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Always read ond follow label directions

©1999 PREM® ar

ringers.

When it comes to preventing the broadleaf
and grassy weeds that most often plague your
customers’ turfgrasses, PRE-M"* preemergent
herbicide is right on target. Why pay more
for other products when, time after time, university
trials prove that PRE-M offers you better overall
performance combined with unmatched value?
Superior performance made PRE-M the
leading™ preemergent herbicide. Superior G ¢
value widens the gap. PRE-M is everything
you'd expect from LESCO®, the leading supplier
in the professional turf care industry.
Ask your LESCO professional or call
1-800-321-5325 to learn how you can earn
generous rebates for your PRE-M purchases.

Get behind the leading edge.

The Leading Edge.
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all weather protection.

The compact sized B21/L35
TLB’s are designed to work in
tight places and are easy to trans-
port from one job site to the next
with a */s ton pick-up and trailer.
Versatility is provided with
Kubota’s quick-attach backhoe,
Category I, 3-point hitch and
rear PTO.

Kubota Grand L-Ten Series
from 30 to 46 net engine HP offer
a variety of transmission choices
— fully synchronized main and
shuttle transmission (FST),

For more than 30 years,
Kubota has been building diesel
powered equipment to handle
tough turf and landscaping
projects.

Kubota M-Series utility
tractors, from 47-90 net engine
HP, offer a user friendly design
and an ergonomically engi-
neered operator platform for
comfort and ease of operation.
These tractors are powered by
quiet Kubota E-TVCS diesel
engines. Cab models provide a
zone of operator comfort and

for more information, please contact:

Kiyholn

KUBOTA TRACTOR CORPORATION

clutchless glide shift trans-
mission (GST) and the new
“FeatherStep” HST.

The F60 front mowers increase
a crew’s productivity with ease
of operation and precision

cutting. The Auto Assist 4WD
with dual-acting, over-running
clutch system delivers turf
saving traction, in forward and
reverse.

When you have tough turf and
landscaping jobs to get done, get
Kubota.

P.O. Box 2992, Dept. LM, Torrance, CA 90509-2992 *
Toll Free 1-888-4 KUBOTA, ext. 403 (1-888-458-2682, ext. 403) * kubota.com

Financing available through Kubota Credit Corporation.
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|cover story |

30. Killer niche markets

It’s about thinking creatively. It's about exploring
clients’ needs. And ultimately, it's about increasing
your bottom line. Create a unique service and watch
your profit go sky high.

By: JASON STAHL / MANAGING EDITOR

LABOR CRUNCH

38. The supervisors’ tale

These employees were developed into managers from
within the company. Your employees may have similar
potential.

By: GEORGE WITTERSCHEIN /
CONTRIBUTING EDITOR

[grounds management center |

44. Award-winning landscape
management
Xavier University, Cincinnati, OH

LM'S TRUCK GUIDE 2000

50. We’re talkin’ trucks
Dependability, price and everything
nice — that's what landscape
managers want trucks to be made
of.
By: VICKY POULSEN

COVER PHOTO: LOU KOBUS JR. OF VILLAGE TURF, MOUNT
VERNON, VA. THE PHOTO WAS TAKEN BY SCOTT ROBINSON.
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PINK SLIP

Choosing the ever-dependable Toyota Tacoma as — @TOYOTA' — payload of any truck in its class,* it's one worker
your fleet vehicle is one of the smartest business | on the job. that’ll do just about anything you ask of it. And like
decisions you'll ever make. With the highest standard L every day.—— Yo, it plans to be around for the long haul.

www.toyota.com 4 1-800-go0o-toyota
©1999 Toyota Motor Sales, U.5.A., Inc. Buckle Up! Do it for those who love you. *Based on comparison of base 5-speed, regular cab models
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Independent Suspension
for the Riding Mower.

www.independentsuspension.com

FERRIS FERRIS

ProCut 2 \
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Ferris Industries The Commercial Mower Specialist / 1-800-933-6175

IS and the IS logo are trademarks of Ferris Industries, Inc
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on the record

BY SUE GIBSON / EXECUTIVE EDITOR

Risky business

t's 3 a.m. and you're tossing in bed, awake
and worrying. In the dark, you stew about
your cash flow, whether your assistant Dean
is going out on his own (he does) and how
to get that slow-paying condo to pay on time
(it doesn’t). Your mind races but at this hour
of the morning there are no answers, only
uncertainties. Welcome to what I call the “midnight
watch” of entrepreneurship.

I stayed awake too, when I ran my small company
for 11 years, and I remember how scary it felt. It is
scary because owning a business means shouldering
the risk and most of us don’t have a bailout.

As an action-minded entrepreneur, you might take
the next step: “T'll find a new angle, a new customer, a
new ‘twist’ that will make these problems insignificant.
I'll just sell more!” It may not work out that way but it
seems comforting at the time.

As growth is the basis of business, I can’t say this
thinking is wrong, just a path you should consider
carefully. Most business experts preach that you tend
the home fires first, before you wander far afield. Make
it work right, then grow it, they say.

That's good advice. You can't have a fundamentally
weak business, an unprofitable one or a dysfunctional
one and expect to successfully handle new projects,
customers or services. It's too risky and it won't work
for long. You'll do yourself more good if you concen-
trate on a few major goals:

P> Strengthen your operations to make them effec-
tive

P Reevaluate your pricing and production to make
them profitable

P Invest in your employees to make your services
consistently good

P Remember your strengths and focus your busi-
ness on them

Of course, these sound easy but they take constant
work, as most good things do. There’s nothing easy
about making a business successful — it's a constant
focus for every business, because business involves risk,
all the time.

Carve yourself a new niche

But let’s say you think you're ready to try that new
angle, seek out new customers or add a new service
twist. Our cover story (page 30) has several ideas that
might work for you or might be the basis for new
twists of your own.

Some of your fellow contractors have gotten great
reception from the marketplace, and they’re making
these niches profitable, with few competitors. Check
them out!

Sound good? I recommend before you take the
plunge, analyze your options. Last year's March issue
included a story (“Time to Add a New Service?” page
70) with guidelines for analyzing a new service from a
financial perspective. If you don’t have this story, give
us a call at 800/225-4569 x2729 and we'll get you
one. You can work through the
analysis and then get down
to your own ‘risky busi-
ness.' — SG

“Business experts say to tend the f

home fires first, before you wander
far afield. That's good advice.’

www.landscapegroup.com / APRIL 20

' -SG §




REPORT N9/ 2 ‘

ONLYlTHE LAWS| OF PH

Ten-gallon fuel capacity assures
a full day of operation without
refueling. Inventive top-draw
tanks enhance reliability, since
fuel system is much less likely
to be clogged by debris.

M653

23-hp Frame-mounted Ross MB Series

54-inch 7-Iron deck 14.5 cubic inch wheel motors

e and large-capacity hydraulic oil
reservoir are just some of the

25-hp features that make Mid-Series

54-inch 7-Iron deck machines the most durable zero-

M65 5

M665

25-hp
60-inch 7-Iron deck

Kturning-radius mowers around.

i




SICSI HELD‘ US‘ BACK.

-

reater operator comfort equals \
greater productivity. That's why Mid-
Series mowers come complete with
ergonomic dual-lever controls; easy / \
cut-height adjustment; high-back, With an industry-best
deep-cushioned adjustable seat with 5.75-inch depth, maximum

Karmrests; and dual cupholders. /

blade overlap of over 1.5
inches, and full-length
front baffle (to eliminate

dead space and brush grass

These mowers are in great
shape. A wide-stance and low
center of gravity allow them to
easily handle hills, and their
compact size means they're
perfect for trailering.

Circle No. 107 on Reader Inquiry Card

Nothing Runs

The union of a rugged power
unit and the industry’s first
seven-gauge stamped steel deck
was an experiment that went
amazingly right. Now productivity
that used to exist only in theory

is available in the form of three,

from John Deere. High-torque
23- and 25-hp V-Twin engines,
tough componentry (like massive
Ross MB Series wheel motors),
fast 9-mph mowing speeds, and
deepest-on-the-planet 7-Iron™
decks let them outperform, and
outlast, any competitor. No
wonder they’re the smst-proﬁt-
able zermwrnin@aﬁus mowers
ever made. For uﬂ‘table proof,
see your John Deere dealer for a
test-drive (call 1-800-537-8233

to locate one near yon)

Like A Deere®



events

WHAT, WHEN & WHERE

May 2000

(2] Southeastern Turfgrass
Conference / Tifton, GA;
912/386-3416

&} The Hazard Trees: How to
Identify, Evaluate and
Manage Defective Trees
Seminar / Nebraska City, NE;
Sponsored by The National Arbor
Day Foundation; 402/474-5655

£ Wood Waste Utilization
National Conference /
Nebraska City, NE; Sponsored by
The National Arbor Day
Foundation; 402/474-5655

June 2000

[XE Turf 2000 / Phoenix, AZ;
Sponsored by Pennington Seed
and Seeds West; 520/783-2050

731 UMass Turf Research
Field Day / South Deerfield, MA;
413/545-3006

July 2000

£¥) Maryland Turfgrass
Research Field Day & Open
House / Paint Branch Turfgrass
Research Facility; John M. Krouse;
301/403-4234.

[ES T International
Irrigation Expo / Leon
Guanajuato, Mexico; (461)
60427,25977,25985

[EZ T ANLA Convention
and Executive Learning
Retreat / Vancouver, BC;
202/789-2900

[ES T ALCA Summer
Leadership Meeting / San
Diego, CA; 800/395-2522

[ES T Texas Turfgrass
Association Conference /
Galveston, TX; 409/690-2201

[EEF3] Turfgrass Producers
International Summer
Conference and Field Days /
Spokane, WA; 800/405-TURF

FX2L) International Lawn,
Garden and Power
Equipment Expo / Louisville,
KY; 800/558-8767

FL] PLCAA Legislative
Day On The Hill / Washington,
D.C.; 800/458-3466

August 2000

[E3 T Florida Turfgrass
Association Annual
Conference and Show /
Gainesville, FLA; 800/882-6721

£E] Cornell Field Day / Ithaca,
NY; 607/255-1792

September 2000

f& Southwest Horticultural
Trade Show / Phoenix, AZ;
Sponsored by the Arizona Nursery
Association; 480/966-1610

PR ¥] Trees, People and
the Law Conference /
Nebraska City, NE; Sponsored by
the National Arbor Day
Foundation; 402/474-5655

OCTOBER 2000

55 Turfgrass Landscape
and Equipment Expo / Costa
Mesa, CA; 818/764-5016

P31 ASLA Annual
Meeting and Expo / St. Louis,
MO; 202/898-2444

MANAGEMENT
VISIT US ON THE WORLD WIDE WEB AT: www.landscapegroup.com

Prond supporter of these green industry professional orgamizations:

@

FiTOCA
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Associated Landscape Contractors of America
150 Elden Street, Suite 270

Herndon, VA 20170

703/736-9666

www.alca.org

American Nursery & Landscape Association
1250 | St. NW, Suite 500,

Washington, DC 20005

202/789-2900

Independent Turf and Omamental
Distributors Association

25250 Seeley Road
Novi, Ml 48375
248/476-5457

The lirigation Assodiation

8260 Willow Oaks Corporate Dr. Suite 120
Fairfax, VA 22031-4513

703/573-3551

www.irrigation.org

National Arborist Association
The Meeting Place Mall,

P.0. Box 1094

Amherst, NH 03031-1094
603/673-3311
www.natlarb.com

Ohio Turfgrass Foundation
1100-H Brandywine Bivd.,
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

opei.mow.org

Professional Grounds

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

www.plcaa.org

Responsible for a Sound Environment
1156 15th St. NW, Suite 400

Washington, DC 20005

202/872-3860

www.acpa.org/rise

Sports Turf Managers Association
1375 Rolling Hills Loop

Coundil Bluffs, 1A 51503-8552
712/366-2669; 800/323-3875
www.aip.com/stma

Turf and Omamental Communicators Assodiation
P.0. Box 156

New Prague, MN 56071

612/758-5811


http://www.landscapegroup.com
http://www.alca.org
http://www.irrigation.org
http://www.natlarb.com
http://www.plcaa.org
http://www.acpa.org/rise
http://www.aip.com/stma
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Any way
the wind blows.

NEW, NO-DUST, LOWER-ODOR Orthene” Turf, Tree
& Ornamental Spray 97 blows away any other turf insecticide.
New ORTHENE 97 controls more than 40 pests
(far more than Chipco® Choice®).
ORTHENE 97 controls
through both contact and local
systemic activity (more than
Talstar®). So ORTHENE 97
is one of the most COST-EFFECTIVE
turf insecticides you can buy.
Best of all, its patented
97 PERCENT PELLET
delivers genuine ORTHENE |
performance in a smooth-
flowing formulation
that improves handling
convenience and
measuring accuracy
while it reduces odor and
virtually eliminates dust.  f
Find out about new R
ORTHENE 97 from your distributor or through ™

the Valent web site at www.valent.com.

VALENTY ©  Products That Work, From People Who Care™
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TURFE, TREE & ORNAMENTAL SPRAY
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@ Husqvarna ' 4 11l NASCAR
LEADS ) | ‘, _,‘ -
THE WAY P
ASTHE - \

FOR OUTDOOR
POWER EQUIPMENT
Call 1-800-HUSKY 62

for the Husqvarna Servicing Retailer near you @ Husqvarna

or www.husqvarna.com Tough Name. Tough Equip

©2000 Husqvarna
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green side up

BY RON HALL / SENIOR EDITOR

This is what really matters

ol & ho could blame you for going

; ‘13"" - ‘_  nuts in the spring? Everything
\';: vy happens at once and you have to
ey ﬂ.?j:‘g‘;‘; - be everywhere at the same time.

R | This is one of the prices that
el S you pay as a landscape contrac-
L Y tor. You sacrifice time now and,
as the season slows and things become less hectic, you
tally your sales and give yourself a score.

But there’s more to life than signing up and servic-
ing another account, even now when there’s no such
thing as time. There's something called family.

That's one of the things that I like about Brent
Flory, president of Freedom Lawns, Delphi, IN. He
appreciates family.

When [ started to write this column, [ was going to
tell you about how his landscape company (86% main-
tenance/14% construction) got off to such a great start
with a new client. How he massed his seven fulltime
employees into a team and swept over the 17 acres of
the international headquarters of the Great Lakes
Chemical Company in West Lafayette, IN.

As things worked out, I visited Flory's firm the first
day that his crew — equipped with hand pruners,
power edgers, Scag walk-behind mowers and a power-
ful 455 Toro 4wd — tackled the new account.

Brent had established two goals:

P> to make a dynamite first impression with the
new client.

P> to set a standard of quality to meet each time his
crews visit the site.

A year later, he still treats the headquarter’s prop-
erty like it was his own and this past winter Freedom
Lawns earned even more work at the site.

“I'd love to have a few more accounts just like this
one,” he says unabashedly.

There's more to life than signing up / \
another account — there’s family. -RH &

www.landscapegroup.com / APRIL 2000 / LA

Brent Flory, right, president of Freedom Lawns, can hardly

fit another hour into another busy spring season.

Flory approaches the marketplace with focused in-
tensity and, early this spring, brought in business con-
sultant Frank Ross to help him grow his company be-
yond its 1999 sales of $590,000.

Sure, when Brent and I get together, we talk about
his plans for expanding Freedom Lawns, but what he
really likes to talk about is his family. He credits his
wife, Marilyn, who helps out in the business, and he's
obviously proud of his two daughters, one a collegiate
runner, and the sons who are also fine young men and
athletes.

In fact, when he talks about
the industry or about his em-
ployees, you sense that he

views them in much the
same light — like family.
Contact Ron at 440/891-2636
or e-mail at rhall@ad-
vanstar.com
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- & *The-Chevy K2500, the truck with an old-fashioned sense of pride about work and the value of a buck
. It carries the big loads. Never gripes. And you can count on it to do even the dirtiest
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AT LEAST THE MONEY’S GOOD
Or 900 of them. For it comes with a cash allowance of up to 900 on upfits — or an Adrian Steel toolbox at little or no extra cost:
jobs. Because it's a Chevy. The most dependable, longest-lasting trucks on the road! 1-800-350-2438 or visit www.chevrolet.com.

COMMERCIAL
SPECIALTY VEHICLES

=
LIKE A ROCK
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my way

BY DWIGHT HUGHES / GUEST COLUMNIST

" Unless you spend time creating more efficient systems,
you won't get more time for Necessary things.” pH

Is this the best way to do it?

B nowr business, we always ask, “Is this the
fi h.l' ~  best way to do it?”

As a young man in lowa working for
my father’s nursery business I asked myself
that question many times. When I went
out on my own, I was able to indulge my
passion for constant improvement. I'd like
to share with you our way of doing things better in
three important areas:

3
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time management
staging
» per-person productivity.

Time management

Dwight Hughes Nursery in Cedar Rapids, IA, special-
izes in 2-in. shade trees. We grow most of our own
material, and the same people who do the growing
landscape with those plants.

Time management is why we're successful at it.
It's easy to fall into the trap of believing that you
don’t have time to make changes in your business. But
unless you spend time creating more efficient systems,
you'll never free up more time to do what's necessary.

Our firm has succeeded in expanding our business
without adding to our four employees. Also, we've at-
tracted some positive notice in the industry by drawing
repeated press notices for our contributions in materi-
als handling and robotics.

One of our time management strategies focuses on
materials handling systems. To me, materials handling
means everything from having the right vendors, to
doing good maintenance on your equipment, to hiring
and keeping people who will maintain quality equip-
ment, to modifying, designing and redesigning the ma-
chines we use.

LANDSCAPE MANAGEMENT / APRIL 2000 / www.landscapegroup.com

It's preferable to have a system handle materials
and not a person. For fun, count how many wheels per
person you have. Then compare your answer with our
current count of 140 inflatable tires, or 35 wheels per

person!

Tools for productivity
We've been working for over a decade on the Tree

Boss, a robotic, hydraulic, one-person tree handling
system. It allows one person to pick up, tilt and move a
tree either onto or off of a trailer. One person can un-
load 80 6-ft. evergreens from a supplier’s trailer in an
hour, leaving the trees positioned at the planting site or
holding area. Contrast that with the time it takes to
manually unload, carry and position trees.

The first version of the Tree Boss enabled us to
double our nursery inventory and sales volume with-
out adding people. The Tree Boss never calls in sick
and doesn’t participate in our pension- profit sharing
plan. And one of them pays for itself in half a season.

Staging takes smarts

In most Green Industry companies, staging eats up a
lot of time. | know many companies that need more
than an hour to stage their work in the morning. Our
average time to get ready to roll is 12 minutes.

A big part of that is materials handling. With the
Tree Boss, we can get our B&B shade trees loaded the
night before, or we can do it early in the morning.
Also, our shade house, poly house and open container
holding area are close to each other and to our main
building. We drive a truck up a main aisle and load it
easily from both sides.

Some of our ideas are simple. For example, we

continued on page 20
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... And The

Chemistry Is On

Between problem and solution there is innovation. And behind some of the most significant innovations in turf and

ornamental have been the people of Bayer Corporation. More than any product, package or service, it’s the people of

Bayer Corporation that have made the greatest contributions to the turf and ornamental industry. Backed by the worldwide

resources of Bayer AG, our market managers, our research and development people and our field representatives combine

creative thinking with industry knowledge to offer solutions to some of the biggest problems you face.

People . . .

Sales Director Rich Burns and Marketing
Director Dan Carrothers . . . together
they've helped focus the efforts of Bayer
Corporation Garden & Professional Care
(GPC) on ensuring that our field force and
our market managers have the industry
insight, the product knowledge and the
research support they need to respond
quickly to the demands of the marketplace.
And with the establishment of the Bayer
Corporation GPC business unit in 1996, we
made available to our managers, to our field
representatives and to you — our customers —
the worldwide resources of Bayer AG. As a
result of this leadership and dedication to the
turf and ornamental industry, we've been
able to offer you more than just innovative
products — we offer solutions.

Plus Experience . . .

A nd the reason we can bring you

these solutions is simple. We recruit

the best people from all levels of the

business, so our field force has experience

and technical knowledge unmatched among

basic manufacturers. Our 30-plus field

representatives and managers have an

average of 13/ years experience providing

the products and services that help build

relationships and grow businesses. Many of

our sales and development representatives

have advanced technical degrees, so you

know their recommendations are based on

scientific data, not marketing trends. Research

Product Manager Doug Spilker, Ph.D., has

several years of research-related experience

in the green industry. Turf and Orna |

Market Manager Neil Cleveland has

than a decade of experience in all levels of

the business before joining Bayer Corporation

GPC as a field sales representative. They

know you need more than just effecq'\ig

products to make your business successful.

With the resources of Bayer Corporation GPC "‘_I

behind them, they can provide you with the

support programs, the sales and application

training, the product information and the

chemistry you need to manage your business

and solve your problems. Iy
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Plus Chemistry . . .

B ut it's not just where our people
come from that make the difference
- it's what they do for you. We put people
like Julie Spagnoli, Manager of Federal
Regulatory Affairs, in Washington, D.C,, to
represent our interests and the interests of
our customers to the EPA, as well as to key
industry associations. Monty Eberhardt,
Ph.D., Manager of Product Safety, works
with agencies and associations on key
issues such as the Food Quality Protection
Act (FQPA). Together, they and their staffs
provide you with more than products . . .
they help give your industry a voice.

Using the creativity of our people and the

Equals Solutions.

S uccessful product development
combines technical knowledge with

innovative problem solving. Using their
knowledge, our products and the ability to
creatively analyze a problem, Manager Bruce
Monke, Ph.D., and the Research and
Development Group have brought you
solutions like imidacloprid, the market-
leading active ingredient in many of our
most successful products and formulations.
When you needed alternative delivery
methods for these products, we came up
with turf and ornamental solutions like soil
injection for MERIT" Insecticide. When our
distributors needed to free up warehouse
space and reduce inventory, our packaging
technologies group brought out the
YLETON* Fungicide and MERIT

drums. But innovation is an ongoing
s0 Bruce and his group are always
or the next new products,

ons and use methods that will

e our record of solving problems
and ornamental industry.

il of our products to find innovative solutions —

that’s what we're about at the Garden & Professional Care unit of Bayer Corporation.

If you need more than just effective products. we invite you to contact Bayer Corporation,

Garden & Professional Care. (800) 842-8020. Together. we'll create a solution.

Bayer




Bayer Corporation GPC is a proud
w-———member of these industry associations . . .

L —— — N———

NATIONAL PEST MANAGEMENT ASSOCIATION

PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA

GOLF COURSE SUPERINTENDENTS ASSOCIATION OF AMERICA
RESPONSIBLE INDUSTRY FOR A SOUND ENVIRONMENT

UNITED PRODUCERS FORMULATORS & DISTRIBUTORS ASSOCIATION

www.protect-your-turf.com

www.nobugs.com

Bayer Corporation

Garden & Professional Care
P.O. Box 4913

Kansas City, MO 64120

(800) 842-8020

Bayer
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HOW 'BUUT T“AT ; Take a.tew seconds lo.ml oq't th.is_ card !or
LT R T [EIE " (orc think sbout ai the time you'l save),
HOURS INTHE'DAY.

. o T Mailing Address:

Last Name:__ s First Name

P BHE : ___ State: - Zip; _

Phone Number;{ ) ! Email Address

Do you own a utility vehicie? yes no

Current utility vehicle make and model

How do you use your utility vehicle? __work _hunting farming recreatio
___Other (specify)

| How soon do you plan to purchase a new utility vehicle?

Which would you prefer? _ proguct brochure ___Vigeo __both

Call 1-877-KAW-MULE or visit our website www.kawasaki.com
to find your nearest Kawasaki Mule™ utility vehicle dealer.

Kawasaki

Utility Vehicles


http://www.kawasaki.com
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Utility Vehicles

BUSINESS REPLY MAIL

FIRST-CLASS MAIL PERMIT NO.1025 PEORIA IL

POSTAGE WILL BE PAID BY ADDRESSEE

KAWASAKI MOTORS CORP., U.S.A.
AFFINA - M - LM400

PO BOX 3900

PEORIA IL 61612-9948

NO POSTAGE
NECESSARY
IF MAILED
IN THE
UNITED STATES




TOUGH

S TO MANAGEMENT

e Bring it on. Mule™ utility vehicles won't
2 . ‘“ r,h.

s, L : 5

: MG F.OR‘MORE HOURS shy away from hard work. Whether it's

X . :‘ . - - sy o _ Y : hauling equipment or moving people, it's

. up to the task with its powerful V-twin

engine* and automatic transmission,
And it's even available with a rugged
diesel powerplant. With rack and pinion
steering, front and rear suspension
and bench seating for two, it's sure to
be the most tireless member of your
workforce. Call 1-877-KAW-MULE or

visit www. kawasaki.com. And see a

- real workaholic in action.

freadighy gy
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continued from page 16

store fertilizer tablets in a dog food dis-
penser mounted on the wall. It takes a per-
son seven seconds to fill a container with
tablets from that dispenser compared to 47
seconds it took by hand. Also, we keep
tools on wall racks in designated spots. Our
shop has an ironclad rule: When you use a
tool, you clean it and put it back where it
belongs. We also use double-decker storage
— equipment with wheels stays on the first

floor and everything else is elevated.

Per-person productivity
America is obsessed with the idea that big-
ger is better, but [ don't have to tell this

readership that volume and profit are two

different animals. So, we measure the

health of our business in dollar volume per
person. Each person represents a volume of
$125,00 to $150,000 in landscape business,

including materials. I don’t see many busi-

nesses that generate more than $100,000 of

production per person per year.

Thinking in these terms helps you get
moving in the right din-clinn and also helps
you know the importance of each worker.

If you're always asking the question,
“Can we do this better,” the answers will
come. | thought of our sharp-pivoting ‘air-
plane trailers’ while sitting on a plane at
O’Hare Airport, watching a tractor make
tight turns while towing a jetliner.

The reward from your ideas is success.

You'll be generating more production per

person, and you'll have fun in the process.
— Dwight Hughes is president of Dwight
Hughes Nursery in Cedar Rapids, IA. He is
recognized throughout the industry for inno-
vation. Dwight is a board member of the
American Nursery and Landscape Associa-
tion's Horticultural Research Institute, and
has attracted national attention for his work
in developing robotic equipment for use in the
Green Industry. His book and videotape,
“Systems for Success,” detail his thinking and
methods. For more information, call
319-396-7038.

finally . ..
a truck built
around you!

Nightscaping
B-K Lighting
Kichler
Greenlee

LN ) (A
© = -
lift dump store

for the distributor nearest you,

call: 1-800-CS-STAIHL

O amm

haul

Email
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For 37 Years - the Foremost in

Experience & Knowledge

LANDSCAPE LIGHTING

Acclaimed Distributor of the Industry Leaders:

Hadco Lighting

Call TOLL FREE for Catalogs & Price Lists

1-800-457-0710

online to
View our catalogs, place an order at

CALIFORNIA SERIES transformers * Compl‘hmdw

A Division 01 K|n1 Enlerpnses Inc
31260 Cedar Valley Dr.
Westlake Village, CA 91362

Phone: 1-800-457-0710
FAX: 1-800-457-0730
callite@pacbell.net

Kim Lighting

Ny Lumiere Design

Low Cost Focus

Service To Rockscapes
Y. D

ey Hanover Lantern

rw ite

www.callite.com
n I tock

call STAHL for all your commercial truck equipment needs! Fc'l‘.‘)’ Callfornla

Landscape
Lighting
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From screen fo green,
Greentrac.com’ is your best
way fo buy. And sell.

Join the landscape, golf, municipal and other turf industry professionals and
their suppliers who have already saved time and money with Greentrac.com.

Greentrac.com is the global marketplace that links to eRFPs they can’t get anywhere else. And

buyers and sellers of turf, equipment and supplies. excess inventory can be bought and sold in eAuction.
Buyers submit an electronic Request for Proposal Come visit us at www.greentrac.com and see for
(eRFP) and get competing bids from vendors across yourself why Greentrac.com is your best way to buy.

the globe. Vendors benefit too by gaining access  And sell.

Main Office: 2121 East Coast Highway, Suite 200 « Corona del Mar, CA 92625 « (877) 774-8722 TOLL-FREE « (949) 759-8131 rAX
For a free CD demonstrating what Greentrac.com can do for your business, call toll-free (877) 774-8722 or email us at customerservice@greentrac.com.

Greentrac.com’

e-business to business

From screen to green, your best way to buy. And sell.”
www.greentrac.com
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NEWS YOU CAN USE

Alamo Group
buys Schwarze
Industries
HUNTSVILLE, AL — Alamo
Group Inc. recently ac-
quired Schwarze Indus-
tries, purchasing 100% of
Schwarze's issued and out-
standing shares of stock.

Schwarze is one of the
United States’ top four
manufacturers of power
sweeping equipment.
Alamo is a leader in the
design, manufacture and
distribution of heavy
duty, tractor-mounted
mowing and vegetation
maintenance equipment
in the United States and
Europe.

R.A.R.
Landscape
buys Arbortech
BALTIMORE, MD — R.A.R.
Landscaping Co., a full-
service landscape firm
specializing in commercial
maintenance, acquired
Arbortech Tree Experts,
Inc., also of Baltimore. Ar-
bortech specializes in tree
and stump removal, prun-
ing, fertilizing and pest
control. Arbortech will
become a division of
R.A.R, says Richard Roth-
stein, R.A.R. president.
Steve Neas, who founded
Arbortech in 1989, be-
came a part of the R AR.
team.

SONIdAJITD

Chemical

giant BASF plans to buy

Cyanamid for $3.8 billion

LUDWIGSHAFEN, GERMANY -
German chemical giant BASF
is set to buy the Cyanamid her-
bicide division of drug com-
pany American Home Prod-
ucts (AHP) Corp. for $3.8
billion.

The purchase would double
BASF's business in agricultural
chemicals while allowing AHP
to focus on its drug and health
care products businesses.

“The bulk of our company's
business has been pharmaceuti-
cals, so we're largely a drug
company,” said Lowell Weiner,
assistant vice president of pub-
lic relations for AHP. “Over
the years, we've been concen-
trating more and more on
pharmaceuticals, divesting our
medical device companies,
American Home Foods and
now agriculture.”

According to Weiner, AHP
now spends up to $2 billion an-
nually on drug research and de-
velopment.

BASEF said that there are
three advantages to the pur-
chase of Cyanamid, which
makes herbicides, fungicides
and pesticides:

» greatly expands the com-

pany’s product range

should allow them to
save $250 million a year by
wiping out overlapping opera-
tions

will help them penetrate
growing markets in North and

South America.

Under the deal, BASF
would assume an undisclosed
amount of debt from AHP's
Cyanamid unit related to oper-
ations in Asia.

In a separate transaction,
AHP is selling certain products
to an unrelated party for $28
million.

Some analysts questioned
the high price paid for
Cyanamid, whose sales

dropped 24% to $1.7 billion

last year, and worried about
the assumption of debt. News
of the acquisition drove BASF
shares down 2.94% in early
Frankfurt trading,.

Other analysts, however,
said the deal is positive because
it bolsters BASF's position as
one of the world’s top agro-
chemical producers.

If the deal is cleared by
competition authorities, it

would take effect July 1.

Husqvarna “tops out” new North
American headquarters

CHARLOTTE, NC - Husqvarna “topped out” its new North
American headquarters recently with a grand ceremony
that included company president Dave Zerfoss and
Husqvarna spokeperson, race team owner and three-

Husqvarna president Dave Zerfoss (left) and three-time S

Bowl champion Joe Gibbs laugh it up at the topping off ceremony.

time Super Bowl champion Joe Gibbs.

With the wave of a green flag and a signal from
Gibbs to “start your engines,” a crane hoisted the final
steel beam of the new office building adjacent to the
company’s new warehouse on Statesville Road.

Husqvarna will move into its new North American

headquarters in July 2000.
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I’m your go-to guy.
| carry all your tools. And keep you
in the green. 'm always on the job.
And hardly ever rest.

WQ_

Bring me on the job.

11 § K Call GMC at 1-800-GMC-8782.
PU R T Wu it Or visit www.gmcforwork.com.
When your business relies on the growing season, every day is a push for profit.

The GMC® classic Sierra® 3500 HD can take the heat. It offers a base payload
capacity of up to 9,232 Ibs and is available in three wheelbases. Plus, flat frame rails
mounted close to the ground make for easier body installation.

Our choice of engines gives you power to burn. Both our standard 290 hp Vortec™
7400 gas engine and available 6.5L turbo diesel with 195 hp keep your business moving
forward. And our standard four-wheel
antilock brakes help you maintain steering

control even during adverse conditions. @ M c
®

The classic Sierra is relentless power and

USA

reliability at your command. Do one thing. Do it well:
Vehicles shown with equipment from an independent supplier. See owner's manual for information on alterations and warranties Proud Sponsor of the
36USC220606 © 2000 General Motors Corporation. All rights reserved 2000 U.S. Olympic Team
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People & companies

The Outdoor Power Equipment In- of U.S. eastern utility services, Rick Tom Riccardi purchased Visual Im-

stitute (OPEI) honored OPEI president Ramsey to vice president and general pact Imaging, which is mov

Dennis Dix with its Glenn Alexander anager of Canadian operations, new headquarters in Akron

Award. The award recognized his con- ge umer 10 vice N I usly, he managed the grounds opera-

tributions to the industry during his 27 the newly-created « ercia ion at Goodyear Tire & Rubber and
ars as OPEl's CEO groun I tenance division, iviark as served as president ot the Profes-

Management Society

The Davey Tree Expert Co.

H, promoted Ken Celmer to se

Ferris Industries

Van Waters &
Rogers, Austir

ROOT AND ALL PURPOSE SAW
Presenting the new Root and All Purpose Saw from
Corona Clipper. With rugged features like an
ergonomically designed, solid, co-molded Corobond
handle — for a more secure, comfortable grip. Add an

It ’ s m O re agressive, precision-machined tooth pattern that cuts fast

and easy, in both directions. And finally, a high carbon

steel, chrome-plated blade that stays sharp and won't

o
l e a rust — even in heavy usage

Such quality features are ideal for the most demanding

root cutting — as well as landscaping, hunting, camping,
e r s o n al and construction. So, for optimum performance, sink
- some teeth into it — the teeth of a Corona Root and
@ All Purpose Saw. CORO
chain saw. [ it
& 1540 East. Sixth Street. The professional edge.

Corona, California 92879
800-847-7863 or 909-737-6515

FAX 909-737-8657

www.coronaclipper.com
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Transgenic turf is a great opportunity for the Green Industry

ST. LOUIS - Scientists at the Monsanto
Chesterfield, MO, research facility said
that bioengineered turfgrass is proven tech-
nically and it will mean big changes for the
Green Industry.

" “The technology is very powerful and
we will need to implement excellent stew-
ardship to ensure the Green Industry gets
the maximum benefit,” said Don Suttner,
Technical Manager for Industrial Turf and
Ornamental at Monsanto, concerning the
eventual commercial production of geneti-
cally modified turfgrasses. Speaking to a
group of about 150 touring sports field
managers in mid January, Suttner said that
researchers at Rutgers University are help-
ing look into stewardship issues involving
the use of transgenic turfgrass.

Technological advances

Within the past decade, scientists have
been able to insert DNA into the genome
of a wide variety of plants to introduce
beneficial traits that these plants did not al-
ready possess. This has led to the planting
of millions of acres of crops in the United
States grown from bioengineered seeds.
Much of this acreage has been planted
with seeds containing a gene that makes
the plants resistant to Roundup, a herbi-
cide produced by Monsanto.

Testing the commercial waters
Monsanto, in collaboration with turfgrass
germ plasma providers, is pursuing devel-
opment of a number of transgenic turf and
omamental species. No bioengineered turf-
grasses are commercially available yet.

Some are in carefully monitored field
trials, and more will be tested in the com-
ing years. Monsanto and The Scotts Com-
pany are intensively researching the poten-
tial for bioengineered bentgrass and related
grasses, and the two companies are also
working on a framework to properly stew-
ard these products as they are brought
closer to commercialization.

“We don’t have a business plan yet for
these plants because commercialization is
still a few years away,” said Suttner, ex-
plaining that Monsanto and Scotts are pro-

cally modified grasses. Scotts and Mon-
santo have an agreement to jointly develop
turf and ornamental products, including
bioengineered turfgrasses for the U. S. turf-

ceeding carefully in developing the geneti-  grass market.

& JAqisdtrols’ Prodiicts-Help You |

Maintain Gardens and-Landscapes

-~ w—

——

Move Water Through Hard to Wet Soils with PsiMatric TDG
Enhance the Performance of Foliar Applied Pesticideswith BreakThru

* Minimizes Run Off
« Improves the Appearance of Turf

* Increases the Survival Rate of Newly
Planted Landscape/Shrubs

Psi¥Matric T.D.G,

TOPDRESS GRANULAR SURFACTANT

* Maximizes the Coverage and
Effectiveness of Spray Solutions

» Offers Turf and Woody Ornamental
Managers a Highly Effective Spreader

ORGANOSILICONE SPREADER ADJUVANT
DEW CONTROL AGENT

Call 800-257-7797 or
Visit Our Website at

www.aquatrols.com
For More Information

Other Quality Water Management Products from Aquatrols:

i T 4QUEDUCT

éu.mtms S

5 North Olney Ave
Cherry Hill, NJ 08003
800-257-7797 [ - R Lo ~
www.aquatrols.com S””grsam lmm
o A Dt
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industry almanac

AgriBioTech wins interim line of credit

HENDERSON, NV - AgriBioTech
Inc., which filed for bankruptcy
last January, won an interim
Bankruptcy Court order autho-
rizing the company to enter into
a Chapter 11 debtor-in-posses-
sion (DIP) credit facility with its
pre-bankruptcy lenders.
AgriBioTech filed for this
order because of a cash flow cri-
sis, the need to make payroll
and to support its business oper-
ations. The company can only
borrow up to $23 million under
the credit facility until the facil-
ity is finally approved. The hear-
ing for the approval of the facil-
ity on a permanent basis was
scheduled for March 22, 2000.

To raise additional funds,
AgriBioTech is attempting to
sell its assets in one or more
going-concern sales. The com-
pany is in the process of
preparing a bid solicitation
package that will be given to all
eligible, interested parties, but
Development Specialists’
William Brandt expressed cau-
tion about being too optimistic
about any sale. “It remains un-
certain at best whether the lig-
uidation proceeds will be suffi-
cient to generate any
distribution to the company’s
stockholders,” Brandt said.

AgriBioTech's lending
group, led by Bank of America

N.A., is anticipated to offer the
company the same $90 million
line of credit it had prior to de-
claring bankruptcy once the
DIP credit facility is approved.
The company expects to
make term loan borrowings of

$13 million under the DIP fa-

cility.

The DIP credit facility ter-
minates on July 31, 2000.
However, the facility may be
terminated earlier by the com-
pany, the bank group or any-
one else specified in the credit
facility agreement.

A student speaks up

“I just like to get dirty. | most like the nursery end of it — it's
the coolest thing to plant something and watch it grow.”

— Frances Covington, a senior with a major in Ornamentals and
Landscape Technology, North Carolina State University, on why
she is seeking a professional career in the Green Industry.
Frances was one of the many college students who converged
on Mississippi State University, Starkville, MS, March 9-12 for
ALCA’s annual Student Career Days.

Visit Our Web Site Today...

Resources

Distributors

Resources

www.sroseed.com

What’s New

Profile-

Contact

Products

Distributors—

* Announcements

* Articles

SRO

* History

* Research Philosophy
* Seed Production

* Service

* SRO Corporate Office

* Professional Turf Centers
SRO & Rovyal Lines
* Golf Course

* Sports Turf

» Native & Reclamation

* Lawns

* USA
* Canada
* Overseas

* The Seed Researcher

* Technical Specifications
* Links

* Library

* Photo Gallery
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Surfin’ Turf

Landscape
contractors beware

The next time you cut Mrs.
Finchbeak’s lawn, you bet-
ter make sure your lines
are straight. Thanks to
modern technology, she
can now let her neighbors
and the whole world
know just how good of a
job you do with the click
of a mouse button.
ClickdServices.com is a
new type of Internet
search engine that allows

consumers to locate, eval-
uate and schedule service
calls with neighborhood
services businesses. A
prospective client looking
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for a local lawn service
could come across your
business’ name and learn
that either A) you left
treadmarks in her garden
or B) you picked up all
your clippings and left her
yard as tidy as can be.

Of course, click4ser-
vices.com isn’t merely a
place where Mrs. Finch-
beak can tattle on you, It's
a way for businesses to at-
tract new clients in their
local area via the Internet.
Here’s how it works: con-
sumers enter their zip
code and obtain instant in-
formation on dlickdser-
vices.com business mem-

bers' affiliations, guaran-
tees, experience and ser-
vice hours.

Can't wait to get evalu-
ated? Now's your chance
since click4services.com is
giving away $5 million
worth of listings to the
first 10,000 service busi-
nesses that apply and
qualify. Interested compa-
nies can sign up at the
click4services.com Web site
or by calling toll-free
877/254-2549. Mrs. Finch-
beak can’t wait.

- By Jason T. Stahl /
Managing Editor

VW&R Will Be There with The Supplies and Expertise You Need—

No Matter How Difficult Your Gro

* Growing a team of
expert professionals
who understand your
green industry and
pest control needs.

* VWW&R is a fullservice
distributor for the
green industry.

* Supplying the products

that you need for
weeds, diseases
and insects.

* Qver 65 U.S. locations.

@ Van Waters & Rogers Inc.

.

A ROYAL VOPAK COMPANY

Call Your Local 1_800_88
VW&R Office at...

wing Conditions!

34

We understand that failure is not an option for our customers
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Before Durshan’ lnsemMo, insect pests were, shall we say, a little oll of tonmﬂ,\
Then Dursban came along and helped you get them under control. Low odor Durshan Pu

has the power to protect turf and ornamentals from more than
. 280 insect species, all while providing long residval couﬂd ‘ it ,\
- Sinply put, when you apply Durshan Pro, insect pesfs are hismy. v ‘,
: www.dowagro.com/lus! 1.800-255-3726 Always read and follow 1abel T rk of Dow A;. S 'LLC’ -\
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COVER STORY

It’s about thinking

creatively. It’s about
exploring clients’ needs.
And ultimately, it’s about
increasing your bottom
line. Create a unique
4 service and watch your
profit go sky high
ou're mowing a lawn, planting flowers or in-
stalling an irrigation system; doing the same
things you do daily, content with providing
basic services. But you're not listening. Your long-time
lawn care client wonders how he might incorporate his

love of golf and model trains

into his yard. You shrug

your shoulders. A city coun-

cilperson is distraught over
the lack of snow for the
city's annual winter festival.
You say, “oh well."
There's nothing wrong
. with doing the basic ser-

vices, but sometimes your

clients have special needs.

These needs have the potential to complement your other

BY JASON STAHL/MANAGING EDITOR services, make each day you work more interesting and,
most important, increase revenues. So listen up and learn.
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Let it snow

Jonathan Sweeney, owner of Darien Tree & Lawn Care
Co., Darien, CT, was skiing when a great idea came to
him. It was as if he had been smashed over the head with
an icicle: Wouldn't it be cool to make snow at home?

He went ahead and researched the idea on the Web,
trying to discover if there was a market for it. The answer
he got came from the real world, not cyberspace. A
client asked him if it would be possible to get manmade
snow for a holiday party. That was when dollar signs
started floating in his head.

But Sweeney's dream wasn't as easy to accomplish as
) ) P

he thought. He rented some equipment and, in his own
words, started “screwing around” at his house. He real-

John Sweeney and

ized right away that snow making wasn't for amateurs. ' ' do anything to make sure there is snow to go with them.”
“It's very technical,” Sweeney said. “You have to his snow making An avid ski show attendee, Sweeney has realized that
know a lot about electrical engineering, hydraulics, at- machine have been ;. .y be profitable to serve small ski markets some day.
a1 g, Ny 2T y be p )
raking in cold hard

mosphere, water temperature and evaporation rates. You He is also in the process of creating his own small snow

don’t just hook up the water and make money, which is cash. making system to which someone could literally hook up
what we originally thought.” a garden hose. “We think that's where the market will

But Sweeney didn't see the complexity and costs of be,” Sweeney said.
snow making as obstacles; if anything, he viewed them as
deterrents to competitors. And he was right. Weeds aren't easy

Three years after adding Snowman Services of Darien Phil Fogarty, owner of Crowley’s Vegetation Control,
to his lawn care business, Sweeney finds himself the sole Cleveland says: “Any time you can save people time, they're
snow maker in the country. Evidence of that, he claims, into it, especially because of the current labor crisis.”
are 50,000 hits a day on his website and 300 to 600 phone And that’s exactly what his company does. By con-
calls a day to his office. His business has snowballed, but trolling weeds in industrial settings, ditches, banks and
he only works within a 100-mile diameter of his home right-of-way areas, Crowley’s reduces the number of
base. And while the time and money he has invested are hours workers with string trimmers would have to spend
significant, he is finally on the verge of making a profit. along fence lines. The overall scope of the work includes

“We have the Rolls Royce job. We have a $200,000 preventive weed control, check ups and spot treatment.
investment in machines, trailers, hoses and pumps,” “It’s more of a permanent solution to a problem that
Sweeney said. “Every year, my business has doubled. I'd would otherwise require repeated attention,” Fogarty ex-
like to say it will triple or quadruple this year, and if it plained.
does I'll recover my investment.” Crowley’s normally subcontracts to do weed control

Smaller units, costing around $30,000 to $40,000, are on large accounts such as Sea World of Ohio, and last
perfect for residential work because they are quiet and year managed to do $250,000 worth of business. It is
produce an acceptable amount of snow, he said. But currently bidding on electrical substations and cell tow-
doing a big job may take a week, whereas Sweeney's top- ers, but competition is scarce because of the nature of
notch equipment can do it in two days. weed control.

He originally envisioned that his snow making would “It's a little technical, requires lots of training and not
be most popular for residential accounts, but the town many people want to take the risk of making a mistake
and commercial market is his cash cow. His largest resi- with some of these products that might cause damage,”
dential account totaled $2,500, but his largest commer- Fogarty said. “With a little marketing, we grow each
cial account was $8,000. “Once homeowners find out year,” he added. “Vegetation control is a high-need item
the water costs, they tend to shy away,” he said. “But a and when someone calls it’s usually an immediate sale.”
lot of towns have winter festivals and carnivals and will continued on page 32
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continued from page 31

The Bug Man

In some circles, Dan Malone is known as the “Bug Man.”
That shouldn’t come as a surprise since he's the owner of
Stomp-Em Pest Control in Sunrise, FL. But there's one
particular bug that Malone concentrates on: the royal
palm bug.

It seems that more royal palms, revered by Florida
residents because of their tall, majestic appearance, are
being attacked by this pesky insect. In response, Malone
has concentrated his efforts on treating the palms and is
marketing his new service to all of his clients.

Apparently, the royal palm bug starts chewing on
new palms emerging from the top of the tree. By late
spring and early summer, the insects inflict severe dam-
age on the new growth and the leaves become frizzled
and deformed. The epidemic has increased each year,
which is a good thing for Malone since it is when both
commercial and residential customers renew their treat-

To stripe or not to stripe

Many sports fans sit in the stands, gaze at the beautiful striping patterns
on the field and say to themselves, “Boy, I'd like to have my lawn look like
that”

At least one landscaping company, Terra Firma of Muskego, WI, has
started to create striping patterns.on almost all of its commercial and resi-
dential accounts. Vice president Heather Schuster says that the results so
far are positive.

“Our customers think it’s fun, it catches their eye and they think
they’re getting something extra,” Schuster said. “Our crews have also got-
ten into it and they think it's fun, too. It keeps them interested in what
they’re doing.”

Learning the technique wasn't that hard, Schuster said. She and her
crew took a trip to the Milwaukee Brewers' stadium to see assistant direc-

tor of grounds Dave Mellor in action. The trip, she said, took longer than

learning Mellor’s technique.

"You have to think in terms of the viewing angle — where is the lawn
going to be viewed from?” Schuster said. “Then, you make stripes away
from you and toward you for color change.” Her crews, who were al-
ready good at keeping lines straight, caught on in no time.

For Terra Firma, striping doubles the amount of time crews spend
working on a lawn. But some new mowers could allow landscapers to cut
and stripe at the same time or reduce add-on time to around 15 to 20%.

So far, Schuster said that lawn striping is not customer-driven. Terra
Firma does it as an added bonus and doesn’t charge extra for it. But with
theright marketing, she believes it could be a sefvice th:-;i could be done
for an additional charge. '
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ment. He uses Merit around the base of the trees, but
doesn’t know if it worked until the next year. The royal
palm bug has not come back to the trees he has treated
so far, he says.

Although the handling of the royal palm bug epi-
demic only accounts for less than 1% of his business,
which grossed $1.5 million last year, Malone expects that
percentage to grow as the the problem does.

House calls

Lou Kobus Jr., owner of Village Turf of Mt. Vernon, VA,
unexpectedly stumbled upon a newfound service when
real estate agents started ringing his phone off the hook.

“They wanted to know if I could spruce up homes for
sale so that they would look nicer and sell quicker,”
Kobus said.

Thus, Lou’s Spruce Up Ser-
vice was born. Timing, Kobus
soon found out, was everything,
as it was imperative that the
yards be cleaned up only a day
or two prior to an open house
so that everything would re-
main fresh and clean. Kobus
and his crews pruned the trees,
redid beds, cut the lawn and
picked up trash. They knew
they were on to something
when one customer called back
with positive results.

“She said that her open house was at 1 p.m. and the

Lou Kobus Jr.

house was sold by 2:15 p.m.,” Kobus said. “The people
who bought the house said they stopped to look at it be-
cause the yard was so neat.”

While Lou’s Spruce Up Service only accounts for 2%
to 3% of Village Turf’s overall business, Kobus said there
are other benefits to exploiting the real estate niche. “The
buyer of the house will ask the seller who did their lawn
maintenance, so we might get a new customer out of it,”

he said.

A paint in the grass

Mike Hebrard would never pass himself off as Pablo Pi-
casso or Michelangelo. But he has painted enough nice
looking, colorful logos on athletic fields to establish his
business, Athletic Field Design of Clackamas, OR, as one
of the more respected ones around. It was a natural transi-

continued on page 34
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continued from page 32
tion when a friend asked him to paint a design on his lawn.

Before long, he was being asked to create “welcome
home” messages for parents whose sons or daughters
were coming home from military duty, “will you marry
me?” propositions from lovestruck men and sports team
mascots and logos for sports fans.

Hebrard's skills were not always requested for his
artistic expression. During one nasty drought in the
Northwest, clients asked him to paint their lawns green.
He has even painted lawns white to look as though they
had snow on them.

So far, Hebrard's lawn painting accounts for around
5% of his business. He charges $100 for most designs and
$50 for the labor plus materials costs. He does most of the
designs by hand, using an airless painter and aerosol cans
for highlighting, and sometimes uses stencils. It's some-
thing anyone with access to paint can do, Hebrard says.

But don’t you have to have some kind of artistic tal-
ent to do this stuff?

“If you have a crew of 15 to 20 guys, one of them is
bound to be pretty good at doing this,” Hebrard said.

Going for the green

“I always felt it was a natural niche for landscape contrac-
tors,” Dan Sowash says of building putting greens on resi-
dential and commercial lots.

At least, it was for him in 1998 when he saw the con-
cept at a home and sent away for more details. For a set-
up fee ranging from $8,000 to $12,000, United Turf In-
dustries (UTI) allowed him to use its products and
provided sales leads and helpful tips.

“I was already tooled up for this type of business,” said
Sowash, owner of Heritage Landscaping, Warren, OH. “I
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More and more
landscape contrac-
tors are making

putting greens like
the ones above and
below their primary

business.

had a fleet of four trucks, three of which were dump trucks,
compaction equipment and a tractor backhoe. We'd also
worked with stone material by putting down walks.”

All it came down to was traveling to Tennessee to be-
come certified as an official UTI dealer, and Sowash was in
business. In his first year, he built 5,000 sq. ft. of greens, and
that figure doubled in his second year. Today, golf green con-
struction accounts for 30% of his landscaping business.

While most of his accounts are residential, Sowash is
seeing an emerging commercial market, particularly con-
cerning rehabilitation clinics and handicapped facilities.

At $12 to $15 per sq. ft., Sowash admits that the de-
mand isn’t so much that it's overwhelming. But he says
there are more and more UTI distributors who are mak-
ing golf green construction their primary business.

“If I could do one of these a week, I'd quit landscap-
ing,” Sowash said. “It's a better mark-up product. You're
not planting trees where
you have to worry about
them for the next 30 to
40 days. With landscap-
ing, all I could do was
advertise my service —
my trees or shrubs
weren't any better than
the next guy’s. But once
you have a niche prod-
uct, you're a specialist
and you can push it.”

Chug-a-chug-a-choo-choo

Do you think you can grow your clientele base and in-
crease profits by creating miniature train wonderlands?
People in garden railroading think so. They cite an increase
in Garden Railways magazine’s circulation from 18,000 to
35,000 in three years and a 6% increase in sales of large-
scale equipment as evidence of an emerging trend.

“Large scale, outdoor trains are the biggest segment of
our industry right now,” said Peter Oelschlaeger, owner
of America’s Trainyard in Baton Rouge, LA, and installer
of garden railroads. “Sales have almost doubled within
the last five years. [ believe nurseries are going to have to
start stocking miniature plants for garden railroad be-
cause of demand.”

Miniature plants are one of the many specialty items
needed to build a garden railroad. Everything has to be in
scale with the train itself. “A good size bush is 24 inches
tall, because that translates into a 48-foot tall tree.”
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Qelschlaeger says the rules are different for building
garden railroads, but that’s why this add-on service is a
good fit for skilled landscapers. Garden railroads can be
built to be stand alone or as part a garden, and each one
presents its own challenges. “If you're building it on its
own, you're going to have to provide structure, a build-
ing to support it and electronics,” Oelschlaeger said. “If
you're putting the train in the garden, you have to pro-
vide a right of way as you plan the landscape.”

While the supplies for garden railroading can be ex-
pensive, from $350 to $500 for a locomotive and $65

for a rail car, so is the installation fee: $5,000 and often
double that, depending on the size.

Garden railroad builders often continue to service a
client even after the railroad is built. Landscape con-
tractor and garden railroad builder Jack Verducci of
San Mateo, CA, said if the client prefers to pay some-
one to maintain the layout’s scenery, the
landscaper/garden railroad contractor can reap signifi-
cant after-sale profits from labor such as weeding and
trimming the miniature trees.

Joshua Wright of Garden Craft nursery and garden
center in Hanover, MA, advises landscapers new to gar-
den railroad building to interact with the trains before
building any layouts for them. “If you're going to get
into it, you really need to get into it — don’t dabble in
it,” Wright said. “Buy a starter kit and play with it and
see what the train can do first.”

Garden railroad

displays like this
one require a
skilled hand with
attention to de-
tail.

The bottom line on
niche markets

» Find out what your customers’ needs are

P Investigate your market and competition

P Investigate products and methods thoroughly

» Experiment

P Fit it into your operation by analyzing your
needs for:

» staffing * routes
* equipment * scheduling
* products  other investments

» For franchises, check:
» what training is available
* legal and financial commitments
* marketing/sales support

No light matter

Installing lights is nothing new, but an organized, effec-
tive way of doing it is. Christmas Decor and Nite Time
Decor have steadily grown into one of the fastest grow-
ing franchises in the country. In five years, the company
has grown to 250 locations in 46 states, evidence of a
growing desire for commercial and residential lighting.

Steve Russell, director of operations for the lawn and
tree care division of Eradico Lawn and Landscaping, De-
troit, M, says the growth his company has experienced
since buying into Christmas Decor has been huge.

“Our first year, we experienced 150% growth,” Rus-
sell said. “This year, we're hoping to do 35% to 40%
more business than last year. At first, [ was skeptical
about how many people would want this sort of ser-
vice, but so far it's been absolutely great.”

Russell said the company recovered its $12,900
franchise fee during the first year of operation. Their
success with Christmas Decor has prompted them to
buy into Nite Time Decor at a cost of $15,900.

“If we would have tried this by ourselves, we'd
probably be out of it by now with a lot of money left
on the table,” Russell said. “The franchise system pro-
vides you with the expertise and know-how and sys-
tems you need to succeed.”

As with many add-on services, making some extra
money is often just one part of the niche equation. “We
end up converting a lot of our lighting customers over
to our lawn care business,” Russell said. LIV
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LABOR CRUNCH

The supervisors' tale

These employees were developed into

Editor’s note: Whether you like it or
not, the labor crunch is here to stay in
our industry. Our two previous issues
covered many aspects of
finding and keeping good

sues will continue the
coverage. This
month’s story shows
how to grow good su-
pervisors and managers
Your experiences are

welcome, too. Contact
us at 440/891-2729.

employees, and future is-

managers from within the company. Your

employees may have similar potential

" nvironmental Industries
#;’l Inc., Calabasas, CA, is the
largest privately owned
landscape contracting firm
, in the United States, with
" areputation for develop-

: " ing its own people into su-
pervisors and managers. We asked Bill
Arman, vice president for human resources
to talk to a few.

Arman: One who comes to mind is
Raul Lopez at the Orange County office. |
recommend him because he has moved
from being an absolute non-English speak-
ing entry-level worker from Mexico to an
account manager. He is re-
sponsible for over $1 million
worth of revenue and deals
directly with the customer,
writes budgets, negotiates
contracts, handles quality
control... the whole manage-
ment trip. He's a kind of
hero here.

LM: Is it okay if we inter-
view him?

Arman: If you can reach
him. He's the kind who an-
swers the phone at 6 a.m. be-
fore going out to the field.

Raul Lopez’ story
LM: You've come a long
way with this company, then?
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Lopez: Pretty much. I started in No-
vember of 1980. I came in as a laborer,
pulling weeds. This year I passed the 19-
year mark.

LM: We understand that at the time you
started, there were some skills you needed to
develop.

Lopez (laughs): I didn’t even have a
driver's license!

LM: And now you are an account man-
ager with over $1 million in accounts?

Lopez: Correct.

LM: Clearly, something good happened.
Did the company help you get this far?

Lopez: Pretty much. They helped get
whatever [ was lacking, like the driving
thing. At that time Rob Johnson, the
branch manager in this office, was the se-
nior foreman and saw something in me. He
felt he could develop me into something.
He took me under his wing and taught me
how to drive and do all the things I didn’t
know how to do.

LM: You went on to become a foreman
yourself?

Lopez: Yes, I did. After two years.

LM: You must have gone to some schools.

Lopez: | went to seminars here in the
company, but I never took outside courses.
The only thing I went to an outside school
for was to improve my English.

LM: You did well, because your English is
excellent!

Lopez: Thank you.



LM: How did you get to be an account
manager? That's a big step.

Lopez: My strength was getting things
done on time, so | kept developing that
and making money on the jobs in my area,
and the company saw me doing that. They
figured if I could improve my skills for
communicating with clients, they would
have somebody who could be an account
manager. And they helped me a lot in that,
especially Bill (Arman) and Rob.

LM: So the company encouraged you?
Lopez: Right. They gave me what |
wanted in terms of what I could do. When
I said, “I want to go and try this or that,”

they never said no.

LM: Would you like to go higher?

Lopez: If there is an opportunity, |
don’t see why not. If you never try, you

never know how high you're going to go.

Rob Johnson's story

(Rob is vice president of operation, Or-
ange County branch of EII)

LM: You spotted and developed Raul from
within and now he's an account manager.

Johnson: You bet. At the time | met
him, I was an area supervisor and Raul was
a laborer who came from Mexico, didn’t
have a driver’s license and didn’t speak
English that well. But he showed me a lit-
tle spark, a little initiative, and that he’s a
smart person.

LM: What specifically did he show you?
Johnson: He was well groomed, not
sloppy... he would look me in the eye and
we would be able to have a good conversa-
tion. The work he did was very good. And
he could direct other people. I could see

that he had leadership skills.
LM: What did you do to encourage and
help him along?

Johnson: Raul was able to grab onto
things fairly fast, and because of that I was
able to give him more responsibilities. As
that progressed, we started planning out dif-
ferent things to train him on. Raul was doing
simple gardening activities and I elevated his
work to other things such as using chemicals
or irrigation repair. We have some generic
activities that a crew leader needs to be able
to accomplish, so we set up Raul in the
training programs for that. He became a full-
fledged crew leader from there.

LM: We hear you even helped him get
his driver's license.

Johnson: | actually went with him and
showed him how to drive. When he got his
learner’s permit, we went to an area that
wasn't highly populated, and he drove
around there. When he was comfortable, |
went on the freeway with him — and that

continued on page 40
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continued from page 39
was a lot of fun (laughs). Once he had his
license, a whole new set of opportunities
opened up for him, as well as for me. He
could now be a crew leader. It became
clear that he had the skills to direct more
than one crew. We gave him another per-
son with another truck and built from there
— he planned the activities for those people,
writing down things for them to do.
LM: What about the language issue?
Johnson: He could communicate his
thoughts on a project in writing — things
we would want the client to know. His
English wasn't good, so we rewrote his let-
ters into the correspondence with the cus-
tomers. After he went to some classes, his
English improved greatly and Raul re-
sponded again. This was one of the main
steps he took to becoming an account
manager. He developed his English so that

he can now communicate with our cus-
tomers with clarity and present himself
very well to them. They can see that he has
a passion and a concern for their landscape.

LM: This is a great story, and among
other things it paints a picture of you as a
very good mentor. How did you develop men-
toring skills?

Johnson: Environmental takes mentor-
ing seriously. We use a mentoring consult-
ing firm for management development and
training. We do a sophisticated course with
them on mentoring and developing subor-
dinates. Their ideas on mentoring are now

.scumd nature to me.

Robertson Lawn Care

At the other end of the scale, Robertson
Lawn Care, Springheld, IL, has a seasonal
maximum workforce of no more than

eight employees. Nonetheless, it has a

tremendous record of annual business
growth — achieved without expanding the
workforce. President Jack Robertson at-
tributes a big part of that success to his two
senior service managers, Brian Cox (20
years with the company) and Mike Harris
(19 years).

We asked for a chance to speak with

the two supervisors directly, and Robertson

readily agreed.

800 275-8558 remotecontroltech.com
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Brian Cox's story

LM: Obviously, something must have
kept you at the company for 20 years! What
can a contractor do to hold people and de-
velop them into long-term supervisors?

Cox: First, find somebody who has a
definite interest in the business. I do. | have
a degree in agronomy from Western Illinois
University, so | came into the industry with
some interest and background. And spend-
ing 20 years in the business has paid off. |
now teach turf management at the local ju-
nior college here in town.

I really enjoy doing that, and it’s proba-
bly our biggest route to finding people who
are interested in the industry. We've had
some success stories from the students ['ve
had in my class. We think a future supervi-
sor or two might come out of that. I'm in-
troduced to a whole new sector of people
that way...and they have friends too.

LM: Why did you stay at Robertson
when you could have gone elsewhere?

Cox: Working conditions. I had a burn-
ing desire to get into this type of industry.
You really can’t prevent people from leav-
ing, and we've had that happen, too. We're
still good friends with those folks. But if
you keep people happy, and they like what
they're doing and get paid a competitive
wage, the chances of retaining them are a
lot greater. That tells you why I'm still
here. You can actually form a working rela-
tionship and a friendship over the course of
the years. And friends will try not to disap-

point and let you down.

Mike Harris’ story

LM: Your company must do something
right because both of you have been there so
long. That's staggering by today's standards.

Harris: Yes, it is. This is my 19% year.

LM: What explains that?

Harris: It's just enjoyable to come to
work here.

LM: And what would you advise a con-
tractor to do to develop — and keep — a super-

visor like yourself?

Harris: Give people a job that they will
enjoy doing. Don't force people to work
long hours, which I know other companies
do. The hours are good here. We don't
have a large dollar quota to fill each day.
And we get along really well. As I said, it's

enjoyable to come to work here.

Later, we returned to Robertson:
LM: Your supervisors revealed your se-
cret — they enjoy coming to work!
Robertson (laughs): Imagine that —
what a concept!
— The author is a contributing editor based
in Mendham, NJ.
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BARRIER® and DYCLOMEC® are registered trademarks of PBI/Gordon Corporation.

pPbi /cordon

An Employee-Owned Company

1-800-821-7925

www.pbigordon.com

2/2000
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ALWAYS READ AND FOLLOW LABEL DIRECTIONS © 2000 Bayer Corporation Printed in U.S.A. 00S19A0231

Some products live up to standards. Others set them. When Bayer brought the chloronicotinyl class of chemistry to the
turf market with MERIT® Insecticide, it revolutionized grub control. Six years later, MERIT provides longer soil residual

and broader spectrum grub control than anyone else. And one application is still all it takes to control grubs through the fall.




Which makes MERIT the highest level of grub protection around. For more
information, contact Bayer Corporation, Garden & Professional Care, Box 4913,
Kansas City, MO 64120. (800) 842-8020. www.protect-your-turf.com

Circle No. 112 on Reader Inquiry Card

WHEN WE

INVENTED MERIT®,

WE HAD NO IDEA

HOW HIGH

WE'D SET THE

BAR.

Wi Baver


http://www.protect-your-turf.com

weresess | gWard-winning landscape management

Property at a glance

Location: Xavier University,
Cincinnati, OH

Staff: Xavier University Physical Plant
Category: School or University

Grounds

Total budget: Unavailable

Year site built: 1995

Acres of turf: 1.5

Acres of woody ornamentals: 2
Acres of display beds: 3to 4
Total paved area: 12,000 sq. ft.
Total man-hours/week: 120

Maintenance challenges

P Entire site snow removal
» Working around students

» Having mall ready by May
graduation

P Transplanting due to special soil mix

Project checklist

(Completed in last two years):
P Dance of Tears statue behind library
» Cohen Center

P Transplanting of plants around
campus

On the job

a4

P Three full-time staff, one seasonal
employee, one licensed pesticide
operator

Xavier University

The 1999 Honor Award Winner of the
Professional Grounds Management

Society for School or University Grounds

If the beauty of its campus is one of a
college’s selling points, then Xavier Uni-
versity can't have a problem recruiting
new students for its freshman class.
Founded in 1831, Xavier is the
fourth oldest of the 28 Jesuit institutions
of higher education in the United States.
The university sits on more than 100
acres in a residential section of Cincin-
nati, OH. Total enrollment is more than
6,500 students with 3,000 full-time un-
dergraduates, 1,000 part-time under-
graduates, and 2,500 graduate students.
In 1995, horticulturist Walter Bonvell
oversaw the reconstruction of Academic
Mall which, at one time, had a public
road passing through it. It takes center
stage on campus by serving as the venue

Editors’ note: Landscape Management is
the exclusive sponsor of the Green Star
Professional Grounds Management
Awards for outstanding management of
residential, commercial and institutional
landscapes. The 2000 winners will be
named at the annual meeting of the Pro-
fessional Grounds Management Society
in November. For more information on
the 2000 Awards, contact PGMS at 120
Cockeysville Road, Suite 104, Hunt Valley,
MD; 410/584-9754. Web-site:
WWW.pgms.org

for many outdoor functions and prepara-
tory and orientation classes for incoming
freshmen and their parents.

All of the landscape beds and turf are
irrigated ensuring that everything is as
green during the hottest days of summer
as it is in the spring. The landscape beds
were installed with eight to 10 in. of
super soil, and the turf was all sodded.
On either side of the walkways, 2 1/2 ft.
of plastic turf has been placed under the
sod for protection against any emergency
vehicles that may have to drive down
the mall.

A Part of Academic Mall planting and chapel.

P Walk area between Alter Hall and library.
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'ou are invited to enter
the Green Star Profes-
sional Grounds Man-
agement Awards, co-sponsored
by Landscape Management
magazine and the Professional
Grounds Management Society.

This annual program recog-
nizes excellence in landscape
management and complements
other national programs for
landscape design and construc-
tion Grand and Honor Awards
are offered in 13 categories of
private, public, commercial and
industrial landscapes. To qualify,
a landscape must be at least four
years old and under continuous
maintenance for at least two
years. See page 48 for details.

The awards will be presented
during the Professional Grounds
Management Society Annual
Meeting, Nov. 6 in Indianapolis,
IN. Several winners will be fea-
tured in Landscape Management
and PGMS Forum.

Entry Categories

1. Small site (budget under
$80,000)

2. Residential landscape

3. Public works sites (includes

parkways & inter-
sections)

4. Shopping area
5. Hospital or institution
6. Government building or
complex

7. Cemetery or memorial
park

8. Industrial or office park

9. Park, recreation area or
athletic field OR — muiltiple sites
under same management

10. School or university
grounds OR urban universities

11. Condominium, apartment
complex or planned community

12. Hotel, motel or resort

13. Amusement/theme park.

Judging

A distinguished panel of judges
selected by PGMS and Landscape
Management determines the
winners.

This program aims to:

* Bring national recognition
to grounds care.

* Recognize individual efforts
leading to high landscape main-
tenance standards.

* Challenge landscapers to
achieve a level of excellence.
Eligibility
An entrant must be profession-
ally engaged in, and responsible
for, the maintenance of grounds
described in ENTRY CATE-
GORIES. Projects for which an
entry was submitted in a design
or construction award competi-

tion are eligible in the Green
Star program, even if the project
won an award, because mainte-
nance is the criterion upon
which an entry is judged.

Grand Award winning pro-
jects cannot re-enter this pro-
gram for two years (1999 Grand
Award winning projects are inel-
igible until 2001).

Any landscape for which the
entrant has the main responsibil-
ity for maintenance and beauti-
fication may be entered. The
size of the landscape operating
budget is not a criterion for
judging. Rather, the judges will
consider the quality, challenge
and performance in mainte-
nance of the grounds for a pe-
riod of at least two years.

How to Enter
All entries must include:

1. Fifteen (15) color 35mm
slides — ten (10) showing the
beauty of the total landscape
project and five (5) showing the
crew at work. DO NOT USE
'POSED’ SHOTS. Put a descriptive
caption on each slide.

2. Ten (10) 5- by 7-in. color
prints — five (5) showing the
beauty of the landscape and five
(5) showing crew members
working in areas that are diffi-
cult to maintain. DO NOT USE
‘POSED’ SHOTS. Label each with
a descriptive caption.

Note: Put your best scenes
on the slides, which are critical
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|1 8),18) Green Star Professional Grounds
Management Awards 2000

We’re searching for the country’s
Best-Maintained Landscapes

28th Annual Green Star Professional
Grounds Management Awards

to judging and awards display.

3. One recent photograph of
yourself, as the person in charge,
working in the landscape.

4. INDIVIDUALLY LABEL all
slides and photographs with the
name of the entrant and the
site. DO NOT USE TAPE to
mount — put in plastic or metal
mounts.

5. Include a brief description
of the site.

6. All entries must contain a
COVER LETTER releasing the ma-
terial for publication at the dis-
cretion of Landscape Manage-
ment magazine. All entries
become the property of the
sponsors and may be published
in Landscape Management mag-
azine or used for other purposes
the magazine deems appropri-
ate. NO MATERIALS WILL BE RE-
TURNED.

7. Enclose a check for the
ENTRY FEE: $125 for members
of PGMS or $180 for nonmem-
bers. To qualify, all elements of
the entry must be COMPLETE in
one mailing envelope, including
entry fee.

Deadline

The deadline for entries is Aug.
4, 2000. All entries must be sub-
mitted to the Green Star Profes-
sional Grounds Management
Awards, do Professional
Grounds Management Society,
120 Cockeysville Road, Suite 104,
Hunt Valley, MD 21030.
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Green Star Professional Grounds Management Awards

2000 Official Entry Form and Fact Sheet

Please PRINT CLEARLY or type the information requested below.
Check for accuracy. This information will be used for publicity pur-
poses and awards.
Each entry must include this completed form and entry fee:
* PGMS members — $125
* Combination PGMS membership and entry fee — $250
* Non-members — $180
Make checks payable to the Professional Grounds Management
Society.

SEND COMPLETE ENTRY AND FEE TO:
Professional Grounds Management Awards
do Professional Grounds Management Society
120 Cockeysville Road, Suite 104
Hunt Valley, MD 21030
Call 410/584-9754 with any questions.

NAME OF SITE:
State: Entry Category #:

Name of company or agency owning this landscape:

Address:
City: State: Zip:

SIGNATURE OF THE COMPANY OR AGENCY OFFICIAL

CONSENTING TO THIS ENTRY AND A RELEASE FOR PUBLICITY:

Signature:
Title:

WHO IS RESPONSIBLE FOR MAINTAINING THIS LANDSCAPE?

[J In-house staff [[] Outside contractor

Name:

Address:

City: State: Zip:

Telephone ( )

(IMPORTANT) Year site was built:
Years | have maintained this site:
Total acres maintained:
Acres of turf:

Acres of woody ornamentals:
Acres (or sq. ft.) of display beds:
Total paved area:

NUMBER OF EMPLOYEES:
Full time (year round):
Other (please specify):
Licensed pesticide applicators:
Total man-hours per week:

Seasonal:

ANNUAL EXPENDITURES:
Total budget for this site: (Including salaries)
Equipment:

Chemicals and fertilizers:

R

Seed and plant material:

SPECIAL MAINTENANCE CHALLENGES:
1.
2.
3.

SPECIAL PROJECTS COMPLETED IN THE LAST 2 YEARS:
:
2
3.

If selected a winner, | request the name on the award to be
(check one or both):
[J Name of entrant (name which will appear on plaque):
(please print)

[J Name of organization or agency:
(please print)

IMPORTANT: Please provide the name of the person who will ac-
cept the award at the banquet:
(please print)

| certify that all information provided on this form and in the accom-
panying entry is accurate to the best of my knowledge. | understand
that no materials will be returned and that all material may be used
for publication in Landscape Management magazine or for other
purposes deemed appropriate.
Signature of entrant
Date

ENTRIES MUST BE RECEIVED BY AUGUST 4, 2000
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WE GUARANTEE TALSTAR'
INSECTICIDES WORK.

{OF COURSE, THERE’S NO LIVING PROOF.}

THE TALSTAR* MONEY-BACK GUARANTEE.

When you use Talstar® insecticides, we’ll sensitive turf and ornamentals without damage or
guarantee long-lasting performance burning. Plus, they’re easy to handle and are

against a broad spectrum of insects, odor-free at label rates.

or your money back. That’s Find out more about our
because Talstar® insecticides new money-back guarantee for
have the longest proven residual Talstar® GC Granular Insecticide,
in the industry, providing up to 6 Falstar®*GC Flowable
months control of target pests. Insecticide/Miticide, Talstar® Pl

T'he active ingredient, bifenthrin, is Granular Insecticide and Talstar® Lawn

the only biphenyl pyrethroid available in & Tree Flowable Insecticide/Miticide.
the industry. And since bifenthrin contains no Contact your FMC authorized distributor or call
alpha-cyano group, Talstar® insecticides won't 1-800-321-1FMC.

cause the skin or throat irritation experienced

with other pyrethroids.

lalstar® insecticides can solve your tough- ‘I%lstar
est insect problems. In and around buildings,
on lawns and ornamentals, even on golf
courses, Talstar® insecticides control a broad SRS,

spectrum of insects and mites.

=

— — |

'he water-based flowable and the granular ooy ﬁ
3 —

.‘\0—

formulations can both be safely applied to
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2000 TRUCK

GUIDE

\We'e talkin

Dependability, price and everything nice

- that’s what landscape managers want

trucks to be
made of

GMC's/Chevrolet’s full-line

Product: The WT5500 — a new model to the
W-Series tilt cab lineup for Classes 3-5
Best features:

* A new Duramax 7800 6-cyl. diesel en-
gine with 200 hp at 2400 rpm and 441 Ibs
per foot of torque at 1500 rpm

o Better visibility.

¢ More maneuverability

* Extra space and cab comfort — a stan-
dard bench seat with adjustable back rests.

¢ Allows companies in states with more re-
strictive CDL weight limits to maximize their
loadAwork capabilities.

e All-steel cab with a 76.2-in. bumper-to-
back of cab (BBC) dimension.

Product: C-Series medium-duty trucks —
Classes 5-8
Best features:

* Available with either Caterpillar's 31268

A T-series tilt-cab Chevy

turbocharged/aftercooled, in-line, 6-cyl. 7.2-
liter (439 cu. in.) medium duty diesel or GM's
Vortec 7400 MD gasoline V-8 with sequential
port fuel injection and a distributorless ignition

* Government Vehicle Weight Ratings
(GVWR) range from 18,000 to 61,000 Ibs.

* The Vortec 7400 MD, available in 210
hp/325-Ib. torque and 270 hp/405-Ib. torque,

provides better acceleration, passing and haul-

ing/towing capability.

Product: T-Series, tilt-cab medium
duty trucks span Class 5 through
lower end of Class 8
Best features:
* Available in single-axle, tan-
dem-axle and LoPro models.
* Accommodates bodies up to
28 ft. and payloads to 40,000 |bs.
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ome landscape managers are
fans of Ford and Dodge
trucks. Others couldn’t part
with their Isuzus or Chevys.
From super-duty one-ton
trucks to lighter utility vehi-
cles, landscape managers will
use whatever they need to get the job done
in the shortest amount of time, without
sacrificing quality or profits. From different
backgrounds and various parts of the coun-

try, our landscape managers talk trucks.

* Shorter lengths and tighter turn
radius especially popular in congested
areas.

Product: GMC Sierra 3500 HD, Chevrolet
C3500 HD — the 3500 HD chassis cab, with
15,000-Ib. GVW capacity, is the highest-ca-
pacity work truck in GMC's Sierra line and the
heavy-duty workhorse of Chevrolet's C/K
lineup.
Best features:
* Appeals to companies moving
down in weight class to avoid the ex-

GMC Sierra 3500 HD heavy-duty workhorse



Trucks

Big landscape contractors
Tom Davis, president, Bozzuto Land-

scape Co., Laurel, MD
Company profile: |
started this company 25 years
ago. When I sold it 10 years
ago, our small landscape op-
eration eventually developed
into a large one. Today, we
service the Baltimore, Wash-
ington, D.C. and northern
Virginia markets.
Customers: We service

pense and difficulty of getting CDL-cer-
tified operators and those moving up
from one-ton models.

* Choice of 135.5-, 159.5- and 183.5-
in. wheelbases with standard dual rear
wheels.

* Accommodates seven different
body lengths from 8 to 16 ft. to allow
operators to deliver more products.

Product: 2001 Chevy Silverado HD and GMC
Sierra HD will be arriving in dealerships this
coming fall.

Best features:

* Available in 3/4- and 1-ton versions.

* Powered by an enhanced standard Vortec
6000 or by the all-new Duramax diesel 6600
or Vortec 8100 V-8 engine.

e Available in either automatic or manual
transmission.

the commercial market including multi-
family housing, office buildings, business
parks and shopping centers.

Services: About 75% is
grounds maintenance and the
rest is upgrades or enhance-
ments to properties we already
maintain.

Crew size: We run between
three- and five-man crews.

Fleet: Our total fleet opera-
tion, including our satellites, in-
cludes 40 vehicles. We have

Bring on the Fords

Product: F-Series
Best features:

A powerful 5.4-liter, V-8 engine.

e Standard fourth door on F-series super
cab models.

o Full-rear passenger compartment.

Ford F series

special purchasing arrangements with both
Ford and Chevrolet which allow us to buy
better. We usually employ super duties
equipped with an extended cab and a cus-
tom body.

Favorite feature(s): Our vehicles are
our biggest marketing tool, so we keep
them clean and maintain the body. Auto-
matic transmission is important because it
decreases driver fatigue.

Cost considerations: We stopped buy-
ing crew cabs and instead use extended cabs

continued on page 52

* Separate platform construction for mod-
els over 8,500 Ibs.

Product: 2001 F-Series SuperCrew
Best features:

o First of its kind with four full-size doors
and the seating area of an Expedition

* A 17.7-meter (5.5 ft.) pickup box
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GUIDE

2000 TRUCK

continued from page 51
because of the costs involved. We also have
our own full-service shop which helps cut
down on maintenance and repair costs. We
usually buy new but sometimes will pur-
chase nearly new from repossession services.
Dream truck: | feel we have the best
trucks now for our company.

Ronald Schmoyer, president, OneSource
Landscape & Golf Services, Inc., a divi-
sion of OneSource Facility Services, Inc. of
Tampa, FL

Company profile: We are a publicly-
owned company with more than 40,000
employees. District offices are located in
Allentown, PA, Port Smith & Williams-
burg, VA, Atlanta, GA, Mempbhis, TN,
San Jose, CA, and several Florida locations.

* Available with auto-
matic transmission and
two Triton TM V-8 en-
gines — a standard 4.6-
liter and optional 5.4-liter
engine.

e Dual platform.

Product: 2000 F-Series
Super Duty trucks — de-
livers Ford's improve-
ments to these 8,500-Ib.
GVW to add comfort,
convenience and storage.
Best features:

* Four-wheel ABS standard on Lariat trim
level in the F-250 and F-350 pickup and F-350
single rear-wheel chassis.

* Optional bucket seats on XL trim levels
for F-250 and F-350 pickups and F-350, -450
and -550 chassis cabs for those who need ad-
ditional space for custom storage.

e Clean fuel LEV.

Customers: Mostly commercial ac-

counts and a few larger residential accounts.

Services: We provide landscape main-
tenance and installation services.

Crew size: We usually run a three-per-
son crew.

Fleet: F150, two-wheel drive, Regular
Cab XL; 150, Super Cab, XL; F150 Super
Duty Regular Cab XL; F250 Regular Cab
XL; F250 Super Cab XL; F250 Super
Duty Crew Cab XL; F250 Super Duty;
and the Super Cab four-wheel drive XL.

Favorite feature(s): Service and relia-
bility, fuel consumption and cab size are
our biggest concerns.

Cost considerations: |easing has
proven to be cost effective for us.

Dream truck: One that will last five
years and still look great!

2000 F-series

* New manual telescoping trailer tow mir-
rors available later in the model year.

* Powered by the Triton 5.4-liter V-8 or
6.8-liter V-10 gasoline engines.

Dodge’s lineup

Product: 2000 Dodge Dakota Quad (four-door)
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Chris Hayes, vice president/operations,
Groundmasters, Inc. of Cincinnati, OH

Company profile: We are a full-service
commercial landscape maintenance com-
pany with branches in northern Kentucky
and Dayton.

Customers: All commercial/industrial
customers and some homeowners’ associa-
tions.

Services: We do everything, including
core grounds maintenance, snow removal,
ice control, water management, landscape
installation and parking lot sweeping.

Crew size: The majority of our crews
have two to three employees each. We also
have individuals dedicated to tree and
shrub applications, water management,
landscape and irrigation installation.

Fleet: Mostly Fords with some older

Best features:

« Cab is extended to incorporate full-size,
front-hinged rear doors.

1,450 Ibs. of payload and 6,350-Ib. trailer
towing capacity.

* Six-passenger seating.

 Stow-and-Go 60/40 split rear seats that
fold up for unrestricted rear cargo access.

* New Next Generation 4.7-liter Magnum
V-8 offers improved power, refinement and
durability — the only V-8s available in the
compact truck segment.

» Comes in 2WD or choice of part-time or
full-time 4WD models.

Product: Dakota R/T compact pickup
Best features:
 5.9-liter Magnum V-8 and large bore.
* Four-speed transmission.
* Front and rear stabilizer bars for added
control.

Product: Dodge Ram Quad



At Medalist
America, Our
Turt Specialists
Are Part
Ot The Mix.

1-800-568-TURF ¢ Fax: 208-777-7954 * 5300 West Riverbend Avenue

Post Falls, Idaho 838549409 « rmyers@medalistamerica.com

Sifiplot

Turf and Horticulture 1998 Medalist America » All rights reserved

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
guesswork on your part. Ju
based recommendations from a highly skilled expert

ve knowledge is the key to turf perform:
Knowledge about the application, climate, soil and seed
[hat’s why turf specialists have been a bi 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

VEDBLIST
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GMC trucks. Our latest trucks are the
F550, super duty, diesel with automatic
transmission and the F450 series which
also includes four-wheel drive. We have 20
dump trucks and two 2-ton trucks just
under CDL (commercial driver’s license).
Favorite feature(s): | value dependabil-
ity the most. Crew cabs are another option
because they help transport personnel
comfortably and safely. Diesel engines are

more cost effective for us because they're

Best features:

» Extended cab, full-size pickup with four
doors.

* Engine is more powerful and more fuel
efficient.

* Increased torque with both manual and
automatic transmissions.
 Choice of power trains.

Toyota pickups

Product: Tundra full-size pickup truck

powerful and efficient.

Cost consideration: We always buy
new. We like to start from scratch and
then custom build it to our own specifica-
tions by adding central hydraulics, beds,
lighting, snowplow, tool boxes, salt
spreader and hitches.

Dream truck: The F550 we have now.

Bill Weissenborn, fleet manager, The
Groundskeeper of Tucson, AZ

Best features:

e i-Force 4.7-liter engine is the first double-
overhead cam, 32-valve V-8 offered in the
segment.

245 hp and 315 Ibs. of torque.

* Available in 2WD or 4WD in two-door
regular cab with an 8-ft. bed or four-door Ac-
cess Cab with a 6-1/2 ft.-bed.

» Standard V-6 engine with four-speed au-
tomatic or five-speed manual transmission.

 Optional V-8 engine with four-speed au-
tomatic transmission.

Product: Tacoma Stepside
Best features:

» Part of a value package that includes sev-
eral upgrades.

¢ Available on regular and Xtracab 4x2
Tacoma models, powered by either four-cylin-
der or V-6 engines.

* Cargo box is a solid steel unit.

Chris Hayes' fleet is stocked with 20 dump
trucks and two 2-ton trucks just under CDL

(commercial driver’s license).

Company profile: Our company was
founded in Tucson in 1976. Today, we
have locations in Tucson, Phoenix, Palm
Springs, CA and Las Vegas, NV.

Customers: All commercial accounts.

Services: Maintenance, renovation and
upgrades as well as flower and small plant
installations.

Crew size: Typically around three.

Fleet: | try to stay with 3/4-ton
GMC/Chevrolet pickups so I can standard-
ize them to fit our needs. Our other main
truck is an Isuzu NPR with a three-passen-
ger cab equipped with a screened-in 16-
foot dump bed.

Favorite feature(s): Automatic trans-
mission because it makes the trucks a lot
easier to operate and is cost effective.

continued on page 59

Isuzu’s debut

Product: NPR (low-cab forward medium-duty)
Best features:

¢ Front and rear semi-elliptical steel alloy
leaf springs and heavy duty shock absorbers.

* Standard self-adjusting front-disc and
rear-drum brakes.

#33.5-in. wide frame that can accommo-
date standard body installations as long as 10-
20 ft.

* RBM of 316,800-Ibs. ft./in. for extra
strength and durability.

« Variety of wheel bases offered.

Product: Class 3 NPR and Class 4 NPR-HD
Best features:

* Channel section, ladder-type frame with
rivetless top flange.

» Heat-treated carbon manganese, low-
alloy steel frame is 33.5 in. wide along its total
length, allowing for standardized body instal-
lations from 12 to 20 ft., with GVWRs from
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3 INTRODUCING NEW

ROUNDUP PRODRY HERBICIDE.

It's finally here! New Roundup ProDry“— the weatherproof
herbicide that delivers rainfastness in an hour.

Now you can minimize weed control callbacks

and increase your window of application.

Plus, Roundup ProDry mixes in three minutes,

turning into a solution that won't settle out.

Easy to handle. Simple to measure.

To keep your labor dollars working harder.
Wouldn't you like to try a new kind of dry?

Contact your local retailer and ask

to see a trial demonstration

of Roundup ProDry, or call sﬂlﬁ 0'%
s
1-800-ROUNDUP for .ss\?\ w\\\“?‘.‘,’i’,"’%o%

- : O //// %
more information. \ p
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a new, 4-wheel-drive Hummer, or one of five
thrilling Hummer safaris.

You’ll earn one entry for every Irritrol product you
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and entry forms, watch your mail and visit your ;
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“We value reliabi

continued from page 55

Cost considerations: We buy most of
our trucks used from a major leasing com-
pany.

Dream truck: One that doesn’t require
fuel or a driver.

Small full-service firms
Gloria Gaus, owner/president, Creative
Surroundings, Inc. of Columbia, MO
Company profile: Small, full-service
firm started in 1982. No other branches.
Customers: Mostly commercial, from
hospitals to fast food restaurants.
Services: About 90% is maintenance
and the rest is installation.
Crew size: Typically two people.
Fleet: We have a Chevy and a Ford
pickup truck as well as a Ford modified

12,000 Ibs. for NPR and up to 14,500 Ibs. for
the NPR-HD.

o Offered in 109-in., 132.5-in. and 176-in.
wheelbase options.

¢ Available in two hp configurations.

* Comes with a standard 33-gal. fuel tank.

Product: 6HK1 (Class 5 FRR)
Best features:

* Intercooled engine delivers 200 hp at
2400 rpm with 441 Ib./torque at 1500 rpm.

¢ Available in manual or automatic.

* Rated at 18,000-19,500 Ibs. GVW with a
payload capacity ranging from 10,183 to
12,080 Ibs.

Product: NQR
Best features:
* GVW rating of 17,950 Ibs.
e Payload capacity 10,382 to 10,592 Ibs.
* Available in four wheelbase choices.
¢ Can handle bodies ranging from 12 to
20 ft. in length.

ity, fue

— Gloria Gaus, owne

dump truck. Our Toyota works well, espe-
cially for some of our employees who need
to grab something quickly from the back of
the truck.

Favorite feature(s): Our Chevy truck
has a camper which protects plants from
outside elements. Our Toyota gives us great
gas mileage and has a king cab for tool and
plant storage. The Ford dump truck gives
us all the hauling power we need and we
can use.

Cost considerations: We buy mostly
used trucks. It's too expensive to buy new.

Dream truck: All the trucks we have
now rolled into one — a large, low bed,
fuel-efficient truck that can seat up to three

crew members comfortably and can heal
itself at night.

L 2.

NQR is available in four wheelbase choices

* Gross axle ratings range from 6,830 Ibs.
in the front and 14,550 Ibs. in the rear.

Mitsubishi Fuso
model change

Product: 2001 FG with automatic transmission.
Best features:

* Only medium-duty cabover truck with
four-wheel-drive.

e The Class Three, 12,000-Ib. GVWR FG is
equipped with an 145-hp engine.

 Handles bodies up to 14-ft. long and is

efficiency and user friendliness

or. Creative Surroundings

Mark Erbesfield, ouner, Greenmark
Landscaping of Atlanta, GA

Company profile: Small full-service
firm/single location started 19 years ago.

Customers: Primarily residential, some
commercial.

Services: Landscape maintenance, de-
sign, installation and hardscape construction.

Crew size: | employ three to four crews
of one or two people.

Fleet: Of our 10 vehicles, most of them
are Isuzu NPR trucks and the rest are Ford
and Chevy pickups.

Favorite feature(s): We value reliabil-
ity, fuel efficiency, and user friendliness. As
far as maintenance, our Isuzus are reliable
and adaptable to city driving.

Cost considerations: We buy used.

continued on page 60

available in two wheelbases — 109.4 and
133.1in.

* Rugged, ladder-type frame offers a resis-
tance bending movement (RBM) of 305,800
Ib. in. per rail;

* Four-wheel heavy-duty shock absorbers;

* Passenger seats fit two people and its
center section can be folded down into a work
area.

UD trucks

Product: Three light duty UD trucks from Nis-
san Diesel America

Best features: UD1200 is rated at 12,000 Ibs;
UD1400 at 14,250 Ibs.; and the UD1800 CS
at 17,995 Ibs. All three accommodate various
flat beds and van, insulated, towing, landscap-
ing and utility bodies. Trucks have a turning
radius ranging from 17.4 to 25.9 feet, large
windshields and tilt cab. Medium duty trucks
range up to 32,900 Ibs. GVWR.
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“My dream

continued from page 60

Dream truck: It would have a storage
system, ramp for easy access, automatic
transmission and a manual gas pumping
system allowing drivers to fuel up only

once a week.

David & Susan Pursell, owners, U.S.
Lawns of Jackson, Ridgeland, MS

Company profile: Started Plant Scape
Landscape Management full-time 10 years
ago, then, in 1999, converted it into a fran-
chise operation known as U.S. Lawns of
Jackson.

Customers: 100% commercial.
Services: We do everything — grass
cutting, insect disease control, fertilization,
planting annuals, replacing trees, irrigation

management, weeding and pruning.

Sterling Truck Corp.

Product: Acterra, the most modern family of
Class 5-8 medium duty trucks on the market.
Best features:

e Available in four different models, cover-
ing each of the weight classes from Class 5 to
mid-range Class. Can be customized to fit cus-

tomers’ needs.
Models are: the

Sterling medium-duty trucks

5500, with a
GVWR of
19,500 Ibs.; the 6500 at 26,000 Ibs.; the
7,500 at 33,000 Ibs. and the 8500 at 64,000
Ibs..

fourth door for greater accessipi

1T\
LY.

St 2l sk all i C SUR A B iR
David P }"‘;‘\‘}‘J owner, U.S. Lawns IM':H(,’JJS«‘

Crew size: We employ between seven
to nine people, plus more when needed.

Fleet: We have GMC/Chevrolet extra
cab trucks featuring automatic transmis-
sion, towing packages for hauling trailers,
receiver hitches and enough cab room to fit
three people.

Favorite feature(s): Can do without
extra cab but can’t do without automatic
transmission

Cost considerations: | usually buy used
but recently purchased a 3/4-ton Chevy
XCab CK2500 for pulling trailers.

Dream truck: | would love to have one
with a fourth door for greater accessibility
and ease.

Chemical lawn care firms
Mike & Ann Pender, ouners, Classic

* Roominess (2 + 1 seating), superior driver
ergonomics, durability.

* Nimble, rugged, easy-to use chassis plat-
form.

* One of the lowest cab heights in the in-
dustry in its class.

» Huge windshield for greater visibility.

e Each Acterra is available with the Mer-
cedes-Benz MBES0O engine standard or the
choice of the optional Cummins ISB and ISC or
Caterpillar 31268B.

* Wide-shoulder stance, sloping hood and
modern lines.

Hino diesel trucks

Product: Hino-FA Lawn Care/Landscape work
truck
Best features:

 These cab-over work trucks range in size
from 15,000 Ibs. GVW to 33,000 Ibs.

e A turbo-intercooled JO5C engine pumps
out 366-ft. Ib. of torque at just 1,500 RPM.
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Gardens & Landscape, Inc. of Birming-
ham, AL
Company profile: We started 10 years
ago as a retail garden center. Since then,
we've added residential landscaping and
lawn care services/chemical applications.
Customers: Primarily residential.
Services: We strictly do landscaping.
Crew size: We have four lawn care
technicians and one landscaping crew.
Fleet: For chemical treatments, each
employee drives a one-ton, enclosed GMC
van. Our landscape crew uses Ford 250,
350 and 450 diesel trucks. The F450 is a
dump truck with a 12-foot dump.
Favorite feature(s): Crew cabs are nice
because they provide ample seating. Vinyl
seats are important because they're easy to

continued on page 62

* Improves fuel economy since it reaches
full torque at such a low RPM of 1,500.

* Short turning radius.

* Plenty of room for an equipment box.

* Three abreast seating and an individual
bucket seat for the driver.

* When fitted with a Landscape/Lawn Care
Dump Body, it can carry up to three cubic
yards of cargo.

Smaller vehicles &
utility vehicles

Metro Motors
Product: MicroTruk four-wheel, off-road util-
ity vehicle

Best features:

* A 1900-Ib. payload capacity.

* Two 38 hp models available (76-in. or
85-in. bed); will transport personnel or cargo
anywhere.

 All-weather cab provides the most leg
room.
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POWERFUL, RELIABLE, QUICK.
We built our new midmount, zero-turn mower to be
best-of-class. The Viper combines a gutsy 23-hp
Kawasaki engine with twin unitized hydraulic pump
motors and oversized tires. So it runs hard and fast, with
terrific hill-climbing ability.

I'he compact, 78" length and midmount deck means it
is maneuverable and easily fits on your trailer. Viper’s
built on a welded, tubular steel frame that makes it as

strong as it is durable. And a floating 54" or 60" deck

rk. Gr

lets you finish fast and still provide the manicured look
customers demand.

LESCO backs its products with technical expertise,
234 LESCO Service Centers

the industry standard for professional turf equipment

, and a commitment to set

and supplies. So check out the Viper. It’ll become the

standard by which you judge all others.

Call 1-800-321-5325 for

a LESCO Service Center LE SCO
e —

near you.

hl

Circle No. 128 on Reader Inquiry Card




2000 TRUCK

GUIDE

"We like automatic trar

continued from page 60
maintain. We prefer automatic transmission
which makes it easier to drive.

Cost considerations: We lease our ve-
hicles to avoid major repair problems.
Image is also important to us.

Dream truck: It's an F350), single
wheels in the back, diesel, 4 x 4, auto-
matic, four-door/crew cab.

Gary Yunker, shop manager, Spring-
Green Corp. of Plainfield, IL

Company profile: We are a lawn and
tree care franchise system with 103 fran-
chises in 19 states. Spring-Green Corp.
owns several franchises throughout the
United States.

Customers: 85% residential.

Services: We are a full-service lawn and

* Electronic ignition.
* Heavy duty shock absorbers.
* Four-wheel hydraulic brakes.

John Deere

Product: 6 x 4 Gator
Best features:

*18-hp, liquid-cooled, 2-cyl. engine.

* Four-wheel drive and differential lock for
extra traction.

o Shares the arc-welded unibody design
and front suspension

John Deere Gator features 4wd

smission because not everybody can drive a manual.”

— Gary Yunker, shop manager, Spring-Green Corp.

tree care company that offers spraying, fer-
tilizing and core aeration.

Crew size: One person per vehicle.

Fleet: Our equipment is custom-built to
fit our Chevy, Ford, Dodge, and Isuzu
trucks. Our Dodges are 3/4- to 1-ton pick-
ups and our Isuzus are cabover W4s with
flatbeds.

Favorite feature(s): Most of our trucks
are Chevys. The 2500 (8,600 gross vehicle
weight) and 3500 (9,200 gross vehicle
weight) have a greater carrying capacity
and a more durable suspension. We like
automatic transmission because not every-
body can drive a manual.

Cost considerations: We are a fleet
buyer for GM, Dodge and Ford. That
helps our franchisees buy more cost-effec-
tively without any price hassles.

of the4 x 2.

¢ 1,200-Ib. towing capacity.

e Low ground pressure and a low center of
gravity protects the turf.

Product: Turf General
Best features:
¢ Available in a 23.5 hp diesel and a 26 hp
gas model.
* Five-speed, fully-synchronized transmis-
sion.
 Hydrostatic steering.
* Large operator station.
* A 2,650-Ib. payload capacity.

White Bear

Product: Whitebear TJ1010FLA
“Jumbo Cab” off-road truckster
Best features:

* Three-cyl. liquid-cooled 39 hp
engine.
* Payload of 1,900 Ibs.
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Dream truck: One that never breaks
down and can be driven 200,000 miles
with no repairs.

University campuses
Ronald Cooper, grounds superintendent,
Western Oregon University of Monmouth,
OR
University profile: A small regional lib-
eral arts university with a five-member
grounds department covering 133 acres.
Services: Everything from installation
and maintenance to hauling equipment.
Crew size: Depends on the job, but
usually small.
Fleet: We have several Ford S10
Rangers, four-cylinder pickups with
canopies, three one-ton flat beds (a Dodge,

continued on page 64

 Optional body styles include a dump bed,
personnel carrier, aluminum topper, scissors
lift, beverage cart and a wide array of trams
and people movers.

Textron Turf Care and

Specialty Products

Product: Cushman Jr. Turf-Truckster
Best features:

¢ A 2,000 Ib.-rated capacity.

« Offers the choice of a no-rust polyethyl-
ene dump box or a 47-in. flatbed with sides
and a tailgate.

e Standard hydraulic system powers the
dump box/bed.

* Three-wheel turf chassis features a 17-ft.
clearance circle.

¢ A 18 hp Kohler Command V-Twin
engine.

* A durable 6.5-in. commercial duty clutch.
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2000 TRUCK GUIDE

Ford and GMC) and an Isuzu cargo deliv-
ery van. We also have a full size half-ton
pickup truck as well as a one-ton, 1953 In-
ternational flatbed with a dump box. We
mostly use Cushman utility vehicles on the
campus.

Favorite feature(s): We don't need any
more power than a four-cylinder unless we
go off campus. Automatic transmission is
important since many of our students can't
drive a stick.

Cost considerations: We never buy

new because we can'’t afford to. I'm able to

Super truck

Super Lawn has just built a Super
Cab truck that will hold up to seven
passengers comfortably. They also
have a limited number of pre-built
trucks available for immediate deliv-
ery. Each pre-built truck has the
basic Super Lawn Truck system al-
ready installed. Also, for the very

first time, the company has two used
trucks in stock — a 1999 Isuzu NPR
with 51,000 miles and a 1997 Isuzu
NPR with 41,000 miles. Each truck is
equipped with automatic transmis-

sion and a/c. For more information
contact
www.superlawntruck.com/cus-
tomers.htm.

purchase good vehicles through
our state’s surplus program.
Dream truck: A heavy duty,
one-and-a-half ton truck with a
swap loader — one where you
could put different kinds of beds
on it with a dump box. It would also have
short side racks to haul dirt or tumn it into a

dumpster.

Gregg Parks, grounds superintendent,
University Of Akron, Akron, OH
University profile: Grounds crews cover
330 acres including 45 parking lots, three
parking decks, athletic fields and buildings.
Services: Landscape installations to
snow, litter and even gum removal.
Crew: 14 full-time staff persons and be-

tween six and 30 part-time temporaries.

Haul Master, Inc.

Product: Huskie HD
Best features:

¢ Engine — 16 hp, 480cc, overhead valve
V-twin, gasoline, four-cycle, cast iron bores,
premium long-life bearings and valve train

* Electronic ignition

¢ 20 amp alternator with voltage regula-
tor, 30 amp-hour battery.

* Frame — truck style, heavy wall rectan-
gular box and channel section steel with full
steel belly pan.

¢ Fully independent coil spring over heavy
duty hydraulic shock absorbers

¢ 1,000-Ib.+ passenger load capacity.

CheTech

Product: PUG 4x4 utility vehicle
Best features:

» Designed for substantial workloads or
challenging terrain.
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< Ron Cooper purchases vehicles through Oregon's surplus program.

Fleet: One-ton
F250 dump
truck, several
medium size Ford
tractors and large
size tractors with
front end loaders,
five John Deere
Gators and eight

Cushmans.

v

Favorite fea- . :
Gregg Parks favors

ture(s): A good
turning radius automatic transmission.
and automatic
transmission.
Cost considerations: Lowest bid.
Dream Truck: Our Dodge 2500, as far
as snow plowing capabilities, visibility,

hood shape and mirror configurations. LIV

* Allows all four wheels to maintain con-
tact with the terrain.

» A fully-articulated frame that twists and
turns into the center

Columbia ParCar Corp.

Product: New models of 13 hp and commer-
cial vehicles
Best features:

* The GU2400 Columbia Utilitruck has a
36-in. length bed and 2400-Ib. capacity.

* The GU2400XB Columbia Extended Bed
Utilitruck features a 60-in. length bed and
2400-Ib. capacity.

¢ The C10G Columbia Tram passenger ve-
hicle seats up to 10 people.
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TO WANT THE BEST OF BOTH .

Preventive or curative? Why not both?

MACH 2" is the only turf insecticide that gives you
the power to prevent or cure grub infestation. Apply in
mid-May to prevent grubs all season long. Or apply
immediately after egg hatch and grubs up to the
second instar stop feeding within hours after
ingestion, and die shortly after.

Plus, the innovative new chemistry behind

MACH 2 Turf Insecticide requires no immediate

irrigation, is virtually odorless and offers a
favorable environmental profile.

So, when it comes to MACH 2%, the best of both
worlds is clearly an understatement.

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

ext. R2551, or visit our website at www.mach2.com

MACH 2

TURF INSECTICIDE

IT’S ALL YOU NEED

Circle No. 130 on Reader Inquiry Card To pREVENT OR CURE
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Combines two proven actives for the best protection...
under the rainbow
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Junction offers broad spectrum, contact and preventive disease control in ornamental nurseries and
landscapes. Use it alone or tankmixed, it's the essential fungicide for controlling leaf spots, Alternaria,
Botrytis, bud & petal blights, mildews, gray mold and Anthracnose. It’s labeled on a wide range of
ornamental plant species. Its multi-site action makes it a vital component in resistance management
programs. The convenient dry flowable packaging allows easy handling, mixing and disposal.

Apply it this season.
L] . .
Circle No. 131 on Reader Inquiry Card Gl‘lffin Griffin L.L.C.

Valdosta, Georgia 31601
Always read and follow labe! directions. ©1999 Griffin L.L.C 1-800-237-1854
Junction is a registered trademark of Griffin Corporation. 6010-01-11/99 5 BN LS
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The bugs are the same but insecticides’ modes of action

are changing. Learn how effective they can be

BY DR. PATRICIA J. VITTUM

ost of you are aware
that the Food Quality
Protection Act
(FQPA) passed in
1996, and this law is
impacting the availability of pesticides for
use in turf and ornamental settings. Based
on concerns about cumulative and aggre-
gate exposures to pesticides, the U. S. Envi-
ronmental Protection Agency determined

that the registrations of organophosphate
insecticides (OPs) should be reviewed first.
This was in part because OPs affect the
nervous systems of people and their pets,
and so they tend to be more acutely toxic
to vertebrates than many other classes of
pesticides.

One byproduct of this governmental
regulation and other trends has been the
proliferation of new insecticides that have
strikingly different modes of action against
their target insects. While some insecti-
cides, such as fipronil (Chipco Choice) and
imidacloprid (Merit), had already been reg-

istered, other new chemistry is now under

development. In addition, there are insect

growth regulators like halofenozide (Mach
2). Meanwhile, several microbial pesticides
have been identified and developed, and fi-
nally are reaching the market. Let's review
what has been happening in each category.

Chemical action for results

1. Case of nerves — Turf and orna-
mental managers have used organophos-
phates (OPs) widely for 30 years or more,
and some of the more familiar products in-
clude acephate (Orthene), chlorpyrifos
(Dursban), diazinon, fonofos (Mainstay or
Crusade), isofenphos (Oftanol) and
trichlorfon (Dylox or Proxol). Each of
these is a cholinesterase inhibitor, working
on the nervous system.

How do they work? The organophos-
phates stop (or inhibit) cholinesterase from
doing its part to end a neural impulse. The
result? Impulses continue to move through
the nerve, in effect poisoning the insect and

causing tremors and convulsions, difficulty
in breathing or loss of bodily functions.

2. Pyrethroid mystery — While the
precise mode of action for pyrethroids is
not fully understood, they appear to affect
the permeability of the membrane in the
central region of a cell. Normally when an
impulse moves along a cell, the cell mem-
brane gets “leaky” and some sodium ions
rush in from the surrounding body fluid,
changing the cell’s electrical charge. These
ions then have to get back to where they
started from, but if the cell membrane be-
comes a little “stiff,” it will not allow them
to return to their original positions. The
cell stays in an active state, sending an im-
pulse that really isn’t there. The cell is also
unable to recognize when a new impulse
should be sent.

Pyrethroids appear to affect both insect
and vertebrate nervous systems at this
level, and many pyrethroids are toxic to
fish in particular. Examples include bifen-

continued on page 68
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continued from page 67

thrin (Talstar), cyfluthrin (Tempo),
deltamethrin (Deltagard) and lambda-cy-
halothrin (Battle, Scimitar). Pyrethroids are
used most commonly against surface and
thatch insects (chinch bugs, webworms,
cutworms) in turf or against a variety of in-
sects in landscape plantings.

3. Block that chloride — Fipronil
(Chipco Choice) belongs to a class of
chemicals called phenyl pyrazoles. Fipronil,
which is used against mole crickets in the
Southeast, interferes with the passage of
chloride ions through a channel in the
nerve cell. Insect nerves are more sensitive
to this disruption, so fipronil is much more
toxic to insects than vertebrates.

4. Bad news for suckers —
Thiomethoxam (Meridian) should be re-
leased soon by Novartis and will be mar-
keted as Flagship in the ornamentals mar-
ket. It controls a variety of sucking and
chewing insects, following contact or inges-
tion by the target pest. It is absorbed
rapidly into the vascular tissue of the plant,

Insecticides in the thianicotinyl class can be used to control grub
damage like this.

so its systemic qualities will make it a good
choice against several common ornamen-
tals pests, including aphids, whiteflies and
mealybugs. It is also effective against sev-
eral species of white grubs. It has a rela-
tively long residue (about 50 days in soil)
and is much less toxic to vertebrates than
several of the more traditional insecticides
that have been used over the past 30 years.

Thiomethoxam is in the thianicotinyl
class of insecticides and is considered a
nicotinoid. As such, it mimics the action
of acetylcholine in the synapse, so it may
bind to the receiving cell, tricking it into
sensing an impulse to be sent. At low
doses, this leads to a stimulation of the cell,
but at higher doses, the system shuts
down. Insects that come in contact with
the material or ingest it demonstrate al-
tered behavior within an hour or two,
stopping feeding or no longer using their
antennae in a normal manner.

Growth regulators — mixed-up molting
1. Too juvenile — Insects go through a

Damage like this from chinch bugs can be extensive unl

series of molts, during which they absorb
the old exoskeleton (a complex structure
that serves as the outer “skin” as well as a
place for muscles to attach) and produce a
new and slightly larger exoskeleton. Molt-
ing is an energy-expensive process that is
regulated by hormones, some of which
send a signal to the insect’s body to remain
in a juvenile stage — for example, a cater-
pillar, a grub or a maggot.

As long as that “juvenile” hormone is
present, the insect cannot molt to the adult
stage and cannot reproduce. Several juve-
nile hormones have been identified and de-
veloped commercially, and are used to re-
duce mosquito populations (methoprene)
or to control whiteflies in greenhouses
(kinoprene).

2. Hurry up and molt — Other chemi-
cals interfere with the process of molting
itself, usually by interfering with the nat-
ural timing of producing the new exoskele-
ton. One such material, halofenozide
(Mach 2), is called a “molt accelerating

continued on page 70
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continued from page 68

compound” because it induces an imma-
ture insect to molt before that insect has
had an opportunity to store up the energy
reserves it will need to complete the
process. The insect is doomed to fail — it
may begin the process but abort it in the
middle, so it may end up with characteris-
tics that are, for example, part first instar
and part second instar.

The insect stops feeding shortly after it
encounters the material and usually dies
within two or three weeks. One advantage
of a molt accelerating compound is that
vertebrate animals do not have an analo-
gous process — in other words, we don't
molt. So Mach 2 is considered much less
toxic to people and their pets than most
other insecticides currently on the market.

Mach 2 is used in turf settings against
several species of white grubs (although
the application rate varies with species)
and appears to have good activity against
several turf caterpillars as well.

Feeding deterrents

Some compounds induce insects to stop
feeding shortly after they come in contact
with the material. These compounds are
called “feeding deterrents,” some of which
may be distasteful and cause the insect to
move on to a more tasty meal. Others may
repel an insect from landing on a plant.
Still others actually interfere with the
physiology of the insect, plugging up its di-
gestive system and making it impossible to
feed further. Such insects die quickly after
exposure to the compound.

Pymetrozine (Endeavor) is a new prod-
uct that causes aphids or whiteflies to cease
feeding, usually within a few hours of con-
tact. It is believed to affect certain feeding
muscles that the insects use to suck up
plant juices.

Insects may not die immediately and
they may remain on the plant for a few
days after contact, but they stop feeding so
damage does not worsen. Endeavor is la-

LM’S TAKE:

Using the new insecticides

1. Products will continue to evolve from more naturally occurring substances or

processes.

2. Because of this, new products will continue to become more species-specific

(targeted).

3. More and more “traditional” products will come under increased scrutiny in
the EPA's evaluation of products for the Food Quality Protection Act.
4. Thhvﬁﬂenmmgemmmndumdmofwyfwmmnnaﬂ

beled for use as a foliar spray in green-
houses, landscape ornamentals and some
nursery settings, among other sites. It has a
short residual (will not remain active for a
long time on the plant) and has a low level
of toxicity to beneficial insects, including
honey bees and various predatory insects.

A ‘biorational’ product
Spinosad (Conserve) is a byproduct of a
soil actinomycete (a bacterium), Saccha-
ropolyspora spinosa, which has become a
popular tool for use in integrated pest
management programs. It is effective
against several species of caterpillars, but it
is relatively specific so it has minimal im-
pact on several beneficial predatory insects.

While it affects acetylcholine receptors
on the receiving nerve cells, it appears to
do so in a manner that is markedly differ-
ent than products like organophosphates
— and it does not appear to interfere with
the receptors in vertebrates to the same de-
gree. As a result, it is much less toxic to
mammals and other vertebrate nontarget
organisms.

When an insect encounters Spinosad, it
is incapacitated almost immediately. There
are indications that insects are less likely to
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develop resistance to Spinosad than to
some other insecticides.

Making a choice
With the recent addition of several new
kinds of insecticides to the turf and orna-
mentals market, you now have lots of op-
tions. Each new product has some
strengths, and can be incorporated into an
IPM program. Some are selective and have
minimal impact on nontarget organisms,
while others are much less toxic than some
of the older, more traditional materials.
Experiment with the new compounds and
determine which ones meet your own
needs most effectively. LM
— The author is associate professor in the
Department of Entomology of the
University of Massachusetts, Amherst, MA




On turf, on ornamentals, on edible fruit trees...

EAGLE is the only fungicide you need.

EAGLE; one of the best systemic fungicides available for turf and ornamentals, now is labeled
for edible fruit trees.

EAGLE controls important turf diseases like Brown Patch and Spring Dead Spot, as well as
ornamental diseases like Powdery Mildew, Scab, Rust and Leaf Spot.

EAGLE has been tested on popular landscape ornamental plants, and is labeled for use on
over 100 species, including crabapples, dogwood, roses, apples, apricots, cherries, peaches,
plums, and grapes. Now a single, cost-effective product controls disease on turf, ornamentals and
backyard fruit trees.

EAGLE fungicide. The one and only.

RDHM Agricultural Chemicals Department

100 Independence Mall West / Philadelphia, PA 19106
SHHHS 1-800-987-0467 / www.rohmhaas.com

1999 Rohm and Haas. ALWAYS READ AND FOLLOW LABEL DIRECTIONS. Eagle isa registered trademark of Rohm and Haas
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HUSTLER HYDRO WALK-BEHIND

NO MORE FOUR O'CLOCK SHU

A NEW WAY OF WALKING.

The all-new Hustler™ Hydro WalkBehind will give your operators every ergonomic
advantage. It will keep them comfortable and productive longer than any other
walk-behind mower. It will make your operation more productive and more profitable.

Instant, on-demand,
variable speed control,
forward and reverse

——

NEVER TRUDGE AGAIN

Sealed bearings, Heaviest deck spindle
guaranteed for life. on any walk-behind

rs/ ‘i 5 v 1L

18"x8.00" turf-tread drive
tires, the largest on any
walk-behind anywhere, for
a smoother ride, better
flotation, and reduced psi

a

Oversized, pneumatic front caster A deck 33% stronger
wheels, the largest in the industry. than any competitor’s

A wide stance for enhanced
stability on slopes

Hustler's patented H-Bar™ steering means no cramped
No numbness. e orimg ‘
. forearms, no more numbed fingers. No speed levers to
No cramping.
>
No more blisters.

frustrate productivity. Just twist the H-Bar, and go -—d

True zero-degree, counter-rotational turning

EASY TO LEARN: training time measured in minutes
EASY TO OPERATE: beats pistol grips hands down
MORE PRODUCTIVE: effortless control for easy trimming

SAFER: fully intuitive, firm grasp of controls throughout the mowing process.

HUSTLER

www.excelhustler.com Out Hustle all the rest™

SHIWNWINL ONIYMLS H0Jd 33N FHL STLYNIWITI

EXCEL INDUSTRIES, INC. | HESSTON, KS 67062
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New designs in walk-behinds

BY CURT HARLER/
CONTRIBUTING EDITOR
Next month is time to cele-
brate Landscape Management's
May Mower Month. The first
lawn mower was patented on
May 9, 1899. Today, the world
of walk-behind mowers ranges
from 20-in. hand-pushed units
to ground-covering self-pro-
pelled workhorses with trans-
missions and independent hand
brakes. Both can be found on
the typical landscaper’s truck.
As the old adage reminds
us, the key to getting the most
out of a walk-behind unit is not
to send a boy to do a man’s job
— or vice-versa. Out in the field
crew members, especially the
newer ones, tend to use the big
units for every job. They are
more impressive to use and,
being self-propelled, go faster
and take less effort. However,

BLACK ROCK

800/314-8984

Black Rock Mfg., Louisville, KY as-
sembles mowers with quality
components like the Peerless
heavy-duty five-speed transmis-
sion and decks of 7-gauge steel.
Three hydrostatic drive models
come in 48-, 52- and 61-in.
widths. Choose from a 14-hp
OHV Kawasaki or 17-hp Twin
OHV engine. Dual reservoirs with
filters to eliminate cross-contami-
nation, cold start, flexible 2-piece
deck and frame are standard. Top

they also have a disturb-
ing tendency to eat bed-
ding plants and miss tight areas
close to buildings, headstones,
or trees.

On the other hand, it's a
real waste of time to use a
small walk-behind or trim
mower on any sizable area of
turfgrass.

While this may seem obvi-
ous to a manager with 10
year's experience, it's quite
common to see
workers using
the wrong tool
on a job site. Espe-
cially early in the
season, instruct or re-
mind the crews to tai-
lor the size of the mower
to the size of the job. The re-
sult will be lower fuel expenses,
more efficient use of labor and
fewer customer complaints.

ground speed is 8.5 mph.
Circle #263

FERRIS INDUSTRIES
800/933-6175
www.ferrisindustries.com

The HydroWalk DD from Ferris In-
dustries, Munnsville, NY, features
dual unitized Eaton hydros for
zero-turn mobility and faster
mowing. These transmissions are
backed with a 3-year warranty, on
top of the full 2-year machine
warranty. The Hydrowalk has a
wide, low stance for top traction

www.landscapegroup.com / APRIL 2000 / LANDSCAPE MANAGEMENT

Mower madness

What to look for

P Height adjustability of deck/blades
P Easy grip on throttle handles

P> Safety features like auto-shutoff

P A sizable fuel tank

P How easy is it to start?
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and stability. Large, 18-in. drive tires give good
traction in adverse conditions. Deck options in-
clude 48-, 52- or 61-in. The SD comes with 36-
or 48-in. decks.

Circle #264

ENCORE MANUFACTURING
800/467-4255
www.encoreequipment.com

The Hydro Pro line from Encore Manufacturing
Co., Beatrice, NB, is designed to work all day
with its hydrostatic drive and large fuel tank.
Units come in cutting widths from 36 in. to 60
in. Tough, 7-gauge wear strips and steel sup-
port channels assure that the mower can stand
up to commercial use. Engine choices include
14-hp and 19-hp models.

Circle #265

EXCEL

800/395-4757

www.excelhustler.co

The Hustler Hydro walk behind from Excel In-
dustries, Hesston, KS, eliminates the need for

Hustler

trimming with H-Bar steering. All functions -
speed, forward/reverse, turning, breaking — are
controlled with one handlebar. Unit comes
with 37-, 48- or 54-in. full floating deck and is
powered by either a 15-hp or a 17-hp
Kawasaki engine. Mowers have the largest
standard tires in the industry.

Circle #266

GREAT DANE

704/846-6617

The Gateway dual-hydro walk-behind from
Great Dane, Sellersburg, IN, is 36-in. wide to
scoot through gates with the wing up and a
full 52-in. wide with wing deployed. It comes
with a 17-hp Kawasaki or 18-hp Kohler E/S en-
gine, and moves at seven mph forward and 2.5
in reverse. Designed for curb edge mowing,
cutting under pine tree limbs and other jobs re-
quiring maneuverability, both have 5-gal. fuel

tanks to keep going all day.
Circle #267

EXMARK

402/223-6300

www.exmark.com

The Metro walk-behind from Exmark Mfg.
Co., Beatrice, NE, combines the 32-, 36- or 48-
in. TriVantage deck with dependable, gear-
drive traction. A new 15-hp. Kawasaki V-twin

Exmark

engine runs smoother and with less vibration
than single-cylinder engines. Drive belts can be
changed without tools, and light grip tension,
height-adjustable handle and easy-to-reach
padded knee shifter increase operator com-
fort.

Circle #268

HONDA

678/339-2600

www.honda.com

The new HRC7113TXA TruGear mower from
American Honda Motor Co., Alpharetta, GA,
comes in two versions: the 36- and 48-in. Both
are powered by a Honda 13-hp OHV engine
with oil filter and feature a transistorized mag-
neto ignition. Mowers allow seven positions on
the deck from 1.5 in. to 4.5 inches. They have a
gear mesh transmission with ball-bearing sup-
ported axles with four forward and one reverse
speed. Mowers come standard with hour
meter.

Circle #269

HOWARD PRICE

314/532-7000

The Turf Blazer from Howard Price, Chester-
field, MO, has an easy-to-remove deck cover
and double-wide traction belt for extra grip in
wet conditions. Deck is 7-gauge on the side,
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10-gauge top. The 32- and 36-in. models han-
dle tight areas, while the 48- and 52-in. ones
handle flat-out mowing production, allowing
one person to cut over 18 acres a day. Fingertip
control of each wheel brake gives maximum
control.

Circle #270

JOHN DEERE

800/537-8233

www.deere.com

Several enhancements to the 14-hp HD45 and
17-hp HD75 make them easier to use. John-
Deere, Research Triangle Park, NC, equips

John Deere

them with an OHV 4-cycle gas engine, pressur-
ized lubrication and an oil filter for durability.
Electric start is standard on the 75; optional on
the 45. Choose from a 10-gauge 36-in., or the
11-gauge steel 38- and 54-in. mower decks.
Cutting height is adjusted without tools using
spring-loaded quick-pull pins. Adjustable rear
gauge wheels to eliminate scalping are stan-
dard on many decks.

Circle #271

LAWN-BOY

800/525-0059

The 21-in. commercial mower from Toro's
Lawn-Boy division, Bloomington, MN, is available
in the HP push model with a Dura-Force 6.5-hp
commerdal two-cycle engine with side dis-
charge, or in the SP version with a 3-speed self-
propelled version. At 4.25 quarts, unit has indus-

try’s biggest fuel tank.
Circle #272

continued on page 76
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CHOICE CUTS

(USDC APPROVED)

GO AHEAD, FEEL FREE TO CHOOSE

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

nIvirF nunnnern

77,974 U'IUI (A1

Kawasak istered trademark of Kawasaki Motor Corp. Dixie Chopper is a registered trademark of Magic Circle Corporation and may
mummm Pricing shown above is for models LX1901-42 and X1901-50 only. Model X1901-50 pictured. Extended The WO’“? Eastest Lawn Mower
drive train warranty available at additional cost. Prices subject to change without notice. Copyright 1999, All rights reserved. WWW.dIXIGChOpper.Com
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HUSQVARNA

800/HUSKY62

www.husgvarna.com

Built for the punishment of everyday commer-
cial use, the 600 mower from Husqgvarna,

Husqvarma

Charlotte, NC, is powered by a 6-hp Robin
OHV engine. Self-propelled model has a vari-
able drive allowing for speeds to 4 mph. The
21-in., rolled-under lip deck offers superior air-
flow for bagging and added strength. Rear
bagger handles up to 2.5 bushels of clippings.
Cut heights range to 3.5 in. in four positions.
Circle #273

LESCO

800/321-5325

Lesco Inc. Rocky River, OH, updated its fabri-
cated rotary mowers, enhancing features for

Lesco

the commercial cutter. All mowers will be pow-
ered by Kawasaki engines ranging from the 15-
hp single-cylinder OHV to the 21-hp twin cylin-

der OHV. Units come with 36-, 48- and 52-in.
hydro drives, each with dual hydro pumps and
drive motors allowing for true zero-radius
turns. Twin ground-speed control levers allow
on-the-go adjustment to ensure straight-line
tracking and excellent hillside control. All come
with 5-gallon fuel tanks.

Circle #274

MTD PRO
877/MTD-PRO1
www.mtdpro.com

The DH-1648 from MTD Pro, Cleveland, OH, is
a 16-hp recoil-start mower with a 48-in. deck.

MTD Pro

Unit has three blades and a deck which adjusts
from 2 in. to 4 in. Comes standard with dual
hydro transmission, drum brakes and high-end
tires on front and back. The 5-gal. fuel tank
keeps this machine running all day.

Circle #275

RICH MANUFACTURING

Rich Manufacturing

Get two mowers in one: the Convertible line
from Rich Manufacturing, Thorntown, IN,
works as a hydro walk-behind and as a zero-
turn rider. Three models offer a 17-hp
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Kawasaki FH500 V-twin, a 20-hp Kohler CV20
V-twin or a 25-hp Kohler CV25 V-twin with oil
cooler. The 10-gauge steel decks, with rein-
forcement plate on the front for durability
come in 48-, 52- and 61-in. sizes.

Circle #276

SCAG POWER EQUIPMENT
920/387-0100

www.scag.com

New from Scag, Mayville, W, is the Ultimate
hydro walk-behind, with a floating cutter deck

Scag Power Equipment

and heights adjustable in the field to 4.5 in.
without tools. Self-adjusting, spring-loaded
idler pulleys save time, effort and repair costs
by keeping belts in perfect adjustment. Opera-
tor control levers increase productivity and
comfort with less hand-grip reach and lighter
spring tension. A 36-in. deck and 15-hp Kohler
model or a 48-in. deck and 17-hp Kawasaki
model are offered.

Circle #277

SNAPPER

770/957-9141

Handlg big jdbis‘wnh the Pro Hydro
SPLH140KWE from Snapper, McDonough,

Snapper

GA. Comes standard with a Kawasaki 14-hp
OH engine, with other size engines are avail-
able to 22 hp. Full floating steel deck ranges

continued on page 79
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(We start promptly at sunup.)

Wrap your fists around the heavy-duty line
trimmer that’s as quick-starting and hard-
working as you are. Day in, day out John
Deere trimmers start early and run as long
and hard as the job demands.

The reason for such superior sunrise to

sunset performance is our M-Series engines.

coreal  With a rotary-valve carburetor,

Equipment

swpiir  these terrific little engines mix fuel

more efficiently, start faster, and
handle heat better than butterfly-
. valve carbs found on many other

brands. And our ignition coil is warrantied for
life - both parts and labor.

John Deere M-Series engines are smoother
running, too. They're more comfortable to
operate due to a larger crankshaft counter-
weight, machined knock pins, and vibration-
isolated clutch housing.

For durability, the connecting rod has heavy-
duty bearings and is wafered for excellent
lubrication and heat dissipation.

Pick up an M-Series-powered trimmer today.

Available only from your John Deere dealer.
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Or 1-800-537-8233 for the dealer nearest you.

JOHN DEERE

NoTHING RuUNs LiIkE A DEere®
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WIN A WEEKEND FOR TWO AT THE

JOHN DEERE CLASSIC
BY JOINING THE EVERGREEN FOUNDATION

Join the Evergreen Foundation (EF) today and become eligible for a prize drawing in June. The winner receives a Weekend for Two at the
John Deere Classic PGA Golf Tournament in July, including transportation to Moline, lll., and VIP treatment.

Your membership fee of $100 is a contribution that will help the EF create a national greenway system while fostering a greater apprecia-
tion for green spaces and building bridges to the Green Movement. You can help by becoming a member in the year 2000. Complete the

membership application below and fax it today. The Evergreen Foundation is a 501¢3 non-profit association. FEI Number: 58-1816832.
Contributions are tax deductible.

For more information about the EF, check our web site: www.evergreenfoundation.com, e-mail the EF at evergreenfound@aol.com,
phone toll free 877-758-4835 or fax 612/758-5813. Send correspondence to: Den Gardner, Development Director, Evergreen Foundation,
120 W. Main St., PO Box 156, New Prague, MN 56071.

SIMPLY FAX OR MAIL BY MAY 31, 2000, AND YOU'RE IN THE DRAWING.

NAME: COMPANY ( if applicable):
CITY: STATE: ZIP CODE:
PHONE: FAX: E-MAIL: @

TYPE OF MEMBERSHIP (Please check appropriate line)

Green Backer -- Individual membership (includes full eligibility for foundation promotions)
(Membership fee is $100 annually)

Green Supporter -- Input suppliers/vendors providing monetary or in-kind support. May also include labor/time, supplies,
products, etc., from Green Industry companies, non-profit associations and others.

Green Promoter -- Media and other companies offering in-kind communications services.

| WISH TO PAY MY EVERGREEN FOUNDATION DUES WITH:
A check payable to the Evergreen Foundation

___Mastercard or VISA, Card #: Exp. Date: Month /
Mailing Address for Credit Card: Name:

Address: City: State Zip

Signature:

SUPPORT THE GREEN INDUSTRY’S FOUNDATION, DO SOMETHING GOOD FOR THE U.S.A.
AND BECOME ELIGIBLE TO WIN A GREAT PRIZE.
/
f
v,
)2

) NOVARTIS evergreen

ansesanfoundation
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continued from page 76

all the way from 36- to 61-in. versions. Field-
serviceable spindle assemblies make it possi-
ble for operators to rebuild the spindle as-
sembly with standard tools while it is still
mounted to the mower deck. Accutrac sys-
tem provides on-the-go fingertip hydrostatic
adjustment for tracking control with no tools
required whatsoever.

Circle #278

SOLO

49-70-31-3010

www.solo-germany.com

The new Primo 553 SL made by Solo, Sin-
delfingen, Germany and distributed through
local dealers is a self-propelled gas mower
with electric start. Powered by a Honda-OHV
4-cycle engine, it generates 5.5 hp and cuts
a 21-in. wide swath. Choose eight cutting
heights for perfect match to any kind of con-
ditions. Unit features metal wheels and a
blade brake.

Circle #279

SWISHER

660-747-8650

www.swisherinc.com

Mow down those tight spaces with the 19-,
20- or 22-in. push mowers from Swisher, War-
rensburg, MO. Lightweight, rust-proof alu-
minum cast frame makes handling easy. Each is
available with a 3.75-hp Briggs and Stratton
engine, with upgrades available. Steel ball-
bearing wheels run longer.

Circle #280

TORO

800/476-9673

www.toro.com

The ProLine 32-, 36-, 37-, 44- and 52-in. Float-
ing Deck midsize mowers from Toro, Bloom-
ington, MN, come with five engines: 15-hp and
17-hp Kawasaki Twin OHV; 13-hp and 15-hp
Kohler Command PRO; or a 12.5-hp Kawasaki.
The 36-, 44- and 52-in. decks are equipped
with the exclusive Super Flow System. The 32-
and 37-in. Recycler mulching decks provide de-
creased vibration, reduced noise and increased

Toro

power to the blades for maximum productivity
in even the toughest conditions. All have a for-
ward ground speed of up to 6 mph.

Circle #281

People know
Pueblo for its...

Snazzy Web Site?
(www.pueblo.gsa.gov)

Ffamous
Hot Salsa?

In Pueblo, the free government
information is also hot. Spice up
your life by dipping into the
Consumer Information Center
web site, www.pueblo.gsa.gov. Or
calling toll-free 1-888-8 PUEBLO
to order the free Catalog. Sorry,
salsa not available through our
web site or Catalog.

ﬁ.s. General Services Administration

“BIG BLUE BOOK"

is now updated daily on the Web.
Display and Print Full — Text Labels and MSDSs

FREE

24 Hours a Day — 7 Days a Week!

Annual Premium Service

Become an Annual Subscriber to our Premium Service for
Only $50/Year and Have Access to

Our Complete Database:
* Labels

* MSDSs

*DOT

* Mode of Action

* Supplemental Labels

» Worker Protection
* SARATitle lll

* Multi-Search Index
* Label Tank Mixes

T&OR

! 2000 =

Turf &
Ornamental
Reference

www.bluebooktor.com

C&P Press

information source.

S b s

Your official plant protection

Ccap

For Customer Service or Technical Support Call 1-800-544-7377.

Circle 142
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It won't be coming back. But

Get $25 back when you purchase just effectiveness they need. So you can stock up on

$100 worth of SpectracidePRO: the way to a job and kill without fear of callbacks.
And that’s just the beginning. Because with So buy now. Pocket 25 bucks. And buy on the fly

programs and incentives from SpectracidePRO, all season long.

you save all season long. We've created a

complete line of pesticides, available only

- “ at your nearby Home Depot, that

. F tg& 3 ':s
3y bring together the convenience el .
B4 j‘ professionals want with the éEgE
Spectracide==<"

Pesticides For The Professional

Call toll-free 1-877-SPECPRO to learn more about year-long savings.

© United Industries Corp. 2000
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| ask the expert

BY BALAKRISHNA RAO

Tree dieback

On one of our properties a number of
oak trees and a few conifers show vari-
ous degrees of decline and dieback.
Any idea what may be the problem?

— MARYLAND

A general tree decline and dieback can
often be attributed to a root disorder, root
damage or a root dysfunction.

Begin your inspection by checking the
base of the tree for proper root flare. If
you don't see the flare, that is an indication
of fill damage, because of either excess soil
and/or mulch. This would require root
crown excavation using a shovel. Dig the
soil near the base of trunk and gently tap
the bark. If it sounds hollow or if you find
any evidence of a whitish fungal mycelial
growth (rhizomorph), this indicates Armil-
laria root rot. In conifers, look for a whitish
fungal mycelial rhizomorph while per-
forming root crown excavation. Whitish
mycelial growth suggests Armillaria root
rot caused by Armillaria sp.

If you have many trees to examine,
consider using compressed air or high-pres-
sure water to excavate.

In addition to a white mat of fungal
mycelium under the bark or in the root col-
lar, the infected tree’s foliage will discolor
and drop. As a first sign of disease, infected
conifers will often exude resin from their
roots and base. As the fungus matures, it
produces clusters of honey-colored mush-
rooms at the tree’s base. These mushrooms
are not fused, but grow in a clump and have
a characteristic ring on the stem below the
cap. The cap is brownish at the top and
produces a whitish spore at the bottom.

The shoestring mycelial rhizomorph

Manager of Research and Technical Development for the Davey Tree Expert Co., Kent, Ohio
SEND YOUR QUESTIONS TO: “Ask the Expert” Landscape Management; 7500 Old Oak Blvd.; Cleveland, OH
44130, or email: sgibson@advanstar.com. Please allow two to three months for an answer to appear.

may extend about 4 ft. to 5 ft. high on
trunks of trees. By that time, the tree usu-
ally dies because of restricted water and
nutrient translocation.

Amnillaria sp. can enter the tree
through fungal spores, rhizomorphs or by
root graft. Once inside, it can cause rot or
decay of roots eventually killing the tree.
Later, rhizomorph grows out into the soil
from infected plant issues.

To manage Armillaria root rot, detect
the presence of infection as evidenced by
the whitish rhizomorph. If a large portion of
the trunk is infected, remove the tree
promptly to avoid hazard. If a small area is
infected, barktrace the infected tissue and
let it air-dry. Remove excess soil and put it
back before cold winter temperature occurs.
There are no fungicides to manage this.

This disease is associated with stress. Re-
duce exposure to extremes in moisture
and/or temperature. Often, excess moisture
around the base of the trunk is a major pre-
disposing factor. Keep the mulch cover 2-
in. to 3-in. thick and about six inches away
from the trunk to avoid damaging sensitive
bark and cambium at the root collar area.
Provide proper watering, mulching, fertiliz-
ing and pest management.

How does Mach 2 stack up?
How does Mach 2 perform compared to
Merit for grub control?

— MICHIGAN

Mach 2 from Rohmid Corp. is a molt-ac-
celerating compound that speeds up a
grub’s molting process (see “Insecticides a
la mode” story on page 66). Ingestion
causes immature insects to undergo a pre-
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mature molt and die. It affects the natural
metamorphosis, and uses halofenozide as
its active ingredient. It controls all white
grubs, cutworms, sod webworms and
armyworms and comes in spray, granular
and fertilizer formulations for use on turf-
grass. Rohmid claims that it will provide
season-long control of grubs, and can give
three to four weeks of residual control for
surface feeding insects. One benefit of
Mach 2 is that there is no need for imme-
diate watering.

Because of its preventive and curative
activity, it can be applied early like Merit,
or later as a rescue curative treatment.

Mach 2 performed well for controlling
sold webworm and black cutworm, perform-
ing equal to Sevin in university trials. Mach 2
applied in May before eggs are laid, or in June
when eggs are laid, provided 100% control of
European chafer in university trials. Univer-
sity of Nebraska scientists found that Mach 2
resulted in 79% control as compared to 58%
control for Merit of European chafer when
applied against second instar grubs. At this
stage, grubs feed actively and can cause exten-
sive damage. In this situation, consider using
other insecticides such as Dylox or Oftanol.

Mach 2 is not known to be affected by
pH hydrolysis or enhanced bacterial degra-
dation. Merit and Mach 2 provide similar
results for all white grub and
turfgrass insect man-
agement. Read and
follow label spec-
ifications for best
results.
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TECH CENTER

Deer-terrent

Benner's Gardens believes it has the answer to
keeping pesky deer away from precious plants:
a virtually invisible mesh barrier that easily at-
taches to trees or posts. David Benner, retired
professor of ornamental horticulture, invented

the eight-foot high polypropylene fence to pro-
tect his own plants, and has had positive re-
sults. The lightweight, high strength fencing
can hardly be seen and doesn’t detract from
the appearance of the property. Fencing acces-
sories include a nylon guide cable, high-tensile
reinforcement wire, Stanley hogringer staple
gun, corner post braces and a rabbit/ground-
hog barrier.

For more information contact Benner’s Gardens
at 800/753-4660 or ww bennersgardens.com
/ circle no. 250

Hard workin’ utility vehicle

E-Z-GO Textron’s new workhorse ST 480 fea-
tures an 800-Ib. payload capacity, 48-in. load
bed and a 16-hp., 4-cycle 480-cc twin cylinder
Vanguard V-twin engine, allowing the vehicle

Wide open grass
maintenance

Land Pride says its new 35 Series 3-sec-
tion rotary cutter is perfect for wide open
grass maintenance. It features a 15,000 fpm T
blade tip speed for a dlean cut in material upto 1 550 g
1/2-in. diameter. Standard stump jumpers and
heavy-duty blades help operators handle uneven
terrain. The three sections are hinged to allow op-
erators to shape the cutter to the job. The cutter is
also offered with 3-in. and 4-in. cutting capacity.
The Land Pride flail mowers are designed todoeverymmgfrom cutgrasstoshred prunings. The
20 Series flail mower offers a two-position hitch for offsetting the mower, enabling closer cut-
ting along buildings, fences or roadsides. The 30 Series flail mower offers 3/16-in. deck material
and uses a threaded rod to easily offset the hitch by nearly 8 inches. The 40 Series features
heavy forged hammers, a precision balanced rotor and adjustable brush rake teeth on the rear.
For more information contact Land Pride at 785/820-8692 or v landpride com / circle no.

Yy
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to reach speeds of up to 17 mph. Multiple leaf
spring suspension with hydraulic shock ab-
sorbers and self-compensating single reduction
rack and pinion steering make it a comfy ride,
too. Options include a sun canopy, all-weather
endlosure, light bar with beacon, taillights and
brake lights, turn signals with 4-way flasher,
windshield kit, right and left locking glove box
and an hour meter.

For more information contact E-Z-GO Textron at
706/798-4311 or www.ezgo.com / circle no.
252

Around a pond

Oly-Ola Sales has come out with Pond Liner
edging designed to hold liners used for pond
and water gardens permanently in place. The
Pond Liner edging, made of strong, black vinyl,
provides a natural looking border, allows plant
materials or turf to grow up to the edge of a
pond and provides landscape contractors with
the versatility to install attractive ponds with or
without rock borders.

For more information contact Oly-Ola at
800/334-4647 or www.olyola.com / circle no.
253
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Need a lift?

The Extractor mechanical fork features five inter-
changeable rudder-guided tines, equipment
with soil retaining blades and fins, quick-con-
nect tine interlocking system and alloyed teeth.
Application includes B&B, shrub, tree, rock and
material removal, digging and loading units cur-
rently for all skid steers, 3-pt. hitches and ASV.
For more information contact Extractor COM
Inc. at 509/725-8443 / circle no. 254

Grow, turf, grow

Grow turf to the max with Novartis’ new Primo
Maxx, a turf growth regulator that eliminates
odor while providing the same performance of
the traditional Primo Liquid. Primo Maxx fea-
tures a microemulsion concentrate formulation
that contains no petroleum solvents, mixes
clear in water, is odorless and won't clog
screens. Because of its small particle size — 0.1
micron — it mixes completely and will not set-
tle out in a spray tank. Primo Maxx is available
in both 2x1 gal. cases and a 10-gal. LinkPak
container.

For more information contact Novartis at 1-800-
395-TURF or www.cp.novartis.com / circle
no. 255
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See the light

Tired of trying to find a good deck light for his
customers, Garry Ballard, president of North
Oaks, decided to come up with his own. His
lights are low voltage ones for decks, docks,
patios and gardens. Features include cast alu-
minum body, copper vein color power coat to
match decks, 60-in. wire leads and Copper top
on Postmount model. North Oaks claims that
one light illuminates 50 to 60 sq. ft.

For more information contact North Oaks at
888/636-2277 or www.northoaks.com / circle
no. 256

Spread anything

The JRCO stainless steel frame electric broad-
cast spreader fits commerdial riding and walk-
behind mowers and is available with either a
stainless steel foot-operated gate or push/pull
cable. The polyethylene hopper has a capacity
of 2.2 cu. ft. or 130 Ibs. It improves productivity

with increased ground speed and a controlled
5 to 24-ft. spread. The heavy-duty broadcaster
is ideal for spreading all types of granular or
pelletized fertilizer, seed, fire ant bait and ice
melting products.

For more information contact JRCO at 800/966-
8442 | circle no. 257

Super surfer

Great Dane Power Equipment says its Super
Surfer zero-turn stand-on mower stands out
from the crowd because the platform, which is
moved forward from behind the rear wheels,
results in a dramatic effect on the center of
gravity, improved operator comfort and hill
climbing ability. Other features include a float-
ing deck and easy height of cut adjustments,
light and compact design, top speed of 10
mph, Hydro-Gear pumps, 20-in. rear tires, re-
verse speed adjustments, wheel motors with
20% more torque and direct access for blade

change. The Super Surfer is available in 36-, 48-
, 52- and 61-in. cutter decks and engine op-
tions up to 23 hp.

For more information contact Great Dane at
812/246-8770 or circle no. 258

Rugged loaders

Four Mustang 2000 Series skid-steer loaders

boast SAE load ratings ranging from 1,300 to
continued on page 85

The Landscape Management

Handbook

The best single-source reference containing the most current and
comprehensive information on the basics of turfgrass and landscape

management available today!

edited by William E. Knoop
125 pages. softcover » Item #1.SMB830

$2 495

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

the topics golf course
superintendents and students of turfgrass and landscape

¢ Covers all

management need to know

¢ Combines practical information with the tried and true basics
of management Lo provide a single, practical, affordable and

up-to-date text

w Features detailed information, charts, diagrams, figures and

advantage
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Invest in your success! Join PLCAA today and take

of these valuable benefits:

* Fast, friendly service from dedicated staff and

leaders

tables to illustrate key information points

Call 1-800-598-6008
Fax: 218-723-9146  Outside the U.S. 218-723-9180
Order on-line al www.landscapegroup.com

ADVANSTAR MARKETING SERVICES
Customer Service Dept. « 131 W. 1st St., Duluth, MN 55802

Shipping/Tax: UPS—add $5 per order, plus $1 per additional book. International, Hawaii, Alaska,
Canada and expedited shipments—call for rates, Residents of CA, CT, GA, IA, IL, MN, NJ, NY, OH
and TX must add sales tax. Price subject to change. CODE: 950854

¢ Products and conferences to enhance your company’s
professionalism
¢ Discounts on turf and ornamental certification programs
¢ Legislative support and updates on the issues
* Customer recognition of professional affiliation through
use of the PLCAA logo
* Timely business information to boost your bottom-line
o el amlﬂm

And Many More...Join Today!
PlﬂAA Acoclaton o merc o (770) 9775299

1000 Johnson Ferry Rd., NE » Suite C-135 » Marietta, GA 30068-2112 » Web Site: www.picaa.org

v
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GREEN INDUSTR Y EXPO/QOOO

You're INvITED TO THE 11TH ANNUAL GIE -
November 4 - 7, 2000 ﬁ
Indlana Convention Center Indlanapolls, Indiana

What Exhibitors Said % 12 Exclusive Trade
About GIE/99: Show Hours
% “The GIE has quickly % Outdoor Equipment

become our most Demonstration

productive show. % 3 Educational

< “When I come to the Conferences
GIE, I know what to # 300 Exhibiting
expect. The conferences Companies
attract the type of
customer that we want % 6,000 plus Industry
to get in front of.” Professionals

4 “The GE s ita

CONFERENCES | we bring
TRAVEL INFORMATION OUTDOOR EQUIPMENT DEMONSTRATION from our company
Call Travel Worldwide Network at November 5, 2000 everv vedr v
(800) 631-9675 or e-mail them at e
travworldnet@mindspring.com TRADE SHOW fy y
November 6 - 7, 2000 — GIE/99 Attendee
W e N LB g L TOSNeea e n  iete B et :
' YES! | want to know more about GIE/2000.
e= i i
: (3 Send me information on exhibiting my products! '
O PLCAA E 1 Send me information on attending conferences & show! |
@M  Professional Lawn Care Association of America i Contact: i
(800) 458-3466 » www.plcaa.org ! !
- 4 | Title: |
° m i Company: i
- Professional Grounds Management Society i Adaress: E
| Phone: (___) Fax: () |
it m ! Clip and send to: H
W Associated Landscape Contractors of America ‘XJ GIE, 1000 Johnson Ferry Rd., NE, Suite C-135, Marietta, GA 30068-2112 :
(T ) (800) 395-2522 » www.alca.org 1° Fax: 770/578-6071 Phone: 770/973-2019 "y

- Visit GIE at wWWW. gieonline com

Circle No. 140 on Reader Inquiry Card
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products

continued from page 83
2,100 Ibs. Mustang

& claims that the loaders’
axle torque and break-
out force are un-
matched in the industry.
Mustang’s Load Sensing
— * »~ hydraulic system deliv-
ers the precise amount of power needed to any attachment.

For more information contact Mustang at 507/451-7112 / circle no. 259

Portable power wash

The Cyclonator, a modular, recycling, high-pressure wash rack system,
provides a cost effective means of deaning equipment while preventing
ground water contamination and reducing water/sewage costs. It can be
used indoors or outdoors and set-up or taken down in less than an hour.
It has no special plumbing or electrical hook-ups and requires no digging
or concrete work. It comes with wash racks, filtration system and fresh-
water holding tank.

For more information contact Riveer Company at 888/857-7304 / circle no.
260

Big machine performance

Thomas Equipment’s new T-245 HDK skid steer loader combines big ma-
chine strength and power. It has a 2,400-b. lifting capacity and an 87-
net-hp Kubota turbocharged diesel engine. Two 3-in. bucket cylinders
are designed to provide high front-end strength and a breakout force of
more than 6,970 Ibs. Sound insulation keeps noise at less than 85 dBa in-
side the cab. “Quick-tach” attachment mounting makes utilizing a vari-
ety of Thomas attachments a snap.

For more information contact Thomas Equipment at 800/561-5623 / circle
no. 261

1+ Whoever thought a
chipper could be
worldly? Well, that's ex-
actly what Vermeer is
saying its new BC1000
brush chipper is be-

& cause it brings together
the best European and
American design fea-
tures. It's more quiet,
and, at 10x17 in. wide,
it has the largest feed opening in its class. Any debris up to 10 in. in di-
ameter is at this chipper's mercy.

For more information contact Vermeer at 888/VERMEER or v, ver-
meer.com / crcle no. 262

Youte Operz fir
Business on the Web

33 whel‘s
) R

o
Written by internet €
specialist and leading *
author, Joe Tracy @

Web Marketing /ho', 3
APPLIED e.

by Joe Tracy

Item#DMGB100
Over 300 Pages, Soft Cover

eb Marketing Applied, Web

Marketing Strategies for the New
Millennium, is the must-have book for
Webmasters, Web marketers, Web
developers...or anyone involved in
the marketing or promotion of a
Website. Every chapter is filled with
powerful ideas to help you drive
traffic to your site. Excellent for any
industry, business or profession.
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TurfGrass Trends delivers . . .

. . . 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.

| EXRR .
S LN X S g

l"lbr Developments
n Turfgrass Breedi ng

By Dionag Brode, ke 1)

TURFGRASS TRENDS

e disease management e nutrients

e insect management e genetic improvement

e irrigation e weed management e so much more in
every issue!

O Yes! Begin my subscription to TURFGR“S TREND

US.&CANADA............ccoeeennne. O 6 Months $96........... O 1Year $180  » ADVANSTAR rumuicanion
ALL OTHER: COUNTRIES........... ccicceciiamsissssvossusunssssssosss 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 TURFGRAsSS TRENDS.)
O Please Bill Me
(O Charge my subscriptionto: (O VISA (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
TurrGRAss 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
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INTERNATIONAL LAWN, GARDEN & POWER EQUIPMENT EXPOSITION

v/

s The
A Industry
Event!

EXPO is for fun AND profit.

The International Lawn, Garden
& Power Equipment Expo, July 22-24,
in Louisville, Kentucky, offers all this:

Fo% Always

1) The right mix of new products and services
2) Outdoor demonstration space where you can
test drive equipment each day

3) A site that is within a day's drive

of 60% of America's population

4) Affordability with EXPO's hotel
and airline discounts and free shuttles
to and from hotels and the airport

5) International marketplace of products
from 600 manufacturers

6) Free educational seminars packed
NEW FOR 2000 /4 with business-boosting information

Crystal Ball Panel with 7) A Tech Center where you can see
representation from all ; demos of high-tech communications
segments of the industry N products available for your business

ATTEND THIS 8) Technician certification testing
NEWS-MAKING EVENT

SUNDAY, JULY 23! Saturday, Sunday, Monday Call Toll-Free. 800-558-8767

July 22-24, 2000 Iti g

i is a can't-miss event for every
Kentucky Exposition Center business person interested in making
Louisville, Kentucky USA a profit in the outdoor power
equipment industry.

Produced by Sellers Expositions, 550 S. Fourth Avenue, Suite 200, Louisville, KY 40202-2504 U.S.A.
Phone 502-562-1962, Fax: 502-562-1970, web site at http://expo.mow.org
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New Preauct
Introducing the EXTRACTOR ™ A advanced multi
purpose fork attachment developed for NASA’s Lunar

Robotic Program; available now for Skidsteers.
Applications include but not limited to.

Rack and Materril Rentoval

free & Shrub Transplanting

Digeing, Loading,

EXTRACTOR ™

For more information
and video call
Toll Free: 1-800-950-6186

Harrowing Email: renren9@aol.com

Circle No. 157
INFORM ¢ INTRODUCE ¢ INFLUENCE ¢ INSTRUCT

Ribaivis

Reprints of Landscape Mangement 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

Extend your coverage to your website. Custom
reprint packages include an E-Print of the same
ADVANSTAR MARKETING SERVICES

MARCIE NAGY

1-800-225-4569 ext. 2744 » 440-891-2744
Fax: 440-891-2740
Email: mnagy@advanstar.com

article to post on your website.

ARTICLES

- Landsca
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NOT HARMFUL TO ANIMALS OR THE ENVIRONMENT

OO0/
industry

www.l-commdustry com

on the Internet!

Industry will never
be the same,
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EFFECTIVE UP TO 6 MONTHS

Animals
avoid plants
before they bite

—not after !

ANIMAL REPELLENT

Purchase from our

credit card secure website
and SAVE 5%...

WW w.trecworld.com
or call Toll Free:

1-800-252-6051

NATURAL PRODUCT

Made in Sweden

Dealer Enquiries:
Fax: (604) 885-3522
Email: treeworld@sunshine.net

Distributed by:

Tree World™ &

4l ngL\t s
10 N. Gates Ave., Lackawanna, NY, ]4218

DEER, ELK, RABBITS & OPOSSUM
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designed Route Rite” % 32 15 also designed 1o
‘seamiessly integrate with the "Pen Writer™ hand
held software for Windows (E devices. This most
advanced programming masterprece has a umique
“Quick View” design for maximum speed in serviding
your customers, while maintaining maximum profits.
Let our products heip you achieve paperiess 8

past less operation of your routing business.

S ) MNORMAE SOTWARE TECMOLONE I
~ www.gopst.com 800 788 0788
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Seed Aide®

Mulching Granules.

Seed Aide can be applied by
hand or with a broadcast
spreader. No significant
equipment purchase is
required. Seed Aide’s granu-
lar texture absorbs water
rapidly, swells, and as rain-
drops impact the swollen
particle, Seed Aide flattens to
better cover the soil surface.
This reduces sediment and
water runoff. An organic
tackifier holds the mulch in
place reducing soil erosion. A bio-stimulant increases root
mass and enhances the stress tolerance of the turfgrass.

For detailed information,
call 800-207-6457, fax 847-215-0577,
or visit terra-mulch.com.

Circle No. 161

“l earn 78% more with
a FINN HydroSeeder-”’

Brian Kerber, The Lawn Firm, Excelsior, MN

“I 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

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.
i
iINN
H, ceder’

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. 163

AA-TACH

SPECIALIZED

EQUIPMENT

I'he PV-II is the most cost effective Parking
Lot Sweeper on the market today. Take a
look at the advantages over a conventional
truck mounted sweeper

. No need to purchase a dedicated truck
. The PV-1I loads and unloads from YOUR truck in just minutes,
allowing YOUR truck to perform other tasks, like pushing snow,

etc

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

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

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

1-888-922-8224

Circle No. 159
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CLASSIFIED SHOWCASE

MANAGEMENT!

Eachtmmhﬁn
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mdmmuw

Landscape Management, LM Box#,
131 W. First St.,, Duluth, MN 55802

FOR ADVERTISING INFORMATION

AND AD PLACEMENT, CONTACT:

LESLIE ZOLA, 440-891-2670, 1-800-225-4569,
(ext. 2670), Fax: 440-826-2865

Email: Izola@advanstar.com

Business For Sale

Unique lucrative, long established service business
with nursery, acreage and facilities in affluent resort
community. Approximately six acres, plus buildings,
vehicles and equipment. Excellent contracts.
$1,365,000 in gross sales for 1999. Please reply
to Email: janeschwiering@norris-realestate.com

4/00

n WANT TO BUY OR
(T

) G SELL A BUSINESS?
Professional Business

e & Acstion S 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|

BUSINESS OPPORTUNITY- Energetic person
needed to market environmentally friendly liquid
slow-release fertilizer and 0-0-25-17S, chelated
micro-nutrients, drift control, surfactants and many
other products to turf and landscape industry. Buy
direct from manufacturer. Free catalog.
Call: 800-832-9635. Fax: 320-238-2390.
Email: kfranke @clear.lakes.com 11/00

FRANCHISE OPPORTUNITY- NaturaLawn of
America continues to grow at record levels. We
can provide you with our proven marketing and
advertising strategies, proprietary state of the art
natural, organic-based fertilizers, and ongoing
support to grow your business. Isn't it time for you
to join a company on the cutting edge where you
become a leader- not a follower? Call us today at
800-989-5444 to learn how you can become a
NaturalLawn of America franchise owner too.

4/00

Educational Opportunities For Sale (Cont’d)

riz A TANDSCAPE DESIGNER 2%

Home study. Design lawns, courtyards, walk-
ways, gardens, shrubbery. Free literature.

| SEND OR CALL: 800-223-4542 5.5
Name
l Adaress
Age Phone (
l Caty/State
School of Landscape Design, Dv()l GTE604
uau Technology Pky., m DI, Norcross, GA 30092
L

W, ‘RN
Two year AAS degree program in
Golf Course Maintenance Operations
& Landscape Contracting TURBO r[CHNO[OG_I[S, INC.
One year Golf and Grounds Certificate 1500 FIRST AVE, BEAVER FALLS, PA 15010
Fully accredited - VA approved
Expanded learning facilities & new equipment.
Graduate placement assistance available.

1-800-822-3437 www. turboturf.com

Contact: Golf Course Operations -

Landscape Technology Department 4 ®
Western Texas College, Snyder, TX 79549 q .u>

915-573-8511, Ext. 305

by Motorola

NEW!
UHF 460 + VHF 150 + Low Band

Programmed To YOUR System!
[Compatible w/Other Systems]

"Talk te anybedy irom anywhers
on the ceurss or jebl”

Hand Helds from $155.00
Mobiles from $278.00
-Full Year Warranty-

CALL 800-231-0103

SAVE!

FACTORY LIQUIDATION

Wholesale Catalog o% OFF
OORBENCS | SUPER TOUGH

HEAVY I-BEAM

1 888 TIP TOES BUILDINGS
— SRR Perfect for use as

a landscaping
business location.|

40 x 65 (3 LEFT)
40 x 85 (1 LEFT)

50 x 110 (2 LEFT)
60 x 150 (1LEFT)

COLORBLENDS.COM

TULIP BLENDS

that bloom simultaneously

Sales Aids Available:
Marketing Flyers, Posters

= 20 year roof & wall warranty
L] Plen of room for storage &
a worl shop

Prime Steel

Some Other
Sizes Available

WANTED

[ Commercial Landscape Companies 1-800-291-6777 exT 402
F /—\, Call For Our FREE
i Catalog With
4 300+ Innovative
Products that Make e LANDSCAPE DESIGN KIT 3
Your Jobs Easier, 48 rubber stamp symbols of trees,
Safer and Faster! shrubs, plants & more, 1/8" scale

Stamp sizes from 1/4" to 1 /4"
$84 + $6 s/h VISA, MasterCard, or
B MO's shipped next day. Checks delay
4o shipment 3 weeks. CA add 7.75%Tax
= AMERICAN STAMP CO.
12290 Rising Rd. LMM, Wilton, CA 95693

ot6 877162 VoksorFax_TOLL FREE (877) 687-7102

I W.E.CHAPPS, Inc.

More Than Just Chapps!
(800) 816-2427

www.wechapps.com
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CLASSIFIED SHOWCASE

For Sale (Cont’d)

NEW
Horizontal

S e 2

= =—= Aqua Control

Fo u ntai n The beautiful water quality management system

EXCLUSIVE TECHNOLOGY

operates
|, b

An AWARD WINNING and SUCCESSFUL company
in beautiful Anchorage, Alaska is seeking energetic,
career minded individuals to join our young and
rapidly growing company. Take this opportunity to
become part of top management in an honorable
company with unlimited growth potential. Must have

ponds are now possible.
QUALITY ALUMINUM RAMPS
Help Wanted (Cont’d)
* EC3000 Tackifier Thoroughly tested for longevity,
Safety cables hold ramps in place;
application at the BEST PRICE.

Beautiful fountains & high
B Forfull details call
-.—-. o,
800-377-0019
ERPOCSION £ONTERN Worlds best source for
* Hydro Seeders % designed to fit and built to last.
Made out of very strong lightweight, et
T6 aluminum — the same used o
We specialize in providing you
THE RAMP MASTER

volume aerators in shallow
* www.aquacontrolinc.com * quality manufacturer since 1970
T-£-C-H-N-O-1-O-C-I-E-3 Highest Quality loading Ramps
* Straw Blowers *
in the manufacture of aircraft. ' ack I g
Easy to use, tires grip — won’t slip. III'I l I"‘ I“le l : 0"‘ 1€1
with the RIGHT RAMP for your
70 S. Winooksi Ave.

e = & l?““di“%,ll?z bads a minimum of 3 years experience in landscape
\¥ op P e 8'55“;;‘1 e design, sales, and project supervision with knowledge
g COWaY n horticulture and computers. Positions available
One-Stop Shoppin Www.ramp-master.com '
p p p * Landscape Design and Installation Division
e I e, Manager (residential and commercial)
www.ErosionControlTech.com 10 " * Nursery Manager (retail and wholesale)

» Deck and Patio Division Manager
The active season is from March 15 through

— November 15, work 6 to 9 months a year and earn
40x60x 12 Help Wanted a twelve month salary + profit sharing. Alaska offers

“I S—— \ S 7 5 2 3 a variety of recreational activities to indulge in during
— — ’ the off season. This is ideal employment for those

Build It Yourself And Save 10,000 Sizes, All m‘:?m All Steel who love the great outdoors

Buildings. Call Today For A Price Quote And A Brochure.
HERITAGE BUILDING SYSTEMS Send Fax, or Emal Resume to
800-643-5555 Attn; Personnel 7010 Old Seward Hwy. Suite 4
www.metalbldg.com Anchorage, Alaska 99518

Fax: 907-349-4386 e Email: faltzZlan@alaska.net
LANDSCAPE CONTRACTORS

| SEEDLAND.COM | Anyone can plant a flower. Anyone can water a lawn,

But understanding site drainage or knowing the best

Lawn & Turfgrass Seeds types of vegetation to plant based on specific site
Grasses for wam, cool & transition zones. conditions, requires expertise. What is your expertise?
Buy Seed Direct - Commercial Sales Online. Maintenance and Landscape Crew Leaders call today! FOR
(888) 820-2080 Salaried Crew Leaders are eligible for profit sharing, CUSTOMER SERVICE OR
www.Globalseeds.com medical, dental, vision, vzcatlon and holidays SUBSCRIPTION INFO,
Tel: 505.898.9615 Fax: 505.898.2105 CALL 888-527-7008

CLASSIFIED ADVERTISING WORKS!
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CLASSIFIED SHOWCASE

Help Wanted (Cont’d) |

¥2//.7) 27 74

Nationally 11th ranked full service landscape, irrigation,
maintenance, tree care, construction & pool construction
company in South & Central New Jersey is seeking career
minded, skilled and highly motivated professionals to join its
award winning team. Lipinski's goal is to maintain the leadership
position in fandscape for commercial & residential customers
and to redefine the architectural approach in the horticultural
industry as a leading technological edge

Currently seeking

Landscape Designers/Architects/Salespersons
Landscape Construction Supervisors & Forepersons

Irrigation Service Technicians & Forepersons
Landscape Maintenance Supervisors & Forepersons

Lawn & Pesticide Applicators
Experienced Tree Climbers
Tree Salespersons
Fax or e-mail resume to
Katy Kelly - Human Resource Manager
Lipinski Landscape & Irrigation, Inc.
PO Box 605, Mt. Laurel, NJ 08054
Fax: 856-234-0206. E-mail: katy@iipinskiland.com

MANAGEMENT CAREERS
Looking for a new challenge?
Visit our Web site for the latest
career opportunities.

It’s quick, convenient, confidential.

www.greensearch.com

~ ,/: Y

GreenSearchtg

Specialints In Providing Mansgers for the Oreon lndutry | ®
E-mail: inffo@greensearch.com

Toll free: 888-375-7787 Fax: 770-392-1772

#h

TANDEM
LANDSCAPE
COMPANY

BRANCH MANAGER

Industry leader, award winning, full service firm in
Chicago western suburbs seeks aggressive sales
and client-oriented individual to be accountable for
a multi-million dollar growing branch operation and
be part of the senior management team.
Responsibilities include sales growth, budgets,
estimating, bidding contracts, quality control, train-
ing and staff development, motivating sales staff,
client interaction, operations management and
branch profitability. Horticulutre/Business degree
or similar a must, along with working knowledge of
all grounds mantenance operations and proven
leadership and sales record. This is an excellent
career opportunity for an energetic, goals oriented,
proven leader with excellent interpersonal and
communication skills with possibilities for
advancement to manage multiple branches within
the Chicago Market. We offer excellent salary and
benefits package (including a very impressive pay
for performance incentive program, car allowances,
health insurance, 401k and more). To join an
aggressively growing firm and for immediate confi-
dential consideration, call/fax/or mail resume to:

TANDEM LANDSCAPE COMPANY

Atin: Blaine Owens
33W480 Fabyan Parkway, Suite 101
West Chicago, lllinois 60185
(630) 232-1700 Fax (630) 232-6370

NaturalLawn of America, the nation's
leader in organic-based lawn care, is
seeking experienced managers and
technicians to fill expansion opportunities
in a number of states.

Naturalawn of America was ranked #1
by Success Magazine for being the
fastest growing lawn care company in
America, #1 environmentally responsible
lawn care company, and #1 natural
organic-based franchise opportunity.
Starting operations in 1987 and
franchising in 1989, there are now almost
50 Naturalawn® of America locations
throughout the United States.

So, if you are tired of too many
chemicals and want to get on a career
fast track, then send your resume and
salary requirements, in confidence, to:
NaturaLawn of America

1 East Church Street

Frederick, MD 21701

Fax: 301-846-0320

e-mail: natural@nl-amer.com

iIClans

ers ¢* Techn

Please visit us at www.nl-amer.com

#h

TANDEM
LANDSCAPE
COMPANY

LANDSCAPE ARCHITECT

Award-winning full-service landscape firm seeks
an experienced LA/Project Manager dedicated to
excellence in landscape design and customer
service. Design, estimate, support sales staff in
selling process, and oversee quality control and
installation of your projects. Minimum 5 yrs.
design/build and renovation experience in com-
mercial, industrial and retail projects. Exceptional
benefits package. Fax or mail resume to:

TANDEM LANDSCAPE COMPANY
Attn: Mark Sorrentino
33W480 Fabyan Parkway, Suite 101
West Chicago, lllinois 60185
(630) 232-1700 Fax (630) 232-6370

THE BRICKMAN GROUP, LTD.

Careers in landscape management
available in:
Colorado — Connecticut
Delaware — Florida
Georgia — Illinois
Indiana — Maryland
Missouri — New Jersey
New York — North Carolina
Ohio - Pennsylvania
Texas — Virginia
Wisconsin
E-mail: jobs @brickmangroup.com
Web site: www.brickmangroup.com
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CoOLORADO CAREER OPPORTUNITIES

CoCal Landscape, based in Denver, has openings
for Superintendents & Foremen, Irrigation
Installers and Sales Representatives.

Work with a national award winning contractor,
who provides excellent compensation and benefits:
401(k), Health Insurance, Cafeteria Plan, Employee
Assistance Program, Vacation and Holidays,
Educational Assistance and Bonus Programs.

Our commercial installation projects range in size
from $300,000 - $2 million from Colorado Springs
to Denver to Fort Collins.

The Rocky Mountains offer world class recreation,
including skiing, major sporting events and much
more, plus an average 300 days of sunshine per
year! If Colorado peaks your interest, please send
resume to:

Sandra Fleischer

CoCal Landscape

3850 E. 48th Avenue

Denver, CO 80216

Phone: 303-399-7877 « Fax: 303-399-7577
Website: www.info@cocal.com

¢ Colorado Springs  * Denver  « Fort Collins

HEYSER LANDSCAPING

A DIVISION OF OMNI FACILITY
RESOURCES, INC., THE FASTEST GROWING
SERVICE COMPANY IN THE INDUSTRY:
has career opportunities available to join our
full-service landscape team. Offices located
throughout the East Coast and the Midwest.

Sales Management
Production Management
Construction Management
Field Positions

SALARY COMMENSURATE WITH
EXPERIENCE, FULL CORPORATE
BENEFITS PACKAGE. CALL 1-800-462-0343,

borialiion

We place Green Industry Professionals,
with proven track records,
with Quality Companies.
Candidates interested in advancing their careers
OR companies needing to fill a position,
Call: 419-478-3202 or fax your
information to: 419-478-4009. By mail:
HORTICRUITERS
PO Box 6458
Toledo, Ohio 43612
All Inquiries Are Kept Confidential

SEARCH JOBS « POST JOBS * ONLINE
* www.greenindustryjobs.com

* www. landscapingcareers.com

* www.irrigationjobs.com

* www.nurseryjobs.com

LET CLASSIFIEDS WORK FOR YOU!
Call Leslie Zola: 1-800-225-4569 ext. 2670
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Help Wanted (Cont’d)

JACK’S NURSERY INCORPORATED
LA and MS’s #1 Landscape and Irrigation
contractor seeks two commercial
Project Managers with five (5)
years experience in Commercial Landscape
and Irrigation installation. Bi-lingual a plus.
Exceptional compensation package,
including salary, benefits, bonus potential
and advancement opportunities. Mail resume to:

Kerry Rotolo
894 Robert Blvd.
Slidell, LA 70458
Fax to: 504-643-2691
Or E-mail to:
kerry @ jackslandscape.com
for confidential consideration.

IMMEDIATE OPENINGS!
Great Opportunities
for experienced
* Landscape Design / Sales person
* Foreman
* Laborers
Excellent salary and benefits available.
New Image Landscape, Inc.
Troy, Michigan
Call Now! 248-588-4300

WESTERN STATES
RECLAMATION, INC.

A sixteen year old landscape revegetation
and erosion control company in Broomfield,
Colorado who is recognized for our excellent work.
We seek to fill the following positions:

* Project manager Revegetation/Landscape
» Estimators - Senior & Entry Level
* Irrigation Superintendent
* Landscape Superintendent
* Reclamation Superintendent/Foreman
If you are qualified, you will receive above
average wages, excellent medical benefits,
401K/profit sharing, company vehicle,
(Superintendents & Project Mgrs.),
relocation allowance incentive program
& working in a great team environment!
All positions are full time, year round.
Check our website @ www.Wsreclamation.com
Fax resume to: 303-465-2478 or mail to:
WSRI, 11730 Wadsworth Blvd.
Broomfield, CO 80020

Need Workers Next Year? Seasonal H-2B workers
from Mexico for up to 10 months who can only work
for you. Process takes a minimum of 120 days. So
start NOW for next season and solve your labor
problems. Call: Bob Wingfield, 214-634-0500.
www.amigos-inc.com. 4/00

CHEMICAL SALES REPRESENTATIVE- Come
join one of the largest Vegetation Management
Companies in the United States. DeAngelo
Brothers, Inc. has immediate openings for Chemical
Sales Representatives throughout the U.S.
Responsibilities include direct marketing of DBI's
full product line of chemicals and related equipment
throughout a regional territory. Horticulture or
related degree desired, with a working knowledge
of Vegetation Management Chemicals (minimum
two years experience). Qualified applicants must
have strong interpersonal communications skills.
The candidate chosen will work out of a DBI
Regional Office and must enjoy travel. We offer an
excellent salary and benefits package, including
401(k) and company paid medical coverage. For
confidential consideration, please forward resume,
including salary history and geographic preference
in cover letter. Send or fax resume to: DeAngelo
Bros., Inc. Attn: Charlie Sizer, 100 N. Conahan
Drive, Hazelton, PA 18201. Fax: 570-459-5500.
EOE/AAP/M-F 11/00

ALASKA: Nursery Manager- A successful,
aggressive company in Anchorage, Alaska is seek-
ing an energetic, self-motivated, honest, flexible
individual to join our team. Must have horticultural
knowledge and be familiar with ornamental pest.
Needs to be able to instruct and supervise daily
work activities and maintain a large nursery. Needs
to be able to greet the public and have strong sales
skills. Possibly a year round position. Health insur-
ance available. Send Resumes to: Evergreen
Landscaping Inc., 205 East Dimond Bivd. #150,
Anchorage, AK 99515 4/00

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. 12/00

LANDSCAPEJOBS.COM- National Search for
Landscape Professionals. See what we can do for
you, check out our website: www.landscapejobs.com
This month's hot job: SENIOR CREW MAINTENANCE
MANAGER. CALL: 1-888-729-LAND. 4/00

IMMEDIATE POSITIONS AVAILABLE - Fast
paced firm servicing North Florida and its surrounding
areas has openings for maintenance foreman,
irrigation foreman, landscape foreman and pesticide
applicators. Year round employment, excellent
salary and benefits package. We provide an
innovative team environment that promotes
TREMENDOUS GROWTH POTENTIAL. For
immediate consideration call 850-877-7056. 5/00
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cleanup crew

THIS AND THAT

]Ea ys to be
tning fast

BY JASON STAHL

One afternoon,
just before
lunchtime, my
crew members
around me sud-
denly dropped
their tools and
raced wildly for
the mainte-
nance vehicles. Standing there
dumbfounded, | watched as some
piled into the Cushman, others into

The remarkable
Mr. Hinton

The labor shortage being what it is, it's a
pleasure meeting somebody like James
Hinton, center. Hinton worked for the
grounds department of the University of
North Carolina at Greensboro for 31 years,
retiring 12 years ago. But retirement wasn't
his style, so Hinton returned to the grounds
department last year. Sports turf manager
Peter Ashe, left, and physical plant supervisor
Chris Fay, right, say that Hinton, 77, is an
excellent employee. On most days he oper-
ates a larger riding mower on campus.

WOOD WOULD BE GOOD

the dump truck. The only vehicle that Sure, you know your plants but do you know which woods work best for various hard-

remained empty was an ugly ol’ or- scape projects? According to the Old Farmer’s Almanac, these woods work best:
ange thing we called the “UV,” short Doors Birch, oak
for utility vehicle. Siding Western red cedar, cypress, redwood

Forty minutes later, when | finally

arrived back at the shed for lunch, | s Cosdar cypress rehuea

realized why no one had wanted to Fence posts Black locust, Osage orange, white oak, cedar, cypress, redwood,
drive the UV. It stood no chance in a catalpa, chestnut

race versus one of those kiddie cars Gates & fences Douglas fir, western larch, southern yellow pine, redwood,

at the carnival. it made crossing busy white oak

Lake Road like a game of Frogger, Decking, outdoor White oak‘,k locust, redwood

except this frog had two broken legs. steps, porches
Only one other time did | get stuck

driving the UV that summer — | got :
hip-checked at the last minute by a Elvis was alive and well at a Lz
kid twice my size. Soaking wet from Vegas reception that was parf of

a rain storm (the UV not only was the recent ALCA Executive

slow but had no top), | arrived back Forum. Landscape Management

at the shed only to see my fellow executive editor Sue Gibson (cen-

workers doubled over from laugh- ter) and Stano Landscaping’s

ter...(Watch for my next installment Mitch Rolsky (right) pose with

coming soon) two Las Vegas locals and their fa-
vorite Elvis impersonator/land-
scape contractor, otherwise

Do you have any horror stories known as Chris Kujawa of Ku-
about your job? If so, contact jawa Enterprises, Milwaukee (left
Jason Stahl at 440/891-2623 or center). Gibson noted Kujawa's

e-mail at jstahl@advanstar.com Elvis was “surprisingly good, in a
town full of Elvis wannabes.”

96 LANDSCAPE MANAGEMENT / APRIL 2000 / www.landscapegroup.com



mailto:jstahl@advanstar.com

ST EE TRIMEC
Tunr Esrm

W ODOI
BNOADLEAF NERBICIDE

Only the weeds o -
will know you’ve been there,

When a low profile is important,

odor can be a problem. Trimec® Fon “Y Pbi /cordon
broadleaf herbicides now offer “En nnnl[“’ |:| corporation
two low odor options — Trimec® s o s
Classic and Trimec® Turf Ester — l“'"ic “As

to give you the broadest spectrum “'E snlmlo“ 1-800-821-7925

of weed control available. And www.trimec.com
there’s no offensive odor to cause ] , i) ;

concerns. Shouldn’t the turf you acres treated - e
manage be Trimec® turf?

© 2000, PBI/GORDON CORPORATION TRIMEC® is a registered trademark of PBI/Gordon Corporation
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THE POWER OF ONE.

L-R
Bobby Gonzalez

Assistant Director of ‘
Facility Operations

eDick Hahne
~ViceRresweqt of
Operations

Russ Tysinger
Director of
Facility Operations

This year, some of the top teams
at Daytona are using our machines.

BOB-CAT. BUNTON'. RYAN:. Just off the high-banked asphalt

of Daytona International Speedway, you'll find three of the top teams around. And while
l%’ the red lines on their machines don’t approach 9,000 rpm, they perform like champions on

parts of the track other drivers dare not tread. On the infield, Bob-Cat®, Bunton® and Ryan

» deliver the awesome grounds care performance and unmatched precision that no million-
INTERNATIONAL SPEEDWAY ;) |ar racecar can match. As the Official Grounds Care Equipment Supplier of Daytona

OFFICIAL GROUNDS CARE : . : : ; G s .
EQUIPMENT suppumm International Speedway, Textron Turf Care And Specialty Products builds the machines
these Daytona drivers count on for winning results from start to finish.

Call us at 1-888-922-TURF or visit us at www.ttcsp.textron.com and put your drivers
Circle No. 104 on Reader Inquiry Card on the right track.
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