




URN THEM INTO S O M E O F OUR BEST IDEAS. 
Your words are not falling 

on deaf ears. 

We know you feel more 

pressure every year to use 

product packaging that mini-

mizes worker exposure and 

container disposal problems. 

That feedback shapes the 

decisions we make. Like intro-

ducing the 15-gallon electron-

ic turf Pak.* And becoming 

the only company whose major 

products are all available in 

closed delivery systems. 

Each system limits worker 

exposure, eliminates container 

disposal, and saves you money. 

It's the nature of Ciba to 

let our research be guided by 

the people who benefit f rom it 

the most. Our customers. 

That's why we spend so 

much t ime keeping up with your 

needs. While other companies 

just t ry to keep up with us. 
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"WALKER" IS THE NEW EMPLOYEE'S NAME 

IMAGINE DOUBLING YOUR REVENUE 

WITHOUT HIRING ANOTHER EMPLOYEE 
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S ID B U R C H A M I I I , OWNER OF TERRE VISTA 

LANDSCAPES IN WICHITA, KANSAS, WAS MORE 

THAN A LITTLE EXCITED THE YEAR AFTER HE 

REPLACED HIS THREE INTERMEDIATE WALK-

BEHIND MOWERS WITH THREE WALKER MOWERS . 

H E WROTE TO TELL US WHAT HAPPENED: 

" 7 think you have built, quite possibly, the 
BEST lawn mowing machine I have ever seen. 1 
did not own any of your machines last season. 
This year, I own three with plans to buy a 
couple more next season. Your machine has 
allowed us to increase our business 100% from 
the previous year without hiring another 
employee. I would not have believed that it was 
possible but I can assure you that it is. 

Our quality too has increased considerably. 
We were able to acquire a couple of major 
contracts this season and these businesses could 
not be more pleased with our work. I hold your 
mowers directly responsible for our success." 
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Discover Walker 

Labor Savings . 

j o Help your _ | £ g 

• MRIR*,-,. 
5925 E. HARMONY RD. • FORT COLLINS, CO 80525 • (970) 221-5614 
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4 6 Mowing Dream Machine 
Contractors anJ manufacturers outline their concepts of 

the ultimate mower. Both groups look for productivity, 

operator comfort, safety and durability, among others. 

5 2 Feeling at Home in the Green Industry 
A woman's place used to be 

at home, but now its 

anywhere she wants to be — 

including the lawn and 

landscape industry. 

5 7 Money Talks? 
Contractors are trying some 

creative compensation plans 

to keep wages and salaries from breaking the bank. 

Basics of Micronutrients (Part 3): 
Just a Dab Will Do 
Boron, molybdenum and copper are necessary for plants i 

tiny amounts. They may be just what the doctor ordered. 

7 7 Sloppy Design Can Cost You a Bundle 
Serious irrigation design errors are 

costing property owners plenty of 

money in wasted water. They can 

also hurt the contractor in court. 

Make sure your design has 

the right pressures, equipment 

and placement to use water in 

the most efficient and cost-

effective ways possible. 

8 3 How To Handle Year-End Closing 
Several year-end decisions can save you a lot of money, 

depending on your situation. Ask a professional money 

manager to help you find the right strategy. 

8 7 New Product Showcase 
Lawn & Landscape is proud to present new product and 

equipment innovations for 1QQÒ. 
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ver the last decade, we've defined the professional lawn and 

landscape contracting industry. This dynamic market seg-

ment, served month ly hy Lawn & Landscape magazine, con-

tinues to he the fastest growing of all horticultural markets. 

Reflective of this industry expansion, the professional 

contractor market now consists of ahout 7 0 , 0 0 0 business lo-

cations collectively producing $ 4 1 hillion in service revenues. 

As this industry has grown, so has Lawn & Landscape. W i t h 

our November issue, we're proud to present our new name and 

logo, a complete magazine redesign and expanded market 

reach. Lawn & Landscape now offers 3 0 percent more circu-

lation, reaching 6 5 , 0 0 0 landscape professionals. 

O u r growth reflects the cont inuing evolution of the mar-

ketplace from specialized companies to full-service firms 

offering services ranging from lawn care to mowing/mainte-

nance services to design/huild and irrigation installation. 

As you page through the first issue of our redesign, you'll 

f ind a new look, added substance and our renewed goal to 

bring you the most in-depth coverage of your marketplace. 

Tke new Lawn & Landscape is holder, more colorful and a 

more reader-friendly publication offering a distinct blend of 

editorial and graphics to enhance your understanding and 

appreciation of the extremely visible landscape market. 

Lawn & Landscape is a pioneer in developing services 

which build a closer bond with our readers. O u r preferred 

reader program, our sweepstakes and our database and re-

search development efforts are all designed to help us learn 

more ahout your businesses and to provide editorial targeted 

to your concerns and interests. 

This month you'll also see the newest member of our 

family, T&O Service Tech magazine, a training and educa-

tional tool for the front-line service personnel who are 

responsible for the proper use of products and equipment. 

T&O Service Tech will he published every other mon th in 

1 9 9 6 and is available to all service technicians employed hy 

professional landscape firms. 

We're listening and we hope you will cont inue to share 

your business views and successes with us. O u r magazine 

enhancements and new introductions are a direct reflection 

of changes taking place both in the industry at large and 

within your firms. 

After you've had a chance to review the new editorial and 

graphics package, drop us a line at 4 0 1 2 Bridge Ave., Cleve-

land, O H 4 4 1 1 3 , or fax your questions or comments to 2 16 / 

9 6 1 - 0 3 6 4 . — Cindy Code ID 
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THE WAIT IS O M 
ALL NEW 

WINDOWS 
VERSION! 

1 CO COL 

MK ROSOTI 
WINDOWS (OMPMIHI 

QUP Windows' is here 
a n d m o r e p o w e r f u l t h a n eve r ! CLIP f o r W i n d o w s 
is t h e l e a d i n g W i n d o w s - b a s e d s o f t w a r e f o r L a w n 
Care C o m p a n i e s . CUP is s i m p l e t o use a n d learn . 
If y o u k n o w h o w t o use a n y o t h e r W i n d o w s 
p r o g r a m , y o u a l r e a d y k n o w h o w t o use CUP. 
It's as easy as p o i n t a n d c l i ck ! 

A u t o m a t i c B i l l i ng , S c h e d u l i n g , R o u t i n g , J o b 
Cos t i ng a n d E s t i m a t i n g are al l i m p r o v e d a n d 
e n h a n c e d in CLIP f o r W i n d o w s . 

CLIP w i l l cu t y o u r p a p e r w o r k f r o m h o u r s t o 
m i n u t e s , w h i c h can m a k e t h e d i f f e r e n c e b e t w e e n 
s u r v i v a l a n d p ro f i t ab i l i t y . 

S ince 1988, CLIP has s t a y e d o n t o p o f t h e L a w n 
Care S o f t w a r e i n d u s t r y by c a r e f u l l y l i s t en i ng t o i ts 
c u s t o m e r s a n d t a i l o r i n g CLIP t o f i t t h e i r needs . 
J o i n t h e t h o u s a n d s o f success fu l L a w n Care c o m -
pan ies t h a t bene f i t f r o m CLIP e v e r y d a y a n d s tay 
o n t o p o f y o u r c o m p e t i t i o n . 
Work smarter, not harder; shorter, not longer. 
Call now to order your copy of CLIPl 
Available in Windows 95 and Windows 3.1. 

1 -800-635-8485 
FREE DEMO AVAILABLE 

1 9 B B 1 9 B 9 1 9 9 D 1 9 9 1 1 9 9 2 1 9 9 3 1 9 9 4 

. . . B U I L D I N G D N D U R R E F U T A T I O N FTDR E X C E L L E N C E . 
© Sensible Software Inc.. 2 Professional Drive, Suite 246. Gaithersburg, M D 20879. (301 ) 977-5993 

Microsoft, Windows, and th. Windows logo sr. registered trademarks of Microsoft Corporation. 



ALL SYSTEMS ARE GO... 
THE OUTDOOR POWER Equipment Institute, Alexandria, Va., 

revised its earlier economic forecast for sales of outdoor power 

equipment. The new figures poinf to significant shipment in-

creases of front engine lawn tractors, riding garden tractors and 

walk-behind tillers. However, OPEI forecasts decreases in shipments 

for walk-behind power mowers (-3.3 percent) and rear engine riding 

mowers (-6.0 percent). The group also predicted modest increases in 

1996 shipments for all categories except rear engine riders. 

Specifically, the forecast predicts the following1995 and 1996 (in 

parentheses) shipment increases: front engine lawn tractors, +13.9 

percent (5.7 percent); riding garden tractors,+15.6 percent (4.7 

percent); and tillers, +12.5 percent (3.2 percent). 

15% 

12.5% 

10% 

7.5% 

5% 

2.5% 

0% 

Forecasters predict shipment 
increases in 1995 and 1996... 

1995 
1996 

Front engine lawn tractors Riding garden tractors 

OHIO GROUP BATTLES RENEGADE CITY 
T H E C I T Y O F Fairview 

Park, a suburb of Cleveland, 

is tbe target of lawn care 

industry groups in O b i o 

over tbeir citing of Barefoot 

Grass Lawn Service for 

fail! ng to comply witb a city 

notification ordinance. 

The company, witb tbe 

assistance of tbe Ob i o Pro-

OhiO companies are banding together 
challenge a city's preemptive rule. 

fessional Applicators for 

Responsible Regulation and 

funding from tbe Ob i o Lawn 

Care Association and mem-

bers of botb organizations, 

filed a countersuit against 

tbe city for enforcing a law 

tbat is more strict tban tbat 

o f t h e state. This preemp-

tion is not allowed by O b i o 

law, dating bac k to tbe 

state's first comprehen-

sive pesticide laws 

passed in tbe mid-

1970s . 

Tb e ordinance, pas-

sed by Fairview Park 

city council in 1992 , 

bad never been enforc-

ed until J une 2 7 of tbis 

year, wben a citizen 

filed a complaint 

against Barefoot Grass 

for failing to comply 

witb tbe city notifi-

cation law. Wben tbe 

tO city attempted to en-

(continueJ on page 10) 

I ' B ecent statistics indicate that 
j ^ K ^ F Americans are living longer —which 

means you may need to support your 
household for 20 or more years after 
retirement. How much money will be 
needed to maintain your present lifestyle 
after you are no longer working? 

Financial planners agree that between 
70 percent and 80 percent of your 
current gross annual income will be 
required. What can you do to meet this 
ambitious goal? Here is one strategy: 

• Open an Individual Retirement Account. 
• Contribute regularly and early. Your 

contributions can really add up over time. 
• Consolidate your IRAs within a single 

self-directed account. 
• Seek to maximize your returns. Even 

one percentage point increase in return 
can result in thousands of dollars saved. 

• Diversify to minimize risk. Don't let 
one adverse event jeopardize all your 
investments. 

• Review your IRA investments yearly. 
Make sure you're on track to meet your 
retirement goals. — John Houlihan, Dean 
Witter Heynolds Inc., Melville, N. Y. 



i i T h e . . 
brightest y idea 

sinceIRoundup! 
Twenty-five years after discovering the 

most effective herbicide ever, Monsanto 

does it again. With new Roundup* Pro. 

Roundup Pro herbicide is 

specifically formulated for turf care 

professionals. This breakthrough 

formulation provides enhanced, broad-

spectrum control over a variety of 

conditions and application methods. 

So you get faster, more consistent 

results. Plus, Roundup Pro is rainfast 

within one to two hours after application. 

Roundup Pro also offers a new 

"Caution" signal word. And you'll 

never have to add any extra surfactant. 

That means you can save money and 
time by cutting down on surfactant 

storage, handling and mixing. 

For a free information kit that 

sheds more light on all the benefits of 

Roundup Pro, call 1-800-332-3111. 

ndup 
^ PRO 

****** \ Monsanto 
RPRO-50081 ALWAYS READ AND FOLLOW LABEL DIRECTIONS FOR ROUNDUP PRO HERBICIDE Roundup' is a registered trademark of Monsanto Company © 1995 Monsanto Company 10/95 



NOV. 27-28 North Central Turfgrass 
Exposition, Pheasant Run Resort, St, 
Charles, III. Contact: Illinois Turfgrass 
Foundation, 312/201-0101. 

DEC. 8-8 Ohio Turfgrass Foundation 
Conference & Show, Columbus Con-
vention Center, Contact: Julie Weiler, 
OTF, P.O. Box 14824, Columbus, OH 
43214-0824; 614/261-6750. 

DEC. 8-8 42nd Rocky Mountain Regional 
Turfgrass Conference and Trade Show, 
Currigan Hall, Denver, Colo. Contact: 
303/688-3440. 

DEC. 11-12 Using Compost and Other 
Organic Products, Houston, Texas. 
Contact: American Society for 
Horticultural Science, 703/836-4606. 

DEC. 11-13 Design Short Course V for 
Residential Properties: Planting De-
sign, Richfield, Ohio. Contact: Ohio 
Landscapers Association, 800/335-6521. 

DEC. 12-14 Georgia Turfgrass Asso-
ciation Conference and Show, 
Georgia International Convention 
Center, Atlanta. Contact: Douglas 
Moody, 770/975-4123. 

1996 
JAN. 2-5 Advanced Turfgrass IPM 
Short Course, University of Mary-
land, College Park, Md, Contact: 
301/405-3913, 

JAN. 3-5 Ontario Turfgrass Symposium, 
Regal Constellation Hotel, Toronto, 
Contact: 519/767-1114, 

(continueJ from page 8) 

force the ordinance, the 

industry saw it as the perfect 

opportunity to take a stand, 

according to Bill Clutter, 

past president of O L C A 

and a hoard member of 

O P A R R . 

Attorneys for Barefoot 

Grass moved for dismissal 

of the citation, hut at press 

time no ruling had been 

made on the motion. 

TRUGREEN/CHEMLAWN 
ADDS INTERIORSCAPE 
RRMTO GROUP 
Something Different Inter-

ior Plantscaping, a 20-year 

(continueJ on page 10) 

W E ' V E C R E A T E D 
L A N D S C A P E * ice m e l t e r is a pel let ized natural br ine product 
that combines t w o key benefits: super ior ice melt ing ability 
a n d e n h a n c e d t r a c t i o n . L A N D S C A P E p e l l e t s b o r e r igh t 

THE SAME 
th rough the surface t o mel t ice and snow. T h e pellets w o r k 
in severe winter conditions, d o w n to -25°F. And the limestone 
granules provide a textured surface for enhanced traction and 

DEA N AN 
safer, m o r e secure footing. This winter , get off on the right 
foot w i t h the added tract ion of L A N D S C A P E ice melter . For 
a f ree product brochure and a sample, call I - 8 0 0 - 4 4 7 - 4 3 6 9 . 

iCE MELTER. 
L A N D S C A P E ICE M E L T E R . . SAFER W A L K W A Y S F O R T O D A Y . 



M 
JAN. 5-8 GrowerExpo '96, Hyatt Re-
gency O'Hare, Chicago. Contact: 
800/456-5380. 

JAN. 8-12 Turfgrass Short Course, Cor-
nell University, Ithaca, N.Y. Contact: 
607/255-1792 

JAN. 8-12 Advanced Landscape IPM 
Short Course, University of Maryland, 
College Park, Md. Contact: 
301/405-3913. 

JAN. 9-11 Eastern Pennsylvania Con-
ference & Trade Show, King of 
Prussia. Contact: Michael Smith, 610/ 
828-0253. 

JAN. 9-11 Wisconsin Turfgrass and 
Greenscape Expo '96, Holiday Inn 

West, Madison. Contact: 608/845-6536. 

JAN. 10-12 34th Annual North Carolina 
Turfgrass Conference and Show, 
Charlotte. Contact: Marsha Richard-
son, 910/695-1333. 

JAN. 12-14 Professional Lawn Care 
Association of America Management 
Conference, Embassy Suites 
Camelhead, Phoenix, Ariz. Contact: 
PLCAA, 800/458-3466. 

JAN. 18-18 Mid-America Green Industry 
Convention, Kansas City, Mo. Contact: 
Professional Lawn Care Association of 
Mid-America, 816/561-5323. 

JAN. 16-18 Landscape Ontario's Con-
gress '96, Toronto Congress Centre, 

Toronto. Contact: Landscape Ontario, 
905/875-1805. 

JAN. 17 Landscape and Nursery Expo, 
Sacramento, Calif. Contact: 
916/442-4470. 

JAN. 17 Professional Landscape & Turf 
Conference, Westchester County 
Center, White Plains, N.Y. Contact: 
914/636-2875. 

JAN. 18-20 Mid-America Horticultural 
Trade Show, Navy Pier, Chicago, III. 
Contact: 708/526-2010. 

JAN. 19-20 Landscape Maintenance 
Association Equipment Show Roundup, 
Tampa, Fla. Contact: 
941/680-4008. 

JAN. 22-24 Central Environmental 
Nursery Trade Show, Columbus, 
Ohio. Contact: 614/899-1195. 

JAN. 23-25 Virginia Turf and 
Landscape Conference and Trade 
Show, Richmond, Va. Contact: 
804/340-3473. 

JAN. 24-26 Midwest Turf Expo, India-
napolis. Contact: Midwest Region-
al Turf Foundation, 317/494-8039. 

JAN. 25-26 Northern California Turf 
and Landscape Council Exposition, 
Contact: 510/490-6292. 

JAN. 2 6 - 2 7 Alabama Nurserymen's 
Association Show, Mobile. 
Contact: 334/821-5148. 

SMALL SIZE. 
HUGE ADVANTAGES. 

The JCB 210S Backhoe Tool Carrier is 

surprisingly short, narrow, low and light. Yet, from 

a truly compact configuration it offers full size 

loader, backhoe and 4x4x4 performance. 

While full hydraulic services to front and rear 

also give it tremendous flexibility and real tool 

carrier versatility. 

For a demo of the remarkable 210S (or the 

210SL loader and 210SU utility tractor variants) 

contact your local dealer. 

You'll discover all the advantages of a great big 

4x4x4 plus all the advantages of a 

great small one. 

ALWAYS FINDING A BETTER WAY. 
JCB Inc. 10939 Philadelphia Road, P.O. Box 209, White Marsh, 

MD 21162-0209. Telephone: (410) 335-2800. Fax: (410) 335-3695. 





©1995 GM Corp. All rights reserved. GM. Chevrolet, 
Chevy, Kodiak, LoPro and the Chevrolet logo are 

registered trademarks of General Motors Corporation. 
Buckle Up, America! 

If ever this world had a source of 

tough and rugged power, you're 

looking at it. The Chevy Kodiak is 

pure, hard-working muscle ready 

to fill your needs. From a Class 5, 

18,000 lbs GVWR to a Class 8 

capacity of61,000 lbs GVWR. 

So it's no coincidence that 

some of the industry's most 

advanced thinking lies behind 

Kodiak's bumper, in both regular 

and LoPro configurations. 

Underneath sits a full-depth 

C-channel frame, originally 

designed for Class 8 heavy duty 

applications and rated from 

50,000-psi to a heat-treated 

110,000-psi. Again, you decide. 

And when it comes to power, as 

it normally does, you can choose 

gas or diesel. Opt for Kodiak's 

CAT• 3116 diesel with a fully 

integrated turbocharger and 

command up to 275 horsepower 

with torque curve to match. 

See your Chevy Truck dealer 

or call us at 1-800-T0-CHEVY 

(1-800-862-4389) to inquire 

about a power plant of your own. 

Chevy. The trucks that work. 

The trucks that last. 

Chevy Trucks 



(continueJ from page 13) 

o i d i irm in C inc innat i . 

Ohio, is now part of the 

TruGreen/ChemLawn 

group of interiorscape 

companies. T be company 

bopes to expand and 

improve its operations, and 

will cont inue to operate 

under tbe Someth ing 

Different name. 

DOWELANCO FORMS 
TWO T<S 0 
SALES DISTRICTS 
A restructuring at Dow-

Elanco, Indianapol is , bas 

resulted in tbe format ion of 

two sales districts dedicated 

(continueJ on page 18) 

POOR PEAT HARVESTS SPUR 
NEW INVENTORY POUCIES 
After two years of poor harvests, the 

Canadian Sphagnum Peat Moss Asso-
ciation members have agreed to create a 
buffer inventory in long-term storage from 
season to season to offset future low 
harvests. The inventory will represent 15 
percent to 30 percent ôf a normal year's 
harvest. The association member prod-
ucers represent more than 99 percent of 
all the peat imported into the U.S. 

RIGHT TO BAD LAWN 
UPHELD IN TEXAS COURT 
A Houston homeowner who refused to mow the 

St. Augustinegrass in his front yard while cit-
ing the "ecological and aesthetic advantages" of 
letting it grow was granted an injunction keeping 
the city from mowing the lawn for him. Despite 
neighbor complaints about the grass, which is 15 

inches high is some 
places and well above 
limits set by local ordi-
nances, the court 
granted the injunction 
until all appeals were 
exhausted. 

INTRODUCING THE MOST PRODUCTIVE 
HAND-FED CHIPPER ON THE MARKET 

•••THE NEW BANDIT 

THE NEW BANDIT 
MODEL 280XP, 
AN 18" DIAMETER CAPACITY, 
HYDRAULIC-FEED, 
DISC-STYLE CHIPPER WITH: 

• Powerful whole tree chipper-style feed system that 
is almost impossible to hang-up 

• New longer-lasting knives (3 to 4 times the knife life) 
compared to competitive brush chipper knives 

• Enormous chipper opening - 1 8 " x 20-1 / 2 " 
• Superior power, efficiency, smooth-feeding action, 

quality chips, and chip loading capabilities. 
• Features you expect from a Bandit chipper 

CONTACT YOUR LOCAI BANDIT DEALER OR GIVE US A CALL (800) 952-0178 

BANDIT INDUSTRIES INC. F0R M0RE INFORMATION OR TO ARRANGE A DEMONSTRATION: 
6750 MILLBROOK ROAD REMUS, Ml 49340 PHONE: (800) 952-0178 OR (517) 561-2270 FAX: (517) 561-2273 



Show insects 
it's not 
their turf. 

M r 
w e t 

Introducing NEW ASTRO Insecticide. 
Home owners and lawn maintenance people take great 

pride in their houses, lawns and the overall look of their 
landscape. 

They spend their hard earned money to purchase and 
keep their property beautiful and they don't want anything to 
damage it. That is why new ASTRO Insecticide was 
created... to show lawn and ornamental insects that it's not 
their turf! 

New ASTRO offers many important advantages: 
• Excellent control of 48 different damaging turf and 

ornamental insects. 
• Virtually no odor problems or phytotoxicity to lawns 

or ornamentals. 
• An EPA "non-restricted use" label. 
• No need for applicators to placard their trucks under 

new D.O.T. regulations. 
• Very economical insect control. 
So protect your turf ! 
Compare these features and benefits against the lawn 

and ornamental insecticides you are using now, and you will 
see that new ASTRO offers you a great combination of plant 
safety and insect control at a price that helps you truly show 
insects: It's not their turf! 

For information about new ASTRO Insecticide, contact your 
lawn chemical supplier or you can call 1-800-528-8873. 

Consult the label for complete use and application 
instructions and precautions. 

Another FMC Advantage! 
ASTRO and the FMC logo are trademarks of FMC Corporation. 

© 1994 FMC Corporation 

SEND FOR A FREE INFORMATION PACKET! 
For detailed information on ASTRO Insecticide, 
please fill in and return this coupon. ^^POSjg^P ® 
• YES I'd like an information packet. • • I W l ^ B 
• Please have my FMC representative contact me. 
Just send us your personal or business name, full address and phone number to: 

FMC INFORMATION PACKET 
P.O. Box 16170 „ « « « 

1 - 8 0 0 - 5 2 8 - 8 8 7 3 
If you prefer, you may call us toll-free: 

St. Louis, MO 63105-9713 

Please take just a moment to answer the following questions: 
WHAT INSECTS DO YOU TREAT MOST OFTEN? 

WHAT TYPE AND SIZE OPERATION DO YOU HAVE? (Check appropriate boxes.) 
• LANDSCAPE CONTRACTOR • LAWN CARE OPERATIONS 
• COMMERCIAL GROUNDS MAINTENANCE • SOD FARMING 
• OTHER (Please specify) 
NUMBER OF EMPLOYEES A3 
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solely to the turf and orna-

mental market. 1 he two 

new districts have yet to he 

staffed or headquartered in 

any geographical area, hut 

will enable the company to 

service its turf and orna-

mental customers, accord-

ing to Gary Denhart , sales 

manager. 

"We're dedicating more 

t ime and resources to the 

T & O mar ketpl ace because 

it is and will cont inue to he 

an important business for 

us," he said. Tlie structure 

will allow two dedicated 

sales representatives to 

handle current products 

and others under develop-

ment for the market. 

ECHO ANSWERS LOS 
ANGELES BLOWER 
BAN ATTEMPT 
Echo Inc., Lake Zurich, il l . , 

responded quickly to the 

initiative of Counc i lman 

Marv in Braude to ban the 

use of gasoline-powered 

leaf blowers in the city of 

Los Angeles, Cal i f . 

It is the third attempt by 

Braude to l imi t blower use, 

which he called 

P! r v "intolerable intru-

1 D o w L l a n c o « 0 « , p o l l u t e « a « j 
inefficient," (see 

Lawn & Landscape Mainte-

nance magazine, October 

1 9 9 5 , page 17). 

In a letter to Braude. 

Echo representative R o t in 

Pendergrast pointed out 

that the company had made 

great strides in noise 

A ban on leaf 
blowers has 
been proposed 
for the city of 
Los Angeles 
for the third 
time. The ban 
would limit 
noise to no 
more than 65 
decibels at 
50 feet. 

reduction, "not only 

m in im iz ing hut dramati-

cally decreasing the amount 

of noise that is emitted..." 

Pend ergrast also stressed 

that two-cycle engine 

emissions also had been 

(continued on page 20) 

f F i n a l l y 

Landscape Computer Imaging 
for the rest of us! 

Providing home owners with a picture of their house 

fully landscaped, before the work begins, has been 

helping thousands of landscapers close more 

business and increase earnings. 

Now you can do it EASILY and QUICKLY 

•World's most popular imaging software 

• Pristine plant library and hottest hardscapes 

Computer imaging - Site plans - Proposals 

VISUAL IMPACT 
Call for information and FREE video. 

\ ( 2 0 1 ) 7 7 0 - 9 5 5 0 J 

Kuri Tec" 
Accuflex" offers a complete selection of Kuri Tec" hoses for lawn care, tree 
care, pest control and a variety of other applications. They provide the qual-
ity that you demand, the choice of the exact hose for your requirements and 
a competit ive price that you want. 

Features: 
- Lightweight and flexible. Reduces operator fatigue. Easily recoiled after use. 
- Choice of PVC core or PVC / Polyurethane blended core depending on the 

chemicals that you use. 
- Ribbed PVC cover provides excellent abrasion resistance. 
- Choice of 3 0 0 , 6 0 0 , or 800 PSI working pressures. 
-- Pinpricked cover vents Vapor and helps prevent balooning. 
- Corrugated cover for reduced drag friction and increased flexibility. 
-- Choice of two pass or one pass construction depending on your durability 

requirements 

/ V | ACCUFLEX INDUSTRIAL HOSE LTD. 
^ ^ ^ 1 \ i i l Quality Hose and Tubing Products 
V / 8000-A Ronda Dr.. Canton. Michigan 48187-2066 »Tal 313-451-0080 • FAX 1-800-877-0544 

K4131 
YELLOW COVER 

YELLOW CORE 
1 PASS CONSTRUCTION 

GRAY COVER 
BLACK PVC/ 

POLYURETHANE CORE 
2 PASS CONSTRUCTION 

A1661 
YELLOW COVER 

BLACK PVC/POLYURETHANE CORE 
2 PASS CONSTRUCTION 

A1687 
COVER/BLACK 

PVC/POLYURETHANE CORE 
2 PASS CONSTRUCTION 

A1251 
YELLOW COVER 

BLACK PVC CORE 
2 PASS CONSTRUCTION 

USE READER SERVICE #63 



TomORROUJ'S 
TRimmea < A 

Ü É „i^ätim.^ ... - - . . . . . 

Husqvarna just turned 
all existing trimmers into 
ancient history. Introduc-
ing a series of trimmers 
so highly advanced that 
any professional using 

one automatically steps into the future. 
What puts these nine trimmers so 
far ahead of anything else in the 
industry? Swedish engineering and 
workmanship. 

First our designers took away 
almost all of the vibrations with 
LowVib™ a system that effectively isolates 
engine and cutting head vibrations from 

your hands. Next we added 
power and subtracted weight. 
Choose from three high-powered 
engines that come in models 
weighing as little as 11.7 pounds. 
Along the way our team worked 
hard to keep things quiet A fully 

enclosed engine and a muffler 
with heavy-duty baffling built-in 
ensures one of the lowest noise 
levels available today. Of course, 
all our trimmers go through the 
same type of tough field testing 

that our chain saws go through. Finally 
we applied The Crown Commitment 

to this new series of Husqvarna 
trimmers. So, if you buy one and 
aren't satisfied with its pro user 
performance, you can return it 
within 15 days for a 
full refund* If you 

agree that trimmer devel-
opment has been in the 
dark ages, visit your near-
est Husky dealer and ask 
about the new age that's dawning on 
tomorrow's trimmer 

(h) Husqvarna 

n 0 T H I n G U) 0 R H s 
For your nearest dealer call I-800-HUSKY62. 

L I K E A H U S H V 

* At participating dealers 
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(continueJ from page 18) 

reduced "dramatically." 

In reference to Braude's 

Aug. 15 news release: "It is 

unfair and inappropriate to 

make references in tkis 

press release without pro-

viding the media, other 

committee and council 

members and interested 

parties with factually ac-

curate information." 

Echo offered to provide 

detailed information ahout 

recent achievements in leaf 

hlower technology that spe-

cifically address the Coun-

cilman's concerns at the 

next meeting of the city s 

Environmental Q u a lity 

and Waste Management 

Committee. 

(continueJ on page 25) 

Lee Ingram Jerry Shadley 

uss Adsit joined the faculty of 
the Department of 
Landscape Architecture at 
Mississippi State University. 

Homelite named Jerry 
Shadley executive vice 
president of sales and 
marketing, responsible for 
global sales. David Walker is vice president of operations and Stephen Peace is manager 
of advertising and communications. 

Lee Ingrain was named safety and security director of Environmental Care, join-
ing the company after 15 years with the Litton Aerospace Co. He will be res-
ponsible for ensuring compliance with health and safety regulations. 

Burlingham Seed hired Don Woodhall as vice president. He has been in the seed 
industry in New England for 21 years. 

Paul Zarlengo joined CLC Labs as director of sales, marketing and technical 
service support. 

• EASY HANDLING 
PRO-LINE RIDER 

• ZERO TURNING RADIUS 
• FASTER GROUND SPEEDS 
• HYDROSTATIC DRIVE 

• FLOATING DECK 
• LIQUID-COOLED 

ENGINE 
Loan & Lease Plans 

52" a n d 61 " cut t ing d e c k s 

E n c o r e R ider ut i l izes a K a w a s a k i 
2 0 h p l iqu id -coo led e n g i n e a n d a n 
E a t o n 771 dua l pa th hydros ta t ic 
dr ive s y s t e m , g iv ing s m o o t h 
cont ro l w i th a w i d e r neutra l band . 
C o n t r o l s a re ful ly adjustable. 
Call for a brochure. 

M A N U F A C T U R I N G CO., INC. 

1-800-267-4255 
P.O. Box 888 • Beatrice, NE 68310 

E n c o r e ' s c o m p a c t , hydros ta t i c 
r ider o f fe rs u n m a t c h e d user -
f r iend ly opera t ion . A t rue f loa t ing 
d e c k a l l o w s m o w i n g o n r o u g h 
ter ra in a n d a u n i q u e t r u n n i o n o n 
t h e f ront ax le f r a m e a s s u r e s a h igh 
qual i ty cut a n d s m o o t h r ide. T h e 





The environmentally friendly products, 
packaging and formulation technology of 
tomorrow are available from Riverdale today. 

• Dry, water soluble 
herbicides or liquids. 

• 2 ,4 -D based or 2 ,4-D 
free products. 

• Esters or Amines. 

• The right mix for your 
turf situation. 

Riverdale's formulation and 

packaging advances allow 

turfgrass managers flexibility 

to choose the broadleaf weed 

control products that best 

fit their needs. 

Options include: 

The future of the turfgrass industry depends heavily on 

our actions today. The importance of clean air, clean water, 

and healthy turf and trees will significantly enhance the 

health and recreational needs of the population. Increasing 

environmental pressures require all of us to be better stewards 

of the products we use. Making the best product choices today 

will help insure our right to continue in this business tomorrow. 

We believe those choices begin with Riverdale products. 

Maintaining healthy, weed-free turf is as important to the environment 
for coolingy filtration, and erosion control as it is to the aesthetic 
value of a home. 



I l 

Recreational opportunities are greatly enhanced with 
weed-free turf The playabliity of golf course turf would be 
severely impacted without effective weed control products. 

Dry, Water Soluble Herbicides 

Triple rinsing and disposal problems are a thing 

of the past with Dissolve® Tri-Power® Dry, and 

Triplet®Water Soluble. All packaged in water 

soluble bags. No mixing, measuring, pouring, 

freezing, or exposure to concentrates. 

2,4-D Based or 2,4-D Free 

Whatever your choice, Riverdale offers a full 

line of three-way herbicides. Your weed control 

doesn't have to suffer because you choose not to 

use 2,4-D. Riverdale offers proven effective, 

broad spectrum broadleaf weed control with the 

herbicide combination of your choice. 

Esters of Amines 

Cool weather weed control is significantly 

enhanced by using Ester formulations. When 

it warms up, switch to Amine formulations. 

Riverdale offers you choices of chemical 

components in both Esters and Amines. 

Various Product Mixes To Choose From 

With Riverdale herbicides, you can choose the 

product mix you need. Riverdale's full line of 

broadleaf herbicides give you the flexibility to 

manage your own program. 

The quality of a highly maintained playing field 
significantly reduces the potential for injury to players. 

Worker protection standards have left few products labeled 
for commercial sod producers. Riverdale offers a choice of 
herbicides for growing healthy, weed-free sod. 



Products designed to meet your needs! 
Dry, Soluble Herbicides in Water Soluble Bags 

DISSOLVE (2,4-D, Mecoprop. Dichlorprop) TRIPLET® W . S . (2,4-D. Mecoprop, Dicamba) TRI-POWER®DRY(MCPA . Mecoprop, Dicamba) 

i Dicamba-free 
i Totally water soluble 

amine formulation 
i No measuring, 

mixing, pouring or 
handling of 
concentrates 

i No triple rinsing or 
disposal problems 

i Cool and warm 
season turf 

i Proven performance-
improved formulation 
and packaging 

i Totally water soluble 
amine formulation 

i No measuring, mixing, 
pouring or handling of 
concentrates 

i No triple rinsing or 
disposal problems 

i Cool and warm 
season turf 

12,4-D free 
i Highly soluble acid 

formulation 
i No measuring, mixing, 

pouring or handling of 
concentrates 

i No triple rinsing or 
disposal problems 

i Cool and warm 
season turf 

Liquid, 2 ,4-D Based Herbicides 

T R I - E S T E R (2,4-D, Mecoprop, Dichlorprop) 

i Ester formulation 
i Improved cool 

weather weed control 
i Increased efficacy on 

hard-to-control 
species 

i Dicamba-free 
i Cool and warm 

season turf 

T R I P L E T (2,4-D, Mecoprop, Dicamba) 

i Amine formulation 
i One product for all 

use sites 
i Flexible rate ranges 
» Effective, economical 

broadleaf weed 
control 

i Cool and warm 
season turf 

T R I A M I N E (2,4-D, Mecoprop. Dichlorprop) 

• Amine formulation 
• Dicamba-free 
• Tank-mix compatible 
• Effective, economical 

broadleaf weed 
control 

• Cool and warm 
season turf 

Liquid, 2,4-D Free Herbicides 
T R I - E S T E R "II (MCPA, Mecoprop, Dichlorprop) T R I - P 0 W E R (MCPA, Mecoprop, Dicamba) T R I A M I N E "II (MCPA, Mecoprop. Dichlorprop) 

i Ester formulation 
12,4-D and 

Dicamba-free 
i Improved cool 

weather weed control 
i Increased efficacy on 

hard-to-control 
species 

i Cool and warm 
season turf 

12,4-D free 
i Amine formulation 
i Low use rates and 

flexible rate ranges 
i Effective, economical 

broadleaf weed 
control 

i Cool and warm 
season turf 

12,4-D and 
Dicamba-free 

i Amine formulation 
i Flexible rate ranges 
i Effective, economical 

broadleaf weed 
control 

• Cool and warm 
season turf 

For more Information, Call 

iverdale 
I V I I G A L . C O M P A N Y 

425 West 194th Street • Glenwood, IL 60425-1584 
PHONE (800) 345-3330 • FAX (708) 754-0314 
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That committee is other companies since 

scheduled to meet early this Braude's initiative was 

month. Echo said it had heen published in the Los 

"inundated" with queries by Angeles newspapers. 

ASSOCIATION NEWS 

0| ew president of the Professional Lawn Care Asso-
ciation of America is John Buechner, Lawn Doctor 

Inc., Marlboro, NJ. Other new officers include Terry 
Kurth, Lawn Care of Wisconsin, Middleton, Wis., president-elect; 
Larry Messina, Lawn Cure of Southern Indiana Inc., Jefferson, Ind., 
vice president; and Bob Ottley, One Step Tree & Lawncare, North 
Chili, N.Y., secretary/treasurer. Dale Amstutz, Northern Lawns Inc., 
Omaha, Neb., is immediate past president. 

Teddi Davis, Garick Corp., Cleveland, Ohio, is the new president of 
the Professional Grounds Management Society. First vice 
president is Steve Wharton, Minot Park District, Minot, N. D.; and 
second vice president is Tom Riccardi, Goodyear Tire and Rubber 
Co., Akron, Ohio. The society's new directors include: Kevin 
O'Donnell, Villanova University, Philadelphia, Pa., mid-Atlantic 
regional director; George Meeks, ServiceMaster, Memphis, Tenn., 
southeast regional director; and George Gaumer, The Davey Tree 
Expert Co., Kent, Ohio, director at large. 

For more information, contact PGMS at 410/584-9754. 

The Strategic Planning Committee of PLCAA analyzed future 
directions of the lawn service industry at the group's August board 
meeting. Among its projections were: 

• New products will require greater knowledge and expertise to use. 
• Consolidation of lawn care companies will continue. 
• Customers will want more of a "prescription approach" for services. 
• Fewer products will be available. 
• Weeds will continue to be the number one concern of customers. 
The group also set specific future goals to further the develop-

ment of the industry and individual companies. The Strategic Plan 
calls for affecting legislation, improving the public perception of 
lawn care, educating the industry and the public, developing mem-
bership and taking several other leadership roles. 

For more information about the committee's projections or the 
Strategic Plan, contact PLCAA at 800/458-3466. 

• • • • ^ ^ H l i H H I H H I 

• P o r t a b l e - s p l i n e d , a l u m i n u m shaf t 
eas i l y e x t e n d s 7 - 1 1 feet 

• L i g h t w e i g h t - o n l y 16 lbs. 
• S a f e - e l i m i n a t e s c l i m b i n g 
• F a s t - c u t s t h r o u g h 1 0 - i n c h l i m b s in s e c o n d s 

The Power Pruner has gone beyond tree pruning. 
A variety of attachments and accessories makes the 
Power Pruner the only tree and hedge tr imming tool 
you need. 

The new Hedger t r i m m i n g a t t achmen t allows you to 
shape and prune hedges and shrubs or to thin heavy 
brush. The circle saw accessory 
is available for finer pruning. The 
Model D unit is for safe pruning 
around high-voltage sources. 

The automatic oiling system is 
standard on all units. 2 1/2- and 
5-foot extensions are available 
for extended r e a c h - u p to 17 feet. 

For more information or 
to locate a nearby dealer, call: 

800-243-9592 

IOWEFFFWNER* 
TECHNIC TOOL CORPORATION 

325 Snake River Avenue 
P.O. Box 1406 

Lewiston, ID 83501 
208-746-9011 Fax 208-746-0616 

HEDGER TRIMMING 
ATTACHMENT 

NOW AVAILABLE 

USE READER SERVICE #6S 
LAWN & LANDSCAPE • NOVEMBER 1995 25 
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EAST MEETS WEST IN 
FERTILIZER PACT 
Pursell Industries Inc., 

Sylacauga, Ala. entered 

into an alliance with J. R. 

Simplot Co., Pocatello, 

Idaho, to manufacture and 

market fertilizers for the 

turfgrass, nursery, con-

sumer and agriculture 

markets. Pursell manufac-

tures controlled-release 

fertilizers, and has supplied 

those products to Simplot 

for more 

than 10 

years. 

Simplot, 

which produces 

phosphate fertilizer 

for turfgrass and com-

mercial nursery markets, is 

said to he the leading 

manufacturer of granular, 

homogeneous fertilizers in 

the western United States. 

The all iance calls for 

combine d efforts in tech-

nology, marketing/distribu-

tion and research. 

JOHN DEERE JOINS 
NASCAR RACE LINEUP 
The Lawn & Grounds Care 

Division of Deere & Com-

pany, Moline, 

will spon-

sor a car and 

driver team in the 

1996 schedule for 

the National Association 

for Stock Car Au to Rac-

ing. Chad Little, NASCAR 
driver, will pilot Deere's 

Pontiac Grand Prix for 

M R M Motorsports, which is 

owned hy football quar-

terback Mark Rypien and 

businessman Greg Poll ex. 

Th e team will participate 

in the Busch Grand Nation-

al Series of 2 6 races in 14 

states, w hich starts in Feb-

ruary of 1996 . 

TO ACQUIRE STENS 
CORPORATION 
Ariens Corp., Brill ion, 

Wis., signed a letter of 

intent and was expected to 

acquire the assets of Stens 

Corp., an outdoor power 

equipment aftermarket parts 

manufacturer based in Jas-

per, Ind., to launch the 

company's expansion into 

the parts distribution mar-

het. The J eal was expected 

to close approximately late 

October. 

IL BORING 
SYSTEM SIMULATOR IN 
DEVELOPMENT 
The Charles Mach ine Works, 

Perry, Okla . , h as partnered 

with three universities to 

develop a directional boring 

system training simulator. 

(continueJ on page 30) 

The Pro Series Aerator by TURFCO is the answer to your wide area and sloped area aeration needs. The 

Pro Series gives you 8 rows of tines with the most dense aeration pattern for an aerator of this design. 

The E-Z off, drop off wheels allow you to pass through gates. 

The Pro Series has also kept all the great features of The Aerator 
• External, Protected Chain • Large Self Aligning Ball Bearings 
• Steel Tube Lift Rods • Box Frame for Fewer Welds 

® • Separate Clutch & Throttle • Superior Balance & Turning 
MFG. INC. -1655 101st Avenue NE -Minneapolis, MN 55449-4420 -Phone: (612) 785-1000 -FAX (612) 785-0556 

AERATORS • SOD CUTTERS • EDGERS • DRILLING UNITS • POWER RAKES • PIPE PULLERS 

m m ; \ f H * m 

TURFCO. 4 E R A TORS NO w Turfco^Has 2 
Introducing The PRO SCRIES AERATOR by Turfco 

THE PRO SERIES AERATOR THE AERATOR 



U American 
Cyanamid 

And I 
Want to 
Give You 
$10,000. " 

A. Thomas Perkins, Ph.D. 
Business Manager 

Professional Turf, Ornamental & Pest Control Products 



Introducing new PENI 
And the PENDULE 

LARGE CRABGRASS 
Digitaria sanguinalis 

ANNUAL BLUEGRASS 
Poa annua 

CHICKWEED 
Stellaria media 

KNOTWEED 
Polygonum aviculare 

GREEN FOXTAIL 
Setaria viridis 

GIANT FOXTAIL 
Setaria faberi 

SPURGE 
Euphorbia spp. 

EVENING PRIMROSE 
Oenothera biennis 

GOOSEGRASS 
Eleusine indica 

"Once in a great while, a product 

comes along that deserves not just 

a minor mention, but a major 

announcement. PENDULUM® Plus 

Fertilizer belongs in that category." 
A.Thomas Perkins, Ph.D. 

American Cyanamid is so excited about 

introducing new PENDULUM Plus Fertilizer, we're 

giving away $10,000 in cash to the ultimate weed picker. 

PENDULUM brand Pendimethalin has earned a repu-

tation for providing cost-effective, broad spectrum, 

season-long, preemergent control against many 

troublesome weeds. And now it's available on quality 

fertilizers from American Cyanamid, the leading manu-

facturer of preemergent turf herbicides. 

PENDULUM Plus Fertilizer controls all the 

troublesome weeds that PENDULUM alone does, 

including crabgrass, goosegrass, foxtail, oxalis and 

spurge. In fact, it controls every one of the weeds 

illustrated above and more. So the correct answer to 

our question is actually "none." Remember that when 

you're filling out your entry form. It could win you 

$10,000 in cash! 

PENDULUM also offers greater flexibility 

than ever before, since it is also available in 60 WDG 

and 3.3 EC sprayable formulations. And now, like all 

Pendimethalin based products, it's more affordable, 

thanks to special cash rebates available to you through 

July 31, 1996. 



jULUM® Plus Fertilizer, 
VI Plus Sweepstakes. 

S O U T H E R N CRABGRASS 

Digitaria aluns 

H O P C L O V E R 

Trifolium procumbens 

B A R N Y A R D GRASS 

Echittochloa crus-galli 

C U D W E E D 

Gnaphalium purpureum 

FALL P A N I C U M 

Partcium dichotomiflorum 

Having trouble 

picking the correct 

weed? Just 

keep reading. 

PURSLANE 

Portulaca oleracea 

L A W N B U R W E E D 

Soliva ptersosperma 

HENB IT 

Lamium amplexicaule' 

O X A L I S 

Oxalis spp. 

Broad spectrum. Season-long control. Cost-

effectiveness. Flexibility. And a chance to win $10,000 

in cash. 

Looking for a preemergent herbicide that 

offers more? We don't think you'll find one. 

Sweepstakes Rules: Offer available to professional product end-users only. 
Distributors or other individuals reselling product not eligible. No purchase 
necessary. Limit one entry per person. Complete the entire form. Incomplete 
information will nullify entry. All entries must be postmarked no later than 
March 10, 1996. Two winners will he selected, one each from the golf course 
and lawncare industries, from a random drawing to be held March 15, 1996. 
If prize is not claimed, additional random drawings will he conducted until all 
prizes are awarded. Estimated odds of winning are 10,000 to 1. The winners 
will be contacted by telephone and/or mail by an American Cyanamid 
Representative. All applicable taxes are the responsibility of the winners. 

A V C Y A M A M / O 

Agricultural Products Division 
Specialty Products Department 
Wayne. NJ 07470 • 1 M 5 

Plus Fertilizer 

YES, I'D LIKE TO BE A 5/0,000 CASH WINNER. 

NAME 

TITLE/COMPANY 

ADDRESS 

CITY 

ZIP 

.STATE_ 

. P H O N E . 

Jb/gal 

Amoun t of preemergent herbicide purchased annually: 

Preemergent + Fertilizer lb Sprayahle Preemergent 

Brands of preemergent herbicides used in the past year: 

• Please send me additional information on P E N D U L U M Plus Fertilizer. 

Wh i ch of the weeds shown does P E N D U L U M Plus Fertilizer 

N O T Control? 

Mai l this form to: P E N D U L U M PLUS Sweepstakes, C / O M & B 

Associates, P.O. Box 8575, Trenton, NJ 08650-9871 

PTO-954 



H 
recent segment of th e show 

"Homebu i ld ing Digest," on 

H o m e & Garden Televi-

sion. I lie nat ional program 

reviews issues, experts and 

projects related to home 

bui lding and designing. 

In the interview, 

Doeshurg discussed the 

importance of landscaping 

in increasing property 

values and selecting a 

landscape professional. H is 

appearance was the result of 

efforts hy the Publ ic 

Relations Commi t tee of the 

Associated Landscape 

Contractors of Amer ica to 

U 1 J awareness of tfi e 

industry and the role of 

professional contractors. 

"This was an exciting op-

portunity to show A L C A as 

the expert and our beliefs of 

the benefits of landscaping 

for th e audience." he said. 

PGMS PUBLISHES 
MAINTENANCE 
ESTIMATING GUIOE 
The task of estimating 

landscape maintenance 

work may he a little easier 

with the use of the Profes-

sional Grounds Manage-

ment Society's updated 

guide. "The P G M S Grounds 

Maintenance Estimating 

Guidel ines" is a 36-page 

booklet full of estimating 

worksheets, examples and 

instructions. The update is 

(continueJ on page 32) 

GROWTH 
That's What 

PgMS 
Is All About. 

M A X I M I Z E Y O U R C A R E E R G R O W T H P O T E N T I A L ! 
BY LEARNING ABOUT THE PROFESSIONAL GROUNDS MANAGEMENT SOCIETY, 

YOU'LL BE MADE AWARE OF THE MANY BENEFITS IT HAS TO OFFER! 
YOUXL GROW WITH U S . . . JOIN PGMS TODAY! 

t ANNUAL CONFERENCE k TRADE SHOW 

• DISCOUNTS 

• WORKSHOPS 

• CERTIFICATION 

• AWARDS 

• MONTHLY NEWSLETTER 

• SURVEY INFORMATION 

P H O N E # ( 4 1 0 ) 5 8 4 - 9 7 5 4 

• EMPLOYMENT SERVICE 

• HAZARD COMMUNICATION TRAINING PACKAGE 

• MEMBERSHIP DIRECTORY 

• GROUNDS MAINTENANCE ESTIMATING GUIDE 

• GROUNDS MAINTENANCE MANAGEMENT GUIDELINES 

• GROUNDS MANAGEMENT FORMS k DESCRIPTIONS GUIDE 

• LANDSCAPE MANAGEMENT SUPERVISORY TRAINING 
MANUAL 

FAX # ( 4 1 0 ) 5 8 4 - 9 7 5 6 

Clip and Mail to: P R O F E S S I O N A L G R O U N D S M A N A G E M E N T SOCIETY 
10402 Ridgland Road, Suite 4, Hunt Valley, M D 21030 

/ WANT TO GROW WITH PGMS! Please send more information explaining how. 

Name City and State 

Company Zip Code 

Street Area Code/ Phone U 

(continueJ from page 20) 

Ind iana University, Purdue 

University, Louisiana l ech 

and Bridgwater College in 

Eng land are working with 

the company to develop the 

simulator on the company's 

Di tch W i t ch Jet Trac 2 5 1 0 

directional boring system. 

Operators wi 11 he able to 

select various boring situ-

ations to test their perfor-

mance in different 

soil types and condi-

tions and work sites. 

Operators can simulate the use of a 
directional boring machine on this system. 

RICK DOESBURG 
SPEAKS FOR 
GREEN INDUSTRY 
Rick Doeshurg, vice 

president of I horn-

ton Gardens, Maine-

ville, O h i o , spoke up 

for the professional 

landscape contracting 

industry during a 



Working together, ALCA and 
CNA help keep losses under control 

to keep your premium down. 

The Associated Landscape Contractors of 

America business insurance program offers you 

a very important benefit: A loss control program 

that not only helps keep premiums down, but 

also is available at no extra cost. Only the close 

working relationship between the CNA Insurance 

Companies and ALCA makes this possible. 

By listening to your association, we understand 

the risks of the landscape contracting and 

nurseryman businesses. As a result, the CNA 

Insurance Companies can offer you a loss control 

program that may help reduce injury and property 

damage and may ultimately reduce premiums. We 

are proud to say this program has been endorsed 

with the ALCA "Seal of Approval" since 1982. 

To take advantage of this comprehensive insurance 

program designed especially for and endorsed by 

ALCA, call CNA at 1-800-CNA-6241. 

For All the Commitments You Make® 

The CNA Insurance Companies underwriting this program will vary according to the coverage. Available in the continental U.S. only. These companies include 
Continental Casualty Company. Transcontinental Insurance Company, Transportation Insurance Company and Valley Forge Insurance Company. CNA Plaza/Chicago, IL 60685 



b b b 
(continued from page 30) 

sponsored by Ciba in con-

duction witb P G M S . 

Tke updated guide is 

available for $ 1 5 from 

P G M S , 120 Cocbeysville 

Road, Suite 104 , Hun t 

Valley, Md. 2 1 0 3 0 ; 410 / 

5 8 4 - 9 7 5 4 . 

SNA FORMS FOREIGN 
TRADE ALLIANCES 
In an alliance witb tbe 

Southern United States 

Trade Association and In-

ternationale Pflanzen 

Messe, tbe Southern Nur-

serymen's Association is 

developing export programs 

for horticultural products 

(continued on page 34) 

DROUGHTWQES CONTINUE 
IN REGIONS OF PENNSYLVANIA 

OHE CRUEL SUMMER of 1995 has stretched 

into fall, as rain continues to elude much of 

Pennsylvania. According to Dale Stehr of the 

state's Agriculture Bureau-Plant Industry, 31 

counties in southeast, northeast and north central Pennsylvania are under a 

drought emergency. Under the emergency, mandatory limits are placed on 

water use by lawn and landscape professionals. 

Several other counties continue to be under drought warnings and watches, 

which call for voluntary water use reductions by homeowners and profession-

als. The Pennsylvania Landscape and Nursery Association has been offering 

drought information packages for professionals to give to consumers explaining 

the warnings and emergencies. Contact PLNA for information at 717/238-1673. 



E n t e r L L M S W E E P S T A K E S ' 9 5 T o d a y What were your 1994 expenditures by the 
f % following categories? 

V # # | • H f W c l e s j E . 3... $ 
Simply complete and mail this card (must oe filled j f i s e f l t a d a y . . ^ , ^ . . - . $ 
out completely to qualify): pgr? $ 
N a m e B i o l o g i c a i s ' l Z Z Z Z I I S 
j j t j e Fertilizer/herbicide $ 

Fertilizer/insecticide $ 
Company Name 
. . . 5. Please indicate the number of units operated 

A a a r e s s in each category: 
City State Zip I .Trimmers Blowers 

Edgers Pruners 
P h o n e N o - Chain Saws Brush Cutters 

% Hedge Trimmers 
1. How many technicians do you employ? 

Full time S e a s o n a l _ — 5 piease describe your mowing equipment: 
Number of walk-behind units 

2. Based on total company revenues, what Model Types Owned 
percentage of your total business comes from: 

% Lawn Care M o d e i S i z e s 0 w n e d 
% Maintenance Services^* 
% Irrigation Services N u m b e r o f r j d j ng units 
% Installation r > \ \ \ Model Types Owned 
% Pest Control f 

Model Sizes Owned 
3. What were your 1994 revenues? $ 
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hozu to 

m p l y ^ g ^ a n d 

mail the attached reply 

card —one subscriber 

will kick off 1996 

with in 

Regulations 

U 
IS 
O 

1 NO PURCHASE NECESSARY 

2. The contest is open to licensed lawn and landscape 
contractors, their employees and suppliers. Onlv 
persons who, as of the date of the prize drawing, are 
18 years of age or older, with a valid driver's license, 
and are legal residents of the U.S. are eligible to 
enter. Entry cards must be fully completed. 

3. This sweepstakes is not open to employees or the 
families of all sponsoring firms, Lawn 8c Landscape 
\| n into magazine or other C.IE Publishing Co. 
publications, ana affiliated companies. 

4. Enter by completing and mailing the official entry 
form available in the monthly issues of Lawn & 
Landscape Maintenance magazine, or receive a valid 
entry form by sending a postage paid envelope to 
Sweepstakes '95, c/o G1E Publishing. 4012 Bridge 
Avenue, Cleveland, Ohio, 44113. Not responsible or 
liable for lost, late, stolen, mutilated, illegible, 
incomplete, postage due or misdirected entries. No 
mechanical reproductions permitted. 

5. PRIZE - $20,000 retail value of profession il l.,un 
and landscape products. The winner will be 
determined by a random drawing of all entries 
received by November 30, 1995. The winner will be 
announced and notified by U.S. mail and/or 

"Telephone. Prize notification returned as undeliver-
able as addressed will result in an alternate winner 
being drawn and notified until a qualified entrant is 
awarded the grand prize. Only one grand prize will 

be awarded. 

• professional products! 

\ l 
^ entriesmustbefilledout 

completely to qualify. 
6. No cash equivalent or prize substitution 

Pnze is not transferable. 

7. All federal, state and/or local taxes, if any, are 
the sole responsibility of the winner. Winner will 
be required to sign an affidav it of eligibility and 
liability/publicity release (allowing the sweep-
stakes sponsor to use the winner \ name and 
likeness for publicity purposes) as |t condition of 
being awarded the prize. Failure to do so will 
result in an alternate winner being s< lr< ted 

8. Void wherever prohibited or restricted by law. 

Winner will be selected 

December 1995. 

9. Odds of winning will be determined by the 
number of entries received. All entries become 
the property of Lawn &: Landscape Maintenance 
magazine and GIE Publishing Co. 

10. By participating, you agree to these rules and 
decisions of the judges which shall be final in all 

^natters relating to this sweepstakes. 

11. To obtain the name of the winner of this 
sweepstakes, send a self-addressed, stamped 
envelope to "LLM Product Sweepstakes," 4012 
Bridge Ave., Cleveland, Ohio 44113, Attn: Fran 
Franzak. 
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AAN'S LIGHTHOUSE 
FUND TO SUPPORT 
NATIONAL NETWORK 
Tke Amer ican Association 

of Nurserymen lias estab-

lished a nat ional Lighthouse 

Fund to provide more 

support and funding for its 

nat ional initiatives. A A N 

believes the program will 

help strengthen the 

industry's clout when dealing 

with government issues. 

Tli e program is open to 

companies that do not 

currently belong to A A N , 

hut wish to support the 

group's initiatives. Partici-

pating firms will receive 

basic in format ion on hey 

issues and periodic 

grassroots alerts. For more 

in format ion on the 

program, contact A A N at 

202/789-2900. 

EASY GARDENER, 
GALE GROUP UNK 
MARKETING EFFORTS 
Landscape fabric manufac-

turer Easy Gardener, 

Waco , I exas, assumed the 

marketing and sales o f tlie 

Ga le Group's Solartex 

Shade Fabric. 1 he product is 

now called Easy Gardener 

Shade Fabric. The move 

should take advantage of 

both firms' manufacturing 

and marketing strengths. ID 

More grass in one pass 
Bril l ion's new, improved Turfmaker Seeder helps you grow 
thicker, more un i form stands and save up to 5 0 % in seed costs. 
Its legendary precis ion seed ing helps you get better seed /so i l 
contact , increased germinat ion, faster emergence and thicker 
s tands all w i th one pass seeding. 
T h e Turfmaker is built tough for longer, more precise operat ion, 
featur ing a heavier, more posit ive ground-dr ive system. A two-
p iece seed shaft w i th center ad justment on the 10' mode l 
provides more precise seeding. Opt ional t rack remover kits, 
scrapers and seedbox agitator kits are available. 
In addi t ion, metal def lectors are 6 8 % stronger 

For more informat ion on Bril l ion's new, improved 
Turfmaker, send this ad wi th your name and address 
to Bri l l ion Iron Works, Inc., Bri l l ion, W l 54110. 
Or cal l us at 414-756-2121 or fax 414-756-3409. 

and extend closer to the g round to gu ide 
seed between roller whee ls for even 
seed ing despi te w indy condi t ions. 
New glass-f i l led nylon seed meters 
ensure cont inuous accuracy. 

Turfmaker Seeders 
8 models, pull and 3 pt. hitch 
5'4", 8', 10' and 12' models 

~ New 12' Turfmaker 
USE READER SERVICE #97 

(continued on page 32) 

grown in 1 6 south-

eastern states and 

Puerto Rico. 

1 he alliance, 

which as been under 

development for two 

years, includes a 

sister-show relation-

ship with the I P M 

Show in Essen, Ger-

many, which is one 

o f the 1 argest horti-

cultural trade fairs 

in Europe. 

Tk e agreement 

calls for cooperative 

advertising support 

between the shows, devel-

oping a slogan or logo 

together and establishing 

exhibitor and show official 

exchange programs. 

In an effort to help develop new 
markets for plant materials grown 
in the South, the Southern 
Nurserymen's Association has 
entered an alliance with two 
international trade groups for 
future projects and trade shows. 



VERSATILE? 
The New Holland Super Boom" skid-steer 

loader is one machine that has multiple personalities. 

Just pick the attachment and let Super Boom do 

the work. 

• Pick Up 'n GoIM Universal Attachment 

System: Super Boom hooks up easily to New 

Holland and competitive attachments. 

• Large Attachment Selection: New Holland 

offers a large selection of attachments. That means 

you can get hooked on whatever you need to get the 

job done. 

• Superior Lift Height, Dump Reach: The 

unique design gives you the best in lift height and 

dump reach so you'll be more productive. 

• Your New Holland Dealer: But what really 

makes the Super Boom versatile is your New Holland 

dealer. He has the attachments, parts and service 

support to help you squeeze the most work out of 

your Super Boom. Stop by today to see what makes 

Super Boom so versatile. 

M 
l\EW HOLLAND 

y 



POSTER CHILD. Get-
ting tile word out 

on grasscycling as 

a lawn care prac-

tice is the latest 

project for Mont-

gomery county in 

the state of Mary-

land. Officials 

recently released a 1 7-inch 

x 24-inch poster depicting 

the benefits of grasscycling. 

It features a color illustra-

tion of a cross-section of 

the lawn and soil ecosystem. 

I he poster is being dis-

tributed as part of a consu-

mer education and infor-

mation campaign about the 

benefits of grasscycling, 

which include a lush lawn 

in less time for less money. 

In the county, the poster is 

displayed in county and 

community buildings, 

schools, libraries and parti-

cipating retailers. 

Copies of the poster are 

available at no charge by 

contacting Joe Keyser of 

Montgomery County at 

3 0 1 / 2 1 7 - 2 2 7 0 . 

SPREADIN6 THE WORD. The 
Associated Landscape 

Contractors of America 

recently attended World 

Workplace '95 in Miami . 

Fla., an annual conference 

of the International 

Facilities Managers 

Association, to demon-

strate the contributions of 

plants to indoor air quality, 

as well as the working 

environment. Thousands of 

corporate decision makers 

participate in the show. 

A L C A joined with Plants 

for Clean Air and the 

Florida Nurserymen & 

Growers Association in the 

project, which included 

landscaping a 37 , 800-

square foot area with 6 3 

species of more than 1 ,880 

plants. I he tallest was 18 

feet high. 

Th e groups stressed that 

plants are a requirement, not 

a luxury, for living and 

working spaces. Beside the 

interest shown by many 

attendees, the American 

Institute of Architects 

(which sponsored the show) 

asked the groups to present 

continuing education 

courses in the future. 

SCHOOL IPM. The Professional 

Lawn Care Association of 

America, in conjunction 

with other industry groups, 

supported a recent educa-

tional campaign encouraging 

the use of integrated pest 

management practices on 

school grounds. A direct 

mail campaign was aimed at 

16 , 000 school superinten-

dents across the country this 

past August. 

"We feel this is a positive 

approach to address the sub-

ject that is getting more 

attention by the states and 

state legislatures," said Tom 

Delaney, P L C A A ' s director 

of government affairs and 

campaign coordinator for 

the organization. "The pro-

gram covers the area of in-

door pest control as well as 

application to school 

grounds, sports fields and 

other recreation areas." 

Superintendents of 

schools received letters from 

EPA , P L C A A and other 

sponsoring organizations, an 

E P A guide titled, "Pest 

Control in the School En-

vironment: Ad opting Inte-

grated Pest Management," 

and a case study, "Integrat-

ed Pest Management in the 

Gwinnett County Public 

School System." 

Other sponsoring organi-

zations included Respon-

sitie Industry for a Sound 

Environment, the National 

Pest Control Association 

and the National School 

Board Association. 

For more information, 

call P L C A A at 770/977-

5 2 2 2 . 

BUCKING THE STATE. The city of 

Cleveland Heights, Oh io , 

recently passed an ordinance 

that prom hits the use pesti-

cides on any publicly owned 

land in the city. Backers of 

the measure cited reducing 

potential risks commonly 

associated with pesticide use 

as their reason for the 

ordinance. 

It appears, however, that 

the ordinance is not en-

forceable by state law, he-

cause it includes privately 

owned day-care centers un-

der its umbrella of restricted 

areas. This would preempt 

O h i o law. Industry groups 

plan to wait and see if the 

ordinance is enforced. ID 



GlfìHT-VA C ^ i / f é " 
WHEREVER THERE'S DEBRIS THERE'S A NEED FOR A 
GIANT-VAC...AND GIANT-VAC HAS A MACHINE FOR ALL NEEDS! CD 

© « M i ® 

k 
FRONT MOUNT 

PTO 9 

«m mm 
G if) NT-VAC 

Originata* <utd Vianeet 

pvt Ovvi /4 ZuaxUn gcntwuf 

ONN. 06266 • 12031 423-7741 
FAX: (203) 423-2654 



The thinking behind their 
preemergence herbicides. 

I . 
You want cheap stuff. 

4À 

The thinking behind ours. 

1 . 

You want to forget about stains. 

2. 
You want it to last longer and work better. 

3. 
You want to make so much money 

you can retire to a thatched hut in Fiji 

where somebody comes by regularly 

to weed the roof. 

Available 

from: 

Agra Turf 

Searcy, AR 501-268-7036 

Agriturf 

Hatfield, MA 413-247-5687 

Benham Chemical Co. 

Farmington Hills, MI 810-474-7474 

Cannon Turf Supply, Inc. 

Fishers, IN 317-845-1987 

Cornbelt Chemical Co. 

McCook, NE 308-345-5057 

E.H. Griffith, Inc. 

Pittsburgh, PA 412-271-3365 

Estes Chemical, Inc. 

Wichita Falls, TX 817-766-0163 

Fisher & Son, Inc. 

Malvern, PA 610-644-3300 

George W. Hill & Co., Inc. 

Florence, ICY 606-371-8423 

GroTech/Pennington 

Madison, GA 800-768-4578 

Helena Chemical 

Fremont, NE 402-727-9177 

Helena Chemical 

Tampa, FL 813-626-5121 



A SANDOZ Always read ami follow label directions. Sandoz Agii), Inc ., 1 TOO E. Tbuhy Ave., Des Plaines, IL 60018. Barricade is a trademark of Sandoz Ltd. © 1995 Sandoz Agro, Inc. 

Barricade If you want more 
H E R B I C I D E 

customer satisfaction, fewer callbacks and 

increased profits, taking some low-cost route 

® 

won't get you there. Barricade preemergence 

herbicide will. Not only does Barricade control 

crabgrass and 29 other tough weeds, it gives you 

everything else you need 

to make a profit. 

Like the longest 

p residual so you 

I can apply earlier 

P and service more 

accounts—without 

adding workers. 

Barricade also works better: 

Up to 26 weeks of consistent control 

from a single application. And it won't 

stain curbs, drives, fences or anything else. 

For details, talk to your authorized Barricade 

distributor, Sandoz sales representative or call 

1-800-248-7763. 

For information on 

tropical island 

paradises, see your 

travel agent. 

Barricade 
HER800F 

CRABGRASS PREVENTER 
ON FERTILIZER 

Barricade 
65*» 

Howard Johnson's Enterprises 

Milwaukee, WI 800-642-4656 

Knox Fertilizer 

Knox, IN 219-772-6275 

Lebanon Turf Products 

Lebanon, PA 800-233-0628 

Professional Turf Specialties 

Champaign, IL 217-352-0591 

Regal Chemical Co. 

Alpharetta, GA 800-621-5208 

The Andersons 

Maumee, OH 800-537-3370 

Turf Industries, Inc. 

Dallas, TX 214-241-0545 

Turf Industries, Inc. 

Houston, TX 800-288-8873 

United Horticultural Supply 

Aurora, OR 503-678-9000 

United Horticultural Supply 

Timpa, FL 813-628-0496 

Turf Supply Co. 

Eagan, MN 612-454-3106 

United Horticultural Supply 

Tucson, AZ 520-293-4330 

Vigoro Industries 

Winter Haven, FL 800-329-4238 

Wilbur-Ellis Co. 

Auburn, WA 206-351-6591 



FALL BED 
PREPARATION 
" W H E R E W I L L Y O U put 

that plant?" my wife asked, 

- i t h in h i will put it next to 

tke house in that little spot 

in the hed we worked up last 

fall," I replied. To my sur-

prise, the shovel sank a full 

eight inches into the soft, 

loamy soil and turned over 

easily. Just one year ago, we 

had prepared the new hed hv 

adding an inch of compost 

and evenly mixing it into 

the soil. Then it hit me. . . 

why don't more landscape 

firms offer fall hed prep to 

help spread out some of the 

spring variables that are so 

hard to control? 

The summer heat waves 

have given way to fall clean-

ups. Pretty soon, we will 

again f ind ourselves in the 

rush of the spring season 

and wonder how we can get 

more done with the same 

amount ot time and 

resources. Fortunately, fall 

hed prep can help spread out 

our labor, hut more impor-

tantly, it can offer ad van-

tages of working with 

customers over the late fall 

or winter months. 

Offering fall bed 
preparation and 

using high quality 
compost can 

extend the work 
season late into 

the year, while it 
also leaves one 

less job to be 
done during the 

spring rush. 

FALL SERVICE. 
Many land-

scape profes-

sionals still 

have plenty of 

work to get 

them into win-

ter. Others do 

not. For those 

looking for 

additional 

sales programs 

to impact their 

bottom line, 

fall hed prep 

can he aggres-

sively sold if 

the landscape 

contractor uses a high qual-

ity compost product in the 

program. As we all know, 

we can only work so many 

hours in the spring and 

contrary to many beliefs, 

fall hed prep can include all 

the normal spring steps ex-

cept planting. 

In other more mature, 

seasonal businesses like 

landscaping, successful 

companies try to "fill the 

valley" of lagging sales with 

add-on products or 

services. Phis is often tough 

to do in landscaping, 

depending on the cl imate in 

your area. For the land-

BED PREP BENEFITS 
• Increases season length for production and sales 
• Increases customer contact potential 
• Spreads work load over longer periods and "fills valleys" 
• Helps break up soils that are hard to work during wet 

weather 
• Helps to retain key employees by having more work to do 
• Increases total products in menu of services 
• May increase weed control of annual and perennial weed 

species 
• Helps maintain moisture retention potential of soils in hot 

humid areas 
• Increases drainage so wet spring soils are more workable, 

scape contractor who lives 

in today's real world, valley 

filling might he commonly 

referred to as an employee 

retention program. 

BEDDIN6 ABCs. The foil owing 

list shows the typical steps 

for normal bed preparation. 

Note that all hut the plant-

ing can be done in the fall, if 

the right weather condi-

tions permit: 

1. Kill existing vegeta-

tion, if it is needed. 

2. Rototill the targeted 

area or marking it for 

topsoil to he placed. 

3. Add some type of 

amendment, in-

cluding com-

post, sand, peat 

or other mater-

ials to help 

achieve an im-

proved growing 

medium. 

4. Rototil l 

the area again 

to adequately 

mix all the soil 

components. 

5. Plant all 

the required 

plants. 

If the conditions are 

right, it's not tool late to 

divert some spring work to 

this fall. What would it 

mean to your company if 

you could divert half of all 

hed preparation from next 

spring to this fall? How 

much more spring work 

would you he ahl e to com-

mit to if this were already 

accomplishe d? Could this 

strategy help you increase 

the quality of work you cur-

rently offer your customers? 

FAVORABLE CONDITIONS. The 
main ingredient to a suc-

cessful fall hed program is 

dry weather. Avoid working 

wet soil at all costs. Wet soil 

compacts easily and offers 

more challenges when 

spring rolls around. 

Many of you are familiar 

with the cementitious 

nature of clay soils. When 

these soils are finely 

worked with a rototiller in 

wet conditions, a brick 

results. For many areas, fall 

may he a drier time than 

spring and the concept of 

fall hed prep may help 

reduce the brick syndrome. 



Form & r. 
t o y o u r l a n d s c a p e ^ F l i 

From our beginning as a designer of ^ R V 
innovative architectural concrete products, we've 
expanded our expertise into landscape products 
specifically engineered to overcome the shortcomings of 
competitive systems. 

The flexible StoneWall SELECT retaining wall system 
easily handles walls up to 30 feet high — including inside and 
outside curves, square corners, steps, stairways, lighting and 
other design requirements. Its natural scale and texture 
realistically simulate chiseled stone. Light, strong and durable, 
it's the simplest, quickest wall to install. 

With the complete system of SELECTedge and power 
trencher, we've created the most flexible border treatment 
available...straight, serpentine, or circular, border possibilities 
are endless with economical, easy-to-install, SELECTedge units. 

M v i i i ^ l Y ç J 

I k • 
I f c - Ï BiiV—J,''' t i-'''^* 

j f i i f r o i a a ' 
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C o m p a n y . 

Address 

City 

Phone ( 

_State_ -Zip. 
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Please send more in format ion on: 

• S toneWal l S E L E C T 

• S E L E C T e d g e 

Innovative Concrete Design 
3934 North Ridgefield Circle 
Milwaukee, Wl 53211 
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First Class 

STAMP 
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When quality 

composts are used 

on dry clay soils, a 

more workable 

soil mixture re-

sults. 

There are a 

number of ways to 

approach fall bed 

prep. For instance, 

if tbe ground is 

wet, all is not lost. 

Vegetation can 

still l>e killed, if 

needed. Topsoil 

can be brought in an 

accordingly. Compost can be applied 

in tbe required amounts, even if 

rototilling is not possible because of 

wet weather. 

Through tbe natural breakdown 

process of compost, tbe organic 

chemicals released actually help break 

up clay soils over time, even without 

till ing. Hard to believe? Just try apply-

ing a 2-inch layer of compost to clay 

soils this fall, wait u ntil spring and try 

getting a spade in tbe ground in treat-

ed and non-treated areas. 

You will be surprise d to find that 

even though tbe soil is still clay-like, it 

breaks up more readily and is easier to 

work wi tb. This may or may not be of 

value, depending on tbe size of the job. 

For areas where only compost ap-

plications can be made, consider tbe 

flat areas of tbe landscape first. Although 

compost is known for reducing erosion 

and does not move much on slopes, 

frozen ground with heavy ice and snow 

may influence tbe material to slide 

downhill, especially if a heavy spring 

rain rollows a sleet or ice storm. 

SENSIBLE APPLICATIONS. Almost a n y ted 

prep project lends itself to fall work in-

stead of waiting until spring. Some of 

tbe more popular are annual and 

perennial prep work, tree and shrub 

pits and vegetable or herb garden 

preparation. For those gardens, be sure 

to have a test of tbe compost so that it 

passes your state compost quality 

guidelines. Since these guidelines 

Because fall is usually a 
drier time than spring, it 
is a good time to apply 
compost and work it 
into the soil, avoiding 
the 'bricks' that form in 
clay-like soils while 
keeping it fine for 
spring planting. 

differ in many 

states, you may 

want to contact 

your local solid 

waste office, 

extension agent or department of 

agriculture for more complete 

information. Avoid using composts 

for herb or vegetable gardens that do 

not meet tbe minimum quality require-

ments. 

For existing annual and perennial 

flower beds, fall ted prep may simply 

be a 1- to 2-inch application of com-

post combined with roughly working 

tbe surfaces of tbe beds. Many suc-

cessful contractors like to "open up" 

tbe bed s with a fork or spade during 

tbe fall to help tbe plants breathe and 

improve drainage. For annuals that 

have already been pulled out for tbe 

season, compost can be roughly 

worked into tbe soil surface and left 

for final grading until planting time 

next year. For perennials that have 

died back in preparation for winter, a 

1- to 2-inch layer of compost acts as 

a protective layer of mulch. 

OBVIOUS BENEFITS. Fall ted prep helps 

increase the len gtb of tbe selling and 

working season by as much as two full 

months, depending on your climate. 

Fall bed prep also shifts some of 

tbe burden of juggling all tbe variables 

of spring to tbe fall. By offering fall 

bed prep, contractors can also 

increase tbe total menu of services 

they offer. —Rod Tyler ID 

The author is a Certified Professional 

Agronomist and free-lance writer residing 

in Medina, Ohio. He is employed by BFI 

in Oberlin, Ohio. 

Form & 
to your landscape p f 
From our beginning as b 
a designer of innovative ^ 
architectural concre te products , 
w e ' v e e x p a n d e d our exper t ise 
into l a n d s c a p e products specif ical ly 
eng ineered to o v e r c o m e the short -
c o m i n g s of compet i t i ve systems. 

i U i u ^ l V r d l 

Fr o m straight to serpent ine to 
circular, border possibi l i t ies are 

end less wi th e c o n o m i c a l , e a s y - t o -
install, S E L E C T e d g e units. W i t h the 
c o m p l e t e s y s t e m of S E L E C T e d g e 
a n d p o w e r trencher, w e ' v e c r e a t e d 
the m o s t f lexible border t r e a t m e n t 
ava i lab le for g a r d e n edg ing , t ree 
rings, p a v e m e n t borders , ra ised 
curb ing, e v e n wal l a n d f e n c e 
bases . A n d S E L E C T e d g e ' s natural 
scale , color a n d m a i n t e n a n c e - f r e e 
g o o d looks b lend c o m f o r t a b l y wi th 
any l a n d s c a p e . 
To learn more about these fine 
products, and our network of 
manufacturers and dealers, contact: 

Innovative Concrete Design 
3934 North Ridgefield Circle 
Milwaukee, WI 53211 
414/962-4065 • Fax 414/332-9678 

The f lexible S t o n e W a l l S E L E C T 
retaining wal l s y s t e m easily 

hand les wal ls up to 3 0 feet high — 
including inside a n d outs ide 
curves , square corners , s teps , 
s ta i rways, l ighting a n d other des ign 
requ i rements . Its natural sca le a n d 
texture realistically s imula te 
ch ise led s tone . Light, s t rong a n d 
durab le , it's t h e s implest , qu ickest 
wal l to install. 

S 
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Many contractors freely share 
their time, money and expertise to 
help others improve their 
businesses and help the industry 
become stronger and more 
professional. Credit: Superstock 

rousöys 
Growth 

The most influential 

people in the green 

inJustry are often the 

busiest. Why? 

Because they devote 

large amounts of th en 

time and effort to 

helping others 

achieve success. 

By Susan Gihson 

H Y D O T H E Y G I V E so much of their time?" we 

asked two years ago in our review of the green 

industry's movers and shakers. We named several 

contractors and people involved in the industry to 

a "who's w ho" list of influential people. 

1 his year, we asked a sampling of our readers to 

nominate those who are the most powerfid in the 

industry. Several people interpreted the word 

"power" as influence, innovation, vision, achieve-

ment and staying power. 

I he participants named many people worth 

emulating. Some of the nominees are not known 

outside their local spheres of work, while others are 

highly visible across the country. Some nominees 

have small companies and others command multi-

million-dollar enterprises. Several of them teach 

or do research. Most of the contractors started 

their businesses from scratch. 

Although our nominees represent a diverse col-

lection of people, they share some common virtues. 

Survey participants consistently described them as 

"professional," "knowledgeable" and "generous" with 

their time. Of ten , certain people are singled out for 

being "visionary" or for having extraordinary lead-

ership skills. A l l these qualities are to he admired. 

ONE SPECIAL ÇUALITY. A large numker of nominees are 

active in local and national industry associations. 

We think that's no accident, because the responses 

to our survey pointed out one consistency with 

every nominat ion — the person was described as 



Trenásettim Contractors 
Burton & Richard Sperber Rich Akerman 
Valley Crest Landscape Inc. Northwest Landscape Industries 
Calabasas, Calif. Tigard, Ore. 

Gary & Bill Thornton, Steven Glover & Rob Zolezzi 
Rick Doesburg L & L Landscape Services 
Thornton Gardens Santa Clara, Calif. 
Maineville, Ohio 

David Luse 
Patrick Norton Arteka Natural Green 
Barefoot Grass Eden Prairie, Minn. 
Columbus, Ohio 

Lou Wierichs Jr. 
Tom Lied & Jud Griggs Pro-X Systems 
Lied's Nursery Co. Appleton, Wis. 
Sussex, Wis. 

Arnie Sieg 
Bruce Hunt & The Bruce Co. of Wis. 
Dick Brickman Racine, Wis. 
The Brickman Group Ltd. 
Long Grove, III. Allen Keesen & Eldon Dyk 

Allen Keesen Landscape 
David Minor Denver, Colo. 
Minor's Landscape Services 
Fort Worth, Texas Don Karnes & 

Norman Goldenberg 
Craig Ruppert TruGreen/ChemLawn 
Ruppert Landscape Co. Memphis, Tenn. 
Ashton, Md. 

Joe Williams 
Landon Reeve Lawn Master, Inc. 
Chapel Valley Landscape Pensacola, Fla. 
Woodbine, Md. 

Edwin McGuire 
Russell Frith & The Lawn Company 
John Buechner South Dennis, Mass. 
Lawn Doctor 
Matawan, N.J. Thomas Maxwell-Miller 

Ecosystems Imagery 
Bruce Wilson Encinitas, Calif. 
Environmental Care 
Calabasas, Calif. Bob Andrews 

The Greenskeeper 
Richard Cottrill & Carmel, Ind. 
Terry Anderson 
Rentokil Environmental Svcs. Doug Cowan 
Riverwoods, III. The Davey Tree 

Expert Co. 
Ron Kujawa Kent, Ohio 
Kujawa Enterprises 
Cudahy, Wis. Scott Jamieson 

Hendrickson, The 
Bill Davids Care of Trees 
Clarence Davids & Co. Chicago, III. 
Blue Island, III. 

being "committed." Most are involved in professional organi-

zations to furth er their own knowledge, make their businesses 

more profitable or improve the industry as a whole. 

The growth they all strive for comes on three levels: personal, 

business and industry wide. I hey are committed to the green 

industry's success and continued professionalism, and that is 

why they have been nominated by their peers. 

How do they show commitment? I hese people manage to 

run successful businesses or pursue successful careers, plus they 

devote countless hours every year traveling, meeting with oth-

ers, sharing their time and experience to help someone else. 

That' s commitment. They say "yes" when asked to help. 

O u r list of I rendsetting Contractors includes those people 

who have expanded into some of the largest lawn or landscape 

firms in the United States, innovated their operations or set 

standards of quality that are hard to copy. Many names are 

missing from this list because of space only. 

Educators & Researchers 
J.G. Raulston — North Carolina State University 
Michael Dirr — University of Georgia 
Jim Chatfield — Ohio Cooperative Extension Service 
Jack Ingells — SUNY-Cobbleskili 
Frank Milsap — Richland College 
Allen Armitage — University of Georgia 
Steven M. Still — The Ohio State University 
W.E. Knoop — Texas A&M University 
Thomas Watschke — The Pennsylvania State University 
Steve Angely — University of California, San Luis Obispo 

Association Executives 
Debra Atkins Associated Landscape Contractors of America 

Ann McClure & 
Tom Delaney 

John Gillan 

Ben Bolusky 

Allen James 

Bob Felix 

Professional Lawn Care Association of America 

Professional Grounds Management Society 

American Association of Nurserymen 

RISE 

National Arborist Association 



Others in education, association 

leadership, consulting and allied busi-

nesses demonstrate similar commitment 

hy devoting time and e ffort to further-

ing the industry as a whole. 

THE VOTES ARE IN. bo who are the movers 

and shabers hehin a the green industry? 

Our lists include some people who 

received many votes, and others who 

were mentioned only a few times. 

I hey've all gone the extra mile. 

We've even included a list of up-and 

coming-leaders to watch in the future. 

Don't feel had if your name is not on the 

list. It may he someday. ID 

In The 
» l a c e 

Teddi Davis 
Garick Corp. 

Jan Jansen 
Jansen Wholesale Nursery 

Bill Hendricks 
Klyn Nurseries Inc. 

Alex Shigo 
Alex Shigo & Associates 

George Koziarz 
George Koziarz & Assoc. 

Jim Perrone 
Perrone-Ambrose Assoc. 

Frank Ross 
Ross, Payne & Assoc. 

Phil Christian 
pdc consultants 

Larry Heesen 
Heesen Water Management 

Charles Yander Kooi 
Vander Kooi & Assoc. 

Bob Zahra 
Florapersonnel Inc. 

Editors 'note: We welcome your nominations 

for next year 's list. Send them to: Who 's Who, 

Lawn & Landscape, 4012 Bridge Ave., Cleve-

land OH 44113 or fax: 216/01-0364. 

The author is Editor of Lawn & Land-

scape magazine. 

Up&C o m i n i 

Lëâoëps 
Michael Byrne 
Byrne Brothers Landscaping 
Essex, Mass. 

Kurt Kluznik 
Yardmaster 
Painesville, Ohio 

Chris Kujawa 
Kujawa Enterprises 
Cudahy, Wis. 

Eric Keesen 
Allen Keesen Landscape 
Denver, Colo. 

Dick Ficco 
Partners Quality Lawn Service 
Easton, Mass. 

Bruce Moore 
Eastern Land Management 
Shelton, Conn. 

Michael Rorie 
Groundmasters Inc. 
Cincinnati, Ohio 

Steve Hyland 
Hyland Brothers Lawn Care 
Fort Collins, Colo. 

Terry Kurth 
Lawn Care of Wisconsin 
Madison, Wis. 

Bruce Church 
D.R. Church Landscape Co. 
Lombard, III. 

Scott Brickman 
The Brickman Group Ltd. 
Long Grove, III. 

Get 
Your 
Cut... 

with 
dull blades. 
S h a r p - N - L u b e ® 

Twelve Point Mobile 
Mower Maintenance 

A National 
Franchise Opportunity 

What is Sharp-N-Lube? 
It's really very simple. 

To the consumer, it's a 
twelve point mobile mower 
maintenance service. To you. 
it's a well-designed business 
created to act as an addition to 
your current business or 
as a stand-alone. 

Potential Benefits 
• Generate More Leads 
For Your Current Business 

• Generate Cash Flow 
• Expand Name Recognition 
• Expand Current Services 
• Excellent Stand-Alone 
Business 

Featuring: 
• Specially designed trailer 
and equipment 

• Full Training 
• National Marketing Strength 
• Low Investment 
• Protected Territories 

ü f t s i r N -

d ( U ) © ¡ 
We Go Where You Mow 

Call For More Information 
and a Free Video 

West: 1-800-962-1869 
East: 1-800-842-2782 
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the perfect mower 

Contractors Describe 

Their M m Machine 
Contractors' 

M m Machines 

ALTHOUGH contractors 
have several features they 
would like to see on mowers 
of the future, the main 

features they look for in the mowers of 
today, ranked in importance, are: 

Quality of cut 
Operator satisfaction/comfort 

• Safety 
Productivity 
Hydrostatic drive 
Mulching capability 
Ease of operation and maintenance 
Value for the job performed 
Durability 
Availability of replacement parts 
Maneuverability 
Past history 
Compact enough to fit other 
mowers on trailer 
Warranty 
Speed 
Finger-tip control 
Power 
Lightweight 

Several 
contractors report 
that safety, 
operator comfort 
and special 
features that work 
correctly are high 
on their list for 
mowing machine 
improvements. 

By Barbara G. 
Howell 

T Quality of cut and operator satisfaction are 
major features that many contractors search for 
in their dream machines. Credit: Ferris 

H E D R E A M machi ne. The perfect mower for today's 

lawn maintenance contractor would he easy to operate, 

provide a superior cut and have reliable safety features. 

Actuall y, the 1 ist of desirable mower features is exten-

sive. Contractors in various parts of the country nave 

different problems. Some mow thick, fast-growing St. 

Augustinegrass or hahiagrass. Some have steep slopes to 

cut. In several places, local noise ordinances regulate 

starting times and stringent yard-waste disposal require-

ments present a different type of challenge. 

Most maintenance contractors complain about break-

downs, the mix of tight areas and broad expanses and the 

need to hag or mulch. I hey wish their current mowers 

would solve these problems and a multitude of others. 

OPERATOR IS KING. Most often, contractors said operator 

satisfaction and ease of operation are the single most im-

portant factor in selecting a mower. 

"What the guys like is important," mechanic Tim 

Mayer of Byrne Brothers, Essex, Mass., answered enthu-

siastically. "if that's what they like to use — if ith est suits 

the job and the employee — give it to them, if you give 

them what they want, they take care of it." 

Tke call for operator satisfaction was echoed by con-

tractors who called for mowers with greater comfort and 

ease of operation. 

"A perfect mower would he comfortable to use," said 

Michael Gaffney, technical resource specialist for the Pro-

fessional Lawn Care Association of America and a former 

ma in tenance d iv is ion manager for Wh i t e O a k 

Landscaping, Kennesaw, Ga. 

"Mowers have come a long way with comfortable seats 

and arm rests for operators. A dream machine would also 

have hydrostatic controls," Gaffney continued. " I here 

(continued on page 48) 



Describe RW--4 Manufacturer, 

Their Dream Machine 
CCORDING TO equipment manu-
facturers, the perfect mower 
would have the following 
characteristics, 

ranked in order of frequency 
and importance. 

• Excellent cut. Blades easily 
sharpened, no-scalp technology. 

• Durable. Built heavy to withstand 
rough use. 

• Maintenance-free. No lubing or 
greasing required. Might not even have 
to check engine oil. 

• Productive. Turn the key on and go. 
Go and go easily. 

• Mulching ability. New designs allow 
more complete mulching of more types 
of grasses. 

• Speed. Enough speed to finish jobs 
without spending long hours. 

• Maneuverable. Mowers will 
eliminate the need for trimming with 
closer cuts and fewer man hours. 

• Ergonomics. Designed with operator 
comfort in mind. Allows day-long use 
without tiring. 

• Eiders. Will allow greater operator 
efficiency. 

• IJuieter. Computer-assisted sound 
dampening systems will make the 
mower extra quiet. 

• Lightweight. Will improve 
performance and economy. 

• Safe. User friendly. Will minimize 
danger to operator and bystanders. 

quipment manufacturers are working bar J 

to develop mowers to meet contractors' needs, 

and to contractors a competitive edge. 

HYDRAULIC FEATURES. Man ufacturers agree that 

one trend is toward more hydraulically driven 

mowers. While belt drives will continue to he 

the primary entry-level units, "more hydro-

static drives are the wave of the future," said 

Dick fegtmeier, president and chief executive officer of 

Encore Mfg., Beatrice, Neh. 

Jeff Mack, vice president of equipment for L E S C O 

Inc., Rocky River, O h io, elaborated on the reason for the 

trend." I he hydrostat walk-behinds' increased productiv-

ity are moving them to the front of the mowing industry." 

Rick Curlett, director of marketing for Exmark Manu-

facturing, Beatrice, Neh., also feels that productivity and 

hydrostatic drives are synonymous."More productive units 

will increase profitability," he noted. 

lity of cut tied with hydrostatic drive is the most 

important feature on the mower of the future. Manufac-

turers agree that if a mower doesn't do an excellent job of 

cutting grass, the property owner isn't going to he happy 

and the contractor won't he able to keep the job. 

"It's a race," said 

Rick Cuddihe, sales manager for 

Ferris Industries, Vernon, N.Y. "You have to deliver a 

quality cut in as 

little time as possible." 

This ' "need for speed" is echoed by Mark Meagher, 

advertising manager for Dixie Chopper, Coatesville, Ind. 

"While jet power may not he the future for mowing , speed 

and productivity certainly are." 

Manufacturers also recognized durability as an im-

portant characteristic. "Our concern is 

for extreme rug-

gedness," said Don Kanter, director of sales and market-

(continue J on page 124) 

Many manufacturers are designing 
durability, safety and productivity into 
new models. Credit: Dixon 

Imagine a mower 
so quiet you Lave 
to cLeck the light 
to see if its 
operating. That 
may he designed 
into tomorrows 
machines. 

ByC.Neal 

Howell 



mrnmmrn 
Nezv & improved 

Perennial Rygrasses 
with beneficial 

endophytes that 
are dwarf & 
semi dwarf 
deeper greenf 

with shorter 
mowing and 

luxurious 
turf quality. 

EXCEL: 
TURF TYPE 
PERENNIAL RYEGRASS: 

WIZfll 
: T u r f T y p * 

P e r e n n i a l 
: Ryegrass 

P E N N A N T 
TURF TYPE PERENNIAL RYEGRASS 

PERENNIAL RYEGRASS 
BLEND 

"Seeds for the 21st Century"; 

E. F. Burtingham & Sons 
P.O. Box 217 

Forest Grove, Oregon 97116 
phone 800-221-7333 

fax 503-359-9223 

l i i i i i i i i J i i i i i i i i i i i i i i 
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the perfect mower 

(continued from page 46) 

would just he less wear and tear on the 

operators arms that way. A machine 

designed for operator comfort would 

also have shock ahsorhers and mayhe 

cahs and air conditioning." 

SAFETY CONCERNS, wh i le air conditioned 

cahs seem lik e quite a luxury, Gaffney's 

concern for operator comfort stems 

more out ot concern for sa fety th an 

luxury. He points to one of the 

most difficult conditions his 

crews had to face when they 

were mowing. 

"It's tough to mow when it's 

humid. Management has to 

look at the human side. When 

it's hot and humid, you have to 

let operators take more breaks 

to replenish their water sup-

plies. if they don 't take the 

breaks, they are more likelv to 

get fatigued and then, they're 

more likelv to have accidents." 

Gaffney and several other mowing 

contractors expressed concern for op-

erator safety and the need for mowers to 

provide that sa fety. Some were critical 

of the ' 'operator presence controls" and 

other safety switches that did n't work 

reliably and actually encouraged opera-

tors to disable them out of frustration. 

Brian Battaglia, vice president of 

Gazebo Landscaping, Delray Beach, 

Fla., agreed that safety features are im-

portant and must he usable. 

"Some of the devices and switches 

now work like they were put on as an 

afterthought. Too often they don't work 

properly," he said. "This area needs more 

money and time spent on it, or mayhe it 

needs to he done differently. We don't 

mind paying for it if it works, if it (the 

switch) doesn't work properly, it will 

become a safety problem. Make sa fety 

features usable." 

Operator satisfaction also works with 

reliahi lity, according to May er. i t an 

operator doesn't like the machine or it's 

not working properly, there's a lot of 

frustration. It's not a pretty sight. He's 

going to he frustrated, break the ma-

chine and call us to come and fix it." 

Many contractors suggest that one 

way to minimize breakdowns is to use a 

one man/one mower assignment. In 

fact, Mayer said this system has made an 

"unbelievable" difference since it has 

been in use at Byrne Brothers. 

He explained: "Since we've assigned 

machines to each operator, our shop 

time is down to one-fourth of w hat we 

used to do three years ago." 

Most maintenance contractors complain about 

breakdowns, the mix of tight areas and broad 

expanses and the need to bag or mulch. They 

wish their current mowers would solve these 

problems and a multitude of others. 

MAINTENANCE MATTERS. Reliability a n J ease 

of maintenance for mowers is important 

to Mayer and others, too, who have 

begun on-site servicing and repairs. 

A l l contractors agreed that regular 

and preventive maintenance are the keys 

in preventing mower breakdowns. A n J 

that maintenance should he easy to do. 

"if you hide a grease fitting way up under 

someplace, it's not going to get lubed," 

Battagl ia commented. 

Gaffney agreed that most repair prob-

lems are minor items like "flat tires and 

worn out hearings, usually from improp-

er greasing." 

kJua lity of the piece of equipment," 

is what's important to Battaglia. "The 

durability of the unit, the thickness of 

the metal, the type of hearings it has all 

count. Second is the mower's simplicity. 

It should he built so it's simple to use and 

simple to maintain. The dream machine 

would last forever. 

"Make it stupid-proof is what we always 

say, ' Battagl ia continued. " I hink about 

where you place things for maintenance. 

A user-friendly, durable machine is 

also a priority for Doug Hoffman, assis-



tant to the director of operations at 

Qual ity Care in Iowa City, Iowa. "A 

mower should he so simple to use you 

can teach a college freshman to do it in 

a day and then send him out hy himself. 

"1 here are maintenance issues as well. 

The mower nee ds to he durable and have 

a good warranty. It's important that we 

can get the parts we need quickly. It 

should also he simple to repair — no 

hidden parts. Put the carburetor out 

where you can get at it," he suggested. 

Contractors say availability of replace-

ment parts is still sometimes an issue. 

Many keep the same manufacturer so 

they can keep a supply of parts in-house. 

DREAM MACHINES. Hoffman's dream ma-

chine "would allow an operator to have 

the choice at the touch of a finger. It 

would shift automatically to go up a hill 

and then shift again to go on flat terrain. 

Control is one of the most important 

things. How well does it respond?" 

O f course, the most important task 

of a mower is to cut grass. Qual i ty of cut 

was a major issue, as was the ability of 

the mower to mulch since removing or 

blowing grass clippings take s more time. 

Some contractors are suspicious of 

mowers which promise speed. Battaglia 

opined, "all of the mowers out there now 

go fast enough, if you go faster, the 

quality of cut is going to suffer." 

Several contractors also mentioned 

the desirability of hydrostatic drive 

mowers. I hey agreed that, while the ini-

tial expense is more, the hydrostats are 

more productive (because belts don t slip 

under wet conditions), more maneuver-

able and break down less often. I hey 

also maintain a more constant speed, 

which allows for h etter productivity and 

a higher quality of cut. 

Finally, contractors looked at find-

ing the right machine for the right job. 

The machines, they said, should he priced 

for the value in relation to the job it 

must perform. I D 

The author is an industry consultant with 

Key Solutions, a division of Iris Sales & 

Solutions Inc., Rocky River, Ohio. 
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Hariey EjSYTEment 
Q u i c k - a t t a c h t h e 
H a r i e y M o d e l 
S*6 P o w e r B o x 
R a k e ™ t o y o u r 
sk i d s t ee r a n d 
t h e e x c i t e m e n t 
beg ins . 

H e r e ' s a r ake 
tha t h a s al l t h e 
s p e e d a n d 
p o w e r n e e d e d to 
t a c k l e a n y s i te 
p r e p j ob . It c a n 
t r a n s f o r m a 
c o n s t r u c t i o n s i te 
o r s c a r r e d 
a th le t i c f ie ld in to 
f luf fy, pe r fec t l y 
g r o o m e d so i l in 
m i n u t e s . 

T h e H a r i e y 
P o w e r B o x R a k e 
o p e r a t e s fo r -
w a r d or b a c k -
w a r d . W i n d r o w 
m a t e r i a l left or 
r ight fo r p i c tu re 
pe r fec t rak ing . 
W h e n e n d p l a tes 
a re a t t a c h e d , t h e 
rake s l m i l a t e s t h e 
a c t i o n of a b o x 
sc rape r . 

J o i n t h e 
e x S / T E m e n t ! 
T h e H a r i e y S*6 is 
t h e m o s t v e r s a -
t i le a t t a c h m e n t 
for t o d a y ' s s k i d 
s t e e r s . S e e y o u r 
H a r i e y d e a l e r 
today . H a r i e y ... 
It 's o u t t a s i te ! 

m . ' ; - "V V > v * • ' ^ 

Hariey Power Box Rake models are available for 
skid steer or tractor mount. 

The Hariey S*6 is built 
for today's tough job sites. 

B e n e f i t s : • P u l v e r i z e g r o u n d a n d c l o d s in to a leve l 
s e e d b e d • Co l l ec t r o c k s a n d t r a s h in to p i les or 
w i n d r o w s * S h a p e , g r a d e , s c r e e n , leve l , fi l l a n d c o n t o u r 
• R e m o v e w h e e l a n d d o z e r t r a c k s • P r e p a r e p i pe l i ne 
a n d r o a d c o n s t r u c t i o n s i t es • E l i m i n a t e c o m p a c t i o n 
a n d i m p r o v e d r a i n i n g 

For m o r e 
i n f o r m a t i o n , a 
d é m o n s t r a t i o n , 
or a f r ee v i d e o , 
c o n t a c t : 

enmac 
©1995, Glenmac Inc. 

J a m e s t o w n , N D 5 8 4 0 2 
1 - 8 0 0 - 4 3 7 - 9 7 7 9 

F A X 7 0 1 - 2 5 2 - 1 9 7 8 
USE READER SERVICE #55 

LAWN & LANDSCAPE • NOVEMBER 1995 4 9 



People love 
If you think Dodge Ram looks standard. And using bulkhead and a center console that can double 

impressive, just wait till you dividers, you can even separate a as an office.. .with room for a laptop 

see how it works. load into three compartments. computer, cellular phone and more. 

Because ^ ^ ^ T Inside the roomiest regular and Dodge's greatest strength, 

Ram comes to * ^ ^ extended cabs of any full- though, is a choice of Magnum® 

the job site with vS\>>S\v N s*ze pickup, you'll find engines-overall the most powerful 

up to 2-1/2 tons of a s t a n d a r d driver's line of truck engines on the planet, 

available payload and x ^ ^ airbag. And terrific And Ram gives you a choice of two 

a bed that's designed for « X , options like reclining V-8s. An awesome 300-horsepower 

two-tier loading. Conven- V " ^ ^ ^ seatbacks, an ingenious V-10. And a mighty Cummins Turbo 

ient cargo tie-downs come behind-the-seat storage system, Diesel which, at 440 pounds/feet, 



delivers more standard torque than or GMC full-size pickups t There's 

any other diesel you can get. just so much more to love. 

It's no wonder Dodge Ram has For still more information, call 

better resale value than Ford, Chevy I-8OO-WORK RAM. 

America's Truck Stop H J The New Dodge 
A ^ g ^ ^ A DIVISION OF THE CHRYSLER CORPORATION ^ 

USE READER SERVICE #46 

Always wear your seat belt for a fully effective airbag. 

tWe calculated resale using avg. trade-in values for '94 
full-size models vs. MSRPs, published in Jan.-July '95 
N.A.D.A. Official Used Car Guide® monthly editions. 
Use of these values does not constitute NADA's 
endorsement. 



women in business 

A woman's place 

used to be at home, 

hut now it's anywhere 

she wants to he in the 

lawn and landscape 

industry. Several 

women contractors 

explain how they've 

found success in an 

industry dominated 

hy men. 
c/ 

By Barbara G. 

Howell 

Feeling at Home in the 

Green Industry The large photo is Kathryn Math-
ewson's "feminine" redesign of 
the landscape pictured above. 



H A T A R E W O M E N doing now in the green 

industry? Whatever they do hest. 

In the 1960s, women in the green industry 

were a rarity. Many were quiet, if not silent, part-

ners with their husbands or other family mem-

bers. I heir roles were often dictated by raising a 

family or helping a husband in business unti l he 

could afford to quit his other job and work full time. 

In the 1970s and 1980s, women came into 

their own and began taking jobs as owners, de-

signers, golf course superintendents or project 

managers. I hey began to take leadership roles, 

assuming positions of power and prominence in 

industry trade associations. 

Now, women are a vital part of every area of 

the green industry. I hey operate the machines, 

hoist the fertilizer hags, design and ins tall the 

landscapes and own the companies. Today, they 

make vital and unique contributions. 

SPECIAL STREN6THS. Instead of emulat ing their 

male counterparts, women are capitalizing on 

their own strengths. I hey are working to make 

the steps from design through installation and 

maintenance work together as a process. 

They are capitalizing on their abilities to he 

sensitive to all life — plants, insects, bird s and 

animals — to integrate the landscape. I hey are 

using their perceptions about consensus and 

relationship building and developing strong new 

companies which are not only winning awards, 

hut are also gaining customers. 

1 here are many ways to judge success in the 

landscape industry. 

Audrie Seeley & Company is 64 th out o f the 

top 100 companies in Kansas City, Mo., with 

1 9 9 4 revenues of $ 2 . 5 mil l ion dollars after 

only seven years in business. Owner Audrie 

Seeley's most visible projects include those at the 

Kansas City Zoo and Arrowhead Stadium. 

Pam Hague, vice president of Lawn Classics, 

Findlay, Ohio, is state certified in three areas: or-

namental, turf and institutional pest control. Eight 

years after forming the company with her hus-

band, she plans to leave in 1 9 9 6 to answer a new 

challenge: getting her commercial pilot's license. 

TRADITIONAL APPROACH. Pam Hag ue started in this 

manner. Her husband, Doug, worked so many 

hours for another lawn service company that, 

when he decided to form his own company, Pam 

insisted that she he a part of it. 

Beginning in 1987 , Pam said, "I pus he J the 

spreader and he pulled the hose." Gradually the 

work become more speci fic. ' "He worked the 

daytime and I did the evening. I had two kids in 

diapers and I secluded myself in a room and did 

the marketing by calling people in the phone 

hook. There were so many things to do — taxes, 

education, records. I did the bookkeeping and 

managed the office. 

"But," Hague continued," I didn't want to 

answer the phone as the boss' wife. I wanted to 

know what we were applying when customers 

J oAnn Smal lwood of 

Naples, Fla., has returned 

to the Whi te House to re-

ceive her second National 

Landscape Assoc ia t ion 

Design Award. She has re-

ceived many other awards 

in the 20 years since she 

founded her company and 

began working for commu-

nity improvement in southern Florida. 

Kathryn Math ewson is the f irst female hoard 

member of the National Landscape Associa-

tion. She is author of numerous journal, newspa-

per and magazine articles. Because o f her uni-

que perspective on nurturing the environment 

while landscaping, she was chosen for a feature 

spot on "Good Morning America." 

I hese women are just a small sampling of the 

talent and abilities found in all aspects of the 

lawn and landscape contracting indu stry. Other 

women are researchers or successful managers of 

businesses handl ing everything from irriga-

tion installation to native perennial supplies. 

Many of them began in businesses with their 

husbands who depended on them to tend the 

nursery or the office while they went to work. 

Tod ay, some continue this way. 

Many women 
contractors, 
including 
Mathewson 
(above), describe 
their view of 
landscape as a 
'process' that 
evolves over time, 
rather than as a 
one-time 'project.' 



women in business 

called to ask questions. So I called the 

O h i o Department of Agriculture and 

they sent me a study packet and I took 

the turf test. After a couple of years, I 

passed the landscape test. When we 

wanted to get ano ther area ot income 

and keep the employees husy, I studied 

the same way for my institutional pest 

control license." 

Now, Doug Hague does the training 

and production and keeps the employ-

ees motivated w Kile Pam handles cus-

tomer service and managerial tasks. I hey 

work together to develop many of the 

application programs. 

"if someone would have told me 10 

years ago that I would he in turf, I would 

have told them they were crazy. Now 

that the turf business is doing well, I 

would like to try some things on my own. 

Next year I plan to leave the business to 

become a commercial pilot," she said. 

They Own the House... 
Chances are, they also own the lawn. Homeowners represent your best pros-
pects for new business. Reach more of them with Metromail's Homeowner lists, 
including names, addresses, and even phone numbers. 

Metromail's Homeowners have demonstrated levels of income and are credit-wor-
thy; in short, excellent potential new customers. 

So don't just advertise, get your message out to the people who need your service. 
Give us a call - we'll handle the introductions. 

1-800-523-7022 
M e t r o m a i l 
A N R . R . DONNELLEY & SONS C O M P A N Y 

Small ad. 
Big software value. 

8 
û 

C o m p u S c a p e s is the p roven 
value leader in lawn and land-
scape management software. 
Comprehensive and easy to learn, 
CompuScapes software provides 
powerful profit-building benefits. 

• Job Cost ing 
• Routing & Schedul ing 
• Est imates & Workorders 
• Complete Account ing 

CompuScapes 
2653 Gravitt Rd 

Duluth, GA 30136 
(404) 447-5858 

USE READER SERVICE #133 USE READER SERVICE #133 
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Julia Hines at Shrub & I urf in Ath-

ens, Ga., got her start in the green in-

dustry through her husband, too. When 

husband Andy managed a lawn service 

franchise business in 1977, KeK ired his 

wife Julia as an applicator and she spray-ed 

fertilizer and chemicals for nine months. 

I hen, Julia got a call from the fran-

chise holder to he a sales representative 

and she did that before she and Andy 

started their own business in 1991 . she 

now works in the business as the 

Audrie Seeley (left), like other 
women contractors, believes that 
many gender-based traits 
attributed to men and women 
complement each other in the 
workplace. 

company's vice president and 

office manager. 

INTHEIROWN RIGHT. Many women 

took an interest in t h e f ield by them-

selves. In Florida, JoAnn Smallwood 

started as a one-woman operation more 

than 2 0 years ago. It has grown to in-

clude two companies — Smallwood De-

sign Group and Smallwood Landscape — 

which employ 6 0 to 70 people. 

Her accomplishments, inc luding 

state and national award-winning de-

signs, can he attributed to three things. 

"I have a natural inclination in the area. 

It has always been my interest/ ' Small-



wooJ said. Second, the inclination was 

fostered hy the influence of her father, 

an environmental and water-law spe-

cialist, and her aunt and mother who 

were artists. Most important, though, 

she has heen a success through a commit-

ment to long hours and quality service. 

I hat natural inclination toward land-

scape and hard work has also motivated 

the success of women such as Meryl 

Michael in Bri t ish C o l u m b i a and 

Kathryn Mathewson in San Francisco. 

Michael first recognized her interest 

during a work experience program in 

high school at a retail nursery. "I fell in 

love with it," Michael explained. 

Since then she has heen an estate 

groundskeeper, an annual flower grower, 

manager for a retai 1 pla nt store, 

interiorscape installation supervisor, 

owner of a residential design and main-

tenance company and, most recently, 

exterior maintenance manager for Nor-

Van Landscape Design in Vancouver, 

British Columbia. A t home now, she 

operates a residential consulting firm. 

Kathryn Mathewson's love for land-

scape grew out of an interest in biology, 

a connection obvious in her apprecia-

tion of creating a thriving ecosystem in 

her garden designs. 

Be fo re she started Ka th ryn 

Mathewson Associates in 1 9 7 9 an dSe-

cret Gardens in 1982 , she was land-

scape construction coordinator for the 

developer of Pier 39 , a large retail area 

in San Francisco; a landscape designer 

for various government agencies in 

Singapore; and project architect for a 

landscape architect in New York de-

signing malls, plazas, playgrounds and 

parks. She also wrote the landscape plan 

for an 80-acre waterfront park, was a 

land-use consultant for the National 

Park Service and designed landscapes 

for condominiums and H U D housing. 

Mathewson said she started into busi-

ness for herself because she saw a void. 

" I here was no one doing what I felt 

people wanted — which was evolving, 

nurturing gardens." 

She highlighted the unique charac-

teristics of women that make them well 

suited for an evolving green industry, 

telling an interviewer, "Our military so-

ciety has not had room for women's 

strengths to blossom and has not devel-

Debby Cole and Sara Twaddle, director of 
operations, staff a booth at a trade show for 
prospective commercial landscape clients. 

oped balanced people. O u r outdoor 

spaces are more like war zones than 

healthv, tranquil places.' • The qualities 

she lists as important characteristics of 

women are echoed hy her female peers 

from Kansas City to Georgia. 

PEOPLE SKILLS. Women in horticulture 

today see valuable contributions they 

Limited Three Year Drive Train Warranty; w hen 

Financed with American Equipment Financing. Dixie 

Chopper's National Financing Company. Credit 

Approved Required. Other Restrictions Mav Applv. For 

Details Call AEFI at 800-348-2382 

V I I U I f U l 
THE WORLD'S FASTEST LAWN MOWER 

800-233-7596 

•Model LX2001-42 

USE READER SERVICE #117 
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women in business 

can make because of their special ability 

to integrate a number of elements into a 

whole. I hese elements may he the inclu-

sion of compan ion plantings, birds or 

architectural elements in a landscape. 

W o m e n are said to have a strong 

sense of nurtur ing that they say serves 

them well in establishing gardens, as 

well as in forming good relationships 

with employees and clients. 

Audr ie Seeley worked for a land-

scape company in Over land Park, Kans., 

for 12 years before starting her com-

pany in Kansas City in 1 9 8 8 . She said 

that, while women have strong attributes 

for landscaping and business, it is very 

important to have a blend of employees. 

Seeley took profit sharing from her 

previous employer when she started her 

own business because she saw a need for 

a landscaping f i rm dedicated to the cus-

tomer relationship. 

She extends that fairness 

in treatment to her employ-

ees, including those women 

who take t ime off to have chil-

dren and care for babies while 

working extremely bar J for 

her company. 

Now, women are a vital 
part of every area of the 
green industry. They 

hoist the fertilizer bags, 
GENDER TRAITS. M a t k ewson 

claims men see landscape work 

as a product when it is more 

appropriate to view a garden 

as a process, developing over 

time. She stressed the patience 

women have to let a garden or 

a situation evolve. 

Mick ael said the attention women 

pay to detail like "keeping things up to 

snuff and keeping the edges straight" is 

a special aptitude for certain types of 

green industry work. She also noted the 

aptitude men seem to have for machines 

and women for de-

tail work like weed-

ing or dead-heading. 

"We do tend to 

categorize," Michael 

admitted, "hut that's 

O K . It 's o f t e n a 

woman's preference, 

hut there are always 

other choices. Wo-

men definitely have 

more choices now, 

even more so when 

they're managing." 

Seeley said those 

management qualities include being able 

to read people and helping to take care 

of their needs. "Women work better with 

the client and often have a better eye for 

design and colors. Some men don't like 

color and design work. Men do con-

(continue J on page 126) 

landscapes and own the 
companies. 

Fax Number 

305 255 2364 

Call Toll Free 800 228 0905 To Order 

or Request Our 200 Page Parts Catalog 

SPRAYER PARTS DEPOT 
" The Best For Less " 

Prices Subject to Change Without Notice. We ship UPS. 

JD9-CT Spray Gun * $96.50 

SSC Plastic Lawn Gun 

* $49.95 (Less Tip) 

Backpacks and Replacement Parts 

5 D U 
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$79.95 Each 

HANNAY HOSE REELS 
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Replacement 12Volt Hose p 

Reel Motors * $135.00 \ H 

Reel Switches * $5.50 i— 
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Pumps and Replacement 

Parts 
F M C (John Bean) 
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Florida Research 
Tracks Turf DNA

Off-types of bermudagrass are visible here.

Thanks to the O.J.
Simpson trial, every
one is aware of DNA 

testing and its importance to 
criminal cases. Now, University 
of Florida researchers are put
ting bermudagrasses on trial, 
using DNA fingerprinting to 
distinguish genetic “off-types,” as 
well as to help certify the 
authenticity of bermudagrass 
planting stocks.

The two-year, $66,000 project, 
“Distinguishing Off-types in 
Tifway and Tifdwarf Bermu
dagrass,” received funding this 
July from the Florida Turfgrass 
Research Foundation and the 
Florida Golf Course Superinten
dents Association.

Twenty-six bermudagrass ge
notypes will be compared using 
DNA fingerprinting, chromo
some counts and plant morphol
ogy. University of Florida re
searchers from Gainesville and 
Ft. Lauderdale include Drs. 
Philip Busey, Nigel Harrison, 
Charles Guy and Albert Dudeck.

Dr. David Huff 
of Pennsylvania 
State University 
is collaborating.

G E N O T Y P E S .
Off-types of turf 
can cause signi
ficant aesthetic 
and quality prob
lems, especially 
for golf courses 
and other types 
of playing fields, 
according to Kevin Downing, 
Florida Golf Course Superinten
dents Association research com
mittee chair and golf and 
landscape manager of Willough
by Golf Course in Stuart, Fla.

Off-types’ tolerance to stress 
— close mowing, weather, dis
ease, heavy traffic — can differ 
from cultivars like Tifway (Tifton 
419) and Tifdwarf, showing 
chlorosis, winter discoloration, 
excess seedhead production, 
poor density and decline in 
contrast to surrounding grass.

Compared to authentic vari
eties’ predictable year-round 
growth, uniform color and wear 
tolerance, off-types are “aggres
sive and weedy,” usually requir
ing expensive maintenance. 
Downing estimated that the cost 
to regrass an average 18- 
hole course is $100,000 to 
$400,000, for the putting sur
faces alone.

“If you’re growing the wrong 
grass, there’s no telling how 
much money you might throw 
at it, and still not have a golf



cover feature
course on par with the one 
down the street,” said Busey in 
an interview. “I think this study 
will help other aspects of the 
turf industry.”

MYSTERIOUS ORIGINS. Little
is known about the origin of off- 
types. Golf course professionals 
first called attention to the 
problem more than 20 years 
ago. According to Busey, off- 
types may originate from con
taminated sprig stock, seeds of 
“common” bermudagrass that 
were brought onto courses by 
golfers’ shoes, machinery, ani
mals and other carriers or by 
spontaneous mutation.

Downing said his staff has 
done a “yeoman’s job” main
taining the seven-year-old course 
at Willoughby, but patches of 
grass have cropped up that are 
“physically different” than the 
rest. “The problem is very no
ticeable,” he said.

DNA fingerprinting will help 
document the presence and 
nature of off-types, and whether 
or not they can be prevented.

In the long run, DNA 
profiling may impact the lawn 
and landscape industries in a 
major way. Busey said munici
palities, parks, recreation de
partments and other landscape 
users who pay top dollar for turf 
may find DNA fingerprinting a 
useful quality control measure.

Downing agreed. He said it’s 
likely the certification process 
could expand to include other 
grasses, but “it would probably 
take a few years.”
FINGERPRINTING AT WORK.
Faster and more accurate than 
other test methods, DNA profil
ing lets researchers quantify 
degrees of relationship, such as 
whether off-types are mutations 
or seedling variants.

UF researchers will use a 
DNA technique that produces 
characteristic bands for each 
grass, similar to the bar codes at 
the supermarket, for a clear 
comparison of genotypes.

To ensure the testing’s

accuracy and consistency, re
searchers are vigilandy main
taining turfgrass source mate
rial and conducting blind turf 
tests. Morphological markers 
and chromosome counts — the 
first line of off-type detection in 
the field — complement expen
sive DNA profiling.
CERTIFICATION SUPPORT, dna
fingerprinting should help cer
tify the authenticity of ber
mudagrass planting stock by 
reliably distinguishing the ge
netic off-types.

“If we can show that the 
DNA fingerprinting is truly 
repeatable, then our precise 
reaction conditions will be 
published and available for use 
by independent testing labora
tories, sprig certification agen
cies and turf supply compa
nies,” said Busey. “I think the 
backbone of any quality assur
ance program is to have a trail of 
accountability.”

Busey suggested that DNA 
fingerprinting first be used to 
certify source material, second 
to validate the grower’s field 
and third, used on golf courses 
to determine turf content. 
Before grass is put on the 
market, turfgrass certification 
inspectors should use DNA 
testing as a quality control step.

“I think it’s going to really 
help the industry and the 
credibility of growers and south
ern turfgrasses,” said Howard 
Barnes, president of Quality 
Grassing and Services Inc., 
Tampa. He is a member of the 
Florida Turfgrass Association’s 
Certification Committee.

Although the process will 
make certified grass more ex
pensive, it should help “cut fly- 
by-night growers out of the 
picture,” he said.

“DNA testing will help en
sure what made it to the site is 
what is growing,” Downing said.

However, Busey warned that 
DNA fingerprinting should not 
be promoted as a “cure-all.”

Earl Eisner, director of the 
Georgia Seed Development

Commission, which manages 
commercial foundation seed 
shipment of Tifton series ber
mudagrass, agreed. “The long
term goal of DNA fingerprint
ing is to identify these off-types 
when phenotypic observations 
are not adequate.”

The DNA process alone will 
not solve the problems facing 
turf professionals, said Eisner. 
Rather, it must be part of a

market

rigorous program that incorpo
rates genetic and phyto-sanitary 
certification methods.

Just like the trial in Califor
nia, he said, DNA testing alone 
can ’t determ ine if the 
defendant’s guilty, but it can 
narrow the possibilities. — Anne 
Wemhoff

The author is a free-lance writer 
based in Hudgins, Va.
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On-Line Discussion Groups 
Offer Access to Landscape Data

On-line forums offer lawn and landscape professionals easy 
access to information and the opportunity to discuss issues with 
peers and customers. Drop in on the following free “subscription 
lists” to get the buzz, or to ask a question of your own.

To get on the mailing list for the lists mentioned here, send e- 
mail to: Listserv@pucc.princeton.edu. Do not write anything in 
the subject box. In the message text, write: subscribe listname 
your name. For example: subscribe coho-l john doe. A 
confirmation and other information will be sent via e-mail.

Listname Description and Origin

Coho-L Consumer horticulture discussion list
Gardens Gardens and gardening
Hort-L Virginia Tech Horticulture Department — 

monthly releases
Hortpgm Virginia Tech horticulture programs in 

consumer horticulture
Turfpath Discussion list for turfgrass pathology
Usiale-L International Association of Landscape 

Ecology list

Naples, Florida Bans 
Invasive’ Plant Varieties

On Aug. 2, the Naples, Fla., City Council voted to add the 
java plum, carrotwood and earleaf acacia to its pest plant list, 
despite efforts from Florida’s green industry. According to 
Naples Natural Resource Manager Dr. Jon Staiger, developers 
and land owners have five years to remove the plants from Infill 
lots (the vacant lots In subdivisions) and growers have six 
months to get rid of existing stock. The plants must be removed 
from vacant land upon development, but can remain in 
residential landscapes as long as the plant material does not 
pose a hazard to neighbors.

Amelel Villanl, general manager of Sunny Grove Landscap
ing Inc. and board member of the Florida Nursery Growers 
Association, Royal Palm Chapter, said the industry lost the 
issue “purely on perception, not on facts.”

mailto:Listserv@pucc.princeton.edu
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He said the group 
pushing the ban — 
primarily the Native 
Plant Society — pre
sented no “scientific 
data” to prove the plants’ 
invasiveness. “It’s po
litically correct to push 
native plants,” he said.

According to Villani, 
lay people, including 
the President of the 
memorandum encouraging native plant use in federal landscape 
projects, automatically think native plants will proliferate with low 
maintenance and water, “but it’s just not true.”

Rather, he said, the use of indigenous and xeriphetic plants, 
alongside natives, are required to meet goals of water conservation 
and reduced maintenance.

Villani and other growers are concerned for the future, 
especially as membership in the Native Plant Society becomes “a 
status thing.”

“The scary thing is they’re going to go after other non-native 
ornamental plants like the Ficus benjamina, one of the biggest 
crops in Florida that's shipped around the world,” he predicted.

Southeast Market Reports
It seems the Southeast just can't shake off the effects of 

the hottest, driest summer in recent history:

Washington, D.C. — Outside Washington, D.C., Bern 
Bonifant, vice president of Natural Lawns in Merrifield, joked, 
“We had a wonderful summer, where people baked around 
the pools and so did the lawns!” Record heat and drought 
were “brutal on plants and landscapes," he reported.

Borers and grubs caused significant damage on weak
ened plant material. Bonifant said rising seed prices are a 
major concern, as demand for reseeding heat and drought- 
damaged lawns increases along the East Coast. The Fairfax 
County, Va., firm is focused on reducing plant stress by 
applying high-iron, high-sulfur fertilizers.

Lexington, Ky. — Stephen Hillenmeyer, president of 
Hillenmeyer Nurseries, said fall looks like it's going to be a 
good season, as long as “the weather doesn’t mess us up.”

Hillenmeyer said he’s concerned about long-term dam
age to plant material from the summer drought, which the 
public doesn’t realize is still a problem, despite recent rains. 
He's seen local 50-foot trees die from the drought of 1988.

United States who recently signed a

regional outlook f a ^ s u ^ e ^

Lawn & Landscape is interested in learning more about market 
conditions in the Southeast, so we’ve incorporated a Fax Sur
vey into this issue of Regional Outlook. If you would like to assist 
us in learning more about your market— as well as find out how 
others are doing in your market area —  please fill out the 
following questionnaire and fax (216/961-0364) or mail a copy 
to LL magazine at 4012 Bridge Ave., Cleveland, OH 44113. 
We’ll report the results of the survey in future editions of Re
gional Outlook. Thank you for your assistance.

1) Is business up, down or about the same as this same time in
1994? U p___ Down___ About The Same___

2) If your business is “up” or “down” this year, please list the
percentage of change: +________  - ________

3) Please list any additional news items or market observations 
that might be of interest to you and our readers.

4) Are you optimistic or pessimistic about the long-term future of 
the lawn and landscape maintenance industry in your market? 
Optim istic____ Pessimistic____

n
5) Why are you optimistic/pessimistic?

6) Please rate your company’s business performance for 
each of the following service areas when compared to 1994 
(check only one in each category):

Service Above Below Average Not Involved 
Average Average In This Market

Mowing _____  _____  _____  _____
Aeration _____  _____  _____  _____
Tree Care _____  _____  _____  _____
Landscape
Design _____  _____  _____  _____
Lawn
Renovation _____  _____  _____  _____
Sodding _____  _____  _____  _____
Landscape
Installation _____  _____  _____  _____
Pesticide
Applications _____  _____  _____  _____

Name___________________________________________

Company________________________________________

City/State--------------------------------------------------------------------

Phone Number------------------------------------------------------------

L J
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To ke< •ep wages 

are trying 

some creative 

compensation 

plans. 

uccessful contractors have rec-

ognized over time that retaining a qual-

ity work force is a key to keeping a busi-

ness thriving. The road to this destina-

tion, however, has not been so clear. 

1 here may he plenty of variance from 

market to market, and company to com-

pany, hut contractors are fairly consis-

tent in their concerns about wage and 

salary levels in relation to job pricing. 

Wi th only so much cash, contractors 

have been experimenting with ways to 

keep employees from defecting without 

breaking the hank. 

STATUS REPORT. A growing economy over 

the last couple of years has created new 

business in many areas, hut has also 

lowered unemployment to the straining 

po in t for many contractors. To m 

I olkacz, president of Swingle I ree Co., 

Denver, Colo., is one who fee Is th 18 IS 

definitely true in the West. 

"In the Denver area, and reallv in 

most of tk e western states, the economy 

has been on the rise for the last two to 

three years with no signs of slowing," 

said Tolkacz. "That adds to the preslurj 

to attract good people, and base hourly 

and salary rates have been going up ." 

Dale Elkins, vice president of the 

Florida division of ISS Landscape Man-

agement Services, Or lando, Fla., said 

the 1990s have been a period of signifi-

higher salaries and somewhat 

hourly wages in his area, 

[emed like we hit 1 9 9 0 and 

, we and other large companies 

at the universities competing 

to recruit the top students," Elkins ex-

plained. "1 he students started holding 

out for more money, and that was never 

the case before the 1990s." 

I he lack of available employees is 

the other big concern in areas where 

landscaping is booming. 1 his means 

that the construction industry, as well 

as other companies moving into those 

areas, further strain the worker pool. 

"Younger folks are not attracted to 

the industry — our workers are older 

now, in the 20- to 30-year old range," 

said Tolkacz. " I hey tend to have more 

responsibility with children, a mort-

gage and the other costs of living. I hey 

also want more quality time off tfie job 

— I'm not sure the industry had to face 

this five or 10 years ago." 

NEW PHILOSOPHIES. Mick ael Byrne, owner 

o f By rne Brothers Landscaping, Essex, 

Mass., has had a policy of no seasonal 

hiring for the last three years, and he 

said it's been a big success. 

"I don't subscribe to the theory that 

more people get more work done," he 

said. "My philosophy is, if you pay fewer 

people more money, you won't have to 

re additional labor." 

o f course, Byrne's employees are 

:ted to organize and plan their work 

it it can he performed by the avail-

able workers without additional hiring. 

1 he greater level of personal respon-

sibilitv has other positive repercussions 

as well. Byrne said the company's em-

ployee attrition rate has been nearly 

nonexistent, and hiring new employees 

is done through word of mouth, rather 

than advertising. 

Employees rely on each other so 

much for their own success, Byrne said, 



referrals are almost al-

ways top-notch people. 

Byrne bel leves this 

philosophy could work 

for many contractors. 

•As an industry, we 

kill ourselves staffing up 

every spring," he said. 

"We prefer to invest in 

better equipment for our 

employees." 

FULL EXPOSURE. D av i d 

Luse, president of Ar-

teka Corp., Eden Prai-

rie, Minn. , relies on open 

hook management to 

give employees a sense 

of empowerment an J be-

longing to the organiza-

tion. For the past year, 

nearly half of Arteka's 

1 2 5 employees have 

gotten tull access to the 

company's hooks. 

Unders tand ing the 

numbers has given em-

ployees the opportunity 

to f ind ways to cut costs 

and increase profits. A t 

the end of the year, 1/3 

of the profits after the 

earning goal is reached 

are put aside for the em-

ployees. A year into the 

program, employees have 

sliced $ 2 0 0 , 0 0 0 off the 

bottom line. 

When hired, employ-

ees are tolJ whatthey can 

expect to earn at the 1 ow. 

mi ddle and high end of 

their job." I hat way," said 

Luse, "they know what is 

achievable at a certain 

job description." 

Training is also a big 

parto f tbe equation. I wo 

years ago, the company 

hired a human resources 

person on hoard to coor-

d ina te t r a i n i n g and 

safety. It's a good benefit 

for hiring. I D 
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Fax Survey:The Status of Labor in the Green Industry 
With labor shortages in many areas of the country and the retention of employees foremost in 
the minds of many contractors, the editors of Lawn & Landscape magazine would like to know 
more about your company's situation as it relates to labor. 

We hope you will take a few minutes to fill out this brief, completely anonymous survey. We 
will use the results in upcoming, in-depth articles about the industry. Thank you for your help! 

O Which ONE of the following best describes your company? 
Landscape Contractor (maintenance & installation) 
Lawn Maintenance Contractor 
In-House Maintenance Contractor 
Chemical Lawn Care Company 

(excluding mowing maintenance service) 
Ornamental Shrub & Tree Service 
Landscape Architect 
Irrigation Contractor 

Other Contract Services (specify): 

© What is your position? 

© How long have you been with your present company? 

© How long have you been in the industry? 

© In what state are you located? 

© How many salaried and hourly employees are at your 
company? 

Hourly Salaried 

© Of the total number of employees at your firm, how many 
are seasonal, and how many are full time? 

Seasonal Full Time 

© Please indicate the average wages you are currently 
paying in the following employee categories. Wages 
should be in dollars per hour; salaries, if applicable, 
should be in dollars per year. Please specify. 

Entry Level Laborer $ 
Field Laborer $ 
Equipment Operator $ 
Lawn Service Technician $_ 
Foreman $ 
Supervisor $ 
Other (specify) $_ 

© What is your level of education? 
Some High School 
High School Graduate 
Some College 
College Graduate 
Post Graduate Work 

What benefits are provided for hourly 
employees (check all that apply): 

Profit Sharing 
401(k) 
Paid Holidays—How many? 
Paid Vacation Days — How Many?_ 
Paid Personal Days — How Many? _ 
Paid Health Insurance 
Shared Health Insurance 
Paid Dental Insurance 
Shared Dental Insurance 
Paid Disability Insurance 
Shared Disability Insurance 
Paid Life Insurance 

Other (describe) 

I What benefits are provided for salaried 
employees (check all that apply): 

Profit Sharing 
401(k) 
Paid Holidays—How many? 
Paid Vacation Days —How Many?. 
Paid Personal Days — How Many? _ 
Paid Health Insurance 
Shared Health Insurance 
Paid Dental Insurance 
Shared Dental Insurance 
Paid Disability Insurance 
Shared Disability Insurance 
Paid Life Insurance 

Other (describe) 

Please indicate your 1995 anticipated 
sales in the following ranges: 

0-550,000 
$50,001 - 5100,000 
$100,001-5250,000 
$250,001-5500,000 
$500,001- 51,000,000 
51,000,001 - $2,500,000 
$2,500,001 - $5,000,000 
More than $5,000,000 

FAX to: 8 0 0 / 4 5 6 - 4 8 6 5 



T H R E E g t f ^ ^ ^ ^ R E A S O N S W H Y R e e l i n g 
T O O L B O X E S L A S T L O N G E R . . . 

/ Zinc Coated Steel provides the first defense against rust and corrosion 

% Full Immersion Priming completely and uniformly seals the steel for added protection 

3 Power Coat Paint covers the toolboxes with a hard, scratch and chip resistant finish 

Readings exclusive combination of zinc coated steel, Lectro-Life® immersion priming and Power Coat™ painting 
form a finish so tough, we back our toolboxes with a 3-year limited warranty 

against rust and corrosion. With three layers of protection, Reading toolboxes 
simply last longer. So why accept anything less. Call us today for more 
information or the name of your local Reading distributor. 

Only the best carry the name 
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v Aluminum' 

800-458-2226 
Reading Body Works, Inc., R0. Box 650, Shillington, PA 19607-0650 • (610) 775-3301 • Fax (610) 775-3261 
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micronutrients 

Basics of Micronutrients: Part 3 

Just a Dab Will Do 
Boron, molybdenum 

and copper are necessary 

for plants in tiny amounts. 

Tbey may be just what the 

doctor ordered. 

By. C. Neal Howell 

O T H E T E R M S B, Cu, Mo sound 

ike code words? Try to remember 

that ch emistry lah so long ago and you'll 

know that they stand for Boron (B), cop-

per (Cu) and molybdenum (Mo) — the 

last of the essential nutrients for turf 

and ornamentals. 

Should you he adding horon, copper 

or molybdenum to your current fertil-

izer program? Knowing that of all of the 

essential nutrients, these three have the 

lowest use rates probably gives you pause. 

You should pause. 

You should not he routinely adding 

these three nutrients. It's in cases like 

tkis tkat experience teaches a little hit 

does a lot of good; a lot can hurt you. You 

shouldn't ignore these three elements, 

either, because they are links in a nutri-

ent chain. A chain doesn't work well if 

one link is missing or weak. You simply 

can t grow healthv, green turf and orna-

mentals without them. 

SMALL REQUIREMENTS. Most plants kave very 

small requirements for boron, copper 

and molybdenum and most soils prob-

ably contain enough of each to supply 

normal growth patterns. 

I here are some areas where soils do 

not supply enough of these elements or 

where conditions inhibit nutrient uptake, 

however. I here are times when plants may 

he stressed to the point they are unable 

to pick up adequate supplies o f t ke nu-

trients and growth may he affected. 

Whi le quite a hit of research has been 

done on the B, Cu, M o needs of agricul-

tural crops, not much work has 

been done on turf and ornamen-

tal s simply because it is very diffi-

cult to artificially induce deficien-

cies under normal soil and growth 

conditions. 

THE GREAT PRETENDER. Boron k as been 

described as "the great pretender" 

since it can mask its deficiency by 

(continued on page 02) 

The effects of zinc toxicity are obvious 
in this laboratory experiment showing a 
control plant and one with too much zinc. 



You Can't Beat 
i The Value. 

In a recent independent survey 

sponsored by a leading 

industry publication, 

six hundred com-

mercial cutters 

° and landscape 

_ contractors 

were 

asked to rate 

the best com-

mercial mowers in 

> the industry. The answer 

by a wide margin was Scag. 

In fact, in five of six categories Scag was ranked 

number one among 11 brands of mowing equip-

ment. Number one for quality. Number one for 

serviceability. Number one for warranty. 

Number one for dealer/ distributor support. 

And, tied for number one for parts availability. 

The one place Scag didn't finish first was in the 

lowest price category. But then, you get what 

you pay for. 

Visit your Scag dealer today and get the com-

plete story about Scag's preferred line of 

walk-behinds, riding mowers, and zero-turn 

riders. You can't beat the value. 

Simply The Best 

Scag Power Equipment 

Division of Metalcraft 

of Mayville, Inc. 

1000 Metalcraft Drive. 

Mayville, WI 53050 

© 1995. All rights 
reserved. 



micronutrients 

Using 
liquid 

Controlled 
Release 

Ask for 

CoRoN 
Quick green-up 

Long-term release 

Even turf growth 

Reduced clippings 

Reduced leaching loss 

Enhanced rooting 
««WMMWimMMWIWWMOtMl 

Low burn potential 
MMMeMWtOOtKKWWtWtWNtNNM 

Clear liquid solution 
XWWWWWtMWWWtWMWMWWI 

Highly compatible 

C o R o N 
CONTROLLED RELEASE NITROGEN 

For All Your 
Turfy Tree & Shrub 
Applications 

CoRoN Corporation 

Souderton, PA 18964 

800-338-0836 

215-723-5099 

(continued from page 00) 

causing the plant to exhibit symptoms 

of several other nutrient deficiencies. 

Boron deficiencies have heen diagnosed 

in one or more crops in 43 states and its 

deficiency is prohahly the most wide-

spread of all the micronutrients. 

Boron is essential for development 

and growth of plant cells in the mer-

istem or new tissue growth areas. As a 

result, visual deficiencies are usually 

identified hy stoppage of growth of the 

termina 1 bud foil owed quickly hy the 

death of young leaves. 

Micronutrients: 

T o b m u c h o f a G o o d T h i n g ? 

10 date, there has been limited research on 
how micronutrient toxicity can affect turf-
grasses and what exactly you can expect 
from too much of a good thing. Recent 

research on micronutrient toxicities on 
Kentucky bluegrass give us a chance to look at 
these issues and hopefully learn from them. 

Dr. Chiwon Lee of North Dakota State 
presented the results of his research on 
micronutrient toxicities in Kentucky bluegrass 
this year. This research suggests that 
micronutrient toxicities on turfgrass are rare 
and, oftentimes, diff icult to induce. 

BORON TOXICITY. While small amounts of boron 
are needed for optimum growth, some wells and 
streams used to irrigate turf and ornamentals 
can contain amounts of boron far in excess of 
plant needs. Under these conditions, boron can 
reach levels toxic to some plants. 

As a rule, plants grown on soils containing 
high levels of lime wil l tolerate higher boron 
levels than those grown on acidic soils. Ken-
tucky bluegrass is rated as moderately tolerant 
and is capable of growing in conditions with soil 
levels of up to 4 ppm boron without yield or 
vegetative growth being reduced. 

Boron toxicity on Kentucky bluegrass is charac-
terized by severe chlorosis and leaf bleaching 

when the tissue levels exceeded 519 ppm. The 
degree of tissue whitening becomes greater as the 
boron levels in the plant increases. At the 
highest boron levels, leaf chlorophyll is greatly 
reduced, as is plant size and vigor. 

TOXIC COPPER. Copper toxicity has been found in 
areas specializing in copper mining or where 
copper fungicides have been used extensively. 
Copper can be highly toxic under some conditions 
and care should be used for applications of 
products containing high levels of copper. 

Copper toxicities on Kentucky bluegrass deve-
lop at about 656 ppm in plant tissues. Symptoms 
of copper toxicity include reduced and discolored 
root growth, poor shoot development and leaf 
chlorosis and the development of creamy white 
colored lesions which develop in the center of 
the leaf blade. 

Toxicities are, fortunately, rare and are usu-
ally limited to areas rich in naturally occurring 
copper or in areas treated with fertilizers con-
taining high levels of copper such as sewage 
sludges, pig and poultry manures, municipal 
composts and products containing mine wastes. 

TOXIC IRON LEVELS. While iron is generally a very 
forgiving element, high application levels can 
give dramatic visual differences. As the level of 



Several visual symptoms can indi-

cate a deficiency of boron: 

1. Deatb of terminal buds wbicb 

causes lateral sboots to develop, result-

ing in a "witches-broom" appearance. 

2. Chlorotic, thickened, curled and 

wilted leaves. 

iron in an application increases, so does the 
darkness ot the color. At the highest rates, turf 
can turn green-black. Tissue levels of 2,557 ppm 
iron in Kentucky bluegrass caused this greenish-
black discoloration. 

In all cases in 25 years of personal my 
> experience, this discoloration was transitory and 

lasted no more than two mowings. After the 
black was mowed off, the turf remained a 
dramatic dark green for an extended time. 

NO TOXICITIES. No manganese toxicities have 
been reported on either field-grown or labora-
tory-grown turfgrasses. 

While molybdenum toxicity has been diagnosed 
in animals in the field, it has not been identified 
in plants outside of the laboratory. 

At tissue levels of 1,280 ppm of molybdenum in 
Kentucky bluegrass, leaf browning and necrosis 
occurred. These symptoms were usually 

- identified by a chlorosis to bronze-brown 
discoloration of the plant. The discoloration 
developed from the plant sheath to the upper 
blades and preceded extensive plant dieback. 

Usual zinc toxicity symptoms include chlorosis 
and reddening of the leaf blades. As the zinc 
levels increase, the leaves of the plant begin to 
exhibit purplish-red discoloration and reduced 
foliage production. 

Turna 
Greater 
Profit 

NEW FOR WINDOWS™ 

RainCAD Irrigation and Landscape 
Design Software. Prices start at $375. 

Enhance your business opportunities with 

RainCAD irrigation and design software. 

• Win more bids by presenting a highly 

professional plan in no time 

• Earn more per job because of the quality 

appearance of your design printout 

• Finish jobs more quickly with automated 

design features 

• Make designing easy with free RainCAD 

tutorial 

Call 1-800-348-3243 Now 
for a FREE Information Kit 

or to order. 
FREE information kit contains a detailed brochure, 

sample design printout, and demo disk for your 
Windows compatible personal computer. 

VISA 

Rain^BIRD 
PREFERRED BY PROFESSIONALS WORLDWIDE® 

970 West Sierra Madre Avenue • Azusa, CA 91702 



micronutrients 

3. Improper poll ination, flowering 

and fruit or seed set. 

Deficiency symptoms in turf are 

vague and plant quality is reduced be-

fore plant growth. Since boron is not 

translocated within the plant, deficien-

cies are first observed in the youngest 

plant tissues — not unlike an iron defi-

ciency. Usually, stress from lack of bo-

ron will be evident when the plant is 

growing rapidly, flowering or suffering 

from drought stress. 

Always use soil and tissue tests be-

fore applying boron to turfgrass. 

BORON BLOCKERS. Condit ions which ad-

versely affect boron uptake include: 

1. Soils wi tb a high pH ( soi 1 pH of 

6 .0 and above can affect uptake). 

2. High levels of nitrogen and potas-

sium, which seem to interact with boron 

to inn ¡bit its use. 

3. Excess irrigation or heavy rain. 

Boron can be leached readily from soils 

much like nitrogen loss from leaching. 

4. Drought. Lack of moisture can 

cause roots to avoid the surface layer of 

soils where boron tends to accumulate 

(especially in organic matter) and plants 

may suffer from a boron deficiency. 

5. Sandy soils — especially with a 

Molybdenum toxicity like 
that shown in this 
experiment may result in 
leaf browning, necrosis and 
other symptoms. 

pH of 7.5 or higher. 

A soil level of 0 . 25 

to 1.5 parts per mil l ion 

(ppm) is considered ad-

equate for turf in most 

cases. Exercise care in 

selecting a lab since rec-

ommendations for agricultural crops 

differ greatly from those o f turfg rasses. 

ENZYME ACTIVATOR. Copper was first recog-

nized as essential for growth of higher 

plants in 1931. It is required in small doses, 

next to the smallest amounts of any 

micronutrient. Copper deficiencies are 

(continued on page 73) 
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Give Your 
Business A Boost 
Early preemergence applications give your employees more time 
to sell and service accounts. 

TIMING your preemergence herbicide 

applications can be a real problem. The 

herbicide has to be down before crab-

grass seeds germinate, but not too early 

to risk compromising residual which 

can result in late-season breakthrough. 

Throw in unpredictable weather and a 

heavy spring workload, and the pre-

emergence application window be-

comes tight. 

For lawn and landscape contractors, 

Paul Baker and Bob Williamson, the 

preemergence application window is 

anytime from late fall to early spring — 

as long as the customer is under 

contract for the coming year and the 

weather is cooperative. The key, they 

say, is using a preemergence herbicide 

— Barricade — that offers the widest 

application window available. 

Handle More Spring Work. 
The primary advantage of a late fall or 

early spring application is that it frees 

staff time for other work during the 

hectic spring season. 

Baker, the pest control foreman at 

Landscape Resources in the Dallas/Fort 

Worth metroplex, finds that he and his 

crews save time and the possibility of 

mistakes with a fall application in Oct-

ober. "I like to get it finished in the fall 

before we overseed. That saves us the 

headaches of windblown seed coming 

up in our properties." 

For 12 years, Landscape Resources 

has been landscaping and maintaining 

nearly five million square feet in the Las 

Colinas area in Irving. 

"In winter, when a lot of the turf is 

apt to go dormant, clients don't want to 

see any splotches of green weeds," says 

Baker. "We found out that we have a lot 

easier time if we get the Barricade down 

in early fall before we start overseeding 

our properties, and before our competi-

tors start overseeding theirs." 



mm 
Herbicide 

Outside Philadelphia, Bob William-

son, division manager of Moyer Lawn 

Care, applies Barricade in the early 

spring to save his applicators from split 

applications. Williamson wants to get 

Barricade down early on the company's 

residential accounts foremost for crab-

grass control — giving Moyer techni-

cians the ability to handle more accounts 

later in the spring. 

Making use of an otherwise slow time, 

and decreasing the amount of labor 

needed for treatments, is complemented 

by Barricade herbicide's application rates 

which can be four times lower than 

competing preemergence herbicides. 

"We are dealing with a lot less product 

because we can vary the rates to ac-

complish the amount of control need-

ed,'' Williamson says. Using Barricade 

label options, Moyer Lawn Care relies on 

flexible rates for a variety of commercial 

and residential accounts. 

Stays Where It's Needed. 
Controlling crabgrass, in addition to 29 

other problem grasses and broadleaf 

weeds, Barricade can offer the longest 

residual of any preemergence herbicide 

because of its extremely low solubility. In 

fact, Barricade herbicide is 17 times less 

soluble than pendimethalin. The result 

is that Barricade stays in the soil seed 

germination zone — a critical require-

ment in Texas for fall rains, Baker says. 

"We have three preemergence con-

cerns: staining, control and water 

solubility or mobility in the soil," says 

Baker. "After a heavy rain, other 

preemergence herbicides traveled into 

other areas and caused problems, 

especially in germinating grass seed. 

"We first tested Barricade in fall 1993. 

However, this spring we went strictly 

with Barricade. This fall will also be 

strictly Barricade on our accounts." 

Flexible Rates, Constant Con-
trol. Thanks to Barricade herbicide's 

application flexibility and control, Land-

scape Resources has been turning some 

heads in the Las Colinas area. 

"On the properties where we've had 

Barricade three seasons in a row, we've had 

a lot less trouble with grassy weeds. Even 

some of our clients say they see less, like we 

are catching up to the problem," says 

Baker. "To them it looks like we are out 

there everyday. What they don't know is 

we put Barricade down in October." 

In early spring, Moyer Lawn Care varies 

their rates of application, following label 

options, to meet their changing needs. 

"We change the rates as the season 

progresses — it's all incumbent on the 

weather. But, when you are putting 

Barricade down April 13 in Philadelphia, 

you don't need to be at the full rate 

anymore because you don't need that long 

of a residual," says Williamson. "So we 

vary the rates according to our timing 

needs, and it remains a cost and labor 

saving product in comparison with other 

preemergence herbicides." 

"Our customers want control, that's 

all they are concerned with," says Wil-

liamson. "We are giving them the ef-

ficacy they demand when they walk 

outside and evaluate their lawns in July. 

Those kinds of positive results are what 

brings more customers to our company. 

Lawn and landscape maintenance pri-

marily is an impulse decision based on 

what kind of service you have provided 

to someone else in the neighborhood." 

Better service, an open application 

window and happy customters is the 

goal of any lawn and landscape 

professional. Barricade offers lawn and 

landscape contractors superior preemer-

gence control while 

building new busi-

ness opportuni-

ties in a competi-

tive marketplace. 

Benefits Increase Business 
Growth. From late fall to early 

spring, Landscape Resources and 

Moyer Lawn Care have the 

option to get ahead on next 

year's workload. Both say 

they also are getting a jump 

on their competition and 

helping diversify their 

programs and build 

profit potential. 

The length of con-

trol has saved Paul Baker 

labor and service time. 

"We don't have to put down a 

postemergent as often as we did 

before using Barricade," Baker 

says. "I know it has saved us quite a 

bit of time, and we get the control 

that saves us labor down the road." 

Baker says customer expectations 

are a critical part in evaluating a 

service proposal, especially in a high 

profile account. The same holds 

true for Moyer Lawn Care, where 

the longer period of control helps 

satisfy customers' demands for 

positive results. 



Barricade Provides 
Cost-Effective Control 
"HOW do I justify the price of Barricade?" asks Butch Boss, 

president of A1 Industrial Lawn Care, "Because I tried it." 

Based in Dallas, Boss isn't shy to talk about why he includes 

a premium-priced product like Barricade in his preemergence 

herbicide treatments. 

"I only have to put Barricade down once or twice a year. With 

my previous preemergence herbicide, I was out there up to four 

times a year," Boss says. "I'm saving labor — which is more 

expensive than the material." Breaking out the cost-

effectiveness from the product cost is not easy, Boss says. 

"Most people don't look at the results, they look at what the 

herbicide costs up front. You have to look at the cost of how 

many times you are going to have to put it down, your labor, 

equipment and, of course, the end result," Boss says. 

Barricade preemergence herbicide offers season-long control 

of crabgrass, goosegrass and poa annua (annual bluegrass), plus 

27 other grassy and broadleaf weeds. In 

addition, Barricade can be used at rates 

up to four times less than other 

preemergence herbicides. 

Using less product also means a lighter 

environmental load. This is a benefit that 

David Robson, an extension horticulture 

educator for the University of Illinois, 

calls part of the economics of Barricade. 

"I'm a firm believer that price is not 

as important when you are using less 

quantity and getting longer re-

sidual while applying any environmentally sound compound. 

Aren't those benefits worth some extra cost?" asks Robson. 

Robson, a homeowner himself, says that as a customer, 

Barricade brings added value. 

"I think people feel better knowing they don't have the 

hassle of trying to keep pets and kids off the lawn as much. It's 

a cliche, but you sleep better knowing that you only have to 

think about weed control once or maybe twice a year," says 

Robson. 

With Barricade, lawn and landscape contractors and their 

customers don't have to worry about staining either. Because 

of Barricade's non-staining formulation, using as directed by 

the label means no worry about stained uniforms, equipment, 

vehicles, driveways, fences or shoes. 

"I expect contractors to apply a herbicide that will work 

efficiently, economically and safely," says Robson. "As a 

homeowner, I wouldn't want to worry 

about anything." 

These expectations make Barricade 

highly cost-effective. Which explains 

why Butch Boss continues to rely 011 

Barricade for his preemergence control. 

"We will be applying Barricade for 

our preemergence work. We're going 

to look into using Barricade in an on-

fertilizer formulation, but either way, 

Barricade will be going down, because I 

know what my true cost is." 

"Most people 
don't look at the 

results, they look at 
what the herbicide 

costs up front." 

A SANDOZ 



University Research I 
Preemergence Applic 
RECENT research at Kansas State Uni-

versity and Michigan State University 

tested the efficacy of several preemergence 

herbicides when applied in the fall. The 

research supports the "non-traditional" 

fall application option for at least one of 

the products, Barricade herbicide. When 

applied in late fall, Barricade was still 

providing excellent control in the summer 

of the following year. 

KSU — Barricade fall vs. 
spring applications. 
Applied in test plots in both late Sep-

tember and late October, Barricade her-

bicide showed no significant difference in 

comparative efficacy with spring herbicide 

applications. 

Overall, the fall vs. spring applications 

show that Barricade provides a consis-

tently high level of control. 

These results are supported by Michi-

gan State University research conducted 

in 1995 — a year where environmental 

conditions were ideal for crabgrass 

growth. 

MSU — Barricade late fall 
application. 
Applied in early November 1994, 

Barricade continued to provide consistent 

control of crabgrass through August 1995. 

Conclusions and business 
considerations. 
Fall applications with a preemergence 

herbicide can offer significant advantages 

to lawn and landscape contractors. From 

an application window perspective, fall ap-

plications provide a much larger applica-

tion window and reduce concerns over 

favorable weather conditions in the spring. 

From a business perspective, fall applica-

FALL APPLICATION - BARRICADE 
TREATMENT 

Barricade 

Barricade 

Barricade 

Barricade 

RATE 
(LBS./A) 
1.00 
1.15 

1.00 
1.15 

% CRABGRASS DATE OF 
APPLICATION JULY 15 
September 28 0.0 

September 28 0.0 

October 25 0.0 

October 25 0.0 

AUGUST 15 
0.3 

0.0 
0.0 
0.0 

SPRING APPLICATION - BARRICADE 
TREATMENT RATE DATE OF % CRABGRASS 

(LBS. Al/A) APPLICATION JULY 15 
Barricade 1.00 March 1 0.0 

Barricade 1.00 April 1 0.0 

AUGUST 15 
0.0 
0.0 

I 

Barricade 
H E R B I C I D E 

CRABGRASS PREVENTER 

I ON FERTILIZER . 
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»roves Fall 
ation Effica 

tions give you a big jump on \ 

next spring's workload. Appli-

cator workloads are 

usually lighter in the ^ ^ r » ^ 

fall. So time saved 

with fall applications for your 

repeat customers can be used the fol-

lowing spring to sell new customers 

or perform other work. 

In the research, Barricade pro-

vided longer lasting con-

trol of crabgrass. Barri-

cade herbicide's perfor-

mance in the KSU study 

also supports its flexible ap-

plication timing — whether late 

fall or very early spring when the 

ground is not frozen. 

Joe Yoder, technical services 

manager for Sandoz Agro, Inc., the 

manufacturer of Barricade, says the KSU 

TREATMENT RATE DATE OF 
DATE (LBS./A) APPLICATION 
Barricade 1.00 November 2 

% C 
JULY 11 

2.0 

and MSU studies support other research 

from the East and Southeast showing that 

the extended residual of Barricade makes it 

the only herbicide capable of fall ap-

plications for spring and summer crabgrass 

control. The results show that Barricade 

offers lawn and landscape contractors the 

option of fall-only, fall and spring or 

spring-only preemergence applications 

that provides season-long control of crab-

grass and 28 other weeds. 



Using Products With 
Confidence Powers 
Memphis Firm 
RUNNING a family-run lawn and landscape 

business means getting employees behind the 

company's philosophy. 

Founded in 1972, Southern Spray Co. in 

Memphis, follows a "do it thorough, do it 

right" philosophy. Kermit Throckmorton, son 

of the founder and the residential and 

commercial lawn care manager, attributes part 

of the company's success to employees who feel 

confident using their products. 

Throckmorton says this affects results and 

improves overall performance. To help give 

employees the best tools possible, Southern 

Spray Co., switched this spring to Barricade 

preemergence herbicide. 

Barricade herbicide's active ingredient, 

prodiamine, controls crabgrass, goosegrass, 

poa annua (annual bluegrass) and 27 other 

grassy and broadleaf weeds in either single or 

split applications. Throckmorton was pleased 

with the level of control he got in his first season 

with Barricade. 

"We got better control of crabgrass," 

Throckmorton says. "And the technicians 

really like the fact that Barricade comes in water 

dispersible bags. For us it gives two additional 

benefits: First, the dispersible granule bags are 

good for storage. Second, the bags help you mix 

what you need to avoid wasting a lot of 

chemical product." 

Barricade's application flexibility allows it to 

be used in a variety of application areas. For 

example, 60 days after overseeding, Barricade 

can be applied to turf, without damaging new 

growth. It also can safely be sprayed in hard to 

reach areas near perennials, wildflowers and 

over 100 varieties of landscape ornamental 

plants and shrubs. Applications in other 

sensitive areas also are easier thanks to Barricade 

herbicide's non-staining feature. 

"My technicians have been spraying 

pendimethalin for three or four years, which 

stained clothes, trucks, fences and walkways," 

says Throckmorton. "After we switched to 

Barricade, they were feeling better and looking 

more professional. It was amazing because 

morale this year was a lot better than last year," 

Throckmorton says. "I think it reinforces the 

fact that the employees know what they are 

doing and are getting good results." 

It's this attitude that keeps Throckmorton in 

the running with national lawn care chains. 

"The chains try to grow and grow—get bigger 

and produce as many dollars as possible. 

"What's important to me is if my employees 

spend extra time on each yard to do the job 

right, the first time." 

Southern Spray Co.'s 20 full-time employ-

Barricade: 
Not Just 
For Turf 
COMPETITION in the 1990s means 

that lawn care companies must find 

ways to meet growing customer needs. 

One service extension to consider is 

handling weed control in and around 

ornamental beds. Barricade preemer-

gence herbicide is labeled for control of 

crabgrass and 29 other grass and 

broadleaf weeds and can be used with 

confidence in and around over 100 

landscape ornamentals, including vari-

eties of perennials and established 

wildflowers. Barricade herbicide's for-

mulation eliminates concern about 

staining along sidewalks, buildings, 

fences and siding. Best of all, a single 

application of Barricade can provide 

season long control. 

A convenient one-pound container 

makes it simple to measure and mix the 

right amount of Barricade for backpack 

applications. 

Barricade will not harm most orn-

amental trees, shrubs and flowers. Some 

of the species that Barricade may be 

applied to without injury include: 

Japanese Maple 

Norway Maple 

Holly 

African Lily 

Barberry 

Japanese Boxwood 

Scotch Heather 

Wild Lilac 

Flowering Dogwood 

ees play an important role in the company's 

success. Throckmorton thinks that with strong 

products backing them, it makes their jobs 

easier, and provides a better opportunity for 

employees to contribute to the company's 

success. 

"If you offer your employees products that 

make them comfortable and more efficient, 

there is going to be an improvement in morale. 

Keep your employees happy, pay them right 

and go the extra mile to take care of them," says 

Throckmorton. "For us, Barricade is part of 

that. It helps our employees do a better job and 

get results." 



Taking the Blemish 
Off Service Records 
SOME of Larry Shield's lawn and landscape 

customers used to see yellow after a pre-

emergence treatment — on their shoes, 

clothes and floors. 
ttOne spring we replaced five, white 

linoleum floors because of stains. All of 

these customers had dogs and the dogs 

would come in from outside and lay down. 

It didn't matter whether the floor was 600 

square feet or 2,000 square feet, if it had a 

two-foot square yellow stain, we had to 

replace the entire floor," says Shields, 

president of Beautylawn, in Memphis. 

Following treatments with pendimethalin, 

the stains also left a permanent mark on 

Beautylawn's service record. "We ended up 

losing all five of those customers, even after 

we replaced their floors. I guess they 

thought we might use pendimethalin a-

gain," says Shields. 

Instead, Beautylawn 

switched to Barricade 

preemergence herbicide. 

In addition to its 

formulation, Shields says, Barricade also 

performs more effectively. With more than 

3,500 residential accounts, he feels it's 

important to provide both excellent weed 

control and customer satisfaction. 

Shields says his program involves six 

rounds per year, with one spring application 

of Barricade. The company uses it in water 

soluble bags and appreciates the conve-

nience and lower use rates. 

"By and large customers just want you to 

do the job well. They don't care about the 

technical part of it, they just don't want the 

treatment to inconvenience them in any 

way," says Shields. "Barricade gives us the 

performance and security we need." 

Part of the security of Barricade's non-

staining formulation is that it can be sprayed 

near highly visible outdoor areas, such as 

driveways and fences, without the risk of 

staining. 

Butch Boss, president of A1 Industrial 

Lawn Care in Dallas, remembers one 

application that nearly cost him an 

important customer. 

"We were spraying pendimethalin out-

side the main entrance of a major corporate 

headquarters — a brand new facility — and 

I had a hose break," says Boss. "Luckily, I 

was able to stop the leak before anything 

serious happened." 

Risks like these endanger a company's 

service record. Barricade herbicide's non-

staining formulation also offers an ad-

vantage that operators like Boss appreciate. 

"After switching, we compared the 

length of control Barricade provides to 

pendimethalin and, frankly, there was no 

comparison. Barricade per-

formed better," Boss 

says, "and my tech-

nicians' pants 

didn't have 

yellow stains 

anymore." 



Environmentally 
Friendly Features 
Build Selling Power 
ANSWERING questions about the en-

vironmental impact of providing lawn and 

landscape services is becoming almost a 

daily part of lawn maintenance work. 

"When I am selling to new customers, 

more than half ask questions about the 

knowledgeable staff that is well-versed 

with Barricade herbicide's environmental 

benefits. Key points include: 

• Barricade can be used at rates much 

lower than other preemergence herbicides 

— which means you are putting down less 

products we are using," says Bob Wil-

liamson, division manager of Moyer Lawn 

Care, outside Philadelphia. 

"What we are dealing with is an en-

vironmental and emotional issue. People 

want to be assured that we are using a 

product that won't harm them or their 

children. We can achieve that by educa-

ting them." 

Emphasizing environmentally friendly 

business practices begins at the selling 

point. It's here that a contractor can ease a 

customer's mind. By discussing product 

features such as rates and environmental 

impact, you can help build a customer's 

confidence as well. Lawn and landscape 

companies that use Barricade preemer-

gence herbicide find its features make this 

an easier task. 

Start by making sure you have a 

product, up to four times less. 

• Barricade herbicide's active ingredient 

has an extremely low water solubility. This 

keeps the product where it is needed, for a 

longer period of time, and it won't leach 

out or down. 

• Customers are getting season-long 

control in one or two applications instead 

of the usual three or four — without using 

more product. 

• Because of the small amount of 

preemergence herbicide you are applying, 

your employees are getting a minimal 

amount of exposure — showing custom-

ers you consider both the environmental 

and human aspects of your service. 

Selling your service begins with edu-

cating your customer. In turn, you are 

putting them at ease — and building 

references for new business. 

DISTRIBUTED BY: 
Agra Turf 
Searcy, AR 

501-268-7036 
Agriturf 

Hatfield, MA 
413-247-5687 

Benham Chemical Co. 
Farmington Hills, Ml 

810-474-7474 
Cannon Turf Supply, Inc. 

Fishers, IN 
317-845-1987 

Cornbelt Chemical Co. 
McCook, NE 

308-345-5057 
E.H. Griffith, Inc. 

Pittsburgh, PA 
412-271-3365 

Estes Chemical, Inc. 
Wichita Falls, TX 
817-766-0163 

Fisher & Son, Inc. 
Malvern, PA 

610-644-3300 
George W. Hill & Co., Inc. 

Florence, KY 
606-371-8423 

Helena Chemical 
Fremont, NE 

402-727-9177 
Helena Chemical 

ì. FL 
Ì-5121 

Tampa, FL 
813-626-5 

Professional Turf Specialties 
Champaign, IL 
217-352-0591 

Regal Chemical Co. 
Alpharetta, GA 
800-621-5208 

Turf Industries, Inc. 
Houston, TX 

800-288-8873 
Turf Industries, Inc. 

Dallas, TX 
214-241-0545 

Turf Supply Co. 
Eagan, MN 

612-454-3106 
United Horticultural Supply 

Aurora, OR 
503-678-9000 

United Horticultural Supply 
Tampa, FL 

813-628-0496 
United Horticultural Supply 

Tucson, AZ 
520-293-4330 

Wilbur-Ellis Co. 
Auburn, WA 

206-351-6591 

ASANDOZ 
1300 East Touhy Avenue 

Des Plaines, Illinois 60018 
1-800-435-Turf 



micronutrients 

(continued from page 64) 

probably less common than those of other 

micronutrients. Six to 2 0 ppm in plant 

tissue is usually adequate for most plants. 

Copper functions as an enzyme acti-

vator and works to aid plant respiration 

and photosynthesis. It cannot he trans-

located, so a cont inuous supply of cop-

per is necessary to prevent new growth 

from being affected. 

Copper deficiency has been diagnosed 

in 14 states; the majority of the affected 

areas have sandy, peat or muck soils. 

Tlie sandy soils of the At lant ic coastal 

plains, for example, are often deficient 

in copper. Peat and muck soils in Florida, 

New York, Indiana, O h i o , Michigan, 

Minnesota and Wash ington also have 

demonstrated copper deficiencies. 

CHECK THE SYMPTOMS. Okv ious Jef iciency 

symptoms of copper include: 

1. Diehack of termi-

nal shoots in trees. 

2 . Stunted growth. 

3 . W i l t i ng and death 

of leaf tips. 

4 . Poor pigment. 

Cer ta in cond i t i ons 

adversely affect copper 

uptake by plants. For in-

stance, light sandy soils 

o f ten produce p lan ts 

with copper deficiencies. 

H igh p H soils can also 

dramatically reduce the 

availability of copper. A n y soil with a 

p H of 7 .0 or higher may produce plants 

that exhibit copper deficiency. Copper 

is most readily available in soils with a 

P H of 6 .0 or kel ow. 

Copper uptake also can he hampered 

by applying high rates of phosphorus, 

zinc or nitrogen. In addit ion, peat, muck 

There are times when 

plants may I te stressed 

to the point i (hey are 

unable to pic k up 

adequate sup plies of the 
nutrients ant 
be affected. 

1 growth may 

and other organic soils can 

effectively tie up copper. 

DIAGNOSING THE PROBLEM, w h i l e 

copper deficiency can he a 

problem, it is usually local-

ized and most times affects 

tree crops and plants grow-

ing on sandy or organic soils. 

Soi l and tissue tests still re-

ma in the best method for 

i d e n t i f y i n g copper def i-

ciency. In many cases, fungi-

cides conta in ing copper have 

corrected or prevented copper deficien-

cies. Many of these same fungicides are 

no longer available and copper supple-

ments may have to he considered. 

NITRATE REDOCER. Molybdenum is the ele-

ment required in the smallest amounts 

(continued on page 76) 

S O U N D S C R E E N " T R U L Y O N E O F T H E 
H E A V Y W E I G H T £ L -

• Large pneumatic tires push easily 

over rough terrain and roll 

effortlessly over smooth lawn. 

• For spreading, fertilizers, grass 

seeds and herbicides. 

• Use year round with deicing 

products to melt down the winter 

ice and snow buildup. 

P I T 0 \ i : OF THF IIKAV VH FIGHTS 
TO WORK FOR YOI ! 

(217) 728-8388 
303 W. Raymond St., Sullivan, IL 61951 

Husqvarna chain saws and tr immers 

are equipped with large-volume, low-
» 
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noise mufflers. Keeping noise low 

and directing exhaust away from you. 

(h) Husqvarna 

©1995 
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Mountains Into 
Mowhills 

If you've got the wrong equipment, 

even mowing the flats can be an uphill 

battle. That's why more and more cut-

[ 4 -WHEEL DRIVE F U 4 5 ] 
ters are climbing up on the 

John Deere F1145. With 

• i f - : f r i 

wéÊÈ mim 

its new 28-hp engine, our high-torque 

diesel is the undisputed king of the 

hills. And though it won't turn the 

slopes of Sun Valley into a stroll 

through Sunny Brook Farm, this 4-

wheel-drive is tough to top. Thanks 

to rugged componentry it shares in 

common with our 855 Compact Utility 

Tractor. Hydrostatic drive, 2-speed 

axle, differential lock, wet-disk brakes 

and planetary final drives. Make 

mowhills out of mountains. See your 

dealer for an on-site F1145 demo. Or for 

more information, call 1-800-503-3373. 
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NOTHING R U N S LIKE A DEERE® 
USE READER SERVICE #82 



micronutrients 

(continue J from page 73) 

by plants. It is also present in extremely small amounts in 

soils. Most soils will contain only about 2 ppm total and, 

generally, only a fraction of tliis amount is available for 

plant use. 

Molybdenum is essential for tbe reduction of nitrates by 

turf and ornamentals. Plants cannot change nitrate nitro-

gen into amino acids without an adequate supply of it. 

Molybdenum also performs some other apparently mys-

terious functions. 1 hese functions are mysterious because, 

in many cases, applications of molybdenum have spurred 

growth and, while those increases have been attributed to 

molybdenum, no one can say what caused tbe growth. 

Visual symptoms of molybdenum deficiency in turfgrass 

have not been documented on turfgrass. 

The symptoms of molybdenum deficiency in plants have 

been known to include: 

1. Stunted plants similar to those with a lack of nitrogen 

2. Obvious rolling or cupping of leaves with a marginal 

scorching. 

INHIBITING UPTAKE. Condit ions w hich inhibit molybdenum 

u ptake are low pH soils and sandy soils. Unl ike most other 

micronutrients, molybdenum is less available as the P H 

drops below 6 .0 or 6.5, where available molybdenum de-

clines rapidly. 

As it drops even lower, iron and aluminum become more 

available and tend to form compounds which are very in-

soluble, literally tying up the molybdenum. Under alkaline 

conditions, iron and a luminum molybdates are rarely 

formed, ibis accounts for the greater availability of molyb-

denum in alkaline soil conditions. 

TR ICKY D IAGNOS IS . Soil tests may not reflect a true picture of 

molybdenum levels since requirement levels are so low. 

1 issue tests are the best method to use. 

if you are having a problem maintaining quality turf and 

ornamentals and have exhausted all other possible rem-

edies, try correcting for a molybdenum deficiency. 

A n application of lime to acid soils can free up existing 

molybdenum, unless you're working with a sandy soil. 1 hen, 

a molybdenum product will be required to correct the 

deficiency. Molybdenum should not be routinely applied 

with every fertilizer application, but used under certain 

conditions. Foundation plantings, new lawn establishment, 

initial fertilization of annual plants and installation of sod 

are all times when it may help growth. 

Astute managers have discovered that supplying micro-

nutrients along with the traditiona 1 N-P-K produces the 

dark green foliage and turf so prized by home and business 

owners. Q] 

The author is an industry consultant with Key Solutions, a 

division of Iris Sales & Solutions Inc., Rocky River, Ohio. 



Sloppif Design 

Can Cosflbu a Bundle 

I T T i T i n i r i T ì l 

Serious 
irrigation design 
errors are costing 
property owners 
plenty of money 
in wasted water. 
They can also 
hurt the 
contractor 
in court. 

By Larry 
Keesen 

A K I N G SHORTcu t s in irri-

gation design and installation may 

save you money now, t u t result in legal 

fees and costly settlements in the future. 

Property owners are sometimes left with 

no recourse hut to sue developers, de-

signers, contractors and even manufac-

turers for inefficient and poorly de-

signed irrigation systems. 

Many irrigation designers stretch 

head spacing, ignore good hydraulic 

design, neglect water pressure controls 

and specify residential equipment in 

commercial applications to name a few 

glaring problems. This is often done in 

the interest of cutting costs and increas-

ing profit. 

In light of sloppy design, property 

owners are becoming more concerned 

about the cost or maintaining the land-

scape. Water costs are increasing as are 

the penalties enforced to prevent waste. 

O n e large housing development in Cali-

fornia paid out more than $ 3 0 0 , 0 0 0 

in penalties for excess water use in 1993 . 

THE CONSEQUENCES. T he Crossings home-

owners' association in Denver (140 con-

dominium units), and the steps taken to 

resolve design flaws is an expensive ex-

ample of w hat can happen following a 

poor irrigation design. 

In 1991 , an evaluation of The Cros-

sing's irrigation sys-

tem was initiated to 

determine if the turf 

was being over wa-

tered, and whether 

the design was the 

cause of drainage 

problems and struc-

tural damage. 

A n investigation 

revealed numerous 

problems with the 

design and original 

installation of the ir-

rigation system. I he 

system did not pro-

vide uniform cover-

age, resulting in over 

watering or "flood" 

irrigation in some areas. 

O u r fi ndings indicated that the head 

spacing was stretched in many cases. 

Most of the pop-up spray heads were 

spaced at 18 feet to 2 3 f eet (65 percent 

to 8 0 percent spacing) instead of the 

manufacturers' recommended I 5 feet. 

Rotor heads were spaced at 4 4 feet to 

4 8 feet in lieu of the recommended 

spacing of 3 8 feet. 1 here was a great 

deal of over spray onto the buildings, 

asphalt, roads and tennis courts. 

Many of the pop-up spray head zones 

had high operating water pressures rang-

A check with the 
landscape plans 
while designing 
the system would 
have indicated 
that rotor heads 
were the 
wrong choice 
for this area. 



ing from 4 0 psi to 5 0 psi instead of the 

required 3 0 psi. Some of the heads were 

operating at pressures helow 3 0 psi — 

in the 15 psi to 2 0 psi range. These high 

and low pressures resulted in a reduced 

radius of coverage from 15 feet at 3 0 psi 

down to an 11-foot radius at 15 psi. 

Tke i mpact rotor head pressure 

ranged from 2 0 psi to 6 0 psi resulting in 

hoth high and low pressures. I hese de-

fects caused a distortion of the spray 

pattern, reduced radius coverage, poor 

stream hreahup and variable rotation 

speeds, all of which resulted in poor uni-

formity of coverage and wasted water. 

Tke irrigation system was supplied hy 

three 3/4-inch water taps, with 4 0 feet 

of 3/4-inch "K" copper service pipe and 

3/4-inch water meters. Tke system 

runtime was calculated hased on 1 1/2 

inches of water applied per week during 

July. Tke system runtime measures out 

A rotor and pop-up spray head on the same 
zone is a mistake. The spray head applies 

three to four times as much water as 
the rotor head, resulting in poor 

uni formi ty , overwater ing and waste. 

at 2 3 . 3 3 hours per day. Consequently, 

The Crossings received enormous water 

hills that reflect daytime watering, and 

residents were deprived of the use of turf 

areas for summertime activities. 

I hese and other design errors re-

sulted in tke foil owing water use rates 

(see chart on page 79). Turf water re-

quirements for this area do not exceed 

3 0 inches per square foot, or 4 , 1 60 , 000 

gallons on an annual hasis. 

Proper and efficient irrigation de-

sign for this site reduces irrigation water 

consumption hy as much as 4 2 percent, 

or 2 , 9 5 8 , 0 0 0 gallons (three-year av-

erage). This results in a water cost sav-

ings of $ 3 , 8 7 5 per year. 

Because of the deficiencies in irriga-

tion design and installation, the home-

owners' association at I he Crossings 

successfully sued the developer for dam-

ages and received a large settlement. 

In addition to a variety of land scape 

problems caused hy poor design, per-
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sonal injury can also occur from heads 

and valve hoxes installed too low in turf 

and athletic fields. We have seen several 

cases where people have stepped into 

vaults and valve hoxes, and sustained 

serious injury because of unsafe lids. 

PRESSURE CONTROL Many designers do not 

understand the importance of pressure 

control. High pressure causes pop-up 

spray heads to mist and shriek from the 

high velocity of flow, and leak around 

the heads and wiper seals. We have seen 

rotor heads operating like "machine 

guns" and spinning tops, creating a hank 

of mist that d ri its away from the area for 

which it was intended. 

Low operating pressure causes the 

water to explode into larger droplets 

producing soil compaction and reduc-

ing the effective radius of coverage. High 

pressure causes the water to explode out 

of the nozzle into a higher number of 

tiny droplets that range in size from 1.0 

mm (moderate rain) to 0 .10 mm (mist). 

A 1.00 mm drop falling from 10 

feet in a 3 mph wind will drift '5 feet, 

while a 0 .10 mm drop will drift 50 feet. 

This reduces the effective radius of cov-

erage and causes the water to appear as a 

drifting mist. This mist will evaporate 

much faster than larger droplets, and 

will easily drift away from the irrigated 

area. Imagine the water wasted by drift 

in a 5- or 10-mile per hour wind. 

The ideal operating pressure (and 

therefore adequate droplet size to meet 

the needs of plant materials) for small 

pop-up spray heads is 2 5 to 30 psi. We 

recommend a pressure of 30 to 50 psi for 

most rotor head appli-

cations. 

ANNUAL IRRIGATION USAGE 
Gallons oí water Indies of water 

1988 6,278,000 45.27 

1989 6,554,000 47.26 

1990 8,522,000 61.46 

PRESSURE REMEDIES. Wa-
ter pressure can he eas-

ily regulated. To cor-

rect high pressure, use 

pressure reducing valves 

and pressure loss in the 

pipe to provide opti-

mum pressure at each 

head. Use pop-up spray 

heads with a pressure re-

Mr. Accountant is the time proven, com-
plete business management system 

Invoices • Statements • Proposals • Job 
Costing • Job Bidding • Truck Schedul-
ing & Routing • Plant/ Chemical/ Irriga-

tion Parts Databases • Inventory Reports 
• Equipment Maintenance • Lead Track-

ing & Marketing • Full Fea tured Inte-
grated Accounting System • user 

Friendly Menu Driven Interface* Customi-
zation and Multiuser Version Available • 

Designed specifically for landscape main-
tenance, landscape installation, pesticide 

application and irrigation companies 
S e r v i n g the g r e e n industry s i n c e 1 9 8 7 

SPS Consulting 
1032 Raritan Road 

Cranford. NJ 07016 
(800)272-1398 

Fax: (908)272-8729 

Call for FREE Demo Disk! 

Franchise Opportunities 
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• Get And Keep More Customers 
• Exclusive Licensing Agreement 
• Become A Strategic Franchise Partner 

For Free Details Phone 
1-800-783-0981 

EMERALD" 
GREEN 

...featuring 

products 



ducing device (set for 

3 0 PSI) installed as 

an integral part. 

Pressure reducing 

valves can be installed 

at tbe electric control 

valve to control pres-

sure for tbe rotor bead 

zones. Plastic preset 

PRVs can be in stalled 

under eacb rotor bead. 

When tbe static pres-

sure in residential and 

commercial systems is 

more than 75 psi, install an adjustable 

PRV at tbe point of connection to pro-

tect tbe system from unnecessary surges. 

High water pressure can also cause 

surges in lateral lines, especially if the 

lateral is drained or partially drained 

after every cycle. I bis results in damage 

to tbe equipment, water leaks and a re-

Many irrigation designers 

stretch head spacing, ignore good 

hydraulic design, neglect water 

pressure controls and specify 

residential equipment in 

commercial applications to name 

a few glaring problems. 

duced system life 

span. Install beads 

with check valves to 

preven t 1 ow bead 

drainage and to save 

valuable water. 

Low water pres-

sure can be avoided 

by carefully calculat-

ing hydraulics for ev-

ery design, if pos-

sihle, all OW for a 10 

to 15 psi supply pres-

sure drop. 

Irrigation system uniformity is tbe 

bottom line. Several town bouse asso-

ciations in tbe Denver area received 

large cash settlements from designers 

and contractors fortbe improper design 

and installation of their irrigation sys-

tems. The contractors at fault all did tbe 

same thing — they stretched tbe bead 

spacing to 70 percent and 80 percent of 

tbe diameter of coverage when most 

manufacturers recommend spacing at 

50 percent of tbe diameter. 

The result is unacceptable unifor-

mity causing damaged turf and asphalt 

from tbe over watering required to pre-

vent tbe turf from wilting and dying. 

Proper spacing for any bead should be 

no greater than tbe manufacturers' rec-

ommendations, plus necessary adjust-

ments for wind conditions. Uniformity 

is important in turfgrass, where every 

square inch has roots and a shallow root 

zone where 75 percent of the roots are 

found in tbe top 1 to 2 inches of soil. 

Tbe essential components of a qual-

ity irrigation system include equipment 

that is high in quality and performance, 

low in maintenance, long lasting and 

water conserving. Selecting tbe right 

(continued on page 82) 

JUST . 
FLAX'*' 
GREAT 

cargoWagon® 
with 102" Axles 

Look inside our trailer. The big asterisk shows you our 6'9" wide interior floor is Flat! 
No wheel boxes inside. Perfect for motorized Lawn & Garden equipment, and plenty 
of "walk-around" room, too. 
Wells Cargo offers you great Options for customizing like: FLOW-THRU VENTILATION 
eliminating fuel fumes, WOLMANIZED 1-1/2" FLOORS and 3/4" INTERIOR SIDEWALLS, 
for "guts." All backed by a Warranty that really works for you! 

Call 1 -800 -348 -7553 for Cata log & Pricing 
W E L L S C A R G O , INC. P O BOX 7 2 8 - 1 1 7 2 Elkhart, IN 4 6 5 1 5 

Factory Service Points: GA, IN, TX & UT. Nat ionwide Dealership Network. 
"With a Wells Cargo Behind... You Never Look Back!" 



T 
Super Bowl XXIX, Joe Robbie Stadium, Miami, Florida 

Baron Wolman/NFL Photos 

Alan Sigwardt, Head Groundskeeper 

wo Championship Teams 
75,000 Screaming Fans 

80,000 Square Feet of Turf... 
and a no-nonsense Head Groundskeeper who only specifies Hunter gear-driven rotors: 

"Whether we're prepping the field for the Super Bowl or for regular season Dolphin and 

Marlin games, we need the best. That's why we use Hunter I-40s and I-25s. Their stainless steel 

risers never give up, and the arc and radius are so easy to adjust, we can fine tune each zone. 

Best of all, Hunter rubber covers keep the field safe for Steve, Stan and all the guys." 

1-20 Rotor 

N M 

1-25 Rotor 1-40 Rotor HBV Valve 

Hunter 
The Irrigation Innovators 

1940 Diamond Street, San Marcos, California 92069 • U.S.A. • 1-619-744-5240 • FAX: 1-619-744-7461 



(continueJ from page 80) 

equipment for an irrigation project is 

vital to its long-term success. Many con-

tractors and designers select equipment 

based on price or friendship instead of 

considering its quality or performance. 

For example, head selection for turf 

areas should require a m i n i m u m pop-up 

height of 4 inches, if the mowing height 

is more than 3 inches, use a 6- or 12-

inch pop-up height. Use slotted hrass 

nozzles for small spray heads. Plastic 

nozzles usually apply little water within 

12 inches to 18 inches of the head. 

Brass nozzles have a slot cut into the 

nozzle helow the ma in outlet that pro-

Mulch more, 
faster 

The n e w Steiner MX460 
Mulch ing Deck d o e s m u c h more 
than the average mower. Six 
blades cut grass so finely, it decom-
p o s e s quickly to nour ish your 
turf. Smooth-rol l ing front caster 
w h e e l s and a ful l - length rear 
roller precisely fol low the lay of 

the land. Steiner's single-lever 
system makes it easy to adjust 
cutt ing height . 

Why settle for less? For informa-
tion about the most mulcher you 
can o w n , the on ly thing y o u 
n e e d is a Steiner tractor and this 
t e l e p h o n e number: 216-828-0200. 

STEINER 

A turf tractor with a different tivist 

STEINER TURF EQUIPMENT, INC. 

289 N. KurzenRd. • P.O. Box 504 • Dalton, OH 44618 • Phone: 216/828-0200 

Mfg. in Dalton. OH 

vides water for the area immediately 

around the head. 

Smaller, plastic impact rotor heads 

expose the system to more damage, while 

the use of stronger materials or smaller 

diameter heads min imizes damage from 

equipment, vandal ism and injuries. 

Swing joints are necessary to protect 

sprinkler heads from damage. Flexible, 

k i n k resistant t ub ing or premanu-

factured P V C swing joints are best. 

CONTROLLERS AND VALVES. Tbe most impor-

tant selection criteria for an automatic 

controller is ease of operation and sim-

plicity. if you need an instruction hook-

let in order to operate it, look for an-

other controller. O the r important fea-

tures are accurate t iming, mult iple re-

peat cycles, flexible day scheduling, sen-

sor input and water budgeting. 

To apply the correct amount of wa-

ter, the t iming should he accurate within 

seconds. Mult ip le repeat cycles reduce 

runoff and improve inf i l trat ion rates. 

Flexible J ay scheduling is useful for 

mowing and particularly if water re-

strictions are mandated. Insist on a 

memory retention in the computer chip 

instead of replacing a rechargeable 

backup battery every year. 

Look for valves that have an internal 

manual bleed so tbeva l ve box won 't fill 

with water. T b e small ports in tbeva l ve 

should he clog-resistant and/or self-

cleaning. A n encapsulated solenoid with 

a captured plunger helps tbe life span 

and reduces maintenance headaches. 

Select valve boxes that withstand 

compact ion and weight against the side 

and top of tbe valve box. 

Every designer should review the in-

stallation process, answer questions and 

evaluate the final installation to make 

sure the system was installed correctly 

and operates properly. I D 

The author is vice president of Keesen Water 

Management, Denver, Colo. This article is 

condensedfrom \ he Complete Irrigation 

Workbook : Design, Installation, Main-

tenance and Water Management. To 

order, see page 125. 



How To Handle 
Year-End Closing 
Several year-end 
decisions can 
save you a lot 
of money, de-
pending on your 
situation. Ask a 
professional 
money manager 
to help you find 
the right strategy. 

By Dick Lehnert 

Don't put off until tomorrow what you can do today, the adage 
says. Probably good advice for most days, but not for the last 
day of the old tax year and the first day of the new. When it 

comes to federal income tax liability, sometimes you should and 
sometimes you shouldn't put things off. You can alter your federal 
tax bill by choosing to shift income or expenses from one year to 
another by acting on or before January 1. 

Mike Kelsey, a Michigan State University agricultural economist 
and tax specialist who runs year-end tax schools for nurserymen, 
landscape contractors and others in the green industry, explained 
that a basic management guideline is to "avoid wide fluctuations in 
income. That results in the lowest income tax over time." 

But in many lawn and landscape enterprises, income can vary 
year to year, so you need to look for income eveners. 

POLITICAL CHANGES. Remember that the tax code itself is not even. It 
changes from year to year, sometimes predictably, as in phase-in 
periods where deductions are gained or lost or when rate structures 
are altered. These changes often come during or after election years 
(which is just about all the time). 

On the political scene, the Republicans' Contract with America will 
probably result in tax law changes later this year, but since it is so late 
in the year, it is doubtful they will be retroactive to include 1995. 

But the pressure is on to lower taxes for future years, and that 
suggests the savvy tax manager should move income into the future, if 

possible. Kelsey believes some 
capital gains reduction will come, 
probably for 1996. 

Back before 1986, capital gains 
income was taxed at half the rate 
of ordinary income. The current 
rate is capped at 28 percent. 

"It is doubtful we will see capital 
gains taxes as low as half of that 28 
percent," Kelsey explained, "but a 
new cap at 20 or 22 percent seems 
likely. Republicans are very 
strongly in favor of reducing the 
capital gains rate." 

What that means is that capital 
gains income should be postponed 
if possible. If you're planning to 

Don't wait until spring to make 
important financial decisions. 
Some money-saving strategies 
should be set before January. 



sell your business, or business assets, that income 
will likely be taxed at a lower level in 1996 than if 
the sales are made in 1995. 

INCOME EVENERS. Depending upon your tax situa-
tion, you may want to reduce or increase net income 
for 1995. Following are some of the best income 
eveners, according to Kelsey: 

1. Buy or delay purchases of supplies. If you're in 
a lawn service business, for example, you can buy the 
supplies you will use in 1996 this year. (That assumes 
you use cash accounting for your business. With 
accrual accounting, you can't ignore your invento-
ries when filing your tax.) 

For cash accounting users, you can buy such 
things as fertilizer, seed, fuel, chemicals and small 
tools in 1995 that you will use next year, then write 
them off as costs against 1995 income. There is a limit 
to this option, but a fairly high one. 

These expenses can't exceed 50 percent of the 
expenses that will be claimed for the year for which 
economic performance occurs, and cannot "materi-
ally distort" income. 

You also cannot bring into inventory, and deduct 
as an expense, those things you will sell the next year. 
Products that are "consumed" in the course of busi-
ness — fuel and fertilizer, for example — are deduct-
ible. Products that are bought and resold — nursery 
stock, for example — are not deductible in 1995 if 
they will be resold in 1996. 

2 Buy or delay capital expenditures. Capital 
items are those with useful lives longer than a year. 

Office equipment, computers, mowers and other 
types of equipment are the kinds of items that would 
normally go onto a depreciation schedule — except 
for direct expensing. 

Generally, buying capital goods is not a good way 
to reduce current-year income. Capital goods go 
onto a multi-year depreciation schedule where costs 
are deducted annually for from three to 311/2 years, 
with a very small writeoff in the first year. 

With an IRA, contributions 
need not be a specific 
amount or done annually. 
Anyone can have one, as an 
employee or self-employed, 
in addition to one's other 
retirement savings programs. 

However, in any one year, a business can directly 
expense up to $17,500 of capital purchases. If you want 
to reduce taxable income for this year, you might 
want to time the purchase of new mowers or comput-
ers to take place before the end of the year. You can 
not use this to reduce taxable income below zero. 

This is one category in which Congress may make 
some changes. One tax expert predicts Congress will 

raise it to as much as $25,000. 
That would suggest a strategy of 
using the full $17,500 for thisyear, 
but waiting until 1996 for addi-
tional capital purchases. 

3. Pay or delay paying some 
annual bills — real estate taxes, 
for example. But remember that 
you cannot prepay insurance pre-
miums or interest. 

4. Some expenses are deduct-
ible as current year expenses, 
even though they are not annual 
expenses. Thus, you can time 
such things as machine repairs 
or the painting of buildings. If 
you want such deductions 
against 1995 income, have the 
work done and paid for before 
the end of this year. 

5. Timing of receivables is an-
other way to bring income into 
this year or move it to next year. 
You must be "reasonable" in us-
ing this strategy. 

If you're in the lawn service or 
landscape business and you also 
plow snow during the winter, 
you can probably arrange your 

THE TRUTH ABOUT TAX BRACKETS 
Tax brackets are not as significant a factor in tax planning as they once were 
because the graduated income tax is less graduated than it once was. And, if the 
flat-taxers can get their way in Congress, income taxes will be even less 
graduated in the future. 

But for year-end considerations and tax planning purposes in general, 
consider that exemptions from income tax have in recent years been rising 
each year and the break points between the brackets are going higher each 
year. 

Deferring income may reduce tax liability by moving income out of a higher 
income tax bracket this year and putting it in a lower tax bracket next year. 

But always remember this: Earning an additional dollar has no impact on the 
tax rate of previous dollars. If you are so fortunate as to have income in the 
highest tax bracket (39.6 percent), you pay that only on dollars over $256,500. 
Being in a higher tax bracket is never a penalty. 

The tax table of brackets for 1995 income are as follows: 

TAXABLE INCOME 
If your income is: You pay + percent on excess of the amount over 

$0- $39,000 $0.00 15 percent $0 

$39,000- $94,250 $5,850.00 28 percent $39,000 
$94,250-$143,600 $21,320.00 31 percent $94,250 

$143,600-$256,500 $36,618.50 36 percent $143,600 
$256,500- $77,262.50 39.6 percent $256,500 



Your tax and year-
end strategies 
should enable you 
to meet your 
business and 
personal goals. 
Credit: Clean Cut. 

billing on the snow 
plowing so you get 
paid before or after 
Jan. 1, at your choos-
ing. But if you try to 
bill the 1996 lawn ser-
vices in 1995, 1RS 
would not likely ap-
prove of it. 

the most easy and flexible to use. You can make a 
last-minute decision — right up to tax filing date — 
of whether to contribute and how much (up to $2,000 
for an individual or $2,250 for a spousal IRA). 

With an IRA, contributions need not be a specific 
amount or done annually. Anyone can have one, as 
an employee or self-employed, in addition to one's 
other retirement savings programs. 

Taxes on the IRA investment are postponed until 
distribution. The idea is to shift your income into 
your retirement years, when that income probably 
will be lower and therefore will be taxed at a lesser 
rate, if it is taxed at all. 

The downside of the IRA is that distribution can-
not begin before age 59 1/2 without a stiff penalty. 
Should an emergency require early payment, not 
only is the income tax due, but a 10 percent penalty 
on principal is imposed by the IRS. 

IRAs do not allow enough annual investment to be 
considered a total retirement plan. Their great ad-
vantages are their simplicity and the fact that they 
can be used as part of a personalized year-end tax 
planning strategy. 

The other three retirement plan options are more 
complicated. Having a good year in business may 
lead you to decide to set up a retirement program, but 
the other forms of retirement plan usually are not 
used as year-end planning tools. For one thing, an 
employer must already have the policies in place, 
and must include all qualified employees. 

However, a SEP may be a useful year-end device. 
SEP is the acronym for Simplifed Employee Pension 
plan. A SEP is a program under which the employer 
makes contributions to the IRAs of employees. 

A key feature of a SEP is that the employee is 

SALARY OPTIONS. One 

obvious way to re-
duce income in a cur-
rent year is to pay it 
out in compensation. 

Many times in small 
businesses, spouses 
and children work. If your child is under the age of 19 
or regularly enrolled in school, he or she can earn any 
amount and the parent can still claim an exemption 
for them if the parents pay more than half of the 
child's support. 

This is a great way to support children in college or 
vocational school. They work for you during the 
summer — making up to $3,900 this year without 
having to pay taxes on it — while you get to claim 
them as exemptions, worth $2,500 each this year. 

You cannot give away the money willy-nilly to 
children and deduct it as wages. You have to plan 
ahead so they do, in fact, work for you. 

Don't overlook valued employees. In the green 
industry, so many jobs are seasonal that it's hard to 
keep employees. You can use year-end bonuses to 
show your appreciation and set the stage for a good 
working relationship next year — and you can 
deduct those costs as part of compensation. 

RETIREMENT PLANS.Thereis, of course, nothingwrong 
with having to pay income tax. What better measure 
of the success of your business is there than having 
made so much money that you have to pay some in 
the highest tax bracket? 

Rather than spend the money on equipment you 
don't need in some misguided effort to beat Uncle 
Sam, how about saving some of it? There's nothing 
wrong with having savings in the bank or invested 
outside of the mainstream of your business. 

One place you can stash income and defer taxes on 
it is a retirement plan, for you and/or your employees. 
There are basically four kinds of retirement ac-
counts: IRAs, SEPs, Keoghs and 401Ks. 

The IRA — Individual Retirement Account — is 



immediately "vested," meaning the funds 

belong to the employee and will not re-

vert to the company or to the general 

fund if the worker leaves the place of 

employment for any reason. 

SEP plans allow up to 15 percent of 

compensation, not to exceed $30,000, to 

be invested each year, right up to tax 

filing deadline. 

Y O U NEED HELP. Taxes are complicated, 

and you may need help doing yours. A 

CPA or a tax lawyer should be able to 

help you, but keep in mind that a person 

familiar with the business cycles of lawn 

and landscape contracting companies will 

be the most helpful. 

It also pays to keep yourself informed. 

Each year, the IRS provides an update to 

the United States Master Tax Guide. It 

runs about 700 pages, and should be part 

of everyone's library. 

Your tax and year-end planning strat-

egies should also enable you to meet your 

business and personal goals. After all, 

those are the driving reasons that you are 

in business. Hopefully, your tax burden 

will not be so heavy that it limits your 

ability to grow your business, and there-

fore, your personal wealth. As one tax 

consultant put it, "You came into this 

world broke and you'll leave it broke. 

Might as well have some fun with 

the money while you're here." I D 

The author is a free-lance writer resid-
ing in Lansing, Mich. 

TURBO TURF HYDRO SEEDING SYSTEMS 

TURBO TURF/S # / W OWRFR PROFfTAB/UTY 

• FASTEST & BEST MIXING ACTION, mix a tank in 60 seconds. 
• FASTEST APPLICATION RATE, ie spray a 300 gal tank in 9 min. 
s LESS WASTED TIME, easy clean up, outstanding reliability. 
s BEST VERSITILY, use most any mulch, seed, or fertilizer. 
s BEST PROFITABLY, seed faster, easier, and better. 

REDUCE YOUR COSTS 
J 1 man can seed faster than a crew did before. 

GIVE BETTER SERVICE 
J Fast germination Great lawns in Vj the time 

J No messy straw to blow into other yards 
INCREASE YOUR PROFITS 

^ Cost to hydro seed is Vj of dry seeding 

^ Charges are higher, it's a premium service 

WE BUILD A SIZE FOR YOU 
50 Gal. 650 sq ft/ load $ 1295.00 
100 Gal 1300 sq ft/load 1995.00 
150 Gal 2000 sq ft /load 2795 00 
300 Gal. 4000 sq ft /load 3995.00 
500 Gal. 6600 sq ft /load 4795.00 
750 Gal 10000 sq ft /load 7995 00 
1000 Gal 13000 sq ft/load 9995 00 
1600 Gal 21000 sq ft/load 19995.00 

TURF WIZARD 
RIP - UHU - SMOOTH - RAMI 

All IR ORI PASS 
SA Ri TIME - SAVI M0RCT 

5'WIDTH $2295.00 
6' WIDTH $ 2495.00 

DON'T RUIN 
YOUR BUSINESS 
MERELY TO 
ESCAPE TAXES 
Effective tax management boils 

down to a few simple things. One 

tax consultant offered this com-

mon sense advice: 

• Don't hide income. You can go 

to prison for that. 

• Do be aggressive in listing ex-

penses as deductions. If the IRS 

decides to disallow what you claim, 

you'll have to pay the tax, but us-

ually without interest or penalty. It's 

easier to ask forgiveness than ask 

for permission. 

• Do remember that the law says 

you must pay income taxes. The 

17th Amendment to the Constitu-

tion establishes that. But the terms 

— how much you pay and what are 

legitimate deductions — that's all 

tax code. According to Steven 

Forbes, who is running for Presi-

dent, the tax code has 7 million 

words, 10 times as many as the 

Bible, and all of them subject to 

interpretation. 

• Don't ruin the value of your 

business to avoid taxes. A healthy 

business is profitable and paying 

income taxes is a measure of that. 

If you're working to write off in-

come or defer taxes, make sure 

your records reflect that. 

We can put more GREEN in your pocket 

FOR A FREE HYDRO SEEDING INFO PACK. CALL: 

BADGER ASSOCIATES 
1108 THIRD AVE. NEW BRIGHTON. PA 15066 

412-846-0670 800-822-3437 FAX 412-846-3470 



oduct Showcase 
MOWERS • • • • • • • • • 

Fx mark introduces the all new Lazer Z ™ 

midmount rider with an operator comfort con-

trol package. Its hydraulically dampened steer-

ing is said to provide exceptional control with 

zero-turn precision. Tke low center of gravity, 

plus turf-gripping 

23-inch drive tires 

and wide drive tire 

stance give traction 

and stability. I he 

rider is said to de-

liver productivity 

with true zero-turn 

maneuve r ab i l i t y 

and high-speed cutting capability— up to 8 .5 

mph forward and 4 mph reverse. Other features 

include a full-floating deck and a deck-forward 

design that enables the operator to easily see 

all deck edges for complete tr imming control. 

Circle 1 3 0 on reader service card 

Six new mowing products from Excel In-

dustries are designed to make landscape main-

tenance more efficient and profitable. Featured 

products include a hydraulic range wing, Model 

6 4 0 0 hillsider mower, two Quadcycler mow-

ing decks and three Hustler Out-Front mowers 

in the 3000 series of zero turning radius machines. 

Circle 131 on reader service card 

^ Zipper s new 14-kp mower combines with 

a 44-inch high volume, high velocity mower 

deck to provide a smaller product for the com-

mercial contractor. It features a Briggs & 

Stratton V-twin Vanguard engine, direct-drive 

hydrostatic system and a full-floating front 

deck that flips up to vertical position for main-

tenance. Zipper es-

timates that it can 

achieve 3 . 4 acres 

per hour in perfor-

mance. Hydrosta-

tic system requires 

less horsepower for 

the drive and allows a greater percent to he 

directed to th e mower deck. 

Circle 132 on reader service card 

^ "Easy deck cleaning and underside mainte-

nance are two key features of a new tilt-up deck 

option from Wa lker Mfg. I he hinged deck 

carrier frame has a large, retractable handle on 

the front of the deck, roller wheels on the hack 

for easy tilt -up, and automatic blade locking 

in tilt - u p position 

for safety. O n e per-

son can tilt it up and 

lower into the nor-

mal operating posi-

tion in less than 15 

seconds. Retrofit kit 

gives earlier 42- or 48-inch decks the option. 

Circle 1 3 3 on reader service card. 

« - T k e Kees Hydro walk-behind, zero-turn 

radius mowers have a tracking adjustment sys-

tem for straight tracking on slopes. I his adjust-

ment requires no tools and is easily aligned to 

eliminate any op-

erator uritt. Tke 

cutting height can 

he controlled with 

a simple spring-

assisted lever. 

Circle 134on read-

er service card 

Lawn & 

Landscape 

is proud to 

present the 

new product 

and equipment 

innovations 

for 1QQ6. 



PUT FERTILIZER 
WHERE IT S 

SUPPOSED TO BE 
IN THE TREE S 

" f e e d e r r o o t z o n e " 

THIS SYSTEM IS IDEAL FOR THE 
TREE CARE PROFESSIONAL 

THE WEBSTER ROOT ZONE 
FEEDER makes tree and shrub 
fertilization fast and economical. 

Drills and fi l ls in one operation 
drilling a 1-1/2" diameter hole up 
to 14" deep, the unit depenses 
4 ounces of granular fertilizer, 
reaching over 90% of the tree's 
feeder root system. 

Lightweight and portable, 
the Webster drills and fills up to 
6 holes per minute, putting the 
proper nutrients right where the 
tree needs them, in the feeder 
root zone. 

This unit can also depense 
drainage materials such as pea 
rock to improve aeration and 
reduces compaction in heavy clay 
soils. 

GIE Show Booth #2115 

wmmam 
Webster Corporation 
21017th Street SW 
Jamestown ND 58401 
(800) 785-8994 
(701) 252-0875 

| Fax (701) 252-1143 

USE READER SERVICE #123 

8 8 L A W N & L A N D S C A P E • N O V E M B E R 1 9 9 5 

O 

new product showcase 

Grazer's zero-turn-radius mower 

features high ground speed and wide 

dech width for efficiency. Forward deck 

position allows cutting under shruhs and 

fences, and dual steering levers mini-

mize fatigue and eases operation. 

Circle 135 on reader service card 

PESTICIDES/FERTILIZERS/ 
SPECIALTY CHEMICALS/BIOLOGICALS • • • • • • • • • • • • • 

Ciha presents a wettahle powder 

formulation turf growth regulator called 

Primo® WSB, which is available in new 

water soluble 

hags. This for-

mulat ion is 

registered for 

both residen-

tial and com-

mercial lawns 

and has a 

closed system 

to reduce the 

potential for 

user and environmental exposure dur-

ing mixing, as the entire hag and its 

odorless contents disperse completely 

in water. Primo WSB can he used on all 

warm- and cool-season turfgrasses. 

Circle 1 36 on reader service card 

Monsanto introduces an improved 

formulation of Roundup herbicide, 

called Roundup Pro, for the turf and 

ornamental professional. I he new for-

mulation is said to provide better 

rainfastness and quicker hurndown, as 

well as increased worker safety and cost 

effectiveness. It 

can he used with-

out an extra sur-

factant. Tests 

show Roundup 

Pro to provides 

rai n-fastness 

within one to two 

hours for use 

against all labeled weed species. 

Circle 137 on reader service card 

DowElanco's new Ruhigan 50WSP 

package comes in premeasured, water 

soluble polyvinyl alcohol packages de-

signed for easy use in power spray equip-

ment. I he fungicide is systemic in na-

ture and is labeled for use in commercial 

and residential turf, parks and athletic 

fields. Ruhigan is said to he effective 

against a variety of turf diseases, includ-

ing dollar spot, rhizoctonia blight, ne-

crotic ring spot, stripe smut, snow mold 

and others. 

Circle 1 38 on reader service card 

Bio-Trek 22G from Wilbur- Ellis 

is a biological turf fungicide said to he 

effective on dollar spot, pythium and 

brown patch, w hile enhancing root 

growth and plant vigor. It is a beneficial 

fungus, Trichoderma Har-zianum, in 

granular form. It is non-toxic and non-

pathogenic to vertebrates and plants and 

won t contaminate water. 

Circle 1 39 on reader service card 

Pendulum Plus fertil izer from 

American Cyanamid brings together 

the convenience of a premergence her-

bicide and a fertilizer in one product. 

I his formulation provides control of 

most annual 

grasses and 

many broad-

leaf weeds 

found living 

in turfgrass. 

It is now la-

beled for use 

on Kentucky 

hluegrass, perennial ryegrass, fine fes-

cues, tall fescue, hermudagrass, St. 

Augustinegrass, centipedegrass, zoy-

siagrass, hahiagrass and blends. 

Circle 140 on reader service card 

¥ Mattch1M broad spectrum Bt insec-

ticide from Mycogen contains a pre-

cisely controlled blend of two Bacillus 

thuringiensis toxins selected for potency 

against pests. Tests have shown its ef-

fectiveness against armyworms, loop-

ers, leafrollers, wehworms and other lepi-

dopterous pests. 

Circle 141 on reader service card 

(continued on page 00} 



Grasshopper Selectability will change your mind about what a mower can do. 

V - V v - • 

i 

New Model 928D, 28 hp diesel, 
with Quik-D-Tatch Vac® System 
and Trail Hopper™ collector. 

Snowthrower Angle Dozer Blade Rotary Broom 

The Ultimate in What a 
Mower Can Do. 

• ^ C h e r J & - First to Finish... Built to Last 

• Bed Shaper 
• AERA-vator 
•ROPS 
• Cab Enclosure — ^ YOUR NEXT MOWER 

GRASSHOPPER* 
• Sunshade T h e Grasshopper Company • One Grasshopper Trail • P.O. Box 637 • Moundridge, KS 67107 U.SA • Phone: (316) 345-8621 • FAX: (316) 345-2301 

The "out f ront" 
leader in zero-
radius mowers 
for more than 
a quarter of 
a century. 

• NO TOOLS NEEDED to remove decks and add year-round 
attachments in minutes thanks to the new, exclusive 
Quik-D-Tatch® mounting system*. 

• CHOOSE YOUR POWER from nine engine models, 14 to 
28 hp, gas or diesel, air-cooled or liquid-cooled — the 
broadest line of outfront riders in the industry. 

Square-comer Tumability Durability... plus ROPS 

Other Attachments 
Call today for a demonstration to see what a Grasshopper (an do for you! 

Qvik-D-Tatch Voc<® 
System 

the ability to make all the right 
moves for mowing quality and 
timesaving productivity. 

The New Combo Mulching ™ Deck' 
lets you achieve superior results 
in varying conditions using 
the same deck. 

• EASY CONTROL to make all the moves you want to mow 
with soft-touch dual levers. You get the "feel" in no time at 
all because the hands-on control is so natural. 

• ELIMINATE MOST SECONDARY TRIMMING using hydro-
static direct drive and zero-radius maneuverability with 
outfront deck reachability. 

Available in 44", 48", 
... to Side Discharge 52", 61" and 72" decks. 

, to Reor Discharge 
(on 61" ond 72* decks) 

... to Down Discharge™ 

Zero-radius Maneuverability Outfront Reachability 



(continued from page 88) 

^ Velocity IM non-restricted use in-

secticide from Valent U S A is now avail-

able for control of ants, including fire 

ants. It is said to provide fast, long-

lasting control of ants on turf in a low-

odor formulation. Velocity puts an end 

to ant mounds in 24 hours and gives 

residual control for up to four weeks, to 

discourage building of new colonies. 

Circle 142 on reader service card 

^ Nitro-Gel from Bella is an all-

natural turf fertilizer that uses an en-

zyme to produce nitrogen from the at-

mosphere. When it is applied with a 

plastic aerator, the product forms mi-

cro-encapsulations in the soil that are 

impervious to leaching. I he enzymes 

are activated and released in the soil as 

the lawn is watered. 

Circle 143 on reader service card 

CHIPPERS/SHREDDERS/ 
DEBRIS MANAGEMENT • • • • • • • • • • • • • 

Bear Cat's Vac-N-Chip Pro has a 

29-inch-wide swath with agitator bar 

and 2 7 mounted heater blades to pick 

up leaves and small twigs, adjustable 

vacuum opening and self-propelled op-

eration with five forward speeds and one 

reverse. Single front wheel pivots for 

easy turning and maneuverability in 

rough terrain. It handles branches up to 

3 inches in diameter with a built-in 

chipper unit. 

Circle 144 on reader service card 

The L E S C O ™ Tail Gate Truck 

Loader has a swivel discharge chute for 

loading and unloading. A key feature is 

a 10-foot long, heavy duty vacuum hose 

with a handle for easy reach and high 

volume vacuuming, which allows for 

easy flow of wet 

leaves. The loader 

is powered by ei-

ther an 8- or 13-

hp Honda™ en-

gine. Both mod-

els easily attach to 

the tail gate of any 

truck without the 

need for any tools. 

Circle 145 on reader service card 

^ The Mighty M ac 260 chipper/shred-

der f romMacKissic is highway-towahle 

with flex-ride suspension, 4-inch rapid-

feed chipping and a shredding chamber 

with 4 8 free-swinging hammers. It is 

powered by a 16-hp twin cylinder Van-

guard engine and has a rotor engage-

ment system with load-free starting. 

Circle 1 4 6 on reader service card 

(continued on page Q2) 

L A W N C A R E R V I C E S 

M A R K E T I N G 
G R O U P 

"How to Close a Qualified 
lawn Care lead" 

Call For This FREE Guide 

Americalist has been producing leads for businesses selling lawn care 
services for 20 years. We've talked to our customers and recorded 
what closed sales. Now we've boiled down 20 years of results into one 
advice-filled booklet.Jt's FREE when you call about our services: 

PHONE AND MAIL LISTS... By income, by neighbors of 
existing customers, updates of your measured file. 
DIRECT MAIL... Mailer design, printing, mailing services. 
TELEMARKETING... Lead generation or add-on services. 

Stop by and see us at booth #1121 at the G.I.E. in Fort Worth, Texas. 

americalist 
Call Mike Dauer Today for Expert Help! 

1.800.722.5595 • 1.216.494.0226 Fax 
SOSO Freedom Ave. N.W, 00. Box 2117-North Canton, Oh» «720 

THE UPS & DOWN'S 
Of Irrigation Maintenance 

Just Got Easier 

I mrmm. 
ym m mm^oM 

Lowered Head Raised Head 

Adjust Sprinkler Height Without Excavating 
Olson Irrigation System's new TSR-1 provides a simple method 

of adjusting sprinkler heights, it is no longer necessary to dig up 
the entire head and swing-joint assembly to gain or lose a few 
inches. 

The Olson TSR-1 Threaded Sprinkler Riser fits between the 
swing elbow and the sprinkler head. W h e n the sprinler is rotated, 
the head will be elevated or lowered by up to 3 inches. 

® OLSON 
IRRIGATION 
SYSTEMS 

1 0 9 1 0 W h e a t l a n d s Ave. 
Santee, CA 9 2 0 7 1 
6 1 9 5 6 2 - 3 1 0 0 , 8 0 0 7 7 0 L S 0 N 
FAX: 6 1 9 5 6 2 - 2 7 2 4 



Lawn & Landscape Professionals 

Don't Go It Alone! 
Let PLCAA help you grow and maintain your business in the '90s and beyond. 

^ ì Q M A L L 
*< K 

«V 
Anyone in business for the long term needs 

to be involved in PLCAA." 
—Jim Minkler, Minkler Lawn (are, Int. 

O 
S L , 

PLCAA has amazed me. I 
belong to two other lawn care 
associations but PLCAA is the 

best by a wide margin. In 
terms of professional develop 
ment and consumer-oriented 
information pieces, they are 

outstanding. " 
—Les Stewart, Nutri-Lawn 

I joined PLCAA before I ever did 
my first lawn professionally. I 

believe the more information you 
can obtain, the better informed 
decisions you can make. Anyone 
who is someone or wants to be 
someone in the industry belongs 

to PLCAA." 
—Lou Wierkhs, Jr., Pro-X Systems 

C c 
Stay on the cutting edge and enhance your professional image 

to customers by becoming a member of the Professional Lawn Care 

Association of America. PLCAA equips you with the information and 

skills you need to excel in the green industry. Open up to a world 

of possibilities as a PLCAA member: 

• Greater Profits and Improved Customer Confidence 
• Operating Within Approved Advertising and Pesticide 

Transportation Guidelines 
• Knowledgeable Bidding/Estimating 
• More Effective Marketing 
• Being Known as a Compony of Well-Trained Professionals 

• Strong, Positive Community Relations 
• Safer Employee Practices Through Better Training and 

Information 
• Business and Technical Resources at Your Fingertips \ 
• 1 -800 Information Hotline ^ ^ 
• Industry Certification « N ^ 

? 
# 

To find out more about the Professional Lawn Care Association 
of America and how it con help you gain the competitive edge, 

complete the coupon and mail or FAX to: 

PLCAA 
1000 Johnson Ferry Road, NE 

Suite C-135 
Marietta, GA 30068 

Phone: 1-800-458-3466 • FAX: (404) 578-6071 

• Yes! Send me more information on PLCAA. 
Name_ 

Title 

Company, 

Address _ 

City _ State. -Z ip. 

Telephone ( . .FAX ( . 



(continued from page 00) 

Chipper/shredders from Bush H o g 

will chip light brush to five inches thick 

and shred material up to 1 1/4-inch 

thick. I be line consists of three models: 

tbe C S - 1 0 0 P P T O for three -point 

bitch tractors; 

the C S - 1 3 0 T 

highway tow-

able model with 

a 13-hp elec-

tric start en-

gine; and tbe CS-180 I highway towable 

mode 1 with an 18-hp engine. 

Circle 1 4 7 o n reader service card 

Sterling's new I L - 1 0 0 0 Series 

commercial truckloaders come in sev-

eral power ranges and are designed to 

withstand tbe abuse of daily wear in 

commercial applications. When used 

with tbe Sterling Shredder System 1 M, it 

allows huge reductions in debris volume 

by as much as 6 0 percent. 

Circle 1 4 8 on reader service card 

Tailgate truck loaders from Giant-

Vac Mfg. rely on 8-hp and 11-hD en-

gines to handle large quantities of leaves 

and yard waste. Design features include 

3/8-inch thick impeller blades, 9-gauge 

bousing wearband, heavy duty construc-

tion and design for easy mounting on 

pickup and other service trucks. 

Circle 1 4 9 on reader service card 

Vermeer's Brawny T G - 4 0 0 tub 

grinder offers maximum reach and effi-

ciency for major land clearing projects. 

Th is improved model features tbe addi-

tion of a 27-foot knuckleboom leader 

system with a load rating of 1 0 0 , 0 0 0 

ft.-lbs. The loader is available in two 

types of grapples to handle various types 

of organic landscape materials. 

Circle 1 5 0 on reader service card 

The Sundance K I D I I compact 

grinder from Sundance is suited for 

regrinding chips, job-site cleanup and 

curbside grinding of yard waste. Ground 

material can be loaded into a transport 

vehicle. The ¿rinding action is totallv 

enclosed for safe operation. 

Circle 151 on reader service card 

IRRIGATION 

* Evolution Central and Evolution D X 
2 satellite system from Rain Master Irri-

gation Systems is said to accelerate 

real-time data collection and bidirec-

tional communication in tbe field. Mul-

tiple irrigation program options include 

system monitor ing, diagnostics and 

alarm, water use reports and remote con-

Greenline is changing 
the way America 

buys mowers 

30-Day Money Back Guarantee 
12-Year Commercial Warranty 
• 14 HP Kohler Engine 
' 10 Gauge Steel Deck 
» Payment Plan as low as $79.00 per month 

36" Commercial Cut - retail $2,995.00 you pay only S I . 9 9 5 . 0 0 ! ! ! 
48" Commercial Cut - retail $3,295.00 you pay only S2 .150 .00 ! ! ! 

Call toll free to order 

1-800-356-0171 
(commercial cutters only, no dealers please) 

Greenline 
103 Williams Avenue 
Reidsville, GA 30453 

WITH P O L S C N R 
YOU WILL TRIM MORE THAN TREES 

Every company is con-
cerned with the cost of 
doing business. 
The P O L E c n j is not only 

affordable, but offers 
numerous features that 
increase your efficiency 
therefore increasing profits. 

•SELF PROPELLED, OPERATER CONTROLLED, HYDRAULIC LIFT 

• BUCKET CONTROLS: forward, backward, right, left, up & down 

• LIGHTWEIGHT & STABLE 

• ELECTRONIC IGNITION 

• EFFICIENT: can run all day on one tank of gas 

•TOWS AND OPERATES EASILY WITH NO TRAILER 

START TRIMMING COSTS TODAY. 
CALL POLSCBT 

1-800-876-5322 



trol capability. Each satellite processes 

one mil l ion hits of data per second and 

units operating from two points of con-

nection require only one or two flow sen-

sors for precise readings from every valve. 

Circle 1 5 2 on reader service card 

The E S P -LX controller from Ra in 

Bird provides 6-, 8-, 12- and 16-sta-

tion models, and features four programs 

and a 365-day calendar with true o J J / 

even day watering schedules. I he con-

troller can detect a station failure, auto-

matically hypass it and alert mainte-

nance personnel. Other features include 

water budgeting and provisions for mois-

ture or rain sensors. 

Circle 1 5 3 on reader service card 

• - T h e new Square Shooter1M sprinkler 

at tachment from Robe r t s N e l s o n 

La tham works with standard impact 

drive sprinklers to irrigate in a square 

pattern with constant sprinkling speed 

and uniform distribution. Users can add 

it to new or existing impact sprinklers. 

They are said to reduce water consump-

tion hv as much as 3 3 percent, reduce 

erosion and reduce the number of sprin-

kler heads needed. 

Circle 1 5 4 on reader service card 

MISCELLANEOUS 
POWER EQUIPMENT 

D i t ch W i t c h presents the R S 8 / 6 0 

Jet I ac directional boring system, which 

is surface launched and designed to bore 

through most rock, coral, and other dense 

soils. Design features in the system in-

elude a double-drill pipe, a rock drilling 

hit assembly and an additional drill pipe 

carriage spindle. 

Circle 1 5 5 on reader service card 

Reinco manufactures the T M 7 - 3 0 

power mulcher, featuring a discharge 

range of up to 6 0 

feet and a dis-

charge chute that 

rotates 3 6 0 de-

grees for even dis-

tribution of up to 

5 tons per hour of any straw or hay. Tke 

self-contained unit is portable. 

Circ le 1 5 6 on reader service card 

M a k i t a introduces the 24.5-cc 

R B L 2 5 0 blower, designed for profes-

sional landscape applications. Balanced 

design and angled blow pipe provide 

easy and efficient operation. I he blower 

incorporates a large, low-noise muffler 

with a sound level of only 6 5 . 6 d B A and 

also features low-vihration design. 

Circ le 1 5 7 on reader service card 

(continued on page 00) 

U W your best value in mid-size mowers with 
these outstanding features: 
HYDRO DRIVE 
• Quick-Lift'" operator controlled no-down-time cutting height adjustment 
• Full-floating anti-scalp cutter decks 

• Exclusive HydroTrac"" straight tracking on-the-go adjustment 

GEAR DRIVE 
• Shift-On-The-Go 5 speed transmission with positive reverse 
• Doublewide twin-cog Kevlar® traction drive belts 
• Exclusive Ultra!"rac™ traction booster 

Full 2-year l imited commercial warranty with 5-years on decks 

n j ^ j j VISIT US AT 
BOOTH #1317 

Green Industry Expo/95 
November I3 I6.1995 i < Fori Worth.Texas 

Since 1874 

we build value 
For your nearest Kees dealer call or write: 
F. D. KEES MANUFACTURING CO. • P.O. BOX 8 • 700-800 PARK AVENUE 
BEATRICE, NE 68310 U.S.A. • PHONE 402-223-2391 • FAX 402-228-2258 

USE READER SERVICE #105 L A W N & L A N D S C A P E • N O V E M B E R 1 9 9 5 9 3 

We're not just economically priced, we're unsurpassed service, excellent 
products and exceptional value. experience in manufacturing 

mid-size mowers since 1975 delivers the features and 
performance you need at the 

best possible price. 
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L 
At the first sign of danger, 

fire ants are genetically pro-

grammed to cart their queen 

away to safety. Before you know 

it, the colony is thriving again. 

That's the problem with 

using poisonous baits on fire 

ants. The poison kills worker 

and nurse ants before they can 

feed it to the queen. This sets 

off an alarm, signaling the rest 

of the colony to hit the road. 

Award,R on the other hand, 

is an insect growth regulator, 

not a poison. It's sure to reach 

the queen undetected, and once 

there, sterilize her. 

With her ability to produce 

m new ants eliminated,the colony 

E soon perishes. 

^ ^ So this year, use Award. 

m And take care of your 

fire ants before they become 

Ur moving targets. 



(continueJ from page Q3) 

Classen offers two roll-type core 

aerators for professional landcape main-

tenance use. The smaller version, Model 

T A - 1 9 , k as capa hilities of 2 4 , 0 0 0 -

square- feet per hour and fits through a 

30- inch gate. Larger Model T A - 2 6 

handles 34,000-square- feet per hour 

and fits through a 36-inch gate. Both 

aerators have 3/4-inch tines and are 

powered hy a 

4-hp H o n d a 

engine. 

C i r c l e 1 5 8 

o n reader 

service card 

Techn i c Too l presents the P P 8 0 0 

model Power Pruner I M , with a 21-cc 

engine, a f ixed-length, vinyl-coated 

shaft and a chain saw cutting head said 

to offer more power than a hlade saw or 

St ihl 's Picco Micro Narrow 3/8-

inch extended pitch chain saw is said to 

provide less drag and greater cutting 

efficiency than its predecessors. It has a 

.043- inch gauge l ink and produces a 

14 percent narrower kerf, with faster 

cutting and lighter weight. Concave rivet 

provides easy centering. 

C i rc le 1 6 0 o n reader service card 

Bi l lv G o a t makes the Brush Cutter 

2 4 0 0 to cut through heavy vegetation. 

Tke smaller design is more maneuver-

ahle and easier to mainta in . Features 

include a fully enclosed drive train, three 

forward and one reverse speeds, and a 

thicker, 1/4-inch hlade to designed 

handle heavy hrush and saplings in a 

variety of land scape settings. 

C i rc le 1 6 1 on reader service card 

r Heavy-duty chain saw Model CS-

4 4 0 0 from E c h o handles applications 

requiring more power and cutting length. 

The 10.2-pound saw is powered hy a 

43.6-cc, douhle-

ring piston engine 

a n d fea tures a 

heavy duty, auto-

mo t i ve- type a ir 

filter. The chain 

saw comes with an 18-inch har. 

C i rc le 1 6 2 o n reader service card 

(continueJ on page Q8) 

A world of difference— 
SLICE 

Different because the SLICE computer systems were 
designed exclusively for the green industry, offering 
comprehensive solutions that fit your business. 
Different because SLICE is at work today in nearly 200 
green industry businesses in over 30 states and Canada. 
Call today for a larger SLICE of tomorrows business. 

Thornton Computer Management Systems 
424 East U.S. 22 Mameville. Ohio 45039 
513-683-8100 
National (800) 543-7249 
Ohio (800) 582-6129 

USE READER SERVICE #106 

NOVEMBER 1995 

HONDA. 
Power 
Equipment 

Commercial, 21", 5.0hp, 

OHV, 2-Speed, Shaft 

Drive, Self-Propelled 

Steel Deck, 

Zone Start 

Call For ^ 
Delivery 

HRC215KISDA 

$599 
Retail $719 

Thru Dec. 30, 1995 

U.P.S. Available USA 
under $50.00 

Fort Wayne , I N 

219-432-9438 

POWER EQUIPMENT 

Toll Free 

8 0 0 - 3 0 7 - 2 1 1 4 

For optimum pcrtormancc and safety, we recommend you read 
the owners manual before operating your Honda Power 
Equipment. ©1991 American Honda Motor Co.. Inc. 

pole pruner. It 

measures 7 

feet, 1 0 inches 

in length and 

has a 3 - f o o t 

e x t e n s i o n to 

reach l imhs and branches more than 15 

to 1 6 feet overhead. 

C i rc le 1 5 9 o n reader service card 



PREVENT CMABGEASS W I T H TEAM 
AND EVEN TOUR MARDEST CUSTOMER 

WILE CRACK A SMILE. 
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^Dependabi l i ty is w h a t lawn c a r e and landscape 
professionals look for in a preemergence herbicide. And 
dependability is what you get with the t ime proven Team* 
herbicide. Since 1 9 8 5 , Team has proven itself effective 
a t s topping a broad s p e c t r u m of t r oub lesome grassy 
weeds, especially crabgrass. 

W i t h t he rock solid p e r f o r m a n c e of Team, you can 
expect consistent, season long control . 

DowElanco 
•Trademark of DowElanco 

B e c a u s e no th ing , pound f o r pound , p r e v e n t s 
c r a b g r a s s be t t e r t h a n Team, you know you've go t a 
p reemergen t you can depend on to bring a smile to the 
face of any customer. 

For f u r t h e r i n f o r m a t i o n on Team, o r any o t h e r 
product in the extensive line of DowElanco products, give 
us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always read 
and fol low label directions. 



(continued from page Q6) 

For The Ed^e introduces the Trench 

N'edge I rencher to virtually eliminate 

the high cost of cleaning up the trenched 

material from lawns and planting heds. 

It hlows the material directly onto tarps 

or into an optional heavy duty wagon for 

simple disposal. 

Trenching teeth 

may be set for 

cutting up to 5 

inches wide and 

the depth of the 

trench is easily adjusted up to 6 inches. 

Circle 163 on reader service card 

S E E D / S E E D E R S 

• " T h e Roll-A-Lawn turf replacement/ 

establishment product is a sheet of re-

cycled paper converted into a pulp foun-

dation and saturated with grass seeds. 

The sheet is rolled over a hare section of 

ground and staked, and grass seed take 

root as the pulp decomposes. It is avail-

able in sheets covering 1 ,000 square 

feet and may he dyed green. 

Circle 164 on reader service card 

* * Renegade (MB-22-92) turf type 

tall fescue from E. F. Bur l ingham & 

Sons is a new generation semi dwarf 

variety that said to he an excellent per-

former and have a rich dark green color. 

It has a shorter growth habit than other 

standard varieties. 

Circle 165 on reader service card 

Preakness Kentucky bluegrass from 

Lofts Seed is said to display excellent 

resistance to stripe smut, necrotic ring 

and dollar spot while also showing good 

resistance to summer patch, brown patch 

and red thread. It has a fine to medium 

blade with a medium dark color. 

Circle 166 on reader service card 

Barenbrug U S A offers a new elite 

Kentucky bluegrass named Barcelona, 

which shows the ability to take heavy 

wear in stride and is one of the most 

aggressive hluegrasses ever developed. 

Barcelona has fine leaf texture, dark 

green color and a short growth pattern. 

Circle 167 on reader service card 

S O F T W A R E 

i N C L U D E software corporation 

presents its newest version of the Re-

mote Estimating module, which allows 

the user to produce quick and accurate 

estimates on site. Information is trans-

ferred automatically to the office net-

work file server when the notebook com-

(continued on page 100) 

C & S TURF CARE EQUIPMENT, INC. 
B U I L D I N G QUALITY E Q U I P M E N T 

F O R PROFESS IONALS , BY P R O F E S S I O N A L S 

C & S Protank8 Sprayers 
• ELECTRIC A N D GAS UNITS 
•DESIGNED TO FIT IN 

A WIDE RANGE OF VEHICLES 
•SINGLE A N D DUEL 

TANK CONFIGURATIONS 
• DIAPHRAGM, PISTON, 

OR ROLLER PUMPS 
Complete Sprayers...Ready to work 

(216) 966-451 1 (800) 872-7050 

FAX (216) 966-0956 

Cus tom Orders Welcome! 

THE COMPLETE BILLING SOFTWARE! 

• Quick professional invoicing. 

• Track multiple businesses. s 

• E a s y & . . r e l u d d è / ^ s ^ 

• General ledger & inventory. 

• Chemical tracking for D.E.C, i . . / ' ^ 

• Tax & financial reports. 

Scheduling, routing, & mailing lists. 

• MUCH MORE FOR ONLY $695.00 
(Easy payment plan available) 

CALL FOR FREE DEMO DISK! 
PLEASE SPECIFY DISK SIZE 3wOR 5* 

1-800-572-8713 u 
CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ 



Mo PMEEMEEGENT IS MOME 
EFFECTIVE OVEE THE TOP O F ORNAMENTALS 

THAN SUMFEAN. 

x - - N ^ i f f * \ V ' 

N o t h i n g makes you look bet ter as a landscape and 
lawn care expert than Surf lan* herbicide. 

From azaleas to zinnias, Surf lan is safe over the top 
of over 2 0 0 o rnamen ta l s , yet t o u g h on over 5 0 
annual grasses and broadleaf weeds. W i t h Surflan, your 
customers will see you as a fountain of hort icul tural 

DowElanco 
•Trademark of DowElanco 

knowledge. And your impatiens, geran iums and petunias 
will love the fact tha t you used Surflan. 

For f u r t h e r in fo rmat ion on Surf lan, o r any o the r 
p roduc t in t h e extensive line of DowElanco p roduc t s , 
give us a call a t 1 - 8 0 0 - 3 5 2 - 6 7 7 6 . Always 
read and fol low label directions. 



BUILDING PROFITS 
FROM 

LIMB to LIMB 
(continued from page 08) 

puter returns from the field. Features include an automatic 

proposal maker, hid cloning, markups and summaries of 

gross profits and margins. 

Circle 1 6 8 on reader service card 

* * The Armor Advantage Series of software from A r m o r 

Systems generates multiple invoices for work out of branch 

offices and consolidates work at multiple sites into one 

invoice. Expenses and estimates can he calculated and later 

applied to invoices or work orders. 

Large and small companies can use this software to 

handle customer accounts, appointments and payroll. 

Circle 1 6 9 on reader service card 

^ Landscape imaging and design software from Visual 

Impact includes photorealistic imaging software, site plan/ 

estimator ability and a plant encyclopedia with information 

on hundreds of plant materials. Imaging module provides 

full color projections of plants and hardscape combined . 

Circle 1 7 0 on reader service card 

^ Eagle Po i n t Software presents 

an upgraded vers ion of its 

A u t o C A D I M based landscape, plan-

ning and irrigation software design 

program. Upgrades include landscape 

design, irrigation design and site 

analysis modules. It runs in either A u t o C A D , D O S or 

Windows I M operating systems. 

Circle 171 on reader service card 

VEHICLES & ACCESSORIES • • • • • • • • • 
^ The ST-1 holding rack from Tr immert rap is built for 

Stihl BR 4 0 0 blowers. The product holds blowers with no 

movement, locks with a padlock and makes loading and 

unloading of equipment fast and easy. It installs easi ly to all 

makes of service and pickup trucks. 

Circle 1 7 2 on reader service card 

The Gooseneck Hitch Trailer by E-Z Dumper is built 

to the same sturdy specifications as the company's trailers. 

It is available in sizes ranging from 

7 , 000 to 14 , 000 pounds G V W . 

The trailers offer fast unloading 

and easy hitching and unhitching. 

The gooseneck option is said to 

increase carrying capacity and dis-

tribute the weight more evenly between the truck and trailer 

for a smooth pulling motion. 

Circle 1 7 3 on reader service card 

(continue J on page 104) 

EAGLE 44 AREIAL LIFT 
•Trailer-mounted, articulated aerial lift with a 

25-foot side reach and 44-foot working 
height. 

•Positive Bucket leveling, 360 continuous 
rotation. 

•Proportional control valve featuring joystick 
operation. 

•Ease of operation and portability make the 
EAGLE 44 ideal. 

AmeriQuip 
1480 Arrow Hwy., La Verne, CA 91750 

(909)392-2033 Fax (909)392-4651 
(800)824-9776 



Weed out your 
biggest service 

problem. 

Introducing a faster, 
smarter way to operate. 

LL 11/95 

Paperwork. It's more than a nuisance. It devours time 

and keeps you from delivering the service that can 

distinguish you from competitors. 

Now you can speed through paper-

work and improve the accuracy of 

records, while gaining time to serve your 

customers better. 

The 4000 Series portable data system 

from Norand. On the route, this powerful 

but easy-to-use portable computer quickly 

records the services rendered at every 

stop. The system's portable printer can 

create neat, highly legible sales invoices in seconds -

a feature your customers will really appreciate. 

At the end of the day, the system can end the need to 

drive back to the office. Your technicians could simply 

USE READER SERVICE #51 

send data for closing out invoices directly to your 

central computer from their phones at home. Missed 

services and material tracking are reported daily. 

And time-stamping helps you monitor 

employee productivity. 

Norand1" portable data systems quickly 

pay for themselves and are proven on 

tens of thousands of routes in related 

industries. Contact us now for a FREE 

manual explaining how we can help you 

improve service by weeding out paper-

work. And watch your profits grow. 

Phone: 319/369-3156 or 

1-800-452-2757 toll free 

NQIMNB 
I 1 
I I 
1 Mail to: Norand Corporation 

550 Second Street S.E. 

Cedar Rapids, Iowa 52401 
I I 

Rush a FREE copy of Automating Lawn Care 
! Routes tome. My business card is enclosed. 1 



THER v 
F PREEMERGENCE TURF HERBICIDES 

Evaluating preemergence turf herbicides can be like 

comparing apples and oranges. True, all of them 

control weeds. (To some degree, at least.) But a 

closer look reveals big differences. When you consider 

all the products on the market, you'll find: 

# A lot of them focus on low price. 

# That's usually because they don't have 

much else to offer. 



. DIMENSI O N 
Dimension® turf herbicide, on the other hand, gives you real value. 
Dimension offers premium performance, along with extra benefits that 
make your job easier. Here are a few reasons why Dimension stands out 
from the competition: 

# Dimension provides unmatched crabgrass control. 

# It controls crabgrass all season long—without breakthroughs. 

# Dimension also handles goosegrass, oxalis and spurge. 

# Fall applications help you manage unwanted Poa annua, as well as 
crabgrass and other weeds. 

# Altogether, Dimension takes care of more than 20 tough weeds. 

# Dimension works before or after crabgrass appears, 
extending your application window. 

# It's completely non-staining—all you see is great-looking turf. 

# You can stretch the long-lasting control of Dimension even further 
with split applications. 

# Dimension works at low use rates. 

# It's labeled for lawn care and golf course uses. 

# Dimension offers the application flexibility of sprayable EC or 
granular fertilizer formulations. 

# You can overseed just three months after application. 

# And you can always count on exceptional turf safety. 

To find out more about the benefits of Dimension, see your local 
Rohm and Haas distributor. 

DIMENSION 
TURF H E R B I C I D E 

Weed control beyond compare. 

R O H M C 
i H n n s S 

ALWAYS READ AND FOLLOW 
LABEL DIRECTIONS FOR 
DIMENSION TURF HERBICIDE. 

Dimension® is a registered trademark of Rohm and Haas Company. 
©1995 Rohm and Haas Company T-O-147 9/95 



(continueJ from page 100) 

LANDSCAPE ELEMENTS • • • • • • • • • 
' ^Handy-Stone® II lightweight con-

crete retaining wall 

from Handy-Stone 

Corp . has tapered 

sides that all ow cre-

ative use of curves 

and serpentine walls 

and borders. It needs 

no mortar or con-

crete footings and 

its rugged split-face texture add s color 

and character to landscapes. 

Circle 1 7 4 on reader service card 

cent of dimensional stone and are said 

to have greater impact and flexural 

strength than its counterpart. 

Circle 175 on reader service card. 

A B S transite well. The light' s interior 

Kolds a cast fixture held to a decorative 

outer grill by stainless-steel fasteners. 

Circle 177 on reader service card 

Strata Panels IM from Stonwurkg 

are thin-cut natural stone laminated to 

fiberglass-faced honeycomb aluminum 

baching and fabricated to the user's speci-

fications. They weigh only 2 0 per-

^ O l y - ( ) l a Sales I nc. presents Drain-

Edg™ landscape edging material which 

has a built-in drainage system designed 

to eliminate standing water in planting 

beds. Black vinyl edging is 4 1/2-inches 

high with 1/4-inch holes that allow for 

slow drainage out of raised beds. It can 

he shaped to fit land scape borders. 

Circle 1 7 6 on reader service card 

^ Series SL-07 in-ground landscape 

up-lighting from Architectural Land-

scape Li^ l i t in^ fits applications that 

require illumination from subterranean 

lighting instruments concealed within a 

planted landscape. Outer housing con-

sists of a damage-resistant, heavy-wall 

^ Model 4 0 3 fiber optic lighting il-

luminator from Fiberstars transmits 

light through fiber optic tubing via a 

long-life, 150-watt metal halide lamp 

with an integral computer-designed 

dichroic reflector. I his forces maxi-

mum light into and through thin plastic 

solid-core fibers 

for an intense 

source of light 

indoors or out-

doors. Optional 

computer ized 

controls provide 

special effects such as eight color 

changes and other options in step lights, 

IcontinucJ on page 100) 

EVERYTHING FOR THE 
LAWN MAINTENANCE INDUSTRY 
CELEBRATING OUR 29th YEAR! 

00 gal. poly baffled tank unit 

200 gal. poly baffled tank 
5.5 Honda with D-30 
Electric reel 

300 ft. l/2"hose 

Unit pre-tested & ready to use 

Custom built units available 

OLDHAM CHEMICALS 
C O M P A N Y , I N C O R P O R A T E D 

COMPLETE SUPPLIER OF T & 0 CHEMICALS 

1 -800-888-5502 
Or wr i te : P.O. B o x 18358, M E M P H I S , T N 38118 

USE READER SERVICE #113 

LANDSCAPE FABRICS & 
EROSION CONTROL PRODUCTS 

LANDSCAPE FABRICS 
- Weed Stopper 
- Professional Landscape 

Fabric & Patio Underliner 
- Professional Plus 
- Weed Restrictor 
FROST PROTECTION 
- & Germination Blanket 
BURLAP 
CONSTRUCTION FABRICS 
& FENCES 
POLYJUTE EROSION 
CONTROL 
WOVEN GROUND COVER 
FABRISCAPE DRAINAGE 
SYSTEM 
SECURING PINS 
KNIVES & REPLACEMENT 
BLADES 

Green Industry Expo Booth #1231 

M B R I S C A P E INC. 

LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS 

3145 W. COLUMBUS AVE., CHICAGO, IL 60652 
(312) 436-7400 • 1-800-992-0550 • FAX: (312) 436-0335 J 
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SUBSCRIPTION FORM Service Ibch 
TA.O Service Tech is the only magazine written for the lawn and landscape service technician. The magazine is published 
six times a year at an annual rate of $10 per person for service technicians employed by companies belonging to ALCA, 
PLCAA, AAN or IA or $20 per person for non-association industry firms. 

1. Name (please print) 
2. State Certification Number (if applicable) 
3. Company Name Location: • Headquarters or • Branch 

Address 
City State 
Phone FAX 
4. What is your primary service specialty? (please check only one): 
• Landscape Contractor • Mowing maintenance • Ornamental tree & shrub services 
(installation & maintenance) • Irrigation installation • Irrigation maintenance 
• Chemical lawn care • Landscape Architect • Other (please describe) 
5. How many years have you worked as a lawn and landscape service technician?_ 
6. Is your company a member of (check all that apply): • ALCA • PLCAA • IA • AAN 
7. Is your company a member of a state association? • Yes • No 
8. If your company is a member of one or more state associations, identify which associations and include your 
member numbers: 
Association Member # 
Association Member # 
9. What is your title? 10. Signature 
Date 
My subscription payment is $ Send to T&O Service Tech, 4012 Bridge Ave., Cleveland, Ohio 44113 
Please charge my: • VISA orQ MasterCard. Card#: Exp. Date: 
Signature 

For group rates, call 800-456-0707. 
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T&O 
Service Tech 

magazine 
is now 

available to 
ALL service 
technicians 

working in the 
lawn and 

landscape, 
nursery and 

related horticulture 
markets. To 

subscribe, fill out the 
card at left. GET YOUR PREMIERE ISSUE TODAY! 



(continueJ from page 104) 

pool highlights and other areas. 

Circle 1 7 8 on reader service card 

SNOW REMOVAL • • • • • • • • • 
rear-mounted Pull Plow from 

Daniels eliminates the need for hazard-

ous hack dragging of snow and increases 

productivity when used with a front plow. 

Available in 72-, 80-, 90- and 96-

inch sizes, the uni t features 2 , 0 0 0 

pounds of downward pressure. 

Circle 1 7 9 on reader service card 

^ Two spreaders are available from 

Highway Equ ipmen t . 

Model P fea-

tures 12 1/2-inch wide conveyor in 

lengths from 4 to 8 feet wi 

tb a 40-foot, 

uniform sprea d.The 8-foot wide Super 

P has a 16 1/2-foot conveyor and side 

extensions for better load capacity. 

Circle 1 8 0 on reader service card 

^ Win te r Storm ice melter from 

V igoro Consumer and Professional 

Products now comes in a 5-pound pack-

age. 1 be product combines organic and 

inorganic compounds providing cost 

effective ice-melting capabilities. 

Circle 181 on reader service card 

^ Fisher snow plows feature the trip-

edge design where the lower edge of the 

blade to hends hack when passing over 

obstacles, then springs back into place. 

Blades have a powder coated finish that 

produces a tough coating resistant to 

rust, cracking and corrosion. 

Circle 1 8 2 on reader service card 

The T G S 100 Tailgate Spreader 

from Grotech mounts to the gate of a 

pickup and allows full access to the 

truck's storage by removing a binge pin. 

It has a 9 cubic foot, 6 0 0 -pound capac-

ity for rock salt, and adjusts to fit most 

truck widths. Other features include a 

no-rust hopper and adjustable spread-

ing widths from 3 to 3 5 feet. 

Circle 1 8 3 on reader service card 

APPLICATION EQUIPMENT 

^ 1 be Cbem-Pro sprayer line from 

Land Pride features a new series for 

John Deere, Jacobsen and Cusbman ve-

hicles. Specially designed 170-gall on 

poly or 150-gallon stainless tanks are 

available. Pumps are hydraulic, electric 

clutch or PTO-driven. 

Circle 184 on reader service card 

(continued on page 110) 

JLÛW id 11 1 

^Kí-m r-yjîà 

THE CHEMICAL LAWN 
CARE AND MAINTENANCE 

INDUSTRIES. 

(STARTING AT $4,395°°) 

REAL GREEN COMPUTERS 
8246 GOLDIE STREET 

WALLED LAKE, Ml 48390 
(800) 422-7478 
(810) 360-5296 

j ^ W J J J S 

J&û&JlûS 

FROM THE LEADERS IN 
SOFTWARE FOR THE 

CHEMICAL LAWN CARE 
INDUSTRY, COMES THE 

WINDOWS-BASED 
SOFTWARE FOR THE 

LANDSCAPE INDUSTRY! 

(STARTING AT $795°°) 

REAL GREEN COMPUTERS 
8246 GOLDIE STREET 

WALLED LAKE, Ml 48390 
(800) 422-7478 
(810) 360-5296 

POSTING 
SIGNS 

¿mxsL 
Af A N ( 

K E E P(w 
! x M 

6) - ft NESS 
UNTI ORY 

Hsu*-.- Ull 1 PEST CONTROL 
Lsmi Mragement Systems 

A Y * ^ R 

2 3 W I 

1 
R.N.D. 

Quality 
Plastic 
Stakes Signs 

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



Introducing "S-Series' 

You Won't Your Ears! 

Thomas skid-steers work hard for their 
reputation as the strongest, toughest loaders 
in the business - but you wouldn't know it 
to hear them run! Our new S-Series loaders 
are tested* at less than 85 dBa, setting a 
new standard for operator safety 
and comfort. 

Does the "S" stand for "strong" or 
"silent" - or just plain "smart"? 

MORE "SMART" FEATURES: 
• Kubota E-Series liquid-cooled 

diesel (meets CARB regulations) 
• easy-access service points 
• integrated safety system 
• 18 month warranty plus 

5 year mainframe warranty 
• FREE 500-hour 

bumper-to-bumper service 

Find out for yourself at your Thomas dealer's! 

THOMAS 
Thomas Equipment Ltd., P.O. Box 336, Mars Hill, Maine 04758-0336 •Tested to directive 
Tel: 1 -800-561 -5623 • Fax: (506) 276-4308 86-662 EEC 



IF YOU POUND, PLANT, PLUMB, HAMMER, HACK, 
K2500 4x4 Cheyenne Regular-Cab G30 Van 

No matter what line of work you're in, we've got a great line of hardworking Chevy commercial 

trucks that can move your business forward. Chevy trucks are the most dependable, 

longest-lasting trucks on the road.' So it's smart to look for the Chevy dealer in your 

For more information and the name of the CSV dealer nearest you, call the CSV Express line at 1 - 8 0 0 - 7 5 9 - 5 5 5 0 . 'Dependability based on longevity: 1985-1994 full-line light-duty truck company registrations 



OR JACK FOR A LIVING, DO IT IN ONE OF THESE 
C3500 Regular-Cab P-Cutaway Van HD 

area that proudly carries the CSV sign of quality. It means they're more likely to have the inventory, 
C h e v y T r u c k s 

parts, service and trained staff that can offer you a full maintenance program. A ROCK 

At Chevy, we're in business to help your business. Let us go to work for you. 
Excludes other GM divisions. The Chevrolet Emblem and Cheyenne are registered trademarks and Chevy is a trademark of the GM Corp. ©1994 G M Corp. All Rights Reserved. Buckle up. Americal 

USE READER SERVICE #92 



(continued from page 106) 

I lie Express Blower from Rexius 

Forest By-Products discharges up to 

55 cubic yards of mulch, bark, sawdust, 

seed or other organic material per hour, 

with a range of 3 5 0 feet. The truck and 

equipment can be operated by one per-

son, and truck configurations can be 

customize d to fit a contractor s needs. 

Circle 1 8 5 on reader service card 

sign makes it lightweight and flexible. 

Circle 1 8 6 on reader service card 

MISCELLANEOUS 

^ Amer iQu ip ' s Eagle 41 articulated 

aerial lift is trailer mounted to provide a 

reach of 21 feet, 6 inches to the side and 

41 feet in height. Operating features 

include positive bucket leve ling, 360-

degree continuous rotation, an 8-hp gas 

engine, feathering capability and heavy 

duty, quick-adjust outriggers. 

Circle 187 on reader service card 

* * K o l i l e r ' s new engine oils are de-

signed to provide maximum perfor-

mance and service life. Universal oils 

are formulated for maximum protec-

tion against oxidation and high tem-

perature deposits that can occur when 

engines are operated for long periods 

under heavy loads and high operating 

temperatures. T be additives in these oils 

also provide additional protection when 

oil change intervals exceed recom-

mended periods. 

Circle 188 on reader service card 

^ The Typar Tree Circle fromReemay 

prevents weeds from growing around 

new and existing trees. Tlie product is 

made of nonwoven polypropylene with 

a bole in the center and a slit in one side 

for easy fitting around a tree trunk. It is 

porous to allow water, air and nutrients 

into the soil. 

Circle 1 8 9 on reader service card 

^ Tree Pro introduces MycorTreeI M, 

a mycorrhizal transplant inoculant for 

landscape trees and shrubs. Helpful 

strains of fungi colonize and invigorate 

the roots of newly planted materials to 

USE READER SERVICE #134 

Professional Growth with 

" Principles of Turf grass Managementff 

A home study course certified by The University of Georgia and the Professional Lawn Care Association 
of America-covers all regions and seasons of the U.S. 

Expand your professional knowledge 
— at your own pace. 
Increase customer confidence. 
Become a Certified Turfgrass 
Professional. 
Train at home to master up- to-date 
turfgrass m a n a g e m e n t principles 
conveniently and cost-effectively. 

Wr i te to: Karen Bishop, Georgia 
Center for Continuing Education, 
Room 191, The University of Georgia, 
Athens, Georgia 30602-3603, or call 
1-800-542-8097. 

Approved for pesticide applicator 
recertification in many states. 

USE READER SERVICE #135 

NOVEMBER 1995 

You can throw 
the rest away-

Birchmeiei* 
Sprayers, 
Dusters and 
Accessories 
are renowned 
for their long 
life and 
dependability. 

Each sprayer 
is easily 
repaired and 
replacement 
parts are easy 
to obtain. 

Birchmeier: 
Buy the one that lasts. 
For more information or the Birchmeier Distributor in 
your area, contact 

ITB Co., Inc. 
P.O. Box 2505 • London, KY 40743 

1-800-866-1357 

^ The G regson E C O - 5 0 0 injection 

spray system allows technicians to blan-

ket-apply fertilizers and selectively ap-

ply pesticides by pulling a second trigger 

on the spray gun. Package can be in-

stalled on any spray system, and features 

a 12-volt pumping unit with a built-in 

pressure gauge 

an J f i ow meter. 

A special co-

axial hose de-



improve growth rates in a wide variety of 

landscape conditions. Mycorl ree can 

he mixed with a superahsorhent gel. 

Circle 190 on reader service card 

^ I he Elvex SuperSonic ear muffs 

achieve a noise reduction rating of 2 9 

ilBA, and provide excellent full spec-

trum attenuation. The 8-ounce earmuff s 

have wide ear cushions, low headhand 

force and oversized 

domes with appro-

priate acoustic 

properties. 

C i r c l e 1 9 1 on 

reader service 

card 

Moldex-Metric presents two new 

foam ear plugs, Sof t ies I M and 

SparhPlugs™, with a NRR 31 rating. 

The plugs have extra soft, extra light 

foam. I heir tapered shape makes inser-

tion easy and their fit snug. 

Circle 1 9 2 on reader service card 

3 Sharp-N-Lube® presents a mower 

maintenance franchise that provides 

hlade sharpening, air filter service, oil 

changes, hlade balancing, spark plug 

checks, cleaning and other functions for 

lawn service customers. Franchised con-

tractors take the portable service shop 

on wheels to provide convenient and 

profitable extra services to customers. 

Shop includes enclosed trailer, tools, 

storage areas and electric lift hoist. 

Circle 193 on reader service card 

AquaScape, a Toro Partner, com-

bines Toro surface aspirating aerators 

with diffused air systems to rejuvenate 

troubled ponds. It improves waters with 

odor and algae problems by aerating and 

mixing water to decompose algae and 

organic matter and provide oxygen. 

Circle 194 on reader service card 

^ Gumout Small Engine O f f Season 

Gas Treatment from 

Pemizoil is a fuel ad-

ditive said to promote 

easy starting for 2- or 

4-cycle engines after 

summer or winter 

storage. It also pre-

vents rust and corro-

sion from forming in 

the fuel system and 

eliminates the need to drain old fuel. 

Circle 195 on reader service card I D 

Editor 's note: if your new product does not 

appear here, please send an announcement 

/oLawn & Landscape, 4012 Bridge /We., 
Cleveland Ohio 44113. 

Green Garde 
PVC High Pressure 
Spray Hose 
So good, we warrant it for three years! 
The finest spray hose available — backed with a three 
year limited warranty! Made of rugged, reinforced PCV 
with high burst strength; lasts longer. 

• Unique Construction — Melds inner core and outer covering to 
form complex reinforcement — won't separate under high pressure. 

• Heavy Duty Braid Reinforcement — Provides up to 800 psi 
working pressure; 3000 psi burst. 

• Wide Variety of Sizes and Lengths. 
• Light, Bright Colors. 
• Resists Kinks H.D Hudson Manufacturing Company _ 

and Bends. 500 N. Michigan Avenue • Chicago, IL 60611 -3748 9 r e § n 

Phone: 1-800-745-2392 • Fax: 1-312-644-7989 g a r d e 

Green Garde Division 

Sure-loc Aluminum Edging 
"Edge with the Best for Less9 

Factory Direct Savings 

Benefits: 

Never rust like steel edging 

Never rots like wood products 

Never becomes brittle like plastic 

Colors: Natural Aluminum, Black, or Green 

Sizes: 1/8" & 3/16" Thickness - 4 "&5 .5" Depth 

8', 12', 16* Lengths - 8' Length Shipped UPS 

New Products! Call 1 800 787-3562 
1. Sure-loc L-Edge Paver Restraint 

2. Wolverine Indestructible Spades 

A-5482 144th Ave. Holland, MI 49423 



lA's STRATEGIC PLAN 
UNVEILED AT EXPO 
A 26-member task force 

has completed a comprehen-

sive evaluation of the 

Irrigation Association. The 

result is the 1 9 9 5 Strategic 

Plan, which was scheduled 

for ad option this month at 

the International Irrigation 

Exposition in Phoenix, 

Ariz . It is the most thorough 

réévalua-

tion of the 

organiza-

tion since 

its found-

ing in 

1949. The 

task force 

studied 

every committee, staff 

position and member service 

to set goals for the next 

decade. David Levine, a 

strategic planning consult-

ant and facilitator, assisted 

the task force. 

More than 2 , 0 0 0 people 

were polled for their 

opinions of the association 

and the needs of the 

industry. Based on the input 

from the survey, three pri-

mary thrusts were selected 

for the IA . They include 

education and certification, 

legislative and regulatory 

affairs and communications. 

New recommendations 

include: a single committee 

for each thrust, expansion of 

the certification program to 

include more states partici-

IA CERTIFICATION EXAM SCHEDULE 
STEP 2 AND 3 EXAMINATIONS FOR CERTIFIED 
IRRIGATION CONTRACTORS, DESIGNERS OR BOTH: 
November 21 Schaumburg Library, Schaumburg, III. 

December 1 The Ohio State University, Columbus, Ohio 

January 13,1996 Demonstration Gardens, Las Vagas, Nev. 

January 13 The Ohio State University, Columbus, Ohio 

SCHOOLS OF IRRIGATION 
January 11 & 1 2 Columbus, Ohio 

January 17 & 18 Novi, Mich. 

For informat ion about the cer t i f ica t ion program, contact Daria Jaku-

bowski, IA cer t i f icat ion/educat ion manager, at 703/573-3551. 

pating, the availability of 

more educational programs 

and increased use of the 

IA' s Practice Guidelines 

throughout the landscape 

and irrigation industry. ID 

For information call (818) 706-8786 
or FAX (818) 706-8465 

USE READER SERVICE #124 

TRUCK & SKID S P R A Y E R S 

INCXUOES 
SO GALLON TANK 
ALUMNUMFRAME ALL 
1 ?V 4 5 GPM PUMP « 
» 3/8 HOSE Ä 

S K r w a u N A V a , l * b l e 

Climbing Ropes 
Bull Ropee 

120". 150L 600' 

Earthway 
50» Hopper 
Pneumatic Tires 
2200APP 
$156 .10 

P R U N E R 

High Quality 
Replaceable Blade 
Lifetime Warranty 

$18.00 

Truck Kit 
Soaks Up to 
30 Gainons 
Yallow Nylon Bag 

s e t t s 

600 PSI HOSE 
300 or 400 

5/8" PVC $1.20/tt 
1 /2 -PVC S .59m 

PROF 
& Til 

ESSIONAL TREE 
IRF EQUIPMENT 

6945 Indiana Court, #400 • < «olden, Colorado 80403 

303-422-7608 I 300-237-7785 

K J H C o m p u t e r I m a g i n g f o r t h e L a n d s c a p e I n d u s t r y 

THE "IMAGE WIZARD" CAN HELP YOU INCREASE 
YOUR BUSINESS UPT0 3TIMES!!! 

" / finally started offering imagining in '94 after years of 
considering it. My business grew 300% by including images in 
my bid and presentation. Customers feel they can trust what 
they'll get with a picture...it even wins bids at a higher cost than 
the competition." Danny Priolo, Heritage Point, Howell, NJ 

: 

Before 

Produce full-color renderings in 30 minutes or less. 
(Shown here in bfack & white) 

Design Imaging Group T% 

(818) 706-8786 

Ĵ̂ ^ Before 

EM -
Call today for more information on Design Imaging 
Software and to receive your "FREE Demo Video" with a 
"Color Print Of An Actual Design." 



From the global leader in landscape irrigation technology 

w elcome to Hardies World of New Products— 

designed for a whole world of applications. 

With the addition of four exciting new products for 

the coming season, Hardie has once again proven its 

dedication to meeting the turf industry's needs. The 

new Slim Dial™ residential controller and 200B Series 

light-commercial valves further enhance two of our 

industry leading product lines. And the introduction 

of the HS Series sprayheads and XL Series™ rotor 

expands Hardies professional line into all major 

product categories. 

These new products offer irrigation professionals the 

same outstanding performance and dependability that 

have become hallmarks of the Hardie name. 

A world of new products — the same commitment 

to quality. 

James Hardie 
Irrigation 

27631 La Paz Road, Laguna Niguel, CA 92677-3917 (714)831-6000 Fax: (714)831-3212 



DESIGN H 
DESIGN CHALLENGES: T h i s 
Greek Revival house huilt 

circa 1 8 9 4 in the historic 

Sheffield neighborhood of 

Chicago needed extensive 

renovating o f t h e structure 

and property. The project 

involved both the front and 

hack yards, garage exterior, 

deck and rear exterior of 

the house. 

The small city lot, which 

measured only 2 5 x 150 

feet total, included a house 

and garage that took up 

approximately 4 5 percent 

o f t h e property. This left 

only about 2 , 0 7 0 square 

feet for gardens. 

The current owner con-

verted the Greek Revival 

structure from a two-apart-

ment huild ing hack into a 

single family 

home. O n e of 

our challenges 

was to design 

and install a 

vintage look-

ing landscape 

that would 

blend wi th the 

old style of the 

home. 

DESIGN SOLUTION: 
I he first step 

was to add an 8-inch 

Littleleaf 1 inden and formal 

parterre of boxwood, lamium 

and annuals, which we sur-

rounded by a hedge of Hicks 

yews in the front yar J . The 

plants used were: one 8-inch 

Littleleaf linden, 6 0 12-

inch 'Wintergreen' boxwood, 

PROJECT: 
LANDSCAPE COMPANY: 

DESIGNER: 
SIZE OF PROPERTY: 

MAN-HOURS TO CONSTRUCT: 
PLANTS INSTALLED: 

31 3-foot Hicks yew and 

4 2 5 (quart) Lamium 

'White Nancy.' 

I he addition o f the 1 in-

den helped shade the brick 

structure and added scale 

from the sidewalk. The plan 

called for a symmetric 

design that complimented 

the home's archi-

tecture and fit into 

the typically small 

Chicago lot. 

Another chal-

lenge was to screen 

the backyard from 

the neighbors and 

to create an out-

door room. We ac-

complished this by 

planting an allee of 

six littleleaf lin-

dens on each side 

of a rectangular 

plot of turf, sur-

rounded by blue-

stone pavers. The 

intent was to keep 

the lindens pleach-

The contractor built a 
deck with a pergola 
across the back of this 
Greek Revival house, 
which is located on a 
tiny Chicago property. 
The owners can enter 
the deck from two sets 
of French doors leading 
from the house. 

Chicago Residence 

Moore Landscapes, Glenview, III. 

Victor Moore, president 

Victor Moore 

25 x 150 feet(gardens measured 

2,070 square feet) 

Approximately 400 

1,441 (front and rear gardens) 

ed into two hedges, similar 

to those seen throughout 

Europe. 

The all ee 01 linden set 

off the rear of the house and 

also complimented the use 

of two sets of French doors 

lead ing from the house's 

great room and kitchen 

areas. 

The hack garden planting 

included six 14-foot 'Emer-

ald' arhorvitae, six 4-inch 

'Greenspire linden, 70 12-

inch 'Wintergreen" box-

wood, four 3-foot Capitata 

yew, 8 0 0 quart 'Sterling 

Silver' Vinca minor and 3 8 

2 x 2-foot hluestone pavers. 

Some 'Bowles' Vinca minor 

were mixed in with the 

'Sterling Silver.' 

Th e construction con-

tractor designed and instal-

led a deck as wide as the 

house and a pergola, which 

has grape vines and Virginia 

creeper growing on it. 

Potted gardenia are brought 

indoors for the winter, w Kile 

blue palm spikes (in pots 

from Morocco) are treated 

as annuals. 

1 he hluestone path in the 

backyard created a border 

around the 'carpet' of grass, 

making it a usable outdoor 

entertaining area. The stairs 

of the deck also double as a 

(continueJ on page 118} 



ANYBODY 
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TUFLEX MANUFACTURING CO. 

1406 S.W. 8th Street 

Pompano Beach, Florida 33060 

Toil-Free: 1-800-327-9005 
305-785-6402 

FAX: 305-785-6404 

E 

- i ; -v v1 

We certify that this is an actual photograph and that the tanks were not altered in 
any way to produce this picture. 



L O O K O U T F O R N U M I 

PENDULUM,® AMDRO® 
AND IMAGE? 

THE PROFESSIONAL'S CHOICE 
FOR T O P 

TURF PERFORMANCE. 

Season after season, savvy professionals 
rely on PENDULUM, AMDRO and IMAGE for 
cost effective control of problem weeds and 
fire ants. 

And season after season, their confidence is 

repaid with satisfied customers and better 

bottom lines. 

It's why they're the treatments of choice on 

the market today. 

PENDULUM Herbicide 

with pendimethalin. New for turf! 

PENDULUM provides proven turfgrass toler-

ance and excellent preemergent control of crab-

grass, goosegrass and other troublesome weeds. 

And with its superior season-long performance, 

your customers will notice when PENDULUM 

swings into action. 

And although gentle enough for over-the-

top application to more than 260 labeled 

ornamentals, 45 broadleaf and grassy weeds 

don't stand a chance against PENDULUM. 

AMDRO Fire Ant Bait: Kills the Queen. 

Kills the Mound. 

Fire ants may be annoying and dangerous, 

but they're not all that smart. That's why it's 

easy for AMDRO to fool worker ants into 

thinking it is food. 
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The worker ants take AMDRO back to the 

colony and feed it to the queen. The worker 

ants and the queen die, and the entire colony 

is eliminated — often in less than a week. And 

with baits like AMDRO, the colony won't 

relocate or satellite. 

AMDRO is easy, because the worker ants 

do the killing for you. No other fire ant bait 

treatment works as fast and effectively to kill 

the mound. Which is why AMDRO is the 

undisputed market leader in fire ant control. 

IMAGE Herbicide: 
Control the Uncontrollable. 

IMAGE gets to the roots of the most trou-

blesome weeds in warm season turfgrasses. 

IMAGE controls previously uncontrollable sum-

mer weeds like purple and yellow nutsedge, 

field sandbur, and dollarweed, as well as 

winter weeds like wild onion and garlic. 

Attacking below the turf line, IMAGE 

inhibits protein synthesis in the root, so these 

pesky weeds starve and die. Which means it 

improves the IMAGE of warm season turf-

grasses — year round. 

PENDULUM® AMDRO® and IMAGE" The 

professional's choice for top turf performance. 

They'll leave your customers' lawns looking 

like a million bucks. And you'll have more 

bucks in the bank! 

Available from quality distributors of 

turf products. For more information or Agssmi 
for the name of the Cyanamid 

distributor nearest you, 

call 1-800-545-9525. • 

<7 CYANAMID 
Agricul tural Products Divis ion 
Specialty Products Department 
Wayne. NJ 07470 ©1995 
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(continued from page 114) 

seating area for guests. O n 

each side of the deck are 

tkree 14-foot arborvitae for 

year-round privacy. 'Sweet 

au tumn ' clematis c l imb up 

the co lumns of 

the deck. 

Tke garage was rebuilt 

and customized to look like 

a small guest bouse complete 

with windows, blinds, 

co lumns and turn-of-the-

century cast-iron urns. 

I be garden is designed to 

need very little mainte-

nance. O the r than the twice 

yearly t r imming of the 1 în-

dens and serpentine box-

wood hedges, the gardens 

funct ion as low-mainte-

nance outdoor rooms used 

frequently for entertaining 

and relaxing. 

The landscape 
provides a 

formal accent 
to the house's 

architecture, as 
well as a low-
maintenance 

area with a 
variety of 

interesting 
plants. 

This d esign won a G o i a 

Excellence in Landscape 

award from the I l l inois 

Landscape Contractors As-

sociation, which sponsors 

awards to honor exceptional 

maintenance and innovative 

designs promot ing envir-

onmenta l awareness and 

improvement. A panel of 

practicing landscape 

professionals judge the 

entries on quality of 

materials and workmanship, 

execution, funct ion and 

aesthetic aspects. — Victor 

Moore. Dl 

The author is president of 

Moore Landscapes, located in 

Glenview, ill. 

COMMERCIAL 
MOWER 

REPLACEMENT 
PARTS 

A 

4 _ a 9 ® 
Large selection c4 parte for 

I 

Commercial lawn care Chainsaws 
equipment Trailers 

Lawn mowers Trimmers 
Parts include: 

(over 3500 parte) 
Blades Casters 
Belts Tail lights 
Filters Sparkplugs 
Pulleys Mufflers 

Monofilament line Engine parts 
Bearings Chain 

Oil Tires 
Catchers 

Free Catalog * Fast Delivery by UPS 
Call: 1-800-521-6848 * Fax: 810-477-1340 

Ö RECREATIONAL LEISURE CORP. 
30717 W. TEN MILE RD. 
FARMING TON, Ml 48336 

Quality pans since 1971 

BUY FACTORY DIRECT! 

Salt Spreader Special 

ONLY $849.00* 
"GUARANTEED LOWEST PRICE IN THE COUNTRY" 

NEW SNOWPLOWS! 

Hiniker - Western - Meyer 

7 l/i Starting at $2055.00 
( F O B O R L A N D PARK, IL) 

LIMITED SUPPLY 
ORDER NOW! 

Don't Forget To Call for Our FREE 95/96 
Snow Plow Parts Catalog for Westem-Meyer 
Fisher-Polar-Gledhill - Swenson-Henke-Etc. 

CENTRAL PARTS WAREHOUSE 
1-800-761-1700 

T H E # 1 Windows™ 
computer program for 
lawn care companies. 

• A / R & Sta tements • i n v o i c i n g 
• S c h e d u l i n g • S e r v i c i n g 
• R e m i n d e r s • M a r k e t i n g 
• A u t o m a t i c Service Suspens ion 
• A u t o m a t i c Service React ivat ion 

• C a s h M a n a g e m e n t 
• E P A / D E P Report ing 
• A u t o m a t i c Renewals 

• 2 Year History On-L ine 
• C u s t o m i z e d User Specif ic Setups 

• M u l t i - U s e r • M u l t i - C o m p a n y 

And So Much More!! 

W E L C O M E T O 
T H E 21ST C E N T U R Y ! 

T H E F U T U R E OF 
L A W N C A R E C O M P U T I N G ! 

QK ENTERPRISES 
P.O. Box 1070, Pocono Summit, PA 18346 

(717) 839-1950 
FAX: (717) 839-1904 
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T H E P R O F E S S I O N A L 

21-inch AL MftO 
cuts l imbs up to 
1V2 inches thick. 

M i 

Changing handles takes 
one tool and one minute. 

T STRONG. KEEP IT LIGHT. 
MAKE IT CUT CLEAN AND FAST AND EASY. 

DESIGN IT TO REDUCE WORKER FATIGUE AND INCREASE PRODUCTIVITY. 
Give us more cuts per hour, especially during 

yhose last hours of long days at the end ofthe pruning 
season. Give us a blade that we can replace without 
taking apart the handles—one that holds its edQe, is 
easy to sharpen and simple to adjust. The handles 
should never need replacing but, if they do, it should 
take only seconds and require no special tools. 

By the way, make it unbreakable and guarantee 
it forever. 

That's what you told us it would take to make the perfect 
vineyard and orchard loppers. So we did it. And then some. 

Our new line of aluminum-handled loppers cut so 
clean, so fast, so easy and are so strong and simple to 
maintain, that virtually everyone who has tested them says 
they're the best loppers they've ever used. 

The blade cuts with astonishing ease. Long, to reach 
into tight areas; large, to slice easily through mature vines 
and branches; the blade is Radial Arc™ ground and clad 

with a tough, slick, three-layer 
fluoropolymer that reduces fric-
tion to a bare minimum. This 
blade requires one-third less 
force than a conventional blade 
to make the same cut. 

The blade is a separate com-
ponent. Changing it takes one 
tool and one minute. 

The forged hook is designed 
to draw the material being cut 
closer to the pivot. This maxi-
mizes leverage and minimizes 

the effort required to make a cut. The hook's curvature is 
shallow enough to easily slip between dense, tangled 
branches and support wires. Yet it is deep enough to hold 
the branch securely as the cut is being made. The sap 
groove is deep and wide for improved self-cleaning. 

The square-shouldered, right-threaded pivot bolt that 
enables quick blade change is positioned so that the hook 
and blade open wide with a minimum of handle move-
ment — in other words, with less effort. And the same 
coating that makes cutting so easy also self-lubricates the 
pivot action. 

The Santoprene® bumpers, which provide a cushy re-
bound at the end of each cut, are located low on the tang 
well clear of the action. Replacing a worn bumper takes 
only seconds. Tools needed? Your thumb and forefinger. 

Our patented new handle design has astonishing 
strength. The thick-walled aluminum tubing is oval— 
inherently stronger than round or rectangular stock. That 
strength is then compounded by an internal wedge of 

\ LIFETIME / 
W A R R A N T Y 

Self-oli. 
Pivot 

ining 

high-density, glass-filled nylon that expands as it is com-
pressed during handle mounting. Even given severe 
abuse, these handles are almost impossible to break. Given 
proper use, they're indestructible. 

The hand grips are designed for comfort and durability. 
They're thick, to minimize hand fatique. They're molded 
of, tough polyethylene and the bottom is extra thick for 
longer wear when used to drag brush along the ground 
andinto a pile. 

Our new aluminum handled loppers come in three 
models. A 21-inch version with a U/2-inch cutting capacity 

suitable for vines and shrubs. 
And 26 and 32-inch models 
with a 2!/2-inch cutting 
capacity for tree pruning. 

Like all our professional 
tools, these loppers come with 
a lifetime warranty. If they 
break, we'll fix or 
replace them. 
Period. 

We're also backing these tools with a 
"Fast or Free" parts warranty. If your 
Corona dealer is out of replacement parts, 
call us. We'll have them to you within 48 
hours or they're yours free. 

If you try these loppers, we think 
you'll agree that they're perfect, or close 
to it. So we're making you this money-
back offer. Buy a pair. Prune with 
them for two weeks. Use 'em and 
abuse 'em. If you agree they're the 
best, buy more. If you don't, return 
them to us along with a note telling 
us what you think would make 
them better. We'll refund your pur-
chase price. Fair enough? 

For further information, contact 
your Corona dealer or call us at 

1-800-234-2547. 
26-inch AL 6 6 4 0 

and 32-inch AL 6 6 6 0 
cut l imbs up to 

2V2 inches thick. 

C O R O N K 
D D n O D D H ^ A m ® 

1540 East Sixth St., Corona, CA 91719 

A Harrow Company 

® Santoprene is a trademark of Monsanto © 1994 Corona Clipper Company 



H E R HELPS BUILD 
CUSTOMER BASE 
W H E N Kevin and Kellie 

Spaans opened Spaans' 

Lawn Service four years 

ago, they maintained 34 

properties in their home-

town of Salem, S.D. But 

with only so many hours in 

a day, it seemed unrealistic 

to th ink they could expand 

the business without a sub-

stantial investment in 

equipment. 

Yet today, having 

embraced zero-radius front 

mower technology, they 

have not only increased 

their customer base to 1 70 

clients, hut still handle the 

mowing chores themselves. 

T think zero-

radius maneuver-

ability h as been 

the key to our 

expansion. I ve 

save d a lot of 

time with our two 

machines," Kevin 

Spaans said. 

"Without the 

maneuverability 

of this mower, 

we'd he spending 

about 20 hours 

more each week 

doing the same amount of 

work we do now. It's made 

our jobs a whole lot easier, 

wi thout a doubt." 

The husband and wife 

partnership in the business 

includes mowing responsi-

bilities, he said. "Because of 

my full-time job, Kellie has 

learned how to operate our 

two Grasshoppers — a 21 -

hp diesel and an 18-hp 

diesel — which has allowed 

us more rlexi hility to 

expand our business." 

"At first. I was somewhat 

Power raking is one 
of the primary 
services offered by 
Spaans' Lawn 
Service. A vacuum 
grass catcher 
system allows the 
owners to service 
many customers in 
just a few weeks 
during the fall. 

intimidated by the ma-

chines, hut after practicing 

a little, I realized these 

mowers are very simple," 

Kellie Spaans said. "1 hey 

make it almost fun to mow." 

One of the primary ser-

vices offered by Spaans' 

Our Buildings Are A Cut Above 

Lester pre-engineered 
building systems are 
designed around your • Equipment Storage • 
needs for an attractive, • Offices • Retail • 
affordable and energy 
efficient structure. Quality 
components plus the in- ^ ^ 
dustry's leading warranty ^ L E S T E R ^ ^ 
provide long term # 

satisfaction! Call today L E S T E R B U I L D I N G S Y S T E M S 
for more information. A ^ ^ 0 1 *»" 

1-800-826-4439 

C & S TURF CARE EQUIPMENT, INC. 
TURF TRACKER 

S S 8 0 3 0 

FEATURES: 
• Spreads a n d sprays ove r 4 0 0 0 sq. ft. 

pe r m i n u t e . 
• Z e r o t u r n i n g rad ius fo r m a x i m u m 

maneuverab i l i t y . 

• Ful l hydros ta t i c dr ive. 

• 1 2' b reak a w a y spray b o o m . 

• 1 5 0 lb. capac i t y ; 3 speed electr ic 
spreader. 

• D e s i g n e d fo r resident ial a n d c o m m e r -
cial p roper t ies . 

(216) 966-4511 (800) 872-7050 

FAX (216) 966-0956 



PRODUCT PROFILE 
Lawn Service each spring is 

"power raking," which re-

moves leaves, grass clip-

pings, pine needles and other 

remains from the grasshed. 

After a long winter or ac-

cumulation, it can he a 

challenge, hut Spaans said 

the versatility of the mow-

ers has made the joh fast 

and profitable for h im. 

"I've got a 12-cubic-foot 

catcher with my Quik-D-

Tatch Vac® grasscatching 

system, and together they've 

been ideal for this kind of 

application," he said. "You 

can pick up anything with it 

— that' s how high-tech the 

vacuum system is. When I 

go in and power rake, it 

really shows off my capabi-

lities. I've gotten a lot of 

new customers that way. 

Last spring, the Spaans 

power raked nearly 1 4 0 

lawns in nine days, a feat 

that won his company a kit 

of attention. "It's the 

machines that are doing it, 

of course, hut it 

sure draws new 

customers." 

During the 

spring, the com-

pany power rakes 

and mows pri-

marily to resi-

dential custom-

ers. In the sum-

mer, however, it 

also serves commercial 

customers as well. 

"I handle about 10 acres 

every four or five days on 

the larger accounts, while the 

smaller ones run about an 

acre or two apiece," Spaans 

said. "It keeps us pretty 

busy, hut the machines' 

maneuverability helps us 

stay on schedule." 

Maneuverability and the 

visibility afforded by the 

outfront deck have been 

important assets to the 

company. "This style of 

machine lets you see what 

you're doing out front, and 

you don't waste a lot of time 

shifting gears or turning." 

O n all of his properties, 

Spaans uses a 52-inch 

cutting deck for maximum 

maneuverabi lity because the 

residential properties 

require some pretty tight 

maneuvering. He said, "the 

52-inch deck is perfect." 

Another advantage is the 

Kuhota diesel engine. "The 

diesel is quite a piece of 

work," he said. "I'm really 

impressed with it. Long 

hours of running in high 

temperatures are not a 

problem for it, because it's 

water-cooled. A n d it can go 

four to five hours without 

refueling, so you don't have 

to haul fuel with you." EJ 

1 think zero-radius maneuverability has 
been key to our expansion. I've saved a 
lot of time with our two zero-radius 
machines! — Kevin Spaans 

A large selection of 
reconditioned equipment 
available: pumps, tanks, 
trucks etc. 

Will also custom-build to your specs. 

Graham Lawn 
Equipment, Inc. 

8878 Bright Star Road 
Douglasville, GA30134 

(404)942-1617 
(800) 543-2810 

LAWN A N D LANDSCAPE 
COMPANIES HAVE 
GENERATED OVER 

IN SALES FROM 
C L C L A B S S O I L 

T E S T I N G ! 

LET US SHOW YOU HOW! 

Call 614/888-1663 Today for your 

Soil Testing & Marketing Information 

CLC LABS 
325 Venture Drive 

Westerville, O H 43081 

614 888-1663 

FAX 614 888-1330 

Exclusive laboratory services for the 

Turf & Ornamental Professional. 

USE READER SERVICE #121 



(continued from page 47) 

ing at F .D . Kees Mfg., Beatrice, Ne t . 

George Schae fer. Kees' executive vice 

president for operations, added that 

"m in im iz ing down t ime equals increased 

productivity." 

T I M E I S MONEY. hase or maintenance is 

P r o g r e s s i v e E l e c t r o n i c s 
M o d e l 521 

I W I R E & V A L V E L O C A T E R 
• F ind Lost So leno id Valves 
• Locate Wi re Path 

A n d Dep th 

another priority, manufacturers agreed. 

"Main tenance is something to he 

keyed in on," said John Chick, sales man-

ager for Snapper Power Equipment , 

McDonough , Ga . " I he trend is toward 

lighter, simpler mowers that can be re-

paired in the field." 

T o m Prall , manager of product de-

save 10% < 
All The 
Equipment You 
Need To 
Troubleshoot 
Irrigation 
Systems 

e-mail Inghrn1069@aol-com 
$ 5 8 5 . ° ° 

(REG. PR. $650.00) I 

1 -800-284-0205 
Irrigation & Landscape Supplies • Dallas, TX 

POL Y DOOR 
HANGER BAGS 

USE REAPER SERVICE #59 

R.N.D. 
• 2 0 0 / P a d 

• P l a i n or 

Signs • P r i n t ed 

1-800-328-4009 

Underground 
Cable-Layer, 
Pipe-Layer 

800 LB. BRUTE 
ON TRACKS 

TRANSPORTS 
VAN, MINI-TRUCK 

TO 16" DEPTH 

SAVE TIME! • • • • • • 

TO PROFIT • • • • • • 

GAIN!$ • • • 

SINCE 
1972 

Bor ing 
A t tachment 
Avai lab le 

Fast Parts Delivery & Service 
~ Line-Ward Corp. 
T ^ f e ^ r 157 Seneca Creek Road 

Buffalo, New York 14224 
Fax: (716) 674-5334 

Phone: (716) 675-7373 / (800) 816-9621 

velopment for John Deere Co., Raleigh, 

N .C . , noted, "The mowing contractor 

needs a machine that spends as much 

t ime as possible mowing and a mini-

m u m t ime being serviced." 

Increasing productivity is also a ma-

jor concern of the equipment manufac-

turers. Most felt that the combinat ion 

of speed and maneuverability were es-

sential for mowers of the future. 

"More lawns in a day is the name of 

the game," explained Steve Dixon , mar-

keting manager for D ixon Industries, 

Coffeyvi l le , Kan . "Most contractors 

would like a riding mower that IS so 

maneuverahle that it could el iminate 

the use of a tr im mower." He added that 

while maneuverabil ity is a key issue, his 

f i rm is working on other ways to in-

crease productivity. 

"Productivity w bile mulching is the 

goal of Toro's new class of mower," said 

Rick Rodier, marketing manager for 

contractor equipment and services, The 

Toro Co. , Minneapol is , M i nn . 

T H E M U L C H I N 6 OPTION. Mulch ing is here to 

stay, many manufacturers said. Wh i l e 

some expressed reservat ions about 

whether the perfect mulching mower 

has yet been invented, all agreed that the 

mower of the future must have mulch-

ing capability. They said improvements 

in the mulch ing feature would include 

mulch ing at a higher rate of speed and 

mulch ing under wet grass conditions. 

W h a t other features do the manufac-

turers see on machines of the future? 

Speed was considered as important 

as maneuverability. Ergonomics could 

aclJ ease of mowing along with productiv-

ity. Quietness and more riding capabil-

ity are also on the hor izon. Weight of 

the mowers was occasionally mentioned 

as an issue. Safety features were men-

tioned in regard to l la bility concerns. 

Price, you ask? Where was the price? 

No t a single manufacturer ment ioned it 

as a prime consideration. Di 

The author is an industry consultant with 

Key Solutions, a division of Iris Sales & 

Solutions Inc., Rocky River, Okio. 



TWO ESSENTIAL 
REFERENCES FOR 

LANDSCAPE PROFESSIONALS 

Turf grass Ecology & Management, 
by Dr. Karl Danneberger, is an advanced 
turfgrass management book for the land-
scape professional which goes beyond the 
introductory level. This management book 
is devoted to advanced environmental 
ecology. 

The Complete Irrigation Workbook, by Larry Keesen, 
offers a comprehensive look at irrigation design, installation, 
maintenance and water management including practical, 
hands-on techniques. Each chapter contains questions and 

answers which 
can be used to 
test your own 
knowledge, or as 
in-house training 
tools for new and 
seasoned employ-
ees. Appendix 
includes detailed 
drawings of 
irrigation 
installations. 

• • • 
YES, I'm interested in purchasing set(s) of both books for the discounted price of 

$50 plus $7 shipping/handling per set. 

YES, I'm interested in purchasing copy(s) of The Complete Irrigation Workbook 

for only $27 per copy plus $4 shipping/handling per copy. 

YES, I'm interested in purchasing copy(s) of Turfgrass Ecology & Management 

for only $36 per copy plus $4 shipping/handling per copy. 

I understand my purchase will be shipped upon payment. I also understand that I can return my book(s) within 15 
days for a 100 percent refund if I am not totally satisfied. (Ohio residents only add 7% sales tax.) 

Please charge to my: 

Card #: 

•VISA • Mastercard Exp. Date: 

Signature: 

Name: 

Company Name: 

Address: 

City 

Phone: 

State .Zip: 

Quantity discounts 

are available 

upon request 

Call: 
Fran 

Franzak 
800/456-0707 

LLM Books 
4012 Bridge Avenue 
Cleveland, OH 44113 



women in business 

(continuel from page 5Ù) 

struction well. 1 liey like to do kig work. 

W o m e n just do a better job with peren-

nials and mums, with attention to detail 

and spacing." 

This attention to detail is also noted 

by Julia Hines, who said when ber com-

pany worked at O ra l Roberts Univer-

sity, the women on the crew did neater 

work and seemed to get more done than 

tbeir male counterparts. Julia's busband 

Andy said there are many reasons why 

he would hire women, including their 

attention to detail and customer service. 

"I love to see women in customer ser-

vice," Hines noted. " I hey give good ser-

vice on the route and handle complaints 

better. W o m e n are usually better able to 

help steer a customer in the right direc-

t ion. W o m e n also usually do better in a 

team. Men have to work together longer 

to get that same spirit. 

"It's better than it used to he and I 

don't see any discr iminat ion from hir-

ing them, hut it's hard to get women to 

apply," Andy Hines said. W i t h the re-

ports of a shrinking labor force, the 

opportunities for women should con-

t inue to increase. 

FUTURE ROLES. W o m e n have advice for 

those who want to work in the industry. 

Dehhy Cole, president of Greater 

1 exas Landscaping in Aust in , suggested 

that women capitalize on their strengths 

— commi tment , organizat ion, persis-

tence and detail orientat ion — to im-

prove the quality of work and the qual-

ity of life for their employees. 

Seeley emphasized the need for per-

sistence and having quality employees 

who you are will ing to help nurture. 

Smal lwood noted that horticulture 

management "has to he something you're 

emotional ly impelled to do." 

That need for a genuine love of hor-

ticulture is also emphasized by Michael. 

"It's not glamorous. It's physical work 

and it's not high-paying work." 

Educat ion and training are also es-

sential for dealing with customers and 

men in the industry, said Michael. She 

suggested a woman have an idea of what 

she wants to get into and get some prac-

tical experience. That experience helps 

grow a business and helps combat nega-

tive comments from dubious male peers. 

Michael also advised women to cul-

tivate good communica t ion and people 

skills and have confidence. " I here are 

no l imitations if you have confidence in 

yourself," she noted. I D 

The author is an industry consultant with 

Key Solutions, a division of Iris Sales & 

Solutions Inc., Rocku River, Ohio. 

Carolina Surjjm* 
fimay 10,11,12, ( j O f í f t m C t & J I l O U } ' 

The South's 
Largest Trade Show 
For more information contact 
your county office of the North Carolina 
Cooperative Extension Service 
or call 910/695-1333 

S0c">c'*cr> ~t Tirtormi Jaune ri at *»rtfi (Uraim* j-J 
COTIIM Ami . r i m n 

• Lawn Care 
3 Landscaping 
3 Sports Turf 
3 Utility Turf 
3 Golf Turf 
3 Sod Production 
3 Grounds Maintenance 
3 Legislative Issues 
3 Environmental Issues 
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Statement of Ownership 

Statement required by the Act of October 23, 1962. Section 4369, 
Title 39, United States Code, showing the ownership of Lawn & 
Landscape published monthly at 4012 Bridge Avenue, Cleveland, 
Ohio 44113-3399 Cuyahoga County. 

The publishers are: Maureen Mertz and Cindy Code, 4012 Bridge 
Avenue, Cleveland, Ohio 44113-3399. The name of the editor is: 
Susan Gibson, 4012 Bridge Avenue, Cleveland, Ohio 44113-3399. 
The managing editor is: Paul Schrimpf, 4012 Bridge Avenue, 
Cleveland, Ohio 44113-3399. 

The owners are: G.I.E. Incorporated Publishers, 4012 Bridge Avenue, 
Cleveland, Ohio 44113-3399; Richard J.W. Foster, 4012 Bridge 
Avenue, Cleveland, Ohio 44113-3399; Nancy J. Foster, 4012 Bridge 
Avenue, Cleveland, Ohio 44113-3399; Maureen Mertz, 4012 Bridge 
Avenue, Cleveland, Ohio 44113-3399. 

Average number of copies each issue during preceding 12 months, 
and of single issue nearest to filing date, respectively, are as follows: 
Total number of copies printed (net press run) 52,838/67,200; paid 
circulation sales through dealers and carriers, street vendors and 
counter sales 0; mail subscriptions 34,820/30,916; total paid and/or 
requested circulation 34,820/30,916; free distribution by mail, carrier 
or other means (samples, complimentary or other free copies) 
14,929/33,021; total distribution 51,200/65,460; copies not 
distributed (office use, left over, unaccounted, spoiled after printing) 
1,638/1,740; and return from news agents 0. 

I certify that the statements made by me above are correct and 
complete. 

Richard J.W. Foster, President 



All classified advertising is 75 cents per word. For 

u nuniters, add $ 1 plus six words. All classified ads 

must te received ty tte putlister tefore tte first of 

tte montt preceding publication and te accompanied 

ty cast or money order covering full payment. Sutmit 

adsto:UAf,4012BridgeA ve., Cleveland, OH 44113. 

Fax: 216/961-0364. 

BUSINESS OPPORTUNITIES 
LAWN CARE PROGRAM 

NaturaLawn® of An 

Tke leader in natural organic/tiological lawn care is 

now expanding nationwide. Our franctise offers: 

• Exclusive Territory 

• Proprietary Product Lines 

• Compretensive Support 

• Ttorougt Agronomic Training 

• Financing to Qualified Individuals 

To learn more, contact Randy Loet, Franctise De-

velopment Manager at: 

800/989-5444. 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 

slow-release fertilizer products direct from manu-

facturer. Km I:rauto, P.O. Box 123, Plato, MN 

55370,800/832-9635. 

BIDDING FOR PROFIT 
"BIDDING & CONTRACTS YOUR KEY TO 

SUCCESS," a toot witt over 16 years experience, 

not tteory. Get factual information on a very accu-

rate and profitatle tidding process. Bid steets, con-

tracts and muct more. Send $42.95 to: #1 Profits' 

Unlimited, 3930 Bardstown Road, Louisville, KY 

40218.800/845-0499. 

EXTRA INCOME POWER WASHING 
EARN $ 100/tour power wasting and sealing wood 

dects. Learn tte most effective metkod, equipment 

setup and supplies. Complete training package: 

Manual, video, advertising kit, and equipment cata-

log. For free information packet call 810/683-

9080. 

BUSINESSES FOR SALE 

LAWN CARE SERVICE COMPANY 
Lawn care service company in nortkern Virginia, 

estaklisked 10 years. Annual contracts $310,000+, 

annual additional sales $55,000+. Selling all . Send 

inquiries to: Larry Johnson, P.O. Box 703, Spring-

field, VA 22150-0703. Fax: 703/354-0626. 

FLORIDA LAWN CARE 
Well estaklisked, excellent reputation, commercial 

landscape maintenance company for sale. Reliakle, 

knowledgeakle employees. Owner's responsikilities 

include managing, scteduling and customer rela-

tions - not doing tte work kimself. Lucrative, prime 

location near teactes of Clearwater, Florida. 

$65,000 in trucks/equipment, over $350,000 in 

sales. Owner tas otter business interests wtict re-

quire bis full -time attention. Priced for quick sale at 

$ 175,000. Real estate also available to purchase or 

lease. Send name, address, pbone number, personal 

and professional history and financial ability to pur-

chase to: CPA, 211 S. Dale Mabry, Tampa, FL 

33609. 

FERTILIZINB/I.P.M. SERVICE COMPANY 
First rate fertilizing and I.P.M. service company 

established since 1982 in Grand Rapids, Michigan. 

Customers, prospects, equipment, inventory. 616/ 

538-3269. 

LAWN CARE SERVICE BUSINESSES 
I f you have been thinking about selling your lawn care 

service business we are interested. There are many 

options and possibilities. All communication is strictly 

confidential. Reply to LLM, Box 363,4012 Bridge 

Ave., Cleveland, OH 44113. 

MAXI-ROLL CUTTER 
Wanted: A 42" - 48" maxi-roll cutter. Call 216/ 

683-2916 M-F. 

HYDROSEEPERS & STRAW BLOWERS 
We Buy, Trade & Sell New and Used Hydro-Seeders 

and Straw Blowers. Call 800/245-0551 f or a free 

copy of our latest Used Equipment List or our catalog 

of Hydro-Seeding equipment and supplies. 

FOR LEASE 
TRUCK & EQUIPMENT LEASING 

'All mate & modele 'Leasing & outright purchase 
available 'Low initial investment 

Tow monthly payments 'Quick turnaround 

'Personalized service 
CALL USA MORRIS AT 1-Ô00-766-2Ô74 
1600 West Main St , Wilmington, OH 45177 

i LEASING, INC. 

Adv&ttiâe % 

FOR SALE 
WHOLESALE TURF SUPPLIES 
Hannay hose reels (electric), $389; 300 feet of 112-
incbl.D.200 -psi hose, $ 180; 400 feet of 3/8-inch 

I.D. 600-psi hose, $225; Aeroquip 1/2-inch swiv-

els, $29; ChemLawn guns, $69.79; Trimmerl me ex-

pound .95, $29.95; Jumbo grass catcher, $ 139.95; 

Kawasaki 12.5-hp engine with oil filter, $479.95. 

To order, call Hersch's Wholesale Turf Supplies, 

800/THE-LAWN. Ask for your free catalog. 

FINANCING 
LETTHE GOVERNMENT FINANCE your small 

business. Grants/loans to $500,000. Free recorded 

message: 707/448-0270. (NK8) 

INSURANCE 
C O M M E R C I A L I N S U R A N C E F O R 

L A W N C A R E F I R M S 
" G R E E N I N D U S T R Y S P E C I A L I S T S " 

M.F.P. Insurance Agency is dedicated to 
providing comprehensive insurance pro-
grams to the Green Industry at competitive 
prices. We back up this dedication with a 
staff of professionals who understand ev-
ery facet of your business, from marketing 
to customer service. We know how to prop-
erly insure your company whether you're a 
sole proprietor or a multi-state operation. 

Just as your customers look to you for lawn 
care advice, people come to us for insur-
ance advice because they do not want to 
become insurance experts themselves. If 
you want good advice, the right coverage 
and competitive rates, please contact: 

Richard P. Bersnak, President 
Jill A. Leonard, V.P. 

1 - 8 0 0 - 8 8 6 - 2 3 9 8 
F A X : 6 1 4 - 2 2 1 - 2 2 0 3 

M.F.P. Insurance A g e n c y , Inc. 
50 W e s t Broad Street , Sui te 3 2 0 0 

C o l u m b u s , O H 4 3 2 1 5 - 5 9 1 7 

LANDSCAPE DESIGN KIT 

FREE 
LANDSCAPE I 

Tke Lawn & Landscape Classifieds 
1 -

^ LANDSCAPE DESIGN KIT 3 
48 rubber stamp tree, shrub, & plant symbois&more 
1/8" scale Stamp sizes range 1/4* to 1 3/4" 
$77.50 • $5 Ml VlSAMasterCarp, or mo s Shipped 
next day Checks delay shipment 3 weeks No cod s 
CA add 7 75% Sales Tax. 1 

AMERICAN STAMP CO. 
C j 12290 Rising R d , Dept. LL95S 
^ Wilton, CA 95693 

Voee/FAX (916) 687-7102 F ' 

F R E E Landscape Design Book with your LDK order. 



CUSTOM DECAL KITS 

A Quick & 
Economical 

Way 
To Mark Your 

Vehicles 

Easy to Order-Easy to Apply 
Custom Decal Kits 

Call or write: Sun Ar t D e c a l s Inc . 
885 W. Bag ley Rd. 
Berea, OH 44017 
216-816-0290 
800-835-5551 
Fax:216-816-0294 

DOT DRUB/ALCOHOL TESTIN6 
Last year, it was companies with 50 or more drivers. 

EFFECTIVE IANUARY 1.1996. EVERY CDL 

DRIVER MUST BE SUBIECTED TO RAN-

DOM ALCOHOL AND DRUG TESTING! We 

Can Help! Contact NATIONAL DOT CON-

SORTIUM for America's Lanclscapin^ Indus-

tryat703/DOT-TEST. 

BIB DIESEL MOWERS 
Lost mowing contract. Six tig Kubota diesel mowing 

machines. Sacrificed at half of original cost. 

Alamogordo, New Mexico. Telephone 505/479-

2001 or fax 505/479-6350. 

PISTON PUMPS 
GNC 

PUMP Inc. 

GNC Piston Pumps 

8 GPM @ 600 PSI ($395.00) 

15 GPM @ 600 PSI ($695.00) 

30 GPM @ 500 PSI ($1,295.00) 

All pumps complete w/regulator, surge tank, pressure 

dump valve., pressure gauge and pulley. 1 YEAR 

WARRANTY. 800/462-2005. 

BANDY SLIT SEEDER _ _ 
Gandy Slit Seeder — 3-point hitch, 4-foot swath. 

$5,800 new. Less than 50 hours. Sell for $3,000. 

Call Brian 612/476-2016. 

today' 

" 800456-ÍM7 

PREVENTIVE MAINTENANCE PRODDCTS 
Reduce Equipment Repair & 

Maintenance Costs as much as 60% 

FREE SAMPLES! 
• QX-1061 'The Final Word" - Powerlul penetrating 

fluid. Helps loosen rusted parts fast. Amazing! 
• QX-500 Fuel Lubricant -- Improves tuel economy & 

engine performance. For gas. 2-cyde, & diesel. 
• QX-700 Uoly Blend for the Crankcase -Increases 

engine life. Reduces wear on vital internal parts. 
• QX-708 Firearm Lubricant - You'll find 100 s of 

z uses lor this amazing lubricant. 
k or write the sample of your choice-return with your name 
& address. Discover the full benefits of OX - send $3 (S&H) 
lor a complete set of samples. 

Prevent ve Uointenance Product» 
. 10620 Nevada St.. Melrose Pk. IL 6 0 1 6 4 ^ ^ , ^ . — m 

Or call 708/455-3923 

EQUIPMENT REPAIR ASSOCIATE 

TREE STAKE KITS 
YOU CAN STAKE UP TO 20 
TREES PER HOUR WITH THE TREE 
SAVER™ TREE STAKE KITS 
Our unique rubberized tree anchoring 
system saves time & money, grows 
stronger root systems and helps protect 
you from injury liability. Call today for a 
FREE product sample. 
1-800*335323 
A Division of 
Lawson & Lawson, Inc. 
35 Industrial Dnve. 
P.O. Box 1784. 
Martinsville, IN 46151 

TREE 
STAKE 
KITS 

DOITT JUST BID-SELL! 
Tired of thin margins and tedious bidding? 20Se-

crets for Landscape Contractors is the leading 

guide you want that shows you how to: 

• Sharpen your presentation. 

• Improve your selling techniques. 

• Eliminate the hid process. 

• Close more profitable deals. 

Easy to read and user friendly. Written by a 17-year 

veteran of landscape contracting. $30.90 includes 

s/h. CA residences add $ 1.93 sales tax. Call toll free 

today800/734-0400. Weaccept VISA,Mastercard, 

AM EX. Or send check to Contrex, 30101 Town 

Center Dr., Ste. 202-J, Laguna Niguel, CA 92677. 

What is one idea worth? 

LAWN SPRAY TRUCK 
1986 Ford F-350 Lawn Spray Truck. 6.9 IHC 

Diesel, 4-Speed Manual Transmission; 600 gallon 

Tuflex Tank; 87,000 original miles. Good condi-

tion. A real "work-horse" that must be seen to be 

appreciated! $8,000 or best offer. 800/289-6635. 

EMPLOYMENT OPPORTUNITIES 
BRANCH SALES MANABER 
National greens industry supplier is expanding in the 

Northeast. Need articulate individual with retail 

management experience. Working knowledge of equip-

ment, parts and/or engines. Computer literate. Seve-

ral markets available. Send resume with salary his-

tory and requirementsto: KKG Associates, Box 340, 

759 Bloomf ield Avenue, West Caldwell, NJ 07006. 

National greens industry supplier is expanding inthe 

Northeast. Need mechanics experienced with en-

gines and machinery. Basic computer skills. Posi-

tions open in several areas. Send resume with salary his-

tory and requirements to: KKG Associates, Box 340, 

759 Bloomf ield Avenue, West Caldwell, NJ 07006. 

HELP WANTED 

EMPLOYEE SEARCHES 
Flora personnel, Inc. In our second decade of per-

forming confidential key employee searches for the 

landscape industry and allied trades worldwide. Re-

tained basis only. Candidate contact welcome, confi-

dential and always free.Florapersonnel, Inc.,2180 

W. State Rd. 434, Suite 6152, Longwood, FL 

32779-5013. Phone 407/682-5151, Fax 407/ 

682-2318. 

MAINTENANCE MANABERS A SUPERVISORS 
One of the nation's largest and fastest-growing full-

service landscape companies has an immediate need 

for experienced maintenance managers and superin-

tendents, as well as entry-level maintenance supervi-

sors, in theMidwest, Southwest, mid- Atlantic, North-

east and Southeast states. The company seeks ener-

getic, team-oriented college graduates with proven 

leadership, communication and interpersonal skills. 

The company offer, full -time positions, excellent 

advancement opportunities and exceptional com-

pensation and benefits with an industry leader cel-

ebrating more than 50 years ot uncompromising 

customer service. For immediate confidential con-

sideration, please send or fax your resume to: The 

Brickman Group Ltd., Corporate Office, 375 S. 

Flowers Mill Road, Langhorne, PA 19047; 215/ 

757-9630. EOE 

INDEPENDENT SALES REPS 
Independent sales reps calling directly on turf profes-

sionals. Dynamic new products that will sell. Unlim-

ited earning potential. Protected territory. 100 per-

cent gross margin. No stocking requirement. Will 

train and support. Send resume to P.O. Box 7346, 

Louisville, KY 40207 or call 800/334-4962. 

SALES/ABRONOMIC POSITIONS 
GROW WITH US 

LESCO Inc. has opportunities for candidates 

with sales or agronomic backgrounds for our 

Service Centers and Golf Course Routes. 

LESCO is a leading supplier of products and 

equipment for the green industry. Now accept-

ing resumes for the following regions: North-

east, mid-Atlantic, Southeast, Midwest, West 

and Southwest. 

Send resume to: 
LESCO, INC. Attn: HRSLS 

20005 Lake Road 

Cleveland, OH 44116 

EOE 



SALES REPRESENTATIVE 
MÜH 

Growth Products, Ltd. manufactures and markets a 

professional line of liquid fertilizers, micronutrients 

and natural organics to professionals in the green 

industry. We are looking for individuals with experi-

ence in golf course, lawn care, tree care or related 

industries and are interested in selling through qual-

ity, education and technical knowledge. Target loca-

tions include the mid-Atlantic and New England 

states. Send resume to Growth Products Ltd., P.O. 

Box 1259, White Plains, NY 10602. 

PESIBN/BUILD/tAMDSCAPE MANAGEMENT 
National award winning, Design/Build/Landscape Man-

agement firm in Atlanta, Georgia. Home of the '96 

Olympics, is searching for individuals who are driven 

and self-motivated for the following positions: 

LANDSCAPE MANAGEMENT 

Floriculture Coordinator: if you possess strong 

creative talent, excellent perennial and annual knowl-

edgeand want to runahusiness within ahusiness, then 

this could he the career move you have heen waiting 

for. Please fax your resume to: Director of Sales 

770/345-1250, or mail to: Lifescapes, Inc., 6202 

Hickory Flat Highway, Canton, GA 30115. 

DESIGN/BUILD DIVISION 

Commercial Project Manager: Must possess strong 

communications skills and sales experience or apti-

tude. LA degree required. 1 -3 years experience. Strong 

horticulture and construction knowledge desired. 

Landscape and Irrigation Contracting Supervi-

sor: Must have 3+ years experience with excellent 

communication skills and a professional attitude. 

Landscape Architect: Degreed professional with 

3+ years of experience in all levels of residential and 

commercial design. Candidate must possess excel-

lent graphic and communication skills. Working 

Autocadd/Landcadd knowledge and professional reg-

istration a plus. 

Landscape Architect: Entry Level + with profes-

sional degree. The candidate must possess a desire to 

work and develop professionally in a residential/ 

commercial design environment. Candidate must 

possess excellent graphic and communication skills. 

Working Autocadd/Landcadd knowledge is a plus. 

Please fax your resume to: Lifescapes, Inc. 770/345-

6399, or mail to: Lifescapes, Inc., 6202 Hickory 

Flat Hwy., Canton, GA 30115. Please specify which 

position you hest qual ify. We offer competitive salary 

with a honus program along with profit sharing, 

40IK, medical an J dental. EOE 

RESIDENTIAL OPERATIOHS MAIIA6ER 
Leading St. Louis area lawn and landscape mainte-

nance company is in need of operations manager for 

multihranch residential department. Responsible for 

lawn and tree care programs, irrigation installation 

and service repair, turf renovation and establishment. 

Candidate must possess proven organizational and 

leadership skills, the ability to work in a fast-paced 

growth environment. Knowledge of TQM principles 

and a strong understanding and commitment to cus-

tomer satisfaction. EOE. Drug free wor M ace. Send 

resumes to: Operations Manager, P.O. Box 8068, 

Belleville, IL 62222. 

LAWM CARE MANABER/ABRONOMIST 
OPPORTUNITY IS KNOCKING — Seeking an 

ambitious, detail-oriented candidate with strong in-

terpersonal skills and sales experience to head up our 

Lawn Care division and become part of a progressive 

and dynamic team. We offer an outstanding compensa-

tion package plus a wide range of benefits. Qualified 

candidates should send or fax their resume with salary 

expectations to SavATree, 360 Adams St., Bedford 

Hills, NY 10507 or fax 914/666-5843. EOE 

LAWN CARE TECHNICIANS 
Davey Tree's Minneapolis, Minnesota residential 

operation is looking for experienced, honest and self-

motivated people looking to advance their career with 

America's oldest and largest employee-owned, green 

industry company. Qualified applicants should have 

experience in turf care management, have a valid 

driver's license, enjoy outside work and possess good 

communication skills . Davey offers competitive wages 

and benefits plus opportunities for career growth, 

training and development. Resume with salary re-

quirements should he sent to The Davey Tree Expert 

Company, 2500 Fembrook Lane N., Plymouth, MN 

55447-4733. 

INVESTORmORKINB PARTNER 
Full service grounds maintenancecompany in north-

west Ohio seeks individual to invest as a working 

partner to handle the operations portion of the busi-

ness. Percentage of partnership dependent on finan-

cial resources and individual qualities. Business is in 

its 9th year with nearly a quarter of a million dollars 

in sales in 1994. Owner will consider purchase offers 

from serious bidders. Reply to: LLM, Box 378, 

4012 Bridge Ave., Cleveland, OH 44113. 

LANDSCAPE POSITIONS 
Looking for the right opportunity? Join a winning 

team in Cleveland and Columbus, Ohio. If your 

expertise is Landscape Architecture, Design or Main-

tenance Sales, Estimating or Supervision, send us 

your resume or call 216/357-8400. Yardmaster 

Landscape Architects and Contractors, 1447 N. 

Ridge Road, Painesville, OH 44077. 

LANDSCAPE/MAINTENANCE MANAGER 
Seek individual with strong technical knowledge of 

landscape/maintenance. Must have QAL License, 

customer relations, employee management skills, OH 

degree preferred. Send resume with salary history to 

P.O. Box 484, Gardena, CA 90248. 

IT PAYS 
T O 

IM 
LAWM 

LANDSCAPE 
CLASSIFIEDS. 

1 D i 
Accuflex 18 
Agrifah 73 

ALCA ' 99 
America Lisi 90 
American Cyanamid 27,28,29,116,117 

Ameriquip 100 
Badger 86 

Bandit 16 
Brillion 34 

E. F. Burlingliam 48 
C & S T u r f 98,120 

CBS 98 

Central Parts Warehouse 118 
Clievy Truck 14,15,108,109 

Chrysler 50,51 

Cika 2,3, '94,95 
CLC LaU 123 
CNA Insurance 31 

Compuscapes 54 
CoRoN ^ 62 
Corona Clipper .. 119 
Creative Curb 64 
Deere & Co 74,75 
Design Imaging 112 

Dial Call '91 
Dixie Chopper 55 
DK Enterprises , .—..118 
Dow Chemical 10 
DowElanco 97, '99,132 
Easy I^iwn 78 
Emerald Green 79 
Encore 20 

Fahriscape 104 
Finn 32 
FMC 17 
Giant Vac 37 

Glenmac 49 
Graham 123 
Grasshopper 89 
Gravely 131 
Greenfine 92 
I lardie 113 
11ighway Equipment 76 
II. D. Hudson I l l 
Hunter 81 
Husqvama 19,73 
ICD 41 
ITB 110 
JCBInc 13 
F.D. Kees Mfg. Co 93 
landscape 2000 64 
lister 120 
Line Ward Corp 124 
Longhorn Inc 124 
Metromail 54 
Monsanto 9 
Mutton 96 
N. Carolina Turf Show 126 
New Holland 35 
Norand 101 
Oldham Chemicals Co 104 
Olson Irrigation 90 
PGMS 30 
PLCAA '91 
Polecat 92 
Pro Tree 112 
Rain Bird 63 
Reading Body Works 59 
Real Green 106 
Recreational Leisure 118 
RISE ' 94 , ' 95 
Riverdale 21,22,23,24 
RND Signs 106,110,124 
Rohm & Haas 102,103 
Sandoz 38,39,65,66,67,68,69,70,71,72 
Scag 61 

Sensible Software 7 
Sharp n Luhe 45 

Sprayer Parts Depot 56 

SPS 79 
Steiner 82 

Sura-Loo I l l 
Technic Tool 25 

Thomas Equipment 107 
Thornton 96 

Tuflex 115 
Turfco... 26 

University of Georgia 110 
Visual Impact Marketing 18 
Walker Mig . 4 

Wehster 88 

Wells Cargo 80 

' Denotes regional advertising 
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10 INEXPENSIVE WAYS TO 
REWARD EMPLOYEES 

You don't Lave to break 

the hank to reward em-

ployees for work well done, 

according to Sam Deep 

and Lyle Sussman, authors 

of Smart Moves for People 

in Charge (Addison- Wetley 

Publi shing Co., 1995) . 

I heir methods include 

the following: 

1. A handwritten note 

telling an employee thanks 

for a joh well done. 

2. Showing off a 

complimentary letter irom 

a satisfied customer. 

3. Springing for break-

fast or lunch. 

4. Asking about the 

health and well being of an 

employee's family. 

5. Taking a member of 

the support staff along on a 

pales call. 
6. Periodically rotating a 

company perk among 

deserving employees. 

7. Offering discounted 

merchandise or services 

from suppliers. 

8. Holding a j 
following the sue 

completion of a project or 

work season. 

9. Asking an employee's 

advice for a problem. 

10. Recognizing an 

employee publicly. 

i party 

uccessful 

a nroiect or 

STOP EMPLOYEE THEFT 
DEFORE IT STARTS 

Employee theft of tools, 

supplies and materials can 

add to your costs surpris-

ingly quickly. How can you 

avoid an embarrassing, and 

possibly costly scene, before 

it happens? 

Experts in Inc. magazine 

suggest the foil owing 

precautionary steps: 

^ Hire carefully. Have 

a thorough screening 

system in place to weed out 

possible thieves. 

^ Manage your materi-

als. Spread out material 

handling between different 

people or departments. 

Make sure to control your 

inventory frequently. 

• Educate your 

employees. 1 ell them how 

much theft can cost your 

company's profits. Explain 

all policies carefully. 

« " H e l p employees. 

Some people steal because 

of personal or financial 

problems. Be available to 

assist employees with 

special, temporary needs. 

Not everyone enjoys reviewing their business insurance 

policies, hut a little extra time spent on insurance can 

reap huge benefits, according to Rick Bersnak at M.F.P . 

Insurance Agency Inc. 

For instance, if your lawn or landscape contracting 

business has stayed relatively even for the past few 

years, your insurance costs probably should not have 

jumped up appreciatively. Bersnak explained that your 

insurance costs should not rise without reason from 

year to year if your direct payroll has been flat or the 

number of vehicles in your fleet is the same. 

According to PLCAA 's ProSource, your insurance 

costs should grow as your business grows and as you 

acquire more equipment. Bersnak warned not to assume 

that new equipment is covered automatically. He sug-

gested the following ways to track insurance changes: 

^ Keep an updated equipment list. Determine if you 

want to keep insurance on older equipment. Contact 

your agent when you purchase new equipment. 

^ Get copies of your loss history each year. It 

should list premiums you've paid and losses your insurer 

paid on your behalf. This is your "loss ratio." A low loss 

ratio should keep your rates low. 

^ Check for experience discounts, if you have more 

than five vehicles or been in business more than three 

years, your business may he eligible for an "experience" 

credit if you've had no losses. 

** Learn what is covered and what is not. Ask your 

agent to learn about your business. As you work 

together, you may discover other ways to save more 

business insurance costs in the process. 

REFERENCES THAT TEACH SERVICE 

if you turn the tables on prospective 

employees and let them check your 

references, they may learn a lot about 

your concept of service. According to 

an article in Inc. magazine, one 

service provider already uses this 

method on his prospects. 

Joh applicants are told to call a list 

of references to f ind out what kind of 

company they'll he involved with and 

are encouraged to ask a variety of 

questions. Tk e telephone interviews 

are designed to give joh applicants an 

understanding of who the customers 

are and why they like that company. 

The employer gets additional 

insight into the prospective employee 

when he calls hack the references to 

find out their impression of the 

person and also what kind of ques-

tions that person asked. 

o f course, this system requires the 

time and cooperation of your custom-

ers, hut also gives an instant gauge of 

customer rapport before the person is 

actually hired. 



HEAVY O N PERFORMANCE, IGHT O N T H E WALLET. 

Five-speed, 

all-gear 

transmission 

Hydrostatic 

drive at 

gear drive 

pnce 

7Wo 

individual 

drive belts 

prevent 

slippage 

in wet 

conditions 

Eaton 851 

Hydrostatic 

Transaxle 

Smaller, 

lighter, 

withfewer 

parts to 

maintain 

Variable 

speed 

selection 

Straight 

ahead 

tracking 

Gravely 

durability 

and 

dependability 

Whether you're in the market for hydrostatic or gear drive, Gravely has mowers to 
handle the tightest budgets. Built for speed and reliability, the Pro 150 and the Pro 250 

will help you trim costs and clear a path to greater profit. 

Success Rides on a Gravely,™ 
See your nearest Gravely dealer today or write or call: Gravely International, 150 South Stratford Rd., Suite 530, Winston-Salem, NC 27104 

910-777-1122 • Telefax: 910-777-1594 © Gravely Intl., 1995. 



EDUMSBAN ELIMINATES M O 
INSECT PESTS BECAUSE AEE IT TAKES 

I s ONE TO BOG A CUSTOMER. 

M os t cus tomers tend to overreact . Discover one lawn 
pes t and they th ink they ' re infested. Never mind t h a t 
m o s t cus tomers can' t tell the di f ference between a sod 
w e b w o r m and a night crawler. 

Keeping cus tomers ' lawns insect pest f ree is wha t 
D u r s b a n * insec t ic ide is all abou t . N o t only is it a 
dependable and economical broad spec t rum insecticiâe. 

DowElanco 

•Trademark of DowElanco 

but it has also been f o r m u l a t e d t o provide you an 
effective residual on mos t tu r fg rasses and ornamentals. 

One th ing fo r sure , use Dursban and c u s t o m e r s 
won ' t be bugging you wi th the i r insect pes t prob lems. 

For further information on Dursban, or any other product 
in the extensive line of DowElanco products, give us a call 
at 1 -800 -352 -6776 . Always read and follow label directions. 


