


How can a product that’s so tough on grubs
be so gentle at the same time?

It’s a little miracle we call Acelepryn™.

Nearly 500 independent university trials prove it: New DuPont™ Acelepryn™

J

insecticide delivers excellent control of the 10 toughest grubs, plus other
key pests, in as little as one application—and at the lowest application rate
ever utilized for white grub control. No other grub product can match the
outstanding environmental and toxicological profile of Acelepryn™. Or its reduced-
risk classification from the EPA. Tough on grubs, yet gentle at the same time
DuPont™ Acelepryn™ Learn more by visiting us at proproducts.dupont.com
Kill them. With kindness.

DuPont Professional Products

The miracles of science~

DuPont’
Acelepryn

INSECTICIDE
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Select stories from our e-newsletters

Following safe work prac-
tices during trenching and
excavation activities can
mean the difference be-
tween leaving the worksite
safely to enjoy another day
above ground ... or not.

Attending conferences are

a great way to network with
other professionals within
the industry and meet with
students studying to become
turfgrass managers.

Many companies have
turned to add-on services
to keep the cash flowing
year long.

Using a less-common
blooming tree with a
unique flower breaks the
monotony.

trends and solutions
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Savvy Landscape Managers and Designers who think green are sure to

ORIGIN:

FrIa e Qraooy Ta" Fescue

a

Enviromentally friendly, deep-rooted, drought,
wear and shade tolerant tall fescue has long
been a favorite of those who specify and
manage turfgrass. Newer varieties have
improved disease and insect tolerance, darker
green color and finer leaves than before.

So, think green and make Oregon grown
tall fescue part of your art ... today!

Aoy

Golf course roughs and bunker faces

Always specify Origin: Oregon tall fescue seed
for consistent quality produced by professional
growers in the Grass Seed Capital of the World.

Oregon {
Tall Fescue \
Commission =~

www.oregontallfescue.org \


http://www.oregontallfescue.org

Liquid Handling
Systems & Equipment

ajl. Mix-n-Fill
" ~fr ‘ System

Chemical Pre-Mix
Tank Systems

110 or 12 volt units

MCTS
Systems

Multi Chemical
Transfer Systems

Manual or
auto transfer

e
€l CHEMICAL
CONTAINERS, INC.

800-346-7867 * sales@chemicalcontainers.com
P.O. Box 1307 » Lake Wales, Florida 33859

SWIWWICODMET.COM®
L SlesLolmer.com 16008298225 s
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Think of this as our own little
“stimulus package.”

Hunter”

VS. SRv-100G &
PGV-100JTG

i~

Irritrol®
2400S

o2 bl
e

New lower price. Same outstanding quality and worry-free warranty.

Now more than ever, the key to profitability is installing quality products. For years, Rain Bird® DV and JTV Series Valves
have been known by contractors everywhere for their reliable performance—fewer call-backs, happier customers

and more positive job referrals. Now the valves you trust are available at a much lower price, so you can stay profitable
even when times get tough. Choose Rain Bird, the irrigation partner you can count on for proven performance.

For more information, see your Rain Bird distributor or visit www.rainbird.com.

Based on 2009 List Price effective January 1, 2009. *Based on 2009

RAIN I BIRD
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THEHALLMARK

RON HALL EDITOR-AT-LARGE I Contact Ron via e-mail at rhal

ere are 10 suggestions to help get you
through this season and prepare for
better times. In the spirit of full disclo-
sure, most came from friends in the
business. I jotted some in notebooks,
a few on loose scraps of paper I had in my pocket or
handy by the phone in my office — and a couple on
restaurant or cocktail napkins. Sometimes you get
your best ideas after a drink or two. Here goes:
1. Reduce overhead. Give a reward to any employee
who comes up with an idea to cut overhead 5% or
more. Employees often know where the waste is
when owners and managers don't.
2. Tim equipment costs. If a piece of equipment
isn’t making you money, sell it. Why pay insurance
and worry about the risk of theft or damage on
equipment you rarely use? Rent what you need for
those occasional jobs.
3. Keep cash flowing. Set up a system to monitor
and manage cash. Stay on top of your receivables.
Look at each customer’s credit history before
extending credit, especially for large projects. If
you're having trouble meeting payment deadlines,
talk to your vendors before the money is due. This
goes double if the payment is to your bank.
4. Keep training your best employees and fire the
troublemakers. There are a lot of good people

Don't whine about the economy or other
things you can't control. Do what you
can with your business, and
stay positive.

FEBRUARY 2009

Jquestex.con

10 tips to beat the '09 recession

looking for careers in this tight job market.
Cherry-pick bright young talent by building
relationships with local high schools, vocational
schools, community colleges and with local uni-
versities. Tip: Get to know the local FFA advisor.
He or she can point out the most ambitious and
talented students seeking careers.

5. Seek better deals from subcontractors and
suppliers. Everybody’s keen to keep cash flowing.
In these conditions, it’s not unreasonable to expect
better service and lower prices for your loyalty.

6. Keep your best crews busy. Make a deal with
contractors in related but non-competing indus-
tries to share your crews to keep labor costs in line.
Consider similar working arrangements to share
costly equipment.

1. Ever hear of the Pareto principle? This is the oft-
quoted 80-20 rule of thumb — 20% of a company’s
customers generate 80% of its revenues or profits.
This isn’t necessarily true, especially for small inde-
pendent service businesses. Even so, all companies
have customers (or classes of customers) that are
more profitable than others. Stay in touch with
them. Make them feel special.

8. Be a bulldog when it comes to controlling costs.
Every dollar you save represents more than $10 you
don’t have to sell to maintain the same profit level,
assuming your net profit margin, for example’ sake,
is 10%.

9. Add more services. What else can your employ-
ees do for customers while they're on their proper-
ties? Power washing? Gutter cleaning? Minor
home repairs?

10. Reacquaint yourself with family, friends and fun.
Don’t whine about the economy or other things
you can’t control. Do what you can with your busi-
ness, and stay positive. Don’t neglect your per-
sonal life, including your health. You're fortunate
— more fortunate than most — if you're healthy,
have family and friends and you're a part of this
great industry. Enjoy it all.
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When the price of fertilizer qoes up, how can I save money?

Use MOKE slow-release fertilizer for MOKE Weeks of ére;en

» Keleases A/iz‘rogen 3raa/aa//y * More Zime Zo get reww customers
* Fecoer applicadions, less work  * More proft @

A)ee,és of (zreen
£ 1’23 4 56 <+ 8§ 9.0
XCUd™
(Slow—-Release Fertdilizer) ——:=—-—->
Keqular Fertilizer _—

XCU Slow-Kelease Fertilizer is the best because...

" Keeps grass green up Zo 10 week's, ordinary fertilizer /asts 4 week's
" Most durable codating for gradual, consistent nidrient release

- >‘/{9/7e5(‘ A//Zrogen content, lowest Sulfur content

" Less leaching—betler for The emvironment!

XL
PN

Slow-Release Fertilizer

Agriun

Advanced
Technologies®

agriumat.com | © 2008 Agrium Advanced Technologies (U.S.) Inc

XCU™ and Smarter Ways To Grow™ are trademarks of Agrium Advanced Technologies (U.S.) Inc n !
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NEWSVIEWS

CLIPPINGS&

Heritage G fungicide
receives EPA registration

-2B regulation changes

ashington, D.C. — The
Department of Homeland
Security (DHS) and the
Department of Labor
(DOL) have released new

rules governing the H-2B visa guest worker pro-
gram. Effective Jan. 18, the key changes include:
» If the employer has laid off U.S. workers
within 120 days of the H-2B workers start
date, the firm must document it notified each
laid-off worker of each job opportunity, and
that it has and will consider each U.S. worker
interested.

> The employer must offer, and pay
throughout the H-2B guest worker’s period
of employment, a wage equal to or higher
than the prevailing wage. Competitive terms
and conditions must not be worse for U.S.
workers than for H-2B workers.

> The employer must keep documents related
to advertising, recruiting, prevailing wage
determination, supporting documentation,
and additional attestations for three years.

> DOL now has enforcement authority over
the H-2B program. Violations can result in
debarment from the program for up to three
vears, as well as other penaltes.

> DHS will require an approved temporary
labor certification in connection with all
H-2B petitions filed; employers will have

the ability to request review with DOL if an

H-2B visa application is denied.

> Beginning Oct. 1, 2009 (FY 2010), the
employment start date indicated on Form
[-129, Petition for a Nonimmigrant Worker,
must match the date of need on the approved
temporary labor certification. trok
» DHS has published a list of countries
designated as eligible for participation in the
H-2B program. For the list, visit www.dhs.gov.
(Special requests can be submitted.)

» The employer may file for unnamed work-
ers except for workers currently in the U.S.

> The employer must notify DHS within
two work days when the worker either: has
not come to work within five days of his/her
start date designated by the employer;
completes his/her contract 30 days before
the petitioned end date; or is fired/laid off.
The employer must retain evidence of DHS
notification in such situations for one year.

> New rules also: reduce from six months

to three months the time an H-2B worker
who has spent three years in the U.S. must
reside and be physically present outside the

STIHL sponsors
Tour des Trees

U.S. before he or she is eligible to re-obtain jtdo

H-2B status; and prohibit H-2B employers scturer ST

and recruiters from imposing certain fees on title sponsor of this ye
prospective H-2B workers as a condition of r intry cycling ar
employment or passing along application and lucation event
other costs to H-2B workers participating in lree
the program.

,/‘2

WORD

ONTHE STREET

(W4

“BIO Landscape, a member of the
Yellowstone Landscape Group, wi
be holding existing pricing during
2009 for landscape maintenance
work. Given the current economy,
and the financial state of our existing customers
a raise in pricing would be suicidal. New work, for
the most part, will be bid with tighter margins.”
Robert Taylor. president of Houston-based

BIO Landscape & Maintenance
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Our philosophy and practic “For 2009, we have decided to put a

3s and hourly rate

freeze on price increases. How

year. In 2009 we we do hold multi-year contracts

more conservative and selective that will increase in the second and
vith increases. Departments that third years at around 2% to 3%. We
)ss profit goals will have no increase are working harder than ever to become a lean

to gain additional margin through company to maintain profitability

improved efficiency Tony Sposato, president of Milton, DE-based
Tom Shotzbarger. general manager, of Lancaster Sposato Land! > C

Bomberoer
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GOLF LAWN NURSERY ORNAMENTAL
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NEXT STOP: YOUR LAWN.

Only a superstar rolls like this, and you're about to get a backstage pass to the hottest tour on

the road. It's the Rock the Weeds Tour 2009 featuring Dimension® specialty herbicide, the No. 1
preemergence herbicide brand in the lawn and landscape markets.' Dimension is cranking up the
volume on tough weeds like crabgrass, creeping woodsorrel, bittercress and many other grassy

and broadleaf weeds. And its nonstaining formulation rocks all season long and delivers outstanding
early postemergence control on crabgrass. On this tour, there are no groupies or wannabes.

It's brought to you by the company that delivers only proven solutions — Dow AgroSciences.
www.DowProvesit.com

herbicide products apply. Consult the label before purchase or use for full details. Always read and follow label directions. *The swinging

'GA ™ |
OFFICIAL | 5P
CHEMISTRY | (O
2007 Specialty Product Consultants. *Trademark of Dow AgroSciences LLC State restrictions on the sale and use of Dimension specialty COMPANY \
golfer logo is a registered trademark of PGA TOUR, Inc. ©2008 Dow AgroSciences LLC T38-881-001 (12/08) BR 010-60598 DATOTURF8041 o “
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Irrigation Association participates in
Congressional Water Caucus briefing

Irrigation Association (TA) staff recently
attended the January briefing of the
Congressional Water Caucus. The event
was the first meeting of the Water Caucus
for the 111th Congress.

The educational event was moder-
ated by IA External Affairs Director Andy
Smith. Fifty people attended the briefing,
with the audience comprised of senior
Congressional staff and water industry
professionals. Attendees discussed the his-
tory and current issues facing the nation's
water infrastructure, and viewed the PBS
documentary “Liquid Assets: The Story of
Our Water Infrastructure.”

“Educating members of
Congress on national water
policy is imperative to our

Irrigation Association (IA)
External Affairs Director Andy
Smith moderated
the recent
Congressional
Water Caucus
briefing.

mission of promoting efficient irrigation,”
said IAs Federal Affairs Director John
Farner. “It’s an honor for the Irrigation
Association to moderate the inaugural
briefing of the Water Caucus and Andy
did an excellent job advancing the IAs
message and credibility amongst key lead-
ers of the U.S. House of Representatives.”

The Congressional Water Caucus
was founded in 2007 in response to the
growing need for Congress to address
the nation’s water woes. The group
established “Tivelve Principles of Water
Policy,” a set of goals for the caucus that
includes achieving a sufficient water sup-
ply for urban and rural areas; considering
all available technologies for increasing
water supply efficiendy while safeguard-
ing the environment; and implementing
strategies to improve efficiencies.

The Irrigation Association is the
leading membership organization for
irrigation equipment and system manu-
facturers, dealers, distributors, designers,
consultants, contractors and end users.
Originally founded in 1949, IA includes
more than 2,000 corporate and technical
members and is dedicated to promoting
efficient irrigation. For more informa-
tion, visit www.irrigation.org.

BELIEVE IT

OR NOT ...
X-Ray spectacles for
- Super Landscaper Man

7

Underhill International recently
unveiled itsTurfSpy detection
glasses designed to help land-
scape managers see the future
by revealing potential problems
before they are visible to the
naked eye.TurfSpy lenses work
by blocking out the green spec-
trum reflected from chlorophyll
in healthy
vegeta-
tion. Stress
conditions,
such as
disease,
drought,
pests or
poor nutrition, are revealed with
glowing colors (red, coral, pink)
and reportedly can be detected
two to 10 days before they are
visible to the unaided eye.

For more information, visit
www.underhill.us.

Pruning is essential. Whether it's
azaleas or your insurance budget.

= - Right now, cutting costs is just as critical to your business as trimming hedges. That's why you need

Progressive Commercial Insurance. For over 30 years we‘ve helped thousands of small businesses save
hundreds, while delivering comprehensive coverage and great claims service. Now that’s Progressive.

M PROGRESSIVECOMMERCIAL.COM / LOCAL INDEPENDENT AGENT fiss T
PROGRESSIVE

3
’
£
Udiited Financial Casualty Company and its Alfiliates. Mayfield Village, Ohio. Available in most states. 08A00201.73 (01/09) /
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