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DESIGN IT. SELL IT.

Landscape design is all about vision,

L and knowing how to share that
vision with potential customers.
\With PRO Landscape design software,
you can translate your creative ideas
into photorealistic images and
proposals in minutes, giving your
vision the polish and impact you
need to sell. With more than 15 years
on the market, PRO Landscape is the
maost popular, professional landscape
design software available today -
and the next best thing to real.
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800-231-8574 or prolandscape@drafix.com www.prolandscape.com
USE READER SERVICE # 10
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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 ha and more importantly, so are your customers. For more information ask your Bayer
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Field Sales Representative or visit us at BackedbyBayer.com.
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Bayer Environmental Science, a business division of Bayer CropScience LP, 2 TW. Alexander Drive, Research Triangle Park, NC 27709, 1-800-331-2867, www.BackedbyBayer.com, Allectus, Armada, Compass, Forbid, Merit, Ronstar
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COVER STORY

Pray for Rain
A little drought was always good for Ed Mutio’s irriga-
tion sales, but dire conditions over the past year forced

him to evaluate his business strategy

BUSINESS
42 Best of the Web - Enlightened Upsell
A message board user found a way to make the
most out of the bad housing situation.

88 Taxing Decisions
Do the tax provisions in the 2008 Economic Stimulus
Act make sense as a growth catalyst for your
landscape business?

138 Business Opportunities - Putting Pros
High-end clientele and 50- to 70-percent profit
margins attract contractors to synthetic putting
green installation.

EQUIPMENT
50 OnDeck
The deck plays a pivotal role in the quality of
the mower’s cut and is a feature contractors
shouldn’t overlook.

74 Total Control
Advancements in skid-steer controls have decreased
operator fatigue and increased productivity. Is making
the switch right for you?

Cover Photo! Charles Gupton
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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

1 F INDUSTRY BUZZ: Celebrate National Lawn Care Month R E C E N T PO I. L:

FUEL COST

Q: How will the high price of fuel affect
your spring contracts?

ne benefits of a healthy lawn w

Unemployment Rate Jumps to 5.1 percent
The job market shrunk as 80,000 nanfarrn payroll jobs were cut.

* |'ll raise prices in other areas

ValleyCres s Florida-Based Landscape Company because of fuel: 52%

andscane | continues its arowth in the Sot £ast with the 1
aNasSCa | CONUNuUE JOWLN in u YOULTIEasSt Wil € al J

enery in Stuart, |

I'll add a new fuel surcharge: 23%

Tree Heartwood Extracts Thwart Sudden Oak Death Microbe I'll step up fuel conservation
An Aaricultural Research Service plant physiologist found that extracts from tree measures: 16%

heartwood can limit the growth of Phytophthora ramorum, the microbial agent
that causes the disease.

I won't do anything differently: 6%

Drought Tolerant Grass Meets Green Building Standards
IIitimateFlor leveloped by the Univeristy of Florida, is approved by the surchatgg;_3%

¢ |'llLincrease the existing fuel

Visit lawnandlandscay

$ 6 0 0 will get you a few plants and a cleanup. No one is

going to waste a rebate check on something so small. And if they do,
after labor and materials, is it worth it for any landscape

toaw
Company/fo doit? - Benjamin Elliott, of Oak Hill Landscape Group in Kennesaw, Ga., 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

Watch for a year-long series of
; podcasts - sponsored by Syngenta
ORGANICS EXTRA PUTTING GREENS | E-NEWSLETTER Professional Products — on ways to
After you read about After you read about Visit lawnand grow your lawn and landscape

organic lawn care in adding putting green | landscape.com/ business. We'll also feature a turf plant
health podcast sponsored by Roots.

this issue, get more installation to your newsletter to sign up p
- : ; ) A A Be sure to watch for more information
information online service offerings, learn | to receive the latest .

der" z = h U d d on specific topics and launch dates for
un herbcurrem |:s:e ow.to maL ett lg r\e;ws and pro uct these podcasts in our weekly Lawn &
at the bottom of the service in t‘ e Online in ormation in your Landscape e-newsletter.
home page. Extras section. inbox weekly.
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cindy code | ccode@gie.net

Water Smarts

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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Readers can vard their letters

I e t t e r s t o via the Let to the Editor button

at www.lawnandlandscape.com or
directly to Editorial Director Cindy

the editor

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 | 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

Kudos

| just wanted to drop you a quick note to tell you how much |
enjoy your magazine. Your February issue was especially
interesting to me. Thanks for covering the H2B issue so well and
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Who i for all the good work you do on this and other industry issues.
Will Do The f‘ﬁ PRODUCTION
~ Work? Sandy Munley HELEN DUERR Director, Production
Executive Direclor oot oo
Ohio Landscape Association e

Broadview Heights., Ohio
Software Demos

| like the way your magazine does first-hand articles by people who actually do the
work and use the products. | 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. |
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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inside the industry

ASSOCIATION NEWS

conomy, Labor Issues
n PLANET’s Radar

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: | find two goals at the top of my list. No. 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 | hope to foster and facilitate opportunities for people to
build lifelong industry and personal relationships.

WORK FORCE

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

Q: TELL US ABOUT PLANET'S NEW GOVERNANCE AND
WHAT THAT MEANS FORTHE ASSOCIATION'S MEMBERS

A: 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

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 lllinois at Urbana-Champaign
(Champaign, lIL); 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 FACETHIS 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. | 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.

| 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

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.

wnandland

interested in agriculture and horticulture early on.

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

A: | think we're PLANET now. Some will disagree, but | 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 | feel it's been great for the
industry. But | 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

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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of torque.” The bold, new look of the '08 Super Duty.

commtruck.ford.com
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inside the

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

WEATHER

comes their way.

spheric Association (NOAA) says.
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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

industry

lick of a difference in our sales,” says Andrew Aksar, 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 S5-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

For more on the stimulus plan’s small
business tax incentives, see
“Taxing Decisions” on page 88.

info

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

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-

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.

Fruton (M Dages SIDCAPAOHD Corn
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Oregon Cutting Systems Group ¢ BlountInc. * www.oregonchain.com
USE READER SERVICE # 12
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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

20 Lawn & Landscape
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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: E‘#Expo

THURSDAY, OCT. 23, SESSION A, 8:30 - 10:30 a.m. -— SO —
Pricing and Profitability, Kevin Kehoe, Kehoe & Co.
“Real world" strategies used by successful contractors to increase sales and profits.

FRIDAY, OCT. 24, SESSION B, £:30 - 10:30 a.m
Building Leadership Through Personal Power, Chuck Zamor

the three major components of personal power: communication, attitude and

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 PLANETs 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.

nandlandscape.com
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=verGreen Software

MARATHON DATA SYSTEMS

EverGreen Software will help you REDUCE OPERATING COSTS
and KEEP MORE CUSTOMERS. Your business can:

Save fuel and save time with our routing, scheduling and route
optimization solutions

0 Reduce paperwork and redeploy office staff with our handheld application

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

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

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

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

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

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

CERTIFIED
USE READER SERVICE # 13 e
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CRIME WATCH

Fax Fraud Sch

Contractors should beware of a criminal
identity fraud scheme targeting companies in
the landscape and lawn 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).

ntractors

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 {

- RAIN P BIRD saLE

MODULAR ESP&LX Install Confidence:
CONTROLLERS

-
ur THE ESP .S‘rxwmﬁo

ESP4MI (Indoor) 4-sta..
ESP4M (Outdoor)4-sta..

- $ 70
ESPSM3(3-sta.Module). s 19

LX Moourar AvaiasLe Up To 32sr.

Custom DerauLT PROGRAM
Up To 13 SaTions
HotSwap MobuLEs

Install Rain Bird.
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ESPLXM 8s1.0uTpR$ 145.00 Prrces SM8 8st.MopuLe $55.00

Your BEST SOURCE
For Ra/n 3 BIRD

800-600-

Order By 1 p.m.
SHIPS SAME DAY

FREE
Shipping

TURF % =5
UANTITY D | |

M-F 7:30-5 SAT8-1rpor 0  PriciNG @

Se Habla Espaniol Call Now & Save

o> www.SPRINKLERS 4 LESS .com <%
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corporation

An Employee-Owned Company

1-800-821-7925 - pbigordon.com

Attimmec® is a registered trademark of PBI/Gordon Corporation
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can give your bids a new edge. Atrimmec
reduces labor and disposal costs by slowing
the growth of trees and shrubs by 50%
or more - in some areas, for the

full season! Less growth, less
cost. Less cost, more profit.

Easy spray application
Does not affect turf growth

Creates fuller, more compact,
uniform shape

Labeled for use on over 50
ornamental landscape species
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inside the

CONTRACTOR NEWS

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

My Whole Life Changed
WhenlTookOna
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 convenlence

Everything we need in a packaged

system is a true time saver.

3. The Budgeting Process

As an accountant | appreciate the well
planned and effective process

4. Tried and Proven Systems

The deliberate methods in serving
customers is unequaled,

USE READER SERVICE # 16
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Ruppert Builds on Green Movement

industry

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
savings. Energy-saving measures include motion detec-
tors, low-E windows and doors, efficient light bulbs, and
high-efficiency HVAC systems. —~Heather Wood

P gt N s

M TR,

MP ROTATOR

® ¢ amn
Hunfer gy
Even & UNiForm COVERAGE $ A L E

Less Run-OFr & MisTinG
ONLY ONE MovING PART =\ 50
Saves Water & LABOR =
We Stock AL Sizes O 6.

DerenoasLe Hlumter Prooucts

WEe Stock tHE WroLe Humter LiNe
Anp WE’ve Gor LOTS OF IT !

[ Is Your BEST Source For ]
Hunter Prooucrs At THe BEST Prices

Ask Asout QUANTITY PRICING

S*T%Eieng Order By 1 p.m =3 ]
SHIPS SAME DAY ‘@@
800-600-TURF

(8873)

NN N - 1
2008 www.lawna

M-F 7:30-5 SAT8-1ro1  CALL Now & Save

www. SPRINKLERS 4 LESS com
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| “In 13 years, we’ve hought 122 Case skid steers. We always
buy Case hecause we can rely on them to perform in all
conditions and there’s never an issue with parts. Plus, we
can depend on our (:ase dealer to be there for us whenever

\,V

! we need somethlng Kevin Stone, Landscape Concepts Management

MORE. 410 | 420 | 430 | 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 Il
certified turbocharged engines that deliver more horsepower and torque. Our redesigned cab delivers more room, better visibility and ergonomically
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

®2008 CNH America LLC. All rights reserved. Case is a registered trademark of CNH America LLC
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Insect Outbreaks

There is a lot of uncertainty for the 2008
S€ason 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.

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.

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.

26 Lawn & Landscape | may 2008 www.lawn

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.

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.

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.

CICADAS: 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.
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Until the lawn tan water itself.

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, you can help

| Meridian
0.33G6

create noticeably beautiful lawns.

1-866-SYNGENTA * MeridianForLawns.com fovacticide

yrIge ' ta Profe il Product censboro, NC 22419 Important: Always read and follow label instructions
before buying or using this product. M. i genta logo are trade ksof a genta Groug pany
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“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©utlook report (April 2008)

percent

Workers who believe

Business

it is inappropriate
to talk politics

al work.

7%

In anticipation of the federal rebate check, the percent of

U.S. are getting worse.

Americans who indicated they will spend the money on

basic needs, such as groceries, gas and paying down debt
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Gray Leaf Spot a problem?

Choose Trifecta " perennial ryegrass blend - featuring Exacta’,
Charismatic " 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.

For answers to additional turf questions. visit

CERTIFIED PERENNIAL RYEGRASS BLEND

Mo { I /

LebanonTurfcom or call 1-800233-0628.

/ \?“‘71 Improving the Way Professionals Care for Tur
““LebanoriTurf "~ """V o s
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horticulture

BEFORE CHOOSING a groundcover, Joe
Walton asks himself a few key questions.

Is the landscape sunny or shady? Are
there any erosion issues? Am | 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-

30
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Emily Mullins | Associate Editor

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: 3to 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: 410 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: 8to 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

.

.

Casa Flora

Photos and descriptiona



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
tered around making things easier for the men: the or
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.
Fo mple, the Zahn's

hydraulic, articulated steering

enables you to easily trench a curve.
the elevated operator work position
you an unobstructed v , helping you to
ke sure the job’s d ight.

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 v

N DitchWitch

visit ditchwitch.com/zahn
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cover story: water works unlimited

BY MIKE ZAWACKI/MANAGING EDITOR

Rai];(ir

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.

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 S1 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,”
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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....51 million (projected)
2007....... $800,000
2006....... $950,000
2005....... $1.05 million

EQUIPMENT BREAKDOWN:
Trucks: 4
Trailers: 3

Vibratory pipe pulling machines: 3

cover story

Mutio says. “But then it got really bad
and it started to really hurt our industry.
That's when | 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 S1-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 th:

it busines

s 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-

34 Lawn & Landscape | may

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 | 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

2008 USE READER SERVICE # 22 >




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

may 2008

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. “l 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

Lawn & Landscape

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.

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@waterworksunitd.net
WEB: www.waterworksunitd.com


mailto:ed@waterworksunltd.net
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Mitsubishi Fuso trucks
carry one thing
no other trucks do.

POWERTRAIN

LIMITED

A 5-Year Powertrain Limited Warranty!

Compare every medium-duty truck out there. Nobody else’s warranty delivers this kind
of longevity. Only Mitsubishi Fuso vehicles carry the best protection in the business -
5 Years/175,000 Miles on FE/FGs and 5 Years/250,000 Miles on FM/FKs. And that’s
on top of our 3-Year bumper-to-bumper and 4-Year rust-through limited warranties”.
That’s dependability that'll carry your business for years to come.

* See your dealer for complate warranty details
FUSO
www.mitfuso.com THE RIGHT TRUCK FOR THE JOB
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Tough protection
against tree pests.
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NEABICIDE

Quick work of broadleaf weeds.
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Control ants with confidence.
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HERABICIDE

Expect more from your
preemergent herbicide. o
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The best defense for
surface-feeder pests.
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TURF HERBICIDE

Superior sedge control
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How to take control to the next level.

For.the highest standards in comiplete control for younlawns, contact your local
FMC salés representative or your authofized FMC Distributor or Sales Agent.
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FMC Professional Solutions
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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.
“| started restructuring and reorga-
nizing the business to trim as much
as | 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

§ 0 Yy

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, | sell them on the idea of ex-
tending their existing mulch beds and
wrapping them around the house.”

Mutio charges S2 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

“| started restructuring and reorganizing the
business to trim as much as | could

from the overhead just to survive.”

— Ed Mutio, Water Works Unlimited

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 | 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

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-
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Superior
sedge control

Trust Dismiss® turf herbicide for
fast, reliable resuits onyellow and
purple nutsedge and green kyllinga.
Dismiss works on contact for fast
visible results above ground.
Dismiss is also translocated to
nutsedge tubers, preventing gew
sedge growth and providing
long-lasting control

For more information visit
www.imeprosolutions.com,

Dismiss. Results Without the Wait.
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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 | 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

VERSATILE

EQUIPMENT

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

Rock
Soils
Mulch
Compost

Erosion
Control

Landscaping
Construction
Turf

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 | 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

Capitalize on the Potential.
From the products applied to the markets served, Express Blower
has the most versatile blower equipment available.

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

1-800-285-7227

expressblower.com

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

USE READER SERVICE # 26
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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 | 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,
| want them to make their decision to
choose me because | point out the

areas that made them sick and they

Spring rains have

begun to green parched
landscapes and will very
likely jumpstart Ed Mutio's
Irrigation business in 2008.

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.

“| 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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Control fire
ants with
complete

confidencs

Protect your customers from the

threat of dangerous fire ant invaders
with Talstar® brand insecticides.
Get fast knackdown and:long
lasting residual protection'with
Talstar PL granular or Talstar EZ
granular. In fact; Talstar is 60
effective, you'll 'see eantral in
Just 24 hours:

For more information visit
www.fmeprosolutions.com.

Talstar. Trusted Because It Works.
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| Web Editor

C Upsell

A message board user found a way to make the most
out of the bad housing situation.

Contractors who derive a portion of their
business from 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

42 Lawn & Landscape | may 2008

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 3%2 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,

Kichiler Lighting

Photos



* High ply rating for added
puncture resistance ..

your lawn equipment

» Specialized tread patterns
to accommodate any type
of turf ‘
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sit Your Local Dealer For Details

® Strong carcass desiéhéd @ j
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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.

“| 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.”

Not only does
the lighting instal-
lation make the
company's land-
scaping install
look better, but if

44 Lawn & Landscape

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.

“ 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.

UPS AND DOWNS. Whether or not the
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 from this view and not
from 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

separate it

from other new homes and be a nice bonus for us

whenever it gets sold.

s,

i

s,” 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.”

= U.S. I.AWNS

N0 ONE KNOWS THE LANDSCAPE MAINTENANCE INDUSTRY LIXE WE DO.

— Benjamin Elliott, Oak Hill Landscape Group

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.

Planniny to start o landscape maintonance compauy? Alraady in
the landscape maintenance Industry? Then let ILS. Lawns show

To find out more about us and
the opportunity U.8. Lawns
can offer you, contact:

U.S. Lawns
4407 Vineland Road
Suite D-15 « Orlando, FL 32811 )
Toll Free: 1-800-USLAWNS
Phone: (407) 246-1630
Fax: (407) 246-1623
Email: info@uslawns.com
Waebsite: www.uslawns.com
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ZD300 Series * F Series

Kubota is the easy choice for lawn work of any scale.
Our new ZD300 Series zero-turn mowers give you the
durability and efficiency of a powerful Kubota diesel
engine; 21, 26, or 31 HP, plus a high-capacity HST
transmission. The Pro Commercial high-performance
mower deck with hands-free hydraulic lift, adjustable

front axle and tilt-up system for easy deck servicing
make mowing and routine maintenance a breeze.

The F Series front-mount mower, with a 5.5"-deep
Hi Pro 3 mower deck and Auto-Assist 4-WD, cuts
more grass in less time.

Any way you cut it, Kubota makes it easy.

| NPT PRU ORI O WOV R Y

Financing avaifable to qualified customers through Kubota Credit Corporation, U.S.A.
l(l J b o rq For product and dealer information, call 1-888-4-KUBOTA, ext. 404
or go to www.kubotaZ38.com
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EVERYTHING YOU VALUE
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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

You Can't Buy
A Better Reel.

For Grounds Maintenance
and Pest Control
™ Outperforms and outlasts every other brand
ﬁﬂﬁ\;y auty construction for demanding applications 7

Portable units, wheeled, , Or | trﬂ:k- and trai[er:mgtﬂlte_d

™ Complete custom capabilities

(T TR

I
' B

Download or call for your FREE Pressure
Washing and Spray Hose Reels catalog

http:/go.hannay.com/S23
877-467-3357

b

\
Hannay Reels’

The reel leader.
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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 | 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 | 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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Kawasaki

Power Products

KAWASAKI. HIGH PERFORMANCE
RUNS IN THE FAMILY.

KAWASAKI POWER PRODUCTS. The Kawasaki name says it all. And now our heritage of engineering
and reliable power is backed by our Leading Edge Warranty—one of the best warranties in the industry.
Commercial grade Kawasaki power products are the choice of landscape professionals, and now our
warranty lets you buy with even more confidence. For more information see your authorized Kawasaki dealer or » WAR ﬁKﬁTY

go to www.kawpowr.com or call 800-433-5640.
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CONSUMER COMMERCIAL

)MPONENT

USE READER SERVICE # 33



http://www.kawpowr.com

equipment

The deck plays a pivotal role in the quality of a mower’s cut and
is a feature contractors shouldn’t overlook.

BY EMILY MULLINS/ASSOCIATE EDITOR
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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
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Within 72 hours, your fire
ant problems will be history.

Welcome to the Age of Advion®

Meet the one and only fire ant product profiles, and a reduced-risk rating from
that combines unbeatable speed and total the EPA. So you can quickly achieve year

control. DuPont™ Advion® fire ant bait round fire ant control, with just one or two

eliminates the entire colony and the queen applications. Bring your fire ant control up to FIRE ANT BAIT
within 24 to 72 hours, thanks to a new class date. Call 1-888-6DuPont (1-888-638-7668)
of chemistry, powered by the MetaActive™ or visit us at proproducts.dupont.com
compound. DuPont™ Advion® also has DuPont™ Advion® Unbeatable results.

excellent environmental and toxicological Advion® fire ant bait (2z007)
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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.

‘The (

But so
the mowing process efficient and the results pleasing.”

— Ruthanne Stucky, The Grasshopper Co.

54

Lawn & Landscape

pottiom

MOWER DECKS AND STANDARDS

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.

ThelSO, 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.
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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.

g ligtivd

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

e

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.
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VISTA
. PROFESSIONAL
AY OUTDOOR

//\\ LIGHTING

[“-f]; up yout bottom line.

Call 800-766-VISTA or visit www.vistapro.com today.
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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-
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[t’s uncanny. From the moment
you shake Lenny’s hand, you
quickly realize that when it comes
to Exmark mowers, the guy knows
his stuff. If there’s ever a question,

he’s 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, he’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,
you name it, he’s all over it. Intense
obsession? Or incredibly thorough
job training? It’s a little bit of both.
Which explains why he’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 Exmark’s -

/

other departments to make certain
every mower built lives up to his
standards. Yep, his standards.

One of his responsibilities is to look
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

USE READER SERVICE # 37

Lenny answers your call, you know
you're in good hands. As he likes
to put it, he knows a thing or two
about mowers. He’s modest that
way. Clearly he also knows a thing

or two about you and your needs.

There’s a story behind every mower.

@mark

t exmark.com/stories




equipment

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

W

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

YOOI

TURN ON A DIME
WITH 1.9% APR FOR 48 MONTHS*

Stop by your local Dixon dealer today and test drive the new
Kodiak and Grizzly ZTRs today featuring premium engines,

high performance cutting decks, durable hydraulic

systems, commercial duty frames, reinforced caster
assemblies, adjustable steering levers and

comfortable deep cushioned seats.

IO ITR

(877) CUT-MORE

www.dixon-ztr.com
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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.
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pesticides and fertilizers

BY MARISA PALMIERI/SENIOR EDITOR

A Growing Interest in

Urganics

What defines “organic” lawn care, is it right for your firm and will

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

Lawn & LaRndscape |/

“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 shouf significant number of homeowners
interested in using organic'or natural lawn care

se!vic S.

\

(

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 splash}” he says. “People start ask-

ing questions about everything they use in and
around their homes. That spills aver to “‘What's
the guy takibg carejof my Jawn using?"”

Photo: Luminis | Dreamstime com



iCT Orgamcs

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

:_3‘: o 8\ * Customers want organic, and they are willing

COMPOST TE/ : \ to pay. Build your business the easy way.
ok [Brgan = -l Easy to Learn
1 _ Fits in with existing procedures, which means
HLORIN/ _Y no expensive staff training needed up front.
e Easy to Schedule
No crews waiting around on the clock for

deliveries of compost tea from a distributor.

I 2 3 INSTANT COMPOST TEA" =@y

No expensive special equipment, just a clean
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!

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™ js 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
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INDUSTRY EFFORTS. Both indepen- Some companies feel they don't have in Shoreline, Wash., which has offered
dent and national green industry a choice. “If we're going to remain natural lawn and tree programs for
firms are offering - or investigating a viable business, we were going to two years. “Everything people see and
how to offer - organic or natural have to move that way,” says Randy read is anti-pesticide. We're forced into
alternatives to traditional, synthetic- Mock, vice president of production making a move into organics, whether
chemical based lawn care programs. and sales for Washington Tree Service  it's right or wrong.”

Some firms, like the national
| Spring-Green franchise, which is debut-

Kl 7

'ﬁi POWER OF LANDSCAPE CURBING

~as our Growth Stalled?

il T p
H ' E'
e A -

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 | got
last year, probably around 300, | 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

Complete Training & Support * Low Start.up Costs
Financing Available * Turnkey Equipment Packages Lemcke sees a business opportunity

can be difficult to navigate at times,

with the rise of organic/natural lawn

vww.tygarscapes.com

WILD ON CURBING

continued on page 64, sidebar page 63
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The Organic-Synthetic Lawn Care Spectrum

ORGANIC PROGRAM

Holistic approach that *feeds the soil."
Fertilizer: Natural organic (derived
from plant/animal wastes and

natural minerals) Soil biology is a

vital component and may include
compost or compost teas to introduce
microbes to the soil.

Weed control: Corn gluten is used

as a preemergent. After weeds are
established, hand-picking, burning or
application of an organic herbicide
(i.e., acetic acid, clove oll or citric acid).
Insect control: May include the use
of microbial products, insecticidal
soaps and botanical insecticides like
neem oil.

Disease control: Cultural methods
including topdressing with compost
to enhance soil biology, watering
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” fertilizers

are common. These offer synthetic
nutrients for quick green-up while
providing organic matter that slowly
release nutrients into the soil.

Weed control: May include minimal
synthetic herbicide use or controls
listed at left under Organic Program.
Insect control: May include use of
biological/biorational controls (i.e.
neem oil, insecticidal soaps). May
include synthetics (avoids the use of
non-specific insecticides)

Disease control: Prevent/combat
disease with cultural practices like
proper irrigation, aeration and

overseeding.

USE READER SERVICE # 42

TRADITIONAL PROGRAM
Approach that “feeds the plant” and
generally uses a combination of
synthetic chemicals and IPM.
Fertilizer: Synthetic fertilizers,
typically highly water-soluble, which
allow for quick absorption by plants
resulting in quick green-up.

Weed control: Typical programs
include preemergent and
postemergent synthetic herbicide
applications, in addition to cultural
methods designed to build 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 fungicides to control

diseases.

Lawn & Landscape 63



ntinued from paage 6.

ers don’t understand or have the time
to figure out what works and what
doesn’t,” he says. This segment may
provide the opportunity for profession-
als to truly highlight their turfgrass
expertise, he says, adding it eliminates
the “competition” from consumer
weed-and-feed products. “If custom-
ers 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.”

CAUSING CONFUSION? While terms
like “organic” and “natural” are
attention-grabbing and may be a boon
for business, they're also nebulous and

potentially problematic in markets like

WILL WORK FOR YOU AT
WWW.MULCHMULE.COM

the lawn care industry where they're

somewhat unregulated.

government agencies do restrict

Is Price the Problem?

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).

labeled organic. (For more informa-
From a products standpoint, tion, see “Product Labeling Basics"

on page 70.) There is not, however,

-~

'+ SAUE TIME --SAVE MONEY
- (GROW.YOUR BUSINESS TODAY!

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

mulch

mule}
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a body that officially regulates what
firms that provide organic/natural
lawn care may call their services. The
result is a confusing mix of lawn care
programs with names that include
“safe,” “organic,” “natural,” “green”
and “organic-based.”

At Washington Tree Service, the

3 »

industry sh

staff carefully developed its natural
lawn care program using only prod-
ucts approved by the state department
of agriculture for organic food produc-
tion. “We use these standards so if
someone questions what we're using,

we have some legitimacy,” Mock says.

ould have no
new customers.”

pesticides

“This area hasn't really been defined.
Some companies are claiming they're
doing natural or organic, but they're
using products containing urea."”
Industry members suspect it's only
a matter of time until the government
begins to regulate these terms in the

lawn care industry. Despite the U.S.

|
A ® |

W AE LY,

problem

Department of Agriculture’s oversight
of such terms for food production
and the EPA’s hand in regulating
pesticides, Phil Catron, president of
Frederick, Md.-based NaturalLawn of
America, speculates such restrictions

would come down from the Federal

-

and fertilizers

Trade Commission. “They control
marketing, advertising and what you

can and can't say,” he says.

IN PRACTICE. In the meantime, the
Northeast Organic Farming Asso-
ciation (NOFA) is one group that’s

working to promote organic lawn care

1T, our

keeping and gaining

Chris Lemcke, Weed Man's Canadian operations

practices based on the tenets of the or-
ganic agriculture movement. Over the
last decade, the group has accredited
406 professionals through its Organic
Land Care Program. The program'’s
popularity is rising, notes the Con-

necticut chapter’'s Executive Director

Professional mowing demands productivity.
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Bill Duesing. Nearly 200 professionals
earned accreditation in early 2008
alone.

The group’s definitions of “organic”
are clear: One of its primary goals is
eliminating the use of synthetic pesti-
cides and synthetic fertilizers. However,
its standards don't prohibit accredited
members from offering both organic
and traditional services (as long as
chemical applications aren't made out
of trucks labeled “organic”). Also, the
standards permit “emergency” appli-
cations of synthetic chemicals.

Some firms practice organic lawn
care in this strict sense, but many have
gone the menu or hybrid route, which
may include using “bridge” fertilizers
- which have elements of both organic

and synthetic materials - or periodic
synthetic herbicide applications. (See
sidebar “The Organic-Synthetic Spec-
trum” on page 63.)

Todd Harrington, founder of Safe
Lawns & Landscapes, Bloomfield,
Conn., is an organic lawn care prac-
titioner in the NOFA mold. A 30-year
veteran of the green industry, Har-
rington entered the organics segment
when he founded his own company 20
years ago with an interest in focusing
on the chemistry and biology of soils
and long-term plant management. In
addition, Harrington wanted to develop
a high-end niche. No other firms were
taking the truly organic approach,
which he says typically costs 30 to
50 percent more than traditional lawn

care, and he felt - and still does - that
organics was the way of the future.
(Harrington has recently joined with
activist Paul Tukey, founder of the anti-
pesticide Safel.awns organization, to
franchise his business.)

Other firms struggle to provide
organic lawn care because of cost, tim-
ing and efficacy concerns. Some lawn
care professionals, like Smith, say they
struggle to charge their clients twice as
much for programs that don’t entirely
eradicate weeds or take as many as
three seasons to achieve an accept-
able quality level. When he offered
an organic program several seasons
ago, it was unsuccessful because the
natural organic fertilizer did not work
quickly enough and there was no

| No- Callbacks:
No-R e,placenfw,nt 3. No-Wovries:

66
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affordable weed control
option, “It comes down to
results, and the bottom
line is if you're dealing
with high-end homeown-
ers, if the lawn isn't thick
and green, you're fired,”
Smith says.

Smith doesn’t think
not offering an organic
program will hurt his busi-
ness. He's confident in
the safety of the products

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

or « gan « ic \or-‘ga-nik\ adj.

v

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 l
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. ‘

grams with a service it calls “organic- on occasion, spot treat with synthetic
based.” “To be successful in this area, herbicides. The NaturaLawn approach

you have to give customers results and

sponsible operator who operates with
an IPM approach that builds healthy
turf, which doesn’t require excessive
use of pesticides. “It's always been my
approach to defend what [lawn care
professionals] do because | believe
that what we do, if we do it responsi-
bly, is good for the environment.”

The Natural.awn franchise, with
$33 million in sales in 2007, bridges

the totally organic and traditional pro-

be price competitive,” Catron says. To
achieve this balance while reducing
the number of synthetic chemicals in-
troduced into the environment, Catron
~ a former ChemLawn regional man-
ager - developed an approach that's
heavy on IPM, biological components
(like milky spore and nematodes) and
biorational products (like neem oil and

insecticidal soaps). NaturalLawn does,

reduces the number of control prod-
ucts used by 80 to 90 percent, Catron
says. He also touts the company’s
cancellation and service call rates,
which are less than 15 percent and 10
percent, respectively.

Lawn Doctor, the Holmdel, N.J.-
based lawn care franchise system, has
offered a “natural” lawn care program

for 20 years. Only about 2 percent of

Professional mowing demands reliability.
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Nothing Runs Like a Deere



Introducing the new Z-Trak PRO 800 Series. |

JOHN DEERE




Organic & Natural

Landscape Solutions

Sizes available for

every landscape!
Fits in a valve box.

-

ofo )
liver y O f
Nutrients Insect Control

Amendments Pest Control
Soil Conditioners

80% savmgs

tilizel

5-Year Warranty

To contact EZ-FLO cal
866-393-5601, orgoto

www.ezflofertilizing.com
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pesticides

Lawn Doctor customers opt for the
Natural Program, which uses an all
natural fertilizer and does not include
weed or insect controls as part of the
program, though the company will
treat with synthetics at a customer’s
request, says John Buechner, direc-
tor of technical services. He says this
segment of Lawn Doctor’s clientele
remains small because the results
are not equivalent to the traditional
program, which is 40 to 50 percent

less expensive. “| believe the average

tIH 00k

and fertilizers

they want to do.”

At any rate, professionals agree
consumers want to have a product or
service they can “feel good” about,
which is a moving target as this seg-
ment of the industry evolves. Some
customers may truly want to eliminate
synthetic fertilizer and pesticide use
and pay the price; others may opt
for hybrid approaches with bridge
fertilizers or spot synthetic herbicide
applications. Other customers will

remain concerned with the quick

They measure that in terms of
green and weed-free.”

- John Buechner, Lawn Doctor

person who's looking to buy lawn care
is still looking to buy results,"” Buech-
ner says. “They measure that in terms
of green and weed-free.”

Harrington doesn’t dispute the
challenges of the organic method, but
he emphasizes a cumulative, long-
term approach. And, he adds, it may
not be right for all firms or all custom-
ers. “You can't just say - and this is
what many of the chemical companies
say, ‘Organics might not work, it'll cost
twice as much, but we’'ll give you what
you want,’” he says. “You have to be
upfront and committed to the holistic
approach. We educate and explain the
several-season transition so [custom-

ers] can decide if this is something

green-up, weed-free appearance and
the economical price that traditional
programs offer, Harrison says. “| think
there is a middle ground a lot of con-

sumers may find themselves 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.
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“The bottom line: there is no better spray head
on the market than the Rain Bird" 1800° Series.”

Bill Knight
Knight-Scapes, L.L.C.

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.

RAINIBIRD
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esticides and fertilizers

BY SHEPARD OGDEN

Organic Product Labeling Basics

Pesticide labeling is regulated by the Environmental Protection Agency (EPA) and fertilizer labeling is regulated by
the states, The Association of American Plant Food Control Officials (AAPFCO), the state officials who register fertilizer
products, use a definition of the word “organic” that has more to do with organic chemistry than with practices
consumers consider to be “organic.” For example, the word "organic”is allowed on fertilizers that may contain urea and
sewage sludge, which are not considered organic by the general public. Only three labels likely meet the standards
that lawn care customers expect when they ask for “organic.” After that it's a matter of explaining what you are doing
and why it’s right for them.

CERTIFICATION SEALS

USDA Organic (National Organic Program)

Went into effect in 2002, In reality, this standard applies only to food production (and not even fish, at that) though
it is slowly being extended to other areas. It does not include lawn and landscape products and services, but it's the
gold standard with consumers.

OMRI (Organic Materials Review Institute)

The National Organic Program regulates ingredients and materials, not specific products containing those ingredients.
OMRI, on the other hand, certifies specific brands and products, and while its label is less well known among the
public, it also represents the highest level of acceptability to consumers looking 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 certifying 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 will say what they are, and most soaps will either say “soap” or be described as “salts of fatty
acids.” Botanicals are made from plants, and they are sometimes more acutely toxic than the mildest synthetics. They
are still pesticides and label instructions should be followed.

Fertilizers

Organic fertilizers are manufactured from both mineral and biological materials. Examples of the first are phosphate
rock and greensand, while the most common sources of the second are manures and food processing wastes,

N-P-K listings on organic fertilizers can be misleading, because the regulations require that only readily available
macronutrients can be counted, and organic fertilizers have relatively low levels of availability.

While phosphorus is being phased out of many fertilizer 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, which makes it more readily available, and thus raises its P rating. Organic fertilizers just use the ground
phosphate rock itself and allow it to be broken down gradually by acids released by microbial life in the soil. While 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, which serve as a direct food supply for
the microbial populations.

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.
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Advancements in
skid-steer controls have
reduced operator fatigue
while increasing
productivity.

Is making the switch

right for you?

BY MIKE ZAWACKI/MANAGING EDITOR

Andy Novelli could be considered a bit “old school.”
When it comes to operating skid-steers, Novelli prefers the old mechani-
cal stick controls and foot pedals when tooling around a job site, transport-
ing materials and prepping surfaces for finishing work.
“It's what I'm most efficient at operating,” says the owner of Four Sea-
sons Landscape Management and Design based in Washington, Pa. “| have
used the joystick controls in the past on machines that we have rented and |

Photo: ASY

really do like them, it's just the learning curve that gets in the way. In a tight

nong
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equipment

spot, | would much rather have the old-
style controls for peace-of-mind.”

With many contractors the type of
skid-steer controls they choose comes
down to a matter of preference. Howev-
er, contractors should be aware of the
comfort advantages newer styles of
skid-steer controls offer that can actu-

ally improve operator performance.

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
Jim Hughes, brand market manager for
skid-steers and compact track loaders
at Case Construction Equipment in Ra-
cine, Wis. “Twenty five years ago you
threw an operator into a machine and
said, ‘Get to it,'"" he says. “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.”

The manual effort required the
operator to muscle through the me-
chanical controls to move the machine
around a job site. “With mechanical
controls you're using your shoulders
to do the work,” Hughes says. “With
low-effort servo controls, you're really
only using your arms, which is a lot
less fatiguing for the operator, which
makes him a lot more productive dur-
ing the day.”

Many contractors swear by the
manual stick and pedal controls be-
cause they feel they receive more feed-
back from the skid-steer, says Bryan
Zent, marketing manager for Bobcat

in West Fargo, N.D. “Some guys like

gravitate toward the joystick controls,
Zent says, because they most resem-
ble popular video game controls.

“The younger generation of guys
have grown up playing video games,”
he says. “So they're comfortable with
the feel of a joystick and they're more
comfortable 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
functions into the joystick control. For
example, an attachment may require
a boost in hydraulic flow to manage
a more taxing job. The operator can
deliver that boost via a button located
on the joystick.

In addition, a number of skid-steer

“The fingertip controls are just so much more fluid and simple.
| use the skid-steer for lawn installation applications and
| don’t like to over compact the soil before | seed it.

Now I’m able to do what | need to do quickly and nicely.”

Chris Haddock, CBH Landscape Contractors

76 Lawn & Landscape | may 2008

having to put some muscle and effort
into operating the machine because
they believe they can feel when the
machine is straining,” he says.

As a young landscape contractor
Chris Haddock cut his teeth using
skid-steers with manual controls. He
became a convert, though, five years
ago when he rented a newer model
machine. “I just loved it," says the
owner of Laconia, N.H.-based CBH
Landscape Contractors. “This thing
is like operating a video game. The
controls are 10-times easier to operate
than the older controls.”

Newer skid-steer operators tend to

models equipped with joystick pilot
controls allow the operator to program
different control settings. The makes
the skid-steer favorable to a number
of workers with varying preferences,
thus catering to more people who can
comfortably utilize the machine.
However, Haddock most appreci-
ates the agility and finesse the high-
tech controls offer him when he’s ma-
neuvering through a tight workspace
or a crowded job site. “The fingertip
controls are just so much more fluid
and simple,” he says. “| use the skid-

steer for lawn installation applications

Dage



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,” 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
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The Inside
Scoop

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 toincrease
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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equipment

and | don't like to over compact the “For some guys that means direct- ences in the effort required to run the

soil before | seed it. Now I'm able to do  ing the skid-steer with your hands and machine.

what | need to do quickly and nicely.” operating the bucket with your feet, Landscape contractor Aaron Smith
The added dexterity in pilot con- and they're really good at that,” Zent prefers the manual controls, but he

trols stems from the ease in the execu- says. “And for some of the younger has used the other, more modern

tion of what the operator wants to do guys, the joystick controls give them controls 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 Construciton Equipment

with the machine, Hughes says. “It's the ability to do more with the ma- offer. Really, though, it comes down to

very low effort and an extremely short chine on the job site. The truth is, with comfort and adaptability, he adds.

throw to get the machine to function,” a bit of practice time you can teach “I like to be able to operate any-
Hughes says. “And it's very intuitive, yourself the different cues to operate thing that comes my way so | don't
especially with the younger guys.” a skid-steer with both manual stick favor one over the other,” says the

controls and joystick controls.” owner of S&D Lawn Service in Es-
WHAT WORKS. Choosing the correct Hughes recommends contractors sex Junction, Vt. “But | am a better
controls depends on skill, comfort demo skid-steers equipped with vary- operator with my hands and feet since
level and personal preference ing controls to experience the differ- | have the most hours there.” LL

\m Try out the new product to hit the turf Industry in years...

Self propelled power seeders Easy as mowing your lawn
Award-Winning Design Seed, dethatch, and power rake with one machine
Hydrostatic drive system (FWD & REV) - 2-year warranty
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a.:qmr 1 acre per hour
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The popularity of the Turf Revitalizer has been Reserve yours today! Call Toll Free: 866.968.3188
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BY AMY LILLARD/CONTRIBUTING EDITOR

Add-ons

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 comprehensive,
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 similar business, and we felt
like we already had the technical know-how,” says
Bare, president of Arbornomics in Norcross, Ga.
“But when you start these ancillary businesses, it's
completely new. Just 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 model of financial success, Arbor-
nomics serves as a cautionary tale for lawn care

www.lawnandlandscape.com

and landscape businesses pondering growth into the
tree care realm.

Not long after starting the tree care division,
an accident meant facial/cranial surgery for an
Arbornomics crewmember, combined claims of $1.5
million and the need for a significantly more expen-
sive insurance risk category for the tree care division
and the lawn care division. Arbornomics would have
been pushed out of business; instead, Bare sold the
tree care division at a loss.

So are lawn care and landscape businesses seek-
ing to expand into tree care doomed to fail? Not so
fast. Arbornomics’ story is one possibility of what
can happen when companies expand in this way;
many others have found success. To be a success
story, companies must know why expanding is

may 2008 | Lawn & Landscape
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tree care

smart. They need to fully understand
the intricacies of the industry seg-
ment into which they're entering: the
particulars on specific tree care tasks,
what customers are looking for, insur-
ances and licensing issues, expenses
and education needs.

“It's very risky getting into ancillar-
ies,” Bare says. “You have to remem-
ber that just because you're successful
at lawn care, it doesn't always translate
to being successful in tree care. |
learned the hard way.”

A BUSINESS PROPOSITION. Why
consider expansion into tree pruning,

transplantation/removal and chemical

treatment? For some, it comes down
to the idea of full service, and giving
customers what they want.
“Customers value it, and they
expect it," says Maurice Dowell, presi-
dent of Dowco Enterprises in St. Louis.
Founded in 1978, the company added
tree care services in 1993. “If compa-
nies are going to tout themselves as
full service, they have to have that tree
specialization in their arsenal. Then
customers can be secure the company
can provide for all their needs.”
Expanding into tree care also
seems a sure way for a solid, ongoing
work cycle. Owners often believe that
diversifying will protect them during

\

slow periods. Some companies also
think that tree care as part of their
offerings will give them a leg up on the
competition.

The most compelling reason for
adding tree care services may be the
rich profit opportunities. Owners attest
to that truth.

“l can say especially for the her-
bicide and insecticide end, it's worth
going into the business,” Dowell says.
“Sales wise it will add to the revenue
stream. The biggest part is it will add

tremendously to your bottom line."

WHAT IT TAKES. Ken Celmer, senior
vice president at The Davey Tree

LPIanetGreenSpot.mm
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tree care

Expert Co. based in Kent, Ohio, says a
tree care division typically offers orna-
mental pruning, shaping and thinning,
as well as routine trimming. Stump
grinding is another potential offering.
In these areas customers seek beauty,
curb appeal and safety. They're look-
ing for expertise and creative ideas to
help their property retain the high-

est value it can and they feel they've
received value from companies with
arborists or individuals with horticul-
tural backgrounds on staff.

In addition, tree care services

they have to have that tree specialization.”

86
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may include fertilization and pesticide
application, requiring knowledge of
plant health care, entomology, physiol-
ogy, pest control and more. Besides

a background in these disciplines,
workers will need ongoing training in
these areas. Tree transplanting and
removal is another service area. This
is a specialized skill set, one for which
Davey Tree offers extensive training in
a classroom environment.

When it comes to insurance and
workman's compensation, be pre-
pared to pay much more than for a
lawn care or landscaping company.
Services offered on the ground are
relatively reasonable to cover, but once
workers get into the air, danger rises
and so do costs.

Initial expenses for starting a tree
care division revolve around increased
insurance costs and equipment.
Potential investments include vehicles,
a wood chipper, chainsaws, trimmers,
tree sprayers, aerial carts and more.
Besides equipment, other expenses
will include initial and ongoing market-
ing, hiring skilled and trustworthy
labor and instituting a training and

education program. Starting small

Assumption No. 1: Lawn care/land-
scaping and tree care are essentially
different sides of the same business.
As Arbornomics learned firsthand,
eager companies can expand into
tree care believing a knowledge of
chemicals, lawns and landscaping is
sufficient preparation and meet with
poor results. “You're dealing with a
different personality between tree care
and lawn care,” Bare says. “Lawn care
is a commodity. For tree care you
need climbers, this rare person with a
rare ability, They're really opposing
businesses.”

Companies providing plant health
care services also need employees
adept in diagnostics, like arborists
certified through the International So-
ciety of Arboriculture. “If you're going
to do it, do it right,” says Jones. “Hire
qualified people, and make sure they
receive proper training.”

Assumption No. 2: Tree care, like
lawn care and landscaping, is a repeat
business. Sure, with services like prun-
ing, a company will have a few repeat
customers. But by and large, tree care
is a one-time or occasional deal. This

means marketing becomes even more

as full service, then

could conceivably be done for around
$100,000, not including insurance,
workman's comp, certification and
licensing, says Dennis Jones, of Mari-
posa Horticultural Services, headquar-

tered in Irwindale, Calif.

THE DANGER OF MISTAKES. Compa-
nies considering tree care services as
a business expansion often make sev-
eral assumptions about the business.

Unfortunately, many are wrong.

Maurice Dowell, Dowco Enterprises

important, and is an ongoing expense.
Assumption No. 3: You can start
for cheap and ease in. Cutting corners,
even on uniforms and logos, may hurt.
When Arbornomics embarked on tree
care, Bare bought used equipment
and opted to get uniforms and official
logos later. But clients balked. This
wasn't the level of service they were
used to. Eventually Bare spent more
than $150,000 on new equipment and

uniforms for an operation he mistaken-

Photo: Liswn & Landscape mchive



ly thought would be cheap and quick or partially to specialized companies.
to add. “When a tree care project requires
us to get higher than 15 feet, or a

OTHER OPTIONS. Considering the customer needs a major tree removal,
risks and costs of adding tree care, we call in another company,” Dowell
it's no wonder many companies shy says. “We've avoided the big issues
away from the idea. But companies do by employing subcontractors. We've
have alternate routes to follow to offer developed reciprocal relationships

complete services, including tree care, with many companies in the business,
to their customers. meaning more for all of us.”

Some firms leave the expertise Acquiring a tree care company is
to the experts, subcontracting their another common way landscape and
customers’ tree care needs completely lawn care firms enter this business.

The

For companies that are still keen
on offering their own tree care, Dowell
offers further advice.

“Do your homework,” he says.
“Know what your customers want, and
be able to place that beside what you

can realistically provide. Keep in mind

that the expertise you'll need will cost

tree care and lawn care.” - picBare, Aromomics

you. It's a formidable challenge, but if
you can consistently provide quality
service to clients, it will place your
company in the top echelon of lawn

care and landscaping providers.” LL
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business

Taxing

e N

Decmons

Do the tax provisions in the 2008 Economic

88

Stimulus Act make sense as a growth catalyst

for your landscape business?

BY MIKE ZAWACKI/MANAGING 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 | live in the No. | county for
foreclosures in Texas there's no sign of slowing
growth,” he says. “Housing is still booming. If
anything, I'd say, to date, this year my company
has nearly doubled last year's numbers.”

And while growth is planned for the remain-
der of 2008, Embree doesn't expect any large-
scale equipment purchases to take advantage of
tax benefits built into the 2008 Economic Stimu-
lus Act. But he's thankful for the tax breaks,
nonetheless, adding a smart business owner
always looks to reduce his taxable income. “As

Lawn & Landscape | may 2008 www. lawnand

a small company, | look for as many ways to
keep money in my pocket rather than giving it
to Uncle Sam,” Embree says.

Rick Pierce agrees, though he plans to take
full advantage of the tax breaks. “We're looking
to increase the size of our truck fleet by two
vehicles,” says the president of Planting &
Irrigation Solutions in Fairhope, Ala. "And |
hope to purchase a new zero-turn mower and
other maintenance equipment this year.”

A straw poll of Lawn & Landscape readers,
though, indicated many contractors are un-

Photo: Lawn & Landscape archives
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John Deere Landscapes and LESCO have joined
forces to serve you better. With more complete
product lines and inventory, a branch network of
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fleet, full staff of knowledgeable green industry
professionals can help you get the products you
need, when you need them.
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business

aware of the full extent of the stimulus
package. While most knew about the
$600 ($1,200 for married couples plus
S300 for each qualifying child) tax
returns they should be receiving soon
in the mail, many were unaware of the
additional components intended to
stimulate spending and growth.

And while they're meant to jump-
start the overall U.S. economy, the
recent changes to the tax law, for a
limited time, provide attractive spend-
ing incentives to contractors and may
even have a positive ripple effect on
the rest of the green industry.

“The incentives have two impacts,”
says Bill Rys, tax counsel at the Nation-
al Federation of Independent Business
in Washington D.C, “First, they are a

valuable tool because they encourage

tor's cost to invest in new equipment,

One provision expands expensing
for business owners. An owner, accord-
ing to the provision, who purchases
less than $800,000 in capital assets in
2008 can expense the first $250,000
of that investment. Previously the limit
was $128,000.

So what does that mean to a land-
scape contractor? Essentially, if the
contractor sees an opportunity to grow
or feels a need to upgrade his equip-
ment to remain competitive, in 2008
he can deduct the total cost of a truck,
mowers, skid-steer or other equipment
up to $250,000. It's important to note
that the equipment must come into
service in 2008 to take the deduction.

“For a landscape contractor that

could be really nice 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.”

Lawn & Landscape

- Bill Rys, National Federation of Independent Business

business owners to make new invest-
ments in their businesses through
increased deductions - basically put-
ting 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.”

WHAT'S AVAILABLE? The economic
stimulus package includes a pair
of business-related tax incentives

designed to lower a landscape contrac-

stantially reduces his taxable income
in 2008," says Tom Ochsenschlager,
vice president of taxation at the
American Institute of Certified Public
Accountants in Washington.

The provision may also include
certain leased equipment, Ochsen-
schlager says, though it depends on
the way the lease is structured.

“There are some leases where the
actual owner of the property gets the

deduction from the lease," Ochsen-
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business

schlager says. “The IRS takes the
position that, in many cases, a lease
is a way of financing the acquisition

of the property. In many cases, when
it's a finance lease, the small business
owner can take the deduction for the
property. When it's a rental lease, then
you couldn’t take the deduction.”

The other tax provision in the
stimulus package that may interest
landscape contractors is the 50 per-
cent expensing allowance. This bonus
depreciation provision - an increase
of 30 percent - is for new tangible
property and software with a recovery
period of 20 years or less. Most equip-
ment used by a landscape contractor
fully depreciates in less than 20 years,
Ochsenschlager says, and those that
depreciate in excess of 20 years in-
clude only very large industrial items.

“This provision is not meant for

landscape contractor can save money
up front,” Ochsenschlager says.

Landscape contractors need to
make sure that their investments are
qualified investments, Rys says, other-
wise they cannot take the deduction.
“The category of investments is pretty
broad,” he says. “It includes most
equipment while excluding invest-
ments in land and most changes to
buildings. There are also some special
rules dealing with the purchase of
vehicles, especially SUVs and trucks.”

Some of the rules governing what
can be deducted are complicated and
it's important for a landscape con-
tractor to consult with a qualified tax
professional, Ochsenschlager says.

“If your business is landscaping

then you should be focused on that,

not trying to read volumes of the Inter-

nal Revenue Code,” Ochsenschlager

regardless of the tax incentive, says
Doug Austreim, president of Austreim
Landscaping in Brookings, S.D. “You
can not justify the expenditure unless
it has a profitable purpose,” he says.
David Katz agrees, adding his com-
pany, Elite Landscaping in Wappingers
Falls, N.Y., is considering equipment
purchases and staff increases, but
not because of the stimulus package.
Prudence is a solid business practice
in a questionable economy, he says.
“Even though you have tax incentives
you still need to manage the cash
flow," he says. “You need to have the
money to spend it. Of course, if | have
the money and can take advantage of
the tax benefits, then all the better.”
Chad Stern, president of Mowing
& More in Chevy Chase, Md., says the
uncertainty surrounding work force

issues, like the H-2B visa 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 | have the

money and can take advantage of the
tax benefits, then all the better.”

- David Katz, Elite Landscaping

General Motors,” he says. “It's meant
for a small business owner like a land-
scape contractor.”

So how does this benefit the aver-
age landscape company? Let's say a
contractor purchases a pair of pick-up
trucks and landscape trailers and a
pair of zero-turn mowers that total
$100,000. He can then apply the first-
year bonus depreciation of $50,000
(50 percent) of that purchase, with
the remainder depreciating under
regular depreciation rules (most likely

over five years). “It's another way a
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says. “The laws change all of the time.
It's a good idea to have an accountant

in on this from the get-go.”

WHY NOT? Though attractive, the
economic stimulus provisions haven't
entirely convinced some landscape
contractors that they're the most pru-
dent tools for growth.

Some contractors refuse to spend
money for spending’s sake. A land-
scape contractor must have a profit-
able need for the new equipment to

justify the expense and investment,

makes him cautious about plunging
his company into growth mode. “I
wouldn’t feel too comfortable mak-
ing $250,000 in capital expenditures
when | am unsure | will be able to hire
people who are legally permitted to
drive the trucks and use the equip-
ment,” he says.

There's nothing wrong with a wait-
and-see approach towards this issue,
Rys says. “Keep in mind, though, that
the incentives 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 blade design to cut through hard soils

« Features a durable centrifugal clutch that eliminates downtime

+ Weighs 100 pounds

« Produces a 3-by-3-inch-wide cut

+ Powered by a 5.5-horsepower Honda GX160 engine

+ EZ-Trench - 843/756-6444

Circle 200 on reader service card

Honda HHE31CA Stick Edger

www.honda.com
« Uses the same basic design feature as Honda trimmers
+ Powered by the GX31 mini 4-stroke engine
« Features a flex shaft
« Incorporates an 8-inch blade

« Has a quick-adjust gauge wheel for maximum control

p ' + Weighs 16.8 pounds
. y 4 + Honda Power Equipment - 800/426-7701

Husqvarna 326ES Edger
www.usa.husqvarna.com
« Features a straight boom with a solid driveshaft

« Transmits more power to the gearbox

+ Replaceable gearbox protector prevents wear and
damage to the gearbox
+ Includes a metal debris shield

« Powered by a 1.2-horsepower, 25-cc engine
+ Has a 7.5-inch-long edger blade
« Husqvarna - 704/597-5000

Circle 202 on reader service card
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Unleash a better way. Protect your income, and your reputation, from annoying turf repair.
The Bobcat™ 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 One Tough Animal
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John Deere XT140SSELE Stick Edger

www.johndeere.com
+ Powered by a 25.6-cc, low-emission M-Series engine
+ 59-inch-long shaft allows for twice the torque of the traditional curved-shaft edger
» Adjustable depth control allows the user to cut as deep as 2.25 inches
« 8-inch blade cuts through tough turf
« Cast aluminum edger blade housing increases the edger’s durability
« Cushioned loop handle adds to operator comfort
+ John Deere - 309/765-8000

Circle 203 on reader service card

Kawasaki KEL27B/BC Edger

www.kawpowr.com
Lightweight
. « Features a one-touch cutting adjustment
Includes a unique guard and rubber skirt design
. + Tapered cross section creates less debris accumulation in the guard
- Powered by a TJO27E engine
« Kawasaki Power Equipment - 800/661-7433

Circle 204 on reader service card

RedMax HEZ2401S Edger

www.redmax.com

Powered by a 23.6-cc Strato-Charged engine

» Includes a seven-point splined solid steel drive shaft

+ Gearbox is equipped with steel gear case protectors to prevent gear
case wear

» In-line vibration dampening system provides a reduction in vibration
for decreased operator fatigue and increased operator comfort

« RedMax - 800/291-8251

Circle 205 on reader service card
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Trim Your Lahor Gosts!

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 c“tless Granular
Growth Regulator, visit our web site at www.sepro.com, or
call 1-800-419-7779. Landscape Growth Regulator

! T sy ‘
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My - - A Treated Jasmine=

( Note the enhanced blooms
v of lhe treated shrubs.

Untreated Jasmine
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Side-by-side
proven results with _am
Cutless' Granular. -

Example below of reduced shoot growth and enhanced
bud development of the treated Jasmine on the left,
and untreated on the right.

Treated Plumbago
Untreated Plumbago
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SePRO Corporation Carmel, IN 46022 | S@GPRE

“Tradermark of SePRO Comoration. Adaays read and follow label drections.
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THE TIME HAS COME...
THE ULTIMATE REDEFINING TUUL |S HERE

CONTACT:

Brown Products, Inc.
800-897-3726
www.brownproducts.com
lee@brownproducts.com



http://www.brownproducts.com

DETAILS ON
HOW THE
R450H REDEFINER

product spotlight

CAN SAVE YOU
STIHL FC90 Edger TIME AND MONEY.

www.stihlusa.com

/ - Powered by a 28.4-cc engine
« Features a heavy-duty skid plate and adjustable depth

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

wheel for precision cutting
« Weighs 13.7 pounds
« Blade is 8 inches long

« STIHL - 800/467-8445 WL
1 year limited warranty

commercial and rental

Circle 206 on reader service card

Weighs only 90 Ibs with gas

Tanaka TLE-600 Walk- and oil

Behind Edger

www.tanakapowerequipment.com

Very maneuverable; easy to load

- Powered by a 50-cc, 2.5-horsepower and unload

Tanaka two-stroke engine

« Features a solid-steel driveshaft

Adjustable cutting depths of 2"
3 and 4

« Includes a heavy-duty, two-stage air

filtration system

* Height canbeadjusted Handle folds for easy storage

« Weighs 54 pounds

n Mikko Tanaka Enginsering U A~ Tungsten carbide cutting teeth

888/482-6252

on rotor
Circle 207 on reader service card S— = =
Tygar Curbing Power Package “RE \[DEFINER
www.tygarmfg.com
- Capable of producing commercial and residential concrete borders @ mwullt

+ Includes the Bengal TG1000 curb machine, the SC1000 Sabertooth sod cutter,

CONTACT:

Brown Products, Inc.
800-897-3726
www.brownproducts.com
lee@brownproducts.com

a custom curbing trailer with a concrete mixer and other accessories
« Curb machine produces up to 24-inch walkways, landscape curb with accent

lighting and more than 30 different stamp patterns \
« 25 molds and attachments are easily interchangeable

« Accepts as large as ¥8-inch rock aggregate for commercial applications
- Tygar Mfg. - 866/999-9506

Circle 208 on reader service card
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Shindaiwa LE261 Lawn Edger

www.shindaiwa.com
Powered by a 24.1-cc displacement, 1.3-horsepower engine
« Trims along sidewalks and straightens edges around flower beds
Features a heavy-duty gear case with helical gears
Has an easy-to-adjust guide wheel
+ Includes a fully adjustable front handle
+ Shindaiwa - 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
conditions and raising the disc for crossing sidewalks
Electric and manual versions provide vertical adjustment up to
12 inches and allow edging from the sidewalk, turf or curb
Mounts on FrontMount and MidMount DuraMax decks
+ Grasshopper Mowers - 620/345-8621

Circle 210 on reader service card

GROUNDSKEEPER PRO BUSINESS SOFTWARE

FEATURESINCLUDE: -rnclﬂ'ﬁn

I IS"Nemivn
The Tackler™ by Cove Four-Slide and Stamping Corp.

Billing
Scheduling e “Tackles The Toughest Jobs With The Lightest Weight”
Routing o Save Time And Money With Stitched Sod Staples
=6 . Far Less Manual Labor Involved!

Estimating 1 : 3

- c * Light Weight ensures a longer working
Contracts - : - time without fatigue, Empty - 15.5 Ibs,
Time & Materials = Full magazine - 18.5 Ibs

» 45 Years of Experience

Income & * Excellent Quality
Expense Reporting * Made in the USA

AN D M 0 R E ! . d . ’Gfet Custom'er Servicé
ONLY $399!

Save thousands compared to similiar programs!

f\ w e
ADKAD TECHNOLOGIES
1.800.586.4683 / www.adkad.com/freedemo.htm

Cove Four: 195 E. Merrick Road P.0. 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.COVEFOUR.COM » INFO@COVEFOUR.COM

USE READER SERVICE # 67 USE READER SERVICE # 68
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THE ARMY KNIFE OF TURF HERBICIDES

Turf Herbicide
for Erassy & Braadleaf We_e .

BEEP DM OF AEACH OF CHILDREN
AUTION

B et

A e
i o R

[ PATENTED SYNERGISM REQUIRES LESS ACTIVE |NGR[:U|!;N1‘S]

CRABGRASS * YELLOW NUTSEDGE * BROADLEAF WEEDS * TURF TOLERANCE * SPEED

G pbi /cordon
corporRation

‘ An Emplovee-Owned Company
J 800-821-7925 « pbigordon.com/q4
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Bluebird BedBug Edger

www.bluebirdintl.com
« Shapes planting beds and provides trenching to prepare for the installation of
plastic or metal bed edging
« CableLayer option lays cable for pet fencing or low-voltage landscape lighting
« Paver blade option allows the edger to dig a shallow, flat trench 4 inches wide
to accommodate paver bricks or
landscape ties
« Common platform and
interchangeable blades and
shields (available in optional
kits) allow the user to quickly
switch between functions
« Removable shield provides easy
access for tool-free maintenance

and cleaning

Powered by a 5.5-horsepower
I

N! Don’t Make a Move Without Us

ROOTS plant performance products reduce dieback
and give you the right blend of microbes, Circle 211 on reader service card
biostimulants and nutrients for better

* Root development » Stress tolerance

= Soil and plant health =« Nutrient efficiency
And, ROOTS products are perfect for all of your
environmentally sensitive clients and conditions.
If you want your business to thrive and your plants
to survive, don't make a move without ROOTS.

Ask for ROOTS today.
800-342-6173 * www rootsinc.com

Honda GX engine with a
centrifugal clutch
» Bluebird - 800/808-2473

rools

Our Name Says it All

Brown Bed Edger

www.brownmfgcorp.com

» Powered by an 8-horsepower
Honda engine

+ Includes interchangeable rotors
for versatility

+ Reaches 2 to 7 inches deep

« Designed to pile excavated dirt in
a pile next to the trench

« Positive steering mechanism
promotes appealing, smooth
curves

Always read and follow tabgl du ections
The NavozymeX Jogo is a trademark of Novozymes ASS « Brown Mfg. - 800/633-8909
©2008 Navozymes Biglogicals, Jnc : y

Circle 212 on reader service card
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HE Powsn TRAc Exrmm
SEEING IS BEUEWNG

We've never been shy about
different. So why would v
\ weqmnikeeveryoneebe?

"' Attend Free'ServicerTraining At:
. Our Facility'And Recelve a 5% Discount
Demonstrate Any Tractor Model and Attachments At Our On-Site Demo Area.

~._ { é Classes - 12 Tractor Models &
‘ 175 Different Attachments

Easy To Service Machines
Enormous Parts Inventory

Service & Parts Phone
Support Always Free

. Factory Saves 30%

| Check Out Our Fully-Stocked
‘ 8,000 sq ft Showroom

Power 1:800-THE. YARD

USE READER SERVICE # 71
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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 design reduces wrist fatigue and creates

better balance

+ Includes contoured handles and nonslip grips

- Designed for maximum cutting capacity with the

least amount of handle opening
» Made of forged high-carbon steel
« Corona Clipper - 800/847-7863

Circle 213 on reader service card

Fiskars Telescoping Pruning Stick
www.fiskars.com
- Extends to 12 feet
» Integrated saw attachment allows users to tackle larger branches
« Features a rotating cutting head
+ Has a 1% -inch cutting capacity
+ Weighs less than 5 pounds
» Fiskars - 800/500-4849

Circle 214 on reader service card

Leatherman Genus Pruner
www.leatherman.com
« Features a rotating handle that stores a set of professional tools
- Includes a knife, Phillips screwdriver, sprinkler head adjustment tool/flat screwdriver, bottle
opener and saw
+ Heat-treated, anodized aluminum body provides durability and corrosion resistance
+ Includes a nylon sheath
- Diamond-coated file included for pruner sharpening
« Covered under the company’s 25-year warranty
« Leatherman - 800/847-8665

Circle 215 on reader service card
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Introducing the new Wright Stander” ZK".
With speed, stability and control, you can go the distance
the changing terrain with absolute ease. Introducing a new force in
lawn maintenance that let | 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 advanta
Ride Wright

USE READER SERVICE # 72

u commercial products

For more information, call
1.301.360.9810 or find our dealer
locator at www.wrightmfg.com.
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A.M. Leonard Standard Pruner

www.amleo.com
« Has Swedish, stainless steel blades
« Has a Rockwell hardness of 52+54
« Molded composite handles fit perfectly in most hands
« Includes a wrist strap
+ lIs almost 8 inches long and weighs 4.3 ounces
» AM. Leonard - 800/543-8955

Circle 216 on reader service card

Forestry Suppliers Fanno Curved

R Pruning Saw
ﬁq'.v.quv~vv-vu-.“_v\ o —‘x\/ .
: “..u.n-' v "k\. 3 www.forestry-suppliers.com
w - « Available with either a contoured laminated hardwood

" handle or a plastic pistol grip handle
+ Curved blade is 13 inches long
+ Produces a clean, fast cut
« Forestry Suppliers - 800/360-7788

Circle 217 on reader service card

Florian Tools RP-701 Hand Pruner

www.floriantools.com
« Weighs 4 ounces
« Can prune anything from flower stems to limbs % inches in diameter
« Ratchet-cut mechanism increases cutter’s strength up to 700 percent
« Nylon body is reinforced with fiberglass and has a Teflon coating
- Blade is made of high-carbon steel
- Comes with a lifetime exchange guarantee
« Florian Tools - 800/628-9643

Circle 218 on reader service card.
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We don't just offer products. We offer solutions.

-

At Bayer, we offer the perfect solutions 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 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

m allecTus Dulon

qlii" by BAYER
Bayer Environmental Science, a business division of Bayer CropScience LP, 2 TW. 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 foliow label directions carefully, ©2008 Bayer CropScience LP.
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Water Ways

Irrigation options abound for jobs of every size.

DIG LEIT-2

www.digcorp.com
Ambient light-powered irrigation control system
Offers wireless technology, eliminating wire runs
RC2 handset communicates with as many as 99 LEIT-2
controllers or 198 valves from a distance of 350 feet, line of sight
« DIG Irrigation Products - 800/322-9146

Circle 219 on reader service card

Hunter Pro Adjustable Nozzles
www.hunterindustries.com
« Redesigned to overcome previous challenges
-« Features a thicker flange that makes adjustments easier
« Nozzles better emit water to offer improved appearance and
distribution, as well as bigger droplets
« Features well-defined edges to the spray pattern

« Throws water longer to eliminate short trailing edges

« Maintains a matched precipitation rate
+ Five 8-,10-, 12-, 15- and 17-inch nozzles are color coded by radius
+ Hunter Industries - 760/744-5240

Circle 220 on reader service card

Hydro-Rain Blu-Lock Nitro Saddle Tee

www.hydrorain.com
« Irrigation sprinkler saddle
« Features a Swiss-engineered Schenkel clamp
» Provides an ergonomic grip
» Open-clamp design
« Installs in fewer than 5 seconds
+ Pushes 18 gpm at 40 psi
» Hydro-Rain - 888/493-7672

Circle 221 on reader service card
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K-Rain RPS 75 Rotor

www.krain.com
« Designed for basic residential and light commercial applications
Provides the same features as the Hunter PGP, including the
reversing mechanism
Has a %-inch inlet
K-Rain - 561/844-1002

Circle 222 on reader service card

King Innovation Universal SnapTap Saddle

www.kinginnovation.com

« Designed to fit %-, 1- and 1%- poly pipe

+ Universal side latch provides a visible, secure connection

« Ergonomic handle provides comfortable, quick rotations

‘ : P
+ Equipped with a cutting tip [[][|Ny——
» Provides a tight seal
« Short thread allows for quick installation :,
» King Innovation - 800/633-0232
Circle 223 on reader service card
TUFa

TUF6
Little Tuffy Pop-Up
Sprinkler Heads
www.valvettesystems.com
+ Allows for adjusting 15-inch
nozzles down to 4 inches
« Pop-up stems don't retract

until the water is shut off

EDUCATION: THE ULTIMATE R.0.l. + Eliminates pressure-

2] - S -
Invest in your company’s most precious resource: its people. regulating stems, pressure
Educated employees = Engaged empioyees. Enhancing the job satistaction of your workforce reduces turnover and com pensaling screens and
increases the profession and productivity displayed on each job site, minimizing call backs to save time, labor, and
money. We're commitied to serving as the leading Green Industry Education Provider, and ultimate source of product PCDs
knowledge for landscape and irrigation professionais. 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 « Works with all rotary nozzles

Valvette Systems -
866/200-8590

Circle 224 on reader service card
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ANNOUNCING THE FIRST
GAS-POWERED, 7 PASSENGER,
325 HP LCF FHEW CAB.

WChE

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.

AD@E!

e Q- U | B R
COMMERCIAL TRUCK CENTER

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
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Rain Bird STPI Controller

www.rainbird.com

« Designed for contractor installation and homeowner operation

« Available in four-, six- and nine-zone indoor mount models

« Homeowners can customize the schedule for each individual zone — - —
« Includes water-efficient features including a rain delay option 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 Windows drop-down menus, visual positioning and graphical presentation
+ VP mapping tools provide a way to locate and program infield controllers (DX2), weathe
stations or other devices using “zoom”features

« Provides the same consistency and “backwards compatibility” with previous releases of
DX2 hardware
« RainMaster - 800/777-1477

Circle 226 on reader service card

" especially when it’s

R v Use Standard irrigation wire
g ¥ 32-station Hunter

ICC to 48 stations

2WIRE is hot, smart and easy! And  * No grounding along
we'll introduce you for FREE! On your first RETSE Join
2WIRE job, we'll give you the $315 ICC & ~'f_’;j”1'{'{';1‘
48-Station Decoder Module FREE! SN SR

b { Expa_nd'existing
Guaranteed AFFORDABLE and easy! Supply and - ey

B s without trenching
time is limited...Call today! (Specify promo code:LLO8) ! backto the controller

am decoders in

il 866‘863‘3744 Very aﬂordaple-even
www.underhill.us on smaller jobs!
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GET MORE
Storiingian CONTROLLER FOR

FOR 3 OR MORE

$5Qoo 0NN

Go Online or Call TODAY!

GO DIRECT! SAVE 35-50%
ON FULLY LOADED MODULAR

* Each controller PROVIDES 6 STATIONS i
ind can be ¢ anded to 1 tat
o Patent-pending DAYLIGHT SAVINGS FEATURE
Wito itically resets twi 1 vear 1o an bh (S10]4 1ran
ran &) I
° | par
I
e Sat inteed and 3-YEAR WARRANTY
—m
DMC-6 Direct
Module Controller $69.00/unit $64.00/unit $59.00/unit
Outddoor 6 Stations
DMC-6i Direct
Modute Controlier $59.00/unit $54.00/unit $49.00/unit
Incloor 6 Stations
VAUEPICHG | 310299 | J00ormore
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 i
all our products. Plus, enter code 255 online and ?
RECEIVE A FREE HAT. ‘

Irrigation Direct
the grass just got greener

We also sell sturdy,

well-engineered valves! www.irrigationdirect.com
Pricing from $7.80 - $9.95 877.436.6922
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s patlight

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 - %, V3, ¥2 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 9
+ Toro ~-877/345-8676

Circle 228 on reader service card

Wil Honter sALE
MobuLar ADJUSTABLE

PRO-SERIES Popr-Ur P G F
CONTROLLER

4” Turr

U% To 15 \gmrlorvs Roror
. . g é 00
PC-300i (INDOOR) 3-STA....... $ 70- B B
PC-300 (OutpooRr) 3-sTA.....$ 83- o Bl o]
PCM-300 (3-sta.MoDuLE)....$ 1932 Hunter DerenpasLiTy

ALL REGULAR NOZZLES ........ 75¢ WE Stock THE ’
e CowmpLeTe Hunfer Line

INICLIK" 2, & 00 [TkD) Is Your BEST S For
j;l 0,3}/ $ 1 5 90 (MTI) OURCE SJ

RAINSENSOR Hunter Prooucts At THe BEST Price

800-600-TURE. =+ 8

Order By 1p M-F 7:30-5 SAT 8-1 P01 Pricine
SHIPS SAME DAY Se Habla Espariol Call Now & Save

o> www. SPRINKLERS 4 LESS .com <%

CROS-04...4”PROSPRAY..$ 1.25
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The onl\/ line desighed o build Jour bottom line.

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 c 0 M M E n c | A l
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. WE MEAN BUSINESS.

ZERO-TURN RIDING MOWERS | APPLICATION EQUIPMENT | WIDE AREA WALK-BEHINDS | HANDHELD EQUIPMENT

USE READER SERVICE # 78



product spotlight

www.cyber-rain.com

seasonal conditions

Waste Not,
Want th.

important today to insure
we have enough water for
fomorrow. L

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 fail
piece opfions.

When you need the best, get the
Wilkins Model BR4 series. It's available

at a Wilkins representative near you

Customer Service Representatives available Monday through Friday
5:30 am 1o 5:00 pm PST « Call: 877-222-5356 or 805-226-6297

WILKINS

a ZURN company

info@zumwilking com or visit us onling at www.zum com

USE READER SERVICE # 79
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Cyber-Rain XCI Smart Control System

+ Works through the user’s personal
computer to adjust the amount
of watering based on weather and

+ Features easy-to-understand
software

« Keeps track of how much water
the irrigation system is using

« Controller and the PC speak to
each other using their own
network included in the system
Includes flexible watering
strategies and the ability to
default to the local weather index

« Zone management lets the user
design a watering system

» Saves water and money that
would be spent for plant
replacements

« Cyber Rain - 877/888-1452

Circle 229 on reader service card

Underhill 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

« Available as a valve-in-head or
block model

« Virtually disappears when not
in use

» Underhill International -
866/863-3744

Circle 230 on reader service card
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Irrometer Watermark Electronic Module
www.irrometer.com

Provides soil moisture automation for 24 VAC irrigation controllers

Easily selected moisture levels allow the user to irrigate based on plant

water requirements

» Module acts like a switch on the controller’s common ground, allowing

only the necessary irrigation cycles to apply water based on soil moisture status
; Soil moisture sensors, which are placed in a representative area of the plant
IRR@METER CO. material being irrigated, are connected to the WEM
' e Installation is simple for retrofit or new construction

Design details, including specification drawings in AutoCAD format, are available

for irrigation designers to add this level of efficiency to their systems
Irrometer Co. - 951/689-1701

Circle 231 on reader service card

The Professional Arborist’s Choice

Fiberglass Poles
Telescoping Poles
Pole Saws

Pruners

Hand Saws

Bucket Tool Holders

Tri-Cut Saw Blades

JAMESON
_4/// New lid-seat collar for greater durability

Improved ribbing structure for increased strength
Knock-put mouse holes increase flexibility

The Trusted Valve Box
for 38 years

omﬁuxﬂ
Endones Golutors
1160 Nicole Court

www.arboristtools.com xﬁm&fg‘sﬁi

We aiso offer a complete line of quality drainage and Phone (909) 5926272
800.346.1956 fittings solutions and the innovative HosEnclose Fax (909) 52-7971

www.jamesonlic.com Storage System v carsonind.com

USE READER SERVICE # 81 USE READER SERVICE # 80
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HosEnclose Underground Storage System
www.carsonind.com
+ Includes a 50-inch, commercial-grade, Y2-inch hose and
brass “fire hose” nozzle
+ ‘Installation is quick and easy
» Plumbed with a ¥%-inch manifold for greater water flow
- Features a reversed tapered box design with floor molded in
- Box design allows for more interior space without having to
dig a large hole
- Carson by Oldcastle Enclosure Solutions - 800/735-5566

Circle 232 on reader service card

EZ GATE DOVE TAIL KIT FEATURES

b ' Extended Cable

SUPER JASK 1"

DON'TSETTLE FOR IMITATIONS

SUPER JACK FEATURES:

LLARD

Green Industry Accessories

877.965.0951 BALLARD-INC.COM

USE READER SERVICE # 82
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How effectlve 1S, Provaunt agalnst taterpl
Good luck ﬁnﬂmg one to ask. .

— N"&

Advanced chemistry that leaves caterpillars speechless.

Provaunt 3cticide has earned high praise Tor its outstanding performance 3gainst
turf and ornamental pests, including sod webworms ang llars, E |
low application rates, Provaunt S active ingredie

nmental pre e EP/ ar
by calling 6DuPont (1-88 us at proproducts.dupont.com

DuPont’
L Provaunt’

INSECTICIDE

DuPont Professional Products

@UPOND

The miracles of science

USE READER SERVICE # 83



new products Heather Wood | Web Editor

BASF Flexible Chemical Container
www.betterturf.com
» Reduces the amount of plastic waste by 60 percent compared to
traditional 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 pouring and secure storage and transportation
« 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 3% 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 slide-out ramps with storage under
the rear of the trailer

« Dumps at a 45-degree angle

« Felling Trailers - 800/832-5409

Circle 235 on reader service card

* The contact information for this product was incorrectly listed in the April issue.
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new products

Ecolawn Self Propelled Top Dresser/Compost Spreader
www.ecolawnapplicator.com
Multi-purpose, motorized applicator

« |deal for multiple soil mixes, including topsoil, compost, organic fertilizers, lime and sand

» 34 inches wide

» Powered by a 5.5-horsepower Honda engine

« Includes a polyethylene hopper with an 11.5-cubic-foot capacity

» Features easy controls, a throttle, traction, and a metering gate

» Easy to maintain

« Ecolawn - 819/820-9300

N DS Atri um G rate Circle 236 on reader service card

www.ndspro.com

+ Installed with a catch basin
« Domed to prevent clogging from debris and mulch

« Ideal for applications where there is no traffic
« Requires less maintenance and handle more runoff than a flat grate
+ NDS - 800/726-1994

Circle 237 on reader service card

LOOKING: £ ™

THE FUTURESIZ=EY |

¢

\

pt + Contractors:
= cultivating® 0
L 1R g
[p0a0l .| « Manufacturers:

0

Contact Dave Blasko at dblasko@gie.netorss0/525555575
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new products

Qualcomm Service Fleet Manager

www.qualcomm.com

« Part of the OmniVision Metro service

« Provides customers with visibility into their mobile assets via management
dashboards driven by data from in-vehicle GPS hardware

+ Leads to improved workforce and asset management, routing and scheduling

v - + Can identify the location of vehicles, monitor vehicle use, analyze and manage

o asset costs

« Includes detailed maps and reports that provide a snapshot of an entire fleet

- Can help improve labor efficiency; reduce ever-increasing fuel, insurance and
employee overtime costs; and boost revenue and customer loyalty

+ Qualcomm - 858/587-1121

Circle 238 on reader service card

Turf Tracker Power Pod
www.csturfequip.com

+ Includes plug-in attachments

« Lawn care professionals can perform multiple services with one § T Vo

“ride-on” power unit

3 ; : : e — ;v'
. lug- 100- /
Can plug-in to an existing spreader or a 100-pound capacity

spreader plug-in is available B A
+ Aerator plug-in and a leaf blower plug-in will be available soon - ' C
« C&S Turf Care Equipment - 800/872-7050

Circle 239 on reader service card

Line-Ward L-2 Irrigation Line Layer
www.lineward.com
-+ Available with a 23-horsepower Kohler Command engine
« Rubber tracks provide traction while reducing lawn damage
» 26inches wide
« Weighs 850 pounds
« Optional boring attachment available
+ Line-Ward - 800/816-9621
Circle 240 on reader service card

Stens Turf Rollers
www.stensturf.com
« Front and rear rollers are available in grooved and smooth styles
« Front rollers help minimize the effects of scalping when mowing at
low cutting heights
« Rear rollers create the striping effect commonly seen on

golf-greens and baseball fields
« Fit John Deere, Toro Greensmaster, and Jacobsen Greensking style cutting units
« Stens - 800/457-7444

Circle 241 on reader service card
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We don't just offer products. We offer solutions.

e

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

BACKED
£ by BAYER

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 TW. 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.
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Jim Huston

1s president of J.R. Huston Enterprises, a Denver-
based green industry consulting firm. Reach

www jrhuston.biz.

him at B0Q/451-5588, benchmatkingigie.net ot

ad news pours in from vari-

ous segments of the economy.

Fuel prices continue to rise.
Federal Reserve Chairman Ben Ber-
nanke says the (.S. economy may be
in recession and is unlikely to grow
much, if at all, in the first half of 2008.
The unemployment rate rose sharp-

ly higher to 5.1 percent. The U.S. auto
market continued to slump in March.
New home sales slid 1.8 percent in Feb-
ruary to a seasonally adjusted annual
rate of 590,000 - the lowest in 13 years.
The commerce department reported

the demand for expensive goods, such

as autos and aircraft, fell 1.7 percent in
February while capital spending fell 2.6
percent.

In his best-seller Good to Great,
Jim Collins describes 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 from bad news, rather they face it
head-on. And they are adamant about
measuring what's important. In uncer-
tain economic times, one benchmark is

particularly useful for measuring what

is happening in the economy. It's gross
profit margin (GPM).

-

Tough Times? Know Your Margins

WHY GPM? GPM reflects supply and
demand curves. As demand grows for
a fixed amount of goods and/or servic-
es, prices and GPM go up. Both trend
down as demand falls for the same
amount of goods and services. GPM is
the best indicator of what is happening
in your particular market.

During an economic downturn,
GPM can fall sharply as prices de-
crease. It can also rise dramatically
with prices during periods of “irrational
exuberance,” a phrase coined by for-
mer Federal Reserve Chairman Alan

Greenspan.

NEW! NeverPump® NEW! commercial

Bak-Pak® Sprayer Bak-Pak® Sprayer
Sprays for 10 Hours on a Single Battery Charge! Ideal for many commercial jobs
Professional Grade Features: 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

HUDSON" * Left or right handed pumping action
BAK-PAK. « 1 Year warranty
13194 Commercial Bak-Pak®
4gol/15liters

m-g5 CIGH OF THE UESTY wuy

WESTHEFFER COMPANY
Professional Division Phone: 1-800-362-3110 Fax: 785-843-4486

E-Mail: info@westheffer.com Web: www.hdhudson.com

921 North First ® Lawrence, KS 66044
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The Commercial Landscaper’s Partner

It doesn’t get any better than the Invest in RedMax today ... you'll appreciate your productivity.
quality, durability and technical
innovation of RedMax.

Our competitors try, but they can't
meet our durability and our Strato-
Charged™ engine technology.

RedMax is THE commercial operator’s power equipment choice.

No hay forma de superar la
calidad, la durabilidad y la
innovacién técnica 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

To contact your RedMax dealer ... Zenoah America, Inc., 1100 Laval Blvd., Suite 110, Lawrenceville, GA 30043, U.S.A.
Phone: 800.291.8251 Fax: 770.381.5150 Web: www.redmax.com
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Recessionary GPM

GPM is calculated by Prodics oc Service Mol Rec;s:'l:nary than installation margins. In-
subtracting the dire-ct costs Residential nstaliation * 30 0 40% 20 0 30% stallation work is also the first
fror‘n sales. Sales minus ma- insuailation ® 0 v 3% S dEoh type of work to dry up in a
terials, direct labor, labor rioation service 25t Sire recession, Diversify the prod-
burden and equipment (to Ao e Pihersical 55 10 65% = ucts and services that you
include rental equipment) applications offer to your clients. And re-
gives you GPM. You should Ryawn maintenance 30 to 40% 25 to 35% member, it's never too late to
include any miscellaneous Margins applied to 10 to 20% 0to 10% start diversifying. Next, mea-
job costs such as portable §subcontractors sure things. Particularly mea-
toilets, permits, fees and I- Landscape and irrigation installation sure the GPM on your jobs and

Dumpsters in direct costs.
What's left is GPM. It is com-
prised of the general and administra-
tive (GEA) overhead plus net profit
margin.

Once you know how to calculate
GPM, you should monitor it on a regu-

lar basis. As a result, if you monitor the
GPM on your bids, you can see trends
and bid work much tighter.

While margins on service and main-
tenance work do vary somewhat in a
downturn, they are much more resilient

service pricing. If you haven’t
done so in the past then start!
You'll observe some interesting trends
and be able to bid your work smarter
and tighter. Contractors who know
their numbers get through tough times.

Those who don't, well, they don't. LL

ol-t.“',

THEREISINO

From the Z-MAX at 50 gallons of liquid and
300 lbs of fertilizer, to the Junior-36 with
18 gallons and 200 Ibs, no other company

offers you more choices.

- t-:

P enants i U St SV}

® Hydraulic drive hopper
® Suspension foot plate

® All laser cut stainless
steel

® Zero-turn
maneuverability

® Enclosed boc
~ *4GPMp
i m * :
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EverGreen
10 learn more and o contribute, visit www.projectevergreen,com or call 877-758-4835 Because Green Matters

-~ e g ——— - = ——— ==
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Marty Grunder

sales and

him at 866/478-6337, landscapesales@gienet or
viz www.martygrunder.com.

marketing

And the Answer lIs...

andscape contractors tell me they
have a hard time getting pros-
pects to return their calls, no mat-
ter how much enthusiasm and interest
the prospects initially showed. Have | ex-
perienced this? You bet. Is there a way
to increase your odds of getting answers
from your prospects? You bet, again.
Let's say you have a prospect - the
Nelsons - who call your office after see-
ing the work you've done for their neigh-
bor. You speak with them, learn about
their landscaping objectives and decide
they would make great clients. You meet
in person the next day and the three of
you develop a good rapport. Two days

“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

Gash Back Rehates

on select Vermeer products

later, you have a plan in hand that you
believe delivers exactly what the Nel-
sons want and you arrive at an estimate
that's well within their budget.

So you present your plan 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 signed contract, you order materials.
Coincidentally, the Russo family calls to
see if you can do a small job for them.
You apologize and explain you won't be
able to get to them until you complete
this larger commitment.

or

1000

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 b

. on your next equipment purchase.* ]

4

The weekend comes and goes and
no call from the Nelsons. That's no
big deal. You call on Monday. No one
is home and you leave a message. A
few days later you do this again and
yet again the following week. Still no re-
sponse. You e-mail them. Nothing.

In the meantime, 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?

$C852, SC607x, SC1102,
BC14007x, BC1500, BC1800xL,
BC2100xL

Wummn

Account customers. Offer not valid with any other discounts or programs. Prior purchases are not eligible for this rebate. Offer subject to change

or canceliation without notice; excludes TLR25, TLR30, SC80, SC130, RTE0 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.

© 2008 Vermeer Corporation. All Rights Reserved
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FERROMEC
T won vius MICAOS

LIQUID IRON PLUS

- NET CONTENTS: 25 LBIALLONS (2,40 liters
% NET WT 2725 LBS (12 58 k)

1 i -'ae < ‘
Green it up fast with ¢ FERROMEC 7o oo o omnes

NON-STAINING

Keep it green with FERROMEC MICROS 7+

SUSTAINED AGRONOMIC BENEFITS

. ; HELPS CORRECT CHLOROSIS FROM
pbigordon.com/ferromecmicros MICRONUTRIENT DEFICIENCIES

An Emplovye
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The first person you need to talk to
is you. Is it possible the Nelsons didn't
like what you proposed? People will
often avoid telling salespeople directly
that they do not like their product or
service to avoid confrontation. Maybe
you didn't listen closely enough to
what the Nelsons wanted, or maybe
you did and decided their lawn would
look better the way you envisioned it?
Maybe they received a better offer from
another landscape company? Review
your interactions and determine what
you can improve upon. Is there another
angle you could take to re-stoke their
interest? Should you send them a new
quote and drawing? Perhaps offer them
more affordable terms?

Is it possible your enthusiasm for the

job was overbearing and the Nelsons
felt as if they were being railroaded into
a commitment? You should always ask
for a sale in a gentle way. You might
say, “Mr. and Mrs. Nelson, sometimes
when | meet with people, they know in-
stantly that what I've come up with is
exactly what they want and they sign
on the spot. You too can sign today
and we can get right to work, or you
can take some time to think. For you
to do business with my team, it must
be right for both of us.” Then wait in si-
lence until they speak. If they say they
need time, politely agree and ask if you
can schedule a follow-up appointment.
Get it on the calendar up front and you
won't find yourself waiting later for a
call that never comes.

The other important factor is your
prospects and what they do - which
you can't control. Instead, call the Nel-
sons one more time and explain that
while you do not want to bother them,
you would love to have them as clients.
Ask them to call or e-mail you so you
can either continue planning their job
or take them off your schedule. Tell
them if you don't hear back Friday,
you'll drop by their house on Saturday.
When | use this tactic, | always get a
call back - and the same goes for com-
mercial clients as well.

So while you do not want to pres-
sure your prospects, you do deserve an
answer and it's your job to try, in a pro-
fessional and courteous manner, to get
your prospects to give you one. LL

CHECK OUT THE ENTIRE LINE
OF LANDSCAPE TRAILERS

3 e

SummIT

HAMMER

CONQUEST
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MARUYAMA

MARUYAMA

COMMERCIAL
WARRANTY

-yse wars
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=

@ Maruyama. www.maruyama-us.co
TRUE COMM T AL POWER EQUIPME!

LU

m

ERCI OUTDOOR

UNIVERSAL
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Interviewing The Right Way

onducting an effective interview
ranks as one of the most critical
recruiting practices an owner or
manager possesses. Let's review some

of the key ingredients.

LOCATION. Always verify location and
address with the individual. Some land-
scape company facilities are located in
pretty unique areas and people need
clear directions on how to get there.

Swap cell phone numbers just in case.

THE RIGHT TIME. Set a time that's good
for both parties and allows for some
good dialogue, say 45 minutes on aver-

age. Make it a time when there are mini-

mum 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-
sponsibilities. Show up on time and be
prepared with a list of questions and the
resume or job application. Do not write

on an original resume. Have something

to write notes on.

WELCOME. Greet the candidate and see
if there is a need for the restroom and of-
fer something to drink like coffee, water
or soda. | can’t tell you how many times
candidates wait-

| have encountered

ing around either in front of the office,
in their car or just looking 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 from the start,

INTERVIEW IN A NEUTRAL ZONE. Re-
serve a conference room to eliminate in-
terruptions. | prefer to hold it at the office
or facility where this person would work.
Don't interview people in your personal
office. This 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. Sometimes

these are even more appropriate espe-

MINI CHOPPER GIVE-A-WAY

Mini tiller / cultivator
43cc 2 stroke Mitsubishi
Carbide tipped tines

www.1hour.eztrench.com
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Bed definer and reedger
GX 160 5.5hp Honda
Centrifugal clutch drive

Carbide tipped Bedscaper® blade
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The E-Z Trench mini chopper
will be given away at the

) 2008 GIEE in Louisville, KY.

7

product are eligible to enter at
www.eztrench.com/choppergiveaway.

E-Z Trench Mfg (843) 756-6444

Customers who receive a
demo of any E-Z Trench
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cially if the candidate does not wish to
be seen by others and placed in a com-
promising position.

MINIMIZE INTERRUPTIONS. Phones,
texting, computers and people - I'm
sure you can think of several more.
Very few things are more annoying

than interruptions during the interview.

THE INTERVIEW. Do not ask or deal
with non job-related subjects, such as
age, race and religion. Stick to ques-
tions that are job related. If in doubt,
review this with your human resources
folks and get it right. Ask questions
about specific skills, goals, duties and

responsibilities and drill down on an-
swers with EAR: Examples, Actions,
Results. At a minimum, find out:

» How did they hear about you?

« Are they employed? The reasons for
“why not” could be a caution signal.

* Why are they leaving?

» Are they interviewing elsewhere? If
they are close with someone else why
are they here?

» What do they do and is it similar to
the position you're filling?

« Do they have a valid driver’s license,
certificates, training and education?

*» Where do they live? Make sure they
live within a realistic proximity to you.

» Have they interviewed with you be-

It’s Not Slow Release,

It’s Better

You want consistency when it comes to
your nitrogen. With StabilizedNitrogen
Technology (SNT), more available

nitrogen stays in the soil for results that

last for weeks. lasist on SNT for:
* Better color & quality

* Increased nitrogen efficiency

* Extended nitrogen availability

* Environmentally sound

888-547-4140

* Granular and soluble programs
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www.stabilizednitrogen.com
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fore? If so, find out why they weren't
hired at that time.

» Do they know anyone you know?
Those individuals could be reference
checks later on.

« Ask about salary expectations. If
the candidate seems like a possible fit,
find out if you're in the same ballpark.

FOLLOW-UP. Let them know what the
next steps will be. If they are a great
candidate then let him or her know and
get a sense of where he or she stands.

And always follow-up in writing.
Even if you know they would never be a
fit for your organization, treat all candi-
dates with respect. LL
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The industry’s best

Hydro Seeding-Systems

Jefdor Méchanical
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The HARV series (pictured above) has hydrauvlic driven reversible paddies.
A gear pump that will pump heavy slurries though long hoses, poly tank for fast
and easy clean up, electric hose reel and flush tank are standard.
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T Small pull type systems
starf ot $ 1695.00

Insist on it.

Dual engine models with the

p ‘; | AB

\

< o

Aftordable and powerful
landscaper units starting
at $3995.00.

best mixing and power
of any jet machine.

For a FREE video and hydro seeding info pack call:

TURBO TECHNOLOGIES, INC,

1-800-822-3437 www.TurboTurf.com
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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 important not only
to help on specific issues but also to
prevent specific issues from aris-
ing,” says Richik Sarkar, a partner at
Ulmer & Berne in Cleveland.

For example, anytime a contrac-
tor uses standard documents - such
as contracts, billing statements, and
subcontractor agreements - an attor-
ney should be consulted on the front
end to ensure the documents comply
with the law and do not open the
business to liability, Sarkar says. “An
ounce of prevention is worth a pound
of cure,” he adds.

Counsel is also indicative of an
owner with a clear business plan,
says Michael Tarullo, a partner at Co-
lumbus, Ohio-based Schottenstein,
Zox & Dunn.

“Often financial institutions are

136

Legal Aid

Establishing a relationship with
legal counsel helps landscape
contractors navigate through
many small business obstacles.

Lawn & Landscape | may 2008

Mike Zawacki | Managing Editor

interested in what counsel has been
selected by a landscape contractor
as they view this as an indicator of
planning and of a thoughtful ap-
proach to business,” Tarullo says.

So how does a contractor go
about finding an attorney who fits
his particular business operation?
Advertisements of law firms can be
found just about anywhere, from lo-
cal late-night television commercials
to the sides of public transportation
to a good chunk of the local Yellow
Pages. However, the key to find-
ing the right legal counsel is in the
information-gathering process. Just
like purchasing a skid-steer or a zero-
turn mower, it's important to gather
as much information as possible
about the attorney or law firm and
their areas of expertise.

“Referrals are a great source for
information,” Sarkar says. “Other
good sources are local business
organizations and your local bar as-
sociation.”

Consult with local landscape
associations for law firm recommen-
dations, Tarullo says. “You will want

/ww.lawnandlandscape.com

someone knowledgeable not only in

the contracting business, but some-
one with contacts in the industry, as
well,” he says.

Contractors should avoid attor-
neys who demand large retainer fees
up front but don’t explain why, Tar-
ullo says. Instead, a combination of
fee arrangements is more favorable.
“These arrangements could include a
retainer fee for which hourly charges
are billed, or just a straight hourly
rate billed for services rendered,”
he says. “In most litigation matters,
the client will pay an hourly fee,
but should obtain from counsel an
outline of expected fees broken down
by tasks so that expectations are
properly aligned.”

For a business owner, a lawyer
serves the dual purpose of legal
advisor and business consultant,
so an important trait to seek is a
willingness to work together on key
business issues.

“Look for an attorney who takes
an interest in how your landscape
business operates and not just in
the business that you're bringing
in the door,” Sarkar says. “Feeling
comfortable with the attorney is key.
An important red flag is when an
attorney fails to try to learn about
your business and only focuses on a

Photo: Dreamstime.com

single issue.” LL
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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 retirement and seek to improve their outdoor
living spaces while maintaining an active lifestyle, land-
scape contractors should consider offering an amenity
this group may seek: synthetic putting greens.

During the mid-1990s, Ted Greiner was looking for
a specialty service to differentiate his company in an
increasingly competitive landscaping climate. “We chose
putting greens and water gardens because there was
no competition back then,” says the president of TJB
in Hamden, Conn. "It has since changed, but it's still a
wonderful market to be in,” says Greiner of synthetic put-
ting green installation, a service that he says yields profit
margins in the 50- to 70-percent range.

At the request of a customer about six years ago, Jay
McMullen, president of All State Landscape/Southwest
Greens of The San Fernando Valley in Mission Hills, Calif.,
began offering synthetic putting greens. “We feit that a
synthetic turf and putting green business would be a good
addition to the services we provide,” he says of his full-
service firm. “It tends to appeal to the customers who love
golf ~ the baby boomers looking for something fun in their

138 Lawn & Landscape | may 2008 www.lawnandlandscape.com



yard or families with kids who golf and are looking

to sharpen their game.” Today, synthetic putting
green and turf installation adds about $300,000
to the company'’s top line. McMullen expects the
service to grow 10 to 15 percent this year.

GOOD TO KNOW. Contractors looking to get into
the synthetic putting green installation business
should understand the differences between the two
main types of turf on the market - polypropylene
and nylon, Greiner says. Polypropylene, which
costs about $2 to $3 per square foot, is cheaper
from a raw materials standpoint, but takes longer
to install because it requires the installation of
infill, which is sand, slag or silica sand that's swept
into the surface of the green to control ball speed.
Nylon is more expensive from a raw materials
standpoint - $5 to $6 per square foot - but doesn't
require as much labor because it's not necessary to
sand the greens.

Which material is “better” comes down to
personal preference, says Greiner, who installs both

polypropylene and nylon 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 material costs and installation times
offset each other for a sufficient profit margin.

The pricing standard for synthetic putting
greens is to charge by the square foot, Greiner
says, because “customers don't want you to tell
them it's going to cost between X and X - they
want to know exactly.” He emphasizes the competi-
tive pricing in this area of business. “In some parts
of the South, installers are lucky if they can get
$8 to $10 per square foot, It just depends on the
market.”

In the Los Angeles area where McMullen installs
polypropylene greens, synthetic putting greens go
for S11 to $17 per square foot. He adds there's a
wide range of product quality and manufacturer
service in this sector, and encourages contractors
to do their research.

The first few years McMullen offered putting
greens, he struggled with supplier relationships.

Lawn & Landscape
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business op

McMullen had difficulties with prod-
uct orders and deliveries. One time,
the materials he ordered took three
months to be delivered; another time,
the manufacturer sent him turf that
had been punctured by a forklift dur-
ing shipping.

“We also had quality problems
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. At the time his
company was only installing “a hand-

portunities

belt, McMullen decided his business
would be best served by purchasing
a putting green/synthetic turf instal-
lation franchise. There is a number
of such franchise systems available,
with initial investments ranging from
$50,000 to $150,000.

Though many landscape con-
tractors find success in tackling this
service independently, McMullen be-
lieved the support of a franchise with
its manufacturer-guaranteed products
was the right answer to his numerous

crew that's experienced in properly
compacting soil, carefully cutting the
fringe and installing the turf so there
are no gaps that interfere with the way
balls roll on the green. In addition,
polypropylene turf requires “broom-
ing” in the infill material. Adding infill
is optional for nylon greens. “Installa-
tion that lacks attention to detail can
create very unhappy customers,” Mc-
Mullen says. His crews receive train-
ing through the franchise system'’s
headquarters.

ful” of putting greens per year, but supplier problems.
these supplier issues nearly cost him
a few of those jobs and his reputation
in the market.

Two years ago, with four years of

putting green experience under his

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!

Turf Tracker Time Machine X1

R .
A

e b\ RN }
Offer is for limited ume only. Call for detals

& C&S Turf Care Equipment, Inc.
’ 1-800-872-7050 » www.csturfequip.com
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INSTALLATION INSIDER. Today,
McMullen’s firm installs two to four
putting greens per month. The key
to success, he says, is a skilled

Lawn & Landscape | may 2008 www.lawnar

Greiner, who never had formal
training but learned through trial and
error over the last 17 years, agrees
that impeccable installation is
necessary for customer satisfaction.
He emphasizes the importance of
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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 | 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-

YOU WON'T GET

BITTEN WITH

MosouIToMAX

cc hCll it comes to making an ilﬂpil(l on

your bottom line and pleasing your customers

think MosquitoMax misting systems.

#

* Misting nozzels target harborage
areas in landscaping

The reasons
are clear:

* Highly autromared
yet simple to maintain
* Supports eco-friendly
insecticides and repellants
* Atrractive wall mounted
powder coated enclosure

HARDER WORKING.

LESS MAINTENANCE.
MORE FLEXIBILITY,

For satishied customers and
higher profits the choice is clear.

MosquitoMax

ized brooms, cutting materials I
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,

EVERYONE'S
TALKING
ABOUT
THE ?UZZ

www.lawnandlandscape.com

877-523-2525 misting systems
www.mosgquitomax.com Automated Insect Control
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Display gardens are “a must” for putting greens, says Ted
Greiner. Photo: Ted Greiner

which is why Greiner constructed a
display garden that showcases both
products. “The wife looks at the water
garden and the husband looks at the
putting green and he says ‘Honey,
let's make a deal,"” Greiner says.
People like to touch what they're buy-

ing, especially when they're
spending thousands of dol-
lars, he says. The majority
of backyard putting greens
TJB installs are either 12-
by 24-feet or 15- by 30-feet,
which places the price tags
around $5,000 to $8,000.
In addition, Putting green
contractors can add sales
by offering maintenance

services. Though synthetic

turf is frequently marketed as “mainte-

nance-free,” that's not necessarily the
case with synthetic putting greens if
clients want to keep them in tip-top
shape. Polypropylene putting green
installers recommend resanding the

greens to ensure the ball rolls cor-

rectly. “It's required every one or two
years, depending on the customer,”
McMullen says. McMullen’s company
offers service calls each year on a
time and materials basis. “We call to
check in after a year to make sure
they're enjoying their putting green
and see if they need service,” he
says. The visit takes two to four hours
depending on the size of the green,
he says.

In the Northeast, moss, mildew,
algae and mold can be a problem,
especially on greens installed in shady
areas. To combat these issues, TJB
will treat its customers' greens with an
algaecide/fungicide product on a time
and materials basis. There are several

products available for this type of

Four less reasons to think about
global warming’s effect on lawns.
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treatment, Greiner says. He encour-

ages contractors to check with the

manufacturer and/or test for colorfast-

ness for up to six months in “real life”
conditions before applying any such
products on their customers' greens.

Another maintenance offering is a

sort of “spring cleanup.” TJB
crews visit several clients each
spring to reset, clean or re-
place cups; touch-up bunkers,
eliminating weeds if neces-
sary; recompact the green
and add more infill material if
the client requests a “faster”
green. TJB also performs this
service on a time and material
basis.

Selling specialty services like
synthetic putting greens also
offers the opportunity for contractors
to get creative with their marketing
campaigns. One of the most success-
ful ones Greiner conducted - which
has sold about 150 jobs over the

years - was to collaborate with the

golf pro at a local golf course. “Tell
him you'll give him a 10 to 20 percent
kickback for every green he sells for
you and let him recommend you to
his golfers.” Greiner says. “Or better
yet, see if you can install a display
outside the pro shop and put up a
sign that says ‘Free putting courtesy
of XYZ Landscape - see the pro shop
for details.’

Greiner adds, “Just make sure that

green is perfect.” LL

For more marketing ideas, see
“Putting Green Promotions”in
May’s Online Extras section at
www.lawnandlandscape.com
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SAME. CHECK OUT THE MI.PERFORMANCE, PROFESSIONAL GRADE ACREASE.

Mendota, IL 61342
815-539-6954
www.kunzeng.com

To Advertise On
This Page Call

Bonnie Velikonya
At 800/456-0707
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T A z > >,
Maximize your advertising dollars by reaching: g
- 5\\\
» The Industry's Largest Print Audience. >

» The Industry's Largest Media Web Audience.

« The Industry’s Largest Classified Section.

We offer the industry's lowest costs to be seen in both
Lawn & Landscape magazine and lawnandlandscape.com
for one low cost.

Please contact Bonnie Velikonya at 800/456-0707 x5322
or bvelikonya@gie.net

BUSINESS OPPORTUNITIES

To The Next Level

Taking Your

Synthetic Golf Greens Voted,
“The #1 Profitable Service Ildea Of 2006”

. - -
‘ 3 g e e

Reasons To Call Us:
Huge Profits - Up To 60%
Online Advanced Training
Utilize Existing Equipment
An Easy Add-On Service
Upsell Existing Products
Greens Sell More Landscapes

.

800-334-9005

scapes www.allprogreens.com

Reasons To Call:
* A Solution To Drought
* Huge Profits - 50% +
* Quick, Easy Install
* Use Existing Equipment

" “* FREE Training

www.allprogreens.com/lawns

Taking Your

1-800-334-9005
To The Next Level
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BUSINESS OPPORTUNITIES

Is Your BusiNESsSs

IN THE RED?

Find the “GREEN" Solution
with the #1 Organic-Based
Lawn Care Opportunity!
» 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
-
ST AR

Eraty

THE LEADER IN ORGANIC-BASED LAWN CARE™
www.nl-amer.com

SELLING YOUR BUSINESS?

FREF NO BROKER
APPRAISAI FEES

Professional Business Consultants
}\Busmos, P

;'\\‘o J ﬁ Jo"
X7 I] <
: ‘
-9

Professional Business Consultants can obtain purchase

: S;U\'\\(\

ofters from qu alified buyers without disclosing their

idennties. Consultants’ fees are ;‘.mi by the buyer

CALI

708-744-6715

FAX: 508-252-4447

Christmas Lighting

& Decorating Franchise
Christmas Lighting & Decorating
Franchise - Growing Industry, Low
Start-Up, Exclusive Territories, Proven
System, Expand your Customer Base,
866-445-6202
www.decoratingelves.com

THE

COMPANY

CORPORATION

INCORPFPORATING WHAT'S RIONT FOR YOU

If lawn and landscaping is your business,
treat it like one. Protect your personal
assets now. Incorporate or form an LLC
today with The Company Corporation
in 10 minutes or less

Visit www.incorporate.com

or call 888-743-7325
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FREE SUBSCRIPTION &
ODUCT INFORMATION

D YES, | would like to receive/continue to receive Lawn & Landscape free of charge.

HOW DO YOU WANT TO RECEIVE YOUR SUBSCRIPTION?
D Print Only D Digital Only (No print copy received)

Signature

Date

D No, | would not like to renew.

Company

Title

Address 1

City

Address 2

State

Phone

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. D

What is the best way to contact you for future renewals? D Email

D Fax

D Telephone

1. What is your primary business
at this location? (choose only one)

O 2. Chemical Lawn Care Company
(excluding maintenance service)

O 3. Lawn Maintenance Contractor

O 4.Omamental Shrub & Tree Service

O 6. Landscape Architect
O 7.0ther Contract Services

(please describe).

Complexes, Housing Developments,
Private Estates, Commercial & industrial Parks

Iil. DISTRIBUTOR/MANUFACTURER
O 9. Dealer 0 11. Formulator
0 10. Distributor O 12. Manufacturer

Landscape Maintenance

O 9.Landscape Renovation ([ 13.Tree & Stump Removal
O 10. Turf Fertilization O 14. irrigation Maintenance
O 11 Turf Aeration 015. Erosion Control

0 12.Tree & Omamental Care

Pesticide Application
O 16.Turf Disease Control

7. What percentage of growth do you

8. What year was your business
founded?

13. Which of the following subjects would you be

9. What is your business mix? (%)

Residential Commercial Other.
10. Is this a Headquarters or

Branch location?

0 1. Headquarters 0 2. Branch 0 3. Single Office

11. What best describes your title?

O 1. Owner O11. Argonomist

O 2. President 0 12. Entomologist
O 3. Vice-President 0 13. Horitculturist
O 4. Corporate Officer [ 14. Plant Pathologist
0 5. Partner 015, Consultant

O 6 Managers 0 16. Technician

O 7. Director 0 17. Serviceman

O 8. Superintendents  [J18. Other (please describe)
O 9. Foreman

0 10. Specialist

12. Which of

solutions for your business

2. Employee recruitment/retention

3. Ergonomics

4. How to set up a safety program

S. Immigration/H28

6. Major growth areas for contractors: Up and coming
add on services
Alternative fuel/keeping fuel costs down

MOWING MAINTENANCE

O 8. Mowing — labor savers

O 9. Quoting jobs/services

O 10. How to add an enhancement crew/division

0 Doooooo

~

11. Generating revenue by adding lawn care services
12. Best practices: chemical applications

13. Hydroseeding versus turf

14, Fertigation

15. Organic/eco-friendly lawn care options

16. Chemical lawn care as add on services

oooooo

CONSTRUCTION & INSTALLATION & DESIGN

¥ 0 17. Simplifying installation jobs
IV.OTHERS ALLIED TO THE FIELD: 4. How many full-time (year-round) in the next 12 months? (CHECK ALL THAT APPLY) O 18. Installing pave stone
0 13, Extension Agent (Federal, State, employees do you employ? O 19. Software solutions for design projects—
0wu g(hootccx:ybqe University ; oy s
. loaders, tractors, etc) O 20. Design “how to's": Best practices for proper
0 15.  Trade Association, Library 5. IsCh | Application work O 2. Mowers installation
O Others (please describe) 01.0 0 2.Done by O 3. Chemical Equipment (pumps, tanks, hoses, reels) O 21. Design/build/install as add on service
o 4 edgers, blowers, 0O 22. Water features
6. What are your N a sﬁ— O 23. Tips on selling design/build projects to
2. What services does your business offer? approximate annual gross revenues? O 6. Tree Equipment
O 1. Lessthan $50,000 O 7. Chippers / Shredders IRRIGATION
O  1.landscape Design O 2 $50,000t0$99.999 0O 8 Fertilizers O 24. Basics of irrigation installation & maintenance
O 3. $100000t0$199.999 O 9c O 25. Weather — based controllers
Landscape Installation V00 $195: O 10. Grass Seed O 26. Dealing with water restrictions
O 2 Seeding or Sodding O 4. 520000010 $299,999 O 1. Nursery / Flowers O 27. How to become a WaterSense Partner
O 3.Turf & Omamental Installation O 5. 530000010 5499999 g :imw O 28. Imigation as add on service
O 4 Bedding Plants & Color Installation O 6. 550000010 $699,999 O 14, Uniforms Gncluding hats and gloves) HORTICULTURE
O 5. migation Installation O 7. §700000t0 $999,999 O 15. Business Software / Hardware O 29. Best practices for dealing with drought
O 6.Landscape Lighting O 8 $1,000,00010$1,999,999 O 16. Design Software g ;?. m:m(mummumu
O 7.Hardscape instalation O 9. 52,00000010$3999.999 g :: HaB Services DO 32, Soware for planning
pavers, features) -
O 8 Water Features O 10. 54,000,000 to $6,999,999 o aerators, O 33. Seasonal planting guidelines
O 11. $7,000,000 or more dethatchers, spreaders, hydroseeders) O 34. Bedding & installation
OTHER
O 35. None of the above
1 2 3 4 5 6 7 A 9 10 n 12 3 4 15 16 7 18 19 20 O 36. Other (please specify),
B8 - N 8 N -n R e W e B 39 4
41 “ 43 44 45 46 47 48 49 S0 51 52 53 54 55 56 57 58 59 60
TSR R S BEE e Beby  foee RS SRR o T W
2 s 5 " . g 97
81 CREs e 86 ey e T e e Em e ok eom % 9 100 Information is easy! Complete the
()] 102 103 104 105 106 107 108 109 " m mn 1n3 14 1ns né nz ns ne 120 b i ‘. d d t & f t.
(ri} 122 123 124 125 126 27 128 129 130 m 132 133 134 135 136 137 138 139 140 subscr! p ion an p'ro uct information
141 142 143 144 145 146 147 148 149 150 151 152 153 154 1S5 16 157 158 159 160 form, fold, and mail back to us.
161 162 163 164 165 166 167 168 169 170 17\ 172 173 4 WS %6 177 178 179 180
181 182 183 184 185 186 187 188 189 190 191 192 193 194 195 w6 197 198 199 20 | We're paying the postage!
200 202 203 204 205 26 207 208 209 210 21 212 213 24 05 06 27 218 219 220
™M 222 23 24 25 26 227 28 29 230 231 232 233 24 85 86 87 88 29 240 " £ £ t
41 242 243 244 245 246 247 248 249 250 251 252 253 254 255 25 257 258 259 260 YRR R YO my 1ex us 8
261 262 263 264 265 266 267 268 269 20 21 22 23 24 25 26 a7 w8 U9 280 330-659-4043
281 282 283 284 285 286 287 288 289 290 291 292 293 294 295 29 297 298 299 300
301 302 303 304 305 306 307 308 309 310 31 312 313 34 35 36 317 318 319 30 For even faster service >
321 32 323 324 325 326 37 328 329 330 331 332 333 334 335 336 337 338 339 340 visit us at: www.lawnandlandscape.com ;é
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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

Fold along dotted line and tape.

NO POSTAGE
NECESSARY
IF MAILED

IN THE
UNITED STATES

BUSINESS REPLY MAIL

FIRST-CLASS MAIL PERMIT NO. 10 RICHFIELD OH
POSTAGE WILL BE PAID BY ADDRESSEE

GIE MEDIA
PO BOX 532
RICHFIELD OH 44286-9926



BUSINESS FOR SALE

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,

BUSINESS WANTED

WANTED TO PURCHASE
Chemical lawn & tree care companies,
any area, any size business reply in strict
confidence. Contact Green Venture Group
greenventurepartners@yahoo.com

WANTED TO PURCHASE

Landscape Design/Build company
seeking to purchase small to
midsized maintenance company
(up to $500k annual revenue) in
Los Angeles county California.
Interested in companies with
high-end residential clientelle, some
commercial okay.

Please send reply to
bernhard@my-backyard-escape.com

BUSINESS FOR SALE

SOD FARM
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

NURSERY/GREENHOUSE/LANDSCAPE
BUSINESS FOR SALE

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

www. lawnandlandscape.com

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 Ohlo. Annual sales $500,000.00.
Contact Lisa 440-413-4169.

FOR SALE
FARM AND OUTDOOR POWER
EQUIPMENT DEALERSHIP.
PROFITABLE WELL EQUIPPED BUSINESS.

CERTIFIED KUBOTA DEALER
WITH GOOD MARKET SHARE AND
POTENTIAL FOR EXPANSION WITH

NEW PRODUCTS.
EMAIL
kubotadealer@aol.com

classifieds

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

BUSINESS/EQUIPMENT/PROPERTY
FOR SALE

Located in south central NJ,
Landscaping / Maintenance company,
accounts, equipment, real estate: 3 acre
commercial building lot, 1-1/2 acre lot
with 4,000 sq. ft. house, in-ground pool,
and 2,600 sq. ft. building.

Both lots have road frontage and all
amenities, Large asphalt and stone
parking / equipment storage.
$2,000,000.00 Hank 609-517-3063.

FOR SALE IN SOUTH CAROLINA

Landscape/Maintenance Company
located in upstate South Carolina.
15 Year old business, 60% landscaping,
40% maintenance.

Turn key operation on 5 plus acres with
2400 sq ft. recently remodeled
century old farm house adjoined by
2 rental houses with $975.00 rental
income per month. 8000 sq. ft. nursery
with irrigation, 2 shops, 1 heated
and complete w/ bath, shower and
office combined.
$125,000.00 plus in late model
well kept equipment.

Too many other extras to mention.
1.3 million.

Serious inquires only to
atilliosgrandma1@aol.com

LOOKING TO SELL
YOUR BUSINESS?

We have experience selling businesses in
the green industry on a national level.
Contact Ed Kozak
Midwest Venture Resources, Inc.
630-705-3055

LANDSCAPE/LAWN/SPRINKLER
BUSINESS

Sales over $1 million, a leader in
Kansas City Area, same ownership for
decades, great reputation, loyal
customers, owners retiring.

Gaslight Commercial Real Estate
800-966-2005

may 2008 | Lawn & Landscape

LANDSCAPE CONTRACTING BUSINESS
Established 12 years in the still booming
SW Chicago Suburbs. Turnkey operation with
$260,000 of equipment included. Client base
strictly high-end homes, no maintenance work.
2007 Gross Revenue in excess of $1.40 million.
Owner's net near $300K.

Asking $850K. Owner willing to finance.
Conservarively, revenues expected to grow at
119% over next 3 years.

Conract Ed Kozak/VR Business Brokers.
630-705-3055.

Additional nursery acreage available.
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FOR SALE

FORMS AND DOOR HANGERS. Invoices,
proposals, work orders and more. Fast service and
low minimum quantities. Order online and save.
4WorkOrders.com Shorty’s Place in Cyberspace,
800-746-7897.

TREE EQUIPMENT
RED BOSS Tree Spades, Stabilizers,
TREE BOSS loading system: move or
place trees/ boulders. TREE PLANTERS. 25
years in business. Detail, Quality and Service
make a Difference!
Call Tree Equipment Design at 877-383-8383.

info@treeequip.com.
www.treeequip.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.
www.measurearea.com 760-743-2006,

1-800-786-9274
Www.watercannon.com

Cut off Saw Parts at Discount Prices!

w Parts For:
Stihl, Partner, Makita, & Husky
& » * Cylinders
* Air Filters
He-

- * Drive Belts & More!
T: 1.888.288.8371 » www.cutoffsawparts.com

Spreader-Mate™

This self-contained "drop-in" sprayer

converts your commercial broadcast spreader
to a fully functional sprayer in minutes.

Toll free - 800.706.9530
Phone - 585.768.7035

Fax - 585.768.4771
Sales@GregsonClark.com
www.GregsonClark.com

G

SPRAYING
EQUIPMENT

148
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|Hook-ALr HooOKLIFTS

Increase Your Truck Utilization by Using One Truck for Multiple Purposes.

Lift, Load,
Leave or

800-851-8938 americanrolloff.com

N

FREE CATALOG

“The Dual Spreader Carrier”
For All Lawn Care Companies Commercial Mower Parts

Buy Direct

Mow More Supplies
1-800-866-9667
www.mowmore.com

i 48 rubber stamp symbois of trees, shrubs.

. ‘_‘ p plants & more. 178" scale,
e ey
i‘“@

Call 508-852-5501
For more information & pricing go to
www.paramountglobalsolutions.com

Stamp sizes from 1/4" to 1 34
4 PRICES123 + SMH+taxinCA
Ve Prica sudject ¥ change wihout notcs
o~ AMERICAN STAMP CO.
J CALL NOW 877-687-7102 TOLL FREE
Of 916 - 687.7102 Local Calls
WIS ADOCCANSIINGCD COm Tue Wod, Thur 8-4:30 Paciic Timw
CALL NOW TO ORDER or for YOUR FREE BROCHURE.

FOR SALE

Finn Straw Mulcher.
1460 hrs. 30 hp gas Wisconsin engine.

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: bizout0O8@yahoo.com

Pictures:
e-mail hootlands@comcast.net
Perfect shape. Always stored inside.
(260)637-3527
Fort Wayne, IN
$3,500/offer

TrakMats~

Ground Cover Mats for Professionals

* Tough, Lightweight
* Cleats for Traction

“ UV protected
* Light color prevents
burnt grass FOR SALE: MULCH TRUCK
* Hand cutouts for 2002 Express blower
lifting 40 yd. capacity seed injection system
well maintained 79k miles
800-762-8267 $160,000
SVE Sales, inc. www trakmats.com Duke’s Landscape Management Inc.
Charlotte, NC 28216 email: sales@trakmats.com 908-850-6600

View classifieds at www.lawnandlandscape.com

2008 www.lawnandlandscape.co
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TURF AND TREE SPRAYERS WINDBREAKER WALKING BOOM

Tailor your equipment to your specific needs. The SDI * Designed for mm
™ Series provides the right balance of power and utility vnthout M‘“ vind inte

with unlimited portability.

* Long lasting
commercial grade
fiberglass tank ) -
sonsteuctinn | B - . - * 72" Hood with 6 drip-free
G0 Rt | U - nozzles on 10" spacing

P.O. Box 3107, Visalia, CA 93278
559-SDI-5555 fax 559-SDI-5591
www. sprayingdevice om

NC. email:sales sprayingdevices.com

DISCOUNT SPRAYER PARTS
REPLACEMENT PARTS & PUMPS FOR:

* FMC (John Bean) ® Hypro
o F E. Myers * Udor »

* Comet and General Pumps
Also Spraying Systems Tee-Jet
and Albuz spray nozzles
We have a complete line of
sprayer accessories such as
spray guns, hoses & hose reels

M Call TOLL FREE: 888-SPRAYER
memFﬂ On-The~-Spot! For a free catalog,

Email; spraypts@bellsouth.net

Website: SprayerPartsDepot.com

LANDSCAPE EQUIPMENT
TREE STAKES
PLANT MATERIAL Doweled Lodgepole Pine

CCA Pressure Treated
2" Diameter, Various Lengths

PERENNIALS & GROUNDCOVERS WETLAND/NATIVES & Economical, Strong and Attractive
Over 160 varieties - No order too small CONSERVATION Phone: 800-238-6540
Fax: 509-238-4695
) FBEE Color catalog . Large selection of Plugs, Perennials, JASPER ENTERPRISES, INC.
Stippsig VES SchedEndatly Grasses, Natives & Conservation. We ship nationwide.
- 3 - Web site: www.jasper-inc.com
1-800-521-7267 CHIEF MOUNTAIN FARMS e

www.evergreennurseryinc.net

Ph 443-350-3894 (=S ——————————
EYERGRFEN NURSERY, INC. fax 410-658-7331 View classifieds at
1501 Dials Mill Rd. Statham, GA 30666 www.chiefmountainfarms.com www.lawnandlandscape.com

awnandlandscape.com may 2008 | Lawn & Landscape 149
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HELP WANTED

US.LAWNS

NO ONE KNOWS THE
LANDSCAPE MAINTENANCE
\ INDUSTRY LIKE WE DO.

Use your experience as an Account Manager
Operations Mgr., Branch Manager of
Regional Manager to work for you

E-mail resume to hr@ustawns.net or
fax lo 407/246-1623.

US.LAWNS

Are you looking for a job or
looking for qualified employees to:

«Climbit  «Growit
«Designit «Landscapeit
«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

150
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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 JK Consultants
from someone within the Green
Industry. At JK 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) 5632-7772
Email: contact@JKSuccess.com

www.JKSuccess.com

Where Professional Friendships

Are Valued

may 2008 www.lawnandlandscape

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
oremail; hr@gothiclandscape.com
Ph: 661-257-1266 x 204
Fax: 661-257-7749

Come join

the WORKFORCE®
of NATURE!

ValleyCrest Companies has exciting

jobs open right now across the country

at all levels for professionals who want
to work with the best.

Founded in 1949, we are a leading

nationwide provider of landscape
development and maintenance services

Bilingual a plus.

Please send your resume to the
attention of Ms. Sanchez at
opportunities@valleycrest.com or
fax to 818-225-2334.

&

ValleyCrest

COMPANIES

www.valleycrest.com

View classifieds at
www.lawnandlandscape.com
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HELP WA

LANDSCAPES

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.

CHICAGO

«» 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
patsy@christywebber.com or
fax to her attention: 773.533.0771.

S 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@sim.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

D,. ComeGrow
NBi__ with us!

CINCORFORATED

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.

WE ARE LOOKING FOR
HARD-WORKING TALENTE
INDIVIDUALS WITH EXPERI
TO MANAGE THE DAY-TO-D/
OPERATIONS OF OUR BRANCHE!
AND DIVISIONS THROUGHOUT
THE UNITED S S AND CANADA.

Qualified applicants must have a

minimum of 2 years u/ 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 WITH 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:

Brothers, Inc. | Attr: Hurman Resources:

100 North Conahan Drive | Hazleton, PA 18201
Phone 800.360.9333 | Fax 570.459.5363
Email cfaust@dbiservices.com
EQE/AAP MF-D-DV

www.dbiservices.com

VIGNOCCH]

no“l’n One

Irrigation Systems

Rain One, a progressive growing company
established in 1991, is currently searching
for qualified candidates to join our
Columbus, Ohio team.

Positions include:
« 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 www.rainoneinc.com

Send resumes to
careers@rainoneinc.com or
fax to 614-759-7099

v.lawnandlandscape.con may 2008

"% BRICKMAN

Enhancing the American Landscape Since 1939

Brickman is looking for leaders
who are interested in growing their
careers with a growing company.

Nationwide career and internship
opportunities available in:

* Landscape Management
* Landscape Construction
* Irrigation

* Accounting

* Business Administration

Start growing your career at:

brickmangroup.com

View classifieds at
www.lawnandlandscape.com
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classifieds

HELP WANTED

LOOKINGFORA
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
www.theskyfactory.com 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:
billw@theskyfactory.com or
phone 866-759-3228 x202

Part of an organization that has been growing
successful companies since 1977, Ruppert
Nurseries is expanding and has LANDSCAPE
CONSTRUCTION, LANDSCAPE
MANAGEMENT and TREE GROWING
opportunities available in the mid-Atlantic and
southeast. Fax 301-414-0151 or
email careers@ruppertcompanies.com
for more information.

’ Join the company where
' People Matter...

Our motto is Our business is peaple
and their love for trees.” We offer

excellent career opportunitics at all kevels

We value safery first, provide ongoing
training, and have an excellent
compensation and benefit package

that inchudes 2 401(k) with company
martch and ESOP.

5/3
W [thecareoftrees.

877.724.7544
o ¥ wx847.459.7479
i Apply online at

www.thecareoftrees.com/careers
Chicago, New York, Philadelphia, San Francisco, Washington, D.C

FIND YOUR JOB TODAY

www.Greenlndustry-Jobs.com

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 http://www.greensearch.com or
call toll free at
888-375-7787 or
via e-mail info@greensearch.com.

ValleyCrest Tree Care Services,

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, Ceew Leader/Foreman, CDL Driver,
f

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@valleycrest.com
or fax to (818) 225-6895.

» Sales Manager
» Area Manager
* Landscape Designer/Architect

B 1 5

* Management School Candidate
* Regional Manager
* Branch Manager

E-mail: RayCuttino@landcare.com ¢ Office: 301-924-7883 ¢ Fax: 301-924-7782
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HELP WANTED

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!

FREE Demo Video at www. TurfGold.com

Or call 800-933-1955 roday!

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 TRACKING

No monthly fees
Call 407-888-9663
www.vehiclewatch.com

To Advertise Call
Bonnie Velikonya

800/456-0707 x5322

classifieds

INSURANCE

M.F.P. Insurance Agency, Inc.
Insuring the Green Industry since 1986

e e

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

Toll Free: 800-886-2398 Fax: 740-549-6778
% www.mfpinsure.com l—é‘-{——\a'

i

) 4 s VNV : :
['( aArn: Ll o The Holiday Décor
The Best! Enterprise System
e 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

é//d/'d// 264/

Brighten up your

Christmas Decor is the bottom line. Join us today.
Leader. in the Holiday 866-932-9363

Decorating/Industry!

24% Average Net
Profit
Over $2,000 Daily
Production Per Crew

Call Us Today!

1-800-687-9551

www.christmasdecor.net

wnandlandscape.com may 2(
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Technology that imitates nature.

Rain Curtain™ nozzles are the natural choice for a healthy, green landscape.

.;{‘

,.\gr—

“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 hGIpEd 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 R BIRD

USE READER SERVICE # 111



http://www.rainbird.com/5000

The new 40 hp KOHLER. Command PRO.

A whole new high for horsepower. Again.

y ¥ v 9w

KOHLER. | (550 periormance.

KohlerEngines.com

USE READER SERVICE # 112



