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Wherever the site, whatever the job, 
your crew can do more with a Torofk; Dingo" compact utility loader. 

Call 1 - 8 0 0 - 4 7 6 - 9 6 7 3 or visit your Toro Dingo dealer for a demonstration. 
TORO IT'S ABOUT 

PRODUCTIVITY 

USE READER SERVICE # 1 1 0 



C H O I C E 
(USDC APPROVED) 

GO AHEAD, FEEL FREE TO CHOOSE 
Now more than ever you need to keep your options open as to what equipment you use and how much 
it costs you. Dixie Chopper can help by giving you the freedom of choice. Take your pick of a 42" or 50" 
cut with a 19 horsepower Kawasaki engine, the price is the same. All Dixie Chopper machines have a 
lifetime warranty on the frame and front caster bearings along with an available five year extended drive 
train warranty. You also get our promise of being the best mower available for the combination of Price, 
Performance, and Reliability, along with our 30 day money back guarantee. If within 30 days of purchas-
ing your new Dixie Chopper you find another machine of equal cut and horsepower that will outperform 
your Dixie Chopper for production mowing, we'll gladly refund your money. 

m v s £ n u n o o r n 
MJiJUlm U l l l / I I L MM 

The World's Fastest Lawn Mower 
www.dixiechopper.com 

800-233-7596 

Kawasaki is a registered trademark of Kawasaki Motor Corp. Dixie Chopper is a registered trademark of Magic Circle Corporation and may 
not be used without permission. Pricing shown above is for models LX1901-42 and X1901-50 only. Model X1901-50 pictured. Extended 
drive train warranty available at additional cost. Prices subject to change without notice. Copyright 1999. All rights reserved. 

http://www.dixiechopper.com


SOMETIMES YOU'VE GOT TO 
CHANGE YOUR NAME, IF YOU'RE 

GOING TO PLAY THE GAME. 

FLORISTS' MUTUAL IS CHANGING ITS NAME TO FMI. 
If your name doesn't describe what you do and how you approach your business, it s time to make a 
change. Today, the time has come for Florists' Mutual. When we founded our company more than a 
century ago, our name described us perfectly. But we've grown and changed since those early days. 
Today we still provide superior service to florists of all kinds, but we also serve landscape contractors, 
interior landscapers, growers, nurseries, garden centers —the entire horticultural industry. 

STARTING TODAY, IT'S A BRAND NEW BALLGAME. 
It's a new game, a bigger game, a better game. So we've changed our name. What hasn't 
changed, of course, is our commitment to meeting and exceeding the needs of each and 
every one of our customers. And we think you'll agree, that's a winning idea. 
Call 1-800-851-7740 or visit us on the web at www.fmi-insurance.com. 

FMI 
I N S U R A N C E S P E C I A L I S T S FOR THE H O R T I C U L T U R A L I N D U S T R Y S I N C E 1 8 8 7 

USE READER SERVICE # 2 7 

http://www.fmi-insurance.com
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COVER STORY 

State of 
the Industry 
Contractors continue to 

report strong growth trends, 

but some uncooperative 

weather, a lack of labor and increasing regulations 

present challenges S I 

offer their expert 

forecasts for next 

year's plant 

availability 
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Nothing to be 
Afraid Of 
Shrub pruning often can instill 

fear in contractors, but following 

simple guidelines can calm nerves 

and lead to successful _ ^ _ 

shrub care I U O 

Crossing the Line 
Landscape companies are working double duty, adding 

interiorscape services to tap into an expanding _ _ _ 

market and boost revenues I I W 
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the Irrigation 
Industry 

Uniform Appeal 
There's more on the rack for contractors who outfit their 

employees. Image, professionalism, pride and _ ^ 

safety are some keys to success # " 

The Scoop on Spring Supply 
Nursery market insiders 

98 
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distribution, tips on slope irrigation and a 

comprehensive buyers' guide 11 
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Have We Created jfè 
a Monster? 
The definitions, interpretations 

and philosophies behind 

Integrated Pest Management 

have made the process ^^P ^ ^ 

unclear. Much like a horror movie villain, the _ ^ 

debate has taken on a life if its own QU 
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6-Valúating 
The Future 

"Creativity is thinking up new things. 

Innovation is doing new things." 

- T h e o d o r e Levi t t 

This is really start ing to get a little bor ing, isn ' t it? This issue inc ludes o u r 

fourth annual State of the Industry Report , and whi le the s t rong e c o n o m y 

creates h a p p y lawn and landscape contractors across the country , it a lso leads 

to s o m e pretty repet i t ive interviews. 
W e c o n d u c t e d d o z e n s of in terv iews for this year ' s report , and, to a degree , 

they could be s u m m e d u p in o n e sentence : " B u s i n e s s is great - 1 could g r o w 
faster if I could get the p e o p l e . " 

C o n s i d e r a b l e potent ial for c h a n g e and innovat ion cont inues to d e v e l o p on 
the hor izon, h o w e v e r , which could h a v e t r e m e n d o u s impac t on the industry . 
T h e o v e r w h e l m i n g Internet d e v e l o p m e n t w a s obvious ly T H E story of the late 
1990s, and w e ' r e all wai t ing to see w h e r e these U R L s will take o u r e c o n o m y . 

T e c h n o l o g y cont inues to gravi tate toward the lawn and landscape indus-
try as well with at least a dozen companies having launched initiatives to wire up 
the buying and selling of landscape products, supplies and equipment. 

T h e potential of e - c o m m e r c e within this industry is o n e of the biggest 
u n k n o w n s as w e look toward the future. But whi le e - c o m m e r c e grabs the 
headl ines , don ' t over look the rest of the Internet ' s potential for your bus iness . 
A W e b site of fers vis i tors so m u c h m o r e informat ion than a Ye l low Pages ad 
ever can and e-mai l m a k e s c o m m u n i c a t i o n ins tantaneous . 

A s an informat ion provider , w e ' r e interested in the Internet ' s potent ial 
from an educat ional perspect ive . T o that end, w e ' r e par tner ing with R o h M i d 
and Golf Course News to p r o d u c e the indust ry ' s first web-based s e m i n a r with 

noted entomolog is t s D a v e Shet lar of T h e O h i o State Univers i ty and Danie l 
Potter from the Univers i ty of Kentucky . 

O n N o v . 13, these researchers will each m a k e 30-minute , l ive 
presentat ions on w w w . g r u b f r e e . c o m and will be avai lable to 

a n s w e r quest ions from industry profess ionals such as your-
self. Honest ly , w e ' r e not sure h o w everyth ing will turn out, 
and that inc ludes this p r o g r a m as well as the future. But w e 
do k n o w o n e thing - today ' s technology offers opportuni t ies 

• unl ike anything else w e ' v e h a d at our disposal in the past . 
1 A n d despi te bus iness be ing as g o o d as it h a s ever been for us, 
f w e k n o w that w e m u s t cont inue to stretch ourselves , try n e w 

ideas and even take s o m e risks if w e w a n t to stay ahead of the 
game. That w a y next year at this t ime we' l l b e able to o n c e again 

report , " I f only w e could find m o r e p e o p l e . . . " 
W o u l d n ' t that b e nice? Q! 

ß / i . 
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When someone suggests you spend more money on a less 
effectiue preemergent, it's time to hold on to your wallet. 
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PENDULUM H H H M H M H H 

BARRICADE1 H M M M MH M H H 

DIMENSION" H M H M H M M M 

TEAM' H M M M M M NR NR 

RONSTAR" M H NR M M NR NR NR 

SURFLAN0 H H H M MH M H H 

Level of control Medium Medium-High High Not Registered 

I™ Novarin b™ Rohm sad Hau Co. t " Dow AgroSci.nc.» d™ Rhóna Poul.nc 

Field trials confirm that PENDULUM" herbicide consistently gives you more dependable, 
broad-spectrum weed control than any other preemergent herbicide. 

So, even when compared to premium-priced products, PENDULUM controls more weeds 
You can take that to the bank. 

For the PENDULUM herbicide distributor nearest you, 
call 1-800-545-9525, ext. T2611. 

Or visit our website at www.turfffacts.com. 
Always read and follow label directions. M 

unmatched uaiue. unbeatable performance. 

BASF 

http://www.turfffacts.com


REGIONAL NEWS 
N.Y. Lawn Care 
Industry Set To Battle 
Notification Law 
ALBANY, N.Y. - Lawn and tree care com-

panies in New York may soon face in-

creased operating costs , c h a n g e s in busi-

ness pract ices and loss of customers due 

to the s ta te ' s n e w Neighbor Notification 

Law for pest ic ide use. 

T h e n e w law, effective March 1, 2001, 

features two separate provisions that could 

negatively affect the s ta te ' s lawn and tree 

care bus inesses . T h e first provision will re-

quire companies that commercial ly apply 

pest ic ides to give at least a 48-hour writ-

ten notification to neighboring properties 

within 150 feet of any spray site. T h e sec -

ond provision of the law requires schools 

and day care facilities to provide parents 

and staff with a written not ice before pes -

t ic ides are applied on school grounds. 

T h e s u c c e s s of New York's lawn and 

tree care companies lobbying to protect 

their industry will determine the extent of 

the law. T h e New York batt le could set a 

precedent for other s ta tes considering 

similar legislation. 

New York State placed adoption of thi 

residential and commercia l application por-

tion of the notification bill into the hands 

of its 67 local county governments . This 

m e a n s lawn and tree care companies and 

(continued on page 42) 

YEARS IN 
BUSINESS 

PERCENT 
OF CONTRACTORS 

2 years or less 4.3 
3 or 4 years 9.4 
5-9 years 16.9 
10-14 years 20.7 
15-19 years 14.6 
20-29 years 20.0 
30-49 years 9.2 
50 or more years 4.9 

Research USA 

F o r ages , p e o p l e h a v e b e e n 

i m p r o v i n g the aes the t i c s o f 

their h o m e or b u s i n e s s en-

v i r o n m e n t s , b u t h o w long 

h a v e l a w n a n d l a n d s c a p e 

contractors b e e n in the busi -

n e s s o f p r o v i d i n g this ser-

v ice to res ident ia l a n d c o m -

m e r c i a l c l ients? 

T h e a v e r a g e l a n d s c a p e c o n t r a c t o r h a s b e e n in b u s i n e s s for 17.7 y e a r s - 20 .7 
p e r c e n t of c o n t r a c t o r s b e t w e e n 10 to 14 y e a r s a n d 2 0 p e r c e n t o f c o n t r a c t o r s 
b e t w e e n 2 0 to 2 9 years , a c c o r d i n g to a Lawn & Landscape R e a d e r S u r v e y . 

A p p r o x i m a t e l y 16.9 p e r c e n t o f c o n t r a c t o r s sa id they h a v e b e e n in b u s i n e s s for 
f ive to n i n e years , a n d 14.6 p e r c e n t o f c o n t r a c t o r s sa id t h e y ' v e b e e n r u n n i n g their 
c o m p a n i e s for 15 to 19 years . 

L e s s than 5 p e r c e n t o f c o n t r a c t o r s h a v e b e e n in b u s i n e s s for 5 0 o r m o r e y e a r s 
a n d e v e n less - 4 .3 p e r c e n t - are n e w to the i n d u s t r y a n d h a v e b e e n in b u s i n e s s 
for less than t w o years . 

INDUSTRY NEWS 

» 
TruGreen Interior Plant Care 
Division Sold to Rentokil 
D O W N E R S G R O V E , 111. - T r u G r e e n t u r n e d o v e r its in ter ior 
p l^ntscaping serv ices to R e n t o k i l for $ 4 4 m i l l i o n in a de f in i t ive 
sa le a g r e e m e n t p e n d i n g ant i t rus t c l e a r a n c e . 

A c c o r d i n g to a re lease f r o m T r u G r e e n ' s p a r e n t c o m p a n y , 
Serv iceMaster , the sale represents its c o n t i n u e d focus on g r o w t h 

a n d i n v e s t m e n t in its c o r e b u s i n e s s e s , including 

I lawn care and landscaping (TruGreen C h e m L a w n 
and TruGreen L a n d C a r e b r a n d names) . 

C o m m e n t i n g on R e n t o k i l ' s acquis i t ion , Je f f 
Mar io la , pres ident , R e n t o k i l T r o p i c a l Serv ices , said, " B e -

s i d e s s t r e n g t h e n i n g o u r pos i t ion in the bo l t -on 
m a r k e t s , the acquis i t ion p r o v i d e s the s t ra tegic 
benef i t s o f t a k i n g u s into 15 n e w cities, which offer 

additional future opportunit ies for our people, or-
ganic growth and other bolt-on acquisi t ions." 

T r u G r e e n wil l re ta in s o m e in ter ior p l a n t e a r e 
m a n a a g e r s to s u p p o r t i ts l a w n care a n d l a n d s c a p e o p e r a -

t ions . A c c o r d i n g to the c o m p a n y , all o t h e r T r u G r e e n e m p l o y -
e e s wil l b e o f fe red e m p l o y m e n t b y Rentoki l , w h i c h h a d 1999 

r e v e n u e of $ 4 2 mi l l ion a n d o p e r a t e s b r a n c h e s in 2 4 U.S . c i t ies . 
T h e sa le is no t e x p e c t e d to a l ter S e r v i c e M a s t e r ' s o p e r a t i n g resul ts 

for the year . 

® 

Jeff Mariola, 

president, 

Rentokil 

Trop imi 

Services 



ARE YOU READY TO MEET THE PRODUCTIVITY DEMANDS OF THE NEW MILLENNIUM ? 

FREE VIDEO & INFORMATION 
Phone (918) 459 2137 Fax (918) 461 0996 

See us at: 
• Nov. 4-7 - G.I.E. Show, Indianapolis, Booth #105 

The world's first & best mini loader since 198 7 
Web Site: h t t p : / / w w w . k a n g a - l o a d e r . « o m 1 1 2 1 9 S. M i n g o , B i x b y , OK 7 4 0 0 8 • D e a l e r e n q u i r i e s i n v i t e d 

We can 
show you how 

to save time and 
money and increase 

your competitive edge 
with one compact, 

multi functional 
machine with 
attachments 
available (or 

every job 



(continued from page 8) 

ACQUIS IT IONS 
Brickman Group 
Expands To 
West Coast 
L A N G H O R N E , P a . - T h e B r i c k m a n G r o u p , 
o n e o f t h e l a r g e s t c o m p a n i e s in t h e l a n d s c a p e 
i n d u s t r y , a c q u i r e d t w o c o m p a n i e s serv ing the 
grea ter S a n Diego , Calif . , m a r k e t . T h e c o m p a -
nies , B r o o k w o o d L a n d s c a p e a n d W r i s l e y 
L a n d s c a p e , h a v e b e e n m e r g e d i n t o o n e $ 3 0 -
m i l l i o n b r a n c h k n o w n a s B r o o k w o o d L a n d -
s c a p e , a B r i c k m a n G r o u p C o . T h i s a c q u i s i -
t i o n p r o v i d e s T h e B r i c k m a n G r o u p w i t h i ts 
f irst p r e s e n c e o n t h e W e s t C o a s t 

T h e B r i c k m a n G r o u p p u r s u e d t h e C a l i -
f o r n i a a c q u i s i t i o n s b e c a u s e o f B r o o k w o o d ' s 
a n d W r i s l e y ' s s t r o n g p a s t p e r f o r m a n c e , e s -
t a b l i s h e d m a n a g e m e n t t e a m s a n d r e p u t a -
t i o n for q u a l i t y a n d h i g h c l i e n t r e n e w a l ra tes , 
a c c o r d i n g t o a c o m p a n y p r e s s r e l e a s e . 

T h r e e o f the five f o r m e r o w n e r s wil l m a n -
a g e the o p e r a t i o n f rom S a n D i e g o . T h e y wil l 

Ingerso l l -Rand Co. appoin ted Peter Hong to v i c e pres ident a n d 
treasurer . 

Smal lwood D e s i g n Group/Smallwood L a n d s c a p e appointed Jud 
Griggs to v i c e pres ident of operat ions . 

Hal White jo ined Ferris Industr ies a s v i c e pres ident of market ing 
following t h e c o m p a n y ' s p u r c h a s e by Simplic i ty Manufac tur ing . 

Neil Feola w a s appointed a s chief operat ing officer, a n e w 
posit ion, a t OmniQuip T e x t r o n . T h e c o m p a n y also p r o m o t e d Larry 
Skaff to group controller. 

Scott Rushe and Jennifer Zelley w e r e appointed territory 
m a n a g e r s for B a r e n b r u g . 

Dalen Products n a m e d Carleton Chidester to director of key 
a c c o u n t s . 

Randy Oberlander jo ined t h e G r o w t h Products staff a s a 
t e c h n i c a l s a l e s representa t ive . 

Simplot Turf a n d Horticulture n a m e d Chris Claypool a s senior v i c e pres ident of 
market ing in t h e J a c k l i n S e e d b u s i n e s s unit . 

Irritrol S y s t e m s hired Keith Shepersky a s c a t e g o r y m a n a g e r for t h e s t a n d - a l o n e 
controller product l ine. 

White (top), 
Griggs (bottom) 

ENGINEERED TO MOVE MORE SNOW IN LESS TIME. 

www.dan ie lsp lows .com 

DANIELS' WING PLOW 
• Unbea tab le maneuverab i l i ty . 
• W i n g s fo ld back to t ranspor t easily. 
• Six s izes rang ing f r o m 12 to 24 feet. 

Turns your sk ids ter or whee l loader 
into an uns toppab le s n o w m o v i n g 
mach ine . 

DANIELS' PULL PLOW 
• Ideal for smal l j o b s and t ight spaces . 
• C o m p l e m e n t s your f r on t -moun ted p low. 
• Hook up is fast and easy. 
• Sizes to fit l ight t rucks , spor t uti l i ty 

veh ic les , 3/4 t on and 1 t on t rucks . 

Brisco 

• D ig a 7 ' t ree 
o r s h r u b in 
less t han 2 
m inu tes 

Save thousands 
in labor and 
equ ipmen t 

• Save money, 
t ime and 
increase 
p roduc t i v i t y 

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

BRISCO 
251 Buckeye Cove • Swannanoa, N.C. 28778 

USE READER SERVICE #1 1 

L A W N & LANDSCAPE 

http://www.danielsplows.com


KEEP UP TO DATE! 
SUBSCRIBE TO LAWN & LANDSCAPEimV. 

The leading 
management 
magazine 
serving the 
professional 
landscape 
contracting 
marketplace. 

Lawn^rLandscane 
• m n I i w w r a v v w n i 
• Free one-year subscription to qualified contractors. 

U.S. subscriptions only. 
• North America* 1 Year $35.00 
• South America, Europe* 1 Year $98.00 • Other International* 1 Year $218.00 
•Payment must bo in U.S. currency and drawn on a U.S. bank 

• C h e c k E n c l o s e d 

• MCA/ISA • Amex • Novus/Discover 

This section must be completed to process your subscription 

Exp. S i g n a t u r e . 
(prepayment required) 

Date 

E-mail Address 

Name 

Title 

Phone_ Fax_ 

Company, 

Add ress_ 

City State Zip_ 

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

I.CONTRACTOR or SERVICES 
• 1. Landscape Contractor 

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

(excluding mowing maintenance 
service) 

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

describe) 

II.IN-HOUSE LAWN/CARE 
MAINTENANCE 

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

III. DISTRIBUTOR/ 
MANUFACTURER 

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

IV. OTHERS ALLIED TO THE FIELD: 
• I.Extension Agent (Federal, State, 

County, City, Regulatory Agency) 
•2.School, College, University 
•3.Trade Association, Library 
•4 .0 thers (please describe) 

2 . What best describes your 
t i t le? 

•Owner, Pres., Vice Pres., Corp. 
Officer 

•Manager, Director, Supt., 
Foreman 

•Agronomist, Horticulturist 
• Entomologist, Plant Pathologist 
•Serviceman, Technician, Crew 

member 
•Scientist, Researcher 
•Company, Library copy only 
•Other (please specify) 

10/00 

• 4 -

FINE-TUNE YOUR BUSINESS MANAGEMENT SKILLS. 
SUBSCRIBE TO 

INTERIOR BUSINESS 
TODAY! ANDSCAPF PROfFSSIONAIS 

Interior 
Business... for 
landscape 
professionals. 
Brought to 
you by 
Ldwn& 
landscape. 

• Free one-year subscription to professional interior 
landscape contractors. U.S. subscriptions only. 
• North America* 1 Year $15.00 
• South America, Europe' 1 Year $35.00 
• Other International* 1 Year $100.00 
'Payment must be in U.S. currency and drawn on a U.S. bank 

• C h e c k E n c l o s e d 

• MCA/ISA • Amex • Novus/Discover 

Exp. S ignature (prepayment required) 

Date 

E-mail Address. 

Name 

Title 

This section must be completed to process your subscription 

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

I.C0NTRACT0R SERVICES 
• 1. Interior Landscape Contractor 

(maintenance & installation) 
• 2 . Interior Landscape Contractor 

(installation only) 
• 3 . Interior Landscape Contractor 

(maintenance only) 
• 4 . Interior Landscape Design 
• 5 . In-house Interior Contractor 
• 6 . Grower 
•7 .0 ther Contract Services 
(please describe) 

Phone_ Fax_ 

Company, 

Address 

City State_ Zip_ 

III.DISTRIBUTOR/ 
MANUFACTURER 
• I.Dealer ^.Distr ibutor 
J 3. Formulator ^ 4 . Manufacturer 

IV.0THERS ALLIED 
TO THE FIELD: 
• 1 School, College, University 
•2.Trade Association, Library 
•3 .0 thers (please describe) 

L i What best describes 
your t it le? 

•Owner, Pres., Vice Pres., 
Corp. Officer 

• Manager, Director, 
Supervisor 

• Horticulturist 
•Service Personnel, 

Technician, Crew member 
•Scientist, Researcher 
• Company, Library copy only 
•Other (please specifyÌ 

10/00 
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w o r k w i t h B r i c k m a n G r o u p E x e c u t i v e V i c e 
P r e s i d e n t J o h n K i n g w h o w i l l m o n i t o r o p -
e r a t i o n s a n d c o o r d i n a t e t h e t r a n s i t i o n s . 

T h e s e a c q u i s i t i o n s g i v e T h e B r i c k m a n 
G r o u p i ts f i rs t p r e s e n c e in C a l i f o r n i a a n d a r e 
e x p e c t e d t o l e a d t o a d d i t i o n a l c o m p a n y 
g r o w t h in t h e s ta te . 

B r o o k w o o d L a n d s c a p e s t a r t e d in 1 9 7 2 a s 
a s m a l l , f a m i l y - o w n e d l a n d s c a p e c o n s t r u c -
t i o n a n d m a i n t e n a n c e b u s i n e s s in S a n D i e g o . 
T o d a y t h e f i r m h a s b e c o m e a s i g n i f i c a n t f o r c e 
in t h e S o u t h e r n C a l i f o r n i a l a n d s c a p e i n d u s -
t ry . I ts b u s i n e s s e n c o m p a s s e s r e s i d e n t i a l a n d 
c o m m e r c i a l p r o j e c t s in b o t h p u b l i c a n d pr i -
v a t e s e c t o r s . 

F o u n d e d i n 1 9 7 7 b y R a l p h W r i s l e y , 
W r i s l e y L a n d s c a p e w a s a l a n d s c a p e c o n -
t r a c t i n g c o m p a n y o p e r a t i n g p r i m a r i l y in S a n 
D i e g o . In 1 9 9 0 , t w o o f t h e c o m p a n y ' s s e n i o r 
m a n a g e r s a c q u i r e d t h e c o m p a n y f r o m R a l p h 
W r i s l e y . O r i g i n a l l y a l a n d s c a p e c o n s t r u c -
t ion b u s i n e s s , t h e c o m p a n y a d d e d m a i n t e -

n a n c e o p e r a t i o n s a f e w y e a r s f o l l o w i n g t h i s 
t r a n s a c t i o n . S e e k i n g t o a c c e l e r a t e l a n d s c a p e 
m a i n t e n a n c e g r o w t h , W r i s l e y L a n d s c a p e a c -
q u i r e d C a m i n o R e a l L a n d s c a p e in F e b r u a r y 
o f 1 9 9 8 . 

O N THE NET 
LESCO Talks About 
Internet Plans 
C L E V E L A N D , O h i o — A s m o r e l a w n a n d 
l a n d s c a p e i n d u s t r y s u p p l i e r s e x p l o r e t h e 
p o t e n t i a l o f s e r v i n g c o n t r a c t o r s ' v i a t h e 
I n t e r n e t , m a n y e y e s a r e c a r e f u l l y w a t c h i n g 
L E S C O , w h o h o l d s a p o w e r f u l p o s i t i o n in 
t h e i n d u s t r y b e c a u s e o f t h e s i g n i f i c a n t n a -
t i o n a l c o v e r a g e i ts 2 3 4 s e r v i c e c e n t e r l o c a -
t i o n s p r o v i d e . 

T o d a t e , t h e c o m p a n y ' s I n t e r n e t e f f o r t s 
h a v e n ' t p r o d u c e d a n y t a n g i b l e r e s u l t s . H o w -
e v e r , L E S C O ' s c o r p o r a t e r e s t r u c t u r i n g e a r -

(continued on page 16) • 
Bill S p e e l m a n , a 36 -year e m p l o y e e of T h e Toro Co. , w a s honored b y t h e American 

Society of Irrigation Consultants wi th t h e p r e s e n t a t i o n of t h e Roy Will-

i a m s Award. T h e a w a r d is t h e s o c i e t y ' s h i g h e s t honor p r e s e n t e d in recogni t ion of 

subs tant ia l contr ibut ions to t h e irrigation industry. 

T h e American Society of Landscape Architects provides solut ions to 

urban d e s i g n prob lems with its jus t -publ i shed i s s u e of t h e L a n d s c a p e A r c h i t e c t u r e 

T e c h n i c a l Information Series , w h i c h highl ights m e t h o d s to improve t h e survival of ci ty 

t rees . T h e publ icat ion is avai lable for free to A S L A m e m b e r s at w w w . a s l a . o r g . Non-

m e m b e r s m a y p u r c h a s e t h e book for $ 4 9 . 9 5 b y call ing 202/216-2362 . 

T h e California Landscape Contractors Association g r a n t e d Bill 

Locklin, originator of t h e N i g h t s c a p i n g 12-volt outdoor l ighting s y s t e m , t h e Meridian 

A w a r d for subs tant ia l beaut i f i ca t ion of t h e environment . T h e Meridian A w a r d is a top 

honor p r e s e n t e d to l a n d s c a p e profess ionals by t h e O r a n g e County/Long B e a c h Chap-

ter of t h e C L C A a s part of its 41 s t annual Beaut i f i ca t ion Awards . 

T h e Ohio Lawn Care Association is sponsor ing an internship program or-

ganized to p l a c e hort iculture a n d turf m a n a g e m e n t s t u d e n t s in m e m b e r c o m p a n i e s , 

offering t h e m an opportunity to e x p e r i e n c e lawn c a r e a n d m a i n t e n a n c e first hand. 

T h e p r o g r a m ' s o b j e c t i v e is to c r e a t e e x c i t e m e n t for t h e industry in s c h o o l s a n d pro-

vide a s o u r c e of e d u c a t e d job c a n d i d a t e s w h o c a n return to t h e c o m p a n i e s w h e r e 

t h e y interned for profess ional careers . 

Plant Survival 
Essentials 

id 
Bio-Plex Liquid 

Transplant Concentrate 

(2) 
5 - Mycorrhizae Soil 

8 Root Inoculants 

(3) 

Natural-based Fertilizer 
Planting Tablets 

(4) 
Liquid Natural Based Fertilizers 

(5} 
Advanced Polymer Planting Gel 

Portable, Slow-Drip, 
Irrigation Devices 

(i) 
Tree Rings 

(2) 
Treegators 

Systemic & Contact 
Animal Repellents 

(D 
Deer, Rabbit 8 Mice Controls 

(2) 
Mole, Vole, Squirrel 8 Gopher 
Control 

(31 
Bulb Saver System 

Order & Information 
1-800-441-3573 

L A W N & L A N D S C A P E 
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How do you cut the big jobs down to size? Go with the professional's 

choice...Echo. Echo hedge clippers, with their great reach, outstanding power 

and superior balance, make short work of even the most demanding jobs. 

Tough, reliable and loaded with intelligent features to deliver maximum 

performance — every hard-working day. 

BOVE 
Built by the team that knows exactly what 

professionals need: quality, durability and power. 

For more information call 1-800-432-ECHQ (3246). 



(continued from page 13) 

l i e r t h i s y e a r c r e a t e d a n E - B u s i n e s s D i v i s i o n , 
h e a d e d b y W a y n e M u r a w s k i , a s i x - y e a r v e t -
e r a n o f t h e c o m p a n y . M u r a w s k i st i l l h a s n o t 
a n n o u n c e d h i s s p e c i f i c p l a n s , a l t h o u g h h e 
h a s r e v e a l e d t h e c o m p a n y ' s i n t e n t i o n to le -
v e r a g e t h e v a l u e o f i ts s e r v i c e c e n t e r s . " C o m -
p a n i e s t h a t h a v e b r i c k s a n d m o r t a r - t h a t 
h a v e a s s e t s a n d p e o p l e in p l a c e w h e n t h e y 
e n t e r t h e d o t - c o m w o r l d - a r e b e t t e r 
e q u i p p e d , " h e p o i n t e d o u t . 

M u r a w s k i a l s o p o i n t e d to a t h r e e - f o l d 
m i s s i o n for a L E S C O e - b u s i n e s s W e b s i te : 
P a r t n e r w i t h e s t a b l i s h e d s a l e s d i v i s i o n s t o 
i m p r o v e c u s t o m e r s e r v i c e ; p r o v i d e n e w w e b -
b a s e d i n f o r m a t i o n a n d s e r v i c e p r o d u c t s to 
p r o s p e c t i v e a n d e x i s t i n g c u s t o m e r s ; a n d al -
l o w L E S C O t o r e a c h r e m o t e l o c a t i o n s t h e 
c o m p a n y c u r r e n t l y d o e s n ' t s e r v e . In a d d i -
t i o n t o d i r e c t s a l e s , o r d e r s t a t u s , e - m a i l a n d 
m a t e r i a l s a f e t y d a t a s h e e t s , M u r a w s k i p r e -
d i c t s t h a t t h e s i te wi l l o f f e r c h a t r o o m s , o n l i n e 
w o r k s h o p s a n d a c c e s s to i n s u r a n c e a n d t e m -
p o r a r y l a b o r h e l p . 

A l t h o u g h a s p e c i f i c t i m e l i n e f o r t h e s e 

TO ENSURE 
that your 

meeting date is 

published, send 

an announce-

ment at least 12 

w e e k s in 

advance to 

Lawn & Land-

scape Calendar, 

4012 Bridge Ave., 

Cleveland, 

O H 44113. 

OCT. 8 - 1 0 L a w n & L a n d s c a p e B u s i n e s s S t r a t e g i e s Conference , 
C h i c a g o , 111. C o n t a c t : 800/456-0707 . 
OCT. 1 3 - 1 4 & NOV. 3 - 4 Plant Health Care Plant Biology 
Workshop, Frogmore , S .C. C o n t a c t : 888/290-2640 . 
OCT. 14 Certif ied L a n d s c a p e T e c h n i c i a n Exter ior E x a m , Vancouver , 
B . C . C o n t a c t : 604/574-7772 . 
OCT. 14 Certif ied L a n d s c a p e T e c h n i c i a n Exter ior E x a m (retest only). 
Milton, Ont . C o n t a c t : 905/875-1805 . j 
OCT. 1 4 - 1 5 California L a n d s c a p e Contrac tors A s s o c i a t i o n Certif ied 
L a n d s c a p e T e c h n i c i a n T e s t , S a c r a m e n t o . Calif. C o n t a c t : 800/448-2522 . 
OCT. 1 4 - 1 5 "Crea t ing S u s t a i n a b l e L a n d s c a p e s " Seminar , Bar 
Harbor, M a i n e . C o n t a c t : 207/581-4092 . 
OCT. 1 8 - 1 9 California A s s o c i a t i o n of Nurserymen W e s t e r n Nursery 
& Garden Expo . L a s V e g a s , Nev. C o n t a c t . 800/748-6214 . . 
OCT. 2 0 M a s s a c h u s e t t s P e s t i c i d e E x a m , W a l t h a m , M a s s . C o n t a c t : 
617/626-1786 . 
OCT. 2 3 - 2 4 M a n a g i n g S n o w and I c e Control Operat ions , Madison, 
Wis . C o n t a c t : 800/462-0876 . 
OCT. 2 3 - 2 5 L a n d s c a p e Des ign Short Course For Res ident ia l 
Propert ies : Plant ing Des ign , Hudson, Ohio. C o n t a c t : 440/717-0002 . 
OCT. 2 3 - 2 7 Hawai i M I D P A C Horticultural T r a d e S h o w & Confer-
e n c e , Hilo, Hawaii . C o n t a c t : 808/969-20088 . 

T 

TeH2B,0rNottoN2B 
„That IS IM ^MtMlil 

"Are you having a difficult time 
finding minimum o r low wage 
legal workers? Let me help you 
get the low wage labor force that 
you need, just as I did for scores 
of other companies last year." 

Legal and low wage Mexican workers 
with H2 B visas may be the answer 

to your labor needs! 

ton* as $178* units« 
(*Based on a quantity of 100 visas or more. Does not include bus fare. 

Mexican processing and consulate fees, or Mexican recruiting fees.) 
Call toll free for more information 

1-800-764-5870 
The Law Office Of Robert Kershaw 

1825 Forme*. Suite 101. Austin. Tex« 78704 (512) 383-0007. Fax: (512) 383-0009 

Licensed by the Texas Supreme Court 
Not certified by the Texas Board Of Legal Specialization o 

EH-12 EMITTER 
FILTER A BETTER IDEA BY DESIGN 

A logical idea — Drip irrigation in a 
head—twelve individual pressure 
compensat ing outlets. The patent-
e d filter is built right into the unit 
a n d g o o d filtration is what makes 
dr ip work. 

Drip irrigation designed for 
landscape — not a d a p t e d to it. 
Call or write for more information. 

10910 Wheatlands Ave. 
, Santee, CA 92071 

rw 619 562-3100, 800 770LS0N 
SYSTEMS FAX: 619 562-2724 

EH-12 HEAD 
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w e b o f f e r i n g s w a s n ' t a v a i l a b l e , t h e c o m p a n y 
w o u l d l i k e t o s t a r t u p d a t i n g i ts W e b s i te 
w i t h i n s ix m o n t h s . 

OCT. 2 6 Ohio S t a t e University E x t e n s i o n ' s "Turf, O r n a m e n t a l s and C O R E P e s t i c i d e 
Cert i f icat ion Tra in ing , " Avon, Ohio. C o n t a c t : 440/326-5851 . 
OCT* 2 6 S o u t h e a s t T e x a s Grounds M a i n t e n a n c e C o n f e r e n c e , Conroe, T e x a s . C o n t a c t : 936/ 
5 3 9 - 7 8 2 2 . 
OCT. 2 7 - 3 1 A m e r i c a n S o c i e t y of L a n d s c a p e A r c h i t e c t s Annual M e e t i n g a n d Expo , St . 
Louis, Mo. C o n t a c t : 202/898-2444 . 
OCT. 3 0 - 3 1 M a n a g i n g S n o w and I c e Control Operat ions , Al lentown, Pa. C o n t a c t : 800/ 
4 6 2 - 0 8 7 6 . 
OCT. 3 0 - 3 1 Illinois Arborist A s s o c i a t i o n ' s Seminar/Trade Show, St. Charles , 111. C o n t a c t : 
877/617-8887 . 
NOV* 1 Certif ied L a n d s c a p e T e c h n i c i a n Exter ior E x a m (writ ten t es t only), E u g e n e , Ore. 
C o n t a c t : 503/253-9091 . 
NOV* 1 - 3 E a s t e r n Regional N u r s e r y m e n ' s A s s o c i a t i o n Fall Expo, At lant i c City, N . J . 
C o n t a c t : 301/990-8350 . 
NOV* 3 Seminar on Diseases of Ornamentals, North Falmouth, Mass . Contact : 413/545-0895. 
NOV. 4 - 7 Green Industry C o n f e r e n c e & Expo , Indianapolis , Ind. C o n t a c t : 800/395-2522 . 
NOV. 9 - 1 1 National Arborist Associat ion's TCI Expo, Charlotte, N.C. Contact : 800/733-2622. 
NOV. 1 2 - 1 4 Irrigation A s s o c i a t i o n Show, Phoenix , Ariz. C o n t a c t : 800/458-3466 . 
NOV. 1 4 - 1 6 National Irrigation Sympos ium, Phoenix , Ariz. C o n t a c t : 800/458-3466 . 
NOV. 1 4 - 1 6 Turf and Grounds Exposi t ion , Syracuse , N.Y. C o n t a c t : 800/873-8873 . 
NOV. 1 4 - 1 6 Virginia Turf and L a n d s c a p e C o n f e r e n c e and T r a d e Show, Virginia B e a c h , 
Va . C o n t a c t : 540/942-8873 . 

INDUSTRY N E W S 
House Tables 
BUI Intended to 
Slow Down EPA 
W A S H I N G T O N - T h e U . S . H o u s e o f R e p r e -
s e n t a t i v e s A g r i c u l t u r e C o m m i t t e e p o s t p o n e d 
a s c h e d u l e d b i l l m a r k - u p t h a t w o u l d s l o w 
t h e E n v i r o n m e n t a l P r o t e c t i o n A g e n c y ' s 
( E P A ) p e s t i c i d e r e v i e w u n d e r t h e 1 9 9 6 F o o d 
Q u a l i t y P r o t e c t i o n A c t ( F Q P A ) . 

A s p o k e s m a n f o r t h e H o u s e a g r i c u l t u r e 
p a n e l s a i d t h e m a r k - u p , w h i c h w a s b a c k e d 
b y p e s t i c i d e m a n u f a c t u r e r s , w a s p o s t p o n e d 
d u e t o s c h e d u l i n g c o n f l i c t s a n d w o u l d b e 
r e s c h e d u l e d . B u t l o b b y i s t s s a i d c h a n c e s o f 
s e t t i n g a n e w d a t e a r e s l i m , w i t h C o n g r e s s 
f a c i n g a h e a v y w o r k l o a d u n t i l it a d j o u r n s in 
e a r l y O c t o b e r b e f o r e t h e N o v e m b e r e l e c t i o n . 

T h e bi l l , s p o n s o r e d b y R i c h a r d P o m b o , R -

IHINIKER1 
HINIKER COMPANY 

Airport Road • P.O. Box 3407 
Mankato, MN 56002-3407 

Phone (800) 433-5620 • Fax (507) 625-5883 
www.hiniker.com 

The Hiniker C-plow is turning the world 
of snow removal upside down! 

G e t t h e p e r f o r m a n c e of a convent iona l plow 
a n d t h e a d d e d versatility of a b a c k d r a g 

plow in a s ingle unit. 

• Compare Speed 
and efficiency. T h e C-Plow 
moves more snow in 
less time. 

• Convert from 
conventional to backdrag 
plowing with the touch 
of a button. 

• Complete snow removal 
without a s e p a r a t e backdrag 
plow or loader. 

The C-Plow from Hiniker— 
Revolutionizing Snow Removal! 

USE READER SERVICE #1 5 
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Cal i f . , a n d c o - s p o n s o r e d b y m o r e t h a n 2 0 0 
s u p p o r t e r s , w o u l d a l l o w p e s t i c i d e m a n u f a c -
t u r e r s m o r e t i m e t o p r o d u c e i n f o r m a t i o n 
a b o u t t h e s a f e t y o f t h e i r p r o d u c t s . 

U n d e r F Q P A , E P A m u s t r e v i e w a p p r o x i -
m a t e l y 9 , 0 0 0 p e s t i c i d e s t o d e t e r m i n e w h e t h e r 
t h e y p o s e a h e a l t h r i s k f o r c h i l d r e n . C r i t i c s 
s a y t h e a g e n c y h a s m o v e d t o o q u i c k l y t o 
p h a s e o u t s o m e o f t h e m o s t p o p u l a r a n d 
w i d e l y - u s e d p e s t i c i d e s , a n d b a s e d i ts c l a i m s 

o n c o m p u t e r m o d e l s t h a t d o n ' t i n c l u d e rea l -
w o r l d d a t a . T h e F Q P A a l r e a d y b a n n e d m a n y 
u s e s o f c h l o r p y r i f o s ( D u r s b a n ) t h i s y e a r . 

E n v i r o n m e n t a l g r o u p s h a v e p u s h e d to 
b l o c k t h e bi l l , c o n t e n d i n g t h a t t h e l e g i s l a t i o n 
w a s a n i n d u s t r y t a c t i c t o d e l a y E P A f r o m 
b a n n i n g p e s t i c i d e s t h a t c o u l d a f f e c t 
c h i l d r e n ' s d e v e l o p i n g n e r v o u s s y s t e m s . 

I n d u s t r y s u p p o r t f o r t h e b i l l h a s w a n e d 
in r e c e n t w e e k s , f a v o r i n g a r e i n t r o d u c t i o n o f 

t h e b i l l a t t h e b e g i n n i n g o f C o n g r e s s in J a n u -
a r y . W i t h H o u s e e l e c t i o n s a f e w w e e k s a w a y , 
o n e l o b b y i s t s a i d s o m e m e m b e r s d i d n ' t w a n t 
t o w a d e i n t o t h e p o l i t i c a l i s s u e o f c h i l d r e n ' s 
h e a l t h vs . p e s t i c i d e m a n u f a c t u r e r s . 

T h e b i l l i s a l s o b e f o r e t h e U . S . H o u s e 
C o m m e r c e C o m m i t t e e , w h i c h is c o n s i d e r i n g 
h o l d i n g a h e a r i n g o n t h e E P A ' s i m p l e m e n t a -
t i o n o f t h e F Q P A . T h a t p a n e l i s n o t e x p e c t e d 
to m a r k - u p t h e b i l l . 

In r e l a t e d n e w s , t h e P r o f e s s i o n a l L a w n 
C a r e A s s o c i a t i o n o f A m e r i c a ( P L C A A ) , A t -
lanta , G a . , a d d r e s s e d t h e i m p a c t o f p r o d u c t 
l o s s in l i g h t o f E P A ' s r e c e n t d e c i s i o n to l i m i t 
t h e u s e o f D u r s b a n in i ts la tes t P r o P o l l . 

A c c o r d i n g t o t h e s u r v e y , 5 5 p e r c e n t o f 
r e s p o n d e n t s a i d t h e e v e n t u a l l o s s o f D u r s b a n 
w i l l n e g a t i v e l y a f f e c t t h e i r b u s i n e s s e s , c i t i n g 
r e a s o n s s u c h a s t h e l a c k o f o t h e r , a s - e f f e c t i v e 
i n s e c t i c i d e s a n d t h e l o w c o s t o f D u r s b a n vs . 
o t h e r p r o d u c t s . S e v e n t y - s i x p e r c e n t o f l a w n 
c a r e t e c h n i c i a n s s a i d t h e y h a v e n o t e x p e r i -
e n c e d c u s t o m e r q u e s t i o n s o r c o m p l a i n t s a s a 
r e s u l t o f t h e n e g a t i v e p u b l i c i t y s u r r o u n d i n g 
t h e D u r s b a n s t o r y . QJ 

A A - T A C H , PV-II 

AA-T/VCH 
S P E C I A L I Z E D E Q U I P M E N T 

The PV-II is the most cost effective 
Parking Lot Sweeper on the market today. 
Take a look at the advantages over a 
conventional truck mounted sweeper. 
• No need to purchase a dedicated truck 
• The PV-II loads and unloads from YOUR trunk in 

just minutes, allowing YOUR truck to perform 
other tasks, like pushing snow, etc. 

• Due to the Poly design of the PV-II, there's no 
need to replace expensive replacement parts due 
to rust and abrasion. 

• Best of all is the PV-ll's low cost, which is 
thousands less than the nearest truck mounted 
units. 

Call today for a free no hassle 
demonstration of the AA-Tach, PV-II. 

1-888-922-8224 
Visit us at the G I E Show in Indianapolis, 

Booth #801 , 8 0 3 
USE READER SERVICE # 1 7 

L A W N & L A N D S C A P E 

OfrMe^y/ A l l 
R u p p e r t N u r s e r i e s - www.ruppertnurser ies.com 
Hydro T u r f P l a n t e r s A s s o c i a t i o n - v rww.htpa.org 
L a n d s c a p e s S u p p l y C o r p o r a t i o n - www.landscapersupply .com 
K i n g s t o w n e L a w n & L a n d s c a p e www.k ingstownelawn.com 
G r e e n A n g e l s L a n d s c a p i n g - www.greenange ls .net 
C o l o r a d o T r e e S p a d e S e r v i c e s www.wedigtrees.com 
To announce a new Web site, e-mail nwisniewski@lawnandlandscape.com. 

What's New 
@LM? 

LM 2001 awn « Monke 

LMDC LM 2001 's new design is 
and has 

And when it's priced from just 
with support that won't cost you a dime 
extra, you start to see why so many of 

your peers are switching to Lawn Monkey. 
So, whether you're in the Lawn 

Maintenance, Lawn / Tree Care or Full 
Service Pusiness, now is the time to 

LM-QB-LINK Ca|| t o d a y f o r a trial - Toll Free: 1 -877-LAWN-MKY 
or find us on the web @ 

l_IVI "©mailer I00*3 rumors you hear about our Impeccable customer service are tnje) 

C 2000 - GteenSun Co. Ltd. AI Trademarks are the property of their respective cwners. 
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f\Aventis 

NORTH CAROLINA 
LANDSCAPER HAS 
SUDDEN DEATH 
EXPERIENCE. 
"1 started to feel cold. 1 knew 
there was no time" says Kay. 

For Kay Gambill, t ime was running out. The temperature was dropping, the weeds were growing, and she and her 
team had a 2 acre ornamental landscape to clear and re-build in Fayetteville, NC. "Cardinal Landscape works right 
through the winter" she explained "and that's when most systemic weedkillers quit. But not Finale® Herbicide. 
Where it ' l l take Roundup® a month or more, Finale does the job in a few days, even when the thermometer's below 
40°. For weeds, it's a sudden death experience, winter as well as summer. Kinda gives you the shivers, doesn't it?" 

Pest control everyone can feel good about. 

Finale USE READER SERVICE # 2 9 

•SIMrtMlrtl 
Aventis Environmental Science USA LP I Chipco Professional Products I 95 Chestnut Ridge Road I Montvale, NJ 07645 I 201-307-9700 
Remember to read and follow label directions carefully. Finale is a registered trademark of the Aventis Group. Roundup* is a registered trademark of Monsanto Company. <D 2000 Aventis. 



T O T H E E D I T O R 
T o t h e Editor : 
A s a design/build l a n d s c a p e contractor , I love your t e c h n i c a l 
ar t ic les and e q u i p m e n t photos . A s h u m a n r e s o u r c e s director for 
a large l a n d s c a p e m a i n t e n a n c e contrac tor , I 've n o t i c e d that s o m e 
of Lawn & Landscape's m o s t valuable contr ibut ions to t h e 
industry h a v e b e e n re lated to h o w w e c a r e for our e m p l o y e e s . 
Cynthia G r e e n l e a f s Minding Your B u s i n e s s d e p a r t m e n t t it led 
" A Winning W o r k p l a c e " ( L a w n & Landscape, J u n e 2000 , p a g e 39) 
is a terrific e x a m p l e . 

A l t h o u g h r e c e n t e x p e r i e n c e leads m e to c h a l l e n g e w h e t h e r 
t h e r e ' s a b ig di f ference b e t w e e n t h e recruit ing c h a l l e n g e s at large 
a n d small b u s i n e s s e s , recruit ing is a b o u t us ing your ex i s t ing 
r e s o u r c e s effect ively. I s trongly a g r e e that w e often overlook our 
m o s t e f fec t ive recruit ing s t ra tegy : re tent ion . 

I w o n d e r w h a t our retent ion efforts would look like if w e g a v e 
our p e o p l e s o m e of t h e s a m e at tent ion w e give to our c u s t o m e r s ' 
p lants . For e x a m p l e , in t h e l a n d s c a p e t h e r e ' s a c lear dis t inct ion 
b e t w e e n " thr ive" a n d "survive ." Field e x p e r i e n c e t e a c h e s us to 
spot t h e di f ference a t a g l a n c e . W e continual ly str ive for healthier , 

m o r e a t t rac t ive p lants by ask ing " W h a t more could w e b e d o i n g ? " 
A n d w e k n o w tha t n o t w o p lants are alike - e v e n similar plants 
b e h a v e differently d e p e n d i n g on t h e m i c r o c l i m a t e in w h i c h they 
live. T h r o u g h our sensi t ivi ty to s e a s o n s and schedul ing , w e ask, 
" W h e n is t h e ideal t i m e for e a c h in tervent ion?" 

W h a t would retent ion look like if w e a p p r o a c h e d car ing for 
our p e o p l e wi th t h e s a m e rigor w e bring t o plant c a r e ? I 'm pret ty 
sure t h e results would t a k e a great deal of pressure off of our 
recruit ing c h a l l e n g e s . 

R o g e r Wyer 
People a n d Organizat ional D e v e l o p m e n t Solut ions 

T u c s o n , Arizona 

If you would like to express your opinion in a Letter to the Editor, 

please send your letter along with your name, title, company name 

and location to Letter to the Editor, L a w n & L a n d s c a p e , 4012 Bridge 

Ave., Cleveland, Ohio 44113. Or send your letter via e-mail to 

nwisniewski@lawnandlandscape. com. 

THE "E-Z" WAY 
IN MINUTES! 

FITS M O S T S N O W P L O W A T T A C H M E N T S 

WITH NO PLOW OR FRAME MODIFICATION 

CALL FOR MORE INFORMATION 
440-930-0546 or 908-354-3535 

Proudly Made in USA by: 
B & G Equipment Co. 

I Clifton, NJ 
Ph.: 440-930-0546 
Fax: 908-354-1485 

Auth. Dist. for E-Z Scoop/Meyer Plows 
Industrial Truck Body Corp. 
251 North Ave. East • Elizabeth, NJ 072011 
Ph.: 908-354-3535 
Fax: 908-354-3545 

United Elchem Industries, Inc. 
11535 Reeder Road • Dallas, Texas 7 5 2 2 9 

Phone:972-241-6601 • Toll Free: 8 8 8 - 6 7 1 - 7 8 8 6 • FAX: 888-697-1974 

"Choice of The Pros 
n 
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UNI-SEAL TEFLON 
PIPE JOINT COMPOUND 

UNI-TITE PIPE 
JOINT COMPOUND 
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YOU WON T FIND 
ANOTHER GUARANTEE 

• • 

LIKE IT ON EARTH. 
• (OR ANYWHERE ELSE!) 

• •• 
• • 

. # 

AMETEK is leading the industry witTi our NEW 10 YEAR LID 
• , • • • • • 

GUARANTEE. Were so sure our access box lids are the 

strongest, most long-lasting on the planet, were offering you a 

guarantee that's out of .this world! 

Available through your 

local distributor, > 

V' / < 
so you won t Mr T 
have to go to r • ? ^ 

• A 
the ends of the 

earth to find them. 

• Visit our web site to view 

fe. the wide variety of 

j H k access .boxes we 

offer to meet 

your needs, or 

call us today. 
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AMETEK, 
A C C E S S B O X E S 

Plymouth Products 

502 Indiana Avenue. Sheboygan, W l 53081 

Phone: 800 222-7558 • Fax: 800 882-6652 

For Literature. Ext. 9388# • For Nearest Distributor. Ext. 9321 # 

Customer Service: 800 348-7558 

www.p lymouthwater .com 
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http://www.plymouthwater.com
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THE GOLDEN AGE 
OF IRRIGATION 
Contractors from across the country agree: now is a 

great time to be in the irrigation industry. . 1 4 

DISTRIBUTION DIVIDES 
Irrigation distributors are realigning their company 

focus and modifying business practices to cater to an 

evolving industry 1 1 0 

DEALING 
WITH SLOPE 
IRRIGATION 
Here are top 10 tips for 

setting up an effective 

irrigation system on a slope.. 

IRRIGATION 

Buyers' 
Guide 

115 

This list of turf 
irrigation 
manufacturers 
and their contact 
information is a 
key tool for 
contractors who 
need to stock up 
on irrigation 
products 118 



Contractors 

from across the 

country agree: 

now is a great 

time to be in 

the irrigation 

industry. 

Business has never been better. Thanks to a healthy economy, steady consumer spending 
and generally agreeable weather conditions, irrigation contractors are seeing good times 
that show no sign of slowing down any time soon. 

Don Blackwell is just one of many irrigation contractors throughout the country 
enjoying an outstanding year. "Business has never been better as far as the amount of 
work we've been doing and the price we can get for our work, " noted Blackwell, president, 
Advanced Irrigation, Auburn, Wash. 

Blackwell 's business, which concentrates on high-end residential properties, is thriv-
ing - even though he 's landing a lower percentage of bids than he did in previous years. 
" I f I went out and did 10 bids, I may have gotten three," he said. " N o w I may only get one 
or two, but I bid higher." 

Like many contractors, Blackwell is fetching a good price for his work because people 
have more disposable income these days, thanks to a booming economy. "The product 
and market will sustain a higher price," he explained, adding that his metro Seattle market 
is saturated with affluent technology workers who don't want to spend their leisure time 
tending to yard work. " S o many people now are realizing that time is the most valuable 
thing we have," Blackwell said. "I like to say that we're in the time business ." 

Increasingly, people don't want to be "handcuffed to their landscapes," having to 



address tiresome tasks such as daily watering, which, 
of course, bodes well for the irrigation industry, 
he added. 

MORE SUCCESS STORIES. Business this year has 
also been lucrative for Cascade Irrigation Systems, 
McCordsville, Ind., a company specializing in resi-
dential work. According to President Gregory Baugh, 
the company experienced yet another record year this 
past year. 

Cascade Irrigation Systems has expanded the last 
several years, growing about 10 to 20 percent annu-
ally. And this consistent growth has been just a con-
servative effort for the company, which has always 
strived to rein in expansion and "not just grow for 
growth's sake/' Baugh explained. " W e want to be 
controlled with our growth." 

While the prediction of a Midwest drought helped 
drive sales, a large portion of the company's recent 
success is due to the changing perception of irriga-
tion, Baugh noted. Once viewed as a luxury item, 
irrigation now is increasingly considered a necessity 
by homeowners, he said. 

Matt Dear ing , owner , Dist inct ive Landscape , 
Vancouver, Wash., whose irrigation maintenance-only 
business has doubled every year for the past several 
years, agreed with this theory. Because of irrigation's 
increasing convenience and affordability, " m o r e and 
more people are getting systems put in," he pointed 
out. "Ten years ago, it was only doctors and lawyers." 

"The industry is maturing," added Christopher 
Pine, former owner, Pinescape and current northeast 
district manager, Rain Bird, Pocasset, Mass. 

"Consumers are becoming more aware of irriga-
tion," he said. " A s economic and environmental con-
ditions have allowed for more investment in outdoor 
landscaped areas in particular, the reality is that effi-
cient irrigation is critical for protection of that invest-
ment. Consumers, in turn, are making wiser choices 
when deciding on a contractor." 

In Texas, an ongoing drought has helped boost 
irrigation sales, which are at an all-time high, accord-
ing to Gary Prince, owner, Blume Lawn Sprinkler 
Systems, Hewitt, Texas. "The last two to three years 
have been pretty much a drought situation, which 
helps business, of course," he said, adding that in-
creased water restrictions accompanying the drought 
haven't placed a significant burden on his company. 

As in many sprawling metro areas, an expanding 
population in central Texas is also bolstering Prince's 
business, as is the sweltering summer heat 's effect on 
these homeowners new to the region. "Once they 

realize what summers are like, they're quick to put in 
an irrigation system," Prince observed. 

The reverse phenomenon is true for Badgerland 
Irrigation, Middleton, Wis. " D u e to the transient na-
ture of business professionals, we are seeing an influx 
of people from warmer regions into our cooler cli-
mate , " noted Curt Winter, the company 's owner. 
"These consumers are accustomed to the convenience 
and benefits derived from an irrigation system." 

Similar to the Southwest, dry weather conditions 
have been a boon for the irrigation industry in the 
Southeast, according to James Sampsel, regional co-
ordinator of irrigation services, TruGreen LandCare, 
Orlando, Fla. So far this year, Florida is significantly 
below its average annual rainfall, facing extremely 
dry conditions, he reported. Not 
surprisingly, "business is very 
good," Sampsel said. 

New England is perhaps the 
exception to the industry's wide-
spread success this year. "This 
y e a r h a s b e e n u n d o u b t e d l y 
slower than the last few years," 
Pine noted. "The wet weather 
has affected consumers ' desire 
for irrigation and the contractors' 
ability to install the systems they 
have sold. W e have had an exces-
sive amount and frequency of 
rainfall coupled with lower than 
normal temperatures. Last year 
was a stellar year because of the 
opposite weather pattern, how-
ever, so the differences really are 
quite pronounced. Personally, I 
turned my system off during the 
third week of July and have not 
run one cycle since." 

Pine also observed that in ar-
eas where upscale residential development contin-
ues, irrigation remains strong, however, since most 
new homes are now built with irrigation systems 
included. " In some areas, the commercial markets 
have remained strong as well ," he said. "Without a 
doubt, though, irrigation maintenance is way off from 
last year because of the weather." 

INDUSTRY DEVELOPMENTS. The dynamic irri-
gation market shows no shortage of trends. With 
water an increasingly strained resource, expanded 
regulations governing its use are on the rise in many 
parts of the U.S. On the East Coast, for example, water 

"As water conservation 

becomes a larger issue, 

and it will irrigation 

contractors run the risk of 

having their systems 

classified as wasteful or as 

an unnecessary luxury. It 

makes more sense to get the 

word out now than to fight 

the uphill battle of 

preconceived notions" 

- Curt Winter 



IRRIGATION INDUST 
for irrigation will be increasingly difficult to 
get, especially in New Jersey and Massachu-
setts, according to Brian Vinchesi, design en-
gineer, Irrigation Consulting, Pepperell, Mass. 
He added that irrigation system efficiency is 
a growing concern and measures such as man-
dated system audits to ensure efficiency are 
on the rise. 

At Century Rain Aid we have one 
goal: To do whatever it takes to help 
you become more successful. That's 
why you will find the industry's top 
products at Century and profession-
als who really know and 
care about irrigation. 

You will also find your 
local Century branch 
goes beyond the basic 
services. We're working 
to be your proactive 
business partner. 

Prince also sees more regulations on the 
horizon, especially regarding backflow pre-
vention devices. Within the next few years in 
Texas, he anticipates a mandate to switch from 
a double check valve to a high hazard variety, 
which should increase his company's costs by 
about 5 to 10 percent, he said. 

In addition, Florida, as with many other 

Century can also help you grow 
and expand with irrigation system 
design and planning, material 
take-offs, job referrals, industry 
networking - and can show you 

the benefits of joining 
the Century Point Program. 

Stop by your local branch 
and get to know 
us better! 

Callfor a free 
Century Supplies Catalog. 

states facing water shortages and booming 
population growth, will likely see increased 
reclaimed water use, according to Sampsel. 

Thanks to lower pricing and improved 
ease of operation, heightened reliance on com-
puterization is yet another trend surfacing 
across the industry. 

Technology, such as irrigation scheduling 
systems and weather stations, is trickling 
down from more sophisticated setups into 
simpler applications such as small commer-
cial and residential properties. Using technol-
ogy to increase system precision is consistent 
with the trend of holding users more account-
able for water usage, Sampsel pointed out. 

The issue of water conservation is here to 
stay, Pine agreed. "As professionals, we need 

"More and more people 

are getting irrigation 

systems put in. Ten years 

ago, it was only doctors 

and lawyers " 

- Matt Bearing 

to realize the importance of conserving water 
because of the public's misconceptions about 
our intentions," he said. "Unfortunately, too 
many times it is assumed that landscape irri-
gation is wasteful and should simply be 
banned or severely restricted without consid-
ering alternatives or weighing the benefits. 
There is the potential at any time for varying 
restrictions to be placed on our industry that 
can have a great deal of impact on our future." 

As water conservation becomes increas-
ingly critical, contractors must take it upon 
themselves to act as industry ambassadors 
and educate the public, Winter advised. 

"It is incumbent on irrigation profession-
als to learn as much as they can and educate 
the public about efficient water use of a prop-
erly designed system," he urged. "Without 
that focus, and as water conservation becomes 
a larger issue, and it will, irrigation contrac-
tors run the risk of having their systems clas-
sified as wasteful or as an unnecessary luxury. 
It makes more sense to get the word out 
now than to fight the uphill battle of precon-
ceived notions." 

C E N T U R Y IS 
C O N T R A C T O R - F R I E N D L Y 

¡CenturyRAINA^ 

Over 130 Branches Coast to Coast 

800-347-4272 
www.rainaid.com 

email: rainaid@rainaid.com 

USE READER SERVICE #1 50 

http://www.rainaid.com
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OTHER INDUSTRY TRENDS. As part of 
water conservation efforts, drip irrigation is 
one segment of the industry that's expanding, 
according to contractors. Baugh, for one, has 
noticed increased drip use on residential prop-
erties. "As cities put these (water) restrictions 
on, people are realizing the value of low-
volume watering devices," he said, adding 
that in his business, drip irrigation use has 
g r o w n about 100 percent over the past 
three years. 

Blackwell has experienced a similar situa-
tion with his residential clients, many of whom 
are installing drip in their yards because they 
"want to do the right thing and not waste 
water," he said. 

From his vantage point on the East Coast, 
however, Vinchesi said he doubts drip will 
ever become overwhelmingly popular with 
homeowners, because it is simply too high 
maintenance compared to conventional irri-
gation systems, he said. 

In terms of other trends, Vinchesi noted 
that commercial irrigation projects are grow-
ing in size. "We're seeing more projects at the 
$1 million level while before they were gener-
ally less than half a million," he said, adding 
that this trend is largely due to a lack of labor. 

On larger sites in particular, property man-
agers facing a labor shortage "don't want to 
have to go around and hand water every 
plant," Vinchesi pointed out. 

From construction contractors to tree care 
professionals, seemingly "everybody is get-
ting into the irrigation business," Blackwell 
observed of another industry development, 
adding that he's now competing with just 
about every kind of company for irrigation 
jobs. "Increasingly, there's a lower and lower 
percentage of people who do just irrigation." 

Many of these fly-by-night irrigation con-
tractors hurt the industry with their low bids 
because they "lower the common denomina-
tor," Blackwell said. "Bids are measured off of 
the lowest guy, no matter how slimy he is." 
Often, the job comes down to the fact that 
"you were $5,000 and Billy Bob Irrigation was 
only $2,500," he said. 

These " low bailers" probably help the in-
dustry in the long run however, by inadvert-
ently drumming up increased business for 
the i r m o r e p r o f e s s i o n a l c o u n t e r p a r t s , 
Blackwell concluded. "Inevitably, these guys 
come and go," he said. In the meantime, "they 
help us grow our service industry." 

Pine supported this assessment. " I feel 
that years like this, as much as nobody wants 
to hear this, are good for the industry because 
it helps to shake out a few contractors who 
really aren ' t good for the indus t ry , " he 
explained. " I t gives the good contractors 
a chance to slow the pace of constant growth 
and regroup." 

THE ONGOING CHALLENGE. Finding 
qualified employees is one of the most serious 
dilemmas the irrigation industry faces today. 
"Labor is our biggest problem," Blackwell 
observed, adding that many high school and 
college age workers simply aren't aware of 
the various job opportunities the irrigation 
industry offers. 
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IRRIGATION INDUSTRY 
Sampsel agreed. "I don't think the average 

graduate knows what irrigation is all about/' 
he said. "We have a definite need for indi-
viduals interested in this field who want to 
make a career of it." 

More often, contractors are resorting to 
creative measures to attract and retain work-
ers. For one, Vinchesi sees a heightened use of 
foreign labor, especially workers from Cen-
tral and South America, he said. 

Constant networking is also essential, ac-
cording to Baugh, who noted that he found his 
two full-time employees through his church. 
"You just have to go through a lot of people 
to find someone who cares about their job," 
he said. 

A BRIGHT FUTURE* The industry's good 
times should continue if the predictions of 
many contractors from across the country ring 
true. Sampsel, for example, envisions consis-
tent expansion for his company in the next 
few years. "I see nothing but exponential 

"The industry is maturing. Consumers are becoming more 

aware of irrigation. As economic and environmental 

conditions have allowed for more investment in outdoor 

landscaped areas in particular the reality is that efficient 

irrigation is critical for protection of that investment." 

— Christopher Pine 

growth," he said, observing that the residen-
tial irrigation repair segment of TruGreen 
LandCare will likely continue to be a consis-
tent profit center. 

Raising prices periodically fits into this 
scenario as well, Sampsel added. "You have to 
generate a profit. That's what's necessary. You 
can't stay in business and not make a profit." 

Baugh agreed with this approach. "There's 
always room to increase pricing," he said, 
adding that he has never reached the "upper 

limit" of what he could charge, though it 
doesn't matter with most of his customers, he 
said. "Most people don't really care what I 
charge, just so I do a quality job." 

Advanced Irrigation intends to raise its 
prices on the service side of its business next 
year since customers are always willing to pay 
more for expertise in this area, according to 
Blackwell. He said he has a positive feeling 
that "the next few years will be just as good for 
business as this past year has." 

TM KWIKREPAIR 
A WHOLE NEW CONCEPT IN PVC 

PIPE REPAIR & FITTING REPLACEMENT 

If Your Last Repair Wasn't A KwikRepair 
You Weren't KWIK Enough ! 

AVAILABLE IN 1/2" THROUGH 
1-1/4" COUPLINGS, 
ELBOWS & TEES 

1-1/2" & 2" COMING SOON 
ORDINARY FITTINGS KWIKREPAIR 

Number of fittings required 4 1 
Number of solvent welds required 
Pipe movement restraint required YES NO 
Possible O-Ring failure YES NO 
Minimum space required to install 1" Tee 21'x5-1/2" 9-3/4"x5-1A2" 
Approximate minutes to install 15 - 45 minutes 5 -15 minutes 

L 3)acon) 
DAWN INDUSTRIES, INC. 

4410 N. Washington Street Denver, CO 80216 
(800) 321-7246 Fax (303) 295-6604 

www.dawnindustries.com 
Made In U.S.A. Patent Pending 

'Available to Wholesalers & Distributors only 

When you can cover up to 60 feet of ditching in 
less than 60 seconds with the McCullough 
Coverup? 

1000 Series - Easy to use, 
independent unit is Ideal for 

backfilling trenches from 
[sprinker systems, landscaping, 

and smaller construction 
projects. 

1500 Series - V f r " 
Created for use with 
Dingo and 5lteWorksl 
Systems, the 1500 5erles tackles 

the big jobs in less time! 
2000 Series - A must have 
for everyone in the irrigation 

and construction business! This 
unit attaches in just seconds to 

skid-steer loaders and riding 
trenchers. 

Higher Profits. Faster Backfilling. 

McCullough 
Coverup 

1.800.250.5688 or 1.888.271.2306 
McCiäju^ Cower-up to a Trademark of M&f "bot 3e»\*Ä mc P*mt «a 3.533.529 © TheWlchnoOoup 1299QA 

www.mcculloughcoverup.com 
USE READER SERVICE #1 52 USE READER SERVICE #153 

L A W N & LANDSCAPE 

http://www.dawnindustries.com
http://www.mcculloughcoverup.com


Insights from the 
Irrigation Association 

T h e last three years have been terrific for the landscape/golf irrigation industry with 

many companies growing 15 to 20 percent a year. The strong economy, dynamic 

weather conditions, acceptance of installed automatic irrigation as a normal part of 

home ownership, and the drive to conserve water have all contributed to the 

industry's expansion. Technically, the industry has created ways to do more with less 

water by developing such innovations as more accurate low-flow nozzles and con-

trollers that take the guesswork out of watering. 

The irrigation field, which has always been entrepreneurial in nature, is now ex-

periencing the mergers and acquisitions common in other industries. This is particu-

larly true in the distribution and landscape construction sectors. There are seven irri-

gation distribution companies, for example, that are now multi-regional in coverage 

with one that is almost national in terms of store locations. 

The future looks bright for landscape irrigation as technical creativity and re-

cycled water use further stimulate an already favorable situation. 

- Tom Kimmel, executive director, Irrigation Association 

Winter echoed this outlook. "There are 
many reasons to be optimistic about the growth 
of the irrigation industry," he observed. "De-
spite periodic fluctuations, new construction 
continues to be strong. Today's consumers 
want to enhance the value of their property 
and relieve demands on their precious free 
time. By staying in tune with our customer's 
current and future needs we can ensure our 
own long term prosperity." ID 

The author is Associate Editor of Lawn & 
Landscape magazine. 

Check out past 
irrigation industry 
coverage in Lawn 
& Landscape's 
online back 
issue archive. 
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^ J t ü w n i f n u i IRRIG ATI O 

by Kristen Hampshire 

Some irrigation distributors are realigning their 

company focus and modifying business practices 

to cater to the evolving industry. 

The irrigation distribution channel is narrowing, leaving a tighter 
margin for wholesale distributors in the market. While all indus-
try segments - manufacturers, distributors and contractors -
drive the flow of the supply chain, a burgeoning pressure for 
efficiency, price adjustments, economies of scale and value-
added services leaves companies the choice to change with the 
tide or get swept away in the consolidation current. 

Ironically, growth is condensing irrigation distribution, with 
national and regional wholesale conglomerates acquiring local 
distributorships and small operations realigning their service 
focus to preserve their industry presence. Distributors are in a 
position to change and grow or stagnate and sell. 

Not one sector of the distribution network is immune from 
the changes a maturing industry initiates, and no single player in 
the spectrum will thrive without a strategy to adapt to industry 
developments. "There have been pretty radical changes and 
they are actually happening in a very compressed time frame," 
stressed Rick Fields, director of sales and marketing, Wilkins - a 
division of Zurn Industries, Paso Robles, Calif. 

PUSHING THE CURRENT. The time is right for distributors 
considering growth. A healthy economy and maturing industry 
combined with increasing customer demand for landscape ser-
vices is driving change and spearheading consolidation efforts 
in the irrigation distribution chain. 

" A lot of money is available now," noted Rex Dixon, vice 
president of marketing, Weathermatic, Dallas, Texas. " M a n y of 

the distributors are opportunistic and taking advantage of the 
fact that there is capital available, they are looking for new 
markets and they are seeing the irrigation market. You put that 
all together and you get consolidation." 

Similar to electrical and plumbing trades, the irrigation 
industry is aging and following the natural progression of a 
"maturing industry," noted Dirk Lenie, marketing manager, 
Irrigation Division, The Toro Co., Riverside Calif. Merging 
distributors results in increased economy of scale, which can 
disperse administrative costs and skim business expenses to 
buffer a company's bottom line, he explained. 

"Contractors and distributors are looking for more means of 
income," Lenie explained. " I f you can leverage more sales over 
the same asset schedule, you'l l be more profitable. Take cost out 
of the chain, which benefits everyone, and there is more pres-
sure on margins coming down because of more competition 
based on price." 

Consolidation benefits distributors pass on to contractors 
include a wider availability of tools, common administration, 
networking advantages and access to multiple markets. Also, 
manufacturers w h o work with larger distributors might offer 
incentives for high-volume purchases. For manufacturers and 
contractors alike, the benefit of a changing industry is the 
multitude of options. 

"Customers ultimately have more choices - choices in price 
and value, and the product offering that is available to them," 
observed Brodie Bruner, vice president of sales, Weathermatic. 
"For distribution, now more than ever, distributors have to 
decide w h o they are. They have to understand their business 
m o d e l -

Distribution business owners and industry veterans with 
irrigation experience and financial and technological assets to 
propel their companies to a more profitable level are positioning 
themselves to climb the business ladder, Fields added. 

"They are at the apex of their careers, and they have a 
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tremendous amount of business knowledge 
behind them," he explained. "Because there's 
a good availability of capital, the people that 
are visionaries can drive this growth agenda. 
The money is there and they have the business 
background to succeed." 

Jeff Carowitz, vice president of marketing, 
Hunter Industries, San Marcos, Calif., sug-
gested that a desire to exit the industry is spark-
ing many consolidation efforts. He painted a 
picture of three seasoned irrigation executives, 
where two of them are ready to retire and the 
third is ready to grow. Here, consolidation rep-
resents a type of retirement plan. 

In addition, business operation costs have 
increased and companies must consider profit-
earning options to soak up added expenses, 
noted Mark Agnew, CEO, United Green Mark, 
Novato, Calif. "The size of the investment has 

gone up in terms of breadth and depth and the 
customers ' expectations of sell rates," he said. 
" W e ' r e on the front of more 'B to 
B' business being done in some 
way, shape or form aided by com-
puters, and the cost of that is go-
ing to be more difficult to absorb 
for smaller wholesalers." 

And for wholesalers to remain 
competitive, they must strive to 
meet a growing customer and 
contractor demand for one-stop 
shopping - the need to find parts, 
service, and information from a 
single source. More distributors - Rick Fields 
are offering value-added services 
by targeting a larger market through expan-
sion, or focusing on a tighter market by firming 
relationships with local contractors. 

CRUNCHING THE MARKET. Gradually, 
consolidation is restructuring irrigation dis-
tribution, and wholesalers who will survive 
industry acquisi t ions are those w h o view 
changes as opportunities instead of setbacks, 
Carowitz noted. Large companies that high-
light eff ic iency and small companies that 
niche-market and build personal relationships 
with their contractors will flourish. 

"The loser is the company that doesn't 
change, becomes complacent and takes the 
customer for granted," Carowitz described. 
"There's a niche for the ones that redefine their 
business and decide to really focus on relation-
ships with their customers. But they can't simply 
sit back and say, 'I 'm going to sit here and do 
nothing, and I'm going to expect things to hap-
pen the way they did before. ' Change is there 
and we all have to adjust ." 

Some distributors adapt by packing more 
than products in their warehouses. Like cus-
tomers, contractors also place high priority on 
convenience and value ancillary products dis-
tributors offer, such as hardware, water fea-
tures or lighting components . Outstanding 
customer attention and supplemental services, 
i n c l u d i n g seminars , des ign t ra in ing and 
troubleshooting techniques, are ingredients 
for a competitive distributor, remarked Brian 
Day, marketing manager, Century Rain Aid, 
Madison Heights, Mich. 

"There are many things that a contractor 
needs to do to be successful," he commented. 

"Distributors can provide 
those functions to relieve 
that burden from the con-
tractor so he can do what 
he gets paid to do, which 
is to sell and install irriga-
tion systems. W h a t we 
need to do is provide them 
with a myriad of different 
services and capabilities 
to help them be more suc-
cessful at their jobs ." 

Large companies in a 
position to acquire small 

wholesalers concentrate on the advantages of 

"There have been 

pretty radical 

changes and they 

are happening in a 

very compressed 

time frame." 

being more than a one-man operation, which 
includes the support of several regional of-



Irrigation Industry 
Structural Changes 

fices in a business where environmental con-
ditions determine profitability and national 
chains boast a geographic edge, Day noted. 

"Geographic diversification helps in terms 
of finding ways to literally weather the storm," 
he said. "Businesses in the green industry are 
driven by positive economic factors combined 
with positive weather. 

"If you're selling top-end furniture and 
you have a great economy, rain doesn't matter 
because people still want a new couch," he re-
lated. "With rain, people will buy a Jacuzzi and 
get the sprinkler system next year." 

Large distributors who have clout with 
manufacturers also can serve as a sounding 
board for contractors' ideas, concerns and in-
put on products, Day added. " W e can help 
provide the contractor with a voice going back 
to manufacturers. We can forward problems 
we hear about and see from our contractors 
and communicate product suggestions. We 
provide an information loop back to manufac-
turers from the contractor." 

In the meantime, smaller companies must 
fine tune relationships with their client base to 
solidify their position within the distribution 
channel, Agnew advised. United Green Mark 
encompasses a five-state region and Agnew 
has been involved in 15 recent acquisitions, all 
of which produced successful operations and 
did not "squeeze out" small wholesalers. He 

"The changes in irrigation 

distribution are so critical for all of us 

- manufacturers, distributors and 

contractors - in our positioning in the 

market If you are not an expert in it 

you're very vulnerable right noiv."-

Brodie Bruner 

said his company competes with smaller dis-
tributors who will continue to be strong market 
players as long as they maintain proactive 
business practices. 

"The industry now is sort of like the West-
ward Expansion when land was available from 
the Homestead Act," Fields compared. "It was a 
frenzy and people moved west to stake out a 
piece. We're seeing the same in consolidation, 
with West Coast companies moving east and 

Structural changes in the irrigation industry prompt issues distributors must 

address to maintain a competitive and successful position in the supply chain. 

According to a 1998 study conducted by the Farnsworth Group for 

Weathermatic, Dallas, Texas, all members of the distribution channel - manufac-

turers, distributors and contractors - must reassess their company views and the 

markets they serve. Distributors should: 

• Determine what they want to be - smaller niche players or large, full-service 

volume players. 

• Identify changes in operating and expense structures to create a new "profit 

formula" for the company. 

• Identify specific target segments and focus on meeting the segments' needs. 

• Choose channel partners whose goals and programs best match their strategic 

direction in the industry. 

Midwest companies moving west. 
"The little guy has to expand his service 

and parts capability, and has a better chance 
of surviving because they are also a target for 
acquisitions, because smaller companies can 
be very nimble and move fast to meet the 
changing needs of their customers," he con-

tinued. "The middle guy has the 
opportunity to diversify - to pro-
vide more products and expand 
selling opportunity to get into 
nearby market niches." 

And the middle guy should 
move quickly. A 1998 study con-
ducted by The Farnsworth Group, 
Indianapolis, Ind., for Weather-
mat ic suggested that mid-s ize 
players will be caught in the "eco-
nomic and operational middle," 
with lower wholesale volume lev-
els than niche- and full-line vol-

ume players. The report advised irrigation 
distributors to set a target market, structure a 
"profit formula," focus on meeting market 
needs and form partnerships in the industry 
channel with manufacturers and contractors 
with similar strategic goals. 

MAKING MASS IMPACT. Irrigation dis-
tribution is not a two-tiered division of small 
and large wholesalers. Though the spectrum 

of company size and focus shows extremes, 
another player threatens some distributors. 
Mass merchandisers - home centers like Home 
Depot and Lowe's - are also seeking growth, 
and their strategy targets professional irriga-
tion contractors, Bruner explained. 

"The greatest impact that the mass mer-
chandisers have had is the awareness that 
they have created in the consumer market -
awareness for irrigation in general," he noted. 
"The awareness of irrigation systems is a posi-
tive thing. However, the awareness is not 
purely for irrigation, but also of pricing asso-
ciated with the products and brands that are 
sold through these mass merchandisers." 

Price-shopping customers question con-
tractors who cannot match retail prices, how-
ever, which are generally 30 to 50 percent less 
than list prices. Ninety percent of contractors 
mark up their products to cover labor charges, 
which leaves customers weary of the discrep-
ancy when shopping the irrigation aisle at a 
home center, Bruner explained. 

"Contractors are afraid people will say, 
'You are not a doctor or a lawyer, you are a 
sprinkler repair guy, '" he said, describing why 
contractors pad product prices. "They are using 
the inflated profit cost to remove the objection 
that might be created by a true labor cost." 

Contractors must sell expertise to com-
pete with home centers. 



Besides price constrict ion, distr ibutors feel 
c laustrophobic in a market with h o m e centers 
b e c a u s e m a s s merchandisers offer extended 
hours, credit lines and free overnight direct 
del ivery - all perks to attract professionals , 
Dixon added. " M a s s merchandisers ' g rowth 
d e p e n d s on reaching out beyond the do-it-your-
self market . They h a v e a focus to c o m p e t e 
direct ly with wholesa le dis tr ibutors today, 
and to reach out to the contrac tor . " 

M a s s merchandisers are achieving their 
goal in s o m e respects, with s o m e industry 
profess iona ls predic t ing increased sales in 
c o m i n g years . T h e Farnsworth s tudy calcu-
lates a 20 percent growth in the residential do-
i t -yourself market in the next few years com-
pared to a 4 percent increase in the traditional 
irrigation distr ibution market . This f igure re-
sults in a distr ibution chain c o m p o s e d of 30 
percent do- i t -yoursel f and 70 percent com-
bined residential , commercia l , munic ipal and 
golf installations, leaving a shrinking gap be-
tween the popular i ty of these segments . 

T h e breadth of products h o m e centers of-
fer appeals to one-s top shoppers , but often a 
h o m e center 's dedicated sprinkler aisle is as 
seasonal as a Chr is tmsas decorat ion depart-
ment . A g n e w said that his c o m p a n y typically 
s tocks six t imes the a m o u n t of irrigation sup-
plies that a h o m e center carries. Despi te con-
venient hours and financial resources, m a s s 
m e r c h a n d i s e r s are not a prac t i ca l s u p p l y 
source, as they target aesthet ic do- i t -yoursel f 
projects, h e added. Irrigation, on the other 
hand, is a functional i m p r o v e m e n t . 

" I a m in a m a s s merchandiser once a week, 
and a l though they h a v e d o n e a couple o f ac-
quisit ions, the footprint of their stores is going 
the other direct ion," A g n e w observed. " T h e 
b igger stores have e x p a n d e d their wal l cover-
ings, cabinets and floor offerings. They have 
b e c o m e m o r e des ign-or iented and the nuts 
and bolts are actually shrinking in the s tores . " 

Contrac tors and distr ibutors can differen-
tiate themselves f rom m a s s merchandisers b y 
offering product brands not avai lable in h o m e 
centers . This way, c o n s u m e r s will not ques-
tion price and quali ty discrepancies . " M a s s 
merchandisers might h a v e 20 or 100 sprin-
klers, but they don ' t have 1 ,000," added W a y n e 
Miller, president , Century Rain Aid. " Irr iga-
tion isn't a h u g e industry, and for most retail-
ers, the mantra is 'Sa les per square foot, ' and 
there are other products that w o u l d be m o r e 
a p p e a l i n g . " 

PRICING THE PRODUCTS. T h e impor-
tance of choice in today ' s irrigation distr ibu-
tion avenue reaches b e y o n d bus iness deci-
s ions and market ing strategies. End-users can 
pour over product price tags, turn to h o m e 
centers for a " d e a l , " pr ice-shop among con-
tractors and settle with the least expensive offer. 

C o n s u m e r s w h o play the price g a m e are 

not necessari ly purchas ing value. Consol ida-
t ions h a v e created m o r e h o m o g e n e o u s irriga-
tion product costs across regions, but contrac-
tors and distributors face a promotional decision 
when attracting customers. C o m p a n i e s w h o 
advert ise just on price d r a w bargain hunters . 

A g n e w noted that the combinat ion of con-
sol idat ion and c o n s u m e r cost awareness de-
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The Impact ofDistributor 
Consolidation 

T h e 1998 Farnsworth Group study conducted for Weathermatic, Dallas, Texas, 

on competitive changes affecting the irrigation industry predicted: 

• The distributor segment of the irrigation industry will experience the greatest 

degree of "dislocation" of any industry segment. 

• The erosion of market share and accelerating price pressures will mandate 

most distributors to specialize or consolidate. 

• The large regional and national players and retail marketing trends will have 

a significant impact on industry change. 

creases regional price discrepancies. Also, the 
growing demand for irrigation services increases 
the volume of materials production which drives 
down prices for consumers, he said. 

"You have to ask yourself, 'Do I have the 
volume to truly be a broker, or am I a value-
added distributor who gets the price he can at 
his cost base and adds valuable services that 
the contractor is willing to pay money for?'" 
Bruner pointed out. 

Distributors must earn savings to pass on 
price cuts to their customers. Larger distribu-
tors' high-volume purchases allow them the 
opportunity to bargain for lower prices and 
thereby provide them with a competitive ad-
vantage, noted Stuart Nyren, director of mar-
keting, United Pipe and Supply, Tacoma, 
Wash. To gain similar purchasing power, some 
small wholesalers are forming buying groups, 
but the impact of these alliances remains un-
known, he added. 

"If I was a manufacturer, I would be very 
concerned because pretty soon I 'm going to 

have three big, hungry gorillas at the table 
with m e , " Nyren said, visualizing future 
manufac turer -d is t r ibutor negot ia t ions as 
some distributors grow significantly. 

Manufacturers ' role in the distribution 
channel piques the interest of many industry 
players, Bruner noted. They, too, have choices. 

(continued on page 18) 
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C o n c r e t e C u r b s 

• R e d e f i n e E x i s t i n g B e d s 
Visit Booth # 645 • Green Industry Expo • Indianapolis, IN • Nov. 4-7,2000 

1 -800-633-8909 _ _ 
http: / /www.brownmfgcorp.com Q iRpownI 

Rt 3, Box 339 • Ozark, AL 36360 — " 

D\JEDGER 
A Versatile Landscaping Tool 

Other models available. 
Model F-990H shown above. 

' / m 

The Eye o 
the Storm 

í f ' i / v 1 

At last, an economical controller series 
offering the same features as the most 
expensive units. The Storm Series 
controllers from Buckner by Storm are 
available in 6, 9 and 12-station indoor and 
outdoor models. For a complete list of 
features, contact your local Buckner by 
Storm distributor or visit our web site at: 
www.bucknerirrigation.com. 

4 Programs 
4 Start Times 
Y2K Compliant 
Program Review 
Day-Off Feature 
Audible Fault Alarm 
Monthly % Adjustment 
0 - 300% Water Adjustment 
3 Year Warranty 

iÈhvk ner 
STéRM 

Buckner by Storm 4381 N. Brawley Ave., Fresno, CA 93722 (800)328-4469 fax (800) 997 0500 
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fry Todd Mohr 

Here are 10 tips for 

setting up an effective 

irrigation system on a slope. 

WITH 

In order to 
maintain proper 

pressure and 
even water 

distribution, 
irrigating on a 

slope requires a 
range of careful 
considerations. 

Photo: 
Rain Bird 

Meeting plant requirements and managing irrigation systems 
can be a difficult task under normal circumstances. When slope 
plantings are involved, applying water efficiently and effec-
tively can be extremely challenging. Too little water and plants 
won' t grow - too much water and you've got other problems. 

Several tactics can be utilized to help you deal with these ups 
and downs. The following are 10 design and product application 
tips for effective slope irrigation. 

1. To reduce runoff, select an irrigation timer that controls water 
applications. Choose an irrigation timer with at least four start 
times per program. Determine how long a station can be on before 
runoff occurs. Then divide the run time necessary to meet the plant 
water requirements by this factor. If necessary, use each start time 
and reduce runoff that results from running valve stations too long. 
Even better, use an advanced controller with a feature that allows 
for intermittent applications so applied water has time to filter 
into the soil. This will allow the total irrigation run time to be 
split into usable cycles, and the application of water divided into 
intervals that the soil will easily accept. 

2. Use master valves and flow sensing equipment as an insurance 
policy. Using a master valve is important when irrigating slopes. 

Strategically locate the master valve to reduce the length of 
constantly pressurized mainline around the slope and before the 
zone valves. A normally closed master valve will supply a 
mainline with water only when a cycle is initiated from the 
controller. This equipment will reduce the time that a damaged 
sprinkler, broken pipe or defective valve will have to wash away 
the landscape. 

Flow sensing equipment can detect excessively high flows 
when a problem occurs. If calibrated properly, the flow sensing 
equipment will work in conjunction with the master valve to 
shut the system down and eliminate significant damage during 
an excess flow condition. 

3. Use reverse-flow valves to reduce problems associated with a worn 
diaphragm. The inner workings of a reverse flow valve will prevent 
water from continuously flowing if the diaphragm is torn. In other 
words, a reverse flow valve is effective because it will fail in the "off" 
position. A valve without a reverse flow feature can fail in the open 
position, run continuously and erode the slope until it is repaired. 

4. Use pressure compensating/regulating devices to get the best 
sprinkler coverage. W h e n u s e d in a c c o r d a n c e w i t h the 
manufacturer 's specifications, pressure-regulating modules can 



IRRIGATION INDUSTR 
be installed on valves to adjust the operat ing 
pressure of sprinkler h e a d s d o w n s t r e a m . 

Spr inkler nozzles that provide o p t i m u m 
pressure distr ibute water as eff iciently and 
uni formly as possible . Spr inkler nozzles oper-
ating at pressures s ignif icantly above or be-
low the o p t i m u m pressure usual ly per form 
poorly and, as a result, plant material suffers. 

Built- in pressure c o m p e n s a t i n g or regu-
lating devices provide the best opt ion since 
the o p t i m u m operat ing pressure is del ivered 
directly to each sprinkler head. This will e l imi-
nate mist ing caused by high pressures, reduce 
water drift d u e to wind, and give the water 
droplets the best chance of gett ing to w h e r e 
they are des igned to go. 

5. Adjust the distance between lateral lines to 
compensate for the slope. O n a 2:1 slope, for 
example , a properly adjusted sprinkler will 
throw about 80 percent of its radius above the 
head and 120 percent o f its radius b e l o w the 
head. This concept is difficult for m a n y people 

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

Si 

Lays pipe or cable 
Simple, efficient all mechanical drive 
Rugged yet compact and highly 
maneuverable 
850 lbs. on rubber tracks provide for 
minimal lawn damage 
Reliable, consistent performance in a 
low maintenance machine 
Operator training provided 
16 hp. Kohler magnum engine 
Boring attachment available 

LINE -WARD 
C O R P O R A T I O N 

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

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

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

USE READER SERVICE # 1 6 2 

to unders tand because on the site plan of an 
irrigation project , s lopes appear to cover less 
g r o u n d t h a n t h e y a c t u a l l y d o , a n d t h e 
effect of the s lope cannot be accu-
rately depicted. 

There fore , spr ink lers can b e 
spaced consistent ly a long the lat-
eral, but the dis tance b e t w e e n bot-
tom and middle laterals should be 
reduced and m o v e d u p toward the 
top of the s lope to obtain head-to-
head coverage and c o m p e n s a t e for 
the true effects of the slope. 

6 . Space lateral lines across the slope 
rather than with the slope. W h e n 
instal l ing the lateral lines, m a k e sure they 
fol low the contours of the slope. If lateral l ines 
are incorrect ly instal led from the top to the 
bot tom of a slope, the pressure differential 
result ing from the e levat ion c h a n g e could cre-
ate severely u n e v e n pressure at each of the 
var ious sprinkler nozzles , causing irregular 
water distr ibution. 

Addit ional ly , the higher pressures at the 
bot tom of the s lope could shorten the longev-
ity of the pipes and sprinklers. 

7• Limit sprinkler heads on a valve zone to de-
crease potential damage. A s you add m o r e sprin-
kler h e a d s to a zone, the size of the del ivery 
system c o m p o n e n t s and infrastructure will 
increase. In this case, a m o r e e laborate system 
also m e a n s that m o r e water will b e avai lable 
to cause d a m a g e in the event that a c o m p o -
nent in a sys tem breaks . Consequent ly , large 
zones are not r e c o m m e n d e d unless other safe-
guards are included to c i rcumvent potential 
prob lems . 

8 . Limit sprinkler heads on a valve zone to in-
crease performance. Tai lor the irrigation system 
to meet the specif ic water requirements of the 
s lope areas. Separate zones to apply water to 
s lope sec t ions wi th c o n s i d e r a b l y di f ferent 
plant material , as well as different exposures 
such as sun, wind, rain and other c l imatic 
inf luences . 

If you mix zones together, it will be diffi-
cult to keep plant material heal thy because 
one side of the s lope will get too m u c h or too 
little water . 

9. Place part-circle sprinklers on separate zones 
or use matched precipitation rate nozzle packages. 

Wlten slope plant-

ing are involved, 

too little water 

and plants won't 

grow, too much 

and you've got 

other problems. 

U n i f o r m water distr ibution is critical for ef-
fective s lope irrigation. T o achieve this, sepa-
rate p a r t - c i r c l e s p r i n k l e r s f r o m ful l -c i rc le 

sprinklers, and then adjust 
the station run times. An 
e a s i e r m e t h o d is to u s e 
nozzle sets that are specifi-
ca l ly d e s i g n e d to c rea te 
c o n s i s t e n t p r e c i p i t a t i o n 
rates, despite the var ious 
arcs and radii. 

Using matched precipi-
tation rate nozzles on the 
s a m e valve system reduces 
the chance that your sys-
t e m wi l l p u t d o w n t o o 

m u c h water with s o m e h e a d s and not e n o u g h 
f rom others. This will help diminish the po-
tential for severe soil erosion. 

10. Install sprinklers with check valves to con-
tain erosion. When used properly, a check valve 
will contain unpressurized water in the lateral 
lines after the zone valve has completed its wa-
tering cycle (if the valve is located at a higher 
elevation). Without a check valve, the elevation 
difference from a valve above to the sprinklers 
below could generate enough internal pressure 
to force water out of the sprinkler. 

A check va lve will prevent water that re-
m a i n s in the pipe from draining out of the 
sprinklers after the valve has shut off, thus 
reducing the chance of erosion of the land-
scape areas on or around the slope. Look for 
sprinklers that h a v e built- in check valves. This 
e l iminates the need to install separate check 
va lve under each sprinkler . 

An added benefit... Because m a n y slopes are 
planted with g r o u n d cover instead of turf, 
consider install ing 6- or 12-inch, pop-up sprin-
klers rather than r i ser -mounted sprinklers . 
Not only will the p o p - u p s i m p r o v e the visual 
impact of the site, they aren ' t as visible, and 
m a y cut d o w n on vandal i sm. 

Effect ive s lope irrigation is a mixture of 
thorough up-front planning, proper installa-
tion, and a solid maintenance technique. If all 
three are d o n e proper ly , m a n y emot ional , 
f i n a n c i a l a n d p h y s i c a l p r o b l e m s c a n b e 
avoided, and healthy, aesthetical ly pleasing 
s lope planting will result. QJ 

The author is area specifications manager, Rain 
Bird, Glendora, Calif. 



COMPANY ADDRESS CITY STATE ZIP PHONi 

Abacus Controls, Inc. P.O. Box 223 Tyngsboro MA 01879 978-649-8828 
Ames Company 1485 Tanforan Avenue Woodland CA 95776 530-666-2493 
Ametek - Plymouth Products Div. P.O. Box 1047 Sheboygan Wl 53082 920-451-9343 
Amiad Filtration Systems P.O. Box 5547 ^ ^ ^ ^ Oxnard CA 93031 805-988-3323 
Applied Biochemist/Aquashade 6120 W. Douglas Avenue Milwaukee Wl 53218 414-464-8450 
Bermad Control Valves 4070 Leaverton Court Anaheim CA 92807 714-666-1100 
Bio-Green 6216 South Sandhill Road Las Vegas NV 89120 702-433-4331 
Bowsmith 131 Second Sreet/P.O. Box 428 Exeter CA 93211 559-592-9485 
BPDI 15840 N.32nd Sreet Suite 4 Phoenix AZ 85032 602-788-5411 
Buckner by Storm 4381 N. Brawley Avenue Fresno CA 93722 559-275-0500 
Champion Irrigation 1460 Naud Street Los Angeles CA 90012 213-221-2108 
CMB Industries _ _ _ P.O. Box 8070 Fresno CA 93727 559-252-0791 
Conbraco Industries, Inc. P.O. Box 247 Mathews NC 28106 704-847-9191 
Cycle Stop Valves 10221 CR 6900 Lubbock TX 79407 806-885-4445 
Data Industrial 11 Industrial Drive Mattapoisett MA 02739 508-758-6390 
Dawn Industries 4410 North Washington Street Denver CO 80216 303-296-4041 
Dayni Controls 18414 Eddy Street Northridge CA 91325 818-349-8367 
PtG 1210 Activity Drive Vista CA 92083 760-727-0914 
Drip In Irrigation 2836 N. Larkin Avenue Fresno CA 93727 559-674-5000 
Ecologic, Inc. 9305-C Burge Avenue Richmond VA 23237 804-261-3337 
Fertigator 8404 East Ponderosa Parker CO 80138 314-821-5858 
Flo-Well/Water Management Systems 1600 Falmouth Road Centerville MA 02632 800-356-9935 
Flowtronex PSI 10717 Harry Heines Blvd. Dallas TX 75220 214-357-1320 
Hendrickson Brothers. 2931 Lester Avenue Corona CA 91719 909-737-6822 
Hunter Industries 1940 Diamond Street San Marcos CA 92069 760-744-5240 
Irritrol 5825 Jazman Street Riverside CA 92504 909-688-9221 
L R Nelson Corp One Sprinkler Lane Peoria IL 61615 309-692-2200 
Lasco Swing Joints 540 Lasco Street Brownsville TN 38012 901-772-3180 
Marsan Turf & Irrigation 519 Terrace Drive San Dimas CA 91773 909-592-2041 
Maxijet, Inc. P.O. Box 1849 Dundee FL 33838 813-439-3667 
NDS 851 N. Harvard Avenue Lindsay CA 93247 800-726-1994 
Nelson Irrigation Corp Rt. 4 Box 169/Airport Road Walla Walla WA 99362 509-525-7660 
Netafim Irrigation 5470 E Home Avenue Fresno CA 93727 559-453-6800 
Oetiker, Inc. 3305 Wilson St./ PO Box 217 Marlette MI 48453 517-635-3621 
Olson 10910 Wheatlands Avenue Santee CA 92071 619-562-3100 
Orbit Irrigation Products P.O. Box 328 Bountiful UT 84011 801-299-5555 
Pappas Products, Inc. 23 Rose Farm Lane Woburn, MA 01801 800-924-9519 
Progressive Electronics 325 S. El Dorado Mesa AZ 85202 480-966-2931 
Rain Bird 4261 S. Country Club Road Tucson AZ 85714 520-741-6100 
Rain Master 1825 Surveyor Ave. #103 Simi Valley CA 93063 805-527-4498 
Remote Control Technology 18342 Redmond Way Redmond WA 98052 425-885-6362 
Superior Controls Co. 24950 Kearny Ave Valencia CA 91355 661-257-3533 
The Toro Company 5825 Jasmine Street Riverside CA 92504 909-785-3600 
Transitional Systems P.O. Box 3449 Yuba City CA 95992 530-751-2610 
Treegator/Spectrum Products 4200 Atlantic Avenue, Ste. 152 Raleigh NC 27604 919-878-8911 
United Elchem 11535 Reeder Road Dallas TX 75229 972-241-6601 
VIT Products 920 S. Andreasem Drive, #106 Escondido CA 92029 760-480-6702 
Watts Regulator 815 Chestnut Street North Andover MA 01845 978-688-1811 
Weather-Matic 3301 W. Kingsley Road Garland TX 75041 214-278-6131 
Weather-Tec 5645 E. Clinton Fresno CA 93727 209-456-2156 
Wilkins - A Division of Zurn Industries 1747 Commerce Way Paso Robles CA 93446 805-238-7100 



H 
(continued from page 14) 
"They are in a position where they are choos-
ing which channels they will sell through/' he 
said. "Rather than wholesale distribution be-
ing the only choice, the choice is how to get 
products to end users. The fact that they 
have an option is also driving some of these 
industry changes . " 

LOGGING ON TO SALES. If traditional 
distributors are brick and mortar, will future 
industry competitors be what Bruner calls 
"brick and click?" Internet developments play 
an undefined and unpredictable role in the 
irrigation industry's changing structure, but 
still are a prevalent factor in the technological 
progression distributors face to stay on the 
edge. However, most contractors recognize 
the Internet's convenient function as an infor-
mation source. 

"The Internet can be accessed 24 hours a 
day, seven days a week for specification sheets 
and product information," Bruner added. "It 

also creates open lines of communication among 
distributors, manufacturers and consumers." 

Already, distributors are launching Web 
sites so contractors can conveniently place 
orders, check their account status and browse 
product catalogues. " W e are using the Internet 
to expand our capabilities in working through 
our distr ibution channels , " Fields noted. 
" Internet is basically an evolution of the 
distributor's purchasing function - from phone 
orders to fax orders to Internet." 

Some are curious as to whether or not the 
Internet will mimic and replace the distributor's 
role in the supply cycle. E-commerce is thriving 
for some industries, but online shopping is 
new for the irrigation industry, and "brick 
and click" transactions remain to be seen. 
Most distributors are skeptical as to whether 
or not e-commerce will overpower traditional 
sales methods. 

"To assume there's a wave coming that's 
going to squash us is panic business," Agnew 
commented. "A lot of the products we sell don't 
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lend themselves to the Internet. You can't deliver 
pipe through UPS - it's too heavy, too big and 
too b u l k y . " 

The capability of distributors to sell their 
products over the Internet will create another 
avenue where customers can price-shop and 
manufacturers possibly can sell directly to 
end-users, however. "E-commerce can be a 
threat and a potential competitor to wholesale 
distribution," Bruner recognized. "At the same 
time, the traditional wholesaler, with estab-
lished locations and relationships with con-
tractors, is best suited to take advantage of the 
benefits of the Internet." 

SHAPING OPPORTUNITY. In a tighten 
ing industry, staying strong means incorpo-
rating innovation, smart business sense, sharp 
marketing strategies and solid distributor-con-
tractor relationships. "There is as much op-
portunity for the third generation of irrigation 
distributors as there was for the first genera-
tion," Agnew predicted for companies willing 
to adapt to the industry's changing tides. 

Consolidation compacts the distribution 
channel, but at the same time, these acquisi-
tions prompt other companies to investigate 
more efficient business methods while fine 
tuning customer service. While acquisitions 
may leave less room for "mom and pop" op-
erations, but there remains ample space for all 
three segments of the market to compete in 
the distribution chain, Carowitz noted. 

"As the population ages, I think people are 
going to be less inclined for do-it-yourself 
activities and we'll see a rise of professional 
contractors in the future, once again," he said. 
"The distributor and manufacturer that sup-
ports contractors will be successful and con-
tractors will remain alive and well." 

Irrigation distributors who plan on seeing 
their company through the "third generation" 
will be aware of the many choices available to 
manufacturers, distributors, contractors and 
end-users and must follow the industry's di-
rection while remaining innovative. 

"The changes in irrigation distribution are 
so critical for all of us - manufacturers, dis-
tributors and contractors - in our positioning 
in the market," Bruner stressed. "If you are 
not an expert in distribution trends, you're 
very vulnerable right now." [fl 

The author is Assistant Editor of Lawn & Land-
scape magazine. 
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If You're 
Shooting 
Over TO... 

f ? e c f t # c e Y o u r P r & s s u r & 

W i t h T h e W M c i n s B R 4 . 

Meet Pressure-Pro Model BR4 
The Wilkins outstanding pressure 
regulator designed for irrigation sys-
tems operating with inlet pressures 
in excess of 70 psi. Pressure-Pro has 
the capability to harness 400 psi and 
tame it to 15 psi-

No more call backs because of busted 
heads, pipe joints and fittings ... 
no more wasted water from excess 
run-offs ... and no high pressure 
water forced through spray heads 
resulting in misting, inadequate 
spray coverage and water waste. 

If You're Shooting Over 70 ... 
The BR4 Is For You! 

Pressure-Pro Features Include: 
• Sizes: 1/2", 3/4", 11-1/4", 1-1/2", 2" 

• Inlet rating 400 psi 

• Outlet range 15 to 1 SO psi (sizes 1/2"-
1"), 15 to 75 psi (sizes 1-1/4"-2") 

\ 

• Universal body configuration - single 
union with FNPT tailpiece standard, 
inlet and outlet both male threaded 
for union on either or both sides 

- Retrofit Capability 
- Reduced Inventory 

• Replaceable acetal cartridge with 
integral stainless steel strainer 

• Cost Effective 

WILKINS 
A ZURM COMPANY 

ZURN PLUMBING PRODUCTS GROUP 
WILKINS OPERATION 
1747 COMMERCE WAY 
PASO ROBLES, CA 93446-3696 
PHONE: 805/238-7100 
FAX: 805/238-5766 

USE READER SERVICE # 1 5 6 



Bob Reeds 
Blue Horizon Lawn Sprinklers, Inc. 

Hunter: The Best Kind 
Of Business Partner 

I t w a s n ' t t o o l o n g a g o w h e n m y " b u s i n e s s a s s e t s " 
c o n s i s t e d o f a n o l d t r u c k , a s e t o f t o o l s a n d a n 
h o n e s t r e p u t a t i o n f o r q u a l i t y i n s t a l l a t i o n s . 

N o w , t h a n k s t o m y n e w p a r t n e r , I a m a b l e t o 
e x p a n d m y b u s i n e s s a n d a d d a c o u p l e o f l a r g e r 
t r u c k s t o m y o p e r a t i o n . 

T h a t n e w p a r t n e r is t h e H u n t e r P r e f e r r e d 
C o n t r a c t o r P r o g r a m . S u r e , I ' v e u s e d H u n t e r 
r o t o r s o n a n d o f f s i n c e D a y O n e - e s p e c i a l l y o n 
q u a l i t y j o b s w h e r e r e l i a b l e p e r f o r m a n c e r e a l l y 
c o u n t e d . B u t l a s t y e a r I d e c i d e d t o j o i n t h e i r 

C o n t r a c t o r P r o g r a m - a n d s t a r t e d a d d i n g 
H u n t e r s p r a y s , v a l v e s a n d c o n t r o l l e r s t o o u r j o b s . 

I n j u s t 1 2 m o n t h s , w i t h b u s i n e s s b e i n g s o g o o d , 
I h a d e a r n e d e n o u g h H u n t e r p o i n t s t o l e a s e a 
c o u p l e o f n e w t r u c k s . T h e n t h e d e a l g o t e v e n 
b e t t e r . . . o u r H u n t e r p u r c h a s e s t h i s y e a r 
g e n e r a t e e n o u g h p o i n t s t o c o v e r t h e p a y m e n t s . 

H u n t e r t u r n e d o u t t o b e t h e b e s t k i n d o f 
b u s i n e s s p a r t n e r . . . r e a d y t o i n v e s t i n y o u r 
o p e r a t i o n a n d d e l i v e r i n g d e p e n d a b l e 
p e r f o r m a n c e a l l t h e w a y . 

i J S B ü i B - A A«. 

* * 

i 1 Evwy Time You Buy Hunt* 

You must be enrolled in the 
Hunter Preferred Contractor 
Program before you can start 
earning points. Call Hunter today 
to sign up and to receive the 
Member's Catalog. 

Hunter 
- Preferreti 

m Contractor Program 

• FREE MEMBERSHIP FOR ALL 
PROFESSIONAL CONTRACTORS 

• EARN POINTS WITH EVERY HUNTER PURCHASE 

• SEE YOUR HUNTER DISTRIBUTOR FOR DETAILS 

• OR CALL HUNTER AT 8 0 0 - 7 3 3 - 2 8 2 3 

1 9 4 0 D IAMOND STREET, SAN MARCOS, CA 9 2 0 6 9 USA • SEE HUNTER AT W W W . H U N T E R I N D U S T R I E S . C O M 
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http://WWW.HUNTERINDUSTRIES.COM


www.lawnandlandscape.com 
This month's features plus exclusive online stories, industry databases and more at w w w . l a w n a n d l a n d s c a p e . c o m . 

COMING SOON: 
My LawnandLandscape.com 

Soon you will 

b e ab le to per-

sonal ize L a w n 

& L a n d s c a p e 

Online to your 

o w n interes ts . 

T h e upcoming , 

r e v a m p e d s i te will feature t h e ability to 

s a v e art ic les and other links to your 

personal ized p a g e , v iew your s t o c k 

pr ices , a c c e s s local w e a t h e r informa-

tion, c h a n g e t h e l a n g u a g e of t h e s i te to 

o n e of five options, including Spanish, 

and m a n a g e t h e c o n t e n t to target your 

spec i f i c in teres ts . 

T h e u p d a t e is currently in progress 

and will b e avai lable soon. S tay t u n e d 

to t h e W e b s i te for more details . 

Weekly Features 
Plant Of The Month Author 
Barbara Ellis f o c u s e s on nicot ianas , 
c o m m o n l y k n o w n a s f lowering 
t o b a c c o s . 
Novartls TechNotes - Find 
weekly tips, soil t e m p e r a t u r e s from 
around t h e U.S. , b u g act ivity maps , 
growing d e g r e e days and more . 
GreenSearch PeopleSmarts -
G r e e n S e a r c h explores h o w busi -
n e s s e s c h a n g e a s they evolve and 
h o w m a n a g i n g a b u s i n e s s and m e a -
suring a c o m p a n y ' s s u c c e s s g o 
hand- in-hand. 
ALCA Driver Safety 
Toolbox Talks Learn 
more about h o w to properly 
m a k e turns and h o w to 
bat t le various road and 
w e a t h e r condi t ions this 
m o n t h in T o o l b o x Talks . 

F ind t h e s e features at 
www.lawnandlandscape. com/ 
weeklyindex.asp. 

Exclusive Online 
Features For October: 
T r a d e s h o w s e a s o n is in full s w i n g . Contrac tors c a n look forward to the Green 
Industry Exposition (Indianapolis, Ind., Nov. 4 -7 ) and the International Irrigation 
Show (Phoenix, Ariz., Nov. 12-14) . T h e s e a n d other industry trade s h o w s provide 
m a n y opportunit ies to c h e c k out n e w equipment , learn industry p r a c t i c e s and network 
with other industry profess ionals . 

L a w n & L a n d s c a p e Online will feature prev iews of t h e s h o w s during O c t o b e r 
providing key information and c o n t a c t s providing key information and c o n t a c t s . We' l l 
a lso talk to severa l contrac tors and c o m p a n i e s tha t exhib i t a t various industry trade 
s h o w s and report on s h o w seminars , e v e n t s and sa les and market ing opportunit ies . 

A s a lways , we ' l l a lso highlight an individual or c o m p a n y with s ignif icant industry 
i m p a c t in our Contractor Profile 

ONLINE Contents 
Check these links to discover the tools available on Lawn & Landscape Online that will 
help you stay on top of the latest industry news and grow your business: 

Dally News C a t c h breaking industry n e w s . 
www.lawnandlandscape. com/news.asp 

E-newslet ter R e c e i v e breaking industry n e w s in your e - m a i l inbox. 
www.lawnandlandscape. com/sign up. asp 

L&L Online LawnStore - L o c a t e t h e b e s t r e s o u r c e s to help your b u s i n e s s grow. 
www.lawnandlandscape. com/la wnstore. asp 

L&L Outfitter - Dress your e m p l o y e e s for s u c c e s s 
with c u s t o m c o m p a n y att ire. 
www.lawnandlandscape. com/outfitter, asp 

Bulletin Boards - D i s c u s s hot -but ton i s s u e s with 
fellow industry profess ionals . 
www.lawnandlandscape. com/bullframe, asp 

Online Marketplace • Obta in c o n t a c t information and t h e la tes t products from 
industry suppliers, www.lawnandlandscape.com/marketplace.asp 

Virtual Training School - Training information for lawn and 
l a n d s c a p e professionals , www.lawnandlandscape.com/virtualschool.asp 

Weekly Poll - V o t e on industry-related top ics and c o m p a r e your 
a n s w e r s with others . 
www.lawnandlandscape. com 

Events Calendar - L o c a t e industry e v e n t s a c r o s s t h e country. 
www.lawnandlandscape.com/calendar.asp 
Please e-mail your comments to shunsberger@lawnandlandscape.com. Lawn & Landscape 
Online is: Scott Hunsberger, internet editor (shunsberger@lawnandlandscape.com) and 
Sydney Work, web department manager (swork@gie.net). Enjoy your visit to Lawn & 
Landscape Online! 
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Pesticide Notification 
a s s o c i a t i o n s m u s t fight 67 individual b a t t l e s 

to p r e s e r v e their current b u s i n e s s p r a c t i c e s . 

A c c o r d i n g to B o b Ottley, pres ident of N. 

Chili, N . Y . - b a s e d O n e S t e p T r e e & L a w n c a r e , 

t h e burden of t h e n e w law will fall on lawn c a r e 

c o m p a n i e s that will b e required t o supply 

wri t ten noti f icat ion to h o m e o w n e r s , including 

door- to-door distr ibution of fliers or mailers . 

T h i s requi rement will i n c r e a s e b u s i n e s s c o s t s 

b y 3 5 p e r c e n t , Ott ley e s t i m a t e d . 

B e c a u s e t h e n e w law t a r g e t s only spray 

appl icat ions , granular appl i ca t ions will not 

require not i f icat ion a n d Ott ley predic t s tha t 

m a n y c o m p a n i e s will s w i t c h from spray to 

granular products . " W e ' r e cons ider ing a granu-

lar w e e d control p r o d u c t , " h e said. "I h a t e to do 

th is b e c a u s e t h e resul ts are very poor. Also, 

you c a n ' t p r a c t i c e In tegra ted P e s t M a n a g e -

m e n t (IPM) b e c a u s e granular products require 

r 

blanket appl icat ions , w h i c h g o e s a g a i n s t IPM, 

and pes ts , w e e d s a n d d i s e a s e s c a n ' t b e t rea ted 

immedia te ly after t h e y are found d u e to t h e 4 8 -

hour not i f i cat ion . " 

T h e law al lows c o n t r a c t o r s to list t w o 

al ternate d a t e s for spraying in t h e e v e n t of 

weather -re la ted cancel lat ions. However, Ottley 

sa id t h e law d o e s not a d d r e s s other fac tors 

t h a t c a n alter s c h e d u l e d appl icat ion da tes , 

s u c h a s e q u i p m e n t b r e a k d o w n s or t e c h n i c i a n 

work a b s e n c e s . 

L imited appl icat ions a lso are e x e m p t from 

noti f icat ion. A c c o r d i n g to t h e law, not i f icat ion 

would not b e required for spot t r e a t m e n t s 

w h e n t h e m a c h i n e b e i n g u s e d c o n t a i n s l ess 

t h a n 32 o u n c e s of product a n d t h e a r e a t r e a t e d 

is n o m o r e t h a n 9 s q u a r e feet . 

T h e c o n s e n s u s a m o n g N e w York lawn 

c a r e c o m p a n i e s is that their p r a c t i c e s h a v e 

b e e n t a r g e t e d to serve a s an e x a m p l e . " W e feel 

th is is d iscr iminatory , " sa id Don Potenza , presi-

dent , Lush lawn, Buffalo, N.Y. " T h e only people 

w h o are s ingled out are t h e lawn a n d t ree c a r e 

appl icators , not h o m e o w n e r s . T h i s law also 

infr inges on property o w n e r s ' r ights - t h e y 

c a n ' t h a v e d o n e w h a t t h e y w a n t on their 

property w h e n t h e y w a n t i t . " 

T h e N e w York S t a t e L a w n Care A s s o c i a t i o n 

is tak ing a proac t ive a p p r o a c h t o t h e legislat ion 

wi th t h e fol lowing plans : 

• Forming a registry of N e w York res idents 

w h o prefer a d v a n c e n o t i c e of appl icat ions . 

• Hiring an at torney to explore its legal 

opt ions . 

• Hiring staff to develop a p a c k e t of s c i e n -

tif ic d a t a and other information t o b e distrib-

u t e d to s t a t e c o u n t y legis latures detai l ing t h e 

industry 's s ide of t h e story. 

• Sol ic i t ing m o n e t a r y support from lawn 

a n d t ree c a r e c o m p a n i e s a n d assoc ia t ions . ID 

T E M P O R A R Y / S E A S O N A L 
L A B O R V I S A S 

We Specialize in Work Permits for the: 

• Green Industry 
• Construction Industry 
• Hotel/Resort Golf Course 

Mark your calendars for September/October 2000 to begin the process for 2001! 

Receive work visas for your peak season and have a loyal, productive labor force that you 
personally choose! Every day you delay shortens the duration o f your visa! 

Call now for information packet and quote. 

Join us in our sixth year o f obtaining and maintaining a legal work force. You can trust that our 
experience and motivation is sincere and our customer service is unbeatable! 

doM jito (888) 623 7285 

cjusttn (512) 282 3237 

{ax (512) 282 0958 

cfoiey Snte/ip/itses 
QJou/i (abo/i solution {¡on the m'Mennium and beyond.., 

* Other Industries are also eligible for this type of work permit...call us now to find out if your company is eligible. 
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ringers H t more 

When it comes to preventing the broadleaf and grassy 

weeds that most often plague your customers' turfgrasses, 

PRE-M" preemergent herbicide is right on target. Why pay 

more for other products when, time after time, university 

trials prove that PRE-M offers you better overall 

performance combined with unmatched value? 

Superior performance made PRE-M the 

leading* preemergent herbicide. Superior value widens 

[ESCO 

the gap. PRE-M is everything you'd expect from 

LESCO\ the leading supplier in the professional turf 

care industry. 

Ask your LESCO professional or call 1 -800-321-5325 

to learn how you can earn generous rebates for your 

PRE-M purchases. Get behind the leading edge. 

USE READER SERVICE # 9 4 

* Source: Kline & Company report, US Acre Treatments by Turf Management. 
Always read and follow label directions © 1999 PRE-M® and LESCO® are registered trademarks of LESCO, Inc. 

The Leading Edge. 



Amaze, Inspire. 
Delight! MERGERS & ACQUISITIONS 

Husqvarna Acquires 
Bluebird International 

C H A R L O T T E , N.C. - Fur ther near ing its goal of b e c o m i n g a 

one -s top s h o p for the profess ional lawn m a i n t e n a n c e contrac-

tor, H u s q v a r n a h a s a d d e d m o r e n e w products to its c o m m e r -

cial l ine with the acquis i t ion of Bluebird International , Den-

ver, Colo . T h e acquis i t ion is H u s q v a r n a ' s second m a j o r acqui-

sition in the turf care industry in the past year fo l lowing its 

p u r c h a s e last O c t o b e r of Y a z o o P o w e r E q u i p m e n t ' s (Yazoo/ 

Kees ) c o m m e r c i a l turf assets . 
H u s q v a r n a , a m a n u f a c t u r e r of a variety of hand-he ld prod-

ucts and m o w e r s for c o m m e r c i a l users , will cont inue to mar-
ket the Bluebird Internat ional b r a n d through exist ing Blue-
bird dealers and its dis tr ibutor ne twork , and also will add the 
n e w l y a c q u i r e d p r o d u c t s to i ts d e a l e r s h i p s u n d e r the 
H u s q v a r n a b r a n d and s ignature o r a n g e color. T h e n e w prod-
uct of fer ings will inc lude c o m m e r c i a l dethatchers , aerators, 
sod cutters, seeders , col lect ion s y s t e m s and other e q u i p m e n t . 

This acquisi t ion, according to H u s q v a r n a Pres ident D a v e 
Zerfoss, is a reflection of the changing turf care industry as more 
contractors use less pesticides and focus on other methods of 
developing lush lawns. " M o s t lawn maintenance companies are 
of fer ing very e x t e n s i v e services , inc luding p lugging a n d 
d e t h a t c h i n g , " h e said. " T h e s e products are c o m i n g to the 
forefront as viable services to be of fered by commerc ia l users 
so they can present m o r e of a year - round of fer ing . " 

Several years ago, Zer foss a l luded to Lawn & Landscape that 
H u s q v a r n a w a s deve loping strategies to b e c o m e a premier 
p layer in the lawn and landscape m a i n t e n a n c e industry. H e 
said it took a few years for that s trategy to unfold, but through 
the Y a z o o / K e e s and Bluebird acquisi t ions, as well as future 
p lans he w o u l d not e laborate on, H u s q v a r n a should b e c o m e 
" a recognized p r e m i u m leader in c o m m e r c i a l lawn care equip-
m e n t , " Zer foss said. 

" W e are absolute ly dedicated over the next several years 
to b e the leader in c o m m e r c i a l appl icat ion e q u i p m e n t for the 
lawn m a i n t e n a n c e i n d u s t r y , " he cont inued. " T h a t ' s been very 
careful ly calculated as w e m a d e the purchase of Y a z o o /Kees 
last October , B luebird Internat ional n o w and other product 
areas to b e a n n o u n c e d over the next few months . T h e r e will be 
cont inued acquis i t ions to really place us in the absolute pre-
mier posi t ion of offer ing lawn care e q u i p m e n t . " 

B luebird Internat ional , which generated 1999 annual sales 
of $18 mil l ion, current ly e m p l o y s 75 people w h o will now 
b e c o m e e m p l o y e e s of H u s q v a r n a Tur f Care . ID 

• Complete commercial fountain solutions, including floating fountains, 
lake aeration equipment and full-service fountain engineering. 

• Detailed construction drawings that ensure trouble-free fountain 
installations. 

• Floating fountains available up to 15 horsepower, with lighting, complete 
with everything necessary for installation, including an electrical control 
panel and cable. 

Contact us for detailed information today! 

Rock solid dependability. 
OASE Pumps, Inc. 

17322 Murphy Ave., Irvine, CA 92614 
• 800-365-3880 • Web sit»: www.oasepumps.com 

USE READER SERVICE #30 
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http://www.oasepumps.com
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BEING PREPARED: 

Irrigation Essentials 

Preparing an irrigation 

maintenance vehicle 

for a service route 

involves planning and 

organization to ensure 

efficiency on the job. 

Photo: Treasure Coast 

Irrigation 

P a c k i n g essent ia l p a r t s for i r r igat ion w o r k r e q u i r e s o r g a -

n iza t ion a n d p l a n n i n g , and w e l l - s t o c k e d m a i n t e n a n c e 

t r u c k s h a v e a j u m p - s t a r t o v e r p o o r l y p l a n n e d t o o l b o x e s 

that s o m e c o n t r a c t o r s re ly o n to se rv ice an i r r igat ion call . 

There isn't t ime to r u m m a g e through a messy truck to 
find a nozzle, and customers have little patience for techni-
cians w h o spend m o r e t ime playing gopher to fetch parts 
than installing c o m p o n e n t s to fix problems, noted T h o m a s 
Far ley , v i c e p r e s i d e n t , F a r l e y & S o n L a n d s c a p i n g , 
R o c k p o r t , M a i n e . Par t s are c o m p a c t a n d tools are bas ic , so 
the s t o r a g e s p a c e r e q u i r e d o n i rr igato in v e h i c l e s is m i n i -
m a l . E a s y ac c ess is a k e y c o n s i d e r a t i o n , h e s t ressed . 

" Y o u get kil led b y a cl ient that says y o u s h o u l d ' v e d o n e 
it in ' x ' a m o u n t of t ime a n d it took too l o n g , " h e expla ined . 
" T h a t ' s w h y the b igges t k e y is s taying organized . O u r 
trucks are e q u i p p e d wi th the h a n d tools n e e d e d to d o 9 0 
percent of the work , and w e u s e a del ivery c r e w . " 

S ix e m p l o y e e s s e r v e on this c r e w — a s t a n d b y o p e r a -
t ion w h e r e t e c h n i c i a n s shor t o f k e y par t s can call in, 
r e q u e s t the m i s s i n g p ieces to c o m p l e t e the j o b a n d h a v e 
t h e m de l ivered . 

S p r i n k l e r h e a d s , f i l ters, screens , fuses , n o z z l e s a n d 
f i t t ings c o m p r i s e the b a s i c s F a r l e y p a c k s in c o n t a i n e r s to 
s tore o n his t rucks , s t o c k e d dai ly d e p e n d i n g a j o b ' s ser-
v ice r e q u i r e m e n t s . R e f e r r i n g to a w o r k s c h e d u l e that 
s u p p l i e s the c l ient ' s n a m e a n d j o b d e s c r i p t i o n a l l o w s 

w o r k e r s to p l a n a t r u c k ' s i n v e n t o r y , h e noted . 
G e n e r a l h a n d tools , i n c l u d i n g w r e n c h e s a n d pliers , 

a c c o m p a n y f u n d a m e n t a l irr igat ion c o m p o n e n t s on trucks, 
e x p l a i n e d Je f f J o h n s o n , o p e r a t i o n s m a n a g e r , B. J o h n s o n 
T u r f a n d Irr igat ion, Corval l i s , O r e . 

" Y o u start w i t h the p r o d u c t s that y o u typica l ly u s e , " 
h e r e c o m m e n d e d , e x p l a i n i n g h o w h e bui l t an i n v e n t o r y 
checklist to m a x i m i z e efficiency en route. " A s you do the 
repair itself, you start noticing that something in particular 
goes w r o n g often, so you start stocking those parts . " 

KEEPING IT CONTAINED. T e c h n i c i a n s s h o u l d orga-
n i z e c o n t a i n e r s so they a r e n ' t f u m b l i n g w i t h m i n i s c u l e 
p a r t s to loca te w h a t they need , J o h n s o n s u g g e s t e d , add-
ing that h e s tores f i t t ings r a n g i n g f r o m Vi to 2 i n c h e s a long 
w i t h d i f ferent b r a n d s o f v a r i o u s spr ink ler h e a d s . Separa t -
ing the m i x is a m u s t , h e said . 

" H a v i n g the r ight par t in the r ight spot at the r ight 
t i m e is essent ia l , s o g o o d o r g a n i z a t i o n is n e e d e d , " h e 
sa id . " Y o u s h o u l d b e ab le to w a l k r ight to the p a r t . " 

A n o r d e r l y s y s t e m g o e s b e y o n d a r r a n g i n g gadgets , 
w i d g e t s a n d d o o d a d s into c o m p a r t m e n t s . T e c h n i c i a n s 
n e e d to s tock " e m e r g e n c y p a r t s " as wel l . 

A generous inventory is important for Greg Gillespie, 
owner , Gil lespie Landscape & Irrigation, Oxford, Miss . 
B a s e d in an area w i t h o u t d i s t r ibut ion centers , h is c o m -
p a n y c a n ' t a c q u i r e addi t iona l par ts last m i n u t e . 

" E v e r y t h i n g is d o n e b y U P S a n d R o a d w a y , w h i c h is 
w h y w e h a v e to carry e v e r y t h i n g on the t ruck b e c a u s e it 
takes t w o to t h r e e d a y s to get p a r t s , " h e noted . 

S t o c k i n g a t ruck s tar ts wi th c u s t o m e r c o m m u n i c a t i o n , 
J o h n s o n a d v i s e d . T e c h n i c i a n s s h o u l d ask their c u s t o m e r s 
de ta i l ed q u e s t i o n s a n d g a t h e r in format ion , h e said. Cl i -
ent r e c o r d s s e r v e as an addi t iona l source . 

" A c l ient m i g h t not k n o w w h a t a part is cal led, b u t if 
y o u a s k t h e m to d e s c r i b e a leak, that n a r r o w s it d o w n . " 

BASICS ON BOARD. M o s t c o m p a n i e s ho ld their staff 
a c c o u n t a b l e for s t o c k i n g m a i n t e n a n c e trucks , requir ing 
t e c h n i c i a n s to rep lace par ts u s e d d u r i n g their routes at 
the e n d o f the d a y . 

H o w e v e r , t h e m o s t i n d i s p e n s a b l e t o o l s c a n ' t b e 
p l a n n e d , o r g a n i z e d or replaced , a n d m u s t not b e ne-
glec ted . K n o w l e d g e a n d e x p e r i e n c e s u r p a s s h a r d w a r e in 
value, J o h n s o n noted . " N o t h i n g can replace exper ience . " — 
Kristeti Hampshire ID 



HAT IF 
a lot was riding on your next mower? 

W h a t i f . . . 

W h a t i f . . . 

W h a t i f . . . 

W h a t i f . . . 

If you're contemplat ing a mower purchase - whether a single uni t or a whole 
fleet - there are probably a lot o f "wha t ifs" going th rough your mind. Grasshopper 
M i d - m o u n t mowers incorporate Grasshopper's legendary design tha t is perfect 
where economy and performance are essential. 

You could reduce downt ime and routine maintenance associated w i th your mowing? 
Keeping the design simple takes R & D and Grasshopper's 30 years o f experience 
has helped create the most dependable and service-fr iendly m id -moun t design in 
the industry. 

You could book yourself or your operators to more jobs i f their ef f ic iency increased 
signi f icant ly? Or if ge t t ing done early meant more fami ly t ime? From the Ul t imate 
Operator Stat ion w i th HydraSmooth™ steering, an operator on a Grasshopper can 
complete the job ahead of schedule and feel renewed for the rest o f the day. 

The qual i ty o f your work drew the a t ten t ion o f prospective customers? Many 
commercial operations are bui l t on this kind o f success. 

You found a m i d - m o u n t mower tha t could ou tper fo rm any other you've ever tr ied 
and add s igni f icant ly to your bo t tom line? Is a t ta in ing tha t next level o f 
performance everything to you? 

First to Finish...Built to Last 

TM 

YOUR NEXT MOWER 

With Grasshopper, It's All Within Your Reach/ 
Finance or lease a Grasshopper. Ask for details. 

T h e G r a s s h o p p e r C o m p a n y I P . O . B o x 6 3 7 I M o u n d r i d g e , KS 6 7 1 0 7 U . S . A . I P h o n e : 3 1 6 - 3 4 5 - 8 6 2 1 I F a x : 3 1 6 - 3 4 5 - 2 3 0 1 
w w w . g r a s s h 0 p p e r m 0 w e r . c o m I A s k f o r f r e e v i d e o . O2000, The Grasshopper Company 

M1 Series Mid-mount mowers, 
wi th true zero-turn maneuverability, 
include both air-cooled and 
l iquid-cooled diesel models, 
52" to 72" cut t ing widths. 

Model 3 2 I D 
Liquid-cooled diesel 

http://www.grassh0pperm0wer.com




DIMENSION® ULTRA WSP. 
Well, what are you waiting for? 

If you want your customers to have 
beautiful lawns like this, with no 
crabgrass, all season long, and no 
sta in ing, ever, get back in your 
truck, get on the phone, call your 
Rohm and Haas d is t r ibu tor , or 
1-800-987-0467, and ask about new, 
harder-working, more cost-effective 

I E N S I O N ^ u * 



SUPPLY OUTLOOK: 

The Aftermaiket Alternative 

The a f t e r m a r k e t 

sets up a system 
of checks and 

balances. 

T h o s e w h o s h o p a r o u n d for e q u i p m e n t par t s a re f inding 

c o n v e n i e n c e a n d avai labi l i ty in a n a l ternat ive s u p p l y source . 

C o n t r a c t o r s a n d repair s h o p o w n e r s w h o l o o k b e y o n d origi -

nal e q u i p m e n t m a n u f a c t u r e r s a n d dea lers for s u p p l i e s can 

fill i n v e n t o r y s h e l v e s w i t h a f t e r m a r k e t parts , s tock ing t h e i r 

w a r e h o u s e w i t h o u t s t r i p p i n g t h e i r b u d g e t . 

E n d - u s e r s w h o n e e d s u p p l i e s in a h u r r y w i l l n o t b e le f t 
e m p t y - h a n d e d , a s t h e a f t e r m a r k e t o f f e r s a r a n g e o f s u p -
p l i e s f r o m s i m p l e p a r t s l i k e f i l ters t o c o m p l e x c o m p o -
n e n t s l ike e n g i n e s . 

T h i s s u p p l y s o u r c e a l s o s e t s u p a s y s t e m o f c h e c k s a n d 
b a l a n c e s , in a s e n s e . D e a l e r s m i g h t r e c o n s i d e r t h e i r s t e e p 

p r o d u c t p r i c e s w h e n a c o m p e t i t o r o f f e r s t h e 
s a m e p a r t f o r 3 0 p e r c e n t l ess . A n d p r i c e is a 
s e c o n d a r y a d v a n t a g e c o m p a r e d t o s u p p l y 
v o l u m e , e f f i c i e n t d e l i v e r y a n d p a r t s v a r i e t y 
t h e a f t e r m a r k e t d e l i v e r s t o c u s t o m e r s , n o t e d 
J e f f G o l o t a , p r e s i d e n t , J . T h o m a s D i s t r i b u -
tors , W a l l e d L a k e , M i c h . P r o d u c t s e l e c t i o n 
r u n s t h e g a m u t . 

" I l ike t o u s e t h e t e r m o f p r o v i d i n g p r o d -
u c t s t h a t f u n c t i o n t h e s a m e a s t h e o r i g i n a l e q u i p m e n t 
m a n u f a c t u r e r ( O E M ) p a r t , " h e s a i d . " W e p r o v i d e a n o t h e r 
o u t l e t to p u r c h a s e p a r t s b e s i d e s t h e O E M , w h i c h m e a n s 
l o w e r p r i c i n g , p r o d u c t i m p r o v e m e n t a n d i n n o v a t i o n . " 

FILLING TALL ORDERS. G e n e r a l l y , c o n t r a c t o r s w o r k 
w i t h i n a n a r r o w w i n d o w w h e n w a i t i n g for p a r t s , s o e a s y 
a c c e s s is c r u c i a l . C o n v e n i e n t o r d e r i n g a n d s p e e d y d e l i v -
e r y a r e e s s e n t i a l q u a l i t i e s f o r s u p p l i e r s , a n d a r e b e n e f i t s 
t h e a f t e r m a r k e t o f f e r s c u s t o m e r s , G o l o t a s a i d . 

" W e p u b l i s h a c a t a l o g u e s o t h e p r o d u c t i s t h e r e r i g h t 
in f r o n t o f t h e c o n t r a c t o r , " h e e x p l a i n e d . " T h e y c a n ca l l a n 
8 0 0 n u m b e r , o r d e r t h r o u g h a W e b s i t e — t h e r e ' s t i m e -
s a v i n g s i s s u e s w h e r e c o n t r a c t o r s d o n ' t h a v e t o s t a n d in 
l i n e a t a d e a l e r a n d w a s t e a n h o u r a t t h e r e p a i r f a c i l i t y . " 

M i n i m a l d e l i v e r y t u r n - a r o u n d t i m e r u s h e s p r o d u c t s 
t o c o n t r a c t o r s a n d r e p a i r s h o p s b e c a u s e p a r t s a r e s h i p p e d 
t h e s a m e d a y t h e y a r e o r d e r e d , G o l o t a n o t e d . A l a r g e 
i n v e n t o r y a n d o n - s i t e , i n d u s t r i a l m a c h i n e s t o p r o d u c e 
p a r t s a l l o w J . T h o m a s D i s t r i b u t o r s t o fill o r d e r s in a h u r r y . 

S e l e c t i o n c o n t i n u e s to e x p a n d a s t h e a f t e r m a r k e t g r o w s 
in p o p u l a r i t y , a d d e d M i k e F e b b i e , s a l e s m a n a g e r , L a n d -
s c a p e s S u p p l y , S p r i n g V a l l e y , N . Y . I ts 2 2 0 - p a g e c a t a -
l o g u e f e a t u r e s m o r e t h a n 5 , 0 0 0 l i n e i t e m s f r o m n u t s a n d 
b o l t s t o 6 1 - i n c h m o t o r s . T h e c o m p a n y w a t c h e s i n d u s t r y 
t r e n d s t o d e t e r m i n e c a t a l o g u e a d d i t i o n s t h a t m i g h t i n t e r -
e s t e n d - u s e r s , h e s a i d . 

" W e ' r e t r y i n g t o b e a s m u c h a s w e c a n t o t h e c o m m e r -
c ia l u s e r , a n d e v e r y y e a r w e t ry t o e x p a n d , " h e e x p l a i n e d , 
n o t i n g a n i n c r e a s e in h y d r a u l i c p a r t s a v a i l a b l e . 

C o n s t a n t u p g r a d i n g is a s u p p l i e r a s s e t t h a t c o n t r a c -
t o r s w i t h m a n y m a c h i n e s v a l u e . J o e L o y e t , p r e s i d e n t , 
L o y e t L a n d s c a p e M a i n t e n a n c e , S t . L o u i s , M o . , s a i d t h e 
a m o u n t o f e q u i p m e n t h i s c o m p a n y o p e r a t e s j u s t i f i e s w h y 
9 0 p e r c e n t o f h i s r e p l a c e m e n t p a r t s c o m e f r o m t h e a f t e r -
m a r k e t . H i s f lee t d e m a n d s s u p p l i e s o n a d a i l y b a s i s , a n d 
t o fill t h i s c o n s t a n t p a r t s n e e d , L o y e t o r d e r s in q u a n t i t y . 

" E v e r y d a y w e s e e t h i n g s g o w r o n g , a n d w e c a n ' t 
a f f o r d to h a v e s o m e o n e r u n a r o u n d p i c k i n g u p p a r t s , " h e 
a d d e d . " S o t h e h i g h - d e m a n d p a r t s — b e l t s , b e a r i n g s , 
t h r o t t l e c a b l e s — w e w i l l b u y a w h o l e b u n c h o f . " 

Pr ice a n d avai labi l i ty w i n L o y e t ' s loyal ty to the a f termar-
ket . I t 's u n u s u a l for h i m to turn to local dea lers for parts, a n d 
they k n o w it, h e r e m a r k e d . " I f w e n e e d s o m e t h i n g r e a l l y 
h o t a n d rare , t h e a f t e r m a r k e t wi l l o v e r n i g h t it s o i t ' s h e r e 
b y 1 0 a . m . " 

T h e 3 0 p e r c e n t s a v i n g s L o y e t t r i m s f r o m h i s p a r t s 
b u d g e t i s p a s s e d o n t o h i s c u s t o m e r s , h e s a i d . 

" W e u s u a l l y h a v e t h e b e t t e r p r i c e s b e c a u s e o u r c o s t 
s t r u c t u r e s a r e d i f f e r e n t f r o m t h e O E M , " G o l o t a n o t e d . 
" D e a l e r s d o n ' t m a n u f a c t u r e b e l t s , t i res o r b e a r i n g s — t h e y 
b u y all o f t h e s e o u t s i d e c o m p o n e n t p a r t s a n y w a y , e s p e -
c i a l l y t h e e n g i n e s . T h e a f t e r m a r k e t d o e s n ' t g o t h r o u g h t h e 
s a m e d i s t r i b u t i o n c h a n n e l , s o t h a t ' s w h e r e t h e c o s t s a v -
i n g s a r e — i n t h e s u p p l y c h a i n . " 

F e b b i e e c h o e d t h e s e c o s t b e n e f i t s . " Y o u c a n sel l t h e 
p a r t s for a r e d u c e d p r i c e a n d o f f e r t o p q u a l i t y — i n m a n y 
c a s e s t h e p a r t s a r e i d e n t i c a l , " h e n o t e d . 

B e y o n d q u a l i t y a n d c o s t c o n s i d e r a t i o n s , a f t e r m a r k e t 
p a r t s a r e a o n e - s t o p s h o p p i n g a v e n u e , w h i c h a p p e a l s to 
c u s t o m e r s , a d d e d J o n V y n , d i r e c t o r o f e q u i p m e n t m a r -
k e t i n g , L E S C O , R o c k y R i v e r , O h i o . T h e n a t u r e o f L E S C O ' s 
o u t l e t s a l l o w s c u s t o m e r s w h o p u r c h a s e f e r t i l i z e r s a n d 

(continued on page 52) 
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(continued from page 50) 
s e e d t o p i c k u p p a r t s w h i l e t h e y a r e a t t h e 
fac i l i ty , h e s a i d . A g a i n , c o n v e n i e n c e o f t e n 
d i c t a t e s t h e a f t e r m a r k e t ' s a l l u r e . 

" W e a r e in t h e u s e r ' s d a i l y t r a f f i c p a t t e r n , 
a n d p a r t o f w h a t w e a i m t o d o is p r o v i d e 
c o n t r a c t o r s w i t h a g o o d v a l u e o n t h e t h i n g s 
t h a t t h e y c o m m o n l y u s e — t h e c o n s u m a b l e s , " 
h e e x p l a i n e d . 

P r o d u c t a v a i l a b i l i t y r a r e l y p r e s e n t s a 
p r o b l e m for a f t e r m a r k e t c o m p a n i e s that s e r v e 
a n e x t e n s i v e g e o g r a p h i c r e g i o n , G o l o t a 
a d d e d . S e v e n t y p e r c e n t o f t h e c o m p o n e n t s 
c o n t r a c t o r s r e q u e s t a r e f i l led t h r o u g h t h e 
a f t e r m a r k e t , w i t h o n l y 3 0 p e r c e n t f o r w a r d e d 
t o d e a l e r s o r O E M s . 

PLENTY OF PARTS. T h e q u a l i t y a n d v a -
r i e ty o f p a r t s a f t e r m a r k e t s u p p l i e r s o f f e r c o n -
t i n u o u s l y is i m p r o v i n g . T h e a f t e r m a r k e t c a n 
i d e n t i f y c o m m o n f a i l u r e s o n O E M p a r t s a n d 
e n h a n c e t h e i r v e r s i o n o f t h e p a r t b y t w e a k -
i n g p r o b l e m a r e a s . 

A l s o , c o n t r a c t o r s c a n l o c a t e p r o d u c t s t h a t 
s u p p o r t o l d e r e q u i p m e n t a n d f ind s u p p l i e s 

t h a t d e a l e r s m i g h t n o t c a r r y , s u c h a s z e r o 
faul t t ires , w h i c h e l i m i n a t e f la ts o n m a c h i n e s , 
G o l o t a p o i n t e d o u t . 

" I h a v e p r e t t y l a r g e c o n t r a c t o r s w h e r e 
t h e b u y e r s w i l l ca l l m e t o s e e if w e a r e g o i n g 
t o p r o d u c e a f t e r m a r k e t p a r t s f o r a p i e c e o f 
e q u i p m e n t b e f o r e t h e y e v e n m a k e t h e p u r -
c h a s e , " h e n o t e d . 

Q u a l i t y - d r i v e n p r o d u c t d e v e l o p m e n t 
a l s o e x p l a i n s t h e a f t e r m a r k e t ' s g r o w i n g 
p o p u l a r i t y , V y n c o m m e n t e d . 

" I t h i n k t h e m a r k e t h a s d e m a n d e d q u a l -
i t y — a f t e r m a r k e t p a r t s c a n ' t b e s e c o n d t ier 
c o m p a r e d to t h e O E M p a r t s , " h e s a i d . " A f -
t e r m a r k e t p a r t s h a v e r e a l l y c l o s e d t h e g a p a s 
fa r a s q u a l i t y . " 

H o w e v e r , t h e r e a r e c a s e s w h e r e t h e a f t e r -
m a r k e t can ' t s e r v e e q u i p m e n t n e e d s a n d con-
tractors turn to dea lers to fill par t s require-
m e n t s , G o l o t a noted . 

" I f t h e i tem is still c o v e r e d u n d e r w a r r a n t y , 
w h e r e there a r e m a j o r f a i l u r e s o n t h e O E M 
d e s i g n a n d t h e c u s t o m e r s h o u l d g o b a c k t o 
t h e O E M a n d g e t t h e p r o d u c t if it i s st i l l 
c o v e r e d u n d e r w a r r a n t y , " h e r e c o m m e n d e d . 

NUDGING A NICHE. T h o u g h s o m e c o n -
t r a c t o r s a l t e r b u y i n g h a b i t s a f t e r d i s c o v e r i n g 
s a v i n g s a n d c o n v e n i e n c e in a f t e r m a r k e t par ts , 
o t h e r s a r e l o y a l t o l o c a l d e a l e r s h i p s . 

" Y o u h a v e p e o p l e in b o t h c a m p s , " V y n 
o b s e r v e d . " T h e r e ' s a l w a y s g o i n g t o b e a p l a c e 
f o r t h e O E M s u p p l i e r b e c a u s e t h e r e a r e s o m e 
w h o f a v o r t h i s s u p p l i e r a n d t h e r e is a w a r -
r a n t y h o o k t h a t ' s t h e r e . " 

F e b b i e a d d e d t h a t d e a l e r s a t t e n d to n e c e s -
s a r y r e p a i r n e e d s . " T h e d e a l e r o f f e r s o n e 
t h i n g t h a t w e c a n n o t d o , a n d t r a d i t i o n a l l y , 
t h a t ' s s e r v i c e . " 

A s t h e l a w n a n d l a n d s c a p e i n d u s t r y f l o u r -
i s h e s , t h e n e e d for e q u i p m e n t a n d p a r t s t o 
s e r v i c e c o n t r a c t o r s ' f l e e t s a l s o w i l l a u g m e n t , 
G o l o t a a d d e d . " I t s e e m s l i k e w e t u r n p e o p l e 
o n to t h e a f t e r m a r k e t o n e c u s t o m e r at a t i m e , " 
G o l o t a m e n t i o n e d . 

" I n t e r m s o f t h e m a r k e t , it is g r o w i n g , " h e 
a d d e d . " T h e i n d u s t r y is g r o w i n g . T h e r e is s o 
m u c h m o r e c o m m e r c i a l e q u i p m e n t b e i n g 
s o l d , s o it i s a n a t u r a l p r o g r e s s i o n o f t h e 
a m o u n t o f e q u i p m e n t o u t t h e r e , a n d t h e c o m -
p o n e n t s wi l l f o l l o w . " - Kristen Hampshire ID 
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CONTROLLING PESTS 

The Target Principle 
Mater ia l s d irected at contro l l ing d a m a g e f r o m soi l - inhabi t ing 

insects m u s t reach the p r i m a r y feeding a n d / o r act ivity z o n e 

(target z o n e ) o f the target insect (s ) to b e ef fect ive . F o c u s i n g o n 

this ob jec t ive w h e n a p p l y i n g mater ia l s o r e m p l o y i n g o t h e r 

c o n t r o l s t r a t e g i e s is to a p p l y t h e T a r g e t P r i n c i p l e . 

THE TARGET ZONE. T h e T a r g e t Z o n e for c o n t r o l o f 
m o s t s o i l - i n h a b i t i n g i n s e c t s is t h e f i rs t o n e t o t w o i n c h e s o f 
so i l . H o w e v e r , in b o t h c o o l - a n d w a r m - s e a s o n tur f s , t h e 
soi l m a y b e c o v e r e d b y a l a y e r o f t h a t c h t h r o u g h w h i c h t h e 
c o n t r o l m a t e r i a l s m u s t p a s s b e f o r e r e a c h i n g t h e t a r g e t 
z o n e . T h a t c h s e r v e s a s a b i n d i n g s i te f o r i n s e c t i c i d e s a n d a 
d i f f i c u l t b a r r i e r for s o m e b i o l o g i c a l a g e n t s t o p a s s t h r o u g h . 
T h e a d d i t i o n o f s o a p s o r o t h e r w 4 e t t i n g a g e n t s a p p e a r s t o 
h a v e l i t t le e f f e c t o n r e d u c i n g t h e b i n d i n g p o t e n t i a l o f so i l o r 
o r g a n i c m a t t e r . T h e c o n t r o l m a t e r i a l m u s t r e a c h t h e t a r g e t 
z o n e in t h e p r o p e r c o n c e n t r a t i o n t o h a v e t h e d e s i r e d a f fec t . 
T h e d e g r e e t o w h i c h t h i s i s a c h i e v e d is d i r e c t l y r e l a t e d to 
t h e d e g r e e o f c o n t r o l a c h i e v a b l e . 

M o b i l i t y is m o r e r e a d i l y a c h i e v e d w h e n t h a t c h is th in , 
l o o s e o r n o t p r e s e n t . H o w e v e r , in l o n g e s t a b l i s h e d t u r f 
s i tes , t h e c o n s t a n t d y i n g o f p l a n t r o o t s , s t o l o n s , r h i z o m e s 
a n d c r o w n s r e s u l t s in a n a c c u m u l a t i o n o f o r g a n i c m a t t e r in 
t h e f i rs t t w o i n c h e s o f so i l ( c o m m o n l y 10 p e r c e n t o r m o r e ) 
w h i c h a l s o s e r v e s a s a b i n d i n g s i te . W h i l e t h e o r g a n i c 
m a t t e r c o n t e n t o f t h a t c h ( o f t e n g r e a t e r t h a n 3 0 p e r c e n t ) a n d 
soi l i m p e d e m o b i l i t y , it a l s o p r o v i d e s a p r o t e c t i v e f i l ter t o 
s l o w t o s t o p m o r e e x t e n s i v e m o b i l i t y p a s t t h e t a r g e t z o n e . 

E v e n w h e n t h e r e is n o t h a t c h , t h r o u g h m a n a g e m e n t o r 
natura l d e c o m p o s i t i o n , the first t w o inches o f soil in es tab-
l i shed turf c o m m o n l y c o n t a i n s at least 10 percent o r g a n i c 
m a t t e r d u e to the c o n s t a n t d y i n g o f p lant parts . T h e b i n d i n g 
o f insect ic ides to this z o n e or thatch is a m i x e d b less ing . W h i l e 
h a v i n g a m a j o r i n f l u e n c e o n r e d u c i n g t h e p o t e n t i a l for 
g r o u n d w a t e r c o n t a m i n a t i o n , b i n d i n g in t h i s z o n e p r o -
v i d e s a r e s e r v o i r o f i n s e c t i c i d e r e s i d u e s for p e s t s s u c h a s 
g r u b s o r m o l e c r i c k e t s t o c o n t a c t a n d c o n s u m e a s t h e y f e e d . 

FEEDING HABITS. K n o w i n g t h e f e e d i n g h a b i t s o f so i l -
i n h a b i t i n g i n s e c t s is e s s e n t i a l t o u n d e r s t a n d i n g h o w a n d 
w h y c o n t r o l is o r is n o t a c h i e v e d . T h e p r i m a r y m e a n s b y 
w h i c h c o n t r o l a g e n t s e n t e r t h e b o d y o f t h e t a r g e t i n s e c t is 
t h r o u g h t h e n a t u r a l o p e n i n g s ( m o u t h , a n u s , s p i r a c l e s ) o r 
i n g e s t i o n . C o n t a c t w i t h a t r e a t e d s u r f a c e a l s o o c c u r s , h o w -
e v e r , w i t h s o m e e x c e p t i o n s , i s g e n e r a l l y s e c o n d a r y t o t h e 
i m p a c t o f i n g e s t i o n . 

W h a t d o g r u b s e a t ? T h e s t a n -
d a r d a n s w e r o f t e n is, " t u r f r o o t s . " 
T h i s i s a n i n c o m p l e t e a n d a c t u -
a l l y i n c o r r e c t a n s w e r . A m o r e 
a c c u r a t e a n s w e r w o u l d b e , 
" w h a t e v e r is in f r o n t o f t h e m . " 
G r u b s a r e i n c a p a b l e o f f e e d i n g o n l y o n r o o t s . I n s t e a d , t h e y 
i n g e s t t h e e n t i r e m e d i u m - r o o t s , soi l , o r g a n i c m a t t e r - t h a t 
o c c u r s in t h e i r z o n e o f h a b i t a t i o n . G e n e r a l l y , t h i s z o n e is t h e 
u p p e r t w o i n c h e s o f so i l w h e n n o t h a t c h is p r e s e n t a n d t h e 
u p p e r o n e i n c h o f so i l w h e n t h a t c h is p r e s e n t . S o i l i n h a b i t -
i n g i n s e c t s , s u c h a s m o l e c r i c k e t s , c o n s u m e p l a n t a n d a n i -
m a l m a t e r i a l s a s w e l l a s so i l p a r t i c l e s . T u r f i n h a b i t i n g a n t s 
a r e g e n e r a l s c a v e n g e r s a n d p r e d a t o r s , b u t t h e y d o n o t 
c o n s u m e p l a n t p a r t s . 

A p p l i e d contro l a g e n t s m u s t reach t h e feeding-act iv i ty 
z o n e ( the T a r g e t Z o n e ) o f a so i l - inhabi t ing pest to a c h i e v e 
control . T h e a g e n t is a d s o r b e d to v a r y i n g d e g r e e s a n d distr ib-
uted at a n d t h r o u g h t h e soil a n d thatch a b o v e the target zone . 
T h e target insect inges ts thatch a n d / o r soil o r g a n i c m a t t e r 
c o n t a i n i n g t h e a g e n t , w h i c h is t h e n a b s o r b e d b y t h e i n s e c t a s 
t h e f o o d p a s s e s t h r o u g h t h e d i g e s t i v e s y s t e m . L i v i n g b i o -
l o g i c a l a g e n t s , s u c h a s i n s e c t p a r a s i t i c n e m a t o d e s , m u s t 
w r i g g l e t h r o u g h t h e t h a t c h a n d / o r so i l a n d r e a c h t h e t a r g e t 
z o n e in s u f f i c i e n t n u m b e r s t o f i n d a n d i n f e c t t h e t a r g e t p e s t . 

IRRIGATION - RAIN. C o n t r o l m a t e r i a l s v a r y w i d e l y in 
w a t e r s o l u b i l i t y a n d c a p a c i t y f o r a d s o r p t i o n t o o r g a n i c 
m a t t e r . W a t e r , a s ra in o r i r r i g a t i o n , d o e s n o t c o m p l e t e l y 
c i r c u m v e n t a d s o r p t i o n , b u t it d o e s a c c o m p l i s h a s m u c h 
m o v e m e n t in t h e t a r g e t z o n e a s p o s s i b l e . G e n e r a l l y , c o n t r o l 
m a t e r i a l s f o r so i l i n h a b i t i n g i n s e c t s s h o u l d n o t b e a p p l i e d to 
v e r y d r y t h a t c h o r soi l . G r e a t e r m o b i l i t y is a c h i e v e d w h e n 
b o t h t h a t c h a n d so i l a r e f irst m o i s t e n e d . In o r d e r to m i n i -
m i z e u l t r a v i o l e t ( U V ) d e g r a d a t i o n , h a s t e n m o b i l i t y a n d 
o b t a i n a m a x i m u m ef fec t , l i q u i d m a t e r i a l s s h o u l d b e irr i -
g a t e d in i m m e d i a t e l y a f t e r a p p l i c a t i o n . 

G e n e r a l l y , g r a n u l a r m a t e r i a l s s h o u l d b e a p p l i e d w h e n 
g r a s s b l a d e s a r e d r y s o t h e p a r t i c l e s b o u n c e o f f t h e g r a s s 
b l a d e s a n d sif t d e e p l y i n t o t h e tur f . W h i l e t h e u r g e n c y to 
i r r i g a t e is n o t a s i m m e d i a t e a s for l i q u i d m a t e r i a l s , it s h o u l d 
b e d o n e a s s o o n a s p o s s i b l e . 

W i t h regular i rr igat ion o r rain, so i l - inhabi t ing insects s u c h 
as g r u b s usua l ly r e m a i n in the target z o n e . H o w e v e r , if the 
sur face soi l d r i e s , t h e s e i n s e c t s m a y m o v e d e e p e r i n t o t h e 
soi l p r o f i l e . T i m e l y p r e - a n d p o s t t r e a t m e n t i r r i g a t i o n o f t e n 
s t i m u l a t e s t h e s e i n s e c t s to r e m a i n in t h e T a r g e t Z o n e . H 

For the next few 
months, Insect 
I.D. will feature 
excerpts from 
Destructive 
Turf Insects, the 
second edition 
book by Harry 
Niemczyk and 
David Shetlar, 
entomology 
professors at 
The Ohio State 
University. For 
more informa-
tion about this 
book, see page 
131. To order a 
copy of this 
book, call Lori 
Skala at 800/ 
456-0707. 



M y m a n a g e r s c o n s t a n t l y c o m p l a i n a b o u t t h e i r c o m p e n -

M H H B 
s a t i o n b u t I c a n ' t a f f o r d to p a y t h e m m o r e . W h a t c a n I d o ? 

A s t h e l a b o r m a r k e t c o n t i n u e s t o t i g h t e n , t h i s d i l e m m a 
b e c o m e s m o r e c o m m o n . E m p l o y e r s a r e s t r u g g l i n g t o f i n d 
c r e a t i v e w a y s to k e e p t h e i r e m p l o y e e s i n t a c t . 

T o g e t t o t h e r o o t o f t h e p r o b l e m , y o u m u s t d e t e r m i n e 
w h e t h e r y o u r c o m p e n s a t i o n a n d b e n e f i t s p r o g r a m is 
c o m p a r a b l e w i t h w h a t y o u r c o m p e t i t o r s a r e o f f e r i n g . M y 
f i rs t a c t i o n w o u l d b e t o s e c u r e a c o m p e n s a t i o n a n d b e n -
e f i t s r e p o r t f r o m y o u r s t a t e o r n a t i o n a l t r a d e a s s o c i a t i o n 
t o f i n d o u t if y o u a r e in l i n e w i t h y o u r p e e r s . S e c o n d l y , 
y o u h a v e t o r e s e a r c h w h a t o t h e r i n d u s t r i e s t h a t c o u l d 
a t t r a c t y o u r s t a f f a r e p a y i n g t h e i r k e y m a n a g e r s . 

M y g o a l w a s to c o m p e n s a t e m a n a g e r s at o r s l i g h t l y 
b e t t e r t h a n t h e m a r k e t a f t e r f a c t o r i n g in t h e i r e x p e r i e n c e 
a n d e d u c a t i o n . If y o u p r o v i d e m a n a g e r s w i t h a s a t i s f y i n g 
w o r k e n v i r o n m e n t , p a y i n g t h e m m o r e t h a n t h e i n d u s t r y 
a v e r a g e s h o u l d b e s u f f i c i e n t to r e t a i n t h e m . 

David Minor was founder and 

former president of Minor's Land-

scape Services, a $12-million 

company in Fort Worth, Texas, 

that he sold to TruGreen-

ChemLawn in 1998. 

In addition to serving the in-

dustry as a consultant and 

speaker, Minor is professor and 

director of The Entrepreneurship Center at The M.J. Neeley School 

of Business at Texas Christian University. Readers with questions 

they would like to ask Minor can fax them to L a w n & Landscape at 

216/961-0364 or e-mail them to bwest@lawnandlandscape.com. 

OLD CENTURY FORGE 

M l » * 

HAND CRAFTED 
DURABLE ALUMINUM 
LIFETIME WARRANTY 

CUSTOMIZED 

Order Direct from the Manufacturer 

House Plaques, Weathervanes, and More 

Call Today 800-775-4235 

Our goal is to offer you the fastest, easiest and most reliable 
source for the supplies you need. From our wide array of top 
name brand products and 1-Stop convenience, to our Top 250 
In-Stock Guarantee program, expert staff, top flight service and 
competitive pricing, everything we do is designed to get YOU 
what you need to do your job—in as little time as 
possible! 

At United Green Mark, 
WE GUARANTEE IT! 

800-426-4680 
www.greenmark.com 

Grée ark 
P.O. Box 116 
Novato, CA 
94948 
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Y o u s h o u l d a l s o n o t e , h o w e v e r , t h a t e x -
t e n s i v e r e s e a r c h i n d i c a t e s t h a t c o m p e n s a -
t i o n is n o t a l w a y s t h e m o s t i m p o r t a n t c r i t e r i a 
in r e t a i n i n g e m p l o y e e s . F o r e x a m p l e , m a n -
a g e r s w h o s h o w e m p l o y e e s a p p r e c i a t i o n o n 
a r e g u l a r b a s i s o f t e n r e t a i n e m p l o y e e s b e t t e r 
t h a n t h o s e w h o p a y w e l l . P r o v i d i n g i n c e n -
t i v e s b a s e d o n s o m e t y p e o f p r e v i o u s l y 
a g r e e d - u p o n p e r f o r m a n c e c r i t e r i a is a n o t h e r 
e f f e c t i v e r e t e n t i o n too l . T h i s is o f t e n a m e a n s 
o f g e t t i n g y o u r s t a f f t o a c o m p e n s a t i o n l e v e l 
t h e y c a n l i v e w i t h w h i l e e n c o u r a g i n g t h e m to 
i m p r o v e t h e i r e f f o r t s . If t h e c o m p a n y s u c -
c e e d s , t h e m a n a g e r s s u c c e e d . H a v i n g a 
m a n a g e r ' s " a t - r i s k p a y " t o b e a s m u c h a s 2 0 
p e r c e n t o f h i s o r h e r o v e r a l l c o m p e n s a t i o n is 
n o t u n r e a s o n a b l e . 

If you provide your 
managers with a 
satisfying work 

environment, 

paying them better than 
the industry average 

should be enough to 
retain them. 

A n o t h e r r e t e n t i o n s t r a t e g y t o c l o s e l y c o n -
s i d e r is p r o m o t i n g f r o m w i t h i n . T h e r e is a lot 
t o b e s a i d a b o u t t h e v a l u e o f p r o m o t i n g s t a f f 
w h o g r e w u p in a n o r g a n i z a t i o n e v e n if t h e i r 
r e s u m e s a r e n o t a s i m p r e s s i v e a s r e s u m e s 
s e n t in f r o m o u t s i d e t h e c o m p a n y . Y o u w i l l 
a l w a y s h a v e m o r e t r o u b l e k e e p i n g s u p e r -
s t a r s w i t h g l o w i n g r e s u m e s t h a n l o y a l l o n g -
t e r m e m p l o y e e s . E v e n if y o u s a c r i f i c e s o m e 
i m m e d i a t e c o m p e t e n c y b y p r o m o t i n g f r o m 
w i t h i n , t h e n e t e f f e c t wi l l st i l l p o s i t i v e l y b e n -
ef i t t h e c o m p a n y b e c a u s e o f t h e l o y a l t y a n d 
e f f o r t t h e s e l o n g - t e r m e m p l o y e e s wi l l p r o -
v i d e . G i v e m e s o m e o n e w h o s e h e a r t is in t h e 
r i g h t p l a c e a n d I w i l l t a k e t h a t o v e r 
b r a i n p o w e r a n y d a y . 

L a s t l y , y o u m i g h t w a n t to c o n s i d e r s o m e 
t y p e o f e q u i t y s h a r i n g p r o g r a m . A g a i n , re -
s e a r c h s u p p o r t s t h e fac t t h a t e m p l o y e e s w h o 
o w n e v e n a s m a l l p o r t i o n o f t h e i r c o m p a n i e s 

a r e m o r e l o y a l a n d p r o d u c t i v e . T h e r e a r e 
m a n y e q u i t y s h a r i n g p l a n s t h a t c a n w o r k , 
i n c l u d i n g s t o c k p u r c h a s e p r o g r a m s , b o n u s 
a w a r d s a n d o p t i o n p l a n s , e m p l o y e e s t o c k 
o w n e r s h i p p r o g r a m s a n d p h a n t o m s t o c k 
p u r c h a s e p l a n s . 

Clear ly , re tent ion o f m a n a g e m e n t is critical 
in t o d a y ' s b u s i n e s s e n v i r o n m e n t . In fact, deve l -
o p i n g s t ra tegies to k e e p k e y p e o p l e m a y b e the 
m o s t i m p o r t a n t s t rategic dec i s ion o w n e r s c a n 
m a k e t o e n s u r e t h e l o n g - t e r m h e a l t h o f t h e i r 
l a n d s c a p e b u s i n e s s e s . DB 

Elegante Lighting NEW FROM U.S.T.E., INC • WWW.ELECANTELIGHTING.COM 

1625 No. Surveyor Ave., Simi Valley, CA 93063 • 800-766-8478 • 805-527-0987 
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lime 
is Money 

Time, t h e only rea l c o n s t r a i n t t o m a k i n g a s m u c h m o n e y 

as we c a n p o s s i b l y d r e a m of , is i n t r i c a t e l y l i n k e d to 

p r o f i t a b i l i t y . T i m e is a l s o a c o m p l e t e l y u n r e n e w a b l e 

resource - w a s t e t i m e a n d i t ' s g o n e f o r e v e r . 

S u c c e s s f u l g r e e n i n d u s t r y b u s i n e s s o w n e r s u n d e r -
s t a n d t h e f u n d a m e n t a l c o n n e c t i o n b e t w e e n t i m e a n d 
p r o f i t a b i l i t y . L a n d s c a p e c o n t r a c t o r s w h o r e a l i z e t h a t 
p r o f i t a b i l i t y is l i m i t e d b y t h e e f f i c i e n t u s e o f a v a i l a b l e 

m a n - h o u r s in a s e a s o n c o n d u c t b u s i n e s s d i f f e r e n t l y t o 
e n s u r e t h e i r l o n g - t e r m s u c c e s s . 

T h e f irst s t e p in d o i n g b u s i n e s s d i f f e r e n t l y is u n d e r -
s t a n d i n g e x a c t l y h o w m a n - h o u r s a f f e c t p r o f i t a b i l i t y . 
T h i s a p p l i e s t o r e v e n u e t r a c k i n g in p a r t i c u l a r . W i t h 
r e v e n u e t r a c k i n g , m a n - h o u r s e q u a l t h e n u m b e r o f p r o -
d u c t i o n e m p l o y e e s t i m e s t h e h o u r s a v a i l a b l e to p e r f o r m 
a g i v e n s e r v i c e . F o r e x a m p l e , i f y o u h a v e e i g h t e m p l o y -
e e s w o r k i n g 4 0 h o u r s , 4 5 w e e k s a y e a r , y o u h a v e 1 4 , 4 0 0 

(continued on page 58) 

EXPAND YOUR BUSINESS 
by offering the COMPLETE line of 

Fabrics & Erosion Control Products 

P E R F E C T F O R 
Professional Landscape The Retail 

Service Needs! _ ^ ^ ^ ^ Garden Center! 

FABRIC FOR 
YOUR EVERY NEED! 

Bulk Rolls 3-15' Wide Available 
3' * 25' - 3' * 50' - 3' K 100' 
4-X50 -4 X 100- • «' * 50-

Landscape Fabrics 
Weed Control • Woven Ground Covers 

Filter Fabric • Paver/Patio Underliner • Soil Separators 
Erosion Control 

Burlap • Jute • FabriJute™ Erosion Control Netting • Silt Fence 
Construction 

Road / Driveway / Recreation Park Underliners & Fences 

Accessories 
Plastic & Steel Securing Pins • Knives • Fabriscape Drainage System 
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Concrete Curb & Landscape Border Equipment 

Fax 949-587-9680 • 949-587-8488 • 5 Chrysler • Irvine CA 92618 

• Low main tenance 
• Create var ious shapes, s izes and colors 
• Self-propel led, electr ic or gas powered 
• Residential , commerc ia l and golf course uses 
• Add to your serv ices and bot tom line 

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



CyberSummit 

www.grubfree.com 
Co-sponsored by 

IÌIACH2 
TURF INSiCTICIDi 

Lawn & Landscape 
Golf Course News 

Get the latest word on grub control from: 

Daniel Potter, Ph.D. David Shetlar, Ph.D. 
University of Kentucky Ohio State University 

LEARN ABOUT EMERGING 
GRUB CONTROL I55UE5. 

At 7:00 PM EST Monday, November 13, 2000, take part 
in a live web broadcast addressing the most critical grub 
control developments and trends facing turf professionals. 

Log an to www.grubfree.com now 
to learn haw you can: 

• Watch a live web broadcast of industry-leading 
entomologists Daniel Potter, Ph.D. and David Shetlar, 
Ph.D. sharing their thoughts on present and future grub 
control strategies and technology. 

• Post your questions for Dr. Potter and Dr. Shetlar 
• Submit, in advance, topics you want to see addressed at 

CyberSummit 2000 
• Download FREE software that allows you to participate 

in CyberSummit 2000 
• Access an on-demand rebroadcast of CyberSummit 

2000 for 3 months after the event 

MONDAY. NOVEMBER 13, 2 D O O @ 7 P M EST 

http://www.grubfree.com
http://www.grubfree.com




IT'S ONLY HUMAN NATURE 
TO WANT THE BEST OF BOTH WORLDS 

The conventional wisdom on grub control is shifting from 

a curative to a preventive approach. Fortunately, MACH 2' 

Turf Insecticide offers effective preventive grub control with 

a powerful curative component as well. 

Apply MACH 2 once before egg-hatch to prevent grubs all 

season long. Or apply shortly after egg-hatch to cure grubs up 

through the second instar. Make the choice that suits your 

schedule and resource availability. 

And don't worry about watering MACH 2 in immediately. 

Unlike other products that degrade on the surface in a single 

day, MACH 2 can wait 2 weeks or more for your customers—or 

mother nature—to water it in without sacrificing effectiveness. 

Prevent or cure. Unmatched irrigation flexibility. Effective 

control with an award-winning environmental profile. Only 

MACH 2 truly gives you the best of all possible worlds. 

For more information, call 1 -888-764-6432 

ext. R3107, or visit our website at www.mach-2.com. 

IIIACH 2 
TURF INSECTICIDE 

IT'S ALL YOU NEED 
TO PREVENT OR CURE. 

USE READER SERVICE # 3 2 PRESIDENTIAL GREEN CHEMISTRY CHALLENGE WINNER 

http://www.mach-2.com


Minding Your Business 
(continued from page 56) 

h o u r s o f s e r v i c e a b l e w o r k ( e i g h t e m p l o y e e s 
x 4 0 h o u r s x 4 5 w e e k s = 1 4 , 4 0 0 h o u r s p e r 
s e a s o n ) . W i t h o n l y 1 4 , 4 0 0 h o u r s a v a i l a b l e t o 
m a k e m o n e y , t h e m o s t i m p o r t a n t p i e c e o f 
i n f o r m a t i o n y o u c a n l e a r n is w h i c h o f y o u r 
c l i e n t s c a n m a k e y o u t h e m o s t m o n e y . Y o u 
d o n ' t w a n t t o w a s t e a n y o f y o u r e s s e n t i a l 
w o r k h o u r s in u n p r o f i t a b l e w o r k . U n p r o f i t -
a b l e w o r k is e q u i v a l e n t to t a k i n g o n e - a n d - a -
h a l f s t e p s b a c k w a r d b e c a u s e y o u n o t o n l y 
l o s e m o n e y o n t h e j o b , y o u a l s o l o s e m o n e y 
o n t i m e y o u c o u l d s p e n d p r o d u c i n g a p r o f i t . 

M a n y c o n t r a c t o r s o f t e n a r e e n t i c e d b y 
j o b s w i t h a b i g g e r p r i c e t a g — b u t d o n ' t b e 
f o o l e d ! H i g h e r p r i c e d j o b s m i g h t b e m o r e 
p r o f i t a b l e , b u t t h e y a l s o m i g h t n o t . Y o u h a v e 
t o k n o w y o u r cos t s , y o u r " b r e a k e v e n " p o i n t 
a n d t h e a m o u n t o f t i m e y o u n e e d f o r t h e j o b 
in o r d e r t o m a k e y o u r d e s i r e d p r o f i t m a r g i n . 

F o r e x a m p l e : c l i e n t A b r i n g s in $ 1 0 0 p e r 
s e r v i c e a n d c l i e n t B g e n e r a t e s $ 5 0 p e r ser -
v i c e . A r e q u i r e s 5 . 2 6 h o u r s to d o t h e j o b w h i l e 
B r e q u i r e s 1 . 3 9 h o u r s . A s s u m i n g c o s t s a r e t h e 
s a m e p e r h o u r , n o w e s t i m a t e w h i c h j o b wi l l 

m a k e m o r e m o n e y : A is $ 1 9 . 0 1 p e r h o u r 
( $ 1 0 0 / 5 . 2 6 h o u r s ) a n d B is $ 3 5 . 9 7 ( $ 5 0 / 1 . 3 9 
h o u r s = $ 3 5 . 9 7 p e r h o u r ) . I f al l y o u r j o b s a r e 
l ike A , y o u r g r o s s s a l e s wi l l b e $ 2 7 3 , 7 4 4 
( $ 1 9 . 0 1 x 1 4 , 4 0 0 h o u r s ) . 

I f y o u r b u s i n e s s ' s o v e r a l l cos t s , h o w e v e r , 
a r e $ 3 7 2 , 0 0 0 a n n u a l l y , y o u ' d b e in t h e r e d 
$ 9 8 , 2 5 6 . N o t g o o d . 

If al l y o u r j o b s a r e l ike B, h o w e v e r , y o u r 
g r o s s s a l e s w o u l d b e $ 5 1 7 , 9 6 8 ( 3 5 . 9 7 x 1 4 , 4 0 0 
h o u r s ) . A p r o f i t o f $ 1 4 5 , 9 6 8 ( $ 5 1 7 , 9 6 8 -
$ 3 7 2 , 0 0 0 = $ 1 4 5 , 9 6 8 ) - o r 2 8 p e r c e n t - i s 
n o t b a d ! 

T h i s e x a m p l e i l l u s t r a t e s j u s t h o w i m p o r -
t a n t it i s to d o a l i t t le s i m p l e m a t h a n d n o t t o 
a u t o m a t i c a l l y t h i n k t h a t a b i g g e r j o b is a l -
w a y s a b e t t e r j o b . Y o u n e e d to k n o w w h i c h 
j o b s m a k e y o u t h e m o s t m o n e y , a n d o n w h i c h 
y o u a r e l o s i n g y o u r sh i r t . 

T h e o n l y w a y t o e n s u r e y o u m a k e y o u r 
p r o f i t m a r g i n is t h r o u g h a n a c c u r a t e a n d 

c o n s i s t e n t r e v e n u e t r a c k i n g s y s t e m . H e r e a r e 
s o m e g u i d e l i n e s t o e n s u r e p r o f i t a b i l i t y : 

• T r a c k e v e r y d o l l a r o n e v e r y j o b 
• J u s t s a y n o t o u n p r o f i t a b l e j o b s — 

n o m a t t e r h o w t e m p t i n g t h e y a p p e a r 
• T r a c k all t r a v e l t i m e a n d m a k e s u r e 

t r a v e l t i m e is p a r t o f y o u r " d o l l a r p e r h o u r " 
e q u a t i o n 

• D o n ' t r a i s e p r i c e s a c r o s s t h e b o a r d — 
a f t e r c a r e f u l c o n s i d e r a t i o n , r a i s e j u s t s o m e 
c l i e n t s ' f e e s 

C a r e f u l l y t r a c k i n g r e v e n u e m a k e s it m o r e 
d i f f i c u l t to b e u n p r o f i t a b l e . I t ' s a lot h a r d e r t o 
s q u a n d e r t i m e w h e n y o u k n o w y o u ' r e t h r o w -
i n g it a w a y . T a k e t h e t i m e to d o t h e m a t h a n d 
k n o w o n w h i c h j o b s y o u ' r e l o s i n g m o n e y 
a n d w a s t i n g t i m e . - Dave Tucker HJ 

The author is president, Sensible Software, 
Ijamsville,Md.;Phone: 800/635-8485; 
Web site: www.clip.com 

We want to know what smaller contractors are thinking. Send your comments and ideas for future 

"Minding Your Business" topics to cgreenleaf@lawnandlandscape.com or fax 216/961-0364. 
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EARTHSCAPES SOFTWARE 
Hi-Res Photo Imaging • Site Plan Designer 

• Estimator 
"See why top designers are switching to..." 

VISUAL IMPACT IMAGING 
330-665-9080 

www.visualimpactimaging.com 

The Fastest, Most Powerful, 
Landscape Design Software for Windows 

GOT QUESTIONS? 
Visit us on the web: 

WWW.WEISBURGER.COM 

E-mail us: 

W E I S I N S U R E @ W E I S B U R G E R . C O M 

Call us direct: 

1-800-431-2794 

Fax-on-demand: 

1-800-ASK-Weis 

Serving the Industry over 65 years 
Ask around. 

WEISÊU1 
¿7«* 

RGERGreen 
tuucrartce 
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by Nicole Wisniewski 

w : L— 1 

77/^ definitions, 

interpretations and 

philosophies behind 

Integrated Pest 

Management have 

made the process 

unclear. Much like a 

horror movie villian, 

the debate has taken 

on a life of its own. 

O v e r the pas t 2 0 years , I n t e g r a t e d Pest M a n a g e m e n t ( I P M ) h a s a t t e m p t e d to r e d u c e pes t i c ide 

use , s t o p the d e s t r u c t i o n o f benef i c ia l insects , cut d o w n o n cos ts to c o n t r a c t o r s a n d cl ients , a n d 

b e n e f i t the e n v i r o n m e n t . 

H o w e v e r , w h i l e e s t a b l i s h i n g the I P M c o n c e p t , the i n d u s t r y h a s not d e v e l o p e d a w i d e l y 
a c c e p t e d de f in i t ion of t h e t e rm. L a w n care o p e r a t o r s , e d u c a t o r s a n d p r o d u c t m a n u f a c t u r e r s 
h a v e s t r o n g l y s u p p o r t e d their o w n I P M d e f i n i t i o n s in o n e w a y or a n o t h e r w h i l e leg is la tors a n d 
e n v i r o n m e n t a l ac t iv is ts c h a l l e n g e d t h e m a n d their u s e o f p e s t i c i d e s - n o m a t t e r h o w smal l . 

D e s p i t e the fact that m a n y I P M m e a n i n g s ex is t a n d that m a n y p e o p l e b e l i e v e I P M is a 
pract ica l a p p r o a c h for contro l l ing l a n d s c a p e pests , w e e d s a n d diseases , there is still n o s ing le 
def in i t ion that is u n i v e r s a l l y a c c e p t e d . T h i s lack o f focus , s o m e i n d u s t r y m e m b e r s specula te , 
c o u l d b e the r e a s o n recent leg is la t ion (see Market Trends, p a g e 8 ) is p r e s e n t i n g I P M as a l a w n care 
s t ra tegy that is m o r e i m p o s s i b l e t h a n poss ib le . 

RESTRUCTURING IPM. T o m a n y p e o p l e , I P M m e a n s ant i -pes t i c ides or u s e of the least tox ic 
p e s t i c i d e s b e c a u s e , t h r o u g h o u t the years , c lass ica l I P M a i m e d to r e d u c e p e s t i c i d e use , p o i n t e d 
o u t D a v e Shet lar , a ssoc ia te p r o f e s s o r o f l a n d s c a p e e n t o m o l o g y , T h e O h i o S t a t e Univers i ty , 
C o l u m b u s , O h i o . 

" I n fact, the m e a s u r i n g st ick o f I P M s u c c e s s h a s b e e n w h e t h e r insect ic ides , fungic ides 
and herbicides w e r e reduced, " Shetlar said. " A c o m m o n assumpt ion w a s made : Pesticides, 
especially insecticides, w e r e bad for people and the e n v i r o n m e n t . T h i s c o n c e p t w a s 
d e v e l o p e d at a t i m e w h e n w e w e r e u s i n g lead arsenate , f u n g i c i d e s c o n t a i n i n g m e r c u r y 

(continued on page 62) 
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(continued from page 60) 

a n d o r g a n o c h l o r i n e p e s t i c i d e s . T h e s e c o m -
p o u n d s w e r e s h o w i n g u p in e n d a n g e r e d 
b i r d s , f i sh a n d e v e n h u m a n s . P e s t s w e r e 
b e c o m i n g r e s i s t a n t , a n d n e w p e s t s w e r e b e -
c o m i n g a p r o b l e m b e c a u s e t h e i r n a t u r a l e n -
e m i e s w e r e b e i n g d e s t r o y e d b y p e s t i c i d e s . 
O b v i o u s l y , f a c e d w i t h t h e s e p r o b l e m s , p e s t 
m a n a g e r s l o o k e d f o r a l t e r n a t i v e s . " 

T h e t h r e s h o l d c o n c e p t w a s t h e f i rs t p r o -
g r a m t o b e i m p l e m e n t e d , S h e t l a r s a i d , d e f i n -
ing th is n o t i o n a s a p p l y i n g p e s t i c i d e s w h e t h e r 
o r n o t a n y b a d p e s t s , w e e d s o r d i s e a s e s w e r e 
p r e s e n t . " I n t u r f w e r e l i e d o n a e s t h e t i c 
t h r e s h o l d s w h e r e t h e v i s u a l d a m a g e w a s 
t o o g r e a t to t o l e r a t e b e f o r e a p e s t i c i d e 
w a s u s e d , " h e s a i d . 

N e x t , S h e t l a r s a i d t h e i n d u s t r y 
i n c r e a s e d i t s r e l i a n c e o n n o n -
c h e m i c a l c o n t r o l tac t i cs , s u c h a s 
c u l t u r a l ( m a k i n g t h e e n v i r o n m e n t 
l e s s s u i t a b l e f o r p e s t s u s i n g res i s -
t a n t p l a n t m a t e r i a l , e t c . ) a n d b i o -
l o g i c a l c o n t r o l s ( e n c o u r a g i n g 

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

F i n a l l y , t h e i n d u s t r y i m p r o v e d m o n i t o r -
i n g t e c h n i q u e s t o d e t e r m i n e t h r e s h o l d s a n d 
e v a l u a t e t h e p e r f o r m a n c e o f n o n - c h e m i c a l 
c o n t r o l tac t ics , S h e t l a r sa id , e m p h a s i z i n g t h a t 
t h i s h a s b e e n a l a n d m a r k d e v e l o p m e n t in 
I P M u s e . " I n l a n d s c a p e s , w e n o w r e c o m -
m e n d t a r g e t i n g a s p r a y o n l y t o t h e p l a n t t h a t 
n e e d s it - l o o k b e f o r e y o u s h o o t , " S h e t l a r 
e x p l a i n e d . " S p o t t r e a t i n g l a w n s w h e r e g r u b s 

a r e at d a m a g i n g l e v e l s o r a p p l y i n g h e r b i -
c i d e s w h e r e w e e d s a r e p r e s e n t o r 

l i k e l y to e m e r g e a r e o t h e r 
t e c h n i q u e s . " 

B u t p e s t i c i d e u s e i s n ' t 
t h e o n l y c h o i c e t h a t c a n c r e -

a t e d a m a g e o r i m p r o v e a n e n v i r o n m e n t , 
r e m a r k e d B a r r y T r o u t m a n , E a s t C o a s t 

c h i e f t e c h n i c a l o f f i c e r , E n v i r o n m e n t a l 
C a r e , O r l a n d o , F la . " T o m e , t h e 
u s e o f p e s t i c i d e s is o n l y o n e - f i f t h 

W o f t h e b a t t l e . " 

A c c o r d i n g t o T r o u t m a n , I P M i n c l u d e s 
f i v e k e y s t e p s : g r o w i n g t h e r i g h t p l a n t s in t h e 
r i g h t p l a c e , c r e a t i n g h e a l t h y soi l , m o w i n g 
a n d p r u n i n g p r o p e r l y , w a t e r i n g p r o p e r l y 
a n d c o n t r o l l i n g p r o b l e m p e s t s , w e e d s a n d 
d i s e a s e s . " I f y o u f i n d a n i n s e c t p r o b l e m , t h e 
f i rs t r e s p o n s e s h o u l d n o t b e t o s p r a y , " h e 
e x p l a i n e d . " W e e x a m i n e all f i v e a r e a s f irst , 
a n d if t h e f i rs t f o u r s t e p s h a v e b e e n r e v i e w e d 
a n d t h e p r o b l e m sti l l i s n ' t s o l v e d , t h e n w e 
s e l e c t a p e s t i c i d e t o u s e . I P M is a t h o u g h t 
p r o c e s s y o u a p p l y w h e n t r y i n g to c o n t r o l a 
p r o b l e m t h a t c o m e s u p ; it is f i g u r i n g o u t 
w h a t w i l l d o t h e j o b q u i c k l y w i t h l i t t le d a m -
a g e t o t h e e n v i r o n m e n t . 

" O u r i n d u s t r y d o e s a g o o d j o b c r e a t i n g 
h e a l t h y soi l b y e n c o u r a g i n g a e r a t i o n a n d soi l 
t e s t i n g , " T r o u t m a n c o n t i n u e d , " a n d w e a l s o 
d o a g o o d j o b c o n t r o l l i n g p e s t s , w e e d s a n d 
d i s e a s e s . B u t o n l y c o n t r a c t o r s w h o w o r k t h i s 
l ist f r o m b e g i n n i n g t o e n d a r e s u c c e s s f u l . " 

O t h e r c o n t r a c t o r s a g r e e d w i t h s i m i l a r 

(continued on page 64) 

Work smarter not harder with the... 
Pinchers 
• Fastest 2 " a n d u p t r e e 

p l a n t e r ever 
• N e w h o o k e d a r m 

o p t i o n o f f e r s e v e n 
m o r e t r e e p l a n t i n g g r i p 

• U n l o a d t r u c k s o r 
t r a n s p o r t a n d set t rees 
in p r e - d u g ho les 

Mulch truck 
• 21 c.y. capac i t y 
• Load w h e e l b a r r o w in 

5 seconds. 
• W h e e l b a r r o w a n d rear 

u n l o a d 
• No pesky hoses a n d 

b l o w e r s 
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"Whether we're working on 

a residential, commercial or 

industrial site, Millennium UltraT 

has given us exceptional control 

over clover as well as other 

weeds. Our number of callbacks 

has decreased by 34% in the 

three years we've been using the 

product. I would recommend 

it to anyone who wants 

exceptional results 

Millennium Ultra is an extremely 

effective, broad spectrum broadleaf 

herbicide. Its state-of-the-art formulation 

results in fewer callbacks, happier 

customers and a product that's easier on 

the environment. For rapid response 

and outstanding effectiveness, 
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I P M 
(continued from page 62) 

versions of T r o u t m a n ' s IPM definition, stress-
ing that I P M is a service-or iented p r o g r a m . 

" W h e n y o u ' r e on a c l ient 's property , y o u 
a l w a y s w a n t to take s o m e kind of ac t ion , " 
a d d e d G a r y LaScalea , president , G r o G r e e n , 
Piano, Texas . " F o r example , if you d idn ' t see 
any insect problems, you can ferti l ize the 
b e d s or treat the c l ient 's azaleas with iron. 
I P M is looking for all cultural and nutr ient 
type issues in the l a n d s c a p e . " 

SCOUTING FOR TROUBLE. S ince a ser-
vice focus dr ives IPM, the indust ry ' s current 
labor shor tage stal ls the p r o g r a m ' s develop-
ment . T h e qual i ty of w o r k e r n e e d e d to scout 
pests , w e e d s and diseases whi le consul t ing 
with clients also requires consistent training. 

" I P M ' s greatest cha l lenge is p e r s o n n e l , " 
explained Steve Brady, county agent, Gwinnett 
County Extension Service, Lawrenceville, Ga. 
"Companies that don't have e n o u g h person-
nel don ' t m a k e e n o u g h scout ing visits to 
proper ly pract ice I P M . " 

" W h e n you are w o r k i n g on a schedule 
with a certain n u m b e r of e m p l o y e e s and can 
only s top at a proper ty every 45 to 60 days, 
you could b e miss ing potential l andscape 
p r o b l e m s , " a d d e d S teve Farr ington, sales 
representative, D o w AgroSciences , Or lando, 
F la . " T h i s m e a n s y o u h a v e to re ly o n 
h o m e o w n e r s to scout for you in b e t w e e n 
y o u r visits and that doesn ' t a l w a y s w o r k to 
a contrac tor ' s benef i t . " 

I P M training he lps lawn care c o m p a n i e s 
p r o d u c e a h igher grade technician, which is 
crucial to p r o p e r I P M per formance , c o m -
m e n t e d G a r y Toml inson , director of techni-
cal services , seasonal color and arbor care 
groups , T h e Morre l l Group, a divis ion of 
O m n i Facil i ty Resources , Atlanta, Ga . " S i n c e 
i m p l e m e n t i n g an I P M approach m o r e than 
10 years ago, w e ' v e increased o u r training 
by 50 p e r c e n t , " T o m l i n s o n said. " W e h a v e 
o n g o i n g training with an extra o n e or t w o 
h o u r s per w e e k focused strictly on IPM. W e 
m a k e sure to s u p p l e m e n t this with on- the-

job training and the use of local extension 
agents w h o p r o v i d e I P M e d u c a t i o n . " 

I P M can even save cl ients and contractors 
m o n e y after the first year, d e p e n d i n g on sea-
sonal cha l lenges l ike weather . C i n d y Halm, 
opera t ions manager , Brocco lo Tree & L a w n 
Care , Rochester , N.Y. , quoted an overal l 30 to 
4 0 percent d r o p in pest ic ide use. T h e s e sav-
ings are not felt initially, however , d u e to the 
cost of I P M training. 

B o b Ott ley, president , O n e Step Tree & 
Lawn Care, N. Chili, N.Y., said he spends $3,000 
to $5,000 per person each year for initial IPM 
training and then $1 ,000 per person each 
fo l lowing year for addit ional training. 

Tra ining technicians, though, also bolsters 
a c o m p a n y ' s reputat ion, e m p l o y e e morale , 
retent ion and c u s t o m e r sat isfact ion. " E d u -
cat ing o u r e m p l o y e e s does take a lot of t ime, 
but w e get it back tenfold in c u s t o m e r satis-
fac t ion , " H a l m said. " O u r technic ians are 
wel l - t ra ined and offer consul ta t ions on in-

(continued on page 66) 

KWIKREPAIFf 
A WHOLE NEW CONCEPT IN PVC 

PIPE REPAIR & FITTING REPLACEMENT 

If Your Last Repair Wasn't A KwikRepair 
You Weren't KWIK Enough! 

AVAILABLE IN 1/2" THROUGH 
1-1/4" COUPLINGS, 
ELBOWS & TEES 

1-1/2" & 2" COMING SOON 
ORDINARY FITTINGS KWIKREPAIR 

Number of fittings required 4 
Number of solvent welds required 
Pipe movement restraint required YES 
Possible O-Ring failure YES 
Minimum space required to install 1" Tee 21"x5-1/2" 
Approximate minutes to install 15-45 minutes 

1 
3 

NO 
NO 

9-3/4"x5-1/2" 
5 -15 minutes 

u DAWN INDUSTRIES, INC. 
4410 N. Washington Street Denver, CO 80216 

(800) 321-7246 Fax (303) 295-6604 
www.dawnindustries.com 

Made In U.S.A.Patent Pending 
'Available to Wholesalers & Distributors only 

"Since I added a HS-500-E, 
my business has grown 

from '1100 per week 
to *11,000 per week." 

You can be 
Hydro Seeding 
for only $198 
down and just 

* 9 8 / m O t 
with our HS-300E. 

Ml*'-
"The equipment paid 
far itself in the first 
few week and Turbo 
Turf* is simple to run 
I even sent my wife 
Xownrt* 

Bofc Jerszyi 

* 

1500 First Ave., Beaver Falls, PA 15010 
1-800-822-3437 

www.tu rbotu rf.com 

http://www.dawnindustries.com
http://www.tu


To make the fastest 
implement attaching systems, we set 

our standards a little higher. 

4:00 
minutes 

John Deere 4000 Series Tractors zoom from zero attachments to dozens in 

minutes. That's because our implement designers 

and our tractor engineers worked very closely together 

before the f i rst tractor ever rolled of f the line. 

John Deere loaders have an integrated parking stand that folds up, while hydraulics 

l i f t the entire loader onto solid supports in seconds. John Deere backhoes were 

integrated wi th the tractor's rockshaft arms to raise the backhoe 

onto the tractor frame for a f as t and stable, connection. Both 

take fewer than four minutes to attach and detach. 

Rest assured, every one of the over 40 attachments available 

was designed with the same step-to- i t mindset. 

For a quick demonstration, just visit your local John Deere dealer 

(call 1-800-537-8233 or visi t www.deere.com for one near you). 

Please, on your way there, fol low all applicable speed l imits. 

5:00 
minutes 

4:00 
minutes 

USE READER SERVICE # 9 3 

N o t h i n g R u n s L i k e A D e e r e 

http://www.deere.com
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s e c t a n d d i s e a s e p r o b l e m s , w a t e r i n g , p r u n -
i n g , m o w i n g , e tc . O u r c u s t o m e r s a r e b u y i n g 
t h a t s e r v i c e a n d e x p e r t i s e . " 

In a d d i t i o n t o t r a i n i n g c o s t s , I P M c a u s e s 
e q u i p m e n t c o s t s t o r i se . O t t l e y s a i d I P M 
l i q u i d a p p l i c a t i o n s r e q u i r e t h e u s e o f t w i n -
l i n e h o s e s . " T h i s is t h e e q u i v a l e n t o f t w o 
s p r a y h o s e s , w h i c h d o u b l e s y o u r e q u i p m e n t 

o v e r h e a d , " h e e x p l a i n e d . " T h e b e n e f i t o f 
I P M i s n ' t a l w a y s p r o f i t . In i t ia l ly , t h e r e a r e 
e x t r a c o s t s , b u t t h a t l e v e l s o u t a f t e r a f e w 
y e a r s , a n d c o n t r a c t o r s w i l l n o t i c e s a v i n g s . " 

PRODUCT CHANGES. T h e c h a n g i n g n a -
t u r e o f p r o d u c t s i n t r o d u c e d to t h e m a r k e t 
w i l l a l s o d r i v e o r h i n d e r f u t u r e I P M u s e . 

W h e n E n v i r o n m e n t a l P r o t e c t i o n A g e n c y 
( E P A ) r e p r e s e n t a t i v e s a n n o u n c e d t h e r e e x -
a m i n a t i o n o f c h e m i s t r y c l a s s e s s u c h a s o r g a -
n o p h o s p h a t e s a n d c a r b a m a t e s a s p a r t o f t h e 
1 9 9 6 F o o d Q u a l i t y P r o t e c t i o n A c t ( F Q P A ) , it 
c o n f i r m e d t h a t n e w p e s t i c i d e s b e i n g r e g i s -
t e r e d w i l l h a v e a n a r r o w e r a r e a o f c o n t r o l . 

" T r e n d s in p e s t i c i d e d e v e l o p m e n t i n d i -
c a t e t h a t n e w p r o d u c t s , w h i l e l o w in t o x i c i t y , 
w i l l b e m o r e t a r g e t e d in t h e i r p e s t s p e c t r u m , " 
s a i d D o u g S p i l k e r , t u r f a n d o r n a m e n t a l re -
s e a r c h m a n a g e r , B a y e r C o r p . , K a n s a s C i t y , 
M o . " T h e c h a l l e n g e i s t o m a x i m i z e t h e 
s t r e n g t h s o f e a c h p r o d u c t . M o r e s p e c i f i c t i m -
i n g r e c o m m e n d a t i o n s f o r t h e s e p r o d u c t s 
c o u l d r e d u c e o r d e l a y t h e n e e d for s u b s e -
q u e n t a p p l i c a t i o n s o r r e s c u e t r e a t m e n t s . " 

" T h e n e w p r o d u c t s p r o v i d e u s w i t h m o r e 
t a r g e t e d o p t i o n s / ' c o n c u r r e d R i c k 
B r a n d e n b u r g , e n t o m o l o g i s t , N o r t h C a r o l i n a 
S t a t e U n i v e r s i t y , R a l e i g h , N . C . " B u t n o w w e 
d o n ' t h a v e a c h a n c e to r e s c u e p l a n t s f r o m 
i n f e s t a t i o n s a s q u i c k l y . A n d t h e w i n d o w o f 
o p p o r t u n i t y for c o n t r o l l i n g p e s t s is s m a l l e r . " 

M a n y l a w n c a r e o p e r a t o r s a n d p e s t i c i d e 
m a n u f a c t u r e r s a r e a l s o k e e n l y a w a r e o f t h e 
fac t t h a t t h e F Q P A c o u l d u l t i m a t e l y r e s u l t in 
t h e c a n c e l l a t i o n o f m a n y p e s t i c i d e p r o d u c t s 
a l t o g e t h e r o r s e v e r l y l i m i t t h e i r a p p l i c a t i o n s , 
a s it d i d w i t h c h l o r p y r i f o s e a r l i e r th i s y e a r . 

" T h i s j e o p a r d i z e s u r b a n a n d r u r a l p e s t 
m a n a g e m e n t e f f o r t s , " a c c o r d i n g to t h e N e w 
Y o r k S t a t e T u r f g r a s s A s s o c i a t i o n . " A l s o , a s 
v a l u a b l e p e s t i c i d e s a r e lost , p e s t m a n a g e -
m e n t e x p e r t s w o n ' t b e a b l e t o p r o p e r l y a p p l y 
I P M , a n d t h e e n v i r o n m e n t w i l l s u f f e r . " 

D e s p i t e th i s g r i m I P M forecas t , F a r r i n g t o n 
s a i d m o s t l a w n c a r e c o m p a n y o w n e r s h a v e 
a d j u s t e d w e l l to t h e c h a n g i n g n a t u r e o f p r o d -
u c t a v a i l a b i l i t y . H o w e v e r , u s i n g n e w o r d i f -
f e r e n t p r o d u c t s p r e s e n t s c h a l l e n g e s . 

" C o n t r a c t o r s r e l y o n c e r t a i n p r o d u c t s b e -
c a u s e t h e y ' v e u s e d t h e m f o r y e a r s a n d k n o w 
t h e y c a n s p r a y a p r o p e r t y a n d w a l k a w a y 
w i t h o u t h a v i n g t o c o m e b a c k a n d d e a l w i t h 
a d d i t i o n a l p r o b l e m s , " F a r r i n g t o n e x p l a i n e d . 
" T h e r e is a c e r t a i n p e r i o d o f u n r e l i a b i l i t y 
w i t h t h e n e w p r o d u c t , w h i c h m a y n o t h a v e a s 
l o n g o f a r e s i d u a l o r t h e s a m e l e v e l o f c o n t r o l 
a s a p r e v i o u s l y u s e d p r o d u c t . " 

C o s t a l s o b e c o m e s a n i s s u e w h e n c o n t r a c -
t o r s a r e f o r c e d to u s e a d i f f e r e n t p r o d u c t . 
" L o s i n g a p r o d u c t f o r c e s u s t o u s e a n a l t e r n a -
t i v e t h a t m a y n o t b e a s c o s t e f f e c t i v e a s t h e 

(continued on page 68) 

No Pain, All Gain 
Thanks to this revolutionary design, your heavy tailgate 

can be raised and lowered with virtually no effort, 
keeping your back and your bank account healthy. 

Back injuries are a serious problem. Back pain is the second leading cause of 
absenteeism from the workplace, after the common cold. 

The Backsaver Tailgate Assist can also save you money on property damages. 

"No more 
slamming 

the tailgate 
on your 

driveway or 
on your 
toes." X 

Maintenance free w i t h a luminum and stainless steel parts. 
Easy installation 
Convenient ly mounts on most uti l i ty trai lers 
Helps reduce back injuries and workman 's compensat ion claims 
N o m o r e dropp ing heavy tailgates and risking possible damage t o 
dr iveways and personal property. 
This p roduc t wi l l not a l low the tailgate t o crash d o w n on chi ldren 
o r pets 

RO. Box 315 • Floyds Knobs, IN 471 19 

1-877-388-8895 
Fax (812) 282-8141 

www.thebacksaver.com 

C B a c / ^ S a z ^ e r . 
r TAILOATE ASSIST 

¿gs»-" 
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Wait til you see 
what it really costs you! 
THE NATURAL WAY TO PROTECT AGAINST EROSION 
Th ink t h e on ly bad t h i n g a b o u t so i l e r o s i o n is t h e w a y it m a k e s y o u r 
p r o j e c t s look? Th ink aga in ! Eros ion hu r t s t he hea l t h of y o u r bus iness . 
For s ta r te rs , t he re ' s t he cos t of us ing labor and e q u i p m e n t f o r c l ean up. 
But t ha t ' s no th ing c o m p a r e d to w h a t fa i l i ng to c o m p l y w i t h today 's more 
s t r i ngen t e ros ion con t ro l l aws can cos t you r repu ta t i on and your w a l l e t ! 

Fo r tuna te ly , t he re ' s an easy w a y to p r o t e c t you r p ro f i t s . Ins ta l l e r o s i o n 
c o n t r o l b l anke ts f r o m N o r t h A m e r i c a n Green to : 

• Keep w i n d and w a t e r f r o m e r o d i n g so i l w h i l e he lp ing 
es tab l i sh g rass and o the r v e g e t a t i o n . 

• P r o t e c t seed and so i l f r o m w a s h i n g a w a y unde r 
heavy ra in . 

• P reven t d i r t and dus t a c c u m u l a t i o n on d r i v e w a y s , 
s i d e w a l k s , and n e w bu i l d ing f o u n d a t i o n s . A l so keeps 
s e d i m e n t ou t of d r a i n a g e p ipes , ponds and s t r e a m s . 

P r o t e c t y o u r s e l f f r o m the h igh cos t s of e ros ion . 
Call y o u r N o r t h A m e r i c a n Green d i s t r i bu to r or 1-800-772-2040. 

USE READER SERVICE # 3 3 

\ 

NORTH 
AMERICAN 

GREEN 
14649 Highway 41 North 
Evansville, Indiana 47725 

www.nagreen 

I W t f H t Ö 
| MEMBER 

http://www.nagreen
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product w e w e r e us ing before/' T r o u t m a n 
pointed out . " S w i t c h i n g to a product that 
costs $2 per square foot instead of 43 cents 
per square foot is di f f icul t . " 

CUSTOMER HANDICAP. If l awn care 
technic ians , industry educators and experts , 
manufac turers , legis lators and e n v i r o n m e n -
tal act ivists fol low vary ing interpretat ions of 
IPM, i m a g i n e w h a t c u s t o m e r s m u s t think of 
the process . M o s t lawn care c o m p a n i e s prac-
ticing I P M are famil iar iz ing their c l ients with 
the concept on a regular basis , but gett ing 
them to unders tand it has been chal lenging. 

" W e ' v e tried to e d u c a t e c u s t o m e r s on 
IPM, but I don ' t think they fully grasp the 
i d e a , " Ott ley said. " T h e y s e e m to under-
s tand it in tree care, but in lawn care they are 
used to be ing told that Apri l is the t ime to 
treat c rabgrass and A u g u s t is the t ime to 
treat g r u b s so they don ' t be l ieve w e can 
actual ly scout for these problems . 

C u s t o m e r s w h o are except ional ly hard to 

e d u c a t e are those w h o h a v e been hit 
hard with an insect p r o b l e m not 
caught through the I P M approach 
and they don ' t trust i t , " Ott ley 
cont inued. " E v e n cl ients w h o are 
afra id of pes t i c ides and d o n ' t 
w a n t you on their proper ty of-
ten don ' t fully c o m p r e h e n d the 
fact that with I P M you can use 
20 percent less product and ease their pest i -
c ide concerns . T h e idea just doesn ' t s ink in . " 

B e c a u s e I P M is m o r e intense than a typi-
cal m o w i n g service, it is h a r d e r for cus tom-
ers to grasp, expla ined M i k e Linker , exten-
sion agent , North Carol ina State Univers i ty , 
Raleigh, N.C. " B e c a u s e of the dif f iculty in 
unders tanding IPM, m o r e h a n d - h o l d i n g is 
n e e d e d , " he said. "Also , s ince I P M can cost 
more , it is hard to expla in to c u s t o m e r s h o w 
another c o m p a n y can offer w h a t a p p e a r s to 
be the s a m e service for a lower pr i ce . " 

V i e w i n g the s i tuat ion from a c l ient 's per-
spect ive e n c o u r a g e s lawn care opera tors to 

unders tand w h y IPM might 
b e in t imidat ing . " W h e n I 

pay a lawn care c o m p a n y to 
take care of m y property , I w a n t a healthy, 
disease- , w e e d - and insect- free lawn and 

l a n d s c a p e , " p o i n t e d o u t K y l e 
Miller , senior technical special ist 
for turf and ornamenta ls , B A S F 

Specia l ty Products , R i c h m o n d , Va. 
" Y o u can tell m e y o u ' r e trying to reduce 
inputs , but in the e n d you h a v e to do what it 
takes to satisfy me. If a prob lem gets out of 
hand, I 'm going to tell you I P M is not work-
ing. C u s t o m e r s are paying you to take care of 
their l andscapes with a h igher level of service 
than they can per form t h e m s e l v e s . " 

D e s p i t e the di f f icul t ies wi th c u s t o m e r 
c o m m u n i c a t i o n concern ing IPM, Halm said 
she thinks her c u s t o m e r s unders tand the pro-
cess. " T h e r e ' s a di f ference b e t w e e n pract ic-
ing and marke t ing I P M , " she said. " W e mar-
ket o u r level o f service . People don ' t look at 

(continued on page 139) 

Landscape Contractors • Lawn Maintenance Contractors • Chemical Lawn Care Companies • 

DO YOU NEED 
LEGAL LATIN WORKERS FOR 

SEASONAL/TEMPORARY LABOR? 

• Our staff selects qualif ied people in Mexico, 
Ecuador & other countries. 

• Legal Workers with Visas and Social Security Numbers. 
• Serious reliable people who wan t t o w o r k and need to work. 
• Our attorneys handle all the details! 
• It's easy to get started. Give us a call, fax or E-mail. 

MARCUS DRAKE CONSULTANTS 
Reg. Trade Name of Coral Reef Trading, Inc. 

Park Ridge, N e w Jersey 
Phone 201 -505-9122 • Fax 201 -930-0629 

E-Mail marcusdrakeh2b@yahoo.com 

I - 8 8 8 - 5 4 4 - 9 1 2 2 
SERVING COAST TO COAST 

samcdujo] 3je] umb-| |ediuj91|] • sjojdbjjuo] dDUEuajuiBn UMq • sjojdbjjuo) ad rapuE i 

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

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

maneuverable 
• 850 lbs. on rubber tracks provide for 

minimal lawn damage 
• Reliable, consistent performance in a 

low maintenance machine 
• Operator training provided 
• 16 hp Kohler magnum engine 
• Boring attachment available 

LINE, WARD 
C O R P O R A T I O N 

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

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

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

mailto:marcusdrakeh2b@yahoo.com


The most effective waste reducer and mulch 
producer available - process stumps, logs, brush, 

pallets, railroad ties, wet leaves, construction waste and 

demolition material. 

The most productive, cost effective 
whole tree chippers - towable and self 

propelled 14" , 18" & 19" diameter capacity 

chippers. 

CHIP BOHgjSJQMBQ 

[ L ® ® ' i S t L O ^ S ^ a j 

Chipper chipbox combo Big log and stump splitter 

BANDIT I N D U S T R I E S . I N C O R P O R A T E D 
6750 MILLBROOK ROAD • REMUS, Ml 49340 PHONE: (800) 952-0178 OR (517) 561-2270 • FAX: (517) 561-2273 
E-Mail: brushbanditOeclipsetel.com • Website: vtfww.banditchippers.com 

WHEN IT COMES TO TREE AND 
WASTE PROCESSING EQUIPMENT 

mm ro UJÌJÌJUJ-/ 
FOR THE BEST AND MOST COMPLETE LINE OF HAND-FED CHIPPERS 

Seven Models of hydraulic feed disc style chippers with 
6", 9", 1 2 " & 1 8 " diameter capacities 

Models of conventional Drums 

The N E W Intimidator hydraulic feed Drum chipper 



by Kristen Hampshire 
Theres more 

on the rack than 

apparel for 

contractors who 

dress employees. 

Image, pride, 

professionalism 

and safety are 

some matches 

for success. 

first impress ions , contractors are w i s e to outfi t their e m p l o y -

e e s in p r o f e s s i o n a l garb. 

W h i l e t h e " cont rac tor c a t w a l k " m i g h t not b e a s h o w of 
trend-set t ing technicians, w o r k e r s tout a d v a n t a g e s of com-
pany att ire - comfort , c a m a r a d e r i e and pride. S tanding out 
isn't necessar i ly the goal - uni formi ty is. " P e r c e p t i o n is 
real i ty , " noted Terri Myers , off ice manager , A m e r i c a n Beauty 
Landscaping , Y o u n g s t o w n , O h i o . " Inevi tab ly , everyth ing 

d o w n to the cl ient and c u s t o m e r service, and w h e n o u r 
c o m p a n y n a m e is visible, it es tabl ishes credibi l i ty . " 

ACHIEVING THE LOOK. M y e r s admi ts her c o m p a n y ' s 
n a v y b l u e u n i f o r m s are not f lashy - the logo is s ized for 
v i s i b i l i t y and w o r k e r s pair knit shirts wi th e i ther khakis or 
j e a n s . B u t m a k i n g a fashion s ta tement isn ' t the goal for 
A m e r i c a n B e a u t y Landscaping . 

" W e w a n t to establ ish profess ional ism, first o f f , " she 
e x p l a i n e d . " W e tried it the other w a y - wi thout un i forms -
a n d w e h a d a couple o f ins tances w h e r e people w a n t e d things 
u n d e r their o w n l iberty. W e tried to accept this u n d e r certain 
c i r c u m s t a n c e s , but there w a s animosi ty b e t w e e n e m p l o y e e s 
a n d t h e r e w a s n ' t a profess ional character on the job s i te . " 

S o m e t e c h n i c i a n s arr ived to w o r k in a r m y fat igues instead 
o f j e a n s , a n d w o r k e r s w o u l d subst i tute their u n i f o r m s with T-
shirts w h e n t h e y d i d n ' t h a v e clean attire, she said. Establ ish-

(continued on page 11) 

www.lownondlandscape.com LAWN & LANDSCAPE 

L a w n and landscape e m p l o y e e s are m o d e l s for their c o m p a -

nies, and the u n i f o r m s they w e a r on the job can project a 

c lean-cut i m a g e that identi f ies their t rade and portrays unity 

and qual i ty service. If a c l ient 's front yard is the r u n w a y for 

É 

http://www.lownondlandscape.com


EMMMMl 
2ND EDITION 

by Harry D. Niemczyk, Ph.D. 
and David J. Shetlar, Ph.D. 

The newly revised, definitive, practical guide to destructive turf 
insects for turfgrass owners, sports field managers, lawn service 
operators, golf course superintendents, students, and others 
involved with turfgrass management. 

• Based on 50 years of collective experience from two of the 
foremost authorities in turfgrass entomology. 

• 148 pages written in easy-to-read language with 447 color 
photos and 116 line illustrations. 

• Filled with accurate biological information and aids for diagnosis 
and identification of cool and warm season turfgrass pests. 

• Offers multiple approaches for the control of turfgrass pests. 
• 8V2- x 11-inch durable plastic cover with heavy wire binding. 

To order, CALL the Lawn & Landscape Media Group 
at 800/456-0707 or VISIT www.lawnandlandscape.com. 

Available for immediate order! 
Please allow 2-4 weeks for delivery. 

2-10 copies, $44.95 each; 
11 or more copies, 

$39.95 each 

"The book has outstanding photos and is a 
must-have reference for every golf course 
superintendent's library." 

- PAUL LATSHAW, CGCS 
Superintendent, Winged Foot Golf Club 

Mamaroneck, New York 

"I showed the book to my service managers, 
and they were overwhelmed with the volume 
of information. 'When do we get our own 
copies?' was their reply. The book will be as 
much a part of a lawn technician's arsenal of 
information as their map book." 

- JOE REYNOLDS, 
President, Ohio Lawn Care Association 

The Black Diamond Lawn Care Company 
Toledo, Ohio 
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Employee Uniforms 
(continued from page 70) 

ing a c o d e of uni formi ty for her w o r k e r s 
created a c lean-cut t eam and garnered posi-
t ive feedback f rom customers , w h o appreci -
ated easy ident i f icat ion of w o r k e r s on their 
property , she added . 

" T h e key is that employees go to a person 's 
h o m e , " s tressed Nei l Lazaroth , co-owner , 
C l e a n U n i f o r m C o m p a n y , St . Louis , M o . 
" T h e y w a n t to pro ject an i m a g e that the 
c o m p a n y k n o w s w h a t it is doing - that it 's 
profess ional and the e m p l o y e e s are c lean 
and neat and look attract ive. U n i f o r m s he lp 
that identi ty p r o g r a m . " 

Uni formity m e a n s choosing a color, a logo 
and an overal l image, Lazaroth added . With 
var ious shades of green avai lable , e m p l o y -
ees could c h o o s e dif ferent shades , result ing 
in a green-graded ra inbow. Lazaroth recom-
m e n d e d sett ing a c o m p a n y s tandard by or-
der ing m a t c h i n g separates f rom a uni form 
service or catalog. 

" A good basebal l team is going to be 
w e a r i n g the s a m e u n i f o r m s - the s a m e color, 

s a m e l o g o , " he c o m p a r e d . " U n i f o r -
mity pro jects qual i ty, ef f ic iency, re-
l iabil ity and a w i n n i n g spirit - a 
w i n n i n g t e a m . " 

Contrac tors shouldn ' t s k i m p on 
uni form essentials, he added. " I f you 
send out a basebal l t eam with just 
shirts on, y o u d o n ' t d o the w h o l e 
job. T h e y h a v e the s a m e socks, shoes, 
pants - a w h o l e look. At a mini -
m u m , they w e a r pants and shir ts . " 

B e s i d e s a c h i e v i n g a c o h e s i v e 
look, u n i f o r m s f launt both e c o n o m i c 
and safety benef i ts . Lazaroth said 
s tudies suggest c o m p a n i e s that p r o v i d e e m -
ployees with u n i f o r m s can charge m o r e for 
their services, and their technic ians are less 
prone to work-re la ted injuries. " I think w h e n 
people are in their o w n raggedy jeans, then 
there ' s less concern about their personal ap-
pearance and their w o r k tends to get s loppy, " 
he related. 

A d m i t t i n g that she is a "be l i ever in first 

Companies that outfit 

their employees in clean-

cut uniforms gain a 

customer service edge 

and promote a cohesive, 

team atmosphere for 

their workers. 

Photo: WearGuard 

i m p r e s s i o n s , " K a r e n 
S ikes , m a n a g e r , S u n -
shine S p r a y Services , 
A u b u r n d a l e , Fla., con-

s iders u n i f o r m s a sign of caring about c o m -
p a n y details , protect ing technic ians from the 
e l e m e n t s and present ing a fresh i m a g e to 
cl ients . " I n o u r bus iness , people don ' t w a n t 
dirty, nasty, s w e a t y , " she said, laughing. 

" W e k n o w h o w to put the w i n d o w dress-
ing on and give people a sense of security - a 
sense that o u r e m p l o y e e s k n o w w h a t they are 

(continued on page 74) 
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Display Aeration 
Attractive Water Quality Management 

\ At Affordable Cost (from under $1,000*)! 
ÈkM. 

8400/JF Decorative Aerator 
shown wi th optional L-375 
l ighting package. 

:asco 
MARINE, INC. 

Manufactured by: 
KASCO MARINE, INC., 800 Deere Road, Prescott, Wl 54021-1241 
(715)262-4488 • FAX (715) 262-4487 • www.kascomarine.com 

* Suggested list price for F2400/VF, freight and taxes not included. 

SHIPPED VIA 

m 
USE READER SERVICE #64 
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Make it look easy. 
Getting what you need, where and when you need it should be a simple job. 

But it's usually a balancing act. 
egarden.com gives you all the resources you need at your fingertips. 

• A wider variety of live goods from findplants.com. 
• Hard goods and professional use products from our Wholesale Store 

• The latest information on your region and the industry. 

All this and more, all in one place. No more mountains of catalogs, just one-stop shopping, 
24 hours a day, at the click of a mouse. What could be simpler? 

Visit www.egarden.com to get registered or call 1-877-4-EGARDEN—there's no obligation and it takes less than 5 minutes. 

http://www.egarden.com


(continued from page 72) 

d o i n g , " she cont inued. " I f you put a c o m -
p a n y with g o o d service and good appear-
ance together , y o u will b e success fu l . " 

S ikes is a d a m a n t in her theory, c o m m e n t -
ing that she w o u l d pay for u n i f o r m s out of 
her o w n pocket if necessary . S h e w a s h e s her 
t w o technic ians ' shirts herse l f in a separate 
w a s h i n g m a c h i n e she keeps in her garage, 
col lect ing all of the " w o r k " laundry in a 

des ignated h a m p e r . " M y g u y s are too impor -
tant , " she r e m a r k e d . 

A n d " t h e g u y s " e c h o the i m p o r t a n c e of 
coordinating apparel, she said. "They are as 
bad as kids at C h r i s t m a s w h e n I get n e w 
u n i f o r m s , " she related. " T h e y o u n g e r e m -
ployee of the t w o didn ' t see the va lue o f 
u n i f o r m s at first, but he h a s s ince. T h e o lder 
of the t w o a l w a y s said he felt l ike a dif ferent 

person w h e n he put the uniform on. I think it 
w a s the fact that he w a s a part of something 
successful, his n a m e w a s on it and it was 
especial ly for h i m . " 

PICKING FROM THE RACK. C h o o s i n g 
appare l to suit c o m p a n y needs goes b e y o n d 
picking a m o n g polo shirts and pants . Con-
tractors must cons ider their target market 
and e n v i r o n m e n t before dec iding on a uni-
form that will best serve e m p l o y e e s . N o t w o 
c o m p a n i e s are al ike - whi le o n e operat ion 
prov ides pest ic ide applicat ions, another en-
g a g e s in m a j o r instal lat ions. Certain tasks 
require special protect ion, which needs to be 
e x a m i n e d before c o m m i t t i n g to professional 
dress , s tressed Kerry Ashforth , bus iness ac-
count manager , W e a r G u a r d , Norwel l , Mass . 

" S o m e t i m e s c o m p a n i e s that apply pesti-
c ides will w a n t protect ion for their e m p l o y -
ees, so they might order coveral ls ," she noted. 
" A lot of c o m p a n i e s h a n d l e the transporta-
tion end of things w h e r e they are doing 
del iver ies and they w a n t dr ivers to look 
profess ional , yet remain cool and comfort -
able. T h e y look for abras ion resistance be-
cause they w e a r a seatbelt and they don ' t 
w a n t a patch of w o r n - o u t twill near the 
m i d d l e of their shir t . " 

C o m p a n i e s should look for uni forms that 
s tand u p to excess ive washing , abrasion, 
s ta ins and h e a v y wear . Fabr ic can be treated 
with a soil re lease finish to prevent stains 
and fading. Poly-cot ton b lends are popular 
a m o n g c o n t r a c t o r s b e c a u s e they do not 
wrinkle , can b e laundered easi ly and retain 
color, Ashfor th said. 

Af ter assess ing the toll job requirements 
take on material , c o m p a n i e s can cus tomize 
their u n i f o r m s based on the client base, she 
noted. W h i l e landscape operat ions that ser-
vice high-end customers seek a classier look -
polo shirts vs. T-shirts - companies w h o do not 
focus on upper-crust commercial accounts 
m i g h t lean toward m o r e casual attire. "Uni -
forms should reflect the image of their clien-
te le , " Ashfor th c o m m e n t e d . 

Contractors target dress to meet customer 
expectat ions , and today they are m u c h m o r e 
s t y l e - s a v v y w h e n p l a c i n g orders , n o t e d 
Danie la Quilter , market ing and merchan-
dise m a n a g e r for rental apparel , G & K Ser-
vices, Minnetonka , Minn . " P e o p l e are be-
c o m i n g a little m o r e fashion consc ious about 

(continued on page 76) www.expressblower.com 
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(800) 236-7000 
In Canada (800) 250-4888 
www.ruudlighting.com 

Iry this paradigm shift: 
you don't have to light the 
landscape from ground 
mounted fixtures. With select 
Luma After-Sunset low voltage 
track fixtures, you can provide 
light from above. They are 
UL Listed for wet locations! 
And they are available only 
from Ruud Lighting. Let your 
imagination go wild... 
because you don't have to 
mount fixtures in the ground. 

• Moonlighting in trees 
• Accent lighting in 

outdoor terraces 
• Highlighting plant 

specimens in a garden 
• Lighting gazebo interiors 
• Spotlighting a trellis 

from a mounted fixture 
• Ambient lighting for patios 

But if you do want ground 
mounted path and directional 
lights with a superior finish, 
the balance of the Luma 
After-Sunset line will help you 
obtain the right lighting effect 
for any landscape situation. 

RUUD 
LIGHTING 

An Advanced Lighting Tw hnologies ComfMny 

Quality for less... Buy Factory Direct 

http://www.ruudlighting.com


Employee Uniforms 
(continued from page 74) 

w h a t ' s going on around t h e m , " she observed. 
" T h e var iety of appare l h a s b e c o m e m o r e 
impor tant and w e try to service that de-
m a n d . W e h a v e b e e n w o r k i n g on e x p a n d i n g 
our uni forms to offer our cus tomers an e d g e . " 

Popular opt ions inc lude polo and d e n i m 
shirts, re laxed-f i t pants and shorts in softer 
fabrics, Quilter said. "Comfort is a factor for 
those w h o are wearing uniforms, and employ-
ees have responded well to these changes be-
cause w e are basically giving them options." 

MAKING AN IMPRESSION. C o m p a -
nies genera l ly st ick with a un i form style and 
des ign for quite s o m e t ime, order ing replace-
ment shirts each season. Uniform appearance 
is evolving, but most follow a traditional suit 
when ordering professional attire. Some, how-
ever, rely on attention-grabbing attire to distin-
guish their c o m p a n y f rom compet i tors . J o h n 
Ross , pres ident , J o h n Ross, Flat Rock, N.C. , 
said his s ignature teal -colored shirts are no-
tor ious e y e catchers . 

" W h e n I first started, w e h a d 
t w o g u y s , " he expla ined. " W e just 
cut grass, and w e w o u l d h a v e o n e 
yard on o n e s ide of t o w n and o n e 
on the other . People w o u l d say 
they spot ted us, so it m a d e us 
look l ike w e h a d m o r e people than w e d i d . " 

T h e visibil i ty of his c o m p a n y ' s shirts is 
an advert is ing tool, and after e x p a n d i n g the 
b u s i n e s s f rom t w o to 26 e m p l o y e e s Ross is 
re luctant to m o d i f y c o m p a n y dress . 

" T h e shirts are free advert i s ing - Y e l l o w 
P a g e s a r e e x p e n s i v e , " n o t e d D e n n i s 
Rocheleau , execut ive director, Innovat ive 
Landscapes , Ltd., Lapeer , Mich . " W e h a v e 
referrals that h a v e cal led just b e c a u s e w e 
w e r e there - the n e i g h b o r s s a w u s . " 

Such e m p l o y e e recogni t ion is an asset 
not only for promot iona l purposes , but also 
for safety reasons . Ashfor th cited a s i tuat ion 
w h e r e a c u s t o m e r mis ident i f ied a cable c o m -
pany that d idn ' t previous ly outfi t their e m -
ployees . W h i l e the technic ian w a s instal l ing 

"Uniformity projects quality, 

efficiency, reliability and a 

winning spirit - a winning 

team/ - Neil Lazoroth 

cable, the h o m e o w n e r pul led a shotgun on 
the worker , she said. " T h i s inc ident m a d e the 
cable c o m p a n y rethink their posi t ion on iden-
tity apparel . That w a s the impetus to going to 
a u n i f o r m p r o g r a m . " 

D e n n i s M i n e l l i , o p e r a t i o n s m a n a g e r , 
T w o m b l y Nursery, Monroe, Conn., added that 
providing uniforms that feature his company's 
logo allows customers to understand his mis-
s ion and purpose . " I f a cus tomer looks out 
their w i n d o w and sees a rock 'n roll T-shirt and 
a pair of broken-down jeans, they might say, 
' W h a t are y o u doing h e r e , ' " h e descr ibed. " I 
think cl ients l ike to see s o m e sort of continu-
ity so when they see six guys in their yard, they 
k n o w they belong there." 

(continued on page 97) 

We have the most popular fixtures from leading manufacturers in stock for immediate 
shipment anywhere in the United States. f f 
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Li fe in the l a w n a n d l a n d s c a p e i n d u s t r y is v e r y g o o d t h e s e d a y s . In fact, 

y o u c o u l d m a k e a pre t ty s t r o n g a r g u m e n t that t h e r e h a s n e v e r b e e n a 

bet ter t i m e to b e in t h e b u s i n e s s o f ins ta l l ing a n d m a i n t a i n i n g l a n d s c a p e s 

for res ident ia l a n d c o m m e r c i a l c u s t o m e r s . 

Sure , t h e r e a r e c h a l l e n g e s m a k i n g c o n t r a c t o r s ' l ives m o r e di f f icul t : 
the n a t i o n a l u n e m p l o y m e n t ra te r e m a i n s s o l o w that the o n l y p e o p l e 
u n e m p l o y e d t o d a y are in that s i tua t ion b e c a u s e t h e y ' v e e l e c t e d not to 
w o r k , a n d e n v i r o n m e n t a l l o b b y i n g e f for t s in W a s h i n g t o n , D.C. , a n d 
sta te cap i ta l s a r o u n d the c o u n t r y s e e m to b e g a i n i n g s t e a m . 

Stil l , the i n d u s t r y c o n t i n u e s m o v i n g f o r w a r d , g r o w i n g all the t ime . A 
s u r v e y c o n d u c t e d o n b e h a l f o f Lawn & Landscape f o u n d that n e a r l y t w o -
th i rds o f the i n d u s t r y - 6 4 . 5 p e r c e n t , to b e e x a c t - e x p e c t r e v e n u e to g r o w 
this year , a n d this g r o w t h wil l o c c u r at a n a v e r a g e o f 15 p e r c e n t . T h e s e 
n u m b e r s r e p r e s e n t a s l ight s l o w d o w n f r o m last y e a r ' s s u r v e y w h e n 
a p p r o x i m a t e l y 72 p e r c e n t o f r e s p o n d e n t s ca l l ed for g r o w t h , b u t m o r e 
c o m p a n i e s a r e e x p e c t i n g this to e n d u p as a y e a r w i t h l i tt le to n o g r o w t h 

7 . . . . • 
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PERCENT OF TOTAL REVENUE 
Avg. 

Avg. season-
Avg. Avg. Years full- al/part 
1999 1999 in busi- time time 
Revenue Revenue ness employ, employ. 

Less than $ 1 0 0 , 0 0 0 ( 36 ,000 companies) 
$52,400 $47,200 8.5 1.2 1.3 52% 

$ 1 0 0 , 0 0 0 - $ 5 0 0 , 0 0 0 ( 3 6 , 0 0 0 companies) 
$220,300 $193,300 16.8 3.0 2.4 31% 

$ 5 0 0 , 0 0 1 -$1 million (8 ,100 companies) 
$672,500 $536,300 20.6 9.2 7.3 28% 

More than $1 million (9 ,900 companies) 
$2,068,700 $1,869,200 25.4 29.7 13.5 19% 

Chem. Phys. 
tree/ tree/ 

Chem. orna- orna-
lawn mental mental Design Irriga- Snow 
care care maint. Install, tion removal Other 

9% 1% 11% 20% 0% 2% 1% 

9% 3% 8% 28% 11% 4% 6% 

10% 3% 8% 30% 6% 3% 11% 

16% 4% 6% 33% 10% 1% 9% 

Phys. 
lawn 
maint. 

REVENUE/EMPLOYEE 

- 24 percent of r e s p o n d e n t s - c o m p a r e d to a b o u t 20 .7 percent 
last year . By contrast , on ly 11.5 percent of industry c o m p a -
nies expec t to genera te less r e v e n u e this year than they did 
last year, c o m p a r e d to 10 percent last year . 

T h e fact that the indust ry ' s g r o w t h s e e m s to b e s lowing is 
an issue that bears further e x a m i n a t i o n . W h i l e s o m e contrac-

tors h a v e reported pockets of m a r k e t sof tening, this is 
general ly at tr ibuted to 2 0 0 0 be ing a general e lect ion 
year, w h i c h often results in increased caut ion a m o n g 

s o m e people . At the s a m e t ime, the t r ibulat ions of the 
s tock m a r k e t s and gradual increases in interest rates 

h a v e re ined in the rocket ing e c o n o m y in general , and all 
s e g m e n t s o f the e c o n o m y are certain to feel the impact . 

T a k i n g a m o r e m i c r o e c o n o m i c v iew, h o w e v e r , there are 
o ther factors that w o u l d indicate that if there is any s low-
d o w n in the m a r k e t ' s g r o w t h it m a y not be indicat ive of 

decreas ing d e m a n d for profess ional l andscape ser-
^ ^ ^ ^ vices. T h e mos t o b v i o u s cha l lenge impact ing con-
i H j j ^ ^ L tractors ' g r o w t h is, of course , the labor market . A 

4 n B K P 4 percent u n e m p l o y m e n t rate m e a n s the labor 
l l l ^ ^ y pool necessary for a b u s i n e s s to hire e m p l o y e e s 

and dr ive g r o w t h e v a p o r a t e d years ago. 
In addit ion, this year Lawn & Landscape's annual re-

search inc luded m o r e in-depth e x a m i n a t i o n of the n u m -
b e r of b u s i n e s s e s within this industry , w h i c h is a chal-

t l enge to f igure out b e c a u s e of the indust ry ' s frag-
j m e n t e d nature . O u r analysis , b a s e d on a n u m b e r o f 
H l sources , found that the profess ional b u s i n e s s uni ts 

serving this industry in the year 2000 can b e 

• 

{ 

Less than $ 1 0 0 , 0 0 0 . $ 1 6 , 9 0 0 

$ 1 0 0 , 0 0 0 - $ 5 0 0 , 0 0 0 . $ 2 4 , 2 0 0 

$ 5 0 0 , 0 0 1 - $ ! million 

M o r e than $ 1 million . 

Credit: 
Lawn & 

Landscape 
survey 

es t imated at a p p r o x i m a t e l y 90 ,000 legi t imate c o m p a n i e s 
of fer ing s o m e mix o f lawn care and l a n d s c a p e services . It 
should be noted, h o w e v e r , that this n u m b e r does not take 
into cons iderat ion the n u m b e r of indiv iduals of fer ing l a w n 
and landscape services t h e m s e l v e s wi thout forming a legiti-
m a t e bus iness . This represents a s ignif icant increase in the 
compet i t ion present in the industry . P e r h a p s this is o n e 
d o w n s i d e to the general publ i c ' s he ightened a w a r e n e s s of 
this industry - m o r e indiv iduals are a w a r e o f the t remen-
d o u s potent ial for d e v e l o p i n g their o w n l a w n care or land-
scape organizat ion . 

T h e w e a t h e r a lso presented its annual ser ies of cha l lenges 
t h r o u g h o u t the 2000 season, a l though these condi t ions w e r e 
di f ferent than the c l imat ic c o n c e r n s the industry grappled 
with in 1999. W h e r e a s last year b r o u g h t d r o u g h t condi t ions 
to m o s t of the country east of the R o c k y Mounta ins , 2 0 0 0 
b r o u g h t a b o v e - a v e r a g e rainfall to m u c h of the M i d w e s t and 
N e w England . T h e South and Southeast , h o w e v e r , cont in-
ued to e n d u r e d r o u g h t condi t ions t h r o u g h o u t spr ing and 
well into s u m m e r . 

$ 4 0 , 7 0 0 

$ 5 0 , 0 0 0 
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B u t as this y e a r d r a w s to a c lose , c o n v e r -
sa t ion w i t h c o n t r a c t o r s f r o m all s e c t o r s o f the 
i n d u s t r y are p o s i t i v e a b o u t the s u c c e s s c o n -
t rac tors e n j o y e d this s e a s o n a n d their p r o s -
p e c t s for the future . 

" T h e r e s e e m s to b e a lot m o r e m o n e y 
b e i n g s p e n t th is y e a r o n l a n d s c a p e pro jec t s 
t h a n t h e r e w a s last year , a n d last y e a r w a s a 
g o o d y e a r , " o b s e r v e d T i m Ki lga l lon , pres i -
dent , C S I L a n d s c a p i n g , S c a r s d a l e , N . Y . " T h e 
i n s t a l l a t i o n j o b s a r e g e t t i n g b i g g e r , a n d 
p e o p l e d o n ' t w a n t to h a v e to w a i t . " 

" W e ' r e h a v i n g a r e c o r d y e a r , " n o t e d J o e 
S a n d e r , sa les m a n a g e r , F r e d e r i c k s L a n d s c a p -
ing, C i n c i n n a t i , O h i o . " T h e e c o n o m y is the 
b i g p u s h w i t h c o m m e r c i a l b u i l d i n g s g o i n g 

u p a n d res ident ia l p r o j e c t s jus t 
s e e m to b e g e t t i n g b i g g e r a n d b i g -
ger . W e ' r e w o r k i n g h a r d to m a k e 
s u r e w e t e m p e r o u r g r o w t h a n d 
d o this the r ight w a y . " 

" O u r m a r k e t is s t r o n g all the 
w a y a c r o s s , " a g r e e d J o h n D e B e l l , 
pres ident , Cl ippers , Chant i l ly , Va . 
" W e ' r e s e e i n g a lot o f b u i l d i n g , 
a n d the h o u s i n g m a r k e t is o u t o f 
s ight w i t h a lot o f a p a r t m e n t s 
g o i n g in as w e l l . " 

" W e can g r o w as fast as w e w a n t n o w , 
a n d w e r e t a ined 84 p e r c e n t o f o u r c u s t o m e r s 
f r o m last y e a r , " sa id T o m W a l c z y k , pres i -
dent , E m e r a l d Ear th , M i d d l e t o n , C o n n . 

Companies 90 ,000 

Employees 1 ,035 ,000 

Average years in business 15.1 

Average year-round employees 7.0 

Average seasonal/part-time employees ... 4.5 

Average revenue per employee.. $59 ,200 

" W e ' v e c o n s i s t e n t l y g r o w n c lose to 3 0 
p e r c e n t e v e r y y e a r for the last f ive y e a r s , " 
re la ted M a r i a T h r e a d g i l l , o p e r a t i o n s m a n -
ager , J a m e s R i v e r G r o u n d s M a n a g e m e n t , 
R i c h m o n d , V a . 

DO YOU HAVE ANY 
HISPANIC EMPLOYEES? 

THE GOOD NEWS is that the United States economy con-
tinues to steam forward to all-time highs. The bad news is that 
most industries are reaping the benefits of these good times, 
which means everyone is employing as many people as pos-
sible. As a result, unemployment continues to hover around 4 
percent nationally and the people who do work in the lawn 
and landscape industry are doing so for higher wages. 

As a result, many companies have turned their eyes south, 
beyond the U.S. 
borders, to Cen-
tral and South 
America for poten-
tial employees. 
According to a re-
cent Lawn & Land-
scape industry sur-
vey, better than 
54 percent of the 
magazine's read-
ers currently em-
ploy at least one 
Hispanic employ-
ee. And, not sur-
prisingly, the use of 
this immigrant la-

Overall 
Yes 
No 

54.5% 
4 5 . 5 % 

Companies less than $ 1 million 
Yes 
No 

44.3% 
55 .7% 

Companies 
Yes 
No | | 5 .6% 

than $1 million 
9 4 . 4 % 

bor force becomes more likely as companies increase in size 
- almost 95 percent of the survey respondents generating in 
excess of $1 million in revenue employ at least one Hispanic. 

What was surprising, however, is that the percentage of a 
company's total workforce that is comprised of Hispanics is 
almost identical for companies above and below the $ 1 
million mark. Slightly more than 48 percent of the employees 
working for respondents doing less than $1 million who 

employ immigrant labor are Hispanic, while 47.2 
percent of the employees at companies greater 
than $ 1 million who employ immigrant labor are 
Hispanic. 

One note of interest was the number of smaller 
companies reporting that, although they employ at 
least one Hispanic, less than 10 percent of their 
overall workforce is Hispanic. This was true for 
34.4 percent of the respondents, which would indi-
cate that many companies are just beginning to ex-
periment with the idea of a multi-cultural workforce. 
Based on the fact that none of the responding com-
panies of similar size reported that Hispanics com-
prise between 1 1 percent and 30 percent of their 
workforce, it would seem likely that once compa-
nies hire their first Hispanic employees they are 
likely to hire many more or not employ any at all. 

Credit: Lawn & Landscape survey 



If you buy equipment from one company, 
fertilizer and control products from another 

and seed from somebody else, 
we may take a little getting used to. 

seed, herbicides, insecti-
cides and fungicides in one 
place. Plus replacement 
parts, protect ive clothing, 
spr ing-f lowering bulbs, 
wi ld f lower seed, safety 
equ ipment , hand tools, 
i rr igat ion supplies, ice melt 
products . . .and so much 
more. All t op qual i ty and 
intended specifically for 
professional use.That's 
impor tant . 

Get used to it. Product 
selection and convenience 
like noth ing you've ever 
seen before. Only f rom 
LESCO. Stop by one of the 

Think about it. Why do 
business w i th one supplier 
for this and another for that 
when there is one company 
that offers everyth ing you 
need to run your landscape 
maintenance operat ion. It 
makes perfect sense. A ful l 
l ine of equ ipment , fertilizer, 

234 LESCO Service Centers®, 
contact your LESCO profes-
sional or give us a call at 
800.321.5325. 



1,192 

New housing starts are good for a 
number of industries, lawn and land-
scape included. In fact, many industry 
analysts have observed that the fortunes 
of this industry can often be found to 
follow about nine months behind the 
housing industry since the landscape 
trade is often among the last to show 
up on a new property. 

The growth period of the mid- and 
late 1990s that the landscape industry 

" T o tell you the truth, if y o u ' r e not do ing 
wel l r ight n o w in this industry then y o u ' v e 
got a p r o b l e m , " noted G e o r g e G a u m e r , v ice 
president, commerc ia l g rounds maintenance , 
D a v e y Tree , Kent , O h i o . 

has enjoyed can be attributed at least 
in part to the increased amount of new 
home construction in this same period. 
Climbing interest rates, however, have 
tempered housing construction to some 
degree. Unless the third and fourth 
quarters of this year deliver some stron-
ger numbers than are expected, this 
year will mark the first year since 1995 
that new home construction dipped sig-
nificantly from the preceding year. 

1 9 9 0 

1 9 9 1 ' 1 , 0 1 3 

1 9 9 2 

1 9 9 3 

1 9 9 4 

1 9 9 5 

1 9 9 6 

1 9 9 7 

1 9 9 8 

1 9 9 9 

2000 

1,199 

1 ,287 

1 ,457 

1 ,354 

1 ,476 

1 ,474 

1,616 
1,676 

1,634* 

1,000 

Source: www.economagic.com 

* 2000 data is forecasted based on results from January 2000 through August 2000 

MARKET DRIVERS. W h a t is dr iv ing the 
good t imes for the l andscape industry? T h e 
e c o n o m y , the aging b a b y - b o o m e r popula -
tion, a w o r k p l a c e e n v i r o n m e n t d e m a n d i n g 
m o r e t ime o f e m p l o y e e s and m o r e double -

Im y 3ji yj 
THE STATISTICS IN this year's State of the Industry Report are derived from two 
surveys - one conducted by Lawn & Landscape's research department and 
another conducted by an independent research firm on behalf of Lawn & 
Landscape. We sent a survey to a total of 1,500 lawn and landscape firms 
randomly selected from our reader database and 1,500 firms randomly selected 
from an outside list of lawn and landscape firms. This approach was taken to 
better analyze the entire industry, and the return rates for the surveys were 23 
percent and 25 percent, respectively. 

This year, survey data were analyzed by distinct revenue ranges that reflect 
the diversity of industry participants. This differs from our past approach of 
presenting broad market averages. We feel this analysis of a broader sampling 
of participants by revenue range presents a more complete and meaningful 
picture of professional lawn and landscape activity. These revenue categories -
less than $100,000 in annual sales, $ 100,000-$500,000, $500,000-$ 1 
million, more than $1 million - were selected because our analysis shows that 
they mark key points in the typical lawn and landscape company's growth. 

i n c o m e families, and maturat ion a m o n g land-
scape profess ionals h a v e all contr ibuted to 
the indus t ry ' s g r o w t h . 

" T h e r ight cus tomers , the o n e s w e try to 
get ourse lves in front of, recognize good land-
scapes and they w a n t qual i ty , " r e m a r k e d 
G a u m e r . " T h o s e people are the top one- third 
of the populat ion , and they represent a very 
v ibrant m a r k e t . " 

"F i f teen years ago, I couldn ' t tell you what 
a h o m e equi ty loan was , but n o w they ' re 
used so c o m m o n l y as people reward them-
se lves , " c o m m e n t e d M a r t y Grunder , presi-
dent , G r u n d e r L a n d s c a p i n g , M i a m i s b u r g , 
O h i o . " T h i s h a s put us in a si tuat ion to say 
w h a t w o r k w e will and w o n ' t do, and w e ' r e 
tel l ing people ' N o ' m o r e than ever before. 
W e ' r e especia l ly turning people a w a y w h o 
w e ' v e n e v e r d o n e anyth ing for before or 
p e o p l e w h o invite us and five other c o m p a -
nies to bid on a j o b . " 

" W e genera l ly try to o v e r b o o k for the 
s u m m e r m o n t h s to get us through any s low 
t imes, but that w a s n ' t a prob lem this y e a r , " 
e n t h u s e d Brent Flory, pres ident , Freedom 
L a w n s , Delphi , Ind. " W e even w a n t e d to 
control our g r o w t h this year b e c a u s e it 's hap-
p e n i n g so fast, but there w e r e just too m a n y 

http://www.economagic.com


DESPITE THE LABOR SHORTAGE that has limited so many lawn and land-

scape companies' ability to take on as much new work as they would like, a 

Lawn & Landscape survey of industry companies found that most firms continue 

increasing their annual sales. 

Almost two-thirds of the survey respondents indicated their 2 0 0 0 sales 

would represent an increase over their 1999 sales. These companies who 

said their businesses would grow this year also noted that, on average, they 

will grow by 15 percent. Whi le these numbers continue to be impressive, the 

24 percent of respondents who reported that 2 0 0 0 revenue will be compa-

rable to 1999 revenue is up significantly from last year's 20 .7 percent who re-

ported that they didn't grow from 1998 to 1999. 

The number of contractors reporting possible decreases in revenue from last 

year to this year is up slightly from 10 percent to slightly more than 1 1 percent 

this year. On average, these companies expect revenue to drop 15 percent 

this year. 

2 0 0 0 1 9 9 9 1 9 9 8 1 9 9 7 

g o o d oppor tuni t i es out there to pass o n . " 
S o m e c o m p a n i e s are us ing this f lourish-

ing m a r k e t as an o p p o r t u n i t y to prepare 
t h e m s e l v e s for the future. " I n the next 12 
m o n t h s w e w a n t to m o v e o u r m a i n t e n a n c e 
f rom w h e r e it is now, about 6 percent of o u r 
revenue , into the 4 0 percent r a n g e , " said 
Kerry Rotolo, pres ident , J a c k ' s Landscaping , 
Sl idell , La. " W e ' r e consc ious ly go ing after 
that w o r k b e c a u s e w e h a v e to replace the 
r e v e n u e w e see go ing a w a y w h e n the con-
struct ion s p e n d i n g s lows d o w n . " 

" W e ' r e w o r k i n g hard to p r e p a r e for the 
fu ture , " s e c o n d e d Ki lgal lon. " W e ' v e paid 
d o w n m o s t of o u r debt and w e ' r e m a k i n g 
large capital p u r c h a s e s now, so e v e n if w e 
d o n ' t h a v e the same, large instal lat ion dol-
lars c o m i n g through a few years f rom n o w 
we ' l l still h a v e g o o d e q u i p m e n t . " 

For l a w n care companies , w e a t h e r h a s 
b e e n the n a m e of the g a m e . " W e see the 
p o w e r o f ra in , " c o m m e n t e d Joe Reynolds , 
l a w n care service manager , B lack D i a m o n d 
L a w n Service , To ledo , O h i o . " G o i n g into this 
year all the forecasters talked about w a s a 
d r o u g h t for the M i d w e s t , but w e ' v e b e e n as 
far f rom that as possible . T h e rain h a s created 
a host of other p r o b l e m s with de lays in get-
t ing to c u s t o m e r s and increased fungus, but 
I'll take that any day over a drought . W e look 
l ike h e r o e s w h e n it ra ins . " 

" T h i s year w e ' v e been inundated with 
rain in N e w England, so w e ' v e got w e e d s 
c o m i n g u p e v e r y w h e r e and red thread on 75 
percent of the l a w n s , " W a l c z y k observed . 

" W h a t a di f ference a year m a k e s , " agreed 
J o h n Buechner , director of technical services, 
L a w n Doctor , Mar lboro , N.J. , adding that the 
c o m p l e t e impac t o f this year ' s rain w o n ' t b e 
fully u n d e r s t o o d unti l s o m e t i m e next year . 
" T h i s year we ' l l probably do less seeding 
b u s i n e s s b e c a u s e e v e r y o n e ' s l a w n s are green 
and they m a y not b u y seeding e v e n if the 
l a w n is thin. But there ' s a lso a greater chance 
this year and next year of weed , d isease and 
insect pressure . For example , the c rabgrass 
g e r m i n a t i o n per iod m a y h a v e b e e n e x t e n d e d 
this y e a r b e c a u s e of the wet , cool weather , 
and if the crabgrass goes to matur i ty and 

Increase 6 4 , 6 % 

Decrease 1 1 . 5 % 

N o change 2 4 . 0 % 

seeds b e y o n d July 4, w h i c h is w h e n m o s t 
p r e e m e r g e n t barr iers w e a r out, then we ' l l 
see m o r e c rabgrass next y e a r . " 

GOING INTO LABOR. Contrac tors can ' t 
talk for long a b o u t their bus inesses wi thout 
lamenting the labor situation in some way, 
shape or form. For m a n y companies, s imply 
finding people to put in the field behind a 
m o w e r or to push a spreader is a chal lenge. 
O t h e r c o m p a n i e s s t ruggle to identi fy indi-
v iduals qual i f ied to funct ion as a f o r e m a n or 
supervisor , a posi t ion that is p e r h a p s as criti-
cal as any other to profi tabi l i ty on a job-by-
job basis . 

7 0 7 2 6 6 

1 0 3 9 

2 0 2 5 2 5 

Source: Research USA 

G a u m e r expla ined that entry- level labor 
h a s been m o r e readily avai lable to Davey 
Tree this year for s o m e reason, but the fore-
m a n and superv isor pos i t ions dr ive growth 
in the field, and those e m p l o y e e s h a v e been 
a lmost imposs ib le to locate. " T h e skill posi-
t ions - c rew leaders , l icensed pest ic ide ap-
pl icators and foremen - are b e c o m i n g in-
creas ingly diff icult to fi l l ," h e said. " G o o d 
c o m p a n i e s are g r o w i n g these days so w e 
could really s tand to h a v e s o m e m o r e pro-
m o t a b l e p e o p l e enter the job m a r k e t . " 

" O u r b iggest cha l lenge this year has been 
the s a m e as last year - w e can ' t find the 
m i d d l e m a n a g e r s to run the c r e w s , " noted 
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T h r e a d g i l l . " T h e H 2 B p r o g r a m t a k e s care o f 
o u r r e g u l a r l a b o r i ssues , b u t then w e ' r e l u c k y 
to get o n e o u t o f 100 o f t h o s e e m p l o y e e s w h o 
wil l ge t h i s o r h e r d r i v e r ' s l i cense . A n d f ind-
ing s p r a y t e c h n i c i a n s is pre t ty m u c h i m p o s -
s ib le r ight n o w . " 

T h e H 2 B p r o g r a m h a s b e c o m e a p o p u l a r 
s o l u t i o n to the f ield l a b o r s h o r t a g e for m a n y 
c o m p a n i e s , a n d this h a s a c c e l e r a t e d the e v o -
lu t ion o f the l a n d s c a p e w o r k f o r c e i n t o a 
m u l t i c u l t u r a l e n s e m b l e o f w o r k e r s f r o m 
N o r t h A m e r i c a , C e n t r a l A m e r i c a a n d S o u t h 
A m e r i c a . C o m p a n i e s that p a r t i c i p a t e in the 
p r o g r a m r e c e i v e t e m p o r a r y w o r k v i s a s 
t h r o u g h the federa l g o v e r n m e n t a n d then 
w o r k w i t h an H 2 B c o m p a n y to loca te His -

p a n i c i n d i v i d u a l s to c o m e to the U n i t e d S ta tes 
a n d fill t h o s e a v a i l a b l e pos i t ions . 

" W e h a v e 8 5 H 2 B e m p l o y e e s r ight n o w , 
a n d the o n l y p r o b l e m is that this is p u t t i n g a 
B a n d A i d o n a b i g p r o b l e m , " T h r e a d g i l l e x -
p l a i n e d . " I get n e r v o u s b e c a u s e w e get m o r e 
d e p e n d e n t o n the p r o g r a m e a c h year , a n d 
t h e r e are p e o p l e in W a s h i n g t o n , D .C. , w h o 
w a n t to e l i m i n a t e or sca le b a c k the p r o g r a m . " 

" W e h a v e a b o u t f ive to e i g h t H i s p a n i c 
employees , which is less than other companies , 
but we' l l probably need to look for m o r e immi-
grant labor as w e g r o w , " added Sander . 

" T h e b i g g e s t i s s u e for u s is labor , a n d 
w h a t m a k e s it e v e n m o r e di f f icul t for u s is 
that w e h a v e to h a v e p e o p l e w i t h a va l id 

dr iver ' s l i cense , " e x p l a i n e d B u e c h n e r . " L a n d -
s c a p e c o m p a n i e s d o n ' t dea l w i t h this p r o b -
l e m for all o f the ir c r e w m e m b e r s . " 

T h e t r e m e n d o u s c o m p e t i t i o n for avai l -
a b l e l a b o r h a s n e c e s s i t a t e d a n o t h e r c h a n g e 
for l a w n c a r e c o m p a n i e s , e s p e c i a l l y those 
loca ted in n o r t h e r n c l i m a t e s that t radi t ion-
al ly lay e m p l o y e e s of f in the winter . " T h i s is 
the t i m e to get c r e a t i v e , " e x p l a i n e d R e y n o l d s . 
" O n e o f the k n o c k s o n this i n d u s t r y u s e d to 
b e that y o u w o u l d get laid off e a c h winter , 
b u t that d o e s n ' t h a p p e n a n y m o r e . " 

" S o m e o f the s m a l l e r c o m p a n i e s h a v e 
d e c i d e d that they h a v e to c o m e u p wi th s o m e 
w a y to k e e p l a b o r e m p l o y e d t h r o u g h the 
w i n t e r o r they h a v e to take less prof i t to k e e p 

THERE ARE TWO contrasting schools of thought regarding 
what it means to be a service company. The first holds that 
consumers - residential and commercial - are interested in 
consolidating service providers, and a successful lawn or 
landscape company needs to offer multiple services to grow 
and satisfy its customers. The alternative is the idea of "doing 
one thing and doing it well" that many companies choose to 
subscribe to. The rationale here is that by offering too many 
services a company will lose site of its core business and 
waste resources doing work that it isn't qualified to perform. 

2 

3 

8 
s 
£ 

More than 5 

11.6% 

19.3°/« 

2 3 . 7 % 

1 5.4°/< 

16.0% 

13.9% 

Respondents 

Source: Lawn & Landscape survey 
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Lawn maintenance 

Design/build 

Lawn care 

Snow removal 

Irrigation 

6 9 % 

53% 

Tree and 
ornamental care L 

Percent of companies offering 

Source: Lawn & Landscape survey 

Convincing arguments can be made for both positions, 
and truly successful companies can serve as illustrations of the 
benefits of both approaches. As time goes on, however, the 
lure of increased sales and the need to satisfy customer de-
mands seem to draw more and more companies into the full-
service realm. 

A Lawn & Landscape survey found that 1 3.9 percent of in-
dustry companies offer more than five services to their custom-
ers, while 1 1.6 percent offer just one service. (See left box). 

Physical lawn care - mowing, trimming, edging, etc. - is 
obviously the most popular service for companies to offer. But 
as the trend toward full-service continues, services such as irriga-
tion and tree and shrub care continue to catch up to the pack in 
terms of how commonly they are offered. (See box above). 



OF PARTICULAR INTEREST is the evolu-

tion of the typical lawn and landscape 

company. Not surprisingly, Lawn & 

Landscape's research reinforces the 

popularity of some add-on services, 

such as irrigation and tree and shrub 

care. What is a surprise, however, is 

the percentage of companies generat-

ing more than $ 1 million in annual rev-

enue who offer physical lawn mainte-

nance service (53 percent) compared 

to the companies generating less than 

$ 100,000 in sales offering that service 

(80 percent). 

However, an examination of re-

search about the percentage of revenue 

different-sized companies derive from 

different services indicates that compa-

nies with more than $1 million in annual 

sales rely much more heavily on design/ 

build/installation and irrigation work for 

revenue than do smaller companies. On 

average, these two services provide 43 

percent of revenue for companies in ex-

cess of $1 million in annual sales com-

pared to 24 percent of revenue for com-

panies generating less than $100,000. 

Less than $ 100 ,000 : 

Physical Lawn 
80% 
Irrigation 
1 3 % 

Chemical Lawn 
54% 
Interior 
3% 

Chemical Tree 
1 5 % 
Snow Removal 
22% 

Physical Tree 
60% 

$ 1 0 0 , 0 0 0 to $499 ,000 : 

Design & Installation 
5 8 % 
Other 
3% 

Physical Lawn 
68% 
Irrigation 
3 7 % 

Chemical Lawn 
54% 
Interior 
3% 

Chemical Tree 
2 9 % 
Snow Removal 
3 5 % 

Physical Tree 
54% 

$ 5 0 0 , 0 0 0 to $999 ,000 : 

Design & Installation 
7 3 % 
Other 
22% 

Physical Lawn 
7 1 % 
Irrigation 
2 9 % 

Chemical Lawn 
54% 
Interior 
4 % 

Chemical Tree 
3 9 % 
Snow Removal 
3 9 % 

Physical Tree 
61% 

Design & Installation 
82% 
Other 
2 5 % 

More than $ 1 million: 

Physical Lawn Chemical Lawn 
53% 50% 
Irrigation Interior 
50% 11% 

Chemical Tree 
3 9 % 
Snow Removal 
26% 

Physical Tree 
4 5 % 

Design & Installation 
7 9 % 
Other 
21% 

t h e m b e c a u s e t h e r e is n o g u a r a n t e e that 
p e o p l e w h o a r e laid o f f in the w i n t e r wil l 
c o m e b a c k in the s p r i n g , " a d d e d B u e c h n e r . 

" Y o u a u t o m a t i c a l l y k n o w that w h o e v e r 
s h o w s u p to w o r k for y o u is potent ia l t r o u b l e 
b e c a u s e if t h e y ' r e o u t o f w o r k n o w then they 
d o n ' t w a n t to w o r k , " r e c o g n i z e d Brent Flory, 
p r e s i d e n t , F r e e d o m L a w n s , D e l p h i , I n d . 

" T h e n f igur ing out h o w to reta in p e o p l e I d o 
h i re t h r o u g h the w i n t e r w h e n w e o n l y ge t 
a b o u t 24 i n c h e s o f s n o w m a y b e the b i g g e s t 
p r o b l e m I h a v e r ight n o w . " 

O t h e r c o m p a n i e s a r e c o n v i n c e d there a r e 
s o l u t i o n s to the labor s i tua t ion if y o u take the 
r ight a t t i tude . " P a r t o f the p r o b l e m for a lot o f 
c o m p a n i e s is that they k e e p say ing , ' I c a n ' t 

Source: Lawn & Landscape survey 

f ind h e l p , ' " r e m a r k e d G r u n d e r , a d d i n g that 
h e l o o k s for u n c o n v e n t i o n a l so lut ions . " S u r e , 
the h e l p w a n t e d s ign g o e s o u t in front o f o u r 
of f i ce e v e r y m o r n i n g , b u t w e ' v e a lso got 
f i re f ighters w o r k i n g for u s w i t h o d d hours , 
w e r u n w a c k y a d s in the n e w s p a p e r a n d w e 
f o c u s o n the i n t a n g i b l e s - h a v i n g c o o k o u t s , 
s e n d i n g t h a n k - y o u n o t e s a n d so o n . " 





But a great 
business relationship 
includes outstanding 
service, convenience 

and value. 
LESCO offers the most 

complete line of profes-
sional products in the 
landscape management 
business. But quali ty 
products are just the 
beginning. Service, 
convenience and value 
make the relationship 
complete. 

SERVICE. Every 
product LESCO sells is 
backed by service and 
technical expertise. With 
knowledgeable profes-
sionals at all LESCO 
Service Centers® and a full 
staff of technical service 
representatives at our 
corporate headquarters, 
product recommenda-

tions and technical input 
are yours for the asking. 
Whether it's agronomic 
program development, 
soil testing or locating a 
hard-to-f ind item, LESCO 
can help. And wi th on-site 
service technicians at 
most locations, equipment 
service and repair are also 
part of the package. 

CONVENIENCE. W i t h 
234 LESCO Service Centers 
in 38 states, most land-
scape managers can 
simply pick up the 
product they need, when 
they need i t—even on 
Saturday. And that's not 
all. LESCO also offers 
tradit ional direct delivery, 

a just- in-t ime program 
and an express ordering 
system. 

VALUE. Pu t i t a l l 
together and what you 
have is an overall commit-
ment f rom a company 
dedicated to meeting 
your needs. That's called 
value. It's everything you 
could ask for in a great 
business relationship. For 
the location of the LESCO 
Service Center nearest 
you, call 800-321-5325. 

G R O W W I T H U S . ™ 

1 « 
Application 
Equipment 

Turf Maintenance 
Equipment 

Control 
Products 

V 
Irrigation 
Products 

LESCO is a registered trademark. LESCO Service Center is a registered service mark, and Grow With Us is a trademark of LESCO, Inc. 
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AT THE END OF THE DAY, the dollars 

have to be there for a company to suc-

ceed. Despite its increasingly full-ser-

vice nature, this industry continues to 

be built around lawn maintenance 

work - mowing, trimming, edging, 

etc. According to Lawn & Landscape's 

industry survey, approximately 39 per-

cent of the industry's total revenue are 

Lawn maintenance 

Design/build 

Lawn care 

Irrigation 

Tree and 
ornamental care 

Snow removal 

Other 

3 8 . 9 % 

26.0% 
10.9% 

8.5% 

5.1% 

3 .9% 

6 . 7 % 

generated through maintenance work. 

(See box below). 

Just as no one should be surprised 

that lawn maintenance is the No. 1 

service in terms of revenue generated, 

there is equally little shock to see that 

single-family residences are the prop-

erties that provide the most revenue. 

What is encouraging to note, how-

S 
£ 
I s ft. 

Percent of industry revenue it provides 

Source: Research USA 

Single-family 59 .6% 

Commercial/ 
Industrial 2 4 . 4 % 

Multi-family 1 10.0% 

Government/ L 
Institution 4 .8% 

Other 1.2% 

Percent of revenue 

Source: Research USA 

ever, is that much of the untapped mar-

ket potential that isn't currently being ser-

vice by professional contractors is single-

family residential work. As many con-

tractors continue to grow their opera-

tions, they tend to focus more on the 

larger volume per property offered by 

commercial accounts. This often leaves 

single-family residential properties to 

smaller and mid-size contractors, which 

means tremendous growth opportunity 

remains for this part of the industry as 

well. (See box above). 

WAGING BATTLE. S u p p l y and d e m a n d 
e c o n o m i c s are c learly at play w h e n it c o m e s 
to w a g e s for l a w n and landscape e m p l o y e e s 
as wel l as o ther service industr ies . Data f rom 
the U.S. D e p a r t m e n t of L a b o r indicates that 
the average e m p l o y m e n t cost for private busi-
nesses in service industr ies c l imbed near ly 2 
percent in the first six m o n t h s o f this year . 

Lawn & Landscape research found that 
w a g e s h a v e j u m p e d b y near ly 50 cents an 
h o u r in the last 12 m o n t h s for entry- level 
m o w e r o p e r a t o r s and foreman, whi le entry-
level spray technic ians are earn ing 25 cents 
m o r e an h o u r than they w e r e last year . 

Part of w h a t frustrates m a n y contrac tors 
is that they recognize that their e m p l o y e e s 
deserve h igher pay, but just i fying raises isn ' t 
that s imple . " T h e labor rates are go ing up, 
and r ightful ly s o , " r e c o g n i z e d Ki lgal lon. 
" T h e y w o r k hard, they ' re loyal and they get 
the job d o n e r ight . " 

" I ' m raising w a g e s as m u c h as I can, but 
I 'm c o m p e t i n g with local Caterpi l lar and 
S u b a r u plants that br ing in H i s p a n i c e m -
ployees at $10 an hour , and they can d o that 
b e c a u s e they can m a n a g e 10 to 12 people 
with o n e f o r e m a n , " noted Flory. " I f I br ing 
in three or four Hispanics , I need to teach 

them to w o r k i n d e p e n d e n t l y of i m m e d i a t e 
s u p e r v i s i o n . " 

" W e ' r e pay ing more , but this isn't a cata-
s t rophic s i tuat ion , " related G a u m e r . "You ' l l 
k n o w real quickly if you don ' t keep up with 
the current w a g e s b e c a u s e you w o n ' t hire 
a n y n e w p e o p l e . " 

T h e fact that e m p l o y e e s h a v e realized 
their a d v a n t a g e o u s posit ion doesn ' t help con-
tractors ei ther . " W e h a v e to pay m o r e and w e 
h a v e to pay m o r e faster than w e used to , " 
c o m m e n t e d Kerry Rotolo, president , J a c k ' s 
Landscaping , Slidell , La. " W e ' r e offer ing a 
h i g h e r start ing w a g e than w e ever h a v e and 



r e v i e w s h a v e to take p lace sooner , l ike every 
45 d a y s now, b e c a u s e by then the e m p l o y e e s 
h a v e a l ready got another of fer to g o from 
$8 .50 an h o u r with u s to $9 an h o u r with 
s o m e o n e e l s e . " 

POSITIVE PRICING. Whi le the labor short-
age cont inues to top all surveys asking about 
the b igges t l imitat ion on c o m p a n i e s ' abil i ty 
to grow, an equal ly a n n o y i n g thorn in the 
s ide of m a n y businesses , part icular ly those 
that are es tabl i shed in the industry , is low-
ball pr ic ing b y inexper ienced or unprofes -
s ional c o m p a n i e s . 

M a n y of the c o m p a n i e s in terv iewed for 
this report noted they h a v e to raise their 
pr ices next year , w h e t h e r they ' re comfor t -
able do ing so or not. " W e ' r e looking to get a 

4 percent increase next year 
just to cover o u r increased 
fuel and labor costs , and 
w e ' r e h o p i n g to k e e p o u r 
o t h e r c o s t s in l i n e n e x t 
y e a r , " related Flory. " F o r -
tunately, o u r o v e r h e a d per 
m a n - h o u r is a l i t t l e b i t 
lower than w e budgeted for 
th is y e a r b e c a u s e w e ' v e 
produced m o r e labor hours 
than w e expec ted so far, 
and that h a s he lped u s k e e p pr ices d o w n . " 

A n addit ional concern for F lory is be ing 
over ly aggress ive pr ic ing a long- term con-
tract. " I d o n ' t w a n t to b e too g r e e d y taking 
a d v a n t a g e of the s t rong m a r k e t b e c a u s e I 'm 
concerned that b i d d i n g too h igh on a long-

While some contractors have reported 

pockets of market softening, this is 

generally attributed to 2000 being a 

general election year, which often 

results in increased caution among 

some people. 

term m a i n t e n a n c e contract can create prob-
lems with the c u s t o m e r d o w n the road if the 
m a r k e t c h a n g e s and prices d r o p , " he said. 

" O u r w a g e s are u p about 20 percent over 
the last 18 months , and that goes all the w a y 
d o w n to off ice s taf f , " r e m a r k e d Brian H a m , 

ANY LAWN OR landscape contractor 

who has built a successful and 

profitable company and will tell you 

that this business is all about labor, 

especially if you're interested in profits. 

Previous Lawn & Landscape surveys 

have shown labor to represent 

anywhere from 30 to 4 0 percent of a 

company's annual expenditures, 

depending on the type of business. 

But there are certainly plenty of other 

areas where companies can and do 

spend their money: (See box below). 

The logical question then is exactly 

what did all of these dollars buy for 

these companies. Well , here's a look 

Product Category Percent who bought in 1 9 9 9 Average 

1 9 9 9 expenditures 

Pesticides 7 0 % $ 1 3 , 0 3 3 

Power equipment 9 4 % $ 1 7 , 3 6 4 

Nursery stock 7 5 % $ 4 8 , 5 5 1 

Irrigation equipment 3 1 % $ 2 4 , 1 4 7 

Landscape materials 7 8 % $ 1 9 , 5 9 6 

Building 4 6 % $ 1 3 , 9 6 0 

Walk-behind mowers 2 . 6 I 

Riding mowers m 
Trimmers 3 . 5 

Blowers 3 . 5 

Edgers 1 . 6 

Pruners 3 . 4 

Chain saws 

Aerators 0 . 7 
1 

Vehicles 2 . 6 

Snow plows i . i 

Sprayers 2 . 5 

Spreaders 2 . 1 

Spray trucks | 0 . 4 
Average number of pieces 

Source: Lawn & Landscape survey 

at what the average respondent to this 

survey has in the shop when it comes to 

equipment: (See box above). 

Source: Lawn & Landscape Survey 
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pres ident , S a n t a Ri ta L a n d s c a p i n g , T u c s o n , 
Ar iz . " W e ' r e t ry ing to p a s s that i n c r e a s e 
a l o n g to c u s t o m e r s , a n d the m a r k e t h a s ab-
s o r b e d s o m e o f it, b u t w a g e s are e a t i n g in to 
e v e r y o n e ' s m a r g i n s . I ' m a l so c o n c e r n e d that 
ra i s ing p r i c e s m a y b e c o m e m o r e di f f icul t 
b e c a u s e e v e r y o n e h a s a b u d g e t , s u c h as a 
b u i l d e r for a h o u s e . T h e b u i l d e r m a y e lect to 
b u y a litt le less l a n d s c a p e ins tead o f b o o s t i n g 
the b u d g e t . " 

T h e j u m p in fuel p r i c e s m u s t a l so b e 
a c c o u n t e d for w h e n c o m p a n i e s e v a l u a t e their 
pr i c ing for n e x t y e a r . " W e w e r e 5 0 p e r c e n t 
o v e r b u d g e t for fuel e x p e n s e in J u l y a l o n e , " 
l a m e n t e d D e B e l l . " S o n e w c o n t r a c t s a n d re-
n e w a l s wi l l i n c l u d e at least a 3 p e r c e n t or 4 
p e r c e n t increase , a l t h o u g h that w o n ' t en -
tirely c o v e r the h i g h e r fuel a n d labor c o s t s . " 

I n s t e a d , D e B e l l l o o k s to e n h a n c e m e n t 
w o r k for c u r r e n t c u s t o m e r s to b r i d g e the 
g a p . " W e s h o u l d b e ab le to pr i ce that w o r k a 
litt le h i g h e r a n d t h e r e b y i n c r e a s e o u r overa l l 
m a r g i n s a l i tt le bi t s ince there i sn ' t m u c h of a 
b i d d i n g c h a l l e n g e o n t h e e n h a n c e m e n t 
w o r k , " h e n o t e d . 

" W e ' r e s e e i n g m o r e p l a y e r s w h o w e 
h a v e n ' t h e a r d o f s h o w u p at b id m e e t i n g s for 
c o m m e r c i a l pro jec t s b e c a u s e t h e y ' r e t ry ing 
to get the ir feet w e t w i t h s o m e d e c e n t - s i z e d 
pro jec ts , a n d tha t ' s k i n d o f s c a r y , " n o t e d 
S a n d e r . " W e ' r e t ry ing to ra ise o u r pr ices , b u t 
l a n d s c a p e ins ta l la t ion w o r k pr i c ing is b e i n g 
d r i v e n d o w n b e c a u s e o f t h e s e n e w c o m p a -
n i e s t ry ing to g o af ter this w o r k . C o m m e r c i a l 
w o r k is t ime- a n d l a b o r - i n t e n s i v e w o r k , s o 
t h e r e ' s n o r e a s o n for the pr i c ing to b e p u s h e d 
d o w n , b u t tha t ' s the e f fec t o f l o w b ids . S o w e 
d o n ' t b id o n t h o s e p r o j e c t s a n d w e f o c u s o n 
b e i n g m o r e se lec t ive in o u r j o b c h o i c e s . " 

R o t o l o r e m a r k e d that J a c k ' s L a n d s c a p i n g 
s teers c lear o f t h e s e l o w - b a l l i n g c h a l l e n g e s 
o n ins ta l la t ion jobs . " W e d o a s ign i f i cant 
a m o u n t o f n e g o t i a t e d w o r k , b u t e v e n t h o u g h 
w e see s o m e b id p r i c e s g o i n g u p w e d o n ' t 
w a n t to c o m p e t e w i t h t h o s e c o m p a n i e s that 
are jus t cash f l o w i n g w o r k , " h e e x p l a i n e d . 
" T h e y c a n ' t s tay in b u s i n e s s that w a y , b u t 
w h e n t w o c o m p a n i e s l e a v e the i n d u s t r y four 
m o r e s e e m to c o m e in a n d b u t c h e r the pric-

ing for a w h i l e . " 
W a l c z y k i s c a r e f u l 

a b o u t b o o s t i n g p r i c e s be -
c a u s e o f the i m p a c t h e be-
l i eves th is h a s o n c u s t o m -
e r s ' e x p e c t a t i o n s . " W e 
h a v e n ' t raised pr ices for the 
last t w o years , a n d if w e d o 
ra ise p r i c e s for n e x t y e a r 
the i n c r e a s e wil l p r o b a b l y o n l y b e a b o u t 2 
p e r c e n t , " h e r e m a r k e d , a d d i n g that prof i t -
abi l i ty in a r o u t e - b a s e d b u s i n e s s is d e r i v e d 
f r o m d e n s i t y m o r e so than pr i c ing . " I f y o u 
h a v e an increase , y o u h a v e to m a k e a lot o f 
p r o m i s e s a b o u t w h y y o u ' r e d i f fe rent than 
the c o m p e t i t i o n , a n d then y o u h a v e to de-

While the weather also presented 

its annual series of challenges 

throughout the 2000 season, these 

were different than the climatic 

concerns the industry grappled 

with in 1999. 

l iver o n t h a t . " 
T o m O y l e r , pres ident , U .S . L a w n s , O r -

lando , Fla. , s e c o n d e d W a l c z y k ' s point and 
a d d e d that the c u s t o m e r s ' p e r c e i v e d corre la-
t ion b e t w e e n h i g h e r p r i c e s a n d bet ter serv ice 
c r e a t e s a g r e a t e r p r o b l e m for the m o r e es tab-
l i shed c o m p a n i e s than it d o e s for s tar t -up 
out f i t s . " A lot o f the b ig c o m p a n i e s are see ing 

wmem^m 
H O W SIGNIFICANT of an impact is the labor shortage having on this 

industry? Obviously, the dearth of employees limits the amount of business 

lawn and landscape contractors can take on. In fact, contractors surveyed by 

Lawn & Landscape said that on average they would hire four more full-time 

field personnel tomorrow if they had an unlimited labor pool to choose from. 

Compounding this problem is the fact that the lack of quality manpower is also 

forcing companies to pay more for the people they can get. And companies 

are watching wages (and benefits, in many cases as well) climb so substan-

tially that they aren't even debating raising prices next year. 

Many companies have reported that the residential and commercial markets 

seem to have developed greater tolerance for price increases in the last two to 

three years, but one of the most common complaints from contractors is that 

prices are too low and companies are afraid to ask for annual increases. 

Perhaps this problem will dissipate as contractors face the reality that if they 

want to hire and retain employees they have to pay them more than minimum 

wage. Here are the average hourly wages for three key categories: 
2000 

Entry-level mower operator $ 7 . 8 0 

Entry-level spray technician $ 8 . 9 7 

Foreman $ 1 2 . 2 5 

1 9 9 9 Increase of : 

$ 7 . 2 8 7 . 1 % 

$ 8 . 7 7 2 . 3 % 

$ 1 1 . 5 4 6 . 2 % 

Source: Research USA 



a their profi tabi l i ty decl ine these days and they 
can ' t f igure out why/' he c o m m e n t e d . " T h e 
p r o b l e m is that they k e e p rais ing the b a r in 

» t e rms of service and qual i ty , but they can ' t 
get the c u s t o m e r to pay for this b e c a u s e they 
h a v e n ' t raised the c u s t o m e r s ' wi l l ingness to 
pay. W e h a v e to e d u c a t e c u s t o m e r s on the 
va lue of o u r w o r k . 

" C u s t o m e r s are get t ing a h e c k of a va lue 
today c o m p a r e d to e ight or 10 years ago/' 
O y l e r cont inued. " T h e price of sod, for ex-
ample , h a s n ' t s tayed flat, but w e ' r e charg ing 
the s a m e today as w e did e ight years ago to 
install i t . " 

W h i l e s o m e c o m p a n i e s will a l w a y s elect 
to c o m p e t e on the bas is of price b e c a u s e 
that ' s eas ier than i m p r o v i n g their level of 
service , smal ler c o m p a n i e s m a y also f ind 
that s o m e c u s t o m e r s will h a v e lower expec-
tat ions of them b e c a u s e of their size. T h i s can 
enab le these c o m p a n i e s to k e e p c u s t o m e r s ' 
expec ta t ions and wi l l ingness to p a y for qual -
ity w o r k h a n d - i n - h a n d as the level of service 
and pr ice both increase . 

T h e al ternat ive, according to Oyler , is to 
cut or control y o u r costs, but he counse led 
that this is a diff icult s trategy to use success-
fully. " I f y o u raise the c u s t o m e r s ' expecta -
t ions w i t h o u t rais ing the price, then you 
h a v e to m a n a g e y o u r costs bet ter to m a k e 
any m o n e y in this b u s i n e s s , " he expla ined . 
" C o n t r o l l i n g costs is a real chal lenge, h o w -
ever , b e c a u s e of all the var iables w e deal 
with, such as weather , c l imbing labor rates 
and smal l p o w e r e q u i p m e n t . " 

Part of the pr ic ing equat ion is target ing 
the right cus tomers . " W e ' r e focusing on folks 
w h o h a v e a l ready tried the low bai lers and 
apprec ia te w h a t w e can d o , " noted Kilgal lon, 
w h o s e b u s i n e s s is 75 percent res ident ia l . 
" P e o p l e are looking for a h i g h e r level of 
service these days , and they w a n t to k n o w 
that o n c e they call y o u p r o b l e m s will b e 
taken care of p r o p e r l y . " 

" I absolute ly be l ieve you h a v e to pick the 
i c u s t o m e r s y o u want , p e o p l e w h o p a y on 

time, accept a compet i t ive pr ice and will 
then enab le y o u to g r o w y o u r prof i tabi l i ty , " 
DeBel l agreed. 

TUESDAY, NOV. 7, is Election Day this year, and that night America will go 

to bed having elected either George W . Bush or Al Gore as the next president 

of the United States. All other political ideologies aside, the thought of Gore 

being given the most powerful position in the country from which to act upon 

his environmental stances is enough to keep many lawn care professionals 

awake at night. 

Compounding matters is Gore's running mate, Sen. Joseph Lieberman ID-

Conn.). Industry veterans may remember Lieberman for his efforts spearheading 

the infamous "Lawn Care Hearings" in Congress more than a decade ago. 

These hearings represented a critical point for the industry as environmentalists 

worked to destroy the very essence of the industry by declaring contractors poi-

soners of nature. This election could significantly impact the industry. 

"My optimism for the future is tied to the next man in the White House," ob-

served Joe Reynolds, lawn care service manager, Black Diamond Lawn Ser-

vice, Toldeo, Ohio. "I want someone who is friendly to our industry to win that 

race because I think the election could have a big impact on us all." 

"I still remember Lieberman for his role in those hearings," related John 

Buechner, director of technical services, Lawn Doctor, Marlboro, N.J. 

That's not to mention the potential impact of the election on the longest con-

tinued growth stretch in the history of the U.S. economy. "The future all de-

pends on the economy, and that will depend on the election," according to 

George Gaumer, vice president, commercial grounds maintenance, Davey 

Tree, Kent, Ohio. "Demand for our services always follows the economy to a 

degree with construction dollars tied more closely to the economy than mainte-

nance dollars. 

"If the economy slows down or there's a recession that results in layoffs, the 

middle portion of our customer base would be affected, while the high-end 

residential customer base isn't as closely connected to the unemployment 

rates," he continued. 

FUTURE FORECASTING. T h e big ques-
tion on so m a n y l a w n and landscape contrac-
tors ' m i n d s these d a y s isn ' t w h e t h e r or not 
the industry can cont inue to g r o w - clearly, 
there are t h o u s a n d s of acres of turf and land-
scape that aren ' t be ing mainta ined by pro-
fessionals , and n e w l a n d s c a p e s will cont inue 

to b e instal led dai ly. Instead, contractors 
w o n d e r just h o w long the industry can con-
t inue to g r o w as rapidly as it h a s over the last 
f ive years . 

Wil l the e c o n o m y c o m e off its record run 
and force h o m e o w n e r s and c o m m e r c i a l cli-
ents to curtail their l andscape spending? Will 
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LAWN & LANDSCAPE'S 1999 State of the Industry Report 
contained a section entitled, "FQPA Threat Looms," in refer-
ence to the controversial Food Quality Protection Act (FQPA) 
of 1996 that mandated an extensive and, some would say, 
critical review by the U.S. Environmental Protection Agency 
(EPA) of some 9,000 previously registered pesticides. Much 
of the criticism surrounding FQPA centered on the lack of sci-
entific data and the "Risk Cup" concept the EPA was empow-
ered to use in its re-evaluations. 

To date, the biggest victim of FQPA has been chlorpyrifos, 
the active ingredient in the popular insecticide Dursban from 
Dow AgroSciences, Indianapolis, Ind. On June 8, EPA Ad-
ministrator Carol Browner announced that lawn care registra-
tion for Dursban would essentially be cancelled at the end of 
this year. 

"We steadfastly believe in the safety of chlorpyrifos," 
noted Tim Maniscalo, manager of government and public af-
fairs for the pesticide supplier. "However, federal laws gov-
erning pesticides changed dramatically with the passing of 
FQPA. In its ongoing implementation of FQPA, the EPA has 
demonstrated that it intends to apply standards far more re-
strictive than those historically established by the environmen-
tal community and accepted by the EPA and other regulatory 
bodies around the world." 

Lawn care companies around the country have been im-
pacted by the decision as they've been forced to seek out a 
suitable replacement product, and most have found that other 
products offer reduced effectiveness at a higher price. This is 
a trend that is likely to continue as heightened EPA restrictions 
force pesticide manufacturers to produce products that ad-
dress a narrower spectrum of pests. 

"We could be looking at using a number of less effective 
products in the future because of FQPA," explained John 
Buechner, director of technical services, Lawn Doctor, Marlboro, 
N.J. "Dursban took a hit because of the amount of it that was 
used. Other organophosphates remain available to us be-
cause the EPA doesn't see that much use of them, but it could 

still decide that the risk cup is overflowing at some point. 
"This is definitely driving our product costs up," he contin-

ued. "There isn't a tremendous increase, but 3 or 4 percent 
more here and there really has an impact." 

Joe Reynolds, lawn care service manager for Black Dia-
mond Lawn Service, Toledo, Ohio, noted that anyone making 
pesticide applications should have been preparing for these 
changes. "Shame on you if you weren't ready for the impact 
of FQPA," he asserted, adding that he is confident in the 
industry's ability to react. "I've seen a lot of good tools be 
taken away over the years, and we wondered what the indus-
try was going to do when that happened. It turns out that 
we're doing a better job now." 

At the same time, the lawn care industry finds itself watch-
ing a new battle emerge with the passage of a state law in 
New York requiring lawn care companies provide 48-hour 
pre-notification to any abutting neighbors to a property on 
which they are going to apply pesticides. The law is written 
so that each individual county must decide whether or not to 
pass it for their area, so the extent of the law's damage is yet 
to be determined. However, that doesn't change the fact that 
lawn care operators across the country see this as a harbinger 
of problems to come as future states develop similar laws. 

Landscape maintenance and irrigation professionals have 
encountered their own legislative roadblocks along the path to 
success. Various states across the country are the scene for 
battles over about the fate of gasoline-powered, hand-held 
and backpack blowers. California has spawned many of 
these battles, and different West Coast states have even 
banned use of these staple tools. However, municipalities 
have found enforcement of these laws to be a real challenge, 
so the debate continues. 

And while droughts have traditionally benefited the 
irrigation industry, the sparse rainfall that fell across the Sun 
Belt earlier this summer led many communities to enact water 
use restrictions that created challenges for numerous irrigation 
contractors. 



Supply and demand economics are 

clearly at play when it comes to 

wages for lawn and landscape 

employees as well as other service 

industries. 

the i n d u s t r y reach a p o i n t w h e r e the labor 
s h o r t a g e is so s e v e r e that g r o w t h is l imi ted to 
a c o m p a n y ' s abi l i ty to d o m o r e w i t h the 
e m p l o y e e s it a l r e a d y h a s ? C o u l d w a g e s c o n -
t i n u e to c l i m b faster t h a n c o n t r a c t o r s are a b l e 
to ra ise the ir p r i c e s ? 

A n y o f t h e s e c h a n g e s w o u l d n e g a t i v e l y 
i m p a c t the indus t ry , b u t t h e r e ' s n o r e a s o n to 
e x p e c t a n y o f t h e m to o c c u r a n y t i m e s o o n . In 
a Lawn & Landscape r e a d e r s u r v e y , r e s p o n -
d e n t s w e r e a s k e d to r a n k the i r d e g r e e o f 
o p t i m i s m as they l o o k to the fu ture o n a sca le 
o f 1 to 7, w i t h 1 b e i n g the m o s t opt imis t i c . T h e 
a v e r a g e r e s p o n s e w a s a 2 .4 . A n d t h e r e w e r e 
re la t ive ly f e w c o n t r a c t o r s w h o w e r e pess i -
m i s t i c a b o u t the future . In fact, o n l y 13 .3 
p e r c e n t o f r e s p o n d e n t s i n d i c a t e d they w e r e 
m o r e p e s s i m i s t i c than opt imis t i c , w h i l e 4 4 . 5 
p e r c e n t o f r e s p o n d e n t s n o t e d they w e r e as 
o p t i m i s t i c as t h e y c o u l d b e . 

A n o t h e r g o o d s ign for the f u t u r e is that 
s m a l l e r c o m p a n i e s are e v e n m o r e o p t i m i s t i c 
a b o u t the fu ture than their l a rger c o u n t e r -
par ts . T h e a v e r a g e o p t i m i s m rat ing for c o m -
p a n i e s g e n e r a t i n g less than $1 m i l l i o n in 
a n n u a l r e v e n u e w a s 2.3, c o m p a r e d to a 2 .8 
ra t ing f r o m r e s p o n d e n t s g e n e r a t i n g m o r e 
t h a n $1 m i l l i o n in a n n u a l sa les . T h i s w o u l d 
a l so s e e m to i n d i c a t e that m a n y o f the c o n -
c e r n s s o m e c o m p a n i e s h a d a b o u t c o m p e t i n g 
a g a i n s t large , na t iona l l a n d s c a p e f i r m s w h o 
w e r e g r o w i n g t h r o u g h c o n s o l i d a t i o n h a v e 
d i s s i p a t e d to s o m e d e g r e e . 

B u t the k e y fac tor b e h i n d m a n y c o n t r a c -
tors ' e x p e c t a t i o n s for the f u t u r e is that o v e r -
w h e l m i n g o p p o r t u n i t i e s for g r o w t h c lear ly 
exis t . A l t h o u g h t h e r e h a s n ' t b e e n a c o n c l u -
s ive s t u d y p u b l i s h e d that ver i f ies the a m o u n t 
o f u n c a p t u r e d m a r k e t still a v a i l a b l e in the 
l a w n a n d l a n d s c a p e i n d u s t r y , n o w o u l d 
w o u l d d e s c r i b e the m a r k e t o p p o r t u n i t i e s as 
e x h a u s t e d . 

T h i s l e a v e s c o n t r a c t o r s faced w i t h the 

m a k i n g the s t rategic dec i s ion 
o f h o w t h e y c a n b e s t c o m -
p e t e in a n i n c r e a s i n g l y c o m -
pet i t ive m a r k e t p l a c e . 

" C o m p a n i e s are g o n g to 
h a v e to b e fu l l - serv ice in t h e 

future , so l o n g as they c a n d o so w i t h o u t 
e x p a n d i n g b e y o n d their c a p a b i l i t i e s , " pre -
dic ted G a u m e r . " I see c o m p a n i e s w h o t a k e 
the g r a s s is a l w a y s g r e e n e r a p p r o a c h a n d try 
to o f fe r e v e r y t h i n g , b u t y o u can s h o o t y o u r -
sel f in the foot . M o r e c o m p a n i e s get in t r o u b l e 
b y g o i n g b e y o n d their c o r e capab i l i t i e s t h a n 
get in t r o u b l e b y f o c u s i n g o n their c o r e . " 

S a n d e r a l so ca l led for m o r e fu l l - serv ice 
f i r m s w h e n h e sa id h e e x p e c t s to see m o r e 
c o m p a n i e s e x p a n d in to i r r igat ion b e c a u s e 
i r r igat ion c o n t r a c t o r s a r e too b u s y w i t h their 
o w n w o r k to take o n m u c h s u b c o n t r a c t e d 
w o r k . T h r e a d g i l l sa id the fu ture wil l f e a t u r e 
m o r e outsourc ing f rom larger opera t ions such 
a s h o s p i t a l s a n d t h e e v o l u t i o n o f s o m e 
l a n d s c a p e c o m p a n i e s i n t o o u t d o o r m a i n -
t e n a n c e c o m p a n i e s t h a t a l s o h a n d l e p a r k -
i n g lo t c u r b s , s ign p a i n t i n g a n d o t h e r e x t e -
r ior func t ions . 

Sti l l , G a u m e r sees c l ients c o n t i n u i n g to 
d e m a n d m o r e services from contractors in the 
future, particularly the much-sought-after com-
m e r c i a l c l i ents . " I t h i n k w e ' l l s e e m o r e 
p a r t n e r i n g w i t h c o m p a n i e s rea l iz ing they 
h a v e to d r a w the line s o m e w h e r e and can' t 
e x p a n d into every service , " h e w e n t on , " e s p e -
c ial ly w h e n they ident i fy s o m e t h i n g o u t s i d e 
o f the ir s p h e r e o f c o m p e t e n c y , b e it t ree care , 
l a w n care applications, pat io construct ion." 

G r u n d e r sa id d e s p i t e the g o o d t i m e s h e 
h a s a d o p t e d the p h i l o s o p h y o f A n d y G r o v e , 
the m a n c r e d i t e d for m u c h o f the success for 
the c o m p u t e r chip giant Intel - " O n l y the para-
noid survive , " related Grunder . " I n real i ty , 
e v e r y t h i n g i sn ' t rosy , so y o u h a v e to b e look-
ing b e h i n d y o u all the t ime . T a k e a d v a n t a g e 
o f this p e r i o d to s t r e a m l i n e o p e r a t i o n s , ge t 
s y s t e m s ins ta l l ed a n d s a v e m o n e y w h i l e 
y o u ' r e m a k i n g i t . " EH 

The author is Editor of L a w n & L a n d s c a p e 
magazine. 
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On the next two 

pages, Lawn & Land-
scape presents its 

fourth annual Top 100 

list, a compilation of 

the 100 largest com-

panies in the green in-

dustry based on J 999 

year-end revenue. 

The Top 100 

earned a total of 

$4,337,402,315 in 

1999, an average of 

$43,374,023. 

These companies 

enjoyed an average 

growth of 18.79 per-

cent in 1999 and ex-

pect an average 

growth of 13.31 per-

cent in 2000. 

California and Illi-

nois are both home to 

the most Top 100 

companies - 14 busi-

nesses are headquar-

tered in each state. 

Companies on this 

list were asked via sur-

vey to provide the per-

tinent information. If 

you would like to be 

added to a future Top 

100 list or know of a 

company that should 

be included, please 

call Nicole 

Wisniewski at 800/ 

456-707 or e-mail her 

at nwisniewski@ 

lawnandlandscape.com 



COMPANY 

1 TruGreen-ChemLawn Memphis Tenn. $900,000,000 10 N / A 
2 TruGreen LandCare Memphis Tenn. $700,000,000 N / A N / A 
3 Environmental Industries Inc. Calabasas Calif. $458,845,000 12 15 
4 The Davey Tree Expert Co. Kent Ohio $308,000,000 -2 2 
5 The Brickman Group Long Grove III. $190,000,000 25 25 
6 The F.A. Bartlett Tree Expert Co. Stamford Conn. $114,000,000 9.4 9 
7 Rentokil Environmental Services Riverwoods III. $71,000,000 N / A N / A 
8 Randall & Blake Inc. Littleton Colo. $68,681,000 21 15 
9 Lawn Doctor Holmdel N.J. $56,300,000 13.2 10 
10 OneSource Landscape & Golf Services Tampa Fla. $55,000,000 45 18 
11 The Weed Man/ 

Turf Management Systems Inc. Mississauga, Ontario Canada $55,000,000 10 10 
12 Gothic Landscape Inc. Valencia Calif. $52,200,000 N / A 15 
13 TruGreen Interior Planteare 'A' Memphis Tenn. $44,000,000 N / A N / A 
14 OMNI Facility Resources Inc. 

Landscape Group S. Plainfield N.J. $34,473,434 16 20 
15 Save On Enterprises Inc. Venice Fla. $33,000,000 38 15 
16 The Bruce Co. of Wisconsin Inc. Middleton & Racine Wis. $31,000,000 17 9 
17 Grounds Control Inc. San Antonio Texas $30,000,000 50 30 
18 American Landscape Cos. Canoga Park Calif. $30,000,000 22 12 to 15 
19 Oak Leaf Landscape Inc. Anaheim Calif. $30,000,000 30 20 
20 The Care of Trees Wheeling III. $29,753,000 9.7 10 
21 Greenspace Services Ltd. Toronto Canada $29,100,000 12 8 
22 Duke-Weeks Landscape Services Norcross Ga. $27,500,000 77 20 
23 The Groundskeeper Tucson Ariz. $25,000,000 10 15 
24 Acres Group Wauconda III. $23,000,000 18 15 
25 Lipinski Landscape & Irrigation Inc. Mount Laurel N.J. $22,500,000 10 10 
26 Leisure Lawn • Dayton Ohio $22,000,000 N / A N / A 
27 Scott Byron & Co.Landscape Architects Lake Bluff III. $21,000,000 25 15 to 20 
28 Vila & Son Landscaping Corp. Miami Fla. $20,820,000 46 15 
29 Landscape Concepts Inc. Grayslake III. $20,500,000 32 31 
30 Chapel Valley Landscape Co. Woodbine Md. $20,000,000 25 2 
31 Scotts Lawn Service Marysville Ohio $20,000,000 90 60 
32 Jensen Corp./Jensen Landscape Cupertino Calif. $19,500,000 25 25 
33 Brookwood Landscape Inc. A San Diego Calif. $19,200,000 27 20 
34 Teufel Nursery Inc. Portland Ore. $19,000,000 9.5 10 
35 Lucas Tree Expert Co. Portland Maine $18,500,000 -7.5 5 
36 Cagwin & Dorward Novato Calif. $18,153,206 11.7 10 
37 Mariani Landscape Lake Bluff III. $18,037,000 4 10 
38 Nanak's Landscaping Longwood Fla. $18,000,000 20 20 
39 Urban Farmer Inc. Thornton Colo. $16,200,000 11 7 
40 Park Landscape Orange County Calif. $16,000,000 14 10 
41 Underwood Brothers Inc. 

dba AAA Landscape Tucson and Phoenix Ariz. $15,752,734 11 5 
42 Diablo Landscape Inc. San Jose Calif. $15,600,000 50 N / A 
43 Lied's Sussex Wis. $14,878,000 2 5 
44 Tropics North Miami Fla. $14,500,000 4 5 
45 Dora Landscaping Co. Apopka Fla. $14,300,000 6 2 
46 Marina Landscape Inc. Anaheim Calif. $14,000,000 30 60 
47 Wrisley Landscape A San Diego Calif. $14,000,000 N / A N / A 
48 Post Landscape Services Inc. Smyrna Ga. $13,807,000 14 17 
49 The Highridge Corp. Issaquah Wash. $13,800,000 23 23 
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50 Clarence Davids & Co. 
51 Keller Outdoor Inc. 
52 NaturaLawn of America 
53 Terrain Systems Inc. 
54 DuBrow's Nurseries 
55 New Garden Landscaping & Nursery 
56 Western Dupage Landscaping Inc. 
57 McFall & Berry Landscape Mgmt. 
58 Nissho of California 
59 Parker Interior Plantscape 
60 Hermes Landscaping Inc. 
61 The Greenery Inc. 
62 Landscape Management Inc. 
63 Clintar Groundskeeping Services 
64 Blumel Sunset Landscaping I 
65 Gibbs Landscape Co. 
66 Hillenmeyer Nurseries 
67 Munie Outdoor Services Inc. 
68 ALDO 1 Landscaping & Lawn Service 
69 Countryside Industries Inc. 
70 Webb Landscape Inc. 
71 Pro-Grass Inc. 
72 J.C. Erlich Co. Inc. 
73 Dennis' Seven Dees Landscaping 
74 Denison Landscaping Inc. 
75 Middleton Lawn & Pest Control 
76 Northwestern Landscape Co. 
77 Senske Lawn & Tree Care 
78 James Martin Associates 
79 Bio Energy Landscape & Maintenance 
80 Cedar Landscape Inc. 
81 All-Phase Landscape 
82 Sebert Landscaping Co. 
83 Lambert Landscape Co. 
84 CoCal Landscape 
85 Landscape Specialists Inc. 
86 Jack's Nursery Inc. 
87 Canon Russeau Landscape 
88 Yardmaster Inc. 
89 Fullbach Services Inc. 
90 Landscape Workshop Inc. 
91 Decorative Plant Service 
92 ILT Vignocchi Inc. 
93 Swingle Tree & Landscape Care 
94 Stiles Landscape Co. 
95 Maintain Services Inc./ 

Landscape Design & Construction 
96 Rood Landscape Inc. 
97 Groundmasters Landscape Mgmt. 
98 R. B. Stout Inc. 
99 Alpine Gardens 
100 Bratt Inc. 

Matteson III. $13,000,000 10 12 
Sanford Fla. $13,000,000 2 17 
Frederick Md. $13,000,000 30 35 
Phoenix Ariz. $13,000,000 30 10 
Livingston N.J. $12,500.000 5 10 
Greensboro N.C. $12,500,000 13.6 15 
Naperville III. $12,500,000 18 8 
McLean Va. $12,400,000 31 8 
Vista Calif. $12,000,000 25 10 
Scotch Plains N.J. $12,000,000 0 5 
Lenexa Kan. $11,300,000 9 15 
Hilton Head Island S.C. $11,254,000 28.7 19.6 
Carrollton Texas $11,228,891 11.15 10 
Markham, Ontario Canada $11,091,000 29 9 
Santa Clorito Calif. $ 1 1,000,000 N / A N / A 
Smyrna Ga. $10,500,000 17 17 
Lexington Ky. $10,500,000 2 5 
Caseyville III. $10,400,000 18 5 
Ocean N.J. $10,300,000 25 20 
Wauconda III. $10,264,222 24 12 
Ketchum Idaho $10,126,148 19 15 
Wilsonville Ore. $10,000,000 10 10 
Reading Pa. $9,800,000 -3 5 
Portland Ore. $9,700,000 4 17 
Ft. Washington Md. $9,500,000 25 35 
Orlando Fla. $9,500,000 20 11.5 
Puyallup Wash. $9,300,000 20 20 
Kennewick Wash. $9,300,000 10 10 
Vernon Hills III. $9,215,000 30 20 
Houston Texas $9,077,535 91 10 
Sherwood Ore. $9,063,145 4.1 8.5 
Lakewood Colo. $9,000,000 28 20 
Bartlett III. $8,771,000 5.5 5 
Dallas Texas $8,750,000 0 0 
Denver Colo. $8,700,000 26 28 
Lake Forest Calif. $8,700,000 -13 10 
Slidell La. $8,671,000 51 10 
Carleton Mich. $8,600,000 20 5 to 10 
Painesville Ohio flHHBi I I 15 
Louisville Ky. $8,250,000 125 75 
Birmingham Ala. $8,200,000 14 10 
San Francisco Calif. $8,110,000 5 0 
Wauconda III. $8,000,000 10 11 
Denver Colo. $8,000,000 8 12 
Pompano Beach Fla. $7,950,000 5.5 1 1 

Dallas Texas $7,850,000 5 20 
Tequesta Fla. $7,750,000 6.8 6 
Cincinnati Ohio $7,350,000 58 20 
Akron Ohio $7,300,000 4 0 
Greeley Colo. $7,230,000 11 10 
Pleasant Grove Vt. $7,200,000 24 5 

www.lawnancllandscape.com 
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Now LESCO 
CARRIES KAWASAKI 
POWER EQUIPMENT. 
Get professional quality and a 10-day 

money-back guarantee* 

® 

You know Kawasaki performance and dependability 

from their engines on our mowers and sprayers. Now 

we're offering a full line of hand-held Kawasaki power equipment, 

plus generators and pumps. 

Choose from hard-working, well-built string trimmers, hedge trimmers, 

backpack blowers, electrical generators and water, trash 

and semi-trash pumps. Each piece of equipment provides 

power, ergonomics and reliability. So they give you outstanding 

value year after year. 

Of course, they also come with the service and convenience you 

expect from LESCO. Nearby locations, selection advice, technical 

know-how and maintenance, spare parts and accessories. Like 

Kawasaki quality, we're here when you need us, too. 

Best of all, you can try this outstanding line of hand-held 

power equipment with a 10-day money-back 

guarantee. So call your LESCO pro today. 

He has all the details. 

d-held T 

' J m p 

G R O W W I T H U S " 

* Hand-held power tools only - string trimmers, hedge trimmers and back pack blower 
LESCO is a registered trademark and Grow With Us is a trademark of LESCO, Inc. Kawasaki is a registered trademark of Kawasaki Motor Co., USA 



niforms 
(continued from page 74) 

V i s i b i l i t y s u r p a s s e s s e c u r i t y m e a s u r e s . M y e r s e x p a n d s h e r a p -
p r o a c h t o a " u n i f o r m a p p e a r a n c e , " w i t h h y g i e n i c r e q u i r e m e n t s s u c h 
a s d i s c o u r a g i n g e a r r i n g s a n d r e q u e s t i n g e m p l o y e e s to t r i m l o n g h a i r 
b e h i n d t h e e a r . " W e a s k t h e m u p f r o n t w h e n t h e y s i g n o u r c o d e o f 
c o n d u c t if t h e y w o u l d b e w i l l i n g t o r e m o v e fac ia l h a i r , e a r r i n g s , e t c . , " 
s h e s a i d . " T h e y m a y h e s i t a t e , b u t o n c e t h e y a d o p t t h e g e n e r a l p o l i c y 
a s t h e i r o w n , t h e y d e v e l o p a s e n s e o f p r i d e . " 

W I A R I N G THI BENEFITS. P r i d e f o r m s o n l y p a r t o f t h e b e n e f i t 
p a c k a g e u n i f o r m s o f f e r e m p l o y e e s . C o n t r a c t o r s w h o s u p p l y a t t i r e f o r 
t h e i r t e c h n i c i a n s d e m o n s t r a t e a n i n t e r e s t in t h e i r w o r k e r s . " U n i f o r m s 
h a v e a c o m b i n a t i o n o f b e n e f i t s , " Q u i l t e r n o t e d . " A s a c o m p a n y y o u 
g e t t h e a d v a n t a g e o f h a v i n g e m p l o y e e s in i m p e c c a b l e u n i f o r m s , a n d 
a s a n e m p l o y e e , y o u d o n ' t h a v e t o t h i n k a b o u t w h a t t o w e a r t o w o r k , " 
s h e e x p l a i n e d . 

C o m m i t m e n t to p r o v i d i n g c o n v e n i e n c e s t o e m p l o y e e s r e s u l t s in a 
h i g h e r l a b o r r e t e n t i o n r a t e f o r c o m p a n y o w n e r s . A n d w h e n e m p l o y -
e e s fee l o w n e r s h i p in t h e i r w o r k p l a c e , t h e i r a t t i t u d e , s e l f - e s t e e m a n d 
p e r f o r m a n c e i m p r o v e s . 

In a d d i t i o n , p r o v i d i n g p r o f e s s i o n a l a t t i r e c a n b e e c o n o m i c a l l y 
s o u n d f o r e m p l o y e r s , Q u i l t e r a d d e d . " I f y o u h a v e a h i g h t u r n o v e r , 
y o u o u t f i t y o u r e m p l o y e e s , t h e n t h e y l e a v e a n d t a k e t h e c l o t h e s w i t h 
t h e m a n d y o u h a v e t o r e p u r c h a s e a p p a r e l , " s h e s a i d , e x p l a i n i n g t h e 
d i f f e r e n c e b e t w e e n r e n t i n g a n d b u y i n g u n i f o r m s . " I n a r e n t a l b u s i -
n e s s , a n e w e m p l o y e e c o m e s o n b o a r d a n d t h e n y o u g e t t h e u n i f o r m 
b a c k f r o m t h e p e r s o n w h o le f t t o o u t f i t t h e n e w p e r s o n . " 

U n i f o r m c o s t i s m i n i s c u l e w h e n c o m p a r e d t o t h e v a l u e t h e y b r i n g 
t o b u s i n e s s e s , L a z a r o t h s t r e s s e d . E x p e n s e s v a r y a m o n g c o m p a n i e s , 
w i t h s o m e p a y i n g u p t o $ 1 5 , 0 0 0 e v e r y y e a r f o r u n i f o r m s a n d o t h e r s 
o r d e r i n g T - s h i r t s in b u l k f r o m a c a t a l o g for $ 7 . 9 9 e a c h . L a z a r o t h 
e s t i m a t e d t h a t a u n i f o r m s e r v i c e p u t s a $ 6 d e n t in a c o n t r a c t o r ' s p o c k e t 
p e r e m p l o y e e e v e r y w e e k . M y e r s o f f s e t s h e r u n i f o r m b u d g e t w i t h a n 
in i t ia l $ 7 5 e m p l o y e e u n i f o r m fee , a n d R o s s k e e p s a c h e c k o n a p p a r e l 
i n v e n t o r y b y r e q u i r i n g w o r k e r s w h o l e a v e t h e c o m p a n y t o t u r n in 
t h e i r a t t i r e b e f o r e t h e y r e c e i v e t h e i r las t c h e c k . 

D e s p i t e t h e c o s t s , R o c h e l e a u c o n f i r m e d t h a t h i s $ 7 0 0 a n n u a l 
u n i f o r m e x p e n d i t u r e is a w o r t h w h i l e i n v e s t m e n t . H i s w o r k e r s l e n d 
i n p u t w h e n h e o r d e r s n e w a t t i r e a n d a r e e n t h u s i a s t i c w h e n t h e 
u n i f o r m s a r r i v e , h e a d d e d . 

" W h e n w e h a n d e d o u t t h e s h i r t s t h i s y e a r , t h e y w e r e r e a l l y l o o k i n g 
f o r w a r d t o n e w u n i f o r m s , " h e n o t e d , d e s c r i b i n g t h e n e w s l e e v e l e s s 
c r e w s h i r t t h a t r e p l a c e d T - s t r a p t a n k t o p s h i s e m p l o y e e s u s e d t o w e a r . 
" W e h a d a m e e t i n g , t h a n k e d t h e m f o r t h e i r c o n t r i b u t i o n t o t h e 
c o m p a n y a n d p a s s e d o u t t h e u n i f o r m s - t h e y c o u l d n ' t g e t t h e m fast 
e n o u g h . I t ' s a s h a r p l i t t le s h i r t . " 

C u s t o m e r d e m a n d for s e r v i c e - r e l a t e d m a i n t e n a n c e is s w e l l i n g , 
w h i c h i n c l u d e s t h e l a n d s c a p e i n d u s t r y , L a z a r o t h p o i n t e d o u t . C o m -
p a n i e s w h o o f f e r b e n e f i t s t o t h e i r e m p l o y e e s a n d c u s t o m e r s wi l l 
t h r i v e in t h e m a r k e t , a n d u n i f o r m e d t e c h n i c i a n s w i t h a p r o f e s s i o n a l 
a p p e a r a n c e c a n w i n a c c o u n t s . 

" Y o u h a v e t o d i f f e r e n t i a t e y o u r s e l f a s t o w h y y o u r s e r v i c e is b e t t e r 
than s o m e o n e e l s e ' s , " h e s tressed. " I g ive a bet ter service , h a v e bet ter 
t ra ined e m p l o y e e a n d p o r t r a y t h a t b e c a u s e t h e y a r e u n i f o r m e d . " ID 
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by Cynthia Greenleaf 

Nursery market 

insiders offer 

their expert 

forecasts on 

next year's plant 

availability. 

Like any d y n a m i c industry, the nursery m a r k e t h a s its 

u p s and d o w n s , w h i c h can leave contrac tors w o n d e r -

ing w h a t they ' re going to be able to plant o n c e installa-

tion season rolls a round. H e r e ' s the l o w d o w n from 

exper ts across the country on next spr ing ' s supply . 
Several key factors cont inue to govern plant avail-

ability, according to industry insiders . For one, a s trong 
e c o n o m y coupled with a construct ion b o o m has cre-
ated a he ightened d e m a n d for plant material . Flush 
f inancial t imes h a v e p r o m o t e d record g r o w t h through-
out m a n y parts of the U.S. , pr imari ly in the form of 
residential and c o m m e r c i a l construct ion, according to 
Terry V a n Arsdale , nursery manager , M c H u t c h i s o n , 

Ridgef ie ld , N.J . B e c a u s e of this mass ive expansion, 
" m o r e people are plant ing m o r e ( landscape) mate-
r ia l , " h e said. 

O n the W e s t Coast , T o n y Rosso, operat ions man-
ager, Ju l ius R o s s o N u r s e r y C o m p a n y , Seatt le , Wash. , 
agreed with the theory that the e c o n o m y is at the root 
of plant availabil i ty, especia l ly in regard to scarcer 
i tems such as large trees. " E v e r y b o d y wants big stuff 
and h a s the m o n e y to pay for i t , " h e said, adding that 
the m u l t i t u d e of n e w residential and commerc ia l 
pro jects is dr iving a hea l thy d e m a n d for plant mate-
rial in Pacif ic N o r t h w e s t . 

W e n d y Proud, product manager, Monrovia, Azusa, 
Calif., reported similar findings. " T h e strong economy 
has influenced the supply of larger specimens," she said. 

THE PRODUCTION FACTOR. T h e mos t signifi-
cant factor impact ing plant availabil i ty, however , has 
been d e m a n d ' s long- term inf luence on product ion in 
nurseries across the country. Because suppliers haven' t 
h a d m a n y larger i tems avai lable the past several years, 
" t h e y ' v e sold into their smal ler inventory, in order to 
genera te cash, s ince the marke t w o u l d pay a good 
pr i ce , " noted T o m Randal l , d irector of purchasing, 
S h e m i n N u r s e r i e s , D a n b u r y , C o n n . E s s e n t i a l l y , 
" t h e y ' v e been forced to sell th ings they 'd l ike to, in all 

(continued on page 100) 
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Nursery Stock Forecast 
(continued from page 98) 

honesty , h a n g on to in the future , " he said. 
" A s the e c o n o m y h a s hea ted up, ( m a n y 

nurser ies h a v e ) taken inventory out of the 
pipel ine and replacement hasn ' t kept u p with 
d e m a n d , " a d d e d Bi l l R e e s e , p r e s i d e n t , 
Greenbr iar Nurser ies , Ocala , Fla. 

U n d e r s t a n d i n g the u p s and d o w n s of the 
nursery m a r k e t is a s imple lesson in e c o n o m -
ics - i t 's all about supply and d e m a n d . " O u r 
bus iness is very m u c h cycl ica l , " pointed out 
H u g h K. S teavenson , execut ive vice presi-
dent , Forrest Keel ing Nursery , Elsberry, Mo. 
" A l l of a s u d d e n there ' s a gap if you get 
caught behind . T h e n it takes a whi le to get 
caught up, and just w h e n things are gett ing 
good, y o u h a v e a surplus s i tuat ion , " he said. 

S t e a v e n s o n pointed out that a tree re-
quires at least f ive years , on average, to get 
from its original producer to the final grower . 
A n d from there, a tree can take yet another 
three or four years unti l it hits the end mar-
ket . " W e go through these things all the t ime. 

(continued on page 102) 

h e r e c e n t s carc i ty of large t r e e s h a s m a n y wonder ing just w h e n the s i tuation 

is go ing to improve. While 21/2-inch caliper a n d larger s p e c i m e n s will cont inue 

to b e on t h e short s ide into n e x t spring, a fresh supply is on t h e horizon, according 

to industry exper ts . 

T o m Randall , director of purchas ing , S h e m i n Nurseries , Danbury, Conn. , predicts 

tha t t h e current t ree s h o r t a g e will s u b s i d e within t h e n e x t t w o sell ing s e a s o n s . This 

will b e due to a slight s l o w d o w n in c o n s u m e r conf idence , spending and in turn, plant 

d e m a n d , h e said. 

Suppliers are s tart ing to c a t c h up with t h e d e m a n d for trees , a g r e e d Danny 

S u m m e r s , e x e c u t i v e v i ce pres ident , Southern Nursery Assoc ia t ion , Mariet ta , Ga. " T h e 

natural s u m m e r s l o w d o w n he lped us c a t c h our b r e a t h , " h e said. "In 2001 , growers 

m a y b e c a t c h i n g up s o m e w h a t . " 

I n c r e a s e d nursery a c r e a g e d e v o t e d to t r e e s is o n e factor tha t promises to e a s e the 

r e c e n t shor tage . "Every nursery I 've vis i ted h a s e x p a n d e d , " Terry V a n Arsdale, 

nursery manager , M c H u t c h i n s o n , Ridgefield, N. J . , observed . 

Hugh K. S t e a v e n s o n , e x e c u t i v e v i ce pres ident , Forrest Keel ing Nursery, Elsberry, 
Mo. , h a s s e e n t h e s a m e trend. " T h e r e h a v e b e e n an More-Trees ; awful lot of t r e e s p lanted in t h e last f ew years . " 

^ J J - Cynthia Greenleaf 
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Nursery Stock Forecast 
(continued from page 100) 

(Plant p r o d u c t i o n ) is not l ike a widget press: 
Y o u can ' t just turn it on and off w h e n you 
w a n t to/' he said. 

Reese agreed, point ing out that there was 
an o v e r a b u n d a n c e of trees about a decade 
ago. W h e n the cycle s w i n g s back into a short-
age si tuation, h o w e v e r , " i t takes a whi le to 
get those ( larger tree) s izes b a c k , " he said. 

SPRING SUPPLY PREDICTIONS. In 
te rms of next spr ing ' s plant availabil i ty, con-
tractors can expect the s a m e trends they 've 
b e e n seeing to cont inue . For one, shade and 
o r n a m e n t a l trees 2Vi to 3 inches and above 
wil l s tay in d e m a n d , and in turn, in short 
supply . " B e c a u s e of the e c o n o m y being as 
s trong as it is, people tend to specify larger 
p lants , " Randal l said, adding that large ever-
green trees in the 10- to 12-foot range, such as 
w h i t e p ine , N o r w a y s p r u c e a n d Serb ian 
spruce , will cont inue to be in s trong demand. 

In addit ion, red m a p l e cult ivars such as 
Red Sunse t will k e e p en joy ing widespread 
popular i ty and in turn, extens ive shortages, 
according to industry experts . W i d e l y adapt-
able, bril l iantly colored and low maintenance, 
red m a p l e s are popular with good reason, 
according to S teavenson . " T h e y ' v e been hot-
ter than a pistol for the past t w o or three 
y e a r s , " he noted. " T h e y ' r e using them every-
w h e r e . E v e r y b o d y w a n t s t h e m . " 

F r o m his East Coas t vantage point, Van 
A r s d a l e predic ts that variet ies such as Emer-
ald G r e e n arborvitae , as well as b o x w o o d s 
and v i b u r n u m s , will a lso b e in high d e m a n d 
t h r o u g h o u t the country . 

T h e trend toward colorful landscapes will 
also carry on well into next year. "Contractors 
should expect to see a continued demand for 
colorful plants," Reese said. "People are look-
ing for plants that have a multi-season appeal." 

T h i s inc ludes increased use of perennials , 
w h i c h cont inue to catch on in yards across the 
country , according to Reese . 

" T r o p i c a l s and br ight ly colored foliage 
will d o m i n a t e the m a r k e t across the coun-
t ry , " Proud agreed. " N e w varieties, espe-
cially perennials , m a y be in short supply, 
h o w e v e r , s ince people h a v e m o r e m o n e y to 
spend and price is not an issue . " 

In spite of shor tages with certain plant 
materials , S teavenson is conf ident that con-
tractors will b e able to find w h a t they need 
for their spr ing projects . " W h i l e there are 

(continued on page 104) 
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Nursery Stock Forecast 
(continuedfrom page 102) 

isolated shor tages for sure, there will b e 
e n o u g h plants out there , " he said. 

PLANNING FOR PLANTS. Secur ing the 
right plant material has everything to do with 
planning ahead. The earlier contractors com-
municate their spring landscaping needs to 
suppliers, the better, according to nursery in-
siders across the country. Rather than waiting 
for their design team to come up with a " w a n t 
list," contractors need to w o r k ahead of the 
installation phase in order to secure the plants 
they desire, Randal l advised. 

Reese agreed, urging contractors to g ive 
suppl iers as m u c h lat i tude as poss ible w h e n 
plac ing orders . " W e ' d rather h a v e s o m e o n e 
tell us they need s o m e t h i n g in six m o n t h s 
then tell u s they need it t o d a y , " he observed. 

A d v a n c e p lanning is critical, especia l ly 
s ince orders n o w are placed earl ier and ear-
lier every year. At McHutchison , for example , 
spr ing orders w e r e in by early July, accord-
ing to V a n Arsdale . 

To brace themselves for inevitable 
plant shortages, contractors should 

stock up on popular varieties 
in advance, if possible. 

" T h e past few years , contractors h a v e 
been b o o k i n g plant mater ia l ear l ier , " a d d e d 
D a n n y S u m m e r s , execut ive vice president , 
Southern N u r s e r y Associat ion, Mariet ta , Ga . 
" C o n t r a c t o r s are no longer wai t ing unti l the 
winter t rade shows . If they do wait , they ' re 
basical ly asking ' W h a t do you h a v e le f t ? ' " 

H e noted that his assoc ia t ion 's annual 
s h o w in A u g u s t h a s b e c o m e a " h o t but ton for 
plac ing o r d e r s . " 

S imi lar ly , at Forrest Kee l ing Nursery , 
larger trees a lready are b o o k e d t w o years in 
advance , according to S teavenson , w h o ad-
vised contractors to place orders on popular 
i tems such as trees, at least o n e year ahead. 

Overall, with plant shortages of some kind 

almost always inevitable, contractors who are 
flexible can serve themselves and clients well. 
" I f contractors are wil l ing to b e flexible, they 
can find a large share of their want l ist ," 
Randal l noted, adding that b y being open-
minded , contractors also can take advantage 
of great va lues in the marketplace . " A cus-
t o m e r m a y speci fy a Red Sunset red maple , 
w h i c h are p o p u l a r and in short s u p p l y , " he 
said. " I f a landscaper can r e c o m m e n d a simi-
lar tree variety, h o w e v e r , such as a N o r w a y 
or sugar maple , they can find those cheaper 
and m e e t the c u s t o m e r ' s n e e d s . " ID 

The author is Associate Editor of L a w n & 
L a n d s c a p e magazine 
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Shrub pruning often can 
instill fear in contractors, but 
following simple guidelines 
can calm nerves and lead to 
successful shrub care. 

7KÎI5T1 
by John C. Fech 

H e r e ' s a quick poll idea: At y o u r next n e i g h b o r h o o d gather ing, ask 10 people if they 

r e m e m b e r the last t ime they p r u n e d their lilac, V i b u r n u m or d o g w o o d . T h e n ask them h o w 

they went about p e r f o r m i n g that task. If they answer , " U h , yeah, I think I w h a c k e d a few 

b r a n c h e s off of m y shrubs a couple of years ago. I guess n o w is the t ime to prune them 

a g a i n . " T h e n y o u k n o w they h a v e n o clue. 

Most folks s imply don ' t k n o w h o w to p r u n e correct ly . Bel ieve it or not, s o m e landscape 
m a i n t e n a n c e c rews don ' t e i ther . This lack of k n o w l e d g e leads to fear. Fear that you' l l prune 
incorrect ly and the shrub will look awful a f terwards . Fear that the shrub will never b l o o m 
again. Fear that the c u s t o m e r will compla in about the w a y the shrub looks. Fear that this will 
lead to a s u d d e n need to peruse the " h e l p w a n t e d " sect ion of the local n e w s p a p e r . Relax. 
S h r u b pruning is quite s imple , actually. 

RENEWAL PRUNING. T h e r e are three m e t h o d s of shrub pruning that meri t ment ion ing . 
T h e first o n e is " r e n e w a l p r u n i n g . " This is very s imple . Just cut off all the s t e m s at the g r o u n d 
level. R e n e w a l pruning w o r k s well for o v e r g r o w n , heavi ly diseased, d a m a g e d or winter-
kil led shrubs w h e r e the ob ject ive is to start over with n e w growth . 
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By pruning 

in early 

spring, 

contractors 

remove dead 

areas and 

give shrubs 

a chance to 

grow full 

stems before 

winter. 

Photos 
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S T R A T A S H E A R 3 ™ SERIES 
For 70 years we've made serious tools for tough customers. 

From landscapes to arborists to agricultural users. 
The Stratashear5 ™ loppers from Corona are another incredible 

example. The Stratashear5 ™ technology 
dramatically reduces the force-to-cut up to 
32%. And the "electric blue" aluminum 
handles and ergonomic grips make these 
loppers easy to see and comfortable to use.| 
The Stratashear^ ™ loppers from Corona. 
Performance you can definitely see. 

C O R O N V 
The p ro fess iona l edge. 
© 1999 Corona Clipper. 1540 East Sixth Street, 
Corona, California 92879 800-847-7863 or 
909-737-6515 FAX 909-737-8657 
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, 6 models available: 
AL 8020. AL WHO. 
AL 8130. AL 8IS0. 
AL 82-10. AL 8260 

suscept ib le to winter kill. Th is is especial ly 
t rue of l a n d s c a p e s in the transit ion z o n e of 
Illinois, Missouri , Iowa, Nebraska , Kansas 
and Indiana, w h e r e e x t r e m e winter tempera-
ture f luctuat ions are c o m m o n . Meanwhi le , 
p r u n i n g too late in the year doesn ' t al low 
e n o u g h t ime for s ignif icant shoot growth. 

O t h e r en tomolog i s t s and plant patholo-
gists that I h a v e discussed renewal pruning 
with h a v e c o m m e n t e d on h o w m u c h they 
like this method. The benefits from their point 
of view are twofold. First, renewal pruning 
offers a great opportunity to remove diseased 
stems and insect-infested tissue from the plant. 
In m a n y cases, fungal cankers develop on a 
plant. There are no effect ive control m e t h o d s 
for these diseases o ther than to cut out the 
affected areas of the plant . C r o w n gall of 
E u o n y m u s , b lack knot of ornamenta l p l u m s 
and cherries , an thracnose of Spiraea, and 
cytospora canker of corkscrew wi l low are 
good e x a m p l e s . L ikewise , lilac borers and 

(continued on page 110) 

T h e types of shrubs that respond well to 
r e n e w a l p r u n i n g a re S p i r a e a , d o g w o o d , 
V i b u r n u m , coralberry, Cotoneaster , privet , 
burn ing bush, butterf ly bush, h y d r a n g e a and 

barberry . In general , mos t evergreen shrubs 
don ' t respond well to this a p p r o a c h b e c a u s e 
they don ' t h a v e apical m e r i s t e m s or n e w 
g r o w i n g points at the g r o u n d level of the 

plant . So, avoid this m e t h o d of 
pruning for yew, juniper, holly, 
R h o d o d e n d r o n , b o x w o o d and 
m u h g o pine. 

Renewal pruning should be 
d o n e in ear ly spr ing or mid- to 
late fall for best results . T h e 
k e y is to a l l o w for s e v e r a l 
m o n t h s of good g r o w i n g con-
dit ions for the shrub to encour-
age new, healthy s tems to form. 
Early fall is not an ideal t ime 
for renewal pruning, as the n e w 
s t e m s need a few m o n t h s to 
h a r d e n off be fore exper ienc-
ing winter ' s cold temperatures . 
Early fall renewal pruning lets 
the shrub deve lop a m p l e new, 
succulent growth to m a k e it 

http://www.coronaclipper.com
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Shrubs PRUNING METHOD GOOD CANDIDATES BAD CANDIDATES 

(continued from page 108) 

various scales on Cotoneaster, privet or Eu-
onymus can be partially or completely con-
trolled by removing infested stems. 

A second advantage that pest specialists 
highlight is the improved shrub architecture 
that renewal pruning creates. As new stems 
develop and replace those that were removed 
there is less stem mass, which presents better 
opportunities for air flow through the stems. 
This leads to leaves that stay drier and are 
less likely to develop foliar diseases such as 
leaf spot and rust. The new plant growth 
allows landscape maintenance crews to work 
with the new shoots as they develop to pro-
duce the proper spacing and orientation, 
instead of dealing with a solid mass of 
ungangly stems. 

A disadvantage of renewal pruning is the 
delay of future blooms. Most customers are 
probably used to seeing their lilacs and dog-
woods bloom each year. Because this method 
removes wood of flowering age and replaces 
it with new shoots, no blooms are likely to be 

Renewal pruning 

Thinning out 

The . 

Spiraea, dogwood, 

Viburnum, coralberry, 

Cotoneaster, privet 

burning bush, butterfly bush 

hydrangea, barberry 

Spiraea, Viburnum, 

dogwood, holly, yews 

juniper, azalea, boxwood, 

rhododendron 

yew, juniper, holly, boxwood 

rhododendron, muhgo pine 

pine, spruce, fir 

Pruning Candidates 
formed the first year after pruning. Regard-
less of that fact, convince clients that re-
newal pruning is an investment in the health 
of their landscape and should be considered 
a viable procedure. Avoid renewal pruning 
on all of a client's landscape shrubs in any 
given year, however. This may lead to client 
dissatisfaction. After all, the client is paying 
the landscape contractor to improve the look 
of the landscape, not worsten it. 

Clear communication is a key element to 
successfully adopt this method, especially 
with new accounts. Take some time to ex-
plain to the customer that in most situations 
the growth will be about 12 to 18 inches high 
in a few months, and after a growing season 
the shrub will return as a vibrant part of the 
landscape. If you don't warn clients in ad-
vance, they might accuse you of killing the 

(continued on page 112) 
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plant by cutt ing it back too far. " B e f o r e " and 
" A f t e r " photos will he lp to expla in this rapid 
regrowth potent ial . 

THINNING OUT. A n o t h e r c o m m o n shrub 
pruning m e t h o d is " th inning o u t . " Each year, 
after b looming , r e m o v e about one- th ird of 
the o ldest s t e m s at the g r o u n d level . Th is 
method produces a balance of young, middle-

In general , r e m o v i n g one- fourth to one-third 
of the s t e m s p r o d u c e s the des ired results, 
a l lowing greater air f low through the shrub 
and benef i t ing the s h r u b ' s heal th . For ex-
ample , if a Spiraea h a s 30 stems, r e m o v e 
seven to n ine of them. W h e n a shrub h a s just 
a few stems, l ike s o m e black h a w Vibur-
n u m s do, then r e m o v i n g only o n e or t w o 
s tems m a y b e suff ic ient . R e m e m b e r that the 

Renewal pruning should be done in early spring 

or mid- to late fall for best results. 

aged and m a t u r e w o o d in the shrub. This 
m e a n s get t ing d o w n on y o u r h a n d s and 
knees, push ing as ide the s t e m s to identi fy 
them and then cutt ing them at the c r o w n of 
the plant . In m o s t cases, a b y - p a s s h a n d 
pruner , lopping shears and a smal l pruning 
s a w will b e the only tools needed . 

W h e n uncer ta in about h o w m a n y s t e m s 
to r e m o v e from a shrub, do s o m e quick math . 

goal is to p r o d u c e a shrub that h a s n e w and 
m a t u r e w o o d . 

O l d e r s tems are easy to identi fy as re-
m o v a l targets . T h e y are general ly darker in 
color and thicker than n e w e r s tems. In m a n y 
shrub species , o lder s t e m s tend to p r o d u c e a 
natural ly exfol iat ing or peel ing bark. This is 
a cue that the s tem m u s t b e r e m o v e d . O t h e r 
targets for removal inc lude s t e m s with sus-

pic ious abnormal i t ies or holes with fine saw-
dust s u r r o u n d i n g them. A s previous ly dis-
cussed, these are c o m m o n h o m e s for var ious 
pest species . 

After the s tems h a v e been select ively re-
m o v e d , finish by r e m o v i n g a few m o r e strag-
gly s t e m s to give the shrub s o m e shape. In 
most s i tuat ions, a few s tems that are growing 
at undes i rab le angles or are m u c h taller/ 
longer than the rest of the plant will remain. 
G i v e the shrub a f inished look by removing 
them ent ire ly or c l ipping the object ionable 
part o f the s tem. This lets c u s t o m e r s k n o w 
that contractors are concerned with aesthetic 
appeal as well as overal l plant heal th . 

S imi lar to renewal pruning, shrub variet-
ies that respond well to thinning out are 
d e c i d u o u s species such as Spiraea, Vibur-
n u m and d o g w o o d . A few evergreen shrubs 
also respond well to this technique, and holly, 
yews , junipers , azaleas , r h o d o d e n d r o n s and 
b o x w o o d will benef i t f rom per iodic thinning. 

(continued on page 114) 
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Converse ly , pines, spruce and fir do not 
p r o d u c e regrowth w h e n this m e t h o d is used, 
so d o u b l e checking the p lant ' s identi ty is an 
i m p o r t a n t s tep that should be taken before 
p r u n i n g . 

T h i n n i n g out should be d o n e in ear ly 
spr ing or m i d - to late fall for best results . 

In general, removing one-fourth to one-third of a 

shrub's stems produces the desired results, allowing 

greater air flow through the shrub and benefiting 

the shrub's health. 
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HEADING BACK. A third pruning method, 
" h e a d i n g b a c k , " is appropr ia te only for new 
hedges , and rarely should be used. Ironi-
c a l l y , t h i s i s t h e t e c h n i q u e t h a t m o s t 
h o m e o w n e r s and s o m e novice landscape con-
tractors use. This approach involves using a 
hedge tr immer to make arbitrary, indiscrimi-
nate cuts in the shrub. Heading back produces 
an attractive plant the first few times it is prac-
ticed. The shape is n ice and clean, the l ines are 
s h a r p and the plants can be manipula ted to 
a p p e a r identical . 

H o w e v e r , in a few years , an area of knotty 
g r o w t h d e v e l o p s near the area cut by hedge 
t r immers . This area b e c o m e s unsight ly in a 
short per iod of t ime. T h e wors t consequence 
of this pruning m e t h o d is that w h e n me-
chanical in jury occurs f rom sunburn, vandal-
i sm or rout ine w e a r and tear, the shrub has no 
m e c h a n i s m to replace the affected area. In 
m o s t cases, the shrub deve lopes large voids 
or dead looking areas with no leaves at all. 

A few special s i tuat ions exist w h e r e head-
ing b a c k is r e c o m m e n d e d . If a client desires a 
high- m a i n t e n a n c e landscape and requests 
e v e r g r e e n s be cut into funny-shaped balls or 
depic t ions of e lephants and animals , then 
this is the w a y to do it. 

M o r e reasonably , h e a d i n g back can be 
exerc ised to k e e p an evergreen shrub or tree 
f rom g r o w i n g into a s idewalk area or over a 
d r i v e w a y to mainta in c learance for traffic. In 
this case, cut the n e w g r o w t h in half in mid-
s u m m e r . This a l lows the plant to thrive in the 
l a n d s c a p e for m a n y y e a r s b e f o r e lateral 
g r o w t h s h a d o w s activity on the path or patio. 
Actual ly , C h r i s t m a s tree growers use this 
t echnique each year w h e n they prepare and 
s h a p e their c rop for sale. 

By us ing a th inning out or a renewal prun-
ing technique, c u s t o m e r s will be well served 
and landscape contractors will be satisfied 
f rom p r o d u c i n g an aesthet ical ly pleasing, 
hea l thy landscape for them. Q 

The author is an extension educator at the Univer-
sity of Nebraska, Lincoln, Neb. 

http://www.finncorp.com
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by Kristen Hampshire 

Landscape 

companies are 

working double-

duty, adding 

interiorscape 

services to the 

mix to tap into 

the expanding 

market and boost 

A w i n n i n g s t ra tegy for c o n t r a c t o r s a i m i n g to t e a m l a n d s c a p e a n d i n t e r i o r s c a p e serv ices 

i n v o l v e s m o r e than f i l l ing b l e a c h e r s wi th c u s t o m e r s d e m a n d i n g i n d o o r a t tent ion . T h e r ight 

e q u i p m e n t a n d p lant k n o w - h o w c o m b i n e d wi th a s tar t ing l i n e - u p o f t e c h n i c i a n s that can 

tackle c u s t o m e r re la t ions a n d p r o v i d e de ta i l -or ien ted serv ice h e l p s b u i l d a c o m p e t i t i v e , 

success fu l c r o s s o v e r b u s i n e s s . 

In ter iorscape , a f lour i sh ing marke t , can s t i m u l a t e a c o m p a n y ' s g r o w t h b y a t t rac t ing 
c u s t o m e r s in teres ted in i m p r o v i n g the a e s t h e t i c s o f their h o m e o r off ice , w h i c h in turn, 
i n c r e a s e s the c l ient b a s e for the ex ter ior p o r t i o n o f the o p e r a t i o n . O n e - s t o p s h o p p i n g is a 
fea ture c o n s u m e r s s e e k in serv ice b u s i n e s s e s . T o g e t h e r , ex te r ior a n d inter ior l a n d s c a p e 
o p e n doors to a m o r e profi table, cus tomer-serv ice dr iven operat ion, expla ined S u e Tufenkian , 
sa les a n d m a r k e t i n g m a n a g e r , G a r d e n e r s ' G u i l d , S a n Rafae l , Cal i f . 

" O f f e r i n g b o t h is a t r e m e n d o u s a d v a n t a g e , " s h e n o t e d . " P r o v i d i n g m u l t i p l e se rv ices is 
a l so a c o o r d i n a t i o n p u z z l e that n e e d s to b e w o r k e d out . T h e inter ior a n d e x t e r i o r d i v i s i o n s 
n e e d to w o r k h a n d in h a n d wi th c o n t i n u i t y in s c h e d u l i n g , c o m m u n i c a t i o n a n d e v e n s i m p l e 
c h o i c e s l ike d e s i g n a n d c o l o r . " 

C o n t r a c t o r s a c h i e v e this b a l a n c e b y u n d e r s t a n d i n g b o t h m a r k e t s a n d m o l d i n g their 
b u s i n e s s e s to r e s p o n d to the c h a l l e n g e s e a c h facet presents , w h e t h e r it b e d e d i c a t i n g 
p r o f e s s i o n a l s to i n d o o r pro jec ts or e d u c a t i n g c u r r e n t t e c h n i c i a n s o n i n t e r i o r s c a p e instal la-
t ion a n d m a i n t e n a n c e t e c h n i q u e s . 

" T h e r e ' s an e c o n o m y of sca le a n d e f f i c i ency that can b e so ld if y o u of fer b o t h s e r v i c e s , " 
T u f e n k i a n a d d e d . " Y o u can c o o r d i n a t e c o l o r s d e p e n d i n g o n the j o b a n d y o u h a v e e f f ic ien-
c ies wi th m o b i l i z a t i o n a n d logist ics . T h e r e are a d v a n t a g e s a n d o p p o r t u n i t i e s to e x p l o r e 
w h e n d o i n g b o t h . " 



This CPG is online! 
Visit our Web site: 

www.lawnandlandscape.com 

http://www.lawnandlandscape.com


KWIKREPAIR™ 
A WHOLE NEW CONCEPT IN PVC 

PIPE REPAIR & FITTING REPLACEMENT 

If Your Last Repair Wasn't A KwikRepair 
You Weren't KWIK Enough ! 

AVAILABLE IN 1/2" THROUGH 
1-1/4" COUPLINGS, 

ELBOWS & TEES 
1-1/2" & 2" COMING SOON 
ORDINARY FITTINGS KWIKREPAIR 

Number of fittings required 4 1 
Number of solvent welds required 7 3 
Pipe movement restraint required YES NO 
Possible O-Ring failure YES NO 
Minimum space required to install 1" Tee 21"x5-1/2" 9-3/4"x5-1/2" 
Approximate minutes to install 15 - 45 minutes 5-15 minutes 

Q)acafi/j 
DAWN INDUSTRIES, INC. 

4410 N. Washington Street Denver, CO 80216 
(800) 321-7246 Fax (303) 295-6604 

www.dawnindustries.com 
Made In U.S.A. Patent Pend ing 

'Available to Wholesalers & Distributors only 

http://www.dawnindustries.com


BARENBRUG ^ 
Turf Seed 
Solutions 
Barenbrug's success has been 
achieved through 100 years of provid-
ing its clients with top-notch products, 
technical support, quality control, on-

time deliv-
ery and 
customer 
service that 
is unsur-
passed in 

this industry. In today's fast-paced 
world of mergers and acquisitions, 
there is still a company you can count 
on today as well as tomorrow offering 
a number of different varieties of Ken-
tucky Bluegrass, bentgrass, tall fescue, 
fine fescue, perennial ryegrass and 
specialty grass. For more information, 
call 800/547-4101. 
Circle 600 on reader service card 

LAWN AND 
POWER 
EQUIPMENT 
Tek-Twisfter 
Fertilizer 
Spreaders 
Tek-Twister I and II are 100- and 200-
pound quick attach spreaders that will 
mount on most commercial mowing ma-
chines, utility vehicles and tractors. The 
spreaders feature a 12-volt variable 
speed motor that is sealed against corro-
sion and is rebuildable. The Hopper sits 
on a stainless steel frame and is made 
of Polyethylene with a mechanical mate-
rial shut off 
that elimi-
nates spills. 
A remote 
control con-
sole is avail-
able for in-
stallation 
where spreader is out of operator's 
reach. With its variable speed it can 
spread 4- to 25-inch widths. For more 
information, call 407/656-1088. 
Circle 601 on reader service card 
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Snow Products 
Catalog from 
CENTRAL PARTS 
WAREHOUSE 

Since 1980, Cen-
tral Parts Ware-
house has pro-
vided the snow 
and ice control in-
dustry with quality 
replacement 
parts, equipment 
and accessories 

for most major brands of snowplows 
and salt spreaders. New for this year 
are Boss and Fisher plows and replace-
ment parts. 

Central Parts Warehouse features 
the largest and most comprehensive 
catalog in the industry with more 
than 80 pages of equipment and il-
lustrated parts diagrams all at dis-
counted pricing. 

Reserve your FREE copy of our 
2000-2001 Snowplow Replacement 
Parts Catalog. Visit us on the World 
Wide Web at www.centralparts.com. 
Circle 603 on reader service card 

ACECAPS, 
MEDICAPS 
Provide Full 
Tree Care 
Keep your customers' trees healthy and 
insect free, and add more green to 
your bottom line using ACECAPS and 
MEDICAPS. They are truly the 
industry's lowest cost-per-unit systemic 
tree care programs available. Implants 
don't impact the environment and there 
are no empty containers to dispose. 
ACECAPS contains 97 percent 
acephate for season-long, broad-
spectrum insect control. MEDICAPS are 

^ backed by 
major 
university 
research and 
more than 25 
years of 

commercial success treating micronutri-
ent deficiencies of iron, manganese 
and zinc or as a combination tree 
food. Results are fast acting and last for 
three seasons. For more information, 
visit www.acecap-medicap.com. 
Circle 604 on reader service card 

^EasyToAJse-,«* 
Tree .uare 'Proauc ts 

http://www.centralparts.com
http://www.acecap-medicap.com


y j j . P 
At EARTHWAY, 
it's Your ,mj 
Choice ^ 
We offer hopper capacities of 50 or 
100 pounds, three different chassis 
styles - epoxy powder-coated with 

nylon bushing 
axle, epoxy 
powder-coated 
with greasable 
ball bearing 
axle or stainless 
steel with 

greasable ball bearing axle. 
Other features include the Ev-N-

Spred stainless steel, three-hole drop 
shut-off plate with independently 
adjustable twin throwing parts to 
balance your pattern, the Ev-N-Mulch 
large aperture compost and seed mulch 
shut-off or even a self-propelled Ev-N-
Spred M34ss shown here. 

Earth Way Ev-N-Spred and Ev-N-
Mulch - the choice of serious profession-
als. 

Call 800/294-0671 for details or 
visit our Web site at www.EarthWay.com. 
Circle 605 on reader service card 

FABRISCAPE 
Protects 
Valuable Plants 
from Frost 
Damage 
Fabriscape Inc. offers the best protec-
tion for your plants against frosty condi-
tions. Our Frost Blanket protects your 
plants from wind and frost damage 
while allowing light, water and nutri-
ents to pass through to your plants. 
Frost Blanket enhances germination 
and root growth and is UV stabilized 
to last. 

Frost Blanket 
is available in 
convenient retail 
sizes and in bulk 
sizes up to 17 
feet wide and 
300 feet long. 
This is perfect 
protection for gar-
dens, annual flowers, nursery stock, 
bedding plants, vegetables, golf course 
greens, etc. Available nationwide for 
immediate shipping. 
Circle 606 on reader service card 

m Frost 
Blanket 

http://www.EarthWay.com


AIR-O-LATOR'S 
Font* n-Aire 
Makes a Splash 
in Landscape 
Font'n-Aire combines the beauty of a 
romantic fountain with the benefits of 
an efficient aerator. Air-O-Lator's 
Font'n-Aire is a modular system for 

ease of 
installa-
tion 
and 
mainte-
nance. 

All units are furnished with ETL-listed 
controls, have a three-year warranty 
and are available in V2-to 5-hp units. 
Circle 607 on reader service card 

KICHLER: 
Leaders in the 
Lighting Industry 
Since 1938 
Kichler Landscape Lighting offers a 
complete line of uniquely styled lighting 
fixtures - accent, path, deck or pond. 
Whatever your lighting needs may be, 
Kichler is your source. Constructed of 
durable composites, cast aluminum 
and solid brass, our fixtures stand up to 
the elements. You can expect design 
flexibility, quality and customer service 
from the leaders in the lighting industry 
since 1938. For 
more information, 
call 216/573-
1000 or visit 
www.kichler.com. 
Circle 608 on 
reader service 
card 

http://www.kichler.com




r K P P PRODUCT 
• I I k k INFORMATION 
While using Laum & Landscape's Commercial Product Guide, you 
may find it helpful to remove the reader service card for easy 
reference. Once you have completed the card, simply drop it in the 
mail so you can receive the additional product information you're 
looking for. If the card is missing, simply call our circulation depart-
ment at 800/4560707 with the reader service numbers of the 
advertisers you would like more information from. 
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i fat Free NEBS ^ 
Landscaper's 
Sample — 

_ • HrfMiVi i i ' i « Packs 
Make your job 
easier with 
NEBS personal-
ized forms. Our 
specialized 
Landscaper's 
Forms giv 
you a pro-
fessional im-
age and help you 
get through your paperwork quicker. 
They're designed with preprinted head-
ings and checkboxes for fast, accurate 
write-ups. Try before you buy with a 
FREE Landscaper's Sample Pack includ-
ing Landscaping Estimate, Laser and 
Manual Landscaping Proposals, Lawn 
Maintenance Invoice, Laser and 
Manual Landscapeing Work Order / 
Invoice and Doorknob Hanger. Request 
your FREE Landscaper's Sample Pack 
using code 56278. Call 800/367-
6327 or visit www.nebs.com. 
Circle 609 on reader service card 

NORTH 
AMERICAN 
GREEN Leads in 
Erosion Control 
North American Green is a leading 
manufacturer of erosion control blan-
kets and turf reinforcement mats. The 
products are designed to keep top soil 
in place after site work has been com-
pleted, and to assist with the establish-
ment of a strong stand of vegetation.. 
Erosion control blankets have proven to 
be a cost-
effective 
tool for 
revegeta-
tion, offer-
ing signifi-
cant performance advantages over 
loose mulch, particularly on sites sub-
ject to high wind or significant rainfall. 
A variety of products are available for 
both temporary and permanent protec-
tion for many applications, including 
slopes, drainage channels and shore-
line protection. For more information, 
visit www.nagreen.com. 
Circle 610 on reader service card 

http://www.nebs.com
http://www.nagreen.com


Make Paver 
Installation 
Easier and More 
Profitable with 
BRIC-EDG from 
OLY-OLA 
BRIC-EDG from Oly-Ola Sales, the origi-
nal "L-shaped" paver restraint, has 

been used worldwide by 
landscape professionals 
since 1989. BRIC-EDG 
is designed to be used in 
any brick paver project, 
whether the project re-

quires a restraint under the pavers or 
outside the pavers. Featuring multiple 
installation methods, BRIC-EDG can be 
installed two ways - by either placing 
the brick on top of the edging or posi-
tioning BRIC-EDG along the outside edge 
of the paver. Non-bending steel anchor-
ing stakes secure edging and prevent 
movement. Constructed of black vinyl, 
BRIC-EDG has no sharp edges, will not 
rust or kink, is available in both flexible 
and rigid sections in 2 inch and 1 Vi inch 
depths and 15 foot and 7V:2 foot lengths. 
Circle 611 on reader service card 

READING BODY 
WORKS Helps 
Keep Your Tools 
and Equipment 
Organized 
Reading Body Works offers a complete 
line of steel and aluminum toolboxes. 
Designed for years of dependable use, 
Reading toolboxes feature heavy 
gauge steel and aluminum construction 
and lock securely for total tool protec-
tion. Reading also offers ladder racks 
and cab guards. Keep your tools and 

equip-
ment or-
ganized 
and pro-
tected 
from 

moisture and theft with Reading 
toolboxes. For more information on 
Reading toolboxes and accessories, 
contact Reading at 800/458-2226 or 
visit its Web site at 
www. read i ng body, com. 
Circle 612 on reader service card 



New Dimension® 
Ultra WSP 
from ROHM <•>•»••'< 
AND HAAS 
Rohm and Haas announces new 
Dimension® Ultra WSP turf and 
ornamental herbicide. A wettable 
powder, Dimension Ultra WSP is up to 
one-third more effective per unit of 
active ingredient than liquid formula-
tions. Treatment cost per acre will be 
lower. Offered in convenient 5-ounce 
water-soluble packs, it dissolves and 
mixes easily, with no solvent odor. 
Dimension® is completely non-stating 
and safe for turf and landscape 
ornamentals. Dimension's application 

window 
spans from 
fall 
applica-
tions to 
early 

postemergence. For more information, 
call 800/987-0467 or visit 
www.rohmhass.com. 
Circle 613 on reader service card 

UNIQUE 
LIGHTING 
SYSTEMS Offers 
Multimatic 
Power 
Transformers 
Unique Lighting 
Systems' Low Volt-
age Multimatic 
Power Transformers 
include multiple volt-
age taps ranging 
from 12 to 22 
volts. This allows 
the installer to cus-
tomize the voltage for each individual 
wire run, thus getting 12 volts to each 
run of lights. Essentially, the Multimatic 
Power Transformer is like having eight 
transformers in one. It eliminates the 
need for heavier gauge wire and hav-
ing to run 110-power distribution through 
the project. The Multimatic Power Trans-
former comes in stainless steel with watt-
age capacities of 300, 360, 840 and 
1 120 watts. Every Unique multiple tap 
transformer has a lifetime warranty. 
Circle 614 on reader service card 

http://www.rohmhass.com


F A L L S P E C I A L ! All books and 

ndscape 
Professionals 

Take this 

opportunity 
t o < f f t these 

essential 

landscape 

professionals. 



eos are 20% off. Place your order today! 

Technical Books 
TITLE 
The Complete Irrigation Workbook, by Larry Keesen 
Turfgrass Ecology & Management, by Karl Danneberger 
I'd like both books for only $25.00 

QUANTITY UNIT PRICE 
$11.96 
$14.36 

-$2WXT $20.00 

AMOUNT 

Training Videos in English and Spanish 
TITLE QUANTITY UNIT PRICE 
String Trimmers and Blowers English -$56UII $40.00 
Walk-Behind Mowers English 45ftOff $40.00 
Riding Mowers English -$5frtJff $40.00 

AMOUNT 

String Trimmers and Blowers Spanish 
Walk-Behind Mowers Spanish 
Riding Mowers Spanish 
Combination Order (English/Spanish) $100 (set) 

(includes books & videos) 

(Ohio residents only add /%) 

I 

i S M T $48.00 
m m $48.00 
m f f i $48.00 
s m v o $80.00 

SUB-TOTAL FOR ALL ITEMS 
SALES TAX 

SHIPPING AND HANDLING 
TOTAL 

Add appropriate shipping charges: 
I Books - add $2.50 for 1 book; $5.00 for 2 books 
I Videos - add $7.00 tor 1 video + $1.50 for each additional video 
I QUESTIONS: Call Lori at 800/456-0707 

Money Back Guarantee! 

I Name. 

Company. 

Address 

City_ 

I State. - Z i p . 

Phone. 

E-mail _ 

For 

Method of Payment 
I I Payment Enclosed: 

Make checks payable to: 
The Lawn & Landscape Media Group 
4012 Bridge Avenue 
Cleveland, Ohio 44113 
800/456-0707. 

Charge to my: 

D Visa Q Mastercard 

I I American Express 

Name as printed on the card: 

Credit card number: 

Expiration date: 

Signature: 

ce Fax Your Or V961-0364. 

ORDER TODAY! toll free 800/456-0707 



• WHY DO LEADERS CALL IT "GREATEST or BEST STUFF or PRODUCT in the WORLD?" 

IMPOSSIBLES 
MADE EASY by 
Greatest Guarantee-Offer PROOF ever: - » 
60 YEARS unchallenged - $5,000. GUARANTEED to be 

World CHAMPION 
#1 Activator # i Trans/ #1 Extra 

11 REVIVER, PLANTER, GROWER. 
WORLD'S FAIR SCIENCE-MEDAL-WINNING #1 Perfecter 

BILLIONS-PROVEN EXTRA LIFE-MAKER 
® HORMS * 4 WORLD'S F A I R 

Gold Medal Void Medal ^ i i u i i w o «• — ^ 

SUPERthrive1 
50 VITAMINS-HORMONES USED BY 

FIVE U.S. DEPARTMENTS TO HELP WIN WORLD WAR II 
I W I I Q A M H Q O F GOVERNMENTS, STATE UNIVERSITIES, LEADING 
I R U J O N L J O ARBORETUMS,BOTANICALGARDENS.PARKSSYSTEMS 

U.S., STATES and CITIES IN MULTIPLE-DRUMS LOTS, Majority of ALCA 
members attending ALCA FIRST convention; plentifully on every continent (60 years, no salesmen) 

NEARLY 1000 BOOKS, CONFERENCES, 
MAG 
fersity s 

SUPERthrive™ raised survivals of difficult transplanting from 3%, with other materials, to 100%.' 

mmI r , MAGAZINES, NEWSPAPERS, TVs, RADIOS • California State Polytechnic University scientists reported: 1 

• U.S. Forest Service scientists reported: "Much more growth above and below ground than when 
fertilizers used alone." "25% fewer lost reforestation tree transplants." 

• 60 years, NO return on first-gallon money-back satisfaction guarantee! 
• 100% of 2000 SUPERthrive™ dealers asked at trade shows said they know SUPERthrive™ 

revives "dead" shrubs or trees having as little as green under the bark. 
• FAR MORE science research years, value of chemicals, results. 
• REFUSE fraudulent substitutes. Nothing is at all "like" SUPERthrive™. 

• Point with pride to ALL your jobs. • Build demand for you. 
• Protect and save essentially 100% of all trees, other plants, Speed seeds. 
•Predict healthy, active, uniform and beautiful "super-normal'' plants. 

Made in U.S.A. by VITAMIN INSTITUTE, Original, world-lifting life-chemical complexes 
100,000 of the world's science discoveries, distilled by V.l. genius, to LIFT YOUR WORLD 

VITAMIN INSTITUTE, 12610 Saticoy Street South, North Hollywood, California 91605 
Ph. (800) 441-VITA (8482) or (323) 877-5186, FAX (818) 766-8482, www.superthrive.com 

http://www.superthrive.com
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L a w n & Landscape O n l i n e features 

# Late-breaking news 
# O n l i n e t rade s h o w 
# Back issues 
# On ly -on l i ne art ic les 
# C h a t r o o m s 
# N e w s g r o u p s 
# Industry l inks 
# Industry t ra in ing gu ides 
# C lass i f ied adver t i s ing 
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# O n l i n e subscr ip t ion services 
# Industry research repor ts 
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Interior Crossover 
(continuedfrom page 116) 

THE STRATEGIC ADVANTAGE. 
Partner ing inter ior and landscape ho lds con-
sol idat ion a d v a n t a g e s for contractors and 
c o n s u m e r s . C o m p a n i e s w h o add interior-
scape s treamline management , resources and 
labor whi le of fer ing opportuni t ies for tech-
nic ians to f ine- tune c u s t o m e r service skil ls -
a crucial requirement for interior jobs . Cli-
ents gain the c o n v e n i e n c e of w o r k i n g with a 
s ingle-service provider . 

" Y o u can coordinate the t w o and h a v e a 
f low of the same style/' described Linda Novy, 
president, Gardners ' Guild. "For jobs where 
interiorscape is a smaller piece of the contract, 
w e train exterior crews to care for the plants -
it passes savings on to the c u s t o m e r . " 

C o m p a c t i n g cer ta in cos ts is a d v a n t a -
geous , but c o m p a n i e s that offer both services 
m u s t real ize the contrasts b e t w e e n indoor 
and o u t d o o r pursui ts and hire or train e m -
ployees accordingly . For example , interior-
scape technic ians m u s t g a u g e e n v i r o n m e n -
tal condit ions , such as l ighting, r o o m tem-

perature and traffic, stressed Toby 
Langner , pres ident , L a n g n e r & 
Associates , Chicago , 111. 

" T h e b iggest d i f ference is in 
s o m e of the care and the funct ion 
that w e h a v e to p r o v i d e , " he ex-
pla ined. " T h e schedul ing is m o r e 
intricate as far as access to areas 
and the h o u s e k e e p i n g require-
m e n t s are h igher for inter iorscape 
services . T h e a d d i n g of chemica ls 
and t reatment of pests and dis-
eases is m o r e d e m a n d i n g in interior. 

" T h e s ize of the e q u i p m e n t used is l im-
i ted , " he cont inued, adding that o v e r h e a d 
e q u i p m e n t costs pale in c o m p a r i s o n to land-
s c a p i n g . " Y o u n e e d m o r e h o u s e k e e p i n g 
items, l ike protect ion mater ia ls that mini -
m i z e the ef fects of chemica l s and w a s h that 
can occur on an interior serv ice . " 

T e c h n i c i a n s on an inter iorscape team 
boast qual i t ies such as k n o w l e d g e of plants 
and their needs b e y o n d water ing . S o m e hold 

Interiorscape 

services demand 

detail- and 

service-oriented 

technicians. 

Photos: Roger 

Mastroiani 

degrees in hort iculture or design orhave nurs-
ery exper ience . Inter iorscape is a detail-ori-
ented, h u m a n relat ions i m a g e service w h e r e 
technicians manipulate indoor plants to thrive 
in an artificial a tmosphere . S tacy Richie, n e w 
bus iness d e v e l o p m e n t , North Haven Gar-
dens, Dallas , Texas , said maintenance m e a n s 
p laying the role of a magic ian . 

" H o w successful you are d e p e n d s on h o w 
y o u r technic ians can trick plants into think-

(continued on page 120) 

More Eff 
Less Expensive... 

From Tree Tech® Microinjection Systems comes 
a full line of nationally labeled insecticides, fungicides, 

bactericides and fertilizers in leakproof microinjection units. 

Insecticides - Acephate, Vivid®ll, and MetaSystox®R 
Fungicides - Bayleton®, Aliette® and Alamo® 

Fertilizers - Our proprietary Nutrijecf formulations 
Bactericides - Oxytetracydine antibiotic 

1879 SW 18th Ave 
Williston, FL 32696 

1-800-622-2831 
e-mail: info@treetech.net 
website: www.treetech.net 

Tree Tech® Environmentally Sound Tree Health Care for the 21st century and beyond. 

Labels, MSDS Sheets and Other information Available at www.treetech.net 

mailto:info@treetech.net
http://www.treetech.net
http://www.treetech.net


Bob S 
Stone 

(Also pictured is Bob s 
son D.J father-in-law 
Jim Francis (both are 
close to truck furthest 
center.) Brad Hanson 
Operations Manager. & 
Hollie Slusarczyk. Office 

R a i n d a y s ? 
N o p r o b l e m ! 

B s a i a i s 

Ì M M I L 

"I have a life now because 
with CLIP anybody can run 

g our business. It used to take 

I us days to do the bi l l ing—with 
CLIP it takes Hollie less than 4 
hours . . .and we have 5 t imes the 
clientele," says Bob Smart, co-owner of 
Yard Smart, Inc, a business doing over 1 
mil l ion in sales annually. 

S e n d y o u r 
c r e w s o u t 

V i e w y o u r m o s t p r o f i t a b l e j o b s 
at a g l a n c e ! 

J u s t press — Y e s , D o n e ! 
CLIP k n o w s e x a c t l y what t o 

bil l & w h e n to r e s c h e d u l e 
CUP Software-

Built for fbi/rBusiness 

mms Th 

'CUPtracks everything. It keeps us on sched-
ule, shows the profitability of every job we do, 
reminds us of important dates, reveals the effec-
t iveness of our advertising, applies service charges 
to clients' bills, and lets us know exactly where our 
company stands on a monthly basis," says Bob. 

Bruce Stone, partner and co-owner, says, "It's not 
just that CUP is a great program. CUPs support 
services, most notably their annual CLIP Confer-
ence, have been invaluable to our business. The 
people at CLIP stand behind their product 100%. 
CLIP has taken such a burden off us. It's 
enabled us to get away f rom doing paperwork 

^ j j so we work on our business instead of in it. 
With CLIP, life is good." 

The Ultimate Service Sofware 

FREE Demo 
Get Ready to Get Your Life Back! 

Call 800-635-8485 
for more information visit www.clip.com, or ask your local dealer! 

http://www.clip.com


(continuedfrom page 118) 

ing they are in a tropical environment/' she 
ovserved, adding that detail-oriented care plays 
a part in plant mind games. A customer's 
magnifying-glass view of indoor installa-
tions allows little leeway for mistakes. 

"Plants are in the lobby, they are the thing 
you sit next to and stare at, they are in the 
boss' office, they are in the board room," 
Richie listed. "So, the level of grooming and 
detail work is more intense." 

DRAFTING A TEAM. The defining char-
acteristics of an ideal interiorscape techni-
cian are different from those of a landscape 
crew member. Much how right- and left-brained 
people might choose contrasting careers, the 
winning personality for interiorscape techni-
cians often differs from their exterior coun-
terparts. For starters, customer service is more 
important for indoor employees who are in 
close contact with customers. 

"We have to rely on our people to put out 
our image for us," Richie emphasized. "The 

personalities that our technicians have - how 
good they are with customers - is important. 
I've had technicians who are wonderful plant 
people but not good with the client." 

Richie's "wanted" ad admittedly targets 
a split personality, meshing qualities like 
"friendly" and "organized" with "hermit," 
because technicians often handle routes solo. 
This is why a starting line-up of qualified 
employees with a polished appearance will 
be crowd pleasers. 

"You look for such a combination of skills 
because interiorscape is very personal," 
Richie explained. "The person has to be some-
one who looks good and can carry on a 
conversation with someone at this level." 

Interior and exterior departments at North 
Haven operate like separate businesses. 
Richie staffs the interior division with a gen-
eral manager who oversees the department 
and an operations manager who imports 
plants from Florida and supervises the green-
house, inventory, deliveries, installations and 

special services. Four team leaders mimic 
the role of landscape foremen and 20 techni-
cians service accounts, she explained. Sales 
people also are divided, with one represen-
tative dedicated solely to new accounts and 
another focused on evaluating satisfaction. 

"Clients don't want new faces, so we try to 
keep the same people on a route,"Richie added. 

Maureen Connolly, interior manager, 
Kujawa Enterprises, Cudahy, Wis., added 
that the knowledge interiorscape work re-
quires demands specialized employees, and 
she finds that cross-trained employees are 
not always experts in addressing specific 
plant needs. Her two divisions are team-
oriented, she added, but a healthy rivalry 
existed between the two branches when the 
interiorscape division launched. "When they 
worked with us at holiday time, we earned 
their respect," she said. Though the exterior 
division outnumbers interiorscape 130 to 15 
employees, their revenues closely match. 

(continued on page 122) 

STAHL Grand Champimi 
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SSSsi 5TAHL 

f i n a l l y . . . 

0 a truck built 
around you! 

o-
lift dump store haul 

call STAHL for all your commercial truck equipment needs! 
for the distributor nearest you, 

call 1 -800-CS-STAHL 
WWW. St a h I. CC (1-800-27-78245) 

ML 'orkForce 
\International 

LABOR PAINS? 
Are you in need of 
a stable, low cost 

workforce? 

Are your employees 
here today and 

gone tomorrow? 

We can help with your labor needs, 
utilizing the INS' H2B Worker Program 

WorkForce International is committed to providing you 
with quality service at an affordable price. 

Visit our website at: 
www.workforceinternational3.prodigybiz.com 

PH: (713) 923-5564 
Fax: (713) 923-5517 

E-mail: workforceintl@aol.com 

http://www.workforceinternational3.prodigybiz.com
mailto:workforceintl@aol.com


"For years, we had the same 

problem every spring—how to 

effectively control weeds while it 

was still cool outside. We usually 

had to reapply products to get the 

desired control. That is until we 

discovered Cool Power9. Cool 

Power eliminates the weeds the 

first time around—saving us 

time and money." 

Denny Pennington Owner, Pennington Lawns 

Des Moines, Iowa 

Often, when the temperatures are cool, 

your ability to successfully control weeds 

is hampered. No more. Cool Power, a 

post-emergent herbicide, offers superior 

weed control for cool 

weather applications. 

So whether it's wild 

violets or dandelions, 

weeds can't hide from Cool Power. 

COOL POWER 

V 

R iverdale 
The Formulation Innovators 

(800) 345 3330 
www.riverdalecc.com 

http://www.riverdalecc.com


• Bring in a consul tant or inst i tute a training program to e d u c a t e employees . 
• Hire e x p e r i e n c e d workers and qualified t e c h n i c i a n s . 
• D o n ' t o v e r e x t e n d yourself by growing your inter iorscape b u s i n e s s too quickly 
• B e avai lable to c l ients s o you c a n respond quickly to their n e e d s . 
• Don ' t invest heavily a t first - t a k e it s low. 
• B e c a u s e interior and exterior are t w o s e p a r a t e ent i t ies , work t o g e t h e r to help e a c h 
other, but develop an inter iorscape plan. 
• Don ' t give up easi ly. " I t ' s hard to break into t h e b u s i n e s s , but o n c e you g e t 
e s t a b l i s h e d and people unders tand that you are serv ice or iented and h a v e a good 
work ethic , it will s h o w . " Maureen Connolly, interior manager, Kujawa 
Enterprises, Cudahy, Wis. 

Expert B B Expansion Tips 

Interior Crossover 
(continuedfrom page 120) 

C o n n o l l y earned this success wi th the 
he lp of e m p l o y e e s w h o are not only plant-
people , but a lso people -people . 

" Y o u h a v e to love plants/' she stated 
s imply . " I f I don ' t see this qual i ty on an 
appl icat ion, I don ' t look it over m u c h . " 

C o n n o l l y learned the i m p o r t a n c e of in-
stat ing an organizat ional s trategy through 
trial and error, cit ing her c o m p a n y ' s initial 
p lant t racking system as a c u m b e r s o m e prac-
tice that eventual ly w a s replaced by label ing 
plants in each container . Learn ing from inef-
f ic iency and changing the sys tem i m p r o v e d 
overal l operat ion in this case, she noted. 
Hir ing e m p l o y e e s is no different . 

THE GROWING GAME PLAN. W h e t h e r 
a c o m p a n y div ides inter iorscape and land-
scape services into t w o divis ions or cross 
trains e m p l o y e e s to play both fields, mos t 
contractors see a g r o w i n g d e m a n d for indoor 
instal lat ion and maintenance . 

Connolly saw her interior division grow from 

seven to 158 accounts in four and a half years, 
and while this influx of customers reaped gen-
erous profits, she stressed the d a n g e r s of grow-
ing too quickly. Most contractors find that 
shoddy service chips a w a y a solid reputation. 

" O u r c o m p a n y h a s g r o w n and g r o w n , " 
Connol ly noted. " F o r a whi le w e w e r e get-
t ing n e r v o u s b e c a u s e w e w a n t e d to meet the 
d e m a n d for services . W e w a n t e d to find 
people w h o w e r e going to m a k e it a career . 
W e didn ' t w a n t to g r o w too fas t . " 

C o n n o l l y d i d n ' t s e e k a d d i t i o n a l sa les 
r e p r e s e n t a t i v e s d u r i n g h e r d i v i s i o n ' s 
g r o w t h s p u r t , s o i n t e r i o r a c c o u n t s re-
m a i n e d at s t a t u s q u o a n d t e c h n i c i a n s pre-
s e r v e d q u a l i t y service . 

L a n g n e r ' s smal l c o m p a n y a p p r o a c h e s 
i n t e r i o r s c a p e e x p a n s i o n d i f f e r e n t l y . H e 
doesn ' t focus at all on growth . H e trains 
e m p l o y e e s in both areas for versati l i ty and 
main ta ins his c o m p a n y phi losophy, which is 

(continued on page 140) 

OLDHAM 
CHEMICALS COMPANY, INC. 

OVER 30 YEARS OF RELIABILITY 

INSECTICIDES • FUNGICIDES • HERBICIDES 
SAFETY EQUIPMENT • SPRAY RIGS AND ACCESSORIES 

H 1 - 8 0 0 8 8 8 - 5 5 0 2 r 

PO BOX 18358 
3701 NEW GETWELL ROAD 

Ö MEMPHIS, TN 38118 Ufa 

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. 

' / ' / / V i 
f'rJ The Eye of . „ u . ̂  

the Storm 
' i f 

4 Programs 
4 Start Times 
Y2K Compliant 
Program Review 
Day-Off Feature 
Audible Fault Alarm 
Monthly % Adjustment 
0 - 300% Water Adjustment 
3 Year Warranty 

i è ì t e } [kner 
a>ST#RM 

At last, an economica l controller series 
offering the same features as the most 
expensive units. The Storm Series 
controllers from Buckner by Storm are 
available in 6, 9 and 12-station indoor and 
outdoor models. For a complete list of 
features, contact your local Buckner by 
Storm distributor or visit our web site at: 
www.bucknerirrigation.com. 

Buckner by Storm 4381 N. Brawley Ave., Fresno, CA 93722 (800) 328-4469 fax (800) 997-0500 

http://www.bucknerirrigation.com
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Ryan 
Lawnaire 
V Aerator 

Husqvarna Zero-Turn Series 

• Ideal for s loped or 
undula t ing surfaces 
• C o v e r s a 26Vi-inch 
aerat ing width 
• 34-inch cor ing type 
t ines can penetra te soil 
u p to 23A inches w h e n 
adding weight bar and 
water- f i l led rol ler 
d r u m 
• Avai lab le wi th a 
4 - h p H o n d a e n g i n e or a 3 .5 -hp Br iggs & 
Strat ton e n g i n e 
• Prov ides an aerat ing rate of m o r e than 
29 ,000 square feet per h o u r 
• Features a new, stable, ex t ra -heavy de-
sign for a d d e d durabi l i ty 
Circle 200 on reader service card 

• Sol id u n i b o d y prov ides m a c h i n e with a low center of gravi ty 
and w i d e whee l s tance 
• 19 cutt ing he ights avai lable to fit var ious appl icat ion n e e d s 
• D e c k s avai lable in 52- and 61- inch s izes 
• M o w e r s offer cutt ing range, ad justable f rom \Vi to 6 inches in 
V4-inch increments 
• G r o u n d speed reaches 10 m p h 
• 11.4-gal lon fuel capaci ty with three e n g i n e opt ions : air cooled, 
l iquid cooled and fuel in ject ion 
• Opt iona l foot assist lift m e c h a n i s m he lps to raise cutt ing deck 
over curbs and to c h a n g e cutt ing he ight 
Circle 201 on reader service card 

Loegering Track 
Ready Bucket 
• Bucket is des igned for use with t racked 
skid-steer loaders 
• M o u n t fits a level b u c k e t with Loeger ing 

track sys tem 
• Bucket avai lable in 70- or 80- inch sizes 
• A w i d e r bucket covers tracks during 
back-f i l l ing 
• L o w profi le for high visibility, tracks 
p r o v i d e grading 
Circle 202 on reader service card 

Scarify • Rip Vegetation • Push/Pull Soil • Finish Grade • Prepare Seedbeds 
Call for Free Video (877)788*7253 

WWW. tr3rake.com tiyctoS^dJnnwaiors, Inc. 1Q86Q McKntey Hwy • Qecoo/a. IN 46561 
<219)674*5296 • (219)674-5902 (fax) • (877)786-7253 (RAKE) • http /'www tr3rake com • mtoCtr3rBke.com 

3 Tools-in-ONE! 
• Scarifier 

• Box Scraper 
O Finish Rake 

NOW: One Tool Does It All! 
No Mors Changing Out Tools 

No Mors Costly Maintenance 

i i a n d Labor 

No matter what industry 
you are in—if you 

have ground to 
prepare—you 

need the 
TR3™! 



www. lawnand land 
Serving the $00 Billion Profe»iono! londicope Industry www.lawnandlandscape.com 
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Cindy Code, Kevin Gilbride, Maureen 
MertZy Carl Hammer and Vince Ricci are 
available to address all of your 
advertising needs. 

Through print, 

Internet, 

industry 

conferences 

and custom 

publishing, no 

one covers the 

professional 

lawn and 

landscape 

market like the 

L&L Media 

Group. 
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urn 

Leadership is Measurable. 

4012 Bridge Avenue, Cleveland, Ohio 44113 

Call toll-free today. 

800/456-0707 

http://www.lawnandlandscape.com


Köhler Triad 
Engines 

1 Avai lab le in 20 -hp or 2 3 - h p m o d e l s 
» Spec i f i ca t ions for the 2 0 - h p m o d e l 

include: 6 5 3 
cc e n g i n e 
with 80 m m 
bore , 65 m m 
stroke, m e a -
sures 328 by 
4 0 0 by 4 4 9 
m m , w e i g h s 
9 0 pounds , 
8.8:1 c o m -

press ion ratio and p r o d u c e s 33 .3 p o u n d s 
per foot of torque at 1 ,800 rpm. 
• Spec i f i ca t ions for the 23 h p m o d e l in-
c lude: 725 cc e n g i n e with 83 m m bore, 67 
m m stroke, m e a s u r e s 328 by 4 0 0 by 449 
m m , w e i g h s 90 pounds , 8.8:1 c o m p r e s s i o n 
ratio and p r o d u c e s 37 .7 p o u n d s of torque 
at 3 ,000 rpm. 
• T h e V- twin , hor izonta l -shaf t e n g i n e s of-
fer low fuel and oil c o n s u m p t i o n , ex tended 
o i l - change intervals , i m p r o v e d air f low and 
t e m p e r a t u r e distr ibution, and i m p r o v e d 
cool ing with no b o r e distort ion 
• R o c k e r a r m s m a k e the O H C e n g i n e the 
s a m e size as o ther o v e r h e a d valve e n g i n e s 
• Features an integrated c rankcase 
• Automot ive - s ty le t iming belt assists in 
co ld-weather start ing and decreases noise 
Circle 203 on reader service card 

Ofy-Ola 
SHALLOW 
BRIC-EDG 
• 1 Vi- b y 2V£-inch p a v e r restraint is 
des igned for l andscape pro jects that 
use sha l low br icks (6 cm), f lagstone, 
pat io and concrete b l o c k s 
• S t reaml ined " L " des ign is f lexible 
and e l iminates the b u m p on the out-
s ide vert ical leg 
• U s e d to restrain and suppor t land-
scaping 
br icks and 
pavers 
• Contrac -
tors can 
create 
straight or 
curved 
l ines that 
hold br icks 
or pavers 
in place 
• C o n -
structed of 
black vinyl and avai lable in 2- by 3-
inch sizes 
• Offers a 15-year guarantee includ-
ing labor, mater ia ls and freight costs 
Circle 204 on reader service card 

Glenmac Hariey 
Power Box Rake® 
• 72- inch bi -angular , b i -direct ional p o w e r landscape rake for skid-steer loaders 
• C o m b i n e s landscape s e e d b e d preparat ion s teps with o n e a t tachment 
• R a k e p e r f o r m s s imilar to a tiller whi le level ing, pulveriz ing, raking and col-
lect ing rocks 
• Mater ia ls can w i n d r o w to left or right 
• O p e r a t o r can angle roller and twin barr ier u p to 20 degrees left or r ight for 
grading a n d w i n d r o w i n g 
• Features adjustable , removable , h e a v y - g a u g e b o x endpla tes that are m o u n t e d 
at the e n d of each rol ler 
• Rake traps and gathers s tones for pi l ing and easy p i c k u p 
• E q u i p p e d with carbide teeth that bi te into c o m p a c t e d soil 
• Uni t is hydraul ica l ly dr iven 
Circle 206 on reader service card 

RedMax Pro 
Series Engines 
• Replaceable h igh- tens ion lead a l lows 
easy repair of d a m a g e d ignit ion sys tems 
• C h r o m e cyl inder tolerates heavy, com-
merc ia l use 
• 12 to 19 cool ing fins diss ipate heat 
• U s e s a glass-f i l led low- tone muff ler 
• " V " port ing e n h a n c e s start ing and two-
ring piston g ives t ight to lerances 
• Also features f loating caged needle bear-
ings, m a c h i n e d and ba lanced f lywheel , 
h e a v y - d u t y ball bear ings , I -beam connect-

ing rod, spl ined solid steel drive shaft, 
h e a v y - d u t y clutch, c h r o m e moly crank-
shaft , four-bolt cool ing crankcase and 
tank p u r g e system, W a l b r o W Y carbu-
retor, reusable foam air filter and easy-
access air c leaner cap 
• E q u i p m e n t is E P A and C A R B 
certi f ied 
Circle 205 on reader service card 

Little Wonder 
Xtra Edger 

• T h e m a c h i n e c o m b i n e s the m a n e u v e r -
abil ity of a stick e d g e r with the precis ion of 
a w h e e l e d e d g e r 
• D e s i g n e d for curbs, s idewalks , drive-
ways , tree rings, f lower b e d s and other ar-
eas that require a clean e d g e 
• Ideal for e d g i n g in conf ined areas w h e r e 
tradit ional whee led edgers can ' t fit 
• Features a h a n d l e - m o u n t e d thrott le inter-
lock, fully enc losed transmiss ion, debris 
def lector and fully enc losed b lade guard 
• 34 cc two-cyc le 
eng ine 
• 3.5-to-1 gear 
reduct ion 
• W e i g h s 18 
p o u n d s 
• Inc ludes a six-
posi t ion step 
height adjust-
ment , p a d d e d 
h a n d l e grips, 6-
inch w h e e l and rubber m o u n t e d anti-vibra-
tion h a n d l e s 
Circle 207 on reader service card 



Seeking a short cvf 
to f i n a n c i a l s u c c e s s ? 

At GreenSuccess.com, 
our online path to 
success is easy 
to 
Have you been searching for a 
convenient source for your green 
finance and resource needs? 

You've finally found it! 
GreenSuccess.com 
At CreenSuccess.com, weve taken 2 1 years 
of financing expertise and launched a company 
dedicated solely to the green industry. We 
understand your business needs and provide 
you with customized financing and resources to 
make your job a lot easier. 

Browse our website and discover the endless online 
benefits to serve your "Green" industry needs. 
Not only will you find customized equipment 
financing, but you'll also find these F R E E 
resources to help you run your business 
effectively day after day. 

• Custom Financing 
Not sure of your financing options? Our 
online tutorial with built-in calculators help 
you design your own payment schedule and 
predict your payments! 

• Online Resources and Tools 
Enjoy industry links to weather, maps, research 
and other online resources as well as daily news 
and business tips. 

• GroundCover e-newsletter 
A subscription to this e-mail newsletter full of 
industry news and information is yours FREE. 

Online Resources for the Green Professional 

Call today for your FREE consultation! 
Toll Free 877-360-0500 



VERSA-LOK Accent Retaining Wall System 
• C o m p o s e d of l ightweight , sol id concrete 
uni ts 
• Uni ts a l low for t ight des ign radiuses and are 
small scale 

• P inning system a l lows construct ion o f set-
b a c k and near-vert ical wal l s 
• Ideal for retaining wal ls or plant ing areas 
Circle 208 on reader service card 

ANYBODY 
CAN 
PUT 
TANKS 
ON A 
TRUCK! 

TUFLEX MANUFACTURING CO. 
1406 S.W. 8th Street 
Pompano Beach, Florida 33060 

Toil-Free: 1-800-327-9005 
954-785-6402 
FAX: 954-785-6404 

Experience 
the tough-flex 
difference. 

Gowan and 
Sankyo Miticide-
Insecticide 
• Insect ic ide is a p p r o v e d by the U.S. Envi-
ronmenta l Protect ion A g e n c y as a reduced-
risk pest ic ide 
• M i x t u r e is c o m p o s e d of natural ly-der ived 
p r o d u c t s isolated from the fermentat ion 
broth of a soil m i c r o o r g a n i s m 
• Effect ive in control l ing E u r o p e a n red 
mite , spider mite and Tet ranychid and 
Er iophyid mite spec ies 
• Acts on key insect pests in target crops 
Circle 209 on reader service card 

Bata™ Bison OD 
PVC Woikboots 
• A d v a n c e d sole offers greater surface con-
tact and lowered toe spr ing design distrib-
utes weight , 
reduc ing back 
stress 
• So le tread pat-
terns channel out 
debris and in-
crease tract ion 
• Ribbed sole is 
sl ip-resistant 
• S n u g ankle fit 
reduces heel slip-
page and w i d e r 
shaft a c c o m m o d a t e s pant legs 
• Built- in arch suppor t sys tem 
• Ideal for w e a r in nurseries , lawn and 
landscaping, and gardening 
• Unisex , o l ive green boots are avai lable in 
m e n ' s full s izes 6 to 18 in a plain toe style 
or with A N S I / C S A - a p p r o v e d steel toe caps 
and s h a n k s 
Circle 210 on reader service card 



cutive Forum 
F E B R U A R Y 1 - 4 , 2 0 0 1 

W E S T I N L A P A L O M A • T U C S O N , A R I Z O N A 

WINNING AT 
THE LANDSCAPE 
MANAGEMENT GAME 
B E S T PRACTICES AND S T R A T E G I E S 

MANAGING GROWTH 

GENERATING SALES 

BUILDING A WINNING TEAM 

WINNING is one of the most powerful motivators. People who feel like they are WINNING and are 
associated with winners perform better than those who never feel victory. To make this happen 
in your business, you must adopt WINNING tactics that produce employee ownership, innovation, 
and enthusiasm. The 2 0 0 1 Executive Forum will provide owners and managers with landscape 
contractor specific strategies and tactics that will allow them to put their company and employees 
in the winner's circle. 

For program details and registration information, 
contact Associated Landscape Contractors of America 

800-395-ALCA(2522) • www.alca.org 

Presented by: 

ASSOCIATED LANDSCAPE 
CONTRACTORS OF AMERICA 

http://www.alca.org


g THERE WE ARE! 
Ranked Among the Best 

Franchise Opportunities in America! 
Success 
Magazine 

GOLD 
1 0 0 

, if . 
n i t r o - g r e e n PftOffSSIONAl/ i i\#i»i<l<lll!MI 

Entreprenuer 
Magazine 

Income 
Opportunities 

Magazine 
Franchise 

5 0 0 
Platinum 

2 0 0 

Business 
Start-ups 
Magazine 

The Top 
1 5 0 I 

• Proven Leaders in the Lawn Care Industry 
• 20 year Track Record of Successes 
• In-depth Training 
• Exclusive Territory 
• Extensive Support • _ « 

Call us at 888-509-9500 
USE READER SERVICE # 8 6 

/ Who wants to do a MillionSQUARE 
\ on dozens of 5000 sq. ft. lawns with ease? 

• ^ ù s è C A - Y o u r w o r k e r s V ru.u V k B - 0 t h e r o w n e r s 

D-You ^ • ^ C - Y o u r c u s t o m e r s ) 

S - ^ Before you give your final answer 

' , phone a friend at Perma-Green 

8 0 0 . 3 4 6 . 2 0 0 1 

^ . or www.ride-onspreader.com 
f o r a f ree video and Owners Repor t 

Because YOUR business is not a game! USE READER SERVICE # 8 8 

MTI Model 
528 

PROGRESSIVE ELECTRONICS INC. 
Wire Tracking & 
Valve Locating Troubleshooting For LESS !! QJ-ÄÄ 800-600- TUR Fears, 

Order by 1 p.m. CALL US AND SA VE! 7:30 am - 5 pm 
SHIPS SAME DAY Contractor's Choice for SPRINKLERS P S T 

mßoo 

Kubota TG-Series 
Lawn and 
Garden Tractors 
• TGI860 and TG1860G models are pow-
ered with liquid-cooled, V-Twin engines at 
18 hp/35.7 cubic inches 
• TG1860 uses an environmentally friendly 
E-TVCS 18 hp liquid-cooled diesel engine 
• Features electronic rack-and-pinion 
power steering 

• Cushion ride 
suspension sys-
tem with two 
spring-loaded 
shocks con-
nected to the 
flat deck allows 
for a smoother 
ride, and high-
back seat allows driver comfort 

• TG features a clutchless hydrostatic trans 
mission; speed and direction is controlled 
with rocker-style pedal 

• 48- or 54-inch suspended mid-mount 
mower decks available 

• Adjust cutting height with dial and gas-
assist implement lift 
• TG-Series attachments include grass 
catcher, front blade, snowblower and 
dethatcher 
Circle 211 on reader service card 

Grower 
Systems 5-3-4 
• Natural-based fertilizer performs in var-
ied soils or potting mixes 
• Composed of humic acid, concentrated 
root growth enhancers, lignin polymers 
and wetting agents 
• Nutrients release slowly over a long time 
period in containers or on fields 
• Increases root structure, slows release of 
nutrients in container- and field-grown 
plants, improves flower color and breaks 
down compacted soils 

• Can be applied as a foliar or soil applica-
tion and is compatible with most herbi-
cides, insecticides and fungicides 
Circle 212 on reader service card 

http://www.ride-onspreader.com


_ The Answers 
and tl 

Here Q « How much is a good foreman worth? 
I have a 25-year-old foreman who's been with me six years and knows all the ins and outs 

of the business. I can trust him with cash, expensive equipment, my customers -he's a great 
are some worker. What is a person like this worth? Currently, he makes $30,000 annually, I pay 50 

percent of his health care and he has one week paid vacation. Is everyone out there in the same 
ballpark in terms of what you pay your foremen? postings 

t a k e n 

straight 

from the 

Bulletin 

Boards: 

A * Maybe the next step is to consider letting him buy into your business. You need 
to maintain a balance between what a person produces and what he earns overall, otherwise 
you might find yourself top-heavy with management costs. 

A . The average foreman makes about $11.50 an hour, but a bunch of folks are 
paying in excess of $15 an hour. Another way to look at this is to ask yourself what would be 
the cost of losing him? 

A « A foreman position is only worth so much before you're over paying. Another 
option is creating a supervisor position. Ask your employee what 

he wants and where he sees himself in two or five years. 

A . In my business, gross wages run 40 to sometimes 50 percent of sales. I have been 
told they should be 35 to 40 percent. I am paying $9 to $17 per 

hour, paid holidays, one week vacation and I let key employees take trucks home. And, 
as a result, I am making more money this year than last. 

all here 

Got a business- or employee-
related problem or question? 
Visit the Bulletin Boards at Lawn 
& Landscapes Web site -
wwwJawnandlandscape^om 
- and post your question there. 
You may get more than one 
good answer. Feel free to an-
swer a colleague's question 
while you're there as well. 

LawnârLandscdpe 
www.lawnofficflof9cfscope.coin 

ATTENTION LANDSCAPERS 

Special Deals On All Landscape Trucks 
Flatbeds, Dump Trucks, Enclosed Van Bodies, Stake Bodies...WE GOT IT! 

Call Chris Fountain or Greg Wellford 
912-788-4601 • 1-800-899-8696 

Middle GA. Freightliner-lsuzu 
Fax: 912-781-0966 

e-mail: chrisfountain@mindspring.com 

http://www.lawnofficflof9cfscope.coin
mailto:chrisfountain@mindspring.com
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Exmaik Enhanced 
Control System 
• D e s i g n e d for the T u r f Tracer® H P walk-
b e h i n d series of m o w e r , the Ehanced C o n -
trol S y s t e m caters to e r g o n o m i c and opera-
t ional concerns 

• A l l o w s natural pos i t ioning of the hands , 
a r m s and back 
• C u s h i o n e d h a n d l e s reduce fat igue from 
m o w e r vibrat ion 
• T o p s i d e contro ls k e e p opera tor ' s h a n d s 
further a w a y from obstac les 
• Neutral lock system easi ly d i s e n g a g e s 
and locks for a d d e d safety 

• T u r f Tracer" H P s are avai lable with 
E C S or pistol gr ip controls , and 
T r i V a n t a g e deck opt ions inc lude 36-, 48-
or 52- inch m o d e l s 
• E n g i n e opt ions inc lude 15-hp 
K a w a s a k i or Kohler or 17-hp Kawasaki 
recoil start 
Circle 213 on reader service card 

BUILDING QUALITY EQUIPMENT 
FOR PROFESSIONALS, BY PROFESSIONALS 

C & S TURF CARE EQUIPMENT, INC. 

S k i d M o u n t U n i t s 

Whether you need the Turf Tracker to 
dramatically increase productivity, a custom 
built skid sprayer or truck, C&S can build 
the right equipment at the right price! 

Eagle Point 
Irrigation 
Design 
Computer 
Based Training 
• C o n t a i n s m o r e than 30 lessons 
overal l 
• D e m o n s t r a t e s all of the c o m -
m a n d s and funct ions used in Eagle 
Point ' s n e w Irr igation Des ign 
m o d u l e 
• L e s s o n s inc lude insert ing irriga-
tion heads , def ining head and 
b o u n d a r y zones , creat ing a drip 
area, automat ica l ly laying out 
pipes, insert ing s y m b o l s and creat-
ing schedules 
• Each lesson features s tep-by-step 
instruct ions 
• Introductory sect ions def ine 
c o m m a n d s and their funct ions 
• Interact ive quizzes test user 
skills 
• D o w n l o a d a free demonstra t ion 
at w w w . l a n d c a d d . c o m or order 
so f tware onl ine 
Circle 214 on reader service card 

• I 
T h e T u r f T r a c k e r 

P i c k - u p U n i t s 

C u s t o m T r u c k s 

(330)966-4511 • 1-800-872-7050 • Fax (330) 966-0956 
www.csturfequip.com 

http://www.landcadd.com
http://www.csturfequip.com


\itmn 
Snapper Grounds 
Cruiser Utility Vehicle 
• Features a 9 .5 -hp K a w a s a k i O H V engine with full pressure 
lubricat ion, automat ic torque conver ter t ransmiss ion and 18 
m p h land speed 

• 78- inch whee l b a s e 
• Fea tures rack and pinion steering, i n d e p e n d e n t front suspen-
sion and a rol lover protect ion system 
• Tilt cargo b e d carr ies u p to 5 0 0 p o u n d s 
• Trai ler hitch t o w s u p to 1,000 p o u n d s 
Circle 215 on reader service card 

TurfVent 
Series Two 
Aerator 
• C o r e plug aerators avai lable in pull -be-
hind or 3 -point hitch adapter vers ions 
• Avai lab le in cor ing coverage w i d t h s of 
32, 40 and 48 inches 
• All m o d e l s inc lude T u r f V e n t E jec tor™ 
Tines that p r o d u c e a 5/8- inch core with a 
3V£-inch m a x i m u m penetrat ion 
• Ser ies T w o m o d e l s feature 
independent ly - turn ing t ine c lusters 
• Galvanized , e x p a n d e d - m e t a l weight tray 
base stabi l izes weights 
• H a r d w a r e is G r a d e 5 with aircraft-style 
lock nuts 
• Pul l -behind Ser ies T w o m o d e l s feature 
4 .10/3 .50-4 p n e u m a t i c t ransport whee l s 
with transport pos i t ioning levers, full-
length square steel tubing d r a w b a r with a 
steel hi tch assembly 

A 

~~ , # # 

'^•'mÊSSÉÈÈÊ 

• 3-point hitch adapter m o d e l s des igned 
for tractors e q u i p p e d with a Category 1 
3-point hitch 
• 3 -point hi tch adapter constructed of 
h e a v y g u a g e steel for precise, secure con-
nect ions to the hitch 
• Mater ia ls are h e a v y duty for long perfor-
m a n c e and m i n i m a l m a i n t e n a n c e 
Circle 216 on reader service card 

Middle Georgia Isuzu 
Chris Fountain 
800-899-8696 

Introducing a Breakthrough Strategy for 
Increasing Your Profit $28,992.72 per Year for 

Every Lawn Maintenance Crew You Operate! 
• E l i m i n a t e Dai ly Loading/Unloading 
• P r o t e c t your e q u i p m e n t a g a i n s t t h e f t , 

a c c i d e n t a l loss a n d b a d w e a t h e r 
• O r g a n i z e your t o o l s 
• R e d u c e fuel s t o p s 
• S u p e r c h a r g e your m a r k e t i n g e f f o r t s 
• I n c r e a s e your w a r e h o u s e s p a c e 

F R E E Business Flan @ wwH.superlawntrucks.com S u * ) e r L a W n T r u c k H a n d a n d P o w e r 
Tool Storage System 

4 7 0 Old Hawkinsvi l le Rd. 
P. 0 . B o x 4 4 6 

Eliminate Trailers with the B o n a i r e , GA 3 1 0 0 5 
Hydra Ramp System 9 1 2 - 9 2 3 - 0 0 2 7 • F a x 9 1 2 - 9 2 9 - 3 5 8 3 

A labor saving, profit producing, marketing weapon... Just for the Landscape 
Contractor! Tour the system now at www.superlawntrucks.com 

http://www.superlawntrucks.com


Reinco Next Generation 
Hydrograsser 
• H G 5 H 2 h y d r o g r a s s e r is des igned for all h y d r o m u l c h blends , in-
c luding b o n d e d fiber matr ix 
• Var iab le speed vortex ing b lenders are i n d e p e n d e n t of the dis-
charge p u m p , vert ical ly m o u n t e d and offer unpara l le led mix ing and 
slurry h o m o g e n i z a t i o n throughout the spraying process 
• Features a 625-gal lon v o l u m e and high granular sol ids capaci ty 
• Seeding and ferti l izing c o v e r a g e is u p to o n e acre per load 

• M u l c h handl ing ca-
pabil i ty c o n f o r m s to 
s tandard m u l c h load-
ing rates 
• Avai lab le in w o r k -
ing v o l u m e s of 250 to 
3 ,5000 gal lons 
• H y d r o g r a s s e r is 
skid or trailer m o u n t e d with e n g i n e opt ions 
Circle 217 on reader service card 

Dow AgioSciences 
Lontrel T&O 
Herbicide 
• Offers p o s t e m e r g e n c e control of broadlea f 
w e e d s c o m m o n on turf 
• Provides safety for w a r m - and cool -season 

species , inc luding: St. August inegrass , 
Bahiagrass , Cent ipedegrass , 
B e r m u d a g r a s s , Tall fescue, Ryegrass , Ken-
tucky b luegrass and Bentgrass 
• Clopyral id , its act ive ingredient , a t tacks 
all plant parts and root sys tems 
• Trans locat ion prevents w e e d s from 
sprout ing 
• Conta ins 3 p o u n d s of the act ive ingredi-

ent per gal lon and is p a c k a g e d in a tip-
and-pour , quart -s ized conta iner 
• Appl ica t ion rates vary from 0.25 to 1.33 
pints per acre or u p to Vi o u n c e per 1,000 
square feet 
• C a n be used on golf courses , residential 
and c o m m e r c i a l propert ies , landscape set-
t ings, parks and nurser ies 
Circle 218 on reader service card 

II 0 l< 
add the winning touch to your landscape proposal? 

• 11,500 pictures 
• complete with data, culture 

informat ion & more 
• expert search engine 

1-800-560-6186 

USE READER SERVICE #52 

^ Give Yourself A Hand ^ 
New design allows the sulky to stay centered behind the mower 

«• Easy to attach and detach n. M p \ M J ^ T Ql l i t 11 
**> Three grease points ^ I / U l T C 7 O U I b i U 
«r Heavy welded steel construction ^ ^ 

Large platform with extra foot space 
«r 7 day return policy, 1 year warranty 

Same features as the other leading sulkies, but priced lower 

CALL 1 - 8 0 0 - 3 7 3 - 5 5 4 2 FOR MORE INFORMATION ON MOWER SULKY. 
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www.Iawnandlandscape.com 
drafix.com 

http://www.drafix.com 

PLANT 
HEALTH 
CARE, INC. 

CENTRAL PARTS WAREHOUSE 
"SNOWPLOW PARTS SPECIALISTSSÎNCE 1980! 

http://www.centralparts.com 

http://www.hydroterraproducts.com 

Creatn curb ve 
http://www.planthealthcare.com 

shindaiwa 
m s i J i 

http://www.shindaiwa.com 

http://www.ccurb.com 

http://www.goossen.c 

http://www.gopst.com 

mi 
HYDRO SEEDING SYSTEMS 

http://www.turboturf.com 

http://www.crewsinc.com îupress Mower 
http://www.expressblower.com 

http://www.wellscargo.com 

¡CENTURY RAIN AIDI 
http://www.rainaid.com 

STERLING 

http://www.sterlingtrucks.com 

MIDWE5T 
ARB0RI5T 5UPPUC5 

http://www.isuzucv.com 
http://www.treecaresupplie 

n i i / i r n n / i n n r n 
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The World's Faslest Lawn Mower 
http://www.dixiechopper.com 

CtteMtfo 
Lighting Inc.** 

http://www.cascadelighting.com 

f / f it* ^^C&iCUtû, 

http://www.aquascapedesigns.com 

+ Swiss 
I Precision 

Enterprises 

http://www.swissprecision.net 

http://www.tuflexmfg.com 

0) OLSON 
IRRIGATION 
SYSTEMS 

http://www.olsonirrigation.com 

Contact your account manager today to be a part of the show; 800-456-0707. 

http://www.Iawnandlandscape.com
http://www.drafix.com
http://www.centralparts.com
http://www.hydroterraproducts.com
http://www.planthealthcare.com
http://www.shindaiwa.com
http://www.ccurb.com
http://www.goossen.c
http://www.gopst.com
http://www.turboturf.com
http://www.crewsinc.com
http://www.expressblower.com
http://www.wellscargo.com
http://www.rainaid.com
http://www.sterlingtrucks.com
http://www.isuzucv.com
http://www.treecaresupplie
http://www.dixiechopper.com
http://www.cascadelighting.com
http://www.aquascapedesigns.com
http://www.swissprecision.net
http://www.tuflexmfg.com
http://www.olsonirrigation.com


Tecumseh 
Easy Start 
Performance 
Engines 
• Easy-pull recoil starter allows for start-
ing with reduced effort 
• European-designed ergonomic start 
handle creates firm handle grip for less 
pulling to start the engine 
• Auto-enrichment carburetor works like 
an automatic choke to prevent false starts 
• Mechanical compression relief auto-
matically reduces engine compression 
when starter rope is pulled 
• ESP engines are available on select 
Tecumseh rotary mower engines and the 
new Enduro model 
• Available on select engines from 
Tecumseh Products Co. 
Circle 219 on reader service card 

Yanmar Wheel 
Loader 
• Two models available to lift 4,134 and 
6,945 pounds 
• 3TNE84 direct-injected, 36.5-hp Clean 
& Silent 

the V4-5 
loader 
• Auto-
Leveler 
feature 
• Includes two-mode control and rear 
axle oscillation 
• Bucket capacity of .65 cubic yards, 
weighs 6,472 pounds 
• Full cabin models available 
Circle 220 on reader service card 

Sensor 
Electronic Ice/ 
Snow Alert 
• Alerts user to ice and snow buildup 
• System sends day and/or night visual or 
audible signals to an indoor monitor from 
an outdoor sensor 
• Switches to a 9-volt battery backup 
power to continue operating during power 
outages 
• Features include a temperature display, 
automatic reset, test button and a tempera-
ture threshold setting 
• Sensor is available in both Fahrenheit 

and Celsius units 
• Sensor is an ideal device for landscape 
contractors, road agents and highway 
crews that plow in the winter 
• Features rugged construction 
Circle 221 on reader service card 

. H2B • H2B • H2B • H2B • H2B • H2B • H2B • H2B « 

Short on Labor? 
Let S.I.L.C. take care of the Labor part for you 

After we looked at all the H2B Providers, we were thrilled to find 
SILC (C. Scott, Inc.). You explained the process clearly & put 
everything in writing, and then you delivered on time. We are 
doing twice the work with QULMexican workers. We put our trust 
in the right H2B provider & highly recommend SILC (C. Scott, 
Inc.)." -Tim Clark, Executive Lawn & Landscape 

America's leading H2B provider 
currently serving 120 GREEN INDUSTRY 

companies in 24 states 
»Green Industry Specific. Our president has 20 years 
experience as a landscape and irrigation contractor 

•Still 100% success rate 
• Totally bilingual staff of 5 certified H2B case managers. 
• One point accountability for total certification through 

receiving your workers. 
• SILC Lite for smaller companies (6 workers or less) 
• Offices in Bay City, Texas & Monterey, Mexico 

Please Call Us at 979-245-7577 
to receive your no obligation 
information packet. 

www.SILC-H2B.com 

Member National H2B Users Association 

Visit us at the G.I.E. Show Booth #1212, 1210 
USE READER SERVICE # 9 7 

The Spade 
"Patented" 

136 OCTC 

• Designed to aid in planting of large trees and shrubs. 
• Attaches to any brand skid loader. 
• End back breaking labor - let spade dig hole and wrap it up! 
• Almost no maintenance - replace digging teeth and go. 
• Great for construction of retaining walls and digging in horizontal banks. 
• Need additional soil or compost for your tree? The spade is a 1/2-yard bucket 

already attached to loader - just haul it in. 
• As compared to the auger, which leaves the walls of the hole flat, the 

spade scores the hole so that the tree enjoys maximum root growth. 

We have been marketing the spade for a while and now we have a mini-spade 
that attaches to mini skid loaders. The price of the mini-spade is $875.00. 

Due to enormous response our production costs enable us to pass our savings on 
to you! We are now o f f e r i n g the spade for S975.00 plus shipping. 

For more information or to order call: 

TRIPLE D ENTERPRISES 
1-800-478-7077 

http://www.SILC-H2B.com


Ariens String 
Trimmer 

• Avai l -
able wi th 
5 h p or 
6 h p 
T e c u m s e h 
Centura 
engine 
• 6 h p 
m o d e l fea-
tures piv-
ot ing head 
• T r i m m e r 
is an ideal 
tool for 
reaching 

chal lenging landscape areas 
• .155 d iameter t r i m m e r l ine clears tall 
grass and w e e d s 
Circle 222 on reader service card 

WeatherMiser Irrigation 
Interrupt Device 
• Ant ic ipates rainfall and e l iminates 
u n n e c e s s a r y water ing cycles 
• Reacts to relat ive h u m i d i t y 
increases 
• S y s t e m overr ides irr igat ion t imers, 
e l iminat ing u n n e c e s s a r y water ing 
cycles unti l evapora t ion rate increases 
• E l iminates c l imat ic r e p r o g r a m m i n g 
and m a n u a l rain and s n o w interrupts 
• Adjus tab le c l imate dial can b e set 
for real-t ime, weather -contro l led 
irr igat ion 
• Requires n o probes , opera tes with-
out addit ional electricity, adapts with 
all 2 4 - V A C valves , c o m p u t e r s and 
most b a t t e r y - p o w e r e d t imers 
Circle 223 on reader service card 

StoneWall 
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LESS EQUir> 
t E S S S and with 

1.888.PUSH.SNO 
1.888.787.4766 

Special Offer: 

JW\i winter, you'll be singing aTl the way to the bank when you hook 
up with Pro-lecnono Pushers. The Sno Pusher removes as much as 
500% more snow volume than conventional blades or buckets. So while 
you* competition is still out plowing, you've already finished the job 
and are on to the next They're easy to connect, too. In less than five 
minutes, you can attach a Sno Pusher to your backhoe, skid steer or 
loader and be on your way to clearing snow 

Whatever model you choose, the Sno Pusher is a proven investment 
that pays for itself within the first snow season, and offers lower 
maintenance costs and increased productivity. It's safe, too. Rubberized 
cutting edges, angled wear shoes that ride over curbs and obstructions, 
and an engineered breakout system help avoid site and equipment 
damage. When the snow flies, the Sno Pusher will be ready for more 
business, more satisfied customers, and more profits for you. Visit your 
Sno Pusher dealer today, or call Pro-Tech at 1 -888-PUSH-SNO for 
the name of the nearest dealer. n — \ 
©2000 Pro-Tech Welding and Fabrication, Inc. r K U l K I l 
All rights reserved. SNO PUSHER 

TECH ^ 

Ptoce your order for a Sno Pusher by October 30, 2000 and mention code LLIOC 
to receive a free Sno Pusher Carhartt* jacket, plus a free rubber replacement blade 
for skid steer owners, or a free chain and binder kit for backhoe and loader owners. 

USE READER SERVICE #99 

Every Wells Cargo landscape 
trailer is built with rugged durability 

and hassle-free performance as standard 
features. No shortcuts. No cutting corners. Just the 

best built trailer you can own and customized the way 1 
you want it. Thousands of units on the road are our 

proof. Our comprehensive 3-Year Warranty Program is 
your protection. Call (800) 348-7553 for a FREE information 
packet and nearest authorized Wells Cargo dealer. 

John Deere 
Woiksite Gator 
• 6 -by-4 diesel uti l i ty vehic le ideal for 
off -road, rental and landscape 
• P o w e r e d 
b y a three-
cyl inder , 
18 hp, liq-
uid-cooled 
Y a n m a r 
e n g i n e 
• Inc ludes 
a l l -purpose tires, h e a v y - d u t y frame, 
suspens ion kit, e lectr ic lift kit, bedl iner 
and dr ive shie lds 
• 1 ,400-pound pay load capaci ty and 
towing capaci ty 
Circle 224 on reader service card 

Bestway Field-Pro 
m-1200 Sprayer 
• S p r a y s u p to 75 acres per h o u r 
• Features Pro-60 and Pro-80 b o o m s 
• 120- to 144- inch and 80- to 92- inch adjust-
able axles 
• Inc ludes radial t ires and duals for re-
d u c e d c o m p a c t i o n 
• L o w e q u i p m e n t cost per acre 
Circle 225 on reader service card 

Ferris Dual 
Drive 
HydroWalk 
• 18-inch tires for 
tract ion and sta-
bi l i ty 
• Se l f -conta ined 
Eaton t ransmis-
s ions 
• Wide , low 
stance and tough deck construct ion in-
c luding o v e r l a p - w e l d e d corners , rein-
forced s ide skirts and d o u b l e top deck 
Circle 226 on reader service card HJ 



IPM 
(continued from page 68) 

h o w w e a c c o m p l i s h someth ing , they look at 
h o w they were treated and h o w w e responded 
to quest ions , p r o b l e m s and c o n c e r n s . " 

S o m e l a w n care veterans also feel that 
I P M ' s e n v i r o n m e n t a l l y fr iendly a p p r o a c h 
m a k e s it eas ier to sell to clients. T v e never 
had a c u s t o m e r wil l ing to h a v e four or f ive 
pest ic ide appl icat ions on their l a w n w h e n 
o n e w o u l d get the job d o n e , " T r o u t m a n said. 

But mainta in ing loyal c u s t o m e r s after the 
initial sell presents another problem, L inker 
said. " U n d e r an I P M program, mos t of the 
advantages are ev ident after three y e a r s , " he 
said. " C o n s t a n t l y r e m i n d i n g c u s t o m e r s to b e 
patient for a c o m i n g pay-of f is difficult . M o s t 
people w h o are pay ing a h igher price expect 
instant results . W h i l e s o m e results of I P M 
can be instant, the full benef i t s take t i m e . " 

IPM's CHANGING FUTURE. I P M "has 
come a tremendously long way , " Troutman 
pointed out. "We' l l continue to make progress. 
N e w d e v e l o p m e n t s will i m p r o v e the effi-
c iency of the w a y w e do b u s i n e s s . " 

H o w e v e r , as legis lators and e n v i r o n m e n -
tal act ivists cont inue forward with a m o v e -
m e n t to reduce or e l iminate pest ic ide use, 
l awn care c o m p a n i e s will b e a r stricter guide-
l ines to control pest ic ide appl icat ions, Mil ler 
said. " H a v i n g to not i fy ne ighbors m o r e rou-
tinely before you spray l a w n s will increase 
and I P M will get m o r e intensely m a n a g e d , " 
he said. " A n d c u s t o m e r s will pay increased 
prices for lawn care service as this h a p p e n s . " 

Ott ley said he " fu l ly expec ts an al l -out 
w a r " b e t w e e n local e n v i r o n m e n t a l act ivists 
and cl ients w h o w a n t a f fordable lawn care 
service in N e w York . " B e c a u s e the 4 8 - h o u r 
noti f icat ion law will raise our costs 35 per-
cent, w e are going to h a v e to charge m o r e for 
our serv ices , " he said. " C l i e n t s be l ieve a li-
censed appl icator should be able to p r o v i d e 
a reasonably pr iced service. 

"P lus , us ing I P M to control pests , w e e d s 
and diseases is a t ime-sensi t ive a p p r o a c h , " 
Ott ley cont inued. " W i t h this law, I 'm not 
sure w e can cont inue to pract ice I P M . " 

W h i l e I P M faces extens ive restructur ing 
and could fizzle out in the process - a pos-
sible reality in N e w Y o r k ' s future - contrac-
tors across the country will cont inue to modify 
and finalize their IPM defini t ions in the midst 
of p e n d i n g legislat ion. 

T h e industry forgets that this cycle has 
h a p p e n e d repeatedly o v e r t ime, and only 

contractors w h o learn f rom this will benefi t , 
according to Shet lar . " H i s t o r y h a s s h o w n us 
that w h e n w e use the s a m e g r o u p s of insec-
t ic ides t ime and t ime again, pests b e c o m e 
resistant or the e n v i r o n m e n t reacts in unpre-
dictable w a y s , " Shet lar said. " I vote w e k e e p 
all the good things w e ' v e learned about IPM. 
W e s h o u l d u s e p e s t i c i d e s wise ly , w h i c h 

m e a n s us ing the pr inc iples that w e r e devel-
o p e d for I P M w h e n pest ic ides w e r e less 
friendly. Don ' t use pesticides when they aren't 
n e e d e d - not b e c a u s e of safety concerns , but 
for g o o d s t e w a r d s h i p r e a s o n s . " 

The author is Managing Editor o/Lawn & Land-
scape magazine. 
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Interior Crossover 
(continuedfrom page 122) 

to commit to attractive projects that fit his 
goals for quality service, he said. 

"We look at all of our projects, no matter 
what the task is, as a function of how the job 
best fits into our company and our direction 
as far as the size and quality of the work and 
the company mission," he explained. 

Langner does not recommend exploring 
interiorscape unless contractors can deliver 
a first-class job, listing employee motivation, 
attentiveness and housekeeping as common 
pitfalls. He avoids common pitfalls like 
housekeeping and attentiveness by training 
employees in both realms. 

Whether a company controls quality by 
dividing interior and exterior work into two 
segments or training employees to take on 
both tasks, there is more at stake than retain-
ing clients when delivering consistent, im-
peccable results, Richie reminded. "You have 
to make sure you have good, knowledgeable 
people who know the business, so that the 
industry keeps its integrity." 

SCORING A PROFIT. The swelling popu-
larity of interiorscape service is a profit 
prophesy for contractors exploring the mar-
ket. A healthy economy combined with cus-
tomers' desire to improve the aesthetics of 
indoor spaces creates a ripe opportunity. 

"People spend more money on plants 
because they have more money, they want 
to look affluent or they want to make their 
company look established," Richie said. 
"We're brought in to enhance image. 

"Interior landscape is a great indicator of 
the economy," she added. Though interior-
scape businesses suffer the same low price 
problems that exterior operations face, as 
long as the building cycle continues to flour-
ish, people will seek "extras." 

Richie commented that her interior and 
exterior divisions rake in comparable an-
nual sales dollars, but the difference lies in 
the number of accounts each branch man-
ages to achieve this profit. Four hundred 
clients comprise the interiorscape client list, 

while 50 accounts form the landscape roster. 
"There are little things interior accounts want 
done daily, so there is a lot of interaction and 
little things that add up to dollars." 

Selling customers a package with both 
interior and exterior services is another way 
to build a company's profit margin, Tufenkian 
suggested. This method of piggy-backing 
services and providing clients with a single-
source contact offers a one-stop shopping 
approach and saves the company money on 
hidden costs, like transportation, she said. 

The services sell each other and the nature 
of interiorscape appeals to customers, who 
respond positively to technicians' regular 
"check-ups." Just as contractors welcome new 
accounts, clients enjoy opening their doors to 
visual enhancements for their homes. 

"We're the plant people," she piped. 
"They're happy to see us." I D 

The author is Assistant Editor of Lawn & Land-
scape magazine. 
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We're Growing, Are You? 
Find st rength and stabil i ty in a reward ing 
c a r e e r w i th the l eade r in l a n d s c a p e 
excel lence, T r u G r e e n L a n d C a r e . As part 
of S e r v i c e M a s t e r , a Fortune 500 company, 
our l a n d s c a p e se rv i ces are as w ide l y 
r e c o g n i z e d as ou r ca ree r oppo r tun i t i es . 
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Landscape Management 
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comprehens ive health, dental and life 
i n s u r a n c e , 4 0 1 (k) w i t h m a t c h i n g 
contr ibut ion, a d iscounted stock purchase 
plan, paid t ime off and so much more. 
To get "growing" check us out on the web 
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Or to apply direct, call us tol l-free at: 
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Rates 
All classified advertising is $1 per word. For box 
numbers, add $1.50 plus six words. Classified 
display ads $115.00 per column inch. Standard 
2-color available on classified display ads at 
$175.00 additional. All classified ads must be 
received by the publisher before the first of the 
month preceding publication and be accompa-
nied 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 
SELLING YOUR BUSINESS? 

F R E E 
A P P R A I S A L 

N O B R O K E R 
FEES 

PBC 
Merger & Acquisition Specialists 

Professional Business Consultants can obtain 
purchase offers from Qualified Buyers without 
disclosing their identities. Consultants' fees are 

paid by the buyer. 
CALL: 

708/744-6715 
FAX: 

630/910-8100 

CONKLIN PRODUCTS 
Energetic person needed to market environmentally 
friendly liquid slow-release fertilizer and 0-0-25-17S, 
chelated micro-nutrients, drift control, surfactants 
and many other products to turf and landscape in-
dustry. Buy direct from manufacturer. Free Catalog 
800/832-9635 , Fax 320/238-2390 . E-mai l : 
kfranke@clear.lakes.com 

FRANCHISE OPPORTUNITY 
Mow-N-Go® Landscape Maintenance Company has 
licensing agreement opportunities, (205)879-5357 

BIDDING FOR PROFIT 
Grow Your Company and Accounts 

with Tips and Techniques from 

PROFITS UNLIMITED 
a Division of Wayne's Lawn Service 
BIDDING & CONTRACTS ($47.95) 

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 ($34.95) 
Lawn and Snow Removal Sample Contracts; Advan-
tages and disadvantages of using contracts; Responses 
to common customer objections to signing contracts. 

MARKETING & SALES ($39.95) 
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 - $24.95) 

"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 

WaynesLawnl@aol.com 
Visa, MasterCard,Discover, 

American Express 

www.NeftLawns.com 
ONLINE NATIONAL 

LAWN CARE DIRECTORY & FORUM 
FREE MEMBERSHIP 

WITH MENTION OF THIS AD 
criswell@netlawns.com 

Businesses for Sale 
COLORADO LAWN CARE 
CORPORATION 

Colorado is BOOMING! 10-year lawn care company 
with sales of $157,000 (March-October). Selling all -
includes equipment, trucks, trailers and solid cus-
tomer base for $65,000. Great opportunity! Great in-
come! Owner will consult. Colorado Springs, CO 
719/227-9727 

COMMERCIAL LANDSCAPE 
i i ' i M i ¡ i H ¡ r . m 
Commercial landscape maintenance business in-
cludes tree trimming and installation. Orange 
County California. Established 20 years, $3.5 mil-
lion annual sales, 2.7M or equity partner. Great op-
portunity for out of state company to expand into 
Southern California. 714/401-9128. 

LAWN MAINTENANCE AND 
TREE SERVICE COMPANY 

Established lawn & tree service business including 
landscaping & snowplowing in southeastern Wiscon-
sin. Sales of $1M. Turnkey operation with 75% com-
mercial accounts. Endless growth potential. Sale to 
include equipment. Owner will assist in business 
transition. For more information contact Lawn & 
Landscape, Box 404,4012 Bridge Ave., Cleveland, OH 
44113. 

BUSINESS FOR SALE 
16-year landscape and lawn care company in Middle 
Tennessee. $500,000 annual sales. 50% commercial, 
50% residential. Selling customers and /or equip-
ment. Direct inquiries to 615-524-9898 (leave message). 

DESTRUCTIVE 
TURF INSECTS 

by Harry D. Niemczyk, Ph.D. and 
David J. Shetlar, Ph.D. A 

Based on 50 
years of 
collective 
experience 
from two of 
the foremost 
authorities in 
turfgrass 
entomology! 

The newly revised, definitive, 
practical guide to destructive turf 
insects for turfgrass owners, 
sports field managers, lawn 
service operators, golf course 
superintendents, students, and 
others involved with turfgrass 
management 

Cost $49.95 
2-10 copies $44.95 each 
11 or more copies $39.95 each 

For more information or to order, call the 
Lawn & Landscape Media Group at 
8 0 0 / 4 5 6 - 0 7 0 7 or visit 

yHIHII |#1tA/M#VM#ll#lMnC##fHA f A M n n W H U n l l M I I U I U M U ) « N U v t V V i l l 

PUTTING GREENS 

• 7 - * - - ¿ . T ™ TO 

essional Synthetic 
Golf G r e e n s 

« F f -

Reasons to call us: 
r Muge Profit Center 
Easy Install Process 
Carry NO I nventory 
Residential & Commercial 
Excellent add on service 
Utilize Existing Equipment 
Fastest Growing Segment 
Of Golf 
Many Extras 

1 -800 -334 -9005 
www.allprogreens.com 

mailto:kfranke@clear.lakes.com
mailto:WaynesLawnl@aol.com
http://www.NeftLawns.com
mailto:criswell@netlawns.com
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Business Opportunity 
INVEST IN YOUR OWN TURF 

Excellent local Business Opportunities For: 

• Experienced, Motivated & People-Oriented 
• Landscape Garden Center Owners, 

Landscape Contractors, 
• Landscape Architects and Designers and 

Landscape Construction Professionals. 

Lets Landscape (together) Inc. a Franchiser of Com-
munity Based Landscape Services for more than 5 
years, is now aggressively expanding Field and Busi-
ness Operations into the United States with a target 
to achieve 200 units in the next five years. Be a par-
ticipant not a bystander. 

Visit our web page www.letelandsC3pgtQgether.cow 
and find out what we are all about and why you should 
consider becoming a member of our growing family. 
Lets Landscape offers a proven system of value 
added services to consumers unmatched by existing 
horticultural and landscape service providers. 

Lets Landscape is looking to secure exclusive commu-
nity and or State distribution agreements with existing 
Garden Center owners to join our Nation Wide Dealer 
Network specializing in e-commerce network ful-
fillment. With media attention being directed to over 
100 million American homes we are sure the eco-
nomic returns will be substantial for members. 

We are also looking for professional Landscape Con-
struction Companies having a minimum of 3 - 5 years 
experience, looking to dramatically expand on their 
existing local business community identity aware-
ness and assure a long-term larger business income. 

Successful candidates will be provided with an ex-
clusive territory, a proven system of local, regional 
and national marketing, participation in national 
buying group rates and a national web page featur-
ing an exclusive Green Industry Home and Garden 
shopping cart. Included with our web page service 
is an exclusive member networking support system. 

• Prime territory locations are available. 
Please respond giving existing business details. 

By email to letslandffidirecUpm 
Attention: Charles Vickers 

BUSINESS OPPORTUNITY TURF SEED 

Fertilizers 
NATURAL ORGANIC 

FERTILIZERS 
15-1-8 (7S) for lawns and shrubs (SGN 220) 

12-2-8 (4S) for golf greens (SGN 100). 
Slow Release Fertilizer has 6-8% Water Insoluble 
Nitrogen with Bone Meal and Sulfate of Potash. 

Homogeneous Particles have No Odor. 
Call 800-825-7650 or visit fertilizers.net. 

Service Vehicle Accessories 

Safety Equipment 
Vehicle Lighting 

MORE! 

1 - 8 0 0 - 2 4 3 - 3 1 9 4 
w w w . a w d i r e c t . c o m 

Education/Instruction 
LANDSCAPE DESIGN 

' B E A LANDSCAPE D E S I G N E R 
I Home study. Design lawns, courtyards, walkways, 
1 gardens, shrubbery. Free career literature. | SEND Or CALD 800-223-4542 
I 
I Age man*« » 

City/State Zip 

LSchool of Landscape Design, Dept. GTL668 
430 Technology Pky., PCDI, Norcross, GA 30092 

For Sale 
LANDSCAPE DESIGN KIT 3 

LANDSCAPE DESIGN KIT 3 
48 rubber stamp symbols of trees, 
shrubs, plants ft more. 1/8" scale. 

Stamp sizes from 1/4" to 1 3/4". 
$84 + $6 s/h VISA. MasterCard, and 
MOs shipped next day. Check delays 
shipment 3 weeks. CA add 7.75%tax. 
AMERICAN STAMP CO. 

r Free Brochure 1*290 Rising Rd. LL. Wilton. CA 95693 
ILot* c*91*667-7102 VoicsorFax TOLL FREE 877487-7102 

VEHICLE MONITORING 
STOP SIDE WORK/SPEEDING 

No Monthly Fees 
800/779-1905 

www.mobiletimeclock.com 

HYDRO-MULCHERS 

HYDRO-MULCHERS® 
HYDRO-SEEDERS 
STRAWBL0WERS 

Most Brands & Sizes - New & Used 

800/551-2304 
www.jameslincoln.com 

www.grass-seed.com 

EQUIPMENT/SUPPLIES 

— T — Ë - C - H — N - O — l — O — O - l — • — S -

• EC3000 Tackifier • 
• Hydro Seeders • 
• Straw Blowers * 

New fit Used Equipment!!!^ 

One-Stop Shopping 
3380 Rte. 22 W., Uah 3A. Bnncht>urS/ NJ 0SS7A 

800 245 0S51 e908-707-0600«Fax: 908-707-1445 

www.ErosionControlTech.com 

PARTS/TOOLS/SUPPLIES 
LANDSCAPERS: 

Why burn daylight shopping? 
We'll deliver blades, filters etc. for less! 

Huge searchable database: http: / / M-and-D.com 

STEEL BUILDINGS 

FACTORY LIQUIDATION 
OFF 

SUPER TOUGH 
HEAVY I-BEAM 

BUILDINGS 

Perfect for Use 
as Equipment 

Storage or 
Repair Shop 

40 X 65 (3LEFT) 
40 X 85 (1 LEFT) 

50 X 110 (2LEFT) 
60 X 150 (1 LEFT) 

> 20 Year Roof & Wall Warranty 
• Plenty of R o o m for Storage 

& a Workshop 

Prime Steel 

1 - 8 0 0 - 2 9 1 - 6 7 7 7 ext .108 

HYDROSEEDING/ 
HYDROMULCHING 
EQUIPMENT AND SUPPLIES 

H Y D R O S EEDING H ELPER 

Sticky Sticky 
slickysticky.com 

800/527-2304 

GPS VEHICLE TRACKING 
No Monthly Fees 
Call 800-779-1905 

www.mobiletime.com 

L A W N & LANDSCAPE 

! 

OCTOBER 2 0 0 0 1 4 5 

http://www.letelandsC3pgtQgether.cow
http://www.awdirect.com
http://www.mobiletimeclock.com
http://www.jameslincoln.com
http://www.grass-seed.com
http://www.ErosionControlTech.com
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FOR SALE 
Finn B70 Straw Blower, Trailer Mount, 35 HP Kubota 
450 hrs. $9500.00 

1 9 9 8 FINN BARK BLOWER 
80HP, 4-cyl, water-cooled 4039D diesel John Deere 
engine, 22cuyd hopper for truck mounting. 
Includes 150' x 4" flex discharge hose, 3 function re-
mote control, & auto tap system. 1400 hrs. 

Phone: 508.384.7140 or email: 
john@groundscapesexpress.com 

FOR SALE 
Ditch Witch 255SX Pipe Puller (1995) 

Like New - 440 Hours - $9,800.00 o.b.o 
(810-736-3214 or 1-800-570-3313 

FOR SALE 
New-never used 1999 Finn Hydroseeder T330, 3,000 
gal. cap., has all the extras plus an additional $11,000 
sprig pump for spraying sprigs. Also, 1990 Mack 
Truck, low mileage, camel back susp., heavy duty 
sprig susp., low, low gear trans., double frame. Paid 
$95,600. Have all receipts. Still under factory war-
ranty. $79,000. Phone 636-240-5404; Fax: 636-240-5453. 

LAWN ASSISTANT 
#1 Computer Software 

2000 Version 
Multi User $7900 

Will Sell $5000 
864-410-7231 

Help Wanted 
KEY EMPLOYEE SEARCHES 

Florapersonnel, Inc. in our second decade of per-
forming confidential key employee searches for the 
landscape industry and allied trades worldwide. 
Retained basis only. Candidate contact welcome, con-
fidential 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 

PROFESSIONAL 
Smallwood Design Group/Smallwood Landscape, Inc. 

Are you tired of the corporate world? Do you want 
to get back to having fun in your career? Smallwood 
is an award winning landscape design-build main-
tain firm located in beautiful S.W. Florida. We are 
seeking highly motivated individuals to become part 
of our team, and are currently offering opportunities 
for the following positions: 

• Director of Horticultural operations 
• Maintenance Sales 
• Maintenance Foreman 
• Landscape Architech 

We offer competitive salaries, excellent benefits, a 401k 
plan and advancement within our organization. 

SMALLWOOD DESIGN GROUP / 
SMALLWOOD LANDSCAPE, INC. 

2010 Orange Blossom Dr. • Naples, Florida 34109 
Phone (941)597-8136 • Fax (941)597-4384 

Corporate@smallwood.com 
www.smallwood.com 

Drug free workplace • Equal opportunity employer 

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 
trainees. 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 benefits include generous salaries, 
health benefits, new personal vehicles and a large 
year end bonus. Join a fast growing company that 
"really cares" about its employees! Branch manager 
applicants should have managerial experience, and 
trainee applicants should have assistant manager ex-
perience. All inquiries kept strictly confidential. Send 
or fax resume to: Kapp's Lawn Specialists, Michael 
Markovich, 4124 Clubview Dr., Fort Wayne, IN 46804. 
Fax: 219/432-7892; or call Mike at 219/436-4336 for 
more information. 

LANDSCAPE MANAGEMENT 
THE BRICKMAN GROUP, LTD. 

Careers in landscape management available in: Colo-
rado, Connecticut; Delaware, Florida, Georgia, Illi-
nois, Indiana, Maryland, Missouri, New Jersey, New 
York, North Carolina, Ohio, Pennsylvania, Texas, 
Virginia, Wisconsin. Fax: 770/420-7056. 

Email: jobs@brickmangroup.com 
Web site: www.brickmangroup.com 

GREENINDUSTRYJOBS.COM 
www.irrigationjobs.com 
www.treecarejobs.com 
www.nurseryjobs.com 

www.landscapingcareers.com 
Search Jobs and Resumes 

EXCITING CAREER 
OPPORTUNITIES FOR SERVICE 
INDUSTRY MANAGERS 

Come Join One of the Largest Vegetation Management 
Companies in the United States 

DeAngelo Brothers, Inc. is experiencing tremendous 
growth throughout the country creating the follow-
ing openings: 

• General Managers 
• Division Managers 
• Branch Managers 

We have immediate openings in: 
IL, GA, MI, SC, CO, PA, OH, CA, TX 

Responsible for managing day to day operations, 
including the supervision of field personnel. Busi-
ness/Horticultural degree desired with a minimum 
of 2 years experience working in the greens indus-
try. Qualified applicants must have proven leader-
ship abilities, strong customer relations and interper-
sonal skills. We offer excellent salary, bonus and ben-
efits packages, including 401k 
and company paid medical coverage. 

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: 570/459-2690. EOE/AAP, M-F. 

SALES REPRESENTATIVE 
Sales Representative - 45k or up, North New Jersey 
Turf Management and Irrigation firm seeking quali-
fied person for sales position. Experience in sales, 
or irrigation preferred. Benefits include car, medical 
and 401k. Come join a winning team with 20 yr. Track 
record of success. Fax resume to Mr. Bellis at 973-
895-5578. 

CAREER OPPORTUNITES 

CAREER OPPORTUNITIES 

With Northern California's Largest 
Independently Owned Landscape Company 

W W W . C A G W 1 N . C O M 

MANAGEMENT SEARCH 

Looking for 
greener Pastures? 

• Outgrown your current position and responsibilities? 
• United career opportunities where you live'? 
• Ready to take on a more challenging employer? 
• Not sure where these opportunities are? 

GreenSearch knows 
where they are 

Uncover t hem on the GreenSearch W e b site 
It's quick, convenient and confidential 

Vis i t u s a t Q I E 2 0 0 0 
B o o t h # 1 6 2 1 

Website: www.greensearch.com 
E-mail info@greensearch com 

Toll free 888-375-7787 
Fax: 770-392-1772 

GreenSearch 
Spccnluas In Provufc* Mm ĉrs tor (he Orccn lmfcisn\ 

6690 Roswell Road. «310-157. Atlanta. GA 30328-3161 

HELP WANTED 
Creative, self-motivated, organized. Looking for a 
career and not just a job. If this is you, then Yard-
master, Inc., Ohio's premier landscape design build 
firm has a unique opportunity available for you. We 
are expanding our design/sales staff and are look-
ing for the right dynamic, professional to grow with 
us. Send your resume to Maria, Yardmaster, Inc., 1447 
North Ridge Road, Painesville, Ohio 44077. Fax 
(440)357-1624. 

EMPLOYMENT -
EMPLOYMENT - EMPLOYMENT 

Ferrell's Jobs in Horticulture is the twice-a-month 
national newspaper and website for Green Industry 
employment. Employers and Job Seekers contact: 
800/428-2474 or visit www.giantads.com. Since 1993. 

I 

mailto:john@groundscapesexpress.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
mailto:Corporate@smallwood.com
http://www.smallwood.com
mailto:jobs@brickmangroup.com
http://www.brickmangroup.com
http://www.irrigationjobs.com
http://www.treecarejobs.com
http://www.nurseryjobs.com
http://www.landscapingcareers.com
http://WWW.CAGW1N.COM
http://www.greensearch.com
http://www.giantads.com


HOMESTEAD LANDSCAPING 
Homestead Landscaping, Ltd., one of Southern 
Vermont's premier landscape companies, established 
in 1976, is currently seeking a Landscape Mainte-
nance Manger. Qualified candidates must be highly 
motivated with strong organizational skills, excep-
tional management and people skills and have ex-
tensive knowledge in all aspects of landscape main-
tenance. Currently the maintenance division at 
Homestead represents $1 to $1.5 million in annual 
sales. We currently have an outstanding manage-
ment team in place and a strong work force. 

In addition to living in beautiful Southern Vermont, 
we offer a competitive salary, year-round employ-
ment, 100% paid Health & Dental benefits, paid va-
cation, sick/personal days, 401K, Profit sharing, an-
niversary vacation program, company vehicle. 

Our backyard consists of one of Vermont's premier 
ski areas, Stratton Mountain Resort. Our commu-
nity offers a wide variety of outdoor recreation in 
addition to the wonderful four seasons that Mother 
Nature provides us. 

At Homestead we believe in building honest, mutu-
ally beneficial relationships encouraging growth and 
opportunity for our customers, employees and com-
munity. 

A full job description in available upon request. 
Please mail, fax or email a letter of interest, salary 
requirements and resume to: 

Tamatha B. Blanchard 
Homestead Lanscaping, Ltd. 

PO Box 450, Bondville, VT 05340-0450 
(802) 297-1107, Fax (802)297-2740, 

hQmestd@vgrmQntel.net 

HELP WANTED 

HELP WANTED 

GROWTH, STABILITY, DIVERSITY. . . 
OMNI FACILITY SERVICES 

D E S I G N / B U I L D 
F I E L D S E R V I C E M A N A G E R - Minimum 
3 to 5 yrs of management experience re-
quired. Responsibilities include, but are not 
limited to, scheduling crews and equipment, 
ordering plant material, interfacing with land-
scape architects and clients. In addition, a 
commitment to safety and quality in all fas-
cists of the job. 

M A I N T E N A N C E 
F I E L D S E R V I C E M A N A G E R - Minimum 
3 to 5 yrs of management experience re-
quired. Responsibilities include, but are not 
limited to, scheduling crews and equipment, 
working closel^with budgets and interfacing 
with existing clientele. Must be field ori-
ented, working closely with crews, and rec-
i VL.Mii/mg the nesdW^Juali ty, training ami 

• A alid drivferVlicense is required, CDl 
license a plus 

• Sai ry commensurate wi t^xper ience 
(mannemcnt }> tions). 

sing 4 j | k of-
fered t o l ^ ^ ^ ^ ^ ^ ^ F ^ 

Please f o r w a r d ^ M B M H B ^ ^ W m i Facil-
ity Services 4 0 0 N Park Ave., Norristown Pa 
19403, F a x ( 6 1 0 ) 6 3 0 - 1 2 8 8 

Managers/ 
Management 

Trainees 

THE COMPANY: One of the fastest growing & most profitable service companies 
in America is seeking Managers/Management Trainees throughout the Midwest. We are a 
subsidiary of a Fortune 500 co. voted one of the most respected companies in its' commitment to 
developing people. 

THE OPPORTUNITY: The successful candidates will participate in an 8 to 
12 month management-training program that includes rotating assignments. These assignments 
will include key areas of training to help gain necessary skills in the areas of SALES, 
OPERATIONS AND MANAGEMENT. 

THE CANDIDATE: Successful candidates should have a college degree and/or 
previous management experience; excellent communication and interpersonal skills; strong sense 
of urgency and time management skills. 

THE REWARD: In return for your expertise, we offer a complete compensation 
package, which includes medical, dental and vision coverage, 401 (k), employee stock purchase 
plan, paid vacations and more. 

THE PROCESS: I f you're looking for the opportunity to succeed with a company 
that allows you to grow professionally, then we want to talk to you. For immediate consideration, 
send/fax (847-583-9280) resume with salary history to: HR Manager-MMT, 5225 Old Orchard 
Rd. Suite 46, Skokie IL 60077. Email: applicants2000@aol.com 

TECHNICAL SERVICES 
REPRESENTATIVE 

JOIN A LEADER. Hunter Industries is a growing 
manufacturer of high quality irrigation products, lo-
cated in North San Diego County. We are seeking a 
Technical Services Representative. This individual 
responds to all incoming irrigation questions on tech-
nical support line, and coordinates special testing of 
warranty products. Maintains the competitive prod-
uct library, and assists in market research. An 
associate's degree in landscape and irrigation design 
or equivalent is preferred. Minimum of four years 
progressive experience in landscape irrigation, agri-
cultural industry, or wholesale distribution. Knowl-
edge of irrigation and pumping system design. Prob-
lem solving skills, interpersonal skills, and computer 
literate. Strong mechanical and technical skills re-
quired. We offer a competitive salary and benefits 
package, which includes a corporate fitness center. 
Submit your resume and salary history to: Hunter 
Industries Attn: Human Resources - 7037,1940 Dia-
mond Street, San Marcos, CA 92069. EOE 

LANDSCAPE 
DESIGNER/ARCHITECT 

For well-established design/build firm in Northern 
New Jersey, Must be sales and production 
oriented. Competitive salary, commission, profit-
sharine. Mail or fax resume to: 

Jacobsen 
L a n d s c a p e D e s i g n a n d C o n s t r u c t i o n 

413 Godwin Avenue 
Midland Park, New Jersey 07432 
Fax (201)444-4334 
E-mail to: jacobsenlandscape@msn.com 

BRANCH MANAGER 
Exciting career opportunities for experience lawn care 
managers in Philadelphia Region. Our rapidly ex-
panding company is looking for branch mangers to 
open expansion locations in Southeast PA and South 
Jersey. Must have a minimum 2 years operations 
management within lawn care industry with excel-
lent communications skills. Position offers excellent 
salary, benefits, 401k, company vehicle, relocation 
allowance and year end bonus. Send resume and 
salary history to: Dean Pilquist, NaturaLawn of 
America, PO Box 160 Southampton, PA 18966 or fax 
to (215) 368-3565 or email to mdpl009@erols.com 

mailto:hQmestd@vgrmQntel.net
mailto:applicants2000@aol.com
mailto:jacobsenlandscape@msn.com
mailto:mdpl009@erols.com


£ Wanna Be a Tree Doctor? 

> T f you have a passion for t h e green 
J I industry and are looking to make a 

J L change, cal l A lmstead Tree & Shrub 
Care. Qual i f ied candidates are enrol led in 
our in tens ive t ra in ing program, 
resul t ing in becoming an ISA 
cer t i f ied arbor ist . Recent 
t ra inees have successfully 
received cer t i f i a t ion in less 
t h a n six months. J o i n our 
expand ing , progressive, 
and professional co. t h a t 
ut i l i zes s t a t e - o f - t h e - a r t 
e q u i p m e n t and t h e 
newest technologies . 
Excel lent compensat ion 
and benef i ts package 
includes car and re locat ion a l lowance. 
I m m e d i a t e openings in our off ices serving 
NY, NJ, and CT. Call 1 - 8 0 0 - 4 2 7 - 1 9 0 0 or fax 
resume t o 9 1 4 - 5 7 6 - 5 4 4 8 , 
a t t e n t i o n HR. 

www.almstead.com 

xyyjyj ui id* 

9 
EMPLOYMENT 
OPPORTUNITIES AVAILABLE 

The Green Plan, Inc. a seventeen year old full service 
landscape, tree care and irrigation company located 
at the base of the Colorado Rocky Mountains is con-
tinuing to grow and expand operations. 
Current Positions Available: 

• Chemical Division Manager 
• Licensed Tree and Lawn Spray Technicians 
• Irrigation Service Technicians 
• Landscape Maintenance Foreman 
• Landscape Installation Foreman 
• Customer Service and Sales Representative 

Positions include excellent compensation, year 
around employment, 401k and full benefits. Imme-
diate openings available with a quality ALCA Mem-
ber firm. Please forward resume to the fax number 
or address below. 

THE GREEN PLAN, INC. 
P.O. Box 17338 

Boulder, CO 80308 
303-938-8230 Phone 

303-938-8137 Fax 
tgp@eazy.net 

LANDSCAPEJOBS.COM 
888 /729 -LAND 

National Search 
We are presently searching for the following: 

• Maintenance Supervisors 
• Maintenance Foremen 
• Irrigation Technicians 
• Construction Foremen 
• Operations Manager 
• Branch Manager Trainees 
Call or visit www.landscapejobs.com 

rlinn nnr 
LawnSenriee 

Scotts Lawn Service, 
newest division of 
America's favorite lawn 
care company is bui ld ing our 
management team for the future. By year's end, we'll 
open new branches in: 

• Detro i t • Ch icago • St. Lou is • P i t t sburgh 
• Ak ron • Dayton • Har r i sburg 

• South New Jersey/Delaware • Northern V i rg in ia . 
Additional supervisory positions wi l l also be fil led in 
Atlanta (Asst. Br. Mgr.), Columbus, Cleveland, 
Cincinnati, Philadelphia and Baltimore. 
The successful candidate wi l l be: a proven, quality 
oriented, goal driven professional in the green industry 
(lawn, landscape, golf course). We'll provide needed 
Scotts systems training. 
Pos i t i ons avai lable: 

• Branch Manger - Responsible for all branch 
operations 

• Assistant Branch Manager - Atlanta position only 
• Sales Manager - Responsible for staffing and 

sales results 
• Production Manager - Responsible for branch 

production quality and results in lawn and tree/' 
shrub care departments. 

Compensation is negotiable. Excellent benefits package 
(401K, medical, dental, and more). 

Contact us now Websi te : Sco t ts lawnserv ice .com 
Fax: 9 3 7 - 6 4 4 - 7 4 2 2 • Ph: 8 0 0 - 2 2 1 - 1 7 6 0 

Ask for lawn service recruiter or email 
bil l.hoopes@scottsco.com 

Scotts is an EOE dedicated to a culturally diverse workplace. 
Drug screen required 

HELP WANTED 
Salespeople - Check It Out 

ACRES EMPLOYMENT ADVANTAGES 
In recent surveys from 90 Acres Group employees, 
they rated the top three reasons Acres Beats The Com-
petition: 

1. Professionalism: Assuring customer service, 
respect and satisfaction 

2. Quality, Experienced, Passionate Employees: 
Committed to doing the best job possible 

3. Superior Results: Snow, Landscape 
Maintenance, Construction, Nursery 

In recent customer surveys, 2 out of 3 customers rated 
Acres above peer companies in both "WILL" & 
"SKILL" while scoring Acres as "meeting and fre-
quently exceeding expectations!" 

FIND OUT WHY! 
Acres Group, Northern Illinois largest independent 
landscape contractor growing at +18%, seeks addi-
tional landscape maintenance salespeople to con-
tinue our growth. Our maintenance management and 
production staff delivers. Are you experienced and 
enthusiastic enough to successfully manage and 
grow an Acres' portfolio? If so, apply now. Superior 
compensation and benefit opportunities. Three fa-
cilities - Naperville, Roselle, Wauconda. Call 
Maureen for immediate confidential consideration. 
Phone: 847-526-4554, Fax: 847-526-4596. EOE. 

Western States Reclamation, Inc. (WSRI) is an 18 year 
old company with unique clientele and projects. Ser-
vices and projects include land restoration, large 
landscape / irrigation construction, minor earthwork, 
and light civil engineering. Present project size 
ranges from $1K to $4M. WSRI seeks an individual 
with 10 plus years of experience to handle project 
management and estimating. 

• PM Position requires a minimum of 5 years 
experience in a recognized construction company. 
Position involves supervision of multiple projects 
and intense scheduling of materials, manpower and 
machinery. Ideal candidate will have experience in 
revegetation, erosion control, urban park construc-
tion, and civil/earthwork. Degree preferred in civil 
engineering, construction management, landscape 
architecture or equivalent. Computer literacy a must. 

• Estimator - Entry Level/Mid Level/ & Se-
nior Level 

• Upper level positions require previous con-
struction estimating experience up to $5M single 
project. Must be computer literate and have experi-
ence with CADD and estimating software. Degree in 
related field preferred. 

• Entry level position requires computer 
knowledge, good math skills, and 2 years experience 
in related field - degree helpful. 
Above average salary, benefits, incentive program, 
401K plan and company vehicle. Send salary history 
and requirements to WSRI, 11730 Wadsworth Blvd, 
Broom field, CO 80020, fax 303-465-2478, 

email wsridrc@aol.com 
<mailto:wsridrc@aol.com>. 

Website www.wsreclamation.com 
<http:// www.wsrecl3m3tipn.CQm> 

rUNITY 

ALL'PRO 
L A N D S C A P I N G , I N C . 

All Pro Landscaping, Inc. is hiring Managers, Superintendents 
and Supervisors looking for an excellent career opportunity. 
All Pro seeks energetic, team oriented candidates with proven 
leadership, communication and interpersonal skills who wish 
to take on an exciting entrepreneurial job with one of South 
Jersey's highest quality, fastest growing full service landscape 
companies. 

• Landscape Construction Manager/Grounds 
Maintenance Manager 

• Purchasing Agent 
• Construction Estimator/Salesperson 
• Construction Project Managers 
• Grounds Maintenance Superintendents 
• Lawn and Pesticide Superintendents 

Experienced leaders with strong management and communi-
cations skills and a desire to do quality work should apply. 
Complete compensation package includes excellent base sal-
ary, bonus opportunity, company vehicle, medical, dental, 
vision and 401k retirement plan, sick and personal time. 
Please call Avi at 609-261-1655 for more information on 
position requirements or fax resumes and salary require-
ments to 609-261-1624. EOE 

http://www.almstead.com
mailto:tgp@eazy.net
http://www.landscapejobs.com
mailto:bill.hoopes@scottsco.com
mailto:wsridrc@aol.com
mailto:wsridrc@aol.com
http://www.wsreclamation.com


Insurance Lighting 
COMMERCIAL INSURANCE 

Start-Ups and Franchises are our Specialty! 

Competitive rates, comprehensive coverage 
and payment plans designed for your 

specific business needs. 

If you provide any of the following services, we 
can design a program for your company: 

Installation 
Renovation 
Fertilization 
Herb./Pest. App. 
Tree & Shrub Serv. 

Snow Removal 
Right of Way 
Holiday Lighting 
Irrig. Install./Serv. 
Mowing & Maint. 

Spill Clean Up 

Contact one of our Green Industry 
Specialists for a quote at 

1-800-886-2398 or by fax at 
1-614-221-2203 

M.F.P. INSURANCE AGENCY, INC. 

GREEN INDUSTRY LIGHTING 

^eep Employees 
Offset Fixed Costs 

Cross-sell to Customers 
High Margin Repeat Business 

Over 250 Locations In 46 Sutes & Canada 

1-800t687-9551 
www.christmasdecor.net 

Tree Stakes 
TREE STAKES 

Doweled Lodgepole Pine 
CCA Pressure-Treated 

2" Diameter, Various Lengths 
Economical, Strong and Attractive 

Phone: 800/238-6540 
Fax: 509/238-4695 

JASPER ENTERPRISES, INC. 
We ship nationwide. 

Web site: www.jasper-inc.com 

Used Equipment 
USED EQUIPMENT 

Billy Goat Truck Loader Vacuum for $2400.00 
• 16 HP B&S Twin-Cyl. OHV Vanguard 
• 10" Intake Hose 
• 7" Exhaust Hose 
• 1.3 Cubic Yard Bag 

Ryan Lawn Air Riding Aerator $800.00 
Call Mark Middleton (512)834-9072 
View on web address: mccoyslawn.com 

Ad Index 
ADVERTISER PG# RS# 
AA-Tach 18 17 
ALCA 129 
American Isuzu 59 126 
ATTI 51 63 
Aventis 19 29 
BASF 7 47 
B. & D.A. Weisburger 58 57 
BackSaver 66 60 
Bandit 69 120 
Becker Underwood 52 49 
Bering Trucks 71 34 
BioPlex Organics 13 12 
Borderline Stamp 104 72 
Brisco 10 11 
Brite Ideas 100 69 
Buckner By Storm 122 81 
Cascade Lighting 76 66 
Corona Clipper 108 73 
Creative Curb 56 54 
C&S Turfcare 132 90 
Daniels 10 10 
Dawn Industries 64 21 
Destructive Turf Insects 71 
Dixie Chopper 3 89 
Easy Lawn 97 67 
Echo 14-15 48 
egarden.com 73 35 
Evergreen Foundation 112 76 
EZ Scoop 20 18 
E-Z Trench 123* 44 
Fabriscape 56 55 
Finn Corp 114 77 
FMI 4 27 
Foley Enterprises 42 59 
FX Luminaire 125* 95 
Glenn Mac 102 71 
GNC Industries 100 70 
Grasshopper 47,111 134,142 
GreenDex 101 37 
greensuccess.com 127 45 
Green To Go 105 39 

GTO International 97 68 
Hiniker 17 15 
Horticopia 134 52 
Hydroseed Innovations 124 83 
ICD 137 98 
Isuzu of Georgia 131 104 
JJ Mauget 61 123 
J. Thomas 52 25 
John Deere 65,115 ... 93,41 
Kanga 9 28 
Kasco Marine 72 64 
Lawn & Landscape Media Group 

Family of Products 125 
Lawn & Landscape Online 41,117 
Lawn & Landscape 

Online Marketplace 135 
Lawn & Landscape 

School of Management 143 
Lawn Monkey 18 16 
LESCO 43,S5,S10-11,S20 94 
Line-Ward 68 62 
Marcus Drake Consultants 68 61 
MarsanTurf 130 87 
Mitsubishi Fuso 103 38 
Morbark 45 30 
Nitro Green 130 86 
North American Green 67 33 
NYSTA 140 103 
Oase Pump 44 30 
OhioTurfgrass 139 101 
Old Century Forge 54 50 
Oldham Chemical 122 82 
Olson Irrigation 16 14 
Permacorp 110 75 
Perma-Green 130 88 
Pro Tech 138 99 
Real Green 52 24 
Regal Chemical 113 42 
Rexius Express 74 
Riverdale 63,99,121 
113,121,20 
Robert Kershaw 16 13 

Robert's Supply 134 53 
Rohm & Haas 48-49 31 
Rohmid 57 32 
Ruud 75 36 
Scotts Lawn Service 124 84 
Sensible Software 119 43 
Silc 136 97 
Ski Landscape 62 58 
Snake River Tool 110 74 
Stahl 120 79 
Super Lawn Trucks 133 91 
Toro Sitework Systems 2 110 
Tree Tech 118 78 
Triple D 136 96 
TruGreenLandCare 140 102 
Tuflex 128 85 
Turbo Turf 64 22 
United Elchem 20 19 
United Green Mark 54 51 
U.S. Lawns 151 46 
Vista Lighting 55 92 
Visual Impact 58 56 
Vitamin Institute 152 114 
Walker 107 108 
Wells Cargo 138 100 
Western Rock & Boulder 109 40 
Workforce International 120 80 

IRRIGATION SUPPLEMENT 
Ametek 12 155 
Buckner by Storm 114 159 
Brown 114 160 
Century Rain Aid 16 150 
Dawn Industries 18 152 
Hunter 120 157 
LineWard 116 162 
McCulloch Innovations 18 153 
Oetiker 17 151 
Rain Bird 113 161 
Remote Control 19 154 
United Green Mark 19 158 
Wilkins 119 156 
* Denotes regional ad 

http://www.christmasdecor.net
http://www.jasper-inc.com


Scheduling Christmas 
Crews at Plantscape 

Plantscape is a diversi f ied landscaping c o m p a n y special iz-

ing in interior and exter ior landscaping . W e h a v e b e c o m e 

Pit tsburgh, Pa/s largest corporate C h r i s t m a s decorator , 

w i n n i n g m a j o r nat ional a w a r d s for o u r work . 

T o effect ively schedule interior or exter ior C h r i s t m a s 
crews, w e fol low a list of cardinal rules and refer to these 
rules throughout the process : 

• Finish ear ly 
• Establ ish profess ional i sm 
• C o n s i d e r m a n y uncerta in var iables 
• Involve a d v a n c e cont ingency p lanning 
• Permit flexibility 
• C o n s i d e r equipment , vehicles , supplies , t y p e / n u m -

bers of m a n p o w e r needed 
• Init iate good and frequent c o m m u n i c a t i o n 
• C o m m i t to excel lent cl ient service and a real concern 

for y o u r staff 
Before scheduling begins, w e appoint one full-time leader 

to be in charge. This Christmas coordinator is responsible for all 
paperwork, phone calls, scheduling, vehicles and staff. W e 
c h o o s e a coordinator w h o is avai lable for the ent ire season, 
is wel l organized, h a s a s trong b a c k g r o u n d running c r e w s 
and leading others , and is c o m m i t t e d to w o r k i n g long 
h o u r s and oversee ing all aspects of the work . 

If w e h a v e a large v o l u m e of work , w e will appoint a 
ful l - t ime assistant coordinator to avoid "burning out " the 
lead coordinator. 

In early October , w e post large, m o n t h l y wall ca lendars 
in o u r sales d e p a r t m e n t for N o v e m b e r , D e c e m b e r and 

f i v s 
c i ^ 'Co. 

1. Appoint one full-time Christmas coordinator to lead projects. 

2. Plan in advance by posting large monthly wall calendars in the sales 
department in early October. 

3. Sell and coordinate as many Christmas jobs before Thanksgiving as 
possible so the weeks following Thanksgiving are easier to handle. 

4. Close days that have reached their assigned daily job limit. 

5. Minimize travel time by grouping jobs together geographically. 

January . T h e s e ca lendars 
are large e n o u g h to eas-
ily wri te on and read. W e 
choose a m a x i m u m n u m b e r of avai lable m a n - h o u r s and 
post t h e m on these ca lendars for each day of the w e e k and 
w e e k e n d . By eva luat ing our pro jected labor force for target 
months , w e can d e t e r m i n e o u r labor l imit in advance . 

W e try to sell as m a n y C h r i s t m a s instal lat ion jobs as 
possible before Thanksgiving so crews can easily get through 
the crunch w e e k s fo l lowing T h a n k s g i v i n g . 

O n c e a cl ient accepts a job, a tracking n u m b e r is as-
s igned to it. T h e n the sa lesperson logs the job date and 
pro jected m a n - h o u r s on the wal l ca lendar . W e typical ly 
h a v e sa lespeople sell j obs as " w e e k o f " instead of specify-
ing a date, and then w e clearly note the job entr ies on the 
ca lendar as " f i r m " or " w e e k o f . " W e cont inue to subtotal 
dai ly m a n - h o u r s and i m m e d i a t e l y m a r k " c l o s e d " d a y s that 
h a v e reached their ass igned dai ly l imit . 

T h e C h r i s t m a s coordinator w o r k s from the tentat ive 
posted schedule the sa lespeople h a v e organized . T h e coor-
dinator then m a k e s necessary a d j u s t m e n t s and dec is ions to 
formulate a final w e e k l y schedule . 

Next , w e geographica l ly subdiv ide the dai ly work . W e 
g r o u p jobs together to m i n i m i z e travel t ime, especial ly 
w h e n there is a large work load . After o u r jobs are orga-
nized geographica l ly , w e dec ide on the n u m b e r of c rews 
needed each day, and the c rew s izes/mix so w e can assign 
c rew leaders . After researching the job sizes for each crew, 
w e then ass ign vehic les and special e q u i p m e n t . 

After deve loping a final week ly schedule , w e post the 
informat ion in a central location. This schedule s u m m a -
rizes the jobs, c rew leaders, c rew m e m b e r s and vehic les 
ass igned to each dai ly crew. T h e n copies of the C h r i s t m a s 

s c h e d u l e are dis t r ibuted to all the key 
people involved. 

T h e next s tep is prepar ing the paper-
w o r k p a c k a g e s each c rew needs, which are 
organized in separate file folders. 

O n l y the C h r i s t m a s coordinator and 
crew leaders h a v e access to the all the job 
files. H a v i n g this l imitat ion reduces the 
risk of misplac ing important paperwork . 
- Tim Stancec ID 

The author is Christmas coordinator/landscape 
field manager for Plantscape, Pittsburgh, Pa. 

LAWN & LANDSCAPE j 



Catch the rising star in the 
landscape maintenance industry. 

If you're looking to increase the size of your lawn maintenance service, 
shoot for the stars and look at a U.S. Lawns franchise. Over the years, 

U.S. Lawns has become a shining example of what a professional 
landscape maintenance service should be. With the guidance of 
U.S. Lawns'team of professionals, we'll show you, step-by-step, 
how to grow your business, maximize efficiency and cut costs. 
You'll be recognized as a company with a growing reputation 

for getting the job done right the first time. For more information 
on becoming a U.S. Lawns franchisee, call us at 1-800-US LAWNS. 

And become part of an all-star team today. 
www.uslawns.com 

http://www.uslawns.com


W H Y DO LEADERS CALL IT "GREATEST or BEST STUFF or PRODUCT in the WORLD?" 

[linen DV NEARLY 1000 BOOKS, CONFERENCES, 
UIULU Dl MAGAZINES, NEWSPAPERS, TVS, RADIOS 
FIVE U.S. DEPARTMENTS TO HELP WIN WORLD WAR II 
TUnilCAKinC OF GOVERNMENTS, STATE UNIVERSITIES, LEADING I nUUOMIlUO ARBORETUMS, BOTANICAL GARDENS, PARKS SYSTEMS 
U.S., STATES and CITIES IN MULTIPLE-DRUMS LOTS 

25 GROWERS ADDED SUPERthrive " JO (Not instead of 125 FERTILIZERS 
SUPERthrive" unique extra life:—EXTRA GROWTH: "IMPOSSIBLES" MADE EASY. 

THE SMALL PLANTS IN EACH PHOTO BELOW ARE THE BEST THAT YOU OR 25 GROWERS CAN DO, 
WITH 25 FERTILIZER BRANDS — WITHOUT ADDING SUPERthrive™ 50 VITAMINS-HORMONES • HWTIUail FKWT. • » ü W W h f t v - • • F8HTIUCTW F1WT • tUPtWthrl»« • • 

UNCHALLENGED 1/2 CENTURY; Greatest Guarantee-Offer PROOF ever! 
BILUONS-PROVEN EXTRA-LIFEMAKER 

® HORMS # 4 g o Ï Ï m m w nunwid 

SUPERthriveI 
LONG KNOWN BY EXPERTS ON EVERY CONTINENT AS 
WORLD'S #1 TOP PLANT SUPPLY 

50 VITAMINS, HORMONES, Economically saves waiting 
for p lan ts to make these b io-organic complexes of 
carbon, hydrogen and oxygen, NON-FERTILIZER. 
Dramatically healthier plants throughout the world, when 
SUPERth r i ve™ ADDED to any fertilizing. 

NOT AT ALL 'LIKE' claimed-alike substitutes. 

NOW 1 / 2 C E N T U R Y $5000. GUARANTEED to be 
WORLD CHAMPION 

ACTIVATOR REVIVER »1 Trans/PLANTER GROWER (ADDED to effects of fertilizers), *1PERFECTER 
"Money-where-the-mouth is" guarantee of all time • proven on billions of plants. 

JOIN WITH DR. JOHN A. THOMSON'S VITAMIN INSTITUTE IN CELEBRATING 1/2 CENTURY OF GUARANTEED FAR-BEST 
VITAMIN INSTITUTE 12618 SATICOY ST. SOUTH NORTH HOLLYWOOD, CA 91605 (800) 441-8482, FAX (818) 766-8482 


