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PREVENT 
GRUBS. 

STOP THEM IN 
THEIR TRACKS. 
IT'S NOT EVEN 

AN ISSUE. 



Now you can control grubs preventatively or 

curatively. With a single application. Only with 

new MACH 2™ Turf Insecticide. 

MACH 2 is a powerful killer with a new 

chemistry that accelerates the molting process of 

target insects. 

Just hours after ingesting MACH 2, the insect 

stops feeding. Then it dies beneath the surface 

in 2 to 3 weeks. It's that simple. 

With MACH 2™ Turf Insecticide, youll kill 

target enemy insects all season long. Grubs. 

Cutworms. Armyworms. Sod webworms. 

Plus, odorless AAACH 2™ is easy to apply. 

You don't even have to water it in immediately. 

So don't let grubs control your grounds, or your 

schedule. Depend on MACH 2™ Turf Insecticide. 

It's all you need to prevent or cure. 

For more information or for the distributor 

nearest you, call 1 -888-764-6432 and visit our 

website at www.mach-2.com. 

MACH 2 
TURF INSECTICIDE 

ALL YOU NEED 
TO PREVENT OR CURE. 

Circle No. 141 on Reader Inquiry Card 

TM/RohMid LLC Company ©1998 Always read and follow label directions. 

http://www.mach-2.com
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Nature's 
a Mother. 

P T r ^ l r F ^ 

And we've got her 
wrapped around our little finger. 

Ariens? Gravely.™ Stens? Three of your most powerful tools against Mother Nature. 

Gravely for commercial-grade lawn equipment. Stens for high-quality replacement parts. 

And Ariens for the best lawn care and snow removal equipment on the market. They're all part 

of the Ariens family of dominant outdoor brands. So no matter what the season, you carry 

exactly what your customers need. Ariens, Gravely and Stens. Three names. One family. 

m w i m 

COMMERCIAL EQUIPMENT OUTDOOR POWER EQUIPMENT REPLACEMENT PARTS 

) 1999 Ariens Company 

w w w . a r i e n s . c o m 8 0 0 . 6 7 8 . 5 4 4 3 
E - m a i l : i n f o @ a r i e n s . c o m 

Visit us at EXPO 99 for your chance to win the 
"Store of the Future." Booth #4455SW 

Circle No. 112 on Reader Inquiry Card 
ISO 9001 Certified 

http://www.ariens.com
mailto:info@ariens.com


The Landscape 
Management 
Handbook 

Thie best single-source reference containing 
the most current and comprehensive information 

on the basics of turf grass and landscape 
management available today! 

edited by 
William E. Knoop 

125 pages, softcover 
Item #LSMB830 

$24 95 

1% Provides an overall 
understanding of turf 
and landscape care and 
management and covers 
all the basics of the 
green industry 

\ii Covers all the topics golf course superintendents and 
students of turfgrass and landscape management 
need to know 

Combines practical information with the tried 
and true basics of management to provide a single, 
practical, affordable and up-to-date text 

i i Features detailed information, charts, diagrams, 
figures and tables to illustrate key information points 

The Landscape Management Handbook provides a 
unique, single-source reference of comprehensive informa-
tion on a variety of turf and landscape topics. It's an ideal 
handbook for golf course and lawn care superintendents 
and crew members, and is also appropriate for schools 
that teach basic turf and landscape management. 

Call 1-800-598-6008 
Fax: 218-723-9146 

Outside the U.S. 218-723-9180 
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A proud supporter of these green industry 
professional organizations: 

9 s m Associated Landscape Contractors of America 
¡MM M ÂÈM 150 Eiden Street, Suite 270, Herndon, VA 20170 

(703) 736-9666; http://www.alca.org 

American Nursery & Landscape Association 
A N c L A 1250 I St. NW, Suite 500, Washington, DC 20005 
Amer .cn Nursery & (202) 789-2900 
Landscape Assoc ia t ion 

Independent Turf and Ornamental 
Distributors Association 
1217 Wayburn 
Grosse Pointe Park, MI 48230 
(313)331-7739 

1 T 0 C A 

The Irrigation Association 
8260 Willow Oaks Corporate Dr. Suite 120 
Fairfax, VA 22031-4513 
(703) 573-3551; http://www.irrigation.org 

National Arborist Association 
The Meeting Place Mall, P.O. Box 1094, 
Amherst, NH 03031-1094 
(603) 673-3311; http://www.natlarb.com 

Ohio Turfgrass Foundation 
1100-H Brandywine Blvd.,PO Box 3388, 
Zanesville, OH 43702-3388 
(888) 683-3445 

The Outdoor Power Equipment Institute 
341 South Patrick St. 
Old Town Alexandria, Va. 22314 
(703) 549-7600; http://opei.mow.org 

Professional Grounds Management Society 
120 Cockeysville Rd., Suite 104, 
Hunt Valley, MD 21031 
(410) 584-9754 

Professional Lawn Care Association of America 
1000 Johnson Ferry Rd., NE, Suite C-135, 
Marietta, GA 30068-2112 
(770) 977-5222; http://www.plcaa.org 

Responsible Industry for a Sound Environment 
1156 15th St. NW, Suite 400, 
Washington, DC 20005 
(202) 872-3860; http://www.acpa.org/rise 

Sports Turf Managers Association 
1375 Rolling Hills Loop, Council Bluffs, IA 51503-8552 
(712) 366-2669; (800) 323-3875; 
http://www.aip.com/stma 

Turf and Ornamental Communicators Association 
P.O. Box 156, New Prague, MN 56071 
(612) 758-5811 

Simple Math 
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24-hour access to the Green Industry's 
most comprehensive information 

INFORM • INTRODUCE • INFLUENCE • INSTRUCT 

ARTICLES 

NEWS ITEMS 

ADVERTISEMENTS 

CUSTOM 

PRINTS 
Reprints of Landscape Management 
articles, advertisements, news items or special 
announcements are available through Advanstar 
Marketing Services. Customized to meet your 
specific needs, reprints are highly effective when 
you use them to: 
• Develop direct-mail campaigns 
• Provide product/service literature 
• Create trade show distribution materials 
• Present information at conferences and seminars 
• Train and educate key personnel, new hires 
• Enhance press kits 
• Compile reference materials 
• Track trends and emerging technologies 

P f f l M 
management 

ADVANSTAR MARKETING SERVICES 
1-800-736-3665 
216-891-2744 
FAX: 216-891-2740 
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http://www.aip.com/stma


I t ' s c a l l e d " M a x i m u m E f f o r t " — g i v i n g e v e r y t h i n g y o u ' v e g o t . . . 

a n d t h e n s o m e . W e c a l l i t E c h o P r o P e r f o r m a n c e ! 

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

e n g i n e , d e l i v e r i n g m a x i m u m p e r f o r m a n c e a n d r e l i a b i l i t y w h e n 

y o u n e e d i t m o s t — e v e r y h a r d - w o r k i n g d a y . 

B u i l t b y t h e t e a m t h a t k n o w s e x a c t l y w h a t p r o f e s s i o n a l s 

n e e d : q u a l i t y , d u r a b i l i t y a n d p o w e r . 

F o r m o r e i n f o r m a t i o n c a l l 1 - 8 0 0 - 4 3 2 - E C H Q ( 3 2 4 6 ) . 

The Pro Performance Team™ 

© 1999 Echo, Inc. 





OPENING SHOTS 

Who's your 
signature 
customer? 

RON HALL 
M a n a g i n g E d i t o r 

A"signature" hole on a golf course, be-
cause of its beauty, difficulty or 
uniqueness, distinguishes that course 
from all others. Who's your signature 
client? Who's that customer who's 

been with you from the beginning? That client 
who defines what you can do? 

Let me tell you about Brookwood Landscape 
and its signature client, the Fashion Valley Mall, 
an upscale, airy shopping mall near San Diego. 

A couple of months ago I sat at a small round 
white table at an outdoor cafe there with Mark 

Wilhite, one of the opera-
tors of Brookwood Land-
scape. On the surface, 
catching a bite to eat at a 
shopping mall, any mall, 
is no big deal. But, sipping 
an ice tea in a Southern 
California mall while con-
templating the breezy 
fronds of Mexican fan 
palms and the smartly 
dressed, sun-tanned, fe-
male shoppers criss-cross-
ing beneath them in the 
mall's courtyard made for 
one enjoyable afternoon . 
. . the palms? Oh yes, 
back to the palms. 

Wilhite was explaining to me how his family-
owned company had had to lay the 30- to 40-ft. 
palms on their sides and dolly them into the 
mall's courtyard. Couldn't crane them in. Had to 
install them at night too, using block-and-tackle, 
forklifts and steady hands. 

Actually, getting those willowy palms upright, 
straight and secure was just a small part of the 
landscape job that Brookwood did at the mall, 
maybe the third makeover the Wilhites have 
done there since Fashion Valley opened almost 
30 years ago. 

That's right, Brookwood — operated by 
Mark, his brother Glenn and their father, Keith, 
company president — constructed and has peri-
odically updated and continuously maintained 
this particular property for almost 30 years. 

"We don't like to lose a job. We're really seri-
ous about this," says Mark in something of an un-
derstatement. 

Brookwood, in fact, maintains the landscapes 
at just about every regional shopping center in 
and around San Diego, not to mention dozens of 
smaller shopping centers. But Fashion Valley Mall 
is the one that means the most to the Wilhites, 

Keith, Glenn and Mark Wilhite (I. to r.) of Brookwood 

Landscapes keep big commercial customers happy. 

partly because the Wilhites ran Brookwood Land-
scape from offices beside the mall for almost 20 
years before they outgrew the location. 

"We never want to lose Fashion Valley," says 
Mark. "We've spent a lot of years making the 
people here happy, one step at a time." LM 

Let us know about your 
signature customer and what 
this particular customer means 
to your operation. 

Contact Ron at 440/891-2636; 
fax 440/891-2683; e-mail rhall@advanstar.com. 

mailto:rhall@advanstar.com


It works over time. 
Dodge Rams are the longest-lasting full-size pickups on the road.* And over time, they're capable 
of a tremendous amount of work. Options like a fold-down business console with room for a 
laptop computer and cell phone make Ram efficient. And the capability of its Ijxrk] 
Magnum® engine lineup is downright legendary. Our On The Job program is 
another strong work benefit. With it, qualified commercial customers can get ^ ^ 
special APR reductions when financing through Chrysler Financial. We also offer TRAC, Capital, 
and Municipal Lease options that allow customers to tailor-make a deal based on individual needs. 
Plus, depending on the model, you can choose from a $300 cash allowance, a 100,000-mile/5-year 
Powertrain Care Plus™ service contract with Road Hazard Tire Coverage, or select upfit package 
allowances.** If you work with Ram, well work with you. 

Ram P The New Dodge 
Call toll-free 1-877-ON-THE-JOB or visit www.4adodge.com 

*Based on percentage of 7/88-7/97 new pickup registrations still registered on 7/1/97. Data source: The Polk Company. **Service contract option not available in AL, FL, MS, OK, 
or UT. No refund if canceled. Some vehicles ineligible. There is a $100 deductible for each covered repair visit. Tire coverage covers only complete or pro-rated replacement for original 

four tines, excluding spare. See plan copy and full details at dealer. Upfitters are solely responsible for after-market modifications and equipment. Properly secure all cargo. 

http://www.4adodge.com


Make plans for Expo 99 

See how the equipment handles. See how shiny 
everything looks. Wear your shades to cut the glare. 

Inside may be big but if s also air conditioned, which 
helps when you're carrying all the brochures, business 
cards and promo items you collect. Kevin Wehmiller 
and K.C. Hackman of Wehmiller Mowing, Seymour, 
IN, look pretty relaxed. 

Need more information? 
For information about attending EXPO 99, set 

for July 24-26, in Louisville, call toll-free 
800/558-8767. From outside the U.S. or within 
Kentucky call 502/562-1962. Fax 502/562-1970. 
Internet: http://EXPO.mow.org 

Sorry, folks, you can rest 
those weary feet but 
you don't get a tour. You 
still have a lot of ground 
to cover if you want to 
see it all. 

LOUISVILLE, KY - Expo 99 is just around the cor-
ner. It's an excellent opportunity for you to kick 
some tires, make some contacts and keep up 
with what's new. 

As always, there are new additions and events 
to take advantage of: 

• NAEDA's Tech Center — will give dealers 
an overview of the high-tech product lines on 
display throughout the show, including software, 
bar-code scanning, web development companies 
and more. 

• Tree Care and Irrigation Pavilions — will 
bring products together in special areas for ease of 

access and comparison. 
• A new series of 

hands-on dealer work-
shops and new semi-
nars for landscape and 
lawn care professionals 
are planned. Sessions 
will be shorter and will 
be held on the week-
end. 

• OPEI's new 
"blue dot program" will 
highlight low-emission 

products with large blue-dot hang tags. More 
than 30 Blue Dot exhibitors will also be listed in 
the EXPO 99 Show Guide. 

• Three new pick-up trucks to be given away: 
Isuzu, Nissan and GM. 
Wear good walking shoes 

In 1998, 600 manufacturers covered 240,000 
net sq.ft. indoors and 642,000 net sq.ft. outdoors. 
The outdoor demo area is expected to be maxed 
out this year, with more companies and more 
equipment. But, if you need a rest, you can sit 
down for the seminars or technician certification, 
take a ride on demo equipment or kick back at 
the big concert on Saturday night (Crystal Gayle, 
Lee Ann Womack and Andy Childs). 
Schedule Indoor exhibits: Outdoor exhibits: 

Saturday 9 a.m. - 5 p.m. 8 a.m. - 5 p.m. 
to Sunday 

Monday 9 a.m. - 3 p.m. 8 a.m. - noon 

http://EXPO.mow.org


Heavy hitters tackle key water issues 
FAIRFAX, VA—Influential experts on 
water will meet here in September to 
discuss water issues that will shape 
many landscape management strategies 
over the next millennium. 

It's the third such meeting initiat-
ed by the Fairfax, VA-based 
Irrigation Association, in an effort to 
establish a dialogue among the water 
industry's heavy hitters. 

Irrigation Association Executive 
Director Tom Kimmell says the na-
tion's biggest water users and those 
who treat and deliver water discovered 
at the first meeting that they're "not 
exactly on the same page." But subse-
quent meetings have broken down 
barriers. "This has allowed us a forum 
to talk about what's going on, to find 
out what the hot spots are and to try 
and find solutions," Kimmell says. 

Philip Kuehl, Ph.D., who has 
served as moderator from Westat 
Inc., says water user associations and 
water suppliers — groups like the 
American Water Works Association 

and the Water Environment Federa-
tion — explored common interests at 
the second meeting, determining if 
and how they can work together. 
They're discussing potential water 
problems, solutions and identifying 
the most important water-related is-
sues. Among the top 22 water-related 
issues identified: 

• Why the public continues to 
have misconceptions about where 
water comes from and where it goes 

• How the care, custody and con-
trol of water will become a national 
issue 

• Why the use of reclaimed water 
will increase to meet demands 

• Why a central focal point for 
water issues, policy and data doesn't 
exist 

• Why the implementation of 
Best Management Practices is limited 
by insufficient funding, technical re-
sources and the lack of incentives. 

David Minor samples political life 
Fort Worth, TX — For a while, friends 
and family of David Minor thought he 
would be the newest member of Fort 
Worth's City Council. But it was not to 
be. Minor, most recently divisional vice 
president for TruGreen-ChemLawn's 
Southwest Division, threw his hat into 
the political ring soon after leaving the 
company this spring. 

"I jumped into the dance about three 
weeks behind the others," Minor ex-
plained to Landscape Management. "In 
the first poll, we had only 16% support, 
but four weeks later, we had 42%." De-
spite the growing support, Minor lost 

getting into a runoff election by just 27 
votes. 

Minor said he thought politics would 
be a natural interest for him, because "I 
like being involved with people, I like 
helping to find solutions and I like public 
speaking." Although the ferocity of the 
nonpartisan council race surprised him, 
Minor says he got several "positives" 
from the experience. 

Since politics may not be in his fu-
ture, Minor is now looking for other 
business and speaking opportunities. 
"I'm still serving in an advisory capacity 
for TruGreen-ChemLawn. They have 

California to get new methyl 
bromide rules 
SACRAMENTO, CA—In mid March, a 
judge ordered California to adopt new 

regulations regarding the use of 
the fumigant methyl bromide. 
The ruling was the result of a 
lawsuit brought by four environ-
mental groups which charged 
that state officials were endan-
gering public health by failing to 
sufficiently control methyl bro-
mide on farms. 

They further claimed that the 
California Department of Pesti-

cide Regulation didn't develop regulations 
for the chemical, based on a 1989 law. (In-
stead the department had established 
over 400 pages of guidelines.) 

New Deere plant to 
manufacture Gators 
RICHMOND, VA—A new 300,00-sq.ft. 
complex is slated for construction here to 
meet the demand for the Gator® line of 
utility vehicles from John Deere World-
wide Commercial and Consumer Equip-
ment Division. The plant, which will em-
ploy more than 300 people, is expected to 
be on line by the summer of 2000. 

In addition to manufacturing, the com-
plex will include a major design and engi-
neering component and the sales and 
marketing group. 

Mystery of the missing palms 
MIAMI, FL—A Miami-Dade County parks 
director is being asked to explain the ab-
sence of over 3,200 coconut palms valued 
at about $1.5 million. The director was in-
dicted in May when park workers couldn't 
account for the palms on public park prop-
erty on Key Biscayne. The trees had been 
purchased from a local nursery using a 
grant from the Federal Emergency Man-
agement Agency following Hurricane An-
drew in 1992. 

been really good to me," he added. 
What's next? "I might buy another 

business. The skills we learn are transfer-
able and I see it as business is business." 



F E W T H I N G S L O O K 



Some annoyances we can't help you with. 

But handling hard - to - control weeds 

isn't one of them. Not if you use 

Confront* herbicide. It annihilates 

over 30 kinds of weeds, including 

dandelion, clover, chickweed, wild 

violet, ground ivy, henbit, oxalis and 

plantain — on warm and cool season turf. 

All with one postemergent application 

that lasts from 8 to 12 weeks. That is 

something even your most sensitive 

clients will appreciate. Try effective, 

low-odor Confront. For more information, 

call us toll-free at 1-800-255-3726 

or visit our web site at www.dowagro.com. 

Always read and follow label directions. 

#.I)<m AgroSciences 

Confront 
•Trademark of Dow AgroScicnces LLC 

W O R S E X N A L A W N T H A N B R O A D L E A F W E E D S . 

http://www.dowagro.com


at water politics How can a campaign 
to save salmon 
threaten landscape 
maintenance practices 
in the Pacific 
Northwest? Water use 
disputes have some 
surprising effects on 
our industry. 

By M I K E P E R R A U L T / 
A s s o c i a t e E d i t o r 

hat do salmon have to do with chemical lawn and landscape care? 
Plenty, claim officials in the Pacific Northwest, who are considering 
banning the insecticide diazinon. You've got to be kidding, say 
landscape company owners, who believe they're being blindsided. 
When it comes to water, the green industry never knows when or 

where the next controversy will erupt. 
But after being pointed to as "the bad guys" in almost every local or regional water flap, 

lawn and landscape pros are starting to get their act together — even when the contro-
versy seems as unlikely as one focusing on the depleted salmon population in Oregon and 
Washington states. 

The issue surfaced when the U.S. Geological Survey cited pesticides, including diazi-
non, as contributing to the salmon's decline. It pointed to urban use of pesticides and fer-
tilizers as possible causes, prompting King County officials to consider a diazinon ban. 



But Heather Hansen, 
a spokesperson for 
Washington Friends of 
Farms and Forests, an or-
ganization representing 
landscapes, urban appli-
cators and other pesti-
cide users, claims the 
county's efforts to tie 
salmon declines to diazi-
non and other pesticides 
are not based on scien-
tific evidence. She has 
confronted city and 
county officials before 
about unfounded pollu-
tion claims. 
Regs under discussion 

What is certain is that 
salmon protection is an 
issue that can galvanize 
environmental groups to 
push for more hard-line 
regulations, landscape 
professionals concede. 
After Washington's gov-
ernor launched a "Save 
the Salmon" campaign, 
Seattle ran a full-page 
newspaper ad outlining 
five ways to protect 
salmon, including elimi-

nating lawn chemicals. Such groups as People for 
Puget Sound, the Washington Toxics Coalition and 
the Rainier Audubon Society are demanding the 
city discontinue pesticide use by Jan. 1, 2002. 

Environmentalists have cast a wider net, but 
they're being challenged head-on. A proposal by 
one group in King County, WA, to "canopy the 
county with trees and get rid of turf' was shelved 
after the Washington Association of Landscape Pro-
fessionals (WALP) got involved and pointed out 
many practical and agronomic pitfalls of the plan, 
says Jeffrey Ricks, WALP president-elect and opera-
tor of Horticulture Plus Inc., Vancouver, WA. 

Seattle and King County officials see the pilot 
program as one more step in the collaborative effort 
to address environmental concerns. "I applaud 
WALP for being bold enough to take this step," says 
Carl Woestwin, landscape programs project man-
ager for Seattle Public Utilities. 

That cooperation has not come painlessly, notes 
Annette Frahm, communications planner for King 
County Department of Natural Resources. She re-
calls the first meeting in which some landscape in-
dustry representatives were nothing short of "hos-
tile." But, she adds, initial talks with other industries 
weren't any different. 

"When we first met with dentists, they didn't 
want to talk about mercury being a hazardous 
waste," she says. "That's nothing new to us." 

"Some of it has been very positive and cordial, 
and some of it has been more difficult," adds Carl 
Woestwin of Seattle Public Utilities. 

Shedding "us vs. them" 
The need for landscape professionals to have a 

voice in the Puget Sound area may be more impor-
tant than ever. "The fish issue is bigger than the 
Spotted White Owl issue," says Peter Dervin, execu-
tive director of the WALP. "Every part of this region 
is affected by water and salmon migration. They're 
talking about tearing out dams on the Columbia 
River. That's how big of an issue this is." 

The potential threat to salmon from chemicals 
leaching into tributaries has cast more light on water 
quality, and Washington's population growth adds 
another dimension as of-
ficials scrutinize every-
thing from water quality 
to solid waste systems. 

For the landscape in-
dustry, it has raised new 
concerns about grass 
clippings and waste. 
"The questions have be-
come, 'Where do we go 
with this stuff, where are 
we going to dump it?'" 
Dervin says. 

The city and county have focused on irrigation 
conservation, grass clippings, recycling and proper 
use of fertilizer, pesticides and other chemicals. 
"Their programs have been targeted to the residen-
tial customer, the person who pays the utility bill," 
Dervin says. "Over the last year or two, they've been 
trying to get the landscape industry involved." 
It can only help us 

"There has always been this us vs. them mental-
ity," says Brian Skinner, president of Seattle-based 
Skinner Landscape Service Inc. "We have to get 
away from that kind of thinking." That's why he is 

continued on page 18 

Controversy over the 
decline of local salmon 
like those spawning 
here erupted into a 
very public water qual-
ity flap, which soon af-
fected landscape and 
lawn care operations. 
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Former foes solve 
Jeffrey Ricks isn't all wet when he talks of 

serious drought in usually soggy Seattle. 
"It's hard to think of a drought right now 
when I'm almost drowning," quips Ricks, 
president of Horticulture Plus Inc., Vancou-
ver, WA. Yet Seattle's drought in the early 
1990s was no laughing matter. It pitted 
green industry professionals against Seattle 
Public Utilities and King County, as water 
availability dropped. 

"It was a dust bowl around here, devas-
tating to the industry," recalls Brian Skinner, 
president of Seattle-based Skinner Land-
scape Service Inc. 

City and county officials charged that 
lawns and plants were sucking the water 
supply dry, then they ordered spigots shut 
off. Green industry professionals claimed 
the city had mismanaged its water supply. 
Animosity built, says Peter Dervin, executive 
director of the Washington Association of 
Landscape Professionals (WALP). "The indus-
try got up in arms and said, 'How can you 
do this to us?'" 
Smoking the peace pipe 

But in the eight years since the con-
frontation, the two camps have overcome 
significant hurdles to collaborate on volun-
tary, proactive environmental initiatives 
aimed at ensuring water availability and 
quality. A search for solutions began with 
the formation of a Green Industry Council 
and continued in cooperative efforts to de-
velop a natural lawn care program and a 
water contingency plan. 

Now, there's a pilot program in the 
works to educate and test certified land-
scape technicians about environmental 
stewardship. Some say it's a model program; 
others in the industry complain it gives local 
government too much say in how the indus-
try's own professionals teach and employ 
management strategies. 

Landscape professionals in Washington 
aren't alone. Other industry associations and 
firms nationwide are eyeing cooperative en-
vironmental initiatives, seeking out decision-
making or advisory roles and entering into 
voluntary partnerships. Programs include: 

water woes 
• Water Use Summit — This ambitious 

but largely behind-the-scenes effort to es-
tablish a dialogue between nationwide 
water users and controllers of water is spear-
headed by the Irrigation Association. "Our 
feeling is irrigation (including agriculture) is 
the biggest user of water, but we don't con-
trol the water," says Tom Kimmell, lA's exec-
utive director. 

"We wanted to get with the people who 
treat and deliver water to ensure we're on 
the same page. Our fear was that everybody 
would end up protecting their own turf." 

Two meetings (a third is scheduled for 
September) have included the Associated 
Landscape Contractors Association and 
more than a dozen heavy hitters in the 
water industry. 

• Pairing with EPA — Jonathan Boyar, 
Watch All Inc/s marketing director, sought 
out the EPA's Partners for Change program 
to help define environmentally friendly ap-
proaches to its customers. Watch All Inc., 
Weymouth, MA, provides lawn care, IPM and 
structural damage repair. Boyar saw the EPA 
program as an opportunity to showcase its 
environmental endeavors, from its "Good, 
Bugs, Bad Bugs" school seminars to innova-
tive pest control and recycling efforts. 

• Water-Wise Council — After a public 
utility in Georgia proposed shutting off 
water to landscapes during a drought, the 
Georgia Green Industry Association secured 
a place for members on the Georgia Water 
Wise Council. Now they sit alongside univer-
sity faculty, state EPA officials and utility per-
sonnel to manage water issues. 

• Active participation — Professional 
Lawn Care Association of America has part-
nered with the EPA's Pesticide Environmental 
Stewardship Program to improve water qual-
ity education, and a Green Industry Advisory 
Committee in Florida now meets monthly 
with the Southwest Florida Management Dis-
trict, to oversee water use and regulate irri-
gation scheduling in 16 counties. 
Partner or perish 

When a regional water board in Reno, 
NV, tried to ban turf from all new commer-

continued from page 15 

WALP's certified landscape technician 
maintenance core chairman. He believes 
landscape professionals need to educate 
themselves, and the pilot program in-
cludes an important environmental aspect 
in the education process. 

Skinner believes the program's pro-
posed environmentally friendly mainte-
nance strategies can benefit individual 
landscape companies. "If we use proper 
techniques, we can use less product," he 
says. "No one's saying you can't use fertil-
izers. They're saying let's get soil tests, let's 
find out what we need instead of dumping 
fertilizer on the turf and having 40% or 
50% of it wash away into the water table." 

Whether it's fertilizer application or 
water use, Dervin says the issues aren't 
going away. "If we don't address those is-
sues in a proactive manner, we're going to 
be a negative target for everybody wanting 
to regulate this stuff. If we look at it as a 
negative — as the government imposing 
regulations on us again — that's just sour 
grapes. If we look at it as a business oppor-
tunity, then we have options. Some clients 
are willing to pay for their landscape com-
panies to be environmentally friendly." LM 

cial landscape installations two years ago, 
the Nevada Landscape Association re-
sponded quickly. It hired lawyers, sought 
the expertise of well-known turf professor 
James Beard, Ph.D., worked out a conserva-
tion plan and arranged monthly meetings 
so landscape professionals could have a say 
about water availability and quality issues. 

In another case, ALCA sent nine letters to 
the Greensboro (NC) City Council, prompt-
ing officials to modify water restriction ordi-
nances on behalf of landscape professionals. 

Legislation to protect watersheds, rivers 
and aquifers will only get more intense as 
competition for water increases, predicts 
Peter Gleick, Ph.D., president of the Pacific 
Institute and expert on global water policy. 
The changing dynamics will lead to what 
Gleick calls a "Blue Revolution." • 



WE DON'T BUILD THEM TO HAUL PETUNIAS. 
The Chevy C3500 HD Chassis Cab isn't for backyard flower gardens But it is for guys who appreciate 900 bucks. 

Because it comes with up to a s900 cash allowance* on upfits. Combine its dump body1 with its 15,000-lb. 
GVWFT and you've got the power to change the face of the earth. That's what you'd expect from a 

dependable, long-lasting Chevy Truck. 1 -800-950-2438 or visit www.chevrolet.com. 

Circle No. 101 on Reader Inquiry Card 

LIKE A ROCK 

C O M M E R C I A L 
S P E C I A L T Y V E H I C L E S 

http://www.chevrolet.com


Broccolo Tree and Lawn Care scouts for predatory insects, like these lady beetle larvae. The 
population levels of both pest and predator are considered when determining treatment. 

Changes in treatment 
choices mean that it's 
essential to know what 
your options are and 
how to make them work 
for you. 
By N A N C Y S T A I R S / 
T e c h n i c a l E d i t o r 

She times are a changin', 
1 from how you buy to 
how you hire, from how 
you market to how you 
bill. Some changes are 

good, some seem to be more work than 
they're worth and some seem to make 
things more difficult. But whether you ap-
prove or disapprove, change keeps coming 
and it makes it hard to know how to react. 
In the green industry, a major force for 

change is the expected loss of some con-
ventional chemicals and the advent of less 
toxic alternatives. 
Bio-what? 

Some of the newer chemical products 
seem to be called "biologicals," "biora-
tionals" or "biologically based." Some of 
these new products — and those being 
fast-tracked by the U.S. Environmental 
Protection Agency as part of Food Quality 
Protection Act (FQPA) — are going to 
have characteristics that may affect how 
you do business: 

• shorter residuals 
• reduced toxicity 
• more specific to targets 
• sometimes higher cost. 
What does this mean? It means your 

treatment costs are likely to get more ex-
pensive and you will have to time treat-
ments even more carefully. You may also 
have to increase the number of treatments 
to get control. For example, borer control 

on woody plants would require two to 
three applications with Talstar® or 
Turcam® to cover the same 30 to 50 days 
as Dursban® or lindane. 

But don't start wringing your hands just 
yet. As you learn about these new products 
and what they can do, you may discover 
that, by incorporating them into your pro-
grams, you can serve a wider range of cus-
tomers as your focus shifts from applica-
tion delivery to providing service and 
information. 
Ride the wave 

The movement towards biological-
based materials is nothing new. Some of 
you have tried different products over the 
years and have returned to the tried and 
true. Others have embraced the use of less-
toxic materials or lower, carefully timed 
applications, finding ways to use them sat-
isfactorily. Many of you market your ser-
vices as "integrated pest management" 
(IPM). 



What's rational about biorationals? 
While most people understand that true "biological" control refers to predator, para-

site or pathogen, the other terms can be a bit more confusing. Even among researchers, 
there seems to be some difference in how the terms are used: 

• "Biologically based" products refer to toxins or chemicals that are extracted from bi-
ologicals (usually pathogens) or are naturally occurring plant products (botanicals). For ex-
ample, Bt is a biologically based product because it does not cause an infection in the pest 
but produces a toxic protein that eats away at an insect's gut lining. Since it is protein tox-
ins that the Bt bacterium produces that are used, Bt is not a "biological." 

• "Biorational" means biologically (environmentally) rational control materials. This 
means things that have few or no adverse side effects. It can include synthetic materials 
like halofenozide (Mach2), which is a molting regulator that affects only a limited number 
of target insects, true biologicals like Naturalis (contains spores of Beauvaria fungus) or 
true botanicals like azadiractin (Neem, Azatin). 

Keep in mind that there are biologically based products that are not considered as bio-
rationals. Powerful biologicals related to botulism and anthrax bacteria, with a broad 
spectrum of activity (including humans), or botanicals like nicotine sulfate could not be 
considered as rational control materials. 
—Dave Shetiar,; Ph.D., Associate Professor of Landscape Entomology at OSU, Columbus, OH 

The IPM approach is as much a philos-
ophy as it is a plan. But if you are commit-
ted to it, the change in the types of chemi-
cal products available is not likely to affect 
how you do business. Inspection visits and 
spot treatments will not be affected — 
only the names may change. 

If you have more of a treatment focus, 
however, expect shorter residual controls 
and higher material costs, as well as other 
adjustments. 
Ease into it 

Tom Smith, president of Grass Roots 
Inc., East Lansing, MI, believes that any 

business can 
begin to incorpo-
rate IPM princi-
ples at a pace and 
level that is com-
fortable. It does 
not have to be an 
all-or-nothing 
proposition. 

In fact, ac-
cording to Smith, 
attempting to im-
plement IPM in 
one fell swoop 
can be a daunting 
task. Smith rec-
ommends imple-
menting certain 
IPM principles for 

a gradual transition to a comfortable level. 
For example: 

• target pesticide applications, both in 
timing and for specific pests 

• offer additional management services 
• take soil samples to test for fertilizer 

recommendations 
• develop fact sheets explaining cul-

tural practices and pest problems, in a lan-
guage your customer can understand. 

Grass Roots relies heavily on horticul-
tural oils to manage insects, especially soft-
bodied insects. The company also uses insec-
ticida! soaps and started using Mach2 last 

year. For weed control, Smith has been using 
com gluten meal for some accounts (includ-
ing his own lawn), and seeing success. 
Use your resources 

Jody Mills, staff horticulturist with Broc-
colo Tree and Lawn Care, Rochester, NY, 
says that the company is only beginning to 
use some of the newer biorational products 

such as Conserve®, but believes that they 
will mesh well into the IPM program. 

Mills says that the Cornell Cooperative 
Extension-Monroe County provides them 
with vital information on pests and their 
stages. The company also tracks degree-days. 
Combined, these resources allow Broccolo's 

continued on page 25 

Tom Smith, of Grass 
Roots, says that clients 
pay for his expertise, 
as they would for any 
other professional 
service. 

Tom Smith, of Grass 
Roots, says that clients 
pay for his expertise, 
as they would for any 
other professional 
service. 

Broccolo Tree and Lawn Care staff are always on the lookout for insects, of all sizes. 
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Test it yourself 
If you want to be sure a product will fit your needs, test it. Wendy Gelernter, Ph.D., of 

PACE Consulting ¡n San Diego, CA, says, "The only way to gain more confidence that a man-
agement system is the best for your site is to start a testing program/' 

Self-tests can ensure that the products and practices you choose fit your specific circum-
stances, conditions, site variations, equipment and management style. 

• Plan your test before you 
begin; map out your plans 

• Identify and record: 
1. Objectives—"Whatrate 

will result in good pest control 
without damaging the foliage?" 
or, "How does the new product 
compare to a product that I have 
been using?" 

2. Materials — products, 
rates, application equipment, etc. 

3. Methods — dates of appli-
cation and evaluation, how the 
evaluations were conducted, etc. 

4. Observations — descrip-
tions of visual characteristics, nu-
merical ratings (e.g. the weight 
of clippings) or relative ratings 
(e.g. assigning estimates of per-
formance on a scale). 

5. Summary — of the answers 
to your questions. 

Do not omit any of these com-
ponents or it will be difficult to 
determine what happened dur-
ing the test or why it happened. 

• For each test, maintain an 
area that receives no treatment. The test and control sites should have similar cond 

Make sure the untreated (control) tions-The g r o u n d of this photo shows weed con-
area is the same size and managed t ro1 a , o n9 a driveway, in Oct. 1998, following two 
in the same way. Try to have the applications of corn gluten meal by Tom Smith in 
untreated area and testing plot J u n e 1 9 9 7 a n d M a * 1 9 9 8 ^ u n t r e a t e d comparison 
next to each other, so the sites i s d i r ec t ,V b e h i n d 

have similar conditions. And, the 
two areas should look the same at the start of the test, so you can easily compare the effect 
of the treatment. 

• Size it properly. The smallest test plot recommended by Gelernter is 4 x 4 ft. For most 
small plot work, however, a 5-ft. by 10-ft. plot is convenient for a sprayer that applies a 5-
foot-swath width. Or simply divide an area in half, leaving one half untreated and the other 
half treated. 

Finally, once your tests are completed, don't take off your research hat. Follow an unwrit-
ten rule of grassroots product and practice testing —share your results with others. • 

Corn gluten 
meal: new 
weed and feed? 

Corn gluten meal (CGM) is the dried 
protein residue from corn after remov-
ing the larger part of the starch and 
germ and separating the bran. This by-
product contains 10% nitrogen by 
weight. Tom Smith of Grass Roots says 
two applications a year provides about 
4 lbs. N/1,000 ft and unless a property 
needs phosphorus or potassium, he 
doesn't need to make additional appli-
cations. 

It takes a lot of CGM for 1,000 sq.ft. 
and there is increased material costs. 
Smith estimates 20 IbsAOOO sq. ft. 
costs about $12 from North Country Or-
ganics in Vermont 
(www.norganics.com). Treatment for a 
10,000-sq.ft. lawn would cost a client 
about $200. This is a big increase over 
traditional programs, but Smith says 
that treating twice a year, as opposed 
to five or more times, reduces the dif-
ference in yearly costs. 

While not as fast-acting as traditional 
preemergents, Smith sees CGM as a vi-
able alternative for some properties. 
"Clients that are interested in reducing 
or eliminating pesticide use, clients that 
are very concerned environmentally and 
clients that traditionally would not sign 
up for any type of lawn care," he says. 
Another client is the City of East Lansing, 
where Grass Roots has a pilot project for 
a very visible median, about three acres 
in size. While the city cannot afford 
more than a single treatment in the 
spring (which slows the impact of the 
CGM), he can still see results, says Smith, 
who is a CGM distributor. • 

http://www.norganics.com
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technicians to time inspections and treat-
ments before outbreaks get out of hand. 

Educated workers are another resource 
that the company uses and is committed to 
fostering. Mills believes that it is essential 
because they are the people who "make 
the decisions when on the property, what 
they're going to treat or how much they're 
going to fertilize, if at all." 

The company emphasizes communica-
tion to keep employees informed about 
pest and disease problems. Mills says, "Em-
ployees get a lot of hands-on experience 
and constant training as to what to be look-
ing for, when to be looking for it." 

Keeping employees informed, says 
Mills, "makes the difference, because we 
have to count on catching these things at 
the earliest time." 
You're the expert 

Probably the biggest stumbling block 
for most businesses is selling expertise, 
rather than a service. This is an idea that 
may take some getting used to, but both 

S O M E B I O R A T I O N A L 
CONTROL CHO ICES 

Brand Problem 

Avid leafminers, mites 

Azatin broad spectrum IGR 

BioNeem broad spectrum IGR 

Conserve caterpillars, larvae 
of leaf-feeding 
beetles and sawflies 

DiTera nematicide 

Mattch caterpillars 

Meritl grubs, leaf miners, 
aphids, etc. 

Neemazad broad spectrum IGR 

Mach2 IGR 
Hexygon miticide 
insecticidal soaps 
horticultural oils 
Heritage fungicide 
BioTrek biological fungicide 
Spot Less biological fungicide 

Common Name 

carbaryl 

bendiocarb 

chlorpyrifos 

acephate 

trichlorfon 

isofenphos 

ethoprop 

Examples of 
trade name Class 

Sevin 

Tu rea m 

Dursban 

Orthene 

Dylox 

Oftanol 

Mocap 

carbamate 

carbamate 

OP 

OP 

OP 

OP 

OP 

Pests commonly treated 

caterpillars, white grubs, 
chinch bugs 

white grubs, chinch bugs 

mole crickets, caterpillars, 
fire ants, chinch bugs, billbugs 

mole crickets, caterpillars, 
fire ants 

white grubs 

white grubs, mole crickets, 
billbugs, chinch bugs 

mole crickets 
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Smith and Mills confirm the need to sell 
expertise, not treatment visits. 

Smith says, "Since IPM is information 
based, rather than product based, it is im-
portant to feel comfortable selling service, 
which is what most professionals sell." 
Smith compares himself to plumbers, me-
chanics and other professionals who charge 
for their expertise. 

This is where Mills agrees: "We have to 
market ourselves more as consultants." 

Keep ahead of the wave 
Change, including the possibility of the 

loss of some familiar chemical products 
arising from implementation of FQPA, is 
inevitable. Familiarize yourself with the 
"kinder, gentler products," on your own 
property if necessary. Don't get blind-sided 
by new products and new regulations. 
Know what your product options are and 
how they can work for you. LM 

Routine monitoring that focuses on trouble spots allows diagnosis and spot treatment be-
fore problems become severe. Hot spots near walks and driveways are prime areas for Grass 
Roots staff to scout for chinch bugs and other pest problems. 
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Microinjection: 
small package. 

Broaden your treatment 
options by including 
microinjection in your 
treatment program. 

By T E R R Y A. T A T T A R , P h . D . 

^ ^ r o b l e m : your client has 
• two large elm trees being 

defoliated by elm leaf 
^ ^ ^ ^ ^ ^ beetles. Solution: spray to 
• control the beetles. Problem solved! 

But what if the trees are overhanging a 
school yard directly beside the client's 
property? Or what if your client is a senior 
citizen's home? How do you treat a prob-
lem and also address the concerns that peo-
ple may have? Microinjection is one 
method that might fit into your program. 

Spraying street trees is not wise in all cases. 

Microinjection's contained delivery sys-
tem gives you an environmentally friendly 
alternative to spray applications, as well as 
low initial investment. Properly used, mi-
croinjection has tremendous potential to 
benefit trees while also providing added 
value to landscapes. 
Spraying can cause concern 

You can treat some pest problems, and 
even nutrient deficiencies, with a foliar ap-
plication. But spraying community shade 
trees requires specialized, expensive equip-
ment. It may not be appropriate either. 
What if a if a hospital, nursing home, 
school, pond, stream or river is nearby? 
What if your clients or their neighbors 
have pets, wildlife concerns or chemical 
sensitivities? Spraying may simply not be a 
suitable tree health care option. 

Microinjection, however, allows the in-
troduction of materials such as antibiotics, 
fungicides, insecticides and mineral nutri-

ents directly into a tree without 
any contact with the environment. 

Spraying, soil injection and 
trunk injection are the most com-
mon methods to apply tree health 
care treatments. Each of these tech-
niques has a place in tree health 
care and each has advantages and 
disadvantages. 
Good enough for DaVinci 

Microinjection uses small 
amounts (approximately 0.1 
ounce) of therapeutic chemicals 
contained in sealed capsules which 
are introduced into shallow trunk 

SPRAYING 
Pros 

• quick application of materials 
• rapid response to treatment 

Cons 
• accurate timing needed for some pests 
• height of the tree can impact the level of 

coverage 
• weather must be suitable for spraying 

SOIL INJECTION 
Pro 

• allows combinations of fertilizers and 
pesticides 

• causes no trunk wounds 
Con 

• timing of delivery is important since there 
can be some time delay in the uptake of 
the materials by the tree 

TRUNK INJECTION 
Pro 

• injected materials rapidly available within 
the tree 

• no environmental contact with pesticides 
can be performed under most weather 
conditions 

Con 
• must consider tree response to trunk 

wounding 
• uneven distribution in crown may occur 

No treatment method is ideal for all 
situations. Remember, you can combine 
these application systems in IPM pro-
grams for shade trees. Each situation is 
different so use the best delivery systems 
to address the problem. 

wounds around the base of a tree. The in-
jected chemicals are distributed systemati-
cally by sap movement within the tree to 



Training session on the correct use of ^ 
microinjection at Cypress Gardens, Florida. 
%•" *" :•> JfiijE'Si^^T« 

Microinjection may be a suitable 
^ For use against difficult-to-control 

insects (e.g. bronze birch borer, scale, 
gypsy moth, aphids, birch leafminer etc.) 

^ When drift becomes a problem, such as 
in crowded urban areas 

^ In environmentally sensitive areas, such 
as near playgrounds, camp sites, water 
or wildlife areas 

^ As part of an IPM program, minimizing 
chemical usage 

^ For very tall trees or in poor weather 
conditions (wind, rain, etc.) 

^ To protect nontarget pests 
^ For difficult to control diseases 
^ For applying micronutrients 
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the branches, leaves and even roots within 
a few hours after injection. 

Although the first reports of trunk injec-
tion of trees date to studies by Leonardo 
DaVinci during the Renaissance, it is often 
misunderstood. Materials in liquids can be 
injected into the woody tissues of trees 
(xylem), because the pressure within the 
xylem is below that of atmospheric pres-
sure on the outside of the tree. Under this 

condition of negative pressure, liquids in-
troduced into healthy xylem through a 
fresh injection wound are taken into the 
xylem and distributed within the tree in the 
sap stream. Actually, this is not so much in-
jection as it is the accessing of the transport 
tissues of the tree and allowing them to 
transport the chemicals up into the tree. 
More like infusion therapy, if you will. 

You don't have to use high pressures to 

"force" liquids into the tree. High-pressure 
injection can actually damage tree tissues 
and may not place the injected materials 
into the outer xylem where most systemic 
transport occurs. Low pressures sufficient 
to empty the injection reservoir are most 
effective for transport with less impact on 
the tree. 

Trunk injection of several gallons of ma-
continued 



Wounds that 
don't heal 
Most trees are strong compartmentaliz-
ers and close injection wounds very 
quickly. However , some individual trees 
may be w e a k compartmentalizers 
(whether due to genetic characteristics 
or compromised health) and should not 
be injected. K n o w the danger signs of 
w e a k compartmental izat ion: 

^ delayed w o u n d closure 
^ vertical cracks above or be low the 

w o u n d 

^ prolonged f luxing f rom the 
w o u n d w i t h discolored or 
odorous discharge 

^ expansion of the w o u n d or canker 
format ion around the w o u n d 

Tree Injection 101 
1. M a k e wounds as small and as shallow as possible. Deeper and larger wounds under 

higher pressures cause greater injury to the tree. Ninety percent of all conduction in the 
t ree takes place in the current g rowth ring of most trees. 

2. M a k e clean-edge wounds by using a fully charged drill and a sharp bit. The more 
ragged the edges of a wound, the greater the injury. Disinfect drill bit be tween injection 
sites. 

3. Inject on root flares. Do not inject in the valleys be tween the flares w h e r e cambial 
g rowth is narrow. 

4. Never place injection holes in vertical al ignment; wounds directly above or be low 
other wounds cause further injury t o the tree, whi le uptake is poor or not possible. 
W h e n several injection periods are needed, create patterns to avoid vertical al ignment. 

5. Moni tor previously injected trees. Do not reinject a t ree if the wounds f rom previ-
ous injections are not closed after one year or if f luxing has not stopped. If cracking oc-
curs at the injection site, do not inject this t ree again. Not all trees can tolerate injection 
wounds and chemicals. 

6. Do not use injection sites 
f rom the previous year. 

—Marty Shaw, certified arborist 

certified nursery professional and 

president of TIPCO Inc., Knoxville, 

77V. www.treedoc.com 

terials per tree, or macroinjection, 
has been used to treat trees with 
vascular diseases, such as the 
Dutch elm disease. Unfortunately, 
most tree species do not have 
porous xylem like the American elm and 
cannot accept large volumes of liquids by 
trunk injection. In addition, macroinjection 
systems involve complex tubing and reser-
voir systems which are labor intensive and 
are not practical for rapidly treating several 
trees. 

A breakthrough in injection technology 
occurred in the 1960s when the systemic 
insecticide Bidrin, in microinjection cap-
sules, was injected into trees and shown to 

The placement of microinjection capsules containing 
mineral nutrients on a shade tree is a simple process. 

control a variety of chewing and sucking 
insect pests. Large volumes of materials did 
not need to be injected into a tree to con-
trol a problem. The Bidrin research 
showed that a small volume of concen-
trated systemic chemical in a microinjec-
tion capsule could be effective. 

Since that time, microinjection research 
has focused on developing systemic formu-
lations of antibiotics, insecticides and fungi-
cides that are effective in low volumes. Re-

cently, combinations of an insecticide and a 
fungicide in a single capsule have been de-
veloped to treat both insect and disease 
problems with a single injection. 
Before you begin 

Microinjection can only be effective if 
applied by trained applicators who have 
correctly diagnosed a tree health problem. 
An incorrect diagnosis will likely result in 
the use of an ineffective material. 

Improper application can harm a tree. 
Companies that sell microinjection prod-
ucts usually require training before using 
their products. Both the J.J. Mauget Co. 
and Tree Technology Systems Inc., for ex-
ample, require a training program before 
sale and use of their products. In addition, 
microinjection capsules must be applied in 
strict adherence to the guidelines of the 
manufacturers. Improper techniques, such 
as using too many capsules on a tree, using 
an incorrect application depth or carelessly 
inserting or removing capsules can cause 
damage or inhibit wound closure. 
—The author is a professor at the Shade Tree 

Laboratory, University of Massachusetts; 
phone 413-545-2402, email at tattar^mi-

crobio.umass.edu. 

Maximize injection impact 
Uptake increases wi th : Uptake decreases wi th: 
• soil temperature (>50°F) • humidity 
• soil moisture (pre- and post-water) • dry soil 

w ind • high air temperatures (>90°F) 
sunny day can cause leaf burn 

http://www.treedoc.com


THE LARGEST SELECTION OF 
MICRO-INJECTIONPRODUCTS 

AVAILABLE ! 

k ^ INSECTICIDES: 
| ^ Ê IMICIDE 
W ABACIDE 

0 INJECT-A-CIDE 
INJECT-A-CIDE B 

^ ^ FUNGICIDES: 
FUNGISOL 

% CARBOJECT 
S TEBUJECT 
® ANTIBIOTICS: 
^ ^ MYCOJECT 

FERTILIZERS: 
STEMIX 

W STEMIX HI-VOL 
I STEMIX ZINC 

STEMIX IRON/ZINC 
INJECT-A-MIN IRON/ZINC 

INJECT-A-MIN MANGANESE 
COMBINATION PRODUCTS: 

IMISOL (FUNGISOL + IMICIDE) 

ABASOL (FUNGISOL + ABACIDE) 

&00-TREES Rx 
Ö77-TREE HLP 

(New to l l f r e e technical 
s u p p o r t L ine ) 

(&00-&73-3779) 
(Ô77-Ô73-34-57) 

wwHmauget»om 
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Training is an investment in produc-
tivity, not a cost. You can reduce 
the cost of doing business and get 

more productivity by selecting wisely 
and training employees in equipment 
maintenance. This can also improve 
labor recruitment and retention, and 

can help differentiate you from your competitors. 
While landscape contractors generally agree, the 

next step — preparing a consistent, cost-effective 
program — is more problematic. Actually, this can 
be fairly simple, given the many resources available, 
but it does require commitment and foliow-through. 
Buy durable equipment 

Step one is to assess the applications for your 
equipment and don't skimp on price. Sometimes, 
especially for contractors just starting out, the urge 
to cut start-up costs leads to the purchase of throw-
away equipment that becomes overmatched in 

Hand-held equipment 

productivity 
heavy-duty applications. Experience shows that 
buying durable tools yields long-term savings in ser-
vice costs. If you're serious about your work, reject 
cheap equipment. 
Smart chain saw selection 

Even if you use chain saws only for light, infre-
quent duty, choose saws that are serviceable in the 
field and offer certain safety and comfort features. 
Key features to check include: 

• good balance, high power-to-weight ratio and 
antivibration systems — all reduce operator fatigue. 

• controls, switches and handles — provide a 
high level of operator protection. 

• top handles, textured handles, thumb grips 
and trigger supports — for extra control and com-
fort (remember to hold a saw with both hands, even 
if it has a top handle). 

• chain brakes — stop the chain and allow the 
engine to continue running without the chain being 
in motion. 

• easily removable fuel and oil caps — check 

Get more 
productivity 

by buying 
smart and 

training 
employees in 
maintenance. 

By ROGER SIMONS 

Have employees check equipment daily and weekly 
for safe and productive operation. 

that the fill openings are easy to access and whether 
a single tool or several tools are needed to exchange 
filters, spark plugs and the bar and chain. 
Trimmer buying tips 

Low-vibration systems, design and ergonomic fea-
tures apply to trimmers as well. Buying tips include: 

• compare noise levels of various models be-
cause noise is the most fatiguing factor for power 
equipment operators. 

• excessive vibration can be fatiguing too, be-
cause it travels through the trimmer shaft into the 
operators' arms and hands. Low-vibration systems 
isolate the engine and drive shaft from the handlebar 
and have support components with rubber dampers. 

• look for trimmers with easy access to serviceable 
parts (like the starter assembly), particularly those that 
can be disassembled quickly. This cuts downtime. 

• engine compartments should be tight, with 
continued on page 35 



When you specify Medalist America preformulated 
blends and mixtures, you get more than performance-
proven seed. You get a turf specialist who is an expert 
on the growing conditions in your region. There's no 
guesswork on your part. Just knowledgeable, research-
based recommendations from a highly skilled expert. 

We believe knowledge is the key to turf performance. 
Knowledge about the application, climate, soil and seed. 
That's why turf specialists have been a big part of our 
product/service mix for more than a quarter of a century. 
Contact Medalist America today about how well our mix 
of seed and turf specialists can work for you. 

VEDMLIST 
Simplot Turf and Horticulture 

Circle No. 115 on Reader Inquiry Card 

1-800-568-TURF • l ax 208-777-7954 • rmyers@mcdalisiamcrica.com 
5300 West Rivcrbcnd Avenue • Posl Falls, Idaho 83854-Q499 
©1W8 Medalist America • All rights reserved 

At Medalist 
America, Our 

Turf Specialists 
Are Part 

Of The Mix. 
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The industry's leading research and breeding programs. 
The largest and most sophisticated of its kind, Jacklin 
continues to break new ground in turfgrass development. 

A world of turfgrass experience. Since 1936, Jacklin 
Seed has led the world in turfgrass innovation. Today, 

in's leadership encompasses over 70 varieties of 
trass seed with customers in more than 50 countries. 

The Jacklin Green Seal*. Products bearing this 
formulated to help you maintain a lush, beautiful turf 
water, fertilizer, chemical applications and other inputs. 

Five Steps Above™. These bluegrass varieties 
combine unsurpassed color, turf quality and 
disease resistance with higher seed yields, which 
results in better seed availability at lower prices. 

You may be impressed with what Jacklin Seed 
does around the globe, but Jacklin understands 
what will impress you far more is what they can 
do in your own backyard. 

With this in mind, Jacklin's research staff 
continues to break new ground, like the industry's 
first patent for introducing endophytes into 
bluegrass and bentgrass. This and many more 
quantum leaps in technology bring a world of 
turfgrass success home to you. 

Confidently expect that any place you highly 
prize healthy grass, Jacklin Seed will help ensure 
you'll have the best stand possible. 

Trust that when you call 800-688-SEED, Jacklin 
Seed will have the right solutions to get you growing 
in no time. 

No wonder 
confidence grows 

from every 
Jacklin seed. 

5300 West Rivcrbend Avenue • Post Falls, Idaho 838=>4-9499 
Phone: 1 800-688-SEED • Fax: 208 -773-4840 • www.jacklin.com 
©1998 Jacklin Seed • All rights reserved 

S E E D 
Simplot Turf and Horticulture 

http://www.jacklin.com


Training wheels 
Mobile units take instruction to dealers 

Look for local training at outdoor 
power equipment dealers this season, as 
six fully equipped mobile training units 
from Husqvarna Forest and Garden Co. hit 
the road. The fleet will log nearly one mil-
lion miles each year traveling to dealers 
and customers across North America, in-
cluding Canada. 

Each 34-foot-long truck has eight stu-
dent workstations and a big-screen termi-
nal for video instruction and computer dis-
play. A miniature model store 
demonstrates display options and sales 
training. Special tools and equipment will 
help train students on product use and re-
pair techniques. 

Each regionally based unit is assigned a 
full-time instructor who facilitates each 
school. "We listened and found a solution 
when our power retailers told us they 
needed training to come to them, since 
travel is costly," said Roger Simons, direc-
tor of technical services for Husqvarna. 

In addition to holding three-day 
schools year-round in each training unit, 
Husqvarna hosts ongoing product update 
classes, new dealer training and regional 
dealer meetings. Dealers with 
technical/sales staff benefit further from 
customized classes and on-site training. 

"Bringing hands-on, interactive train-
ing to our dealers' front doors ensures 
they are meeting the needs of their cus-
tomers," said Dave Zerfoss, president of 
Husqvarna North America. "The mobile 
training units provide a unique education 
alternative." 

The new mobile training units comple-
ment the Husqvarna North American 
Training Centers located in Charlotte, NC, 
and Albany, NY, as well as training centers 
in Canada. 

Take advantage of resources 
How can you get training for your em-

ployees? Several manufacturers offer 
dealer-sponsored training programs. 

One example is Husqvarna's Team of 

minimal exposure of the 
carburetor and other parts 
that could snag on or 
bang against objects on 
the job site. 

• power level to a 
trimmer's cutting head de-
termines what type of 
work it can do. Horse-
power does not always in-
dicate torque output of the 
total unit. Combine size of 
cut and acceleration capa-
bilities to get a true sense of 
a trimmer's power and 
torque. 

• trimmers for heavy brush cutting 
or continuous running should carry life-
time shaft warranties. 

• ergonomic design such as angled 
front handles to allow operators to keep 
their left wrists in a straight, comfortable 
position. Adjustable handles accommo-
date different users comfortably. Trim-
mers are easiest to use when the handles 
have a firm grip and the cutting head 
naturally positions itself directly in front 
of the operator. 
Understand how equipment works 

Most repairs to commercial two-

Pros, which travels the world training 
dealers and contractors. Training is cus-
tomized to meet trainees' needs. The 
chain saw portion of the training pro-
gram, for example, covers chain saw 
safety, equipment maintenance and cut-
ting methods. 

Look for training videos developed in 
partnership industry associations, such as 
the International Society of Arboriculture 
and the Associated Landscape Contractors 
of America. These videos focus on safety, 
ergonomics, operator maintenance and 
other key topics. 

The videos and companion study guides 
are great supplements to daily or weekly 
tailgate meetings, ongoing in-the-field 
training and competent supervision. 

Technicians who are trained by equipment manufacturers 
can help you train your crew members. Photos: Husqvarna 
Forest & Garden 

cycle engine powered equipment result 
from improper: 

• operating and service procedures; 
• application of equipment for a job; 
• maintenance; 
• service records, or lack of; 
• fuel/oil mixtures or dirty fuel. 
Read your owner's manual as the first 

step in reducing downtime — it's the first 
thing your employees should do before 
using any piece of equipment. The time it 
takes to familiarize yourself with the man-
ual will be repaid in extended product life, 
given proper operation and maintenance. 

Resist any urge to hurry new crew 
members into the field; two-cycle equip-
ment is not so simple that it should be op-
erated without preparation. While opera-
tors should know simple maintenance 
techniques, they should know enough not 
to compensate for one disruption by creat-
ing another. For instance, they should never 
adjust air-fuel mixtures, when cleaning the 
air filter is required. 
Landscape lovers: bad mechanics? 

Some otherwise great employees who 
really enjoy beautifying landscapes might 
not have the equipment expertise to ser-
vice their own equipment beyond routine 
upkeep. Instead of struggling with equip-
ment downtime or machines that do not 
perform well, you might be better off leav-
ing equipment servicing to a service techni-
cian. Often, a new spark plug, air filter or 

continued on page 36 



fuel filter, along with a tachometer-assisted 
carburetor adjustment, can do wonders for 
equipment performance and daily output. 

Technicians who are trained by equip-
ment manufacturers can provide the most 
knowledgeable maintenance and can help 
you train your workforce. 

Check equipment before and after op-
eration, based on manufacturer guidelines. 
Here are specific checkpoints: 
Daily checklist for two-cycle equipment: 

Clean the air filter. 
Inspect the engine shrouding for any 

deterrent to clean airflow. 
Check the air filter cover and air filter 

box to guard against intake of unfiltered air 
that could damage the engine. 

Remove grass, dirt and other debris off 
the housing around the engine. Debris 
build-up could cause excess heat that 
might mean premature engine damage. 
Remove string and weeds that twist around 
the gearbox or cutter head shaft. 

On trimmers, check the deflector to 
make sure it is attached and intact — oth-
erwise, it is unsafe, can allow too much 
line out and can overload the engine. 

Check starter ropes for frays. 
Check throttle for open and idle. 
Check stop switch and safety functions. 

Daily chain saw checklist: 
Make sure the chain brake is clean and 

free of sawdust or dirt and the brake band 
is not worn. Test before cutting. 

Inspect air filters. 
Be sure the chain is sharp and assem-

bled at proper tension. Keep a spare chain 
on the job. 

Look for excessive handle movement, 
which might indicate a broken mount. 

Inspect the throttle safety lock, chain 
catcher pin and all guards and handles, in-
cluding the stop switch. 

Make sure the engine and chain are 
properly lubricated. 

Use the correct gas-oil mix. 
End of day chain saw checklist: 

Inspect the entire saw, tightening all ex-
ternal hardware and cleaning away debris. 

Check safety features like stop switches, 
chain brakes and chain catchers. 

Even the simplest piece of equipment needs 
some basic maintenance and every crew 
member can improve performance through 
training. Committing to training and mainte-
nance helps maximize your opportunities 
for success and profitable operation. 

Check that the throttle trigger works 
smoothly and that the trigger cannot be 
pulled until the trigger lockout is de-
pressed. 

Remove and clean air filters. 
Remove the bar and chain, clean bar 

grooves. 
Clean clutch cover and bar pad areas. 
Rotate bar when reinstalling to promote 

longer life through even wear of the bar. 
Be vigilant about keeping dirty fuel out 

of your equipment (sometimes the fuel it-
self might be dirty). Also inspect fuel con-
tainers for debris along the rim (debris-laden 
fuel can clog a fuel system). If rain water di-
lutes fuel, the engine might not start. 

Performing daily upkeep might be the 
responsibility of the crew foreman, but op-
erators should have general operating 
knowledge of the equipment, safety fea-
tures and chain tensioning. An experienced 
in-house mechanic or equipment dealer 
can complete your maintenance team. 

End of week checklist (all equipment): 
Check the grease in the gear head to 

make sure its at the manufacturer-recom-
mended level. 

Inspect the spark arrestor screen, then 
clean or replace, according to manufac-
turer guidelines. 

Check fuel lines for cuts or deterioration. 
Use a tachometer to check engine rpm 

at idle and full throttle. Adjusting the car-
buretor by sound to set rpm levels, without 
using a tachometer, might cause you to 
miss an air leak or other serious problem. 

Check that rubber or spring mounts on 
anti-vibration systems are secure. 

On trimmers, inspect the string heads 
spool and housing for breaks or cracks and 
never use a string head or blade with a visi-
ble break or crack. Also check the bump 
knob and eyelets for wear. 

Be on the lookout for trimmer welding, 
which occurs when the line actually melts 
and adheres to one adjacent to it inside the 
trimmer head. Welding results from fric-
tion caused by excessive vibration or rpm, 
which could indicate another problem. 
Record your maintenance 

When you've bought the right equip-
ment, trained your people to use it and im-
plemented a maintenance routine, you still 
need one more key ingredient for your up-
keep system: records. Delays for service 
often result from neglecting to keep accu-
rate, updated service records. So record 
service intervals and keep track of oil and 
filter changes, parts replacement, dates and 
types of equipment problems. 

Note equipment use hours as a way of 
servicing at regular intervals. Each work 
crew can designate a maintenance overseer 
to keep track of hours and make sure ser-
vice is kept on schedule. The appointed 
person can also check 
that clean fuel contain-
ers hold fresh fuel. LM 
—Roger Simons is direc-

tor of technical 
services/sales support 

with Husqvarna Forest 
& Garden Co., 
Charlotte, NC 



Introducing the m i d - m o u n t M - S e r i e s M o w n Machine. 
It's the new zero-radius mower that reduces costly downtime like never before. Saving you 
time-and money. Add to that our free blades and belts kit, and you've got a mower that's not 
only easy to maintain, but is ready to go every time you need to mow. For more information on 
the new M-Series Mow'n Machine from Woods, call us at 1-800-385-9798. 

Woods Equipment Company • 6 9 4 4 N e w b u r g Road, Rockford, Illinois 61108 • w w w . w o o d s o n l i n e . c o m 
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Get serious about 
irrigation 

You're an 
irrigation 
contractor if. . . 

1. You like to play golf in the fain 
2. You leave the windows open at 

the car wash • 
3. You know how many gallons are 

in an acre-foot , » 
4. You don't think of ET as a movie 

character. • % 
5. You have a pitot tube in the 

glove box of your truck % % 
\ 6. You call the sticky liquid in the. 
>v • » . 

can 'cement' instead of 'glue' 
7. You notice the roots of plants 

< 
when digging a hole . • % 

8. You have words for 10 different • i 
• shades Qf green , % 

# 9. Your feet detect extremely minor 
differences in the hardness of the • * 

%grouncfas you walk 
10. Your favorite dog is a Labrador * 

Ready to expand an 
existing irrigation 
contracting business? 
Read how to make it 
work better, smarter and 
more profitably 

By B R U C E S H A N K 

I or many of you, it may 
make perfect sense to in-
clude irrigation installation, 
expanded maintenance or 
related services in your mix. 

There are advantages to being both the 
installer of the landscape and the installer 
of the irrigation. After all, you're already 
familiar with change orders and the site. In 
fact, you install landscapes realizing the 
limitations of the irrigation system. 
What equipment will you need? 

If you will perform a significant amount 

Arm your irrigation tech with knowledge and communication. 

of irrigation installation, use custom-de-
signed trucks to carry pipe, fittings and a 
trencher. Drawers will organize fittings by 
pipe size. A complete range of fittings will 
reduce trips to the distributor or the shop. 
Consider a walk-behind sod cutter too, 
along with a small bilge pump and an elec-
trical fault detector. You will run into cases 
where you need to burrow under sidewalks 
or driveways and proper equipment can 
save hours and reduce the disturbance. 

If you're expanding current irrigation 
maintenance services, pay attention to the 
equipment that you use. Many irrigation 
repairs can be performed without expen-
sive equipment, as long as you pay atten-
tion to details. Sprinklers might look alike, 
but they can have different nozzles and dif-
ferent patterns. Adjustment screws, on 
both sprinklers and valves, can change pre-
cipitation rates and disrupt uniformity. 

Stick with the same brand and model 
sprinklers on irrigation zones. Look for 
brands that offer matched precipitation. 
Do not mix sprayheads with rotors on the 

same zone. Be aware that 
elevation affects pressure 
and pressure impacts flow 
rate. Pipe size also influ-
ences flow rate. 

Drip zones will re-
quire pressure regulators. 
The irrigation controller 
should provide enough 
zones to separate plants 
by their water needs. 
Cheap controllers don't 
offer the expandability, 
the reliability or features 
like multiple starts, 
longer run times or sen-
sor feedback. 

Seek training before you attempt to in-
stall commercial or complex residential 
systems. Also develop a working relation-
ship with local water agencies and the 
plumbing contractor on the job to make 
sure backflow prevention and cross-con-
nection problems are covered by the book. 
These are issues best resolved by an irriga-
tion consultant, especially in regard to siz-
ing of the irrigation supply line. 
Forget those callbacks 

Callbacks are a money loser for all con-
tractors. A buried valve installed back-
wards or a leak from a poorly cemented 
joint can cost you precious time and rev-

continued on page 42 
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WE 

GUARANTEE 

TALSTAR* 

INSECTICIDES 

WORK. 
{ O F C O U R S E , T H E R E ' S N O L I V I N G P R O O F . } 



T H E T A L S T A R ® M O N E Y - B A C K G U A R A N T E E . 

When you use Talstar® insecticides, we'll 

guarantee long-lasting performance 

against a broad spectrum of insects, or 

your money back. That's because Talstar® 

insecticides have the longest 

proven residual in the 

industry, providing up 

to 6 months control 

of target pests. The 

active ingredient, 

bifenthrin, is the only 

biphenyl pyrethroid 

available in the industry. And 

since bifenthrin contains no alpha-cyano 

group, Talstar® insecticides won't cause the 

skin or throat irritation experienced with 

other pyrethroids. 

Talstar® insecticides can solve your 

toughest insect problems. In and 

around buildings, on lawns and 

ornamentals, even on golf courses, 

Talstar® insecticides control a broad 

spectrum of insects and mites. 

The water-based flowable and the 

granular formulations can both be safely 

applied to sensitive turf and ornamentals 

without damage or burning. Plus, they're 

easy to handle and are odor-free 

at label rates. 

Find out more about 

our new money-

back guarantee for 

Talstar® GC Granular 

Insecticide, Talstar® GC 

Flowable Insecticide/ 

Miticide, Talstar® PL Granular 

Insecticide and Talstar® Lawn & Tree 

Flowable Insecticide/Miticide* Contact 

your FMC authorized distributor or call 

1 -800-321-1FMC. 

©1999 FMC Corporation The FMC* logo and Talstar* are registered trademarks of FMC Corporation 
'See Program Guidelines for details •FMC 



Take training 
seriously 

Get trained and certified, whether 
or not it's required by your state. 

• Work with your local irrigation 
suppliers to set standards and encogr-
age professionalism among fellow irri- • 
gation contractors. ' • ! 

• • Invite local irrigation consultants* 
to address meetings: 

Work together in.helping your 
localgovernment determine the best • 
y/ay tb implement conservation 
programs. 

• Join the Irrigation Association 

through affiliated local organizations * 
under a pew special membership cate-• § " 

gory for contractors. Attend the annual 
IA show held each November to take 
classes and see the latest tèàinology. 

• Become involved. Work with * 
landscape contractors in submitting 
entries foe award competitions. Alert 

1 the tocal press to professionalrecogni-
tio/i you receive for your work. 

continued from page 38 

enue. Don't cut comers. Have the right 
tools and the right parts, and take the time 
to do the job according to specifications or 
accepted practice. 

Bill irrigation work at a rate calculated 
to cover all equipment, labor and advisory 
costs. Your costs for irrigation might be 
higher than conventional maintenance or 
landscape installation. There is some logic 
to having irrigation crews do low-voltage 
lighting installation work as well. Power 
and controllers for these two specialties 
need be addressed similarly. 

With skilled labor being relatively 
scarce, you will hate to train someone and 
lose them to another company. Stay com-
petitive with your wages and benefits. 

However, there is something good to be 
said about getting employee participation 
in benefits. Just like they participate in a 
401K, employees can invest in their future 
through training. You can provide a solid 
base of training, and offer to share in the 
expense of additional training, providing 
the employee also 
contributes 
to the 

Granular matrix soil moisture 
sensor from Irrometer can make 

a system more efficient. 

cost. Once employees "buy in" to their 
professional advancement, they've made a 
commitment to staying in the field. 

Reward employees regularly and fre-
quently. Don't overlook hard work or 
smart work. And respect their family needs. 
Troubleshooting and service contracts 

One of the most popular classes taught 
by the Irrigation Association is electrical 
troubleshooting. There is more to irrigation 
than cementing pipe, fittings and compo-
nents. Properly designed, a system works 

only if controllers and valves communicate 
properly. Technicians need to be able to 
detect electrical faults and to use all the 
features of controllers. Note that many 
controllers today can be expanded with 
four-station modules. This enables you to 
add zones for surface and subsurface drip, 
wick irrigation, and, in some cases, control 
night lights and pumps for water features. 

Have at least one person who under-
stands backflow prevention devices. You 
might be restricted from working on back-
flow devices in certain areas, but you still 
need to recognize failures and alert the 
proper person for correction. 

Learn more about service contracts and 
how to sell them with new installations. 
These contracts pay you monthly for a ser-
vice you should probably perform anyway. 
No system is free from vandalism or traffic 
damage. Without sensors to inform some-
one when a pipe breaks or a head is dam-
aged, you must visually inspect irrigation 
systems during operation. Proper operation 
is in your best interest, whether you get 
paid for it on a regular basis or not. 

Service contracts give you frequent cus-
tomer contact and allow you to recom-
mend improvements. This enables you and 
your customers to take advantage of the 
latest technology in irrigation. You're also 
helping your customers meet local conser-
vation requirements. 
More expansion ideas 

Consider offering maintenance contracts 
that include spring start-up and fall winteri-
zation. Install drain valves during installation 
so you can blow out water in the fall before 
the soil freezes to the depth of your irriga-
tion lines. A summer performance check-up 
lets you meet with your customer when the 
system is operating full tilt. 

There are huge differences in water re-
quirements from season to season. Be aware 
of these differences and help your cus-
tomers adjust their schedules each season. 

Additional projects to sell to your cus-
tomers might include installing fertigation 
equipment, adding filters and algae treat-
ment for drip lines, installing rain or mois-
ture sensors, designing a gray water system, 

and providing an as-built irrigation plan if 
they don't have one. A handy tool for many 
customers is a report that tracks their yearly 
water use for irrigation. 
Strut your stuff 

Be visible. Create signs for job sites, de-
cals for your trucks, uniforms for your staff 
and newsletters for customers. Make peo-
ple aware of your company. Use flags with 
your company name and phone number to 
notify owners of malfunctioning irrigation 
heads. Boast that your irrigation systems are 
saving water as they make the environment 
green. Put floats in local parades. Write a 
weekly column for your local Sunday news-
paper. Present awards to your customers 
for taking the effort to conserve water. LM 

—The author is owner of Irricom, a publica-
tion consulting firm in Palmdale, CA. He 

can be reached at 800/455-4320. 



I N T R O D U C I N G T H E T A L S T A R ® 

S U P E R S P O R T P R O M O T I O N . 

Eliminate pests with Talstar* insecticide products and you could 

be on your way to the big game in Atlanta or win other exciting 

prizes from FMC. You're automatically entered when you pur-

chase Talstar® products; fill out an entry form and send it back 

with your invoice. So don't drop the ball. Buy Talstar* products 

today and win. See your authorized F M C distributor for an 

entry form and details. C j r d e N o 1 2 g Q n R e a ( j e r | n q u j r y C a r d 

•FMC © 1 9 9 9 F M C Corporat ion. T h e F M C * logo a n d T a l s t a r 
a r e registered t r a d e m a r k s of F M C Corporat ion. 

I * * S e e G u a r a n t e e P r o g r a m Guide l ines for details. 

Y o u C O U L D W I N : 

First Prize: A trip for two to the big game in Adanta next January. 
Includes two tickets, hotel accommodations, and airfare. 

Second Prizes: 25 autographed official footballs. 
(Five awarded per month; see rules for details) 

Third Prizes: 100 Swiss-style military knives. 
(Twenty awarded per month; see rules for details) 

1. NO PURCHASE NECESSARY TO ENTER OR WIN. 
2. Contest open only to legal residents of 50 United States and Washington, DC who are 21 and older to whom this 
offer is addressed and who are responsible for purchasing FMC products for the* business Sponsor FMC Corporation, 
1735 Market Street. Philadelphia. PA 19103. 
3. You are automatically entered when you purchase Talstar products and complete and return the attached card with 
your invoice. To enter without purchase, complete and return the attached card, checkmg-off the appropriate box (do 
not include an invoice) Sweepstakes begins 5/1/99 and ends 9/3099. This sweepstakes includes one First Pnze draw-
ing and 5 monthly drawings to award the Second and Third Prizes. Monthly drawings w i be conducted for entries 
received for: May. June. July August and September, 1999. To qualify for a given monthly drawing, your entry must be 
received by the last day of that month. Your entry will be included m the monthly drawing for which it was received, in 
subsequent monthly drawings (if applicable) and in the First Prize drawing. If no entries are received for a given month-
ly drawing, the next month's entries will be used to award the previous month's prizes. Incomplete entnes are not eligi-
ble for drawing. Only one entry per person. Sponsor is not responsible tor lost. late, damaged, illegible, misdirected, or 
postage due mail. All entries become the sponsor's property and will not be returned. 
4. Random drawings w i be conducted by an independent judging organization from among aM eligible entnes received. 
Judges decisions are final. Monthly drawings will be conducted within 15 days of the end date of the each month The 
_ - it carrier and w i 

y release which 
M be selected at ran-

dom. Travel companion to First Prize winner must also execute a liability/publicity release prior to travel All other win-
ners w i be notified by first class mad. If a prize notification or prize is returned as undeliverabte, the prize w i be award-
ed to an alternate winner at random. Acceptance of pnze constitutes permission (except where prohibited by law) to use 
winners' names, hometowns, prizes won, and likenesses for promotional purposes without additional compensation. 
5. Prizes and their approximate retail values (ARV): 1 First Prize: Trip fa two to Atlanta Georgia. Includes: 3 nights dou-
ble occupancy hotel accommodations, round trip coach airfare from/to closest major airport to winner's primary resi-
dence and two tickets to a football game (ARV: $12,000). Actual value of trip pnze depends on location of winner and 
fares at time of departure Other incidentals and expenses not mentioned herein are not included and are the winner's 
responsibility. Trip prize winner must agree to travel on dates as specified by the sponsor or forfeit all rights to pnze. If 
this is the case, an alternate winner wiN be selected at random. 25 Second Prizes (awarded 5 per month tor five months 
as detailed m rule *3) Autograph Football (ARV: $400 each). 100 Third Prizes (awarded 20 per month for five months 
as detailed m rule *3) Swiss style militay knife (ARV: $10 each) Tota ARV for all prizes: $23,000. One pnze per per-
son with the exception of the First Prize which may be won in addition to any other pnze. All taxes on prizes are the 
responstohty of the winners Prizes are not transferable or redeemable for cash. No prize substitutions except by spon-
sor due to pnze unavailability, in which case a prize of equal or greater value w i be awarded. All prizes are guaranteed 
to be awarded and delivered to winners within approximately 60 days of drawings. 
6. Employees of sponsor, its affiliates, subsidiaries, distributors and agencies and the immediate families of each are 
not eligible to enter. Odds of wnning depend on total number of eligible entnes reoeived. Est distribution of offer: 
150,000. Al federal, state and local laws arxj regulations cvpiy Void where prohibited by law 
7. Participating entrants agree to these rules and the decisions of the judges and FMC Corporation and release FMC 
Corporation from al claims or kabity relating to their participation. 
8. For a list of winners (available after 11/3099), send a self-addressed, stamped envelope by 9/3099 to: Super Sport 
Contest List of Winners, c/o FMC Corporation. 1735 Market Street. Suite 2225, Philadelphia. PA 19103. 

T o G E T TO ATLANTA FOR 

THE BIG GAME, A TEAM HAS TO 

BUILD THROUGH THE DRAFT, SIGN 

FREE A G E N T S , AND STAY UNDER 

THE SALARY CAP. 

{ A L L YOU HAVE TO DO IS BUY TALSTAR®} 



Award-winning landscape 

Property at a 
glance: 

Location: Nashville, TN 

Staff: contract 

Category: Small Site and 
Residential 

Year site built: 1990 

Total acres maintained: 3.0 

Acres of turf: 0.75 

Acres of woody 
ornamentals: 0.5 

Acres of display beds: 0.25 

Total man-hours/week: 16 

Twitty residence 
Nashville, TN 
The 1998 Grand 
Award Winner of the 
Professional Grounds 
Management Society 
for both the Small Site 
Category and the 
Residential Category. 

Hill House, the residence of the late Conway 
Twitty and his wife Dee, was a newly built 
home when Trees Company installed the 
landscaping in 1990. Eight years later, 
Trees Company has won three awards 

from the Tennessee Nurseryman Association for both 
landscaping and maintenance. 

This double prize-winning garden, featured on a PBS 
special "Gardens of the World," has an extensive variety of 
plants in beds and pots, as well as deciduous and evergreen 
shrubs. Seasonal color plants are planned with the client 
and specially grown as much as six months in advance for 
the bi-annual changes in color, using the Morning Glory 



management 

Farm, the Trees Company's growing operation. 

Plants include: allemanda, anemone, azalea, bougainvillea, 

canus, caryopteris, clematis, cotoneaster, daffodils, daisies, dia-

caena, geraniums, heliotrope, hyacinths, hydrangea, impatiens, 

lavender, mandevilla, pansies, petunias, roses, salvia, scaevola, 

tulips, verbena, viburnum, vinca and violas. 

Maintenance 
challenges 
• turf in front is on a very steep 
hill, with processed soil on under-
lying rock: steep to mow; soil 
drains very rapidly; 

• the highest point in Nashville, 
the site is very windy — trees 
require initial staking, followed 
by anchoring after four to five 
years because of the loose nature 
of the processed soil 

• the wide variety of plant mate-
rial requires careful maintenance 

Project checklist 
(Completed in last two years): 

• converting some turf areas to 
beds 

• bi-annual color gardens 

• heavy pruning due to ice storm 

On the job 
• 2 full-time staff, 4 seasonal, 
1 licensed pesticide applicator 

A The pool gazebo in summer. Pots: canus, scaevola and ivy gerani-

ums. Well: viburnum, mixed verbenas, mandevilla and allamanda 

M A riot of color by the back door: Purple Gem and Apricot Beauty 

tulips with Crystal Bowl orange and purple pansies. 

^ The front of the Twitty residence. 

Editors' note: Landscape Management is the exclusive sponsor of 
the Green Star Professional Achievement Awards for outstand-
ing management of residential, commercial and institutional 
landscapes. For more information on the 1999 Awards, contact 
PGMS at 120 Cockeysville Road, Suite 104, Hunt Valley, MD; 
410/584-9754. 

LANDSCAPE 
management 



ASK THE EXPERT 

BALAKRISHNA RAO 
Manager of Research and 

Technical Development 

for the Davey Tree Expert 

Company, Kent, Ohio 

SEND YOUR 
QUESTIONS TO: 

"Ask the Expert" 
Landscape Management 

7500 Old Oak Blvd. 
Cleveland, OH 44130 

or contact Nancy Stairs 
nstairs@advanstar.com 

440/891-2623 

Please allow two to three 
months for an answer to 
appear in the magazine. 

Tip blight on pine 
How do you control Diplodia tip 

blight of pine? We have used 
Geary's fungicide with variable re-
sults. When is the best time to treat? 

—PENNSYLVANIA 

Diplodia tip blight is now 
known as Sphaeropsis tip 
blight. This fungal disease in-
fects Austrian, red and Scotch 
pine. It becomes active in spring 
and kills new candles before 
they emerge from the sheath 
and can infect subsequent years 
of growth. By the second year, 
the two-year-old cones may be 
infected and the fungus will 
overwinter to produce fruiting 
bodies. After three years, if no 
new needles are produced or re-
tained, photosynthesis is se-
verely reduced while the older 
needles are shed. This weakens 
the plant and predisposes it to 
insects and diseases. 

Avoid planting Austrian, red 
or Scotch pine. Prune and de-
stroy infected tissues. Prune 
when dry and disinfect pruning 
tools between cuts to minimize 
disease spread. In years with 
dryer weather, pruning may be 
sufficient, particularly in Scotch 
pine. Removal of two-year-old 
cones may reduce inoculum 
and disease incidence. 

If the disease is severe, and 
cool moist conditions prevail, 
use Cleary's or other fungicides. 
Apply the first treatment before 
candles are 0.5 inches. Depend-
ing upon weather conditions, 
two to three applications may be 
necessary, along with sanitation 
pruning of infected tissue. 

Reviving an ugly lawn 
How do you improve the overall 

appearance of a lawn neglected for 
many years. The soil appears to be 
compacted and the lawn had exces-
sive thatch and lots of weeds — at 
least 30 to 40% of ground cover is 
from weeds, mainly clover, ground 
ivy and violets. There are also large 
irregular areas with dead grass. 

—ILLINOIS 

Herbicides such as Trimec or 
Confront will help manage the 
"easy-to-manage" weeds. For 
"difficult-to-manage" weeds, 
such as violets, oxalis or ground 
ivy, herbicides containing ester 
formulations are better, al-
though some may require re-
peat applications. Apply the 
treatment when the target 
weeds are actively growing. 

The lawn may appear thin 
and less green after the herbi-
cide treatment when the weeds 
die. However, the turfgrass 
should increase in density with 
proper maintenance and re-
duced competition for space, 
nutrients and light from weeds. 
Studies have shown that if the 
turfgrass is cut at 2- to 2.5-in. 
cutting height, there will be 30 
to 40% less weeds. 

The larger dead areas may be 
a result of previous insect or dis-
ease activity. If you know the 
past history of the problems, 
provide treatment as needed. 
Consider overseeding using 
grass mixtures for your area. 
Avoid and/or delay herbicide 
applications to seeded areas 
until mowed at least two to 
three times at the 2- to 2.5-in. 

cutting height. (2,4-D or other 
herbicides can cause root injury 
to young seedlings.) 

To manage the compacted 
soil and/or thatch problem, aer-
ate the lawns. Consider over-
seeding along with aerifying. 

Black vine weevils 
We are seeing a lot of "C"-

shaped cuts at the edge of ground-
cover type of euonymus. What 
causes this? How do I manage this? 

—ILLINOIS 

The problem is most likely 
black vine weevils. These are 
chewing pests and become ac-
tive in spring from their over-
wintering stage. Generally, they 
are found feeding at night from 
early May through August. 

Since these weevils are noc-
turnal, examine the suspected 
plants after dark by gently shak-
ing the plants over a white 
sheet of paper to dislodge the 
black vine weevil. Or use the 
pit fall method: place a piece of 
cardboard under the plants over 
a small pit made in the ground. 
This technique is beneficial in 
determining the level of pest ac-
tivity as well as helping to man-
age the problem by mechanical 
removal. 

To manage this pest, follow 
the above cultural methods of 
trapping or chemical method. 
Treat foliage with Dursban or 
Orthene at 3- to 4-week inter-
vals from early June through 
August or until no living adults 
are found. It is important to 
provide thorough coverage of 
the foliage for better control. LM 

mailto:nstairs@advanstar.com


e o [ n n ) @ o o @ ( b o y s 

AWalker 
Mower 

2 0 minutes 
•during normal working hours * during normal working hours 

[ \ F T E R 19 YEARS on the market, customers are buying the Walker because it is 
a proven good investment. We invite you to join the growing Walker Mower family. 

Why Buy a Walker? 
I T PAYS BACK-The Walker is producing profit 
and giving a good return on investment for 
commercial operators. 

EASY ON THE OPERATOR-Best use of labor 
means working "smart" with productive, 
easy-to-operate equipment. 

BEAUTIFUL RESULTS-Walker delivers the 
mowed "look" for discriminating customers. 

S O L D WITH SERVICE-Walker is sold with a 
commitment to provide expeditious, efficient 
service by a network of servicing dealers. 

VERSATILE PRODUCT LiNE-Six tractor models 
available, 11-25 HP, gasoline or diesel; nine 
interchangeable mower decks with cntting 
widths 3 6 " - 6 2 " , grass collection, 

"^^Itte-discharge or mulching configurations; 
multiple use attachmehts also available. 

WALKER MANUFACTURING CO. 
5925 E. HARMONY ROAD • DEPT. LM 

FORT COLLINS, CO 80528 
(800) 279-8537 • www.walkermowers.com 

Independent, Family Owned Company Designing and Producing Commercial Riding Mowers since 1980 Circle No. 120 on Reader Inquiry CardR 

http://www.walkermowers.com


WITNESS PROTECTION PLAN 

Fox some, protection can be a matter of life and death.. But when it comes to 
protecting your oinamenials, death is not an option if you use Surflan* heibicide fioin 
Dow Agi©Sciences. In fact, while being safe over the top of 400 types of ornamentals, 
it's still tough as nails on weeds. Surflan gives you extended contiol of 50 weeds 
such as ciabgiass and goosegrass. It also stiong-airns small-seeded bioadleaf weeds like 



chickweed and henbit — weeds that aie usually untouchable. Plus Suiflan can be used 
in many tank mixes. So when it comes to protecting ornamentals <vhile killing weeds, 
let's just say we've got an offei you can't refuse, fcoi moie infoimation on Surflan 
or any other pioduct in the extensive line of Dow AgioSciences products, 
call 1-800-255-3726 ox visit oux web site at www. dowacr i o . com. g//̂  _ . . 

W/0 I >4i\v AgroSciences 
* li.MW m.uk »I Ifcm AymS. u tkiN 1.1.« 
Always rani uihI Mlow l.»UI üiicUhmiv 

ORNAMENTAL PROTECTION PLAN 



Too much 
tree for many 
landscapes 

NANCY STAIRS 
T e c h n i c a l E d i t o r 

I have to admit, I'm not a big fan of spruce. I 
won't go into details but I'll give you a brief 
picture: a bad-tempered pony, bit in teeth; a 
10-year-old girl (me); a spruce hedgerow in 
the direct path of the bolting pony. Draw 

your own conclusion. The event has colored my im-
pressions of spruce trees ever since, and even had an 
impact on my decision to go into forestry. 

How often have you seen a Colorado blue 
spruce dwarfing a house, particularly a ranch-style 
house? Spruce trees — more than any other species 
— seem to be planted without any thought for the 
long-term effect or consideration of the landscape 

as a whole. Or, perhaps, 
they just command more 
attention. Their formal, 
conical profile can domi-
nate a small landscape. The 
fact is that spruces can be 
too much of a good thing 
in many residential land-
scapes. 

That doesn't mean that 
you must avoid using 
spruce in these landscapes. 
The colors of a blue spruce 
or the form of a healthy 
Norway spruce is beauti-

ful, adding texture and scale to a landscape — 
where they have room to grow. 

For instance, just down the street from the 
Landscape Management offices is a new two-story 
home recently "professionally" landscaped with no 
less than five 8- to 10-foot Colorado blue spruces, 
plus a number of flowering trees and assorted 
shrubs. Considering that the front lawn is about 50-
feet across, I am amazed that so many plants could 
be squeezed into a single small landscape. And, 
while it looks nice (but busy) now, what about a 
few years down the road? 

Colorado blue spruce is a particularly over-used 
conifer in many landscapes. Granted, it's a nice 
tree but more often than not it seems poorly lo-
cated and, many times, in poor condition. Even 
when planting just one blue spruce, finding a suit-
able location in the landscape can be a challenge. 
Its stiff, coarse form and blue color draw attention 

from even the most well-designed landscape. In 
addition, this attractive tree has a variety of poten-
tial problems: 

• It grows to 30 to 60 feet in height with a 
spread of 10 to 20 feet. It needs room, lots of room. 

• It suffers stress in hot, dry, polluted conditions 
and subsequently declines and fails. It will grow in a 
wide range of zones (2 to 7), but shouldn't be 
planted just anywhere. 

• It's prone to spruce gall aphid, which makes 
pineapple-shaped galls on the tips of the branches, 
reducing its attractiveness. 

• It can suffer from Cytospora (sigh-toss-spora) 
canker. Cytospora kunzei is the most common and 

The early stages of Cytospora. It will continue to 
move up the crown of the tree, severely reducing 
aesthetic value as well as tree health. 

damaging disease of spruces in the landscape. This 
fungus attacks spruces stressed by drought, poor 
nutrition, mechanical injuries or other diseases. Cy-
tospora canker girdles branches, usually starting 
from branches lower in the crown and moving up-
ward, although it can occur further up in the tree as 
well. Each year, more branches are infected and 
die. There is no cure for this disease other than 
maintaining the health and vitality of the tree and 
pruning out the infected branches. 

Spruces have their place but that place should 
be in large scale plantings, not squeezed into resi-
dential yards. These trees need space, so that their 
mature size does not overpower the landscape. LM 

Agree/Disagree? Comments/Questions? 
Column Suggestions? Let Nancy Stairs know 
at 440/891-2623. Fax: 440/891-2675. 
E-Mail: nstairs@advanstar.com 

mailto:nstairs@advanstar.com
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E x p o s i t i o n C o h U 

mp\a/ tor 99 

• Concert Saturday night 
starring Crystal Gayle, 
Lee Ann Womack and 
Andy Childs 

• Caesars casino river boat ^ 
• New seminars for lawn & 

landscape pros 
• Tech Center in East Hall 
• Trucks of the Industry 

Giveaway - See inside! 
• Irrigation & Tree Care 

Pavilions 
• Arbor Seminars 
• Central hotel reservation 

number: 800-743-3100 
• New products of 600 

companies, indoors & in 
the adjacent demo area 

Crystal Gayle 
in Concert 
Saturday Night 



| To avoid the $25 on-site registration fee, please complete and return the attached 
registration form before July 19. Badges and tickets will be mailed to those 
who send in the form by June 14, 1999. If the form is received in the EXPO 
office after June 14, you may pick up your EXPO 99 badges and tickets at 
the Kentucky Exposition Center. 

£ Photocopy the form as needed for additional registrations, and keep a 
photocopy of your registration for your files and tax records. 

Tj Children under 16 at EXPO 99 must be accompanied by an adult at all 
times. In the registration area, pick up a free badge for each child. 

U For hotel reservations, call the Louisville Convention and Visitors Bureau, Monday -
Friday, 10:00 a.m. to 4:00 p.m., E.D.T., 800-743-3100. (In Kentucky or outside the U.S. call 502-561-
3100.) An $80 per room deposit, including a $5 processing fee, is required for all reservations. Please 
have the following information ready when calling: name of tradeshow; arrival and departure dates; 
number of rooms required; type of room(s); number of people in party; your fax number if you want 
your confirmation faxed; credit card type, number expiration date, and name on card; address of home 
or office; and a daytime phone number with area code first. On or before June 28, all changes should 
be made directly with the Convention Bureau's housing department. After July 3, changes should be 
made directly with the hotel. 

^ Send in the attached advance registration form for free entrance to exhibit halls. ($25 registration fee 
per person at the show if you are not preregistered before July 19.) 

£ For airline discounts, you or your travel agent can call: 
Delta Air Lines, 800-241-6760 - Refer to file 123273A. 
Southwest Airlines, 800-433-5368 - Refer to file T5579. 
US Airways, 800-334-8644 - Refer to Gold File 43140898. 

E X P O ' S f i r s l - f c V o r T r U o f o o f 

I n d u s t r y G i V o d W d y 

Nissan, Isuzu and GM Fleet Commercial will give 
away one truck each. See the new trucks on 
display in the South Wing lobby at the Kentucky 
Exposition Center during EXPO and visit the truck 
manufacturers' booths in the South Wing for details 
on how to enter. 

1999 Isuzu NPR-Gas Model 
109" Wheelbase 

Automatic Transmission 
Note: Photographs shown are for illustration only. Cab«/ 
chassis and bodies to be given away will differ 
Manufacturers reserve the right to make changes at any 
time, without notice, in prices, colors, matenais 
equipment, specifications and models and to discontinue 
models or equipment Some vehicles are shown with 
optional equipment. Some equipment shown is dealer 
installed. Eligible participants only. See manufacturers for 



No Fee if You Register Before Monday, July 19! 
Name 

Name 

Name 

Company 

Address 

City 

Country outside the US 

Province Zip Code 

Phone EXPO 
Fax July 24-261 

Kentucky 
Exposition 

Center 

No Fee if You Register Before Monday, July 19! 
Name 

Name 

Name 

Company 

Address 

City State 

Country outside the US 

Province Zip Code 

Phone 

Fax July 24-26 
Kentucky 
Exposition 

Center 
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11 • Servicing Dealer-
Consumer 

12 • Servicing Dealer -
Commercial 

13 »Check if both 11 and 12 
apply 

14 • Retailer 
15 • Distributor - Consumer 
16 • Distributor - Commercial 
17BCheckifboth15and16 
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Kubota Tractor offers two new 18-hp riders, one gas-powered, 
the other diesel. Mid-mount mower available in 48 or 54 inches. 

Excel Industries continues to offer unmatched traction and stability with its 
new all-wheel-drive 3400. Hustler uses the easy-to-use H-bar steering system. 

Encore's new 61-in. Powler Mid Cut is powered by a 22-hp, liq-
uid-cooled Kawasaki. The unit rides on 24-in. Super Turf tires. 

TEST DRIVE 
A RIDER 
If you want maximum production 
from a new riding mower, take it for 
a spin before you open your wallet 

By C U R T H A R L E R / C o n t r i b u t i n g E d i t o r 
Don't confine the idea of a test drive to trucks and cars. Any 

time you buy a riding mower for your operation, 
have a variety of workers — tall and short, male and 
female — take the mower for a test spin. 

When Michael Rohlman, MR Service, 
Indianapolis, IN, went to buy a zero-radius turn rid-
ing mower, he tested equipment from a half-dozen 
manufacturers. About half of his crew is female, so 
ease of operation, all-around visibility and operator 
comfort were key buying points. "Price was not an 
issue," he says firmly. "I was willing to pay to get a 
quality machine." 

The levers on a zero-radius mower are constantly 
in play, and ease of pushing became a prime con-
cern. There were toggle models, between-legs and 
standard. The women did not like spring-loaded 
since they always had resistance and they found it 
fatiguing. The hydraulic buffer style, like a shock 
absorber, was the favorite since it did not keep com-
ing back to neutral. Although fascinated by it at 

first, none of his crew liked the between-legs for long-term use. 
He checked to be sure the unit's profile gave the operator 

excellent visibility all around from a seated position. He wanted 
to be sure the seat adjusted to everyone's size. Mower speed 
became a consideration. "Going 10 mph is the maximum realis-
tic operating speed on grass," Rohlman says. Anything faster is 
good only for transport because machines bounce so much that 
quality of cut is affected. "Give an operator a machine that will 
go 13 mph and they will use the speed. But you end up with an 
inferior cut," he says. 

Drop the mower deck to its lowest setting and see what its 
scalping potential is. Run it along some side hills and see how 
stable it is, especially if it will be pulling a cart for clippings. 
Rohlman says he twice has rolled a machine. "It's not a good 
feeling," he understates. 



BUSH HOG 
334/460-2595 
www.bushhog.com 

The new line of Zero Turn Mow-
ers from Bush Hog get maximum 
machine performance from a choice 
of 18-, 22- and 25-hp Kohler Com-
mand air-cooled engines or a 22-hp 
Kawasaki water-cooled model. 
Mowers have infinitely variable 
speeds to 8 mph forward and 6 
mph reverse. They come with 
choice of 48-, 54- or 60-in. deck 
widths, heavy duty gear boxes and 
four anti-scalp rollers. An exclusive 
torsion bar makes it easy to adjust 
deck height or to flip the deck 90 
degrees with the lift bar. 

Circle No. 250 

DIXIE CHOPPER 
800/233-7596 
www.dixiechopper.com 

The new D series offers the fuel 
economy and reliability of a Yanmar 
diesel engine combined with Dixie 
Chopper performance. Two models 
are available with either 26 hp and a 
60- or 72-in. deck, or 50 hp and a 
72- in. deck. 
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DIXON INDUSTRIES 
800/264-6075 
www.dixon-ztr.com 

The Dixon 5022 zero-radius turn 
commercial mid-mount mower is 
powered by a 22-hp Kohler Com-
mand engine. It is available with 42-
, 50- and 60-in. deck options with 

1.5-to4.5-in. cut 

Dixon 5022 is easy on the turf. 

615 to 685 lbs., it is easy on the 
turf. Its Hydro Gear hydrostatic 
transmission has separate fans and 
charge pump. Mulching, catching 
and snow blade accessories are 
available. 
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ENCORE 
800/267-4255 
www.encoreequipment.com 

The new 61-inch Prowler Mid 
Cut from Encore has dual-path hy-
drostatic drive with larger, 21-series 
hydro pumps. The pumps prolong 
mower life and ensure quality cuts 
even in wet grass at a faster speed. 
Deck is 5.5 in. deep. Powered by a 
22-hp, liquid-cooled Kawasaki, the 
mower rides on 24-in. Super Turf 
Tread tires at speeds up to 10 mph. 
The low-maintenance, one-inch, 
solid-steel blade spindle has no 
grease zerk. 
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EXCEL INDUSTRIES 
316/327-4911 
www.excelhustler.com 

From Excel comes an all-wheel 
drive, front mount model: the 3400 
Rear Steer 4x4. The combination of 
limited-slip differential and all-the-
time 4-WD offers unmatched trac-
tion and stability.Like all 3000 mod-
els, this Hustler uses the easy-to-use 
H-Bar steering system. 
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EXMARK 
402/223-4010 
www.exmark.com 

Get a lot of work done fast with 
the Lazer-Z from Exmark Mfg. Co. 
Unit comes with 60- or 72-in. deck 
sizes. Enhanced airflow baffles and 
powerful discharge delivers a preci-
sion cut even at high speeds and 
under tough conditions. Unit can be 
used to mulch, bag or discharge. 
Ground speeds to 9.5 mph forward 
and 6.0 in reverse increase produc-
tivity. Hydraulically dampened steer-
ing provides smooth control. Electric 
start, separate choke and throttle 
controls, hour meter and heavy-duty 
electric blade clutch are standard. 
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FERRIS INDUSTRIES 
800/933-6175 
www.ferrismowers.com 

The new ProCut-Z from Ferris 
Industries is a zero-radius turn rid-
ing mower. Dual-point, floating 
front axle keeps all four wheels on 
the ground even on rough terrain. 
Independent suspension maximizes 

316/345-8621 
Looking for maximum reliability 

in the dirty, dusty conditions typical 
in off-highway mowing? The G2 
700 Series zero-radius outfront 
mowers from Grasshopper are pro-
tected by a high-efficiency 7-micron 
absolute filter. The liquid-cooled 
diesel or gas engines reach forward 
speeds up to 8.5 mph. Cutting 
widths of 44, 48, 52, 61 and 72 in. 
are available. Quik-D-Tach mount-
ing system adds attachments in 
minutes. 
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GRAVELY 
800/472-8359 
www.gravely.com 

Check out the all-gear, direct-
drive transmissions on the Profes-
sional^ Series of riders from 
Gravely. They all offer 8 forward 
and 4 reverse gears with instant 
change suited to any job. Both 50-
and 60-in. decks are available. The 
16G, 18G and 20G have Kohler 
Magnum 4-cyde twin-cylinder en-
gines. The 16G Vanguard comes 
with a Briggs & Stratton Vanguard 
engine. Electric start and hydraulic 
attachment lift are standard on all. 
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Great Dane Surfer easy to ride 

10L pumps, dual Parker/Ross wheel 
motors with tapered axles and twin 
horizontal levers for steering and 
travel control make it easy to run. 
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HECKENDORN EQUIPMENT 
800/835-7805 

"Instant Up" deck lift to clear 
obstructions and reduce damage to 
turf and machine is one of the nice 
features of the H36 from Heck-
endorn. Designed for tight mowing 
in places like cemeteries, this 36-in. 
mower is available with nine engine 
options from 10 to 16 hp and with 
electric or recoil start. Three-speed 
forward and reverse manual trans-
mission allows speed to match cut-
ting area. Chain drive is standard, 
and "quik-adjust" chain idler makes 
adjustments easy. 
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JACOBSEN-TEXTRON 
888/922-TURF 
www.jacobsen.textron.com 

Cut a 92-in. swath with the new 
Jacobsen HR-4600 Turbo mower. 
With a 46-hp Kubota turbo diesel 

cont. on page 58 

THE GRASSHOPPER CO. 

GREAT DANE 
812/246-8770 

The zero-radius turn Surfer from 
Great Dane Power Equipment 

comes with 48-, 52- and 61-in. 
cutter decks. Cutting height is 
adjustable from 1.5 to 5.5 in. 
with adjustable height real 
wheels and caster wheels plus 
cutter blade spacers. Machine is 

powered by a 16-hp Vanguard, a 
18-hp Kohler and Vanguard-B&S 
with electric start or a 22-hp Kohler 
electric start. Dual hydro-gear BDP-

Ferris unit with floating axle 

operator comfort, traction and 
mower life. Powered by a 25-hp 
Kohler and kept running by twin 4-
gallon fuel tanks, it offers indepen-
dent left and right speed control 
levers, seat actuated engine kill, 
blade/dutch safety switch and neu-
tral and parking brake safety circuit. 
The 52- or 61-in. decks adjust in 
quarter-inch increments from 1.5 to 
5 inches. This is the unit Michael 
Rohlman's staff chose. 
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The Real Test Comes At Sunup 
New John Deere XT-Series Trimmers are the 

ones to have your hands on when day breaks. 

Our seven new XTs are powered by high-

performance M-Series engines with intake 

silencers and low-tone mufflers for quieter 

operation. And power-to-weight ratios among 

the best in the industry. By the way, our engines 

are also EPA and CARB compliant, something 

not all manufacturers can say. 

John Deere XTs will work hard 'til sundown 

and not take it out on you. A new comfort grip 

and our protected, wide trigger control help 

take the strain off job-weary hands and arms 

But the greatest thing about owning a Joh 

Deere is having access to the best parts 

delivery system in the business. In most cases 

we can deliver emergency parts to your door 

in 2 4 hours or less. 

Don't wait ltil dawn to see the light. Pick 1 

a new XT Series Trimmer now For the John 

Deere dealer nearest you, call 1 -800 -537 -8233 

Or visit us online at www.deere.com. 

Circle No. 117 on Reader Inquiry Card Nothing Runs Like A Deere( 

In A Dark Shed At 5 a.m. 
All Line Trimmers 

, > Perform The Same * • 

http://www.deere.com


cont. from page 56 
powering the machine at 7.5 mph, 
an operator can mow 6.5 acres per 
hour. Unit is avail-
able with 2- or 4-
wheel drive. Each 
of the three 
all-hydraulic 
mower 
decks fea-
tures 

LESCO 
440/333-9250 
www.lesco.com 

Built to tractor specifications, the 
LCR2200 and LCR7400, feature 
two-pedal hyrostatic controls, visible 
outfront mowing deck and indépen-
dant wheel brakes. The LCR2200 
has a 22-hp diesel engine, two-

wheel drive with differential lock 
and a 60-in. mowing deck with 
offset side discharge. The 
LCR7400 has a 27-hp diesel en-

Lesco LCR2200 and LCR7400 
are built to tractor specs. 

Jacobsen-Textron turbo unit 

twin 18-in. blades with cut heights 
from one to four inches. Grass is 
rear-discharged. Decks fold to 60-
in. transport width. Accessories in-
clude 2-post ROPS, grass or leaf 
mulchers, sun canopy, light kit and 
cruise control. 
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JOHN DEERE 
800/537-8233 
www.deere.com 

Check out the zero-turn radius 
F620 from John Deere. Its low center 
of gravity provides hillside stability 
and the 80-in. length gives maneu-
verability in tight areas. Deck flips 90 
degrees for easy blade access. Front-
mount mower gets under bushes 
and fences. Unit is powered by a 20-
hp, overhead-valve, 4-cyde, gas en-
gine. Cut widths of 48, 54 or 60 in. 
are available. 
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KUBOTA TRACTOR 
888/4-KUBOTA 

Two new models, the TG1860 
and TG1860G from Kubota, come 
equipped with the company's liquid-
cooled V-Twin 18-hp gas engine. 
The 1860 is diesel, the 1860G is gas 
powered. Both feature dutchless hy-
draulic transmission and a sus-
pended mid-mount mower, avail-
able in either 48- or 54-in. width. 
Dial and gas-assist lift, operated from 
driver's seat, makes adjusting cut 
height easy. Optional attachments 
include grass catcher, front blade, 
snow blower and dethatcher. 
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gine, automatic 4-WD and a 60- or 
72-in. offset side discharge cutting 
tunnel deck. 
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MTD PRO 
877/MTD-PR01 
www.mtdproducts.com 

The zero-turn MMZ is the flag-
ship of the MTD Pro line. Mower 
deck features one-handed height 
adjustment from 1.5 to 5.5 in. Pow-
ered by a 25-hp Kohler, OHV V-twin 
engine, it has a 9 mph transport 
speed, 4.5 mph in reverse. Unit is 
just 78 in. long, so it takes up less 
room in trailers, while the big 10-gal-
lon fuel tank means longer running 
times. Operator seat has 5-in. adjust-
ment for comfortable operation. 
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SCAG POWER EQUIPMENT 
920/387-0100 
www.scag.com 

Work long and fast with the 
Turf Tiger from Scag. Its 10-gallon 
fuel tank and 10-mph ground 
speed, combined with wide-track 
stance and 23-in. high traction tires 
makes work easy. Innovative shaft-
drive cutter deck features 90-degree 
gear box system. Either 52- or 61-in. 

The wide track Scag Turf Tiger 

decks offer cut heights from 1 to 6 
inches. All idler arms are spring-
loaded for continuous belt adjust-
ment and maximum life. 
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SIMPLICITY 
414/377-5450 
www.simplicitymfg.com 

New this spring is the 24.5-hp, 
diesel model, Legacy garden tractor. 
The Briggs & Stratton DM950D, with 
fuel injection and 3-cylinder liquid 
cooled design, sits on a C-channel 
frame and rides above a heavy-duty 
cast-iron front axle. Free-floating 
shaft driven mower decks are avail-
able in 48- or 60-in. widths. Cut 

height is electrically adjustable from 
1 to 5 in. Unit can be fitted with any 
of 26 optional attachments, includ-
ing rear PTO, plows and more. 
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SNAPPER 
888/SNAPPER 
www.snapper.com 

Snapper's twin-stick steering 

New for 1999 is a twin-stick 
model for the Pro Cruiser line from 
Snapper. The ZMT2500KA gives 
those who prefer twin-stick steering 
over a single joy-stick an option for 
zero-radius turn machines. With a 
25-hp Kohler Pro Command en-
gine, the unit has a ground speed 
up to 10 mph. Comes with a 52- or 
61-in. mid-mount cutting deck. Also 
new for 1999 is an optional 6-cubic 
ft. grass catcher with belt drive fan 
assist assembly and single-lever lid 
release. 
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THE TORO COMPANY 
612/888-8801 
www.toro.com 

The Z-Master Compact Mid-
Mount ZRT from Toro, is a smaller 
version of the Z-Master Z200 series. 
Unit zips along at speeds up to 8.1 
mph (cutting 3.7 acres per hour), 

cont. on page 60 

Free-floating mower decks offered for Simplicity Legacy tractor 
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. . . practical turfgrass management information you 
can use today, from the #1 research digest for turf man-
agers. Begin your subscription right here, and see what 
you've been missing! Each issue is written by field 
experts, and includes leading-edge research and timely 
information for practical, proven answers to the your 
turfgrass challenges. 

• disease management • nutrients 
• insect management • genetic improvement 
• irrigation • weed management • so much more in 

every issue! 

" . . . helpful and informative. I believe this is a very valuable 
publication, especially as we all work to protect the environment." 

Dr. Terrance P. Riordan 
Turfgrass Plant Breeder 
University of Nebraska 

o Yes! Begin my subscription to TURFGRASS TRENDS 
U.S. & CANADA.. o 6 Months $96 0 1 Year $180 ^ ACVANSIAR ^UCA™ 
A L L O T H E R C O U N T R I E S O $210 (1 Year) 

Payable in U.S. funds drawn on a U.S. bank. 
Back issues available at $15 each, prepaid. 

O My payment enclosed. (Make checks payable to TURFGRASS TRENDS.) 
O Please Bill Me 
O Charge my subscription to: O V,SA O MasterCard O American Express 

Signature Date 

Account # Exp. Date 

Billing Address 

City State Zip/Postal Code 

Fax completed form with credit card information to 218-723-9417 or 9437, or mail coupon with your payment to 
TURFGRASS TRENDS, 131 West First Street, Duluth, MN 55802-2065. 
Charges will appear on your credit card statement as Advanstar Communications Inc., 

which publishes and distributes this magazine. 

Name (please print) 

Title 

Business 

Address 

City State Zip/Postal Code 

Country 

Internet/E-Mail Address 



WOODS EQUIPMENT 
815/732-2141 
www.woodsonline.com 

The 6225 Mow'n Machine from 
Woods, is the latest in the com-
pany's line of zero-radius turn mow-
ers. It comes with a 25-hp Kohler 
engine and an offset 48-, 52-, 61-
or new 72-inch deck. Floating deck 
kit allows free movement over ter-
rain while remaining parallel to the 
ground. This reduces scalping at 
higher ground speeds. Grass collec-
tion systems are available in 7.5-15-
and 25-cubic ft. models. 
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YAZOO/KEES 
800/723-9496 
www.yazookees.com 

New for 1999, the Mini-Max 
from Yazoo/Kees, is a smaller ver-
sion of the standard ZT Max. It has 
the same zero-radius turn, 10-gallon 

Yazoo/Kees Mini-Max is new. 
fuel capacity, dampered steering 
control, state-of-the-art hydraulics 
and warranty as its big brother. But 
it is built for narrower cutting widths 
and tighter budgets. ZT Max offers 
1.5- to 5-in. cutting heights with 
on-the-go adjustment. 
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cont. from page 54 
yet has excellent side-hill stability. It 
is available with 44- and 52-in. 
decks. Recyder kits are available. 
Available with 17- and 19-hp 
Kawasaki or 20-hp Kohler Com-
mand Pro engines. Cutting height is 

adjustable in o.25-in. increments 
from 1 to 5 inches. Backed by a 1-
year limited, 2-year engine and 
hydro system, and 3-year spindle as-
sembly warranty. 
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• E f l M i m S O r « 
Woods Equipment Mow'n Machine cuts without scalping. 

$3,750 

* over 250,ooo s^-fi-
everu day 

uovz^i0* 
because of tte 

•RyU-on 

Sprat/er-Spre^ 

Rob McCoy, Lawn Tech 
Custom Care, Chadds Ford, PA 

FREE VIDEO 800.346.2001 
Mfg. by Perma-Green Supreme 

Circle 128 
60 LANDSCAPE MANAGEMENT June 1999 

A World With lives... where it's a pleasure to 
live, every clay 

Trees 
Make a World 

of Difference 
|rees make a world of difference. 

Between sand and dirt, and shad-

ed parks for baseball, picnics, and 

quiet walks. Between steamy, 

sunbaked streets, and friendly, 

shady neighborhoods. 

Trees are cool. Trees help con-

serve energy, give wildlife a home, 

and increase proper ty values. 
T 1 - I . ~ ^ ^ 

the air we breathe, 

hold the topsoil 

and keep rivers 

running clear. ^ \\<»M\x'itixnu inn 
Support Tree City USA where 

f k you live. For 

V your free book-

f let, write: Free 

TREE CITY ISA City USA, The 
National Arbor Day Foundation, 

N e b r a s k a Ci ty , N E 6 8 4 1 0 . 

kThe National 
/ A r b o r Day Foundation 

http://www.woodsonline.com
http://www.yazookees.com


Events 
1 Deadline: ALCA 
Landscape Contribution 
Awards 8 0 0 / 3 9 5 - 2 5 2 2 ; 

www.alca.org 

12-14 Western Nursery & 
Garden Expo Harvey ' s 

Casino Resort, South Lake 
Tahoe, NV; 800/748-6214; 
www. can-online, org 

19-20 PLCAA Legislative 
Day on the Hill & 
Ar l ington Renewa l and 
Remembrance Project 
Holiday Inn Capitol, 
Washington, DC; 800/ 
458-3466; www.plcaa.org 

20-2: Turfgrass Producers 
International Summer 
Convent ion & Field Days 

East Lansing Holiday Inn, 
MI; 847/705-9898; 
www.turfgrasssod.org 

23-2!) Masters in Manage-
ment for the Landscape 
Industry Seminar H i l ton 

Chicago O'Hare Airport; 
800/395-2522; www.alca.org 

24-2f International Lawn, 
Garden & Power Equip-
ment Expo Ken tucky Ex-

position Center, Louisville, 
KY; 502/562-1962; 
httpy/EXPO. mow.org 

24-2? Amer ican Nursery 
& Landscape Convent ion 
Philadelphia, PA; 202/789-
2900; www.anla.com 

25-31 Perennial P lant 
Sympos ium & Trade 

Show Lansing Convention 
Center, MI; 614/771-8431; 
www.perennialplant. org 

27 M idwes t Regional Turf 
Field Day West Lafayette, 
IN; 765/494-8039; 
www.purdue.edu 

27-29 Penn Al l ied Nursery 
Trade Show Expo Center, 
Fort Washington, PA; 
717/238-1673; 
www.pantshow.com 

AUGUST 
1-4 International Society 
of Arboriculture 
Conference S t amford , C T ; 

217/355-9411; 
www.ag.uiuc. edu/~isa 

6 Deadline: Landscape 
Management & P G M S 
Professional Grounds 
Management Awards 
410/584-9754; 
www.pgms.org 

6-8 TAN-MISSLARK 
Nursery, Garden, Land-
scape Supply S h o w 
Houston, TX; 800/ 880-
0343; www.gjvwzone.com 

7-9 Southern Nursery 
Assn. Wor ld Showcase of 
Horticulture Georg ia 

World Congress Center, 
Atlanta, GA; 770/973-9026; 
www.sna.com 

8-11 Soil & Wa te r Conser-
vat ion Society Annual 
Conference Biloxi, MS; 

515/289-2331; www.swcs.org 

9-12 Florida Turf grass 
Association Conference 
81 Show University of 
Florida, Gainesville, FL; 
800/822-6721 

10-13 Florida Turf grass 
Association Conference & 
Trade S h o w Gainesville, 

FL; 800/882-6721 

• Working to supply the 
products you need for 
weeds, diseases, 
insects and specialty 
chemical uses. 

• Building a team of turf 
professionals with the 
right stuff to earn your 
business. 

• VW&R has been serving 
chemical specialty 
customers since 1930. 

• Over 80 U.S. locations. 

• We will be calling on 
you soon. 

Van Waters & Rogers Inc. Call Your Local 
A ROYAL P A K H O E D C O M P A N Y VW&R Office a t . . 1-800-8884VWR 

We understand that failure is not an option for our customers 
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PRODUCT REVIEW 

Seeder for tight situations 
Brillion has the Turfmaker Junior seeder, 

ideal for tight seeding conditions. The seeder is 
available in 4- and 6-ft. seeding widths but high 
volume capacity hasn't been lost. The 4-ft. 
seeder has a 7 bushel hopper capacity and 11 
high-rate seed metering cups while the 6-ft. can 
hold 11 bushels with 17 seeding cups. The Ju-
nior seeders are equipped with a speed-up 
kit for fast and easy seeding rate changes in 
the field. Optional features include: an 
electric acremeter and a loader support 
bracket. 

For more information call 800/409-
9749, U7imv.brillionfarmeq.com or 
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Ornamental 
fungicide 

Heritage® fungicide, 
from Zeneca, has been ap-
proved for disease control 
for ornamental plants. This 
product can now be used 
for golf colarse turf, sod 
farms, lawn care and sports 
turf. Heritage has a high 
level of fungicidal activity, a 
low toxicological profile 
and a reduced risk environ-
mental profile. It provides 
control of Rhizoctonia, an-
thracnose, downy mildew, 
Alternaria, Phomopsis, 
powdery mildew, rusts and 
other pathogens. 

For more information 
contact Zeneca Professional 
Products at 302/886-4224, 
www.zenecaprofprod. com 
or 

Circle No. 273 

Promote durable turf 
Fieldchoice® and Greenchoice® soil amendments, from 

Premier Environmental Products of Houston, TX, can be 
used in new construction or as a topdressing using standard 
aerification equipment. Percolation, moisture and nutrient 
retention rates are improved. 

For more information 
call 800/829-0215, 
fax 409/885-
7959 or 

Circle No. 274 

Prepackaged 
pumping 
systems 

The Floboy S and D Series, 
from Flowtronics PSI, feature 
"plug it in and pump it out" 
engineering. The S Series range 

from 2 to 30 hp with flow rates 
of 10 to 250 GPM. The D Series 
are available in 2 to 10 hp with 
flows of 10 to 210 GPM. Fea-
tures include: advanced light-
ning and surge protection; 
solid state overload module; 
and standardized piping and 
valve sizes. 

For more information call 
614/262-1443 or 

Circle No. 275 

Pump start relays 
K-Rain offers five versatile, reliable 

pump controls in the 1500 series. Features 
range from rain-tight, secure, rustproof en-
closures to large, easy-access enclosures. 
The shockproof enclosure with safety 
cover deters vandalism. Models are avail-
able that operate 2- to 7.5-hp pumps. 

For more information call 561/844-
1002, unvw.k-rain.com or 

Circle No. 276 

http://www.zenecaprofprod
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management 
June 1999 
This card is void after August 15, 1999 

I would like to receive (continue receiving) LANDSCAPE MANAGEMENT free each month: O Yes O no 

Signature: Date: 

NAME (please print) 
TITLE 
FIRM 
ADDRESS 
CITY _STATE_ _ZIP_ 
PHONE ( ) 
INTERNET/E-MAIL ADDRESS 

_FAX (_ 

Fill in ovals as shown: • 
1. My primary business at this location is: (fill in ONE only) 
CONTRACTORS/SERVICE COMPANIES 
02 O 255 Landscape Contractors (installation and maintenance) 
03 ) 260 Lawn Care Service Companies 
04 O 265 Custom Chemical Applicators 
05 O 270 Tree Service Companies/Arborists 
06 O 275 Landscape Architects 
07 O 280 Land Reclamation and Erosion Control 
08 0 285 Irrigation Contractors 

O Other Contractors/ Service Companies (please specify) 
INSTITUTIONAL FACILITIES 
09 O 290 Sports Complexes 
10 0 295 Parks 
11 O 300 Right-ot-Way Maintenance for Highways, Railroads or Utilities 
12 O 305 Schools Colleges. Universities 
13 O 310 Industrial or Office Parks/Plants 
14 O 315 Shopping Centers Plazas or Malls 
15 O 320 Private/Public Estates or Museums 
16 O 325 Condominiums/Apartments/Housing Developments/Hotels/Resorts 
17 0 330 Cemeteries/Memorial Gardens 
18 O 335 Hospitals/Health Care Institutions 
19 O 340 Military Installations or Prisons 
20 O 345 Airports 
21 O 350 Multiple Government/Municipal Facilities 

O Other Groundscare (please specify) 
SUPPLIERS AND CONSULTANTS 
22 O 355 Extension Agents/Consultants for Horticulture 
23 O 360 Sod Growers. Turf Seed Growers & Nurseries 
24 O 365 Dealers Distributors. Formulators & Brokers 
25 O 370 Manufacturers 

O Other (please specify) 
2. Which of the following best describes your title? (fill in ONE only) 
26 O 10 Executive/Administrator - President. Owner, Partner, Director, General Manager. 

Chairman of the Board Purchasing Agent. Director of Physical Plant 
27 O 20 Manager/Superintendent - Arborist, Architect, Landscape/Grounds Manager. 

Superintendent, Foreman, Supervisor 
28 O 30 Government Official - Government Commissioner. Agent, Other Government Official 
29 O 40 Specialist - Forester, Consultant, Agronomist. Pilot, Instructor, Researcher 

Horticulturist, Certified Specialist 
30 O 50 Other Titled and Non-Titled P 

3. SERVICES PERFORMED (fill in ALL that apply) 
40O A Mowing 45 O F Turf Fertilization 
410 B Turi Insect Control 46 O G Turf Disease Control 
42 O C Tree Care 47 O H Ornamental Care 
43 O D Turf Aeration 48 O l Landscape Design 
44 O E Irrigation Services 49 O J Turf Weed Control 

AN ADVANSTAR * PUBLICATION 
«1998 Advarat* Communications Ine AM ngtits reserved 

50 O K Pavina, Deck & Patio Installation 
51 O L Pond/Lake Care 
52 O M Landscape Installation 
53 O N Snow Removal 
54 O 0 Other (please specify) 

4a. Do you specify, purchase or influence the selection of landscape products? 
75 O Yes 76 O No 

4b. If yes, check which products you buy or specify: (fill in ALL that apply) 
55 0 1 Aerators 62 O 8 Herbicides 69 0 1 5 Sweepers 
56 O 2 Blowers 63 O 9 Insecticides 70 O 16 Tractors 
57 O 3 Chain Saws 64 O 10 Line Trimmers 71 0 1 7 Truck Trailers/Attachments 
58 O 4 Chipper-Shredders 65 0 1 1 Mowers 72 0 1 8 Trucks 
59 O 5 De-icers 66 O 12 Snow Removal Equipment 73 0 1 9 Turfseed 
60 O 6 Fertilizers 67 O 13 Sprayers 74 O 20 Utility Vehicles 
61 O 7 Fungicides 68 O 14 Spreaders 
5. Do you have Internet Access? 77 O A Yes 78 O B No 

5a. If so, how often do you use it? 
79 O A Daily 80 O B Weekly 81 O C Monthly 82 O D Occasionally 

1 Personnel (please specify).. 

101 113 125 137 149 161 173 185 197 209 221 233 245 257 269 281 293 305 
102 114 126 138 150 162 174 186 198 210 222 234 246 258 270 282 294 306 
103 115 127 139 151 163 175 187 199 211 223 235 247 259 271 283 295 307 
104 116 128 140 152 164 176 188 200 212 224 236 248 260 272 284 296 308 
105 117 129 141 153 165 177 189 201 213 225 237 249 261 273 285 297 309 
106 118 130 142 154 166 178 190 202 214 226 238 250 262 274 286 298 310 
107 119 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
108 120 132 144 156 168 180 192 204 216 228 240 252 264 276 288 300 312 
109 121 133 145 157 169 181 193 205 217 229 241 253 265 277 289 301 313 
110 122 134 146 158 170 182 194 206 218 230 242 254 266 278 290 302 314 
111 123 135 147 159 171 183 195 207 219 231 243 255 267 279 291 303 315 
112 124 136 148 160 172 184 1% 208 220 232 244 256 268 280 292 304 316 Q] 

BUSINESS REPLY MAIL 
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NO POSTAGE 
NECESSARY 
IF MAILED 

IN THE 
UNITED STATES 

P O S T A G E W I L L B E PAID B Y A D D R E S S E E 

management 
ADVANSTAR COMMUNICATIONS INC 
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PITTSFIELD MA 01203-9697 
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ADVANSTAR COMMUNICATIONS INC 
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rïTTTTJ 3 management 
June 1999 
This card is void after August 15, 1999 

NAME (please print) 
TITLE 
FIRM 
ADDRESS 
CITY 
P H O N E ( _ 

_STATE. _ ZIP_ 
J - _FAX (_ 

INTERNET/E-MAIL ADDRESS 
I would like to receive (continue receiving) LANDSCAPE MANAGEMENT free each month: O Yes O no 

Signature: Date: 

pFill in ovals as shown: • 
1. My primary business at this location is: (fill in ONE only) 
CONTRACTORS/SERVICE COMPANIES 
02 O 255 Landscape Contractors (installation and maintenance) 
03 O 260 Lawn Care Service Companies 
04 O 265 Custom Chemical Applicators 
05 O 270 Tree Service Companies/Arborists 
06 O 275 Landscape Architects 
07 O 280 Land Reclamation and Erosion Control 
08 O 285 Irrigation Contractors 

O Other Contractors/ Service Companies (please specify) 
INSTITUTIONAL FACILITIES 
09 O 290 Sports Complexes 
10 O 295 Parks 
11 O 300 Riqht-of-Way Maintenance for Highways. Railroads or Utilities 
12 O 305 Schools, Colleges. Universities 
13 O 310 Industrial or Office Parks/Plants 
14 O 315 Shopping Centers. Plazas or Malls 
15 O 320 Private/Public Estates or Museums 
16 O 325 Condominiums/Apartments/Housing Developments/Hotels/Resorts 
17 O 330 Cemeteries/Memorial Gardens 
18 O 335 Hospitals/Health Care Institutions 
19 O 340 Military Installations or Prisons 
20 O 345 Airports 
21 O 350 Multiple Government/Municipal Facilities 

O Other Groundscare (please specify) 
SUPPLIERS AND CONSULTANTS 
22 O 355 Extension Agents/Consultants for Horticulture 
23 O 360 Sod Growers, Turf Seed Growers & Nurseries 
24 O 365 Dealers, Distributors, Formulators & Brokers 
25 O 370 Manufacturers 

O Other (please specify) 
2. Which of the following best describes your title? (fill in ONE only) 
26 O 10 Executive/Administrator - President, Owner, Partner. Director, General Manager, 

Chairman of the Board. Purchasing Agent, Director of Physical Plant 
27 O 20 Manager/Superintendent • Arborist, Architect. Landscape/Grounds Manager. 

Superintendent. Foreman. Supervisor 
28 O 30 Government Official - Government Commissioner, Agent, Other Government Official 
29 O 40 Specialist - Forester, Consultant. Agronomist, Pilot. Instructor. Researcher. 

Horticulturist, Certified Specialist 
30 O 50 Other Titled and Non-Titled Personnel (please specify) 

AN ACVANSTAR if PUBLICATION 

3. SERVICES PERFORMED (fill in ALL that apply) 
40 O A Mowing 45 O F Turf Fertilization 
410 B Turf Insect Control 46 O G Turf Disease Control 
42 O C Tree Care 47 O H Ornamental Care 
43 O D Turf Aeration 48 O l Landscape Design 
44OE Irrigation Services 49 O J Turf Weed Control 

50 O K Paving, Deck & Patio Installation 
51 O L Pond/Lake Care 
52 O M Landscape Installation 
53 O N Snow Removal 
54 O 0 Other (please specify) 

4a. Do you specify, purchase or influence the selection of landscape products? 
75 O Yes 76 O No 

4b. If yes. check which products you buy or specify: (fill in ALL that apply) 
" 69 0 1 5 Sweepers 55 O 1 Aerators 
56 O 2 Blowers 
57 O 3 Chain Saws 
58 O 4 Chipper-Shredders 
59 O 5 De-icers 
60 O 6 Fertilizers 
61 O 7 Fungicides 
5. Do you have Internet Access? 77 O A Yes 

62 O 8 Herbicides 
63 O 9 Insecticides 70 O 16 Tractors 
64 0 1 0 Line Trimmers 71 0 1 7 Truck Trailers/Attachments 
65 O 11 Mowers 72 O 18 Trucks 
66 O 12 Snow Removal Equipment 73 O 19 Turfseed 
67 0 1 3 Sprayers 74 O 20 Utility Vehicles 
68 O 14 Spreaders 

7 8 O B No 

5a. If so, how often do you use it? 
79 O A Daily 80 O B Weekly 81 O C Monthly 82 O D Occasionally 

101 113 125 137 149 161 173 185 197 209 221 233 245 257 269 281 293 305 
102 114 126 138 150 162 174 186 198 210 222 234 246 258 270 282 294 306 
103 115 127 139 151 163 175 187 199 211 223 235 247 259 271 283 295 307 
104 116 128 140 152 164 176 188 200 212 224 236 248 260 272 284 296 308 
105 117 129 141 153 165 177 189 201 213 225 237 249 261 273 285 297 309 
106 118 130 142 154 166 178 190 202 214 226 238 250 262 274 286 298 310 
107 119 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
108 120 132 144 156 168 180 192 204 216 228 240 252 264 276 288 300 312 
109 121 133 145 157 169 181 193 205 217 229 241 253 265 277 289 301 313 
110 122 134 146 158 170 182 194 206 218 230 242 254 266 278 290 302 314 
111 123 135 147 159 171 183 195 207 219 231 243 255 267 279 291 303 315 
112 124 136 148 160 172 184 196 208 220 232 244 256 268 280 292 304 316 m 



Improve soil 
structure 

Profile Professional Soil 
Conditioners™ change soil 
structure by managing oxy-
gen and water pore space. 
Clay Soil Conditioner™ for 
clay soils and Soil Condi-
tioner™ for sandy and dry 
soils. The amendments are 

made of a 100% natural 
blend of kiln-fired, porous 
ceramic chips and will not 
break down or require ad-
ditional applications. 

For more information 
call 800/207-6457 or 

Grde No. 277 

On-site repair 
kit from Hunter 

The PGP-ATR replaces worn 
or broken pop-up impact sprin-
klers with a quiet gear-driven 
mechanism. The kit features a 
special Hunter PGP replacement 
rotor, interchangeable nozzle 
rack, "bucket cover" ring and 
adjustment tool. The installer 
simply "threads out" the exist-
ing internal assembly and 
"threads in" the PGP-ATR. No 
tools or adapters are required. 

For more information call 
800/733-2823, 
vwvw.Hunterlndustries.com or 

Circle No. 279 

24-station controller from Irritrol 
The Total Control Series of hybrid controllers has been ex-

panded to include a 24-station model. Designed for commer-
cial, light commercial and residential use, the controller offers 
programming flexibility with 16 start times, 7-day calendar, 
365-day clock/calendar and the memory holds the schedule 
through power failures. 

For more information call 800/634-8873 or 
Grde No. 278 

Weathermatic Weathermate™ 
The Weathermate is a dial-based, three-program con-

troller with independent water budgeting by program and 
long-station timing for drip and micro-irrigation applications. 
Offered in 6-, 9- or 12-station indoor and outdoor models, 

this controller is ideal for 
both residential and smaller 
commercial irrigation sys-
tems. Designed with the pro-
fessional contractor in mind, 
the Weathermate controller 
has an optional easy-to-use 
two button remote control. 

For more information call 
Weathermatic at 888/4 THE 
PRO or 

Grde No. 280 

Landscape design and 
quotation software 

DynaScape™ allows you to make quick and accurate 
landscape designs with automated and accurate quotation 
output capability. From Ditek Software Corp., this CAD 
software is appropriate for design/build contractors, land-
scape designers, urban designers, garden centers, pool 
companies and landscape architects. 

For more information call 888/236-7991, 
www.ditek.com or 

Grde No. 281 

Ultra simple controller 
The TeeJet® 834 electronic controller can be programmed 

quickly and easily. The 834 is designed for operators who want 
the precision of computerized rate control without the complex-
ity. The controller is available in a kit that includes a five-switch 

console, pressure sensor, cables 
and brackets. 

For more information 
contact Spraying Systems Co. 
at 630/665-5000, email at 
tjtech@spray.com or 

Circle No. 282 

http://www.ditek.com
mailto:tjtech@spray.com


SUPPLIERS CORNER 

American Cyanamid named 
John Thomas senior sales man-
ager and Kyle Miller senior 
technical specialist for the Pro-
fessional Turf and Ornamental 
Products Group. Blair Morgan 
is territory representative in FL. 
Roger Bechle is sales team 
leader for Turf, Ornamental 
and Pest Control Products and 
Gary Curl is business director. 

American Rubber Technolo-
gies Inc., patent holder for 
Rebound soil amendment, has 
two new distributors: Atlos 
Rubber Company in CA and 
Quest Sales & Marketing Solu-
tions in Muncie, IN. 

Atlantic Seedsmen's Associ-
ation honored Dr. Gerald 
Pepin as 1998 Seedsman of the 
Year and Robert Wetsel, of 
Wetsel Seed Co., as an hon-
orary lifetime member. 

Four managers joined Brush 
Hog Turf's commercial turf 

and golf course equipment 
business: Turf Managers Ron 
Covel, Eastern Region; Kent 
Howerton, Central Region; 
Jordy Smith, Western; and Don 
Cotton, Turf Products Man-
ager. 

Bill Shea, Ferris Industries' 
vice president of sales and 
marketing, has been elected to 
the Associate/Affiliate Board of 
Directors for the Outdoor 
Power Equipment Distributors 
Association (OPEDA). 

Thomas J. Tootle has joined 
Irritrol Systems as district 
sales manager for the south-
east U.S. and FL panhandle. 
Michael Smith is sales manager 
for the San Francisco Bay area 
and northern Sacramento Val-
ley. Joe Keteltas has been 
named district sales manager 
for the northeast U.S. 

Ken Quandt is the new re-
gional sales manager for Na-

ture Safe Natural & Organic 
Fertilizers. Quandt will be in 
charge of the West, Southwest 
and Northern Midwest regions. 

MACH2 Turf Insecticide, from 
RohMid LLC, is available for-
mulations with fertilizer for 
the 1999 application season. 
Three companies will offer the 
new combinations: Knox Fer-
tilizer Company Inc., Knox, 
IN; Lesco Inc, Rocky River, OH; 
and Lange-Stegmann Com-
pany, St. Louis, MO. 

Ronald Ostrander and Terry 
Johnson have joined Van Wa-
ters & Rogers Inc. Profes-

Ronald Terry Johnson 
Ostrander 

sional Products & Services 
(PP&S) business unit as turf and 
landscape specialists. Jim Wat-

son has been 
promoted to 
the newly cre-
ated position 
of corporate 
accounts man-
ager — PP&S 
and Tony 

Smith is director of the materi-
als planning unit — PP&S. 

The "Clear Choice Trade-In 
Program" from Tanaka gives 
users a 10% discount toward 
any PureFire™ low emission 
product when they bring in 
polluting handheld equip-
ment. Tanaka has six CARB Tier 
II certified, 2-stroke products: 
40-cc grasstrimmer and brush-
cutter; 26-cc grass trimmer, 
pole hedge trimmer, pole-
saw/pruner and portable 
edger. The program ends July 
31, 1999. www.tanakapow-
erequipment. com 

Michael Mason was named 
president and chief executive 
officer of Weathermatic and 
Telsco Industries. Weather-
matic also named Brodie 
Bruner sales and marketing 
manager; Lloyd Darling plant 
manager to oversee the com-
pany's Garland, TX, facility; 
and Matthew Piper product 
and service manager. 

Following their purchase of 
the Haul Master line, 
Yazoo/Kees has hired Bill 
Chestnut as director of product 
development for their newly 
created Utility Vehicle Division. 
www.yazookees. com 

Info center 
V I D E O S A N D L I T E R A T U R E F O R T H E G R E E N I N D U S T R Y 

WEBSITES GALORE ... It's spring and websites are springing up: 
• www.independentsuspension.com, Ferris Industries 
• www.protect-your-turf.com, Bayer Corporation Garden & Professional Care 
• www.turfgrasssod.org, Turfgrass Producers International 
• www.cyanamidspd.com, American Cyanamid 
• www.bluebirdintl.com, Bluebird International Inc. 
• www.alllighting.com, Architectural Landscape Lighting 
• www.TurfGrassSod.Org, The Turf Resource Center 

STANDARD SEED SPECIFICATIONS... for turf and forage grasses and legumes has been 
updated. The pamphlet contains current nomenclature and new seed types and is avail-
able from the Atlantic Seedsmen's Association, 298 McCormick Ave., State College, 
PA, 16801; phone/fax 814/237-0330. 

QUICK GUIDE ... from Thomson Publications for 1999 "Insecticide, Herbicide, Fungicide 
Quick Guide" tells you what products to use and what they will control in the agricul-
tural and horticultural field, for $19.95. Call 559/435-2163. 

Jim Watson 

http://www.yazookees
http://www.independentsuspension.com
http://www.protect-your-turf.com
http://www.turfgrasssod.org
http://www.cyanamidspd.com
http://www.bluebirdintl.com
http://www.alllighting.com
http://www.TurfGrassSod.Org


7 earn 78% more with 
a FINN HydroSeeder 

Brian Kertoer, The Lawn Firm, Excelsior, MN 

55 

• Ride on air never hard wheels 
• Fatigue free save your knees 
• Quickly disconnects uses 1 pin 
• Adjustable hitch service all operators 
• Wide track less lines 
• Dual wheels stable ride 

TKUCUT 323-258-4135 phone 
323-258-3376 fax 
Los Angeles, CA 

7 bought my first hydromulching 
machine for price. But it's a toy 
compared to my new FINN 
HydroSeeder. I've easily doubled 
my production." 

No other machine compares to 
a FINN HydroSeeder for high 
production and long trouble-free 
service life. You'll get faster 
loading, better coverage, longer 
spray distance, and more reliable 
performance. You can get a real 

HydroSeedet* is a registered trademark 
oí FINN Coiporatiun 

HydroSeeder for as little as $149 
a month. You'll soon know why 
the most successful contractors 
agree, "Nothing makes money like 
a FINN HydroSeeder." Call today. 

FiNN 
J f y d t o S e e t b s * 

Innovative Equipment Enhancing 
the World's Landscape 

1-800-543-7166 
9281 LeSaint Drive, Fairfield, OH 45014 

Fax: (513) 874-2914 
www.finncorp.com 

Circle No. 130 Circle No. 109 

YOU'RE INVITED TO Gil's 
10TH ANNIVERSARY 

CELEBRATION 

November 13-16,1999 
Baltimore Convention Center 

Baltimore, Maryland 

Show Schedule 
C O N F E R E N C E S 

N o v e m b e r 13 - 1 6 , 1 9 9 9 

O U T D O O R E Q U I P M E N T D E M O N S T R A T I O N 
N o v e m b e r 1 4 , 1 9 9 9 

T R A D E S H O W 
N o v e m b e r 15 - 1 6 , 1 9 9 9 

ALGA 
Associated Landscape 

Contractors of America 
(800) 395 2522 • www.alca.org 

GIE SPONSORS 

P1XAA 
Professional Lawn Care 
Association of America 

(800) 458-3466 • www.plcaa.org 

T*gMS 
Professional Grounds 
Management Society 

(800) 609-7467 • www.pgms.org 

FOR HOUSING AND TRAVEL INFORMATION 

"The Cadillac 
of networking 

within the 
industry." 

-GIE/98 Attendee 

Circle No. 132 

: YES! I w a n t t o k n o w m o r e a b o u t GIE /99 . 
J Send me information on exhibiting my products! 
U Send me information on attending conferences & show! 

| Contact: 

• Title :. 

; Company:. 

j City/State/Zip:_ 

¡ Phone: (_ -Fax: (_ 

Call Travel Worldwide Network at (800) 631-9675 or visit them at www.travelwofldwkJenetwoflccom y Clip and send to: 
GIE, 1000 Johnson Ferry Rd., NE, Suite C-135, Marietta, GA 30068-9119 
Fax: 770/578-6071 Phone: 770/973-9019 

NEW! Visit GIE at www.gieonl ine.com 

http://www.finncorp.com
http://www.alca.org
http://www.plcaa.org
http://www.pgms.org
http://www.travelwofldwkJenetwoflccom
http://www.gieonline.com


WIN 
$500 

ANNOUNCING: The Third 
Annual LANDSCAPE M A N -

AGEMENT "Emerald 
Awards." LANDSCAPE 

MANAGEMENT maga-
zine is offering a 
$500 first prize to 
the winner of a ran-

dom drawing to 
be held on July 

1, 1999. Second 
prize is $300 and 
third prize is $200 

in cash. To be eligi-
ble for the drawing, sim-

ply fill out the question-
naire at right and return it 

to our editorial offices. 
Answers to the questions will determine 

our "1999 Emerald Awards" winners, to be 
revealed—along with the contest winner—in 
our August issue. 

CONTEST REQUIREMENTS: Con-
testants must be owners or 
employees of landscape main-

tenance companies, lawn care companies or landscape con-
tracting firms; or an athletic field manager or member of an 
athletic field maintenance crew; or manager or member of a 
facility landscape management crew. Product selections must 
be currently used by entrant. 
Employees of Advanstar Communications or their families 
not eligible. 

All questions on this entry form must be completed, and all 
blanks filled. One entry per person. No more than five 
entries from any one employer will be allowed. Entry forms 
will appear in the February through June, 1999 issues of 
LANDSCAPE MANAGEMENT. 

Completed questionnaires should be mailed to: Emerald 
A w a r d s , LANDSCAPE MANAGEMENT, 7 5 0 0 O l d O a k B l v d . , C l e v e -
land, OH 4 4 1 3 0 . They must be received by noon, July 1, 1 9 9 9 . 

OFFICIAL ENTRY FORM 
QUESTION: 

What is your favorite 
brand name of... 

riding mower? 

CHECK HERE 
IF YOU 

DO NOT USE 

• 
walk-behind mower? • 
turf fertilizer? • 
pre-emergence herbicide? • 
post-emergence herbicide? • 
turf insecticide? • 
turf fungicide? • 
plant growth regulator? • 
compact tractor? • 
turf aerator? • 
pick-up truck? • 
leaf blower? • 
line trimmer? • 
chain saw? • 
Kentucky bluegrass? • 
perennial ryegrass? • 
turf-type tall fescue? • 
turfgrass mix or blend? • 
biological control product? • 

NAME: 

EMPLOYER: 

CITY/STATE: 

PHONE NUMBER: 

( ) 



M A R K E T S H O W C A S E C L A S S I F I E D S 

i r m s r m management 
Every month the Market Showcase offers readers 
of Landscape Management a complete and up-to-
date section of the products and services you're 
looking for. Check it out every month! 
For all ads under $250, payment must be 
received by the classified closing date. VISA, 
MASTERCARD, & AMERICAN EXPRESS 
accepted. Send to: Advanstar Marketing 
Services, 7500 Old Oak Blvd., Cleveland, OH 
44130 
BOX NUMBER REPUES: Landscape Management 
LM Box #, 131W. First St, Duluth, MN 55802 
FOR ADVERTISING INFORMATION AND AD 
PLACEMENT, CONTACT: 
LESLIE ZOLA, 440-891-2670, 
1-800-2254569, (ext. 670), Fax 440-826-2865 
Emaillzola@advanstar.com 

BUSINESS OPPORTUNITY 

Holiday and Event Decorating 
• Keep More Good People Year 'Round • 

• Offset Fixed Costs • 
• Utilize Existing Vehicles & Equipment • 
• Cross-sell & Expand Customer Base • 

• High Margin, Repeat Service • 
• 26th Fastest Growing Franchse Worldwide« 

OVER 200 LOCATIONS IN 46 STATES & CANADA 

1-800-687-9551 
www.christmasdecor.net 

FOR SALE 

SUPER TOUGH 
STEEL BUILDINGS 

SAVE UP TO 

Perfect for use as a 
landscaping business location. 
• 20 year roof & wall warranty 
• Plenty of room for storage & a workshop 

1 - 8 0 0 - 7 1 3 - 8 4 2 1 EXT75 

FOR SALE 

Radius® 
by Motorola 

N E W ! 
UHF 460 • VHF150 • Low Band 

Programmed To YOUR SystemI 
[Compatible w/Other Systems] 

Talk tt anytitfty trim anywhere 
en the ceurse erlebr 

| Hand Helds from $155.00 
Mobiles from $278.00 

-Full Year Warranty-

CALL 800-231-0103 

Control 
fertilizer 

costs! 

SAVE! 

Kelway 
SST 

Soluble 
Salts Tester 

& Soil Bridge 
» Sturdy • Quick 

Portable • Easy to read 
KELWAY SST Soil Sal in i ty Tester per fo rms the 
same important conductivity tests for soil salinity as 
elaborate instruments costing far more. Increase your 
profits, save money on fert i l izers. KELWAY SST 
tester, scientifically engineered for the professional 
grower, tells you when to leach. Quick easy test with 
direct reading chart explains soil condition. Use PPM 
sca le for tes ts of wa te r sa l in i ty or to r egu la te 
HYDROPONIC nutrient solutions Comes complete 
w i th bu i l t - i n ce l l , ba t te ry and c a r r y i n g c a s e 
Guaranteed. See your local distr ibutor Write for 
FREE KELWAY bulletins. 

Kel Instruments Co., Inc., Dept. N 
P.O. Box 54, Wyckoff, NJ 07481 

Tire Changers For Smal l Whee ls 
Grounds Main tenance Equ ipmen t 

w w w . w i k c o . c o m 
Or Call 800-872-8864 

^ • WIKCO INDUSTRIES, INC. • 
4930 N S7th St., Lincoln, Ne. 68S07 

40 X 60 X 12 
$ 7 , 5 2 3 

Build tt Yourself And Save 10,000 Sixes, All Bolt-Together All Steel 
Buildings. Call Today For A Price Quote And A Brochure. 

HERITAGE BUILDING SYSTEMS 
8 0 0 - 6 4 3 - 5 5 5 5 
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HELP WANTED 

C h a n g i n g t h e L a n d s c a p e . . . 

TruGreen-ChemLa/vn 
L A N D S C A P E D I V I S I O N 

And we need you 
t o build a strong foundation! 

— IMère hiring aerose the nation — 

Opportunities Abound: 
Field Positions • Technical Positions 

Management Positions • Administrative Positions 

Call today at 033-693-0200 
for more information! 
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C L A S S I F I E D S 

HELP WANTED 

CAREER OPPORTUNITIES 
Are you ready for a change? Come join our team 
in the beautiful southwest. We are searching for 
top quality people in the following positions: 

• Project Manager 
• Landscape Designer 
• Crew Leaders 

Qualified candidates will possess experience 
in their respective position as well as excellent 
communication skills, self-motivation and a 
strong desire to succeed. Excellent benefits, 
profit sharing and relocation allowance. 
Please mail or fax resume to: Heads Up 
Landscape Contractor, Inc., 7525 Second 
Street NW, Albuquerque, NM 87107 Fax 
(505)898-2105. www.headsuplandscape.com 

EOE/Drug free 

LANDSCAPEJOBS.COM 
888.729.LAND 

Grounds Maintenance 
& Enhancement 
Supervisors & Managers 

Become a part of one of Maryland's and 
Virginia's top rated teams of landscape professionals. 
Come and work for a company that recognizes quality 

as a daily occurrence and knows that customer 
satisfaction is a successful driving force. 

Full-time positions with exceptional compensation, 
benefits, & advancement opportunities. 

Mail or fax your resume today to: 
Tom Davis, Bozzuto Landscaping Company 

5601 Van Dusen Rd. • Laurel, MD 20707 
Phone 301-497-3900 • Fax 301-497-8939 
Visit our website: www.6ozzuto.com 

Make More $$$$ - How? Join NaturaLawn of 
America, the leader in organic-based lawn care, 
and let us show you how to expand your customer 
base and grow your business. There are many 
reasons why we have been selected as one of the 
top 100 francises in the U.S. To learn more, con-
tact us at 800-989-5444 or www.nl-amer.com. 
Financing and discounts are available to qualified 
candidates. 7/99 

ARBORETUM AND GROUNDS MANAGER 
Supervise workforce responsible for the planting 
and maintenance of the arboretum and grounds of 
a 250 acre botanical garden including: trees, 
shrubs, and turf; disease, insect and weed control; 
leaf pickup; composting; woody plant nursery; and 
irrigation systems. Oversees entire maintenance 
and repair of relevant equipment. Responsible for 
planning and budgets. Will work with other NYBG 
departments, consultants and outside contractors. 
Must have at least 8 years experience in public 
gardens and a 2 year degree in Horticulture. 
Experience with unionized workforce preferred. 
NYS DEC 3A Pesticide Applicator's License 
required within 6 months. Competitive salary and 
excellent benefits including 4 wks vacation. Send 
resume to: Director of Human Resources-AGM, 
The New York Botanical Garden, 200th Street & 
Southern Boulevard, Bronx, NY 10458 
A/EOE/M/F/DA/ 6/99 

$70,000 - $100,000 + Percentage of Net Profits* 
Full Service landscape division of 50-year-old horti-
cultural co. located in central NJ seeks an experi-
enced, professional design/build landscape manag-
er to run our progressive, growth oriented division. 
We are looking for the individual who can turn this 
operation into an efficient, highly profitable opera-
tion. If you are customer focused with 5+ years 
experience & an excellent track record mananging 
a busy, profitable operation we're anxions to speak 
with you . We offer a superior salary, commission, 
401K, paid vacation, bonus, med/dental benefits & 
opportunity for a piece of the action. If you have 
these qualifications and would like to join an ener-
getic team of Hort. professionals, contact Ruth @ 
The Parker Companies, 1325 Terrill Rd., Scotch 
Plains, NJ 07076. Calls taken ©800-526-3672 
x444; Fax: 908-322-4818. 8/99 

OPERATIONS/SALES REPRESENTATIVE - Well 
established full service company in Dallas, Texas, 
seeks energetic, highly motivated, and well-orga-
nized person to join our company. We are seeking 
an individual with a horticulture degree or equiva-
lent experience in landscape (and/or horticulture), 
with a strong emphasis on sales and customer 
service. Excellent compensation and benefits, rea-
sonable hours, professional environment. Please 
mail or fax resume to Turtlecreek Landscape 
Services, 2607 Manor Way, Dallas, Texas 75235; 
fax (214)351-2530 8/99 

Exciting opportunities for sixteen year old enviro-
mental contracting company in the Denver metro 
area that grew by 30% last year and is continuing 
to grow. We are seeking to fill the following posi-
tions IMMEDIATELY: 'Landscape Project Man-
ager 'Landscape Maintenance Superintendent 
'Landscape Irr igation Superintendent 'Land-
scape Designer/Architect for NEW DIVISION! 
'Senior Est imator/Sales'Reclamation Project 
Manager'Reclamation Superintendent We offer 
excellent Wages, benefits, incentive program, and 
profit sharing. Company vehicle provided for some 
positions. Send resume with salary history to 
WSRI, 11730 Wadsworth Blvd., Broomfield, CO 
80020 or fax to (303)465-2478. Check out our web-
site at WSReclamation.com. 7/99 

FLORAPERSONNEL, INC. In our second decade 
of performing confidential key employee searches 
for the landscape/horticulture industry and allied 
trades worldwide. Retained basis only. Candidate 
contact welcome, confidential, and always free. 
1740 Lake Markham Road, Sanford, FL 32771. 
PHONE (407)320-8177. FAX (407)320-8083. 
Email: Hortsearch@aol.com. Website: 
http://www.florapersonnel.com. 

Business travel m a d e ea sy . 

The 1999 Travel Agent 
Official Travel Industry 
Directory puts more than 
15,000 travel industry con-
tacts at your fingertips for 
just $31.95 

ORDER YOURS NOW! 

800-598-6008 
^ outside the u.s. 
W 218-723-9180 

ACVANSTAR 

LANDSCAPE GARDENING CAREER OPPORTU-
NITIES: Hazeltine Nurseries, Inc., a full-service 
landscape company, in Sarasota, FL, is in search 
of talented, experienced and self-motivated person-
nel for their Landscape Gardening Division. Possi-
ble candidates should have 3 to 5 years experience 
in tree, shrub and turf maintenance. Irrigation 
installations and /or maintenance; computer skills 
and record keeping; bi-lingual in English and Span-
ish would all be an asset. Candidates should also 
have a strong work ethic and a commitment to 
quality and customer satisfaction. Excellent career 
opportunities with a growing, progressive company 
that has an outstanding service record since 1983. 
Positions offer competitive compensation and ben-
efits. For immediate consideration, please fax your 
resume and wage requirements to attn: 
Grant Beatt, (941)484-9316. 12/99 

BUSINESS TOR SALE 

150 acre wholesale nursery specializing in 
ornamental and shade trees. Located in the 
Florida Panhandle. Asset value in excess of 
3 million. Offered at 2.1 million. Positive 
growth trend and very profitable. THE 
S P E N C E R G R O U P , Bus iness Brokers, 
850-934-3000 or FAX: 850-934-9010. 6/99 

LANDSCAPE CONSTRUCTION & MAINTE-
NANCE CO. WELL ESTABL ISHED 15 YEAR 
COMPANY IN THE BOSTON, MA AREA. $2.5M 
TO $2.9M VOLUME ANNUAL, PAST 3 YEARS 
PROFITS HAVE BEEN IN THE SIX DIGIT FIG-
URES. COMPANY BREAKDOWN, 70% CON-
STRUCTION, 20% MAINTENANCE & 10% SNOW 
OPERATIONS. WELL RUN ORGANIZATION, AND 
WELL MAINTAINED FLEET. THE 1999 BACK 
LOG EXCEEDS $1M TO DATE. MAIL RESPONS-
ES OF INTEREST WITH NAME AND FINANCIAL 
BACKGROUND TO: CORPORATE VENTURES 
271 CANTON ST., STOUGHTON, MASS. 02072 

6/99 

Well established landscape, lawn maintenance, 
snow removal and tree removal business in eastern 
Pennsylvania. Owner wants to retire after 47 years 
of servicing residential and business accounts. All 
equipment and accounts included in sale. Owner 
available to stay for limited time in advisory capaci-
ty to aid in transition. Interested and qualified per-
sons only reply to P.O. Box 102, Mountainhome, 
PA 18342 6/99 

BUSINESS OPPORTUNITIES 

WANT TO BUY OR SELL 
A BUSINESS? 

Professional Business Consultants can 
obtain purchase offers from numerous qualified 
potential buyers without disclosing your identity. 
There is no cost for this as Consultant's fee is 
paid by the buyer. This is a FREE APPRAISAL 
of your business. 
If you are looking to grow or diversify through 
acquisition, I have companies available in Lawn 
Care, Grounds Maintenance, Pest Control, 
Landscape Installation and Interior Plant 
Care all over the U.S. and Canada. 
P.B.C. 19 W. 555 Central Ave, Downers Grove, IL 60516 

708-744-6715 • Fax: 630-910-8100 

http://www.headsuplandscape.com
http://www.6ozzuto.com
http://www.nl-amer.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com


C L A S S I F I E D S 
BUSINESS OPPORTUNITIES 

Let ALCA Be Your Business Partner! Join ALCA, 
the national association for landscape contractors 
and take advantage of our outstanding resources: 
publications, seminars, conferences, and national 
networking. Contact ALCA at www.alca.org or call 
1-800-395-2522. 7/99 

MARKETING OPPORTUNITY Energetic persons 
needed to network market Conklin products nation-
wide. A very lucrative part-time, home based busi-
ness. $799 investment for the product and training. 
Call 1 -800-832-9635 for free catalog. 2/00 

EDUCATIONAL OPPORTUNITY 
Two year AAS degree program in Golf Course 
Maintenance Operations, Landscape Contracting, 
and one year Golf and Grounds Certificate. Fully 
accredited, VA approved, expanded learning facili-
ties, new equipment. Graduate placement assis-
tance available. Contact Golf Course 
Operations/Landscape Technology Dept., Western 
Texas College, Snyder, TX 79549. 915-573-8511 
ext. 305 12/99 

Become a landscape designer. Approved home 
study. Create plans for lawns, estates, courtyards, 
walkways, gardens, shrubbery. P.C.D.I., Atlanta, 
Georgia. Free Career Literature. 800/362-7070. 
DEPT.GTG694. 6/99 

Let Your 
Classified Ad 

ST ND O T 
From The Crowd! 
Try the Impact 

of Color! 
Contact Leslie Zola 
800-225-4569 ext. 

670; 
440-891-2670; 

Fax 440-826-2865; 
or Email 

lzola@advanstar.com 

Put the Power of 
D i r e c t M a r k e t i n g 

to Work for You! 

d l T B B W A f t i B K f f i H Use the Landscape Management targeted list to mail, phone or 
fax to over 50,OCX) highly responsive decision 
makers in the landscape industry! 

Target your message according to your spe-
cific needs...demographic selects are avail-
able—our data is also available for database 
enhancement or overlay. 

For List counts and pricing contact: 
— • J oe Gi l l iam 

440-891-2773 or 888-RENTLIST 

ne Landscape Management 
rapid response card deck is another cost effi-
cient direct marketing tool. Use this deck to 
introduce new products, test products and 
markets, and direct prospects to your web-
site 

For Card Deck details contact: 
— • J im Knaggs 

440-891-26Ó5 

management 

/ W A Y T m 
S O U R C E 

WVTW 
Y OU 

Don' t let the dark forces of 
ignorance defeat you. Right 

• in this ga laxy you can tap into 
the sou rce—the f ree C o n s u m e r 
In format ion Cata log. It l ists f ree 
and low-cost federal 
publ icat ions on a var iety of 
impor tant topics. 

So d ispel the darkness and get 
the source. Cal l tol l - f ree 1 -888-8 
P U E B L O for your f ree Cata log. 

Or set your coord ina tes for the 
C o n s u m e r Informat ion Center 

• W e b site: 

www.pueblo .gsa .gov 
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Grab Bag 

W a n t t o snaz u p y o u r f r o n t y a r d ? 
Mike Hebrard is a whiz at painting colorful logos on athletic fields, so when a friend 
asked him to paint a special design on his lawn, Mike gave it a try. Now his "lawn art" is 
a common sight in and around Portland, OR. Mike, owner of Athletic Field Design, 
Clackamas, OR, says some of the requests he gets for lawn art are, well . . . different. 

Only driven by old 
ladies on weekends? 

Pssst!, Hey buddy, hov/d you 
like to buy a clean used Kubota 
tractor real cheap? Barely used. 

If you hear this line, be suspi-
cious, be real suspicious, says the 
Kubota Tractor Corporation. 

Kubota recently won a land-
mark case which it hopes will 
stem the importation and sale 
of used "gray market" Kubota 
tractors into the United States. 
Kubota reported that an ad-
ministrative law judge of he 
U.S. International Trade Com-
mission (ITC) fined Gamut Im-
ports, Inc., $650,000 for violat-
ing a Cease and Desist order 
prohibiting Gamut's importa-
tion and sale of the tractors. It's 
expected the ruling will be re-
viewed by the ITC. 

The used tractors in question 
were manufactured for use in 
Japan, and may not have safety 
features required in the United 
States, such as ROPs and PTO 
shields. Also, these tractors are 
not backed by a Kubota war-
ranty, and it may be difficult to 
get parts and or service manu-
als for them, a spokesperson at 
Kubota tells LM. 

How can you tell if that used 
tractor that you're considering 
buying is a grey market tractor? 

Find the serial number 
plate (usually by the pedals 
near the operator's seat), write 
down the serial number and 
the model number of the trac-
tor and take this information 
to an authorized Kubota 
dealer to see if it's a unit they 
can support, says Kubota. 

Landscape s p e n d i n g rises in 1 9 9 8 
American homeowners spent a record $16.8 billion 

for professional landscape/lawn care/tree services last 
year — a 32% increase in the average amount spent 
per household. The latest Gallup Survey results, spon-
sored by a consortium of green industry associations, 
noted that spending jumped $2.2 billion in 1998. 

Landscape installation and construction activities 
had the largest growth, with a jump of $2.7 billion in 
spending (a 48% rise in average amount per house-
hold). The survey was conducted by the American 
Nursery & Landscape Association, the International 
Society of Arboriculture, the Associated Landscape 
Contractors of America, the Professional Lawn Care 
Association of America, the National Arborist Associa-
tion and the National Gardening Association. 

Grab Bag features brief observations and 
prognostications throughout the green industry. 
If you have an unusual photo or comment you'd 
like to share with us, please send it in... 



There's good. There's better. Then there's 
the best: Snapshot* herbicide. It controls 
more broadleaf weeds and grasses than any 
other preemergent herbicide. I l l species, 
to be exact. For up to 8 months. Wiffiout 
damaging your ornamentals. Contact your 
distr ibutor ior more in format ion about 

Snapshot . Or, ca l l M*/**-. „ . --
1 - 8 0 0 - 2 5 5 - 3 7 2 6 . P ^ ^ r o S ^ c e s 
You'll control weeds. Q n O l l c l i n i 
And labor costs. O l l t f l J o l l U l 

G o o d w e e d c o n t r o l , 

b u t w a i t u n t i l t h e y a l l 

d e m a n d a r a i s e a t o n c e , f ' 



Tough Choice for Hard Hats 
Two tough machines 

to get you into and out 
of t i g h t s p o t s . Our 
l o a d e r / l a n d s c a p e r 
tractors - the Kubota B21 
with 21 horsepower and 
the L35 with 35 horse-
power - give you two 
ways to go when you're 
moving dirt. 

Both tractors are compact and powerful 
for w o r k i n g in c l o s e quarters . They 
feature a slanted, hard-nose hood and 
enclosed muffler for better visibility. A 
liquid-cooled diesel engine, power steering 
and 4-wheel drive are all standard features. 

The B21 features a user-friendly hydro-
static transmission with 3-speed range. 

While the L35's new 
g e n e r a t i o n G l i d e 
Shift Transmission 
operates all e ight 
speeds and reverse 
without clutching. 

I n t e g r a l l y 
designed, the front 
loader on the B21 

and L35 have a con-
venient single-lever/ 
dual function control 
with an increased lift-
ing capacity. The back-
h o e i s a c i n c h to 
qu ick -a t tach w h i l e 
the rear PTO and 
3-point hitch maximize 

your applications. Dig, till, scrape or mow 
with one tractor. Both tractors are easy to 
transport on a utility trailer, so they go 
where you go. And this tough team is 
solidly built to Kubota's rigorous standards. 

So, small wonder these compacts are the 
choice for breaking ground with contractors 
and municipal diggers everywhere. See your 
dealer today and size up these versatile 
compacts. 

For more information, please write to: 

Kubota 
KUBOTA TRACTOR CORPORATION 

P.O. Box 2992, Dept. LM, Torrance, CA 90509-2992 
or call Toll Free 1-888-4 KUBOTA ext. 403 

(1-888-458-2682 ext. 403) 
Financing available through Kubota Credit Corporation 


