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New Compass controls
Brown Patch, Leaf Spot,
Gray Leaf Spot, Red 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

New Compass’.

- Locked-in disease control for both

lawns and landscape ornamentals
at the lowest rates ever.
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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 0z/1,000 sq. ft. ra

covers 2.45 acres of turf.

New technology,

yet competitively priced.
With unique mesostemic pow
Compass delivers locked in, broa

spectrum control at a price ¥

can afford.




Just in time, a reduced-risk
fungicide that is
environmentally sound.

Compass has been classified as
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

the plant surface due to its high affinity
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
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Otterbine
subsurface aeration.

For effective pond management, turn to the industry leader.

Otterbine subsurface aerators give you the highest and AIRFLO, used in deep applications,

quality construction and assembly ... at purchase prices is ideal for recreational settings.

and operating costs that are the most competitive in the . o,

S . ! Otterbine, a family-owned company, has
industry. Otterbine units are backed by unsurpassed : i , X
i : T . ; used its 40-plus years’ experience to bring you the best
product safety testing, the industry’s : k= i L .
- o in water quality management products, including surface
finest warranty, and over 130 distribu- ; .

: . and subsurface aerators, lake dye, dewatering pumps,
tors and over 60 authorized Otterbine :

and Otterzone, an ozone-generating system for effluent,

service centers worldwide.

odor or clarity problems.
Choose the subsurface product that best suits your

needs. TRITON, is perfect for narrow waterways; Call today at
SUBTRITON, is especially suited to shallow ponds; 1-800-237-8837.
Circle No. 105 on Reader Inquiry Card

Water works with Otterbine.
3840 Main Road East * Emmaus, PA 18049

610-965-6018
vy TR Tor
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[cover story |

28. Market under the Microscope:
DC Corridor

Washington/Baltimore area landscape professionals

are feeling the pinch from consolidation, but still have
more work than they can handle

By LM'S STAFF

LABOR CRUNCH

36. Make your training work
Can’t find the time to train? Make it easy and quick
and it will become a regular habit

By: PHIL FOGARTY

[design/build center |

39. Hendrikus Schraven:

The Natural

Seattle ‘scaper Hendrikus Schraven'’s organic
approaches now turn heads — and garner awards
By: MIKE PERRAULT

47. Product focus: All decked out
A deck builder is only as good as his deck supplies. The
right choices could make or break your future

Brounds management centerJ

48. Award-winning landscape
management
The Breakers: PGMS Grand award winner

52. Taking care of a county

More than 419 square miles of territory and a length
of 36 miles make Maryland’s Anne Arundel County
one big maintenance challenge

By JASON STAHL

COVER IMAGE: © PHOTO BY SCOTT ROBINSON
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vaLentpro 

The new Valent Professional Products web site is a great business partner for the turf -
professional. This is the first web site that gives you the convenience of buying Valent. ¢ :
professional products online. It also gives you instant access to Valeat Turf Talk and other - { vaugny »
industry news. It even includes a unique problem/solution feature that makes it simple e
to find the most effective control for any turf pest problem. Naturally, valentpro.com ~  ¢Fr+°
also has label and MSDS information on products like dust-free Orthene” Turf, Tree & :
Ornamental Spray 97. To see it all, stop in now at www.valentpro.com. :

- eS8t
RS y oL

Read and follow the label instructions before using. ORTHENE is a registered trademark of OMS lnvestiments, Inc.
ORTHENE 97 pateats pending: ©2000 Valent U S:A. Corp. 2003-TTR-ADPRO )
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TO WANT THE BEST ornom WORLDS.

Preventive or curative? Why not both?

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

Plus, the innovative new chemistry behind

MACH 2 Turf Insecticide requires no immediate

¥/RohMid L.L.C. Company ©1999
Always read and follow label directions.

Circle No. 107 on Reader Inquiry Card

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

So, when it comes to MACH 27, the best of both
worlds is clearly an understatement.

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

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

- .
MACH 2

IT’S ALL YOU NEED
TO PREVENT OR CURE.
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on the record

BY SUE GIBSON / EXECUTIVE EDITOR

I’d buy time if I could

ave you ever felt like this? | have 10
new projectson my desk, plus the
usual day-to-day assignments, all of
them needing my attention, and now.
I'm not complaining, but if I knew
more about juggling I'd feel better.

You must feel the same when the Spring rush
comes. Those urgent telephone inquiries, scheduling
and estimating challenges, employee training demands
and fast-growing landscapes all need your attention,
and they need it now. Whew! No wonder you're feel-
ing pressured.

I'm amazed at how much more work an ordinary
person can accomplish when they are challenged. The
experts tell us people are just as productive when they
work for four long days rather than five regular ones,
or when they have incredible pressures to meet a
schedule. Who hasn’t accomplished twice as much as
usual on the day before a vacation?

Those who have devised effective time manage-
ment systems know exactly what it takes to be effi-
cient, and most of us discover it on our own when
time is short: it’s planning for your priorities.

In May, the priority is production. Get the work
done, get the new employees assimilated, get the
schedule tweaked, get those phones answered, get out
and make new estimates. Get it all done and don’t
even think about slacking off — there’s no time.

Right now, you're probably as focused as you're
going to be for the rest of the year. But what is “effec-
tive” when you have enough to keep yourself busy 18
hours a day? That's where the planning comes in. Be
realistic and know you won't get everything done.
That will give you insight into your real priorities. If
you spend this month working hard on just your top

( J
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e who have developed time management
1ow exactly what it takes to be effective:
it's planning for your priorities.

priorities, you'll have one heck of an effective time.
Guaranteed.

D.C. in a nutshell: low-balling

Several D.C.-area contractors recently told me some
large area firms continue to “buy business” by low-
balling maintenance contract bids (read more about
this in our cover story: “Market under the Micro-
scope,” starting on page 28). This brings two conflict-
ing thoughts to mind:

There’s nothing wrong with providing “economy”
service at “economy” prices. Sure, most of you want
prices to climb for everyone in the industry because this
sets a higher value on your services and makes it easier
to be profitable in a highly competitive business. For
some, it might be the first time you truly are profitable.

But if I believed all that I'd be naive. That's busi-
ness and customers get what they pay for. They can
pay more if they want higher levels of service.

Low-balling doesn’t always work that way, how-
ever. When your customers are used to high quality
service (and those extras you provide for free), and
they switch because of an irresistibly low bid, they
may be disappointed with the new contractor and
even the industry as a whole.

No wonder so many go
back to their old
providers. It proves that
relationships often do
mean more than money.
Contact Sue at 440/891-2729
or e-mail at sgibson@
advanstar.com
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It's called “Leading By Example” — combining state-of-the-art design with

unsurpassed reliability. We call it Echo Pro Performance. Echo trimmers
make quick work of any tough job, with features that include a vibration
reduction system, ergonomic controls and a world-class, two-stroke engine

to deliver outstanding performance — every hard-working day.
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WHAT, WHEN & WHERE

May
H¥X! American Society of

Victoria, British Columbia,
Canada; 925/516-1124

June

[ Turf 2000 / Phoenix, AZ:

Sponsored by Pennington Seed
and Seeds West; 520/783-2050

July

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

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

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

EEXTE ALCA Summer

Leadership Meeting / San
Diego, CA; 800/395-2522

[EST Texas Turfgrass
Association Conference and
Show / Galveston, TX; 409/690-
2201

[EXFT] Turfgrass Producers
International Summer

Conference and Field Days /
Spokane, WA; 800/405-TURF

FEF2FZ) International Lawn,
Garden and Power

Equipment Expo / Louisville,
KY; 800/558-8767

10

EZ3FL] PLCAA Legislative
Day On The Hill / Washington,
D.C.; 800/458-3466

August

X APLD Summer
Conference / Toronto, Ontario;
Sponsored by the Association of
Professional Landscape Designers;
630/579-3268

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

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

September

F&: Southwest Horticultural
Trade Show / Phoenix, AZ;
480/966-1610

[EXT] Turf and Landscape
Field Days / Blacksburg, VA;
540/231-5897

Trees, People and
the Law National
Conference / Nebraska City, NE;
402/474-5655

FLEET) Tree City USA
National Conference /
Nebraska City, NE; 402/474-5655

October

[ Society of Municipal
Arborist (SMA) Year 2000 ~ Spor
Conference / Lansing, Ml; ¥ s

517/482-5530 L
5 Turfgrass Landscape

and Equipment Expo / Costa R
Mesa, CA; 818/764-5016 Ty

LANDSCAPE MANAGEMENT / MAY 2000 / www.landscapegro!
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’'m your go-to guy.
| carry all your tools. And keep you
in the green. 'm always on the job.
And hardly ever rest.

7\

Bring me on the job.

< Call GMC at 1-800-GMC-8782.
| live for work. Or visit www.gmcforwork.com.

When your business relies on the growing season, every day is a push for profit.

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

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

control even during adverse conditions. @ M E
®

The classic Sierra is relentless power and

USA

reliability at your command. Do one thing. Do it well
Vehicles shown with equipment from an independent supplier. See owner's manual for information on alterations and warranties. Proud Sponsor of the
36USC220506 © 2000 General Motors Corporation. All nghts reserved. 2000 U.S. Olympic Team
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It won't be coming hack. But

Get $25 back when you purchase just effectiveness they need. So you can stock up on
$100 worth of SpectracidePRO: the way to a job and kill without fear of callbacks.
And that’s just the beginning. Because with So buy now. Pocket 25 bucks. And buy on the fly
programs and incentives from SpectracidePRO, all season long.
you save all season long. We've created a
complete line of pesticides, available only b "
0«0 at your nearby Home Depot, that = | g\a ,"

<y bring together the convenience g = =
RN Se==sE

»

professionals want with the

Spectracide== "

Pesticides For The Professional

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

© United Industries Corp. 2000
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green side up

BY RON HALL / SENIOR EDITOR

Offering a cultural bridge

Jennifer Thomas teaches more than the words

“rapido, rapido” in her cross-cultural sessions.

ennifer Thomas is an independent contractor
just like many of you, except she’s probably a
lot better looking. Okay, so I'm not being po-
litically correct. Give me a break.

She just happens to be an attractive young
lady with a warm, outgoing personality and
some special skills that the landscape industry

desperately needs right now — namely she communi-
cates as easily in Spanish as she does in English, and
she's knowledgeable about Latino culture.

We met her about four years
ago just after she started her
business, known as Spanish
Training Services, headquar-
tered in Evanston, IL, which of-
fers language and cross-cultural
training services. She works al-
most exclusively with Green In-
dustry operations — landscape
companies, nurseries, golf
courses and lawn care firms
among others.

At the time of our first
meeting, this seemed like an
unusual career choice for such a
bright, young person, and we
probably didn't do a good job of
hiding our skepticism. After all,

how much demand could there

be for these types of services?
Beyond that, we couldn’t imagine she could teach a
U.S.-born field foreman enough Spanish or a Hispanic
worker enough English to do much good on a cus-
tomer's landscape. Not in a one- or two-day training
session, anyway.

After all, we took years of classroom Spanish and,
as far as we can remember, never did learn the Spanish
words for mower or shovel or — now that I think
about it — not many other words, either. Besides
being language impaired, we admit to having formed
an opinion without appreciating the value of the ser-
vices that Jennifer Thomas offers to lawn and land-
scape companies.

She is among a tiny group of specialized contractors
that provides practical training on how to most effec-
tively incorporate Spanish-speaking employees into
U.S. Green Industry organizations. The goal is to pro-
vide company management and the laborers them-
selves simple language and cultural bridges to reduce
misunderstandings and increase production efficiency.

Regardless of how you feel about the growing num-
ber of foreign-born, Spanish-speaking workers in the
United States or, specifically, about the federal H2B
program that allows them to work in our country sea-
sonally, Hispanic workers have become the labor back-
bone of the Green Industry. And it looks like they’ll
continue in that role for some time.

Ms. Thomas, and the few others like her, can help
us make the best of that situation. You can reach her
at: Spanish Training Services, 719
Emerson St., Evanston, IL 60201.
800/491-0391.

Contact Ron Hall at 440/891-2636
or e-mail at
rhall@advanstar.com

www.landscapegroup.com / MAY 2000 / LANDSC™



mailto:rhall@advanstar.com

|my way

DANIEL WEISS / GUEST COLUMNIST

The key to making continuing education successful is
making its goal clear and always making it fun.

Education: We keep at it

14

- ) ff season, in season, middle of the sea-
am}/ © . son. How do you keep up with the
£ | changing face of the industry? How
it ”EA_{ﬂ do you keep your employees moti-
!‘JII'-?#.' }:-.Q]! vated, trained and feeling a part of the
‘u@'ﬂ v industry as a whole? One way is

L~
1
o
&

" through continuing education.

Continuing education helps bind people together. It
is a chance for employees, managers and owners to be
productive while breaking the course of a normal busi-
ness day. In-house sessions or road trips help reinforce
what employees already know and teach what is new.

We use continuing education through trade maga-
zines like this one, company training programs and ex-
ternal seminars and programs taught by experts in a
variety of fields. What do you do? Do you make it
available to everyone in your organization? What
about industry association alerts and updates? Are you
sharing the latest information from your local vendor
or what you learned about a promising new wall stone
material to replace something you've always used?

Start small, think big

It doesn’t have to be a major project. In fact, continu-
ing education starts at the small scale-level. It starts
with making resources available — magazines left on
conference tables for employees to browse while in the
office, or copies of articles displayed for your employ-
ees to see. | read a lot of material, and much of it
wouldn’t necessarily introduce to my staff. However,
when [ see pertinent and timely information, I simply
make copies for them. People respond well to that be-
cause it keeps them abreast of what is happening.
They also know I think it is important for them to be
included and up-to-date on information.

LANDSCAPE MANAGEMENT / MAY 2000 / www.landscapegroup.com

The key to successful continuing education is find-
ing the type of resources that apply to your operation
— from planting and designing to team management
to customer service to accounting practices. If you
listed all of your organization’s skills, you would be
surprised at how many different tasks your organiza-
tion engages in and how many people work in those
areas. Make those areas focal points for increased train-
ing to maximize and improve your operations.

Work your organization

One of the important benefits of belonging to a profes-
sional organization is exposure to continuing educa-
tion. Many Green Industry organizations have continu-
ing education programs. Get on a mailing list to find
out more about them.

Your customers and their businesses probably be-
long to different organizations, and some of their semi-
nars may cover a particular subject that you want to
learn. For instance, we searched for a training session
on paperwork management. We wanted a resource
that would help streamline an effective change to sat-
isfy our objectives and manage the administration
more effectively. I asked a customer in the telecom-
munications field, thinking that they might get differ-
ent types of advertisements than those sent to us.
Many of the seminars promoted to his company
crossed subjects we found most useful. Not many
Green Industry professionals were at those meetings,
but maximizing profit, eliminating red tape and in-
creasing employee efficiency certainly isn’t exclusive to
our field.

Go to the shows
Trade shows are an excellent way to familiarize yourself



with new techniques, equipment and infor-
mation. Often, trade shows have seminar
speakers that lecture throughout the day.
Local colleges and the Internet are excellent
resources for finding out about relevant in-
formation and business seminars as well.

Finally, if you've been a long-time
member of a particular organization, per-
haps you have seen some of the same
classes or programs offered through the
years and have continued to frequent these
programs. Or, because you've seen or at-
tended them before, your interest has
waned. Are you attending less often than
before? If you have seen similar programs
over the years, it indicates that they are
some of the most popular, fun and instruc-
tive programs offered.

Don't get stale
But why go if you've already gone?
Material varies from year to year, even for
the same programs. What you may have
heard three years ago may be different now.
have taken different employees in different
years to the same seminar. I get to see some of
the same faces that | haven't seen in several
years and keep track of how people are doing.
Your atten-
dance at these

functions allows

People w

}

everyone in the
Green Industry to
make the make friendships,
renew contacts
and share ideas. A
program offered
by the Michigan
c Nursery and
'UT) Landscape Asso-
ciation last year
was called “Dis-
tinguished Plants
in the Land-
scape.” My staff appreciated learning about
the new plants and it also let us speak to
some growers about plants we'd like to see.

People who share ideas make each expe-

rience new. There is always something to be
gained by going to a program you've been to
before or think you know everything about
because you'll always find a new approach,
make a new contact and rethink something

you've done one way for years.

The key to making continuing education
work is making its goal clear and making it fun.
— The author is president of Natural Land-
scape Design and Maintenance, Inc.,
Keego Harbor, MI

DAYS BECOME MINUTES. . . with the easy, one

person, remote controlled Express Blower application.

FINISH IN A FLASH. . . with a production rate of 30 to

100 cubic yards per hour, large crews are a thing of the past.

SEASONED WITH TIME . . . EB is the industry leader

with over 5 decades of mulch, compost & soil application
technology and experience.

SERVICE IN SECONDS . . . with a customer support

team that is available and ready to assist, 24 hours a day.

Fupress Jlower

IR YY) www.expresshlower.com

A division of Rexius Forest By-Products, Inc., Eugene, OR
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YOUR OPINIONS, COMMENTS, & QUOTES

Answer to labor
problem is not H2B
but higher wages

Will there be a labor shortage
in the 2000 growing season?
According to the February 2000
edition of Landscape Manage-
ment, the answer is yes.

What's the solution? Well,
according to your magazine
and many landscape contrac-
tors, it's increase the number
of H2B visas. This will insure a
cheap labor pool.

Will there be a labor short-
age in the year 2004 (the year
today’s high school seniors will
graduate with their bachelor
degrees in hand)? Undoubt-
edly, yes. What high school se-
nior (or high school senior’s
parents) is going to invest four
years and thousands of dollars
to pursue a horticulture or
aboriculture degree only to
graduate to an entry level job
in the Green Industry that
starts at $8 to $10 per hour?

The solution to the labor
shortage in the Green Industry
for the 21st century is two-
fold. First of all, close up the
cheap labor pipeline: issue less
H2B visas and crack down on
the illegal workers that most
contractors snicker about, then
look the other way. Second,
treat landscape work as a
skilled trade. Starting salaries
for gardeners, landscapers and
tree workers should begin in
the $16 to $20 per hour range,
the same range at which ap-
prentice electricians or

plumbers begin. Then, per-
haps, young American stu-
dents will consider landscaping
as a career.

Of course, this is just a
dream of mine. I've been in-
volved in the Green Industry
since 1980 and I've seen too
many talented people leave
for greener pastures. Cheap
labor provides too good a
profit to the contractors.

Henry Ford said it best: “|
pay my autoworkers enough
money so they can buy my
cars.” Do contractors pay their
employees enough so that
they can purchase a home that
will need landscape services? |
think not.

Gary Grisko
City Forester

Greed killed
employee loyalty

Your article on employee loy-
alty (“Is Loyalty Dead?” page 7,
March 2000) was interesting,
especially in this age of ram-
pant liberalism. As | have said
for years, employee loyalty
went down the tubes as greed
and the quest for market domi-
nance and power increased.
What caused this was the influx
of young, greedy MBAs who
were put into management
positions not knowing the busi-
ness, people or the industry.
Their focus on the bottom line
and their own bonuses fueled
their greed. This greed has ru-
ined many great companies
and marketing organizations in

“It all seems so unbalanced.
Could you move that tree over there?”

America today. When all deci-
sions are solely based on raising
stock prices, a company is
bound to become ruined. Look
around at the merger mania
going on today as a few slick
managers ruin the company
but reap the rewards of kick-
backs, parachutes and excessive
bonuses while the employees
suffer. When is enough going
to be enough? How can the
owners or stockholders expect
any degree of loyalty when the
employees are just mimicking
the management?

I've seen many loyal people
leave companies because they
were not given their bonus or
commissions. This makes em-
ployees mad, and they in turn
don't care about the company.
So often, owners forget who is
making the company grow.

The loyalty level increases
with company stability and ex-
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perienced people. Before
there is a return of loyalty in
the workplace, there needs to
be the return of ethics to our
society. We need more articles
such as yours, and | hope many
companies take heed in what
you conveyed.
Robert Kerr
Technical Sales Representative
Cleary Chemical Corporation

Likes “Ask the
Expert” column

We like to read your “Ask the
Expert” column. It's really
wonderful. Do you know the
average number of leaves a
mature tree drops? We'd like
to get some kind of a figure, if
you have one. Keep up the
good work!
Doc & Katy Abraham
The Green Thumb
WHAM TV, Naples, NY



A chemical
COMPANY

is only as good

As its CHEMISTRY




... And The

Chemistry Is On

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

ornamental have been the /)4'“['/1' t_l/.“u\t‘r (ful'/ml‘tlliull. More than any /lI'm[Ill'l. /Nll'/.:/j_’t‘ or service, it's the /n'u[l/(' :!['

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

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

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

People . . .

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

Plus Experience . . .

A nd the reason we can bring you
these solutions is simple. We recruit
the best people from all levels of the
business, so our field force has experience
and technical knowledge unmatched among
basic manufacturers. Our 30-plus field
representatives and managers have an
average of 13) years experience providing
the products and services that help build
relationships and grow businesses. Many of
our sales and development representatives
have advanced technical degrees, so you
know their recommendations are based on
scientific data, not marketing trends. Research
Product Manager Doug Spilker, Ph.D., has
several years of research-related experience
in the green industry. Turf and Orname wtal
Market Manager Neil Cleveland has mo
than a decade of experience in all levels of
the business before joining Bayer Corporation
GPC as a field sales representative. They
know you need more than just effective
products to make your business successful.
With the resources of Bayer Corporation GPC
behind them, they can provide you with the
support programs, the sales and application
training, the product information and the
chemistry you need to manage your business
and solve your problems. &t
A"!‘a &




Plus Chemistry . . .

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

Using the creativity of our people and the

Equals Solutions.

S uccessful product development
combines technical knowledge with

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

BAYLETON® Fungicide and MERIT

ni-drums. But innovation is an ongoing

our record of solving problems
he turf and ornamental industry.

of our products to find innovative solutions —

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

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

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

Bayer




Bayer Corporation GPC is a proud
~———member of these industry associations . . .
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NATIONAL PEST MANAGEMENT ASSOCIATION

PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA

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

UNITED PRODUCERS FORMULATORS & DISTRIBUTORS ASSOCIATION

www.protect-your-turf.com

s

¥y

www.nobugs.com

Bayer Corporation

Garden & Professional Care
P.O. Box 4913

Kansas City, MO 64120

(800) 842-8020

Bayer
MP 00176 GPC © 2000 Bayer Corporation Printed in US.A. 00BSYAOO30T



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

NEWS YOU CAN USE

CC acquires
Bush Hog
SELMA, AL — CC Indus-
tries, Chicago, IL, acquired
Bush Hog. The new com-
pany will operate as Bush
Hog, L.L.C. and retain the
same management team.
“We have been aware
of Bush Hog's commitment
to its customers for many
years,” said Bill Crown,
president of CC Industries.
“Bush Hog is unique in its
ability to focus on and
serve customer needs.”

VW&R buys Turf
Industries

AUSTIN, TX — Chemical
distribution leader Van
Waters & Rogers (VW&R),
Austin, TX has acquired
Turf Industries,
Dallas/Houston, TX. Turf In-
dustries will join Van Wa-
ters & Rogers’ Professional
Products & Services busi-
ness unit, which services
the structural pest control,
public health, turf and spe-
cialty agricultural markets.

Simplot, Pursell
ink deal

POST FALLS, ID — Simplot
Turf and Pursell Technolo-
gies (PTl) signed an agree-
ment to market Polyon®
fertilizers and other prod-
ucts to turfgrass markets in
the northeastern, mid-
western and southwestern
states.

SONIdAdITD

LCOs seek to recover fuel costs

MARIETTA, GA — Lawn care
pros are showing creativity in
recovering the costs of gasoline
and diesel prices that are sig-
nificantly higher this season
than last. While some say that
they will absorb the extra ex-
pense, others, answering a
PLCAA survey early this
spring, offered these tips for
recouping this money:

P raise prices on add-on or
extra services that were not
part of the contracted annual
lawn treatment prices,

P add new services to sell
more to each individual client,

P take a closer look at
routing to cut fuel use,

P increase the response
time for service estimates and
service requests so they can be
“bunched,”

P increase the customer
count in routes that are al-
ready being serviced.

The PLCAA fax-polled
632 of its members late this
winter and asked them what
they planned to do about
higher fuel prices. Of the 146
that responded, 16% said they
were adding a temporary fuel
surcharge, but most said they
were not because they had al-
ready mailed contracts or re-
newal letters for the season.
Some said that they had re-
ceived prepays, meaning they
would have to go back and ask
these customers for more

money which was not an op-

THE PRICE OF GASOLINE

$1.50

$1.00

1990 1991 1992 1993 1994 1995 1996 1997 1998 1999 Mar Apr
2000 2000

tion. Others cited tough com-
petition as a reason for not
adding a temporary fuel sur-
charge, reported Bob An-
drews, PLCAA'’s advisor and
owner of Greenskeeper, Inc.,
Carmel, IN.

Even so, 44% of the LCOs
polled by the PLCAA said
they raised prices for this sea-

son. Some responded that the

raises reflected “annual” in-
creases in the cost of doing
business, mirroring rising labor
and insurance costs.

“Overall, these increases
(fuel), although unwelcome
and unexpected, were largely
looked upon as another bump

in the road,” wrote Andrews.

New facility
Great Dane Power Equipment's new 70,000-sq. ft. facility in Jeffer-
sonville, IN, is capable of running five production lines and housing
the latest in product research and development as well as service
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Take a stand at PLCAA's Day on the Hill

WASHINGTON, D.C. — If you've ever The Professional Lawn Care Associa-
wanted to wrap yourself in the United tion of America (PLCAA) is now accept-
States flag and take a stand on issues you ing registration for its 11th Annual Legisla-
feel strongly about that affect the Green tive Day on the Hill, July 24-25 in
Industry, now’s your chance. Washington, D.C.

TURN IT UP

[rritrol Systems is turning it up with its 2000 Series family of residential
valves. These next-generation models are loaded with impressive features.

Check them out:

® The new 2500 valves, successor to our popular 205 Series, offer a host
of enhanced features that includes a complete stainless steel, self-
cleaning metering system and a double-beaded diaphragm, plus manual
and external bleed.

® Qur reliable 2400 electric globe and 2600 electric angle valves also
feature a double-beaded diaphragm and internal bleed.

® The 2700 anti-siphon valves, available in
electric and manual models, feature a built-in 2 n 0 u
atmospheric vacuum breaker and jar

and captive-screw bonnet configurations. s e r ’ 8 S

The 2000 Series family —

valves for the new millennium. f am i l y 0 f
valves

Irritrol

SYSTEMS

BUESY. O ND T H E ERXSPEE: C T E D
Irritrol Systems, 5825 Jasmine Street, Riverside, CA 92504-1183
(909) 785-3623 Fax: (909) 785-3795 www.irritrolsystems.com

Circle 111
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In addition to getting the chance to pre-

sent issues to legislators, landscape and
lawn care professionals will get the oppor-
tunity to honor America’s veterans by vol-
unteering their skills and/or equipment for
the “Renewal & Remembrance” project at
Arlington National Cemetary and Old
Congressional Cemetery.

Early bird registrants will have an oppor-
tunity to take a complimentary Potomac
Evening Cruise on July 23 (only 50 seats
available). Also, first-time attendees who
sign up by May 1 will be entered in a draw-
ing for free airfare (up to $500) to D.C. for
the Day on the Hill. For more information
contact PLCAA at 800/458-3466.

Two resign as Eco Soil

reorganizes

RANCHO BERNARDO, CA — Eco Soil
Systems recently announced the res-
ignations of president Douglas Gloff
and CFO Mark Buckner as part of its
reorganization efforts.

“As we announced last month,
the company is reorganizing its cor-
porate functions to position itself for
the proposed sale of all or part of its
Turf Partners subsidiary to the J.R.
Simplot Company and the creation of
a distribution channel for Eco Soil's
proprietary products through Sim-
plot,” said William Adams, CEO of
Eco Soil.

Gloff’s resignation was effective
March 31, 2000. He will continue to
direct the transition management
team of the Turf Partners subsidiary
while serving on the Turf Partners
board of directors.

Max Gelwix, vice president of mar-
keting, has been named as Eco Soil’s
new president. Dennis Sentz, vice
president of accounting and con-
troller, has been named as the com-
pany’s new CFO.


http://www.irritrolsystems.com

People & companies

John Deere has had its 125-hr., 25 cc southwes ons and Jeffrey American Granby appointed Joseph
ver engine certified as compliant inr to branch manager at Valley Brown vice president of sales and

with Tier IModel Year 2000 em ) Crest Colorado marketing

standards by the California Air Re-

sources Board (CARB). The engines will

nitially be available in California in
Homelite® products for the 2(

mode! year

Irritrol Systems appointed K

The Scotts Company nai

K. Nelson senior scientist,

breeder at its Oregon Fielc

Bayer Corp. named

ré‘

Barenbrug named Bob Richardson

Mch 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. \

How productiveisa 2 Bark Blower »>»

2-man crew per hour?

FiNN

CORPORATION
Innovative equipment
enhancing the world’s landscape

WITH THE FINN BARK BLOWER

TRADITIONAL HAND LABOR
About 2 cu. yd. per hour More than 15 cu. yd. per hour 1 -800-5a3-71 66

9281 LeSaint Drive, Fairfield, OH 45014 « Fax (513) 874- 2914 « Web site: www.finncorp.com
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www.landscapegroup.com / MAY 2000 / LANDSCAPE MANAGEMENT 23



http://www.finncorp.com

.':J,-- ‘; we ‘;.d DA
Industry

continued from page 24

Uniroyal asks
for Floramite
use increase
MIDDLEBURY, CT —
Uniroyal Chemical Co.
has asked the EPA to up
the maximum number of
applications of Floramite
miticide per crop to two.
Floramite, which re-
ceived federal registra-
tion in 1999, offers out-
standing control of a
variety of mite pests on
greenhouse, shadehouse,
nursery, field, and land-
scape and interiorscape
grown ornamentals.

SIMA Snow &
Ice show ahead
ERIE, PA — The Snow &
Ice Management Associa-
tion, Inc. (SIMA), head-
quartered here, will hold
its 3rd Annual Snow &
Ice Symposium at the
Holiday Inn By the Bay in
Portland, ME, on June 1
to 3. The 2000 sympo-
sium will, for the first
time, include exhibits
and an optional tour of
the Fisher Engineering
Plant. Contact SIMA at
814/835-3577; email:
sima@erie.net; Web:
www.sima.org.

24
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Maryland turf gets new digs

COLLEGE PARK, MD — Turfgrass experts at the University of Maryland are expecting a big turnout
for their Turfgrass Research Field Day & Open House on July 12, 2000. That's the date for the ded-
ication of the new Paint Branch Turfgrass Research Facility.

The design of Paint Branch began in 1997, after the redevelopment of the former site, the
Cherry Hill Turf Research Facility, was announced. The Paint Branch facility, located on the cam-
pus of the University of Maryland, cost nearly $1.6 million and boasts 35 acres available for re-
search, a 7,000-sq.-ft. equipment shop as well as a state-of-the-art pesticide storage and handling
building. The main
building includes of-
fices for the facility

manager, researchers -

oy

and technicians, and
over 500 sq. ft. of lab
research and storage
space. Plans for a
greenhouse are being
finalized.

The move to Paint
Brush came at a good
time, says Dr. Tom
Turner, a Maryland
turfgrass specialist. “Cultivar evaluations are an important part of our mission, but Cherry Hill was
running out of space. Twenty years ago, most cultivar evaluations had about 30 entries. Now, the
average trial includes over 100 entries. We've had to turn down research projects because we had no

place to put them.”

Surfin’ Turf

with competitive bids

dquartered in

Newport Beach, CA. The

site began linking buvyers

Greentrac.com

www.greentrac.com

Greentrac.com was
founded in 1999 by CEC

Properties, Inc

with sellers this past Feb
ruary, and, on April 6, it

If you've been wondering . a Green unveiled on electronic

what all the buzz concern- Industry management auction (eAuction) feature

ing e-business to busi- ' more than $3.3

ness on the internet is G Greentrac.com million in the auction

about, check out this pipeline
D—

Web site targeted Greentrac.com said

specifically at the pro a total of $1.2 million in

fessional Green Indus- transaction volume

to buy. And sell : | }
—a ) heck i1 out closed Its site this past

try. Its electronic Re
quest for Proposal March with a 50% in
(eRFP) service links crease in reqistered

buyers with vendors buyers and vendors

who can respond
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To make the fastest
implement attaching systems, we set
our standards a little higher.

John Deere 4000 Series Tractors zoom from zero attachments to dozens in

minutes. That's because our implement designers

-

and our tractor engineers worked very closely together ..)

mi.nutes
before the first tractor ever rolled off the line.
John Deere loaders have an integrated parking stand that folds up, while hydraulics

lift the entire loader onto solid supports in seconds. John Deere backhoes were

integrated with the tractor’s rockshaft arms to raise the backhoe

4:00

minutes

onto the tractor frame for a fast, and stable, connection. Both

take fewer than four minutes to attach and detach.

Rest assured, every one of the over 40 attachments available

4 00 was designed with the same step-to-it mindset.

minutes

For a quick demonstration, just visit your local John Deere dealer

(call 1-800-537-8233 or visit www.deere.com for one near you).

Please, on your way there, follow all applicable speed limits.
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Nothing Runs Like A Deere®©
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STAHL Grondhampins

finally . ..
a truck built
around you!

—,\ 1) A L ——
o o G >
lift dump store haul

call STAHL for all your commercial truck equipment needs!

for the distributor nearest you,

call: 1 -800-CS-STAHL
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AERA-vator®

By First Product Inc.

=

b7 =" A

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.

President

YARDS “R” US
i Winston-Salem, NC

| Andreas B. Dambakakis

T!C' A YARDS utus_;

3 l -\“gmu—-c—--o{i\-"

For a free video please call
1-800-363-8780
www. Istproducts.com | E-mail: sales@ 1stproducts.com
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Info Center

VIDEOS AND LITERATURE FOR THE GREEN INDUSTRY

BUBCO’S SPRAYER PRODUCTS BROCHURE ... highlights
the Environmist line of covered spray-system

products, the Micromax controlled
droplet applicator for boom
mounting and the Micron Herbi
and Herbaflex lightweight hand-held
sprayers. It also details supply tanks,
pumps, extension arms and accessories.
For a free copy, call 800/474-2532 or visit
www.bubco.com.

IRRIGATION PRODUCTS GALORE... can be found in Irritrol Sys-
tems’ new irrigation products guide for 2000. Anyone in the
market for controllers, sprayheads, valves, rotors or microirri-
gation products will find this catalogue as hard to put down
as a murder-mystery novel. And that’s before you read how to
win a cool Hummer vehicle just by purchasing an Irritrol prod-
uct. Contact Irritrol Systems at 909/785-3623.

SEED, SEED, EVERYWHERE... in Lofts Seed's catalog, which
highlights wildflower and native grasses. Read about Selmer
Loft who, in 1923, set out to sell turfgrass seed and eventually
passed his knowledge down to sons Peter and Jon, who rec-
ognized that the future was dependent on developing im-
proved turfgrass varieties. Think this catalog will grow on
you? Call 888/LOFTS CO for a copy.

THE LATEST FROM HUSQVARNA.... can be found in the new
2000 product catalog. Mower and blowers, pole saws, power
cutters and protective gear grab the attention of anyone in-
terested in tough equipment. There’s even snippets on Husg-
varna’s sponsorship of Joe Gibbs’ racing team and world
champion lumberjack Ron Hartill. For a copy contact Husg-
varna at 704/597-5000.

V & B'S GARDEN TOOLS CATALOG...
features an expanded line of 15 gar-
den/landscaping tools and includes a
chart comparing the Groundbreakers
high-tech design to existing tools. For
a copy, call V & B Mfg. Co. at 800/443-
1987.
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TRIEC PLUS

POST-EMERGENT GAASS A BROADLLAF KERRICIOR

So many weeds, o
one simple solution. * |

Crabgrass, goosegrass, nutsedge,
clover, plantain, oxalis . . . the list of
summer weeds goes on and on.
When the list includes both grass
and broadleaf weeds, there’s only An Employee-Owned Company
one simple solution — Trimec® Plus

Broadleaf and Selective Grass 1-800-821-7925
Herbicide. No other postemergent m Wg y www.trimec.com

herbicide gives you control of so
acres treated

G Pbi /cordon
corporRation

many weeds without harming w n

desirable turf grasses. One eas W@@d@ﬂ@ﬁ @@m
g g o y _ Always read and Pigan

application. No mixing. No guessing. follow label directions. A3

Trimec® Plus.

© 2000, PBVGORDON CORPORATION TRIMEC® is a registered trademark of PBI/Gordon Corporation 5/2000
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he Washington DC metro market is big, booming, pushy,
overcrowded and competitive. As the center of govern-
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R % s Area conftractors are riding that wave of demand for their
W aa‘:"\\‘ / . ed.ark sﬁmm our personal visits in the
( 7 Washington DC Corridor irginia up to Baltimore, MD)
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! national monuments, new housing,
Gial developments, urban projects).
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under the microscope

C Comaor

ment, it attracts new%usinm, people and development.

Long-time player
Few contractors know this market as well as
Landon Reeve, who established Chapel Val-
ley Landscape back in 1968. The company's
organizational structure includes separate divi-
sions to handle residential, commercial and
water management installation and mainte-
nance services.

But what makes Chapel Valley a “player”
in this market? It recently won the coveted
600-acre MCI Worldcom installation and irri-
gation contract, gets its share of government
work and handles a wide variety of high-end
residential installation and maintenance jobs.
Most of the company’s business is focused on
the DC corridor and it maintains offices in
Woodbine, MD (south
of Baltimore) and
Dulles, VA.

Northern Virginia’s
rapid development

J. Landon Reeve, Chapel
Valley Landscape Co., Woodbine, MD



amazes Reeves. “If | don’t visit our Dulles
office for a month, I won't recognize the
area. It's changing so fast.” High-tech firms
like MCI, AOL, Cisco and others find the
area ideal, he says.

What gets him is the changing nature of
competition. With the consolidation of
larger players in the market (STM, Rup-
pert, Scapes, Brickman), Reeves finds his
firm is the largest privately owned full-ser-
vice firm in the Corridor. But he thinks the
competition is more complex.

“The Virginia market is red hot, dy-
namic, changing,” Reeves says. “There are
more competitors and they are very com-
petitive on the larger projects. In the Balti-
more/DC markets, there are more small
companies every day.”

Reeves’ challenges include extensive
travel time (“as much as 1/2 hour to 1
hour from jobs”) and the squeeze on prof-
its brought by intense competition. “Con-
solidation has made things more competi-
tive for market share.”

Market maven

As regional manager for the Davey Tree
Expert Co., John Dingus has worked on
just about every key federal government
project in the District and beyond. Besides
large commercial and residential landscape
projects, Davey continues to service Ar-
lington National Cemetery, the Federal
Reserve building complex and a variety of
projects involving the Smithsonian,
Kennedy Center for the Arts, the White
House, the Capitol grounds and other
high-visibility sites. His office alone handles
$9 million in services per year.

“At one time, we had maintenance con-
tracts on every major federal building along
Constitution Avenue, from 1st St. up to
21st. St,” he recalls. When Congress en-
acted a small business set-aside in the mid-
1990s, Davey lost much of that work due
to its size. A key element of its revised
strategy is to seek work on commercial de-

Employees of The Davey Tree Expert Co. install a large tree on the Capitol grounds.

velopments, such as
the USA Today’s
new 25-acre com-
plex in McLean,
VA. Installation projects like this usually
lead to long-term maintenance services.
Davey’s specialty of brokering and in-
stalling large trees is the perfect niche to
build long-term installation business, Din-
gus has found. Recent projects include in-
stalling large trees at the Smithsonian’s
Museum of Natural History, planting re-

placement cherry trees around the Tidal
Basin and the installation of the impressive
FDR Memorial (including 260 8- to 10-in.
trees and nearly 8 acres of sod).

As for his competition, Dingus is too
busy to fret much. Some consolidated
companies have pulled back from much of
their design/build work, he notes, which
has “neutralized” the competition.

“There is a glut of work and no one has
begun to corner it,” he says. “There’s more
business than you can handle because you
can't get the people.”

Bidding wars
Anyone handling high-end condominium
and apartment complexes in this market
knows McFall & Berry Landscape Manage-
ment, with offices in both Virginia and
Maryland. As vice president of operations
and branch manager of the McLean, VA,
office, Scott Hall has seen changes come
and go.

“The pace of building is phenomenal,”

continued on page 30
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continued from page 29

he notes, “and the competition is over-
whelming. Six or eight years ago, we used
to have three people there at pre-bid meet-
ings. Now there are 10 or 15."

“We do our best to bid but it's tough.
Property managers have to work with in-
vestors and they have to have their num-
bers,” Hall explains. “But every time we
gave up work (to another contractor), we
got it back within a year. We've done the
work; we know the job better.”

A selective businessman

You know the economy’s busting at the

seams when you can get rid of customers.
That's what Michael Abert, owner of

Landscape Projects, Bethesda, MD, told

us. Just like others in the area, Abert could

Michael Abert, owner, Landscape

Projects, Bethesda, MD

be running two or three more crews but
can't find the labor. Landscape Projects,
which grossed $1.5 million last year, spe-
cializes in providing landscaping for high-
end residential lots in the the area.

Isn't firing your own customers a little
too laid back? “We routinely fire about 5 to
10% of our clients each year for being an
insignificant account or because we don't
like them,” Abert says.

“We don’t negotiate. Customers ask us
to lower our price and we say no, this is
America -- it's a free market and you can
go somewhere else. That may be the only
offer they get because everyone is so busy.”

No fear of consolidation
The way Lou Kobus sees it, consolidation
has been good for his $3.2-million busi-

ness, Village Turf, in Mount Vernon, VA.
He lumps big, consolidated companies and
low-ballers together, saying that many big
firms are more concerned with market
share and will often bid at excessively low

Lou Kobus, owner, Village Turf, Mount

Vernon, VA

prices to get business.

Consolidation isn't the only thing he
believes has made his business more
sought-after. Customers are more knowl-
edgeable than they used to be, he says.
“They inquire more. They're looking for
someone who knows the regulations.
They're looking for people to solve prob-
lems, not create them.”

Pending pesticide restrictions will only
increase homeowners' need for quality
lawn care companies, he says. “Homeown-
ers will be unable to put things down
themselves and will need us to do it.”

Growth requires efficiency
Bruce Allentuck of Allentuck Landscaping
seems like he'd have his company’s pro-
jected growth mapped out for the next 20
years or so. He does have a plan, but, like
almost everyone in the area, he has to deal
with obstacles such as the labor shortage

Bruce Allentuck,
owner, Allentuck Landscaping, Gaithersburg, MD
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“The competitive bidding situation is tough — there are more

bidders and they'll work for the same or less than we did 10 years ago”
Scott Hall, McFall & Berry Landscape Management Inc.,, McLean, VA

and an area encompassing three different
bodies — Virginia, Maryland and DC.

Allentuck sees consolidation as an aid to
the labor crisis. “I've seen a lot of unhappy
employees leaving, which benefits us,” he
says. “I've also seen a lot of unhappy cus-
tomers. The consolidated companies will
go through a bumpy time and that will
level off. We're in a huge market. | know
we're barely scratching the surface.”

More efficient operations would also
promote the kind of growth Allentuck
would like his $1.6-million company to ex-
perience.

“First, there’s the traffic,” he says.
“Then, we have three governments and lots
of cities and counties, all with different
zoning regulations affecting design/build.
Dealing with this is all about managing.
Eventually, we'd like to have satellite of-
fices to make things more efficient.”

Big fish in a big pond

With sales of $28 million in the Washing-
ton, DC area ($21 million in Maryland),
The Brickman Group is one of the largest
landscape companies in the area. Regional
manager Jeff Topley oversees eight
branches in Maryland and four in northern
Virginia, and 125 employees.

As a result of being big, problems auto-
matically affect operations and employees.
Local governments have been more of a
sticking point for Brickman, so much so
that high on Topley’s wish list is his desire
to see Virginia, Maryland and DC become
more unified in their approach to business.

“If there was a way to get Virginia, DC
and Maryland on the same wavelength to
become more business-friendly, that would
be a good thing,” Topley says. “Virginia
tends to be more business-friendly than
Maryland, and DC is a free-for-all. DC

continued on page 32
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“This has to be one of the most sophisticated markets in the country because of the
existence of large companies and a great mix of medium to small companies who

have created niches for themselves.”
Jeff Topley, regional manager, The Brickman Group, Laurel, MD

continued from page 30

doesn’t have as many regulations but the
ones that they have and ones they enforce
are inconsistent.”

Topley also considers the rising costs of
labor a major challenge. “Our labor costs
have increased 25 to 30%, and we haven't
seen individual job renewal pricing increase
nearly as much, if at all,” he says. “There
hasn't been a correction in the market in
terms of pricing.”

Building on success

Almost every landscape firm experienced
growth during the boom of the last few
years, but McHale & McHale Landscape
Design felt an explosion.

The firm, founded in 1981 by brothers
Kevin and Stephen McHale, handles up-
scale residential properties to the tune of
$5 million a year. Recently, the company
has experienced 18% annual growth. “As
long as the economy is sound, we expect a
minimum of 10% growth for the next two
to three years,"” Kevin McHale says.

Canvassing the areas in and around
Middleburg, VA; Potomac, MD; and An-
napolis, MD; McHale & McHale has built

Kevin McHale, co-owner,

McHale & McHale Landscape Design, Upper
Mariboro, MD

a client list that includes properties ranging
from $800,000 to $5 million.

“Our goal is to create imaginative, large-
scale residential gardens,” Kevin says. Eco-
nomic conditions, as well as the quality of
work his company does, has almost nulli-
fied the effect of low-ballers on the market.

“People listen to our single-source responsi-

DC Corridor facts

» Current population — 2,149,949 for
the area (Baltimore through
northern VA)'

P Projected 2005 population —
2,174,569’

» Number of single family households:
449,052

» Number of commercial properties
or acres maintained: 117,008*

» Number of government (Federal,
state, county and District) properties
to be maintained: 1,908’

P Average household income or
salary/wages: $61,623 in Washington
DC MSA (Metro Statistical Area)’

SOURCES: 1 WWW.CENSUS.GOV; 2 AMERICALIST; 3 US DEPARTMENT OF LABOR, BUREAU OF LABOR STATISTICS

bility process, realize the value and are
willing to pay for it,” he adds.

The hard part is behind us
When Memphis, TN-based TruGreen-
ChemLawn acquired Ruppert Landscape,
Ashton, MD, it added $47 million in rev-
enues and also signaled that it intended to
be the landscape industry leader in the
U.S. Mid-Atlantic market.

That was less than two years ago, and a
lot has happened since then. Ruppert
founder Craig Ruppert is no longer with
the company. By the summer of 1999, the
landscape division had become TruGreen-
LandCare, a separate business unit within
parent company ServiceMaster. Even so,
the TG-LC operations serving the market
still retain a distinctive Ruppert flavor.

“We're still in transition,” explains Ken
Hochkeppel, TG-LC regional manager for
Mid-Atlantic operations and, himself, the
former CFO of Ruppert. “I think we've been
very successful in making the transition
transparent to our customers. I don’t think
that we've been as successful making the
transition as transparent to our employees.
Integrating 12,000 employees into one orga-
nization within 16 months is challenging.”

Labor, of course, remains a big problem
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for TG-LC in the strong metro DC mar-
ketplace. “We have a lot of employees who
have been with us 12 years or more,” he
adds, “but, it's still a huge effort to get
staffed up in the spring.”

Hochkeppel says the market around
DC is unique in the predominance of con-
tracts tied to the calendar year, the great

continued on page 34

Ken Hochkeppel,
Regional Manager for Mid-Atlantic, TruGreen-
LandCare
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continued from page 32
majority of which are one-year contracts.

“There’s always an intense effort to bid
projects at the same time of the year,” he
explains. Also, the past few years have seen
more projects going to bid as property
managers keep the pressure on to cut costs.

Even so, Hochkeppel insists: “We have
no intention of winning a job on price.
We'll win it on service and reputation. Our
goal is not to be the low-cost provider, but
we certainly want to be efficient.”

As for the changeover from Ruppert to
TG-LC: “Change is always difficult, but
the hardest part is behind us.”

Needed: a few good men
Everybody's hustling in the offices of Natural
Lawns Inc. in Fairfax, VA. Northemn Vir-
ginia is bursting at its seams. Traffic streams
by on the highways connecting to DC, the
clang and bang of construction is everywhere
and lawn care or landscape trucks sit at just
about every intersection. That’s the biggest
problem right now — too much traffic, too
much work, too few workers.

“I'm more concerned about the compe-
tition for labor right now than I am for cus-
tomers,” says Bern Bonifant, co-owner,
Natural Lawn Inc. “There’s not much of a
blue collar mentality in this area anymore.”

The situation isn't being helped by reg-
ulators either, he feels. A lawn care techni-
cian in Virginia must be registered to apply
fertilizer and chemicals on properties.
Once he works for a year as a registered
applicator, he’s eligible to take the test to
become a certified applicator. But tests are
given in English only.

“Why they don't allow the test in Span-
ish is beyond me. It's not giving a big part
of the labor force a chance to work for us,”
adds partner Dan Henneberg.

Some planners estimate another 16,000
new homes in western Fairfax County and
the areas surrounding Dulles Airport
within the next several years.

Dan Henneberg, co-owner,
Natural Lawn Inc., Fairfax, VA.

“And 16,000 families are going to find
it's hard to grow grass on Virginia clay,”
comments Bonifant wryly, no doubt think-
ing about how much more business he

could do with a few more good employees.

A question of water

Two seasons of severe drought in the DC
area have put a charge into turf/landscape
irrigation businesses.

According to Steve Schrader, president
of Bio Green, Manassas, VA, a lawn appli-
cation company also specializing in irriga-
tion installation and maintenance, “The
rush this year began in early February.”

The proof is in sales, he says. In 1999,
his 13-year-old company grew its irrigation
billings 30% to $675,000, while it pro-
vided $900,000 in lawn care. This year it's
aiming for total sales of $1.9 million.

The communities and counties of
northern Virginia reacted to the droughts
in a patchwork of regulations. For instance,
water restrictions were the order in
Loudon County, while other locations
sought voluntary conservation from home-
owners and businesses.

Steve Schrader,
president of BioGreen, Manassas, VA
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“People are definitely learning how to
irrigate,” says Schrader. “Some customers
watered correctly and others let their lawns
go dormant. We didn’t lose many.”

Changing with the market
You might call Tom Spiers an “oldtimer”
in the lawn care business. In 1974, he pur-
chased a Lawn-A-Mat franchise — one
truck, one van, one trailer and 96 cus-
tomers. Last year his company, Agro
Lawn, Vienna, VA, sold $2.7 million.

It now provides lawn care and a variety
of landscape services as it tries to keep up
with the growth in northern Virginia.

Spiers points to the huge concentration
of high-tech firms establishing headquar-

ters in neighboring communities. “We're

Tom Spiers,
president, Agro Lawn,
Vienna, VA

doing work for 25-
year-old guys who are
making over $100,000 a year.”

As his market changes, Spiers changes
too. Last year he purchased a small nurs-
ery. “There’s been a severe shortage of or-
namental plants,” he explains. He also op-
erates Virginia Pastures, a firm specializing
in pasture renovation and management for
the horse crowd.

His biggest concern going into the 2000
season? “The saying here is that if you see
the construction cranes go up, you know
the economy is going to be good and it's
going to be difficult getting any help.” LM
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LABOR CRUNCH

Make your training work

Can’t find the time to train? Make it
easy and quick and it will become a

regular habit

s it possible for you to have an ef-

fective, ongoing training program? |
think it is. But your staff must real-
ize they need it, and the way to en-

gage people is to discuss their issues.
When I ask contractors why their train-
ing is never accomplished, they say:
“We've tried to train before, but who's
got the time?”

BY PHIL FOGARTY

“We want to develop our people, but
we're so understaffed we have to produce.”

“Where do we start? Our new hires
can't even fill out an invoice and our veter-
ans have done it for years.”

Get started, even in May

Start by asking your staff what they need.
Ask what they'd like to learn and when
they want to learn it. Then, find your
teachers. You could teach, but resist the
impulse. Enlist the real teachers in your or-

48 weeks of ideas

American Cyanamid and Landscape
Management co-sponsor the Skills Devel-
opment Series, a program of quick train-
ing you can easily apply to your own op-

erations. This series, which is endorsed by PLCAA, is led by Phil Fogarty of JP
Horizons. Phil’s real-life experience as a successful lawn care operator is obvious in
the slate of topics to be covered this year, such as:

* Fertilizing basics
« Efficient routing
* Safety in summer
* Fall sales plan

* Equipment maintenance
* Handling difficult people
* Working with people

* Developing leaders

The SDS Inaugural Group includes these companies:

* Adams Gardening Service
* Arbor-Nomics Inc.
* Grasshopper Lawns, Inc.

* Grassroots Lawn and Irrigation Service

 Lawn Doctor of Colorado Springs
* Turf Doctor, Inc.

* Arborlawn, Inc.

* Crowley’s, Inc.

* Grasshopper Property Maintenance, Inc.

* Lawn Classics

* Mountaineer Lawn Care, Inc.

* WLM Workaholics Landscape
Management, Inc.

For more information about applying the Skills Development Series training system
to your organization, call JP Horizons at 440/254-8211 or email:

pfogarty@stratos.net
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Hands-on demonstrations help employees
learn the key points quickly.

ganization — your field supervisors and
managers who have up-to-date informa-
tion. In fact, involve everyone. All they
want from you is a format and a small as-
signment so they can feel confident.

Keep it simple and quick

People want to learn while doing in small,
digestible amounts. Don't hold any all-day
marathons. After four hours, most people
are on cruise control. It must be quick, in-
formative and regular. Here is the format
we use in the Skills Development Series
(see sidebar):

P Short sessions to involve people, like
talking about positive development.

P Discuss and engage them in the
topic. Ask for examples they've seen.

P Deliver the lesson (8 to 10 minutes).

» Give them an activity to make your
point, like a hands-on demonstration.

» Have them repeat what they've
learned. Pass along an inspiring thought.

P Remind them of next week’s session
(make this regular, remember?).

Ongoing training will create your orga-
nization’s future. Just devote a small per-
cent of your time to ensure your organiza-
tion will be competitive in the future. LM
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Ohe Natwral

Once scoffed at for his

‘hippie’ ways, landscaper
Hendrikus Schraven’s personal,
nature-inspired ideas now
attract discerning clients

— and garner awards

BY MIKE PERRAULT

decade ago, when an extended

drought and an accompanying irriga-
tion ban turned Seattle lawns every
shade of brown, landscaper Hen-
drikus Schraven's properties re-
mained noticeably green and
healthy. So noticeable, in fact, that
the Holland-born president of Hendrikus Schraven
Landscape Construction & Design, Inc. was accused of
secretly watering his clients’ turf at night. Baffled radio
station reporters stuck microphones in his face de-
manding to know how he got away with it.

“Nobody could believe that [ wasn't putting water
down,” Schraven recalls with a laugh. But when he
launched into a technical explanation of an organic ap-
proach emphasizing carefully nurtured soils, microor-
ganisms, plant uptake and proper drainage, many peo-
ple tuned him out. It’s a response he has faced since
even before founding his Issaquah, WA-based land-
scape construction and design company in 1974. His

approach has been perceived as everything from a

continued on page 40 Schraven constructed these walls with stone wedging without using mortar.
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THE NATURAL

“We don’t design the commonplace. We don’t believe in kits.
Like fingerprints, snowflakes and the stripes of a zebra,
every project is unique.” — Hendrikus Schraven

continued from page 39
counter-culture hippie trend to an environmental
extremist’s marketing ploy.

Today, however, more landscape professionals
and backyard gardeners are listening. Schraven’s
26-year-old company has garnered dozens of
awards and a growing client base. In this booming
economy, he has to turn away nearly three out of
four prospective clients.

Schraven could easily grow his design, construc-
tion, installation and maintenance business to ac-
commodate more customers, but he’s more inter-
ested in focusing on quality, not quantity. He also wants
time to research and implement new techniques that
allow him to design and install unique landscapes that
blend into the natural surroundings.

Working intuitively

The 47-year-old Schraven learned about the importance
of soil quality and began developing an acute sense of
ecological balance while working with his father on the
family farm in Holland.

“We would walk through a field that we were going
to plow, and we would just smell the dirt,” Schraven re-
members. “You instantly knew — by just touching with
the hand, smelling it, feeling it — whether the soil was
good or bad. There was no real scientific process in-
volved; it was an inherited thing.”

Julian Durant, Schraven'’s right-hand man and friend
for nearly 15 years, says his boss’s upbringing also in-
stilled in him a passion and reverence for nature and a
steadfast commitment to preserving the environment.
He demands the same commitment from employees.

“We believe in the wonder and vitality of natural ele-
ments: wood, water, stone, wind, fire, earth, plants,”
Schraven says. He balances technology and art by using
organic fertilizers and sprays, including kelp meal, rock
phosphate, green sand, humate and compost, while fac-
toring in conservation and recycling.

Schraven is adamant about good soil, amended sub-
surface soil, proper drainage and a good medium for root
expansion and moisture retention. “If you do the process
right and stabilize the soil, you have a living organism
that is feeding your plants so that your plants can uptake

40

Hendrikus Schraven
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minerals and strengthen their immune systems,”
says Schraven, who traveled to China last year to
share his expertise on soil revitalization.

“If the roots go down and the soil is composed
in such a way that it retains moisture, yet also has
the ability to percolate, what you have is what na-
ture does; nature has been doing it for billions of
years. All I'm doing is using modern technology to
actually establish a nice, thick soil layer for plant
life to thrive in,” he says.

Waterfalls, tree houses
Schraven's company rarely hires subcontractors other
than for high voltage tasks and other highly specialized
roles. His company tackles everything from designing
water features that look as if they've been part of the
landscape for a century to ancient-looking rock walls,
lively gardens and forest-like settings, says Tina Peterson,
company business manager. That doesn't mean the firm
won't take on such tasks as tree houses, hot tubs, trel-
lises, decks, bridges or landslide restorations.

Because the landscape design and construction firm
can pick and choose clients, it can take on more residen-
tial jobs where homeowners look for — and can afford to
pay for — artistry, rather than focus on the bottom line.
Typical landscape projects for the company range from
$20,000 to $1 million.

When homeowner Julie Denney and her husband
wanted two waterfalls installed outside their rustic north-
west pacific home, the couple turned to Schraven based
on a word-of-mouth recommendation. Julie Denney was
taken aback by Schraven's enthusiasm and creativity.
“You have to kind of listen to him and picture the visual
ideas he has in his mind,” Denney says, adding that she
had to give him creative license and trust that he “knew
what he was going for."” He also disguised a structural
wall at the home to look like granite — a work of art, she
says.

The key to creating such landscapes is having a clear
vision of the finished space, Schraven insists. He learns
with each new challenge, and he never stops researching
and implementing new techniques. He currently has a
patent pending for an innovative method to blow topsoil.

continued on page 42
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THE NATURAL

continued from page 40

He uses pump equipment that dispenses the topsoil at 4
to 8 cu. yds. per hour, and adds microorganisms, organic
amendments and fertilizers so the soil retains an abun-
dance of life. Also key is making sure the soil provides
enough moisture for the plants, yet remains permeable
enough to let the water through.

He carefully plans drainage systems and creates inno-
vative approaches for erosion control, landslides and
water features in hard-to-reach or sensitive areas. By
using structural steel pilings and anchors, reinforcement
bar, and wire mesh armatures, he blows shotcrete and
carves and paints them to resemble natural granite or
other rock outcroppings.

Schraven’s projects have not only earned word-of-
mouth accolades, they have gamered more than 30

awards from such organizations as the International Ero-
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Shotcrete boulder
techniques were
used to camouflage
the ugly steel an-
choring system and
provide long-term
stabilization for this
landslide restoration

project.
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sion Control Association, the Associated Landscape Con-
tractors of America and its Washington chapter.

Tea for turf

For over a year, Schraven and his employees have been
using a microbrewed tea to nourish plants and control fo-
liar diseases. A special “microbrew,” developed by Nor-
bert Viet and marketed by Michael Alms of Growing So-
lutions, produces compost tea on an industrial scale with
high concentrations of aerobic microorganisms to help
reduce anaerobic growth in soil.

“A German came up with a way of reproducing mi-
croorganisms at an extremely rapid rate,” Schraven ex-
plains. “We go from 10,000 (microorganisms) to over a
billion in 18 hours with the use of vortex nozzles that
spin in a tank. We put compost in and actually make a

continued on page 44
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Seed Aide® Mulching Granules
for rapid turf establishment.

Seed Aide can be applied with a drop or broadcast
spreader and by hand. Seed Aide's granular texture
and unique physical properties allow for rapid
water absorption. Our granules swell and as
raindrops impact the swollen particle
they flatten to better cover the
& soil surface. Seed Aide provides
"+ hydro-seeding performance
without a large capital
investment in equipment.

Jet-Spray” Pourable Fiber Mulch Flakes
for professional hydro-seeding results.

Jet-Spray with poly-fibres load fast in small tank
openings. Designed specifically for jet-circulated
hydraulic machines, our fiber mulch flakes pour
into the tank reducing loading time by up to 90%
versus baled fiber mulch. Poly-fibres

enhance the water holding

capacity of the slurry while @

improving the erosion control {‘

performance of the fiber 1 4

mulch matrix.

Profile Products LLC « Superior Soil Solutions
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THE NATURAL

continued from page 42
tea brew that we put in
our truck spray units.”

The process not only
helps break down organic
matter, it prevents dis-
eases and allows mineral
uptake and vitamins to
the plants, Schraven says.

Schraven also flies in
earthworms from Califor-
nia and Oregon to add to
the soil to create a self-
sustaining ecosystem.
“What happens is nature
is starting to take care of
things,” he says. “We have
no dieback. When I do
my installation jobs, |
don’t even have a per-
centage that I count on loss of plants. I say if a plant isn't
making it, it's my fault. There’s no 5% loss factor.”

After Schraven tests and retests his intuitive ap-
proaches — topsoils, organic amendments, fertilizers,
etc. — he sends them to the Soil Foodweb, one of the
more prominent laboratories, which is headed by Elaine
Ingham. Although he trusts his instincts, he knows scien-
tific proof convinces skeptics.

“Cost” of going organic

Schraven admits that what many prospective clients fear
most about “going organic” is the perceived high cost.
“They don’t understand that it's actually going to save
them money,” Schraven says. “We fertilize our lawns a
maximum of two times a year — and sometimes not at
all, because we don'’t need to. The soil is building itself.
You just need to add some of the organics and the rest
keeps on going of its own accord.”

It's not uncommon to reduce clients’ fertilization and
water use by 60% to 70%, he adds. “It’s just not needed;
things are established.” He estimates that if the city of
Seattle went organic and installation methods were
changed, water consumption would drop at least 50%.

It’s difficult for someone as passionate as Schraven is
about nature to understand how many landscape indus-

44 LANDSCAPE MANAGEMENT / MAY 2000 / www.landscapegroup.com

Schraven designed

this spa, which is
gunit and lined
with boulders. It
includes seating
areas and jets to
keep water

moving

try professionals don’t take more steps to cut pollution.
So he pulls no punches when he blasts those who dam-
age the environment.

“Industry standards are way, way below what I con-
sider integrity level,” he insists. “The way many land-
scapes are installed is what I call horrendous. I don't be-
lieve in industry standards of two or three inches of
topsoil on compacted earth to lay lawns on. I don’t be-
lieve in pit planting. [ believe in getting a good founda-
tion like nature intended.”

Many landscapes look picture perfect, Schraven says,
but have little or no sustainable base of life in them. “In
short, they look fake and are deader than a doornail,” he
says. “I call it the ‘individually wrapped slice of cheese
syndrome.’ They’re shiny and packaged to the hilt, but
no real food is to be found inside.” He wonders why such
people get into the business.

“I mean, you have to ask yourself why you're a land-
scaper,” Schraven says. “Is it just a business? If so, you
could have been into cardboard boxes or nails. Orisita
love that you have, something in your heart that you
want to create? Do you really want to install more
beauty on this planet and leave it a better place than
when you got here?” LM
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product focus

DESIGN/BUILD CENTER

A deck builder is
only as good as his
deck supplies. The
right choices could
make or break your
design/build future

uilding decks is one thing, but
building ones that will last and

get you good customer referrals is

quite another. One step that you
can make is choosing your deck materials

carefully and not settling for anything other

than the best. After all, your hard work is
at stake, not to mention your customers’
satisfaction.

Jud Griggs of Lied’s Landscape Design
& Development, Sussex, WI, has years of
deck building experience and knows ex-
actly what to use.

“We will suggest a pressure-treated un-
derstructure but seldom will we use pres-
sure-treated wood for the decking material
itself. Pressure-treated material, as it dries,
will crack and won't weather uniformly,”
Griggs said.

Leid’s normally opts for a good quality
cedar or redwood. “Depending on your
budget, there are some other types out
there, too," he said. “Some of the new
wood is so strong and lasts forever, particu-
larly jarrah and ipe.”

Recycled wood, containing wood fiber
and plastic, is ideal for marine use, Griggs

said, because it lasts forever and won't rot.

deckec

Slip resistance isn't a concern if you do
a few things right the first time, Griggs
said. “It depends on the sealer or preserva-
tive you use. Some brands that are adver-
tised quite heavily are parafin-based and
will make wood slippery after a good rain.

If you use a quality sealer that seals the

wood and doesn't put a parafin finish on it,

then you're fine.”

A LB. Plastics’ maintenance-free PVC decking, rail-
ing and cladding systems come in beige, white or
gray. New additions to the Sheerline decking and
railing lines include a residential decking surface and
PVC brackets. The Sheerline Column Clad for
treated wood posts is ideal for porches and bal-
conies. For more information contact L.B. Plastics at
800/752-7739 or circle no. 278

<4 Durable Deck resurfaces existing decks and
ramps in a long-lasting, safe and attractive vinyl
covering. Rather than replacing old deck structures,
Durable Deck is especially designed to be installed
on top of existing decks. For more information
contact Anchor Decking Systems at 888/898-4990
or circle no. 279
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wmosers | award-winning landscape management

The Breakers

The 1999 Grand Award Winner of the
Professional Grounds Management

Property at a glance

Location: The Breakers, Palm Beach, FL
Staff: The Breakers Golf and Grounds
Department

Category: Hotel, motel or resort
Total budget: $2,800,000

Year site built: 1897

Acres of turf: 94

Acres of woody ornamentals: 6
Acres of display beds: 1.5

Total paved area: 15 acres

Total man-hours/week: 1,560

Maintenance challenges

» Extremely salty sea air
» Guest playground/traffic and wear

» Age of property

Project checklist

(Completed in last two years):
» New beach club and ballroom
“beach front” landscaping

P St. Augustine lawns replaced with
bermudagrass in high-profile areas
» Construction and landscaping of
new 12,000 sq. ft. croquet lawn

On the job

P 36 full-time staff, 6 seasonal employ-
ees, 3 licensed pesticide operators

Society for Hotel, Motel or Resort

There's nothing like the smell of an early
morning sea breeze, or the smell of
diesel fumes and freshly cut grass. Just
ask the grounds crew at The Breakers,
who have the sights, smells and sounds
of balmy Palm Beach, FL, to comfort
them during their work day.

The guests who come for rest and re-
laxation at The Breakers expect beautiful
and entertaining landscaping, and that's
why Director of Golf and Grounds
Daniel Miller and his crew have to main-
tain such things as flower displays that go
through 25,000 annuals a year, a
20,000-sq.-ft. courtyard and the Chil-
dren's Secret Garden. The children's gar-
den features colorful butterfly-attracting
plants such as pentas, lantana and pas-
sion flower, sculpted topiary monkeys
and cranes and, in the center of the
maze, a wishing well fountain.

The crew members have to be on
their game at the Spa Courtyard, where
everything is exposed to the elements.
To combat Mother Nature, the crew in-
stalled salt-tolerant plantings. There is
also a constant change out of color to
maintain vibrancy and keep things fresh.

. .
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A A fully-suited spray technician with a Jacob-
sen spray unit is up first thing in

the morning to quickly run his scheduled safe
pesticide treatment through garden walks.

P Looking down the main entrance drive to-
ward the featured 1926 Grand Fountain (re-
cently restored) and a flower display featuring
4,000 annuals. Canna lily, excitement coleus,
and red begonia are framed by a sculpted trip-

hazia hedge and bermudagrass lawn.

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

Location: Anne Arundel County Cen-
tral Services, Annapolis, MD

Staff: Anne Arundel County Horticul-
ture Department

Members: Rodney Gott, Gary Burns,
Ron Offer, Jeff Puls, Stan Speaks, Mike
Burton

Total budget: $406,000
Year site built: 1988-1993
Acres of turf: 71.5

Acres of woody ornamentals: 9
Acres of display beds: 32.6

Total paved area: 40.8 acres

Total man-hours/week: 240

(photo above) Crew member Rodney Gott
prunes deadwood from a juniper at the
Heritage Complex entrance island.

With 419 square miles of territory and a
north-south length of 36 miles, Anne
Arundel County is one big grounds

maintenance challenge

BY JASON STAHL

ike Burton usually
has to explain him-
self when he tells
people about all of
the roadkill he
takes care of as
horticulture super-
visor of Anne Arundel County Central
Services, Annapolis, MD. That's because
the roadkill he's talking about doesn’t nec-
essarily have fur on it.

“It's our plants,” Burton says, referring
to the plants found in the medians along
11 miles of the county’s busiest roads.
“About 30 to 40 times a year, we respond
to a call about a car driving into the me-
dian and killing some of them.”

And there are countless other times
when Burton and his five-man crew will
stumble upon some unreported “roadkill,”
so it's anybody’s guess as to how many
plants wear treadmarks each year.

But massacred plants are only one of
the problems Burton has to deal with
when tending to the median strips. Lanes
have to be closed to protect his crew from
cars that whiz by at up to 55 miles per
hour, and that, according to state and
county regulations, can only be done be-
tween 9 a.m. and 3 p.m., requiring ad-
vance scheduling to ensure productivity.
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The application of pesticides has to be
done during the off hours of the day.

“That’s a nightmare,” Burton says.
“When we use a power sprayer, we have to
use low pressure so it doesn't blow into
traffic.”

Lots of ground to cover

Median strips compose only a fraction of
the 419 square miles Burton and his crew
handle. Over 116 landscapes in and around
office complexes, senior centers, libraries,
gateways, police stations, sediment ponds
and other places require their attention.
With such a huge territory to cover, Burton
has turned his crew into one lean, mean ef-
ficiency machine.

“We have to be efficient because going
from one end of the county to the other
takes an hour and 20 minutes,” he says.
“When we head in one direction, we make
sure to make several stops.”

Efficiency is also required with water
use, as only five of Anne Arundel’s sites
have automatic irrigation. To water every-
thing, including seasonal plantings like an-
nuals, mums and pansies at 24 different
sites, Burton makes use of two 400-gallon
water trailers. The tanks are filled using out-
side faucets at various facilities, but three

portable water meters were recently ac-



quired to tap into hydrants to water such in-
accessible areas as the landscape showcases
in the median strips.

Chain gangs and crossing guards

Any time Burton gets a chance to increase
his manpower, he jumps all over the op-
portunity with the enthusiasm deer and
rabbits show when eating his plants. All
mowing is contracted out, but when the
number of soda bottles and cigarettes start
to outnumber the flowers in the median
strips, the local chain gang is called on to
form a trash clean-up crew.

“I give them guidance and the materials
to do the job,” Burton says. “In some cases,
each day worked outside means one day
taken off their sentence.”

When the requests for pesticide appli-
cations started becoming more than the
few licensed pesticide applicators could
handle, Burton started training and licens-
ing people on the county’s custodial crew,
library staff members and his own crew
members. Now, over 20 individuals in Bur-
ton’s command are pesticide technicians.

“That has greatly reduced the requests
we get and allowed things to be serviced
that we don't have time for,” Burton says.

Burton even cadged a few workers out of
what would seem like an unlikely group —
crossing guards. “Of course, crossing guards
only work during the school season, but the
county was looking to make them full-
time,” he says. “The ones who opted to con-
tinue their employment through the sum-
mer had various options, so [ asked if we
could use these people. So far, they've been
great at keeping our plants alive.”

Burton also took advantage of a teen op-
portunity program sponsored by the local
police department last summer. Any time
the local garden club or Eagle Scout troop
wants to get involved with his crew’s every-
day activities, Burton welcomes them.

“You can't have a good program with-
out good people,” Burton says. “People

Stan Speaks and Ronald Offer of Anne Arundel Co. Central Services work on Solomon’s Island
roadway median, where signage and visibility are important for safety.

typically have a bad impression of govern-
ment workers but my guys are great. One
of our guys was planting flowers one time
and he turned to me and said, ‘We actually
get paid for this?"”

A balancing act

In addition to coordinating his horticulture
staff, additional personnel, contractors, and
community participants, Burton must keep
up on other county departments.

“The county’s management strongly en-
courages interdepartmental cooperation,”
Burton says. “For many of our projects, we
receive the use of personnel and equip-
ment from road operations, utilities, traffic
maintenance, water operations and others.”

To expand the capabilities of his crew,
Burton made sure that four of his staffers
became class “B” state certified drivers.
Even though there is no equipment in the
horticulture department that requires a
heavy duty truck license for operation, the
licenses enable crew members to drive
trucks borrowed from other departments.
At any time, Burton's crew has found it
necessary to borrow arrow boards for lane
closures, bucket trucks, heavy tonnage
dump trucks, a 5,000-gal. tanker truck for
watering roadway plants, and backhoes.

Special projects
The Anne Arundel crew’s responsibilities re-
cently expanded to include Tipton Airport at
Fort Meade, which had been neglected ever
since it was put out of service nine years ago.
Because of a drought, however, the de-
partment hired a subcontractor and, after
three-ft. tall weeds were cut down, Bur-
ton’s crew applied a concoction consisting
of industrial pre-emergent, Round Up and
Schism to eliminate any re-growth. LM

Who is Anne Arundel?
When someone first hears about Anne
Arundel County in Maryland, the first
question that pops up is: Who is Anne
Arundel, any way?

She was Lady Anne of Arundel, who
longed to voyage to the new world but
never got to realize her dream.

Each year, usually in May, a com-
pany called Homestead Gardens for-
mally celebrates the arrival of the Lady
Anne Arundel daylily. This year, to
commemorate the county’s 350th an-
niversary, Homestead Gardens donated
300 daylilies to be planted at all five
county gateways.
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disease control

You’ll get the best
results when you
use the right fungi-
cide for the prob-
lem. New products
give you even more
options

BY MICHAEL L. AGNEW, PH.D.

awn disease problems are

getting more complicated
and selecting the proper
fungicide to use is not a

= simple process, especially
~ if it is to be used on resi-

SRR dential lawns. The Food
Quality Protection Act evaluation process
has resulted in the voluntary removal of
several fungicides from use on residential
lawns. If you treat turf diseases, you may
have to consider new solutions.

The ideal fungicide for use on residen-
tial lawns should be reasonably priced and
possess curative properties, long term dis-
ease control and a positive human safety
profile. The best way to select a fungicide
is to understand key diseases and how a
fungicide works on or in the plant.

How fungicides deliver control

“Mode of activity" is a phrase that refers to
how the fungicide's active ingredient deliv-
ers disease control on or in a plant. You can
use the mode of activity to give a general
classification of the length of disease con-
trol provided by a particular fungicide, and
to determine if the fungicide will provide

any curative activity once the pathogen has

infected the plant. There are three mode of

activity types:
P contact,
» penetrant, and
» mesostemic fungicides.
Contact fungicides act only on the plant

surface. They provide effective preventive
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disease control on those fungi that are pre-
sent on the outside of the plant, but little
to no effect on a fungi present inside the
plant. Because contact fungicides act on
the surface, you must get thorough cover-
age with the fungicide to protect the plant.
Contact fungicides are constantly being ex-
posed to degradation through weathering
and exposure to light (photodecomposi-
tion); thus, a typical contact fungicide will
only provide protection for a period of
seven to 14 days.

Examples of contact fungicides include
chlorothalonil (Daconil), mancozeb (Fore)
and quintozene (PCNB). Chlorothalonil
produced after 1999 will no longer carry a
label for residential lawn use.

Penetrating activity

Penetrant fungicides (sometimes referred
to as systemic) act on the plant's surface,
but they also stop the spread of fungi by
penetrating the plant in quantities signifi-
cant enough to be toxic to fungi inside.
There are three subclassifications within
penetrant fungicides: localized, acropetal
and systemic.

Localized penetrants move into the
plant tissue and remain at the point of
entry. They protect only the immediate
area where they were sprayed. There is lit-
tle or no translocation within the plant,
making it necessary to reapply every 14 to
21 days.

Examples of localized penetrant fungi-

continued on page 56




MODE OF ACTIVITY COMPARISON

Examples Compass Sterol Inhibitors Chlorothalonil
Characteristics: Mesostemic Acropetal Penetrants Protectant

acts on the

. . !
plant surface _ -

absorbed by waxy
layer of the plant

redistribution
by water

redistribution by
vapor movement

penetrates plant
tissue

translaminar
movement

transported in the
vascular system

Necrotic ring spot being controlled

Compare costs
& rates MESOSTEMIC ACTIVITY

As a lawn care operator or turf man-
ager, you are not without various op-
tions. Newer fungicides may appear
more expensive at first glance, but be Acts on the
1S plant surface
aware that the application rates are a
lot less then the rates for older stan-
dard fungicides. For example, the rate
for Compass (0.1 to 0.25 02/1,000ft?) is
approximately 90% less than that of
Daconil Ultrex (1.8 to 7.8 0z/1,000ft2).
Reduced rate fungicides equate to less
active ingredients placed into the envi-
ronment, less exposure to an active in-
gredient by the applicator and less

Redistribution Redistribution by Absorbed by
on plant surface \ vapor movement waxy layer

\ * \

‘ ‘ > Penetrates

plant tissue

Translaminar
movement

storage space.

FUNGICIDE COST COMPARISON

Product Rate Spray interval Cost per application Cost per treatment-day
(days) ($/1000 ft2) ($/1000 ft?)

Daconil Ultrex 82.5WDG 3.67 oz 14 2.06 0.21

Compass SOWDG 0.2 0z 21-28 3.38 0.12-0.16

Banner MAXX 1.24MEC 2.0fl oz 28 3.82 0.13

Banner MAXX 1.24MEC 1.0 0z

+ Compass 50WDG 0.150z 21-28 3.60 0.13-0.17

Heritage S0WG 0.4 oz 28 8.62 0.31

Cleary's 3336 S0WP 6.0 oz 28 7.44 0.27
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disease control

TABLE 1. FUNGICIDES LABELED FOR RESIDENTIAL LAWNS

Pathogen

Brown Patch

Dollar Spot

Gray Leaf Spot

Leaf Spot
(Melting out)

Necrotic Ring Spot

Red Thread

Summer Patch

Fungicides

Azoxystrobin (Heritage 50WG)

Flutolanil (ProStar 70WP)
Thiophanate-methyl (Cleary’s 3336 50WP)
Trifloxystrobin (Compass 50WG)
Fenarimol (Rubigan 1AS)

Myclobutanil (Eagle 40WP)

Propiconazole (Banner MAXX 1.3 MEC)
Thiophanate-methyl (Cleary’s 3336 S0WP)
Triadimefon (Bayleton 50WP)
Azoxystrobin (Heritage 50WG)
Thiophanate-methyl (Cleary’s 3336 SOWP)
Trifloxystrobin (Compass SOWG)
Azoxystrobin (Heritage 50WG)
Thiophanate-methyl (Cleary’s 3336 S0WP)
Trifloxystrobin (Compass SOWG)
Azoxystrobin (Heritage S0WG)

Fenarimol (Rubigan 1AS)

Myclobutanil (Eagle 40WP)
Thiophanate-methyl (Cleary’s 3336 S0WP)
Propiconazole (Banner MAXX 1.3 MEC)
Azoxystrobin (Heritage 50WG)

Fenarimol (Rubigan 1AS)

Myclobutanil (Eagle 40WP)

Triadimefon (Bayleton SOWP)
Thiophanate-methyl (Cleary’s 3336 SOWP)
Propiconazole (Banner MAXX 1.3 MEC)
Trifloxystrobin (Compass S0WG)
Azoxystrobin (Heritage SOWG)

Fenarimol (Rubigan 1AS)

Myclobutanil (Eagle 40WP)

Triadimefon (Bayleton 50WP)
Thiophanate-methyl (Cleary’s 3336 SOWP)
Propiconazole (Banner MAXX 1.3 MEC)
Trifloxystrobin (Compass 50WG)

Rates (0z/1,000 ft2)
02—04
1.5—3.0
2.0
0.1 —0.25
0.75
05—1.2
1.0-2.0
2.0
0.5
02—04
4.0—8.0
0.15—0.25
02—04
4.0—8.0
0.1—0.2
0.4
4.0—38.0
12
4.0—8.0
4.0
0.2—04
8.0
0.6 —1.2
05—1.0
2.0
1.0—2.0
0.1 —0.2
04
4.0—8.0
1.2
2.0
40—8.0
4.0
0.2—0.25
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continued from page 54

cides include vinclozolin (Vorlan, Curalan)
and iprodione (Chipco 26GT). Iprodione
produced after 1999 will no longer carry a
label for residential lawn use.

Acropetal penetrants enter the plant
tissue and move translaminarly, from the
top of the leaf surface through the leaf tis-
sue and to the bottom of the leaf. They
also move upward in the xylem, the water-
conducting tissue of the plant’s vascular
system. This protects the plant tissue from
the point of entry into the plant and up-
ward. These fungicides have limited or no
downward movement, so you must use
enough water carrier to get the fungicide
to the crown of the plant, typically 2 gal. of
water per 1,000 ft2. Most acropetal pene-
trants can provide up to 28 days of disease
control, depending on rate and target
fungi.

Some acropetal penetrants include
propiconazole (Banner MAXX), triademe-
fon (Bayleton), azoxystrobin (Heritage)
and mefenoxam (Subdue MAXX).

Systemic penetrants are similar to
acropetal penetrants, but they also move
through the phloem (food-conducting tis-
sue) as well as the xylem. When applied,
systemic penetrants can move both up-
ward and downward in the plant tissue.

The only systemic penetrant used in
turf is fosetyl Al (Aliette). This is limited to
the control of Pythium blight and labeled
to provide protection up to 21 days.

New activity mode
A new class of fungicide with a unique
mode of activity called “mesostemic” was
introduced in 1999. Trifloxystrobin (Com-
pass) is the first turfgrass fungicide with a
mesostemic mode of activity, combining
some attributes of both contacts and pene-
trants to provide additional disease protec-
tion. This type of fungicide has similar ac-
tivity to penetrant fungicides in that both
continued on page 58



By the day. By the job. By the week.

[By the way, have we been introduced?]

Introducing The Cat Rental Store. With all the equipment you need—from hand tools to heavy machinery—
and the service that only a Cat® dealer can offer, it's everything you'd expect from Caterpillar. And a lot of

things you wouldn't.

Call 1 800 RENT-CAT or visit www.TheCatRentalStore.com for the location near you.
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penetrate the plant tissue and translocate
translaminarly to the bottom of the leaf
surface.

What makes a mesostemic fungicide
unique is that it forms a weather-resistant
deposit in the waxy surface layer of the
plant. This deposit is a reservoir for contin-
ual penetration that replaces active ingredi-
ents lost to metabolism.

Mesostemic and contact fungicides
both act on the plant surface to provide
protection from external fungi. In addition,
both types of fungicides can be redistrib-
uted on the leaf tissue.

Unlike a contact fungicide, however,

mesostemic fungicides are rainfast and not

appreciably affected by weathering and
photodecomposition.

A mesostemic fungicide also has the
unique ability to redistribute at the plant
surface by localized vapor movement de-
spite lacking volatility and, consequently,
the ability to move off-site. The vapor
phase activity is seen over short distances

of 2 in. to 3 in. within the plant canopy,

and movement is greatest within the first 7

to 14 days after the application. This is
when the free portion of the fungicide is
available for redistribution. It also appears
that the fungicide will move off of clip-
pings to provide enhanced disease protec-
tion for the same time period.

The different ways a mesostemic fungi-

cide can provide plant protection adds up

to 21 to 28 days of disease control.

Designing a program

Once you've decided which fungicide to
use, use it properly. Consider these three
factors:

» timing the fungicide application,

» water carrier volume, and

» turfgrass growth rate.

Timing. Most fungicide applications
work best if applied on a preventive basis.
You not only use less fungicide, but there
is no plant damage. If you are treating for
brown patch or gray leaf spot, get the first

application on before weather conditions

continued on page 60
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For 37 Years - the Foremost in
Experience & Knowledge

LANDSCAPE LIGHTING

Acclaimed Distributor of the Industry Leaders:

Nightscaping Kim Lighting

B-K Lighting Ty Lumiere Design
Kichler Low Cost Focus
Greenlee %gm‘é)eoz‘: 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

Unequaled Stock
CALIFORNIA SERIES transformers « Complete selection of lamps
All gauges of low voltage cable * Fixture accessories * Installation materials

ARTICLES
California

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

Landscape
Lighting
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Aovertisevens MIA NAGEMENT

FORINTS

Reprints of Landscape Mangement articles,
advertisements, news items or special announcements are
available through Advanstar Marketing Services.
Customized to meet your specific needs, reprints are
highly effective when you use them to:

*Develop direct-mail campaigns

*Provide product/service literature

*Create trade show distribution materials
*Present information at conferences and seminars

Extend your coverage to your website. Custom

reprint packages include an E-Print of the same
article to post on your website.

Landscape

ADVANSTAR MARKETING SERVICES

MARcCIE NAGY

1-800-225-4569 ext. 2744 « 440-891-2744
Fax: 440-891-2740

Email: mnagy@advanstar.com
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www.deere.com
Or 1-800-537-8233 for the dealer nearest you.

|
(= '|-‘.'f||"_,f|||,'I . .!ﬁﬁ“:ﬂ g

- PETRARY

(We start promptly at sunup.)

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

The reason for such superior sunrise to

sunset performance is our M-Series engines.

someil - With a rotary-valve carburetor,

swpier_ these terrific little engines mix fuel

more efficiently, start faster, and
handle heat better than butterfly-

4%, valve carbs found on many other

Circle No. 127 on Reader Inquiry Card

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

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

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

Pick up an M-Series-powered trimmer today.
Available only from your John Deere dealer.

.

NoTHING Runs Like A DEere® J
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that are conducive to disease development
occur — otherwise, the application should
be considered as the post-infection kind.
Both brown patch and gray leaf spot are
active within the turf stand long before you

see symptoms of damage. One application

Brown patch: individual patch on tall fescue

is rarely enough to provide 100% control
of brown patch. Plan for two applications
spaced 21 to 28 days apart.

A typical application for leaf spot or red
thread control is to apply the fungicide at
the first sign of disease. Since these are pri-
marily foliage diseases, a one-time applica-
tion may be enough to provide disease
control. If weather conditions persist, a sec-
ond application may be necessary 21 to 28
days later.

Water. Always use enough water to
provide thorough coverage. Skimping on
water volume can greatly reduce the length
of disease control. If you don’t use enough
water when applying a fungicide, coverage
is not good and the fungicide can be
mowed off quickly. Control of foliar dis-

ease is best achieved when using water car-
rier volume of 2 gal. per 1,000 ft. If treat-
ing for soil-borne pathogens such as
necrotic ring spot, water volumes of 4 gal.
per 1,000 ft2 are best.

Applying fungicides in too much water
can also affect disease control — the fungi-
cide may be moved beyond the turf and
into the soil where it may not be available
for uptake.

Growth rate. Finally, the efficacy of a
fungicide is greatly affected by the growth
rate of a turfgrass. Mowing removes fungi-
cides, and if the turfgrass is growing too
fast, more of the fungicide is removed with
the increased clipping. LM

—Michael Agnew is research and
development manager, Novartis Crop
Protection, Kennett Square, PA.

Even nature

needs

professional
help.

force to cut.

CoronN

The professional edge.

A Bellota Company

The BP 6200 features Coronium' steel forged
blade and hook for strength and durability.
The BP 6200 Bypass Pruner is the professional
help you need. Take the Corona 2
week test drive and see for yourself.

© 2000 Corona Clipper. 1540 East Sixth Street, Corona,
California 92879 800-847-7863 or 909-737-6515
FAX 909-737-8657 www.coronaclipper.com

BYPASS HAND PRUNER

The new Corona BP 6200 series bypass pruner takes pruning
performance, comfort, and durability to new professional levels.

For starters, it won't slip from your hand — because the
co-molded Corobond™ handles have been designed for a
secure comfortable grip, greatly reducing hand and
wrist fatigue. A larger patented bearingsurface,
internal grease relief, and self-aligning pivot bolt
with patented, hi-torque all-steel locking nut
provides superior stability and a greatly reduced

P
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The overseeder
you can’t afford to overlook.

You’ve probably heard about the Verti-Seed®
overseeders because they are the only ones that
cut the soil, open the groove, sow the seed and
close the groove all in one simple operation. You

can also use it to implant a selection of granular

materials.
Now, with two models to choose from — the
original and the wider 48 inch 1204 — you can

choose the working width that exactly suits your

~ STTWRL .
The cutting disc goes through the soil, the
seeding element drops the seed in the
groove and the shoe closes the channel.

needs. With the closest spacing in the market —

1!/2 inches — you have maximum flexibility. It’s

really a whole new concept in overseeding that L
e O R T VERTI-SEED

has proven itself in many ways following recent

winters. Sow and play right away. Ask your dealer Redexim ‘

for a demonstration today. TR

Breaking barriers to better turf.

950 Sathers Drive, Pittston Township, PA 18640
1-800-597-5664
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JOBTALK

Planting for profits

By splitting workers
into prep and plant
crews, Hillenmeyer
increased efficiency

BY RON HALL/
SENIOR EDITOR

0, you think planting annuals is
a simple operation? Think
again. It can put a crimp in your
operation if you don't have a
system to do it efficiently.

2 That's what Hillenmeyer
Nurseries, Inc. discovered when it really
looked at its annual plantings — its system
of installing annuals was taking too much
time and labor. The steps it took to return
profit back to this particular service offers a
lesson for any landscape company.

“We had estimates that were all over the
board,” remembers Stephen Hillenmeyer,
president. “We had some projects that we

were doing real well on and some that we
were losing on.”

The 150-year-old full-service landscape
firm headquartered in Lexington, KY,
brought in business consultant Jack Mat-
tingly to help improve operational effi-
ciency. Mattingly helped the company to
establish production rates for all of its ser-
vices — including color changeovers.

The process of establishing production
rates isn’t difficult, explains Mattingly, but it
does require taking a measuring wheel to
job sites and carefully mapping properties.
Then, using a stop watch, you time the ac-
tual work that's being done whether it's mowing, trimming, blowing off sidewalks or, in
this case, planting annuals. Once production rates are in place, management can more ef-
fectively track and budget labor for each task. This is a powerful tool in controlling over-
time costs, particularly as field foremen are given responsibility to see that their crews meet
these budgeted labor hour targets.

The next step for Hillenmeyer Nursery, at Mattingly’s suggestion, was to design and
post a 4-ft. by 8-ft. production schedule board for all production employees to see. The
board displays each crew’s tasks for the day and the next two weeks, along with the labor
budgeted for each task.

Account managers post this information and make any necessary changes before crews
arrive for work. At day’s end, when the foremen fill out their time cards, they note how
long each task took on their section of the board. (Make your own production schedule
board by buying a dry/erase board and 1/4-in. pinstriping, to make lines, at any large office
supply store. Total cost is about $40.)

“It is not the whole answer. You still have to use your judgment,” explains Hillenmeyer.
“But by establishing consistent production rates, we have something to compare.”
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While budgeting labor for large property
maintenance is mostly a matter of measur-
ing and timing, Stephen Hillenmeyer was-
n't as sure about how to get a handle on his
company's substantial annual plantings —
until he went out and saw for himself.

For years, his company used 16 or 17
people divided among three crews, each
crew doing both the site prep and the
planting. When he visited a planting site,
he discovered all five people working in a
group in a section of a large property.

“It was an eye-opening experience,” he
admits. “They had flowers pulled out of
the pots and the flowers were withering
and dying on the ground as they prepped
the site. The flowers inside the van were
wilting, too. It was just a disaster. No won-

der it was taking so much time.”

The experience led the company to re-
vamp its planting program by splitting the
workers into separate crews, one into just
preparing sites, while other two-person
teams followed behind and planted flow-
ers. It also established production rates.

“When the prep crew people went on a
site, they knew that they had, for example,
an hour and 15 minutes to get it prepped
and get out of there. They knew this be-
cause it was on the schedule board,” says
Stephen Hillenmeyer. “Then, all the plant-
ing crew needs to do is start unloading
flowers and putting them in the ground.
The transition between prepping and
planting saves a lot of time."

How much? In 1999, nine people did

the same amount of work that 16 or 17
had the previous season.

With a “old” system, a person was ex-
pected to plant 20 flats (32 pots per flat) a
day. In the new system, the planters are
each regularly planting 30 flats daily per
person. One two-person crew installed 97
flats in one day in 1999.

The crews were planting more effi-
ciently thanks to the prep crews and a spe-
cially designed trailer that Hillenmeyer’s
talented shop people constructed. During
planting season, the trailer is equipped
with racks that hold 100 flats of flowers
with room for tools and a water tank, in
case the flowers start to dry during the

planting process. LM

Fax. (918) 461 0996
11219 S. Mingo, Bixby, OK 74008
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WITH ATTACHMENTS AVAILABI.E FOR EVERY JOB

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

from the designers & builders

~ of the world’s first mini loaders

, Phone for FREE VIDEO & INFORMATION

US Resere ¥ 359497

Web site: http://www.kanga-loader.com Email: kanga@kanga-loader.com A/Hrs. (918) 459 2137
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TECH CENTER

Light

BY CURT HARLER/
CONTRIBUTING EDITOR

Landscape lighting can light up
your clients’ yards — and your
ledger books. Since most peo-
ple work during the day and
relax or party at night, land-
scape lighting is a logical exten-
sion to any landscaping job.

Done correctly — and that
doesn’t mean making the front
of a house look like a landing
strip — landscape lighting can
add the touch of class needed
to set off a well done setting of
lawn, shrubs and trees. “Think
of it as painting a picture of the
landscape at night, using lights
to achieve the look a home-
owner wants,” says Richard
Lentz, owner of Lentz Land-
scape, Dallas, TX.

Customers interested in
landscape lighting usually come
from one of three camps: those
who want heightened security
around their property, those
who want to illuminate a dan-
gerous area such as steps or
those trying to make their
home and grounds landscaping
look as good at night as it does
during the day. In many cases, a
landscaper can marry all three
of the opportunities, giving the
customer an even better reason
to go ahead with the project.

Before diving headfirst into

up your profits

any job, check the local electri-
cal code on installation. Most
permanent lighting systems are
installed on a stem or pipe sup-
port and have to be mounted
to a box. Some local regulations
allow mounting below ground,
others require above-ground in-
stallation. If you are not experi-
enced in this area, take a short
course or join forces with an
electrician or landscape de-
signer who has done some
good-looking projects. Finally,
do not fall into the trap of
thinking that, just because a job
is a low-voltage installation, it
can be done in any way you
choose. You are still dealing
with electricity, people’s prop-
erty and people’s lives.

ARCHITECTURAL
LANDSCAPE LIGHTING
800/854-8277
www.alllighting.com

The new SL-30, above-ground
diecast aluminum landscape light-
ing from Architectural Landscape
Lighting, Santa Ana, CA, is a mul-
tidirectional, contemporary shaped
lighting fixture designed to pro-
vide brilliant uplighting to illumi-
nate schools, office buildings,
signs and other landscape features
in many commercial applications.
Light sources include standard

continued on page 66

Architectural Landscape
Lighting's popular uplight

buying tips

P Know the difference between accent and
path lighting

P Not all lighting is intended for wet areas

P Send for American Lighting Association’s
$2 brochures on lighting
(PO Box 420288, Dallas, TX 75342).

P Check the local electrical code

P Place lights so bulbs can be replaced
easily
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33 TREE DISEASES

INCLUDING ...

Verticillium
Anthracnose
Dutch Elm Disease
Oak Wilt
Crabapple Scab

Pk Bud ot QU‘I-CK & EAQY
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COMBINATLIONS ?

MAUGET’S two unique COMBINATION products
IMISOL & ABASOL combine MAUGET'S time proven
fungicide, FUNGISOL with either of those long

lasting insecticides, IMICIDE or ABACIDE in
the same Micro-Injection unit. Controlling
31 destructive tree diseases & many

Tre PREMTER damaging insects with just 1 MAUGET
Micro-INJECTION SYSTEM treatment saving both ......

TIME & EXPENSE. n_

800 TREES Rx (800 -873-3779) WWV’./mauget.
877-TREE HLP (877-873-3457) 91
(Toll free technical support Line)
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continued from page 64

PAR-38 incandescent spot or flood
beam and HIT spot or flood optics.
Units are UL/CUL listed for wet lo-
cation use.

The company also has canister-
shaped outdoor downlights suit-
able for building lobbies, corridors,
entryways, exterior building walls
adjacent to gardens and parks and
parking garages. The lights feature
a dlassic gylindrical, canister-style
housing with subtle architectural
ring details in each of four models.
The smooth outer surface has no

Lighting offers dlassic shapes.

visible hardware and a flush-
mounted lens. The lens is sur-
rounded by a body-colored trim
ring to preserve each unit’s crisp
design from any viewing angle.
Circle #265

ARDEE LIGHTING
704/482-2811

Clikstrip for Damp Locations is
flexible, low-voltage, high perfor-
mance linear strip lighting de-

¢ W;_?}ﬁ

Ardee low-voltage strip lights

signed specifically for outdoor and
damp environments, made by
Ardee Lighting, Shelby, NC. Units
can be specified in lengths and
lamp spacing for complete cus-
tomization of the lighting design
to the site. Strips accommodate
four 100 incandescent, argon or
xenon gas-filled festoon lamps.
Clikstrips come in black or white
base finishes.

Circle #266

DABMAR

818/349-1138
www.dabmar.com

Request a complete catalog and
price list of low-voltage lighting
and landscape lighting products
from Dabmar, Chatsworth, CA.
The company’s line of post-
mounted lighting is one of the
more complete lines available, with
a wide range of single and multiple
light choices including pole, wall or
post mounting.

Circle #267

HADCO

717/359-7131
www.hadcolighting.com

The Garden Art Collection from
Hadco, Littlestown, PA, offers the
look of hand-crafted, solid copper

Hadco’s hand-crafted look

construction. Styles incdude mush-
room, tiffany, deck, single or dou-
ble tulip. Designed for path and
spread lighting, they are made of
annealed copper for strength, and
the appearance of the fixture will
be enhanced further with age as
they weather and take on a rustic
patina.

Circle #268

KICHLER LIGHTING
800/659-9000 X6445
www.kichler.com

An entire range of lighting prod-
ucts, from ballard stakes to accent
lights is available from Kichler Light-
ing, Cleveland, OH. The floating
pond light is made of composite
resin and is great for directing light

downward in ponds. Company of-
fers path and spread lighting as well
as deck and accent lighting, includ-
ing natural cedar wood address
lights, louvered step lights, brick
lights and a range of well lights.
Items are available in a variety of de-
signs from decorative shells to tulip
to traditional surface mounts.

Circle #269

LUMIERE

805/496-2003

Attention to detail is the byword at
Lumiere, where all parts are ma-
chined, formed or cast out of
heavy-wall aluminum at their
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Westlake Village, CA, factory. Fix-
tures are standard powder-painted
in black, bronze and verde green; a
rainbow of special colors; or solid
brass, copper, chromium-plated; or
two-step architectural anodized.
Circle #270

MQ INDUSTRIES
714/279-0283

The all-ceramic lighting fixtures
from MQ Industries, Orange, CA,
are handcrafted one fixture at a
time. Ceramics are solid color
throughout and will not rust, rot
or corrode. Hardware is made of
brass or nylon for long life. Fix-
tures, including bollards, walk
lights, spots and well lights, are
available in green, tan, rose, gray,
black or white.

Circle #271

NITE TIME DECOR
877/552-4242
www.christmasdecor.net

If you intend to add landscape
lighting to your business, check
with Nite Time Decor, Lubbock,
TX, about establishing a territory in
your area. The company offers
professional training, premium-
quality products, a national mar-
keting program and on-going toll-
free phone support, meetings,
newsletter and advisory groups.
Circle #272

PHILIPS LIGHTING CO.
800/555-0050

lighti hili
A wide range of lighting and light
bulbs for outdoor use is available
from Philips Lighting Co., Somer-
set, NJ. Products range from a yel-
low compact fluorescent bug-re-
pellent bulb (combined with a

continued on page 68
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On turf, on ornamentals, on edible fruit trees...

EAGLE is the only fungicide you need.

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

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

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

EAGLE fungicide. The one and only. MGLE

RDHM Agricultural Chemicals Department
l}:! 100 Independence Mall West / Philadelphia, PA 19106
anns 1-800-987-0467 / www.rohmhaas.com

1999 a5. ALWAYS READ AND FOLLOW LABEL DIRECTIONS. Eagle is a registered trademark of Rohm and Haas Company. T-0-312 12/99
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continued from page 66

standard incandescent bulb at the
other end of the patio) for free-
dom from bugs to narrow beam
spotlights and pool lighting for il-
luminating trees and other foliage.
The firm’s Earth Lights are avail-
able in a variety of decor globe,
specialty, outdoor and Bug-A-Way
versions.

Circle #273

ROCKSCAPES, INC.
800/677-6811
www.rockscapes.net

A complete range of handcrafted
American lanterns in solid brass
highlights the LightFare line from
Rockscapes, Canoga Park, CA. A
range of metal finishes from an-

tique brass to old bronze to dark
verde and rusty iron offer a variety
of choices. Glass options include
irdescent honey, milky white,
clear or frosted flat. Just about any
shape or size imaginable is avail-
able in modern, traditional or in-
ternational designs. Units can be
wall mounted or placed on one of
the company’s solid brass posts.
Circle #274

STONEGLOW

602/265-9441

Light up any pathway with illumi-
nated stepping stones. The Luma-
Stone line from Stoneglow,
Phoenix, AZ, is a super strong,

light diffusing polymer creating
the concrete gray or sandstone

look. Stones are 14 in. in diameter
yet support over 400 Ibs. Bury
them in the ground or surround
them with gravel or tanbark. A
10-ft. walk requires four stones.
Circle #275

TAHOE LIGHTING
888/LIT-TAHO
www.tahoelighting.com

For a fine, finished look, check out
the products from Tahoe Lighting,
Sparks, NV. This company stocks
in-ground lighting for interlocking
paving stones, concrete and land-
scaping. Stock shapes include the
5.875 x 5.875-in. Emerald, 3.875
x 7 13/16-in. Zephyr and the 6 x 6
in. octagonal Sierra. All are 2.25
in. deep. They are available in

brick red, tan or gray and are easy
to install.
Circle #276

X-10

800/442-5138

www.x10.com

Control all aspects of outdoor
lighting with the Home Control In-
terface from X-10, Closter, NJ. Sys-
tem allows a PC to control lights
and appliances like pool pumps,
heating and cooling from one in-
terface. Motion detectors, links
from garage door opener to out-
door lights, and connections from
pool lighting to security alarm sys-
tems are among the many cus-
tomizable options available.

Circle #277
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“BIG BLUE BOOK"

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

FREE

24 Hours a Day — 7 Days a Week!

Annual Premium Service

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

Our Complete Database:
« Labels

* MSDSs

*DOT

* Mode of Action

* Supplemental Labels

» Worker Protection
*SARATitle lll

* Multi-Search Index
* Label Tank Mixes

T&OR

Turf &
Ornamental
Reference

for Plant Protection Products

www.bluebooktor.com

Your ofﬂc'lal plant protection L ar
information source.

[ ——

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

The best single-source reference containing the most
current and comprehensive information on the basics of
turfgrass and landscape management available today!
= bk edited by Willlam E. Knoop

- "’" g 125 pages, soflcover
N $ 249%
Item #L.SMB830
plus shipping/handling

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

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

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

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

Call 1-800-598-6008
Fax: 218-723-9146
Outside the U.S. 218-723-9180
Order on-line at www.landscapegroup.com
Please mention code H-LM when ordering

950854



http://www.tahoelighting.com
http://www.x10.com
http://www.bluebooktor.com
http://www.landscapegroup.com

SOMETIMES YOU'VE GOT TO
CHANGE YOUR NAME, IF YOU’RE
GOING TO PLAY THE GAME.

FLORISTS’ MUTUAL IS CHANGING ITS NAME TO FMI.

If your name doesn’t describe what you do and how you approach your business, it’s time to make a
change. Today, the time has come for Florists’ Mutual. When we founded our company more than a
century ago, our name described us perfectly. But we've grown and changed since those early days.
Today we still provide superior service to florists of all kinds, but we also serve landscape contractors,
interior landscapers, growers, nurseries, garden centers—the entire horticultural industry.

STARTING TODAY, IT'S A BRAND NEW BALLGAME.

It’s a new game, a bigger game, a better game. So we've changed our name. What hasn't
changed, of course, is our commitment to meeting and exceeding the needs of each and

every one of our customers. And we think you'll agree, thats a winning idea. ‘\‘/’
Call 1-800-851-7740 or visit us on the web at www.fmi-insurance.com.
s~ T K

NDUSTRY SINCE 1887
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INTERNATIONAL LAWN, GARDEN & POWER EQUIPMENT EXPOSITION
‘//_‘.

Always
The d

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
NEW FOR 2000 with business-boosting information

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

ATTEND THIS 8) Technician certification testing
NEWS-MAKING EVENT

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

July 22-24, 2000 L . N

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

Produced by Sellers Expositions, 550 S. Fourth Avenue, Suite 200, Louisville, KY 40202-2504 U.S.A.
Phone 502-562-1962, Fax: 502-562-1970, web site at http://expo.mow.org
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|ask the expert

BY BALAKRISHNA RAO

Reader identifies mistake

You mentioned using Flagship (an
insecticide) for grub control in your col-
umn in the March 2000 issue of
Landscape Management. | thought
Flagship was for greenhouse and land-
scape ornamental plants?

— OHIO

This question is from Dr. Harry Niemczyk
from OARDC, OSU and he is right. I am
sorry for the misinformation on my part.
The correct name I should have mentioned
is Meridian for turf use.

Dr. David Cox from the Novartis Cor-
poration, the manufacturer of both Flag-
ship and Meridian, explained the differ-
ence. Both products have the same active
ingredient and chemistry called
thiomethoxam, and they are expecting the
EPA registration soon. He mentioned that
Meridian insecticide is for turf insect use,
and Flagship is for greenhouse and land-
scape ornamental plants.

Managing grassy weeds
A client of ours has requested that we
use Ronstar on a large, several acre
property to manage grassy weeds.
Recently, we have been using Pre-M.
Which one should we use?

— KANSAS

Ronstar is a good herbicide designed to
manage annual grassy weeds, such as crab-
grass or goosegrass. This preemergent herbi-
cide, formulated as a 2% granular in a bio-
dac carrier, is labeled for use on commercial
turgrasses, ornamentals and landscape areas.
Reports indicate that Ronstar will have

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.

better results managing goosegrass than
crabgrass. Apply Ronstar during late winter
or early spring, prior to weed seed germina-
tion. Applications made after March or
April may not be fully effective.

Studies have also stated that treating half
the material in one direction, then treating
the other half in the opposite direction may
provide better weed control. Read and fol-
low label specifications for best results.

Lilac borers
While pruning some dying branches on
an overgrown lilac bush, | found a
number of insect larvae. They were
about an inch long, white with a brown
head. How can | get rid of them?

— PENNSYLVANIA

According to your description, the problem
appears to be lilac borer. Infested branches
wilt as the larvae tunnel inside and destroy
the xylem (sapwood). Eventually, the lar-
vae move to the heartwood. Larvae will be
3/4 to 1 1/2 in. long, with a brown head.
The adult is a moth that resembles a wasp.

Feeding damage will weaken the
branches and cause breakage. Sometimes,
wood-destroying fungi, such as Polyporus
sp., will form on the weakened branches.

Lilac borers overwinter in the branches,
so you are doing the right thing by selec-
tively pruning and getting rid of the dying
or infested branches. To find an infestation,
look over the branches for slightly swollen,
cracked areas. You may also find holes in
the bark and wood.

Treat the lilac with insecticides such as
Dursban or Astro. Treatments can start in
late April or early June depending on the re-

www.landscapegroup.com / MAY 2000 / LANDSCAP

gion. You may need additional applications.
Borers generally establish on stressed
and weakened plants. Therefore, reduce
stress and improve plant health. Read and
follow label specifications for best results.

Scale insects
On a client’s property, we found
brown and white scale-like insects on a
pachysandra. What are they?
— OHIO

It appears that the problem is a scale in-
sect. The brown scales are female, and the
whitish-colored scales are male. The fe-
males are shaped like an oyster shell and
are brown. If you turn one over, you may
see several eggs underneath. Males are
smaller, narrower and white with ridges
down the center of their backs. When they
are in abundance, the lower side of a leaf
may appear a whitish color.

Rake and removed dead and blighted
plants to improve air circulation. Apply Hor-
ticultural Qil before new growth starts in the
spring. Since oil applications do not have a
long residual, the oil treatment should be
followed by some contact insecticide treat-
ment such as Malathion, Sevin or Talstar.

When applying contact insecticides,
make sure that the scale
eggs have hatched
and the young

crawlers are out.
For better con-
trol, treat the
plants when the
second instar
crawlers settle
down.
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TECH CENTER

Cutting sod

The 512 sod cutter, Turfco says, saves a lot of
work because it is built for maneuverability, en-
gineered to keep machine weight down and
structurally designed to cut through the tough-
est soil conditions. A hand grip clutch control,
which stops the sod cutter when the operator
releases it, and operating instructions on the
handlebar make it operator friendly. An op-
tional feature is a blade for cutting tree rings. A
12-in. angled blade cuts to a 3-in. depth at the
outer edge and up to zero at the inner edge.
For more information contact Turfco at 800/679-
8201 or wwww.turfco.com/ circle no. 250

Controlled-release fertilizers
Lesco’s new line of controlled-release fertilizers
known as Novex maximize the nitrogen best
suited to growing quality turfgrass and minimize
the nitrogen that is of little value. Advanced
technology gives the fertilizers the ability to de-
crease the inefficient quick-release unreacted
urea and the slow-release hot water insoluble ni-
trogen, while increasing the highly efficient con-
trolled-release midrange nitrogen segments. The
fertilizers are formulated as a totally homoge-
nous, uncoated product and the particles are so
small and dense they resist pickup by mowers.
For more information contact Lesco at 440/333-
9250/ circle no. 251

Fix anything

Irrigation contractors, listen up. Christy’s has
come up with FastFix®©, an all-purpose epoxy
repair putty. FastFix molds like clay and hardens

like steel and can bond to damp, wet and
slow-leaking surfaces. It can be formed, drilled,

Bug off

Tec Laboratories introduces the Bug Button, an all-natural insect repelling
disc that you pin on your dothing to ward off mosquitoes, bees, flies, gnats,
yellow jackets and other insects. The Bug Button doesn’t contain DEET;
rather, it is infused with a combination of lemongrass, geranium and cit-
ronella oil. It lasts up to 55 hours and is sold in a 60-count box.

For more information contact Tec Labs at 800/482-4464 x325 / circle no. 256

sanded, tapped, sawed or painted and can fill
holes, patch cracks, bond surfaces and repair
leaks. FastFix is available in 4 oz., 7-in. sticks,
packed in reusable tubes.

For more information contact T. Christy Enter-
prises at 800/258-4583 / circle no. 252

JCB has a new 1.5-ton mini-excavator that fea-
tures a variable width undercarriage and works
hydraulically from the cab. The undercarriage
can be retracted to 3 ft. 2 in. for confined areas
or expanded to 4 ft. 5 in. for stability. It can also
straddle a trench if the need arises. A two-
speed tracking feature allows for a low speed
of 1.3 mph and high speed of 2.2 mph.

For more information contact JCB at 888/742-
5522 or www.ichna.com/ drcle no. 253

Seeder for small jobs

The T60 HydroSeeder is perfect for landscape
contractors requiring a fast and economical
machine for seeding smaller jobs, says Finn
Corp. Designed for use by a single operator,
the machine has a 500-gal. capacity and covers
up to 7,200 sq. ft. per load with seed, fertilizer
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and mulch in a one-step process. Controls are
located in two places for operator convenience,
and the low profile design allows easy loading
and stability during operation and transport.

For more information contact Finn Corp. at
800/543-7166 or www. finncorp.com/ circle
no. 254

Productive stump cutter

Chip containment, improved suspension and a
4-qyl. diesel engine are just some of the fea-
tures of Vermeer's mid-size 50-hp SC502A
stump cutter designed to deliver maximum
horsepower to the cutter wheel for optimum
productivity with a gear drive system. But what
makes it special, Vermeer says, is the Au-
toSweep system, which maintains rated engine
speed to cut 19-in. deep and 67-in. wide.

For more information contact Vermeer at
888/VERMEER or v vermearcom/ drce
no. 255

Get an edge
For The Edge says it has come up with a
trencher that can trench for sprinkler systems,
drain tile, low voltage electrical lines and land-
scape walls. A new floating cutting head cuts
up and over large underground obstructions.
Cut a clean trench up to 25 ft. per minute, and
watch the Trench ‘N edge clean up after itself
by blowing materials directly onto tarps. A sin-
gle front pivot wheel offers a turning radius as
tight as 18 in. With an optional adapter, the
trencher can make multiple passes as wide as
the user requires.
For more information contact For The Edge at
continued on page 74


http://www.turfco.com

[titsonit,
the best isinit.

Simplot

Turf and Hortoulrure

Now it’s easy to know whether you have the best

turfgrass mixtures and blends available. Just look for

the Jacklin Genetics label

The Jacklin Genetics label on the bag says you're

planting turf seed varieties with
* the industry’s leading private research and
breeding program behind them

* a wealth of innovation that has led the world in
turfgrass development for nearly seven decades

* proven performance that combines unsurpassed
color, turf quality and disease resistance with

higher seed yields

You never have to wonder if the best is in the

S0 ask for

bag when the Jacklin name is on it
Jacklin Seed. And if you don't see the Jacklin Genetics
label on the blends and mixes you're considering

ask “why not?

B JAGKLIN

S B E-D
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continued from page 72
800/483-3437 or www.trenchnedge.com /
circle no. 257

Chipper with more pull

Bandit Industries’ 280XP hydraulic feed, disc-
style chipper is now equipped with a new hy-
draulic feed system that provides 60% more
hydraulic pulling power. Also, the bottom and
top feed wheels both have new knife style

teeth that better grip material being fed into
the chipper.

For more information contact Bandit at
800/952-0178 / circle no. 258

Scat, deer!

Deer-Off deer repellent, which features a dual
deterrent system formula that leaves both an
odor and a taste that animals find offensive, is
now available in ready-to-use spray bottles
Made from natural, biodegradable food prod-
ucts, the repellent contains no harmful chemi-
cals and is safe for people, animals and the en-
vironment.

For more information contact Deer-Off at
800/333-7633 / circle no. 259

Chop those bales
The new Goossen NA 8000 18 hp bale chop-
per can mulch two bales of straw per minute

while covering 1,000 sq. ft. per bale. An ad-
justable grate allows operators to control the
length of cut and the rate at which the bale is
consumed. Options include electric start Honda
engine with recoil backup, detachable gas
tank, 30" x 6" flex hose for discharge and 180°
directional spout for discharge

For more information contact Goossen at
800/228-6542 or www.goossen.com / circle
no. 260

Big features for big loaders
Gehl's new Avantage mini-loaders come in
compact packages but have big loader features.
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-steering units
are available with 20-hp diesel engines. Flat-
faced dripless auxiliary hydraulic couplers and a

continued on page 77

assgd Okills Development

TRAINING

The Landscape Management Skills development series sponsored
by American Cyanamid made history as a dozen lawn care

&5~

Sponsored By:
GGYANAMID

—=¥-U—-R-E

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

» Adams Gardening Service
e Arborlawn, Inc.

companies from across the country committed to training to at

* 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

least one half hour each and every week for the next year. These
industry innovators will compete for a package of prizes provided
by American Cyanamid for learning to learn together.
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GREEN INDUSTRY EXPO/2000

YOoU’'Re INvITED TO THE 11TH ANNUAL GIE ..
November 4 - 7, 2000 Iﬁ
Indiana Convention Center + Indianapolis, Indiana

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

become our most Demonstration

productive show. % 3 Educational

< “When I come to the Conferences
o M # 300 Exhibiting
expect. The conferences Companies

attract the type of

customer that we want % 6,000 plus Industry

to get in front of.” Professionals
P .
o Show Schedule The GIE has it a
CONFERENCES we bring
N ber 4 - 7, 2000
SR A ovember representatives

TRAVEL INFORMATION OUTDOOR EQUIPMENT DEMONSTRATION from our company

Call Travel Worldwide Network at November 5, 2000 every vear ”

(800) 631-9675 or e-mail them at T

travworldnet@mindspring.com TRADE SHOW ,y y

November 6 - 7, 2000 — GIE/99 Attendee
&7 N T TR T el b s n e 1
e : YES! | want to know more about GIE/2000.
: - Send me information on exhibiting my products! !
O PLCAA i - Send me information on attending conferences & show! |
&  Professional Lawn Care Association of America | Contact i
z (800) 458-3466 » www.plcaa.org : A2 '
1 Title: 1
O m i Company i
e Professional Grounds Management Society i Address i
() (800) 609-7467 » www.pgms.org : City/State/Zip: !
E Phone: ( ) Fax: ( ) E
Bad m !, Clip and send to: H
W= Associated Landscape Contractors of America GIE, 1000 Johnson Ferry Rd., NE, Suite C-135, Marietta, GA 30068-2112 -
o (800) 395-2522 » www.alca.org ' Fax: 770/578-6071 Phone: 770/973-2019 M !}

Visit GIE at www.gieonline.com

------------------
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Perfecting Turfgrass Performance ™

PARAGON is a new release that has just now been
entered into the new 1999 National Perennial
Ryegrass Trial. Pre-N.T.E.P. testing at various
Universities across the U.S. has already shown
PARAGON to be a contender for the title of one of
the best new varieties to come along in years!

PARAGON has one of the darkest -- green leaf
colors of any Perennial Ryegrass available in the
market today. In the University of Florida’s 1998-
99 Overseeding trials, they found “Overseeded
grasses on the putting green that had the darkest
green foliage, which averaged 8.5, included
Brightstar Il and PARAGON.” Pretty impressive
when you consider the scale only goes to 9!

PARAGON is also setting new standards for fine
leaf texture and disease resistance. This new
variety will produce a very dense turf that can be
mowed as short as .19” for putting greens or at 1/2
inch in Fairways. Its high level of beneficial
endophytes adds resistance to many turf pests.

Be sure and specify this new PARAGON of turfgrass
performance for all your Perennial Ryegrass needs.

Circle No.170 on Reader Inquiry Card

TURF COLOR

in overseed grasses grown on a ‘Tifdwarf’
bermudagrass putting green and on a ‘Tifway’
bermudagrass fairway during 1997 - 98 at
Gainesville, FL.
Putting green
Color Color
Paragon 4.43 4.89 ab
Catalina 4.10 4.93
Roadrunner Il 410 4.70
Premier Il 4.07 4.93
Cathedral lI 4.07 4.82
PR Blend 1 4.03 4.66
Charger Il 3.93 4.66
Vivid 3.90 4.77
Ice 3.87 4.66
Divine 3.87 4.62
Gator |l 3.87 4.36

Palmer Il 3.87 473

WWANNXKiL AWy mnm'

TURF MERCHANTS, INC.
33390 Tangent Loop / Tangent, Oregon 97389
Phone (541) 926-8649 / Fax (541) 926-4435

800-421-1735 / www.turfmerchants.com

Turfgrass Fairway

COLLEGE OF THE DESERT
OVERSEED TURFGRASS TRIALS -
1997 - 1998 SEASON - Paim Desert,CA

DENSITY
ENTRY MEAN
PARAGON PRR. 6.48
ROADRUNNER PR.  6.27
CATALINA PR. 6.13
SEVILLE PR. 6.00
BRIGHT STARPR.  5.97
ACADEMY PR. 5.94
VIVID PR. 5.90
PAGENT PR. 5.87
CHARGER Il PRP  5.82
CITATION III PR. 5.75

Score 1-10.1=dead, S=moderate, 10=most dense.

Seasonal average

GENETIC COLOR

of overseed grasses during

transition at Gainesville, FL.
Turgrass Color
Brightstar Il 8.57
PARAGON 8.57
Citation Il 8.50
Roadrunner 8.48
Catalina 8.47
Gator |l 8.41
Charger Il 8.38
Buccaneer || 8.16
Navajo 8.16
Vibrant 8.13


http://www.turfmerchants.com

products

continued from page 74

quick-attach system make attachment changes
quick and easy. Attachments include buckets,
pallet forks, earth augers, trenchers, hydraulic
hammers and mower decks.

For more information contact Gehl at 414/334-
9461 or www.gehl.com / circle no. 261

Efficient & flexible spraying
Delavan Spray Technologies’ roller pumps are
designed for the flexibility needs of horticul-
tural spraying and pest control. Pump flow
range is 6.5 to 46 gpm; maximum pressure
rating is 300 psi. Pumps may be used with gas
or electric motors or 1 3/4-in. or 1 3/8-in. PTO
drives. Also offered is a 12 VDC four-roller
pump/motor package that delivers 6.8 gpm at
40 psi.

For more information contact Delavan at
800/621-9357 / circle no. 262

Compact dozers

Two new models of compact dozers from Ko-
matsu , the D21A-7 and D21P-7, feature oper-
ating weights from 8,710 Ibs. to 9,220 Ibs.,
making them the easiest dozers to transport to
a job site. Additional features include hydroshift

transmission with single lever steering, 40-hp
engines, Pressure Proportional Control (PPC)
joystick and 6-way power-angle tilt blade also
with a PPC joystick. The hydroshift transmission
with planetary gears is hydraulically controlled
and force lubricated.The 6-way PAT blade

movement is controlled by a single PPC joystick.
Pushing a button on the hydraulic control lever
switches tilt to angle control.

For more information contact Komatsu at
847/837-2447 or www._komatsuutility.com

/ circle no. 263

No washing away here
Rohm and Haas Co. has a new formulation
of Fore fungicide called Fore Rainshield
which drastically improves Fore’s ability to re-
sist wash-off due to heavy rains or irrigation.
Rohm and Haas says it is much easier to mix
than other Mancozeb formulations, sus-
pends more readily in the spray tank and
leaves a lot less residue inside the spray tank.
It is available in two forms: as an 80% wet-
table powder or in 1.5-lb. water soluble
pouches.
For more information call 215/504-9215 or
rohmhaas.com / circle no. 264

Buy Lawn Equipment
And Parts Factory Direct.

AERATOR ¢ BED EDGER * LAWN OVERSEEDER * SOD CUTTER

Turfco quality, service and speed.

No middle-man margins and no middle-man delays.
Even parts come overnight.

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

(800)679-8201 . turfco.com

§ i $1,725. W

Lawn Overseeder Aerator

Circle 145
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TurfGrass Trends delivers . . .

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

Major Developme ‘l‘“;‘*-“‘f
" Turfgrass Breeding

By Dog Bovde 1410

e disease management e nutrients

e insect management e genetic improvement

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

O Yes! Begin my subscription to TURFGR‘SS TREND

US.&CANADA.............ccceeuneee. O 6 Months $96........... O 1Year $180  »v ADVANSAR raicariow
ALL-OTHER.COUNIRIES .covii.......o0. ... ik 5 5 4% 1o o8 O $210 (1 Year)
Payable in U.S. funds drawn on a U.S. bank.
Back issues available at $15 each, prepaid.
O My payment enclosed. (Make checks payable to TURFGRASS TRENDS.)
QO Please Bill Me
(O Charge my subscriptionto: (O VISA (O MasterCard (O American Express

Signature Date
Account # Exp. Date
Billing Address

City State Zip/Postal Code

Fax completed form with credit card information to 218-723-9417 or 9437, or mail coupon with your payment to
TurrGRAss TRENDS, 131 West First Street, Duluth, MN 55802-2065.

Charges will appear on your credit card statement as Advanstar Communications Inc.,
which publishes and distributes this magazine.

Name (please print)

Title

Business

Address

City State Zip/Postal Code
Country

Internet/E-Mail Address




Receive FREE information on products and services advertised in this issue.
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Fill in ovals as shown: @
% ri business at ms location is: (fill in ONE only)
co S/SERVICE COMPANIES
02 O 255 Landscape Conuaclols (installation and maintenance)
3 O 260 Lawn Care Service Companies
04 O 265 Custom Chemical Applicators
05 © 270 Tree Service Companies/Arborists
06 O 275 Landscape Architects
07 ) 280 Land Reclamation and Erosion Control
285 Irrigation Contractors
) Other Comraclors/ Service Companies (please specify)

msm\mom. FACILITY
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 © 310 Industrial or Office Parks/Plants
14 O 315 Shopping Centers, Plazas or Malls
15 © 320 Private/Public Estates or Museums
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20 O 345 Airports
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SUPPLIERS AND CONSULT.
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24 O 365 Dealers, Distributors, Formulators & Brokers
25 O 370 Manufacturers
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Chairman of the Board, Purchasing Agent, Director of Physical Plant

27 O 20 Manager/Superintendent - Arborist, Architect, Landscape/Grounds Manager
Supenntendent, Foreman, Supervisor

@
o

28 O 30 Government Official - Government Commissioner, Agent, Other Government Official

29 O 40 Specialist - Forester, Consultant, Agronomist, Pilot, Instructor, Researcher
Horticulturist, Certified Sremahsl

30 © 50 Other Titled and Non-Titled Personnel (please specify)
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440 E Irrigation Services 49 » 0 Other (please specity)

) Yes
4b. If yes, check which pvodnm yol buy or specify: (fill in ALL that aﬁnm
55 1 Aerators 62 O 8 Herbicides ) 15 Sweepers
56 O 2 Blowers 63 O 9 Insecticides 70 16 Tractors
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) 12 Snow Removal Equipment
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rising star in the o

“1 eam 78% more with
a FINN HydroSeeder-”

Brian Kerber, The Lawn Firm, Excelsior, MN

JUYIN T

“I bought my first hydromulching HydroSeeder for as little as $149
machine for price. But it's a toy a month. You'll soon know why

compared to my new FINN the most successful contractors If you're looking to increase the size of your lawn maintenance service,
HydroSeeder. I've easil, le S eriakos iana R i

‘/ 0Seede e y doubled agree, '-\*"hl“f makes money like shoot for the stars and look at a U.S. Lawns franchise. Over the years,
my production a FINN HydroSeeder.” Call today.

U.S. Lawns has become a shining example of what a professional e
No other m ichine compares to a " landscape maintenance service should be. With the guidance of
a FINN HydroSeeder for high F' ) ,

U.S. Lawns' team of professionals, we'll show you, step-by-step,
production and long trouble-free ;, z t

service life. You'll get faster how to grow your business, maximize efficiency and cut costs

loading, better coverage, longer Innovative Equipment Enhancing You'll be recognized as a company with a growing reputation
3 the World's Landscape ) gl 9 g
spray distance, and more reliable for getting the job done right the first time. For more information
- ¢ > 1O a Jet ¢ ot -
performance. You can get a real 1-800-543-7166 ‘ on becoming a U.S. Lawns franchisee, call us at 1-800-US LAWNS

9281 LeSaint Drive, Fairfield, OH 45014
Fax: (513) 874-2914
www.finncorp.com

And become part of an all-star team today

! awns.com

Circle No. 146 Circle No. 147

P TURBO TURF
Wew Precuet HYDRO SEEDING SYSTEMS

Introducing the EXTRACTOR ™ A advanced multi
purpose fork attachment developed for NASA's Lunar
Robotic Program; available now for Skidsteers.
Applications include but not limited to.

Hydro seeding is great! Messy straw is not needed. It
has a neat, green appearance, and faster germination.
It is a fast one-step application. One man can seed a
lawn faster than a whole crew did before. Cut labor
costs. Get jobs done faster. Increase your profits seed-
ing a new lawn 200-300%.

Get into hydro seeding with a high performance 300
Loading gallon unit from $199 down and $99 a month (or
$3995). Learn about hydro seeding at www.turbo-
turf.com or call for a free videotape.

EXTRACTOR ™ o PRI
For more information “TURBO TURF

e ey

and video call Turbo Technologies, Inc.
Toll Free: 1-800-950-6186 1500 First Avenue * Beaver Falls, PA 15010
800-822-3437

Email: renren9@aol.com

Harrowing

www.turboturf.com

Circle No. 148 Circle No. 149
LANDSCAPE MANAGEMENT May 2000 81


http://www.uslawns.com
http://www.finncorp.com
mailto:renren9@aol.com
http://www.turboturf.com

It's here...
Industrial
¢ AUCTIONS
on the Internet!

Industry will never
be the same.

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

AR
industry

www.i-comindustry.com

Circle No. 150

Acounting Software, since 1991, The performance
designed "Route Rite™% 32 is akso designed lo
seamiessly integrate with the “Pen Writer™ hand
held software for Windows (E devices. This most
advanced programming masterpiece has 2 anique
“Quick View” design for maximum speed in servidng
your customers, while maintaining maximum profits.
Let our products help you achieve paperiess §

post less operation of your routing business.

Q PERFORMANCE SOFTWARE TECHNOLOGIES, INC.
. www.gopst.com 800 788 0788

Circle No. 152
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Solutions

Creating Simple

As manufacturers expand controller capability and
size, we create convenient solutions to easily adapt our
remote control systems. To eliminate hardwiring, we
produced Receiver Cards for quick and easy, perma-
nent installation that are capable of operating up to the
controller’s station capacity. With one transmitter you
can control Receiver Cards for Rain Birde ESP MC &
LX. Superior Sterling and Irritrol® Dial & MC con-

trollers. We also offer portable, universal models for all

24VAC controllers. Remote Control
(800) 275-8558
www.remotecontroltech.com

Circle No. 151

Ferris ProCut Z

m IS® independent suspension* delivers
smoother, faster ride.

m Lowest center of gravity in its class.
m Dual-point pivoting front axle.*

m Foot-operated deck lift.
=

52" or 61" cutting widths.

P
S
—
S
.
)
=
O
=
s
S
S
=
&

Call us today at (800) 933-6175 or visit our website
(www.ferrisindustries.com) for your closest Ferris Dealer.

Ferris Industries The Commercial Mower Specialist

ustries, a Simplicity company. All rights reserved

Circle No. 153
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EFFECTIVE UP TO 6 MONTHS

Animals

avoid plants
before they bite
—not after !

Purchase from our
credit card secure website
and SAVE 5%...

www.treeworld.com
or call Toll Free:

1-800-252-6051

NATURAL PRODUCT

Made in Sweden

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

Tree World™

10 N. Gates Ave., Lackawanna, NY, 14218

DEER, ELK, RABBITS & OPOSSUM

Circle No. 154

JIXOL-NON ¢ SIAILIAAY JILIHLNAS ON « TYHNLYN %001

Youre Open for
Business on the Web

Web Marketing

APPLIED

Over 300 Pages
Soft Cover

eb Marketing
Applied, Web
Marketing Strategies for the
New Millennium, is the must- @
have book for Webmasters, Web *’ M
marketers, Web developers...or anyone Ove?
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.

Retaining Walls

No other product
beats the durability
and design flexibility
of VERSA-LOK solid

; retaining wall units.

No exceptions. Only VERSA-LOK, with
its unique pinning system, permits construction of an
unlimited variety of curves, corners,
and steps without specification of

special units. ¢y (800) 7704525 for
FREE Design

& Installation

Guidelines.

VERSA- I.O Ki Retaining Wall Systems

Oakdale, MN « (800) 770-4525 » www.versa-lok.com

Circle No. 155

Advertiser Index

American (f}s’anamui Skills Development 74

144
102 Aquascape Designs 5 Ccv3
149 adger Associates .81
Bayer Corp 17-20
142 C & P Press 68
135 California Landscape Lighting 38
126 Caterpillar Inc 57
137 Corona Clippers 60
Dow AgroSciences 31
108 cho Inc . . 8-9
148 Extractor CDM Inc 81
118 FMC 33
53 Ferris Industries Inc : 82
46 Finn Corp 3 81
12 Finn Co 23
15 First Products ZG
31 Florist Mutual Insurance 69
09 GMC Truck 11
56 Green Industry Expo 75
21 Greentrac.com 41
19 Griffin LLC 35
50 [-Com Industries 82
32 International Lawn & Garden Expo 70
11 Irritrol Systems 22
29 Jacklin Seed Co 73
60 1] Mauget 65
27 John Deere Co 59
13 John Deere Co 25
23 Kawasaki Motors 45
39 Kanga Loaders 1S o SRS
25 Monsanto 50-51 (regI)
01 Novartis Cv2-
05 Otterbine Barebo Inc 2
117 PBI Gordon . . . 27
152 Performance Software 82
122 Profile Products 43
128 Redexim Charterhouse 61
151 Remote Control Technology Inc 82
1 Rexius 15
107 Rohmid 6
130 Rohm and Haas 67
114 Stahl .26
103 Textron Cv4
154 Tree World/Plantskydd Animal Repellent 83
170 Turf Merchants Inc 76
145 [urfco 77
147 U S Lawns .81
120 United Horticultural Supply 37-38
116 United Industries 12
106 Valent USA Corp . : 5
124 Valent USA Corp 46
155 Versa Lok Retaining Wall 83

This index is provided as an additional service. The publisher does not assume any liability for
e1ITors or omissions.
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CLASSIFIED SHOWCASE

MAHAGEMENTI

Landscape Management, LM Box#,

131 W. First St., Duluth, MN 55802

FOR ADVERTISING INFORMATION

AND AD PLACEMENT, CONTACT:

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

Email: lzola@advanstar.com

Business For Sale

WHOLESALE DISTRIBUTOR of pesticides,
insecticides & fertilizers. Successful 25 year history.
Excellent relationships with customers & vendors.
Owner retiring. Inventory $80,000. FF&E $75,000.
Cash Flow to Owner $130,000. Asking $395,000.
Training & SBA financing available. Southeast
Florida 561-697-9983 Burgess & Company. 5/00

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.
$1,365,000 in gross sales for 1999. Please reply
to Email: janeschwiering @ norris-realestate.com

5/00

swinew . WANT TO BUY OR
f \% SELL A BUSINESS?

Professional Business
Consultants can obtain purchase
offers from numerous qualified potential buyers without
disclosing your identity. There is no cost for this as
Consultant’s fee is paid by the buyer, This is 2 FREE
APPRAISAL of your business.

If you are looking to grow or diversify through acquisition,
[ have companies available in Lawn Care, Grounds
Maintenance, Pest Control, Landscape Installation and
Interior Plant Care all over the U.S. and Canada

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

|708-744-6715 * Fax 630-910-8100|

BUSINESS OPPORTUNITY- Energetic person
needed to market environmentally friendly liquid
slow-release fertilizer and 0-0-25-175, chelated
micro-nutrients, drift control, surfactants and many
other products to turf and landscape industry.
Buy direct from manufacturer. Free catalog.
Call: 800-832-9635. Fax: 320-238-2390.
Email: kfranke @clear.lakes.com 11/00

Educational Opportunities For Sale (Cont’d)

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

Become a landscape designer. Approved home
study. Create plans for lawns, estates, courtyards,
walkways, gardens, shrubbery. P.C.D.l., Atlanta,
Georgia. Free career literature. 800-362-7070
Dept. GTF694. 5/00

COLORBLENDS COM

TULIP BLENDS

that bloom simultaneously

Sales Aids Available:
Marketing Flyers, Posters
Wholesale Catalog

OORBENCS
1888 TIP TOES

-

™ Commercial Landscape Companies
Call For Our FREE
Catalog With
300+ Innovative
Products that Make
Your Jobs Easier,
Safer and Faster!

Lt W.E.CHAPPS, Inc.

More Than Just C‘happs!

(800) 816-2427
www.wechapps.com

FOR CUSTOMER SERVICE OR
SUBSCRIPTION INFORMATION,
CALL 888-527-7008

HYDRO SEEDING SYSTEMS

g . ;-_'-\ oy

TURBO TECHNOLOGIES, INC.

1500 FIRST AVE, BEAVER FALLS, PA 150710

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

Radiuy

by Motorola

NEWI
UHF 460 * VHF 150+ Low Band

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

"Talk te anybedy frem anywhere
on the courss or jebl”

Hand Helds from $155.00

Mobiles from $278.00
-Full Year Warranty-

CALL 800-231-0103

SAVE!

FACTORY LIQUIDATION

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

= 20 year roof & wall warranty 40 x 65 (3 LEFT)

L] thlof room for storage & 40 x 85 (1 LEFT)
a workshop Some Other | 50 % 110 (2 LEFT)

60 x 150 (1LEFT)

symbols of trees,
shrubs, plants & more. 1/8" scale.
Stamp sizes from 1/4" to 1 /4"

D e o s Py
ol l=_- AMERICAN STAMP CO.

® 12200 Rising Rd. LMM, Wilton, CA 95693

ochur
.91'&“:7 7162 Voke or Fax TOLL FREE (877) 687-7102
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CLASSIFIED SHOWCASE

For Sale (Cont’d)

NEW
Horizontal

Aerator
or
Fountain
operates
in...

U
”

K

EROSION CONTROL

T=E=C=H=N-OQO=l=O~-0~I=-E~§
* EC3000 Tackifier *

% Hydro Seeders %
* Straw Blowers

3380 Ree. 22 W., Unit 3A, Branchburg, N) 08876
800-245-05519908-707-08000 Fax: 908-707-1445

www.ErosionControlTech.com

Control
fertilizer

=  SST

i Soluble

wu—  Salts Tester
& Soil Bridge

+ Sturdy + Quick
« Portable « Easy to read

KELWAY SST Soil Salinity Tester performs the
same important conductivity tests for soil salinity as
elaborate instruments costing far more. Increase your
profits, save money on fertilizers. KELWAY SST
tester, scientifically engineered for the professional
grower, tells you when to leach. Quick easy test with
direct reading chart explains soil condition. Use PPM
scale for tests of water salinity or to regulate
HYDROPONIC nutrient solutions. Comes complete
with built-in cell, battery and carrying case
Guaranteed. See your local distributor. Write for
FREE KELWAY bulletins

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

$7,523

Bulidings. Call Today For A Price Quote

800-643-5555

www.n\clnlhldg.(‘()n\

Build It Yourself And Save 10,000 Sizes, All Bolt-T¢ All Steel
A Brochure.

| SEEDLAND.COM |

Lawn & Turfgrass Seeds
Grasses for warm, cool & transition zones.
Buy Seed Direct - Commercial Sales Online.
(888) 820-2080
www.Globalseeds.com

CLASSIFIED ADVERTISING WORKS!

QUALITY ALUMINUM RAMPS

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

ua Control

The beautiful water quality management system

For full details call

HYDRO-MULCHERS
HYDRO-SEEDERS
STRAW BLOWERS
New and used, all sizes, all types
800-551-2304
www.jameslincoln.com

EXCLUSIVE TECHNOLOGY
Beautiful fountains & high
volume aerators in shallow
ponds are now possible.

800-377-0019

Spray Truck: 1990 lveco 12-14 truck with Fiber-
glass body. Has 400/100 tank w/dry storage
in rear for 30 bags. 2 pumps, Honda motor, Hannay
reels, 2 spreader holders and grounded level
rack for self-propelled spreaders, etc. $6500 -
270-898-3132. 5/00

Help Wanted

NaturaLawn of America, the nation’s
leader in organic-based lawn care, is
seeking experienced managers and
technicians to fill expansion opportunities
in a number of states.

Naturalawn of America was ranked #1
by Success Magazine for being the
fastest growing lawn care company in
America, #1 environmentally responsible
lawn care company, and #1 natural
organic-based franchise opportunity.
Starting operations in 1987 and
franchising in 1989, there are now almost
50 Naturalawn® of America locations
throughout the United States.

So, if you are tired of too many
chemicals and want to get on a career
fast track, then send your resume and
salary requirements, in confidence, to:
NaturaLawn of America

1 East Church Street

Frederick, MD 21701

Fax: 301-846-0320

e-mail: natural@nl-amer.com

iICilans

ers * Techn

Please visit us at www.nl-amer.com

May 2000 WWW.LANDSCAPEGROUP.COM
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CLASSIFIED SHOWCASE

Help Wanted (Cont’d)

MANAGEMENT CAREERS THE BRICKMAN GROUP, LTD.
‘) Looking for a new challenge? Careers in landscape A /P
L ,’I’ 5’ I Visit our Web site for the latest available in:
career opportunities. Colorado — Connecticut
Nationally 11th ranked full service landscape, irrigation, It’s quick, convenient, confidential. Delawgm -nFl’!onfia
maintenance, tree care, construction & pool construction www.greensea rch.com InGdle'anmftRh:;l:l;d
company in South & Central New Jersey is seeking career £\ Missouri — New Jersey
minded, skiled and highly motivated professionals to join its GreenSearchtesg New York — North Carolina
award winning team. Lipinski's goal is to maintain the leadership e e e Ohio - Pennsylvania
position in landscape for commercial & residential customers in E-mail. '"7'°?79$°';5°3f7“7-“ °°9"2‘ i Texas — Virginia
and to redefine the architectural approach in the horticultural b e Wisconsin
industry as a leading technological edge E-mail: jobs@brickmangroup.com
Currently seeking Web site: www.brickmangroup.com
Landscape Designers/Architects/Salespersons $
Landscape Construction Supervisors & Forepersons
Irrigation Service Technicians & Forepersons . HORTICULTURALIST
Landscape z"'“:':m Sl::';'*'r‘ & Forepersons il Our growing company is seeking an individual
wn c! plicators ned with 10+ yrs. of experience, degree in
Scsniis BRANCH MANAGER feasomes W DU AESRINENOS: Tagree
Tree Sal;xr:::n";m Industry leader, award winning, full service firm in Horticulfure, & tec s fam.h "“if‘g training
Chicago western suburbs seeks aggressive sales ng;:m Succeu:lsf;l can@dat;lelw.\ll bnngexpos::e
Fax or e-mail resume to and client-oriented individual to be accountable for to design, annual flower installation, commercl
Katy Kelly - Human Resource Manager a multi-million dollar growing branch operation and & residential landscape maintenance. EOE.
Lipinski Landscape & Irrigation, Inc. be part of the senior management team. If interested, send resume to: |
PO Bor 605, M. Laure ) 08054 et g L R R HERMES LANDSCAPING J
Fax. 856-234-0206. E-mal: katy@lipinskiland.com ing and staff development, motivating sales staff, 124[21 Santn:se ;?:lsm w
client interaction, operations management and a, |
branch profitability. Horticulutre/Business degree Ph 913-888-2400
Help Kee or similar a must, along with working knowledge of Fax 913-888-2418
Cer?tral Pgrk Beautiful all grounds mantenance operations and proven
leadership and sales record. This is an excellent
| career opportunity for an energetic, goals oriented,
TREE CLIM BER/ proven leader with excellent interpersonal and HEYSER LANDSCAPING
PRUNER ‘ communication skills with possibilities for A DIVISION OF OMNI FACILITY
;GV%'LC_G'ZG"LA'OIK"’?"@GG f;U"'P'e ?I'ar:"chﬁs W"TS RESOURCES, INC., THE FASTEST GROWING
e Chicago Market. We offer excellent salary a ANY IN THE 3
r;e %enﬁ:dsp:;f fg?nser\cf:ncyi: benefits package (including a very impressive pay SE:VICE COMP. itiwu:v ilat l‘:{(?jliir:ur'
zab‘onp‘i's sseeugkin = Climberpm/ﬁ'ut ngra?o for performance incentive program, car allowances, fu“cm“.' uplpmlun Offices located
R Gder s gu iy of o Thes health insurance, 401k and more). To join an -service landscape team. Offices loca
Gt Corriicisiog %.::Donsibilm'es aggressively growing firm and for immediate confi- throughout the East Coast and the Midwest.
include tree prunihg and removal dential consideration, call/fax/or mail resume to: Sales Management
planting, balling and burlapping, deep TANDEM LANDSCAPE COMPANY Production Management
root and surface fertilization, brush Attn: Blaine Owens Construction Management
chipping, stump gnndlng pest cpmrol 33W480 Fabyan Parkway, Suite 101 Field Positions
and general area/equipment mainte- Waest Chicago, lllinois 60185
nan:ter-‘ Candidates for gfﬁs position (630) 232-1700 Fax (630) 232-6370 SALARY COMMENSURATE WITH
must have a minimum of one year EXPERIENCE., FULI RPO)
experience operating a bucket truck BENEFITS PACS'GE CAEI(_) 1-80(1)1:6150343
and climbing with a rope and saddle, : x
the ability to operate hand and power
tools and perform heavy manual out-
door labor. Qualified candidates wil $
also have tree and horticultural expe- H . .
rience and a valid Commercial R Horticruiters
Driver’s License. e We place Green Industry Professionals,
with proven track records,
If this position seems to match your LANDSCAPE ARCHITECT with Quality Companies.
talents, and could capture your imag- Award-winning full-service landscape firm seeks z interested i ing their
ination and commitment, please for- o usaieriond UATvolect Mensose dudosted 1o P o SR Ml Tt
ward your resume to us with position excellence in landscape design and customer OR companics needing to fill a position,
code C/P to HR Dept, Central service. Design, estimate, support sales staff in ' Call:.4l9-478-3202 or fax your ]
Park Conservancy, 14 E. 60th selling process, and oversee quality control and information to: 419-478-4009. By mail:
New York, NY 10022 : ! ) o
?::;:'2-310-663'3 oF Ernil %o installation of your projects. Minimum 5 yrs. HORTICRUITERS
hrdeptﬁcentralpar‘(nyc org E design/build and renovation experience in com- PO Box 6458
- mercial, industrial and retail projects. Exceptional Toledo, Ohio 43612
benefits package. Fax or mail resume to: All Inquiries Are Kept Confidential
TANDEM LANDSCAPE COMPANY
C Attn: Mark Sorrentino
33W480 Fabyan Parkway, Suite 101
y West Chicago, lllinois 60185 SEARCH JOI?S s POST JOBS « ONLINE
EOE (630) 232-1700 Fax (630) 232-6370 * www.greenindustryjobs.com
B ST =

* www. landscapingcareers.com
* www.irrigationjobs.com
Ll

GET FAST ACTION WITH THE DYNAMICS OF CLASSIFIED ADVERTISING! www.nurseryjobs.com
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CLASSIFIED SHOWCASE

Help Wanted (Cont’d)

JACK’S NURSERY INCORPORATED
LA and MS's #1 Landscape and Irrigation
contractor seeks two commercial
Project Managers with five (5)
years experience in Commercial Landscape
and Irrigation installation. Bi-lingual a plus.
Exceptional compensation package,
including salary, benefits, bonus potential
and advancement opportunities. Mail resume to:

LAKE CITY COMMUNITY COLLEGE
Human Resources Department
Route 19, Box 1030
Lake City, FL 32025-8703
INSTRUCTOR
TURF EQUIPMENT MANAGEMENT
Minimum qualifications — AA, AS or AAS Degree
plus three years experience in mechanics.
Bachelor's Degree preferred.

Kerry Rotolo Review of applications to begin May 30, 2000.
894 Robert Blvd. For information call: JOBLINE
Slidell, LA 70458 904-752-1822 or Human Resources, Ext. 1314
Fax to: 504-643-2691 Email: Beottcherg @mail.lakecity.cc.fl.us
Or E-mail to: Check us out on the web at www.lakecity.cc.fl.us
kerry @ jackslandscape.com VP/ADA/EA/EO
for confidential consideration. College in Education & Employment
MARYLAND EMPLOYMENT Need Workers Next Year? Seasonal H-2B workers
OPPORTUNITIES from Mexico for up to 10 months who can only work

Norco, Inc. and Black Creek Farm Nursery,

a 28-year old commercial landscaping and
wholesale nursery company now seeks individuals
experienced in the green industry for the
following positions:

Grounds Maintenance Foreman
Must be quality oriented with good leadership
and communication skills. Must have good driving
record and be able to operate a commercial rig, as
well as standard grounds maintenance equipment
on commercial jobs located in central and southern
Maryland. Bilingual (Spanish), certifications and
licenses a plus.

Nursery Production Foreman
Must be willing to work in all types of weather and
familiar with farm production. Must have good
communication skills and be able to operate farm
machinery. Plant identification knowledge
necessary. Sales experience, bilingual (Spanish),
certifications and licenses a plus.
Positions include excellent compensation, full care
medical, 401K, extended leave time, plus!
Quality minded individuals looking for a career
with a team oriented, high integrity firm
need only apply. Send resumes or fax to:
Norco, Inc.
18730 Croom Road
Brandywine, Maryland 20613
Fax: 301-888-1833

for you. Process takes a minimum of 120 days. So
start NOW for next season and solve your labor
problems. Call: Bob Wingfield, 214-634-0500.
www.amigos-inc.com. 5/00

The City of Savannah, GA is seeking a Park & Tree
Director for management of its lush urban forest
and extensive passive park program including
21 historic parks within a National Landmark
District. This position has high community visibility
and requires an individual with excellent public
relations, training, and team building skills. This
position requires a BS degree from an accredited
college or university in horticulture, landscape
architecture, arboriculture or related field +5 yrs.
progressively responsible experience in landscape
maintenance and installation or an equivalent
combination of educ. & exp. Interational Society of
Arboriculture Certification and GA Commercial
Pesticide Applicator's License required or must
obtain within 6 mos. of employment. Valid driv. lic.,
transcripts, and background investigation, including
supervised drug screen & post-offer/pre-employment
medical screen required. This position offers:
$50,808 ann. + an excellent benefits package
which includes: Lifetime Retirement, Long Term
Disability, Tuition Reimbursement, In House Training
& Development Seminars and Employee Assistance
Program to name a few. Apply before 2pm, Mon.,
6/26/2000, to the City of Savannah, Human
Resources Dept., 132 East Broughton Street,
5th Floor, Savannah, GA 31401. Applicants with a
know disability as defined under the Americans
With Disability Act & need an accomodation in the
recruitment or selection process, must request this
accomodation no later than 48 hours prior to the
need. Equal Opportunity Employer. 5/00

PUT THE POWER OF
CLASSIFIED ADVERTISING
TO WORK FOR YOU!

To Advertise in Landscape Management
Call Leslie Zola: 1-800-225-4569 ext. 2670
Fax: 440-826-2865
E-mail: Izola@advanstar.com

READY FOR A CHANGE? Come join one of the
Largest Vegetation Management Companies in the
United States. DeANGELO BROTHERS, INC. is
experiencing tremendous growth in all of our divi-
sions and has immediate openings for the following
positions: *FOREMEN: Qualified candidates must
have proven leadership, communications and
interpersonal skills. Industry related background
preferred, but willing to train the right individuals.
*TECHNICIANS: Candidates must be responsible,
reasonable persons willing to work on weed and
brush control crews. Positions involve driving trucks
and operating spray and/or trimming equipment.
*TREE TRIMMERS/BUCKET OPERATORS: We
are seeking tree trimmers with railroad and/or utility
line clearance experience. Climbing and bucket
operations experience is preferred. *HI-RAIL
OPERATORS: Qualified candidates must have
CDL & drivers license with Tank & Hazmat
endorsement, be willing to travel away from home
for extended periods of time and possess good
mechanical abilities. We offer a good starting
salary, benefits, training, advancement and a drug
free work place. Must enjoy moderate travel and
overnight stays. A valid drivers license is required.
For a career opportunity and confidential considera-
tion, contact our 24 hour, 7 day a week Employment
Hotline at 800-355-8944 or send resume to:
DeAngelo Brothers, Inc., Attn: H.R. Dept.,
100 North Conahan Drive, Hazelton, PA 18201.
Fax: 570-459-5500 EOE/APP/M-F 4/01

FLORAPERSONNEL, INC. In our second decade
of performing confidential key employee searches
for the landscape/horticulture industry and allied
trades worldwide. Retained basis only. Candidate
contact welcome, confidential, and always free.
1740 Lake Markham Road, Sanford, FL 32771.
PHONE (407)320-8177. FAX (407)320-8083.
Email: Hortsearch@aol.com. Website:
http://www.florapersonnel.com 12/00

James Martin Associates, Inc. is a rapidly
expanding 22 year-old landscape firm located in
Northern lllinois. We specialize in commercial and
residential landscape maintenance and are seeking
several team-oriented people with experience
ranging from 1-7 years in maintenance project
management. The successful candidate must
possess skills in project and client management,
contract negotiations, client prospecting and
estimating. Also must have solid understanding
of the grounds management industry. We offer
excellent salary, benefits, profit sharing and 401K.
For immediate consideration please call or send
resume with salary history to: James Martin
Associates, Inc., Attn: Chris Keenan, 59 East
U.S. Highway 45, Vernon Hills, IL 60061.
Fax: 847-634-8298 Phone: 847-634-1660

E-malil: MARTINASSOC@ATT.NET 6/00

FOR

CUSTOMER SERVICE OR
SUBSCRIPTION INFO,
CALL 888-527-7008
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cleanup

THIS AND THAT

Ga-ga for Gogel  GISISIeta,

PGA Tour professional golfers hang

around trees all day, right (well, at least 1 an dS C ap e r

the wild ones)? So wouldn’t it make sense As a CLP and president of Rai-

for a tree company to sponsor an up-and- mondi Horticultural Group, Chris
coming tour pro? That'’s why the Davey Raimondi is used to watching

Tree Company decided to sponsor PGA things grow, mostly plants. But on
Tour rookie Matt Gogel. Part of the deal is March 28, he saw his celebrity sta-
that Gogel will wear the Davey Tree name, tus grow like Jack’s beanstalk after
logo and Web site on his headwear and rubbing elbows with Martha Stew-
bag. Davey Tree is pretty pleased with art on her nationally syndicated T.V.

Gogel's performance this year which, by show, Martha Stewart Living. Rai-

mondi, who teaches plant courses

at the New York Botanical Garden and serves as a co-chair of the Plants for Clean
Air Council, was sought after by the show’s producers to talk about the history, use,
care and popularity of four well-known species of ficus. Highlights from Raimondi’s
“15 minutes of fame"” can be seen on Stewart’s Web site, www.marthastewart.com,
or Raimondi’s site, www.raimondihg.com. There’s no word yet as to whether Rai-
mondi and his ficus will make the big screen.

AVERY GOOD YEAR
1999 was a good year for the handheld
power equipment industry. The Portablé
Power Equipment Manufacturers Associa-
tion (PPEMA) reported that industry ship-
ments increased for all categories of

mid-April, amounted to two top ten fin- handheld gasoline-powered equipment:
ishes, including a tie for second at the P 10% for chainsaws to 2.34 million
AT&T National Pro-Am at Pebble Beach. units.
Watching their man on national televi- P 9% for trimmers and brushcutters
sion, Davey Tree can’t deny that increasing to 4.37 million units.
its presence in the golf course market was > 2% for handheld blowers to 1.65
ever so much fun. million units.
P 15% for backpack blowers to
290,230 units.
COMING NEXT MONTH: » 19% for cutoff saws to 122,230
Get the seed money you need units.
—— pdate » 8%3 for hedge trimmers to 319,080
= units.
Landscape construction/ » 15% for edgers to 66,630 units.
installation guide The PPEMA (www.ppema.org) forecasts

slower growth, with the exception of
handheld blowers, for 2000.

Imigation components

Professional hand-held tools
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With every one thousand dollars in’prodiféts
purchased, you get another chance to win
this one of a kind vehicle!




THE POWER OF ONE.

Bobby Gonzalez
Assistant Director of
Facility Operations

e=Bick Hahne
of
Operations

Russ Tysinger
Director of
Facility Operations

This year, some of the top teams
at Daytona are using our machines.

Ay

INTERNATIONAL SPEEDWAY

OFFICIAL GROUNDS CARE m
EQUIPMENT SUPPLIER

Circle No. 103 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*, Bunton*and Ryan"
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.
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