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In the ever-  plan, which lets you tailor-make a deal based on
changing world  your individual business needs. Even open-end
of business and  leases and upfitting equipment for a new vehicle

industry, one  are covered. (When we say flexible financing,
thing remains  we mean flexible.) Plus, there’s a choice of our
the same. Dodge is
dedicated to people who
are dedicated to their work.
For evidence look no further

than our On The Job program,
which gives qualified businesses

extended 100,000-mile/S-year
Powertrain Care Plus™ service
contract with Road 000 gy
Hazard Tire & W
Coverage,” or

up to $500 cash %,

i‘b
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commercial breaks, so to speak. = back." And all that's
The program includes a new o : over and above any national
flexible financing and leasing consumer incentives.

¢ An important € g
ommercial message from
The New Dodges

Ram Pickup,” available with an improved
Cummins Turbo Diesel. And of course,
Dodge Dakota,™ the only pickup in
its class with an available V-8.

What makes our On The Job program truly
outstanding, however, are the capable
commercial Dodge trucks it covers.
The newly redesigned Dodge Ram Vans
and Wagons, with more available Whatever your next commercial
Magnum® power, more safety features, venture, Dodge has an excellent way
and three different body lengths to choose from. Dodge 1o help you sponsor it.

*Service contract not available in AL, FL, MS, OK or UT. No refund if canceled. Some vehicles ineligible. There is a $100 deductible for each covered repair visit. Tire coverage

covers only complete or pro-rated replacement for original four tires, excluding spare. See plan copy and full details at dealer. 75300-3500 cash back, depending on model.
rey

TTSelect models only

Always use seat belts. Remember a backseat is the safest place for children

&%) The New Dodge

For still more hardworking info, call 1-800-WORK RAM. Or stop by our Web site: www.4adodge.com


http://www.4adodge.com

This is Not a Photograph!
This is Your Competitive Edge!
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OMPUTER IMAGING _SOFTWARE
for the Landscape Tndustry

PIG Demo Version

DesignWare-,
Planscap e®
LANDQUOTE®

COMPUTER IMAGING SOFTWARE
for the Landscape Tndustny

INCREASE
SALES!

Headquarters ,NCREA SE
516-654-1600 PROFITS!

COMPUTER SOFTWARE FOR THE LANDSCAPE INDUSTRY
Fax: 516-654-8046
Web: www.digsoft].com
E-mail: digsoft@unix.asb.com

COMPUTER so? ror YR ANDSCAMERDUSTRY
World Corporate Headquarters

516-654-1600

Fax: 516-654-8046
Web: www.digsoft].com
E-mail: digsoft@unix.asb.com
USE READER SERVICE #12
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Move to Kubota
country and you’ll
find versatility, dura-
bility and operator
comfort. The Kubota
B-Series (13 to 18 PTO
horsepower) tractors
are compact to fit in
tight places and pow-
erful to get lots of jobs
done. Kubota perfor-
mance matched implements include rotary
tillers, front loaders, mid and rear mount
mowers, boxscrapers and snowblower.

Need more power? Move up to the
innovative Grand L-Series (25 to 37 PTO
horsepower). Hydrostatic steering, shuttle
transmission with shift-on-the-go provides
ease of operation. Kubota’s exclusive optional
Glideshift transmission has clutchless opera-
tion through all eight speeds, forward and

conditioning for year
‘round comfort.

Visit your Kubota
dealer and find out
how to make your
move - to Kubota
country!

reverse. These trac-
tors are smooth and
quiet, with Kubota’s
E-TVCS engine
which ensures clean
emissions while
providing high
torque rise. Get one
with an integral cab
with heat and air-

For more information, please write to:

IKiybholn

KUBOTA TRACTOR CORPORATION
P.O. Box 2992, Dept. LI
Torrance, CA 90509-2992
or call Toll Free 1-888-4 KUBOTA ext. 404
(1-888-458-2682 ext. 404)
Financing available through Kubota Credit Corporation

USE READER SERVICE #13
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Raleigh, NC
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Compost and the Contractor

Organic and com-
post are words that

around, but where
do they really fit in
the contractor’s
business?

Pulling the Plugs
With fall approaching, now is the time to be selling

customers on the benefits of aeration.

Doing Tomorrow's Work Today

Fall preemergents offer contractors the opportunity,to
get a jump start on spring weed control.

By the Numbers: Controlling Overhead

Overhead recovery has to be done corvectly, and that
means doing it uniquely for. matntenance and
installation companies.

people like to throw

(ontractors and
Irrigation: A New Match
Knowing how to install
an irrigation system isn't
the only challenge
assoctated with setting
up an irrigation
division.
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EDITOR'S FOGUS

“Nothing can
stop the man with
the right mental

attitude from

achieving his goal;

nothing can help
the man with the
wrong mental
attitude. .”

— Thomas

Jefferson

Bob West
Editor

ow long has it been since you made yourself unhappy?

Strange question, isn’t it? Who in their right mind would
consciously seek out an opportunity to make themselves unhappy?

Wedo it, though, but we don’teven know it. We do it every time
we lose our perspective and forget about the things that really matter
in life and to us.

Keeping things in proper perspective is something I've always
prided myself on because, in the grand scheme of things, I think I
have a pretty good life, free of any troubles of consequence.

But that doesn’t stop me from wondering, “Why me?” at certain
times or feeling that things will never improve when I find myself
especially challenged. I would imagine that more than a couple
contractors also find themselves thinking the same thoughts during

the hectic times in the middle of the season when the crews are

running, problems are occurring and solutions are missing.

This is when it seems there’s always something to do that has
to be done ‘now’ and that only you can do it. It can be enough
to make a person crazy, or at least less pleasant than they need
to be.

The last few days before my writing this have been this way,
and I haven’t handled it particularly well. One of my favorite
remedies for these times is just to get out of the office for a little
bit, go for a walk and restore my sanity before I say something
I'll regret or do something I can’t fix.

Yesterday, I took one of those walks at a particularly harried
point in the afternoon, and it was probably my most productive
time of the entire day. Along the way, I encountered two scenes
that reminded me how insignificant my problems at the time
really were: a person in dirty clothes sleeping on a park bench
and an ambulance with lights flashing and sirens blaring as it
raced toward a nearby hospital.

Regardless of how upsetting my problems may have seemed
in my own little world, I was reminded then that [ was not lying

in the back of an ambulance requiring emergency medical attention
and I knew that I was going to sleep comfortably at home at the end
of the day. The problems that I was momentarily escaping were still
there when I returned to the office, but then I saw them for what
they really were, and appreciated what they weren’t.

Now I'm not so naive or idealistic to think that I will never again
lose my perspective or ability to discern real problems from minor
inconveniences in life. That’s a trap I know I'll be ensnared within
again at some point, but I bet we all can do a better job ofdelayirﬁ

how long it takes until that happens.
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Jacklin Sheds
Light On Shade
Tolerant Bluegrass [T [SRSaRr—

Kentucky Bloegnass T second generation of Glade
is here—the latest introduction from Jacklin’s Five Steps
( Above Program. NuGlade grows well in moderate shade,

making it the perfect bluegrass for tree-lined fairways and

other low-light areas. NuGlade maintains its rich, deep

:
color, even in shadows and at low cutting heights.
T'his breakthrough variety better resists —a Ve
disease and stress even when cut at 1/2 inch
Plant NuGlade, and you'll never be afraid of the dark again

Seed Company

3300 West Riverbend Avenue « Post Falls. Idaho 83854-9499
208-773-758] » Fax: 208-773-4840 « www jacklingolf.com

1997 Jacklin Seed Company » All rights reserved

USE READER SERVICE #82
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When it comes to purchasing irrigation supplies, contractors

have a number of options available to them. One, however, is
i 82.9%

clearly the most popular irrigation component provider — Y

the wholesaler/distributor, Better than 82 percent of 1,000

surveyed Lawn & Landscape readers offering irrigation

services said they buy their irrigation products froma

wholesaler/distributor, followed by supply houses (15.1

15,19 = 3:3%

percent), catalogs (5.3 percent), local nurseries/garden

Sapply
house

center (3.3 percent),

the necessary acreage through-
out the Pacific Northwest.
Regulations against field
burning are beginning to take
their toll on farmers, who have
seen post-burning yields drop
and now have to plant new
fields of crops about every
three years, compared with ev-
ery seven to 10 years before.
“Not being able to burn the
fields costs us abour 250
pounds of bluegrass seed per
acre,” noted John Cornwall, a
farmer for Jacklin Seed. “From
my perspective, that means
costs for seed have to go up.”
Most growers seem to
project an average to moder-
ately good 1998 crop yield, de-
pending on the variety, al-
though since recent weather
conditions have depressed seed
demand and driven inventories

SEED GROWERS FIELD
A FULL LINEUP

SALEM, ORE. - It was noth-
ing short of a seed lover's para-

Advanta Seeds Pacific.

While the majority of the at-
dise as producers of turf for the tention was on the companies’
professional contractor and golf  research plots, attendees also
had the immediate future on
their minds.

The continuing story of ac-
quisitions by AgriBioTech, Las
Vegas, Nev., was a popular
topic of conversation, with
some turfseed farmers wonder-

course markets held field days
in the Pacific Northwest.
Arttendees had the chance to
visit with researchers and field
representatives from Jacklin
Seed, The Scotts Company,
Seed Research of Oregon, Turf
Merchants, Turfseed and

ing how ABT plans to secure

up, a smaller yield isn’t neces-
sarily bad for the industry.

v
ACQUISTIONS  CONTINUE

The industry’s giants continue
to grow larger and continue the
consolidation trend as
TruGreen-ChemLawn, Mem-

Aﬂudeesﬂnvuimseedﬁeldsevemhdthoppmﬁtytocxﬁu
host of experimental turfgrass varieties up dose. Photo: Lawn & Landscape staff

(Source: Lawn & Landscape Reader Survey)

phis, Tenn., acquired
Lifescapes, Adanta, Ga., and
Cook’s Landscaping, in Aus-
tin, Texas.

Lifescapes and Cook's rep-
resent a total of approximately
$14 million in 1998 revenues.

Meanwhile, The Brickman
Group, Long Grove, Il an-
nounced that it entered the
Denver market and continued
its westward push with the ac-
quisition of Allen Keesen
Landscape, a $6-million firm.

The key personnel of the
acquired companies are ex-
pected to stay on as employees
of TruGreen-ChemLawn and

Brickman, respectively.

SIVPLOT MERGES TURE
FERTILIZER BUSINESSES

BOISE, IDAHO - The J.R.
Simplot Co. merged its grass
seed business with its profes-
sional turf and horticultural
fertilizer businesses.

Jacklin Seed and the Best®
brand fertilizer will now oper-
ate as Simplot Turf and Hor-
ticultural Products.

(continued on page 10)
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FALCON'ROTORS
JUST $36.95°

Clean up with big savings on big turf areas (30'-67").

The Falcon Rotor, with its patented Rain Curtain nozzle,

is now only $36.95 in plastic, $47.95 in stainless steel.*

T-BIRD™ ROTORS

JUST $15.95°

T-Bird offers solutions for small turf areas (16" -50")
for both residential and light commercial projects.

A 4" T-Bird Rotor with nozzle is now just $15.95.*

These prices are good through the entire 1998 season,
so whether it’s a new installation or a retrofit, you can

start saving money right now!

For more information on Rain Bird’s new value rotor
pricing, see your Rain Bird distributor, or call us at

1-800-247-3782. “All prices are suggested list.

RaN R BIRD
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(continued from page 8)

“We believe this will
strengthen both product lines
and make us more responsive
to customers,” said Doyle
Jacklin, president of the newly
formed entity. Wayne Burk
will continue to manage the
Best operations as senior vice
president and general manager
of fertilizer products.

Steve Beebe, Simplor presi-
dent, said the merger will not
affect the brands, labels or
production facilities for the
products involved.

In an unrelated an-
nounced, Simplot signed let-
ters of intent to acquire the
assets of seed distribution
companies — National of 11li-
nois and National of New Jer-
sey — which will become part
of the new company.

B riggs & Stratton has named Marv Klowak vice president of engineering
and quality assurance and elected William Reitman, corporate officer.
AgrEvo promoted Larry Norton fo business support manager for its Green Industry Group.

Florists’ Mutual Insurance Company appointed Andrew Protz as marketing representative for the eastern Ohio
region and Brent Bates as vice president — director of claims/claims counsel,

David Will is a new territory manager for Echo Inc.

Travis Meacham joined Jacklin Seed’s Washington operation as a grower services field representative.

Scott Burgess was promoted to director of marketing and sales for Stens Power Equipment Parts, and Bennie
Moseley and Darrell Johnson have been appointed territory managers,

The L.R. Nelson Corp. named Ernest Dunbar Texas/Oklahoma sales manager.
Mark Nattinger has been named southeastern regional manager for Century Rain Aid.

Plant Health Care appointed James Sutton sports turf account manager,

—

what you're doing with it

Make it a truck for all seasons.

Firestone has the solution for a better handling work truck — Coil-Rite™ and Ride-Rite* air helper springs.
Whether you've got cargo and a trailer on the back of your truck in summer or a snowplow on the front for
winter, you need more than an ordinary suspension. Under heavy load or towing conditions air helper
springs provide extra support for your truck’s coil springs and leaf springs. So adding Coil-Rite and Ride-Rite
to the front and back of your truck gives you greater stability and control. All through the seasons. Call for

the Coil-Rite and Ride-Rite dealer near you and find out how to make the most of your vehicle, no matter

Coil-Rite” :

Firestone o

Making your vehicle Ride-Rite*
its level best.

1-800-247-4337

www . firestoneindustrial.com

-

-

© 1997 Pirestone Industrial Products Company  FIRD108
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(JForeign Airmail 1 Year $218.00

*Payment must be in U.S. currency and drawn on a U.S. bank

QCheck Enclosed
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Exp. Signature

(prepayment required)

Date
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) ’
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QCheck Enclosed

This section must be completed to process your subscription

1. What is your primary business
at this location? (choose one)

|.CONTRACTOR or SERVICES

Q1. Landscape Contractor
(maintenance & installation)

[32. Chemical Lawn Care Company
(excluding mowing maintenance
service)

Q3. Lawn Maintenance Contractor

Q4. Ormamental Shrub & Tree Service

Q5. Irrigation Contractor

(6. Landscape Architect

Q7. Other Contract Services (please
describe)

I1.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

II.DISTRIBUTOR/
MANUFACTURER

Q1. Dealer

Q2. Distributor

Q3. Formulator

Q4. Manufacturer

w.umns ALLIED TO THE FIELD:
le%% Uni:/yersny

Q3 Trade Assoctatlon Library
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2. Wnat best describes your
title?
2 0wner, Pres., Vice Pres., Corp.
Officer
DManaoer. Director, Supt.,
Foreman
QAgronomist, Horticulturist *

Q Entomologist, Plant Pathologist
[ Serviceman, Technician, Crew
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Fax
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This section must be completed to process your subscription
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at this location? (choose one)
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2. Chemical Lawn Care Company
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3. Lawn Maintenance Contractor

4. Omamental Shrub & Tree Service

5. Irrigation Contractor

6. Landscape Architect

Q7. Other Contract Services (please
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ILIN-HOUSE LAWN/CARE
MAINTENANCE

Q1. 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/
MANUFACTURER

Q1. Dealer

Q2. Distributor

Q3. Formulator
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IV.OTHERS ALLIED TO THE FIELD:
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Q3.Trade Assodauon lemy

Q4.Others (please describe)

2. What best describes your
title?

Q0wner, Pres., Vice Pres., Corp.
Officer

QI Manager, Director, Supt.,
Foreman

QAgronomist, Horticulturist

QEntomologist, Plant Patholog
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AUG. 20 Indiana State Lawn Care
317/575-9010.

AUG. 20 Michigan Turfgrass Field Day,
East Lansing. Contact: 517/321-1660.

AUG. 20 Virginia Nursery & Landscape
Association Annual Field Day, Riner.
Contact; 540/382-0943

AUG. 22 Ohio Landscape Association
Landscape Facilities Tour, Broadview
Heights. Contact: 440/717-0002.

AUG. 28-30 Farwest Show, Portland,
Ore. Contact: 800/342-6401.

PUREE i v INE St " W T TR it At N gt G ay hon S OEY Ry TR T

SEPT. 2-4 International Society of
Arboriculture Florida Chapter’s Annual
Conference & Trade Show, Groveland.
Contact: 352/429-2171.

To ensure that your meeting date is published, send an announcement at least 10 to 12 weeks in

advance to Lawn & Landscape, 4012 Bridge Ave., Cleveland, OH 44113.

SEPT. 9-11 Landscape Design Short

Association Field Day, Carmel. Contact:

Course For Residential Properties,
Broadview Heights, Ohio. Contact: 440/
717-0004.

SEPT. 10-11 Southwest Horticultural
Trade Show, Phoenix. Contact: 602/
966-1610.

SEPT. 10-12 Florida Nursery and
Allied Trades Show, Orlando. Contact:
800/375-3642.

SEPT. 11 National Horticulture Short
Course, Orlando. Contact: 800/375-
3642.

SEPT. 18-19 Washington Landscape
Trade Show & Field Day, Enumclaw.
Contact: 800/833-2186.

SEPT. 15-16 Annual Turfgrass and
Landscape Research Conferences and
Field Days, Riverside, Ca. Contact: 909/
787-3575,

- JARNET TREND!

PLCl REDERNES
FOUNDATON

MARIETTA, GA. — The Pro-
fessional Lawn Care Associa-
tion of America renamed its
educational foundation The
Evergreen Foundation.

“Many of the foundation’s
original objectives are no
longer relevant,” noted Dale
Amstutz, Foundation presi-
dent. “Through a survey,
members of PLCAA told us
there’s no need for us to fund
turf research.”

Instead, the Foundation
will serve as a bridge between
the industry and the green
movement through efforts
such as the promotion of green
spaces for public use.

market. |t makes the perfect seed or sod bed, even in the
hardest soil. This one machine replaces every other imple-
ment | have and the trailer space they took up. We have an
AE-40 for smaller lawns and an AE-60 for commercial
seeding, sodding. One pass with the Aera-vator before
seeding or sodding and you will never have a call back from
grass not rooting info compacted soils.

Brian J. Kerber DBA, The Lawn Firm
121 W. 62nd Street, Excelsior, MN 55331

FIRST PRODUCTS INC. - Tifton, GA 31793

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

Retaining

Wall Pins

Streng + Convenient + Econemical

e Superior strength
e Available in two sizes
e Three point contact prevents unit shift

Call For Direct Pricing
1-800-282-4226

WALLPINS

USE READER SERVICE #22

RETAINING WALL PINS
SWRORDERSCAPES

www.borderscapes.com sales@borderscapes.com
Phone: 612-884-7310 Fax: 612-884-7252

USE READER SERVICE #23
LAWN & LANDSCAPE  AUGUST1998 13
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Get the

E-Z Reacher®
Trash Pick-Up Tool

You need one of these!

Why get off your
mower to pick up trash?

Easily picks up S

bottles, cans, rocks,
trash and debris.

(800) 748- 5529

Call now for a dealer near you.

Made in the USA

Don't Mow Trash!

Ask for the E-Z Reacher at your local supplier.

USE READER SERVICE #18

the Brisco

or shrub in
less than 2
minutes

- Save thousands
in labor and
equipment

+ Save money,
time and
increase
productivity

For more information and a free video
1-800-439 - 6834

BRISCO

251 Buckeye Cove * Swannanoa, N.C. 28778

USE READER SERVICE #16
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Without
advertising,
a terrible
thing
happens...

NOTHING.

To advertise in L&L
call 1-800-456-0707

TURBO TURF

TURF SPRAYERS

2 & 3 tank units available
Hypro or Kappa pumps
structural steel frames

Briggs or Honda engines

TURBO TURF

50 Gal from $ 1395.00
100 Gal from $ 1795.00
200 Gal from $ 1895.00
300 Gal from $ 2295.00

CALL US FOR A FREE INFO PACK

TURBO TECHNOLOGIES INC.

1108 Third Ave.. New Brighton. Pa 15066
412-846-0670 1-800-822-3437 Fax 412-846-3470
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TRUGREE CENLAW
THEHICANS DECERTFED

ST. PAUL, MINN. — Thirty-eight techni-
cians at a TruGreen-ChemLawn branch in
Burnsville, Minn., had their certifications
canceled by the Minnesota Department of
Agriculture after a copy of the state’s

closed book certification exam was found
in the branch office.

According to the MDA, 28 of the ap-
plicators soon retook a modified version of
the test and passed with significantly lower
scores than they had previously.

ASSOCIATION NEWS

he Professional Lawn Care Asso-
ciation of America announced that
it will introduce its new Green-
Team Day at the Green Industry
Expo. The day will be dedicated to the lawn
and landscape employee, and will feature a
presentation by speaker and author, Kerry
Johnson. The conference is held in conjunc-
tion with the Green Industry Expo, Nov. 13-
17, in Nashville. GreenTeam Day-only regis-
tration is $35.

The California Association of Nurserymen an-
nounced it has awarded Tom Bellows of Uni-
versity of California with the CAN Research
Award; Mark Bender of Modesto Junior College, the
Bert Kallmann Educator Award and Dan
Lassanske of California Polytechnic Univer-
sity, the Ron Reagan Education and Career
Award.

The itinerary for the Associated Landscape
Contractors of America’s 1998 Landscape &
Grounds Maintenance Conference, to be held
Nov. 14-17 in Nashville, Tenn., will include a
general session presentations by Roger
Herman that addresses the causes of em-
ployee turnover and how contractors can
control it.

The Oregon Nurserymen’s Foundation awarded
$11,900 in college scholarships totaling 15
students planning to study horticulture.

*
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POWER 15
THE PRIORITY

IF YOU WERE to relate a
mower to a human body, the
wheels would clearly be the feet
and the blades or cutting deck
would be hands. It stands to
reason then that a mower’s en-
gine would be its heart.

THE DURABILITY DYNAMIC. I¢’s
no secret that contractors’ big-
gest demand of equipment is
that it start when they need to
use it. With mowers, that puts
the emphasis on the engine.
“Contractors should look at
how an engine is designed and
constructed,” recommended
Cameron Litt, product man-

ager, Kohler Engines, Kohler,

Wis. “For example, a cast iron
cylinder will last a lot longer
than an aluminum cylinder.”
Contractors should also be
aware, however, of any trends
influencing current engine de-
velopment, such as an in-

creased preference for liquid-
cooled models.

“Generally, intermediate
walk-behind mowers are pow-
ered by air-cooled engines be-
cause of the smaller size of the
machine and the higher cost of

ENT NOTEBOOK

Larger mowers, such as this riding
machine, are using mower liquid-
cooled engines to take advantage of
reduced noise and increased
durability. Photo: Grasshopper

liquid-cooled engines,” noted
Mike Koppen, product man-
ager for commercial mowers,
John Deere & Co., Raleigh,
N.C. “But the durability asso-
ciated with liquid-cooled en-
gines as mowers run in dirty,
hot air is making them more
popular on larger mowers.”
Litt noted that engines of
less than 18 horsepower are al-
most exclusively of the air-
cooled style, with engines from
18 to 25 horsepower available

with both air- and liquid-

$58030

. =
N
i ;
%
. .

FEATURES:
® Spreads and sprays over 4000 sq. ft.
per minute.

Q¢ & S TURF CARE EQUIPMENT, INC.
TUuRF TRACKER

® Zero turning radius for maximum

ONE WORD

PROFIT!

Magic
§ &
‘Magic

1503 CR 2700 N « Rantoul,IL 61866
217-892-2954 « Fax: 217-893-3739

Border

bordermagic.com

maneuverability.
® Full hydrostatic drive.
® | 2’ break away spray boom.

® 150 Ib. capacity; 3 speed electric
spreader.

® Designed for residential and commer-
cial properties.

(330) 966-4511 (800) 872-7050
FAX (330) 966-0956
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Toll Free 877-892-2954
Installing Custom Seamless Edging with
the Look and Feel of Real Brick and Stone.

+ Self propelled

* Single person operation

* Residential edging

* Parking lot curbs up to 9 inches
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cooled options and engines beyond 25
horsepower relying almost exclusively on
liquid cooling.

“The liquid-cooled engine will be qui-
eter, which is important to the mower op-
erator,” noted Deb Szymczak, marketing
coordinator, Kawasaki Motors Corp.,
Grand Rapids, Mich. “There’s also less vi-

NOTEBOOK

bration with a liquid-cooled engine and
they’re easier to maintain.”

The overhead valve design of engines,
described as a “new, old idea,” by Dick
Tegtmeier, president, Encore Mfg.,
Beatrice, Neb., has also become popular.

“These engines seem to offer longer life,
and they also have a full pressure lubrica-

tion system to
let contractors
mow sidehills

Some dealers

may have
difficulty
getting re-

Tools of the Trade

Lawn & landscape accessories and equipment!

Ben Meadows
Company

is your source for thousands of
quality products. You are assured
outstanding customer service
and top-notch technical
support. We've assisted
thousands of lawn
and landscape
managers with
their equipment
needs since
1956. Let
us help

Jyou.

Satisfaction
guaranteed.

Contact Us Today For
Your Free Catalog!

1-800-241-6401
www.benmeadows.com

JBEN MEADOWS COMPANY

s
i Equipment for Natural Resource Managers
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without wor- placement
rying about & S
lubricating the par tSfbi oo
engine,” engine on
Tegtmeier ex- o e
Sl equipment

they sell.
SWAP SHOP.

Many contrac- ek
tors will run a

mower beyond the life of the original
mower engine, so the ease with which that
engine can be replaced is important.

“Contractors don’t have to use the same
brand engine if a replacement is necessary,
although that’s generally what they do,”
observed Szymczak. “They can pretty
much put any engine on the machine as
long as it’s within the same horsepower
range as the original engine.”

Litt pointed out that there can be a few
restrictions on replacement options. “Re-
placing an air-cooled engine with a liquid-
cooled engine can be a big task because the
latter requires additional space to install a
radiator,” he said.

MAINTENANCE REGIME. Many headaches as-
sociated with repairing engines can be eas-
ily avoided, or at least delayed, with a
simple maintenance program.

“On any engine, the key is maintaining
it properly,” Litt noted. “That means keep
the air cleaner clean, change the oil and
clean the air filters.”

“We recommend checking the oil and
filter every 25 hours of use, but contractors
might want to do so more often if they're
operating the mower in particularly dusty
conditions,” noted George Thompson,
vice president, corporate communications,
Briggs & Stratton, Milwaukee, Wis.

Bill Shea, vice president of sales and
marketing, Ferris Industries, Ferris, N.Y.,
also noted the importance of purchasing a
mower or engine from the proper dealer.

“Some dealers sell a lot of commercial
equipment but aren’t listed as a dealer for
that type of engine, so they may have diffi-
culty getting replacement parts or servicin
the machine,” he said. — Bob West mg
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WHEN IT COMES TO T REE AND
W AsSTE PROCESSING EQUIPMENT

wen )] T

FOR THE BEST AND MOST COMPLETE LINE OF HAND-FED CHIPPERS

Seven Models of hydraulic feed disc style chippers with
6", 9", 12" & 18" diameter capacities

Models of conventional Drums

The NEW Intimidator hydraulic feed Drum chipper

‘ N - | | MODEL 3680 BEA "CYCLERW

BY SMORACY

-~ 4 - 2

T —— s

The most effective waste reducer and mulch
producer available - process stumps, logs, brush,
pallets, railroad ties, wet leaves, construction waste and

demolition material.

whole tree chippers - towable and sell
propelled 147, 18" & 19" diameter capacity

chippers.

YR | Cllipi;cr chipbox combo  Big log and stump splitter
BANDIT inDUSTRIES, INCORPORATED

8750.MILLBROOK ROAD + REMUS, MI 49340 PHONE: (800) 952-0178 OR (517) 561-2270 + FAX: [517) 561-2273
llm | E-Mail: brushbandit@worldnet.att.net * Website: www.banditchippers.com
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cover story

t may be the most common trap for small businesses to fall
into, along with the most dangerous.
Growth becomes a goal driven not by hopes to build a
healthier company, but instead by a belief tha sales volume
correlates directly with success, regardless of profitability.
Tom Pruett has avoided that trap since the first day his
firm, LanArc, opened its doors to the Durham, N.C., market.
“Our philosophy all along has been that we want to give the
}] b . customer the best value for the dollar,” Pruett explained. “I knew 1
hat zgeSt didn’t want to be one of the biggest, but I did want to be one of the best.”
l'm,t necessar- This past year represented LanArc’s 15th year in business, and the

company totaled revenues of $1.08 million, which suited Pruett just fine.

Tom
Pruett

recognizes

l{y beSt’ but THE EARLY DAYS. “Our first year in business, I just wanted to make what I was

2 : making previously,” recalled Pruett. “After that, I wanted us to do $250,000,
bes gOt bls then $500,000.”
LanArc hit Pruett’s goal that first year. “One of the keys to our early success
Comp ﬂn}’ was good, loyal, repeat customers,” Pruett observed, which he credited to the
Poisedﬁr company’s quality work and the market he chose to setup in. “I wanted to be
in town that had some growth potential but that was small enough so we could
some con- establish an identity after a few key jobs.”
Growth was steady and regular as LanArc climbed to the $500,000 plateau.
trolkd It was during this period that the company really found its niche. “The thing
we do best is planning and planting,” Pruett explained. “We're always explaining to
grOu}tb. customers that the best value is not always in the most junipers, holly or azaleas, but

in the most creative design. We would rather use a three-gallon plant than a five-gallon

By Bob West

Tom Pruett, flanked by
Chris Myrick (left) and
Barry Wilbur (right),
plan to keep LanArc
growing at a double-
digit rate. Photo: Rob
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plantifit will save the client money without
compromising the job.”

High-end residential and light commer-
cial design/build jobs became the company’s
bread and butter. “We only solicit the nicer
residential maintenance jobs,” Pruerr said.
“And we subcontract out more of our irriga-
tion and construction work than we do in-
house, which helps to keep the job moving
and also minimizes payroll.”

It was this realization that led to a key
shift in the company’s path. “When we first

got into business, I took any job to keep the
guys busy and gencrate revenues, but then |
was spending too much time in ditches and
missing too many leads,” Pruett explained.
“During the first six months of subbing the
irrigation work out, I sold a lot more busi-
ness, which meant a lot more profits.”
LanArc does look for some variety in the
size of jobs it pursues. “We do smaller jobs
as well as the big jobs,” Pruett added. “We'd
prefer to do all bigger jobs, but those smaller

(continued on page 22)

HEADQUARTERS: Raleigh, N.C. A
OWNER: Tom Pruett a
PRIMARY SERVICES: Landscape

installation work comprised 72.5 percent

of 1997 revenues, with landscape ’
maintenance services of 24.5 percent and "
irrigation accounting for 3 percent. 5
NUMBER OF MAINTENANCE SERVICE

CALLS MADE IN 1997: 2,964

AVERAGE SQUARE FOOTAGE OF

PROPERTIES MAINTAINED: 12,000 square

feet on residential accounts and about

100,000 square feet for commercial/

industrial accounts.

EMPLOYEES: 12 year-round; 4 seasonal

1997 SALES: $1.08 million e
1998 SALES PROJECTION: $1.25 million v

Executive Summary

THE CONCEPT: To provide the client with 4\
creative design solutions resulting in the :
best landscape value; delivered within

budget and on time. c
FUTURE CHALLENGES: Finding good people .
to support our growth and being sensitive i
and responsive to the economy while
serving client and employee needs.

U

Tom Pruett

AGE: 43 ‘
BACKGROUND: After graduating from .
North Carolina State University and

teaching high school horticulture, received

degree in landscape gardening from

Sandhills Community College, Worked for

various landscape firms and as an industry
consultant for four years before starting

LanAre.
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For the past 30 years, high dose
chemicals have ruled as America’s
all-purpose insecticides.

Time’s up.

The environment doesn’t want them. Your customers Delta Gard

don’t want them. These days, high dose insecticides

are dinosaurs. Which is why we've introduced DeltaGard™, the world’s most

potent (and successful) pyrethroid inseclicide.
DeltaGard'’s unique single acltive isomer
configuration works at rates between 0.06
to 0.13 Ibs./Al/acre to control virtually all
the surface feeding insects present in your
customers’ yards. So the next time you use a
spray or granular insecticide as part of your IPM

program, make sure it has DeltaGard
O A\wrbvo
DeltaGard rao
fo—ap ]

written on it. Truly, this is the way

the world is moving

¢ AgrEvo

95 Che Ridge Road

7645

ot
“‘
*". USE READER SERVICE #10

Remember 10 read and lollow label directions carefully= 1998 AgrEvo USA Cc



(continued from page 19)

as well as the big jobs,” Pruett added. “We'd
prefer to do all bigger jobs, but those smaller
jobs supplement our cash flow whereas the
bigger jobs can drag out.”

The company’s growth slowed during
the late 1980s and early 1990s to 3 to 5
percent, Pruett noted. “At this point, it was
me and a bunch of guys in the field without
a lot of structure. I was doing all I could.
That was the first time I realized I would
have to turn some of the responsibility over
to other employees in order to start actively
growing the company.

“So I started to look for people with an
education who were looking for a career,”
he said.

Perhaps thar statement more than any
other speaks to what should continually put
the company in a position to succeed. The
one-time high school horticulture teacher
encourages any LanArc employee to im-
prove him or herself through education.

“The employees pay for the certification

program up front so they have a
vested interest in their education,
but when they pass the exam, the
company reimburses them for that
money, gives them a bonus and
may give them a raise,” Pruert ex-
plained. “Some contractors don't
want their employees certified be-
cause they're afraid those employ-
ees will be stolen by other compa-
nies or go into business by them-
selves, but I hope these employees will give
our company better credentials and benefit
us while they’re here.”

Pruett has since found the people he
believes represent much of the company’s
future in his installation and maintenance
division managers, although they arrived at
LanArc via different routes.

Chris Myrick manages the installation
division, which accounts for 75 percent of
the company’s revenues. He first encoun-

tered LanArc while on a field trip with his

landscape class from Sands Hill Commu-
nity College. “I volunteer our company for
this field trip every year for a recruiting
tool,” Pruett explained.

Barry Wilbur, maintenance division
manager, hasa degree in businessand wasn’t
necessarily looking for a green industry ca-
reer when he found one. For Pruett, Wilbur’s
background and lack of green industry ex-
pertise is a strength to take advantage of.
“Technically, yes, he'shandicapped,” Pruett

(continued on page 24)

Pumping Systems

DESIGNED AND MANUFACTURED BY FLOWTRONEX PSI =

THE LEADING NAME IN PUMPING SYSTEMS AROUND THE WORD
PHONE 410825 2353 o FAx: 419-825-3714 o EMai: AOBOYBAOWTRONEX.COM

e You Should Hg
Bought A FloBoy.

Don't clown around with a stick-built nightmare.

Get a FloBoy pumping system!

Yes, we cost a little more at the front end - but we save
you a lot more on the back end. How?

We're ready to pump the day we arrive. We operate
—— virtually trouble-free. And we give you
one-source accountabuhty which translates
into hassle-free service.

Before you decide on a do-it-yourself
pumping system, call us at 1-800-426-0370.
We won't leave out any important parts.
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An insurance package
designed just for you

Program Manager

Gl’(‘(‘l]l?lk is a broad insurance package
specifically designed for the green industries. B. & D. ISBURGER, INC.

DEPERDAPLE SERVICE SINCE 1915

1-800-431-2794

Westport Insurance Corporation and B. & D. A. Fax (914) 428-0943
Web Site/E-mail: weisinsure @ weisburger.com
Weisburger have generations of experience Fax-On-Demand: 1-800-ASK-WEIS (800-275-9347)

5 Waller Avenue, White Plains, NY 10601
insuring people like you, who work with pesti-

cides and herbicides. As a team, we're bringing
you the best combination of service, coverage

and pricing available in the marketplace.

Call for a Gl’(‘(‘l]l:()lk quote today.

Westport

A GE Capital Services Company
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Lawn maintenance operators across the country
are discovering the compact, maneuverable
Mid-Size Walker Mower. With its zero-turning
radius, the Walker is perfect for summer
maintenance as well as for winter tasks. And,

the labor-saving Walker looks good especially
G wﬁ' di

Walker Mowers

Walker Manufacturing Company

5925 E. Harmony Rd., Dept. L1

Fort Collins, Colorado 80528

(800) 2798537 www.walkermowers.com
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(continued from page 22)

recognized, “but from a business and customer service standpoint,
he's in tune with what we need to do to be successful.”

SIZE AS A STRENGTH. The end of this decade finds LanArc at a critical
juncture in the company’s life. With Myrick and Wilbur aboard,
double digit growth has returned and is expected to continue, but
Pruett knows that won't come without being able to successfully
meet additional challenges.

The key to growing, while remaining a small company, will be
Myrick’s and Wilbur’s ability to maximize the efficiency of their
crews. “Last year, we produced $63,000 per maintenance employee
and $101,000 per installation employee,” Pruett shared. “The keys
to doing that were martching the right crew talent and personality-
wise to the right job and having the right equipment.”

“There are a lot of ways to minimize manpower with equip-
ment,” noted Myrick. “We look at every part of a job and look for
something that will save us money. If we have to take materials into
a backyard, maybe it will take longer with a wheelbarrow but we
might save money by not damaging the turfwith a heavier machine.”

Pruett called the company’s investment in equipment the smart-
est decision he made. “When you're just starting out, renting
equipment may be the only option,” he noted, “but you've got to
have those machines for an entire job, not just on a per-day basis.”

Additionally, Pruett looks to maximize the productivity from
each piece of equipment. For example, the company has at least 10
attachments for his skid steers.

Pruett also explained that LanArc is a big believer in specializing
the various employees” skills so they spend most of their time doing
the same one or two tasks on a job.

The company also prefers keeping crew sizes as small as possible
— usually two men per job — for maximum efficiency. “We'll send
bigger crews for bigger jobs, but then it’s important to make sure
everyone knows who is ultimately responsible for that job.”

And as with any company looking to grow, LanArc will have to
find additional leadership personnel to do so.

“I need to find a really strong design/salesperson so that I can
begin to manage the business more,” Pruett noted. “That way I can
focus on a select group of customers who are high revenue people.”

Finding the right people will also enable Myrick and Wilbur to
focus their energies in otherareas. “Rightnow, 70 percent of my time
is spent working in the field,” Wilbur noted. “The other 30 percent
is set aside for customer follow-up and acquiring new contracts. To
get where we're headed, my non-billable hours will have to rise and
someone will have to step up in the field.”

The final challenge may be keeping the company true to the initial
goal of quality over volume, something Pruett has no plans to sacrifice.

“We'd like to get some more of those high profile jobs, but I'm
not going to go buy them as losers,” he affirmed. “Having 20
employees is great for us, and we'll just see how much work we can
get out of them.”

LanArc s located at 3505 Carpenter Pond Road, Durham, N.C. 27703.
The company can be reached at 919/598-3605.

The author is Editor of Lawn & Landscape magazine.
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22-4-1().

Lebanon Turf Products is the only company that offers a homogeneous
fertilizer with isobutylidene diurea to lawncare professionals. Period.

Greenskeeper II 22-4-10 is quite simply, the best fertilizer the golf or
lawncare industries have ever seen. Its dual release nitrogen sources
are perfect for warm or cool season grasses — regardless of soil type
or condition. And it’s backed by our Authorized Lebanon Turf Products
Dealer network.

So the only problem your customers might have with their lush, golf
course green lawn is the number of folks asking to play through.

For more information, or to order Greenskeeper II 22-4-10 today,
contact your nearest Authorized Lebanon Turf Products Dealer. Or call
1-800-233-0628.

greenskeeper
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Organic and
compost are
words that
people like to
throw
around, but
where do
they really fit
into the
contractors
business?

By Rod Tyler
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s compost availability becomes more prevalent, it is impor-
tant as a buyer and user of compost to be a stickler for quality.
Compost is the only annually renewable, recycled, 100
percent natural organic product that gives so much value to
the soil. And peat moss, barks, manures and other organic
sources work in combination with compost in mixtures that
help contractors adjust soil pH and fertility.
But how can the landscape contractor spot quality compost?
For starters, look at the

projects where it was used
successfully lastyear. Qual-
ity compost is most easily
separated from average
compost in the perfor-
mance of plants where it
is used. However, with-
out the time and ability
to remember all of the
places compost is used,
the following few points
may make it easier for
comparing products.

Contractors should be sure tests
OPTIONS ABOUND. Unfortunately, there isn't enough  for soluble salts have been
research about all of the types of soils, composts, cli- m&dedoamywmpost
mates, application rates and plants to be able to guide Whmm know which
contractors as to what kind of compost to buy. plant varieties that compost can
Fortunately, though, the answer is quite simple. All  be ysed with. Photo: Rod Tyler

composts help almost any plant grow better if they are
used correctly. As a general guide, composts with higher
fertility work well when used with plants which are heavy
feeders. Likewise, plants that are sensitive to over-fertilization
or high soluble salt levels are a better fit for composts of a lower
fertility level. As a general rule, most perennials, especially
grasses, respond well to compost. Although trees and shrubs do
not double in size like many annuals and perennials do when
planted in compost amended soils, these plants often stay alive
longer and perform better when compost is used. If you are still
unsure of where to turn for answers, contact your local exten-
sion office or testing laboratory and they should be able to
answer your questions.

(continsued on page 30)




;1L THE COMPETITION AWAY!

www.expressblower.com

800-283-7221

preading mulch and compost by hand
is a costly and labor intensive process.
It limits production and puts workers at
risk for injuries. The Express Blower is cutting
edge technology. It will turn an inefficient
process into a profit center and blow your com-
petition away!

The entire truck/blowing system can be operated
by just one person, with remote control, in any
weather, on any terrain, Spread mulch, com-
post, soil mixes, playground chips or any num-
ber of other organic materials for landscaping,
lawn restoration, erosion control and much
more. When you consider the cost for labor,
equipment and wasted time in spreading manu-

ally, you will never push another wheelbarrow!

And now with an ALL NEW Injection System
the Express Blower can inject seed, fertilizer or
other additives WHILE BLOWING! Install a
lawn with soil mix and seed, or blend weed
inhibitors with mulch while blowing. You can
even topdress and overseed turf with only one
application

Get a jump on your competition. Call today and
find out how you can expand your possibilities
with an Express Blower!
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Cubic Yards Per Hour
A typical 5-person crew can

ad 8 cubic yards per hour

Cubic Yards Per Hour

The Express Blower, using

only one person, can blow 30
) cubic yards per hour
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Every lawn and landscape has
thousands of tiny time bombs hiding
in the soil. Broadleaf weed seeds. And
the best time to stop the explosion

is before they emerge. A preemergent
herbicide application creates a zone
of protection where weeds get
whacked os fast as they germinate.

So your customers never see any
weeds, and the turfgrass gets off to a
fast, healthy start. It works so well, it
can eliminate a lot of callbacks and
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maybe two or three postemergence
herbicide applications. One treatment
of Gallery™ preemergent herbicide is
all it takes. Use it spring or fall on

turf or ornamentals to prevent
more than 95 kinds of broadleaf
weeds for up to eight months. For
more information, call us toll-free at

1-800-255-3726 or visit our web
site at www.dowagro.com. Always
read and follow @ DowAgroSciences

label directions. Galm’

“Trademark of Dow AgroSciences LLC
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Probiem
Solvers

*Reduced turf clippings
*Aggressive tillering & fill in
*Improved mowing quality
#Very dark green color
*Better versus brown patch
*Durable under traffic
*Drought tolerant

*Sun or shade lawns
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Forest Grove, Oregon 97116
800-221-7333 503 357-2141
Fax 503-359-9223

Quality Seed since 1914
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THESHOPPING LIST. At the

same time, there are some
critical items to consider
\thn g()ing .\h()pping f()f
compost. Be sure that the
source of the material to
be used is consistent.
thing is worse than
getting halfway through a
project and finding out
that you cannor get any
more ofa particular prod-
uct. When you arrange to
get your compost, make
sure to ask some ques-
tions of the provider:

1. Does the vendor
provide directions for
proper use of the product
in the application you have chosen?

2. Isasteady, consistent supply available
at all times?

3. Is the source of the compost the
same...i¢., if you buy from a garden center,
does it buy from only one compost facility
or many?

4. Has the product been tested? If so, are
the test results available?

5. Has the compost been used in any

Interested
in more
information?

®  Step-hy-step guides on using compost in the
nursery, landscape and topsoil fields. A complete
set of specifications is available from The
CGomposting Council, Washington, D.C. The
specifications have already been formatted in
Masterspec, have been reviewed by the American
Society of Landscape Architects and are ready to
use, They come on a floppy disk and the cost is
$25 for members and $50 for non-members, The
Composting Council also has numerous other
publications with step-by-step photos illustrating
how to effectively use compost in landscape,
nursery and topsoil settings. For more informa-

tion, call the Composting Council at 301/913-2885.

The use of quality ( in omemental beds cmdso help tors
control soil pH and fertility levels while minimizing odditional fertiliza-
tion requirements. Photo: Rod Tyler

local projects such as demonstration plots,
university research programs or award win-
ning landscapes?

6. Does the vendor have the ability to
custom mix the product to your needs?

7. Does the product have favorable price
and packaging?

Notice that these issues are arguably in
descending order of importance, with price
being the last consideration. Without qual-
ity, what good is a low price? Quality
is an important part of making, sell-
ing and using compost. Using a com-
post product that is not yet ready may
not fulfill your growing goals.

IT’S TIME TO CHOOSE. The growing
popularity of compost use among
landscape contractors means a lot of
professionals may be working with
these products for the first time. Se-
lecting quality compost material to
work with is obviously a key to the
project’s success, and some tips to
selecting the best material follow:

1. Pick up the product and run it
through your hands. Does it smell
carthy like soil or sour like vinegar? If
it smells earthy, it is probably stable
and ready for use. If it smells like
vinegar, it needs to compost more.

2. Look at the material’s color.
Most composts that are ready to be
used are very dark brown to black in

(continued on page 32)

<




- Because close
isn’t good enough.

If you've got problems due to water repellent turf conditions, then you need a

product that not only gets water into the thatch and top soil, but
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z o ' actively works below the surface. Nothing is
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through the hydrophobic layer and into the root
zone, where it can effectively fight compaction,

drought stress and localized dry spot.

RESPOND

Concentrated Wetting and |
Penetrating Agent |

E
More quality products you can get l 'mted
only from United Horticultural Supply Horticultural Supply

(80 O) 84 7' 641 7 www.uhsonline.com
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Windows

Software

for the Green Industry

Nursery
Greenhouse
Landscape
Garden Center

Order Entry
Invoicing
Inventory
Shipping
Estimating
Sales Analysis
Imaging
Inventory Planning
Accounts Receivable
Portable Applications
Computer Aided Design
Purchase Orders
Chemical Tracking
Accounts Payable
General Ledger
Job Costing

% MultiUser
% FAST
% EASY
% 32 Bit
B 95,98, NT

Payroll

Point of Sale d P s
Inquisitor

And Mo M DRAG & DROP

ﬂ USER FRIENDLY

I

UDS Green Industry Software, Inc
6095 28th St SE Grand Rapids, MI 49456
Toll Free 800 626 7247
Phone 616 942 8142
Email UDS@worldnet.att.net
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(continued from page 30)

color. There are some exceptions. Chicken
manure compost, for example, is normally
a little lighter in color. But most products

tion of color through the compost pile.
3. Fertilizer analysis should be “around” a
1-1-1 N-P-K value, but this does not mean

are consistently dark without great varia- (continued on page 36)

Putting it Down

s the green industry becomes more aware of the henefits of the use of compost and
related organic materials, a new questions arises: How should these materials be applied
to the landscape?
Some manufacturers have offered one potential solution to this quandry with the advent
of pneumatic application machines.

Currently, there are two general types of these machines available based on the application size.
Finn Corp., Fairfield, Ohio, offers trailer-mounted and truck-mounted models for contractors
applying 2,000 to 3,000 cubic yards of compost, bark, mulch and other related products annually.
Eugene, Ore.-based Rexius Express caters to the even larger applications, for contractors applying
anywhere from 8,000 cubic yards to 40,000 cubic yards a year,

Both manufacturers quickly point out the benfits of these machines, which have only been
introduced to the market during the last five years.

“Pneumatic applications virtually eliminate 10 laborers on a job,” claimed Kevin Sahourin, product
development manager for Finn, comparing pneumatic applications to the traditional rake, shovel and
wheelbarrow method of applying these materials,

Dan Sutton, vice president, sales, at Rexius Express, pointed out that contractors can enjoy
tremendous materials savings as well, “Applying materials by hand will require an extra 20 to 30
percent of material because then there is so much more waste and it's going to be applied unevenly
across the job,” he said.

Depending on the type of equipment they use, contractors have taken different approaches to bulk
material applications. Those using the smaller machines, which may still carry a six-figure price tag,
handle residential and commercial mulch applications, topdress compost into topsoil, work for
erosion control or heel in root balls of trees in nurseries.

John Engwer, owner, Groundscape Express, Renthem, Mass., has a 30-cubic-yard capacity unit that
applies material between four and nine cubic yards per hour. “The application rates really vary
depending on the different materials and how wet and heavy they are,” he explained.

Engwer said manufacturers’ claims about labor savings have also proven true, and his crews are
composed of just two people — one person on the front of the hose and one to move the hose and
handle cleanup.

Rexius Express’ units, however, are much larger — trucks in the 56- to 80-cubic-yard capacity
range — and therefore are favored by contractors with larger application-driven revenues in mind.

A common approach by owners of these machines is to setup a business entirely separate from the
landscape contracting company and operate as a subcontractor for the various landscape contrac-
tors in the market, who may otherwise be competitors.

Joe Alcini is a vice president for Ground Efx, Macomb, Mich., which operates separately from his
landscape company, Foxfire. “We handle mulch on a lot of larger, commercial projects, and we're
using a system to inject the seed mix into the compost as it’s applied, which saves a lot of time,” he
explained. “Making it a separate business lets us work for other contractors as subcontractors
without having our own Foxfire trucks on the job.” — Bob West
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Families rely on you for lawn care expertise
because they know you'll make the right
very best for the turf, and for
the people who enjoy it. One important
way to keep that trust is with Dimension®
turf herbicic

Chul(ci

hat's because Dimension gives families

a lawn they can love. It provides season-
long control of crabgrass and over 20 other
tough grasses and weeds. And it does it
without staining, or harming adjacent

£

ormamentals. That means no more weed
“fringes,’ because you can apply Dimension
with confidence right up to the lawn’s edge,
even around walks, drives, and landscaping.

Dimension’s low use rates and favor-
able environmental profile mean less
worry. In fact, when you apply Dimension-
on-fertilizer formulations, families can
re-enter and use the lawn as soon as the
dust settles. That could even tum a skepti-
cal neighbor into a future customer.
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Dimension offers the widest applica-
tion window — 6 weeks more than other
preemergence products. And you'll save
money because season-long control means
fewer callbacks. Most important, your cus-
tomers will stay customers, year after year
after year...the kind of callba
live with.

Call 1-800-987-0467 or visit us at
www.dimensionpro.com to learn more.
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TAke HiGH PERFORMANCE
To NEw HEIGHTS.

At Echo, we've been giving landscaping professionals exactly what they need for over twenty-five years: superior outdoor power
equipment that more than performs...day affer day after bumping, jostling, banging, hard-working day.

The result? Power equipment that exceeds professional demands for quality, durability and dependability. Echo Pro Performance.
Built by the team that knows what professionals need. Maybe that's why more landscaping professionals choose Echo than any
other brand of outdoor power equipment. For more information on Echo Pro Performance products call 1-800-432- ECHO (3246).
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JYr y . Echo Power Pruners™
: ,.\\’»‘ - - give you greater reach and superior
. cutting. That's Echo Pro Performance. Like our

——  PPI-2400, the longest engine powered pruner on the

market. Its smooth, snag-resistant cutting head sports a

12" bar running a quick-cutting, narrow kerf chain. Plus, there are optional extensions
and accessory cutting attachments available for added versatility. And of course, the
Power Pruners™ are powered by our legendary, world-class, two-stroke engine. Just

what you'd expect from the number one name in outdoor power equipment.

EXTENDS FULLY TO 12°10”. OPTIONAL 5’ EXTENSION REACHES NEARLY 18°.
Most Power Pruners™ easily fit in the bed of a full-size pickup truck.

ECHD

The Pro Performance Team

USE READER SERVICE #34 © 1998 Echo, Inc.




compost

{continued from page 32)

that a compost having a 1-.5-.5, N-P-K
value is useless. Remember, the main value
of using compost is for the organic matter
added to the soil. Biosolid-based composts,
chicken manures and some other manure
composts, often have N-P-K ranges from 1-
1-1 to 3-3-3 or slightly higher. Most com-
posts never get above a 5 percent N level, so

depending on the application rate, addi-
tional fertilizer may be needed. However, if
1 inch of 1-1-1 N-P-K compost is used in
annual or perennial flower beds, tree plant-
ing, turf or ornamental beds, it will nor-
mally supply enough nutrients for the first
growing season.

Many landscape contractors choose to

PAVER RESTRAINT

Landscape and Masonry Contractors

N Y

ORIGINAL \
L-SHAPED

A o u P E
UNDER N
: PAVER S

BRIC-EDG MAKES
PAVER WORK EASIER

New improved features
will increase your
companies profit.

* Keyhole cut
improves flexibility

* Thicker/stronger
vertical leg

* Round spike holes
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+ Safe sturdy black
vinyl

* 15 ft. or *7'/2 ft. pcs

« Steel stakes included
* Can ship UPS

Call for your nearest

distributor

1-800-EDGINGS (334-4647)

1-888-334-4647 in U.S. and Canada

E-Mail: olyola@aol.com

_ Website: www.olyola.com

NEW NO SALES

<

KEYHOLE TO CHAIN STORES
aESIGN

2 Oly-Ul
TR/ A
EASIER iy N

OUTSIDE
OF PAVER

No cutting or
snipping needed
to make curves.
BRIC-EDG has been used
successfully world wide for
10 years.

We also have 7 other
landscape edgings.

~

124 E. ST. CHARLES ROAD
VILLA PARK, IL 60181
1-(630) 833-3033 « FAX: 1-(630) 833-0816 )
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Compost is the only

annually renewable, re-

cycled, 100 percent natural
organic product giving so
much value to the soil.

fertilize in addition to using compost to
ensure that the plants are getting plenty of
nutrients. An analysis of the compost’s value
as a fertilizer can save these fertilizer dollars.

4. Check o see if tests for soluble salts
have been conducted. This is an important
test for contractors to be aware of as it relates
to the type of plants that are grown in the
compostamended soil. For instance, several
tender annuals are very salt sensitive and
struggle during transplanting. This is some-
times referred to as “transplanting shock,”
but can often be aslight burn from the salts.

Make sure the soluble salts in the com-
post are below the safe level for the plants
used in the project and proper irrigation is
provided after transplanting,. Salt rolerance
levels of various plants are often available at
many labs that do the testing. If they do not
have what you are looking for, contact your
local extension office, but a good rule of
thumb is that most plants do well if salts
levels are below Smmhos/cm.

5. The original ingredients of the com-
post should be unrecognizable. If the com-
post is made from leaves, you should not be
able to see any leaf parts in the finished
compost. Likewise, if the compost is made
from twigs and branches, none should be
visible in a product for sale.

Keep in mind there are uses for “mulchy”
composts. Some contractors actually use a
one-half or three-quarters composted mix
in mulches that they feel help offer a wider
spectrum of food for the soil over time. If
you use compost like this-as-a mulch, still
limitapplications to the normal 2 inches per

year to be effective.

The author is National Field Representative of

the Composting Council. He can be reached at
440/926-8041.
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The National Expo for Lawn & Landscape Professionals!
———
Opryland Hotel Convention Center
Nashville, Tennessee ¢+ November 14-17, 1998

‘A Over 60 Educational Seminars—
Business & Technical Topics,

“Of all the trade shows
around, the GIE show is

Expert Speakers the most professional

e ; trade show you can

./Q 300 Exhlb!ﬂng Companies- attend. The w;mmimml

' 12 Exclusive Trade Show Hours program selects the

) [ highest quality of

ﬁ Outdoor Equipment Demonstration— ot speakers. This
' Try Before You Buy trade show attracts serious
buyers. I recommend this

ﬁ 5,000 Industry Professionals— show to all our clients

Networking Opportunities Galore regardless of the size of
their company. The after-
hours brainstorming and

GIE is Sponsored by: sharing of information

with non-competitive

m ’ PLC A A m companies is an asset.

Don’t miss the show in

Show Dates: Opryland!”
Conferences: Saturday to Tuesday, November 14 thru 17 - Jerry Gaeta
Outdoor Equipment Demonstration: Sunday, November 15 Vander Kooi & Associates, Inc.
Trade Show: Monday & Tuesday, November 16 and 17

YES! | want to know more about GIE/98.
' Send me information on exhibiting my products!
'J Send me information on attending conferences & show!
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Phone: ( ) Fax: ( )
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Fax: 770/578-6071 Phone: 770/973-2019 L

For travel arrangements call Opryland International Travel at (800) 677-9526.
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nenefits of aeration

Photo: Ryan Corp.

he lawn care industry, both manufacturers and contractors, has done a good
job of selling homeowners on the benefits of aeration. Perhaps too good a job.
‘Vitb tbe Healthy turfgrass is often an invitation for heavy pedestrian traffic, which
leads to excessive compaction of the soil and poor root growth. And
fa” sedason contractors realize that the benefits of acrating a lawn include short- and

long-term plusses. For the short term, aerating changes the physical and
approaCbing, chemieal characteristics of the soil and thatch, thereby improving water retention.

An annual acration of a lawn will alse help breakdown the thatch layer and serve as

. /} a substitute for a direct topdressing. However, lawns that haven't been aerated

now 1s the regularly in the past may require multiple acrations to achieve the desired levels of
: thatch and compaction contrel,

time to be Nowadays, aeration is an easier sale to make. “Homeowners have become

educated on the value of lawn agration,” noted Greg Schreiner, president and owner

selling of Acration Consultants, Ine., Denver, Colo. “Properaeration can save them up to

25 percent of their summer water bill, especially inadrier climate like Denver. Plus,

t‘m’tomm on their lawns look better.”

Lorne Hall, president and owner of Western Lawns in Oklahoma City, Okla.,
l] : said only abour 1 percent of his customers request aeration service, but there’s
the Is 0 potential for “at least 10 percent if we promote it more.”

aeration. PRICING TO PROFIT. \When it comes to offering an add-on service such as aeration,
many contractors arc challenged to find the proper price.

“Today, the issue is pricing,” Schreiner said. “Because aeration is readily

accepted, there are a lot of one- or two-person operations and weekend part-timers

By Ga'y that will aerate a yard for $25. That makes it harder for professional firms like us,
because our minimum starts at $37 per yard.”

Burch‘ﬁu Schreiner knows the acration business well. He moved to Denyer from Illinois

in 1985 and literally started his business with one truck. Today, Aeration Consult-

ants services 10,000 residential customers in the Denver metropolitan area, as well
(continued on page 40)
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Never l)uy another tool

for your lawn & 1an(lscape business.

Pl

nologies
PowerlRets 7/

Business Tools for the Lawn and Landscape Industry.
Software ¢ Hardware « Support * Training ¢ Maintenance
1 (800) 874-7594 » (602) 934-0646 » Fax: (602) 934-6288 = sales@frontrunneriech.com e //http/fronfrunnertech.com
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benefits of aeration
(continued from page 38)

as 50 commercial accounts as large as 40
acres of turf.

Aeration Consultants now averages more
than 80 employees and has a landscape

You really have to have an

idea of how you want to zone

the job before you get started

though.’ — Ted Munson

L L B )
maingenance division as well as a landscape
installation division. Aeration remains the

firm’s primary business, however. And, de=

spite the low-ball price competitors, it’s a

profitable operation for the company.
“We do pick up some customers from

the low-price guys,” Schreiner acknowl-

edged. “A homeowner who bought the $25

deal last summer will call us. Either they
‘can’t find the person now, or they weren’t

satisfied with the job and want it done better
this year.”

In general, Schreiner said
his rates are “around $10 per
1,000 square feet” for home
lawn aeration while commer-
cial clients pay from $5 to $7
per 1,000 square feet, depend-
ing on the size and layout of
the property.

Sandy Springs Lawnscapes,

{ Smyrna, Ga., provides aera-

~ tion toits residential and com-
mcrcial;v tomers, but it’s an “add-on” to
the rcg§gfull maintenance package.

“Although it’s a billable extra, about 80
percentof our customers request aeration,”
said Greg Ehrenberg, assistant maintenance
manager for Sand Springs.

Whereas cool-season grasses are aerated

in conjunction with overseeding and cus-
tomers are charged a “combination” rate for
both jobs, warm-season aeration is per-
formed as a “straight labor” operation and
charged accordingly, said Ehrenberg, Rates
vary from around $10 per 1,000 square feet
to $17 to $18 per 1,000 square feet, depend-
ing on lawn size, slope, obstacles, etc.

Aeration work is usually handled by
Sandy Springs Lawnscapes’ lawn care tech-
nicians, according to Ehrenberg, because it
fits in better with those technicians’ usual
duties, and they try to fit in aeration jobs
between their second and third scheduled
pesticide applications.

He noted that when Sandy Springs com-
piles its customer contracts for landscape
maintenance jobs each spring, the company
establishes service routes with an eye toward
grouping customer that will received the
same services as each other, such as aeration.

Ehrenberg said the company runs seven

(continued on page 44)
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Buying the Best

aking an aerator purchase requires sifting through a
range of variahles,
There are three primary considerations in selecting
aeration equipment, according to Boh Brophy, product
manager for Turfco, Minneapolis, Minn, “Number one is operator
comfort and safety. Number two is production and profitability. And
number three is the machine's maintenance requirements,” he said.
Ease of lift is important to operator comfort, “Aerating 10 to 15
lawns a day means the operator will activate the lift perhaps 2,000
times a day," Brophy explained. “If it takes 50 pounds of force to
raise the lift, that's a total of 100,000 pounds of force the operator
expends every day.”
Besides lift force required, machines should be easy to turn and
handle well on sidehills, Brophy added. “How much does the aerator

benefits of aeration

wobble back and forth as the operator walks across the lawn? A machine
that wobbles creates extra muscle tension between the operator's shoulder
blades after six to eight hours of work."

Bruno Harris-Quanquin, vice president of marketing and sales for Bluehird
International, Englewood, Colo., said more maneuverable aerators create
less fatigue for the operator. “Things like free-wheeling outer tine wheels
to facilitate turning take less energy and enhance productivity,” he said.

A primary indicator of productivity can be the spacing of the tines used to
remove soil cores, Tines vary in size, but most are %-inch diameter and,
depending on such variables as soil type, soil moisture, weight of the
aerator, etc., will penetrate from 2 inches fo 4 inches deep.

Tine spacing may vary from unit to unit and in some cases can be modified
by adding or removing tines or tine wheels, For example, %-inch tines
spaced 6 inches apart and penetrating 3 inches deep will remove about 1.2
percent of the soil volume in a 3-inch soil profile, The same size tines placed
2 inches apart will remove about 10 percent of the soil volume in the same
3-inch soil profile, Generally, closer tine placement opens up more soil for
increased water and fertilizer uptake. Where compaction is a problem,
closer tine spacing relieves compaction better, — Gary Burchfield
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Unit Price Amount
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Puts Traction Into
Your Operation,
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| 4 Without Putting
00 Your Operator Into
i S Traction

Hills can be hell on machines, and no stroll in the park

for operators, either. That’s why all of our front

—

mowers—17.5- to 28-hp, gas and diesel, 2- and 4-wheel

& 3 drive—are ergonomically designed to help your opera-

4

tors get more out of their days...and help you get more

out of your operators. John Deere builds comfort and

control all around the operating station. Contour-cush-

T ™ T

&) : ioned seats, power steering, 2-pedal hydrostatic drive,

diff lock, and independent drum or wet-disk brakes help

make up our comfort zone. So why not improve produc-

tivity and help put your business into a more comfort-
able operating position. See your John Deere dealer
now for a test-drive. Call 1-800-537-8233 for the one

nearest you. Or visit us online at http://www.deere.com.

JOHN DEERE
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benefits of aeration

{continued from page 41

maintenance crews, \L'r\'inf_'_ a customer lmw
that is about 35 percent commercial and 65
percent residential. Most homeowner lawns
average around 8,000 to 10,000 square feet.
“Aeration is a good revenue source for us,
and homeowners and grounds managers
can definitely see the difference it makes in
turf,” he added.

Western Lawns prices aeration services
on a time basis rather than area covered.
“We shoot for a return of $30 per labor hour
for acrating,” Hall said. “Our pricing varies
by size of yard, of course, but requirements
for a 5,000- to 6,000-square-foot home
yard are considerably different from a
100,000-square-foor commercial property.”

I !

¥ Low and Easy Maintenence 3

» High Resale Value n.: 1. a new idea, me or

¥ Safe and Easy Operation device 2. Morbark

| > 3
A2 5F... For More Information Call
The Dealer Nearest You or (300) 36%010
www.morbark.com « e- mammm r 4 J
23 R W
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RIGHT ON TIME. Turf specialists say most
lawns can benefit from at least one aeration
per year, and heavily used lawns will benefit
from moreacrations. Cool-season turfgrasses
can be acrated in the spring, fall or both.
with a spring aeration being conducted be-
tween March and May, and the fall aeration
taking place from August to November.

Warm-season turfgrasses should be aer-
ated while they are actively growing — mid-
spring to summer. Avoid aerating warm-sea-
son grasses while they’re dormant; it may
encourage cool-season weed growth. Also,
it’s best ro avoid aerating warm-season turf
during spring greenup. Wait until after the
grass has been mowed at least once.

Because of Denver’s dry climate and
cool-season turfgrass, most of Schreiner’s
customers order spring and fall aerations.
“If it's a hot summer, some customers ask
for a mid-season aeration,” he said.

For fescue and other cool-season lawns,
Sandy Springs typically aerates in the fall,
usually while overseeding. “Even if thelawns
don’tneed overseeding, we still recommend
fall aeration because it improves turf health
and appearance,” added Ehrenberg.

He said they may aerate cool-season turf
in spring, but don’t recommend it unless
aeration is followed up with a preemergence
application for crabgrass.

Warm-season turfgrass varieties, such as
zoysiagrass or bermudagrass, are aerated
when it is actively growing, usually any-
where from early June to Aug. 15. “It’s good
for the turf and customers like the results,”
Ehrenberg said.

“It’s a struggle to fit aeration into our
work schedules,” Hall said, noting that aera-
tions are timed from mid to late April
through early July. “We've had our regular
maintenance crews try to acrate along with
fall seeding, but too often it’s all they can do
to get the seeding done.

“What we plan to do next year is put a
crew together just to handle special projects
like seeding and aeration,” said Hall. “The
cultural benefits to customer lawns are tre-
mendous and our return per hour for acra-
tion is better than for mowing. We like it,
customers like it, we just need to figure out
how to do more of it.”

The author is a freelance writer based in Lin-
coln, Neb.
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Edping and Commercial
Curbing Machine
Border Magic brings you into the millennium by intro-
ducing the “New” Designer Series”, which is pro-ducing
magnum profits for our Creative Dealer Group.

The one machine is powered by o 5%hp Honda®

which creates more power and economy, in tum allowing
us to create our “New” Designer Series™ residentiol
edging, olong with Heavy Duty Parking Lot Curbing up to
9 inches by dumping directly into the hopper of our
machine from a Ready-Mix fruck.

Circle 200 on reader service card

Unparalleled
pe/l{ommx ham New
Kudola Tractors

Kuboto's alknew TG-Series Lawn ond Garden
froctors lead the industry by offering unparalleled
performance, reliability and ease of operation.
The 161860/
18606 come
equipped with 0
liguid-cooled gas
or diesel engine,
electronic rack:
and-pinion power
steering and
Kubota’s Cushion
Ride suspension
system. The mid-mount mower deck features two
cutting widths, 48 and 54 inches. Cutfing height
is easily odjusted by use of the cutting height
odjustment diol and the gas-assist implement lift
operated from the driver's seof.
Circle 203 on reader service card

Conderve SC*

Jnsect Conirol Grom
Dow Agro

Conserve™ SC Insect Control is an insect pest
control product derived from a noturally
occurring organism that offers excellent control
of cutworms, sod webworms, ormyworms and
other insect pests. It's the first turf and
ornomental product in the new spinosyn
chemical closs, ond it uniquely combines the
efficacy of
synthetic
insecti-
cides with
the bene-
fits of bio-
logical
insect pest
confrol
products.

*Trodemark of
Dow Agro-Sciences L(

dudpeniion.
Introducing 1S™

Speed: control arms and coil springs on the diive wheels
(patent pending) absorb bumps and jols, so the operator
can o foster. Stability: dualpoint floating front end
keeps the wheels on the ground for superior fraction.
Reliability: without the jarring effect of bumps, IS™
suspension dromatically extends machine life.
Circle 204 on reader service card

Gerris Industries
Fhe Commencial Mower .S"fuadét/

(2

lo. Productive Routing
Real Green Computers has developed the first
sophisticated routing, scheduling and mapping system
for the green industry. With Mapping Assistant, o new
module that con be infegrated with your Lawn Assistont
II for Windows, select your customers and have truck
routes creofed outomatically! Print detailed directions
fo each stop and color maps for the route.

Industry studies have proven Mapping Assistont will
increase your productivity by at least 10 to 20 percent.
Circle 202 on reader service card

GMC Truchs for the
Professional Conbractor
GMC offers o complete range of light
commercial frucks, from pickups fo vans to
utility vehicles. Every one of them is designed
o help keep your business up and running
without hassles. With nearly 100 years'
experience specializing in nothing but trucks,
GMC's ore engineered with thorough ftention
to detoil and built with the strength and
copability that are GMC hallmarks.

Circle 205 on reader service card

IS and the IS logo ove trodemarks of Fems Industries, Int
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all preemergents |-

A fall preemer-
gence plan
needs products
with long-term
residual. Photo:
Rohm & Haas

Fall preemergents offer

contractors the opportunity to
get a jump start on spring

weed control.

By Prasanta Bhomik
9
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phone call during the
onset of the spring
season for a weed
problem is the last
thing a contractor wants
to deal with.

Bur it doesn’t take a customer
long to become unhappy with his or
her lawn. That adds one extra visit to
a property that a technician already
doesn’t have time for and another
application.

What if it were possible to apply a
weed control product in the fall that
would eliminate this spring problem?
Some pesticide manufacturers and
contractors believe this is the case.

POSITIVE PROGRAMMING. The suc-

cessful turfgrass management pro-
gram results from an integration of
recommended cultural practices and
a complete weed control program. In
most landscape and rturf care opera-
tions, knowledge of weed control is
important. Maintaining a dense,
healthy stand of turfgrass is one way

to control many weeds, including an-
nual grasses and broadleaf weeds. Proper
mowing height and frequency, fertiliza-
tion practices and irrigation scheduling
are part of a cultural management pro-
gram and should be practiced through-
out the growing season.

Turfgrass managers should also be
familiar with the following steps for a
successful weed control program: (a)
Knowing the specific weed problems
(gmssy weeds vs. broadleaf weeds) and
life cycle of the weeds (annual vs. peren-
nial), (b) Selection of the right herbicide,
in relation to effective weed control and
turfgrass tolerance.

Some of the commonly found annual
grassy weeds include large crabgrass, small
crabgrass, goosegrass, annual bluegrass,
yellow foxtail, green foxrail, fall pani-
cum and barnyardgrass.

EMERGING PATTERNS. The preemergence
weed control program has been a popu-
lar and very convenient program for
lawn maintenance professionals and land-
scape operators. Some of the preemer-
gence herbicides for grassy weed control
in cool-season grasses that have been
tested at the University of Massachusetts
are prodiamine, bensulide, dithiopyr,
pendimethalin, oxadiazon and siduron.

For some lawn care operators,
preemergence application options in-
clude the application of such products in
the fall for activity the following spring.
Many turfgrass managers and lawn care
operators need to cover numerous prop-

(continued on page 48)
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Ride On Sprayer Spreader!

Treat 3,600 sq.ft. Per Minute
Spray 30,000 sq.ft. Per Fill

$3,499

Free Video

1-800-346-2001

USE READER SERVICE #41

3BROWN: O
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COMPOST

Turn your leaves and grass
clippings into rich organic
fertilizer.

Turn your skid steer into a
more productive unit.

Turn cost into profit.
Turn to Brown Bear the
original and still the best. '
515-322-4220
P.O. Box 29, Corning IA 50841
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"THE TOUGH ONES™

TA-19 Turf Aerator

* One-piece, 3/16" plate frame.

* Removable 50 Ib. weight bar.

* Protection guard to keep cores away from chain.
4.0 H.P. Honda OHV engine.

* User friendly controls.

* 3/4" heat treated tines.

« Front wheel posi-traction drive.

« Fits through a 30" gate.

TA-26 Turf Aerator (Not Shown)
« Larger, more stable on sloped areas.

* Gives 40% more production than the TA-19 aerator.
« Fits through a 36" gate.

TS-20 Turf Seeder (Not Shown)
* 20" seeding width.

*1/8" cutting blades on 1 1/2* centers.
« Seed box will not dent or rust.

SC-18 Sod Cutter

* Polyurethane vulcanized drive wheels.

« Drive and blade controls on main handle.

« Changes into a 12" cutter in minutes.

5.5 H.P. Honda OHV engine with centrifugal clutch.

« Twist grip throttle that will automatically go to
idle and stop machine movement when released.

* Roller, ball, and bronze bearings on all friction
points.

« Easy load/unload trailer available.

TR-20 Turf Rake (Not Shown)
5.5 H.P. Honda or 5.0 H.P. Briggs engines.

* 20" dethatching width.

« 5 position height adjustment.

* Handle will fold to fit into vehicle.

CLASSEN

MANUFACTURING, INC.

BUILDING EQUIPMENT FOR OVER 20 YEARS
1403 So. Pine Industrial Road, Norfolk, NE 68701 Telephone (402) 371-2294 FAX (402) 371-3602

To\ Free
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Dreemerqents

(continued from page 46)

erties for preemergence ap-
plications and the time re-
quired to do this during

the hectic and weather-
vulnerable spring creates

amajor challenge for cov-

ering all of their clients’

properties.

Meanwhile, preemer-
gence treatments can be applied in the fall as
long as the soil is not frozen. The applied
herbicides remain in the soil and provide
control in the following spring based on
their residual activity as well as the weather
conditions. Some of the treatments applied
in the fall have provided control of many
weed species in the following spring or even
throughout the year with the length of
control the following year also being depen-
dent upon the rates being used.

However, it is important to note based
on the research we have conducted at the
University of Massachusetts, fall-applied

treatments have proven more effective in

the cool-season turfgrass environments com-
pared to other areas. This is most likely
attributable to the increased rate at which
the pesticide products will breakdown in
warmer soils.

In general, one fall application of the
recommended rates of some preemergents
would provide weed control for the next
season, and our data indicated that would
be 90 to 100 percent control of many weed
species during the year. Typically, a subse-
quent fall application would be required at
the end of this first year for control to be
achieved in the second year as well with any
of these products.

Germination of annual grassy weeds is
related to soil temperature. When the soil
temperature reaches 65 F for a week, grasses
begin germinating, although the peak ger-
mination period varies with the local soil
type, rainfall and weather in the spring.

Therefore, timing the herbicide applica-
tion accurately is very important. The key
point is that preemergence herbicides need
to be applied before grasses germinate in the
spring. Treatments made too late will not
control emerged grassy weeds. If the
application’s timing does not coincide with
the normal germination period of annual
grassy weeds, control results may be erratic
or poor. In general, preemergence herbi-




preemergents

cides should be applied one to two weeks
prior to the expected weed seed germination

period. Therefore, the application dates of

preemergence herbicides will vary from one
part of the country to another.

The most important product character-
istic in the concept of fall preemergence
applications is the increased residual prop-
erties exhibited by many of the newer prod-
ucts since herbicidal activity in controlling
weeds is dependent upon the effectiveness
of products still in the soil. Some herbicide
may last only four to six weeks, while others
may provide control 12 to 16 weeks from
the time of application.

Based on the concept of long residual
effects of several herbicides, we decided to
examine the potential preemergence activ-
ity of various fall-applied herbicides in con-
trolling weeds in the following spring. We
initiated experiments in the fall of 1994,
1995, 1996 and 1997 at the Turfgrass Re-
search Center, University of Massachusetts.

Experiments were conducted on estab-
lished Kentucky bluegrass. Treatments were
applied in the fall. All herbicides were for-
mulated in granular form, including fertil-
izer base.

In our trial during 1994-95, several
preemergence products applied in October
1994, resulted in excellent large crabgrass
control on July 22 and Sept. 15, 1995.
These dates correspond to 45 and 52 wecks
after treatment (WAT). The weed control
was best at the highest rate of each of these
herbicides.

In other trials from 1994 to 1997, several
preemergents, applied in the fall, were very
effective in the control of crabgrass during
the following spring. However, other prod-
ucts achieved effective control only when
applied at the highest labeled rate.

The Kentucky bluegrass stand itself was
generally not affected by most of the fall-
applied treatments. However, some prod-
ucts, when applied at the highest labeled
rate, did show potential to affect as much as
40 percent of the turfgrass.

OTHER CONSIDERATIONS. It is important to
plan for fall-applied treatments since they
also limit the effectiveness of programs such
as reseeding. In general, preemergence her-
bicides persist in the soil fora length of time,
allowing season-long weed control, so a

& /49’«@062766 D&u‘gn )
FREE VIDEO!

The Video" for contractors and retailers who want to tap into
the surging popularity of water features in the landscape. See
first hand the tips, insights and trade secrets of the countries
largest water garden builder, Aquascape Designs.
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tall preemergents

reseedi

ng interval would have to depend

upon the herbicide and dosage used. How-

ever, contractors should not plan to use a

fall application strategy if they plan to re-

seed a particular area in the spring.

In summary, a successful preemergence

weed control program results from selecting

the right herbicide and applying it uni-

formly

d()sagc

at the proper time and appropriate

. The herbicide selection is depen-

dent upon the weeds to be controlled and

the turfgrass to be treared.

Choose the most effective herbicide of-

fering maximum safety to the turfgrass. For

crabgrass and other grassy weed control,

lawn maintenance professionals should em-

phasize

a preemergence herbicide program
£ £

along with a good cultural program. The

preemergence program would have the op-
tion of herbicide application either in the
fall or in the spring.

The author is professor of weed science, the
University of Massachusetts, Amberst,

EDITOR’S NOTE: Fall application of preemer-

gence herbicides is becoming more widely de-

//n
s /\w.-'

AN
3

bated in the professional lawn

) and landscape industry. If you
\ have comments pertaining to
the useand effectiveness of these
products as fall preemergents for
the residential and/or commer-
cial markets, we d like to hear
them. Please contact Bob West

Putting it Down

uring the winter months in the southern United States, bright green spots of annual
bluegrass can be unsettling to lawn care customers who expect a brown lawn.
According to contractors, the use of a fall preemergent herbicide application is
essential in keeping their customers in the warmer climates happy.

As for the northern states, a fall preemergent herbicide application to control spring crabgrass
can a contractor's operational dream. "It means less customers in the spring, which means we have
more time for new sales,” assured John Buechner, director of technical services, Lawn Doctor,
Holmdel, New Jersey, “And there's no pressure to beat the germination period.”

A fall application, according to contractors, can be made from mid-August through October. But a
fall application won't last the whole year, stressed Phil Fogarty, who develops national accounts for
Scotts Lawn Service in Cleveland, Ohio. "It only postpones the spring application until June.”

The spring application becomes a "booster shot” to extend the residual of the fall application,
said Dick Bare, owner and president of Arbor-Nomics, Norcross, Ga.

The primary problem associated with fall preemergent applications, besides possibly putting
grasses into dormancy prematurely, is with customers whose contracts expire Jan, 1, “After the fall
application, there is no guarantee that the customer will renew their contract,” Buechner recog-
nized. "You're gambling with customer renewals.”

Ergonomically, a fall application is the smart thing to do, but when relaying the idea to custom-
ers, it's still experimental, Fogarty stated.

“Customers think spring is the time to fertilize and take care of crabgrass and the late summer is
for controlling weeds,” he said, “It takes a lof of communication and education to convince the
customer fall is a good time for the preemergent application. They don't think they have to worry
about their lawn after Labor Day,

The idea isn't a fresh one, unless you're talking to the customer, “This is not a new idea, but it's
new to them,” Fogarty assured, “It'll take about two years to change the habits of lawn care
customer buying.”" — Nicole Wisniewski
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very common philosophy. for the recovery of overhead is one
which uses laboras its basis. I like this method quite a lot if I am
dealing with a company that is predominantly labor-driven, such
as a maintenance organization. The look of a labor-driven organi-
zation is one where more than 70 percent of what it sells is labor,

so we are talking about low levels of materials and subcontracts.
Also unique in a labor-driven company is an overhead structure
that can often be equal to 50 percent of sales, or greater, such as the
example below.

Earned Revenue $1,000,000 100.0%
Direct Costs
Material $53,000 5.3%
Labor and Labor Burden $365,000 36.5%
Subcontracts $20,000 2.0%
Other Direct Costs $1,000 1%
Total Direct Costs $439,000 43.9%
Gross Margin $561,000 56.1%
Overhead Expenses $511,000 51.1%
Net Profit Productive $50,000 5.0%

As 1 said, this cost structureis tell-tale ofa maintenance or pure
service organization. Examples of this type of concern might be
one practicing interior maintenance, exterior maintenance, irriga-
tion service, tree care, lawn care or design services.

Because the cost structure is so predominantly labor and
overhead oriented, it serves no real purpese to get fancy with some
esoteric method of overhead recovery. My personal preference is
to keep it simple and recover overhead as a function of labor. To

s
§

lion companied.
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By the Wamdbers

do this, simply divide overhead by the com-
bination of direct labor and labor burden.
The quotient of this formula is the percent
markup you would apply to the combina-
tion of labor and burden in your job esti-
mate:to recoup your overhead.

Overhead Markup = Overhead
Total Direct Labor + Labor Burden

Overhead Markup = $511,000
$365,000
Overhead Markup = 140.0%

Therefore, were you to estimate a job by
first determining your direct costs and then
applying overhead, you would multiply the
sum of total direct labor plus labor burden
by 140 percent. This will caleulate a pro rata
amount of overhead to be applied. Add
direct costs and overhead together to deter-
mine your breakeven point, and then add
the net profit percentage of your choice.

Whenever | am figuring overhead as a
function of labor, I always like to test my
calculation to make sure that it makes logj-
cal sense. The way I do this is to pricé one
hour of labor. Consider the following giv-
ens: the composite wage rate | use in esti-
mating jobsis$7.30 per hour; I have figured
labor burden at 20 percent of labor (remem-
ber, labor burden is the payroll tax and
insurance that is a specific funetion of la-
bor); overhead has been calculated ac 140
percent of labor and labor burden; andl
would like to earn a 10 percent profit.

Composite Base Wage .......oncvvenenvees $7.30
Labor Burden of 20% ............ummsussrenre $1.46
Raw Cost of Labor ....vusmversnssnsvirneres $8.76
Overhead of 140% v evververnrenensmnseeens $12.26
Breakeven Cost per hour ..o $21.02
Net Profit 0f 10% vussecrnrersevemmsusnnsenenes $2:34
Selling Price per hour ...cooovivenvinnnnne $23.36

Note, however, that one of the reasons
this selling rate for labor is so high is because
of what we have lumped into overhead. Ina
green industry company that is very labor
intense, the chances are good that included
in overhead isa large sum of money devoted

to the ownership and operating cost of

equipment.
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In theabove example of determining
the selling price of one hour of labor, I
would hazard a reasonable guess that in-
cluded in the $12.26 per hour figure for

overhead is about $5.00 for equipment. If

you wanted, you could isolate that equip-
ment portion of your overhead and charge
it to jobs only when you use equipment.
This would lower the price you would need
to charge per hour for your labor and
establish hourly rates to be charged for the
use of equipment as your jobs required.
Calculated correctly, you should math-
ematically end up in.chie same place at year
end, regardless of what system you use.

The difference arises on a job-by-job
basis. By isolating equipment so itis charged
to jobs only when you use it, you will lower
your price on less equipment-intense work,
theoretically making you more competi-
tive, and raise your price on heavy equip-
ment jobs, thereby making your pricing
more representative of what it costs to per-
form the work. If you are set up to handle
the details and the paperwork, my personal
preference is to unbundle equipment from
overhead and charge it on an as used basis.
This is not a critical issue, but it could be
useful in fine tuning your compertitiveness
on certain jobs.

MAKING IT ON MARKUP. What
about the company thatsells both
material and labor, such as any
installation contractor?

An all-material markup won'’t
work because ofthe weightiness of
the overhead, which supports la-
bor. The all-labor markup isn't
satisfactory either as, in an instal-
lation envirenment, a good por-
tion of the overhead structure sup-
ports the expediting process of the
matcrial. And the markup on toral
direct costs doesn't get it because,
while this method marks up both labor and
material, the markup assumes that overhead
supports material and labor equally, which
IS not correct.

Both laborand material requirea markup,
but because so much.of my overhead is in
support of labor, I know the markup there

must be a greater percentage than on mate-
rial. What I'm saying is that in an installa-
tion company I am in need of two markups
for overhead —one on labor and burden and

one on material.

In an installation company, direct costs
consist of large portions of material and
labor, costs that we are selling to our clients.
Overhead in an installation company is also
rather substantial and is, in grear part, de-




voted to the support of the material and
labor we are selling. In a perfect world, it
would be ideal ifwe could actually segregate
the overhead that supports labor in a labor
column and the overhead that supports
material in a material column. Then we
could total each column of overhead and
calculate the percentage of each column to
its respective labor or material cost. In a
literal sense, this is what we could do if we
chose not to use the dual rate formulae.
What this does is take the two major
exposures we sell in our work — labor and
materials — and allocarte each overhead ac-
count to the exposure that is principally
responsible for creating it. We end up seeing
that labor is principally responsible for the
existence of the indirect overhead expenses,
which is logical because the biggest account
listed in indirect overhead is indirect labor,
or the non-billable portion of our payroll.
Equipment overhead expenses are also un-
balanced in support of labor. This stands to
reason in that to perform its work effi-
ciently, labor must use the latest innoya-

If1am budgeting total labor and burden
of $88,662, then I can figure what kind of
markup I need on my jobs for labor by
dividing the overhead created by labor,
$111,022, by my labor and burden budget.

% Markup on Labor = Overhead Created by Labor
Total Direct Labor and Labor Burden

% Markup on Labor = $111,022
$88,662

% Markup on Labor = 125.22%

Similarly, if 1 am budgeting the total
direct material costs for the coming year to
be $161,358 and I want to recover the
overhead costs associted with that material,
[ will follow the same procedure.

% Markup on Material = reated teri
Total DirectMaterial (Plant and Hard)

% Markup on Material = $67.677
tions possible in the equipmentarena. $161,358
Expediting material does require
some equipment, but that support " % Markup on Material = 41.88%

only calls for about one-third of the
division’s tortal dollars spent in the
equipment categories.

So what does all of this tell us? Well, if

every year we do a budget by division and
every year we allocate the overhead accounts
into columns indicating the direct cost ac-
counts they support, then we can figure how
to recover overhead as a function of what
created it. Ifaccuracy is what we are looking
for, this is utopia.

Usingan example where total labor and
burden is responsible for recovering
$111,022 of our overhead and rotal mate-
rial has to recoup the remaining $67,577,
we can create two markups— one for labor
and-one for material — that would apply a
correctamount of overhead to a job, regard-
less of the mix of material and labor on that
job. When labor is incurred, we would
apply a certain percent of labor overhead to
that job, and the same is true with material.

We have just created our own dual over-
head markup system so that no matter the
mix of material and labor on the job, we can
be sure of applying the correct amount of
overhead — a markup of 41.88 percent on
every dollar of material and 125.22percent
on every dollar of labor. For an installation
company or a company with a large value of
both material and labor to sell, this philoso-
phy makes greatsense and, from my view,
would be hard to improve upon.

The author is an industry consultant with Ross-
Payne & Associates, Bayrington, Ill. He can be
reached at 847/381-8939.

DISCLAIMER: Thespecific figures used in the
above examples were developed for these
examples. Each companies’ specific dollar
values will vary based on their businesses.
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Shindaiwa power equipment. All apologies to man's second best friend. But it's

an unavoidable consequence once your hands firmly

n[guably the most faithful thing grip a Shindaiwa. From there you'll discover we build

our equipment under one rigid principle: to serve

' -
you 1l ever own. as your most committed and faithful companion.
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Not a bold statement since all of our equipment
is built to start on the first pull. Even after several

weeks of non-use. And we carefully engineer each

and every engine component so you can count on its
tireless loyalty. Day after day. Season after season.

All without any costly and inconvenient down time.
So visit your local Shindaiwa dealer today. Perhaps

he can direct your ex-partner n' d m
to a helpful pet psychologist. s II' a

FIRSTTO START. LAST TO QUIT.




Contractors

Irrigation: A N
Knowing how to ew

installanim'gation PP 090000000000 0000000000000000000000CO0B0CRCRO0GS
system isn't the only
challenge
associated with
setting up an

he technical knowledge required for irrigation system installation can

be a daunting obstacle to contractors considering expanding their

offerings to include this service. Many contractors push forward,

however, and have found that offering irrigation services enables them
to meet another customer need and grow per-customer revenues.

irrigation division.

In particular, more contractors who have traditionally focused on just
landscape services have been expanding into irrigation. A recent survey conducted
B}' BOb ‘Vest by Lawn & Landscape magazine found that more than 40 percent of landscape

contractors now offer irrigation installation and maintenance services.

BEST FOOT FORWARD. Pcople want attractive landscapes.
They drive past a neighbor’s yard, note the healthy lawn,
attractive beds and impressive trees and want the same.
This can, at times, simplify the landscape sales process.
The same is rarely true with irrigation systems, how-
ever. While homeowners may realize the benefits of such a
system from a convenience standpoint, it’s unlikely that
they see any correlation between the presence of a profes-
sionally installed system and a healthier landscape.
But once a customer has been convinced of the need for
an irrigation system, what matters is winning the job.
“The most important thing on the sales end is the
quality of the materials you work with,” noted Lance
Adler, president, Adler Irrigation Systems, Evansville, Ind.
“For example, I take different types of pipe or insert fittings
to meetings with customers and explain to them how some
are solvent welded together to produce a better fit.”
Day’s Landscaping, West Newbury, Mass., deals pri-
marily with high-end residential customers. “The residen-

(continued on page 58)

Opinions vary as to the most effective method of pricing and the
most efficient crew setup, but contractors agree on the value of o
company’s reputation for success. Photo: Toro Sitework Systems
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When it comes to service and support,
Rain Bird doesn't monkey around.

Don Ulrich
Head Gardener/
Irrigation Technician
Cincinnati Zoo &
Botanical Garden
Cincinnati, Ohio

“Rain Bird stands behind their systems 100 percent —
nobody can match their level of service.”

Don Ulrich-Cincinnati Zoo

With an irrigation system the size of the Cincinnati Zoo and
Botanical Gardens' system, Don Ulrich doesn’t monkey around —
he trusts Rain Bird". “If I have even the smallest problem with my
system, I can count on Rain Bird for support,” Don said.

What else would you expect from Rain Bird's worldwide sales
and technical service support
network? Every Rain Bird customer
can count on the highest level of service, because every Rain Bird
product comes with expert technical support. And if we can't fix
it? Take advantage of Rain Bird’s “No Hassle” warranty. So whether
you're managing the city zoo or a backyard garden, Rain Bird
Customer Service is here to help.

Ran I BIRD

USE READER SERVICE #47
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(continued from page 56) ‘ '
tial market is usually the most @& 8
profitable because these custom- q'
ers are looking for more detail, and |
quality in the work and service means gl
agreatdeal to them,” claimed Norman
Day, president.

To Day, a contractor’s reputation is the
key to successes. “Customers wants to know

\ \
“bb'

>
they can trust whomever they’re
working with,” he said. “This

means you have to really ralk to

»

them and find out what their needs are
during the sales process, and propose a
plan that takes care of their needs instead of
just selling what you want to sell.”
Martin Thomas, president, Hydroscapes,

L
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mulch per hr. wi

1 man

The new FINN Bark Blower revolutionizes
mulch spreading profitability

The new FINN Bark Blower is so

efficient that a single operator can spread

over 20 cu.yd. per hour, a staggering
production increase over manual

Call today for a free
brochure and the name of
your nearest FINN dealer

methods. Cost-effective? You bet. With a

“There are some

Important

Dayton, Ohio,
targets high-end
residentail cus-
tomers, but
since his com-
pany doesn’tsell
landscape ser-
vices it partners
with area land-

design prin-

ciples and rules

to learn, which
takes some veal

oaring avour

scapecompanics . S RPMPYY
to generate busi- :

ness. “We work . T/]OHI(IS
with two or

three of the best
landscape com-
panies in our market who don’t perform
irrigation work themselves,” he explained.
“Typically, we work with the contractor but
for the homeowner, so there’s no subcon-

tractor markup involved and it’s still a coor-
dinated installation.”

For other contractors, the commercial
market is the customer of choice. “We offer
potential customers a couple of properties
around town that they can go visit to see the
importance of irrigation,” explained Scott
Hundley, co-owner, S&S Creative Land-
scapes, Bentonville, Ark. “Wealso give them
examples of similar jobs without irrigation
so they really get the point.”

THE BOTTOM LINE. A real challenge on any
job is submitting a price to the customer
that is low enough to win the job but high
enough to ensure a profit.

“I've tried to come up with a simple
method of price per square foot or price per
head for 28 years, but I keep coming back to
time-and-materials estimates as the fairest
and truest method,” remarked Day. “The
price of a foot of pipe changes drastically if
we're doing a football field vs. a detailed
perennial garden requiring all hand labor.”

Adler also bases his pricing on material

The Bark Blower"

FiNN

CORPORATION
Equipment innovations

enhancing the world’s landscape
1-800-543-7166

9281 LeSaint Drive, Fairfield, OH 45014 » Web site: http://www.finncorp.com

1 to 2 year (3000 cu. yd.) payback and
legendary FINN quality, the Bark Blower
spreads all types of mulch and compost
in all kinds of moisture conditions.
Truck-mounted and trailer-mounted
versions available. If you're serious about
profit, check out the FINN Bark Blower
before your competition does.

costs. “We do a design for every system we
estimate so we can take every head, every
fitting and every valve and price it all out,”
he noted. “A lot of contractors bid on a per-
head basis, but I think you can be burned
this way. Going through the design helps to
anticipate everything that might come up.

“Doing a design for every estimate does
take a little more time, but it also produces
something we can give to the customer to

(continsed on page 60) |
USE READER SERVICE #48 |
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INSURANCE IS ONE THING YOU
SHOULDN'T HAVE TO WRESTLE WITH.

INTRODUCING THE NEW
BUSINESS PACKAGE
POLICY (BPP)* FROM
FLORISTS” MUTUAL.

We're proud to present the most
flexible business package policy the
Floral/Horticultural industry has ever seen.
Now buildings, greenhouses, contents, crops,

computers, business income and public liability
are available in a single policy. We can custom-
tailor the BPP to meet your unique needs.
Perhaps best of all, you'll be covered by Florists'

Mutual, the industrys insurance specialist for more

3 than a century. Call us today for a free coverage

~
\ evaluation and custom-tailored

)

Business Package Policy proposal.

MUTUAL
INSURANCE COMPANY
Growing With You For
More Than A Century

500 St. Louis Street, Edwardsville, IL 62025-1573
1-800-851-7740
FAX 1-800-233-FMIC
hetp:/Jwww.plantnet.com

* May not be available in all states.
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irriqation installation

{continued from page 58)

show what we'll be doing,” Adler added.
AsAdler noted, per-zone bidding is popu-
lar with some contractors. “We have broken
down every cost that could be included in a
zone,” explained Hundley, who said the
typical zone costs $700 to $750. “From
there, | know my material and labor costs,
and [ just plug it all into the computer.”

DOING THE DEED. All of the challenges with
sellingand pricing irrigation work only lead
up to the real work — installing the system.

“There are three components to a qual-
ity irrigation system: the design, the me-
chanics and the products used, and I would
put them in that order of importance,”

(continued on page 62)

Smart Business Move
Offer Your Clients

Vista Professional
Outdoor Lighting

Outdoor lighting is the fastest-growing
segment of the landscape industry. That's
because homeowners and builders recognize
its value — greater safety, security and exciting
dramatic effects! Set yourself apart by offering
Vista Professional Outdoor Lighting installations.
Vista can help you get started with training
programs and an outstanding selection of
fixtures, Discover how you can expand your
business. Call today for the name of your local

Vista distributor and a free catalog:

800-766-8478.

Vista Professional Outdoor Lighting

1625 N. Surveyor Avenue, Simi Valley, CA 93063

Fax: 888-670-8478

USE READER SERVICE #74
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Meking the Comercal Move

hile installing a commercial
irrigation project is similar to
residential work, there are important
husiness differences a savvy confractor needs
fo be aware of.
A residential transaction:

« Sales presentations are made to home-
owners and the contractor receives im-
mediate feedback,

« Contractors and homeowners can usually
agree on the job schedule.

« Payment terms are agreed upon up front,

« Changes are handled immediately.

« Inspections during and after installation
are easily coordinated.

» Presentation of the invoice is made directly
to the homeowners for all work.

« Acceptance of the work and payment of the
invoice generally occur at the same time.

A commercial transaction:

« Contractors deal with a general contractor
or subcontractor.

« Sales presentations are in the form of bids
or quotes submitted, based on a plan given fo
all contractors, so feedback is limited and can
come weeks after the bid/quote was prepared.

« Payment terms are usually specified by the
general contractor,

» Changes during installation must be
approved in writing by the subcontractor,
general contractor or owner,

« Inspections during installation and final
inspection are required by the subcontractor,
general contractor and architect.

« Invoices are submitted to subcontractors,
followed by general contractors and finally to
the property owner/developer.

« Acceptance of work and payment of
invoices from owner to general to subcontrac-
tor and finally to installation contractor can
take up to 30 days for each step.

The problem contractors run into moving
from residential to commercial work is
managing this time differential, While
contractors await payment, labor and material
costs must be honored.

Remedies can include arranging for partial
payment as work progresses, as well as
negotiating favorable terms from lenders or
suppliers, — Scott Foerstner

The author is Treasurer, Century Rain Aid,




Ph. (615) 274-6660 d 2 g 5 9%& Fax. (615) 274-2636 ‘
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395 S. Main St. . Po. Box 99 . Eagleville, Tn . 37060

What is the best way to handle debris, haul equipment,
and protect tools on the job site?
P

~ L2 /// (L Ll

TRAILHOIST

This is a Roll-Off system

where the container or - - , ‘ " - 8/2 Ton Freack
deck rolls/slides off the * : . A

trailer and can be left at .y - < JSor towing.

AR

any job site.

» P y -
] le('u/v{// Gontacner
Avadlable in a ten :'ll..l/cl
'\'l.:l' ll'l.,/l o« :\'(’('llfl?l/ /()('A

and shelves on one séde.

Flat Deck

( c 2 o d B
()/)(',, l7(-)/b ()()/’/(”/’( e ﬂ;y’,¢,,'e,’, ‘-(,,1,1,(.‘,(/
« Available in four through

ten cew. //«/. sezes.
:

Sdeal for hauling a variety
of equgpment.
WE ARE SEEKING QUALIFIED DEALERS WITHIN THE UNITED
STATES, AND OVERSEAS TO DISTRIBUTE THE COMPLETE LINE
OF TRAILHOIST EQUIPMENT. IF YOU ARE INTERESTED IN

EASE BEING A DEALER PLEASE CALL FOR FULL DETAILS. VIDEQ
PLAN W JI.7. W5 XN bk EEEEERLvaLas

Visit us online at: www.holtequipment.com USE READER SERVICE #49
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irriqation installation

(continued from page 60)

asserted Thomas. “The product can usually
be changed if necessary because there’s so
much available on the market, and the me-
chanics of the system are actually something
the homeowners could do themselves. But
the system’s design is the absolute key.”
Thomas said the influx of new contrac-
tors offering irrigation services has created a

,I

L/

problem. “Everybody seems to .' &

C A

get into irrigation work by focus-
ing on equipment,” he noted. “What |
people need is the knowledge of how

to do this work, and that’s tough to

learn on the job. If you start performing
installations in the spring and you're mak-
inga mistake, that might not become appar-

Helping Your Business Grow

and more information:

800-347-4272

www.rainaid.com

drip irrigation and other fast-growing

Call Century today for a free catalog

Hunfer Ruwvdsmo

Century Rain Aid is the nation’s
leading supplier of irrigation and
landscape specialty products for
professional contractors.
As Century moves into
new markets, you'll find
convenient locations nearby
and a friendly staff ready to
assist you. We are dedicated
to helping the industry grow
and can show you new ways to
expand your business. Here's just
a preview of Century services:

* Technical Assistance - To help you
plan water-efficient irrigation systems.

* New Product Training - Expand into
landscape lighting, water gardening,

specialties.

* Extensive Inventory - Top products
from leading manufacturers.

* Educational Programs - Sharpen
your business skills at local seminars.

ml

SISTins

SerVING IRRIGATION PROFESSIONALS IN THESE MAjor MIARKETS:

Arasama, Connecticur, Froripa, Georaia, Iuuinois, Inpiana, Kansas, Kentucky,
MagryLano, Massacruserts, MicHican, Missourl, New Jersey, NorTH CAROLINA,
PennsyLvania, Tennessee, Vircinia, WiScONSIN AND ONTARIO, CANADA.
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ent for three or four months until
it gets dry outside. Then you've
got a real problem.

“There are some important design
principlesand rules to belearned, which
takes real caring abour the work,” Thomas
affirmed. “That’s what this industry lacks.”
One key to installing systems as effi-
ciently as possible can be the crew setup,
which seems to offer almost as many op-

tions as there are for pricing the work.

R

We'll have five or six guys on a crew,”
explained Hundley, assigning them to dig-
ging for utilities, trenching, cleaning out
the trenches, gluing pipe, setting the heads
and backfilling. “That crew can get a resi-
dential job done in one day, but it’s taken us
awhile to get to that point,” he said.

Adler tends to go with smaller crews.
“T'wo experienced technicians can handle a
residential job by themselves, but our crews
usually have four people with a supervisor,
askilled person and two laborers,” he added.

When it comes to servicing irrigation
systems, those interviewed were uniform in
their desire to maintain as many of the
“The first

year’s service and winterization generally

systems they install as possible.

come as part of the installation price, so
contractors need to realize that they have to
be able to provide this service as well,”
commented Day.

“I've eaten a ton of money on some jobs,
but no matter how bad the problem is, you
have to fix it,” agreed Hundley. “Your repu-
tation is too important not to.”

“We have a production manager to over-
seethe installation, buthe works very closely
with the service manager because it's that
service manager that does the final delivery
of the system to the customer,” explained
Thomas of his way of transitioning into the
system maintenance.

For companies offering irrigation and
landscape installation, contractors gener-
ally recommend keeping the crews focused
on one area or the other as much as possible.

“Irrigation employees tend to be more
mechanically inclined, whereas the land-
scape employees have a love for horticulture
and a berter understanding of plant require-
ments,” according to Day.

The author is Editor of Lawn & Landscape

magazine.
4
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Fabrics & Erosion Control Products
PERFECT FOR

Professional Landscape The Retail
Service Needs! Garden Center!

FABRICS CUT
EASY FOR QUICK
INSTALLATION
FABRIC FOR
YOUR EVERY NEED!

Bulk Rolis 3-15" Wide

Availabie
x50 -4 k006 x50

Landscape Fabrics

Weed Control ® Woven Ground Covers
Filter Fabric * Paver/Patio Underliner * Soil Separators

V- N
—FABRISCAPE .-
k3.2 s

LANDSCAPE FABRICS & EROSION CONTROL PRODUCTS
4800 S. CENTRAL AVE., CHICAGO, IL 60638
(708) 728-7180 » 1-800-992-0550 « FAX: (708) 728-0482
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S0Gal, 6S0sgfticad § 1205.00

100 Gal, 1300 sgfftioad  § 1865.00 3

150 Gal, 2000 sgfftficad § 2765.00 1000 Gal, 13 Acrefload § 998500
300 Gal, 4000 sg/ftload  § 3995.00 1500 Gal, 172 Acrefioad  $ 19905.00

BUY NOW, WITH NO PAYMENT UNTIL SPRING

“NEW™ CHECK OUT OUR NEW TURF SPRAYERS “NEW™
Turbo Turf Sprayers are loaded with premium features. They feature
Raven tanks, Hypro or Kappa pumps, Briggs or Honda engines.
50 Gal from $ 1495.00, 100 Gai from $ 1795, 200 Gal from $ 1885.00, 300 Gal from $ 2285.00

For a free hydro seeding information pack, call:

TURBO TECHNOLOGIES, INC

1108 Third Ave., New Brighton, PA 15066

1-724-846-0670 1-800-822-3437 Fax 1-724-846-3470
hitp:/ibeavercounty.com/badger/  E-Mail turbotec@ccia.com
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with constant four-wheel drive, a
powerful engine and the unique
maneuvering capabilities of our
articulated frame. One turn behind
the wheel tells you that nothing
moves like a Steiner.

Trencher

Power Angle Blade

Model 430 Max
with Chipper/Shredder

Stump Cutter

Our tractors get ve
attached to their work. e

What makes a Steiner turf tractor so
good at so many different jobs? Start

StENER Turre EQuipMENT, INC.
Mfg. in Daiton, OH 289 N. Kurzen Rd. + PO. Box 504 + Dalton, OH 44618 + Phone: 330/828-0200 + www:steinerturf.com

Then, add your choice of Quick-
Hitch attachments, which enable a
Steiner to do the work of up to 20 single Astator
purpose machines. In minutes, the
Steiner transforms into a chipper/
shredder, snow blower, lawn
sweeper, edger. Whatever the job,
the Steiner gets it done with a minimum
of time and effort.

Add in Steiner quality engineering,
which means unmatched performance
and dependability over many years, and
excellent value at resale. Put it all
together, and it’s easy to understand
why so many proud owners are

attached to their Steiners. Visit your Disc Edger
authorized dealer and drive one today. M

A turf tractor with a different twist

Reel Mower

USE READER SERVICE #77

LAWN & LANDSCAPE « AUGUST1998 63



http://beavercounty.com/badger/
mailto:turbotec@ccia.com
http://www.steinerturf.com

EW PRODUCTS

Jocklin Award American Honda  Belarus
Kentocky bluegrass  V-Twin engines  Machinery's

* Offers resistance to leaf spot, * 18- and 20-hp models 3000 se“es

stem rust, snow mold and * Available in recoil or electric

brown patch start

* Dense, very dark green * Vertical twin design offers truc'ors

Kentucky bluegrass variety quieter operation * Model 3021

* Broad climatic persistence * Full pressure lubrication powered by 36-hp,

* Performed well for winter systems ensures consistent flow  two-cylinder diesel engine independent PTO

color and spring greenup of oil to every bearing surface * 540-rpm PTO and a 2,200- ROPS, glow plug and
pound lift capacity decompressor, 12-volt

Circle 206 on reader service card Cirle 207 on reader service card * Power steering and an electrical system and safety

electrical cut-off features
standard

GI'OW“I Pl'ﬂhds Niho-30® SRN * Model 3045 includes

standard four-wheel drive

* Liquid formulation slow-release nitrogen weed control products in one tank * Model line includes more
fertilizer (30-0-0) * Slow and consistent turf feeding over six to than 20 units ranging from
* Has 30 units of liquid nitrogen with 85 12 weeks 18Y% to 98 horsepower
percent slow release Cirde 209 on reader service card

* Mixable with preemergents, insecticides and ~ Cirde 208 on reader service card

LIURFCO } Sod Cutting
Pro-Lite: Tough & Simple.

Built to meet the heavy demands of commercial users & simple
enough to make new operators instantly productive, the
light and durable Pro-Lite Sod Cutter
“"1\ from Turfco is the solution to difficult
landscaping problems.
Highly maneuverable and small
enough to fit easily into tight spots.
The Pro-Lite also sports a heafty
bumper cage to help protect your
investment and your customer’s
property as well.

Only 170 Ibs

One hand operatioh

Easy to use in
tight areas

Call Now!
for the name;
of a dealer
near you!

The Pro-Lite Sod Cutter-
Tough, Simple, Smart!

Durable, easy to operate turf equipment - perfect for landscaping
Turfco Mfg. Inc. 1655 101st Ave. NE » Minneapolis, MN 55449-4420 « Ph. (612) 785-1000 » FAX (612) 785-0556
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From METKO, INC.
1251 MILWAUKEE DRIVE
NEW HOLSTEIN, W1 53061-1499

M-100
Standard Ramp
- fits standard

size pickups.

Cure for Turfgrass Baldness || |m-s00
When your course or commercial turfgrass suffers from P‘"," Rgmp
bald spots, the remedy is the 48-inch Gandy Overseeder. i f"‘_ any pick-up,

It's the proven way to grow turf. Use it to dethatch, too. trailer or van.

The Gandy Overseeder has 24 outlets seeding on 2-inch o Simplicity * Minimal Maintenance © Flexibility
spacings. Sawtooth cutter blades prepare the ground for
seed. Gandy’s precise metering system evenly and
accurately distributes any kind of turfgrass seed -- even
bentgrass -- to each outlet. Separate disc or shoe openers
help postion seed for fast germination. The superior seed-to-
soil contact results in thicker, faster turf growth.

Unit is 540 PTO-driven and slip

clutch protected for tractors with as
little as 18 HP. Pneumatic tires won't @
mar turf like skids do on other units.

ALL STEEL Construction
makes it the most
rugged and durable
ramp in the industry.

Can be ordered as dethatcher only. I's Gandy Call and ‘b‘l”de’ dir e:' today: ey UL M‘En(o |
Trailing gang rollers or fiber brushes 200-733-4726 Inquiries fEdeal
are optional. This year, cure Owatonna, MN 55060 FAX: 920-898-1389 welcome> | || ||
turfgrass baldness forever.  800/443-2476  507/451-5430 2
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THE PROS CHOICE.

“We’ve been using Tuflex tanks with

Tuflex offers you a full line of mechanical agitation since 1978 with vir-
tanks to solve your pest control ;l.'t‘ta]”yno regzzgz ggecgn:;gf;‘?gﬁi;z
problems, big or small. The Vler:‘a%i?yo?s the best we've seen.”
experts at Tuflex carefully

research and analyze your _ROgﬁftﬁ)lgfng
needs and assist you in

designing and engineering the
right tank and pump system to
your specific requirements.
Anything less would be a
compromise solution.

Tuflex is the only manufacturer
to specialize in seamless
fiberglass spray tanks built
specifically for the pest control
and lawn care industry. The
exclusive Tuflex process allows
a full five-year warranty on all
hand-crafted seamless
fiberglass tanks.

Our tanks from 100 gallon to
1200 gallon are ready to solve
your toughest challenges.

Call TOLL-FREE for economy prices and

® 1406 S.W. 8th St. more information on our complete line of tanks.
Pompano Beach, FL 33060 1-800-327-9005
T TR USE READER SERVICE #53 www.tuflexmfg.com
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Introducing the EBS 100/200 Detachable Spreaders

Fits Most Commercial Mowers, Utility Vehicles or Tractors

* Variable Speed
* Just Seconds to Mount or Dismount

* Stainless Steel Frame m T.s

* Heavy Duty Polyethylene Hopper 9

* Rubber Sealed Electrical on/off Switch

* Large Capacity (100 or 200 Ibs. Fertilizer) Powu Box R e
CALL TODAY! 7

Lawn Power & Equipment
(407) 656-1088

USE READER SERVICE #19

Superior Snow & | I

Hiniker Quick Hitch ol
* Unit measures 60 inches

snow Plow Mountlng SVStem * Mounts on tractors of 18 to 25 hp

74 * Attaches to tractors with three-point
hook-up and a quick hydraulic coupler
* Windrows to either right or left side

mf,fl
f‘wf Pidseed Snhine

* Used for gathering debris and stones, de- |
thatching and removal of sod

Be ready to move snow in

seconds with the Hiniker p“e"‘H 'yegmss

Quick-Hitch plow mount * Lower growing, dark green elite variety
* Endophyte enhanced

system. Self-aligning * Broad spectrum resistance to common

|
drive-in receivers and lever ryegrass diseases i
lock retaining pins make * Suitable for mixing with bluegrass and

fescue

mounting easier than ever. * High seed count and rapid establishment

|

\

When you’re done plowing, * Well suited to warmer climates ‘
lights and power pack ‘
|

|

|

: Girde 211 on reader service card
come off with the plow.

/. Drive truck forks into plow receiver. Fenis IMS
Z. Pull locking lever & raise stand. z

2. Plug-in 2 connections, & you’re ready to roll! I I0(ll| mower
Provide complete snow and ice control with a Hiniker Salt & Sand * Dual hydrostatic drive riding mower
Spreader. It's completely self-contained for quick & * 25-hp Kohler engine : ¢ !
easy installation. Engine & hydraulic * 10-gauge steel deck with reinforced side
powered units available. skirts

* 61-inch cutting width

* Forward speeds up to 10 mph

Girde 212 on reader service card

SNOWPLOWS

(continued on page 68)
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HYDRO SEEDING SYSTEMS
Eﬂ’ y Jr’ STRAWBLOWERS
&
‘nwn SUPPLIES

Easy Lawn's 900 and 1,200 gallon Hydro Seeding
Systems are sending shock waves through the
landscaping and erosion control industries.
Never before has a product line offered top notch
performance, ease of use, & maintenance free
operation at such a low price.
Easy Lawn provides

such a value that
you cannot help but
make money.
Do yourself
afavorand
call us!

Introductory
Offer on New
HD9003 w/ Poly

Tank

$500 OFF!

UNITS AVAILABLE FROM 300 - 1,200 GALLONS
CALL TODAY (800) 638-1769 FOR FREE

INFO OR A DEMONSTRATION
USE READER SERVICE #60

Increase Off
Season Profits

We Offer You:

* Opportunity to become a master state
distributor or regional franchise.

* 36 years proven sales success.

* Full service manufacturing firm.

* Direct imports.

* Onsite technical training and support
* Tremendous customer service staff.
* | easing & financing programs.

Christmas
Visions

800.788.9627

USE READER SERVICE #58

OLDHAM

CHEMICALS COMPANY, INC.
OVER 30 YEARS OF RELIABILITY

200 GALLON LAWN RIG
+ 200 GALLON OLDHAM TANK WITH BAFFLE.
« HYPRO D30 TWIN DIAPHRAGM PUMP.
* 5.5 HP HONDA ENGINE.
+ HANNAY ELECTRIC REEL WITH 300 1/2" HOSE.

e 1-800 888-5502
=

CALL FOR YOUR TURF & ORNAMENTAL NEEDS,

USE READER SERVICE #59

Summer
Specials From...

Ran I BIRD, SALE

( CLOCKS HEADS Buy The Box )
ESP-4.....$7822 | MiniPaw or
ESP-6....882% | MaxiPaw 9%
ESP-8...$710°? 1804 4"Body $7142
(100-DV Valves $710322 By 1"

BACKFLOW SALE
1" 4720 1" #950

Dbl.Chk.

P.V.B. $ 6099

$4790 T
BT Al oo
800-600-TURF

CALL US AND SAVE! 7:30 am - 5 pm (8873)

Pacific Time

USE READER SERVICE #57
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W PRODUCTS

(mmmxu'r{ﬁmn page 66)
™
Excel Hustler

UpperCut™ Deck

* 48-inch, dual-trim, rear-
discharge mulching/catching
deck for ShortCut line

* Three
blades cut

grass and
direct it into
upper
chamber

* Blades have
higher sails
for increased
air flow

* Minimizes
discharged clippings

Circle 213 on reader service card

Robin America EHO5
engine

* Vertical shaft, 22-hp, twin-
cylinder engine

* Suitable for mounting on
riding mowers, tractors and
other turf equipment

* Displacement of 653cc

* Low operating oil temperature
and low oil consumption for
long life

* Heavy duty, two-stage air
cleaner and cast iron cylinder
sleeves

* Part of line of vertical shaft of
engines ranging from 18 to 25
horsepower

Gircle 214 on reader service card

Heda Industries Patriot skid st

* Available engines range
from 20 to 65 hp

* Lift capacities range
from 600 to 1,800
pounds SAE rating

* Attachments include
dirt bucket, trencher,
grapple fork, post hole
auger, snow blower and

backhoe

Girde 215 on reader service card

Autodesk Pro Land-
scape 3.0

* Built specifically for the
landscape contracting industry
* Lets users develop photo-
realistic presentations

* Integrates creation of accurate
planting plans for installation and

=

generate cost estimates and bids
* Consists of suite of Pro
Land-scape Image Editor,
Planner and Proposal

* Includes more than 2,600
high resolution plant and
landscape images

Girdle 216 on reader service card

(continued on page 72)

tart magnifyi

o
ith comput

enin

- p Get more:

@) in your business
Control |RLBYeIVIRIIS

your opportunities...

‘ombining.

World of

pportunity

YOUR BEST INVESTMENT
DOWN THE LINE
THE L-2 UNDERGROUND PIPE LAYER

rator training providec

= 16 hp. Kohler magnum engine

= Boring attachment available

SLlCE lus _—-——_-=_I!II LINE. =WARD
# = CORNRPORATION
Thornton Computer Management Systems b e
424 East U.S. 22 « Maineville, OH 45039 + 800/543-7249 + FAX: 513/683-6538 - FAX 716 674-5334 + 800 816-9621

USE READER SERVICE #61 USE READER SERVICE #62
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Laintandseape

Please Print

For even faster service, fax this card to us at

FOR MORE INFORMATION
on advertised and featured products and
services, circle the appropriate number below.

Zip

N—=OVONOOLOAEWN—

-

Do you currently subscribe to
Lawn & Landscape?

Do you currently subscribe to
T&0 Service Tech?

73
74
75
76

) = b et cub b b b b b
OCVONOOLAEWN~—

121 145 - 169 193 @17 )
122 146 170 194 218 242
123 147 17N 195 219 243
124 148 172 196 220 244
125 149 173 192 38% - 245
126 150 174 198 222 246
127 151 178 199 203 : 47
128 152 176 200 224 248
120 183 - 177 201 288 49
10 154 178 202 226 25
131 138 179 209 ‘7 23]
132 156 180 204 228 252
133 157 18V M5 229 253
134 158 182 206 230 254
135 159 183 27 231 385
136 160 184 208 232 256
137 161 185. 209 233 257
138 162 186 210 234 258
139 168 187 311 236 299
140 164 188 212 236 260
141 165 189 N3 237" 26}
142 166 190 214 238 262
143 & 19 215 239 * 2683
144 168 192 216 240 264

FREE PRODUCT INFO

Lainandseape

Please Print

Reader service card valid 8/98 through 11/98

LawnGr{ andseape

For even faster service, fax this card to us at

FOR MORE INFORMATION
on advertised and featured products and
services, circle the appropriate number below.

VONOOAEWN—

Address

City

State Zip
Phone

Fax

Do you currently subscribe to
Lawn & Landscape?

Do you currently subscribe to
T&0 Service Tech?

73
74
75

) =t ot et ot o ot b b
OVONOTOABWN

121 145 969 1932 M)
12 6 170 194 8 242
123 87 7 195 219 243
124 148 172" 196 220 244
125 149 1S . T 22T 245
126 180 174 198 202 246
127 151 o™ 199 223 W
128 152 176 200 224 248
19 153 TR - 0028 W
10 154 178 202 226 2%
131 -185 179 N0 227 250
132 156 1860 204 228 252
133 187 181 ‘208 - 229 283
134 158 182 206 230 254
135 159 183 X7 231 285
136 160 184 208 232 256
137 161 185 209 233 257
138 162 186 210 234 258
132 163 187 2V B8 299
140 164 188 212 236 260
141 565 189 N3 3N )
142 166 190 214 238 262
43 167 191 218 "9 .26
144 168 192 216 240 264

FREE PRODUCT INFO

Reader service card valid 8/98 through 11/98

LawnérLandseape




Laindandscape

PO BOX 5817
CLEVELAND, OH 44101-0817

LainéLandseape

PO BOX 5817
CLEVELAND, OH 44101-0817

Place
Stamp
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Here

Place
Stamp
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Here
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B _ Marriott Gwinnet Place Hotel
‘@ More than 20 business
management breakout Atbmta, Gemgza

sessions

What is the Lawn \.: J , 'I
S B

School of Management?

‘@ Top-notch speaker faculty
‘@ Networking opportunities

‘@ Informative general

sessions & [— S|

A LanGlaneseape

S

@ Affordable conference 4 (5 school of managemtent
and hotel rates USE READER SERVICE #93

To Be Added To the School of Management Mailing List Call Susan Lopriore At 800/456-0707.



Fertilizers For All 0I

Your Seasons.
For All Of

Your Reasons.

34+3+8
Fertilizer

32+3+10
Fertilizer

212287
Fertilizer

Professional
Turf”Products

Professional
Turf”Products

Professional
Turf”Products

consistent. Reliable. Responsive. Flexible.
These are a few of the characteristics you look for

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
partnere®
The &2

dersons|

USE READER SERVICE #63

in a fertilizer supplier. According to our customers,

ontinued from page

Fin Model 302
Bark Blower™

* Pneumatic spreader conveys
wood mulches, compost and
other bulk materials

* Unit comes with 150 feer of
4-inch lightweight hose

* Applies up to 20 cubic yards

of ma-

terial

per hour
* Reinforced loading hopper
with bottom drag conveyor

* Remote control operation

Girde 217 on reader service card

CHIPPERS /SHREDDERS / GRINDERS

Bandit Industries
free & brush dhippers

Vermeer chipper

* Vermeer® BC 2000 Brush
Chipper

* Includes a heavy-duty loader
for high-volume organic
chipping projects

* Powered by 200-hp, six-
cylinder Cummins 6BTA5.9
engine

Girde 218 on reader service card

Crary Bear Cat
chipper /shredders

* Models 70050 and 70080
with 5 and 8 hp
* Self-feeding chipper handles
up to 3-inch limbs with two
chipping blades
* Features eight and 12 serrat-
ed, self-sharpening, reversible
shredder knives for mulching

(hép-ll Industries
MC-180 chipper

* Powered by 12-hp Kohler
engine

* Handles material up to 40
inches thick, palm fronds and
other vine-like materials

* Includes an anticlogging
chamber/discharge

Girde 220 on reader service card

0

ffered with 6-, 9-, 12- and

18-inch diameter capacities

*(5-

inch Model 65 available

with gasoline and diesel engines
from 20 to 33 hp
* Three 12-inch units available

Girdle 221 on reader service card

BlueBird EasySca
(V533 s

* Collects 27 bushels worth of

leav

es, thatch and clippings

* Foor pedal release empties the

rust

proof polyethylene

collection bin

U

rac

nit adapts to most garden
tors with mowing decks up

to 48 inches wide

Cirde 222 on reader service card

Sundance KID I

Gri

inder

* Powered by John Deere 100-
hp diesel engine and weighs
9,200 pounds

e 8.

foot, 6-inch wide grinder

casily pulled by a pickup truck
* Skid-steer loader used to load

the

hopper

Girde 223 on reader service card




« Spreads and sprays over 6600 sq. ft. per minute

* One hand steering - ZTR. highly maneuverable

« Stainless breakaway spray boom

* 65-gal. tank and 100-Ib. variable speed stainless steel
SPREADER

* Interchangeable high pressure hand gun to low pressure wand

* Heavy duty variable speed hydrostatic drive

« 100 ft. hose reel and aluminum utility tray

 Several models and options
available

* Please call for more information,
video and pricing

e Eliminates operator fatigue
* Triple your productivity
www.groundtek.com

Winter Garden, FL 34787 « Phone (407)656-1088 « Fax (407)656-5148

Creatjve

curm® 1o
W

® | ow maintenance
® Create various shapes, sizes and colors
® Self-propelled, electric or gas powered
® Residential, commercial and golf course uses
e Add to your services and bottom line
r - material costs $.40 per foot
® Durable curbing is freeze thaw tolerant

1-800-292-348%
Concrete Curb & Landscape Border Equipment
Fax 949-587-9680 * 949-587-8488 * 5 Chrysler * Irvine CA 92618

USE READER SERVICE #68

CONSIDER THE CONTRACT SWEEPING BUSINESS

AA-TACH

SPECIALIZED EQUIPMENT

How many times have your customers asked if you

sweep? Think of the lost opportunities to generate
revenue. No need to purchase a truck mounted
sweeper. This low cost sweeping system attaches or
removes from your truck in about five minutes.
For more information, call our toll free number

1-888-922-8224

6929 North Hayden Road, Suite C4614 - Scottsdale, AZ 85250
USE READER SERVICE #65

USE READER SERVICE #67

SUPERIOR PERFORMANCE and VALUE

Call For Direct Pricing
1-800-282-4226

; N \ o= 4" / y
| S s Wrne bbu. et —

BRICK PA"VER EDGING

US! READER SllVIC! #64
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ﬂ Now...if your front mount can mow it, you can ¢ SDXERLINEK 2ar Ry
¢ aerate it. Only with the new TurfVent CoreCaster o Accdetie Mol .. T8 it 4 2
«, Model CTV-52 Core Plug Aerator. 5 Pdiwat o e 8
o For details, contact TURFVENT . B 8 Dk, Weisbutnts L8 o 2%
* Feldmann Engineering at . B Mered e %
o 1:800-344-0712 or ConsCASTER. ¢+ | boiw—— b0
¢ Fax 1-920-467-6169. e ®®®*® e '. Beikio ot i i
.. P o L d .. 0e®®®egq, ° Central l’ar(s“ .........
“eecec® yisd TS | e B
USE READER SERVICE #69 Chrisisies Vioh 6 58
(‘Ilassgn vag. ..... AL, 39
TIRED OF GIVING AWAY [ Kt i oo .

Deere & Co. . 42,43 37

YOUR BUSINESS" Design Imaging Group ......3 ..cccocevvieiienanes 12
- DGR Avesscorihidiiise s idmds i 2

Dow Agrosciences

Every day mowing and landscape f)rofessioncls give away Eaty Liwn o
profitable fertilizer and pest control dollars because they lack E.F. Burlingham
critical training and support. We have the solution! Fabriseape.

Feldmann Engi

* Effective sales/marketing programs * Complete training and support Ferris Industries

T

oy s SS ; s Rl A A s vkt - PITestnne . iseisisbesinstaimibie

" r p
w g WY .
: ; B N First Products .. . i o -
M@ o e, g o R B A Rty
PN . Frontrunner
n
il P i "A Division of Scotts Lawn Service" Technologies ........... 3

Florists Mutual ...

For a FREE OPPORTUNITY KIT cdll...800/783-098 1 Gandy ...

GMC Truck ...cccuuee

USE READER SERVICE #70 Gront T
Hendrickson Brothers
Hiniker ...
w m Holt Specialty
SNOWPLOW OWNERS Equipment :.dieiisiisid ) A WA 3 49
7 Horticopia .. 50 46
Jacklin Seed v 82
FREE PARTS CATALOG! yowr calcker i e 3203
Lawn & Landscape On-Line
’ : Trade Show ...cccovvveerenenee 47
Replacement parts for all major brands Lawn & Landscape School
of Snowplows and Salt Spreaders Management 71 93

Lawn & Landscape

bl Technical Resource
s e St &7 GBI INAS TS S BOA) i i 82
“Snowplow Parts Specialists” - Since 1980! Lawn Power &
Equipment ........ccoovuuennes 06,73 v drativeiina 19,68
Lebanon Seed..........ccoevnnnne 28 it o 28
Lineward 68 62
Longhorn 49 45
Marsan Turf &
Irrigation ..... 67 57
Metko 65 55
Nu-Gro
Technologies .. 79 66
Oldham Chemical.............. 7 G WOCCAARRY 59
Oly-Ola‘Sales ..................... s s Vaoibiatosonad 35
= o * Light weight - approx. 18 Ibs Reinid Sals 957 7647
: o] year wm‘mmy &::liu(s;rg;r:s)mpur:rs ...... s R 202
New Plows Starting @ $1995.00 * Tough perforated aluminum construction Robm & Haas
. ° (4} I
V-Box Spreaders $2595.00 * Hinged back door/easy dumping system Savalawn ...
"Mini" ® Great air flow - fully loads to 4.15 cubic feet ok gy
Mini" Salt Spreaders $849.00 reat air Tlow - Tully loaas fo 4.1 cubic iee Shindaiwa ...
2 £ ° C STEINIEE i Gl onbals oy bhehon
Low Profile Headlight Kit $89.95 Balanced handles for easy carrying Thornton Computer
i « Fit most major walk-behind mower brands e Byt 48 Yyt 5
Pro-Wing Kits $166.50 _ Trbs Teckiyosimaogod 1488 i 17,51
For more information call: Turfco ... N E— 15
CALL NOW to Reserve your FREE Accelerator Industries
Vista Lighting ....
copy of our 97/98 Parts Catalog 1-800-984-9410 o e =
;i Walker Mfg.
Central Parts Warehouse Also available for the 21” Honda &
1_800_761_1700 John Deere mOdeIS This ad index is provided as a service to our readers. We regret any omission.
*Denotes regional advertising.
USE READER SERVICE #71 USE READER SERVICE #72
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RATES

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
check or money order covering full payment. Submit
ads to: L&L, 4012 Bridge Ave., Cleveland OH 44113.
Fax: 216/961-0364.

BUSINESS OPPORTUNITIES
PUTTING GREENS

Professional Synthetic Golf Greens

) Keep your crews busy all year.

) Buy manufacturer direct.

) 300 sq. mile protected territory. VI DE o
) Carry no inventory.

) Excellent add on service.

-

s

ALL#PRO

gwan fames PUTTINGIIGREENS

1-800-334-9005
BIDDING FOR PROFIT

Grow Your Company and Accounts

with Tips and Techniques from
PROFITS UNLIMITED

a Division of Wayne'’s Lawn Service
BIDDING & CONTRACTS ($42.95)

Examples on bidding and contracts (residential and
commercial markets). How-to’s on: Determining your
cost of operation; Applying these costs to your bid-
ding process; Calculating your cost. Bidding Strate-
gies on: Mowing, Landscaping, Mulching, Power
Seeding, Snow Removal and many more.
CONTRACTS & GOALS ($29.95)
Lawn and Snow Removal Sample Contracts; Advan-
tages and disadvantages of using contracts; Responses
to common customer objections to signing contracts.
MARKETING & SALES ($34.95)
Aspects of marketing and selling your service. Con-
tains many forms of marketing found to be success-
ful and those found to be ineffective.
LETTERS FOR SUCCESS
(set of 13 - $19.95)
“Cold Call” introduction, bid proposals and cover
letters, contracts, collections and several others for
use as they are or as a framework to write your own.

Mail check with your order,
Print name and address to:
#1 Profits Unlimited
3930-B Bardstown Road
Louisville, KY 40218
800/845-0499

WHOLESALE DISTRIBUTOR

(LASSIFIEDS

HOLIDAY AND EVENT DECORATING

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.

DON'T BE LEFT IN THE DUST!!!

The majority of our franchise owners come from the
green industry. Why?

* Curting Edge Organic-Based

Fertilizers & Biological Controls

* Rapid Fast Track Growth

* Successful Marketing Methods

* Volume Purchasing Discounts

* Exclusive Protected Territories
Call today, and let NaturaLawn of America show you
how to dramatically improve the profits of your busi-
ness! 800/989-5444 or www.nl-amer.com

ORGANIC BASED SYSTEMS
FOR LAWN, TREE & SHRUB CARE

GREENPRO SERVICES (since 1977)
ASSOCIATEPROGRAM

* You're the boss

* 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.

EXTRA INCOME POWER WASHING

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 248/683-9080.

WANT TO BUY OR SELL A BUSINESS?

Ifyou have thoughtabout the possibility of selling your
business, Professional Business Consultants can ob-
tain purchase offers from numerous qualified potential
buyers without disclosing your identity. There is no
cost for this as Consultant’s fee is paid by the buyer.

This is a FREE APPRAISAL of your business.

If you are looking to grow or diversify through acqui-
sition, I have companies available in Lawn Care,
Grounds Maintenance, Pest Control, Landscape In-
stallation and Interior Plant Care, all over the United
States and Canada.

CALL: 708/744-6715 or FAX: 630/910-8100 or RE-
PLY TO: P.B.C., 682 Phelps Ave., Lockport, IL
60446.

HOW-TO BOOKS

HOW TO EARN AT LEAST SIXTY ($60) PER HOUR
MOWING GRASS. ...
and still be the low bidder.

7 Books on Lawn Maintenance Services that

tell you what to do & exactly how to do it!

For more info please send $3.50 with a SASE to
National Direct « PO Box 182 » New Paltz, NY 12561
or charge by phone at 1-888-588-8562 Ext . #2

The Premier
Add-On Business

Holiday and Event Decorating
* Keep More Good People Year 'Round ¢
* Utilize Trucks and Trailers ®

» Offset Fixed Costs ¢
* Sell To Existing Customers ¢

* Excellent Margins ¢
* 125 Locations in 40 States *

Purchasing Power * Name

Shorter Learning Curve
1-800-687-9551

hristmas
IDecor

www.christmas-decor.com

BUSINESSES FOR SALE
RELOCATE TO YEAR ROUND SUNSHINE!!

Port Charlotte, Florida!!! Retail nursery/landscaping
business. Turnkey. Prime location. One owner, 21
years. Oneacre+, 3,200-SF building. Owner financing.
Price reduced. Ownersanxious to retire!!! Kisha Tallman,
Realtor-Associate. C-21 Aaward. 800/476-2190.

IRRIGATION BUSINESS

Family owned and operated for 22 years. Over 800
established clientele, with great potential for expan-
sion. Turnkey operation. Located in Colorado. $200k.
Larry or Rich 719/636-2223.

SARASOTA, FLORIDA

Live and work in paradise! Full-service landscape and
small wholesale nursery located in area of phenomenal
growth. Owner retiringafter 18 years. Grosses $200,000
yearly. Includes all equipment and inventory, no real

estate. Asking $175,000. 941/923-8087.

COMMERCIAL LANDSCAPE MAINTENANCE

Located in beautiful Southeast Florida, owner relocat-
ing. 21 year old established commercial lawn service in
the Pompano Beach area, grossing $650,000 yearly,
includes trucks, trailers, equipmentand contracts. Ask-
ing $325,000 with some terms available. Will stay for
transition. Please reply to P.O. Box 93-4667, Margate,
FL 33093-0667.

It Pays to Advertise in the L&L Classifieds!
Call 800-456-0707 to advertise today.

LAWN & LANDSCAPE © AUGUST1998 75
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NURSERY

Established nursery, family owned and operated for
over 65 years. Garden center, greenhouses, wholesale/
retail and landscaping,. Fifty acres (more or less), planted
in evergreens, shade trees and flowering shrubs. All
equipment including trucks, trailers, tractors and all
inventory. Located in East Central Indiana on historic
U.S. 40, just 45 minutes East of Indianapolis, one hour
West of Dayton, Ohio. This business will be sold as a
complete business operation, owner retiring. Phone
765/478-3438-Office; 765/478-3781-Evenings; 765/
478-9159-Fax.

LANDSCAPE MAINTENANCE

Landscape maintenance company serving South Jersey

for sale. Well established client base. Accounts and all
equipment. $125,000. Owner will assist. Serious in-
quiries fax information to 609/767-5347.

COMPUTER SOFTWARE
TRIMMER SOFTWARE

FREE 1998 MKI LANDSCAPERS
SUPERSTORE™ CATALOG

TRIMMER

Software for the Landscape Contractor

An Estimating,
Billing,
Routing,

Site Scheduling,
and
Customer Tracking
Tool to Make
Your Life Easier!

Priced at just $495.00

For a FREE Demo Disk contact us at
TRIMS Software International, Inc.
3110 North 19th Avenue, Suite 190

Phoenix, AZ 85015
(800) 608-7467 * Fax: (602) 277-8029

www.trims.com

Buy direct and save! Engines, equipment, parts and
accessories. Call MOHAWKINDUSTRIES 800/724-
2229 for your FREE CATALOG. Up to 90-day terms.
Trimmer line, filters, blades, belts, safety supplies,
hand tools and much more!

WHOLESALE TURF SUPPLIES
BRIGGS & STRATTON ENGINES!
We pay the freight on all Briggs & Stratton
engine orders.

EDGER BLADES Fits most edgers.
1/2" Hole 10" x 2" Blade Item No. UEB409
5/8" Hole 10" x 2" Blade Item NO. UEB558

1" Hole 7-11/16" Blade Item No. UEB001
Your Choice Buy 50+ only $1.50 Each
Get great wholesale pricing on:
Ransomes/Bobcat Mowers
Hannay Reels, Hose, Spray Guns
[rrigation Products and More!

Call for your FREE Catalog
800/THE LAWN

RADIOS HALF PRICE!
MOTOROLA - JOHNSON
KENWOOD - UNIDEN - RADIUS
escape NEXTEL go 900 w us
Call: 800/779-1905

CONCRETE PROFITS FROM CURBMATE

Since 1983, Curbmate Corporation has been beautify-
ing landscapes throughout the U.S. CURBMATE’s
concrete extrusion machine automatically installs con-
crete landscape edging quickly and easily.

* Excellent profit margin

* Beautiful product

* A variety of shapes

* Easy to install — fast!

* Increase your landscaping business

Call for free packet — ask for special landscaper dis-
count. 801/262-7509

HYDRO-MULCHING

EDUCATION/INSTRUCTION
LANDSCAPE DESIGN

TBE A LiNDSCAPE DESIGNER g o™}
|
|
|

Home study. Design lawns, counya:ds walkways
gardens, and shrubbery. Free

Iswn OR CALL: 800-223-4542

Name

Address

Age Phone ( )
' City/State

School of Landscape Design, : eu-u
ucot 6065 Roswell Rd., Atlanta, Georgia 30

FOR SALE
FINANCING

LET THE GOVERNMENT FINANCE your small
business. Grants/loans to $800,000. Free recorded
message: 707/448-0270. (NK8)
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TurfMaker®

Simply Works Better

Better Hydro-Mulching
Better Grass Growing Results
Better Machine

800-551-2304

INSURANCE

COMMERCIAL INSURANCE FOR
LAWN CARE FIRMS
“GREEN INDUSTRY SPECIALISTS”

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.

800/886-2398
FAX: 614/221-2203

M.F.P. Insurance Agency, Inc.
50 West Broad Street, Suite 3200
Columbus, OH 43215-5917

LANDSCAPE DESIGN KIT
o523 LANDSCAPE DESIGN KIT KIT 3|

bber stamp symbo
shvubs plants & more. 1/8' scllo
Stamp sizes from 1/4" to 1 3/4"%,
$78.50 + $6 s/h VISA, Meu:&Cud or
P8 MO's shipped next day. Checks delay
" 3 shipment 3 weeks. CA add 7.75%Tax.

3 AMERICAN STAMP CO.
Demand| 12290 Rising Rd. LL98, Wilton, CA 95693
INSTANT 5 PAGES of L_Phone or FAX orders to: 916- 687-7102

STAMP INFO. Call From YOUR FAX 707-429-0999 Doc #319
LIL HOE

LI'L HOE®
Goes Where Big

Tillers Can’t

*NEW Hefty 2 hp engine
*Meets EPA standards
*Folds up, hangs up, fits in trunk
*Eight inch bolo tines

Perfect for weeding and cultivating raised beds, borders, landscaped
areas or gardens. Optional attachments: Digging Tines, Border/Edger,
De-hatcher and Aerator. Available gas or battery-powered.

avoses.sier HNLEL

358 NW F St.  Richmond, IN 47374 2297

www.hoffcocomet.com

L7y

Visit omn websile!

Www.lawnandlandscape.com

SOD HARVESTER

1996 Maverick Sod Harvester mounted on 1987
Ford 2910. Must sell. Used one year. Great condi-
tion. $19,500 OBO. 256/383-1960.
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TURF_SPREADER

Model 800 Estate Turf Spreader

*Spread sand, salt, sand, lime, seed,

and granular fertilizer.

*Internal drag chain empties hopper &
helps break up material.

*No rust poly hopper, 9 cu. ft. capacity.
*Tow behind tractor or ATV.

Call 800-872-8864 / Fax 402-464-2070
Web: www.wikco.com / E-mail: wikco@compuserve.com

~-l-@ Wikco INDUSTRIES, INC. SN
4930 N 57th Street, Lincoin, Ne. 68507

NURSERY STOCK
TAXUS YEWS 6-24 25+
HICKSI
247-30” 18.25 17.00
307-36" 20.25 19.00
BROWNI
18"-24” 16.75 15.50
247-30” 18.75 17.50
ANDERSON
187-24" 15.75 14.50
247-30” 275 17.00
ARBORVITAE
GLOBE
187-24" 9.00 9.00
247-30” 11.00 10.00
PYRAMIDAL
5-6’ 17.00 16.00
6-7 23.00 22.00
ELIGANTISSMA
4-5 1373 13.00
SIBERIAN
3-4 12.00 11.00
AMERICAN
4-5 15.00 14.00
5-6 17.00 16.00
HILLSIDE NURSERIES
6845 E. U.S. 40
Cambridge City, IN 47327
Phone 765/478-3438
Fax 765/478-9159

HELP WANTED
MAINTENANCE MANAGERS & SUPERVISORS

The Brickman Group, Ltd., one of the nation’s largest
and fastest growing full-service landscape companies,
has an immediate need nationally for maintenance
managers and supervisors. Brickman seeks energetic,
team-oriented college graduates with proven leader-
ship, communication and interpersonal skills. Brickman
offers full-time positions, excellent advancement op-
portunities and exceptional compensation and benefits
with an industry leader building on a 59-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, 375 S. Flowers Mill
Road, Langhorne, PA 19047, 215/757-9630, EOE.

RECRUITMENT

Join Century Rain Aid, America’s leading irrigation
and landscape lighting distributor, as we continue to

grow. Century is now accepting applications for branch
management and sales positions. Irrigation experience
and a college education are preferred. Century offers
industry competitive wages and a complete benefits
program, including medical, dental, vision and 401k
matching. Please send your resume and salary require-
ments to: Century Rain Aid, 31691 Dequindre Rd.,
Madison Heights, MI 48071, Attn: Wayne Miller.
Pre-employment drug screening required. Century is

an Equal Opportunity Employer.

EMPLOYMENT OPPORTUNITIES

GreenSearch — Attention employers ... can’t find good
managers and supervisors? Or maybe you’re a job seek-
er looking for a new opportunity? We can help you! Serv-
ingall Green Industry company categories throughout
the Southeast U.S. Candidates pay no fees. Call Green-
Search toll-free at 888/375-7787, Fax 770/392-1772.
GreenSearch, 6690 Roswell Road, #310-157, Adanta,
Georgia 30328-3161. Website: www.greensearch.com

GREAT CAREER OPPORTUNITIES

Large Charlotte, N.C., landscape company is seeking
highly qualified, self-motivated professionals. Posi-
tions include:

* Maintenance Foremen

* Landscape Foremen

* Landscape Designer

* Horticulturist/Color Specialist

* Landscape Billing/Job Tracking
Send resume to The Metrolina Landscape Co., P.O.
Box 669003, Charlotte, NC 28266 or call 704/392-
9501.

The Complete Irrigation Workbook, by Larry Keesen, offers a
com-prehensive look at irrigation design, installation,
maintenance and water management including practical
hands-on techniques. Each chapter contains questions and
answers which can be used to test your own knowledge or as
in-house training tools for new and seasoned em-ployees.
Appendix includes detailed drawings of irrigation installations.
Order yours today for $14.95 per copy plus $2.50 shipping &
handling. Quantity discounts available. Call Fran Franzak, 800/
456-0707.
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LAWN CARE TECHNICIANS WANTED
DID YOU WORK FOR SOMEONE
ELSE LAST WEEK:2?
ARE YOU HAPPY IN YOUR CURRENT
SITUATION??
KING GREEN, Atlanta’s fastest growing lawn care
company, is looking for experienced technicians for its
commercial, residential and tree care divisions. A
competitive company that is in the business for the
long run. We offer excellent compensation packages
to qualified candidates. Send or fax your resume to:
KING GREEN, Inc.
P.O. BOX 1585
NORCROSS, GA 30091
Mr. Greg Wagner
Fax: 770/447-9017
Phone: 770/368-9744

EMPLOYEE SEARCHES

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., 1740 Lake
Markham Road, Sanford, FL 32771. Phone 407/320-
8177, Fax 407/320-8083. Email: Hortsearch@aol.com
Website: http//www.florapersonnel.com

GROWTH OPPORTUNITIES

We are in search of arboriculture
and horticulture professionals
who deliver excellence in tree
shrub and lawn care.

Currently operating from 9
branches in NY, MA, NJ & CT
with plans to expand throughout
the northeast & beyond!

Please send/fax resume to:
SA" A Attn: Recruiting
® 205 Adams St.

Bedford Hills, NY 10507

Complete Tree and Shrub Care, Naturally
A Nature's Trees, Inc. company fax: 914-666-5843
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EXCITING CAREER OPPORTUNITIES
FOR VEGETATION MANAGERS

Rapidly growing Vegetation Management Company
is looking for experienced Division Managers to work
out of our regional and branch locations throughout
the U.S. Must have a minimum of two (2) years
experience in Vegetation Management and/or a de-
gree in horticulture/arboriculture/urban forestry or
related field. Must be self-motivated, decisive, cre-
ative and have strong organizational skills.
WE OFFER: ¢ Excellent starting salary

* Company paid health insurance

* Excellent working environment

* Bonuses

* Vacations

* 401k Program
For career opportunity and confidential consider-
ation, send or fax resume, including geographic pref-
erences and willingness to relocate to:

DeANGELO BROTHERS, INC.
Attention: Paul D. DeAngelo
100 North Conahan Drive
Hazleton, PA 18201
Phone: 800/360-9333
Fax: 717/459-5500
EOE/AAP/M-F

SCOTTS LAWN SERVICE OPPORTUNITIES

DIVISION MANAGERS

LAWN CARE/IPM SPECIALISTS

Well-established, Central Indiana, full-service com-
pany specializing in commercial accounts in need of
professional managers for the following divisions:

MAINTENANCE DIVISION MANAGER
This division encompasses T&O treatments, annual
flowers, pruning and bed care. Position entails cus-
tomer service, plant diagnosis, estimating, employee
management and sales. Candidate should possess re-
lated degree. Five years experience in all facets of
landscape maintenance.

CUTTING DIVISION MANAGER

This division encompasses grass cutting for commer-
cial properties of up to 20 acres, bushhog and fall leaf
removal. Position entails customer service estimating,
employee management and sales. Candidate should
possess a college degree, strong communication and
organizational skills, five years experience in commer-
cial cutting.

All positions offer competitive salary, insurance,
company truck and profit sharing. We are an Equal
Opportunity Employer. Send resume to: P.O. Box
34231, Indianapolis, IN 46234.

lEGlSlATIVE‘REGUlATORY
AFFAIRS MANAGER

...

The Scotts Company’s newest division, Scotts
Lawn Service, is taking off! We are growing fast
and building a management team for the future. If
you have service industry experience and are dis-
appointed in your present situation, we want to
talk to you!

Our goal is to develop the industry’s top Sales
and Production Managers for rapid promotion to
Branch Manager positions. Potential for extended
career growth within the division and company is
strong.

If you see yourself as a leader, let us hear from
you now. This is a unique, ground floor opportu-
nity that won’t last!

* Be part of The Scotts team!
* Excellent comp/benefits plans.
* Terrific potential to grow.

If you are not living your dream, don’t give up!
Send resume to:
DIRECTOR OF MANAGEMENT
DEVELOPMENT
SCOTTS LAWN SERVICE,
C/O THE SCOTTS COMPANY
14111 Scottslawn Rd.
Marysville, Ohio 43041

We are dedicated to a culturally diverse workforce.

NATIONAL SALES MANAGER

Results driven national sales manager to lead sales
team. Must have experience in building and manag-
ing a $20-100 million sales team in addition to also
building outside rep and distribution team. Fax, e-
mail or send resume to: Lisa Zastawnik, Job Code:
NSM, 13600 Broadway Avenue, Cleveland, OH
44125.
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LEGISLATIVE/REGULATORY
AFFAIRS MANAGER

Terminix International and TruGreen-ChemLawn,
global market leaders in structural pest control
and professional residential and commercial lawn
care, respectively, are seeking a person to manage
its legislative and regulatory affairs program. This
person shall be responsible to impact with state
legislative bodies, regulatory agenciesand the U.S.
EPA to proactively address issues of concern. Tes-
timony completion for these purposes shall be an
important function of this position as it relates to
various issues. Terminix and TruGreen-Chem-
Lawn are two enterprises in The ServiceMaster
Company, a New York Stock Exchange-based
company. Relocation may not be necessary and
subject to discussion. Travel will be required. All
expressions of interest shall be held in strict confi-
dence. Kindly submit resumes and other pertinent
information including compensation requirements
to Norman Goldenberg, 860 Ridge Lake Blvd.,
Mail Drop A4-1060, Memphis, TN 38120 or fax
10 901/766-1275.

TERMINIX
TRUGREEN * CHEMLAWN

It Pays to Advertise in the L&L Classifieds!

Call 800-456-0707
o advertise today.

Connecticut’s best tree care company, located in
Fairfield County, has developed a Lawn Care Division.
We need qualified, motivated, lawn care/IPM special-
ists to grow with our successful company. Must obtain
CT supervisory license and have two years experience
and/or a degree in Horticulture/Agronomy. We pro-
vide year-round employment to a qualified individual,
plus medical and dental insurance, 401k and paid
vacation. Starting salary $30,000 plus, depending on
experience and qualifications. Send resume to Bob
Horan at Bruce S. Pauley Tree Care, Inc., P.O. Box
878, New Canaan, CT 06840-0878, or call 203/966-
0869 for an appointment.

LOCATE IN ONE OF FIVE GREAT CITIES!

Tell us what city you prefer! We are a leading lawn
care company that has been in business for 30 years
with locations in Cleveland, Fort Wayne, Indianapo-
lis, Pittsburgh and St. Louis. We are accepting re-
sumes for branch managers and branch manager train-
ees. Our trainee packages average $35,000 to $40,000
per year and our branch manager packages average
$75,000 to $80,000 per year. Both trainee and branch
manager benefitsinclude generous salaries, health ben-
efits, new personal vehicles and a large year end bonus.

oin a fast growing com “reall 2
about itsemployees! Branch manager applicants should
have managerial experience, and trainee applicants
should have assistant manager experience. Send or fax
resume to: Kapp’s Lawn Specialists, Michael Markovich,
4124 Clubview Dr., Fort Wayne, IN 46804. Fax: 219/
432-7892.

WANTED 10 BUY
HYDROSEEDERS & STRAWBLOWERS

We buy, trade & sell new and used hydroseeders and
straw blowers. Call 800/245-0551 fora free copy of our
latest used equipment list or our catalog of hydroseeding
equipmentand supplies. E-mail: dirtboy@ix.netcom.com

ee .
what’s
Visét ounr
weldite taday.

Wi Javmandlondscape.com
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For Quality Nitrogen
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Jor the life of the soil!

Can Your Urea-Based N Sources
Compare to Nitroform™?

There is a difference in nitrogen sources.
Unlike the others, NITROFORM?® is released throughout
the growing season by soil microorganisms.
NITROFORM® feeds organically. It supplies both
carbon (energy) and nitrogen (food) for microbial
absorption and utilization in the soil. The carbon
in urea-based fertilizers is chemically converted to
CO; and lost to the atmosphere...a waste of energy.
Increased microbial populations hasten the
decomposition of organic residue. In turf, this reduces
the potential for excessive thatch formation while
accelerating the production of humus, nature’s ultimate
and perfect growing medium. NITROFORM® promotes

vigorous rooting and development of root tissue. The
effect is even more pronounced when NITROFORM®
is incorporated in seedbeds or sodbeds, in container
soil mixes, or following core cultivation.

Because the N in NITROFORM® is released by
soil microbes, it is resistant to leaching and runoff...
even in sandy soils under heavy rainfall and irrigation.
What is your choice?

*NITROFORM®
*NITROFORM®
*NITROFORM®
*NITROFORM®

Provides Season-long Feeding
Enhances Microbial Activity
Promotes Rooting and Root Formation
Protects the Groundwater
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NU-Gro: Tech'n_b_logi'es, Inc.’SQG
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TUFF o PRODUCT in the WORLD?" e TRALOFFER

FREE SEE FAR-HIGHEST-SCIENCE LIFT YOUR
NURSERY AND CUSTOMER PLANTS TO NEW LIFE

® IS REMOTELY “LIKE” SUPERthrive™.
Else ® MAKES SUCH A DIFFERENCE.
® HAS SUCH CREDENTIALS.

® “‘The ultimate application of plant physiology.” — Top U.S.D.A. scientist
® “Much more growth above and below ground than when fertilizers used alone.”
— Another leading U.S.D.A. scientist (gach of them heading large agencies)

B’LLI aNs 'P Ra VEN on billions of plants, by millions of growers,

by hundreds of thousands of professionals, by thousands of government agencies
and universities, by “impossible” great landscape jobs “everywhere,” by great
proportion of winners of the national flowering plant societies’ competitions.

FREE TRIAL TO SEE FOR YOURSELF .., ..

many thousands of garden center operators - some now third generation - know that
you really cannot operate at so high a level without SUPERthrive™
Since SUPERthrive™ has not had salesmen - and many retailers have not come
to national trade shows - this is a try to reach some of you whose distributors | |
have SUPERthrive™ for you without your knowing why, and others of you whose |
distributors have not yet responded to your need for SUPERthrive.™ |
After a half century of unchallenged $5000,-Guaranteed best, 5 ways - it is more |

than time for every garden center to have SUPERthrive’s™ benefits.
Ask about NEW liberal ad allowances, for fair ads featuring merit, rather than price reductions.

r S W S e S .. { -_— ..

CHOOSE ONE FREE TRIAL. MAIL THIS I R XTRALEE

I (One ounce makes 500 cups or gallons. 1/4 teaspoonful per gallon, 3 ounces | "Worid cHa
per 100 gallons, (or, constantly, a drop a gallon, 1 ounce per 500 gallons.) — |GAf¥e

| FREE $5.57 2-ounce bottle, with 16-ounce $26.25 size purchase. (RETURN pint for | .S'UPERI/NIW?Q

full REFUND if not delighted with 2-ounce bottle effects.) : QV,IP;MINS HURMUNES

[] FREE $8.96 4-ounce bottle, with 32-ounce $46.00 purchase. (RETURN quart for full

REFUND if not happy with free 4-ounce bottle new life.) |
| FREE $1.59 110-ounce sample Dropac™ — Send 55¢ stamped, addressed envelope. =
[ 128-ounce $133.00size, (refundable, therefore FREE only to established business or | & L
public agency, if, after using 4200 to 64,000 gallons from gallon, you wish you had
not bought it.)

i
O DEALER resale tnal |, FREE bottle wuth each dozen DEDUCT 40% % IN CHECK FOR DOZEN(S) ' ORGIATIONS K UFECHDNCAL COMPLEES, KEPT FAR ANEAD
_ dozen '2-ounce $2.96 sellers; _ dozen 1-ounce $4.19 sellers; VITAMIN s |
INSTITUTE 'd }
gy wor
Firm Name Phone ‘ :

______ dozen 2-ounce $5.57 sellers; dozen 4-ounce $8.96 sellers;
| Hundreds of Pr——
Delivery Address for UPS ENCLOSED CHECK $ hoytands of @F\

City State Zip | See
Your Name (Print, please) Position DISCOVERIES DISTILLED by V I

TOP PLANT SUPPLY

If your distributors already have SUPERthrive™ for you, buy trial gallon and dozen(s), etc. | vm” uie
from them. Same offers. Send copy of invoice or date and number for “‘baker’s wl LIFT
dozen" and other free bottles, direct. OTHERWISE, | YOUR WORLD

VITAMIN INSTITUTE -« Box 230, North Hollywood, CA 91603, U.S.A.
MAILTO Prone (213) 877-5186; (800) 441-VITA; FAX (818) 766-8482 | ™ on 730, setw 2415 Satrus dvonen —

North Hollywood, California 91603
USE READER SERVICE #110 I Phone 213 877-5186
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