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PROFESSIONAL PARTNER
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YOU DO THE MATH.

Get big-machine durabilty and low maintenance costs with our new 445CT and 450CT Compact Track Loaders.

Featuring proven Case undercarriage technologies, these mini-brutes deliver long component life, a comfortable ride

and rigid-mount simplicity. Permanently sealed rollers and idlers assure reliable performance. Tapered track frames stay
cleaner. Triple-flange rollers minimize wear and prevent de-tracking. From the heavy-duty chassis to the long-lasting radial
piston-drive motor, these compacts give you a whole lot of loader. Contact the professional partners at your local dealer
for a demo, purchase or rental options, and details on financing and service plans.
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Training Room

Stay in a negative, out-of-control frame of
mind for an extended period and the best of
us will show signs of burnout.

BY BILL HOOPES

In the Know

On the Hill at PLANET's
Legislative Days; OPEI
could take CA city to
court over blower ban;
Husgvarna on its own,
focused on growth; FMI
Services acquires Bass

Custom Landscapes

Add-On Biz: Retaining walls

Rein in the profits with these hardscape projects.
BY STEPHANIE RICCA

Tracking Technology
If you're sending out your trucks each day
and just hoping for the best, read on because
there’s a better way.
BY CHARLES SIMON

H-2B by the numbers

Wonder how the Green Industry

ranks for labor requests? The answers
may surprise you.
BY STEPHANIE RICCA
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If everyone had the same irrigation needs,
we wouldn’t offer so many solutions.

CTo e L
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Maxicom? Site Control MDC

Install Confidence? Install Rain Bird® Central Control.

To better manage time, conserve water and save money, more people trust Rain Bird Central Control.
After all, we not only pioneered the technology, we continually evolve and develop new systems to
efficiently meet unique irrigation challenges. Regardless of where your responsibility lies—a single site
or multiple locations—confidently rely on one of our proven, user-friendly solutions.

For more information about Rain Bird Central Control products, visit www.rainbird.com/landscape
or call 800-458-3005.

Ran I BIRD
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Read the latest news
headlines before the print

issue comes out, and plan

LANDSCAPE MANAGEMENT CONTINUES ONLINE / August 2006 your travel with our
complete events schedule

E-newsletters
Sign up to receive
Landscape Management
Week in Review delivered to
- your inbox. Or link to our
T affiliated sites for news and
e-newsletters on golf course

i '
\?‘\‘I management, landscape
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information. Don’t miss the

archives of special issues like
3 the Business Planner, LM

- 4 100 and Green Book.

l l - e ] or search our complete
] ] - r 4 l ] ] archives for business articles,
- . =~ 73 4 \ subject-specific technical
. l : d . ] ] articles and product
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A day Of service Stay in touch via direct
More than 250 Green Industry phone numbers and e-mail
volunteers made their annual trek to addresses for our editorial

N ; and advertising departments.
Washington, DC, to spruce up our » d d
national resting places. Visit Readers respon
www.landscapemanagement.net for a Can you believe we're already looking at the first half of 2006 in our rear-view
photo gallery from the day. e - mirrors? It's time for a mid-season sales checkup, so we asked, how's

business stacking up so far this year? Here's what you said:

%
» Sp e Ci al issue We're blowing the doors off our sales goals 32 )
As summer winds down it's time to start thinking
about strategic planning for your business next
year. Click on the 2006 Business Planner link at

. /andsc.ape g eme(rt.' net. We're élready Plannmg for Want to weigh in? Our survey question changes every month and we publish
the next Business Planner, hitting your mailbox this October. the results here. Visit www.Jandscapemanagement.net to voice your opinion

29% we're right on budget
23" Businessis tougher than we predicted

17* Time to pick up the pace

»Overheard " The late Tlp O’Neill, former Speaker of the House,
said that 'all pOllthS Is local.’ The same goes for today’s

- =
- n
pESt|C|de ISSUES. —Ron Hall, LM editor in chief, introducing the first Grassroots Lawn Care Forum
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AGILITY
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With the boom swing casting and BOTH front corners within the tracks, Bobcat® ZHS compact excavators
have the most unrestricted motion in the industry. More swing area allows you to work in tighter areas.

And the optional FastTrack™ drive provides speeds of more than 5 mph—so you can spend 30% less time
backfilling. Do more... and do it faster.

One Tough Animal

69011

@Ingefsollkand 1.866.823.78%8 ext. 690 Www.bobcat.com/landscape

Compact Vehicle Technologies
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Zorock
Decorative
Stone is an innovative

new product, making residential
and commercial properties more
vivid everyday. If you are tired of
the dull and boring look of
natural stone, try new

Zorock Decorative Stone.

ZOROCK

1-866-4-ZOROCK
www.getzorock.com
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AERATION HAS NEVER
BEEN THIS EASY!

) il;Kawoski, T6ee vH”ydt;éeur p;ﬁps;
9 mph ground speed; 80,000 sq/ft per hour

Muitiple attachments
Available

* 20 gal. spray system
* Dethatch Rake
* 120 Ibs hopper

* 36"/46" tine heads

L 7. RICH rrooucrs, inc.
z-spray.com © 877-482-2040 e sales@z-spray.com
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Huge Advantage

Introducing Scotts® Landscaper® PRO"

Now you can buy reliable, extended-release fertilizers that deliver balanced nutrition for
up to four months. Scotts® Landscaper® PRO™ includes the fertilizer technology that made
Scotts® a world-leader and a household name, plus pest solutions and professional-grade
spreaders that save time and labor. Combine products that excel in turf and landscapes

with the Scotts name your customers already respect—now that’s a huge advantage.

32-3-10 16-25-10 STEP® MAX™ 14-14-14

Turf Fertilizer Starter® brand Micronutrients Qutdoor
Fertilizer package Ornamentals

~

Contact your Scotts Distributor, call 1-800-492-8255 or visit www.scottsprohort.com to learn more about Scotts® Landscaper® PRO.

©2006
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Let Us Help You
PROMOTE

Customized Printing

Programs

« Select your photography from our
image collection

o Customized text and layouts made
by our talented graphic designers

o Use our "sample print collection”
for layout and promotional ideas

We're st your aeighborhood
Tl Sova

$100.00 OFF

Tous e ks wmng e

Promotional Tirf Tech Landicaping

Call today for a Signs Pam W
FREE catalog . Promote with up to 4 colors
& price sheet!  variety of sizes available
o Print one or two sides
« Two different stakes

(XY sicos & Pining :

www.rndsigns.com . 800-328-4009
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* Relax. We're here.

Precision application and constant pressure are the
hallmarks of the new D.B. Smith RoundUp Relax
™ backpack sprayer. Quality and comfort are joined to

give you hours of stress-free operation.

That's why Forestry Suppliers features more than

HERBICIDES AND SPRAYERS

9,000 top-quality products geared especially to
outdoor pros; each backed with the best tech
support and customer service, and our 100%
Satisfaction Guarantee! Give us a call or log on to
www . forestry-suppliers.com to get a free copy of

our latest catalog today!

<SP T G Forestry Supplers, [ne

-suppliers.com
Catalog Request: 800-360-7788
Sales: 800-64; 58
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Proud supporter of these green industry professional orgamizations:

AN.;{A

American Nursery &
Landscape Assexciation

o o Wt

The braeatoe Ausccancn

SIMA _

Sportsiurf

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

www.anla.org

American Society of Irrigation
Consultants

PO Box 426

Rochester, MA 02770
508/763-8140

WWw.asic.org

Independent Turf and Or tal
Distributors Association

526 Brittany Drive

State College, PA 16803-1420

Voice: 814/238-1573 / Fax: 814/238-7051

The Irrigation Association
6540 Arlington Blvd

Falls Church, VA 22042
703/573-3551
www.irrigation.org

Ohio Turfgrass Foundation
1100-H Brandywine Bivd
PO Box 3388

Zanesville, OH 43702-3388
888/683-3445

The Outdoor Power Equipment |
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

The Professional Landcare Network
950 Herndon Parkway, Suite 450
Herndon, VA 20170

703/736-9666
www.landcarenetwork.org

Responsible Industry for a Sound Environment

1156 15th St. NW, Suite 400
Washington, DC 20005
202/872-3860
www.pestiacts.org

Snow & Ice Management Association
2011 Peninsula Dr.

Erie, PA 16506

814/835-3577

www.sima.org

Sports Turf Managers Association
805 New Hampshire, Ste. £

Lawrence, KS 66044

800/323-3875

www.sportsturfmanager.com

Turf and Omamental Communicators Assodation

P.0. Box 156
New Prague, MN 56071
612/758-5811
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Join the aeration revolution.

TURNAER 26

:
First, we introduced the
‘award-winning TurnAer 26-

an entirely new way to aerate lawns. Now, with the TurnAer 4, you

\
TURNAER 4

Has all the features of the

TurnAer 26, plus:

- Fits through a 28" gate

- The ultimate aerator for
tighter areas and heavily
landscaped lawns

can put this productivity-boosting technology to work in tight
areas and smaller lawns. Both operate like a mid-size mower.
Their revolutionary DiffDrive” with dual-brake action lets you turn

with the tines in the ground without tearing turf. And for the first

time ever, you can ride behind
TURNAER CHARIOT € NEW »
Enhance your TurnAer 4 or
26 by adding the Chariot
for larger lawns.

« Maximize productivity

» No more walking /

an aerator with the new TurnAer
Chariot. Aeration no longer has
to be hard work. Join the aeration

revolution with TurnAer products

from TURFCO*—the Direct answer

to your renovation needs.

A Request a free video and 2006 catalog
FCO '

Call Toll Free 800-679-8201
Visit us on the web at www.turfcodirect.com

direct
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DUSINESS
ALES  SENVICE TINANCE

*Optional equipment. **Requires TorqShift™ 5-speed automatic transmission. 'Based on 2005 Commercial Truck Quality Study.
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WIT#‘TOWCOM MAND SYSTEM, YOUR TRAILER
NO LONGER HAS A MIND OF ITS OWN.

With TowCommand’s* unique series of built-in [ ——

{ AUXI  AUXZ  AUK3  AuXa = + Sxart
computerized systems, your trailer and your o M B B L B ":L_E'
Ford F ~350/F-450/F-550 Super Drty chassis ™ e ———

hd

’(

}tema{ketacontroller Combine thIS with our Tow/Haul ¢ i
A ’ ‘5
) .

Mode feature** standard brakes and upfitter * 1

4 1
‘,’
sv\htches and you’ll feel total command over
your truck and trailer; “"9}
>

No wonder Ford F-Series is the best- =+ 4"%‘
selling truck 29 years running, as well as T

the number one chassis cab for customer’ . = =
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www.commtruck.ford.com
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OREGON TALL FESCUE COMMISSION
1193 Royvonne Ave.S / Suite 11/ Salem, OR 97302 / 503-585-1

OREGON FINE FESCUE COMMISSION '/',"
1193 Royvonne Ave.S / Suite 11/ Salem, OR 97302 / 503-585-1157
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BUSINESS

WE'RE HERE TO SERVE

Arlington payoff enormous

Burton DeMarche,
from LaurelRock
Co. in Wilton, CT,
and his family stop
for a photo before
getting down and
dirty in Arlington.

People who give time and effort to
help always get more in return.

BY RON HALL / Editor-in-Chief

stopped to chat with Gilbert Pefia and
his lovely wife Mel, walking in the
steamy heat along the narrow roads of
Arlington National Cemetery. They
were picking up empty lime bags and
other debris. They didn’t have to be
walking. After all, Gilbert, commercial

mowing manager for John Deere, could have com-
mandeered one of those zippy JD Gator utility vehi-
cles buzzing all over the cemetery's 600 acres. But
the Penas walked and offered humble service.

Service — Stop and think
about what it means. What it re-
ally means. In a sense, we're all
here to serve, right?

[ saw arborist Ron Haymaker
from Maryland'’s Eastern Shore
with his 12-year-old son Joey
and Ronnie Sr,, his father. The
younger Haymakers, working 25
feet above the pavement, had
set themselves the task of ca-
bling several huge willow oaks. The father offered
encouragement from below.

I visited briefly with Robert Hursthouse of Bol-
ingbrook, IL. His shirt was plastered to his body in
sweat. He was pushing a spreader with 40 Ibs. of
lime between rows of headstones that twisted over
several small knolls. Other volunteers did the same.

I rode on the same bus to Arlington National
Cemetery with Burton DeMarche, his wife and their
three cute children. We arrived in time for the open-

ing ceremony of the Renewal and Remembrance

www.landscapemanagement.net / AUGUY

service project. We were moved when Bob Dolibois,
Vietnam-era Navy veteran and executive vice presi-
dent of the American Nursery & Landscape Associa-
tion, got the day’s efforts off to a reflective start with
heartfelt thoughts about what Arlington National
Cemetery and the industry’s efforts mean to him.

Visit www.lan ment.net to view
Dolibois’ presentation.

Then, of course, Burt and his family went to work
with the 200 other volunteers.

Vicky, my lovely wife of 37 years, often sternly re-
minds me, especially when I'm in a not-so-generous
mood, that “you can't receive life’s blessings if your
hands are clenched tight." I take this to mean that if
you open your hands to give, your palms will be
open to receive as well.

Even though I have no idea why it works, I'm
convinced that it does. People who give time and
effort to help others and their

communities always get more

in return. More friends.
More positive energy.
More life satisfaction.
Contact Ron at 216/
706-3739 or e-mail

rhall@questex.com.
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BUSINESS CLOSE THE DEAL

The More you can meet face to face
during the renewal process, the
greater success you will have.

Renewals take planning

BY BRUCE WILSON

ompanies with high renewal per-
centages generally provide high lev-
els of customer service. They're
good at matching service levels to
customer expectations. But all com-
panies have service glitches. Com-
panies lose employees that cus-
tomers like. Many things can go wrong that can end

up damaging the customer relationship.

Assess the relationship

It’s always wise to plan ahead

when it comes to renewals.
The “best practice” is to
have a system in place to
remind you 90 days prior
to a contract expiration that
a contract is coming up for
renewal. Next, bring it up at
a staff meeting and assess
where you're at with this partic-
ular client.
Let’s consider several items re-
garding the renewal:
Have you had any service
glitches that might put youin a
bad light?
Have you made any per-
sonnel changes that could affect
the client?

How were you doing on the

job? Did it look like you would need a larger than
normal increase.
How has the customer's business been doing?
Have there been any changes in personnel on

the customer’s side that could affect your relationship?

Next steps

After completing this assessment, you might still run
into some obstacles before you can complete the re-
newal. At this point discuss strategy options to better
position your company to get the renewal. You
might want to visit the client in person to assess your
position.

If you think a price increase is in the works, first
take a hard look at your own operations with respect
to the job. Are you as efficient as you could be or
were some of your cost problems caused by your own
inefficiency? Or, did you have high cost early in the
contract, but now it is going smooth? This often hap-
pens. In this case you might be OK going forward.

With respect to any price increases, first talk to
the client about the increase. If you send it to the
client in a letter you cannot read his/her reaction.
The client might see the increase and decide to go
out to bid. If you ask first you can better assess
whether you should hike the price and the chances
of the contract going out for bid.

This is still a very personal business. The more
you can meet face to face during the renewal
process, the greater success you will have.

— The author is a partmer with entrepreneur
Tom Oyler in the Wilson-Oyler Group, which offers
consulting services. Visit www.wilson-oyler.com.
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Sure, there are othér products’
that will help-you kill grubs::

But only Merit will give you
good old-fashioned [sl=lele=Ke] 11 (ale A

[ts nice to know that help is never far away. Especially when it comes to controlling
grubs. After all, your job isn't about taking risks, it’s about keeping turf essentially
grub-free and healthy. And that’s why you should stick with Merit® It’s the #1 preferred insecticide in

-/ % ’
N the country. It controls virtually every grub species, averaging 97%™ efficacy. and it’s the most
9

76/0
N proven grub control product on the market. And if that’s not enough, it’s Backed by Bayer,™
100% ¢ ! & J )

supporT

| — which gives you the support and resources you need to get

®
the job done. If you ever have questions or problems, we're here to help.

It’s Science. It’s support. It’s peace of mind

*
Average based on university science and field trials

e Park, NC 2770¢ erit is a registered s -
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BUSINESS

DEALING WITH JOB STRESS

Stay in a negative, out-of-control
frame of mind for an extended period and the
best of us will show signs of burnout.

Key burnout warning signs

16

BY BILL HOOPES

onsider this “typical” Monday mom-
ing team meeting: As Jim, the man-
ager, passed out some routine assign-
ments, everyone could see his hand
shaking. “Rough weekend,” someone
laughs. “Yeah. Too much of a good
thing I suppose,” Jim quips.

As the last of his team loads up and leaves for the
first job, Jim grabs the ibuprofen bottle and swallows
three pills. Back in the front office, Sarah the office
manager stops him to tell him, “Mrs. Lawrence does-
n't agree with the comment you left her Friday
about the dead tree. She says we killed it and wants it
replaced now.”

Jim lets loose a string of profanities. As Sarah
walks out of the room she mutters to herself, “Jim’s

had it. He's losing it and it's only 8 a.m.”

Burnout symptoms

Jim's actions are symptomatic of the burnout that
threatens all of us, especially during peak produc-
tion seasons.

Stress (from a variety of work and personal
sources) can lead to burnout. First, it's a fact that,
when we spend our time doing what we believe we
are good at and succeeding, we feel a sense of pride,
accomplishment and self worth. We feel good. Con-
versely, when we are forced to live and work in situa-
tions that are unpleasant and in which we feel out of
control, negative stress, frustration and the potential

for burnout builds.

Here are some symptoms of burnout:

Noticeable fatigue and a lack of energy.

Anger or inability to control your temper when
demands are made on you.

Negativity toward others and self-criticism for
“putting up with it.”

A sense of inability to escape the pressure and
helplessness.

Headaches and possible weight loss.

Trouble relaxing and sleeping.

Solutions
What can a trainer do to help?

Meeting topic: Explain/teach how stress and
how burnout happens.

Have each team member do a bumout self-
exam. Look for behavioral changes in the last 90 days
and symptoms above (at work or at home).

Identify negative and stress-triggering situations
and look for practical ways to either modify the de-
mands or acknowledge and deal with them for a lim-
ited period of time.

Tip: While you cannot always remove the situa-
tions leading to burnout, simply acknowledging
them and letting yourself know that feeling stress is
normal will help. Most negative situations are tempo-
rary or seasonal. Create a “light at the end of the tun-
nel” plan. Mark your calendar and focus on the end
of the most stressful period. Then work toward it,

one day at a time.

— The author offers consulting on employee develop-
ment through Grass Roots Training in Delaware, OH.
Contact him at hoopes@columbus.rr.com.
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EXPERTISE
CRITICAL CONTENT

COMPREHENSIVE
EDUCATIONAL LINE-UP

NETWORKING

EARLY-BIRD DEADLINE
SEPTEMBER 15, 2006

Knowledge Is Power.
Learn From The Best.

You can't afford to miss the industry’s leading
conference. No matter your company's size,
this conference targets your interests, your
questions, your problems. Tap the resources

of top industry leaders in every aspect of the
green industry: lawn care; design/build/instal-
lation; landscape management; and interior
plantscaping. Learn how to leverage your skills
and update your knowledge with the most recent
best practices available.

Don’t wait. REGISTER NOW for this super-charged
educational and networking event!

landcarenetwork.org
(800) 395-2522

Attending educational sessions at GIC qualifies you for 2
education points toward renewing your PLANET certification.

@ Commercial and John Deere Genvine

Consumer Equipment  Landsca John Deere Parts
e @PLANET

Cov_nmen:icl bhc“rood?"‘ Nl-nsun:“ Ports Professional Landcare Network
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In the Know

NEWS YOU CAN USE

V"

ASHINGTON, DC — Maybe it
was the mid-term elections just
around the comer. Or maybe
Green Industry service contractors are just
getting better at it, or at least more persistent.

But on Tuesday, July 25, landscape and
lawn care service business owners racked
up more than 100 visits to the offices of
U.S. Senators and Representatives at this
year’s Legislative Day, sponsored by the
Professional Landcare Network
(PLANET).

Dan Cheslock, owner and president of
Mountaineer Lawn Care, Morgantown,
WYV, was one of 10 people from West Vir-
ginia who met with both U.S. Representa-
tives from his state and Sen. Robert Byrd
(D-WV) to discuss small business issues.

“We went up there with an agenda of

things we wanted to get done,” he says.

m‘kft‘&lri(e Dowell
of Dowco; Fred and Kelly
Haskett of U'S. Lawns; Sen.
‘Kit Bond (R"MO); and Doug
Obermann from PBI Gordon

Maurice Dowell, president and owner
of Dowco, Chesterfield, MO, and his fel-
low Missourians met with Sen. Kit Bond
(R-MO) and several House staffers.

“Our biggest concern is H-2B, and the
expiration of the Save Our Small and
Seasonal Businesses Act on Sept. 30," says
Dowell. He says that two-thirds of the
production workers at his company are
seasonal immigrant workers. If the Act is
not extended (it’s been attached to stalled
immigration reform legislation) he says
his company may not be able to get the
workers it needs to start the 2007 season.

On Capitol Hill, progress may seem
slow but these efforts make a difference,
assures Thomas Delaney, PLANET"s vice
president of legislative affairs.

“We are building an army of Green In-

dustry lobbyists,” he says.

er President, George
H.W. Bush, received a
wasaki Mule 3010 at his

sses the Mule both for
creational and utility
ed ’mdtoshumevisi-
around the complex.
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LESCO sales
staff returns
CLEVELAND — LESCO will re-
instate its direct-sales program.
Last year, former LESCO CEO
Michael DiMino, who resigned
last fall, dissolved the direct-
sales force and increased the
company’s mobile Stores On
Wheels units to sell its turf and
golf care products. The move
backfired on the company,
which announced it anticipates
a $4 million net loss for 2006.

Aquascape gets
new name, logo
ST. CHARLES, IL — Effective
January 1, 2007, Aquascape De-
signs will be known as Aquas-
cape, Inc. in a massive branding
initiative that will include
changes to product names and
a new company logo. The com-
pany also announced that it
has launched a new Web site,
www.pondlifestyles.com,
which contains water garden-
ing information for both
homeowners and industry pro-
fessionals.

Syngenta
acquires Fafard
GREENSBORO, NC — Syn-
genta agreed to acquire
Conrad Fafard, Inc. (Fafard),
the North American producer
of peatmoss, top soil, peat
humus, potting soils and other
growing media for the profes-
sional ornamental grower and
consumer retail markets. Fa-
fard will become a stand-alone
business unit in the Syngenta
Professional Products group.
The company, a third-genera-
tion family business headquar-
tered in Agawam, MA, has 240
employees and had sales of
$76 million the last fiscal year.


http://www.pondlifestyles.com
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Find out why more than 250,000 workers clocked in today with The JobClock System!

THE JoBCLOCK? THE LANDSCAPER’S TIMECLOCK®™
Call today: (888) 788-8463 www.jobclock.com
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INNOVATION AT WORK
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In the Know

OPEI could take CA city to court over blower ban

ALEXANDRIA, VA — The Outdoor Power
Equipment Institute (OPEI) and several
of its members are urging the city of Palo
Alto, CA, to reverse its ban on gasoline-
powered leaf blowers, and will take the
case to court if necessary.

The OPEI and the local Bay Area Gar-
deners Association (BAGA) claim that
Palo Alto duped local gardeners into pur-
chasing nearly $4 million of new gas leaf
blowers with the agreement that they
would be the quietest and cleanest mod-
els available. The gardeners participated in
training programs and obtained operator
certifications per the direction of city offi-
cials. Despite this agreement, the city
council voted to prohibit the use of gas
powered leaf blowers last June.

“The Federal Clean Air Act prohibits a

patchwork quilt of emission regulations,”
explained William M. Guerry Jr,, attorney
for BAGA and OPEI and a partner at Kel-
ley Drye Collier Shannon. “The City of

Palo Alto needs to comply with federal
law, keep its commitments and reimburse
the gardeners and blower manufacturers

for enforcing an illegal ordinance.”

Husqgvarna on its own; focused on growth

CHARLOTTE, NC — The break is complete. Husqvarna is on its own and no longer a sub-

sidiary of Electrolux. The 18-month process of separating the world's largest appliance

company from the world's largest supplier of outdoor power equipment is final.

“Two public companies were formed out of one,” says David Zerfoss, president of

Husqvarna Professional Outdoor Products North America. “Husqvarna is a separate en-

o

13

David B«
Zerfoss | i

tity, a separate corporation, focused on outdoor power equipment.”
The transition will not be noticed by commercial end users,
says Zerfoss. But they and the dealers that serve them shouldn’t be
surprised to see the new company develop and acquire additional
products to solidify the company’s status as the only outdoor
power equipment manufacturer in the United States that can out-

fit a landscaper’s trailer “from stem to stern.”

GREEN
INDUSTRY
WORKHORSE

RUGGED,
LONG-LASTING,

PERFORMANCE DRIVEN TRAILERS

Better Wiper Seal.
Better Nozzles.
Better Body Cap.

Better Switch Now.

Extra strong
body cap won't
/('JL‘ or L'nh‘L‘

&

Convenient
pull-ring flush cap

Wells Cargo builds every LS Series Landscape Trailer
with rugged durability and hassle-free performance
as standard features. No shortcuts. No cutting corners.
Just the best built trailer you can own and customized '
the way you want it. Thousands of trailers on the job
is our proof. Over fifty years in the trailer business and
a comprehensive 6-Year Warranty is your protection.
And remember, "With a Wells Cargo Behind . . .
You Never Look Back!”

(800) 348-7553

ENCLOSED TRAILERS;
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www.wellscargo.com

Co-molded wiper seal
eliminates leaks and

“flow-by”

Hunfer

The Irrigation Innovators

www.HunterIndustries.com
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FMI Services acquires Bass Custom Landscapes

CHARLESTON, SC— FMI Ser-
vices Group, based in
Charleston, SC, acquired Bass
Custom Landscapes (BCL),of
Bonaire, GA.

BCL employs more than 70
full-time technicians and has

more than 400 clients in central
Georgia with annual revenues
around $4 million.

The management team at
Bass will remain intact, though
founder Tony Bass no longer

will have a day-to-day role with

the company. Instead, Bass said
he will work to expand his
Super Lawn Trucks business.
“The timing was right for
me personally. I operated Bass
Custom Landscapes for 19

years and two weeks," Bass said.

"This business and this industry
have provided a wonderful ca-
reer for me and my family. I de-
cided to sell the company so |
could retire earlier than
planned and advance other
business interests."

mnies

Deborah M. Hamlin, a profes
sional association executive who
led the International Association of
Plastics Distributors for 10 years,
will be the next executive director

of the Irrigation Association

Scott Dahlberg,

’ managerial and account
b specialist, recently

E joined Dallas-based

e d

bert Landscape Co., in its Business

Moore Tree Care, a

subsidiary of the Lam
Development Division

Jeff Mariola, president of Initial
Tropical Plants, has been pro-
moted to managing director, Tropi-
cal Plants, overseeing the interior

landscaping business in North

America and Europe, effective Sept.

1. The company also appointed
Denise Senior as Midwest re-
gional sales manager, Ed LeMieux
as West Coast regional sales
manager and Brad Lockhart as
Northeast regional sales manager

Irven “Irv” B. Stacy Il joined
Advan LLC as Southeast Area sales
manager for the company’s Turf &
Ornamentals Division

Orlando’s Middleton Lawn and
Pest Control named Edward
Carriero as chief financial officer.

press

SCHEDULING SBOFTWARE

Get Started Today!

call 1.877.529.6659 or visit

Proud member of:

-%8)

“Request a web-based demonstration!

press

SCHEDULING SOFTWARE
HIT THE GROUND RUNNING

If scheduling software was on your
to-do list for this season, you'll be happy
to know it’s not too late!

With the tightest QuickBooks integration
available, QXpress gets you setup faster
than any competing software product.

P Full QuickBooks integration links real-
time with your QuickBooks customer list.
No messing around with awkward and
time consuming data entry!

P QXpress has a QuickBooks “look and
feel”, giving you and your staff a short
and painless learning curve.

Request a free web-based demonstration with a QXpress representative.
Using a phone and the Internet we'll give you a personalized walk-through
of QXpress, showing you our recommendations for your specific needs.

The season is here. Hit the ground running with QXpress.

for a FREE demonstration

WMQB)
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Add-On Biz

EXTEND YOUR BUSINESS

Retaining walls

BY STEPHANIE RICCA /
Managing Editor

TR Associates’

David Thorn has

noticed a

design/build trend
emerging over the last few
years: “Since 9-11, my client
base has requested landscapes
that create a sense of peace
and safety,” says this company
president. “Instead of taking
extensive trips outside of the
country, my clients want to
create their own vacation
spots in their backyards. Out-
door kitchens, fireplaces, fire
pits and spas often require
stone or brick walls.”

Retaining walls function

primarily as decorative enclo-
sure elements or as a means of
stabilizing landscapes on
sloped surfaces. Today land-
scapers interested in branching
out into hardscape construc-
tion have options ranging
from pre-constructed retain-
ing wall systems to a wealth of
natural materials they can use
for custom projects.

Trends and value

Thom, whose Northeast Ohio-
based company focuses mostly
on residential work, says retain-

ing walls are a big part of his in-

stallations. “Clients are becom-
ing more educated and appre-
ciative of landscaping and the
value it adds to a home,” he
says. “If stonework is done
property, it can last the lifetime
of a home.”

Thorn custom designs his
projects to fit the client’s needs
as well as to blend in with the
site and complement the
home’s architecture. While
natural materials like barn-
stone, sandstone and limestone
are his primary choices, his
crews often use interlocking
systems like Unilock’s. “For se-
vere slopes, when cost is an
issue, we use alternative meth-
ods,” he says. “It's more effi-
cient to install and affordable.
There are also a few newer
tumbled options that look less
commercialized and blend
better in a natural setting.”

Installation and pricing
“A qualified contractor should
understand drainage principles
and construction techniques
relating to all wall systems be-
fore adding this to his list of
services,” Thorn advises.
Construction knowledge is
a must, since contractors have
to have the basics of grading,

drainage, settling and other
hardscape skills mastered.

Getting into this line of
service can have a payoff,
Thormn says, if you're willing to
go the extra mile.

“Hire the right installer,
estimate the project compet-
itively but accurately and in-
stall it under the estimated
hours,” he says. “The tough-
est challenge is finding an af-
fordable foreman who is pas-
sionate about the
construction end of the busi-
ness, and who also under-
stands the need to finish
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under the estimated produc-

tion hours.”

If your company adds the
service, consider marketing it
to your current customers
with a mailer. Building addi-
tional business from your ex-
isting client base is easy and
economical.

Under those conditions,
retaining walls can be mon-
eymakers, Thorn says.
“Clients are more landscape-
savvy and are asking for more
sophisticated projects that
often involve retaining walls,”

he says. Lm
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360 HORSEPOWER. 630 LB-FT TORQUE. 0 COMPETITION.

GMC” SIERRA® 3500. WITH CLASS-LEADING HORSEPOWER AND TORQUE FOR DIESEL ENGINES.

There can only be one leader. And this one’s as powerful as it gets. The GMC Sierra 3500 with an available DURAMAX™ 6600 diesel engine.*
With best-in-class horsepower and best-in-class torque, it overpowers everything in its way. Competition included. Along with a new,
improved 6-speed Allison® transmission,” the DURAMAX diesel also delivers outstanding towing capability. GMC Sierra 3500. Meets your
highest standards. Has yet to meet its match. Visit WWW.GMC.COM or call 1-800-GMC-8782.
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BY CHARLES SIMON

Tuesday, July 25
Truck #12 125 Maple Street : '
Driver, Tom G. If you're sending your trucks out each

morning and just hoping for the best,
read on because there’s a better way.

By investing in a passive global position system (GPS), you might

end the days of inefficient routes, wasted fuel, unsafe drivers and
moonlighting technicians.
Here's what it does for us and maybe it can help you lose
_ those windshield blues too:

2:45 arrival » Reveals technicians’ driving habits.
35-minute stop » Records where they've been and how long they've been there.
» Decreases the chances of employees moonlighting on
company time,
» Serves as valuable documentation in the event of an accident.

» Reduces vehicle insurance premiums.

» Clears up disputes with clients about service stops.
One reader
. Is there a downside? In the minds of some employees
shares firsthand
control the workday their way and not necessar-
hOW G PS . ‘ ily the company’s way. But generally, when you
explain the advantages of the system (includ-
improved his | i
e
business efficiency - 7

there might be, especially the ones who want to

ing boosting productivity and profitability so
they can be paid more or receive bonuses),

employees like the idea.

How it works
First, what is it? Simple. It's just a small black data
recorder attached to two antennae installed in each truck.
What it does is impressive. It records a service vehicle’s speed
and location every few seconds via data received by the first an-
tenna, a satellite antenna.

continued on page 28
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always thinking ahead.

You already dug one hole.
. You shouldn’t have to dig another.

of mycorrhizal fungi

Mean Infectivity Percentage (MIP)

root mass (

ing 20-30% of newly transplanted trees is a grave statistic that

Yandscape professional should suffer. The Mean Infectivit

y 'Pémentage (MIP) is a new industry benchmark that explains
why Rhizanova™ tree inoculants provide superior mycorrhizae
colonization, which is crucial in healthy establishment and
survivability of young trees

Rhizanova's mycorrhizae are carefully produced and blended
specifically to maximize MIP and colonize a wide range
of trees and shrubs. Other mycorrhizal inoculants only
measure product quality by spore count. Without independent
laboratory documentation of MIP, you're not getting the
whole story on mycorrhizae quality or performance

Reduce the risk of transplant death with Rhizanova, available
Q ~ o i in four convenient formulations. Call 1-800-232-5907 for the
/ : 5 4 name of the Rhizanova distributor near you

Becker Underwood® Inc. 801 Dayton Ave., Ames, lowa 50010 USA ¢ 1.800.232.5907 # 515.232.5907 » fax 515.232.5961
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BUSINESS ROUTING EFFICIENCY

continued from page 26

When the truck pulls into
the lot at the end of the day,
the second antenna, an RF an-
tenna, transmits the data to
your computer. You see where
your trucks were, not where
they are now — a passive
recording system.

The computer program
generates a map that shows the
path the truck took for the day
as well as all of the stops. By
clicking a box around the stops
on the computer map and as-
signing a customer name to the
box, the program remembers
each customer location.

With this knowledge it
prints customer visit reports.
Any time a truck stops in the
marked box, the report prints
the customer name and the
amount of time spent at the

location.

Reports tell the story
Our company discovered

GPS EQUIPMENT

The system includes a
small data recorder
attached to two antennae
installed in each truck

. One is a satellite
antenna. The second,

and

an RF antenna, trans-
mits the data to your
computer.

from a summary trip report
that one driver rarely shut off
his truck’s engine. This report
has a column devoted to
parked idling. He would leave
the motor running while get-
ting loaded at the nursery, off
loading and just about all
other times.

With diesel prices as high
as they are now, we instituted
a“No Parked Idling” rule. Each
week we print the GPS report
that shows parked idling times
for all of our trucks. Quick
note: The report shows time
stuck in a traffic jam as parked
idling so watch for idling pat-
terns over a few weeks before
confronting a driver.

The parked idling totals are
clear and easy to interpret, but
the route maps are even eas-
ier. You can tell at a glance if
there is a problem. We know
Roberto is worried about get-
ting lost, but didn’t know he
always returned to the main
avenue when going from one
customer to another. One look
at his route on the map report
and it was clear his path was
wildly inefficient. Roberto is a
good employee so we ap-
proached the problem by call-
ing the changes “short cuts.”

There were no bad feelings

TIME SPENT V5.
REVENUE EARNED

You can spend hours looking at maps, plotting paths, check

ing distances and more from the data generated by a GPS

system. With our system we print the summary reports each

day. It's just one page per truck for customer visits. If | spot a

problem or an unknown stop, then | dig a bit. Once a month

| look at the routes to make sure the order is efficient and to

keep an eye on patterns.

Passive GPS makes it possible to gather customer history

Without some type of profit analysis by customer a small bid-

ding error can go on for

The crews all get a route sheet each day with their daily

customer stops listed. For years they filled in the times, often

guessing as they filled out the sheet in our parking lot after

they returned. With the GPS report of customer visits we

know exactly how much time was spent at each customer. As
Yy

we enter the work completed in our billing system we also

enter time spent. The billing system produces reports that

present hourly income by job type

TIP: Create an easy customer profit analysis: Compare

the total time spent for the year with the total revenue for

the year in a spreadsheet. You can tell at a glance which cus

tomer’s rates are too low. It's not a perfect report since some

customers have special projects, but the revenue per hour

information is an eye opener

We increased the rates of the 10 lowest-yield customers

and once he was shown the
quicker way, he took the

“short cut” route every day.

Change bad driving

You can probably identify your
worst drivers right now. But li-
censed drivers with no DUI di-
tations are so hard to find that
you may have been willing, as
many of us have been, to over-
look some of your concerns
and hope for the best.

How many of you have a

route like this one — a four-
lane, 35-mph road that melts
into a divided highway as it
passes under the interstate?
The only way to reach 70

mph (or more) with a truck
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CS.

and trailer on this stretch of
road is to be at a good speed
as you start down the hill and
then floor it. This is not wise
considering the trailer is
loaded with mowers, string
trimmers and blowers.

A GPS report showed that
one of our drivers reached 72
mph near the base of the hill.
Did he hear from us? You bet.
Report in hand, we warned
him that if he drove that way
again he would be fired and
had him sign a discipline
sheet. The next day his top
speed was 53 mph. He hasn't
broken 60 since.

If one of your techs is in-

continued on page 30



TrimYour Lahor Costs!

Leading landscape professionals rely on the easy-to-use, long-lasting formulation of Cutless* Granular Landscape
Growth Regulator to reduce the labor costs associated with maintaining landscaped shrubs, hedges and groundcovers.
Plants treated with Cutless Granular require less trimming and exhibit a more compact, uniform shape.

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

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

2 Y ‘M’ ’S

Treated Jasmine-

e S S DY
L S N
19 I de ‘ Note the enhanced blooms
b . ‘D" of the treated shrubs.
ok 4 ; ;

Untreated Jasmine *» Treated Mexican Petunia
i & "Untreated Mexican Petunia

Side-by-side
proven resuits with
Cutless’ Granular.

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

and untreated on the right. B

Treated Plumbago
Untreated Plumbago

SePRO Corporation Carmel, IN 46032

“Trademark of SePRO Corporation. Always read and follow label directions.
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BUSINESS ROUTING EFFICIENCY

continued from page 28

volved in an accident you can download
every second of activity just before the
crash. The GPS system beeps to prompt
drivers to insert a USB-like flash drive
that allows the black box to record the
driver’s name for reports. The flash drive
also allows for programming changes and
an accident download.

Our accident kit, in addition to the
camera, checklist, and other items, in-
cludes an accident flash drive that can
download second-by-second truck data for
about 90 minutes prior to the accident.

It is also possible to tell if the driver
stopped at a stop sign, slowed down before
a red light or applied the brakes with force.
While this data could show that an acci-
dent is our own fault, our insurance agent

is thrilled. He claims more documentation

is better. He says that an insurance
company is more likely to give us
their best rates because of our doc-
umented system. Also, should an
accident occur, we have a better
chance of keeping good rates be-

MORE
INFO

Landscapemanage-
ment.net Learn
more about how the
author uses passive
GPS to track the prof-
itability of each cus
tomer. And would you
believe it's a great
tool for snow and ice
management?

*"\4//4

Proof of service
Now that we can tell exactly
when a customer has been
served we can verify service with
just a click of the mouse.

“The grubs are back! You

cause of the documentation.

Catch moonlighters

All of us have heard stories about crews
moonlighting with company equipment.
Now, when a truck stops at an unfamiliar
location we enter the zone as “unknown
customer” with the street address. In
every case, these stops have been related
to business for potential or just-landed
customers. As the company grows and
new crews are added, these GPS reports
remove any worries about moonlighting

with our equipment.

didn’t treat the lawn and I'm not
paying,” complained a customer last year.

We are now able to tell this customer
we have a GPS tracking system in all of
our trucks, and yes, Turf Care Truck #32,
driven by Peter, was at your house for 32
minutes, beginning at 2:12 p.m. on
Wednesday, June 3. We can confidently
say, “We did the service; we stand behind
our work and we will credit your account
or treat your lawn again.”

Installation is easy
The process of installing the GPS system

Hardware:

Check Reader - automatically reads your
customer’s checks for quick receivables.
CLIP Connect - Use your Nextel or other
phone for live, real-time route sheets. See
what customer is being serviced.

CLIP Trak - Instantly know where your
trucks are, then have this data automatically
download into CLIP via GPS.

Erouter - go paperless and send your
crews out with Palms that have the day’s
work on them.

Bill on website - your customers can view
their bills on the web.

Bar Code Scanner - print bar coded sheets
for the crews and scan as they get to each
property.

Software Links:

Links with MapPoint - automatically route
all your customers on the map.

Links with Microsoft Word and Excel -
Make estimates and letters inside the
customer’s file.

Link with Scanner - Save the signed

contract right inside the customer file. m.clip-tc
> for more information

Language Translation - Route Sheets
notes print in Spanish and Portuguese.
Links with Microsoft Outlook - Send email
to customers from within the CLIP program.
Links with QuickBooks Pro - Send all
billing data directly to QuickBooks.

CLIP Software:

* Bill from CLIP or QuickBooks.

* Up to 15 ways to schedule jobs.

« Store photos in customer record.

* Contact Management System.

* Do billing in minutes not hours.

* Employee Tracking.

* Chemical Tracking.

* Landscape/construction estimating
and tracking.

What does all this mean for you? You can
spend less time in the office doing paper-
work and more time running the company.
CLIP has been around for over 20 years.
There is a reason why 2 BILLION dollars
are run through CLIP each year.

m GHIP
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BECAUSE ALL
LAWNS ARE NOT

* Available in four
different sizes
* 8 to 40 gallons
of liquid
* 100 to 300Ibs.
of fertilizer

L@r?, RICH -rooucrs, wo.

[ W 877-482-2040 o soles@z-spray.com
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YOUR CHOICE — ACTIVE OR PASSIVE SYSTEM

We chose a passive system over a real-
time system to avoid monthly network
fees. Real-time GPS systems plot the loca-
tion of your trucks at any moment in time
by digitally sending the latitude and lon-
gitude every few minutes over the cell
phone network. In addition to the initial
cost of the hardware, you pay a monthly
cell phone network fee for each truck.
The passive system records truck activ-
ity throughout the day and transmits the
data to the office computer when the
truck enters the yard at the end of the
day automatically — we don’t need to
do anything. There are no monthly fees.
For our business, once the mowing
routes are set, it’s almost the same sched-
ule each week. We rarely change the
schedule during the day, so it's not im-
portant to be able to see the exact posi-

in each truck is straightforward: Connect
power and place two antennae, one on the
dash and one on the inside of the wind-
shield. It cost us about $85 per truck to
have a professional install the system, in
addition to the cost of the GPS unit. But if
you are handy you can do the job yourself.
The software installed easily; the com-
puter’s antenna connects to a USB port.
This antenna allows the trucks to down-

load data to the computer automatically.

T'he benefits of this passive GPS sys-
tem are significant. Knowing the time
spent at each customer and billing prop-
erly has improved our bottom line. Using

less fuel by reducing parked idling and
‘ I g

improving route paths has also helped.

Safety is the biggest payoff. By reading
each day’s report we know that our driv-
ers are not speeding and they’re not

spending time in high-accident areas. Lm

— The author is a certified landscape

professional and manages an East Coast

landscape operation. Contact him at

cs@charlessimon.com

tion of a truck at any given moment.
If you dispatch during the day, an ac-
tive system may be worth the extra fee.

o0 TIP: If you choose a active or real-

time system, install it only on the trucks
you dispatch by the hour and put the
others on a passive system. Stand up to

insect control.

Multiple Modes of Ac

Keep away those ‘bad bugs’ with
Azatrol® EC Insecticide! The molecular
complexity of the active ingredient,
azadirachtin, prevents insect resistance
and provides a very broad spectrum of

the sales pitch that you must have all of
your trucks on one system. You pur-
chase other equipment from different
vendors and you can do the same with
a GPS system and save a bundle on
monthly charges.

—CS.

Insect Growth Regulation
Reproduction Interference
Anti-feedant
Repellency

Ovicidal Effects
G PbI /cordon
corpoRation

An Employee-Owned Company

800.821.7925
azatrol.pbigordon.com
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Low Odor
No Preharvest Intervals

Certified Organic Botanical

Low Toxicity

FREE .,

For Trying Azatrol (I(,'.;i)
For details call : '
or visif our web site
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“ Exhibition: World's largest ALL-IRRIGATION display! ® Education Courses for working professionals

“ Certification Exams: earn special designations for your expertise = ® Business Seminars help you build your business

“ Technical Sessions present the latest irrigation concepts ® New Product Contest features the latest products
“ Industry Tours provide a close-up look at regional irrigation ¢ Networking Opportunities: this is where it happens

See what's new, talk to pros from all over the world,
take home new skills, new ideas and make valuable new contacts!

Irrigation Association® e 6540 Arlington Boulevard e Falls Church, VA 22042 USA
+1.703.536.7080 ¢ +1.703.536.7019 fax

For more information...Fax this form to +1.703.536.7019 today or Visit www.irrigation.org

-1 Send me information about attending the world’s biggest irrigation IRRIGATION' —“

show, including the education and certification programs that will ASSOCIATION
be offered.

www.irrigation.org
- Send me information about exhibiting.

Please print legibly in dark ink
Name

FIRST LAST
Title
Campany, = Ssimosd- s ¥
Mailing address
City___ : sl , : State
Zip/Postal Code____ == Country (outside Us)

Email __

Telephone Fax


http://www.irrigation.org
http://www.irrigation.org

A SPECJAL INTEREST SUFiLEMENT TO

Lands pe '

MANAGEMENT

AAZUED L EX PUBLICATION

B

-

i~

3 Top of the snow pile

8 no snow, no problem
M2 Even for veterans challenges remain
16 Safety first

T8 New products

AUGUST 2006,




800-386-2932

www.danielsplows.com

B e e : NN



http://www.danielsplows.com

Landscape

VISIT US ON THE WORLD WIDE WEB AT: www.landscapemanagement.net

Editorial staff
—

Editor in Chief RON HALL / 216/706-3739 / thall@questexcom
Managing Editor STEPHANIE RICCA / 216/706-3754 / sricca@questex.com
Associate Editor MIKE SEUFFERT / 216/706-3764 / mseuffert@questex. com
Senior Science Editor  KARL DANNEBERGER, PH.D. / danneberger@osu edu

Corp. Creative Director LISA LEHMAN / 216/706-3732 / llehman@questex.com
Art Director CARRIE PARKHILL / 216/706-3780 / cparkhill@questex.com

Reader advisory panel

DEBBY COLE Greater Texas Landscapes / Austin, TX
WAYNE VOLZ Wayne's Lawn Service, Inc. / Louisville, KY
- JOHN GACHINA Gachina Landscape Management / Menlo Park, CA
~ WALTER BONVELL Xavier University / Cincinnati, OH
- BILL HOOPES Scotts Lawn Service / Marysville, OH
ROB SANTO Garrick-Santo Landscape / Malden, MA
- FRED HASKETT US Lawns / St. Louis, MO
- LARRY IORII Down to Earth Landscaping / Wilmington, DE
TODD GRAUS Green Turf Lawnscapes / Worland, WY
GARY LASCALEA GroGreen / Plano, TX

MILTON HALLMAN Il Stewart Enterprises, Inc. / High Point, NC
JACK ROBERTSON Jack Robertson Lawn Care / Springfield, IL
~ DR. BARRY TROUTMAN ValleyCrest Companies / Sanford, FL
GEORGE VAN HAASTEREN Dwight-Englewood School / Englewood, NJ
BRIAN VINCHESI Irrigation Consulting / Pepperell, MA

‘Business staff

Publisher KEVIN STOLTMAN / 216/706-3740 / kstoltman@questex com
Admin. Coordinator  JEN OAKLIEF / 216/706-3751 / joaklief@questex.com
Production Manager  JILL HOOD / 218/279-8837 / jhood@questex. com

Production Director ~ RHONDA SANDE / 218/279-8821 / rsande@questex.com
Girculation Manager  JESSICA BORGREN / 218/279-8858 / jborgren@questex.com

Asst. Circulation Manager LISA MILES / 218/279-8866 / Imiles@questex.com

Advertising staff
Cleveland Headquarters 600 Superior Ave. E., Ste. 1100, Cleveland, OH 44114

Associate Publisher PATRICK ROBERTS / 216/706-3736 Fax: 216/706-3712
proberts@questex.com

National Account Manager GEORGE CASEY / 216/706-3752 Fax: 216/706-3712
george.casey@questex.com

Regional Sales Manager DAVE HUISMAN / 732/493-4951 Fax: 732/493-4951
dhuisman@questex.com

Account Manager KENDRA KOVALYCSIK / 216/706-3763 Fax: 216/706-3712
kkovalycsik@questex.com

Account Executive, BRIAN OLESINSKI / 216/706-3757 Fax 216/706-3712

Classifieds bolesinski@questex.com

Marketing/magazine services

REPRINTS landscapemanagement@reprintbuyer.com / 800/290-5460 x100
MARSHA GUSTAFSON Circulation List Rental / 216/706-3772

CUSTOMER Microfiche/film Copies 866/344-1315
SERVICES Subscriber/Customer Service
866/344-1315/615/377-3322 (outside the USS.)
PAUL SEMPLE International Licensing 714/513-8614 Fax 714/513-8845
psemple@questex.com
For current single copy, back issues, or film/fiche/
CD-Rom, call 866/344-1315; 615/377-3322
| QUESTEX
KERRY C. GUMAS President & Chief Executive Officer
TOM CARIDI Executive Vice President & Chief Financial Officer
ROBERT S. INGRAHAM Executive Vice President - Travel & Beauty Group
WD'AVINO Vice President & General Manager - industrial & Spediaity Group
DON ROSENBERG Vice President & General Manager - Home Entertainment Group
B0B RYBAK Vice President - Publishing Operations

WE EVANS-NEGRON  Vice President - Human Resources

GUIDE

What's ahead for

winter?

BY STEPHANIE RICCA / Managing Editor

ith record-breaking heat hitting the Mid-
west right now, it’s hard to imagine that
snow season is right around the corner.
This year, it’s hit or miss when it comes
to predictions about conditions. Last year’s
snowfalls around the country were low, which
of course resulted in fewer opportunities for plowing and salt-
ing. In fact, in a recent State of the Industry survey published
by Landscape Management's sister publication, Snow Business,
44% of respondents reported less than average snowfalls.

Twenty-eight percent even said

snowfalls were far less than aver- Last year 'S
age in their area.

Who knows what this year SN O\/\/fa | | 5
will bring? Keep this Web site around the
bookmarked to stay up to date as

country were

weather forecasts get more solid:

Www.nws.noaa.gov. It's the
National Weather Service page of

low.

the National Oceanic and Atmospheric Administration site.
It's got great, constantly updated data on weather events —
whether it’s a hurricane or a snowstorm blowing through
your neck of the woods.

We bring you some additional information from that State
of the Industry report in this supplement, including some tips
from contractors at the top of the heap — those turning $1
million or more from their snow operations. That elite club
Zrows more every season.

Good luck in your planning. Lm

www.landscapemanagement.net / AUGUST 2006 / LANDSCAPE MANAGEMENT s1

COVER PHOTO COURTESY: EPIC CREATIVE COMMUNICATIONS


http://www.landscapemanagement.net
mailto:rhall@questex.com
mailto:sricca@questex.com
mailto:mseuffert@questex.com
mailto:danneberger1@osu.edu
mailto:llehman@questex.com
mailto:cparkhill@questex.com
mailto:kstoltman@questex.com
mailto:joaklief@questex.com
mailto:jhood@questex.com
mailto:rsande@questex.com
mailto:jborgren@questex.com
mailto:lmiles@questex.com
mailto:proberts@questex.com
mailto:george.casey@questex.com
mailto:dhuisman@questex.com
mailto:kkovalyc5ik@questex.com
mailto:bolesinski@questex.com
mailto:landscapemanagement@reprintbuyer.com
mailto:psemple@questex.com
http://www.nws.noaa.gov

>~

b \

s ——

e T
P The leading wing directs snow into R A
/ the moldboard and it saves spill-off. '
S8 Hence the mndrwsart very superior, /( \ |
| .7 T

Evewfew hundred years / f

f

o truly thnovatt idea comes alon

LY Q $4
PR M k_ﬁ/\?)\\‘ 4

B R i/
T : :
| B e
W
B .‘/‘: ‘ , 0 - »_ . :
v \" // r 4 Ly
s ‘ [ 52 ‘ !
e M Ihe hydraulic wings extend, A0
and also move forvard. st . 2
In this way width and carrying :
| capactty are increased. extremity of the wing be equal to
[ | the strenqth of the blade.
A :
: _ Asevery obstacle yields to stern resolve, so shall snow yield to this plow. f ‘
é‘EV p—— = : S =
& 3 ™

¥

— . =l

;." ot Lol ' g
e " GEBLIIIARD |
A i SNOWPLOWS

N, || ard oo S.COM .

%S ?v '.‘-_‘

PV iy -



http://www.blizzardplows.com

{ COMMUNICATIONS

Y!:

f the

Four million-dollar company officials share their insights
on the industry’s challenges & opportunities

BY HEATHER GOOCH / Contributor

might seem relatively segment of respondents who are at the

easy to turn a profitin  $1 million-and-above mark (approxi-

the snow-removal in-  mately 45 respondents):
dustry, but what ® The average full- and part-time
about grossing $1 mil-  staff for a $1 million-plus firm is 31

lion or more in revenue? = people, compared to just a 2-person

It's being done all across the staff industry average.

country — and there seem to be several m 58% of the $1-million club saw
common themes enmeshed in these sales increase 10% or more in 2005,
mega-successful firms’ approach to compared to the overall average of
business. 27%. This, despite the fact that 70% of

ment’s sister publication Snow Busi-
ness’ 2006 state of the industry

According to Landscape Manage- -
-

survey, some surprising sta- '* ’ :
tistics emerge from

polling the
e w The average full~"and part-time
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staff fora
firm is 31 people.
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respondents reported snow as “less than
average” or “far less than average.”

® 42% of the big guys use a liquid
de-icing agent — compared with 17%
overall.

® 36% listed “underpricing/under-
cutting” as having the most impact on
their businesses. About 25% of respon-
dents reported it as their top trend.

Rising costs an obstacle
In addition, many firms in this segment
cite increased insurance and fuel costs as
growth inhibitors for the industry at
large.

“I believe insurance costs are putting
small guys out of business,” says Michel

Bergeron, president of Landtech, Inc. in

Rockland, Ontario. “This means there

are fewer companies competing, but the
ones who remain have more overhead
costs. It's changing the face of business
somewhat.”

Bergeron adds that in Ottawa, licens-
ing requirements have been in place for
about three years. They mandate that
every snow-removal vehicle in a fleet,
from the largest truck to the smallest
skid steer, have a license on file that is
renewed annually. While he admits it
can be a paperwork headache (not to
mention the $15 cost per vehicle), he
sees a silver lining in the practice: “It
forces you to keep your fleet updated,
so it helps improve overall quality
among snow professionals and helps
keep reputable people in.

Mike Jones, CEO of True North Ser-

“| believe INSUrance costs
are putting small guys

out of business.”

— Michel Bergeron,
president of Landtech, Inc.

vices in Kansas City, KS, also sees a
change in the level of industry profes-
sionalism in recent years. Jones attrib-
utes this trend to increased public
awareness efforts by the Snow and Ice
Management Association, although he
points out the strategy has a down side.
“I think prices are being driven down
because of increased competition,” he
says. “More people are learning about
snow removal, and thinking ‘Hey, I can
make some money at this. Some are
going about it the right way but others
are not. I've seen some businesses im-
plode because they're either undercut-
ting prices completely or bundling serv-
ices (with lawn maintenance and
parking lot sweeping, for example) and
pricing at just the direct job cost. They're
not looking at the costs long-term, with
overhead and volume. Then, when they
try to grow, they can't afford to make a
hire. The good news is these competitors

are not in business for long.”

The people factor

Sources interviewed for this story say
that hiring and retaining full-timers
and subcontractors is not that big of a
challenge for them because they take
pains to offer good wages and respect.

For example, Ken Pagurek, CEO of
Philadelphia-based Cenova, Inc., throws
an annual appreciation barbecue for his
200-plus subcontractors. Efforts like
that, as well as paying on time, every
time, go a long way, he says.

“We also offer a merchandise part-
nership program,” he adds. “We're like a
buying group: We pass along discounts
and savings to our subs. They come to
us when they need new pieces of equip-
ment, everything from tamper plates to
mowers.”

For full-time employees, Jones notes

continued on page s6

s4 LANDSCAPE MANAGEMENT / AUGUST 2006 / www.landscapemanagement.net



reliable and long-lasting.
As a pro, what can be more reassuring than Reliable Over-time Construction?
How about a ROC Solid Warranty? It's the industry’s best warranty and
provides you three full years of standard coverage and five years on
structural steel*. So visit us at www.meyerproducts.com to find out what's

behind the ROC. You'll find there’s nothing built to last longer.

Working over time. Se——

ew Plow systems must be registered online at www.meyerproducts.com within 60 days of purchase to receive coverage on years 3 through 5.
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One-fourth of respondents at the

$1 million-plus level named
balancing work and family
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continued from page s4

that promoting from within whenever
possible is important to company
growth — and it goes beyond buoying
company morale.

“Anytime you're growing a business,

there’s an opportunity there to get quality

people at the entry level, then let them
grow along with the company,” he says.

Steve Pearce, operations manager of
Sebert Landscaping in Bartlett, IL,
agrees. His company makes it a priority
to have employees learn all sides of the
business as they move up the ladder.
Pearce believes it helps formulate good
pricing strategies as well.

“Our company sees operations and

as a top challenge.

financial knowledge as going hand-in-
hand. The same people who are selling
are also producing,” he says. “If you're
just sending a sulcspcrson to sell and
don’t know about the technical aspects
of snow removal, things are going to get

skipped or overpromised.”

Work/life balance
Pagurek, who got married last June,
admits that balancing personal and
corporate life can be a challenge. He's
not alone — about a fourth of respon-
dents at the $1 million-plus level
named balancing work and family as a
top challenge.

“We have to keep in mind that our

families have needs, too,” says Pagurek,
who estimates he and his two co-own-
ers average about 70 hours a week. “So
we have to rely on each other to be
there when we can't”

To help cut down on work stress, at
press time Cenova was finishing con-
struction of a 3,2()“-5g|‘-1-l., state of the
art headquarters facility. It's a 24-hour
call center that features showers and
locker rooms for long events. In addi-
tion, the offices are equipped with tech-
nology that allows the owners to work
from home or on the road.

“I log on to a remote server and my
entire work desktop shows up on my
laptop,” Pagurek says.

Jones says True North addressed the
work/family balance in a big way about
two years ago, when it streamlined its
services.

“We used to offer parking lot sweep-
ing and things like that,” he explains.
“Now we focus on just a couple core
services, and that has helped balance the
workload a lot.”

For Bergeron, just moving the busi-
ness “out of the house and into an of-
fice” went a long way toward keeping a
healthy balance. Delegation has also
h\‘lpn‘d.

“With the other divisions we have,
such as our garden center, greenhouse
and grass divisions, | have key people in
place that I can trust,” he adds.

Pearce teases that it hasn’t been an
issue as much this season as in years past
because “there haven't been as many
snow events.”

“But work and family can be a bal-
ancing act, especially where there are
long events, day after day,” he continues.
“We try to offer time off for time for
time served, but we are an aggressive
company that’s trying to grow. It’s defi-

nitely a challenge.” m
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The engineers
at WESTERN®
proudly announce the
arrival of our all new

MVP™ PLUS v-plow.

Sharing our best family traits,

like power bar construction, trip edge

design, and the UltraMount® system, the
MVP™ PLUS improves our lineage with
brighter lights, faster hydraulics and advanced
blade design, with steel or poly moldboards.

Celebrate the arrival of the all-new MVP™ PLUS
at a WESTERN? distributor near you.

WESTERN

westernplows.com




The Snow Dragon nO pr blem

gets its first big
send off on a hot
summer day

nstead of pushing snow to generate winter revenue

and profits, some of you will be melting it instead
It's just a matter of time, says John Allin, presi-

dent of Snow Dragon, a company that makes units

BY RON HALL / Editor in Chief
that melt snow.

On a sunny, hot day in June, Snow Dragon, a sub-
sidiary of Park-Ohio Holdings Corp., invited more than 50

municipal, airport and other managers responsible for maintaining
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large properties (and several members
of the press) to a demonstration of one
of its units in Cleveland.

“All we do is heat up snow and let it
run off as water,” explains Allin.

Well yes, that's true. But the units
feature a lot of engineering too. In fact,
it's the patented engineering involving
20-in.-diameter tubes heated by diesel-
fed flames that make these units hot
items and turn snow in water. But be-
fore being released into a storm sewer
or retention pond, the water travels
through three filters. “It comes out
cleaner than the snow that went in,”
Allin says, and no special permits are
needed to release the water.

Allin says that Snow Dragon units,
like any piece of equipment, require reg-
ular cleaning and maintenance, including
the water pumps, regularly removing the
“gunk” that accumulates in the units
after extended use and replacing the

burner nozzles every 500 hours of use.

:

!
'.
’

:

Snow Dragons come in three sizes.
The smallest SND90O0, with a retail price
of $165,000, can be pulled behind a
dual-wheel pickup or 1-ton dump. The
largest is the SNID5400 for the airport
market with a melting hopper 32 ft. long.

Boston-area landscape pro Richard
Churchill is the first purchaser of the
SND900 15-ft. unit, that the manufac-
turer claims can melt 75 cu. yds. of snow
per hour. Churchill’s company offers
property management services, including
snow and ice, for condos and large com-
mercial and retail sites.

He was one of a dozen contractors
and large property facility managers that
tried out the first prototype more than a
year ago and offered suggestions.

Because his company is often faced
with removing snow from difficult loca-
tions (like a rooftop parking lot) and is
charged a dumping fee to get rid of it,
Churchill said he carefully reviewed all

costs and determined that melting is

=
ohio company
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Bad storms give
birth to the ‘Dragon’

John Allin says he began seriously
thinking about melting snow as an
alternative to pushing it when his
company tackled the record snow-
fall at the 2002 Winter Games
(Olympics) in Salt Lake City.

But the expense of the units
available then and other considera-
tions kept him from pursuing the
idea further, he says.

Then several years later when a
record snowfall literally buried much
of the Northeast and New England
he became convinced that the indus-
try needed another method of snow
removal in addition to plowing.

About two years ago he ap-
proached Ed Crawford, CEO of Park-
Ohio Holdings Corp., with the idea
of manufacturing a snow-melting
unit using a patented heat ex-
changer, and the experienced manu-
facturer liked the idea. Within a
year the first prototype had been
rolled out and was being tested.

Now that production units are
available, Allin is convinced that
the concept of snow melting (and
the Snow Dragon brand) will catch
on worldwide. He says both Russia
and China have expressed interest
in the units for their city streets and
airports.

Allin was the founder of Snow
Management Inc., the Erie, PA-based
national network of snow contrac-
tors that approached $40 million in
annual revenues before Utah-based
Symbiot acquired it and Allin’s serv-
ices in 2004. This past December he
and Symbiot parted company and
Allin, in January of this past year, was
named president of Snow Dragon.
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often more cost-effective than loading
snow onto trucks and dumping it else-
where. At least for his operation it is.
While there were several landscape
contractors at the press conference, most
of the invitees represented municipalities
or airports, and that's where much of the
interest in the machines, especially the

largest unit, seemed to be coming from.

John Allin (right)
was named

president of

Snow Dragon
in January.

“In the next two or three years we
plan on revolutionizing the way snow is
handled,” adds Ed Crawford, chairman of
Park Ohio Holdings Corp., relating how
he watched trucks being loaded with
snow at nearby Cleveland Hopkins Air-
port this past winter. “It doesn’t make any
sense to plow and load snow. Think

about the cost of those trucks and trailers

running back and forth, back and forth
Crawford says, “We have put the
capital behind this and we're going to
keep the capital behind it.” Park Ohio
Holdings Corp., parent company of
Snow Dragon, is an industrial supply
chain logistics and diversified manufac-
turing business with sales of $932 mil-

lion in 2005. tm

THE SPREADING CHOICE!

e
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e i |

V-Maxx 8500

1-800-SALTERS
586-756-6555

MANAG[ SNOW AND [CE WITH ULTIMATE

EFFICIENCY

The revolutionary breakthrough in V-box spreaders!

“ 3 A 2-cubic-yard-capacity polyethylene hopper

NO ENGINES, NO PULLEYS,
NO SPROCKETS, NO BELTS, '

NO CHAINS :

T —

that'll even spread 100% pure road sand. All with
finger-tip control from the comfort of your cab

No wonder the excitement is spreading!

OW 2%
W“
*—---.'"

i
‘~

S
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North American Salt Company,

manufacturer of:

SafeStep. \infcr Sl
ICE+A+WAY =G ASPEN

GET FREEZGARD, AND STAY
A STEP AHEAD OF THE REST.

Make a better choice than calcium chloride. Choose
FreezGard Mag Chloride Ice Melter. Extremely effective
down to -25°F/-32°C, it's the smarter way to melt ice and
snow on contact. Dare to compare:

* Won't leave a slick, oily » Safer on vegetation
residue e Gentler on concrete
* Slower to refreeze - less

" : :
applications needed KPR T s

Plus, FreezGard has that unique crystal shape for maximum
penetration and scatter control. Take the steps to protect
yourself, and all of the people who rely on you.

Get FreezGard.

Call 877.462.7258 or visit www.nasalt.com today!


http://www.nasalt.com
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Fven for veterans

Industry leaders find solutions for the
changing face of the snow business

now and ice profes-
sionals face a num-
ber of stresses that
were not there
when they started
National property
management firms have
come into the picture, negotiating lower
prices for jobs; competition from
smaller companies is heating up; and
higher expenses, such as fuel and both-
ersome litigation, are driving up costs
Because of these challenges, many
veterans (those interviewed for this
story responded that they have 16 or
more years in business) say their profit

margins are not as strong as they used to

be. At the same time, many businesses
are growing vear-over-year and are will-
ing to reinvent their businesses as the in-
dustry changes

It can still be a profitable business
if it is run properly, but it is not as
profitable as it used to be,” says Frank
Schembre, owner of Executive Snow
Control in Maspeth, NY. The 20-year-
old company, which has annual 7-fig-
ure revenues, serves commercial cus-
tomers in Manhattan and its

sur I('llIILlIH'.l 1‘4 'Il‘ll'_lll\

Outside forces

National property management compa-
nies taking over commercial client ac-
counts is one of the major factors affect-
ing snow and ice professionals today,
Since Ssnow II'IHI\\JI companies some-
times feel compelled to stay in the game
by bidding jobs lower than they did be-
fore and national firms sometimes delay

paying l]]t' SNOw companies

/ www.landscapemanagement.net



nesses. In Snow Business’ recent State of
the Industry survey, 31 percent of re-
spondents sajd pricing undercutting was
the “biggest trend” in the industry.

The veterans are competing with
small operations that may only stay in
the business a year or two, but snare
some of their customers. “There are a
lot of us. There are one- or two-person
trucks, and some will fade away,” says
Mark Dean, owner of Grounds Main-
tenance Services Inc., Park City, UT.

Dean also faced a fairly unique situa-
tion last year that cut into his company’s
profits. As an Army Reservist, he was
called to service from October 2004 to
October 2005. He served at a U.S. base,
getting troops ready to go overseas. “My
three managers and wife did their best,
but they faced a lot of issues. The cost of
fuel doubled or tripled at one point,”
says Dean. Last year was his worst year
for sales, he says.

While Becker Landscaping in Indi-
anapolis has seen profits increase annu-
ally this year, the company takes some
lower-paying jobs because of increased
competition, says owner Todd Becker.

“Competition is not always good; we

www.landscapemanagement.net / AUGUST 2006 / LANDSCAPE MANAGEMENT

other factor affecting the veterans’ busi-

to pay more for your service,”
Becker adds.

For example, he explains to
clients that he keeps detailed
records on every job, to be pre-
pared for slip-and-fall litigation.

Lawsuits and labor

Fighting the increasing number of
personal injury lawsuits is another
concern for these longstanding busi-
nesses. “It takes several hours a week 4
[to fight lawsuits],” Schembre says.

Finding reliable staff in the win-
ter is another ongoing challenge vet-
eran operators face.

“Finding good people is always a
challenge. We have exceeded the sea-
sonal average snowfall for four straight cognizant of that when you are doing
years,” Schembre says. sales,” Becker says.
Still, the longstanding companies The large veterans are primarily
have learned how to organize and working with commercial companies,
schedule their full-time and seasonal including large retail chains and shop-
employees. “We lose about 60 percent ping centers, but some also work

[of staff] in the winter. You have to be successfully in residential areas, includ-

s13



ing entities such as homeowners'
associations.

Grounds Maintenance Services Inc.,
for example, contracts primarily with
homeowners’ associations in upscale
neighborhoods, but also serves busi-
nesses and private schools.

Becker Landscaping, in contrast, is
moving from residential accounts to
commercial business. “We're trying to
wean off the multi-family and residen-
tial [accounts]. There are parked cars
and traffic moving through. There is

more chance of liability,” Becker says.

Striking a balance
Despite their longevity in the industry,
balancing work and family life continues

to challenge the veterans—but they do

not see another way around Putlin}.{ in
long hours during snowfalls.
“There is no such thing as balancing

work and family life,” Becker says.

After Dean returned from military

service, he decided to be more selective

about the contracts he takes to spend
more time with family. “I'm going to
work on quality of life, and do away

with some contracts,” Dean says.

Despite all the challenges and their

Pepto-Bismol days, industry veterans
seem to thrive in the competitive envi-
ronment and plan to continue growing
their businesses.

“They say it is one of the most
stressful businesses you can part of
You're dealing with the weather,
which you have no control over. But
my son and the people who work with
us take pride in doing the job right,”
Schembre says.

Working with loyal customers is also
a big plus for some of the veterans.

“We want companies like banks
that are very safety conscious. These
are the companies that want us there
at one inch or two inches of snow;’

Schembre says. Lm

¢ Tractors

* Municipal Trucks

MACHINABILITY

* Backhoes
* Sidewalk Equipment

* Wheel Loaders
» Skid Steers

MODELS AVAILABLE
10-way power vee plows with tripping edges
10-way Power side wing plows with tripping edges
Trip edge & trip mold board straight plows
» Sidewalk vee plow with tripping edges

* STANDARD SIZES 4' TO 21' *

e - o

VIEW ONLINE DEMO

QUALITY DOESN'T COST — IT PAYS!
(905) 332-8088
Toll Free: 1-877-321-2282
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«
CLIP helps Riverside Tree & Landscape organize the
> »
future, granting invaluable time to build A GREAT business!

Marty Yenawine, Manager ~ Massachusetts Certified Landscape Professional Riverside Tree & Landscape Co., Inc.

—

6th Annual Fishing Expeditio@;i:

In the Green Industry every minute matters. Effective, a

successful landscape companies work hard to make every
minute count.

In February 2000, with expert CLIP technical support the
General Manager & I created two pattern customers tailo

to our professional landscape maintenance, construction and
snow removal operations.

In January 2005, everything we need in our CLIP database
allows us to actively manage & measure steady growth.

CLIP is the backbone of our organization.

With a fleet of 35 trucks & trailers, 40 employees providing
full service design, construction & maintenance services
throughout the year we serve a diverse stable & growing
base of comm | and residential clients - all tracked

through CLIP.

On a dedicated server, CLIP is a central point of reference
for management with unlimited room for growth! Based on
our unique business & production experience CLIP stores
comprehensive services for each of our clients, allowing for
exacting routing, efficient scheduling, excellent crew
communications and prompt billing.

With the power of the business at our fingertips client
customer service has never been easier. We look forward to

wering inbound service calls with complete customer
information at a glance in CLIP.

CLIP creates the opportunity to make valuable, proactive
outbound sales calls to better serve & build our client base
driving the business forward. Our focused efforts to add new
clients in CLIP is rewarded by long term relationships that
depend & trust that when they reach Riverside Tree &
[.;lnd\'CJPC lht"lr qucs[inn\ are .mswcrcd.

Renewals are a snap in CLIP with job costing and rapid job

review based actual crew performance. Right down to our
Vednesday morning training meetings, we track time in

CLIP dedicated to learning and ancing the highest quality

Lmd\c;lpc m.linlcn.mcc services .1\'31|Jl)lL' in our l“.ll’kcl.

LIP users are also an experienced professional community
who apply themselves to integrated business development.

The 16th Annual CLIP Conference in November 2005 is

: wsurpassed industry event that has remained on our
calendar for five consecutive years. The CLIP online forum
is another opportunity for CLIP users to resolve issues and
learn from one another.

Make the MOST of your business - convert the valuable time
you spend on your business to grow & profit with CLIP.

Call 800-635-8485 today for a FREE Demo CD.

- www.clip.com

Service
Software


http://www.clip.com

first

Keep all aspects of safe operation

in mind when operating snow throwers

& he Outdoor Power
) Equipment Institute
| (OPEI), the trade asso-
| ciation for outdoor
, : power equipment, re-
minds everyone using
snow throwers to always think
safety first. Obeying the follow-
ing eight operating and safety
tips will help prevent injuries
and get you safely through the

winter season:

Read the owner's manual.

Get a thorough understanding of

all recommended operating and
safety procedures before turning on the

snow thrower.

Never put your hands inside the

chute for any reason. When the

snow is wet, the snow thrower
chute may become clogged. When this
happens, turn off the snow thrower en-
gine and wait for all moving parts to
conge to a complete stop. Then, with a

"deﬁ;fgul tool, clear the chute. If repair is

needed, be sure to turn the engine off
first and wait for all moving parts to

come to a complete stop.

-

’
ANDSCAPE MANAGEN
' i

I! MORE
INFO

www.opei.org

Never disable safety features. The

OPC (operator presence control)

causes the snow thrower engine to
stop within five seconds after an opera-
tor lets go of the controls. This is an im-
portant safety feature designed to help
protect users. No matter how often the
snow thrower may clog with
wet snow, never disable this im-

portant safety feature.

Wear appropriate
reflective clothing and
footwear. Avoid loose-fit-

ting clothing. Wear safety glasses to pro-
tect eyes from thrown ice, stones and

other projectiles and pull long hair back.
Never allow children to operate
the equipment. Keep children

indoors and under supervision.

Stay back. Never allow anyone

in front of the equipment.

people or cars.

Watch out for hidden dangers.

Be aware of any objects that may

Keep your target in mind.
; Never throw snow toward

be buried under the snow.

/ AUGUST 2006 / www.landscapemanagement.net



http://www.opei.org
http://www.landscapemanagement.net

-SIDENTIAL o COMMERCIAL o MUNIGIPAL > SNOW PLOWS AND SALT SPREADERS

| EQERYONEELSE
JUST PRETENDS.

0-Way 26 Series snow plow is shm here backdragging
HOUT Down Pressure™ hydraulics. The gravity weight of

lade does not clean down to the pavement and easily *
18" over the surface of the snow.

With Down Pressure™ activated, the
blade is forced down to the pavement.
The result is dramatic. The increased
force on the cutting edge providesa
cleaner backdrag. Down Pressure™
also redistributes the vehicle m

)N m‘:@amﬁ B

HYDRAULICS

“MS R‘GHT Only Sno-Way™ can offer real How does Down Pressure™ work? Glad you asked snow in less time with 30% more efficiency. So
ow Down Pressure™ hydraulics. No other plow At the touch of a button, a double acting cylinder  what are you waiting for? Avoid the pretenders
anufacturer has this option. Some claim that  applies over 250 pounds of force on the snow plow  and call Sno-Way today. You'll be glad you did
heavy weight of their plow produces Down  cutting edge. The Down Pressure™ is instantan-
essure™-like results. But, take it from us —the  eous and reactive. When ground contours change,  Sno-Way. NEW plows. NEW spreaders.
erin snow plow D.P. technology - no plow  the hydraulic system self-regulates to maintain ~ NEW technology. NEW OPPORTUNITY.
Il clean as efficiently or quickly as a Sno-Way  force on the cutting edge. This exclusive Sno-Way
uipped with Down Pressure™ hydraulics. feature allows you to scrape and backdrag more

OR MORE INFORMATION CALL 262.673.7200.

STRONGER

SMARTER

BETTER /
ww.snoway.com



Quick hitch a
The V-Plow from Hiniker Co. lets you easily
break, scoop and stack snow. The Quick
Hitch Mounting System, a drive-in single-
lever hook-up system, dramatically reduces
time and effort spent attaching the plow. A
5-in.-square trip tower provides maximum
strength and performance.

For more information contact Hiniker Co. at
800/433-5620 or visit ww\

Push and stack v A bird? A plane? A required to finish a job
Daniels’ patented, fold-back wing design It's Super-V Meyer Products’ Super-V plow. For more information contact Meyer
can reduce the plow size by up to 50 per- The company offers a three-year warranty at 216/486-1313 or visit
cent for unsurpassed maneuverability, as well as a five-year structural steel war-
ease of transport and when conditions ranty. Available in 8.5- and 9.5-ft. sizes, the
call for a smaller plow size 30-in.-tall Super-V has an aggressive attack
For more information contact Daniels at angle of 70 degrees. Its bottom-trip design
847/426-1150 or visit holds most of its load if an obstruction trips
vw.danielsplows.con the plow, reducing the number of passes

Tow the snow A
The Snow Dragon SND900 snowmelter

can save you more than 50% when you
melt snow instead of hauling it. Fabri-
cated on a tri-axle trailer, the SNDS00
tows and goes with a 1-ton truck

For more information contact Snow Dragon
at 888/441-2493 or visit
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STRONGER » TOUGHER -+ SAFER

T"J\. I/
( ChlonP

Ice Mgher Crystals

woaanny 2L osoes
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Safety first a

North American Salt Co. introduces FreezGard
Mag Chioride Ice Melter Crystals. Easily melt-
ing ice and snow at temperatures as low as -
25%/-32°C, it leaves no slick oily residue and is
safe on vegetation, concrete and people. The
unique aystal shape means rapid ice penetra-
tion and good scatter control

For more information contact North Ameri-
can Salt Co. at 877/462-7258 or visit

WWwWy

New arrivals a
Western Products’ MVP Plus V-plow

features Western's new halogen Nighthawk

plow lights. The V-plow lineup includes
7.5-, 8.5- and 9.5-ft. sizes in steel or poly.
All-new hydraulics produce industry-best
operating speed. The trip-edge design and
double-acting cylinders are standard. The
water-tight Nighthawk lights feature two-
stud mounting to reduce shock and vibra-
tion, while state of the art reflector optics
provide a smooth, wide beam pattern

For more information contact Western
Products at 414/354-2310 or visit

Trip-edge ¥
The BOSS Trip-Edge Skid Steer Plow takes

the surprises out of blade-jarring obstacles

like ice, rocks and manhole covers. This
plow has a built-in float feature to follow
the contours of the area being plowed,
and uses adjustable trip springs for supe-
rior control. The reinforced moldboard,
cast-iron blade shoes and heavy-duty
push frame give extra muscle for the
toughest jobs like deep, wet snow. With a

built-in hydraulic
crossover relief system and
angle cylinders protected by a mechanical
stop, the BOSS Trip-Edge Skid Steer Plow
makes jobs smoother and safer.
For more information contact BOSS at
800/286-4155 or visit

w | low com
DOSSPDIOW.COI

Safer passage ¥
The SnowEx Junior 325 spreader from

TrynEx International maintains roads, park-
ing lots, driveways and recreational paths. It

is built with a low-maintenance, direct-drive

system and minimal moving parts. Featur-
ing a high-density polymer, UV-protected
material hopper, the Junior 325 holds 2.7
cu. ft. of material, and spreads up to 25 ft.
A cab-mounted controller allows spinner
speed to be adjusted from inside

For more information contact TrynEx at
800/725-8377
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GUIDE

Power and efficiency »

Sno-Way offers its 29T Trip Edge Series snow
plow, available in three widths and with steel,
polycarbonate or stainless steel blade skins.
Features include the Shock Killer and Down
Pressure systems, wireless remote controls,
the quick and easy Drive-In Mount System,
and an exdlusive five-year structural warranty.
For more information contact Sno-Way at
262/673-7200 or visit w

New V-plow v

Fisher introduces the XtremeV plow, featur-
ing Fisher’s new Intensifire plow lights
Avalilable in 7.5-, 8.5- and 9.5-ft. sizes, in
powder-coated or stainless steel finish, the
plow line includes all-new hydraulics,
which produce a 50% increase in operat-
ing speed. The Intensifire halogen lighting
features two-stud mounting, an adhesive-
bonded lens to seal out water and a 1,500-
hour, H13 long-life headlamp bulb to mini-
mize replacement

For more information contact Fisher at

position, enabling it to carry as much as
20 percent more snow than other plows
For more information contact Blizzard at

DHZZarapiows.com

Light your way v

Fiberglass Innovations’ Snow Pole fea-
tures a metal cap for pounding and
highly reflective tape for night vision
Stop paying for costly repairs and mark
Steel trip edge 4 0

Pro-Tech Manufacturing and Distribution in-
troduces the IST Sno Pusher. IST stands for
Ice Scraping Technology, and was created as

your properties with the Snow Pole

the first steel trip edge designed for Sno

Pushers to incorporate the longevity and lim-
ited moving parts of rubber-edge pushers Available in HiViz orange or yellow. Poles
are 5/16-in. wide and are available in 4,
5 and 6 ft

For more information contact Fiberglass

For more information contact Pro-Tech Innovations at 815/962-9338 or visit

at 888/787-4766 or visit v.fiberglassinnovations.com

The urethane-based technology ushers in a
new generation of steel trip edges that does
not require springs or hinges

Advanced plowing »
The Blizzard Power Plow is
the only snowplow on the
market that can hydraulically
extend its moldboard width
from 8 to 10 ft. (model 810)
or from 8.5 ft. to 11 ft.-3 in
(model 8611) at the flick of a
switch. It can fully angle left

continued on page s22

or right while in the scoop
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FURTHER PROOF THAT ALL PLOWS ARE NOT CREATED EQUAL.

AtTHE BOSS, we're in a category all our
‘own. And what sets us apart is that our
focus is you. Your needs. Your solutions.
Your jobs. Because the last time we
checked, a plow that's just tough
enough, just reliable enough or just fast
enough, just doesn’t cut it. That's why we
keep working to make your hitch system

PUSHING THE EDGE

faster, your cutting edge tougher, your job
easier. And as a result, we end up driving
the industry forward with products that are
so far-and-away superior, the rest don't
even compare. Experience THE BOSS for
yourself by visiting bossplow.com or
calling 800-286-4155 for an authorized
dealer near you.

#2006 BOSS Products/Northem Star Industries, Inc



New line added A
Winter Management offers a complete line

of ice melt products known as Ice Ban by
Bare Ground. Ice Ban is manufactured from
a co-product of corn, grain or agricultural
processing, which contain brewers’ con-
densed solubles that are added to a base
of magnesium chloride (MgC12). The com-
pany also added Snowman Snowplows to
its distribution.

For more information contact Winter
Management at 617/333-6900 or visit

AN Winterman 't r
www.wintermgmuucom

Adjustable versatility v

Team Storm'’s MaxxPro is equipped with hy-
draulic side wings for wider capacity and
back dragging. The MaxxPro can be used on

all equipment with its own lever system, in-

duding skid steers, loaders and backhoes

522 LANDSCAPE MANAGEMENT / AUGUST 2006 / www.landscapemanagement.net

For more information call
866/362-1688 or visit

NVWW.go-teamstorm.com

Lightweight
spreader »

Buyers Products offers a 2.1-
cu.yd., gas-powered poly
hopper spreader. The poly hop-
per offers a lighter weight and improved
durability, compared to steel. The spreader
uses a stainless steel platform and chute as-
sembly, standard drag chain for moving ma-
terial, and cross members in the hopper for
support and mounting an inverted-V.

For more information contact Buyers
Products at 440-974-8888 or visit

www.saltdogg.com

Valve tank package »
Force America’s VI-25 Hydraulic
Valve Tank Assembly is
designed to meet the
needs of the light- to
medium-duty truck
market. The VT 25 com-
bines all components, including a
25-gal. tank, valve, filter, filler/breather,
sensors, cables, valve fittings and hose ends,
under one rubber latched cover.

For more information contact Force America
at 888/993-6723 or visit

ww. Torceamerica.com

Weather Central

The Connecticut Weather Center has a net-

work of weather observers trained in meas-
uring snow. This network, along with its
state of the-art Doppler Infinity Radar, allows
the weather center to compile the most
comprehensive list of official snow totals for
the northeastern United States. These totals
are backed with an offer of one official
forensic report per year
for free.
For more information
contact Connecticut
Weather Center at
203/730-2899 or visit

www.ctweather.com

True blue v

BlueHeat Ice Melter, manufac-
tured by Dart Seasonal Products, is a fast-
working blended ice melter. Its light blue

tint functions as a usage indicator to avoid

over-application. BlueHeat is safe to use and
works well below 0° F.

For more information contact Dart at
516/569-SNOW or visit www.dartsp.com

continued on page s24
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The Hiniker Scoop Plow carries more snow to improve your plowing capacity! The unique concave
design actually captures snow, reducing spillage and increasing plowing efficiency. Plus Hiniker’s
exclusive high-clearance three-section trip-edge provides smooth plowing and full-width protection.
Improve your bottom line with innovative design and solid manufacturing from Hiniker.

Twelve (8) or fourteen (9') Trouble-free
laser-cut ribs strengthen compression-type
the moldboard frame. trip springs.

Durable, low-friction
HMW polyethylene
moldboard is virtually
maintenance free.

The Scoop’s concave shape (20° fixed angle
outer ends) captures more snow than other
plow designs, letting you clear large lots and
parking areas faster than ever. It also angles left
and right (up to 30°) for conventional plowing!

| ——————— e I e

With e Hindare Sconp. apac 27 N

e ML RO The Scoap plaw-

Horizontal-truss

moldboard frame provides 45 M-/
exceptional strength. Steve K.  Stuart's Landscaping * Fond du Lac, Wi
.- . .-

All plows work with the Hiniker Quick-Hitch Mounting System

ok 2 @& B9

C-PLOW CONVENTIONAL V-PLOW HIGH PERFORMANCE SPREADER
PLOW

www.hiniker.com PUT SNOW IN ITS PLACE 800-433-5620


http://www.hiniker.com

continued from page s22

Commercial grade a

Curtis' Hitch-N-Run system, which allows
for automatic attachment and detachment
of snow plows, has been incorporated into
its municipal/commercial grade snow plow
The plow is available in 9 and 10 ft., and
fits the full line of medium trucks for Ford,
Chevrolet and International

For more information contact Curtis at
800/343-7676 or visit

Skid steer on snow a
Caterpillar skid steer and multi-terrain

Loaders pair with a variety of Cat work
tools to tackle tough snow-removal jobs
Ten wheel models and five tracked mod-

els offer a wide range of horsepower and

operating capacities, along with joystick
controls for reduced fatigue and ease of
operation

For more information contact Caterpillar at
888/0OWN-A-CAT / 800-RENT-CAT or visit

www.cat.com/legacy

Rugged design v

Ventrac's KX520 Snow Blower

Rubber blades a

Smith Industrial’s rubber snowplow blades

Is a two-stage unit to meet
heavy-duty demands. It features can be fitted for V-plows and plow wings
a large 26-by-52-in. opening They are made of a tough, resilient rubber
coupled to a 5-by-20-in compound that shows little wear after many
hours of use

For more information contact Smith at
815/874-5364 or visit

vww.smithindustnal.com

blower to move large
amounts of snow in little
time. Features include ad-
justable skid
shoes, 16-in. ser-

M <~

!

SnowplowBlade. htm

rated double spiral
saw-tooth auger,
220° hydraulically
rotated discharge
chute, hardened cut-
ting edge, and extra
heavy-duty shaft and
bearings

For more information contact
Ventrac at 866/VENTRAC or visit

www.ventrac.com

Quick and efficient v
Degelman’s skid steer and front-end loader

Magic show
Magic Salt is a non-corrosive, biodegradable

mounting systems quickly attach to its and environmentally friendly ice melter —

3500 Series blades. They're double walled,  effective down to -30°F — that can save
non-ribbed and built to last. These new you up to 50% in salt use. Snow “burns
mounts attach in seconds to skid steers or off” with no plowing.
front-end loaders For more information contact Magic Salt at

845/485-4200 or visitvwww

For more information contact Degelman at
800/667-3545 or www.degelman.com

magicsalt.info
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They said you'd have to grow up and get a real job someday.

So tell them that you hought a brand new FISHER® XtremeV™
v-plow because it's got the fastest hydraulics and the
brightest lights. Tell them it comes in three sizes in either

stainless or powder coated steel. Just don't tell them how
much fun it is.

xtremevplow.com




Professionals
demand quality
and

Call Pro-Tech today to locate a dealer nearest you
or visit us on the web for more details. Good while
dealer supplies last through 10/15/06.
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Professionals Choose PROTECH%
888 PUSH SNO or www.snopusher.com

© 2006, Pro-Tech, Inc. All rights reserved.
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LABOR.STATS

% Wonder how the
Green . Industry | ranks
for labor. requests"

H-2B BY THE
NUMBERS

BY STEPHANIE RICCA / Managing Editor

EVERY EMPLOYER USING THE
H-2B GUEST WORKER VISA
PROGRAM HAS A STORY.
Maybe it's about the cost and labor
involved with getting people here.
Maybe it’s about the problems,

the benefits or other business-re-
lated issues.

Numbers tell a story, too. The data
presented here were collected during
2004 about all employers requesting
H-2B guest workers.* It's the most
complete record presently available
from the U.S. Department of Labor.

Take wage statistics for example.
Around the country, most H-2B

workers made $7/hour in 2004, but
some made a lot more, others less.

The story behind these numbers
is still the same today, only with even
more volume. The cap in 2004 was
66,000 workers, but the difference
today is that returning workers can
come back with an H-2R visa and
not count against the cap — at least
until Sept. 30 when the two-year law
allowing returning workers expires.

We will continue to share more
statistics from this data in upcoming
issues.

Take a look and see the bigger
picture of H-2B. »
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BUSINESS LABOR STATS

NO. 1

The Green Industry consumes the largest

WHO THEY ARE

Green Industry visas fell into 20 categories in
2004. “Landscape laborer” is the
largest. That title represents 25% of all visas
and 87% of the Green Industry.

Garden worker
groundskeeper
irrigation system installer
lawn service worker
snow shoveler
tree trimmer ... and more

%

segment of H-2B visas. The 58,687 immi-
grants who entered the U.S. for industry

jobs in 2004 represents 29% of the total.

| That's a lot.

Housekeepers
and maids
HOW THEY
Forest and % STACK UP
consivnéar::(t:rr; Other industry While the Lone Star State houses the
segments don't largest number of Green Industry visa hold
Constructi even come close ers, the Midwest isn't far behind. Here's
onstruction .
workers Here's how where the most H-2B employees live:
0/ other major Colorado  13%
Fish processors 4 SHOUPS COmppTS. Pennsylvania 7%
New Jersey 7%
Waiters/\Waitresses 14% M'SSO,UE —
. Texas ofGreen Virginia

Truck drivers

NGBl WHO MADE THE LEAST

agement thanks Robert Wing- 2,740 employers paid their Green

field, president of Amigos Inc., for Industry workers an hourly wage. Whi
sharing raw H-2B data he re- ) :
quested and paid for via the Free- most organized labor groups require
dom of Information Act from the employers to at least match prevailing
U.S. Department of Labor in 2005. >

Editors thon aralized the 13t wage, that’s .not always the case. The
determine occupational break- lowest-paid landscape laborers in

downs, regional breakdowns, av-
erages and other trends. Contact
Stephanie Ricca at sficca@ques-
tex.com for more information or
visit www.dol.gov/dolfoia/.

2004 made $5.72/hour compared to
the state’s prevailing rate of $6.02.

Wonder where it was?

Ponchatoula, LA.

34

a

Industry total Maryland
Michigan
Ohio

New York

le

WHO MADE THE MOST
On the flip side, some landscape
laborers in New Roche,
NY, made almost
$18/hour, higher than
the prevailing wage of
$15.25 in their area.
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Thermal Blue
Solar Green
Thermal Blue Blaze
Dura Blue

"uns a8y} Japun sseiban|q juels|o) jeay 1saq ay | "

PN Each variety in Series started with the popular Thermal Blue W NG
THERMAL BLUE the Heat Tolerant and now includes three other varieties. Each SOLAR GREEN

— Bluegrass Series has of the four shows excellent disease and shade ~—

been specifically bred to tolerance, yet each has characteristics all
thrive much farther South their own.

than traditional bluegrass regions. These For beautiful landscapes with the

bluegrasses look much more attractive than luxurious look of bluegrass and all the heat,

tall fescue and provides four seasons of disease and shade tolerance you need, insist

color, plus they stand up to heat and wear in that the Scotts® Heat Tolerant Bluegrass Series

commercial and residential landscapes. The is part of your blends or mixtures.

LANDMARK

SEED COMPANY
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Groundsmaster

adds versatility
The Toro Co. introduces the zero-
radius turn rotary Groundsmaster
7200 and 7210 mowers. Three
mowing deck configurations are
available: 72-in. side discharge,
72-in. Guardian Recycler and 62-
in. Guardian Recycler. Use the
Groundsmaster to groom infields
and blow leaves with accessories
such as the debris blower, finish
grader, tooth rake, drag mat
carrier system, cocoa drag mat,
steel drag mat and grooming
broom. Accessories use Toro's
Quick Attach System, which
takes less than a minute to
change with no tools required.
For more information contact
Toro at 800/803-8676 or visit
www.toro.com/gm7200 /
circle no. 250

Innovations

HOT NEW PRODUCTS

Take this, varmints

Burrowing rodents can be-
come intolerable at golf courses,
schools, parks and home land-
scapes. The Rodenator Pro Pest
Elimination System delivers a pre-
cision underground shockwave to
the targeted animals’ tunnels and
dens, collapsing their tunnels to
prevent re-infestation — without
the use of chemicals, poisons, or
baiting and trapping. Insert a
wand into a burrow hole, shoot a
mixture of oxygen and propane
gas into the hole for 60 - 90 sec-
onds, press a button to ignite a
spark into the mixture and say
goodbye to Mr. & Mrs. Varmint
and all the little Varmints.
For more information contact
Meyer Industries at 877/763-3628
or visit www.rodenator.com /
circle no. 251

New diesel

mini-skid
Compact Power, Inc.'s track-
driven Boxer 526DX diesel unit is
the only mini-skid that offers an
integrated track system that re-
tracts from a fully extended 43.5
in. to a width of 35 in. and is
controlled by a joystick lever on
the control panel, the company
says. The variable track design
makes it simple for the operator
to maneuver the 526DX through
tight areas, such as gates and
sidewalks with ease, then extend
back to full width for increased
stability. The 526DX handles
more than 50 universal compact
utility attachments.
For more information contact
Compact Power at 800/476-9673
or visit www.boxerequip-
ment.com / circle no. 252
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Multi-tasker

Bobcat Co.s new 2300 4x4
(4WD) utility vehicle can be
equipped with five specially de-
signed Bobcat attachments, in-
cluding a bucket, mower, pallet
fork, snow blade and whisker
push broom. The RapidLink at-
tachment arm can lift loads up to
500 Ibs. as high as two feet.
Users can operate and change
attachments from their seat with
a joystick. When not in use, the
RapidLink attachment arm can
be removed for traditional 4WD
applications. The 2300 offers
Bobcat's IntelliTrak drive system
for maximum traction. Powered
by a 20-hp diesel engine, travel
speed reaches 25 mph.
Contact Bobcat at 866/823-7898
or visit www.bobcat.com /
circle no. 253


http://www.toro.com/gm72001
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http://www.bobcat.com

REEN INDUSTRY

.

OFESSIONAL PRODUCTS, PEOPLE AND IDEAS

TTENTION:

XHIBITORS & ATTENDEES

he Green Industry Expo (GIE) combines a
itional trade show and outdoor Product Field
iy into the green industry’s premier buying,
lling and learning event for every aspect of
esign, build and maintenance of outdoor and
woor green space, turf and plant care.

T Sl

¢ Over 340 indoor exhibits
* Over 100 outdoor exhibits
¢ Dedicated to the needs of lawn, landscape and

MANUFACTURER REPS 340 INDOOR EXHIBITS W &
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DEMOS ON-HAND

EDUCATIONAL CLASSES
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LAl

grounds professionals

* 340 manufacturers on-hand with new product lines
* Network with more than 6,000 professi

s from all
across the nation -

e Held in conjunction with two opgdﬁal green industry

conferences with more than 100 educational sessions
” e’ '

N
-~ .

PRODUCT FIELD DAY * THURS, NOVEMBER 2ND, 10:30AM - 4PM * DEMOS * HANDS-ON COMPARISONS

INDOOR EXHIBITS * FRI, NOV 3RD ¢« 9AM-4PM « SAT, NOV 4TH «8:30AM-NOON

2ND ANNUAL SHOW FLOOR AUCTION « SAT, NOV 4TH » 9AM - NOON « INCREASE EXPOSURE!
COMPANY INFORMATION (Please print)

Contact Name / Title

YES!

Send me a brochure.

|1 1want to attend.

Company Name

[} 1 want to display products. Address

Just clip and send to:
Green Industry Expo

2774 North Cobb Parkway
Suite 109-401

Kennesaw, GA 30152

City / State / Zip

Telephone / Fax

Email Address
Or Fax to: (770) 579-3835

GREEN INDUSTRY EXPO

#5 PLANET

(800) 395-2522

PGMS

Professional Grounds
Management Society

(800) 609-7467

[ ] Please allow GIE and its Exhibitors to contact me for future shows and product info. [_| No thanks.

FOR ADDITIONAL INFORMATION, VISIT US AT WWW.GIEONLINE.COM, EMAIL US AT INFO@GIEONLINE.COM OR CALL TOLL FREE (888) 303-3685.



http://www.landcarenetwork.org
http://www.pgms.org
http://WWW.GIEONLINE.COM
mailto:INFO@GIEONLINE.COM

TECHNOLOGY

I
READ THE MANUALS

COMMERCIAL POWER

What makes an engine commercial?

Manufacturers offer “commercial” engines with
enhanced reliability and durability. These
engines feature elements that add up-front
costs but also value to end users. Landscape
pros recognize their equipment must be reliable
and productive.

Most modern small air-cooled engines use
blocks cast from aluminum. They are light weight
and efficiently dissipate heat into the forced
stream of the air cooling system.

Cast iron cylinder sleeves are often cast into
the aluminum blocks of commercial engines for
enhanced durability. Cast iron sleeves provide
the additional structural integrity and wear
resistance necessary for the engine to survive in
a commercial environment. Additionally, the
microscopic pores surface of the cast iron sleeve
provide superior lubrication to the piston rings.

Most diesel-fueled engines use cast iron
blocks. These engines have higher compression
pressures. They need additional strength.

Lubrication is critical to a commercial
engine. Most engines employ one of two types:
splash or pressurized lubrication. Splash uses a
paddle that splashes oil on the moving parts
within the crankcase as the crank rotates. Splash
lubrication is a good solution in many commer-
cial applications.

Most commercial engines use a pressurized
system with an oil pump that forces oil under
pressure through passageways to the critical
bearing surfaces within the engine. Most pres-
surized lubrication systems also incorporate a
replaceable spin-on oil filter — a significant dura-
bility enhancement in itself.

Commercial engines also feature enhanced
air filtration, a dual system that has both foam
pre-cleaner and a paper cartridge element. An
increasing number of engines include a cyclonic
filter system that uses centrifugal force to sepa-
rate large particles out of the airstreams before
passing through a paper.

By Mark Nelson,
Master Instructor,
Briggs & Stratton Customer Education
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Long-time employees
are the MOSt likely to
disregard the safety rules.

Got safety training?

BY HARRY SMITH

0 you want to save
time, reduce injury to
your employees, pre-
vent damage to your
equipment, curb law-

suits and increase pro-

ductivity?

Of course you do. Every supervisor,
owner or manager in our industry is inter-
ested in these things. So when was the
last time you reviewed your safety train-
ing program? Who is delivering the train-
ing? What kind of training are you doing?
Is it effective? You need to answer these

questions honestly.

Just read it
The first secret to creating safe operators
starts with RTM, short for Read The
Manual. Equipment manufacturers spend
time and money to create them. They in-
clude cautions, operating tips and safety
warnings. The manufacturer is the best
resource for machine-specific safe operat-
ing information. If you are creating your
own safety program, collect all the manu-
als for your equipment and start reading.
[ know there is a pervasive attitude
that goes like this: “I have been running
zero turns (insert any equipment type

here) for years. What can the manufac-

turer tell me I do not already know?"

You might be surprised. Take advan-
tage of all the resources your equipment
manufacturers offer. You will find great
videos /DVDs, training outlines and test
material from many manufacturers.

The basic rules for creating effective
training are to keep the training simple,
present it in small, easily digestible chunks
and make it interesting and varied from
session to session. Safety training is not a
one-time affair. It must be repeated to all
operators, not just to new hires. Your long-
time employees are the most susceptible
to complacency and disregard for the
safety rules.

A great place to start looking for train-
ing is the Professional Landcare Network
Web site at www.landcarenetwork.org.
Check out its STARS program.

Also, Toro and Exmark have teamed
up with the National Safety Council to
produce a zero-radius turn mower safety
training package. This “tailgate” training
approach looks promising. Toro has a pro-
motional video for this training at
www.toro.com/safety/index.html.

Remember safety training does not

cost, it pays. Pay yourself with good safety

training.

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

FL. Contact him at smith@lakecitycc.edu.


http://www.landcarenetwork.org
http://www.toro.com/safety/index.html
mailto:smith@lakecitycc.edu

For when you want it gone
and you want it gone fast

Customer callbacks - they’re a part of the business.
Did you spray these weeds? Why aren’t they dying?
These calls take time to answer - time you don’t have!

Razor Burn™ is the new post-emergent, systemic
herbicide that controls weeds quickly and easily in
ornamentals, in bed maintenance, for crack and crevice
treatments, brush and vine clearing and perimeter
treatments. Visible results occur in 24 to 48 hours!

This unique liquid formulation is a great product for
situations where mechanical efforts are not suitable or

other herbicides don’t provide the speedy visual results.

RAJORCBURN @

a
. .

P The complete control of glyphosate combined
with the quick burndown of diquat - visible results
in as little as 24 to 48 hours

» Unique, liquid formulation is easy to pour,
measure and mix and will not settle out in solution
and is essentially non-volatile

P Squeeze-and-measure
container ensures there is no
waste and no worries about
over-application that might
lead to incomplete control

P Reduces applicator followup,
creating more productivity and
customer satisfaction

>

Contact a Nufarm representative or your local distributor for more information: Nufarm

800-345-3330 ® www.turf.us.nufarm.com

Turf & Specialty

™ Razor Burn is a trademark of Nufarm Americas Inc Always read and follow complete label instructions. Home of Riverdale Brands
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TECHNOLOGY

E-COMMERCE SUCCESS

Driving CUStOMErs to your Web site

is the first step. But what happens next?
Do they bounce off or do they Iinger,
explore and spend money?

Fill your site with info, fun

green-seeker.com
Visit LM'’s vertical
search engine and
type in “blog” to find
Tyler Whitaker's past
column on blogging

BY TYLER WHITAKER

es, you have a Web site, but what
happens when people visit? Do
they bounce off, never to return,
or do they linger, explore and
spend money? The next level of
Web site design is all about build-
ing a sense of community.

Most Web sites in our industry are little more
than an online brochure. They give the vital facts
about the services offered, pictures of crisp, clean
landscapes and the company’s contact information.
For any online community to survive you need more
functionality and content. You need to expand your
online brochure into a destination Web site.

Create a place to learn

People are curious. They want to know what it takes
to turn their backyard into the ultimate neighbor-
hood hangout, or to transform an old stand of trees
into a secluded private setting complete with a
bench and water feature. Others are interested in the
name of a particularly plant or tree they saw down
the street. Go crazy with articles, case studies of your
best jobs, answers to frequently asked questions, and
plant and tree guides. The key is to develop a lot of
content that is easy to find.

As potential customers read through your site
they may have questions or comments. How about
an online forum where people can ask questions and
discuss related topics? People feel more connected
when they have a chance to add to the discussion.

Extra, extra, read all about it
Don't forget news and events. People like to hear
about what's going on both inside and outside of
your company. Consider hosting a Web log, other-
wise known as a blog (See “More Info” box). A blog
is a Web page that you update regularly with
thoughts, comments and opinions. The goal is to give
your Web site a space that is constantly changing.
Write about your customers, the local scene, happen-
ings in your company.

One blog idea is to sponsor a “Yard of the Month”
contest with local cities. The city benefits from the
property improvements and you get another source

_of Web traffic. This is a great way to showcase the

work you are doing around town.

Shopping and service

Don't forget a place to spend money. You'll need a
secure SSL certificate, a shopping cart system and a
merchant account. Your Web hosting company
should be able to provide everything you need. Con-
sider allowing customers to pay their monthly in-
voices online as well. It's easy and convenient.

When we think of e-commerce we normally think
of product sells. And by all means sell any kind of
product you can find: books, plants, trees, bags of
mulch, the sky is the limit. But don’t forget to sell your
services as well.

A well-designed Web site will get visitors to re-
turn more often and hopefully spend more money.

— The author is a freelance technologist focusing in
business automation. Contact him at 801/592-2810 or

visit his blog at www.tylerwhitaker.com.
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GRAB LIFE BY THE HORNS

YOU CAN ALWAYS COUNT ON
THE ONE YOU LOVE.

DODGE RAM COMMERCIAL. The power is always there. Whether it’s the 610 |b-ft of torque from the legendary Cummins®
Turbo Diesel or the 345-horsepower of the equally legendary HEMI* V8, we're in it for the long haul. Because Ram is part of
the longest-lasting line of pickups on the road.” Dodge Ram 3500 Quad Cab® ST-winner of the 2006 IntelliChoice Best Overall
Value of the Year Award! What's not to love? Visit or call

*Based on R. L. Polk & Co. vehicles in operation statistics CYE 1985-2004. tintelliChoice.com, 2006.

- -

Chrysler Financial is a business unit of DaimlerChrysler Financial Services. Cummins is a registered trademark
of Cummins, hc. Dodge, HEMI, and Quad Cab are registered trademarks of DaimlerChrysler Corporation.




LM Reports

YOUR G

Fall
Clean

BY MIKE SEUFFERT

JRCO A

The JRCO Leaf Blade plow cuts down fall
clean-up time by quickly moving large piles of
leaves. The 55-in.-wide galvanized steel blade
fits commercial walk-behind and zero turn
mowers. It attaches to the JRCO mount bar
with two clevis pins. The heavy-duty blade
has center and bottom reinforcement bars,
flat stainless spring steel tines and two ad-
justable caster wheels. The plow rotates up
and over the mower for easy storage.

For more information contact JRCO at
800/966-8442 or www.jrcoinc.com /

circle no. 254

Grasshopper

Grasshopper’s PTO-driven Remote Vac uses a
Quik-D-Tatch Vac assembly mounted in place
of the deck. A flexible, 12-ft-long, 6-in-diam-
eter hose with hand-held swiveling nozzle ro-
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Products

DE TO PRODUCT RESEARCH

tates 360 degrees to vacuum leaves and
other debris from hard-to-reach areas. Com-
pacts debris for easier handling, then deposits
it into any PowerVac Collection System.

For more information contact Grasshopper at
620/345-8621 or www.grasshopper
mower.com / circle no. 255

John Deere

The John Deere 72-in. rotary broom effec-
tively removes dirt, sand, debris and gravel
from your path. Powered by a 10-hp Kohler
gas engine, the rotary broom features a 24-
in. diameter brush, dash-mounted hydraulic
controls to raise and lower the broom as well
as angle it 20 degrees to the right and left,

a deflector kit to prevent material from being
thrown on the operator, and castor wheels
that allow the broom to easily follow various
types of terrain

For more information contact John Deere

at 800/537-8233 or www.deere.com/
circle no. 256

Billy Goat 4
Billy Goat Industries’ Multi-Vac is equipped
with a top-load design, rear wheel drive for
traction and an adjustable intake to pick up
objects of varying sizes. The Multi-Vac also
features a new self-propelled drive system
and a 30-gallon, zipperless bag for debris.
The push and self-propelled models both

come with 6.5 Honda engines and can hold
up to 50 pounds of debris. The self-propelled
model comes in three speeds: 1.2 mph, 1.7
mph and 2.2 mph

For more information contact Billy Goat at
816/524-966 or www.billygoat.com /
circle no. 257

Grassroots Technologies
Grassroots Technologies' MulchPRO aerates
and rejuvenates
mulch, bringing back
the new look and pre-
venting fungus and mold

from growing. The
MulchPRO
also works
for overseed-
ing prepara-
tion. It easily tills
dead spots in lawn and
turf creating a seedbed, ready for
overseeding or planting. The original Mulch-
PRO provides 14 in. of tilling width, though
10-in. and 26-in. versions are available for
narrow/wide areas

For more information contact Grassroots
Technologies at 262/242-1944 or
www.grassrootstechnology.com /

circle no. 258
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Bobcat

Bobcat rotary cutters can easily mulch small
branches and saplings up to 3 in. in diameter
and cut through the thickest grass and brush.
The attachment comes in five models with
varying auxiliary hydraulic flow capabilities
and is available in both 60- and 72-in. widths.
Brushcat rotary cutters have a parallel linkage
system that allows the cutter to better tra-
verse rough terrain. The system allows the
cutting head of the attachment to move in-
dependent of the loader with up to 9 in. of
vertical travel

For more information contact Bobcat at
866/823-7898 or www.bobcat.com /

circle no. 259

Dixon Industries

Dixon's two- and three-bag commercial grass
catching attachment systems increase the
versatility of Dixon ZTR riding mowers. The

new bagger design and improved blower sys-

tem makes fall leaf clean up a snap. The Free
Flow hood design directs clippings evenly to
the bags while allowing sufficient air flow for
maximum vacuum power. Durable mesh fab-
ric bags are tapered and have plastic bottoms
with metal handles for easier dumping and
trash bag removal.

For more information contact Dixon
Industries at 620/251-2000 or
www.dixon-ztr.com / circle no. 260

Mulch Mule

The Mulch Mule offers an optional 24 hp high-
performance Leaf Vac for leaf and debris dlean

up in the fall. The Leaf Vac is designed for quick
set up and removal, and the machine has a ca-

pacity of 15 cu. yards. Mulch Mule is a labor-sav-

ing device that will deliver a full load of mulch

into a wheelbarrow in as little as three seconds,
with no shoveling required, through a conveyor
system. It can also be used as an enclosed trailer
system for transporting materials.

For more information contact Mulch Mule at
330/453-3300 or www.mulchmule.com /
circle no. 261
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Transplant 1

Read and folloy

Inc. The Novoz

and Growt

* Cut callbacks and plant loss
* Improve plant survival and health

* Five products to meet your specific needs:
dryROOTS®, M-ROOTS®, TRANSPLANT 1-STEP®,
ROOTS® concentrate and ROOTS® Plant Food

Ask about Roots products,
today.

; rnn& .. Our Name Says It All

A2k
AN Bz www.novozymes.com/roots

label directions. Dry-Roots, M-Roots and
trademarks of Novozymes Biologicals,

es logo and Roots are registered trademarks
of Novozymes A/S. ©2006 Novozymes Biologicals, Inc

Circle 125
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Patriot Products

Patriot Products’ CSV-3090H Wood Chipper
Shredder combines a 9-hp Honda engine
with a heavy duty, tri-plated rotor. Outboard
bearing supports the rotor, taking the load off
the engine shaft for longer life and smoother
running. Also includes low oil shutdown,
semi-pneumatic tires, 3-in. chipping and 1-in

Echo
The ES-230 Shred ‘N’
Vac is designed for professional use
Powered by a 22.8-cc Tornado Power
Boost engine, it reduces debris volume by
12:1. A 35-in. intake tube provides good
reach for getting to debris. Unit comes with
pipes to easily convert it to a blower.

shredding capacity. For more information contact Echo at
For more information contact 847/540-8400 or www.echo-usa.com /
Patriot Products circle no. 263

at 800/798-2447

or www.patriot-
products-inc.com /
circle no.
262

Worksaver

Ideal for loading logs or piling brush and
other hard-to-handle debris, the Worksaver
Grapple Rake has dual upper grapples for
picking up brush and leaving dirt behind. It
fits most front-end loaders or skid steers and
tractors. Comes in 62- or 77-in. widths

For more information contact Worksaver at
217/324-5973 or www.worksaver.com /
circle no. 264

<Toro

The Toro Power
Box Rake attach-
ment, for use with Toro
Dingo compact utility load-
ers, transforms rough terrain into a prepared
seedbed. It is designed for projects including
seedbed and sod preparation, trench filling,
blending grades and leveling surfaces, plus
job site clean-up. It features triple-sealed,
shielded roller bearings that stand up to harsh
soil conditions

For more information contact Toro at 800/
803-8676 or www.toro.com / circle no. 265

Caterpillar

Five Caterpillar brush cutters cut brush and
trees as large as 3 in. in diameter. Three cut-
ters, the BR160, BR166 and BR172 are de-
signed to use with Caterpillar loaders with
standard flow hydraulics. The working widths
are 60 in., 66 in. and 72 in., respectively. A

oles geese voles deer rabbits snakes

L

Public enemy *1.

Liquid Fence® Goose Repellent sends geese flying.
Guaranteed.

With a Canadian Goose population of an estimated 6 million, and the probability
of that figure doubling every five years, you need all the help you can get!

* Repellency you can rely on from the makers of America's
best-selling deer and rabbit repellent.

* Affordable goose, duck and turkey protection with substantial profits for you.
* Year-round effectiveness enabling year-round value-added service.
* A 100% money-back guarantee directly from The Liquid Fence®* Company.

EPAReg. No.72041-2 EPAEst. No. 72041-PA-001 Important: Read product label thoroughly before application

The Liquid Fence Company

Call (800) 923-3623 www.liquidfence.com pro@liquidfence.com
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Let Us Help You

PROMOTE

Customized Printing Programs

o Select your photography
from our image collection

o Customized text and
layouts made by our
talented graphic
designers

o Use our "sample
print collection”
for layout and
promotional ideas

Promotional Signs
oy « Promote with up to 4 colors

o Varety of sizes available
o Print one or two sides
o Two different stakes
Call today for a
FREE catalog

(XN siens  prining

www.rndsigns.com .800-328-4009
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hydraulic brake and a safety lift restriction
help ensure safe operation. All of the brush
cutters are joystick-ready for easy control.
For more information contact Cat at 309/
675-5175 or www.cat.com / circle no. 266

RedMax
A vacuum kit is available for Redmax’s
HBZ2600 handheld blower for debris pick-up
The HBZ2600 develops a maximum air speed
of 114 mph and maximum air volume of 395
CFM. RedMaxs Strato-
Charged engine uses
about 35% less fuel
‘ than the com-
i pany’s regular
\ 2-cycle engines,
and meets clean
air standards by intro-
ducing fresh air into the

engine between the exhaust gases and the
fresh charge of air/fuel mix

For more information contact RedMax at
800/291-8251 or www.redmax.com /
circle no. 267

Buffalo Turbine

Buffalo Turbine’s KB2 and Hurricane/pto
blowers will produce up to 10,000 cfm at
175 mph. The self-contained KB2 comes with
a 23-hp Kohler engine, bolt-on trailer pack-
age and remote throttle and nozzle control
kit. The model Hurricane/pto model is a 3-
point hitch, belt driven blower unit, equipped
with a remote nozzle control kit and built-in
rear roller (designed for turf protection)

For more information contact

Buffalo Turbine at 760/599-6915 or
www.buffaloturbine.com / circle no. 268

Little Wonder

The Little Wonder Self-Propelled High Perfor-
mance Vacuum (HPV) features a hydrostatic
drive to power over any terrain with complete
control. A 6.5 hp Briggs Intek V/C engine of-
fers variable speed up to 4.8 mph. The HPV
handles the collection of rocks, bottles, cans,
glass, paper, leaves, wet debris and fine mate-
rial. The cyclonic separator and bag design,

SEPTEMBER.20 - 21.2006

MANDALAY BAY CONVENTION CENTER — LAS VEGAS, NEVADA

“Absolutely beautiful.
Diverse. Informative.
Very, very inviting.”

FREE ONLINE REGISTRATION
WWW.GARDENMARKETEXPO.COM
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Irrigation ¢ Golf ¢ Industrial

Your premier wholesale distributor stocking all major manufacturers’ irrigation and landscape
equipment. We're committed to providing the best customer service in the industry. Stop by
your local branch today, where our trained and friendly people are ready to serve.
800.343.9464 | www.ewingl.com
Circle 129
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LM Reports

with 90-Ibs. capacity, ensures easy unloading
For more information contact Little Wonder at
877/596-6337 or www.littlewonder.com /
circle no. 269

Swisher

Swisher’s 2-in-1 Lawn Vacuum and Trailer
quickly converts to a trailer by removing the
mesh cover to get a sturdy 11.7-cubic ft.,
500-Ibs capacity trailer with dump feature.
Exclusive Snap Fit blower tube provides quick

and easy dumping and reattachment. The
vacuum is powered by a 5.5-hp Briggs &
Stratton Intek engine. Vacuum bag capacity is
37 cu. ft., and it folds for easy storage.

For more information contact Swisher at
800/222-8183 or www.Swisherinc.com /
circle no. 270

JP Carlton

JP Carlton offers 6-in. (Model 1260), 9-in
(Model 1790), 12-in. (Model 2012) and 18-
in. (Model 2018) wood chippers for land-
scape, tree maintenance and land clearing
applications. Heavy-duty construction includ-
ing a form-welded frame, superior Torflex
axle strength and construction grade tires are
standard on all models. Cariton chippers fea-
ture high-speed dynamically balanced disk
rounds for maximum chipping power.

For more information contact JP Carlton at
800/243-9335 or www.stumpcutters.com /
circle no. 271

Bear Cat A

Process large volumes of branches with the
new Bear Cat 12-in. Chipper. Model
7812086 handles branches up to 1 ft. in di-
ameter, and its 14 x 20-in. feed opening lets
users chip limbs and branches without addi-
tional pruning. The solid steel cantilever chip-
ping disc is equipped with four reversible
chipper blades, which produce a small chip
For more information contact Bear Cat at
800/247-7335 or
www.BearCatProducts.com / circle no. 272

Glenmac

The Harley Power Box Rake uses a tooth roller
to handle rocks down to one-half in. in diam-
eter. Comes in two versions: 48-, 72- or 90-
in. roller widths for skid steers; and 48- and
66-in. widths for tractors

For more information contact Glenmac at
800/437-9779 or www.glenmac.com /
circle no. 273

compaction problems.

Turfco Manufacturing

AERATION, QUICK AND EASY

The TM-62 is a high-production, commercial-grade aerator
that can tackle a field in 35 minutes or less, making
aerification quick and easy. Its 72 deep-coring tines create
%-inch holes up to 4 inches deep, alleviating thatch and
Ground-driven tine wheels are
mounted in pairs to allow turning without tearing the turf.
Available in tow-type and 3-point hitch, the TM-62 is
an economical investment to improving your field conditions.

THE llll[. SINCE 1961,

1655 101st Avenue NE » Minneapolis, MN 55449-4420 U.S.A.
Tel (763) 785-1000 » Fax (763) 785-0556 » www.turfco.com
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4”Pop-Up Turf Rotor

Ask About Quantity Pricing

Call NOW for FREE Sample

SHIPS SAME DAY ..mcm ;

800-600- TUR@ -

M-F 7:30-5 SAT 8-1PDT

www. SPRINKLERS 4 LESS .com

y

o)

00
ea

Buy the Box

Order By 1 p.m.

Call Now & Save
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TrynEx International

Designed for cleanup, material handling and
snow removal applications, the SweepEx
Mega 480 is ideal for use with compact utility
loaders. Built with a 48-in. mainframe, it is
adaptable to most service vehicles. Unit has
11 brush rows. Attach broom extenders to
each end of the broom to increased width to
84 in. SweepEx brooms have no moving
parts, eliminating cleaning and lubrication of
sprockets and bearings.

For more information contact TrynEx Interna-
tional at 800/725-8377 / circle no. 274

Vermeer
Vermeer’s BC 1400TX brush chipper can
process wood up to 15 in. in diameter and is

powered by a 122 hp CAT 3054 DITA engine.

A flexible track undercarriage allows opera-
tors to steer the mid-sized chipper through
areas where a tow vehicle cannot maneuver.
For more information call 641/621-7731 or
visit www.vermeer.com / circle no. 275

Excel »

Front-mounted Sweepster power sweepers
offer a full 60-in. sweeping width. Units
are available with either mechanical or hy-
draulic drive. While the 30-degree angle is
standard, adjustable hydraulic angling is
available.

For more information contact Excel at
800/395-4757 or www.excelhustler.com /
circle no. 276
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GREEN
INDUSTRY

HUB

Q: What's New at the
Green Industry Hub?

A: An online course:
“Landscape Estimating,
Competitive Bidding
and Contracts”

onllne training for employees
& managers available 24/7!

How do supply and demand affect the prices you can ask %
for your landscape services? Do you understand how the break-even
analysis, penetration pricing (low-balling) and price skimming work?
Learn about these and other factors that play into your estimating picture at the

Green Industry Hub, www.greenindustryhub.com. This online course gives you and
your employees expert information on how to understand market forces and price
accordingly for your services and products. Interactive exercises and a quiz cover
key topics such as:

M Estimating process & resources

B Understanding your true costs

Check it out for yourself & your employees!
For a free or Premium subscription to the
Hub, visit www.greenindustryhub.com or

call toll-free 877/745-2745.

Premium subscriptions are priced to make
employee education easy and affordable—as
low as $195 (lower with large group discounts),
for a full year of training courses and more—
far lower than a average industry seminar.

B Competitive bidding strategies
W Contract basics

. ?ez masfer.com

3 and sponsored by:
Find out more about large group discounts |“8 ) o Sor
by calling Halli Sarver at 330/422-2028 x116 or P
email hsarver@schergroup.com. & a
To sponsor a Green Industry course, contact
JOHN DEERE

Kevin Stoltman at kstoltman@questex.com.

www.landscapemanagement.net / AUGUST 2006 / LANDSCAPE MANAGEMENT

Green Industry Hub is brought to you by:
-—
Landscape & 7 PLANET

visit www.greenindustryhub.com
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EXPLORE THE GREAT OUTDOORS.

THE ONLY

INDUSTRY SHOW
WITH INDOORS AND
OUTDOORS ALL IN

ONE PLACE

EXPO 2006 is your opportunity this year to
compare outdoor power equipment, supplies
and accessories of key manufacturers, indoors
and out for three full days. Seminars and Q&A
sessions will show you how to profit from your
opportunities. Find the products, services and

Register Online
contacts that will help you grow this year for your chance to win a

Ferris single hydro-drive

walk-behind mower.
The International Lawn, Garden
& Power Equipment Exposition

October 6-8, 2006 | Louisville, Kentucky \ 2 (10 6
(800) 558-8767 | www.expo.mow.org

Sponsored by
Ferris Industries

&
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TECHNOLOGY

NO, you don‘t have to buy an
electric unit to stay on the
good side of the ‘noise’ police.

|
WE'RE MAKING PROGRESS

Let’s keep it quiet

BY ALLEN SPENCE

hat should I do
now?” You might
ask yourself this
question as the
police officer

drives off. “My

customer’s
neighbor called the police to complain
about how loud my blower is. Now it
looks like an electric blower and a genera-
tor are my next equipment purchases!"
Been in a similar scenario? Rest easy,
you're not alone. Noise ordinances are
sprouting in a lot of communities. These
ordinances are here to stay, and many
communities are aggressively enforcing
them. Ask yourself this: “How loud is it to
others if | have to wear ear plugs to oper-
ate it?" You guessed it; this month we're

focusing on backpack blowers.

Check local rules

The good news is that outdoor power
equipment manufacturers are paying at-
tention and gasoline-powered equip-
ment that will meet your needs is here.
In my area, a maximum of 90 db (A)
seems to be the standard used for en-
forcement. Many communities have
time-of-day limitations on when noise

levels can be exceeded.

Most of these ordinances do not target
outdoor power equipment, just loud
noise in general. Several zoning adminis-
trators | spoke with did indicate that out-
door power equipment had not yet been
a problem, but yes, the police department
would be the ones to enforce any prob-
lems. Officers have decibel meters in their

patrol cars to check noise levels.

Choices abound
[ visited four manufacturers’ Web sites,
and in only a few moments I found lots
of information. All of them had several
gasoline-powered models that fall well
under the 90 db (A) level. You can also
find several models in the 88 to 92 db
(A) range. All of these manufacturers |
checked have at least one ba(kpa(k
model, and one company even has
three in the 65 to 70 db (A) range.
Added insulation, redesigned fans and
housings, and redesigned engine ex-
haust systems are some of the features
used for these low noise level models.
So, to answer the question above, for
most of the United States, at least: “No,
you don't have to buy a generator and
electric blower, not just yet.”
— The author is turf equipment
management instructor at Hinds
Community College in Raymond, MS.
Contact him at haspence@hindscc.edu.

Our company,
our products, and
our reputation are

all built on one

principle.

Quality.
It’s what we're

For your nearest
Shindaiwa Dealer, call 800.521.7733
or check our dealer locator at

www.shindaiwa.com

 BIG POWER! |
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Save
UpTo
on the tried-and-true

power of Shindaiwa
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AWARD-WINNING LANDSCAPE MANAGEMENT

Southern Methodist Univ.

2005 PGMS Grand Award Winner for Urban University Grounds

Property at a glance

Location: Dallas

Grounds Supervisor: Kevin L. Dilliard
Category: Urban University

Total budget: $605,000

Year site built: 1911

Acres of turf: 50

Acres of display beds: two

Total paved area: 95 acres

Total man-hours/week: 760

Maintenance challenges

P Continuing construction of new
buildings

P Added responsibilities for irrigation
installation and landscape design,
added maintenance of university
president’s home

Project checklist

Completed in last two years:

P Irrigation and landscape of Perkins
Administration Building and McFarlin
Auditorium

» Landscape of Dedman School of
Law and Faculty Club building

P 19 full-time staff, two licensed
pesticide applicators
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hat attracts many visitors
to the campus of South-
ern Methodist University
in Dallas, whether they
are a student headed to class or a neigh-
bor taking a bike ride through, is that the
landscaping is beautiful yet attainable.

“We want to be a destination where
people can come and see plants they can
grow in their own yards and
gardens,” says Kevin L. Dil-
liard, SMU'’s landscape man-
ager. “We're a resource to
people both on and off cam-
pus because we are in an edu-
cational setting.”

Dilliard and his staff of 19
full-time employees have
moved in that direction in the
past few years, incorporating more native
Texas materials into the landscape, such
as salvias, sages, ornamental grasses and
yuccas. The two acres of display beds
around campus are changed out three or
four times per year to give the university
splashes of color. The spring display, for
instance, includes nearly 50,000 bulbs of
tulips, daffodils, hyacinths and muscari.

The campus itself is located on 175

Kevin Dilliard

acres north of Dallas, and the 75 building
which house more than 11,000 students
are surrounded by stately oak trees, sepa-
rating them from the sprawling urban me-
tropolis which surrounds them on all sides.

Though the campus was builtin 1911,
it has been going through a growth spurt
recently, with five new buildings con-
structed in the last five years. The con-
struction, along with working
around students, staff and
other visitors, is a challenge to
Dilliard and his crew, but it
has also given them an oppor-
tunity. As buildings are con-
structed and renovated, it al-
lows the crew to add new
elements, new materials into
the landscape, giving the cam-
pus an exciting, diverse look.

“When I first came here, all the
flowerbeds were contracted out so it was
pretty monotonous. As we've added beds
and changed things around, we tried to
make it so that when visitors go through

the campus, they don't see the same
thing all the time,” Dilliard says. “We like
it that everywhere people go, they see
something different.”

Editors’ note: Landscape Management was the exclusive sponsor of the 2005
Professional Grounds Management Awards for outstanding management of resi-
dential, commercial and institutional landscape. Winners are recognized at the
annual meeting of the Professional Grounds Management Society in November.
To learn more about the annual awards program contact PGMS at: 720 Light St.,

Baltimore, MD 21230 ¢ Phone:

mﬂs Landscape 410/223-2861 » Web site:
MANAGEMENT www.pgms.org


http://www.pgms.org
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Dilliard and his staff change out
the two acres of display beds
three or four times a year. More
than 11,000 students enjoy the
islands of colorful plants.
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Low Cost - Low Maintenance

—— - =

AerWay" tined rollers are ground driven, so there'’s no gears or
motors to add cost and maintenance. Most models have only
two bearings to grease for years of trouble free service.

for more information call | =§()()-457-831()

Advanced Aeration Systems

www.aery - "Wwa) aerway.com

Science City at Union Station - Kansas City, Missour

Battery Operated 26
Irrigation Controllers » .

R600 Series with Remote Control

* Wireless Remote Operates

Any Number of Field Controllers
* Range: 150" line of sight
* 1,2, 4 Stations
* Waterproof

500 Series

* 1,4, 6 Stations
Available with..
* In-line Valves
* Manual Valve
Actuators
l‘ . » DC Solenoids

DIG Corporation +« 121

Circle 133

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, helpif
to protect your interests and
your investment

Contact ASIC to find a
consultant near you.

¢ M ixed-use developments with heavily traveled public spaces would be
wise to engage an ASIC Professional Member. They make the critical
difference in developing sustainable and innovative water management solutions.
I don't know who else could design an environmentally friendly bio-swales

drainage network for a 1,000-car parking lot like the one we designed for the

nations second largest train station.”

PO Box 426
Rochester, MA 02770
508-763-8140
Fax: 508-763-8102

ANDY SCOTT

Executive Director ® Union Station Assistance Corporation

www.ASIC.org
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AST ACTING Bait For Control
Of Outdoor Rodent Pests

?‘Pukot Gop
i’Gmnl’ fquirnls A

- m‘n_ N RODENT CONTROL TECHNOLOGY
‘Madison, Wi 53704 USA. | www.belllabs.com

Circle 134

lé!essnonals

W@quro !

fter every paver is perfectly placed, depend on
dgePro Paver Restraint for the finishing touch.
dgePro is heavier and more durable, yet is
exible and easy to use. Our extra-strength rigid
asign is great for long straight edges and our flex-
le design preserves the curves that you create.

0, what's holding you back? Contact us now
r more information on the paver restraint known
s “The Professional's Choice.”

DiMEX  1800£06EPRO

1.800.334.3776 | www.edgepro.com | dimex@dimexcorp.com
Circle 136

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

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

« Superior Financial
Management

* Ongoing Support

+ Corporate
Purchasing Power

« Sales & Marketing
Guidance

To find out more sbout us 2d U.S. Lawns
fhe opportunity U.5. Lawns 4407 Vineland Road

can offer you, contact: Suite D-15
N Orlando, FL 32811
- Toll Free: 1-800-USLAWNS
— Phone: (407) 246-1630
—
— Fax: (407) 246-1623

> _u Email: info@uslawns.com
Website: www.uslawns.com

Circle 135

- T

Irrigation and Landscape Design Software
for All Green Industry Professionals

I ' I - — J )
b...-. s e £t c N J.-::A -ou-:-‘:
Visit us online today for details!

www.raincad.com

SOFTWARE

REPUBLIC.

Phone; (281) 463-8804 + Fax (281) 463-1404 + Emait: sales@raincad.com = Web Site: www.raincad com
Circle 137
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SCIZC the day.

Start your work day with the right tools from
Forestry Suppliers. With more than 9,000 items
to choose from, it's no wonder we're the number
one supplier to landscape, grounds maintenance
and parks & recreation pros around the world.
Call or go online today to request a free catalog!

A\
www.forestry-suppliers.com

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

©2006 Forestry Suppliers. Inc. All rights reserved.

Circle 138

The Walker Hi-Dump® offers another
grass handling option for Walker
Mower Models MD and MT with 9.5
bushel catchers. Raising the catcher
box up 67 inches (170 cm) and
dumping into a truck or trailer is casily
completed in a 20-second cycle.
Powered by a 12-volt electric/hydraulic

(opcmmg two  hydraulic

controlled by two toggle switches from |
the operator seat. Adds only 3 inches [}
(7.5 em) and 150 pounds (56 kg) to the
overall tractor height and weight and
may be ordered as a factory installed
option or installed in the ficld with
minimal labor.

Circle 140

.TAKE BACK YOUR TIME
7
Only Magnaymc provides

sharpeners with REAL
performance (1 blade in 60

sec), and maintain*perfect

ahgles eﬁonlesaﬁfeake part
a 30 day trial new. Call

or a free (‘atalog:

MAG-9000 Lawn Ma
Blade Sharpe

2227 :-500-325-1110 =
1-800-328-1110 e

Circle 141

THE JoBCLOCK®

THE LANDSCAPER’S TIMECLOCK™

Circle 139
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ADVERTISING
INFORMATION:

Call Brian Olesinski at
800-669-1668 x3757

or 216-706-3757,

Fax: 216-706-3712, E-mail:
bolesinski@questex.com

Organic-based lawn care company
In Kentucky. Well established, over 10 years.
Stock sale required

502-412-0404

I Use color to get the attention your ad deserves! ]

Taking Your

Synthetic Golf Greens Voted,

“The #1 Profitable Service Idea Of 2006”

“SIMPLY PUT" “Our net profit went from 7.66% to 33.3%
after applying Profits Unlimited Strategies.”
—Mike Rogers, Caretaker Grounds Maintenance

Order our Manuals & CDs like your peers World Wide!
If you don't change anything tody, nothing will be different tomorrow.

» Payment must be received by the dlassified closing

date. >
» We accept VISA, MASTERCARD, and AMERICAN Every month the Classified Showcase
EXPRESS. offers an up-to-date section of the

» Mail LM Box # replies to: Landscape Management
Classifieds, LM Box #__,

306 W. Michigan St., Suite 200, Duluth, MN 55802.
(please include LM Box # in address).

products and services you're looking for.
Don't miss an issue!

, FOR SALE

MAINE Landscape Business for Sale
Landscape and hardscape, installations and
design. Not maintenance. High end giving

owner Cash Flow $150,000+
Magnusson Balfour (207)774-7715
office@balfourcommercial.com

Thls Rexius Express Blower Truck EB 60 w/ upgmdes 8
supplemental injection system is capable of blowing dirt,
mulch, sand, stone, compost, seed & more!

The 2000 Freightliner carries 60 cubic yords—
perfect for large contracts or oll day residentiol work!
New Transmission! New lorge PTO! Low miles!

(Call Gavin Riches or Deborah Muller » 800-304-2886

To The Next Level

Reasons To Call Us:
* Huge Profit Center - Up To 60%
™ * Advanced Online Training
=" * Utilize Existing Equipment
* An Easy Add-On Service
* Up Sell Existing Products
* Greens Sell More Landscapes

800-334-9005
www.allprogreens.com

® 9

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

1.800-822.3437 www. turboturf.com

866-290-7295

Factory Direct

NEW
Quick 36"

5 WANT TO BUY OR
f -«E SELL A BUSINESS?
P Professional Business
Morper & Acquision speciaions  COnsultants can obtain purchase

offers from numerous qualified

al buyers without disclosing your identity. There
no cost for this as Consultant’s fee is paid by the
buyer. This is 2 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 Landscape
Installation all over the U.S. and Canada

potentia

82 Homestead Avenue, Rehoboth, MA 02769

708-744-6715 * Fax 508-252-4447
E-mail pbemellol @aol.com

The great cutting, compact, easy-
turning, reliable 36" hydro mower
Proudly made in the USA
Starting at $1895
www.quick36.com

Quality Synthetic Grass Surfaces

Building Successful Relauanshlps
Since 1998
Call us today 877-881-8477
www.theputtinggreencompany.com
WWW.X-grass.com

www. Iandscapemanagemmt.uet
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Renews the color of faded,
sun-bleached mulch. Bio-Friendly.
Lasts the season. Won't harm
plants. Black or Dark Brown.

5 gallon container covers

10,000-20,000 sq. ft. $149 + S/H.
www.mulchrenew.com
610-584-5603

“Must Have” spreader accessories
which save time and money.

Free up space in your truck box, and, a
unique fertilizer spreader attachment which
allows easy spot treatment of lawns for better
customer service.

See at Turflite.com

HELP WANTED
VMC iz
Services

One of the Largest Locally-Owned
Commercial Landscape Firms in the
Dallas / Fort Worth Area
Serving the Metroplex since 1973

* Multiple openings for highly motivated
managers with strong leadership skills

» Excellent compensation package
includes major insurance coverage and
company-matched 401(k)

« Bilingual (English/Spanish) a plus

VMC Landscape Services is an Equal

{Opportunity Employer and a Drug-Free,

Workplace. All applicants must pass a
drug screening prior to being hired.

Aiili to: mail@vmclandscape.com

Looking to
hire
someone?

Reach thousands of
professionals in your
industry by placing

TruGreen LandCare

Our Fortune 500 Company is a leader in the
Landscape industry and has excellent career
opportunities as the result of our success.
We are looking for ambitious, motivated,
team-oriented professionals to fill key
management positions. Opportunities include:
Branch Manager — Lakewood, WA - #6323 BM
Area Manager — Poulsbo, WA — #6323 AM

TruGreen LandCare offers a competitive salary
and an excellent benefits package, including
401(k) and company stock purchase plan.
To learn more about joining our team,
please e-mail your resume to
sallen.trugreen(@comeast.net

EOE AA/M/F/D/V

a classified ad!
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LEADERSHIP OPPORTUNITIES!

Bring your industry knowledge, your ability to
relate to clients and lead people, to the Hermes
Companies. Play a pivotal role with one of the
country’s premier Landscape Management
divisions. Hermes is a dynamic, team-focused
company with a 40-year history of success.
From mowing and irrigation, to horticulture
services and snow removal our complete LM
program keeps the most prestigious properties
in the area looking beautiful.

You will enjoy full benefits and liberal com-
pensation and bonus opportunities. Enjoy it all
in Johnson County, a suburb of Kansas City.
It’s a great place to raise a family with award
winning schools, access to quality fine arts, and
unlimited outdoor recreation.

Visit us on the web at
http://www.hermeslandscaping.com

DIVISION MANAGER:

We have a vision for the future that includes an
individual with proven profit center
management ability and a hands-on approach
to execution to lead and grow this division. In
this role you will direct the overall activity of
production, sales and customer relations.

PRODUCTION MANAGER
Our high volume operation is intent on
continued expansion. To be considered you
must be able to manage our existing volume
(over 100 commercial properties) and tackle
the challenges of future growth. You will
oversee & coordinate all production activities
for this multi-million dollar division including,
utility, mowing, horticultural services,
chemical applications and snow removal.
Both positions require significant green
industry management experience and business
acumen with excellent organization and people
skills. The ability to communicate in Spanish

and English is extremely helpful but not
required. CLT/CLP a plus.

HERMES LANDSCAPING
12421 Santa Fe Trail Drive
Lenexa, KS 66215
Fax 913- 888-1581
jobs@hermeslandscaping.com

WWW.LANDSCAPEMANAGEMENT.NET

Pmeatamaaad

- Landscape Services, LLC

Prestonwood Landscape Services has
immediate openings in our Dallos office for
the following posifions. In addition to
competitive salaries and commissions we also
offer (4) day work weeks, a refirement plan,
WWHW
We are 3-5 years
experience and at least one certification (CLP,
licensed irrigator, licensed applicator, efc.).

e Account Mannger
. Imganon Tednm /Foreman

GOTHIC LANDSCAPE, INC. /
GOTHIC GROUNDS
MANAGEMENT, INC.

Since 1984, we have been creating long-term
relationships with clients through outstanding
personalized service and problem solving. We
are one of the largest landscape contractors in
the southwestern US operating in the greater
Los Angeles, San Diego, Phoenix and Las
Vegas markets. The Company specializes in
landscape construction and maintenance for
residential master-planned community develop-
ers, home builders, and industrial commercial
developers. We offer an excellent salary,
bonus and benefits package. Outstanding
career opportunities exist in each of our fast
growing branches for:

Account Manager

Estimator
Foreman
Irrigation Technician

yject Manager
Purchasing Agent

Sales Personnel
Spray Technician (QAC, QAL)
Superintendent
upervisor
For more information, visit
www.gothiclandscape.com
or email: hr@gothiclandscape.com
Ph: 661-257-1266
Fax: 661-257-7749

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
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+ Account Managers
* Branch Managers

For Info. Call (510) 293-0341
Jobs@serpicolandscaping.com

“# BRICKMAN

Enhancing the American Landscape Since 1939

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

Nationwide career and internship
opportunities available in:

* Landscape Management

* Landscape Construction

* Irrigation

* Accounting

* Business Administration

Start growing your career at:

brickmangroup.com

Sales Manager
Northeast Landscape Contractors of
North Andover, Massachusetts is seeking a
dynamic Sales Manager to head its
commercial sales division.
Services to be sold include year round
commercial maintenance including
fertilization and snow/ice management.
Visit us at our website for a
complete job description
www.northeastlandscape.com

¢ your ad
@ with color

E-mail resume to hr@usiawns_net or
fax o 407/246-1623.

US. LAWNS

Equipment
Tracking Software

Designed for the

Green Industry
 Scheduling @
@ Tracking
e Cost'm [/

* Parts Inventory

Free Demo 800-635-8485
WWW.MOWERMETER.COM

——TRUGREEN LandCare —

Seeking Highly Qualified Landscape Professionals
VA+MD*DC+DE*PA+NJ*NY*CT*MA*NH
We're Expanding Operations in 2006!

LANDSCAPERS, Plan for your
2007 workers now!

Want legal, reliable workers on the job every
day? Bring them from Mexico (and other coun-
tries) with H2B visas. We do all the paperwork.

We can select great workers, too!! We care
about your success and lead the way in FAST,
FRIENDLY, AFFORDABLE service.
Please call me now since there will be a
limited supply of H2B visas in 2007.

FREE information & booklet.
USAMEX Lud.
(501) 724 8844
DavidDonaldson@USAMEX.ORG

The #1 all-in-one management
software for the green industry
Scheduling, Routing, Automatic Invoicing, Bill

Paying, Accounting, Payroll, Marketing and more

Download a free demo of the software landscaping
and lawn care professionals are all talking about!

www.wintac.net 1-800-724-7899

Landsca

MANAGEMENTI
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RESOURCES

Alocet / p21
Circle # 116
877/529-6659
www.alocet.com

ASIC/ p54
312/372-7090
www.asic.org

Bayer Corp / p15
Circle #112
919/549-9525
www.bayer.com

Becker Underwood / cv3, p27
Circle # 102,118

800/232-5907
www.beckerunderwood.com

RESOURCES

Company Page #
AAnLLCESE S S e 21
AUBSOHH0) 72 e bo A 18
Bass Custom Landscapes ... 21
Bay Area Gardeners Assn. . ... .. 20
Briggs & Stratton ............ 38
Conrad Fafard . .............. 18
B0, SRR Ve i 18
S SR TR RS 38
FMI Services Group . .......... 21
Grass Roots Training .......... 16
Highland Outdoor . ........... 62
Hinds Community College . ... . .. 51
R AAY a1 st Sl 20
Initial Tropical Plants .......... 21
Irrigation Association ......... 21
KWK, ., i 50 ot 18

ADVERTISER INDEX

Bell Labs / p55
Circle # 134
800/323-6628
www.talpirid.com

Bobcat Co / p5
Circle # 104
701/241-8700
www.bobcat.com

Case Construction Equip /
w2

Circle # 101

262/636-0111
www.casece.com

EDITORIAL INDEX

Lake City Community College .. .38

Hae o FO R DRI RS o P 18
Middleton Lawn & Pest .. ...... 21
MooreTree Care ............. 21
Mountaineer Lawn Care ....... 18
OPE e o s D ial s 20
PBUGOIdON . e s b vt 18
PEANET -, o oot i S 18,38
Southern Methodist University . .52
Syngentals . oS o T N 18
Toro, s 00 o M R R e s 38
USlawnCare............... 18
Wilson-Oyler Group .......... 14

This index is provided as an
does not assume any liability
for errors or omissions.

Clip Sensible / p30
Circle # 120
800/635-8485
www.clip.com

Dig Corp / p54
Circle # 133
800/322-9146
www.digcorp.com

Dimex Corp / p55
Circle # 136
800/334-3776
www.dimexcorp.com

Dodge Chrysler / cv4
www.dodge.com/commercial

Ewing Irrigation / p45
Circle # 129
800/343-9464
www.ewing1.com

Exaktime / p19, 56
Circle # 113,139
888/788-8463
www.exaktime.com

Ford Motor Co / p10-11
www.ford.com

Forestry Suppliers Inc/ p8,56
Circle # 109,138

800/647-5368

www, forestry-suppliers.com

G M C Truck / p25
800/462-8782
www.gmc.com

Garden Market Expo / p45
Circle # 128

800/748-6214
www.gardenmarketexpo.com

Green Industry Expo / p37
888/303-3685
www.gieonline.com
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Holland Equip / p54
Circle # 132
800/457-8310
Www.aerway.com

Hunter Ind / p20

Circle # 115
760/744-5240
www.hunterindustries.com

Intl Lawn Garden / p48
Circle # 150
800/558-8767
http://expo.mow.org

Irrigation Assoc / p41
703/536-7080
www.irrigation.org

L T Rich / p6,30
Circle # 106,121
765/482-2040
WWW.Z-spray.com

Liquid Fenco Co / p44

Circle # 126
800/923-3623
www.liquidfence.com

Magna Matic Corp / p56
Circle # 141

920/564-2366
www.magna-matic.com

Marsan Turf & Irrigation /
pa6

Circle # 131

909/592-2041
www.marsanturf.com

Nationwide Insurance /
p(reg)23

Circle # 117
www.nationwide.com

Novozymes Biological / p43
Circle # 125

530/757-8100
WWW.novozymes.com
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Oregon Fine Fescue / p12

Target Spec / p(reg)16a-16b

August

WHAT, WHEN & WHERE

18-21 North American Weed

Circle # 111 | 562/802-2238 Management Association
503/585-1157 | www.target-specialty.com 16-20 PLANET Summer Annual Conference / Calgary,
\ Leadership Meeting / Isle of Canada, Sponsored by North
P B 1 Gordon / p31 Turfco Mfg Inc / p9,46 Palms, SC, Sponsored by American Weed Management
Circle # 122 Circle # 110,130 Professional Landcare Network, Association / 970/887-1228,
800/821-7925 | 800/679-8201 800/395-2522, www.nawma.org
- www.pbigordon.com www. turfco.com www.landcarenetwork.org
19-23 ANLA/WNGA Kick the
Planet Symposium / | US Lawns/ p55 17 VNLA 2006 Field Day / Dirt Tour & Sessions /
Outsert,p17 ; Circle # 135 Smithfield, VA, Sponsored by Cleveland, Sponsored by American
703/736-9666 | 407/246-1630 Virginia Nursery & Landscape Nursery & Landscape Association,
www.landcarenetwork.org | www.uslawns.com Association, 800/476-0055, 202/789-2900,
www.vnla.org www.anla.org
R N D Signs / p8,44 Walker Mfg / p56
Circle # 108,127 Circle # 140 23 Michigan Turfgrass Field 20-21 Garden Market Expo /
800/328-4009 800/279-8537 Day / East Lansing, MI, Sponsored Las Vegas, Sponsored by California
www.rdsigns. co.uk | www.walkermower.com by MSU Extension,517/321-1660, Association of Nurseries and
| michiganturfgrass.org Garden Centers, 800/748-6214,
Rain Bird Sales / p3 | Wells Cargo / p20 gardenmarketexpo.com
Circle # 103 | Circle # 114 24 IPLLA Summer Field Day /
800/RAINBIRD | 800/348-7553. Carmel, IN, Sponsored by Indiana 22-23 Monopolize Your
www.rainbird.com www.wellscargo.com Professional Lawn & Landscape Marketplace / Linthicum, MD,
Association, 317/575-9010, Sponsored by Professional
Scotts Co / p7,(reg)35 | Zorock / p6 www.iplla.com Landcare Network, 800/395-2522,
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SMALL/MID-SIZED COMPANIES TO WATCH

Highland Outdoor

Merger results in more competitive, diversified services

BY RON HALL / Editor in Chief

etropolitan

Kansas City is

loaded with ex-

cellent landcare
companies. Few, however, have
been more aggressive in mak-
ing their mark in this region
than Highland Outdoor.

Formed from the 2004

merger of The Kincaide Co. of
Kansas City, KS, founded in
1987, and 8-year-old ADKI
Group LLC, Highland Out-
door set to work to become
one powerful customer-cen-
tric, systems-driven landscape
company.

Equals unite

“Kincaide and ADKI was a
merger of equals,” says Chad
Fulk, Highland Outdoor presi-
dent and CEO. “Kincaide had
focused on high-end residential
landscape design/build, where
ADKI targeted maintenance.
When we penciled together the
organizational chart of the
merged company, we were ex-
cited to see how our staffs lined
up — from sales to design to
operations to finance.”

Olathe, KS-based Highland

Outdoor was a merger four

years in the making, born out
of regular breakfast chats be-
tween The Kincaide Com-
pany’s Jason Cupp, CLP, and
Fulk, one of the founders of
ADKI Group. Literally over
coffee the two men agreed
that the companies’ cultures
and services could be blended
to form a larger, more com-
petitive operation offering a
fuller palette of services.

“We have clients who ended
agreements with five or six dif-
ferent landscape companies to
begin one relationship with us.
It’s amazing to us that high-end

» » Online: www.highland-outdoor.com Location: Olathe, KS
Principals: Chad Fulk, Pres/CEO; Jason Cupp, chairman of the board
Employees: 32 full time Projected 06 revenues: Up 22%

Not the Brady Bunch! Lead-
ers from The Kincaide Co. and
ADKI Group LLC form one big
family — Highland Outdoor.

clients ever wanted to deal with
that many different compa-
nies,” says Fulk. “It’s a great op-
portunity for us”

Challenges arise

The company’s first year in
business was challenging, con-
cedes co-founder Cupp, who
now serves as chairman of the
board.

“We underestimated the
demands on our legacy com-
pany staffs, as well as the dif-
ferences between the manage-
ment and leadership style
between Chad and I,” he says.

“In June of 2005, we real-
ized that our roles were re-
versed. Chad is best wired for
the company’s day-to-day op-
erations, and | am better in a
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role of the big-picture view of
the company — working on
our marketing, branding and
strategic plan,” says Cupp.

Highland Outdoor special-
izes in services to high-end
residential clients, which gen-
erates about 70% of its rev-
enues. In January of 2006, the
company hired a business de-
velopment manager to grow
turf management and horti-
culture services.

Cupp and Fulk feel these
divisions will benefit from in-
creased sales and additional
analysis of operational effi-

ciencies.

Focus, focus, focus

One of the benefits Highland
Outdoor didn’t know would
result from the merger was
focus. Their teams are aligned
to focus on the particular
parts of the business they have
the most impact on: the sales
team on the revenue, opera-
tions on direct expenses, exec-
utive management on indirect
expenses, and Cupp and Fulk
on the profit.

“We're not perfect; we find
ourselves straying from our
strategic plan, and from time
to time we have to rally the
troops in a team meeting,” ad-
mitts Cupp.

The future is bright for
Highland Outdoor with rev-
enues in 2006 up 22% for the
year, while beating profit pro-
jections. Cupp says the com-
pany has plans to expand be-
yond Kansas City. tm


http://www.highland-outdoor.com

Above And Below The Surface...

ADMIRAL TAKES COMMAND!

Becker Underwood’s Admiral™ Liquid and WSP* formulas control the
growth of algae and aquatic vegetation in lakes, ponds and other bodies
of water while adding a beautiful, natural-looking blue.

As an important part of a lake management program, Admiral Liquid
delivers all of the algae control you demand, and Admiral has been
registered by the EPA. Create more beautiful waterways two different
ways with the commanding presence of Admiral Liquid-only from
Becker Underwood.

www.beckerunderwood.com
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Adjusting track sag on the Deere CT332 takes only two minutes compared to 45 for a
major competitor — and adjustments can be made without special tools or shop visits. That leaves more
time to get more done. {

Run the numbers, and you'll run with Deere.
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