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When it comes to season-long control of crab-

grass, goosegrass, oxalis, spurge and many 

other troublesome weeds, PENDULUM® 

herbicide gets down to business. No other 

preemergent turf herbicide can match its spec-

trum of weeds controlled and cost-effective-

ness. • PENDULUM brand Pendimethalin 

also offers greater flexibility than ever before, 

with a complete preemergent product line 

that includes sprayable formulations, combi-

nation fertilizer products and HOW a 2 % 

granular formulation. • When you consider 

cash rebates available to you from American 

Cyanamid, it's easy to see that PENDULUM 

really does mean business. Smart Business. 

• To learn more about the rebate offer or for 

the name of the PENDULUM distributor 

nearest you, call 1 -800-545-9525, Ext. 931 . 

C M A M / l f / D <r 
•Trademark ,American Cyanamid Company. ©1996 

Agricultural Products Division 
Specialty Products Department 
One Cyanamid Plaza, Wayne, NJ 07470 
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STATE OF THE INDUSTRY REPORT 
Labor Crunch is Job 1 
Labor is a major factor keeping 
many contractors from expanding 
their business, but low price 
strategies, Mother Nature and local 
market forces are also keeping everyone on their toes. In 
spite of this, business is up and continues to look good 
for next year. 

Quality vs. Ouantity: 
The State of Landsci Landscape Irrigation 
While much growth in landscape irrigation has come 

from installation, look to maintenance and renovation 
for future gains. ó 

0 

51 

52 

Features 
Using the Soil Toolbox 
Specialized products to repair soils, relieve plant stress 
and guarantee adequate irrigation can improve 
landscape health and save labor at the same time. 

Today's Trucks Made to Order 
Trucks for the landscape industry may not change a 
great deal, but manufacturers are working to improve 
the buying process for contractors. 

How Effective is Your Preemergence Herbicide? 
Scouting your existing accounts measures your 
preemergence herbicide's successes and failures. A proper 
assessment of its performance can reduce callbacks and 
anxiety next spring. 

GIE Reigns in the Queen City 
The seventh edition of the Green Industry Expo 
promises more education, equipment and entertain-
ment for green industry professionals. 

Computing for Today and Tomorrow 
Open minded, 
progressive 
contractors are 
ushering in a new 
era for the green 
industry by 
integrating 

computers into allfacets of their businesses. 



Editor 

nformation, now more than ever, is at a premium. Good, hard facts 
seem to be worth their weight in gold to forecasters, marketers and 
anyone interested in providing quality customer service. That 
applies to the staff of Lawn & Landscape. We've been asking for your 
opinions through wrap cover surveys, fax surveys sent to random 
samples of our readership, scientifically constructed surveys and even 
telephone conversations. 

We really learn a lot through those telephone conversations, but 
obviously, we can't reach all 60,000 of you. Especially in the middle 
of the growing season. 

We know you're busy people and we appreciate your coopera-
tion in these and future surveys. For us, they're like feeling the pulse 
of an industry. 

What we've learned in this year's crop of surveys is that the lawn 
and landscape contracting industry continues on its strong spiral of 
growth. Business turned out pretty well, after all, in spite of the dreary 
spring weather. Customers want more value (what else is new?), but 
are willing to spend their money for professional services. And most 
contractors see a very healthy 1997 ahead. 

Some growth can be attributed to a healthy economy in general. 
While some markets in the country are still in the recovery room, 
others are so robust that locals don't want to forecast any slowdown 
for the near future. In fact, 90 percent of the respondents to our 
recent wrap cover survey are optimistic about 1997. 

It appears that many areas have learned their lesson after the 
recent recessions. City fathers (and mothers) are focused on attract-
ing a mix of businesses and industries. As a result, many metropolitan 
economies are more stable. And most are growing. This translates 
into good business prospects for the rest of 1996 and early 1997. 

Although many contractors report increasing pressure from their 
customers for "value," they also note that quality service and profes-
sional management continue to keep them competitive and busy. 

Many contractors also report growth from new services. Many 
new business opportunities are a result of outsourcing, as companies 
continue to bid out landscape services. Other opportunities arise in 
the demand for irrigation services, snow plowing, tree and ornamen-
tal maintenance, water features, hardscaping and landscape lighting. 

Ironically, many contractors want to grow their business in those 
areas, but they're hampered by difficulty finding qualified employees 
and supervisors. The flip side to a good economy is low unemploy-
ment, which puts the pressure on professional contractors to attract 
and retain top-notch, dependable managers. 

These and other insights are the focus of our "State of the Industry 
Report," which starts on page 16. We hope you find the information 
useful as you prepare for a busy 1997. — Sue Gibson 
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CLIP f o r W i n d o w s is the most 
powerful paperwork cutter in the lawn industry! 
You wouldn't cut grass by hand, you shouldn't 
be doing your paperwork by hand. CLIP plows 
through all your paperwork, taking care of all of 
your scheduling, routing, billing and jobcosting 
chores and much more. 
CLIP Takes Care Of Schedu l ing A n d 
Rout ing. CLIP automatically reschedules every 
customer each day and prints out route sheets 
in geographical order - saving time and fuel! 
CLIP Does Your Bills. Just the press of a 
button will print out all your bills at the end of the 
month! At the end of each day the work is easily 
recorded by pressing "Y" if the job is done, or 
"N" if not. CLIP does the rest by rescheduling and/or billing accord-
ingly. When billing time comes around, you just tell CLIP to print the 
bills. What could be easier? 

Job Costing reports keep you in the money. 

CLIP M a k e s You Money. By performing 
accurate job costing, CLIP shows which lawns 
you're losing money on. You can then raise rates 
or cancel the job. You'll make money on every job, 
every time! 
CLIP C a t c h e s O v e r d u e Accounts . You will 
know before you do a job whether the customer 
has been paying his bills and how much they owe. 
Don't do any more free work! 
CLIP D o e s More . CLIP is custom tailored to your 
business. You will be amazed at how much CLIP 
can do for you. 

CLIP t a k e s c a r e of y o u r p a p e r w o r k s o y o u 
c a n t a k e c a r e of y o u r b u s i n e s s ! 

Call 800-635-8485 For a free demo! 

. . . the Power P a p e r w o r k Cutter ! 
Sensible Software, Inc., 2 Professional Drive, Suite #246, Gaithersburg, MD 20879, (301) 977-5993 
Microsoft, Windows, and the Windows logo are registered trademarks of Microsoft Corporation. 
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M O R E 

CUSTOMER SATISFACTION 

APPLICATION FLEXIBILITY 
PUTS Y O U IN CONTROL. 

PUTS Y O U IN CONTROL. W h a t happens w h e n y o u 
mee t a cus tomer face t o face? Are y o u con f i den t? Are y o u in 
con t ro l? W i t h Barricade® preemergence herbic ide, y o u wi l l be. It 
cont ro ls crabgrass and 2 9 o the r t o u g h weeds - w i t h o u t s ta in ing. 
Tha t means f e w e r cal lbacks and more satisf ied customers. W i t h l o w 
act ive ingred ient , Barricade also min imizes w o r k e r exposure and 
lessens the env i ronmen ta l load. W h a t ' s more , it can be safely appl ied 
t o b o t h tur fgrass and o rnamenta ls . 

It's 5 a .m. and y o u ' r e fac ing a f i f t h s t ra ight day o f rain. W h o cou ld have pred ic ted it? For tunate ly , 
y o u ' r e in cont ro l . You 've a l ready taken advan tage o f t he f lex ib i l i ty t ha t on ly Barr icade provides. 
Un l ike any o the r p reemergence herbic ide, an early app l ica t ion o f Barricade - even w h e n app l ied 
as early as fal l - prov ides season l ong con t ro l . So even if t he w e a t h e r doesn ' t coopera te , y o u 
d o n ' t have t o w o r r y a b o u t lost oppor tun i t i es . W i t h the lowes t w a t e r solubi l i ty, Barricade also 

JVlORE stays w^ere y°u P u t ~ e v e n o n s l ° P e s a r , d hillsides. 



M O R E 

NEW BUSINESS 
PUTS Y O U IN C O N T R O L . In the lawn care business, 

a compet i t i ve edge isn't someth ing tha t w o u l d be nice t o have. 
It's someth ing that 's essential if you w a n t to main ta in ex is t ing 
a c c o u n t s and see m o r e n e w a c c o u n t ac t i v i t y . N o o t h e r 
preemergence herbicide gives you more of a compet i t i ve edge 
than Barricade. Its non-s ta in ing fo rmu la t ion and long- last ing 
control make it the predictable, wor ry - f ree — — — — — — 
too l that can put you in control r ight now. 
To learn more about Barricade and h o w 
it can help bui ld you r business, ta lk 
to your author ized Barricade d is t r ibutor 
or formula tor . O r call N O W 

Y O U ' R E 
I N C O N T R O L . 

Barricade 
HERBICIDE 

CRABGRASSPREVENTER 
ON FERTILIZER 

1.800.248.7763. 
_ \ 

89? 

5 a A N D v U Always read and follow label directions. Sandoz Agro, Inc.. I 300 E. Touhy Ave.. Des Plaines. IL 60018 . Barricade is a trademark of Sandoz Ltd. © I 9 9 6 Sandoz Agro. Inc. 
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1996 SHAPES UP AS A GROWTH YEAR 
In a recent survey conducted by Lawn & Landscape magazine, 74 per-
cent of respondents reported that when 1996 figures are in the books 
they expect their company's sales revenues to show an increase over 
business in 1995. In fact, the average increase forecast for 1996 was 
nearly 22 percent. Only 16 percent of contractors expect a decrease in 
sales revenues, (an average of around 18 percent). The remaining 10 per-
cent said they expect no change in their revenues this year. 

"We have a lot of competition, and some of them are real low-
ballers," noted one respondent, "but we continue to turn down work 
even with our higher rates because of quality and reliability." 

Another contractor noted a distressing trend: "Since customers 
started using lawn care as they do pest control, it has become a 
commodity to them, not a service. One size fits all." 

JUGGLING FOR 
ADDED PROFITS, 
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Increase Decrease No change 

Sales Revenues (% change from 1995) 

Source: Lawn & Landscape 

RISEADDRESSESIEI ISSUES 
AT STATE AND LOCAL LEVEL 
Until recently, the debate over 
the medical validity of idio-
pathic environmental intoler-
ances, formerly known as mul-
tiple chemical sensitivity, as a 
diagnosable illness has largely 
been based on the beliefs of 
those who claim to suffer from 
the "condition" and a handful 
of physicians in the medical 
community. 

Concerned about the regu-
latory and economic ramifica-
tions of legitimizing IEI as a 
diagnosis in workmen's 

Fred Langley, 
manager of state 

government 
relations for 

RISE, discusses 
IEI issues with 

Florida lawn care 
professionals. 

compensation and disability 
claims, industry groups are 
talking to pesticide applicators 
at the state level about what 
IEI really is and how to bring 
science into this emotionally 
charged issue. 

Attendees at a recent 
meeting of the Florida Pest 
Control Association heard 
representatives from Respon-
sible Industry for a Sound 
Environment and the Environ-
mental Sensitivities Research 
Institute talk about new re-

search and issues 
regarding IEI and 
its potential effect 
on policy and 
legislation. 

The symptoms 
and hysteria sur-
rounding IEI can 
be traced back 
through history, 
explained Suellen 
Pirages, managing 

director of ESRI. Today, IEI 
claimants blame exposure to 
pesticides, carpeting, fra-
grances, molds and fungi for a 
wide array of diffuse symp-
toms. 

Pirages noted that, while 
individuals 
claiming to be 
suffering from 
IEI truly be-
lieve they are 
sick, the 
world's medical 
community has 
been unable to 
substantiate 
their claims of 
damaged 
health. 

The Envi-
ronmental Pro- # # 

tection Agency, 
in a document published in 
June, said that the organiza-
tion "accepts the concern and 
personal sincerity of these 
individuals' beliefs, but is not 
aware of any scientific 
evidence which would support 
them." 

The World Health Orga-

nization, concerned about the 
focus on chemicals implicit in 
the MCS label and the lack of 
a scientifically defined cause 
or cure, initiated the new 
name. According to Pirages, 
WHO stated that IEI is not a 

Today, IEI claimants 

blame exposure to 

pesticides, carpeting, 

fragrances, molds and 

fungi for a wide array of 

diffuse symptoms. 

clinically defined disease and 
has no valid treatments. She 
noted that WHO dismissed 
the isolation techniques 
prescribed by doctors who 
diagnose IEI as inappropriate. 

Despite what medical know-
ledge presently exists, pressure 

(continued on page 10) 



In ONE year, this GRASSHOPPER 
will C U T and TRIM grass, mulch, 
side-DISCHARGE and B A G clippings, 
bull DOZE dirt, THROW snow, 
VACUUM leaves, SWEEP walkways, 
and AERATE soil. 
(For every thing there is a SEASON.) 

Heavy-duty multipurpose 48- and 60-inch dozer 
blades move dirt, sand, gravel and snow quickly 
and easily. The V-snow plow clears sidewalks. 

PTO-driven 48- and 60-inch fixed angle rotary 
brooms handle dirt, debris and clean up to 
eight inches of snow. 60-inch bidirectional 
broom available. 

PTO-driven 48- and 60-inch snowthrowers 
throw snow up to 20 feet away. Winter 
enclosure for all snow removal attachments 
provides protection from wind and snow. 

40- or 60-inch AERA-vator™ penetrates hard, 
dry soil without irrigation. ROPS with overhead 
canopy is optional. 

Durable 48- and 60-inch Tine Rake™ 
dethatchers remove thatch and surface aerate 
soil. Vinyl sunshade canopy protects operator 
from sun and heat. 

First to Finish...BuiIt to Last 

YOUR NEXT MOWER 
The Grasshopper Company 

One Grasshopper Trail • P.O. Box 637 
Moundridge, KS 67107 U.S A 

Phone: (316) 345-8621 • FAX: (316) 345-2301 

MOVE UP TO 
GRASSHOPPERABILITYI 

grass hop per abil i ty n. 
the ability to make all 

. the right moves for 
} mowing quality and 
timesaving productivity. I 

And for every season, Grasshopper has just the right attachments. 

• Year-round versatility. A full line of attachments lets your Grasshopper zero-radius 
maneuverability work for you all year long. The exclusive Combo Mulching™ Deck*, 
with full-flotation option, lets you mulch, discharge or bag with the same deck for 
superior results in varying conditions. 

Other attachments include Quik-D-Tatch Vac® grass collection systems, angle dozer 
blades, snowthrowers, rotary brooms, dethatchers and AERA-vator™. Quik-D-Tatch® 
mounting system* permits removing and adding attachments in minutes without tools. 

• Easy to operate. Even beginning operators get the feel of 
Grasshopper's dual-lever steering in no time. So natural, 
operators can mow long hours without tiring. 

• Built-in quality. Grasshoppers are built to last, 
with robotic-welded steel construction and highest 

quality components. _ _ _ _ 
•patent pending 



(continued from page 8) 

from a plethora of well con-
nected and organized IEI sup-
port and lobby groups is 
successfully influencing the 
powers that be, especially at 
the state level, according to 
Fred Langley, manager of state 
government relations for RISE. 

The efforts of IEI activist 
groups have been a factor in 
the creation of registries for 
"chemically sensitive" people in 
several states. This requires 
professional applicators to 
notify registered individuals in 
the event that pesticides will be 
applied to turf or ornamentals 
in landscapes within a certain 
distance from their home. 

These notification registries 
have given IEI an implied 
legitimacy, which is resulting in 

TRANSITION 
} 

• nf 

he Toro Company created a three-person team to represent the 
I office of the president. It consists of Toro chairman and chief T e r r y A n d e r s o n s t e v e K uy r k e n d a l 1 

executive off icerKendrick Melrose and group vice presidents David Mcintosh a ndCharles Lounsbury. 
Rentokil Group PLC made numerous management changes naming Dick Cottrill area managing director for the 

United States; Terry Anderson president, tropical plant services; William Sadler, president, U.S. personnel services; 
Sally Briese, regional vice president, tropical plant services; and Janis Nau, branch manager, Los Angeles. 

David Hill joined Nibco as vice president of operations. 
IMC Vigoro appointed Steve Kuyrkendall territory manager for parts of the southern United States. 
Green Stuff Absorbent Products named Blaine Hinds technical sales representative for the eastern region. 
David Holman was appointed general manager at Advanta Seeds West. 
Tecumseh Products promoted James Martinco to group vice president. 
David Jensen Associates selectedPhil Stuepfert and Donavon Corum as landscape architects. 
Lied's Landscape Design & Development named Robert Lied as president. Tom Lied will continue in his new 

role as sales and marketing director. 

Moving In. Moving Up. Settling Down. 
"Our homes are our castles" has never been more true than it 

is today. Americas trend toward cocooning means people are 
investing more money than ever before in their homes. And that 
means pride of ownership is at an all-time high. Lawn and 
landscape services are a viable and important option for more 
and more of these homeowners - reach them through Metromail. 
Metromail s realty information puts you in touch with Americas 
homeowners, whether its New Movers, New Homeowners or 
Established Homeowners. Use Metromails Homeowner lists, 
including names, addresses, and even phone numbers to reach 
more prospective customers in your business area. 

Homeowner Lists from Metromail... 
For the prospects you need when your message needs to hit home. 

Call 1-800-31-NAMES 
(1-800-316-2637) 

/// M E T R O M A I L 



READER 
SERVICE CARD 

1 0 / 9 6 

I N F O R M A T I O N 

C o m p a n y 

A d d r e s s 

C i t y 

P h o n e # 

_ S t a t e Z i p 

1 . Do y o u w ish to receive (cont inue to receive) 
Lawn & Landscape magaz ine? 
BYES BNO 
Signature (required) Date _ 

2 . What is your primary business at 
this location? (please check one) 
CONTRACTOR or SBMCES: 
• Landscape Contractor 

Smaintenance & installation) 
Chemical Lawn Care Company (excluding 

mowing maintenance service) 
• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services (please describe): 

IN-HOUSE LAWN CARE/MAINTENANCE: 
• In-House Maintenance including: 
Educational Facilities, Health Care Facilities, 
Government Grounds, Parte & Military 
Installations, Condominium Complexes, 
Housing Developments, Private Estates, 
Commercial & Industrial Parte. 

DISTRIBUTOR/MANUFACTURER: 
• Dealer Q Formulator 
• Distributor • Manufacturer 

1 21 41 61 81 101 121 141 161 181 201 221 241 
2 22 42 62 82 102 122 142 162 182 202 222 242 
3 23 43 63 83 103 123 143 163 183 203 223 243 
4 24 44 64 84 104 124 144 164 184 204 224 244 
5 25 45 65 85 105 125 145 165 185 205 225 256 
6 26 46 66 86 106 126 146 166 186 206 226 246 
7 27 47 67 87 107 127 147 167 187 207 227 247 
8 28 48 68 88 108 128 148 168 188 208 228 248 
9 29 49 69 89 109 129 149 169 189 209 229 249 

10 30 50 70 90 110 130 150 170 190 210 230 250 
11 31 51 71 91 111 131 151 171 191 211 231 251 
12 32 52 72 92 112 132 152 172 192 212 232 252 
13 33 53 73 93 113 133 153 173 193 213 233 253 
14 34 54 74 94 114 134 154 174 194 214 234 254 
15 35 55 75 95 115 135 155 175 195 215 235 255 
16 36 56 76 96 116 136 156 176 196 216 236 256 
17 37 57 77 97 117 137 157 177 197 217 237 257 
18 38 58 78 98 118 138 158 178 198 218 238 258 
19 39 59 79 99 119 139 159 179 199 219 239 259 
20 40 60 80 100 120 140 160 180 200 220 240 260 

OTHERS ALiJED TO THE HELD: 
• Extension Agent (Federal, State, County, City, 
Regulatory Agency) 
• School, College, University 
• Trade Association, Library 
• Others (please describe): 

6. Circle w h a t percent of your business is: 

3 . What were your approximate 1995 
revenues? 
• 0-$50,000 
• $50,001 -$100,000 
• $100,001 -$250,000 
• $250,001 -$500,000 
• $500,001 - $1 million 
• + $1 million 

4 . How many of your employees are: 
Full time Applicators 
Seasonal Maintenance 

5 . What percentage of your business is: 
% Commercial/Industrial 
% Residential 
% GovVMunicipal 
%Gotf 

Lawn Care 
Maint Serv. 
Irrigation Serv. 
Pest Control 
Installation 
Trees & Ommtb. 

10% 20% 30% 40% 50% 60% 70% 80% 
10% 20% 30% 40% 50% 60% 70% 80% 
10% 20% 30% 40% 50% 60% 70% 80% 
10% 20% 30% 40% 50% 60% 70% 80% 
10% 20% 30% 40% 50% 60% 70% 80% 

20% 30% 40% 50% 60% 70% 80% 10% 

90% 100% 
90% 100% 
90% 100% 
90% 100% 
90% 100% 
90% 100% 

7. H o w m u c h did your company 
spend in 1 9 9 5 on? 
Turf Chemicals $ 
Ornamental Chemicals $ 
Equipment $ 

8. H o w m a n y does your business 
opera te? 

Walk Behind Mowers 
Riding Mowers 
Trimmers 
Chain Saws 
Blowers 

Please 
provide all information for 

processing. 

Lawncfiandscape 
• Check here for a free sample issue of 

T&O Service Tech, the only magazine 
for front-line service professionals. 

PRODUCT INFORMATION 
For more informat ion on adver t ised and featured products and services, circle the 
appropr ia te number on the card above , comple te the required informat ion and mail . 

The leading 
management magazine 
serving the 
professional landscape 
contracting marketplace. 

• Payment Enclosed 
• 1 Year $30.00 
• Canada 1 Year $35.00 
• Foreign 1 Year $98.00 
• Foreign Airmail 1 Year $218.00 

D a l e 

• Bill Me 
• 2 Years $42.00 

N a m e . 

P h o n e _ 

C o m p a n y . 

A d d r e s s _ 

C i t y _ S t a t e - Z i p . 

• Check here for a free sample issue of T&O Service Tech, 
the only magazine for front-line service professionals. 

1. WHAT IS YOUR PRIMARY 
BUSINESS AT THIS 
LOCATION? 
(Please check only one.) 

I. CONTRACTOR or SERVICES: 
• 1. Landscape Contractor 

(maintenance & installation) 
• 2. Chemical Lawn Care Company 

(excluding mowing maintenance 
service) 

• 3. Lawn Maintenance Contractor 
• 4. Ornamental Shrub & Tree Service 
• 5. Irrigation Contractor 
• 6. Landscape Architect 
• 7. Other Contract Services 

(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

• 1. In-House Maintenance 
including: Educational Facilities, 
Health Care Facilities, 
Government Grounds, Parks & 
Military Installations, 
Condominium Complexes, 
Housing Developments, Private 
Estates, Commercial & Industrial 
Paries. 

III. DISTRIBUTOR/ 1 0 / 9 6 
MANUFACTURER: 

• I.Dealer 
• 2. Distributor 
• 3. Formulator 
• 4. Manufacturer 

IV. OTHERS ALLIED TO THE 
FIELD: 

• 1. Extension Agent (Federal, 
State, County, City, Regulatory 
Agency) 

• 2. School, College, University 
• 3. Trade Association, Library 
• 4. Others (please describe) 

2. What best describes your title? 
• Owner, Pres., Vice Pres., Corp. 

Officer 
• Manager, Director, Supt., Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Techincian 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 
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OTF DEDICATES RESEARCH FACILITY 
More than 400 industry professionals recently attended the dedication 
of the Ohio Turfgrass Foundation Research & Education Facility in Col-
umbus. The 8,000-square-foot facility was designed and built to advance 
turfgrass research in Ohio. 

The Ohio Turfgrass Foundation, the primary funder and driver of the 
$366,500 project, hosted the dedication. Speakers included Dr. Luther 
Waters, chairman of the Department of Horticulture and Crop Science at 
The Ohio State University; Dr. Bobby Moser, Vice President of Agricul-
ture/Executive Dean of the College of Agriculture, OSU; John Street, OTF 
executive director and OSU turfgrass professor; Ed Eaton, OTF 
president; and Ohio Rep. Priscilla Mead, from Upper Arlington. Equipment 

and plant materials for 
the facility were 
donated by industry 
suppliers. Donations 
can be made by calling 
OTF Executive 
Secretary Julie Weller, 
614/261-6750. 

attempts to file disability 
claims by IEI "sufferers" 
across the country. 

The legitimizing of IEI 
could also cause a flood of 
workers' compensation 
claims from pesticide ap-
plicators, according to 
Langley. IEI support and 
lobby organizations are 
targeting these claims to 
make the diagnosis more 
accepted by the medical 
community and the H 

general public, eventually 
making it possible to file for 
worker's compensation based 
on an IEI diagnosis. 

New Mexico will host the 
next state level conference that 
RISE will be holding. It is 
scheduled to be held on Oct. 
23. _ PaulSchrimpf 

MISSION STATEMENT: 
L AWN £ LANDSCAPE magazine delivers 

superior, total coverage of the con-
tinually evolving professional lawn 

and landscape contractor market, from 
in-depth business trends and technical 
research reports to market analysis 
and new product introductions. For 17 
years, L&L has provided industry 
presidents, business owners and top-
level managers the most up-to-date 
information needed to effectively run 
their businesses. 

ROSE BOWL PARADE 
Look for an unusually long 
float from Rain Bird in this 
year's Tournament of Roses 

CONVENIENCE, SECURITY & SUPERIOR 
CONSTRUCTION! 
Standard features of the DYNA-VAULT™ tool boxes include 
remote keyless entry, built-in security system and an 
interior/exterior work light. 
Built by Douglas Dynamics - t h e world's largest snowplow manufacturer . 

800-411-DYNA > Y N A - V A U L T 

THE WORKING MAN'S CHOICE! 
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Parade in Pasadena, Calif., on New Year's • 
Day. T h i s is the first t ime the company " f f l P n P H M P A N Y R I I Y Q 
has participated in the parade and its float • U l \ U U U I Y I i H I l I D U 1 0 
will be entered in the "Extraord.na.re" JAMES HARDIE IRRIGATION 
category ror floats exceeding 55 reet. The 
float, which will measure 110 feet and Two irrigation industry leaders joined forces 
move as four separate sections, will in September when The Toro Company, 
highlight ancient Egypt for introducing Bloomington, Minn., agreed to purchase 
many irrigation techniques to the world. the James Hardie Irrigation Group, Laguna 

Please see us at booth #247 at the International Irrigation Expo. 

For s a m p l e s or in format ion , call: 

U S A O e t i k e r , I n c . fax: 8 0 0 - 9 - O E T I K E R tel: (517) 6 3 5 - 3 6 2 1 
C a n a d a O e t i k e r , L t d . fax: (705) 4 3 5 - 3 1 5 5 tel: (705) 4 3 5 - 4 3 9 4 

USE READER SERVICE # 1 6 

Niguel, Calif. The purchase price of $ 130 
million will be finalized when the deal 
closes. The deal combines Hardie's exper-
tise in irrigation valves and controllers with 
Toro's expertise in irrigation sprinkler 
heads. Hardie has 1,100 employees. 

Oh e National Undscape Asso-

ciationpublished updated 
editions of the Landscape 

Designer and Estimator's Guide and Land-
scape Business Forms. For information, call 
202/789-2900. 
TheTurfgrass Producers International is seeking 
anti-turf articles so that it can provide the 
media with factual contradictions to the 
attacks. For more information, contact TPI 
at 800/405-8873. 
T h e Professional Lawn Care Association of America 
will hold its 8th Annual Legislative Day on 
the Hill Feb. 3-4,1997, with Robert F. Ken-
nedy Jr., as the guest speaker. Also sche-
duled is a classroom session, "Strategic 
Management of Political Issues & 
Grassroots Politics" with Edward Grefe. 

PLCAA completed its schedule for the 
2nd Annual Management Conference & Golf 
Classic to be held in Tempe, Ariz., Jan. 17-19. 
For more information, call 800/458-3466. 

T h e Associated Landscape Contractors of America 
formed the ALCA Educational Foundation to 
award scholarships and fund educational 
programming for the industry. ALCA also an-
nounced it has a new zip code at its Reston, 
Va., address. The new zip is 20191-3496. 

The American Association of Nurserymen 
announced that 400 industry firms have 
joined its Lighthouse Fund, which was 
formed to increase participation in the 
industry's grassroots legislative action 
network. To become involved, call AAN at 
202/789-2900. 

OETIKER ^ not an Oetiker, it's wet 
behind the ears. 

l e i 
is, 5ssure applical 

the Oetiker 
Ear Clamp is the only 
clamp that offers 
positive clamping 
pressure around the 
full circumference of 
the pipe. 

For time-tested 
reliability, demand 
the original: 
Oetiker Clamps. 



JACOBSEN TEXTRON 

Bunton Co., Louisville, Ky., 
will become part of Jacobsen 
Textron, Racine, Wis., in a deal 
announced last month. The 
purchase will position Jacobsen 
more strongly in the commer-
cial landscape maintenance 
market, said Textron officials. 

Bunton's 1995 sales totaled 
$19 million; Textron's revenues 
exceeded $9 billion. [D 

CORRECTION 
The photograph on page 24 of the 
September issue of Lawn& 
Landscape should be credited to Larry 
Kassell/Tee-2-Green. 
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OCT. 19-21 American Society of 
Landscape Architects Annual Meet-
ing & Expo, Los Angeles, Calif. 
Contact: 202/686-8353, 

OCT. 23-24 Pacific Hort Expo, and 
California Association of Nur-
serymen, Las Vegas. Contact: 800/ 
517-0391. 

NOV. 1-2 Tree Health Management, 
Seattle. Contact: 800/635-4294. 

NOV. 1-3 New Jersey Shade Tree 
Federation Meeting & Expo, Cherry 
Hill, N.J. Contact: 908/246-3210. 

NOV. 3-6 International Irrigation 
Exposition, San Antonio, Texas. 
Contact: 703/573-3551, 

NOV. 7-9 Tree Care Industry Expo 
'96, Charlotte, N.C. Contact: 800/ 
733-2622. 

NOV. 12-15 Turf and Grounds Expo-
sition, Rochester, N.Y. Contact: 
800/873-TURF, 

NOV. 13-15 Composting Council 
Annual Conference, Arlington, Va. 
Contact: 703/739-2401. 

NOV. 17-21 Green Industry Expo, 
Cincinnati, Ohio. Sponsored by the 
Associated Landscape Contractors 
of America, the Professional Lawn 
Care Association of America and 
the Professional Grounds 
Management Society. Contact: 
770/973-2019. 

Turn ON your OFF season! 
with Hi-Way's line of Fall, Winter and Spring products. 
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WINTER 

When the deep freeze hits, arm 
yourself with the Model P deicing 
spreader. Mounted in the back of a 

standard pickup, the Model P's 8.5 hp 
engine uniformly casts material up to 
40 feet and is ideal for spreading salt 
and sand on parking lots, driveways, 

cul-de-sacs, and streets. 

FALL 

Turn fall's mountains of leaves into 
mountains of money with the 
axle-mounted AM-23 and AM-30 
high-volume leaf vacuums. Available 
in 23 or 30 hp configurations, both 
include spring-loaded booms and hoses 
that generate 7,000 (AM-23) and 10,000 
(AM-30) cubic feet of suction per 
minute. (AM-30 shown.) 

SPRING 

The AG-18 eliminates winter's left-over 
leaves and spring's fresh grass 

clippings with its 18 hp vacuum and 18' 
in-take hose. The AG-18 topper, 

combined with the fully-hydraulic Dump 
"E" dump box, is either installed in a 

standard pickup or pulled on a trailer. Or, 
remove the topper to use the Dump "E" 
alone as a dump box for all-season use. Its 
6,000 lb. lift capability and triple-action 

tailgate allows for spreading and 
hauling a variety of materials. 

Highway Equipment Company 
616 "D" Ave. N.W. • Cedar Rapids, IA 52405 
Phone: 319/363-8281 • FAX: 319/363-8284 Building the best since 1939 

Highway Equipment Company manufactures Hi-Way deicing spreaders, road maintenance equipment and leaf vacuum systems. 
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Labor is a major 

factor keeping many 

contractors from 

expanding their 

businesses, but low 

price strategies, 

Mother Nature and 

local market forces 

are also keeping 

everyone on their 

toes. In spite of 

this, business is up 

and continues to 

look good for 

next year. 

By Susan Gibson 
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irst the good news: business is up. Lawn and landscape 
contractors in most areas of the country report that 1996 
has been a good year for business. In fact, according to a 
recent survey of Lawn & Landscape readers, 74 percent are 

seeing an increase in business this year and they estimate 
that business will grow an average of 21.96 percent. 

Now the bad news. A full 49 percent of the contractors 
responding to the survey named labor as a major factor limiting 

their ability to grow. From their comments, it's clear that many see this 
as a problem right now, and a problem that won't go away. 

HARD TO FIND. Good people, at all levels of a contractor's organization, are hard 
to find, said survey respondents. Many contractors echo these sentiments: 

"The big challenge is finding qualified people to add to our staff," said Ron 
Clark, marketing manager, Kurisu International, Portland, Ore. "It's a real 
tight labor market right now, and it's hard to find people who are willing to 
learn the business and work their way up through it." 

John Meinert, president of John Meinert Landscaping, Pittsburgh, Pa., 
agreed that the workforce can be a limiting factor. "We talked for years about 
adding on irrigation as a service, but we needed to get the right people on board 
in middle management who could get the job done. I can get the college and 
high school kids who are looking for a summer job — it's the foremen and 
middle managers who are a big issue." 

Experience, maturity and leadership are key factors that many contractors 
require. According to Glenn Bonick, president of Bonick Landscaping, Dallas, 
Texas, "Labor is terrible as far as experienced labor. The labor market is not 
growing. It's stagnant." 

Dave Hanson, vice president of Environmental Care, San Jose, Calif., 
pointed out obvious, but sometimes unrealized, opportunities: "It appears as 
though the number of people trained to go into this industry is diminishing. 
It's not a glamour career, but there are a wealth of jobs and diversity with golf, 
construction, maintenance, nursery and other work. However, there is not a 
tremendous amount of interest from up-and-coming graduates to go into the 
green industry, an area where the job market is growing." 

As long as the economy continues to improve, expect the labor market to 
remain tight. Future sources of experienced, knowledgeable labor may be 
developed through cooperative programs between individual contractors and 
schools, or through associations and their certification programs. 

Drew St. John II, president of St. John & Associates, Hattiesburg, Miss., is 
finding that a working relationship with local two-year technical schools can be 
beneficial. "We look for students in the horticultural or landscape management 
programs for our field management." He pointed out that this kind of 
relationship allows him to take people out of the pipeline directly into his firm. 
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The Power 
To Prune! 

Innovative & productive 
• Easily transported 

from job to job 
• Four models 

priced right 
to fit your budget 

• Hedge tr imming 
& circle saw 
accessories 
available on 
some models 

Check Out Our Web Site At: http://www.power-prune.com 

For Dealer Locations Call 1-800-243-9592 
T E C H N I C T O O L C O R P O R A T I O N 
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Bonick is optimistic about the Texas Associa-
tion of Landscape Contractor's alliance with the 
Certified Landscape Technician program of the 
Associated Landscape Contractors of America. "I 

feel good about promoting that and hopefully, it will help our labor 
pool to become more skilled and proud of their jobs. Skilled labor 
should go up several notches. I see it as profitable for everyone." 

G R O W T H A R E A S . Although last spring's weather had everyone won-
dering if it would be a tough year, most contractors report that they 
have caught up with applications and landscape maintenance visits. 
For many contractors, however, scheduling new projects was difficult. 
The cold, wet spring in much of the country necessitated a scramble 
to meet schedules. However, many contractors reported that sales 
picked up at a healthy pace once the weather improved. 

The improvement in many local economies has generated good 
business in 1996. "We're seeing a real turnaround here on the West 
Coast," commented Wayne Richards, chief operating officer of 
Cagwin & Dorward, Novato, Calif. "Everybody feels good about the 
economy. While in the last couple of years things were tight, we now 
have a lot of opportu- ^ -r 

geting for landscape im- GREAT GAINS IN '96 
provements. You can tell Survey resp0ndents listed the service ar-
everyone's doing well eas showing thegreatestgains for them in 
when it is difficult to com- The percentage of those naming 
pete for employees." each 0f f o l d i n g services is listed 

Lawn & Landscape foere: 
previously reported on Q Mowing fL............... 20.9% 
the results of the latest a p p H c a t i o n l 4 3 

Gallup poll which U n i n s t a l l a t i 1 L 2 

looked into the use ot ^ ^ g ^ 
lawn and landscape pro- ^ H i ^ S ^ P ^ ^ ^ f ' 
fessionals in 1995. The Maintenance work S M J . 6 
poll, sponsored by a va- T r e e / s h r u b c a r e 6 7 

riety of industry organi- Irrigation installation 4.5 
zations, forecast growth New turf installation S t ^ 
for professional contrac- Snow removal. ...........¿^/jjp^S 
tors in 1996. Specifi- Lighting projects P » 1.0 
cally, Gallup estimated Soil testing 0.6 
that 23 million house-
holds in the United 
States planned to use professional landscape services this year. 

Industry growth was mirrored in another industry analysis, this 
time by the Outdoor Power Equipment Institute, Alexandria, Va. 
This August, OPEI's commercial turf forecast predicted a 7.5 
percent increase in shipments of all 1996 commercial riding rotary 
turf mowers and a 6 percent increase for shipments of commercial 
intermediate size walk-behind rotary models. Shipments of both 
categories are also expected to increase further for 1997 models. 

As far as growth in specific services, recent Lawn & Landscape 
contractor surveys have shown either real business gains or plans to add 

(continued on page 20) 
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It's In The Bag! 
Year Round Outdoor Maintenance 
Products From Lange-Stegmann 

Lange Pro® Products with 
AgricoTurf® for Stabilized 
Nitrogen Week After Week 

You get proven performance at less cost. 
More Nitrogen: AgricoTurf minimizes 
denitrification, volitization and leaching. 
Therefore, more of the nitrogen you're 
paying for is available to your grass. 
No Coating: AgricoTurf does not depend 
on a fragile coating and can be used in a 
dry or liquid form. You are assured of 
consistent nitrogen performance week 
after week. 
Quality: Lange Pro uses superior ingredients 
and rigid manufacturing standards in 
standard and custom blended products 
including fertilizer/pesticide combinations. 

Melt Man® Plus... 
Fast-Acting, 

Below 0° Ice Melting 
Melts ice and snow at extremely low 
temperatures...well below 0°F. 
Works faster than conventional products. 
Won't burn hands. 
Won't harm grass, trees or shrubs. 
Is easy to use and easy to store from 
season-to-season. 
Is not messy. 

We are sure you'll love Lange Pro fertilizers with 
AgricoTurf and Melt Man Plus ice melter. So we 
want you to try these products FREE! Call Now! 
This is a Limited Time Offer. While Supplies Last. 

Call Toll Free 1-800-862-6210 

LANGE* 
Specialty Products Group 

Lange-Stegmann Company 
St. Lou is , M i s s o u r i 

Please Visit Us At Gl E Expo 
Booth #1043-1045 



Fertilizers Fbr All Of 
Your Seasons. 

Fbr All Of 
Your Reasons. 

Andersons 

34*3*8 
Fertilizer 
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TheCOOG» 
Andersons 

32*3*10 
Fertilizer 

Andersons 

21*28*7 
Fertilizer 

Consistent. Reliable. Responsive. Flexible. 
These are a few of the characteristics you look for 
in a fertilizer supplier. According to our customers, 
they describe The Andersons quite accurately. 
The Andersons prides itself on having a full 
range of high-performance Professional Turf" 
fertilizer formulations ready to help you respond 
to your most stringent soil conditions and turf 
requirements. 
With over a dozen standard blends, you can 
depend on The Andersons fertilizer products to 
help you deliver the superior results you need to 
meet your customers' expectations and keep 
them happy throughout the year. 
For a full-line look at all we have to offer, call 
us today. 

The Andersons Professional Turf Products. 
Uniformly The Best In The Business. 

1-800-225-ANDY 
the professional's 
partner® 

cover story 
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(continued from page 18) 

the following services: landscape installation, tree 
and shrub care, irrigation installation, new turf 
installation, snow removal, irrigation maintenance, 

hydroseeding, dethatching/overseeding, organic waste removal, 
lighting projects and soil testing. In some cases, the manpower situa-
tion is the limiting factor. 

"Although we've tried 
toaddsomeservices fewof fl^ YOUR MAJOR 
them have stuck, noted . l y r r . y n [ « 0 1 7 1 0 9 
Steve Hyland, president of U M I I I I H j r f l l l I UK Í 
Hyland Brothers Lawn Respondents to Lawn & Landscape's 
Care, Fort Collins, Colo. reader survey overwhelmingly named 
"It's becoming more of a labor as the single most important factor 
personnel issue. It's tougher Q limiting their growth this year. Here are 
to find irrigation people the results: 
than it is to find applica- Labor 49.0% 
tors and it's tough enough C&sh flow 19.6 
to find applicators." Regulations 3 K j j k - i 5.6 

MUSICAL CHAIRS. Several ^ew firms 5.6 
, Price cutting H p 4.9 contractors commented on 

, r • 1 • Insurance 4 . ^ 9 the practice ot picking up ~ 
customers from competitors, Physical space 2./ 
either through pricing or Competition J 2.2 
perceived service improve- Workmen's comp. . . . . I » 1.4 
ments. Most agreed that Quality equipment 3 1.0 
high-end residential and 
commercial customers un-
derstand the value of quality service, but many said consumers see lawn 
and landscape services as a commodity. With that attitude, price rules. 

"The high-end commercial companies are doing a more thorough 
job of pre-qualifying contractors," commented Richards. "They're 
not just shopping for the best price, they're lookng at the total 
package and what they call the total cost of ownership. As a 
contractor, we have to offer responsiveness and consistency on which 
clients can rely." 

"We're seeing a lot of what we call the 'double-switch' phenom-
enon," said Eric Cross, president of Duke's Landscape Management, 
Hackettstown, N.J. He explained this happens when Duke's loses a 
customer on price, the client gets substandard service from a low-
price firm, then returns to Duke's to "clean up the mess." 

He noted a trend of customers looking at the lowest bid, as 
opposed to judging contractors' work on quality and value. When a 
client leaves for a low bidder, Cross waits for their possible return. "If 
we're patient, we usually have the opportunity to work on the 
property again. Companies like ours that are stable and do high 
quality work must walk away from some of these bidding situations." 

Easy market entry always plays a big role in the existence of low 
priced services, said Jeff Meyer, president of Desert Care, Phoenix, 
Ariz. "Entry into our market is easy so we're seeing a lot of new 
competition, but the companies you see staying around and succeed-

(continued on page 25) 
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FOR THE SECOND year in a row, 
we ' re pleased to announce that October is 
Husqvarna Chain Saw Safety Awareness Month. 
Setting one month aside to d raw addi t ional 
attention to proper and safe operat ion of chain 
saws is a natural for Husqvarna, underscoring 
our unsurpassed commitment to customers. I 
encourage you to join us in our ongoing commit-
ment to safety, and promoting Husqvarna Chain 
Saw Safety Awareness Month. 

David Zerfoss 
President 
Husqvarna Forest & Garden 

s a r c 



CHAIN SAW 
S A F E T Y 

A W A R E N E S S 
M O N T H 

OCTOBER is Chain Saw Safety 
Awareness Month. Introduced by Husq-
varna Forest & Garden Co., Charlotte, N.C., 
this represents the second observance of 
chain saw safety and highlights key safety 
messages critical to the users of chain saw 
equipment. 

The introduction of this national aware-
ness campaign by Husqvarna is not coin-
cidental. Husqvarna has long been recog-
nized as a leader in chain saw engineering 
and design. The company holds numer-
ous chain saw patents and was the first to 
develop the inertia-activated chain brake 
now found on many chain saws. 

While more than 1 million chain saws 
are sold in the United States each year, 
thousands of people using them have in-
juries requiring emergency room atten-

IVLANUFACTURERS and engineers of power 
equipment have a unique challenge. When designing equip-
ment, they need to make the products more user friendly and 
more powerful than before, product weight not withstanding. 

Emissions, noise and ergonomic factors are key in today's 
equipment designs. These factors result not only from an envi-
ronmental and physical safety perspective but from a legisla-
tive perspective as cities across the country are cracking down 
on products associated with noise. 

The technology has arrived, however, to not only improve 
power but to make hand-held power equipment more user 
friendly. Borrowing on our European counterparts, many of 
today's chain saws and commercial trimmers are designed 
with low-vibration features. Basically this technology separates 
the handles and parts touching the body from the engine, 
shaft and cutting attachments. 

"Users appreciate the fact that vibration has been reduced 
in both hands," said Mark Michaels, Husqvarna senior for-
estry product manager. "Low vibration technology came about 
because engineers listened to what the industry needed, giv-
ing lawn and landscape professionals the things they needed 
even before they were fully aware of the potential benefits/ ' 

W i th the Occupat ional Safety and Health Administration's new 
ergonomics rule looming, many landscape contractors are paying 
closer attention to factors like low-vibration. OSHA's proposed stan-
dard outlines potentially hazardous job activities - including the use 
of vibrat ing or impact tools or equipment for more than two hours. 

As a result, new product prototypes are now tested for vibration 
and noise levels in labs. Ultimately, however, the user is the final 
judge of a product's quality. 

The future wi l l continue to bring an emphasis on environmentally 
conscious products, with low noise and emission levels. But you 
don't necessarily have to wait . Husqvarna just introduced its new 
371XP chain saw with an exclusive Air Injection system which uses 
centrifugal force to remove sawdust, dirt and other particles from 
the air before it passes into the filter. By reducing the number of 
particles in the carburetor and cylinder, air injection lengthens the 
time between air filter cleanings and extends the life of the saw. 

Also new are the patented E-tech™ engines from Husqvarna. 
Early tests indicate that the technology has the potential to reach re-
ductions of at least 6 0 percent in combined HC and NOX emis-
sions when compared to the 1995 CARB standards. 

E-tech engines wi l l be introduced on selected Husqvarna trim-
mers, brush cutters, blowers, hedge trimmers and edgers in 1997. 

Cover Photo: USDA-ARS Information Staff 



tion. Many of these accidents can and 
should be avoided. 

To promote awareness, improve equip-
ment productivity and longevity and to 
protect the user of chain saw equipment, 
Mark Michaels, senior forestry product 
manager for Husqvarna and an experi-
enced chain saw user, relates common 
sense usage and safety advice that can 
make a difference in the landscape. 

SCRUTINIZE SAFETY FEATURES. For 
starters, use only chain saws boasting top-
notch safety features. Saws should include 
features designed to reduce kickback, such 
as low-kickback chains, inertia-activated 
chain brakes and small-radius tips on 
guide bars. Also, a high power-to-weight 
ratio is recommended along with an anti-
vibration system to reduce saw vibration 
in both front and rear handles, especially 
if the saw will be used on a regular basis. 

A powerful saw with dampened vibra-
tion reduces operator fatigue, leading to 
safer use. Use an appropriately sized model 
— one suited for the specific job applica-
tion as well as the individual's size and 
strength. 

DRESS FOR SUCCESS. Before using a 
chain saw, make sure you're properly 
outfitted in safety gear. Protective apparel 
can dramatically reduce the extent of inju-
ries if a chain saw accident occurs and 
should include a helmet, protective chaps 
or pants, eye and ear protection, steel-toed 
boots and work gloves. 

LEARN THE BASICS. The chain saw is a 
powerful tool and its force shouldn't be 
taken lightly. 

• Inspect the chain saw before each use 
and make sure the chain brake is operating 
properly. Test the chain brake after every 
work break and keep it free of oil and 
grease. Refer to your operator's manual for 
testing procedure. 

Always use the proper procedure when 
starting the saw. Hold the saw firmly on 
the ground or solidly locked behind the 
right knee when starting the saw. The user 
should avoid starting the chain saw near 

THE GAME of Logging and ArborMaster programs help loggers and ar-
borists improve their chain saw productivity and safety. Competitions for arborists 
and loggers alike take place regionally and nationally. Like the Olympics, training 
for these competitions is arduous; requiring concentration and discipline. 

Whi le landscapes don't compare to forests, chain saw use on residential and 
commercial properties is quite prevalent and can be a time saver if used properly. 
Game of Logging and ArborMaster chain saw expert Tim Ard discussed some com-
mon sense reminders for landscapes using chain saws on the job. 
C i . What 's the number one mistake or error landscape contractors commit when 
starting up and using a chain saw? 
- A L a n d s c a p e r s may feel it's only a small task or it's going to be just a couple of 
cuts. They forget that accidents are "unplanned events/' and they forget to think 
about personal protective equipment and its need even for a minimal sawing task. 
They may not be as "uptuned" on saw maintenance if they just use it occasionally. 
C i . Wha t are the most common applications for a chain saw in the landscape? 
JA*. Pruning and cutting back shrubs and ornamentals. Dead tree or wood remov-
al. Storm and wind clean-up and tree pruning at least once a year on most contracts. 
Q . When used properly, can chain saws serve as a labor saving tool? 
A . Trying to safely and productively clean-up storm and ice damage of trees etc., 
with a hand saw and ax....? Undoubtedly, the chain saw reduces time and labor. 
C i . What 's most important to remember in Chain Saw Safety Awareness Month? 
A . Plan ahead of your task. Remember, if you start the chain saw and begin a job 
without a plan in your head you're most likely not doing it right. You should have a 
complete plan and feel comfortable with performing that plan before you start the 
saw. Don't forget your head, eyes, ears, legs and feet - you're more important than 
the task. Protect yourself. 
C i . Wha t kind of professional training is necessary when using a chain saw? 
- A . . There really aren't any requirements to date in the United States. OSHA re-
quires the employer/employee to famil iarize themselves with the equipment and its 
owner /operat ion manual. It states the employee should be trained in the use of the 
equipment and use proper personal protective equipment (PPE). 
C ^ . Wha t safety considerations are important when using a chain saw? 
- A . . Know what "reactive forces" of push-back, pull-in and kick-back are before 
you operate a chain saw. You should also have an understanding of the saw's idle 
and high speed settings and its safety features. Always wear the proper PPE and 
read your operator's manual as a refresher before use. 
C i « Wha t protective clothing is necessary when using a chain saw - even for land-
scapers who just use the saw occasionally? 
- A . « Safety glasses, ear muffs or plugs, a helmet if working under the tree, chain 
saw resistant chaps or pants and boots with ANSI approved toe and saw resistance. 
C i . Wha t about noise issues when using a chain saw? How can landscapers 
protect themselves and reduce possibly disturbing noise to their customers? 
A . Have your saw properly tuned...it sounds less obtrusive - at least to me. Op-
erators and bystanders should wear ear-muffs or plugs to reduce ear noise. 



C H A I N S A W 
S A F E T Y 

AWARENESS 
MONTH 

where it was filled with fuel. Use only the 
correct fuel/oil mixture in the chain saw 
for the best performance and maximum 
saw life. 

• Carefully plan cutting jobs to help 
avoid possible hazards such as dead limbs, 
electric lines, roads or other people. Re-
mind customers to work safe distances 

apart from others — equal to at least twice thumbs and fingers encircling the handles, 
the height of the tree being cut down. Make • Protect yourself against chain saw 
sure help is nearby in case of an accident. kickback. Never modify or remove a chain 

When cutting, stand on firm, level brake. It's there to reduce the effect of 
ground to one side of the cut. Hold the saw kickback and prevent possible injury. The 
with both hands, keeping a firm grip on the chain saw bar tip should never come in 
saw with the right hand on the rear handle, contact with any of the trees behind the 
the left hand on the front handle and the one being cut. Such contact may cause the 

saw to kick back. 

/ M E N \ 
I N T R E E S 

Protect yourself with Husky's complete line V 

of safety gear Our chain-saw-resistant pants 

and chaps are UL classified and comply with OSHA logging 

regulations We also feature ANSI-approved protective helmet 

systems and steel-toed. Keviar-lmed boots that comply with 

OSHA logging regulations; ANSI-approved, UV-protective glasses: 

leather gloves and much more. Call 1-800-HUSKY62 for the 

retailer nearest you. And take care of the most valuable piece of 

equipment of all you (fi) H l l S q V a m a 
IMrsiMmtolEIOwfMOeN* 

This supplement was produced for Husqvarna by the staff of Lawn & Landscape magazine. 

LEARNING and understand-
ing safety tips doesn't have to be bor-
ing. If reading a manual isn't your cup 
of tea, log onto the Internet and stroll 
through a variety of sites that will make 
learning more fun. 

Husqvarna Forest & Garden recently 
launched its 
comprehensive 
W e b site. The 
site includes 
an animated 
home page; 
a series of 
13 articles 
that rotate; 
three pages 
devoted to 
Husqvarna chain saws, trimmers, 
blowers and other products; an acces-
sories page; and a page of information 
for dealers and prospective dealers. 

The feature section of the W e b site 
contains 13 different articles rotated 
randomly providing the landscaper with 
a different story during each visit. Prod-
uct pages feature a selection of three or 
four models of equipment from each of 
the product categories and include ani-
mated illustrations of exclusive Husqvarna 
features. 

Visit Husqvarna's W e b site at 
www.husqvarna.com. Addit ional ly, visit 
the Game of Logging/ArborMaster site 
at www.forestapps.com. 

http://www.husqvarna.com
http://www.forestapps.com
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C H A I N SAW SAFETY 
AWARENESS M O N T H 

Husqvarna chaps & helmet systems 
are now available for only $29.95 
each with the purchase of a 
Husqvarna saw. 

Check out our full line of chain saws - all are 
UL listed with inertia-activated chain brake 
systems. 

FOR A HUSQVARNA POWER RETAILER NEAR YOU CALL 

l-800-HUSKY 62 

For more i n f o r m a t i o n a b o u t 
Husqvarna chain saws, chain saw 
safety appare l or accessories, 
please complete the in format ion 
below and mail . 

Name 

Address 

City 

State Zip 

I 'm interested in: 

(h) H u s q v a r n a 
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(continued from page 20) 

H g r a R T ing are the ones that pro-
vide quality service." 

Price alone does not 
offer a competitive advantage, as many con-
tractors have found. Service and convenience 
play a major role in building customer loyalty. 
St. John feels much of his growth is attributed 
to his organization's capability to do the work, 
rather than price it at a certain level. "Price is 
a consideration, but it's not number one. 
Scheduling and follow up is as important a 
competitive edge as anything." 

EYE ON '97. There's no doubt that many 

customers buy on price, but many others are 
becoming more discerning of quality service. 
As their expectations of value increases, lawn 
and landscape contractors will be challenged 
to improve their operations and provide the 
value customers want. 

"The major challenge in the lawn care 
business is satisfying the customers and keep-
ing them satisfied as their expectations of 
value increase with the quality of service we 
provide," said Chris Senske, president of 
Senske Lawn & Tree Care, Kennewick, 
Wash. "It's becoming harder to keep them 
happy and they expect more for each dollar." 

While future growth depends on future 
economic swings, one area that contractors 
can control is their own operations. "We're 
looking at the next three or four years being 
pretty good with a strong economy," noted 
John Gachina, president, Gachina Land-
scape Management, Menlo Park, Calif. "Our 
challenges are all in operations — maintain-
ing high quality, keeping high standards and 

(continued on page 70) 
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A world of difference— 
SLICE 

D i f f e r e n t b e c a u s e t h e SLICE c o m p u t e r s y s t e m s w e r e 
d e s i g n e d e x c l u s i v e l y f o r t h e g r e e n i n d u s t r y o f f e r i n g 
c o m p r e h e n s i v e s o l u t i o n s t h a t f i t y o u r bus iness . 

D i f f e r e n t b e c a u s e SLICE is a t w o r k t o d a y in near l y 2 0 0 
g r e e n i n d u s t r y b u s i n e s s e s in o v e r 3 0 s t a t es a n d C a n a d a . 

Cal l t o d a y f o r a l a r g e r SLICE o f t o m o r r o w s bus iness . 

s| SLICE 
Thornton Computer Management Systems 
424 East U.S. 2 2 Mainevifte. Ohio 45039 
513-683-8100 
National (800) 543-7249 
Ohio (800) 582-6129 

USE READER SERVICE #24 

Everywhere You 
Look - There W e Are! 

Ranked Among the Best 
Franchise Opportunities in America! 

Success 
Magazine 

G O L D 
1 0 0 

Entreprenuer 
Magazine 

F r a n c h i s e 
500 

Income 
Opportunities 

Magazine 
P l a t i n u m 

200 

Business 
Start-ups 
Magazine 

T h e T o p 
150 

• Proven Leaders in the Lawn Care Industry 
• 17 year Track Record of Successes 
• In-depth Training 
• Exclusive Territory A 
• Extensive Support \?/ 

Call Roger Albrecht at: 1-800-982-5296 S j f i i / ^ ß i S S S i 



irrigation market 

INDUSTRY Qudity m Quantity: 

The State 
of Landscape 
Irrìgatìon 

While much 

growth in landscape 

irrigation has come 

from installation 

look to maintenance nnuTninTlun nnftl CONTRACTING POOL The Irrigation Asso-

and renovation for ciation estimates there are approximately 
J 8,000 irrigation contractors in the U.S. and 

f u t u r e ^ a inS . another 30,000 landscape contractors per-
J ^ forming irrigation services. Each year they 

install or retrofit more than 500,000 resi-
dential and 15,000 commercial irrigation 

Bv BrUCe Shank systems at a total cost of $ 1.2 billion. This 
does not include golf course and institu-

^ ^ ^ ^ ^ ^ ^ ^ ^ ^ tional irrigation systems having an installed 
(continued on page 28) 

01 f irrigation is an important part of your contracting business, vote this fall 
for more government, not less. Strong irrigation laws favor the contractor 

and protect him or her from the fly-by-night and do-it-yourself installers. 
Regulations on licensing, backflow, water conservation and strong building 
codes put irrigation in the hands of professionals skilled in irrigation design, 
installation and repair. Less regulation could result in greater customer 
reliance on the products and limited sup-
port services of large mass merchandisers. 

Large commercial 
systems use superior 
components, which 
means higher margins 
forcontractors. 



Introducing 
The Quietest Backpack 
Blower Ever Designed. 
THE PB-46LN — 
THE QUIET 1™ 
FROM ECHO. 

With Echo's revolutionary new 
Quiet 1™ clean-up jobs never 
sounded so good because it's a full 
50% quieter than its predecessor-
even when it's being operated at 
full throttle! 

With a maximum air velocity 
of 180 MPH and an average air 
volume of a whopping 790 CFM, 
you've got the power of a user 
friendly hurricane, with the sound 
output of a finely tuned imported 
automobile. 

Patent-pending sound reduc-
tion technology enables the 
PB-46LN to operate at only 65 
decibels (as measured according 

to ANSI B 175.2-1990 Guidelines), 
which is ideally suited to meet the 
needs of the many communities 
that have enacted noise legislation. 
This exciting innovation in com-
mercial backpack blowers will 
allow you to take full advantage 
of the labor savings afforded by a 
backpack blower without disturb-
ing noise sensitive communities. 

This new technology also 
makes the PB-46LN ideally suited 
for resort maintenance where 
excessive noise can be a problem 
with discriminating guests. Best of 
all, the new PB-46LN is made by 
Echo. It's powered by an industry 
tested and approved 44cc commer-
cial grade engine that's built 
to take the abuse of long work 
days. The durable, yet lightweight 
frame, protects critical engine 

components under demanding 
usage, but still allows them to be 
serviced with ease. The automotive 
type air filter, for example, can 
literally be replaced on a job site in 
a matter of seconds. 

The Quiet 1™, another in a 
series of product innovations from 
Echo, the choice of professionals! 
For the name of your nearest Echo 
dealer, call 1-8(X)-432-ECHO (3246). 
Or write: Echo, Incorporated, 
400 Oakwood Road, Lake Zurich, 
IL 60047. 

KUECHO: 
Ask Any Pro! 
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value of $350 million. 

Irrigation represents 
nearly 10 percent of the 

$ 14.2 billion spent by American homeowners 
on landscape installation and construction 
in 1994, as revealed by a Gallup poll spon-
sored by several industry associations. 

Water is a resource that governments 
must protect. Historically, industry has not 
exhibited the level of responsibility neces-
sary to guard limited water sources from 
overuse and contamination. Growing popu-
lation places pressure on our national water 
resources to the point that government sub-
sidized water prices are rising as demand 
exceeds supply. City water agencies have 
begun to buy water from rural irrigation 
districts when the value of the water exceeds 
the value of a crop produced by a farmer 
with the water. Higher water prices, in turn, 
encourage conservation. 

A controversial study by the East Bay 
Municipal Water District in California stated 
that even though automatic irrigation sys-
tems have the ability to apply water more 
efficiently than other methods, their capac-
ity to waste water exceeds other methods. 
This is precisely why training, certification 
and licensing are vital to water conservation 
efforts. The answer is not to limit automatic 
irrigation systems. Rather, it is to limit the 
number of unskilled and untrained operators. 

RESIDENTIAL IRRIGATION. In 1994, there 
were 10 million single family, detached homes 
in the country with automatic irrigation 
systems. This is based upon 1990 U.S. Bu-
reau of Census figures projected to 1994 at a 
2 percent annual growth rate. 

The IA estimates that 40 percent of new 
homes i n the South and 70 percent in the West 
are currently built with automatic irrigation 
systems. This has increased since 1980 when, 

for example, 30 percent of the homes in Phoe-
nix, Ariz., had automatic irrigation systems. 

The reason for the increase is twofold: 
the predominance of real estate develop-
ments in new construction and higher stan-
dards in landscape design and maintenance. 
Homeowners in developments protect their 
investments with deed restrictions for land-
scaping. Communities pass ordinances that 
require both planting and maintenance of 
landscapes. You can't do either in the arid 
West without irrigation. 

The rule in the East and Midwest with 
automatic irrigation is quality over quan-
tity. This ties present-day irrigation in these 
regions to the origin of automatic residential 
irrigation in Detroit, Mich. While you don't 
have to be Henry Ford to afford irrigation 
these days, most Midwestern homeowners 
have nice, landscaped front yards that are 
probably three times the size of subdivision 
front yards in the West. These larger systems 

300 Gallon as low as 

$ 3 , 9 9 5 
or 

S 9 9 Per Month 
The low cost Hydro Seeding Units 

UTILITY SERIES - f r o m E a s y L a w n , * 
STARTING AT: Q u a l i t y a t a n a f f o r d a b l e p r i c e 
HU303* 
HU353 
HU503 
HU603 
HU604 
HU724 
HU1004 

300 Gallon 
350 Gallon 
500 Gallon 
600 Gallon 
600 Gallon 
720 Gallon 

1000 Gallon 

8 HP Briggs 
8 HP Briggs 
8 HP Briggs 
8 HP Briggs 

16 HP Vanguard 
16 HP Vanguard 
16 HP Vanguard 

$3,995 
$4,495 
$4,795 
$5,995 
$7,995 
$7,995 
$9,995 

Call for FREE Info! 

t o o m i 8 0 0 - 6 3 8 - 1 7 6 9 

TM 

Timer Assembly 

Manifold 

Control Cable 

Spike Sprinkler 

TEMPÔRARY 
RAIN ine 

A temporary , computerized 
above-ground water ing system 

to establish sod or seed. 
• REDUCES CALLBACK & COMPLAINTS 
• EASY TO USE: Easy to set-up 
• EXPANDABLE: From 6 to 18 valves 
• FLEXIBILITY: All job layouts 
• PORTABLE: Light weight 
• SAFE: Low voltage 
• SAVES TIME - SAVES MONEY 
• R E V E N U E P R O D U C I N G : Rent 

Temporary Rain to your customers to 
assure the establishment of their turf. 

A great system 
A great solution 

Guarantee your w o r k wi th 
"TEMPORARY RAIN" 

800-342-3131 
FAX (847) 740-3133* P.O. Box 208, Ingleside, II. 60041 



cost more to design and install and they help 
support a healthy network of irrigation con-
sultants in the East and Midwest. 

EDUCATIN6 CUSTOMERS.The growth of the 
residential irrigation market has created a 
new challenge for contractors — the irriga-
tion aisle in the hardware store. Irrigation 
manufacturers today sell as many products 
to retail stores as they do to professional 
contractors, about $400 million each. 

That doesn't mean they are selling the 
same product to the weekend handyman as 
they are to contractors, though. Many manu-
facturers make a different line of products 
for the retailer because the margins are small. 

The challenge is explaining to your resi-
dential customer why a product that looks 
like the one on the shelf at Plumbing Plus costs 
more from you. Since very few manufactur-
ers make only contractor-grade products, an 
explanation for your customer is needed. 

Just be prepared. Have both your prod-
uct and the hardware store's product with 
you. Independent product tests have shown 
that not all plastic irrigation components are 
equally durable. They are built to specific 
tolerances. If the conditions exceed the toler-

TI. 
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THE IRRIGATION 
Association estimates there are 
WÊroximately 8,000 irrigation 
contractors in the U.S. and another 
30,000 landscape contractors 
performing irrigation services. Each 
year they install or retrofit more 
than 500,000 residential and 
15,000 commercial irrigò 
systems at a total cost of $1.2 

ance, the head or valve will fail. 
The real solution is designing and install-

ing an irrigation system in which these toler-
ance levels are met. That is why training and 
certification are needed. 

COMMERCIAL MARKET. The good news 

centers on the commercial irrigation mar-
ket. Commercial customers are less in-
fluenced by retail offerings. They protect 
a company asset and want a reliable system 
that supports a corporate image. 

However, chances are they do not 
fully appreciate the role of irrigation in 
their landscape and need to be edu-
cated. They rely on the general contrac-
tors for their recommendations. These 
people have to be sold on irrigation first. 

The commercial market is not as lop-
sided to the South and West as the resi-
dential market, although the South leads 
in both categories. 

Simple It's Smart. 
With prices starting at just $395, the smart 
new RainCAD" version 5.0 for Windows'" 
makes irrigation and landscape design 
easier than ever. RainCAD users agree that 
providing a professional RainCAD design 
increases bid success rates-which makes 
using RainCAD simply smart. 

4 Calculate sprinkler layouts, 
sectioning, zoning, pipe layout 
and sizing automatically with point 
and click simplicity\ 

4 Produce estimates, proposals and 
material takeoffs quickly and easily. 

4 Spend less time in the office and 
more time closing sales. 

4 Learn how to use RainCAD with a 
FREE On-Line Beginner's Tutorial. 

4 Additional training available on 
CD-ROM. 

Call 1-800-348-3243 
for our FREE information kit complete 
with RainCAD demo disk or to order 
RainCAD software today! 

VISA 

RAINH BIRD 
PREFERRED BY PROFESSIONALS WORLDWIDE 

970 West Sierra Madre Avenue • Azusa, CA 91702 
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In 1990, the Northeast 
and Midwest separately 
matched the West in the 
number of retail and whole-

sale establishments. Commercial growth of 
irrigation in the Northeast during the late 
1980s exceeded all other regions on a per-
centage basis. 

In addition, the West felt the recession of 
the early 1990s more than other parts of the 
country. The South has a greater number of 
commercial establishments, but a lower per-
centage of them install irrigation systems. 

Combined, there are 3.6 million com-
mercial establishments. An estimated 
450,000 of these have underground, auto-
matic irrigation systems with an additional 
15,000 systems being installed annually. 

COMMERCIAL SYSTEMS. Commercial irriga-
tion systems are typically much larger than 
residential systems and require the expertise 

of both trained designers and contractors. 
Not only do they require skill to design and 
build, they also require larger equipment 
and superior irrigation components with 
higher margins for both distributors and 
contractors. 

Commercial systems generally comply 
with building codes and meet industry stan-
dards. Since licensed contractors are the pri-

L i ^ T 4 
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mary proponents and enforcers of these codes, 
they win the vast majority of commercial 
bids. In some cases, plumbing contractors or 
electricians are required for certain hookups. 

Irrigation contractors could be trained 
and certified in these specific details. How-
ever, when local codes are firmly entrenched, 
the irrigation contractor should establish a 
good working relationship with these related 

trades. The other contractors 
are always on the job before 
the irrigation contractor, so 
they can have an important 
influence in the selection. 

More important is the re-
lationship between the irriga-
tion contractor, the irrigation 

Maintenance and renovation of 
residential irrigation systems 
appear poised for growth as more 
homeowners invest in landscapes. 

It's as simple as that. Install the Mini-Clik rain sensor with your sprinkler systems, and your crews will 
spend a lot less time running around turning them off and on, or correcting the problems of overwatering. 
The world's best-seller, Mini-Clik is the most reliable and accurate rain sensor on the market - even under 
the most demanding conditions. In fact, it comes with an unparalleled five-year warranty. 



consultant/designer, the landscape architect 
and the irrigation distributor. Architects and 
consultants are involved months or years 
before installation. 

TECHNICAL RESOURCES .Tode l i ve raccura t e 
takeoffs, irrigation contractors must main-
tain contact with local distributors. Due to 
shrinking margins, fewer distributors offer 
free design. In fact, the trend in irrigation 
distribution is a modified form of "serve 
yourself." If you need help, an expert is 
available. If you don't, you can choose your 
own components and pay at a register. 

Smart distributors offer classes for local 
contractors to answer common questions 
and enable contractors to obtain their needed 
parts quickly and correctly. 

Many distributors sell irrigation design 
programs for personal computers to help 
contractors with simpler projects. These must 
be adjusted to meet local ordinances, but can 

speed the planning, 
estimating and blue-
printing steps. 

Contractors can 
doublecheck sprin-
kler uniformity and 
precipitation with the 
"SPACE" program 
from the Center for 
Irrigation Technol-
ogy in Fresno, Calif. 
This program may help you make a choice 
between one sprinkler or another. 

Once a system is installed, the Irrigation 
Research and Training Center at Cal Poly 
in San Luis Obispo, Calif., can provide 
contractors with a program to help audit 
irrigated landscapes for efficiency and gener-
ate reports. In some communities, water 
districts will provide subsidies to commer-
cial establishments that take measures to 
save water. The difference can be water 

savings of more than 
30 percent and cost 
savings of more than 
50 percent. 

NEW TECHNOLOGY. 
Water conservation 
has only just begun. 
New designs and 
technologies promise 
more efficient and 

cost-effective methods for irrigation. Several 
innovative ideas are listed below: 

1. Low-volume drip. Low-volume drip 
and trickle irrigation not only save water, but 
they can improve plant health and yield. 
Maintenance problems with early systems 
are being corrected as manufacturers begin 
to provide a "contractor-grade" of product 
that is less prone to clogging, breaking and 
vandalism. The industry is devoting consid-
erable resources to developing buried drip 

k ICOMBINED, there are 
3.6 million commercial 
establishments. An estimated 
450y t 

groum 

7 V 
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systems with a. 
15,000 systems 
installed annually. 



THE WONDER SCOOPER 
The Fastest Way to Clean Up Leaves and Litter 
It b a g s , it scoops, 
it shovels, it bund les 
Fill a b a g in 1 0 seconds 
Awarded BEST NEW PRODUCT 1996 

By: Hardware Age Magazine 
C a l l 1 - 8 0 0 - S C O O P E R 

Wonder Rake 
Available Separately 

Web Site: http://www.neguide.com/scooper/ 

PRE SEASON SPECIAL 
$24 9 5 

A s S e e n 
o n T V 

USE READER SERVICE #33 

Progressive Electronics 
Model 521 

W I R E & V A L V E L O C A T E R 
• Find Lost Solenoid Valves 
• Locate Wire Path 

And Depth 

site httpV/www.flash.net/-lnghorn/inde)Lhtm 
$585.°° 

( R E G . P R . $ 6 5 0 . 0 0 ) 

1 -800-284-0205 
Irrigation & Landscape Supplies • Dallas, TX 

Why do some dealers sell all of 
their trees by December 18th? 

T h e y use Sheer lund ' s STAND-STRAIT 
Chr i s tmas Tree M e r c h a n d i s i n g System. 
The stand's smooth tapered pin allows easy display 
of trees on the retail lot and in your customers' 
homes. Customers buy faster with less effort and! 
return year after year for a drilled tree. 

If it helps to sell Christmas Trees, 
W E ' V E GOT IT! 

Residential and Display Stands, 
Profit Makers, Balers and Netting, 
Flocking Supplies, Lot Supplies 
and Equipment. 

Call for your FREE catalog: 
1*800*233*2958 

or write: 

S- ' l E E R L U N D P R O D U C T S , 

P.O. B O X 1 3 3 8 
R E A D I N G . PA 1 9 6 0 3 
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emitter technology for turf 
and ornamentals. 

2 . Injection systems. Both 
sprinkler and low-volume 

systems can benefit from injection devices 
for fertilizers, soil amendments and pesti-
cides. Spoon-feeding turf and trees produces 
healthier growth and reduces the environ-
mental impact of the products on ground-
water and runoff. Injecting mild acids can 
help keep drip lines clear of algae and organic 
debris. 

3. Backflow preventers. Injection high-
lights the need for backflow prevention de-
vices. They are required in most areas that 
depend on irrigation for landscapes. A bone 
of contention is the cost of some devices and 
the lack of control at retail outlets to ensure 
that do-it-yourselfers install the proper pro-
tection. Proper enforcement of irrigation 
system requirements and water conservation 
guidelines is found in only a handful of cities. 

4 . Weather-based control systems. Soil mois-
ture sensors, rain shutoffs and weather in-
put can perfect the delivery of water to 
landscapes. Affordable controllers are now 
available that take data from receptors in 
the field to accurately gauge the microcli-
mate of an irrigation system. 

A more practical solution for small resi-
dential systems is feedback from a regional 
weather station, fed to individual irrigation 
controllers by modem. A contractor can 
adjust the customers' irrigation schedules 
from an office computer so that no more 
water than necessary is applied to the land-
scapes the next day. 

One company has developed an irriga-
tion controller with a memory chip that 
contains historical weather data for specific 
regions. This data is applied by the control-
ler to adjust schedules. 

5. Piggyback systems. Another innovation 
is the concept of linking irrigation control-
lers to residential security systems. Water 
use could be tracked for each system and 
adjustments could be downloaded auto-
matically through the security system's tele-
phone hookup. 

6. Flow sensor systems. Flow sensors are 
essential to detect breaks in heads and pipes 
or lack of water from the source. A warning 

(continued on page 70) 

http://www.neguide.com/scooper/
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G A T O R M U L C H E R 
THE PROFESSIONAL'S 

CHOICE 
Designed for the professional landscapes 
the GATOR MULCHER" offers outstanding 
performance and value. 
• Handles every grass condition including "wet" 
• Reduces grass discharge by up to 50% 
• Unique design provides the high lift required for bagging 
• 4-tooth design is a standout at mulching leaves 
• No deck closure required 
• 44 blades currently available fit over 100 of the most popular 

commercial mowers 
• Available from authorized Silver Streak distributors and dealers 

Silver Streak also offers a complete line of parts for the commercial user. 
Contact the distributor in your area for more information. 

i 

Patent Pending 

Frederick Manufacturing Corp. • Kansas City, Missouri 

G A T O R M U L C H E R : 
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soil basics—part 3 

Using th 

Specialized products to repair soils, 

relieve plant stress and guarantee 

adequate irrigation can improve 

landscape health and save labor at the 
y 

same time. 

By C. Neal Howell 

Compost is one of many products 
that improves plants'ability to 
grow. Credits: Rod Tyler 

ou're in a very competitive business. As a 
lawn or landscape contractor, don't you 
wish you had soil products that would give 
you an edge over your cmpetition? 

Most likely, you'll want products that 
save labor, make the job easier or provide 

greater customer satisfaction. 

STARTING FROM SCRATCH. Starting a new lawn or 
renovating an existing lawn can be a real gamble. What can 
you do to improve the chances for a successful job? First, 
check the pH of the soil, because if it is too high or too low, 
you can't expect to get adequate germination and growth. 
Add lime or sulfur to adjust it to an appropriate level. (This 
can be a great add-on service, too.) 

Consider existing vegetation, too, when you start new 
grass. Soil bacteria need nitrogen to decompose plant ma-
terial and if you're rototilling in heavy grass or weeds, 
initial soil nitrogen levels will drop dramatically as the soil 
bacteria use available nitrogen to convert the plant residue. A 
soil test can steer you in the direction of adequate fertility 
levels and enable you to apply the right fertilizer prior to 
tilling or renovating. 

Are there niche products available to help get the turf off 
to a good start? Manufacturers and suppliers say there are 
several products designed to solve specific problems. 



Planting is the ideal time to add products 
that improve root functions, add fertility or 
increase water-holding ability. 

Bill Brocker, PBI Gordon, Kansas City, 
Mo., noted that Bov-a-Mura, an organic-
based product, is designed to speed germi-
nation and help achieve a better stand. Ac-
cording to Kyle Williams, Professional Lawn 
Care, Carey, 111., organic products like the 
company's Soil and Plant Conditions can 
help new lawns become established. 

"New lawns need all the help they can 
get," said Terry Boehm, business manager 
for United Horticulture Supply, Aurora, 
Ore. An ample supply of essential nutrients 
must be available when turf seed germi-
nates. Otherwise, growth will be restricted, 
he noted. "Our MicroFeature™ is designed 
to ensure needed nutrients are present." 

"Make sure you re adding a plant growth 
enhancer, not a retardant," added Mike 
Pierce, president of Dakota Peat & Blend-
ers, Grand Porks, N.D. 'If the carbon-to-
nitrogen ratio is greater than 30-to-l, the 
material will act as a growth retardanP" H 

According to Pierce, the Dakota peat will 
help enhance germination and growth due 
to its low (23-to-l) carbon-to-nitrogen ra-
tio. if the organic material is not fully de-

composed, it will have a high carbon-to-
nitrogen ratio (greater than 30-to-l) and 
actually slow growth rates. 

Sodded lawns can benefit from all the 
products mentioned above, as well as from 
root enhancing products that can help sod 
establish itself more rapidly. 

aCyto-GRO can help turf quickly estab-
lish a root system capable of supporting the 
plant," explained Nick Clifford of Clifford 
Sales and Marketing, St. Louis, Mo. "New 
sod is in a very stressful situation, and often, 
root growth is slowed or is nonexistent due to 
the lack of essential plant hormones." 

W A T E R F O R G R O W T H . Watering, or the lack 
thereof, continues to be a problem in establish-
ing a new lawn from seed or sod. Home-
owners can be too busy or forgetful to water 
and when the soil or the sod dries out, they've 

" l o s t the establishment battle. 
Two interesting and innovative products 

are now available to help correct the moisture 
deficiency. Temporary Rain™ is a portable 
above-ground irrigation system that can be 
rented to cover a new lawn. It's a set-and-forget 

• • • • 

system operating with a timer and a 
manifold system to ensure that all pans 
of the new lawn are covered. It stays in 
place until the lawn is well established 
before being removed, according to 
Randy Reid, president of Temporary 
Rain, Ingleside, 111. 

Another water management inno-
vation is a product called "Hydretain." 
Richard Irwin, president of Ecologel 
USA Inc., Ocala, Fla., asserted that it 
"has been shown to increase seed ger-
mination in restricted water environ-
ments by more than 100 percent." 

The product works by "pulling" water from 
moisture-laden air from within the soil. It holds 
available moisture within the plant root zone to 
reduce water usage. 

RAISING FERTILITY LEVELS. Fertilizing estab-
lished turf is a major consumer of labor. As a 
result, some companies combine fertilizers 
with other products for better productivity. 

"We have fertilizer combinations with 
different pesticides which can be major labor 
savers," noted Doug Masters, sales and mar-
keting manager with The Andersons, 
Maumee, Ohio. "Combination products like 
fertilizer with Merit™ can help control grubs, 
or fertilizer with crabgrass control can help 
eliminate separate trips across the lawn." 

Fertility problems can be reduced by the 
use of fertigation systems, which apply small 
amounts of needed nutrients with water 
through the irrigation system. The system 
allows economical "spoon-feeding" of essen-
tial nutrients when turf needs them. 

LANDSCAPE INNOVATIONS. Contractors take 
major hits each year when shrubs and trees 
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die back. Niche products can help you avoid 
some of the common new planting problems. 

One of the newest products is mycor-
rhizal fungi, which helps transplanted trees 
and shrubs survive transplant shock and 
quickly adapt to their new homes. 

According to Donald Marx, president of 
Plant Health Care, Pittsburgh, Pa., injection 
and transplant mixes allow the fungi to de-
velop both on and in the plant's roots and 
can help in increasing uptake of nutrients 
and moisture. 

Tree Saver'v mycorrhizal fungi inocu-
lates 99 percent of trees and shrubs, he 
explained,whileTurfSaver" isdesignedfor 
turfgrasses. Tests showed the turf treated 
with this inoculate showed an increased root 
depth of over 40 percent. 

"Environment is the key," stated Pierce. 
"Dig a $40 hole for a $20 tree, mix 10 
percent to 15 percent Dakota peat with the 
excavation material and then back fill." He 

claimed this method will greatly increase the 
plant survival rate. 

Plant growth stimulators and root growth 
enhancers can also help plants during the 
stressful time of transplanting. 

Water is another matter altogether. 
"Hydretain, because it is a hygroscopic and 
humectant product, can help manage soil 
moisture and will greatly reduce both re-
placement and labor costs for hand water-
ing," Irwin asserted. 

Because water is so critical to new 
plantings, another new product, Tree-Gator 
Portable Drip Irrigation System, is said to 
help increase tree survival rates, said Scott 
Cissel, president of Spectrum Products, Ra-
leigh, N.C. 

CAVEAT EMPTOR, while many great prod-
ucts are introduced each year, there are also 
prime examples of caveat emptor (let the 
buyer beware). Testing weeds out many of 

the impostors, but you are the final judge. 
There will always be different opinions 

and preferences in the marketplace. It's true 
for trucks and it's true for lawn and land-
scape materials. If you have a problem, some-
one will have a product to help solve it. You 
may think that product is great, but others in 
other areas of the country may find its results 
less than adequate. 

If a claim sounds too good to be true, do 
some checking before you invest heavily. 
The best advice is still to move cautiously, 
especially when your livelihood depends on 
the performance of the turf and ornamen-
tals under your care. Use products accord-
ing to label instructions and remember that 
if a little does some good, a lot of it may not 
necessarily do more good. ID 

The author is an industry consultant with Key 
Solutions, a division of Iris Sales & Solutions 
Inc., Rocky River, Ohio. 

THE MODEL 3680 
(patent pending) 

ER TM 

• Reduces almost any-
thing to useable size 

• High production with 
modest horse-power 

• A waste reduction 
machine that is afford-
able to operate 

• Unique swinging cutters 
- regulates the size of 
cut and provides some 
protection for the 
cutters 

$ • Processes difficult 
materials like stumps, 
housing demolition, wet 
newspapers and palm 
trees 

BANDIT INDUSTRIES, INCORPORATED 
f 6 7 5 0 MILLBRQOK RDAD • REMUS, Ml 4 9 3 4 0 PHQNE: (800) 952 -0178 OR (517) 561 -2270 • FAX: (517) 561-2273 



OCTOBER IS 
HUSQVARNA CHAIN 

SAW SAFETY 
AWARENESS MONTH 

C O N S 

AND 

C R E W S 
AND 

" - e • ' 

a n d 
A N Y O N E 

EISE WHO 

p r o t e c t i o n 

HAZARDS-

FROM 

Protect yourself with Husky's complete line 

of safety gear. Our chain-saw-resistant pants 

and chaps are UL classified and comply with OSHA logging 

regulations. We also feature ANSI-approved protective helmet 

systems and steel-toed, Kevlar-lined boots that comply with 

OSHA logging regulations; ANSI-approved, UV-protective glasses; 

leather gloves and much more. Call 1-800-HUSKY62 for the 

retailer nearest you. And take care of the most valuable piece of 

equipment of all: you. (A) HllSq Vama 
Kevtar 6 a trademark oi E l DuPort De Nemours and Company 



truck preview 

rucks for the 

landscape industry 

may not change a 

great deal, but 

manufacturers are 

working to improve 

the buying process 

for contractors. 

By Bob West 

Todays Trucks 

Ot's probably pretty fair to assume that if you're involved with the 
green industry you own at least one truck. And most truck owners 

have come to realize that trucks don't change a great deal from year 
to year. Manufacturers will even be the first people to admit this. 
But that doesn't change the fact that many contractors view their 

trucks as the most important asset to their company. This makes buying 
a truck often one of the most important — and difficult — processes a 
contractor goes through, even though it may not happen every year. 

B U Y I N G T H E B E S T . Contractors buy most of their equipment from manu-
facturers who market exclusively to the green industry, such as mowers or 
trimmers. Truck manufacturers, however, market their products to a 
much broader audience worldwide. So one of the challenges associated 
with buying a truck can be finding a salesperson to work with who 
understands the needs of a landscape contractor. 

Manufacturers have addressed this challenge by staffing their 
dealerships with at least one salesperson whose training focuses on 
commercial vehicles. "The contractors know best what it is that they do 

(continued on page 42) 

Trucks are 
indispensable 
tools for 
contractors, but 
only if they meet 
the specific needs 
of a business. 
Credit: GMC Corp. 

Made to Order 



WITH "WALKER MOWERS" 
ANDERSON LAWN CARE 

/ 

w n p v c T I V T n r x i i ? O / I T I V T 

WHEN INDIANA-BASED ANDERSON LAWN CARE 
SET OUT TO TAKE A LARGER SHARE OF THE COMMERCIAL 

MARKET; LITTLE DID THEY KNOW THAT THE EXTREMELY WEI 
SPRING WOULD ACTUALLY BENEFIT THEM. 

Bobbie Anderson, owner of Anderson Lawn Care, told us: 

'The week before Memorial Day we were asked if we were interested in taking on 15 bank 
locations in Elkart, Indiana. There was a catch; the previous mowing contractor had been fired, the 
grass was overgrown (almost 2 feet high in places), we had to complete the first mowing in one 
week, and rain was expected for the rest of the week. Without hesitation, we accepted the challenge 
and mowed the first bank the next day in pouring rain. The Walker ran through standing water, and 
in some places, grass that exceeded the height of the wheels. We mowed in conditions that our 
competitors literally stopped by the road to watch us work in... We have signed a 3-year contract 
with the bank and because of our performance secured additional select accounts in the community. 
Mowing with the Walker is just another way our service is set apart from the rest/' 

"7!here isn't another machine on the market that runs like a Walker." 
- Bobbie Anderson 

WALKER MFG CO. • DEPT. LL • 5925 E. HARMONY RD. • FORT COLLINS, COLORADO 80525 • (800) 279-8537 
USE READER SERVICE #37 
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YOU HAVE THE POWER TO RUN 
YOUR BUSINESS; SIERRA HAS 

THE POWER TO ACCELERATE IT. 
When you're managing a 

business, you have to be versatile. 
That's why Sierra offers such a 
wide range of powerplants. There 
are four Vortec gas engines - a V6 
and three V8s. These strong Vortec 
engines have been refined and 
enhanced, detail by detail, to make 
them more powerful than even And 
there's yet another choice: Sierra is 
the only pickup under 8600 pounds 
GVWR to offer a diesel engine1- a 
6.5L V8 turbo diesel, no less. 

Small Details, 
Powerful Advantages. 

Considered by itself, a serpentine 
drive belt is just a detail. And so 
is a platinum-tipped spark plug, 
a sequential fuel injection system 
or coolant that is designed to last 
150,000 miles. But when they're all 
combined in our Vortec engines, 

they can give the GMC Sierra, 
and your business, a powerful 
advantage. In fact, Sierra can go 
100,000 miles before its First 
scheduled tune-up.2 

Managing Your Thicks 
Is Like Managing Your Business: 

Every Detail Counts. 

Sierra's wide range of highly 
refined engines is just one example 
of the attention to detail that goes 
into every pickup CMC sells. 
GMC trucks are engineered to save 
you time and money-so you can 
take care of your business, not your 
trucks. For more information 
and a catalog, see your GMC dealer, 
call 1-800-GMC-8782 or visit 
www.gmc.com on the web. You and 
Sierra have the power to keep your 
business running smoothly. 
'Excludes other C M vehicles. 'See your Owner's Manual. 

C O M F O R T A B L Y I N C O M M A N D " 

http://www.gmc.com
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(continued from page 38) 

all the time and what they need the vehicle 
to do," noted Dwayne Page, a member of the 
Sierra Brand Team for GMC Truck, De-
troit, Mich. "But they can also benefit from 
the experience the trained salespeople have 
acquired while helping other contractors 
purchase vehicles. And some dealerships 
will even specialize in vehicles for vocational 
uses." 

Some of the decisions for specifications 
on a new truck can be made through basic 
conversations between the dealer and the 
contractor. This means contractors need to 
know what the truck will be required to do 
immediately, as well as what it may be used 
for later in its life. 

"The dealer will work through job rat-
ings with the buyers to figure out the param-
eters of their uses so they get the right 
vehicle," explained Alex Tsigdinos, man-
ager of light truck public relations for Dodge 

Keep in mind that 
customizing a vehicle 
is likely to increase the 
cost of the vehicle and 
require additional 
time before you will 
receive the vehicle. 

Truck, Auburn Hills, Mich. 
"Contractors are buyers with special 

needs," he continued. "A truck is a tool for 
them, and if it's not working properly, then 
they're losing money. As manufacturers, 
we need to be responsive to them and to 
their special needs." 

"The key differentiation between buy-
ing a truck for commercial uses and buying 
a car is the truck's versatility," added Page. 
"Contractors need a truck that can grow 
with them as their needs change, and a lot 
of times they find their trucks can do more 
than they thought when they bought them." 

Manufacturers may also offer contrac-
tors fleet service purchasing. For example, 
Ford Truck offers contractors purchasing a 
specified number of vehicles a year a fleet 
discount and registers that contractor 
through its fleet service. 

CUSTOMIZING IS KING. The more a manufac-
turer can tailor-make a truck to fit a contrac-
tor's specific business needs, the more valu-
able that truck becomes. Manufacturers know 
contractors generally aren't looking to sim-
ply buy a model straight off the dealer's lot. 

"Most manufacturers now are mostly 
(continued on page 44) 

ONE TOUGH STAKE BODY 
B U I L T W I T H R E A D I N G Q U A L I T Y 

Premium materials, superb craftsmanship, and state-of-the-art production techniques make 
Reading stake bodies the professional s choice. Reinforced heavy-duty 
steel understructures deliver maximum durability and safety. 
Pressure-treated wood floors protect against rot and 

ktermite damage. Rugged stake racks lift 
out individually for easy loading. And 
all steel racks receive the unique 

Lectro-Life® immersion priming 
and Power Coat™ painting for a finish so tough, 
they're backed by our exclusive 3-vear limited 
warranty against rust and corrosion. Sou that's 
one tough stake body. Call us today for the 
name of your local Reading distributor. 

Reading 
Reading Body Works, Inc., 
P.O. Box 650 , Shi l l ington, PA 1 9 6 0 7 

(800) 458-2226 
( 6 1 0 ) 7 7 5 - 3 3 0 1 • Fax ( 6 1 0 ) 7 7 5 - 3 2 6 1 

© 1995 Reading Body Works, Inc. 
U'ctro-Li/e and Reading are registered trademarks and 

Power Coat is a trademark of Reading Body Works, Inc. 



Tough Jobs? 

\ 
1 
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Check Out Our Tough Equipment. 
When you're faced with a tough job, you need equipment that stands up to the challenge. And Snapper 

equipment is designed to meet your daily needs. It's durable, rugged and built to handle the largest jobs. 

Our complete line of Commercial 21" Walk Behinds, Pro Gears" Pro Hydros" and Snapper 
Z-Riders ' give you all the power and performance you need. And their overall durability and 
reliability will keep you in the green for years to come. ^ W B M J B 

So, when your Tough Jobs Demand Tough ^ ^ K K J B ^ J J J J g U f f l 
Equipment, check out Snapper's Commercial Products. COMMERCIAL PRODUCTS 

Call 1-800-SNAPPER for the Dealer nearest you. X o u g h j o b s Demand Tough Equ ipmen t ; 

%T \ r " V f V 
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(continued from page 42) 

selling incomplete trucks for commercial 
users," commented Joe Devlin, director of 
corporate communications for Mitsubishi 
Fuso Truck of America, Bridgeport, N.J. 
"We'll supply the cab and chassis and then 
work with various upfitters to meet the 
contractor's specifications." 

Page emphasized the importance of con-
tractors asking for the exact equipment they 
want for their vehicles. "A lot of customers 
say, 'It seems like my truck is the only one 
built like this.' They worry about being able 
to get what they want or being able to get 
replacement parts down the road," he ex-
plained. "But we build all of the trucks in 
pieces, so we have ways to support each of 
these unique needs." 

Contractors must also be sure not to 
underspecify the requirements for their 
trucks. "A lot of contractors want to be able 
to plow snow in the winter, but the truck 

T H E I S U Z U N - S E R I E S T R U C K 
Available in gas and diesel mod-

els, the ISUZU N-Series truck is 

built to handle all of your land-

scaping needs. With increased 

maneuverability, visibility and 

driver amenities, it's the best 

choice for your business. And we 

can prove it. See how the 

N-Series stacks up against the 

competition with this FREE video 

showdown. That's right, free. 

You want the most reliable truck. 

You know how to work your 

VCR. So nothing should stop 

you from calling 1-800-785-5445. 

USE READER SERVICE #44 

uciui^xu FuU: f\ cernie» r p m e w o m 
"Principles of Turfgrass Management" is 
a home study course certified by The Uni 
versity of Georgia and the Professional 
Lawn Care Association of America. The 
course covers all regions and seasons of 
the U.S. 
• Expand your professional knowledge 

- at your own pace. 
• Increase customer confidence. 
• Train at home to master up-to-date 

turfgrass managment principles 
conveniently and cost-effectively. 

Call 1-800-325-2090 for a brochure or 
write: Turfgrass, Georgia Center for Con-
tinuing Education, Room 164, The Uni-
versity of Georgia, Athens, GA 30692-3603. 

Used internationally and approved for 
pesticide applicator recertification in 
many states. 

USE READER SERVICE #41 

LET YOUR MOWER DO ALL THE WORK! 
Kemo Corp. introduces the "BARREL CADDY1' 

Designed by a commercial landscaper. Assures proven savings & productivity. 
GUARANTEED-OR MONEY BACK 

Time is money - The "BARREL CADDY" saves the average 
landscaper approximately 1 hr/dav. No more physically transporting grass 
catchers and heavy dumping barrels to and from the truck. Mount the 
"BARREL CADDY" to any commercial walk behind mower and let it 
transport excess grass clippings. 
• HEAVY DUTY STEEL CAGE CONSTRUCTION O r r ^ r N t y ^ i 
• HEAVY DUTY PLASTIC RECEPTACLE BIN 
• FIT KITS AVAILABLE>fOR EVERY WALK BEHIND I 3 9 
• EASY RUBBER LATCH REMOVAL 
• MUFFLER KITS AVAILABLE FOR FRONT EXHAUST MOWERS 
• 30 TO 64 GALLON CAPACITIES AVAILABLE 

Dealers Welcome $179.95 j 

patents pending 
Shipping included. Limited time only. 

1-800-327-5044 

has to be built correctly if they're going to 
hang a plow on it," noted Dave Tuttle, 
commercial account manager for Ed 
Mullinax Ford, Amherst, Ohio. "Many 
contractors will want more than they really 
need for a truck, but a lot of the problems I 
see are with contractors who want to save 
money and underspecify the requirements 

for their truck, especially for 
plowing. It has to have things 
like a 4,000-pound front axle 
for plowing. If the specifica-
tions aren't worked out prop-
erly, they can end up voiding 
the manufacturer's warranty." 

Truck manufacturers are also working 
now with a greater variety of upfitters to 
offer contractors the same type of one-stop 
shopping they try to offer their landscape 
customers. "This way, our factory will de-
liver the vehicle to the upfitter and it will 
then be delivered to the dealer fully equipped 

(continued on page 46) 

State regulations are influencing 
more contractors involved in 
pesticide applications to purchase 
trucks with enclosure systems. 
Credit: Mitsubishi Fuso 
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It's any body's 
business. 

Whether you go with a regular bed or a 
special body, Dodge Ram is one 
truck that means business. i j j^ 

Because Ram starts with a 
rock-solid, ladder-type frame ^ 
that handles payloads up to 
5,695 pounds. And there's * 
plenty of Magnum® muscle, too, 
with a choice of two available V-8s, 
a 300-horsepower V-10, and a Cummins 
Turbo Diesel that are part of what's, 
overall, the most powerful line of pickup 
engines on the planet. 

We also gave Ram the roomiest regular 

and extended cabs of any full-size pickup... 
to comfortably handle a crew of 3 to 

6 people with tools and equipment. 
^ ¿pl . ; / A driver's airbag is standard. And 

11 s o b e t t e r r e s a ' e value than 
Ford, Chevy or GMC.t 

N ¿v f Add the fact that your 
Dodge dealer can work with a 

/ ^ local special equipment upfitter to 
meet your specific needs, and 

you've got the ideal truck for just about 
any body. Dodge Ram. For still more infor-
mation, call I-8OO-WORK RAM or visit our 
Web site at http://www.4adodge.com 

» a 
u a 

r 
A f e ' 

America's Truck Stop ¡ ^ The New Dodge 
Always wear your seat belt for a fully effective airbag. t We calculated resale using avg. trade-in values 

for '94-'95 full-size models vs. MSRPs, published in Jan.'95-July '96 N.A.D.A. Official Used Car Guide*monthly editions. 

http://www.4adodge.com
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Pepors 
MicroPop 

Rises 
Above 

eRest 
The new MicroPop 

pop-up base from Pepco 
rises above most ground 
covers for optimum 

watering. When not in 
use, the 

MicroPop 
base retracts 

to be unobtrusive in 
the landscape 
environment, P R O F E S S I O N A L 
hidden by plants and 
foliage. The MicroPop base accepts a 
wide variety of micro irrigation devices 
to meet your watering needs. 

Pepco, a leader in low flow 
irrigation technology, offers a 
full line of irrigation system 
products including anti-siphon 
valves and regulators, bubblers, 

micro irrigation 
and drip 
irrigation parts. 

Now you'll 
only have to remember 
one name when it 
comes to your 
landscape irrigation 
needs. 

Call us today at 
800-695-7171 and we'll 
send you our new Pepco 
Product Showcase! 

Anti-
Siphon Valve 

Med. Flow 
Regulator 

CIT TESTED 
Pepco's MicroPop has 

been tested by CIT with 
the equivalent of 10 years 

of operations. 

NIBCO I IRRIGATION 
I SYSTEMS 

© 19% NIBCO Irrigation Systems - Fresno. California 
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and ready for use," remarked Page. 

Keep in mind that customizing a vehicle for your own business 
is likely to increase the cost of that vehicle and require additional 
time before you will receive the vehicle. "All in all, if the contractors 
can afford to wait a little longer to get the exact truck they want, then 
they'll be better off," asserted Tuttle. "But they should know that 
even putting a body on a truck requires about eight weeks, which is 
about an average wait." 

FRESH FEATURES. While truck designs don't change drastically 
from year to year, that 
doesn't mean manufac- • • • • • • • • 
turers haven't incorpo-
rated new features. 

Dodge Truck now of-
fers an entirely new de-
sign for its Dakota pickup 
which borrows numerous 
design cues from the 
Dodge Ram. 

"Professional users are 
looking for cargo capac-
ity, so the vehicle can be a 
tool for them," according 
to Tsigdinos. "This truck 
has the largest payload 
and towing capacity in its 
class, and we've also sig- • • • • • • • • 
nificantly increased the torsional stiffness by 50 percent. This gives 
a much more predictable chassis to tune the suspension better and 
enjoy an improved road ride." 

Tsigdinos said the Dakota also offers a V-8 engine with 230 
horsepower, standard rear-wheel antilock brakes, a club cab option 
and auxiliary power outlets for portable phones, fax machines and 
computers. 

Page pointed to the Sierra's speed sensitive power steering, dual 
standard air bags, four-wheel antilock brakes and safety reinforced 
doors as key features of the GMC Truck entry to this market. "This 
new power steering gives the driver a lot of power at low speeds for 
better maneuverability, but provides less power steering when you're 
going at higher speeds, so you still feel comfortable," he explained. 

Devlin added that one area where change has taken place is with 
trucks for pesticide applications. "We see a lot of contractors going 
with enclosure systems to capture any spilled chemicals because of 
state requirements," he said. 

But for the most part, Devlin said, it's not the accessories or 
available features that makes a truck attractive to a contractor. 
"Dependability and reliability are certainly the two most important 
criteria to any operator of a commercial vehicle, because down time 
is lost revenue." D 

The author is Assistant Editor of Lawn & Landscape magazine. 

Contractors should 
make sure not to 
underspecify truck 
requirementSy which 
can result in voiding 
a manufacturer's 
warranty. 



Cards 
put your name in front 
of your customers at the 
holidays when other 
companies are already 
trying to get their business. 
Try time-tested tactics for 
CUSTOMER DEVELOPMENT. 
Send $5 for the booklet 
How to Get and Retain 
Lawn Care Customers. 
x Greeting Cards 
x Mailing Service 
x Newsletters 
x Employee training 

See us at PLCAA booth 809 
KEY SOLUTIONS 

CALL (800) 748-1710 
PO Box 16264, 
Rocky River, OH 44116 

USE READER SERVICE # 5 0 

Small ad. 
Big Software Value. 

CompuScapes was 
'I created for the demand-

ing, growing landscape 
professional. One who wants a 
finely tuned organization, delivering 
peak performance and quality in 
products and services. 

CompuScapes provides... 
• estimates and proposals 
• job cost analysis 
• workorders & service requests 
• routing & scheduling 
• customer invoicing 
• complete accounting 
• handheld computers 
• much more... 

If you are ready to step up to this level 
of managing your business, now is 
the time to step up to CompuScapes! 

(Starting at $2,995 Rental & Finance available) 

CompuScapes 
(800)350-3534 

2653 Gravitt Road Duluth, GA 30136 

USE READER SERVICE # 4 9 

S N O W P L O W O W N E R S 

FREE PARTS CATALOG! 
Replacement parts for all major brands 

of Snowplows and Salt Spreaders 

New Plows Starting @ $1995.00* 

8' V-Box Salt Spreaders $2795.00* 

"Mini" Salt Spreaders $749.00* 

*Pre-Season Pricing 
Order before September 30, 1996 

Take Delivery by October 30, 1996 

C A L L NOW to Reserve your FREE 
copy of our 96/97 Parts Catalog 

Central Parts Warehouse 

1-800-761-1700 
USE READER SERVICE #48 

BIRCHMEIER 
PROFESSIONAL APPEARANCE 

PROFESSIONAL PERFORMANCE 
•External Piston Pump For Long Life 

• Simplified Greasing of Piston • Quick Adjust Straps 
• Stainless Steel Base • Brass Curved W a n d 

• Durable Brass Valve w/ Stainless Steel Strainer 
• Polyethylene tank with U V Protectant 

• O N E Y E A R W A R R A N T Y against manufacturer defect 
Parts Availability Guaranteed! 

ITB Co. , Inc. 
P.O. Box 2505, London, KY 40741 

1 - 8 0 0 - 8 6 6 - 1 3 5 7 • E-Mai l : i tbco@skn.net 

• Install over 1000 ft. per day 
• Low maintenance 
• Create various shapes, sizes and colors 
• Self-propelled, electric or gas powered 
• Residential, commercial and golf course uses 
• Add to your services and bottom line 

- material costs $.40 per foot 
• Durable curbing is freeze thaw tolerant 

1-900-2^2-3^99 
Concrete Curb & Landscape Border Equipment 

Fax 714-587-9680-23362 Madero Rd., Suite E- Mission Viejo, CA 92691 

Creative 
cur W t 

mailto:itbco@skn.net


herbicide use 

How Effective is )our 

Preemergence 
Herbicide? 

Weeds sometimes 
appear along borders 
and peripheral areas, 

most likely due to 
application problems, 

Scouting your * 

existing accounts 

measures your 

preemergence 

herbicides successes 

and failures. A proper 

assessment of its 

performance can 

reduce callbacks and 

anxiety next spring. 

By Lynn Vopal 

he annual inspection guidelines listed be-
low can provide a lawn or landscape con-

tractor with ways to measure how a preemer-
gence herbicide holds up in critical, tough to 

control landscape areas. 

ESTABLISH YOURCRITERIA. You candetermineif 
your current preemergence product is meeting 
your business needs and whether technician train-
ing is needed to improve the effectiveness of 
applications by following these steps: 

1. Choose a sample of your customers that 
represents geographical variety. Also, select ac-
counts with heavy sunlight or ornamental plants, 
as these are critical areas that can affect your 
evaluation. Sloped areas can also indicate where 
product solubility is affecting performance. Con-
sult with your technicians about accounts that 
are challenging. 

2. Identify situations that can alter preemer-
gence herbicide performance, such as unusual 
mowing or watering habits by the customer. 
Extreme cultural practices can diminish a 
preemergence herbicide's effectiveness. 

3. Note the preemergence herbicide applica-
tion date. How early or late in the season were 

you able to apply the product? Were you able to 
do an early application to avoid the spring rush? 
Assess the residual of your herbicide approxi-
mately 15 weeks following the application. 

4. Review previous customer problems and 
complaints to determine common problems that 
could be associated with application practices. 

5. Use this as an opportunity to monitor 
application consistency and technician performance. 
Include at least one account for each technician. 

6. Gauge your technicans' comfort levels when 
handling the product. What are their primary 
concerns, complaints or suggestions? What are 
their predictions for the product's performance? 

7. Determine your expectations for weed 
control. How many weeks of control do you ex-
pect from a single application? How often are you 
willing to apply a preemergence product? What 
percent of control are you expecting at the height 
of the weed season? Remember your expecta-
tions should reflect those of your customers. 

ON-SITE EVALUATION. When visiting the sample 
properties, observe a number of conditions that 
will indicate the herbicide's effectiveness. 

(continued on page 50) 



Darm 
Plant Them Closer 

Dig Them Faster 

• Landscapers 

• Tree Growers 

• Transplanters 

Nurserymen 

Commercial 
Gardeners 

Only 
43 lbs. 

Dig a 7-foot tree or shrub 
out of the ground in 

approximately two minutes! 
Free Demonstration Video 

I-8OO-IFYOU DIG (439-6834) 
Manufactured by BRISCO, Inc. 

251 Buckeye Cove • Swannanoa, N.C. 28778 

B U I L D A L A R G E L A W N 

C A R E B U S I N E S S 

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

B U S I N E S S . 

Consider Our: 
• Ecology Friendly Approach 
• Superior Marketing Methods 
• State of the Art Computer System 

• Nationwide Buying Network 

W E A R E O N E O F T H E 
F A S T E S T G R O W I N G L A W N 

C A R E F R A N C H I S E S O F F E R I N G 
E X C L U S I V E T E R R I T O R I E S 

A N D F U L L T R A I N I N G 
A N D S U P P O R T 

N U T R I ' L A W N 
Ecology Friendly l a w n C a r e 

Call to learn more....and ask 
for our DETAILED BROCHURE at 

1 - 8 0 0 - 3 9 6 - 6 0 9 6 

Lawn Assistant II 
f o r W i n d o w s 

T h e I n d u s t r y L e a d e r 

Mapping Assistant 
f o r W i n d o w s 

R o u t i n g » M a p p i n g 

Landscape Management 
Assistant 

J o b C o s t i n g - E s t i m a t i n g 
P r o p o s a l s 

S Y S T E M 3 
Sof tware Serving the 

Green Industry 

C a l l t o d a y : 
( 8 0 0 ) 4 2 2 - 7 4 7 8 

( 8 1 0 ) 3 6 0 - L A W N 
f o r o u r n e w 1 4 4 - p a g e 

i n f o r m a t i o n b o o k 

USE READER SERVICE # 5 6 USE READER SERVICE #55 USE READER SERVICE #54 

LANDSCAPE FABRICS & 
EROSION CONTROL PRODUCTS 
{¡M, the, PiofuMjsno/ JLo^nclòccup^ & Retail (jandkn CWUA 

• LANDSCAPE FABRICS 
- WEED STOPPER 
- PROFESSIONAL LANDSCAPE FABRIC & 

PATIO UNDERLINER 
- WOVEN WEED RESTRICTOR 

• CONSTRUCTION FABRICS & FENCES 

• BURLAP 

• POLYJUTE EROSION CONTROL 

• W O V E N G R O U N D COVER 

• FABRISCAPE DRAINAGE S Y S T E M 

• FROST PROTECTION 

• SECURING P I N S 

• KNIVES & REPLACEMENT BLADES 

The NEW Aera-Vator AE-40 E 
Tow Behind Aerator 

Features: 
• 8 h.p. Honda or Briggs engine 
• Penetrates harder (dry) ground using solid vibrating tines 
• Electric actuator to lower tines in ground or raise 

for transport 
• 40" aerating width, over one acre per hour with no 

operator fatigue 
• Can be used in conjunction with overseeding 

"Prepares an ideal seed bed" 

FIRST PRODUCTS INC. 
Tifton, GA 

1 -800-363-8780 • GA 1 -912 -382 -4768 

3145 W. C O L U M B U S AVE. , C H I C A G O , IL 60652 
(312) 436 -7400 • 1 -800 -992 -0550 • FAX: (312) 436 -0335 



No matter how big the demands 
off your retaining wall projects, 
StoneWair SELECT 
provides the perfect fit. 

StoneWall SELECT retaining walls can 
rise as high as 40 feet, with the ability to support 
substantial surcharges, and maintain a look that's 
always perfectly proportioned. 

StoneWall SELECT's natural stone beauty 
never appears too large or too small for the site. 
It's dual level split face and random texture 
complement walls of any shape or size — without 
the overpowering "stacked tire" look or the 
monotony of straight split face. 

And each StoneWall SELECT unit's built-in 
balance and molded gripping surfaces allow for 
easy handling by one person. StoneWall SELECT. 

Simply perfect. 

Another Perfectly Proportioned 
Product of 

CAD Details 
available on disk. Innovative Concrete Design 

800 / 394-4066 • 414 / 962-4065 • Fax 414 / 332-9678 
3934 North Ridgefield Circle • Milwaukee, WI 53211 

herbicide use 

(continued from page 48) 

1. Curb appeal. How 
does the property look 
from the street? Are any 
problems immediately 
noticeable? Thicker, 
healthier turf will be a Hot spots are caused when the heat conducted 
stronger barrier to weed by concrete or asphalt shifts burns the turf , 
proliferation. which causes more rapid herbicide breakdown. 

2. Hot spots. Checkout 
areas along curbs, sidewalks, driveways and anyplace else where 
cement or asphalt borders the turf. These materials are excellent heat 
conductors and cause more rapid herbicide breakdown. 

3. Peripheral areas. Usually, weeds appear in these areas due to ap-
plication problems. One example is near a neighboring lawn, because the 
turf is less likely to receive a thorough treatment in that area. 

4. Macroenvironment. Shaded areas can alter preemergence herbi-
cide effectiveness, as can areas with a hotter, southern exposure where 
crabgrass germination can occur earlier than the rest of the lawn. 

5. Thin spots. These are a common problem. When more soil than 
turf is present an area is more susceptible to weed germination. 

6. Ornamentals. Some volatile preemergence herbicides that are 
not labeled for "over the top" applications may cause damage to sur-
rounding ornamental plants. Look for evidence of ornamental damage. 

7. Reseeded areas. In climates where fescues are commonly 
thinned out by summer turf diseases and consequently reseeded in 
fall, the preemergence herbicide may have been applied over newer 
spring seedlings. If so, is any phytotoxic damage visible? 

MAKE IT RIGHT. If the results of your scouting were less than satis-
factory, there are a number of ways to gain better control. To start, 
take a camera along on your investigation to document unusual situ-
ations or noticeable application problems. The photos are an ex-
cellent training tool for employees to help avoid common mistakes. 

To prevent weeds in tough areas, use a preemergence herbicide 
with low water solubility. An example is prodiamine, which has an 
extremely low water solubility that keeps it in the top ^-inch of the 
soil. Benefits of low water solubility include a long residual for 
lasting control of grassy and broadleaf weeds. A long residual also can 
ease fears of breakthrough during hot and rainy weather. 

Volatility, or the evaporation of the herbicide, is also critical. A 
low volatility product is more effective and less likely to harm 
ornamentals. 

Finally, as a service to your employees, provide them with prod-
ucts that are easy to handle. Preemergence herbicides that do not 
stain them, their equipment or the customer's property can improve 
their motivation to work with the product. 

Annual assessments of your accounts can initiate ways of re-
thinking how you do business. Including a preemergence herbicide 
that helps you meet — or exceed — expectations is critical to 
managing a successful weed control program. IS 

The author is a Milwaukee, Wis. -based writer for the turfgrass industry. 
USE READER SERVICE # 5 7 



gie preview 

GIE Reigns in the 

The seventh 

edition of 

the Green 

Industry Expo 

promises more 

education, 

equipment and 

entertainment 

for industry 

professionals. 

By Bob West 

Keynote speaker Robert Farrell 

reen industry professionals from 
across the country will converge on 
Cincinnati, Ohio, Nov. 17-21, to r enjoy the seventh edition of the 

Green Industry Expo. 
A sellout crowd of 250 exhibitors is expected to 

pack the Cincinnati Convention Center floor with 
products and services to make lawn and landscape 
contracting more productive and profitable. 

The Professional Grounds Management Society, 
the Professional Lawn Care Association of America and the 
Associated Landscape Contractors of America are co-
sponsoring the show for the seventh consecutive year. 

Rags to Riches Horatio Alger Award winner 
Robert Farrell will kick off the Expo on Monday, Nov. 
18 with the keynote address, "Give 'Em the Pickle," 
from 2:30 p.m. to 4 p.m. Farrell will share his philoso-
phies of providing customers with the extra level of 
service that has made Farrell's Ice Cream Parlor suc-
cessful enough to open 157 restaurants over 30 years 
without a single failure. 

The trade show will be open from 4 p.m. to 7 p.m. 
Monday for a New Product Showcase, as well as 10 
a.m. to 4 p.m. Tuesday and Wednesday. The show 
will close Thursday, with a "try-before-you-buy" 
Outdoor Equipment Demonstration from 9 a.m. to 

noon at Schmidt Field. This event pro-
vides contractors an opportunity to learn 
about the equipment for themselves from 
approximately 40 exhibitors. 

ASSOCIATION OFFERINGS, P G M S ' S O -

cial agenda is highlighted by its Brag 
Night from 8 p.m. to 10:30 p.m. Mon-
day. Other entertaining and networking 
events include a pre-conference tour Sun-
day afternoon to the Spring Grove Cem-

Green Industry Expo attendees and 
their guests can enjoy riverboat 
cruises, visits to area museums and 
plenty of fine dining nearby. 
Credit: Cincinnati Visitors & 
Convention Bureau 

etery and Arboretum and the Cincinnati Zoo, the 
welcoming reception Sunday evening and the awards 
banquet and reception Tuesday evening. 

PLCAA hits the ground running in Cincinnati, 
leading off its slate of events with the President's 
Reception on Sunday, Nov. 17. PLCAA will also 
offer its popular breakfast roundtable sessions Tues-
day and Wednesday morning and a new Popcorn 
Carnival examining the future of the green industry 
in the 21 st century Tuesday from 4 p.m. to 5:30 p.m. 

A Sunday tour of two area award-winning land-
scape firms, Groundmasters and Thornton Gardens, 
is sure to be popular with ALCA members and is 
followed up that evening with a welcome reception 
and casino party from 6 p.m. to 10 p.m. Tuesday 
evening brings the ALCA Environmental Improve-
ment Awards Reception and Banquet. 

CINCINNATI NIGHTS. Social opportunities abound on 
the Ohio River with riverboat cruises, elegant dining 
and the renowned Cincinnati Art Museum. Show 
attendees can also sample the Queen City's unique 
style of chili and visit the Contemporary Arts Center. 
Additional restaurants and entertainment venues are 
located across the river in Covington, Ky. ID 



software ser ies—part 3 
"" Visual Dispatch Planner 

a n s h e h i b s a i 

r r 
VDf 
• 

Castañar 

New technology offers hand-held 
computers and in-depth route 
maps for use in the field. Credit: 
Real Green Systems (top) 

Progressive firms 
usher in a new era by 
integrating computers 
into all facets of their 
businesses. 

By Bob West 

f you asked a group of landscape contractors to list the most 
important tools of the trade, how many would include a computer on 

that list? Not nearly as many as should, according to the computer software 
manufacturers. 

Throughout this three-part series on software for the landscape indus-
try one prevailing theme has come to the forefront — contractors, as a 
whole, are reluctant to realize the potential value of a computer to their 
businesses as a tool like a new mower or truck. 

Instead, many contractors see computers as an unneeded expense that 
they don't have the time to learn how to use. "The green industry is way 
behind other industries in terms of becoming computerized," noted Bob 
Cohen, who recently left his position as president of Green Scene Land-
scaping, Los Angeles, Calif., to market proprietary management software 
developed by his firm to contractors. 

Computing for 
(continued on page 54) 
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DAWN 

•CHEMICAL INJECTION 
DIRECT, ACCURATE & DEPENDABLE 

TRIPLE SPILLAGE 
CONTAINMENT OF 
CONCENTRATES 

•ALL FIBERGLASS 
FULL ENCLOSURE 

TUFLEX FEATURES l ^ p M r œ CHEMICAL INJECTOR SYSTEMS 

• 600 GALLON SEAMLESS FIBERGLASS TANK 
• DUAL REELS (TURF/TREE SHRUB) 
• TIP-N-POUR CONTAINMENT 
•TOOL RACKS 
• HANDWASH PORT 

• BACK PACK/HAND CAN RACK 
• FERT SPREADER MOUNT 
•STEPDOWN REAR ENTRY 
• DRY PRODUCT STORAGE 
•EXTERNALTANK FILL PORT 

•TANK MIX SYSTEMS WITH AUXILIARY PUMPS & ENGINE ALSO AVAILABLE 

Experience Tomorrow TODAY, 
( 8 0 0 ) 3 2 7 - 9 0 0 5 

( 9 5 4 ) 7 8 5 - 6 4 0 2 

T U F L E X 1 2 3 A T A O L . C O M 



y SOFTDESK 

PRO 
LANDSCAPE 

SHOW AND SELL! 
No previous drawing experience required. 
Softdesk Pro Landscape makes it easy to 
create professional presentations for both 
residential and commercial customers. 

software ser ies—part 3 

This photorealistic "After" image was created entirely 
from the "Before" photograph using Pro Landscape. 

4 Programs 1 Package: 
One. 
Photoscape technology includes hundreds 
of plant and other landscaping materials to 
create realistic photo-view plans. 
Two. 
Easy-to-use professional tools simplify 
creating a detailed plan-view drawing of 
your Photoscape image. 
Three. 
Estimating module automatically includes 
all plants and materials used in your 
Photoscape image and plan-view drawing. 
Four. 
Softdesk landscape marketing tools show 
you how to use new technology to build 
your business by closing more sales faster. 

USE READER SERVICE # 6 4 

(continued from page 52) 

"I think the number of landscape contractors with computers is 
significant — there's no doubt about that. But the issue is how well 
do they use them," agreed Jerry Kiffe, general manager of Acacia 
Software, Westlake Village, Calif. 

Some contractors have computerized their operations, however, 
perhaps for design, accounting or management purposes. "The 
ones who realize the value of good software to a business enjoy an 
extra advantage over their competitors who don't," explained Joe 
Kucik, president of Real Green Professional Computers, Walled 
Lake, Mich. "And even if it's just a 5 to 10 percent advantage, that's 
huge. It can be the difference between success and failure." 

ORDER IN THE OFFICE. Much of the software available to landscape 
contractors handles other operational tasks than the design and 
accounting software profiled in the first two parts of this series. 
These packages can help to streamline the various management 
tasks which take so much time. 

"Management is the coordination or control of the work process, 
and this software takes you back to the fundamentals. Managers 
often wonder, 'Where is the information that I have? Who has it? 
How do I get it to the next person who needs it?'" asked Brian Dontje, 
owner, UDS, Grand Rapids, Mich. 

For instance, Mapping Assistant software from Real Green takes 
valuable information — the 

• • • • • • • • location of each of a day's 
route customers — and maps 
them into a daily route com-
plete with directions and a 
graphical presentation for the 
crew each morning. 

This software also enables 
managers to plot their cus-
tomers on a map and see 
what specific geographical 
areas most of their business 
comes from. This can be par-
ticularly helpful with mar-
keting plans. "Our Lawn 
Assistant software lets con-
tractors cross-sell customers 
with a relational database. 
For example, this allows them 
to identify all of their current 
customers who are buying 
lawn fertilization but not tree 
care, and market directly to 
them," explained Kucik. 

# # 9 # # 9 # # "This eliminates mass mar-
keting and only hits the 

people who count. You increase your percent of sales and decrease 
the dollars spent to get them." 

Cohen has developed software which takes a regular headache 

ContractorSy as a 

wholey are reluc-

tant to realize the 

potential value of 

a computer to 

their business. . . 

Many see them as 

unneeded ex-

penses they dont 

have time to 

learn how to use. 



ti, , lMgit fk^ -yT 

• uwm 
Ä f f , J J l 

• K P - . - . . J 

Ü L 

y * / v 

Available software helps contractors track the productivity levels of different 
crews and equipment. Credit: Kujawa Enterprises 

for contractors — prenotification regulations for pesticide applica-
tions — and turns it into an effective marketing scheme. "We 
handled prenotification one week to 10 days ahead of time, and 
along with a notice that said what we would be doing on the client's 
property and what it would cost, we included menus for them to 
order additional services or seasonal options," he explained. "Cus-
tomers appreciate not being pressured into making a decision. This 
system created a 20 percent boost to our business and reduced our 
receivables to about eight days with nearly 30 percent of our 
customers actually paying ahead of time." 

TRACKING TIME . One of the greatest challenges of managing land-
scape crews is knowing how they spend their time throughout the 
day and how long jobs take them to complete. This information is 
then used for determining payroll and establishing guidelines for 
estimating new jobs. Making a mistake here can be devastating to 
a contractor's profits. Mobile computing equipment available from 
Sensible Software and CompuScapes automate this process and 
eliminate keypunching. 

"Our module plugs into the dashboard in a truck and records 
when the truck is moving and when it's stopped, how fast it's driven 
and how far it's driven," noted Dave Tucker, owner of Sensible 
Software, Gaithersburg, Md. "Then the employee plugs the module 
into the central computer in the office and downloads all of this 
information each day. This provides better control over employees 
and costs." 

Tim Shields, president of CompuScapes, Atlanta, Ga., ex-
plained a system which puts hand-held computer technology in the 
hands of technicians. "Routing and scheduling software is built into 
the hand-held units so each morning they plug into the main 
computer and upload that day's information to take with them." 

Debra Smeltzer's need to be more aware of how each project was 
being handled by her employees led to the development of PlanTrack 
software. "The program tracks each individual plant and what 
happens to it from the minute it arrives in our nursery all the way 
through the life of the project it is installed on," explained Smeltzer, 
president of Greensleeves Inc., the Miami, Fla., based maker of the 
software. "It's easy for the technicians to enter data such as when they 
fertilize, what gets pruned and who is responsible for each task." 

FREE CD-ROM 
Test-Drive! 
Experience the ease with which you'll create 
colorful, professional client presentations. 

Pro Landscape Greenhouse feature automatically lists all 
materials used in your Photoscape and matches them 
with 2-D symbols for placement in your CAD plan view. 

11 |I?34S C.d. 

Runs with both Microsoft* 
Windows 3.1 & Windows*95 
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The Greenhouse feature also links everything included in 
your design to the comprehensive estimating module. 

SOFTDESK 

PRO 
LANDSCAPE 

Order Pro Landscape today or to request your 
Free CD-ROM Test Drive, call us toll-free. 

800-231-8574 
Contact us via e-mail at 
pro@softdesk. com 

6 1 9 % Softdesk. Inc.. all rights reserved. The Softde.sk logo and Softdesk are registered 
trademarks: Pro Landscape and Photoscape are trademarks of Softdesk. Inr. registered in the 
U.S. and other jurisdictions: all other marks are the property of their respective owners. 
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Get 
Your 
Cut... 

with 
dull blades. 
Sharp-N-Lube® 
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 

SHARP* 
(LQD©~ 
W e G o W h e r e You M o w 

Call For More Information 
and a Free Video 

1 - 8 0 0 - 9 6 2 - 1 8 6 9 
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Such information can be particularly 
valuable when access to a project is limited, 
which is the case for many of the plants 
Greensleeves installs on cruise ships. "I 
can't be at every job every week, so this way 
I can still track what happens and identify 
mistakes without visiting the account as 
often," Smeltzer continued. 

RECORDING ARTISTS. As government atten-
tion paid to pesticide applications increases 
contractors need to pay more attention to 
keeping records of their own applications. 
"Getting audited is a big worry for a lot of 
contractors," noted John Massaro, owner 
of Customized Business Software, Glen 
Rock, N.J. Massaro's Billmaster program 
offers a basic pesticide application form 
created as a compilation of numerous state 
forms. "There's space on the form for re-
cording the information that auditors look 
for like the applicator's name, license num-
ber, product used, application conditions 
and so on. Contractors can also make up 
their own form tailored to the requirements 
of their state," he explained. 

Daryl Kershner, president of Genius 
Software Development, Reading, Pa., com-
mented on some additional benefits for 
pesticide tracking programs. "You can print 
reports for any time period to determine 
what chemicals were used and where, so if 
anything ever goes wrong you can see who 
may be affected," he said. 

Software is also available to assist any-
one growing their own plant material or 
maintaining a nursery yard. "The concern 
of anyone involved in growing is the grow-
ing time and production costs," explained 
Dontje. "Our software helps them develop 
a planning process and learn the quickest 
and cheapest way to grow something." 

And if keeping track of equipment main-
tenance challenges or frustrates you, there's 
a software solution to handle that problem. 
"Just as you schedule service for a customer, 
contractors need to schedule service for 
their equipment," according to Gene Stipel, 
president of Landscape 2000, Massapequa, 
N.Y. "Once the contractor establishes a 
frequency cycle, the system operates hands-
free. Each morning it generates a list of any 
necessary service to be performed that day." 

'Contractors who 
realize the value of 
good software to a 
business enjoy an 
extra advantage over 
their competitors who 
dont. . . It can be the 
difference between 
success and failure.' 

By establishing an entire maintenance his-
tory for each piece of equipment, contrac-
tors can not only run a more efficient ser-
vice garage but can also see the costs associ-
ated with owning each piece of equipment 
for future product purchases. 

LOOKING AHEAD. "Now we're seeing the 

second wave of computerization in the green 
industry," Massaro asserted, talking about 
the growing popularity of computers as 
business tools used for more than just word 
processing. 

And as the tools grow more valuable, 
contractors are less reluctant to go any 
where without them. "Networking is the 
biggest thing to do now as companies con-
nect their entire office into one system," 
Massaro explained. "And more contractors 
are moving now into laptop computers so 
they have the ability to move around." 

Portability is obviously a key feature of 
the hand-held units as well, but some ven-
dors temper their enthusiasm for their im-
mediate marketability to contractors. "The 
digital and hand-held technology isn't re-
ally affordable enough yet for green indus-
try consumers," admitted Tucker, "but 
when it is it will be very advantageous for 
some contractors to have continually up-
dated information wherever they are." Q] 

The author is Assistant Editor of Lawn & 
Landscape magazine. 



PGRSGAN 
REDUCE 
WATER USE 
TH RIVING turfgrass 
absorbs water like a 
sponge. However, 
large quantities of 
water applied to turf 
at regular intervals 
can pose a significant 
monthly expense. 
And considerations 
such as drought, 
water restrictions or 
environmental concerns may hamper 
frequent irrigation. 

While an obvious solution may be to 
sacrifice turf quality by reducing irrigation 
quantity or frequency, an increasing num-
ber of turf managers and university res-
earchers have found plant growth regula-
tors offer a better solution. Not only are 
they useful for reducing turf mowing, 
there is growing evidence that PGRs 
reduce turf s water needs. 

PGR TYPES. Today's PGRs fall into three 
classifications: Class A, Class B or Class C. 

Class A PGRs interfere with the pro-
duction of gibberellins (a type of plant 
hormone) late in their biosynthetic path-
way, thus reducing growth and stem 
elongation. They are useful in moderately 
to intensively managed turf areas. Primo® 
(active ingredient trinexapac-ethyl) is the 
only Class A PGR commercially available. 

Class B PGRs also block gibberellin 
synthesis, but interfere with their produc-
tion very early in their biosynthetic path-
ways. These compounds also can be used 
on moderately to intensively managed 
turf. Cutless® (flurprimidol) and Scotts' 
TGR® (paclobutrazol) are Class B PGRs. 

The Class C PGRs are miotic inhibitors, 
which prevent cell division or new growth 
for a defined period. Excellent seed head 
control is often possible with Class C PGRs, 
but turf color and recuperative potential 
can be diminished. Royal Slo-Gro® (maleic 
hydrazide), Embark® (mefluidide) and 
Limit® (amidochlor) are Class C PGRs. 

Some contractors who started using plant growth regulators to save labor have 
found that they can also help reduce water use. Credit: Ciba 

WATER SAVINGS BENEFITS. Robert Green, 
a turfgrass research agronomist at the 
University of California, Riverside, re-
cently examined how a PGR might affect 
tall fescue water use. He determined that 
applications of Primo resulted in irriga-
tion water savings and extended the 
interval between necessary irrigation. 

In his two-month study, Green com-
pared PGR-treated turfgrass to untreated 
turf. Both were exposed to either "ample" 
(every three to four days) or "restricted" 
(every seven to 24 days) watering. 

He observed that treated turf had sig-
nificantly better turf quality and color 
than untreated plots in both the ample 
and restricted watering scenarios. Turf 
quality and color showed the most drastic 
difference for turf that received less water, 
with the treated turf remaining healthy 
and green, while the untreated turf had 
less desirable quality and color. What this 
appears to mean is that turf managers can 
save water on PGR-treated turf by water-
ing less often, without sacrificing turf 
quality and color. 

Differences in turfgrass quality be-
tween treated turf and the control were 
less dramatic in frequently watered turf-
grass, but the treated turf had superior 
color ratings. 

The PGR saves water by reducing 
évapotranspiration, which is the combined 
loss of water by evaporation from the soil 
surface and by transpiration from plants. 
Green noted that treated tall fescue 
turfgrass used 13 percent less water than 



the control: "The water 
savings issue is huge, espe-
cially in this part of the 
country." 

O N - S I T E A D V A N T A G E S . Rich-
ard Wills, vice president of 
Lawnscape System, a lawn 
care firm in Ontario, Calif., 
also observed that turf treated 
with Primo needs significantly 
less water than untreated turf. 

"We were involved with 
testing the product," Wills 
recalled. "Now we use it in 
many of our operations, 
including residential commu-
nities, golf courses and 
cemeteries. One of our clients 
is a large retirement commu-
nity that uses more than 250 
gallons of Primo a year." 

He said Lawnscape started 
using the PGR as a labor-

saving measure. While he 
suspected the treated turf 
might require less irrigation, 
he had no idea how substantial 

• • • • • • • • 

What this appears to mean 

is that turf managers can 

save water on PGR-treated turf 

by watering less often, 

without sacrificing turf 

quality and color. 

effect on the turf s health or 
appearance." 

Wills feels using a PGR is a 
win-win situation for his 

company and 
his clients. 
Less labor is 
required to 
maintain his 
clients' prop-
erties, and they 
accrue smaller 
water bills, 
experience less 
wear and tear 
on their 
equipment and 
conserve a 
natural 

the savings would be. "We 
have been able to reduce 
irrigation by more than 25 
percent, and there has been no 

He explained, "I think 
PGRs are especially useful for 
commercial facilities or large 
acreage properties. If you work 

out on paper what you spend 
compared to what you save, 
they will be cheaper every time." 

Kevin Hicks, golf course 
superintendent at Desert Forest 
Golf Club in Carefree, Ariz., 
noted PGRs are especially 
advantageous to turf managers 
in areas where water is regulated 
or where water tables are low 
due to drought. "I live and die 
by water regulations. So, each 
drop counts." ID 
Circle 224 on reader service card 

Primo® is a trademark of Ciba-
Geigy Corporation. Cutless® is a 
trademark ofDowElanco. 
Embark® is a trademark ofPBI/ 
Gordon. Limit® is a trademark 
of PBI/Gordon. Royal Slo-Gro® 
is a trademark ofUniroyal 
Chemical. TGR® is a trademark 
of The Scotts Co. 
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Kach Day ! 
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Garden 

' No matter what your specialty, you will 
benefit from attending the 1996 Ohio 
"farfgrass Foundation Regional 
Conference and Show. Don't miss one 
of the industry's largest events! 
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EH-12 HEAD 

EH-12 EMITTER 
FILTER A BETTER IDEA BY DESIGN 

A logical idea —Drip irrigation in a 
head —twelve individual pressure 
compensating outlets. The patent-
ed filter is built right into the unit 
and good filtration is what makes 
drip work. 

Drip irrigation designed for 
landscape —not adapted to it. 
Call or write for more information. 

OLSON 
IRRIGATION 
SYSTEMS 

10910 Wheatlands Ave. 
Santee, CA 92071 
619 562-3100, 800 770LS0N 
FAX: 619 562-2724 



Getting lots of really good new customers is a 
pain in the you-know-what, but... 

Even The World 's Greatest, Most Reliable, Most At tent ive To Detai l , 
Hardest Work ing Gardener, Lawn & Garden Service Owner or Landscape 

Contractor Wi l l Starve To D e a t h - W i t h o u t A Steady Flow Of New Customers! 
"I started with a lawn mower and built a million-dollar-plus, highly profitable, and highly 

respected landscape contracting business at a rapid pace—because of my Customer 
Attraction Secrets...now, my Free Report reveals my secrets, to those who qualify." 

Dayton, Ohio- Arc you frustrated by advertising 
that never makes the phone ring? By being beat 
out of good jobs by cheap bidders? Feeling like 
you're starting your business all over again every 
season? Stuck at a certain level? 

A million dollar per year "entrepreneur of the 
year" says that most of his peers' and 
competitors' marketing is anemic, me-too-
istic, dull, full of costly waste, and 
ineffective. Arrogant? Egotistical? Marty 
Grunder says: "React to me any way you 
like—but one thing is for sure, if you are 
in the landscaping business or maintenance 
business, whether you are small or large, 
my marketing methods can easily double or 
triple your business in just one year, 
provide better customers, help you target 
and get exacdy the kind of business you 
want, increase profitability and stability, 
and absolutely mystify and trump your 
competitors." 

Big talk? Yes, it is, but this Grunder 
wiseacre has been showing off—and 
blowing sceptics away—his entire life. As a 
freckle-faced, red headed Dennis-the-Menace 
type kid, he started his business with 
nothing more than a "push" lawn mower 
and chutzpah. That little business went to 
75 regular customers almost overnight. As 
a full-time student at the University of 
Dayton, while his buddies drove to school 
in old "beater" cars and flipped burgers for 
pocket money, Marty arrived in his Grunder 
Landscaping Company truck and, at age 21 . did 
over $300,000.00 in business. This year he was 
named Young Entrepreneur of the Year by the 
Small Business Administration's Midwest 
Region, in the 1 to 25 employees category. 
Currently, Marty oversees a staff of 30, 15 
trucks, a backhoe, an assortment of other 
equipment, and a diversified business doing 
everything from basic residential lawn mainte-
nance to complicated commercial landscaping 
projects—and, this year, breaking the one million 
dollar mark in annual sales. He's also investing 
in land, lecturing from time to time, and working 
with other landscapes as their "marketing coach." 

Million Dollar Marketing Secrets Revealed 
In A Free Report—If You Qualify! 

Grunder DOES have "secrets" for building these 
types of businesses, too. Here are just a few 
examples: 

1. How to spark referrals... how to turn 
"small accounts" into big business. 

2. How to increase Val-Pak Coupon, direct-
mail and Yellow Pages advertising results 
by 10% to 30%...make your advertising 
much more productive and be able to 
accurately measure its value. 

3. The 5 biggest mistakes 95% of the people 
in this business make when advertising 
and how to avoid them. 

4. How to stop the "price shopper" in 
his tracks. How to get good business 
without being the lowest bidder or 
offering cheapest price. 

m 
Here's the smart-aleck kid standing next to his first truck. Who'd 
have guessed he'd quickly create the biggest and best company in 
southern Ohio, confound established, entrenched competitors, and 
break the million dollar annual sales mark? Betcha he has a 
marketing secret or two in his pocket that you'd love to steal, if 
you could! 

5. How to avoid the fatal mistake of 
confusing 'marketing' with 'selling'. 

6. Forget wasteful "name recognition" or 
"getting your name out there"—learn to 
"target," create and deliver a "market-
matched" message," and attract exactly 
the type and size of clients you really 
want. 

7. Why your "service" should never be the 
#1 focus of your marketing. 

8. Powerful but simple letters and things to 
say to existent customers to cause 
demand for a variety of additional, highly 
profitable services. 

9. The "secret" borrowed from the fad-
diet business that sells high-priced, 
high-profit landscaping work like 
crazy. 

10. How to get people working for you and 
with you to really contribute like a 
championship team! 

11. How to use "automated, autopilot 
marketing" to bring in new business 
without you or anyone else even talking 
with prospects on the phone! 

12. Even "poor boy" dirt cheap marketing 
strategies, like what to write on a simple 
postcard to bring in a flood of new 
customers. 

13. The "4-Page" marketing tool used 6 
to lOx a year that is guaranteed to 
increase your business by at least 30% 
year after year...automatically! 

14. How to position yourself as a "famous 
expert" in your area, get a ton of free 
advertising and "fry" the competition. 

And there's a whole lot more. At the 
urging of a big-time, nationally respected 
direct marketing consultant and 
professional speaker who discovered and 
was "blown away" by everything Marty 
was doing, Marty prepared an easy-to-
read but very complete, provocative 
Special Report—"How To Re-Invent 
Your Lawn-Garden/Landscaping 
Business With Million Dollar Marketing 
Secrets"—and you may be able to obtain 
a copy at absolutely no cost whatsoever. 

Who Should Get Marty Grunder's 
Special Report? 
Marty asks that you call for his free 
Report ONLY if: (1) you own your own 
business or are the President, CEO, 
manager or marketing manager for the 
business; (2) you make the decisions 
about advertising, marketing, and 
customer service investments; (3) you are 
currently unhappy with some aspect(s) of 
you business; (4) you recognize that in 
today's competitive environment, just 
"doing a great job" isn't enough to 

sustain a business; and (5) you are willing to make 
progressive innovative changes in your business if 
convinced, even reasonably assured that doing so 
will dramatically improve sales, profits, customer 
satisfaction, referrals, growth, and community 
prominence. (Please do NOT waste your time or 
Marty's money getting this Special Report if you 
are close-minded, change resistance, fully satisfied 
with your income, or just a curiosity-seeker 
without sincere interest in changing your business 
for the better.) 

How To Get Your Free Report: 
Simply write "Report" on your business card or 
a sheet of your letterhead and FAX it to 513-847-
8067 or, for even more information and to get 
your Report, call 1-800-399-7135, listen to a 
brief free recorded message, then leave your name, 
company name, and address as instructed. You 
can FAX or call anytime, 24 hours a day, 7 days a 
week. If you prefer having your report sent 
confidentially to your home address, just let us 
know. Incidentally, requesting your free Report 
does not obligate you in any way; no salesperson 
will call to follow-up, nothing of the sort. 
However, this is a limited free offer, so please take 
care of it right now, while it's fresh in your mind. 

©1995 M. Grunder 

SORRY, OFFER NOT AVAILABLE IN OHIO, OUR MARKETAREA. 



A series of 
removable 
winter attach-
ments for all 11 
Excel Hustler® 
models includes 
a 60-inch V-
blade construct-

ed of 11-gauge steel, a 60- or 
72-inch dozer blade which can 
be hydraulically positioned 30 
degrees to the left or right and 
a PTO-driven snow thrower in 
54- and 60-inch models. 
Circle 200 on reader service card 

The Pro 52 is a five-speed 
walk-behind mower from 
Encore with 12- to 16-hp 
engine selections available and 
taper lock pulleys for easy 
spindle changing without 
breaking the pulley. The Pro 
52 includes a reinforced deck 
and 6-inch brake drums. 
Circle 202 on reader service card 

Phillips 66's new two-cycle 
motor oil with fuel stabilizer, 
Injex,M Plus, meets the needs of 
applications requiring a TC-

Woodace® fertilizer for landscape ornamentals from Vi(J0r0 
Industries® contains Escote controlled release coated 
nutrients, Ibdu-XC slow release nitrogen and Perk 
micronutrients to provide controlled feeding for trees, 
shrubs, groundcovers and flowering plants. 
Circle 201 on reader service card 

W3 oil, 
such as 
mowers, 
chain saws 
and trim-
mers. It is said to increase the 
shelf life of fuel/oil mixtures 
and help the mixture keep its 
combustion properties longer. 
Circle 203 on reader service card 

Air-0-Lator's Font'N-Aire 
fountain is a modular system 
for easy installation and 
maintenance. All units are 
furnished with ETL listed 
controls and a 3-year warranty. 
Units come in Vi- to 5-hp size. 
Circle 204 on reader service card 

Holiday greeting cards from 
Key Solutions have green 
industry scenes and special 
themes to remind lawn and 

landscape customers of good 
relationships throughout the 
year. They can also be used to 
thank customers for their 
business. Cards with bright 
envelopes and postcards can be 
personalized with a company 
logo or message. They are sold 
in packages of 25. 
Circle 205 on reader service card 

The ProGrind 900 Tub 
Grinder from The Toro Company 
has an advanced control elec-
tronics controller to monitor 
and direct all functions of the 
machine. A 100-hp Cummins 

GIVEN A CHOICE BETWEEN MORE POWER 

AND LESS NOISE, YOU CHOSE BOTH. 

i f 
' I 

You knew exactly what ^ ^ 

you wanted in a handheld 

blower, and we delivered 

with the Shindaiwa EB240. 

We combined the high power 

and performance of a backpack 

blower with the quieter operation jfe^ 

and convenience of a handheld model. 

The result? A blower that delivers greater 

value than anything in its class. 

I 
% -

superior anti-vibe design 

high-capacity air filter 

• easily removable 

engine cover 

• heavy-duty 2-cycle 

engine 

• 166 mph,307 cfm 

• 7-day money back 

guarantee 

USE READER SERVICE #70 

WE SIMPLY MAKE THEM BETTER. 

shindaiwa 



4BT engine powers the unit, while 
hydraulically controlled valves 
offer additional versatility. 
Circle 206 on reader service card 

The Eagle S-42 trailer-mounted 
aerial lift from AmeriQuip offers a 
31-foot side reach and a 42-foot working 
height. Positive bucket leveling, 360-
degree continuous rotation and easy 
portability equip the S-42 for a variety of 

LITERATURE 
annay Reels has two eight-page, four-

I color catalogs complete with infor-
mation and specifications on many of 
its spray hose reels, portable hose 
and electric cable reels for grounds 
maintenance, lawn care, tree 
spraying and other applications. 
Circle 207 on reader service card 

A.M. Leonard's Horticultural Tool and 
Supply Catalog features 80 pages of 
equipment essential to a contrac-
tor's business, including power and 
hand-held tools, wire tree baskets, 
various pesticides and protective 
clothing. 
Circle 208 on reader service card 

The Professional's Guide to Turf & 
Ornamental Plant Growth Regulation 
from PBI/Bordon lists potential PGR 
benefits and provides practical how-
to information for using Ebmark 2S, 
Embark Lite and Atrimmec and other 
PGR products. 
Circle 209 on reader service card 

A four-page brochure from Horticopia® 
presents its Garden Workbench™ CD-
ROM containing over 5,000 full-color 
images and information on more than 
1,800 plants for plant identification 
support and assistance with plant 
selection for landscape designs. 
Circle 210 on reader service card 

\ 

ili 

Shindaiwa's 
weighs 9.1 

tasks. Fully proportional con-
trol valves with neutral posi-
tion interlock allow simulta-
neous 2-function operation 
and complete feathering. 
Circle 21 I o n reader service card 

357 top-handle chain saw 
pounds with a 35.5-cc engine 

providing 1.8 hp. The 357 has a new 
secondary retainer for chain brake support 
and optional heavy duty, antivibration 
mounts for additional control. 
Circle 212 on reader service card 

The three models in the Professional BP 
6100 Series of bypass pruners from Corona 
Clipper have a locking nut and self-aligning 

Final ly! m a n y : 
A mower that cuts and tr ims at tlie same time. 

Six-way fully float- Fully welded deck Zero turning 

Five gallon deck fop an even for »uperior strength radi UH uveo 

eapacity c u t o n uneven turf. and durability. trimming time, 

fuel tank. 

Engine. 

tran*mi**ion I 

and operator I 

weight 

pivot I 

over axle for f 

superior per-

formance on 

*lope* and 

hill*. 

Wheel* 

In-kind deck 

en*ure an 

even cut. 

Dual steering 

lever* for 

*uperb maneu-

, verability in 

Hmall apace* 

and around 

ob*tacle*. 

Large dinckarge Forward deck portion, 

chute prevent* Ea*\\y cut* und er fence*, 

clump*. *krukn and bu*he* for 

minimal trimming time. 

Deck kcight and tkree 

kigk-lift blade* produce 

the optimum airfl ow to 

lift gra** for an even cut. 

Tilt-up deck 

for ea»y 

• maintenance. 

Change blade* 

in les* than 

five minute*. 

S o u n d impossible? 
Not wi th a Grazer . Because it * the only mower that give* you more 

cut t ing hour* per day whi le it t r im* maintenance co*t* and downt ime. 

TKe patii to clear cut profit» lngins with investing in a Grazer. 

For the n a m e of tKe G r a z e r dealer 

nearest you please call 1-414-582-5000. 

O 1995 logartol) Equipment Co , he., Winoeconne, Wl 54986 
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pivot bolt design for changing 
blades easily in the field. The 
BP6190 has a 1-inch diameter 
cutting capacity while the BP6170 
and 6140 handle 34-inch each. 
Circle 213 on reader service card 

The Moldex 2300N95 particulate 
respirator with an exhalation 

valve has a low breathing resistance rating 
with a polymesh outer shell for longer life. 
The naturally contoured face piece includes 
a molded nose bridge for a complete seal. 
Circle 214 on reader service card 

The Model TR48 tow-behind sweeper 
from Sweepster has a 24-inch diameter 
brush powered by a 5-hp Briggs & Stratton 

A
1 
NSWER: 
DINGO DIGGING SYSTEM 

UESTI0N: 
What helps you 
save time, labor 
costs AND will 
he the best employee you ever had! 

P O W E R F U L - 2 pump, 3000 psi 
hydraulic system delivers incredible 
power! 
MANEUVERABLE - goes where 
other skid steer loaders can't. 
VERSATILE - over 30 attachments 
to choose from — trencher, backhoe, 
auger, cultivator, tree spade, forklift, 
angle blade, rotary broom, and more! 
COMPACT - haul the entire system 
to the jobsite on one 12' trailer! 

D I N G O 

S Y S T E M S 

3 3 2 6 Hwy. 51 
Fort Mil l , SC 2 9 7 1 5 

office 8 0 0 476 9673 f0x 803 548 2762 

d i g g i n g 

Dingo... the system for successI 

engine to cover 
a 4-foot wide 
path. Both plas-
tic and steel 
hoppers are 
available to hold 
20 cubic feet of 
debris and 4 cubic feet of gravel, respectively. 
Circle 21 Son reader service card 

The Hooker™ Pro Model 38 aerator from 
Way Easy is 38 inches wide and mounts on 
the rear of walk-behind mowers to pull 3-
inch deep plugs while the operator mows. 
The Hooker uses independently sus-
pended tine rotors to operate on zero-turn 
mowers and in reverse for maximum 
mobility. 
Circle 21 Bon reader service card 

Bradco's 4-in-l buckets lift, bulldoze, 
clamshell and backfill with the opening 

bucket 
design. The 
bucket 
opens 32 
inches and 
is available 
in 66- and 
73-inch 
widths. The 

unit functions as a dozer with the open 
bucket and the closed bucket can work as a 
grapple. 
Circle 217 on reader service card 

The 40-inch Aera-vator™ attachment for 
Grasshopper zero-radius outfront mowers 
joins the 60-inch model in offering quick 
aeration services with its hydraulic or 
electrical lift. The unit's PTO attachment 

Hadco added a mushroom style fixture 
with a color impregnated black resin 
to its Nightlife® lighting collection. 
The fiberglass-reinforced, polyester 
material withstands temperature 
ranges of-40°F to 400°F and is 
available in two sizes and two 
mounting styles in both low voltage 
and line voltage. 
Circle 218 on reader service card 



YOUR BEST INVESTMENT 
D O W N THE LINE 
THE L-2 UNDERGROUND PIPE LAYER 

• Lays pipe or cable 
• Simple, efficient all mechanical drive 
• Rugged yet compact and highly 

maneuverable 
• 8 5 0 lbs. on rubber tracks provide for 

minimal lawn damage 
• Reliable, consistent performance in a 

low maintenance machine 
• Operator training provided 
• 16 hp. Kohler m a g n u m engine 
• Boring attachment available 

L INE W A R D 
C O R P O R A T I O N 

1 5 7 S E N E C A C R E E K R O A D 

B U F F A L O , N Y 1 4 2 2 4 • 7 1 6 6 7 5 - 7 3 7 3 

F A X 7 1 6 6 7 4 - 5 3 3 4 • 8 0 0 8 1 6 - 9 6 2 1 

Ü H 
TheYardTender™ 4-or5.4-gallon 
backpack sprayer from P r o f e s s i o n a l 
T r e e A T u r f E q u i p m e n t has a spray that 
can reach more than 30 feet, plus 
mechanical agitation to allow use of 
wettable powder formulations. The 
polyethylene tank is treated with 
ultraviolet inhibitors to counter 
possible sun damage. 

Circle 219 on reader service card 

drive vibrates the tines in an oscillating 
motion in the soil to depths of 8 inches. 
Circle 220 on r e a d e r service card 

T e r r a I n d u s t r i e s ' Riverside Bison™ is a 
selective postemergence herbicide for 
control of broadleaf weeds that infest grass 
seed plots and conservation reserve 
program areas. The product is available in 
21/2-gallon and bulk package sizes. 
Circle 221 on reade r serv ice card 

J R C O ' S Leaf Blade 
plow is a 55-inch 
wide blade for 
moving large leaf 
piles. The one-
piece galvanized 
steel blade fits 
most walk-

behind and riding mowers, has flat spring 
tines to comb the leaves and rides on two 
adjustable caster wheels. 

Circle 222 on reader service card 

M o t o r o l a ' s GTX™ series of mobile and 
portable trunked 2-way radios are available 
in 800 MHz and 900 MHz spectrum 
models. 
The radios 
offer 
numeric 
display on 
both 
portable 
and mobile 
models 
with standard features such as scan, talk-
around Private Conversation™ and 
telephone interconnect. [Q 
Circle 223 on reade r service card 

Mapping Assistant 

Eliminate one of your drivers' 
most hated tasks: 

Manually sorting and routing customers' work. 
Real Green Systems has developed the first 
mapping system for the Green Industry. With 
Mapping Assistant, a new module that can be 
totally integrated with Lawn Assistant II for 
Windows, you can select your customers and have 
your truck routes created automatically! Print 
detailed directions to each stop for your drivers 
and color maps for that day's stops and route. 
Industry studies have proven Mapping Assistant 
will increase your company's productivity by at 
least 10 to 20%! 

So call now... 

S Y S T E M S 

8246 Goldie St. • Walled Lake Ml 48390 
800.422.7478 

USE READER SERVICE # 8 3 USE READER SERVICE # 7 4 

T H I N K . . . _ 

E C O M R S T 
ECOpHRST is the newest line of all natural pelletized limestone products f rom the 

National Lime b Stone Company. 
Designed for the professional, ECOpHRST pellets are easier to handle, blend 

well with fertilizers and can be applied anytime. Think about it! 
Contac t y o u r local d e a l e r fo r de ta i l s . . . 

O R cal l us a t N a t i o n a l L i m e & S t o n e C o m p a n y : 4 1 9 - 4 2 2 - 4 3 4 1 . 



FLEAS ARE 

THE GENERAL PUBLIC, 
especially pet owners, appear 
to take flea infestations in 
stride. In reality, they warrant 
more serious consideration 
since fleas can cause harm to 
pets and to pet owners as well. 

Fleas can be a recurring 
problem for pet owners and 
landscape contractors if proper 
treatment is not applied at the 
first sign of them. However, 
they provide an excellent op-
portunity to offer value-added 
services and build better rela-
tionships with customers. 

Each year, usually from 
April through October, 

thousands of pets are 
infected by fleas by rolling in 

the dirt or walking through the 
grass. The pets then become 
carriers, transporting the fleas 
throughout the home and onto 
other hosts. 

HOT WEATHER 6R0WTH. 
Fleas thrive in hot, humid 
weather — a time when most 
pets are outdoors. As the flea 
attaches itself to the pet, it 
bites through its skin, causing 
an irritation or lesion which is 

often made 
worse when the pet 

scratches. 
If the pet bites or swallows 

a flea, it could be infected with 
a tapeworm, a parasite that 
flourishes inside the flea. Such 
ailments can also affect child-
ren and adults, making flea 
infestation a problem which 
should be taken seriously. The 
lawn care professional can help 
alleviate this problem. 

What makes flea infesta-
tions even more problematic is 
that fleas are susceptible to 
insecticides only during certain 
stages of their life cycle. 
Consequently, lawn care 

professionals must 
not only be aware of the 

latest flea control methods, but 
should also understand the 
stages of development. When 
applied at the right stage, a 
pesticide can be used just once 
each month to eliminate the 
flea infestation. 

The best time to treat a 
lawn for fleas is at least 24 
hours after the lawn is cut. 
Many surface treatment 
pesticides provide a contact kill 
affecting the pest's central 
nervous system, and the lawn 
and the pests that dwell there 
must be settled for a treatment 
to be effective. This also 
decreases the probability of 
callbacks. 

(continued on page 68) 

THE COMPLETE BILLING SOFTWARE! 
• Quick professional invoicing. 

• T r a c k m u l t i p l e bu s ine s s e s , 

• E a s y & rV:! ; . 

• G e j ^ ^ l p l g e r & inveatoryJi : 

£ C & e m f c a l t r a c k i n g for D . E . C J § | 

report** | | | 

Conti 
•ix" .ft*' ÄW Wftfc ÄSftfc ÄW: '>:+:•. WSft. 

g, routing, & mailing lists. 

• MUCH MORE Ü0R ONLY $695.00 
(Easy payment plan available) 

CALL FOR FREE DEMO DISK! 
PLEASE SPECIFY DISK SIZE 3wOR S» 

1-800-572-8713 m 
CUSTOMIZED BUSINESS SOFTWARE, GLEN ROCK, NJ S E 

e 



READER 
SERVICE CARD 

10/96 

I N F O R M A T I O N 

Company 
Address 
City 
Phone # _ 

.State -Zip 

1 . Do you wish to receive (continue to receive) 
Lawn & Landscape magaz ine? 
BYES DNO 
Signature (required) _Date_ 

2m What is your primary business at 
this location? (please check one) 
CONTRACTOR or SERVICES: 
• Landscape Contractor 

I Chemical Lawn Care Company (excluding 
mowing maintenance service) 
• Lawn Maintenance Contractor 
• Ornamental Shrub & Tree Service 
• Irrigation Contractor 
• Landscape Architect 
• Other Contract Services (please describe): 

• In-House Maintenance including: 
Educational Facilities, Health Care Facilities, 
Government Grounds, Parks & Military 
Installations, Condominium Complexes, 
Housing Developments, Private Estates, 
Commercial & Industrial Parte. 

DISTRIBUTOR/MANUFACTURER: 
• Dealer • Formulator 
• Distributor • Manufacturer 

OTHERS ALUED TO THE HELD: 
• Extension Agent (Federal, State, County, City, 
Regulatory Agency) 
• School, College, University 
• Trade Association, Library 
• Others (please describe): 

3 . What were your approximate 1995 
revenues? 
• 0-$50,000 
• $50,001 -$100,000 
• $100,001 -$250,000 
• $250,001 -$500,000 
• $500,001 - $1 million 
• + $1 million 

4 . How many of your employees are: 
Ful time Applicators 
Seasonal Maintenance 

5 . What percentage of your business is: 
% Commercial/Industrial 
% Residential 
% Govt/Munidpal 
% Golf 

1 21 41 61 81 101 121 141 161 181 201 221 241 
2 22 42 62 82 102 122 142 162 182 202 222 242 
3 23 43 63 83 103 123 143 163 183 203 223 243 
4 24 44 64 84 104 124 144 164 184 204 224 244 
5 25 45 65 85 105 125 145 165 185 205 225 256 
6 26 46 66 86 106 126 146 166 186 206 226 246 
7 27 47 67 87 107 127 147 167 187 207 227 247 
8 28 48 68 88 108 128 148 168 188 208 228 248 
9 29 49 69 89 109 129 149 169 189 209 229 249 

10 30 50 70 90 110 130 150 170 190 210 230 250 
11 31 51 71 91 111 131 151 171 191 211 231 251 
12 32 52 72 92 112 132 152 172 192 212 232 252 
13 33 53 73 93 113 133 153 173 193 213 233 253 
14 34 54 74 94 114 134 154 174 194 214 234 254 
15 35 55 75 95 115 135 155 175 195 215 235 255 
16 36 56 76 96 116 136 156 176 196 216 236 256 
17 37 57 77 97 117 137 157 177 197 217 237 257 
18 38 58 78 98 118 138 158 178 198 218 238 258 
19 39 59 79 99 119 139 159 179 199 219 239 259 
20 40 60 80 100 120 140 160 180 200 220 240 260 

6« Circle what 
Lawn Care 
Maint Serv. 
Irrigation Serv. 
Pest Control 
Installation 
Trees & Ommtls. 

pei ceil I off your 
10% 20% 30% 40% 
10% 20% 30% 40% 
10% 20% 30% 40% 
10% 20% 30% 40% 
10% 20% 30% 40% 
10% 20% 30% 40% 

is: 
50% 60% 70% 
50% 60% 70% 
50% 60% 70% 
50% 60% 70% 
50% 60% 70% 
50% 60% 70% 

80% 90% 100% 
80% 90% 100% 
80% 90% 100% 
80% 90% 100% 
80% 90% 100% 
80% 90% 100% 

7. How much did your company 
spend in 1995 on? 
Turf Chemicals $ 
Ornamental Chemicals $ 
Equipment $ 

8. How many does your business 
operate? 

Walk Behind Mowers 
Riding Mowers 
Trimmers 
Chain Saws 
Blowers 

Please 
provide all information for 

processing. 

Lawnérlandscape 
• Check here for a free sample issue of 

T&0 Service Tech\ the only magazine 
for front-line service professionals. 

PRODUCT INFORMATION 
For more informat ion o n adver t ised and featured products and services, circle the 
appropr ia te number o n the card above , comple te the required informat ion and mail . 

The leading 
management magazine 
serving the 
professional landscape 
contracting marketplace. 

• Payment Enclosed 
• 1 Year $30.00 
• Canada 1 Year $35.00 
• Foreign 1 Year $98.00 
• Foreign Airmail 1 Year $218.00 

Dale 

• Bill Me 
• 2 Years $42.00 

N a m e . 
Phone. 
Company _ 
Address _ 
City _State _ Zip. 

• Check here for a free sample issue of 7X0 Service Tech, 
the only magazine for front-line service professionals. 

1. WHAT IS YOUR PRIMARY 
BUSINESS AT THIS 
LOCATION? 
(Please check only one.) 

I. CONTRACTOR or SERVICES: 
• 1. Landscape Contractor 

(maintenance & installation) 
• 2. Chemical Lawn Care Company 

(excluding mowing maintenance 
service) 

• 3. Lawn Maintenance Contractor 
• 4. Ornamental Shrub & Tree Service 
• 5. Irrigation Contractor 
• 6. LandscapeArchitect 
• 7. Other Contract Services 

(please describe) 

II. IN-HOUSE LAWN/CARE 
MAINTENANCE 

• 1. In-House Maintenance 
including: Educational Facilities, 
Health Care Facilities, 
Government Grounds, Parks & 
Military Installations, 
Condominium Complexes, 
Housing Developments, Private 
Estates, Commercial & Industrial 
Parks. 

III. DISTRIBUTOR/ 10/96 
MANUFACTURER: 

• 1. Dealer 
• 2. Distributor 
• 3. Formulator 
• 4. Manufacturer 

IV. OTHERS ALLIED TO THE 
FIELD: 

• 1. Extension Agent (Federal, 
State, County, City, Regulatory 
Agency) 

• 2. School, College, University 
• 3. Trade Association, Library 
• 4. Others (please describe) 

2. What best describes your title? 
• Owner, Pres., Vice Pres., Corp. 

Officer 
• Manager, Director, Supt, Foreman 
• Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
• Serviceman, Techincian 
• Scientist, Researcher 
• Company, Library copy only 
• Other (please specify) 
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Registration and Exhibitor Information Available Now! 

GIE Means More Business... 
F O P you, your company and the industry! Here's How: 

• Three national associations assemble for one big event! 
• Sixty seminars on sales, management and technical topics! 
• Three days of exclusive Irade show hours-300 exhibits! 
• Keynote address by the Rags to Riches Horatio Alger Award 

winner, Robert Farrell! 
• Equipment démonstrations to "try before you buy!" 
GlE's Proven Performance-the buyers come here! 

• 94% of GIE attendees influence their company's final purchasing decision 
• A typical GIE attendee plans to spend $23,000 with exhibitors 
• 60% of GIE attendee annual budgets exceed $500,000,43% are over $1 million! 
GIE brings the largest combined national exposition of the lawn, landscape and 
grounds management industries to Cincinnati, Ohio for five days of 
business-building meetings, seminars, and trade show-November 17 - 21,1996. 

"Very educational. All the people offer different experiences, and experience is the 
best teacher. GIE is great-I found a uniform company and all the equipment I 
needed." 

Homer Jackson, H.J. Lawn Service, Houston, Texas 

"I see faces from all over the country. GIE is the only national show that targets the 
independent landscape contractor." 
Bill Shea, Ferris Industries, Inc., Vernon, New York 

Trade Show registration is FREE to conference atttendees. Trade Show Onfy 
passes are available onsite for November 1S & 20 at $15 per day. Tbe Outdoor 
Equipment Demonstration on November 21 is FREE to aU attendees! 

«Jr.. 

Green Industry Expo/96 
The National Expo for Lawn & Landscape Professionals 
November 17-21,1996-Cincinnati, Olio 

GIE is sponsored by: 
PGM S • Professional Grounds Management Society 

Pt-CAA - Professional Lawn Care Association of America 
ALCA - Associated Landscape Contractors of America 

YES! I want to know more about GIE/96 
• Send me information on exhibiting! 
• Send mr information on educational programs! 

Name: 

Title:. 

Company: 

Address: _ 

City/State/Zip: 
Phone: ( ) 
CUp and send to: 
GIE, 1000 Johnson Ferry Rd, NE, 8uite C-135, Marietta, GA 80068-2112 
FAX: 770-578-8071 11 

FAX: ( I 



(continued from page 66) 

RESISTANCE STAGE . O n c e a 
female flea has infected a host, 
she can lay up to 50 eggs a day 
and as many as 400 during her 
25-day life span. The new fleas 
hatch in two to four days, 
emerging as worm-like larvae. 
Almost immediately, they 
begin to feed off organic debris 
and dried blood found in the 
feces of adult fleas. This phase 
lasts for up to two weeks. 

They then proceed to a 
two- to three-week pupa 
stage, during which they are 
protected by a resilient outer 
shell. This shell shields the 
fleas from any harm until they 
reach full maturity. 

It is during this last phase 
of the life cycle that the flea is 
most resistant to pest control 
methods. As each generation 

of fleas emerges from the pupa 
stage, the infestation recurs, 
which is why many pesticides 

What makes flea 
infestations even 
more problematic is 
that fleas are suscep 
tible to insecticides 
only during certain 
stages of their life. 

offer only a temporary cure. 

Contractors should com-
bine flea control products with 
insect growth regulators to 

ensure fast knockdowns 
and long residual control. 
Together, these 

products will 
provide flea control for 
several months. By 
contrast, pesticides that 
treat only adult flea 
problems can result in 
new infestations every 
few weeks, translating 
to dissatisfied custom-
ers, return visits and a 
loss in time and profits 
for the contractor. 

There are many 
products that work 
quickly and easily and 
provide long-lasting 
effects. For example, a 

new chemistry called 
bifenthrin and a synthetic 
pyrethroid called permethrin 
offer up to four weeks of 

residual 
control and are 

beneficial in treating 
ants, chinch bugs, mole 
crickets and sod worms, in 
addition to fleas. 

Lawn and landscape 
contractors looking to offer 
more services may want to 
weigh their pesticide options 
very carefully and keep 
informed of new products 
available to fight flea problems 
and other pest infestations. 

By researching current flea 
control products and tech-
niques now, you can be ready 
to offer the service as an add-
on next spring, summer and 
fall. — Barry Schwartz ID 

The author is marketing man-
ager at APG Specialty Group, 
FMC Corp., Princeton, N.J. 

TURBO TURF 
HYDRO SëëOm SYSTEMS 

* Cut material and labor costs, save 50% 
' Faster germination, have grass up in days 
* E lemma te the need to use messy straw 
' Charge more, it is a premium service 
' Simple operation, learn to use in minutes 
* Powerful units, faster mixing A spraying. 
* It's easy to make $ 1000.00 or more a day. 

WE HAVE 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., 1/4 Acre/Load $ 7995.00 
1000 Gal, 1/3 Acre/Load $ 9995 00 

Mark W, KY, "Last year 1 was mowing grass. Now I have job's that I make over $ 18,000 on" 
Mike S, MA "I had to stop my advertising for a while, I have over 200 jobs lined up" 
Bob J, MA "I am raking in cash with my machine, I'ts so easy to run, I let my wife do it some " 

FOR A FREE HYDRO SEEDING INFO PACK CALL 

BADGER ASSOCIATES 
1108 T H I R D AVE. N E W B R I G H T O N , PA. 15066 

(412) 846-1)670 1 -800-822-3437 Fax (412) 846-3470 

\ EVERYTHING FOR THE 
LAWN MAINTENANCE INDUSTRY 
CELEBRATING OUR 30th YEAR! 

200 gal. poly baffled tank 
5 .5 Honda with D-30 
Electric reel 

300ft. 1/2" hose 
Unit pre-tested & ready to use 
Custom built units available 

OLDHAM CHEMICALS 
COMPANY, INCORPORATED 

COMPLETE SUPPLIER OF T & 0 CHEMICALS 

1 -800-888-5502 
Or write: P.O. Box 18358, MEMPHIS, TN 38118 



EMERALD" 
GREEN 

LA WIM C A R E 

Be in business for yourself, not by 

yourself...join our growing family of 

franchise partners. 

Enjoy the benefits of: 

• Strong brand affiliation with exclusive 
Scotts* products 

• Powerful sales/marketing programs 
Exclusive territory rights 
Complete agronomic and horticultural 
training 

• Ongoing technical and business support 
Financing available 

For a FREE OPPORTUNITY KIT CM... 

800/783-0981 
e-mail: 74157.77@compuserve.com 

...featuring 

tZ 

Snow Removal f 

Water Harvest 

Pond Maintenance 

Stable Management 

Irrigation Maintenance 

Also 
Available 

24" 
Dee Handle 

USE READER SERVICE # 6 0 

" o f f ' Posi t ion 

Patent Pending 

S H R A K E ™ 
B R A N D T O O L S 

800-997-4373 
V ^ Fax 801-259-5353 s j 

USE READER SERVICE #61 

C O M M E R C I A L 
M O W E R 

R E P L A C E M E N T 
P A R T S 

ü m A 

4 & 
L « » « 

Commercial lawn 
equipment 

ol perte ton 
Chainsaws 

(over 3600 parte) 
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 

RECREATIONAL LEISURE CORP. 
30717 W.TEN MILE RD. 
FARMINOTON, Ml 48336 

Quality parts since 1971 

USE READER SERVICE # 6 2 

v i i « v g n i w i i 

' A , , : i T h e L i g h t i n g 
I n d u s t r y ' s 
SOLUTION 

that Eliminates D a m a g e d 
Landscape Lighting Fixtures! 

P O P LIGHT" 
The original outdoor 
lighting fixture that 
automatically 
recedes into the ground 
when not in use. 

Call today: 
8 0 0 - 2 7 7 - 7 4 5 4 

PH: 203-335-5666 
FAX: 203-336-8153 "on" Position 

KEYNOTE SPEAKER - PAUL MAGUIRE 
F O R M E R BUFFALO BILL 
N B C F O O T B A L L A N A L Y S T 

N O V E M B E R 1 2 - 1 5 , 1996 
R O C H E S T E R RIVERSIDE C O N V E N T I O N CENTER 
R O C H E S T E R . N E W YORK 

N e x t year - OnCente r , Syracuse , N e w York 
I M the coupon tor »Urther information or can «00-87 J TURF or f I »-783-122* 

TURFGRASS 
ASSOCIATIONr 

P i M M M A d : Mail To: 

• Packet for Exhibiting at Trad* Show 
• NYSTA Membership Application 

NYSTA 
TO Box 612 
Lathen. NY 12110 

CSV 1 SIM* Zip 

mailto:74157.77@compuserve.com


The 
Original... 
And Still 
The Best 

G r a s s i 
T>. On*"1" 

Make off-colored 
grass as green as early 

summer grass with 
Tru-Green Grass Paint. 
Tru-Green is easy to 
use and perfect for 

troublesome areas on 
athletic fields, golf 
courses and lawns. 

Tru-Green is the 
patented, water 

soluble grass paint 
specially formulated 

for use with 
conventional liauid 
sprayers. Tru-Green, 
the low cost, low 

maintenance way to 
make dormant, sparse 
or drought damaged 
grass green again. 

H o m e o» R e g a l S t a f " 

REGAL CHEMICAL COMPANY 
P.O. Box 900 •Alpharetta.GA 30201 

Phone: 404-475-4837 
Toll Free: 1-800-621-5208 ^ / 

USE READER SERVICE #82 

cover story irrigation market 
i i £ 

N D U S T R Y 

(continued from page 25) 

finding quality people." 
"I'm reasonably opti-

mistic," said Rex Gore, 
president, Clean Cut Inc., Austin, Texas. 
"Our industry has been maturing a little bit 
and customers have a better appreciation for 
quality work and a sophistication for what 
they buy. We're seeing a continued move to 
primary customers using fewer, better quality 
vendors. They view me as a competitor to just 
a few companies, as opposed to viewing me as 
one of 50 competitors. It doesn't make the 
work easier, but it does make it less frustrating 
with more customer loyalty." 

This discriminating attitude can also 
affect high-end contractors negatively. Steve 
Pattie, president ofThe Pattie Group, Nov-
elty, Ohio, noted there's been more shop-
ping by the high-end consumer, which hurts 
companies like his that target those buyers. 

In areas where there is little economic 
growth, the available market for contracting 
services remains stagnant, too, pointed out 
Bruce Moore, Eastern Land Management, 
Stamford, Conn. He's seen a limited pool of 
commercial clients switch contractors, which 
is a major source of growth for his company. 
While the number of commercial accounts 
does not necessarily rise, the potential for 
growth dollars from those clients does. 

"In landscape management, we are being 
asked to provide more services for the cli-
ent," explained Moore. "However, they are 
not necessarily horticultural in nature. Snow 
removal, parking lot striping/sealing and 
other site-related services are popular." 

One thing never changes — any industry 
forecast is just an estimate. While many 
contractors are optimistic about the pros-
pects for 1997, the smart ones are preparing 
for business to move either way. 

"I'm cautiously optimistic for 1997," said 
Hanson. "The economy is picking up but it 
seems somewhat fragile. Companies are po-
sitioning themselves to react more quickly. 
Everyone's more educated to the fact that we 
are going to have upturns and downturns, 
and they need to react more quickly." ID 

The author is Editor of Lawn & Landscape 
magazine. Paul Schrimpf and Bob West con-
tributed to this report. 

(continued from page 32) 

can be sent to a controller to shut down the 
station or to alert the property owner or 
irrigation contractor for repair. 

LANDSCAPE PRACTICES. Research has docu-
mented the advantages of placing plants in 
similar irrigation zones to save water and 
improve plant health and performance. 
Mulching under the canopy of trees and 
ornamentals and using low-volume irriga-
tion instead of spray heads can save water 
and reduce maintenance, such as weed and 
disease control. 

Recycled water from treatment plants 
and household graywater are resources for 
landscape irrigation in the future. Califor-
nia has a law specifying what types of 
graywater can be used. It stipulates that the 
delivery lines be underground. Recycled 
water from treatment plants can be an im-
portant option for industrial parks and 
rights-of-way. 

Ultimately, all irrigation systems need 
checkups. That means audits and updating. 
As contractors, your universe for mainte-
nance is considerably larger than for new 
systems and retrofitting — 10.5 million 
existing systems vs. 515,000 new ones. Pay 
more attention to it. 

Many irrigation systems lose part of 
their efficiency years after installation when 
broken heads and valves are replaced with 
mismatched versions. As landscapes change, 
so must the irrigation system. 

Whether you install $1,800 residential 
or $20,000 commercial systems, the water 
that is saved by proper design and operation 
is just as valuable. It's becoming apparent 
that price of water impacts how seriously 
irrigation is taken in any community. 

When you consider that up to 80 per-
cent of household water use can be attrib-
uted to irrigation in some regions, the value 
of efficient irrigation is significant. 

There aren't many businesses today with 
a future like irrigation. You may not get rich 
overnight, but you'll know that you are 
doing environmentally friendly work. ID 

The author is an owner of VERDEcom, Banning, 
Calif, which is the communications and research 
consultant to the Irrigation Association. 



R A T E S 
All classified advertising is 95$ per word. For box 

numbers, add $1.50 plus six words. All classified ads 

must be received by the publisher before the first of the 

month preceding publication and be accompanied by 

cash or money order covering full payment. Submit 

ads to: L&L, 4012 Bridge Ave., Cleveland OH 44113 . 

Fax: 216/961-0364. 

B U S I N E S S O P P O R T U N I T I E S 

LAWN CARE PROBRAM 
NaturaLawn® of America 

The leader in natural organic/biological lawn care is 

now expanding nationwide. Our franchise offers: 

• Exclusive Territory 

• Proprietary Product Lines 

• Comprehensive Support 

• Thorough Agronomic Training 

• Financing to Qualified Individuals 

To learn more, contact Randy Loeb, Franchise Devel-

opment Manager at: 

800/989-5444. 

WHOLESALE DISTRIBUTOR 
Needed to market environmentally friendly, liquid, 

slow-release fertilizer products direct from manufac-

turer. Ken Franke, P.O. Box 123, Plato, MN 55370; 

800-832-9635. 

BIDDING FOR PROFIT 
"BIDDING & CONTRACTS YOUR KEY TO SUC-

CESS," a book with over 16 years experience, not 

theory. Get factual information on a very accurate and 

profitable bidding process. Bid sheets, contracts and 

much more. Send $42.95 to: #1 Profits' Unlimited, 

3930-B Bardstown Road, Louisville, KY 40218. 800/ 

845-0499. 

EXTRA INCOME POWER WASHIN6 
EARN $100/hour power washing and sealing wood 

decks. Learn the most effective method, equipment 

setup and supplies. Complete training package: 

Manual, video, advertising kit and equipment catalog. 

For free information packet call 810/683-9080. 

GROWTH OPPORTUNITIES 
BUILD A LARGE LAWN CARE BUSINESS 

WE'LL SHOW YOU HOW WITH OUR: 

• Ecology Friendly Approach 

• Superior Marketing Methods 

• State of the Art Computer System 

CALL TO LEARN ABOUT OUR GROWTH 

AND REMAINING OPPORTUNITIES 

CALL NUTRI-LAWN, Ecology Friendly 

Lawn Care 800/396-6096 

GET ALL THE LEADS 
Here's how to get all the leads you will ever need for 

your lawn care or landscape business. I mean HOT 

qualified leads that will blow the lid off your sales and 

profits. Call free recorded message 24 hours, 800/290-

8472. 

GET CHRISTMAS BUSINESS 
Outdoor Christmas decorating services will stretch 

your season and improve your bottom line. Adams 

Mfg. makes the most versatile, easiest to use, best 

quality, professional outdoor Christmas decorating 

fasteners and accessories: UNIVERSAL LIGHT 

HOLDER — One product holds C9, C7, or mini 

lights, works on all roofs and gutters, and allows 

adjustable light orientation. LIGHT STATE — Most 

economical way to illuminate driveways, walkways 

and landscaping. ROOF HOOK & GUTTER HOOK 

— Quick, easy way to hang light strings on homes. 

Call or write for FREE SAMPLE KIT and bulk pric-

ing. ADAMS MFG., 109 West Park Road, Portersville, 

PA 16051, Attn: Laura Green. 800/237-8287, Fax: 

412/368-9311. 

ORGANIC BASED SYSTEMS 
FOR LAWN. TREE St SHRUB CARE 

Green Pro Services (since 1977) 

ASSOCIATE PROGRAM 

• You're the boss (not a franchise) 

• Protected areas 

• Pure organics (not waste products or manures) 

• Training by experts 

• Up to $10,000 investment (back in your pocket 

within 9 months) 

Our present associates have increased their 

business profits by 25 percent to 300 percent. 

Find out how. 800/645-6464. 

B U S I N E S S S E R V I C E S 

LEASINB A FINANCING OPTIONS 
Landscape Contractors 

Commercial Maintenance Contractors 

Golf Course Superintendents 

Call for free, no obligation bid on equipment leases 

and accounts receivable financing. Contingency 

based services. 

KNEPPER ASSOCIATES, INC. 

Capital Search & Secure Specialist 

614/369-1941 

Same Day Quote 

B U S I N E S S E S EOR S A L E 

COMMERCIAL LANDSCAPIN6 
Owner relocating. Company established in Southern 

California for 10 years. Commercial maintenance and 

construction. Great contracts and references. 1995 

gross sales $300+. Asking $385,000, includes all ve-

hicles, equipment and contracts. Write to SFA, 657 

Chaparro Rd., Covina, CA 91724. 

6R00NDS MAINTENANCE FIRM 
Albuquerque, N.M., rapidly growing grounds main-

tenance firm, quality commercial and residential ac-

counts. Revenues approximately $170k, cash flow 

approximately $90k, asking $ 165k. Larry McClintock, 

The Newman Agency 505/843-7788. 

LANDSCAPE/LAWN CARE/SNOW PLOWING 
Landscape, lawn care, snow plowing business. Equip-

ment and accounts. Cleveland Eastside. 216/564-

7154 . 

UPPER MIDWEST GROUNDS MAINTENANCE FIRM 
Upper Midwest-based, year-round grounds mainte-

nance firm specializing in large contracted property 

maintenance, mowing, pruning, weed and feed, and 

snow removal. Revenues exceed $2M. Experienced 

staff in place. Outstanding reputation, offers turnkey 

opportunity with established client base. Reply to 

L&L, Box 384, 4012 Bridge Ave., Cleveland, OH 

44113 . 

GROUNDS MAINTENANCE/ENVIRONMENTAL 
CONTRACTING FIRM SE FLORIDA 
Large scale commercial and governmental contracts. 

Full management staff in place. Operates out of corpo-

rate offices with nursery plus two field offices. 50+ 

employees. $500K+ assets. Grosses $2 million. Seller 

retiring. FBBA Broker Tom Jones 954/772-1122. 

LAWN CARE BOSINESS 
Established lawn care business located in central Mas-

sachusetts available for sale by owner. Annual sales of 

$200,000. Please write: STM, P.O. Box 2622, Acton, 

MA 01720. 

TREE CARE OPERATION 
Owner retiring after 40 years from well established 

tree care operation in very affluent area. Will sell 

chemical and plant health care division separately 

from tree and stump division or altogether. Much 

expansion work available. Excellent equipment in all 

fields of operation. Choice real estate. 317/876-3937. 

LAWN MAINTENANCE COMPANY 
Lawn maintenance company south of Pittsburgh, Pa. 

for sale. 35-40 residential/commercial accounts. Gross-

ing $50,000. Must sell. Owner moving. Asking 

$20,000. Send replies to: L&L, Box 3 8 8 , 4 0 1 2 Bridge 

Ave., Cleveland, OH 44113 . 

C O M P U T E R S O F T W A R E 

equipment! Free Money-Saving Maintenance Tips. 
PMP, 10620 Nevada St., Melrose Park, IL 60164. 
847/455-3923. 

WINDOWS ACCOUNTING SOFTWARE 
WINDOWS LANDSCAPE SOFTWARE 

Try Our New CSA Service For 
Windows Accounting Software. It Includes: 

• Statements* Invoices* Work Orders* Route Sheet 
»A/R* Periodic Sen/ice & More* Estimation/Contracts 

Ask For A Free Demo. 
• CSA Service for Windows $325 
• CSA Service G/L for Windows $ 75 

7 1 4 - 7 3 8 - 3 4 1 4 
COMPUTER SYSTEMS 

APPROACH INC. 
1140 S. Raymond Ave. Unit F 

Fullerton, CA 92631 

P A R T S & S E R V I C E S 

EQUIPMENT MAINTENANCE TIPS 
How to more than double the life of your vehicles and 
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LAWN FERTILIZATION/ 
PARKIMB LOT SWEEPING COMPANIES 
Aggressive expanding lawn fertilization company is 

seeking to buy lawn fertilization or parking lot sweep-

ing companies in the Midwest United States. All 

communication is strictly confidential. There are many 

options and possibilities available. Reply to: American 

Companies, 2 8 9 9 S. Rochester Road, Rochester Hills, 

MI 4 8 3 0 9 , or call 8 10/566 -6870 , do U.S. Acquisi-

tions. 

HYDROSEEDERS & STRAW BLOWERS 
W e Buy, Trade & Sell New and Used Hydro-Seeders 

and Straw Blowers. Call 800/245-0551 for a free copy 

of our latest used Equipment List or our catalog of 

Hydro-Seeding equipment and supplies. 

F O R S A L E 
REPLACEMENT SNOWPLOW PARTS 

Replacement 
Snowplow 

firct/c Parts 

ñvenger 
$ Replaces Western, Fisher and Meyer parts $ 

MOTORS TRIP SPRINGS 

FOR A F R E E C A T A L O G OF OUR 
C O M P L E T E LINE OF 

S N O W P L O W PARTS C A L L 
1 - 8 0 0 - 4 2 2 - 4 1 8 4 

FINANCING 
LET THE G O V E R N M E N T FINANCE your small 

business. Grants/loans to $800 ,000 . Free recorded 

message: 707/448-0270 . (NK8) 

WHOLESALE TURF SUPPLIES 
CLIP For W i n d o w s Computerized lawn industry pro-

gram. SPECIAL D I S C O U N T E D PRICES: 125 cus-

tomer limit $ 6 9 5 , no customer limit $ 1 1 9 0 . Kawasaki 

Engines 12.5-hp with oil filter $ 5 4 9 . 9 5 , 14-hp with 

oil filter S 6 2 5 . 0 0 . R B G Blade Grinder $ 3 2 9 . 9 5 , Y e l k 

W h y walk when you can ride? $229 .95 , Lawn Spray 

Hose 3 0 0 ft. of 1/2-inch I.D. 200-psi hose $ 1 8 0 . 

ChemLawn Spray Guns $69 . 79 , Npzzlgs $ 1 1 . 1 5 . 

Hersch's Wholesale Turf Supplies 

Call Today for your FREE 1 9 9 6 Summer Catalog! 

(810) 5 4 3 - 2 2 0 0 (Michigan) 

1 - 800 -THE-LAWN (Outside Michigan) 

INSURANCE 

C O M M E R C I A L I N S U R A N C E FOR 
L A W N C A R E F I R M S 

"GREEN I N D U S T R Y SPECIAL ISTS ' ' 

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 B r o a d Street , Sui te 3200 

C o l u m b u s , O H 4 3 2 1 5 - 5 9 1 7 

PREMIUM REPLACEMENT PARTS 
MKI The Landscapes SuperstoreTM — Call today 

for your FREE WHOLESALE C A T A L O G . Land-

scaping Supplies, Engines, Parts and Accessories at 

Wholesale. Look — 12.5 Kawasaki Replacement Fil-

ters as low as $3 .99 . Many other great savings. Call 

M O H A W K INDUSTRIES at 800/724-2229 for your 

FREE C A T A L O G . 

CUSTOM CECAL KITS 

C u s t o m 
DecaI Kirs 

Easy to Order- Easy to Apply 
Boost Your Image Economically 

Call or Write: 
Sun Art Decals Inc. 
885 W. Bag ley Rd. 
Berea, OH 44017 
216-816-0290 
800-835-5551 
Fax:216-816-0294 

PISTON PUMPS 
G N C 

P U M P Inc. 

G N C Piston Pumps 

8 gpm @ 6 0 0 psi ($395 .00) 

15 gpm 0 6 0 0 psi ($695 .00) 

3 0 gpm @ 500 psi ($1 ,295 .00) 

All pumps complete with regulator, surge 

tank, pressure dump valve, pressure gauge and 

pulley. 1 YEAR W A R R A N T Y . 

800/462 -2005 

LAWN SPRAY T R U C K — 6 M C CABOVER 
1 9 9 0 G M C Cabover with Warner stainless split tank 

and bed. Hydrocell 25-gpm with 2 hose reels. 1 ,000-

lb. dry storage. 2 0 1 / 8 9 1 - 6 4 5 6 . 

LANDSCAPE SUPPLIES 
Landscapes' Supply Corp ... The first... And still the 

best, for all your equipment, parts, accessories and 

snow-plowing needs, at the L O W E S T PRICES in the 

industry — GUARANTEED! Call us at 800/222-

4 3 0 3 for your FREE 180-PAGE C A T A L O G ! 

FIBER6LASS SPRAYER 
G N C 

PUMP Inc. 

1 0 0 gallon Fiberglass Sprayer 

"$1 ,995 .00" 

*Briggs 5-hp IC Plus Eng.* 

(with oil guard) 

* Han nay Hose Reel* 

* 150 ft. 1/2 inch 560-psi Hose* 

*Mag 1 Spray Gun* 

*8 gpm @ 6 0 0 psi Piston Pump* 

800/462 -2005 

TOPSOIL SHREDDERS 

Topsoi l Shredders 
THE SCREEN MACHINE® 

8 0 0 - 8 3 7 - 3 3 4 4 

LAWN SPRAY TRUCK 
1988 Ford F600, 370-hp engine. 1,200-gallon Tuflex 

main tank, 200-gallon Drop Tank with mechanical 

agitation. Hannay electric hose reel, 3 0 0 feet 800-psi 

hose, 18-hp twin cylinder Briggs engine with 20-gpm 

Bean pump. 1 6 2 , 0 0 0 miles, good condition. Cur-

rently working every day. $9 ,850 .00 . Fort Myers Pest 

Control, Inc. 800/329-3100 . 

LESCOSPRAYER 
Leseo 200-gallon sprayer. Good condition. Call eve-

nings 513/473-2243 . 



SIPEWALKDEICER 
Low Cost 
Mel t ing at 

Lower 
T e m p e r a t u r e s 

N E W 
I M P R O V E D 

FOR FAST ACTION 
AT LOWER 

TEMPERATURES ON 
SIDEWALKS, DRIVEWAYS 

AND PARKING LOTS 
C A L L 1 - 8 0 0 - 8 2 2 - 6 6 7 1 
F A X 1 - 6 0 8 - 6 5 4 - 5 6 9 6 

CFS SPECIALTIES, INC. 

INCORPORATE—FREE BOOKLET 
Incorporate without legal fees! Free booklet tells how. 

Call now! 800/345-2677 . 

WHEELBARROW SUPPORT RACK 
B R I L L I A N C E ™ W H E E L B A R R O W 

S U P P O R T R A C K 
Secures a wheelbarrow on trucks, trailers and in 
shops. Minimize wasted space. 14 eauge galva-
nized steel. Mounts vertically and norizontal ly 
with the wheelbarrow clamped in place. Fully ad-

justable to fit all wheelbarrows. j 0 q ^ 

information, or 
Free Color Catalog 

Call Toll Free 

800-526-4743 
(Ask for Item # WSR-50) 

A M E R I C A N VAN 
1985 Rutgers 

University Blvd. 
Lakewood, NJ 08701 

RYAN LAWN AIRE AERATOR 
Ryan I ̂ awnaire Aerator — Model LA28. 2 years old. 

Excellent condition. New $4 ,000 . Selling for $2 ,000 . 

Kapp's Green Lawn, Ft. Wayne, Ind. 2 19/436 -4336 . 

HELP WANTED 

EMPLOYEESEARCHES 
Florapersonnel , Inc. In our second decade of perform-

ing confidential key employee searches for the land-

scape industry and allied trades worldwide. Retained 

basis only. Candidate contact welcome, confidential 

and always free. Florapersonnel , Inc., 1 7 4 0 Lake 

Markham Road, Sanford, FL 3 2 7 7 1 . Phone 407/320-

8 1 7 7 , Fax 407/320-8083 . 

LANDSCAPE DESIBNER/SALESPERSON 
Large design/build firm in Louisville, Ky., is seeking 

landscape designer/salesperson. Experience preferred 

but not required. Please send resume to: P.O. Box 

4 3 7 1 3 , Louisville, KY 4 0 2 5 3 . 

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. Wil l 

train and support. Send resume to P.O. Box 7 3 4 6 , 

Louisville, KY 4 0 2 0 7 or call 800/334-4962 . 

MAIN IfcNANCE SUPERVISORS 
The Brickman Group, Ltd., one of the nation's largest 

and fastest growing full service landscape companies, 

has an immediate need in principal cities east of the 

Mississippi for maintenance supervisors with 2-5 years 

experience. Brickman seeks energetic, team oriented 

college graduates with proven leadership, communi-

cation and interpersonal skills. Brickman offers full-

time positions, excellent advancement opportunities 

and exceptional compensation and benefits with an 

industry leader building on a 56-year tradition of 

uncompromising customer service. For immediate 

confidential consideration, please send or fax your 

resume with an indication of your geographic prefer-

ences and willingness to relocate to: The Brickman 

Group, Ltd., Corporate Office, 3 7 5 S. Flowers Mill 

Road, Langhorne, PA 19047 , 2 15/757 -9630 , EOE. 

LAWN CARE SPECIALISTS 
OPPORTUNITY IS K N O C K I N G . SavATree is ex-

panding our Lawn Care Division! W e are seeking 

ambitious, detail-oriented candidates with strong inter-

personal skills and sales experience to become part of 

our progressive and dynamic team. W e offer an out-

standing compensation package plus a wide range of 

benefits. Qualified candidates should send or fax their 

resume to SavATree, 3 6 0 Adams St., Bedford Hills, 

NY 1 0 5 0 7 or fax 9 14/666 -5843 , Attn: Human Re-

sources. 

CAREER OPPORTUNITIES 
Do you have entrepreneurial desires and abilities and 

are unable to exercise them in your present position? 

Career opportunities in irrigation, landscape manage-

ment and golf course construction are currently avail-

able for college graduates and experienced profession-

als with 2 -5 years experience seeking a solid future 

with a progressive, award-winning landscape com-

pany that exceeds customer expectations on a consis-

tent basis. The right person is a team player, orga-

nized, self-motivated, and prepared to work in a 

structured entrepreneurial environment and share in 

the rewards. Career tracks currently available, include: 

T e a m G r o u p Leaders 
T e a m Leaders 
Technicians 

Sales/Marketing 

Eastern Land Management, Inc. is a full-service North-

east landscape contractor. An attractive compensation 

package, with benefits, will be provided to the success-

ful candidate. Please fax resume to 203/316 -5434 . All 

applicants will be responded to. 

BRANCH SALES HANA6ER 
National Lawn Equipment, Pans & Accessories Sup-

plier expanding into the Northeast, Mid Atlantic and 

Southeast. Need articulate individual with retail man-

agement experience. Computer literate. Several mar-

kets available. Send resume with salary history and 

requirements to: Landscape« Supply, P.O. Box 4 5 9 , 

Spring Valley, NY 1 0 9 7 7 - 0 4 5 9 . 

INDEPENDENTSALESREPS 
Independent Sales Reps wanted calling directly on 

large landscape contractors and landscape supply whole-

salers. Our client manufactures an innovative land-

scape timber system that dramatically reduces installa-

tion time and costs which will lead to big $$$ for those 

reps interested in building the necessary relationships. 

If interested, call The Rep Connection® at 800/601-

0833 , or send agency's profile to 4 3 0 First Avenue 

North, #432, Minneapolis, M N 5 5 4 0 1 . 

LANDSCAPE OPERATIONS MANAGER 

Immediate opening with Construction Division 

of a nationally recognized firm headquartered in 

Orlando, Fla. Candidates should possess five 

years commercial experience, familiarity with 

Florida plant palette and strong technical skills in 

all facets of landscape construction. Responsibili-

ties include managing landscape field personnel 

through superintendents, routing truck drivers 

and coordinating with staff members on acquisi-

tion of material and other administrative matters. 

Candidates will need to demonstrate good com-

munication and organizational skills. Excellent 

salary with generous benefits including vehicle 

and retirement program. Relocation expenses 

negotiable. DFW/EOE. Please send resume to 

Don Parsons, 6 9 2 1 Hanging Moss Road, Or-

lando, FL 3 2 8 0 7 or FAX 407/678-8097 . 

Professional Landscape Contracting 

SALES ASSOCIATES 

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 
accepting resumes for the following regions: 

Northeast, Mid-Atlantic, Southeast, 
Midwest, West and 
Southwest. 

Send resume to: LESCO, Inc., 
Attn: HRSLS, 20005 Lake Road, 
Cleveland, OH 44116. 

LESCO 

Gallta 
ada&diie today! 

800-456-0707 



FULL-TIME POSITIONS 
American Turf Masters & Services, Inc. has immedi-

ate openings in a variety of full-time positions. We are 

looking for enthusiastic career minded individuals 

dedicated to excellence and professionalism. Ameri-

can is one of Michigan's most complete landscape and 

lawn care companies. We provide: Competitive Wages, 

Benefits/Health Care. Positions are available in: 

Horticultural Division 

Managers 

Laborers 

Sales Associates 

Lawn Fertilization 

Technicians 

Lawn Maintenance Division 

Foremen 

Laborers 

Project Supervisors 

Landscape Construction Division 

Lawn Irrigation 

Estimators 

Project Supervisors 

Crew Leaders 

Laborers 

Snow Removal Division 

Territory Supervisors 

Plow Truck Drivers 

Dump Truck Drivers with CDL License 

Qualified, experienced managers/supervisors will earn 

$30,000-550,000 per year. Interested candidates please 

call: 810/566-6870, or send resume to American 

Companies, 2899 S. Rochester Road, Rochester Hills, 

MI 48309. 

UNDERSTANDING IRRIGATION 
The Complete Irrigation Workbook, by Larry Keesen, offers a 
comprehensive look at irrigation design, installation, main-
tenance and water management including practical hands-
on techniques. Each chapter contains questions and an-
swers which can be used to test your own knowledge or as 
in-house training tools for new and seasoned employees. 
Appendix includes detailed drawings of irrigation installa-
tions. Order yours today for $24 per copy plus 52.50 
shipping and handling. Quantity discounts available. Call 
Fran Franzak, 800/456-0707. 

LANDSCAPEMAINTENANCESUPERVISORS 
Scott Byron & Co., a premier provider of residential 

maintenance services to Chicago-North Shore sub-

urbs has openings due to expansion for experienced 

supervisors. These are full-time, year-round positions 

with excellent pay and benefits. For immediate and 

confidential consideration, fax or send your resume 

to: General Manager, 30088 N. Skokie Hwy., Lake 

Bluff, IL 60044. FAX 847/689-0277. EOE 

LANDSCAPE LISTINGS 
JOB SEEKERS — fresh source of USA landscape/ 

grounds management job openings — twice each 

month. 6 issues (3 months) —just $24.95. EMPLOY-

ERS — List your job openings, quickly and inexpen-

sively. Call—800/428-2474.Ferrell'sJOBS IN HOR-

TICULTURE, 8 Terri Dr., Carlisle, PA 17013-9295 . 

MC/Visa. 
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• Reduce 
Transplant Shock 

PORTABLE DRIP IRRIGATION SYSTEM 

Ve used 1 
Now we're down to 
Jim Smith, Univ. of Illinois-
Champaign/Urbana 
"A a r e a t innovative p r o d u c t 
a n d a n effective t o o l f o r 
o u r tree e s t a b l i s h m e n t 
c a r e program." 
Tim MartzofMchita, 
Parks and Rec. 

Reduce watering frequency 
by 507o and time spent 

bydO-90% 

am 

Come See Us at the GIE Show - Booth #271 



Efficiency 
is what we deliver. 

Profits 
are what you get. 

L v A- :.; • p m p 
V r 

w 

Reduces to under 10 feet 
in just minutes! 

W I N G PLOW 
• Folding double-wing d e s i g n a l l o w s a 2 0 foo t p l o w t o 

qu ick ly & easi ly b e r e d u c e d t o u n d e r 10 feet ! 
• Idea l for mal ls , la rge park ing lots, a n d a i rpor ts 
• P u s h & s t a c k s n o w w i t h o n e m a c h i n e 
• M o r e ef f ic ient t h a n 3 p i c k u p t r u c k s 
• D e s i g n e d for w h e e l l o a d e r s in 1 5 - 3 5 , 0 0 0 lb. c l a s s 
• Hydrau l ica l ly a n g l e s u p t o 3 5 d e g r e e s in e i ther d i rec t ion 
• Ava i lab le in 16, 1 8 a n d 2 0 foo t w i d t h s 

DANIELS 
Pull Plow / / / V//////// 

15N365 Old Sutton Road, East Dundee, II 60118 

PULL PLOW 
• I n c r e a s e s n o w p l o w i n g e f f i c i e n c y b y u p t o 50%! 
• I d e a l f o r c o n d o s , t o w n h o u s e s , r e s i d e n t i a l , 

c i r c u l a r d r i v e w a y s , a n d l o a d i n g d o c k s 
• 2 , 0 0 0 l b s . d o w n p r e s s u r e s c r a p e s p a v e m e n t c l e a n 
• W o r k s in c o m b i n a t i o n w i t h t h e f r o n t p l o w 
• T h e e n t i r e p l o w c a n b e r e m o v e d in s e c o n d s 
• A v a i l a b l e in f o u r s i z e s - 72" , 80" , 90" , 9 6 " 
• F i t s m o s t 4 W D v e h i c l e s f r o m S U V ' s t o 1 t o n 

Dealer Inquiries Welcome 

1-800-386-2932 
Video and Financing available 

SERVICE #27 

"One-Pull 
snow removal eliminates 
inefficient backdragging! 



Work gets done faster once you put your back into it, and the new Isuzu NPR 

Gas V8 is certainly more than up to the task. It comes with a G V W rating of 

13,250 pounds, over 27% higher than a Ford E-350 * In fact, what would be 

considered an overload in the Ford is all in a day's work for the extremely durable 

Isuzu truck. And everyone knows if you can haul around a lot more stuff, you 

MOST TRUCKS DON'T 
HAVE THE SPINE 
F O R T H I S K I N D O F W O R K . 

A ladder type frame 
make less trips and is the ideal platform 

for a heavy load. 

more money. Bingo. Cha-ching. Amen. The 

Isuzu truck not only carries more weight, it 

carries more volume, with the ability to handle a larger cargo box than a van cutaway. The NPR also 

accommodates a variety of vocational set-ups, allowing you to put together anything from a stake bed to a 

tow truck. So if you're no stranger to heavy labor, get a truck with a good, strong back. 

Call (800) 785-5445 xP103 for your nearest Isuzu truck dealer and free information kit. ONE LESSTH .NG 
x ' * To WORRY ABOUT 

*I995 Ford Truck Source fook. ©American Isuzu Motors Inc. 1995 


