


When it comes to preventing the broadleaf 

and grassy weeds that most often plague yoi 

customers' turfgrasses, PRE-M® preemergent 

herbicide is right on target. Why pay more 

for other products when, time after time, uni\ 

trials prove that PRE-M offers you better over 

performance combined with unmatched valu 

Superior performance made PRE-M the 

leading* preemergent herbicide. Superior 

value widens the gap. PRE-M is everything 

you'd expect from LESCO®, the leading supp 

in the professional turf care industry. 

Ask your LESCO professional or call 

1 -800-321-5325 to learn how you can earr 

generous rebates for your PRE-M purchases. 

Get behind the leading edge. 

The Leading Edge 

*Source: Kline & Company report, US Acre Treatments by Turf Management. 

Always read and follow label directions. 
©1999 PRE-M® and LESCO® are registered trademarks of LESCO, Inc. 

PRE-M 





For Tough Turf Tasks. 

KUBOTA TRACTOR CORPORATION 
P.O. Box 2992, Dept. LM, Torrance, CA 90509-2992 

Toll Free 1-888-4 KUBOTA, ext. 403 (1-888-458-2682, ext. 403) • kubota.com 
Financing available through Kubota Credit Corporation. 

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

The F60 front mowers increase 
a crew's productivity with ease 
of operat ion and precision 

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

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

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

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

all weather protection. 
The compact sized B21/L35 

TLB's are designed to work in 
tight places and are easy to trans-
port from one job site to the next 
with a 3/4 ton pick-up and trailer. 
Versatility is provided with 
Kubota's quick-attach backhoe, 
Category I, 3-point hitch and 
rear PTO. 

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

for more information, please contact: 
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JUST MIGHT 

PREVENT ANOTHER 

TACOMA F L E E T 

Choosing the ever-dependable Toyota Tacoma as 
your fleet vehicle is one of the smartest business 
decisions you'll ever make. With the highest standard 

TOYOTA 
on t h e j o b . 
e v e r y d a y . — 

payload of any truck in its class,* it's one worker 
that'l l do just about anything you ask of it. And like 
you, it plans to be around for the long haul. 

w w w . t o y o t a . c o m • l » 8 0 0 * g o * t o y o t a 
©1999 Toyota Motor Sales, U.S.A., Inc. Buckle Up! Do it for those who love you. *Based on comparison of base 5-speed, regular cab models. 

PINK SLIP 

http://www.toyota.com


your good judgment 
Will tell you to select 

turf type 
Tall Fescue seed from Oregon 

the beauty 
of the blades 

the strength 
and durability 

the tolerance 
to drought & disease 

the quality! 

Look for the grown in Oregon label. It puts all 
others in a lower class. A lush, healthy deep 
green turf is your reward for selecting superior 
seed. The world's leading turf grass breeders 
have been perfecting it for more than 20 years. 
The tough, vibrant turf will not only tolerate drought, 
but survive cold winters. 

When you select Turf Type Tall Fescue seed from Oregon you 
can be sure you will enjoy your "good judgment" decision 
year after year. 

Oregon Tall 
Fescue Commission 
1193 Royvonne, Suite 11 

Salem, OR 97302 
503-585-1157 



BY SUE GIBSON / EXECUTIVE EDITOR 

Is loyalty dead? Ihate quick cuts in music videos, as well as the 
daily barrage of information that forces us to 
react, rather than reflect. It makes us want 
everything now, every answer immediately, 
every issue resolved on the spot. 

It wasn't too long ago that a movie camera lin-
gered on a shot, we had time for hand-written letters 
and we understood that things take time to evolve. 
You can almost forget that attitude in today's busi-
ness environment. 

In my first job at a privately owned publishing 
firm, it was not unusual for an employee to celebrate 
30, even 50 years there. Imagine that. Several people 
spent their entire careers at this firm — from youth 
to retirement. Loyalty like that is almost inconceiv-
able now. 

We live in a race car society and the folks you 
want to employ are already too comfortable with 
change. The last 20 years have brought a dramatic re-
shaping of the business landscape from the one that 
our parents and grandparents knew. 
Free agent market 

A recent Wall Street Journal interview with David 
Birch, a futurist and business growth expert, pre-
sented the idea that loyalty is not only dead, it's so 
dead that managers and owners like you shouldn't 
expect employees to stay very long. This will force 
managers to break work up into easily managed, eas-
ily trained steps, says Birch, much like Henry Ford's 
production line. Each assignment, he says, will be 
simplified to the point that an employee can come in 
and learn it with a minimum of time and effort. 

" W e l ive in a race car society and 
the folks you want to employ are already 
too comfortable with change." — SG 

Birch calls today's new job seekers "free agents" 
who prefer income gains to retirement perks, who 
hop from job to job and who see themselves as en-
tirely responsible for their livelihood (quite the oppo-
site from those lifers who let the organization guide 
their careers). 

But what about loyalty? Family-run firms? Team-
work? How can you encourage a feeling of "family" 
and build a well-run team with workers who are 
itchy to move on? That's the million-dollar question. 

We sure don't know all the answers but we've 
started the discussion in this month's coverage of 
"The Labor Crunch: Keep Employees Happy" (pages 
36 through 66). There are many theories that proba-
bly work, but I'm betting on the one that says it's the 
organization itself that keeps people loyal. Sure, good 
wages and perks do wonders, as do interesting work, 
challenge, rewards and recognition. But the element 
that binds these together is a strong, people-centered 
organization. 

Do you have a system that works? Are there steps 
you've taken that you'd like to share with your peers? 
If you'd like to talk about it, please call me at 
800/225-4569 or send me an email at: sgibson@ad-
vanstar.com. 



G R O W T H R E Q U I R E S R E G U L A R C A R E A N D A T T E N T I O N . 
W H E T H E R Y O U ' R E T A L K I N G A B O U T T R E E S , O R Y O U R B U S I N E S S . 

Before your business can branch out in new directions, 

you need a partner who 's w i l l i n g to look out for you. 

A n d no one fits that descr ip t ion better than Case. W e 

work together w i t h you to f ind exact ly what you need 

to f inish the job. From skid steers to loader/landscapers 

to excavators. But more than just a full line of equipment, 

you can also depend on us for the full support you need. 

Anytime, anywhere. Including flexible f inancing through 



©2000 Case Corporation All rights reserved www.casecorp.com 
Case and Case Credit are registered trademarks of Case Corporation. 

Case Credit, extended warranties, fast response on parts 

and service, and good advice f rom trained experts. So 

stop by your Case dealer today. A n d see h o w w e can 

help your profits grow even healthier. 

http://www.casecorp.com
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March 
m a w Building With Trees 
National Conference I 
Nebraska City, NE; Sponsored by 
the National Arbor Day 
Foundation; 1-888-448-7337 

Ft a n Beyond the Basics of 
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New Brunswick, NJ; Cook College 
Office of Continuing Professional 
Education; 732/932/9271 
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Education; 732/932/9271 
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Management Meeting I 
Bermuda; 603/673-3311 

ES Hazardous Tree 
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Education; 732/932/9271 

ES Overseed Field Day I 
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Association Trade Show and 
Conference I Las Vegas, NV; 
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Conference I Buffalo, NY; 
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April 
E New York State Turfgrass 
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Regional Conference I Lake 
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Conference I Traverse City, Ml; 
Sponsored by the American Public 
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8260 Willow Oaks Corporate Dr. Suite 120 
Fairfax, VA 22031-4513 
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P.O. Box 1094 
Amherst, NH 03031-1094 
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Ohio Turfgrass Foundation 
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Responsible Industry for a Sound Environment 
1156 15th St. NW, Suite 400 
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F R O M ONE 
PROFESSIONAL TO 

A N O T H E R . 
The true measure of professionalism is a daily dedication to 

improvement. You do it through your work; we do it through the 
growing lineup ofValent Professional Products. Pinpoint15 

Granular Insecticidey Envoy00 Herbicide and Distance® 
Fire Ant Bait have set the standard in recent years. Now, we 
introduce Orthene" Turf, Tree & Ornamental Spray 97, a 
smooth-flowing 97 percent pellet that helps ensure more 
accurate measuring, lower odor and virtually no dust. 

To find out how were improving Valent products and services, 
call 1-800-89- VALENT or visit the Valent web site 

at www.valent.com. 
Products That Work, From People Who Care " 

http://www.valent.com


NO MORE FOUR O ' C L O C K SHUFFLE. NO HEAT-STROKE STAGGER. 

1-800-395-4757 
EXCEL INDUSTRIES , INC. I HESSTON, KS 6 7 0 6 2 l w w w . e x c e l h u s t l e r . c o m Out Hustle all the rest " 

HUSTLER 

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

18"x8.00" turf-tread drive 
tires, the largest on any 

walk-behind anywhere, for 
a smoother ride, better 

flotation, and reduced psi. 

Oversized, pneumatic front caster 
wheels, the largest in the industry. 

x 
A deck 33% stronger 

than any competitor's. 
A wide stance for enhanced 

stability on slopes 

No numbness. 
No cramping. 
No more blisters. 

Hustler's patented H-Bar" steering means no cramped 

forearms, no more numbed fingers. No speed levers to 

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

Drue zero-degree, counter-rotational turning. 

EASY TO LEARN: training time measured in minutes. 
EASY TO OPERATE: beats pistol grips hands down. 
MORE PRODUCTIVE: effortless control for easy trimming. 
SAFER: fully intuitive, firm grasp of controls throughout the mowing process. 

The Hustler Hydro WalkBehind will cut 
more grass, in less time, with less 
effort. Long term, it will cut more 
grass, over more mowing seasons, 
with less maintenance. It was 
built to finish first. And last. 

Instant, on-demand, 
variable speed control, 

forward and reverse. 

Sealed bearings, 
guaranteed for life. 

/ 
Heaviest deck spindle 
on any walk-behind. 

http://www.excelhustler.com


green side up 
BY RON HALL / SENIOR EDITOR 

The spark that LCOs need It's March and all heck is breaking loose. It 
happens every spring in the lawn care industry 
whether we're ready for it or not. As azaleas 
break bud in the south and the last patches of 
snow recede from northern lawns, we plunge 
into another all-out seasonal assault. 

Some of the technicians we unleash on 
our customers' properties are knowledgeable. The sad 
truth is that many aren't. Lack of employee training is 
the biggest failing in our industry. It costs everybody — 

customers, employees, 
industry image. But, 
most of all, it costs lawn 
care company owners. 

That's why when Phil 
Fogarty approached LM 
this past winter and 
asked if we would like to 

industry 
Fogarty 

Lack of training is the biggest failing in 

partner with consulting company JP Horizons Inc. in 
offering its "Skills Development Series," we jumped at 
it. Fogarty is associated with JP Horizons, the 11-year-
old consulting/training company founded by Jim 
Paluch. Their new program challenges lawn care com-
panies to provide 52 weeks of training. 

This is not sit-in-front-of-a-video training on a rainy 
day. This is interactive instruction (in 1/2 hour incre-
ments, the same morning each week) that you monitor 
and test to see how well you're doing. But Fogarty's 
making it more than that. The Skills Development Series 
is also a contest which allows participating companies to 
measure their training efforts against other companies. 

We at LM and the folks at American Cyan amid, 
sponsors of the Skills Development Series, realize that 
the lawn care industry can reach the next level of service 
and public acceptance only by committing itself to more 
consistent and effective training. Representatives from 
both our magazine and from Cyanamid were on hand in 
Tampa, FL, when Fogarty wrapped up PLCAA's 2000 
Management Conference with the Skills Development 
Series — an afternoon-long 'Training Jam Session." 

Representatives from about 25 lawn care compa-
nies attended the jam session and several embraced the 
program and set aside time for training each week, in-
cluding their busiest time which is now. 
Good for them. Fogarty followed up 
with a second jam session in Cincinnati 
a week later, again enlisting LCOs 
committed to training. 

We at LM believe it's high time the 
industry turned up the heat on training 
and we feel that Fogarty can supply 
the spark. 

our 

Top, from left Steve Bailey, Cullen 
Walker, and Richard Bare. Above, 
Louis Kobus, Jr., outlines topics for a 
January training session. Left Phil 
Fogarty fires up the group. 

Phil 



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. 



I live for work 

Bring me on the job. 
Call GMC at 1-800-GMC-8782. 
Or visit www.gmcforwork.com. 

Vehicles shown with equipment from an independent supplier. See owner's manual 
for information on alterations and warranties. 

When your business relies on the growing 
season, every day is a push for profit. We've 
engineered the classic Sierra" to take the heat. 
Even on your busiest days. 

To start, the classic Sierra 3500 HD has a base 
payload capacity up to 9,232 lbs and is 
available in three wheelbases. Its flat frame rails 
are mounted close to the ground for easier 
body installation. And you have a choice of the 
standard 290 hp Vortec™ 7400 gas engine or 
an available 6.5L turbo diesel with 195 hp. 

You'll never have to 
think twice about 
what you load in the 
back. Our standard 
four-wheel antilock 
brakes help you 
maintain steering 
control even during 
adverse conditions. 

The GMCR classic 
Sierra is relentless 
power and reliability 
at your command. 

http://www.gmcforwork.com


BY JERRY GAETA / GUEST COLUMNIST 

"Perhaps you're concerned about losing employees if 
you discipline them. I call this being held hostage." JG 

Discipline isn't easy Discipline is a source of distress for many 
companies and is often due to unwritten 
or unclear policies. If employees know 
what is expected of them at the time of 
hiring, many discipline problems could 
be avoided. A detailed company manual 
should list what is expected of the em-

ployee and, in turn, what he or she can expect of the 
employer. It establishes rules and guidelines and the con-
sequences if they are not followed. When you remove 
possible gray areas and provide consistency, it will make 
your managers' and foremen's jobs easier. 

Establish a company chain of command to direct atten-
tion to the proper person who is responsible. The manual 
should be written so that your employees understand it 

Handling discipline problems 
You must document improper discipline because lack You must document improper discipline because lack 
of documentation is a major cause of employee griev-
ances. Document verbal warnings — this will protect 

Jerry's corrective steps 
1. Verbal counseling — refer to rule or regulation, note date of incident, 
summarize the incident, get response from employee. 

2. Written warning — refer to rule or regulation wi th date, summarize 
and get employee response, both parties sign. Check if employee accepts 
this scenario. 

3. Second warning (written) or work suspension notice — detail incident 
(rule, date, summary), list suspension dates, both parties sign, check if 
employee accepts. 

4. Employee termination — record summarizes incidents and rules/regu-
lations, employee response, both parties sign, check if employee accepts. 

you and show you take these matters seriously. 
Perhaps you're concerned about losing employees if 

you discipline them. I call this being held hostage. In 
this tight labor market, that's not a valid argument. 
Think about the message you're sending the other em-
ployees. Also, think what affect this has on the people 
following the rules — you are diminishing their 
morale. You're better off without the offender. 

When confronted with a discipline problem, always 
ask yourself, "How would I like to be treated if I was 
being disciplined?" This philosophy will make the situ-
ation easier to deal with. Think before you act and, if 
unsure of what to do, discuss the situation with some-
one else, but do not allow too much time to elapse in 
your decision-making process. 

If you have reoccurring problems such as absen-
teeism and tardiness, try a reward system. This can be 
as simple as a weekly pay incentive for perfect atten-
dance. Positive reinforcement may achieve the required 
results quicker and easier than negative reactions. 

Make sure the right person handles the discipline 
and be careful not to overstep your foreman, for in-
stance, if a laborer needs to be disciplined. You don't 
want to reduce the foreman's authority in the eyes of 
those in his charge. 

You may want to provide training in human relations 
skills for your managers; it may solve future problems. 

There is no magic formula in dealing with these 
problems; a basic system needs to be in place, as well 
as good ol' common sense.(See sample performance ap-
praisal sheet on p. 23). 

The author is a green industry consul-
tant and partner with The Good Earth Inc., Mt. Pleas-

ant SC. He can be reached at 843/884-6114. 



It's not 
about working 
harder. 

C O M M E R C I A L DEERE S E A S O N 2 0 0 0 

F680 Z-Trak ™ Zero-Turning-Radius Mower 
$212 Month** • New 7-lronm deck 



ADVANTAGE SERIES TRACTORS 

30 hp/25 PTO hp 

A TRACTOR THAT WORKS AS HARD AS YOU DO. 
Hitching to implements in under five minutes is just one of 
this 30-hp tractor's many talents. Others include easy starts, 
and restarts, with direct injection and an auto-bleed fuel sys-

tem. Most importantly, its price works very hard, too. 

790 TRACTOR 

$10,995A 

sm/Month* 

OUR ENGINEERING BREAKTHROUGHS INCLUDE PRICES, TOO. 
The 40-PT0-hp 5105 has a wealth of advanced features like a fuel-
efficient, high-torque John Deere direct injection PowerTech® 
engine, reverser transmission, excellent hydraulic flow, and large 
capacity 22.4 gallon gas tank. It has so many in fact, that you 
can hardly afford not to stop by for a test drive. 

$5,995A 

$99/Month** 

CONSIDER THEM INVITATIONS 
TO USE YOUR IMAGINATION. 
Gas or diesel Gator® Utility Vehicles' ability to hau 
more than their own weight (up to 1400 poundst), 
tread lightly on turf (with a psi of just 7.1 to 7.5), and 
high ground clearance mean the only limit to what they can do might be 
your imagination. tTotal capacity for the 6x4 Diesel - includes 200-lb. Operator, 200-lb. Passenger 

and maximum box capacity. 

XT SERIES HANDHELDS 

XT170 UNE TRIMMER 

Just $4Q9"A 

90 days same as casM* 

BP50 BLOWER 

NOTHING HOLDS THEM BACK. 
XT Series handhelds set the tone for sound quality 

and low vibration levels. And with industry-best 
power-to-weight ratios and rugged construction, 

their performance is something competitors 
simply can't touch. 

H20D HEDGE TRIMMER 

^ttSee inside panel for details. 



1 0 % D O W N ON A L L C O M M E R C I A L M O W I N G E Q U I P M P O W E R G A R D * P R O T E C T I O N P L A N 
SECURITY AND VALUE FOR THE LONG TERM. 
Available for all new John Deere tractors, engine and power-
train coverage can be purchased for 12, 24, or 36 months 
(with varying hour combinations) beyond the John Deere Basic 
Warranty. This coverage transfers to subsequent owners, so it 
not only protects your investment, but adds resale value, too. 

A PRODUCT OF SEVEN-GAUGE 
STEEL AND DEEP THOUGHT. 
Formed by four million pounds of pressure (and lots of 
concentration on the part of our engineers), the world's 
first seven-gauge stamped steel deck's full-length front 
baffle, maximum blade overlap (40 mm) and stunning 
5.75-inch depth creates a vacuum, cutting force and 
airflow even the wettest, thickest grass can't withstand. 

ALL THE REST JUST SPIN 
THEIR WHEELS 

Equipped with exclusive 7-Iron mower decks, 
powerful engines, and imaginative features 
like top-draw fuel tanks (on the M653) and 
flip-up decks (on the F-Series), it only takes 
one test drive of any of our four new zero-
turning-radius mowers to see why John Deere 

is the only place to turn. 

M653 Z-TRAK™ MOWER 

¡194/Month" 

It's about 
working smarter. 

STILL AHEAD OF THEIR TIME. 
With patented two-pedal hydrostatic controls, a hydraulic 
lift to climb curbs, extraordinarily tight turning radius, high 

torque gas and diesel engines, and precise power 
steering for superior trimming, these extremely 
affordable and durable machines prove John 
Deere is always thinking ahead. 

F725 FRONT MOWER 

$8,495* 
$164/Montji* 

f 54-in. deck 

60-ln. 7-iron deck 

F735 FRONT MOWER 

$10,999* 
$213/Month** 

4100 HST TRACTOR 

$330/month' 

^212/Month* 

/ 

SETS THE PACE FOR AN INDUSTRY. 
With protected kevlar belts, fully enclosed 
transmissions with a 3-year limited war-
ranty, and rugged construction, 
reliable GS Series gear-drive 
walk-behinds easily take 
the toughest jobs in stride, 
and over time, leave all 
other competitors behind. 

NOT JUST A COMMERCIAL WALK, 
A TECHNICAL ADVANCE. 
Highly productive HD Series hydrostatic walk-behinds include on-
the-go tracking, oscillating decks with anti-scalp gauge wheels 
for a perfect cut on uneven ground, fast 2.2-mph reverse speed, 
a limited 3-year transmission warranty, and prices that could 
send other manufacturers back to the drawing board. 

DESIGNED BOTH TO EXCEL AND ENDURE. 
From exceptional breakout force, to oil-cooled disk brakes, to a 

high-torque John Deere PowerTech engine with a balanced 
crankshaft and wet cylinder liners, to planetary final drives, the 

45-PTO-hp 5210 is the ideal tractor for maximum productivity 
and longevity. (Price includes new 521 Loader.) 

5210 UTILITY TRACTOR 
WITH 521 LOADER 

CREATED WITH BIGGER THINGS IN MIND. 
With 4WD, mid- and rear-PTOs, long-lasting oil-
cooled brakes, an easy-to-use Twin Touch" hydro-
static transmission, and dual hydraulic pump for 
exceptional implement performance, the 20-hp 

4100 has every feature found on a larger trac-
tor—except for the price. (Package includes 
mid-mount mower, 410 loader.) 

20 hp/16 PTO hp 

53 hp/45 PTO hp 

HD45 WALK-BEHIND MOWER 

$174 Value 
Suggested list price 

GS30 WALK-BEHIND MOWER 

Only $2,399* 
$71/Month** 

ONE ENGINEERING FEAT DESERVES ANOTHER. 
For a limited time, we're giving away a free pair of 

premium John Deere 962 work boots (crafted for 
extraordinary comfort and strength) with the purchase 
of any John Deere commercial walk-behind (36-in. 

or larger). Act soon—offer ends July 5, 2000*. 

Only $3,999* 
$117/Month** 

4600 TRACTOR 
WITH 460 LOADER AND 613 ROTARY CUTTER 

$433/Month' 

HANDLES ANY WORKLOAD. 
The combination of a loader with high breakout 

force and quick cycle times, and a PowrReverser™ 
transmission (that lets you go back and forth 

without clutching) allow this 43-hp tractor 
package to make 

short work of work. 
(Package includes 
460 Loader, 613 
Rotary Cutter.) 

NOTHING RUNS L IKE A DEERE 
'Offers end July 5, 2000 and are available at participating dealers. Machine prices do not include taxes, freight set-up and delivery charges. ** Offers end July 5, 2000. Subject to approved credit on John Deere Credit 
Installment Financing Plan, for commercial use only. Up to 20% down payment may be required. 10.4% up to 36 months on Commercial Walk-Behind Mowers, 10.4% up to 48 months on Z-Trak Mowers. 10.4% up to 60 
months on Commerc il Front Mount Mowers. 8.4% up to 60 months on Gator Utility Vehicles, Compact Utility and Utility Tractors. Taxes, freight, setup and delivery charges could increase monthly payment. Other special 
rates and terms may be available, including financing for personal use. Available at participating dealers. Prices and models by vary by dealer, a Manufacturers suggested list price, does not include taxes, freight set-up 
and delivery charge Price may vary by dealer, f t Offer ends July 5, 2000. Subject to approved credit on John Deere Credit Revolving Plan, for commercial use. If the balance is not paid in full by the end of Same As 
Cash promotional period, interest will be assessed from the original date of purchase. Available at participating dealers. Prices and models may vary by dealer. 



BACKHOES 

THE TOOLS OF THE TRADE 
FROM THE COMPANY THAT PRACTICALLY 
INVENTED THE HARDWARE 
From the new, rugged, double-deck MX Series Rotary Cutters to 
a 48 Backhoe that can be attached and detached in under five 
minutes, John Deere implements are the professional's tool of 
choice, no matter what the field. 

ROTARY CUTTERS 

LOADERS 

LOW 8.4% FINANCING** 
TILLERS 

NO ARTIF ICIAL INGREDIENTS. 
An affordable and convenient RPM 

kit has almost everything you need 
for 500 hours of routine scheduled 

maintenance. And the genuine John 
Deere parts inside promise the best 

operation possible. 

www.deere.com / 1-800-537-8233 for a dealer near you. 

DKE995998(00-02) LiTHO IN USA. 

NOTHINGBRUNS LIKEgA DEERE®! 

http://www.deere.com
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Typical Performance Appraisal Sheet 
Employee Name. 

Title 

Instructions: Read over the general factors and rate each 
employee's performance on a scale of 0 to 10, 0 being the 
most unsatisfactory and 10 being the most satisfactory. 

General Factors 

Quality — accuracy, thoroughness and acceptability of work 
performed 

Productivity — quality and efficiency of work produced in a 
specified period of time. 

Job knowledge — practical/technical skills and information 
used on the job 

| Paperwork — proper timeliness, accuracy and legibility. In-
• dudes time etiquette. 

i Reliability — the extent to which a task employee can be 
• relied upon regarding completion and followup. 

? Independence — the extent of work performed with little 
( o r no supervision. 

IAvailability — the extent to which an employee is punctual, 
plus his/her overall attendance record. Includes overtime 
and/or weekend work. 

Equipment — care, proper use, upkeep, service, safety, and 
appearance of equipment this employee uses. 
Safety — the extent to which the employee adheres to com-
pany safety policies and is safety-conscious (i.e., wearing 

^safety equipment, following designated procedures). 

Adherence to policy — the extent to which an employee 
adheres to company policy, conducts him or herself, follows 

¿rules, and observes good housekeeping practices. 

Customer service — willingness and demonstrated ability 
to cooperate, work, and communicate with co-workers, su-
pervisors, subordinates, outside contacts, and customers. In-

cludes the stability, courtesy, personal appearance and judg-
ment demonstrated on the job. 

Total point score (1-100) 

(Discussed with individual on 

Employee's signature Follow-up requested/denied: Yes_ No _ On what date?. 

Evaluator's signature Date 

Evaluator's supervisor's signature. _Date_ 
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You're Open for 
Business on the Web 53125 

ltem#DMGB100 
Over 300 Pages 

| Soft Cover 

Written by 
internet specialist 
and leading 
author, Joe TYacy 

-eb Marketing ^ 
Applied, Web ^ 

Marketing Strategies for the ^b 
New Millennium, is the must-
have book for Webmasters, Web J I j * 
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! 
C a l l 1 - 8 0 0 - 5 9 8 - 6 0 0 8 

Fax: 218-723-9146 • Outside the U.S. call 218-723-9180 
Please mention code 950918LM when ordering 
Visit our Website and order online at 

www.advanstarbooks.com/webmarketing/ 

AUCTIONS 
Machinery and Property 

-Plus-
Machinery for Sale 
Businesses for Sale 

Commercial Real Estate 
RFPs and RFQs 

Employment 
Funding and Capital 

E-mail Notification Services 

www.i-comindustry.com 

^ It s here... ^ 
Industrial Machinery M 

AUCTIONS 
on the Internet! 

Industry will never 
be the same. 

http://www.advanstarbooks.com/webmarketing/
http://www.i-comindustry.com


Echo chain s a w s tackle your toughest logging, fel l ing and l imbing jobs and keep 

coming back for more. That's because Echo chain s a w s have our exclus ive Pro-Fire® 

electronic ignition and all-position diaphragm carburetor to ensure fast, e a s y start-up 

and smooth running — every hard-working day. Plus, Echo chain s a w s are backed b} 

the strongest warranty in the business . That's Echo Pro Performance! 

Built by the team that knows exactly what profess ionals need: quality, durability 

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

What do they call a chain s a w that del ivers superior 

performance day in and day out, no matter 

how difficult the duty? Echo. 





BY ROBERT K. BAIRD / GUEST COLUMNIST 

"There is no such thing as a 'sure thing' in the market. 
So if you are set on doing your own investing, 

realize there will be ups and downs."— RB 

Counter uncertainty with a 
sound investment plan 

"Man is extremely uncomfortable with uncertainty. To 
deal with his discomfort, man tends to create a false sense 
of security by substituting certainty for uncertainty. It be-
comes the herd instinct." — Bennet W. Goodspeed, The 
Too Jones Averages Ilearned about this first hand over 20 years ago 

when I began trading a commodity system I 
helped to develop. In two years, the system 
had huge returns. Unfortunately, by the end 
of those two years, every client had quit be-
cause there was too much uncertainty. 

Uncertainty wreaks havoc with many investors' for-
tunes in the stock market. It's an unfortunate aspect of 
human nature that when left: to our own devices, we 
tend to sell at the lows (panic) and buy at the highs 
(euphoria). This is why I stressed having a portion of 
one's investments managed for you in Part I. 

Get a real plan 
Professionals have a plan and exercise it. Most in-
vestors don't. 

There is no such thing as a "sure thing" in the mar-
ket. So if you are set on doing your own investing, real-
ize there will be ups and downs. Though we have been 
in a long-term bull market since the 18th century, 
there were hiccups along the way. 

What often causes investment failure is timing and 
our insistence on "being right." We sometimes have 
love affairs with equities. I have seen enough promis-
ing companies go the way of the buggy whip, how-
ever, to know that the most important thing is know-

ing when to sell. Most of us never do, which is why 
most of us must put our money in a mechanical pro-
gram that is diversified, disciplined and deliberate. 

I have three programs that fit this bill and they have 
all beaten the pants off most mutual funds for the past 
13 years. Does this mean that if you try them, you, 
too, will beat the market? Hardly. It doesn't even 
mean you will make money over the next few years, 
no matter what program or stocks you choose. But you 
do put the odds in your favor. 

The "Dogs of the Dow" 
The first of these is called the "Dogs of the Dow." You 
take the 10 highest dividend stocks in the Dow, then 
pick the four lowest priced stocks and choose either 
stocks #1 to #4 or #2 to #5 and buy an equal amount 
of each of them. You don't buy the #1 stock if it is also 
the highest dividend. After one year, you switch out 
of the stocks you have owned that are no longer "dogs" 
and buy the new ones that are. Then wait another year 
and do it again. With this program, you are basically 
betting that GM or Dupont aren't going out of busi-
ness in the next year. The "Motley Fool" Web site 
[http y/www.fool.com) has the results of over 30 years 
of historical testing. This value and dividend-oriented 
approach has averaged about 20% per year with only 
three losing years. 

Two other approaches are called "Spark 5" and 
"PEG 5." The companies on these programs have earn-
ings acceleration, price momentum and estimates of 

continued on page 28 

http://www.fool.com


Good w e e d control 

demand a ra ise at once 

There's good. There ' s better. Then there's 
the best: Snapshot41 herbicide. It controls 
more broadleaf weeds and grasses than any 
other preemergent herbicide. I l l species, 
to be ^xact. For up to 8 months. Without 
damaging your ornamentals. Contact your 
distr ibutor for more in format ion about 
Snapsho t . Or, ca l l 
1 - 8 0 0 - 2 5 5 - 3 7 2 6 . A c r o S c i u i c e s 

You'll control weeds. 
And labor costs. 

but wa i t until they all^ 



it's your life 

continued from page 26 
future increased growth. This means the 
street has recognized that these are up-and-
coming companies who (hopefully) will 

continue their current pattern of rapid price 
appreciation. The returns can be greater 
than the Dow dog approach, but there is 
also more volatility. Like with the Dow ap-

Mulch up to 700% faster! 
The revolutionary FINN Bark Blower aim-and-shoot 

mulching technique pays you back fast 

With the FINN Bark Blower a two-man crew can easily apply 15 cu. yd. of 
mulch per hour. The powerful FINN Rotary Airlock powers mulch through 
300' of 4" flexible hose. Just aim and shoot. Available in trailer and truck 
mounted models, the Bark Blower breaks up clumpy mulch, reduces material 
cost 20% or more, and creates a finished look customers love. No more slow 
downs because of wet weather or tricky terrain. There's nothing else like it. 
Call today for a free brochure and the name of your nearest FINN dealer. 

Bark B/o wer j 

FiNN 
CORPORATION 
Innovative equipment 

enhancing the world's landscape 

1-800-543-7166 TRADITIONAL HAND LABOR WITH THE FINN BARK BLOWER 

About 2 cu. yd. per hour More than 15 cu. yd. per hour 

Circle 109 
9281 LeSaint Drive, Fairfield, OH 45014 • Fax (513) 874- 2914 • Web site: www.finncorp.com 

proach, at the end of one year for "Spark 5" 
picks and every six months for "PEG 5" 
picks, you exit those no longer on those lists 
and exchange them with new ones. 

If none of this strikes your fancy, stick 
with companies you are familiar with and 
figure out your selling strategy. Some peo-
ple like to set a price point below which 
they don't want to see the stock trade. If it 
does go lower than that, they sell. Others 
prefer to set a fundamental exit point. An 
example of this is when someone gives you 
one of those world famous "hot tips." You 

The most important 
thing is knowing when 
to sell. Most of us never 

do, which is why we 
opt for a diversified 

program. 

have been informed that the company has 
just been given a license to steal and an an-
nouncement is imminent...and nothing 
happens. Just remember the old adage 
about cutting your losses short. 

A good mix for most investors' portfo-
lios would include: 

1. Professional management 
2. Mechanical approaches 
3. Your own thing 
If it sounds like I'm overly cautious, it is 

because after so many years of stellar returns, 
it is sometimes easy to lose sight of things 
like bear markets. There is no excuse to in-
vest without being informed and prepared. 

— The author is a registered principal/in-
dependent stock and commodity broker with 

more than 20 years experience in the financial 
industry. Contact him at 800/643-1155. 

http://www.finncorp.com


POWERFUL, RELIABLE, QUICK. 

We built our new midmount, zero-turn mower to be 
best-of-class. The Viper combines a gutsy 23-hp 
Kawasaki engine with twin unitized hydraulic pump 
motors and oversized tires. So it runs hard and fast, with 
terrific hill-climbing ability. 

The compact, 78" length and midmount deck means it 
is maneuverable and easily fits on your trailer. Viper's 
built on a welded, tubular steel frame that makes it as 
strong as it is durable. And a floating 54" or 60" deck 

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

LESCO backs its products with technical expertise, 
234 LESCO Service Centers®, and a commitment to set 
the industry standard for professional turf equipment 
and supplies. So check out the Viper. It'll become the 
standard by which you judge all others. 
Call 1-800-321-5325 for 
a LESCO Service Center 
near you. 

LESCO Service Centers is a registered service mark, LESCO is a registered trademark. Grow With Us & Viper are trademarks of LESCO. Inc. 
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Saziitors buys Russ 
Fragala Landscape 
SAN ANTONIO, TX - Sanitors, Inc., 
San Antonio, TX, acquired Russ 
Fragala Landscape Contracting 
Corp., Long Island, NY. Fragala will 
stay on to oversee operations and 
assist mergers and acquisitions 
throughout the Long Island area. 

"It's an exciting time right 
now," Fragala said. "Now we're 
going to grow this region tremen-
dously through internal growth 
and acquisition." 

Sanitors closed out 1999 with 
over $100 million in sales. 

TruGreen-LandCare 
acquires Scapes 
ASHTON, MD - TruGreen-LandCare 
acquired Scapes Inc., Marietta, GA. 
Terms of the sale include all com-
mercial landscape management 
operations, residential and com-
mercial design/build operations, all 
trucks and equipment, and the 
transfer of 100 employees. 

Environmental 
Industries buys 
STIVI Landscape 
CALABASAS, CA - Industry giant 
Environmental Industries has ac-
quired STM Landscape Services, a 
$12 million landscape mainte-
nance company based in Oakton, 
VA. 

STM will operate under Ell's 
landscape maintenance division, 
Environmental Care. 

With the acquisition of STM, Ell 
projects annual revenues in excess 
of $500 million a year. 

Andersons, Nu-Gro buy Scotts' 
U.S. and Canadian turf business 

O 
r 

2 
2 « 
M 

COLUMBUS, OH — In a move designed to 
allow it to concentrate on the consumer 
end of its operation, The Scotts Company 
sold its U.S. Professional Turf business to 
The Andersons and its Canadian Profes-
sional Turf business to Nu-Gro Corp. 

The acquisition includes ProTurf®, 
Contee™ and other brand names, the dis-
tribution network, customer lists and all 
trademarks and copyrights associated with 
the professional turf market. It does not in-
clude use of the Scotts brand name or any 
of Scotts' consumer or professional grass 
seed or professional horticultural business. 

Scott Todd, senior vice president for 
Scotts' Professional Business Group, said 
the sale was the result of three things: 

• limited industry structure 
• limited resources 
• inadequate distribution strategy 
"More and more golf courses are being 

built, so budgets are getting tighter and 
their ability to buy products is becoming 
constrained," Todd said. "Things are also 
constrained at the supplier level, where 
golf course buying groups are placing em-
phasis on profit margins. 

"Also, we have limited resources here at 
Scotts," Todd added. "As demand for our 
consumer products grew, our golf business 
suffered. And last year, we switched to a 
distribution strategy and weren't covering 
the market as well as we should have. We 
could have solved that problem, but con-
sidering all three of these factors, it made 
for a difficult profit picture." 

Retaining the professional horticulture 
and grass seed segments of its Professional 
Business Group is key to Scotts' biotechnol-
ogy efforts of value-added seeds and plants. 

For The Andersons, the acquisition puts 

the firm one step closer to becoming the 
leader in golf course and other professional 
turf products in the U.S. "It complements 
the recent expansion of our production fa-
cilities to include a presence in the eastern 
and southern portions of the U.S.," says Rick 
Anderson, president of The Andersons. "In 
addition, we continue to seek an additional 
production site in the west and remain open 
to additional acquisition opportunities." 

John Hill, president of Nu-Gro, said the 
move also supports his company's goals. 
"This acquisition is consistent with our 
stated strategy of consolidating the Cana-
dian fertilizer market," Hill said. 

LESC0 realigns with 
eye toward future 
CLEVELAND, OH - As a long-term plan-
ning strategy, LESCO has realigned its 
business into three separate divisions — 
Lawn Care, Golf and Product Supply. 

The move was designed to: 
• support the company's long-term 

growth; 
• support the company's profitability 

strategy; 
• increase the company's focus on 

growing shareholder value 
William Foley, chairman, president 

and CEO, said that the reorganization 
will focus LESCO even more on cus-
tomers and markets and was not 
merely done with an eye on future 
profit. "Focusing separate management 
teams on each of our business units will 
increase the accountability for the per-
formance of our business and improve 
our response time to customers." 
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VIDEOS AND LITERATURE FOR THE GREEN INDUSTRY 

THE PLCAA 2000 PRODUCTS CATALOG... is now available. 
The revised catalog features new items such as a video enti-
tled "Job Safety for the Professional Landscape Employee" 
and a book called "Fundamentals of Turfgrass Manage-
ment." Described as a one-stop information source, the cat-
alog serves up a mix of educational tools on lawn and land-
scape management, marketing and management, and 
customer awareness. For a free copy of the catalog call 
800/458-3466. 

YOU MIGHT SEE THE LIGHT.Jf you check out Kichler® Land-
scape Lighting's new product manual, a snazzy 71-page 
work of art chock full of crystal clear product photos. Turn 
your customers onto this kind of landscape lighting or other 
information. If interested in obtaining the manual, call Kich-
ler at 216-573-6787. 

HUNTER INDUSTRIES' 
PRODUCT UTERATURE 
GUIDE...is now available on 
a CD-ROM to help landscape 
professionals stay up-to-date 
on Hunter equipment and 
water-efficient irrigation prac-
tices. Included on the CD-ROM are Hunter product informa-
tion training manuals, irrigation notes and a residential 
sprinkler system design handbook. Information on the CD-
ROM is accessible in a cross-platform PDF format and can be 
downloaded to a printer. Windows 95 or 98, NT-4 or an 
Apple Power Mac is required to run the CD. The CD is avail-
able free to industry professionals who call Hunter Technical 
Services at 800/733-2823. 

Simply the best, most versatile 
machine you'll ever own 

f rom the designers & builders 
of the world's first mini loaders 

Phone for FREE VIDEO & INFORMATION 

Ph. (918) 629 7230 
Fax. (918) 461 0996 

1 1 219 S. Mingo, Bixby, OK 74008 
Website: http://www.kanga-loader.com Email: kanga@kanga-loader.com A/Hrs. (918) 459 2137 

L O A D E R S 

WITH ATTACHMENTS AVAILABLE FOR EVERY JOB 
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N e w C o m p a s s controls 
B r o w n Patch, Leaf S p o t , 
G r a y Leaf S p o t , R e d Thread, 
Rust, and more. 

Effective for all turf areas and all 

species, Compass fungicide delivers 

the value of a contact, the power of a 

systemic. In fact, it's the best Brown 

Patch value ever developed. Compass 

also goes on to control important 

ornamental diseases, such as Apple 

Scab on crabapple and flowering 

cherry trees. 

Compass gives you preventive 
and curative options. 

Compass delivers the highest efficacy 

against Brown Patch and a broad 

spectrum of diseases at the lowest 

use rates ever. One pound of 

Compass at 0.15 oz/1,000 sq. ft. rat 

covers 2.45 acres of turf. 

N e w technology, 

yet competit ively priced. 

With unique mesostemic powe 

Compass delivers locked in, broac 

spectrum control at a price yo 

can afford. 



Just in time, a reduced-risk the plant surface due to its high affinity 
fungicide that is 
environmentally sound. 

Compass has been class 

reduced-risk. So you can 

use it with confidence. 

Mesostemic power 
ensures locked-in, 
rainfast disease 
control up to 28 days. 

Compass securely locks into 

sified as 

with the surface. Forming a protective 

reservoir of fungicide on the plant 

surface, it resists washing 

off, thus ensuring long-

lasting disease control. 

Important: Always read and follow 
label instructions before purchasing 
or using these products. ©1999 
Novartis Crop Protection, Inc., Turf & 
Ornamental Products, Greensboro, 
NC 27419. Compass™ and the 
Novartis logo are trademarks of 
Novartis. 

www.cp.us.novartis.com 

N O V A R T I S 
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industry almanac 

Simplicity creates 
e-commerce network 
PORT WASHINGTON, Wl — 
Simplicity Manufacturing took 
one more step into the e-com-
merce world by allowing deal-
ers instant access to parts avail-
ability and order status through 
the TradeRoute® system. 

In addition to checking parts 
availability and order status, 
dealers can place orders, submit 
product registrations, submit 
warranty claims and ask about 
warranty status. The TradeR-
oute system has an immediate 
response capability enabling 
dealers to make an inquiry and 
get a response all in the same 
electronic transmission. 

Correction 
In the January issue of LM, we reported that Rex Dixon was 
promoted to director of sales and marketing for The Toro 
Company's Irritrol Systems. Actually, Dixon is now director 
of sales and marketing for Weathermatic. Our apologies. 

By linking the TradeRoute 
system to its existing electronic 
parts catalog, PartSmart, Sim-
plicity has formed a complete 
business-to-business e-com-
merce network for its dealers. 

"We've been using ARI's 
PartSmart electronic parts cat-
alog software for nearly four 
years with great success," says 
Jim Wier, president of Sim-
plicity. "Combining Trade-
Route software with our 
PartSmart catalog gives our 
dealers a state-of-the-art e-
commerce system that will 
meet their needs today and in 
the future." 

LCOs focus on clients, the 
Internet at PLCAA meeting 
TAMPA, FL — Before you go out chasing new customers, take 
a hard look at your current ones. If they're good and you can 
service them profitably, make sure you protect them. 

In other words, it's often simpler and more cost effective to 
retain customers than to find new ones. That's why Dale Am-
stutz, Northern Lawns, Omaha, NB, says he directs about 60% 
of his company's marketing budget at his current customers. 

These and other nuggets of 
knowledge were shared at the 
PLCAA's Winter Management 
Conference this past February. 

Hot topics at this most re-
cent conference included: the 
Internet's impact on the Green 
Industry, the purpose and im-
portance of strategic planning and, of course, acquiring and 
retaining profitable customers. 

Louis Kobus, Jr., Village Turf, Mt. Vernon, VA, says his best 
customers are the ones that have been with his firm the longest. 

He looks at what he calls the "CLV" factor, the Customer 
Lifetime Value. It's a simple formula. Take the annual revenue 
the customer provides and multiply it by the number of years 
that customer has been with your firm. 

Keynote speaker "Mr. Per," 

left, with LCO Vincent Tummino 

Morton Arboretum 
Plant Collections 
Catalog 

http://www.mortonarb.or 

9 
The Morton Arboretum 
has done a tree-mendous 
job of providing Web 
junkies with information 
about the 41,000 plants on 
Arboretum grounds by cre-
ating an electronic version 
of its Plant Collections Cat-
alog. Horticultural profes-

sionals can now learn more 
about one of the nation's 
premiere, private botanical 
institutions at the click of a 
mouse button. 

Catalog entries include 
each plant's scientific and 
trade name, location on 
Arboretum grounds, geo-
graphical range and hardi-
ness. Information detailing 
when, from where, and by 
whom a specimen was 
added to the collections is 
also listed. 

N e w or U p d a t e d 

The catalog links to the 
U.S. Department of Agri-
culture hardiness map that 
gives a complete picture of 
climatological zones 

throughout the U.S. Ar-
boretum catalog users can 
copy, cut and paste data-
base information using the 
Web browser. 

"The catalog is unusual 
in its breadth of informa-
tion," says Ed Hedborn, Ar-
boretum plant records 
manager. "While some 
botanic gardens have the 
names and grounds loca-
tions of their plants on list, 
none, to the best of our 
knowledge, make readily 
available the depth of in-
formation that the Arbore-
tum provides." 

http://www.mortonarb.or


People 6c companies 
Nissan Diesel 
Amer ica 
named 
Masaru Kobori 
executive vice 

* ^ president of 
administration. 

Dow Chemical named 
Elin Miller to lead the 
Global Urban Pest Business 
Unit for Dow AgroSciences 
(DAS). In her new position, 
Miller will also serve as the 
leader of the Pacific Trade 
Area for DAS and will be a 
member of the Dow Agro-
Sciences Corporate Man-
agement Committee. 

Boyn ton Pump and Sup-
ply, an irrigation equip-
ment manufacturer, was 
named the 1999 Distribu-
tor of the Year by Hunter 
Industries. Featured below 
are owners (from left) Tim, 
Hal and Jon Kilpatrick. 

Mitsub ish i Fuso Truck o f 
America promoted John 

Mackey to director of fleet 
sales. 

CNH, formed recently by 
the merger of Case Corpo-
ration and New Holland, 
named Steven Lamb presi-
dent and chief operating 
officer and Ted French pres-
ident of financial services 
and chief financial officer. 

Rain Bird gave Gabriel 
and Dolores Moriel and 
Paul and Darlene Hunn of 
Imperial Sprinkler and Im-
perial Irrigation its National 
Distributor of the Year 
award. The award is given 

to one out of 753 distribu-
tors. Ed Hawkins of Imper-
ial Irrigation Supply re-
ceived Rain Bird's National 
Salesman of the Year 
award. 

DTN Wea the r Safety 
Center added a free online 
connection for remote or 
emergency access to 
weather information. This 
service adds to the com-
pany's stand-alone satellite 
system. 

The complete line of 
AquaScape fresh water 
aerators is now available 
direct from Aeromix 
representatives. 

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. 

MLfijlj Van Waters & Rogers Inc. Call Your Local 
A ROYAL VOPAK COMPANY VW&R Office dt... 

Zi+i 
f > - ' ' 

1-800-8884VWR 
We understand that failure is not an option for our customers 
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COVER STORY: LABOR ISSUES PART 2 

where they're bitin' 
How one manager 
found all the 
'good' people 
he needed to 
succeed in the lawn 
service business 

B Y B I L L H O O P E S 

i my management 
training experience, the 
single most surprising 
discovery I've made and 

confirmed many times is that managers 
simply will not recruit. Not can't recruit — 
won't recruit. 

My earlier article (LM September 1999) 
emphasized seven keys to management 
success. Number 6 involved the need for a 
human resources strategy — a plan for find-
ing, hiring and keeping people. This article 
expands upon that and offers a plan that 
every manager can use to find, then hire, 
the people you want. 

He's really you 
You need to know that Max Terrier is real. 
He is a successful lawn service manager 
whose real identity I'm protecting because 
that's the way he wanted it. 

Max became a "superstar" while manag-
ing a lawn service branch in south Texas. 
He boasted no business degree, only some 
prior experience working in the fast food 



business. And Max wasn't particularly 
lucky. He learned the most effective 
process for hiring and managing people by 
trial and error. 

He did possess some important traits 
that I refer to as the 'Terrier Factor." Max 
had the ability to do two things that helped 
him succeed: 

* He learned to focus on a well defined 
objective. 

* He played the business game with 
dogged determination and discipline. 

Together, that simply means he focused 
his energy on the most important targets 
and believed in himself to the point that he 
was able to ride out temporary setbacks 
and keep working. 

Just an average manager 
At first, Max was like many managers — 
consumed by lots of little fires and working 
endless hours to keep up. To Max, the 're-
cruiting plan' amounted to a message to 
the office manager, telling her to "run the 
ad again, Sheila." And it never seemed to 
work. But Max, like lots of us, ran the ad 
anyway. After all, you have to get the word 
out; you have to 'fill those chairs.' 

Without going into the oft-repeated de-
tails of our shrinking labor pool, let's re-
view the lessons Max learned. 

After hours of planning and thinking 
about how he would pull off a successful 
season, Max went about his hiring as al-
ways — tapping the labor pool he could 
easily reach in the classifieds. He was like 
the rest, returning to the local classifieds 
again and again when time was short and 
creative thinking absent. On the spring 
that changed him forever, he came up 
short, hiring five of the seven people he 
needed. Still, he plunged into spring, sure 
he'd find a couple of guys somewhere. 

On one particularly bad weather week 

in March, two technicians walked just 
when he needed them most. And, as you 
already know, he was unable to replace 
them. In four weeks, Max lost over 
$30,000 in much needed revenue. But it 
wasn't just the revenue shortfall that stung; 
Max was behind during the most competi-
tive time of the year. And with every pass-
ing day, more customers threatened can-
cellation if they didn't receive service. 

He thought about the old lawn care 
adage: "When you blow it early, Round 
One never ends." Max did what he always 
did and reached for the Maalox. 

Why did this happen again? Two man-
agement mistakes caused the problem: 

1. Max made poor hiring selections. 
With less-than-adequate candidates to 
choose from, he settled for losers; and 

2. Max didn't know how to replace 
those that left. Both problems are recruit-
ing failures. Max knew he had to solve 
these problems, but he needed a plan. 

The l ight bulb goes on 
Sitting in his office one evening when he'd 
rather have been at home, Max picked up 
a copy of Field S¿ Stream magazine. Flip-
ping through the pages, he noticed an arti-
cle titled, "Get Smart: Fish Where They're 
Bitin'." The article described a strategy fish-
ermen use to quickly and consistently lo-
cate large schools of fish. It explained how 
successful fishermen bring in a great catch 
every time. 

He thought about it all night. The next 
morning, when his office manager dutifully 
reported, "the ads are in," Max thought 
again about the article and knew his mes-
sage (the bait) wasn't where it should be. It 
wasn't where they are biting. 

In the next few days, while the phone 
remained silent, Max accepted that he 

continued on page 38 

<sMaxs 
recruiting plan 
of action 
1. Def ine t h e f i sh y o u w a n t t o 
catch: Find peop le w h o bel ieve 
w h a t y o u bel ieve. Max realized he 
had the best chance of succeeding if he 
could staff his company wi th people 
who were interested in his job vs. any 
job and felt comfortable wi th his 
philosophies, values and procedures. 
He had to consider them in terms of: 

• Experience— what did he want 
new hires to know? 

• Skills — what.did he expect 
new hires to be able to do quickly? 

• Personal values/ethics/stan-
dards — are they consistent wi th his? 

• Development potential — how 
much growth did he expect? 

2. Fish w h e r e t hey ' r e b i t i n ' : Iden-
t i f y h i gh po ten t i a l rec ru i t ing 
sources f o r t h e k i nd o f peop le y o u 
w a n t t o locate. 
• Involve yourself in local community 
college/technical school projects or ac-
tivities as a sponsor. Your marketplace 
needs to know you are alive. 
• Visit local high school vo-ag or vo-
tech classes and JVS programs. Get to 
know teachers and counselors. Com-
municate your need. 
• Sponsor community environmental 
improvement projects for publicity. 
Word of your company will travel fast. 
• Write to a list of certified applicators 
in your area (lists available f rom your 
state's department of agriculture). 
• Check state and local extension ser-

continued on page 38 



To Max, the 'recruiting plan' was a 
message to the office manager, telling 
her to 'run the ad again, Sheila.' 

continued from page 37 
vice training and re-
training programs. 
Many are looking for 
placement destina-
tions. 

In other words, do 
what Max finally did and get be-
yond the classifieds! 

3. Use t he r i gh t ba i t : Pre-
pare t o commun ica te you r 
message e f fec t i ve ly : 
• Develop catchy, easy-to-read recruit-
ing literature. There are plenty around 
to use for ideas. 
• Print up concise job description/ ca-
reer opportunity sheets for use in quick 
two-minute interviews (when you 
meet a potential candidate). 
• Use business cards wi th a benefits-
oriented recruiting message. 
• Rewrite your hiring ads to empha-
size a good work environment, con-
trolled hours, vacations, benefits, 
recognition, team activity and fun — 
not just tasks. Your message must 'sell' 
your company. 

4. Go f ishin ' in n e w waters : Get t he 
w o r d ou t : 
• Try weekly tabloid papers vs. the 
daily publication. 
• Move your newspaper ad out of the 
classifieds (try the sports section). 
• Give your ad a new, interesting 
heading ("Tired of empty promises?" 
or "Want to know what you've been 
missing?"). 
• Advertise in community colleges, ca-
reer centers and technical school pa-
pers. 
• Try drive-time country radio (satura-
t ion 10-second spots for two weeks). 
• Offer a finder bonus to current staff 

'winners." Referrals are a great 
resource and they stay wi th you 
longer. 
• Canvass customers wi th in-
voice stuffers. 

5. Learn t o set t h e hook : In-
t e r v i e w e f fec t i ve ly and 

make be t te r select ions. 
• Conf irm you have a posi-
tive "drive-up" first impres-

sion. Don't let them drive away — it 
happens. 
• Confirm your staff is acting and look-
ing professional. Candidates believe 
what they see is what you are. 
• Let your staff know when interviews 
are scheduled. 
• Provide a friendly welcome. 
• Be ready for a private, uninterrupted 
interview. Clear your desk. 
• Rehearse the interview; don't 'wing 
it.' 
• Opening — explain the job, require-
ments, rewards. Confirm understand-
ing (5 minutes). 
• Probe wi th careful, open-ended 
questions (10 minutes). 
• If you like what you see and hear, 
make a hire/no hire decision wi thout 
wasting more management time. 
• If positive, answer candidate ques-
tions (10 minutes). 
• End the interview wi th a challenge: 
"If I put you on my team, will you give 
me your personal commitment to stick 
wi th us for at least six months? It wil l 
take me that long to really teach you 
the position." 

• If you get a 'yes,' ask the candidate 
to go home, think about it and call you 
at 8:00 a.m. sharp! Some do, some 
don't. Those that don't, you don't 
want. 

continued from page 37 

would need to leam how to go fishing 

again. H e knew he had bait, bu t perhaps 

not the right kind for the fish he needed to 

attract. And just maybe Max was fishing in 

the wrong part of the lake. 

A new day, a new f ishin' hole 
These are the steps Max Terrier took to re-

work his recruiting/hiring strategy: 

1. Reset management priorities. Max 

understood that he, and only he, could be 

the fisherman. T h e process could not be 

delegated to his assistant and it would not 

happen wi thout him. Max had to make 

t ime to 'go fishin'.' This mean t he had to 

reorder his t ime use priorities. 

2. O n e hour per day. H e set aside a 

m i n i m u m of one hour each day for recruit-

ing. N o mat ter what , Max worked on re-

cruiting for an hour, in addition to paying 

regular recruiting visits to career days and 

local events where prospects might be 

found. H e decided the best hour for him 

was immediately after the crews went out 

in the field in the morning. Tha t became 

the t ime he took no calls or interruptions, 

and he devoted himself to building his 

company team. 

Max worked through a process of eval-

uating the recruiting possibilities in his 

town. H e made contacts, learned how to 

get visibility, where to be and when to be 

there. All this took Max one hour a day, 

which is not unreasonable when you con-

sider tha t the goal is to find and attract the 

most important management resource of 

all — employees to strengthen your firm. 

3. Commi tmen t to his plan. Max made 

huge progress when, after a lot of thought, 

he decided to accept the level of personal 

discipline required to make the process 

work. For him, a psychological tool he 'd 

continued on page 41 



Sure, we've 
got the basics. 
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But only UHS 
delivers these unique products. 

Chaser/Chaser 2 Amine 
Superior cool or warm season weed control 
Controls most broadleaf weeds including clover; black medic and oxalis 
Economical triclopyr formulations have excellent turf safety 
Mixes well with most pesticides and fertilizers 

UHS Fire Ant Bait 
Unsurpassed performance In a fast-acting 
and sure formulation that ants crave 
New chemistry Is naturally-derivedf making it friendly to 
both humans and animals as well as the environment 
Comes In 25 lb. bag or easy-to-use 1 lb. shaker can. 
Visual results within 24 to 48 hours after ingestion, high 
level of control In just one week 
More effective and longer lasting than Amdro 

Dursban 2CG/Dursban TNP 
TVvo distinct formulations that get the Job done. 
Dursban 2CG's poly coated, sand-based granule gets the active Ingredient Into 
the turf. It's longer residual activity means lower application rates. 
Dursban TNP Is the most comprehensive label In the Industry. A professional 
concentration for great overall value that controls more than 150 Insects. 

www.uhsonline.TOm 
INI U n i t e d 
T T Hort icul tura l Supp ly 

http://www.uhsonline.TOm


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 

Equipment 

Colorants 

Aquatic Products 

Micronutrients 

Wetting Agents 

Plant Growth 
Regulators 

Circle No. 110 on Reader Inquiry Card 

United 
Hortkai l tura l Supply 

Call today for a free product guide containing 
a comprehensive listing of available items. 

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

http://www.uhsonline.com


continued from page 38 
read about called "auto suggestion" made it 
easy. He made up two posters on which he 
wrote these slogans:"People first, every-
thing else second;" and "I'll spend 1 hour 
each day recruiting." 

Max placed the posters on the wall 
where they would be impossible for him to 
avoid: directly across from his desk. 

4. Program yourself to make it happen. 
It may sound simplistic, even naive, but 
this process of recommitment to a new ap-
proach worked for Max as it will work for 
you. Once you think something is a good 
idea and make a mental/emotional com-
mitment to making that thought a part of 

your life, you begin to program your subcon-
scious mind to make it happen. Max used 
this technique to make the necessary 
changes in his thinking and routine and he 
succeeded in developing, and implement-
ing, a much improved recruiting strategy. 

It all began for Max when he decided to 
reset his priorities: Put people first. Then, 
he acknowledged that more time should 
be devoted to staffing, including a long-
term commitment to the process. 

You need people to make a team 

The sidebar beginning on page 37 presents 
Max's five key steps to improving recruit-
ing effectiveness. In the process, Max 

learned that people take lots of time, but 
people are also your most precious re-
source. No manager can succeed on indi-
vidual effort alone. Like Max Terrier, you 
need a motivated staff. And the sooner you 
accept the need to place the highest prior-
ity possible on recruiting, the sooner your 
staffing problems will go away. 

Max Terrier learned you never stop re-
cruiting] L M 

The author is director of training and develop-
ment at Scotts Lawn Service in Marysville, 
OH. He says Max Terrier is a composite of 

two real people who worked for him in Texas. 

For 37 Years - the Foremost in 

Experience & Knowledge 

LANDSCAPE LIGHTING 
Acclaimed Distributor of the Industry Leaders: 
Nightscaping ^ ^ ^ ^ Lighting 

B-K Lighting ^ f f i l ^ ^ ^ r e W Izwuère Design 

Greenlee '^V^SQS^IQ^ Rockscapes 
Hadco Lighting Hanover Lantern 

Call TOLL FREE for Catalogs & Price Lists 
1-800-457-0710 

Go online to our website 
View our catalogs, place an order at 

www.callite.com 

llnequaled Stock 
CAUF0RNIA SERIES transformers • Complete selection of lamps 

All gauges of low voltage cable • Fixture accessories • Installation materials 

A Division of Kina Enterprises. Inc. 
31260 Cedar Valley Dr. 

Westlake Village. CA 91362 
Phone: 1-800-457-0710 
FAX: 1-800-457-0730 

Email: callite@pacbell.net 

California 
Landscape 

Lighting 
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-(3— AERA-vator® 
By First Product Inc. 

Thank you for introducing the 
AERA-vator to the Green 
Industry! My company and its 
clients have been please with the 
performance of your product. In 
the past, after using many meth-
ods of aeration, we found the 
AERA-vator far superior to any 
other method of core plugging, 
aerating, detaching or slit 
seeding. Our company has dou-
bled its production in the past 

year and increased profits by an 
unrealistic amount. Unlike other 
machines on the market we have 
experienced very little down 
time with the "AERA-vator" as 
well as virtually eliminating 
callbacks due to poor jobs in dry 
conditions. We look forward to 
another great year of aeration as 
we present your product to 
the public. 

For a free video please call 
1-800-363-8780 

www.l$tprodyçt$TçQm I E-mail: salç$(g> 1 ̂ products.çpm 

Andreas B. Dambakakis 
President 
YARDS "R" US 
Winston-Salem, NC 

http://www.callite.com
mailto:callite@pacbell.net
http://www.landscapegroup.com


COVER STORY: LABOR ISSUES PART 2 

How to supervise 
í . i) 

W h e n you hire 
y o u n g emp loyees , 
o lde r wo rke r s a n d 
the f requent ly 
u n e m p l o y e d , you 
h a v e spec ia l 
m a n a g e m e n t 
cha l l enges . Lea rn 
h o w to f ocus 
on e a c h type of 
e m p l o y e e ' s n eeds 

BY D O N A L D W . J A C K S O N Hiring and retaining em-
ployees can be chal-
lenging at best. We all 
want knowledgeable 
and dependable work-
ers, but most landscape 
organizations are only 

as solid as their weakest employee. Since 
our industry is largely seasonal and depen-
dent on staffing through fairly low-paying, 
manual labor positions, it is critical to 
make hiring the best possible employee a 
top priority. 

These 'special' employee types can be 
suitable and productive candidates with 
the proper supervision. 

Hiring the f requent ly unemployed 
Many seasonal and entry level positions 
are filled by individuals with less than per-
fect work histories. Either they have had 
significant periods of unemployment or 
are transient and continually move from 
job to job. 

Also, they may not have graduated 
from high school or earned a GED equiva-
lency degree. 

Those who are frequently unemployed 
may have family responsibilities that can 

be financially and emotionally demanding, 
and their sketchy work histories can some-
times be traced to having had litde guid-
ance to prepare them for workplace re-
sponsibilities. 

Often, they are inexperienced in func-
tioning within a structured work environ-
ment and may not have developed social 
skills involving relationships with cowork-
ers and supervisors or adhering to work-
place rules. 

continued on page 44 

çpûxiny: 
Three faces with special needs 
EMPLOYEE PROFILE # 1 

Frequently unemployed 
Robert Mi l l s 
Age: 34 
Height: 5'9" 
Weight: 175 lbs. 
Marital Status: 4 children: 
ages 5, 6, 11 and 15 
Education: GED equiva-
lency degree 

• Robert has had four 
jobs in the last five years, 
wi th frequent periods of 
unemployment over the 
last 15 years. These lapses 

often last between six and nine 
months. 

• Robert does not have any 
criminal record and has no his-
tory of alcohol or drug abuse. 

• He has worked primarily 
as a diesel engine mechanic, 
heavy equipment operator 
and as a laborer in landscape 
and nursery operations. 

• Robert is known to have 
a hot temper, which has 
caused him to be somewhat 
diff icult to supervise over long 
periods of time. 



Patented Twin Touch 
pedals are the most user-
friendly on the market. 
Along with standard cruise 
control, this is the most 
productive transmission 
available anywhere. 

4100 20HP 
4200 26HP 
4300 32HP 
4400 35HP 
4500 39HP 
4600 43HP 
4700 48HP 

The PowrReverser 
transmission is perfect 
for repetitive blade or 
loader work. Simply flip 
a lever on the dash and 
the tractor changes 
directions instantly. 

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. 

kww.deere.com 
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continued from page 42 

Training ideas 
Remember the letters "SSR" when you 
train frequently unemployed individuals. It 
is important that all training be simple (S), 
specific (S) and as relevant or "real life" (R) 
as possible. Also remember that visual aids 
help a person understand the concepts 
you're teaching. 

Be thorough in all training and encour-
age personal interaction to assure they un-
derstand the topics you cover. Reinforce 
key points when on the job. Encourage and 
reinforce positive behavior and accom-
plishments. 

Finally, try to establish and promote 
cooperation between current, trusted em-
ployees and newly hired seasonals or entry-
level people. 

He's just a kid! 
High school and college age students offer 
our industry another source of labor, and 
although many are ambitious and gen-
uinely looking to succeed, their goals are 
often short term and usually measured in 
weeks or months rather than years. The 
quality of a young person's home life, 

along with the level of guidance from other 
adults, can vary widely along with their 
maturity. 

There are obvious exceptions, but the 
overall affluence and level of disposable in-
come among this age group is relatively 
high compared to previous generations. As 
a result, in a period of a strong national 
economy like the present, it's the employ-
ers who end up vying for people in this age 
group. 

A positive work environment means 
more than a competitive wage at this age. 
This may mean better working conditions 
and flexible work hours. It is important to 
be adaptable and timely in making 
changes. The computer age has forced 
technology changes to move at a very high 
rate of speed. Capable and intelligent 
young employees seldom have much pa-
tience waiting for improvements their su-
pervisors promise. 

Younger employees often need to feel a 
sense of purpose from their jobs. Complet-
ing a task simply because their supervisor 
instructs them to do so may not be suffi-
cient for a stimulated and forward-thinking 
student. Try to communicate the intention 

and rationale of each job assignment to the 
best of your ability. 

Finally, be realistic in your expectations 
and objectives. We are sometimes quick to 
fall back upon the "when I was their age ..." 
philosophy in evaluating the productivity 
of younger employees. 

Appreciat ing older employees 
Many industry organizations rely heavily 
on older employees. That's because they 
may be critical to the operation's success, 
as well as an important influence on the 
dependability and motivation of other em-
ployees. 

Factors that wear on older employees 
relate to their physical and emotional well-
being. Influences such as heredity, living 
conditions, diet and financial responsibili-
ties can impact an older worker's health 
and productivity. Family-related stresses 
can include dependent children and grand-
children. As with any age group, the ability 
to cope with job-related and personal stress 
varies greatly from person to person. 

Because the number of older employees 
in our industry continues to grow each 
year, more landscape managers are realiz-
ing how productive they can be: 

• Job-related turnover is often much 
less with older employees compared to 
younger workers. 

• Older employees are frequently 
more safety conscious, maintain a more 
consistent attendance record, and, due to 
their many years of experience, are often 
more skilled at their jobs. 

• Older workers matched to the right 
job can be very productive. Tasks that re-
quire accuracy, judgment and dependabil-
ity over swiftness are frequently better 
suited to them. 

• These employees characteristically 
bring assets to the table that can be of great 
value to their immediate supervisors and 
the organization. Through experience, they 
have learned to see the "big picture" and 

EMPLOYEE PROFILE #2 

Young employee 
Richard Thomas Jr. 
Age: 19 
Height: 6 ' 0 " 
Weight: 195 lbs. 
Marital Status: Single 
Education: High school 
graduate 

• Richard took a year off 
to work after high school 
before attending college. 

• He is an only child and was raised 
in a single-parent home. Both his 
mother and his high school guidance 
counselor advised Richard to work for 
a year to give him time to mature. 

• Overall, Richard was a 
B+ to A- student in high 
school but was particularly 
gifted in the areas of Eng-
lish, speech and debate. He 
is entering Wake Forest Uni-
versity in the fall as a psy-
chology major. Richard will 
most likely go on to law 
school. 

• Richard has matured significantly 
as a result of job responsibilities and is 
currently employed as a summer crew 
leader wi th a landscape maintenance 
company in southeastern Connecticut. 



EMPLOYEE PROFILE #3 

Older employee 
Samantha Hunt 
Age: 59 
Height: 5'6" 
Weight: 145 lbs. 
Marital Status: 
Married with two 
grown children 
Education: Degree 
in Business Man-
agement from The 
Ohio State University 

• Samantha was employed for 
more than 35 years with a large farm 
equipment manufacturer based in the 
Midwest. She was a regional sales man-
ager with the company when she 
elected to retire early at age 57. 

• She worked the next two years as 
a pickup and heavy truck salesman at a 
dealership just outside of Cincinnati be-
fore assuming her current position as 
commercial sales-customer service rep-
resentative for a large midwestern 
nursery and landscape operation. 

• Her extroverted personality, high 
standards and dedication to detail 
have allowed her to quickly excel in 
her current position in the landscape 
business. 

quality employees is important at all job 
levels. Unfortunately, too many employers 
subscribe to an open or "swinging door" 
philosophy when it comes to staffing. 

It takes time and effort to develop qual-
ity employees at all levels and leam how to 

manage them, but it's worth the effort. Try 
it. You will reap well-deserved benefits! 

— The author directs the horticulture, land-
scaping and turf management program at 
The Williamson Free School, Media, PA. 

are able to look at jobs with a more long-
term, global perspective. This is especially 
important when the job requires contact 
with clients — older employees are fre-
quently more attuned to the nuances and 
delicacies of good "people skills." 

Make it legal 
Good ethical, moral and legal standards 
are important to the longevity and overall 
success of any business, and such standards 
are no less important within our industry. 

The selection, training and retention of 

ULTIMATE 
WHEELBARROW 

preading mulch and compost by hand 
is a costly, labor intensive process. It 

limits production and puts workers at risk for 
injuries. The Express Blower will turn an 
inefficient process into a profit center and 
blow your competition away! 

The Express Blower can be operated by one 
person, with remote control, in any weather, 
on any terrain. Spread mulch, compost, soil 
mixes, playground chips or any number of 
other organic materials for landscaping, lawn 
restoration, erosion control and much more. 

With our ALL NEW Injection System, the 
Express Blower can inject seed, fertilizer or 
other additives WHILE BLOWING! Install a 
lawn with soil mix and seed, or blend weed 
inhibitors with mulch. You can even topdress 
and overseed turf with only one application. 

Get a jump on your competition. Call today 
and find out how you can expand your possi-
bilities with an Express Blower! 

5 MEN AND A 
WHEELBARROW 
A typical 5-person crew 
can spread 8 cubic yards 
per hour. 

Visit our web site at 
w w w . e x p r e 8 B b l o w e r . c o m 
A division of Rexius Forest By-Products, Inc., Eugene, Oregon 

I MAN WITH THE 
EXPRESS BLOWER 
One person, can blow 
30 to 100 cubic yards 
per hour. 

http://www.expre8Bblower.com


Its Weatherproof. 

Messproof. 



INTRODUCING NEW A 

ROUNDUP PRODRYm HERBICIDE. A 
^ f l 

Its finally here! New Roundup ProDryT — 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. 

Mista keproof. 

Card 



COVER STORY: LABOR ISSUES PART 2 

The legal alternative 
Savvy contractors 
a re a l r eady m a k i n g 
this system w o r k 
fo r t h e m a n d 
there ' s r o o m 
fo r m o r e l e ga l 
immig r an t s . 
Don ' t miss this 
opportunity fo r 
qual i ty worke r s ! 

BY R O B E R T E. R E A V E S Ask most landscape man-
agers to make one wish 
and, in most cases, they 
would wish for a reliable, 
skilled workforce made 
up of local citizens. That 
wish probably won't 

come true, since most Americans shun hard 
labor positions in the landscape industry. Il-
legal workers from Mexico now make up a 
large portion of the seasonal landscape labor 
force in most areas of the country. 

Work site raids have become a low pri-
ority of the Immigration and Naturaliza-
tion Service (INS). It has now initiated a 
less intrusive process: making appoint-

ments with businesses and auditing em-
ployee work documents. The major en-
forcement focus is now at the border, 
where the U.S. Border Patrol is expected 
to swell to more than 20,000 members in 
the next few years. 

Unless we build a wall extending the 
length of the U.S-Mexico border or send in 
the military, many believe there's no way 
to control the influx of illegal immigrants 
into this country. As long as they see the 
United States as the promised land, the 
steady flow will continue. And this means 
plenty of workers for low-skilled jobs in 
the landscape industry. 

Devil in the detai ls 
The U.S. government is looking for ways to 
get a better control over the illegal alien sit-
uation. One idea that seems to be gaining 
ground with congressional leaders is a 
streamlined visa program allowing compa-
nies to hire foreign workers on a temporary 
basis. 

Joe Greene, director of the INS district 
office in Denver, is skeptical. "With a guest 
worker program, the devil is always in the 
details," he says. "How do you control peo-
ple to ensure that if they come in to work, 
they leave if it's temporary?" 

There's an existing visa program for sea-
sonal workers known as H2B, which allows 
up to 66,000 immigrant workers into this 
country per year. Controlled by the U.S. 
Department of Labor and the INS, it 

grants American companies permission to 
hire foreign workers on a temporary basis 
— up to 10 months at a time — as long as 
they can prove they were unable to find 
U.S. workers to fill the positions. 

H2B's biggest advantage is the higher 
probability of finding workers already skilled 
in landscape maintenance. And because the 
worker is legally in the United States, there 
won't be the usual problems with the INS. 
Many landscape contractors say the source 
of Mexican workers with green cards has 
dried up, another reason to use H2B. 

Advantages fo r the workers 
What's in it for the foreign worker? Under 
the H2B visa program, workers receive 
protection under the Fair Labor Standards 
Act, which stipulates that workers are to 
receive overtime, at least minimum wage 
and pay income taxes. 

Many criticize H2B, especially the pa-
perwork that comes with it. To facilitate 
the process, some landscape contractors 
hire an H2B agent — labor contractor — 
to take care of it. Labor contractors locate 
workers with landscape skills and see their 
clients through the entire process. 

Do-it-yourself opt ions 
Is it a requirement to use an H2B agent to 
secure H2B workers? No. 

Although it is more time consuming to 
handle the entire process on your own, it is 

continued on page 50 



When a low profile is important, 
odor can be a problem. Trimec® 
broadleaf herbicides now offer 
two low odor options - Trimec® 
Classic and Trimec® Turf Ester -
to give you the broadest spectrum 
of weed control available. And 
there's no offensive odor to cause 
concerns. Shouldn't the turf you 
manage be Trimec® turf? 

FOR ANY 
WEED PROBLEM, 

TRIMEC HAS 
THE SOLUTION. 

6 2 9 5 3119 3 ó 
acres treated 

1-800-821-7925 
www.trimec.com 

Always read and follow 
label directions. 

Only the weeds 
will know you've been there. 

© 2000, PBI/GORDON CORPORATION. TRIMEC* is a registered trademark of PBI/Gordon Corporation. 3/2000 

http://www.trimec.com


COVER STORY: H2B 

continued from page 48 

entirely feasible. You'll also save around 
several thousand dollars the agent would 
have charged as a fee. 

The first step is to work with your state's 
workforce commission and the U.S. De-

partment of Labor. Make sure you put a 
dollar value on the time it takes you to work 
through the certification process. Compare 
it against the cost of using an H2B agent. 

Even if you use an agent, you will still 
be required to write letters. Remember, 

the H2B agent can't provide you with 
shortcuts around the legal process. In other 
words, don't get a false sense of security 
that the INS and U.S. Department of 
Labor will "look the other way" because 
you are involved with the program or 
working with an agent. 

Use of the H2B program in the industry 
continues to grow. According to the U.S. 
Department of Labor, the program is so suc-
cessful that the number of workers certified 
has more than doubled in the last two years. 

'Two years ago, the Dallas regional office 
did not even certify workers in the H2B 
program for landscape and related jobs. We 
thought there were enough U.S. workers," 
says John Bardett, certifying officer with the 
U.S. Department of Labor's Dallas office. 

continued on page 52 

Top five reasons H2B workers quit 
1. Housing is too expensive. Most 4. No evening recreation. These men 

H2B workers can only afford $25 per are many miles from their families, 

week. The H2B housing should not be 5. "Us" versus "them" atmosphere 

a direct company rental or it would fall at work. They don't feel they are part 

under HUD standards. of things. 

2. Bad attitude from the foreman or Note: Check your local Labor Certifica-
supervisors. Use of foul language drives tion Office at the U.S. Department of 
workers away. Labor/Employment Training Administra-

3. No ride to and from work. tion for more information. 

Aerators, Bed Edgers, Sod Cutters, 
Lawn Overseeders And Parts Factory Direct. 

$2,125. 
$110lmo 

w/B8tS Engine 

$999. 
$58 Imo 

$ 1 7 2 5 . $1580. 
$91lmo $8 41 mo 

w/B&S Engine 

Sod Cutter Edge-R-Rite Lawn Overseeder 

> High performance equipment 12-year warranty backs our 

Aerator 

at prices you can afford 
I Easy set-up and service 
I With parts direct, delivered 

overnight you save time and $$$ 

$2.55 
each 

* Monthly payment may vary, call for quote. 

Aerator Tines 
Aerator tines that fit Ryan] Claussen] 
Bluebird] Lesco and TurfcoK 

(800)679-8201 or turfco.com 

quality promise 
I Monthly payment option 
I 90 day same as cash 
I Just 2-3 jobs a month can 

cover your * payment 

® Registered marks are owned by their respective companies. 
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Little things 
make big 

differences 

Ihe latest innovation from Aquascape Designs is expanding 
Black Waterfall Foam. Expandable foam has been used for 
years as water feature installers searched for a better, easier 

way to seal waterfalls than traditional mortar or silicone.The 
biggest drawback to using foam as a sealant was its ugly yellow 
color when it dried. With the debut of Aquascape Designs' Black 
Waterfall Foam, installers no longer need to struggle trying to 
hide foam joints. The new black color looks like a natural crack 
or shadow in the stone even when left completely exposed! 

SSr ' ' 3 m 

Blacl̂ WaTerfall Foam 

wonder " 

..oSryou ever 

managed building a 

waterfall without it. 

Available in dispensing foam gun or 
individual cans for your convenience! 
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continued from page 50 
"The Texas Workforce Commission proved 
to the U.S. Department of Labor that this 
was not the case." 

Give yourself lead t ime 
How long does H2B certification take? Ac-
cording to Bartlett, the average certification 
time frame is now 60 to 90 days. 

For some contractors, the jury is still out. 
Several irrigation and landscape contractors 
admitted they were beginning to use the 
program, but were unwilling to make a 
statement at this time. Two major green in-
dustry trade associations said they could not 
officially endorse the program and preferred 
not to make an official comment. 

Ed LaFlamme, branch manager of Tru-
Green LandCare in New Haven, CT, 
brought in 10 H2B workers in 1999. He 

had mixed results, noting that several 
workers asked to return to Mexico. "Before 

a contractor brings 
these workers all the 
way from Mexico, he 
should carefully screen 
them beforehand. You 
need to look for flexible 
people who are experi-
enced and want to work 
in the landscape indus-
try," he adds. Ed LaFlamme 

Increase your success rate 
"One of the most difficult factors with 
H2B is figuring out how you will assimilate 
foreign workers into your community and 
your company," says Scott Evans, owner of 
C. Scott, Inc., a labor placement firm lo-
cated in Bay City, TX. 

Evans says the first step is to become a 
bilingual company. "Teach your staff Span-
ish and hold English classes for the Span-
ish-speaking workers." 

The second step is to recruit from friends 
and family of existing employees. "When 
the employee knows a person in your com-
pany, they can blend into the company and 
community much faster," he says. 

"It's also important to prepare a wel-
come package for each H2B worker. Give 
them a company greeting letter and a com-
pany pad to write their families on their first 
day. Offer to mail the letters for them." 

Don't forget the welcome meal. "After 
a long trip from Mexico, a meal is always 
appreciated," says Evans. 
Robert E. Reaves is a turf grass specialist with 

Van Waters & Rogers Inc. in Austin, TX. 

Landscape 
M A N A G E M E N T ! Skills Development S p o n s o r e d B y 

T R A I N I N G C R E A T E S T H E F U T U R E 

The Landscape Management Skills development series sponsored 
by American Cyanamid made history as a dozen lawn care 
companies from across the country committed to training to at 
least one half hour each and every week for the next year. These 
industry innovators will compete for a package of prizes provided 
by A m e r i c a n C y a n a m i d for learn ing to learn toge ther . 

For more information on The Landscape 

Management Skills Development series sponsored 

by American Cyanamid check out the JP Horizons 

website at jphorizons.com or call 440-254-8211. 

The companies listed below are 
among those competing for 
American Cyanamid prize package: 

• Adams Gardening Service 
• Arborlawn, Inc. 
• Arbor-Nomics. Inc. 
• Crowley's Inc. 
• Grasshopper Lawns Inc. 
• Grasshopper Property 

Maintenance, Inc. 
• Grassroots Lawn & 

Irrigation 
• Lawn Classics 
• Lawn Doctor of Colorado 

Springs 
• Mountaineer Lawn Care Inc. 
• Turf Doctor, Inc. 
• WLM Workaholics 

Landscape Management 



On turfon ornamentals, on edible fruit trees, 

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. 

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

© 1999 Rohm and Haas. ALWAYS READ AND FOLLOW LABEL DIRECTIONS. Eagleisa registered trademark of Rohm and Haas Company. T-O-312 12/99 
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Develop your own * 

(mreer track 
These companies 
took care of 
their employees, 
only to watch them 
g r o w into competent 
m a n a g e r s and 
supervisors. 
Can you do the s ame 
with your people? 

BY G E O R G E W I T T E R S C H E I N 

| t's hard enough just finding 
good people to hire but what 
about developing those who 
have more responsibility? How 
do you determine the laborer 
who has what it takes to be a 
foreman or the foreman who 

could grow into a middle manager? 
How do you even hold onto people long 

enough to develop them? The good ones 
often leave to start their own businesses. 

We visited with three companies who 
have answers to these questions: 

Environmental Industries Inc. 
Environmental Industries Inc., of Cal-
abasas, CA, is the largest privately owned 
landscape contracting company in the 

United States. One of the areas in which 
they are known to excel is developing peo-
ple from within into supervisors and then 
into managers. LM asked Bill Arman, Ell's 
vice president for human resources, to ex-
plain that success: 

LM: Developing people from within into 
supervisors and middle managers is some-
thing the industry traditionally does not do 
well. How do you do it? 

Arman: The first step is to start with 
the end in mind. We try to visualize what 
types of businesses we are going to be in, 
what customers we are going to be relating 
with and what skill sets and technologies 
we will need. 

Then we make our future thinking clear 
to the organization. We teach our people 
what the skill sets are that we will need for 
the future. We also have a process in place 
to analyze what they've learned so that the 
learning is stronger than just taking a one-
day class and a two-day seminar. 

LM; What kinds of things do you 
teach people as you develop them from 
within in this process? 

Arman: We look at three main f 
areas. The first area is the customer: 
how to look at the work from the 
customers' perspectives. 

Second, how to deliver customers' 
concerns effectively and efficiently. 

We look at production: How do we ob-
tain it? We want to be well organized and 
to execute fundamentals (what we call 

Best Practices.) 
Third, there is the culture. We try to 

create the culture in our organization that 
has people transferring this knowledge to 
others as they work. We create that culture 
by financial means, by recognition of peo-
ple, by offering varied experiences and cool 
assignments. 

LM: Do you have success developing peo-
ple from within? 

Arman: That's primarily what we do — 
develop from within. You measure success 
by retaining qualified people who are doing 
their jobs. You can't look at your overall re-
tention because keeping people who are not 
doing their job is not a good thing either. 
You have to reward the good performers, 
give the others a chance to improve, and 
take those who don't improve and give 
them a chance to succeed elsewhere. 

LM: And do you also learn from other 
industries? 

Arman: Yes. We have 
"tours" where we visit other 
operations that are not related 
to our business; for example, 
UPS, Federal Express, Home 
Depot and large organizations 
that are successful with lots of 
people development. And we 
observe, watch, ask lots of 

questions, meet with their 
human resources people and learn every-
thing we can. 

continued on page 56 
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For a winning finish 
begin with Pentathlon at the 

first sign of disease conditions. 
• Proven active controls most spots, blights and rots - over 50 in all • Safe and effective on a wide range of 
crops - nearly 70 varieties of ornamentals and turf • Available in two easy-to-use flowables - liquid and a 
superior dry flowable formulation • Highly compatible with tank mix partners • Leaves no chance for fungal 
resistance • For more information call: 1-800-237-1854 

Always read and follow label directions. ©1999 Griffin L.L.C. 
Pentathlon is a registered trademark of Griffin Corporation. 6020-01-12/99 

Griffin 
Griffin L.L.C. 
Valdosta, Georgia 31603 
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TruGreen-LandCare 

Rex Gore is the south Texas regional man-
ager for TruGreen-LandCare. Until last 
year, he was president of Clean Cut Inc., 

an Austin-based landscaping company that 
is now part of TGLC. Clean Cut grew at 
an average rate of 30% a year over a 13-
year period, meaning their hiring and re-
tention needs were staggering. 

LM: So you had to retain the good people 

you had, hire new people and develop and 
promote people from within — in a way that 
sustained 30% growth year after year. 

Gore: That growth rate means we re-
tained most of the good people we had, 
and hired a bunch more. 

LM: And you clearly succeeded. 
Gore: I believe so. When we sold to 

TruGreen, we had become a $22-
million/year business with 400 people. By 
the way, the business is still growing under 
TruGreen, and we're doing things much 
the same way, with some modifications to 
suit our corporate style. 

LM; Do you hire supervisors and man-
agers from outside or develop from within ? 

Gore: As far as managers, we have 
some people who came up through the 
ranks from crew positions. But more typi-
cally, mid- to upper-management comes 
from recruiting at colleges, especially more 
recently. In almost all cases, supervisors 
and foremen were hired as laborers within 
our companies. By displaying capabilities, 
and with some reasonably decent training, 
these are people who have developed into 
competent supervisory personnel. 

LM: You must have had success retain-
ing them long enough to develop them into su-
pervisors? 

Gore: Yes. As I'm looking through the 
list of foremen (reads names aloud), about 
half of these are people who started as la-
borers six to eight or 10 to 12 years ago. 

LM: Why do you think they stayed with 
you long enough to develop into foremen? 

Gore: It's not brain surgery. It's trying 
to hire pretty good people, then screening 
them rigorously. That means when you 
find people who don't show good attitudes 
or capabilities, you need to make that cut 
reasonably quickly at the laborer level. 
From there, there's always some people in 
any group that have leadership capabilities, 

continued on page 61 

5 ways to develop people 
Landscape Management talked to Dave St. John, GreenSearch, an Atlanta-based 
consulting firm that does both management personnel searches and HR consult-
ing. He shared some of his observations about developing productive supervisors 
and managers. 
What do the successful companies do differently from the rest of the green indus-
try? Several things, St. John says: 

Owner visibility and concern. "The successful ones, where we've seen long-
tenured people, are owners who personally stay involved. 
They're instrumental in hiring the people, they watch their 
progress and they look for the things in their behavior that 
indicate they can shoulder a heavier load." 

People instinct. "The successful owners we've seen also 
have an instinct about people. They know when someone is 
ready to move on to accept greater challenges. They can differ-

_ entiate between technical challenges and the broader, more 
| ) conceptual things which give a sense of supervisory ability." 

Leadership observers. "They watch for informal leaders 
who other people naturally start to follow." 

Clear communication. "Good owners have the ability to state what they want 
from people and not how the people are to do it. That gives the emerging super-
visor a platform from which to be creative and show what he or she can do. 

"There isn't a particular route for supervisory development, especially for compa-
nies that don't have well developed recruiting processes. The basic element is very 
good people judgment on the part of the owners and senior decision makers." 

New responsibilities. "As for growing people into middle management, it's 
like the NBA draft. The further up you go on the totem pole, the fewer people 
from which to choose. To bridge someone from supervisor to manager, start giv-
ing the candidates more diverse things to do — things that are new and different. 
You might have them run two different segments of the business, lead three dif-
ferent kinds of crews or deal with new customers." 

"Diversity of task really tests their scope. The difference is that a manager now 
has to manage results, not activities. Management's a different game. A supervisor 
is a team player; a manager is the team coach. There's a big difference!" 

Dave St. John 

— George Witterschein 
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* Fuel Savings Cost Comparison RedMax® 
Strato-ChargecPM versus standard 2-cycle trimmers 

RedMax® Standard 
Strato-Charged™ 2-cycle 

Trimmer Trimmer 

Fluid ounce of fuel used per hour 
Hours used per day 
Days used per week 
Weeks used per year 
Total hours used per year 
Fluid ounce of fuel used per year 
Gallons used per year (128 fl oz. = 1 gallon) 
Gas cost per gallon 
Oil cost per gallon of mix 
Total gas & oil cost per gallon of mix 

$294.80 $451.00 

Estimated Fuel Savings Per Year 

s l w « * ' , 

16.5 25.2 
8 8 
5 5 

26 26 
1,040 1,040 
17,160 26,208 

134 205 
$1-35 $1.35 
$.85 $.85 

$2.20 $2.20 

Total fuel cost per year 

$156.20 



How Much Can RedMax® 
Strato-Charged™ 
Products Save 
You in Fuel 
Costs? 

List the Number of 
Trimmers in Your 
Equipment Fleet .. 

Multiply X Savings 

Your Fuel $ Savings 

RedMax R Strato-Charged*" BCZ2500S 
Specifications 

Engine Displacement: 25.4cc 
Ignition System: Solid State 
Fuel Tank Capacity: 1.37 pint 
Drive Shaft: Solid Steel 
Dry Weight: 11.7 lbs 
Cutting Head: 4" Pro Head 

8" & 9" Brushcutter Blades Available 

RedMax® 
Strato-Charged™ 
BCZ2500S < 

• ItH*« 
^stoftsu ^fcd^vjr^-b^ 

i.//, ̂ .¿ .v f f i f f i f f i t l 



¿sJAXGIU ™ 
Development History 

• On July 5, 1995, the U.S. Environmental Protection Agency (EPA), approved California's 
Air Recourses Board's (ARB) authorization request, which made the small off-road 
engine (including handheld equipment such as string trimmers & chain saws) 
regulations, the first enforceable California off-road emission control regulations. Many 
manufacturers believed these strict standards would in effect outlaw two-cycle powered 
products. These manufacturers argued that the proposed standards were economically 
unattainable, and the cost to comply would be unacceptable to consumers. 

• Komatsu Zenoah, the parent company of RedMax®, with a corporate mission statement 
that says "Ensuring a Green Earth with state-of-the-art Technology, we are Steadily 
Making Efforts to Create a CLEAN & GREEN 21st Century", challenged their engine design 
engineers to not only meet the proposed C.A.R.B. tier II standards but to exceed them. 

• In May 1998, two new-technology engines from RedMax® / Komatsu Zenoah were the 
first engines that were C.A.R.B. Tier II certified without using a catalytic muffler. 

• In July 1999, Komatsu Zenoah America introduced seven new RedMax® products 
powered by the C.A.R.B. Tier II certified, revolutionary, Strato-Charged™ two-cycle 
engines. 

• This new technology, state-of-the-art, RedMax® / Komatsu Zenoah engine reduces 
emissions by more than 70%, reduces noise levels by 5 decibels and increases fuel 
efficiency by 34.5%. The 34.5% increased fuel efficiency means the commercial land 
care operator can save over $156.00 per year by using any of these new RedMax® 
Strato-Charged™ low-emission products. 

• RedMax® Strato-Charged™ powered products include Trimmers, Edgers, Long Reach 
Hedge Trimmers, Short Reach Hedge Trimmers, Pole Saws, Reciprocator™ Scissors 
Cutting Edgers/Trimmers and a complete line of expandable split-boom products, 
the RedMax® Extreme™. 

RedMax® Strato-Charged™ Products Are Only Sold At Authorized Sales & Servicing Dealers 

RedMax® / Komatsu Zenoah America Incorporated 
4344 Shackleford Road • Norcross, GA 30093 • 800-291-8251 • sales@redmax.com 

Circle No. 128 on Reader Inquiry Card 
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continued from page 56 
and it's a matter of finding them and recog-
nizing them. 

Keeping people is a function of several 
things: You've got to pay competitively, 
give them opportunities, treat them fairly, 
demonstrate concern for their welfare and 
appreciate they are human beings with 
needs. 

LM: How do you show concern for their 
human welfare? 

Gore: Anyone who has had success de-
veloping good people has been in situations 
where they're helping them out in a t ime 
of need. When they're struggling with an 
illness, you have to be tolerant. You should 
strive for perfection in this, I suppose, bu t 
even if you're only pretty good at it, you'll 
get good results. 

LM: Because so many other companies 
are so bad it? 

Gore (laughs): That 's probably the 
case. There are a lot of things in life that 
aren't extremely urgent today but must get 
done or they will make life difficult in the 
future. Getting a job sold, getting a job 
done or collecting the money from that job 
— all those are urgent. Hiring someone 
who might be a good laborer and ulti-
mately a good supervisor is important, but 
it's not urgent. You have to remind your-
self that it's important. At some point, it 
becomes urgent if you don' t make it im-
portant. 

LM: Still, it has to be hard to keep up 
with that yearly growth rate. 

Gore: It takes a lot of work, but it also 
makes it possible to keep good people and 
develop them from within. That's because 
growth provides opportunities for people 
with leadership capabilities and motivation. 

Robertson Lawn Care 
Robertson Lawn Care, Springfield, IL, does 
mostly lawn care for an upscale clientele 

One company's experience 
Keesen Enterprises Inc. in Englewood, CO, is a landscape contracting business with 
140 employees and $4 million in revenue. Landscape maintenance is its main busi-
ness, along with irrigation, landscape construction, spraying, fertilization and snow 
removal. President Duane Keesen, a third-generation Colorado landscapes speaks 
about the H2B program from experience. 

"We were having an exceptionally difficult time hiring 
over the last couple of years," Keesen says. "Several years ago, 
we initiated an H2B program here and got off to a slow start. 
Eventually we went to Scott Evans, and we brought in 60 peo-
ple last summer and 18 people in the winter. 

"It was a wise thing for us to enter the program. What it 
cost us we probably tripled in profit. One of the reasons is 
that we bring in the people as a group and there is only one 
training period, which our bilingual supervisors do in-house. 
We find that jobs are getting done much faster than before. 

Duane Keesen J 3 3 
In the past, if somebody could walk, we would hire him. 

It doesn't work in other industries 
"I've gotten calls from other industries — drywall, roofers, concrete, construction — 
wanting to know how to get into this program. They would love to, but can't. We 
in the landscape industry are spoiled. We can get into it, but so many don't because 
of lack of understanding, or fear, or inability to provide the cash up front. 

"To those who say they can't afford H2B, I say this program is the way to go be-
cause it's the right thing to do. The Bible tells us that if you build your house upon a 
rock it's going to stand, but if you build it on sand it's going to wash away. If you 
build your business on illegal people, you're building it on sand. You cannot promote 
within and before you turn around, you'll have huge fines. 

"The only other possibility is to pay wages that compete with the roofing, sheet 
rock and general contracting markets. I'd love to do it, but it isn't there. If the con-
struction industry cannot get good workers, we certainly can't at a lesser rate." 

Each of his new employees has a sponsor, a company employee who makes the 
newcomer feel welcome. "Last year, when everybody first came up, it snowed. They 
had someone who could tell them what kind of boots to get. This works very well. 
We've only had to send two people back to Mexico. One had health problems and 
the other went to work for someone else, which is illegal." 

Keesen and a lawyer have begun a campaign to persuade Congress to change 
the law to allow H2B workers to apply for a green card after a few years working 
here. The employer would then get back the prized H2B slot (remember, there are 
only 66,000 of them a year) once the green card is in place. 

"My guess is that half or more of them would stay with us once they had green 
cards. But if they didn't stay with us, at least they would become available to the 
landscaping industry in general." (Keesen Enterprises, Inc., Englewood, Colorado; 
303-761-0444.) 



COVER STORY: CAREER TRACK 

but is a small company and a growth com-
pany at the same time. Jack Robertson is 
president. 

LM: What's your operation's size? 
Robertson: At peak we have eight em-

ployees. Since starting our business in 
1977, we've grown our customer base 
every single year. 

LM: You've been able to achieve that 

U.S. unemployed 
Seasonally adjusted, in thousands 
Nov. 1998 through Nov. 1999 
Average: 5,915 

growth record with the 
same size workforce. 
How? 

Robertson: By being 
efficient. Our people's 
knowledge and experi-
ence is a huge part. 

LM: Much of that 
knowledge and experience 

belongs to your two senior service managers, 
Brian Cox (in his 20th year with the com-
pany) and Mike Harris (in his 19th). How 
did you manage to hold onto two good people 
for 20 years? 

Robertson ( l a u g h s ) : I f I knew the an-
swer I'd bottle it! 

LM: Perhaps it's not such a mystery. 

Your formula for success boils down to some-
thing like this: Hire people whose values re-
semble yours and give them what they need 
to feel comfortable and satisfied with their 
jobs. 

Robertson: We share bonuses yearly 
and throughout the year with our people, 
but the benefits package is minimal. We've 
been lucky in that Mike and Brian both 
have wives with good medical coverage. 

LM: What does your company do right? 
Robertson: No matter what business 

you're in, if you work that closely with 
people for that period of time, you become 
like family. And we're certainly like family 
here. For example, we like to do outdoor 

continued on page 64 

Jack Robertson 

Get ready. 
It all starts April 2000. 
Everywhere. 

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

Circle 126 



If you've been shamefully lax about 
servicing your equipment, 

there are two ways to save face. 

Your equipment and the condition you 

keep it in say a lot about you. That 

could be good. Or not so good, if you've been a 

little behind with scheduled maintenance. Or, if 

you've been using second-rate parts. Now there's a 

better way to save face. The John Deere 

RPM Parts Kit has everything jfc^gr 

you need for 500 hours of i t l l 1 M ® * ! Egg*^ 

scheduled maintenance. Oil, -

filters, belts, blades, fluids 

N O T H I N G R U N S L IKE A DEERE* 
Circle No. 129 on Reader Inquiry Card 



continued from page 62 
activities such as hunting together. There 
are other things that are just as important 
to us all. For example, we have kids that 
are not yet grown. It is important for 

everybody to give the kids attention, and 
that means time. We're extremely flexible 
about things like letting people off to go to 
the track meet or the music recital. 

I also want them to feel free to tell me 

that they're going to take the time. That 
has worked well for us. 

LM: So it's a matter of shared values. 
Robertson: People and family come 

continued on page 66 

Why the labor 
crunch? 
• "Unskilled native-born people, if 
they're going to work for $7 or $8 an 
hour, are going to do it indoors in a 

McDonald's 
where it's air con-
ditioned in the 
summer and 
heated in the 
winter." — Bob 
Wingfield, Ami-
gos Labor Solu-
tions, Dallas 
• "1976 was the 
lowest birth year 

in the United States in the last 50 years. 
So the demographic pool of 24-year-
olds — a typical landscape worker's 
age — is very small to start with." — 
Scott Evans, C. Scott Inc., Bay City, TX 

• "Do Latin American laborers harm 
America? No! These H2B people don't 
take jobs from people — they fil l an 
incredible need. And the belief that 
Mexicans coming here to work in our 
industry are abusing the system could-
n't be further f rom the truth. These 
people make a real contribution to our 
society. Americans often don't realize 
what would happen if (they) weren't 
here. Except for maybe South Dakota, 
the whole country would shut down! 
Under H2B, only 66,000 people are al-
lowed in a year. That's less than one 
for every community in the U.S." 

— Bob Wingfield 

WEED BARRIER ON GUARD 

Well managed, weed free landscaped areas are a soothing presence. 

U n t i l t hey ' r e i nvaded by u n s i g h t l y weeds and enc roach ing 
grasses. Then they look more like work to the landscape manager. 

Barrier® Landscaping Herbicide creates a weed barrier that guards 
woody ornamental landscaped beds, stone-scapes and organic or stone 
mulched walkways and beds. Not just from germinating weed seed, but 
from grass encroachment as well - all season. 

And because Barrier offers both pre and post-emergent control, there 
is no need to remove previously germinated weed seedlings. 

Let Barrier guard your landscape. So you can enjoy it. 
• Pre and post-emergent activity 
• Season long control 
• Stays where you put it 
• Low toxicity - caution label 

Hp b i / G o w d o n 
c o n p o n a t i o n 

An Employee-Owned Company 

1-800-821-7925 
Circle 124 www.pbigordon.com 

© 2000, PBI/G0RD0N CORPORATION BARRIER* and DYCLOMEC* are registered trademarks of PBI/Gordon Corporation. 2/2000 

Scott Evans 

http://www.pbigordon.com


The Bobcat 773 G-Series is the 
most comfortable, operator-friendly 

- loader evoLbuilt! 
Dramatic new vertical-path 
lift-arm design means improved 
jobsite performance. 

Innovative G-Series cab design 
provides roomy comfort for 
operators of all sizes. 

New high-output halogen 
headlamps provide excellent 
jobsite illumination. 

Easy-to-reach controls and 
easy-to-view instrumentation. 
Other optional amenities include 
an electrical power port and 
a dome light. 

Large front opening for easy 
entry and exit. 

Rear pivot seat bar accomi 
larger operators with ease, ai 
doubles as a convenient armr< 

New high-flow (27 gpm) m 
auxiliary hydraulics option £ 
now available for operating \ 
high-flow attachments. 

Dual-mode auxiliary hydraulics 
switch in cab allows operator to 
choose between instant on-off 
or variable flow for improved 
attachment performance. 

Other options include a super-
efficient cab heater, easily 
removable side and top windows 
(for cleaning), easy-to-operate 
Advanced Hand Controls and 
full suspension seat. 

Introducing the new standard of design, 

productivity and comfort! The Bobcat 

773 G-Series loader delivers a wide range 

of innovative operator-friendly features 

and exciting new value-added options, 

it all adds up to The Bobcat Advantage... 
total value that can't be matched. 

Low-profile lift arms give super 
visibility to the sides, front and 
rear corners of the loader when 
loading, dumping and turning in 
tight quarters. 

The NEW 773 G-Series 

Steer Loader 

1,750-pound rated operating 
capacity and 118 in. lift height, 
plus vertical lift path and 29.6 in. 
reach make the 773 G-Series 
loader ideal for truck loading. 

State-of-the-art instrument panels provide dozens of operational 
features, diagnostics and monitoring. Optional Deluxe 
Instrumentation package (shown above, right) includes automatic 
shutdown system, keyless start security system, lockouts, clock and 
job clock, multi-language display, even a "help" menu. 

For a FREE "Bobcat Advantage" video and 40-page Buyer's Guide, 
call our 24-hour fax-back line: 1-800-662-1907 (ext. 702). 

B O B C A T P.O. Box 6019 • Fargo, ND 58108-6019 

INGERSOLL-RAND www.bobcat.com 

http://www.bobcat.com


continued from page 64 

first. It's easier to say that sometimes than 

to actually do it, especially when you're 

chief bott le washer for the business. But 

it's wor th it. 

I think Mike and Brian enjoy coming to 

work because they feel w e have the same 

values. They also enjoy their work because 

w e do everything only one way, and tha t is 

the very best way tha t w e can. 

W e do things a lot differently around 

here. I've been to a lot of lawn care offices, 

and while some are very nice, some aren't . 

But w e designed a new one six years ago so 

Working with a labor consultant 
One response to the scarcity of labor is 
to look elsewhere, yet who has the 
stamina or resources to take on gov-
ernment regulations involved in im-
porting workers f rom Latin America? 

Specialists have sprung up to assist 
you and here's a sample of what some 
of them told Landscape Management: 

Bob Wing f ie ld is president of 
Amigos Labor Solutions, Inc. in Dallas, 
which last year brought in 1,100 non-
green-carded workers from Mexico for 
over 100 landscapes in 28 states. 

"We've found out that the quality 
of the people you get under H2B ex-
ceeds anything you can get here in the 
United States anymore. The current 
source of green card workers f rom 
Mexico is dried up and those who do 
have green cards may be too old to go 
out and do green industry jobs, and 
they've become Americanized. The 
H2B program allows younger people 
to come in, wi th more of a work ethic. 

* "We offer our clients a simple 
turnkey deal, starting at $650 per 
worker and varying wi th the quantity. 
The client must also pay for a legally 
required newspaper notice. In ex-
change for that, we do everything, 
wi th no surprises and no hidden fees. 

* "Another thing we offer is conti-
nuity. We f ind out the H2B workers 
who our clients liked from previous ex-
periences, and we try to hire them 

back again the next year. Out of the 
1,100 workers we brought in last year, 
over 95% stayed." (Amigos Labor So-
lutions Inc., Dallas, TX; 214-634-0500; 
www.amigos-inc.com) 

A n g e l o M i ñ o is personnel director 
of Signature Landscape in Olathe, KS, 
and also has his own consulting com-
pany, Summit in nearby Lenexa. Sum-
mit's mission is aimed at human re-
source directors. 

"I teach them how to solve the 
problems of the different immigration 
regulations and laws," Miño says. 
"And I do a lot of consulting about 
how to work wi th Hispanics and use 

the multicul-atural back-
ground of their 
labor force as a 
big plus. 

* "Many in-
dustry people 
believe that 
there is only the 
H2B program, 
but in fact there 

are about 18 permanent programs. 
Usually every year, there is a tempo-
rary program, often as a disaster relief 
effort, of which most people know 
nothing. We had a program for work-
ers f rom Honduras after their hurri-
cane. Right now, the INS is preparing a 
temporary program for workers f rom 

Angelo Miño 

tha t it would be fun to walk in the door 

every day. A n d w h e n you visit our office, 

you feel that . 

In a sense, we 've designed the whole 

company tha t way! 

— The author is a contributing editor for 

Landscape Management 

Colombia and Peru. 
* "We also offer an emergency line 

for clients who have sudden problems 
— like a surprise visit f rom the INS. 
And I have a subscription service 
where companies receive regular news 
— for example, those temporary pro-
grams." (Summit, Lenexa, KS; 913-438-

Scott Evans was a landscape con-
tractor in Bay City, TX. Today, he's pres-
ident of C. Scott Inc., an H2B resource 
firm. 

"I got tired of my guys coming from 
Mexico all cut up from barbed wire. 
Every document they showed us looked 
perfect. But I began to ask myself: Why 
are these guys cut up if everything is 
perfect? I looked for an alternative, and 
I stumbled on the H2B program. I've 
been doing it for three years for other 
people. In 1999, we brought in around 
1,800 to 1,900 people for 42 clients, 
most of them in the Green Industry." 

* Evans' staff of four bilingual peo-
ple charges a set consulting fee per 
client, regardless of the number of 
workers the client wants to bring in. 
"The paperwork is substantial, but it's 
much the same for one person or for 
5,000," he says. The initial retainer is 
$3,500, fol lowed by another $2,100 at 
completion. After that, the charge is 
$1,200/year for the required recertifi-
cation. (C. Scott Inc., Bay City, TX; 409-
245-7577; www.?il<;-h2b,CQm) 

http://www.amigos-inc.com


TO WANT THE BEST OF BOTH WORLDS. 
Preventive or curative? Why not both? 

MACH is the only turf insecticide that gives you 

the power to prevent or cure grub infestation. Apply in 

mid-May to prevent grubs all season long. Or apply 

immediately after egg hatch and grubs up to the 

second instar stop feeding within hours after 

ingestion, and die shortly after. 

Plus, the innovative new chemistry behind 

MACH 2 Turf Insecticide requires no immediate 

irrigation, is virtually odorless and offers a 

favorable environmental profile. 

So, when it comes to MACH 2®, the best of both 

worlds is clearly an understatement. 

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

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

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

ÈICH2 
TURF INSECTICIDE 

IT'S ALL YOU NEED 
TO PREVENT OR CURE. 

http://www.mach2.com


IRRIGATION CENTER 

Green Space 
Steve Schepers 
Owner , Lakeshore 
I r r igat ion Inc., 

Ho l l and , MI 

BY J A S O N S T A H L 

You're called Captain Insano? 
Yeah, the guys I work with call me 

that, and I think they got it from 
some movie they saw. The 

reason they call me that is 
because they ran into me 

one night at 9 p.m. and I 
was still working. 
They told me to go 
home and I said, 
"Hey, this is part of 

the business." I've in-
stalled things at midnight 

under the glow of car head-
lights. 

What was your most difficult job? 
The clubhouse at Arcadia Bluffs, a 
golf course in northern Michigan. We 
were on a tight schedule, and I was 
originally told that they needed us to 
install 60 sprinkler heads. The owner 
made some changes, and shortly after I 
found out that they needed 230 sprin-
kler heads...in two days. That was 
where having a brother in the same 

business helped out. I used some of his 
employees and we got the job done. 

Talk about your brother. What's it like competing 
against him? 
Gary owns Schepers' Lawn Sprinkling in Grand 
Rapids. I worked at his company through high 
school, college and five years beyond that before 
starting my own business. There's enough work in 
his area and my area that we rarely rub shoulders. 
Ironically, it's helpful that we own our own busi-
nesses because we can help each other out — for in-
stance, if we need to borrow a machine or find a 
worker. We're brothers and we're in business and 
it's a touchy area, but there is more to life than mak-
ing a buck. We keep it on the up and up. 

What's the conversation like at the Thanksgitntig 
dinner table? 
We talk very little about business at Thanksgiving. 
When we used to work together, we never talked 
about sprinkling. Now that we're 20 miles away 
from each other and don't see each other that often, 
we talk about the business for five minutes or so 
when we get together. 

How has your labor situation been? 
It's probably not been the worst case. I've only lost 
one employee in the last five years. It comes down to 
being a good boss, being fair and honest. I've done 
every job from the ground up — I dug holes as a kid, 
hooked heads and managed crews. I know what 
everybody's feelings are at every stage of the job. You 
have to stay close to your guys because nobody wants 
a boss who sits in the office all day. If your employees 
don't think you're slacking, then they won't slack. 
No employee is going to work harder than the boss, 
because the boss sets the benchmark. 

Occasionally, an employee will want to leave to 
start his own business, and that's going to happen. 

continued on page 70 
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continued from page 68 

But I emphasize that things stay professional and we 
stick to ground rules. When that happens, there can 
actually be a benefit. We can even refer customers 
to each other. 

You seem pretty laid-back about your business. 
Don't get me wrong, I'm as competitive as anyone. I 
just think that there's more to life than making a 
buck. We all have lives going on, we all have strug-
gles. Just because a person is a competitor does not 
mean we can't get along. I try to keep a good per-
spective. 

Company at a glance 
Years in business: 5 
Annual revenue: Not available 
Projected growth for 2000:30% 
Number of employees: 2 full-time, 4 sea-
sonal 
Commercial accounts: 30% 
Residential accounts: 70% 
Other services offered: Christmas light 
installation 
Business in installation/design: 80% 
Business in maintenance: 20% 
Market area: Western Michigan 

What are some of the dif-
ferences between installing 
irrigation in the North and 
the South? 
One thing is that we use 
polyethylene pipes instead 
of PVC like the contractors 
in, say, Florida. That's be-
cause we have freezing con-
ditions in Michigan, and 
PVC would crack. The rea-
son that they use PVC in 
Florida is that there is an 
element in the soil that eats 
away polyethylene. 
Another difference is that 
we are a seasonal industry 

and don't have the luxury of having significant in-
come four to five months a year. 

How has your family taken to all your hard work? 
Starting out is difficult, but I've done a lot better in 
the last few years. I've been fortunate enough to have 
good employees so that I can let the business run it-
self a little more instead of me coddling it. To be able 
to stand back and say enough and go home to my 
wife, Kelly, and sons, Nathan and Luke, is nice. 

It looks like you've invested quite a bit in your 
Web site. 

I started it two years ago, and I'm currently in the 
process of redoing some of it with new ideas I have. 
I don't get a huge amount of business from it but I 
don't really try to. People check it out for general in-
formation. As a business, you have to have the 
whole package, and that's why I have a Web site. 

Does the "whole package" include a new office? 
Yeah, I ran my business out of my home until this 
year, when we moved into a 2,400-sq.-ft. office con-
dominium. It's enough space to work, I guess. An 
office is never big enough. 

What has been the key to your success? 
It's not really as hard as I thought to be successful in 
business. You have to say what you can do and do it. 
And you can't be afraid to tell somebody you can't 
do something. People want to be everything to 
everybody, but you have to stick to your guns. 
Know your mission statement and your niche. I 
don't go out and put sprinkling systems in golf 
courses because that's just not my thing. I'm not 
geared for that. 

Sometimes I sell $10,000 sprinkling systems to 
customers, but it's not so much selling to high-end 
customers as it is doing a quality job. It's easier on 
the short side of things to cut comers, but it's a 
quicker way to end your business and establishing a 
reputation you can't get rid of. 

What will your industry be like in the year 3000? 
We'll be installing sprinkler systems on Mars. 

Will you ever sell and get out of the business? 
Some day, because that's the type of person I am. 
I'm the type who wants to do something and get it 
working as well as it can and, as soon as that hap-
pens, change over to something new. Irrigation is in 
my blood, but I think I could let it go even though it 
would be hard to get used to. I'll never fully retire 
because I'd like to try others things like construction 
management. 



WE GUARANTEE TALSTAR' 
INSECTICIDES WORK. 

{OF C O U R S E , 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 ' 

guarantee long-last ing p e r f o r m a n c e 

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 thro id 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 ic ides 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. Tha FMC* logo and Talstar* are registered trademarks of FMC Corporation. 
•See Program Guidelines for details 

sensitive turf and ornamentals wi thout damage or 

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

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/Miticide, 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 . 



ACHIEVE 
REVOLUTIONARY 
GROWTH. 

J An online marketplace 
by and for the Green Industry 

In 1998, Green Industry leaders and 

GrowZone joined forces to create an online 

marketplace that would help you grow your 

business and enhance your profits. These 

efforts resulted in two exciting new e-business 

solutions: GreenBuyer.com, a wholesale buying 

service, and YourNursery.com, your own online retail garden center. 

Exercise your right to earn a full profit 
margin with GreenBuyer.com 
Now, growers of plants and producers of garden accessories and 

supplies can dramatically expand their marketing power. Growth and profit potential are no longer limited by geography or current contacts. At the same time, retail buyers and landscape contractors can use GreenBuyer.com to comparison shop for the best prices, and expand their inventories to attract more sales. 



Enjoy the freedom of your own 
website with YourNursery.com 

With so many garden sites ~ ^ 

selling direct to consumers, 

you need an Internet presence 

to compete. YourNursery.com 

gives you a customized website 

without the time and expense 

of building it yourself. If you 

already have a website, YourNursery.com can 

enhance and expand its potential by providing 

consumers with online shopping and access to your 

entire inventory. 

Declare your independence. 
Get started today. 

Make a smart investment in your own 

future. Working together, we can shape 

the future of the Green Industry from the 

ground up. 

Call 877-476-9966 or e-mail us 

at sales@growzone.com today! 

A 
© 2000 GrowZone 

mailto:sales@growzone.com


, p r e s e n t s award-winning landscape management 

Property at a glance 
Location: Abbott Laboratories, 
Chicago, 1L 

Staff: North Chicago Grounds Mainte-
nance 

Abbott 
Laboratories 

Category: Industrial or office park 

Total budget: $805,000 

Year site built: 1925 

Acres of turf: 42.7 

Acres of woody ornamentals: 11.2 

Acres of display beds: 1.5 

Total paved area: 73.6 acres 

Total man-hours/week: 515 

Maintenance challenges 
• Congestion — air quality 

• Company growth/expansion 

• Regulatory compliance 

Project checklist 
(Completed in last two years): 

• Building R14 

• Parking lot S 

• Gate 2 entrance 

The 1999 G r a n d A w a r d W i n n e r off the 
P ro f e s s i ona l G rounds M a n a g e m e n t 
Society fo r Industr ia l or Off ice Pa rk 

Who ever said that science wasn't beau-
tiful? Loc ated on a 220-acre tract of land 
bordering the shores of Lake Michigan in 
North Chicago, the grounds at "Abbott 
on the Lake" are expected to be nothing 
short of perfect. That's not a surprise 
considering that Abbott Laboratories is a 
Fortune 500 health care and pharmaceu-
tical company. 

During peak growing season, North 
Chicago Grounds Maintenance mow 
and irrigate turf areas at least once a 
week, routinely maintain flower beds 
and hedges and collect litter. 

Snow removal has been a top priority 
at Abbott ever since a 1979 New Year's 
Eve storm left the manufacturing plant 
buried for two weeks. From Nov. 1 to 
April 1, the entire grounds crew is on 
24-hour call in case of any sudden snow-
storms. Snow has to be cleared from 70 
acres of pavement and hauled away to a 
remote snow dump site on the perime-
ter of the property. 

Can you imagine being told that you 
cannot use mowing equipment, fertiliz-
ers and pesticides one day because the 
ozone levels exceed the national stan-
dard? iTiat's another challenge the con-
tractor has to overcome, as well as strict 
plant cleanliness requirements from the 
government and the Illinois Environ-
mental Protection Agency. 

On the job 
• 10 full-time staff, 6 seasonal employ-
ees, 6 licensed pesticide operators 



Editors' note: Landscape Management is 
the exclusive sponsor of the Green Star 
Professional Grounds Management 

Awards for 
outstanding 
manage-

ment of residential, commercial and insti-
tutional landscapes. The 2000 winners 
will be named at the 
annual meeting of the 
Professional 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 

• Edging a sidewalk 
is easier using a trim-
mer with edger at-
tachment. 

• Effective use of 
both color and tex-
ture make this flower 
bed a real focal point. 

http://www.pgms.org


LAWN CARE 

Weed con t ro l : 

turf vs. ornamental beds 
Some p roducts suited fo r turf c a n 
d a m a g e o r n a m e n t a l b e d s , a n d 
vice versa . Be f o r e you use 
po s t emergen t s on a d j a c e n t a reas , 
l ea rn w h i c h p roducts to avo id 

BY J E F F R E Y F. DERR 

Weeds commonly move 
from turf areas into or-
namental beds and 
from beds to turf areas. 
The control strategies 
may be different in the 
two areas, however. 

y previous article ("Control T & O 
Crossover Weeds," Landscape Man-
agement November 1999), discussed 
weeds that are common to turf and 
ornamental areas. Since you may 
maintain both turf and ornamental 

beds, I discussed the herbicides that can be applied to 
both areas to control these crossover weeds. If you can 
use the same products in both lawns and ornamental 
beds, your weed management program becomes 
much less complex. 

Unfortunately, some chemicals can only be applied 
to turf, and others can only be applied to ornamentals. 
You should know how to use these products to avoid 
damage to desirable plants. 

Differences matter 
A major difference between turf and ornamental beds is 
that we are maintaining a perennial grass in our lawns 
while maintaining predominantly annual and perennial 
broadleaf species in landscape beds. The tolerance of 
broadleaves to an herbicide is often quite different from 
that seen in a perennial grass. This is especially true for 
postemergent herbicides. The similarities in weed con-
trol in lawns and ornamental beds occur primarily with 
preemergent crabgrass herbicides. 

Ornamental grasses are becoming increasingly im-
portant in landscapes and herbicide use in these plants 
is quite similar to that used in turfgrass. Herbicide tol-
erance in nongrass monocots such as daylily, liriope 
and tulip, however, can be different from that in turf-
grasses. Due to the diversity of plants being grown in 
ornamental beds, it is important to have an under-
standing of herbicide tolerance across ornamental beds 
and turf. 

The differences that occur in turf and ornamental 
herbicides fall primarily into three categories: 1. post-
emergence herbicides used for broadleaf weed control 



5300 Wes i Riverbend Avenue • Post Falls. Idaho 8 3 8 5 4 - 9 4 W 
b i m p l O C Phone: 1 -800-688-SEED • Fax 208-773-4846 
TUrf and Horticulture w w w j a c k l i n . c o m • ©1999Jackl in Seed • All rights reserved 

High Tolerance At Short Cuts 
No matter how you gauge perfor-

i i i n * manee, Award measures up. It handles 
Vv VJ3 M K / ) disease pressure better than other 

Kentucky bluegrass vaneties in its 
class, even when cut as short as 1/2 inch.* And trial after 
trial proves that Award maintains its intense dark green 
color under varying management regimes. Award has 
earned its status as an elite variety by raising performance 
standards to a whole new level. 
But, isn't that what you would THe^ 
expect from Jacklin's Five Steps First! 
Above'* Program? 

*NTEP data available u p o n request. 



Medalist picks 
the best. 

Mother Nature 
puts them 
to the test. 

_ ± 1-800-568-TURF • Fax: 208-777-7954 • rm r̂ŝ mcdalisiamcncacom 
S i m p l o t 5300 West Rivcrhcnd Avenue • Prist Falls. Idaho 83854-9499 
Turf anil iirwticulturc ©1990 Medalist America • All rights reserved 

The seed varieties Medalist America picks 
for its blends and mixtures are carefully 
selected for their compatibility, for their 
impressive test results, and for their ability to 
thrive in specific growing environments. This is 
especially true above the Transition Zone where 
Mother Nature can be unusually nasty. 

Overseeder® II, Athletic Pro® II and 
Premium Sod are just three of the many 
northern blends and mixtures available to you. 
Each is a top performer and is agronomically 
formulated to meet a broad range of 
applications—from athletic fields to home lawns 
to public green spaces and sod farms. Our turf 
experts can help you select the one that best 
meets your particular turf requirements. 

A word to the wise: contact your Medalist 
America Turf Specialist. Do it today, before 
Mother Nature puts you to the test. 

i v e d M u s t 
A M E R I C A 

Circle No. 178 on Reader Inquiry Card 



in turf; 2. herbicides used for perennial grass control in 
ornamentals; and 3. nonselective herbicides used in or-
namentals. 

Turf damage contro l 
A number of selective postemergence broadleaf herbi-
cides are used in lawns, including 2,4-D; 2,4-DP; 
MCPP; MCPA; dicamba; and triclopyr. They are 
often referred to as growth-regulator herbicides and 
are usually applied in two-way or three-way combina-
tions for broader-spectrum broadleaf control. As with 
broadleaf weeds, broadleaf ornamentals are usually 
quite sensitive to members in this group. Their expo-
sure to small quantities of these herbicides can cause 
systemic damage. These chemicals can also damage 
conifers and nongrass monocots. 

There are three major ways that injury to broadleaf 
ornamentals can occur with these herbicides: spray 
drift, vapor drift and root uptake. Use caution when 
applying these compounds to avoid spray droplet drift 
into ornamental beds (they should be applied when 
winds are light). Granular formulations could be used 
in certain situations where spraying would be difficult, 
but although granular formulations eliminate the po-
tential for spray drift, they still can damage broadleaf 
ornamentals through root uptake. 

Vapor drift occurs when these products are applied 
under high temperatures (especially over 85 degrees 
F). These chemicals leave the soil surface as a vapor 
and move with wind to sensitive crops. The risk is 
greatest with ester formulations, which are more 
volatile than amine formulations. Thus, when making 
applications in late spring or summer when trees and 
shrubs are actively growing, you would prefer amine 
formulations to minimize vapor drift. It would be 
safer to apply ester formulations after deciduous trees 
and shrubs have dropped their leaves in fall. 

All of these growth-regulator compounds are mo-
bile in the soil. After rain or irrigation leaches these 
compounds into the soil, the potential exists for tree or 
shrub roots to absorb these herbicides. Overapplica-
tion within the dripline of a tree or shrub can lead to 
root uptake and damage. 

Target the appl icat ion 
The compounds in the 2,4-D group are difficult to 
clean out of a sprayer. It might be better to use a differ-
ent sprayer to apply these compounds than one used to 
apply fungicides and insecticides to ornamental beds. 

TABLE 1 
Herbicides used predominantly in cool and/or warm season turf species. 

Growth regulators: 
2,4-D 

2,4-DP 
dicamba 

MCPA 
MCPP 

triclopyr 

Triazines: 
atrazine 

metribuzen 

Other: 
imazaquin 

MSMA 
quinclorac 

TABLE 2 
Herbicides used predominantly in ornamental beds. 

Postemergence grass: 
clethodim 
fluazifop 

sethoxydim 

Nonselective: 
diquat 

glufosinate 
glyphosate 

pelargonic acid 

Other: 
dichlobenil 
oxyfluorfen 
pronamide 

Most of the postemer-
gence grass herbicides 
applied to broadleaf 
ornamentals cannot be 
used for grass control 
in turf. 

Trace amounts of a growth regulator herbicide can 
cause severe damage to broadleaf ornamentals. 

Quinclorac (Drive) is one of the newer herbicides 
registered for turf use. Besides controlling crabgrass, 
quinclorac also controls certain broadleaves, such as 
white clover. Because of this broadleaf activity, it must 
be used with caution around ornamentals. It, like the 
2,4-D group, is both leaf and root absorbed. Avoid 
spray drift into ornamental beds and ensure that the 
correct rate is being applied to avoid exposing tree and 

shrub roots to high levels 
of this chemical. 

While the triazine her-
bicides atrazine and 
metribuzen can be ap-
plied to certain warm-sea-
son turf species, they can-
not be applied to 
ornamental beds. Both 

compounds are absorbed by leaves and roots. By a sim-
ilar fashion, imazaquin (Image) is used predominantly 
on turf and will damage certain ornamental species. It 
can be used on certain woody ornamentals, however. 
The organic arsenical MSMA is used primarily on turf 
for postemergence control of crabgrass, yellow 
nutsedge and certain broadleaf weeds. Avoid drift onto 
ornamental species. 

continued on page 80 



continued from page 79 

Ornamental bed opt ions 
One group of compounds that can be used in 
broadleaf and nongrass monocots are the postemer-
gence grass herbicides. This group includes fluazifop 
(Fusilade II/Ornamec), sethoxydim (Vantage) and 
clethodim (Envoy). Fenoxaprop (Acclaim Extra) is 
also in this group but certain turf species will tolerate 
fenoxaprop. Turf species generally have less tolerance 
to fluazifop, sethoxydim and clethodim than to 
fenoxaprop. 

Postemergence grass herbicides have an opposite 
control spectrum than the 2,4-D group. These control 
grasses and do not affect other monocots (like daylily) 
or broadleaves, and are used to control perennial 
grasses like quackgrass, bermudagrass and johnsongrass. 
In some cases, certain turfgrass species will tolerate one 
or more of these compounds. In most situations, how-
ever, drift will damage Kentucky bluegrass, perennial 
ryegrass, tall fescue, bermudagrass and other turf 
species. 

The postemergence grass herbicides are primarily 
absorbed by leaves. They can exhibit preemergence ef-
fects but have very short half-lives in soil. Since poste-
mergence grass herbicides have short soil residual ac-
tion, the primary concern is spray drift onto turf areas. 

Several other herbicides are used to control certain 
perennial grasses in ornamental crops. Dichlobenil 
(Barrier/Casoron) and pronamide (Kerb) will control 
perennial grasses such as tall fescue. Pronamide can be 

Determine the toler-
ance of both the turf 
species and ornamental 
species when applying 
herbicides in a land-
scape. 

used on bermudagrass turf but will damage most cool-
season grasses (it is applied as a sprayed application). 
Avoid spray drift onto turfgrass. 

Dichlobenil is applied in granular form. When 
used in woody ornamental beds, ensure that granules 
are not being thrown into turf areas. If heavy rains 
occur soon after an application of these herbicides, 

continued on page 82 

Herbicide eases timing problems 
Chris Randall, grounds management manager for Bland Landscaping, 
Apex, NC, knows the drill. If weather or other factors prevent him from 
taking care of his clients on time and weeds emerge, he expects a call f rom 
his upscale residential or industrial clients. 

"I'll have to send a spray technician back 
to the site to re-apply a herbicide, adding to 
costs, lowering profit margins and damaging 
the company's credibility," Randall says. "Re-
lying only on preemergence products in-
creases our vulnerability because of the nar-
row application window." 

His clients want reliable, broad-spectrum 
postemergence weed control, he notes. "We 
lose money when we have to retreat a prop-
erty. We need effective products that enlarge 
the treatment window." 

continued on page 82 

Eric Eibelheuser, IPM coordina-
tor for Bland Landscaping, 
treats a commercial account. 



FOR OUTDOOR 
POWER EQUIPMENT 
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continued from page 80 

damage could occur to turf areas downhill from the 
treated areas. 

Oxyfluorfen (Goal) is used as a sprayed treatment 
in conifers and deciduous trees, and is applied in vari-
ous granular formulations for weed control in woody 
ornamental beds. It has both foliar and soil activity 
and can bum herbaceous species. Oxyfluorfen does 
not cause systemic injury but can cause unacceptable 
damage if sufficient spray drift occurs. 

Nonselective products 
Nonselective postemergence herbicides are usually the 
only option for controlling emerged broadleaf weeds 
in ornamental beds. This group includes glyphosate 
(Roundup Pro), glufosinate (Finale), diquat (Reward) 
and pelargonic acid (Scythe). Since they are nonselec-
tive, they must be kept off the foliage of ornamentals 
as well as turf grass. 

Directed sprays can be used in upright-growing 
woody ornamental species. Apply with caution so 
spray drift to turf does not occur. There are a limited 
number of places where these compounds can be used 
in turf, such as dormant applications of glyphosate in 
bermudagrass. 

Diquat and pelargonic acid are contact herbicides. 
If spray drift did occur, turfgrasses would be expected 
to quickly outgrow the damage. Since glyphosate and 
glufosinate are systemic, turf exposed to these two 
chemicals will show damage for a longer period of 
time. 

These compounds can be used safely and effec-
tively in turf or landscape beds for weed control, but 
you have to be more careful when applying these 
compounds due to the potential for damaging nontar-
get plants. Make sure you've calibrated sprayers and 
granular applicators correctly and avoid applications 
on windy days. Use the formulation least likely to 
move off-site if sensitive species are nearby and check 
the herbicide label to determine tolerant species and 
any special use precautions. 

— The author is a professor of Weed Science with 
Virginia Tech. 

continued from page 80 

Timing issues 

It's an industry-wide concern for professional contractors wi th growing 
client lists, a limited labor pool and an already narrow treatment window 
that may shrink even more wi th wet or cold weather. These companies 
feel the t ime 
crunch every spring. 

Bert McCarty, as-
sociate professor at 
Clemson University's 
horticulture depart-
ment in Clemson, 
SC, says the pre-
emergence window 
is often hard to de-
termine. "Preemer-
gence herbicide 
timing is a crap 
shoot and the logis-
tics of treating a large clientele make the problem even more difficult." 

McCarty has tested a new postemergence herbicide quinclorac (Drive 
DF), now available f rom TopPro Specialties, which offers breathing room 
for spring herbicide applications. "Drive helps widen the window of op-
portunity," he says. "It expands the t ime lawn care operators can apply 
pre-emergence herbicides." 

The new material controls crabgrass, clover, dandelion and other early 
spring weed and grass problems as a postemergence application and of-
fers residual control. An applicator may delay pre-emergence application 
several weeks, then use it in a tank mix wi th the usual preemergence her-
bicides to clean up target weeds and limit callbacks. 

"This may be a solution for LCOs' spring application t iming problems," 
McCarty says. 

He also noted the rapid control. "It is quick and effective on crabgrass 
wi th almost total elimination in five to seven days. Most products don't 
work that quickly or that effectively." 

The ar t of t im ing 
Timing problems are not confined to the South. Bill Pound, turfgrass ex-
tension specialist at The Ohio State University, says the short transition be-
tween winter and summer in Ohio can cause similar t iming problems. 
"Lawn care operators may miss the crabgrass window if they don't apply 
preemergence herbicides until late April or early May," he says. 

Nick Christians, Iowa State University, has been impressed wi th the ma-
terial's speed of control. "I was surprised that it kills crabgrass within 24 
hours. It's also effective on clover." 

Drive is labeled for both cool-and warm-season turfgrasses. 
For more information, contact TopPro Specialties, a business unit of BASF 

Corporation and Micro Flo Company at 800-451-8461. The Web site is 
www. topprospecialties. com. 

Fibelheuser applies an early summer herbicide treatment 
on an upscale account. 



When someone suggests uou spend more monev on a less 
effectiue preemergent. it's time to hold on to your wallet. 

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

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

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

Or visit our website at w w w . t u r f l a c t s . c o m . 

unmatched ualue. unbeatable nertormance. 
PENDULUM* is a registered trademark of American Cyanamid Company. ©1999 Always read and follow label directions. 

http://www.turflacts.com


1m reports 
TECH CENTER 

Best way to spray 
BY CURT HARLER/ 

CONTRIBUTING EDITOR 

Whe the r the job calls for spot 

treating near delicate flowers or 

broadcasting over acres of turf, 

there is a sprayer for the job. 

Backpack, mower-mounted , 

t ruck-mounted and self-pro-

pelled models are available. 

Several manufacturers offer 

spray shields to contain drift 

and assure accurate application 

of materials. 

Most units, regardless of size, 

have a hose and nozzle for spot 

spraying. Be sure to check the 

comfort of that trigger mecha-

nism on a spray gun before you 

buy. A long day with an uncom-

fortable or stiff trigger grip will 

cramp a worker's hand long be-

fore the back gives out. 

AGRI-FAB 
217/728-8388 
www.agri-fab.com 
Agri-Fab, Sullivan, IL, offers several 
15-gal. sprayers. The spot sprayer 
runs on a 12-volt pump and gen-
erates up to 70 psi, moving 1 
gpm. The tractor-mounted unit's 
output is 1.4 gpm at 70 psi. Its 
boom gives 80-in. spray width, or 
use the 12-ft. handgun hose. 
Circle #267 

BUSH HOG 
334-460-2595 
www.bushhog.com 
Sprayers from Bush Hog, Mobile, 
AL, fit popular vehicles and come 
in 200 and 300-gal. versions for 
PT0- or engine-drive. Sprayers 
have 4-way jet agitation, break-

CHAMPION SPRAY SYSTEMS 
800/825-7622 
Aluminum spray rig from Cham-
pion, Pittsburg, CA, comes with ei-

Champion 

ther a 50-gal. or 100-gal. poly 
tank, both with 10-in. fill wells. 
Hannay hose reel holds 300 feet 
of PVC spray hose linked to a PG-
120 Champion spray gun with ad-
justable tip. 
Circle #270 

buying tips 

• II it's a backpack unit, what does it 
weigh? Can everyone on the team carry it 
for hours at a time? 

• Look at both gallons per minute and 
pressure - pressure is key to drive 
material into foliage. 

• Check ability to agitate in the tank. 

• Look at hose length, especially on 
mounted units. 

• Check for positive seal at the top and 
spray hose. 

away booms, antisiphon and no-
foam filling and tree protection 
guards. 
Circle #268 

inc.com 
The Turf Tracker from C&S 
Turf Care, Raleigh, NC, runs on a 
20-hp Kohler engine and twin 
hydrostatic drive for an appli-
cation ground speed of 4 
mph. Maneuverable zero-
radius turning gets you 
close to the work. Low-vol-
ume, low-pressure pump 
sprays one to eight quarts per 
minute. Rear-mounted break-
away boom allows nine different 
spray widths. 
Circle #269 

Leseo 

C&S TURF CARE 
888/673-5395 
www.aqrowinqconcern-

http://www.agri-fab.com
http://www.bushhog.com


CUSHMAN 
888/922-TURF 
www.textron.com 
New SprayTek DS-300 sprayer from Textron 
Turf Care, Racine, Wl, has Turf-Truckster chas-
sis components and is powered by a 34-hp liq-
uid-cooled Suzuki gas engine. Mechanical 
ground speed governor works with the spray 
booms for precise coverage. The 300-gal. tank 
has a 10-gal. deep suction pump, venturi jet 
agitators and 15- or 20-ft. booms. 
Circle #271 

JOHN DEERE 
919/850-0123 
www.deere.com 
From the 6-gal. integral mount sprayer to the 
25-gal. portable unit, John Deere Commercial 

John Deere 

Division, Research Triangle Park, NC, has a 
sprayer for all needs. Smaller unit attaches to 
riding mower and has plenty of hose for reach. 
The 25-gal. unit has four rubber feet bolted to 
the bottom to protect and stabilize it when 
placed in a cart or other vehicle. 
Circle #272 

EARTH 8t TURF 
800/693-2638 
www.earthandturf.com 
Earth & Turf, New Holland, PA, offers a 25-gal. 
spray system with heavy duty Shurr Flo pump 
with tractor-mounted on/off control. Stainless 
steel tips and strainers with 2-lb. ball check valves 
offer positive on/off performance, eliminating 
dripping. Boom has 90-in. spray width. 
Circle #273 

JACTO 
800/522-8610 
www.jacto.com 
The CD550 knapsack sprayer from Jacto, Tu-
alatin, OR, is the first with a fully internal piston 
pump. Rated at 5.5 gal., it has an operating 
pressure of 15 to 65 psi and an internal me-

chanical agitator for constant mixing. Anatomi-
cal shape fits operator's back. 
Circle #274 

ECHO INC. 
800/432-ECHO 
The MS-100 backpack sprayer from Echo, Lake 
Zurich, IL, has a 4.5-gal. tank for applications of 

large amounts of 
liquid. Equipped 
with a durable 
sealed piston and 
diaphragm pump, 
it is treated with 
UV inhibitors for 
longer life. Comes 
with 24-in. brass 
wand, adjustable 
brass nozzle, spray 
pistol and check 
valve. 
Circle #275 

GEARMORE, INC. 
909/548-4848 
gearmore2@earthlink.net 
Compact 50-gal. sprayers from Gearmore, 
Chino, CA, offer a special diaphragm pump for 

Gearmore 

high volumes at high pressure. Available in 
trailer, 3-pt. hitch or skid-mounted designs, 
sprayers are powered by motors or are PTO-dri-
ven. The skid unit nestles nicely into the back of 
smaller pick-up trucks. 
Circle #276 

JONATHAN GREEN 
800/526-2303 
www.jonathangreen.com 
The Yard Tender 20 is a 2-gal., hand-held 
sprayer available through Jonathan Green, 
Farmingdale, NJ. It can spray continuously for 
10 minutes and is made of heavy-gauge alu-
minum with a polyethylene tank. Designed for 
gravity flow, it drains from the bottom. 
Circle #277 

KROMER CO. 
800/373-0337 
The self-propelled sprayer from Kromer, 
Mound, MN, has a hydrostatic transmission for 
forward/reverse with a single foot pedal control 
and can come with four sizes of spray booms. 
Circle #278 

LESCO 
800/321-5325 
Check out the poly and fiberglass 50 to 300-
gal. sprayers from Lesco, Rocky River, OH. All 
are powered by Honda engines, with optional 
12-volt silent spray pump for the 50-, 10- and 
200-gal. poly units. All poly and the 100-gal. 
fiberglass unit have adjustable brass, triple-jet 
agitator to keep solutions mixed. 
Circle #279 

MACKISSIC INC. 
610-495-7181 
The Mighty Mac sprayers from MacKissic, 
Parker Ford, PA, come on large, wide-tread 
wheels that won't mar lawns. Five models 
range from the 14-gal. tow-behind PS 514T to 
the 50-gal. PS350T and PS350T-10. Tanks have 
pistol-grip guns for fine mists or hard streams. 
Circle #280 

MARUYAMA 
425-885-0811 
Model MS-068 backpack sprayer from 
Maruyama, Redmond, WA, discharges 1.6 
gpm at 362 psi, with a 6.1-gal tank. The MS-
036 weighs 15.6 lbs., and discharges 1.6 gpm 
at pressure up to 170 psi. Both have a 2-cyde 
22.5<c engine. 
Circle #281 

MASTER MANUFACTURING 
712/258-0108 
The TC2502 (30 gal.) and TC5502 (55 gal.) 
Turf Choice sprayers from Master Manufactur-
ing, Sioux City, IA, are built on a steel frame 
with noncorrosive poly tank and flotation tires. 
They come with adjustable nozzle trigger gun. 
Circle #282 

MTD PRO 
330/225-2600 
www.mtdpro.com 
Large-capacity tank sprayers from MTD Prod-
ucts, Inc., Cleveland, OH, are powered by 4-hp. 
Kawasaki engines. The SY200 has a 200-gal., 
high-impact polyethylene or fiberglass tank. It 
delivers 14 gpm at 550 psi. 
Circle #283 

Echo 

http://www.textron.com
http://www.deere.com
http://www.earthandturf.com
http://www.jacto.com
mailto:gearmore2@earthlink.net
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They seem to be everywhere... 

at the office, 

in the backyard, 

not to mention the local links! 

Take Control! 
FlightControl® is the only product that effectively protects 
your properties seven days a week, 24 hours a day. 
FlightControl works like a "Biological Fence", herding geese 
off the areas where you don't want them. It works in two 
ways, first by sending a visual warning (geese see it, but 
humans don't), then by delivering a harmless, but effective 
gut reaction if they feed. FlightControl is odorless, 
weather-proof, and does the job without harming humans, 
vegetation or wildlife. Get rid of the geese, get FlightControl! 

T H E KEY T O GEESE MANAGEMENT 

Environmental Biocontrol, Intl. a division of DCV, Inc. 
3521 Silverside Rd. Wilmington, DE 19810 

Contact us: 800-468-6324 
or visit: www.flightcontrol.com 

Circle 141 

lm reports 
PECO 
800/438-5823 
The Power Sprayer from PeCo, 
Inc., Arden, NC, has aluminum 
and brass parts, oversized wheels 
and wide-mouth 5-gal. removable 
tank. See liquid levels in clear tank. 
Circle #284 

PERMA-GREEN SUPREME 
800/346-2001 
The Ride-On Sprayer/Spreader from 
Perma-Green, Crown Point, IN, 
treats an acre in 15 minutes. Unit 
moves at 4.5 mph and sprays a 9-ft. 
swath. It fits through a 36-in. gate. 
Circle #285 

PROLAWN 
800/292-3628 
www.prolawnsprayshields.com 
Equip commercial mowers with 
the Prolawn Spray Shield and as-
sure accurate application. Made in 
Elm Grove, Wl, these shields and 
curtains contain spray within the 
spraying chambers. Units are avail-
able from 52- and 132-in. wide. 
Circle #286 

ROGERS INNOVATIVE 
888/975-8294 

Windfoil electric drift containment 
sprayer from Rogers Innovative, 
Saskatoon, SK, Canada controls 
drift floating in the air. The TE1500 
is equipped with electric pump run 
off a standard 12-volt battery. 
Circle #287 

SHINDAIWA 
800/521-7733 
Shindaiwa's Model SP415 is made 
of high density, UV-protected 
polyethylene to resist most chemi-
cals. It comes with four spray noz-
zles and padded shoulder straps. 
Circle #288 

SMITHCO 
610/688-4009 

Spray Star 1000 turf sprayer from 
Smithco, Wayne, PA, controls 
ground speed and application 
rates via hydraulic tight-turn 

power steering. All have stability 
and three spray control options. 
Circle #289 

SMUCKER 
800-333-4503 
www.smucker.net 
The Top Gun line of ATV-mounted 
sprayers from Smucker Manufac-
turing, Harrisburg, OR, is available 
with 5-ft. boom with 4 tips or 12-
ft. boom with 8 tips. Units have di-
aphragm pumps with Viton seals. 
Circle #290 

SOLO, INC. 
757/245-4228 
www.solo-germany.com 
The Accu-Sprayer line from Solo, 
Sindelfingen, Germany, consists of 
quality manual high-pressure 
sprayers and backpack sprayers. 
The Solo 457 is a 7.5-liter unit 
weighing about 5.75 lbs. dry, 
which comes with a spray wand. 
Circle #291 

TRI-CON INC. 
800/448-2486 
Check out the products from Tri-
Con, Cleveland, OH. Some attach-
ments are the S-125 adjustable noz-
zle water spray gun which can be 
used with the 824 extension wand. 
Circle #292 

WESTHEFFER CO., INC. 
800/362-3110 
www.westheff3r.com 
Westheffer, Lawrence, KS, has en-
dosed bodies for sprayers. Choose 
an 8-ft. body for standard 1 -ton 
pickup chassis or the 12-ft. body for 
a 1-ton chassis. Both have rugged 
construction, fold-down spray doors 
and roll-up rear cargo doors. 
Circle #293 

WHEEL SPRAY CORP. 
262/646-8640 
www.wheelspray.home.att net 
The WS-485 Grounds Wheelie 
from Wheel Spray, Delafield, Wl, 
has motorless application; twin 
wheel pumps; easy-to-push rub-
ber tires, steel frame, 6-gal. tank. 
Circle #294 

http://www.flightcontrol.com
http://www.prolawnsprayshields.com
http://www.smucker.net
http://www.solo-germany.com
http://www.Westheff3r.com
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(We're cool with that.) 
Things that run hot don't run hot long. 

They either cool down. O r shut down. 

That's why John Deere builds a stay-cool 

advantage into every XT-Series Trimmer. 

Our advantage — known as the M-Series 

engine — offers more cylinder-cooling fins 

than most competitors. Plus, a 

unique flywheel design that 

maximizes airflow and reduces 

heat buildup. That means more 

productivity and less downtime on the job. 

These terrific little engines also have better 

power-to-weight ratios than most everything 

else out there. They're smoother-running 

with a vibration-isolated clutch housing. And 

easier starting with a rotary-valve carburetor. 

If you work in heat that'll fry an egg inside 

the chicken, you'll appreciate something a 

little cooler. An M-Series-powered line 

w w w . d c c r e . c o m . 
O r 1 - 8 0 0 - 5 3 7 - 8 2 3 3 f o r t h e d e a l e r neares t y o u . 

trimmer by John Deere. 

Circle No. 142 on Reader Inquiry Card 

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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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 

nerican Society 
of Travel Agente ! 

The "Secluded Beach Vacation" you booked yourself. 

The one you wanted. 

http://www.astanet.com


BY BALAKRISHNA RAO 

Chipco 26019 disappearing? 
We heard from someone at a confer-
ence that Chipco 26019 wi l l not be 
available in the future. Is this true? 

— PENNSYLVANIA 

What you heard is partially true. I learned 
from an Aventis Environmental Science 
representative that Chipco 26019 can still 
be used, except on home lawns. That 
means it is available in the year 2000 and 
can be used on golf courses, athletic fields 
and commercial sites. Only residential lawns 
are restricted. However, before purchasing 
and/or using Chipco 26019, make sure that 
the fungicide is labeled for use on your spe-
cific site to avoid any future legal problems. 

Alternative chemical choices 
At a recent conference, a speaker indi-
cated that both Dursban and Diazinon 
might be discontinued or phased out 
for our lawn pest management. If it is 
true, what are the alternatives? 

— OHIO 

I believe what the speaker might have 
mentioned is that in the near future we 
may lose organophosphate products such 
as Dursban and Diazinon during the evalu-
ation and re-registration process. 

In the meantime, become familiar with 
newer products and different groups of 
chemistry. For example, some of the 
pyrethroids such as Talstar, Astro, Scinitar, 
and Deltagard should help manage surface 
insects like chinch bugs, billbugs and sod 
web worms. 

Products such as Mach 2, Merit and 
Flagship would be good to manage white 

grubs and a number of other chewing 
pests. For managing caterpillars, black cut-
worms, sod webworms and armyworms 
you can choose among a number of prod-
ucts such as Conserve, Talstar, Astro, etc. 

Contact the manufacturer or dealer for 
pesticide labels and become familiar with 
the destructive pests and new products in 
the market. Then, make a timing chart of 
the pest activity period in your area. After-
ward, choose a product that would provide 
broad spectrum management of pests at a 
given period with the recommended rates 
and frequency of application. 

In my opinion, the objective should be to 
spot and treat with multiple target princi-
ples. The pest management program should 
be designed to obtain multiple pest control. 
If targeted properly, there will be superior 
control with a minimum exposure to a given 
pesticide and possible delay or elimination of 
resistance build-up to a given product. 

Dutch elm disease 
In the October 1999 issue of Landscape 
Management, you advised applying 
t w o inches of water per week to 
mature trees to avoid drought stress. 
This raises the question: What area is 
the two inches to be applied over? 
What if under the tree, the area is cov-
ered by grass that gets daily watering? 

— CALIFORNIA 

I should have emphasized that the two 
inches of water needs to be applied once a 
week in a single application. 

Soil is moistened from the surface 
downward as water is applied. In a typical 
landscape soil, each 0.2 inch of water ap-

plied over the soil surface will moisten soil 
to a depth of about one inch. Applying two 
inches, then, would moisten soil to a depth 
of 10 inches. Most of the absorbing roots of 
trees are located within this soil profile. 

The actual amount of water required to 
saturate soils to a depth of 10 inches will 
vary depending upon texture, density, infil-
tration and percolation rate, vegetation, 
temperature and prevailing winds. Because 
of the variety of contributing factors, it is 
difficult to generalize the amount and/or 
frequency of irrigation needed during 
drought. However, in a survey that we 
conducted in 1988, most extension and 
university researchers felt that two inches 
of water a week was sufficient. You can de-
termine the specific amount of water 
needed in your situation by monitoring soil 
moisture content using moisture meters 
such as a Tensiometer. 

Generally, tree roots are watered by ir-
rigating the soil within the dripline area or 
one to two feet beyond. Because some tree 
species are sensitive to trunk decay, be sure 
to keep water away from the trunk. 

If the area under the tree is covered 
with grass, periodically allow the turfgrass 
in this area to dry out to the point of slight 
wilting (you should be able to detect "foot 
printing"). This will improve gaseous ex-
change in the soil (oxygen 
in, carbon dioxide 
out). Then irrigate 
with two inches 
of water. 

Water should 
be applied slowly 
so that it perco-
lates and wets the 
soil uniformly. 

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


J O B T A L K 

Going after those 
ghastly geese 
Once g e e s e f ind a 
h o m e , it's Hard to 
d i s c o u r a g e them. 
Pers i s tence a n d a 
n e w repe l lent 
migHt b e the 
a n s w e r 

Qinnipiac College sits adjacent 
to Sleeping Giant Mountain 
near Hamden, CT. This at-
tractive, landscaped campus is 
home to nearly 6,000 students 
interested in business, health 
sciences and liberal arts. 

The beautiful setting is also home to 
about 100 geese who strip lawns and leave 
mounds of unsightly droppings, according 
to Timothy Lynch, manager of Heritage 
Lawns Inc. in Plainville, CT. 

Not an unusual problem 
What Heritage and other lawn care compa-
nies around the country are dealing with is 
the burgeoning numbers of Canada geese. 
They feed on school athletic fields, corporate 
commons, golf course greens and fairways, 
parks and recreational areas — any attractive 
food source with ponds and waterways. 

Solving the problem was particularly 
important to school officials, since the geese 
selected "high profile" areas of the college 
for their meals and roosting: a field area 
near the main entrance of the school, a 
half-acre pond surrounding a heavy traffic 
quad area and the athletic fields. 

Heritage Lawns, founded 12 years ago, 
provides lawn, tree and shrub care in Con-
necticut and, more recently, in western 
Massachusetts. The company, with eight 

full-time employees, specializes in the commercial market, servicing schools, industrial 
parks, condo complexes and businesses. Most of its programs are based on integrated pest 
management (IPM) methods, according to Jim Leszuk, president. 

The challenge 
Heritage faced the challenge of 
herding the feathered pests 
away from Quinnipiac's com-
mons areas and athletic fields, 
keeping the site free of bacteria-
laden droppings, mess and 
costly turf repairs. "Geese can 
take a lawn and thin it to dirt," 
says Lynch. "And unless you re-
place or renovate the lawn, you 



are going to have weeds and crabgrass that 
make the area unsightly." 

After trying one spray product that did 
not deter the geese, Lynch tried a new prod-
uct developed by Environmental Biocontrol 
International, a division of DCV, Inc. in 
Wilmington, DE. The product, called Flight-
Control, is a naturally occurring compound 
that is not harmful to animals, vegetation, 
humans or geese when used according to the 
label. The goose repellent mixes with water 
and is applied with standard spray equip-
ment In Lynch's case, the equipment was a 
John Deere Gator with an 80-gal. tank and a 
boom capable of treating a 12-ft. swath of 
turf. He added a spreader sticker to the tank 
mix to help the product adhere to the grass. 

Reduced maintenance 
Lynch treated about 14 acres at Quinnip-
iac last December, including the field near 
the entrance and the quad and athletic 
fields. He used the recommended gallon to 
one gallon per acre, depending on bird ac-
tivity. "The geese left the treated areas al-
most as soon as the product dried on the 
grass," says Lynch. 

Savings in maintenance of the quad 
alone make a difference to the school, 
eliminating the need for employees to 
clean goose droppings from sidewalks and 
grassy areas with leaf blowers three times a 
day. The college also saves on potential 
costs of renovating goose-damaged turf 
areas by preventing the problem in the first 
place, says Lynch. "If Heritage had to reno-
vate the turf in the quad area, for example, 
the cost would range from $860 an acre to 
$ 1,100 an acre and would require our at-
tention twice a year," he adds. 

Conditioning system 
Heritage achieved similar results at a corpo-
rate park managed by Griffen Land Re-
sources in Windsor, CT. The office park is 
just under 10 acres, has waterways, and is 
adjacent to com and tobacco fields, which 

are attractive to Canada geese because they 
like to eat residual stalks. Lynch says the ap-
plication of the new repellent drove the 
geese to the far side of the pond. Heritage 
will continue treating the turf until the 
geese are conditioned to stay out. 

A battle in the "Show me" state 
In Missouri, a large national car leasing 
company has been battling geese on its of-
fice grounds in a suburb of St. Louis. 
About 20 Canada geese moved in to feed 

continued on page 92 

H A V E I T A L L ii « n 

Performance. Convenience. Value. You can 
have it all with Irritrol Systems* new line of 
sprayheads—the HS Series complete with a 
variety of enhanced features. 

• Performance—Newly redesigned bodies, 
3-, 4-, 6- and 12-inch pop-up heights, 
optional check valves, choice of nozzles, 
and side and bottom inlets in the 6- and 
12-inch models. 

• Convenience—Choose between MPR 
fixed arc nozzles or the new MPR 
Variable Arc Nozzles. 

• Value—Competively priced and backed 
by Irritrol Systems. 

The new HS Series sprayheads featuring 
Variable Arc Nozzles—available now at a 
distributor near you. 

Sptayheads 

Irritrol. 
SVSIIMS 

B E Y O N D T H 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 

Circle 140 

http://www.irritrolsystems.com


continued from page 91 

and roost on land at the company's head-
quarters in a 6-acre park with a manmade 
lake and stream. For months, the geese 
chowed down on the grass, left feces all 
over sidewalks and became aggressive with 
company employees. 

Top Care Inc., a full-service landscape 
and lawn care company serving commer-
cial and residential customers in Missouri, 
Illinois and Kansas, came to the rescue 
with the same product used at Quinnipiac. 
The firm applied the repellent last sum-
mer. After the first application, birds began 
to leave for other feeding areas almost im-
mediately, returning only to roost and loaf. 
Some birds setded on the south side of the 
bottom lake. After the second application, 
all the geese moved to parking islands. One 
day after the second application, all geese 

Grass treated with the product under normal 
light. 

left the property to feed in other areas. 
"The customer decided the product 

worked, so we made a third application," 
says Top Care operations manager Mike 
King. "Days after the last application, there 
were no birds on the property or in the 
general area. 

"More importantly, we helped the com-
pany reduce the cost of clean up and im-

Same grass under ultraviolet light as the geese 
see it. 

prove the aesthetics of the property. Now, 
employees can enjoy the patio area for 
lunch. Meanwhile, we've generated a new 
revenue stream by helping it and other 
clients deal with the birds in a humane 
way," King notes. 

For more information, contact EBI at 
800/468-6324 or the Web site: 

www.flightcontrvl. com 

ÊË BIG BLUE BOOK" 
is now updated daily on the Web. 

Display and Print Full - Text Labels and MSDSs 

FREE 
24 Hours a Day — 7 Days a Week! 

Annual Premium Service 
Become an Annual Subscriber to our Premium Service for 
Only $50/Year and Have Access to 
Our Complete Database: 
• Labels 
• MSDSs 
•DOT 
• M o d e of Action 
• Supplemental Labels 

www.bluebooktor.com 

• Worker Protection 
•SARATitle III 
• Multi-Search Index 
• Label Tank Mixes 

T&OR 

Turf & 
Ornamental 

Reference 
for Plant Protection Products 

j f l j g Your official plant protection 
• • • m l information source. 

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

People know 
Pueblo for it$ mm 

f a m o u s 
Hot S a l s a ? 

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

U.S. General Services Administration 

Circle 143 

http://www.flightcontrvl
http://www.bluebooktor.com
http://www.pueblo.gsa.gov


products 
• TECH CENTER 

Top notch mowers 
A new line of mowers from Ferris Industries, a Simplicity Manufacturing company, includes a 
23-hp. mid-mount zero-turn mower called the Stallion; a 20-hp., 3-wheel rider with outfront 
deck called the Morgan; and a heavy-duty 14-hp. hydrostatic walk-behind called the Pacer. 

The Stallion has the Ferris IS independent suspension system 
and Simplicity Free Floating deck. The Morgan has an electric 
lift that allows the operator to raise the cutting deck, and can 

be converted into a 
- snowthrower, snow blade, ro-
™ tary broom or debris blower. 

The Pacer has a 36-in. cut and 
Kohler engine. 
For more information contact 

Simplicity at 262/284-8706 or 
www.simplicitymfg.com I 

circle no. 253 

Compact wheel loaders 
Like Komatsu's backhoe loaders, these wheel 
loaders feature the HydrauMind system for feel 
and control. The cab enhances operator visibil-
ity and comfort through an ergonomic design. 
Five models range from 9,530 lbs. to 12,830 
lbs., 29 hp. to 74 hp. and bucket ca-
parities of .52 cu. yd. to 2.1 cu. yd. ^QQJ 
For more information contact Komatsu 4 n " i 
at 847/970-5891 1 circle no. 250 « 

Quick irrigation 
coupler 
Rain Bird has designed its new Residen- W i 
tial Quick Coupler to give an inexpensive, 
convenient way of hand-watering hard-to-
reach spaces like the area near the end of a 
driveway or landscaped beds. Each Quick Cou-
pler kit contains: polypropylene valve, swivel 
elbow with male threads, "turn and lock" key 
with ribbed grip that can handle up to 125 psi 
of air and water pressure, triple swing joint 
with O-rings seal and a stainless steel clamp for 
staking the valve. 
For more information contact Rain Bird at 
626/812-3400, check out the website 
www.rainbird.com I circle no. 251 

High-production mowing 
Three new compact front mowers from New 
Holland are designed for greater productivity 
with more power, maneuverability and opera-
tor comfort. Ranging from 22 to 35 hp, all 
models feature a diesel engine, two-range hy-
drostatic transmission, multi-disc independent 
PTO clutch and wet disc brakes. A low center 
of gravity makes the mowers more stable, and 
a 13.3-gal. fuel tank allows for all day mowing. 
A tilt and telescoping steering column, deluxe 
seat with flip-up arm rests and a power socket 
for cell phones, radios or CD players provide 
maximum comfort. 
For more information contact New Holland at 
717/355-1371 or www.newholland.com/na I 
circle no. 252 

Big features for big loaders 
Gehl's new Avantage mini-loaders come in 
compact packages but have big loader fea-

tures. As narrow as 33 1/2 in., they're perfect 
for light construction, landscaping or lawn and 
turf maintenance. Featuring full-time 4-wheel 
drive, both the skid-steer and articulated-steer-
ing units are available with 20 hp. diesel en-
gines. Attachments include buckets, pallet 
forks, earth augers, trenchers, hydraulic ham-
mers and mower decks. 
For more information contact Gehl at 414/334-
9461 or www.gehl.com I circle no. 254 

Customized blade length 
Fiskars' Sliding Blade Pruning Saw has a 6-in. 
adjustable blade which slides into the handle, 
allowing the blade length to be customized to 

the branch or angle being worked with. The 
sliding feature allows for compact and safe 
storage while the curved shape of the handle 
keeps the user's wrist in the right position. 
For more information contact Fiskars at 800/500-
4849 or www.fiskars.com I circle no. 255 

For large yards 
Swisher's T-60 Trailmower attaches to most any 
lawn tractor or ATV, the company says, and is 
powered by either a 13-hp. Enduro Tecumseh 
OHV or 12.5-hp Briggs & Stratton l/C engine. 
The mower has a triple-blade cutting deck for a 
60-in. finish cut. 
For more information contact Swisher at 
660/747-8183 or www.swisherinc.com I cir-
cle no. 256 

Easy riding 
Wright Manufacturing says that its Stander 
mower handles quickly, easily and with less op-
erator fatigue. Pump controls return to neutral 
automatically. A Grass Gobbler needs no 
bracket for the wide discharge opening. Deck 
cover is supported on vibration-isolated posts 
for quiet operation. A magnetic dutch/brake is 
designed for the mower's 28-hp engine. 
For more information contact Wright at 
301/330-0086/circle no. 257 

http://www.simplicitymfg.com
http://www.rainbird.com
http://www.newholland.com/na
http://www.gehl.com
http://www.fiskars.com
http://www.swisherinc.com


products 
Self-powered wing mowers 
Kunz Engineering has come up with a way to 
turn a standard riding mower into an easy to 
maneuver mowing machine that it claims will 
cut from 7 to 16 ft. wide by pulling one, two or 
three Acrease wing mowers. They can be 
pulled behind mid-deck riding mowers, 4-
wheel steer riding mowers, small tractors with-
out mowers, utility vehicles, 4-wheelers and 
zero-turn mowers. 
For more information contact Kunz Engineering 
at 815/539-6954/circle no. 258 

Tough plow 
The Snow Wolf Pro Series plows are made for 
20+ hp. compact utility tractors, smaller skid 

steers or 20 to 60 hp. skid steers for efficient, 
standard duty. The distinguishing feature is a 
floating blade that allows semi-down pressure 
— putting weight onto the blade to increase 
the scraping ability. And, since the plow floats 
on a solid steel link and an industrial compres-
sion spring, the plow is stopped from contact-
ing the operator's cab. It comes in 5- to 8-in. 
widths and power angles to 31° left and right 
For more information contact Snow Wolf at 
800/905-22651 circle no. 259 

3-D maps 
DeLorme has a solution for professionals who 
are frustrated by maps with overlapping cover-
age areas: 3-D Topo Quads. These provide 
seamless USGS maps of entire states in a CD-
ROM format and enable users to view any re-
gion in the state in either 2-D or 3-D and print 
out customized maps of any region. The prod-
uct is also compatible with GPS receivers and 
handheld computers. The maps include 3-D 

modeling of areas, land cover and draw tools. 
Contact DeLorme at 207/846-7000 or 
www.delorme.com I circle no. 260 

Spread the word 
Gandy's two sizes of broadcast spreaders in 
push and tractor-tow models have 50- and 
100-lb. capacity hoppers supported by an 
epoxy-coated carriage with pneumatic tires. All 
models have molded nylon and stainless steel 
metering components and an enclosed gear-
box. The broadcast metering system has flow 
direction closures on the hopper bottom to re-
duce flow to right or left. 
For more information contact Gandy at 
800/443-2476 or www.gandy.net I circle no. 
261 

Blowing it all away 
Little Wonder has outfitted its High-Output 
blowers with new features like a strengthened 
back panel with deeper ribs to cut down on vi-
bration and commercial grade five hardware 
for trouble-free performance. Test results show 
the 8-hp. blower easily moves a 52-lb. cart up 
to the top of a 12-ft. ramp. That's because the 
blower has a centrifugal blower design that 
works together with a backward-inclined blade 
impeller. The blowers also have a height-ad-
justable handle and a variable throttle control 
that can be mounted on the left or right. 
For more information contact Little Wonder at 
215/357-8045/circle no. 262 

Truck loader with bite 
Bear Cat has come out with some new tow-
able truck loaders to complement its chippers, 
chipper/shredders, yard vacuums, stump 
grinders, PTO blowers and wheeled string trim-
mers. These new loaders feature 20- or 25-hp. 
Kohler engines; 12-in., 10-ft. long flex hose; 
one-bolt manifold removal for easy blade 
deanout; swivel boom with hose storage; ro-
tating diameter discharge tube; 15-in. tires; 
adjustable croft hitch. 
For more information contact Bear Cat at 
800/247-7335 or 
www.bearcatproducts.com I circle no. 264 

Dispatching made efficient 
A new software package combining Millen-
nium Solutions' software for Green Industry 
contractors and Lavelle Engineering Technolo-
gies' OnSite Dispatch software promises to give 
companies 20 to 30% productivity gains. The 
way it works is simple: Job information which is 
taken and entered at the central office can be 
seamlessly transferred into the Millennium soft-
ware at the contractor's office, then sent to the 
field over the Internet and wireless networks. 
From the field, the job's status and completion 
can be directly entered to update the central 
office. This eliminates duplicate data entry and 
the need for phone contact. 
For more information contact Millennium Solu-
tions at 317/585-6100 or ww.milleniums.com 
I circle no. 265 

Sucking it up 
The Trac Vac provides for more efficient mow-
ing, Palmor Products says, by sucking up grass 
clippings as you go. Model 652 has a 16-
bushel capacity with a 5-hp. Briggs & Stratton 
engine. Model 865, developed for estate-size 
grounds, has an 8-hp. blower assembly 
mounted directly to its side. Model 1060, de-
veloped for zero-turns with decks large than 62 
in. has an 11 -hp. Briggs & Stratton engine and 
a 50-bushel cart. Model 470, a walk-behind, 
has an 8-in. intake hose. 
For more information contact Palmor Products 
at 800/872-2822 or www.trac-vac.com I circle 
no. 263 

Converting in a snap 
Five new Stihl interchangeable gearboxes allow 
operators to convert certain Stihl units from 
one application to another, increasing their effi-
ciency in multiple tool applications. Attach-
ments include a pole pruner, power scythe and 
three hedge trimmers (0° fixed, 30° fixed and 
zero-90° degrees adjustable). All five attach-
ments are recommended for Stihl units FH 75, 
FS 85, HT 70, HT 75, HL 75K (fixed), HL 75 
(30°), HL 75K (0°-90°) and HL 75 (0°-90°) only. 
For more information contact Stihl at I-8OO-GO-
STIHL or www.stihlusa.coni I circle no. 266 

http://www.delorme.com
http://www.gandy.net
http://www.bearcatproducts.com
http://www.trac-vac.com
http://www.stihlusa.coni
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CITY _STATE . Z I P . 
PHONE( 
E-MAIL ADDRESS _ 

_FAX (_ 

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

Signature: Date: 

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

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

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

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

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

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

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

Save TIME and fax it: 
41 3 - 6 3 7 - 4 3 4 3 

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

3. SERVICES PERFORMED (till in ALL that apply) 
4 0 0 A Mowing 45 O F Turf Fertilization 
410 B Turf Insect Control 46 O G Turf Disease Control 
42 O C Tree Care 47 O H Ornamental Care 
43 O D Turf Aeration 48 O l Landscape Design 
44 OE Irrigation Services 49 O J Turf Weed Control 

4a. Do you specify, purchase or influence the selection of landscape products7 

75 O Yes 76 O No 
4b If yes. check which products you buy or specify: (fill in ALL that apply) 
55 O l Aerators 62 O 8 Herbicides 69 O 15 Sweepers 
56 O 2 Blowers 63 O 9 Insecticides 70 O 16 Tractors 
57 O 3 Cham Saws 64 o 10 Line Trimmers 71 O 17 Truck Trailers/Attachments 
58 O 4 Chipper-Shredders 65 0 1 1 Mowers 72 O 18 Trucks 
59 O 5 De-icers 66 < ) 12 Snow Removal Equipment 73 O 19 Turf seed 
60 O 6 Fertilizers 67 O 13 Sprayers 74 O 20 Utility Vehicles 
61 O 7 Fungicides 68 O 14 Spreaders 
5. Do you have Internet Access? 77 O A Yes 78 O B No 
5a If so. how often do you use it? 

79 O A Daily 80 O B Weekly 81 O C Monthly 82 O D Occasionally 
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M Ferris Industries' 
ProCut 22 has acces-
sories such as a snow-
blower, rotary broom 
and a debris blower. 
Call 800/933-6175 or 
circle no. 295 

< (far left) Adding 
attachments to MTD's 
2000 Yard-Man re-
quires no tools.Call 
330/273-4550 or cir-
cle no. 296 

A Slice through 
dense, wet under-
growth with Gehl's 
two new swing-
frame mower condi-
tioners.Call 262/334-
9461 or circle no. 297 

< Harley's Power Box 
Rake® lets you ex-
pand your turf main-
tenance business into 
landscape construc-
tion.Call 800/437-
9779 or circle no. 298 

M o w e r a t tachments 
m a y b e the a n s w e r 
to boos t ing your 
bo t tom line, not to 
ment ion sav ing 
t ime a n d r e d u c i n g 
wo rke r 
exhaust ion 

Anyone who 
relies on 
mowers to 
make a liv-

ing knows that accessories are as 
important as the mower itself. You expect 
that whatever you attach, whether it be a 
plow, rake, snow thrower or broom, it will 
perform as well or exceed the job that the 
mower does on grass. You also expect that 
the accessories will reduce your labor costs 
and save you time. Accessories might as 
well stay locked in your maintenance bam 
if they don't do those things. 

Robert Underwood of Underwood 
Bros. Landscape, Phoenix, AZ, sees solid 
equipment with quality accessories as a 
profit tool. "The more innovative you can 
be with attachments, the more profit you 
can make," Underwood says. "People don't 
like to spend money on attachments, but if 
they look at the long-term benefits, they're 
better off" 

Underwood gets the most use out of a 
fertilizer spreader and vacuum units with 
hydraulic dumps. 

"We've built 
our dump trucks 
where our vac-

uum units can back 
up to them arid dump grass in 

them, thereby saving us from having to 
handle the grass twice," he says. "A lot of 
mowers are going to mulching decks, 
which we use, but certain clients require 
that we pick up 
our clippings." 

When shopping 
for spreaders, Un-
derwood looks for 
one thing: durabil-
ity. "Spreaders need 
to be pretty sturdy 
because they're 
hanging off the 
back of the mower 
and not always on 
level terrain. You also like to have some-
thing that can hold several hundred pounds 
of fertilizer so you don't have to keep going 
back to your source." 



INTERNATIONAL LAWN, GARDEN & POWER EQUIPMENT EXPOSITION 

UTTLt I V U I 

NEW FOR 2000 
Crystal Ball Panel with 
representation from all 
segments of the industry 

ATTEND THIS 
NEWS-MAKING EVENT 
SUNDAY, JULY 23! Saturday, Sunday, Monday 

July 22-24, 2000 
Kentucky Exposition Center 
Louisville, Kentucky USA 

Always 
The 
Industry 
Event 
EXPO is for fun AND profit. 
The International Lawn, Garden 
& Power Equipment Expo, July 22-24, 
in Louisville, Kentucky, offers all this: 
1) The right mix of new products and services 
2) Outdoor demonstration space where you can 
test drive equipment each day 

3) A site that is within a day's drive 
of 60% of America's population 
4) Affordability with EXPO's hotel 
and airline discounts and free shuttles 
to and from hotels and the airport 
5) International marketplace of products 
from 600 manufacturers 
6) Free educational seminars packed 
with business-boosting information 
7) A Tech Center where you can see 
demos of high-tech communications 
products available for your business 
8) Technician certification testing 

Call Toll-Free, 800-558-8767 
It is a can't-miss event for every 
business person interested in making 
a profit in the outdoor power 
equipment industry. 

Produced by Sellers Expositions, 550 S. Fourth Avenue, Suite 200, Louisville, KY 40202-2504 U.S./ 
Phone 502-562-1962, Fax: 502-562-1970, web site at http://expo. 

http://expo


"I earn 78% more with 
a FINN HydroSeeder 

Brian Kerber, The Lawn Firm, Excelsior, MN 

33 

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

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

HydroSeeder* » a registered trademark 
oí FINN Qxpora tkm 

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

FiNN 
J/yckoSeecle*" 

Innovative Equipment Enhancing 
the World's Landscape 

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

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

Circle No. 145 

It is here! 

• Web enabled' 
• Custom« zable set upa' 
• Integrales wrth 
Pen Wrier " f o r C E 

• Exports to othe- popular 
accounting software 
or u h ours 

•M> * match 
software modules! 

• 32 bt speed with 
O lack V*w" features! 

• Upgrade a» you grow! 
• TotaRy Integrated' 
• Bar cooe en ableo' 
• Woftd O ass Support! 
• "Rent or Purgase' 

Accounting 
I n t e r i m s 

Efloipmiat • 
Maintenance 

Create your 
Accounts 
Payable 

Tine A Material 
(eb casting 

The afl new 32txt VisuaTw* upgrade to 
"Route Rite" I , our traditional Desktop Routing 8 
Accounting Software, since 1991. The performance 
designed "Route Rite"* 32 is atso designed to 
seamlessly integrate with the "Pen Writer" hand 
held software for Windows CE devices. This most 
advanced programming masterpiece has a unique 
"Quick View" design for maximum speed in servicing 
your customers, while maintaining maximum profits. 
Let our products help you achieve paperless 8 
post less operation of your routing business. 

RERfOMMNGE SOFTWARE TECHNOLOGIES, INC. 
www.gopst.com 800 788 0788 

Software 

If you want help growing your lawn maintenance business, 
you owe it to your future to look at a U.S. Lawns franchise. 

Our team will provide you with, step-by-step systems to grow your 
business, maximize efficiency, cut costs, and even satisfy the toughest 
customers. And as part of the U.S. Lawns family, you'll be recognized 

as a company with a reputation for getting the job done 
right the first time. Which can mean more quality time 

for you and your family. For more information on becoming 
a U.S. Lawns franchisee, call us today at 1 -800-US LAWNS. 

After all, our business is growing, yours should be too. 

Circle No. 146 

t m m m m m 
I T E R R A - M U L C H l 

Jet-Spray® 
Pourable Fiber 
Mulch Flakes. 

Jet-Spray delivers profes-
sional hydraulic mulch per-
formance, and it's conven-
ient, too. Unlike other 
materials that need to be 
pulled apart first, Jet-Spray 
fiber mulch flakes easily 
pour into the tank and mix 
more quickly. This reduces 
loading time by up to 90%. 
The introduction of 
Poly-Fibres improves the 

performance of smaller Jet Agitated Hydroseeding Machines 
and increases the yield of each seeder load. 

For detailed information, 
call 800-207-6457, fax 847-215-0577, 

or visit terra-mulch.com. 

http://www.finncorp.com
http://www.gopst.com


C L A S S I F I E D S H O W C A S E 

Landscape 
M A N A G E M E N T ! 
Each and every month the Landscape 
Management Classified Showcase offers 
an up-to-date section of products, 
services, job opportunities & more! 
For ads under S250, payment must be 
received by classified closing. VISA, 
MASTERCARD, & AMERICAN EXPRESS 
accepted. Send to: Advanstar Marketing 
Services, 7S00 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, 440-891-2670,1-800-225-4569, 
(ext. 2670), Fax: 440-826-2865 
Email: lzola@advanstar.com 

Business For Sale 

F O R S A L E 

Commercial Landscaping Company 
Massachusetts 

• Over 20 years of continuous growth 
• Over $1,100,000.00 sales last four years 
• Over $775,000.00 in equipment value 
• Over $425,000.00 in Real Estate 
• Over 80 client customer base 

Asking $1,600,000.00 
Owner Financing Available 

Contact: 
HRI Services Inc. 

Phone: 781-278-0215 
Fax inquiries: 781-278-0259 

GREATER PITTSBURGH, PENNSYLVANIA 
AREA LANDSCAPE CONSTRUCTION BUSI-
NESS. Well established Est. 10 years. Turnkey 
with experienced staff, owner motivated, $900,000 
gross. High growth potential, optional property-
purchase/lease. Trucks & equipment available if 
needed. Seller financing & willing to assist 
in transition. $200k sold for spring, seller is 
exploring other business interests. Asking 
$220,000. Mail inquiries to: PO Box 44324, 
Pittsburgh, PA 15205. 3/00 

Unique lucrative, long established service business 
with nursery, acreage and facilities in affluent resort 
community. Approximately six acres, plus buildings, 
vehicles and equipment. Excellent contracts. 
Please reply to Email: janeschwier ing® 
norris-realestate.com 03/00 

GET FAST ACTION WITH 
CLASSIFIED ADVERTISING 

Call Leslie Zola: 1-800-225-4569 ext. 2670 
Fax: 440-826-2865 

E-mail: lzola@advanstar.com 

Business Opportunities 

/FE\ 
Mmtm 4 AcquUbon Sfmcialètb 

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 630-910-8100 [ 

BIO-GREEN FERTILIZING SYSTEMS AND 
FERTILIZERS is looking for motivated distributors 
in your area. Economical, environmentally 
friendly way to feed trees, shrubs and turf. 
GREAT INCOME POTENTIAL! Call to l l 
free, 877-557-8866 or v is i t our web site: 
www.Bio-Green.com 3/00 

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

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

4/00 

Educational Opportunities 

!"BE A LANDSCAPE DESIGNER 
I Home study. Design lawns, courtyards, waik-

1 ways, gardens, shrubbery Free literature. 
| SEND OR CALL: 800-223-4542 

LSchool of Landscape Design, Dept. GTC694 
430 Technology Pky., PODI, Norcross, GA 30092 

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, Snyder, TX 79549 
915-573-8511, Ext. 305 

Educational Opps (Cont'd) 
SWISS PRECISION ENTERPRISES, dedicated to 
help you succeed! Training and Motivational 
seminars tailored to the need of your Company 
or Organization. Seminars given by Kurt Eidam 
who has 22 years experience in the Green 
Industry. See us at: www.ida.net/blz/sda/ch 
OR contact us via e-mail : swlss@ida.net 
Phone: 208-652-7831. 3/00 

For Sale 

TULIP BLENDS 
tha t b loom simultaneously 

Sales Aids Available: 
Marketing Flyers, Posters 

Wholesale Catalog 

1 888 TIP TOES 

I TURBO TURF 
HYDRO SEEDING SYSTEMS 

TURBO TECHNOLOGIES, INC. 
1500 fIRST AV[, BtAVIR FALLS, PA 15010 

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

• 20 year roof & wall warranty 
• Plenty of room for storage & 
a workshop 
Prime Steel 

Some Other 
Sues Available 

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

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 EXT 4 0 2 

mailto:lzola@advanstar.com
mailto:lzola@advanstar.com
http://www.Bio-Green.com
mailto:ktranke@clear.lakes.com
http://www.ida.net/blz/sda/ch
mailto:swlss@ida.net


C L A S S I F I E D S H O W C A S E 

For Sale (Cont'd) Help Wanted 

E D A C I A N C A N V D A I 
T — g — C — H - N — O - l — O - O — I — I — • 

ir E C 3 0 0 0 Tack i f ie r • 
• H y d r o Seeders ir 
• Straw Blowers * 

New fit Used Equipment!!!^ 

One-Stop Shopping 
3380 Rte. 22 W., Unit 3A, Branchburg, N) 08876 

800 245-0551 •908-707-0800*Fa*: 908-707-1445 

w w w .Eros ionControlTech.com 

W A N T E D a 
Commercial Landscape Companies | 

Call For Our FREE 
Catalog With . 

300+ Innovative 
Products that Mahe J 
Your Jobs Easier. 
Safer and Faster! 

V c W.E.CHAPPS, Inc. 
More Than Just Chapps! 

( 8 0 0 ) 3 1 6 - 2 4 2 7 
w w w . w e c h . a p p s . c o T n 

4 0 X 6 0 X 12 
$7,523 

Build It YourMH And Savt 10,000 SIzm, All Bol1-Tog«th«r All StMl 
Buildings. Call Today For A Price Quota And A Brochure. 

H E R I T A G E 3 U H P 1 N G S Y S T E M S 
8 0 0 - 6 4 3 - 5 5 5 5 

w w w . 111 r t a I l> I (I k • ( <> m 

LANDSCAPE DESIGN KIT 3 
48 rubber stamp symbols of trees, 
shrubs, plants & mora 1/8" scale 

Stamp sizes from 1/4" to 1 3/4". 
$84 • $€ s/h VISA, MasterCard, or 

MO*s shipped next day. Checks delay 
shipment 3 weeks CA add 7 75%Tax. 
A M E R I C A N S T A M P C O 

LOCJI cite ' 12290 ft$ing M LJUIM'Wilton-CA 9 5 6 9 3 

916-687-7102 Voice of Fax TOLL FREE (877) 687-7102 
Frss Brochurs . 

SEEDLAND.COM 
Lawn & Turfgrass Seeds 

Grasses for warm, cool & transition zones. 
Buy Seed Direct - Commercial Sales Online. 

(888) 820-2080 
www.Globalseeds.com 

• Big, easy 
to-read dial 

• Low cost. 
• Portable 
• Built for long-

lasting use! 
Tells you when to lime. 
Now. read your soil pH in seconds with KELWAY 
HB-2 acidity tester Learn on-the-job whether to add 
lime and how much No batteries No reagents No 
chemicals Just insert KELWAY soil tester in moist 
soil Professionally designed for growers. KELWAY 
tester gives direct acidity and moisture readings 
Contact your local distributor or write for FREE 
informative literature today 

K e l I n s t r u m e n t s C o . , Inc., Dept. N 
P.O. Box 54, Wyckoff, NJ 07481 

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-ma$ter,cQm 

Spray Truck For Sale- 1984 GMC C-7000 with 
1000 gallon stainless steel tank. Vehicle includes 
Detroit Diesel 8.2 engine, AT-545 automatic 
transmission, PTO, power steering, power brakes, 
50 gallon fuel tank, 149" wheel base, 9,000# front 
axle, 17,500# rear axle, and a 21,200 GVW. Runs 
very good and is in good condition. Tank unit is one 
compartment with baffles, is in excellent condition, 
and includes two hose reels mounted behind tank. 
No pumps or hose included. This truck has a 
lot of life left in it! $5,000.00 or best offer. Call 
1-810-939-3636. 3/00 

Put the Poiver of 
Direct M a r k e t i n g 

to Work f o r You! 
^ p f f T « 1 pJW Use our rapid response 

card deck to introduce new products, test 
products and markets, and direct prospects 
to your website. 

For Card Deck details contact: 
• MattSimoni • 440891-2665 

Landscape 
M A N A G E M E N T ! 

ALASKA: 
m i l l The Las! Frontier 
An AWARD WINNING and SUCCESSFUL company 
in beautiful Anchorage, Alaska is seeking energetic, 
career minded individuals to join our young and 
rapidly growing company. Take this opportunity to 
become part of top management in an honorable 
company with unlimited growth potential. Must have 
a minimum of 3 years experience in landscape 
design, sales, and project supervision with knowledge 
in horticulture and computers. Positions available: 

• Landscape Design and Installation Division 
Manager (residential and commercial) 

• Nursery Manager (retail and wholesale) 
• Deck and Patio Division Manager 
The active season is from March 15 through 
November 15, work 6 to 9 months a year and earn 
a twelve month salary + profit sharing. Alaska offers 
a variety of recreational activities to indulge in during 
the off season. This is ideal employment for those 
who love the great outdoors. 

Send Fax, or Email Resume to: 
Attn: Personnel 7010 Old Seward Hwy. Suite 4 

Anchorage, Alaska 99518 
Fax: 907-349-4386 • Email: faltzlan@alaska.net 

L A N D S C A P E / G R O U N D S MGMT. 
DUBROW'S NURSERIES, LIVINGSTON,NJ 
NATIONAL AWARD WINNING COMPANY 

S U P E R V I S O R S . Looking for self-
motivated, communicative individual to 
oversee large accounts. Our corporate 
client base requires experienced personnel 
with the following credentials. A BA degree 
in horticulture, 5 years supervisory 
experience and a current NJ pesticide 
license. You must be able to coordinate the 
administration of owner's contract job 
specifications. 
F O R E P E R S O N S . Experienced 
forepersons needed to instruct and super-
vise daily work activities of maintenance/ 
landscape crews. Must have minimum of 3 
years supervisory experience. Bilingual a 
plus. 
Highly competitive salaries and benefits. 

HIRING BONUS 

Fax resumes to Bob Greene 
973-992-6050 EOE M/F. 

251 W. Northfield Rd. 
Livingston, NJ 07039 

_ 973-992-0598 

u BROW'S 

S E A R C H J O B S • P O S T J O B S • O N L I N E 
• w w w . g r e e n i n d u s t r y j o b s . c o m 
• w w w . l a n d s c a p i n g c a r e e r s . c o m 
• w w w . i r r i g a t i o n j o b s . c o m 
• w w w . n u r s e r y j o b s . c o m 

http://www.ErosionControlTech.com
http://www.wech.apps.coTn
http://www.Globalseeds.com
mailto:faltzlan@alaska.net
http://www.greenindustryjobs.com
http://www.landscapingcareers.com
http://www.irrigationjobs.com
http://www.nurseryjobs.com


Help Wanted (Cont'd) 

Mp/*5jrf 
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 Appficators 
Experienced Tree Climbers 

Tree Salespersons 
Fax or e-mail resume to 

Katy Kelly - Human Resource Manager 
Liplnski Landscape & Irrigation, Inc. 

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

GreenSearch^W^ 
• f oda t« hi Prondbq M a ^ n tor ttx Or—a h t i l y U • 

E-mail: infoOgreensearch.com 
Toll fro«: 888-375-7787 Fax: 770-392-1772 

Anyone can plant a flower. Anyone can water a lawn. 
But understanding site drainage or knowing the best 

types of vegetation to plant based on specific site 
conditions, requires expertise. What is your expertise? 
Maintenance and Landscape Crew Leaders call today! 
Salaried Crew Leaders are eligible for profit sharing, 

medical, dental, vision, vacation and holidays. 
www.headsuplandscape.com 

Tel: 505.898.9615 Fax: 505.898.2105 

Horticruiters 
We place Green Industry Professionals, 

with proven track records, 
with Quality Companies. 

Candidates interested in advancing their careers 
OR companies needing to fill a position. 

Call: 419-478-3202 or fax your 
information to: 419-478-4009. By mail: 

HORTICRUITERS 
PO Box 6458 

Toledo, Ohio 43612 
All Inquiries Are Kept Confidential 

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 

EMPLOYMENT OPPORTUNITIES 
AVAILABLE 

The Green Plan, Inc., a fifteen year old full service 
landscape, tree care and irrigation company located 
at the base of the Colorado Rocky Mountains is 
continuing to grow and expand operations. 

Current Positions Available: 
• Chemical Division Manager 
• Licensed Tree and Lawn Spray 

Technicians 
• Irrigation Service Technicians 
• Landscape Maintenance Foreman 
• Landscape Installation Foreman 
• Tree Climbers and Bucket Operators 

Positions include excellent compensation, year 
around employment, 401(k) and full benefits. 
Immediate openings available with a quality 
ALCA Member firm. Please forward resume to the 
fax number or address below. 

The Green Plan, Inc. 
PO Box 17338, Boulder, Colorado 80308 
303-938-8230 Phone • 303-938-8137 Fax 

tgp@eazy.net 

WESTERN STATES 
RECLAMATION, INC. 

A sixteen year old landscape revegetation 
and erosion control company in Broomfield, 

Colorado who is recognized for our excellent work. 
We seek to fill the following positions: 

• Project manager Revegetation/Landscape 
• Estimators - Senior & Entry Level 
• Irrigation Superintendent 
• Landscape Superintendent 
• Reclamation Superintendent/Foreman 

If you are qualified, you will receive above 
average wages, excellent medical benefits, 

401K/profit sharing, company vehicle, 
(Superintendents & FToject Mgrs.), 

relocation allowance incentive program 
& working in a great team environment! 
All positions are full time, year round. 

Check our website @ www.Wsreclamation.com 
Fax resume to: 303-465-2478 or mail to: 

WSRI, 11730 Wadsworth Blvd. 
Broomfield, CO 80020 

IRRIGATION SERVICE TECHS & FOREMAN-
Due to expansion, Acme Systems Inc. is currently 
seeking high caliber individuals who enjoy working 
in the landscape/irrigation industry. If you have the 
skills and desire to meet and exceed the expecta-
tions of your peers and our clients in servicing 
and/or installing irrigation systems, and are inter-
ested in becoming a team member, the door of 
opportunity is open to you. We offer year round 
health benefits, IRA contributions, top wages, 
uniforms, paid holidays and vacations. Acme 
Systems Inc. has been a leader in the irrigation 
industry for over 40 years. For further information 
contact: Tom Laur, Jr., Acme Systems Inc., 6101 
North Flint Road, Glendale (Milwaukee), Wl 
53209. Email: acmesys@execpc.com or Web-
site: www.execpc.com/~acmesys \ 3/00 

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 dfcys. So 
start NOW for next season and solve your labor 
problems. Call: Bob Wingfield, 214-634-0500. 
www.amigos-inc.com. 3/00 

I.P.M. SPECIALISTS NEEDED for growing full 
service tree company located in Fairfield County, 
Connecticut. We are looking for qualified, motivated 
specialists for year round employment with a starting 
compensation of $35,000, depending on experience 
and qualifications. Will need to have Connecticut 
supervisory license, Horticulture/Arboriculture 
degree, or minimum of 2 years experience. Benefits 
include paid holiday, vacation, medical and dental 
insurance, 401k plan, mileage reimbursement. 
Send resume to Bruce S. Pauley Tree Care, Inc., 
PO Box 878, New Canaan, CT 06840 or call 
203-966-0869 or schedule interview. 3/00 

PARK SUPERINTENDENT, SIOUX CITY, IOWA: 
$37,873-$53,786/ANNUALLY Serves as chief 
supervisor for park operations and maintenance in 
the administration of the Parks & Recreation 
Division of the Public Works Department. Respon-
sible for planning, supervising and overseeing the 
operations of park maintenance, tree and weed 
abatement and public cemeteries within the 
division. Coordinates day- to- day work activities of 
all employees within park operations, handles 
inquiries from the public, prepares annual budget 
and capital improvement requests, and advises 
Parks Director concerning present and long- range 
strategic planning and development efforts. 
Necessary to have extensive current knowledge of 
methods, practices and equipment related to parkJ 
facility maintenance, construction and turf care and 
customer service. Considerable experience in park 
maintenance with some experience at the supervi-
sory level; completion of standard high school 
course or equivalent, preferably graduation from a 
college or university with major course work in 
parks and recreation administration; environmental 
education, or agronomy; preferable status as 
a Certified Leisure Professional (CLP); or any 
equivalent combination of experience and training 
which provides the required knowledge, skills and 
abilities. An understanding of recreation manage-
ment is also preferred Appl icat ions are 
being taken unt i l Apri l 7, 2000. For an 
appl icat ion please call City of Sioux City, 
Human Resources, 712-279-6202 or kwynn@ 
sioux-city.org AA/EOE 3/00 

PUT THE POWER OF CLASSIFIED ADVERTISING TO WORK FOR YOU! 
Call Leslie Zola: 1-800-225-4569 ext. 2670 • Fax: 440-826-2865 • E-mail: lzola@advanstar.com 

mailto:katy@lipinskiland.com
http://www.headsuplandscape.com
mailto:jobs@brickmangroup.com
http://www.brickmangroup.com
mailto:tgp@eazy.net
http://www.Wsreclamation.com
mailto:acmesys@execpc.com
http://www.execpc.com/~acmesys
http://www.amigos-inc.com
mailto:lzola@advanstar.com


Help Wanted (Cont'd) 

CHEMICAL SALES REPRESENTATIVE- Come 
join one of the largest Vegetation Management 
Companies in the United States. DeAngelo 
Brothers, Inc. has immediate openings for Chemical 
Sales Representatives throughout the U.S. 
Responsibilities include direct marketing of DBI's 
full product line of chemicals and related equipment 
throughout a regional territory. Horticulture or 
related degree desired, with a working knowledge 
of Vegetation Management Chemicals (minimum 
two years experience). Qualified applicants must 
have strong interpersonal communications skills. 
The candidate chosen will work out of a DBI 
Regional Office and must enjoy travel. We offer an 
excellent salary and benefits package, including 
401 (k) and company paid medical coverage. For 
confidential consideration, please forward resume, 
including salary history and geographic preference 
in cover letter. Send or fax resume to: DeAngelo 
Bros., Inc. Attn: Charlie Sizer, 100 N. Conahan 
Drive, Hazelton, PA 18201. Fax: 570-459-5500. 
EOE/AAP/M-F 11/00 

ALASKA: Nursery Manager- A successful, 
aggressive company in Anchorage, Alaska is seek-
ing an energetic, self-motivated, honest, flexible 
individual to join our team. Must have horticultural 
knowledge and be familiar with ornamental pest. 
Needs to be able to instruct and supervise daily 
work activities and maintain a large nursery. Needs 
to be able to greet the public and have strong sales 
skills. Possibly a year round position. Health insur-
ance available. Send Resumes to: Evergreen 
Landscaping Inc., 205 East Dimond Blvd. #150, 
Anchorage, AK 99515 4/00 

GROUNDS CARE MANAGER- needed for 
a 1,703 unit , 95 acre h is tor ica l resident ia l 
community in Arlington, Virginia. Candidates 
must have as a minimum a B.S. Degree in Horticul-
ture or related academic field. Minimum of one year 
experience in community landscape management. 
Property has landscape/turfed grounds with a large 
number of mature trees. Prospective candidate 
must have excellent communication skills, good 
mathematical skills and display sound judgement. It 
is desired that candidates be familiar with CAD and 
be a certified integrated pest management chemi-
cal applicator. Bilingual (Spanish) and additional 
certifications or licenses a plus. We are looking 
for a person who has sound landscape manage-
ment/supervisory skills, but is also willing to get 
their hands dirty. Excellent pay and benefits. 
Qualified candidates can fax resumes to the 
General Manager at: 703-379-1451. EOE 3/00 

(ñ FOR 
CUSTOMER SERVICE OR 

SUBSCRIPTION INFO, 
CALL 888-527-7008 

FLORAPERSONNEL, INC. In our second decade 
of performing confidential key employee searches 
for the landscape/horticulture industry and allied 
trades worldwide. Retained basis only. Candidate 
contact welcome, confidential, and always free. 
1740 Lake Markham Road, Sanford, FL 32771. 
PHONE 407-320-8177. FAX 407-320-8083. 
Emai l : Hor tsearch@ao l . com. Webs i te : 
http://www.florapersonnel.com. 12/00 

LANDSCAPEJOBS.COM- National Search for 
Landscape Professionals. See what we can do for you, 
check out our website: www.landscapejobs.com 
This month's hot job: MAINTENANCE MANAGER 
TRAINEE. CALL: 1-888-729-LAND. 4/00 

IMMEDIATE POSITIONS AVAILABLE - Fast 
paced firm servicing North Florida and its surrounding 
areas has openings for maintenance foreman, 
irrigation foreman, landscape foreman and pesticide 
applicators. Year round employment, excellent 
salary and benefits package. We provide an 
innovative team environment that promotes 
TREMENDOUS GROWTH POTENTIAL. For 
immediate consideration call 850-877-7056. 5/00 

Territory Manager for an established company-
The chosen professional will be responsible for 
generating sales and expanding markets within our 
professional turfgrass division. This includes 
developing and executing micro-market strategies, 
and representing our company to various producers 
and distributors. We require a BS Degree in an 
agricultural business related field i.e.: Ag Econ, 
Agronomy, Weed Science or Horticulture. Several 
years of practical experience in agricultural marketing 
or professional turfgrass management is beneficial 
and will be considered in lieu of formal education. 
Extensive travel is required. We offer a competitive 
compensation and benefits package. For consider-
ation, please send your cover letter, resume and 
three references to: Pennington Seed Inc., 
Attn: Russ Nicholson, PO Box 290, Madison, GA, 
30650. 3/00 

LANDSCAPE DESIGN/INSTALL MANAGER-
Memphis firm with reputation for exceptional quality 
working with high profile clients is seeking experi-
enced manager for design/installation division. Must 
have strong design talent, experience in commercial 
and residential landscaping, organization and com-
munication skills. Bottom line responsibility for entire 
design process from generation of proposal through 
completion of installation. A salaried career opportu-
nity with production bonuses, health/life insurance, 
profit sharing (401k). Contact: Margie Hill at 
901 -382-9000 or fax resume: 901 -382-7797. 3/00 

SEE RESULTS W I T H 
C L A S S I F I E D A D V E R T I S I N G 
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THIS AND THAT 
crew 

Weed-whacked 
at an early age 
BY JASON STAHL 

The guy told me that 
the thing hovered 
above the ground like 
a flying saucer. And I 
believed him. 

But who can blame 
me? When I joined a 
parks grounds mainte-
nance crew, I was a 

college kid. So when my manager kidded 
that the hovering mower I was about to use 
glided two feet from the ground, all I could 
say was, "Wow." 

Yeah, effortlessly my grass-stained ca-
boose. I busted my arms dragging that 
thing all over a 70° slope that had more 
rocks and tree stumps on it than blades of 
grass. At the end of the day, when the sides 
of my feet were blistered from trying to 
keep my balance on that death hill, I found 
out that the job I had just completed was 
one of the most feared projects at the park 
and one almost always assigned to rookies. 

Push mower duty was hell, too. Zipping 
from grass island to grass island in the 
Cushman, we'd have to load and unload 
the heavy mowers. Then there was the rail-
road trestle. Underneath it were two U-
shaped grass mounds, and to mow them 
we had to lower the mower down and 
haul it back up again. There was more 
gravel than grass on the other side, and the 
poor sap who mowed that side always got 
a mouthful of rocks for his efforts...(Watch 
for my next installment coming soon) 

ALCA member survey statistics 
Hourly wages in 1997 (most recent survey; 1999 data will be available spring 2000) 
beginning laborer, exterior maintenance $6/ hr 
experienced laborer, exterior maintenance $7.50-$8/ hr 
beginning laborer, exterior design/build $6 - $6.50/ hr 
experienced laborer, exterior design/build $8 - $8.25/ hr 

By region: 

NE SE MidW NW SW FarW 

beginning laborer $7 $6 $6 $6 $5.50 $6 

experienced laborer $9 $8 $8 $8 $6 $8.5 

Source: ALCA 

Now that's appreciation! 
How do you thank clients who have helped you become one of the Southeast's 

largest ferti l izer manufacturers? Throw them a golf out ing, that's how! For the 13th 

year in a row, Howard Fertilizer Company did just that for 100 guests at Forest Lake 

Golf Club in Ocoee, FL. In addit ion to fun on the links, everyone was treated to a 

buf fet lunch and steak cookout. "Strong customer service is our top priority," 

Howard Fertilizer sales representative Chuck Blankenship says. " Informal gatherings 

like these build relationships and provide a relaxed environment to learn more 

about our customers' needs." 

Do you have any horror stories about 
your job? If so, contact Jason Stahl 
at 440/891-2623 or e-mail at 
jstahl@advanstar.com 

mailto:jstahl@advanstar.com


In ONE year, this GRASSHOPPER 
will C U T and TRIM grass, mulch, 
side-DISCHARGE and B A G clippings, 
bull DOZE dirt, THROW snow, 
VACUUM leaves, SWEEP walkways, 
and AERATE soil. 
(For every thing there is a SEASON.) 

Heavy-duty multipurpose 48- and 60-inch dozer 
blades move dirt, sand, gravel and snow quickly 
and easily. The V-snow plow clears sidewalks. 

PTO-driven 48- and 60-inch fixed angle rotary 
brooms handle dirt, debris and clean up to 
eight inches of snow. 60-inch bidirectional 
broom available. 

PTO-driven 48- and 60-inch snowthrowers 
throw snow up to 20 feet away. Winter 
enclosure for all snow removal attachments 
provides protection from wind and snow. 

40- or 60-inch AERA-vator ,M penetrates hard, 
dry soil without irrigation. ROPS with overhead 
canopy is optional. 

SL96 FlipUp1M Decks rotate 90 degrees for ease 
of maintenance and compact transportability. 

First to Finish...Built to Last 

YOUR NEXT MOWER 
The Grasshopper Company 

One Grasshopper Trail • P.O. Box 637 
Moundridge, KS 67107 U.S.A. 

Phone: (316) 345-8621 • FAX: (316) 345-2301 

And for every season, Grasshopper has just the right attachments. 

• Make a clean sweep with Quik-D-Tatch Vac® collection systems. Mulch, bag or 
discharge with the same deck for superior results in varying conditions. 

• All-season grounds maintenance systems put Grasshopper zero-radius 
maneuverability to work all year long. QDT™ mounting system lets you change 
attachments in minutes without tools. 

• Easy to operate. Even beginning operators get the feel of Grasshopper's dual-lever, 
Hydra-Smooth™ controls in no time. Mow all day with little or no fatigue. 

• Built-in quality. Robotic-welded steel construction 
and specially designed components for long-

running durability. 

W&SiR&Z 
MOVE UP TO 

GRASSHOPPERABILITY 
| grass hop per abil i ty n. 

the ability to make all 
x the right moves for 
mowing quality and 
timesaving productivity. ¡0 



lick Hahne 

Operations 

Russ Tysinger 
Director of 
Facility Operations 

This year, some of the top teams 
at Daytona are using our machines. 

Circle No. 104 on Reader Inquiry Card 

BOB-CAT. BUNTON. RYAN. Just off the high-banked asphalt 
of Daytona International Speedway, you'll find three of the top teams around. And while 
the red lines on their machines don't approach 9,000 rpm, they perform like champions on 
parts of the track other drivers dare not tread. On the infield, Bob-Cat®, Buntori* and Ryanv 

deliver the awesome grounds care performance and unmatched precision that no million-
dollar racecar can match. As the Official Grounds Care Equipment Supplier of Daytona 
International Speedway, Textron Turf Care And Specialty Products builds the machines 
these Daytona drivers count on for winning results from start to finish. 

Call us at 1-888-922-TURF or visit us at www.ttcsp.textron.com and put your drivers 
on the right track. 

TEXTRON 
TURF CARE AND SPECIALTY PRODUCTS 

APLC-0200 © Textron Turf Care And Specialty Products BOB-CAT BUNTON RYAN 

http://www.ttcsp.textron.com

