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Outgoing PLCAA executive director Ann 
McClure reflects on green industry changes over 
the past six years. 

This month, Ann McClure leaves 
her post as executive director of the 
Professional Lawn Care Associa-
tion (PLCAA) to become execu-
tive director of the International 
Gas Turbine Institute, headquar-
tered in Atlanta. 

LANDSCAPE MANAGE-
MENT spoke with McClure re-
cently about her six-year tenure 
with the association.—ed. 

Your PLCAA responsibilities began with 
testimony to a Senate Subcommittee hear-

ing on Toxic Substances. That was quite a start. 

LM: 

AM: "I had the help of some of the major play-
ers in the industry as well as media consul-

tants. The PLCAA staff knew the government af-
fairs situation at the time, and the PLCAA 
committee members helped me understand what 
was going on in the industry, and what the indus-
try's response needed to be in order to position the 
industry appropriately. Jumping right in like that 
and representing the industry on a national level was 
a good start." 

You certainly worked with a fine team at 
PLCAA. What do you feel are your major 

accomplishments? 

LM: 

AM: "I wanted to make sure the association had 
continued respect from the industry; gov-

ernment agencies; and the public. 
"We've made such inroads in public perception. 

PLCAA is used several times a week as a resource 
for information, whether it's from national publica-

tions, universities, government agencies or state 
groups. That was my hope and continued to be. I 
think we've succeeded in establishing a reputation of 
respect among those constituencies for being knowl-
edgeable, responsible and active on behalf of the 
green industry. 

"The other was to insure that from the inside we 
had a stable fiscal position, and that the staff was 
knowledgeable about our financial process, so that 
each one could see to their individual responsibility 
comfortably, knowing what they could do and should 
do, in order to remain [fiscally responsible]. 

"We have an excellent group of professionals 
here right now. 

"We have grown to a point of featuring and serv-
ing the concept that all of our members are 'ambas-
sadors' for the industry, and we're trying to give 
them the tools they can use to tell their communi-

"J think [PLCAA] has succeed-
ed in establishing a reputation 
of respect among constituencies 
for being knowledgeable, 
responsible and active on 
behalf of the green industry." 

—Ann McClure 

ties that they are environmental stewards, and to tell 
their communities the many benefits of turf. This 
has been our focus the last couple of years. 

"Our members are confirming to us that they 
want to give back. [The services donated to] Arling-
ton Cemetery recendy was a good example of that. I 
think it's reflected in the PLCAA awards program, 
which is centered around community service and 
environmental improvement. This is the message 
we're helping our member 'ambassadors' carry to 
their communities." 



LM: 
How do you see the green industry's 
growth in the days ahead? 

AM: 
"Our impression has been that there are a 
lot of small companies coming up in the 

industry. They're the hardest ones to find, unless 
they call on the PLCAA for resource help when 
they're getting started. 

"As a general observation, I think a lot of compa-
nies are forming every year. In any business, there's 
always some who make it, and some who don't. 

"The ones we're in contact with are so excited 

'We're trying to give our member 'ambas-
sadors 9 the tools they can use to tell their 
communities that they are environmental 
stewards, to tell their communities the many 
benefits of turf.' 

about what they're doing. They're pleased with the 
fact that they can get the business started, and 
they're excited about the potential. So if they run 
their businesses right and are judicious about their 
business investments as they grow the company, 
there's an awful lot of opportunity for them. 

I ChemLawn/TruGreen/Barefoot—good for 
I the industry, or not? 

I "At this point, the latest [CL/TG/BF] big 
I purchase impacts the industry in that 

everyone is waiting to see what happens! 
"By the same token, what it left us with is a giant 

in the industry and a lot of small to medium size 
companies. 

"From a management point of view, it's left two 
major arenas for the customer to choose from: they 
can choose the giant that works in its way, or they 
can choose the smaller company that can take ad-
vantage of whatever the larger ones can't do. 

"Each group has an advantage; how they deal 
with those advantages is up to any one company. 

Bed Edging 

Think of it as a 6x Power Shovel! 
Digging is a labor intensive and expensive job. Save time and 

money with the power alternative.The powerful little 
Edge-R-Rite® from Turfco, with its 5 interchangeable 

blades beats a shovel for almost anything 
(except leaning), Use it for soft-ground dig-

ging, irrigation, edging, landscaping 
unusual shapes, flower-gardens 
and more. Of course, install the 

"edging" blade and it does side-
walks and driveways in a snap! 

The Edge-R-Rite® from 
Turfco: think of it as 
a 6x power shovel 

Tough, Simple, Smart! 
Durable, easy to operate turf equipment - perfect for landscaping! 

Turfco Mfg. Inc. • 1655 101st Ave. NE • Minneapolis, MN 55449-4420 • Ph. (612) 785-1000 • FAX (612) 785-0556 

The"J" 
blade 
cuts a 
clean 
trench 
which is per-
fect for vertical 
brick edging. 
"J" blade: one of 5 
custom digging blades 
for the Edge-R-Rite ~ 



"The very huge company can work on 
the basis of gaining from its economy of 
scale. Whatever advantages they have in 
doing things in a very big way are obvious. 
You've still got the smaller companies that 
can take advantage of the lack of flexibility 
that large companies often have. And some 
of the smaller companies grew up in the 
community rather than coming in from 
outside. 

"Whether you're the big company or 
the small or the medium-size one, your job 
is to sit down and identify the advantages 
you have over the other, and then make 
sure you take advantage of it. 

"It's going to be a lot of fun watching 
the companies involved work those advan-
tages. It will be interesting to see how it 
impacts the entire industry. Anyone who 
says how it will impact is overstepping any 
point of knowledge he's got. None of us 
can really say how the chips will fall in the 
end." 

H P T 1 What's up with the Green Indus-
LMILO try Expo? Will we see any new 
partners at the next GIE show? 

fTTT^l "There are a number of different 
L U L f l industries—and associations rep-
resenting them—who could potentially 
have an interest in partnering in some way, 
or participating in some way in and around 
the Green Industry Expo. 

"With that in mind, the GIE set up a 
task force to receive any proposals and to 
see whether there are any groups that 
might be overlooked. 

"Naturally, some folks have said they're 
interested, some have said they're not; none 
of it has come to anything specific at all. 

"To the best of our knowledge, as a re-
sult of the last board meeting, (March 2) it 
looks as if there will be no obvious change 
in the 1997 show. For the time being peo-
ple are just sort of brainstorming on it." • 

GET A NEW 
CORE AERATOR FAST! 

Call today, we ship your core plug aerator tomorrow* 
GUARANTEED! Or you get free freight! 

Let's say you're thinking about getting a turf 
aerator, but just haven't gotten around to it. Then 
your phone rings. The caller asks, "Do you aerate?" 
Suddenly, you need an aerator RIGHT NOW! Don't 
lose the business. Call Millcreek. 

Millcreek has three types of professional coring 
aerators, all built for rugged use, priced very 
affordably, and extremely profitable. 

Whatever your choice, there's a Millcreek coring 
aerator sitting right here with your name on it. 
Call now and get your new aerator FAST! 

Popular Millcreek Front-Mount 
Aerators fit most commercial mowers 

Standard 3 point hitch models come 
in sizes uo to 105" wide. Tow-behind 
models also available. 

4 For orders called in by 1 PM Eastern time. 
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Rugged Turf Equipment You Can Afford 

1 800-879-6507 
2617 Stumptown Road, Bird-in-Hand, PA 17505 

Circle 122 

EVERY TRAILER HAS TWO PRICES! 
That's a "New" price and a "Used" price. Do your shopping 

based on the second price — the USED price. That's where you 
can judge the real value of a NEW trailer. 

A used Wells Cargo trailer will always have a higher resale 
value than any other comparable trailer. The tough part is trying 
to find a used Wells Cargo. People don't wear them out. 
Sometimes they outgrow them... then you might find one. 
Check with your Wells Cargo dealer. 

Ask about the Wells Cargo Financing Program. The easiest way 
to get the trailer you want right now! 

CALL (800) 348-7553 
For MEW Literature & Prices 

Check us out on the Web: WWW.WELLSCARGO.COM 

http://WWW.WELLSCARGO.COM

