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The smartest way to outwit a weed? One application of easy-to-use
Barricade® each spring. Its season-long control of crabgrass is unparalleled.
Plus it also controls spurge, knotweed, purslane, and 28 more weeds.

Before you can beat crabgrass

Making your job a little easier means we get to know problem weeds like
YOU have tO th In k ||ke Cra bg rass. crabgrass inside and out. Perfecting a full ensemble of products to protect
your turf, that's what we're here for. Call 1-800-395-8873 to contact your

local Syngenta sales representative and learn more about Barricade

Barricade

Herbicide

www.syngentaprofessionalproducts.com

Important: Always read and follow label instructions before buying or using this product. ©2003 Syngenta. Syngenta Professional Products, Greensboro, NC 27419, Barricade® and the Syngenta logo are trademarks of a Syngenta Group Company
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9  On the Record

You still have time to comment on the “Lawns &
the Environment” guidelines. Check them out

BY RON HALL / Editor-in-Chief

10 Best Practices

Manage your wages and you'll boost your margins
BY BRUCE WILSON

14 In the Know

Want to run a great meeting? Read how Heaviland

Enterprises does it. JP Jammers light up Indy

N
N

Make ‘mow’ money

10 tips from seasoned landscape maintenance
contractors that will put you on the path to
mowing profits

BY JASON STAHL / Managing Editor
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Selling safety en espaiol

As OSHA seeks to reduce injuries for seasonal
workers, landscapers focus on bilingual training
BY BARBARA MULHERN

Profit with garden maintenance
Little investment and high customer satisfaction
make this add-on service a win-win situation

BY DANIEL WEISS

Hard lessons in the tree business
This lawn care operator tells of the mistakes he
made in his move into the big tree business

BY RICHARD 'DICK' BARE

Having a ball
Read how The Davey Tree Expert Company
moved a 353-ton oak that had a 42-ft. rootball

Business Ideas
Make time to hire the best
BY ED LAFLAMME

Inside the Owner's Head
Who wants to be a millionaire?
BY JASON STAHL
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54
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Innovations

From the Shop
Not just a lot of hot air
BY HARRY SMITH
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94 PGMS

Abbott Park near Chicago offers a huge variety of
unique landscape challenges

96 How to win a Green Star
Tips on how to bring home a Grand or Honor
Award at annual PGMS grounds competition
BY JOHN VAN ETTEN

99 Green Star entry form/info
Details on the categories, judging, eligibility, how
to enter and deadline for the PGMS/Landscape
Management Green Star awards contest

Technology (continued)

71 Insect control . . . to a degree Resources
What landscape-damaging insects fear that
m e ) e ! PRODUCTS » EVENTS » FYI
you'll find out about using simple temperature priclet
calculations to keep them under control

BY DAN HERMS, PH. D 101 Products

78 Irrigating with reclaimed water 106 FYI: Ad Index
Even with a host of unique challenges, it still
might be the best option you have. Here's
how to do it 107 Events
BY STEVE SISLER

116 Statistics

81 Nix grubs now
Treating for grubs when they're small protects
clients’ properties from damage all season long
BY BARBARA MCCABE

86 LM Reports: Skid-steers & loaders FMC Ant Guide
BY CURT HARLER LT This guide contains photos
86 and concise descriptions of

92 Ask the Expert
Alternatives to 2,4-D; ticked off
BY BAL RAO

pest ant species. More 59
importantly, it provides
excellent control information. b i e L | B asse
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www.commercialpower.com

Introducing BLUTRCIE TN TEIEI TG B

Knowledge is power. We've done our homework.
Now it's time to earn your business. We have the right
people. The right resources. The right support.
The right engines. Premium-grade Vanguard- engines,
manufactured through alliances with Mitsubishi Heavy
Industries and Daihatsu, a member of the Toyota Group.
We are Briggs & Stratton Commercial Power. The new

total solution that will change the way you power through

vour . TRUST THE POWER™

[BRIGGS &STRATTON |

®

COMMERCIAL POWER
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Your Power Solution

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

WHO'S WHO IN LM

Dan Herms grew up on the banks of the mighty Ohio
River and studied horticulture and entomology at The
Ohio State University before earning his Ph.D. in
Entomology at Michigan State University. He joined The
Ohio State University's Ohio Agricultural Research and
Development Center in Wooster, OH, in 1997. Herms'
research and extension programs address IPM for ornamental landscapes,
urban forests and nurseries. Dan is an avid butterfly gardener and scuba diver,
but has yet to figure out how to combine the two. Read his concise explana-
tion of using degree days to predict insect pest outbreaks on page 71.

Daniel Weiss is President of The Elysian Design and
Landscape Group. He's also (late at night when the fami-
ly is in bed) working toward a Ph.D. in American
Literature at Detroit’s Wayne State University. Daniel's
great interest in the history of gardening and landscaping
is evident in the fine article he's prepared for you on
page 35. Smile, Daniel, you're sharing valuable and potentially profitable
information with your fellow landscape colleagues.

" ™JE Richard “Dick” Bare's broad experience in tree, shrub
and lawn care makes him especially qualified to write
about the trials and tribulations of adding major tree work
to an application company. Bare, who grew up in his fam-
ily's landscape nursery in northeastern Ohio, started
Arbor-Nomics in Norcross, GA, in 1980, just in time to
ride the development explosion in the north Atlanta suburbs. We think you'll
enjoy Bare's humorous, but instructive, look at getting into (and back out of)
major tree work on page 44.

Steven L. Sisler brings 32 years of irrigation experience
to our pages this month with his practical explanation of
the challenges of irrigating with reclaimed water that
begins on page 78. Sisler and partner David Powell have
been operating Spectrum Irrigation Consulting, Mesa,

AZ, over the past 10 years, bringing water to everything o o

from golf courses to freeway frontages — and just about every large parcel of
landscaped property in between.

Barbara Mulhern is an agricultural/horticultural project
consultant and freelance writer. After close to 10 years'
experience producing safety and employment law compli-
ance materials for ag/hort employers, she recently decided
to eke it out on her own. Barb, who has 100-plus “tail-
gate” safety training scripts under her belt, is currently
consulting for the National Safety Council on a project aimed at reducing
injuries among commercial lawn care workers. Her “past life” includes work
as a newspaper reporter and editor, radio reporter, television news producer
and assignment editor, state (Wisconsin) public information officer, and press
aide to a former congressman. She holds an M.S. in journalism from the Medill
School of Journalism at Northwestern University.
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[t pays to install the industry’s leading
irrigation products.

Enroll NOW to earn Rain Bird® Rewards. Every day.

N

Every irrigation contractor is eligible to join the Rain Bird Rewards program:

By enrolling in this program, you'll earn points every time you purchase Enroll NOW!

Rain Bird products! What could be more rewarding? The more you buy, the Call us toll-free at

/ : y : .& ' ; = 1-888-370-1814 or visit
more points you'll earn — points you can redeem for cash; merchandise, even www.rainbird.com/rewards.

tools to help grow your business. You decide how to reward yourself. Every day.

Install Confidence:” Install Rain Bird. Earn Rewards.

Ranv I BIrD. |

*Rain Bird Rewards is open to all professional landscape and irrigation contractors in the U.S. and Canada. tAll Rain Bird turf irrigation products are eligible,
except central control, golf, agricultural, consumer products and parts; purchases must be made at authorized Rain Bird distributors. ¥Cash equivalent.
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Why are Industry Professionals
Embracing the Weed Man Opportunity?

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

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

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

“After researching several lawn care franchises, it
was obvious Weed Man was the best choice for
Hillenmeyers. We made our decision based on
their products that are superior to what we were
able to provide to our customers. Their
management systemss are very easy to use in
addition to providing excellent information.

| believe the biggest asset from Weed Man is the
dealer support we receive to help us make this opportunity a success.”

Stephen Hillenmeyer,
Hillenmeyer Nurseries

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

1-888-321-9333 * www.weed-man.com

Circle 105

Pretty Girl.

Excellent
Sales Rep.

Welcome to a Greener World.

It's time you met our excellent sales force. ProSource One is a
first-rate supplier of plant protection products, fertilizers and seed.
We carry all the major brands, including our own proprietary
Proforma line of premium fertilizers. But even more important, our
customers appreciate our knowledgeable sales reps who keep up
with all the newest product offerings, to provide the technical
expertise and practical solutions they're looking for.

Isn't it time you got to know ProSource One?

r@ g Smarter.
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Proud supporter of these green industry professional orgamizations:

ALLA
ANQ;{A

American Nursery &
Landscape Association

o4 s W

Associated Landscape Contractors of America
150 Elden Street, Suite 270

Herndon, VA 20170

703/736-9666

www.alca.org

American Nursery & Landscape Association
1000 Vermont Ave., NW, Suite 300
Washington, DC 20005-4914
202/789-2900

www.anla.org

Independent Turf and Ornamental
Distributors Association

526 Brittany Drive
State College, PA 16803-1420
Voice: 814/238-1573 / Fax: 814/238-7051

THE OFFICIAL PUBLICATION OF
: American Society of Irrigation
£ 111 East Wacker Dr. 18th Floor e Chicago, IL 60601
Voice: 312/372-7090 / Fax: 312/372-6160
A S | C e

Consultants

fan
OTF

Sportslurf
FiTOCA

€

-
VOICE OF TREE CARE
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The Irrigation Association

8260 Willow Oaks Corporate Dr. Suite 120
Fairfax, VA 22031-4513

703/573-3551

www.irrigation.org

Ohio Turfgrass Foundation
1100-H Brandywine Blvd.,
PO Box 3388

Zanesville, OH 43702-3388
888/683-3445

The Outdoor Power Equipment Institute
341 South Patrick St.

Old Town Alexandria, Va. 22314
703/549-7600

opei.mow.org

Professional Grounds Management Society
720 Light Street

Baltimore, MD 21230
410/752-3318

Professional Lawn Care Association of America
1000 Johnson Ferry Rd., NE, Suite C-135
Marietta, GA 30068-2112

770/977-5222

www.plcaa.org

Responsible Industry for a Sound Environment
1156 15th St. NW, Suite 400

Washington, DC 20005

202/872-3860

www.acpa.org/rise

Sports Turf Managers Association
1027S. 3rd St.

Council Bluffs, IA 51503
712/322-7862; 800/323-3875
www.sportsturfmanager.com

Turf and Omamental Communicators Association
P.0. Box 156

New Prague, MN 56071

612/758-5811

Tree Care Industry Association
3 Perimeter Road, Unit 1
Manchester, NH 03103
603/314-5380
www.treecareindustry.org


http://www.weed-man.com
http://www.alca.org
http://www.anla.org
http://www.asic.org
http://www.irrigation.org
http://www.plcaa.org
http://www.acpa.org/rise
http://www.sportsturfmanager.com
http://www.treecareindustry.org

EmviBark

Tief 2 Drriamentsl Geow 7

and increase your bottom line.

It’s a trimmer.

It's a mower.

It's an edger.

It's a PROFIT MAKER!
That's Embark® PGR!

Whether your goal is to
reduce labor costs or
increase services, Embark
gives you a profit making
strategy you’'ll want to
incorporate into your pro-

grams.

Properly timed applications

=1 pbi / sordon

of Embark can:

M Keep ornamental
shrubs looking neat
and trim

# Stretch your mowing
schedule during peak
growing seasons

# Hold that perfect edge
along walks and
driveways

# Skip trimming, mowing
and edging for six
weeks or more*

*Depending on application timing, rate and

plant species

1-800-821-7925

We would like to discuss
the many benefits of
Embark and help you
develop a profitable PGR
program for your business.

Give us a call today.

AVAILABLE AS:

e Embark 2-S Plant
Growth Regulator

e Embark Turf &
Ornamental
Growth Regulator

Circle 107

— | conporstion

An Employee-Owned Company

Embark is a registered trademark of PBI/'Gordon Corporation.

ALWAYS READ AND FOLLOW LABEL DIRECTIONS

b pieoa

©2004 PBl/Gordon ( orporation




Its wings make it versatile.
Its engine makes it fly.

Introducing the Toro® Groundsmaster” 4000-D. Now you can mow with

the most powerful engine in its class. And, thanks to wing decks that lift quickly
and tuck in tightly to the machine, it can cut as well in narrow terrain as it does in
wide-open spaces. Plus, with its tight turning radius, you can turn on a dime. So

voing around trees and other obstacles is a breeze. The Groundsmaster 4000-D is the

¢
o

fastest way to make sure your grounds look great every time. Getting the job done,

and getting it done right. To learn more, call 1-800-803-8676 or visit toro.com.
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FROM THE BOSS

BY RON HALL / Editor-in-Chief

he “Environmental Guidelines for
Responsible Lawn Care and Land-
scaping” is no page-turner, but its 28
pages will become extremely impor-
tant to all of us in the Green Indus-

try. Give yourself 10 minutes or per-

haps a few minutes more to read this
document. You should know what it says.

You may even want to offer comments on the doc-
ument. You're not too late to be a part of the process

since it’s still being developed. Here’s where you'll find

the initial draft of the document on the Internet
www.epa.gov/pesticides/grants/ lei/index.htm.

Why it's important

The reason why it's so important is because it will
be used to educate homeowners about environmen-
tally sound landscaping and lawn care principles. In-
dustry, government agencies and environmental

groups have formed an unlikely partnership to re-

duce the public’s misuse of pesticides and overuse of

nutrients and water.

No, the document itself won't be mass distributed
to the public. Few homeowners are going to read 28
pages of advice on topics such as soils, appropriate
plant materials, fertility and pest controls. Instead, it
will serve as a “core” resource that can and will be ref-
erenced by cooperative extension personnel and educa-
tors and trainers, among many others. It will also be
used to develop tip sheets and other easy-to-under-
stand information, which will be offered to consumers

in a variety of ways.

These environmental guidelines will serve as a
source document that can and will be used by
cooperative extension personnel and educators

www.landscapemanagement.net / APRIL 2004

Lawn guidelines approach

Work in progress

The non-profit Center for Resource Management
(www.crm.org) spearheads this effort. The CRM
undertook a similar initiative with the golf industry 10
years ago in its successful “Golf and the Environment”
meeting. Like that effort, CRM brought together a
diverse group of stakeholders — industry, government
and environmental groups — to work cooperatively
and reach agreement on key points.

The document that’s being put together by the 17-
member Lawns & the Environment Steering Commit-
tee is still very much a work in progress. The Commit-
tee is seeking more input from people and organi-
zations with a stake in the Green Industry — suppli-
ers, professional organizations, public utilities, non-
profits or you, our readers, if you want to add your
voice. The Committee will be accepting these
comments until June 17.

The decision to seek more input was one of the out-
comes of the recent Lawn & The Environment Confer-
ence in San Antonio, TX, where Committee members,
with about 80 other attendees, spent two days brain-
storming over the document. Most people left that
conference feeling that the guidelines

were close to being where they

needed to be...but not there yet.
If you want to stay on top
of where the Green Industry
is going, | urge you to read
the guidelines.
Contact Ron at 440/891-2636
or e-mail at rhall@
advanstar.com

LANDSCAPE MANA
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RAISING THE BAR

Managers and supervisors above the crew
level are only justified if they're able to use their
intellect and experience to manage your costs.

Manage wages; lift margins

10

BY BRUCE WILSON

n often overlooked way to improve
margins is to actively manage the
average hourly wage of your crews.
How does this work? It's not that
difficult. In fact, I've prepared
a chart (below) that you may
find helpful.

At a selling price of $36 per hour, the labor gross
margin on Crew A is 66.7% and 68.5% on Crew B.
That’s a significant improvement in your gross margin

with no probable drop in quality.

pay, then they should be more efficient. Hold them to
a higher standard of production or there's no reason to
pay them more.

As your jobs permit, build larger crews. Larger
crews have more lower paid employees to average
against the higher pay of the crew leaders, resulting in
a lower average hourly wage. You can afford to pay the
leader of a large crew more and still lower average
hourly wage by adding more crew members to the
lowest pay level. (Be aware though, that because of the
increasing number of control issues, there’s a point of
diminishing return.)

Larger crews not only have a lower average

hourly wage, but also utilize fixed

Crew A Crew B
Crew leader ..... $14.00/hr.
Crew member . ...$12.00/hr.
Crew member . ...$10.00/hr.
Crew cost/hr. ..... $36.00/hr.

Avg. hourly wage $12.00/hr. Avg. hourly wage

Crew leader .....
Crew member ...
Crew member ....

Crew cost/hr. ... .

equipment assets, improving your

return on assets.

.$14.00/hr.

Link pay to responsibility
$10.50/hr. Tie crew leader pay to crew size.
$ 9.50/hr. You must pay them less for a
$34.00/hr. two-person crew than for a three-

person crew to keep your average
$11.33/hr. hourly wage in line.
Managers and supervisors above the

When turnover is good
Sometimes you end up with several Crew As because
you keep loyal but not promotable employees and
give them raises instead of freezing their pay just be-
cause “they’re there.” There’s a cost for this. Some
turnover is good because you bring in lower paid peo-
ple to lower your average hourly wage.

If you do have a Crew A and you believe that these
people are better as measured by their experience and

crew level are only justified if they're
able to use their intellect and experience to manage
your costs.

This takes planning, and is one of the techniques
they should use to improve margins without hurting
quality. Consider this a work-smarter technique.

— The author spent 30 years with Environmental Care,

Inc. before partnering with Green Industry entrepreneur

Tom Oyler to form the Wilson-Oyler Group, which offers
consulting services. Visit www.wilson-oyler.com.
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http://www.wilson-oyler.com

it's not about
WHO’S TO BLAME

|IT’S ABOUT knowing YOU COME FIRST |

These days it seems the term “customer service” has almost become an oxymoron. As customers, we've become all too familiar with the
runaround. But at Bayer we don't run from proble: s, we run to them. We have the only sales and tech support team solely dedicated to the
green industry. Recognizing different cusf o1 br needs, we dedicate sales and marketing staff to lawn care

operators, grounds managers, superinter and formulators. They'll come out and get their knees dirty to BACKED
help sort out whatever problem you're facl‘n’g To learn more, call 1-800-331-2867 or visit BayerProCentral.com. by BAYER.

Bayer Environmental Science, a business group of Bayer CropScience | 95 Chestnut Ridge Road, Mantvale, NJ 07845 | Backed by Bayer is a trademark of Bayer. | Always read and follow label
directions carefully.| © 2004 Bayer CropScience

@ Bayer Environmental Science
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Meet the next generation of Cat’ machines. A full line of Skid Steers, Mini Excavators and Work Tools built genuine Cat tough
Be part of the legacy. See your Cat dealer or call 1-888-0WN-A-CAT to learn more.

©2004 Caterpillar Inc.




L
Smaller offspring.
for all your residential, landscaping and general construction needs. cATE n PI llA H
& X
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In the Know

NEWS YOU CAN USE

Great meetings: here’s one model

BY RON HALL / Editor-in-Chief

eetings. How many of us really
look forward to meetings? OK,
it's pretty much unanimous. Ugh.

But most of us would also agree we
need to meet. The challenge then is to plan
and run meetings that don’t waste time.
The operative word here is “plan,” and we
saw it in action at Heaviland Enterprises,
headquartered in a tidy industrial park
about 30 miles north of San Diego.

In fact, we were so impressed with their
weekly management meeting that we're
“borrowing” some of it for our
magazine staff meetings. Do
you want more productive
meetings? Keep reading.

It's8:15am. ona
Friday and President
Tom Heaviland and

14 LANDSCAPE MANAG
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his managers have gath- Heaviland's
ered around a conference  management
table in a pleasant sun- meets weekly.

light room on the second

floor of their headquarters. A short prayer
gets the meeting underway, and Jim Allen
follows up by reading the company’s mis-
sion statement. Fellow manager Leeann
Storino follows by reminding colleagues of
the firm’s corporate values. Time elapsed:
five minutes.

The banter, although friendly, is brief as
Emie Pyle presents the first of three divi-
sion reports. He details the progress of a

field supervisor in training, a colleague in
irrigation maintenance. Allen then
details how far he’s gotten in build-
ing programs and proposals for the
company’s “Top 10” clients. His

report is specific but concise.

Tom Tuba presents the final

division report, most of it dealing
with the status of the company’s
Crew Leaders Handbook. The team
is visibly impressed
when Tuba, who
has been working
under Allen’s
supervision, pre-
sents a “Job Site
Priority Check
List” for field super-
visors to use on their
job sites. The list, in fact,
includes suggestions from the
field supervisors.

Bob Rogers follows the divi-
sion reports with a short recap of
sales in relation to budget, and
Michelle Holmquist reports on
the company’s customer
relations efforts.

While this Heaviland
meeting was supposed to end

w.landscapemanagement.net

ENTERPRISES

What we liked
about the meeting

P Everybody gets an agenda

P> It starts on time and it starts
with a prayer

» Team members reiterate what
the company stands for

P Each manager is prepared to
provide a brief update on histher
department or division

P The team gets a review of
up-to-the-day sales to budget

P The tone of the meeting is busi-
nesslike but friendly and positive

P The meeting ends with a “thought
for the week” and a prayer

P The meeting, even with six man-
agers reporting, is just an hour long

with a reading from the ALCA's Productiv-
ity Crystal Ball Report, several of the man-
agers had to meet with clients and, after
some words of encouragement and a short
prayer, everybody returns to their tasks.
There you have it — the company’s
mission and values, three division reports,
an update on the company’s most impor-
tant clients, a look at sales to budget and an
inspirational close — and all in one hour.
This meeting ran like a fine tuned
machine because everybody came pre-

pared and ready to contribute.

ILLUSTRATION: LIQUID LIBRARY



With methylene urea and sulfate of
ammonia combined in each tiny
granule, MESA works immediately
to provide a rich green color. And

by slowly releasing its nitrogen,

MESA lasts considerably longer

than sulfur-coated urea without

How can O/uéf/tzhﬁf that works
Jzz/éuf. . Last 5o /0/%.7

causing unwanted flush growth.

So protect your turf with fast
Extended-release MESA greens faster and lasts longer than SCU.

acting, long lasting MESA.  Visit
your LebanonTurf Distributor to
get the perfect ProScape MESA
preemergent product for your
spring application or call
1-800-233-0628. For a free copy
of our Agronomy Manual, visit
www.LebanonTurfcom. Click

on promotions and use coupon

code LM2044.

Lebanenlurf

1-800-233-0628 * www.LebanonTurf.com
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In the Know

Jammers show creative side

BY RON HALL / Editor-in-Chief

INDIANAPOLIS, IN — If there had been a
way to capture the creative energy of the
200 or so landscape managers into a power
grid, you could have lit up a city the size of
Dayton, OH. That was the number of
participants in the four ‘04 Leadership
Jams conceived and conducted by the JP
Horizons team (www.jphorizons.com)
this past winter.

The purpose of the Jams is to introduce
leadership skills to landscape managers or
to individuals who have been identified by
their employers as having management
potential. Obviously, Jim Paluch, founder
of JP Horizons, and co-presenter Bob
Coulter couldn’t promise to build leaders
with a two-day event. But they did pre-
sent, in an energetic style, many of the
competencies required of effective leaders.

The Jam itself is a fast-paced blend of
workbook tutoring, team building and
multi-media instruction, including some
kick-butt rock ‘n roll to keep everybody
from dozing off — even the few young
bucks that split the two-day event with
some late-night antics.

There's a mix of industry veterans and
newcomers at the Jams. One of the most
noticeable recent changes has been the
growing number of Hispanics participating
in these leadership programs.

The March event, the final one of the
season, attracted 81 participants to down-
town Indianapolis. And, like the other
three, it contained a special challenge for
participants — to design and build a model
of a new piece of landscape equipment,
something that they can use in their jobs.

The landscapers, working in teams of
eight or nine, came up with surprisingly
creative offerings. They constructed mod-
els of the equipment using an assortment
of materials, including styrofoam, paper
tubes, pipe cleaners, cardboard and (you
guessed it) duct tape.

The teams demonstrated surprising
ingenuity, and came up with variations of
diggers, blowers, edgers and several multi-
tasking machines. When they had to sell
colleagues on their designs, the questions
came hot and heavy.

Since Charlotte, NC-based landscape
equipment maker Husqvarna sponsored
the Jams, it wasn't surprising to meet Ken
Taylor, the company’s senior product man-
ager, at the event. In fact, he attended all
four Jams.

To say that Taylor, a prolific note taker,
got a powerful dose of leadership training
would be an understatement, in addition
to picking up a notebook full of good
product ideas from what amounted to, in
one respect anyway, four pretty lively

focus groups.
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Correction on
clopyralid use

The EPA has not set any stop sell or
stop use date for products contain-
ing clopyralid as originally printed
in a story in the February issue.
Post-emergence herbicides con-
taining clopyralid can continue
being used according to directions
on the package label — even if
that includes residential turf. There
has not been any stop use or stop
sell date set by the EPA for any of
these products. When current in-
ventories are depleted, Dow Agro-
Sciences and the formulators who
use clopyralid will produce prod-
ucts with the new technical label
in their formulations, which carries
the appropriate use restrictions
regarding residential turf.

ASIC Conference
set for May 1-4
NEWPORT BEACH, CA — The
American Society of Irrigation Con-
sultants (ASIC) is holding its confer-
ence here May 1-4. This year’s
program, crafted by ASIC's South-
ern California Chapter headed by
Steve Hohl of Water Concern, fea-
tures several days of sessions focus-
ing on issues that affect today’s
irrigation providers and high-
lighting trends and technology
that will impact them in the
future. For more information, call
ASIC at 312/372-7090 or visit the

Web site www.asic.org.

Davey acquires
three companies
KENT, OH — The Davey Tree
Expert Company continued its
expansion initiative with the acqui-
sitions of Pagura Landscape,
Columbus, OH; Melton's Tree Ser-
vice, Bettendorf, IA; and Sean
McCarthy Tree Care Service, Rich-
mond, VA. Davey acquisitions in
the past two years now total 16.
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In the Know

People

West Coast Turf promoted
John Marman to regional
sales manager for Southern

California and Southern
Nevada.

BASF Professional Pest
Control hired Michael Toce
as Western Regional Sales
Manager.

Syngenta appointed Scott
Trbovich to its Turf & Orna-
mental sales team represent-
ing Michigan.

Green Earth Landscaping
& Design appointed
Michael Hartman landscape
designer & project estimator.

& companies

Aquatrols named Vic
Swann Director of Sales.
Swann will oversee all sales-
related activities in the North
American Turf, Soilless Media,
and Agricultural markets.

Swingle Tree & Lawn Care
hired Jodi Johnson as com-
mercial sales coordinator.

The Associated Landscape
Contractors of America
(ALCA) named Donna
Vignocchi to its Board of
Directors. Vignocchi is Vice
President of ILT Vignocchi,
Wauconda.

The Capital Contractor
Consortium named Chris

Davitt (above left) to

its Board of Advisors. Davitt
is president of Ruppert
Nurseries, Laytonsville, MD.

Hunter Industries hired
Susan Cronin-Haines
(above center) as the sales
manager — accounts for
southern California.

John Deere Landscapes
named Ryan Hanley (above
right) to the new position

of account manager for the
Direct Sales Division.

Husqvarna appointed Iskit

Howard to serve as the com-

pany’s director of e-business.
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Michael P. DiMino, President
and CEO of LESCO, admits an
overhaul of the company’s
Web site was long overdue.
But the wait was worth it as
landscape and lawn care pro-
fessionals can now access
product and technical infor-
mation from the manufac-
turer and distributor of turf
and lawn care products 24
hours a day, seven days a
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Aquascape Designs/
NurseryPro appointed
Dave Sherwood territory
sales rep in Florida.

Exmark Manufacturing
named Roberts Supply Inc.,
Winter Park, FL, as its 2003
“Distributor of the Year.” In
addition, Roberts Supply Ter-
ritory Manager Terry Gibson
was named Southeast region
“Salesman of the Year.”

Shindaiwa added Rod
Harms as Product Manager
for professional chain saws
and Charles Caubet as
Marketing Services Manager.

U.S. Lawns President
Kenneth L. Hutcheson,
Orlando, FL, recently earned
the CFE (Certified Franchise
Executive) designation.
Hutcheson joined U.S. Lawns
in 1995. U.S. Lawns numbers

125 franchises in 26 states.

PBI Gordon omission

An article dealing with weed control in
cool-season turf in the Feb. '04 issue of
LM neglected to mention the following
fine products from PBI Gordon
(www.pbigordon.com):

For post-emergent weed grass control:

week. Called LESCO Direct, the site gives customers password-protected access to
their corporate account any time and provides up-to-the-minute detail on orders,
payments and credit limits. Other features include: agronomic information, full
LESCO product catalog, locator for LESCO Service Centers and Stores-on-Wheels,

and more. Visit www.lesco.com.
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Trimec Plus, an exclusive premix contain-
ing MSMA.

For broadleaf weed control: Trimec
Turf Ester, Trimec Encore, SpeedZone and
PowerZone, the last two products contain-
ing carfentrazone, 2,4-D, mecoprop and
dicamba. SpeedZone and PowerZone were

described elsewhere in the article.
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put you on the path to mowing profits

Mowing isn't rocket science — you fire up a mower and

go. But making money at mowing might qualify. Why? Because

you can't just eyeball a job site, quote a price and send your guys

out scrambling every which direction to fulfill the contract. You

have to have systems in place to make sure equipment is prop-

erly maintained, routes are in order and everyone is on the same

page. And like it or not, you have to get friendly with numbers

— you can charge $30 per hour, but will that sufficiently cover

your cost per man-hour? If you don't know the answer to that

question, you probably won't be in business for long.

The following ten contractors are doing well in their busi-

nesses, and that's because they've taken their lumps and know

how to run a profitable and efficient mowing operation. This

might be the only good time to stop mowing and listen to

’.! what they have to say:

@ Hire in-house
w mechanics
Location: Austin, TX
E President: Chris Utz

N

2003 gross revenue: $9.2 million

Services: Full-service

15% residential

Avg. mowing rate: $28.50 per

man-hour

ILLUSTRATION: LEO MICHAEL

Customer mix: 85% commercial,

Employees: 200 (peak-season)

Primarily a design/
build firm, mowing
and other mainte-
nance was only
something Utz Envi-
ronmental Services
offered to keep their
projects looking
good. Only recently
did President Chris

Chris Utz

Utz realize they also had to

make mowing profitable, and

the number one thing that
helped make that possible was
hiring in-house mechanics. Utz
estimates that they've easily
saved over $100,000 a year by
doing this. “What we've seen is
that our overhead has gone
down because we need less
backup equipment — broken
down equipment doesn't sit
around for days,” Utz says.
“And we're not paying the
high prices service facilities
charge to fix the equipment.”
An example: You send out a
broken mower to a repair
shop, and the charge will be
$45 for an hour — even if it
doesn’t take an hour to fix. So
by having your own mechanics,
you don’t have to pay set wage
rates. Plus, you don’t have to
transport the equip-
ment to and from
the shop, and you
don’t have to pay
marked up prices for
parts because you're
getting them from
the same place as
your local repair
shop. As Utz says,
“Never watch the top line;
always watch the bottom line.”

Use the biggest mower
possible for the job

Location: Thousand Oaks, CA
Co-owner: Bruce Wilson

2003 gross revenue: N/A
Services: Consulting

Customer mix: N/A

Employees: N/A

Avg. mowing rate: N/A

Bruce Wilson knows a thing
or two about mowing. He
spent 30 years as head of the
maintenance division of Envi-
ronmental Care, Inc., (now
ValleyCrest Companies), the
largest privately held land-
scape company in the coun-
try. His advice for more prof-
itable and efficient mowing?
Use the largest possible
mower for the job. Well,
duh, right?
Not really.
“What
happens is
that most
companies
goouttoa
)! job site
Bruce Wilson with two
or three
different size mowers on the
truck, and everybody starts
mowing with the three types
of mowers at the same time,”
Wilson says. “Everything they
mow with the smaller mow-
ers that could be mowed
with the bigger one is slowing
down their production rate.
They'd be better off if one
guy mowed with the big
mower and the other two
guys trimmed or did some-
thing else. That's a more pro-

ductive use of their time.”
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Know what you have
to do before you do it
Southwest Landscape Man
Location: Columbia Station, OH
Vice president: Steve Rak
2003 gross revenue: $500,000
Services: Commercial mainte-
nance, snow plowing
Customer mix: 90% commercial,
10% residential
Employees: 10 (peak-season)
Avg. mowing rate: $35-$40 per
man-hour

agement

Steve Rak’s message to those
who want a more profitable
mowing operation: get orga-
nized. “You need a good fore-
man who can manage the job,”
Rak says. “You can have good
equipment and good trucks,
but if you don't have organiza-
tion in the field, you don't have
anything. Because that's what
we sell: efficiency.” Southwest
Landscape Management's
“organization”

is comprised

of three things:

1. A foreman’s
bible, 2. Charting
hours, and

3. Keeping same
crews on same

accounts week-in,

Steve Rak

week-out. The
crews know what they need to
do at each account, so there’s
not a lot of talking. Someone
does the “rider” work with a
riding mower, someone does
the “52" work with a walk-be-
hind, and someone does the
“Walker” work with a Walker
rider — usually a high-visibility
area in front where grass clip-
pings need to be collected, etc.

BLT Landscape Services

Location: Dallas, X

President: Larry Brinkley

gross revenue: $1.4 million
Services: Full-service

Customer mix: 60% commercial,
40% residential

Employees: 25 (peak-season)
Avg. mowing rate: $30-$32 per

man-hour

Don’t make mowing a guess-
ing game, says Larry Brinkley.

Route efficiently
Praif’'s Lawn &
Landscape, Inc

Location: Georgetown, KY
Assistant manager of lawn care:
Robert Halasek
2003 gross revenue: $1 million
Services: Full-service
Customer mix: 100% commercial
Employees: 25 (peak-season)
Avg. mowing rate: $45 per

man-hour

Bob Halasek’s tip seems so log-
ical and makes a lot of sense:
have your routes set so that

Don't offer any
muse Ineulﬂves’
ong o1 bre

Location: meoln NE

General manager: Larry Burklund
gross revenue:

Over $1 million

Services: Full-service

Customer mix: 100% commercial
Employees: 45 (peak-season)
Avg. mowing rate: N/A

It pays to understand human
nature, according to World of

Know the time it
takes to mow each

property you have.
“We actually mea-

sure each of our
sites and periodi-
cally check our guys
to see how long it
takes them to mow 1,000
square feet of turf,” Brinkley
says. The company uses a mea-
suring wheel for the sizing, and
will have two different em-
ployees mow the same prop-
erty to get an average time.

there's not a lot of travel time.
In other words, service sites
that are all within close prox-
imity of each other. “If it
means taking an account that’s
cheaper than what you nor-
mally do just to get a full day in
town, then so be it,” Halasek
says. On the flip side, the com-
pany will turn away

accounts or simply not bid on
them at all if they’re not feasi-
ble. Pratt’s is located on the
north side of Lexington. Ha-
lasek says they would only con-
sider going to, say, the south-

Green's Larry Burklund. It's
good to get a job done early
— but not if it means you'll
be asked to help out someone
else who isn't done with their

4

job yet. “If you
have a crew that
busts their butt all
day and gets done
at 3:30 p.m,, it
makes no sense to
send them off to
help somebody
else,” Burklund
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Larry Brinkley

Larry Burklund

‘ “That’s part of the

problem [with pric-
ing],” Brinkley says.
“If you took national
averages, your guys
might be a little
faster or slower than
the rest.” Different
mowers are timed on each
property as well — walk-be-
hinds and riders. BLT then
takes their information and
inputs it via computer to
maintain as much accuracy
as possible.

east corner 35 minutes away if
it was an eight-hour job. “If
you're going to
travel 35 minutes
somewhere, you
better make sure
everything gets
done down there
so you don't have
to make a retumn p—
trip,” Halasek ~ Robert Halasek
says. The com-

pany aims for four 10-hour

days of work during the week,
leaving Friday open in case of
inclement weather.

says. “What will happen is
that they'll drag their butt
until 5 p.m. in order to get
out of helping the other
crew.” So Burklund says the
best thing to do is
have them come
back to the shop
and get ready for
the next day by
servicing the equip-
ment and gassing
everything up.

continued on page 26
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continued from page 24
Know your overhead
ND Landscaping
Location: Topsfield, MA
Co-owner: Manny DeSouza
2003 gross revenue: $4.1 million
Services: Full-service
Customer mix: 90% residential,
10% commercial
Employees: 50-55 (peak-season)
Avg. mowing rate: $42 per

man-hour

It's fairly obvious that Manny
DeSouza is obsessed with the

“numbers.” In fact,
he revels in talking
about them. His tip

Knowing all of that

data, he knows his
company can charge

for more profitable S $38 per man-hour
and efficient mowing: Manny DeSouza for mowing 215
know your overhead. homes that are each
That is, the cost of materials, 30 feet apart. Otherwise, it's
subcontracting, small tools, $42 per man-hour. “In the end,

equipment rental, dump and
disposal, etc. Knowing that
allows him to know his gross
profit weekly, which he analyzes
every Wednesday. And he
knows he can take 19% of that
off the top as his “labor burden.”

we want 10% to 12% net-net,”
DeSouza says. Tracking these
numbers “drives efficiency of
systems,” says DeSouza. “We
pay bonuses quarterly if target
numbers are hit, and people
start paying attention to that.”

@Managoﬂnmrk
to the estimate that
was produced

Groundmasters, Inc

Location: Cincinnati, OH
General manager: Mike Rorie
gross revenue: $16.7 million
Services: Commercial land-
scape management and
installation

Customer mix: 100%
commercial

Employees: 240 (peak season)
Avg. mowing rate: $35 per

a “flex” crew

Weidner Lawn & Landscape, Inc

Location: North Ridgeville, OH

It sounds crazy, but Jim Wei-
dner makes his guys work on
Saturdays. Well, he doesn’t

make them, it just works out

hour days, but two of those
days are Friday and Saturday.
By doing this, he doesn’t have
to pay overtime and get sick

Owner: Jim Weidner that way. See, in addition to watching his equipment and
2003 gross revenue: $1.2 working “four trucks sit around for two days.
million 10s,” or Monday “If you're not working Fridays
Services: Full-service through Thursday  and Saturdays, you're missing
Customer mix: 10 hours a day, 70 days, and that's a lot in a
60% residential, he has a “flex” short season,” Weidner says.
40% commercial crew that has dif-  “Plus, it dilutes our overhead
Employees: 22 ferent days of the by keeping our equipment
Avg. mowing rate: week off. They and trucks running on a
$30-$40 per man-hour  Jim Weidner still work four 10-  beautiful day.”

If you're mlw to tracts all their mowing. But money on that effort.” Why?

Tomlinson Bomberger Lawn Care &
Landscape, Inc

Location: Lancaster, PA
General manager: Tom
Shotzbarger

2003 gross revenue: $6.1 million
Services: Full-service

Customer mix: 70% residential,
30% commercial

Employees: 65

Avg. mowing rate: N/A

Tomlinson Bomberger subcon-
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that doesn’t mean they're not
wise to a few helpful hints. If
you ever do subcontract some
mowing, record an appropriate
markup, says general manager
Tom Shotzbarger. “Make sure
your account man-

agers know how to
recover indirect ex-
penses,” he says. “If a
landscaper charges

you $1,000 for a
mowing, and you

mark it up 10% to o’
15%, you're losing

Tom Shotzbarger

Because at Tomlinson
Bomberger, their indirect
expenses usually amount to
25% to 40%. These indirect
expenses are mostly adminis-
trative, Shotzbarger says, such
as sales commission.
“If you pay 5% com-
mission, and you
only marked up
15%, then you've
only got 10% to
cover your other
indirect expenses.”
Not good.
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man-hour

“Most contractors make a
deal and estimate it, price it
and sell it, but they never
measure the performance of
that job against that estimate
again,” says Rorie. So if your
guys are consistently taking
2-1/2 hours to complete a
job that was estimated at two
hours, Rorie says it's your
responsibility
to “engineer
that job to the
estimate.” And
if you've “engi-
neered” the
job as low as
you can get it
and still aren't
hitting the
estimated time, the sales
person needs to be held
accountable for the original
estimate and needs to

adjust the negotiated price.
Why? “Because the original
estimate should have been
based on what you've proven
you could do in a given time
frame,” Rorie says.

Mike Rorie
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OSHA is serious
about reducing
injuries for
seasonal Green
Industry workers;
you should be, too

BY BARBARA MULHERN

TRAINING STRATEGIES

ive years ago, The Bruce
Company, a Middleton,
Wi-based landscape con-
tractor, saw the handwrit-
ing on the wall. The com-
pany, which had been
witnessing a steady increase
in its Hispanic work force, made a bold
move: It created a new management level
Hispanic Employee Liaison position.
Since that time, the number of His-
panic employees (predominantly Mexi-
can) at The Bruce Company has held
steady at about 100 each year. But 100
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is a significant enough number out of a
700-member work force that Safety
Manager Laurie Bishop wants to be cer-
tain the company’s critical safety mes-
sages are understood.

“We saw five years ago that there was a
need for communication in Spanish with
the employees we already had,” she says.
“This position has worked out well. A lot
of it (explaining safety messages) is verbal
The more our Hispanic Employee Liaison
works around me, the more he knows
about safety. He does some observations,

and has accompanied me during lunch



hours to job sites for tailgate training.”

It isn’t just the larger landscaping firms
where the growth of Hispanic workers has
taken place. At Southwood Landscape &
Nursery Company in Tulsa, OK, 11 out of
45 full-time employees are Hispanic. This
includes half of Southwood’s 12-member
Landscape Department team.

“Our supervisors speak very little Span-
ish. Our crew leaders speak more,” Land-
scape Manager Steve Welch says. “When a
new hire arrives, his supervisor will spend
a good deal of time, with a translator if
necessary, talking about safety issues and
the company’s position on a safe work-
place. Our safety talks in landscape are
predominantly ‘tailgate’ talks. These talks
are given in English and are translated into
Spanish by one of our bilingual Hispanic
staff members.”

Effectively communicating safety mes-
sages to Hispanic workers with limited or
no English-language skills is an issue in the
landscape industry, says David Snodgrass,
chair of the Associated Landscape Con-
tractors of America’s (ALCA) Safety
Committee. “This is a huge topic in our
industry. It's at the top of the list of con-
cerns as far as safety goes. I look at our
own company (Dennis’ Seven Dees Land-
scaping, Portland, OR) of about 180 em-
ployees. Ten years ago, less than five per-
cent of the employees were Hispanic.
Now, it's probably 70 percent.”

Are you prepared?

If you haven't yet had an influx of Span-
ish-speaking workers, don’t be surprised if
it happens soon. The U.S. Census Bureau
says the Hispanic population in the United
States now totals nearly 39 million people.
And those numbers are likely to continue
to grow as “guest worker” proposals,
sought by U.S. service industries that
would further open doors to Hispanic
workers from Latin America, work their
way through Congress.

Two years ago, OSHA announced that
it would be placing a high emphasis on the
safety of Hispanic workers. What that
means, in part, is that OSHA compliance

officers will interview Spanish-speaking

employees when conducting injury or ill-
ness investigations to ensure they were
trained in a language they understood.
“OSHA has also targeted the landscape
industry as a ‘high incident/high severity’
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occupation, and is seeking a four percent
reduction in injuries and illnesses in land-
scaping/horticultural services in fiscal
2003-2004," attorney Nicole Gonzalez of
Fisher & Phillips LLP in New Orleans says.
That, coupled with the federal agency’s
continuing emphasis on the safety of His-
panic workers, is one good reason why
landscapers must be certain their safety
messages are effectively reaching their His-
panic employees, she says.

“There are ways to prepare your business
and your employees for changes in the work
force, both in terms of cultural differences
and language barriers,” says Gonzalez, a
member of her law firm'’s Hispanic Business
Practice Group. “For example, labeling
equipment in Spanish can go a long way in

helping you communicate with your His-

panic work force. Another means of com-
municating equipment names is by using a
flash card with a picture of the equipment
and the Spanish word. This not only helps
the Hispanic worker understand what you
are communicating, but also helps you and
your supervisors learn the Spanish words for
common tools and machinery.”

Trula LaCalle, president of Bella Inter-
national, Inc. in Sacramento and Sonoma
County, CA, a business development firm
that specializes in Hispanic cultures, says
that “the most successful non-Hispanic
managers have taken the time to learn
functional Spanish vocabulary needed on
the job.”

If you don’t know Spanish and your
workers don’t speak English, there are

numerous resources available that can help

Tailgate training tips
Tailgate training is an excellent way to
verbally communicate important safety
messages to workers from all cultures.
Here are some tips to help you conduct
effective 10- to 15-minute tailgate train-
ing sessions.

P Keep your training sessions small. Ten

or fewer employees is a good number.

P Hold sessions in a “comfortable” spot
for workers, such as outdoors near the job
site or in the employee break room.

P Hold sessions at a “dedicated” time
early in the week — and, if possible, right
before workers go out on the job.

P Stick to just one safety topic per session.

P Choose trainers to whom your workers
can relate. Supervisors or co-workers are

IRRIGATION PRODUCTS

NO AC Power
NO Solar Panels

NO Lightning
Risk

Water
Management g8

_,.l

1210 ACTIVITY DRIVE
VISTA, CA 92081-8510
PHONE 760-727-0914
1-800-322-9146

FAX 760-727-0282

LEIT Irrigation Controllers

The preferred power irrigation solution

*Commonaresss. Powered by an
sSiepss s = internal, ultrahigh

iswps efficiency photovoltaic
module and a
microelectronic energy
management system
fueled by ambient light.

The LEIT controller can automate
your irrigation system in any region,
under any weather conditions, day
or night, using only ambient light as
the source of energy.
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Outstanding Value!

m 1000z 21/61

27-hp Kohler V-twin engine with cylinder

head cleanout feature—plenty of power to
handle the toughest of jobs & easy
maintenance for longer engine life

Commercial
Mower
Specialist

www.Ferrisindustries.com
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usually the best
choice. High level
managers or “office”
personnel aren’t.

P Hold training ses-
sions in a language
your workers under-
stand. If sessions are
only held in English,
have a bilingual super-
visor or worker ver-
bally translate the
sessions into Spanish
as they’re being
presented.

P Don’t assume that your workers can
read — even in their own native lan-
guage. Make use of as many “visuals”
(photos, illustrations or actual products or
equipment) as possible.

P Look for any indica-
tion that workers
don‘t understand
what's being said. Pay
close attention to the
expressions on their
faces.

P Seek employee par-
ticipation. Have work-
ers “demonstrate”
anything that can be
demonstrated. Allow
time for questions at
the end of the session.

P Don‘t skip training sessions during your
busiest weeks. Those are the times injuries
are most likely to occur.

P Document attendance in writing at
each tailgate session.
—BM

you, LaCalle says. These include local uni-
versities and community colleges, industry
trade associations with committees dedi-
cated to safety issues, community organiza-
tions that serve Hispanic persons, outside
consultants and even OSHA itself, which
has “a wealth of material available in vari-
ous languages, especially Spanish,” she says.

More useful tips

What else can you do to ensure that you
are effectively selling safety to your His-
panic workers?

Be aware of cultural differences. For
example, don’t be surprised if your Mexi-
can workers or workers from other His-
panic cultures are hesitant to ask questions
of their supervisors. Questioning persons in
authority — as well as direct eye contact —

BECAUSE EVERY YARD COUNTS
S —

—
.

For info, call 1.800.286.6100.x.280 email: sportturf@penningtonseed.com

N

or visit: www.penningtonseed.com
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It's true to your game, and ours. That's why
we make it our business at Pennington to
provide lush, durable turfgrass for any
managed property or athletic field.

Our Applaud Perennial Ryegrass series is
rated #1 for its high turf quality, disease
resistance, density, color, and mowability.

Pennington’s Plantation tall fescue is also
the top in its class, because of its fine tex-

ture and outstanding dark, green color that

will endure any condition, any time of year.

Our bluegrass and perennial ryegrass is so
good, it was used to cover every square inch
of the season’s toughest game in profes-
sional football - SUPER BOWL XXXVIII and
will  continue to cover the next four Super
Bowl fields.

Whether it is the biggest arena in pro foot-
ball or your front lawn, you can trust
Pennington to go the extra yard for all your
turfgrass needs.

NV

e R,
PERRINGTON
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LEAVING NO
grub UNCURLED.

Before Merit" came on the market 10
years ago, John Buechner, Lawn Doctor’s
director of technical services, didn’t have
a grub control product he was comfortable
recommending.

4 “Our biggest challenge was inconsis-

% ~tency with the available product, Oftanol,”

7" he says. “When Merit came on the market,

- we saw consistency of performance

' andideal length of control. We've been

. ' confident in recommending and selling

: it to.our customers for a decade.”

i Jack Robertson, owner of Jack
Robertson Lawn Care in Springfield, IIl.,
also has a high level of trust in Merit
performance. In fact, 95 percent of his
customers use Merit. “We used to

4, ,i ‘ have difficulties with application timing

“\ "\\\ before Merit came along,” says this

. 2P-year lawn care veteran.“Merit’s flexible

AN timing allows us to apply in late spring
or summer without making an extra trip.
That saves us time, sweat and money.

( | think a lot less about grub control since

3 | know Merit is taking care of it.”

‘ Both Robertson and Buechner see a
bright future for Merit. “It's such a unique
product with no resistance issues, | think
we're still just learning how to use it,”
Buechner adds.

- To learn more about Merit, call Bayer

X Environmental Science at 1-800-331-2867

. orvisit BayerProCentral.com.

~

is considered disrespectful in many of these cultures. “Body lan-
guage is an important issue,” Bishop says. “You can use body lan-

guage and gestures to communicate non-verbally, but you can
also offend your workers if your body language is different from
what theirs is in Mexico.”

Don’t assume that all of your crew members can read and
write — even in their own native language. Provide all safety-
related information in your workers’ native language. Even if it’s
presented orally, she suggests using photos, drawings, graphics,
“sign language” and demonstrations along with it.

Locate safety videos in your workers' native language.
“Some of our safety training, such as forklift training, is done
with Spanish language videotapes and support materials,” Welch
says. Don't, however, let a video take the place of a safety
trainer, LaCalle cautions.

Make use of your own work force. Find out which of your
workers are bilingual, and use them to communicate safety infor-
mation to their colleagues, Gonzalez suggests. “Also, if you have
individuals working in teams, try to make sure an immigrant
worker is paired with a domestic employee. It may be your incli-
nation to allow immigrant workers to work together because of
the language barrier and their level of comfort with someone who
speaks the same language. However, to avoid safety hazards,
wanting to accommodate employees might have to be put aside,”
she says. At The Bruce Company, Bishop says, “we try to mix our
crews with some from Mexico and some other workers. We also
have some foremen from Mexico. They have to be bilingual.”

Don’t use slang or jargon. Be especially careful if you're
conducting a safety training session in English that's being trans-
lated into Spanish as you speak, LaCalle says. Speak slowly, use
short sentences and try to find different words to communicate
the message more than once, she suggests.

Don’t get frustrated and don't give up. “Simple measures
can go a long way in making your Hispanic work force feel com-
fortable and stick around year after year,” Gonzalez says. Lm

— The author is an agricultural/horticultural project consultant
and freelance writer who lives in Belleville, W1.

Contact her at bamu100@aol.com.
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Oregon Tall Fescue Commission

1193 Royvonne Ave. S. / Suite 11 / Salem, OR 97302 / 503-585-1157

The tough tolerant terr1f1c turfgrass
preferred by today s homeowners'

Today’s improved‘ turf-type tall fescues are ‘naturally
darker and finer-leafed with enhanced disease

" resistance b'réfd into each seed. Landscape managers

find tall fescues now have less vertical leaf growth
for fewer mowings and less clipping removal, and
many newer cultivars contain endophyte for insect
resistance.

Don’t forget that low maintenance tall fescues have
always been drought, wear, shade, and cold tolerant.

To ensure quality and integrity in the seed you
buy, make sure it says Origin: Oregon on the seed
package analysis tag. |
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“With five crews on the street every day,
our equipment takes a real beating.
We wouldn’t own anything but BOB-CAT*® mowers.”

Ryan and Colin Taheny, Co-owners, Ryco Landscaping, Lake in the Hills, IL

It’s Gotta Be BOB-CAT

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

or www.bob-cat.com for the dealer nearest you.

Circle 151



http://www.bob-cat.com

m AN INCOME ADVANTAGE

Profit with

garden mai

Little investment
and high customer
satisfaction make
this add-on service

a win-win situation

BY DANIEL WEISS

ike most businesses, the
Green Industry expanded in
the mid to late nineties, then
reduced, laid off and tight-
ened over the last few years.
With the booming economy
in the last decade of the
twentieth century, we, like many others,
thought the money wouldn’t stop and sell-
ing contracts, landscape installations and
additional services might continue forever.
With the economy beginning to turn for
the better, we look to the future with a
hardened sense of our business practices
and realistic expectations of ourselves, our
employees and our customers.

Garden maintenance is an excellent way
to expand either a current landscape con-
struction/installation business or a turf
maintenance business. It has little equip-

ment investment, has high customer and

employee satisfaction, provides regular cash
flow and profitability, leads to other services
and creates long-term customer
relationships. It’s also a way to gain an un-
derstanding of landscape, turf and plants,
and to develop a deep professional and per-
sonal commitment to plants and their care.
Landscape and garden maintenance has

a long tradition in landscape history. Before

ntenance

Without regular maintenance, stonework
gardens fall into decline and their revitalization
becomes extremely costly.

the “creation” of landscape architecture in
the 19th century, European landed gentry
and royalty hired workers to shape their

lands. Sometimes, the owners themselves,

through self learning, experimentation and

www.landscapemanagement.net / APRIL 2004 / LANDSCAPE MANAGEMENT 35



BUSINESS AN INCOME ADVANTAGE

managing their own construction projects,
pioneered ways in which plants and land-
scape could be used and created.
Gardening staffs later provided addi-
tional plans for improvements, pioneered
strategies and technologies to take care of
the properties, and provided maintenance
to keep the landscape in order for future
generations. In the United States, we con-
tinued with this tradition. Examples in-
clude George Washington's Mount Ver-

non in Virginia or Harvey Ladlau'’s Topiary

and Estate Gardens in Maryland.

Whether providing service for a land-
scape in the 18th century or the 21st cen-
tury, landscapes require regular mainte-
nance. If neglected, like any historical
estate, they fall into decline and disrepair
and start to not only look bad but exhibit
poor plant health.

What it takes
Garden maintenance involves pruning and
trimming of flowers, shrubs and trees, edg-
ing and weeding beds, fertilizer applica-
tions, mulching and annuals. It's a natural
expansion of managing a client’s turf or
providing landscape installation.

Like turf maintenance, garden mainte-

nance provides for regular cash flow. It's a

7 reasons why you should
consider garden maintenance

1. Little investment capital needed

2. Very high customer and employee satisfaction

3. Regular cash flow, profitability
4. Leads to other services

5. Long-term customer relationships

6. Gain an understanding of landscape and plants

7. Develop a deep professional and personal commit-

ment to plants and their care

service that you should set on a regular
schedule and identify a specific amount of
time, at a specific rate. The schedule could
be weekly or monthly, and it should detail
exactly what you will provide each client.
In southeastern Michigan, that rate is any-
where from $25 to $45 per hour. Most
seem to fall in the $30 to $40 per hour
rate. Personal gardeners generally charge
rates less than those,
perhaps in the $12 to
$30 per hour range.

For the landscape in-
staller, a selling point for
this service is that you're
the best one qualified to
understand the client’s
overall objectives on the
property. Perhaps your
firm has just installed a
portion or an entire
landscape on the
premises. Thus, you've
spent a fair amount of
time trying to under-
stand the client’s objec-
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Attractive landscapes such as this one are a
combination of turf and healthy ornamental
plants. Each requires different care.

tives and have fashioned the project to-
wards satisfying the design intent. In land-
scape and garden maintenance, you're al-
ways working to bring out the natural
aesthetics of the plant material and design

without letting nature run wild.

Keeps you focused

For one, maintenance keeps original objec-
tives in order or can mean a totally new al-
teration in function and appearance using
the same existing plant material.

For instance, several years ago I met
with a client who had a pool. His back-
yard was fully landscaped at the time,
and we were deciding which of the
shrubs and trees should go and which
should stay to achieve his objectives. At
the back of the pool, they had a small
hedge about four feet tall, which gave
them little privacy to their pool area. |
suggested burning bush for its tolerance
to a variety of conditions, brilliant fall
color, ease of care, few disease and insect
problems, and the fact that it would form

continued on page 43
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Compact track loaders Without our 1300
keep you going in

any weather! wed lose a lot Of work days
* More traction on soft ground lo 7(llnv weather.:

* More flotation on turf and
soft ground

* More lifting capacity

* More profitable hours

Plus, it doesn’t leave ruts in the ground like a wheel
loader. And we don’t have to worry about flat tives.
I'd been waiting for a Bobcat track loader with the

hagh lift capacity of this machine.

Brian Benford
Evergreen Forest Products
Wilmington, North Carolina

Visit our website WWW.bObcat-com/031 7




Bobcat Attachments
There’s one for every job —
and the dependability is built in.

By eliminating repair work,
the machine saves us at least
an hour a day.

We work on some pretty nice yards and the
last thing you want to do is spend time and

money repairing turf. Also, we can turn on

asphalt driveways on hot summer days

without leaving marks. Trencher

Jerry Hodgson

Jerry’s Tree Service

Chetek, Wisconsin

Go from all-wheel steer to
skid-steer at the flip of a switch!

Soil conditioner :

* Four steerable axles * Low-effort joystick operation ...and more!
* Low ground disturbance e Standard two-speed EES PR Ry T,
e Low tire wear  Vertical lift path &

One Tough Animal

Tl freefor Buyers Guide: 1-866-823-7898 ext. 0317
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card today and find out how you
can add Bobcat equipment and

attachments to your work crew!

= gobedt

m YES!

One Tough Animal

t for
my work crew.

more about Bobcat
equipmen

| want to learn

Name e ___Title

Company g B | L=

Street Address L PO Box __

City = e e =N RE, State/Prov ____ ZIP/PC ____ Bl

Phone: Home __ i — _ Business_____ S e e e e e ey
E-mail Fax

T Osend me periodic Bobcat information by e-mail. ———w B p—— N o o _— .
1. Which of the following do you use?

O Skid-Steer Loader O Loader Backhoe 1 Compact Excavator O Compact Track Loader 2 Utility Vehicle < Articulated Loader O Other_
2. Which Bobcat products interest you most? List model(s).
J Skid-Steer Loader _ O Compact Track Loader

. J  All-Wheel Steer Loader J  Mini Track Loader

O Compact Excavator A VersaHandler® TTC O 2100 Utility Vehicle = J Loader Backhoe

J Attachments B A Compaction Equipment O Toolcat™ Utility Work Machine O Portable Power Products N
O Other = - . R \

3. Do you currently own? _ ___ J Bobcat Products __J Other Brands

4. Do you know the name / location of your Bobcat dealer? J Yes 3 No

5. Are you a current customer of a: J Bobcat dealer who handles Bobcat equipment J Other compact equipment dealer J Have not previously purchased compact equipment

6. Would you like someone to contact you regarding any of the following?
J Demonstration J Price Quote J Trade-In J Rental J No contact, please J Other _

7. What is your purchasing time frame?
J Immediately J 1-3 months J 4-6 months J 6-12 months J Over 12 months

8. Comments: _
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Put world-leading Bobcat
compact equipment on your work crew!

Zero House Swing
compact excavators

All-wheel steer loaders Loader backhoes

Call toll-free

1-866-823-7898 cx:. 0317

Here are more good reasons
why Bobcat compact equipment
is the world leader!

Power Bob-Tach™
mounting system

Switch standard attachments
without leaving the comfort of
your cab. To connect or disconnect,
simply flip a switch

Engine and Hydraulic Systems

Monitor with Shutdown

A standard feature on most Bobcat loaders, excavators
and utility machines, this system monitors vital machine
functions, such as engine coolant temperature, engine
oil pressure and hydraulic oil temperature. If a monitored
function is out of normal operating range, the system
provides an audible alert, a warning message and,
depending on the severity of the function, may shut
down the machine to avoid catastrophic failure.

Control Options
Many Bobcat loaders offer three configurations for
controlling hydraulic functions

* Standard Mechanical Hand and Foot Control

¢ Optional Advanced Control System
(pushbutton select of hand or foot operation
of lift and tilt functions)

¢ Optional Selectable Joystick Controls
(pushbutton select of two different hand
control patterns)

Serviceability

A swing-out tailgate and
transversely-mounted loader
engine allow easy access to

all engine maintenance points.

Chaincase

¢ Never needs adjustment

¢ Virtually maintenance-free
® Less downtime

¢ Stay-tight wheels

Belt Drive

The unique Bobcat belt drive design allows loader
engines to be run slower, resulting in a quieter
machine that lasts longer and uses less fuel.

Exclusive Engine and

Hydraulic Oil Cooling System

Nylon reservoirs minimize condensation and aeration
for continually clean oil. Clean, cool air is brought in
from above, through the engine and hydraulic oil coolers,
thenexhausted out two side vents. Only ambient air
(not engine-heated air) goes to the cooling package.

Service and Support

When you buy Bobcat equipment, you get the
support of the worldwide network of Bobcat
dealers equipped to handle all your parts and
service requirements.

for a FREE Video Catalog and Buyer’s Guide.

Visit our website

One Tough Animal

www.bobcat.com/0317

Bobcat Company * P.O. Box 6000 » West Fargo, ND 58078

An (IR IngersoliRand business
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continued from page 36
a large hedge. They said great. I said,
“Quit trimming the ones you have!”

Of course, maintenance provides the
best chance for plants to live healthy and
vigorously, and to provide their best char-
acteristics. Within a short period of time,
perhaps two seasons, the simplest to the
most expensive or elaborate landscape will
fall into disrepair without regular mainte-
nance. Plants become overcrowded, some

overwhelm others and some just decline.

Everything needs maintenance
On the other side, the landscape client
needs to understand the future costs of gar-

scape maintenance and its costs.

An understanding of future time and fi-
nancial commitment is important, too. It's
easy to find examples where maintenance
is king. At the Chicago Botanic Gardens in
Glencoe, IL, it takes a 1,000-person volun-
teer workforce to keep the dozens of ex-
quisite gardens beautiful.

Fountains, ponds and stonework gar-
dens would fall into decline and their re-
vitalization would be extremely costly.
Even beautiful in disrepair, the central
fountain work in the rose garden at Fred-
erick Vanderbilt's Hyde Park in New
York hasn’t been restored as of yet due to

money. The rest of the perennial and rose

A properly maintained garden such as this one
exhibits expertly pruned shrubs and trees.

den services when they’re deciding to im-
prove or rework their landscape. There’s
really no such thing as a “no maintenance
landscape,” and the simplest concerns such
as weeding and mulch should always be a
part of an overall understanding of land-

gardens have been restored mostly

through grants and volunteer efforts, a
revitalization project for an important
estate and garden from the Gilded Age in
American history.

Landscape and turf maintenance has
the most regular yearly budgets for com-
mercial properties, but theses services
should be budgeted by the residential cus-

www.landscapemanagement.net / APRIL

tomer as well. While landscape expansion
projects eat up large portions of money at
once and at a highly profitable rate, the
long-term expenditure of landscape main-
tenance should easily exceed single expan-
sion projects. It's a case of the tortoise and
the hare. You and your clients should gen-
erate long-term benefits.

A modest $S investment
Investment costs for providing a high-end
garden service may be the smallest out of
the variety of services you provide to your
customers. Instead of skid-loaders,
trenchers, trailers and expensive mowers,
all you need is a truck to get around, some
simple but rugged hand tools and people
to work.

The biggest investment will be on a
qualified supervisor for the crew. Interns
from various horticultural programs, mas-
ter gardeners, people who have worked in
retail garden centers and landscape “peo-
ple” all may make good supervisors to lead
or fill your crew. And you'll find that gar-
den people are some of the most passion-
ate and committed employees who work
in the field and are committed to your cus-
tomers and the plants they take care of.

Taking care of the landscape and
garden for your clients may be the most
important service you could provide.
Why? In my experience, I've found that it
results in the most satisfaction for the cus-
tomer on a regular basis. A new landscape
is fresh and exciting, but having one’s
weekends free and having the grounds
prepared before a Memorial Day party, a
birthday or a graduation, leaves your client
to concentrate on other activities that ulti-
mately make them happy. Often, that's
what they appreciate most. And when
they’re happy, you should be happy. 1m

— The author is president of The Elysian
Design and Landscape Group, Inc.,
Keego Harbor, MI. He can be reached at
lysiand

ign@aol.com.
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TREE CARE FOCUS

free DUSINESS

he year is 1998. You own a
successful lawn, tree and
shrub care company.
You've got 10 to 15 trucks
that go out every day. Your
techs treat thousands of
properties annually. You've
got a customer service staff to die for, a
top-notch marketing team, an in-house
CPA and a capable general manager who
runs the whole thing so well it seems as if
it were your own personal diversion.
Over the years, you've had all
the perks: fast cars, vacations
in exotic locales, etc. But

now you feel unfulfilled
and bored. You inform your management
staff that you feel you should branch out
into other businesses, but which ones?

Everyone’s full of ideas: pest control,

irrigation, landscaping, garden center. Hey,
how about tree work? You get lots of calls
from clients requesting tree work, and you
used to climb trees as a kid, throwing
apples at your kid sister.
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This lawn care operator tells of the
mistakes he made in his foray into the
tree care business &vDicksare

Your staff is hesitant, saying the tree
service industry is completely different from
the lawn care business. But you pcund on
the table and say, “I loved climbing trees
when I was a kid, so tree work it is!”

It pays to listen

Fast forward to July 2003. I've just shaken
hands with the new owner of our tree ser-
vice, and the only time I've been happier in
my life is when I sold my boat!

Why didn't I listen to my staff? We're
several hundred thousand dollars poorer
(not counting management time) and a lot
wiser. The only thing the lawn care indus-
try has in common with the tree care
industry is that they’re both in the Green
Industry. It's like being a foot doctor and
deciding you can become a brain surgeon.
It can be done, but it’s a lot of work and
you need a little luck.

Wall Street is littered with thousands of
companies that were good at their core busi-
ness, but when they wandered outside of
that they stumbled and fell. A great example



is Kodak. When they went into the copier
business, it wasn't a pretty picture, and they
got back out again. McDonald's got into the
pizza business and lost a lot of dough.

Why do some make it and others fail?
In our case, [ believe it was the failure to
initially find the right person to run the
tree business, as well as a lack of know-
ledge on starting an ancillary business ven-
ture. If you have a multi-million dollar
business going, it's difficult to start a corre-
sponding company that’s small, employs
used equipment and a different type of
employee. The new start-up must main-
tain the image, service level and reputation
of the parent company, and that turned
out to be an expensive proposition for us.

Our tree service sales jumped up to $1

million within three years of the business’
inception. This growth required three
crews and about $300,000 worth of equip-
ment. This capital outlay put an incredible
cash strain on the lawn care division, as well
as increased the debt load of the new com-
pany and caused the bank to balk at future
financing. Staffing so quickly led to poor
hiring decisions and employees from the
place people tell you to go to in traffic.

Our office staff blended nicely with the
tree division, but the business needed more
land, which was purchased at additional
expense. Maintaining equipment was an
incredibly high cost, so a full-time me-
chanic was hired. That turned out to be a
great asset for the lawn care trucks as well,
so that was a plus.

Danger ahead

The biggest difference between lawn care
and tree care is the potential for danger in
the work. Lawn spraying may cause a bad
back or sprained ankle, but it’s kind of hard
to get killed. Over 50 people die per year
in tree care and 44,000 are injured by
chain saws alone.

Safety training should have been a top
priority and it was high on our list, but our
most pressing issues were profits (or lack
thereof), handling the onslaught of work
and finding qualified people who were
hard-working.

Climbing trees sometimes attracts swash-

ArborGold Software

Complete remote office.
100% SYCHRONIZABLE
database.

Print proposals on site,
eliminate data entry,
streamline your office.

Complete customer and job management
from the minute your phone rings!

*ArborGold includes a FREE version of
PhoneCenter Software!

1-800-933-1955
30-Day Money Back Guarantee!

Free Demo

Worksaver’'s SmoothCut™

stump grinders make stump
removal fast and easy.

The SmoothCut™ PTO powered stump
grinders feature a cutting wheel design
that delivers higher productivity

Presentation
www.ArborGold.com
sales@turftree.com

Tree Management Systems, Inc.
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and smoother

cutting action

with it’s durable,

replaceable

carbide-tipped

cutting teeth.

The SureFoot™

stabilizer bar

provides solid S

footing during - B s

operation. Y 4 SureFoor™

Harden bushings g&;& . stabilizer bar

are used at all - =

major pivot points for Designed. Engineered.

improved performance. Remarkable Value.
@ For more w—— Worksaver, Inc.
YT information, \ /A ’ mchflz'lg' :0;2:)2064)100
ARBORCOLD contact your . Phone: 217-324-5973
e — Worksaver dealer. Fax: 217-324-3356

E-mail: sales@worksaver.com
Web: www.worksaver.com
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buckling John Wayne types who don'’t let
safety equipment and corporate rules keep
them from removing or pruning trees.
Hiring and failing to rein in one of
these cowboys caused an unexpected and
expensive cost. This employee had two
accidents that totaled $1 million plus that

eventually caused the tree division to be-

come uninsurable (assigned risk category).

That wasn'’t even so bad until we learned
that the lawn side would have to go into
assigned risk as well, due to the two com-
panies having common ownership.

To add insult to injury, OSHA came in
and fined us for various things, including
forklift training on the lawn spraying side.

We had no choice but to sell off the
tree equipment and work out a deal for an
asset sale of the division. Now, we're the
landlord for the tree service and have a
franchise agreement with the new
owner/manager for the next five years.

A different animal
As I mentioned earlier, the tree industry is

a different animal from the lawn, tree and
shrub maintenance industry. It isn't a route
business, but more like landscape contract-
ing. You must always be trolling for new
customers since only 30% to 40% are re-
peat customers. The tree jobs can be large
and dangerous, and a crew can be in a
storm or on a large contract for weeks. A
mistake on the job can mean a death or a
tree through the middle of a house, usually
when you're on vacation.

Needless to say, we're much wiser now
about entering new businesses. I figure it
cost me $10,000 for each apple I threw at
my sister. Lm

— The author owns Arbor-Nomics, Inc.,
Norcross, GA. He can be contacted at

2N
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SAMSOIN;

ROPE TECHNOLOGIES
The Stron.

gest Name In Rope

Engineered to perform in
the toughest conditions.

Samson tree ropes are engineered to maximize
performance where ropes are expected to run against
bark and through crotches, to support and control
descending loads—all while providing a reliable working
life and @ margin of security for climbers. Whether your
needs call for braided or twisted, dimbing
rope or heavy-duty bull rope, Samson

has the rope you're looking for.

When your job is the outdoors, your work is only as
good as the tools you use. That's why Forestry Suppliers
features more than 9,000 top-quality products geared
especially to outdoor professionals from dozens of
disciplines. Every product we sell comes with the best
technical support and customer service in the business,
and each is backed by a 1009 Satisfaction Guarantee!

Check us out for yourself. Give us a call or log on to

www;forestry-suppliers.com to get your own free copy
of our latest 670+ page catalog today.

Forestry Suppliers, Inc.

www. forestry-suppliers.com

Sales 800-647-5368
Catalog Request: 800-360-7788
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See How The Bush Hog*
Zero Turn Riders Perform

IN YOUR WORLD

BIG PERFORMANCE
* Quality cut in lush, heavy grass "' \ Qé':;‘;
* Smooth cut on hills, contoured terrain Financing

* Thrives on rugged demanding work

* Delivers manicured look every time

* Climbs easily over curbs and walkways

Bush Hog® Zero Turn Riders are part of an
American Legend. Bush Hog® products mow
America’s farms, roadsides, rights of way,
office parks, schoolyards, airports, parks
and yards. See them perform at
www.bushhog.com/landscape

See the performance of
Bush Hog® compact loaders ;
at www.bushhog.com/landscape ,

) BUSH HOG”®

s Performance You Can Count On*™
&

BUSH HOG, L.L.C. * P.0. Box 1039 * Selma, AL 36702-1039
(334) 874-2700 - Dept. LM-04 «+ www.bushhog.com/landscape

v
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HOG® Mows More Than 30,000,000 Acres A Year.
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Having a ball

Well, not exactly, but moving a
record-sized rootball didn’t get away

from this Davey crew

ESE . says Binkney, supervisor at The Davey
LE "‘ B Tree Expert Company's National Tree

l Moving branch. “We are the only company
capable of moving trees this big. This was
definitely the largest in our history.”

The tree, which had a rootball measur-
ing 42 feet, was one of two live oaks
moved this fall by Davey’s National Tree
Moving operation as part of a construction
project by a national client. The other tree
boasted a 35-foot rootball.

The larger tree’s statistics include a
weight of 353 tons and a 55-inch diameter
measurement. Binkney said the smaller
tree was nearly 326 tons and 42 inches in
diameter.

“The two oaks were growing at the site
of construction, and our client wanted to
preserve instead of destroy them,” Binkney
says. “We moved them about 300 yards to

a reserve section near the wetland area.”

This oak weighs 353 tons, n his entire 27 years spent moving

has a 55-in. diameter and its trees, Harvey Binkney has never Making it happen

rootball measures 42 feet. seen a rootball quite as big asthe ~ The entire move took six weeks. Ten semi
one excavated in Auburndale, FL.  trailers were called in to locate equipment

Opposite page: A boring pit
was excavated and I-beams
were inserted to create a
lifting platform.

In fact, he’s pretty sure that it's and material to the site. Binkney said the
the largest area of square footage move was a typical example of how most
to have ever been lifted from the  large trees are re-located. The process
ground and then relocated. begins with careful examination of the
“I've been doing this for a long time,” tree, particularly for rootball size.
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“We determine the
rootball size by considering several things
including the caliper of the tree,” Binkney
says. “Once we determine that, we lay out
the rootball and then begin digging. For
these trees, we dug by hand to a depth of three feet.”

After digging, the Davey crew cut the roots with handsaws,
excavated the soil and prepared it with burlap and wire. Once the
tree was prepared, a boring pit was excavated and pipes were in-
serted to create a wall-to-wall lifting platform under the rootball.
I-beams were inserted beneath the pipes to accommodate the
beam trailer, which was built on-site. The pipes, which were 7
inches thick and inserted under the larger tree, were 44-feet-long;
under the smaller tree, they were 38-feet-long.

“The 42-inch tree was growing right next to utility lines. We
worked with the local power company, which put insulation
around the lines. The phone company granted us permission to
dig in its easement,” Binkney says.

“The move itself was as textbook as tree moving gets. The
unique aspect was the size of these trees. This is why communi-
ties and organizations come to us. We set the industry standard
that no other tree-moving company can reach. We have the
equipment, personnel and skills needed to take a large tree and
move it as though it were a tiny shrub.” Lm

— The Davey Tree Expert Company provides tree, shrub and

lawn care, large tree moving, grounds management, vegetation
management and consulting services throughout North America.
Davey is employee-owned with nearly 5,000 employees in the United
States and Canada. For more information call 330/673-9511.

\VEY LARGE TREE MOVING

D/
-
g

Iree Climbers

Rope « Ascenders/Descenders «
Spurs/Spikes « Hand Pruning Tools & Accessories

Poles, Pruners & Accessories « and more ...

g\_UE RIDQQ 540-829-6889
A 800-577-TREE

Arberist Supply . o

www.blueridgearboristsupply.com

Secure Online Shepping

" Climbing
harnesses

PO Box 1626 « 17277 Poor Farm Rd. « Culpeper, VA 22701
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THE BEST SINCE 1921

One of the
Largest Selections

of Pole Saws{Blades

for the ;
Tree Care Industry

9s-B
5s-B
57s-B
d from Fanno
International

B Fl17s-8
b Fl 13s-B
FI H13s-B
FI K155-B
Fl 1125s-B

- FANNO SAW WORKS
P.0. Box 628, Chico, CA 95927
30) 895-1762 fax (530) 895-0302

www.fannosaw.com
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ADVICE YOU CAN USE

Many owners don’t look to recruit and hire truly
talented people because they feel they COSt
too much and can't afford them.

Make time to hire the best

50

BY ED LAFLAMME

ask my clients: “What'’s the biggest chal-
lenge facing your company in the next 12
months?” And they almost always re-
spond, “Finding and keeping good peo-
ple.” When I hear this, I ask them how
many hours of the week they devote to

solving the problem.

In his book, “Execution: The Discipline of Getting
Things Done”, author Larry Bossidy (a former customer
of mine) relates how, as the chairman and former
CEO of Honeywell International, and former CEO of
Allied Signal and vice chairman of GE, he spent at
least 40% of his week working on and with “the peo-
ple” during his first year with a company. After the first
year, he spent more than 20% of his time that way.

Bossidy interviewed, hired, mentored, counseled
and spent a great deal of time making sure he had “the
right people, and they were in the right jobs.” The re-
sult of his efforts showed up in the bottom line of each
of these companies. So, before we throw our hands up
and say we can'’t find good people, we have to be hon-

est and ask ourselves if we have really made the effort.

Too expensive?

Talented people are invaluable in your business. Many
owners don’t look to recruit and hire truly talented peo-
ple because they feel they can't afford them. Actually,
the reverse is true. Talented, high-energy individuals
with great attitudes add value in so many ways. They
create profits, raise company standards, attract other tal-
ented people, foster a spirit of innovation and generally

make life easier for everyone — including the owner.

Another hidden value that isn't found directly on
your balance sheet is that your talented people become
a tangible asset. Here's an example: I represent owners
in the Green Industry who desire to sell their compa-
nies. | recently called on a potential buyer with what
felt would be an excellent fit. The potential buyer
quickly zeroed in on the quality, length of service and
the talent the seller had in his people. This was an

“asset” the prospective buyer was willing to pay for.

How to keep ‘em
So, let’s say you've attracted some great people but
wonder how to keep them. In my observations, owners
that take an interest in their people link rewards with
results, offer council and commendation and create
“learning organizations” that compel people to stay.
People want to learn and be challenged, and they want
good communication where they feel they know what's
going on and can contribute to making a difference.
And never forget recognition. Some hard workers long
for their managers or company owner to acknowledge
their accomplishments. After a while, these people leave
and find a company that will satisfy this inner desire.
Take the time to find good people, put them in the
right positions and spend time with them. Then, create
a learning organization and budget money for educa-
tion, training, seminars and books. Lastly, thank them
for their hard work and accomplishments, for these tal-
ented people are the ones that create true value and
make great companies.
— The author built and operated the largest landscape
company in Connecticut before selling it in 1999,
He now operates Grass Roots Consulting, Inc.
He can be reached at ed@grassrootsconsulting.com.
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“With all of its capabilities,
the Sentinel has been a real blessing.”

Tracey Soliday, Planned Work Specialist * Disney’s Wide World of Sports® Complex

AT BAT BALL “STRIKE ouT WE

123 458 7090 of wws wms o

Having the right tools makes all the difference. Just ask anyone who uses
the Sentinel™ Central Control Irrigation System. While technologically
advanced to handle the most complex projects, the Sentinel is
remarkably easy to use. And with the flexibility to expand to your

needs, the Sentinel is perfect for the largest commercial applications to

| the smallest. So if the Sentinel can do so much for these perfectionists,

just imagine what it can do for you. For more information, contact

your local Toro representative or visit us at toro.com.
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Nick DiBenedetto
& Manny DeSouza

» ND Landscaping, Inc.

BY JASON STAHL / Managing Editor

Nick DiBenedetto and Manny
DeSouza co-own ND Landscaping,

a $4.1 million full-service landscape
company located in Topsfield, MA.
The company performs residential
design/build and maintenance services
as well as snow removal for commer-
cial clients. DiBenedetto and DeSouza
are both members of the Associated
Landscape Contractors of America and
JP Horizons’ Owners’ Network.

This might be a dumb question, but are
you guys Red Sox fans?

Nick: Yeah, we keep can eye on the Red
Sox. I went to three games last year.

Manny goes to a couple a year.

You guys are Bostonians through and
through, aren’t you?

Nick: You bet. We are a Yankee-type
breed. We grew up in Massachusetts and
lived here all of our lives. I like the history
it has and the diverse ethnic populations.
It's not overwhelming, either, and itisn’t a
grid pattern-type city like a New York or
Chicago. It's also an excellent sports town.
Manny: We like the diversity of having four

seasons, too.

How would you characterize each other
from a business partner perspective?
Nick: Manny is very detail-oriented. He

follows up well on details that are necessary

PERSONALITY PROFILE

for things to be carried out. He also whittles

the decision-making process down to the
correct pace. He's very diligent and carries
tasks through from beginning to end. He
also has an incredible amount of patience.
Manny: Nick is a huge visionary. He looks at
the big picture and has big ideas and a great
entrepreneurial spirit. He doesn't let the
little things get in the way of his plans; they
don't bother him. He's also very dedicated,

and more detail-oriented than he thinks.

How do you guys spend your leisure time?
Nick (joking): Building pools. That's one of
the things we do as a business, but we're
both laying bricks for our own right now.
But seriously, I have three kids, so youth
sports take up a lot of time. We also like to
get up to our summer home on George-
town Island in Maine.

Manny: | also spend a great deal of time
doing family things. My daughter is into
dancing, so we're very involved in that.
also help coach my son'’s baseball team and
daughter's softball team. I also love to golf.
(Confesses he’s a 16-handicap).

What is the number-one goal of your
company right now?

Nick: The big thing Manny and I have
looked at is developing a company that
meets the needs of our market, and I don’t
think we've come close to meeting that yet.
Six or seven years ago, we had a detailed
discussion on who our market is, and we

determined that it was anybody who has a
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deep understanding and need for high qual-
ity landscapes. We found that the residen-
tial market is more in-tune with that desire.
Manny: Our niche is in the high-end
residential market. Our snow removal
clients, however, are 95% commercial. It's
our only profit center where we step away
from the residential segment. The expecta-
tions are higher for snow removal in the

commercial sector.

Are you guys millionaires yet?
Nick (joking): Manny is. But seriously, I know
I don't have a million dollars in the bank.
But if the right buyer came along, I might.
Let's just say I'm incredibly pleased with
the lifestyle this industry and my business
has afforded me because of the value to
command what I do in my free time.
There's a huge potential for richness beyond
counting dollars. When we started, I was
told by an old-timer that we probably would-
n't be finandially successful. I think we
proved him wrong.
— ND Landscaping participates in
JP Horizons' People Solutions programs.

To learn more visit www.jphorizons.com
or call 877/574-5267.


http://www.jphorizons.com
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|t’S OK tﬂ Gl'y. Who wouldn’t? There you were,

just humming along, getting the job done so you could get to the
baseball game tonight. Then you heard that awful silence. The
good-for-nothing engine in your mower quit. Done. You've had rela-
tionships that have lasted longer, and that isn’t saying much. So
now you're stuck with a piece of equipment that won’t budge and a
half-done job. Your crew isn't thrilled either. If a Kawasaki engine
was powering your mower, you'd still be humming along. Thinking
about the game. Because Kawasaki engines are seriously durable.
Everyone in the industry knows Kawasakis are unstoppable, job
after job, season after season. Well, everyone except the poor
schmucks who aren’t using them. So go ahead, let it out. Maybe
they’ll hear you all the way over at the baseball field.

Kawasaki Engines. OUTLASTING.

Kawasaki

Engines/Power Products

For more information on our complete line of products or to locate your
nearest dealer, visit www.kawpowr.com, or call 1-877-KAWPOWR.
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Innovations

HOT NEW PRODUCTS

Merry mowing

Swisher’s zero-turn mower
with 50-in. deck features a 22-hp
Briggs and Stratton Intek OHV
engine and infinite cutting height
adjustment from 1.5 in. to 3.5 in.
The features include an electric
clutch, mid-mount mowing deck
for smoother cut, twin comfort
grip control levers, and padded
high-back seat for comfort. Twin
hydrostatic transmission provides

years of maintenance-free service,

Swisher claims. Arm rests are
available as well, and a two-year
warranty comes standard

For more information contact
Swisher at 800/222-8183 or
www.swisherinc.com /

circle no. 289

Mow anywhere

The versatile all terrain
mower from DewEze, the ATM-
72LC, has a new look to comple-
ment changes to this hillside
mower. The new hood and cowl-
ing design allows easier access for
maintenance and service. The 30-
hp diesel engine powers hydraulic
deck drives, steering, propulsion,
auto-leveling and deck lift. The
split 72-in. deck design follows
contours efficiently and allows
cutting V-ditches and crowns
with ease
For more information contact
DewEze at 800/835-1042 or
www.deweze.com /
circle no. 290

Hot on the trail

John Deere’s new Trail Buck
650 EXT utility ATV is a perfect fit
for grounds managers with lots to
do. It features a 644cc 4-Tec
Rotax engine, polyethylene cargo
box that's spring assisted and tilt-
ing with fold down gate, and
continuous variable transmission
Visco-lok, a progressively locking
4WD system, automatically deliv-
ers the correct amount of traction
for every situation. A large 400W
alternator is strong enough to
power headlights as well as a
winch, cell phone, GPS system or
additional plow/trail lights
For more information contact John
Deere at 952/888-8801 or
www.deere.com / circle no. 291
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Electric avenue

The Toro Company an-
nounces the introduction of its
first electric product, the Toro
Workman e2050 utility vehicle
Based on the Toro Workman mid-
duty 1100/2100/2110 platform,
the Workman e2050 offers excep-
tional performance and versatility
for any situation. Regenerative
braking provides superior stop-
ping and efficient operation. A
powerful 500 amp drivetrain
offers superior hill climbing capa-
bility under all load conditions. In
addition, the ultra efficient drive-
train results in longer runtime
between each charge
For more information contact
Toro at 952/888-8801 or
www.toro.com / circle no. 292
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Presenting the new Snapper Z. ‘ * ' and offer a great cut with 48", 52" or
Powerful, dependable, durable, with < 61" mowers. You'll tackle any size mowing
impressive features at every turn, the n % ? /:_ ) challenge quickly and comfortably. As easy
Snapper Z puts you in total control. . - as it handles each new job, you'll find the Z
This mid-mount commercial rider is equipped Y o just as easy to maintain. So make your own mark
with a rugged, 7-gauge welded steel deck and solid on the landscape
steel deck stabilizer bars. You can power up with the with the new m,
19-HP, 21-HP or 25-HP Kawasaki V-Twin OHV engines Snapper Zero Turn. b Tl 05 i
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TECHNOLOGY

]
PREVENTIVE MAINTENANCE

Incorrect tire Pressure can affect traction,
tire wear and the quality of your cut.

Not just a lot of hot air

BY HARRY SMITH

56

hat about air? It's in our tires
and all around us. Good ol’
reliable air.

We often ignore the sim-
ple, reliable things. Tire pres-
sure leads the list. You occa-
sionally look at the trailer,
truck or mower tires. Sure, they look okay. But then it

happens — a blowout on the truck or trailer. (I had
both in one day; I was certainly not paying attention
to tire pressure).

This got my brain in gear. | was buying a lot of tires.
The cut quality on some of my customer’s lawns was
streaky, stepped or lumpy. Some of my rider and large
walk-behind mower operators were complaining about
traction problems. Was it tire pressure?

Tire pressure no joke

Truck, trailer and equipment manufacturers spend a
lot of engineering dollars establishing tire pressures.
One recent example of the critical nature of this effort
is the tire failure lawsuits involving Firestone and Ford
Motor Company. Tire pressure makes a huge differ-
ence in operational performance. Traction, tire life and
cutting quality can be radically affected by incorrect
tire pressure. Spun turf, accelerated tire wear and
stepped cut patterns can be the direct result of over- or
under-inflated tires.

What are the solutions to these problems? First, you
need an accurate tire gauge with the right range. Big me-
chanical truck tire gauges won't measure 8 PSI on a
mower tire. Get a gauge with the right range. Digital

gauges are generally more accurate but must be treated
with more care than mechanical gauges. Next, you need
to know the recommended inflation pressure. Remember
the RTM rule — read the manual, not the tire side wall.

Yes, there is an inflation pressure molded on the
tire, but it's the maximum pressure the tire can handle.
This isn’t the recommended pressure. You only have
to read the manual once if you use the old military sys-
tem for remembering tire pressure. Every piece of mili-
tary equipment has the tire pressure stenciled on the
equipment above the tire. Do the same thing on all
your equipment. Write the tire pressure on the fender,
body or frame above the tire. A paint marker is quicker
than a stencil. Make it legible.

Another frequently forgotten item is the valve cap.
It isn’t a decorative item. It keeps the dirt out of the
valve. Many frustrating slow leaks are nothing more
than dirt in the Schrader or valve core seat.

Air quality matters

What about air quality? Does it matter? When was the
last time you drained your compressor? Are you getting
mostly water in your air? Dirty, wet air rusts tire rims
from the inside out. This is a cost and safety issue. Rusty
rims won't hold air at recommended pressures. Running
the tire pressure up to make a tire sit on a rusty rim will
produce traction problems or even blow the tire off the
rim. Dry, clean air is much cheaper and safer.

Yes, air is everywhere, but we have to use the right
preventive maintenance steps to insure that it's under
control and working for us.

— The author is the turf equipment professor at
Lake City Community College, Lake City, FL.

He can be reached at Smithh@lakecitycc.edu.
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No miticide performs as well as Floramite® against key
mite pests in all life stages. It pounds tough pests like
two-spotted and spruce spider mites with hard-hitting
contact action. Then, it gives long residual control, up
to 28 days, to get those late hatches.

Floramite features a unique mode of action and
highly selective activity so it's easy on predacious mites
and benefidial insects. And its low toxicity means it's
easy to work with and safe for the environment.

If you want to drop the hammer on mites, while

you pamper everything else, get the economical,
user-friendly control of Floramite.

Cromplon iR
Floramite is a registered trademark of a
T subsidiary of Crompton Corp.
Uniroyal Chemical

©2003 Crompton Corp
Always read and follow label directions.
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Pampers Sveiything Else.

Floramite SC
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Do you ever wonder what happened to that simple landscape business you started? You know,
the company that’s now buried under piles of accounting, personnel and compliance that eat
your time and bottom line. * ALCA can help. Landscape contractors will tell you they've
learned more about running a successful business from ALCA than anywhere else. In fact
everything ALCA does, from its events and seminars to its certification programs,
publications and member discounts will help you grow your
business. ¢ So take the first step. Join ALCA today.

N

ASSOCIATED LANDSCAPE

WWW.ALCA.ORG + (800) 395-ALCA (2522) CONTRACTORS OF AMERICA


http://WWW.ALCA.ORG
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SUPPLEMENT TO PEST CONTROL AND LANDSCAPE MANAGEMENT

Sponsored by

Acrobat Ant
Crematogaster spp.

Argentine Ant
Linepithema humile

Big-Headed Ant
Pheidole spp.

Carpenter Ant
Camponotus spp.

Cornfield Ant
Lasius alienus

Fire Ant
Solenopsis spp.

Ghost Ant
Tapinoma melanocephalum

Large Yellow Ant

_ Acanthomyops interjectus

Little Black Ant
Monomorium minimum

Odorous House Ant
Tapinoma sessile

Pavement Ant
Tetramorium caespitum

Pharaoh Ant
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Control all species of ants, plus 75 other pests.

Whether you want fo control carpenter ants, fire ants,
Argentine ants, pavement ants, whitefooted ants, odorous

house ants—in fact any ants targeted by PMPs—TalstarOne™

multi-insecticide is all you need. That's because this one
product is highly effective against the many species of
ants that you encounter—whether you apply it inside,
outside, around the perimeter or for turf and ornamental
applications—even in food handling areas.

What's more, TalstarOne multi-insecticide is not repellent
to ants, but knocks them out quickly and keeps them
out with strong residual action. Plus, its labeled for

+MC

©2004 FMC Corporation. FMC, the FMC logo, TalstarOne
and the TalstarOne logo are trademarks of FMC Corporation.
Always read and follow label directions.

75 other pests. No wonder TalstarOne has been voted
#1 by PMPs for ant control* It even comes with a
money-back guarantee **

For more information on TalstarOne special customer
support materials, contact your FMC representative, call
1-800-321-1FMC, or visit us at www.talstar-one.com.

*Source: Kline & Company, 2001
**See web site for guarantee details

- TalstarOne.

MULTI-INSECTICIDE
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Introduction

MC Specialty Products Business is proud to

bring you this new ant guide, designed to

provide a comprehensive resource for turf

management and pest management
professionals. It will help you to better manage the
many varieties of pest ants that you and your
customers are faced with daily. It is another
example of our commitment to the professionals
who control pests in America's turf, ornamental,
perimeter and interior environments.

Our goal is to give you an easy-to-use tool that
allows you to quickly identify a particular species of
ant, and then determine the best way of controlling
it. You would expect that from the makers of
Talstar® insecticides, the No. 1 product for ant
control. Of course, we provide a full line of high-
performance products for the pest management professional as well as for the
turf management professional. For more information on ants, the products that
FMC Specialty Products makes available for their control, or for any of our
other products, call 800-321-1FMC or visit www.pestsolutions.fmc.com.

Sincerely,

Don Claus

Director, Specialty Products Business
FMC Agricultural Products Group

or pest management professionals, as well as landscape and turf

management professionals, ant management has become big

business. The disappearance of some chemistries from the market has

forced companies to take a more targeted approach to ant
management — not always an easy task, given the multitude of species, their
varied behaviors and their eating habits.

Not all ants are created equal! To successfully manage your clients' ant
problems, you need to first properly identify the ant to ensure proper
treatment. Because of the variations of feeding and other habits, ant
identification isn't always easy, which is why it is essential to have as much
information as possible about the ant. Where are they nesting? What are they
eating? Where are they trailing? What do the ants look like? Are there multiple
queens, multiple colonies? By correctly identifying the ant, you'll gain insight
on exactly how to manage the situation. Do your homework, make the right
call and your clients will thank you.
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Polymorphic (ants come in
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Eats variety of foods
Sweet eating

Grease/protein eating

One node

Two nodes
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Found mainly in
warm climates
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Color: Light brown to dark brownish black
Workers: One size with heart-shaped abdomen, 1/8 inch

3 Nesting: Acrobat ants nest outdoors in soil, leaves or wood:;
= indoors in building voids and insulation. They may be found in
3 wood previously tunneled by termites or carpenter ants and in
5 rigid foam insulation.
£ Location: Throughout the United States
B e V1. = . —
2 Key: @9 Indoor or outdoor nesting
ffj é Sweet eating
o
@ Grease/protein eating
Acrobat Ant €9 Two nodes

Crematogaster spp.

Color: Shiny and brown

Workers: One size, 1/8 inch

Nesting: Argentine ants prefer moist areas, under logs,
concrete slabs, debris and mulch. They build large colonies and
can move rapidly. They move indoors in winter.

Location: Southeastem United States; Southern California
Food facts: Sweets, fats and oils may take them away from

; bait.
= . ——— - ——
L Key: @9 Indoor or outdoor nesting
= . " e Variety of foods
Argentlne 'A“t o Warm climates
Linepithema humile &9 One node

Color: Several dozen species ranging from light brown to dark
reddish brown

Workers: Two sizes (1/8-inch seed crackers, 1/16-inch workers)

Nesting: Big-Headed ants nest in protected outdoor areas
under logs, mulch, firewood or patio blocks. Active foragers, ant
trails are common along sidewalks, foundations and inside
along baseboards and under carpets. Rarely do they live
indoors.

Location: Throughout the United States
Food facts: Théy preferTnseEE: protein, grease, sweets and
seeds
Key: e Outdoor nesting
e Variety of foods
Q Polymorphic
&9 Two nodes

Univar USA, Inc.

Big-Headed Ant
Pheidole spp.

S4 APRIL 2004



Univar USA, Inc.

Alexander L. Wild

Univar USA, Inc.

Carpenter Ant
Camponotus spp.

Cornfleld Ant

Lasius alienus

Ghost Ant

Tapinoma melanocephalum

Color: Many varieties, sizes and colors — tan, red, black
Workers: rs: Many siz sizes

Nesting: Carpenter ants like to nest in moist, decayed wood.
They will hollow out wood in trees, firewood and fence posts, but
they don't eat wood. Indoors, they build colonies in wall voids,
foam insulation, eaves, crawl spaces. Peak foraging occurs at
night.

Location: Throughout the United States

Food facts: They primarily feed on insect honeydew, plant
and fruit juices and insects. Carpenter ants often invade struc-
tures in spring/fall looking for other food sources, including
sweets, meats, cakes, pet foods and grease. They forage at
night during summer months. They may switch off bait.

Key: @e Indoor or outdoor nesting
a Variety of foods
Q Polymorphic
“ One node

Color: Brown to black

Workers: One size, 1/8 inch . T
Nesting: Cornfield ants will nest in lawns, between cracks in
sidewalks or under rocks.

Food facts: They enter homes in search of food, and are typi-
cally an “uninvited guest” at picnics.

Location: Throughout the United States; an occasional house
pest in northern states

Key: @ Outdoor nesting

e Sweet eating
@9 One node

Color: Pale. Front half is dark, the back half and legs are light.
Workers: One size, 1/16 inch

Nesting: As moisture-seeking ants, ghost ants usually nest out-
doors, under stones, logs, firewood or in potted plants. Indoors,
they build colonies behind baseboards, in wall voids, cabinets, etc.

Location: Florida; Hawaii; in northern states, sometimes found
in greenhouse-infested plants shipped from Florida

Food facts: They prefer dead msects and sweets

Key 9 Outdoor nesting
e Sweet eating
o Warm climates
“ One node
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Color: Yellow/orange. Also known as the citronella ant
because of its smell when crushed.

Workers: One size, 1/16 inch

Nesting: As a soil-nesting ant, it is usually found under logs,
rocks, porches, patios, under concrete slabs and along building
foundations. Workers forage underground and colonies are dif-
ficult to locate. Occasionally swarm in crawlspaces. Not known
to go to any baits.

Location: Throughout the United States, but most prevalent in
the Northeast and Midwest

R;Y: @@ Indoor or outdoor nest-ihg
Q Variety of foods
0 One node

Univar USA, Inc.

£ Large Yellow Ant
. Acanthomyops interjectus

Color: Black

Workers: One size, 1/16 inch, similar to pharaoh ant
Nesting: This common house-infesting ant nests inside wall
voids, under carpets, in woodwork and decaying wood and
masonry. Little black ants may build outdoor colonies under
rocks, logs, debris or in landscape mulch. They may forage to
indoor food sources along baseboards and carpet edges.

J ==
; Location: Throughout the United States, most often in the East
~ Food facts: They prefer sweets, fats, oils.
2
5 Key: Ge Indoor or outdoor nesting

I Little Black Ant @ Variety of foods

"t Monomorium minimum @9 Two nodes

Color: Dark brown to black. Bitter odor when crushed (smells
like rotten coconuts).
Workers: One size, 1/16 to 1/8 inch

Nesting: They commonly construct shallow nests in soil
underneath objects such as stones, patio blocks and debris.
Inside, they prefer areas with moisture, such as around hot
water pipes and heaters. They have large colonies with multiple
queens. Readily moves nest sites.

Location: Throughout the United States

Food facts: Ants forage when temperatures are cool. They
prefer dead insects, meat, sweets, aphids for honeydew.

7 Odorous House Ant . -
. Tapinoma sessile Key: @@Indoor or outdoor nesting

% Sweet eating
‘) One node

Univar USA, Inc.
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Univar USA, Inc.

Pavement Ant
Tetramorium caespitum

Univar USA, Inc.

Pharaoh Ant

Monomorium pharaonis

Univar USA, Inc.

Pyramid Ant
Dorymyrmex spp.

Color: Dark brown with small stingers
Workers: One size, 1/8 inch
Nesting: They nest along sidewalks and foundations of build-
ings, near firewood, stones, brick, mulch, etc. They forage in
trails from outside colonies to indoor food sources, far from
nests. Pavement ants can access structures via plumbing pipes
and move to upper building floors. They may throw soil out on
top of concrete slabs when inside and swarm inside building.

Location: Eastern United States (Florida to Canada), particular-
ly New England
Food facts: They prefer dead insects, greasy foods, sweets
and pet food.
Key: Ge Indoor or outdoor nesting

e Variety of foods

&9 Two nodes

Color: Yellow with reddish abdomen
Workers: One size, 1/16 inch
Nesting: Colonies are quite large with many queens. Common
nesting sites include wood, wall voids and baseboards. They
prefer warm humid areas near food and water, and are a com-
mon hospital pest.
Location: Throughout the United States, most commonly in
southern states; will nest in heated buildings in northern states
Food facts: They eat a variety of foods, especially meats, pet
foods and dead insects. They may switch away from baits.
Key: Gs Indoor or outdoor nesting

° Grease/protein eating

Q© Warm dlimates

" Two nodes

Color: Two species — one is red and black; the other is light
brown

Workers: One size, 1/8 inch

Nesting: They nest in soil and make simple mounds. They
may forage indoors but seldom build colonies inside. They pre-
fer lawns in direct sun. They get along well with fire ants.
Location: Southern United States

K;; érddtdaor hés{ing
° Grease/protein eating
@9 Two nodes

APRIL 2004 S7
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Color: Light to dark brown

Workers: One size, 1/8 inch o b
Nesting: They are typically found in shaded areas — in land-
scaping beds or under shrubs. They will rest under slabs along
expansion joints. Small honey ants are very cold tolerant, and
are often the first and last species actively foraging.

Location: Eastern and Plains states; Canada

oJ
£ A T T R
g Key: 9 Outdoor nesting
53 e Sweet eating
ﬂ One node

Small Honey Ant

Prenolepis imparis

Color: Light brown or yellow

Workers: One size, 1/16 inch

Nesting: Thief ants nest near other ant colonies and steal food
and larvae to feed their own colony. Outside, they nest under
rocks or logs; inside, they nest in wall voids and behind base-
boards. They move in trails along baseboards.

Location: Throughout the United States

J
3 Key: @ @) Indoor or outdoor nesting
g e Grease/protein eating
N 3 @9 Two nodes
Thief Ant
Solenopsis molesta

Color: Light brown to dark brownish black

Workers: Multiple sizes

Nesting: Turfgrass ants, also known as sidewalk ants, produce
extensive colonies that consist of interconnected subcolonies. It
is believed that there is one queen per colony. They are a nui-
sance on golf courses, particularly on putting greens and tees.

Location: New England across north-central United States

Food facts: They prefer fats, proteins and sugars. They will eat
other insects and maintain honeydew-producing insects.

k—ey: 9 Outdoor nesting
“Turfgrass Ant™* @ variety of foods
Lasius neoniger 0 Polymorphic
“ One node

Alexander L. Wild

* Name is not officially recognized by the Entomological Society of America
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Dr. RH. Scheffrahn, Univ. of Florida

White-footed

Technomyrmex albipes

Color: Dark body. The distinguishing feature of the ant is the
pale light color of tarsi on all six legs.

Workers: One size, 1/8 inch

Nesting: White-footed ant colonies can contain one million or
more adults. Any object on the ground, heavy vegetation or
trees will be used as a nesting site. They are also known to
nest in dead wood cavities of trees. Their foraging trails are pro-
nounced and easy to find outdoors. Indoors, they will nest in
wall voids and plants.

Location: Florida; Hawaii
Key: @) Outdoor nesting

©) Sweet eating

o Warm climates

“ One node

TalstarOne™ Multi-Insecticide

Inside, outside, around the perimeter, even in
food-handling areas — TalstarOne multi-
insecticide gets the job done. TalstarOne has
long residual control of more than 75 pests —
including all species of ants targeted by pest
and lawn management professionals —
knocking them out and keeping them out
with long-lasting residual. This all-in-one capa-
bility means reduced inventory and less time
to train technicians — all with the same fea-
tures and benefits of its active ingredient,
bifenthrin.

TalstarOne is water-based and contains no
alpha cyano group, which means it is suitable

for indoor and outdoor use. It is non-irritating, non-staining and contains no
odorous or plant-damaging solvents. Once it dries, it is virtually impossible
to tell where it has been sprayed — so there is no unsightly residue.

Talstar”

Granulars
Talstar PL and Talstar CA
granular insecticide, with
its unique sand core gran-
ular structure, protects the
perimeter — providing a 2-
to 4-month residual and
supplying effective, long-
term protection. It pene-
trates mulch and grass,
with no watering needed.
There's no odor when you
use Talstar PL granular,
and its low application

rates make it cost effective. Use Talstar PL as part of the Talstar Insecticide
Double Shot Program for fire ant management.

FMC also offers Talstar EZ granular insecticide, with an easy-to-spread
formulation. New technology allows the particles to disperse and disappear
upon wetting, and the larger particles won't stain concrete or damage
plants. Labeled for lawns, landscape areas and perimeters, Talstar EZ is easy
to calibrate, easy to spread and provides long-lasting control.

FluorGuard™ Ant Control Baits

FluorGuard ant control
§ baits are effective against a
| > l broad spectrum of ants,
including fire, Argentine,
T cornfield, pharaoh, pave-
W’ ment and various house-
hold ants. Combine
At ookl Dol FluorGuard ant control
Py e baits with Talstar products
SR L for a total ant control pro-
R B s gram.
ﬁé = FluorGuard ant control
gy baits are certified child
'&@.. resistant stations and are
approved for residential,
— commercial and food serv-

ice use. Sulfluramid, the
active ingredient in FluorGuard, keeps killing ants continuously for up to
three months. Ants will begin to die in 24 hours, and significant population
reduction can be expected in about a week.

To make sure FMC products are registered in your state, check with state
authorities. For more information, contact the FMC Customer Satisfaction
Center at 1-800-321-1FMC, or visit www.pestsolutions.fmc.com.

Always read and follow label directions.
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Red imported fire ants are prevalent across the southern states. This USDA
forecast shows the possibilities of the pests' expansion to the north and
west.

Since making their way to the United States around 1930, red
imported fire ants have continued to expand their territories. They
are now a significant problem throughout the South. According to
the USDA Agricultural Research Service, there are five times more
ants per acre in the United States than in their native land of
South America.

While mostly prevalent in the southemn coastal states — includ-
ing Alabama, Louisiana, Georgia, Texas, Mississippi, Florida and
South Carolina — RIFA continue to infiltrate north and west.
Researchers anticipate that RIFA will continue to expand their
presence in Tennessee, Oklahoma and Arkansas and move into
portions of Virginia, Maryland, Delaware, New Mexico, Arizona,

Univar USA, Inc.

Fire Ant
Solenopsis spp.

S10 APRIL 2004

Red imported fire ants build immense mounds, which can destroy the
landscape.

-~ > ‘'
~ 2 L X

California, Oregon, Nevada and possibly Washington and Utah*

To help minimize the spread of the RIFA, the USDA Animal
and Plant Health Inspection Service has imposed restrictions on
the movement of regulated materials from quarantined counties
into non-quarantined counties.

Left untreated, fire ants can cause significant damage to land-
scape, crops, livestock and electronics — not to mention the med-
ical impact of those who are stung by the extremely aggressive
pest. USDA estimates of losses to households, businesses,
schools, institutions and agriculture are nearly $6 billion per year.

*Source: US Department of Agriculture, Agricultural Research Service

Color: Four species commonly found — the southern fire
ant (brown to black abdomen with yellow or reddish head
and thorax); tropical fire ant; black imported fire ant (darker
brown) and the red imported fire ant (dark reddish brown).
All sting.

Workers: Many sizes, most commonly 1/8 inch or 1/4 inch

Nesting: Fire ants usually build mounds outdoors in sunny
areas. Colonies can grow to the hundreds of thousands.
They are extremely aggressive and will attack if disturbed.

Location: Significant infestations in the southem states
Food facts: They will eat almost any plant or animal matter,
but prefer high-protein foods.

Key: @) Grease/protein eating
o Warm climates

Q Polymorphic
€9 ™o nodes

Photos courtesy Of US Department of Agriculture, Agricultural Research Service



The FMC Double Shot Program for
Quick Control of Fire Ants

Talstar insecticides from FMC give pest management professionals and turf
management professionals an extremely effective, quick one-two punch to
knock out fire ants. Choose Talstar and give your customers the relief they
need from this devastating pest.

First Shot Knock them out in 24 hours

Achieve 95% control in 24 hours by drenching the mounds with TalstarOne
multi-insecticide to quickly kill the queen and eliminate the colonies, or
treating the mounds with Talstar PL or Talstar EZ granular insecticide followed
by a drenching with water. Nothing works faster than Talstar insecticides to
obliterate the entire mound.

Second Shot Keep them out for up to six months
Prevent re-infestation from foraging ants and newly mated fiy-in queens with a
broadcast application of TalstarOne or Talstar PL or Talstar EZ granular
insecticide. One broadcast over the entire area keeps fire ants out for up to six
months. Follow with routine broadcasts every three to six months to prevent
re-infestation.

TalstarOne Talstar PL or Talstar EZ

First Shot  Drench mound at Use 1/2 cup over mound
0.06% rate (one and drench with
teaspoon per gallon) 1to 2 gallons of water

Second Shot Broadcastat 1 fl. ounce  Broadcast 2.3 Ibs.
per 1,000 sqft. forupto  per 1,000 sq.ft.
3 months of control for up to 6 months of control

Perimeter Pest Control: How to determine
volume per 1,000 sq. ft.

Step 1: How do | calibrate my sprayer?

1. Mark off an area 10 ft. wide by 100 ft. long (1,000 sq. ft.)

2. Place 10 gallons of water only in your spray tank.

3. Treat the area you marked off with the water only. Be sure to walk slowly
and take the time like you would on a regular customer’s perimeter treatment.

4. Once you're done treating the marked-off area with water, check your tank
to evaluate how many gallons you used for your “treatment.”

a. Empty the water remaining in the tank into 5-gallon buckets.

b. Subtract the number of gallons you had left from the 10 gallons you start-
ed with. For example: If you have 5 gallons left in the tank, 10- 5 =5, so you
used 5 gallons on the 1,000 sq. ft. you just treated.

5. You now know that you use approximately 5 gallons per 1,000 sq. ft. on
your perimeter pest control treatments.

Step 2: How much product should | add to the tank?

1. Based on the answer obtained from Step 1, you now know that you use 5
gallons per 1,000 sq. ft.

2. Check the manufacturer’s label for the product you are using to determine
the correct amount of product for the pests you are treating.

For example: According to the TalstarOne®™ multi-insecticide label, page 8
Perimeter Application Dilution Chart, you can add between 6.7 and 20.0 ounces
of TalstarOne per 100 gallons when using 5 gallons per 1,000 sq. ft. Use the
higher rate for heavy infestation, quicker knockdown or longer residual control.

Step 3: How do | determine how many square feet I will
be treating (see example, Diagram 1A)?

1. Use a measuring wheel, tape measure or other measuring tool to meas-
ure how many linear feet you will be treating. Be sure to measure all areas to be
treated. Add up your measure-

ments.

2. Multiply your total meas-
urements (total linear feet) by
the desired width of the treat-
ment. Perimeter treatments are
typically 5-10" wide. Now you 20'
have the total sq. ft. you are 10'

60'

30' 40'

40'

going to treat. - :
Continuing with Diagram 1A,  Dlagram 1A: In this example,
and assuming a 10" wide band,  60+40+40+10+20+30=200 linear t
we get 10’ 200" = 2,000 sq. ft.
3. We also know from calculations in Step 1 that we use approximately 5 gal-
lons per 1,000 sq. ft., so we have determined that we will use about 10 gallons of
diluted product to treat this property.

Lawn Treatment: How to calculate sq. ft.

Step 1: Use a similar process to Step 1 under Perimeter Pest Control above to
determine the calibration for volume per 1,000 sq. ft. For surface-feeding pests,
1 to 2 gallons is typical; while for pests living in the thatch and near the soil sur-
face, 4 to 10 gallons is usually applied. One to three gallons per 1,000 sq. ft. is
typical for ant control. Let's assume we use 3 gallons per 1,000 sq. ft. For ant
control lawn treatment, we want to put out 0.5 to 1.0 ounce of TalstarOne™
multi-insecticide per 1,000 sq. ft. Let's assume we will use the 0.5 ounce rate.
With this in mind, we now know we need to add 0.5 ounce of product to every
3 gallons of water.

Step 2: How do | - -
determine howmany | .. | v |w ‘
sq. ft. 1 am treating? .

Using Diagram 2A (at 5 — 1 Lawn  |120R
right) we need to sub- 1L "" S
tract the square footage W‘ "” b ‘
of the areas that will not ‘ e k|
be treated from the over- ot

all sq. ft. of the property, ~ 2oom A
The driveway is 50 x 15" =750 sq. ft.
The house is 40 'x 60" - 10" x 20" = 2,200 sq. ft.
The pool area is 45" x 30" = 1,350 sq. ft.
The overall property is 200" x 120" = 24,000 sq. ft.
So, our area for treatment is: 24,000-750-2,200-1,350 = 19,700 sq. ft.

Step 3: How do | determine how many finished gallons of
product to use?

To find the number of finished gallons we need, let's divide 19,700 by
1,000 to get 19.7 1,000 sq. ft. areas. We know from our calibration that we use
3 gallons of dilution per 1,000 sq. ft, so we multiply 19.7 x 3 = 59 finished gal-
lons — to which we add 0.5 ounce of product for each 1,000 sq. ft. area we
are treating. To find how much product to add to your tank, take 19.7 and
divide it by 0.5, which equals 9.9 ounces of product. (Remember, we are
using 0.5 ounce of product for each 1,000 sq. ft. area we are treating.)
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alstar PL

Two formulations. Either is trouble for all species of ants’ plus 75 other pests.

Talstar® granular insecticides provide effective, long-lasting
residual control where you need it. Which means you can
apply Talstar to lawns, landscape ornamentals, and
perimeters, knocking out and keeping out even the
toughest turf, ornamental and common household pests.

The Talstar line of granular insecticides has two unique
formulations for every situation, providing the most
convenient and broadest line of solutions for your turf pest
problems. And they’re guaranteed or your money back.**

Talstar PL granular insecticide is a sandcore granule that
filters down through the grass, ground cover, and mulch to
where insects live. It's heavy and dustfree so it won't drift
off target. And it remains on the soil surface so it's effective
even after irrigation or rainfall. Plus, it's effective for
long-lasting control of hard-okill lawn and nuisance pests.

+NMC

©2004 FMC Corporation. FMC, the FMC logo, and Talstar are trademarks
of FMC Corporation. Always read and follow label directions

Talstar EZ granular insecticide has a larger particle size

so it's easier to calibrate and easier to see where you apply
it. Talstar EZ utilizes unique fechnology that allows particles
to disperse and disappear upon wetting, providing increased
coverage. Plus, it won't stain concrefe or damage plants.

It's effective around perimeters, on lawns and landscape
areas for long-asting control of common household, turf
and ornamental pests. (For use in California, FMC offers
Talstar EZ CA and Talstar CA granular insecticides.)

For more information, contact our Customer Satisfaction
Center at 1-800-321-1FMC, or visit www.pestsolutions.com.

*Targeted by LCOs and PMPs. **See web site for guarantee details

Talstar.

INSECTICIDES
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What landscape-damaging insects

fear that you’ll find out about using

simple temperature calculations

to keep them under control

BY DAN HERMS

he great diversity of orna-
mental plants, each with its
own complement of insect
pests, creates a logistical
challenge for planning and
implementing a successful
pest management program
in ornamental landscapes.

Insecticide applications must be timed
precisely to maximize their effectiveness
and minimize the number required.
Improperly timed applications are expen-
sive and even make problems worse when
they decrease populations of natural ene-
mies without impacting the target pest.
Many insects are difficult to detect and
monitor, further complicating the accurate
timing of pesticide applications.

Consequently, pesticide applications are
frequently scheduled on a calendar-day
basis. However, because of tremendous

variation in the weather from place to place

and year to year, calendar-based scheduling
is rarely accurate. For example, in Wooster,
OH, the dates on which plants bloom and
insects emerge can vary by as much as four
weeks from one year to the next.

We have all observed that plants bloom
earlier and grow faster during warm years
than during cool years. Insects also emerge
earlier in warm years. This is because the
development rates of plants and cold-
blooded animals including insects are
linked directly to temperature. Unlike
warm-blooded animals, they have limited
ability to increase their temperature above

that of their immediate environment.

Degree-day defined

A degree day (also referred to as a growing
degree day, heat unit or thermal unit) is a
unit of measure reflecting the amount of
heat that accumulates above a specified base
temperature during a 24-hour period. One
degree day accumulates for each degree the

average temperature is above a specified

base-temperature during a 24-hour period.

A key point is that degree days have
meaning only in relation to a particular,
specified base temperature. Ideally, when
attempting to predict plant and insect
development, the lower temperature
threshold for development is used as the
base temperature. Growth and develop-
ment stops when the temperature drops
below this threshold.

The lower developmental threshold tem-
perature is known only for a few species.
However, experience has shown that 50° F
is a reasonable approximation for many
species, and it's commonly used as the base
temperature for agricultural applications (al-
though other temperatures are commonly
used, including 0, 32° F and 42° F).

In northern locales, including Ohio, the
upper temperature threshold for develop-
ment is not generally exceeded for long
enough periods to be an important consid-
eration, and is often ignored when calculat-
ing degree days. However, the upper tem-
perature threshold can be an important
consideration in warmer climates.

Cumulative degree days refer to the total
number of degree days that have accumu-
lated since a designated starting date, and

continued on page 74
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COMMON TURF AND ORNAMENTAL PESTS

A calendar of insect phenology shows average degree-day accumulation (calculated using a starting date of January 1 and

a base temperature of 50° F) and date of occurrence for each event from 1997-2000 in Secrest Arboretum, Wooster, OH.

SPECIES

Eastern tent caterpillar
European pine sawfly
Inkberry leafminer
Spruce spider mite
Andromeda lace bug
Boxwood psyllid

Gypsy moth

Birch leafminer

Elm leafminer

Alder leafminer
Honeylocust spider mite
Honeylocust plant bug
Hawthorn lace bug

Pine needle scale

Cooley spruce gall adelgid
Lilac borer

Lesser peach tree borer
Holly leafminer
Euoynmus scale
Oystershell scale

Bronze birch borer
Juniper scale

Potato leafhopper
Calico scale

European fruit lecanium scale
Striped pine scale

Peach tree borer
Cottony maple scale 4
Fall armyworm 1
Winged euonymus scale
Mimosa webworm
Azalea bark scale
Japanese beetle

Pine needle scale
Magnolia scale
Euonymus scale
Branded ash clearwing

PHENOLOGICAL EVENT

egg hatch
egg hatch
adult emergence
egg hatch
egg hatch
egg hatch
egg hatch
adult emergence
adult emergence
adult emergence
egg hatch
adult emergence
adult emergence
egg hatch/1st generation
egg hatch
adult emergence
adult emergence

adult emergence

egg hatch/1st generation

egg hatch/1st generation
adult emergence
egg hatch
first adults
egg hatch
egg hatch
egg hatch
adult emergence
egg hatch
egg hatch
egg hatch
egg hatch/1st generation
egg hatch
adult emergence
egg hatch/2nd generation
egg hatch

egg hatch/2nd generation

adult emergence

ACCUMULATED DEGREE DAYS

572

1340
1955
2007
2226

AVERAGE DATE

30 March
8 April
11 April
13 April
20 April
18 April
23 April
26 April
23 April
24 April
28 April
29 April
3 May
9 May
9 May
13 May
14 May
14 May

L.
25 May

29 May
29 May
31 May
3 June
5 June
6 June
13 June
11 June
17 June
12 June
12 June
17 June
21 June
4 July
5 August
26 July
15 August
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TECHNOLOGY PEST MANAGEMENT

method and 3) modified sine wave
method. All three approaches calculate

continued from page 71

are calculated simply by adding the number
of degree days that accumulate each day.
Any date can be used as the starting date,

but January 1 is most common.

degree days from the daily minimum and
maximum temperature, and a specified
base temperature.

During a typical 24-hour day, the mini-
Calculating degree days mum temperature is usually reached just
There are a several ways to calculate before dawn and the maximum tempera-
degree days. They range from simple toso  ture during mid-afternoon. The following
complex that a computer is required. examples calculate degree days for a hypo-

Three methods discussed here include the:
1) average method, 2) modified average

thetical day in which the maximum and

minimum temperatures were 45° F and

MODIFIED SINE WAVE METHOD

Daily degree-day accumulation calculated using the Modified Sine Wave Method

when the minimum temperature falls below a base temperature of 50° F.

Max. temp. °F Minimum temperature

20 25 30 35 40 45 50

50 0 0 0 0 0 0 0
55 0 1 1 1 1 1 1
60 2 2 2 2 2 3 4
65 3 3 4 4 4 5 6
70 5 5 5 6 6 7 9
75 7 7 7 8 9 10 1"
80 9 9 10 10 1 12 14
85 1 1 12 13 13 15 16
920 13 13 14 15 16 17 19
95 15 16 16 17 18 19 21
100 17 18 19 20 21 22 24

65° F, respectively. The base temperature
has been specified as 50° F.

» Average method. The average
method is the simplest method for calcu-
lating degree days. Using this method, the
number of degree days for a particular day
is calculated by subtracting the base tem-
perature from the average temperature for
the day according to the following formula:

Degree-days = [(max temp + min temp) / 2]
— base temp

Using this method, 5 degree days accumu-
lated during the day, or [(65 +45) /2] -
50 = 5 degree days

If the maximum temperature for the
day never rises above the base tempera-
ture, then no development occurs, and
zero degree days accumulate. (We don't
calculate negative degree-day values since
the development of organisms doesn't
reverse when it’s cold).

» Modified average method. When the
daily minimum temperature falls below
the base temperature (as it does frequently
in the spring), the average method can
underestimate the number of degree days
actually accumulated by a plant or insect.
This is because development occurs even

continued on page 76

Simply lasts the longest.

Among all broad-spectrum preventive fungicides, Heritage® is the longest-lasting. It works

www.syngentaprofessionalproducts.com
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continued from page 74

during the short periods that the tempera-
ture is above the base temperature, no
matter how cold it may be during the rest
of the day. In this situation, the modified
average method will calculate a higher
number of degree days, which can make it
more accurate.

The modified average method is calcu-
lated in the same way as the average
method, except that the base temperature
is substituted for the minimum tempera-
ture when the minimum temperature
drops below the base temperature accord-
ing to the following formula:

Using this method, 7.5 degree days

5 degree days as calculated using the
average method:

» Modified sine wave method. The
modified sine wave method is even more

Degree days = [(max temp + base temp) / 2]
— base temp

200 degree days signal gypsy moth egg hatch.

accumulated during the day as opposed to

Fertigation

Finally, a quality lockable fertigation system for
landscape and sports turf.

Turf Feeding Systems is
the leader in fertigation
systems for golf with over
1500 systems installed
worldwide.

TFS has introduced

a line of quality systems
for landscapes. With six
models and ten capacities
to satisfy your application
and your property.

Feed lightly with each
irrigation cycle. Control
color and growth, while
reducing labor.

Call Today
(800) 728-4504

Turf Feeding Systems, Inc.

m WWW.TURFFEEDINGCOM
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accurate when the minimum temperature
drops below the base temperature. How-
ever, most people (including me) find it
too complex to calculate without the use
of a computer. This method makes use of
the fact that daily temperature patterns
closely resemble a sine wave function, and
determines the amount of degree days by
calculating the amount of area under the
temperature curve and above the base
temperature.

On days when the minimum tempera-
ture remains above the base temperature,
this method yields the same result as the
average method. The chart on page 74 can
be used to determine the number of
degree days that accumulate on days that
the minimum temperature falls below the
base temperature.

Using degree days
By monitoring the cumulative number of
degree days on a daily basis since a particu-
lar starting date, one can predict with rela-
tive accuracy the date on which a particular
phenological event will occur. For example,
in Wooster, OH, over a four-year period,
the average number of cumulative degree
days for first emergence of bronze birch
borer adults was 552 (see p. 72). Although
the number of degree days required for a
particular phenological event often varies
from one year to the next, this variation is
small relative to variation in the calendar
date on which the event occurred.

Monitoring degree days can be a chore,
requiring a convenient source of tempera-
ture data and daily calculations. However,
in Ohio, we have made degree days user-
friendly. A degree-day/phenology Web site
has been established at The Ohio State
University's Ohio Agricultural Research
and Development Center (OARDC) in
Wooster (http://www.oardc.ohio-
state.edu/gdd).

Upon accessing the site and entering a
zip code for any location in Ohio, current
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Above: Weather stations
generate degree-day data
so you don’t have to.

Right: Bronze birch borer
adults emerge in 552 days.

degree-day accumulation for
that location is displayed, as is
a biological calendar consisting
of pest phenology and the
blooming sequence of ora-
mental plants

Users can scroll up or down
the biological calendar to see
what pests are active and what
plants are blooming at that lo-
cation, as well as what has al-
ready occurred and what has
yet to occur

Cumulative degree days are
generated from temperature
data monitored at 12 OARDC
weather stations and three
USDA Agriculture Research
Service (ARS) weather stations
located throughout Ohio. De-
gree days for locations between
weather stations are extrapo-
lated from climactic isotherm
lines for Ohio.

Field testing has shown that
degree days are a much more
accurate tool for predicting
pest development than is the
calendar. With an ever-increas-
ing number of easily accessible
sources of dcgrcc-da,\' data and

pest information, the time may

be right to consider using de-
gree days to schedule your pest
management activities.

The development of plants
and cold-blooded organisms is
optimal within a narrow range
of temperatures, and slows
rapidly as the temperature ap-
proaches upper or lower limits
for development. Develop-
ment ceases once the upper or
lower temperature threshold
for development is exceeded.
Upper and lower developmen-
tal thresholds vary from one
species to another, depending
on the environmental condi-
tions to which the plant or in-
sect is best adapted. The tem-
perature dependence of insect
development makes monitor-
ing of degree days a great tool
for predicting insect pest de-
velopment. Lm

— The author is an associate

professor with the Department
of Entomology at The Ohio State

University's Ohio Agricultural
Research and Development
Center. He can be reached at
330/263-3700 or
herms.2@osu.edu.
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Imigating with

redaim

Waler

sing re-
claimed
water to
irrigate
large land-
scaped
areas has
become a necessity for many
property owners. Why?
Because the use of potable
water and groundwater for irri-
gating large turf and landscape
areas has been all but elimi-
nated in the Southwest.
When a project is started
and the engineering team as-
sembled, an irrigation consul-
tant’s services are needed to
provide the team with knowl-
edge and understanding of irri-
gating with reclaimed water.
An irrigation consultant
determines the water needs,

delivery requirements and
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water quality issues. He also
helps the landscape architect
determine the benefits and neg-
ative effects the reclaimed
water will have on the plant
material. Because of this con-
cern, the plant material consid-
ered for a project should be the
kind that can flourish with

reclaimed water.

Delivery

The initial concern of
reclaimed water is that it can
be delivered properly. Will the
water be provided to the pro-
ject at a delivery pressure that
will enable the irrigation sys-
tem to use it directly from the
pipe, as with a potable water
system? Then, one must con-
sider when the water will be
available in the delivery system,

or the “water window.” Deter-

Even with a host of unique

challenges, it still might be

the best option you have

BY STEVE SISLER

mined by a water purvey or
public agency, this window
would dictate when the system
could operate as well as the
time when the system would
be most efficient.

Unlike potable water that's
present in the system 24 hours
a day, reclaimed treatment
plants aren't built to hold and
provide reclaimed water on a

24-hour basis. Treatment

plants receive their water as it’s
delivered into the system,
which makes it difficult for
them to provide all their water
in a short period of time when
a large portion of their source
hasn’t been delivered.

Many plants in operation
today have small holding ca-
pacities in comparison to the
amount of water that'’s

processed. Therefore, being

Air gaps protect against cross contamination %~
between potable and reclaimed water prior, o N
to entering a storage facility. \ ‘ \




able to deliver water at a higher
pressure isn't necessary. The
plants are concerned with the
ability to deliver the water to
the project during a window
that’s suitable to the water
treatment and at a pressure
that’s adequate for delivery
into a storage facility on the
project site. The storage is
often a lake or water feature
built on-site. If space is at a
premium, then underground

storage is an alternative.

Storage
With storage comes the re-
quirement of maintaining ei-
ther a large open water feature
or an enclosed storage contain-
ment. Both have unique char-
acteristics that require different
treatments, depending upon
the quality of the reclaimed
water. A water specialist is usu-
ally required to provide the
analysis of the water quality
and determine the proper
chemicals and mechanical
means to maintain the storage.
Some of the newer treat-
ment plants have can store their
water. They also have a delivery

system that can provide their re-

Storage, pumping
requirements and
filtration demand

serious consideration.

claimed water during a much
smaller water window at a
higher, usable pressure.

Providing storage on-site or
being able to use the water
upon delivery to the project
presents different strategies.

Allowing for an alternate
source of water should also be
considered and planned out.

The delivery into a storage
facility or lake requires special
consideration for the two types
of water to be used. Air gaps
are needed to insure there is no
cross contamination between
the two sources prior to enter-
ing the facility.

Backup sources are difficult
to use when you're able to
make use of a direct connec-
tion to the reclaimed water
source. With larger turf areas,
the source may require a

booster pump to achieve the

additional pressure required by
the larger rotors. Agencies reg-
ulating and overseeing cross
connection won't allow the use
of multiple sources into a

closed irrigation system.

Depending on the soil and

water analysis, the systems
often need to be able to add
additional components to the
water as it's being delivered to

the irrigation system.

Injection system a must
An injection system for adding
chlorine and acid is required,
and the addition of fertilizers is
an additional benefit. With this
option, care needs to be taken
in locating the pump station to
allow adequate storage for
these chemicals as well as
proper containment and access.
Depending on the chemical
types used, thought should also
be given to the delivery and is-
sues associated with having
chemicals taken to a large com-
munity or facility.

Chemicals are required to

maintain the irrigation system

components for proper distrib-
ution and delivery of the
reclaimed water. Components
required for use with reclaimed
water are often specified by the
local governments or water
purveyors. Colored pipe or the
use of a tape or sleeve to indi-
cate nonpotable water piping
throughout the project is re-
quired. Also, there are purple
valve boxes and purple covers
on rotors and quick couplers
that caution, “Do not drink.”

Other considerations
Equipment considerations also
need to be addressed to handle
nonpotable water. The use of
special valves that enable addi-
tional cleaning of the internal
screens are necessary. Also, the
addition of inline Y-strainers
downstream of the valves for
low volume emitter systems to
collect contaminants that occur
after chemical treatment. This
also keeps the system clear of
contaminants from a mainline
break upstream of the valves.
Water purveyors and city
governments also require that
there’s no cross-contamination
between reclaimed water and
potable water, and also be-
tween reclaimed water and
sewer. In addition, they may
also require encasement in
concrete or the use of ductile
iron pipe. Lm
— The author is co-founder of
Spectrum Irrigation Consulting,
Inc. and a member of the
American Society of Irrigation
Consultants. He can be reached
at 480/649-9036 or

ssisler@spectrumic.com.
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Primo MAXX™ Helps Lawn Care Operators

Maintain and Grow their Business

Use of Primo MAXX Leads to Enhanced Customer Satisfaction

and Increased Revenue Potential

What do you, as a lawn care operator,
have in common with other industry
professionals? Goals for success—and
your primary goals are to satisfy your
customers and to increase revenue.
Lawn care and grounds maintenance
professionals across the nation are
discovering that one of the best ways to
meet these goals is with Primo MAXX,
the leading plant growth regulator in
the industry, manufactured by Syngenta
Professional Products.

Over the years, progressive lawn care
operators have relied on Primo MAXX to
build customer satisfaction by enhancing
the appearance of their customers'’
lawns. A proven ability to make turf
more lush and thick, as well as manage
clippings, means that Primo MAXX is
not just a product, but also an investment.
Selling Primo MAXX applications to
current and potential customers as an
add-on service has created an additional
revenue stream for many lawn care and
grounds maintenance operations.

LA
[

Primo MAXX

Plant Growth Regulator

Incorporating Primo MAXX into your

business allows you to:

= Enhance turf with a richer color

= Increase tillering and root mass
development

= Provide a healthy, more durable
turf surface

= Reduce clippings by 50% so less
bagging and green waste is generated

= Decrease the amount of time needed
to maintain treated areas, freeing up
time for crews to focus on weeding,
leaf and debris removal, etc.

= Trim and edge hard-to-mow areas

m Achieve pre-stress conditioning against
heat, drought, disease, and traffic

» Decrease water consumption

To learn more about how Primo MAXX
can build your lawn care business,
please contact your local Syngenta sales
representative, visit www.syngenta
professionalproducts.com or call
1-800-395-8873.

Primo MAXX™ Grows Business,
Slows Turf Growth

Over the years, Carl Clifton has grown
his business, Lawnscape Systems, Inc.,
into one of the premier lawn care
service providers in Southern California.
The addition of Riverside National
Cemetery, the largest memorial park
managed by the National Cemetery
Administration, to his client list in 2002
helped to advance the scope of services
offered by the company.

Maintaining the 300-acre Riverside
National Cemetery is a rather large task
for any landscape company. Lawnscape
Systems recognized that the meticulous
attention required for the cemetery,
especially around the markers, could
mean additional costs. Cemeteries
everywhere have the universal problem
of keeping the markers clean, usually
relying on string trimmers to get the
job done. Depending on growing
conditions, this task must be repeated
in three- to four-week cycles.

The tremendous amount of manpower,
equipment, and the cost associated
with this task led Clifton and his
associates to seek a more efficient
alternative. Lawnscape Systems turned
to Primo MAXX, a key component of its
lawn care operations for eight years.

Primo MAXX applications help to keep
the cemetery markers clean and the
surrounding turf green and healthy.
According to Clifton, using Primo MAXX
to slow the growth and enhance the
appearance of the turf around the
cemetery markers has provided immediate
benefits to his business.

Clifton also uses Primo MAXX with
home lawn care customers. “It's important
that landscape maintenance people sell
the product’s benefits correctly to
customers,” said Clifton. “They may
think that their customers won'’t be
happy since they are on the lawn less,
but Primo MAXX delivers a better lawn
with less effort.”

“The Primo MAXX applications are
‘manpower’ that always shows up for
work. By using Primo MAXX, you are
trading the issues and costs attached
to traditional manpower, as well as
gaining savings in water, gas, and
equipment maintenance,” said Clifton.
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awn care professionals
throughout the eastern
United States are on the
lookout for grubs. Increases
in temperature and humid-
ity mean keeping a careful
eye on homeowners' lawns.

Before grubs can feed on roots and
destroy turf, though, they need moisture to
hatch. In Baltimore, that usually means
mid-to-late July, continuing through Au-
gust and September, says Kevin Nickle,
operations manager for Pro-Lawn-Plus.
The same is true for the Indianapolis area,
says Dave Wallace of the Engledow
Group. Down south in the Atlanta area,
sultry weather begins sooner. Scott Brown,
president of Lawnco Lawn Care, begins
inspecting customers’ lawns for grubs as
early as February or March.

“Temperature and moisture both play
arole in grub development,” says Wallace.
“In a dry summer, you won't get as many.
But, if you have a lot of rain, you have to
be on the lookout for grubs in lawns that

haven’t been treated.”

Treating for grubs when they’re

small protects clients’ properties

BY BARBARA MCCABE

Seek prevention

Baltimore's Pro-Lawn-Plus has about 3,600
residential and commercial customers in
the five-county Baltimore area. The types
of grubs common to this area include larvae
from Japanese beetles, Oriental beetles and
European chafers. “Most of our grub con-
trol applications are in May and June,
sometimes into July,” says Nickle, who esti-
mates that about 80% of the company’s

from damage all season

If you wait until grubs
are this numerous and
large, you'll suffer turf
damage and need a
curative treatment.
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$1.9 million in annual sales comes from res-
idential lawn care. “If you want to prevent
grub damage, you have to treat the turf
early before the grubs get too large. Other-
wise, the roots will be devoured.”

About 20% of his company’s customers
opt for grub control, he notes, and most of
them live in some of Baltimore's older resi-
dential neighborhoods where there are a
lot of bluegrass lawns. “The grubs seem to
like bluegrasses or any grasses that have
rhizomes. But we get grubs in the fine fes-
cues and the tall fescues as well,” he says.
This is especially true in irrigated lawns.

Midwest, down south

The Engledow Group, a 75-year-old horti-
cultural services company with a large
commercial lawn care department in Indi-
anapolis, guarantees that customers who
include grub control in their programs will
not have grubs. Because of the guarantee,
Engledow applies a preventive grub control
treatment to all its irrigated turf during the
last two weeks of June.

“Grubs are usually a problem in irri-
gated areas,” he says. “They (Japanese bee-
tles and southern masked chafers) can't lay
their eggs in dry or drought conditions.
They can'’t penetrate the soil. They usually
attack perennial ryegrass and Kentucky
bluegrass.”

Headquartered just north of Atlanta
in Cumming, Lawnco makes its preven-
tive grub control applications in April
and May.

“We try to time our preventive grub
control applications to where the grub
population is most susceptible to the
chemical, in the early stages of develop-
ment,” says Brown. “We try to get the
grubs at the first instar stage, as soon as the
eggs are laid and begin to hatch.”

However, if grubs are detected during
the visual inspections earlier in the season,
a preventive grub control treatment will be
applied then. “If the grubs are still small —

in the first or early second instar stage —
and there’s no visible sign of turf damage,
we'll try to sell them a preventive grub
control treatment,” he says, estimating that
only 5% to 8% of his 1,900 customers have
grub problems.

Since about 80% of Lawnco's business
comes from homeowners, most of its grub
problems occur in residential neighbor-
hoods in and around Atlanta.

“Here, grubs are more common in cen-
tipede and tall fescue lawns,” Brown says.
“These two grasses are probably easier to
get into, so the beetles tend to lay more
eggs and reproduce more easily in them.”

Long-term control

For cost effectiveness, Nickle, Wallace and
Brown include their preventive grub con-
trol treatment as part of their second spring
application on fertilizer impregnated with
imidaclorpid (Merit insecticide from Bayer
Environmental Science). This broad spec-
trum, systemic insecticide provides season-
long control of grubs up to second instar in
all the species they treat.

Even in the South, where the grubs
can begin hatching early in the spring,
Brown finds that he’s able to get season-
long control of grubs with a single appli-
cation of Merit insecticide as early as
April or May.

While Nickle says he usually applies
the insecticide in May or June, the mater-
ial has provided him with season-long con-
trol when applied as early as April. By ap-
plying the material prior to egg lay, Nickle
says the grubs die soon after hatching and
start feeding.

And what do you do for those cus-
tomers who turn down preventive grub
control but start showing grub damage later
in the season? You sell them a curative
treatment using Dylox insecticide. It gener-
ally acts in about eight to nine hours. Lm

— The author is a freelance writer who lives
and writes out of Roxborough, PA.
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Stuttering
Didn’t
Keep
Him

Oft TV.

Stuttering hasn’t stopped actor
Nicholas Brendon from making

his mark on Hollywood as
“Xander” in Buffy The Vampire
Slayer.

For more information about
stuttering and what you can do,
write us, visit us at
www.stutteringhelp.org,

or call toll-free 1-800-992-9392.

THE
STUTTERING
FOUNDATION®

A Nonprofit Organization
Since 1947—Helping Those Who Stutter

1-800-992-9392
www.stutteringhelp.org

3100 Walnut Grove Road, Suite 603
PO. Box 11749 * Memphis, TN 38111-0749
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ATHLETIC TURF

, Ry
thletic Turf delivers the kinds of hands-on, \ - * oy
practical information on athletic turf maintenance , ' ST |
and technology that managers are hungry for. The editorial
scope of Athletic Turfincludes:

» Product Innovations

» Practical Information

¥ Business Management Solutions
» Technical Information

I am so happy that you have brought back Athletic
Turf. This is the best athletic sport field publication

Darien Daily
Head Groundskeeper
Paul Brown Stadium
Cincinnati, OH

Many thanks for sending me Athletic Turf News. |

really enjoyed reading it and cant wait for the next
issue. | found it really informative and have down- P
loaded many of the features. R

Alan Ferguson

Head Groundsman

Ipswich Town Football Club
United Kingdom

T .
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Game over, grubs. MACH 2* specialty insecticide is the proven season-long force against grubs, cutworms, sod
webworms and armyworms. And it costs up to 10% less per acre than the other leading brand. Plus, it comes with
a hassle-free performance guarantee. Combine that with a standard 2-1b. a.i. per acre rate for all grub species and
a wide application window — clear through the second instar and without the need for immediate irrigation — and
you have one powerfully cost-effective insecticide. So now it's easier than ever to say hasta la vista to grubs, baby.

TSome limitations and conditions apply. For details, please visit www.dowagro.com/turf or see your supplier.


http://www.dowagro.com/turf
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The performance Is guaranteed baby
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%ul)(m' AgroSciences

Maximum power for MACH 2

season-long grub control.  specialty insecticide

om/turf 1-800-255-3726 *Trademark of Dow AgroSciences LLC. Always read and follow label directions
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Skid-steers
& loaders

BY CURT HARLER

P Is the steering light, convenient?

P Check the 360-degree visibility
from the driver’s seat

P Is a variety of versatile attach-
ments available?

P Discover how fast you (not the
dealer) can change attachments

P Be sure hydraulics flow meets
loader’s lift requirements

» If you lift heavy loads, compare
breakout force on units

P Is the seat comfortable enough
for an eight-hour sit?

» If you work in tight spots, put
wheel base and track width on your
checklist
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Caterpillar

Two new backhoes for Cat skid steer loaders
feature digging depth to 9 ft. 6 in. The BH30
and BH30w have 180-degree boom swing
Frame allows units to be shifted left or right of
center, making it easy to work next to build-
ings or foundations. Left and right vertical
stabilizers level the machine and hold it in place
while working.

For more information contact Caterpillar at
www.cat.com / circle no. 267

ATI Corp.
Use your skid steer for laser grading. Level Best
Laser Grader provides finish grade level to

LANDSCAPE MANAGEMENT / APRIL 2004 / www.landscapemanagement.net

within 1/4 in. Skid steer model

includes universal mounting plate for fast
attachment to different skid steers. Can do
50,000 sq. ft. in eight-hour day

For more information contact ATl at
800/342-0905 / circle no. 268

Buhler

The B56 loader is powered by a 56-hp Kubota
4-cylinder turbo engine. With a breakout force
of 9,200 Ibs., this unit is made for big jobs
Bucket, snow blade and snow blower, mower,
dozer blade and pallet forks are available as
attachments. Made in North America

For more information contact Buhler at
204/661-8711 or www.buhler.com/

circle no. 269

Power Trac

PT 2425 and PT 425 have articulated steering
and low ground pressure to prevent turf dam-
age. Both 45-in. wide units have 800-Ib. lift ca-
pacity and 4-wheel hydrostatic drive. The 2425
is a bucket-loader with removable rear back-
hoe. Bucket has lift height of 84 in. while back-
hoe has 8-ft. 4-in. reach and digs 6 ft. deep
Over 40 attachments are available

For more information contact Power Trac at
800/843-9273 or www.power-trac.com /
circle no. 270

Shaver

Self-contained post-driver mounts on front of
skid-steer loaders. Secure with fast-tach
bracket, then snap-couple hydraulic hookups
Powered by minimum of 10 gpm, the OH-100
can drive a 4- to 5-in. post into the ground in
under 15 seconds. As machine drives posts, oil
is pumped through the hookups from the
unit’s own 5-gal. reservoir

For more information contact Shaver at
712/859-3293 or www.shavermfg.com /
circle no. 271

Allmand

The TLB-425 heavy-duty compact tractor

loader backhoe features servo-controlled 65-

hp rated hydrostatic transmission with infinite

controls. Powered by a 25-hp Kubota D1105
continued on page 88
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No more mixing. No more spraying
Simply spread right from the bag

whether conditions are wet or dry,
windy or calm — to kill a wide variety
of broadleaf weeds. New Confront
is available in fertilizer or as a granu-
lar weed control. In fact, we've even
formulated it with Team™ to give you

broadleaf and crabgrass control in

one easy step. Visit your
LebanonTurf Dealer or call
[-800-233-0628 to find out more
about the granular herbicide that
works without spraying. And for a
free copy of our Broadleaf
Weed Control Booklet, visit
www.LebanonTurfcom, click on
promotions and enter coupon

code LM3044

Lebanenlurf

1-800-233-0628 » www.LebanonTurf.com
coniront s a registere

Circle 136

d trademark of Dow AgroSciences LL(

Fin

11'(//{’// A ‘/[/'L'{ nu /t{/'
herhicide that actually works.
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diesel engine, it has oversized polished pins, re-
placeable composite bearings and urethane lip
seals in all working joints. Heavy-duty boom
lock can be engaged from operator’s seat.

For more information contact Allmand at
800/562-1373 or www.allmand.com /

circle no. 272

ASV

The Turf Edition RC-30 is specially designed for
turf surfaces. Tracks have smooth surface that
travel and work on turf without leaving any
marks. Undercarriage lets unit crawl over any
surface on 11-in.-wide green rubber tracks
with 2.5 psi ground pressure. Unit is powered
by 31.5-hp Cat 3013 diesel. Tipping load,
1,600 Ibs

For more information contact ASV at 800/346-
5954 or www.asvi.com / circle no. 273

Gehl
New 40 Series mid-size family of skid loaders
has four models: 4640, 4840, 5640, 6640. Op-
erating weights range from 6,200 Ibs. on the
4640 to 7,800 Ibs. on the top-end Model
6640. SAE operating loads range from 1,500
to 2,400 Ibs. to meet the varying needs of
users and applications. New 2011 Series Deutz
diesels offer 46 hp to 82 hp. Turbocharged
configurations are standard on the Model
6640, optional on 4640 and 5640. Engines
feature oil cooling, lower noise levels, sealed
front covers and more torque. Units meet the
EPA Tier Il emissions rules.

For more information contact Gehl at 800/628-
0491 or www.gehl.com / circle no. 274

Vermeer

The S600 compact skid-steer loader is de-
signed for landscape professionals and small
contractors. Available with 25-hp Kohler
Command Pro gas engine or 24.8-hp Kubota
D905 diesel. Can be mounted on rubber tires
or rubber tracks over tires. Unit has an oil
cooler and offers easy battery access through
hinged door at front of machine. Eight
attachments available.

For more information contact Vermeer at
888/837-6337 or www.vermeer.com /

circle no. 275

Case IH

The Case 95XT claims the title of most power-
ful skid steer on the market today — able to lift
a full pallet of sod or paving blocks or drive a
high-speed auger or broom. It features an 85-
hp engine with a rated capacity of 3,150 Ibs.
There are six smaller units in the family, one for
each size job. Forks, rakes, buckets, snow
plows, fence installers and backhoe attach-
ments all are available.

For more information contact Case at 262/636-
6011 or www.casece.com / circle no. 276

John Deere

New Series Il skid steers come in five models —
240, 250, 260, 270 and 280 — to fit any
application. Vertical lift boom rises along near-
true vertical path that reaches out at the top of
the lift cycle. Horsepower ranges from 51 to
85. Bucket breakout force from 5,500 Ibs. on
the 240 model to 11,600 on the 280. The 54
available attachments in the Worksite Pro line
hook up fast with the Quik-Tach system

For more information contact Deere at 800/503-
3373 or www.johndeere.com / circle no. 277

FFC

SB Hopper Series Sweepster bi-directional
broom sweeps forward to pick up dirt; re-
verses to collect rock or construction debris.

88 LANDSCAPE MANAGEMENT / APRIL 2004 / www.landscapemanagement.net

Dumping is a simple lift and tilt — no chains
are required. Direct-drive brush motors elimi-
nate chains and sprockets. Since it has no
front caster wheels, it works easily next to
walls and other obstacles. Broom mounts to
skid-steers with quick-attach system and is
available with poly or polyAwire brush

For more information contact FFC at 800/747-
2132 or www.ffcattachments.com/

circle no. 278

Ramrod

Taskmaster 800 features 800-b. lift, 1,600-lb
carrying capacity. Choose a B&S 16-hp gas or
an air-cooled 406cc diesel engine, either with
electric start. Available with 6 gpm or 12 gpm
hydraulics. Lift height is 70.5 in. while wheel
base is 27.5in

For more information contact Ramrod at
800/667-1581 or www.ramrodequip.com /
circle no. 279

FINN Corp.
Eagle compact skid steer comes in three mod-
els: 204, with 20-hp Kohler Command Pro;
244D, with 23.5 hp Cat diesel; and 252 with
25-hp Kohler Command Pro. All these zero-
turns have 3000 psi parallel hydraulics, 9x7
tires and 4-wheel motor drive train. They stay
busy with 11-gal. fuel tank. Trencher, augers,
buckets, power box rake, tiller, lift, tree fork,
pole driver, broom and snow blower attach-
ments are available.
For more information contact FINN at 800/543-
7166 or www.finncorp.com / circle no. 280
continued on page 90
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@ You Spoke.
We Listened.

Captive Radius Screw
It can never be lost

Introducing The PGJ

With The Widest Range
of Professional Features

You spoke. We listened — and responded
with a new mid-range rotor that has all
the professional features you wanted
and more. For example, you can use a

Easy Arc Adjustment
Through-the-top

with a screwdriver

or Hunter wrench

simple screwdriver for quick, through-
the-top arc adjustments, or save time by
selecting matched precipitation nozzles
with flow rate ID. You'll find the PGJ

is built tough, just like Hunter’s top-
selling PGP® and the roster of new
features means more time-saving
conveniences on every job. You spoke
and Hunter delivered. Try the PGJ today!

Self-Aligning Nozzles
Marked with Flow ID
Easier installation

PGJ Mid-Range Rotor

¢ Installer-Friendly
* Greater Convenience
e Longer-Lasting Durability

Water-Lubricated
Gear Drive
Proven Hunter reliability

Integral Rubber Cover
Protects adjustment port
Improves site safety

| —

Hunter

The Irrigation Innovators

Extra-Large Filter Screen
Traps more debris

without clogging Call for a free Hunter 2004 catalog: 800-733-2823 « www.HunterIndustries.com
Circle 137
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PASSION. POWER.
VERSATILITY

430 | 415 TRACTORS

FEATURING QUICK HITCH® ATTACHMENTS

OVER TWO DOZEN QUICK HITCH ATTACHMENTS FOR
TACKLING ANY JOB. from mowers and blades to
scoops and blowers, Steiner provides the innovation
and versatility our users demand. No matter what
size job, we have an attachment to make it easier.

SLIP SCOOP 415 TRACTOR

-

ROTARY

DISK EDGER

FULL-TIME FOUR-WHEEL
DRIVE AND QUICK HITCH®
ATTACHMENTS make the
430 and 415 Steiner
tractors the best choice
for any job.

Fe
A
- 5

E tfjﬁ -

o

»

Forsmore.information call
1-888-922:TURF. .
or, vysﬂ_HS LRI
www.steinerturf.com
‘&ZG)\‘JKM. A Textron Company

430 TRACTOR

-

ST=IN=R
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TreeLiminator attaches to skid
steers. It is a 6-ft. pie-shaped
blade with saw teeth on each
side. As loader drives forward,
cutting teeth are forced into the
tree. A 30-in. tree comes down
in 2 minutes at ground level.
For more information contact Land
Pride at 785/823-3276 or
www.landpride.com /

circle no. 281

McLaughlin

Three new attachments fit all
types of skid steers. The 43-in
wide trench backfill attachment
fills a 6-ft. deep trench in one
pass. Landscape rake assists soil
preparation for seeding to a depth
of 1.5 in. The M4500MS horizon-
tal earth drill attachment is perfect
for installing irrigation pipes under
lanes, walks or landscaped areas
without costly surface restoration
Unit drills 1.25 in. to 4.5 in. diam-
eters with 600 ft/bs. torque at
100 rpm

For more information contact
McLaughlin at 800/435-9340 or
www.mightymole.com / circle
no. 282

90 LANDSCAPE MANAGEMENT / APRIL 2004 / www.landscapemanagement.net

Kubota

Ultra-compact KOO8 excavator
features 360-degree house rota-
tion and 140-degree boom
swing. Just 27.6-in. track print
can be extended to 33.9 in. once
clear of tight spaces. Powered by
low-noise E-TVCS 3-cylinder
liquid-cooled overhead valve
diesel engine that delivers 10 hp
at 2000 rpm. Maximum travel
speed is 1.3 mph. Bucket, hy-
draulic hammer attachments
available

For more information contact Kub-
ota at 888/458-2682 or
www.kubota.com /

circle no. 283

Kanga

The new Kanga G-724 is a mini-
skid with over 550-Ib. lift capacity
Powered by an electric-start 24-hp
Honda GX670, it travels on tracks
at a ground speed of 4.3 mph
The G-724 is 40 in. wide has a lift
height of 94 in. Self-leveling
bucket and smooth hand controls
make for easy operation

For more information contact
Kanga at 866/875-2642 or
www.kanga-loader.com /
circle no. 284
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Boxer »

Adjustable track TL-224-32 and -34 models
are powered by a 24-hp Honda V-Twin
engine. Former has 32.5-in. track width,
latter 34.5-in. width. Both have 3,000-
psi, 14-gpm hydraulics. Machine has
640-Ib. operating capacity. Dump
height is 59 in.

For more information contact

Boxer at 800/264-5903 or
www.boxerok.com / circle no. 285

Toro

The new Toro Dingo TX413 compact loader
features a steady, wide track with 420-Ib. op-
erating capacity. With total width of 33.7 in., it
can get through tight spaces and 36-in. gates.
Drive system features dual Keviar reinforced
rubber tracks. Powered by a 13-hp Honda gas
engine, it handles buckets and 34 other quick-

change tools. Auxiliary hydraulics provide 11.2
gpm at 3000 psi. Five other units are designed
to fit any size needs.

For more information contact Toro at 800/344-
8676 or www.toro.com / circle no. 286

MDS

With the SwingHoe there is no need for side

seat. The 10 gpm to 30 gpm hydraulic boom
swings a full 110 degrees with adjustable
swing speed. Grease fittings on all pivot
points and brass bushings on key wear
points. Extends to 80 in.

For more information contact MDS at
800/879-6507 or www.mdsgroup.net /
circle no. 287

Thomas Equipment

The 255 is powered by an 87.4-hp
turbocharged Kubota diesel. Shift-on-the-go
two-speed option gives travel speeds up

to 12.3 mph. Also features 2,500-Ib. lift
capacity. Wide wheelbase, 48.75 in.,
provides stability. Trencher, buckets, brooms,
blades, rakes available as attachments.

For more information contact Thomas at
866/238-6844 or www.thomasloaders.com /

stabilizers and no need to leave operator’s circle no. 288
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Check out www.forestry-suppliers.com
to see our entire line of landscaping
and horticulture products.
Sprayers

©2004 Forestry Supphers, Inc. All rghts reserved

.
-,

Makes weeds tremble in their boots.
That is, if weeds wore boots.

At a glance, the Field King is just another sprayer. Strap it on, and you'll see why it's called
the Field King. Thanks to its comfortable, molded lumbar support and soft, cushioned
shoulder straps, it can be used for hours of stress-free operation. Plus it features a left- or
right-handed pump handle, palm activated trigger with lock and grip, an in-line poly filter to
protect the trigger and nozzle from clogs, a fully adjustable brass nozzle, a fan spray nozzle,
and a big-mouth opening with a filter basket.

When your job is the outdoors, your work is only as good as the tools you use. That's why
Forestry Suppliers, Inc., features more than 9,000 top-quality products geared especially to
outdoor professionals from agriculture to zoology—and just about all points in-between. Every
product we sell comes with the best technical support and customer service in the business,
and each is backed by a 100% Satisfaction Guarantee!

Check us out for yourself. Give us a call or log on to www.forestry-suppliers.com to get
" afree copy of our latest 672 page catalog today!

Sales 800-647-5368
Catalog Request: 800-360-7788
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TECHNOLOGY

Alternatives to 2,4-D

Some of our customers want us to
provide a 2,4-D free lawn weed control
program. We've used Confront herbicide
in the past, but because of the problem
with clopyralid in Confront, we can’t use
it. What other products can we use that
don’t contain 2,4-D?

— IL

Confront herbicide is a broad-spectrum,
non-phenoxy, post-emergent herbicide
designed to manage many broadleaf weeds.
It contains the active ingredients triclopyr
and clopyralid. The sale of clopyralid has
been discontinued; however, if you already
have the herbicide, you can still use it.

You could use some of the following
2,4-D-free herbicides. Review the label
and MSDS for specific products for fur-
ther details.

QuickSilver. This is relatively new
chemistry from the FMC Corporation,
which contains carfentrazone as the ac-
tive ingredient. It's a selective contact
herbicide that provides quick control of
weeds. It can be tank mixed with other
broadleaf herbicides to increase its spec-
trum and level of weed control. It con-
trols a wide variety of troublesome
broadleaf weeds.

It's fast-acting and produces quick
knockdown within 24 to 48 hours, even
in cool temperatures. This can be used
alone or in combination with other herbi-
cides to enhance the effectiveness. If used
alone, some of the established weeds may
resprout from the quick knockdown
process. Therefore, consider using a com-
bination of products for further control.

PowerZone. Manufactured by PBI
Gordon, it contains carfentrazone-ethyl,
MCPA, MCPP and dicamba. This post-

|
BAL RAO PROVIDES THE ANSWERS

emergent, broadleaf herbicide can also be
used for fast knockdown of weeds in
places where 2,4-D cannot be used.
Generally, injury symptoms on weeds can
be seen within seven to 14 days. Power-
Zone can be applied to manage cool-
weather weeds in early spring and up to a
killing frost in the fall.

Four selections from Riverdale Chemi-
cal Company:

Cool Power. It contains MCPA,
triclopyr and dicamba for use in cool
weather conditions. This is an ester formu-
lation which will increase plant uptake
faster. However, because of the ester for-
mulation, be careful using near non-target
desirable ornamental plants to avoid injury.

Horsepower. It contains MCPA, tri-
clopyr and dicamba in an amine formula-
tion, which is safer to use around sensitive
ornamentals.

Triamine Il. It contains MCPA, meco-
prop and diclorprop amine formulations.
It's an excellent herbicide for use in 2,4-D
and dicamba sensitive areas.

Tri-Power. A selective, it contains
MCPA, Mecoprop-P and dicamba amine
formulations for use in 2,4-D sensitive areas.

Review the label, MSDS, and product
information then use as needed. Follow
label specifications for best results.

Ticked off

Is there much benefit in treating home
lawns to manage ticks which transmit
Lyme disease? What would be the best
way to get rid of or prevent this tick
problem?

— KY

Treating the lawn to manage ticks with
insecticide is of little benefit because ticks
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normally don’t flourish in well-main-
tained, mowed lawns. However, it would
be beneficial to treat the edge of the lawn
and/or fence where vegetation has
become overgrown.

Ticks thrive in woods, tall grass, or cut
fields and brush. They hide in the lower
part of vegetation and attach to animals,
pets and humans as they pass by. When
feasible, avoid contacting vegetation in
these areas, particularly April through July.

To determine tick activity, check the
suspected areas by dragging a white cloth
through these areas or examining the
clothes that one is wearing after walking
through them. Light colored clothing is
preferred if walking in infested areas, and
be sure to walk in the area where vegeta-
tion is mowed frequently. Also, be sure to
examine pets who might have been in
suspected areas. Ticks can be found
attached to any part of the body. If found,
use tweezers to hold the tick firmly and
pull it out with gentle, even pressure. The
alternative choice is to contact your physi-
cian for tick removal and treatment.

To manage the ticks in the suspected
areas, consider treating with insecticides
such as pyrethroids or Sevin as needed.
Generally, a single application during late-
April/May or when ticks are found is suffi-
cient to take care of the problem.

Read and follow label specifications for
best results.

— The author is Manager of Research and

Technical Development for the Davey Tree

Expert Co., Kent, OH. He can be reached at

330/673-9511 or brac@davey.com.

SEND YOUR QUESTIONS TO:
“Ask the Expert,” Landscape Management,
7500 Old Oak Blvd., Cleveland, OH 44130
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Green Industry Expo 2004

Professional People, Products and Ideas

November 3-6, 2004 > Charlotte Convention Center, Charlotte NC
1 888 303 3685 > www.gieonline.com

Professional - dedicated to the needs of landscape contractors
and grounds professional

Products - 350 manufactures launching new product lines
People - attended by more than 6,000 professionals from across

the nation
GREEN INDUSTRY EXPO |deas - three optional Green Industry Conferences with more than
Professional Products, People and ldeas 60 education SeSSiOHS

We bring you a fresh location annually! Wednesday to Saturday, November 3-6 at the Charlotte
Convention Center. Product Field Day, November 4. Indoor Exhibits, November 5-6. Educational
Conferences, November 3-6. FREE trade-show-only registration at www.gieonline.com.

For more information:

(888) 303-3685 Clip & Send to:
info@gieonline.com Green Industry Expo
www.gieonline.com 1000 Johnson Ferry Road, NE
Suite C-135
Yes! Send me a brochure about GIE/2004. Marietta, GA 30068-2112
J Send me information on attending. Fax: (770) 579-3835
J Send me information on exhibiting my products.
Name
Company
Address
City State Zip
Phone Fax
Email

GIE and its exhibitors may use your contact data to forward you show updates and product information.
J Check here if you wish to have your name withheld.

% PLCAA PGMS

Sponsored and Endorsed by:

As;ociated Landscape Professional Lawn Care Professional Grounds
Contractors of America Association of America Management Society
(800) 395-2522 (800) 458-3466 (800) 609-7467

www. alca.org www.plcaa.org www.pgms.org
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PGMS

AWARD-WINNING LANDSCAPE MANAGEMENT

Property at a glance

Location: Abbott Park, IL

Grounds Supervisor:
Dave Spittlemeister

Category: Industrial or Office Park
Total budget: $1.8 million

Year site built: 1967

Acres of turf: 155

Acres of woody ornamentals: 11
Acres of display beds: 21

Total paved area: 122 acres

Total man-hours/week: 695

Maintenance challenges

» Snow removal
» Child care center

P Prairie maintenance

Project checklist

Completed in last two years:

¥ Prairie clearing (five acres)

» Employee tours
P Re-landscape of one zone

On the job

» 14 full-time staff (including
licensed pesticide applicators),
seven seasonal employees

Abbott Par

2003 PGMS Grand Award Winner

for Industrial or Office Park

ave Spittlemeister, grounds

foreman for Abbott Laborato-

ries in Abbott Park, IL, remem-

bers a simpler time in his 26
years working for Abbott Laboratories. It
was the time before the building of an on-
site child care facility, Early Discoveries.
Abbott is committed to providing child-
care solutions for its employees so, in
2001, the company opened the state-of-
the-art facility, the largest in Illinois and
one of the five largest corpo-
rate centers in the country. In
addition, Abbott offers a num-
ber of programs for working
parents including a school holi-
day program that provides par-
ents affordable and convenient
access to on-site child care on
school holidays that aren't
company holidays.

Abbott’s distinctive child-care options
bring up unique circumstances to the
grounds crew. Spittlemeister, who holds an
associate's degree in horticulture from
Gateway Technical College, Kenosha, W1,
says Early Discoveries has become his
crew's number one priority. "If something

Editors’ note: Landscape Management is the exclusive sponsor of the Green Star Pro-

fessional Grounds Management Awards for outstanding management of residential,

commercial and institutional landscapes. The 2004 winners will be named at the annual

meeting of the Professional Grounds Management Society in November. For more
information on the 2003 awards, contact PGMS at: 720 Light St. » Baltimore, MD 21230

* Phone: 410/223-2861. Web site:

PGMS Landscape wosonos
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Dave Spittlemeister and his crew
make a positive impression with
brightly colored flower beds.

needs attention there, we drop everything
and attend to it first," he says. "We are extra
cautious for the children's safety. Mush-
rooms that sprout in the play area must be
handpicked to keep them from getting into
the hands of a toddler. Sand boxes have to
be raked first thing in the momning in case
any animals used them for litter boxes
overnight. And bee control took on new
importance last year, especially after the
mild winter and dry summer."

Snow removal (over 135 acres) is also a
priority. The grounds are divided into seven
zones, with at least one senior grounds-
keeper assigned to each zone. Crew mem-
bers are assigned to each zone and are

responsible for day-to-day maintenance.
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The grounds staff at Abbott Park
likes to mix it up when it comes to
their campus. Trees, many different
varieties of annuals and perennials,
containers and a rooftop garden —
many pieces make up the whole.
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w AWARDS & RECOGNITION

How to win a

Tips on how to bring home a
Grand or Honor Award at the
PGMS’ annual Green Star

competition sy oHN VAN ETTEN

ne of the greatest things a grounds manager
can accomplish is win a Grand or Honor
award from the Professional Grounds Man-
agement Society (PGMS).

Some appreciate being recognized by
their peers for their professionalism. Others

appreciate the recognition shown their
group of talented staff members or the opportunity the award
gives them to market their place of employment.

Winning my first Honor Award (not Grand Award) reinforced
my commitment to professionalism and made me proud since it
had been more than a decade before my company was recognized
for our gardens and landscapes.

Just before winning the award, I had wanted to embark on a
significant landscape restoration program and upgrade our tools,
equipment and image. The award became the perfect vehicle to
motivate us. Upper management saw our desire to excel and sup-
ported our efforts.

When we received yet another Honor Award a few years
later, it helped me restructure my department, update job titles
and increase pay rates for my staff. [ was pleased but wondered
what it would take to win a Grand Award.

I no longer had to wonder after 1997. [ worked hard on my
presentation for the judging committee, took great prints and
slides, and had lots of confidence we would win.
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Bigger and better things

After winning a Grand Award, I was able to
do something in line with one of my profes-
sional goals — to write my first magazine ar-
ticle, thanks to Landscape Management.

More opportunities followed. A reader
of the magazine invited me to speak at the
largest garden symposium in the nation at
Colonial Williamsburg, VA. At my talk, I
mentioned Fine Gardening magazine (the
symposium's host) and referred to an arti-
cle that featured rustic fencing. Coinciden-
tally, a rustic fence I designed around my
Victorian Maze had been photographed in
that month’s issue. That comment pleased
the editor enough to ask me to write an
article for them.

The point of all this? Winning an
Honor or a Grand Award in the Green
Star Professional Grounds Management
competition can lead to many career
opportunities — from speaking engage-
ments to publishing articles to being an

expert witness for trial work.

Nailing a win
I'm currently on the Green Star Prelimi-
nary Review Committee, so I can tell you

what we're looking for in a winning entry.

the first step to reduce the field to just the
best is utilizing the rules as a strict guide-
line. Whether the rule is 10 5x7 prints or

10 stems less than 12 inches, it means just

Follow the rules exactly. Why? Because ~ that — 11 isn't better, and nine will dis-
qualify you just the same.

Overall presentation is your opportunity
to put your best foot forward. Be neat and

arrange your presentation in order. Use

Photography tips
1. Take your pictures all year long
2. Be critical

3. Make sure your staff is neat,
uniformed and using proper safety
equipment

4. Don't pose or enhance photos

5. Make sure mowing lines are
clean with straight edges, and no
weeds are in sight

6. Show a diverse selection of non-
typical duties

Landscape Contractors:

Tame Your
Morning Circus!

Our patented Super Lawn Truck™ System is a veritable business-
in-a-box — an efficient system that pays for itself! Everything your
crew needs to organize, store and transport your equipment is all in
one secure vehicle. Plus...your Super Lawn Truck™ is a customized
rolling billboard that advertises your company everywhere you drive!
Save thousands of dollars when you use the Super Lawn Truck™
System over the outdated “truck-and-trailer” method of operating
your business.

v/ Eliminate time-intensive loading
and unloading every day

v Minimize stops at the gas station—
the SLT System features a unique fuel
storage system

v’ Free up valuable warehouse space
by keeping everything organized and
loaded inside the truck — tools,
ladders, riding mowers, watercoolers
...whatever you use

v Save wear and tear on your tools
and prevent theft

v Patented ramp folds neatly to a
lock-able rear door, eliminating the
need for trailers

CONTACT US NOW for your copy of the
< Business Builder Plan
QQS' and Video

_ Use our toll-free number or
visit our web site for information

Best Warranty
in the Business!

PETERBILT SUPER LAWN TRUCKS'™
SGMCTRUCK  s66.787-3752 « (478) 923-0027 « (478) 923-9444 fax
(800)232-7383 info@superlawntrucks.com * www.superlawntrucks.com

Circle 138
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GROUNDS AWARDS & RECOGNITION

clear photographic sleeves, neatly label
everything, use nice binders for your pre-
sentation, and add and personalize your
logo. Don't just dump everything into a
mailing envelope.

Be specific in descriptions; highlight
your specialties. Use proper terminology,
including botanical nomenclature. Re-
member, visuals are extremely important
in our industry. If you have photographic
ability, take your own pictures and capture
those challenging and demanding tasks and
technical procedures.

The ‘wow’ factor

The committee is looking for the “wow”
factor. Have your camera as close by as
your Felcos to capture that perfect sunrise

or sunset or that five-plex mower cresting
the newly striped fairway covered with
sparkling dew. Don’t forget to have some-
one take a picture of you working in the
landscape, too.

Two last points on visuals: photograph
the range of what you do. I can think of at
least 20 different specialized procedures I
do with my crew, and those are the non-
typical duties you should shoot. Add a
concise description for each visual. This is
your chance to show off. Film is cheap, so
don't worry if it takes a roll of film for just
one great shot.

Start now and put together your pre-
sentation according to the instructions. As

a judge, nothing is more disappointing than

to disqualify an entrant.

This photo is a winner on
two counts — it shows a
person on the job, and it

has the “wow” factor.

If you win, let your team be the first to

know of your success. | have always writ-
ten a letter of appreciation for every staff
member, one for them and one for their
file. You'll be surprised how many college
interns will call in the fall surprised you
won and glad they weren't forgotten for
all of their hard work. Lm
— The author is Landscape Manager
for Hoffman Development and formerty
the Grounds Manager at Mohonk
Mountain House. He can be reached

at vanetten4d@msn.com.
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Professional members of the
American Society of Irrigation
Consultants have passed

an extensive peer review and
qualification process.

Working with an ASIC member gives
you the confidence that a highly-
qualified irrigation consultant is on
the job, helping to protect your
interests and your investment.

Contact ASIC to find a consultant near you.

American Society of
Imigation Consutants
111 EWACKER 18th FL
CHICAGO, IL 60601
312.372.7090

FAX: 312.372.6160
WWWASIC.ORG
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Green Star Professional Grounds
Management Awards 2004

We’re searching for the country’s best-
maintained landscapes — 32nd Annual Green Star

Professional Grounds Management Awards

ou're invited to

enter the Green

Star Professional

Grounds Manage-

ment Awards,
co-sponsored by Landscape
Management magazine and the
Professional Grounds Manage-
ment Society.

This annual program recog-
nizes excellence in landscape
management and complements
other national programs for
landscape design and construc-
tion. Grand and Honor Awards
are offered in 13 categories of
private, public, commercial and
industrial landscapes. To qualify,
a landscape must be at least four
years old and under continuous
maintenance for at least two
years. See page 100 for details.

The awards will be presented
during the Professional Grounds
Management Society Annual
Meeting, Nov. 3-6 in Charlotte,
NC. Several winners will be fea-
tured in Landscape Management
and PGMS Forum.

Entry categories
1. Small Site (budget under
$80,000)

2. Residential Landscape

3. Public Works Sites (includes
parkways & intersections)

4. Shopping Area

5. Hospital or Institution

6. Government Building or
Complex

7. Cemetery or Memorial Park
8. Industrial or Office Park

9. Park, Recreation Area or
Athletic Field OR — multiple
sites under same management
10. School or University Grounds
OR Urban Universities

11. Condominium, Apartment
Complex or Planned Community
12. Hotel, Motel or Resort

13. Amusement/Theme Park.

Judging

A distinguished panel of judges
selected by PGMS and Landscape
Management determines the
winners.

This program aims to:

» Bring national recognition

to grounds care.

» Recognize individual efforts
leading to high landscape main-
tenance standards.

» Challenge landscape profes-
sionals to achieve excellence.
Eligibility

An entrant must be profession-
ally engaged in, and responsible
for, the maintenance of grounds
described in ENTRY CATEGORIES.
Projects for which an entry was
submitted in a design or con-
struction award competition are
eligible in the Green Star pro-
gram, even if the project won an
award, because maintenance is

the criterion upon which an
entry is judged.

Grand Award-winning pro-
jects cannot re-enter this pro-
gram for two years (2003 Grand
Award winning projects are inel-
igible until 2006).

Any landscape for which the
entrant has the main responsibil-
ity for maintenance and beauti-
fication may be entered. The
size of the landscape operating
budget is not a criterion for
judging. Rather, the judges will
consider the quality, challenge
and performance in mainte-
nance of the grounds for a
period of at least two years.

How to enter

All entries must include:

1. Fifteen (15) color 35mm slides
— ten (10) showing the beauty
of the total landscape project
and five (5) showing the crew at
work. DO NOT USE ‘POSED’
SHOTS. Put a descriptive caption
on each slide.

2. Ten (10) 5- by 7-in. color prints
— five (5) showing the beauty of
the landscape and five (5) show-
ing crew members working in
areas that are difficult to main-
tain. DO NOT USE ‘POSED’
SHOTS. Label each with a de-
scriptive caption.

Note: Put your best scenes on
the slides, which are critical to
Jjudging and awards display.

3. One recent photograph of

yourself, as the person in charge,
working in the landscape.

4. INDIVIDUALLY LABEL all slides
and photographs with the name
of the entrant and the site. DO
NOT USE TAPE to mount — put
in plastic or metal mounts.

5. Include a brief description of
the site.

6. All entries must contain a
COVER LETTER releasing the
material for publication at the
discretion of Landscape Man-
agement magazine. All entries
become the property of the
sponsors and may be published
in Landscape Management
magazine or used for other
purposes the magazine deems
appropriate. NO MATERIALS
WILL BE RETURNED.

7. Enclose a check for the
ENTRY FEE: $150 for members
of PGMS or $225 for nonmem-
bers. To qualify, all elements of
the entry must be COMPLETE

in one mailing envelope, includ-
ing entry fee.

Deadline

The deadline for entries is
Aug. 2, 2004. All entries must
be submitted to the Green Star
Professional Grounds Manage-
ment Awards, /o Professional
Grounds Management Society,
720 Light St., Baltimore, MD
21230.
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Green Star Professional Grounds Management Awards 2004

Please PRINT CLEARLY or type the information requested below.
Check for accuracy. This information will be used for publicity pur-
poses and awards.
Each entry must include this completed form and entry fee:

* PGMS members — $150

* Combination PGMS membership and entry fee — $275

* Non-members — $225
Make checks payable to the Professional Grounds Management
Society.

SEND COMPLETE ENTRY AND FEE TO:
Professional Grounds Management Awards
do Professional Grounds Management Society
720 Light St.

Baltimore, MD 21230
Call 410/752-3318 with any questions.

NAME OF SITE:

State: Entry Category #:
Name of company or agency owning this landscape:

Address:

City: State: Zip:

SIGNATURE OF THE COMPANY OR AGENCY OFFICIAL
CONSENTING TO THIS ENTRY AND A RELEASE FOR PUBLICITY:

Signature:
Title:

WHO IS RESPONSIBLE FOR MAINTAINING THIS LANDSCAPE?

[J In-house staff [[] Outside contractor

Name:

Address:

City: State: Zip:

Telephone ( )

(IMPORTANT) Year site was built:

Years | have maintained this site:

Total acres maintained:

Acres of turf:

Acres of woody ornamentals:

Acres (or sq. ft.) of display beds:

Total paved area:

Ofticial Entry Form and Fact Sheet

NUMBER OF EMPLOYEES:
Full time (year round):
Other (please specify):
Licensed pesticide applicators:

Seasonal:

Total man-hours per week:

ANNUAL EXPENDITURES:
Total budget for this site: (Including salaries)
Equipment:

Chemicals and fertilizers:
Seed and plant material:

R I

SPECIAL MAINTENANCE CHALLENGES:
1.
2.
3.

SPECIAL PROJECTS COMPLETED IN THE LAST 2 YEARS:
T
2.
3

If selected a winner, | request the name on the award to be
(check one or both):
[J Name of entrant (name which will appear on plaque):
(please print)

[J Name of organization or agency:
(please print)

IMPORTANT: Please provide the name of the person who will accept
the award at the banquet:
(please print)

| certify that all information provided on this form and in the accom-
panying entry is accurate to the best of my knowledge. | understand
that no materials will be returned and that all material may be used
for publication in Landscape Management magazine or for other
purposes deemed appropriate.
Signature of entrant
Date

ENTRIES MUST BE RECEIVED BY AUGUST 2, 2004
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Products

TOOLS OF THE TRADE

New nozzles
Rain Bird announces the availability of
new Matched Precipitation Rate
(MPR) nozzles for its 5000/5000 Plus
rotors. Designed for simple adjust-
ment between various radii from
25 to 35 ft., they eliminate
the need for fixed arc
patterns, which results in
greater adjustment capa-
bility and consequently
more efficient water use.
Other features include
Rain Curtain technology for
reduced runoff and erosion,
and easy identification and maintenance. Each
of the three radius choices includes three noz-
zle trees with quarter (90-degree), third (120),
half (180) and full circle (360) styles
attached and color-coded for fast ID.
For more information contact Rain Bird at
rainbird.com / circle no. 250

Mondo Gondo v

The Land Pride Gondo 4x4 is an extreme utility
vehicle that can carry 2,200 Ibs. of payload
over rough terrain at up to 17 mph. It features
center articulating power steering and a pivot-
ing interactive frame to hug terrain and
achieve maximum traction. Powered by a
624cc 20-hp Kohler Command Pro Series
engine, the Gondo also features a fully auto-
motive four-speed syncromesh manual trans-
mission. Choose either a 23 cu. ft. capacity
gondola style box or an 18 cu. ft. capacity tilt
box with a standard tailgate. A certified
rollover protection system (ROPS) comes as
standard equipment with seatbelts.

For more information contact Land Pride

at y ) /

circle no. 251

Powerful and user-friendly

Echo’s 33.4cc top-handle CS-341 chain saw delivers the
speed and safety necessary with an operator-friendly
design, reports the company. Engineered for optimal
performance, the chain saw features a Slope Advance
Ignition System that matches the ignition timing of the
engine to the operating RPM, which provides consistent

power throughout the entire RPM range. It features an automatic adjustable oiler
allowing proper bar and chain lubrication during operation. The saw comes standard with
a 14-in. bar and chain with optional sizes in 12- or 16-in. The unit also features an 8.5 fl.

oz. capacity fuel tank and weighs 7.8 Ibs.

For more information contact Echo at 800/673-1558 or v echo-usa.com / drcle no. 252

Be professional
Green Touch organizer racks for open and
enclosed trailers are made from high strength
steel and coated in a thick layer of vinyl. The
vinyl layer provides a firmer grip on your tools
and will prevent them from moving or grind-
ing against the rack at wear points. The racks
are also designed to secure a valuable piece
of equipment with padlocks to deter theft.
Racks that hold multiple tools can all be un-
locked individually so only the tools you're
using are unlocked.
For more information contact Green Touch at
800/621-6919 or www.greentouch.com /
circle no. 253

Show your teeth

to serve the landscape market with
nance tools including rakes, lutes,
rollers, forks and planters. A

straight-tooth maintenance rake

widths. A sifting tooth rake is

Standard Golf Company is expanding

a versatile line of Magnum mainte-

comes in 24-, 30-, 36- and 42-in.

ideal for removing stones and debris, plus has a
straight edge for leveling. A double-duty rake
has a 36-in. head and combines two teeth sizes:
long for raking and short for scarifying.

For more information contact Standard Golf at
866/743-9773 or www.standardgolf.com /
circle no. 254

Versatile controller

Hunter Industries has expanded its line of mod-
ular controllers with the introduction of the
Pro-C with a new 15-station capability. The
Pro-C can now be customized from 3t0 6, 9,
12 or 15 stations with the addition of expan-
sion modules. The Pro-C also features an
advanced Easy-Lock module system in which a
unique “slide lock” mechanism simplifies
installing and removing the modules.

For more information contact Hunter at 800/733-
2823 or www.hunterindustries.com /

circle no. 255

Guard your grass

LESCO's new Lifeguard herbicide containing
the active ingredient dithiopyr offers lawn care
pros pre-emergent and very early post-emer-
gent control of crabgrass and other annual
grasses and broadleaf weeds in established
turf. It also so controls dallisgrass, goosegrass,
henbit, oxalis and common purslane, reports
the company. It's available in 5 oz. water solu-
ble packets, and labeled for use in most states.
For more information contact LESCO at 800/
321-5325 or www.lesco.com / circle no. 256
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INSURANCE
FOR PLANTS Products
yeor Tree Saver
PLANT IT ONCE!
: P'l’ IT RIGHT!

The TW-5 log splitter by
Timberwolf delivers 25 tons
of force in a 10-second cycle
time. With an 11-hp Honda OHV
GX engine, the log splitter features
auto-cycle valves that complete a full
splitting cycle, has extra large baffled hydraulic
tanks for cooler operation, and sports a log cra-
dle to stabilize logs for hands-free splitting. The
standard four-way optional six-way wedges cut
splitting time in half, says the manufacturer.

For more information contact Timberwolf
800/340-4386 or vwww.Limberwolicom /
circle no. 257

$% . RHIZOSPHERE BACTERIA
g & COLONIZE

One Packet of TreeSaver=

+ 17.8 MILLION SPORES of
Mycorrhizal Fungi

« RHIZOSPHERE BACTERIA

« COLONIZE

« 1-dunce of Terra-Sorb: PER
PACK

« SOIL AMENDMENTS

Planting Success!

£

Short work of tall branches
The Shindaiwa P230 pole pruner is designed to
trim hard-to-reach branches. It's powered by
the company’s 22.5cc engine and a 1.1-hp
¥ power head that delivers consistent cutting
S speed and power. It weighs 12.1 Ibs. and has
ak ‘ F A an overall length of more than 9 ft. It's available
in 8-in., 10-in. and 12-in. lengths, has a 3/8-in.
pitch narrow kerf saw chain, automatic oiler, an
antivibration system and is designed to be easily
disassembled for transport and storage.

For additional product information,
distributor locations or to request a copy of

Call or go online fo For more information contact Shindaiwa at
www.planthealthcare.com 800/521-7733 or visit wwvw.shindaiwa.com /
circle no. 258

Circle 133
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Field work

Country Home Products’ DR field and brush
mower features a 22- to 30-in. mower deck
mounted on the front of a 2-wheeled frame
and 17-hp engine. With attachments such as a
30-in.-wide snow thrower; a 42-in.-wide, 11-
gauge steel snow blade; and 42-in.-wide lawn
mower attachment, it's as productive as a
compact tractor. A halogen headlight option
allows use before dawn or after dusk. DR's lim-
ited slip differential senses when one wheel is
slipping and transfers more power to the
wheel with more traction.

For more information contact Country Home at
circle no. 259

Time to conserve
Aqua Conserve introduces the “Ultimo"” series
of ET irrigation controllers. Expandable from 16
to 66 stations, the Ultimo automatically self-
adjusts watering run-times and days based
upon the weather. Features include: flow sense
capability, backlite four-line display, and four
programs with six start times per program
Available in stainless steel wall mount or top
entry pedestal enclosure.

For more information contact Aqua Conserve at
877/922-2782 or www.aquaconserve.com /
circle no. 260

A drop in the tank

Magnum Group of California has developed a
new catalyst in solid pellet form that improves
the performance of outdoor power equip-
ment. Simply drop the pellet into the tank of a
2- or 4-stroke engine and leave it there for the
life of the machine. Small atomic particles from
the pellets react with molecules in any hydro-
carbon-based fuel. The reaction breaks up long
chain molecules and also stabilizes the active

continued on page 105
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Products

continued from page 102
elements of the fuel that either want to
burn too fast or too slow in the combustion
process

For more information contact Magnum at
877/823-7075 or www.dieselcraft.com/
circle no. 261

Low emissions engine

Designed with an 83-in. boom that detaches
for storing and transporting, the John Deere ex-
tended reach pole saw cuts branches up to 12
ft. above the ground and up to 8 in. in diame-
ter. It now has a new low-emission Commercial
M-Series engine. With a 16.9-oz. fuel capacity,
this 12.4-lb.pole saw also has a gear-driven oiler
with a no-oil-at-idle feature.

For more information contact John Deere at
800/537-8233 or visit www.johndeere.com/
circle no. 262

Grind those stumps

Model SG-26 SmoothCut PTO-powered stump
grinders from Worksaver cut from 18 in. above
ground to 10 in. below with a swing arc of 45
degrees and a maximum horizontal cut of 28
in. or 33 in. Features include replaceable car-
bide-tipped bolt-in cutting teeth and harden
bushings in major pivot points with greased
zerks at major pivot points as standard. The
SurefFoot stabilizer bar provides solid footing
during operation, and the standard rubber de-
flector helps control chips and debris during
grinding. The SmoothCut welded two-piece
cutting wheel delivers higher productivity, re-
ports the company. A parking stand for stor-
age is provided.

For more information contact Worksaver at
217/324-5973 or visit www.worksaver.com/
circle no. 263

Lightweight chain saw »

Equipped with the Low Vibe antivibration sys-
tem that separates the handles of the chain
saw from the engine with spiral springs of
steel, the 338XPT Husgvarna chain saw has a
2.3-hp engine and weighs 7.7 Ibs. The air in-
jection system removes up to 97% of

the dust before it enters the filter, according to
the company.

For more information contact Husqvarna at

800/487-5962 or www.usa. husgvara.com/
circle no. 264
Tractor factor

Allmand Bros. new 8435 HST four-
wheel drive compact utility tractor is
powered by a 36-hp Mitsubishi S4L.2
diesel engine and features a synchro-
shuttle shift transmission, allowing
easy forward and reverse operation.
Multiple gear ranges manage a vari-
ety of implement applications. It's
also equipped with a category one
three-point-hitch system with draft control and
standard rear auxiliary hydraulics.

For more information contact Allmand at
800/562-1373 or www.allmand.com/

circle no. 265

Time to inoculate

BioOrganics, Inc. has announced a reformu-
lated and improved version of its Landscaper
mycorrhizal inoculants. The new Landscape
Inoculant product contains additional types of
both endo- and ecto-type spores, which now
number 15 in total. Mycorrhizal fungi are natu-
rally occurring soil organisms that link to plant
roots and bring nutrients to the host plants, as
well as improving the the surrounding soil.

For more information contact BioOrganics at
888/332-7676 or www . bioorganics.com/
circle no. 266

“Working for
Your Economic
Success”

You know what works to protect your
business. You also know precisely how
much you want to spend to keep your turf
pest-free. That's why we offer you
products that provide the results you want
at a price that keeps your line-item
expenses looking as manicured as a front-
entrance topiary.

Healthy Turf,
Outstanding Value

See your United Phosphorus, Inc. channel
partner for more information, visit
www.upi-usa.com or call 1-800-247-1557.

Herbicides: Surflan AS™, Devrinol® 50-DF
Ornamental Selective Herbicide, Devrinol*
2-G Ornamental Selective Herbicide

Insecticides: Acephate 97UP”, Tengard*

Your Partner in Growth
1-800-247-1557

OXT/]

BETTER... FROM THE GROUND UP

423 Riverview Plaza
Trenton, NJ 08611

e |

:m L .l
L} mm Umted
Abways read and follow label directioms befortBuying

Circle 141
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Events

WHAT, WHEN & WHERE

April

25-28 North American Snow
Conference / Lexington, KY;
Sponsored by the American Public
Works Association; 816/472-6100;
www.apwa.net

30-1 TOCA Conference / Seattle,
WA; 952/758-6340;
www.toca.org

May

1-4 ASIC Annual Conference /
Newport Beach, CA; Sponsored by
the American Society of Irrigation
Consultants; 312/372-7090;
WWwWWw.asic.org

3-4 Southeastern Turfgrass
Conference / Tifton, GA; 229/386-
3184; www.tifton.uga.edu

9-12 Western Chapter ISA 2004
Annual Conference / Kelseyville,
CA; 530/892-1118

21 University of Arizona Desert
Horticulture Conference /
Tucson, AZ; 520/626-5161;
http://ag.arizona.edu/desert
hort/

30-1 Irrigation Association
International Water Demand
Conference / Amman, Jordan;
703/536-7080; www.irriga-
tion.org

June

7-9 International Symposium
on Snow Removal and Ice
Control Technology / Spokane,
WA,; Sponsored by the
Transportation Research Board;
202/334-2934

9-11 Eastern Snow Conference /
Portland, ME; www.eastern-
Snow.org

9-12 Snow & Ice Management
Symposium / Minneapolis, MN;
814/835-3577; www.sima.org

17-19 Super Floral Show /
Charlotte, NC; 617/728-0300;
www.superfloralshow.com

23 Virginia Turfgrass Council
Demo Day / Virginia Beach, VA;
540/942-8873; www.the

vic.org

July

6-8 Perennial Plant Symposium
& Trade Show / New York, NY;
614/771-8431; www.perenni-
alplant.org

13-18 ANLA Convention &
Executive Learning Retreat /
Maui, HI; 202/789-2900;
www.anla.org

19-20 PLCAA Legislative Day
on the Hill / Washington, DC;
800/458-3466

August

12-14 SNA 2004 World
Showcase of Horticulture /
Atlanta, GA; 770/953-3311;
wWww.sna.org

September

24-26 International Lawn,
Garden & Power Equipment
Expo / Louisville, KY; 800/558-
8767, www.expo.mow.org
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PEOPLE

SOLUTIONS

by JP Horizons, Inc.

VISION

We not only have a new focus on the vision and goals of the company but our People

Solutions coach has helped each of us see our role in reaching those goals. Every leader knows

what a win looks like for them and the company.

BECKY SUNDAY, RJ Sunday Landscaping, Bowie, MD

GROWING LEADERS

We know the key to our business is found in building a team of achievers that have a passion

for life and building a career. JP Horizons' Leadership Jam is a sure way to give our leaders the

skills, enthusiasm and confidence to move to higher levels of personal and professional growth.

STEPHEN HILLENMEYER, Hillenmeyer Landscape Services, Lexington, KY

CONSISTENT TRAINING

It's hard to imagine all the ways consistent training can affect your company until you experi-
ence it. Beyond a great way to train on fechnical and personal skills every week of the year, the
Training Challenge has brought our team together in an exciting and dynamic way that has had
a lasting effect on morale and productivity.

DICK DICKINSON, Hedge Hunters, Inc, Tampa, Florida

~ CUSTOMER FOCUSED SALES

| watched our brand new sales person gain the confidence and techniques that allowed him to
come back from Sales Jam and excel. He gained a real camaraderie with great sales people
from around the country that have become his network for problem solving and inspiration.

BILL LEIDECKER, Five Seasons Landscape Management, Reynoldsburg, Ohio

T S
5 .y

Sponsored by Supported by

@l JPHorzons  gHusquama  Landscs




PROMOTE 'Hi‘ﬁﬁms

Your Business CIROSS ..

SPRINKLER TOOL
CUStom ; Affordable :ﬂ’i . Ea;y Access to Riser Stem
. Stufferss Flyers . Postcards re * Flush Water In Any Direction

s | i f * Dirty Water Can't Flow Back into Open Stem
= - . ( ' M
Brochures . Promotional posting signs B, " Works on Most Pasic PopeUp Heas
. Newsletters . Door hangers

/m;‘ W

_ N VALVETTE SYSTEMS CORPORATION
Call today for a free folder of sample layouts & images www.valvettesystems.com
RND Signs 800-328-4009 or visit www.rndsigns.com (866) 200-8590 & TH 200 VALVETTE SYsTENS

Circle 142 Circle 143

Turf experts agree regular aeration
‘ Aer way!’ ’ is the one thing that will immediately
improve health and vigor.
Expand your business with Municipal &
School Sports Turf Maintenance

* Deep slicer with 63in working
width at 7in or 9in depth.

* Optional floating rear roller.

Minimum time - Maximum benefit - for Cost effective contracting * Minimal surface disturbance.
Siotoiey e : : * Fast work rate.

Deep tine “venting" aeration every two weeks will
improve drought resistance, reduce weed pressure, and

, ke
produce a resilient playing surface that will bounce back
from the pressures of daily play. '
Only AerWay™ lets you aerate and play right away! 4

AerWay" systems start at $3000.00
AT SISIS INC

for further information call 1—800—457—83 1 0 P[] Bﬂx 537, sa“dv Sllrlnus. SG 296?7

Tel: 864 843 5372 Fax: 864 843 5974

Advanced Aeration Systems e-mail: idc@sisis.com
) - ) WWW.Sisis.com
www.aerway.com email: aerw ay@aerway.com
Circle 144 Circle 145
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PARKING LOT
SWEEPING

FREE information on
starting sweeping
* Use your own truck |

* Profit potential ‘
e How to bid

Bathroom on Board |

Call for a dealer near you:

866-848-1815 U2

TRAILERS

Circle 147
800-345-1246
WWW. mascosweepers com
T anrzzle 146
INFORM INTRODUCE INFLUENCE INSTRUCT

Risig

Reprints of Landscape Design/Build supplement articles, advertisements,
and news items are available through Advanstar Marketing Services.
Customized to meet your specific needs, reprints are highly effective when you use them to:

¢ Develop direct-mail campaigns
¢ Provide product/service literature
¢ (reate trade show distribution materials

Extend your coverage to your website. Custom reprint packages include an
E-Print of the same article to post on your website.

Landscape

DeSIQn/BUIId

ADVANSTAR MARKETING SERVICES
MaARcIE NAGY

1-800-225-4569 ext. 2744 « 440-891-2744

Fax: 440-891-2740
Email: mnagy@advanstar.com
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HOV)

ADVERTISING
INFORMATION:

Call Tom Cermak at
800-225-4569 x3170

or 440-891-3170,

Fax: 440-891-2675,

E-mail: tcermak@advanstar.com

» For ad schedules under $250, payment must be received

by the dassified dosing date. Every month the Classified Showcase

» We accept VISA, MASTERCARD, and AMERICAN :

EXPRESS over the phone. offers an up-to-date section of the

» Mail LM Box # replies to: Landscape Management pmduqs and services you're Iooking for.
Classifieds, LM Box #__,

131 W. First St., Duluth, MN 55802-2065. (please indude  Don’t miss an issue!

LM Box # in address).

BIRD CONTROL BUSINESS OPPORTUNITIES

and Ducks!

» Simple and Easy-
Spray Right on
the Grass!

» Geese Hate the
Taste!

» EPA Approved!
(%) Biro*B-Gone. -
|Ph: (949) 472-3122 For More Information
FAX: (949) 472-3116  Call 1-800-392-6915
www.birdbgone.com

Email: noblrds@budbgone com = = S8

BUSINESS FOR SALE

LANDSCAPE
CONSTRUCTION COMPANY
Well Established
20-year Landscape Company
Boston, Massachusetts Area.

Annual volume $3.5-54.0 million PLUS!
Company breakdown:
* 70% Construction
* 20% Maintenance
* 10% Snow Operations
Well managed and organized operation
with a meticulous fleet. Will sell with or
without the real estate, which has all the
necessary provisions for repairs and parking.
Contact GLOBAL BUSINESS EXCHANGE
Mr. John Doyle: 1-781-380-4100
Fax: 1-781-380-1420

Commercial Landscape Management
Company
*Located in Southeast Texas
*15+ Years Established
*99% Commercial Accounts
*Experiencing Rapid Growth
*Third Party Valuation Performed
Purchase Price: $990,000
(includes real estate valued at $250K)
Contact: John/ The Buckley Group
713-838-1494

PUT CLASSIFIEDS TO WORK FOR YOU!

Back-Yard Putting Greens
Synthetic greens are one of the fastest
growing

segments of the $50 Billion
a year golf industry

* Huge Profit Center - Up To 65%

~ * Easy Year Round Install Process

T e VIDEO

* Utilize Existing Equipment

* Buy Manufacturer Direct - Save 70%

* Many Extras
www.allprogreens.com
BIDDING STRATEGIES
LAWN PROFESSIONALS

Reasons to call us:
FREE
" Excelient Add-On Service
800-334-9005
Take Notice

* Bidding & Contracts . . . $47.95

. * Marketing & Advertising. ............$39.95

ookmg 20 Letters For Success. ............$29.95

’ * Contracts & Goals . . . . ... $39.95

for a ]Ob? * De-Icing & Snow Removal . ... .. $39.95

y « Estimating Guide . .. $34.95

Great. We'll start « Telephone Techniques . . . . . $24.95
* Selling & Referrals . . ... $44.95

you at CEO. Take advantage of our * 1V 4 o More & Save!

experience and improve your

opportunities for success. Our lawn service was

recently rated in the TOP 10 Nationally.
PROFITS UNLIMITED

Call 800-845-0499
www.profitsareus.com

Tired of struggling in the
landscape industry? We'll give
you a promotion. Call us
today and learn how to start

vour very own franchise.

—

—
— = . WANT TO BUY OR
 — fp ~~%,_ SELL A BUSINESS?
‘ Professional Business
> e Merper & Acquinton Specialnt Consultants can obtain puuhm
5 = offers from numerous qualified
3 BOU : G potential buyers without disclosing your identity. There
. is no cost for this as Consultant's fee is paid by the

buyer. This is a FREE APPRAISAL of your business.
If you are looking to grow or diversify through
acquisition, | have companies available in Lawn Care,
Grounds Maintenance, Pest Control and Lan,
i Installation all over the U.S. and Canada.

182 Homestead Avenue, Rehoboth, MA 02769
708-744-6715 * Fax 508-252-4447

Attention:
Add Freedom Fence and Driveway Alert to your
Existing services and watch your bottom line soar!

Made in USA 800-828-9089 E-mail pbemello] @aol.com
check us out online @
WWWw, net
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wfuz We will TRAIN YOU
to be SUCCESSFUL in
the Backyard Putting

FULLING
(—umg unY Green Business
The Best in Synthetic Golf Facilities

Call the Putting Green Pros
Toll Free 877-881-8477
www.theputtinggreencompany.com

Outstanding Business Opportunity
High volume national franchise
lawn care business for sale in Florida.
Established 20+ years,

7 figure sales, 6 figure income.
Owner financing available.
$1,400,000- Please Call 1.732.290.8495

FOR SALE

o O

TURBO TECHNOLOGIES, INC.

1500 FIRST AVE., BEAVER FALLS, PA 15010
1-800-822-3437

www.turboturf.com

PHYSAN 20
ALGAE AND ODOR CONTROL
FOUNTAINS, STATUARY,
BIRDBATHS AND WALKWAYS.
Cost effective and biodegradable.
Ordering and Dealer information: Maril Products
320 West 6" Street, Tustin, CA 92780
800-546-7711 www.physan.com

LANDSCAPE DESIGN KIT 3

> ¥| 48 rubber stamp symbols of trees,,

shrubs. plants & more. 1/8" scale.
Stamp sizes from 1/4" to 1 3/4"
$97 + $6.75 s/h. CA add 7.75% tax
(Checks delay shipment 3 weeks.)

 wneNG¥ VISA, MasterCard, or Money Orders
{ oca 916.637.7102 ShiPPed next day.  FREE BROCHURE

TOLL FREE 877-687- 7107 AMERICAN STAMP CO.
www.amerncanstampco.com 12290 Rising Road LM4, Wilton, CA 85693

BARK BLOWER FOR SALE:
2000 FINN 1240 (40 Yard Unit) Bark Blower
Approximately 1,250 hours on the bark blower unit,
FINN serial number SS108. Unit mounted on a
2000 Sterling chassis, 46,000 rear and 20,000 front.
2-50 gallon fuel tanks, 36" wheel base chassis,
29,1000 miles, CAT C-12 306 hp, 8 speed trans.
11 x 22.5 rear and 425/65R 22.5 front tires.
Price with blower and truck $140,000 or b/o.
201-666-5500

MNM“M&MMY&I
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I "ﬁ. Anniversary
We Ship Anywhere In The USA"' Sold over 25,000 Bolt-Together
Steel Buildings & Homes. Visit us online or call for a price quote.
HERITAGE BUIL l)I\(; S\ STEMS,
800.643. 55

I\('lll.l)'(l)llll(llny .com

GPS TRACKING

# GPS Vehicle Tracking Systems
¥

"7 @ Verity Jobs Completed

i @ Increase Employee Productivity

@ Reduce Operating Costs

.
® Reduce Fuel Cost
® And More!

Packages available to fit any size fleet...
Affordable Solutions for Today’'s Modern Manager

Cost Effoctive Simpile instaflation

Call: 800-665-7203

www.onetrackinc.com
2375 E Camatack. Sute 500. Phoenix. AZ 85016

HELP WANTED

—TRUGREEN LandCare —

Seeking Highly Qualified Landscape Professionals
We're Expanding Our Operations in 2004!
Excellent Management Opportunities
throughout the entire East Coast

REGIONAL MANAGER
BRANCH MANAGERS
INSTALL/MAINTENANCE MANAGERS
SALES REPRESENTATIVES
SUPERVISORS
Excellent compensation, bonuses and incentives,
company vehicle, complete benefits package
and much more!

Fax resume to 301-924-7782
or E-mail Ron_Anduray@landcare.com

No Monthly Fees

LANDSCAPE MANAGEMENT
OPPORTUNITIES
Wheat's Lawn & Custom Landscape, a $9 million
residential landscape firm in Northern Virginia
since 1978, has positions available for
MANAGERS, ASSISTANT MANAGERS
AND SALES. Interested candidates should
want to surpass own personal expectations and
have a desire to work with a motivated and
successful team. Wheat's offers
* Health insurance
* Advancement opportunities
* 401(k) and profit sharing
*» Excellent salaries
* Great work environment
» Vacation/Holidays

Wheat's Lawn & Custom Landscape, Inc.
8620 Park St., Vienna, VA 22180
www.wheats.com

Fax: 703-641-4792 + Email: wheats@wheats.com

LANDSCAPE MANAGEMENT / APRIL 2004 / www.landscapemanagement.net

GreenSearc
Providing professional executive search, human
resource consulting and specialized employment
solutions to Green Industry companies and allied
horticultural trades throughout the United States

www.greensearch.com
E-mail: info@greensearch.com
Toll free: 1.888.375.7787
Local Phone: 770.392.1771 Fax:770.392.1772
5 Concourse Parkway, Suite 3000, Atlanta, GA 30328

>

FLORAPERSONNEL, INC.
In our third decade of performing
confidential key employee searches for
the landscape/horticulture industry and
allied trades worldwide.
Retained basis only.
Candidate contact welcome,
confidential and always FREE
1740 Lake Markham Road
Sanford, FL 32771
407-320-8177 « Fax: 407-320-8083
E-mail: hortsearch@aol.com

www.florapersonnel.com

THE BRICKMAN GROUP, LTD.

Careers in landscape management
available in:

California — Colorado
Connecticut — Delaware
Florida — Georgia
Illinois — Indiana
Maryland — Massachusetts
Minnesota — Missouri
New Jersey — New York
North Carolina — Ohio
Pennsylvania — South Carolina
Tennessee — Texas
Virginia — Wisconsin
Fax: 301-987-1565
E-mail: jobs@brickmangroup.com
www.brickmangroup.com

IN HOUSE NURSERYMANAGER

The ideal candidate to be fully competent in the
management and operations of 3 - 4 acre

custom nursery, in California. Duties range from
development of the new nursery, overseeing plant
propagation, development of nursery staff, inven-
tory and stock management, and interface with in
house landscape project manager and architects.
Superior technical and communication skills a
must. Excellent benefits, salary, camaraderie and
career path are your reward.

Qualified candidates please contact
Cheryl Barron, Landscape Development, Inc.
28125 W. Lmngelon Ave., Valencia, CA 91355
Email: a SC. v t.

Fax: 661 295-1969

Florida’s Space Coast
M & M Professional Grounds Maintenance is now
hiring a Sales/Account Manager to help grow our
Family owned Business. Salary plus Commission.
Experience A MUST!
Please call 321-254-1525 Fax 321-253-3426
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GOTHIC LANDSCAPE, INC.

An established landscaping firm that is dedicated
to creating long-term relationships with clients by
providing the best possible service. We are one
of the largest landscape contractors in the
southwestern U.S., operating in CA, AZ and NV
The company specializes in landscape construction
and maintenance for residential master-planned
community developers, public works and industrial
commercial developers. We offer excellent salary,
bonus and benefits package
Outstanding career opportunities exist
in each of our fast-growing branches for
* Sales
* Estimators
* Account Managers
* Supervisor
* Senior Foremen
* Irrigation Tech
For more information, contact
Elisabeth Stimson, Human Resources Director
E-mail: estimson@ gothiclandscape.com
Ph: 661-257-1266 x204 * Fax: 661-257-7749

PUT CLASSIFIEDS TO WORK FOR YOU!

LM

Western States Reclamation, Inc.
continues to expand again. We are located in
Frederick, Colorado (a northern suburb of Denver)
and seek to fill the following positions
*Landscape Division Manager—
individual with 10+ years of exceptional
leadership skills to manage department including
landscape and irrigation construction and
landscape maintenance. Must have
experience in managing projects up to
$3M single contract size
*Estimators—
to bid landscape, irrigation, revegetation,
and erosion control projects ranging from
S1K to $4M

*Landscape & Irrigation
Superintendents—

with large commercial project experience

*Reclamation Project Manager—
(Revegetation and Erosion Control Projects)
*Revegetation Superintendents
& Foremen
See our website (@ www.wsreclamation.com

Email wsrieac@aol.com
Fax 303-833-4447 attn: Liz

Looking For Someplace To Plant Your Roots?
Our family owned quality focus Full Service Land-
scape visionary company has a 40+ year track
record of increasing growth, visibility, opportunity
and profits. We have a strong culture rooted in
trust, integrity, professionalism and excellence
As a Co., we make it a point to use good judg-
ment, fairness and common sense to meet our
challenges. Michael Bellantoni is a 40-year-old
company experiencing strong growth, creating
the need for: * Hardscape Division Managers
* Landscape / Maintenance Project Managers
* Commercial Applicators ¢ Irrigation Project
Manager * Landscape / Maintenance Foreper-
sons. We are seeking a Landscape Professional
who enjoys hands on problem solving, a high-energy
work environment, and pleasing customers. The
ideal candidate has a solid work ethic, proven
leadership abilities, productive years of industry
experience and technical competency, strong
communication ability and a service mind set.
If you've got what it takes, we'll provide the rest:
*Medical *Simple IRA *Vacation *Family Atmos-
phere *Awesome Learning Potential. If you're
committed, dependable, and want to join an organi-
zation you can be proud of, we'd like to talk to you
Fax or send resume: Michael Bellantoni Inc., 121
Lafayette Ave., White Plains, NY 10603, Fax:
914-948-6473. At MBI, Equal talent will always get
equal opportunity. DFWP 4/04

REPEATING an ad ensures it will be seen and remembered!

trugreen.com

| Ready to lead?

Join TruGreen.

Be TRU
to yourself.

You're always on the go a true self-starter, who loves a
challenge, sets your own agenda and calls your own shots That's

why a career at TruGreen is so H{;h[ for you

TruGreen Companies is the largest lawn and landscaping company
) the United States and part of The ServiceMaster Company’s

family of brands

Bring us your drive and determination, people-friendly nature,
and effective customer service and selling skills. We'll supply
the training and support, excellent compensation and benefits,
and the incredible opportunities you'd expect from an industry

eader that will help you to grow, develop and succeed

Management Sales

Sound like the career move for you? To apply, please send
your resume, indicating area of interest. Fax: 901-681-1805 or
Email: recruiting@trugreenmail.com. For specific position
openings, please visit our website at trugreen.com.

THE TRUGREEN Companies

Customer Service | Field Opportunities
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Join NaturaLawn of America,
The Company That Changed Green Industry!
Are you tired of big company rhetoric and
hollow promises? We are actively seeking
Regional Managers with marketing and
business operations experience.

Take the test:
1. Do you enjoy training and motivating
other people to achieve their goals?
2. Do you have 3-5 years real life experience
in business marketing?
. Do you understand that a service company
is all about helping solve a problem

not finding a fault?

4. Do you know there is no “I” in TEAM?

If those four statements describe you,
then we want to speak to you!

Our continued growth has created a need for

individuals with strong marketing and
business operations experience.
Your primary job duties would include:

* Be a team player. Work with and support the
Corporate Office in the continued develop-
ment, implementation and guidelines of the
Franchise System.

* Ensure the smooth day-to-day operation of
individual franchise locations.

* Monitor and review sales, service and
production of locations to ensure that the
businesses are focused and have integrated
these three components for success.

» Assist locations in the development, imple-
mentation and interpretation of their
marketing, advertising and public relations
plans.

* Provide technical and customer relations
training in the locations and on a regional
basis.

* Develop and maintain quality contracts in
government regulatory agencies and
universities.

If you are a professional with proven business
skills that include past business operations and
budgeting/financial management and
accountability, you owe it to yourself to
check out this opportunity.
NaturaLawn of America is a privately held
16-year-old company with 77 operations in
25 states. We expect to have 150 locations in
35 states within the next 3-4 years.

We offer a complete benefit package including:
* Major Medical Benefits
*401(k) Plan
» Paid Vacations
* Paid Sick Leave
* Ownership Options
Salary is commensurate with experience.
The position may include a company vehicle,
and may require relocation to the Maryland area.
E-mail your resume in strict confidence to
resume@nl-amer.com or fax it to the attention
of Philip Catron at 301-846-0320.

For more company information,

please visit us at www.nl-amer.com.

w

Plant Heath Care Coordinator
Gaithersburg, MD
Seeking an Integrated Pest Mgmt/Plant
Healthcare Coordinator to Manage and
Implement IPM/PHC programs. Must have
background and Experience in Plant & Insect
diagnostics and carry out treatments, ability to
manage 1-2 assistants, time management
skills & pesticide control knowledge.
Must possess the ability to work in a fast paced,
energetic environment. Valid CDL and pesticide
applicators license preferred.

Benefits include Health/Life Insurance, Paid
Vacation/Personal days, profit sharing,
401K Employee stock ownership,
competitive compensation.

Please submit resume via email to
Shannon Byme, sbyrne@thecareoftrees.com
or via fax at 610-239-7576.

HURRY!

If your ad isn't here,
call Tom Cermak
IMMEDIATELY!
1-800-225-4569 x3170

PURCHASING AGENTS (4)

Landscape irrigation and landscape green goods
purchasing agents.

Experienced buyers and managers required for
extremely successful California landscape
contracting firm. Positions available in Valencia
and in San Diego. Great business and
communication skills a must. Superior green
goods or irrigation knowledge mandatory.
Excellent benefits, salary, camaraderie and career
path is your reward.

Qualified candidates please contact
Cheryl Barron, Landscape Development, Inc
28125 W. Livingston Ave., Valencia, CA 91355

Email: cbarron@landscapedevelopment.com

Fax: 661 295-1969

COMMERCIAL LANDSCAPE
OPPORTUNITIES
Ascape Landscape & Construction Corp.,
located in Rockland County, has been serving
the Tri-State Area for 20 successful years
Growth and advancement have opened the
following inside and outside positions

PROJECT MANAGER/FOREMAN
IRRIGATION DIVISION MANAGER
IRRIGATION FOREMAN
MECHANIC
LANDSCAPE DESIGN/SALES ESTIMATOR
TREE CLIMBER
OFFICE MANAGER
ADMINISTRATIVE ASSISTANT

Salary commensurate w/experience, 401K plan
Fax resume to: 845-362-8224 or
E-mail to: ascapestu@aol.com

W.E.CHAPPS:

Mesh Dedris Mower Bags Equipment Covers

.«

-~ Leg & Arm Protection. Chemical Protection
p(? The Grass Handler Siiding Muich Plate and More!
S\ T OVER 500 PRODUCTS + WADE INUSA

WECHAPPS.COM

WWWw.
BOO-BL1G-2427

LANDSCAPE MAINTENANCE
DIVISION MANAGER

Landscape Development, Inc. is seeking division
level managers of its maintenance operations in
San Diego and Inland Empire offices. We seek
experienced professions with superior technical,
communication, and business skills. Excellent
benefits, salary, camaraderie and career path is
your reward.
Qualified candidates please contact
Cheryl Barron, Landscape Development, Inc.
28125 W. Livingston Ave., Valencia, CA 91355
Email: cbarron@landscapedevelopment.com
Fax: 661 295-1969

Looking to Hire Someone?

Place Your Recruitment Ad in

Landscape Management!
For rates and schedules,
call Tom Cermak at
800-225-4569, x3170
or 440-891-3170;

e-mail tcermak(@advanstar.com
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SOFTWARE

The #1 best-sellin
all-in-one software ?or
specialty trades

Download a free demo of
the software everyone is
talking about!

www.wintac.net

Or call 24 hours for a free demo CD:

1-800-724-7899 ext2

« Unlimited Customers & Locations
« Automatic Scheduling, Routing

« Automatic Invoicing, Job Costing
« Service History & Profit Tracking
« Labor and Productivity Tracking
» Material & Chemicals Tracking

o Letter Writer w/ auto Mail-Merge:
Send Sales and Service Notices

« Print Proposals, Invoices, Work
Orders, Statements, Purchase
Orders, Reports, Labels. Even
design your own forms in Word

« Full Accounting: G/L, AR, AP,

Payroll, Checking, Inventory,
Financial Reports and Graphs

« Built-in links to QuickBooks *,
Peachtree®, MS Office®, Street
Mapping, Emailing, and more!

Here are THREE words

that will help
keep your ad in your
prospective customers plans

FREQUENCY

Call to find out how you can save
with frequency advertising!
Tom Cermak
800-225-4569 x3170

Looking For

Customers?

We're looking to bring

them to you!

For advertising

’ w
rates and

schedules,
call Tom Cermak
at 800-225-4569,
ext. 3170 or
440-891-3170
E-mail:

tcermak(@advanstar.com

2004

landscape ilustrator

landscape design and estimation software
www.Lsisoft.com

PhoneCenter Software

Never forget to call a customer back or lose
another phone message! Works with Caller ID
to track all incoming phone calls into a database.
Schedule appointments with easy-to-use
drag and drop calendar. Route appointments
with MS MapPoint. Synchronize customer
information to QuickBooks!

View demo at www.PhoneCenterSoftware.com
or call Tree Management Systems, Inc.

PUT CLASSIFIEDS TO WORK FOR YOU! at 1-800-933-1955

INFORM

0 —..';".’

INTRODUCE INFLUENCE INSTRUCT

CoA IS T Ahed

FPRINTS

Customized to meet your specific needs, reprints are highly effective when used to:
¢ Develop direct-mail campaigns
* Provide product/service literature
* (Create trade show distribution materials
* Present information at conferences and seminars

Extend your coverage to your website. Custom reprint packages
include an E-Print of the same article to post on your website.

ARTICLES & NEws ITEMS ¢ ADVERTISEMENTS

Landscape

MARCIE NAGY ¢ ADVANSTAR MARKETING SERVICES
1-800-225-4569 ExT. 2744 ¢ 440-891-2744
FAx: 440-826-2865 ¢ Email: mnagy@advanstar.com
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INDUSTRY TRENDS BY THE NUMBERS

FUEL PRICES — HIGHER YET?

If you think the price of gasoline and diesel fuel is high now, wait until

the peak driving season in summer, says the AAA, which is predicting even

and lawn service routes?

Retail gasoline prices (in dollars)
Region Nov. 03 March 04

New England 1.08 1.71
Mid-Atlantic 1.02 1.68 ‘
Midwest .97 1.67

South 99 1.64

Rocky Mountain 1.09 1.64

West Coast 1.08 2.02

ESTIMATING MARKUPS AND PRICING ~
SURVEY Says...

Pricing work is always challenging, particularly in a very com-
In many regions, landscape and lawn

care professionals depend on migrant

labor to fill peak season demand. How
much of your seasonal help will come

from H-2A or H-2B seasonal work programs?

ILLUSTRATION: LIQUID LIBRARY

petitive market. Regardless of how you estimate a job, from
the less complex (drive-by estimate) to the more complex
(production standard and double overhead recovery system),
the price of the job always comes down to some combination
of time and materials costing with a markup. The following < 4§
table outlining labor rates and materials markups is based on
our most recent industry survey of 153 contracting companies.

Construction Grounds o, 0
design/build maintenance 38% Less than 20%
Material markup 65% 40% 30% Our migrant workers come to
Hardscape markup 50% 40% us from “unofficial” channels
Irrigation markup 50% 50%
149 40%-60%
Chemicals markup 70% 60% % ’ .
Average labor rate/hour $42.49 $27.61 10% 60%-80%
0~ 0

The numbers in the table represent the average responses.
The high and low responses range 30 percentage points lower 7% 80%-100%

and 20 percentage points higher for the markups (i.e. for

NNNRNKN

materials, the low markup was 10% for grounds maintenance 1% 20%-40%

and the high markup was 60%). The labor rates varied by as

Log onto www.landscapemanagement.net
and answer our online survey. We publish

much as $8 lower for maintenance and $6 higher.

SOURCE: KEHOEGUIDO the results here monthly

LANDSCAPE MANAGEMENT
Subscription rates

INTERNATIONAL

; $ Periodicals postage
paid POSTMASTER

@ Copyright ©2004 Advanstar Communications, Inc
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But Don’t Worry,
I'll Give You
2 1bs. Back’’

4 pounds turf = 2 pounds of goose droppings!

T

Growing populations of non-migrating (resident) Canada geese can destroy c
turf and create an unsightly and unhealthy environment from their droppings. "\A“.‘
Golf course superintendents and lawn care professionals who use &
FlightControl* PLUS on turf know it is the ONLY goose repellent that
provides both a consequence and warning for nuisance geese.

FlightControl PLUS is a harmless yet effective digestive irritant that
encourages unwanted geese to move quickly to other feedings sites.
Geese, unlike humans, have the ability to visually recognize turf treated
with FlightControl PLUS, warning them from grazing in the treated area
again. FlightControl PLUS is rainfast, remains on irrigated turf, and will not
harm the geese, humans, or other animals. FlightControl PLUS has the active
ingredient 9,10-Anthraquinone, and does NOT contain Methyl Anthranalate
(from grapes) found in other goose repellent products.

Take Back Your Turf! Learn more at www.flightcontrol.com
or call your SePRO FlightControl PLUS expert at 1-800-419-7779.

————— Circle 102
sePRO] FricurConzroPLUS

SePRO Corporation 11550 North Meridian Street, Suite 600, Carmel, IN 46032 www.sepro.com

FightControl 1 a regrstered Iracemark of Arkdon Life Sciences. Always read and folow label drections. © Copyright 2004 SePRO Corporation

. iy LA v g
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' AWARNING

Don’t Bust Your Tail

Get a John Deere ZTS Excavator instead. Their zero-
tail-swing design lets these nimble compacts rotate
fully without banging their tails into something.
S0 you can work with ease around obstacles. Add
any of the many Worksite Pro attachments (also

Compatible with John Deere skid steers), and the
Possibilitieg are almost endless. For more info or
a demo, seg yoyr John Deere dealer.



http://www.JohnDeere.com

