and positions to provide maximum comfort 

and minimal operator fatigue. 
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#39 

With all due respect to drive-thrus, 
drinking 64 ounces of coffee in one 
sitting is just asking for trouble you 
don't need. 

• • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • • 

Whether you're traveling to a job site or picking up supplies, you need an insurance company 

who understands your business and can save you money. That's why Progressive's Commercial 

Auto insurance offers customized policies so you only pay for what your business needs. 

And all of our policies are offered at competitive rates with low down payment options. 

Protecting your bottom line as well as your business vehicles. Now that's Progressive. 

1-888-274-2190 PROGRESSIVECOMMERCIAL.COM LOCAL INDEPENDENT AGENT PROGRESSIVE 
COMMERCIAL 

United Financial Casualty Company and its Affiliates, Mayfield Village, Ohio. Not available in all states. 08A00201.T (03/08) 



continued from page 76 

and I don't like to over c ompac t the 

soil before I seed it. Now I'm able to do 

what I need to do qu ick ly and nicely." 

The added dexterity in pilot con-

trols stems f rom the ease in the execu-

tion of what the operator wants to do 

"For some guys that means direct-

ing the skid-steer with your hands and 

operat ing the bucket with your feet, 

and they're really good at that," Zent 

says. "And for s ome of the younger 

guys, the joyst ick contro ls give them 

ences in the effort required to run the 

mach ine. 

Landscape contractor Aa ron Smi th 

prefers the manua l controls, but he 

has used the other, more modern 

contro ls and sees the advantages they 

Twenty five years ago you threw an operator into a machine 
and said, 'Get to it.' The effort was really high and if you had 

a guy working in the machine all day long he came out 
pretty tired at day's end. — Jim Hughs, Case Construction Equipment 

with the machine, Hughes says. "It's 

very low effort and an extremely short 

throw to get the mach ine to funct ion," 

Hughes says. "And it's very intuitive, 

especia l ly with the younger guys." 

WHAT WORKS. Choos ing the correct 

controls depends on skill, comfor t 

level and personal preference. 

the abil ity to do more with the ma-

ch ine on the job site. The truth is, with 

a bit of pract ice t ime you can teach 

yourself the different cues to operate 

a skid-steer with both manua l st ick 

contro ls and joyst ick controls." 

Hughes r e commends contractors 

d emo skid-steers equ ipped with vary-

ing controls to exper ience the differ-

offer. Really, though, it c omes down to 

comfor t and adaptabil ity, he adds. 

"I like to be able to operate any-

thing that c omes my way so I don't 

favor one over the other," says the 

owner of S & D Lawn Serv ice in Es-

sex Junct ion , Vt. "But I a m a better 

operator with my hands and feet s ince 

I have the most hours there." LL 



Cutcutcut 

TOUGH TOOLS. 

LONG LIFE. 

HIGH 

PERFORMANCE. 

GREAT VALUE. 
LIFETIME 
WARRANTY. 

For more information or to find the Corona dealer nearest you, call 1 - 8 0 0 - 8 4 7 - 7 8 6 3 
or send an e-mail to sales@corona.bellota.com • www.coronaclipper.com 
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B Y A M Y L I L L A R D / C O N T R I B U T I N G E D I T O R 

Expanding into tree care is a service addition that will establish deep 

roots with your customers. 

It made perfect sense when Dick Bare 
decided to add tree care services to 
his successful lawn care business. 

Customers increasingly want comprehens ive , 

one-stop-shop service, he reasoned, and wedding 

tree care with lawn care seemed a smart, lucrative 

and strategic business move. 

"It looked like a s imi lar business, and we felt 

like we already had the technica l know-how," says 

Bare, president of A rbo rnom i c s in Norcross, Ga. 

"But when you start these anci l lary businesses, it's 

complete ly new. Jus t because you're a good dentist 

doesn't mean you will be a good foot doctor. That 's 

how different they are." 

Instead of a mode l of financial success, Arbor-

nomics serves as a caut ionary tale for lawn care 

and landscape businesses ponder ing growth into the 

tree care realm. 

Mot long after starting the tree care division, 

an acc ident meant fac ia l/crania l surgery for an 

A rbo rnom i c s crewmember, comb ined c la ims of $1.5 

mi l l ion and the need for a signif icantly more expen-

sive insurance risk category for the tree care div is ion 

and the lawn care division. A rbo rnom ic s would have 

been pushed out of business; instead, Bare sold the 

tree care div is ion at a loss. 

So are lawn care and landscape businesses seek-

ing to expand into tree care doomed to fail? Not so 

fast. A rbo rnomics ' story is one possibi l i ty of what 

can happen when compan ies expand in this way; 

many others have found success. To be a success 

story, compan ies must know why expand ing is 



smart . They need to fully unders tand 

the intr icac ies of the industry seg-

ment into wh i ch they ' re entering: the 

part icu lars on spec i f ic tree care tasks, 

what cus tomers are l ook ing for, insur-

ances and l i cens ing issues, expenses 

and educa t ion needs. 

"It's very r i sky gett ing into anci l lar-

ies," Bare says. "You have to remem-

ber that just because you ' re success fu l 

at lawn care, it doesn ' t a lways translate 

to be ing success fu l in tree care. I 

learned the hard way." 

A BUSINESS PROPOSITION. Why 
cons ider expans i on into tree prun ing, 

t ransp lanta t ion/ remova l and chem i ca l 

t reatment? For some , it c o m e s down 

to the idea of full serv ice, and g iv ing 

cus tomers what they want. 

"Cus tomer s va lue it, and they 

expec t it," says Mau r i ce Dowel l , presi-

dent of Dowco Enterpr i ses in St. Lou is . 

F ounded in 1978, the c o m p a n y added 

tree care serv ices in 1993. "If c ompa -

nies are go ing to tout themse lves as 

full serv ice, they have to have that tree 

spec ia l i zat ion in their arsenal . T hen 

cus tomers c an be secure the c o m p a n y 

c an prov ide for all their needs." 

E xpand i ng into tree care a lso 

s eems a sure way for a sol id, ongo ing 

work cyc le . Owne r s often bel ieve that 

d ivers i fy ing will protect t h em dur ing 

s low per iods. S o m e c ompan i e s a lso 

th ink that tree care as part of their 

of fer ings wil l g ive t h em a leg up on the 

compet i t i on . 

The mos t compe l l i ng reason for 

add ing tree care serv ices may be the 

r ich profit opportun i t ies . Owner s attest 

to that truth. 

"I c an say espec ia l ly for the her-

b ic ide and insect ic ide end, it's worth 

go ing into the bus iness," Dowel l says. 

"Sa les wise it wil l add to the revenue 

st ream. The biggest part is it will add 

t remendous l y to your bo t tom line." 

WHAT IT TAKES. Ken Ce lmer , senior 

v ice pres ident at The Davey Tree 

PlanetGreenSpot .com 
V — I n n o v a t i v e GREEN Products GREEN commerce... Made simple... 

A l u m i n u m O r c h a r d Ladders 
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S E R I O U S C H E M I S T R Y . 

S E N S I T I V E D E L I V E R Y . 
Ensure the lasting beauty of your customers' 
trees with the proven technology of Mauget micro-
injection. With our completely enclosed system of 
pesticides, fertilizers and micronutrients, it's easy 
and cost-effective. 
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• Minimal risk to environment & the tree 
• Can be used near waterways, parks & schools 
• Easy to use with minimal tools 

The Right Way To Treat A Tree 
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S o m e o f t h e p l a n s m a y n o t s u r v i v e , b u t t h e t r e e s w i l l . 

There ' s no fea r of l o s i ng t r a n s p l a n t e d t r e e s w i t h CoreTect.™ CoreTect is the new tab le t w i t h 
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Expe r t Co . based in Kent, Oh io , says a 

tree care d iv is ion typ ica l ly offers orna-

menta l pruning, shap ing and th inning, 

as well as rout ine t r imming . S t u m p 

gr ind ing is another potent ia l offer ing. 

In these areas cus tomers seek beauty, 

cu rb appea l and safety. They ' re look-

ing for expert ise and creat ive ideas to 

help their proper ty retain the high-

est va lue it c an and they feel they 've 

received va lue f rom c ompan i e s with 

arbor ists or ind iv idua ls with hort icul-

tural backg rounds on staff. 

In addit ion, tree care serv ices 

may inc lude fert i l ization and pest ic ide 

app l i cat ion, requir ing knowledge of 

p lant heal th care, en tomo logy , physio l -

ogy, pest cont ro l and more . Bes ides 

a ba c kg round in these d isc ip l ines, 

workers will need ongo ing tra in ing in 

these areas. Tree t ransp lant ing and 

remova l is another serv ice area. Th i s 

is a spec ia l i zed ski l l set, one for wh i ch 

Davey Tree offers extens ive tra in ing in 

a c l a s s r oom env i ronment . 

W h e n it c o m e s to insurance and 

wo r kman ' s compensa t i on , be pre-

pared to pay m u c h more than for a 

lawn care or l andscap ing c ompany . 

Se rv i ces offered on the g round are 

relatively reasonab le to cover, but once 

workers get into the air, danger r ises 

and so do costs . 

Initial expenses for start ing a tree 

care d iv is ion revolve a round inc reased 

insurance cos ts and equ ipment . 

Potential inves tments inc lude vehic les, 

a wood chipper, cha insaws, t r immers , 

tree sprayers, aer ia l car ts and more . 

Bes ides equ ipment , other expenses 

will inc lude initial and ongo ing market-

ing, h ir ing sk i l led and trustworthy 

labor and inst i tut ing a t ra in ing and 

educa t ion p rogram. Star t ing sma l l 

A s s u m p t i o n No . 1: Lawn care/ land-

s cap i ng and tree care are essent ia l ly 

different s ides of the s ame business. 

A s A r b o m o m i c s learned firsthand, 

eager c ompan i e s c an expand into 

tree care bel iev ing a knowledge of 

chemica l s , lawns and l andscap ing is 

suff ic ient preparat ion and meet with 

poo r results. "You're dea l ing with a 

different personal i ty between tree care 

and lawn care," Bare says. " Lawn care 

is a c ommod i t y . For tree care you 

need c l imbers , this rare person with a 

rare abil ity. They ' re really oppos i ng 

bus inesses." 

C o m p a n i e s prov id ing plant health 

care serv ices a lso need emp loyees 

adept in d iagnost i cs , l ike arbor ists 

cert i f ied th rough the International So-

c iety of Arbor icu l ture . "If you ' re go ing 

to do it, do it right," says J one s . "Hire 

qual i f ied people, and make sure they 

receive proper training." 

A s s u m p t i o n No . 2: Tree care, like 

lawn care and landscap ing , is a repeat 

bus iness. Sure, with serv ices like prun-

ing, a c o m p a n y will have a few repeat 

cus tomers . But by and large, tree care 

is a one-t ime or o ccas i ona l deal. Th i s 

mean s market ing b e comes even more 

cou ld conce i vab ly be done for a round 

$100,000 , not inc lud ing insurance, 

wo r kman ' s c omp , cert i f icat ion and 

l icens ing, says Denn i s J ones , of Mari-

posa Hort icu l tura l Serv ices , headquar-

tered in Irwindale, Cal i f . 

THE DANGER OF MISTAKES. Compa-
nies cons ide r ing tree care serv ices as 

a bus iness expans i on often make sev-

eral a s sumpt i ons about the bus iness. 

Unfortunately, many are wrong. 

impor tant , and is an ongo ing expense. 

A s s u m p t i o n No . 3: You can start 

for c heap and ease in. Cut t ing corners, 

even on un i fo rms and logos, may hurt. 

W h e n A r b o m o m i c s emba rked on tree 

care, Bare bought used equ ipment 

and opted to get un i fo rms and off ic ial 

logos later. But c l ients balked. Th is 

wasn ' t the level of serv ice they were 

used to. Eventua l ly Bare spent more 

than $150 ,000 on new equ ipment and 

un i fo rms for an operat ion he mistaken-



ly thought wou ld be cheap and qu i ck 

to add. 

OTHER OPTIONS. Considering the 
r isks and costs of add ing tree care, 

it's no wonder many c ompan i e s shy 

away f rom the idea. But c ompan i e s do 

have alternate routes to fol low to offer 

or part ia l ly to spec ia l i zed compan i e s . 

"When a tree care project requires 

us to get h igher than 15 feet, or a 

cu s tomer needs a ma jo r tree removal , 

we ca l l in another company , " Dowel l 

says. "We 've avo ided the big issues 

by emp l oy i ng subcont rac tors . We 've 

deve loped rec iproca l re lat ionships 

For c ompan i e s that are still keen 

on offer ing their own tree care, Dowel l 

offers further adv ice. 

" D o your homework , " he says. 

" Know what your cus tomers want, and 

be able to p lace that bes ide what you 

c an real ist ical ly provide. Keep in m i nd 

that the expert ise you ' l l need will cos t 

"You're dealing with a different personality 
between tree care and lawn C 3 T©." - Dick Bare, Arbornomics 

comp le te serv ices, inc lud ing tree care, 

to their cus tomers . 

S o m e firms leave the expert i se 

to the experts, subcont rac t ing their 

cus tomers ' tree care needs comp le te l y 

with many c ompan i e s in the bus iness, 

mean i ng mo re for all of us." 

A cqu i r i ng a tree care c o m p a n y is 

another c o m m o n way l andscape and 

lawn care firms enter this bus iness. 

you. It's a fo rmidab le cha l lenge, but if 

you c an cons is tent ly prov ide qual i ty 

serv ice to cl ients, it will p lace your 

c o m p a n y in the top eche lon of lawn 

care and l andscap ing providers." LL 

M e r i t I n j e c t a b l e 
The H tree and sliruh insecticide now 

available in a new Microinjection Product 

Tree Tech1 Microinjection Systems and Bayer Environmental Science present 

Merit Injectable, the latest addition to the Merit insecticide family. Injected directly 

into the tree trunk or root flare tissue, Merit Injectable offers arborists and landscape 

professionals a powerful new weapon in controlling pest infestations and contains 

more active ingredient (17.1%) than other injectable products on the market. 

Merit Injectable is available in leak-proof Tree Tech units in two different dosages, 

depending on tree diameter. Tough-to-control insect pests such as Asian longhorned 

beetles, emerald ash borers and hemlock woolly adelgid meet their match with Merit 

Injectable. Other nuisance insect pests such as aphids, armored scales, Japanese 

beetles, lace bugs, leaf beetles, leafhoppers, mealybugs, psyllids, thrips, tip moths and 

whiteflies also get their due from Merit Injectable treatments. 

W Tree Tech@ 
I microinjection systems 

950 SE 215th Ave. 
Morriston, FL 32668 

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

e-mail: info@treetech.net 
www.freetech.nef 
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b u s i n e s s 

Taxing 
Decisions 

Do the tax provisions in the 2008 Economic 

Stimulus Act make sense as a growth catalyst 

for your landscape business? 

BY MIKE Z A W A C K I /M AN A G I N G EDITOR 

Grant Embree has yet to feel the chill of an impending economic recession. 
His company, Eco Landscapes, is headquartered in the North Dallas/Fort 
Worth area of Flower Mound, Texas, where Embree says the economy is 
still strong and his landscape business is prospering. 

" Though I live in the No. 1 coun ty for a sma l l c ompany , I look for as many ways to 

forec losures in Texas there 's no s ign of s lowing keep money in my pocke t rather than g iv ing it 

growth," he says. "Hous i ng is still boom ing . If to Gnc le Sam , " Emb r e e says, 

anyth ing, I'd say, to date, this year my c o m p a n y R ick P ierce agrees, t hough he p lans to take 

has nearly doub led last year 's numbers . " full advantage of the tax breaks. "We're look ing w 

A n d while growth is p lanned for the remain- to increase the size of our t ruck fleet by two 

der of 2008, Emb r ee doesn ' t expect any large- vehic les," says the pres ident of P lant ing & 

sca le equ ipment purchases to take advantage of Irrigation So lu t ions in Fa i rhope, A la . "And I | 

tax benefits built into the 2008 E c o n o m i c St imu- hope to pu rchase a new zero-turn mower and -3 

lus Act . But he's thankfu l for the tax breaks, other ma in tenance equ ipmen t this year." | 
-3 

nonetheless, add ing a smar t bus iness owner A straw pol l of Lawn & Landscape readers, b 

always looks to reduce his taxable i ncome. "As though, ind icated many contractors are un- | 



JOHN DEERE 
LANDSCAPES E S C O 

We've Joined 
Forces To Serve 
You Better! 

John Deere Landscapes and LESCO have joined 
forces to serve you better. With more complete 
product lines and inventory, a branch network of 
over 615 locations, plus an expanded delivery 
fleet, our full staff of knowledgeable green industry 
professionals can help you get the products you 
need, when you need them. 

• Irrigation Supplies 
• Landscape Lighting 
• Pumps 
• Pipe 
• Fittings 
• Pavers 
• Tools 
• Landscape Materials 
• Seed 
• Fertilizers 
• Soil Amendments 
• Nursery Stock 
• Control Products & Combination Products 
• And much more 

For a location near you, visit us online at www.JohnDeereLandscapes.com or www.LESC0.com. 

http://www.JohnDeereLandscapes.com
http://www.LESC0.com


aware of the full extent of the s t imulus 

package . Whi le mos t knew about the 

$600 ($1 ,200 for mar r i ed coup l e s p lus 

$300 for each qua l i fy ing ch i ld) tax 

returns they shou ld be rece iv ing soon 

in the mai l , many were unaware of the 

addi t iona l c omponen t s intended to 

st imulate spend ing and growth. 

A n d whi le they ' re mean t to j ump-

start the overal l U.S. e conomy , the 

recent changes to the tax law, for a 

l imited t ime, prov ide attract ive spend-

ing incent ives to cont rac tors and may 

even have a posit ive r ipple effect on 

the rest of the green industry. 

"The incent ives have two impacts , " 

says Bil l Rys, tax counse l at the Nat ion-

al Federat ion of Independent Bus iness 

in Wash ing ton D.C. "First, they are a 

va luable tool because they encourage 

tor 's cos t to invest in new equ ipment . 

O n e prov is ion expands expens ing 

for bus iness owners. A n owner, accord-

ing to the provis ion, who purchases 

less than $800 ,000 in cap i ta l assets in 

2 008 c an expense the first $250 ,000 

of that investment . Prev ious ly the l imit 

was $128 ,000 . 

S o what does that m e a n to a land-

s cape cont rac tor? Essent ia l ly, if the 

cont rac tor sees an oppor tun i ty to grow 

or feels a need to upgrade his equip-

ment to rema in compet i t ive, in 2008 

he c an deduc t the total cost of a t ruck, 

mowers, skid-steer or other equ ipment 

up to $250 ,000 . It's impor tan t to note 

that the equ ipmen t must c o m e into 

serv ice in 2 008 to take the deduct ion. 

"For a l andscape contractor that 

cou l d be really n ice because it sub-

"The incentives have two impacts. First, they are a 
valuable tool because they encourage business 

owners to make new investments in their businesses 
through increased deductions - basically putting money 

back in the pockets of the businesses. In addition, 
the businesses that sell the equipment will also 

see the benefit of selling more goods." 
- Bill Rys, National Federation of Independent Business 

bus iness owners to make new invest-

ments in their bus inesses through 

increased deduct ions - bas ica l ly put-

t ing money back in the pockets of the 

bus inesses. In addit ion, the bus inesses 

that sell the equ ipment will a lso see the 

benefit of sel l ing more goods." 

WHAT'S AVAILABLE? The e c o n o m i c 

s t imulus pa c kage inc ludes a pair 

of business-related tax incent ives 

des igned to lower a l andscape contrac-

stantial ly reduces his taxab le i n come 

in 2008," says T o m Ochsensch lager , 

v i ce pres ident of taxat ion at the 

A m e r i c a n Institute of Cert i f ied Publ ic 

A c coun t an t s in Wash ington. 

The prov is ion may a lso inc lude 

cer ta in leased equ ipment , Ochsen -

sch lager says, t hough it depends on 

the way the lease is structured. 

"There are s ome leases where the 

ac tua l owner of the proper ty gets the 

deduc t ion f rom the lease," Ochsen-



• 24-hp or 26-hp Briggs & Stratton 
Extended Life Series engine choices 

• Available in 44" or 52" cutt ing widths 

• Patented suspension system provides comfort, 
speed and maximum productivity 

TEST DRIVE 
the IS®500Z 
and get a 

Ferris hat! 
(Details below) 

ONLY 
$4,995 

Test-drive a Ferris IS® 500Z commercial zero-turn and you'll ask yourself, "Why haven't I tried one sooner?" 
Our patented suspension technology delivers maximum productivity, increases mower longevity, reduces 
operator fatigue, enhances comfort and a leaves a beautiful manicured finish every time. 

Visit your local Ferris dealer to test drive the IS® 500Z and we'll send you a FREE Ferris hat! Download 
your free hat coupon today at wwwJerrisGiveamy.com. Experience the difference suspension makes! 

www.FerrisGiveaway.com 

FERRIS 

Go The Extra Yard 

http://www.FerrisGiveaway.com


sch lager says. "The IRS takes the 

pos i t ion that, in many cases, a lease 

is a way of financing the acqu is i t ion 

of the property. In many cases, when 

it's a finance lease, the sma l l bus iness 

owner c an take the deduc t ion for the 

property. When it's a rental lease, then 

you cou ldn ' t take the deduct ion." 

The other tax prov is ion in the 

s t imulus package that may interest 

l andscape contractors is the 50 per-

cent expens ing a l lowance. Th i s bonus 

deprec ia t ion prov is ion - an increase 

of 30 percent - is for new tangib le 

proper ty and software with a recovery 

per iod of 20 years or less. Mos t equip-

ment used by a l andscape cont rac tor 

fully deprec iates in less than 20 years, 

Ochsens ch l age r says, and those that 

deprec iate in excess of 20 years in-

c lude on ly very large industr ia l i tems. 

"Th i s prov is ion is not mean t for 

l andscape cont rac tor c an save money 

up front," Ochsens ch l age r says. 

L and s c ape contractors need to 

m a k e sure that their inves tments are 

qual i f ied investments , Rys says, other-

wise they canno t take the deduct ion . 

"The ca tegory of inves tments is pretty 

broad," he says. "It inc ludes mos t 

equ ipmen t whi le exc lud ing invest-

ments in land and mos t changes to 

bui ld ings. There are a l so s o m e spec ia l 

rules dea l ing with the pu rchase of 

vehic les, espec ia l l y SCIVs and t rucks ." 

S o m e of the rules govern ing what 

c an be deduc ted are comp l i c a t ed and 

it's impor tan t for a l andscape con-

tractor to consu l t with a qual i f ied tax 

profess ional , Och sens ch l age r says. 

"If your bus iness is l andscap ing 

then you shou ld be f ocused on that, 

not t ry ing to read vo l umes of the Inter-

nal Revenue Code , " Ochsens ch l age r 

regardless of the tax incentive, says 

D o u g Aus t re im, pres ident of Aus t re im 

Land s cap i ng in B rook ings , S .D. "You 

c an not just i fy the expend i ture unless 

it has a prof i table purpose," he says. 

Dav id Katz agrees, add ing his com-

pany, El i te L and s cap i ng in Wapp ingers 

Fal ls, N.Y., is cons ide r ing equ ipment 

pu rchases and staff increases, but 

not because of the st imulus package . 

P rudence is a so l id bus iness pract ice 

in a ques t ionab le e conomy , he says. 

" E ven though you have tax incent ives 

you still need to manage the c a sh 

flow," he says. "You need to have the 

money to spend it. O f course, if I have 

the money and c an take advantage of 

the tax benefits, then all the better." 

C h a d S tem, pres ident of Mow ing 

& More in Chevy Chase , Md., says the 

uncer ta inty su r round ing work force 

issues, l ike the H-2B v isa program, 

"Even though you have tax incentives you still need 
to manage the cash flow. You need to have 

the money to spend it. Of course, if I have the 
money and can take advantage of the 

tax benefits, then all the better." 
- David Katz, Elite Landscaping 

\ 

Genera l Motors , " he says. "It's mean t 

for a sma l l bus iness owner l ike a land-

s cape contractor." 

S o how does this benefit the aver-

age l andscape c o m p a n y ? Let 's say a 

cont rac tor pu rchases a pair of p i ck-up 

t rucks and l andscape trai lers and a 

pair of zero-turn mowers that total 

$100 ,000 . He c an then app ly the first-

year bonus deprec ia t ion of $50 ,000 

(50 percent) of that purchase, with 

the rema inder deprec ia t ing under 

regular deprec ia t ion rules (most l ikely 

over five years). "It's another way a 

says. "The laws change all of the t ime. 

It's a good idea to have an accoun tan t 

in on this f r om the get-go." 

WHY NOT? Though attractive, the 

e c o n o m i c s t imulus prov is ions haven't 

entirely c onv i n ced s o m e l andscape 

contractors that they ' re the mos t pru-

dent tools for growth. 

S o m e contractors refuse to spend 

money for spend ing ' s sake. A land-

s cape contractor must have a profit-

able need for the new equ ipmen t to 

just i fy the expense and investment, 

make s h im caut ious about p lung ing 

his c o m p a n y into growth mode . MI 

wou ldn ' t feel too comfor tab le mak-

ing $250 ,000 in cap i ta l expendi tures 

when I a m unsure I wil l be able to hire 

peop le who are legal ly permi t ted to 

dr ive the t rucks and use the equip-

ment," he says. 

There ' s noth ing wrong with a wait-

and-see app roa ch towards this issue, 

Rys says. "Keep in mind, though, that 

the incent ives expire after Dec . 31, 

2008, so you don' t want to wait too 

long." LL 
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The Straight and Narrow 
These edgers and curbing machines are designed to keep beds and lawns in line. 

Edge Artist Landscape Edger 
www.eztrench.com 

• Uses the Bedscaper b lade des ign to cut th rough hard soils 

• Features a durab le centr i fugal c lutch that e l iminates down t ime 

• Weighs 100 pounds 

• Produces a 3-by-3- inch-wide cut 

• Powered by a 5.5-horsepower Honda GX160 eng ine 

• EZ-Trench - 843/756-6444 

Circle 200 on reader service card 

Honda HHE31CA Stick Edger 
www.honda.com 

• Uses the same basic des ign feature as Honda tr immers 

• Powered by the GX31 min i 4-stroke eng ine 

• Features a flex shaft 

• Incorporates an 8- inch b lade 

• Has a quick-adjust gauge whee l for max imum contro l 

• Weighs 16.8 pounds 

• Honda Power Equ ipment - 800/426-7701 

Circle 201 on reader service card 

Husqvarna 326ES Edger 
www.usa.husqvama.com 

• Features a straight b o o m wi th a sol id dr iveshaft 

• Transmits more power to the gearbox 

• Replaceable gearbox protector prevents wear and 

damage to the gearbox 

• Includes a metal debr is shield 

• Powered by a 1.2-horsepower, 25-cc eng ine 

• Has a 7.5- inch-long edger b lade 

• Husqvarna - 704/597-5000 

Circle 202 on reader service card 

http://www.eztrench.com
http://www.honda.com
http://www.usa.husqvama.com


Unleash a better way. Protect your income, and your reputation, from annoying turf repair. 
The Bobcaf A300 all-wheel steer loader has four steerable axles that minimize damage to lawns 
That means less ground repair work, lower job costs, more profit, and a better bottom line. 

50 YEARS 
UNLEASHED 

www.bobcat.com/allwheelsteer 1.866.823.7898 ext 902 
Bobcat • and me Bobcat logo are 'egtsereo traoemartB ol Bobcat Company m the United Sales 
afxJ various other courses "̂ 006 Botes' Cvnpimy Alt Rtghts Reserved 

W Bobcat 
One Tough Animal 

http://www.bobcat.com/allwheelsteer
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John Deere XT140SSELE Stick Edger 
www.johndeere.com 

• Powered by a 25.6-cc, low-emiss ion M-Ser ies eng ine 

• 59- inch- long shaft al lows for tw ice the torque of the tradit ional curved-shaft edger 

• Adjustab le dep th contro l a l lows the user to cut as deep as 2.25 inches 

• 8- inch b lade cuts th rough t ough turf 

• Cast a l um inum edger b lade hous ing increases the edger's durabi l i ty 

• Cush ioned loop handle adds to operator comfor t 

• John Deere - 309/765-8000 

Circle 203 on reader service card 

f ? 
Kawasaki KEL27B/BC Edger 
www.kawpowr.com 

• L ightwe ight 

• Features a one- touch cut t ing adjustment 

• Includes a un ique guard and rubber skirt des ign 

• Tapered cross sect ion creates less debr is accumula t ion in the guard 

• Powered by a TJ027E eng ine 

Kawasaki Power Equ ipment - 800/661-7433 

Circle 204 on reader service card 

RedMax HEZ2401S Edger 
www.redmax.com 

• Powered by a 23.6-cc Strato-Charged eng ine 

• Includes a seven-point sp l ined sol id steel dr ive shaft 

• Gearbox is equ i pped w i th steel gear case protectors to prevent gear 

case wear 

• In-line v ibrat ion dampen i ng system provides a reduct ion in v ibrat ion 

for decreased operator fat igue and increased operator comfor t 

• RedMax -800 /291 -8251 

Circle 205 on reader service card 

http://www.johndeere.com
http://www.kawpowr.com
http://www.redmax.com


Trim Your Labor Costs! 
Leading landscape professionals rely on the easy-to-use, long-lasting formulation of Cutless* Granular Landscape 

Growth Regulator to reduce the labor costs associated with maintaining landscaped shrubs, hedges and groundcovers. 
Plants treated with Cutless Granular require less trimming and exhibit a more compact, uniform shape. 

Use Cutless Granular today...You'll love the increased profits and your customers will love the fuller and more 
attractive plants. 

For more information about Cutless Granular Landscape 
Growth Regulator, visit our web site at www.sepro.com, or 
call 1-800-419-7779. 

CutleSS Granular 
Landscape Growth Regulator 

Side-by-side 
proven results with 
Cutless* Granular. 
Example below of reduced shoot growth and enhanced 
bud development of the treated Jasmine on the left, 
and untreated on the right. 

SePRO Corporation Carmel, IN 46032 
'Trademark of SePRO Corporation. Always read and tolow label dr actions 

http://www.sepro.com


THE TIME HAS COME... 
THE ULTIMATE REDEFINING TOOL IS HERE 

RE\JDEFINER 

g l BROWN 
W PRODUCTS. WC 

CONTACT: 
Brown Products, Inc. 

800-897-3726 
www.brownproducts.com 

leeiabrownproducts.com 

http://www.brownproducts.com


DETAILS ON 
HOW THE 

R450H REDEFINER 
CAN SAVE YOU 

TIME AND MONEY. 

• Redefines bed edges up to 60 
feet per minute (depending on 
soil type and condition) 

• 1 year limited warranty: 
commercial and rental 

• Weighs only 90 lbs with gas 
and oil 

• Very maneuverable: easy to load 
and unload 

• Adjustable cutting depths of 2", 
3" and 4" 

• Handle folds for easy storage 

• Tungsten carbide cutting teeth 
on rotor 

Tygar Curbing Power Package 
www.tygarmfg.com 

• Capab le of p roduc ing commerc ia l and residential concrete borders 

• Includes the Bengal TG1000 curb machine, the SC1000 Sabertooth sod cutter, 

a cus tom curb ing trailer w i th a concrete mixer and other accessories 

• Curb mach ine produces up to 24- inch walkways, landscape curb wi th accent 

l ight ing and more than 30 different s tamp patterns 

• 25 mo lds and at tachments are easily in terchangeable 

• Accepts as large as 3/8-inch rock aggregate for commerc ia l appl icat ions 

. Tygar Mfg. - 866/999-9506 

Circle 208 on reader service card 

"RE \ |DEF INER 

©BROWN 
PROOUCTS, MC 

USE READER SERVICE # 66 

STIHL FC90 Edger 
www.stihlusa.com 

• Powered by a 28.4-cc eng ine 

• Features a heavy-duty skid plate and adjustable dep th 

whee l for precis ion cut t ing 

• Weighs 13.7 pounds 

• Blade is 8 inches long 

• STIHL-800/467-8445 

Circle 206 on reader service card 

TanakaTLE-600 Walk-
Behind Edger 
www.tanakapowerequipment.com 

• Powered by a 50-cc, 2.5-horsepower 

Tanaka two-stroke eng ine 

• Features a sol id-steel dr iveshaft 

• Includes a heavy-duty, two-stage air 

f i ltration system 

• Height can be adjusted 

• Weighs 54 pounds 

• Nikko Tanaka Engineer ing U.S.A. -

888/482-6252 

Circle 207 on reader service card 

CONTACT: 
Brown Products, Inc. 

800-897-3726 
www.brownproducts.com 

leeiabrownproducts.com 

http://www.tygarmfg.com
http://www.stihlusa.com
http://www.tanakapowerequipment.com
http://www.brownproducts.com


Shindaiwa LE261 Lawn Edger 
www.shindaiwa.com 

• Powered by a 24.1 -cc displacement, 1.3-horsepower engine 

• Trims a long sidewalks and straightens edges around flower beds 

• Features a heavy-duty gear case with helical gears 

• Has an easy-to-adjust gu ide wheel 

• Includes a fully adjustable front handle 

• Sh inda iwa-800/521-7733 

Circle 209 on reader service card 

Grasshopper Edge-Eze Edger 
www.grasshoppermower.com 

• Includes a feature for increasing the downward pressure in tough 

condit ions and raising the disc for crossing sidewalks 

• Electric and manual versions provide vertical adjustment up to 

12 inches and al low edg ing from the sidewalk, turf or curb 

• Mounts on FrontMount and M idMoun t DuraMax decks 

• Grasshopper Mowers -620/345-8621 

Circle 210 on reader service card 

I a c k l e r 
' • • • • • • b y Cove 

The Tackier™ by Cove Four-Slide and Stamping Corp. 

"Tackles The Toughest Jobs With The Lightest Weight" 
Save Time And Money With Stitched Sod Staples 

Far Less Manual Labor Involved! 
» Light Weight ensures a longer working 
time without fatigue. Empty -15.5 lbs, 
Full magazine -18.5 lbs 

» 45 Years of Experience 
• Excellent Quality 
> Made in the USA 
• Great Customer Service 

GROUNDSKEEPER PRO BUSINESS SOFTWARE 

ONLY $ 3 9 9 ! 
Save thousands compared to similiar programs! 

• Time 8c Materials 
• Income 8c 

Expense Reporting 

AND MORE! 

FEATURES INCLUDE: 
• Billing 
• Scheduling 
• Routing 
• Estimating 
• Contracts 

ADKAD TECHNOLOGIES 
1.800.586.4683 / www.adkad.com/freedemo.htm 

Cove Four: 195 E. Merrick Road P.O. Box 272 Cove West: 12282 Knott Street 
Freeport, New York 11520 Garden Grove, California 92841 

Tel 516.379.4232 • Fax 516.379.4563 Tel 714.891.2358 • Fax 714.891.3731 

WWW.CDVEFDUR.CDM • INFD@CDVEFDUR.CDM 

http://www.shindaiwa.com
http://www.grasshoppermower.com
http://www.adkad.com/freedemo.htm
http://WWW.CDVEFDUR.CDM
mailto:INFD@CDVEFDUR.CDM


T H E ARMY KNIFE OF TURF HERBICIDES 

[ PATENTED SYNERGISM REQUIRES LESS ACTIVE INGREDIENTS ] 

Gp o i / G o n c J o n 

c o n p o n a t i o n 
An Employee-Owned Company 
800-821-7925 • pbigordon.com/q4 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS 00610 
0 4 v is a registered trademark of PBI/Gordon Corp. 

U.S Patent 6.849.579 



Bluebird BedBug Edger 
www.bluebirdintl.com 

• Shapes p lant ing beds and provides t rench ing to prepare for the instal lat ion of 

plastic or meta l bed edg ing 

• CableLayer op t i on lays cable for pet fenc ing or low-vol tage landscape l ight ing 

• Paver b lade op t i on a l lows the edger to d ig a shallow, flat t rench 4 inches w ide 

to a c commoda te paver bricks or 

landscape ties 

• C o m m o n plat form and 

interchangeable blades and 

shields (available in opt iona l 

kits) a l low the user to quick ly 

switch be tween funct ions 

• Removab le shield provides easy 

access for tool-free maintenance 

and c lean ing 

• Powered by a 5.5-horsepower 

Honda GX eng ine w i th a 

centr i fugal c lutch 

• B luebird - 800/808-2473 

Circle 211 on reader service card 

Brown Bed Edger 
www.brownmfgcorp.com 

• Powered by an 8-horsepower 

Honda eng ine 

• Includes interchangeable rotors 

for versati l ity 

• Reaches 2 to 7 inches deep 

• Des igned to pi le excavated dirt in 

a pi le next to the t rench 

• Posit ive steer ing mechan i sm 

promotes appeal ing, smooth 

curves 

• Brown Mfg. - 800/633-8909 

Circle 212 on reader service card 

USE READER SERVICE #70 

http://www.bluebirdintl.com
http://www.brownmfgcorp.com


SEEING IS BELIEVING 
We've never been shy about being 
different So why would we sell 

our equipment like everyone else? 

Attend Free Service Training At 
Our Facility And Receive a 5% Discount 

Demonstrate Any Tractor Model and Attachments At Our On-S'rte Demo Area. 
6 Classes -12 Tractor Models & 

175 Different Attachments 

Easy To Service Machines 
Enormous Parts Inventory 

Service & Parts Phone 
Support Always Free 

Power Tracs & Attachments 
are Proudly Made in the USA 

Buying Dlnct From 
Factory Saves 30% 

Check Out Our Fully-Stocked 
8,000 sq ft Showroom 

P o w e r T r a c i-wo-the-yard www.power-trac.com 

http://www.power-trac.com


p r o d u c t s p o t l i g h t H e a t h e r W o o d | W e b E d i t o r 

Tree Tools 
Put these pruning tools into practice for your trimming jobs. 

Corona Clipper BP 3640 Ergo-Action 
Bypass Hand Pruner 
www.coronaclipper.com 

• Ergonomic des ign reduces wrist fat igue and creates 

better ba lance 

• Includes contoured handles and nons l ip grips 

• Des igned for max imum cut t ing capaci ty w i th the 

least amoun t of hand le open ing 

• Made of forged h igh-carbon steel 

• Corona C l i ppe r - 800 /847 -7863 

Circle 213 on reader service card 

Fiskars Telescoping Pruning Stick 
www.fiskars.com 

Extends to 12 feet 

Integrated saw at tachment al lows users to tackle larger branches 

Features a rotat ing cut t ing head 

Has a 1V4 - inch cut t ing capaci ty 

Weighs less than 5 pounds 

Fiskars - 800/500-4849 

Circle 214 on reader service card 

Leatherman Genus Pruner 
www.leatherman.com 

• Features a rotat ing hand le that stores a set of professional tools 

• Includes a knife, Phi l l ips screwdriver, sprinkler head adjustment tool/f lat screwdriver, bott le 

opener and saw 

• Heat-treated, anod i zed a l um inum body provides durabi l i ty and corros ion resistance 

• Includes a ny lon sheath 

• D iamond-coa ted file inc luded for pruner sharpen ing 

• Covered under the company 's 25-year warranty 

• Leatherman - 800/847-8665 

Circle 215 on reader service card 

http://www.coronaclipper.com
http://www.fiskars.com
http://www.leatherman.com


Introducing the new Wright Stander® ZK™. 
With speed, stability and control, you can go the distance. Tackle 
the changing terrain with absolute ease. Introducing a new force in 
lawn maintenance that let's you do it all—the 37 hp Wright Stander 
ZK. With cut speeds of 14 mph, you'll blow any mid-mount Z out of 
the water on jobs big and small. 

Experience the advantages of standing. 
Ride Wright. 

THE WRIGHT WAY TO MOW 

f r i g h t 
^^^^ommerc ia l products 

For more in format ion , call 
1.301.360.9810 or find our dealer 
locator at www.wr ightmfg.com. 

http://www.wrightmfg.com


A.M. Leonard Standard Pruner 
www.amleo.com 

• Has Swedish, stainless steel b lades 

• Has a Rockwel l hardness of 52±54 

• Mo l ded compos i te handles fit perfect ly in most hands 

• Includes a wrist strap 

• Is a lmost 8 inches long and we ighs 4.3 ounces 

• A.M. Leonard - 800/543-8955 

Circle 216 on reader service card 

Forestry Suppliers Fanno Curved 
Pruning Saw 
www.forestry-suppliers.com 

• Avai lable w i th either a contoured laminated hardwood 

handle or a plastic pistol gr ip hand le 

• Curved b lade is 13 inches long 

• Produces a clean, fast cut 

• Forestry Suppl iers - 800/360-7788 

Circle 217 on reader service card 

Florian Tools RP-701 Hand Pruner 
www.f1oriantools.com 

Weighs 4 ounces 

Can prune anyth ing f rom f lower stems to l imbs inches in d iameter 

Ratchet-cut mechan i sm increases cutter's strength up to 700 percent 

Ny lon body is reinforced wi th f iberglass and has a Teflon coat ing 

Blade is made of h igh-carbon steel 

Comes w i th a l i fet ime exchange guarantee 

Florian Tools - 800/628-9643 

Circle 218 on reader service card. 

http://www.amleo.com
http://www.forestry-suppliers.com
http://www.f1oriantools.com
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H m i i i j ^ 

We don't just offer products. We offer solutions. 

At Bayer, we offer the perfect solut ions for your customers' pesky grubs. Nothing new there. What's 

special is what else comes with every package. Unlike those other guys, we've got just the thing 

for your business. Along with every product we offer comes our research and development team, 

sales support and easy-to-access customer service. Backed by Bayer means your bus iness is 

happy and more importantly, so are your customers. For more information ask your Bayer Field 

Sales Representative or visit us at BackedbyBayer.com. 

allecTus D!JLOH 

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709.1 -800-331 -2867. www.BackedbyBayer.com. Allectus, Dylox 
and Merit are registered trademarks of Bayer. Not all products are registered in all states. Always read and follow label directions carefully. 02008 Bayer CropScience LP. 

http://www.BackedbyBayer.com


p r o d u c t s p o t l i g h t H e a t h e r W o o d | W e b E d i t o r 

Water Ways 
Irrigation options abound for jobs of every size. 

Hunter Pro Adjustable Nozzles 
www.hunterindustries.com 

• Redes igned to overcome previous chal lenges 

• Features a thicker f lange that makes adjustments easier 

• Nozzles better emit water to offer improved appearance and 

distr ibut ion, as wel l as b igger droplets 

• Features wel l -def ined edges to the spray pattern 

• Throws water longer to e l iminate short trai l ing edges 

• Mainta ins a matched prec ip i tat ion rate 

• Five 8-, 10-, 12-, 15- and 17-inch nozzles are co lor coded by radius 

• Hunter Industries - 760/744-5240 

Circle 220 on reader service card 

DIG LEIT-2 
www.digcorp.com 

• Amb ien t l ight -powered irr igation contro l system 

• Offers wireless technology, e l iminat ing wire runs 

• RC2 handset commun i ca tes w i th as many as 99 LEIT-2 

control lers or 198 valves f rom a d istance of 350 feet, l ine of sight 

• DIG Irrigation Products - 800/322-9146 

Circle 219 on reader service card 

Hydro-Rain Blu-Lock Nitro Saddle Tee 
www.hydrorain.com 

• Irrigation sprinkler saddle 

• Features a Swiss-engineered Schenkel c l amp 

• Provides an e rgonomic gr ip 

• Open - c l amp des ign 

• Installs in fewer than 5 seconds 

• Pushes 18 g p m at 40 psi 

• Hydro-Rain - 888/493-7672 

Circle 221 on reader service card 

http://www.hunterindustries.com
http://www.digcorp.com
http://www.hydrorain.com


crushed by moving van 

www. hunterindustries. com 
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K-Rain RPS 75 Rotor 
www.krain.com 

• Designed for basic residential and light commerc ia l appl icat ions 

• Provides the same features as the Hunter PGP, inc luding the 

reversing mechanism 

• Has a %-inch inlet 

• K-Ra in-561/844-1002 

Circle 222 on reader service card 

King Innovation Universal SnapTap Saddle 
www.kinginnovation.com 

• Designed to fit 1 - and 1 VA- poly p ipe 

• Universal side latch provides a visible, secure connect ion 

• Ergonomic handle provides comfortable, quick rotations 

• Equipped with a cutt ing t ip 

• Provides a t ight seal 

• Short thread al lows for quick installation 

• King Innovation - 800/633-0232 

Circle 223 on reader service card 

EDUCATION: THE ULTIMATE R.O.I. 
Invest in your company's most precious resource: its people. 
Educated employees = Engaged employees. Enhancing the job satisfaction of your workforce reduces turnover and 
increases the professionalism and productivity displayed on each job site, minimizing call backs to save time, labor, and 
money. We're committed to serving as the leading Green Industry Education Provider, and ultimate source of product 
knowledge for landscape and irrigation professionals. Take advantage of Ewing's quality educational sessions to improve 
your staff morale and your bottom line. Visit www.EwingEducationServices.com to find seminars near you. 

your source^ 
conservation 

solutions EUlinG 

/ l i f l i L . 

TUF6 

Little Tuffy Pop-Up 
Sprinkler Heads 
www.valvettesystems.com 

• Al lows for adjusting 15-inch 

nozzles down to 4 inches 

• Pop-up stems don't retract 

until the water is shut off 

• Eliminates pressure-

regulating stems, pressure-

compensat ing screens and 

PCDs 

• Works with all rotary nozzles 

• Valvette Sys tems-

866/200-8590 

Circle 224 on reader service card 

http://www.krain.com
http://www.kinginnovation.com
http://www.EwingEducationServices.com
http://www.valvettesystems.com


You've been asking for it, and now it's here. The first Isuzu Crew Cab powered by a V8 
gasoline engine! The 2008 gas Crew Cab is the perfect solution for landscape, construction 
and delivery applications. 

Isuzu gas Crew Cabs will accommodate 12-ft. and 16 ft. bodies. With 325 hp, the Vortec 
6.0L engine delivers ample power to haul seven workers and all their gear to the jobsite in 
one trip. Come in today to see this productivity-enhancing truck for yourself. 

E Q U I P M E N T 
C O M M E R C I A L T R U C K C E N T E R 

ORDER NOW FOR THE UPCOMING LANDSCAPE SEASON! 
1 -800 -543 -5109 OR 770 -496 -1000 

www.adobetrucks.com or mdunning@adobetrucks.com 
USE READER SERVICE #74 

http://www.adobetrucks.com
mailto:mdunning@adobetrucks.com


Rain Bird STPI Controller 
www.rainbird.com 

• Des igned for contractor instal lat ion and homeowne r operat ion 

• Avai lable in four-, six- and n ine-zone indoor moun t mode ls 

• Homeowners can customize the schedule for each ind iv idua l zone 

• Includes water-eff ic ient features inc lud ing a rain delay op t i on and a seasonal 

adjust feature 

• Rain Bird - 800/724-62473 

Circle 225 on reader service card 

RainMaster Oasis Central Irrigation Management 
www.rainmaster.com 

• Uses W indows d r op -down menus, visual pos i t ion ing and graphica l presentat ion 

• VP mapp i ng tools prov ide a way to locate and program infield control lers (DX2), weathei 

stations or other devices us ing "zoom"features 

• Provides the same cons istency and "backwards compat ib i l i ty" w i th previous releases of 

DX2 hardware 

• Ra inMas te r -800 /777 -1477 

Circle 226 on reader service card 

You'll always remember your first 2 W I R E 
especially when it's 

2WIRE is hot, smart and easy! And 
we'll introduce you for FREE! On your first 
2WIRE job, we'll give you the $315 ICC 
48-Station Decoder Module FREE! 

Guaranteed AFFORDABLE and easy! Supply and 
time is limited-Call today! (Specify promo code:LL08) 

Ijnderhill 866-863-3744 
www.underhill.us 

Why contractors 
love 2WIRE: 
• Use Standard irrigation wire 
• Convert 32-station Hunter1' 

ICC to 48 stations 
^ ^ • No grounding along 

2WIRE path 
m • Warranty includes 

lightning damage 
j ^ m j • Expand existing 

W T J multi-wire systems 
w j without trenching 

m f I back to the controller 
i F ^ y • Program decoders in 

\ seconds. 
\ • Vtery affordable-even 

on smaller jobs! 

USE READER SERVICE # 75 

http://www.rainbird.com
http://www.rainmaster.com
http://www.underhill.us


S t a r t i n g a t o n l y 

$ E Q O O 
^ m FOR 3 OR MORE 

GET MORE 
CONTROLLER FOR 
LESS MONEY... 
We can't be more direct than that. 

Go Online or Call TODAY! 

GO DIRECT! SAVE 35-50% 
ON FULLY LOADED MODULAR 
CONTROLLERS 
• Each controller PROVIDES 6 STATIONS right out of the 

box, and can be expanded to 15 stations without 
expensive, specialized modules 

• Patent-pending DAYLIGHT SAVINGS FEATURE 
automatically resets twice a year (or can be reprogrammed 
or turned off, if desired) 

• Extra-large, easy-to-read LCD display and sturdy, 
removable face panel make programming a cinch 

• User manual is conveniently stored on the inside panel of 
the controller for easy access 

• Satisfaction guaranteed and 3-YEAR WARRANTY 

VALUE PRICING 3 to 29 30 to 149 150 or more I 

DMC-6 Direct 
Module Controller 
Outdoor 6 Stations 

$69.00/unit $64.00/unit $59.00/unit 

DMC-6i Direct 
Module Controller 
Indoor 6 Stations 

$59.00/unit $54.00/unit $49.00/unit 

VALUE PRICING 

DM-3 DMC 
Expansion $14.00/unit $11.00/unit 
Module 

Visit our website at www.irrigationdirect.com 

Order online and check out direct factory pricing on 
all our products. Plus, enter code 255 online and 
RECEIVE A FREE HAT. 

We also sell sturdy, 
well-engineered valves! 
Pricins from $7.80 - $9.95 

266 L indbergh Avenue 

Livermore, C A 94551 

toll-free: 877.436.6922 

wvfw.irrigationdirect.com 
877.436.6922 

ID> 
Irrigation Direct 
the grass just got greener 

©2008 Irrigation Direct 

http://www.irrigationdirect.com


O- • O 4 % — .—— •• , - • C f » Signature Control Systems eConstellation Online 
Irrigation Management 
www.signaturecontrolsystems.com 

• Manages irrigation sites from anywhere in the world over the Internet 

• Uses real-time weather data and transmits it to each controller in the network 

• Remotely monitors sites from one location or an infinite number of locations 

• Programs and site data are stored in personal and secure accounts 

• Signature Control Systems - 866/474-4628 

Circle 227 on reader service card 

Toro Matched Precipitation Rate Nozzles 
www.toro.com 

• Three nozzle trees are available: 25-, 30- or 25-foot radius 

• Color-coded by radius for easy identification 

• Four standard arcs - Vi, Vi and full - are indicated in large letters 

• All nozzles of a given radius apply water at about the same precipitation rate 

• Designed to work on the TR50 lawn-pop, shrub and high-pop models 

• Toro - 877/345-8676 

Circle 228 on reader service card 

MTI Hunter .M L E 
MODULAR PRO-SERIES CONTROLLER 

UP To 15 STATIONS 
REMOTE READY 

rPC-300i (INDOOR) 3-STA $ 7 ( P 
P C - 3 0 0 (OUTDOOR) 3-STA $ 8 3 -

\PCM-300 (3-STA.MODULE) . . . $ 195A, 
PROS-04. . .4"PROSPRAY 
ALL REGULAR NOZZLES 

BUY THE BOX on BAG 

AY..$ 1 2 5 \ 
7 5 0 I 

° / 

ADJUSTABLE 
POP-UP 

4" TURF 
ROTOR 
t / J J j b J M W h 

BUY THE BOX 

Hll l l te l * DEPENDABUTY 

WE STOCK THE 
COMPLETE H l l l l tC I * L /A /E 

c fMINICUK1 * < A e i z o A 
\RAINSENSOR ^ | ( f * * J ea.J 

800-600-TURE, 
Z¥¥I Is YOUR BEST SOURCE FOR 

Hunter PRODUCTS AT THE BEST PRICES 

vrsA 

Order By 1 p.m. 
SHIPS SAME DAY 

M-F 7:30-5 SAT 8-1 PDT 
Se Habla Espanol 

ASK ABOUT 
QUANTITY 
PRICING 

Call Now & Save 

< # > W W W . S P R I N K L E R S 4 L E S S com 
USE READER SERVICE #77 

http://www.signaturecontrolsystems.com
http://www.toro.com
http://WWW.SPRINKLERS4LESS
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When you have the equipment to handle every task imaginable, a funny thing happens. You get more work and 
make more money. Not exactly rocket science, but one heck of a good business strategy for a landscaper 
looking to grow. And, coincidentally, the reason we offer an unrivaled, complete product line. Walk-behind 
mowers. THE TANK." Spreaders and sprayers. We've got them all. Along with financing plans and service to 
get you started and keep you running. To demo our latest products, visit a Cub Cadet Commercial dealer 
today. Or learn more at cubcadetcommercial.com or by calling 877-835-7841. 

I CZubCjcide.'E I 
C O M M E R C I A L 

WE MEAN BUSINESS: 

ZERO-TURN RIDING MOWERS | APPL ICAT ION EQUIPMENT | WIDE A R E A WALK -BEHINDS | H A N D H E L D EQUIPMENT 



CYBER-RAIN • Smart Wireless Sprinkler Controller 

i i i i n a » 

Waste Not, 
Want Not. 

A well designed residential irrigation system, 
along with a Wilkins BR4, 

can cut water use by one-third! 

With many cities turning off 

irrigation faucets, it's more 

important today to insure 

we have enough water for 

tomorrow. 

Irrigation systems operate most effi-

ciently when water pressure is reduced 

to below 50psi. In fact, many sprinkler 

head manufacturers recommend 

25 psi as beinig optimum for proper 

operation. 

Available in 1/2" - 2", the BR4 controls 

water pressures as high as 400psi and 

has an adjustment range of 15-150psi. 

The BR4 is perfect for any installation 

or retrofit with the a wide variety of tail 

piece options. 

When you need the best, get the 

Wilkins Model BR4 series. It's available 

at a Wilkins representative near you. 

Cyber-Rain XCI Smart Control System 
www.cyber-rain.com 

• Works through the user's personal 

computer to adjust the amount 

of water ing based on weather and 

seasonal condit ions 

• Features easy-to-understand 

software 

• Keeps track of how much water 

the irrigation system is using 

• Control ler and the PC speak to 

each other using their own 

network inc luded in the system 

• Includes flexible watering 

strategies and the abil ity to 

default to the local weather index 

• Zone management lets the user 

design a water ing system 

• Saves water and money that 

wou ld be spent for plant 

replacements 

• Cyber Ra in-877/888-1452 
Circle 229 on reader service card 

WILKINS 
a ZURH company 

Underbill M-115 
Sod Cup 
www.underhill.us 

• Designed for sports fields with 

natural or synthetic turf 

• 115-foot throwing radius 

• 8-inch pop-up height 

• Sod cup is 4 inches deep and holds 

a 9- inch-wide section of grass 

• Avai lable as a valve-in-head or 

block model 

• Virtually disappears when not 

in use 

• Underhi l l International -

866/863-3744 

Customer Service Representatives available Monday through Friday 
5:30 am to 5:00 pm PST • Call: 877-222-5356 or 805-226-6297 

info@zumwilkins.com or visit us online at www.zum.com 

Circle 230 on reader service card 

http://www.cyber-rain.com
http://www.underhill.us
mailto:info@zumwilkins.com
http://www.zum.com


ELECTRONIC MODULE 

5 e 

w / — 

' 9 
WET / J . \ onv 

1 / \ I D 

I R R O M E T E R C O . 
RIVERSIDE, CALIF. 

VALVE SENSOR 

T U 

Irrometer Watermark Electronic Module 
www.irrometer.com 

• Prov ides soi l mo i s tu re a u t oma t i o n for 24 VAC i r r igat ion cont ro l le rs 

• Easi ly se lec ted mo i s tu re levels a l l ow the user to i rr igate based o n p lant 

wa te r r equ i r emen t s 

• M o d u l e acts l ike a sw i t ch o n the contro l ler ' s c o m m o n g round , a l l ow ing 

on l y t he necessary i r r igat ion cyc les to app l y wate r based o n soi l mo i s tu re status 

• Soi l mo i s tu re sensors, w h i c h are p l aced in a representat ive area of the p lant 

mater ia l b e i ng irr igated, are c o n n e c t e d to t he W E M 

• Insta l lat ion is s imp l e for retrof it or n e w cons t ru c t i on 

• Des ign detai ls, i n c l ud i ng spec i f i ca t ion d r aw ings in A u t o C A D format , are ava i lab le 

for i r r igat ion des igners to a d d th is level o f e f f i c iency to the i r sys tems 

• I r rometer C o . - 9 5 1 / 6 8 9 - 1 7 0 1 

Circle 231 on reader service card 

New lid seat collar for greater durability 
Improved ribbing structure for increased strength 

Knock-out mouse holes increase flexibility 

The Trusted Valve Box 
for 38 years 

We also offer a complete line of quality drainage and Ph0( 
fittings solutions and the innovative HosEnclose Fi 

Storage System www < 

1160 Nicole Court 
Glendora. CA 91740 

Toll Free (800) 735-5566 
Phone (909) 592-6272 

Fax (909) 592-7971 
www.carsonind.com 

USE READER SERVICE # 81 USE READER SERVICE # 80 

http://www.irrometer.com
http://www.carsonind.com


HosEnclose Underground Storage System 
www.carsonind.com 

• Inc ludes a 50- inch, commerc i a l - g rade , y2-inch hose a n d 

brass "fire hose" nozz l e 

• Insta l lat ion is qu i ck and easy 

• P l u m b e d w i t h a %-inch man i f o l d for greater wa te r f l ow 

• Features a reversed t ape red box des i gn w i t h f loor m o l d e d in 

• Box des i gn a l l ows for mo r e inter ior space w i t h ou t hav i ng to 

d i g a large ho le 

• Ca r son by O ldcas t l e Enc losure So lu t i ons - 800/735-5566 

Circle 232 on reader service card 

CALL TODAY! 877.965.0951 BALLARD-INC.COM 

TAIL 
THE ULTIMATE GATE LIFTING SYSTEM! 

EZ FILL FEATURES: 
35 GAL /15 GAL Split Transfer Tank 
Heavy Duty High Density Poty Plastic 
leathered Fill Caps 
Locking Safety Valves 
10' Commercial Hose and Nozzles with Safety Hooks 
Multiple Hose Hooks 
Multiple Labeling Options 
Universal Threaded Mounting Points 

EZ GATE FEATURES: 
No Rattle Spring Insert 
Quality 1-Year Warranty 
Reduces the Lifting by 90% 
Universal 1-Hour Installation 
Winner of the OEMmie Award 
1 Kit Works on Gates up to 200lbs. 
Stainless Housing and Aluminum Hardware 
Saves on Work Comp Claims Due to Back Iniury 

Hot* Hfcrti on til utility trulers with side rtih 

EZ GATE DOVE TAIL KIT FEATURES: 
The Only Kit Available for Dove Tails 

- 2 Roller Assemblies w/ Extended Cable 
Adjustable Tension 

SUPER JACK 
DONT SETTLE FOR IMITATIONS! 

SUPER JACK FEATURES: 
Galvanized Steel Finish 
Safe and Easy Access Under Deck 
Stable 2 Arm Adjustable Design 
Heavy Duty Design 
Powdercoat Finish (still available) 
Works on all ZTR's and Walk Behinds 
Works on Stand on Walk Behind also 
Quality 1- Year Warranty 

http://www.carsonind.com


Advanced chemistry that leaves caterpillars speechless. 

DuPont' 
Provaunt 
INSECTICIDE 

DuPont™ Provaunt™ insecticide has earned high praise for its outstanding performance against 

turf and ornamental pests, including sod webworms and leaf-feeding caterpillars. Even with its 

low application rates, Provaunt'" performs extremely well. What's more, its active ingredient has 

an excellent environmental profile and was classified as reduced-risk by the EPA. Learn more 

by calling 1-888-6DuPont (1-888-638-7668) or by visiting us at proproducts.dupont.com. 

DuPont" Provaunt". Advanced chemistry. Outstanding performance. 

DuPont Professional Products 

Always read and follow all label directions and precautions for use. The DuPont Oval Logo. DuPontThe miracle 
Copyright © 2008 E.I. du Pont de Nemours and Company. All rights reserved 

The miracles of science -

" and Provaunt" are trademarks or registered trademarks of DuPont or its affiliates. 



n e w p r o d u c t s H e a t h e r W o o d | W e b E d i t o r 

BASF Flexible Chemical Container 
www.betterturf.com 

• Reduces the amount of plastic waste by 60 percent compared to 

tradit ional hard-plastic jugs 

• Will first be used with granular formulated Drive 75 DF herbicide 

• Package dimensions are 6-by-2-by-10 inches 

• Addresses the need for accurate pour ing and secure storage and transportat ion 

• BASF - 800/545-9525 

Circle 233 on reader service card 

Cordyline Festival Grass 
www.tesselaar.com 

• High- impact exotic plant 

• Features a "fountain" of arching strappy leaves 

• Displays a shiny, mahogany/burgundy color 

• Grows as high as 3Vi feet 

• Hardy in USDA zones 8-11 

• Drought tolerant 

• Anthony Tesselaar Plants - 310/349-0714 

Circle 234 on reader service card 

Danco Dual Dump Trailer* 
www.felling.com 

• Carries a 9,980-pound gross vehicle weight rating 

• Includes two removable and adjustable center dump boxes 

• Can transport as many as four different materials in a load 

• Features 65-inch sl ide-out ramps with storage under 

the rear of the trailer 

• Dumps at a 45-degree angle 

• Fell ing Trailers - 800/832-5409 

Circle 235 on reader service card 

* The contact information for this product was incorrectly listed in the April issue. 

http://www.betterturf.com
http://www.tesselaar.com
http://www.felling.com


n e w p r o d u c t s 

NDS Atrium Grate 
www.ndspro.com 

• Installed w i th a catch basin 

• Domed to prevent c logg ing f rom debr is and mu l ch 

• Ideal for appl icat ions where there is no traffic 

• Requires less ma in tenance and hand le more runoff than a flat grate 

• NDS -800 / 726 - 1994 

Circle 237 on reader service card 

Ecolawn Self Propelled Top Dresser/Compost Spreader 
www.ecolawnapplicator.com 

Mult i -purpose, motor i zed appl icator 

Ideal for mul t ip le soil mixes, inc lud ing topsoi l , compost , organic fertilizers, l ime and sand 

34 inches w ide 

Powered by a 5.5-horsepower Honda eng ine 

Includes a po lyethy lene hopper w i th an 11.5-cubic-foot capaci ty 

Features easy controls, a throttle, traction, and a meter ing gate 

Easy to mainta in 

E co l awn -819 /820 -9300 

Circle 236 on reader service card 

\ I n d u s W V C a r e e r 

I s i l i H f e i * -

Create name recognition for your firm. 
Recruit interns and recent college graduates. 

I brand loyalty with future green industry business owners and executives. 
Recruit interns and recent college graduates. 

• 
Contact Dave Blasko at dblasko@gie.net or 

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

http://www.ndspro.com
http://www.ecolawnapplicator.com
mailto:dblasko@gie.net
http://www.landscapestudent.com


n e w p r o d u c t s 

Qualcomm Service Fleet Manager 
www.qualcomm.com 

• Part o f the Omn iV i s i o n Me t r o serv ice 

• Prov ides cus tomer s w i t h v is ib i l i ty in to the i r mob i l e assets v ia m a n a g e m e n t 

da shboa rd s d r i ven by da ta f r om in-veh ic le GPS ha rdware 

• Leads t o imp r o v ed work fo r ce and asset m a n a g e m e n t , r ou t i ng a n d s chedu l i ng 

• Can ident i fy the l oca t i on o f vehic les, mon i t o r veh i c l e use, ana lyze and m a n a g e 

asset costs 

• Inc ludes de ta i l ed maps a n d repor ts that p rov ide a snapsho t of an ent i re f leet 

• Can he l p imp rove labor ef f i c iency; r educe ever - inc reas ing fuel, insurance and 

e m p l o y e e o ve r t ime costs; a n d boos t r evenue and cu s t ome r loya l ty 

• Q u a l c o m m - 8 5 8 / 5 8 7 - 1 1 2 1 

Circle 238 on reader service card 

Turf Tracker Power Pod 
www.csturfequip.com 

• Inc ludes p lug- in a t t a chmen t s 

• L awn care profess iona ls can pe r f o rm mu l t i p l e serv ices w i t h o n e 

" r ide-on" p owe r un i t 

• Can p lug - in to an ex i s t ing spreader or a 100 -pound capac i t y 

sp reader p lug - in is ava i lab le 

• Aera to r p lug- in a n d a leaf b l owe r p lug- in wi l l be ava i lab le s oon 

• C&S Turf Care E qu i pmen t - 800/872-7050 

Circle 239 on reader service card 

V>~ • o 4 « • , — — e 
a omni sioi 
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Line-Ward L-2 Irrigation Line Layer 
www.lineward.com 

• Ava i l ab le w i t h a 23 -ho r sepowe r Koh le r C o m m a n d eng i n e 

• Rubbe r tracks p rov i de t rac t i on wh i l e r educ i ng l awn d a m a g e 

• 26 inches w i d e 

• We i gh s 850 p o u n d s 

• Op t i ona l bo r i ng a t t a chmen t ava i lab le 

• L i n e - W a r d - 8 0 0 / 8 1 6 - 9 6 2 1 

Circle 240 on reader service card 

StensTurf Rollers 
www.stensturf.com 

• Front a n d rear rol lers are ava i lab le in g r o o ved a n d s m o o t h styles 

• Front rol lers he lp m i n im i z e the ef fects o f s ca lp ing w h e n m o w i n g at 

l ow cu t t i ng he igh t s 

• Rear rol lers create t he s t r ip ing ef fect c o m m o n l y seen o n 

go l f -g reens a n d baseba l l fields 

• Fit J o h n Deere, Toro Greensmaster , a n d J a cobsen G reensk i ng sty le cu t t i ng un i ts 

• Stens - 800/457-7444 

Circle 241 on reader service card 

http://www.qualcomm.com
http://www.csturfequip.com
http://www.lineward.com
http://www.stensturf.com


We don't just offer products. We offer solutions. 

At Bayer, we offer the perfect solutions for your customers' tricky lawn diseases. Nothing new there. 

What's special is what else comes with every package. Unlike those other guys, we've got just the 

thing to grow your business. Along with every product we offer comes our research and development 

team, sales support and easy-to-access customer service. Backed by Bayer means your business is 

happy and more importantly, so are your customers. For more information ask your Bayer Field Sales 

Representative or visit us at BackedbyBayer.com. 

Armada ProStar COMPASS 

0BACKED 
by BAYER 

Bayer Environmental Science, a business division of Bayer CropScience LP. 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. 1 -800-331 -2867. www.BackedbyBayer.com. Armada, Compass and ProStar 
are registered trademarks of Bayer. Not all products are registered in all states. Always read and follow label directions carefully. ©2008 Bayer CropScience LP. 

http://www.BackedbyBayer.com


J i m H u s t o n 
t 

b e n c h m a r k i n g 
is president of J.R. Huston Enterprises, a Denver-
based green industry consulting firm. Reach 
him at 800/451-5588, benchmarking@gie.net or 
www.jrhuston.biz. 

Tough Times? Know Your Margins 

Bad news pours in f rom vari-

ous segments of the economy. 

Fuel pr ices cont inue to rise. 

Federal Reserve Cha i rman Ben Ber-

nanke says the CJ.S. e conomy may be 

in recess ion and is unlikely to grow 

much, if at all, in the first half of 2008. 

The unemp loyment rate rose sharp-

ly higher to 5.1 percent. The CIS. auto 

market cont inued to s lump in March. 

New home sales slid 1.8 percent in Feb-

ruary to a seasonal ly adjusted annual 

rate of 590,000 - the lowest in 13 years. 

The c omme r ce department reported 

the demand for expensive goods, such 

as autos and aircraft, fell 1.7 percent in 

February while capita l spend ing fell 2.6 

percent. 

In his best-seller G o o d to Great, 

J i m Col l ins descr ibes the character 

traits of level-five leaders - the best of 

the best. One trait they share is they 

face the brutal facts. They don't shy 

away f rom bad news, rather they face it 

head-on. A n d they are adamant about 

measur ing what's important. In uncer-

tain e conom i c t imes, one benchmark is 

part icular ly useful for measur ing what 

is happen ing in the economy. It's gross 

profit marg in (GPM). 

W H Y G P M ? G P M reflects supply and 

demand curves. A s demand grows for 

a fixed amount of goods and/or servic-

es, pr ices and G P M go up. Both trend 

down as demand falls for the same 

amount of goods and services. G P M is 

the best indicator of what is happen ing 

in your part icular market. 

Dur ing an econom i c downturn, 

G P M can fall sharply as prices de-

crease. It can also rise dramatical ly 

with pr ices dur ing per iods of "irrational 

exuberance," a phrase co ined by for-

mer Federal Reserve Cha i rman A lan 

Greenspan. 

NEW! NeverPump® 
Bak-Pak® Sprayer 
Sprays for 10 Hours on a Single Battery Charge! 

Professional Grade Features: 

• Braided power sprayer-style hose 
• Large poly shut-off valve - comfortable, 
thumb operated 
• Extra long 20" poly spray wand 
• Bonus nozzle system includes 
4 different nozzles 
• Lead acid battery sprays for 10 continuous 
hours on a single charge 
• Includes AC charger that completely 
charges battery in 9 hours 
• Extra large fill opening prevents spills 
when adding chemical 

• 1 Year warranty 

13854 NeverPump® Bak-Pak® 
4 gal/15 liter 

WHILE SUPPLIES LAS1 

$134.99 13854 
Neverpump™ Bak-Pak® 

NEW! Commercial 
Bak-Pak® Sprayer 
Ideal for many commercial jobs 
Professional Grade Features: 
• Extra large fill opening prevents spills 
when adding chemical 

• Braided power sprayer-style hose 

• Large poly shut-off valve - comfortable, 
thumb operated 

• Extra long 20" poly spray wand 

• Bonus nozzle system with 4 different 
spray settings 

• Powerful piston pump 

• Left or right handed pumping action 

• 1 Year warranty 

1 3 1 9 4 Commercial Bak-Pak® 
4 gal/15 liters 

$49.95 
13194 

Commercial Bak-Pak® 

i IGN Of THE B E S T BUT 

® 

WESTHEFFER COMPANY 
Professional Division 
921 North First • Lawrence, KS 66044 

Phone: 1-800-362-3110 Fax: 785-843-4486 
E-Mail: info@westheffer.com Web: www.hdhudson.com 

mailto:benchmarking@gie.net
http://www.jrhuston.biz
mailto:info@westheffer.com
http://www.hdhudson.com


RedMax • • • 
The Commercial Landscaper's Partner 
It doesn't get any better than the 
quality, durability and technical 
innovation of RedMax. 
Our competitors try, but they can't 
meet our durability and our Strato-
Charged™ engine technology. 

Invest in RedMax today... you'll appreciate your productivity. 
RedMax is THE commercial operator's power equipment choice. 

No hay forma de superar la 
calidad, la durabilidad y la 
innovation tecnica de RedMax. 
La competencia lo intenta, pero no 
pueden igualar nuestra durabilidad 
y nuestra tecnologia de motores 
Strato-Charged™. 

• Brushcutters 

• Trimmers 

• Blowers 

• Chainsaws 

• Sweepers 

• Edgers 



G P M is ca lculated by 

subtract ing the direct costs 

f rom sales. Sales minus ma-

terials, direct labor, labor 

burden and equ ipment (to 

inc lude rental equ ipment) 

gives you GPM. You should 

inc lude any misce l laneous 

job costs such as portable 

toilets, permits, fees and 

Dumpsters in direct costs. 

What 's left is GPM. It is com-

prised of the general and administra-

tive (G&A ) overhead plus net profit 

margin. 

On ce you know how to calculate 

GPM, you should monitor it on a regu-

Recessionary GPM 
Product or Service Normal GPM Recessionary 

GPM 

Residential installation * 30 to 40% 20 to 30% 

Commercial installation * 20 to 30% 15 to 25% 

Irrigation service 45 to 55% Same 

Lawn care / chemical 
applications 

55 to 65% Same 

Lawn maintenance 30 to 40% 25 to 35% 

Margins applied to 

subcontractors 

10 to 20% Oto 10% 

1 * Landscape and irrigation installation 

lar basis. A s a result, if you monitor the 

G P M on your bids, you can see trends 

and bid work much tighter. 

Whi le marg ins on service and main-

tenance work do vary somewhat in a 

downturn, they are much more resilient 

than instal lation margins. In-

stal lation work is a lso the first 

type of work to dry up in a 

recession. Diversify the prod-

ucts and services that you 

offer to your clients. A n d re-

member, it's never too late to 

start diversifying. Next, mea-

sure things. Particularly mea-

sure the G P M on your jobs and 

service pric ing. If you haven't 

done so in the past then start! 

You' l l observe some interesting trends 

and be able to bid your work smarter 

and tighter. Contractors who know 

their numbers get through tough t imes. 

Those who don't, well, they don't. LL 

THERE IS NO SUftSfll 
From the Z-MAX at 50 gallons of liquid and 
300 lbs of fertilizer, to the Junior-36 with 
18 gallons and 200 lbs, no other company 
offers you more choices. 

)TS, INC. 
* 

Check out all the new features at www.z-spray.com 
or call us @ 877-482-2040 

• Zero-turn 
maneuverability 

• Enclosed boom sy: 
• 4 GPM pump 
• GPS wireless speedometer 

• Hydraulic drive hopper 
• Suspension foot plate 
• All laser cut stainless 

steel 

http://www.z-spray.com


Where would you be without green? 
For starters, you'd be looking for a new job. Luckily, Project EverGreen is dedicated 

to showing the rest of the wor ld why wha t you do is so important. W e understand that 

green makes spaces more beautiful, reduces energy costs and lowers noise and pol lut ion 

And with your support, Project EverGreen can help your industry grow. 
>> 

p r o i E c r -

EverGreen 
Because Green Matters' 



s a l e s a n d 

m a r k e t i n g 

Marty G r u n d e r 
is a speaker, consultant and author, as well as owner of 
Grunder Landscaping Co., Miamisburg, Ohio. Reach 
h im at 866/478-6337, landscapesales@gie.net or 
via www.martygrunder.com. 

And the Answer Is... 

Landscape contractors tell me they 

have a hard t ime getting pros-

pects to return their calls, no mat-

ter how much enthus iasm and interest 

the prospects initially showed. Have I ex-

per ienced this? You bet. Is there a way 

to increase your odds of getting answers 

f rom your prospects? You bet, again. 

Let's say you have a prospect - the 

Ne lsons - who cal l your office after see-

ing the work you've done for their neigh-

bor. You speak with them, learn about 

their landscap ing objectives and decide 

they would make great cl ients. You meet 

in person the next day and the three of 

you develop a good rapport. Two days 

later, you have a plan in hand that you 

believe delivers exact ly what the Mel-

sons want and you arrive at an est imate 

that's well within their budget. 

So you present your p lan to the 

Nelsons. They love it and will get back 

to you by the weekend. Awesome, you 

think, if only every prospect was this 

easy! You put the job on the schedule 

board and, even though you don't have 

a s igned contract, you order materials. 

Coincidental ly, the Russo family cal ls to 

see if you can do a smal l job for them. 

You apologize and expla in you won't be 

able to get to them until you comple te 

this larger commi tment . 

The weekend comes and goes and 

no cal l f rom the Nelsons. That 's no 

big deal. You cal l on Monday. No one 

is home and you leave a message. A 

few days later you do this again and 

yet aga in the fol lowing week. Still no re-

sponse. You e-mail them. Nothing. 

In the meant ime, you drive by the 

Russos and see another contractor do-

ing the job you delayed for the Nelsons. 

Now you feel bad. Not only have you not 

secured the Nelson job, but now the Rus-

sos, great people whom you've worked 

with in the past, have taken their business 

elsewhere. What 's gone wrong and how 

can you avoid this same mess again? 

Cash Back Rebates 
on select Vermeer products 

$ 5 0 0 rebate on 
R T 1 0 0 , RT200 , L M 2 5 , SP15 , 
S400TX , S 6 0 0 , S600TX , S C 2 5 2 , 
S C 3 5 2 , B C 6 0 0 x l , BC1000XL 

$ 1 0 0 0 rebate on 
L M 4 2 , R T 3 5 0 , R T 4 5 0 , R T X 4 5 0 , 
R T 6 5 0 , R T 9 5 0 , S C 6 0 2 , S C 8 0 2 , 
S C 8 5 2 , SC60TX , S C 1 1 0 2 , 
BC1400TX, B C 1 5 0 0 , BC1800XL, 
B C 2 1 OOXL 

Call 1-800-927-6871, 8 a.m. - 5 p.m. weekdays (CDT), 
to activate offer. Then, take this ad to your Vermeer 
dealer on or before May 31, 2008 to get cash back 
on your next equipment purchase/ 

r 

Vermeer 
'Rebate offer valid April 1, 2008 through May 31, 2008. Offer valid in the United States and Canada only and is not valid for Vermeer Global 
Account customers. Offer not valid with any other discounts or programs. Prior purchases are not eligible for this rebate. Offer subject to change 
or cancellation without notice; excludes TLR25, TLR30, SC90, SC130, RT60 and RTX1250 models. Cash rebate applied to equipment purchase 
price at time of sale. 

VERMEER and the VERMEER LOGO are trademarks of Vermeer Manufacturing Company in the U.S. and / or other countries. 
O 2008 Vermeer Corporation All Rights Reserved 

USE READER SERVICE #91 

mailto:landscapesales@gie.net
http://www.martygrunder.com
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FeRROMEC 
LIQUID IRON PLUS 

• Contains available micronutnenti 
• Chelated iron formulation 

• Tank-mix compatible • Non staining formula 

10-2-4 

NET CONTENTS: 2.5 U.S. GALLONS (9.46 liters) 
NET WT.: 27 75 LBS (12.58 kg) 

Green it up fast with FeRROMEC 
Keep it green with FeRROMEC MICROS 

pbigordon.com/ferrornecrnicros 

FULLY CHELATED IRON FORMULATION 

NON-STAINING 

TANK-MIX COMPATIBLE 

SUSTAINED AGRONOMIC BENEFITS 

HELPS CORRECT CHLOROSIS FROM 
MICRONUTRIENT DEFICIENCIES 

Always read and follow label directions 
Ferromec* is a registered trademark of PBI/Gordon Corporation 

800-821-7925 pbigordon.com 
An Employee-Owned Company 



s a l e s a n d 

m a r k e t i n g 

The first pe rson you need to talk to 

is you. Is it poss ib le the Ne l sons didn' t 

l ike what you p roposed? Peop le will 

often avoid tel l ing sa lespeop le direct ly 

that they do not l ike their p roduct or 

serv ice to avo id confrontat ion. Maybe 

you didn' t l isten c lose ly enough to 

what the Ne l sons wanted, or maybe 

you d id and dec ided their lawn wou ld 

look better the way you env i s ioned it? 

Maybe they received a better offer f r om 

another l andscape c o m p a n y ? Review 

your interact ions and determine what 

you c an improve upon. Is there another 

ang le you cou ld take to re-stoke their 

interest? Shou l d you send t hem a new 

quote and drawing? Perhaps offer t h em 

more af fordable t e rms? 

Is it poss ib le your en thus i a sm for the 

j ob was overbear ing and the Ne l sons 

felt as if they were be ing ra i l roaded into 

a c o m m i t m e n t ? You shou ld a lways ask 

for a sale in a gent le way. You might 

say, "Mr. and Mrs. Ne lson, s ome t imes 

when I meet with people, they know in-

stantly that what I've c o m e up with is 

exact ly what they want and they s ign 

on the spot. You too c an s ign today 

and we c an get right to work, or you 

c an take s o m e t ime to th ink. For you 

to do bus iness with my team, it must 

be right for both of us." Then wait in si-

lence unti l they speak . If they say they 

need t ime, pol itely agree and ask if you 

c an schedu le a fol low-up appo in tment . 

Get it on the ca lendar up front and you 

won' t find yourse l f wait ing later for a 

ca l l that never c omes . 

The other impor tan t factor is your 

p rospec ts and what they do - wh ich 

you can ' t contro l . Instead, ca l l the Nel-

sons one mo re t ime and exp la in that 

whi le you do not want to bother them, 

you wou ld love to have t hem as cl ients. 

A s k t hem to ca l l or e-mai l you so you 

c an either cont inue p lann ing their job 

or take t h em off your schedule . Tell 

t h em if you don ' t hear back Friday, 

you ' l l d rop by their house on Saturday. 

W h e n I use this tact ic, I a lways get a 

ca l l back - and the s ame goes for com-

merc ia l c l ients as well. 

S o whi le you do not want to pres-

sure your prospects , you do deserve an 

answer and it's your j ob to try, in a pro-

fess iona l and cour teous manner , to get 

your p rospec ts to give you one. LL 



MARUYAMA 
M A R U Y A M A 

COMMERCIAL 
W A R R A N T Y 

When you depend on your tools for your l iving they'd better 

be tough, they'd better be rugged and they'd better be 

dependable. Tha t 's why Maruyama pro fess iona l -grade 

outdoor power equipment is backed by the longest 

commercial-use warranty a r o u n d . . . 5 years . Tha t 's 

r i g h t a 5 year commercial warranty . Ex t raord inary . 

maruyama. w w w . m a r u y a m a - u s . c o m 

T R U E C O M M E R C I A L O U T D O O R P O W E R E Q U I P M E N T 

http://www.maruyama-us


i t ' s a b o u t 

p e o p l e 

Bi l l A r m a n 
is a 32-year veteran of the landscape maintenance 
industry and is a founder of The Harvest Group, a national 
landscape business consultancy. He can be reached at 
949/466-8837 or people@gie.net. 

Interviewing 

Conduct ing an effective interview 

ranks as one of the most cr it ical 

recruit ing pract ices an owner or 

manager possesses. Let's review some 

of the key ingredients. 

LOCATION. A lways verify locat ion and 

address with the individual. S o m e land-

scape company facil ities are located in 

pretty unique areas and people need 

clear direct ions on how to get there. 

Swap cel l phone numbers just in case. 

THE RIGHT TIME. Set a t ime that's good 

for both parties and allows for some 

good dialogue, say 45 minutes on aver-

age. Make it a t ime when there are mini-

The Right Way 
m u m interruptions and less chance of a 

fire needing to be put out. 

BE ON TIME AND PREPARED. Both par-

ties should be at their best, and that 

means you as the interviewer have re-

sponsibi l i t ies. Show up on t ime and be 

prepared with a list of quest ions and the 

resume or job appl icat ion. Do not write 

on an original resume. Have someth ing 

to write notes on. 

WELCOME. Greet the candidate and see 

if there is a need for the restroom and of-

fer someth ing to drink like coffee, water 

or soda. I can' t tell you how many t imes 

I have encountered candidates wait-

ing around either in front of the office, 

in their car or just look ing lost and un-

welcome. They are waiting for the late 

disheveled interviewer. These are poten-

tially your future team members so send 

the right message f rom the start. 

INTERVIEW IN A NEUTRAL ZONE. Re-

serve a conference room to el iminate in-

terruptions. I prefer to hold it at the office 

or facil ity where this person would work. 

Don' t interview people in your personal 

office. Th is can be overwhelming for the 

candidate. Of course, in today's world 

we interview in all sorts of areas includ-

ing Starbucks and Denny's. Somet imes 

these are even more appropr iate espe-

MINI CHOPPER GIVE A WAY 
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Mini ti l ler/cultivator 
43cc 2 stroke Mitsubishi 
Carbide tipped tines 

www.1hour.eztrench.com 

Bed definer and reedger 
GX 160 5.5hp Honda 
Centrifugal clutch drive 
Carbide tipped Bedscaper® blade 

The E-Z Trench mini chopper w i " l 3e g i v e n a w a y a t t h e 

^ < 2 0 0 8 GIEE in Louisville, KY. 
/ f f i i v y ^ T ) ) Customers who receive a 

^ d e m o o f a n y E~Z T r e n c h 

product are eligible to enter at 
r K www.eztrench.com/choppergiveaway. 

E-Z Trench Mfg (843) 756-6444 

mailto:people@gie.net
http://www.1hour.eztrench.com
http://www.eztrench.com/choppergiveaway
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AN A B U N D A N C E OF WORK BENEATH T H E SURFACE IS THE FOUNDATION FOR TRUE GROWTH. 

Just as plants wont thrive without a strong root system below them, your business needs support 
behind it to sustain long-term success and growth. Hortica has spent the last 120 years as a green 
industry advocate, providing business insurance and employee benefits for many horticultural 
industries. Now, businesses that generate up to 100% of their revenue from landscape operations 
qualify for industry-specific insurance programs from Hortica. We will work with you to identify 
your needs and risks before designing a comprehensive, yet affordable insurance and employee 
benefits plan. 

To learn more, visit www.hortica-insurance.com 
or call us directly at 800.851.7740. 

hortica 
INSURANCE & EMPLOYEE BENEFITS 

To guide and provide 

http://www.hortica-insurance.com


i t ' s a b o u t 
p e o p l e 

da i l y if the candidate does not wish to 

be seen by others and p laced in a com-

promis ing posit ion. 

MINIMIZE INTERRUPTIONS. Phones, 

texting, computers and people - I'm 

sure you can think of several more. 

Very few things are more annoy ing 

than interruptions dur ing the interview. 

THE INTERVIEW. Do not ask or deal 

with non job-related subjects, such as 

age, race and religion. St ick to ques-

t ions that are job related. If in doubt, 

review this with your human resources 

fo lks and get it right. A s k quest ions 

about specif ic skil ls, goals, duties and 

responsibi l i t ies and dril l down on an-

swers with EAR : Examp les , Act ions, 

Results. At a m in imum, find out: 

• How did they hear about you? 

• Are they employed? The reasons for 

"why not" cou ld be a caut ion signal. 

• Why are they leaving? 

• Are they interviewing elsewhere? If 

they are c lose with someone else why 

are they here? 

• What do they do and is it s imi lar to 

the posit ion you're filling? 

• Do they have a val id driver's l icense, 

certif icates, training and educat ion? 

• Where do they live? Make sure they 

live within a realistic proximity to you. 

• Have they interviewed with you be-

fore? If so, find out why they weren't 

hired at that t ime. 

• Do they know anyone you know? 

Those indiv iduals cou ld be reference 

checks later on. 

• A s k about salary expectat ions. If 

the candidate seems like a possible fit, 

find out if you're in the same bal lpark. 

FOLLOW-UP. Let them know what the 

next steps will be. If they are a great 

candidate then let h im or her know and 

get a sense of where he or she stands. 

A n d always follow-up in writing. 

Even if you know they would never be a 

fit for your organization, treat all candi-

dates with respect. L L 

It's Not Slow Release, 
It's Better 

a g r o t a i n 

You want consistency when it comes to 
your nitrogen. With Stabilized^itrogen UFLEXX 
Technology (SNT)> more available 
nitrogen stays in the soil for results that 
last for weeks. Insist on S N T for: > 

• Better color & quality 5 M W M 

^SLog, 
• Increased nitrogen efficiency 

5 M W M 

^SLog, 

• Extended nitrogen availability Insist on it. 
• Environmentally sound 888-547-4140 
* Granular and soluble programs www.stabilizednitrogcn.com 

Ju^Ai.rrfrn i. . tr.dcm.rl of AGROTAIN lmrm.<MHUl. LLC. 

I URF= 
HYDRO SEEDING SYSTEMS 
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USE READER SERVICE # 97 USE READER SERVICE # 98 

http://www.stabilizednitrogcn.com


Isuzu NPR HD 4 Door with 19* Dovetail Landscaper 
325 HP Gas or 205 HP Diesel Engine, Automatic Transmission, 14,500 lb. 

Exhaust Brake, AM/FM CD Player, A/C, P/S, Power Windows & Locks, 
Tilt Wheel (Other Options And G V W Ratings Available) 

Isuzu NPR with 19* Dovetail Landscaper Body 
325 HP Gas or 205 HP Diesel Engine, Automatic Transmission, 

12,000 lb. or 14,500 lb. GVWR, Exhaust Brake Piese! Only), 
AM/FM CD Player, A/C, P/S, Power Windows & Locks, "Hit Wheel, 

(Other Options And G V W Ratings Available) 

I K 

Isuzu NPR HD with 12' Dump Body 
325 HP Gas Engine, Automatic Transmission, 14,500 lb. GVWR, 19.5 Tires, 

/ W F M CD Player, A/C, P/S, Power Windows & Lodes, Tilt Wheel, 
Tow Package & Broke Control, (Other Options And G V W Ratings Available) 

Isuzu NPR HD with lO* Composite Dump Body 
325 HP Gas Engine, Automatic Transmission, 14,500 lb. GVWR, 19.5 Tires, 

AM/FM CD Player, A/C, P/S, Power Windows & Locks, Tilt Wheel, 
Tow Package & Brake Control, (Other Options And G V W Ratings Available) 

Remove Dovetail 
In 5 Minutes! 

Isuzu NPR HD with 19* Revolution Body isuzu NPR with 18' Enclosed Landscape Body 
325 HP Gas Engine, Automatic Transmission, 14,500 lb. GVWR, 19.5 Tires, 325 HP Gas Engine, Automatic Transmission, 12,000 lb. GVWR, 

Electric Hoist, (Other Options And G V W Ratings Available) AWFM CD Player, A/C, P/S, Po*er Windows & Locks, Tilt Wheel, 
. 0 yt^ Split Dovetail Ramp, Side Door, (Other Options And G V W Ratings Available) 
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Legal Aid 
Establishing a relationship with 
legal counsel helps landscape 
contractors navigate through 
many small business obstacles. 

Establishing a close working 
relationship with legal coun-
sel not only assists landscape 
contractors to resolve liti-
gious problems, but it also 
helps prevent many of the 
common everyday problems 
business owners face. 

"Lawyers are impor tan t not on ly 

to he lp on spec i f i c i ssues but a lso to 

prevent spec i f i c i ssues f r om aris-

ing," says R ich ik Sarkar , a partner at 

Cl lmer & Berne in C leve land . 

F o r examp le , any t ime a cont rac-

tor uses s tandard d o cumen t s - s u ch 

as contracts , bi l l ing s tatements , and 

subcon t rac to r ag reement s - an attor-

ney shou ld be consu l t ed on the front 

end to ensure the d o cumen t s c o m p l y 

with the law and do not open the 

bus iness to l iabil ity, Sa r ka r says . " A n 

ounce of p revent ion is worth a p ound 

of cure," he adds. 

Coun se l is a l so ind icat ive of an 

owner with a c lear bus iness plan, 

says M i chae l Taru l lo , a partner at Co-

lumbus , Oh io -based Schot tenste in , 

Zox & Dunn . 

"Of ten financial inst i tut ions are 

interested in what counse l has been 

se lected by a l andscape con t rac to r 

as they v iew this as an ind ica tor of 

p l ann ing and of a thought fu l ap-

p roa ch to bus iness , " Ta ru l l o says . 

S o how does a con t rac to r go 

about finding an at torney who fits 

his par t i cu lar bus iness opera t i on? 

Adve r t i s emen t s of law firms c an be 

f ound just about anywhere , f r om lo-

ca l late-night te lev is ion c o m m e r c i a l s 

to the s ides of pub l i c t ranspor ta t ion 

to a g o o d c hunk of the loca l Ye l low 

Pages. However , the key to find-

ing the right legal c ounse l is in the 

in format ion-gather ing p rocess . J u s t 

l ike pu r chas i ng a skid-steer or a zero-

turn mower , it 's impor tan t to gather 

as m u c h in fo rmat ion as poss ib le 

about the at torney or law firm and 

their areas of expert ise. 

"Referra ls are a great sou rce for 

in format ion , " Sa r ka r says . "Other 

g ood sou rces are loca l bus iness 

o rgan i za t ions and you r loca l bar as-

soc ia t ion." 

Consu l t with loca l l ands cape 

assoc ia t i ons for law firm r e c ommen -

dat ions, Ta ru l l o says . " You wil l want 

s o m e o n e know ledgeab l e not on ly in 

the con t rac t ing bus iness , but some-

one with con tac t s in the industry, as 

well," he says . 

Con t rac to r s shou ld avo id attor-

neys who d e m a n d large retainer fees 

up front but don ' t exp la in why, Tar-

ul lo says . Instead, a c omb ina t i on of 

fee a r r angemen t s is mo re favorable. 

"These a r rangements cou l d inc lude a 

retainer fee for wh i ch hour ly cha rges 

are bil led, or just a straight hour ly 

rate bi l led for serv i ces rendered," 

he says . "In mos t l i t igat ion matters, 

the c l ient wil l pay an hour ly fee, 

but shou ld obta in f r om counse l an 

out l ine of expec ted fees b roken down 

by tasks so that expec ta t ions are 

proper ly a l igned." 

F o r a bus iness owner, a lawyer 

serves the dua l pu rpose of legal 

adv i so r and bus iness consu l tant , 

so an impor tan t trait to seek is a 

w i l l ingness to work together on key 

bus iness issues. 

" L ook for an attorney who takes 

an interest in how you r l andscape 

bus iness operates and not just in 

the bus iness that you ' re br ing ing 

in the door , " Sa r ka r says . "Fee l i ng 

comfo r t ab l e with the attorney is key. 

A n impor tan t red f lag is when an 

at torney fai ls to try to learn about 

you r bus iness and on ly focuses on a 

s ing le issue." LL 



Tho GREEN INDUSTRY and EQUIPMENT EXPO 

rHURSDAY, FRIDAY. SATURDAY OCTOBER 23 - 25, 2008 
KENTUCKY EXPOSITION CENTER LOUISVILLE. KENTUCKY 

, 3 f 

3 days of demonstrat ions, 80 
business-bui lding seminars, New 
Products Live!, STIHL Lumberjack 
Challenge, many chances to w in 
products, show specials! 

THURSDAY, 
OCTOBER 23 8:30PM 

38 SPECIAL 
With Special Guests, 
The Briggs 
Bluesbusters, 7PM ^ 
Presented By: (briqgs^stwattow) 

FRIDAY, 
OCTOBER 24 8:30PM 

LONESTAR 
With Special Guest, 
Candy Coburn, 7PM 

Presented By: m ^ T ^ H 

•Green Industry Conference. See www.greenindustryconference.org. 

•PGMS School of Grounds Management. See www.PGMS.org. 

• Green Industry Expo™ Workshops. See www.gie-expo.com. 

•Networking opportunities with your peers 

• New Products Live! showcase 

•STIHL Lumberjack Challenge 

•Two evenings of free concerts at 4th Street Live! 

•Complete array of industry suppliers. 

See floorplan at www.gie-expo.com/attendee.html. 

•$20,000 Trucks of the Industry Giveaway 

•Three-day pass for only $10 

• Kohler's free brat fry in the demo area 

Make connections, order products and learn 
profit-boosting strategies that will become 
the best souvenirs ever! 

With more than 20,000 participants 
from across the U.S. and around the 
world, the time to book your hotel 
and register is NOW! 

By registering now you could win Flight Certificates* to anywhere in the Caribbean that 
American Airlines flies. Sponsored by: Ariens & American Airlines/American Eagle 

* Blackout dates and restrictions apply. 

S P O N S O R E D BY: A . 
Outdoor 
Potter 
Equipment 
Institute. Inc. 

A PLANET 
Profwsionol tondcare Network 

http://www.greenindustryconference.org
http://www.PGMS.org
http://www.gie-expo.com
http://www.gie-expo.com/attendee.html
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Putting Pros 
High-end clientele and 50- to 70-percent profit margins 
attract contractors to synthetic putting green installation. 

As members of the baby boomer generation 
approach ret irement and seek to improve their outdoor 

l iv ing spaces while mainta in ing an act ive lifestyle, land-

scape contractors shou ld cons ider offer ing an ameni ty 

this g roup may seek: synthet ic putt ing greens. 

Dur ing the mid-1990s, Ted Greiner was look ing for 

a specia l ty service to differentiate his c ompany in an 

increas ingly compet i t ive l andscap ing c l imate. "We chose 

putt ing greens and water gardens because there was 

no compet i t ion back then," says the president of T J B 

in Hamden, Conn . "It has s ince changed, but it's still a 

wonderfu l market to be in," says Greiner of synthet ic put-

t ing green instal lation, a service that he says yie lds profit 

marg ins in the 50- to 70-percent range. 

A t the request of a cus tomer about six years ago, J a y 

McMul len, president of A l l State Landscape/Southwes t 

Greens of The San Fe rnando Val ley in M iss ion Hills, Calif., 

began offering synthet ic putt ing greens. "We felt that a 

synthet ic turf and putt ing green bus iness would be a good 

addit ion to the serv ices we provide," he says of his full-

serv ice firm. "It tends to appea l to the cus tomers who love 

golf - the baby boomers look ing for someth ing fun in their 



yard or fami l ies with k ids who golf and are look ing 

to sharpen their game." Today , synthet ic putt ing 

green and turf instal lat ion adds about $300 ,000 

to the c ompany ' s top line. McMu l l en expects the 

service to grow 10 to 15 percent this year. 

GOOD TO KNOW. Contractors look ing to get into 

the synthet ic putt ing green instal lat ion bus iness 

shou ld understand the dif ferences between the two 

ma in types of turf on the market - po lypropy lene 

and nylon, Greiner says. Po lypropy lene, wh ich 

costs about $2 to $3 per square foot, is cheaper 

f rom a raw mater ia ls standpoint, but takes longer 

to install because it requires the instal lat ion of 

infill, wh ich is sand, s lag or s i l ica sand that's swept 

into the surface of the green to contro l ball speed. 

Ny lon is more expens ive f rom a raw mater ia ls 

standpoint - $5 to $6 per square foot - but doesn' t 

require as m u c h labor because it's not necessary to 

sand the greens. 

Wh i ch mater ia l is "better" c omes down to 

personal preference, says Greiner, who instal ls both 

po lypropy lene and ny lon greens for $18 per square 

foot plus $100 per hole. He is able to charge the 

same rate for both types of greens because the 

difference in mater ia l costs and instal lat ion t imes 

offset each other for a sufficient profit marg in. 

The pr ic ing standard for synthet ic putt ing 

greens is to charge by the square foot, Greiner 

says, because "cus tomers don't want you to tell 

t hem it's go ing to cost between X and X - they 

want to know exact ly." He emphas i zes the compet i -

tive pr ic ing in this area of business. "In some parts 

of the South, instal lers are lucky if they can get 

$8 to $10 per square foot. It just depends on the 

market ." 

In the Los Ange les area where McMu l l en instal ls 

po lypropy lene greens, synthet ic putt ing greens go 

for $11 to $17 per square foot. He adds there's a 

wide range of product qual i ty and manufacturer 

serv ice in this sector, and encourages contractors 

to do their research. 

The first few years McMu l l en offered putt ing 

greens, he struggled with suppl ier relat ionships. 



McMu l l en had diff iculties with prod-

uct orders and del iveries. One t ime, 

the mater ia ls he ordered took three 

months to be delivered; another t ime, 

the manufacturer sent h im turf that 

had been punctured by a forklift dur-

ing sh ipping. 

"We also had qual ity p rob lems 

with turf that was supposed to be all 

the same height, but the heights were 

inconsistent, which made it a non us-

able product," he says. A t the t ime his 

c o m p a n y was only instal l ing "a hand-

ful" of putt ing greens per year, but 

these suppl ier issues nearly cost h im 

a few of those jobs and his reputat ion 

in the market . 

Two years ago, with four years of 

putt ing green exper ience under his 

belt, McMu l l en dec ided his bus iness 

wou ld be best served by purchas ing 

a putt ing green/synthet ic turf instal-

lat ion franchise. There is a number 

of such franchise sys tems avai lable, 

with initial investments ranging f rom 

$50,000 to $150,000. 

Though many landscape con-

tractors find success in tack l ing this 

serv ice independent ly, McMu l l en be-

l ieved the support of a f ranchise with 

its manufacturer-guaranteed products 

was the right answer to his numerous 

suppl ier prob lems. 

INSTALLATION INSIDER. Today , 

McMu l l en ' s firm instal ls two to four 

putt ing greens per month. The key 

to success, he says, is a ski l led 

crew that 's exper ienced in proper ly 

compac t i ng soil, careful ly cutt ing the 

fr inge and instal l ing the turf so there 

are no gaps that interfere with the way 

bal ls roll on the green. In addit ion, 

po lypropy lene turf requires "broom-

ing" in the infill material . Add ing infill 

is opt iona l for ny lon greens. "Installa-

t ion that lacks attention to detai l can 

create very unhappy customers ," Mc-

Mul len says. His crews receive train-

ing through the franchise sys tem's 

headquarters. 

Greiner, who never had formal 

training but learned through trial and 

error over the last 17 years, agrees 

that impeccab le instal lat ion is 

necessary for cus tomer satisfact ion. 

He emphas i zes the impor tance of 

We'll give you $1000.00 
Toward the purchase of a 

Turf Tracker Time Machine XL 
if you own any of our competitors' riding 

spreader-sprayers. 
We're confident once you own a 

Turf Tracker, 
you'll never buy anything else! 

Offer is for limited time only. Call for details. 

C&S Rirf Care Equipment, Inc. 
1-800-872-7050 • www.csturfequip.com 

L LANDOPT 
Growing Life in the Green Industry 

www.landopt.com 412.567.4345 

http://www.csturfequip.com
http://www.landopt.com
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High Resolution Imaging 
Easy to Use 
12,000 Image Library 
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. 
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This Month, win Earthscapes Landscape Design Software 
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high-quality seaming, or the process 
of joining two pieces of synthetic 
material together, much like in carpet 
installation. "The contractor can do 
the seams himself, but 1 highly recom-
mend subbing it out to someone who 
installs carpet," he says. When Greiner 
first started installing putting greens, 
he paid a carpet installer $7 a running 
foot to do seaming; today, he has an 
ex-carpet installer on staff. "It sounds 
like a lot until you realize how impor-
tant it is and if the customer isn't satis-
fied with the seams once you're done 
with the installation, there's not much 
you can do about it then." 

Installation, depending on the ma-
terial, crew size and site challenges, 
ranges from several hours to several 

days. An experienced TJB crew can 
install a 12- by 24-foot green in three 
hours. "That's where you can be after 
17 years of experience," Greiner says. 

Some contractors compare put-
ting greens to paver installation and 
cross-train their crews in both services 
because base preparation and some 
of the required equipment is similar. 
"Installing the base is a lot like doing 
walkways and patios, but it's easier 
because you don't have to be so 
concerned about the grade," Greiner 
says. "The bumps make it more chal-
lenging for the golfer." 

From an equipment-purchasing 
standpoint, McMullen says a lot of 
hand tools and small equipment are 
required, including shovels, special-

ized brooms, cutting materials 
and leveling devices. Most of 
these items are available through 
synthetic turf suppliers, he says. 
The larger equipment, which 
some landscape firms already 
have, includes sod rollers and 
compactors. Depending on the 
type of machines a contractor 
chooses to purchase, the equip-
ment-related up-start costs range 
between $10,000 and $25,000, 
McMullen estimates. 

SALES OPPORTUNITIES. The high-end 
nature of putting green installation is 
one reason it's an attractive service 
for many contractors. Offering putting 
greens pairs well with water features, 

YOU WON T GET 
BITTEN WITH 
M O S Q U I T O M A X 
W h en it comes to making an impact on 
your bottom line and pleasing your customers 
think MosquitoMax misting systems. 

L 
877-523-2525 
www.mosquitomax.com 

The reasons 
are clear: 

Highly automated 
yet simple to maintain 

Supports eco-friendly 
insecticides and repellants 

• Attractive wall mounted 
powder coated enclosure 

• Misting nozzels target harborage 
areas in landscaping 

HARDER WORKING. 
LESS MAINTENANCE. 
MORE FLEXIBILITY. 

For satisfied customers and 
higher profits the choice is clear. 

mosquitollldx 
misting systems 

Automated Insect Control 

CATCH IT EVERY 
MONDAY AT 

www.lawnandlandscape.com 

http://www.mosquitomax.com
http://www.lawnandlandscape.com
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Display gardens are "a must" for putting greens, says Ted 

Greiner. Photo: Ted Greiner 

wh ich is why Gre iner cons t ruc ted a 

d isp lay ga rden that showcase s both 

products . "The wife l ooks at the water 

garden and the husband l ooks at the 

putt ing green and he says 'Honey , 

let's m a k e a deal , ' " Gre iner says . 

Peop le l ike to t ouch what they ' re buy-

ing, espec ia l l y when they ' re 

spend ing t housands of dol-

lars, he says . The major i ty 

of b a c k y a r d putt ing greens 

T J B instal ls are either 12-

by 24-feet or 13- by 30-feet, 

wh i ch p laces the pr ice tags 

a round $5 ,000 to $8 ,000. 

In addi t ion, Putt ing green 

con t rac to rs c an add sa les 

by of fer ing ma i n t enance 

serv ices . T h o u g h synthet i c 

turf is f requent ly ma rke t ed as "mainte-

nance-free," that 's not necessar i l y the 

ca se with synthet i c putt ing greens if 

c l ients want to keep t h em in t ip-top 

shape. Po l yp ropy l ene putt ing green 

instal lers r e c o m m e n d resand ing the 

greens to ensure the bal l rol ls cor-

2-1 

rect ly. "It's requ i red every one or two 

years, depend ing on the cus tomer , " 

McMu l l e n says . McMu l l en ' s c o m p a n y 

offers serv ice ca l l s e a ch year on a 

t ime and mater ia l s bas is . "We ca l l to 

c he c k in after a year to m a k e sure 

they ' re en joy ing their putt ing green 

and see if they need serv ice," he 

says . The visit t akes two to four hours 

depend ing on the size of the green, 

he says . 

In the Northeast , moss , mi ldew, 

a lgae and mo l d c an be a p rob lem, 

espec ia l l y on greens insta l led in shady 

areas. T o c o m b a t these issues, T J B 

wil l treat its cu s t omer s ' g reens with an 

a lgaec ide / fung i c ide p roduc t on a t ime 

and mater ia l s bas is . There are severa l 

p roduc ts ava i lab le for this t ype of 

Four less reasons to think about 
global warming's effect on lawns. 

EE23M 

Each variety in the Heat Tolerant Bluegrass Series has been 
specifically bred to tolerate heat and humidity well beyond 
traditional bluegrass regions. They provide a beautiful appearance 
and show excellent brown patch and shade tolerance, yet each 
has characteristics all their own. They are a great addition to any 
commercial or residential landscape. Insist that the Scotts® Heat 
Tolerant Bluegrass Series is part of the blends or mixtures you buy. 

Call your Scotts Landmark Seed distributor, 
1-800'247'69W, or visit xvwtv.scottsproseed.com 

#1 Rated Tire Sealant 

NoTubes.com 
NO MORE FLATS 

Professional Seed 

NoTubes.com 
202 Daniel Zenker Dr 

Big Flats, NY 14814 
607-562-2877 

StansTireSealant.com 



For more marketing ideas, see 
"Putting Green Promotions" in 
May's Online Extras section at 
www.lawnandlandscape.com 

golf pro at a local golf course. "Tel l 

h im you' l l give h im a 10 to 20 percent 

k i c kback for every green he sells for 

you and let h im r e commend you to 

his golfers." Gre iner says. "Or better 

yet, see if you can instal l a display 

outs ide the pro shop and put up a 

s ign that says 'Free putt ing courtesy 

of X Y Z Landscape - see the pro shop 

for details. ' 

Gre iner adds, " Jus t make sure that 

green is perfect." LL 

treatment, Gre iner says. He encour-

ages contractors to check with the 

manufacturer and/or test for colorfast-

ness for up to six months in "real life" 

condi t ions before app ly ing any such 

products on their cus tomers ' greens. 

Another ma in tenance offering is a 

sort of "spr ing c leanup." T J B 

crews visit several c l ients each 

spr ing to reset, c lean or re-

p lace cups; touch-up bunkers, 

e l iminat ing weeds if neces-

sary; r ecompac t the green 

and add more infill mater ia l if 

the cl ient requests a "faster" 

green. T J B a lso per forms this 

serv ice on a t ime and mater ia l 

basis. 

Sel l ing specia l ty serv ices l ike 

synthet ic putt ing greens a lso 

offers the opportuni ty for contractors 

to get creat ive with their market ing 

campa igns . One of the most success-

ful ones Gre iner conduc ted - wh ich 

has so ld about 150 jobs over the 

years - was to co l laborate with the 

Find t he Green So lu t ion w i t h t he 
# 1 Organic-Based Lawn Care Oppor tun i t y ! 

• Ranked as One of the Top 100 Companies in the Green 
Industry by Lawn & Landscape Magazine 

• Selected by Entrepreneur Magazine as a Top 500 franchise 
• Over 21 years of Accelerated Success 

Call today for a greener future 
with NaturaLawn of America! 
Marcus Peters: 
( 8 0 0 ) 9 8 9 - 5 4 4 4 

THE LEADER IN ORGANIC-BASED LAWN CARE " 

www.n l -amer .com 

O L D H A M 
CHEMICALS COMPANY, INC. 

OVER 40 Y E A R S OF RELIABILITY 

200 G A L L O N LAWN RIG 
• 200 GALLON OLDHAM TANK WITH BAFFLE. 
• HYPRO D30 TWIN DIAPHRAGM PUMP. 
• 5.5 HP HONDA ENGINE. 
• HANNAY ELECTRIC REEL WITH 300' 1/2" HOSE. 

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

1-800 888-5502 
PO BOX 18358 

3701 NEW GETWELL ROAD 
MEMPHIS, TN 38118 

I M I 

http://www.lawnandlandscape.com
http://www.nl-amer.com
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O R D E R www.NovaeCorp.com 
ONLINE FREE SHIPPING ONLINE!!! 

Posting Signs 
Door Hangers 
Brochures 
Postcards & More 

View Hundreds of 
Promotional Ideas, Layouts 
& Exclusive Images Online 

RNPSIGNS 
Marketing. Design & Print 

www.RNDsigns.com ^ 
8 0 0 - 3 2 8 - 4 0 0 9 

A ZERO TURN IS A HI-PERFORMANCE MOWER. A PULL MOWER SHOULD BE THE 

SAME. CHECK OUT THE HI-PERFORMANCE, PROFESSIONAL GRADE ACREASE. 

• 60 inch heavy deep deck with wide side discharge 
• Full floating deck with 2 point crank height adjustment 
• 18 HP Kohler with electnc dutch blade engagement 
• Large pneumatic tires for smooth rolling on rough ground 
• Capable of today's standards in high mowing speeds 
• Requires little power to pull 

U.S. LAWNS 
NO ONE KNOWS THE 

LANDSCAPE MAINTENANCE 
INDUSTRY LIKE WE DO. 

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. 

To f i n d o u t m o r e a b o u t 

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

U . S . L a w n s c a n o i l e r , c a l l 

1 - 8 0 0 U S L A W N S o r v i s i t 

u s a t w w w . u s l a w n s . c o m U.S. LAWNS 

Stop giving away PROFITS 

Same Clients 
Less Work 

Increased Profits 
Work safer for 2008 

Vulcher.com 800.806.6764 

To Advertise On 

This Page Call 

Bonnie Velikonya 

At 800/456-0707 

www.lawnandlandscape.com 

http://www.NovaeCorp.com
http://www.RNDsigns.com
http://www.uslawns.com
http://www.lawnandlandscape.com


M a x i m i z e y o u r a d v e r t i s i n g d o l l a r s b y r e a c h i n g : 

• T h e I ndus t r y ' s L a r g e s t P r i n t A u d i e n c e . 

• T h e I ndus t r y ' s L a r g e s t M e d i a W e b A u d i e n c e . 

• T h e I ndus t r y ' s L a r g e s t C l a s s i f i e d S e c t i o n . 

W e o f f e r t h e i n du s t r y ' s l o w e s t c o s t s t o b e s e e n in b o t h 

Lawn & Landscape m a g a z i n e a n d l a w n a n d l a n d s c a p e . c o m 

f o r o n e l o w co s t . 

P lease con tac t Bonn i e Ve l i konya at 800/456-0707 x5322 

or bve l i konya@gie .ne t 

BUSINESS OPPORTUNITIES 

B U S I N E S S O P P O R T U N I T I E S 

I s Y O U R B U S I N E S S 

I N T H E R E D ? 

F i n d t h e " G R E E N " S o l u t i o n 
w i t h t h e # 1 O r g a n i c - B a s e d 

L a w n C a r e O p p o r t u n i t y ! 

• Proven Marketing Accelerates Profitability 
• Differentiate Yourself Using Proprietary, 

Organic-Based Fertilizers 
• Successful Training Tools and Programs 
»21 Years of Accelerated Success 

We can make it easy for you to join the 
Leader in Organic-Based Lawn Care 

Call Marcus Peters at: 
800-989-5444 

THE LEADER IN ORGANIC-BASED LAWN CARE™ 

www.nl-amer.com 

S E L L I N G Y O U R B U S I N E S S ! 

W 
G O L F s c a p e s 

Reasons To Call Us: 
H u g e P r o f i t s - U p T o 6 0 % 

O n l i n e A d v a n c e d T r a i n i n g 

U t i l i z e E x i s t i n g E q u i p m e n t 

A n E a s y A d d - O n S e r v i c e 

U p s e l l E x i s t i n g P r o d u c t s 

G r e e n s S e l l M o r e L a n d s c a p e s 

FREE VIDEO 
8 0 0 - 3 3 4 - 9 0 0 5 

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

F R E E 
A P P R A I S A L 

N O B R O K E R 
F E E S 

P r o f e s s i o n a l Bus iness Consu l tan ts 

i r \ p f a. 
Merger & Acquisition Specialists 

£ 
Professional Business Consultants can obtain purchase 

offers from qualified buyers without disclosing their 
identities. Consultants fees are paid by the buyer. 

CALL: 

708-744-6715 
FAX: 508-252-4447 

C h r i s t m a s L i g h t i n g 

& D e c o r a t i n g F r a n c h i s e 
Christmas Lighting & Decorating 

Franchise - Growing Industry, Low 

Start-Up, Exclusive Territories, Proven 

System, Expand your Customer Base, 

866-445-6202 

www.decoratingelves.com 

w w w . a l l p r o g r e e n s . c o m / l a w n s 

Reasons To Call: 
% * A S o l u t i o n T o D r o u g h t 

* H u g e P r o f i t s - 5 0 % + 

* Q u i c k , E a s y I n s t a l l 

* U s e E x i s t i n g E q u i p m e n t 

* * * B u y F a c t o r y D i r e c t 

' * F R E E T r a i n i n g 

" t o * F R E E D V D 

a w n s 1 - 8 0 0 - 3 3 4 - 9 0 0 5 
Taking Your P R O To The Next Level 

COMPANY 
C O R P O R A T I O N 

I N C O R P O R A T I N G W H A T ' S R I G H T P O R T O O 

If lawn and landscap ing i s y o u r b u s i n e s s , 
t reat it l i k e o n e . Protect your personal 

assets now. I n c o r p o r a t e or f o r m a n L L C 
t o d a y w i t h T h e C o m p a n y C o r p o r a t i o n 

i n 1 0 m i n u t e s or l e s s . 

Visit www.incorporate.com 
or call 888-743-7325 

mailto:bvelikonya@gie.net
http://www.nl-amer.com
http://www.allprogreens.com
http://www.decoratingelves.com
http://www.allprogreens.com/lawns
http://www.incorporate.com


.. FREE SUBSCRIPTION & 
6 P R O D U C T I N F O R M A T I O N 

] YES, I would like to receive/continue to receive Lawn & Landscape free of charge. Q No, I would not like to renew. * 

HOW DO YOU WANT TO RECEIVE YOUR SUBSCRIPTION? 

] Print Only Q Digital Only (No print copy received) 

Signature. 

Name 

Date_ 

Title_ 

Company. 

Address 1. 

City 

Address 2 

State_ 

Phone 

E-mail _ 

Zip/Postal Code_ 

Fax 

. Country. 

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. • 

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 ont) 

I. CONTRACTOR or SERVICES 
• 1 Landscape Contractor 
• 2. Chemical Lawn Care Company 

(excluding mowing maintenance service) 
• 3. Lawn Maintenance Contractor 
• 4 Ornamental Shrub & Tree Service 
• 5. Irrigation Contractor 
• 6 Landscape Architect 
• 7. Other Contract 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 

• 9. Dealer • 11. Formulator 
• 10. Distributor • 12 Manufacturer 

IV. OTHERS ALLIED TO THE FIELD: 
• 13. Extension Agent (Federal. State. 

County. City, Regulatory Agency) 
• 14. School. College. University 
• IS. Trade Association, Library 
• Others (please describe) 

2. What services does your business offer? 

• 1. Landscape Design 

Landscape Installation 

• 2. Seeding or Sodding 
• 3. Turf & Ornamental Installation 
• 4. Bedding Plants ft Cotor Installation 
• S. Irrigation Installation 
• 6. Landscape Lighting 
• 7. Hardscape Installation 
• 8. Water Features 

Landscape Maintenance 
D 9. Landscape Renovation • 13. Tree ft Stump Removal 
• 10. Turf Fertilization • 14. Irrigation Maintenance 
• 11. Turf Aeration • 15. Erosion Control 
• 12. Tree ft Ornamental Care 

Pesticide Application 
• 16. Turf Disease Control 
• 17. Turf Insect Control 
• 18 Turf Weed Control 
• 19. Tree ft Ornamental Pesticide Application 

Other 
• 20. Mowing 
• 21 Hydroseeding 
• 22 Snow Removal 
• 23 Interior Landscape Services 
• 24 Structural Pest Control 
• 25. Holiday Lighting 
• 26. Other 

3. What is the service mix %? 

Mowing/Maint 

Design/Build 

Chemical Application 

5. Is Chemical Application work 
• 1. Outsourced • 2. Done by own 

approximate annual gross revenues? 

• 1. Less than $50,000 
• 2. $50,000 to $99,999 
• 3. $100,000 to $199,999 
• 4. $200,000 to 5299,999 
• 5 $300,000 to $499,999 
• 6. 5500.000 to 5699,999 
• 7 $700,000 to $999,999 
• 8 $1,000,000 to $1,999,999 
• 9 $2,000,000 to $3,999,999 
• 10. 54.000.000 to S6.999.999 
• 11. $7,000,000 or more 

7. What percentage of growth do you 
anticipate? 

ft. What year was your business 

• 1 1 . 
• 12. Entomologist 
• 13. Horitcultunst 
• 14 Plant Pathologist 
• 15 Consultant 
• 16. Technician 
• 17. Serviceman 
• 18 Other (please describe) 

9. What is your business mix? (%) 

Residential Commercial Other 

10. Is this a Headquarters or 
Branch location? 

• 1 Headquarters • 2. Branch • 3. Single Office 

11. What best describes your title? 
• 1. Owner I 
• 2. I 

• 3. • 
• 4. Corporate Officer I 
• 5. Partner 
• 6. Managers 
• 7. Direct or 
• 8. Superintendents 
• 9. Foreman 
• 10. Specialist 

12. Whkh of the following types of products and/or 
services are you considering adding - upgrading 
in the next 12 months? (CHECK ALL THAT APPLY) 

• 1. Construction Equipment (attachments, skid steers, 
loaders, tractors, etc) 

• 2. Mowers 
• 3. Chemical Equipment (pumps, tanks, hoses, reels) 
• 4. Hand Held Equipment (trimmers* edgers, blowers, 

chain saws) 
• 5. Engines 
• 6 Tree Equipment 
• 7. Chippers / Shredders 
• 8. Fertilizers 
• 9. Chemicals (insecticides, herbicides, fungicides) 
• 10 Grass Seed 
• 11 Nursery/Flowers 
• 12 Irrigation Equipment 
• 13. Financial Services (insurance, payroll, finance) 
• 14. Uniforms (including hats and gloves) 
• 15 Business Software / Hardware 
• 16 Design Software 
• 17 H2B Services 
• 18 Hardscape Products (lighting, pavers, water features) 
• 19. Renovation Equipment (seederv aerators, 

dethatchers. spreaders, hydroseeders) 

11. Which of the following subjects would you be 
interested in learning more about? 
(CHECK ALL THAT APPLY) 

BUSINESS MANAGEMENT 
• 1. Technology solutions for your business 
• 2. Employee recruitment/retention 
• 3. Ergonomics 
• 4. How to set up a safety program 
• S. lmmigration/H2B 
• 6. Ma>or growth areas for contractors: Up and coming 

add on services 
• 7. Alternative fuel/keeping fuel costs down 

MOWING MAINTENANCE 
• 8. Mowing — labor savers 
• 9. Quoting jobs/services 
• 10. How to add an enhancement crew/division 

PESTICIDES ft CHEMICALS 
• 11. Generating revenue by adding lawn care services 
• 12. Best practices: chemical applications 
• 13. Hydroseeding versus turf 
• 14. Fertigation 
• IS. Organic/eco-friendly lawn care options 
• 16. Chemical lawn care as add on services 

CONSTRUCTION ft INSTALLATION ft DESIGN 
• 17 Simplifying installation jobs 
• IB. Installing pave stone 
• 19. Software solutions for design projects— 

designing with technology 
• 20. Design "how toV: Best practices for proper 

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 

21 22 23 24 25 26 27 28 29 30 31 32 33 34 35 36 37 38 39 40 

41 42 43 44 45 46 47 48 49 SO SI 52 S3 54 55 56 57 58 59 

61 62 63 64 65 66 67 68 69 70 71 72 73 74 75 76 77 78 79 80 

81 82 83 84 85 86 87 88 89 90 91 92 93 94 95 96 97 98 99 100 

101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 120 

121 122 123 124 12S 126 127 128 129 130 131 132 133 134 13S 136 137 138 139 140 

141 142 143 144 145 146 147 148 149 ISO 1S1 152 1S3 154 155 156 157 158 159 160 

161 162 163 164 165 166 167 168 169 170 171 172 173 174 175 176 177 178 179 180 

181 182 183 184 185 186 187 188 189 190 191 192 193 194 195 196 197 198 199 200 

201 202 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 218 219 220 

221 222 223 224 225 226 227 228 229 230 231 232 233 234 235 236 237 238 239 240 

241 242 243 244 245 246 247 248 249 250 2S1 252 2S3 254 2S5 256 257 258 259 260 

261 262 263 264 265 266 267 268 269 270 271 272 273 274 275 276 277 27 8 279 280 

281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 296 297 298 299 300 

301 302 303 304 305 306 307 308 309 310 311 312 313 314 315 316 317 318 319 320 

321 322 323 324 32S 326 327 328 329 330 331 332 333 334 335 336 337 338 339 340 

341 342 343 344 345 346 347 348 349 350 351 352 353 354 355 356 357 358 359 360 

• 21. Design/build/lnstall as add on service 
• 22. Water features 
• 23. Tips on selling design/build projects to 

home owners 

IRRIGATION 
• 24. Basics of irrigation installation ft maintenance 
• 25. Weather — based controllers 
• 26. Dealing with water restrictions 
• 27. How to become a WaterSense Partner 
• 28. Irrigation as add on service 

HORTICULTURE 
• 29 Best practices for dealing with drought 
• 30 Soil treatments for best plants 
• 31 PGR-s 
• 32. Software for planning 
• 33 Seasonal planting guidelines 
• 34. Bedding & installation 

OTHER 
• 35. None of the above 
• 36. Other (please specify) 

Information is easy! Complete the 
subscription and product information 
form, fold, and mail back to us. 

We're paying the postage! 

If you prefer you may fax us at 
330-659-4043 

For even faster service 
visit us at: www.lawnandlandscape.com 

z 
_ i 
X 00 O 

http://www.lawnandlandscape.com


F A S T g f R E 
FREE SUBSCRIPTION 

& 
PRODUCT INFORMATION 

FOLD AND MAIL YOUR COMPLETED SUBSCRIPTION 

AND PRODUCT INFORMATION REQUEST. 

WE'RE PAYING THE POSTAGE! 

VISIT www.lawn&landscape .com 

FOR FASTER SERVICE 

F o l d a l o n g d o t t e d l i n e a n d t a p e . 

NO P O S T A G E 
N E C E S S A R Y 

IF MAILED 
IN THE 

UNITED STATES 

BUSINESS REPLY MAIL 
F I R S T - C L A S S MAIL P E R M I T NO. 10 R ICHF IE LD O H 

P O S T A G E WILL B E PAID B Y A D D R E S S E E 

GIE MEDIA 
PO BOX 532 
RICHFIELD OH 44286-9926 
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B U S I N E S S FOR SALE BUSINESS OPPORTUNITIES 

DEALERSHIPS AVAILABLE 
Z-Dump, the revolutionary dump bin insert 

that fits into any standard pickup truck bed 

with out changing the trucks appearance 

is currently looking for dealers throughout 

the United States. Z-Dump offers dealers a 

highly profitable product along with 

excellent floor planning options and an 

outstanding freight program. 

For more information please contact 

Sam Proud, National Sales Manager, at 

630-563-5321 or 

email samproud@z-dump.com. 

B U S I N E S S W A N T E D 
WANTED TO PURCHASE 

Chemical lawn & tree care companies, 
any area, any size business reply in strict 

confidence. Contact Green Venture Group 
greenventurepartners@yahoo.com 

W A N T E D T O P U R C H A S E 

L a n d s c a p e D e s i g n / B u i l d c o m p a n y 

s e e k i n g t o p u r c h a s e s m a l l t o 

m i d s i z e d m a i n t e n a n c e c o m p a n y 

(up t o $ 5 0 0 k a n n u a l r e v e n u e ) in 

Lo s A n g e l e s c o u n t y Ca l i f o r n i a . 

I n t e r e s t ed in c o m p a n i e s w i t h 

h i g h - e n d r e s i d en t i a l c l i e n t e l l e , s o m e 

c o m m e r c i a l o k a y . 

P l e a s e s e n d r e p l y t o 

b e r n h a r d @ m y - b a c k y a r d - e s c a p e . c o m 

B U S I N E S S FOR SALE 

S O D F A R M 
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 

N U R S E R Y / G R E E N H O U S E / L A N D S C A P E 

B U S I N E S S FOR S A L E 

Located on 53 acres in upstate NY's finger lakes 

region. 20 years in business, we are a retail nursery, 

greenhouse, landscaping, maitenance and hardscape 

company. Also includes distributorship of high end 

block and paver company. 3200 sq. ft. colonial home 

on 3 1 /2 acre pond, In-law apartment 40' x 100' pole 

barn with heated shop. Turnkey operation with 

$200,000. of equipment and $ 170,000 of hardscape 

materials included. Excellent reputation with 

unlimited growth potential. 

Asking price is $ 1. million 

315-536-9149 

APPLICATING/LAWN 
MAINTENANCE COMPANY 

Located in the Beautiful Rocky Mountains! 

Owners retiring after 15 years in business. Well 

established company in a booming & fast grow-

ing market. Good quality equipment-Excellent 

Reputation-many multi-year contracts. Owner will 

help train. Lawn Spray-Tree Spray-Deep Root Feed-

Pest Control-Noxious Weeds-Lawn Mowing/Irriga-

tion maintenance program. Gross over $500K/ in 

7 months.(May - October.) Serious Inquires only. 

Call 970-904-1890 

FOR SALE: Thriving lawn fertilizer service 

considering offers to purchase our company. 

We have an excellent reputation in Lake, Geauga 

and Cuyahoga Counties among 

others in Ohio. Annual sales $500,000.00. 

Contact Lisa 440-413-4169. 

FOR SALE 
F A R M A N D O U T D O O R P O W E R 

E Q U I P M E N T D E A L E R S H I P . 

P R O F I T A B L E W E L L E Q U I P P E D B U S I N E S S . 

C E R T I F I E D K U B O T A D E A L E R 

W I T H G O O D M A R K E T S H A R E A N D 

P O T E N T I A L F O R E X P A N S I O N W I T H 

N E W P R O D U C T S . 

E M A I L 

kubotadealer@aol.com 

B U S I N E S S / E Q U I P M E N T / P R O P E R T Y 

F O R S A L E 

L o c a t e d in s o u t h cen t ra l NJ, 

L a n d s c a p i n g / M a i n t e n a n c e c o m p a n y , 

a c coun t s , e q u i p m e n t , real estate: 3 ac re 

c o m m e r c i a l b u i l d i n g lot, 1 -1/2 ac re lot 

w i t h 4 ,000 sq. ft. house , i n - g r o u n d poo l , 

a n d 2 ,600 sq. ft. b u i l d i n g . 

B o t h lots have r oad f r o n t a g e a n d al l 

amen i t i e s . La rge a spha l t a n d s t one 

p a r k i n g / e q u i p m e n t s to rage . 

$2,000,000.00 Hank 609-517-3063. 

LANDSCAPE/LAWN/SPRINKLER 
BUSINESS 

Sa l e s o v e r $1 m i l l i o n , a l e a d e r in 

K a n s a s C i t y A r ea , s a m e o w n e r s h i p f o r 

d e c a d e s , g r e a t r e p u t a t i o n , l o y a l 

c u s t o m e r s , o w n e r s r e t i r i ng . 

G a s l i g h t C o m m e r c i a l Rea l E s t a t e 

800-966-2005 

WESTERN PA 
SNOW REMOVAL BUSINESS 

In business since 1979. 118 commercial 

customers. Over 250 sites. Gross revenue 

for '07 -'08 season $855,000. 

Gross Net 40-45%. 

All subcontractors, no equipment. 

One Personnel Director. 

One top notch Sales Person. 

Serious inquires only. 

CALL 724-847-2027 

FOR SALE IN SOUTH CAROLINA 
L a n d s c a p e / M a i n t e n a n c e C o m p a n y 

l o c a t e d in u p s t a t e S o u t h C a r o l i n a . 

15 Yea r o l d bu s i n e s s , 6 0 % l a n d s c a p i n g , 

4 0 % m a i n t e n a n c e . 

T u r n k e y o p e r a t i o n o n 5 p l u s a c r e s w i t h 

2 4 0 0 s q f t . r e c e n t l y r e m o d e l e d 

c e n t u r y o l d f a r m h o u s e a d j o i n e d b y 

2 r en t a l h o u s e s w i t h $ 9 7 5 . 0 0 r en t a l 

i n c o m e p e r m o n t h . 8 0 0 0 sq. f t . n u r s e r y 

w i t h i r r i g a t i on , 2 s h o p s , 1 h e a t e d 

a n d c o m p l e t e w / ba t h , s h o w e r a n d 

o f f i c e c o m b i n e d . 

$ 125 , 0 00 . 0 0 p l u s i n l a te m o d e l 

w e l l k e p t e q u i p m e n t . 

T o o m a n y o t h e r e x t r a s t o m e n t i o n . 

1.3 m i l l i o n . 

S e r i o u s i n q u i r e s o n l y t o 

atilliosgrandma1@aol.com 

LOOKING TO SELL 
YOUR BUSINESS? 

W e have exper ience se l l i ng bus i ne s se s in 

t h e g r e e n i ndus t r y o n a na t i ona l level . 

C o n t a c t Ed Kozak 

M i d w e s t V en t u r e Resources , Inc. 

630-705-3055 

LANDSCAPE CONTRACTING BUSINESS 
Established 12 years in the still booming 

S W Chicago Suburbs. Turnkey operation with 
$ 2 6 0 , 0 0 0 of equipment included. Client base 

strictly high-end homes, no maintenance work. 
2 0 0 7 Gross Revenue in excess of $1 .40 million. 

Owner's net near $ 3 0 0 K . 
Asking $ 8 5 0 K . Owner willing to finance. 

Conservatively, revenues expected to grow at 
11 % over next 3 years. 

Contact Ed Kozak/VR Business Brokers. 
6 3 0 - 7 0 5 - 3 0 5 5 . 

Additional nursery acreage available. 

mailto:samproud@z-dump.com
mailto:greenventurepartners@yahoo.com
mailto:bernhard@my-backyard-escape.com
mailto:kubotadealer@aol.com
mailto:atilliosgrandma1@aol.com


FOR S A L E 

F O R M S A N D D O O R H A N G E R S . Invoices, 

proposals, work orders and more. Fast service and 

low minimum quantities. Order online and save. 

4WorkOrders.com Shorty's Place in Cyberspace. 

8 0 0 - 7 4 6 - 7 8 9 7 . 

T R E E E Q U I P M E N T 

RED B O S S Tree Spades. Stabilizers. 

T R E E B O S S loading system: move or 

place trees/ boulders. T R E E P L A N T E R S . 25 

years in business. Detail, Quality and Service 

make a Difference! 

Call Tree Equipment Design at 877-383-8383. 

info@treeequip.com. 

www.treeeq u i p.com. 

Stop guessing square footage! Measure area quickly 

and accurately. Just wheel the DG-1 around any 

perimeter and instantly know the area inside. 

$399 + $7 ship. CA add tax. 

w w w . m e a s u r e a r e a . c o m 760-743-2006. 

1-800-786-9274 
w w w . w a t e r c a n n o n . c o m 

R e p l a c e m e n t P u m p s 

2400 PSI _ $ 9 4 

• 3000 PSI *1 5 9 

•4000 PSI . s 2 5 9 

Honda 
Engines 

5Hp GC $199 

6.5HpGX. $349' 

8Hp GX s 459 

9Hp GX s 489 

18Hp GX '1099 

C u t o f f S a w Pa r t s at D i s c o u n t P r ices ! 

P a r t s For : 
Stihl, Partner, Makita, & Husky 

> Cylinders 
• Air Filters 
• Drive Belts & More' 

T: 1.888.288.8371 • www.cutofffsawparts.com 

Spreader-Mate™ 
This self-contained "drop-in" sprayer 

converts your commercial broadcast spreader 

to a fully functional sprayer in minutes. 

SPRAYING 
EQUIPMENT 

Toll free - 800.706.9530 
Phone - 585.768.7035 

Fax - 585 768.4771 
Sales@GregsonClark.com 

www GregsonClark com 

i Hook-All Hookufts 
^ — ^ — W ^ M il i' I 'I 
Increase Your Truck Utilization by Using One Truck for Mult iple Purposes. 

Lift, Load, 
Leave or 
Dump! 

8 0 0 - 8 5 1 - 8 9 3 8 americanrolloff.com 

"The Dual Spreader Carrier" 
For All Lawn Care Companies 

Call 508-852-5501 
For more information & pricing go to 

www.paramountglobalsolutions.com 

FOR SALE 
F i n n S t r a w M u l c h e r . 

1 4 6 0 h r s . 3 0 h p g a s W i s c o n s i n e n g i n e . 

P i c t u r e s : 

e - m a i l h o o t l a n d s @ c o m c a s t . n e t 

P e r f e c t s h a p e . A l w a y s s t o r e d i n s i d e . 

( 2 6 0 ) 6 3 7 - 3 5 2 7 

F o r t W a y n e , IN 

$ 3 , 5 0 0 / o f f e r 

G r o u n d C o v e r M a t s f o r P r o f e s s i o n a l s 

* Tough, Lightweight 
* C lea t s for Tract ion 
* UV protected 
* Light color prevents 

burnt g r a s s 
* Hand cutouts for 

lifting 

800-762-8267 
SVE Sales, Inc. www.trakmats.com 
Charlotte, NC 28216 email, sales@trakmats.com 

F R E E C A T A L O G 

C o m m e r c i a l M o w e r P a r t s 

B u y D i r e c t 

M o w M o r e S u p p l i e s 

1 - 8 0 0 - 8 6 6 - 9 6 6 7 

w w w . m o w m o r e . c o m 

L A N D S C A P E D E S I G N K I T 3 
48 rubber stamp symbols ot trees, shrubs, 

plants & more 18" scale, 
Stamp sizes from 1/4" to 1 3/4 
PRICE $123 + S/H • tax in CA 
Price subject to change without notice 

A M E R I C A N S T A M P C O . 
CALL NOW 877-687-7102 TOLL FREE 

Of 916-687-7102 Local Calls 
www americanstampco com Tue Wed,Thur 8-4 30 Pacific T«ne 

CALL NOW TO ORDER or for YOUR FREE BROCHURE 

LAWN SPRAY UNITS FOR SALE 
Fiberglass tanks, hose reels and hose on 

aluminum frames. 20 different units available. 

Business has sold and must liquidate. 

No reasonable offer refused. 

Call (586) 531-6735 and leave message. 

Serious inquires only, please. 

Email: bizout08@yahoo.com 

FOR SALE: MULCH TRUCK 
2002 Express blower 

40 yd. capacity seed injection system 
well maintained 79k miles 

$160,000 

D u k e ' s L a n d s c a p e M a n a g e m e n t Inc . 

9 0 8 - 8 5 0 - 6 6 0 0 

View classifieds at www.lawnandlandscape.com 

mailto:info@treeequip.com
http://www.treeeq
http://www.measurearea.com
http://www.watercannon.com
http://www.cutofffsawparts.com
mailto:Sales@GregsonClark.com
http://www.paramountglobalsolutions.com
mailto:hootlands@comcast.net
http://www.trakmats.com
mailto:sales@trakmats.com
http://www.mowmore.com
mailto:bizout08@yahoo.com
http://www.lawnandlandscape.com


FOR S A L E 

TURF AND TREE SPRAYERS 
Tailor your equipment to your specific needs. The SDI 
TM Series provides the right balance of power and utility 
with unlimited portability. 

• Long lasting 
commercial grade 
fiberglass tank 
construction 

• Available in sizes 
from 100 to 600 
gallons (300 gallon 
• h o ™ 

• Pump sizes - | 
9 to 65 G P M 

• Engines from 6 to 54 H P 

WINDBREAKER WALKING BOOM 
• Designed for accurate application 

without drift or wind interference 

turning 

5' Spray width 

P.O. Box 3107, Visalia, CA 93278 
559-SDI-5555 fax 559-SDI-5591 
www.tprayingdevices.com 

SPRAYING DEVICES INC email:sales@sprayingdevices.com 

mmmmmmmmmmmmm 

• 72" Hood with 6 drip-free 
nozzles on 10" spacing 

CREDIT CARD P R O C E S S I N G SPRAYER PARTS 

mm 
FREE[mELESSmiVlMLS! 88mi3m93 

ATTRAQT NEW BUSINESS' ACCEPT V1$A, MAgTERCARP. 
DISCOVER & AMERICAN EXPRESS QARpg 

Increase Sales. Eliminate your Risk. Improve Cash Flow -
Cellular Technology Captures Funds On-The-Spot! 

MERCHANT ACCOUNT WITH FREE TERMINAL FOR 
ALL BUSINESSES - ONLY $ 345 FOR ACCOUNT SET-UP 

New Wireless "Check Conversion" Now Guarantees 
No Bounced Checks. No Driving to the Bank with Deposits' 
PEPQSITS WIRE-TRANSFERRED TO ANY BANK, ANY 

CHECKING ACCOUNT, EVEN P E R S O N S ACCOUNT? QK 
i Promotions PayProTech LLC Registered ISO/MSP of Chase PaymentechSoiubons 

PLANT MATERIAL 

PERENNIALS & GROUNDCOVERS 
O v e r 160 v a r i e t i e s - N o o r d e r t o o s m a l l 

FREE C o l o r c a t a l o g 

S h i p p i n g UPS & FedEx d a i l y 

1 - 8 0 0 - 5 2 1 - 7 2 6 7 
w w w . e v e r g r e e n n u r s e r y i n c . n e t 

E V E R G R E E N N U R S E R Y , I N C . 

1501 D ia ls M i l l Rd. S t a t h a m , G A 3 0 6 6 6 

WETLAND/NATIVES & 
CONSERVATION 

Large selection of Plugs, Perennials, 
Grasses, Natives & Conservation. 

CHIEF MOUNTAIN FARMS 
Ph 443-350-3894 
fax 410-658-7331 

www.chiefmountainfarms.com 

DISCOUNT SPRAYER PARTS 
REPLACEMENT PARTS & PUMPS FOR: 

• FMC (John Bean) • Hypro • 

• F. E. Myers • Udor • 

• Comet and General Pumps • 

Also Spraying Systems Tee-Jet 

a n d A l b u z spray nozzles. 

W e have a complete line of 

sprayer accessories such as 

spray guns, hoses & hose reels. 

C a l l T O L L FREE: 8 8 8 - S P R A Y E R 

F o r a free c a t a l o g . 

E m a i l : s p r a y p t s @ b e l l s o u t h . n e t 

W e b s i t e : S p r a y e r P a r t s D e p o t . c o m 

L A N D S C A P E EQUIPMENT 

TREE STAKES 
D o w e l e d L o d g e p o l e P ine 

CCA Pressure T r e a t e d 
2 " D i a m e t e r , V a r i o u s L e n g t h s 

E c o n o m i c a l , S t r o n g a n d A t t r a c t i v e 
P h o n e : 8 0 0 - 2 3 8 - 6 5 4 0 

Fax: 5 0 9 - 2 3 8 - 4 6 9 5 
JASPER ENTERPRISES, INC. 

W e s h i p n a t i o n w i d e . 
W e b s i te : w w w . j a s p e r - i n c . c o m 

View classifieds at 

www.lawnandlandscape.com 

http://www.tprayingdevices.com
mailto:sales@sprayingdevices.com
http://www.evergreennurseryinc.net
http://www.chiefmountainfarms.com
mailto:spraypts@bellsouth.net
http://www.jasper-inc.com
http://www.lawnandlandscape.com


HELP W A N T E D 

U.S. LAWNS 
NO ONE KNOWS THE 

LAIWSCAPE MAINTENANCE 
INDUSTRY LIKE WE DO. 

Use your experience as an Account Manager. 
Operations Mgr.. Branch Manager or 

Regional Manager to work for you. 

E-mail resume to hr@uslawns.net or 
tax to 407/246-1623. 

U S . L A W N S 

Are you looking for a job or 
looking for qualified employees to: 

• Climb it • Grow it 
• Design it • Landscape it 
• Plant it • Sell it? 

JOBS In Horitculture, Inc. 
Employment Advertising 

In Print and Online 
800-428-2474 

www.hortjobs.com 

Sposato Landscape Co., 
Inc. established in 
1992 offers full 
service landscaping 
with clients throughout 
the Eastern Shore 
areas of Delaware 
and Maryland. 

Our rapidly growing company is 
offering career opportunities in the 
following positions: 

• Landscape Mgt. and Construction 
• Branch Managers 
• Account Managers 
• Crew Leaders 

• Designers 
• Irrigation Technicians 

We offer a competitive salary with 
benefits package including 401 (k) 
with company match. 

For more information, visit 
www.sposatolandscape.com 

Email: 
careers@sposatolandscape.com 

Phone: 302-645-4773 

Fax: 302-645-5109 

KEY EMPLOYEE SEARCHES 

Florasearch, Inc. in our third decade of 
performing confidential key employee 

searches for the landscape industry and 
allied trades worldwide. 

Retained basis only. 
Candidate contact welcome, confidential 

and always free. 
Florasearch Inc., 1740 Lake Markham 

Road, Sanford, Fla. 32771. 
Phone 407-320-8177, 

Fax 407-320-8083. 
E-mail: search@florasearch.com 
Website: www.florasearch.com 

How can you hire top 
talent and still have 

time to run 
your company? 

It is simple with 
JK Consultants on 

Your Team 

Know Us ... 
Know Success 

You have probably already 
heard about J K Consultants 

from someone within the Green 
Industry. At J K Consultants, we 

are expert recruiters and are 
very active in the landscape 
industry. We care as much 
about the success of your 

business as you do. 

Contact us today to confidentially 
learn more about our services. 

JK Consultants 
Phone: (209) 532-7772 

Email: contact@JKSuccess.com 

www.JKSuccess.com 

Where Professional Friendships 

Are Valued 

GOTHIC LANDSCAPE, INC. & 

GOTHIC GROUNDS MANAGEMENT, INC. 

Since 1984, we have been creating long-term rela-

tionships with clients through outstanding person-

alized service and problem solving. We are one of 

the largest landscape contractors in the southwest-

ern US operating in the greater Los Angeles, San Di-

ego, Phoenix and Las Vegas markets. The Company 

specializes in landscape construction and mainte-

nance for residential master-planned community 

developers, home builders, and industrial commer-

cial developers. We offer an excellent salary, bonus 

and benefits package. Outstanding career opportu-

nities exist in each of our fast growing branches for: 

• Account Managers 

• Estimators 

• Foremen 

• Irrigation Technicians 

• Project Managers 

• Purchasing Agents 

• Sales Personnel 

• Spray Technicians (QAC, QAL) 

• Superintendents 

• Supervisors 

For more information, visit www.gothiclandscape.com 

or email: hr@gothiclandscape.com 

Ph: 661-257-1266x204 
Fax: 661-257-7749 

Come join 
t h e W O R K F O R C E ® 

o f N A T U R E / 

Val leyCrest Compan ies has exciting 
jobs open right now across the country 
at all levels for professionals who want 

to work wi th the best. 

Founded in 1949, we are a leading 
nationwide provider of landscape 

development and maintenance services 

B i l ingual a plus. 

Please send your resume to the 
attention of Ms. Sanchez at 

opportun i t ies@val leycrest .com or 
fax to 818-225-2334. 

C? 
ValleyCrest 
C O M P A N I E S 

www.valleycrest.com 

View classifieds at 
www.lawnandlandscape.com 

mailto:hr@uslawns.net
http://www.hortjobs.com
http://www.sposatolandscape.com
mailto:careers@sposatolandscape.com
mailto:search@florasearch.com
http://www.florasearch.com
mailto:contact@JKSuccess.com
http://www.JKSuccess.com
http://www.gothiclandscape.com
mailto:hr@gothiclandscape.com
mailto:opportunities@valleycrest.com
http://www.valleycrest.com
http://www.lawnandlandscape.com


H E L P W A N T E D 

^ C H R I S T Y 
|QSDB3 

a S T Y fa 
U s 
S C A P E S T LAND 

Christy Webber Landscapes is a 
progressive, evolving, woman owned 
business that is passionate about en-

hancing private and public space in our 
community. We are a full-service urban 

landscape provider offering design, 
construction, and maintenance programs 
to residential, commercial, and municipal 

properties throughout Chicago. 

We are looking for qualified individuals 
who will be with us long term and 
who are excited about entering a 

growing company. 

C H I C A G O 

• Shop Manager 
• Small Engine Mechanic 
• Commercial Enhancement -

Field Supervisor 
• Residential Maintenance -

Project Manager 
• Lead Estimator -

Commercial Landscape Construction 
• Jr. Estimator-

Commercial Landscape Construction 

BLUE ISLAND 

• Designer 
• Field Supervisor 

Please send inquires to Patsy Mendez at 
p a t s y @ c h r i s t y w e b b e r . c o m o r 

fax to her attention: 773.533.0771. 

"1 V IGNOCCHI 
Landscape Architects & Contractors 

Are you looking for a work culture motivated 
by creativity, hard work and a passion for your 

profession? If so, inquire now about the following 
opportunities to join our dynamic team. 

construction superintendent 
irrigation superintendent 

mechanic 
estimator 

sales 

25865 West Ivanhoe Road 
Wauconda. IL 60084 
dvignocchi@iltv»gnocchi com 
www iltvignocchi com 

phone 8 4 7 . 4 8 7 . 5 2 0 0 
fax 8 4 7 . 4 8 7 . 5 2 6 5 

SOUSA'S 
LANDSCAPE MANAGEMENT CO. LTD. 

COME GROW WITH US IN BERMUDA 
Sousa's Landscape Management Co., Ltd. 
is Bermuda's largest full-service landscape 
company. Our rapidly growing company is 

offering career opportunities in the 
following positions: 

• Landscape Management Manager 
• Landscape Construction Manager 
• Designer/Estimator 
• Certified Arborist 
• Mechanic 
• Horticulturists 
• Plant Health Care Technicians 

The above positions are for year-round 
employment plus top industry wages with 
no income tax. If you are a results-oriented 
individual looking for a growing company 

known island-wide for its quality and 
first-class customer service, then we want 

you to join our dynamic team. 
Visit our website at www.sousalandscape.com 
to learn more about our Company or to apply 
online or email to Jeff Sousa at jeff@slm.bm. 

Please forward applications including 
resumes & references to: 

Sousa's Landscape Management Co., Ltd. 
HUMAN RESOURCE DEPARTMENT 

P.O. Box PG 130 
Paget PG BX 

Bermuda 
Tel: 441/238-1797 
Fax: 441/238-3507 

Rom One 
Irrigation Systems 

Rain One, a progressive growing company 
established in 1991, is currently searching 

for qualified candidates to join our 
Columbus, Ohio team. 

Po s i t i o n s i n c l ude : 

• Service Technicians 
• Residential and Commercial Installation 
• Foremen and Labor 

Valid drivers license a must, snow removal 
and Spanish skills a plus. We offer IRA, 

AFLAC, insurance, and year-round 
employment for salaried team members. 

See us at w w w . r a i n o n e i n c . c o m 

S e n d r e sumes t o 
c a r ee r s@ra i none i n c . c om o r 

f ax t o 614 - 759 - 7099 

Come Grow 
With Us! 

Leaders in Vegetation Management Since 1978 

Specializing in Railroad, Roadside, Industrial 
and Aquatic Vegetation Management; 

our clients include many of the 
largest corporations in North America. 

DBi is a market leader with a clear vision 
of the future, investing heavily in 
our people, our core values and 
a friendly work environment. 

W E A R E L O O K I N G F O R 
H A R D - W O R K I N G T A L E N T E D 

I N D I V I D U A L S W I T H E X P E R I E N C E 
T O M A N A G E T H E D A Y - T O - D A Y 

O P E R A T I O N S O F O U R B R A N C H E S 
A N D D IV IS IONS T H R O U G H O U T 

T H E U N I T E D S T A T E S A N D C A N A D A . 

Qualified applicants must have a 
minimum of 2 years of experience 

in the green industry, 
have proven leadership abilities 
and strong customer relations 

and interpersonal skills. 

*WE ARE ALSO ALWAYS LOOKING FOR TALENTED 
FIELD PERSONNEL - SUPERVISORS, FOREMEN, 

TECHNICIANS AND LABORERS... COME GROW IVITH US! 

We offer an excellent salary, bonus and 
benefits package including 401(k) and 

company-paid medical and vacation benefits. 

For career opportunity and confidential consideration, 
send resume including geographic preference 

and willingness to relocate to: 
DeAngeto Brothers, Inc. | Attn: Human Resources Department 

100 North Conahan Drive | Hazleton, PA 18201 
Phone 800.360.9333 | Fax 570.459.5363 

Email cfaust@dbiservices.com 
EOE/AAP MF-D-DV 

www.dbiservices.com 

BRICKMAN 
Enhancing the American Ixindscape 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 

Start growing your career at: 
brickmangroup.com 

V i e w c lass i f ieds at 

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

mailto:patsy@christywebber.com
http://www.sousalandscape.com
mailto:jeff@slm.bm
http://www.rainoneinc.com
mailto:careers@rainoneinc.com
mailto:cfaust@dbiservices.com
http://www.dbiservices.com
http://www.lawnandlandscape.com


HELP WANTED 

LOOKING FOR A 
CAREER CHANGE? 

Use your professional driving and 
presentation skills in a unique 

and growing company. 
The Sky Factory located in Fairfield, IA is 

hiring dedicated and reliable product 
ambassadors. Travel throughout North 

America visiting and presenting to 
architects, designers and other 

professionals. Please view our website 
w w w . t h e s k y f a c t o r y . c o m and check out 

the SkyMobile. The Sky Factory is a 
factory-direct company that operates with 
a transparent flattened management style 
and an aggressive bonus and ownership 

program. Email your resume to: 
b i l l w @ t h e s k y f a c t o r y . c o m or 
p h o n e 8 6 6 - 7 5 9 - 3 2 2 8 x 2 0 2 

f Join the company where 

People Matter... 
Our mono is Our business is people 
and their love for trees.* We offer 
excellent career opportunities at all levels. 

We value safety first, provide ongoing 
training, and have an excellent 
compensation and benefit package 
that includes a 401(k) with company 
match and ESOP. 

RUPPERT NURSERIES 
Part o f an o rgan iza t ion that has been g r o w i n g 

success fu l c o m p a n i e s s ince 1 9 7 7 , R u p p e r t 
Nurser ie s is e x p a n d i n g a n d has L A N D S C A P E 

C O N S T R U C T I O N , L A N D S C A P E 
M A N A G E M E N T a n d T R E E G R O W I N G 

o p p o r t u n i t i e s avai lable in the mid-At l ant i c a n d 
southeas t . Fax 3 0 1 - 4 1 4 - 0 1 5 1 or 

emai l c a r e e r s @ r u p p e r t c o m p a n i e s . c o m 
for m o r e i n f o r m a t i o n . 

^ thecareoftrees. 
i s 8 7 7 . 7 2 4 . 7 5 4 4 

f a x 8 4 7 . 4 5 9 . 7 4 7 9 
*°*0« noil 

Apply online at 

www.thecareoftrees.com/careers 
Chicago, New York, Philadelphia, San Francisco, Wash ington, D.C. 

GREENSEARCH 
GreenSearch is recognized as the premier provider 

of professional executive search, human resource 

consulting and specialized employment solutions 

exclusively for interior and exterior landscape com-

panies and allied horticultural trades throughout 

North America. Companies 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 

888-375-7787 or 

via e-mail info@greensearch.com. 

V a l l e y C r e s t T r e e C a r e S e r v i c e s , 

ValleyCrest Tree Care Services provides award-winning 

arborist services on a wide range of properties throughout 

the nation. Rather than focusing on isolated management 

techniques, our certified arborists approach the tree as an 

entire biological system. 

We have full-time opportunities available for our following 

positions: Account Manager, Operations Manager, Business 

Developer/Estimator, Crew Leader/Foreman, CDL Driver, 

Production Specialists, and Spray Technicians. 

Branches Include: Livermore, Sacramento, Santa Ana, 
Gardena, Ventura, Phoenix, Tampa, Sarasota, Venice, 

Orlando and Atlanta 

For consideration, please email resumes to: treecare-

jobs(rfVv allevcrest.com 

or fax to (818) 225-6895. 

http://www.theskyfactory.com
mailto:billw@theskyfactory.com
mailto:careers@ruppertcompanies.com
http://www.thecareoftrees.com/careers
http://www.greensearch.com
mailto:info@greensearch.com


HELP W A N T E D 

TECHNICAL SALES REPRESENTATIVE 

Territory includes: Delaware, South New Jersey, 
Maryland, Virginia, Eastern - West Virginia 

and South-Eastern Pennsylvania 

Cleary Chemical is seeking one technical 
sales representative with a degree in turf 

management, horticulture, nursery or pest 
control, or at least six years experience selling 

in these markets. Responsibilities include 
managing existing accounts and identifying 
new business opportunities. The successful 

candidate will have high energy level, 
excellent presentation skills, and be willing 

to travel within the territory. Report to 
national sales manager. 

Competitive salary and benefits. Send your 
resume in strictest confidence, including salary 

history, to: careers@clearychemical.com 

SOFTWARE 

TurfGold Software 
Save time, streamline your business, and make 

more money with customer relationship 
management software for the green industry! 

F R E E D e m o Video at www.TurfGold.com 

O r call 8 0 0 - 9 3 3 - 1 9 5 5 today! 

WEB DESIGNERS 

Web Design, Brochures, Logos, Lettering 

and Printing Services for Landscapers. 

Your single source for marketing your 

landscape business. 

Samples online: 

www.landscapermarketing.com 

or call 888-28-DSIGN. 

GPS VEHICLE T R A C K I N G 

No monthly fees 
Call 407-888-9663 

www.vehiclewatch.com 

• • • • • • • • • • • • • • • • • • • 
To Advertise Call 
Bonnie Velikonya 

800/456-0707 x5322 

INSURANCE 

9 M.F.P. Insurance Agency, Inc. 9v 
Abs© Insuring the Green Industry since 1986 Ax? 

Applicators Hydroseeding Snow Removal 

Industrial Weed Control Holiday Lighting Tree & Shrub Maint 

Right of Way Mowing & Maint. Landscaping 

Complete Range of Pollution Coverages 
New Comm'l Auto Program for Landscapers 

and Mowing & Maint. Services with VERY LOW RATES! 
Contact one of our Green Industry Specialists 

matt@mfpinsure com jleonard@mfpinsure.com rick@mfpinsure.com 

r> Toll Free: 800-886-2398 Fax: 740-549-6778 

www.mfpinsure.com L q — 

L I G H T I N G 

Learn From 
The B est 

R o C ] h r l s t m A s 
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Christmas Decor is the 
Leader in the Holiday 
Decorating Industry! 

2 4 % A v e r a g e Net 
Profit 

Over $2,000 Daily 
Production Per Crew 

The Holiday Decor 
Enterprise System 

You Can Make 
Money With: 

• NO license or franchise fee 
• Innovative, quality products 
• Widest product line available 
• Complete marketing and 

training materials 
• Full member support 

Brighten up your 
bottom line. Join us today. 

866-932-9363 

Call Us Today! 

1-800-687-9551 
www.christmasdecor.net 

mailto:careers@clearychemical.com
http://www.TurfGold.com
http://www.landscapermarketing.com
http://www.vehiclewatch.com
mailto:jleonard@mfpinsure.com
mailto:rick@mfpinsure.com
http://www.mfpinsure.com
http://www.christmasdecor.net
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Company Name Web Address Page # RS# 

Adkad Technologies . . . . 
Adobe Commercial Truck.... 
Agrium Advanced Technologies... 
Agrotain.. 

v.adkad.com... 
..www.adobeequipment.com .. 
... wwwjigriumat.com 
... www.agrotain.com 

..100... 

..111... 

.... 73... 

.67 
74 
50 
97 

Ballard Equipment... 
Bayer Environmental Science.. 
Bobcat................................. 

... www.ez-gate.com 
.. www.backedbybayer.com.. 
..www.bobcat.com........ 

118.. 
..3, 6, 7, 85, 107, 123 

95... 

...82 

Brown Mfg... 
Butler & Co... 

.. www.brownmfgcorp.com... . .98,99.. . 
145 

63 
.. 65, 66 

C&S Turf Care Equipment... 
Carl Black CMC 

.. www.csturfequip.com... 

Carson by Oldcastle Precast Enclosure Solutions.. 
Case Construction Equipment 
Corona Clipper.. 
Cove Four. - -
CST 
Cub Cadet Commercial . . . 
Customlnk... 

..www.carlblackgmc.com... 

..www.carsonind.com.. 

..www.casece.com.. 

..www.coronadipper.com.. 

..140... 
121*.., 
..117.. 
.... 25... 
....81... 

..www.covefour.com . 

..www.maxxis.com.. 
1 0 0 . . . 

43... 
.. www.cubcadetcomme 

........ www.customink.com 

102 
84* 
.80 
18 
55 
68 
.28 
78 

..100* 
Ditch Witch . . .www.ditchwitch.com 

.....www.dixon-ztr.com............................ 58 38 
Draflx Software/PRO Landscape www.drafix.com................................. .„ 1Q 
DuPont www.proproducts.dupont.com 52, 53 ,119 105, 106, 83 

Earth ft Turf , www.earthandturf.com ...........,,. 145 
Espoma Co. ,.... www.espoma.com 66 45 
t y t r t m n Software 21 1? 
Ewing Irrigation ..... www.ewingl .com 73 
Exaktlme .. . . . ,„,, www.Jobclock.com 13 59 

t M „ www.exmark.com 57 37 
Express Blowers „ .. www.expressblower.com ,..„.„..„.„.„.,..,., 40 .26 
EZ Trench 132 95 
EZ Flo Injection www.ezf1oinjection.com 70 

Ferris Indus t r ies . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ....www.ferrisindustries.com 91 .61 
t M f f f t , ^ , 38# , 39*, 41* 24*, 25*, 27* 

www.ford.com 

GIE+Expo 2008.. 
GMC Truck.. 

.. www.gie-expo.com . 

..www.gmc.com.. 
.. 137... 
.... 1 1 

H.D. Hudson „, ............... www.hdhudson.com 
Hannay Reels . . . . . . . . ............... . . www.hannayreels.com 48 32 
Hortlca.. 
Hunter Industries... 

..www.hortica-insurance.com.. 

.. www.hunterindustries.com... 
- .133 . . . 
. .109 

Irrigation Direct www.irrigationdirect.com 11 

JJ. Mauget .... 84.... 57 
117 81 

John Deere www.johndeere.com 63,65, 67, 68, 69 42, 44, 46, 47 
John Dperp Landsranps/LFSCO www.inhnHpprp.fom RQ fin 

Kawasaki..... ... — www.kawpowr.com 
www. ko hie r. com. 

49 3 3 
Kohler 

— www.kawpowr.com 
www. ko hie r. com. 156 112 

Kubota............ ... ......... www.kubota.com.......................... 47...... ?1 
Kunz Engineering www.kunzeng.com 145 

L.T. Rich Products www.z-spray.com 126 88 
www.landopt.com l a n ,,,, 10? 

Lawn Solutions......................................... „ „ .mm www.lawnsolutionscp.com 80 54 
Lahanon Turf \M\JJ\JJ I p h x n n n t i i r f r n m )« M 

94 
11 

.....23 

.....29 

. .104 
43 
52 

NaturaLawn ... . . . . . . . . . . . .www.naturalawn.com 144 110 
Neely Coble .. . . . . . . . . . . . . . www.neelycoble.com ,.„ 1 3 V Minn i mi 99* 
NoTubes.com 143 108 
Novae Corp www.novaecorp.com 

Oldham Chemicals Co............................................. .................. www.oldhamchem.com 144 109 
. 19 

Pace American . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . ................. www.paceamerican.com 130 93 
PBI Gordon www.pbigordon.com 23, 7 5 , 1 0 1 , 1 2 9 15, 51,69, 92 
Perma-Green Supreme ,,,„„,,, .................. www.permagreen.com 39 
PlanetGreenSpot.com www.planetgreenspot.com W 
PLNA www.plna.org 127* 89* 
Power Trac .................. www.power-trac.com 103, 71 
Progressive Commercial Auto 1 nsuranee mi, www.progressivecommercial.com......... 53 
Proi*ct Fv*r(irppn 137* on* 

Ouali-Pro 55 « 
Rain Bird . . . . . . . . . . www.rainbird.com 
RedMax Power Equipment. www.redmax.com. 
RND " f 
Root! WWW.TOOtsklCXOIW 

Marsan Turf.............. 
Maruyama „.» 
Mist Away Systems... 
Mitsubishi Fuso 
Monsanto 
MosquitoMax 
Mulch Mule 
Mysticrete 

..... www.marsanturf.com 

...» www.maruyama-us.com. 
www.mistaway.com 
www.mitfuso.com 

.. www.monsanto.com 
«. www.mosquitomax.co 
». www.mulchmule.com 
. www.mysticrete.com 

. 7 1 , 1 5 5 
125...... 
145 
102 

49, 111 
87 

Scotts Professional Seed .. www.scottsproseed.com .. 143 107 

Stens 
.... www.sepro.com 

www.stensturf.com........................................ 35 
.64 
J 2 

.... www.syngentaprofessionalproducts.com... 19 

Taradel 145 
Tree Tech Microinjection Systems • • 87 58 
Turbo Technologies .... w w w . t u r b o t u r f . c o m . . . . . . . . . . . . . . . . . . . . 1 3 4 , 1 4 5 ...... .......... 98 
Tygar Mfg ....www.tygarmfg.com 62 41 

g $ Uwm ....www.uslawns.com 46,145.. . . . . . . . .... 30 
Underhill International .... www.underhill.us 75 

Vermeer Mfg. 
Vista Professional Outdoor Lighting 

iimmMiii www.vermeer.com 93 128 . . 62, 91 Vermeer Mfg. 
Vista Professional Outdoor Lighting . . .—... .www.vistapro.com 56 36 

Weed m<mv„ ............ www.weedmanusa.com 24 16 
Wright Mfg www.wrightmfg.com 105 72 

Zurn Wllklns ... . . . . . . . . www.zurn.com 116 79 
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Technology that imitates nature. 
Rain Curtain™ nozzles are the natural choice for a healthy, green landscape. 

•jjftjiss 

"Once my customers actually see the difference Rain Curtain nozzles 
make, they won't settle for anything but Rain Bird 5000 rotors. They've 
really helped me build my business." — Dennis Hoffman, Grasshopper Irrigation, Inc. 

The next best thing to a steady soak compliments of Mother Nature? Rain Bird's Rain Curtain nozzle technology. It's what 
allows the 5000 Series rotors to deliver larger water droplets for greater wind resistance, uniform distribution that eliminates 
brown spots and superior close-in watering without washing away new seed or bending grass. Visit www.rainbird.com/5000 
today for a dramatic demonstration — you'll see why Rain Bird 5000 Series rotors are the natural choice. 

Rain^Bird 
USE READER SERVICE #111 

http://www.rainbird.com/5000


The new 40 hp KOHLER® Command PRO* 
A whole new high for horsepower. Again. 

KOHLER 

Relentless Power. 
Legendary Performance. 

KohlerEngines.com 


