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Business 
OPERATIONS • MANAGEMENT • MARKETING 

11 On the Record 
It's our desire that this colorful new supplement 
will quickly become your primary source of 
information to the incredible world of landscape 
color and plant material. 
BY RON HALL 

Best Practices 
not enough to tell them once or do a 
event and develop a new process and 

expect everyone to follow it. 

In the Know 
Immigration reform; Ingersoll 
Rand selling Bobcat; Legally 
Speaking; Versa-Lok award winners; 
the value of experience; Problem Solver; water 
restrictions; top landscape and garden trends 

^ B o b c a t . 
14 

24 

BY BRUCE WILSON 

People power plus 
Even in a company that features solar power and 
a fleet of hybrid vehicles, it's the managers that 
are energizing Nanak's Landscaping's growth. 
BY RON HALL 

Technology 
RESEARCH • EQUIPMENT • CHEMICALS 

32 Innovations 
Kioti DK45SE HST tractor; Bobcat tree fork 
attachment; Wright Manufacturing Stander RH 
mower; AvailSuite business software for the 
Green Industry 

34 From the Shop 
You must approach your fleet just like the | 
triage doctor or nurse approaches patients 
during a disaster. You cannot take care of 
it all at once, so prioritize your needs. 
BY HARRY SMITH 

36 InfoTech 
Linux has a lot of good things going for it. But 
when it comes down to making the decision for 
your office there are several things to consider. 
BY TYLER WHITAKER 

COVER PHOTO BY: BETSY HANSEN; WWW.BETSYHANSEN.COM 
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«Conten 
Technology (continued) 

38 PGRs save labor 
Because plant growth regulators retard growth of 

ornamentals, contractors get more work done 

with fewer employees. 

BY B. TODD BUNNELL, PH.D. AND SHANE BARNEY 

44 Mycorrhizae: Insurance 
for your plantings 
These tiny little fungi can make a 

mighty big difference in promoting 

landscape plant survival and health. 

BY KRISTI WOODS AND 
MIKE AMARANTHUS, PH.D. 

48 LM Reports: Landscape lighting 

56 Get a Grip 
There are many different attachments. 

See which fit your needs best. 

BY ALLEN SPENCE 

Design/Build 
PROJECTS • PROCESS • CONSTRUCTION 

58 Project Portfolio 
Although the site had "good bones," additions 

signaled a need to address the crumbling terrace 

and spruce up the gardens. 

60 Landscape of the Month 
Palmer Residence: Enchanted Garden Landscape 

carves an award-winning landscape out of the 

Arizona mountains. 

BY MIKE SEUFFERT 

66 Synthetic turf sprouts 
on home lawns 
Artificial turf moves from sports fields onto 

properties traditionally maintained by landscape pros 

BY RON HALL 

Resources 
PRODUCTS • EVENTS • FYI 

70 Products 

80 FYI: Ad & Editorial Index 

82 Winners: Mystic Water Gardens 
From model to a model business, this owner 

creates romance in water and stone. 

BY JANET AIRD 
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J O H N D E E R E 
N o t h i n g R u n s L i k e A D e e r e 

The 344J dances to the rhythm of its stereo steering. This unique feature makes it easy to make 
all your moves on a crowded jobsite with a 20-percent tighter turning radius. But don't take this compact 
loader lightly. Outstanding travel speed, breakout force, reach, stability, and lift capacity put it in touch with 
its productive side. See your John Deere dealer today or call 1-800-503-3373 to catch the latest moves from 
this nimble loader. 

"Twinkle Toes" 

| UPTIME | LOW DAILY OPERATING COSTS 

www.JohnDeere.com/6365 
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LANDSCAPE M A N A G E M E N T CONT INUES ONL INE / June 2007 

» O N L I N E RESOURCES 

Industry news and events 
Read the latest news 
headlines before the print 
issue comes out, and plan 
your travel with our 
complete events schedule. 

E-newsletters 
Sign up to receive LMdirect! 
delivered to your inbox. Or 
link to our affiliated sites for 
news and e-newsletters on 
golf course management, 
landscape design/build, 
athletic turf maintenance 
and pest control. 

Archives 
Browse the two current 
issues from our home page 
or search our complete 
archives for business articles, 
subject-specific technical 
articles and product 
information. Don't miss the 
archives of special issues like 
the Business Planner, LM 
100 and Outlook. 

Contact us 
Stay in touch via direct 
phone numbers and e-mail 
addresses for our editorial 
and advertising departments. 

TOCA attendees experience 
South's charm 
SAVANNAH, GA — Live oaks and 

magnolias dominate Savannah's his-

toric squares and green spaces. Turf 

and Ornamental Communicators 

Association members enjoyed the 

city's gates, ghost stories and gardens. 

»Readers respond 
So far this year, several communities have imposed water restrictions to 
deal with drought conditions and/or excessive water demand. 
How concerned are you about water restrictions? 

»Special issue 
Ever wonder how your operation is stacking 
up profit-wise with other similarly sized 
landscape or lawn service operations in your region 
of the country? Look for Landscape Managements 
exclusive benchmarking survey coming in August. 

44% 
They've already 
limited what we 
can do. We're 
exploring ways 
to keep 
properties green 
with less water. 

1 4 % 

Local 
communities are 
considering 
restrictions and 
we're starting to 
get worried. 

34 % 
Water is not an issue 
with our customers 
and we don't expect it 
to be any time soon. 

8 ° 
Who cares? 
Global warming 
will melt the 
polar ice caps 
and the coasts 
will be flooded 
anyway. 

Want to weigh in? Our survey question changes every month and we publish the results here. 
Visit www.landscapemanagement.net to voice your opinion. 

»Overheard "it is time to permanently protect Workers and 
small businesses, so that we do not have to fight year after year 

for temporary fixes! s s — Senator Barbara A. Mikulski (D-MD) on the seasonal worker 
legislation under consideration by the Senate. 

http://www.landscapemanagement.net


Rave reviews. Proven results. Steadv profits. 

Now that Talpirid has proven its success in the field, it's time to enhance your business. 

"We finally have something we can depend "Talpirid had provided us with an additional "We did an analysis of cost and 

on for mole control that is simple and easy revenue generating service while solving mole Talpirid is extremely profitable 

to use making our job easier and our problems for our customers. " to use. " 

yards better." - Jeff Cooper, Lawn Connection, Inc. - Bill Johnson, All Green Corp. 

- Ryan McGrady, Pro Green Inc. 

This is a great opportunity to generate incremental revenues with an effective 

and profitable new service. Contact your Bell distributor or representative to 

best determine how to begin your own success story. 

MADISON, WISCONSIN I w w w . t a l p i r i d . c o m 

TALPIRID 
KILLS MOLES 
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EdgePro® Paver Restraint 

Now there s EdgePro® Paver Restraint for 
most segmental paver applications. 
EdgePro Low Profile 
F e a t u r e s a 1 . 2 5 " ver t ica l w a l l h e i g h t tha t m a k e s it ideal 
f o r t h i n n e r p a v i n g a p p l i c a t i o n s , i n c l u d i n g f l a g s t o n e a n d 
w e t cas t p a v e r s . R i g i d o p t i o n ava i l ab le f o r ins ta l la t ions 
t h a t r e q u i r e s t r a i g h t l ines. 

EdgePro Paver Restraint 
D e s i g n e d w i t h a 1 . 7 5 " ve r t i ca l w a l l h e i g h t f o r u s e 
w i t h m o s t s t a n d a r d p a v e r s . R i g i d o p t i o n a v a i l a b l e f o r 
i n s t a l l a t i o n s t h a t r e q u i r e s t r a i g h t l ines. 

EdgePro Max 
D e s i g n e d w i t h a 2 . 7 5 " ver t ica l w a l l h e i g h t f o r 
t h i c k e r p a v i n g a p p l i c a t i o n s , i n c l u d i n g d r i v e w a y a n d 
c o m m e r c i a l ins ta l la t ions 

MANUFACTURED BY D I M E X U C 

1.800.EDGEPR0 11.800.334.3776 
2 8 3 0 5 S t . R t . 7 , M a r i e t t a , O H 4 5 7 5 0 

P H : 1 - 8 0 0 - 3 3 4 - 3 7 7 6 FAX: 1 - 7 4 0 - 3 7 4 - 2 7 0 0 w w w . e d g e p r o . c o m 
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mti 
S P R A Y H E A D S 

1804 BODY $ 1.25 
1806 BODY $4.75 
1812 BODY $ 6.75 
STD.NOZZLES....$ .95 
. ADJ.NOZZLES....$ 1.00 

rmmmrm 

1 " D V V A L V E S 
100-DV & DV-SS $ 13.00 
100-DV-MB $ 13.50 
100-DVF & DVF-SS....$ 14.00j 

800-600-TURE, 
M - F 7:30-5 SAT 8-1PDT Call Now & Save 

www. SPRINKLERS 4 LESS com 

Order By 1 p.m. 
SHIPS SAME DAY 

ASK ABOUT QUANTITY PRICING P 

1804 
LOWER 
PRICE 

Keep Your Pavers 
inplace. 
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UNBELIEVABLE 
It's a triple play! 

Triple plays are rare. New Holland gets you into the game with three great plays on 
Super Boom® skid steer loaders. Take advantage of 0 % for 36 months financing, 
3 -year or 3000-hour powertrain warranty* and our promise for the best dealer 
support after the sale. Don't be last to the plate. See your New Holland dealer today! 

www.newholland.com 

•For commercial use only. Offer subject to CNH Capital approval. See your New Holland dealer for details and eligibility requirement. Down payment may be required. Offer good through June 3 0 , 2 0 0 7 , 
at participating New Holland dealers in the United States. Offer subject to change without notice. © 2 0 0 7 CNH America LLC. New Holland is a trademark of CNH America LLC. 
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NEW HOLLAND 

B U I LT A R O U N D Y O U 

http://www.newholland.com


Easy to Size, 
Easy to Install. 

Easy to Program, 

(No Wonder It's So Easy to Choose.) 

With a modular design that provides easy 

customization and serviceability^ removable 

faceplate that allows programming anywhere, 

plus ample scheduling options and program 

features, the Pro-C delivers maximum flexibility. 

Hunter 
T h e Irrigation Innovators 

For m o r e i n f o rma t i o n , v is i t us at w w w . H u n t e r l n d u s t r i e s . c o m 

P r o n d s u p p o r t e r o f t h e s e g r e e n i n d n s t r y p r o f e s s i o n a l o r g a n i z a t i o n s : 

C i r c l e 1 0 9 

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 Ornamental 
Distributors Association 
526 Brittany Drive 
State College, PA 16803-1420 
Voice: 814/238-1573 I 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 Blvd. 
PO Box 3388 
Zanesville, OH 43702-3388 
888/683-3445 

The Outdoor Power Equipment Institute 
341 South Patrick St. 
Old Town Alexandria, VA 22314 
703/549-7600 
opei.mow.org 

Professional Grounds Management Society 
720 Light Street 
Baltimore, MD 21230 
410/752-3318 

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.pestfacts.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. E 
Lawrence, KS 66044 
800/323-3875 
www.sportsturfmanager.com 

Turf and Ornamental Communicators Association 
P.O. Box 156 
New Prague, MN 56071 
612/758-5811 

C i r c l e 1 1 0 

U.S. LAWNS 

P i M n i n y to start a landscape main tenance c o m p a n y ? 

A l ready In the landscape maintenance i n d u s t r y ? 

Then let U.S. L a w n s s h o w you h o w to s tar t o r 

c o n v e r t y o u r b u s i n e s s and i r o w with the leader 

in the commercial l andscape maintenance industry. 

Our tour ideal! Trust Quality S e r v i c e anil Value 

"No J o b is Too Big or Too Small' ' philosophy, make U. S . L a w n s I " c a t a b o v e " the r e s t 

• Superior Financial • Protected Territories 
Management . Ongoing Support 

• Low Capital Investment . Corporate Purchasing Power 
• Financial Assistance . sa les & Marketing Guidance 

la fM Mt mpi afcnt is Mi the oppartMity I.S. Imms en Mar yn, cwtxt: 

U.S. Lawns 
4 4 0 7 Vineland Road • Suite D - 1 5 
Orlando. FL 32811 • Toll Free: 1 - 8 0 0 - U S L A W N S 
Phone: (407) 2 4 6 - 1 6 3 0 • Fax: (407) 2 4 6 - 1 6 2 3 
Email: info@uslawns.com • Website: www.uslawns.com U S LAWNS 

http://www.Hunterlndustries.com
http://www.anla.org
http://www.asic.org
http://www.irrigation.org
http://www.landcarenetwork.org
http://www.pestfacts.org
http://www.sima.org
http://www.sportsturfmanager.com
mailto:info@uslawns.com
http://www.uslawns.com


By having more engine horsepower, Bobcat excavators generate more hydraulic horsepower where it 
counts - under maximum flow and maximum pressure. This allows the excavator to utilize flow at higher 
pressures, which translates into faster cycle times under load. Simply put, they work stronger and faster. 

One Tough Animal 

1 866 823 7898 ext 796 www.bobcat.com/landscape 
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Ingersoll Rand 
Compact Vehicle Technologies 

http://www.bobcat.com/landscape


OREGON 
GROWN 

The tough, tolerant, terrific turfgrass 
preferred by todays homeowners! 

Today's improved turf-type tall fescues are naturally 
darker and finer-leafed with enhanced disease 
resistance bred into each seed. Landscape managers 
find tall fescues now have less vertical leaf growth 
for fewer mowings and less clipping removal, and 
many newer cultivars contain endophyte for insect 
resistance. 

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

To ensure quality and integrity in the seed you 
buy, make sure it says Origin: Oregon on the seed 
package analysis tag. 

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



BUSINESS PUMPING UP THE COLOR 

Livescapes debuts in July 
BY RON HALL / Editor in Chief 

Vicky, my lovely wife of 38 years, 
is a gardener. Few things give her 
greater pleasure than tending her 
flowers and her small decorative 
trees and shrubs. When we 
moved into our white frame 
home in 1975, it was surrounded 

only by grass. Over the years she has dug out more 
and more of our lawn and replaced it with flowers of 

every variety and color. I can now mow 
our grass with a simple reel mower (no 
motor, no gasoline) in 15 minutes. 

For Vicky, gardening is a deeply per-
i sonal experience. On many occasions 

I've overheard her console a particular 
struggling plant the same as she would 

I an ailing friend. 
"You don't look very happy there. I 

think you need more sun," she says with 
genuine concern as she rescues a 

1 spindly plant from beneath a spreading 
I lilac. Spade in hand, she tenderly 

works the uncomplaining "friend" into 
a nearby sunny mixture of topsoil and compost. 

"Ah, now you'll be happier," she whispers with 
hopeful satisfaction. 

It's not likely many of you professionals talk to 
plants, at least not in front of clients. For one thing, you 
don't have time. You and your crews are busy beautify-
ing clients' properties with trees, shrubs, annuals and 
perhaps even perennials. 

Those of you that have told us that you install 
plant material for your customers will be delighted 

(as will Vicky) when you receive the inaugural issue 
of Livescapes next month. It will arrive in your mail-
box with our July Landscape Management, the issue 
that features our LM-100 report of the biggest land-
scape and lawn service companies in North America. 
At this point, Livescapes is being mailed as a supple-
ment to Landscape Management. There will be three 
issues in 2007. It will come more frequently in '08. 

It's our sincere desire that this colorful new sup-
plement will quickly become your primary source of 
information to the incredible world of landscape 
color and plant material. 

Award-winning Green Industry writer and editor 
Jamie Gooch has been hard at work making this new 
supplement the industry's most authoritative link be-
tween plant developers, growers and your contract-
ing businesses. Knowledgeable of both the landscape 
and plant nursery industries, 

Jamie is just the right person for the job. He's 
looking forward to hearing from you. Share your ex-
periences and story ideas with Jamie. Contact him 
via email at jgooch@questex.com 

Meanwhile, get ready for 
Livescapes arriving next month. 
The wife Vicky (aka the person 
who talks to plants), says that 
... finally we're publishing 
something that she, too, can 
get really excited about. 

Contact Ron at 216/ 
706-3739 or e-mail at 
rhall@questex.com 

We're bringing the incredible WOfld o f 
color and plant material to you 

mailto:jgooch@questex.com
mailto:rhall@questex.com


B U S I N E S S BUILDING GOOD HABITS 

It is not enough to tell them Once or do 
a lean event and develop a new process 

and expect everyone to follow it. 

Get out and see for yourself 
BY BRUCE WILSON 

Iknow right now many companies are 
looking at "lean" management practices 
to improve efficiency and reduce waste. 
Some are having success with it, but 
like anything else it takes time and ef-
fort and we are all busy, especially dur-
ing the active growing season. 

Most companies I have worked with on produc-
tivity improvements come to realize, if they just get 
out of their offices, go out on the jobs and see what 
their crews are actually doing, they will find that 
getting back to some of their own basics will go a 
long way toward improving quality and productiv-
ity. Most companies have developed efficient 
practices over the years — only to find that as they 

grow these practices are not uniformly adopted 
throughout their operations. 

As a result, crews develop 
their own habits for doing the 
work. They usually work hard, but 
when you watch them, you real-
ize if they just did the basic things 
the way you wanted them to, they 

would be much more 
efficient. 

The crews also spend a 
lot of time doing things 

that do not need to be done 
every week. They do this out of 
habit, and then run out of time for 
other really important things. Your 

quality can be compromised because employees are 
not prioritizing what should be done. 

Your account managers also may not be spending 
enough time focusing the crews on doing the right 
things. They get busy fighting fires and do not 
execute their roles in managing crew efficiency. 
Once you get out and see what is really happening, 
you come to realize that you really do have a lot of 
wasted motion in your operations. It is much more 
difficult to develop the right working habits in your 
people than you would think. 

Here is where accountability becomes pivotal to 
success. It is not enough to tell them once or do a 
lean event and develop a new process and expect 
everyone to follow it. It does not stick. The old 
habits return. 

The process you must follow begins with the 
rollout of your best practices and is followed with 
getting your entire management team out watching 
people work and making sure they do it the way 
you want. Hold employees accountable. Over time 
you are forming new habits, ones that are more effi-
cient and, hopefully, you end up with crews doing 
the right things for your customers and improving 
the quality. 

You need to develop a culture that is focused on 
efficiency and uniform operational best practices 
through out. Combine that with a culture of 
accountability and your efficiency and quality will 
both improve. 

— The author is a partner with entrepreneur 
Tom Oyler in the Wilson-Oyler Group, which offers 

consulting services. Visit www.wilson-oyler.com. 

http://www.wilson-oyler.com


Solutions that fit any grub problem. 

When it comes to grubs and the serious problems they can dish out, Bayer has the solution—products 

that will prevent or control every no-good grub you may come across, quickly and effectively. Therefore, 

keeping your customer's lawn healthy and lush and your business healthy and in the black. And all our 

products are Backed by Bayer and the support and science that come with it. For more information ask 

your Bayer Field Sales Representative or visit us at BackedbyBayer.com. 

BACKED 
VX/ by BAVER 

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709.1 -800-331 -2867. www.BackedbyBayer.com. Allectus, Dylox and Merit are 
registered trademarks of Bayer AG. Not all products are registered in all states. Always read and follow label directions carefully. 02007 Bayer CropScience LP. 

http://www.BackedbyBayer.com


In the Know 
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Immigration compromise 
to affect Green Industry 
M m M ASHINGTON, D.C. —The 
V I I m Border Security and Immi-
I I I f gration Reform Act of 2007 

^m was announced in an after-
noon Senate press conference on May 17 
The sweeping compromise immigration 
reform legislation known as S.1348, if en-
acted, would be the most extensive over-
haul of the nation's immigration laws in 
decades. Many Green Industry 
priorities are included in the bill. 
These include: 
• The AgJOBS agricultural 
worker reforms that create a 
streamlined guest worker pro-
gram and allow the most experi-
enced farm workers to remain working 
while they earn legal status. Also, the agri-
cultural provisions would be exempted 
from the "triggers" border security meas-
ures, which delay implementation of 
most other provisions of the bill. 
• H-2B program reforms exempting 

MORE 
INFO 

Landscapemanage-
ment.net Visit here 
for all the latest 
information on 
immigration issues. 

most returning seasonal workers from 
counting against the annual cap on visas, 
and allow the program to expand to meet 
market conditions. While the existing H-
2B program would eventually sunset, it 
would be replaced by a new "Y-2B" visa 
for seasonal work up to 10 months per 
year. The program would have an initial 
cap of 100,000 with more flexibility to 

meet market demand. 
The bill would phase in new 

employer requirements to elec-
tronically verify the eligibility of 
prospective employees. 

"Ten years into our effort to 
achieve labor and immigration 

reform, we are encouraged by the an-
nouncement of the new White 
House/Senate compromise," said Craig 
Regelbrugge, vice president of Legislative 
and Regulatory Affairs for the American 
Nursery and Landscape Association 
(ANLA). 
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Ingersoll Rand puts Bobcat up for sale 
HAMILTON, BERMUDA — Ingersoll-Rand Co. is looking to unload its Bobcat and other 
construction-related businesses. The company's options may include an outright sale of 
the businesses or a spin-off to shareholders. 

For full-year 2006 these businesses collectively generated approximately $2.6 billion 
in revenues. The company expects to conclude the process in the second half of 2007. 

"Our Bobcat, Utility Equipment and Attachments businesses no longer fit Ingersoll 
Rand's long-term strategy," said Herbert L. Henkel, chairman, president and chief exec-

utive officer. "The eventual outcome of the process will be 
the strategic repositioning of Ingersoll Rand away from a 

® capital-intense, heavy-machinery profile." 
According to a report from Bloomberg, declining sales at 

Bobcat spurred a 14% drop in first-quarter profit at Ingersoll-Rand, as a slowdown in 
U.S. housing construction hurt demand for machinery. In February, the company agreed 
to sell its road building-equipment unit for $ 1.3 billion to Volvo AB as it seeks pur-
chases in the industrial, climate-control and security areas. 

Two w i n Project 
EverGreen 
a w a r d s 
NEW PRAGUE, MN — Project 
EverGreen has named Veran-
dah, Bonita Bay Group's mas-
ter-planned community near 
Fort Myers, FL, and Evergreen 
Marriott Conference 
Resort/Stone Mountain Golf 
Club near Atlanta as winners 
of the 2007 "Because Green 
Matters" award. "Selecting 
two Because Green Matters 
winners is a first in the history 
of this award," said Den 
Gardner, executive director 
of Project EverGreen. 

John Deere/ 
LESCO m e r g e r 
a p p r o v e d 
CLEVELAND — John Deere 
completed its acquisition of 
LESCO, the Cleveland-based 
supplier of lawn care, land-
scape, golf course and pest 
control products. LESCO 
shareholders approved the 
merger on May 3 with ap-
proximately 78% of the vot-
ing shareholders approving 
the agreement. In February, 
Deere agreed to buy LESCO 
for $14.50 a share, or about 
$135 million. 

T o r o l a u n c h e s 
ToroUsed .com 
BLOOMINGTON, MN — Toro 
has launched 
www.toroused.com. a one-
stop Web site for pre-owned 
Toro turf equipment located 
at Toro distributors. The site 
includes off-lease inventory 
through the Toro Financing 
program, trade-in equipment 
and demo equipment. 

http://www.toroused.com


HOW MUCH IS THIS CONVERSATION COSTING YOU? 
WHAT SHOULD \ 

PUT DOWN FOR LAST 
THURSDAY? 

WHO CAN REMEM&ER? 
JUST PUT & 1/2 HOURS. 

More than 350,000 workers 
clocked in today with 
The Job Clock System. 
Find out why! 
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THE JOBCLOCK? THE LANDSCAPER'S TIMECLOCK.M 

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

http://www.jobclock.com


In the Know 

BY KENNETH D. MORRIS, ESQ. L.L.C. 

y ^ v I have tried to correct the bad 
V ^ / behavior of a difficult 60-
year-old employee but every time I 
talk to him he accuses me of age dis-
crimination. Is there anything I should 
do before I fire him to protect myself? 

A I Yes. First, you need to set up a 
i \ company-wide training program 
covering behaviors on the job. This would 
cover the various forms of discrimination and 
what does, and does not, constitute discrimi-
nation. For each employee, you should main-
tain a program of candid written yearly re-
views. If the employee is not performing 
satisfactorily, he/she should be told the basis 
for your view and given an opportunity to 
correct the performance. Your candid review 
should be placed in the employee's person-
nel record, together with the action taken. A 
second review should also take place. It will 
be difficult to fire someone for poor perform-
ance if the record of job reviews reflects 
glowing appraisals and consistent increases 
in salary. If the employee claims that you 
fired him because of his age, you need to 
demonstrate the record shows both fairness 
on your part and consistent reviews reflect-
ing the basis of poor performance ratings. 

VERSA-LOK names 2006 
Landscape Design Award winners 

Kenneth D. Morris, a Philadelphia-based 
attorney with more than 30 years corporate 
and law firm experience, offers information 
on industry legal issues in each issue of LM. 
Contact him via wimu.kenmorrislaw.com. 
Note: The above should not be interpreted as 
offering legal advice in any jurisdiction where 
such practice is not authorized. Engage competent 
counsel familiar with your jurisdiction when 
legal issues arise 

OAKDALE, MN — VERSA-LOK 
awarded two grand prizes for its 2006 
Landscape Design Contest. 

The renovation of Ward Parkway 
Shopping Center in Kansas City, MO, 
won top honors for Chad M. Porter, de-
sign team leader with Shafer, Kline & 
Warren Inc. of Overland Park, KS. 
Porter's extensive use of the company's 
Weathered Mosaic retaining walls in 
the landscaping of an inviting entrance-
way and perimeter walls for the mall 
that fit in beautifully with adjacent res-
idential areas. 

Garry Ferrell, landscape designer 
with Wilson Landscape Associates of 
Columbus, OH, took home a first-place 
award with an expansive residential 
project that incorporated everything 
from a curved staircase that sweeps into 
an 11 -foot retaining wall to a freestand-
ing outdoor gas fireplace—all built with 
the company's Mosaic. 

"The quality of the entrants this year 
was outstanding," said company presi-

dent Todd Strand. "We simply couldn't 
decide between the top two contestants, 
so we decided to double the prize 
money and award two first-place winners 
and two runner-ups. It really speaks to 
the caliber of landscape designers and 
contractors out there using Versa-Lok." 

Each first-place winner received 
$5,000; runners-up won $500 each. 
Versa-Lok is now accepting entries for the 
2007 Landscape Design Award. Visit 
www.versa-lok.com for more details. 

LEGALLY 
Speaking 

Garry Ferrell of Wilsontandscape 
won for the project, above. The Ward 
Parkway project winner, upper right 

http://www.versa-lok.com


Homeowners recognize value 
of experienced lawn care 
RESEARCH TRIANGLE PARK, NC — When polled cited the knowledge and customers value most and a sig-
it comes to the health and maintenance extensive qualifications of lawn nificant factor in which services 
of their lawns, many homeowners believe care companies to identify and they go with." 
there to be no substitute for professional properly treat for pests as key "The aesthetic and financial 
experience. With the arrival of spring, a factors in their decision to hire value found in the health of a 
lush lawn is top-of-mind - and home- the service provider. In techni- homeowner's lawn requires an 
owners know just who to call. cal aspects, 86% of homeown- acute attention to detail in 

In a recent nationwide survey con- ers surveyed believe that lawn order to maintain," he added, 
ducted by International Communications care companies are better qual- The telephone survey, con-
Research, 400 homeowners currendy ified to apply fertilizers and pesticides. ducted in June 2006, was developed by 
using lawn care services were polled to de- "Lawn care professionals receive sig- the Bayer Lawn Care Institute. The Bayer 
termine the motivating factors behind nificant training before attaining industry Lawn Care Institute was founded in order 
their decision to hire a lawn care service certification to be a licensed turf care to provide lawn care professionals with 
provider. In the majority of surveys, there practitioner," says Tom Shotzbarger, of access to information and resources that 
was a significant emphasis on "experience." Tomlinson Bomberger Lawn Care and would enhance the quality of services 

Results indicated that 90% of those Landscape Inc. "It's this experience that provided to their customers. 

8 6 ^ 
of homeowners 
believe that lawn 
care companies are 
better qualified to 
apply fertilizers and 
pesticides 

MTI RA/N Bird SALE 

CUSTOM DEFAULT PROGRAM 
UP To 13 STATIONS 
HOTSWAP MODULES 

EXTRASIMPLEPROGRAMMING 

Install Confidence: 
Install Rain Bird. 

MODULARESP&LX 
CONTROLLERS 

ESP4MI (Indoor) 4-sta....$ 67-^ 
ESP4M (Outdoor)4-sta..$ 80-
ESPSM3(3-sta.Module).$ 1950 

. THE ESP STANDARD 

LX MODULAR A VAILABLE UP To 32ST. 
<ESPLXMI.8ST.INDR...$ 150.00 ESPLXSM4 4ST.MODUL$ 31 .OCT 
IESPLXM.8ST.OUTDR$ 162.00 ESPLXSM8 8ST.MODUL$ 60.00. 

800-600-TU Rf: 
Order By 1 p.m. M - F 7 : 3 0 - 5 SAT 8 - 1 PDT 1 ' 

SHIPS SAME DAY Se Habla Español 
WWW.SPRINKLERS4LESS.COM 

5004-PC 
4"POP-UP TURF ROTOR 

BEST ' 
TURF 

ROTOR 

YOUR BEST SOURCE 

http://www.SPRINKLERS4LESS.com


PROBLEM solver SENIOR HORTICULTURE SPECIALIST BRUCE HELLERICK TACKLES COMMON PROBLEMS 

Solutions 

1. The quickest fix is to completely remove the bed and replace the whole 
area with turf (seed or sod) leaving a one-foot mulch strip along the sign to 
protect the sign from mowing & edging operations. 

2. Remove everything and replace with a low-growing evergreen ground 
cover. This option would create more seasonal interest through the year and 
possibly maintenance needs until the ground cover was well established. 

3. We chose to extend the turf area by thoroughly preparing the soil and then 
seeding the area. This is an irrigated site so enough moisture was assured. A 
much smaller but highly visible flower bed was created, the soil thoroughly 
prepared and planted with a bright yellow pansies to draw attention and 
contrast the blue sign. 

Problem This was a 
new job site. The 
client was unhappy 
because the flower 
display did not look 
full and had no im-
pact. What would you 
recommend? 

Every day you see horticultural problems. Sometimes the solution is obvious, 
but others are much more difficult to solve. Brickman Group Senior Horticulture 
Specialist H. Bruce Hellerick tackles these issues each month in Problem Solver. 
He can be reached at Hellerick@BrickmanGroup.com 

Florida counties approve 
fertilizer/water restrictions 
SARASOTA, FL — Sarasota 
County passed an ordinance 
regulating fertilizer use near 
rivers, streams and beach areas. 

Hie ordinance provides for 
fines of up to $500 and 60 
days in jail for violators. The 
ban was approved because of 
the recent red tide blooms and 
concern about water quality 
and the need to keep the Gulf 
of Mexico cleaner. 

The ban does not include 
some of the guidelines con-
tained in another, more-strict 
ordinance proposal. The other 
version prohibited the use of 
fertilizer within 25 feet of a 
body of water and also pro-
hibited fertilizers containing 
phosphorous. 

Circle 162 

In addition, with recent 
rains doing little to alleviate 
drought conditions, the 
South Florida Water Manage-
ment District's (SFWMD) 
Governing Board declared an 
extreme water shortage for 
eastern Broward and Palm 
Beach counties, placing the 
two southeast coastal coun-
ties in modified Phase III 
water use restrictions. 

"Unfortunately, South 
Florida is facing one of the 
worst droughts on record," said 
SFWMD Executive Director 
Carol Ann Wehle. "Four of our 
coastal wellfields are at risk of 
saltwater intrusion, and we 
need to do more to protect 
our regional water resources." 

The cause When working with 
signs the flower display should be 
designed to compliment and 
direct one's eye to the sign. In this 
case there were not enough flow-
ers to really create a full display. 
Also, they had used two different 
colors of mulch and the soil had 
not been well prepared. 

AFTER 

THE POWER OF CHOICE. 

shindaiwa 
www.shindaiwa.com • 800-521-7733 

BEFORE 

mailto:Hellerick@BrickmanGroup.com
http://www.shindaiwa.com


Install a new pattern of efficiency 
from 13 to 24 feet. 

Install Confidence: Install Rain Bird Rotary Nozzles. 
Rain Bird® Rotary Nozzles improve your productivity, while managing water wisely. 
Rotary Nozzles feature a low precipitation rate of 0.60 in/hr and are designed to fit 
on Rain Bird spray heads. For more installation advantages, contact your authorized 
Rain Bird distributor, or visit www.rainbird.com/rotarynozzles. 
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BIRD RAIN 

http://www.rainbird.com/rotarynozzles


In the Know 
People 6c companies 
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Iveco Motors 
of North 
America, Inc. 
appointed Ted 
Bregar as gen-
eral manager. 

Netafim USA of Fresno, CA, 
named Russell Clark as the 
new market manager for the 
Landscape & Turf Division, 
and Robert Best as the new 
Landscape & Turf District sales 
manager. 

Will Harrison 
is Target's 
newest account 
representative 
for the vegeta-
tion manage-

ment and landscape markets 
in southern California. 

and marketing manager of 
Turfgrass Producers Inter-
national (TPI), is leaving after 
almost 20 years of service. 

Betsy Elizabeth Mote, exec-
utive secretary and co-owner 
of Senna Tree Co., passed 
away March 17, 2007. She 
was 46 years old. 

Hunter Indus-
tries added 
Eric Simmons 
as national sales 
representative. 
He will handle 

specification sales and sup-
port duties for the Great 
Lakes region. 

Dow Agro-
Sciences 
named 
Saumya 
Verma as the 
new sales repre-

sentative for the turf and or-
namental market in Virginia, 
Delaware, Maryland and 
eastern West Virginia. Verma 
replaces Bill Davis, who has 
recently retired. 

Terri Berkowitz, membership 

the advertising/public rela-
tions agency's future strategic 
direction, client services, new 
business development and 
personnel. 

Canyon Com-
munications, 
Inc., of Mesa, 
AZ, promoted 
Jared Bodnar 
to vice presi-

dent. In the new position, 
Bodnar will be actively in-
volved in decisions regarding 

BASF Profes-
sional Turf & 
Ornamentals 
appointed Karl 
J. Kisner as 
marketing 

manager. Previously, Kisner 
served as senior marketing 
manager for BASF Profes-
sional Pest Control. 

POWER Y O U 
CAN TRUST. 
When it's just you and your power 
equipment, there's no room for trust 
issues. Innovative, dependable, 
and an excellent value, Efcofr offers 
quality chainsaws professionals have 
counted on for more than 30 years. 
Designed in a region famed for 
legendary Italian engineering, and 
now backed by the industry-leading 
"Five-Year - No-Fear" consumer 
warranty and two-year professional 
coverage, Efco is power you can 
trust. To locate an independent dealer, 
call (800) 800-4420 or use our dealer 
locator at www.efcopower.com. 

w w w . e f c o p o w e r . c o m 
© 2 0 0 7 E m a k U S A , Inc. Legendary Italian Design and Performance 

http://www.efcopower.com
http://www.efcopower.com


DENVER — T h e Associated Landscape 

Contractors of Colorado (ALCC) is shar-

ing its top landscape and garden trends 

for 2007. 

1 . Sustainable gardens - H o m e o w n e r s 

are looking for landscapes that conserve 

water, use locally produced or recycled 

materials and employ environmentally re-

sponsible maintenance practices. 

2 . Multicultural style - C o n s u m e r s are i n -

corporating landscapes influenced by 

other cultures (e.g., Italian, French, 

Mediterranean or Middle Eastern style 

gardens, courtyards and fountains). 

3 . Scraper planning - T h e c o n t i n u e d 

boom of scrapers and pop-tops in Col-

orado's older neighborhoods creates the 

need for proper planning and planting to 

ensure the landscape is as functional and 

attractive as the new or remodeled home. 

4 . Melding interior and exterior design -

Outdoor living continues wi th a strong 

emphasis on creating a cohesive flow be-

tween interior and exterior spaces. Out -

door rooms meld colors, textures and 

styles wi th a home's indoor spaces. 

5 - Big impact for small spaces - S m a l l e r 

yards cause homeowners to make the 

most of their space by enhancing privacy, 

selecting plant material designed for small 

spaces and maximizing functionality. 

6 - Attractive xeriscape - Years o f c o n t i n u -

ous drought raised awareness about water 

use and made Xeriscape more than a 

passing fad. Consumers continue to re-

quest stunning plants and hardscape ele-

ments that minimize water use. 

7 - Exterior lighting - H o m e o w n e r s w a n t 

to extend enjoyment of outdoor spaces 

into after-dark hours. Hard-wired lighting 

illuminates gardens, trees and nighttime 

activities while enhancing security. 

8 - Water features - T r e n d s i n c l u d e i n -

stalling several water features throughout 

the yard, as well as pond-less features and 

fountains to enhance sight and sound. 

9 - Landscape makeovers - T h e r e a l i t y T V 

craze to refurbish homes and landscapes 

has spilled into the mainstream. Con-

sumers are looking to refresh a landscape 

w i th new decks, patios and gardens. 

1 0 - Planning is in - H o m e o w n e r s are 

looking at blueprints to help them design 

their landscapes by creating garden plans 

or hiring professionals to create yards that 

fit their lifestyles and budgets. 

Landscaping & garden trends for '07 

BEER. 
STEAK. 

A FINE CIGAR. 

S O M E T H I N G S Y O U P L A N T O B U Y 
O V E R A N D O V E R A G A I N . . . 

. . .SCHEDULING SOFTWARE ISN 'T O N E OF T H E M . 

Yet - 8 2 % of Q X p r e s s u s e r s b u y Users sw i t ch t o QXpress, a f ter carefu l 
a n d i m p l e m e n t a n o t h e r l e a d i n g r e s e a r c h , t o a c h i e v e t h e b u s i n e s s 
s o f t w a r e p r o g r a m f i rs t , b e f o r e benef i ts the i r o r ig ina l purchase fa i led 
d r o p p i n g it, to b u y Q X p r e s s . t o d e l i v e r . 

If you are in t h e m a r k e t fo r so f twa re , 
chances are t h a t sooner or later y o u r 
s o l u t i o n w i l l b e Q X p r e s s . Q X p r e s s 
s y n c h r o n i z e s seam less l y w i t h y o u r 
Q u i c k B o o k s , p r o v i d e s a c c u r a t e j o b 
c o s t i n g , a n d g i v e s s c h e d u l i n g a n d 
i n v o i c i n g y o u can d e p e n d o n . It is 
t h e o n l y G r e e n I n d u s t r y s o f t w a r e 
p r o d u c t a w a r d e d G o l d D e v e l o p e r 
status by Intui t , makers of QuickBooks. 

Take a d v a n t a g e o f a p e r s o n a l w e b 
based d e m o n s t r a t i o n w i t h us. Tell us 
y o u r goa ls , a n d w e ' l l s h o w y o u h o w 

R e p l a c i n g their or ig ina l p u r c h a s e Q X p r e s s w i l l h e l p y o u m e e t t h e m , 
w a s n o t in t h e i r p l a n s . 

Plan to make a long term decision. 
So, why d o they switch? Choose QXpress. 

call 1.877.529.6659 or visit www.qxpress.com for a web based demonstration 

QuickBooks It a restored trademark and tervice mark of hluit he in the United States and otter countries QXpress it a re©stered trademark of Alocet hcorpcated 
QuickBooks and the Designed tor QuickBooks Logo are trademarks and tor registered trademarks of Intuit he displayed with permistión Th. u s . by Alocet of the Logo 
do«« noi signify certifie al ton or endorsement ot Alocet s software by htuit. and Alocef It s o i n responsible tor its son «rar. and the support and maintenance of ttw software 

http://www.qxpress.com


syngerita 

24 hr. support • 1-866-SYNGENTA 

svnaentaDrofessionalDroducts.com 



That's what people want from their lawn care provider. With products like Headway™ 
in your arsenal, you can give them what they want. Headway fungicide combines the 

power of two outstanding active ingredients pioneered by Syngenta 
(azoxystrobin and propiconazole). This new formulation affordably 
controls all major turf diseases including brown patch and dollar 
spot with a dual mode of systemic action. 

We believe creating a beautiful lawn goes beyond weed and insect 
control. That's why we continue to innovate and develop products 
like Headway fungicide that allow you to provide an ever-increasing 
level of service and performance. 

Noticeably beautiful lawns. 

'.T important: Always rea?Tan^JjgoW label instructions before buying or using this product. 
© 2006 Syngenta.,5yhgenta Professional Products, Greeh^ponj, AC 27419 Headway " and the SyngÊhtajQgo are trademarks of a Syngenta Group Company 
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Q MIKE SWAGGERTY 

Central Florida Division Manager 

J b e a u b o h a n n a n 

VP Gulf Coast 

E HOLLIE ANDERSON 
VP North Florida 

E RAMONE VILLA 
Director of H u m a « 
Resources 

24 LANDSCAPE MANAGEMENT / J U N E 2007 / www.landscapemanagement.net 

PH
O

TO
 B

Y:
 B

ET
SY

 H
AN

SE
N 

BUS INESS 

http://www.landscapemanagement.net


Even in a company that features solar 
power and a fleet of hybrid vehicles, 
its the managers that are energizing 
Nanak's Landscaping's successes 

THE ALUMINUM LADDER PROPPED 
AGAINST THE EAVE OF THE BUILDING 
leads to a view of the building's solar 
panels. The Florida heat and the 
prospect of the climb dissuade me 
against the effort. My host on the 
tour of his company's Orlando-area 
equipment/job-staging yard is Mike 
Swaggerty, Central Florida Division 
Manager of Nanak's Landscaping. 
He's friendly and obviously proud of 
the order within his yard; the trucks 
and trailers being serviced with mili-

tary efficiency, the uniformed em-
ployees busy at their tasks 

Much of the headquarters roof 
here is covered with 20.1 kW Solar 
PV System that supplies electricity 
to the 19-year-old building. When 
the sun is shining (as it does 300 
days per year, says the Orlando 
Chamber of Commerce) and the 
building is at rest, its meter runs 
backwards and sends electricity back 
into the grid. The system, which be-
came operational in January, gar-
nered the company positive local 
press, and — thanks to an $80,000 
Alternative Energies Technologies 
Grant and a 35% federal investment 
tax credit — it's been a financial win, 
too. The company invested a total of 
$30,000 of its own money on the 
$160,000 project and is getting a 
15% return on the investment annu-
ally. "That's pretty good," says Presi-
dent Sampuran Khalsa. His disarm-
ingly blue eyes remain calm and 

B Y R O N H A L L / E d i t o r i n C h i e f 

E JONI LUCE 
Manager Business Development 

plus 



BUSINESS EMPOWERING YOUR TEAM 

fixed, but an impish smile 
plays out (and is almost hid-
den) beneath his luxurious 
white beard. 

The real story here though, 
insists Khalsa, is the com-
pany's managers. From the 
field foremen who are encour-
aged and trained to become 
account managers, (so that 
they can then manage three 
foremen and crews them-
selves) to the regional vps, 
who oversee multi-million-
dollar branches. That's the 

"electricity" that power's the 
company, whose four Florida 
locations will generate north 
of $35 million in revenues this 
year. About 75% comes from 
commercial maintenance. 

But the company's man-
agers are hardly as unique as 

Sampuran Khalsa himself 
Growing up in a military fam-
ily, he surfed as a boy in 
Hawaii and remains an avid 
surfer. He left Massachusetts 
for Florida in 1973 and started 
a small landscape company 
that for several years focused 
on design/build. But he and his 
partner shifted to maintenance 
about 20 years ago. At about 
$ 1 million in revenues, he 
called in Frank Ross, a finan-
cially-astute, Chicago-based 

continued on page 28 

GOING FROM 15 TO 50 (mpg that isj 

AT A GLANCE 
Nanak's Landscaping 
Owners:/President: 
Sampuran Khalsa 

VP/General Manager: 

Mahan Kalpa Khalsa 

Year incorporated: 1978 

Headquarters: Longwood, FL 
Locations: 4 (Orlando, 
Jacksonville, Tampa, Sarasota) 

Tampa Regional VP: 
Beau Bohannon 

Jacksonville Regional VP: 
Hollie Anderson 
Orlando Branch Manager: 
Mike Swaggerty 
Sarasota Branch Manager: 

Ed Coil 

2006 revenue: $33 million 

Predominant service: 
Mowing/maintenance 

Year-round employees 460 

Instead of pickup trucks and SUVs, regional and operators man-
agers at Nanak's Landscaping drive hybrid electric/gasoline Toy-
otas. Irrigation technicians drive fuel-efficient Honda Scions. In 
the last two years, the company has switched out 30 vehicles. 

"Obviously, we just couldn't take a 300-vehicle fleet and 
snap our fingers and buy a whole new fleet," says President 
Sampuran Khalsa. "You have to manage our way into a 
change like this." 

He says he started thinking about his company's vehicle fuel 
costs during the fuel spike following Hurricane Katrina in late 
August 2005. Why do managers need to drive pickup trucks 
that get 15 miles per gallon when their main responsibilities 
are to visit customers and manage crews, he wondered? 

"At $3 a gallon, that's wasteful, so we made changes and now 
some or our hybrids are getting 50 miles per gallon and some of 
the other vehicle are getting 30 miles per gallon." 

Khalsa says the decision was made after some hard figuring 
with a sharp pencil 
showing that the fuel 
efficiency of the new 
vehicles would, in the 
long run, pay off for 
the company. 

(Note: Each Prius 
that was purchased 
and put in service 
prior to 9/30/06 was 
eligible for a $3,150 

federal income tax credit. The tax credit has been reduced and 
is now $787.50 for each Prius purchased until Sept. 30, 2007. 
Source: www.fueleconomy.gov. Online sources say the base 
price of a Prius is about $23,750.) 

He admits the switchover was "a bit of a culture shock," but 
managers have embraced the new vehicles. Moreover, buying 
the hybrids signaled to the rest of the company that Nanak's 
was serious about conserving energy. 

"It's almost become a game now to see who can get the 
most miles per gallon, and it has translated out to all the other 
vehicles on the road," says Khalsa. Employees realize that if 
they do simple things, such as keeping tires inflated to the cor-
rect pressure and "driving with a light foot," they can make a 
big difference in fuel costs, he says. 

Beau Bohannon, regional vice president is taking the fuel con-
servation effort one extra step at his Tampa branch. He's been ex-
perimenting with a fuel additive that he claims gives his fleet ve-
hicles an extra two to three miles per gallon. 

"Remember, I have 70 trucks on the road," says Bohannan. 
"We're buying a lot of gasoline each week. If we're getting an 
extra two miles per gallon per truck throughout my whole 
fleet, we're saving a lot of money." 

In the end, the decision to go to hybrids and other fuel-effi-
cient vehicles "is the right thing to do," Khalsa says. But the 
more immediate reason for the switchover has been to elimi-
nate waste and control fuel costs. 

The company president was the first person within Nanak's 
to give up his SUV in favor of a Prius two years ago. — RH 

+ SAMPURAN KHALSA 
President \ 

http://www.fueleconomy.gov
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BUSINESS 

continued from page 26 
consultant. "He (Ross) has been sort 
of a guiding force and has helped us 
put together our accounting systems, 
our budgeting processes and all of 
those sort of things," says Khalsa, who 
invites Ross back for annual planning. 

That, it turns out, was the first of 
many great and occasionally serendip-
itous "people" decisions he made over 
the years, admits Khalsa. 

"I decided early in the business 
that I needed to be able to attract 
people who had an entrepreneurial 
spirit and, frankly, were good enough 
to run their own companies," says 
Khalsa, who incorporated the com-
pany in 1978 and remains its presi-
dent. (His partner for many years, 
Mahan Kalpa Khalsa, serves as vp and 
general manager.) "We've been suc-
cessful at that. Some amazing people 
have staked their careers here." 

Hollie Anderson joined the com-
pany 19 years ago, just months after 
graduating from the University of 
Florida. She and Scott Ketchum, sen-
ior operations manager, have grown 
the company's Jacksonville branch 
from six or seven employees to the 
largest commercial maintenance op-
eration in far northeast Florida with 
almost 300 employees. 

"I'm a stickler for customer rela-
tionships," says Anderson, in a dis-
armingly soft south-Georgia accent 
that can almost make you forget her 
reputation as an astute and detail-ori-
ented administrator and sales person. 
"In my mind the customer is always 
right and it's up to us to make the 
customer happy. 

"What makes us standout is cus-
tomer service and I always tell my 
staff to handle customers' questions 
quickly and professionally, including 

continued on page 30 

Hurricane Charley ravaged central Florida in August 2004, the first of four hurri-
canes to pound the state that year. Charley beat down structures and landscapes 
in a swath from the Gulf Coast's Port Charlotte to Daytona Beach on the Atlantic. 

In spite of being in Charley's murderous footprint, and losing power for more 
than a week, Nanak's Landscaping kept on working, thanks to the company's ad-
ministrative staff. 

"We didn't have power for a week so we got a generator from a neighbor 
and plugged our server into it," recalls Frank Lubinskas, CFO. "We had wires run-
ning out the door to the generator, and it was hotter than Hades in here. Some 
of the people brought tiny lights so they could see as they worked. We never 
missed a payroll." 

Without efficient administration a company's systems can disintegrate into 
spastic inefficiency. When this happens money that should be used for salaries, 
equipment or, perhaps, expansion seeps through financial fissures and is forever 
lost. Nanak's CFO is not about to let that happen. Outgoing and engagingly open, 
Lubinskas loves three things about business (although not necessarily in the fol-
lowing order) — mutually beneficial business deals, robust cash flow and practical, 
workable systems. In the case of systems, Lubinskas developed many of Nanak's. 

"There are a lot of little places where money can leak out of a company," says 
Lubinskas, who joined the company in 1988 just after it moved into its present 
headquarters in a neat office park just northeast of Orlando. He left in 1992 to pur-
sue other business opportunities but returned to the company in 1999. The com-
pany's been on a roll since. Actually, it's been on a nice roll for longer than that, but 
it's rolling smoother since Lubinskas returned, says President Sampuran Khalsa. 

Lubinskas has "old-fashioned" ideas when it comes to money. Example: he be-
lieves that a company should get paid and paid promptly for the services it provides 
to clients. Not only does he believe that, but, working with sales, he's developed 
systems to consistently make it happen. 

"We have an incredible turn-around on cash," he says. "I'm extremely high on 
cash management. We have perfected systems that result in a 23 DSO (days sales 
outstanding). Our customers pay us quickly and when they don't pay us quickly 
we call them and ask them why they haven't paid us quickly." 

Similarly, Lubinskas says his company prefers to deal with suppliers that give it 
a 2% "early pay" (within 10 days) discount on purchases. Many do. • • 

S Y S T E M S K E E P C A S H tbwing 

"I'm extremely high on 

cash management," 

says Frank Lubinskas, 

CFO, "We know how to 

get cash in the door." 
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continued from page 28 

returning phone calls the 
same day, if that's possible," 
she adds. 

Each of the company's 
branches has some leeway in 
terms of training and opera-
tions, which Khalsa believes 
gives managers the opportu-
nity to experiment and inno-
vate. "I've always felt the team 
approach works a lot better 
than an authoritarian, top-
down style," he says. 

Take employee training, for 
example. The programs at the 
branches are different but 
their goals are the same - em-
ployee safety and building em-
ployees' skills. 

The Tampa branch, run by 
Beau Bohannon, takes a 
"rodeo" approach to training. 
Every several months the 
branch's 200-plus employees 
spend a Saturday in day-long 
training, cycling through seven 
hands-on learning stations. 

"Our goal is to get the great 
majority of our people doing 
things the right way and the 

same way all the 
time," says Bohan-

non. "Then when new people 
come into the organization 
they will see and can follow 
what the group is doing." 

Bohannan was brought on 
board the Nanak's Landscap-
ing team 13 years ago, mostly 
because of his love of mentor-
ing younger talent. He relishes 
the role, and a wide grin 
creases his face as he talks 
about two young foremen 
that his branch is mentoring to 
become account managers. 
Part of their extra responsibili-
ties is to head up the branch's 
weekly safety meetings. 

By contrast, the Jack-
sonville branch recently in-
stalled its first dedicated, full-
time training manager who 
also some human resources 
functions. The manager meets 
with a different group of six or 
seven foremen each workday 
at 6:40 a.m. to review com-
pany procedures. In the 20-
minute meetings, the manager 
and the foremen discuss a 
range of pre-determined top-
ics, from time sheet proce-
dures to employee safety to 
customer communications. 

«4 < But, it's the company's 401 k program, eligible to 
all fulltime employees with one continuous year of sen/ice, 
and the system he devised to track and record each man-
hour worked (to the tenth of an hour) into a virtually 
hands-off payroll system that seem to excite him most. 

Most fulltime employees of the company participate in 
the 401k and have seen their investments grow due to a 
diverse selection of strong mutual funds. "It (the 401k) has 
helped us to retain good people," says the CFO. 

Similarly, the proprietary spreadsheet that Frank cre-
ated over the years gives the company the capability for a 
one-day turnaround for payroll, and has virtually elimi-
nated under- and over-payments. 

"Within our payroll system we have the ability to bring 
valuable information in on weekly basis, and very effi-
ciently," explains Lubinskas. "We know within a couple of 
days whether we hit our budget or not on each particular 
job. And if we didn't hit our budget, we start looking at 
what happened." 

The company's internal information systems allow 
branch and operations managers to easily access any job 
cost reports, invoices, personnel files, expenditure reports 
as well as reports on work with outside contractors. 

Ultimately, all of the meaningful financial data (man-
hours worked, job costing, etc.) is rolled into the com-
pany's weekly reports and gives managers the information 
they need to view performance job by job. 

"We can tell real quick if we're making money on a 
job," says Lubinskas. "We can tell within two days if we 
made money on the job or not." — RH 

New hires are trained in 
groups, as needed, in equip-
ment operation, company pro-
cedures and in safety. 

Since account managers 
typically manage just three 
crews, and each crew has a 
foreman and a lead man, the 
account managers have time 
to monitor each job in terms 
of man-hours and customer 
satisfaction, and the foremen 
pass on what they've learned 
to crewmates. 

The career path at Nanak's 
is clear and open, even to crew 
members. 

For example, Jay Jerrigan 
started as a gardener with the 
company and is now the sen-

ior operations manager at the 
Jacksonville branch. 

"When somebody is ready 
to step up we give them the 
opportunity," he says. 

What's in store for Nanak's 
Landscaping for the future? 

More growth, says Khalsa, 
who says he feels responsible 
for continuing to offer career 
opportunities to managers and 
other employees that stay 
with the company. 

"Florida is growing like 
crazy," he grins through his in-
credible beard. "Development i 
is springing up all over he 
place. We couldn't ask to be in 
a better place based on the 
need for what we do." lm 

^ N DSC APE M AN A G y W ^ ^ ^ ^ S C B ^ ^ ^ ^ ^ ^ ^ H Wndscapemanagernent.net 

Jay Jerrigan, left, 
sr. operations manager, 
makes sure the North 
Florida crews are ready 
to go each work day. 
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Innovations 
HOT NEW PRODUCTS 

IKioti HST tractor 

Kioti's new DK45SE HST (hy-
drostatic transmission) tractor 
simplifies the operation of the 
tractor and improves productiv-
ity. Kioti's DK45SE HST has a lift-
ing capacity of 2,493 lbs. and is 
designed with a 3-point hitch for 
easy mounting of attachments 
or implements. This enables the 
tractor to complete a variety of 
tasks such as augering, trench-
ing, mowing, tilling, digging, 
plowing and clearing brush. The 
DK45SE HST 4-cylinder tier III 
diesel engine offers 45 gross hp 
at 2,600 rpm and a maximum 
travel speed of 17.7 mph. 
For more information contact 
Kioti Tractor 8777/465-4684 or 
www.kioti.com I circle no. 250 

2 Bobcat tree fork 

The Bobcat tree fork attach-
ment is ideal for landscapes and 
nurseries that must frequently 
transport balled, potted and 
burlap-covered trees and decora-
tive landscape rock, or any con-
tractor who must move heavy 
odd-shaped objects. Operators 
can quickly attach the tree fork 
using the Bob-Tach mounting 
system. The attachment offers a 
stationary right arm that can be 
mounted in two positions for op-
timizing the size of objects the 
tree fork attachment transports. 
The left arm opens and closes via 
a hydraulic cylinder, enabling the 
attachment to carry objects be-
tween 7-in. and 36-in. wide. 
For more information contact 
Bobcat Co. at 866/823-7898 or 
www.bobcat.com I circle no. 251 

3 Wright Stander RH 

The new Stander RH, 
equipped with Wright's Rapid 
Height Adjustment, lets you 
quickly raise or lower the cutting 
height without getting off the 
mower. Moving a single lever 
changes the mower height from 
1 -in. to 5-in. Wright's Operator 
Balance Control increases the 
Stander RH's flexibility on slopes 
and uneven terrain. From a 
standing position, you can shift 
weight as slopes changes. For a 
quick exit or to remove debris, 
simply step off the mower. The 
Stander RH is available with cut-
ting widths of 36,48 and 52 in. 
For more information contact 
Wright Manufacturing at 
301/360-9810 or 
www.wrightmfg.com I 
circle no. 252 

4Landscaper 
software 

Designed for the Green Industry, 
AvailSuite software controls the 
entire job cycle of landscaping 
business from scheduling, dis-
patching and work orders to 
billing and invoicing, sales tax 
tracking, inventory control and 
financial management. It in-
cludes more than 40 business re-
ports to effectively manage all 
aspects of the small and mid-
sized business. A Recurring Task 
Wizard helps easily schedule any 
landscaping task in a very flexible 
manner. 
For more information contact 
AvailSuite at 512/782-9977 or 
www.availsuite.com I 
circle no. 253 

http://www.kioti.com
http://www.bobcat.com
http://www.wrightmfg.com
http://www.availsuite.com


A new solution for 
Tur fus compactii. 

MAXX has met its match. 
Thicker, stronger turf. That's what you get with T-NEX 1AQ from Quali-Pro! Featuring the same 
active ingredient as Primo MAXX, T-NEX proved its equal in research conducted last season by 
Purdue University and North Carolina State. Perfect for pre-stress conditioning, T-NEX reduces 
mowing which saves labor, fuel and time. For lush, green turf go with T-NEX from Quali-Pro — 

another welcome addition to the industry's most comprehensive product portfolio. 

For more information about Qaali-Pro products, call 800-979-8994 or visit www.quali-pro.com. 

PROFESSIONAL TURF & ORNAMENTAL PRODUCTS 
©2007 FarmSaver.com. LUI Quali-Pro is a registered tradematk of humSaver.com. T-NEX is a trademark of FarmSam.com. Primo Maxx is a repútered trademark of Syngenta Crop ('.roup Always read and follow labe! directions. 

Professional products, performance and people, hacked by the strength of Makhteshim-Agan Industries, the wotkft leading manufacturer and distributor of post-patent agn»chemicals. 

Experience the ProPoints Difference - More Points, Faster Rewards. Register today at www.propointsonline.com. 

Circle 122 

http://www.quali-pro.com
http://www.propointsonline.com


T E C H N O L O G Y EQUIPMENT CHECK-UP 

You must approach your fleet just like the 
triage doctor or nurse approaches patients 
during a disaster. You cannot take care of it 

ail at once, so prioritize your needs. 

Spring triage 

BY HARRY SMITH 

It is spring again. The rush is beginning. 
Will it be as crazy as last year? What 
could you have done over the winter to 
smooth out the spring demand? 

The first thing to think about as you 
come out of the winter slow down is your 
equipment condition. If you have kept up 

with your preventive maintenance then you know 
what needs rebuilding and what needs replacing. Win-
ter is the best time to get this done, but if spring slipped 
up on you again all is not lost. Triage is the answer. 

You must approach your fleet just like the triage 
doctor or nurse approaches patients during a disaster. 
You cannot take care of it all at once, so prioritize 
your needs. What is mission critical? What tasks must 
be done first in the spring? What equipment is 
needed for these tasks? If you have a big demand for 
spring fertilizing and weed control, then your 
spreader and spray equipment is your first priority. 

If you primary concern is mowing, then concen-
trate on the mowers and trimmers. Do not forget to 
service those trailer wheel bearings, be sure to inspect 
all your pneumatic tires for cuts and cracks and inflate 
them to the recommended pressure. You can bet those 
tires lost air over the winter. If you had winter down 
time and your equipment sat unused for more than 30 
days, you may be faced with a lot of carburetor clean-
ing unless you used gasoline stabilizer in the fall. 

Sometimes a carburetor cannot be economically 
salvaged. Watch replacement cost versus repair cost. 
You usually cannot spend an hour of labor rebuilding 

a $60 weed trimmer carburetor with a $20 repair 
kit. It is the triage concept again. Save what you can 
save economically and replace the rest. A backpack 
blower that needs a carburetor overhaul, new straps, 
hose and back pad may need to be replaced espe-
cially if you replace an older, noisier unit with a new 
reduced decibel model. If safety, noise and/or per-
formance is an issue then factor that into your 
replace or repair decisions. 

Have a productive spring. 
— The author is turf equipment professor at 

Lake City Community College, Lake City, FL. 
Contact him at harry smith@juno.com. 

Here is your spring cbccklist: 

• First needed equipment means 
first repaired or replaced. 

' C o u are in great shape. If Yo« forgot 
addthe gasoline stabilizer to equipment stored 
wore than 30 days, then prepare to clean or 
replace carburetors. 

careful estimates on repairs and compar, 
with replacement costs. Vo not forget to fact* 
iMtheadvantages of new technology. 

• Makecareful repair decisions that cover 
all the significant factors. Always ask yourad 
Is this equipment safe for the operator «pd 

awYOwewearbY?" 

mailto:smith@juno.com
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insecticide know they can trust it to get the job done. 
Make sure Talstar is 
your number one 
choice. Excellent 
for lawns and 
landscape areas, 
Talstar provides 
long lasting, broad-
spectrum control 
of surface-feeding 
insects, chinch bugs, 
fleas, ticks, even fire 
ants. No odor, easy 
on th£ applicator, 
easy to calibrate, 
and easy to spread. 
Also available in a 
sand-based granular formulation 
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T E C H N O L O G Y OPERATING SYSTEM CHOICE 

Linux has a lot of g o o d th ings going for it. 
But when it comes down to m a k i n g t h e dec is ion 

for your office there are several things t o Consider. 

Is Linux right for you? 
BY TYLER WHITAKER 

Just the mention of the Linux operating 

system generates blank looks in most circles. 

It has long been the domain of computer 

scientists and long-haired techno-geeks. The 

recent decision from computer retailer Dell 

Inc. to start offering computers with Linux 

preinstalled is a watershed event for Linux, 

making it a viable replacement for Microsoft Win-

dows XP and Vista. But are you ready to switch your 

office to a new operating system and applications? 

The first thing to understand about Linux is that 

we are really talking about a family of different oper-

ating systems all stemming from Unix. At first glance, 

it might seem like there are hundreds of versions and 

brands — some offered as free "open source" solutions 

supported by communities of developers and others 

low cost commercial products with options for cus-

tomer support. Dell has settled on a version of Linux 

called Ubuntu, which is one of the most polished and 

user friendly. Another version that rivals Microsoft 

Windows in functionality is Novell's SUSE Linux. 

Why Linux? 
The biggest reason to switch may be the cost. Going 

with Linux on new desktops in your office could 

save hundreds of dollars per PC. When you look at 

the cost of a new operating system from Microsoft 

plus Microsoft Office for basic office productivity 

software, you can easily see where free open source 

software is really attractive. Most desktop versions of 

Linux boast a slew of free software to help you do 

everything from reading e-mail to Web surfing to 

creating documents, spreadsheets and presentations. 

Linux has a lot of good things going for it. But 

when it comes down to making the decision for your 

office there are several things that you need to con-

sider. First, do you have any special software that you 

use and can it run on Linux? Second, does your IT 

staff or consultant understand and have the skills to 

support Linux? And third, can your staff make it up 

the learning curve of a new operating system and new 

applications? Depending on your answers to these 

questions, Linux may be a great move or a money pit. 

Linux on the Web 
Linux is an interesting business tool if used in the 

right places. I've been using Linux in the Web server 

environment for years. It's stable, fast and efficient. 

And I'd dare say that most of your Web sites are run-

ning one version of Linux or another. I've looked into 

using it as a desktop replacement several times and 

can honestly say that for basic desktop functionality I 

think it may be the right low cost solution. The chal-

lenge is always when I need a business specific appli-

cation to run. Unfortunately, most commercial soft-

ware is only now starting to support Linux. But the 

time is coming. 

As Linux vendors gain experience with business 

users, their features will become easier to use and 

smooth the learning curve to where Linux is on the 

level as an alternative to Microsoft Windows. 

— The author is a freelance technologist focusing in 

business automation. Contact him at 801/592-2810 

or visit his blog at www.tylerwhitaker.com. 

http://www.tylerwhitaker.com


CUT AFTER 
CUT, COUNT 
ON CORONA. 

Corona's hand pruners, saws, tappers, 
hedge shears and tree pruners are 
engineered for long-lasting performance. 
Corona puts more than 80 years of 
experience into every tool, forging each 
efficient design out of top-grade steel 
and other quality materials. Superior 
cutting blades and ergonomic handles 
make your work easier. And with 
resharpenable blades, replacement parts 
and a lifetime warranty, you'll never want 
to buy anything other than Corona. 
Season after season, year after year, 
Corona is the top-performing brand 
landscape professionals trust. 
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T E C H N O L O G Y TRIMMING LABOR COSTS 

save labor 
Because plant growth regulators retard 
growth of ornamentals, contractors get 
more work done with fewer employees 
BY B. TODD BUNNELL, PH.D. AND SHANE BARNEY 

andscape professionals 

continually seek unique 

solutions for the biggest 

challenge facing their in-

dustry, which is labor. One 

such solution is the incor-

I poration of plant growth 

regulators (PGRs) into their maintenance 

program for landscape ornamentals. PGRs 

can serve as a supplement to a company's 

labor force, allowing the company to do 

more with less. 

What are PGRs? 
A plant growth regulator is defined as any 

substance or mixture of substances in-

tended, through physiological action, that 

accelerates or retards the rate of growth 

or maturation of plants. PGRs have been 

around for decades and have been used to 

selectively regulate the growth of plants 

across many market segments including: 

turfgrass, greenhouse ornamentals and, in 

recent years, landscape ornamentals. In 

landscape ornamentals, they're applied to 

plants primarily to suppress or reduce 

vegetative growth in order to minimize 

cost and labor associated with pruning or 

trimming. Currendy, three PGRs are la-

beled and registered for use to suppress 

vegetative growth on established land-

scape ornamental plantings — Atrimmec, 

Embark and Cutless Granular. 

Embark from PBI/Gordon (active in-

gredient. mefluidide) suppresses growth 

by interfering with cell division. This fo-

liar-applied product is also used on turf-

grass for shoot growth regulation and 

seedhead suppression. PBI/Gordon says 

that the product suppresses growth in or-

namentals for up to eight weeks, depend-

ing on the species. 

Atrimmec, also from PBI/Gordon, con-

tains the active ingredient dikegulac-

sodium, which also suppresses growth by 

interfering with DNA synthesis and cell 

division. Again, uniform application is re-

quired of this foliar-applied product. The 

company says that Atrimmec suppresses 

growth for up to 12 weeks, again depend-

ing on species and rate applied. It adds 

that the product enhances the appearance 

of ornamentals by promoting branching, 

continued on page 40 

Plant growth regulators can greatly 
reduce the amount of trimming needed. 
1 An untreated wax leaf ligustrum. 
2 A wax leaf ligustrum treated with 
Cutless at 7 lbs/1,000 sq ft. at 21 weeks 

3 And one treated at 14 lbs/1,000 sq ft. 



A plant breeding breakthrough for full sun and all day heat, 
SunPatiens® are the perfect landscape flower with tons of 

blooms, no pests, no deadheading, and no extra care required. 

Finally an impatiens for full sun! 
Tested last year in full sun at the University of Georgia, Florida outdoor trials, Penn State 
and Colorado State University - SunPatiens is one tough flower that will fit landscapes' 
requirements from coast to coast. 

VIVA! SunPatiens grow to 18" tall and spread to 15" - we typically plant mass beds 
at 15" on center 

• SunPatiens may be used in large plantings for masses of color or in containers and the 
plants will be in full bloom from spring through to the first hard frost 
SunPatiens do best in full sun or half day sun 

, 6 great colors of SunPatiens are available 
coast to coast at The Home Depot garden centers 



TECHNOLOGY TRIMMING LABOR COSTS 

continued from page 38 
giving shrubs and bushes a fuller, more 
compact shape. 

Cutless Granular, from SePRO Corp., 
contains the active ingredient flurprimi-
dol, which interferes with the biosynthe-

sis of gibberellic acid (GA), a plant 
growth hormone responsible for cell elon-
gation and division. Flurprimidol reduces 
shoot growth and internode length in 
landscape ornamentals. Cutless Granular 
is delivered to plants via a granule applied 

Circle 126 

uniformly within the drip line of land-
scape ornamentals. Granular applications 
ease worries about spray drift and require 
only a spreader, so they are easy to use. 
Cudess Granular has demonstrated 
growth suppression up to six months, says 
the company. 

Benefits of PGRs 

The primary benefit of using a PGR on 
landscape ornamentals is to manage plant 
growth to minimize and reduce costs and 
labor associated with pruning or trimming. 
PGRs are most effective when applied 
close to a time of pruning; therefore using 
a PGR should extend the length of time 
between future pruning events. 

Length of residual growth regulation 
varies depending on plant species, climate, 
as well as other factors, including soil 
type. Therefore, PGRs, will reduce the 
time and labor involved in pruning and 
maintenance of landscape ornamentals. 
Similar results have been duplicated in 
the field by end-users. 

"Our records show that in years past 
we had an average of 10 to 13 and up to 
15 guys on a single bed and trim crew," 
says Mark Baker of Baker Landscaping. 
Delray Beach, FL. "You go out there 
today; that crew has seven people on it. 
We may add two more if it gets busy, but 
those five extra guys add up quick." 

"After the first application I'm saving 
money, says Mark Boettger of The Marco 
Island Marriott Beach Resort in Marco Is-
land, FL. "The one application saved me 
three months of trimming. That's hourly 
time. That's a lot of money. We used to 
have four guys trimming constandy dur-
ing the summer months, constandy trim-
ming, trimming, trimming. If we had 

i Many end-users have seen an increase in 
flowering following applications of Cutless 
Granular. • By suppressing vertical shoot 
growth, plants treated with PGRs exhibit a 
more compact growth form and often pos-
sess darker green foliage 

A DIRECT HIT ON 
PURPLE AND YELLOW NUTSEDGE 
Gowan Company's SedgeHammer effectively controls both yellow 
and purple nutsedge, in cool and warm season turfgrasses and 
established woody ornamentals. 

Knocks out Nutsedqe - Safe To Turf 

The Go To Company 
1.800.883.1844 www.gowanco.com 

http://www.gowanco.com


something pop up it took one guy a cou-
ple hours to clean it up." 

In addition, research has shown that 
clipping yields can be reduced, and less 
trimming means fewer clippings and 
there are real costs associated with haul-
ing debris away from the job site. 

Baker was able to reduce trimming 
waste by more than 30%, he says. 

"You figure 30 or 40 yards a day you 
don't pay dump fees on, let alone the guy 
raking it up and humping it to the truck," 
he says. "It's an overall savings of $400 per 
day. Multiply that over six heavy growing 
months, that's $400 a day for 180 days." 

In simple math that's ap-
proximately $72,000. 

Lasdy, the effect on 
worker safety is also felt 
when trimming stress and 

requirements decrease. "Almost every one 
of our injuries is the result of somebody 
being careless with a pair of hedge trim-
mers," says Baker, a Cudess user. "We 
haven't had an injury like that in 10 or 11 
months. We're just doing less trimming." 

With the challenges landscape profes-
sionals are facing in today's difficult labor 
environment, think of PGRs as a labor 
supplement, not only to make up for 
labor shortages, but to increase the pro-
ductivity of trimming/pruning crews. 
What could your crew be doing instead 
of pruning? Mark Baker is sold on the ad-
vantages of PGRs. 

"Every one of our crews has got two 
buckets of Cudess and two shakers on 
their truck. We use it on every property, 
high-end residential routes and commer-
cial properties." 

Fortunately, for the landscape profes-
sional, there are many tools available for 
landscapers to regulate the growth of es-
tablished ornamental shrubs and hedges. 
When used properly and effectively, they 
can provide labor savings with the added 
bonus of more attractive plants in the 
landscape, lm 

— Todd Bunnell, Ph.D. 
ftodd b@sepro.com) is the Manager of Turf 

and Ornamental Research with SePRO 
Corp.; Shane Barney 

fshaneb@sepro.com ) is the Marketing 
Manager of Turf and Ornamental Products 

with SePRO Corp. 
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Why Spray Nozzle 
Selection is Critical 
to Your Success 

The consequences of inadequate spraying can be 
extremely costly. Under application can result in 
turf damage and the need to re-spray. Over appli-
cation results in waste of chemicals. So, be sure you 
have the best nozzle for your specific application. 

Very Fine 

Fine 

Medium 

Coarse 

Very Coarse 

Extremely 
Coarse 

(Droplet-size 
categories may vary 
with nozzle capacity, 

spray angle and spray 
pressure.) 

Herbicides, Fungicides, 
Nozzle Type and Insecticides ^ e 

Contact Svstemic 

Excellent Good 

Excellent Excellent 

Very 
Good 

Herbicides, Fungicides, 
Nozzle Type and Insecticides g^e 

Contact Svstemic 

Good Excellent 

Excellent 

Good Excellent 

Turbo 
TeeJet 

Turbo 
TeeJet 
Induction 

AIC 
TeeJet 

XP 
BoomJet 

Turbo 
TwinJet 

DG 
TwinJet 

mailto:b@sepro.com
mailto:fshaneb@sepro.com


his October, Landscape 
Management presents you 
with its one-of-a-kind issue 

designed to make the budgeting and 
planning process pain-free. You'll be 
relieved when you read the relevant 
editorial including coverage on marketing 
techniques that work, setting sales 
expectations, adding new money-making 
services, recruiting and training, 
and getting working capital to grow 
your business. 

T 

For advertising inquiries, please call 
your sales manager or Publisher Kevin 
Stoltman at 216-706-3740. Not only is 
this issue the most valuable ad buy of 
the year, the Landscape Management 
Business Planner receives bonus 
distribution at Green Industry & 
Equipment Expo in October. 

BUSINESS 
PLANNER 
2008 

• • H I SOLUTIONS FOR A GROWING INDUSTRY Landscape 
M A N A G E M E N T ! 





T E C H N O L O G Y BETTER PLANT HEALTH 

Mycorrhizae: 

W W e purchase in-

I surance for our 

' cars, our houses, 

and ourselves. 

What about for 

the trees and shrubs you in-

stall? Naturally you want your 

landscape installations to have 

the best opportunity to suc-

ceed. You choose healthy 

stock plants, insure proper 

planting depth and choose 

the ideal location. 

However, after you leave 

the job site, care of the plant is 

often then left to the property 

owner, and here is when most 

plants fail. Plants succumb for 

a variety of reasons including 

over- or under-watering, shock 

of transplant stress and lack of 

proper nutrition. Wouldn't it 

be great if you could leave be-

hind something that would 

help insure against common 

plant neglect? This is 

where mycorrhizae play 

an essential role. 

We are fungi 
Mycorrhizae are spe-

cialized fungi that form 

mutually beneficial as-

sociations with plant 

roots. They help in-

crease establishment 

Insurance for your plantings 
These tiny little fungi can make a mighty big difference 
in promoting landscape plant survival and health 
BY KRISTI WOODS, M.S., AND MIKE AMARANTHUS, PH.D. 

and growth, greatly extend the 

roots' surface area and provide 

resistance against stress. The 

presence of mycorrhizae re-

sults in healthier plants. 

Typically, both the plants 

and mycorrhizal fungi benefit 

from their association with 

each other. This functional 

give-and-take relationship pro-

vides a carbohydrate source 

for the mycorrhizal fungi, 

which is what they need to 

grow and explore the soil re-

source. The plant, in turn, ben-

efits from improved nutrient 

and water uptake, carbon ac-

quisition, phytohormone pro-

duction, salt tolerance and re-

sistance to pathogens. 

Mycorrhizae actually alter 

the relationship between the 

plant's roots and the soil, in-

creasing the roots' ability to 

absorb phosphorus and nitro-

gen, critical nutrients for plant 

growth and stress physiology. 

Mycorrhizae form an asso-

ciation with more than 

400,000 different plant 

species, ranging from primi-

tive plants to more advanced 

species. The nature of the as-

sociation depends upon the 

species of plant and fungus in-

volved as well as the environ-

mental conditions. Forming 

with approximately 95% of 

all land plants, mycorrhizae 

are found in a variety of 

ecosystems and plant com-

munities. About the only ter-

restrial setting in which they 

do not occur are where plants 

are absent. 

Mr. Outside; Mr. Inside 
While mycorrhizae are classi-

fied into seven major groups 

characterized by key morpho-

logical features of the root-fun-

gus association, the two most 

common groups are ectomyc-

orrhizae (colonize outside) and 

endomycorrhizae (colonize in-

side). Ectomycorrhizae colo-

nize outside root cells and can 

produce a mushroom, puffball 

or truffle "fruiting body" above 

or below ground. Ectomycor-

continued on page 46 

A flourishing landscape two 
months after using mycorrhizal 
inoculants at planting. 



GRASSHOPPER HIGH-PERFORMANCE MOWERS 
COMBINE THE BEST CUT WITH THE BEST RIDE 

Increase productivity and keep your best operators on the job with Grasshopper mowers. 
Our Ultimate Operator Station™ enables faster and longer mowing with less fatigue, while 
deep DuraMax® decks provide a beautiful cut at top speeds for your high-profile accounts. 
Call 620-345-8621 o r v i s i t G R A S S H O P P E R M O W E R . C O M 



Plants fail for a variety of reasons including over- or under-water-
ing, shock of transplant stress and lack of proper nutrition. 

Fungal absorbing mycorrhizal threads like those above form 
mutually beneficial associations with plant roots. They help in-
crease establishment and growth, greatly extend the roots' sur-
face area and provide resistance against stress. The presence of 
mycorrhizae results in healthier plants. 

Choose a product based on the tree or shrub being planted 
and their mycorrhizal status. Most companies offer an all-in-one 
product containing both ectomycorrhiza and endomycorrhiza 
to make the decision easy. For a complete list of trees, shrubs 
and annual plants and their mycorrhizal status please visit 
Mycorrhizal Applications at www.mycorrhizae.com 

TECHNOLOGY BETTER 

continued from page 44 
rhizae form associations with 
trees such as pines, birch, oak, 
walnut, willow and beech. 
Ectomycorrhizae create a 
sheath of hyphae (fungal 
cells), increasing the root sur-
face and volume around the 
plant root and make it harder 
for fungal or bacterial diseases 
to penetrate. 

Arbuscular mycorrhizae, 
or endomycorrhizae, colonize 
inside root cells. An endomy-
corrhizal association is tradi-
tionally characterized by two 
structures: vesicles and arbus-
cules. Vesicles are used for the 
storage of carbon. Arbuscules 
are where the nutrient ex-
change between the fungus 
and plant actually takes place. 
Endomycorrhizae form bene-
ficial partnerships with 70% 
of all plant families, including 
flowering plants, annuals, 
grasses and select trees such 
as maple, magnolia and dog-
woods. Endomycorrhizae are 
critical to plants commonly 
used in landscaping; there-
fore, the world would be sig-
nificantly less colorful with-
out them. 

Endo and ectomycorrhizal 
fungi similarly produce an 
abundance of tiny threads or 
"hyphae" that spread from the 
roots themselves into the sur-
rounding soil. These tiny 
threads are critical for getting 
plants established by extend-
ing the effective absorptive 
area of the roots system away 
from the plant and into soil at 
the planting site. 

There are a number of 

PLANT HEALTH 

commercially available endo 
and ecto mycorrhizal inocu-
lants. These inoculants come 
in various forms, including dry 
soluble powders, granular pills, 
tablets and pre-inoculated soil 
media. Plants can be inocu-
lated via numerous methods 
such as soil drenching, liquid 
injections, granular incorpora-
tion and vertical mulching. 

Put 'em to work 
Applying a mycorrhizal prod-
uct to established or newly 
transplanted plants can result 
in a range of benefits to the 
plant's health, such as in-
creased water uptake, in-
creased resistance to insect 
pests and diseases, increased 
nutrient accumulation, and in-
creased transplant survival. 
• Insurance against under -
watering. After the mycor-
rhizae colonize the roots of a 
plant, the fungus then grows 
throughout the surrounding 
soil and forms an extensive 
cobweb-like network that ex-
plores a larger soil volume 
than normal roots. These spe-
cial fungi can increase the abil-
ity of the roots to access water 
in the small areas between soil 
particles because they are 
smaller about 1/10 the diame-
ter compared to roots. The 
ability of mycorrhizae to enter 
small areas can increase ab-
sorption several hundred to 
several thousand times com-
pared to roots alone. 
• Insurance against poor 
nutrition. Mycorrhizae increase 
uptake of phosphorus and 
other tighdy bound nutrients 

to the roots by secreting en-
zymes in the root zone that 
unlocks these important min-
erals. With the enhanced nutri-
ent uptake, mycorrhizae en-
courage flowers to grow more 
quickly and efficiently, extend-
ing the growing season or pro-
viding fruiting trees with ear-
lier yields. An increased growth 
rate of the root and shoot 
means plants grow larger, with 
healthier root zones. 
• Insurance against transplant 
stress. Plants colonized by 
mycorrhizae produce larger, 
more extensive root systems. 
This highly developed root 
system greatly reduces 
drought stress on the plant 
since it absorbs moisture 
more effectively. Inoculated 
plants also produce new root 
structures called "feeder 
roots." The increased surface 
area provided by the mycor-

rhizae and their associated 
threads in inoculated plants 
increases the ability of plants 
to become established. 

Insuring against some of 
the main homeowner and 
business owner miscues by 
using mycorrhizal products is 
another method landscapes 
can use to further their busi-
ness dollar. If a customer is sat-
isfied with your one year guar-
antee not only will the 
landscaper be less likely to 
have to replace plant stock 
saving money the customer 
will spread the word encour-
aging business to grow, lm 

— Mike Amaranthus is 
president at Mycorrhizal Appli-

cations Inc. He can be reached 
at info@mycorrhizae.com. 

Kristi Woods is a research 
associate with Novozymes Bio-
logicals, Inc. She can be reached 

at KYW@novozymes.com 

Finding a mycorrhizae solution 

http://www.mycorrhizae.com
mailto:info@mycorrhizae.com
mailto:KYW@novozymes.com


LEGISLATIVE DAY ON THE HILL AND RENEWAL 
& REMEMBRANCE AT ARLINGTON NATIONAL 
AND HISTORIC CONGRESSIONAL CEMETERIES 

JULY 15-17, 2007 • L'ENFANT PLAZA HOTEL • WASHINGTON, D.C 

Join us as we come together for this powerful annual event and 
meet with members of the new 110th Congress to advocate for 
the green industry. Legislative Day on the Hill is your chance to 
affect a change in politics. Renewal & Remembrance allows you 
to give something back to your country by maintaining the 
beauty of our prized national cemeteries. Celebrate the 200th 
anniversary of Historic Congressional Cemetery while you show 
your pride and patriotism. 

REGISTER NOW! LandcareNetwork.org/register 

Bayer Environmental Science The Andersons, Inc., Helena Chemical Company, 
PLATINUM SPONSORS Husqvama BRONZE SPONSORS MAS Labor (Mid-Atlantic Solutions Inc.), 

Syngenta PBI/Gordon Corporation, and Workforce Advantage 

^ D ° w AgroSciences, IMERYS, RENEWAL & REMEMBRANCE LUNCH n c . c . 
GOLD SPONSORS J o h n ^ L E S œ a n J N u f a r m T u r f & S p e d a l t y A N [ ) R E F R E $ H M E N T S p 0 N S 0 R B a y e r E n v , r o n m e n t a l 

_ _ , BASF Corporation, Project EverGreen, RENEWAL & REMEMBRANCE p. 
SILVER SPONSORS m Q ^ V e r m e e r M a n u f a c t u r i n g HAT SPONSOR J ° h l ì ^ 

Legis lat ive Day on the Hill is o r g a n i z e d in conjunct ion with the Tree C a r e Industry Assoc iat ion. T C I A 

Renewal & Remembrance: recipient of the American Society 
of Association Executive's 2007 Award of Excellence 

The association of members who create and maintain the QUALITY OF LIFE in communities across America. 

(800) 395-2522 • LandcareNetwork.org 
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Professional Landcare Network 



Fortunately, outdoor lighting has 

evolved to complement a variety of 

tastes, and fixtures normally found inside 

the home are now found outdoors. This 

includes everything from coordinating 

table lamps to outdoor chandeliers to lit 

birdbaths, all durable enough to with-

stand the elements. 

To help your customers set the scene, 

Kichler Lighting suggests the following 

lighting tips: 

1Coordinate styles for a cohesive look. 

Matching deck lights, path lights, gar-

den accessories and other fixtures helps 

create a cohesive look that enhances the 

investment and heightens enjoyment. 

Create a focal point that highlights the 
outdoor motif. Just as a chandelier 

creates focus indoors, build a centerpiece 

outdoors. Homeowners should think 

about where they'll be spending the most 

time. If they'll be spending a lot of time 

on a covered outdoor patio, outdoor 

chandeliers create a beautiful focus. 

3 Install outdoor sconces. Sconces have 

long framed large rooms and door-

ways indoors. Why not apply the same 

concept outdoors? With matching chan-

deliers, these outdoor-friendly pieces take 

exterior living to the next level. 

4 Use outdoor lamps for atmosphere. 

For a flexible look, outdoor portable 

lamps are the perfect option. U.L. listed 

for wet locations, there's no need to bring 

them indoors when it pours. 

— Maria Burk, Lighting Systems 

Marketing Manager, Kichler Lighting 

continued on page 50 

The growth in outdoor living is 

skyrocketing, whether con-

sumers can enjoy outdoor liv-

ing spaces for two months or 

12. In the latest outdoor 

makeovers, indoor style has fast become 

an outdoor phenomenon, from growth in 

exterior kitchens to advancements in 

lighting solutions. 

"As consumers continue to 'nest' 

within their homes, outdoor sanctuaries 

have become the new 'it' rooms," said Jeff 

Dross, Kichler Lighting senior product 

manager. "Just as they complement their 

indoor décor with matching accessories, 

homeowners are looking to bring those 

techniques outdoors. Landscape lighting 

is an easy way to build that cohesion." 

LM Reports 
YOUR GISDE TO PRODUCT RESEARCH 



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

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

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

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

GUtleSS Granular 
Landscape Growth Regulator 

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

Side-by-side 
proven results with 
Cutless Granular. 

SePRO Corporation Carmel, IN 46032 
Trademark of SePRO Corporation Always read and Wtow label drections 
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To find a dealer visit www.kawpowr.com 
or call 800-433-5640. 

*see a participating dealer for details 

LM Reports 

continued from page 48 

Dreamscape Lighting 
From Dreamscape Lighting, Nalu is a sculp-
tural formed illuminator that uses either a 
halogen or LED light source to provide gen-
eral accent illumination on architectural hard-
scape or landscape vegetation. Nalu com-
bines a unique sculptural profile with two 
available lampings. The illumination that 
beams from Nalu's cylindrical aperture has a 
complete eco-friendly dark sky cut-off, pro-
viding lighting without glare or source identi-
fication. While the current LED version of 
Nalu meets the most stringent standards for 
energy conservation, Dreamscape is now in 
development with a leading LED manufac-
turer to apply the most advanced LED tech-
nology to this product. 
For more information contact Dreamscape 
Lighting at 323/933-5760 or www.dream-
scapelighting.com I circle no. 254 

ALLSCAPE 
ALLSCAPE's SL-23 and SL-24 models are 
suited for all weather, climate and pedestrian-
traffic conditions, and are designed to illumi-
nate building and grounds signage; trees, 
shrubs and landscaped features; accenting 
pathways, walkways and driveways. The SL-
23 is an in-ground fixture that can be speci-
fied for in- or mid-ground mounting. An ad-
vanced LED model is available. SL-24 is an 
aboveground model shaped like a mini bol-
lard. SL-23 and SL-24 are characterized by 
dual composite housings, which offer resist-
ance to corrosion, the effects of UV radiation, 
climates and storms. A range of light-source 

options may be specified: incandescent, com-
pact fluorescent, high-pressure sodium, metal 
halide or a cost-effective three-lamp LED unit. 
For more information contact ALLSCAPE at 
800/854-8277 or www.alllighting.com I 
circle no. 255 

Lumière 
Lumière has introduced a new family of archi-
tectural step lights offering durability, excep-
tional performance and aesthetics for com-
mercial, institutional and residential 
applications. Called the Rio Series, the petite 
step lights are available in 5-in. or 7-in. round 
or square forms, and feature several fascia 
designs and lamp options including LED. RioS 
available models include: Open with diffused 
lens, Cross/Guard with diffused lens (pic-
tured), Eyelid with diffused lens and Louvered 
with clear lens. The low profile, transitional 

styling features no visible fasteners and pro-
vides seamless integration with architectural 
styles of all kinds. Modular design elements 
facilitate fast, foolproof installation in drywall, 
concrete pour or brick/masonry. 
For more information contact Lumière/Cooper 
Lighting at www.lumierelighting.com or 
www.cooperlighting.com I circle no. 256 

Orbit/Evergreen 
Orbit/Evergreen introduced a new series of 
"sand-finished" landscape lighting fixtures for 
use in low voltage installations. Model S126, 
for example, is a 12-volt uplight that features 
a textured sand finish designed to comple-
ment contemporary architecture. Constructed 
from sturdy cast aluminum, Model S126 is 
typically used to highlight specimen trees and 

continued on page 52 
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IT'S YOUR BUSINESS. IT'S YOUR 
REPUTATION. THAT'S WHY IT 

SHOULD BE OUR POWER PRODUCTS. 

Kawasaki sets the standard for true commercial-grade engines. 
The same goes for our power products. Kawasaki products are 

lightweight and long-lasting. In fact, they're designed, tested and 
certified to the highest EPA emissions durability periods for products 

in their class. So if you keep your reputation as pristine as 
your landscaping, keep Kawasaki Power Products in hand. 

Find your authorized Kawasaki Power Products dealer at 
www.kawpowr.com, or call 800-433-5640. 

Commercial Grade. Kawasaki Made. 

http://www.kawpowr.com
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other landscape details. 
The fixture is additionally 
available in black, bronze, 
rust and verdegris. Model S126 
has a rotating hood with key-
knuckle for precise, on-site ad-
justments. A reinforced 
ground stake is included for 
additional support. It can han-
dle up to 50-watt lamps. 
For more information contact Orbit/ 
Evergreen at 8OO/9O-ORBIT or 
Catalog32@orbitelectric.com I circle no. 257 

Hadco 
Hadco has made technological advances to 
make its outdoor architectural lighting prod-
ucts longer lasting, energy efficient, safer, and 
easier to install and maintain. Hadco's "Opti-
cal Rib" technology maximizes the amount of 
light that is directed downward, while also 
providing new levels of light disbursement to 
virtually eliminate glare. Another advance-
ment from Hadco features products that do 
not require tools for routine maintenance, im-
proving speed and ease of component re-
placement and maintenance. Hadco also re-
designed its new LED fixtures from the 
ground up to eliminate heat problems. This 
extends the life of the LED designs, up to a 
projected 14 years. 
For more information contact Hadco at 
7171359-7131 or www.hadco.com I 

circle no. 258 

FX Luminaire • 
FX Luminaire introduced its 

specialty line of low voltage 
landscape lights - the Resisten-

tePilotare. The MR-16 based RP 
can be configured to wall wash from tight 
spaces with a spread beam or provide a long 
narrow projection of light for a tall palm -
even after installation. FX offers a whole 
range of accessories to allow the lighting de-
signer to shape, color and glare control light 
for maximum effect. With the variety of cowl-
ing and lamp options the RP has to offer, this 
subterranean fixture will meet any landscape 
lighting needs. 
For more information contact FX Luminaire at 
www.FXL.com I circle no. 259 

Kichler • 
Kichler's LED accent fixtures offer five watts of 
warm, white light with low energy use — 
40,000 hours of life, or on average, 18 years 
of consumption. Kichler's LED products are 
small in profile for use in tight spaces, and the 

continued from page 50 
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entire system is connected to a direct burial 
LED 40 watt driver, then wired into a low-
voltage transformer. The line also offers 
faceted hexagon fixtures for better wedging j 
between rocks. Available in die-cast alu-
minum or polymer options for underwater 
use, the LED products can be used for up or 
down detail lighting, near or underwater, 
staked, or flange mounted for deck and rail 
light. They are offered with a complete line of 
accessories, including colored lenses in blue, • 
amber, green and red. 
For more information contact Kichler at 
866/558-5706 or www.kichler.com I 
circle no. 260 

U.S. Architectural Lighting 
U.S. Architectural Lighting's Trilux architectural 
lighting fixture features a modular design that 
allows a wide variety of fixtures to be created 
from three basic body styles. This inter-
changeability of basic parts, plus a wide 
range of mounting options, optical choices 
and field-adjustable precision aiming, give 
Trilux design flexibility in both commercial and 
residential installations. A gleaming anodized 
aluminum finish is standard on Trilux fixtures. 
Polyester powder-coated finishes are avail-
able, along with customized colors. All Trilux 
fixtures can be precisely aimed through the 
use of a Tri-Axis Light Directional System, 
which is field adjustable on two axes, and has 

continued on page 54 

Buy now and... 
• Cut labor in at least half 
• Double your production 
• Increase profits 
• Move up to 100 yards of 

mulch a day! 

Make PROFITS NOW...call 330-875-0769 
www.mulchmule.com 

mailto:Catalog32@orbitelectric.com
http://www.hadco.com
http://www.FXL.com
http://www.kichler.com
http://www.mulchmule.com


Everybody Hates Crabgrass. 
So Get Drive And Get better 

TURI 

Your customers hate crabgrass. And dandelions. Even speedwell and clover. 
Fortunately, a single application of Drive® 7 5 DF herbicide quickly controls 

these and other broadleaf and grassy weeds 
(including crabgrass in mature stages), and keeps 
them under control for 30 to 45 days. So get Drive. 
And make everybody happy. 

W e Don't M a k e The Turf. 
W e M a k e It Better. M 

Find out more: turffacts.com 
Find a turf care supplier: 
800 -545 -9525 

A l w a y s r e a d a n d f o l l o w l a b e l d i r e c t i o n s . 
Drive is a registered trademark and Better Turf and We Don't Make The Turf. We Make It Better are trademarks of BASF. 
O 2007 BASF Corporation. All rights reserved. APN 07-14-002-0024 

BASF 
The Chemical Company 

Circle 160 
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continued from page 52 ponds and landscapes. Radiance Halogens 
have reinforced glass lenses and offer more 
intense illumination than LED light. Both 
come with 20-ft. cord length. Connect to an 
existing low voltage lighting system or use 
Savio's 20 watt transformer and 3-way splitter 
For more information contact Savio at 
505/217-2854 or 
www.savio.ee I 
circle no. 262 

Vista 
Vista's 2165 Cop-
per Path & Spread 
Light is an architec-
tural grade path 
light that may be 
used to provide a 
light source for the 
illumination of 
pathways and gar-
den beds. The standard copper finish will 
weather in time to a patina of Verdegris fin-
ish. The 2165 low voltage copper path light 
fixture is constructed of spun, solid copper 
and is equipped with Vista's Turn-To-Lock 
solid brass lamp base, making lamp mainte-
nance simple and tool-free. A frosted, opti-
cal quality, Pyrex lens safeguards the lamp 
and optics. 
For more information contact Vista 
Professional Outdoor Lighting at 800/766-
8478 or www.vistapro.com I circle no. 263 

Circle 135 

a tool-less adjustment on 
the third rotational axis. 
For more information 
contact U.S. Architectural 
Lighting at 800/877-6537 
or www.usaltg.com I 
circle no. 261 

Savio 
Radiance Outdoor Lighting 
from Savio enhances the 
mood and extends the 
hours of water garden en-
joyment. Radiance LED 

lights can be added as accents in or out of 
the water. LED lights emit almost no heat, are 
energy efficient and deliver brightness and 
longevity. The powerful, submersible Radi-
ance Halogen lights cast bright halogen light, 
providing dramatic lighting for waterfalls, 

New Algae, Moss, 
& Mold Control 

Great for Lawns, Ornamental Shrubs, 
Flowerbeds, and Walkways. 

• Environmentally Responsible 
• Results within 48 Hours of Application 
• Contains No Heavy Metals 
• Easy-to-use Shaker Container 

For Lush, Velvety Lawns 

TERRACYTE. 
Broad Spectrum A l g a e c i d e / F u n g i c i d e 

For more information, 1 . 8 8 8 . 2 7 3 . 3 0 8 8 (toll-free). 
www.biosafesystems.com © 2007 Copyright BioSofe Systems LLC. ® TerraCyte is a registered trademark of 

BioSafe Systems LLC. Always read and follow label directions. 

Traditional Pond Kits 
Are a Thing of the Past! 

Call or visit our website 
for a distributor near you! 
866.877.6637 ext. 1672 US 

866.877.6637 Canada 

(See our ad on page 61) 

http://www.savio.ee
http://www.vistapro.com
http://www.usaltg.com
http://www.biosafesystems.com


Superior Performance Now And For Years To Come 
Bush Hog® Zero Turn Mowers deliver superior performance the first day you 
own them and for years to come. See why at www.bushhog.com/management 

BUSH HOG 
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See the Bush Hog 
Utility Vehicles at 
www.bushhog.com/ 
management 

Up to 25 Bush Hog® TOUGH Features 
\* | 

Commercial-grade spindles 
on Estate models 

» 

Decks made df same TOUGH steél as 
Bush Hog heavy-duty rotary cutters^ 

V-. % f A .3 • ' 

Three-year limited warranty 
f * 

Quick and easy retail financing 

The Only Zero Turns 
Built Bush Hog® TOUGH 

Performance You Can Count On 
www.bushhog.com/management 

(334) 874-2700 • Dept. LM-06 
BUSH HOG, L.L.C. • P.O. Box 1039 • Selma, AL 36702-1039 

http://www.bushhog.com/management
http://www.bushhog.com/
http://www.bushhog.com/management


There are many different 
attachments, see which fit 

your needs best. 

Tools or gadgets' 
BY ALLEN SPENCE 

While I was at the In-
ternational Lawn, 
Garden and Power 
Equipment Expo in 
Louisville this past 
fall I saw many dif-

ferent types of handheld equipment, tools 
and attachments. Most of these were de-
signed and marketed towards companies 
that maintain the properties of residences 
and commercial businesses. 

Useful tools 
Manufactures now offer equipment that 
has multiple attachments, designed to 
allow the unit to perform multiple tasks. 
By changing attachments you can trim 
hedges, sweep, edge sidewalks and drives, 
and prune, all with only one engine or 
power source. The end user spends less 
money on those pieces of equipment that 
are used sparingly. 

Be sure to research the different attach-
ments out there before you buy. There are 
many different attachments depending 
upon the manufacturer, so you need to see 
which one fits your needs the best. 

Of course one operator's tools are an-
other operator's gadgets. There were sev-
eral pieces designed to make the operator's 
life easier. For example, one attachment 

clamped onto the bottom of the trimmer 
shaft and had a wheel, which looked like 
those found on the bottom of in-line 
skates. But, this wheel can be rotated so it 
is more comfortable for the operator. The 
wheel rolls along the surface of the earth 
and allows the trimmer to be held at a 
constant angle. This is supposed to result in 
a more level cut with less scalping. It could 
also be used with an edger. 

Another tool with a harness with a 
cable system assists the operator in hold-
ing the weight of the trimmer. The goal 
here is to create less fatigue and increase 
operator comfort. 

Is this multi-tasking? 
I also saw a device that bolts to the mower 
and holds the trimmer in place. This allows 
the operator to perform more than one 
operation while seated on the mower. 

Engineers are forever creating clever 
devices to make work easier and more ef-
ficient, which of course, lead to more 
productivity and higher profits. Many, no 
doubt will do just that. Others just aren't 
practical. My advice, try it out before you 
buy. It may be a useful tool. Then again, 
to you, it may just be a gadget. 

— The author is turf equipment 
management instructor at Hinds 

Community College in Raymond, MS. 
Contact him at haspence@hindscc.edu. 

First to Start. Last to Quit. 

FORGET WHAT 
YOU KNOW ABOUT 
2-STROKE POWER. 

Introducing the new 
242-series, featuring a newly 

engineered 2-stroke 
engine with an improved 
power-to-weight ratio 
and lower emissions. 

Purchase a 242-series model 
from March I - June 30,2007 

and receive a FREE 
Shindaiwa Professional 

Landscaper Kit 

shindaiwa 
www.shindaiwa.com 

Qualifying Units: T242 &T242X Trimmers, C242 
Brushcutter, M242 Multi-Tool System, LE242 Lawn 

Edger, and AHS242 Hedge Trimmer. 

T E C H N O L O G Y TRY 'EM OUT FIRST 

mailto:haspence@hindscc.edu
http://www.shindaiwa.com


THE ARMY KNIFE OF TURF HERBICIDES 

C R A B G R A S S • Y E L L O W N U T S E D G E • B R O A D L E A F W E E D S • T U R F T D L E R A N C E • S P E E D 

An Employee-Owned Company 
800-821-7925 • pbigordon.com/q4 

ALWAYS READ A N D FOLLOW LABEL D I R E C T I O N S 00162 
Q 4 ™ is a r e g i s t e r e d t r a d e m a r k o f P B I / G o r d o n C o r p . 
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The design 
A rear bluestone 
terrace renovation 
on a longtime cus-
tomer's new "dream 
home" is enhanced 
with a harmonious 
landscape. 

The site before 
construction 
Although the site 
had "good bones," 
interior additions to 
the newly acquired 
home's study and 
kitchen signaled a 
need to address the 
crumbling terrace 
and spruce up the 
gardens. 

Project Requirements 
• Revise access to the front porch 
and new house entrance. 

• Renovate both an existing "frog 
pond" as well as steps down to 
the back gardens and garage. 

• Conduct plant editing and soil 
amendments, plus add perenni-
als, shrubs and trees to enhance 
the Victorian-style garden. 

Project Specifics 
The goal was to preserve intact 
portions of the bluestone terrace, 
steps and plant material, while 
making repairs and additions that 
appeared to match seamlessly 
with the original. 

ABOVE The terrace plantings were planned to allow 
framed views of the multi-acre back gardens, also 
designed and planted by the Jackson team. 

RIGHT An existing water feature was restored with 
a new concrete pond. Salvaged pond equipment, 
bluestone caps and boulders were reused. The client's 
bronze frogs wade from the side. 

TERRACE RENOVATION / POND / HEIRLOOM GARDEN 



ABOVE The repaired bluestone steps 
are flanked by rejuvenated, hand-
graded planting beds of new butter-
fly bush, heuchera and astilbe, mixed 
with transplanted Spirea and yew 
shrubs. This "before" shot shows the 
terrace and plantings before the 
additions and revisions to the home's 
entrances. 

LEFT The steps were repaired, and 
low flowering groundcover is encour-
aged on this rarely used exit to the 
back garden. 

Project Principals 
Bob Jackson Landscapes, Owings Mills, 

Md., wvwv.bjl-inc.com 

Landscape Contractor: Bob Jackson 

Services include design, installation and 
construction, and maintenance. 

This project was a Merit winner in PLANET'S 36th 

annual Environmental Improvement Awards program. 

For more information on this program, visit 

www.landcarenetwork.org. 

www.landscapemanagement.net / J U N E 2 0 0 7 / LANDSCAPE MANAGEMENT 59 
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iter more than three years of con-
struction, thousands of hours of 

k labor and a team of about 50 
employees, city officials came 

out to examine the Palmer res- ! 
idence project completed by 

i Enchanted Garden Land-
scape, Inc. and could only ask, "What did you do 
here? It doesn't look like anything was done." 

Which was exacdy the point. 
Nesded into south side of the Black Mountains 

in Carefree, AZ, the Palmer residence looks as 
though it's a part of the natural landscape, as if 
hundreds of years of winds and rain carved the 
home out of the mountain. 

"The site was designed not to have a discon-
nect between the home and the unique site it was 
placed on," says Donna Winters, landscape archi-
tect and owner of the company. "From the ground 

textures, to the natural on-site soils, to the boul-
der work to the landscape elements, we made 

sure that no one would ever be able to tell 
what our imprint was. 

continued on page 62 

Enchanted Garden Landscape 
carves an award-winning landscape 

out of the Arizona mountains. 
BY MICHAEL SEUFFERT / Associate Editor 

The Palmer Residence 

DESIGN/BUILD LANDSCAPE OF THE MONTH 



There's something -for everyone 
a t t h i s year's Ponderoon iuro l 
Add water gardening to v/our business to 
substantially increase your profits. 
• Find out how to sell million in ponds. 

• Learn how to prof it with 2 O simple steps, 
20 products, in just one day. 

• Master your -Financials. 

• Increase your sales closure percent. 

• Sell to the toughest and largest buying 
group - Women. 

• Improve your job estimating skills. 

• Small investment large returns -
use marketing effectively. 

A q u a s c a p e c o n t i n u e s t o t r a i n t h e t o p p r o f e s s i o n a l s . W e w i l l 
t e a c h y o u e v e r y t h i n g y o u n e e d t o k n o w t o h a v e a p r o f i t a b l e 
b u s i n e s s . E n j o y o u r n e t w o r k i n g a c t i v i t i e s l ike t h e C r o s s C o u n t r y 
G o l f O u t i n g , W a t e r F e a t u r e B u i l d i n g C o n t e s t , B u i l d - A - P o n d D a y 
S e m i n a r s , a n d m o r e ! 

l-f you w/antto put money in you pooket faster, 
Pondemonium® is -for you! 

What are you wait ing for? 

REGISTER TGRAY! 
U S 866-877-6637 ext . 1668 C A N 866-766-3426 

Cirde 139 

www.pondemonium.org 

IVhafs the word on the street 
about PONDZMONIUMf? 
"...Aquascape definitely delivers 
timely and relevant training material 
that gives you the key to drive your 
business to successI" 
r R a n d y Y o u n g , 
Tranquil W a t e r s c a p e D e s i g n s 

http://www.pondemonium.org


DESIGN/BUILD LANDSCAPE OF THE MONTH 

The Palmer residence landscape 
is dotted with amenities like a 
swimming pool, spa, fire pits, 
patio and butterfly and 
hummingbird gardens. 

continued from page 60 

"What makes the site so 

dramatic is how completely 

sensitive and integrated it is to 

its surroundings," she adds. 

Rocky start 
Boulders the size and quality of what you'd find at Arizona's fa-

mous Boulders Resort cover every inch of the terrain. From the 

very beginning of the project, Enchanted Garden was involved 

in the site context. Teams went into the property and harvested 

the native vegetation and terrain. They also extensively pho-

tographed the site, so when it was time to put in the rock and 

boulders back in, they could authentically place the outcrop-

pings in their original form. 

"We were acutely involved in constructing a good infrastruc-

ture with the builders of the home," Winters says. "This site re-

quired us to drill boulders, pin boulders, and to safely integrate 

these large outcroppings with the home. There were a lot of lo-

gistic issues. There were places where we had to crane in trees 

and boulders before the walls of the home could go up. 

"Ultimately, we brought in more than 14 semi-loads of boul-

ders, matching the curvature, texture and colors to make it as 

natural looking as possible," she adds. 

To navigate through such a steep landscape, Enchanted Gar-

den built carved natural stone steps between layers of terraces 

and retaining walls of stone. These terraces provide areas to sit 

and rest, as well as a passageway for the homeowners to stroll 

through the gardens and experience the unique surroundings. 

As a plus, the stone steps also make it easier for Enchanted 

Garden to continue to maintain the site's landscape, lighting and 

water features. 

"We designed the infrastructure to be easily maintained," Win-

ters says. "We were able to make the right decisions and imple-

ment the right kinds of plans so that when it rains, for instance, 

we're not sweeping up granite that's run off the mountain." 

Honor the mountain 
Winters describes the Enchanted Garden team's efforts as "hon-

oring the mountain." Every detail of the project puts authentic-

ity at the forefront. 

"A large picture window looks out over a garden and lets the \ 

homeowners capture the whole mountainside," Winters says. 

"We built a water feature for the garden, but we didn't try to 
a 

alter the terrain, alter the rock. We let the natural layers and stri- £ 

ations of rock dictate which pieces we were going to leave ex-

posed and which we were going to chisel down, so you'd never 

continued on page 64 a 



WHICH TRIMMERS 
WERE YOU 

SEARCHING FOR? 

At GreenSeeker, you find what you were REALLY looking for. 

You know what you're looking for. You need it now. Vital, up-to-the-minute 
information to help you grow your business. The million dollar question is, do you 
know how to find it? 

Landscape Management is pleased to introduce GreenSeeker, the most comprehensive 
Green Industry search engine on the Web. GreenSeeker zeros in on the products, 
services, and news you want and leaves out everything else. 

GreenSeeker gives you a competitive edge - because when you find what you're 
looking for, you're the smarter green industry professional. 

Seek and you shall find. 
Visit www.green-seeker.com today! 

greenQseeker 
\ The search engine for the 
% green industry professional. 

www.green-seeker.com 

http://www.green-seeker.com
http://www.green-seeker.com


D E S I G N / B U I L D LANDSCAPE OF THE MONTH 

continued from page 62 

be able to tell where the 
mountain stopped and where 
the water feature began. It just 
looks like the water comes out 
of crevices between rocks." 

Enchanted Garden also 
honors the mountain with 
natural xeriscaping. Along 
with the natural plantings that 
the team harvested and saved, 
the site contains large creosote 
bushes, and ironwood trees that grow naturally on the Black 
Mountains. Closer to the home, they incorporated salvias, chu-
parosa, as well as specimen cactus, such as Argentine Giant, San 
Pedro and Arizona Organ Pipe 

"We take into account not only the type of plant, but the ex-
posure and water needs of the plant," Winters says. "We believe 
in an area where we have to be responsible stewards of the 
desert, that these actions are going to pay off for our clients in 

the long run when water is-
sues are even more high-
lighted than they are today." 

For its efforts, the En-
chanted Garden's Palmer resi-
dence was honored as a 2005 

Presidential Award winner from the Arizona Landscape Con-
tractors' Association. 

"This was just such an amazing project for everyone in-
volved," Winters says. "We had dedicated water teams, lighting 
teams, craning and boulder teams — we specialize our teams so 
that they can really stretch their creative and technical envelope 
every day on projects just like this. 

"To us this isn't just about installing plants, lights and water 
features that just anyone can install. To us this is an art form, lm 

Circle 115 

The arid desert conditions made 
it necessary to look at naturally 
sustainable plantlife and land-
scape design. 

WWW.SPRINKLERS4LESS.COM 

PC-300Í (INDOOR) 3-STA $ 66^ 
PC-300 (OUTDOOR) 3-STA $ 79-
PCM-300 (3-STA.MODULE)....$ 19 V 

'PROS-04...4"PROSPRAY..$ 1.25 
ALL REGULAR NOZZLES 800 

^ BUY THE BOX OR BAG ^ 

H u n t e r MTl ! 
MODULAR 

PRO-SERIES 
CONTROLLER 
UP To 15 STATIONS 

REMOTE READY 
r / J J j b J M M m 

ADJUSTABLE 
POP-UP 

4" TURF 
ROTOR 

PGP 

http://www.SPRINKLERS4LESS.com


Golf Swings to Swing Sets 
Envylawn is perfect for: 
• Residential Landscaping 
• Commercial Landscaping 
• Playgrounds & Play Areas 
• Parks & Common Areas 
• Golf Greens 
• Streetscapes 
• Medians 
• Pet Areas & Kennels 
• And More! 

We've got you covered for 
all your landscaping needs. 

Whether it's a golf green, community park, backyard, playground, 
or a median, EnvyLawn™ is the preferred synthetic turf of 
landscape contractors, architects, and homeowners everywhere! 

Envylawn is a technologically advanced synthetic turf system. Our 
revolutionary grass fibers give the effect of a perfect lawn year-
round. Envylawn is versatile and works for a variety of climates, 
surface traffic, slopes and contours. 

For more information or to find an installer near you 
call 800-334-TURF (8873) or visit www.envylawn.com 

Circle 142 

Pioneering Synthetic Lawn Systems 

http://www.envylawn.com


sprouts on home lawns 

Each spring the Walt Dis-

ney World's EPCOT In-

ternational Flower & Gar-

den Festival erupts in a 

spectacle of color, texture 

and design. Meticulously 

designed beds of riotously 

colored flowers, mostly annuals, frame the 

attractions and cover almost every patch of 

EPCOT's World Showcase that isn't paved. 

Themed topiary and, in one landscape, a re-

alistic model railroad chugging through a 

miniature mountain village add a whimsi-

cal air to the floral wonderland. 

But this past spring one special festival 

attraction, a grass-like synthetic turf chil-

dren's playground, didn't require any par-

ticular knowledge of horticulture. This 

display drew youngsters by the dozens, 

but it was the grass-like surface, installed 

by a company called ForeverLawn, that 

grabbed the attention of adults. Curious, 

many of them bent over to feel the tex-

ture of the surface and others walked on 

it as they followed children or grandchil-

dren to colorful playground equipment. 

Most visitors seemed pleased with the ap-

pearance the feel of the fake grass. 

Move over ornamentals, turfgrass, 

pavers, patios, outdoor kitchens and 

everything else landscape contractors in-

stall and maintain for customers — make 

room for synthetic turf. 

Business is booming 
Synthetic turf for residential and com-

mercial properties is here and it's hot. 

How hot? 

"I've heard numbers of 20 to 30 per-

cent for the industry," says Dale Karmie, 

who, with his brother Brian, owns Albu-

querque-based ForeverLawn Inc., which 

has been expanding at an 80% clip these 

past three years, he says. "I think it will 

continue to grow for the foreseeable fu-

ture," Karmie adds. 

More than a dozen international, na-

tional or multi-regional companies sell, 

and in many cases install, synthetic, and 

not just for sports fields either, although 

that's where it receives the most publicity. 

Indeed, the rate that synthetic turf is re-

placing natural grass in big-name stadiums 

and small-town sports parks worldwide has 

been astounding, impacting every level of 

competition from pee-wee to professional. 

FieldTurf the industry leader, has installed 

about 2,000 synthetic athletic turf fields it-

self Credit several factors for synthetic's 

continued on page 69 

Artificial turf moves from sports 
fields onto properties traditionally 
maintained by landscape pros 

BY RON HALL / Editor in ChieL 



Save Water. Educate Your 
Customers. Install Water 

Efficient Products. 
Increase Sales. 

Smart for Your Business. 
Build your business with Smart Irrigation Month. It's smart 
for the environment, your community, and your business. 
For free articles and water-saving tips for your clients, 
promotional ideas, and logos, visit: 

http://www.irrigation.org/SIM.htm 

An Initiative of the 

J U L Y 

SMART 
IRRIGATION 
M O N T H 

http://www.irrigation.org/SIM.htm


D E S I G N / B U I L D B E T T E R T H A N R E A L ? 

Synthetic turf suppliers 

Many synthetic 
turf suppliers 
offer easy-to-
follow guidelines 
or training for 
installations and 
maintenance. 

AstroLawn Global Sports Systems Inc. Southwest Greens 
Dalton, GA 800/723-8873 2721 Plantation Drive 8535 E. Hartford Drive, Suite 105 
www.astrolawn.com Round Rock, TX 78681 512/733-5300 Scottsdale, AZ 85255 877/260-7888 

www.globalsportssystems.comwww.southwestgreens.com 
Challenger Industries Inc. 
1224 Riverbend Road P.O. Box 2727 IntelliTurf, Inc. Sprinturf Inc. 
Dalton, GA 30722 706/278-7707 P.O. Box 8685 1200 Liberty Ridge, Suite 100 
www.challengerind.com Atlanta, GA 31106 Wayne, PA 19087 877/686-8873 

404/392-2783; www.intelliturf.comhttp://www.sprinturfsp.com 
DuraGrass Companies Inc. 
1103 E. 37th St., Tulsa, OK 74105 NewGrass SYNLawn 
866/841 -5638; www.duragrass.com 8355 E. Butherus Drive, Suite 1 3060 Mercy Drive, Orlando, FL 32808 

Scottsdale, AZ 85260 866/583-5602 866-SYNLawn (&96-5296) 
Envy Lawn w w w . n e w g r a s s . c o m w w w . s y n l a w n . c o m 
205 Boring Drive, Dalton, GA 30721 706/278-7707; www.envylawn.com ProGreen International Inc. Synthetic Turf International LLC 

5010 Acoma St. 506-508 Commerce Way 
EasyTurf Inc. D e n v e r C Q 8 Q 2 1 6 Jupjter pL 3 3 4 5 8 377/784.3873 
28987 Mountain Meadow Road 303/464-7888; vww.progreen.com www.synthetic-turf.com 
Escondido, CA 92026-6202 
866/EasyTurf; www.easyturf.com The Putting Green Company Turf Solutions Group LLC 

P.O. Box 579, Rocky Face, GA 30740 2414 West Nebraska Ave. 
FieldTurf Inc. 8 7 7 / 8 8 1 Peoria, IL 61604 877/586-1363 
486 Bowers Lane, Franklin Lakes, NJ 07417 www.theputtinagreencompany.comwww.turfsolutionsaroup.com 
www.fieldturf.com 

S E P T . 1 9 - 2 0 . 2 0 0 7 
Mandalay Bay Convention Center - Las Vegas 

N E W S H O W H O U R S : W E D . S E P T . 1 9 10:00 AM - 6:00 PM T H U . S E P T . 2 0 9:00 AM - 3:00 PM 

G A R D E N M A R K E T E X P O 
T R A D E S H O W O F T H E G A R D E N A N D L A N D S C A P E I N D U S T R Y 

• A Different Twist: The International 
Innovation Center's new products and 
worldly ideas will help ramp up your 
business to the next level. 

• World-renowned Keynote Speaker: 
Retail guru John Stanley addresses 
Landscape Marketing Trends, Outdoor 
Living and Garden Trends. 

• Check Out the Green: Garden Islands, 
Tropical Village, and the new Fruit 
Tree Lane and Shade Tree Boulevard 
showcase specialty growers. 

GREAT MINDS...Come to see GREAT IDEAS 
The world's newest products, free education seminars, green-focused exhibits... 

(800) 748-6214 [ x l 6 ] or (916) 928-3900 [ x l 6 ] 

FREE O N L I N E REGISTRATION at www.gardenmarketexpo.com 

82% of attendees 

surveyed in 2006 

found new products 

and services at 

Garden Market Expo 
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http://www.astrolawn.com
http://www.globalsportssystems.comwww.southwestgreens.com
http://www.challengerind.com
http://www.sprinturfsp.com
http://www.duragrass.com
http://www.newgrass.comwww.synlawn.com
http://www.envylawn.com
http://www.synthetic-turf.com
http://www.easyturf.com
http://www.theputtinagreencompany.comwww.turfsolutionsaroup.com
http://www.fieldturf.com
http://www.gardenmarketexpo.com


Synthetic turf is a natural for 
areas that are costly or difficult 
to mow and maintain. 

continued from page 66 

newfound popularity — much improved 
fibers and backing, the addition of "infill" 
crumb rubber material for added softness 
and, of course, aggressive marketing. 

At a home near yours? 
With the sports field market in hand, syn-
thetic turf suppliers eyes home owners 
and commercial property owners as its 
next big market. They say that synthetic 
is a great alternative to turfgrass on prop-
erties where it's difficult to grow natural 
grass, such as heavy shade or where its dif-
ficult or too expensive to maintain grass. 
Regions with water restrictions are strong 
synthetic markets, as well. 

"We have about 30 dealers across the 
country," says ForeverLawn's Karmie. 
"Many of these dealers supply product to 
landscape contractors, as well as supplying 
whatever supplies are needed and they 
provide training and support." 

Pros and cons 
Artificial turf has its advantages and disad-
vantages when it comes to turfgrass. On 
the plus side, it doesn't require fertilizers or 
water to sustain it, and it doesn't have to 
be mowed, obvious financial and labor sav-
ings. But since it's not living and transpiring 
it does not provide the cooling effect of a 
healthy lawn. On a sunny day it's hotter, 
sometimes much hotter, than real turfgrass. 
Also, it's far from maintenance free, which 
to the contractor, could offer another po-
tential service opportunity. 

"They should be maintained," says 
Karmie. "If they're not maintained prop-

erly, it will affect their appearance and 
functionality. Leaves should be blown 
or raked off, dust or dirt rinsed off 
with water. If there's heavy traffic, it 
should be groomed occasionally to 
keep it standing up and looking nice 

using a stiff bristled broom, leaf rake or 
power broom." 

How big synthetic turf becomes in the 
landcare market is hard to predict. But if it 
approaches the popularity it enjoys in the 
sports market, the impact will be huge, lm 
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Specifically designed for 
landscape professionals, 
PRO Landscape offers 
Realistic Photo Imaging, 
Easy-to-Use CAD and 
Professional Proposals -
all to improve your bottom line. 
With more than 15 years on the 
market, it's the most popular 
professional landscape design 
software available today. It's 
simple, it's profitable - and now 
with 3D, it's power you've never 
had before. 

EASY TO USE ... PROFITABLE ... 

AND N o w WITH 

60-Day Money-Back Guarantee 

"I sold two jobs the first week I owned 
the program. I'm hooked!" 
Dustin Leite, Maple Leaf Farms & Nursery 

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

SELL BETTER | PLAN BETTER | BID BETTER 

www.prolandscape.com 
800-231-8574 or prolandscape@drafix.com 

PRO Landscape 
Th* Standard in D*sjgn SofTwart for Landtcap* ProfnsJonals! M 

http://www.prolandscape.com
mailto:prolandscape@drafix.com


Stop storm water runoff 
The Bobcat silt-fence installer attachment pro-
vides a faster and more secure method of in-
stalling silt fence than the old methods of 
trenching or digging by hand. To control 
storm water runoff in work areas, the silt-
fence material is quickly threaded under a rod 
and through the chute on the blade. The at-
tachment is then lowered into the ground to a 
maximum depth of 20 in., and the silt fence 

Over the hedge 
Husqvarna's new 123HD60 hedge trimmer is a dual-
sided trimmer designed for the active consumer or light-use 
commercial operator. The 123HD60 is equipped with Husqvarna's exclusive LowVib anti-
vibration system, which allows for ease of operation and better control by isolating the 
power head and the cutting deck from the handles, resulting in less vibration transmit-
ted to the operator. Ergonomie in design and lightweight at just 11.2 lbs., the 123HD60 
is powered by a 22.5-cc, two-stroke engine. Additionally, the front handguard, blade 
protector and throttle lock help to maximize the protection for the operator. 
For more information contact Husqvarna at 704/597-5000 or 
yvyyw.usa.hus \ v a r a com I circle no. 264 

unrolls automatically as the machine is driven 
backward. The quick-change cap that mounts 
on the end of the silt-fence holder includes a 
spring-loaded plate that ensures proper ten-
sion so the roll won't unwind unintentionally. 
For more information contact Bobcat Co. 
at 866/823-7898 or www.bobcat.com I 
circle no. 265 

Stainless steel rotors 
The Toro Co.'s new top-of-the-
line, commercial-grade TR Series 
Stainless Steel rotors are designed 
to satisfy the most challenging ir-
rigation installations. The TR50 
and TR70 offer unbeatable dura-
bility and a number of compelling 
features with a full 5-year com-
mercial-grade warranty. To in-
crease the strength of the TR Se-
ries, the nozzle assembly and riser 
are encased in a stainless steel 
sleeve. It also sports a locking cap 
to protect it from vandalism. The full 5-in. 
pop-up is an excellent feature for clearing tall 
turf. The below-grade mount also adds 
greater safety by eliminating the potential for 
falling directly onto a sprinkler. 
For more information contact Toro Irrigation 
at 800/345-TORO or www.toro.com I 
circle no. 266 

Professional strength 
FMC Professional Solutions' Talstar Profes-
sional insecticide gives lawn care professionals 

a foundation insecticide to control surface 
feeding pests. Talstar Professional provides 
long-lasting control of the toughest lawn and 
ornamental pests, including all species of 
ants. It is also compatible with herbicides, 
fungicides, other insecticides and liquid fertil-
izers. In addition, Talstar Professional is water-
based, so it contains no odorous or plant-
damaging solvents. In addition, FMC is also 
now offering Talstar EZ granular insecticide 
for the lawn care industry. 
For more information contact FMC 
Professional Solutions at 800/321-1362 or 
www.fmcprosolutions.com I circle no. 267 

Front-mount dethatcher 
Protero's new Pro Rake front-mount de-
thatcher is commercial-grade rugged and 
economically priced. The Pro Rake dethatcher 
features sealed ball bearing wheel pivots, in-
novative spring coil tines and an easy lift 
mechanism. With 12- and 6-in. modular ex-
tensions, the Pro Rake can 
fit all mower decks from 36 
to 72 in. Optimal dethatch-
ing action is achieved with 
free motion of the tines in 
special brackets. Spaced 
spring coils result in maximum sideways flexi-
bility of tines for minimum lawn damage in 
turns and maximum spring life. 
For more information contact Protero at 
866/476-8376 or www.proteroinc.com I 
circle no. 268 

continued on page 72 

. AERATION HAS 
NEVER REEN 

' THIS EASY! 

19 HP Kawasaki; 
16cc Hydro Gear pumps; 

9 mph ground speed; 
80,000 sq/ft per hour 

9 20 gal. spray system 
• Dethatch Rake 
• 1 2 0 lbs hopper 

• 3 6 7 4 6 " tine heads 

M u l t i p l e a t t a c h m e n t s 
A v a i l a b l e 

P R O D U C T S , I N C . 

www.z-spray.com • 877-482-2040 • sales@z-spray.com 
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http://www.bobcat.com
http://www.toro.com
http://www.fmcprosolutions.com
http://www.proteroinc.com
http://www.z-spray.com
mailto:sales@z-spray.com


Fast and Affordable 

Herbicide 
Circle 161 

Give your customers the instant satisfaction they desire. 
Octane herbicide will add the necessary fuel to your current broadleaf weed 

control program to speed toward a more rapid kill. Today's lawn care consumers 
demand dead weeds now, and they don't want to wait weeks to see results. 
With new Octane herbicide in your tank-mix, you can now show your customers a 
the results they want, when they want them. Visual herbicidal results are 
evident within 24 - 48 hours following an application of Octane herbicide. 

Octane herbicide provides: 
• 1 hourrainfastness 
• Flexibility to be tank-mixed with any broadleaf 

herbicide for increased performance 
• Excellent turfgrass tolerance 
• Affordability. Add a little Octane to every tank! 

; Untreated Just 3 days after treatment 

For more information about Octane herbicide, 
visit our web site www.sepro.com or 
call 1-800-419-7779 

http://www.sepro.com


Products 

continued from page 70 
Private island 
Freedom Ponds' Islandscapes are living, float-
ing gardens for ponds and water ways. They 
are easier to install than conventional islands. 
Plants of all kinds will root in Islandscapes. Be-
cause of their unique growing properties, you 

can cultivate terrestrial flowers, shrubs, and 
grasses in addition to aquatic species. 
For more Information contact Freedom Ponds 
at 866/860-FREE or 
www.freedomponds.com I circle no. 269 
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Trench'N edge 
For the Edge, Inc.'s new TRENCH'N edge is 
designed for the installation of subsurface 
drip irrigation systems. The TRENCH'N edge 
trencher makes it easy to install these water-
saving systems by discharging the trenched 
material directly on to tarps. The unit cuts a 
1-in.-wide trench and zero to 7 in. deep, at 
35 ft. a minute. The speed of trenching and 
the ability to put the spoils in the adjoining 
hole allows for quick installation, less dam-
age to existing lawns and easy clean-up. 
For more information contact For the Edge, 
Inc. at 800/483-3437 or 
www.trenchnedge.com I circle no. 270 

Weather-resistant 
speakers 
Sonance's new series of Mariner 
weather-resistant loudspeaker 
comprises eight models that can 
be installed in both indoor and 
outdoor areas where moisture is 
a concern. The Mariner series 
sets a standard for ruggedness, 
weather-resistance and perform-
ance and features robust woofers across the 
board, which combined with high-output 
tweeters provide full sound from non-reflect-
ing, open outdoor locations. Sonance offers 
two "single stereo" models that reproduce 
satisfying stereo sound from a single loud-
speaker. 
For more information contact Sonance at 
800/582-0771 or www.sonance.com I 
circle no. 271 

Erosion prevention 
Made of strong, lightweight, UV-protected 
polyethylene, the StormSlide downdrain 
channels surface water away, giving land-
scapes a solution for stormwater erosion on 
walkways and roads. At only 3 lbs., the 
StormSlide is lighter than metal products, 
making it easier to move and install. It has 
none of the metal products' hazardous points 
or edges. It also stands up to forces that de-
form and corrode the old metal products. 
For more information contact StormSlide at 
626/622-8744 or www.stormslide.com I 
circle no. 272 

There is a reason 
we're the leader. 

You. 

And we'd like 
to say thanks 
for your continued 
trust and confidence.^ 
Exclusive 24-hour turnaround, 
including most custom orders. 

Forward thinking lighting solutions. 

Customer service that's second to none. 

Outstanding national factory sales support 
and step-by-step training. 

Reliable, durable products made in the U.S.A. 

VISTA 
PROFESSIONAL 
OUTDOOR 
LIGHTING 

Call 800-766-VISTA for a FREE product guide, 
then visit www.vistapro.com. 

http://www.freedomponds.com
http://www.trenchnedge.com
http://www.sonance.com
http://www.stormslide.com
http://www.vistapro.com
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Better Wiper Seal. 
Better Nozzles. 
Better Body Cap. 
Better Switch Now. 

Extra strong 

body cap won't 

leak or crack 

Convenient 

pull-ring flush cap 

Co-molded wiper seal 

eliminates leaks and 

"flow-by " 

Hunter 
The Irrigation Innovators 

www.HunterIndustries.com 
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STOP LOSING 
MONEY ON 

EVERY P A Y R O L L 

(888)788-8463 
WWW.JOBCLOCK.COM 

THE JOBCLOCK® 
T H E L A N D S C A P E R ' S T I M E C L O C K ™ 

THE BEST JUST KEEPS 
GETTING BETTER! 

The NEW Z-SPRAY 
J U N I O R - 3 6 
• 35 y? " width for gated 

lawns 

• Redesigned spray Yank for 

lower center of gravity 

• All the standard features of 

our current units 

• Powered by Kawasaki 

The NEW Z - M A X 
• 50 gallon Capacity 

• Wider wheel base 

Check out our full line of 
Ride-On Spray Systems 
and Aerators at 
www.z-spray.com 

Get your 8 0 0 - 5 8 6 - 4 6 8 3 

FREE Trial Or visit us on the web 
www.adkad.com/LM.htm 
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http://www.HunterIndustries.com
http://WWW.JOBCLOCK.COM
http://www.z-spray.com
http://www.adkad.com/LM.htm


FAST ACTING Bait For Control 
Of Outdoor Rodent Pests 

Voles 
Pocket Gophers 

' Ground Squirrels 

WORLD L I A D i R IN RODENT CONTROL TECHNOLOGY 
Madison, Wl 53704 U.S.A. I www.twMotM.com 

Available from your Bell Dtstrfeutor 

Circle 153 

• Easy Handling with hydrostatic drive system (no gear changing) 

• Zero Turn Radius manueverability (works around landscaping) 

• Internal Vacuum System (vacuums clippings, leaves, lawn debris) 

• Easy Servicing with tilt-up body and deck Circle 155 
You really don't have to, but if you did, you would be comforted | 
knowing you've got the easiest towing, most dependable and 1 
longest-lasting trailer on the road behind you. Thousands of 
trailers on the job is our proof. Over 50 years in the trailer business 
and our comprehensive 6-Year Warranty is your protection. 

can toii-free (800) 348-7553 or viat us on the web at www.wellscargo.coni 

WELLS 
CARGO 

• The Hustler Super l m - 0-15 mph, Fastest of the Fastv 

• Lifetime warranty on the leading edge of the deck and the tractor frame 
• Zero-turning-radius mower with preasionSmoothTrak' steering 
• 2-Year Commeraal Warranty, Parts and Service 
• Superior quality of cut HUSTLER 
800.395.4757 » WWW.HUSTLERTURF.COM 
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http://www.twMotM.com
http://www.wellscargo.coni
http://WWW.HUSTLERTURF.COM


ADVERTISING 
INFORMATION: 

Call Kelli Harsany at 
800-669-1668x3767 
or 216-706-3767, 
Fax: 216-706-3712, 
E-mail: 
kharsany@questex.com 

• Payment must be received by the classified closing 
date. 
• We accept VISA, MASTERCARD, and AMERICAN 
EXPRESS. 
• 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). 

Every m o n t h t h e C lass i f i ed S h o w c a s e 

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

p r o d u c t s a n d serv ices y o u ' r e l o o k i n g f o r . 

D o n ' t m i s s a n i s s u e ! 

BUSINESS FOR SALE BUSINESS OPPORTUNITIES 

N O R T H E R N M I C H I G A N 
L A N D S C A P E & S U P P L Y C O M P A N Y 
Located across the street from the biggest ski 
and golf resort in the Midwest. Close to Lake 
Michigan, high end seasonal clients. 3 acre 
supply and garden center, 3 bedroom home, 
one bedroom apartment, garage and retail 

building, crews to perform complete range of 
services, new equipment, stock and inventory. 

Must sacrifice because of health. 

2 3 1 - 5 4 9 - 2 0 8 1 

L a n d s c a p e m a i n t e n a n c e 
b u s . f o r s a l e 

2 7 s u c c e s s f u l yrs . 8 0 0 c l i en t s , 10 
ful l t i m e s e a s o n a l e m p l o y e e s . 

Cen t r a l N Y , n e t s o v e r 100k /y r 
M a r c h th ru N o v e m b e r . 

E m a i l f o r i n f o , 
j o h n l 0 1 @ w i n d s t r e a m . n e t 

L a r g e L a n d s c a p e I n s t a l l a t i o n & 
M a i n t e n a n c e B u s i n e s s f o r s a l e . 

G r o s s r e v e n u e $ 2 . 5 M , loca t ed in I l l inois . 
Cal l f or de ta i l s ( 6 3 0 ) 8 4 8 - 1 7 8 4 

w w w . n a p e r r e a l t y . c o m 

WWW. 
landscape 

rftanagement 
.net 

) PROFIT $ PROFIT $ PROFIT $ 
The a n s w e r is NOT m o r e j o b s & m o r e equ ipment ! Prof i ts Unl imited 
is the real deal . Our m a n u a l s & CDs will he lp you earn m o r e CASH & 

PROFIT for you, GUARANTEED! 

CALL: 800-845-0499 www.profitsareus.com 

"Simply put, our net profit went from 7.66% to 33.3% after applying Profits Unlimited 
strategies." Mike Rogers Care Takers Ground Maintenance 

If you don't change anything today, 
nothing will be any different tomorrow! 

R e a s o n s T o C a l l U s : 

* Huge Profit Center - Up To 6 0 % 
* Advanced Online Training 
* Utilize Existing Equipment 
* An Easy Add-On Service 
* Up Sell Existing Products 
* Greens Sell More Landscapes 

FREE VIDEO 
8 0 0 - 3 3 4 - 9 0 0 5 

w w w . a l l p r o g r e e n s . c o m 

Taking Your PROFITS To The Next Level 
S y n t h e t i c G o l f G r e e n s V o t e d , 

" T h e # 1 P r o f i t a b l e S e r v i c e I d e a 0 f _ 2 0 0 6 " 

WANTED 

HUGE REWARDS! 
-Owns A Seasonal Business 

-Wants to earn big $$$ 
Fit the description? 

Call 1.800.687.9551 

www.christmasdecor.net 

Use color to get the Attention your ad deserves! 

enhance 
your ad 
with color 

WANT TO BUY OR 
SELLA BUSINESS? 

7 0 8 - 7 4 4 - 6 7 1 5 • Fax 5 0 8 - 2 5 2 - 4 4 4 7 
E-mail pbcmel lo 1 (^aol.com 

Professional Business 
Consultants can obtain purchase 
offers from numerous qualified 

potential buyers without disclosing your identity. There 
is no cost for this as Consultant s fee is paid by the 

buyer. This is a FREE APPRAISAL of your business. 
If you are looking to grow or diversify through 

acquisition, I have companies available in Lawn Care, 
Grounds Maintenance, Pest Control and Landscape 

Installation all over the U.S. and Canada. 
182 Homestead Avenue, Rehoboth, MA 02769 

mailto:kharsany@questex.com
mailto:johnl01@windstream.net
http://www.naperrealty.com
http://www.profitsareus.com
http://www.allprogreens.com
http://www.christmasdecor.net
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Nakae & Associates, Inc. is one of southern 
California's leading Native Habitat Revegetation 
and Restoration Contractors. Since 1984, we have 
been creating and maintaining both native habitats 
and commercial landscape ana irrigation protects. 
Our continued growth presents excellent career 
opportunities with unlimited potential for 
advancement. We are currently seeking people for 
the following positions: 

• Project Managers 
• Superintendents 
• Foremen 
• Crew Leaders 
• Drivers 
• Equipment Operators 
• Revegetation Specialists 
• Spray Technicians (QAL, QAC) 

Please send your resume to the attention of 
Mr. Kevin P. Kirchner @ ocstaff@nakae.com 

or fax to (949) 786-2585 
Nakae & Associates, Inc. 

11159 Jeffrey Road, Irvine, CA 92602 
ph. (949) 786-0405 

Looking to 
hire 

someone? 

Reach thousands of 
professionals in your 
industry by placing 

a classified ad! 

Land-Tech Enterprises Inc. is one of the 

Delaware Valleys largest multi-faceted 

landscape firms. Serving commercial 

clients throughout PA/NJ/DE. 

Our continued growth presents exciting 

career opportunities with unlimited 

growth potential! 

Career opportunities in management, 

production, supervision and crew level 

are available in the following work 

disciplines: 

• Landscape Management 

• Landscape Construction 

• Erosion Control 

• Business Development-Estimating 

Contact Human Resources at 

215.491.1470 or fax resume to 

215.491.1471 

careers@landtechenterprises.com 

www.landtechenterprises.com 

Turf Maker 
Hydro Seeding Machines 
for 

Sod Quality Results 

turfmaker.com 800-551-2304 

the classifieds 
ONLINE at 

www.landscapemanagement.net 

Enter 

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. $124.99 + S/H. 

www. mulch re new. com 
610-584-8850 

Turbo Technoíogiesf Ine. 

1-800-822-3437 
www. Turbo Turf, com 

mailto:ocstaff@nakae.com
mailto:careers@landtechenterprises.com
http://www.landtechenterprises.com
http://www.landscapemanagement.net


HELP WANTED (CONT'D) 

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 M a n a g e m e n t 

• Landscape Construction 
• Irrigation 
• Accounting 

• Business Administration 

Start growing your career at: 
brickmangroup.com 

Natural High 
Are you enlivened by landscaping? Empowered 

by excelling? Motivated by managing? Tuned in 

to teamwork? Turn your energy into a successful 

long-term career at one of Southern CA's 

premier firms and help us reach new heights. 

We are looking for the following positions in 

our Landscape Maintenance, Plant Health Care 

and Tree Care Departments: 

• Branch Managers 

• Account Managers 

• Sales 

Branches in Los Angeles, 
Riverside, San Diego 
and Vtentura 
Counties. 

email: humanresources@staygreen.com 
Fax: 877-317-8437 Website: www.staygreen.com 

L A N D S C A P E 

Leading commerc ia l landscape 
maintenance organization in 

Kansas City is currently searching for 
individuals to fill key operational 

positions. Outstanding career 
opportunity exists for: 

Branch Manager 
Account Manager 

Production Manager 
Competitive compensation and 

benefits. Please send resume to: 
hr@signaturekc. com 

G O T H I C L A N D S C A P E , I N C . / 

G O T H I C G R O U N D S 

M A N A G E M E N T , I N C . 

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 Managers 
Estimators 
Foremen 

Irrigation Technicians 
Project Managers 

Purchasing Agents 
Sales Personnel 

Spray Technicians (QAC, QAL) 
Superintendents 

Supervisors 

For more information, visit 

www.goth ic landscape.com 

or email: hr@gothiclandscape.com 

Ph: 661-257-1266 x204 

Fax: 661-257-7749 

F I N D Y O U R J O B T O D A Y 

w w w . G r e e n I n d u s t r v - J o b s . c o m 

SERPICO LANDSCAPING, INC. 
A successful 17-year-old business in the 
5 F 3ay Area has dynamic opportunities 
for experienced landscape maintenance 

professionals to join us as: 

• A c c o u n t M a n a g e r s 

• B r a n c h M a n a g e r s 

F o r Info. Cal l (510) 293-0341 
jobs@serpicolandscaping.com 

F L O R A P E R S O N N E L , I N C . 
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 

w w w . f l o r a p e r s o n n e l . c o m 

W W W . L A N D S C A P E M A N A G E M E N T . N E T 

U.S. LAWNS 
NO ONE K N O W S THE 

LANDSCAPE MAINTENANCE 

INDUSTRY LIKE WE DO. 

U s e y o u r expe r i ence a s a n A c c o u n t Manage r . 
Ope r a t i ons Mgr . . B r a n c h M a n a g e r or 

R e g i o n a l M a n a g e r to w o r k for you . 

E-mail resume to hrëuslawns.net or 
tax to 407/246-1623. 

ULS. L A W N S 

SOFTWARE 

The #1 all-in-one software for lawn 
care and landscaping contractors 

Cus tomer Management 
Schedul ing, Routing 

Job Cost ing, Est imat ing 
Inventory, Purchas ing 

Automat ic Bil l ing, Invoic ing 
AR/AP, Payrol l, Account ing 

Market ing, Mobile Comput ing 

Download a free demo of the software that has 
been setting the standard for two decades! 

w w w . w i n t a c . n e t 1 - 8 0 0 - 7 2 4 - 7 8 9 9 

Don' t s t r e s s 
about finding new customers. 

Place a classified ad with Landscape Management Magazine 
www.landscapemanagement.net 

mailto:humanresources@staygreen.com
http://www.staygreen.com
http://www.gothiclandscape.com
mailto:hr@gothiclandscape.com
http://www.GreenIndustrv-Jobs.com
mailto:jobs@serpicolandscaping.com
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s n o w p u s h e r p a r t s c o m 
YOUR HOME FOR HIGH QUALITY DISCOUNT PARTS. 

FOR ANY PUSHER ON THE MARKET. 

BIG DISCOUNTS ON AFTER-MARKET 
PARTS THAT FIT ALL BRANDS! 

wear shoes, rubber & poly cutt ing edges, bolt kits, 
chain & binder kits, cutt ing edge hold downs, etc. 

Purchase from us 
exclusively on the internet. 

Circle 158 

cal l (413) 229-7919 or visit www.BerkshireEarthwings.com 
Which would your customers prefer?! Drive, then Pull 

to lock in p l a c e 
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Winners 
SMALL/MID-SIZED COMPANIES TO WATCH 

Mystic Water Gardens 
From model to a model business, owner creates romance in water and stone 

BY JANET AIRD 

Steve Sandalis's transi-

tion from modeling on 

the covers of romance 

novels to designing 

ponds and waterfalls isn't as 

much of a stretch as it seems. 

He learned construction from 

his father and uncles, who were 

contractors, and he built his 

first pond in his own back yard. 

"I love the outdoors," San-

dalis says. "I love water and 

creating beautiful sanctuaries 

for people. It's a wonderful 

way to make a living." 

These days, as the owner of 

Mystic Water Gardens, San-

dalis designs and installs ponds 

and waterfalls for residences 

and commercial properties. 

He also builds pondless wa-

terfalls', where the water goes 

into a gravel basin and is 

pumped back to the top. 

Projects range from small 

ponds built in a day to instal-

lations that take up to six 

months. He has designed a 35-

ft. high waterfall for a retreat 

center, a 60x60-ft. swim pond 

with a 100-ft. stream for a 

vineyard in Malibu, and a 

pond inside the Los Angeles 

Convention Center for the 

California Landscape Contrac-

tors Association 2007 Land-

scape Industry Show. 

An ecological approach 
The company donates ponds 

to schools, so kids can leam 

about ecosystems first-hand, 

Sandalis says. Every pond that 

Mystic Water Gardens builds 

creates its own ecosystem. 

"We work with Mother 

Nature, not against her," he 

says. 

He and his team are care-

ful to locate the ponds far 

enough away from trees so 

they don't damage the roots. 

They build shelves into them, 

giving beneficial bacteria 

places to grow, fish to hide, 

and aquatic plants places to 

cling to. Once the ponds are 

filled, he adds the beneficial 

bacteria, which remove chlo-

rine and other chemicals. 

They usually put in 

enough aquatic plants to cover 

40-50% of the ponds' surface, 

Sandalis says, which reduces 

the amount of algae. Last, they 

add goldfish, koi, frogs and 

• • Locations: Encino and Fresno, CA; Founded: 2001; 
Expected revenues this year: $1.5 million; Business mix: 90% 
design/build, 10% maintenance; Full-time employees: 9 

turtles. In larger projects, they 

add other kinds of fish as well. 

And then the ponds are 

left almost entirely alone. 

"These ponds are very low 

maintenance," Sandalis says. 

"They never need chemicals. 

Most of maintenance is emp-

tying the skimmer net." 

A safe haven 
The unfortunate side of this 

ecosystem is that the fish are 

prey for the frogs and turtles, 

as well as for raccoons. San-

dalis has this covered, too. 

"We create caves and tun-

nels for the fish to hide in," 

he says. If the pond is big 

enough, the turtles don't eat 

the fish. Raccoons can't reach 

the fish." 

Mystic Water Gardens has 

A model company. 

Former model Steve Sandalis 
(second from left) leads leads 
the Mystic Water Garden team. 

already won awards for its de-

signs: three last year alone 

from the CLCA. One of the 

awards was for the swim pond 

for the Malibu project. 

Sandalis says he was glad 

to leave the fickle world of 

modeling and acting behind. 

"In the entertainment in-

dustry, whether or not you get 

a job can depend on the color 

of your hair," he says. "But 

when you own your own 

business and you're skilled and 

a hard worker, you control 

your destiny." lm 
— The author is a freelance 

writer living in Altadena, CA. 

She can be reached at 

janet.aird@earthlink.net 

mailto:janet.aird@earthlink.net


Spurge, knotweed and clover are no match for the 
pgwer of new Surge® Broadleaf Herbicide For Turf. 
Energized with sulfentrazone, Surge has the power 
and speed to knock out tough broadleaf weeds 
fast. And it even suppresses yellow nutsedge! 
Visual results in 48 hours - now that has a 
powerful effect on call-backs. 

Your customers will be pleased with the speed and 
performance. You'll be pleased with the economy 
of Surge's water-based amine formulation! 

Put the power of Surge to work 
far your business this year! 
f Energized with Sulfentrazone 
f Warm Weather Weed Control 
f Reduces Call-Backs 
f Rain-Fast in Just 6 Hours 
f Designed for Residential 

and Commercial Turf 
f Low Odor 

} I-8ÛO-821- Y9&5 
surge.pbigor.don. corn 

From the makers of 
TRIMEC Herbicide 



J O H N D E E R E 
N o t h i n g R u n s L i k e A Deere" PRODUCTIVITY I UPTIME I LOW DAILY OPERATING COSTS 

With optimal 60/40 weight distribution, t h e w e l l - b a l a n c e d J o h n D e e r e s k i d s t e e r s a r e 

f o r w a r d - l o o k i n g , not b a c k w a r d l e a n i n g . T h e h e a v y - i n - t h e - r e a r c o m p e t i t o r s j u s t can ' t t a k e t h e s l o p e s l ike 

w e do. A n d o u r e q u a l l y v i s i o n a r y p a t e n t e d v e r t i c a l - l i f t b o o m s , l o w c e n t e r of gravity, a n d long w h e e l b a s e 

d e l i v e r i m p r e s s i v e t i p p i n g l o a d a n d r a t e d o p e r a t i n g c a p a c i t i e s . S o s e e y o u r w a y c l e a r to d e m o a s u r e - f o o t e d 

3 0 0 - S e r i e s S k i d S t e e r at y o u r J o h n D e e r e dea le r . Or c a l l 1 - 8 0 0 - 5 0 3 - 3 3 7 3 t o d a y 

Run the n u m b e r s , a n d you' l l run wi th Deere . 

Cirde 103 


