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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 

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.mach-2.com 

MACH 2 
TURF INSECTICIDE 

IT'S ALL YOU HEED 
TO PREVENT OR CURE. 

Circle No. 101 on Reader Inquiry Card 

VRohMid L L C . Company ©1999 Always read and follow label directions. 

MAN NATURE 
OF BOTH WORLDS. 

http://www.mach-2.com


Should you buy our independent suspension 
mower because it's more comfortable? 

Or because you can mow faster? 

Yes. 

Some time ago, we all agreed the world is not flat. Bumps, ruts, divots, holes. 

Day after day, they take a toll on you, your equipment and your 

profits. That's why we developed independent suspension for the 

riding mower. Our ProCut Z with IS® suspension smoothes out the 

roughest turf, so you can mow comfortably from 

lawn to dusk. And because IS® also allows you to mow 

faster, you can service more customers. Which means you can make more money. Of course 

we're assuming you do like money, right? For more information, call us at 1-800-933-6175. 

The ProCut Z. The only riding mower with independent suspension. 

FERRIS 

F e r r i s I n d u s t r i e s • 5375 N. Main S t . • M u n n s v i l l e , NY 13409 • w w w . f e r r i s i n d u s t r i e s . c o r 
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These enterpr is ing landscape professionals have f o u n d ways 
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Bring m e o n the job. 
Cal l G M C at 1 - 8 0 0 - G M C - 8 7 8 2 
O r visit w w w . g m c f o r w o r k . c o m . 

U S A 999 
P r o u d S p o n s o r of t h e 

2 0 0 0 U . S . O l y m p i c T e a m 

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

Vehicles s h o w n with equipment from an independent supplier. S e e owner 's manual for information on alterations a n d warranties. 
36USC220506 © 2 0 0 0 G e n e r a l M o t o r s Corporat ion. All rights reserved. 

I l ive for w o r k . 
When your business relies on the growing season, every day is a push for profit. 

The G M C * classic Sierra" 3 5 0 0 H D can take the heat. It offers a base payload 
capacity of up to 9,232 lbs 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 2 9 0 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. 

The classic Sierra is relentless power and 
reliability at your command. Do one thing. Do it well? 

http://www.gmcforwork.com


WE GUARANTEE TALSTAR 

INSECTICIDES WORK. 

{OF COURSE, T H E R E ' S NO L I V I N G PROOF. } 

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

W h e n you use Talstar® insecticides, we'l l 

guarantee long-last ing pe r fo rmance 

against a broad spectrum of insects, 

or your m o n e y back. That 's 

because Talstar® insecticides 

have the longest proven residual 

in the industry, providing up to 6 

months control of target pests. 

The active ingredient, bifenthrin, is 

the only b iphenyl pyre throid available in 

the industry. And since bifenthrin contains no 

alpha-cyano group, Talstar® insecticides won ' t 

cause the skin or throat irritation experienced 

with other pyrethroids. 

Talstar® insect ic ides can solve y o u r t o u g h -

est insect p rob lems . In and a r o u n d bui ld ings , 

on lawns and o rnamen ta l s , even on golf 

courses , Talstar® insect icides con t ro l a b road 

s p e c t r u m of insects and mites . 

T h e water-based flowable and the granular 

formulat ions can both be safely applied to 

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

sensitive turf and ornamentals wi thout damage or 

burning. Plus, they're easy to handle and arc 

odor-free at label rates. 

Find ou t m o r e about o u r 

n e w money-back guarantee for 

Talstar® G C Granular Insecticide, 

T a 1 s t a r ® G C F l o w a b l e 

Insect icide/Mit icide, Talstar® PL 

Granular Insecticide and Talstar® Lawn 

& Tree Flowable Insect ic ide/Mit ic ide* 

Contact your F M C authorized distributor or call 

1 -800-321-1 F M C . 

^ ite" 
IMS 

** • -

-FMC 



B Y S U E G I B S O N / E X E C U T I V E E D I T O R 

The power of planning 

Remember where you wanted to be by 
now? Are you there yet, or are you 
too busy putting out fires to think 
about plans for July, or 2001 or even 
2010? 

Harvard Business School once did 
a study of a graduating class and their 

progress 20 years later. While most students had goals 
at graduation, not all achieved them. It helped a lot if 
they had clear and specific goals at graduation, for 
there was a dramatically higher chance of achieving 
them. But what was even more remarkable was that 
80% of those who actually wrote down their goals 
achieved them. 

That's probably not so much a testament to being a 
purposeful, organized person (although that doesn't 
hurt) as it is an insight into the power of planning, for 
the act of writing a goal is very complex. It involves 
thinking it through and defining exactly what you 
hope to achieve, how you'll measure success and how 
you plan to get there. Writing formalizes it and makes 
it more of a commitment. 

I was fortunate to sit with several landscape con-
tractors at ALCA's Executive Forum as they discussed 
their problems dealing with growth, or in some cases, 
"hypergrowth." As they shared their concerns, some 
common threads emerged: 

• Growth, like a virulent infection, can take over 
before you're aware you're in trouble. 

• When you grow too fast, it can throw your 
whole operation into chaos. 

• You might see hypergrowth on the horizon, but 
unless you have a solid plan to deal with it, you're 
going to have problems. 

• If you can plan for growth, you can handle growth. 

You might see h y p e r g r o w t h on the horizon, 
but unless you have a Solid p lan to deal w i th it, 

you're going to have problems. 

This group was smart, experienced and savvy 
(some even had five-year plans). Yet, growth am-
bushed them. 

Planning for change 
So what can you do? Don't plan all the time, but it 

does pay to plan regularly, and to be specific, fore-
sighted and imaginative. A relative told me that the 
best mothers were those who were the most imagina-
tive, because they imagined the potential problems 
and dangers that could happen to their children and 
tried to take steps ahead of time to avoid them. They 
aren't being overprotective, just anticipatory. 

It's the same thing with your operation. You have 
to anticipate your competitor's tactics, hiring short-
ages, cash flow problems, good or bad weather, eco-
nomic downturns and too much growth, too fast. You 
need a solid, specific plan that will get you from Point 
A to Point B. And you must take time to revise that 
plan, develop an emergency Plan B for those unex-
pected new fires to put out. 

Those plans will make you ready to invest in a new 
service, tackle a long-term problem or move your qual-
ity up to a higher level. Those plans will give you the 
power to change. 

Contact Sue at 440/891-
2729 or e-mail at 
sgibson@advanstar.com 

mailto:sgibson@advanstar.com


It's called "Maximum Effort" — giving everything you've got., 

and then some. We call it Echo Pro Performance! 

Inside every Echo power tool beats our world-class, two-stroke 

engine, delivering maximum performance and reliability when 

you need it most — every hard-working day. 

Built by the team that knows exactly what professionals 

need: quality, durability and power. 

For more information call 1-8QO-432-ECHO (3246). 

The Pro Performance Team TM 

© 1999 Echo, Inc. 





events 
WHAT, WHEN & WHERE 
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Proid f pporter of these green iidiitry prtfeiiioaal irgaiiiatini: 

July 
12 Maryland Turf grass 
Research Field Day & Open 
House I Paint Branch Turfgrass 
Research Facility; John M. Krouse; 
301/403-4234 

1 3 - 1 5 International 
Irrigation Expo I Leon 
Guanajuato, Mexico; (461) 
60427,25977,25985 

1 3 - 1 6 ANLA Convention 
and Executive Learning 
Retreat I Vancouver, BC; 
202/789-2900 

1 3 - 1 6 ALCA Summer 
Leadership Meeting I San 
Diego, CA; 800/395-2522 

1 5 - 1 8 Texas Turfgrass 
Association Conference and 
Show I Galveston, TX; 409/690-
2201 

2 5 Midwest Regional Turf 
Field Day I West Lafayette, IN; 
765/494-8039 

3 0 - 3 Plant Growth 
Regulation Society of 
America meeting I Kailua-
Kona, HI; www.griffin.peach-
net.edu/pgrsa/ 

August 
3 University of Illinois 
Turfgrass, Nursery, 
Landscape, and Trial Garden 
Field Day I Urbana, IL; 217/333-
7847 

8 - 1 2 APLD Summer 
Conference I Toronto, Ontario; 
630/579-3268 

9 - 1 0 Penn State Turfgrass 
Field Days I University Park, PA; 
814/863-3475 

MAA 

a n H A 
Amer ican N u r s e r y & 

Landscape Association 

# 

4 Member 

The Irrigation Association 

A 

m 

Associated Landscape Contractors of America 
150 Elden Street, Suite 270 
Herndon, VA 20170 
703/736-9666 
www.alca.org 

American Nursery & Landscape Association 
1250 I St. NW, Suite 500, 
Washington, DC 20005 
202/789-2900 

Independent Turf and Ornamental 
Distributors Association 
25250 Seeley Road 
Novi, Ml 48375 
248/476-5457 

The Irrigation Association 
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.O. Box 1094 
Amherst, NH 03031-1094 
603/673-3311 
www.natlarb.com 

Ohio Turfgrass Foundation 
1100-H Brandywine Blvd., 
P0 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 

1 8 - 2 1 Turfgrass Producers 
International Summer 
Conference and Field Days I 
Spokane, WA; 800/405-TURF 

2 2 - 2 4 International Lawn, 
Garden and Power 
Equipment Expo I Louisville, 
KY; 800/558-8767 

2 4 - 2 5 PLCAA Legislative 
Day On The Hill I Washington, 
D.C.; 800/458-3466 

2 5 - 2 7 Penn Allied Nursery 
Trade Show I Fort Washington, 
PA; 800/898-3411 

10 Michigan Nursery and 
Landscape Association's 
Summer Field Day I Okemos, 
Ml; 800/879-6652 

1 4 - 1 8 Florida Turfgrass 
Association Annual 
Conference and Show I 
Gainesville, FLA; 800/882-6721 

15 Cornell Field Day I Ithaca, 
NY; 607/255-1792 

2 3 Michigan Turfgrass Field 
Day/Lansing, Ml; 517/321-1660 

3 0 - 2 CIPA Annual 
Conference I San Jose, CA; 
707/462-2276 

PgMS 
# 

RISE 

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

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

Responsible Industry 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 
Council Bluffs, IA 51503-8552 
712/366-2669,800/323-3875 
www.aip.com/stma 

Turf and Ornamental Communicators Association 
P.O. 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


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. 

P f l U M P l Agricultural Chemicals Department 
I ? " " 1 * 1 f l i 100 Independence Mall West / Philadelphia, PA 19106 
i H H H S 1-800-987-0467 / www.rohmhaas.com 

O 1999 Rohm and Haas. ALWAYS READ AND FOLLOW LABEL DIRECTIONS. Eagle is a registered trademark of Rohm and Haas Company. T-O-312 12/99 

http://www.rohmhaas.com


(OHSTtLldTIO A L 

Irrigation Control Systems 
for the 22nd Century. 

Satellites, valves, sprinkler heads. It takes only a few basic components 

to irrigate a landscape. But successfully managing that landscape adds 

responsibilities for conserving resources and optimizing environmental 

factors as well. That's where a Constellation Central Control System 

from Union Tools Irrigation can really pay off. Whether in new or 

retrofit installations, its unprecedented flexibility in both hardware 

and software design lets you configure solutions to present needs-

while providing cost-effective upgrade paths to the future. 

1 

OT# 
UNION TOOLS' 
IRRIGATION. INC. 

For more information on our 3-tier software 

based technology, call 800 433.8766 FAX 800 825.2741 

Or visit our website: www. utirrigation. com. 
Circle No. 109 on Reader Inquiry Card 



B Y R O N H A L L / S E N I O R E D I T O R 

WHy not raise a sweat? 

If you're in the lawn care business, late July 
can be dull, particularly if this summer gets 
as dry as last summer. 

It's an excellent time to take a few days 
off to visit Washington, D.C. and participate 
in PLCAA's Day on the Hill scheduled for 
July 24 and 25. You can still be a part of it if 

you contact PLCAA soon so they know how many 
plates to set for dinner. About 100 lawn care company 
owners/managers and family members usually attend. 

Here are some reasons why you should make the 
trip, particularly if you've never done it before: 

^ Even though it'll likely be 90° F and the air will 
be as thick as water, you'll make new friends and con-
tacts as you spend a morning beautifying Arlington 
National Cemetery. Trust me on this — you will. 

• You'll gain new insight on legislation that affects 
the industry and, ultimately, your business. 

^ You'll walk your feet to the nubs on Capitol 
Hill, hiking through congressional office buildings, 
meeting aides and, perhaps, talking with your senator 
or member of congress. But, mostly, you'll walk. You 
can use the exercise, right? 

^ For even more fun, PLCAA is planning an 
evening cruise down the Potomac. 

We at LM have been to every Day on the Hill, and 
something new — and usually unexpected — happens 
at just about every one, like the first one in 1990. 

That spring, the General Accounting Office 
(GAO), the investigative arm of the U.S. Congress, is-
sued a report strongly criticizing some application 
companies for providing "false or misleading pesticide 
advertising" concerning the safety of the products they 
used on clients' lawns. The report prompted several 
U.S. senators to initiate a subcommittee hearing on the 

At PLCAA's Day o n t he H i l l you'l l make new 
friends as you help beautify Arl ington National 

Cemetery. It'll be 90° and you'll love it. 

Illi M i l \ 
PLCAA prez Gerald Grossi, left helped at Arlington in '99. 

use of lawn care chemicals — the very day that we and 
about 50 LCOs gathered in D.C. We hustled to The 
Hill just in time to give our side of the story. 

The following spring, 1991, the same senators 
drafted a bill restricting the use of lawn and landscape 
chemicals. It was a bad bill. Again, lawn care support-
ers testified before Congress (the second PLCAA Day 
on the Hill) and helped convince the senators to allow 
the proposed legislation to dry up and blow away. 

There have been no lawn care hearings since 1991 
and none are planned for this summer. 
But you can bet a lot will be going on _ 
at PLCAA's 10th annual legislative / 
event in July. Be a part of i t 
................................................... 
Contact Ron Hall at 440/891-2636 
or e-mail at 
rhall@advanstar.com 

green side up 

mailto:rhall@advanstar.com




Before Dursban insecticide, insect pests were, shall we say, a little out of control. 
Then Dursban came along and helped you get them under control. Low odor Dursban Pro 
has the power to protect turf and ornamentals from more than 4 0 . 

. . . . . . . ... . . . . i wDowAgroSciences 
280 insect species, all while providing long residual control. 
Simply put/when you apply Dursban Pro, insect pests are history. I | | I f C n £ M l 

www.dowagro.com/turf 1-800-255-3726 Always read and follow labef directions. 'Trademark of Dow AgroSciences LLC Specialty insecticide 

http://www.dowagro.com


my way 
T O N Y B A S S / G U E S T C O L U M N I S T 

You wil l 
closing a sale 

This process closes sales 

The way you prepare and present your 
proposals increases the perception of 
value to your products and services 
when those proposals are being com-
pared to your competitors'. At Bass 
Custom Landscapes, we have estab-
lished a standard process that is used 

in every proposal. Seldom do we give bids. Many com-
panies give free quotes. However, if you provide ideas 
and information for a solution to Mr. Prospect's prob-
lem or an opportunity to meet with one of our land-
scaping experts, your prospect will understand you are 
providing something of value. 

Our proposals are eight to nine pages and the order 
guides our estimators through the sales presentation, 
which is the same for each estimator. This process 
keeps our close ratio above 50% and protects our com-
pany from changing or altering our promises to all of 
our clients. 

• Cover sheet We begin with a cover sheet that re-
states what kind of service or proposal the client has asked 
for. Use the client's exact words in naming the proposal to 
show you were listening during the walkover. 

• Company profile. Every proposal begins with a 
one page company profile that gives you a chance to 
tell your company's story. You must establish who's 
going to be responsible for the personalized service the 
landscape business is known for. 

• References. We then provide references and in-
formation about our company's licenses and insurance. 
You'll increase your potential for closing the sale when 
you provide recognizable names or projects similar to 
the project you're selling. 

• Explanation of services. Pages four and five in-
clude a detailed explanation of our services which helps 

to build an awareness of the value of our services. 
• Price sheet Page six is the price sheet. Prices are 

always on one page. We always price the add-on ser-
vices, even if the client doesn't ask us to. This creates 
the opportunity for add-on sales in the future with a 
lot less effort. Move discussions about the price as far 
back in the proposal as possible because you set up the 
perception of value this way. 

• Guarantee document. Page seven is our guaran-
tee document where we state in writing exactly what 
the customer can expect from our company. The fol-
lowing are two of the thirteen statements located in 
our guarantees: 1) Our employees will be in uniform 
while working on your property. 2) Our staff will have 
the proper training to do the job you hire us to do. Re-
flect for a moment on services that your company does 
well, and put it in writing! 

• Company newsletter. Page eight is our latest 
company newsletter provided monthly to all of our 
regular clients. By pointing out the feature articles on 
irrigation programming, upcoming chores and seasonal 
specials, our potential clients feel like this gets them on 
the inside] 

Marketing comes in many forms: advertising, public 
relations, risk reversal, referrals, salesmanship, direct 
mail, telemarketing and others. You can make minor ad-
justments to processes and systems that you already have 
in place and major improvements in your effectiveness. 

— This article is from a presentation that Tony Bass 
delivered in February of2000 to the Ohio Landscape 
Association. The author is the owner of Bass Custom 
Landscapes and Super Lawn Truck of Bonaire, GA. 

• He is a speaker and consultant with Vander Kooi 
Associates, Littleton, CO. 

drastically increase your potential for 1 -
when you provide recognizable projects 

similar to the one you're there to sell. 



Working To Enhance Our World 
United Horticultural Supply is your source for professionals who have the technical expertise 

and can provide all the products you need to be a success in today's competitive market. 

• Fertilizers 

• Herbicides 

• Fungicides 

• Insecticides 

• Turf Seed 

• Soil Amendments 

• Adjuvants 

www.uhsonline.com • national toll-free number: 1-800-847-6417 

Equipment 

Colorants 

Aquatic Products 

Micronutrients 

Wetting Agents 

Plant Growth 
Regulators 

United 
Horticultural Supply 

Call today for a free product guide containing 
a comprehensive listing of available items. 
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Three sure signs of weed control 

Featuring Chaser® Ultra, the 
newest member of the latest 
generation of three-way herbicides 
• A family of superior cool or warm season performers 

that control broadleaf weeds such as dandelion, 
clover, chickweed, plantain, oxalis and spurge 

' Chaser® Ultra, made from the amines of Clopyralid, 
MCPA and Dichloroprop-p, is also effective on a broad 
spectrum of other weeds that are much harder to 
control such as ground ivy and Canada thistle 

www.uhsonline.com 

Chaser® Ultra is not made with 2,4-D and because it 
does not contain Dicamba, it's better for use around 
shallow-rooted ornamental plants and trees 
Chaser and Chaser 2 Amine are economical Triclopyr 
and 2,4-D formulations with excellent turf safety and 
superior control of hard-to-kill weeds 
Use Chaser in cooler weather such as the spring and 
fall and Chaser 2 Amine when days are warmer for 
year-round control 

United 
Horticultural Supply 
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T H R E E - W A Y 
H E R B I C I D E 

CHASER 2 CHASER 
H E R B I C I D E 
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Harmony to 
construct plant 
CHESAPEAKE, VA — Harmony 
Products announced that it plans 
to construct an organic fertilizer 
plant in Harrisburg, VA through its 
subsidiary, Harmony-Shenandoah 
Valley, LLC. 

Sun Marketing 
new Swinger rep 
EAGAN, M N — Sun Marketing has 
signed a manufacturer representa-
tive agreement with Swinger, a 
loader division of NMC-Wollard. 

Web sites form 
partnership 
BOULDER, CO — e-Greenbiz.com, 
Inc., an e-commerce Web site serv-
ing the business-to-business needs 
of the Green Industry, has formed a 
strategic partnership with Horti-
copia, Inc. The agreement gives e-
Greenbiz.com exclusive rights to 
Horticopia's comprehensive plant 
database. 

Wright Mfg. 
moving to expand 
GAITHERSBURG, M D — W r i g h t 
Manufacturing, Inc., is moving its 
headquarters to a new building in 
Frederick, MD, 21 miles north of its 
present headquarters. Construc-
tion on the building, which will 
more than double the capacity of 
the company's current facilities, 
should be complete by October, 
says Bill Wright, president. More 
company news at 
www.Wrightmfg.com. 

continued on page 22 
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Landscape Management, Athletic Turf, Golfdom 
win 10 TOCA awards 
BOSTON, M A — For the fourth straight 
year, Landscape Management took home 
the most writing and design awards of any 
magazine at the annual meeting of the Turf 
and Ornamental Communicators Associa-
tion (TOCA), held in Boston last month. 

In all, Landscape Management won five 
awards, three in writing and two in design. 
Sister publication Golfdom earned four 
awards, and Athletic Turf one. 

Landscape Management's executive edi-
tor Sue Gibson and senior editor Ron Hall 
teamed up to win first place for their opera-
tions profile article, "Award Winning Land-
scape Management: Westfield Companies," 
and their business management article, 
"Busting Through the Charts." Hall added a 
merit award for his column, "Rockin with 
Sam and Fred at Walnut Creek." 

In his role as editor-in-chief of Athletic 
Turf, Hall scored first place for his moving 
column, "One Tragic Oversight," about 
two college students who were electro-
cuted when an aluminum goal post they 
were moving touched a power line. 

"Sometimes we're so busy doing 'what's 
important' we overlook what's Very im-
portant,'" Hall said about his column. 
"Making ball fields safe and beautiful is im-
portant; watching out for friends and co-
workers is more important." 

Graphic designer Lisa Bodnar won two 
more awards for Landscape Management, 
both in cover page design: first place for 
"LM 100" (Sept. 1999) and merit for 
"Green Book 2000" (Dec. 1999). 

Winners for Golfdom included manag-
ing editor Larry Aylward (first place, col-
umn, "What Will You Do To Bring Back 
Hacks?"), publisher Pat Jones (merit, edito-
rial/column/opinion piece, "Phliping Off 
the Whiners), graphic designer Lisa Bodnar 
(first place, overall magazine design, "Golf 
Gets Wired"), and art director Lisa 
Lehman (first place, two-plus editorial 
page design, "Butting Heads Over Bio.") 

"The editors of Landscape Management 
and our sister publications, Golfdom and 
Athletic Turf, are so proud to win these 
awards again this year," Gibson said. "We 
really try to focus on quality editorial and 
graphics with every issue, and we're 
pleased that this year's judging panel ac-
knowledged our efforts." 

TOCA members include editors and 
designers of many Green Industry publica-
tions, public relations and marketing direc-
tors for landscape and supplier firms, in-
dustry association representatives and 
advertising agency account supervisors. 

http://www.Wrightmfg.com
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California city considers banning pesticides 
SONOMA, CA — It looks as 
though the city of Sonoma may 
follow neighboring Arcata's ex-
ample as its city council has 
formed a committee to develop 
a proposal to end the use of pes-
ticides and herbicides on city 
property. 

Last February, Areata be-
came the first U.S. city to ban 
all landscaping chemicals on 
city property. Another city in 
the same county, Sebastopol, 
adopted a ban on pesticides on 
May 2 and established a volun-
tary toxics-free zone citywide 
to urge private property owners 
to reduce their use of yard 
chemicals. 

Areata claims it saved money 
by getting rid of pesticides and 
herbicides because it no longer 
had to do the training and 
record-keeping required by law 
when chemicals are sprayed. 

But Sebastopol guesses it 
would have to spend $30,000 
on an extra full-time employee 
to equal the maintenance levels 
achieved with chemicals. 

Over 10 gallons of Roundup 
and one gallon of the insecticide 
Sevinol were used last year in 
Sonoma, including for Sonoma 
Plaza, a popular tourist attrac-
tion where some feel many resi-
dents would be angered at the 
sight of weeds. 

Public officials in Sonoma 
hope that efforts from volun-
teers to pull weeds in the Plaza 
and along bike trails would 
counter the elimination of pesti-
cides and herbicides. 

According to RISE issues 

consultant Fred Langley, be-
tween 12 and 20 cities nation-
wide have instituted pesticide 
and herbicide bans. Most are lo-
cated in California, with some in 
New York and one city, Car-
rboro, in North Carolina. 

Hidden costs of overtime 
Those long spring hours of scrambling to handle the work 
may pay off on your organization's books but leave a hidden 
toll on your employees, according to a Cornell University 
study cited in the Wall Street Journal. Cornell's School of In-
dustrial and Labor Relations found that "overtime hogs" 
who work at least 11 and up to 20 hours of overtime each 
week showed "a much greater incidence of 'severe' work-
family conflicts," according to the story. What does this mean 
exactly? Look for "significantly higher" levels of stress, alco-
hol use and absenteeism. 

People & companies 
Van Waters & Rogers ap-
pointed Ted Worster to the 
W f ^ ^ m newly created 

• position of 
product/pro-
ject manager 
for the com-
pany's Profes-

sional Products & Services 
business unit. 

Pursell Technologies 
named Jeff w 
Higgins direc-
tor of market , f 
development. 

The ANLA 
named Geoff Galster direc-
tor of regulatory affairs. 

Dana Corp., Toledo, OH 
opened its new Spicer Out-
door Power Equipment 
Components Division in 

Frederickstown, OH. 

Karl Schaeff & Co. 
opened its U.S. headquar-
ters in February. The com-
pany named Gilbert Herr 
president, Derek Wilcox 
controller, William Sten-
berg vice president of 
product support and 
Michael Lewis regional 
sales manager. Schaeff of 
North America handles 
sales, service and parts 
from their new 30,000-sq.-
ft. facility. 

Jacklin Seed hired Larry 
Perotti as technical service 
manager. 

Boss Snowplow named 
Rick Klann sales manager 
of the Boss construction 
equipment product line. 

Hunter Industries named 
Dan Reeves district sales 
manager for Georgia, 
South Carolina and eastern 
Tennessee; and John Pons 
district sales manager for 
Alabama, Arkansas, 
Louisiana, Mississippi and 
the Florida Panhandle. 

AlturnaMats, a major 
manufacturer of ground 

cover mats, 
appointed 
Gerald Harry 
to the posi-
tion of na-
tional sales 

manager. 

The Musser Interna-
tional Turfgrass Founda-
tion honored North Car-
olina State University Ph.D. 

candidate Matthew Fager-
ness with its Award of Ex-
cellence. The annual 
award is pre-
sented to an 
outstanding 
doctoral stu-
dent of turf-
grass science 
who has made significant 
and innovative contribu-
tions to turfgrass science 
research. 

Hino Diesel Trucks 
named Steve Roswold ser-
vice manager. 

e-Greenbiz.com, an e-
commerce Web site serv-
ing the business-to-busi-
ness needs of the Green 
Industry, has formed a 
board of advisors com-
prised of Green Industry 
experts and leaders. 



'Chevy Commercial Customer's Choice Program. Excludes Silverado. See your dealer for details. t S h o w n with l a n ^ f £ p i n g dump bo^y from aryiodependent s u r l i e r . 
See the Owner's Manual for information on alterations and warranties. **lncludes vehicle, passen^f rs , equipfaent»afid cargo. © 2 ^ 0 0 G M Carp. IjJucWe u p ^ ^ n S J j 

f * * PROUD SPONSOR OF U S A 
" * • * THE 2000 U.S. OLYMPIC TEAM r i A T \ 

The Chevy C3500 HD Chassis Cab isn't for backyard flower gardens. But it is for guys who appreciate 900 bucks. 
Because it comes with up to a s900 cash allowance* on upfits. Combine its dump body1 with its 15,000-lb. 

GVWFf and you've got the power to change the face of the earth. That's what you'd expect from a 
dependable, long-lasting Chevy truck. 1-800-950-2438 orvisitwww.chevrolet.com. 

COMMERCIAL 
SPECIALTY VEHICLES 
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LESCO broke 
records in '99 
ROCKY RIVER, OH — Green in-
dustry supplier LESCO, INC. (Nas-
daq: LSCO) reported net income 
for 1999 increased 98% to a 
record $11.6 million compared 
with $5.9 million in 1998. Net 
sales for the 12 months increased 
10.5% to a record $460.4 million 
($385.4 million for fertilizers, turf 
protection products and turfgrass 
seed; $75 million in lawn care 
equipment and parts), compared 
with net sales of $416.7 million 
for the same period last year. 
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TGCL purchases Leisure Lawn 
DAYTON, OH — Leisure Lawn, Inc., headquartered here and one of the few remaining sizable 
independent lawn application companies in the United States, is now a part of Memphis-based 
TruGreen-ChemLawn. The sale was announced in May. The purchase price was not disclosed. 

Leisure Lawn, with 420 employees and 85,000 customers, operates in 11 markets across 
eight states and recorded sales of about $22 million in 1999. TG-CL has about 3.5 million cus-
tomers in over 330 locations nationally. Sales in 1999 were $880 million. TG-CL is owned by 
ServiceMaster Co. (NYSE: , , 

Davey launches training program 
KENT, OH - With the goal of emerging as a leader 
in the commercial grounds maintenance market, 
The Davey Tree Expert Co. launched an in-house 
training program for grounds maintenance. 

Modeled after the company's flagship educa-
tional program DITS (Davey Institute of Tree Sci-
ences), the Davey Institute of Grounds Maintenance 
(DIGM) featured scientists from the company's re-
search division and managers instructing 32 employ-
ees on topics such as lawn care, operating efficien-
cies and customer service. 

SVM) with 1999 sales of $5.7 
billion. 

The late Ronald D. Baker 
founded Leisure Lawn in 1970, 
just a few years after the found-
ing of ChemLawn in nearby 
Miami County. ChemLawn, 
which is generally credited with 
popularizing the concept of 
chemical lawn care to millions of 
Americans, was purchased by 
TruGreen in 1992. 

Buy Lawn Equipment 
And Parts Factory Direct. 
AERATOR • BED EDGER • LAWN OVERSEEDER • SOD CUTTER 

I n s m 

52,125. 

Turfco quality, service and speed. 
No middle-man margins and no middle-man delays. 

Even parts come overnight. 

I Save Hundreds $$$ I 2-Year Warranty 
I 90 Day Same As Cash 

(800)679-8201 or turfco.com 

$1,725. $1,580. 

Sod Cutter Edge-R-Rite Lawn Overseeder Aerator 
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Get ready, feds say it's going to be dry 
WASHINGTON, D.C — It's not too early 
for lawn/landscape professionals to start 
developing strategies to help themselves, 
and their customers, through an extended 
drought, based on the federal govern-
ment's spring predictions. 

This may include: 
• becoming informed about local 

water regulations and the people that 
make them, 

• informing clients about the benefits 
of irrigation, 

• offering irrigation, including repair 
and maintenance services, 

• preparing literature for your cus-
tomers explaining droughts and how you 
can help them, 

• locking in product (turf seed, starter 
fertilizer, etc.) for fall renovations. 

"The news is not good," said U.S. Com-
merce Secretary William Daley. "The 
drought of 1999 remains with us in the 
new century and our data indicate drought 
conditions are probably going to get worse 
before they get better." 

Experts continue to blame the La Nina 
weather pattern for causing this past win-
ter to be the warmest on record in the 
United States, and the driest spring on 
record in several southern states. 

The National Oceanic and Atmospheric 
Administration (NOAA) predicts that the 
areas impacted by this year's drought will 
parallel the drought of 1988, which was the 
most costly weather disaster in history with 
$40 billion in losses. The average annual 
cost of droughts is over $6 billion. 

During the summer of 1999, large por-
tions of the Mid Atlantic suffered a severe 
drought, which is expected to widen into 
the Appalachians and the southeast this 
season. 

mtrols' ProduGtsrtielp You 
in Gardens and Landscapes 

t 

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

Si - * ' • 

H E 

Psi#Matric T.D.G. 
^ T O P P R E S S G R A N U L A R SURFACTANT 

Minimizes Run Off 
Improves the Appearance of Turf 
Increases the Survival Rate of Newly 
Planted Landscape/Shrubs 

S M T 
ORGAN OSIL ICON E SPREADER ADJUVANT 

DEW CONTROL AGENT 

Maximizes the Coverage and 
Effectiveness of Spray Solutions 
Offers Turf and Woody Ornamental 
Managers a Highly Effective Spreader 

Call 800-257-7797 or 
Visit Our Website at 
www.aquatrols.com 
For More Information 

UATROLS 
5 North Olney Ave. 
Cherry Hill, NJ 0 8 0 0 3 
8 0 0 - 2 5 7 - 7 7 9 7 
www.aquatrols.com 

- Other Quality Water Management Products from Aquatrols: 

H W E R S V j i f i f t f f r ; A P P f f E 
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Valent adds e-commerce to site 
Valent USA Corp. became 
the first crop protection 
manufacturer to sell prod-
ucts f rom its o w n W e b site 
w h e n the company re-
cently added e-commerce 
to the site. 

Now, Valent can deliver 
products directly to cus-
tomers, w h o can peruse 
detai led product informa-
t ion and receive selection 
assistance as well . Cus-
tomers receive an e-mail 

confirming their order has 
been shipped. It will con-
tain a UPS number to mon-
itor the shipment 
using a tracking fea-
ture on the site's 1 H -
order history page 
or by clicking on the 
tracking link in the 
e-mail. ^ H ^ ^ i j f l P = 

By logging on to ^ 
the site at w w w . v a 
lentpro. com, users ] — 
go directly to the J j "oowc" 

turf, nursery, greenhouse 
and pest control markets 
represented by Valent's 
Professional Products divi-
sion. N e w t o the site is a 
problem/solution module 
w h e r e users can submit a 
specific pest or w e e d prob-

froduct% Thai Mork. hrom People Hiho (are m 

Professional Products 

t> 

i © © o < a © 

lem and query the data-
base for an answer f rom 
Valent. And, of course, 
there are Valent product 
labels, material safety data 
sheets (MSDS), news and 
information pieces, events 
calendars and literature 

order requests. 
For more infor-

mat ion about Va-
lent Professional 
Products visit the 

/ - v W e b site or call 
800/898-2536. 

Feel the extraordinary balance. The com-
fortable 30° angled grip ends that give you better leverage. 

The cushy" absorption during high-repetition, high-impact 
cutting. Then notice the sure, swift, clean shearing perfor-
mance of its fully forged blades. The AH 6900 Series 
Aluminum Handled Hedge Shears by Corona. Amazing 
comfort plus outstanding perfonnance. 

C O R O N \ 
The profess ional edge. 
© 2000 Corona Clipper. 1540 Kast Sixth Street. Corona. California 92879 
800-847-7863 or 909-737-6515 FAX 909-737-8657 
wvw.coronaclipper.com A Bellota Company 
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Crew out unloading sod? 
No Problem! 

SALES • RENTALS 
SERVICE 

www.bearcom.com 
040400-3 

• Two-Way Radios 

Nextel Phones 

• Offices Worldwide 

Largest Inventory 

Call Nationwide Toll-Free 
1 - 8 0 0 - 5 2 7 - 1 6 7 0 

BEARCOM 
Wireless Worldwide 

iCy I- > r T r V i H n>A 
— I I I I l _ J — I — ' — I — I — I 

http://www.va
http://www.bearcom.com


Biopesticide 
companies form 
trade alliance 
The biopesticide industry has formed a 
coalition called the Biopesticide Industry 
Alliance (BPIA) to 

• improve the global market percep-
tion of biopesticides as effective products, 
and 

• facilitate the successful registration 
process of biopesticides. 

One of BPIA's primary goals is to de-
velop a strong working relationship with 
the EPA's Biopesticide and Pollution Pre-
vention Division (BPPD), which regulates 
products derived from natural materials 
such as animals, plants, bacteria and certain 
minerals. As part of the relationship, BPIA 
would assist BPPD in handing out guide-
lines, policies and procedures to the indus-
try and other stakeholders. BPIA also hopes 
that the EPA will use it as a channel for 
proposing new policies and receiving indus-
try feedback on those policies. 

Affordable Mycorrhiza 

MYCORRHIZA: 

AFFORDABLE: 

M-ROOTS": 

roots inc. 

fungi that colonizes plant roots and extends the 
root system into the surrounding soil, providing the 
plant with improved nutrient uptake, disease 
resistance, and superior survival and growth. 

least expensive mycorrhiza available today in one 
package. 

the name of the product with twelve species of 
affordable mycorrhiza, creating an inexpensive way to 
get your valuable plantings over the stress of poor 
soil, dry weather, and other harsh conditions. 

tel: 8 0 0 342-6173 •www.rootsinc.com 
Circle 115 

Barenbrug kicked off the new millen-
nium on January 22 with the opening of 
a new production and warehouse facility 
near Washington, D.C. The company 
got a little help with its kickoff from the 
Washington Redskins' cheerleaders. 
Barenbrug officials seen in the photo are 
(left to right): Roeland Kapsenberg, Bert 
Barenbrug and Keith Martin. 

http://www.rootsinc.com


L i m i t e d t r a n s m i s s i o n w a r r a n t y 
l 

P R O D U C T S 

We stand by all our commercial 
walk-behinds (with 36-inch 
decks or larger) like no other 
company, with a 3-year limited 
transmission warranty. 

Enhanced for comfort, HD 
and GS Series' precise steering 
controls are perfect for mowing 
sculpted landscapes. 

6 S Series 
13, 14, 17 hp 

36-, 48- , 54-inch decks 
ANSI B71.4—1999 safety certified 

H O S e r i e s 

14 and 17 hp 
36-, 48- , 54-inch decks 

ANSI B71.4—1999 safety certified 
Like all John Deere products, our 
walk-behinds are backed by the 
country's finest dealer network 
and parts delivery system. 



V O U R S H O E S 

Our customers don't just drive our 

equipment, they drive our design. 

Year after year, our affordable 

HD hydrostatic, and 

GS gear-drive walk-

behinds incorporate 

the best of 

operators' 

suggestions to improve performance. 

HD Series steering controls have 

been upgraded with wider grips, and 

the distance to squeeze has been 

reduced. On-the-go tracking is even 

more precise. You'll find new anti-

scalp gauge wheels on HD Series 

oscillating decks. A reverse-assist 

kit is now standard equipment on GS 

Mowers. The list goes on and on. 

Interested? Stop by your local John 

Deere dealer (call 1-800-537-8233 

for one near you). 

You'll see the very finest walk-

behinds. All made by a company 

" 3 • 

HD Series mowers oscillate as 
much as six degrees and include 
anti-scalp gauge wheels for a 
great cut on uneven terrain. 
Front anti-scalp gauge wheels 
are also available. (GS Series 
decks offer easy cutting-height 
adjustment) 

f | i 2 

You'll find premium features 
on our walk-behinds, such as 
high-torque OHV engines, 
greaseable aluminum spindles, 
even kevlar-reinforced belts. 
All at a very competitive price. 

N o t h i n g R u n s L i k e A D e e r e ® 
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Get the Pv sees) mmeu 
you need ( J 

Is the lack of money holding you back? These enterprising landscape 

professionals have found ways to shake the money tree for their pet projects. 

Their methods may work for you 

B Y G E O R G E W I T T E R S C H E I N / C O N T R I B U T I N G E D I T O R 

ou don't have to be a start-up to need money. Even savvy landscape professionals must find 
new money to grow an operation, acquire new products or supplies, smooth the flow of cash 
or add a service. And some Green Industry operators have learned how to hit the jackpot. 

Periodic shots of green 
As president of World of Green Inc., Lincoln, NE, Gary Carstens knows that firms in 

_ f business for 28 years need periodic infusions of financing for new ventures. His company em-
ploys up to 35 seasonal employees, providing commercial landscape maintenance services. 

Carstens' firm has a revolving line of credit. "Because we have a seasonal business, the cash flow dur-
ing the winter is minimal but our expenses hit us heavy in spring. The revolving line of credit allows us to 

buy the chemicals and get some of the payroll covered. We repay it through the end of the year." 
It took a lot of work to get his first SBA loan 15 years ago, Carstens recalls. "There was certainly a learning curve. I 

had to learn that just because a line of credit is there, we don't have to use it. I learned a lot of lessons the hard way." 
Today, World of Green has worked the kinks out of its money channels, using financing to buy equipment, using 

cash flow to finance many of the capital needs and working the line of credit only as needed. "The personal relation-
ship with a banker also helps. You need that relationship," Carstens adds. 

Looking for 'angels' 
Mike Rogan was in the waste collection and disposal business for 26 years until 1998. Recendy, he and his part-

ner, Herb Getz, conceived of an entrepreneurial idea. "We'd like to form a comprehensive landscaping company 
servicing the Chicago area, and then move into other markets, eventually providing services on a national basis," 
Rogan explains. "To build a broad platform of services, our company, Sprouts Landscape Inc., would acquire and 
consolidate existing businesses." 

This is a complex undertaking, he says. "We need substantial financial backing to build a large national com-
pany and acquire companies." Sprouts has had some success so far in raising the money. Halfway through their 

continued on page 32 
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MERIT Bayer Which makes MERIT the highest level of grub protection around. For more 
information, contact Bayer Corporation, Garden & Professional Care, Box 4913, 
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Get the seed money you need 

Boost your budget 
Grounds managers have many of the 
same problems as people in business for 
themselves, except they must appeal to 
the organization itself, rather than an 
outside lender. This can be tough, espe-
cially if the grounds already look good. 

George Van Haasteren, CGM, is 
grounds manager for Dwight Engle-
wood School and director of grounds 
for Paramus Catholic High School, both 
in Bergen County, N.J. 

"In my experience, the biggest 
problem is that there's just not enough 
capital or capital renewal for the 
equipment that you need to get the 
day-to-day operations completed," 
Van Haasteren says. 

The solution? "What I've tried, and 
sometimes succeeded with, comes 
under one word —justification," he 
notes. "That means acquiring enough 
business savvy to build a business case. 
You compare the full-time employees 
it takes to do a certain task with what 
a new piece of equipment could do. 
You compare different types of ma-
chines. Or you demonstrate that your 
old equipment is unsafe, or doesn't 
meet new environmental or safety 
codes. Maybe, that leasing with an op-
tion to buy will save money." 

He continues, "And so you justify 
the expenditure. Grounds manage-
ment is changing in that the institu-
tions operate it as if they were a busi-
ness. You need to take some business 
courses — that's what I did — and 
learn from everyone you can. I'm lucky 
that I had my own business, and a fam-
ily member who is a CPA. That's some-
one I can ask for the financial advice. 

"Of course, the biggest frustration 
is you go through all the steps and 
build a huge case, and then there's a 
change in administration. You have to 
work the steps all over again with 
someone new!" 

Sound familiar? 

Continued from page 29 
two-year business plan, they've been able 
to raise approximately $5 million. 

"Through introductions, our own net-
working and existing relationships, we 
found some private individuals — 'angel' 
investors," Rogan reports. "We've also ap-
proached many venture capitalists and are 
talking to some interested firms. 

"We're on schedule," he adds, "but I am 
a little disappointed with the results so far 
in raising money. If we're not successful in 
raising the initial $40 million, we will scale 
down our business plan or look to other 
more traditional methods of raising capital." 

Rogan attributes his difficulties to an in-
vesting climate eager for returns typical of 
high-tech operations (in the 50% to 100% 
range), plus more caution about investing 
in consolidations. 

A banker becomes landscaper 
W. James Ormond, vice president of Bar-
ringer and Barringer in Charlotte, NC, has 
sat on both sides of the desk. The former 
officer for the nation's sixth largest bank 
joined the industry in 1995 to found a new 
landscape maintenance division for Bar-
ringer and Barringer. "It (that division) was 
a whole new direction for us," he says. 

Company founder John Barringer also 
started in the banking industry. Says Or-
mond: "When we met, we looked at ways 
to grow his business and decided the most 
profitable and strategic path would be to 
expand services while growing the existing 
design/install business." His banking con-
tacts helped him, and 
he needed them, be-
cause maintenance is 
more labor-intensive 
and equipment-inten-
sive than installation. 

"Anyone who 
needs capital should 
have a solid relation-
ship with their 
banker," he adds. Rec-

ognizing that advice is easier to give than to 
follow, Ormond offers these tips on nur-
turing banker relationships: 

1. Make your banker part of your pro-
fessional support team, along with your 
attorney and accountant. "You need sup-
port people in your business who are on 
your side and who understand your busi-
ness, so when you go to them for help, 
you don't have to start from scratch. They 
should be familiar with your business 
practices, seasonal trends of cash flow or 
whatever." 

2. Invest the time and effort to main-
tain that relationship. "My partner used 
his former bank when he started the busi-
ness. A lot of turnover happened there 
and he lost that personal relationship. He 
faced what many in our industry face — 
not being known— and the frustrations 
mounted rapidly. 

"We ended up going with my former 
bank," Ormand says. "I was still tied in 
closely there and I also work to keep those 
relationships open. Even when I don't need 
my banker, I tell him what I'm doing. 

"Recently, we knew we were going to 
need a temporary line of credit for a large 
installation job. Three months before I 
needed the money, I called my banker and 
told him: 'I may not need this money, but I 
want to let you know what our intentions 
are.' A week ago, I called and he didn't 
have to be brought up to speed. He asked, 
'How much do you need, and when do 
you need it?'" 

3. Know when and how to switch from 
start-up mode to long-term relationship. 

"Equipment dealers and manufacturers 
set up these very attractive no-money-
down, 90-day same as cash deals that make 
it an easy industry to get into. In our mar-
ket there must be 10 pages in the Yellow 
Pages of one-man outfits. They do have 
easy access - not to bankers, but to credit. 

"What they don't have is the knowledge 
of how to get to that next level. They're 
just looking at that monthly payment. One 



"You can't go to a 
banker at the outset 
and say, 'Here I a m 
— f inance m e . ' " 
W. James Ormond, 
Barringer & Barringer 

day, they understand that they're still pay-
ing for machines that have long since bro-
ken down - or are paying $300 a month 
for 5 years for a $6,000 mower. And what 
do they do? They sell and get out of the 
business." 

"You can't go to a banker at the outset 
and say, 'Here I am - finance me.' But al-
ternatives might include the Small Business 
Administration - they have some loan 
products for the small startup business." 

He continues: "Or, you may want to go 
to a dealer and get a mower on easy terms, 
or use credit cards. I wrote a refinanced 
loan for some people who started a busi-
ness with credit cards. They knew they 
didn't want to get too far into debt at 22%. 
Later, they said, 'We have a certain 
amount of business experience and we'd 
like to refinance this credit card debt with a 
bank loan at better rates.' That was an at-
tractive loan for me to write." 

4. Visit the bank before you need the 
money. "Many people wait until the 11th 
hour to meet their banker. When you're 
ready to move away from dealer or credit 
card financing, call your bank before you 
need a loan. You can tell the banker about 
your business and mention that you see the 
need for some credit coming up. When the 
need does arise, your banker knows your 
situation." 

5. Get counseling on financial matters. 
"A large part of obtaining credit is the pre-
sentation. There are agencies, the SBA 
being one of them, (others include local 

chambers of commerce and economic de-
velopment offices) with financial coun-
selors to help you to present your case in-
telligendy." 

6. Bank locally. "The bank I chose was 
my former employer - but had I not 
worked there, I probably would have used 

a small community bank. They are eager to 
lend to this kind of business and the ad-
vantage is a better long-term relationship." 

— The author has written about several 
Green Industry topics from his base in 

Mendham, NJ 

A N D T H E N S O M E . . . 
The new Rain Dial Plus hybrid controllers take Irritrol Systems popular 
Rain Dial to the next level. These advanced products give you everything 
you could want in residential irrigation control—and then some! 

Rain Dial Plus is full of outstanding features including: 

• Advanced surge protection 

• Non-volatile memory 

• Water budgeting 

• 365-day programmable calendar 

• Three independent programs with concurrent operation capability 

• "Anywhere programming" feature for convenient remote 
programming while under battery power 

Rain Dial Plus—exceeding your expectations. 

R a i n D i a T P S u s 
* S e r i e s 

Irritrol. 
SYSTEMS 

B E Y O N D E X P E C T E D 

Irritrol Systems, 5825 Jasmine Street, Riverside, CA 92504-1183 
(909) 785-3623 Fax: (909) 785-3795 www.irritrolsystems.com 
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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 

I-8OO-ROUNDUP for ^ 

more information. 

i \ 
Roundup 

^ PI{ODry. 

Alv f d i rec t ions . R o u n d u p P r o D r y ™ is o t r a d e m a r k of M o n s o n f o C o m p a n y 
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Mistakeproof. 



L A B O R C R U N C H 

They say you learn something 
best when you teach it. Your 
employees may be the ideal 
teachers 

BY P H I L F O G A R T Y 

All before 
Develop skills and create energy 

It's 7 a.m. and the group heading into the meeting 
room hears country music playing. "That's right, 
it's Steve's week to train! He should have been a 
cowboy." 

Nods of recognition accompany a few grins. "We 
didn't even think that he could talk and here he is on his 
third session. And he's not bad, either." 

Steve hits the button on the CD player, stopping the 
background melody. "Okay, listen up. Bob has the mis-
sion statement." Bob's recitation from memory is greeted 
with groans and sarcastic applause. "Show off!" "Brown 
noser!" Bob sits down after being handed a new company 
hat with movie tickets protruding from the brim. 

Steve keeps things moving. "Good job, Bob. We're 
talking about routing today and we need everyone's 
input. Does anybody have any thoughts on why good 
routing is so critical?" 

Quick and consistent 
Another Skills Development Series session is on its way. 

The combination of brevity and consistency works a lit-
tle magic in the participating companies. Thanks to pos-
itive peer pressure, everyone gets together each week 
and they wouldn't dare miss with American Cyanamid's 
purse at stake (see sidebar). 

Standings are faxed around the country after each 
session so all those competing know what the score is. 
One training combatant says, "Besides, this thing brings 
us together each week and everybody's the same for 
that hour." 

Of the 12 Skills Development Series companies par-
ticipating, all but one have trained every week and doc-
umented it with a fax-back form that shares feedback 
with the SDS group. The 12 routing discussions pro-
vided feedback like this: 

^ "We followed a customer's path from an estimate 
to a sale, from invoice to service. It helped everyone un-
derstand all the parts of the system that affect routing." 

^ "We learned how to route with a new software 
program today." 



• "We initiated a new procedure today. We'll take 
recommendations from our employees on better ways 
to route a customer." 

One percent of your time 
A company dedicating only 1% of its time each week 
for training gets other benefits as well. One Skills De-
veloper said, "If we can excite people about learning 
once a week, they are bound to do some learning on 
their own above and beyond what we provide." 

The Landscape Management Skills Development 
Series is moving its member companies a little closer 
to being learning organizations each week. Now more 
than 25% complete, SDS participants will never go 
back to training "only when they have the time." 

Steve feels good about the 35-minute meeting. 
What great ideas came from this one! He remembers a 
quote that summed up the session: "Tell me and I'll 
forget. Show me and I may not remember. Involve me 
and I'll understand." LM 

American Cyanamid's 
SDS prize package 
PARSIPPANY, NJ - American Cyanamid, the sponsor of 
the first Landscape Management Skills Development Se-
ries, announced the grand prize package to be 
awarded to the company who trains for all 52 weeks in 
the contest. In the case of a tie, a drawing will be held 
to determine the winner of products that are valued at 
more than $1,500. 

"The SDS has put a spotlight on regular training for 
LCOs across the country, and AMCY is excited to spon-
sor such a unique learning program," said Joe Visaggio, 
market manager, Turf and Ornamental Products at 
American Cyanamid. AmCy, makers of the popular 
lawn care products Amdro Pro, Image, Pendulum and 
Pendimethelin, also provided products to all companies 
that enrolled in the program, which started in February. 
JP Horizons, an Ohio-based consulting firm, designs 
weekly training session outlines for companies to 
download from www.jphorizons.com. plus coaching 
and networking support. 

VW&R Will Be There with The Supplies and Expertise You N e e d -
No Matter How Difficult Your Growing Conditions! 

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

• VW&R is a full-service 
distributor for the 
green industry. 

• Supplying the products 
that you need for 
weeds, diseases 
and insects. 

• Over 65 U.S. locations. 

m i > n Waters & Rogers Inc 
A R O Y A L V O P A K C O M P A N Y 

Call Your Local 
VW&R Office at... 1-800-888-4VWR 

We understand that failure is not an option for our customers 

C i r c l e 1 1 8 

http://www.jphorizons.com


LM PRESENTS award-winning landscape management 
Property at a glance 
Location: Rock Creek Ranch, 
Greenwood Village, CO 

Staff: CoCal Landscape 

Category: Public works 

Total budget: $210,000 

Year site built: 1992-present 

Acres of turf: 144 irrigated, 
163 native 

Acres of woody ornamentals: 

Unknown 

Acres of display beds: 2 

Total paved area: Unknown 

Total man-hours/week: 400 

Maintenance challenges 
• Extensive perennial and wildflower 
plantings 

• Large scale, communications 
• Ongoing development and 
construction 

Project checklist 
(Completed in last two years): 

• Installed pond aeration systems 

• Extensive underground drainage 
• Berm construction to block head-
lights from residents 

On the job 

• 2 full-time staff, 10 seasonal employ-
ees, 1 licensed pesticide operator 

Rock Creek Ranch 
The 1999 Grand 
Award Winner of 
the Profess ional 
Grounds 
Management 
Society for Publ ic 
Works 

Rock Creek Ranch is a 1,200-home 
community located just outside of Boul-
der, CO, that has a little bit of every-
thing — parkways, medians, a waste-
water treatment plant, parks, ball fields, 
playgrounds, sculpture, jogging paths, 
soft trails, native plantings, wetlands and 
20 ponds that are pretty to look at but 
are also used for irrigation. CoCal Land-
scape, Denver, CO, keeps it beautiful. 

Both the size and diversity of this 
landscape present numerous mainte-
nance challenges but irrigation is the 

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 

largest. The Front Range of Colorado is 
arid and the community's plant material, 
ranging from junipers to Kentucky blue-
grass turf, requires strict water manage-
ment. The irrigation system contains 47 
controllers, 2,400 valves and 40,000 
sprinkler heads. All of it is managed as 
part of the community's complex gray-
water irrigation system. CoCal Land-
scape did a good job with that, as it re-
duced the community's water 
consumption more than 40%. 

The place isn't called Rock Creek 
Ranch for nothing. Meticulous trimming 
around numerous landscape boulders on 
the property add up to substantial labor 
time. In all, maintenance personnel edge 
more than 41 miles of property each 
month. And, since there are picnic areas, 
the CoCal crew is always picking up 
trash and dog feces and cleaning barbe-
cue grills. 

Jancbcape VQflS 
Annual color management requires 
frequent fertilizing, watering, insect 
and disease control, and deadhead-
ing to produce consistent results. 

http://www.pgms.org


Twenty 
| MJHPI 

changes and a variety of environmentally 

friendly treatments for algae controj^^ 

w . l a n d s | 
I » 

/ J U N E 2 0 0 0 ~ LANDSCAPE MANAGEMENT 



U N L E A S H E D ! 

Raw power. Ferocious performance. The newly redesigned HS Series sprayheads 
offer 3-, 4-, 6- and 12-inch pop-up heights, optional check valves and the conve-
nience of MPR variable arc nozzles — features you can really sink your teeth into! 

Irritroi 
TnTm 

B E Y O N D T H E E X P E C T E D 
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During the 12 years that 
Denise and Dave Losey 
have lived in Detroit, 
they've heard persistent 
rumors from neighbors 
that something was 
buried in their backyard. 

On Memorial Day 1999, while digging for 
an in-ground pool, they unearthed a 1953 
Chevy. 

While most landscape professionals 
would be surprised by a buried car, many 
are increasingly faced with an array of de-
bris that makes their jobs difficult. Part of 
the problem stems from a booming econ-
omy in which construction contractors — 
often under tight deadlines — rush to com-

plete jobs and move on, sometimes failing 
to pick up after themselves. Or, to avoid 
trips to the landfill or cut comers, some 
bury everything from drywall to concrete, 
pipe and shingles. 

"It's definitely a problem, and I'd say it's 
gotten worse over the years," says Kurt 
Kluznik, president of Painesville, OH-
based Yardmaster Inc. He believes the de-
bris problem is the result of a combination 
of factors: Contractors are hurried, they're 
trying to do more with less and, for some, 
their habits have gotten sloppier. 

"And there aren't as many people su-
pervising," Kluznik notes. "It used to be 
that an excavator came on site and he'd 
not only be there with a bulldozer to grade 

Debris like this is becoming an increasingly 
common problem at job sites. 

the property, but he'd also have a laborer 
to pick up debris, backfill sidewalks or 
clean up around the base of the founda-
tion. It's rare to see a laborer nowadays." 

To cope with unexpected obstacles, 
continued on page 42 
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CONSTRUCTION I INSTALLATION GUIDE 

What's in this dirt? 
Common problems you may find on a 
site or in the ground include: 

• Buried lumber and tree stumps, 
which can cause problems as materials 
decompose and become "a great spot 
for fungi to thrive," causing turf dis-
eases such as fairy ring, says Jim Baird, 
Ph.D., turfgrass specialist at Michigan 
State. 

• Broken glass, cutting blades and 
electrical wires — a safety problem. 

• Petroleum-based chemicals and 
everything from epoxy and roofing tar 
paper to latex- and liquid solvent-
based paints and paint thinners. 
"These might create some volatiliza-
tion problems," says Frank Rossi, Ph.D., 
turfgrass specialist at Cornell University. 
"If it's very concentrated, that's going 
to severely restrict the root system." 

• Even harsher liquids — tars, 
sludges, oils and cyanide compounds, 
for example — can seep into topsoil 
and subsurface soils and may require 
heating or washing with solvents to 
clean the soil, agronomists say. 

• Other objects can severely restrict 
root systems, while such elements as 
lime in concrete can significantly alter 
soil pH levels. "This is not as big an 
issue with grasses as it might be with 
more deep-rooted plants — trees and 
perennials," Rossi says. 

• Items impeding the normal func-
tion of grasses, from plastic sheeting 
that deters drainage to vinyl siding, can 
prevent plants from taking up water 
and interfere with proper drainage, 
adds Pete Landschoot, Penn State asso-
ciate professor of turfgrass science. 

continued from page 41 
you need to think ahead, recognize poten-
tial problems and solutions, and know 
when to negotiate for additional charges. 

Expect some trouble 
Veteran landscape installers expect obsta-
cles. Typically the last contractors onto a 
site, they've learned to staff up and make 
up for lost time in the wake of other sub-
contractors who have fallen behind sched-
ule. They've learned to monitor job sites 
before sending crews out so they don't 
waste time and manpower. 

"Five or six years ago, we went when 
the contractor told us to get there," recalls 
Nathan Dirksen, production coordinator 
for Portland-based Dennis' Seven Dees 
Landscaping Inc. But now, to control ex-
penses, improve efficiency and turn a 
profit, the company sends out a crew only 
when it's sure the site is really ready, adds 
David Snodgrass, company president. "If 
we're there too soon, a lot of times we're 
just spinning our wheels," Snodgrass says. 
"It's a battle, because they (contractors) 
want you there." 

Weather is another obstacle, but one for 
which landscape installers can prepare. It may 
take creative thinking to use flotation tires on 
trenchers or tracked skid-steer loaders in the 

mud. Trees can be pre-dug in the spring in 
anticipation of hot summer projects. 

To adjust to the constantly fluctuating 
schedules of fellow tradesmen, Dirksen 
holds preconstruction meetings where he 
juggles schedules. He communicates with 
crews, notifying them that they'll need to 
be ready to scarify and put down amend-
ments and compost to overcome heavy 
clays at a job site. 

But what can throw off and unnerve 
even the most prepared landscape installers 
are the unexpected obstacles — everything 
from buried chunks of concrete and as-
phalt to mounds of crumpled drywall 
sheets, septic tanks and more. 

Where's the property line? 
They come in all shapes and sizes, and 

many aren't even tangible. One of the 
most common problems that Charlie Bow-
ers, president of Garden Gate Landscaping 
Inc. in Silver Springs, MD, faces in his area 
is locating property lines. "Even the survey-
ors sometimes have trouble finding the cor-
ners," Bowers says. 

Homeowners unknowingly build 
fences and walls 2 or 3 feet beyond their 
rightful property lines, an obstacle that can 
make obtaining building permits difficult. 
He also unexpectedly encounters decades-

old foundations and stair-
ways in historic areas. 
"We run into all sorts of 
items in the ground," con-
cedes Bruce Bachand, vice 
president of operations for 
Carol King Landscaping, a 
residential, commercial and 
industrial landscaping com-
pany in Orlando. "On the 
commercial side, drywall is a 
famous one; and concrete 
wash, where they've emp-



tied the concrete trucks. You're always going 
to run into something in the ground." 

Bachand's company has a policy to deal 
with the incidents. "We ask for a change 
order on anything below the ground that we 
don't know about, within reason," he says, 
noting that their contract states his company 
isn't responsible for anything underground 
that's not identified on site or engineering 
plans. "If it's a matter of extra time having to 
be taken, we usually photograph it" 

Carol King employees carry Polaroid 
cameras in their trucks, snapping pho-
tographs of obstacles so construction site su-
pervisors can see problems for themselves. 
"We tell them we're going to need a little 
extra money to excavate the area and put in 
proper fill for planting," Bachand explains. 

Likewise, to head off potential problems 
and disputes, Garden Gate Landscaping 
sends employees to monitor sites and verify 
that post-construction cleanup is adequate, 
Bowers says. Snodgrass has employees write 
field memos outlining what needs to be done. 

Put it in writing 

Notifying clients or general contractors that 
they'll have to pay more because of unex-
pected obstacles is not always well ac-
cepted, the contractors admit. That's why 
addressing these problems in contracts 
serves as an excellent vehicle to substantiate 
work order changes, says Ron Price, senior 
landscape architect at Greenscape Inc., NC. 

A "hidden contingency clause" ensures 
that Garden Gate Landscaping is protected 
and can tack on necessary expenses, Bow-
ers agrees. And Yar dm aster's "concealed 
contingency clause" is one of 14 important 
clauses on the back of its contracts — it 
outlines when the company can charge 
extra to deal with hidden or unexpected 
surprises. Such clauses protect landscape 
companies, Bachand insists. 

"We have run into cases 
where the fire department 
came in and installed under-
ground piping for their fire hy-
drants," Bachand says. "It was 
an after-the-fact deal, so it wasn't in the 
plans. If you don't have some protection, a 
general contractor won't want to pay for 
those kinds of problems. Sometimes it's as 
simple as moving an item, or you may have 
to excavate." 

Although it's critical to have such clauses 
in a contract, it's just as important to be on 
the lookout for onerous clauses in a client's 
or general contractor's contract, landscapers 
warn. Find ambiguous words and have 
them clarified. If possible, discuss them at a 
pre-construction conference. Identify repre-
sentatives with authority to make changes in 
the field. If you expect cleanup problems, 
factor more charges in the bid. 

Don't be a victim 

It may be human nature for construction 
contractors to eke out maximum profits on a 
job, but the comers they cut could end up 
costing you, warns Saeed Assadzandi, a Penn 
State turfgrass program graduate and certi-
fied golf course superintendent at Whistling 
Straits Golf Course in Sheboygan, Wl. 

In a 1999 presentation at the Future 
Turf Managers Seminar sponsored by Tex-
tron Turf Care And Specialty Products in 
Racine, Wl, Assadzandi showed slides of 
golf course grow-in and installation projects 
gone bad — due to contractors who cut 
comers on drainage and erosion measures. 

Landscape professionals like Assadzandi 
agree that spotting potential obstacles to 
installation early helps prevent toe-to-toe 
battles that can permanently damage rela-
tionships with other contractors or clients. 

Failure to take the time for a detailed site 
investigation can kill profits, they add. In 

Tools for 
negotiating 
Maybe more important to good on-site 
relations is keeping lines of communica-
tion open between contracting parties 
and management particularly when it 
comes to change orders. Kurt Kluznik 
of Yardmaster Inc., Painesville, OH, says 
pre-job walk-throughs with clients 
often clear up any potential misunder-
standings or assumptions, and such dis-
cussions can lead to intervention. 

Often, ironing out problems comes 
down to negotiations, landscape pro-
fessionals say. To be a successful nego-
tiator, don't underestimate your oppo-
nent. Good negotiators also say it takes 
a combination of: 

• planning skills, 
• verbal grace, 
• patience, 
• self-confidence and 
• calm. 

some cases, if you haven't done your home-
work and negotiated up front, you may be 
barred from recovery of additional costs as-
sociated with differing site conditions. 

"Contractors by nature are used to ne-
gotiating," Kluznik says. "They're used to 
disputes. Sometimes we're the ones who 
are inconveniencing other contractors. If 
we can trade some things off, work with 
them, that's the win-win situation." 

— The author is a former associate editor of 
Landscape Management now living in the 

Denver, CO area. 

Handle hidden installation surprises 
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Profits can fall into a black hole betwcon bia o l f ihd^mnplction. 

These seven steps can help you stay profitable 

Make 
money 
on every j 
B Y E D , T O D D A N D A A R O N W A N D T K E 

Although making money 
is why many Green In-
dustry company owners 
start their own business, 
are you really making 
money on all of your 
work? Let's look at some 

operations that are working 100+% daily, 
are paying employees for eight hours or 
more each day and often don't know how 
much money their company is making. 
Let's also focus on several steps that will 
identify the profitability or lack of prof-
itability of each job, which will lead to 
higher profits for your firm. 

Making money on each job 
1. Take a picture of the property 

Whether a landscape designer, com-
pany owner or maintenance sales person 
visits a property, take a picture for the file. 
That will help the salesperson back at his 

or her desk identify the work on the pic-
ture, avoid confusion and offer a visual 
image for the crew chief and the salesper-
son. The photo also helps you or your staff 
avoid needless trips to a property to start 
the job and allows a crew to head out to a 
property confident about what work needs 
to be done. 
2. Define the job 

Whether a job is maintenance or instal-
lation, define it completely. Do not use 
terms like "usual," "standard" and "eyeball." 
Rather, be specific about the tasks to be 
performed. For instance: 

• Provide a drawing of the property 
and indicate what work will be performed 
in each area. 

• Identify one-time and weekly 
tasks. 

• Specify measurements as much as 
possible (for instance, the number of 
inches of mulch, etc.). The more detailed 

the instructions, the easier it is to perform 
the work. 
3. Organize the work 

Inefficiencies add up quickly when in-
stallation, mowing and maintenance crews 
hit the road. A simple 10-minute delay on 
a three-man crew amounts to 30 minutes 
of paid time during which the crew isn't 
working. Scheduling or sequencing jobs 
can be a critical factor in lowering non-pro-
ductive time. 

One landscape maintenance firm dis-
covered that its practice of routing a 
mowing crew across a four-lane street 
without a signal light caused the crew to 
increase its daily work time more than 
30 minutes. By resequencing the order 
of the mowing jobs, the company was 
able to perform one more job during the 
day and decrease the time the crew was 
working. 

continued on page 46 
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continued from p. 44 
4. Make logical work sequences 

Ask yourself: What is the sequence of 
tasks needed to be performed on each job? 
Mowing crews need to have established 
duties for each crew member, depending 
on the crew size and experience of the em-
ployee. When tasks vary on a property 
from week to week, as is the case in some 
areas with mowing and maintenance cus-
tomers, you may need to give specific in-
structions as to the extra tasks to be per-
formed on the work order each week. 

In addition, one of the crew members 
should be responsible for performing the 
additional task when it does occur. We fre-
quently see mowing companies having a 
standard schedule of properties to be done 
each week with little notice or indication 
that additional tasks need to be performed 
on an individual property that week. 
Power edging, vegetation control, mulch 
touch up, weeding, fencerow trimming 
and other tasks are inserted at different 
weeks. Standardize these tasks for the 
company on a weekly basis by having 
someone do the same extra task once a 
month for all properties on the same week 
of the month. This may also help reduce 
the incidences of missed work. 

On a recent renovation project we vis-
ited, the landscape designer, landscape 
crew chief and irrigation crew chief were 
all on site. As the landscape employees 
worked, the designer was trying to antici-
pate issues like where to place removed 
plant material, where to dump new soil 
and what to do if it rained, as debris would 
only be removed every other day. At the 
same time, the irrigation crew chief stood 
around waiting for the area to be cleared to 

place sleeves and downspout new runs, be-
cause the old lines were being torn out as 
part of the renovation work. We saw two 
or three people waiting to do their work 
during the hour we were on site. Appar-
endy, the job was being planned as the 
work progressed. Since this was a job that 
would run for a projected five days, the de-
signer wasn't concerned that the crew 
would bring the job in on time. We figured 
that one job could have been performed 
with a 45-hour savings from the budget! 
5. Have only ONE leader on a job1. 

Crew chiefs like to be in charge of per-
forming the work on landscape jobs, and 
often will appear to take control of every-
thing. All your employees need to under-
stand who is the leader of different types of 
work. While all employees need to be 
trained and competent, and while decision-
making needs to be placed at the lowest 
level of competency in an organization, 
have a clear leader on site. 
6. Communicate the budget 

Providing a crew chief with the hourly 
budget for a job can help the project come 
in within the budget limitations. When 
people know the number of days or hours 
to work on a property before starting the 
work, they have time to plan for efficien-
cies. Crew chiefs manage employees on a 
job much better once they know the scope 
of the project and the total budgeted time 
for the job. Many companies are finding 
that a great incentive is to pay a crew for 
part of the budgeted time for a job when 
they can finish the job under budget. 
7. Evaluate the completed job 

When a job is completed, it's important 
to evaluate its profitability. Daily and 
weekly analysis and monthly highlights can 

be revealing. It also helps to have all your 
employees concerned with the profitabil-
ity of jobs. 

During the quarterly meeting at one 
contracting firm, the employees and man-
agers got into a fruitful discussion of the 
profitability of landscape and mowing jobs. 
It was amazing to hear the ideas the em-
ployees came up with to improve job prof-
itability in the future. The mowing crews' 
ideas were especially insightful, as the sug-
gestions resulted in savings each week. 

Solving the information gap 
It is time consuming to watch each of 

your firm's jobs to determine the costs as-
sociated with the completion of the work. 
In this era of improved cost accounting sys-
tems, you need to be able to isolate your 
profitable jobs from the unprofitable ones. 
But how can you be sure? Two landscapes 
had similar questions. We devised solutions 
to their information gaps. 

One owner had two crews doing land-
scape installation work. The average job 
lasted 1 to 1.5 days. Each week, the owner 
had to make payroll and regularly needed 
to borrow from the line of credit. After an-
alyzing his jobs and the costs of the jobs, 
based on his quotes to the customers, he 
realized several problems: 

^ The plant material that was specified 
and delivered was different. 

• Looking closer, he found that the 
cost estimate sheet for plant material did 
not reflect what the local supplier had in 
stock. Consequently, his jobs used higher 
priced materials on a regular basis. These 
two situations alone are problematic. He 
was less profitable from the get-go. 

Next, he examined the labor hours for 



all of the jobs during the month. He dis-
covered that the time needed to perform 
the work was longer for the crew when the 
owner was not present. When he studied 
this in more detail, he realized he needed 
to charge a 25% premium for jobs where 
he wasn't present because of the longer 
hours needed. 

Like others, this owner assumed his job 
would be profitable when the jobs were 
bid. And, like others, he found that this 
profit would not be realized when the jobs 
were completed. 

This is especially true when bids are 

placed and jobs are signed one month or 
more before the start of the work. Like-
wise, long-term jobs such as mowing and 
maintenance need to be monitored closely 
to make sure that the annual hourly bud-
get is what is truly needed to perform all 
the work involved in a bid. 

What's your score? 
As you look back on the past year, how 

faithful have you been in evaluating the 
profitability of your jobs? Did you review 
each job's profit or loss? Do you know why 
you had a profit or a loss? 

What did you do with the information? 
All company owners have great plans and 
ideas to make each year more profitable 
than the last, but they seem to get involved 
with the day-to-day issues. Often, the day-
to-day work keeps you from analyzing how 
and why you're either making money or los-
ing it If this happened to you in 1999, get 
some help with job profitability analysis. 

— The authors provide Green 

Industry consulting services for 

WandtkeK, Associates Inc., 614/891-311L 
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Getting it together 
Landscape 
construction and 
installation 
contractors explain 
How to b e c o m e 
a lean, m e a n 
efficiency machine 

B Y J A S O N S T A H L / 

M A N A G I N G E D I T O R 

Landscape construction 
and installation projects 
can be complicated, but 
let's face it: you don't 
have to be a rocket sci-
entist to make sure they 
go smoothly. 

Most contractors would say a project 
went "smoothly" if it was completed on 
time, a quality job was done, a profit 
was made and the customer was 
pleased. 

But that's easier said than done, 
right? In these booming times, you're 
busier than a one-armed backhoe opera-
tor, and the least bit of inefficiency could 
send your project tumbling down. 
You've got to make the most of your 
time because you've got a tight schedule 
and there are no laborers to be found 
anywhere. 

There are answers, and they come from 
the guys with dirt under their fingernails 
who know that an auger isn't the nickname 
of a Texas football team. 

Integration and the machine 
Roger Braswell knows what efficiency (or 
lack of it) can mean to an operation. Back 
in the late 1970s, when he founded South-
ern Tree & Landscape Co., he saw lots of 
headaches being caused by the landscape 
and irrigation process being a two-contract 
operation. 

"There were a lot of coordination is-
sues and a lot of responsibility issues on 
things like plant livability," Braswell re-
calls. "Each contract pointed to the 
other." 

By the late 1980s and early 1990s, it 
became standard to have both landscape 
and irrigation jobs bundled to one land-
scape contractor, and that contractor 
would then subcontract the irrigation. 
Eventually, landscapes went into the irri-
gation installation business and did all of 
the work in-house. Still, the productivity 
was not there. 

"First, you needed to grade everything, 
then rough in your irrigation and set your 
sprinkler heads, then plant shrubs and 
mulch the beds, then clean up the land-
scape, then energize the whole irrigation 
system," Braswell explained. "The going 
back and forth was a timing nightmare be-
cause one guy was always waiting on the 
other." 

What Braswell decided to do at South-
ern Tree was integrate the process to im-
prove productivity — equip a crew to do 
the whole job without having to mobi-
lize and re-mobilize. 

A lot of contractors have 
followed Braswell's lead on 
integrating the landscape 
and irrigation process, and 

what makes their job easier is the Toro 
Dingo digging system. He imported this 
system from Australia in July 1995, and 
sold the exclusive rights to manufacture 
the Dingo to Toro in 1997. 

The Dingo allows contractors to accom-
plish tasks faster with fewer workers. De-
scribed as a mobile hydraulic power plant, 
it has over 35 attachments, including 
augers, buckets, backhoes and tillers. 
Braswell has recently started a new com-
pany called Powerhouse Equipment, Fort 
Mills, SC, dedicated to dealers who sell the 
Dingo and its attachments and teaching 
contractors how to increase their produc-
tivity. 

Productivity aside, Braswell believes 
landscape companies have bigger chal-
lenges facing them in the future. "It's 
going to be interesting to see how nim-
ble companies can be at turning from 
new construction to renovation and un-
derstanding how to market that," 
Braswell says. "Also, companies should 
be thinking about how to prepare for a 

downturn in the 
economy. 

Roger Braswell 
started a new 

firm. 



"The idea is to keep everyone happy. If your customers are happy, 
you'll get paid and you can move on to the next one." 

— Chris Aldarelli, president, Aldarelli Enterprises 

Communication equals efficiency 
At Aldarelli Enterprises, Ocean, NJ, com-
munication is the name of the game. "Our 
foremen are out there communicating 
with homeowners and those in charge of 
commercial sites all the time," Chris Al-
darelli, president, says. "They touch base 
on a daily basis, step by step, so there's no 
going back after a job is complete. We're 
using a vast variety of people who speak to 
customers to keep everyone on the same 
wavelength and keep everyone happy. If 
your customers are happy, you'll get paid 
and you can move on to the next one." 

Communication also occurs within the 
crews. Aldarelli schedules meetings every 
day to go over the next day's activities, and 
most duties are scheduled two to three 
days in advance. He needs to know what 
drivers are picking up, whether or not 
there are orders in for materials and how 
long it will take to get those materials. 
Every Thursday, he crunches numbers to 
make sure the company is doing okay fi-
nancially. Wasted time, he says, is costly. 

"If I lost an hour a day, I would lose 
$1,400 a day and $250,000 in a year," Al-
darelli says. 

One thing he has done to save time is 
install fuel tanks on company property, 
which he says saves about 20 minutes per 
crew per day. At the end of each day, the 
crews can gas up all of the vehicles so they 
are ready to go the next morning. 

Extending the workability of sites 
Tim Korte, vice president of operations for 
The DiSanto Companies, Cleveland, OH, 
says that properly matching equipment with 
tasks maximizes productivity. He really likes 

equipment that can be used in soggy condi-
tions, especially since the ground in Ohio can 
be wet through May. 

"Four-wheel drive tractors, Pettibone fork-
lifts, concrete buggies and soil slingers all are 
really useful to us because they extend the 

Tim Korte says that a landscape firm can im-
prove profits if it can work on wet sites. 

workability of a site," Korte says. "Access to a 
site is what keeps us productive in spring, so 
any time we can get gravel or top soil to areas 
that ordinarily wouldn't be workable or do 
our work with machines that can extend out 
from sidewalks, we're grateful." 

As far as scheduling is concerned, Korte 
says there's never an empty hole. "We have 
a job site for the guys to go to no matter 
what the weather's like. If one site is 
closed, we can go to another." 

Get with the program 
Pete Estournes, operations director of Gar-
den works, Inc., Healdsburg, CA, has 

turned to the Jim Houston Estimating Pro-
gram as a way of getting organized and be-
coming more efficient. A business program 
designed specifically for landscape compa-
nies, it shows how to set up a budget over-
head recovery system and budget estimat-
ing system, breaking it out among different 
field operations. "If you dig a 100-ft. 
trench, it says how long it will take and 
how you can track production rates," Es-
tournes explains. 

Gardenworks has also signed on to the 
Pro Challenge Training Program, which 
locks the company into a year-long com-
mitment to employee training. "Some of 
the things we have to come up with are 
job descriptions to use for performance re-
views, criteria and goals for our employees 
to follow so they can get to the next level, 
and Spanish-English classes," Estournes 
says. 

As if two programs aren't enough, Es-
tournes and his partner also subscribe to a 
Project Manager program that allows them 
to be more proactive in scheduling and 
gives them timelines to organize and dis-
patch crews. 

Contracting out saves time, too 
Terry Culver, director of operations, ILT 
Vignocchi Landscape Architects & Con-
tractors, Wauconda, IL, has learned 
enough lessons to know how important 
it is to have the right equipment for a 
job. 

"So many times in the past we would 
look at a job and say we could do it be-
cause we had the equipment," Culver says. 
"But afterward we see that if we had had a 

continued on page 50 
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"If things aren't done at the job site, we' l l give the general contractor a list 
of things to be done before we go out there again." 

— David Snodgrass, president, Dennis' Seven Dees Landscaping 
continued from page 49 
piece of equipment that was more suited 
to the job, we could have completed the 
project in half the time. Now, we contract 
out those projects." 

Culver's current equipment includes 
a John Deere skid steer ("It's more effi-
cient because it has a greater lift capac-
ity," he says), articulated front end 
loader ("Fabulous for yardwork and 
snowplowing") and crawler, and Ford 
backhoes and tractors. 

No punching in at this office 
Some time back, it became obvious to 
David Peabody, president, Peabody Land-
scape Construction, Columbus, OH, what 
he needed to do to make his employees' 
work day the most efficient it could be: di-
rect job site reporting. 

"We get them straight out to the work 
site instead of bringing them here to the of-
fice first," Peabody says. 

The other part of that time-saving ma-
neuver is preparation. Peabody makes sure 
that all supervisors have their full hours 
and full job costing reports ready, and that 
they have in hand what they need to get 
the job done. Managers are located in dif-
ferent areas to expedite the flow of materi-
als to job sites. He is considering opening 
up a satellite office on the city's East Side 

to make operations even more efficient. 
Communication is a big issue, too, 

which is why Peabody's uses Nextel radio 
communication. "Supervisors have to re-
port in at midday to the production man-
agers about what they are going to need 
and what's going on," Peabody says. 

Crunching numbers 
Like Gardenworks, Realty Landscaping, NJ, 
manages its projects with an estimating pro-
gram. "We realized that, in the past, we 
were telling our guys to just go out there and 

get the job done without giving them any 
goals to shoot for," says David Plechtner, re-
gional manager for Realty Landscaping. 

Realty's estimating program will tell the 
company how many labor hours will be 
spent on any exterior work project conceiv-
able. Then, the job is estimated on a factor 
system, and finally on a cost/plus basis. 

"What we're left with is a list of materials 
and total amount of man hours needed," 
Plechtner says. "Our foremen fill out their 
time sheets, those get loaded into a computer, 
and we can then track our productivity." 

As far as making sure no time is wasted 
during the work day, Plechtner says that 
his company will often set up a satellite of-
fice on a project site where crew members 
can report directly every day. 

The H2B program has helped Realty 

find good labor, but one of the company's 
biggest problems is getting its clients to 
make commitments to projects quick 
enough so that plant material can be ob-
tained in a timely manner. 

"The owners of our company anticipated 
the problem of getting plant material, so 
they bought blocks of it early on," Plechtner 
says. "Still, it's hard to get things like red 
maples, and costs are incredibly high." 

Preparation is key 
David Snodgrass, president of Dennis' 
Seven Dees Landscaping, Portland, OR, is 
all for preparation. Just ask his employees, 
who every morning find themselves stand-
ing in a circle looking at each other. 

"We do stretching exercises," Snodgrass 
explains. "It brings us together and helps us 
bond and establish our culture. Even though 
it may not be efficient to have everybody re-
port to the home office as opposed to the 
job site first, I think it pays off huge." 

Snodgrass also prepares his troops for 
each project with preconstruction confer-
ences. Whether it be a small project or 
large project, the salesperson, supervisors, 
foreman and estimator all gather in the 
same room to fully understand the project 
before going on site. 

"In the past, we would go to a job site 
that wasn't ready, or we weren't ready, and 
we would end up wasting a couple of 
days," Snodgrass says. 

With commercial sites, Snodgrass' staff 
will ask the general contractor if certain 
things have been done in preparation for 
their work. Even if the contractor says yes, 
his staff will go out and check on it them-
selves. "If things aren't done, we'll give the 
general contractor a list of things to be 
done before we go out there again," Snod-
grass says. 

Keys to an efficient operation 
1. Know the project inside and out before arriving at the site 
2. Make sure all materials are ordered and equipment is obtained 
3. Make sure the general contractor has prepared the site for you 
4. Have workers report directly to site to save time 
5. Expect weather problems and prepare accordingly 
6. Keep in constant communication with workers, managers and customers 



Some tractors are operated by hand. Others by foot. 

We were the first to use our head. 

John Deere 4000 Series transmissions 

work so well with hands and feet 

because we used a part of anatomy 

often overlooked: The mind. A little 

extra thought allowed us to develop 

an economical SyncShift™ gear system 

with an added synchronizer that's so 

smooth it forever puts an end to 

the daily grind. Our PowrReverser™ 

transmission, by shifting directions 

instantly without clutching, greatly 

reduces turnaround time. And our 

top-of-the-line (available all the way 

up to the 48-hp 4700) Twin Touch® 

hydrostatic two-pedal control is an 

engineering feat twice: It uses the 

natural motion of your foot (unlike 

a treadle pedal), and leaves you free 

to use the left-side turning brakes 

(unlike many competitive foot control 

systems). So be our guest, test any of 

our transmissions. We're not afraid to 

go head-to-head with anyone. 

The PowrReverser 

transmission is perfect 

for repetitive blade or 

loader work. Simply flip 

a lever on the dash and 

the tractor changes 

directions instantly. 
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Tough stuff 

A Dingo does it all 
The Dingo and Dingo TX hydraulic do-it-
all machines share nearly 40 attachments 
that include a trencher, augers, a back-
hoe, various buckets and a snowthrower. 
In 1999, t w o new models rolled off the 
production line, one gas and one diesel, 
both with a 4-Paw™ independent four-
wheel drive platform. 

Call Toro at 800/476-9673 or 
www. toro .com / circle no. 275 

Lots off bite 
DPM Inc.'s Nursery Jaws is a hydraulic fork 
that can grab and move trees, rocks, and 
now pallets and boxes up to 42 in. with a 
new pallet fork option called Jaws II. 

Call 800/669-4408 or www.nursery-
jaws.com / circle no. 276 

Dig, dig, d ig 
Kubota's new K008 Ultra Compact Excavator 
is small enough to pass through a standard 
doorframe and powered by a three-cylinder 
D722 liquid-cooled overhead valve diesel en-

gine that delivers 10.1 hp at 2000 rpm. 
Ground contact pressure is only 3.27 psi. 

Call Kubota at 888/4KUBOTA or 
www.kubota .com / circle no. 277 

Scoop that mulch 
Ramrod Equipment's mulch bucket comes 
equipped with a deluxe quick attach system 
to mount on the Ramrod Taskmaster Series 
of mini-skid steer loaders. It features a large 
capacity, 42-in. wide bucket designed to 
handle mulch, chipbark, loam or snow. 

Call 800/667-1581 or www.ramrode-
quip.com / circle no. 278 

Power fu l tractors 
New Holland has expanded the Boomer™ 
compact tractor line to include six higher 
horsepower economy and deluxe models. 
The operator's station can be accessed 
from the left or the right, and the In-
sight™ operator's station allows for bet-
ter operator vision. On economy models, 
the engine is matched to a synchronized 
shuttle shift 12x12 transmission. 

Call 717/355-1371 or w w w . n e w h o l -
land.com/na / circle no. 279 

http://www.toro.com
http://www.kubota.com


Handles everything 
The Allmond Bros.' tractor-loader-back-
hoe features a 35-hp engine, optional 

two-speed hydrostatic four-wheel drive 
and a weight of 4,570 lbs. Featuring a hy-
draulic PTO, it can power augers, tampers, 
breakers, drills and saws. 

Call 800/562-1373 or 
www.allmand.com / circle no. 280 

Time-saving edge r 
Turfco's Edge-R-Rite bed shaper is perfect for 
cutting out flower beds, cutting in tree rings, 
edging walkways or even trenching in un-
derground wiring for outdoor lights. A right 
angle blade for edging and landscape instal-
lation work and rotary blade for vertical cuts 
along patios or driveways are standard. 

Call 800/679-8201 or www.turfco.com 
/circle no. 281 

A-seeding w e will go... 
First Products' Seeda-vator can handle pri-
mary seeding and overseeding, and uses a 
patented swivel hitch which allows the 

• Crawler carrier 
The upper structure of Komatsu's new 
crawler carrier can rotate 360 degrees, al-
lowing forward-facing operations and 
eliminating the need for u-turns. Hand 
levers and joysticks are used to control 

It has no moveable parts near the drive 
head, no springs to break, and no slid-
ing booms or tilt quadrant to wear out. 
The industrial/commercial 3.5-hp Briggs 
engine powers this baby up nicely. 

Call 920/387-0100/circle no. 284 

forward/reverse direction and the rota-
tion of the upper structure. Driven by a 
135-hp Komatsu engine, it has an operat-
ing capacity of 13,200 lbs., ground clear-
ance of 19 in. and 3 psi ground pressure. 

Call 847/837-2447 / circle no. 283 

On the edge 
Lightweight and compact, the Scag 
edger features a 10-in. milled-edge 
blade for deeper edging and longer life. 

Entry-level bachhoe 
JCB has come out with a backhoe loader 
(214Se Series 4) to meet the needs of 14-
ft. class, entry level customers. It has 4-

unit to turn around plant beds and other 
obstacles without tearing the turf. 

Call 800/363-8780 or www. ls tprod-
ucts.com/circle no. 282 

wheel drive, 4-wheel steer, four equal-size 
tires, 86 net hp JCB diesel turbo engine 
and SynchroShuttle transmission. 

Call 888/742-5522 or www.jcbna.com / 
circle no. 285 

continued on page 54 
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Rollin' sod 
Ricard's big roll installer handles a variety 
of big roll applications. There are two va-
rieties: 3-pt. hitch mounted and skid steer 
loader quick attach. They come in 24-, 30-, 
42- and 48-in. widths. The operator does 
everything from the seat. Hydraulic cylin-
ders open and close the tapered cones 
that grab the rolls by the plastic tubing. 

Call 218/281-2120/circle no. 292 

Borderscapes 
Borderscapes has three useful products for 
the landscape constructor and installer. 
Borderpathr holds pavers to create flowing 
curves or straight borders. Wallpins inter-

A A real sw inger 
The 4-wheel drive Swinger 3000 is a versa-
tile, utility size articulated tool 
carrier/loader. A 25 gpm auxiliary hy-
draulic circuit and 80-hp John Deere Pow-
ertech diesel are standard, and a universal 
tool carrier plate accepts most skid steer 
attachments. An oscillating rear axle pro-
vides frame stability. 

Call 715/835-3151 or www.nmc-wol-
lard.com / circle no. 286 

John Deere tractors 
John Deere has several tractor models to 
choose from: 5105/5205 (Powertech® 
diesel engine, SyncReverser™ transmis-
sion, independent PTO, optional four-
wheel drive, 22.4-gal. fuel tank), 4700 (48-

hp Yanmar 
diesel 

engine, PowrReverser™ transmission, 
four-wheel drive, independent PTO, lat-
eral float rear hitch arms, planetary final 
drives), 790 (30-hp diesel engine, sliding 
gear transmission, optional four-wheel 
drive, optional selectable PTO), and 990 
(40-hp Yanmar diesel engine, standard 
collar shift transmission, optional four-
wheel drive, planetary final drive). 

Contact the John Deere Inquiry De-
partment, P.O. Box 12217, Research Trian-
gle Park, NC 27709 / circle no. 289 

Tough skid steers 
Case Corp.'s eight 1800 Series and XT Se-
ries skid steers offer horsepowers of 30 to 
85, rated operating loads of 885 to 3,150 

Spreadin ' 'n sprayin ' 
C & S Turf Care Equipment's SS8030 Turf 
Tracker spreads and sprays one acre in 11 
minutes. It features a zero turning radius, 
3-speed, 150-lb. capacity hopper, and 12-
ft. breakaway spray boom. 

Call 800/872-7050 / circle no. 287 

Double trailer 
J & J Truck Bodies and Trailers' new dou-
ble dump trailer can carry a gross vehicle 
weight of 158,000 lbs. It has two light-
weight aluminum bodies with hydraulic 
systems that allow drivers to easily dis-
charge loads of construction materials, 
gravel, asphalt, sludge and sand. 

Call 814/443-2671 or 
www.jjbodies.com / circle no. 288 

lbs. and operating weights of 3,107 to 
8,800 lbs. All XT Series models have er-
gonomically designed excavator-style con-
trols, push-button parking brake, superior 
operator sight lines and a suspension seat 
with lumbar support. 

Call 414/636-6011 or www.case 
corp.com / circle no. 290 

Reinforcement 
Versa-Lok Retaining Wall Systems now has 
the Versa-Grid™ for soil reinforcement for 

segmental retaining walls. It provides ad-
ditional soil reinforcement necessary for 
structural wall stability. 

Call 800/770-4225 or www.versa-
lok.com / circle no. 291 

http://www.jjbodies.com
http://www.case
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locking retaining wall units are designed to 
achieve consistent alignment. Brickholdr is 
a versatile brick/paver edge restraint sys-
tem that combines fast and easy installa-
tion with the latest in technology. 

Call 800/282-4226 or www.border-
scapes.com / circle no. 293 

This p l ow is the boss 
The Boss Skid Steer Power-V Plow offers 
year-round use, from snowplowing in 
winter to pushing dirt in summer. It 

adapts to V, scoop, and straight positions, 
plus it has a natural side-to-side tilt which 
can be converted to a hydraulic power tilt 
by adding an optional hydraulic cylinder. 
It mounts on all skid steers with a univer-
sal tool carrier. 

Call 800/286-4155 or 
www.bossplow.com / circle no. 294 

Mulch like crazy 
Goosen Industries' LawnMaker hydro 
mulching machine provides a one-step ef-
ficient method for seeding, mulching and 
fertilizing. It features a full length me-
chanical rotor shaft for thorough mixing 
of ingredients. Material is disbursed with 
a slurry pump which minimizes clogging 
and allows course materials to be easily 
distributed. 

Call 800/228-6542 / circle no. 295 

Lay in' line 
The Line-Ward L-2 line layer is perfect for 
the installation of underground sprinkler 
lines with a simple blade change. It features 
rubber tracks for traction and blade drive 
system that minimizes lawn disturbance. At 

26-in. wide, it can reach tight spots. 
Call 800/816-9621 or 

www.l ineward.com / circle no. 296 

• High horsepower 
Caterpillar's new 228 and 248 skid steer 

crete and asphalt. Wi th the Extractor, 
there is little or no need for hand labor, 
and speed and efficiency enhance plant 
survival and eliminate human error. 

Call 800/950-6186 / circle no. 298 

loaders feature high hydraulic horse-
power to handle tools such as cold planers 
and stump grinders. The 228's and 248's 
operating capacities are 1,500 lbs. and 
2,000 lbs., respectively. Each model has a 
Cat 3034 direct-injection, 4-cyl. diesel en-
gine. Other features include pilot-oper-
ated joystick controls, more than 30 types 
of Cat work tools, and hydrostatic trans-
mission that optimizes the hydraulic/rim-
pull match for greater productivity. 

Contact Caterpillar Inc., P.O. Box 10097, 
Peoria, IL 61612-0097 / circle no. 297 

The Extractor 
The Extractor™ is a mechanized fork 
lever that can extract entire established 
tree and shrub root systems for trans-
planting. The manufacturer of the Ex-
tractor says it has lower overhead cost 
than the "ball and burlap" method, 
leaves root systems intact for higher sur-
vival rate, and is versatile enough to be 
able to remove stumps, light rocks, con-

Claw at compost ing 
Brown Bear Corp.'s attachments fit skid 
steer loaders, farm tractors from 35 to 
150 hp, articulated and crawler loaders 
and dozers. They're perfect for compost-
ing grass and leaves (yard waste), 
chipped wood waste or manures into 
odor-free, dry organic fertilizer and 
humus. 

Call 515/322-4220 or w w w .brown-
bearcorp.com / circle no. 299 

Optimal Tree Spade 
Billed by Bennett & Bennett Enterprises as 
"the world's most compact and technically 
advanced tree spade," the Optimal Tree 
Spade is 30 to 50% more compact than 
other tree spades. It comes in sizes rang-
ing from 16-in. to 120-in. in diameter. 

Call 865/436-2008 or www.opt imal-
treespades.com / circle no. 300 

continued on page 56 
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Do-it-all powe r unit 
Mertz, Inc.'s TrackMaster can do most 
everything a skid steer can do but also 

squeeze into hard-to-reach places. Its 
width can be reduced to 30 in., and 
ground pressure is dispersed evenly to 
minimize lawn damage. 

Call 800/654-6433 or 
www.mertzok.com / circle no. 301 

So much at stake 
Arborlock Staking Systems introduces Ar-
borstakes and Arbor Anchors to its profes-
sional tree staking line, products that suit 
any tree up to 5 in. in caliper. Both use 
the tree-friendly Arbor-Tie strap com-
bined with tensioning buckles and 
ground-gripping anchors for both hard 
and soft soils. 

Call 305/378-6153 or 
www.arborlock.com / circle no. 302 

Soil blender/mixer 
The Royer model 466 soil shredder is ideal 
for large scale topsoil blending and mix-
ing applications. The shredder belt churns 
and aerates soil while incorporating a 
combination of peat, compost, sand or 
loam. All unwanted debris fill is automati-
cally separated from the mix and re-
moved. 

Call 717/866-2357 or 
www.royerind.com / circle no. 303 

Precise seeding 
The Greenseeder from Redexim Charter-

house can plant all seed types from rye 
to bent. Using interchangeable gears, 
the machine can be set to give a precise 
seed dosage. All seeds are buried at a 
pre-set depth for maximum germination 
rates. In addition, the Greenseeder 
plants at a close and uniform spacing of 
1.5 in., at speeds of up to 6 mph. For 
maximum flexibility, it can be mounted 
on a three-point linkage or trailed be-
hind any prime mover; no PTO is re-
quired. An optional two-wheel hydraulic 
lift transport frame allows the 
Greenseeder to be converted to a "Tow-
N-Seed" for pull-behind use. 

Call 800/597-5664/circle no. 304 

A cut above 
Classen Mfg.'s Model SC-18 self-propelled 
18-in. sod cutter is powered by either a 
5.5- or 8.0-hp Honda OHV engine and will 

cut sod up to 2 1/2-in. deep. It can easily 
change from an 18-in. cutting unit to a 
20-in. or 12-in. cut with optional conver-
sion kits. Other features include drive 
wheels with a knobby tread design to 
eliminate dirt build up and ensure better 
traction and a twist grip throttle which 
goes to idle and stops machine move-
ment when released. 

Call 402/371-2294/ circle no. 305 

Compact skid steer 
Finn Corporation's Eagle 250 compact 
skid steer has a lifting capacity of 650 lbs. 
and a maximum operating height of 97.5 
in. It features full hydraulic power to all 
functions simultaneously. The unit is self 
leveling, and a quick-change feature al-

lows for quick attachment changes. Dual 
fuel tanks allow a full day's work without 
refueling. 

Call 800/543-7166 or 
www.finncorp.com / circle no. 306 

Downl lnder loader 
The Kanga mini skid steer loader is a com-
pact, multi-purpose machine capable of 
laying turf, trenching for drainage, plant-
ing trees, digging/leveling/transporting 
soil, fencing post holes, laying irrigation 
systems, horizontal boring and snow 
plowing. 

Call 918/459-2137 or www.kanga-
loader.com / circle no. 307 

Awesome add -ons 
Ammbusher's new LOBO post-guard rail 
puller is built to fit any skid steer, has 
17,000 lbs. of breakout pull force, can 
be operated by one person, and pulls 
wood or steel posts in seconds. Also for 
skid steers, Ammbusher's rotary cutter 
mulches tall grass and brush and cuts 
material up to 3 in. in diameter. 

Call 800/432-5955 or w w w . a m m -
busher.com / circle no. 308 

Mini - loaders 
Coyote articulated loaders are powered 
by water-cooled diesel engines from 22-
to 50-hp and can access almost any area. 
Its Z-bar linkage offers leverage for high 
breakout force and faster lifting speed. A 
hydraulic locking system secures attach-
ments without the driver having to get 
out of his seat. 

Call 330/650-5101 or www.coyoteload-
ers.com/circle no. 309 

http://www.mertzok.com
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Honda trimmers. More power. Less smoke. The virtually smoke-free Honda 4-stroke trimmer. It's 360° inclinable. 

It doesn't whine like 2-stroke trimmers and it runs on straight gas. And it cuts operating costs up 

to 60% over comparably-sized 2-stroke trimmers. Plus, it won't bog down, regardless of which 

of its eight optional attachments you use. Call us at 1-800-426-7701 or visit www.honda.com 
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HONDA Taking care of tomorrow's environment today. 
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FERTIGATION 
Move to the next level 

ere all creatures of habit, but when faced with a declin-
ing landscape and traditional management methods that 

aren't working, it's time to look at new solutions. In the 
case of the Tuscany Hills Homeowners' Association in 

Lake Elsinore, CA, fertigation plus regular diagnostic evalu-
ation solved the problem. 

Tuscany Hills features poor soil quality (in many cases 
pure rock) along with steep slopes, some 3:1, which made it difficult for the 
landscape management company to apply granular fertilizer. In addition, 
sodium from the irrigation water accumulated in the soil because there was 
no way for the water to leach. As the landscape continued to decline, some 
blamed poor soil conditions while others blamed the landscape architect and 
the landscape contractor. 

Analysis first, prescription next 
"I got a call to come out and look at the situation," says Bill Nolde, technical 
director for Fertigation Choice, a fertigation project management company 
located in San Diego. "After a full battery of soil, tissue and water analyses, I 
came to the conclusion that the problem was a plant nutrient deficiency be-
cause of poor soil chemistry. Because the site was so difficult, a whole new 

When a condomin ium's 
property languished, 
the manage r s turned 
to fertigation. It might be 
Just the solution you need 

BY R O B E R T E. R E A V E S 



landscape management strategy had to be 
applied. I recommended using fertigation 
systems to apply needed products." 

At Nolde's suggestion, the homeowners 
association purchased 23 water-driven fer-
tigation units, selected because the irriga-
tion controllers were far away from the 
backflow preventers. Each unit was posi-
tioned close to the backflow preventers. 

With the fertigation system in use after 
several months, the results have been ex-
cellent. "We applied a chelated phosphorus 
product on Indian hawthorn and New 
Zealand tea tree this year. The blooms 
have been phenomenal. The groundcover 
has begun to recover and we are not seeing 
any disease," Nolde said. Response from 
the homeowners association continues to As a result of fertiga-
be positive. "There's even a desire from fertigation delivers tion, Tuscany Hills 
homeowners to install fertigation systems higher plant qual- changed from a bare 
at individual residences," he reports. ity and decreases wasteland (inset) to a 

Because of the fertigation systems, Tus- irrigation time, as thriving green prop-
cany Hills is expected to decrease its water well as the labor erty (above), 
use 30% to 50%, depending on the necessary to apply 
month. "Most homeowners associations fertilizer and soil 

landscape industry. "I have given many 
talks to landscape groups," Nolde says. "Un-
less landscape architects specify fertigation, 
landscape contractors probably won't con-
sider it in the near future. Because they are 
under such tremendous competition for 
business, fertigation and diagnostic evalua-
tions are usually thrown out of the picture." 

Unfortunately, few in the landscape 
market use water testing. "Over time, land-
scape management companies will pick up 
contracts from other companies who have 
lost the account. This is a critical time to 
go in and do a water analysis, along with 
tissue and soil tests." 

Fertigation is most effective when com-
bined with diagnostic evaluations. "Guess-
ing is a 50/50 proposition. Fertigation with 
diagnostic evaluation takes landscape man-
agement to a science. You apply what is 

continued on page 60 

want to be good water stewards; however, 
their primary motivation is to save money 
on water bills," observes Nolde. He says 

conditioning products. 
The program accomplished four things 

at Tuscany Hills: 
• Soil conditioning (removal of salts), 
• water conditioning/buffering, 
• application of fertilizer nutrients, and 
• water conservation. 

Homeowner association market 
Nolde says homeowners associations are a 
great place to increase the use of fertigation 
in landscapes. "Attractive common areas 
effect property values - which is very im-
portant to the members. This common 
area at Tuscany Hills will ultimately ex-
pand from 80 to 240 acres. It's been grati-
fying to convince people who aren't land-
scape professionals about the benefits of 
fertigation." 

Unlike the agricultural and golf course 
markets, fertigation is relatively new to the 



continued from page 59 

missing through the fertigation system." For 
example, if magnesium was the only miss-
ing ingredient, magnesium sulfate (Epsom 
salts) could be applied through the system. 

Nolde is a convert to fertigation from 
his 16 years as a golf course superinten-
dent. When he arrived at Canyon Country 
Club in Palm Springs, CA, he found a fer-
tigation system out of commission. "We re-
built the pump and got the system going 
again. Because of the sandy soil at the 
course, we had very low cation exchange 
capacity. I bought some soil conditioning 
products and began adding humus through 
the irrigation system. We grew the most 
beautiful bermudagrass I have ever seen. It 
took me a while to develop confidence in 
fertigation. Now, I'm sold on it." 

Get off the 'gypsum bandwagon' 
He believes it is time to approach landscape 
management from a new perspective. "Most 
owners of landscape management compa-
nies are very sharp. However, it takes longer 
to convince field personnel since they have 
first-hand dealings with all the competition 
in the marketplace. The landscape market is 
very aggressive, with a financial critical mass. 
It's very easy to give up on things like soil 
tests. Right now, 90% of all landscape man-
agement is grooming. Very little attention is 
given to plant fertility." 

As an agronomist, Nolde says poor soil 
chemistry is the major culprit in landscape 
decline. "I see so many folks who lose their 
jobs because of soil chemistry, something 
over which they have no control. Soil salin-
ity is a problem at many landscapes." 

He says gypsum is not the answer to 
salinity. "Some of the liquid materials we 
have used through fertigation systems have 
displaced sodium cation exchange sites 
within a few weeks. We can document this 
through soil tests." 

Many researchers are reluctant to ex-
plore materials that can be a solution to 
soil salinity, he believes. "They're still on 
the 'gypsum bandwagon.' Not only does it 
take up to two years for the exchangeable 
calcium to be released in gypsum; the 
amount of exchangeable calcium in gyp-
sum is very low compared to soluble forms 
of calcium." But before selecting a calcium 
product, be sure to ask your supplier how 
much exchangeable calcium is in it. Work 
with chemical distributors that support this 
technology with products suitable for ferti-
gation systems. 

Soluble forms of calcium are terrific al-
ternatives to gypsum, all of which can be 
used with fertigation systems. "I recom-
mend calcium chloride, calcium polysul-
fide, calcium thiosulfate or calcium nitrate 
- big improvements over gypsum. For ex-
ample, everybody raves about the color of 

Rx for a declining landscape 
E Z E S I I I I Tuscany Hills Homeowner Association, Lake Elsinore, CA, faced a declin-

ing landscape under tough growing conditions. Granular fertilizers were not work-

ing on the steep slopes, and high salinity added to the problem. 

80 acres, with plans to expand to 240 acres. 

B r f S I B i B M Technical consultant Bill Nolde decided on fertigation to solve salinity and 

fertility troubles. To displace sodium, he used fertigation to release faster-available 

forms of calcium into the soil profile. The results have been dramatic. 

overseeded ryegrass where calcium nitrate 
is used." 

Soil conditioning is the most important 
component of growing good plants, ac-
cording to Nolde. "And I believe a liquid-
based delivery system is the best way to ac-
complish this. If you can apply materials 
that condition the soil, plant roots will pen-
etrate easier. You can also buffer sodium 
and bicarbonates in water through fertiga-
tion systems." 

Costs in time and money 
Nolde says the maintenance/management 
time of fertigation systems is minimal. "At 
Tuscany Hills, we use 30-gallon tanks. 
Each of these fertigation units operates 
from zero to 40 gpm. We rotate soil condi-
tioning and plant fertility materials fre-
quently. Depending on the season and 
needs of plants, we can adjust from 500 
gallons of water/1 gallon of product to 40 
gallons of water/1 gallon of product." 
However, he says product rates and 
choices are not a guessing game. "Every-
thing we apply through the fertigation sys-
tem is based on the results of diagnostics." 

As far as money is concerned, the in-
stalled cost of a water-driven system is 
around $ 1,500 per unit, while an electric 
system will run around $2,500 per unit. He 
expects costs to come down as fertigation 
becomes more common. 

"Landscape managers have tried every-
thing else. If they will look at fertigation 
systems strictly as a device to get the job 
done, their usage will grow." 

— Robert E. Reaves is a turf specialist with 
Turf Industries, a subsidiary of Van Waters 

Rogers Inc., located in Austin, TX. E-
mail: Robert.Reaves@vwr-inc.com. 

Bill Nolde, director of technical systems at 
Fertigation Choice, can be reached at 619-

585-9909. E-mail: fertigate@aol.com. 

"Fertigation combined with diagnostic evaluation 

takes landscape management to a science." - Bill Nolde 

mailto:Robert.Reaves@vwr-inc.com
mailto:fertigate@aol.com


(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. 

With a rotary-valve carburetor, 

these terrific little engines mix fuel 

more efficiently, start faster, and 

handle heat better than butterfly-

valve carbs found on many other 

Official 
Golf Course 
Equipment 
Supplier 

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. 

www.deere.com 
Or 1-800-537-8233 for the dealer nearest you. NOTHING R U N S L I K E A D E E R E 0 

http://www.deere.com
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TECH CENTER 

Avoid these 
pipe pitfalls 
Install any one of these new ir-
rigation system components 
and it's likely the job will in-
volve solvent-cemented joints 
for the PVC piping. 

Be happy with the new sys-
tem - do the job right. Thomas 
Christy of T. Christy Enter-
prises, Orange, CA, says that 
solvent-cemented joints are 
foolproof if the installer is sure: 

• the joining surfaces are 
cut square, cleaned and soft-
ened, 

• sufficient cement is ap-
plied, 

• assembly is done while 
the joining surfaces are still wet, 
and 

• the joint is left to cure be-
fore it is moved. 

Among the most common 
reasons for failure Christy sees 
are application of solvent ce-
ment to only the surface, or in-
sufficient application to both 
surfaces; drying of solvent prior 
to assembly, or using a partly 
gelled or stringy cement which 
can't bite into the pipe or fit-
ting; failure to prepare the ce-
menting surfaces, or using the 
wrong solvent cement; exces-
sive gap between pipes, not 
properly bottoming the pipe or 
failure to cut the pipe square; 
or climatic conditions. 

Excessive humidity coupled 
with low temperature creates 
water while excessive heat 

causes the fusion solvent to 
evaporate too quickly. Either 
can ruin a job. 

AGRIFIM, USA 
559/431-2003 
www.agrifimusa.com 
A complete catalog of sprin-
kler parts is available 
from Agrifim, Fresno, 
CA. Included is the 
Micro-Flo adjustable 
micro-sprinkler, rated 
at flows from zero to 25 
gal. per hour. This adjustable 
micro-sprinkler comes with shut-
off (10-32 NFT inlet). In addition, 
the company sells a complete line 
of Ever-Flo mini-dripperline and a 
range of tubing and pipe for every 
irrigation application. 
Circle #260 

T. CHRISTY ENTERPRISES 
800/258-4583 
Be sure all lines and valves are 
marked correctly. A complete 
line of marking and identifica-
tion products is available from T. 
Christy Enterprises, Orange, CA. 
Specializing in markers for recy-
cled/reclaimed water, the com-
pany offers a complete catalog 
of valve box plates, adhesive la-
bels, marking tape, warning 
tags, poly sleeving and paint 
products for use on any irriga-
tion project. 
Circle #261 

Rain Bird's sensing and 
transmitting components 

what to avoid 

• Application of solvent cement to only 
the surface 

• Insufficient application to both surfaces 

• Drying of solvent prior to assembly 

• Using a partly gelled or stringy cement 
which can't bite into the pipe or fitting 

• Failure to prepare the cementing 
surfaces 

• Using the wrong solvent cement 

• Excessive gap between pipes 

• Drying of solvent prior to assembly 

http://www.agrifimusa.com


From screen to green, 
Greentrac.com" is your best 

way to buy. Ana sell. 
Join the landscape, go l f , mun ic ipa l a n d other turf indust ry professionals a n d 
their suppl iers w h o have a l r e a d y saved t ime a n d money w i t h Green t rac .com. 

Green t rac . com is the global marketplace that links 
buyers and sellers of turf, equipment and supplies. 
Buyers submit an electronic Request for Proposal 
(eRFP) and get competing bids from vendors across 
the globe. Vendors benefit too by gaining access 

to eRFPs they can't get anywhere else. And 
excess inventory can be bought and sold in eAuction. 
Come visit us at www.greentrac.com and see for 
yourself why Greentrac.com is your best way to buy. 
And sell. 

Main Office: 2121 East Coast Highway, Suite 2 0 0 • Corona del Mar, CA 9 2 6 2 5 • (877) 7 7 4 - 8 7 2 2 TOLL-FREE • (949) 759-8131 FAX 
For a free CD demonstrating what Greentrac.com can do for your business, call toll-free (877) 7 7 4 - 8 7 2 2 or email us at customerservice@greentrac.com. 

® Greentrac com 
e-business to business 

From screen to green, your best w a y to buy. And sell.™ 
www.greentrac.com 
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lm reports 
ELECTRONIC INDUSTRIAL 
CONTROLS 
303/290-9159 
www.eiconinc.com 
Get computerized control of your 
irrigation with Ceres and Universal 
systems from Eicon, Englewood, 
CO. On the Ceres version, rain off 
may be initiated down to the valve 
level using the central computer, 
field controller keypad or hand 
held transceiver. Contact closure 
alarm is fully programmable in 
field controllers with data retrieval 
board. Runs under Windows 95 
and Windows 98. Full two-way 
communication is available via dig-
ital data radio, telephone modem, 
hardwire connection or any com-
bination. A hand-held transceiver 
allows for remote control of field 
controllers. The two way hand-
held transceiver allows placing and 
receiving telephone calls with the 
optional telephone patch. 
Circle #262 

GNC INDUSTRIES 
800/462-2005 
www.gncindustries.com 
No longer is it necessary to broad-
cast spray chemicals that are only 
needed in specific areas. Anew 
pumping system from GNC Indus-
tries, Pocahontas, AR allows the 
lawn technician to apply the chem-
icals only when needed, which re-
duces spray time and chemical 
usage but still allows the broadcast 
spraying of the fertilizer on one 
passing of the lawn. It consolidates 
two units into one. The system al-
lows green crews to broadcast 
spray and spot spray using only 
one unit. The new unit consists of 
one hose, reel, spray gun and one 
engine. By combining a split piston 
pump and a new spot spraying op-
tion, it is possible to spray two 
chemicals simultaneously without 
mixing them together. 
Circle #263 

HUNTER INDUSTRIES 
800/733-2823 
www.hunterindustries.com 
A pump relay device from Hunter 
Industries, San Marcos, CA en-
sures timely and consistent irriga-
tion pump operation on all resi-

Hunter Industries' pump relay devices 
dential and commercial 
landscapes. The Hunter PSR is 
available in three models. A com-
pact 7x5x4 in., it is designed to 
activate on-site booster pumps 
and can help pull water directly 
from a creek or pond. Compatible 
with all 24-VAC controllers, it of-
fers a range of contractor conve-
niences including flying leads that 
allow for 24-volt connections and 
a series of "knockouts" on the 
cabinet to simplify wiring and 
mounting. 
Circle #264 

MULTI-FITTINGS 
800/523-3539 
The Cycle Tough 4000 line from 
MultiFittings Corp., Port Huron, Ml 
can handle the typical pressure 
surges encountered every day by 
golf course irrigation systems. The 

4000 line of PVC 
pressure fittings for 
IPS pipe is engi-
neered to meet long-
term pressures of 
200 psi. They are 
molded from 1.5 to 
8 in. and fabricated 
from 10 to 24 in. Re-

inforcing ribs provide added 
strength in the body of molded fit-
tings by reducing surge-pressure 
effects. 
Circle #266 

KIFCO, INC. 
309/543-4425 
www.kifco.com 
The Series-B Water Reels from 
Kifco, Havana, IL are designed 
with turf in mind. The B140P will 
irrigate a football field with a sin-
gle pass down the centerline. 
There are a dozen other models, 
with longer tubes and machines 
for larger areas. They feature auto-
matic shutdown for the water 
motor, stabilizer feet to anchor the 
machine during operation, pres-
sure gauge, hose guide and disen-
gage lever for drive and anti roll-
back pawl. Flow rates range from 
4-100 gpm with pressures from 
35 to 119 psi. 
Circle #265 

NELSON IRRIGATION 
509/525-7660 
www.nelson@nelsonirr.com 
The R5 Rotator micro sprinkler 
from Nelson Irrigation, Walla 
Walla, WA emits a water stream 
from the nozzle and directs it onto 
an offset channel on the rotor 
plate. This creates reactionary drive 
force. A viscous silicone fluid in the 
rotor motor controls rotation 
speed, giving superb uniformity 
and distance of throw. Models 
range from the 10 to 23 gph R5 
through the .61 to 1.25 gpm R10 
Turbo and the big 1.64 to 5.4 
gpm R2000WF. 
Circle #267 

POINT SOURCE IRRIGATION 
559/498-6800 
The wear-resistant, dog-resistant 
design of the Dan 2001 PC spin-
ner head from PSI, Fresno, CA 
makes it perfect for tough applica-
tions. This pressure compensating, 
pop-up micro-spinner allows a 
regulated flow from 18 to 60 psi. 
The diaphragm is made of chemi-
cal and wear-resistant EPDM. The 

pressure compensating design re-
duces abrasion and wear on the 
nozzle and spinner. Also check out 
the firm's Dan Revolver, an eco-
nomical alternative to impact 
sprinklers. 
Circle #268 

RAIN BIRD 
800/247-3782 
The Rain Bird Flow Meter line of 11 
sensing and transmitting compo-
nents makes it practical to incorpo-
rate flow metering into new or ex-
isting systems. The firm's turf 
division is located in Azusa, CA and 
sells tee-type sensors available in 1-
in. brass and 1.5-, 2- and 3-in. plas-
tic models. Color coded irrigation-
type wire leads and dearly marked 
flow direction ease installation. 
Models operate up to 400 psi and 
temperatures to 221° F. All provide 
accuracy to 1 %. Signal-alone mod-
els can be used with all central con-
trol systems. Stand-alone models 
provide an LCD display which 
shows actual and total flow. 
Circle #269 

SYNCRO FLO 
800/866-4443 
www.syncroflo.com 
The Gator line from SyncroFlo, Nor-
cross, GA is perfect for small irriga-

Low profile Gator pump unit 

tion applications that require a reli-
able and affordable pump station 

http://www.eiconinc.com
http://www.gncindustries.com
http://www.hunterindustries.com
http://www.kifco.com
mailto:ww.nelson@nelsonirr.com
http://www.syncroflo.com
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for flows from 30 to 250 gpm at 
130 psi. The Gator Pumping Sys-
tems blend with the environment as 
low-profile units concealed in 
weather-resistant, snap-hinged, 
lockable steel enclosures. Units react 
to flow pressure requirements. Digi-
tal flow display and backflow pre-
vention devices available. 
Circle #269 

RAINMAN 
800/433-6745 
Several irrigation controller enclo-
sures are available from Rain Man, 
Anaheim, CA. The stainless steel 
model is made of 14-gauge 304 
stainless and has waterproof silicon 
gaskets. Despite its low price, it has 
a 6-year warranty. A cold-rolled 
steel version offers a 3-year war-
ranty. Both units come in a variety 

of widths and depths, and stand 
either 36 or 40 in. tall. The finishes 
on these boxes are as good or bet-
ter than those found on a typical 
car, the manufacturer says. 
Circle #270 

TORO 
909/688-9221 
www.toro.com 
The Flo-Pro line of valves from 
Toro, Bloomington, MN features 
no-leak performance and a three-

Toro's Flo-Pro line 

year warranty. It delivers between 
0.25 gpm water for drip irrigation 

up to 30 gpm for full irrigation of 
residential landscapes. Available in 
1 -in. electric in-line and 1-in. angle 
models, it includes the optional 
QuickLink solenoid that provides 
watertight connection with the 
controller, 1-in. and 0.75-in. anti-
vacuum breaker models, and a va-
riety of connection options. 
Circle #271 

TRANSITIONAL SYSTEMS 
MFGR. 
530/751-2610 
The Doubler valve control module 
allows more valves to be installed 
using existing control wires and 
controller. When pressure drops, 
another valve may be added next 
to an existing valve to serve one or 
two sprinklers. Priced at $139 
from Transitional Systems, Yuba 

City, CA, the Doubler is the an-
swer to any drop in supply volume 
or pressure. It requires an 8-amp 
circuit and operates on 24 VAC. 
Circle #272 

WATTS ACV 
713/943-0688 
Whether it's float control, solenoid 
control or pump control valves, 
Watts Automatic Control Valves, 
Houston, TX has an efficient 
model. The main valve, globe or 
angle pattern is diaphragm actu-
ated, hydraulically operated. It 
consists of only four major compo-
nents: body and cover plus interior 
seat and diaphragm/stem assem-
bly, which is the only moving part 
in the main valve. Irrigation valves 
come sized from 1.25 to 6 in. 
Circle #273 
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The Landscape Management Handbook 
The best single-source reference containing the most current and comprehensive information 

on the basics ofturfgrass and landscape management available today! 
edited by William E. Knoop 

125 pages, softcover • Item #LSMB830 i 

EMT)D> W»~>E KNAP 

$2495 
plus shipping/handling 

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

% Covers all the topics golf course superintendents and s tudents of turfgrass and 
landscape management need to know 

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

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

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

Call 1-800-598-6008 
Fax: 218-723-9146 • Outside the U.S. 218-723-9180 

Order on-line at www.landscapegroup.com 
950854 Please mention code H-LM when ordering 

http://www.toro.com
http://www.landscapegroup.com


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

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

every issue 

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

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

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

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

O My payment enclosed. (Make checks payable to TURFGRASS TRENDS.) 

O Please Bill Me 
O Charge my subscription to: O VISA O MasterCard O American Express 

AN ACVANSTAR PUBLICATION 

Signature. . Date. 

Account # . Exp. Date. 

Billing Address . 

City . State . Zip/Postal Code 

Fax completed form with credit card information to 218-723-9417 or 9437, or mail coupon with your payment to 
TURFGRASS TRENDS, 131 West First Street, Duluth, M N 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 

TurfGrass Trends delivers . . . 



Why take chances with something as important as your vacation? Use a professional 
travel agent. They can save you time, money...and maybe your vacation. 
Without a travel agent, you're on your own. 

www.astanet.com 

The "Secluded Beach Vacation" you booked yourself. 

The one you wanted. 

http://www.astanet.com
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Gypsy moth infestation 
W e are seeing an increase in the num-
ber of gypsy moth infestations in our 
area in recent years. How do you distin-
guish these gypsy moths from other 
similar caterpillars w h o cause defolia-
tion through this feeding? 

— O H I O 

The gypsy moth problem has been in-
creasing in recent years in northeastern 
Ohio. The eastern strain is mostly found in 
the northeastern United States and eastern 
Canada. The gypsy moths overwinter in 
beige colored egg masses covered with 
short hairs. The eggs in this strain hatch in 
late April through May in Ohio. The other 
strain, called Asian, is found in western 
Canada and has been reportedly eradicated. 

The young larvae hatch in spring and 
the small larvae feed by day, but as they go 
through five moltings and get larger, they 
begin feeding at night and moving to shel-
tered places during the daytime. This is 
when the burlap wrapping around trunks 
might be useful. However, some larvae 
may walk on top of burlap and escape. 
Trapping under burlap wrapping and dis-
carding may eliminate a few larvae, but the 
larvae can move from one tree to another 
by producing silken threads and balloon-
ing, spreading from tree to tree. 

Fully grown larvae can be 60 mm in 
length, hairy, and have two rows of spots 
down their backs. The first five pairs are 
blue and the next six pairs are red. The 
maturing larvae feed singly and aggressively 
at night, and their droppings come down 
like raindrops. 

By July, larvae mature and seek areas 
such as bark, lower sides of branches, bark 

crevices, picnic tables, and house walls to 
pupate. Pupation lasts about 14 days and 
adult moths, light brown with black mark-
ings on the wings, emerge to mate. Females 
are larger than males. In the European 
strain, the females lay beige colored eggs 
(300-1,000) near their pupal case and don't 
fly. With the Asian strain, females can fly 
after mating and spread the egg masses. 

Extensive larval feeding during May and 
June can cause premature defoliation. 
Oaks, poplars and maples can be defoliated 
by summer and prompted to produce new 
leaves using the stored energy. Yearly infes-
tation can make the trees more susceptible 
to other problems. Oaks affected by gypsy 
moths can often become susceptible to 
borer and oak wilt diseases. 

If practiced properly, burlap wrapping 
to collect and discard large larvae can be ef-
fective in managing gypsy moths. Another 
method is to remove the egg masses as 
much as possible. When the larvae are 
small, a bacterial insecticide Bacillus 
thuringiensis, a biological control agent, can 
be used. As they get larger, use products 
such as Sevin, Conserve, or Talstar. 

One moth larvae that looks like the 
gypsy moth is the Eastern tent caterpillar. 
Unlike the gypsy moth, the latter produces 
egg masses on branch terminals. The newly 
hatched young caterpillars move to branch 
crotch areas, build webs and hide inside 
during the daytime. At night, they come 
out and feed. The larvae do not have col-
ored dots like gypsy moths. 

Black vine weevil damage 
Quite of ten w e find adult black vine 
weevi l feeding damage as wel l as scale 

problem on ground cover type euony-
mus. How do w e manage this? 

— M I C H I G A N 

For managing euonymus scale, apply 
horticultural oil as a dormant spray in late 
fall or early spring. Oil can also be used as 
a foliar treatment throughout the entire 
growing season. However, mid-June, 
early July, and again in early November 
would be the peak application periods for 
using other contact insecticides such as 
Talstar. 

For managing black vine weevil adults, 
apply pesticides such as Orthene, Talstar 
or Dursban on foliage. Treat the foliage at 
3- to 4-week intervals from early May 
through August. Keep monitoring for any 
new feeding activity. You may not find the 
adults out during the day because they 
feed at night. If you find new feeding activ-
ity (notching on leaves), treat again. Con-
tinue treating at 3- to 4-week intervals 
until no living adults are found. 

To monitor for black vine weevil activ-
ity, check the plants at night after 9 p.m. 
Place white paper or a cloth under the 
plant and shake the leaves and branches. If 
the adults are present, they will fall on the 
white paper or cloth. Another easy option 
is to collect the adults in traps. Simply bury 
a container at the soil line 
and cover it with 
some cardboard or 
plywood. Black 
vine weevil 
adults will usu-
ally take shelter in 
the container dur-
ing the day time. 

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. , 

mailto:sgibson@advanstar.com
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• Little Wonder's Honda-powered ProEdger features two wheels up 
front for greater balance and easy operation. A ratchet arm height adjust-
ment system gives full cutting power at all depths. For more information 
call 877/596-63371 circle no. 311 

Cuttinq edae 
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RedMax Power Equipment says its 
strato-charged BCZ2500S commer-
cial brushcutter/trimmer can save 
you $156 a year. How? According 
to the company, fuel cost for a 
standard 2-cyde engine is $.44 an 
hour compared to $.28 per hour for 
the RedMax strato-charged 2-cyde 
engine. For more information con-
tact RedMax at 800/291-8251 1 
circle no. 314 

The John Deere XT120SE Stick Edger has a 1.2-hp 
Deere M-Series engine, adjustable depth con-
trol, an angled shaft and guide wheel, a solid 
state ignition and safety guard. For more in-
formation contact Deere inquiries, P.O. 
Box 12217, Research Triangle Park, NC 
27709/circle no. 310 

MTD's Cub Cadet DE 35 edger is powered by a 3.5-hp Briggs & 
Stratton engine and has a 9-in. triplex blade. Other features 

include remote 5-position depth control, 7-position bevel 
adjustment, adjustable curb wheel and com-

pact, lightweight design. For more informa-
tion contact MTD at www.cubcadet.com I 
circle no. 313 

Check out the latest edition of Bubco's Trimmer 
products brochure. The trimmers 
can be used in vine-
yards, orchards, 
landscaping, public 
works and commercial 
maintenance. To get a 
free copy call 800/474-

2532/circle no. 312 

http://www.cubcadet.com
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65 0 1 1 Mowers 
66 O 12 Snow Removal Equipment 
67 O 13 Sprayers 
68 O 14 Spreaders 

55 O 1 Aerators 
56 O 2 Blowers 
57 O 3 Chain Saws 
58 O 4 Chipper-Shredders 
59 O 5 De-icers 
60 O 6 Fertilizers 
61 O 7 Fungicides 
5. Do you have Internet Access? 77 O A Yes 
5a. If so, how often do you use it? 

79 O A Daily 80 O B Weekly 81 O C Monthly 

AN ACA/ANSTAR if PUBLICATION CommuocMoos in 

Sweepers 
70 O 16 Tractors 
71 0 1 7 Truck Trailers/Attachments 
72 O 18 Trucks 
73 0 1 9 Turfseed 
74 0 20 Utility Vehicles 

7 8 O B No 

82 O D Occasionally 

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



products 
™ T E C H C E N T E R 

Extra stable walk-behind 
Gravely's Pro 200 walk-behind features dual 
idler/dual belt systems which prevent free-
wheeling down hills and offers positive traction 

even in dew. The wide wheel spacing 
provides extra stability on rough ter-

rain. Available with either a 14-
hp Kawasaki engine or an 

18-hp Robin engine, 
the mower has addi-

tional fea-
tures such as the option to mulch, bag or side 
discharge, heavy-duty frame, oversized caster 
wheels and larger discharge tunnel. 
For more information contact Ariens Co. at 
800/678-5443 or www.gravely.com I circle 
no. 250 

Treats all grasses 
Newly registered by the EPA, ZeroTol broad 
spectrum algaecide/fungicide provides non-
residual disease control and treatment for all 
varieties of turfgrass. Using an oxidation reac-
tion, ZeroTol kills algae, fungus, bacteria and 
virus on contact. It can be used in environmen-
tal areas, including wetlands where residual 
runoff is a concern. 
For more information contact BioSafe Systems 
at 888/273-30881 circle no. 251 

Nix weeds around trees 
The 36-in., die-cut Typar TreeCircle prevents 
weed growth without the use of herbicides. 
The fabric is a strong and durable spun-
bonded polypropylene that is porous enough 
to allow water, air and nutrients through to 
permit healthy soil conditions but bonded 
tightly enough to resist penetration from 
weed roots. 
For more information contact Reemay, Inc. at 
800/321-6271 or w w w j ^ m a y . c o m I circle 
no. 252 

All-in-one fertigation 
Flowtronex PSI has come out with the Nutrifeed 
injection system that allows lawn care pros to 

spoon-feed the turf, giving it a little food at a 
time instead of a lot of food at longer intervals. 
The system is available with up to three head in-
jection units. All Nutrifeed models can be in-
stalled on Flowtronex pumping systems and 
fully integrated with the system's controls. 
For more information contact Flowtronex at 
800/786-7480/circle no. 253 

Pumped up soil 
Profile Products' professional soil conditioners 
are made of a 100% natural blend of kiln-fired 
porous ceramic chips and help turn overly satu-
rated or rock hard soils into a loose growing 
medium where water, nutrients and oxygen are 
in balance. Unlike other soil amendments, the 
company says, Profile works almost instantly, 
only needs to be applied once, and won't 
break down over time. 
For more information contact Profile at 
800/207-6457 or www.profi leproducts.com I 
circle no. 254 

Better bark 
Michigan Peat's Baccto Bark 2000 planting mix 
is designed for use with longer term crops, in-
cluding poinsettias, chrysanthemums, perenni-
als, stock plants, vinca, hanging baskets and 
other low moisture crops. The Bark 2000's 
physical properties, which include highly 
buffered Sphagnum peat, plus perlite, southern 
pine bark, a wetting agent and the company's 
own nutritional package, allow for frequent irri-
gation and faster dry down. 
For more information contact Michigan Peat 
800/324-73281 circle no. 255 

All-natural fish fertilizer 
Bio-Oregon's BioGro and BioGan are ideal fertil-
izers for establishing fertile soils and growing 
healthy plants because they are all natural fish 
fertilizers that release nutrients slowly and 
evenly as they decompose through soil micro-
bial activity. Also, organic matter in both fertiliz-
ers enhances the population of beneficial soil 
microorganisms. BioGro is a dry and pelletized, 
available in several formulations for various ap-
plications— 10-4-2, 9-3-5 and 7-7-2. BioGan 
is a liquid fertilizer available in 4-3-2, 3-2-2 and 

12-2-1 formulations. 
For more information contact Bio-Oregon at 
800/962-2001 or www.bio-oregon.com I 
circle no. 256 

All of the essentials 
Essential is a biostimulant/soil amendment 

from Growth Products made of humic acid, cel-
lulose fiber, kelp extract, mono/disaccharides, 
lignin, and natural cytokinins. The company 
claims that the product rejuvenates soil struc-
ture, stimulates root and plant growth and pro-
vides a necessary food source for beneficial mi-
crobial activity. 
For more information contact Growth Products 
at www.growthproducts.com I circle no. 257 

Collision avoidance 
The new SuperSight collision avoidance system 
allows the driver of a vehicle to view objects 
that are behind him and out of sight from the 

vehicle's rear view mirror. A camera is mounted 
on the back of the vehicle and sends images to 
a monitor positioned in the cab. The models in-
clude either a standard black and white moni-
tor or a deluxe color LCD monitor. 
Contact Superior Signals at 800/447-3693 / 
circle no. 258 

Inoculate your soil 
Bio-Organics, Inc., an Oregon manufacturer of 
mycorrhizal inoculants, introduces three new 
formulations: a seven-species endomycorrhizal 
product, an Endo Root Dip for bare root trans-
plants and cuttings, and a landscape inoculant 
containing multiple types of Endo and Ecto 
spores. 
For more information contact Bio-Organics at 
888/332-7676 or www.b ioof9an ics .com I 
circle no. 259 

http://www.gravely.com
http://www.profileproducts.com
http://www.bio-oregon.com
http://www.growthproducts.com
http://www.bioof9anics.com


TURBO TURF 
HYDRO SEEDING SYSTEMS 

Hydro seeding is great! Messy straw is not needed. It 
has a neat, green appearance, and faster germination. 
It is a fast one-step application. One man can seed a 
lawn faster than a whole crew did before. Cut labor 
costs. Get jobs done faster. Increase your profits seed-
ing a new lawn 200-300%. 
Get into hydro seeding with a high performance 300 
gallon unit from $199 down and $99 a month (or 
$3995). Learn about hydro seeding at www.turbo-
turf.com or call for a free videotape. 

T U R B O " T U R F 
Turbo Technologies, Inc. 

1500 First Avenue • Beaver Falls, PA 15010 
800-822-3437 

www.turboturf.com 
Circle No. 130 

FlightControl® is the only product that effectively protects 
your properties 7 days a week, 24 hours a day. 
FlightControl works like a "Biological Fence", herding geese off 
areas where you don't want them. FlightControl is odorless and 
weather-proof, and harmless to humans, vegetation and wildlife. 

Get rid of the geese, get FlightControl! 

Y U G H Y C o n i r o l * 

THE KEY T O GEESE MANAGEMENT 

Call: 800-468-6324 or visit: www.flightcontrol.com 
Environmental Biocontrol, Int'l. a Division of DCV, Inc. 

Jg Solutions 
Stop by 

Landscape 
Show 

Booth 
# 5 4 4 

V 
?H 

U 

As manufacturers expand controller capability and 
size, we create convenient solutions to easily adapt our 
remote control systems. To eliminate hardwiring, we 
produced Receiver Cards for quick and easy, perma-
nent installation that are capable of operating up to the 
controller's station capacity. With one transmitter you 
can control Receiver Cards for Rain Bird® ESP MC & 
LX, Superior Sterling and Irritrol® Dial & MC con-
trollers. We also offer portable, universal models for all 
24VAC controllers. Remote Control 
( 8 0 0 ) 2 7 5 - 8 5 5 8 . 
www.remotecontroltech.com 

Circle No. 131 

mm • 
AUCTIONS 

Machinery and Property 
-Plus-

Machinery for Sale 
Businesses for Sale 

Commercial Real Fstate 
RFPs and RFQs 

Employment 
Funding and Capital 

yco//, 
H-mail Notification Services 

yco//, 
industry 

www.i-comindustry.com 
Circle No. 132 

7 4 L A N D S C A P E M A N A G E M E N T June 2000 
Circle No. 133 

http://www.turboturf.com
http://www.flightcontrol.com
http://www.remotecontroltech.com
http://www.i-comindustry.com


eb Marketing AppliedWeb 
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. 

Master Your Next Move with Success! 
Call 1-800-598-6008 

Fax: 218-723-9146 
Outside the U.S. call 218-723-9180 

Please m e n t i o n code 9 5 0 9 1 8 L M w h e n order ing 

Visit our Website and order online at 

www.advanstarbooks.com/webmarketing/ 

PERFORMANCE SOFTWARE TECHNOLOGIES, INC. 
WMnM.gopst.com 800 788 0788 

Circle No. 134 

"I earn 78% more with 
a FINN HydroSeeder 

Brian Kerber, The Lawn Firm, Excelsior, MN 

33 

"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 

HydroSeedei* is a registered trademark 
of FINN Coipocation 

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

FiNN 
JtychoSe&Jle* 

Innovative Equipment Enhancing 
the World's Landscape 

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

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

» H 

You're Open for 
Business on the Web 

\ 
Written by internet ^ 

specialist and leading * 
author, Joe Tracy 

Tills Book! 

$3195 
ltem#DMGB100 

Over 300 Pages, Soft Cover 

http://www.advanstarbooks.com/webmarketing/
http://www.finncorp.com


Each month the Landscape Management 
Cassif ied Showcase offers an up-to-date 
section of products, services, job opportuni-
ties & more! 
For ads under $250, payment must be 
received by classified closing. VISA, 
MASTERCARD, & AMERICAN EXPRESS 
accepted. Send to: Advanstar Marketing 
Services, 7500 Old Oak Blvd., Cleveland, OH 
44130 
BOX NUMBER REPUES: 
Landscape Management LM Box#, 
131 W. First St., Duluth, MN 55802 
FOR ADVERTISING INFORMATION 
AND AD PLACEMENT, CONTACT: 
LESUE ZOLA 440-891-2670,1-800-22S4569, 
(ext. 2670), Fax: 440-826-2865 
Email: lzola@advanstar.com 

INFORM • INTRODUCE • INFLUENCE • INSTRUCT 

POINTS 
Reprints are highly effective when 

you use them to: 

•Develop direct-mail campaigns 

•Prov ide 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 
article to post on your website. 

ARTICLES • NEWS ITEMS • ADVERTISEMENTS 

ADVANSTAR MARKETING S E R V I C E S 
MARCIE NAGY 
1-800-225-4569 ext. 2744 
440-891-2744 • Fax: 440-891-2740 
Email: mnagy@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, 
v e h i c l e s a n d e q u i p m e n t . E x c e l l e n t c o n t r a c t s . 
$ 1 , 3 6 5 , 0 0 0 in gross sales for 1999. P lease reply 
to Email: janeschwiering@norris-realestate.com 

6/00 

Business Opportunities 

For Sale 

mS WANT TO BUY OR 
SELLA BUSINESS? 

Professional Business 
Consultants can obtain purchase 

offers from numerous qualified potential buyers without 
disclosing your identity. There is no cost for this as 

Consultant's fee is paid by the buyer. This is a FREE 
APPRAISAL of your business. 

If you are looking to grow or diversify through acquisition, 
I have companies available in Lawn Care, Grounds 

Maintenance, Pest Control, Landscape Installation and 
Interior Plant Care all over the U.S. and Canada. 

P.B.C. 19 W. 555 Central Ave, Downers Grove, IL 60516 

1708-744-6715 • Fax 630-910-81001 

BUSINESS OPPORTUNITY- Energetic person 
n e e d e d to market environmental ly friendly liquid 
s low- re lease ferti l izer and 0 - 0 - 2 5 - 1 7 5 , che la ted 
micro-nutrients, drift control, surfactants and many 
other products to turf a n d l a n d s c a p e industry. 
B u y d i rec t f r o m m a n u f a c t u r e r . F r e e c a t a l o g . 
Call: 800-832-9635. Fax: 320-238-2390. 
Email: kfranke@clear.lakes.com 11/00 

Educational Opportunities 

WESTERN TEXAS COLLEGE 

Two year AAS degree program in 
Golf Course Maintenance Operations 

& Landscape Contracting 
One year Golf and Grounds Certificate 

Fully accredited - VA approved 
Expanded learning facilities & new equipment. 

Graduate placement assistance available. 

Contact: Golf Course Operations -
Landscape Technology Department 

Western Texas College, Snvder, TX 79549 
915-573-8511, Ext. 305 

Become a landscape designer. Approved home 
study. Create plans for lawns, estates, courtyards, 
walkways, gardens, shrubbery. P.C.D.I., Atlanta, 
Georgia. Free career literature. 800-362-7070 
Dept. GTG694. 6/00 

PUT THE POWER OF CLASSIFIED 
ADVERTISING TO WORK FOR YOU! 

Call Leslie Zola: 1-800-2254569 ext. 2670 
Fax: 440-826-2865 • E-mail: lzola@advanstar.com 

| TURBO TURF I 
HYDRO SEEDING SYSTEMS 

TURBO TECHNOLOGIES, INC 
1500 FIRST AVE, Bl AVER FALLS, PA 15010 

1-800-822-3437 www.turbotur1.com 

FACTORY LIQUIDATION 

UP TO '0 OFF 

SUPER TOUGH 
HEAVY I-BEAM 
BUILDINGS 
Perfect for use as 
a landscaping 
business location. 

• 20 year roof & wall warranty 
• Plenty of room for storage & 

a workshop 
Prime Steel 

Some Other 
Sizes Available 

4 0 x 6 5 (3 LEFT) 
4 0 x 8 5 (1 LEFT) 
5 0 x 1 1 0 (2 LEFT) 
6 0 X 1 5 0 (1LEFT) 

1 - 8 0 0 - 2 9 1 - 6 7 7 7 E X T 4 0 2 

R a d i u s 
by Motorola 

N E W ! 
UHF460 • VHF150 • Low Band 

Programmed To YOUR Systeml 
[Compatible w/Other Systems] 

Talk ta anytoetfv trim anywhere 
•n the ceurse erlebr 

| Hand Helds from $155.00 
Mobiles from $278.00 

-Full Year Warranty-

CALL 800-231-0103 

SAVE! 
mri LANDSCAPE DESIGN KIT 3 

4 8 r u b b e r s t a m p s y m b o l s of t r e e s , 
s h r u b s , p l a n t s & m o r e . 1 / 8 " s c a l e 

S t a m p sizes f r o m 1 /4" to 1 3 /4" . 
$ 8 4 • $ 6 » /h V I S A . M a s t e r C a r d , o r 

f M O ' s s h i p p e d next d a y . C h e c k s d e l a y 
I s h i p m e n t 3 w e e k s C A a d d 7 7 5 % T a x . 

f Fraa Brochure AM ERICAN STAMP CO Loca calls 12290 Rising Rd. IMM. Wilton. CA 95693 

1916-687-7102 Voice or Fax TOLL FREE (877) 687-7102 

mailto:lzola@advanstar.com
mailto:mnagy@advanstar.com
mailto:janeschwiering@norris-realestate.com
mailto:kfranke@clear.lakes.com
mailto:lzola@advanstar.com
http://www.turbotur1.com


For Sale (Cont'd) 

EXCLUSIVE TECHNOLOGY 
Beautiful fountains & high 
volume aerators in shallow 
ponds are now possible. 
For full details call 

300-377-0019 

www.aquacontrolinc.com • quality manufacturer since 1970 

R D f M I A N f A M I B A I 
T — E - C - H - N - O - L — O - G - l - E - 5 

• EC3000 Tackifier • 
• Hydro Seeders * 
* Straw Blowers * 

N e w 6t Used Equipment ! ! ! 

One-Stop Shopping 
3380 Rce. 22 W., Unit 3A, Branthburg, N ) 08876 

800-245-0551 • 9 0 8 - 7 0 7 - 0 8 0 0 « F « : 908-707-1445 

www.ErosionControlTech.com 

40 X 60 X 12 
b $ 7 , 5 2 3 

Build It Yourself And Sav* 10,000 Sizes. All Bolt-Together All Steel 
Buildings. Call Today For A Price Quote And A Brochure. 

HERITAGE BUILDING S Y S T E M S 
8 0 0 - 6 4 3 - 5 5 5 5 

v w . m e t a I b I d g . c o m 

Q U A L I T Y A L U M I N U M R A M P S 

Worlds best source for 
Highest Quality loading Ramps 
Thoroughly tested for longevity, 
designed to fit and built to last. 

Made out of very strong lightweight, 
T6 aluminum - the same used 
in the manufacture of aircraft. 

Easy to use, tires grip - won't slip. 
Safety cables hold ramps in place; 

We specialize in providing you 
with the RIGHT RAMP for your 
application at the BEST PRICE. 

THE RAMP MASTER 
70 S. Winooksi Ave. 

Building 192 
Burlington, VT 05401 

800-231-8999 
www.ramp-master.com 

James Lincoln Corporation 
HYDRO-MULCHERS 
HYDRO-SEEDERS 
STRAW BLOWERS 

New and used, all sizes, all types 
800-551-2304 

www.jameslincoln.com 

KILL WEEDS - SAVE PLANTS: New weed killer 
applicators kill only the weeds. The QuickDraw 
applicator works well around trees and in fence 
rows. The QuickJouch can kill a single weed in your 
landscaping or flower beds. Safe, economical, and 
easy to use. Dealers welcome. QuicK\U, P.O. 296, 
Campbellsville, KY 42719; Phone: 270-465-7433; 
Fax 270-789-2371; E-mail: sales@quickill.com 
Website: http://www.quickill.com 6/00 

Help Wanted 

MpiMSJfi 
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. Upinski's goal is to maintain the leadership 
position in landscape 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 

Human Resource Manager 
Lipinski Landscape & Irrigation, Inc. 

PO Box 605, Mt. Laurel, NJ 08054 
Fax: 856-234-0206. E-mail: humanresource@lipinskiland.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 

GreenSearcfrV 
Bpac-luO k» Prvr+s* H m f n /or tht Orel faAafcy ® 

E-mail: infoQgreensearcr com 
Toll free: 888-375 7787 Fax: 770-392-1772 

r F0R 
J ^ J C U S T O M E R SERVICE OR 

SUBSCRIPT ION INFO, 
CALL 8 8 8 - 5 2 7 - 7 0 0 8 

http://www.aquacontrolinc.com
http://www.ErosionControlTech.com
http://www.ramp-master.com
http://www.jameslincoln.com
mailto:sales@quickill.com
http://www.quickill.com
mailto:humanresource@lipinskiland.com


Help Wanted (Cont'd) 

TANDEM 
LANDSCAPE CGMMNY 

BRANCH MANAGER 
Industry leader, award winning, full sen/ice 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 
Attn: Blaine Owens 

33W480 Fabyan Parkway, Suite 101 
West Chicago, Illinois 60185 

(630) 232-1700 Fax (630) 232-6370 

TANDEM 
LANDSCAPE 

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, Illinois 60185 

(630)232-1700 Fax (630) 232-6370 

Put the Power of 
DIRECT MARKETING 

to Work for You! 
Mail, phone or fax to over 50,000 landscape 
industry decision makers! Demographic selects 
available—data also available for database 
enhancement or overlay. 

F o r counts and pr ic ing contact: 

• Joe G i l l i a m 
440-891-2773 or 888-RENTLIST 

M A N A G E M E N T 

NaturaLawn 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 

Please visit us at www.nl -amer.com 

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 

H E Y S E R L A N D S C A P I N G 
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, 

To Place a Classified Ad, Call 
Leslie Zola: 1 -800-225-4569 ext. 2670 

Fax: 440-826-2865 
E-mail: lzola@advanstar.com 

S E A R C H J O B S • P O S T J O B S • O N L I N E 

• www.greenindustryjobs.com 
• www.landscapingcareers.com 
• www.irrigationjobs.com 
• www.nurseryjobs.com 

J A C K ' S N U R S E R Y I N C O R P O R A T E D 
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. 

I N S T A L L E R S W A N T E D ! ! ! ! 
Nu-Crete, a patented Thermo Plastic 

Surfacing system, has opportunities for 
installers in NY, NJ, CT, VA, NC, GA, FL, TX, 
NM, AZ, NV, CA and Hawaii. Nu-Crete is used 

for pool decks, walkways, play surfaces, 
athletic courts, concrete resurfacing and 

architectural/design projects. 
• High Profits • Easily Installed 
• Custom Colors • Durable 
• UV Stable • Seamless 

For more information call: 
Universal Surface Systems, Inc. 

1 -888-NUCRETE 
www.universalsurfaces.com 

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 N O W for next season and solve your labor 
problems. Call: Bob Wingfield, 214-634-0500. 
www.amigos-inc.com. 6/00 

Landscape Lighting Market Manager: Century 
Rain Aid, the nation's leading distributor of land-
scape irrigation and low voltage lighting supplies, is 
recruiting a Lighting Market Development Manager. 
Successful candidate will direct sales and marketing 
efforts in addition to educational seminars and buying 
programs. Candidate will oversee new market 
development and support existing accounts; liaison 
with specifiers and contractors; and develop internal 
and external training materials and merchandising 
displays. College graduate preferred with sales pre-
sentation experience and knowledge of landscape 
lighting. PC skills in Microsoft Word, Access, Excel 
a plus. Position is based in Southeast Michigan and 
will require travel throughout U.S. Please send 
resume and salary requirements via e-mail to: 
Br iand@rainaid .com Pre-employment drug 
screening is required. Century Rain Aid is an 
Equal Opportunity Employer. 6/00 

mailto:natural@nl-amer.com
http://www.nl-amer.com
mailto:jobs@brickmangroup.com
http://www.brickmangroup.com
mailto:lzola@advanstar.com
http://www.greenindustryjobs.com
http://www.landscapingcareers.com
http://www.irrigationjobs.com
http://www.nurseryjobs.com
http://www.universalsurfaces.com
http://www.amigos-inc.com
mailto:Briand@rainaid.com


Help Wanted (Cont'd) 

Join Century Rain Aid, America's leading irrigation 
and landscape lighting distributor, as we continue 
to grow. Century is now accepting applications for 
branch management and sales positions. Irrigation 
experience and college education are preferred. 
Century offers industry competitive wages and a 
complete benefits program, including medical, dental, 
vision and 401K matching. P lease s e n d y o u r 
resume and salary requi rements to: Century 
Ra in A i d , 3 1 6 9 1 D e q u i n d r e R d . , M a d i s o n 
H e i g h t s , Ml 4 8 0 7 1 A t t n : W a y n e M i l l e r . 
Pre-employment drug screening required. Century 
is an Equal Opportunity Employer. 6/00 

READY FOR A CHANGE? Come join one of the 
Largest Vegetation Management Companies in the 
United States DeANGELO BROTHERS, INC. is 
experiencing tremendous growth in all of our divi-
sions and has immediate openings for the following 
positions: ^FOREMEN: Qualified candidates must 
have proven leadership, communicat ions and 
interpersonal skills. Industry related background 
preferred, but willing to train the right individuals. 
•TECHNICIANS: Candidates must be responsible, 
reasonable persons willing to work on weed and 
brush control crews. Positions involve driving trucks 
and operating spray and/or trimming equipment. 
•TREE T R I M M E R S / B U C K E T O P E R A T O R S : We 
are seeking tree trimmers with railroad and/or utility 
line clearance experience. Climbing and bucket 
operat ions exper ience is preferred. * H I - R A I L 
O P E R A T O R S : Qualified candidates must have 
C D L & dr ivers l icense with T a n k & H a z m a t 
endorsement, be willing to travel away from home 
for extended periods of time and possess good 
mechanical abilities. W e offer a good starting 
salary, benefits, training, advancement and a drug 
free work place. Must enjoy moderate travel and 
overnight stays. A valid drivers license is required. 
For a career opportunity and confidential considera-
tion, contact our 24 hour, 7 day a week Employment 
H o t l i n e at 8 0 0 - 3 5 5 - 8 9 4 4 or send resume to: 
D e A n g e l o B r o t h e r s , Inc . , A t t n : H .R . D e p t . , 
100 North Conahan Drive, Hazelton, PA 18201. 
Fax: 570-459-5500 EOE/APP/M-F 4/01 

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. 
P H O N E ( 4 0 7 ) 3 2 0 - 8 1 7 7 . F A X ( 4 0 7 ) 3 2 0 - 8 0 8 3 . 
E m a i l : H o r t s e a r c h @ a o l . c o m . W e b s i t e : 
http://www.florapersonnel.com 12/00 

FOR CUSTOMER SERVICE 
OR SUBSCRIPTION 

INFORMATION, 
CALL US AT 1-888-527-7008 

J a m e s M a r t i n A s s o c i a t e s , I n c . is a rapidly 
expanding 22 year-old landscape firm located in 
Northern Illinois. We specialize in commercial and 
residential landscape maintenance and are seeking 
several team-or iented people with exper ience 
ranging from 1 -7 years in maintenance project 
management . The successful candidate must 
possess skills in project and client management, 
contract negot iat ions, client prospect ing and 
estimating. Also must have solid understanding 
of the grounds management industry. W e offer 
excellent salary, benefits, profit sharing and 401K. 
For immediate consideration please call or send 
resume with salary history to: J a m e s M a r t i n 
Associates, Inc., Attn: Chris Keenan, 59 East 
U . S . H i g h w a y 45 , V e r n o n H i l l s , IL 6 0 0 6 1 . 
F a x : 8 4 7 - 6 3 4 - 8 2 9 8 P h o n e : 8 4 7 - 6 3 4 - 1 6 6 0 
E-mail: MARTINASSOC@ATT.NET 6/00 

GROUNDS MANAGER: Location: The Taft School, 
Watertown, Connecticut. Duties: This position will be 
directly responsible for supervising the coordination 
of work activities that include sports turf manage-
ment, landscape maintenance and construction, 
vehicle maintenance, snow removal and turf grass 
management. Other management duties would 
include scheduling and assigning work, closely 
monitoring employee performance, maintaining 
annual budgets, ensuring safety awareness and 
applying technical aspects of horticulture. This 
position will also be responsible for establishing 
long-range goals and objectives, interacting with 
customers and vendors along with communicating 
policies/procedures. Qua l i f i ca t ions : Minimum 
qualifications, 7 years work experience in land-
scape/golf/grounds maintenance with a minimum of 
3 years supervising experience. A minimum of an 
Associate's Degree in horticulture or a related field 
is required. Please send cover letter and resume to 
Eric Norman, Business Office, 110 Woodbury 
Road, Watertown, CT 06795. 7/00 

E x t e n s i o n I n s t r u c t o r in T u r f g r a s s S c i e n c e . 
University of Connecticut (non-tenure track, 80% 
teaching and 20% extension). Develop and teach 
turfgrass courses and provide extension support for 
CTtur f industry. Requires M.S. degree and 5 or 
more years experience (preferably golf course 
management). Application screening starts July 1, 
2 0 0 0 . For a deta i led job descr ipt ion contact 
Dr. Karl Guillard 860-486-6309. Fax 860-486-0682. 
E-mail karl.guil lard@uconn.edu 6/00 
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cleanup crew 
THIS AND THAT • 

A bright future 
for Michigan's 
nurseries and 
greenhouses 
A recent report, Trends in Michigan Agri-
culture, by the Sparks Companies Inc., said: 

Nursery and greenhouse products were 
the fastest growing sector in production 
agriculture for both Michigan and the 
United States over the last three decades 
with cash receipts increasing 244.9% nation-
ally, and Michigan receipts growing 302.5%. 
In the 1990s, Michigan's cash receipts out-
paced U.S. receipts, increasing 44.5% versus 
20.3%, respectively. Michigan is ideally situ-
ated (climatically and geographically) to 
grow greenhouse and nursery products. 
Given the prospects for continued growth 
in the U.S. economy and related resiliency in 
the housing market Michigan's greenhouse 
and nursery industry should experience 
strong positive growth. 

Ico's should 
know about 
warranties 

T H I N G S and contracts 

1. A contract should be in writing. 
2. Clearly spell out the terms of the contract. 
3. The terms must be clear and definite to 

be enforced; amiguity will be enforced 
5 against the maker of the contract. 
§ 4. Duties of the LCO. 
§ 5. Duties of the customer. z 
£ 6. Transferability of contract. 
u 
£ 7. Termination of the contract. o 
| 8. Alternative dispute resolution. 
| 9. Chemical sensitivity. 
g 10. Exclusions. £ ^Cj 1 0 / 0 0 r q 
g 77Q7 

Dallas landscape company 
establishes memorial Fund 
DALLAS, TX — To honor the memory of a 
4 5-year employee named Thomas 'Tommy" 
B. Masterson, Lambert's Landscape Com-
pany, Dallas, TX donated $50,000 to estab-
lish the Lambert-Masterson Memorial Fund 
to benefit horticulture students at Richland 
Community College. 

In addition to the establishing of the me-
morial fund, Masterson's favorite red oak 
tree [Quercus shumardii), which measures 
14 caliper inches, stands 40-ft. tall and 
weighs 15 tons, was transplanted to Rich-
land's campus. 

Up until his death in 1999, Masterson, 
Lambert's executive vice president and di-
rector of operations, helped the company 
achieve a local, regional and national reputa-
tion for excellence in landscape quality and 
craftsmanship. 

En espanol 
Readers of the Illinois Landscape Contractors Association's (ILCA) monthly magazine, 
The Landscape Contractor, might want to brush up on their Spanish now that the 
magazine has decided to publish Spanish articles to recognize the longtime presence of 
Hispanics in the landscape industry. The first two articles were entitled, "The Illinois 
Department of Agriculture Offers Pesticide Advice" and "How to Buy Nursery Stock 
in a Tight Market," and both were introduced by ILCA member Tony Sanchez of R. 
Sanchez and Sons, Beach Park, IL. Habla espanol? If you can't answer that question, 
then you probably can't read the articles. 

They said it 
"To be outside and not cooped up in an office building. I also 
enjoy working with plants, and I think the growth process is fasci-
nating" 
— Robin Isley, a senior wi th a major in General Horticulture, 
North Carolina State University, on why she is seeking a profes-
sional career in the Green Industry. She was spotted at ALCA's 
annual Student Career Days last March in Starkville, MS. 



CHOICE CUTS 
(USDC APPROVED) 

GO AHEAD, FEEL FREE TO CHOOSE 
Now more than ever you need to keep your opt ions open as to what equ ipment you use and how much 
it costs you. Dixie Choppe r can help by giving you the f reedom of choice. Take your pick of a 4 2 " or 5 0 " 
cut wi th a 19 horsepower Kawasaki engine, the pr ice is the same. All Dixie Choppe r machines have a 
lifetime warranty on the frame and front caster bear ings a long wi th an available five year extended drive 
train warranty. You also get our promise of being the best mower available for the combinat ion of Price, 
Performance, and Reliability, a long wi th our 3 0 day money back guarantee. If wi th in 3 0 days of purchas-
ing your new Dixie Choppe r you f ind another machine of equal cut and horsepower that wil l outper form 
your Dixie Chopper for product ion mowing, we' l l gladly refund your money. 

Kawasaki is a registered trademark of Kawasaki Motor Corp. Dixie Chopper is a registered trademark of Magic Circle Corporation a 
not be used without permission. Pricing shown above is for models L X 1 9 0 1 - 4 2 and X 1 9 0 1 - 5 0 only. Model X 1 9 0 1 - 5 0 pictured. Ext< 
drive train warranty available at additional cost. Prices subject to change without notice. Copyright 1 9 9 9 . All rights reserved. 

ind may 
ended 

n i y i r n u n o n ^ o 
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The World's Fastest Lawn Mower 
www.d ix iechopper .com 

8 0 0 - 2 3 3 - 7 5 9 6 

http://www.dixiechopper.com


The ZT100 is one tough, dependable mower. And, now, it's even tougher to pass up. 
Because when you buy one now, you'll have no finance charges if you pay in full by January 1, 
2001, with low monthly payments. Plus, you'll get an extended warranty — giving you a three-
year no-crack deck, two-year no-fail spindle, and two-year power unit warranty. For 
complete details or the name of the dealer nearest you, call 1-888-922-TURF. 

"Offer available to qualifying applicants. Must purchase equipment by July 312000. Other restrictions may apply. 

Circle No. 104 on Reader Inquiry Card 

^ The ZT 700 Series 
mowers offer improved 

construction, cutting 
performance and operator comfort, 

ping you complete your work as 
efficiently and professionally as possible. 


