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When it comes to preventing the broadleaf 
and grassy weeds that most often plague your 
customers' turfgrasses, PRE-M® preemergent 
herbicide is right on target. Why pay more 
for other products when, time after time, university 
trials prove that PRE-M offers you better overall 
performance combined with unmatched value? 

Superior performance made PRE-M the ^ ^ 
leading* preemergent herbicide. Superior 
value widens the gap. PRE-M is everything 
you'd expect from LESCO®, the leading supplier 
in the professional turf care industry. 

Ask your LESCO professional or call 
1 -800-321 -5325 to learn how you can earn 
generous rebates for your PRE-M purchases. 

Get behind the leading edge. 

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

Always read and follow label directions. 

©1999 PRE-M® and LESCO® are registered trademarks of LESCO, Inc. 
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GROWTH REQUIRES REGULAR CARE AND ATTENTION. 
WHETHER YOU'RE TALKING ABOUT TREES, OR YOUR BUSINESS. 

-V 

Before your business can branch out in new directions, equipment, you can also depend on us for the full support 

you need a partner who's willing to look out for you. you need. Anytime, anywhere. Including flexible financing 

And no one fits that description better than Case. through Case Credit, extended warranties, fast response 

W e work together with you to find exactly what you on parts and service, and good advice from trained 

need to finish the job. From skid steers to loader/land- experts. So stop by your Case dealer today. And see 

scapers to excavators. But more than just a full line of how we can help your profits grow even healthier. 



It seems like e v e r y w h e r e you go these 

days there's another dotcom player in the 

lawn and garden industry popping up 

promising greener pastures. 

W i t h all due respect, w e w e r e in the 

green industry w h e n the wor ld w i d e w e b 

w a s still a seedling. 

W e recognized the potential that the 

internet offered to our industry, and 

pioneered the first fully functional, practical, 

and reliable e c o m m e r c e solution for the 

wholesa le side o f the business. Today, 

greenbuyer is a recognized online leader 

w h e r e growers and allied suppliers can list 

and sell their products and services to garden 

centers and landscapers. 

N o w w e ' r e bringing that expertise to the 

retail side with yournursery, a turn-key, 

cost effective w a y for garden and landscape 

businesses to design and maintain a w e b 

presence and build your business. 

If you're w o n d e r i n g w h a t the w e b can 

do for your business, don't go out on a 

limb...choose a company with strong roots 

and proven experience. 

tep g r o w z o n e 

w e p r o v i d e t h e t o o l s to h e l p y o u g r o w 
www.growzone.cominfo@growzone.com 877.476.9966 

mailto:ww.growzone.cominfo@growzone.com


on the record 
BY SUE G IBSON / EXECUTIVE EDITOR 

Kick the habit 

Some years back, I finally kicked the 

habit. It was one of the toughest things 

I've ever done. For years, I exhaled that 

last puff of the day and told myself, "I'm 

quitting tomorrow." But each new day 

dawned and that ingrained habit of cof-

fee and cigarettes took over. It was eas-

ier to put off quitting. 

Along the way, I tried every wacky trick: nicotine-

hoarding filters, going cold turkey, nicotine gum, New 

Year's Eve resolutions — but I couldn't quit, not until I 

really wanted to quit more than I wanted to smoke. 

So how does this apply to your life as a professional 

landscape manager? While this is no advertisement for 

quitting, we all know how addictive nicotine can be, and 

I think our day-to-day habits are just as addictive and 

damaging to our operations. 

There's a parallel between kicking ingrained habits 

and doing what you know you should do for yourself or 

your organization. Trying new things can be uncomfort-

able, painful and scary. But many of our old habits (like 

old shoes] should be changed. Here are a few examples: 

Ignorance is bliss 
Whether we deserve it or not, this industry has a reputa-

tion of not being too concerned with formal education in 

either technical or management topics. Unlike our golf 

and grower colleagues, this industry is perceived as being 

pretty easy to enter and frankly, I think too many people 

think they're experts just because they're in business. 

You may not feel up to speed in horticulture or 

agronomy, basic business management, computing/In-

ternet or human relations. So do something about it. 

In 2001, why not make formal education in the sub-

ject of your choice a personal requirement, then make 

it a habit? While you're at it, make that a requirement 

for your employees, too. 

Same old, same old 
Years ago, we all thought acupuncture was bizarre. 

Now, our insurance companies often pay for it as a vi-

able treatment and even old-school physicians admit it 

works. There are new treatments entering the land-

scape world, just waiting for you to think outside the 

box. As Doug Brede's article on page 42 explains, some 

alternative materials may turn out to be just what the 

plant doctor ordered. Do you use the same products 

year after year? Maybe it's time to try looking for new 

solutions. 

Business without a roadmap 
I owned a business too and I know how easy it is to get 

wrapped up in the daily, weekly and monthly operations 

without coming up for air. But are 

you really going to enter an-

other year of business with-

out a solid, detailed plan for 

the year? What's your strat-

egy for competing and getting 

more money for your ser-

vices? How exactly will 

you become more prof-

itable in 2001? Make 

yourself a roadmap 

and take the time this 

winter to define these 

goals clearly. It's one 

habit you won't regret 

breaking. 

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

There's a parallel between kicking ingrained habits and 

doing what you know you should do for yourself or your 

organization. 

mailto:sgibson@advanstar.com
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Proud s n p p o r t e r of t h e s e g r e e n i n d u s t r y p r o f e s s i o n a l o r g a n i z a t i o n s : 

November 
28*30 North Central 
Turfgrass Show I St. Charles, 
IL; Sponsored by the Illinois 
Turfgrass Federation; 312/201-
0101 

December 
3-6 ASCA Annual 
Conference I Newport, Rl; 
Sponsored by the American 
Society of Consulting Arborists; 
301/947-0483 

4-7 Ohio Turfgrass 
Foundation Conference and 
Show I Columbus, OH; 888/683-
3445 

7-8 MVTA Lawn and Turf 
Conference and Trade Show 
Columbia, MO; Sponsored by the 
Missouri Valley Turfgrass 
Association; 573/882-2301 

12-14 New Jersey 
Turfgrass Expo I Atlantic City, 
NJ; 732/821-7134 

13 Turfgrass and Landscape 
Institute and Trade Show I 
Buena Park, CA; 800/500-SCTC 

January 2001 
8-10 Great Lakes Trade 
Exposition / Lansing, Ml; 
Sponsored by the Michigan 
Nursery and Landscape 
Association; 800/879-6652 

8-10 Midwest Turf Expo I 
Indianapolis, IN; 765/494-8039 

5 - l l Eastern PA Turf 
Conference & Trade Show I 

King of Prussia, PA; 814/863-3475 

9*11 Congress 2001: 
Canada's International 
Horticultural Trade Show & 
Conference I Toronto, Canada; 
905/875-1805 

11 CLCA Leadership 
Conference I Oakland, CA; 
800/448-2522 

15*18 Michigan Turfgrass 
Conference I Lansing, Ml; 
517/321-1660 

12*19 Mid-America 
Horticultural Trade Show 
Chicago, IL; 847/526-2010 

18*20 Grower Expo 2001/ 
Chicago, IL; 630/208-9080 

22*25 Grow and Mow Expo 
College Park, GA; 706/632-0100 

22*24 Central 
Environmental Nursery 
Trade Show I Columbus, OH; 
800/825-5062 

25 Northeastern PA Turf 
School & Trade Show I 
Wilkes-Barre, PA; 814/863-3475 

3 1 Sacramento Landscape 
and Nursery Expo I 
Sacramento, CA; 530/458-3189 

February 2001 
1-4 PLCAA 6th Annual 
Management Conference I 
Port Canaveral, FL; 800-458-3466 

1*4 ALCA Executive Forum 
Tucson, AZ; 703/736-9666 

A N c L A . 
American Nursery & 
Landscape Association 

A, 
The Irrigation Association 

$ 
m 

'M 

PgMS 

Sportsf 
TiirfA 

Manager's Association 

E T O C A 

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

American Nursery & Landscape Association 
1250 1 St. NW, Suite 500, 
Washington, DC 20005 
202/789-2900 

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

American Society of Irrigation Consultants 
P.O. Box 426 
Byron, CA 94514-0426 
925/516-1124 

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

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

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

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

Professional Grounds Management Society 
720 Light Street 
Baltimore, MD 21230 
410/752-3318 

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

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

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

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

http://www.landscapegroup.com
http://www.aica.org
http://www.irrigation.org
http://www.natlarb.com
http://www.plcaa.org
http://www.acpa.org/rise
http://www.aip.com/stma


green side up 
BY J A S O N S T A H L / M A N A G I N G E D I T O R 

Slam dunk, landscape style 
n employee of Quail Hollow Coun-

try Club is eying one of the upstairs 

ballrooms suspiciously as she goes 

about her daily routine. And, from 

an outsider's point of view, it's un-

derstandable. So far as she can tell, 

the group inside is composed of 

adults. Yet the noise coming from the room suggests 

there's a bunch of crazy kids inside. 

But they're not kids. They're all employees or owners 

_ _ _ _ _ _ of landscape companies, and 

they're all taking directions from 

Green Industry consultant Jim 

Paluch of JP Horizons, Inc., 

Mentor, OH. First, they're told 

to howl loudly like wolves. Then, 

the adrenaline-laced song "Dr. 

Who" starts playing, and every-

one is asked to perform "The 

Wave." Paluch then asks if every-

— — — — - — — one can give the person closest to 

These guys should be out mowing, not goofing them a high five and a back rub. 

off.. .or should they? These are guys who mow 

grass? Yes. But this is the Leader-

ship Jam 2000, where landscape foremen and front line 

supervisors can learn new skills to advance their careers. 

Contact Jason at 440/891-2623 or e-mail 
at jstahl@advanstar.com 

not solve anything, but he'll be happier coming to work." 

But Paluch and his industry friends aren't just talking 

about how to treat employees better and build a better 

sense of teamwork, they're also talking about going the 

extra mile for customers. Marty Grunder, owner of 

Grunder Landscaping Co., Miamisburg, OH, tells land-

scape professionals to do something they may never have 

thought of. "If you finish a job a little early, ask your cus-

tomer if he or she would like his or her car washed," he 

says. Now that's service. 

Progressive thinking 
An "old school" businessperson might watch these guys 

slam dunk on a miniature basketball hoop and say to 

himself, "This is nonsense. These people need to get back 

to work." But one gets the feeling that, in these high pres-

sure days of too much work, too little help, this kind of 

employee gathering is just what the doctor ordered. 

Every so often, we need to take a different approach to 

something, however radical it might be. Now's the time to 

do it because times are good—we can afford to take 

chances. Even if you experiment 

with some new workplace phi-

losophy or way to deal with 

employees or customers and it 

fails, the work will still be there. 

Don't wait until tomorrow 

to tell your employees 

they're awesome — tell 

them today. And give 

them opportunities to 

bond and lean 

more about 

each other's 

unique attributes. 

This all takes an open mind, which 

can be created by something as big as 

the Leadership Jam or as small as a 

lunchroom meeting. 

Radical ideas? 
As Paluch paces around in front of these landscape 

professionals, he advocates workforce behavior that sadly 

would seem radical to some: saying to a fellow employee, 

"I want you to plant these trees because you're the most 

awesome tree planter," or simply smiling on the job. 

'We're so into this, Tm the boss and work is serious,' 

thing," Paluch says. "If I smile, my employees will think 

I'm making money and ask for a raise. If I frown, they'll 

think we're not doing well." 

Perhaps even more radical is what Leadership Jam 

speaker Steve Pattie, founder of The Pattie Group in 

Cleveland, OH, said to do for an employee who has had 

a fight with his wife. "Let him leave thirty minutes early 

and give him $10 to buy flowers for her," he says. "It may 

mailto:jstahl@advanstar.com


Limited Time Offer! 

Engine/Driveline Warranty 
on ALL new Bobcat loaders 

Brushcat" Rotary Cutter attachment 
David Handley and Bruce Spanswick agree that 
the Brushcat rotary cutter saves them time and 
money on every jobsite. 

"One operator with a Brushcat rotary cutter takes 
the place of a three-man crew clearing brush with 
hand tools," David Handley says. "The Brushcat 
attachment paid for itself in two weeks!" 

Bruce Spanswick also has high praise for the 
Brushcat cutter's efficiency and cost-effectiveness, 
and adds, "Clearing brush and undergrowth is a 
tough, nasty job, but it's never been easier — 
thanks to the Brushcat attachment!" 

David Handley 
Handley's Tree Service 
Kalamazoo, Michigan 

T u r n y o u r B o b c a t loader into a p o w e r f u l , ef f ic ient 

land-clearing and right-of w a y m a i n t e n a n c e 

m a c h i n e w i t h the B r u s h c a t rotary c u t t e r ! T h a t ' s 

The Bobcat Attachment Advantage! 

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

"It s one heck of a piece 
of machinery!" 

Bruce Spanswick 
Carr's Tree Service 
Ottertail, Minnesota 

# Bobcat Company • 250 East Beaton Drive • P.O. Box 6000 • West Fargo, ND 58078 • www.bobcat.com W Bobcat, 

http://www.bobcat.com


M A R T Y G R U N D E R / G U E S T C O L U M N I S T 

"Make your marketing different, because how can you 

expect a prospect or client to notice your marketing if 

you're doing the same things everyone else is doing?" 

Marketing is a science 
arketing is a science, and don't 
let anybody tell you otherwise. 
Just like other sciences, market-
ing is confusing and many theo-
ries surround it. But there are 
specific marketing processes suc-
cessful companies follow, and 

the process our company, Grunder Landscaping Co., 
follows has produced tremendous results. 

All of our company's marketing must be at least two 
of the following three things: fun, cheap and/or different. 
Let me explain. 

Have a ball 
In many ways, our marketing is fun. Many times, humor 
makes customers take notice, and your team will like it, 
too. One Christmas, we dressed an employee as Santa 
Claus and drove to 50 of our best clients' homes to hand 
out small gifts and candy for the kids. Many people saw 
it, and the local paper even put a picture of our Santa on 
the front page. I had fun, my employees had fun, our 
clients had fun, and we received tremendous exposure. 

Don't spend a lot 
According to ALCA's Operating Cost Study, the aver-
age landscape professional spends about .8% of sales on 
marketing. For a $500,000 firm, that's $4,000. Most 
firms have an expensive yellow page ad which eats up 
most of that $4,000. Contractors think they cannot af-
ford to do much more than that. The truth is, you prob-
ably can afford to do more. Nonetheless, you have to be 
creative with both your ideas and financing. 

In my opinion, a newsletter is the most cost effective 
marketing endeavor there is. Our newsletter is a simple 
two-page informational piece, but it represents market-

ing. We mail it four times a year, and, since it has worked 
so well, we're considering mailing it six times per year. 
You should be able to produce, print and mail 1,000 
newsletters for less than $1,000 each time. Your newslet-
ter should have the company president's picture on it and 
testimonials from happy clients. It's also wise to feature 
your employees in the newsletter so clients and prospects 
know your company is about more than just you. 

Dare to be different 
Make your marketing different, because how can you ex-
pect a prospect or client to notice your marketing if you're 
doing things the same things everyone else is doing? 

I've found that many landscapers become compla-
cent and overlook several simple, effective and differ-
ent marketing efforts. I send a handwritten thank you 
card with a caricature of me on the front holding a 
pitchfork to every one of my clients. The few compa-
nies that send out thank you cards mail those generic 
pre-printed ones you can buy at the office supply mega 
store. The fact that you write one will make your 
clients realize you value their business and you'd ap-
preciate more. Customizing your card and including a 
handwritten message will make it stand out. 

The "fun, cheap and different" marketing strategy 
has worked well for us for years, and it will work for 
you — but you have to do it. Now start marketing in 
fun, cheap and different ways. 

Marty Grunder is the founder and president of Grunder 
Landscaping Co., a national award-winning company in 

Dayton, OH with annual sales of more than $2.4 million. 
He is also founder of The Winner's Circle, a consulting com-

pany offering expert help in management, marketing, and 
motivation. Contact Marty by calling (937) 847-9944 or 

via the web at vww.grunderswinnerscircle.com. 



Switch from Dursban 
Longer Residual and 
Guaranteed. 

"I've fallen, and I can't get op!" 

\ 

Talstar insecticides can be used just about anywhere you use Dursban.* 
Talstar® insecticides are the replacement for Dursban. But unlike Dursban, they are guaranteed** 
to provide long-lasting performance against a broad spectrum of insects, or your money back. 
And you can use Talstar® insecticides on lawns and landscape ornamentals, for perimeters and 
just about anywhere else you'd use Dursban. 

Talstar® insecticides are formulated with the active ingredient, bifenthrin, a low-dose pyrethroid, 
which contains no alpha-cyano group. That means they are also less likely to cause the skin 
irritation experienced with other pyrethroids, and won't cause throat irritation. Plus, they're 
easy to handle and at label rates, are odor-free. 



to Talstar and get 
Better Performance. 

* *See Guarantee Program Guidelines for details. 
This guarantee does not apply to termiticide products. 

For more information, contact your FMC 
authorized distributor, call 1-800-321-1 FMC, 
or visit us at www.fmc-apgspec.com 

•FMC ©2000 FMC Corporation. The FMC® logo and 
Talstar® are registered trademarks of FMC Corporation. 
*Dursban is a trademark of Dow AgroSciences. 

http://www.fmc-apgspec.com


N E W S Y O U C A N USE 

Novartis sells 
FLINT line 
BASEL, SWITZERLAND - Novartis 
Agribusiness sold its worldwide 
FLINT business to Bayer Crop Pro-
tection, a subsidiary of Bayer AG, 
for $760 million. 

Acres Group 
acquires Fenxi 
NAPERVILLE, IL - The Acres Group, 
northern Illinois1 largest indepen-
dent landscaping and snow 
removal company, acquired Bill 
Fenn Landscaping Company. With 
the purchase, The Acres Group 
increases its gross revenues to 
more than $23 million a year. 

Redexim acquires 
Pro-Seed Equipment 
PITTSTON TOWNSHIP, PA — 
Redexim BV, headquartered in 
Zeist, Holland, acquired UK-based 
Pro-Seed Equipment Ltd., a man-
ufacturer of seeders and core col-
lectors. Terms of the transaction 
were not disclosed. 

Syngenta chooses 
office locations 
GREENSBORO, NC - Syngenta AG 
picked Greensboro, NC as the home 
for its North American crop protec-
tion division, and Delaware, MD for 
its U.S. corporate headquarters, the 
Greensboro News & Record re-
ported. Syngenta, a proposed inter-
national agribusiness company, is 
being formed by the merger of 
Zeneca Ag Products and Novartis 
Crop Protection. The merger is 
awaiting regulatory approval. 

Texas equipment ban 
might be overturned 
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OPEI proposes alternatives 
to TNRCC, awaits Dec. 6 
decision date 

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

ALEXANDRIA, VA — Due to re-
cent successful meetings held 
between the Outdoor 
Power Equipment Insti-
tute (OPEI) and the 
Texas Natural Resource 
Conservation Commis-
sion (TNRCC), OPEI is 
holding out hope that a 
proposed ban on morning 
use of gasoline-powered 
lawn and garden equipment 
in the Houston/Galveston, TX 
area might be overturned. 

Alternative ideas 
"We're one of the few industries 

who they (members of T N R C C ) said 
have come up with great alternatives, 
and they've said that they will swap out 

Flower power 
j l JtF ^JHKK^ Mr 

Looking for some new flowers to spice up your customer's property? Look no 
further than all-americaselections.org, the Web site for All-America Selections 
(AAS) where you can scope out the nine 2001 All-America Selection winners. 
These new flower varieties were judged to be superior to varieties currently on 
the market by AAS, which fosters the development, production and distribution 
of new and better horticultural and agricultural varieties, species, strains and 
kinds in and for North America. These babies are sure to grow on you! 

problematic proposals if industries 
come up with alternatives/' says Bill 
Guerry, legal counsel for OPEI. "We've 
gotten the ball down to the one-yard 
line. Now, the T N R C C needs to push 
it over into the end zone." 

One of the alternatives OPEI has 
proposed is the adoption of 

regulations for all new 
portable non-spill 

gas cans and 
spouts, which 
has already hap-
pened in 
California. "We 
see this as a no 

brainer," Guerry 
says, citing the 20 

tons of emissions 
reductions a day he 

claims spill proof con-
tainers are responsible for. 

"There is very litde Texas would have 
to do except adopt this California rule." 

Another alternative OPEI has dis-
cussed with T N R C C is changing the 
Texas emissions model for outdoor 

continued on page 17 



Dot corns to swap trees for information 
BOULDER, CO — Submit information, get a 
tree. That's the gist of a new marketing 
agreement between e-Greenbiz.com and 
Active.com aimed at helping 
ActiveParks.org become the Green Indus-
try's first Web resource for park and recre-
ation professionals and their communities. 

Through the 
agreement, e-
Greenbiz.com, 
an e-commerce 
Web site that 
serves the busi-
ness-to-business 

needs of the Green Industry, and Active.com, 
an online registration company, will launch a 
marketing campaign that encourages park 
and recreation professionals to submit infor-
mation about their facilities to the Ac-
tiveParks.org database. 

e-Greenbiz.com and Active.com will then 
donate and plant a tree in the city of each eli-
gible park and recreation agency that provides 
information by the end of2000. 

"From NRPA's perspective, partnering 
with Active.com and aggregating information 
on all parks so the public can find out where 

Speak your mind 
Feel like putting your two cents in? 
The Outdoor Power Equipment In-
stitute (OPEI) has formally sent pro-
posed revisions of the 1998 Lawn-
mower Standard (ANSI B71.1 -
1998) to the American National 
Standards Institute (ANSI) for public 
review. As part of the process, ANSI 
requires a public review period for 
the revisions. 

Anyone who wants to review 
and/or comment on the revisions 
should contact John F. Liskey, direc-
tor of statistical and technical ser-
vices, at 703/549-7600. The com-
ment period for review ends 
December 18, 2000. 

to recreate on a daily basis, and to have the in-
centive to do something hi-tech and high 
touch to help out the day-to-day manage-
ment of park systems, is a great thing," says 

Kathy Spangler, NRPA's national programs 
director. 'We're seeing a lot more dot corns 
getting involved at the community level. It's 
unique that we can build that bridge." 

SOIL 
WITHOUT 
SWEAT ^ f V E f t l 

So why not purchase an Express Blower to spread your soil? 

SKIP THE WATER B R E A K . . . No need to slow down 
with the one step soil or compost Terraseeding™ injection 
process. 

PROVEN PERSEVERANCE... With over 50 years of 
experience, Express Blower provides the most advanced 
technology for even the largest jobs. 

R E L A X . . . No where else will you find the comfort of 
helpful customer support than with the Express Blower team. 

^i/press3/ou/er 
www.expressblower.com 
A division of Rexius Forest By-Products, Inc., Eugene, OR 

http://www.expressblower.com


VIDEOS AND LITERATURE FOR THE GREEN INDUSTRY 

Irrigation supplies... from 
Century Rain Aid can be 
found in the company's 
2000-2001 supplies catalog, 
available free to landscape 
professionals. The 150-page 
catalog includes sprinklers, 
valves, controllers, low vol-
ume irrigation, pipe and fit-
tings, electrical accessories, 
pumps and fountains, and 
outdoor lighting and water 

gardening components. For a copy, register on Century's 
Web site at www.rainaid.com or call 800/347-4272. 

JUJiptW J17I U « 
Landscape Prole 

ICENTURY RAIN ALDF 

Bobcat products... are featured in Worksaver, the 2000 
Bobcatalog featuring big color photos of loaders, excava-
tors and various attachments. For a free copy contact the 
Melroe Co. at 701/241-8700. 

Tree, turf and ornamental pesticides... are listed in the 
Tree, Turf & Ornamental Pesticide Guide. Divided into four 
sections (insecticides, herbicides, fungicides and growth 
regulators), each species is listed in alphabetical order from 
abelias to zinnias. Registered products are listed with data 
on control parameters. A new section cross references 
botanical names and common names. It sells for $21. Call 
Thomson Publications at 559/435-2163. 

Meyer and Diamond are still 
leading the way with the NEW 

MD JOT, an innovative snow plow 

Circle 109 

mounting system that gives you 
the versatility of BOTH a ONE-PIECE 

and a TWO-PIECE system. 

STILL 
d i a m o n d 

Meyer Products 
www.meyerproducts.com 
Diamond Equipment 
www.diamondplow.com 
Divisions of The Louis Berkman Company 

M e y e r 0 D i a m o n d 0 S w e n s o n 

http://www.rainaid.com
http://www.meyerproducts.com
http://www.diamondplow.com


continued from page 14 
power equipment that estimates total 
emissions. "What T N R C C didn't do was 
base the model on equipment that can 
reduce emissions/' says Eddy 
Edmondson, president/CEO of the 
Texas Nursery & Landscape Association. 
Guerry agreed, saying there was new 
equipment on the market today that 
could reduce emissions that T N R C C 
didn't consider. 

Decision due December 
A final determination of OPEI's alterna-
tive proposals will be made by the 
TNRCC on Dec. 6, 2000. If the ban is 
enacted, it would become effective in 
the Houston/Galveston area (eight 
counties in the ozone non-attainment 
area) from April 1 through October 31, 
beginning April 1, 2005, from 6 a.m. 
until noon. 

As it stands, the proposed ban would 
have a detrimental affect on landscape 

businesses in the affected area, says 
Edmondson. "You'd only be able to 
work half a day, and you wouldn't be 
able to make it up on the other end," he 
says. "There's also the issue of starting 
out the work day during the heat of the 
day. Right now, a lot of our folks work 

in the heat of the day, but they have the 
morning to get acclimated to it." 

"The ban won't keep emissions out 
of the air, only shift them, "Edmondson 
added. "All it will do is put them out in 
the afternoon instead of the morning." 

— Jason Stahl 

RA/N^B/RD 
See your local distributor and ask for a demonstration of the new TBOS system. 

Or visit our website atwww.rainbird.com for more information. 
Circle 110 

"TBOS is so simple to 
program and offers 
real programming 
versatility. The Turbo 
mode allows for a very 
unique program 
setting. IVs great when 
you need your watering 
at a specific day and 
time. Thank you for 
the TBOS systemr 

No Power. 
No Problem. 

Ideal for 

is now TBOS 

use where 

AC power is I m n J S 
10m m3 

unavailable *<Li/ 

Keeps irrigation on during 

AC power maintenance 

Indicator on field 

transmitter LCD screen 

warns when battery is low 

Waterproof case 

allows operation even 

if submerged 

How sweet it Is 
For the third time, Arierts Company won 
the Most Valuable Promoter Award for 
their involvement in publicizing the 2000 
International Lawn, Garden and Power 
Equipment Expo. Ariens, Gravely and Stens 
planned several events throughout Expo 
including prize drawings, a press confer-
ence, and parts manager and service man-
ager of the year awards. Bill Harley, presi-
dent and CED of the Outdoor Power 
Equipment Institute, Inc., presented the 
award, along with Warren Sellers and staff 
of Sellers Expositions. 

http://www.rainbird.com


call: 1-800-CS -STAHL 
(1-800-27-78245) 

a truck built 
around you! 

call STAHL for all your commercial truck equipment needs! 
for the distributor nearest you, 

Circle 111 

U.S. CHEMICAL WHERE DO YOU STORE 
YOUR HAZARDOUS 

MATERIALS? 

Custom Engineered structures 
FM Approved 
Sizes range from 8x8 to 14x40 
HVAC 
Explosion-proof Construction 
Select Models in Stock 
2Hour & 4Hour Fire Rated 

Summer LEASE 
Special Starting 

at $199 
Zero Down 

Call today and discover our 
new approach to solving 

your storage needs. 

1 8 0 0 2 3 3 - 1 4 8 0 
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People 6c 
companies 

mmmm 
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Simplot Turf and Horti 
culture named 
Chris Claypool 
senior vice presi-
dent of market-
ing in the Jack-
lin Seed business unit. 

The Care of 
Trees hired Phil 
Snyder to lead 
its new regional 
office in 
Philadelphia, called Alpine 
the Care of Trees. 

ServiScape has been con-
tracted by New Lenox 
Community Park District, 
New Lenox, IL to manage 
all operations and long 
range planning at The 
Sanctuary Golf Course. 

TruGreen-LandCare 
named Miramar Whole-
sale Nurseries of South-

ern California its Region of 
the Year. Miramar was also 
named the "top perform-
ing service branch" in the 
nation. 

Morgan Corp., Morgan-
town, PA, a 
leading truck 
van body 
manufacturer 
in North 
America, named Kay S. 
Mueller director of sales 
for the southeast region. 

Riverdale Chemical Co. 
promoted Sean Casey to 
national sales manager and 
Curtis Clark to business 
development and market-
ing manager. 

Pickseed West appointed 
Tom Burns vice president 
of international sales and 
market development. 

HOW LANDSCAPERS BUY 
Dealers aren't obsolete by a long shot, according to our 

readers' methods of buying products. Here they are: 

Buy from dealer 68% 

Buy from distributor 67% 

Buy from service vendor 35% 

Buy from manufacturer 34% 

Bid process 
Buying cooperative 
Buy via the Internet 
Buying office decides 
Buy on Internet auction 
Other 
SOURCE: LM 2000 READER SURVEY 



GORDON'S^ 

Photos: 
Dakota Dunes Country Club 
Douglas D. Hausman, CGCS 

Dependable 
Coverage 

TRANSFILM 
ANTITRANSPIRANT 

ANTI-TRANSPIRANT FOR 
FLOWERS, SHRUBS, VEGETABLE A 

AH EMULSION OF 
POLYETHYLENES - POLYTERPENES 

vms Wmmibi f B t t w t f f e 

You need protection from winter desiccation. But do you need to 
buy covers for all your greens? Consider the dependable 

coverage you can get with 
Transfilm. A single applica-
tion in late fall is all it 
takes. Transfilm will also 
secure your winter fungicide 
application. And don't forget 
your shrubbery could use 
some protection from those 
drying, winter winds. 

THE HARD WAV: Greens covers. Get 
em out. put em down (pull 'em back, 
put 'em back). 

I 11 p b l / E i a n d o j n 

An Employee-Owned Company 

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

iJtalff i i im € 
Can you really see a difference in anti-transpirants? The photo 
above shows that Transfilm (left) remains emulsified while 
leading competitive products have separated 48 hours after 
mixing. Separation can cause spray tank problems as well as 
uneven coverage. Transfilm's stable emulsion provides even 
coverage that resists cracking and peeling. For complete test 
details, see our web site at www.pbigordon.com. 

Always read and follow label directions. 
© 2000, PBI/GORDON CORPORATION. 
TRANSFILM is a trademark of PBI/Gordon Corporation. WILT-PRUF is a trademark of Wilt-Pruf, Inc. VAPOR GUARD is a trademark of Miller Chemical and Fertilizer Company. 9/2000 
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http://www.pbigordon.com
http://www.pbigordon.com


WINNER: LANDSCAPE CONTRACTING 

Bruce Hunt 
Vice President, The B r i c k m a n Group , Ltd., 
Langhorne , PA 

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

Career highlights 

1 9 6 1 
Hired by The Brickman 
Group 
1 9 6 8 
Promoted to general man-
ager 
198Q 
Joins ALCA's Crystal Ball 
Committee 
198Q 
Establishes design/build 
office in Philadelphia 
1 9 8 4 
Establishes design/build 
office in Baltimore 
1 9 8 8 
Elected president of 
ALCA 
1 9 9 4 
Honored with ALCA's 
Landscape Service 
Award 

When Bruce Hunt first arrived on the campus of Michigan State University in 1956, he 

didn't even realize there was such a thing as a degree in landscape architecture. 

"I was more interested in business and design/' Hunt says, admitting that his math 

skills were extremely weak but that design and drafting came easy to him. 

His first interview with The Brickman Group, Ltd., happened by chance. His college 

roommate had scheduled an interview with the company, but had already taken another 

job and decided to skip it. Hunt and his wife, Cammie, who had just married in their last 

year of college, were planning to travel to St. Louis to visit friends, so he smelled an op-

portunity. 

"I figured I'd take a short detour to Chicago and take my roommate's place in the in-

terview," Hunt says. 

Hunt was interviewed by Dick Brickman, and, in 1961, became one of The Brickman 

Group's five full-time employees. Little did he know that he would stay with the com-

pany for the rest of his career — in fact, he would eventually rise to vice president 

A little bit of everything 
Hunt was originally hired on as a landscape designer, but since the company was so 

small, he ended up performing many duties — designing, estimating, production 

management, supervision, and client contact, to name a few. "I've probably had 

every job that's ever existed in this company," Hunt says. Within five years, he be-

came general manager, having evolved out of design and into project and people 

management. 

Today, at 62, Hunt says he is as busy as he has ever been, but his focus is much more 

narrow — primarily on client development and large project sales and management. 

Scott Brickman, Dick Brickman's son and president of the company, knows firsthand 

what kind of worker Hunt is. "He's still gets to the office at 6 a.m. and is here until 7 

p.m.," he says. 

Scott wasn't even born when Hunt was first interviewed — Hunt's first encounter 

with him was at the office, when Scott's parents brought him in shortly after he was born. 

Since then, Hunt has come to know him as a leader and a friend. "It was always Dick's 

mission to see the company grow and grow. He was a visionary," Hunt says. "Scott has 

taken on that ability, which is unusual in a third generation business." 

Taking an active role 
Hunt says Dick Brickman, a lifelong friend and mentor, was always active in Green Indus-



try goings-on and encouraged him to participate in 
industry activities as well. Hunt took what Brickman 
said to heart — he's been a member of the Associ-
ated Landscape Contractors of America's (ALCA) 
Crystal Ball Committee since 1980, and served as 
ALCA's president in 1988. At the time, Ron Ku-
jawa, who is currently chairman of the board of KEI 
Inc. in Cudahy, WI, was president-elect of ALCA 
under Hunt. 

"We went through some difficult times in the as-
sociation's early days/' Kujawa says. "Bruce and I 
were the two oldest members when ALCA was re-
structured. We were able to add the resource of in-
stitutional and traditional knowledge — sort of like, 
'Been there, done that.' Bruce coined the term 
'ALCA magic' for what we had." 

Hunt joined a national association like ALCA for 
a reason. "I was a little reluctant to join local associa-
tions because there were competitors as members," 
he says. "With ALCA, I could participate and con-
tribute knowing I wasn't doing so with competitors." 

And participate Hunt did. He was rewarded for 
his service and commitment in 1994 when ALCA 
bestowed its Landscape Service Award on him. 

"He has a true love of the industry, and he's very 
much interested in education and the youth coming 
into the industry," says ALCA president Debra 
Holder, who noted Hunt's year-to-year involvement 
with the association's Student Career Days. "He has 
been instrumental as one of the leaders who helped 
to make ALCA what it is today." 

Gary Thornton, an ALCA member and presi-
dent of Slice Technologies, not only knows Hunt for 
his industry contributions but his sense of humor as 
well. One year, Hunt was in charge of the nominat-
ing committee, and Thornton was up for nomina-
tion to the executive committee. "He sent me a fax 
that said a whole bunch of people didn't want me 
nominated," Thornton says. "He followed it up with 
another fax that said, 'April Fool'si'" 

A lifetime with the Brickmans 
With 2000 revenues expected to be in the $230 
million range, The Brickman Group has come a long 

Bruce Hunt has been with The Brickman Group since the 
very beginning. 

way since Bruce Hunt first walked in the door in 
1961. Originally a design/build firm, the company 
now offers a full range of landscape services. Re-
cently, it established a West Coast presence for the 
first time with the purchase of two San Diego-based 
companies. 

Asked why he stayed with the same company for 
so long, Hunt asked why not? "As long as a company 
fulfills your need for growth and motivation and 
stimulation," he says. "I've always had all I've 
wanted with them. I had a couple opportunities to 
leave or buy a family business, and I decided not to 
simply because I saw something in Brickman that 
was different." 

As far as choosing the Green Industry to pursue a 
professional career in, Hunt has no regrets. He ad-
mits that it wasn't necessarily a love of nature that 
motivated him to enter the industry, but his ability 
to use his design talents. "What also attracted me 
was the ability to create something and, 20 years 
later, drive by a project and see something you've 
done," Hunt says. "Also, the people and competition 
in this industry are perceived to be a cut above other 
industries. The work ethic and integrity seem to at-
tract good people." 
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WINNER: LAWN CARE 

Director of Deve lopment , W e e d M a n U.S.A., 
M idd le ton , WE 

Solving the brown grass mystery 
At the peak of Kurth's Barefoot operations, he also owned franchises 

in Peoria, IL and Lexington, KY for a total of $3 million in sales. 

In 1987, that business was jeopardized by a mysterious epi-

demic of brown grass that plagued his customers' lawns in Madison 

and Green Bay. Company records pointed to a common denomi-

nator: all lawns received a granular fertilizer containing a fungicide. 

Once atrazine contamination was diagnosed, Kurth called his sup-

plier, who agreed to pay for damage repair for 325 lawns. 

During the emergency, Kurth's company educated customers, 

then enlisted outside landscape firms to repair the lawns. Kurth also 

sent customers boxes of meats to thank them for understanding. 

Industry consolidation eventually came to call in 1997, when Tru-

Green-ChemLawn bought Barefoot Grass' operations. Kurth sold his 

continued on page 24 

Moonlighting for Marvin 
At the same time, Marvin Williams' infant firm, Barefoot Grass, 

was starting up in Marysville, OH. "There was a real chinch bug 

problem that summer of 1977, and he needed help making all the 

lawn inspections and sales. I spent my Saturdays doing that and re-

ally enjoyed the work," says Kurth. 

Kurth and Barefoot struck a deal, and he moved back to his 

beloved Wisconsin to start one of Barefoot's first franchises, lo-

cated in Madison. 

Thanks to a $5,000 line of credit for franchise startup money, 

Kurth and family resettled in Madison. 

"I sold 94 out of 99 leads," he recalls of his first lawn care mail-

ing. "Those were the days. I had about 275 accounts the first year 

and did about $44,000 in business." 

At the start, it was a one-man operation, he remembers. "It was 

me, myself and I doing the routes. I remember when my wife 

went into labor with our first child, I was in the hospital room 

with one hand on the small of her back and the other hand hold-

ing a phone on sales calls. That was motivation! She helped me in-

cubate both the family and our business." 

Kurth gradually added employees and opened other Barefoot 

Grass franchises in Appleton and Green Bay, WI, before expand-

ing into the Austin, TX, market in the late 1980s. 

While many of his peers also came of age in lawn care's formative 

years, few have the impact of Terry Kurth. 

Kurth developed a taste for turf on a golf course maintenance 

crew, then followed up by studying for a B.S. degree in Agronomy 

from the University of Wisconsin in Madison. He interned at 

nearby Nakoma Country Club. "It inspired me," he recalls. 

After working for the State of Wisconsin through 1976, he was 

recruited as a technical representative for Scotts' Pro Turf organi-

zation by Bill Hoopes, now director of training and development 

at Scotts Lawn Care. 

Terry Kurth spent many Saturdays inspecting lawns in the early days of 
his involvement with Barefoot Grass. 
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Partner 

Needs 
HflJOHNDEEKE 
I B CREDIT 
You Deserve Credit for Buying the Best " 

You have a growing business. And you'd like 

to expand. Choose John Deere Credit as your 

solutions-based lending source, and well be 

there for you every step of the way, with 

customized financing for the equipment you 

need. You won't find a more powerful financial 

partner - or a more convenient resource. 

Because John Deere Credit is available at your 

John Deere dealer, you get one-stop shopping 

for equipment and financing. So when you're 

ready to purchase equipment, ask about 

John Deere Credit at your John Deere dealer, 

visit our Web site at http://lgc.jdcredit.com, 

or call 1-800-468-8517, ext. 817. 

http://lgc.jdcredit.com


Career highlights 

mm 
Graduated from Uni-
versity of Wisconsin 
(B.S. in Agronomy) 
mm 
Joins Scotts' Pro Turf 
organization 
mm 
Opens Barefoot Grass 
franchise in Madison, 
W l 

Expands Barefoot 
Grass franchises in 
Midwest and Texas 
(reaching $3 million 
combined sales) 
i f iM»1980s 
Becomes active in 
local and national in-
dustry associations 
1996-1907 
President of PLCAA 
1997 
TruGreen-Chem-
Lawn buys 
Barefoot; 
sells Bare-
foot busi-
ness 
1999 
Becomes 
Weed 
Man's di-
rector of 
develop-
ment for U.S. 
business 

continued from page 22 

interests to TGCL, and he now 

has Badgerland Irrigation, a 

Madison-based firm he co-owns with 

Curt Winter and Bob Smith. 

He also added local Christmas 

Decor franchises to Badgerland's service mix and is 

transferring majority ownership to Winter. In the 

past few years, Kurth managed his interests until he 

was asked to help Weed Man expand into the U.S. 

The challenges are exciting to Kurth as he partic-

ipates in Weed Man's move: "I compare it to the 

car rental business. TGCL is like Hertz without a 

consistent number two, but right now, Weed Man is 

trying to fill that void and so are several others." 

Pay it forward 
Although Kurth defines himself as a "typical entre-

preneur who gets more fun from growth than from 

administration," his reputation as an organizational 

fireball goes back more than 15 years. 

Kurth has been actively involved with several or-

ganizations, including: the Wisconsin Landscape 

Federation (where he is currently president elect); 

Grounds Management Association of Wisconsin 

(past president); Wisconsin Agri-Business Council 

(executive board member) and others. 

Kurth initially joined PLCAA "for the educa-

tion and networking," he says, but soon realized 

that active membership "was my duty, no 

question about it." He took over as 

PLCAA president in 1996. 

Although he recalls it was a tough year 

to lead the organization (TGCL bought 

Barefoot and former executive director Ann 

McClure departed), Kurth saw it as a per-

sonal challenge. "PLCAA has given me op-

portunities for learning, lobbying and net-

working. The feeling of being 'family and 

friends' is huge and through it, I've made a ton 

of friends. I can never pay back what I've been 

given but I can pay forward." 

It was also a time of uncertainty for PLCAA 

members and staff. He recalls, "The staff didn't 

miss a beat, but we were afraid of losing members 

due to consoli-

dation. Now, 

we have Scotts, 

Weed Man and other former employees 

starting their own firms coming into PLCAA. 

I think there's a definite rebirth within the industry." 

Working side by side 
"He personifies volunteerism," says Lou Wierichs Jr., 

president of Pro-X Lawns in Appleton, Wl, former 

PLCAA president and friend of Kurth since the late 

1980s. Both men work together on GMAW and 

Wisconsin Landscape Federation projects, as well as 

PLCAA projects. 

"He has a propensity for making money and is a 

smart businessman," Wierichs says. "He also shows 

unselfishness, is honest and is loyal. I trust him — 

we're close to being like brothers." 

Kurth's strong leadership qualities made an im-

pression on Karen Weber, PLCAA's associate vice 

president/communications director. "He always has 

the good of the industry at heart and is someone who 

cares," she says. 

Those who show up 
Once Kurth learned about the Ambassador speaking 

program started by RISE (Responsible Industry for a 

Sound Environment), he was hooked. 

"I talked to Allen James, RISE president, and got 

PLCAA involved. We got funding and commitments 

to speak, then set up a training program," he explains. 

Asked if he has trouble saying "no," Kurth admit-

ted he continues to be involved with groups espous-

ing the politics he supports, such as the NFIB's ini-

tiatives to limit government intrusion into small 

business. "Most entrepreneurs are autocratic at first, 

then they start delegating," he explains. "But I don't 

want someone who doesn't understand my business 

making judgments for me." 

Despite Kurth's busy work with Weed Man, 

look for him to continue his involvement with 

PLCAA and other industry issues. The way he sees 

it, there isn't any alternative. "This world is run by 

those who just show up," he says. 
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WINNER: GROUNDS MANAGEMENT 

Super intendent of G rounds , 
V i l lanova University, P h i l a d e l p h i a , PA 

BY R O N H A L L 

Thirty-nine down and eleven to go. That's how Kevin 

O'Donnell describes climbing, one of his favorite hob-

bies. He's a member of the Highpointers, a national 

club of 1,800 people whose goal is to climb the high-

est points in each of the 50 states. So far, he's made it 

to the top of 39 of them — from Florida's Britton Hill 

at 346 ft. to California's Mt. Whitney which rises over 

14,000 ft. 

Challenges? They come in all sizes for O'Donnell, 

Superintendent of Grounds for Villanova University, 

Philadelphia, PA. But we didn't select him to be our 

"Person of the Year" in grounds management because 

of his mountaineering. We're honoring him because of 

the incredible range of services he offers to a great uni-

versity. We also felt his willingness to advance the pro-

fession of groundskeeping at both the regional and na-

tional levels should be recognized. 

Life at Villanova 
At Villanova, his professional responsibilities include 
not only maintaining the grounds at the 220-acre cam-
pus but also managing the university motor pool, over- .. . „ .,.„ . 
r b b J * ' Kevin 0 Donnel! on Villanova s arboretum 
seeing road maintenance, trash collection/recycling 

and, within the past several years, roof maintenance. 

"The diversity presents some unique challenges," O'Donnell admits. 

"Kevin keeps a clear focus even when our environment gets chaotic," adds Chuck Leeds, one 

of several supervisors who work with Kevin at the university. "We share some responsibilities 

and we have a very close working relationship. Actually, we have to — three of us share a 20 by 

30 ft. office." 

O'Donnell has been involved with many initiatives at Villanova, say university officials. 

One of them was serving on the Villanova Quality Improvement (VQI) council. 

"The council originally had over 30 people on it from all walks of life and from all posi-

tions at the university," explains John Kelley, Ph.D., VQI Director. "We had a marvelous 

mix of facility, administrators and staff of all kinds." Kelley said that O'Donnell embraced the 

positive suggestions arising from the VQI council and started self-directed work teams. 

"The teams really got fired up and they took the initiative for many fascinating landscape 

projects," says Kelley. 

"More recently, Kevin was a founding member of our environmental team of about 15 fa-

continued on page 28 
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continued from page 2 7 

cility administrators and staff. The team is looking at 

all phases of the environment here at Villanova/' ex-

plains Kelley. "Not just grounds, but it's examining 

areas such as energy audits, resource conservation 

and emissions." 

One of the projects O'Donnell feels has made a 

significant impact at the university has been the re-

cycling program he helped begin nine years ago and 

still directs. The university recycles nine different 

products and has recycled over 5 million lbs. of 

products since its inception. 

Working his way up 
O'Donnell has taken a circuitous career path to Vil-

lanova, starting with his grade school days on Long 

Island, NY, and continuing as an undergraduate 

studying forestry at Oregon State University, Cor-

vallis, OR. 

"My plan was to go into parks management. I en-

visioned myself working out in the woods, maybe in 

a natural area," he explains. 

In fact, after one year with a private landscape 

firm, that's what he did. His grounds career began 

as parks supervisor at Lower Salford Twp., a 

Philadelphia area community with about 500 

acres of primarily rural parkland dotted with 

historical homes. 

After three years at that position, he 

took a similar post at nearby Upper 

Dublin Twp. The new job brought 

more responsibility, including main-

taining ball fields, picnics areas and 

walking/jogging trails. He was the su-

pervisor for the parks maintenance pro-

gram for 10 years before being selected 

for the Villanova University position just 

over 10 years ago. 

Dedication to grounds professionals 
It was during these years at the com-

munity parks that O'Donnell became in-

volved with the Professional Grounds 

Management Society (PGMS), starting 

as a founding board member of its 

Philadelphia branch. He served several years as pres-

ident of this branch and eventually was named to 

the board of the national PGMS. His route to its 

presidency started six years ago when he served as 

Northeast Director of the national PGMS. 

During his term as president this past year, 

O'Donnell set himself several goals including: 

^ offering greater opportunities for individual 

professional growth to all grounds personnel, 

^ spreading the word about the PGMS, 

developing a stronger relationship with PGMS 

branches, and 

^ strengthening the relationship with strategic part-

ners such as the Association of Higher Education Fa-

cilities Officers (APPA) and the American Public 

Works Association (APWA). 

"He's done a fantastic job of holding us together 

and bringing our branches and many of our mem-

bers closer together," says George Van Haasteren, 

Jr./CGM, in describing the job O'Donnell has done 

this past year as PGMS president. 

"I'm definitely fortunate in having Kevin ahead of 

me because he's making my job so much easier 

when I become the president," adds Van Haasteren, 

the PGMS president for 2001. 

It's been O'Donnell's efforts as a grounds profes-

sional at Villanova, however, that excite us most 

about honoring him. 

"I have worked with Kevin in a number of ca-

pacities for approximately the last 10 years. I have 

always found him to be very committed to the mis-

sion of Villanova," says Helen Lafferty, Ph.D., Uni-

versity Vice President. "He is generous with his time 

and he does whatever is necessary to enhance the 

beauty of our university. 

"It's always a pleasure to work on projects with 

Kevin because he approaches them in a can-do man-

ner. One of his greatest accomplishments in my 

opinion was the naming of the Villanova campus as 

an arboretum. 

"We are not only a better place because of his 

presence, we are a more beautiful place," Dr. Laf-

ferty concludes. 



IT'S ONLY HUMAN NATURE 
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a curative to a preventive approach. Fortunately, AAACH 2® 
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20 WAYS TO 
make cold calling work 

Most peop le fear co ld ca l l ing , 

bu t it's a p r o v e n way to boost 

sales. Lea rn h o w to m a k e y o u r 

l andscape calls m o r e effective 

B Y M R . P E R 

wo words that strike fear 

into the hearts of even 

the most experienced 

sales people are: cold 

calls. What is it about ap-

proaching an unfamiliar 

door that tightens the 

stomach and messes with our minds? I was 

physically pushed through my first "cold" 

door and ran out before the prospect could 

say anything. 

Before I worked in the landscape indus-

try, I sold coupons door-to-door for comedy 

clubs and paintball fields. In just under three 

years, I made more than 50,000 in-person 

business cold calls. You think your employee 

turnover is high? Try coupon sales. 

Time to meet and greet 
Have you ever gone to a meeting, met 

someone for the first time and ended up 

talking like friends? If you have, you can 

cold call. Successful cold calling is meeting 

someone new, starting a conversation and 

leaving on friendly terms. 

Selling has nothing to do with success-

ful cold calling. When was the last time 

you made a cold call and walked out with a 

contract? It's probably been a while, if at 

all. Successful cold calling in the landscape 

industry is about gathering information. 

Rather than cold call, go on "property vis-

its." Stop by, visit the property, gain new 

information and leave a friendly success. 

Here are 20 ideas to make this process 

work. It's not complicated if you plan 

ahead. 



Tough numbers, but it works 
According to Mr. Per, cold calling on property visits results in the fol-
lowing approximate numbers. (These are for acquiring commercial 
landscape maintenance contracts.) 
^'It takes 20 to 25 cold property visits to find one highly qualified pro-
posal (meaning they're going to change contractors and will seriously 
consider a proposal.) 
• It takes four to five proposals to close one sale. 
• It takes 80 to 125 cold property visits to result in one sate. 

7 ways to prepare 
Preparation is everything. Try these steps first: 

1 Dress for success. Good options are cotton 

• khaki pants, a golf shirt with a company 

logo (if available) and casual shoes. Carry a clean 

shirt in your truck. 

Plan your visits the day before. Emergencies 
JFC§ IS do come up, but remember to block out 
time to visit the properties the day before. And 
don't forget to tell the crew. 

Focus on seeing people — not writing proposals. 
Don't worry about submitting a proposal at 

first — focus on and engage people. Give them your 

full concentration and you will end up submitting 

more proposals. 

4 Work around your current properties. Start at a 

IS property you maintain well and go to the next 

suitable one. Use that current property in your intro-

duction. "Have you noticed how nice that properly 

down the street looks?" After they answer "yes," add, 

"I'm glad to hear that because my company does the 

landscaping. Who here oversees your landscape con-

tractor?" Remember to stay in the neighborhood. You 

don't make money driving your truck around. 

5 Drop names. If one of your property man-

Si agers gives you permission, use his or her 

name. You could say, "Sue at Pine Ridge Apart-

ments uses us for her landscaping and she suggested 

I stop in and introduce myself." 

6 Leave the phone in the truck. If your crew 

M cannot go an hour without calling you, you 

may need to manage your operations better before 

growing your business. 

Lead from the front. If you want your fore-

m 11 men to go on property visits, you need to be 

out front and go on some yourself. I've always found 

it challenging to inspire someone to visit properties 

while I'm sitting in the office. 

Make face time work 
Face time is the most critical element of your cold 

call. These ideas have worked for me: 

8 Pick up trash. When you visit a property, 

M pick up some trash. The office manager will 

never tell you "no soliciting" or "we're not inter-

ested" when you walk in with two handfuls of trash. 

Treat a potential property as if you already maintain 

it and you're more likely to get that job. 

Walk quickly. Move from your truck to the 

door as fast as you can without jogging. This 

builds your energy and leaves less time to think, and 

we all know what we think about when approaching 

a "cold" door. When you pick up trash, do it quickly. 

1 Always stand while waiting. If you have 

% r K to wait, always stand to command more 

respect and attention. The receptionist is more likely 

to take action on your behalf when he or she realizes 

you don't expect to wait long enough to sit down. 

I Get your hands out of your pockets. Jin-

_ Jm M gling coins or keys is a great way to 
annoy or distract someone. 

Avoid questions that can be answered 
I with "yes" or "no." The worst question 

to ask is, "Are you looking for proposals?" Regard-

less of the answer, you'll gain no relevant informa-

tion. Ask questions that use "how" in them or lead 

to other open-ended options. Examples include, 

"How long has your current contractor worked 

with you?" or "What's your biggest property main-

tenance challenge?" 

continued on page 34 

Selling has 
nothing to 
do with 
successful 
cold calling. 





Field trials confirm that PENDULUM® consistently gives you more dependable, broad-spectrum 
weed control than any other preemergent herbicide. 
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For the PENDULUM herbicide distributor nearest 
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Be short on prac-
i f e < tice, long on expe-

rience. Practice only tells you 
what you're good at practicing. 
Real life tells you what you 
need to practice. Get out of 
your truck and start talking! 

1 Write down the 

Jl W most common ques-
tions you hear. Then, write your 
best answers to these questions, 
and read that list daily. Practice 
doesn't make perfect, but it 
builds confidence. 

Be positive in all 
W HI you say and do. 

Everything you say and do will 
be associated with you. If you 
tell someone that his or her 
current contractor is giving bad 
service, he or she will associate 
this negative comment with 
you. Be professional and con-
centrate on problem solving or 
positive ideas. 

Offer your business 
m card at the end of the 

meeting. If you walk in and offer 
your business card right away, 
the receptionist may say, "We 
have your card. We will call 
you." Now what do you do? 
Offer your card when you leave, 
unless they ask for it earlier. 

Follow-up right away 
There are several methods for 
following up, but these have 
worked well: 

Send your thanks 
il — today. Hire a 

local creative person (college 

students are great at this) to 
make a good-looking and 
unique company postcard to 
send as a follow-up. Write a 
thank you note for every busi-
ness card you collect. Your 
handwriting can't be any worse 
than mine, so don't skip this 
step. 

Write down all you 
learned. You'll 

have it for later reference. 

^ 2 Schedule your fol-
m • '%lr H low-up before leav-

ing the property. What action 
are you going to take next — 
another visit, a mailing? 

Get out of your 
lS§§ K truck. Truck time 
doesn't make you any money. 
Make that call! 

I suggest you add 80% to 
90% of your new properties 
from referrals and 10% to 20% 
from cold calling. Cold calling 
isn't the answer to everything, 
but it will give you confidence 
to use in all areas of your life. I 
also think you're more likely to 
close a referral proposal be-
cause of your confidence from 
"cold" visiting. 

The author moved on from sell-
ing coupons to working with 

Environmental Care and U.S. 
Lawns in marketing and sales 

support. He now serves as a 
consultant to the 

Green Industry and can be 
reached at 407/210-3666. 
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New Millennium, is the must-
have book for Webmasters, Web J I J * 
marketers, Web developers.. .or anyone " O V { * ? 
involved in the marketing or promotion of a 
Website. Every chapter is filled with powerful 
ideas to help you drive traffic to your site. 
Excellent for any industry, business or profession. 
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One of the water treatment 
cells just six months after 
planting the bulrushes. 

Water destined 

for groundwater 

recharge basins 

must first have 

the nitrates and 

phosphates removed. 

These lakes are 

designed to do that, 

as well as provide 

landscaping for 

the growing 

subdivision. 

It's an odd place to find wetlands, and it's no surprise that man 

created it. Right now, it looks like any other suburban develop-

ment lake system, but eventually it will look more natural and 

help clean up water. The City of Avondale, AZ, built its Wet-

lands of Avondale right in the middle of the desert and the 

Crystal Gardens housing development. It's designed to help 

clean up river water before it goes into the city's water system. 

"This was a cotton field, or whatever they were growing at the time," 

says Tom Georgio, Avondale facility director for the water treatment plant 

just west of Phoenix. 

The wetlands is not a natural area in the traditional sense — it's a series 

of interconnected water treatment cells interspersed among housing lots, 

landscaped to provide water purification and an aquatic wildlife habitat. 

Water from the Agua Fria River, destined for groundwater recharge 

basins, must first have nitrates and phosphates removed. The lakes are de-

signed to do that, as well as provide landscaping for the growing subdivision. 

"The plants will take out x' amount of nutrients, and you have bacteria 

and microbes that will take out the other nutrients," says senior water treat-

ment operator Martin Nanna. 

continued on page 36 



continued from page 35 
The system, designed by Integrated 

Water Technologies of Santa Barbara, CA, 

uses bulrushes to clean the water. But in-

stalling 121,290 plants was a big job be-

cause the lined lakes had no planting 

medium after excavation. 

Bottoms of the 21 separate lakes, or 

cells — which cover 72.2 surface acres and 

vary in depth from 8 to 15 ft. — were 

lined with 30-mm PVC liner overlain with 

a geotextile mesh fabric that protects the 

liner. Textured concrete lines the sides of 

the cells, which are curbed to prevent 

overspill. 

Islands in the centers of lakes selected 

for planting were built up inside rock re-

taining walls, and 13 in. of screened sand 

was laid down on top of the islands to pro-

vide a growing medium. "It was material 

that came out of the basins," Georgio says. 

The plants were the giant bulrush (Scir-

pus califomicus), the three-square bulrush 

(Scirpus americanus) and the hard stem 

bulrush (Scirpus acutis). 

The bulrushes were planted as tubers in 

the sand, 3 ft. apart, and water levels were 

slowly adjusted upward as the plants ger-

minated and developed shoots. After the 

plants were up and thriving, the water was 

leveled off at 18 in. above the islands' sand 

base. 

"We were trying to keep the soil saturated 

but not drown the plants," says Patrick Mur-

phree, project manager for Western Sod, the 

contractor hired to install plants grown by a 

Colorado nursery for this project. Once the 

plants mature, they will spread by sending 

out rhizomes and new shoots. 

Planting challenges 
"You'll probably have better luck if you 

fluctuate water levels in 

the spring," Murphree 

says of encouraging new 

shoots in established bul-

rush populations. He 

notes that the tubers were 

planted with 15 grams of 

23-13-0 slow-release 

granular fertilizer per 

plant. 

"We dug a hole, 

dropped the fertilizer in 

and dropped the tuber 

in," he says. 

The fertilizer was to 

last six months, after 

which the nutrients in the 

lake would supply all of 

the bulrushes' needs. 

The different bulrush species were se-

lected because each grows to a different 

height, giving the lakes a natural look. But 

the three-square bulrushes apparently didn't 

like the water level because they all died. 

Some parts of the islands' bulrushes 

didn't germinate, Georgio says, because tu-

bers were uprooted by wave action caused 

by high winds. That happened in areas 

where water leveled off above the sand. It's 

better to saturate the sand and not let the 

water surface at all during the sprouting 

period, he says. 

A system with a purpose 
Although the city owns the lakes and 15 ft. 

of land surrounding them, the subdivision's 

developer owns the adjacent land and is in 

charge of its vegetation. The developer 

planted the turf areas adjacent to the lakes 

as well as the trees. Turfed surrounds are 

designed as shallow trenches to catch 

runoff from streets before it can get into 

the lakes, preventing toxic petrochemicals 

from upsetting aquatic life. 

Georgio says that 24-in. pipe connects 

the cells, which are designed so that all 

water flows by gravity, eliminating the 

need for pumps. On a normal day, 4 1/2 

million gallons of water flow through the 

system. The system can handle 13 1/2 mil-

lion total gallons. 

"We can bypass the entire system and go 

right to the recharge," Georgio says of the 

facility, where construction started in 1996. 

The last cell was finished late in 1998. 

Plant maintenance is still in the plan-

ning stages for the city, Georgio says. 

"They will be cut once or twice a year," he 

says, keeping the 8-ft. tall plants attractive. 

Sections of bulrushes in each lake will be 

cut alternately for aesthetic purposes, and 

plant material will be removed. 

"It just makes a conducive environment 

for recharging water," says Nanna. 

By the time the water goes through the 

lakes and seeps through the four sandy 

recharge basins nearby, it will be potable. 

At times, the water might even be drink-

able after it leaves the treatment cells, but 

that isn't the purpose of the system. The 

city will get its drinking water from wells 

drilled near the recharge basins, complying 

Patrick Murphree managed the installation of plants for the 
Avondale project. 



with state groundwater protection laws. 

Inlet and outlet pipes in each lake are 

positioned in the middle of the bulrush 

areas so that new water will be forced 

through the plants, providing maximum 

cleaning potential. All of the cells but one 

have been planted. 

In addition, fish have been stocked in 

the lakes. There will be some urban fishing 

allowed, but the fish have other purposes. 

"Some are for insect control and some 

are for algae control," Georgio says. Koy 

take care of the insects, and tilapia handle 

the algae. 

Tim Thompson, vice president of Inte-

grated Water 

Technologies and 

a designer of the 

project, says this is 

a unique water 

treatment system in that it uses bacteria on 

the bulrushes to clean the pollutants and is 

located in a residential subdivision. 

"That's very new," Thompson says of 

the system's characteristics. 

Two of the bulrushes are native to Cali-

fornia and Arizona. They will go partly 

dormant during the winter and green up in 

the spring. 

"It's a part of assuring our own water 

Tom Georgio, facility director for Avondale's water treatment plant. 

supply for growth," Georgio says of the 

water system for the city of 26,000, a num-

ber expected to double in five years. The 

cost of the system was about $11 million 

without landscaping, a huge savings over a 

conventional sewage treatment system. 

The result is not an unsightly water 

treatment facility but an attractive lake sys-

tem for Avondale that is home to a num-

ber of egrets, herons and other birds, l i v i 
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discount of UP to $600.00!! Call 1-800-AER8TER for details. 
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LABOR CRUNCH 

They don't participate 
Some employees are reluctant to participate in training, yet 
may need it the most. Here are some tips to get them involved 

BY J I M P A L U C H 

I often wonder why someone 
wouldn't want to participate in 
a training program. Many com-
panies tell me they only have a 
few employees who won't par-
ticipate, yet it's a problem. 
Here are some reasons why 

they may not be "in the loop:" 
• They don't understand the program. 
• They're afraid of being called on and not 
knowing the answer. 
• They may be lazy and not want to do 
thinking exercises. 
• They may worry about others improving 
and passing them by, so they try to hold 
everyone back. 
• They may have a learning disorder they 
want to conceal. 
• They've never participated before - this 
is just another in a long line. 
• They want attention, and get it by being 

contrary. 
• Their low opinion of training stems from 
a low opinion of themselves. 
• They're tired of the same person train-
ing, yet won't offer any suggestions them-
selves. 
• They're unaware of how training can 
control costs, improve service, reduce acci-
dents and improve morale. 
• They've always sat in the back of the 
room and don't want to change. 

This list could go on, but I believe every 
non-participant can participate and would 
have incredible ideas if they had the 
courage to speak up. It's a fact that those 
who step to the plate and participate 
move ahead in life and their careers. 

Some non-participants may want to join 
in but are influenced by others who are neg-
ative. I wonder what they think is more im-
portant — sitting silently in the back or im-

proving at work and earning their families' 
appreciation? 

Rethink your sessions 
There is no magic fix to motivating the un-
motivated, but here are a few suggestions 
that might work: 
• One of the worst things to do is pay too 
much attention to non-participants. That's 
what they may want. You might reverse 
the situation and ask them not to partici-
pate and give them a break from training 
for a few weeks. Tell them you're covering 
some in-depth stuff with key people who 
are participating in training and they don't 
need to be there unless they want to. 
• Hold a session called "idealistic redesign." 
Tell everyone you'll redesign the meetings 
next week and brainstorm ideas to make 
them more effective for everyone. In the 
process, you may find ideas to improve 
your sessions and hear why some don't 
want to participate. 
• Use a film clip (see LM October, page 
40) to liven up training. 
• Give non-participants some Silly String. 
When they hear a good idea, let them set it 
off . 

• Give a certificate for training or offer 
motivational prizes. 
• Hold a meeting on "Why I Hate Train-
ing." Play funeral music with the lights low. 
Try to get at least 50 reasons, then pick the 
top five and ask for ideas on how to fix 
them. 

— The author is 
president of JP Horizons Inc., and is a well-
known trainer and consultant to the Green 
Industry. He can be reached at: 440/254-

8211 or email: jpaluch@jphorizons.com 

mailto:jpaluch@jphorizons.com
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The best way to make an 
impression is not to make one at all. 

Work Hard. Tread Light. 
When you work on sensitive terrain, marking it up with your equipment can 

definitely leave the wrong impression. The Maximum Traction and Support System 
(MTSS™) undercarriage distributes the machine weight evenly throughout the rubber 
track. The result is an incredibly low ground pressure of 2.5 psi, exceptional flotation 
and longer track life. 

Horsepower: 2800:70 hp • 2810:83 hp (turbo) 

Ground Pressure: 2.5 psi 

Ground Clearance: 16 in. 

Aux. Hydraulics: Std. high and low flow 

Industry Standard Quick Attach Interface 

© 2000 ASV, Inc., A Caterpillar affiliate 

So whether you're treading lightly on newly-laid sod, or powering through thick mud, 
the Posi-Track keeps you working where other machines simply cannot. Add in almost 
any attachment for almost any job, and you'll 
leave a great impression on your 
customers—and your bottom line. 

See the Posi-Track All-Purpose Crawlers at 
any ASV and many Caterpillar dealerships. 
For the dealer nearest you, call 800-346-5954. 
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2800 Series 
Operating Weight: 7450 lbs. 

POSI-TRACK 



award-winning landscape management 

Chene Park 

LM PRESENTS 

Property at a glance 
Location: Chene Park, Detroit, Ml 
Staff: Davey Commercial Grounds 
Management 
Category: Park, recreation area or ath-
letic field The 1999 G r a n d A w a r d W i n n e r of the 

Pro fess iona l G r o u n d s M a n a g e m e n t Society 
for Park , Recreat ion Area or Athletic F ie ld 

Total budget: $247,000 
Year site built: 1978 
Acres of turf: 10.5 
Acres of woody ornamentals: 1.3 
Acres of display beds: 2.1 
Total paved area: 6.5 
Total man-hours/week: 180 

Put a park smack dab in the middle of 7 . ' * * 

inner city Detroit and what do you get? 

One big maintenance hassle, thats what. ' ' y/V* . 

Gang members and the homeless play f • >r* ~ * j f* 

no small part in creating that nightmare, ; • ". .; ' V ' v . ' -T'O&JS^. 

which includes debris, vandalism and . • - V / r i ? . * : • 4 • 

graffiti that are handled daily as top pri-

It's the Davey Commercial Grounds * " i ^ t i t ^ M 

Management crew that makes sure > ' 'f.* ^ g B i fil 

Chene Park keeps its reputation as the ' * 

crown jewel of Detroit's Riverfront — 

Parks. This includes stripping and resod- , §8I 

ding the turf surrounding the 5,000-seat 

amphitheater that attracts lots of traffic Slopes create mowing challenges but provide 
as it is used for concerts, graduations and vivid displays of the landscape, 
civic affairs. Trampled flowers are re-

placed daily from a supply of backups engineered the overflow/drainage system 

grown off-site. Steep slopes make for to divert excess water into the Detroit 

scenic terrain for visitors, but provide a River. 

challenge to mowing crews. If these weren't challenges enough, 

But it isn't all mowing and cleaning the Davey managers must meet the re-

up graffiti at Chene Park. For instance, quirements of a detailed monthly report-

take the water features, which act as ing system so approval from as many as 

storm water management ponds. They eight levels of city officials is granted in a 

weren't engineered properly to maintain timely fashion. Aspirin, anyone? 

consistent levels, so the Davey crews re-

Maintenance challenges 
• Location — Central inner city Detroit 
• Full event schedule 
• Steep slopes over terrain 

(Completed in last two years): 
• Re-engineering of water feature 
• Incorporation of perennials 
• New record keeping system 

• 3 full-time staff, 2 seasonal employ-
ees, 1 licensed pesticide applicator 

m Editors' note: Landscape Management is the exclusive sponsor 
W l H I l of the Green Star Professional Grounds Management Awards 

for outstanding management of residential, commercial 
T ^ f l A anc* ins*itutional landscapes. The 2000 winners will be 
» J C l l l t l 3 v C l | l l J named at the annual meeting of the Professional 
M A N A G E M E N T ! 

Grounds Management Society in November. For more in-
formation on the 2000 Awards, contact PGMS at 120 

Cockeysville Road, Suite 104, Hunt Valley, MD; 410/584-9754. Web-site: www.pgms.org 
LANDSCAPE MANAGEMENT / NOVEMBER 2 0 0 0 / www.landscapegroup.com 

http://www.pgms.org
http://www.landscapegroup.com
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T E C H C E N T E R 

Surp r i s ing mater ia ls such as si l ica a n d bacter ia m a y of fer 

n e w t reatment opt ions to solve di f f icult tu r fg rass p r o b l e m s 

B Y D O U G B R E D E f P H . D . 

For centuries, Chinese herbalists have been treating human ailments using 

ancient remedies extracted from plants and minerals. Over generations, 

these practitioners have developed naturalistic cures for diseases ranging 

from migraines and cancer to tennis elbow. Western medicine initially 

scoffed at acupuncture and tree branch extracts treating disease. But now 

modem science is taking a second look and finding some genuine benefits 

to these methods.Unfortunately for us, the Chinese never used their 

healing powers on lawns. 

Recently, however, a cottage industry of alternative remedies has sprung up virtually 

overnight to treat many turf maladies. 

I'm not talking about snake oil products of the past century — I'm talking about actual 

alternative cures discovered and refined by some of today's leading turf experts. 

Once upon a time, silica was an obscure fertilizer component. Now, due to its curative 



medicine 
properties on agronomic pests, 

it's entered the mainstream. 

Today, a large proportion of 

U.S. rice and sugarcane crops 

are sprayed with silica for pro-

tection from pests. In the last 

few years, major agricultural 

conferences have focused on 

this mineral's healing power. 

Surprising silica 
Silica is a by-product of phos-

phate fertilizer mining. After 

phosphate is extracted, a 

water-soluble silica slurry re-

mains. Initially, engineers had a 

tough time getting rid of it — 

until agronomists learned that 

applying it to crops enabled 

them to fight certain pests, par-

ticularly fungal diseases. 

Strangely enough, silica is 

everywhere. Soil and sand are 

chock-full of silica. But plants 

can't get it because it's in a 

fixed form unavailable to them. 

"Our soils are high in silica, 

but it's not soluble silica," ex-

plains Dick Schmidt, turf pro-

fessor emeritus at Virginia 

Tech. "The plants have no way 

of taking it up." Soluble silica 

— applied to the foliage via 

spraying — is the only way of 

getting silica into the plant. 

Recent work at several 

Virginia Tech research associate X. Zhang examines a plant's response to applications of an alternative remedy 
Zhang and VT professor Dick Schmidt are searching for treatments that can boost the plant's natural ability to 
fend off diseases. 

northeastern universities has 

shown that silica can be used to 

treat a range of common turf 

diseases (see Table 1). Schmidt 

concentrated his work on dollar 

spot disease. Other scientists 

have found activity of silica 

against pythium blight, gray 

leaf spot, brown patch and 

powdery mildew. 

Schmidt advises not to ex-

pect miracles from these nat-

ural remedies. "It doesn't mean 

we can throw away our fungi-

cides. Silica will reduce disease 

but it seldom eliminates it." 

Instead of killing pests, silica 

makes plants more repellent to 

them. "These silica products 

'influence' — or as I like to say, 

'condition' — the plant to ward 

off disease and prevent senes-

cence. It doesn't kill the 

pathogen like a fungicide 

would," he says. 

Schmidt wanted to learn 

how silica and other natural 

concoctions allow the grass 

plant to repel adversaries. He 

discovered that silica bolsters 

the natural antioxidant levels in 

grass. "Foliar applications of sil-

ica enhanced super oxide dis-

mutase — an important antiox-

idant in plants," he reported. 

What's an antioxidant? Ba-

sically, it's a rust inhibitor. The 

cell machinery in plants can ac-

tually "rust" or oxidize. When 

it does, the plant becomes less 

vigorous. Boosting the antioxi-

dant level is like spraying your 

grass with Rustoleum®. 

Other studies have shown 

that silica can be used during 



These alternative 

medicines work 

best when used 

on a preventive, 

rather than 

curative, basis. 

turf establishment to hasten 

growth and slow seedling dis-

eases. Eric Nelson and his Cor-

nell University colleagues 

found that establishment rate 

(biomass) could be doubled by 

silica applications, and Pythium 
aphanidermatum reduced 

damping-off disease. 

Their report concluded: 

"Applications of soluble silica 

can hasten establishment, but 

pythium controls may (still) be 

necessary." In other words, sil-

ica worked. But it did not offer 

the picture-perfect control we've 

come to expect with commer-

cial fungicide products. 

Living with less control 
In an industry that's come to 

expect the perfect lawn, it's 

logical to ask: Can we tolerate 

less-than-ultimate pest control? 

A good rule-of-thumb is: 

Alternative medicines work 

Bioject system in operation - Applications of mineral, herbal and biologi-
cal treatments have been effective against this disease, Sclerotinia dollar 
spot. One word of caution though: These natural remedies may boost a 
plant's resistance to the pest but they rarely offer the 100% effective-
ness of a commercial pesticide. 

best when used as a preventive, 

rather than curative. Apply 

them before the disease occurs, 

rather than in the midst of an 

active outbreak. During active 

disease, you're better off treat-

ing with a proven fungicide. 

Alternative cures break the 

link in the so-called "Disease 

Triangle": Diseases occur when 

the right environment teams 

up with the right host and the 

right pest. "If we can make that 

host more fit," says Schmidt, 

"we can help it fend off pests." 

Bug versus bug 
In recent years, biological pest 

control has gone from the lab 

to the playing field, thanks in 

part to research work by Joe 

Vargas, professor at Michigan 

State University's Botany and 

Plant Pathology department. 

One day in the lab, Vargas 

came across a bacteria with in-

credible powers. 

"We get a lot of turf sam-

ples in our diagnostic lab, and 

sometimes when we can't iden-

tify something, we isolate the 

pathogen in a petri dish. In this 

one sample, we got bacteria 

that didn't let anything else 

grow on the petri plate. I 

thought some day it might 

make a pretty good biological 

control," he says. 

And sure enough, it 

worked. "When we put it on 

(turf) with repeated applica-

tions, we got control of dollar 

spot," says Vargas. Later, he got 

control of Microdochium patch, 

(fusarium patch or pink snow 

mold). 

But, it wasn't as simple as 

spraying it on one time and 

vaccinating the turf for life. 

Living organisms have a way 

of, well, dying. 

"That's the big drawback 

with all of these microbes," he 

says. "Everybody envisions hav-

ing the world's greatest mi-

crobe for pest control — you 

simply put it out there and it 

pushes all the others out of the 

way and you never have any 

more disease. Let me tell you, 

it doesn't work that way." 

Vargas soon learned that 

without repeated applications 

of his TX-1 super bacteria, 

there was too little of it around 

to control the pest. His next 

project was to determine how 

many repeated applications 

were enough to do the job. 

First, he teamed up with en-

gineers at Ecosoils Inc., a 

biotech startup company deal-

ing in biological controls. They 

found that by infusing the mi-

crobe into the irrigation sys-

tem, the grass could be bathed 

in a daily disease-controlling 

brew. Later, they refined their 

technique, applying the bacte-

ria only during the morning 'sy-

ringe' cycle — a short splash of 

irrigation that coats the plant 

but doesn't rinse the microbe 

into the soil. 

Unfortunately, efforts to in-

troduce their invention into the 

non-irrigated segment of the 

continued on page 46 



TABLE 1. ALTERNATIVE MEDICINES FOR YOUR TURF 
Though these products don't guarantee the 99% effectiveness we've come to expect from chemical pesticides, they do offer 

alternative control solutions when pests are not at their max. 

PRODUCT 
MINERAL REMEDIES 
Silica Soluble forms of silica such as potassium silicate, 
calcium silicate, or silicate (Si02) can be sprayed at a rate 
of ? lb. per 1000 ft2. Dick Schmidt used Kasil #1 at 20 to 
40 fl. oz. per 1000 ft2. (information on the product can 
be found at www.pqcorp.com/Lines/PS,htm. 

Sulfur Sulfur is an inexpensive yellow powder available 
through many horticulture supply houses. It can be 
sprayed or dusted on the foliage at a rate of 1 to 2 lbs. 
per 1000 ft2 for control of fungal pests. 

Manganese Microelements like manganese (not to be 
confused with magnesium) are usually applied as a spray 
solution in either the mineral or chelate form. 

Iron Iron chelate is a safer but more expensive alterna-
tive to iron sulfate. Both forms are generally applied as a 
spray because of the small quantities required. 

Nitrogen Fast-release nitrogen fertilizer can be used to 
grow a turf out of many pest problems. N can be sprayed 
as a liquid or applied as a dry granular and irrigated to 
activate. A rate of 1 lb. per 1000 ft2 solves many prob-
lems; a half rate is recommended for delicate turf areas. 

Phosphorus Most phosphate products take far too long 
to dissolve and activate to aid in pest control. Quickly sol-
uble sources like diammonium phosphate (DAP) can be 
dissolved and sprayed for faster action and medicinal 
effects. 

Corn gluten This livestock feed product exhibits pre-
emergence activity on crabgrass and other annual weeds. 
It also functions as a slow-release, natural fertilizer, con-
taining 10% N. 

HOW TO APPLY IT / WHAT IT CONTROLS 

Lawrence Datnoff found silica fights gray leaf spot, Marty Petrovic found 
activity against pythium blight, and Schmidt found it works against dollar spot. 
In other studies, silica applications reduced brown patch disease by 10 to 20%, 
and also had activity on powdery mildew. 

Roy Goss found that sulfur controls Microdochium patch. Pete Dernoeden 
found good control of take-all patch. Bruce Clark and Jim Murphy found a 23% 
to 42% reduction in take-all patch from using ammonium sulfate fertilizer. 
Sulfur is also used to treat powdery mildew. Goss concocted a sulfur regiment for 
poa annua control in creeping bentgrass turf, though Vargas admits, "it might 
do the job, but God help the patient." 

Charles Peacock and his associates discovered that foliar applications of 
manganese reduce brown patch disease and even bentgrass summer 
decline. 

Tara McLeod, agronomist for the New Zealand Turf Institute, discovered 
that monthly applications of iron sulfate at 1.7 lbs. per 1000 ft2 effectively elimi-
nated clover, slender speedwell, dandelion, and daisy from sports turf. Iron 
applications also control moss and cow grass and can mask the symptoms of fairy 
ring and yellow tuft. 

Dollar spot rust red thread, pink patch, anthracnose, necrotic ring spot 
summer patch, melting out and leaf spot can be reduced by nitrogen appli-
cations, according to Vargas. Nitrogen even benefits so-called "high-nitrogen 
diseases" like pythium and stripe smut, when applied after the disease has run its 
course, aiding recovery. Nitrogen can similarly help repair damage from insect 
outbreaks. Daniel Potter and his colleagues found it vital in promoting recovery 
from grubs. Legume weeds, like clover and black medic, can be reduced or elimi-
nated by periodic nitrogen treatments. 

Regular phosphate applications reduced crabgrass and dandelion popu-
lations to 5% from 26%, according to work by Wayne Huffine. Foliar sprays of 
soluble phosphate have also been shown to have a mild curative effect on 
brown patch disease. 

Nick Christians discovered the herbicidal side-effects accidentally and has 
gone on to patent it for turf. Rates of 100 lbs. per 1000 ft2 are needed for 95% 
crabgrass control. Work by Tom Turner has found mixed results of gluten, 
depending on the year, rate, and weather. 

continued on page 46 
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continued from page 45 

HERBAL REMEDIES 

Salicylic acid — Salicylic acid is the white dusting you 
find on the surface of many plants, most notably on 
the bark of aspen trees. Aspirin is a derivative of sali-
cylic acid. It is a natural protectant in plants that 
shields against oxidation and stimulates healing. 

Schmidt has used salicylic acid to improve fitness against disease and 
even to enhance frost and cold tolerance. "We buy salicylic acid by the 10-lb. 
bag and it's cheap/' he says. His recent studies have had more success with root 
applications — rather than foliar. 

Xanthomonas — Suspensions of Xanthomonas bac-
teria can be sprayed on the turf on weekly intervals or 
injected through the sprinkling system for control of 
poa annua (annual bluegrass). 

Japanese researchers, led by S. Imaizumi, found reductions in annual blue-
grass populations of up to 75% from certain strains of Xanthomonas. Kentucky 
bluegrass, bentgrass, and zoysia were unharmed. Recent work by Vargas con-
firmed these findings. He found additional Poa control by mixing PGR (plant 
growth regulator) with the bacterial suspension. Work at the University of 
Massachusetts found that Xanthomonas works better against the annual strain 
of Poa annua than the perennial strain. 

LIVE BIOLOGICAL REMEDIES 

Pseudomonas — Michigan State University's TX-1 
strain of Pseudomonas can be injected via a BioJect 
appliance into the irrigation system for disease sup-
pression. 

Pseudomonas bacteria has shown activity against dollar spot brown 
patch, and pythium diseases. It also shows minor activity against anthrac-
nose, leaf spot, take-all patch, bermudagrass decline, necrotic ring spot, summer 
patch, pink snow mold, and gray leaf spot, according to Vargas. However, under 
severe disease pressure, fungicides are still required. Graham Davis reported a 27 
to 33% reduction in dollar spot severity from TX-1, when tallied across an entire 
growing season. 

Nematodes — Seven different strains of beneficial 
nematodes are available for control of insect pests. 
Nematodes are microscopic pinworms, applied alive, 
that parasitize certain insect pests. However, when 
sprayed on, most will dry out and die. Granular appli-
cations are preferable. (A list of suppliers can be 
found online at 
http://edis.ifas.ufl.edu/pdffties/iN/lN09600.pdf) 

Nematodes are effective against grubs, mole crickets, caterpillars, and soil 
inhabiting larva. Beneficial nemas are particularly "host specific," meaning that 
a given strain of nematode is picky, preferring certain insect pests over others. 
Be sure to get the right strain for your intended critter. 

continued from page 44 
turf market have met with 

frustration. "If you don't spray 

at least every other day, it 

won't work. That's the big se-

cret nobody wants told," he 

says. Vargas envisions no effec-

tive way to apply the microbes 

through traditional landscape 

spreaders or sprayers. Only ap-

plications through a sophisti-

cated, computer-based irriga-

tion injection system have 

proven successful. 

"As far as I'm concerned, 

TX-1 is the end of the line," 

says Vargas. "What needs to be 

done now is to make better fer-

menters, injectors or even irri-

gation systems specifically for 

applying biological controls." 

It's only a matter of time 

until systems are perfected and 

landscape architects and irriga-

tion engineers embrace the rad-

ical idea of customizing their 

installations for the optimum 

daily coating of biologicals. 

"These microbe products 

are effective. It's now a matter 

of getting a system to apply 

them," he adds. 

— The author, research director 
for Jacklin Seed/Simplot Turf 

Horticulture in Post Falls, ID, 
recently authored the book, 

"Turfgrass Maintenance Reduc-
tion Handbook — Sports, Lawns 

and Golf," which is at the 
presses. Order a copy by visiting 
(www.sleepingbearpress.com 

or 734 475-8787). He can be 
reached at dbrede@jacklin.com 

http://edis.ifas.ufl.edu/pdffties/iN/lN09600.pdf
http://www.sleepingbearpress.com
mailto:dbrede@jacklin.com
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The U.S. Lawns Franchise 
Over the past decade, U.S. Lawns has been helping entrepreneurs realize success in the landscape industry. With a nationally recognized name and a 

proven operating system, our owners have instant advantages over their competitors. Maybe that's why U.S. Lawns is one of the fastest growing landscape 
management franchise companies in America. So give us a ring at 1-800-US-LAWNS when you're ready to start the best success story of them all. Yours. 

You own the business. W e help you run it. Here's how: 

° Superior Financial Management - Our experts will teach you how to streamline your business with a time-tested financial 

operating system. We'll cover everything from estimates to invoices. 

° Advanced Sales & Marketing - A s a U.S. Lawns franchise owner, you'll learn how to grow your business using sales techniques 

that made us the industry leader. You'll also have access to MarketShare, our team of telemarketing professionals who will work 

directly with you to generate business for your franchise. 

° Purchasing Power - Backed by the purchasing strength of Environmental Industries, Inc., our 45omillion-dollar parent company, 
you'll realize substantial savings on everything from trucks to mowers. 

° Continuous Support - A U.S. Lawns owner is never alone. Need advice ? Have a question ? You'll always have an experienced 

team of landscape professionals in your corner. 

1-800-US-LAWNS UTLAWNS www.us lawns .com 

Y. 

Please complete and mail to: 

U.S. Lawns 
4 7 7 7 Old Winter Garden Rd. 

Orlando, Florida 32811 

e information about 

Name 

a U.S. Lawns franchise. 

Title 

Company 

Address 

City State ZIP 

Phone Ext. Fax 

E-mail address . Best time to contact you . 

Buying a franchise is no guarantee of success. Results may vary from person to person. 

Circle No. 121 on Reader Inquiry Card 

http://www.uslawns.com


Mark Lease uses a compact, all-purpose crawler to clear a 
2:1 slope in building a beachfront. 

amazed at the job, it was 
a commonplace one for 
Diane Lease, owner of 
Lease Landscaping, 
Grand Rapids, MN. Her 
small crew was using a 

"crawler" to develop a beachfront for a 
homeowner whose house was perched 
above a lake up a 2:1 slope covered with 
trees, rocks and undergrowth. 

"People are amazed at what we do, and 
sometimes they just stand around and 
watch," Lease says. 

With growth that has doubled every 
year for the past eight years, plus the tech-
nology she uses, it's no wonder people 
enjoy watching her crews work. 

Part of that enjoyment comes from 
Lease's philosophy on how she has grown 
her business from an extremely small outfit 
to the largest in a city of 10,000. 

"We stress more equipment, and a 
small, family-like crew of extremely tal-
ented employees," explains Lease. 

Man-machine mix 
According to Lease, it's important for 
every landscape professional to determine 
the proper mix of machinery and hand 
labor. In other words, if a machine can re-
place a number of laborers on a job site, 
those workers can move to another job, 
which increases profits and productivity. 

"We have five full-time employees, but 
have two excavators, two dozers, one skid 
steer, three all-purpose crawlers and one all-
surface loader," she said. 'With that equip-
ment, plus our seasonal help, we do the work 
of landscapes with many more employees." 

Lease credits much of her company's 
success to equipment from ASV, Inc., a 
Caterpillar affiliate. She owns three Posi-

What labor crunch? 
M i n n e s o t a l a n d s c a p e p r o D iane Lease 
counts o n m a c h i n e s to cut t o u g h w o r k 
d o w n to size — not he r emp loyees 

Tracks, but it's the newest addition, the 
compact R 0 3 0 , that most excites her. 

This recently introduced model is small 
— less than 4 ft. wide and 6 ft. tall — so it 
occupies about the same space as a laborer. 
It uses a rubber tracked undercarriage that 
gives it the traction and power to be as pro-
ductive as larger machinery, or a crew of la-
borers. And the 3,000-lb. machine applies a 
mere 2.5 psi of pressure to the ground. 
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"We couldn't get along with-

out it/' said Lease. "The amount 

of labor we save by having it is in-

credible. We used to send three 

laborers to a site and now we just 

send one with the machine." 

To build the beachfront, 

Lease Landscaping used a Posi-

Track to haul dirt to the bottom 

of the hill, where the R 0 3 0 

was waiting for landscape duty. 

"Few other machines could 

even go down that hill/' Lease 

said. 

Landscapers use the R 0 3 0 

when they need to work in tight 

areas without harming turf. 

"Homeowners do not want 

you to damage their lawns 

when you're working on their 

property/' said Lease. "If you 

damage the turf, not only does 

it cost more to resod, they're 

left with having to nurse the 

new sod for months before it's 

as good as the old." 

In addition to owning lawn-

friendly equipment, Lease 

Landscaping offers customers 

more than a typical landscaper. 

"I think we're the only one 

in town that can do everything 

Diane Lease, owner of Lease Landscaping, relies on just a few trusted 
employees, but brings a lot of equipment firepower to every big job. 

from start to finish on a new 

home site," said Lease. "From 

clearing lots to digging base-

ments to putting in septic sys-

tems to manicured landscapes, 

we do it all." 

T E M P O R A R Y / S E A S O N A L 
L A B O R V I S A S 

We Specialize in Work Permits for the: 

• Green Industry 
• Construction Industry 
• Hotel/ Resort Golf Course 

Receive work visas for your peak season and have a loyal, productive labor force that you 
personally choose! Every day you delay shortens the duration of your visa! 

Call now for information packet and a quote. 

Join us in our sixth year of obtaining and maintaining a legal work force. You can trust that our 
experience and motivation is sincere and our customer service is unbeatable! 

"Coll^ree (888) 623 728S 
Austin (SI2)282 3237 
Ojfaz, (SI2)282 09S8 

enterprises 
Qf^our labor solution for the millennium and bepond.. 

*Other Industries are also eligible for this type of work permit... call us now to find out if your company is eligible. 
Circle No. 140 on Reader Inquiry Card 



treat my employees like they're 

my kids. We're a family and we 

trust each other," 

— Diane Lease 

Though Lease Landscaping 
today owns a nice lineup of 
equipment, it wasn't always that 
way. Eight years ago, Lease had 
just left her job as a nurse, and 
her husband was a sheriff s 
deputy for Itasca County. 

"We got started part-time in 
landscaping because my husband 
loved machinery," said Lease. 

But work at the sheriff s of-
fice was busy, and Diane soon 
took over the business. It quickly 
became a full-time passion. 

"It was a big learning experi-
ence," Lease said. 'We started 

small, with just a skid steer and 
a little dump truck, spreading 
dirt and planting flowers. Fortu-
nately, I hired great employees 
who brought their knowledge 
of the industry with them." 

The ability to work quickly 
and efficiently helped her insti-
tute a policy she believes all land-
scape professionals should follow. 

"We always start a job and 
then finish it; we don't jump 
from job to job to job, leaving 
the customer unsure of when 
we'll be back," she explained. 

In addition, Lease said, her 

business continues to excel be-
cause she has loyal employees. 

Built on trust 
"I treat my employees like 

they're my kids. We're a family 
and we trust each other," she 
said. 

"It's important to have the 
ability to go and be with your 
family when you need to; we 
don't have a time schedule. If 
employees have a baseball 
game to go to with their chil-
dren, they leave early, with no 
questions asked." 

Though Lease said she could 
continue to grow her business, it 
may have reached the perfect size. 

"I think we might be big 
enough," she said. "If we get 
much bigger, I'm worried we 
could lose some of our personal 
touch. I think we've reached 
the right size with the right 
equipment where we can con-
tinue to be great on every job." 
— The author is an account exec-

utive with Carmichael Lynch 
Spong, Minneapolis, MN, and 

can be reached at 612/375-8529. 

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

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

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

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

• Over 65 U.S. locations. 

(̂ ffl/tiJA) Van Waters & Rogers Inc. Call Your Local 
A R O Y A L V O P A K C O M P A N Y VW&R Office St... 

m ^ P 

wm^mmm 

1-800-888-4VWR 
We understand that failure is not an option for our customers 
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The tractor factor 
BY CURT HARLER / CONTRIBUTING EDITOR 

• Tractors are used best to handle heavy-
duty work 

• Make sure tires are suited to the types 
of landscape work you'll do 

When Cherokee Plantation head 
greenskeeper Chris Johnson goes 
shopping for a tractor, his first 
priority is matching the unit to 
the kinds of jobs it will do. 

"Will you use it for the 
PTO ; as a forklift, because you 
need a front bucket?" he asks. 
"Do you need 4-wheel drive? 
What kind of tires?" One con-
stant, however, is a diesel en-
gine. 

Cherokee Plantation, 
Yemassee, SC, is a new Donald 
Steele-designed golf course 
started in August 1998. Grow-
in occurred the following June, 
and play began in September 
1999. 

"I look at the jobs that re-
quire a tractor and then try to 
find as universal a trac-
tor as I can," Johnson 
says. Currently, they 
have one large 4 5-hp 
tractor and two 
smaller units in the 
30- to 3 3-hp range 
that are used daily to 
pull mowers and per-
form other typical 
jobs. He draws a dis-
tinction between jobs 
for tractors and those for carts, 
tractors being able to do heavy-
duty work like hauling dirt or 
moving sod. 

He is particular about tires. 
Since one tractor was pur-
chased when the course was 

^7360SS Cub Cadei 

North America by Amatex, 
Milwaukee, Wl, it is part of a 
full line of tractors in the 25- to 
190-hp range. Also available in 
the Prince series are the 35-hp 
435 and the 45-hp 445. All 
have 540/1000 rpm PTOs. 

under construction, it has off-
road tires. But those will be re-
placed with turf tires to mini-
mize the impact of sharp turns. 

Cherokee Plantation uses 
New Holland equipment. 
Johnson likes 4-wheel drive 
and New Holland's Super-
Steer feature which allows a 
zero-radius turn.. .just as 
long as the operator is 
careful not to tear the turf. 

AMATEX, INC. 
888/988-4453 
The Hurlimann 435 Prince 
with loader is powered by a 35-
hp 4-cylinder engine. It comes 
with 12 forward/12 reverse 
shuttle-shift transmission and 
standard 4WD. Marketed in 

What to look for when buying 

• Match tractor size/configuration to the 
jobs you need it to do 

• Consider four-wheel drive, zero-turn, 
PTO requirements 



The Eicher 364 from Belarus • 

BELARUS 
414/355-2000 
The Eicher 364 is a 39-hp utility tractor 
with dual-stage clutch to provide live PTO, 
power steering, a fuel-efficient engine, dif-
ferential lock and ROPS. Manufactured in 
India and marketed from Milwaukee, WI, 
by Belarus Machinery, it has an air-cooled 
diesel engine, 3-pt. hitch with draft/posi-
tion control and a lift capacity of 2,213 lbs. 
Unit has disk brakes. 

MTD PRODUCTS 
330/225-2600 
www.cubcadet.com 
The 7360SS Cub Cadet compact tractor 
from MTD, Cleveland, OH, is the top of 
the 7000 line. It features a 36-hp, 4-cylin-
der, liquid cooled diesel engine; fully-syn-
chronized shuttle shift with two speed 
ranges, differential lock and 4WD; hy-
draulically actuated PTO clutch; and hy-
drostatic power steering. Adjustable high-
back seat, back-lit dash panel, and 
3-position tilt steering wheel assure oper-
ator comfort. Optional back hoe, loader 
and rear mower are available. 

Continued on page 54 

JOHN DEERE 
800/537-8233 
www.deere.com 
The John Deere 790 compact utility trac-
tor is designed for people on tight budgets. 
It can handle a variety of projects like 
mowing, 
loader/backhoe, 
post hole digging or 
snow removal. It 
has 30 gross engine 
hp and 
25-hp 
PTO. It 
comes 
in either 
a 2WD or 4WD ver-
sion, with power steering and dual-
stage dry clutch standard on the 4WD. 
Both have a selectable system for rear and 
mid PTOs, which can be used alone or si-
multaneously. Sliding gear transmission has 
eight forward and two reverse speeds. 

include three transmission choices. The 
4610 is the newest of the series. Pick a fully 
synchronized main and shuttle transmis-
sion for economy and reliability; glide shift 

transmission gives clutchless shift on-
the-go operation; and the Feather-
Step hydrostatic transmission reduces 

amount of foot pressure 
needed to depress pedals 
and cuts shock when mak-

ing sudden stops or di-
rection changes. 

All units are 
powered by 
the Kubota E-

TVSC diesel. 

KUBOTA TRACTOR 
888/458-2682 
www.kubota.com 
The Grand-L Ten line from Kubota Trac-
tor, Torrance, CA, has been upgraded to 
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I K * J ! phone a friend at Perma-Green 800.346.2001 
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Plant Survival 
Essentials 

(V 
Bio-Plex Liquid 

Transplant Concentrate 

(2) 
5 - Mycorrhizae Soil 

8 Root Inoculants 

Natural-based Fertilizer 
Planting Tablets 

(4) 
Liquid Natural Based Fertilizers 

(5) 
Advanced Polymer Planting Gel 

Portable, Slow-Drip, 
Irrigation Devices 

(V 
Tree Rings 

(2) Treegators 

Systemic & Contact 
Animal Repellents 

(V 
Deer', Rabbit & Mice Controls 

Mole; Vole, Squirrel 8 Gopher 
Control 

(3) 
Bulb Saver System 

Order & Information 1-800-441-3573 

reports 

Snapper Turf Cruisers • 

NEW HOLLAND 
717/355-1121 
www.newhoHand.com 
Three new models — the 18.5-hp TCI 8, 
21-hp TC21 and the deluxe 21-hp TC21D 
— mean there now are nine models in the 
Boomer line from New Holland, New Hol-
land, PA. Units range from 18.5 to 33 hp. 
The TCI 8 has a two-range gearbox, while 
the TC21 has three range — better for oper-
ators who tend to run long hours in a single 

gear. For infinitely variable speed without 
clutch or shift lever, a hydrostatic transmis-
sion is available. Units have a 540-rpm rear 
PTO and a live 2000-rpm mid-PTO on 
models with hydrostatic transmission. 

SNAPPER 
888/SNAPPER 
ymw^snapperxom 
The Turf Cruiser from Snapper, McDo-
nough, GA, gives landscapers the choice 
between gas or diesel engines — a 23-hp 
OHV liquid-cooled 3-cylinder Kubota or a 
21-hp liquid cooled diesel Kubota. Both 
have electric ignition. Single-lever joystick 
controls two Eaton hydrostatic transmis-
sions with integrated gear reduction. 
Chevron-style drive tires provide maxi-
mum traction and stability. Attachments 
are simple with Qwik-O-Nect system. 

TORO CO. 
800/525-0059 
www.toro.com 
The Z Master Z350 series from Toro, 
Bloomington, MN, is based on a tractor 
powered by either a 20-hp or 2 5-hp Kohler 
Command Pro air-cooled engine with elec-
tronic key ignition. From there, its Quick-
Mount hitch system converts it into a 
mower with decks from 44 inches to 98 
inches; a dozer with 54-in. blade; a two-
stage 36-in. snowthrower; a debris blower; 
or a 47-in. rotary broom. A simple connec-
tion allows implements to slide onto the 
hitch and easily lock in place. 

YAZOO/KEES 
800/723-9496 
www.yazookees.com 
The Power King 1600 Series from 
Yazoo/Kees, Jackson, MS, are shaft-driven, 
heavy-duty garden tractors. Both are pow-
ered by a 22-hp Kohler Command V-twin 
engine with hydrostatic transmission. The 
UT622HV includes foot-control tranny, 
front hydraulic ports and a front PTO to 
drive snow blower, broom or mower deck. 
Both have 1-year commercial warranty. 

LONG AGRIBUSINESS 
252/823-4151 
www.longagri.com 
The LandTrac 280 and 360 from Long 
Agribusiness, Tarboro, NC, are both pow-
ered by Mitsubishi Indirect Injection diesel 
engines and have electro-hydraulic PTO 
clutch operated by a switch on the dash. 
The 280 is a 28-hp, 91.5-cubic inch unit 
with 27-hp PTO; the 360 has 36 hp, 107.3 
cubes, and develops 33 PTO hp. Both 
transmissions have 12 forward and six re-
verses, and a fully synchronized four-speed 
main gear shift 
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BY BALAKR ISHNA RAO 

Mysterious oak blight 
What is the blight disease on oak trees 
in northern California caused by and 
how do you manage it? 

— CA/OH 

I've heard about a serious problem con-

cerning oaks in California, but no one 

knows much about it yet. It's referred to as 

"sudden oak death syndrome," and it has 

killed thousands of central California 

coastal oak trees over the past five years. A 

University of California scientist reported 

that the causal agent is a fungus called Phy-

tophthora sp., closely related to the one 

that caused the Irish Potato Famine. 

Reportedly, this fungus attacks the bark 

of tan oak, black oak and coast live oak. 

Researchers at UC-Davis feel the fungus is 

a threat to healthy oak trees from Santa 

Barbara to southern Oregon. Over the last 

five years, it has killed trees from Big Sur to 

Napa, Sonoma and Solana Counties. Santa 

Cruz and Marin have also been hit hard. 

This fungus is a water mold that pro-

duces microscopic, two-tailed swimming 

spores called zoospores. These spores can 

migrate in water but its mode of spread is 

not understood yet. It's reportedly related 

to the modern death of Portox ford cedar 

trees in northern California and southern 

Oregon, eucalyptus forests in Australia and 

oak forests in Mexico, Spain and Portugal. 

Researchers from the University of Cali-

fornia at Berkeley say the first sign of this 

fungal attack is seeping or bleeding cankers. 

The disease dissolves the bark and enters 

the wood. Later, bark beetles bore into the 

tree, sometimes killing it within a month. 

Researchers and extension specialists are 

asking the public to help reduce the spread 

of the disease by not using infected trees 

from the problem area for firewood. In-

stead, they should contact the cooperative 

extension office so the infected plants can 

be properly disposed. People are also being 

asked to clean vehicle tires and shoes that 

have come in contact with the area. 

Drought or beetle damage? 
We experienced severe drought condi-
tions in 1999 and saw many dead or 
dying plants as a result of the drought 
or, in some cases, bark beetles. How can 
you figure out whether damage has 
been caused by bark beetles or drought? 

— NY 

Most problems caused by boring insects 

occur during the year of a drought and the 

following year. During these periods, mon-

itor the drought sensitive or already af-

fected plants. Look for sawdust or sap. 

All bark beetles are in the Scolytidae 

family. True bark or engraver beetles feed 

between bark and hardwood (cambium re-

gion), and ambrosia or timber beetles bore 

into the heartwood. The latter feed on 

fungi which grow in the galleries created 

by ambrosia beetles. 

Adult true bark beetles tend to attack 

stressed trees. Smaller elm bark beetles and 

native elm bark beetles can transmit Dutch 

elm disease. Other beetles can attack weak-

ened trees and may degrade timber value. 

Adult bark beetles are about 2- to 8-mm 

long, reddish-brown to black, and shiny. The 

head of most species is bent downward. 

They make tiny holes in the bark to enter 

and make galleries. Sawdust or sap flow on 

the trunk or branch is a good indication of 

beetle infestation. Drought-affected plants 

have early fall coloration, discolored leaves, 

and wilting, and turn green to yellow to 

brown and defoliate prematurely. Depend-

ing upon the extent of drought, plants pro-

duce dieback and, in some cases, die. 

Female beetles make galleries in the 

cambium layer and lay eggs. Larvae hatch 

and chew outward at right angles to the 

parent gallery. 

Reports show that during drought stress 

years, plants such as pine, spruce, elm, 

basswood, ash, redbud, serviceberry, dog-

wood, cherry, purple sandcherry, crabap-

ple, hickory, willow, arborvitae, and 

chamaecyparis are susceptible to bark bee-

tle attack. Affected plants show wilting and 

severe foliar discoloration. There are small 

holes (1 to 8 mm) in branches or the 

stem's bark. Galleries appear under the 

bark with small "C"-shaped legless larvae 

with tan heads. Stressed trees show these 

symptoms sooner than healthier plants. 

The best way to manage a bark beetle 

attack is to keep plants healthy with proper 

cultural practices. This includes mulching, 

watering, fertilizing and pest management. 

Periodically, scout for bark beetles in 

drought-stressed trees. Infested trees 

should be promptly removed, and remain-

ing healthy trees should be protected 

through insecticide treatment options. An 

insecticide application 

should help man-

age the problem. 

Depending 

upon the kind of 

bark beetle, the 

number and tim-

ing of treatments 

may vary. 

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. 
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TECH CENTER 

Rockin' water features 
Castart's Ventana Granite rock and water fea-
tures consist of several building block compo-
nents that can be mixed and matched to create 
variations of designs and sizes for rock water-

falls or other retaining wall projects. Most fea-
tures can be installed in less than a day. 

For more information contact Castart at 
800/871 -8838 or www.castartinc.coti or cir-
cle no. 254. 

Swift snow removal 
Hiniker Company's new C-Plow combines con-
ventional plowing and backdrag plowing sys-
tems. It's operated as a conventional plow in 
the forward plowing mode, with the normal 
hydraulic angling and spring-trip moldboard 
functions. For backdragging, the upper 3/4 of 
the moldboard is hydraulically folded over, cre-
ating a rear facing backdrag blade. A second 
cutting edge fastened to the top of the mold-
board becomes the contact point with the 
ground surface. The C-Plow is 8 ft. wide and 
fits most domestic 3/4- and 1 -ton 4WD trucks. 

For more information contact Hiniker at 
507/871 -8838 or www.hiniker.com or circle 
no. 255. 

spin-on oil filters and full pressure lubrication. A 
fuel capacity of 8 gallons means that users can 
rely on up to 13.5 hours run time at half load. 
The sound level at full load is 72 dba at 50 feet. 
The Kawasaki-powered OHV engine delivers 
5,000 watts and has automatic idle control. 

For more information contact John Deere at 
800/537-8233 or www.deere.com or circle 
no. 253. 

More cutting power 
Echo's CS-3400 chain saw is a top-handle unit with a 33.4 cc, double-ring piston engine and 
plenty of horsepower and torque. Equipped with a standard 14-in. bar, it's also easy to handle at 
only 7.6 lbs. 

For more information contact Echo at 847/540-8400 or or circle no. 250. 

Overseed with ease 
Turfco's new lawn overseeder covers 

a 20-in. swath and allows an experi-
enced operator to overseed up to 

30,000sq.ft. an hour. Its 1.5-
in. blade spacing works with 

all types of grass seed, and 
its micro-screw depth ad-
justment permits accurate 

Productive collection 
A new commercial vacuum from BlueBird Inter-
national makes mid-mount zero-turn radius 
(ZTR) mowers more productive as operators 
can use a dump from seat mechanism. The 
V190Z's 90-gal. capacity container has a sight 
window to allow the operator to view the level 
of debris. A 7-in. inlet with deflector reduces 
clogging. Its custom hitch, custom boot and 
front weights are compatible with most ZTR 
mowers. 

For more information contact BlueBird at 
303/288-5880 or www.biuebirdintl.com or 
circle no. 251. 

setting of cutter blades from 1.5 in. above 
ground to 1.5 in. deep. Powered by a 5.5-hp 
Honda engine, the overseeder also has 10-in. 
pneumatic tires for easy operation over rough 
terrain. Its low center of gravity makes it opera-
ble on sidehill surfaces, too. 

For more information contact Turfco at 
800/679-8201 or www.turfco.com or circle 
no. 252. 

Generating power 
John Deere's G5500KE generator features an 
11 -hp electric start engine with recoil backup, 

http://www.castartinc.coti
http://www.hiniker.com
http://www.deere.com
http://www.biuebirdintl.com
http://www.turfco.com
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Signature: 

M A N A G E M E N T 

November 2000 A 
This card is void after January 15, 2001 

1 would like to receive (continue receiving) 
LANDSCAPE MANAGEMENT free each month: 
O Yes O no 
1. My primary business at this location is: (fill in ONE only) 
CONTRACTORS/SERVICE COMPANIES 
02 O 255 Landscape Contractors (Installation & Maintenance) 
03 O 260 Lawn Care Service Companies & Custom Chemical Applicators (ground & air) 
04 O285 Irrigation Contractors & Consultants 

O Other Contractors/Service Companies (please specify) • 
LANDSCAPING/GROUNDS CARE FACILITIES 
05 O 290 Sports Complexes 
06 0295 Parks 
07 O 305 Schools, Colleges & Universities 

O Other Grounds Care Facilities (specify) 
SUPPLIERS AND CONSULTANTS 
08 O 355 Extension Agents/Consultants for Horticulture 
09 O 360 Sod Growers, Turf Seed Growers & Nurseries 
10 O 365 Dealers, Distributors, Formulators & Brokers 
11 O 370 Manufacturers 

O Other (please specify) 

_ S T A T E _ . Z I P . 
O Yes O No 

_FAX ( 

_Date:_ 

2. Which of the following best describes your title? (fill in ONE only) 
12 O10 Executive/Administrator - President, Owner, Partner, Director, General Manager, Chairman of the 

Board, Purchasing Agent, Director of Physical Plant 
13 020 Manager/Superintendent - Arborist, Architect, Landscape/Grounds Manager, Superintendent, 

Foreman, Supervisor 
14 030 Government Official - Government Commissioner, Agent, Other Government Official 
15 040 Specialist - Forester, Consultant, Agronomist, Pilot, Instructor, Researcher, Horticulturist, 

Certified Specialist 
16 050 Other Titled and Non-Titled Personnel (please specify) 

Save TIME and fax it: 
4 1 3 - 6 3 7 - 4 3 4 3 

3. SERVICES PERFORMED (fill in ALL that apply) 
17 O A Mowing 
18 O B Turf Insect Control 
19 O C Tree Care 
20 O D Turf Aeration 
21 O E Irrigation Services 

22 O F Turf Fertilization 27 O K Paving, Deck & Patio Installation 
23 O G Turf Disease Control 28 O L Pond/Lake Care 
24 O H Ornamental Care 29 OM Landscape Installation 
25 O I Landscape Design 30 O N Snow Removal 
26 O J Turf Weed Control 31 O 0 Other (please specify) 

4a. Do you specify, purchase or influence the selection of landscape products? 
58 O Ves 59 O No 

4b. If yes, indicate which products you buy or specify: (fill in ALL that apply) 
32 O 1 Aerators 
33 O 2 Blowers 
34 O 3 Chain Saws 
35 O 4 Chipper-Shredders 
36 O 5 De-icers 
37 O 6 Fertilizers 
38 O 7 Fungicides 
5. Do you have Internet access? 52 O A Yes 
5A. If so, how often do you use it? 

39 O 8 Herbicides 
40 O 9 nsecticides 
41 O 10 Line Trimmers 
42 O 11 Mowers 
43 O 12 Snow Removal Equipment 
44 O 13 Sprayers 
45 O 14 Spreaders 

53 O B No 

46 015 Sweepers 
47 016 Tractors 
48 017 Truck Trailers/Attachments 
49 018 1 rucks 
50 019 Turfseed 
51 020 Utility Vehicles 

AN ADVANSTAR # PUBLICATION 
©2000 Advanstar Communications Inc. All rights reserved. 

54 O A Daily 55 O B Weekly 56 O C Monthly 57 O D Occasionally 

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



products m 

S u s p e n s i o n o p t i o n s j , tssjji | ^ ^ 
Ferris Industries'new line of mid- . -p 
mount Z's, the 1000 Z (48-or 1 ^ " r J f L 
52-in.), the IS 3000 Z (61 -in.) and 'U | ^ . g L i 
the IS 4000 Z (61 - or 72-in.), come j g ^ ' J W * - — _ 
with two suspension options: four-wheel - 0 \ 
independent suspension on the IS 4000 Z, • fl | I I S H H 
and two-wheel independent suspension on the IS 3000 Z. 
The front wheels on the IS 4000 Z move independently due to two suspension arms at-
tached to each wheel, which results in increased comfort, speed, stability and mower life. 

For more information contact Ferris at 800/933-6175 or www.ferrisindustriesxom 
or circle no. 257. 

Dandy dozer 
New Holland's new 140-hp DC 150 and 180-hp 
DC180 dozers are smooth running and easy to 
operate. The engine is matched to a torque 
converter and powershift transmission featur-
ing automatic kick-down and automatic shift-
ing to speed the loading and return cycles. The 
automatic transmission also speeds production 

cycles by automatically shifting from forward to 
2nd reverse when reverse is selected. Fingertip 
steering and transmission controls require little 
operator effort. Wide-opening service panels, 
diagnostic test-port panel and other features 
reduce maintenance time. 

For more information contact New Holland 
at www.newholland.com or circle no. 256. 

Chip and rip 
Vermeer's TG525 tub grinder is powered by a 
525-hp CAT 3406E electronic fuel-injected en-
gine and equipped with a triple-disc, non-pilot 
bearing 18-in. clutch. Standard features include 
a 27-ft. loader offering a choice of grapples 
with openings up to 84-in., a 370-degree rotat-
ing cab and 3,000 lbs. of working payload. An 
optional knife screen can grind materials like 
palm fronds, stumps and wet leaves. Carbide-
tipped HammerTooth teeth rip apart heavy 
logs, snag lightweight material and reduce 
bridging. 

For more information contact Vermeer at 
888/837-6337 or circle no. 258. 

Vroomvroom 
Tecumseh Products' twin-cylinder engine, En-
duro VT, is 42 cu. in. and available in 18, 20 
and 22 hp. It features a 90-degree V-twin de-
sign with a fully pressurized lubrication sys-
tem including a spin-on oil filter. Adjustment 
free dual carburetors assure smooth running. 
An optimized air intake system and high effi-
ciency fan produce low operating tempera-
tures for reduced engine wear. Harmful con-
taminants are kept out by a foam pre-filter 
and a paper element with 500 sq. in. of us-
able filter surface area. 

For more information contact Tecumseh 
at 414/377-2700 or circle no. 259. 

Residential controller 
With preset options for quick and simple pro-
gramming of common watering schedules, Rain 
Bird's new Ec controller includes a schedule specifi-
cally for the establishment of new residential 
lawns. Available in 
4-, 6- and 9-station 
models, the con-
troller installs 
quickly and pro-
vides programma-
bility under battery 
power, allowing 
setup months prior 
to AC hookup on 
job site. Other features include a test program, 
global water budget for seasonal adjustments, re-
peating day cycles, full-year calendar, battery-pow-
ered 24-hour backup and default program in case 
a power outage outlasts memory protection. 

For more information call 626/963-9311 or 
circle no. 260. 

Fine trimmin' 
With a pivoting head, Ariens' 6-hp string trim-
mer can get at places that a walk-behind 
mower can't. A trimmer with a 5-hp Tecumseh 
Centura engine is also available. Both trimmers 
come standard with .155 diameter trimmer 
line. 

For more information contact Ariens at 
800/678-5443 or - - - cm or circle 
no. 261. 

http://www.ferrisindustriesxom
http://www.newholland.com


o Yes! Begin my subscription to TURFGRASS TRENDS 
U.S. & C A N A D A O 6 Months $96 0 1 Year $180 AN a d v a n s t a r 

A L L OTHER COUNTRIES O $210 (1 Year) 

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

• • • 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 
youVe been missing! Each issue is written by field 
experts, and includes leading-edge research and timely 
information for practical, proven answers to the your 
turfgrass challenges. 

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

every issue! 

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

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

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

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

Signature Date. 

Account # Exp. Date. 

Billing Address 

City State Zip/Postal Code 

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

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

Name (please print) 

Title 

Business, 

Address _ 

City State Zip/Postal Code 

Country 

Internet/E-Mail Address 



Why Have Successful Turf Professionals Leveraged 
Their Experience And Chosen'"W&ecl 7VEim:? Over 130 
lfi&«ct7tftan: Dealers Operating Fleets Between 1 And 
30 Trucks Have Made'WUiMjftK North America's 

Largest Franchised Lawn Care Company. 

• Turnkey Operation With Support Systems In 
Marketing, Technical, Administration & Financial 
Planning Facilitates Easy Start Up 

• Highly Respected, Recognized Leader In The 
Industry For 30 Years 

• Large, Exclusive, Protected Territories Allow You 
To Develop Your Franchise To Its Full Potential 

• Repeat Sales Provide Solid Base To Grow Every Year 
• Custom Designed Applications And High "Quality" 
Products Lower Maintenance And Improve Results 

• State Of The Art Custom Weed Man Software 
Increases Efficiency In Your Business 

• Excellent Return On Investment, High Profit Margins 

Contact Us For Opportunities In Your Area. 

(416) 269-5754 infeeiTH&n 
WWW.WEED-MAN.COM 

Circle No. 125 

AA-TACH, PV- I I 

AA-TACH 
S P E C I A L I Z E D E Q U I P M E N T 

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

• No need to purchase a dedicated truck 
• The PV-II loads and unloads from YOUR truck in just minutes, 

allowing YOUR truck to perform other tasks, like pushing snow, 
etc. 

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

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

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

1-888-922-8224 

AD INDEX 
120 ASV, Inc 39 
126 AATach 61 
102 Aquascape Designs CV3 
117 BASF 32-33 
124 Bio Plex Organics 54 
107 Bobcat/Ingersoll-Rand 10 
105 Case Corp 5 

Chevrolet Truck 8a-h 
108 FMC 12-13 
140 Foley Enterprises 50 
106 Growzone 6 
104 Husqvarna 2 
127 Icom Industries 61 
114 John Deere Credit 23 

Kawasaki Motors Corp, USA 34a-f 
101 LESCO CV2-1 
109 Meyer Snow Plow 16 
119 Otterbine Barebo 37 
123 PBI Gordon 19 
123 Perma Green Supreme 53 
110 Rain Bird Sales 17 

Rexius 15 
116 Rohmid 29 
118 Sensor Instruments 34 
111 Stahl Commercial Truck Co 18 
103 Textron CV4 
112 U S Chemical Storage 18 
121 U S Lawns 47-48 
115 United Horticultural Supply 25-26 
122 Van Waters and Rogers 51 
125 Weed Man 61 
This index is provided as an additional service. The publisher does not assume any liability for errors 
or omissions. 

Circle No. 127 

AUCTIONS 
Machinery and Property 

-Plus-
Machinery for Sale 
Businesses for Sale 

Commercial Real Estate 
RFPs and RFQs 

Employment 
Funding and Capital 

E-mail Notification Services 

www.i-comindustry.com 

Circle No. 126 

It1?! here,,. 
Industrial M m M m r y 

A U C T I O N S 
on tli# Internet! 

Industry will n t w r 
he the same. 

http://WWW.WEED-MAN.COM
http://www.i-comindustry.com


Business For Sale (Cont'd) I Educational Opportunities 

For all ads under $250, payment must be 
received by the classified closing date. VISA, 
MASTERCARD, & AMERICAN EXPRESS 
accepted. Send to: Advanstar Marketing 
Services, 7500 Old Oak Blvd., Cleveland, 
OH 44130 

Box Number Replies: 
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. 670), 
Fax: 440-826-2865 
Email: lzola@advanstar.com 

Business For Sale 

F U L L - S E R V I C E L A W N C A R E 
$900K CASH FLOW • $7,000,000 SALES 

Reputation for excellence, 
out-classes all competition in area. 

Upscale customers provide 90% repeat business. 
Landscaping, Nursery & Tree Farm add to 

growing profits. Excellent management in place. 
South Central U.S. 

Larry Hughes, the Hughes Group/CFA 
405-478-3800 

email: hughes@thehughes-group.com 

BRICKPAVING COMPANY FOR SALE- Metro 
Detroit Area. $1,000,000.00 plus in sales. 
Commercial accounts and direct referrals. Excellent 
name recognition and quality reputation. In busi-
ness for over 10 years. Fully Equipped. Asking 
$400,000.00. Serious inquir ies to: PO Box 
81243, Rochester, Ml 48308 12/00 

For Sale- An established, well run Landscape 
and Garden Center in Western Kansas. Sales in 
the past several years have increased by 60%, 
very profitable business. Most equipment new, 
bookings for the next six months. For more infor-
mation write Dean Ellner, Inc. Realtors, Attn: 
Lyn Klein, P.O. Box 536, Hays, KS 67601. 11/00 

Landscape design and installation business in 
robust SAN DIEGO area. Over $300k gross with 
consistent bookings. Trucks, tractors, roto-tillers, 
trenchers, etc. Owner retiring, will assist for one 
year. For information: 619-445-9169. 11/00 

NORTH FLORIDA! A premier lawn care firm located 
in an affluent resort community. Well-trained staff, 
equipment and commercial residential contracts 
included. Retiring owner will assist in the transfer. 
Financing available with as little as 10% down for 
an experienced lawn care buyer. One million plus 
gross sales. Call Bob at McGinty & Associates, 
Lie. R.E. Broker 904-733-7757. 12/00 

National Lawn Care Franchise in North Carolina. 
Established customer base, one of the lowest 
cancel rates in the business. 7 treatments, 35-40% 
Aeration Seed bookings. Nearly year round billings. 
Reply to LM Box 528. 11/00 

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@norrisrealestate.com 

12/00 

Business Opportunities 

The Best in Synthetic Golf Facilities 

We will TRAIN YOU to be SUCCESSFUL 
in the Backyard Putting Green Business 

Call the Putting Green Pros 
Toll Free 8 7 7 - 8 8 1 - 8 4 7 7 

w w w . t h e p u t t i n g g r e e n c o m p a n y . c o m 

> WANT TO BUY OR 
SELL A BUSINESS? 

& Professional Business 
Merger & Acquisition Specialists t. t \ 

Consultants can obtain purchase 
offers from numerous qualified potential buyers without 

disclosing your identity. There is no cost for this as 
Consultant's fee is paid by the buyer. This is a FREE 

APPRAISAL of your business. 
If you are looking to grow or diversify through acquisition, 

I have companies available in Lawn Care, Grounds 
Maintenance, Pest Control, Landscape Installation and 

Interior Plant Care all over the U.S. and Canada. 
P.B.C. 19 W. 555 Central Ave, Downers Grove, IL 60516 

1708-744-6715 • Fax 630-910-81001 

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.I., Atlanta, 
Georgia. Free career literature. 800-362-7070 
Dept. GTM694. 11/00 

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 

For Sale 

- T — E — C — H - N - O - l - O - G — I — E — S 

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

N e w 81 Used E q u i p m e n t ! W y ^ ^ f f i h 

One-Stop Shopping 
3380 Rte. 22 W., Unit 3A, Branchburg, NJ 08876 

800-245-0551 •908-707-0800*Fax: 908-707-1445 

www.ErosionControITech.com 

FACTORY LIQUIDATION 

/ 
I 

UPTOg )0/0OFF 

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

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

a workshop 
Some Other 

Sizes Available Prime Steel 

4 0 X 6 5 (3 LEFT) 

4 0 X 8 5 (1 LEFT) 

5 0 x 1 1 0 (2 LEFT) 
6 0 X 1 5 0 (1LEFT) 

1 - 8 0 0 - 2 9 1 - 6 7 7 7 EXT 4 0 2 

PUT CLASSIFIEDS TO WORK FOR YOU! 

mailto:lzola@advanstar.com
mailto:hughes@thehughes-group.com
mailto:janeschwiering@norrisrealestate.com
http://www.theputtinggreencompany.com
mailto:kfranke@clear.lakes.com
http://www.ErosionControITech.com


For Sale (Cont'd) 

LANDSCAPE DESIGN KIT 3 
48 rubber stamp symbols of trees, 
shrubs, plants & more. 1/8" scale. 

Stamp sizes from 1/4" to 1 3/4". 
$84 + $6 s/h VISA. MasterCard, or 

MO's shipped next day. Checks delay 
shipment 3 weeks. CA add 7.75%Tax. 

^Free Brochure AMERICAN STAMP CO. 
Local calls 12290 Rising Rd. LMM, Wilton, CA 95693 

916-687-7102 Voice or Fax TOLL FREE ( 8 7 7 ) 6 8 7 - 7 1 0 2 

SEEDLAND.COM 
LAWN & TURFGRASS SEEDS 

Grasses for warm, cool & transition zones. 
Buy Seed Direct - Commercial Sales Online. 

(888) 820-2080 
www.Seedland.com 

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

HERITAGE BUILDING S Y S T E M S 
800-643-5555 

w w w . m e t a t b l d g . c o m 

James Lincoln Corporation 
HYDRO-MULCHERS 
HYDRO-SEEDERS 
STRAW BLOWERS 

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

www.jameslincoln.com 

landscapersupply.com 
WHERE THE PROS SHOP 

1-800-895-4589 

ATTENTION LANDSCAPERS 
WHY B URN DA YL1GHT SHOPPING ? 

We'll deliver blades, filters, etc. for LESS! 
Save time and money... 

HUGE searchable database: 
http://www.M-and-D.com 

24-hour Secure Online Ordering 

Show Your 
TRUE 

COLOR INCREASES READERSHIP BY 40%! 
Advertise in Landscape Management! 

Contact Leslie Zola: 1-800-225-4569 ext. 2670 
or 440-891-2670 • Fax: 440-826-2865 

E-mail: lzola@advanstar.com 

CO 

I TURBO TURF I 
HYDRO SEEDING SYSTEMS 

TURBO TECHNOLOGIES, INC 
noo rrnsr Avi., BEAVCR FALLS, pa 15010 

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

(D 
W \ Customer Service or 

Subscription Information, 
WJ J Call 888-527-7008 

TULIP BLENDS 
that bloom simultaneously 

Sales Aids Available: 
Marketing Flyers, Posters 

Wholesale Catalog 

1 888 TIP TOES 

Help Wanted 

GROWTH, STABILITY, DIVERSITY... 

OMNI FACILITY SERVICES LANDSCAPING GROUP 

DESIGN/BUILD 
FIELD SERVICE MANAGER: Minimum 3 to 5 yrs of management experience required. Responsibilities 
include, but are not limited to, scheduling crews and equipment, ordering plant material, and interfacing 
with landscape architects and clients. In addition, a commitment to safety and quality in all facets of the 
job in a drug free environment. 

MAINTENANCE 
FIELD SERVICE MANAGER: Minimum 3 to 5 yrs of management experience required. Responsibilities 
include, but are not limited to, scheduling crews and equipment, working closely with budgets, and 
interfacing with existing clientele. Must be field-oriented, working closely with crews, and recognizing the 
need for quality, training and safety in a drug free environment. 

REQUIREMENTS & BENEFITS 
• A valid driver's license is required, CDL license a plus (tree care and construction a necessity). 
• Salary commensurate with experience (management positions). 
• Full benefits package, including 401 (k) offered to full-time positions. 

Please forward your resume to: Omni Facility Services, Fax 610-630-1288 or Ph 610-539-6090, 
ext. 166, HR Director. Office locations in NJ, PA, DE, MN, VA, & GA. 

All Pro Landscaping, Inc. is hiring Managers, Superintendents and Supervisors looking for an excellent career opportunity. 
All Pro seeks energetic, team oriented candidates with proven leadership, communication and interpersonal skills who wish to take 
on an exciting entrepreneurial job with one of South Jersey's highest quality, fastest growing full service landscape companies. 

• Landscape Construction Manager / 
Grounds Maintenance Division Manager 

• Landscape Construction Estimator/Salesperson 
• Grounds Maintenance Specialty Superintendent 

> Purchasing Agent 
»Landscape Construction Project Managers 
> Lawn and Pesticide Superintendent 
> Irrigation Superintendent 

Experienced leaders with strong management and communications skills and a desire to do quality work should apply. 
Complete compensation package includes excellent base salary, bonus opportunity, company vehicle, 
medical, dental, vision, and 401k retirement plan, sick and personal time. 

Please call Avi at 609-261-1655 for more information on position requirements, 
e-mail ayalon@allpro-land.com, or fax resumes and salary requirements to 609-261-1624. EOE ALL (PRO 

http://www.Seedland.com
http://www.jameslincoln.com
http://www.M-and-D.com
mailto:lzola@advanstar.com
http://www.turboturi.com
mailto:ayalon@allpro-land.com


An Equal Opportunity Employer 

Randall & Blake, Inc. 

The RBI Companies are growing... 
Our team is seeking an experienced 

Vice President of Landscape Construction 
to oversee landscape construction teams in 

TX, UT, CA, CO and future aquisitions. 
We offer a wide range of benefits including medical, dental, 
401k with 80% matching, 125 cafeteria plan and education. 

Confidential email to resumes@rbicompanies.com 

jjfirmmf 
Nationally 11th ranked full service landscape, irrigation, 

maintenance, tree care, construction & pool construction 
company in South & Central New Jersey is seeking career 

minded, skilled and highly motivated professionals to join its 
award winning team. Lipinski's goal is to maintain the leadership 
position in landscape for commercial & residential customers 
and to redefine the architectural approach in the horticultural 

industry as a leading technological edge. 
Currently seeking: 

Landscape Designers/Architects/Salespersons 
Landscape Construction Supervisors & Forepersons 

Irrigation Service Technicians & Forepersons 
Landscape Maintenance Supervisors & Forepersons 

Lawn & Pesticide Applicators 
Experienced Tree Climbers 

Tree Salespersons 
Fax or e-mail resume to 

Lipinski Landscape & Irrigation, Inc. 
PO Box 605, Mt. Laurel, NJ 08054 

Fax: 856-234-0206. E-mail: humanresource@lipinskiland.com 

MANAGEMENT CAREERS 
Looking for a new challenge? 

Visit our Web site for the latest 
career opportunities. 

It's quick, convenient: confidential. 
www. greensearch. com 
GreenSearch 
Specialists In Providing Managers for the Green Industry 

E-mail: info@greensearch.com 
Toll free: 888-375-7787 Fax: 770-392-1772 

BOZZUTO LANDSCAPING 
COMPANY 

Serving Maryland and Virginia 
BLC is a stable, profitable, award-winning firm 

seeking career-minded individuals. 

Positions Available in: 
• Field Supervision 
• Sales 
• Management 

Email: tdavis@land.bozzuto.com 
Website: www.bozzuto.com 

Ph: 301-497-3900 

Help Wanted (Cont'd) 

Labor 
Problems? 
We have the solution! 

• LEGAL 
• RELIABLE 
• HARD WORKING 
• DEPENDABLE 
• M E N or W O M E N 

MEXICAN NATIONALS 

For more information, call now! 
North American Labor Service 
PO Box 356 
Pascagoula, MS 39568 
Ph 228-769-5215 
Fax 228-769-1553 
NalsMexusa@aol.com 

THE BRICKMAN GROUP, LTD. 
Careers in landscape management 

available in: 
Colorado - Connecticut 

Delaware - Florida 
Georgia - Illinois 

Indiana - Maryland 
Missouri - New Jersey 

New York - North Carolina 
Ohio - Pennsylvania 

Texas - Virginia 
Wisconsin 

E-mail: jobs@brickmangroup.com 
Web site: www.brickmangroup.com 

LANDSCAPE PROJECT MANAGER 
Full service company specializing in large 
commercial projects in need of manager. 
Duties to include: 

• Computer aided estimating 
• Bidding 
• General managerial 

Candidate should possess related degree, 
preferably a L. A. degree and proven success 
in the commercial sector. 

Send resume to: 
Growing Image Inc. 

PO Box 34231 
Indianapolis, Indiana 46234 

317-293-8585 • Fax 317-299-6946 

OPPORTUNITIES! 
Hermes Landscaping is seeking motivated people 
who want good pay, benefits and a stable company, 

to help us maintain our reputation as Kansas 
City's premier landscaping company. 

We have opportunities for: 
• HDC Manager 
• Designer 
• Horticulturist 
• Experienced Sales Representative 
• Superintendent 
• Various support positions 

Experience/knowledge of sprinkler systems 
or landscaping preferred, but not required. 

Please respond to: 
Hermes Landscaping 

12421 Santa Fe Trail Drive, Lenexa, KS 66215 
Ph: 913-888-2400 • Fax: 913-888-2418 

Email: hermesl@gvi.net 
EOE 

SEARCH JOBS • POST JOBS • ONLINE 
• www.greenindustryjobs.com 
• www.landscapingcareers.com 
• www.irrigationjobs.com 
• www.nurseryjobs.com 

LANDSCAPE DESIGNER/ARCHITECT 
For well-established design/build firm in Northern 
New Jersey. Must be sales and production oriented. 
Competitive salary, commission, profit sharing. 

Fax or Email resume to: 

Jacobsen 
LANDSCAPE DESIGN AND CONSTRUCTION 

413 Godwin Avenue 
Midland Park, NJ 07432 
Fax: 201-444-4334 
Email to: jacobsenlandscape@msn.com 

VICE PRESIDENT 
LANDSCAPE OPERATIONS 

Lied's Nursery Company, Inc., a 300-employee, 
full-service landscape company in Milwaukee, 
Wisconsin, is seeking a seasoned professional to 
lead our landscape operations. The successful 
candidate will lead our landscape design/build 
and landscape maintenance operations. Essential 
responsibilities will be development and 
leadership of the staff, increasing gross profit and 
streamlining operations along with becoming an 
active member of the senior management team of 
the entire company. 
To learn more about our company, please visit 
our website at www.lieds.com. Interested 
individuals should submit via e-mail, fax or mail, 
a resume with salary history and requirements 
along with a cover letter. 

Lied's Nursery Company, Incorporated 
Attn: LM-HR 

N63 W22039 Hwy 74, Sussex, WI53089 
Fax: 262-246-3569 

Email: lieds@worldnet.att.net 
Website: www.lieds.com FOR CUSTOMER SERVICE OR SUBSCRIPTION INFORMATION, CALL 1-888-527-7008 

mailto:resumes@rbicompanies.com
mailto:humanresource@lipinskiland.com
mailto:info@greensearch.com
mailto:tdavis@land.bozzuto.com
http://www.bozzuto.com
mailto:NalsMexusa@aol.com
mailto:jobs@brickmangroup.com
http://www.brickmangroup.com
mailto:hermesl@gvi.net
http://www.greenindustryjobs.com
http://www.landscapingcareers.com
http://www.irrigationjobs.com
http://www.nurseryjobs.com
mailto:jacobsenlandscape@msn.com
http://www.lieds.com
mailto:lieds@worldnet.att.net
http://www.lieds.com


Help Wanted (Cont'd) 

WESTERN STATES RECLAMATION. INC. 

(WSRI) is an 18-year-old company with unique 
clientele & projects. Services and projects include 
land restoration, large landscape/irrigation 
construction, minor earthwork and light civil 
engineering. Present project size ranges from $1K 
to $4M. 

PROJECT MANAGEMENT POSITION: 
WSRI seeks an individual with 10+ years of 
experience to handle project management & 
estimating. Requires a minimum of 5 years 
experience in a recognized construction company. 
Position involves supervision of multiple projects 
and intense scheduling of materials, manpower 
and machinery. Ideal candidate will have exp. in 
revegetation, erosion control, urban park 
construction, civil/earthwork. Degree preferred in 
civil engineering, construction management, 
landscape architecture or equivalent. Computer 
literacy a must. 

ESTIMATORS: 
ENTRY LEVEL/MID LEVEL/ SENIOR LEVEL 
• Upper level positions require previous 

construction estimating experience up to $5M 
single project. Must be computer literate and 
have experience with CADD & estimating 
software. Degree in related field preferred. 

• Entry level positions requires computer know-
ledge, good math skills, and 2 years experience in 
related field. Degree helpful. 

Above average salary, benefits, incentive 
program, 401K plan and company vehicle. 

Send salary, history and requirements to: 
WSRI 

11730 Wadsworth Blvd., Broomfield, CO 80020 
Fax: 303-465-2478 • Email: wsrdrc@aol.com 

Website: www.wsreclamation.com 

LANDSCAPE DESIGNER 
Needed for highly respected and 

well-established company in growing community. 
Experience in horticulture, computer design and 

customer relations a must. 

Duties include: 
• Landscape Design 
• Sales 
• Customer Care 
• Job Site Supervision 

Salary based on experience. Benefits included 
For more information call: 573-446-0858 

Oasis Landscape & Irrigation 
2101 West Broadway, Columbia, MO 65203 

Need Workers Next Year? Seasonal H-2B workers 
from Mexico for up to 10 months who can only work 
for you. Process takes a minimum of 120 days. So 
start NOW for next season and solve your labor 
problems. Call: Bob Wingfield, 214-526-5665. 
www.amigos-inc.com. 11/00 

READY FOR A CHANGE? Come join one of the 
Largest Vegetation Management Companies in the 
United States. DeANGELO BROTHERS, INC. is 
experiencing tremendous growth in all of our divi-
sions and has immediate openings for the following 
positions: -FOREMEN: Qualified candidates must 
have proven leadership, 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 

Excellent Career Opportunities: FloraLandscape, 
Inc. is a 22-year-old full service green industry 
company located in Northwest Ohio. This area of 
the country offers excellent cost of living benefits 
along with great school systems for children. Toledo, 
Ohio is home to many sportsmen who love hunting, 
fishing, and water sports for large or small lake 
preferences. Toledo itself offers plenty of cultural or 
family activities, but you are also only a few hours' 
drive from Cleveland, Pittsburgh, Cincinnati, Chicago 
or Ann Arbor. Toledo, Ohio is simply a great place 
to achieve career goals and raise your family. 
Current Positions Available: Landscape Design 
Manager- Exciting position involving the selling and 
production of landscape design services. Includes 
involvement in project management for design/build 
jobs. Ten years of landscape design experience is 
required. Green industry bachelors degree is 
required (ASLA preferred). Green industry CAD 
experience is required along with proven sales 
abilities. Position salary is 40 to 50K, commensurate 
with experience. Health and dental benefits available 
along with 401 (k) and profit sharing. Unlimited 
growth potential. Irrigation Salesman- Great 
position for self-motivated irrigation professional. 
This position's focus is selling of irrigation installation 
and service to residential and commercial customers. 
Ten years of irrigation sales experience is required. 
Irrigation CAD experience is highly desired along 
with proven sales abilities. Position salary is 30 to 
40K, commensurate with experience. Health and 
dental benefits available along with 401 (k) and 
profit sharing. Unlimited growth potential. Please 
forward resume and salary history to the address 
or fax number listed: FloraLandscape, Inc., 
130 Elmdale Road, Toledo, Ohio, 43607, 
Phone 419-536-7640, Fax 419-536-6270, 
www.FloraLandscape.com 11/00 

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

CORPORATE FLEET DIRECTOR: GOTHIC 
LANDSCAPE, one of the nation's leading land-
scape construction and maintenance companies, is 
recruiting a Director to manage our vehicles and 
construction equipment. Successful candidate will 
oversee and direct vehicle purchasing, maintenance, 
and manage branch operations in California, Nevada 
and Arizona from our Valencia, California office. 
Some travel required. Send or fax resume with 
salary requirements to: Human Resources, Gothic 
Landscape, 27502 Avenue Scott, Valencia, CA 
91355, Fax 661 -257-7749. 11 /00 

LANDSCAPEJOBS.COM- National Search for 
Landscape Professionals. See what we can do for you, 
check out our website: www.landscapejobs.com 
Please call 888-729-LAND for this month's 
HOT JOB. 11/00 

Want to move up? We are hiring for two estimator 
positions in our Irwindale, California office. The 
successful candidate must have at least 3 years 
experience bidding landscape installation work and 
possess a valid California driver's license with a 
clean record. Some prior computer experience is 
also necessary. Additional beneficial qualifications 
include: Microsoft Word and Excel knowledge, 
possess a CLT certification, maintenance estimating, 
large commercial and public works estimating. The 
position is demanding and requires a self-motivated 
person who knows how to manage their time. 
Combined with the competitive base salary, bene-
fits include (with restrictions) Health plan, 401 (k), 
company car and a very generous sales bonus 
plan. Interested applicants contact Larry Rudd 
at Mariposa Horticultural Enterprises, Inc. at 
626-960-0196 or sales@mariposahorticultural.com 

11/00 

SALESPEOPLE- CHECK IT OUT! ACRES 
EMPLOYMENT ADVANTAGES... In recent surveys 
from 90 Acres Group employees, they rated the top 
three REASONS ACRES BEATS THE COMPETITION: 
Professionalism: Assuring customer service, 
respect & satisfaction. Quality: Experienced, 
passionate employees committed to doing the best 
job possible. Superior Results: Snow, Landscape 
Maintenance, Construction and Nursery. In recent 
customer surveys, 2 out of 3 customers rated Acres 
above peer companies in both "WILL" & "SKILL" 
while scoring Acres as "meeting and frequently 
exceeding expectations!" FIND OUT WHY! 
Acres Group, Northern Illinois' largest independent 
landscape contractor growing at +18% seeks 
additional landscape maintenance salespeople to 
continue our growth. Our maintenance management 
and production staff delivers. Are you experienced 
and enthusiastic enough to successfully manage 
and grow an Acres portfolio? If so, apply now. 
Superior compensation and benefit opportunities. 
Three facilities- Naperville, Roselle, Wauconda. 
Call Maureen for immediate confidential consid-
eration. Phone: 847-526-4554 Fax: 847-526-4596 
Visit us on the web at: www.acresgroup.com 
MEMBERS OF THE ILCA SINCE 1985. 11/00 

For Advertising Information, 
Contact Leslie Zola: 

1-800-225-4569 ext. 2670 or 
440-891-2670 • Fax: 440-826-2865 

E-mail: lzola@advanstar.com 
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cleanup crew 
THIS A N D THAT ™ 

Talk about taking on a project that 
makes you feel good. Valley Crest, a 
division of Environmental Industries, 
Inc., knows what it's like after recently 
completing construction of "Shane's 
Inspiration: A Boundless Playground," a 
play environment designed to accom-

modate physi-
cally-chal-
lenged 
children. The 
2-acre play-
ground, locat-
ed in Griffith 
Park on land 

Children of all abilities can provided by 
romp on this playground. t h e c i t y o f L o s 

Angeles Department of Recreation and 
Parks, is unique in that it's specifically 
designed for children of all abilities to 
play side by side. Valley Crest was gener-
al contractor for ramps, railings, paving 
concrete curbs and walkways, entry 
arch, stage and basketball court, land-
scape planting, gardens, irrigation and 
erosion control, as well as the installa-
tion of resilient play surfacing, masonry 
planter walls and seating. Said 
Catherine Curry-Williams, founder of 
Shane's Inspiration, a nonprofit organi-
zation that promotes and constructs 
boundless playgrounds in memory of 
her son, Shane, "It was as if they (Valley 
Crest workers) were landscaping their 
own backyard." 
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No horsing around here 
When the Del Mar Thoroughbred Club of Del Mar, CA, called on Dave and Sue 
Ericson to beautify its grounds for this year's racing season, it was off to the 
races for their company, Stay Green, which provides landscaping and mainte-
nance services to residential, commercial and industrial properties in Los 
Angeles, San Diego, San Bernadino and Ventura counties. 

Around 21 Stay Green employees and 12 members of the Thoroughbred 
Club hoofed it around the main ticket area, the paddocks, throughout the 
grandstands and in various public areas, planting marigolds, black-eyed Susans, 
blue scaevola and African tulip trees under the direction of the Ericsons. 

Down the stretch, the Stay Green crew performed like champs, putting in 
over 4,700 man-hours. The quality of their work prompted Del Mar president 
and general manager Joe Harper to say, "The club's grounds have never 
looked better." 



ul portrait 
Multiplicity 

Make More Money, and Have More Fun, In The Explosive Water Gardening 
Market That's Erupting All Around You... , rf1 mmm _ M __ 

WINTER 

• s n f i n i ^ 

Your Name 

Company Name 

Address 

City 

Telephone 

ext. 0092 

ur most successful customers 

[are those who love being 

outdoors with frogs, fish, birds, 

squirrels, rabbits, and rushing water, 

splashing, bubbling, rippling, 

glistening, laughing, & playing 

over a natural water falls. If that 

description fits you, and you'd love 

to turn these characteristics into an 

absolutely fabulous and fun way to 

make a great living, then do 

yourself a big favor. Jump up out 

of your easy chair, pick up the 

phone, dial 1-800-306-6227, and 

tell one of our friendly customer 

service folks that you'd like to 

H receive a FREE SUBSCRIPTION 
- to our new magazine, 

The Aquascaper! 
This magazine will 
show you how to 
make water features 
a fun and highly 
profitable addition 
to your business. 

Call us or Send this coupon in for your 

FREE SUBSCRIPTION! 
(If you are already on our mailing list, you will receive this magazine!) 

1 

Circle No. 102 on Reader 

Clip out and send this coupon to: Or call/fax us to order: 
Aquascape Designs, Inc. Toll Free: 1-800-306-6227 ext. 0092 
1119 Lyon Rd. Fax: 1-630-326-1800 
Batavia, IL 60510 



Less cost. More money. 

After all, the more work, the more mowers. The 
4 more mowers, the more profit. For a Bob-Cat 
L dealer near you, call 1-888-922-TURF. 

Equip your employees with Bob-Cat® walk-behinds 
and zero-turn riders. They're tough, dependable and 
priced to give you a better cut for your bottom line, ^ 

T O U G H . A F F O R D A B L E TEXTRON 
www.ttcsp.textron.com 
© 2000 Textron Golf & Turf 

Circle No. 103 on Reader Inquiry Card 

http://www.ttcsp.textron.com

