
Profitable 
hydroseeding 

WATER AUDITS 
SAVE $$ 

Tools of tRe Trade: 
Mowers 

Best Side 
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Hit more ringers. 

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

Superior performance made PRE-M the 
leading* preemergent herbicide. Superior 
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. 

PRE-M* 
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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IF YOU DIDN'T DUY A SCAG, 
YOU PAID TOO MUCH. 

When it comes to buying a commercial mower, some less experienced 
cutters may be tempted by a lower purchase price without realizing the 
higher operating costs down the road. Atter all, there are a lot ot 
machines out there that look like a Scag, but none that perform like one. 

Scag 3-year 
deck warranty. 

Scag 2-year electric Scag 3-year 
clutch warranty. spindle warranty. 

That's why Scag owners and operators are so loyal to our brand. They 
know Scag doesn't cut corners in the design and construction of our 
commercial mowers. And, they know we stand behind every Scag 
mower with the industry's strongest warranty and the best-trained 
dealer organization in America. And that means more money on their 
bottom line. 

For the Scag dealer nearest you, visit 
our web site at www.scag.com. Get 
the commercial mower that pays you 
back every time you use i t . . . Scag. 

Simply the Best 

http://www.scag.com
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On turfI on ornamentals, on edible fruit trees... 

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

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

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

EAGLE fungicide. The one and only. 

TURF A O R N A M E N T A L F U N 6 I C I D 

D n U M i l Agricultural Chemicals Department 
° L j n r i e W * 1 0 0 Independence Mall West / Philadelphia, PA 19106 
i h H H b i J 1-800-987-0467 / www.rohmhaas.com 

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

EAGLE is the only fungicide you need. 

http://www.rohmhaas.com
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P r o u d s u p p o r t e r of t h e s e g r e e n i i d n i 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 : 

January 2001 

15-18 Michigan Turfgrass 
Conference I Lansing, Ml; 
517/321-1660; michiganturf-
grass.org 

16-17 Connecticut 
Nurseryman's Association 
Winter Meeting I Waterbury, 
CT; 203/445-0110 

17-19 Mid-America 
Horticultural Trade Show I 
Chicago, IL; 847/526-2010; 
www.midam.org 

17-19 Idaho Horticulture 
Show I Boise, ID; 800/462-4769 

18-20 GrowerExpo 2001 I 
Chicago, IL; 630/208-9080 

18-20 Tropical Plant 
Industry Exhibition I Ft. 
Lauderdale, FL; 800/375-3642 

22-24 Central 
Environmental Nursery Trade 
Show I Columbus, OH; Sponsored 
by the Ohio Nursery & Landscape 
Association; 800/825-5062 

22-25 Grow and Mow Expo 
College Park, GA; 770/975-4123 

22-25 Professional 
Horticulture Conference of 
Virginia I Virginia Beach, VA; 
757/523-4734; www.phvc.org 

23-25 Mid-America Green 
Industry Convention I Kansas, 
MO; 816/561-5323 

24-25 Maryland Turfgrass 
Conference & Trade Show I 
301/345-4199 

25 Northeastern PA Turf 
School & Trade Show I 
Wilkes-Barre, PA; 814/863-1368 

25-27 Gulf States Hort 
Expo I Mobile, AL; 202/789-5980 
ext. 3010 

26 Western Tree 
Management Symposium I 
Arcadia, CA; 714/991-1900 

29-30 Winter Conference I 
Lansing, Ml; Sponsored by the 
Michigan Forestry and Park 
Association; 517/482-5530 

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

31-2 Iowa Nursery & 
Landscape I Association 
Convention & Trade Show Des 
Moines, IA; 816/233-1481 

February 

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

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

1-4 A NLA Management 
Clinic I Louisville, KY; 202/789-
5980, ext. 3010 

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

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

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

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.midam.org
http://www.phvc.org
http://www.alca.org
http://www.irrigation.org
http://www.natlarb.com
http://www.plcaa.org
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http://www.aip.com/stma


Ground Ivy 103 
50° F 85% H auto 

450.587 yards 
WS: 2 mph NE 

EXTEND OPEN SEASON ON HARD-TO-KILL WEEDS. 
For a cool-weather assault 

on hard-to-control weeds, arm 

yourself with the powerful arsenal of Super Trimec or 

Turf Ester. You can stretch your weed-control season 

with extra applications in the fall or get an early jump 

on weeds in the spring. So if you have pesky dande-

lions, black medic, ground ivy or clover in your sights, 

take'm out now with Super Trimec or Turf Ester. You 

can t get better cool-weather performance. 

1-800-821-7925 FOR ANY WEED PROBLEM, TRIMEC HAS THE SOLUTIOH. 
©2000 T R I M E C is a registered trademark of PBI/Gordon Corporation. Always read and follow label directions. Circle No. 106 on Reader Inquiry Card 



That was our idea when we brought Walker 
people together (distributors, dealers, 
customers, employees, and suppliers) to 
celebrate the production of the 5 0 , 0 0 0 t h 
W a l k e r M o w e r at the Walker Mowers Family 
Reunion in August 2000. For a small, family-
owned manufacturing company in Colorado, 
it was a high moment. Our people made it 
happen-our people made the difference! 

If you are looking for a proven, productive, 
high-quality riding mower, then it is time to 
contact your local Walker Mower Dealer. Get 
acquainted with the product and get to know 
the high-quality Walker people in your area. 

WALKER MANUFACTURING CO. 
5925 E. HARMONY ROAD • DEPT. LM 

FORT COLLINS, CO 80528 
(800) 279-8537 • www.walkermowers.com 

Independent, Family Owned Company Designing and Producing 
k Commercial Riding Mowers since 1980 

Circle No. 107 

Family Reunion 

What 
do people^ 
have to do 
with a product? 
At Walker, we believe they have 
everything to do with the product. 

http://www.walkermowers.com


BY SUE GIBSON / EXECUTIVE EDITOR 

Time to raise the bar 

Are you as suc-
cessful as you 
want to be? If 
you're not get-
ting the hourly 
rates you want, 
the clients you 

prefer or the good employees you 
need, you probably need to ask if 
your organization has a long-term 
future. Do you have a professional 
approach to business? 

Let's define that first. I see a 
"professional" organization as one 
with two main elements: 

• A solid business and operating 
foundation, and 

• a desire to improve constantly. 
These elements cover just about 

every piece in the organizational 
puzzle But what is a "solid founda-
tion?" Any successful company has: 

• products or services that 
work, 

• customers who want them, 
• systems producing those 

products or services profitably and 
efficiently, 

• people who work better to-
gether than they do individually, 

• healthy (but probably not 
perfect) finances, sales and market-
ing and operations, and 

• long-term prospects for suc-

Whether you're Jack's Lawns 
with $80,000 in revenues or Gen-
eral Electric with $253 billion, 
these principles apply. 

It's pretty obvious if you don't 
have a solid foundation, but what if 
you are just doing "OK?" What if 
you do things "pretty well," but not 
exceptionally well? Do you have a 
long-term future? 

That depends on how you de-
fine a successful future You might 
make enough for beer money or 
become rich beyond your dreams. 
If you want to be comfortable in 
retirement or pass the business 
along to your family, you need 
more than beer money now. 

Are you interested in improv-
ing? The editors of Landscape 
Management think that building 
first-class organizations is a process 
needing benchmarks as measures 
of progress. We've assembled a Best 
Practices panel of experts from the 
industry to help us develop these 
measures. Those folks know their 
stuff and you can benefit from their 
experience. If you're managing an 
in-house grounds organization, 
these benchmarks also apply. 

What do they mean? Bench-
marks give you a goal to shoot for 
and compare against. They will 
help you insure long-term growth, 

profitable and efficient operations, 
cultures that attract and keep good 
people and systems that deliver top 
quality services 

That "kaizen" thing 
Hand-in-hand with building a strong 
foundation is the focus on constant 
improvement The Japanese call it 
"kaizen," and it is a culture in which 
everyone in an organization partici-
pates Once you start looking for im-
provements, you'll have the re-
sources to take your organization to 
the next level. But the first step is de-
ciding to get serious about making 
your organization first-class 

We start our Benchmarks series 
this month on page 30, with cover-
age of how to improve your organi-
zation's public perception. We'd 
love to hear your own ideas 

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

If you're not getting the hourly rates you want, 
prefer or the good employees you need, yoi 

ask if your organization has 

mailto:sgibson@advanstar.com
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L O O K E D L I K E THE 

IT TAKES A LOT OF MEN AND EQUIPMENT TO MAKE THINGS LOOK BEAUTIFUL. AND NATURAL. 

ON SCHEDULE WE PLAN CAREFULLY. AND WE WORK WITH THE BUILDERS TO COORDINATE OUR 

EFFORTS. BUT OUR BIGGEST ASSET IS OUR IRONCLAD COMMITMENT TO GETTING IT RIGHT, 

Circle No. 108 on Reader Inquiry Card 



Snow removal & turf renovation 
systems, PTO-driven, for no-slip RPM. 

But no one has to know how easy... 
Sure, you had to cut around a lot of obstacles, but you did it in record time! And if 
the customer's turf looks better than ever? You did it all on a Grasshopper, and it's 
never been easier. The secret is in the equipment. 
No one has to know how easy mowing is with Grasshopper's front-mounted deck, 
where you have the visibility to trim and mow. Or the advantages of HydraSmooth™ 
steering that eliminate all footwork. By all means keep mum about how you stay 
comfortably in control with the Ultimate Operator Station. You complete your job 
ahead of schedule and still feel renewed for the rest of the day. 
If you're lucky maybe they won't notice all the comfortable legroom 
you enjoy while reaching the deck under shrubs and 

trees. You'll be the envy of every other 
contractor if anyone finds out ... 

You can't even break a sweat with 
maintenance so accessible and easy. 
So keep these secrets low-profile -

much like the terrain-hugging 
Grasshopper design - and let your 
quality of work speak for itself. 

Give us a call or visit our website for details on Grasshopper's complete 
line of true zero-turn (True ZT) mowers and large capacity leaf/grass 

collection systems. 
Ask for our free video on the Quick Converter Implement System, which transforms 
your air-cooled or liquid-cooled Grasshopper True ZT power unit into a compact turf 
renovation and snow removal system. 

It's easy to finance or lease a Grasshopper! Ask for details. 

DuraMax™ 90° FlipUp™ Deck 
(44" to 61"). Bag, mulch or discharge 
using the same (44" to 72") deck. 

First to Finish...Built to Last 

YOUR NEXT MOWER 
The Grasshopper Company I 
www.grasshoppermower.com 

P.O. Box 637 I Moundridge, KS 67107 U.S.A. I Phone:316-345-8621 I Fax:316-345-2301 
I Ask for free video. c2000, The Grasshopper Company 

Circle No. 109 on Reader Inquiry Card 

http://www.grasshoppermower.com


RON HALL / SENIOR EDITOR 

Raise your prices for 2001 
| f you're in the lawn fertilization 

business, it's gut-check time 
Screw up your courage and raise 
your prices this approaching sea-
son. If for competitive reasons, 
you can't, or if you've already 
signed up a lot of customers at 

last season's prices, you may have to revise 
your 2001 profit forecast... downward. 

The cost of caring for your customers' 
lawns and commercial properties is going to 
rise this year, maybe significantly. The reason 
is unexpectedly high energy costs. 

The most obvious result of this is the 
higher price we pay for gasoline and diesel 
fuel, an extra financial burden for any service 
delivery business such as ours. 

But did you know that high energy costs, 
particularly skyrocketing natural gas prices, are 
driving up the cost of producing nitrogen fer-
tilizers, too? 

In fact, about 4% of total U.S. gas produc-
tion is used to produce ammonia, says The 
Fertilizer Institute, a trade organization based 
in Washington D.C The ammonia is processed 
further to make urea, the prime ingredient in 
most of our turfgrass fertilizers. 

The scope of the problem 
The Fertilizer Institute says that it takes 33.5 
million BTUs of natural gas to produce one 
ton of ammonia. In 1999, the U.S. fertilizer in-
dustry used 580 trillion BTUs of natural gas to 
make 17.34 million tons of ammonia. Over 
80% of this ammonia went into fertilizer pro-
duction. 

The start of year 2000 saw the price of 
natural gas at $2.50 per million BTUs. At that 
figure, it cost just over $100 to make a ton of 
ammonia. This year, when the price of natural 
gas rose to $6 per million BTUs, it pushed the 
cost of production of a ton of ammonia to 
$229. The price of natural gas continues 
climbing and is expected to remain high — at 
least into summer. 

With natural gas so expensive, several U.S 
urea producers have closed their doors, and oth-
ers have curtailed production. They're finding it 
difficult to compete with foreign producers of 
urea who are paying much less for energy. 

This raises the possibility that some types 
of turf fertilizer may be in short supply this 
spring. Variables in this picture include U.S. 
agriculture's demand for nitrogen fertilizer this 
spring, and the availability and price of foreign-
produced urea. 

"We've already seen price increases in urea," 
says Bill Davis, general manager ofTyler Enter-
prises of Elwood, a major turf fertilizer supplier 
headquartered near Chicago "The biggest 
shock for me is the amount of the jump." 

How high will it go? 
How much more will fertilizer cost this year? 

"I think everybody is really stumped on 
this one," adds Richard D. Harrell of NU-
GRO Technologies, Inc, Grand Rapids, MI. 
"We do know that the prices are going to go 
up, but we really don't know by how much." 

"I'd hate to put a number on it because no-
body really knows," says Bill Hubbell, Vice 
President of Service Centers for LESCO. "Ac-

tually, the cost has been creeping up all year. It 
wasn't so noticeable because it (the 2000 sea-
son) was a soft-demand year for fertilizer. We 
had plenty of rain in the North and there was 
a drought in the South." 

Some of you have already taken advantage 
of "early order" opportunities offered by sup-
pliers. Those of you still needing to buy fertil-
izer for this spring should check with your 
supplier about prices and availability. 

Even if fertilizer prices rise significantly this 
spring, there's no reason to panic Most lawn 
care companies spend less than 15% of their 
budgets on fertilizer and pesticides. 

You shouldn't absorb these higher costs, 
though. They're a legitimate reason to raise 
prices 

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

Those of you still needing to buy fertilizer for tl 
check with your supplier about prices' 

is spring skwK 
and availaomfy 

A 

mailto:rhall@advanstar.com
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"By including full-time employees in the company's 
financial rewards, we keep 'team members' up to date on 

our budgetary goals and build a sense of teamwork." 

Skare your success 
with employees 

y partner, Bruce Stone, and I 
think it's good business to share 
our landscape company's suc-
cess with our employees. One of 
the ways we do this is through 
profit sharing. 

By including full-time em-
ployees in the company's financial rewards, we keep 
"team members" up to date on our budgetary goals and 
builds a sense of teamwork. 

Since co-founding Yard Smart, Inc., Olmsted Falls, 
OH, almost 15 years ago, we have guided our company 
on a course of healthy, manageable growth, offering land-
scape maintenance, design/build and snow removal. Our 
company employs 20 to 25 workers during peak season, 
and we attribute much of our operation's success to them. 

Our idea 
I got the idea for my company's profit sharing program 
from an article by Green Industry consultant Charles 
Vander Kooi. I borrowed many of his suggestions and 
added a few wrinkles of my own to make the program 
work for our company. 

Our profit sharing program kicks in when (and only 
when) our gross profit exceeds 40%. Any percentage 
over this figure is shared 50/50 with the company and el-
igible employees. Calculations for the program are done 
every six months. 

There are two opportunities each year for employees 
to receive bonuses. Only full-time employees are eligible 
for profit sharing, and each employee's share of the 

bonus is dependent upon his or her contribution to the 
company's total success. Each eligible employee is evalu-
ated twice a year by a committee comprised of me, my 
partner and four other employees. The results are posted 
for everyone to see. 

The ratings game 
The committee rates each employee on a scale of I to 10 
in seven different categories. They are: 

Attitude/cooperation: Get along with fellow workers 
and customers. Willingness to take on tasks. Positive or 
negative attitude. 

Equipment care: Clean, organized, maintained, abu-
sive, neglectful. 

Paperwork: Thorough, correct, timely, detailed, com-
plete, clean, legible. 

Quality/attention to detail: Lost time, repetition, cor-
recting mistakes, customer satisfaction. 

Safety: Personal protection equipment, awareness of 
surroundings, accidents, follow procedures, increased costs. 

Uniform/grooming: Clean, proper clothing, personal 
protection equipment. 

Commitment Dedication, vision, excellence, obligation, 
performance and achievement, in charge, trustworthy. 

Each evaluator fills out a sheet for each eligible em-
ployee with a rating (1 to 10) for each category. The 
points are totaled at the bottom of each sheet and all 
seven evaluations' results are added to achieve the total 
number of bonus points for each eligible employee. The 
total bonus points for each employee are then divided by 
the number of evaluators, producing an average rating. 



Meanwhile, all the ratings are added to-
gether to get the "total company points." 
This number is then divided into the 
amount of money allocated for profit sharing 
to arrive at a dollar amount per point. 

For example, assume that our company 
exceeded its gross profit prediction for one 
reporting period by $ 10,000. This means 
that eligible full-time employees would 
share $5,000 (50%), with the other $5,000 
(50%) going to the company. 

For discussion's sake, let's also assume 
that employee John Doe received 50 points 
(the average of the six evaluations), his three 
brothers Jack, Mack and Joe Doe received 
40 points each and his cousins Moe and 
Manny Doe received 35 points. 

The total company points in this exam-
ple would be 240 — John's 50, the brothers' 
combined total of 120 and the cousins' com-
bined total of 70. Divide the 240 points into 
$5,000 to get a value of $20.83 per point. 
This number is then multiplied with the av-
erage point totals of each employee to deter-
mine the amount of profit sharing each will 
receive. In this example, John Doe would 
receive $ 1,041.50 and the cousins would re-
ceive $729.05 each. 

Attendance counts, too 
But we take the process one step further. 
We also figure attendance into the equation 
— a total of 132 workdays during the re-
porting period. 

In our example, John Doe's profit sharing 
was $ 1,041.50. But John missed five work-
days during that period. So we divide the 
132 work days into the $1,041.50 figure to 
determine a "dollar value per day" — in this 
example, $7.89. His profit sharing is then re-
duced by $39.45 (5 x $7.89), and his profit 
sharing check drops to $1,002.05 
($1,041.50 minus $39.45). 

This is the formula that our company has 
adapted to fit its system, and it has turned 

our employees into happier, more produc-
tive people. 

Bob Smart is co-owner of Yard Smart, a full-

service landscape company located in 
Olmsted Falls, OH. He can be reached at 

440/253-9273. 

SOIL 
WITHOUT 
SWEAT 

BUSINESS CAUSES ENOUGH PERSPIRATION... 
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 TerraseedingM injection 
process. 

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

RELAX.. • No where else will you find the comfort of 
helpful customer support than with the Express Blower team. 

800285-7227 www.expressblower.com 
A division of Rexius Forest By-Products, Inc., Eugene, OR 

http://www.expressblower.com
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Toro acquires 
Goossen 
BLOOMINGTON, MN — The Toro 
Company (NYSE: TTC) announced 
on Dec. 7, 2000 that it was pur-
chasing Goossen Industries, Inc., 
which makes sweepers, vacuums, 
blowers, mulchers, chipper/shred-
ders and bale choppers. 

"This purchase will expand 
Toro's existing product lines for 
the debris management portion of 
our landscape and grounds main-
tenance business," said Kendrick B. 
Melrose, chairman and chief exec-
utive officer of Toro. 

Another crucial benefit, he said, 
is that the Goossen facility of 
64,000 sq. ft. in Beatrice, NB, is lo-
cated adjacent to Toro-owned Ex-
mark Manufacturing and allows 
Exmark to continue growing and 
expanding its production. 
Goossen's 55 employees will join 
Exmark. 

Scotts Company 
businesses unite 
MARYSVILLE, OH — The Scotts 
Company united its professional 
businesses in America and Europe 
as a Global Professional Business 
Group. The company cited the 
growth of its international profes-
sional business, synergies between 
product lines and an opportunity 
to focus marketing efforts on 
global brands as key factors in 
their decision. The new group is 
headquartered in Waardenburg, 
the Netherlands. 

continued on page 24 

Texas bans morning 
commercial equipment use 
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B Y J A S O N S T A H L 

HOUSTON, TX — The Texas Natural Re-
source Conservation Commission 
(TNRCC) voted on Dec. 6 to ban com-
mercial landscape contractors in the 
Houston/Galveston, TX area from using 
gasoline-powered lawn and garden equip-
ment in the morning. 

The ban will affect five counties in the 
ozone non-attainment area from April 1 
through October 31, beginning April 1, 
2005, from 6 a.m. until noon. 

Bill Guerry, legal counsel for the Out-
door Power Equipment Institute (OPEI), 
said that despite the ban, all hope is not 
lost. "There is a conditional exemption the 
TNRCC is fleshing out right now that 
commercial operators can qualify for if 
they commit to alternative emissions re-
duction plans," Guerry says. "Presumably, 
this exemption would be based on com-
mercial operators changing something in 
their activity that would result in reduced 
emissions." 

Time, Guerry says, is also on the side of 
commercial operators, given that the ban 
won't start until 2005. "The TNRCC 
adopted a lot of rules under an abbreviated 
time frame, so they are anticipating talk 
with a lot of industries and figuring out 
ways to accomplish everyone's goals." 

Guerry says he considered it a partial 
victory that OPEI got homeowners ex-
cluded from the ban, and that it had gotten 
the number of counties included in the ban 
reduced from eight to five. Still, the ban on 
commercial operators is a concern because 
the outcome of the TNRCCs decision is 
unclear. 

"The jury's still out," Guerry says. 

"Texas may realize that the emissions re-
ductions they're getting don't merit this 
level of effort. The numbers they're using 
don't reflect the numbers they'll get from 
clean air federally compliant products." 

A good deal? 
Overall, Eddy Edmondson, president/CEO 
of the Texas Nursery & Landscape Associa-
tion (TNLA), who has been involved with 
the ban ever since it was first proposed last 
August, says the deal was as good as could 
have been expected. 

"From the start, we submitted com-
ments and arranged for two personal visits 
with each commissioner on the TNRCC, 
and they were very open to our 

continued on page 19 
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Same Seed. New Name. 
The good news is that these are the same reliable pre-formulations you have 

trusted for years from Medalist America. 

Just because the Jacklin name is now on the bag, don't think anything has 

changed in the bag. The varieties that always went into these and many more 

popular pre-formulations are still here. So is all the performance that leads to top 

honors in NTEP trials. Jacklin brings proven expertise in selecting and then 

combining the right varieties into formulations that address your particular 

growing requirements. 

Please call 800-688-SEED for the name of your nearest Jacklin distributor. 

Simplot 
Phone: 1 800 688 SEED • Fax: 208 773 4846 • www.j,icklin.com 

©2000 Jacklin Seed, A Division of Simplot. all rights reserved 

Circle No. 110 on Reader Inquiry Card 



If the label's on it, the best is in it. 
Now it's easy to know whether you have the best turfgrass mixtures and blends available. 

Just look for the Jacklin Quality label. 

The Jacklin Quality label on the bag says you're planting turfgrass varieties with: 

• the industry's leading private research and breeding program behind them 

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

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

You never have to wonder if the best is in the bag when the Jacklin name is on it. 

So the next time you order seed, ask for Jacklin Quality inside. You'll forever be labeled as 

somebody who knows how to grow great turfgrass. 

Simplot 
Phone: 1-800-688-SEED • Fax: 208-773-4846 • www.jacklin.com • ©2000 Jacklin Seed, A Division of Simplot, all rights reserved 

Circle No. 110 on Reader Inquiry Card 

http://www.jacklin.com


continued from page 16 
suggestions," Edmondson says. 
"The first proposal didn't offer 
an alternative option, so that 
was our first hill to climb." 

And Edmondson believes 
that obstacle was overcome 
now that an emissions reduc-
tion plan is in the works that 
could provide exemptions. "We have until 
2002 to come up with the plan, but in our 
mind we start working on it now," says 
Marilyn Good, communications officer for 
TOLA. "The TNRCC assured us that the 
industry and other stakeholders would be 
involved in developing this plan." 

Still some uncertainty 
Even though there's the promise of a condi-

"The jury's still out: Texas may realize that the emissions 
reductions they're getting don't merit this level of effort. 

The numbers they're using don't reflect the numbers 
they'll get from clean air federally compliant products." 

— Bill Guerry, OPEI legal counsel 
tional exemption, local landscape contractors 
can't help but take a negative view of the ban. 

"It's going to hurt a lot of people down 
here business-wise," says Randy Fuller, 
owner of Yardmasters, Inc., Houston, TX. 
"Hopefully, they'll be able to work some-
thing out that would enable us to continue 
working. If not, we might have to switch to 
propane power. Most of the equipment 
out there is regulated to California stan-

dards, so I don't know how much stricter 
they can get." 

"It's going to drastically increase the 
price of our services," Fuller added. "We'll 
need twice as much equipment and more 
employees. And I wonder who's going to 
enforce it? The police don't enforce some 
laws that are already on the book. I think 
the TNRCC is going to be overwhelmed in 
that department." 

Uircie 125 

Liners, pumps, pond kits 
& these patented products... 

PuriFalls® Waterfall Filter 
and PondSweep® Skimmer 

Los Angeles, CA (877)772-7937 
Chicago, IL (888)742-5772 

Pittsburgh, PA (888)772-3278 
www.pondsupplies.com 

reate natures 
music in your 

own garden pond 

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

Fax: 218-723-9146 • Outside the U.S. call 218-723-9180 
Please mention code 950918LM when ordering 

Visit our Website and order online at 
www.advanstarbooks.com/webmarketing/ 

S3125 

ltem#DMGB100 
Over 300 Pages 
Soft Cover 

Written by 
internet specialist 
and leading 
author, Joe TYacy 

ïou're for Open 
Business on the Web 

W eb Marketing 
Applied; Web 

Marketing Strategies for the 
New Millennium, is the must-
have book for Webmasters, Web 
marketers, Web developers.. .or a n y o r - ^ w 
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. 

http://www.pondsupplies.com
http://www.advanstarbooks.com/webmarketing/
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Learning on the fly 
Web course gives 
busy industry pros 
education in a snap 

sionals from all over the 
U.S. would need training. 

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

Just think: you could chew 
gum or thumb your nose at the 
professor and he or she would 
never know. 

It's doubtful that Web-based 
courses were conceived for those 
reasons, but they have changed 
the face of education. More im-
portant, they have made it easier 

for Green Industry professionals 
to expand their knowledge. 

Take the University of Mary-
land's Hort 400 course, a Web-
based course on water and nutri-
ent management planning for the 
nursery and greenhouse industry. 
The idea came from the Water 
Quality Act of 1998, which re-
quired all nurseries and green-
houses have nutrient manage-
ment plans. Faculty members 
from Maryland's College of Agri-
culture and Natural Resources 
decided the course should be of-
fered on the Web since profes-

Temporary / Seasonal 
Labor Visas 

We Specialize in Work 
Permits for the: 

• Green Industry • Hotel/Resort 
• Golf Courses 

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. 

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! 

Call now for information packet and a quote. 
"CoU^ree (888) 623 728S 

Austin (SI2)2823237 
Qf°our labor solutionfor the millennium and bcpond... (SI2)282 09S8 

•Other Industries are also eligible for this type of work permit...call us now to find out if your company is eligible 

Circle 113 

Ready for action 
The course debuted in the fall of 
1999, with teams of at least one 
graduate or undergraduate stu-
dent, industry professional and 
Extension educator exchanging 
ideas and information on an on-
line forum led by instructors. 

Each team developed a nutri-
ent management plan featuring 
management strategies designed 
to reduce high-risk practices that 
lead to excessive nitrogen and 
phosphorus runoff. 

The program allowed indus-
try professionals to educate 

themselves simply by 
turning on their computers in the 
comfort of their own homes. Par-
ticipants met face-to-face every 
three weeks for more interaction. 

Dr. John Lea-Cox, Depart-
ment of Natural Resource Sci-
ences and Landscape Architec-
ture, feels that web-cameras 
could eventually replace the face-
to-face meeting while still provid-
ing a personal touch. 

"I think the Web is the future 
of Extension services," Lea-Cox 
says. "It's reaching out to people 
faster, cheaper and better." 



EPA, Syngenta agree to phase out diazinon 
B Y J A S O N S T A H L 
GREENSBORO, NC —The Environmental 
Protection Agency (EPA) and Syngenta 
Crop Protection USA have agreed on a 
four-year phase out of diazinon, an insec-
ticide used to control insects and grubs. 

The announcement comes six months 
after the voluntary cancellation of another in-
secticide, Dursban, by the EPA and Dow 
AgroSdences. Both insecticides were under 

review as a result 
of the Food 
Quality Protec-
tion Act of 1996 
which tough-
ened pesticide 
laws. 

While the 
loss of Dursban 
had greater im-
pact on the 
Green Industry, 
many lawn care 
operators like 
Jack Robertson 
of Jack Robert-
son Lawn Care, 
Springfield, IL, 
believe the loss 

of diazinon will have less of an effect. 
"So far, the loss of Dursban and diazinon 

hasn't hit us where it hurts because we 
haven't been using them for a long time any-
way. I think it will have more of an impact on 
do-it-yourselfers," Robertson says. "Still, 
there's no question this is all a big concern for 
us. But I'm more interested in what they will 
allow in the future and what good products 
they will allow us to keep. As long as we have 
new and improved chemistries that are avail-
able to us, I think we'll be okay." 

Bob Andrews, owner of The 
Greenskeeper, Carmel, IN, echoed Robert-
son's concerns and doesn't believe the EPA's 
actions have any less impact simply because 
Dursban and diazinon were in limited use. 

"So far, the 
loss of 

Dursban and 
diazinon hasn't 
hit us ... I think 

it will have 
more impact 

on do-it-
yourselfers." 

— Robertson 

"If the product that was in the gun sites 
was something used daily, I'm sure no one 
would say it was no big deal," Andrews says. 
"Farmers and golf course superintendents can 

still use this stuff, so I wonder if the EPA is 
targeting people who they feel won't fight 
back. I think we need to a better job of de-
fending our use of these products." 

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

mulching technique pays you back fast 

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

How productive is a 
2'man crew per hour? 

TRADITIONAL HAND LABOR 
A b o u t 2 c u . y d . p e r h o u r 

WITH THE FINN BARK BLOWER 
M o r e t h a n 1 5 c u . y d . p e r h o u r 

AA^i^OSHOOrMUCHSPKfADtVG 

•FiNN 
CORPORATION 
Innovative equipment 

enhancing the world's landscape 

1-800-543-7166 
Circle 114 

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

http://www.finncorp.com


Switch from Dursban 
Loiter Residual and 
Guaranteed. 

"Hey, who tanned off the lights?" 

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 Talstarand get 
Better Performance. 

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

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

-FMC © 2 0 0 0 F M C Corporat ion . T h e F M C * logo a n d 
Talstar® a r e registered t r a d e m a r k s of F M C Corporat ion 
* D u r s b a n is a t r a d e m a r k of D o w AgroSc iences . 
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continued from page 16 

EII a c q u i r e s 
North Haven Gardens 
CALABASAS, CA — Environmental Industries, Inc. (Ell) 

acquired North Haven Gardens, Inc., Dallas, TX, a $17-

million full-service landscape company. North Haven 

Gardens will operate under Ell's landscape and mainte-

nance divisions. 

e - G r e e n b i z . c o m , 
G r o w z o n e . c o m m e r g e 
BOULDER, CO — e-Greenbiz.com and Growzone.com 

signed a letter of intent to merge the business-to-busi-

ness assets of both companies. Under the proposed 

agreement, eGreenbiz.com will provide the technol-

ogy solution and customer relationship management 

for both companies. 

MacKissic a c q u i r e s 
Johnson Big Wheel 
PARKER FORD, PA — MacKissic, Inc. acquired Johnson 

Big Wheel® Mower, Ridgeland, MS, producer of high 

wheel mowers. The initial focus will be to continue 

supply to Johnson Big Wheel current customers before 

making the high wheel mowers available to 

MacKissic's existing distributor and dealer base. 

Feds finally f u n d t u r f g r a s s 
scientist at USDA 
BELTSVILLE, M D — The USDA will, sometime early in 

2001, fund its first full-time turfgrass research scientist 

since Jack Murray's position was abolished after his re-

tirement in 1988. This is a result of the passage of the 

FY2001 Agriculture Appropriations Bill. The new posi-

tion will be located here at the Agricultural Research 

Center. The new scientist will work on improving ge-

netic stocks of new and promising turfgrass species, as 

well as provide scientific support to the National Turf-

grass Evaluation Program (NTEP), said Executive Direc-

tor Kevin N. Morris. 

C
L

IP
P

IN
G

S
 

HOSE REELS GALORE...can be 

found in Hannay Reels' four-color 

hose reel catalog that features in-

formation and specifications on 

hose reels for air/water, washdown, | 

refueling, lubrication, hydraulics, 

grounds maintenance, pest control, j 

repair and maintenance, fire pro-

tection, construction and more. For 

a copy, write to Hannay Reels Inc., 553 State Route 143, 

Westerlo, NY 12193-0159, call 877/467-3357 or log on to 

www.hannay.com. 

VISUALIZE NIGHT LIGHTING...with "Vista Night Vision," 

Vista Professional Outdoor Lighting's new CD-ROM de-

signed to allow landscape contractors and architects to see 

projects under different light conditions ranging from day-

light to complete darkness. Users can also add Vista Light-

ing fixtures models to illuminate landscape areas on the 

screen, and access a catalogue of fixture models. The CD-

R O M is available through Vista authorized distributors. For 

more information on the Vista Night Vision software pro-

gram call 800/766-8478 or log on to www.vistapro.com. 

2000 T & O CHEMICAL REFERENCE GUIDES...are now avail-

able at the PLCAA office with special pricing for PLCAA 

members. Members save over $85 on the ninth edition, 

which includes over 300 top selling products from 24 com-

panies, full text labels and MSDS's, extensive cross-refer-

ence and indexes including modes of action and update 

worker protection information summarized by product. 

For a copy call PLCAA at 800/458-3466 or www.plcaa.org. 

LABONVILLE INC.'S NEW PRODUCTS GUIDE...features 

everything a landscape company might need for its daily 

operations. You name it, Labonville's got it: outdoor, work 

and safety clothing, chainsaw supplies, arborist supplies, 

hand tools, cable-chain and rigging, traction chains, tracks 

and tie downs, the list goes on and on. For a catalog of 

Labonville's merchandise call 800/764-9969 or log on to the 

Web site at www.labonville.com. 

Correction In the November issue of Landscape Manage-

ment, the article on Person of the Year Terry Kurth referred 

to atrazine as a fungicide. It is not. Rather, it is a selective 

herbicide used for broadleaf weed and grass control in corn 

and sorghum. W e regret the error. 

I n f o Oientei 1 

http://www.hannay.com
http://www.vistapro.com
http://www.plcaa.org
http://www.labonville.com


I 'm y o u r h e a v y w e i g h t c h a m p . 
There's no contest. 'Cause I have 
no competition. Best-in-class power. 
And towing capability 
to match. 

Count on us. 
Call GMC at 1-800-GMC-8782. 
Or visit www.gmcforwork.com. T h e n e w S i e r r a 2 5 0 0 H D . S m a r t m o n e y . 

Start running new GMC" Sierra heavy-duty pickups. And the last thing you'll ever run into 
is risky business. 

You see, we offer the most powerful trucks in the %-ton and 1 -ton working world. That's power 
defined as the very best. In GVWRs* of 8,600 lbs through 12,000 lbs. 

It's power that translates into a GCWRf of up to 22,000 lbs. That is to say, the absolute best 
trailer rating. Its new Vortec™ 8100 delivers more power and torque than our competitors' 
V-10 gas engines. Basically, Sierra is hyperpowered to keep your business hypercharged. 

For true power mongers, there's the DURAMAX™ 
6600 diesel. The most powerful diesel engine ever 
produced,' teamed with an Allison™ transmission to create 
the most capable, work-eating heavy-duty pickup ever. 

Invest in a sure thing. The New Sierra 2500HD. 

* Trucks with G V W R from 8 , 6 0 0 lbs to 12 ,000 lbs. Based on comparing 2 0 0 1 Sierra to competitive 2000-model-year vehicles. Excludes other G M ' vehicles. 
f W h e n property equipped; includes weight of vehicle, passengers, cargo, and equipment Vehicles shown with equipment from independent suppliers. 

See owner's manual for information on alterations and warranties. © 2 0 0 0 General Motors Corporation. All rights reserved. 

Circ le N o . 1 1 6 o n R e a d e r Inquiry C a r d 

http://www.gmcforwork.com


industry almanac 
People Sc companies 
Environmental Care, the landscape 
maintenance company of Enviromen-
tal Industries, appointed Brian Storm 
vice president. The company also hired 
Mark Frederick as branch manager 
for Denver, CO. 

Roberts Seed Company appointed 
John Zajac as director of market de-
velopment. 

Weed Man and Turf Management 
Systems appointed Michael Ker-
naghan chief operating officer. 

Smallwood Landscape, 
Naples, FL, appointed Jud 
Griggs vice president of op-
erations. 

Kujawa Enterprises' Chris Kujawa, 
CCLP, was named one of Milwaukee's 
"40 Under 40" by the Business Jour-
nal of Milwaukee. The distinction hon-
ors Milwaukee's young business peo-
ple. Kujawa Enterprises is located in 
Cudahy, Wl. 

Pennington Seed ap-
pointed Stanley Kleczyn-
ski southeastern territory 
manager for its Profes-
sional Turfgrass Group. The 
company also named 
David Merchant assistant 
manager of Seed Produc-
tion and Vegetable Seed 
Divisions for the Seed 
Group. 

Environmental Indus-
tries named Richard H. 
Klein Senior Vice Presi-
dent Corporate Develop-
ment. 

Valley Crest, the landscape construc-
tion division of Environmental Indus-
tries, hired Steve Titus as branch 
manager for Arizona. 

Riggs Industries, (J & J Truck Bodies 
& Trailers; J & J 
Truck Equip-
ment), ap-
pointed David 
Spear director 
of education, 
Stephanie Mostoller dir. of safety. 

The Landscape Management Handbook 
The best single-source reference containing the most current and comprehensive information 

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

125 pages, softcover • Item #LSMB830 

plus shipping/handling 

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

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

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

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

11w Ixindsaipe Management Handbook provides a unique, single-source reference of comprehensive information on a 
variety of turf and landscape topics. Its an ideal handbook for golf course and lawn care superintendents and crew 
members, and is also appropriate for schools that teach basic turf and landscape management. 

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

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

http://www.landscapegroup.com


F r e e V i d e o 
Watch as our leading-edge 
John Deere Skid Steers take 
on four of the old-line brands. 
Fill out and mail this card, or 
call 8 0 0 - 4 7 7 - 1 0 4 3. 

S011LMN2 

YOUR NAME 

ADDRESS 

CITY STATE ZIP 

PHONE NUMBER E-MAIL ADDRESS 

Check al[ the answers that apply to you: 
1. How do you get your worksite equipment? 
• Rent • Buy 
• Lease • Rent before owning 
2. Which is your usual supplier of worksite 

equipment? 
• An equipment dealer • A rental center 

3. What is your primary business? 
• Building Construction • Landscaping 
• Road Construction • Agriculture 
• Equipment Rental • Government 
• Other: 1 

Please Reply by March 31, 2001 E 



Free 
Video 

BUSINESS REPLY MAIL 
FIRST CLASS MAIL PERMIT NO. 1659 ARLINGTON HEIGHTS, IL 

POSTAGE WILL BE PAID BY ADDRESSEE: 

JOHN DEERE SKID STEERS 
COMMERCIAL AND CONSUMER EQUIPMENT 
PO BOX 469001 
CHICAGO IL 60646-9960 

NO POSTAGE 
NECESSARY 
IF MAILED 

IN THE 
UNITED STATES 
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E x p e c t a d i f f e r e n c e 

See the skid steers with the visible edge. 

One line of skid steers is so 

advanced, it makes all the others 

look rather square. You see, only 

John Deere Skid Steers feature 

our patented vertical lift path. 

Model for model, it's why a 

John Deere lets you reach farther, 

lift higher—and enjoy a clear 

360-degree view while doing it. 

But see for yourself. 

Watch the award-winning 

John Deere line in action against 

those old-line brands, in your 

free John Deere Video. To get it, 

just mail the attached card or 

can 800-477-1043 

w w w . s k i d s t e e r . c o m 
Circle No. 117 on Reader Inquiry Card 

S011LMN2 

http://www.skidsteer.com


30 LANDSCAPE MANAGEMENT / JANUARY 2001 / www.landscapegroup.com 

our dream may have 

started like many others' 

— a dream of indepen-

dence, good work, profits and pride. Your 

dream to manage a landscape operation 

grew from the idea that you'd make your 

mark, put your own stamp on something 

worthwhile — and be rewarded for it. 

Has that dream come true or has it 

been replaced by an organization that is 

out of control? Are 

those profits and re-

wards real or elusive? 

Do you even know for sure? 

Uncovering 

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

Professionalize your operations 

IL
LU

ST
RA

TI
ON

 B
Y 

KE
RR

I G
IB

BS
,/

HA
NK

IN
S 

& 
TE

GE
NB

O
RG

 L
TD

. N
.Y

., 
NY

 

http://www.landscapegroup.com


Institutional 
politics 
ln-house grounds maintenance bud-
gets depend on a different set of fac-
tors — institutional politics and priori-
ties, separate funding requirements 
and perhaps even public consent to 
taxes. That doesn't mean our lessons in 
professionalism don't apply. 

The basic foundations of having a 
smoothly running organization, man-
aging budgets efficiently, building a 
culture where good employees want 
to stay and showing your best side to 
the administration and public are ab-
solutely necessary. You may not have 
to be as "showy" as a contractor in 
business, but our standards for appear-
ance and professional presentation 
will benefit you and your staff as well. 

"A lot of (small landscape) firms don't even 
know if they're profitable or what their profit 
margin is," said Bob Andrews, president of 
The Greenskeeper, Carmel, IN, and one of 
the participants on Landscape Management's 
Best Practices Panel. 

"That's why a lot of them come and go!" 
added Bill Hoopes, director of training and 
development at Scotts Lawn Service, 
Marysville, OH. 

Pigs don't fly, and your customers won't 

pay higher rates just because you want them. 
You can only charge higher fees, acquire 
more desirable customers, retain good em-
ployees and operate more profitably when 
you professionalize your organization and 
search for continuous improvements. Even 
giant organizations need to keep improving, 
or they won't remain competitive. 

That's why LM is developing a series of 
benchmarks for professional landscape organi-
zations, based on input from our distin-

guished team of Green Industry experts. We 
asked our Reader Advisors and other profes-
sionals for their thoughts on what makes a 
first-class organization run and how to bench-
mark it Our goal (and probably yours) is to 
build strong organizations with long-term, 
profitable futures. 

continued on page 32 

"I believe that most 
small landscape 

companies have no 
idea what their profit 

margin is." 
— Bob Andrews, 

President of 
The Greenskeeper, 

Carmel, IN 

"Sadly, too many 
operators go into 
business and are 

undercapitalized/' 
— Lou Kobus Jr., 

Owner of 
Village Turf, Mount 

Vernon, VA. 

"... too many 
operators won't 

do what they need 
to do to succeed in 

business. 
— Bill Hoopes, 

Dir. of training and 
development at 

Scotts Lawn Service, 
Marysville, OH 

"I believe successful 
business people have 

good common 
sense." 

— Joe Loyet, 
President of 

Loyet Landscape 
Maintenance Inc., 

St. Louis, MO 

"The answer to why 
many new landscape 
companies struggle is 

simple, the barriers 
to entry are practical-

ly nonexistent." 
—Michael Currin, 

President of Greenscape 
Inc., Holly Springs, NC, 



No Interest. 
No Payments. 
For 120 Days: 
No other equipment is tougher. 
And no other financing deal is 
better. For a short time only, 
when you purchase the Tank or a 
wide-area walk-behind mower 
from Cub Cadet Commercial, 
you'll pay no interest and make 
no payments for 120 days. 

Also look for great deals on our 

* String trimmers with 
multiple attachments 

* Portable blowers 

* Hedge clippers 

* High-pressure washers 

For more information 
call 1-877-835-7841 or visit 
www.cubcommercial.com 

•120 Day No Payment. No Finance Charge. Cub Cadet 
Commercial Account Promotion available to qualified buyers 
using the Cub Cadet Commercial Credit Card. A minimum 
purchase of $1.500 00 is required No payments and no 
interest will be due prior to the expiration date of the pro-
motion. as indicated on your statement Effective 12/01/00, 
the variable APR for purchases is 17.4%. Minimum finance 
charge is $.50 Credit provided by Conseco Bank. Inc. 
Financing promotions begin 01/01/01 and end 02/28/01. 
Financing promotions subject to change See dealer for details. 

The goal is to build a strong organization 
with a long-term, profitable future. 

continued from page 31 

We hope you use these benchmarks to 
plan your own improvements, develop better 
operations and earn more profits for your ef-
forts. Some of them will generate debate, but 
we expect this first one to have universal ap-
plication: Show your best side. 

The outsider looking in 
It's probably too easy to get into this business, 
which is why so many new and even estab-
lished companies struggle. In fact, said 
Michael Currin, president of Greenscape Inc., 
Holly Springs, NC, "The barriers to entry are 
practically nonexistent." 

While many new operators struggle be-
cause they don't understand business; experi-
enced ones pay the price in low-balled fees 
and competition for employees. 

Because a lawn care or landscape contrac-
tor's life is so busy, it's hard to find the time 
to plan, think long-term and look at things 
objectively. If you could become an outsider, 
step away from your organization and look 
back at it with objective eyes, what would 
you see? 

Would your customers see an owner and 
employees who look and act professional, 
presentable, knowledgeable and trustworthy? 
Are your vehicles and equipment clean, pol-
ished and in good repair? Are your business 
cards and literature professional looking? Do 
your customers have intelligent or haphazard 
interchanges with your organization? Do you 
call them back quickly? 

How do potential employees see your or-
ganization? Is it someplace they want to 
work? Do your employees look capable and 
content? Are the facilities and equipment safe 
and dependable? 

Too often, the "dream" slides to the way-
side as the demands of running a business 
overwhelm a contractor, and standards start 
to slip. Dress codes, repair schedules and hir-
ing standards have a way of getting past too 
many operators, leaving the public with a 
negative image of the work you do and the 
value you provide. 

Do you have the discipline? 
Standards for pricing slip, too, in the heat of 
competition. Unless you completely under-
stand your financial picture, it's easy to think 
you're making money when you're not. 

"People who don't operate with a business 
plan or a budget get into trouble," said 
Hoopes. "They figure, 'I'm making more than 
I'm spending, so I'm doing well.'" 

'Through their large numbers, these oper-
ators 'are' the industry," added Andrews, "and 
they leave the public with a really strong im-
pression." 

"Sadly, too many operators go into busi-
ness and are undercapitalized, without a plan, 
without a clue," said Lou Kobus Jr., president 
of Village Turf Inc., Mount Vernon, VA. 

Members of our panel agreed on basic 
building blocks necessary for a professional 
operation, plus two elements necessary for 

continued on page 34 

Professional resources 
You don't have to pay a fortune for good business ad-
vice. Local chambers of commerce and government-
funded programs can get you started in developing 
the proper financial records and knowledge. State, re-
gional and national business and landscape organiza-
tions have specific programs already in place to help 
you professionalize. Finally, the Internet is crowded 
with thousands of helpful information and consulting sites. 

E n g i n e e r e d for p r o f e s s i o n a l l a n d s c a p e » 

http://www.cubcommercial.com


let's get down to business. 

Introducing Cub Cadet Commercial 
Cub Cadet Commercial is a new premium brand Find out more about this tough new brand. Take 

of turf equipment and landscaping tools that really a look at our full line of zero-turn riders, wide area 
means business. That's because we make our prod- mowers, trimmers, clippers and blowers. Visit one of 
ucts specifically for businesses like yours. our dealers. Take a test-drive. Ask about our exclu-

We've designed our equipment to meet the sive Command Cut System" and programs, like Next 
demands of professional landscapes. That means Day Parts and our 3-year turf equipment warranty, 
we build dependable machines that make you more At Cub Cadet Commercial, we've made it our 
productive. We provide innovative features to make business to provide you with the finest professional 
your job easier. Plus, we offer service and support equipment on the market How you take advantage 
programs that help keep you on the job. of it...well, that's your business. 

Circle No. 118 on Reader Inquiry Card 

Engineered for professional landscapers 

For the location of a Cub Cadet 

Commercial dealer near you, 

call 1-877-835-7841 or visit 

www.cubcommercial.com today. 

http://www.cubcommercial.com
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success: discipline and common 
sense. 

"It's discipline/' said Hoopes. 
Too many operators won't do 
what they need to do to succeed 
in business." 

"It's common sense," added 
Joe Loyet, president of Loyet 
Landscape Maintenance Inc., St 
Louis, MO. "Successful business 
people have good common 
sense." 

Business building blocks 
It's easy to talk about having first-
class organization but not so easy 
to make it happen year after year. 

Our experts said these basics are 
crucial: 

• Operating budget, with 
monthly income statements and 
profit and loss statements, bal-
ance sheets at least quarterly and 
cash flow projections by month. 

• Cost accounting to know 
what costs what in your opera-
tions. 

• A solid estimating system. 
• 5 to 10 year business plan. 
• Line of credit negotiated 

before you need it 
What about benefits? The 

panel included these basics: 
• Health care (including 

dental insurance). 

• Paid vacation. 
• 401k or other simple pen-

sion plan. 
• Holiday pay. 
• Sick days/personal days. 
• Uniform cost sharing. 
As for optional extras, our 

panel would like to see more of 
these: 

• Profit distributions. 
• Incentive/bonus systems. 
• Disability and life insur-

ance. 
• Overtime options. 
• Additional vacation, sick 

and personal days beyond the 
minimums. 

• Educational reimburse-

ment and rewards programs. 
• Rewards for certification. 
• Uniforms provided and 

cleaned. 
• Logo wear at cost 
• Cell phones and/or com-

pany vehicles for key managers. 
• Travel and attendance to 

industry events. 

Editor's note: LM will continue to 
provide new benchmarks. We wel-

come your feedback, suggestions 
and ideas on professionalism. 

Contact us at 800/225-4569, 
fax 440/891-2675 or 

email sgibson@advanstar.com. 

LM's Benchmarks: Standards for the landscape and lawn care industry 

Show your best side 

Looking unconventional sends a message of independence 
that can be taken in a positive and negative way. Your em-

ployees may look cool to their friends but what message do 
your customers get? 

Look around the next time you're in a fast-food restaurant. Is 
the place clean and neat? Are the employees clean and friendly? 
Does it look like a place where you'd like your food prepared? If 
not, why are you there? 

You probably patronize businesses that look well-run and 
knowledgeable. Make sure yours does, too. 

No excuses 
Our panel of experts listed several requirements for how first-
class organizations look: 
• Uniforms or logo apparel for all in-field employees (provided 

or bought at cost). 
• Clean, neat appearance for all employees. 
• Managers/owners look sharp (khakis, shirts with collars, lo-

gowear, "manager's" jackets, ties if desired, street shoes). 
• Trucks and equipment washed weekly (minimum). 
• Vehicles and equipment kept in good repair, with a regular 

schedule for repairs and routine maintenance. 

• Professionally designed or produced company logos/decals 
on trucks and vehicles. 

• Company letterhead and/or logo on all printed materials. 
• Business cards for all company employees dealing with cus-

tomers, suppliers, peers, etc. 
• Script and customer handling routine for anyone answering 

the telephone. 
Does this sound unreasonable? We don't think so and nei-

ther does our panel. These points require an investment of 
money, time and energy but they must be a priority. Consider 
the costs of not doing any of these or of letting these ele-
ments slide: 
• Unkempt, unclean employees and managers will most cer-

tainly put off customers and will not encourage respect. 
They'll look elsewhere for a "real" operation. 

• Dirty, rusty or undependable trucks and equipment say this is 
how this operator will take care of your property. 

• Vehicles without signs or homemade-looking signs make 
people wonder if you're serious about business. 

• Homemade forms or sloppy handwritten invoices send a simi-
lar message. Cheap generic forms are better. 

• Lack of business cards says you're not interested in network-
ing or growing more business. 

• Lack of a customer-handling script says you don't focus on 
customers or anticipate their needs. 

mailto:sgibson@advanstar.com




I R R I G A T I O N C E N T E R 

WATER AUDITS: 
Programmed savings 

W a n t to save your c o m m e r c i a l a n d res ident ia l cus tomers money? 
A w a t e r audit m ight b e the first step 

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

With an average annual rainfall of 50 
inches, you would never guess the City of 
Houston would need a water conserva-
tion program. Guess again. Groundwater 
tables have dropped as much as 10 feet in 
some areas of this sprawling city. Com-
mercial and housing construction contin-

ues to grow, increasing the amount of water used for irrigation. 
Beyond Houston, the entire state of Texas faces an alarming 16.43% 
water deficit in the next 50 years. 

Houston has implemented aggressive conservation efforts, includ-
ing free irrigation audits for customers with large irrigated landscapes. 
One licensed Texas irrigator and Certified Landscape Irrigation Audi-
tor (CLIA) is David W. Smith, who is reshaping the way property 
managers look at water management. 

He helped develop the Texas Landscape Irrigation Auditing & 
Management Short Course while he was with the Texas Agricultural 
Extension Service (TAEX). "Alter teaching the course to so many 
people, I realized what a huge issue water management is in Texas. 

He left TAEX and started Texas Water Audits, based in Bryan. In 
January 2000, Smith signed a three-year contract with the City of 
Houston to conduct water audits for large water customers. One of 
the first customers Smith contacted was Camden Property Trust, a 
Texas real estate management and investment firm with 19 properties 
in the Houston area. 

David Smith reads the volume from a catch device to determine sprinkler 
precipitation rate. 

Camden's irrigation challenges 
It wasn't difficult to convince Michael Binns, central region landscape 
manager for Camden, of the value of water audits. While previously 
managing Camden's Las Vegas landscapes, Binns saw impressive sav-
ings from water audits. He also is a CLIA. 

"Before we took advantage of the irrigation audits, on-site mainte-
nance staff scheduled irrigation," he says. "It was difficult to program 
the controller clocks properly to the time of year or site condition." 

Things have changed. "Once Smith provided us with the recom-
mended scheduling, accountability for the irrigation scheduling and 
maintenance was transferred to the landscape maintenance contractor. 
He is expected to follow the schedules exactly, monitor the landscape 



and make adjustments to the 
scheduling as necessary," he adds. 

Current controller equipment 
has challenged Binns. "Many of 
our Houston properties still have 
the old mechanical clocks. It's 
difficult to get run-time precision 
with them. If you set a run time 
of eight minutes, you're likely to 
get 12 minutes of irrigation," he 
says. 

"The existing mechanical 
clocks are being replaced with 
digital clocks. They provide the 
precision and flexibility we need." 
Binns hopes to integrate modem 
controller technology into all 
Camden properties in Houston. 

"One of our Houston proper-
ties has a central control irrigation 
system," Binns adds. "It measures 
ambient air temperature, wind 
speed, relative humidity and pre-
cipitation. All of these measure-
ments are combined to irrigate 
according to plant requirements 
and system efficiency." 

Central control is a computer 
system operating multiple con-
trollers, sensors and other devices 
from a central location. "The new 
system was installed in June 1999 
in the middle of a drought," he 
explains. "We had twice the rain-
fall in 1997 and 1998. Even with 
half that during 1999, we 
showed a worthwhile savings in 
water." 

Apartment problems 
Smith says some apartment com-
plexes average 50 to 60 irrigation 
zones and have these problems: 

• Apartment maintenance 

A precipitation rate test is performed on an apartment complex as part of a water audit. The results will be 
used to establish proper irrigation schedules. 

staff or landscape contractors 
with little knowledge of irrigation 
scheduling or setting irrigation 
controllers. Irrigation repair 
knowledge can be limited, too. 

• No rain sensors or rain sen-
sors improperly located. 

• Irrigation hardware prob-
lems (broken sprinkler heads, 
broken pipes, mismatched sprin-
klers, etc.). 

• Poor system design prob-
lems that were inherited. 

"Right now, the hardest part 
is selling the service to commer-
cial businesses," admits Smith. 
"Since landscape contractors 
manage the landscape, property 
owners assume the contractor 
manages the irrigation system 
properly. That's a bad assump-
tion. However, I believe more 
landscape contractors will in-
clude water auditing for their 
customers in years to come." 

Big water savings 
Can water audits make a differ-
ence? "Water savings can be im-
pressive," notes Smith. "From the 

audits I've conducted, water sav-
ings are at least 30% and often up 
to 50%. Much of the time, re-
ductions can be achieved simply 
by resetting the irrigation sched-
ule. Without an audit, there's no 
way to know the precipitation 
rate of each zone or how much 
water you are actually applying." 

Smith gives each customer a 
summary of the irrigation system 
on a station-by-station basis as 
part of his audit This includes: 

• a description of the current 

physical condition of the system, 
• a performance summary 

(i.e., precipitation rate from each 
zone) based on a catch-can test, 

• recommendations for irri-
gation scheduling and 

• estimated percent water 
and cost savings based on follow-
ing audit recommendations. 

Once a property makes his 
recommended changes, Smith 
says it is less likely that plant ma-
terials will need to be replaced. 

continued on page 38 

Property at a glance 
Company: Camden Property Trust 

Headquarters: Houston, TX 

Business: Owns and operates 156 properties 

dispersed throughout the Sunbelt, from 

California to Florida, as well as Midwestern 

markets, including 19 properties in Houston 

Assets: $2.5 billion of gross real estate 
-¡rtfc jgj % " jf" —'K 

New developments: Multi-family commu-

nities in downtown areas 



This flooding was caused by a 
broken underground pipe. It was de-
tected during the site inspection 
phase of the irrigation audit. 

A precipitation rate test is per-
formed on apartment property. The 
results are also useful to assess dis-
tribution efficiency. 

continued from page 37 

Damage to sidewalks and founda-
tions from erosion and standing 
water will decrease, too. 

Another benefit is better health 
and appearance of the landscape. 
"There are fewer disease and insect 
problems, as well as more efficient 
use of fertilizer," Binns adds. 

Is there a return on repair costs? 
Yes. "Smith told us if we spend 
minimal dollars for parts and labor, 
we should be able to pay back this 
amount in lower water bills within 
two months." 

The audit process has taught 
Binns some valuable lessons. "Most 
irrigation design problems could be 
avoided through proper planning," 
he advises. "Before the first plans 
are drawn, the irrigation designer 
needs to work closely with the ar-
chitects and landscape designer." 

He says once you get to the in-
stallation level, it's too late. Most 
apartment complex projects tend 

to go with low-bid contractors to 
keep construction costs low. But 
Binns believes you can head off 
problems during the early planning 
stages by: 

• Placing water mains where 
they are less visible to vandals. 

• Avoiding irrigating long, nar-
row strips and other areas that 
can't be irrigated efficiently. 

• Factoring soil type and depth 
into the design process. 

• Designing irrigation zones ac-
cording to the plants' water re-
quirements, hardscape and sun. 

With irrigation schedules set, 
this doesn't mean Camden is 
home free. An irrigation audit only 
provides a snapshot of the system 
at a particular time. Tomorrow, 
there could be electrical problems 
or broken parts. 

Niche angle for you 
Are you interested in providing 
irrigation audits? With many 
places around the country in a 
water supply crunch, the demand 
for your services is strong. Who are 
key prospects? 

• Motivated customers looking 
to save money. 

• Sites with significant water 
savings potential. 

• Customers with tiered water 
rates based on water budgets (as in 
California). Penalties apply to cus-
tomers who exceed their water 
budgets based on property size. 

— The author is a frequent con-
tributor to Landscape Manage-
ment. David W. Smith can be 

reached at (979) 255-0681. E-
mail: tx-audit@myriad.net 

What can irrigation 
auditing do? 
Irrigation auditing is a three-step procedure to im-

prove irrigation system efficiency and reduce land-
scape water use. The audit ensures that your land-
scape receives just the right amount of water, when it 
needs it and in the most efficient manner possible. 

Step 1: Site inspection 
Irrigation system maintenance is an important part of 
landscape water efficiency. The first step in irrigation 
auditing is a site inspection to examine the physical 
condition and operating characteristics of the system. 
Problems such as broken or leaking sprinkler heads, 
breaks in lateral piping and misaligned spray patterns 
are identified. 

Step 2: Performance test 
Landscape irrigation systems commonly consist of sev-
eral sprinkler zones to operate separately. To establish 
an efficient irrigation program, know how fast each 
zone applies water (precipitation rate). 

A "catch can" test determines actual precipitation 
rates in each zone. The irrigation controller is pro-
grammed to apply specific quantities of water, de-
pending upon the water needs of individual land-
scape plants. 

This test also examines how efficiently water is ap-
plied to the landscape. Poor distribution means prob-
lems with the system design, excessive or insufficient 
water pressure or misaligned sprinkler heads. 

Step 3: Irrigation scheduling 
The final step in irrigation auditing is developing a 
customized irrigation schedule that considers individ-
ual zone precipitation rates, water requirements for 
different types of plants, soil type, soil depth and cli-
matic conditions. The plan develops seasonal water 
demands for landscape plants based on historic cli-
mate and rainfall records. Zone run times are then ad-
justed on a month-to-month basis to apply only the 
amount of water needed. 

mailto:tx-audit@myriad.net


IF YOU CAN PLANT IT, 
FERTILIZE IT, WATER IT, CUT IT, 

SPRAY IT, DIG IT, WHOLESALE IT, 
PICK IT, WEED IT, INVENTORY IT, 
IRRIGATE IT, PINCH IT, DESIGN IT, 
DELIVER IT, ARRANGE IT, POT IT, 

PRUNE IT, RETAIL IT, OR MULCH IT, 

WE CAN INSURE IT. 

Florists' Mutual Insurance (FMl) is the only insurance company that's exclusively committed to serving the needs of 
the entire horticultural industry. We've created custom insurance programs for horticultural businesses like yours for 
over 110 years, you'll never find an insurance company better able to serve your growing business than FMl. Call us 
at 1-800-851-7740 or visit us at www.fmi-insurance.com. If you can dial it or click it, we can appraise it, quote it, 
write it, support it and service it. 

INSURANCE S P E C I A L I S T S FOR THE HORTICULTURAL INDUSTRY1" 

FMl 
S I N C E 1 8 8 7 
F L O R I S T S ' M U T U A L 
INSURANCE COMPANY 

http://www.fmi-insurance.com


Ferris revolutionized mowing with patented rear wheel IS® Independent Suspension, which enables Ferris' tough machines to run 

faster and longer. And now Ferris, the innovation leader, has taken independent suspension to a whole new level with the 

introduction of four-wheel IS® Independent Suspension. See all that's new for 2001 including the latest in 

independent suspension technology and the complete new line-up of reliable Ferris Z's featuring 48" to 72" decks. 

Call 1-800-933-6175 or tap into our "Contact Ferris" page on the web at www.ferrisindustries.com. We'll answer 

your questions, send you the latest in new product literature and match you up with your nearest Ferris dealer. 

A n n o u n c i n g f o u r - w h e e l IS® I n d e p e n d e n t S u s p e n s i o n . 

Ferr is I n d u s t r i e s • 5 3 7 5 N. M a i n St. • M u n n s v i l l e , NY 13409 • w w w . f e r r i s i n d u s t r i e s . c o m • 1 - 8 0 0 - 9 3 3 - 6 1 7 5 

Think Springs. 

Fint irilh 
hulr/n'mlrnl Sim/n-nnion 

http://www.ferrisindustries.com
http://www.ferrisindustries.com


ADVERTISEMENT 

Mowers can't break down, 
landscaper says 

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

reg Kahl just 
can't deal with 
mower break-
downs. As the 
owner of a 
small, family-
run landscape 

company in Verona, WI that av-
erages 250 to 260 stops a week, 
the breakdown of one mower is 
crippling. Some of the company's 
stops are two hours from the 
nearest dealer. 

"We have two to three crews, 
with two to three people per crew and 
usually about two mowers per crew," Kahl 
says. "If one mower breaks down, the other 
has to do the rest of the work." 

Since 1991, Kahl has made mowing the 
primary service of his business, and his cur-
rent fleet consists of Ferris, Dixon, Bobcat 
and Cushman mowers. In 2001, however, 
he plans to switch to Ferris mowers, mostly 
because of a favorable test run he had with 

Vitals 
Company name: Kahl's Lawn 
Service 
Location: Verona, WI 
Founded: 1991 
2000 gross revenues: $250,000-
$300,000 
Business mix: 80% commercial, 
20% residential 
Employees: 6 
Services: Mowing, some land-
scaping 

Dependable mowers are a necessity in Greg and wife Jan 
Kahl's business. 

the new IS 4000 Z with 72-in. deck and 
four-wheel independent suspension. 

"I ran it for a week," Kahl says. "With 
the four-wheel suspension, you can keep 
the speed going. Plus, the cutting ability 
was very good. Without picking up any 
more employees, our family will be able to 
take on 20% more work." 

Because Kahl's business is almost 100% 
mowing and most of his accounts are com-
mercial, he has tested almost every kind of 
big mower on the market. His route alone 
runs 2,600 miles a week. His mowers must 
have quality, speed and dependability. 
Versatility is a bonus. 

"I call my Ferris the 'billy goat' because 
it can go anywhere," Kahl says. "I see some 
really steep hills. On one job, all they used 
to do was hand-mow, but I can use my 
Ferris there." 

He adds: "For quality, it's hard to beat 
walk-behinds. For me, though, I travel the 
road and do a lot of big jobs. Next year, 
I'm going to put a 72-, 61- and 52-in. 
mower on a trailer and I'll be able to do 
whatever I want." 

BUYING THE BEST 
COMMERCIAL MOWER. 
Investing in a new commercial 
mower for your business is an 
important step; and it's a decision 
that takes some thought. If you're 
thinking about a zero-turn rider, 
there are a number of features 
you should look for: 

• The latest technology. Today's 

most advanced zero-tums feature 
independent suspension (either 2 
or 4-wheel) for increased comfort, 
speed, traction, stability and a more 
consistent cut. 

•Rugged deck construct ion. 
Choose a hand-welded deck with 
overlap-welded comers, a double 
top deck and reinforced side skirts 
to make sure it stands up to years of 
tough, commercial mowing abuse. 

• Serviceability. A simpler design 
means fewer parts and easier access 
to the engine compartment and 
hydraulics for routine maintenance 
and service. You should also look for 
2-year warranties on parts and labor. 

• Important features. A low center of 

gravity; foot-operated deck lift; 360-
degree pivoting, anti-scalp rollers; 
twin A-section hydro drive belts; 
and radius-cut, 1/4" thick hardened 
steel blades... they're all important 
to your comfort and productivity. 

To make your choice of a new 
mower even easier, be sure to 
see the new 2001 line of Ferris 
mid-mount, zero-turn riders at 
www.ferrisindustries.com. Ferris 
is the innovation leader in com-
mercial mower design. Don't make 
a decision to buy a new mower 
for your business without visiting 
your nearest Ferris dealer. 

S p o n s o r e d by Ferris Industries 
The Commercial Mower Specialist™ 

http://www.ferrisindustries.com


LM PRESENTS award-winning landscape management 

A 2000 G r a n d A w a r d W i n n e r off the 
P ro f e s s i ona l G rounds M a n a g e m e n t Society 
f o r Apa r tment C o m p l e x 

What does an apartment complex ad-
ministration do to maintain its 100% oc-
cupancy rating? Hold monthly grounds 
inspections, that s what. After all, a nice 
landscape is one way to keep tenants 
happy, right? 

Post Crest Operations, the landscape 
branch of Post Apartment Homes, 
thinks so anyway. That's why crew 
members cut the 1.5 acres of "Meyer" 
zoysiagrass in straight diagonal lines, al-
ternating the pattern each week to pre-
vent the wheels on the mowers from 
wearing ruts into the turfgrass. 

Every October, the 5,000 sq. ft. of 
annual beds are planted with pansies 
which provide constant color through 
winter. In November, spring flowering 
bulbs such as tulips and hyacinths are 
added. 

Thanks to the landscape team, Post 
Crest residents are meeting the daily 
vegetable requirement in their diets. The 
complex's Urban Vegetable Garden al-
lows residents to enjoy some of the same 
therapeutic gardening activities a home-
owner might. Residents are provided 

with vegetable seeds, plants and herbs by 
Operations, not to mention lessons in 
vegetable gardening. This provides for 
positive interaction between residents 
and landscape team members, who use 
the opportunity to promote organic fer-
tilizers and pesticides. 

A stick edger and mulching mower keep these 
narrow ribbons of "Meyer" zoysia neat and 
trim. 

Property at a glance 
Location: Post Crest Apartment Homes, 
Atlanta, GA 

Staff: Post Landscape Operations 

Category: Apartment complex 

Total budget: $88,560 

Year site built: 1995-96 

Acres of turf: 2 

Acres of woody ornamentals: 7 

Acres of display beds: 1 

Total paved area: 20 

Total man-hours/week: 65 

Maintenance challenges 
• Providing "top shelf/' "organic-
only" color program 

• Hand pruning all ornamentals 

• Maintaining one mile long shoreline 
for on-site lake 

Project checklist 
• On-site relocation of Acer palmatum 
"Seiryu" 

• Re-staking of pine trees due to ice 
storm 

• Landscape restoration due to CATV 
underground line installation 

On the job 
• 5 full-time staff, 2 seasonal employ-
ees, 2 licensed pesticide applicators 

Post Crest 

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

for outstanding management of residential, commercial 
and institutional landscapes. The 2001 winners will be 
named at the annual meeting of the Professional 
Grounds Management Society in November. For more in-
formation on the 2000 Awards, contact PGMS at 120 

Cockeysville Road, Suite 104, Hunt Valley, MD; 410/584-9754. Web-site: www.pgms.org 

http://www.pgms.org


A grounds crew member adjusts a sprinkler head in one of several annual displays seen throughout Post Crest. 





The conventional wisdom on grub control is shifting 

from a curative to a preventive approach. Fortunately, 

MACH 2" Turf Insecticide offers effective preventive 

grub control with a powerful curative component 

as well. 

Apply MACH 2 once before egg-hatch to prevent 

grubs all season long. Or apply shortly after egg-

hatch to cure grubs up through the second instar. 

Make the choice that suits your schedule and resource 

availability. 

And don't worry about watering MACH 2 in 

immediately. Unlike other products that degrade 

on the surface in a single day, MACH 2 can wait 2 

weeks or more for your customers—or mother 

nature—to water it in without sacrificing effectiveness. 

Prevent or cure. Unmatched irrigation flexibility. 

Effective control with an award-winning 

environmental profile. Only MACH 2 truly gives you 

the best of all possible worlds. 

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

ext. R3107, or visit our website at www.mach-2.com. 

PRESIDENTIAL GREEN CHEMISTRY CHALLENGE WINNER 

MAN NATURE 
OF BOTH WORLDS. 

IT'S ONLY HU 
TO WANT THE BEST 

TURF INSECTICIDE 

IT'S ALL YOU NEED 
TO PREVENT OR CURE. 

http://www.mach-2.com


A M A N U F A C T U R E R ' S PERSPECTIVE 

Making a better mower 
M a n u f a c t u r e r s 
talk a b o u t the 
key qual i t ies 
tHey c o n s i d e r in 
tHeir q u e s t f o r 
the p e r f e c t 
m o w e r d e s i g n 

When it 
comes to 
designing 
the perfect 
mower, no 
one knows 
more than 

the manufacturers themselves. They 
all put comfortable seating, increased 
productivity, ergonomics, operator 
safety and quality of cut on the list of 
things they strive to improve upon 
with each new design. 

"We try to achieve a balance of 
speed and performance with our 
walk-behinds," says Jon Vyn, director 

of equipment marketing, Lesco, Inc., 
Rocky River, OH. "However, if the 
operator is inclined to cut at a speed 
faster than the machine will tolerate, 
he'll end up with less than an accept-
able cut." 

To combat operator fatigue and 
boost productivity, manufacturers are 
offering several design features that 
are either standard or optional equip-
ment on their mowers. 

"We offer a stand-up platform and 
a sit-down sulky seat as an accessory 
option for our walk-behinds in an ef-
fort to reduce operator fatigue," says 
Ken Taylor, business unit manager for 

T h r e e v e t e r a n l a n d s c a p e 
c o n t r a c t o r s talk a b o u t the 
i m p o r t a n c e of reliability a n d p r o d u c t i v i t y in e q u i p m e n t 

mm , fa»*. 

TOOLS OF THE TRADE: MOWERS 

BY V I C K Y P O U L S E N 
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LARGE CONTRACTOR 

Name: John Dingus, Sr. 
Title: District manager/landscape division 
Company: Davey Tree Expert Co. 
Location: Chantilly, VA 
2000 revenues: $315,000,000 
Business mix: 70% residential, 
30% commercial 
Employees: 135 

When you take care of a ceme-
tery, you don't expect a lot of 
complaints, at least not from 

the tenants. But there's one cemetery that's 
under the watchful eye of an entire nation, 
so slip ups there never go unnoticed. 

One big job 
"We have a lot of bosses, from members of 
Congress right up to the President," says John 
Dingus, Sr., district manager/landscape divi-
sion of The Davey Tree Expert Co. in Chan-
tilly, VA, which cares for Arlington Cemetery. 

Arlington Cemetery is the "grand-
daddy" of all maintenance contracts, a te-
dious job that often requires painstaking 
mowing and removal processes not typical 
of other maintenance projects. 

"We get more complaints there because 
you're taking care of someone's final rest-
ing place," says Dingus. "We have to strive 
for perfection because no one wants to see 
their loved one's headstone all beaten up." 

Dingus's crew, which consists of up to 
135 workers during peak season, has to 
mow more than 100 acres a day rain or 
shine and each year remove 300 loads of 
leaves and lay about 60,000 yards of sod 
one grave at a time. 

"The leaf removal process is more diffi-
cult than the mowing because you can't 
drive on the graves," says Dingus. 

The maintenance itself is a Herculean 
feat when you consider the thousands of 
visitors who walk this hallowed ground 
each year. 

In addition to maintenance, Dingus's op-
eration offers everything from design and 

Having to maneuver around graves is one 
of many challenges for John Dingus, Sr. and 
his crews. 

chemical application to snow removal to 
some of the busiest, historical landmarks in 
Washington, D.C., including the FDR 
memorial and the White House. His equip-
ment arsenal consists of several bucket trucks, 
zero-turn and front-line mowers for greater 
speed and maneuverability, walk-behinds, a 
giant vacuum, backhoes, mowing tractors and 
spring trimmers. His company also owns a 

Commercial Lawn & Garden, Husqvama, Charlotte, NC. 
"In addition, we offer a deluxe seat that has a lumbar ad-
justment and an optional foot-assist deck lift accessory 
which makes curb hopping, deck lifting and/or trailering 
the unit easier." 

A premium full suspension seat with weight adjust-
ment is standard equipment on many commercial mowers 
today, including those manufactured by New Holland in 
New Holland, PA. According to Bob Warfel, product mar-
keting manager for New Holland, the company's products 
feature high, reclining seatbacks with fore and aft adjust-
ment so operators of any size can position themselves com-
fortably in relation to the foot and hand controls. Flip-up 
padded armrests are included as standard equipment. 

Mike Kadel, marketing manager for Dixon Industries, 
Inc., Coffeyville, KS, says suspension is a design feature that 
manufacturers are paying more attention to. "You want op-
erators to stay alert and not be worn out at the end of an 
eight-hour-plus day," he says. "We focus on a very comfort-
able seat and suspension system that keeps the operator 
separate from the movements of the mower." 

"Similar to the seating arrangement on big semi-trucks, 

our newest product features a big rig suspension fully ad-
justable seat," he adds. 

Full suspension seats with hydraulic dampening and ad-
justable tension controls are also a must for zero-turn mow-
ers manufactured by the Country Clipper Division of Shiv-
vers Mfg. in Corydon, LA. 

"Also important is our single-stick, 'point and go' con-
trol system which allows the operator to push faster in the 
direction he wants to go," says Carl Shiwers, director of 
marketing for Country Clipper. "As opposed to twin-steer 
control, the learning curve for the single-stick is quite 
short." 

With New Holland's four-wheel drive, the operator 
can choose to select full-time four-wheel drive if conditions 
demand it. 

In most applications, according to Warfel, the operator 
will choose the automatic mode whereby the system will 
automatically engage four-wheel traction when it senses 
slippage, then return to two-wheel drive when traction is 
regained. 

"This takes the guesswork out of the operation, allows 
continued bottom page 48 



school bus which hauls employees and a 
trailer full of spring trimmers to the job site. 

Price not everything 
Production is Dingus's number-one buy-
ing criteria, not price. "You don't want to 
have a yard full of equipment and have it 
just sit," says Dingus. "I want to get the 
most I can for my dollar." 

Packaged equipment is a viable buy for 
contractors wanting equipment that can do 
multiple tasks. "For example, one commer-
cial mowing manufacturer came out with a 
trencher equipped with different adapters 
so you can bore, and it comes already 

rigged up on a trailer," says Dingus, whose 
company usually buys their mowing equip-
ment outright through corporate and local 
suppliers. "The convenience of having 
everything you need on that one trailer and 
the ability to do several things at once is a 
big plus." 

When it comes to equipment purchas-
ing, loyalty is key. "We are loyal to those 
people who are loyal to us when we need 
service and parts," says Dingus. "If I have 
a machine that's breaking down time 
after time and it's not our fault, I want 
the manufacturer to stand behind that 
product and fix it." 

With so much equipment, sticking to 
brand names is essential. "We do our own 
service and repair work, so we stick with 
brand names because we cannot afford to 
inventory 19,000 truck filters," says Dingus. 

Safety, of course, is also a considera-
tion. "Our safety department has to clear 
every piece of equipment and check it 
out thoroughly before we can buy it," says 
Dingus. "We also provide a lot of training 
to our employees before they begin using 
it in the field." 

continued from page 47 
for the greatest fuel efficiency and gready reduces the 
chance of turf scuffing," says Warfel. 

Easy-to-reach controls are also important factors in 
boosting productivity levels. 

"The controls and the handling of controls is important 
for comfort and minimizing fatigue," says Bob Walker, 
president of Walker Mowers, Ft. Collins, CO. "The speed 
control on our zero-turn radius mowers works like a cruise 
control — our machine sets the forward travel with the op-
erator so the operator has his hands off the control, allow-
ing for more relaxed operation. It also allows people with 
various degrees of handicaps — where they have limited 
use of their hands and arms — to operate the machine." 

With its walk-behinds, Exmark Manufacturing Co. in 
Beatrice, NE, has developed a unique control system. 

"Unlike the pistol-grip system, innovative topside posi-
tioning of the controls with this system keeps the opera-
tor's hands further away from obstacles, creating a safety 
zone that helps to protect hands from injury," says John 
Cloutier, national marketing manager at Exmark. 

Seating position is also a critical consideration when it 
comes to working on hills and general maneuvering. 

"In general, a lot of zero-turn radius mowers can be 
turned quickly, and it's important for the operator to sit on 
a pivot point," says Walker. "If your ahead or behind pivot, 
you'll get josded side to side." 

Vyn says Lesco has modified its operator controls over 
the last couple of model years to allow for greater operating 
ease and better balance. 

"Engines, drive trains, spindles and wheel castors have 

"...while 
everyone 
wants to 
go faster, 
safety is 

foremost." 
—Cuddihe 

all been upgraded for greater dependability," says Vyn. 
Shiwers says other design features that make mowers 

more productive are built-in hydraulic oil coolers, larger 
tires, larger wheel stands and larger engine options includ-
ing more fuel-efficient, fuel-injected engines. 

The quality of cut is also a factor in determining a 
mower's efficiency. 

"Our blades provide a 50% increase in the time be-
tween sharpening," says Rick Cuddihe, executive vice-pres-
ident at Great Dane Power Equipment, Inc., a manufac-
turer of stand-on mowers in Jeffersonville, IN. "This benefit 
saves our customers time and money." 

Noise is another factor that contractors need to consider 
when purchasing mowing equipment. 

"Our commercial mowers feature smooth-running 
diesel engines with improved lower noise levels," says War-
fel. "The engines are isolation-mounted and feature under-
hood exhaust for quiet, vibration-free operation." 

Name your price 
Oftentimes, a good price doesn't equate to a good product. 

"My formula for the best value for a customer is a ma-
chine that has the lowest possible cost of ownership and is 
highly-productive," says Walker. "Low cost isn't necessarily 
low price on the front end. Sometimes you can pay more 
and have your actual cost of ownership turn out to be less 
if it requires less maintenance and less repairs and has 
higher retail value in the end as a trade-in." 

"The astute businessperson will look at real cost of own-
ership and all the costs that will go into the overall cost of a 
machine," adds Walker. 



MEDIUM CONTRACTOR 

Name: Larry Burklund 
Title: General manager 
Company: World of Green 
Location: Lincoln, NE 
2000 revenues: Undisclosed 
Business mix: 98% commercial, 
2% residential 
Employees: 50 

Like Dingus, Larry Burklund , gen-
eral manager of World of Green in 
Lincoln, NE, believes that manufac-

turer integrity is important. "The true mea-
sure of a company is how their service de-
partment stands up to its equipment if we 
need something fixed," he says. 

"We only use three suppliers but have 
had great luck and much success with 
them," he adds. "Excellent customer ser-
vice and 24-hour service on equipment are 
important to us." 

Almost all of Burklund's accounts are 

commercial maintenance, requiring a 
dozen or so crews of three to four workers 
per crew and several chemical operators 
during his busiest season. In summer, his 
crews operate trimmers, five walk-behind 
mowers, 20 push mowers and several out-
front mowers, some with bags attached. 

"We do a lot of townhomes, which is 
difficult at times because each is unique 
and residents think of them as their own 
private homes," says Burklund. 

As far as purchasing equipment goes, 
Burklund says his company buys equip-
ment outright rather than leases, which is 
often left as a finance option when buying 
their trucks. 

Although price is important, Burklund 
said it's not everything. "We look for dura-
bility, quality of cut, the speed of equip-
ment, safety features and operator com-
fort," he says. 

World of Green's record speaks for it-
self as far as safety is concerned. As of the 
end of November, Burklund says his com-
pany has gone 594 days without a loss-

Lots of luck and success has allowed Larry 
Burklund to deal with only three suppliers. 

time incident. He says new employees en-
dure four hours of safety training before 
they start work, another day of hands-on 
training as soon as they start and then are 
under direct supervision for the next cou-
ple of weeks after that. He also employs 
management safety and employee safety 
personnel who make sure all safety mea-
sures are continually being met. 

"If you don't put your guys in danger-
ous situations in the first place, you don't 
have any problems," says Burklund. 

According to Dick Kilgas of Kubota, manufacturer of 
riders equipped with either out-front or mid-mount deck 
designs, "products that are designed to be better, stronger 
and more versatile typically last longer. Therefore, the busi-
ness can amortize over a longer time so they don't have to 
purchase equipment as often. This also adds to their bot-
tom line." 

W. Dick Tegtmeier, president and CEO of Encore, 
Beatrice, NE, which manufactures commercial riding 
mowers, says "in almost all cases, developing lower-end 
products to meet a lower cost is not synonymous with 
stronger, longer-lasting products." 

"We, as manufacturers, are squeezed to a margin that is 
almost embarrassing," says Tegtmeier, who has been in the 
industry for more than 25 years. "A 36-in. walk-behind 
that cost $350 then still costs that much today despite in-
creases in labor, material costs and horsepower." 

"If contractors want it to be stronger and last longer, it's 
going to cost more for the end users," adds Tegtmeier. 

According to Bill Shea, vice president of sales at Ferris In-

dustries in Munnsville, PA, commercial cutters must under-
stand there are services attached to the price of the product. 

"A machine may cost more at a dealer, but how 
much time will the contractor lose if a part isn't avail-
able, which is typical when purchases are made at big 
box stores?" says Shea. 

Peter Whurr, vice president of product management at 
Textron Golf and Turf Specialty Products in Racine, WI, 
says it's also important for contractors to understand that a 
lack of "creature comforts" doesn't equate to lack of quality. 

"The real test of a product is the value it presents to the 
end user at the end of the day," says Whurr. 

So is it a matter of what a contractor is willing go give 
up? Whurr explains. "If you look at ride-on mowers and 
the zero-turn radius mowers, can you forego an electric 
lift for a manual one, or one fuel-tank instead of two? It's 
all a matter of de-featuring," he says. "We will make a 
product, whether it's de-featured or higher-end, of the 
same quality and longevity." 

continued bottom page 52 



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

PENDULUM is a registered trademark of BASF. ©2000 BASF Corporation. All rights reserved. 



BASF 
Circle No. 126 on Reader Inquiry Card 

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

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

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

Or visit our website at w w w . t u r l l a c t s . c o m . 
Always read and follow label directions. 

///A A m w* / 
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BARRICADE* H M M M MH M H H 

DIMENSION" H M H M H M M M 
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Level of control Medium Medium-High High Not Registered 

o™ Movartt« b,v Rohm sod Haas Co em Dow AfroScionco« if" Rhino Poulonc 

unmatched ualue. unbeatable performance. 

http://www.turllacts.com


SMALL CONTRACTOR 

Name: Kurt Bienmueller 
Title: Vice-president, part-owner 
Company: Four Square Landscaping Co. 
Location: Dallas, TX 
2000 revenues: $1,000,000 
Employees: 18 
Service mix: 80% commercial, 
20% residential 

Kurt Bienmueller, vice-president 
and part-owner of Four Square 
Landscaping Co. in Dallas, TX, 

says quality, not price, was the issue when 

varna, for example, they offer "credit card/revolving charge 
plans, deferred financing plans and leasing options." 

"We encourage our dealers to consider return on invest-
ment when discussing solutions to end users. A solution, 
then, may sometimes require a greater investment, but the 
return will also be greater," says Taylor. "The initial cost of 
a unit is not the greatest an end user will face. Losses re-
lated to a downed unit, productivity, etc. may, in fact, be 
greater." 

According to Gregg Breningmeyer, marketing manager 
for commercial mowing at John Deere, Triangle Park, NC, 
they have found that interest rates have not been an impor-
tant consideration in a customer's buying decisions. 

"What is important is cash flow — how much money is 
needed as a down payment and how much money it's 
going to cost on a monthly basis," says Breningmeyer. 

The value of dealers 
In many industries, including the Green Industry, consoli-
dation is an economic fact of life. Consolidation by mower 
manufacturers is paring down the number of dealers and, 
therefore, places to get equipment serviced. Manufacturers 
are responding by either making their dealers stronger, 
helping them service equipment more profitably or making 
mowers easier for contractors to fix themselves. 

"We're consistendy selling our product through the 
dealer channel only — avoiding the temptation of internet 

continued bottom page 54 

Kurt Bienmueller, left, with co-worker Brett Chapman, listens closely to what his employees 
have to say about how his equipment is running. 

he began his business five years ago. 
"We wanted to get better and larger 

pieces of equipment to keep crews to a 
minimum," says Bienmueller, whose ac-
counts are mostly commercial with 65% of 
services devoted to maintenance and the 
rest to design. "We bought mowers that 

would have a minimum amount of break-
downs and would be easy to repair. Also, 
their parts had to be easily available, and 
they had to meet or exceed voluntary 
safety standards." 

"We also looked at the weight of the 
equipment so it didn't wear people down, 

continued from page 49 

Show me the money 
Financing is a viable sales and inventory management tool 
for many mowing equipment manufacturers. At Husq-

Mower buying tips 
from the pros 

The next time you're in the mar- over? Consider your cash-flow 
ket for mowing equipment, con- situation. Can you afford to 
sider the following guidelines spend the big bucks up front? 
contributed by John Dingus, Safety standards have been 
Kurt Bienmueller and Larry met and training materials are 
Burkland: readily available. 

Be familiar with the dealer. 1: User friendly. 
Make sure it's a product name 1 Easy-to-maintain. 
that you can depend on. Visit trade shows and read 
• Check on customer service and trade journals to find the latest 
whether or not on-time delivery and greatest in mowing equip-
and immediate part availability ment and accessories. 
are options. 

Productivity vs. price: How 
often do you want to turn your 
equipment. 



"It's also important to belong to ALCA and some of the other landscape 
organizations out there to see what their members are using and what 

conclusions they have drawn about a particular piece of equipment." 
— Bienmueller 

and whether or not it was self-propelled," 
he adds. "We looked at the deck to see if it 
floated and how accessible it would be to 
change a belt or a blade." 

Bienmueller says a lot of his equipment 
purchases are based on what his crew 
members are telling him. "I'll try out a 
piece of equipment in the field and get 
input from my guys. We have a very close 
relationship with our employees, so we 
make our decisions as a family." 

For mowing, Bienmueller uses walk-be-

Four-Square Landscaping employee Jose 
Sanchez will give boss Kurt Bienmueller 
input on how this blower is running once 
through with the task. 

hinds for turf and "around-a-pool" areas, 
riding mowers for open cutting areas and 
push and hand mowers for up-close work 
around decorative islands. 

The right equipment has been only one 
factor in the 35% a year growth rate of Bi-
enmueller's business. Doing a quality job 
with that equipment, he says, advertises it-
self. "Dallas is a very competitive market-
place," he says. "Still, word-of-mouth has 
grown our business tremendously." 

"How well you take care of your cus-
tomers and your employees is what counts, 
too," he adds. 

Communication, Bienmueller says, is 
key in making sure crew members aren't 
putting themselves in dangerous situations. 

"We're in touch constantly with our 
employees," Bienmueller says. "I make sure 
I see them throughout the day." 

The toughest-built Z-rider on the market features a 
unique integral park brake system. Put the steering 
levers in the "off" position and the brake is set! 

• Toughest frame, deck, spindles, and front casters in the industry. 

• Most compact Z-rider - only 75" in length with 60" deck. 

• Best weight distribution of any Z - unmatched stability on slopes. 

Very-high blade-tip speed for a beautiful cut and finish. 

Over 12 gallons of fuel capacity - more than any competitor. 

No daily lube points. Spend time mowing, not servicing. 

HUSTLER 
Turf Equipment 
1-800-395-4757 
HUSTLER TURF EQUIPMENT • www.exce lhust ler .com 

Circi« No.127 

The Z with a d i f f e r e n c e ! " Call now: 

T | 3 I T T T X | T X S B i i i « i i > M i M i n 

http://www.excelhustler.com


continued from page 52 
selling and big box stores," says Walker. "If 
you don't do that, you will not have a viable 
service system to take care of your cus-
tomers." 

"Finding reliable dealers who will even ser-
vice mowers purchased at big box stores is be-
coming more difficult for landscapes," adds 
Carol Dilger, marketing services manager at 
Gravely, an Ariens Company in Brillion, WI 
that makes riding and walking lawn mowers. 
"Also, as the number of dealers continues to 
decline, it becomes even more difficult to find 
someone who will service the unit." 

According to Kadel, manufacturers who 
go to big box stores are after quick sales 
numbers with a short term plan. "They end 
up ignoring the value of the independent 
dealer and the role he plays in keeping 
equipment going," says Kadel. 

As a manufacturer of walk-behinds, Bill 
Shea, vice-president of sales at Ferris Indus-
tries in Munnsville, NY, says "manufacturers 
have to partner with those commercial deal-
ers who put the commercial cutter at the 
highest priority on their customer list." 

Taylor adds, "At the same time we must 
understand the challenges the contractor is 
facing and make sure we are responding with 
solutions to address them. For instance, is it 
the actual price that is driving the contractors 
to the big boxes or the convenience factor?" 

"Some of the ways we work with our 
dealers are by identifying the buying habits, 
shopping patterns and what drives key deci-
sions of contractors," he adds. 

Ease of servicing goes hand-in-hand with 
productivity. Not only does an equipment 
owner want servicing to be fast so he can 
spend more time mowing, but he also wants 
servicing to be easy and convenient so it ac-
tually gets done. 

According to Warfel, the following are 
specific design features that make self-servic-

"Manufacturers must 
work with dealers to 

help them understand 
that service is a key 
factor to continued 

business success. While 
we are working to build 

equipment that will 
require less daily 

maintenance, dealer 
training is essential." 

— Dilger 
ing of products easier: 

• The rear hood can be fully raised to 
provide full access to the engine area. 

• All routine maintenance points can be 
serviced from the right side of the tractor. 

• Engine oil can be checked without 
raising the hood. This is especially conve-
nient if the unit is equipped with a grass col-
lector system. 

• A maintenance decal is located under 
the hood, making it easy to check for routine 
service intervals. 

• Electrical components are located to-
gether to make troubleshooting and servicing 
quick and easy if a problem should occur. 

• Engine oil filter, transmission filter and 
fuel filter are all accessible and replaceable. 

• All mower decks can be flipped up for 
safe, simple, easy servicing and cleaning. No 
need to disconnect the PTO drive shaft when 
flipping up the deck and no tools required. 

To mulch or not to mulch 
Mulching is a hot subject among professional 
these days. According to Cuddihe, Great 
Dane is testing new designs so their customers 
have the best mulching capabilities available. 

"We don't believe mulching has been 
perfected yet, but we think our mulch sys-
tems are the best there are," says Cuddihe. 

Kilgas says many people have a miscon-
ception of mulching. "Yes, it's good for the 
soil and grass. However, most people want 
things done right now — they don't want the 
job to take any longer than it would if they 
were to use a side discharge mower," Kilgas 
says. 'The only way to improve the mulching 
system is to provide a secondary chamber 
where the mulching process takes place." 

Cloutier has his own ideas about the per-
fect mulching system. "It's not just closing 
off your discharge chute," he says. "It truly is 
a system of combining flow control baffles 
with the placement of mulching baffles, 
mulching blades and discharge cover." 

The safety factor 
Breningmeyer says watching a contractor discon-
nect the safety switch in a seat makes him cringe. 

"Safety is of paramount importance with 
us," he says. 'It costs more money to test and 
make sure products meet certain safety require-
ments which are voluntary, and few of our 
competitors meet that standard. Maybe they 
don't think they can compete from a financial 
standpoint and consider themselves suitproof." 

Whurr says manufacturers need to pay 
more attention to legislation as it relates to 
noise pollution and alternative fuel systems. 
"We have to make sure we design our prod-
ucts to meet the various standards of the 
marketplace today." 

"We believe professional landscape con-
tractors are also concerned about safety, and 
while everyone wants to go faster, safety is 
foremost," adds Cuddihe. 



When Only The Best Will Do... 
Go With Quality Seed From Pennington. 

At Pennington, we know what kind of grass you want for your turf and we've spent years 

perfecting it Seed that puts down roots quickly and is resistant to hungry birds and 

insects. In short the seed should be Penkoted®, as all Pennington Seed can be. The grass 

should have a deep green color and the durability you require, especially during the harsh 

winter months. For these very reasons we offer elite varieties of Perennial Ryegrasses . . . 

Shining Star,; Jet, Wind Dance, Morning Star, Palmer III and Sonata, and our top 

quality turf type tall fescues . . . Plantation, Duster, Virtue, Signia, /fafo/ Sentry, and 

Bandana. 

fog of Pennington seed is the result of fifty years of research and experience. Only 

the best new varieties of grass are selected to wear the Pennington logo...so you can always 

rely on Pennington for the results you want. With Pennington, the quality is in the bag. 

Ufts Seed 
a Division of Phmingtopi w inc. PENNINGTON SEED. QUALITY YOU CAN TRUST. 

Call Pennington Seed at 1-800-286-6100 ext. 281 for a distributor near you • www.penningtonseed.com 
sportturf@penningtonseed.com 

http://www.penningtonseed.com
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MOWERS 2001 
Country clippin' 
Country Clipper's zero-turn mower 
Zeton comes with either a joystick 
or conventional twin stick steering. 

seven spindles and cutting width of 
12 ft.; 9180RD with nine spindles 
and cutting width of 15 ft.; and 
9204RD with nine spindles and 
cutting width of 17 ft. Mowers can 
cut up to 8.8 acres per hour. For 
more information, contact Woods 
Equipment Co. at 815/381-6028/ 
Circle no. 272 

Get a load of this 
Walker Manufacturing Co.'s loader 
bucket attachment works with the 

Other features include a stand-up 
deck, suspension seat and 24 x 12 
x 12 rear tires and 13-in. front tires. 
It's available with either a 25-hp 
Kohler Pro Command or 26-hp 
Kohler EFI engine. For more infor-
mation contact Country Clipper Di-
vision, Shiwers Mfg., Inc. at 
800/344-8237 / 
Circle no. 271 

Cut wide and fast 
Woods Equipment Co.'s rear dis-
charge Turf Batwing line features 
three models — 7144RD with 

Quick-Change Implement Hitch 
System on the Walker tractor. It 
lifts 180 lbs. and 2-1/4-cu. ft. of 
material with 14-in. ground clear-
ance. For more information, con-
tact Walker at 970/221 -5614 / 
Circle no. 273 

Cut everything 
Woods Equipment Co.'s new 
BrushBull line of single spindle cut-
ters are available in cutting widths 
of 48 to 84 in. The series includes 
rotary cutters, standard-duty utility 
cutters, medium-duty machines for 
mowing brush and heavy-duty cut-

ters. For more information, contact 
Woods Equipment Co. at 
815/381-6028/ 
Circle no. 275 

Deck-orated 
LESCO's Viper midmount zero-turn 
mowers have improved fabricated 
decks and three new deck widths: 
48-, 54- and 60-in. A 19-hp 
Kawasaki twin-cylinder OHV 
power plant powers the 48-in. 
Viper, while a 23-hp engine pow-
ers the 54- and 60-in. models. 

Stable ride 
Husqvama's zero-turn ZTH6125 mowers feature a unibody 
frame for a low center of gravity and wide wheel stance for sta-
bility. Exactly 19 cutting heights fit any application need. The 
52- and 61-in. decks offer 1.5- to 6-in. height in 1/4-in. incre-
ments. Maximum ground speed is 10 mph and fuel capacity is 
11.4 gallons. They feature air-cooled, liquid-cooled and fuel in-
jection engines. An optional foot assist lift mechanism lessens 
the effort of raising the deck over curbs or changing cutting 
height options. For more information contact Husqvarna at 
704/597-5000 or www.husqvarna.com / Circle No. 274 

Each unit 
comes with an ar-
ticulating front axle, and the decks 
are fitted with four adjustable anti-
scalping wheels and adjustable 
anti-scalping rollers on the front 
and back. Decks adjust to cut from 
1.5 in. to 5 in. by a foot pedal. For 
more information contact LESCO, 
Inc. at 800/321-5325/ 
Circle no. 276 

Less noise 
New Holland's MC Series commer-
cial mowers feature diesel engines 
that are isolation-mounted and 
have under-hood exhaust for 
quiet, vibration-free operation. 
They also have a large, unob-
structed platform with lots of leg 

room. A full suspension seat with 
weight adjustment is standard 
equipment. The steering column 
has telescopic adjustment to ac-
commodate operators of all sizes. 
Cup holder and auxiliary power 
socket for cell phone are standard. 
For more information contact New 
Holland at 888/290-7377 or 
www.newholland.com/na / 
Circle No. 277 

http://www.husqvarna.com
http://www.newholland.com/na


Smooth ride 
Great Dane Super Surfer mowers 
feature a spring loaded platform 
set forward of the drive wheels to 
reduce bumps and jars. They also 
provide comfort and security to the 
operator during zero turning ma-
neuvers due to the platform's posi-
tion. They come available in cutting 

widths from 36 in. to 61 in. and 
engine sizes from 15 hp to 23 hp. 
For more information contact 
Great Dane Power Equipment, Inc. 
at 812/218-7100/Circleno. 278 

Brush up 
The Swisher 44-in. Trailcutter is de-
signed for clearing brush from 
overgrown fields, roadsides, fence-
lines and trails. It features a 10.5 hp 
engine, heavy duty swinging 
blades which can handle brush up 
to 1-1/2-in. in diameter, universal 
articulating hitch and single-point 
height adjustment. For more infor-
mation contact Swisher, Inc. at 
660/747-8183 or www.swisher-
inc.com/Circle no. 279 

Making the cut 
John Deere's 1400 Series front 
mowers feature gas or diesel liq-
uid-cooled Yanmar engines from 

28-hpto31-hp.A14.5-gal.fuel 
tank allows for all-day mowing. 
The air intake system allows air to 
enter from the rear and side of the 
mower for lower sound levels at 
the operator station and less debris 
buildup. Available are 60- and 72-
in. 7-lron side-discharge mower 
decks. A 20-in. turning radius to 
the trim side leaves only a 28-in. 
uncut circle of grass. For more in-
formation contact John Deere at 
800/537-8233 or www.john-
deere.com / Circle no. 280 

Zip in a Z 
Exmark Manufacturing's XP series 
of Lazer Z riding mowers features 
27-hp liquid-cooled diesels or 31-
hp liquid-cooled gas models. Each 
model is available with either a 60-
in. UltraCut deck that mows up to 
six acres per hour or the 72-in. Ul-
traCut deck that mows up to seven 
acres per hour. Ground speed is 11 
mph forward and 7 mph in re-
verse. For more information con-
tact Exmark Mfg. Co., Inc. at 
402/223-6300 or 
www.exmark.com / Circle No. 281 

Nice blades 
The Gravely 260Z comes equipped 
with stay-sharp Tungsten carbide-
coated blades, maintenance-free 
Gravely XL spindles and a two-year 
limited commercial warranty. It's 
manufactured with either a Kohler 
Command OHV 25 hp engine or 
25 hp Kawasaki engine. The air-
flow deck's cutting chamber expels 
clippings faster using a 21-in.-wide 
discharge tunnel. For more infor-
mation contact the Ariens Co. at 
800/678-5443 or 
www.gravely.com / Circle no. 282 

Prowl around 
Encore Manufacturing Co.'s 
Prowler Mid Cut features a front-
cut style deck suspension on a mid 
mount. The full floating deck artic-

ulates, following terrain with front 
wheels that are independent of the 
mower so they can stay on the 
ground. For a level cut at high 
speeds, there's a PTO shaft which 
feeds power to the blades and a 
heavy-gauge welded steel deck 
with reinforcement channels con-
trolling vibration. The 5-1/2-in. 
deep deck handles grass better 
than typical shallow decks. All 
Prowlers (52-, 61- and 72-in.) have 
a low maintenance blade spindle 
assembly for longer bearing life 
and easier routine maintenance. 
For more information contact En-
core Manufacturing Co., Inc. at 
402/228-4425 / Circle no. 283 

Tight maneuvering 
Textron's Bunton BZT1000 Series 
zero-turn mowers are powered by 
a 25 hp Kohler engine and come 
equipped with a 42- or 48-in. 
deck. Side-discharge and collection 
options are available for both 
decks. Twin steering levers control 
independent power to each wheel 
for tight maneuvering. For more in-
formation contact Textron at 
262/637-6711 or 
www.textron.com / 
Circle no. 284 

No fixin' a Dixon 
Dixon Industries Inc.'s ^ 
ZTR® 8000 Series 
commercial 
mower features 
a 25-hp Kohler 
Command or 
26.5-hp Briggs & 
Stratton-Daihatsu 

engine; white wheel motors and 
Hydro-Gear® BDU pumps; 60- or 
72-in. cutting widths; "big rig" 
seat suspension and fully-ad-
justable seat; speed up to 10 mph; 
11-1/2-gal. fuel capacity; and 1-in. 
front caster wheel. Attachments in-
clude broom, grass blower and 
catcher, snow blade, snow blower 
and carryall rack. All mount to 
mower with automatic-type re-
ceiver hitch. ROPS available. For 
more information contact Dixon In-
dustries, Inc. at 800/264-6075 or 
www.çliXQn-ztr.çQrn / 
Circle no. 285 

Endearing steering 
Textron's Bob-Cat ZT 200 Series 
now includes a 20-hp Yanmar 
diesel engine. The liquid-cooled ZT 
220D provides up to twice the reli-
ability and fuel economy of gas en-
gines. The ZT 200 Series offers a 
19- or 23-hp Kawasaki V-Twin en-
gine and a 25-hp Kohler Com-
mand engine. The mowers feature 
lever-type steering that controls in-
dependent power to each wheel. 
The hydrostatic drive enables the 
machine to reach speeds up to 8 
mph. For more information contact 
Textron at 262/637-6711 or 
www.textron.com / Circle no. 286 

Easy does it 
Rich Manufacturing, Inc.'s Convert-
ible features easy-access controls 
and a spring-loaded seat that can 
be adjusted forward and back. The 
platform is designed for easy 
mounting and dismounting. Its 
mower deck is made of 10-gauge 
steel, welded not stamped with a 
curve trimming edge to prevent 
deck damage. The deck lift system 

allows for seven different height 
positions. For more informa-

tion contact Rich 
Manufacturing, Inc. 
at 765/436-2744/ 

Circle no. 287 

http://www.exmark.com
http://www.gravely.com
http://www.textron.com
http://www.textron.com


B Y C U R T H A R L E R / C O N T R I B U T I N G E D I T O R 

These 
contractors have 
f o u n d the sight 
mix off mater ia ls , 
pr ices a n d 
products to m a k e 
hydroseed ing 
services 
prof i tab le It's summer and business is 

heating up. So are the chances 
of your hydroseeder plugging. 
One problem might be failure 
to rinse out the hoses. A 
minute with the rinse tank can 
save hours of frustration. 

"Clogged hoses can be a real mess," says 
Rob Childs, owner of Outside Unlimited, 
Meredith, NH. He's found that keeping tabs 
on the paper material carrying the seed can 
reduce the likelihood of clogging. 

Childs does about 70% commercial hy-

droseeding, including new houses and shop-
ping centers. Most of the residential work is 
around the upscale homes of the Lakes Re-
gion. A two-man hydroseeding crew follows 
the grounds team onto job sites. 

John Goode, who operates Easy Lawn of 
Ohio Valley, Cirdeville, OH, recommends 
using a paper-based mulch, especially on the 
smaller units. "Paper absorbs all the water it 
is going to take up in about 10 minutes," he 
says. "Wood will keep absorbing water for an 
hour or more." 

continued on page 60 

"Those home-built trailers are really versatile and mobile when 
we have to run them in between buildings." 

-Wiggins 

Effective, efficient 



D r i v e t h e E v o l u t i o n 

Enhanced Control System (ECS) delivers the ultimate in walk-behind comfort and ease of operation. 

I X M A I K 

• The evolutionary Enhanced Control System (ECS) provides optimum comfort and safety when 
operating the Turf Tracer* HP. Take hold of the cushioned handles and you'll appreciate how 
comfortably natural the positioning of your hands, arms and back feel. Operate the steering 
levers and you'll be amazed by how little pressure is 
required. Maneuver the neutral locks and you'll be 
impressed by their effortless operation. Focus on the 
topside positioning of the controls and you'll see how 
this creates a safety zone that keeps your hands farther 
away from obstacles, protecting them from injury. Join 
the evolution. Visit our website or ask your friendly 
Exmark dealer for a personal demonstration today. 

W W W . e x m a r k . c o m Circle No. 129 on Reader Inquiry Card Exmark Manufactur ing C o m p a n y 
Beatr i ce , N e b r a s k a U . S . A . 

Available 
Spring 2001 

http://WWW.exmark.com
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Goode's business is a 50-50 mix of residential and commercial 
jobs. The latter includes shopping stores and recent work around the 
Ohio University campus in Athens, OH. 

"If you have mostly wood in the blend, you are more prone to 
clog," he says. He feels it is safe to use wood mulch, paper mulch or a 
blend in larger units, but the carrier should vary with the application. 

Hot weather blues 
There are specific reasons material dries out, and it is a major cause of 
hydroseeder hassles, agrees Tim Fesler, shop foreman at HydroTurf, 
Inc. (www, hyd roturf. net) Mendota, MN. He works on units from all 
manufacturers. The drying problem is especially tricky in warm 
weather. 

"Then, you've got 500 gallons of solution in your tank and a 20-
minute drive between jobs," Fesler says. Even if the agitator is working 
in the tank, the hose just sits there. "In 90-degree weather, that's all it 
takes for the hose to get plugged." 

Fesler says the tank is usually not a problem as long as the material 
stays agitated. But there almost always will be residual material in the 
hose. Rinsing the line after each application can save three or four 
hours of downtime. 

The right carrier material 
While there has been debate about various kinds of carriers, Roch 

HydroTurf has designed a new inductor system for agitation that 
works better than mechanical agitation, Fesler says. "If you're pumping 
10 gallons to the nozzle, the inductor is pumping 40 gallons." In their 
300-gallon unit, there are three inductors; the 1,000-gal. model has 
eight. 

"The result is there are no dead 
spots," Fesler continues. "I haven't 
had any plug-up yet." 

HydroTurf s units come with 
two motors. Not only does this 
allow two workers to pump off 
one machine, but also the twin 
system allows emptying a tank if 
one motor should break down. 
The 13-hp pumps are made by 
Briggs & Stratton. "You don't need T , . . B . -Turfgrass specialist Roch Gaus-
to go any bigger - the pump won't s o j n r e c o m m e n d s n e w s p a p e r 

turn any faster, " Fesler says. "Actu- f j b e r a j ^ m a t e r j a | 

ally," he adds, "the 9-hp one is 
probably enough. But a 13-hp 
motor won't lug down with the mulch." 

4th Annual 
New England 

Regional 
Turfgrass 

Conference 
& Show 

March 7-9,2001 
R.I. Convention Center, Providence 

A Combined Six States Show... 
Show & Conference Pass Includes 

• Opening Reception • Admission to Trade Show 
• Educational Sessions • Keynote Speaker 
• Show Reception • Luncheon Voucher(s) 

Over 400 tori Related Booths Await You.. . 
Meet professionals on the cutting edge of turf management. See the 
latest in equipment, products and supplies. Join fellow lawn, golf, 
sports, landscape, municipal & other turf industry professionals. 

Certification Credits 
Pesticide Applicators Recertification Credits have been 
requested for all New England states, N Y and NJ. 

GCSAA Seminars 
Advanced Weed Management 

Informative Presentations 
• Golf Course Mgt. • Lawn & Landscape • Sports Turf • 
Grounds • Parks & Recreation • Equipment Management 

Keynote Speaker 
March 4th 

J i m Nantz 
Anchor of The NFL Today 
the CBS Television Network's 
NFL pregame studio show, 
Jim Nantz has covered virtu-
ally every sport since joining 
CBS. His credits include serv-
ing as anchor ofCBS's golf 
coverage of the PGA Cham-
pionship and The Masters. 

Presented by: The New England Regional 
"ftirfgrass Foundation in cooperation with 
URI and I Mass for the benefit of the New 
England Go\f &. Green Industries. Proceeds 
dedicated to the support and development of 
turf research and education. 

Watch your mail for your registration form or call 
(401)848-0004 • Visit us online at www.NERTF.org 

TRADE SHOW HOURS: 
Wed., Mar. 7 • 5pm-8pm 
Thürs., Mar. 8 • 10am-2pm 

• 4pm-6pm 
Fri., Mar. 9 • 9am-2pm 

EDUCATIONAL SESSION HOURS: 
Wed., Mar. 7 • 9am-5pm 
General Session & Keynote Speaker 

Thürs., Mar. 8 • 8-10:30am/2-4pm 
Fri., \far. 9 • 8:30-11 am/ 

• 11:15am-1:15pm 

http://www.NERTF.org


"Hydroseeding is more 
successful in New England than 

in the mid-Atlantic." 

Gaussoin, turfgrass specialist at 
the University of Nebraska, Lin-
coln, says he has seen no differ-
ence. 

"We tend to recommend 
newspaper fiber. It is cheap, 
readily available and decom-
poses more quickly than the 
wood-based product," Gaussoin 
says. Like many others, he has 
heard the concerns about wood 
chip-based materials tying up ni-
trogen. 

"The theory is that the excess 
wood messes up the carbon-to-
nitrogen ratio," he explains. 
However, he downplays the 
possibility. "Bark and wood-
based carriers are not a problem. 
I personally don't think it is a 
concern. No research that I've 
seen points one way or the 
other." 

At Twin Rivers Lawncare & 
Landscaping, Lexington, SC, 
owner Harold A. Wiggins, Jr. 
uses three or four different 
brands of wood-fiber carrier, de-
pending on the job require-
ments. Their work is split about 
50-50 between commercial and 
residential all around the state. 
However, most are upscale 
homes and developments, not 
highway work. 

"We use some materials with 
dye built in and some that you 
can add on your own," Wiggins 
says. 

Because his two Turbo Turf 

- Childs 
hydroseeding systems do not 
have big internal agitators, he 
feels most comfortable with 
bagged material that comes 
loose. "That way you don't have 
to break it up," he notes. 

"I like to use a combination 
of wood and paper," Childs says. 
"The wood fiber is good for ero-
sion control, but too much 
wood can cause a problem. I like 
to see a 40-60 wood to paper 
mix." He uses a turf fiber mulch 
that is combined with a park 
and athletic seed mix, including 
bluegrass, fescue and rye. "It's 
designed so the bluegrass be-
comes the predominant variety." 

"We recommend Jet Spray 
for all seed types," says Fesler. 
The material is a wood/cellu-
lose/paper mix that meets all 
specifications for most cities and 
states. Fesler's company used to 
recommend mulch pellets. 
"They are compressed way too 
tight," he adds. "It's a good ma-
terial designed for dry spread, 
not for hydroseeding." 

The spray is more of a flake. 
"It has a good dye in it and you 
can get it mixed with starter fer-
tilizer," Fesler adds. 

Gaussoin says the "stickers" 
may be the more important 
concern. "It boils down to the 
emulsifiers used to get the uni-
form distribution required for 
the seed," he says. 

i 
Rob Childs moved to New Hampshire to start Outside Unlimited, a $3- to 
$4-million business offering hydroseeding for new residential properties 
and shopping centers. 

Doesn't need straw 
At Outside Unlimited, Childs 
finds that his crew rarely has to 
use straw mulch. This is differ-
ent from his experiences farther 
south. For 25 years, Childs 
worked in a family business in 
Annapolis, MD. About four 
years ago, he moved to New 
Hampshire to start Outside Un-
limited, which now grosses $3 
to $4 million a year. 

"Hydroseeding is more suc-
cessful in New England than in 
the mid-Atlantic," he says. "We 
rarely have to use straw mulch 
unless we're on a steep slope 
where erosion is a problem. 
And, germination rates are 
much higher." 

He credits that to the cooler 
New England nights. "Also, we 
can use bluegrass here, not im-
proved fescues. We get a better 
response with the bluegrass," he 
says. The firm uses an 1,100-gal-
lon hydroseeding unit from 
Bowie Industries, Bowie, TX. 

Goode says that hydroseed-

ing will be simpler in almost 
every case. The only time he 
recommends using straw is for 
jobs done at the end of the year. 
"Straw is a better insulator," he 
notes. "I'd hydroseed and then 
place some straw over it" 

It was a run-in with straw 
that got Goode into hydroseed-
ing in the first place. He had just 
finished seeding a new lawn and 
covering it with straw when a 
storm came and sent the straw 
onto nearby properties through-
out the neighborhood. It took 
five men one day to rake the 
neighborhood; he had to put a 
mesh net down over the lawn 
and deal with the neighbors' 
complaints. He picked up the 
cost of the cleanup. 

"I just got tired of messing 
with straw," he concludes. "For 
the amount of money I wasted 
on that job alone, I could have 
made a nice down payment on a 
hydroseeder." 

Gaussoin maintains that hy-
continued on page 62 

"We tend to recommend newspaper fiber. It is cheap, readily 
available and decomposes more quickly than the wood-based product." 

- Gaussoin 



HydroTurf's hydroseeder has a new inductor system for agitation, offering an alternative to mechanical agita-
tion. Various models on the market accommodate large and small seeding jobs. 

continued from page 61 

dromulching can also be the dif-
ference between success and 
failure on any sloped or nonirri-
gated field. "In addition to the 
seed being wet, that extra bit of 
moisture can be the difference 
between success and failure," 
Gaussoin says. 

He adds that the mulch crust 
helps stabilize sloped fields, pre-
venting erosion where a mesh is 
not used. 

Sizing units 
If you are considering a hy-
droseeder, size the equipment to 
the workload. A landscaper who 
is doing one home a day or a 
couple a week probably can get 
by with a 300-gal. unit. 

"However, I've seen many 
come back and say they wish 
they'd gotten a 500-gal. unit," 
Fesler says. 

If you do a lot of restoration 
work, big lawns, or the equiva-
lent of 5,000 to 10,000 sq. ft. a 
day, look at 500 gallons or 
larger. A 750 will probably be 
suited to such an operation, Fes-
ler says. 

Goode's rule of thumb is 
that anyone doing 10 acres or 
more should go with a 900-gal. 
unit. A unit with a 900- to 
1,000-gal. capacity will do about 
10,000 to 12,000 sq. ft. per 
tankful. 

He figures the cost of hy-
droseeding — including the ma-
terials, cost of labor, gasoline and 
equipment depreciation — in 
the area of 1.5 to two cents per 
sq. ft. 

Wiggins is happy with his 
500-gal. units. "Most of our jobs 
are two or three acres," he ex-
plains. "We keep a 500-gal. unit 
busy. If we need to run two 

units, we call in another." 
Much of the work Wiggins 

does is between fancy homes 
and around tight spots. He is 
proud of the custom-designed 
and custom-built trailers made 
in his own shop. 

"The trailers were custom 
made to fit the hydroseeders so 
the unit does not hang out over 
the side. Those trailers are really 
versatile and mobile when we 
have to run them between 
buildings," he notes. 

A typical seeding mix is cen-
tipede mixed with carpetgrass. 
"The centipede takes a long time 
to germinate. The carpetgrass 
provides quick cover and the 
centipede takes over," Wiggins 
explains. 

They also are one of the few 
companies to hydroseed zoysia-
grass. They use Zenith zoysia-
grass and have been successful 

pumping it onto landscapes. 
Gaussoin says the size of the 

seed used (such as fescue versus 
bluegrass) is not a factor in 
choosing a carrier. "As long as 
the carrier lends itself to even 
distribution, it is not an issue," 
he says. 

Battles over the benefits of 
jet or mechanical agitation con-
tinue to rage. Manufacturers of 
each have a litany of arguments 
why their process is better than 
others'. 

Goode opted for jet agitation 
over paddles because he pre-
ferred a poly tank over steel and 
wanted to keep the mechanics 
and maintenance as simple as 
possible. 

"Both systems work," Goode 
says. "It depends more on the in-
dividual manufacturer and the 
model of the machine." 

"The price is not that much 
more than standard seeding," 
Gaussoin says, "but the better 
chance of success alone justifies 
the extra cost of hydroseeding." 

— The author is a 
contributing editor of 

Landscape Management 
and managing editor of 

TurfGrass Trends. 

"You've got 500 gallons of solution in your tank and a 
20-minute drive between jobs. In 90-degree weather, that's all 

it takes for the hose to get plugged." 
- Fesler 
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A sprinkling 
of great products 
BY CURT HARLER / CONTRIBUTING EDITOR 

While there is great care to 
avoid system failures when in-
stalling sprinkler heads and 
emitters, Norm Mueller of 
I.S.A., Inc. finds that not clean-
ing out irrigation lines is the 
biggest problem. "It's more an 
issue with PVC than poly," he 
says. 

Mueller, of Phoenix, AZ, is 
the Southwest representative 
for Bowsmith. Bowsmith's 
emitters are widely used in 
government and commercial 
applications. Much of the 
water in the Southwest is ei-
ther reclaimed or loaded with 
calcium. Either the system has 
to be filtered or it must use 
emitters which can handle 
"thick" water. 

"We see about 70% of our 
commercial applications 
using threaded emitters with 
PVC pipe," he says. Most of 
the residential applications 
are done with smaller emit-
ters on poly. 

It's not unusual to see some 
leakage when a system is first 
turned up. Mueller says it's not 
usually a continual problem in 
systems with barbed emitters. 
"Pressure from the line will 
push the barb up against the in-
side of the tubing wall," he says, 
which seals the leak. With 

threaded systems, the seal is 
more positive and there should 
be less leakage. 

To minimize damage or 
vandalism, Mueller likes to see 
as little of the emitter poking 
up as possible. "Run the 
spaghetti right up to the base of 
the plant and only have two or 
three inches sticking up," he ad-
vises. 

Whether the application 
calls for emitters or sprinkler 
heads, there are many good 
choices available from various 
vendors. 

BOWSMITH 
800/B0 WSMITH 
mail@bowsmith.com 
The Fan-Jet Microsprinkler 
from Bowsmith, Exeter, CA, 
provides high spray trajectories, 
consistent and larger wetting 
patterns and low cost in a 
water-saving, low-flow device. 
Heads are available in 18 wet-
ting patterns. Color-coded noz-
zles in seven sizes offer wide 
customization possibilities. The 
company also makes nonstop 
drip emitters with continuous 
flushing action to get rid of 
slime and small particles. Emit-
ters are available in 0.6, 1.0 and 
2.0 gallon/hour models. 
Circle no. 258 

Irrigation tips 

• Look for water-saving heads 

• Keep sprinkler lines clean 

• Reset controllers monthly during 
summer 

• Reset controllers quarterly other times 

Bowsmith's microsprinkler 

mailto:mail@bowsmith.com


FLOPPY SPRINKLER 
27/13752-4252 
www.floppysprinkler.com 
The Floppy Sprinkler, from Floppy Sprin-
kler Ltd., Nelspruit, South Africa, has a 
plastic nipple on which a flexible silicone 
tube is mounted. When water passes 
through the tube, it snakes to and fro, ro-
tating 360 degrees, forming even droplets. 
Circle no. 259 

HUNTER INDUSTRIES 
800/733-2823 
www.hunterindustries.com 
Simplify installation of poly pipe irrigation 
systems with the new male x barb fitting 
for the Hunter PGV 
Valve. It slips di-
rectly onto poly 
pipe for faster in-
stallation, elimi-
nating the need 
for additional fit-
tings. Depending 
on the 
model, 
PGV flow 
rates can be 
varied from 1 gpm to 
120 gpm. All units are pressure-rated to 
150 psi, with high-grade construction. 
Circle no. 260 

K-RAIN 
MANUFACTURING 
561/844-1002 
www.k-rain.com 
The Dial-A-Nozzle from K-Rain Manufac-
turing Corp., Riviera Beach, FL, has four 
26-degree standard and four 12-degree 
low-angle nozzles on the same 5-in. pop-
up riser. Flow rates range from 1 gpm to 4 
gpm on low-angles, and 1.5 gpm to 6 gpm 
on standard nozzles. Units have 3/4-in. 
threaded NPT inlets, arc adjustment from 
35-360 degrees, and are pressure rated 
from 7 to 60 psi. 
Circle no. 261 

L.R. NELSON CORP. 
888/645-7668 
wwwtlrnelson.CQm 
The 8600 EZ Command Remote Program-
mer from L.R. Nelson Corp. is a full-func-
tion programming and operation control unit 

that works via radio. Two AA batteries keep 
time for a year. The 7000 and 7500 Gear 
Drive Sprinklers from the Peoria, IL firm fea-
ture nozzle insertion radius reduction for 
nozzle installation and diffuser pin adjust-
ment without removing the protective cap. 
Circle no. 262 

ORBIT IRRIGATION 
800/887-TURF 
www.orbitirrigation.com 
North Salt Lake, UT-based Orbit's new 
Control Center handles 6, 9 or 12 sta-
tions, with water budgeting, system diag-
nostics and programmable rain delay. In a 
power outage, the non-volatile program 
memory saves the schedule, which can 
range from 1 to 28 days. Four-cycle start 
times for each program add versatility. 
Circle no. 263 

RAIN BIRD 
626/963-9311 
www.rainbird.com 
The latest addition to the Rain Bird Xeriga-
tion Control Zones is the XCZ-100 COM. 
This 1 -in. control zone for commercial ap-
plications has a PEB valve, RBY-C in-line 

filter, 40-psi pressure regulator and manual 
ball valve and fittings. Stainless steel screen 
elements are available in various mesh sizes. 
Circle no. 264 

RAINDRIP 
800/544-3747 

Raindrip, Simi Valley, CA, can convert ex-
isting 1/2-in. underground sprinkler sys-
tems to low-flow. Screw off the sprinkler 
head, screw on a swivel elbow to a 1/2-in. 
sprinkler riser and attach a 1/2-in. poly 
hose for slow, even watering. Raindrip says 
the conversion reduces weed growth, evap-
oration and saves up to 70% on water. 
Circle no. 265 

SIGNATURE CONTROL SYSTEMS 
949/580-3640 
www.signaturecontrolsystems.com 
The 286/287 commercial rotor from Signa-
ture Control Systems, Irvine, CA, offers 
better performance and is less expensive 
than the old Thompson 186/187 line. Its 
plastic rotor provids more water distribu-
tion at a higher pop-up to clear taller 
grasses. Its design eliminates blow-by and 
has an adjustable arc nozzle — one of five. 
Circle no. 266 

TRANSITIONAL SYSTEMS MFG. 
530/751-2610 
www.transitionalsystems.com 
When two or more controllers are con-
nected to a master valve or pump circuit, 
adding a pump relay to each controller 
solves some problems, but the Isolator 
from Transitional Systems, Yuba City, CA, 
protects by locking out all controllers ex-
cept one. It handles feedback and phasing 
problems that arise when controllers are on 
different "legs" of a 240-volt service. 
Circle no. 267 
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ask the expert 
BY BALAKRISHNA RAO 

Spider mites 
Some Norway spruces on our clients' 
properties have dull, green needles. 
Some needles have yellowish flecking, 
discoloration and some browning. In a 
few cases, we found a small number of 
spider mites, which we treated with 
miticides. The results were marginal. Is 
there a different problem here? 

— Ml 

The yellowish flecking and browning ap-
pear to be related to spider mite feeding 
activity. The treatment you provided 
should have helped manage the problem. 
However, spider mite management success 
depends on several factors, such as choos-
ing the right miticide and applying it at the 
proper rate and proper timing with thor-
ough coverage. 

Another important aspect of mite 
problem management is rotating miticides. 
If you use the same miticide over and over 
again, the mites may become immune to 
it. You also may be killing off the benefi-
cial predatory mites. This makes the prob-
lem worse. 

To avoid creating a population of resis-
tant mites, use different miticides at differ-
ent application periods. Even with rota-
tion, there may still be a problem with 
resistance. Therefore, review your entire 
pest management program. Where feasi-
ble, reduce the use of multiple pesticides 
on a given host plant. Consider using a 
product that is environmentally friendly 
and ecologically sound with multiple target 
pest management capabilities. 

Also, check for the eriophyid mite, 
which has four legs and a slightly longer 
body (unlike the spider mites which have 

eight legs and round or oval bodies). Erio-
phyid mite damage can go unnoticed, and 
often is mistaken for other biotic or abiotic 
stresses. Products such as Avid or horticul-
tural oil should help manage the eriophyid 
mite. Again, remember to rotate the treat-
ments. 

Needles damaged by mites won't re-
cover. They will gradually defoliate. How-
ever, if the buds aren't dead, the plant may 
produce new needles. Water, mulch and 
fertilize the spruces to improve plant 
health. 

Winter weed woes 
W e take care of several lawns that 
have winter annual weed problems. 
We're thinking of using herbicides in 
the fall to manage these weeds next 
spring. Will this herbicide application 
control weeds in spring? When would 
be the ideal time to apply herbicides? If 
we offer this in the fall, do we need to 
reapply in spring? 

— Ml 

Winter annuals are weeds that germinate 
as temperatures begin to cool, usually in 
early September in many places in the 
United States. Little germination will occur 
during December, January, and February 
when temperatures are close to or below 
freezing. Winter annuals appear again dur-
ing March and April as the temperatures 
warm up. Winter annuals flower in spring 
and die when hot, dry weather prevails. 
Common winter annuals include: speed-
well, common chickweed, henbit, bitter-
cress. Often, perennial weeds such as dan-
delion and buckhom plantain also 

germinate in fall or early spring. 
Preemergent herbicides such as 

Benefin, Benefin + Trifluralin, Prodiamine, 
Pendimethalin and Oxyzalin, Bensulide, 
Oxadizon, Dithiopyr and DCPA applied 
in fall will help manage winter annuals. Fall 
application can also manage early season 
control of annual bluegrass in turf as well 
as certain broadleaf weeds from seeds if the 
proper herbicide is applied before the 
weed seed germinates. Applications of pre-
emergent in late August or early summer 
should control weeds during winter; appli-
cations in September through November 
help control weeds in spring and early 
summer. Determine more specific dates 
for germination and active growth in your 
immediate area to maximize your control. 

In addition to a fall application, a spring 
application of preemergent herbicides may 
be necessary, depending upon the weed 
pressure in a specific lawn. If broadleaf 
weeds are a problem, consider using Isox-
aben (Gallery), which can manage winter 
annual weeds as well as perennial weeds 
such as dandelion, buckhom plantain and 
white clover. Another option is to apply a 
postemergent such as 2,4-D to take care of 
existing weeds, and use Gallery for residual 
preemergent control. 

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: sgibson0advanstar.com. Please allow two to three months for an answer to appear. 
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Royal treatment 
When it came to defending majestic royal palms from royal 
palm bugs, the right insecticide saved time and trouble 

When royal palm 
trees started look-
ing like the vic-
tims of bad hair-
cuts a few years 
ago, Rick Wilson 
sought a solution. 

As president of Summer Rain Fertiliza-
tion Company, Margate, FL, which provides 
landscape care for commercial and residen-
tial customers in three South Florida coun-
ties, Wilson knew his customers wouldn't 
stand for unsightly royal palms. The trees 
line the streets and boulevards of many afflu-
ent communities, and, at 50 to 100 ft. tall, 
provide great visual appeal. 

"We started noticing royal palm trees 
with brown, frizzled fronds about three 
years ago," says Wilson. "Though the symp-
toms looked similar to a manganese defi-
ciency, we wanted to make sure before 
treating. With the help of our local exten-
sion service, we learned that the problem 
was caused by the royal palm bug, a tiny in-
sect that sucks juices from the new fronds as 
they unfurl, giving the palm tree a withered, 
shabby look." 

A harrowing task 
The next dilemma became how to treat the 
pest Because the insect lives in the crown of 
the palm, Wilson had to rent high lifts to carry 
workers with spray equipment to the tops of 
the trees. They sprayed the crown, returned to 
the ground, moved the equipment and re-
peated the process on the next tree. 

"Not only did this proce-
dure take a tremendous 
amount of time, it also turned 
into a safety issue," Wilson 
says. "In certain cases, I had to 
block off a lane of Interstate 
75 so we could move the de-
vice from tree to tree, treating 
each one. I was never com-
fortable with my guys dan-
gling 60 feet over a busy 
highway." 

In addition, Wilson knew 
the insecticide he used would 
only provide control for 90 to 
120 days, at which point he 
would have to retreat. The 
royal palm bug starts causing 
problems in late spring but 
can reinfest trees at any point 
during the year. 

"I can tell when it's May 
by looking at the royal palm 
trees," says Wilson. "Discoloration of the as a soil drench so we don't have to rent high 
center frond is the first sign of royal palm lifts," Wilson says, referring to the product's 
bug activity." systemic properties which allow it to be 

taken up by the root and translocated 
An easier way through the tree to the crown. "Second, it 
When Merit® insecticide by Bayer Corpora- provides excellent, long-term control of the 
tion received registration for control of royal royal palm bug, which means we don't have 
palm bug, Wilson tried it immediately. He to make so many repeat treatments, and we 
had successfully used the product for con- don't have the safety issues or the hassles of 
trol of scales, aphids and other pests. He the extra equipment." 
soon realized the advantages it had in con- Summer Rain crews apply Merit at 0.5 
trolling royal palm bugs. to 1.0 oz. per five gallons of water per tree 

"First, it can be applied to the root zone where the insects live. Wilson's team makes 

A Summer Rain employee applies insecticide to the root base 

of a royal palm tree. 



preventive treatments any time between October and February so 
the material has time to work its way through the tree by spring, 
when the insect is most active. 

Total care program 
Based on his experiences with royal palm bug and other tree prob-
lems, Wilson stresses a total tree care program. "We don't take con-
tracts unless the whole package is included," he says. "If a tree isn't 
fed properly, it will be much more susceptible to insects and stress. 
We advocate a minimum of four applications a year with proper 
palm fertilizer and micronutrients." 

As his business grows, Wilson accepts new properties with exist-
ing problems, such as royal palm bug infestations. Recently, he took 
on an exclusive housing development where the royal palms were 
visibly harmed. His crews applied Merit and initiated fertility treat-
ments. Wilson told the client to have patience because a complete 
turnaround could take up to a year. But it didn't take quite that 
long. 

"We did a drive-through about 60 days later and could already 
see improvement," he noted. "The outside fronds still show injury, 
but the center frond is healthier and greener. The bad crewcut is no 
longer there, and my client has hope!" 

A royal pain 
Royal palm bugs were menacing majestic royal palm trees 
on affluent South Florida properties managed by Rick Wil-
son and his company, Summer Rain. 
His dilemma: 
^ Royal palms range from 55 to 100 feet tall 
^ Royal palm bugs feed on the crown at the top of the 
trees 
^ High lifts were needed so crew members could spray 
trees individually 
^ Retreatment was necessary within 90 to 120 days 
His solution: 
^ Merit insecticide to control royal palm bugs up to one 
year because it requires no special equipment, and can be 
applied as a soil drench and can be used as a preventive 
fall treatment before bugs strike in spring 
Key client: 
^ City of Weston, developed on muckland soil 
^ Encompasses 575 acres and 800 royal palm trees 
^ Royal palm bugs infested trees, causing brown, frizzled 
fronds 
• Wilson turned around royal palm bug problem using 
treatments and proper fertilization 

Circle 132 

The Future of the Green Industry is Now... 
New Jersey Landscape 2001 
2 4 t h A N N U A L T R A D E S H O W 

A N D C O N F E R E N C E 

"Meeting the Needs of the Green Industry 
Professional" 

Wednesday, February 28, 2001 
8:30 AM-4:30 PM 

Meadowlands Exposition Center 
Secaucus, New Jersey 

$20 pre-registration • $30 day of show 

Sponsored by New Jersey Landscape 
Contractors Association 

630 Valley Court. Township of Washington, NJ 07676 
201-664-6310 • Fax: 201-664-7014 • www.njlca.org 

RUTGERS 
COOPERATIVE 
EXTENSION 
V t J i N i lumnnau I m n w M \imio\ 

http://www.njlca.org


lincivi1 FIIElí information on minimis anil services advertised in this issue. 
W J NAME (please print) 

L a n d s c a n e TITLE 

m a n a g e m e n t ! FIRM m a n a g e m e n t ! 
ADDRESS* 

January 2001 A 
This card is void after March 15, 2001 

CITY STATE ZIP January 2001 A 
This card is void after March 15, 2001 * Is this your home address? O Yes 

PHONE( ) 
O No 

FAX ( 1 
I would like to receive (continue receiving) E-MAIL ADDRESS 
LANDSCAPE MANAGEMENT free each month: 
O Yes O no 
1. My primary business at this location is: (fill in ON 
CONTRACTORS/SERVICE COMPANIES 
02 O255 Landscape Contractors (Installation & Maintenanc 
03 O 260 Lawn Care Service Companies & Custom Chemica 
04 O 285 Irrigation Contractors & Consultants 

Signature: Date: 
LANDSCAPE MANAGEMENT free each month: 
O Yes O no 
1. My primary business at this location is: (fill in ON 
CONTRACTORS/SERVICE COMPANIES 
02 O255 Landscape Contractors (Installation & Maintenanc 
03 O 260 Lawn Care Service Companies & Custom Chemica 
04 O 285 Irrigation Contractors & Consultants 

E only) 

) 
Applicators (ground & air) 

3. SERVICES PERFORMED (fill in ALL that apply) 
17 O A Mowing 22 O F Turf Fertilization 
18 O B Turi Insect Control 23 O G Turf Disease Control 
19 O C Tree Care 24 O H Ornamental Care 
20 O 0 Turi Aeration 25 O 1 Landscape Design 
21 O E Irrigation Services 26 O J Turf Weed Control 

27 O K Paving. Deck & Patio Installation 
28 O L Pond/Lake Care 
29 Q M Landscape Installation 
30 O N Snow Removal 
31 O 0 Other (please specify) 

O Other Contractors/Service Companies (please specify) 
LANDSCAPING/GROUNDS CARE FACILITIES 

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

05 O 290 Sports Complexes 
06 0 2 9 5 Parks 
07 0 3 0 5 Schools, Colleges & Universities 

O Other Grounds Care Facilities (specify) 

4b. If yes, indicate which products you buy or specify: (fill in ALL that apply) 
32 O 1 Aerators 39 O 8 Herbicides 46 0 1 5 Sweepers 
33 O 2 Blowers 40 O 9 nsecticides 47 0 1 6 Tractors 
34 O 3 Chain Saws 41 O 10 Line Trimmers 48 0 1 7 Truck Trailers/Attachments 

SUPPLIERS AND CONSULTANTS 
08 O 355 Extension Agents/Consultants for Horticulture 
09 O 360 Sod Growers, Turf Seed Growers & Nurseries 
10 0 3 6 5 Dealers, Distributors, Formulators & Brokers 
11 0 3 7 0 Manufacturers 

O Other (please specify) 

35 O 4 Chipper-Shredders 42 O 11 Mowers 49 0 1 8 1 rucks 
36 O 5 De-icers 43 O 12 Snow Removal Equipment 50 0 1 9 Turfseed 
37 O 6 Fertilizers 44 O 13 Sprayers 51 0 2 0 Utility Vehicles 
38 O 7 Fungicides 45 O 14 Spreaders 
5. Do you have Internet access? 52 O A Yes 53 O B No 
5A. If so, how often do you use it? 

2. Which of the following best describes your title? (fill in ONE only) 54 O A Daily 55 O B Weekly 56 O C Monthly 57 O D Occasionally 

12 0 1 0 Executive/Administrator - President, Owner. Partner, Director, General Manager, Chairman of the 
Board, Purchasing Agent. Director of Physical Plant 

13 O 2 0 Manager/Superintendent - Arborist. Architect, Landscape/Grounds Manager, Superintendent, 
Foreman. Supervisor 

14 O 3 0 Government Official - Government Commissioner, Agent. Other Government Official 
15 0 4 0 Specialist - Forester, Consultant, Agronomist, Pilot, Instructor. Researcher. Horticulturist. 

Certified Specialist 

101 113 125 137 149 161 
102 114 126 138 150 162 
103 115 127 139 151 163 
104 116 128 140 152 164 
105 117 129 141 153 165 
106 118 130 142 154 166 

173 185 197 209 
174 186 198 210 
175 187 199 211 
176 188 200 212 
177 189 201 213 
178 190 202 214 

221 233 245 257 269 281 
222 234 246 258 270 282 
223 235 247 259 271 283 
224 236 248 260 272 284 
225 237 249 261 273 285 
226 238 250 262 274 286 

293 
294 
295 
296 
297 
298 

305 
306 
307 
308 
309 
310 

16 0 5 0 Other Titled and Non-Titled Personnel (please specify) . 107 119 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
108 120 132 144 156 168 
109 121 133 145 157 169 
110 122 134 146 158 170 
111 123 135 147 159 171 
112 124 136 148 160 172 

180 192 204 216 
181 193 205 217 
182 194 206 218 
183 195 207 219 
184 196 208 220 

228 240 252 264 276 288 
229 241 253 265 277 289 
230 242 254 266 278 290 
231 243 255 267 279 291 
232 244 256 268 280 292 

300 
301 
302 
303 
304 

312 
313 
314 
315 
316 

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

A 
A'. A D V A N S T A R H PUBLICATION 

©2000 Advanstar Communications Ine Ail rights reserved 

108 120 132 144 156 168 
109 121 133 145 157 169 
110 122 134 146 158 170 
111 123 135 147 159 171 
112 124 136 148 160 172 

180 192 204 216 
181 193 205 217 
182 194 206 218 
183 195 207 219 
184 196 208 220 

228 240 252 264 276 288 
229 241 253 265 277 289 
230 242 254 266 278 290 
231 243 255 267 279 291 
232 244 256 268 280 292 

300 
301 
302 
303 
304 

312 
313 
314 
315 
316 

• m 

BUSINESS REPLY MAIL 
F I R S T - C L A S S M A I L P E R M I T N O 9 5 0 P I T T S F I E L D M A 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

Landscape 
M A N A G E M E N T 

ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9697 



limile FREE iiiïiirniatioii on |iimlnrl\ unii services advertised in (Iiis issue. 

BUSINESS REPLY MAIL 
F I R S T - C L A S S MAIL P E R M I T N O 9 5 0 P I T T S F I E L D MA 

P O S T A G E WILL BE PAID BY A D D R E S S E E 

NO POSTAGE 
NECESSARY 
IF MAILED 

IN THE 
UNITED STATES 

Landscape 
M A N A G E M E N T ! 

ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9697 

NAME (please print) 
TITLE 
FIRM 
ADDRESS* 
CITY 
*ls this your home address? 
PHONE ( ) 
E-MAIL ADDRESS. 

Signature: 

M A N A G E M E N T 

January 2001 A 
This card is void after March 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 O 285 Irrigation Contractors & Consultants 

C 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) 

.STATE . . ZIP_ 
O Yes o No 

-FAX (_ 

SUPPLIERS AND CONSULTANTS 
08 0355 Extension Agents/Consultants lor Horticulture 
09 O 360 Sod Growers, Turf Seed Growers & Nurseries 
10 0365 Dealers, Distributors, Formulators & Brokers 
11 0370 Manufacturers 

O Other (please specify) 
2. Which ol 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 O30 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) 

S a v e T I M E a n d fax it: 
4 1 3 - 6 3 7 - 4 3 4 3 

_Date 

3. SERVICES PERFORMED (fill in ALL that apply) 
22 O F Turf Fertilization 27 O K Paving. Deck & Patio Installation 
23 O G Turf Disease Control 28 O L Pond/Lake Care 

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 

24 O H Ornamental Care 
25 O I Landscape Design 
26 O J Turf Weed Control 

29 O M Landscape Installation 
30 O N Snow Removal 
31 O 0 Other (please specify) _ 

4a. Do you specify, purchase or influence the selection of landscape products? 
58 O Yes 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 

53OB No 

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

Ar, ADVANSTAR * publ.cat.on 
©2000 Advanstar Communications Ine Ail rights reserved 

54 O A Daily 55 O B Weekly 56 O C Monthly 57 O 0 Occasionally 

101 113 125 137 149 161 173 185 197 209 221 233 245 269 281 293 305 
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 2% 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 A 
112 124 136 148 160 172 184 196 208 220 232 244 256 268 280 292 304 316 Q j 



product focus 
™ TECH CENTER 

Making the 
grade 

A By itself, or pulled behind a tillage tool, Brillicn 
Iron Works says its Optimizer Pulverizer creates the 
optimum seedbed surface firm and texturized with-
out air pockets. With an average operating weight of 
200 lbs. per ft. of width and open wheel design, it has enough 
weight to break clods and texturize the seedbed without overpacking the soil. 
It s available in 3-pt. hitch models in working widths from 10 to 20 ft., and 
pull-type models from 10 to 46 ft. Drawbar length telescopes from 13 ft., 11 
in. to 19 ft., 1 in. on 28- and 46-ft. rrodels. For more information contact 
Brillion at 800/409-9749 or circle no. 268 

A The new Harley Power Box Rake for 
front-deck mowers can handle turf renova-
tion and overseeding, dethatching existing 
turf or removing old or worn turf for reseed-
ing. It operates driving forward, can 
windrow and grade to the right or left and 
can trap and remove unwanted debris with 
box endplates. It's available in 4- and 5-ft. 
models and comes with an adapter kit to fit 
most 22-hp front-deck mowers. For more 
information contact Glenmac, Inc. at 
800/437-9779 or www.glenmac.com or 
circle no. 269 

• ATI Corp.'s Model SS725 preseeder tiller 
attachment for skid steer loaders with 13-
to 18-gpm auxiliary hydraulic flow turns a 
rough grade into a finished seedbed. The 
72-in.-wide rotor tills, levels and rakes in 
one operation, and it can be used while dri-
ving in forward or reverse. The rotor teeth 
are mounted in a helical pattern for smooth 
operation and uniform seedbed depth. 
Working depth and rotor angle can be 
adjusted from the seat. The rotor can be 
hydraulically angled left, right or straight. 
For more information contact ATI at 
717/354-8721 or circle no. 270 

http://www.glenmac.com


products 

Little hydroseeder 
FINN Corp.'s T-30 HydroSeeder® has a 300-
gallon capacity and hydroseeds 1/10th of 
an acre in eight minutes. The smallest unit 
in the HydroSeeder line, it's designed for 
landscape contractors who want to add hy-
droseeding to their services, and is sized for 
smaller hydroseeding projects such as resi-
dences and office and apartment com-
plexes. It has a discharge distance of 70 ft. from a hose as long as 150 ft. 
For more information call 800/543-7166 or visit I circle no. 250 

Design with ease 
VectorWorks Landmark design software offers 
drafting and modeling with site and landscape 
tools to create, analyze and present site and land-
scape designs. Features include schematic design, 
3D visualization, planting design and manage-
ment, irrigation layout and advanced site model 
suite (includes DTM). 
For more information call 888/646-4223 or visit 
vwvw.vectorworkslandmark.net I arde na 251 

Walk this way 
Cub Cadet Commercial's G1436 gear-driven 
wide-area walk-behind mower has a 14-hp 
Kawasaki V-Twin OHV engine and a 36-in. cut-
ting deck. Other features include steel fixed 
fabricated deck, 5-speed Peerless® transmis-

sion with 9-spline shaft, vari-touch for quick 
and easy drive belt adjustment, double "V" 
drive belt to reduce slippage, Crew Boss™ 
Hourmeter/Tachometer and optional 2-wheel 
standing sulky. 
For more information call 877/835-7841 or visit 
www.cubcommercial.con I circle no. 252 

Solid as a rock 
Anchor Diamond® retaining wall blocks, suited 
for residential and commercial landscaping proj-
ects, are available in straight face and beveled 
three-way face styles, providing design flexibility 
for straight or curved retaining walls and terraces 
up to 3 ft. high. With the Anchor Pinless Sys-

tem™, a lip on the back of each Anchor block 
glides the block into place. An optional Anchor 
Diamond® step unit makes it easier and safer to 
walk between different parts of a sloped area. 
For more information call 877/295-5415 or visit 
www.anchofwall.com I circle no. 253 

Fine design 
Visual Impact Imaging's EarthScapes landscape 
design software features on-screen plant and 
modern hardscape libraries, a done tool to re-
move old landscaping, texture tool to paint in ma-
terials, advanced perspective tools and infinite lev-
els of undo. Also, create architect-quality plot map 
aerial views of your project, to scale, with Site-Plan 
Designer. With E-Z Estimator, estimates come di-
rectly from the landscape site plan and allow you 

to customize fields and modify prices. 
For more information call 330/665-9080 
or visit www. v i s ual i mpartim agi ng.com / 
circle no. 254 

Off-roading 
Steiner's UT669G gas utility vehicle features 4-
wheel, 14-gauge unitized steel body and tube 
frame, steel cargo box, rear wheel hydraulic 
brakes, hand-operated parking brake, automo-
tive-style steering wheel, horn, dual halogen 
headlights, dual stop/taillights, reverse sounder, 
skid plate, fiberglass front cowl, in-dash storage 
area, black bucket seats, floor mat and bed lift as-
sist. Options include cage, rear hitch, spare tire 
and tool box. Towing capacity is 1,200 lbs. Engine 
is V-twin, 480 cc, 4-cycle, 2-cyl., air cooled. An 
electric model is available through special order. 
For more information contact Steiner at 
330/828-0200/circle no. 255 

Better spreader 
Garber Seeder Company's new 3-pt. hitch 
spreader spreads seed or fertilizer into places such 
as square corners and dead-end spots, makes 
short turns without cramping the hitch, converts 
to a pull-type spreader, carries 180 to 360 lbs. or 
more and calibrates easily so that even small 
amounts of seed or fertilizer can be spread. 
For more information contact Garber at 
800/613-4860 or www.garber5ceder.com I 
circle no. 256 

Quiet blowing 
Billy Goat Industries' Quiet Blow series blower 
features an exhaust design that condenses and 
controls hurricane-force airflow into a tight pat-
tern. An economically designed lever allows 
the operator to control the direction of the air-
flow right from the handle. Billy Goat says its 
blower weighs 25 lbs. less than competitive 
units, and offers the lowest noise level of any 
wheeled blower on the market. 
For more information contact Billy Goat Indus-
tries at 816/524-9666 or www.bi I lygoat.com 
I circle no. 257 

TECH CENTER 

http://www.cubcommercial.con
http://www.anchofwall.com
http://www.garber5ceder.com
http://www.bi
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INFORM • INTRODUCE • INFLUENCE • INSTRUCT 

Reprints of Landscape Mangementarticles, 
advertisements, news items or special announcements are 
available through Advanstar Marketing Services. 
Customized to meet your specific needs, reprints are 
highly effective when you use them to: 
•Develop direct-mail campaigns 
•Provide product/service literature 
•Create trade show distribution materials 
•Present information at conferences and seminars 

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

article to post on your website. 

ARTICLES 
NEWS ITEMS 
ADVERTISEMENTS 

ADVANSTAR MARKETING SERVICES 
MARCIE NAGY 
1 - 8 0 0 - 2 2 5 - 4 5 6 9 ex t . 2 7 4 4 • 4 4 0 - 8 9 1 - 2 7 4 4 
Fax: 4 4 0 - 8 9 1 - 2 7 4 0 
Emai l : m n a g y @ a d v a n s t a r . c o m 

M A N A G E M E N T 
Landscape 

AD INDEX 
Aquascape Designs . .35 

126 BASF 50-51 
118 Cub Cadet 32-33 
131 Dixie Chopper 63 
134 Easy Lawn 73 
127 Excel Industries 53 
129 Exmark Mfg 59 
115 FMC 22-23 
123 Ferris Industries 40-41 
114 Finn Corp 21 
120 FMI 39 
113 Foley Enterprises 20 
108 Ford Motor Co 10-11 
116 CMC Truck 25 
103 Grasshopper Co CV3 
109 Grasshopper Co 12 
lioan Jacklin Seed 17-18 
133 JRCO Ine 73 
117 John Deere 27-29 
101 LESCO CV2-1 
130 New England Regional Turfgrass 60 
132 New Jersy Landcape Contractors Assoc 68 
106 PBI Gordon 7 
128 Pennington Seed 55 
125 Pond Supplies of Americ 19 

Rexius 15 
105 Rohm and Haas 5 
124 Rohmid 44-45 
102 Scag Power Equipment 2 102 
104 Textron CV4 
107 Wallœr Mfp 8 
This index is provided as an additional service. The publisher does not assume any liability for errors 
or omissions. 

J R C O At tachments 
for Spr ing c lean-up 

For commercial ridina & walk-behind mowers 

Tine Rake Dethatcher 
36, 46, & 60-inch widths 
Dethatch while you mow 
Flexible tines allow zero-turning 

without damaging turfgrass 

Blower Buggy Carrier 
Easy maneuverability 
Low profile 
Blow debris with 
speed & ease 

Jrco 
www.jrcoinc.com 

Call for dealer 

1-800-966-8442 
Circle No. 133 

" C O M P A R E . . . 

B E F O R E Y O U B U Y " 

• Industry Leading 

Performance 

• Wood or Paper Mulch 

• Low Maintenance 

• Easy to Use 

H Y D R O S E E D I N G S Y S T E M S 

^350 Gallon̂  
Units 

Starting at 
V $ 3 9 9 5 > 

VISIT US ON THE WEB 
FOR A LIST OF TRADE 
SHOWS NEAR YOU!!! 

Model Shown: L65 
Price as Shown: 
$12,995 « 

FOR M O R E I N F O R M A T I O N OR 
T O SEE A D E M O N S T R A T I O N 

C A L L 8 0 0 - 6 3 8 - 1 7 6 9 
C h e c k us out on the w e b at w w w . e a s y l a w n . c o m 

Circle No. 134 
LANDSCAPE MANAGEMENT January 2001 7 3 

mailto:mnagy@advanstar.com
http://www.jrcoinc.com
http://www.easylawn.com


C L A S S I F I E D S H O W C A S E 

M A N A G E M E N T 
Landscape 
For all ads under $250, payment must be 
received by the classified closing date. VISA, 
MASTERCARD, & AMERICAN EXPRESS 
accepted. S e n d to: Advanstar Market ing 
Services, 7500 Old Oak Blvd., Cleveland, 
OH 44130 

B o x N u m b e r Replies: 
Landscape Management LM Box#, 
131 W. First St., Duluth, M N 55802 

For A d v e r t i s i n g In format ion a n d 
A d P l a c e m e n t Contact : 
Leslie Zola 
440-891-2670, 1-800-225-4569, (ext. 670), 
Fax: 440-826-2865 
Email: lzola@advanstar.com 

Business For Sale 

Lawn Care & Maintenance 
Companies For Sale 

Orange County, FL • Gross: $800,000 
Pinellas County, FL • Gross: $400,000 

South Florida • Gross: $2 Million 

For more information on the above lawn care 
companies and other data, check our website: 

www.preferredbusinessbrokers.com 

All Conversations are Confidential 
Preferred Business Brokers 

Jay HoUon, P C O 
Licensed Broker 

863.858.4185 • 800.633.5153 • Fax 863.853.3193 

LANDSCAPE MANAGEMENT IN BEAUTIFUL 
COLORADO Servic ing over 1000 customers 
with their Lawn Care Program. Estab l i shed 
14 years, gross ing $518,218 with profit of 
$212,543. Jay Hoyal Broker- 800-757-6088. 
www.BizForSalelnColorado.com 2/01 

SOUTHWEST FLORIDA- Lawncare/ Landscape/ 
Pest Control- Residential and Commercial. Several 
Available For Sale. 70k to 700k+ Contact to Buy or 
Sell: Rainer M. Drygala. Business Broker, Century 
21 Sunbelt Realty, 800-809-5645 Ext. 337 2/01 

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 

1/01 

FOR SALE- An established Landscape, 
Landscape Maintenance, and Tree Service in 
the Dallas Area - in bus iness s ince 1986. 
Commercial and residential contracts included. We 
are located in a prime growth area in the DFW 
metroplex. $200,000+ in gross sales- asking 
$250,000. FOR INQUIRIES, call 972-923-2151. 

1/01 

Business Opportunities 

Tired of dealing w i th the 
prob lems the government has 
p laced on your bus iness? Wi l l 
the move to ou t l aw more 
pesticides, like Dursban, destroy 
your revenues? N o w is the t ime 
to cons ider your future wi th 
NaturaLawn® of America, 
the leader in natural, organic-
based and b io log ica l l awn 
care. Become the first in your 
area to use our cut t ing edge 
products and techno logy. Find 
out h o w easy it real ly is to 
franchise your exist ing business 
or start a new one. 
For free info, vis it our webs i te 
at www.nl-amer.com or 
cal l 8 0 0 - 9 8 9 - 5 4 4 4 . N
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The Best in Synthetic Golf Facilities 

W e will TRAIN YOU to b e SUCCESSFUL 
in t h e Backyard Pu t t ing G r e e n B u s i n e s s 

Cal l t h e P u t t i n g G r e e n P r o s 
Toll F r e e 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 

A R E Y O U R E A D Y F O R A 

L A W N S E R V I C E 
B U S I N E S S O F Y O U R O W N ? 

Make Your 
Dreams Come True 

The Spring-Green Way! 
C O M P L E T E S U C C E S S S Y S T E M ! 

• G r o w t h I n d u s t r y 
• L o w Ini t ia l I n v e s t m e n t 
• E x t e n s i v e T r a i n i n g a n d S u p p o r t 
• I n n o v a t i v e E q u i p m e n t O p t i o n s 
• P r o v e n M a r k e t i n g P r o g r a m s 
• F r a n c h i s i n g L e a d e r S i n c e 1 9 7 7 
• F a s t T r a c k S B A L o a n s 

For Free Information: 
1-800-435-4051 

www.spring-green.com 

CONKLIN PRODUCTS- Buy wholesale direct from 
manufacturer all your liquid slow-release fertilizers, 
surfactants, drift control, chelated micronutrients, 
lubrication and much more. Use in your business, 
or market to turf/ landscape industry. Call for free 
catalog 1-800-832-9635, Fax 320-238-2390, 
Email kfranke@clear.lakes.com 11/01 

WANT TO BUY OR 
SELLA BUSINESS? 

Professional Business 
Consultants can obtain purchase 

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

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

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

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

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

1 7 0 8 - 7 4 4 - 6 7 1 5 • Fax 6 3 0 - 9 1 0 - 8 1 0 0 1 

Put the Power of 
DIRECT 
MARKETING 

to Work for You! 
Mail , p hone o r fax t o o v e r 50 ,000 
dec i s i on make r s in the landscape 
indust ry ! 

T a r g e t y o u r mes s age a c c o r d i n g 
t o y o u r n e e d s . . . d e m o g r a p h i c 
se lects a re a v a i l a b l e—ou r data is 
a l s o a v a i l a b l e f o r d a t a b a s e 
enhan cemen t o r over lay . 

F o r counts and pricing contact: 

T a m a r a Ph i l l i p s 
440-891-2773 or 888-RENTLIST 

M A N A G E M E N T 
Landscape 

7 4 L A N D S C A P E M A N A G E M E N T January 2001 

mailto:lzola@advanstar.com
http://www.preferredbusinessbrokers.com
http://www.BizForSalelnColorado.com
mailto:janeschwiering@norrisrealestate.com
http://www.nl-amer.com
http://www.theputtinggreencompany.com
http://www.spring-green.com
mailto:kfranke@clear.lakes.com


C L A S S I F I E D S H O W C A S E 

For Sale 

S E E D L A N D . C O M 
LAWN & TURFGRASS SEEDS 

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

(888) 820-2080 
www.Seedland.com 

F A C T O R Y L I Q U I D A T I O N 

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 wo rkshnn 
Some Other 

Sizes Available 

4 0 X 6 5 (3 L E F T ) 
4 0 X 8 5 (1 L E F T ) 
5 0 X 1 1 0 (2 L E F T ) 
6 0 X 1 5 0 ( 1 L E F T ) 

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

GROWTH, STABILITY, DIVERSITY... 
OMNI FACILITY SERVICES LANDSCAPING GROUP 

Our full-service landscaping company is seeking energetic, team building individuals 
to join us as we grow throughout the Eastern United States! 
Our current openings are: 

NORTHEAST GROUP (CT, PA, Nj, DE) We offeran excellent salary and benefits 
package as well as career advancement. 

• Landscape Installation Operations Manager 
(Norristown PA) for immediate consideration, fax or e-mail 

your resume to: 
MID ATLANTIC GROUP (MD, DC, VA) CINDY ROBERT*, NORTHEAST GROUP 
• Grounds Maintenance Account Manager (VA & MD) FAX: 610-630-1288 
• Grounds Maintenance Sales Rep (Fredrick, MD) E"MAIL: croberts@omnifacility.com 
• Landscape Installation Sales Rep (Fredrick, MD) KATHY HUTCHERSON, MID ATLANTIC GROUP 

FAX: 301-831-1272 
SOUTHEAST GROUP (GA, FL) E-MAIL khutchi3@hotmaii.com 
• Water Management Technician (Atlanta, GA) GAIL HAVRON, SOUTHEAST GROUP 
• Grounds Maintenance Operations Manager FAX: 770-662-8775 

(Atlanta, GA) E-MAIL: gailh@themorrellgroup.com 

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". 
$87 + $6 s/h VISA. MasterCard, or 

I MO's shipped next day Checks delay J shipment 3 weeks CA add 7.50%Tax 
. /F FWhura AMERICAN STAMP CO 

L o c i c X 122*0 Rising Rd LM1. Wilton. CA 95693 
916- 687-7102 Voice or Fax TOIL FREE (877) 687-7102 

Help Wanted 

L A N D S C A P E FOREMAN 
Year-Round Work - No Snow Plowing 

Do You Want: 
• A posit ion where you can use your knowledge and love of the outdoors? 
• Generous paid t ime off including 2 weeks at Chris tmas plus vacat ion t ime? 
• Competitive salary and outstanding benefits including 100% paid individual health? 

We're an established, $20 million leader in the landscape design/build field, located in Lake Bluff, 
Illinois. We are searching for customer-focused leaders to direct the efforts of our labor crews 
and maintain high quality work. 
We Offer. A company that cares and an environment where fun, hard work, open communication 
and personal growth are supported, plus good salary and excellent benefits. 
We Require: High integrity 4» Good communication and teamwork skills • Experience in 
management and/or landscape work • CDL-A Drivers License or ability to obtain one • Bilingual 
skills preferred • CLT Certification a plus 
Call/Fax/E-mail (24 hours): Heidi- Phone: 847-891-0421; Fax: 847-985-0287; 
E-mail: htrybus@hrstore.com; or visit our Website: www.hrstore .com for more info. 

For Customer Service or Subscription Information, Call 888-527-7008 

January 2001 W W W . L A N D S C A P E G R O U P . C O M 75 

usedhydromulchers.com 

landscapersupply.com 
WHERE THE PROS SHOP 

1 - 8 0 0 - 8 9 5 - 4 5 8 9 

ATTENTION LANDSCAPERS 
WHY BURN DA YUGHTSHOPPING? 

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

HUGE searchable database: 
http://M-and-D.com/LawnPro 
24-hour Secure Online Ordering 

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

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

w w w . E r o s i o n C o n t r o l T e c h . c o m 

40 X 60 X 12 
$7,523 

Build It Yourself A n d Save 10.000 Sizes. Alt Bolt -Together All Steel 
B u i l d i n g s . C a l l T o d a y F o r A P r i c e Q u o t e A n d A B r o c h u r e . 

H E R I T A G E B U I L D I N G S Y S T E M S 
8 0 0 - 6 4 3 - 5 5 5 5 

w w . i n <- i «> i i> i «i >» . « «> m 

• E C 3 0 0 0 Tackff ier • 
* H y d r o Seeders * 
* Straw Blowers * 

New fiI Used Equipment!!! 

TURBO TECHNOLOGIES, INC 
1500 FIRST AVf, BfA Vf ft FALLS, PA 15010 

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

For a FREE hydro seeding info pack & video call: I 

TURBO TURF 
HYDRO SEEDING SYSTEMS 

http://www.Seedland.com
mailto:croberts@omnifacility.com
mailto:khutchi3@hotmaii.com
mailto:gailh@themorrellgroup.com
mailto:htrybus@hrstore.com
http://www.hrstore.com
http://WWW.LANDSCAPEGROUP.COM
http://M-and-D.com/LawnPro
http://www.ErosionControlTech.com
http://www.turboturf.com


C L A S S I F I E D S H O W C A S E 

Help Wanted (Cont'd) 

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 
Human Resource Manager 

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

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

NEED WORKERS NEXT YEAR? 
Seasonal H-2B workers from 
Mexico for up to 10 months-

Can only work for you! 
Process takes a minimum of 120 days. 

START NOW and solve your 
labor problems for next season! 

Call Bob Wingtield: 214-526-5665 
www.amigos-inc.com 

ACCOUNT MANAGER 
SALES REPRESENTATIVE 

The most reputable and quality oriented, 
full-service landscape firm in 

Southern West Virginia is growing! 
We are seeking positive, highly motivated and 

experienced candidates for sales and service 
of high-end landscape maintenance accounts. 

Prefer some experience in landscape installations. 

Excellent compensation and benefits package. 
Beautiful area with numerous opportunities 

for world class outdoor recreation. 

Mail or fax resume to: 
Aspen Corporation 

PO Box 737 
Daniels, WV 25832 
Fax: 304-763-4591 

THE BRICKMAN GROUP, LTD. 
Careers in landscape management 

available in: 
California - Colorado 

Connecticut - Delaware 
Florida - Georgia 
Illinois - Indiana 

Maryland - Massachusetts 
Missouri - New Jersey 

New York - North Carolina 
Ohio - Pennsylvania 

Texas - Virginia 
Wisconsin 

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

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 

LANDSCAPE PROJECT MA N A G E R 
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 

LANDSCAPING OPPORTUNITIES! 
Hermes Landscaping, in scenic Kansas City, is 
seeking green industry professionals who want 

good pay, benefits and a stable company, to join 
our premier landscaping company. We have an 

opportunity for a Landscape Management 
Division Manager for our 5 million + division. 

Due to our continuing growth,we also 
have opportunities for: 

• Designer 
• Horticulturist 
• Sales Representative 
• Estimator 

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 

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: 

J a c o b s e n 
LANDSCAPE DESIGN AND CONSTRUCTION 

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

Begin your search by clicking your way 
through our premier job posting Web site. 

GreenMatchMaker cotrf is designed 
specifically to help Green Industry job 

seekers and employers find each 
other...quickly, confidentially, and 

conveniently. 

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 

Labor 
Problems? 
We have the solution! 

• LEGAL 
• RELIABLE 
• HARD WORKING 
• DEPENDABLE 
• MEN or WOMEN 

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 
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Help Wanted (Cont'd) 

LASTING IMPRESSIONS 
Serving Northern Virginia and the 

Baltimore/Washington Metropolitan Areas 
Our team of professionals has once again expanded 
operations. We are looking for qualified candidates 
to fill these positions: 

• CLIENTS REP / SALES 
• DESIGNER / ESTIMATOR 
• BRANCH / AREA MANAGER 
• GREENHOUSE MANAGER 
• LANDSCAPES SUPERVISOR 
• GROUNDCARE SUPERVISOR 
• TURF / ORNAMENTAL SUPERVISOR 
• FLEET/SHOP MECHANICS 

We offer a friendly work environment, continued 
education, advancement, excellent salary, 
401(k), medical, paid holidays and vacations. 
Come join our team! 

For more information contact: 
Ziggy Pena - Ph: 877-GET-LILC ext. 8018 
Email: zpena@lilclandscaping.com 
Fax resume to: 301-249-2335 
Visit our website at: www.li lclandscaping.com 
See career positions available 

WESTERN STATES RECLAMATION, I_NC 

(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 M A N A G E M E N T 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 
re vegetation, 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 C A D D & 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 

For Customer Service or Subscription 
Information, Call 888-527-7008 

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

Western States Reclamation is an 18 yr. old 
environmental contracting co. & continues to 

expand. We seek to fill the following positions: 

• Landscape Foreman & Superintendents 
• Irrigation Foreman & Superintendents 
• Landscape Maintenance Foreman 
• Equipment Operators: Backhoe, Bobcat, 

Grade Tractor, Front End Loader 

Top wages and job stability, exc. benefits, 
profit sharing, incentive program, sign on bonus, 

and co. vehicle for right indiv. 

Please send your resume with salary history to: 
WSRI 

11730 Wadsworth Blvd. 
Broomfield, C O 80020 

Fax: 303-465-2478 
Website: www.wsreclamation.com 

S A L E S P E O P L E - C H E C K I T O U T ! A C R E S 
E M P L O Y M E N T A D V A N T A G E S . . . In recent surveys 
from 90 Acres Group employees, they rated the top 
three REASONS ACRES BEATS THE COMPETITION: 
P r o f e s s i o n a l i s m : Assuring customer service, 
respect & satisfaction. Q u a l i t y : Experienced, 
passionate employees committed to doing the best 
job possible. Super io r Resul ts : Snow, landscape 
maintenance, construction, 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 landscape 
contractor, growing at +18% seeks additional 
landscape maintenance and construction sales-
people to continue our growth. Our maintenance and 
construction management and production staffs 
deliver! 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. Cal l M a u r e e n for 
i m m e d i a t e c o n f i d e n t i a l c o n s i d e r a t i o n . P h o n e : 
847 -526 -4554 Fax: 847 -526 -4587 Visit our w e b 
s i t e a t : w w w . a c r e s g r o u p . c o m MEMBERS OF 
THE ILCA SINCE 1985. 1/01 

S A L E S R E P R E S E N T A T I V E - American Landscape 
Companies has an immediate job opening for an 
aggressive, highly motivated, well organized self-
starter experienced in commercial, public works 
and production housing landscape sales. Seeking 
to sen/ice the LA/Ventura Counties and adjacent 
areas. Salary/incentives commensurate with 
experience, plus benefits and auto. S e n d r e s u m e 
a t t n : H R by f a x to : 8 1 8 - 9 9 9 - 2 0 5 6 or e m a i l to 
H R @ a m e r i c a n l a n d s c a p e . c o m E O E 1/01 

Let Classifieds Work For You-
Contact Leslie Zola: 

1 -800-225-4569 ext. 2670 or 440-891 -2670 
Fax: 440-826-2865 • E-mail: lzola@advanstar.com 

I R R I G A T I O N T E C H N I C I A N S - Reputable contractor 
in Chicago area seeks career-minded individuals 
for service technician positions. Must have 5-10 
years experience. Good communication skills. 
Good driving records. Work independently with little 
supervision. Excellent pay with benefits. Year-round 
employment. S e n d r e s u m e t o : P e r s o n n e l , 
C E N T R A L L A W N S S P R I N K L E R S , INC. , 239 K ing 
S t r e e t , E l k G r o v e V i l l a g e , I L 6 0 0 0 7 . F a x : 
847-364-9774 , emai l : cen t ra l i r r iga t ion@msn.com 

3/01 

R E A D Y F O R A C H A N G E ? Come join one of the 
Largest Vegetation Management Companies in the 
United States D e A N G E L O B R O T H E R S , INC. is 
experiencing tremendous growth in all of our divi-
sions and has immediate openings for the following 
positions: » F O R E M E N : Qualified candidates must 
have proven leadership, communications and 
interpersonal skills. Industry related background 
preferred, but willing to train the right individuals. 
• T E C H N I C I A N S : 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. 
• T R E E T R I M M E R S / B U C K E T O P E R A T O R S : We 
are seeking tree trimmers with railroad and/or utility 
line clearance experience. Climbing and bucket 
operations experience is preferred. * H I - R A I L 
O P E R A T O R S : 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 
Hot l ine at P h o n e : 8 0 0 - 3 5 5 - 5 2 6 6 or send resume 
to: D e A n g e l o B r o t h e r s , Inc . , A t t n : H . R . D e p t . , 
100 Nor th C o n a h a n Drive, Haze l ton , PA 18201 . 
F a x : 5 7 0 - 4 5 9 - 0 3 2 1 E O E / A P P / M - F 4/01 

F L O R A P E R S O N N E L , INC. In our second decade 
of performing confidential key employee searches 
for the landscape/horticulture industry and allied 
trades worldwide. Retained basis only. Candidate 
contact welcome, confidential, and always free. 
1740 Lake Markham Road, Sanford, FL 32771. 
P H O N E 4 0 7 - 3 2 0 - 8 1 7 7 . F A X 4 0 7 - 3 2 0 - 8 0 8 3 . 
E m a i l : H o r t s e a r c h @ a o l . c o m W e b s i t e : 
h t tp : / /www. f lo rapersonne l . com 12/01 

S A L E S M A N A G E M E N T P O S I T I O N - Well-estab-
lished Massachusetts landscaping company seek-
ing 10-year+ veteran to develop and implement 
sales estimating team. Person must have a positive 
attitude and be a team builder. Position involves 
sales, job costing, estimating and training. Ideal 
candidate must have experience in high-end resi-
dential, construction hard-scape techniques, 
drainage, sales management, civil/earthwork, 
landscape degree or equivalent. Computer literacy 
a must. S e n d sa lary r e q u i r e m e n t s a n d r e s u m e 
to LM Box 529 or e-mail : landscape@adelphia .net 

2/01 

L A N D S C A P E J O B S . C O M - National Search for 
Landscape Professionals. See what we can do for you, 
check out our website: w w w . l a n d s c a p e j o b s . c o m 
P l e a s e c a l l 8 8 8 - 7 2 9 - L A N D f o r t h i s m o n t h ' s 
H O T J O B . 1/01 
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cleanup crew 
T U I C A M h T U A T THIS AND THAT 

A cut above 
the rest? 
Holy lawnmowers, Grassman! The As-
sociated Press recently reported in The 

Plain Dealer that Wolf-Garten, a Euro-
pean manufacturer of gardening 
equipment, has developed a lawn-
mower for consumer use that slices 
grass by laser, cutting it so finely that 
the pieces can remain on the ground as 
fertilizer. Called the Zero, Wolf-Garten 
claims the two-seat open vehicle is 
powerful enough to be registered for 
road use — and, hold on to your wal-
let, would cost $30,000! As to whether 
or not the new technology will be ap-
plied to commercial mowers remains 

to be seen — the com-
pany will only put the 
mower in production if 
it draws enough dealer 

interest. 

Yep, those are all people 
This may look like a colorful clump of dots, but it's actually the faces of all 1,750 
Walker Mfg. Co. "family members" who attended the Walker Mowers Family 
Reunion Aug. 11-12 in Fort Collins, CO. Everyone who had ever bought a Walker 
mower was invited to the reunion to watch the company's 50,000th mower roll 
off the assembly line. Reunion goers were also treated to factory tours, polka 
music, a mower race and a show featuring talented pigs Bacon and Porkchop. 

Need a 
new shirt? 

Ever see a Landscape Management 
staffer at an industry show, notice his or 

her sharp-looking shirt with the maga-
zine's name embroidered on the front and 

say to yourself, "Now, I've got to get one of 
those!" Well, here's your chance to become 

Tell us a story and this shirt could be all yours. 

the envy of the fashion world and win a navy blue golf shirt 
with "Landscape Management" on the front, just like the one 
Managing Editor Jason Stahl has on (photo at left). All you've 
got to do is tell us (in 200 words or less) about the craziest 
thing that ever happened to you or your crew during the 
work day. We'll pick the best story, and you'll get some style. 
You might see it in print if you win. Entries due by Feb. 15, 
2001. Send your submissions via e-mail to jstahl@advanstar.com 
or snail mail to Landscape Management, 7500 Old Oak Blvd., 
Middleburg Heights, OH 44130. Who ever said we wouldn't 
give you the shirts off our back? 
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W H A T IF 
a lot was riding on your next mower? 

If you're contemplating a mower purchase - whether a single unit or a whole 
fleet - there are probably a lot of "what ifs" going through your mind. Grasshopper 
Mid-mount mowers incorporate Grasshopper's legendary design that is perfect 
where economy and performance are essential. 
You could reduce downtime and routine maintenance associated with your mowing? 
Keeping the design simple takes R & D and Grasshopper's 30 years of experience 
has helped create the most dependable and service-friendly mid-mount design in 
the industry. 
You could book yourself or your operators to more jobs if their efficiency increased 
significantly? Or if getting done early meant more family time? From the Ultimate 
Operator Station with HydraSmooth™ steering, an operator on a Grasshopper can 
complete the job ahead of schedule and feel renewed for the rest of the day. 
The quality of your work drew the attention of prospective customers? Many 
commercial operations are built on this kind of success. 
You found a mid-mount mower that could outperform any other you've ever tried 
and add significantly to your bottom line? Is attaining that next level of 
performance everything to you? 

What if... 

What if... 

What if... 

What if... 

M1 Series Mid-mount mowers, 
with true zero-turn maneuverability, 
include both air-cooled and 
liquid-cooled diesel models, 
52" to 72" cutting widths. 

Model 32ID 
Liauid-eooled diesel 

With Grasshopper, It's All Within Your Reach.™ 
Finance or lease a Grasshopper. Ask for details. 

The Grasshopper Company I P.O. Box 637 I Moundridge, KS 67107 U.S.A. I Phone:316-345-8621 I Fax:316-345-2301 
WWVV.grasshoppermower.com I Ask for free video. c2000, The Grasshopper Company 

Circle No. 103 on Reader Inquiry Card 

First to Finish...Built to Last 

YOUR NEXT MOWER 



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. 

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. 

www. ttcsp. texlron. com 
<^2000 Texlron Golf & Turf 

Circle No. 104 on Reader Inquiry Card 

Less cost. More money. 


