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IMPEDE THE SEED.

WEEDS NEVER SEE THE LIGHT OF DAY.

ﬁm Lurking just beneath the surface are thousands of It's @ combination that's earned Pendulum a higher
" tiny weed seeds, threatening to ravage lawns and satisfaction rating from LCOs than any other preemergent.*
“ established ornamentals. Fortunately, Pendulum” To learn more about how Pendulum can make sure weeds never
preemergent herbicide stops more than 40 see the light of day,

broadleaf and grassy weeds dead. call 1-800-545-9525, pm” M'
Pendulum is a proven performer, offering well over a decade  ext. T3257 or visit _w %

of unsurpassed, season-long control and unmatched value to www.turffacts.com.

maximize your profit margins. Always read and follow label directions.
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The Worlds Fastest Lawn Mower

800-233-7596

dixie Chopper and The World's Fastest Lawn Mower are registered tradbmark s
of Magic Circle Corporation. All rights reserved. Copyright 1999

www.dixiechopper.com


http://www.dixiechopper.com
http://www.dixiechopper.com

" INTRODUCING THE ALL-NEW KAWASAKI MULE" 3000 SERIES. -~ -

oy * Withthe curves of a pick-up and the soul of a forklift, it's the very first to power right through your day. Even with over 800 Ibs on its back,

. company car built for a blue-collar world. Now whether that means 1200 Ibs in tow and a passenger at your side, there's nothing else :

“., . a loading dock, construction site or even a strip mine, the 4WD more durable or more versatile. And with a body this sleek, you'll N \
/ : MULE, and its 4-stroke, liquid-cooled V-Twin, gives you the muscle finally have the crew watching something other than the clock.
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. ¢ ~ . i - . www.kawasaki.com : . X : . g . L
Redd” X \ \ \ \ \ \ \, \ \ \ \ \ \ \
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4 £2001 Kawasaki Motors Corp., U.S.A. Always wear protective equipment appropriate for the use of this vehicle. See the owner’s manual lor more information. Never aperate motor vehicles
s under the influence of drugs or aicohol. Protect the environment. Obey the laws and regulations that control the use of your vehicle. The Kawasaki MULE™ utility vehicle is an off-highway .
vehicle only, and is not designed, equipped or manulactured for use on public streets, roads or highways. Specifications subject to change without notice. Availability may be limited \ \
% \
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26. Is your crew size on target?
Having the right crew size is your way of using
productivity to fight against labor and cost increases

By GEORGE WITTERSCHEIN

Llabor crunch]

32. Eliminating ‘team busters’
Get rid of ‘team busters’ before they bring your whole
crew down

By BiLL HOOPES

|irrigation center]

40. Green Space: Greg Mitchell
LM talks with this irrigation repair technician about
water conservation, customer relations and more
By JASON STAHL/MANAGING EDITOR

Itools of the trade}

45. Smooth running
Three seasoned landscape contractors talk about how
they use equipment maintenance products to keep

their operations running smoothly
COVER DESIGN:

JEFF LANDIS 48. New equipment maintenance
products for 2001

[grounds management center |

36. Award-winning landscape
management
Shelter Gardens of Shelter Insurance, Columbia, MO
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I’m your heavyweight champ.
There’'s no contest. 'Cause | have

no competition. Best-in-class power.

And towing capability n—m..-\
to match. <

4

Count on us.

Call GMC at 1-800-GMC-8782
The new Sierra’ 2500HD. Smart money. L iy AR e Y
Or visit www.gmcforwork.co
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 Ibs through 12,000 lbs.

It's power that translates into a GCWR' of up to 22,000 Ibs. 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 GYWR from 8,600 Ibs to 12,000 Ibs. Based on comparing 2001 Sierra to competitive 2000-model-year vehicles. Excludes other GM* vehicles.
' When properly 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. © 2000 General Motors Corporation. All nghts reserved.
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events

WHAT, WHEN & WHERE

March

14-18 Nat'l Arborist Assoc.
Winter Management
Meeting / Ft. Myers, FL;
603/673-3311

23-25 Capital District
Garden & Flower Show /
Troy, NY; 518/356-6410

26-28 Building With
Trees National Conference
Nebraska City, NE; 402/474-
5655

April

S Adirondack Regional
Conference / Lake Placid, NY;
800/873-8873

8-10 EETC Training
Council Annual Conference
Virginia Beach, VA; 512/442-
1788

8-11 North American Snow
Conference / Indianapolis, IN;
816/472-6100

May

19-.23 ASIC National
Conference / Savannah, GA;
816/472-6100

June

15 Turf-Seed/Pure Seed
Testing Field Day / Rolesville,
NC; 919/556-0146

July

10-15 ANLA Convention &
Executive Learning Retreat /
Cleveland, OH; 202/789-5980, ext.
3010

16-17 PLCAA Legislative
Day on the Hill & Arlington
Renewal Project / Washington,
D.C.; 800/458-3466

19-21 Turfgrass Producers
International Summer
Convention and Field Day /
Toronto, Canada; 800/405-8873

20-22 EXPO 2001 / Louisville,
KY; 800/558-8767

24 Midwest Regional Turf
Field Day / West Lafayette, IN;
765/494-8039

August

4.8 Soil and Water
Conservation Society
Annual Meeting / Myrtle
Beach, SC; 515/289-2331

19.25 International Garden
Centre Tour / New York-
Baltimore; 202/789-5980, ext. 3010

21 Cornell University Field
Day / Ithaca, NY; 800/873-8873

September

13-14 Southwest
Horticultural Trade Show /
Phoenix, AZ; Sponsored by the
Arizona Nursery Association;
480/966-1610

MANAGEMENT
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Proud supporter of these green industry professional orgamizations:

ALLA
anf

American Nursery &

Lundscape Assocuation

o e W

A\

o
PGMS
W

. e

FiTOCA

8 LANDSCAPE MANAGEMENT / MARCH 2001 / www.landscapegroup.com

Associated Landscape Contractors of America
150 Elden Street, Suite 270

Herndon, VA 20170

703/736-9666

www.alca.org

American Nursery & Landscape Association
1250 | St. NW, Suite 500,

Washington, DC 20005

202/789-2900

Independent Turf and Ornamental
Distributors Association

25250 Seeley Road
Novi, M| 48375
248/476-5457

American Society of Irrigation Consultants
P.0. 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
3 Perimeter Road, Unit 1
Manchester, NH 03103
603/314-5380
www.natlarb.com

Ohio Turfgrass Foundation
1100-H Brandywine Bivd.,
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, 1A 51503-8552
712/366-2669; 800/323-3875
www.aip.com/stma

Turf and Omamental Communicators Assodiation
P.0. Box 156

New Prague, MN 56071

612/758-5811
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Three sure signs of weed control

GHASER
ULTRA

HERBICIDE

GHASER 2

Featu"'n g Ch aser® Ultra, the - Chaser® Ultra is not made with 2,4-D and because it

does not contain Dicamba, it's better for use around
n eweSt mem ber Of th e ,a teSt shallow-rooted ornamental plants and trees

gener ation Of thr ee-way herbicides « Chaser and Chaser 2 Amine are economical Triclopyr

and 2,4-D formulations with excellent turf safety and
superior control of hard-to-kill weeds

+ Use Chaser in cooler weather such as the spring and

lover, chickweed, pl in, oxali .
Shovey; chicky e, s énd spurn ) fall and Chaser 2 Amine when days are warmer for
+ Chaser® Ultra, made from the amines of Clopyralid, year-round control

MCPA and Dichloroprop-p, is also effective on a broad Circle No. 125 on Reader Inquiry Card
spectrum of other weeds that are much harder to

control such as ground ivy and Canada thistle ﬂ I I = I l

www.uhsonline.com

- A family of superior cool or warm season performers
that control broadleaf weeds such as dandelion,



http://www.uhsonline.com

UHS brand fertilizers are designed to “
meet the demanding agronomic needs of JJnited
any turf professional. These products are built to e
perform best according to the local needs .i{:ww
of the geographies we serve. e A

- =

PROFESSIONAL FORMULA

Our UHS Signature Brand Fertilizer “blue line” is comprised of
products with the things youd expect, such as quality and
consistency. What sets these fertilizers apart is unique
technologies, added performance and unmatched value.

22510

£8 l l

Our premium offering is found in the UHS Signature Brand
Fertilizer “green line” bag. These products feature the best
nutrient sources available and are manufactured with an
uncompromising eye to consistency and performance.

The green bag guarantees ultimate nutritional benefits
and turf quality for your fertilizer program.

Check with your local UHS representative
for more details on our complete line of
outstanding fertilizer products

www.uhsonline.com

Horticultural Supply.

Circle No. 110 on Reader Inquiry Card


http://www.uhsonline.com

|on the record

BY SUE GIBSON / EXECUTIVE EDITOR

They don’t know you

like to call them “landscape’s
stakeholders.” They're the in-
terest groups who can make
or break this industry, yet
many don't have a very good
picture of the services you
provide, the expertise you
apply in your work or the value you bring.
These stakeholders are residential and com-
mercial customers, industry suppliers, the
general public, the media, the business
community and large institutions, current
and potential investors, regulators and
politicians, students and potential employ-
ees.

Individually and with your peers, you
need to give these stakeholders a good
image of landscape work as an admirable
profession providing work of great value.
After all, you're trained and skilled. You en-
hance outdoor spaces. You're environmen-
tal stewards. You have a career with unlim-
ited financial potential and creative
opportunities. You know that, but many of
those stakeholders don’t.

If there was an industry-wide public re-
lations program, they'd understand. If there
were days when several of you worked to-
gether to build the Evergreen Foundation'’s
greenways, renovate veterans’ cemeteries,
or enhance local public areas, they'd see
your professionalism. If there were even
modest but coordinated efforts on both the
local and national basis, those stakeholders

would see you in a different light.

industry's professional organizations (local andif
members to SUpport one strong public r

I would love to see one or two enthusi-
astic people in each of this industry’s pro-
fessional organizations (local and national)
encouraging members to support one
strong public relations program. I would be
so happy to see my media colleagues devise
ways we can jointly promote this program
within our pages, Web sites and seminars. |
would be thrilled if the associations, indus-
try suppliers and educational institutions
decided this project is worth their time, en-
ergy and dollars.

Finally, I would be proud if landscape
organizations from large franchises to insti-
tutions to smallest family firms contributed
annually to such a program.

The impossible dream?
Is this realistic? I've seen the associations
coordinate their efforts for the annual
Gallup poll of homeowners, so I know they
can work together for something that bene-
fits their members. My media colleagues
have plenty of wonderful, creative ways to
encourage landscape professionals to partic-
ipate. In the past, many generous industry
suppliers and institutions have shared time,
energy and money for good causes, so |
know it’s possible.

And despite tremendous competition
and fragmentation, I've seen lots of land-
scape organizations work together on
projects with a lot less direct benefit
than this would bring.

It would be fun to see even a

modest and very limited version of the milk
lobby's “Got Milk?” campaign for land-
scape. It could have politicians, movie stars,
sports heroes, business leaders, children,
even grandparents telling how much they
enjoy their landscape service. As an indus-
try, we could have a lot of fun appealing to
potential employees, young students, prop-
erty owners, even regulators. We just need a
solid program, a clear plan and a willingness
to work together. Can we start soon?

Contact Sue at 440/891-2729 or e-mail at
sgibson@advanstar.com
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On turf, 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. MG‘E

RDHM A Agricultural Chemicals Department

100 Independence Mall West / Philadelphia, PA 19106
!HFIFIS 1-800-987-0467 / www.rohmhaas.com
© 1999 Rohm and Haas. ALWAYS READ AND FOLLOW LABEL DIRECTIONS. Eagle isa registered trademark of Rohm and Haas Company. T-0-312 12/99
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green side up

RON HALL / SENIOR EDITOR

Welcome to our wild
and wacky world

r. Jonathan P. Ward,
congratulations on
your selection as
the president and
chief executive of-

. ficer of Service-

. ! Master (NYSE:

SVM). Welcome to the services business,
particularly to the Green Industry. We
think you'll find that the Green Industry,
specifically the professional landscape side
of it, to be a wild and wacky business.
(Where else, for example, can a guy with a
pickup truck and a lawnmower declare
himself a businessman and start signing up
clients immediately?)

Mr. Ward, you come to our industry with
impressive credentials. In a 23-year career at
R.R. Donnelley & Sons Company, you pro-
gressed up management, and in 1997 as-
sumed the title of president and chief oper-
ating officer of the largest commercial
printing operation in the United States. That
firm, based in Chicago, is about the same
size as the company whose future you're
now directing, ServiceMaster, headquartered
in the Chicago suburb of Downers Grove,
reported 2000 revenues of about $6 billion.

We understand you've been extremely
busy since taking the helm at ServiceMas-
ter in mid-February. We've been told
you've been meeting with ServiceMaster
executives and managers, among them the
folks guiding the fortunes of TruGreen

The job of consolidating GU{ﬂu:er(ﬂ%rl
J |
EIJTKH%(WHUQHH)CQTHQ&H/

. ’ o o & a ; d o .
more difficult to accornplish than [Servic

operations Into

ChemLawn and TruGreen Landcare at di-
vision headquarters in Mempbhis, TN. While
lawn care and landscaping are just two of
many services that ServiceMaster offers,
they’re vital to its growth and profitability.
In fact, the combined revenues of the two
services account for one-fourth of Service-
Master revenues.

New spark needed?
It's no secret to you, or to anybody who has
been following the company’s quarterly re-
ports, that things didn't go as well as they
could have for ServiceMaster’s Green In-
dustry operations last year, in particular
landscaping. The job of consolidating 100-
plus formerly independent landscape oper-
ations into a single national company seems
to have been more difficult to accomplish
than your company expected. At least,
that’s what it looks like from here.
Perhaps the executives in Memphis
thought they could duplicate their success
in consolidating the lawn application busi-
ness where they’ve gobbled up all but a
few of the country’s largest and most suc-
cessful application companies to dominate
the marketplace. But there’s a big differ-
ence between running a lawn application
service and operating a landscape busi-
ness. In the labor and equipment-inten-
sive landscape arena, the competition is
even fiercer for accounts and profits.

Too early to call

After just three years, it’s too early to predict
ServiceMaster’s success or failure in landscap-
ing. The Memphis executives may yet tum
TruGreen Landcare into a profit powerhouse.
Reputations (and big salaries) ride on it.

I'm betting that the message you're de-
livering to the troops is that ServiceMaster,
as its name indicates, is in the business of
delivering service. Quality service.

I'm also betting that you'll be imple-
menting programs, starting with improving
customer and employee retention, to spark
ServiceMaster in the Green Industry again.
Contact Ron at 440/891-2636 or e-mail at
rhall@advanstar.com

<


mailto:rhall@advanstar.com

ONE CUSTOMER
SAID THE WAVE OF

-




LOOKED LIKE THE

————— I

INVAS

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.

s :
2

WHAT LINE OF WORK ARE YOU IN? SO ARE WE.

CLOCKWISE FROM LEFT: SUPER DUTY F-250; SUPER DUTY F-350;
SUPER DUTY F-750; SUPER DUTY F-550 STAKE TRUCK

For more info, call 1-800-FORD-II5 or visit www.commtruck.ford.com

" -x’ﬁﬁﬂﬂﬁi! :
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my way

BY GEORGE VAN HAASTEREN / GUEST COLUMNIST

We may KnOw more than those above us when it
comes to grounds care, but it matters little if we
can’t communicate our ideas.

Learn to communicate

16

any grounds managers across the
country tell me how difficult it is
to get their point across to their
supervisors. Some even feel they
must constantly justify their po-
sition or their department.

For the most part, grounds
managers are a rare group who are dedicated to their
profession. They know how to grow turf, plant trees and
move snow. The difficulty comes when everyone around
them “seems” to know their job better than they do. This
may happen because many grounds managers don’t
know how to present their own ideas and thoughts
through memos, reports or careful budget preparation.

We may know more than those above us when it
comes to grounds care, but it matters little if we can't
communicate our ideas. That's why it's equally impor-
tant for the grounds manager or supervisor to know how
to communicate effectively.

In order to have your supervisors' understanding and
support, you need to be as good as they are in writing,
speaking and computing skills, budgeting, knowledge of
labor laws, gender issues, etc. This won't happen ovemight,
but here’s how you can start to improve those skills.

1. Attend workshops, seminars or classes. Don't just at-
tend something that pertains to the technical aspect of
grounds management. Look for a skill you need to im-
prove as a manager or SUpervisor.

If you have difficulties working with your computer,
take courses that will assist you. Most work is done
through a computer. Get on top of this to be an effective
communicator.

If you have trouble conveying your thoughts or recom-
mendations on paper, look for a class or workshop that will

LANDSCAPE MANAGEMENT / MARCH 2001 / www.landscapegroup.com

help in that area. As a grounds manager, it's important to
stay current with the laws and regulations that pertain to
labor, gender and diversity as well as have a knowledge of
the budget procedures at your place of employment.

2. Join and get involved with a professional associa-
tion. Becoming involved with an association that repre-
sents who you are and what you do is a great way to ex-
pand your role as a grounds manager. I've found
networking and building professional relationships with
other grounds managers to be a tremendous asset in
dealing with problems and finding solutions. Getting in-
volved means attending national and local meetings and
being an active member, not just being a dues payer.

3. Become certified. One of the most important decisions
I made in my professional career was to become a Certi-
fied Grounds Manager because it showed my adminis-
tration that [ was committed to my job and profession.
I'm convinced certification gives more weight to our
requests for funds and equipment, as well as our presen-
tations to the administration. Face it: anyone can call
themselves a grounds manager, and John Q. Public has
no way of evaluating the reliability of that claim. Certifi-
cation provides one undeniable barometer for everyone.
The real benefit of certification for grounds managers
will come when many more of us become certified and
our employees and employers begin recognizing it.
We're in a profession that requires an ever-increasing
amount of technical and management ability. We, individu-
ally and collectively, must draw attention to that fact.
— The author is Director of Grounds Operations at the
Duwight-Englewood School in Englewood, NJ and current
president of the Professional Grounds Management
Society. He can be reached at 201/569-9500.



Switch from Dunshan
to Talstar and get
Longer Residual and
Better Periormance.
Guaranieed.

“Hey. who turned 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.

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

Lo .. 343 v ©2001 FMC Corporation. The FMC® logo and ok ~——
S.ee Guarantee Program Guidelines E?".defa'ls‘ ; M c Talstar® are registered trademarks of FMC Corporation
This guarantee does not apply to termiticide products. *Dursban s a trademark of Dow AgroSciences
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NEWS YOU CAN USE

EIl acquires
Fullbach

CALABASAS, CA — Environmental
Industries, Inc. acquired Fullbach
Landscape Services, Inc., a $10 mil-
lion landscape maintenance com-
pany headquartered in Louisville,
KY with branches in lllinois, Mis-
souri and Michigan. Fullbach will
operate under Ell's landscape
maintenance umbrella as Full-
bach/Environmental Care.

Bayer acquires
Compass

KANSAS CITY, MO — Bayer Pro-
fessional Care acquired Compass
fungicide (trifloxystrobin) from No-
vartis. The Bayer group now holds
all patents, marketing authoriza-
tions, trademarks worldwide, and
production and formulation exper-
tise for the strobilurin-based fungi-
cide line.

Profile acquires
Wood Recycling
BUFFALO GROVE, IL — Profile
Products LLC acquired the hy-
draulic mulch business of Wood Re-
cycling, Inc.,, manufacturer of Re-
Fiber and Hydroblanket brand
products.

Toro nabs Disney
LAKE BUENA VISTA, FL —The
Toro Company became the official
turf and irrigation company of
Walt Disney World Resort. The
agreement is an extension and ex-
pansion of a previous pact with
Disney, and applies to most Walt
Disney World properties.

SONIdJITD

Time to raise the H-2B cap?

WASHINGTON
D.C. — If your
company relies
on the H-2B

In thousands

U.S. LANDSCAPERS DISCOVER H-2B

20
temporary :
worker program,

here's a tip — 15
always get your
workers certified

; 10
as early as possi-

ble. Here's why.
Last year,

5
U.S. demand for

H-2B workers
exceeded the
cap. The pro- 407

gram allows for 1997

the entry of
66,000 unskilled
seasonal foreign
workers, but the
U.S. Department
of Labor (DOL) certified 75,300 H-2B work-
ers, reported the American Nursery & Land-
scape Association (ANLA). A lot of this extra
demand came from the landscape industry.
“In 2001, the H-2B cap could be a prob-
lem by mid-year,” reports the ANLA. “In
1999-2000, INS (U.S. Immigration and Nat-

-

1998

907

5,300
1999

19,000

2000

B Number of H-2B class workers certified by landscape contractors

SOURCE: U.S. DEPARTMENT OF LABOR

uralization Service) did not keep an accurate
count of the number of temporary H-2B
visas granted. But DOL did certify 75,300
applications for a maximum of 66,000 visas.
Once this cap is reached in 2001, the pro-
gram will be shut down for the year.”
ANLA said the solution is to raise the cap.

HOW MANY YEARS HAS YOUR ORGANIZATION

BEEN IN OPERATION?

Total <$100K* $100-500K >$500K
< 5years 11.3% 18.6% 5.6% 6.3%
5-10 years 30.4% 41.9% 333% 15.6%
11-20 years 32.2% 18.6% 36.1% 43.8%
>20 years 26.1% 20.9% 25.0% 34.4%
* = revenue

SOURCE: LM READER SURVEY 2000, PENN & ASSOCIATES
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The proof is in the leaf.’
Monsanto scientists used scanning-
electron microscopy to photograph
the effects of weeds sprayed with

Roundup Pro and an imitator.
Taken just one hour after
application, these images clearly
show more formulation in the leaf
sprayed with Roundup Pro.

Get Roundup Pro® herbicide with
patented PROformance" technology.

In the first two hours, it delivers three times more
power to the roots than Glypro Plus herbicide.

gon??

The proof is in the roots.’
Scientists also used autoradiography

to photograph and measure the amount
of herbicide in the roots two hours after
application. Time after time, at least
three times more herbicide showed up
in the weeds sprayed with Roundup Pro.

With the imitator, barely any herbicide ;
has moved to the roots.




This weed, sprayed with
the imitator, has almost
no droplets in the leaf.

%
This is a cross-section of a weed "‘
leaf magnified 1000x. The yellow )
droplets mean Roundup Pro is (4

already at work inside.

A
A
: y {

In the first two hours,
; almost no imitator

herbicide has moved
> X to the roots.

Scientific photography taken
two hours after application
shows three times more
Roundup Pro in the
roots. More color
means more
herbicide.

The proof is in your control.

See for yourself the difference Roundup Pro with patented
PROformance technology can make in your weed management.
See your dealer or call 1-800-ROUNDUP for more information.



Free video shows science in action.
See PROformance technology at work in a free,
five-minute video. Scientists Dr. Tracey Reynolds,
Ph.D., and Dr. Jimmy Liu, Ph.D. demonstrate the
autoradiography and cryo-SEM techniques used
to compare Roundup Pro with Glypro Plus

on two identical weeds.

Call 1-800-ROUNDUP and ask
for your free Roundup Pro
video today!

Always read and follow label directions. Test conducted with MON 77360, EPA Reg #524-475 with comparison to Dow product
carrying EPA Reg. # 62719-322. 1.Test methodology: In scanning-electron microscopy Monsanto scientists identified penetrated
formulations of both Roundup Pro and Glypro Plus in the mesophyll cell layer. These micrographs support the evidence that
formulations containing Monsanto’s patented PROformance technology rapidly penetrate the leaf surface. 2.Test methodology
Radiolabeled formulations were applied at equal acd-equivalent rates. Radioactivity was visualized by autoradiography following

a simulated rain event two hours after application. Monsanto laboratory tests, 2000. Glypro Plus is a trademark of Dow AgroSciences
LLC. Roundup®, Roundup Pro” and PROformance™ are trademarks of Monsanto Company. [10613 jct /01

©2001 Monsanto Company RUPRO-10613



What an awful way to go
Fire ants lose their heads over new bio-treatment

AUSTIN, TX — A tiny imported fly no
larger than the head of a pin may be the
key to controlling the imported fire ant, a
serious turf pest in the South.

The phorid fly, a natural predator of the
fire ant, hovers over its victim and injects an
egg into it. The egg hatches several days
later, and the miniscule maggot moves into
the fire ant’s head. As the maggot matures, it
releases an enzyme that causes the ant’s
head to fall off.

Larry Gilbert, an ecologist at the Univer-
sity of Texas, has established a phorid fly
breeding farm in Austin, TX. So far, he and
his team have released more than 100,000
flies in Texas. Similar trials are underway
elsewhere. Researchers in Gainesville, FL,

for example, say the flies they released over a

PHOTOS COURTESY: VAN WATERS & ROGERS INC

period of several years can now been found
over a 1,000-sq.-mi. area
Sanford Porter, with the USDA in

Gainesville, FL, says that the imported fire ants

stop their foraging and flee when they detect
the presence of the flies. While the flies may
not be able to kill great numbers of fire ants,
they may cause enough of a disruption to give
native ants an advantage to reduce the impact
of the imported pest ants, he explained.

The imported fire ant was inadvertently
brought to the United States about 80 years
ago from Brazil. Although both the federal
and state governments have spent hundreds
of millions of dollars trying to eradicate the
pests, their range keeps extending. Imported
fire ants are commonplace in the Southeast,

and their range is spreading west and north.

Phorid fly injects egg into fire ant
2. After hatching, the maggot travels to
the fire ant’s head
3. After reaching the fire ant’s head, the
maggot matures, releasing enzymes

which cause the head to fall off

Both Gilbert and Porter cautioned
against counting on the phorid flies to have a
great impact on fire ants anytime soon. Test-

ing will continue for several years, they said.

People & companies

L.R. Nelson Corp. ap-
pointed
Douglas

[N I Ramsdale

<

managing director of its

vice presi-
dent, inter

national and

wholly owned European
subsidiary, Nelson, BV.

Exmark Mfg. promoted
Dan Dorn to product mar-

keting manager

Green2go.com named
Robert Shoelson mer-
chandise manager for the

web site’s green products

Otterbine Barebo ap
pointed Chris Barebo pres-
ident

Harmony Products,
Chesapeake, VA, named
Gregory R. Moore north-
east regional sales man-

ager

Stens Power Equipment
appointed Terry Deneau
territory manager and Lee
Boehm to oversee manage-
ment at Stens’ seven distrib-
ution centers throughout
the U.S. Craig Smith was
promoted to market devel-

opment manager.

Environmental Care, the
landscape

-a -

P - maintenance

§5 company of

o Environmen-
tal Industries,
hired Scott

O’Donnell as a member of

its national accounts team.

Yanmar Diesel America
announced the certification
of its compact air-cooled
diesel engines by the
United States Environmen-

tal Protection Agency.

Cebeco International
Seeds retained the services
of Eric Schmidt, with
Schmidt Services, LLC, as
southwest regional repre-

sentative.

John Deere’s 4700 com-
pact utility tractor was hon-
ored with an AES50 award
by Resource Engineering &
Technology for a Sustain-
able World. AE50 awards

are given each year to
honor companies that re-
lease the best new products
engineered for agriculture,
food, biological and related

systems.

Tyler Enterprises ex-
panded its product market-
ing efforts into municipal
and independent athletic
fields and grounds. Brian
McGuffin was hired to
head the effort. It also
opened a full-service ware-
house and delivery opera-
tion in Indianapolis, IN that
will serve as a distribution
center for its custom
blended fertilizer products
and specialty chemicals and
an office for the Indiana

sales team.
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Researcher identifies perennials tolerant to salt

WOOSTER, OH — For the first time, a re-
searcher has come up with a list of peren-
nial species that are more salt tolerant than
others. Now, landscape professionals look-
ing to beautify sidewalks, driveways and
roadways subjected to heavy de-icing dur-

ing winter don’t have to guess as to which

perennials will work best.

Laura Deeter, an Ohio State University
Agricultural Technical Institute researcher,
analyzed 38 perennial species and com-
piled a list of 15 plants that performed the
best under various levels of soil applied

sodium chloride.

Info Center

VIDEOS AND LITERATURE FOR THE GREEN INDUSTRY

FIND A BRIGHT IDEA... in HADCO's “At
a Glance” brochure, which provides an
overview of the company’s landscape
lighting fixtures and allows lighting

specifiers to make easy comparisons for
specific illumination requirements. To
obtain a copy, call 717/359-7131 or log
on to www.hadcolighting.com.

SEE INTO THE FUTURE...with ALCA’s
Crystal Ball Report 21 entitled, “Imple-
menting Technological Change in Your
Company: Incremental Improvement or
Re-engineering.” The report tells land-
scape contractors how technology can
help their businesses and what the chal-
lenges are in incorporating technology
into their every day operations. It costs
$5 for ALCA members and $25 for non-
ALCA members. To receive a copy call
800/395-2522 or log on to www.alca.org.

BAYER PRODUCTS, PROGRAMS AND RE-
SOURCES...can now be found at
www.BayerProCentral.com, a new cus-
tomized Web site devoted to professional
service providers. Whether you want to
enroll in the free Bayer Accolades rewards
program or look up pest information, the
Web site will be there 24 hours a day.

TREE PRUNING GUIDELINES... are of-
fered in the International Society of Ar-
boriculture’s (ISA) Tree-Pruning Guide-
lines publication. Written and reviewed
by a committee of top arborists and edu-
cators, it was developed to accompany
the new A300 Pruning Standard set
forth by the American National Stan-
dard Institute (ANSI) and designed to be
used in the field as a handy pocket refer-
ence or to assist in training. To order
contact ISA at P.O. Box 3129, Cham-
paign, IL, 61826-3129.

LOTS O’ SEED...can be found in Baren-
brug’s new catalog entitled, “Grass Seed
Mixtures for the Professionals.” The cat-
alog profiles more than 35 of Baren-
brug’s varieties so that its grass seed
users can select the correct variety for
their needs. To obtain a free copy call
800/435-5296.
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Species found to be very tolerant to salt
were:

M Splendens sea thrift

M Karl Foerster feather reed grass

M Helen Allwood pinks

M Blue lyme grass

M Perennial fountain grass

Other species found to be tolerant in-
cluded Powis Castle wormwood, Silver
Mound artemisia, Elijah Blue fescue, varie-
gated hosta, sea lavender, Cherry Cheeks
and Stella d'Oro daylilies, Autumn Joy
sedum, creeping lilyturf and Palace Purple
alumroot.

Deeter discovered that it was each
plant’s ability to regulate where the
sodium went within the cell that deter-
mined how salt tolerant they were.

The five-year project started in a green
house before ending in a hand-salted field. ;
“I wanted to see if the results of the green-}
house study accurately predicted salt toler=
ance during dormancy, and they did for
those plants studied,” Deeter says.

¥R WS

All in the

-
family?
Only 3 in 10 family businesses

survive the transition from the first
to the second generation.

Only 1in 10 of
these
businesses
survive the
transition to
the third
generation.

Industries



http://www.hadcolighting.com
http://www.alca.org
http://www.BayerProCentral.com

Laws target bio-tech vandals

RICHMOND, VA — Two state lawmakers
here have proposed harsher penalities for
those convicted of vandalizing agricultural
research projects, reports the Mid-Atlantic
Grower. The legislators are sponsoring the
action in the wake of raids on bioengineered
crops and animal research laboratories. Ani-
mal rights activists and organizations op-
posed to genetic engineering have claimed
responsibility for the mayhem.

Justin White of The American Crop
Protection Association (ACPA) says there

Turf
- Oy .

have been 40 attacks on ag bio-tech research  at an Oregon seed research facility.

in the last two years. Last June, for example, California toughened its penalties for van-
the Anarchist Golfing Association caused dalism to ag research, and other states are de-
damaged estimated at $300,000 to turf plots  bating bills that treat vandals as criminals.

“\With BueBird
Aerators You'll Put
More Holes In Turf,

Fewer In Your Wallet.

Rugged, depend And you'll cover more ground too

able BlueBird Both our 530 and 742 Aerators have
Aerators have been free-wheeling outer tines for greater
proven under the maneuverability, they're easy-to-
heaviest use and : s use, and two of the most
abuse by rental and > productive walk
professional users for oY behind aerators,
years. This remarkable 1 covering up to
reliability means , L 37,100 sq
you'll enjoy less ' i ft./hour. For
downtime ' . ; more about

and lower 7 cotors a ‘, " o BlueBird Aerators and
mamntenance Costs over for the distributor or dealer nearest

an extended lifetime yvou, call 1-800-808-BIRD.
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© 2001 BlueBitrd Interncations
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COVER STORY

Crew size is the kind of issue that’s maybe "“"too close
for comfort” — or at least too close to get the attention it deserves.
It's SO obviously important that perhaps we look right past it.
LANDSCAPE MANAGEMENT knows at least two successful contractors
who understand the importance and competitive value of
getting their crew sizes right. They've agreed to share with you what they’ve

learned over the years about the ideal crew size. > ¢

Jerry Gaeta, The Good Earth, Inc.

Jerry Gaeta is president of The Good Earth, Inc., Mount Pleas-
ant, SC, a $3 million company with 62 full-time employ-
ees that provides lawn, design/build and landscaping
irrigation services, plus a turf program covering

sports fields. Gaeta also serves as a manage-
ment consultant to the Green Industry
under the aegis of Charles Vander Koo,
a Littleton, CO-based management
consultant to the Green Industry and
related industries.
As part of his consulting du-
s yo “ r . ties, Gaeta gives seminars and
does public speaking — often
on crew size, a subject he is

passionate about.

Landscape Management:
Why are you so interested in
crew size?

Gaeta: Because labor is nearly
the whole thing we sell, and
with the lack of experience in

the work force today, typical
crew leaders cannot handle more
than two or three people effi-
cently.
Labor is the primary thing that
costs us money in this industry. Many

BY GEORGE WITTERSCHEIN

26 LANDSGAPEMMANAGEMENT / MARCH 2001 / wwwilandscapearoup com



Most landscape companies
believe a three-man crew
is ideal for commercial or
larger sites.

people in our industry focus too much on materials,
whereas our company focuses on labor. Labor is the key
factor that makes you competitive or non-competitive.
With so much unskilled labor today, you're much bet-
ter off having the most efficient crew size and rewarding
those people a little bit more so they don’t have to
“babysit the deadweight” so much.

If we need larger crews on a particular job site, we'll
put two crews together with a responsibility level. The
objective is for the foreman to remain within eyeshot of
the laborers, aware of where they are at any time so
that he can get more efficiency out of them.

Keeping that in mind, we've been running with 20
fewer employees since the summer. Our productivity has
gone up, which means our labor costs have come down.

It's customary for landscapers in this region to do
everything by 12-month contract. As labor costs
climbed over the last six or eight months, we had to in-
crease our productivity if we wanted to make money
on our fixed contracts. That meant we had to reduce
our crew size by one or two persons.

LM: How do you measure productivity?

Gaeta: By comparing the estimated man-hours on a job
vs. actual hours. We also do time and motion studies
during the year to validate our assumptions.

LM: What do you call the right crew size for a particular
kind of work?

Gaeta: We try to have the right number of people that
our foremen can handle, which is normally three.
When a foreman has four or five people, two aren’t
producing much, and the foreman spends most of his
time babysitting.

I have people here who can efficiently handle five or
six people. We look at the volume of work the job site
requires and try to do that work with the most efficient
crew size possible. At a larger job, we stick with a three-

man crew.

LM: What's the right crew size for your residential laum
maintenance work?

Gaeta: We do a lot of lawn maintenance work. About
70% of my business is maintenance under fixed con-

tracts, and our crew size for maintenance is two to three

people. Some special projects have four-man crews,
and these are managed by our most experienced fore-
men.

LM: How about a basic commercial property traveling
crew that does things like bed work and irrigation?

Gaeta: We have an irrigation service technician who's a
one-man show. We don’t have a detail crew because all
the detail work is typically done by the crew on the job
site. We do have an “enhancement” crew that plants
our annuals and does our mulching. In the past, we
found that having a detail crew sometimes made the
regular crew lazy.

We break out the “big mow” crew at certain times
of the year or for certain projects to do some of the cut-
ting with a big mower and keep the other guys moving
quicker.

continued on page 28
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Buy the
Tank:

Get the
artillery
for free.

All you need to do is purchase

a TANK zero-turn riding mower
anytime from March 1 through
April 30, 2001. Come see us today
and arm yourself with the tools
you need to win the turf war.

Cub Cadel )l
COMMERCIAL

Engineered lor professional landscapers

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

Offer available at participating dealers while
supplies last. Subject to applicable sales tax
Not valid on previously purchased merchandise

CREW SIZE

continued from page 27

LM: Does the issue of crew size have anything to
do with the problem of labor availability these
days?

Gaeta: Absolutely. Once you understand that
you're selling labor hours that are hard to find
in the marketplace and productivity is your
competitive edge, you'll automatically begin to
focus on a smaller crew size.

LM: Do you find that your crew configuration
makes any difference?

Gaeta: We typically have a foreman, who we
call a supervisor; a lead person, who's a fore-
man in training and who can serve as a backup
foreman; and a laborer.

LM: What kind of equipment do your crews use,
and how do your crews get to jobs?

Gaeta: We run in a regular van/pickup truck
which sometimes has an open trailer behind it.
We're looking at getting a large cutting ma-
chine this year to reduce labor some more.

LM: Do you ever change your basic crew?
Gaeta: We try not to, but it happens during
the winter sometimes when our schedule is
lighter and we have to shift people around for
things like hard pruning. We try to keep the
basic crew together — we may pull a float man
off another crew — but we've found that shift-
ing crews around causes bedlam. This is espe-
cially the case in the maintenance business,
where the object is for the people on the crews
to know the job site and go in knowing exactly
what to do.

LM: Do you find that the cohesiveness of a crew
can get messed up if you keep shifting crews
around?

Gaeta: Exactly right. We have a very good
foreman who's been with us for a long time —
and he used to be the training ground. This
frustrated him because he would train some-

continued on page 30
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Time and motion st
—snould you bz dojlegt e

When asked whether or not ti
tion studies are important in hiscom )
Tony Bass of Bass Custom Land
replied with an enthusiastic ”
he says efficiency is impossible
them.

Bass: | concentrate on time N

talk about the
ation that occu
thing except getti
heading out to the fi
sibly run an efficient op
the "morning circus” g
and motion study in our
years ago, and it turned
have the “morning cird
study revealed that the
180 feet from our ti
parked farthest away
some observation, | r
was walking a straig ~
Now, as a solution to tf
have one emplo
and lines the trud|
fice doors. As a
time clock to the!
and our manager
eye on everyo
arrive an average of six )

day at their flwmm mo-
tion studies are also m&_pm

your correct crew size.

LM: Where did you learn to
motion studies?

Bass: [laughs] | started doing them in the
early days to keep from starving to death!
have an agricultural engineering degree
from the University of Georgia, and that's
where | learned to perform time and mo-
tion studies. (Our readers can also learn to
do those by taking courses at local commu-
nity colleges, or looking for professional or-
ganization seminars.)
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Equipment so productive it lets you cut grass
and mow down the competition at the same time.

Find out more about this tough new brand. Take a look
- at our full line of Tank zero-turn riders, wide-area
one of our dealers. Take a test-drive. Ask -
R about our exclusive Command Cut System™

> .‘: m‘”.m' .II:."-M..M o Engineered for professional landscapers
We think you'll see that
Mhmcm&”::: For the location of a Cub Cadet

the best support in the Commercial dealer near you,

bniuss What wull’ y 11 1 -
Yﬁl do with it? ' call 1-877-835-7841 or visit
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of turf equipment and landscaping tools
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sional landscapers. So whether you're tack-
ling a big lawn down the street or bidding
thmbwmmnwwh
you need to come out ahead. g

Mc:dﬂl:omorchlhlpsywwotkm &
efficiently, more professionally, more profitably. That's
because we build dependable machines that make you
more productive. We provide innovative features to make your
work easier. Plus, we offer service and support programs that
help keep you on the job.

o 3 ‘ www.cubcommercial.com today.
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continued from page 28

body and then that person would
leave. But if you're switching
people around, you have to tell
them exactly what to do every
time you're on a job site. That
slows things down, and could
cause problems for the client.

members like to work with the
same people for a long time?
Gaeta: Yes. We like to keep the
basic makeup of the team the

same.

LM: Do you ever form SWAT
teams to do things like hydroseed-
ing?
Gaeta: We subcontract out our
hydroseeding, but we do have
me special service crews in the
maintenance business. We have
one crew that does our annual
planting and mulching, and they
can be that SWAT team as nec-
essary.

LM: Do you feel you have finally
found your right crew size?

Gaeta: I'm not sure you ever find
that. [ feel that our crew size is
working properly now for the
job sizes we have, but given some
of the work we're starting to
chase, we may have to increase
our crew size here and there. For
example, you may have to in-
crease your crew size if you have
a larger job that has to be com-
pleted within a short period of
time. An extra person can occa-
sionally help with detail/bed
work on big jobs with short time
frames. But I don’t think we'll

dmt.effectweandamfulwi&\contim
uous training. Landscape Management’s
Best Practices Panel recommended a variety
of training dollar ranges from .5% to as much
as 10% of total sales, but it doesn’t have

to be expensive. In fact, training may
have a higher cost in time than actua

dollars.

Resources to the rescue

‘Where can you get good training

self is a good start, but there are s

sive and worthwhile resource

ever go over four people per
crew, even though we do have
some foremen who can handle
larger crews.

Pressures also work in the
other direction. On some jobs,
we'll try to get our three-man
crews down to two people via
natural attrition. Our costs for
things like labor, gasoline and
health insurance have started to
go up, and given that I can't raise
my prices much, I'll try certain
(mostly residential) jobs with
crews of two. It's difficult to raise
prices in this industry, especially

on service, so crew size is the first

thing [ look at when fighting cost

increases.

tributed to your success? How do
you measure that?

Gaeta: Yes, it has. | measure suc-
cess in two ways: first, I've been
in business 26 years, and second,
we're still holding onto our good
long-time accounts.

Two more signs of our success
are that we've been getting mini-
mal increases in our contract
prices, and we've signed a lot of re-
newals for maintenance contracts.
The fact that I've been keeping the
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price in line and the quality high
tells me that I'm succeeding.

Tony Bass, Bass Custom
Landscapes

Another landscaper with a pas-
sion for getting crew size right is
Tony Bass, owner/president of
Bass Custom Landscapes,
Bonaire, GA. His company has
been in business since 1987,
commands revenues of $2.5 mil-
lion a year and has a peak-season
workforce of 55 people providing
landscape, design/build and lawn
maintenance services to commer-
cial and residential customers.



LM: Is crew size something you've
paid attention to over the years?
Bass: It certainly is. There's lots of
low-skilled labor out there, but
it's hard to attract that labor, so it
makes sense to have the right
crew size. It's your way of using
productivity to fight against labor
and cost increases. With wages
starting to go up in our industry
and customers remaining intoler-
ant of price increases, we have to
make sure we're operating at
maximum efficiency.

LM: What are your ideal crew
sizes?

Bass: We have two-person crews
for residential lawn maintenance
and three-person crews for com-
merdial lawn maintenance. We
generally use three-person crews
on our landscape construction
jobs as well. For really big jobs,
we'll put two crews together...

of one crew?

Bass: Exactly. Seldom do we
work with four- or five-man
crews.

LM: How do you arrive at your
crew sizes?
Bass: [laughs] A lot of it has to do
with the size of the cab of the
truck! We mostly use Isuzu cab-
forward trucks, the so-called
“Super Lawn Truck System,” and
they seat three. We insist that our
people seat themselves properly
in the cab and put their seat belts
on. That means you can only get
three people into the cab.

Some companies have config-

Tony Bass's Isuzu cab-forward
trucks only seat three, so that’s
how many crew members arrive
together at a job site.

ured their trucks differently.
There are dual cab trucks that
can seat six or seven — some-
thing we will consider in the fu-
ture for large commercial project
because of the shortage of avail-
able drivers!

And we've begun to run
some numbers because of the
prospect of landing some super
large projects — properties of
more than 25 acres to take care
of in one day. We find that the
most a three-man crew can cover
in one day is 18 to 20 acres, so if
we have properties of more than
20 acres in size, and if it's impor-
tant to get the job done quickly,
we'll consider a larger
truck/larger crew.

LM: You said “run some num-
bers." What you mean by that?
Bass: We look at the average
wage of our crew. In most cases,
our three-man crew has a crew
supervisor, who's also the driver
of the truck eaming, say, $9 an
hour. Then, we have what we
call our “number two” man,
someone who could probably
run the crew but is being held
back by something (usually the
lack of a driver’s license, English
language skills or leadership
skills). This person is usually
going to eam about $7 an hour.
The third person is usually a
rookie earing about $6 an hour.
The average wage of that
crew is $7.33 an hour. Let's say
we're going out to a big property,
perhaps 40 acres in size. Our
numbers tell us that at our pro-
duction rates, we can take care of

that 40 acres reasonably quickly
and profitably if we had six peo-
ple on that job.

IM: You said, “Our numbers tell
us...” Do you keep management in-
formation?

Bass: Yes. When we attempt to
take care of a new property, we'll
physically measure all of the criti-
cal components of that land-
scaped area — the square footage
of the lawn, the square footage of
the beds, the number of shrubs
(categorized as small, medium or
large), the linear feet of edging,
the number of zones of irrigation
to be inspected on a regular basis,
the square footage of weed eating
and the estimated amount of
time needed to blow off debris.

LM: And do you store all of this in-
formation somewhere?

Bass: You got it. We use these
items on our estimate worksheet
in Microsoft Excel. We create the
estimate in an Excel spreadsheet,
and, after we interpret the infor-
mation, we plug the combined
numbers into CLIP software to
monitor the budget for the job
per visit or per year. CLIP is a
software program we use to help
route and schedule and calculate
job costing on our lawn mainte-
nance jobs.

LM: You do that so that when
you're facing a really big job, you're
in a position to base your decisions
about crew size on historical infor-

just flying by the seat of
your pants.
Bass: That's right. We're not just
driving through the property say-
ing, “I think it's going to take ‘x’
number of days.” You have to
have concrete information with
the physical data that's out there.
We spend a great deal of time
on estimating to make sure make
sure we don't make mistakes on
our bids.

You're not

probably tells you a lot about the
crew sizes you're going to need. Has
the effort you've put into determin-
ing your proper crew sizes paid off?
Bass: We are a successful com-
pany, and we're constantly look-
ing to acquire new business.
Right now, we're doing just that.
I compare our profitability to
ALCA standards, so I know that
we are above average.

The effort we've put toward
figuring out our ideal crew size
has definitely paid off. I would
say that the tendency toward in-
correct crew sizing constantly
threatens us, though. If some-
body in our business today thinks
they can add an unnecessary per-
son to a crew and still survive,
they're seriously mistaken. The
margins we operate on in the
Green Industry don’t permit us
the luxury of putting even a little
more labor on a job than is neces-
sary to get the job done effi-
ciently or to an acceptable level
of quality. 1w
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continued from page 33

Since you can't find a logical
reason for their presence, you
pullin and enter the restaurant
through a side door.

Two of your people are sitting
behind a row of plants. One is a
new employee, and the other is a
veteran.

You slide into a hidden seat
opposite the row of plants.

As you listen to their conver-
sation, you witness the attitude of
an all-too-common employee
you know as the “Team Buster,”
or “TB.” These insidious, nega-
tive employees create divisiveness
and negative attitudes that can
destroy a team's morale, produc-
tivity and loyalty, leading to in-
creased turnover.

As the conversation pro-
gresses, you find it hard to stay
cool. Tom, your six-year veteran,
is lecturing Anthony, your new
employee. Tom details his exten-
sive experience working with
customers. He tells Anthony that
“what you heard in the meeting
is the typical manager’s ‘take’ on
customer service.”

With a superior sneer, Tom
outlines what he calls “the real
world” and lets Anthony know in
plain terms that “what he told us
to do is what all bosses try to get
employees to do.”

You steam up more as you
hear, “These owners don't do
what we do, kid. In fact, most of
them haven’t touched a spreader
for so long, they wouldn't know
what to do with one.”

The lecture continues, “If you
want to know how to get the job
done, here's what you do.”

Then, Tom proceeds to undo all
the instructions and training you
just gave to Anthony.

In no time, your new em-
ployee has been indoctrinated by
the TB. He now thinks that
“knocking on the door wastes
your time” because “nobody’s
home anyhow.” He learned how
to write comments on invoices in
advance because “doing it on the
lawn takes too much time.”

Anthony has also been care-
fully instructed on how to answer
the typical questions “those stu-
pid customers ask” and why “all
you really need to do is blow a
little smoke at them and get
outta there.” Tom even told An-
thony when, where and how to
relieve himself in the bushes.

Tom then begins to describe
how to observe female sun-
bathers in his territory who “really
make the job fun in the summer.”

That's when the game ends.

Damage control
You've had it. You get up, ap-
proach the startled workers and
say: . Whatdo yousay?
What action would you take?
Can the damage be repaired?
How long had this been going on?

“Team Busters” are negative
people who will poison your
team if left in existence. These
people will tear down your
team's morale and your opera-
tion will suffer.

Positive steps

Start by setting positive stan-
dards. You have the right to run
your business any way you
choose and that privilege in-

cludes establishing customer ser-
vice attitudes, as well as proce-
dures, Your staff has a responsi-
bility to meet your standards.

React immediately! Don’t
just hope a negative person will
‘see the light' and change once
things get less hectic.

Be certain you have clearly
communicated your standards
and expectations. Under difficult
circumstances, even the most
committed of us fail to live up to
our own standards. Before you
blame and take action, check out
the effectiveness of your commu-
nications.

If you're convinced the em-
ployee knew how the job was to
be done, conduct an immediate
and private performance inter-
vention interview.

In the interview, review the
training you have provided and
the instructions you have given.
Get the employee to acknowl-
edge that he or she understood
your job performance standards.

Now, communicate the spe-
cific performance problem in de-
tail. Be specific, detailed and un-
emotional. Confine comments
to specific performance. Do not
attempt to analyze why the per-
formance was unacceptable, just
describe what actually happened.

Ask the employee to explain
his or her performance. Listen
with an open mind. Do not
jump to conclusions or “bait” the
employee to prove your point.

Most managers believe the
employee deserves at least one
verbal and one written wamning,
Depending on the severity of the
unacceptable performance, you
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may decide to terminate the em-
ployee on the spot. If you decide
to wam the employee, give the
specific and detailed instructions on
the level of performance you ex-
pect in the future, beginning im-
mediately.

Establish follow-up perfor-
mance benchmarks and a
timetable for improvement. Al-
ways follow-up quickly.

The worst thing any manager
can do is nothing.

Keeping TPs off the team
Once stung, most managers ei-
ther develop the opinion that
“people just don’t want to follow
directions,” or they leam to keep
a closer ear to the ground.

Here are two things you can
do to minimize the chance that a
“TB” will invade your staff:

Require staff input as a part
of the planning and problem-
solving process. People are posi-
tively motivated and work harder
to succeed when they feel own-
ership in the process.

Hold regular “one-on-one”
meetings with your staff. Make
them frequent, private and per-
the employee’s mind. Leamn as
much as possible about their over-
all level of satisfaction or frustra-
tions. Be bold enough to ask your
employees straight out, “How can
I make your job a little bit easier?”
Once they know you genuinely
care, they'll care too.

— The author is director of
training and development at
Scotts’ Lawn Service, Marysuville,
OH. He can be reached at
937/644-7207.
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Watch as our leading-edge
John Deere Skid Steers take

on four of the old-line brands.

Fill out and mail this card, or
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Check all the answers that apply to you:

1. How do you get your worksite equipment?

Please Reply by APRIL 30, 2001

Rent Buy

Lease Rent before owning

. Which is your usual supplier of worksite

equipment?
An equipment dealer A rental center

. What is your primary business?

Building Construction Landscaping
Road Construction Agriculture
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Bh® Eyoect a difference

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.

See the skid steers with the visible edge.
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wessons | aWard-winning landscape management

Property at a glance

Location: Shelter Gardens, Shelter In-
surance Co., Columbia, MO

Staff: Shelter Insurance Co.
Category: Industrial or Office Park
Year site built: 1974

Acres of turf: 22

Acres of woody ornamentals: 14
Acres of display beds: 6

Total paved area: 13

Total man-hours/week: 340

Maintenance challenges

P Preventing disease and insects
» Providing for public (safety)

P Irrigation maintenance

Project checklist

P Vietnam Memorial
P Built new stone bridge

P Installed new irrigation system in
garden

On the job

36

» 6 full-time staff, 2 seasonal employ-
ees, 5 licensed pesticide applicators

Shelter Gardens

A 2000 Grand Award Winner of the
Professional Grounds Management Society
for Industrial or Office Park

Just because it's an insurance company
doesn’t mean Shelter Insurance of Co-
lumbia, MO, doesn't deserve nice land-
scaping. It's surprising that any of the
employees come back from lunch, with
all there is to look at and enjoy: a Viet-
nam Veterans Memorial complete with
bamboo and Japanese maples; a new-

comer school that's a 19th century Two grounds crew members design and plant
replica of a one-room schoolhouse; and 2 gne of 23 annual flower beds located on the

breathtaking rose garden complete with  shelter grounds and gardens.
hybrid teas, floribundas, climbers and
shrub roses.

The rose garden takes 2() man-hours
per week, a fraction of the time it takes
to care for the 8,000 to 10,000 annuals
planted the first week of May. Over 22
acres of turf must be mowed two to
three times per week, and a chipper sits
ready to help after storms. Since the gar-
dens rarely close, grounds crew members
have to consider visitors’ safety when fix-
ing broken irrigation lines and applying
insecticides and fungicides.

Editors’ note: Landscape Management is the exclusive sponsor
\ﬂs 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
MANAGEMENT Gk .
Grounds Management Society in November. For more in-

formation on the 2001 Awards, contact PGMS at:
720 Light St. » Baltimore, MD 21230 « Phone: 410/223-2861. Web-site: www.pgms.org
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Think Tough.

FERRIS

IS INDEPENDENT SUSPENSION

“@ %he O

John Orth
Assembly Supervisor
Ferris Industries

Commercial mowers take a beating equal to that of battlefield tanks. And nobody builds mowers that take a
beating better than Ferris. From our wheels, blades and decks that kick butt on any terrain, to our revolutionary
l-wheel IS Intll')n'lllll'lll Suspension. It’s all engineered to |)l'n\i«ll' years and years of reliable
operation. Call 1-800-933-6175 or visit www.ferrisindustries.com to learn more about our complete
line of tough walk-behind and 3-wheel riding mowers along with our new Ferris Z’s from 48" to 72"

of cutting power. We'll answer all your questions, and match you up with your nearest Ferris dealer.

Number 1

The most durable commercial mowers around.

Ferris Industries » 5375 N. Main St. * Munnsville, NY 13409 « www.ferrisindustries.com * 1-800-933-6175

Circle No. 115 on Reader Inquiry Card
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ADVERTORIAL

KC's “Trial Hill"is the
ultimate mower test

BY JASON STAHL / MANAGING EDITOR

owing is pretty much all the

Kansas City Parks and Recre-

ation Department does in the
spring and summer. In landscape techni-
cian Dave Stark’s district alone, there are
1,500 acres of fields and lawns to cut.

—

o * %se
—

Dave Stark and his new Ferris mower.

“We're out there mowing 12 hours a day,
six days a week,” Stark says.

Stark has tested just about every type
of mower in his 14 years with the depart-
ment, and knows exactly what he likes in
each machine.

“I like a mower to have a low center of
gravity so that | feel safer on hillsides,”
Stark says. “l also like good ground speed
that matches cutting speed, and a com-
fortable ride.”

Stark also says he looks for a mower
that can climb any hill, and he doesn't just

take the manufacturer’s word for it. The
first thing he and the other 15 employees
of his district do to demo a mower is take
it to a steep hill in their area known as the
“Trial Hill.” They drive it from the bottom
to the top — if it can make it.

“The Ferris mower was the
only one that made it to the
top. The others cut off about
halfway up,” Stark says.

Based on the demo, Stark’s
department is purchasing 11
Ferris mowers, a mix of 72-in. IS
4000 Zs and 61-in. IS 3000 Zs.
They will join a fleet of
Grasshoppers and Dixie Chop-
pers. Because the new Ferris
mowers can handle the hills,
the department has done away
with walk-behinds.

Stark says he will pull out
the Ferris not only when there’s
a steep hillside to tackle but
when aesthetics are important.
Crews in the department tackle
one-foot tall areas with stand-
ing water, but they're also in charge of
mowing the grounds around the outdoor
Starlight Theatre. They'll have to take par-
ticular care in mowing Satchel Paige Sta-
dium once renovation work is completed.

“The Ferris won't tear the turf because
the tread is less aggressive,” Stark says.

With the coming of spring and the
prospect of all-day mowing, Stark expects
some squabbling over the new mowers.
“Because of its four-wheel independent
suspension, everyone's going to want to
hop on the Ferris.”

www.landscapegroup.com / MARCH

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-turns feature
independent suspension (either 2
or 4-wheel) for increased comfort,
speed, traction, stability and a more

consistent cut.

Rugged deck construction.
Choose a hand-welded deck with
overlap-welded corners, 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.

Sponsored by Ferris Industries
The Commercial Mower Specialist™

2001 / LANDSCAPE MANAGEMENT
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IRRIGATION CENTER

Green Space

Greg Mitchell BY JASON STAHL

(Editor’s note: Green Space is a new feature that pro-
Owner, Turf Surgeons vides a candid profile of an irrigation contractor. By
reading it, you will learn about the contractor’s per-
sonality and view on industry issues. Hopefully, you
Worth, TX, and will also relate to the challenges he/she faces in every-

2 day work situations. Look for it t in future is-
President of ALIRT Y Wo! ons. Look for it to appear in future is
sues of LM.)

Irrigation Services, Fort

Why did you start ALIRT (Association of Land-
scape Irrigation Repair Technicians)?

I felt like the associations that were currently in ex-
istence didn't focus enough on issues that concern ir-
rigation repair technicians — they were built around
the manufacturer-distributor-installer group. As a
group, I felt like we could gain a little bit of clout and
voice some of our concerns to manufacturers or dis-
tributors.

Why didn't you think irrigation repair technicians
had the clout they deserved?

We didn’t have any clout with distributors because
all they ever see is a bunch of little ticket items.
What they fail to see is the big ticket item. A re-
pair technician will go in and buy a half dozen
valves and 15 to 20 heads and one controller, and
that doesn’t seem like a lot of stuff. But we buy
those quantities every day. In the summer, we
might buy those sort of quantities two to three
times a day.

How has response to ALIRT been so far?

I feel very encouraged at this point. Once we became
affiliated with the Irrigation Association (IA), we gained
some credibility. Since our second meeting at last year's
IA show, we've had over 40 new members join. I get
very good response in Texas, in part because [ teach a
course there called Diagnosing, Troubleshooting and

LANDSCAPEVMANAGEMEN MARCH 2001 wwwilandscapeqgroupCorr




Repairing Lawn Sprinkler Systems. There are many
more people interested than there are people who have
paid membership dues, and I think the reason for that
is because you have to become a member of the IA

first.

How did you establish your customer base when you
first started in this business?

I did all my marketing in a residential area. Most of
my 1,000 customers are located in eight adjacent
map pages in the phone book — they’re places I
can get to from my home office in six to eight min-
utes. In my first two years, I did a lot of door-to-
door advertising, but I haven't done any marketing
in five years. The only commercial accounts I have
are nursing homes, which are considered residen-
tial, and churches. Some of my customers are doc-
tors or dentists, and I'll take care of their homes and
office buildings.

What is the most common problem you come across
involving irvigation systems?

Wiring problems. The toughest problems are related
to poor underground splices in the wiring or poor qual-
ity, old wiring used in the original installation. In Texas,
many installers use thermostat wire, which isn’t rated
for direct burial. Over time, it deteriorates and loses
its continuity. Sometimes I'll come across a wire that
was taped together after having been cut by someone
who planted a tree. Eventually, that wire will lose its
continuity, too.

You have to be a detective of sorts to be a good irri-
gation repair technician, don't you?

Yes, because we walk onto properties we've never seen
before and are asked to troubleshoot systems with no
print to work with. At most, all we have is a little in-
formation from the customer. You have to learn how
to filter information from the customer, because they
will always try to tell you what they think is wrong. You
have to decide how much of what they're telling you is
fact, and how much is coming from their own personal
opinion. You can't go off in one direction just because
someone said so. You have to use systemic procedures.

You can be trained to leamn how to do that, but a lot of
it comes from experience and making mistakes.

Wouldn't it be more profitable to become an irriga-
tion installer?

Yes, but it's so competitive and so price driven that
I really don't foresee myself ever getting into it. In-
stallers and repair technicians need to do a better
job of educating consumers on the long-term cost
of maintenance. A system that is easily maintained
will cost more, but I can’t tell you how many times
I've had somebody spend as much to repair a sys-
tem as they did to have it installed. If it had been
done right in the first place, I wouldn’t have had to

repair it.

Do you think it's easier to in-
stall an irrigation system or
repair it?

Well, it takes a heck of a lot
more labor to install one than

Vitals

repair one. But you can have less
technical knowledge of irrigation
systems and still have a success-
ful installation business. I know

Years in business: 8
2000 gross revenue: $90,000

Projected growth for 2001: Not available

Number of employees: 1 full-time

Business mix: 99% residential

for a fact that there are installers Market area: Arlington / Ft. Worth, TX

in Texas who have no idea how
a control valve works, but they
know how to put the common
wire on one side of the solenoid and the hot wire on
the other. That's all they need to know because they
don’t service these systems.

What is one of the most common gripes you hear
among repair technicians?
The crowding of the piping around control valves.
We often find that the installer, in order to dig the
smallest valve pit as possible, crowded the piping
around the control valve. I've even found piping on
top of the control valve, which means you have to
cut the piping out of the way to do any service.
That's like putting an engine in a car and welding
the hood shut.

continued on page 42
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Green Space

continued from page 41

What is the one part you fix the most?
Solenoid control valves. I'm a big advocate
of rebuilding control valves in the ground
rather than cutting them out and replac-
ing them. However, it's often difficult to
rebuild because of the way the installer
packed it in. Still, a rebuild might take you
an hour and a half, whereas replacing the
valve could take 4 % to 5 hours. If you're
charging an hourly rate, you're talking five
to six times the cost.

What advice would you give to installers
to minimize future problems with systems?
Use good wire, and use wire splice mate-
rials that are fit for direct burial. Also, leave
enough pipe between fittings when you in-
stall valves so if a valve needs to be cut out
and replaced, it can be done easily.

Why don't they do these things in the first
place?

They don't really think about it because
they don’t intend on coming back. They're
thinking, “If I have to put a piece of pipe
here, I'm going to have to excavate more,
which means the job will take longer. I have
a price on this job, and I don’t have time to
dig a bigger hole.” They had to underbid
somebody to get the job instead of selling
a better quality job. They think the only
way to make money is to do it cheaper and
faster than the next guy. Because they don't
have a service department, they don't real-
ize that if they keep this customer and do
a good job, they’ll be the one coming back
to service it and make money off this cus-
tomer for years to come,

What do you dislike the most about your
job?

When I first started, I had to do a lot of ex-
plaining to customers about the proce-

dures I undertook. I felt that it was im-
portant that I did that, but it wore me out.
Now, I have literature that explains to cus-
tomers what is the most common prob-
lem with systems, why we can't give them
a set price up front, etc. Good communi-
cation skills are a must, because a customer
is going to ask what you're doing. An in-
voice that says, “Fixed sprinkler system:
$533,” just won't cut it.

What do you like the most about your
job?

I like working outdoors. I also like being a
problem solver. I like being a hero, too. In
Texas, when it can get up to 108 degrees in
the summer, you're the main man when
someone has a broken irrigation system and
an elaborate landscape that won't survive
without water.

What kinds of rewards do heroes like you
ga]

People are so thankful, they give you pats
on the back and iced tea. One time, some-
one brought me a big shade umbrella from
their pool that I could work under. The
things that mean the most to me, however,
are letters and notes from customers. Over
the years, I've developed many personal
relationships with customers. Some of
them leave just their first name on the an-
swering machine — they don’t even leave
their address or phone number. They'll
just tell me that the garage door opener
will be in the barbecue pit, and leave the
bill on the controller.

Have you ever considered going into land-
scaping?

Yes, especially since I'm so environmen-
tally conscious and am a big proponent of
water conservation. Personally, I would
gravitate toward the organic approach of
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landscape management. [ would never use
chemical pesticides or fertilizers. What re-
ally worries me is the runoff of these
chemicals that gets into our ground water.
Sure, they filter it, but there would still be
parts per million of no telling what all in
our water. And all these diseases that have
come out that they can't explain. Who's
to say they’re not caused by what's in our
water?

It sounds like water is a pretty big deal
with you.

Well, something about water is magical to
me, whether it's coming out of the sky or
in a swimming pool or whatever. To me,
there’s nothing like the smell of fresh
water hitting parched earth — it makes
me high.

What do you see for water in the future as
it gets scarcer and scarcer?

People need to start stressing water conser-
vation now, not just how to put irrigation in
cheaper than the next guy. Irrigation installers
need to learn how to sell the conservation
and long-term maintenance aspect of an ir-
rigation system. They can’t just concern
themselves with new construction. They
need to start thinking about retrofitting ex-
isting systems to save water and working with
trade associations to implement incentives
for people to install efficient, conservative
systems with, for example, rain sensors. Oth-
erwise, landscape irrigation is going to be cur-
tailed to the point where none of us can
make a living. If we don’t conserve water,
we're going to be the first people who get cut
off from it. If we can’t irrigate the landscapes
that landscape contractors put in, they're
going to be out of business, too. m
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WEEDS NEVER SEE THE LIGHT OF DAY.

Thousands of tiny weed seeds are just waiting to wreak havoc on your lush, green fairways —and your reputation. Forfunately,
Pendulum® preemergent herbicide eliminates more than 40 broadleaf and grassy weeds before they even get started.

Pendulum is a proven performer, offering well over a decade of unsurpassed, season-long control, unmatched value and the
flexibility to fit info any seeding or reseeding program.

It's @ combination that's earned Pendulum a higher satisfaction rafing from superintendents than any other preemergent*



NOT GERMINATION.

" To learn more about how Pendulum can make sure weeds never see the
p!””@! M light of day, call 1-800-545-9525, ext. T3257 or visit www.turffacts.com.
(( Always read and follow label directions.



INTRODUCTION

Successful weed identification is a combination of timing and
user-friendly data. Timing in relation to the maturity of the
plant (the older, the easier) and user-friendly data, meaning an
identification guide that is designed to facilitate the identifica-
tion process. Both were considered in the design of this guide.

Timing: When identifying either monocot (grassy) weeds
or dicot (broadleaf) weeds, studying a mature or flowering sam-
ple is very important. All of the most easily identifiable traits—
flowers, seeds, leaves and roots—are present then, so take some
time to find a mature specimen to examine.

User-friendly data: For ease of use, this guide concentrates
on those plant characteristics that differentiate one species from
another rather than those traits each has in common. These dif-
ferences are represented visually with added text to refine the
distinctions between similar plants.

Understanding the terms used in this guide

Understanding the parts of a grass plant are essential to accu-
rately identify monocot weeds. In the example shown, pay par-
ticular attention to the seedhead, the ligule and the collar. They

are the plant parts which have the most differentiating traits.

Abbreviations
aka = "also known as” (different common names are popular in

different parts of the U.S.)

Further help

The use of this guide was designed to help managers substan-
tially reduce the number of possible weed species identifica-
tions. However, variations in a plant’s vegetative characteristics
or distribution may require that managers forward samples to
their local extension service for confirmation. BASF's local tech-
nical representatives can also be contacted for further help at
800/545-9525 or on the Web at www.turffacts.com.

w4 WEED IDENTIFICATION GUIDE

Sources

Information was compiled from the Scotts “Guide to the Identi-
fication of Grasses,” the Southern Weed Science Society’s
“Weed Identification Guide,” A.S. Hitchcock’s “Manual of the
Grasses of the United States” and the extension department at
Cornell University.

STRUCTURAL

CHARACTERISTICS
OF A GRASSY
WEED

Leaf in bud:

YY

folded

rolled narrow

absent

tall medium

short hairy
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MONOCOTS Annual

Monocot weeds

Because of natural variations within grasses and differences Identifying a monocot weed

that occur under varying environments, the illustrations in- Once a mature sample has been selected, check each of the

cluded herein are meant to be representative but not defini- listed plant parts as follows:

tive. Users need to consider all of the information—seed- ® seedhead—size, shape, openness and number, size and shape of

head, in-bud, ligule, collar, descriptive text, tips and branches and seeds

distribution—to accurately identify a weed. B in-bud—cut through a leaf stem and determine if it is folded or rolled
As you proceed, keep in mind that you should not rely W ligule—remove a leaf from its stem and with a hand lens check the

on an individual characteristic to be conclusive, rather total size, shape and texture

the number of similar characteristics between the sample and  collar—ay the leaf flat, underside up and check the size, shape and
the guide to help narrow the number of possibilities. top and bottom edges
The monocot weed species illustrated herein were se- W tips—check for additional vegetative plant characteristics

lected for their likelihood of appearing in turf and their latest W distribution—confirm that this weed species has been identified in

reported distribution. your state

ANNUAL BLUEGRASS
aka Poa annua, poa

DIAGNOSTIC TIPS:
Very persistent self-seeding
winter annual or biennial

Leaf in bud: Collar: Ligule:
Short, narrow leaf blades folded KUY medium
‘ top pinched pointed
with parallel edges and
boat-shaped tip
DISTRIBUTION:

Some leaf blades wavy

Germinates in late sum-
mer/early fall

Shallow-rooted, dying under
heat or moisture stress

. Indigenous states
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MONOCOTS Annual

SANDBUR

DIAGNOSTIC TIPS:
A mostly prostrate,
narrow-leafed sum-
mer annual that likes
sandy soils

Distinctive yellow
seedhead contains 6-
20 large, sharply-
burred seeds

Burred seeds can cause
painful injury to unprotected
feet or ankles

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
folded broad hairy
bottom pinched

DISTRIBUTION:

FOXTAIL BARLEY
aka squirreltail bar-
ley

DIAGNOSTIC
TIPS:

A narrow-leafed
prostrate summer
annual

Leaf blades coarse to
touch, often with sparse,
stiff hairs

Seedhead is a single tufted spike

Seed has a 2-3-inch-long hair at pointed end

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
folded broad tall
bottom pinched toothed
DISTRIBUTION:

W6 WEED IDENTIFICATION GUIDE



MONOCOTS Annual

GOOSEGRASS
aka silver crabgrass

A narrow-leafed
dense prostrate
summer annual

Leaf color is
darker green
than most annu-
al monocots

Collar area has
sparse long hairs

Seedhead has 2-13
branches which are white
to silver in color

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar:
folded broad
continuous
DISTRIBUTION:

- Indigenous states

Ligule:
short

toothed & divided

BARNYARDGRASS
aka billion dollargrass,
watergrass

A very wide-bladed semi-
prostrate
summer annual

Stems may be branched
at nodes and frequently
bent upright

Seedhead has multiple
short perpendicular
branches

Seeds are coarse with short
burrs

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar width: Ligule height:
rolled broad absent
DISTRIBUTION:

. Indigenous states
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MONOCOTS Annual

CHEATGRASS
aka chess, rye bromegrass

A narrow-leafed, mostly
erect winter annual

Underside of leaf is often
hairy

Seedhead is open with
multiple semi-erect
branches carrying 1-4 seed
clusters

Seeds look like cultivated
wheat or rye

STRUCTURAL CHARACTERISTICS:

GREEN FOXTAIL
aka green bristlegrass

A wide-leafed mounded
summer annual

Leaf blades are limp,
bright green and sharply
pointed

Stems bent upright at
nodes

Seedhead cylindrical with
tufted pale green seeds

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar:
rolled broad
bottom pinched

DISTRIBUTION:

Ligule:
short
toothed

Leaf in bud: Collar:
rolled narrow
continuous
DISTRIBUTION:

Ligule:
hairy

ws WEED IDENTIFICATION GUIDE



MONOCOTS Annual

LARGE CRABGRASS
aka hairy fingergrass

A wide-bladed pros-
trate summer annual

Leaves are hairy on
both surfaces with a
prominent midrib

Older nodes are
often branched and
rooted where con-
tacting soil

Seedhead open with 4-6
slender branches

STRUCTURAL CHARACTERISTICS:

R
Leaf in bud: Collar: Ligule:
rolled broad tall
top pinched toothed & pointed
DISTRIBUTION:

- Indigenous states

RESCUEGRASS
aka prairiegrass,
rescue brome

A wide-leafed winter
annual or biennial

Leaves are hairy at edges
and on upper surface

Seedhead is open with
bending slender side
branches

Seed clusters look like culti-
vated wheat or rye

STRUCTURAL CHARACTERISTICS:

\| 1%
Leaf in bud: Collar: Ligule:
rolled broad tall
bottom pinched toothed & pointed
DISTRIBUTION:

. Indigenous states
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MONOCOTS Annual

SMOOTH CRABGRASS
aka fingergrass

STINKGRASS

A narrow-leafed annual
A narrow-leafed prostrate

SUmImer annual Leaves are dull on upper surface

and glossy on underside
Leaves are not hairy

except sparsely haired in
collar area

Collar area has sparse long hairs

Plant has a very disagreeable

Sterns branch at hodes odor when cut or damaged

but do not root

Seedhead has 2-6 slender
upright branches

STRUCTURAL CHARACTERISTICS: STRUCTURAL CHARACTERISTICS:

Leafin bud: Collar: Ligule: Leaf in bud: Collar: Ligule:

rolled broad tall tolled narrow hairy
bottom pinched rounded i continuous
DISTRIBUTION: DISTRIBUTION:

MS| AL | GA

- Indigenous states

. Indigenous states
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WITCHGRASS

An erect wide-bladed
summer annual

Leaves are densely
haired on both sur-
faces

Emerging seedhead
is fountainlike

Mature seedhead is
large and very open
with slender branches
carrying single seeds

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
rolled broad hairy
continuous
DISTRIBUTION:

- Indigenous states

MONOCOTS Annual

YELLOW FOXTAIL

An erect wide-bladed summer
annual

Upper leaf surface has long
hairs in collar area

Leaves are often slightly
twisted in an open spiral

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
rolled narrow hairy
top pinched
DISTRIBUTION:

. Indigenous states
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WEEDS NEVER SEE THE LIGHT OF DAY.

Lurking just beneath the surface are thousands of tiny weed seeds, threatening fo ravage lawns and established
ornamentals. Fortunately, Pendulum® preemergent herbicide stops more than 40 broadleaf and grassy weeds dead.

Pendulum is a proven performer, offering well over a decade of unsurpassed, season-long control and unmatched value
to maximize your profit margins.

It's a combination that's earned Pendulum a higher satisfaction rafing from LCOs than any other preemergent.*



5 To learn more about how Pendulum can make sure weeds never see the
p [””M lm light of day, call 1-800-545-9525, ext. T3257 or visit www.turffacts.com.
L [{(

Always read and follow label directions.

BASF
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MONOCOTS Annual

DOWNY BROME
aka drooping bromegrass

FALL PANICUM
aka smooth witchgrass

An erect narrow-bladed
winter annual

A very wide-bladed
mostly prostrate sum-

mer annual
Leaves have dense soft

hairs on both surfaces Leaves may be hairy
on upper surface, are
glossy beneath and

sharply pointed

Seedhead is open with
drooping branches

Seed clusters are tufted
and look like cultivated
wheat or rye

Stems branched at nodes
and bent upright

Seedhead is open with multiple very slender branches

STRUCTURAL CHARACTERISTICS: STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule: Leaf'in bud: Collar: Ligule height:

rolled narrow medium i rolled broad hairy
bottom pinched toothed & pointed | continuous
DISTRIBUTION: . DISTRIBUTION:
=
Awa [l
ST MY

OR

. Indigenous states . Indigenous states
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MONOCOTS Annual

WILD OAT
aka wild oats

An erect wide-bladed
annual

Plant often turns brown
in summer as seed
matures

Collar area has sparse
short hairs

Stems are stiff

Seedhead is open with mul-
tiple branches carrying many
single drooping seeds

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar:
rolled narrow
bottom pinched

DISTRIBUTION:

- Indigenous states

Ligule:

tall

toothed

SOUTHERN CRABGRASS
aka summergrass

A wide-bladed pros-
trate summer
annual

Leaves may be
hairy on upper
surface

Stems will root at
nodes

Collar area has sparse long
hairs

Seedhead has 2-9 slender branches

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
rolled broad medium
toothed & pointed

DISTRIBUTION:

[y \’i' ~——
A ‘WA
[~

OR ( 1\

{MS| AL |\ GA

- Indigenous states
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MONOCOTS Perennial

DALLISGRASS
aka paspalum

A warm-season
coarse semi-erect
spreading perenni-
al

Collar area has
hairs on upper leaf
surface and at |eaf
edges

Seedhead has 3-7 right-
angled slender branches

Roots may have short rhizomes

STRUCTURAL CHARACTERISTICS:

Leaf'in bud: Collar: Ligule:
rolled broad tall
DISTRIBUTION:
{ WA e - L NH‘W
fi—y N e /ME >
MT | ND \MN A VI A
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BROOMSEDGE

A very narrow-leafed
erect perennial

Collar area has
hairs on upper
leaf surface
and on leaf
edges

Seedhead is upright
with white feather-like
tufts

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
folded narrow short
continuous with hairs
DISTRIBUTION:

. Indigenous states



QUACKGRASS

An erect narrow-leafed aggressive
perennial

Leaf is rough on upper surface

Collar area has claw-like fleshy
appendages (auricles) that clasp
stem

Plant develops multiple rhizomes
from base of plant

Seedhead is a single slender spike

STRUCTURAL CHARACTERISTICS:

. JOHNSONGRASS

MONOCOTS Perennial

A very wide-bladed
aggressively spreading
prostrate perennial

Collar area has short
hairs on upper surface
near ligule

Spreads by multiple %-
inch-thick rhizomes

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
rolled broad short
continuous
DISTRIBUTION:

Leaf in bud: Collar: Ligule:
rolled broad tall
bottom pinched with hairs
DISTRIBUTION:

lV'VWA \
s N

OR ¢
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MONOCOTS Perennial

NIMBLEWILL

A very short-leafed
stemmy spreading
perennial herb

Leaves are short

Spreads by very slen-
der stolons

On frequently mowed
sites, plant often looks
stemmy in fall

Turns off-white during winter
Collar area has long hairs at leaf edge
Seedhead has single, very slender spike

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
rolled medium short
top pinched
DISTRIBUTION:

- Indigenous states
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KNOTGRASS

A prostrate spread-
ing perennial

Collar area has
short hairs at leaf
edges and near
ligule

Seedhead has two
slender upright
branches

STRUCTURAL CHARACTERISTICS:

Leaf in bud: Collar: Ligule:
rolled broad tall
bottom pinched rounded
DISTRIBUTION:




YELLOW NUTSEDGE
aka yellow nutgrass

A very rapidly grow-
ing erect perennial
herb

Spreads by rhi-
zomes with under-
ground tubers

Leaves are v-shaped with a
prominent midrib tapering to a sharp point

Stems are triangular

Seedhead is semi-open, carrying yellow seeds

DISTRIBUTION:

MONOCOTS Perennial

PURPLE NUTSEDGE
aka purple nutgrass

Rapidly growing
erect perennial herb

Spreads by rhizomes
with underground
tubers

Stems are triangular
Leaves are v-shaped, tapering to a sharp point

Seedhead is open, carrying dark or purple seeds

DISTRIBUTION:

MS| AL | GA
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MONOCOTS Perennial

KIKUYUGRASS
A low growing peren-
nial that creeps with
both stolons and
rhizomes.

TORPEDOGRASS
Aquatic grass with small
leaves 1/16- to 1/4-in. wide

Leaves have hairs on top
and often roll inward
Flat leaf blades
on light green
leaves

Stems are stiff; often 1-
to 3-ft. tall

Grows from under-
ground rhizomes with
hard, pointed tips

Seedhead has 2
to 4 spikelets in
upper sheath

Seeds are dark
brown with large
scars at the rounded
base

STRUCTURAL CHARACTERISTICS: STRUCTURAL CHARACTERISTICS:
bl
Leaf in bud: Collar: Ligule: Leaf in bud: Collar: Ligule:
folded medium hairy rolled narrow hairy
w/ fine hairs (a pale band)

DISTRIBUTION: . DISTRIBUTION:

Lo |ar 11 <80
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. Indigenous states . Indigenous states
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DICOTS

DICOT WEEDS Identifying a dicot weed M Look for a sample flower if available

i coiverss of ket of dhot waisdh: & Resied Unlike the prototypical size and shape of monocot W Leaves: check for identifying characteristics (size,
dilibarcan Sl 1 mowing of managed weeds, the shape and vegetative growth habits of shape, notches, venation or coloration)

turf sites. In order to provide a broader many dicot weed groups are visually unique. Also, W Stems: check how the leaves are held (opposite
ok sk weadi. wefiaws inched a seloct Wi the distinctive traits of monocots—seedheads, or altemate), shape and color

e Siess dicat wschs. Thiose { herein ligules and collars—are not always present, making M Flowers: check color, size and composition (sin-
were chosen for their ability to survive in turf, often visualidentification more important g, double o5 compound)

as a continuing pest. Several of the species can per- We suggest the following process for identifying M Location: take note of the conditions in which the
sist even at fairy short mowing helghts; others are dicot weeds: weed is growing (shade, compacted soil, etc.)
SN cocl e M Distribution: confirm that this weed species has

been identified in your state

DANDELION
aka common dandelion

HENBIT
aka dead-nettle

A large rosette-type
perennial herb

A mostly erect
winter annual or

: biennial
Leaves growing

from plant base Leaves are simi-

are long, narrow lar to mint:
and deeply rounded,
notched toothed, heavily

veined with soft
hairs on top, held
opposite on square
stems

Points of leaf lobes
point backward
toward base of plant

Has large, slightly mounded

Single flowers are trumpet-
yellow flowers on hollow stems

shaped, pale purple and project from ends of stems
Mature seedhead is a round puffball with seeds that

N Seen primarily in spring, dying with heat
are easily dislodged

DISTRIBUTION: DISTRIBUTION:

. Indigenous states

. Indigenous states
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DICOTS

KNOTWEED
aka prostrate knotweed

* A persistent low-
growing summer
annual

* Prefers com-
pacted soil of
pathways and
along drives

e Leaves are blue-green,
up to 1 inch long and
%-inch wide

» Small single white to pink flowers are found at the
junction of the leaves and the stem

DISTRIBUTION:

. Indigenous states
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PURSLANE
aka common purslane

A prostrate, succulent
summer annual

Leaves are shiny
green, wedge-
shaped, thick
and up to 1 inch
long

Stems are thick, fleshy and
purple to brown in color

Plants are are very drought-resistant

Small, single yellow flowers may appear in the leaf
clusters at end of stems

DISTRIBUTION:

. Indigenous states



COMMON CHICKWEED
aka starwort, winterweed

A low-growing winter
annual

Plant prefers shad-
ed moist sites

Opposite small
leaves are carried
on tender stems

Stems may root at leaf
nodes

Small compound flower composed of 5 pairs
of two pale purple petals

Plants die back with summer heat, but can survive
year round at cool sites

DISTRIBUTION:

({MS| AL \ GA

- Indigenous states

DICOTS

SPOTTED SPURGE

A prostrate fleshy summer annual
herb

Leaves are opposite,
oblong, and up to
%-inch long

Upper leaf surface
has a purple to
brown blotch along
center vein

Hairy stems produce a milky-white sap when broken

DISTRIBUTION:

LN OH |

VA
NC
sC
{MS AL \ GA

Ky >
"IN

. Indigenous states
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Pendulum®

Drive®

Image®

For more information,

Basamid®

please visit us at

www.turffacts.com.
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BY VICKY POULSEN

Three seasoned
landscape contrac-
tors talk about how
they use equipment
maintenance
products to keep
their operations

running smoothly

TOOLS OF THE TRADE:

EQUIPMENT MAINTENANCE PRODUCTS

andscape operations
wouldn't be complete
without today’s selection
of maintenance products
required to keep their
equipment running
Popular shelf items in-
clude oil, filters, grease, replacement blades,
blade sharpeners, belts, hoses and light bulbs
— just to name a few.
Many contractors stick with one brand or
manufacturer when purchasing various cate-
gories of equipment to make their invento-

ries and part replacements simpler. They

A PHOTO COURTESY GROUNDMASTERS, INC

also troubleshoot problems early and call for
outside technical assistance when needed.

On a scale of one to 10, contractors give
preventative maintenance a 10 when it
comes to km'pmg equipment costs down
and service hours up. But they also know
when it’s time to give up that beloved walk-
behind or trimmer.

We decided to ask three readers to give
us their views on their own personal mainte-
nance programs. Here is what they had to

say.

continued next page
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Name: Mike Rorie

Title: President/Owner
Company: Groundmasters, Inc.
Location: Cincinnati, OH
2000 revenues: $9 million

Business mix: 100% commercial
Employees: 125

Company profile: Began business in 1979,
servicing primarily residential accounts. By
1982, Rorie's vision was to create a large
equipment-intensive business, so the com-
mercial market became
the focal point of his op-
eration. Today, his com-
pany is completely de-
voted to commercial
accounts, catering to

more than 500 sites.
Maintenance services make up the lion's
share of the contract work. The business
grew throughout the '80s to about $1 mil-
lion in revenue. In the '90s, Rorie added a
facility in Cincinnati, Dayton and northern

MEDIUM CONTRACTOR

Name: Kris Hjort

Title: President/Owner
Company: K & H Lawn Services, Inc.
Location: Fairfax, VA

2000 revenues: $1.8 million

Business mixc 80% residential, 20% commercial
Employees: 10 full-time

Company profile: Started business in
1984. About 55% of services are devoted
to maintenance, 30% to design and instal-
lation, 14% to turf and ornamental and
1% to snow removal.

Equipment arsenal: Three pick-up trucks

and four stake body trucks Four of com-
pany’s five vans are Super Lawn trucks.

Kentucky. Today, the company employs
125 people, and revenues topped $9 mil-
lion in 2000.

Equipment arsenal: Over 80 trucks, 30-
plus trailers and over 400 pieces of addi-
tional equipment — everything from trac-
tors to weedeaters.

Maintenance plan: An in-house, five-mem-
ber fleet department at each branch man-
aged by a fleet manager. “We do all our
own preventative maintenance — whether
it's a skid loader or a lawnmower.” Mainte-
nance/repair work is done the quarter of
the year prior to the quarter of production
— lawnmowers are fixed in the winter and
snowplows in August. The fleet manager
determines the standards the company fol-
lows when servicing a piece of equipment.
“We don’t want to underservice or overser-
vice." Will send out the occasional engine
overhaul or transmission repair work to an
outside mechanic.

Other equipment in-
cludes 20 backpack
blowers, 20 trimmers,
seven stick edgers and
an array of walk-behind
mowers and riders.

Maintenance plan: Company performs
minor maintenance such as oil changes on
their trucks. Greasing and blade sharpen-
ing on other pieces of equipment are per-
formed on a daily basis. Major repairs are
sent to an outside mechanic.

Maintenance budget (parts and labor):
About 2% of total revenue.

An inside job: Currently uses an outside
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Maintenance budget (labor and parts):
About 2% of total revenue. Company tries
to determine the operation costs of a piece
of equipment when developing a preventa-
tive maintenance budget. “Contractors
need to track equipment just like job costs.
We put hour meters on everything. It's the
easiest way to track usage and determine
preventative maintenance.”

An inside job: “Hiring a mechanic will de-
pend on the money you've invested in
equipment and the money and time in-
volved in going back and forth to get re-
pairs done on the outside. You'll want
someone who is readying the equipment as
well as repairing and servicing it.”

Parts inventory: Company stocks all the
routine parts such as belts, hoses, filters,
coils, hydraulic fluids, light bulbs, wipers
and tires. All of these parts are part of its
preventative maintenance checks. “If we
need a new alternator or water pump,
we'll access that part through one of our

mechanic, but company is looking to hire
its own part-time mechanic for equip-
ment repair and maintenance work.

Parts inventory: “We used to stock a fair
amount of parts but found that it was a
waste. Now we only stock oil, grease,
mowing blades, maybe one round of oil
and air filters and anything that we must
have on hand at all times. Replacement
parts are purchased from our mechanic.
We also try to stick with the same brand
whether it's a blower or trimmer.”

Cleaning/painting: “We have a hard time
doing painting and cleaning because we
don’t have great access to water to wash
equipment and trucks. Still, we try to



local suppliers. We buy multi-
ples of a particular brand. For
example, we buy the same
brand for our walk-behinds,
and so on. This is so we can
stock a modest amount of in-
ventory that will fit every piece
in a particular equipment cate-
gory.”

Cleaning/painting: Cleaning is
done in-house on a routine
basis. Extensive cleaning, in-
cluding steam cleaning engines
and waxing, is done annually
and sometimes bi-annually.
Touch-up painting on trailers,
mowers, pumps and sprayers is
done in the winter months.
Complete paint jobs are left to
an outside paint specialist.

Equipment life: “Trucks and
trailers are rotated between a
7-to 10-year period due to the

wash trucks and equipment
on a weekly basis. We do
very little if any repainting of
equipment.”

Equipment life: “We're a lit-
tle excessive when it comes
to equipment — we don't
want to go without. We'll
try to allocate three spring
trimmers to each of our two-
men crews so they have a
spare if one piece of equip-
ment breaks down. Smaller
pieces of equipment last be-
tween two and three years,
while mowers can last as
long as 10 years. We try to

low mileage we put on them,
while smaller pieces of equip-
ment are replaced every two to
three years. We used to keep
these smaller pieces of equip-
ment twice as long, but it
backed up our shops. Plus, we
found it cost us more money to
upkeep a piece of used equip-
ment. If we sold this piece of
equipment at the optimum
time, we could get 50 cents on
the dollar that could be used
towards the purchase of new
equipment. Plus, we could take
advantage of technological ad-
vances much sooner.”

Equipment afterlife: “We'll oc-
casionally go through auctions,
but typically advertise and sell
to a dealer. There's a large au-
dience of small contractors that

will take advantage of the price
break.”

keep trucks as long as possi-
ble — the first truck [ ever
bought died in the fall of last

year at 18 years old.”

Equipment afterlife: “Once
we're through with a piece
of equipment, we'll often
give it to charity. If we're still
using that brand, we'll take
the parts that are useful and
keep them. If not, it'll go to
the junkyard.”

Name: Greg Bechtold

Title: Co-owner with wife, Andee
Company: Longhorn Mainte-
nance, Inc.

Location: McKinney, TX
2000 revenues: $1.4 million
Business mix: 75% commer-
cial, 25% residential
Employees: 15

Company profile: Entering their
20th year, Longhorn Mainte-
nance, Inc. considers itself a
“three-year-old company with
20 years of experience.” Three
years ago, Longhorn joined
ALCA, immediately imple-
menting all of the information it
gained from the association.
That information helped it in-
crease its gross revenues from
$500,000 in 1997 (with zero
profit) to $1.4 million in 2000.

Equipment arsenal: 21- to 48-in.
walk-behind mowers, ZTR
mowers, ASV/Dingo, trailers,
dump trailers, trucks, and hand
tools and back-pack equipment.

Maintenance plan: Company
does its own maintenance work
such as filter/oil changes and
blade sharpening. Anything be-
yond minor repairs such as car-
buretor or transmission problems

are sent to an outside mechanic.

Maintenance budget (labor
and parts): About 2% of com-
pany’s entire revenue.

An inside job: Will be hiring a
full-time shop person.

Parts inventory: Company stocks
everything needed for routine
maintenance: oil, air filters,
blades, spark plugs, belts, nuts
and bolts, and weedeater heads.
“Whenever we use a part, we
put it on our inventory list right
away. Because of that, those
parts are constantly replaced,
and we don’t get behind.” They
keep each piece of equipment
within the same brand to make
parts needs simpler.

Cleaning/painting: Cleaning is
done weekly, and minor paint-
ing such as freshening up a
deck is done as needed.

Equipment life: Their trucks last
10 years. “We stay within a very
small radius, so our trucks don't
travel great distances.” Larger
mowers last three to four years,
while excavation and mini-loaders
last up to five years. Hand-held
and light equipment lasts one or
two seasons. “We have hour me-
ters on larger pieces of equipment,
but we won't dump a piece of
equipment just because it has
logged a lot of hours. If it's cutting
service and requiring more repair,

though, it gets dumped.”

Equipment afterlife: “We sell
most of it to a local dealer and re-
tain the best used equipment for
our backups.”
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A real seal
Safety Tire Seal Corporation offers the Safety Seal, a self-vulcaniz-
ing external repair kit that needs no cement or vulcanizing fluids to
make a permanent repair to tubeless tires used on turf equipment
such as mowers, skid-steers, tractors, irrigation equipment,
trenchers and bucket loaders, as well as cars, vans,
trucks, trailers, pickups and SUVs. Get Safety Seal in
its new molded, weather-resistant plastic case with
enough material to make 30 repairs. For more infor-
mation contact Safety Tire Seal Corp. at 800/233-
8473/ Circle no. 282

Chock full o’ parts
Industrial Specialties Manufactur-
ing Inc.’s new 230-page catalog
describes its selection of fittings,
tubing, mufflers, manifolds,
valves, filters and accessories in a
range of sizes. Products are avail-
able in materials such as brass,
stainless steel and numerous plas-
tic formulations. A full line of plas-
tic tubing is also described, and in-
cludes a chemical compatibility
chart and an engineering data
section. For more information
contact Industrial Specialties Mfg.
at 303/781-8486 or www.indus-
trialspec.com / Circle no. 283

$599 1o $1,469. Air
compressors are manufactured
with long-life cast iron sleeve
pumps as well as Honda engines.
For more information contact
Northern Tool and Equipment Co.
at 800/556-7885 or www.North-
ernTool.com / Circle no. 284

Back to the grind
Bernhard and Company’s Rota-
Master blade grinder features an
automatic infeed with auto cut-
off which can be left to complete
the grinding cycle alone. Features
include a quality balancer and au-
tomatic traverse with easily ad-
justed travel stops. With blades

Air apparent  held securely in place, both ends
Northemn Tool and can be ground at the same time.
Equipment Co.'snew  The blade grinder is encased and

line of professional the grinding operation occurs

grade NorthStar air away from the operator. Dust can
compressors include be vacuumed away using the ma-
three gas units as well chine's attachment. For more in-
as two electric models formation contact Bernhard at

ranging in price from 888/474-6348 / Circle no. 285

Chain gang
Husqvarna's clamshell packaging
for chains as well as bar and chain
combinations allows retailer and
consumers to match their needs
with their specific product at a
glance. Listed on the packag-
ing are easy-to-read “fit-up”
specs matching Oregon
chains to Husqvarna chain
saws. Chains come in both
single and double packages.
Bar and chain combinations
are single-packed. For more
information contact Husqvarna
at 800/438-7297 or www.husg-
varna.com / Circle no. 286

Drip drip

National Spencer Inc.’s new non-
drip nozzles offer a new way to
track different fluids and offer auto-
matic closure to reduce leakage.
They are color-coded, and fully com-
patible with the entire line of Zee
Line lubrication equipment. For
more information contact National-
Spencer at 316/265-5601 or
www.zeeline.com / Cirde no. 287

Paint job

Morgan Corporation has a new
custom spray paint for repair jobs
and touch-up applications. The
paint is an exact match for OEM
paint used on Morgan truck bod-
ies. An over spray leveler is used as
a finish product to smooth and
even out paint applications. For
more information contact Morgan
at 888/545-7278 / Circle no. 288
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Mower parts

Stens Power Equipment Parts, a
subsidiary of Ariens Co., has a
2001 catalog out that features a
large selection of drive, rider and
pushmower parts. Included are re-
placement universal throttle con-
trols, shift and clutch cables for
Honda, starter solenoids for
Ariens, rear end overhaul kit for
Snapper and more. For more in-
formation contact Stens at
800/457-7444 / Circle no. 289

Motoring along

Briggs & Stratton’s new Etek elec-
tric motor system, a combination
DC motor and electronic con-
troller, is designed to power golf
cars and other electric-power util-
ity vehicles. The motor is 50%
smaller and over 20 Ibs. lighter
than others, resulting in an effi-
cient combination of power and
torque. For more information log
on to www.briggsandstrat-
ton.com / Circle no. 290

Clean engines

Kohler’s air cleaners for Com-
mand and Command Pro 18- to
25-hp engines are lightweight,
compact and easy to install. A
swirl design collects/ejects trapped
dust. The main filter has 1,398 sq.
ft. of effective area. An eight mi-
cron inner filter protects carbure-
tor. For more information contact
Kohler at 800/544-2444 or
www.kohlerengines.com / Cir-
cle no. 291
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IF YOU DIDN'T BUY A SCAG,
YOU PAID T00 MUCH.

When it comes to buying a commercial mower, some less experienced ~ That's why Scag owners and operators are so loyal to our brand. They
cutters may be tempted by a lower purchase price without realizing the ~ know Scag doesn't cut corners in the design and construction of our
higher operating costs down the road. After all, there are a lot of  commercial mowers. And, they know we stand behind every Scag
machines out there that look like a Scag, but none that perform like one. ~ 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 it . . . Scag.

Scag 3-year Scag 2-year electric Scag 3-year i
deck warranty. clutch warranty. spindle warranty. SIHI])I_\' the Best

Circle No. 118 on Reader Inquiry Card

www.scag.com © 2000 All Rights Reserved. Scag Power Equipment, Division of Metalcraft of Mayville, Wl 53050 00-05
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It’s usually your fault
when a herbicide fails to
control a weed. A better
understanding of
herbicides and weeds
will help you

BY JOSEPH C. NEAL

weed that it’s supposed to control.
The “it didn’t work” lament is usually
_ the result of either applicator error or
¥ environmental conditions beyond our
g control. An understanding of what
makes herbicides fail to work can provide clues to

how we can avoid those situations.

Identify the weed correctly

The first task in any pest management program is to
correctly identify the pest. Most herbicides are selec-
tive — that is, they control some plants and not oth-
ers. Accurate weed identification provides you with
the information you need to make an informed deci-
sion.

For example, Dimension (dithiopyr) controls
emerged crabgrass but doesn’t control emerged goose-
grass. Can you tell the difference when these plants
have only three or four leaves? Can you accurately
identify the broadleaf weeds? Confront (triclopyr +
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clopyralid) controls buckhomn plantain but doesn’t con-
trol black-seeded plantain (Plantago rugellii). Can you
tell the difference between these two weeds?

There are many manuals to help you with weed
identification. Table 1 lists some of the manuals I rec-
ommend for turfgrass and landscape professionals, but
check with your local cooperative extension office for
the best manual for your area. If you have internet ac-
cess, there are several Web sites with weed pho-
tographs. Start your search for weed identification
guides at the Northeastern Weed Science Society
page (http://www.ppws.vt.edu/newss/newss.htm).

Choose the right product

Once you identify your target, you need to select the
correct control measure. Just about every cooperative
extension office, and most trade journals, provide reg-
ular updates on turf herbicide effectiveness on weeds.
Charts showing broadleaf weed susceptibility to post-
emergent herbicides are common. For grass weed con-
trol, most preemergence herbicides work well. To de-
termine which pre-emergent herbicide is best for
annual broadleaf weeds, however, you'll have to look
harder (you might even have to read some labels).
Contact your local cooperative extension office for the
latest recommendations for your region. For herbi-
cides in landscape beds, I recommend my book,
“Weed Control Suggestions in Christmas Trees,
Woody Omamentals and Flowers,” Skroch, Derr and
Senesac. To order, send $7.50 (this includes shipping
and handling) to Publications, NCSU, Box 7603,
Raleigh, NC 27695-7603. Similar publications are
also available from Pennsylvania, Ohio State and Cor-
nell (NY) cooperative extensions.


http://www.ppws.vt.edu/newss/newss.htm

Apply the herbicide
accurately and uniformly
Choosing the right herbicide is
much easier than applying it ac-
curately and uniformly. Herbi-
cides are applied with sprayers or
granular spreaders to achieve a
specified amount on a given area
(such as quarts per acre or
pounds per 1,000 sq. ft.). The
best way to make sure you're ap-
plying the right amount of herbi-
cide is to calibrate your sprayers
and spreaders. If you're not sure
how to do this, contact your
local cooperative extension ser-
vice. Also, pesticide dealers/dis-
tributors are often willing to help
you calibrate your equipment.
Even if you have calibrated your
equipment, it’s always good to
do a second check on the calibra-
tion by calculating how much
area you're treating and estimat-
ing the amount of herbicide (or
spray) it should take to treat that
area. When you're finished treat-
ing, the amount you used should
closely match the amount of
your estimate.

Applying the right amount of
herbicide per 1,000 sq. ft. is only
part of the answer to distributing
herbicide uniformly over the
area. | recently measured the out-
put of granular spreaders on sev-
eral job sites by randomly placing
1-sq-ft. pans throughout the
treatment area, then weighing
the amount of herbicide in each
pan. At one site, there was a
250% variability between catch-
pans with the doses sometimes
reaching twice the labeled rate!

Top 20 reasons why herbicides fail

ouvswN

©

10.

Not reading and/or following label speci-
fications

Improper weed identification

Improper herbicide selection
Improper method of application
Improper timing of application
Unfavorable temperature and/or mois-
ture conditions affecting poor weed
growth

Age and growth stage of the weed plant
— young vs. mature target weed
Temperature too hot or too cold
Skipped area — spot treating/poor over-
lapping resulting in poor coverage
Foliage not wet — product failed to pen-

L

12.

13.

14.

15.
16.
17.
18.
19.

Low concentration of mix — not enough
active ingredient to manage weed

High concentration of herbicide killed
the top, not the roots

Wind drift — failure to deliver herbicide
to the target

Rain following application washed off
treatment

Product too old — deactivated
Product caked — spoiled

Product separated into layers
Chemical and/or physical incompatibility
Alkaline (high pH of water) hydrolysis
and herbicide degradation

Droplet size too large — some herbicides

etrate leaf hairs

So how do you improve uni-
formity? Check your sprayer
and spreader output patterns.
Make sure your applications are
made with the correct overlap.
Flood jet spray nozzles should
have 100% overlap but flat fan
nozzles require 25% to 30%
overlap. Granular spreaders are
variable; I strive for 100% over-
lap and treating the entire area
twice (1/2 dose per application)
in perpendicular directions.

I believe calibrating sprayers
and spreaders and paying atten-
tion to application uniformity
could eliminate 90% of herbi-
cide “failures” and dramatically
reduce “call backs.”

Timing is everything
Preemergent herbicides are ap-
plied before weeds emerge. But
do you know when your weeds
emerge? Summer annual weeds
(like crabgrass) germinate in the
spring and early summer; winter
annual weeds (like henbit) germi-

perform better if particle size is finer

nate from late summer through
early spring depending on your
local weather patterns. Preemer-
gent herbicides must be applied
and incorporated by rainfall be-
fore weeds germinate. If applied
after germination, most preemer-
gent herbicides provide little con-
trol. Indicator species such as dog-
wood bloom or forsythia bloom
have been used for years to indi-
cate when the weather is con-
ducive to summer annual weed
germination. For winter annual
weeds, preemergent herbicide ap-
plications should be made by
mid- to late-August.
Preemergent herbicides for
crabgrass control can be applied
earlier, too. Several researchers
(Watchke at Pennsylvania State
University, Lewis at NC State
University and Senesac and |
while at Comell University)
tested winter applications of pre-
emergent herbicides and found
they worked as well as the “opti-
mum” timing for that region.

Weed control longevity is more a
function of the herbicide choice
than how early it’s applied. Di-
mension (dithiopyr), Barricade
(prodiamine) and Pre-M
(pendimethalin) provide longer
crabgrass control than Balan
(benefin) or Team (benefin + tri-
fluralin). Whether or not you
need to reapply the preemergent
herbicide and when requires an
understanding of local conditions.
Post-emergent herbicides are
applied after plants emerge, but
the timing of those applications
have a significant impact on con-
trol. Young, actively growing
weeds are more easily controlled
than older, well-established
plants. For example, the recom-
mended rates for Acclaim Extra
range from 3.5 oz. per acre to 39
oz. per acre, depending upon
crabgrass growth stage (see Figure
1). Com speedwell (Veronica ar-
vensis) is difficult to control in
spring because it's nearing the end
of its life cycle and is not growing
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Young, seedling crabgrass plants (such as the 4-leaf seedling on the left) are cont

oY

rolled with low doses of post-emergent herbicides.

PHOTOGRAPH COURTESY: J. C. NEAL

—

Tillered plants like those on the right will require higher doses and perhaps multiple herbicide applications.

rapidly, but it's much easier to control in fall

when the weed is young and actively growing.

To control bermudagrass in plant beds, treat
with a post-emergent grass herbicide in spring
when the weed has about 6 to 8 in. of new
growth; later applications will result in poorer
control. The key to optimum timing for most
post-emergent herbicides is to apply when
weeds are actively growing.

When controlling perennial weeds, the
goal is to kill the plant’s underground por-
tion. To do that, we use systemic herbicides
that move from the foliage to the roots and
storage organs. The season and growth stage

of the weed can have a tremendous effect on
how well the herbicide will translocate.
Glyphosate (Roundup Pro and others) con-
trols most weeds, but you'll get better con-
trol if you apply when plants are most sus-
ceptible. Most deciduous woody vines and
rhizomatous perennial weeds (such as mug-
wort) are controlled by late summer or early
fall applications, but spring applications only
burn the tops of plants. In contrast, late sum-
mer applications won't control the evergreen
vine greenbriar (Smilax spp.); spring applica-
tions are more effective on such evergreen

weeds.

CRABGRASS CONTROL
45 F— -—— —
40
35
g 30
3’ 25
£ 2
§ 15 -
g B
g 5
2 0
g 1-2 Leaf Untillered 1-2 Tillers 3-4Tillers  4-5 Tillers
g Crabgrass growth stage
3

Figure 1. As crabgrass grows, higher herbicide doses are required to obtain control. This chart il-
lustrates the doses of Acclaim Extra recommended to control different sized crabgrass plants.
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The environment

Much is made of soil type, humidity and
temperature effects on weed control, but, in
my opinion, the most important environ-
mental factor that affects herbicide perfor-
mance is water — too much, too little, too
soon or too late. Irrigation and rainfall affect
both preemergent and post-emergent herbi-
cides but in different ways.

Preemergent herbicides require rainfall for
incorporation, but too much of a good thing
can be a problem. In saturated soils, many of
our common preemergent herbicides decom-
pose rapidly. In as little as two weeks of satu-
rated conditions, many preemergent herbi-
cides have decomposed and are no longer
present in concentrations high enough to con-
trol weeds. So providing proper soil drainage
will not only improve turfgrass growth and re-
duce weed encroachment but improve pre-
emergent herbicide performance.

Too little rain can affect preemergent her-
bicides in two ways — lack of incorporation
and volatilization. Preemergent herbicides
must be incorporated by rainfall or irrigation
within a few weeks of application. If this
doesn’t occur, the herbicide remaining on the
surface may volatilize or be degraded by sun-
light (or both). A prolonged drought can re-
sult in hot, dry soils that promote volatiliza-
tion of herbicides. Furthermore, if there’s soil
moisture but no rain or irrigation after herbi-

continued on page 59
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Gator® Utility Vehicles
6.9% Financing™

4100 Tractor
6.9% Financing™

Ends April 30
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OF COURSE, IT COULD ALWAYS BE

Ty

Pro Series” XT140 Trimmer $339 Value
with commercial walk-behind purchase* ; il 14-hp HD45 Walk-Behind
| $159/month!
or just $4,799*

Leave everything else behind.

John Deere walk-behinds’ rugged
transmissions, ergonomic controls,
and high torque engines take any
ground or challenge in stride. Equally
prepared to excel: M-Series powered
XT140 Trimmer, included with every
purchase, for a limited time.

a0ffer ends July 4, 2001. Does not
include 21-inch JX85.

John Deere Walk-Behinds

TWO-YEAR

FULL-SERVICE LIMITED WARRANTY

Even in the fine print, it’s a big statement: Every John Deere

commercial mower comes with a dealer who takes care of
every claim, from transmissions to engines and everything in

New 1400 Series Mowers

9.9% Financing, Zero Down'
www.jd1400.com

between. There’s no need to go to component suppliers
for warranty service. Peniod.

F680 Z-Trak” Mower
$600 Off or $285/month’

Mz

Inclug § 220 JOMNDEERE
e ———— >

7-Iron™ Equipped
Z-Trak Mowers

Front-mount

24~ to 31-hp 2WD/4WD

F680 - 20 hp

Mid-mount They're a new race—an advance not on one or two fronts—but all

M653 - 23 hp of them. With flawless 12 mph mowing, all-year-use, superior safety
M655 - 25 hp systems, and a foundation of an ingenious self-reinforcing space frame.
M665 - 25 hp Drive one. Experience the rush.

The zero-turning-radius 20-hp
F680 with out-front 48-, 54-,

and 60-inch 7-Iron decks traces
flowerbeds, sweeps through lush
grass-and leaves behind no trace,
with optional optimized material
collection system. Yet, it's extraor-
dinarily affordability that truly
keeps it ahead of the curve.

48-, 54-, 60-, 72-inch

Our lead in mower deck technology is now even wider. Like
the new (and world’s first) 72-inch seven-gauc
superior airflow, maximum blade overlap and 5

a perfect cut, even at 12 miles an hour, during turns, and in dense grass.
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THE EQUIPMENT YOU'RE USING.

455 Lawn and Garden Tractor
5.9% Financing'

20 hp/17 P10 hp

For 12 Months!
Heavy-duty and double-duty,

the 4100 Tractor, and 455
Series Lawn and Garden Tractor
combine industrial-strength
with an ability to both build
landscapes, and care for them.
The 4100 specializes in loader,
and PTO work; the all-wheel
steer 455 in yard care. Both

hook up quickly to a wide
4100 Tractor variety of easy-to-use, time-

o . o ] h
Low 6.9% Financing saving gttachments

For 60 Months Ends April 30 —
1 400 Series/4100 Tractor |

6.9% financing through April 30

Dollars off selected models. See dealer for details.

22 hp/18 P10 hp

The super-versatile Gator UVs. Gas or diesel, 2- or
4-wheel drive, they're great for most any job.
Stable and surefooted, these vehicles haul more
than their own weight (up to 1,400 pounds'), yet
tread lightly on turf, with a psi of only 7.1 to 7.5.

Total capacity of the 6x4 Diesel-includes 200 Lb. passenger and
maximum DOX capacity.

4700 Tractor/460 Loader
$489/month™

Ends April 30

The 4700, sum of everything we know about tractors.

A machine unlike any other, with proven, high-torque

Gator’ 6x4 Ut]’lity Vehicle 48-hp‘diesel engine, 4WD, optional hydrostatic Twin

6.9% Financing" Touch transmission, remarkable ergonomics—and winner
= of a prestigious AE50 award for outstanding innovation.

48 hp/40 PTO hp

4100 20 hp/17 PTO hp*
4200 26 hp/21.5 PTO hp*

4300 32 hp/27 PTO hp*
4400 35 hp/29.5 PTO hp*
4500 39 hp/33 PTO hp*
4600 43 hp/36 PTO hp*
4700 48 hp/41.5 PTO hp*

*Gear transmission

3 20% down pay E
Behind Mowers, 9.9% up to

payment. Other special rates
If balance is not paid in full



90 Days Same As Cash'

Nothing holds them back. Professional-grade
components, low vibration and great power-

H20D H edge Trimmer to-weight ratios unite for performance

i 99+ no competitor can touch. They're a new
Double-sided, 1.05 hp $389 benchmark in professional productivity.

BP50 Blower
{ $399*"

185-mph maximum air velocity
(470 cfm at tube end)

1.4 hp Only $339*

XT140 Line Trimmer

John Deere Chain Saws

= CS36 2.1 hp 12- to 18-in. bar & chain* (S56 Chain Saw

CS40 2.4 hp 12- to 18-in. bar & chain*
(S56 4.1 hp 16- to 20-in. bar & chain*

Limited time $319*"

(S62 4.7 hp 16- to 24-in. bar & chain* (with 16-inch bar) v
(571 5.2hp _ 20- to 32-in. bar & chain* 4.1 hp/16-in. bar
(S81 5.7 hp 20- to 32-in. bar & chain* No bark worse than their bite: John Deere

Pro-Series™ Chain Saws. Six new models with
the superb power-to-weight ratios—and the unusual
durability that’s the hallmark of every John Deere.

20- to 48-hp Tractors Loaders

Not just the colors match. High- 6.9% Financing”
performance John Deere implements Ends April 30
are designed from the start to integrate
in perfect partnership with the tractors

they work with.

Rotary Cutters
6.9% Financing™

Backhoes Ends April 30
6.9% Financing™

Ends April 30"
Mounted directly to frame, 48 backhoe fits
4300-4700 Tractors and 5105 and 5205 Tractors

COMMERCIAL DEERE SEASON 2001

nd July 4, 2001 and are available at participating dealers. Machine prices do not include taxes, freight, set-up and delivery charges. Tractor prices do not include implements as shown. **Offer ends
2001. Subject to approved credit on John Deere Credit Installment Financing Plan, for commercial-use only. Up to a 20% down payment maybe required. Low-rate
participating dezlers. tOffers end July 4, 2001. Subject to approved credit on Jom Deere Credit Installment Financing Plan, for commercial-use only, and are avai
vn payment may be required. Low-rate f*narung available to qualified buyers, at participating dealers. No down payment required on 1400 Series Mowers, 9.9
Mowers, 9.9% up to 48 months on Z-Trak Mowers, 9.9% up to 60 months on 1400 Series Muwe's. 5.9% for 12 months on 455 L&G tractor. Taxes, freight, setup and delivery charges cou

Other special rates and terms may be available, including financing for personal use. t10ffer ends July 4, 2001. Subject to approved credit on John Deere Credit Revolving Plan, for commercial-use
ce is not paid in full by the end of Same As Cash promotional period, interest will be assessed from the original date of purchase. Available at participating dealers

JOHN DEERE



THE EQUIPMENT YOU'RE USING.

30- to 53-hp

790 Tractor
starting at $9,499°

(Price does not include
Loader, Rotary Cutter, 4WD)

5205 Tractor
starting at $16,495°

(Price does not include 4WD) 53 /7[) /45 PTO /7/)
b/ )TN }
30 hp/25 PTO hp Features: Auto-bleed fuel system. Direct injection
Features: Auto-bleed fuel system. Direct diesel. Operator presence system. Wet disk brakes.
injection diesel. Operator presence system. Planetary final drives. Fully independent PTO.

990 Tractor
starting at $13,399°

(Price does not include

Loader, Rotary Cutter, 4WD)

starting at $14,995°

(Price does not include Loader, Backhoe, 4WD)

40 hp/35 PTO hp

Features: Auto-bleed fuel system. Direct 48 hp/40 PT0 hp
injection diesel. Operator presence system. Features: Auto-bleed fuel system. Direct injection
Wet disk brakes. Planetary final drives. diesel. Operator presence system. Wet disk brakes.

Planetary final drives. Fully independent PTO.

COMMERCIAL DEERE SEASON 2001
ENDS JULY 4, 2001

JOHN DEERE



NO ONE ELSE COMES CLOSE.

Parts & Service

We don't just promise great service after the
sale, we deliver it. With a network of over 2,500
full-servicing, fully stocked dealers and 13
North American parts warehouses,

almost any part can be available

. Ty
within 24 hours. (Overnight = /
orders can even be placed . . Nt
until 5 p.m. Eastern Standard ¢ > ';

Time—for no extra charge.)

At every dealership, factory-trained technicians
are standing by to perform routine service
quickly and well. With parts that meet the most
exacting standards (and all of which come com-
plete with a 90-day warranty).

It's yet another way we go the distance for you.
Call 1-800-537-8233 for the dealer near you, or
visit www.JohnDeere.com.

Flash+" program even
allows after-hours ;Aonﬂ%lgfx% =
orders to be delivered
the next day.

NOTHTINSG R UNS L1 K.E

JOHN DEERE

www.JohnDeere.com
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TABLE 1. SUGGESTED WEED IDENTIFICATION GUIDES
FOR TURF AND LANDSCAPE INDUSTRIES

Weeds of Southern Turfgrass Weeds of the West

Publication Distributions Center University of Wyoming

IFAS Building 664 U.W. Coop. Extension Service Bulletin
P. 0. Box 110011 Room

University of Florida University of Wyoming

Gainesville, Florida 32611 PO Box 3313

(904-392-1764) Laramie WY 82071-3313

$8.00 / Particularly useful for weeds of
turf and landscapes in the Coastal Plain
but appropriate for turf throughout
Southeastern US. Color photographs

and brief descriptions of each species.

$24.50 / A full color guide focused pri-
marily on weeds of western US agricul-
ture. Multiple color photos of each
weed and brief descriptions are includ-

ed. There is no key.

Weeds of the Northeast Weed ID Guide

Cornell University Press Southern Weed Science Society
P.O. Box 6525 1508 West University Ave.

Ithaca, NY 14851_6525 Champaign, IL 61821_3133
607-277-2211 $97.00 (includes all six sets of weed

$29.95 (+ shipping) / Appropriate to the
Northern tier of the US (south to North
Carolina) and southern Canada. About
300 species are covered. Several color
photographs and drawings for each
species, descriptions, and identification

keys.

sheets, index and a binder)

CD_ROM Weeds of the United States is
$120 A ‘high-end’ and relatively expen-
sive resource, this is available in note-
book form (so it can be continually
updated) and also a CD_ROM. High
quality photographs with brief descrip-
tions. No key is included.

Resources

Color Atlas of Turfgrass Weeds
Ann Arbor Press

310 North Main Street

P.O. Box 20

Chelsea Michigan 48118

800-487-2323

$79.95 (plus shipping) / A color guide to
turfgrass weeds. This guide covers
weeds of warm-season and cool-season
areas. Several photographs of each
species and brief descriptions. Control

guidelines are included.

NEWSS web site
http://www.ppws.vt.edu/newss/newss.ht
m The Northeastern Weed Science
Society web site has a listing of internet

sources for weed identification guides.

continued from page 52

cides are applied, weeds may

germinate before the remain-

ing herbicide is incorporated.
As previously noted, one key

to getting the most out of post-

emergent herbicides is to make

applications when weeds are ac- of post-emergent herbicide: con-
tively growing. Drought reduces tact and systemic, broadleaf and
weed growth and consequently grass products, soil-applied and
reduces post-emergent herbi- foliar applied. The answer to
cide performance. Drought has this problem is to supply water
been shown to reduce the effec- to get the weeds growing again,
tiveness of just about every kind or delay applications until rain

occurs. To increase the effective-
ness of most herbicides, make
applications about two days
after irrigation or rainfall (see
Figure 2), and try to keep the
soil moist for at least two days
after treatment.
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Figure 2. Drought reduces post-emergent
U000 (it et i =] herbicide efficacy. During drought, im-
prove post-emergent herbicide efficacy by
treating one to two days after irrigation or
rainfall. This chart shows how the interval
between application and irrigation can af-
fect crabgrass control with Drive (quinclo-
rac). Similar trends can be seen with other
post-emergent herbicides,

minutes to one hour. For post-emergent

grass herbicides (like Acclaim Extra,
Fusilade, Envoy and Vantage), about 20 to
-2days -1day Day of +1 day +2days  +4days 30 minutes after treatment is sufficient for
irrigation the herbicide to absorb into the foliage.
Check herbicide labels for recommended

Rainfall or irrigation too soon after an ap-  treatment can reduce weed control, particu-  “rain-free intervals” for the products you're
plication can also reduce post-emergent her-  larly on weed species with waxy leaves such ~ using.
bicide performance. This is particularly true as oxalis, clover and spurge. In contrast, typi-
for glyphosate (Roundup Pro) and glufosi- cal intervals for post-emergent broadleaf her-
nate (Finale). Rain within four hours after bicides (such as 2,4-D and Confront) are 30 continued on page 62

Temporary / Seasonal

Labor Visas

Receive work visas for your peak season

We Specialize in Work
Permits for the:

« Green Industry  « Hotel/Resort
» Golf Courses

YOIy 0 S3MIS

Join us in our sixth year of obtaining and

and have a loyal, productive labor force maintaining a legal work force. You can trust
that you personally choose! Every day you that our experience and motivation is sincere
delay shortens the duration of your visa. and our customer service is unbeatable!

Call now for information packet and a quote.

CSfoley Eonterprises ol free (888) 623 7255

_ Austin (572) 282 3237
QFur labor solution for the millennium and heyond.. otz (572) 282 0958

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

Circle 119

60 LANDSCAPE MANAGEMENT / MARCH 2001 / www.landscapegroup.com



Win This 500K Limited Edition
Bobcat Loader!

We've just manufactured our 500,000th Bobcat® skid-steer loader, and we couldn't have done it without
your continued support. Since 1958, Bobcat equipment has been changing the way the world works.
Now, a half-million units later — more than all other brands combined — we just want to say “thank you.”

Register now to win one of 500 valuable prizes, including a Limited Edition 773 Bobcat loader, built
especially to celebrate the occasion.

Everything you've always wanted!

It features a 56-hp turbocharged diesel engine, deluxe operator cab with heat and air conditioning, full
suspension seat, Power Bob-Tach, special 13-inch super flotation tires and deluxe instrumentation —
everything you've always wanted in a skid-steer loader!

Enter Now! No Purchase Necessary! ’ m
Register to win on-line at www.bobcat500K.com Q R/

Circle No. 120 on Reader Inquiry Card

Call our 24-hour fax-back line; 1-800-662-1907 (ext. 702) L Bnhcal .

Bobcat Company * PO. Box 6000 « West Fargo, ND 58078 « 701-241-8700 One Tough Animal



http://www.bobcat500K.com
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continued from page 60

Herbicide resistant weeds

While herbicide resistance is not widespread
in turf and landscape settings, it has been
documented in golf course turf. Simazine re-
sistant annual bluegrass has been around for
several years. Researchers at North Carolina
State University recently documented a case
of dinitroanaline-resistant annual bluegrass in
golf turf. In New Jersey, Acclaim-resistant
crabgrass has been confirmed.

This didn’t happen overnight. In some
weed populations, there are a few individual
plants that are tolerant (or perhaps even re-
sistant) to herbicides. If you continue to use
the same herbicide year after year, the only
weeds capable of reproducing will be those
that carry the trait for resistance. Slowly, turf
managers notice that the herbicide doesn’t

work as well as it used to. If this scenario

continues, the resistant weed type will domi-
nate the stand. This can be avoided by rotat-
ing modes of action — rotating herbicides
will not be sufficient. For example, all dini-
troanaline herbicides (including Balan, Pre-
M, Barricade, Surflan and Team) have the
same mode of action. Dimension’s mode of
action is similar. Consequently, the dini-
troanaline-resistant annual bluegrass in
North Carolina is resistant to all of these her-
bicides. However, Ronstar (oxadiazon) has a
different mode of action and will control this
type of annual bluegrass.

Reliance on a single herbicide mode of
action for many years will lead to resistant
populations. Rotate herbicide modes of ac-
tion every few seasons. If you suspect you
have resistant populations, contact your local
cooperative extension service representatives
and develop a resistance management plan.

Rain or irrigation too soon after herbicide ap-

plication can wash the herbicide off before it
can penetrate, This is especially true for weeds
with waxy leaves such as woodsorrel (Oxalis
corniculata) pictured here.

This plan should include several manage-
ment strategies that will prevent develop-
ment of resistance to the new herbicide. 1m

PHOTOGRAPH COURTESY: J. C. NEAL

zero turn rider for
mowing open areas;
and as easy as flipping
a lever, you have a
hydro walk behind for
mowing hillsides and
hard-to-reach places.

Available accessories:

turer, will constantly strive to make the nec-
essary improvements that will make our
product stand out from the rest!

For the location of your nearest dealer call:
Rich Mfg., Inc. * (765) 4362744
richmfg@frontiernet.net

K % U5 o b K le A S

Circle 126
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good. There's better. Then there's” ™

s

s best: Snapshot* : It controls
more broadleaf weeds and grasses.than a
other preemergent herbicide. 11ligpécis
to be xact. For up to 8 months.




JOBTALK

Increase your
customers' satisfaction

Guarantees and
complimentary
re-treats are just
some of the ways
lawn care pros can
make customers
smile more

ustomer satisfaction is key
in the lawn care industry.
While not all lawn care
professionals offer written
guarantees for their ser-
vices, most will re-treat at
no charge or at least repair
damaged areas.

Depending on the region of the coun-
try, certain problems crop up more often
than others. In Kansas City, Jon Cundiff,
owner of Turfs Up, Inc., Lee’s Summit,
MO, says weeds cause the most callbacks.
“Farther north, crabgrass isn't really a prob-
lem, but it's probably our biggest reason
for going back to a client’s property,” Cun-
diff says. “Dandelions are the second
biggest problem, followed by grubs.”

While grub control is part of Turf’s
Up's program, some customers choose not
to take it. “It depends on whether the cus-
tomer wants to be proactive or reactive,”
Cundiff says. “But if we treat for grubs and
you wind up with a problem, we'll come
out and fix it. Since we’ve started using

Merit for grub control, we have
definitely minimized our return
visits.”

Because his service doesn't
include watering and mowing,
Cundiff figures his team does
one-third of the work on cus-
tomers’ lawns. “But we're re-
sponsible for 100% of the re-
sults,” he says. “We can't
control nature, but customers
hold us accountable anyway. "

Use service calls wisely

In the Dallas area, Gro-
Green, Inc. follows a seven-
round program for its residen-
tial customers. Owner Gary
LaScalea offers a strong guar-
antee: “If you're on our pro-
gram and you have a problem, [
we'll go back and take care of
it at no extra charge.” He looks
at a service call as an opportu-
nity to show his customers
that he cares. “It’s a chance for us to re-
sell the account,” he says. “I see it as a
benefit to us to go out and diagnose the
problem. I see it as a good time to com-
municate with our customers.*

LaScalea says there are several ad-
vantages to operating in Dallas. With
warm-season grasses, his employees can
fertilize and treat for weeds even during
hot summer months. And most of his
customers have built-in sprinkler sys-
tems, so when his crews put down an
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Darrel Nail, vice president/general manager of Dallas, TX-

based GroGreen, Inc., looks at service calls as a way to
show care and concern for customers.

application and ask them to water, they
usually oblige.

Because most southern landscapes suf-
fer from insect and disease problems,
around 70% of LaScalea’s customers re-
ceive GroGreen's tree and shrub service,
too.

“We have different issues in the South,
such as fire ants and mole crickets,” LaScalea
notes. “But it means we're on the property
more often, and that gives us more opportu-
nities to please our customers.”



Bayer guarantees
Merit

While most lawn care companies
guarantee their services, guaran-
tees from the manufacturer to
the end-user are not as common.
But this year, turf professionals
using Merit insecticide from Bayer
Corporation for white grub con-
trol are eligible for a first-of-its-
kind guarantee program. Bayer
Corporation offers repayment for
retreatment if grubs break
through the spring/summer Merit
treatment.

To participate, turf care pro-
fessionals must be members of
the Bayer Accolades program and
enroll in the Merit Guarantee for
Grub Control Program anytime
between November 1, 2000 and
April 27, 2001. This program is not
offered in California.

“We are confident that Merit
will work properly under normal
conditions,” says Mike Daly,
brand manager, turf and orna-
mental products. “But unpre-
dictable weather and environ-
mental conditions can reduce the
effectiveness of any grub control
material.” He adds that the guar-
antee program will cover the
lawn care operator when these
situations occur.

For more information about
the Merit Guarantee for Grub
Control Program, contact your
local turf product distributor or
the Bayer sales representative in
your area, or visit the Web site
www.accolades.com.

continued on page 66

GOLF COURSE BEAUTY

for lawns

15-3-8
FINE GRADE
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You can give your customers Golf Course Beauty with an
environmental, organic-based turf fertilizer, ROOTS"
Turt Food 15-3-8. The first choice among golf superin-
tendents who desire strong, green, healthy turf, ROOTS"
Turf Food 15-3-8 works better with longer lasting results
than other leading brands. Ask your ROOTS® distributor,
contact us at 800-342-6173 or visit our website,
www.rootsinc.com for product particulars.

l' 00& inc. tel: 800-342-6173 * www.rootsinc.com

Circle 124
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Most of the time, people don't really want their money back. They want
you to take care of the problem. We do reapplication, put in plants or
put in turf. We just try to find a common ground with our customers.
Since we have a very low cancellation rate, | think our policy is working. “
— Rick Beard, executive VP | Massey Services

continued from page 65 will,” says Ron Jacques, owner of
Green Lawns Plus, Inc., Marl-
Show me the money boro, MA. “But if we get some-
But sometimes just fixingthe  one calling us in September

problem isn't enough. Many
customers demand their money
back. Once in a while, every
lawn care service runs across

about crabgrass, that's where |
draw the line. I may refund one
application, but not an entire
year’s program.”

someone it just can’t please. “If it In general, commercial ac-

comes to giving money back, we  counts are more demanding

Safe, effective goose control is here!

|
F llghtControP is the only product that effectively protects your |
| propertics seven days a week, 24 hours a day. FlightControl works \
| likea “Biological Fence”, herding geese off the areas where you dont |
want them. FlightControl is odorless, weather-proof, and does the |
| job without harming humans, vegetation or wildlife. “

\

\ Get rid of the geese, get FlightControl!

| |

THE KEY TO GEESE MANAGEMENT

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

Environmental Biocontrol, Ind. a division of DCV, Inc.

Circle 123

than residential accounts be-
cause they usually involve ser-
vicing a larger property where
the contact person has to
work within a budget. As a
rule, they want more for less.
“We had one estate ac-
count we could never make
happy,” says Brad Culver of
Nitro-Green, Inc., Helena,
MT. “I finally agreed to come
back two weeks after every
application to check on things
— but I charged them for the
service. They soon switched to
another company, and that
gave us the out we needed.”
Though he doesn't offer a
guarantee in writing, Culver
states on his invoices that if cus-

tomers see a problem, they
should call back within 21 days.

Communication is key

In Maitland, FL, Massey
Services' GreenUp Lawn Ser-
vice emphasizes customer
communications. With 34 ser-
vice centers throughout the
state and three in Georgia,
Massey offers lawn and
tree/shrub care, residential
and commercial pest preven-
tion, and termite protection.
The company offers a money-
back guarantee but refunds
money in only a few cases.

“Since we have a very low
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cancellation rate, | think our
policy is working,” says Rick
Beard, executive vice-presi-
dent of Massey Services. “The
money-back guarantee also
holds our employees more ac-
countable for the service
they're providing.”

The right recipe

Charles King, owner of
King Green, Norcross, GA,
sends a monthly newsletter to
all his lawn care customers.
He writes a column called
“Charlie’s Turf Talk"” seven
times a year.

He also holds what he calls
“manager meets,” in which em-
ployees visit customers to dis-
cuss any problems they might
be experiencing. “We try to im-
press upon customers that you
don’t buy an application, you
buy a program.”

Because of his confidence
in the program, King guaran-
tees all his company's services.
King refunds money as rarely
as possible, but he does bud-
get a small amount for re-ser-
vicing.

“When you get right down
to it, making a repeat applica-
tion is pretty cheap customer
service,” King says. m
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They say good things come in threes. If you're a landscaper, that’s true at your

Kawasaki dealer. They'll give you $60 when you trade up to a new Kawasaki String
Trimmer, $60 when you trade up to a new Kawasaki Backpack Blower, and
$20 off the purchase of a new Kawasaki Handheld Edger* Each product is
professionally engineered with industry-leading Kawasaki power, quality and
reliability to make light work of even the toughest jobs. One demo is all you'll
need. But three great offers don't hurt.

For more information about Kawasaki products,

visit www.kawpowr.com. Kawasaki

To locate a dealer near you, call 1-877-KAW-POWR.

$S60 Trade Up is good toward purchase of a new Kawasaki string trimmer or backpack blower when you bring in an
old gas-powered string trimmer or backpack blower. All offers valid for a limited time at participating dealers

Handheld edgers not available in California

Circle No. 121 on Reader Inquiry Card
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Less IS more
with zero-turns

BY CURT HARLER / CONTRIBUTING EDITOR

peed. Power. Cutting quality. Durability. Balance. Comfort.

Accessibility to maintenance. These are all of the things land-

scape professionals look for in a zero-turn mower. Manufac-
turers know what their commercial customers want, and they’re
constantly improving models that are already at the top of their
line. Here are some of the latest and greatest zero-turns out there.

414/637-6711
www.ransomes.com

The Bob-Cat ZT-200 Series zero-
turn riding mower from Textron,
Racine, W1, now includes a 20-hp
Yanmar diesel, which provides up
to twice the fuel economy of gas
engines. The ZT200s come avail-
able with 19-hp or 23-hp Kawasaki
V-twin engine or 25-hp Kohler
Command. Units have lever-type
steering that controls independent
power to each wheel. Unit can
reach speeds up to 8 mph.

Circle no. 257

CUB CADET
877/835-7841
www.cubcommercial.com
The newest in the Cub Cadet
Commerdial line is the
M60 tank mid-mount
zero-turn mower
with 25-hp
Kohler
Command
V-twin
OHV engine or 23-

hp Kawasaki V-twin OHV engine
and a 60-in. Command Cut System
deck. Marbane blades give 1.7-in.
overlap for a deaner cut, espedially
in tight tums. It's built with 7 gauge
skirt with welded steel bars, and 10
gauge top double reinforced at
spindle area. The front axle lock-
outs prevent pivoting and provide
greater stability on slopes. Comes
with dual 5-gal. fuel tanks.

Circle no. 258

JOHN DEERE

800/537-8233
www.deere.com

Excellent traction and maneuver-
ability in tight spots are features of
the 1400 series mowers from John
Deere, Research Triangle Park, NC.
The 1400 Series — 1420, 1435
and 1445 — are powered by lig-
uid-cooled Yanmar engines. Units
feature hydraulic PTO and 14.5-gal.
fuel tanks for productivity. They are
made of tubular, heat-treated,
nodular-cast steel frames with iron
front and rear axles.

Circle no. 259

< Grasshopper 721D

Buying questions

P Does unit turn without scuffing turf?
» Do I want diesel or gas power?
P Is fuel-saving fuel injection available?

P> Is the steering comfortable? (The whole
purpose of a zero is making lots of tight
turns)
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THERE’S NO
RANGE OF CONTROL LIKE
THE DRIVE RANGE:

CRABGRASS
FOXTAIL
TORPEDOGRASS
DOLLARWEED
SPEEDWELL
GLOVER
DANDELION
BINDWEED
SIGNALGRASS

Drive” 75 DF postemergent herbicide is the shortest distance between broadleaf and grassy weed

control. From crabgrass and foxtail to clover and dandelion, Drive eliminates troublesome weeds

in a variety of turf species. In fact, you can even seed or overseed many varieties of turf h
immediately after application. And Drive keeps weeds under control for 30 to 45 days, in some
cases for more than 3 months, with a single application. So join the Drive for turf protection today.
Call 1-800-545-9525 or visit www.turffacts.com. Always read and follow label directions.

Closing the distance hetween grassy and broadleaf weed control.

Circle No. 122 on Reader Inquiry Card
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DIXON INDUSTRIES / 800/264-6075

www.dixon-ztr.com

The ZTR-8000 series from Dixon Industries, Coffeyville, KS, offers a

25-hp Kohler Command or 26.5-hp B&S-Daihatsu engine. it has

White wheel motors and Hydro-Gear BDU pumps. Fuel capacity is

11.5 gal. and cutting widths are 60 or 72 in. “Big rig” seat sus-

pension and fully adjustable seat reduce fatigue.

Broom, grass blower and catcher, snow blade
and snow blower attachments mount to

402/223-4010

www.exmark.com

Cut up to six acres per hour with the 27-hp lig-
uid-cooled LazerZ from Exmark Mfg. Co., Beat-
rice, NB. Unit has 60- or 72-in. UltraCut deck
options. Quick-lift deck assist is standard on the
72-in. model. Electric start Kawasaki V-twin en-
gine runs quieter with less vibration than single-
gylinder engines and simplifies on-trailer starts.
Circle no. 261

THE GRASSHOPPER CO.

316/345-8621
www.grasshoppermower.com

The complete line of true zero-turn power units
from Grasshopper, Moundridge, KS, feature
horizontal crankshaft OHV engines and 14- to
28-hp, liquid- and air-cooled gas, dual fuel
LP/gas or diesel engines. Straightaway mowing
speed is 10.5 mph. Extra-deep 5.5-in. DuraMax
decks offer even dispersal of high-volume dip-
pings. Out-front mowers have optional SL
FlipUp decks that rotate 90 degrees. Cutting
widths of 52, 61 or 72 in. are available.

Circle no. 262

FERRIS INDUSTRIES
800/933-6175
www.ferrisindustries.com
Ferris Industries, Munnsville, NY, has a
new line of mid-mount Zs from 48
to 72 inches. The new
1000-Z comes
with a 48- or
52-in. deck
that adjusts in
1/4-in. incre-
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(‘ mower with automotive-type receiver hitch.
Circle no. 260

ments from 1.5 t0 4.75 in. The 61-in. IS3000Z
and the 61- or 72-in. IS4000Z come with two
suspension options: 4-wheel independent sus-

pension for the IS4000Z and 2-wheel indepen-

dent suspension for the 1S3000Z
Circle no. 263

GRAVELY

800/472-8359

www.gravely.com

The 260Z zero-turn mower from Gravely, Bril-
lion, W, features stay-sharp Tungsten carbide-
coated blades and XL Spindles which reduce
time spent greasing. Air-Flo deck expels clip-
pings faster using a 21-in. wide discharge tun-
nel. A 9-gal. fuel tank keeps the mower going
all day long

Circle no. 264

EXMARK LazerZ

920/582-5000

The Grazer line of zero-turn mowers is available
in 18- to 22-hp models. The 52-, 62- and 72-in
side discharge decks are fully floating with a
tilt-back feature for easy service. They can be
converted to mulching decks with addition of a
kit. Other attachments include a grass collector,
snow blower, cab and ROPS. Grazer, a division
of Ingersoll Equipment, is in Winneconne, WI.
Circle no. 265

continued on page 75



http://www.dixon-ztr.com
http://www.exmark.com
http://www.grasshoppermower.com
http://www.gravely.com
http://www.ferrisindustries.com

g
syngenta



Introducing
Syngenta Professional Products.
A dependable resource for
achieving professional success.

In your business, unexpected challenges are the rule.
But with Syngenta, you have a major exception to the rule.
We're bringing together the industry-leading skills

of Novartis and Zeneca Professional Products to create
dependable pest management solutions for golf course
maintenance, lawn care, greenhouse and nursery
operations, vegetation management, pest

control and seed treatment.

The broadest portfolio of
innovative, effective products.
You can count on Syngenta for category-leading

pest management products, including Avid®, Barricade®,
Daconil®, Demand® Demon® Heritage® Primo MAXX?,
Reward®, Subdue MAXX?, as well as Adage®, Apron XL*
and Dividend® XL seed treatments. Environmentally
sound products that bring consistent performance to
your often inconsistent world. And there are more

good things to come.

An industry-leading research
and development effort.

In 1999, the companies that formed Syngenta
invested $760 million in research and development and
collaborated with more than 400 universities, research
institutions and private companies worldwide. Our
5,000-person R&D team, the industry’s largest, uses
everything from genomics to testing techniques that
shorten product development times in an effort to

continually raise the bar on pest control chemistry.

i
i.



Knowledge and technology,
focused on you.

The Syngenta people who call on you are highly
trained, experienced professionals who will be focused
on your business. They will understand the pressures
you feel, the uncertainties you face, the best solutions
you can use.

And the solutions won't begin and end with products.
Our people will also be able to offer leading-edge
technologies such as digital predictive pest forecasting
models, GPS/GIS applications software,
online business management information
access and more. After all, when it comes

to managing pests, knowledge is power.

A commitment to the future
of your industry.

The Syngenta commitment goes beyond products
and solutions. We will also maintain strong connections
with your industry’s associations, including the Golf
Course Superintendents Association of America, the
Professional Lawn Care Association of America, the
National Pest Management Association, Inc., the
National Roadside Vegetation Management Association,
the Southern Nurserymen’s Association and the
American Seed Trade Association, among others.

Having a healthy industry, we believe, is a respon-
sibility to be shared by you and us.

We know there will always be parts of your business
that are hard to manage.

But every day 20,000 Syngenta cmpl()yees are

committed to delivering solutions you can depend on.

i
syngenta

www.syngenta.com
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Syngenta Professional Products

No doubt you will see familiar names on this list of products from the Syngenta Professional Products
portfolio. And this is just a small sample. In all, Syngenta Professional Products now provides more
than 40 products for turf and ornamental, professional pest management, vegetation management and
seed treatment applications. To learn more about specific products for your needs, talk to your

Syngenta Professional Products representative.

Turf & Ornamental

Avid Banner  Bamicale  Daconil

FUSILADE L Heritage:  Prjg
REWARD' ToucHpowN Subdue

Professional Pest Management

DEMANDCS DemonEC DemonTC

Talon-G__ WeatherBlok XT

RODENTICIDE

FUSILADE'II REWARD' Touchoown  Uanquish

Herbicide HERBICIDE

A\.t'a’(/ Treatment

VABAGE  ApronMaxx ApronXL. DividendXL
RTA ELIX xr. Maxim MaximMZ

Questions?

For more information on Syngenta Professional Products, call 1-800-395-8873.

g
syngenta

www.syngenta-us.com

Important: Always read and follow label directions before buying or using these products
©2001 Syngenta. Syngenta Professional Products, Greensboro, NC 27419. Adage® Powered by Adage® Apron® Apron XL* Avid", Banner? Barricade”, Daconil’, Demand’, Demon®, Dividend® RTA", Fusilade®
Helix”, Powered by Helix” Heritage”, Maxim®, MAXX? Primo? Reward®, Subdue® Talon*/WeatherBlok®, Touchdown®? Vanquish® and the Syngenta logo are trademarks of Syngenta

CM1190 SCP 910-00292A
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GREAT DANE

814/218-7100

Simple design marks the zero-turns from Great
Dane, Jeffersonville, IN. The Super Surfer is
available in widths of 48, 52, and 61 in., each
with either Kawasaki or B&S engines. All mod-
els have dual hydrostatic pump and motor,
electromagnet cutter blade clutch, 6-gal. fuel
tank and dual wheel parking brakes. Floating
cutter deck follows contours on rough ground
Circle no. 266

HUSQVARNA

704/597-5000

www.husgvarna.com

Increasing the ground speed up to 10 mph and
ncreasing fuel capacity to 11.4 gal. (in two 5.7-
gal. tanks) greatly increased the productivity of
the ZTH6125 from Husqvarna, Charlotte, NC
This unit and all of the new zero-turns feature
three engine types: air-cooled, liquid-cooled and
fuel injection

Circle no. 267

KUBOTA

888/4KUBOTA

www.kubota.com

Introduced in February 2001, the 360-degree ZD
Series TurfMower from Kubota, Torrance, CA, is
built on a unitized chassis that incorporates the
transmission as an integral part of the sub-frame.
The ZD18 and ZD21 are powered by a liquid-
cooled 3-cylinder E-TVCS diesel engine. Front
suspension uses a pivoting front axle to follow
ground contours. Deck lift allows front of
mower deck to be raised easily while built-in jack
system allows for servicing without removing the
mid-mount mower deck

Circle no. 268

LASTEC

800/515-6798

www.lastec.com

The Model 412D is an 82-in. wide unit with a 38-
hp, 4-qylinder water-cooled Kubota diesel. This
zero-tum from LasTec, Indianapolis, IN, features
four 21-in. articulating mower decks. Side dis-
charge mulching plate is standard. Three 21-in.
blades (high-lift, low-lift or mulching) work at deck
heights from 1 to 4.5 in. Roll bar is standard.
Circle no. 269

HUSTLER
800/3954757

kit available.
Circle no. 272

Husqvarna

LESCO

800/321-5325

The latest Viper model from Lesco, Cleveland,
OH, is a midmount zero-turn with a 48-in. cut-
ting deck, adding to the current line of 54- and
60-in. mowers. Designed with one-piece
welded square tubular steel frame, the newest
model is powered by a 19-hp Kawasaki twin-
cylinder OHV power plant. Cut height ranges
from 1.5 to 5.5 in., adjustable with a new foot
pedal. Each deck has four adjustable wheels
and front and back rollers to prevent scalping.
Circle no. 270

HOWARD PRICE TURF EQUIPMENT
636/532-7000

The Blazer 360Z leads the line of zero-turns
from Howard Price, Chesterfield, MO. Units are
available with 52-, 60- and 72-in. cuts, and
decks are offset to the left for better trimming
around trees. Extra-wide throat allows even
grass discharge. Floating front axle provides su-
perb cutting flotation, operator comfort and re-
duced frame breakage. Units are powered with
either a 22- or 25-hp Kohler engine or 23-hp
Kawasaki engine.

Circle no. 271

RICH MFG.

765/436-2744
www.convertiblemower.com

Whether you want to walk or ride, the Con-
vertible is one machine that lets you do both.
This hydro walk-behind from Rich Mfg., Thorn-
town, IN, converts to a zero-turn rider just by

continued on page 76

www.excelhustler.com

The new Hustler Z from Excel Industries, Hesston, KS, offers a wide stance
with low center of gravity and outstanding machine balance. The 23-hp
Kawasaki engine powers a 60-in. deck. Unit has integral park-brake sys-
tem incorporated into the steering system. Foot-operated, spring-assisted
deck lift makes trailering and height changes simple. Optional mulching
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You can buy an entire Power Trac Trailer Packag

complete with tractor, trailer, and 10 attachments

about the same amount of money as just 1 compact
loader: mmm rom th other guys?

-

Circle 127

reate natures
music 1n your
own garden pond

m— 5 D e
-

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

PuriFalls® Waterfall Filter
and PondSweep® Skimmer

Los Angeles, CA (877)772-7937 4y
Chicago, IL (888)742-5772 g
Pittsburgh, PA (888)772-3278

3 www.pondsupplies.com

Circle 128

Im reports

continued from page 75

pulling a pin. It comes with 48-, 52- or 61-in. deck and choice of
Kawasaki or Kohler engines. Grass catcher, sprayer, aerator, thatcher or
Convert-A-Barrow options are available,

Circle no. 273

SCAG

920/387-0100

WWW.scag.com

The Tiger Cub, the latest from Scag,
Mayville, W, is as tough as its big
brother the Turf Tiger, but
more compact. Decks range
from 40 to 52 in. At 10
mph and with a choice
of five engines, the
newest Tiger can cut up
to 23 acres a day. Com-
pany offers a three

year warranty on the
decks and spindles and
two years on engines, hy-
draulic drive systems and electric
clutches.

Circle no. 274

SNAPPER
888/SNAPPER
www.snapper.com

The Pro Cruiser line from
Snapper, McDonough,
GA, has three options.
The ZMT2500KH lets
those who prefer twin-
stick steering over a single
joystick find a comfortable
option in a zero-turn ma-
chine. Its brother, the
MZM2200KH, has single
joystick steering. Comes
with a 52- or 61-in. mid-mount cutting deck. They're available
with a 22- or 24-hp Kohler Pro Command engine. Company'’s
“no tools” belt change and field-serviceable spindle assemblies
keep these units on the job. Options for all three models include
covered grass catcher, ROPS and Ninja mulching system.

Circle no. 275
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www.pestfacts.org

Termites, cockroaches, rodents, even poison ivy and other nasty weeds. They're all pests, which
means they can cause real problems that pose health and safety risks to children and adults. The
good news is now you've got the Pest Facts Information Center at www.pestfacts.org. It's a handy

resource discussing the problems caused by pests, as well as the safe and responsible use of urban
pesticides and related issues. So don't just sit there...log on.

©1999 RISE (Responsible Industry for a Sound Environment)* NSE
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THE TORO COMPANY

612/888-8801

www.toro.com

The Z-Master Compact Mid-Mount Z286E,
with electronic fuel injection from Toro, Bloom-
ington, MN, clips along at 10 mph. Like all
Z200 zero-turns, the machine boasts the Z
Stand Lift, allowing landscapers to raise the
deck without additional tools. Features Super
Flow System decks which use blade-generated
airflow to transport clippings to the discharge
chute without clumping. All models are backed
by a 1-year limited, 2-year engine and hydro
system and 3-year spindle assembly warranty.
Circle no. 276

WALKER MOWERS

970/221-5614

The Walker Mower 2000 Model MT is available

with a Kohler 26-

i! . : hp electronic fuel

- injection engine

option. Designed

by Walker, Fort

Collins, CO, the in-

jection offers fuel savings of 30 to 40% over

the 25-hp model with carburetored engine.

New engine package also offers easier starting

over a wide temperature range, less mainte-

nance and improved throttle response. Trou-

bleshooting is easy with built-in, automotive-

type diagnostics.

Circle no. 277

WOODS EQUIPMENT / 815/732-2141
www.woodsonline.com

Operator comfort, maintenance-free compo-
nents and a grass collection system are among
the features of the M-series Mow'n Machine line
from Woods Equipment Co., Rockford, IL. The
M2250 has a 22-hp Kohler engine and a 50-in.
deck; and the M2560 has a 25-hp Kohler engine
and an offset 60-in. deck. Both offer adjustable-
suspension seat, ergonomically designed hand
controls for single-handed steering and a variety
of positions to reduce operator fatigue. Ex-
tended-life spindles are guaranteed to not need
lubrication or replacement for two years. Tung-
sten carbide-coated blades stay sharp longer.
Circle no. 278

A

INFORM ¢ INTRODUCE ¢ INFLUENCE ¢ INSTRUCT
4

Reprints of Landscape Mangement articles,

We've Built
a Better

advertisements, news items or special announcements are
available through Advanstar Marketing Services.
Customized to meet your specific needs, reprints are

o~

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

Aovermisevens MIA NAGEMENT

ADVANSTAR MARKETING SERVICES
MARCIE NAGY

1-800-225-4569 ext. 2744 « 440-891-2744

Fax: 440-891-2740
Email: mnagy@advanstar.com

Landscape

78

... and the world is beating a path to
our door! We're not surprised. People
have discovered that the new U.S.
government, free portal
www.FirstGov.gov is online. Just
point and click your way to
www.FirstGov.gov and instantly
search more than 27 million U S.
government web pages. You can find
the answers fast if you make your first
click www.FirstGov.gov.

“FIRSTGOV

Your First Click to the U.S. Government
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. Grow Your

ﬁ‘i

/. Business

INTERNATIONAL LAWN, GARDEN & POWER EQUIPMENT EXPOSITION
v
New Days!

Friday - Sunday
July 20 - 22, 2001

Kentucky Exposition Center
Louisville, KY USA

Outdoor demonstration area open throughout the show
600 exhibiting companies in the KY Expo Center

nars Friday and Saturday mornings

i
Trucks of the Industry Giveaway

Ask the Pro round tables

New Product Showcase

_ Hall of Yesteryear

Qualify to win a $500 savings
bond by making your hotel
reservations on the Internet at
www.gotolouisville.com

or through the Louisville
Convention Bureau's phone
service at 800-743-3100.

‘}

'}

W

~af

For a free brochure call: 800-558-8767.
Prizes for online registration - http://expo.mow.org

S

Circle No. 133 on Reader Inquiry Card


http://www.gotolouisville.com

| ask the expert

BY BALAKRISHNA RAO

Ailing spruce
What can | do to improve the health of
one of my customer’s evergreens?

— MI

The following factors can lead to a spruce

being in bad health:

B Improper planting — too deep or too high

M Excess moisture drowning the root sys-
tem and corresponding top growth

B Excess fertilizer burning the absorbing roots

M No post-planting care, particularly
proper watering — too much or too lit-
tle can affect overall health

m Site related problem affecting establish-
ment of newly planted tree

M Transplant shock

M Girdling from rope or thread at base of plant

W Mite and/or fungal disease like cytospora
canker and/or rhizosphaera needle cast

Study the plant on site for these possi-

ble causes and provide their corrections as

needed. Also, consider sending samples to

state or private labs for further diagnosis.

Dursban alternatives
We want to use Dursban for borers. How
much longer will we be able to buy and
use it, and what are some alternatives?

— L

According to the EPA, the Revised Risk
Assessment and Agreement with Regis-
trants for home lawns and most other out-
door uses concerning Dursban (chlorpyri-
fos) is as follows: stop formulation
12-01-00; formulators stop sale 02-01-01;
retailers stop sale 12-31-01.

A Dow AgroScience representative said
that Dursban can be purchased and used

until the end of 2001. After that date, only
the inventory can be used until everything
is gone. This doesn’t mean that you can
purchase a large quantity of Dursban to
use for an extended period of time because
we don’t know how long Dow Agro-
Science, Dursban’s manufacturer, will con-
tinue the registration for landscape orna-
mental use. As long as Dursban is
registered by Dow AgroSciences, the in-
ventory can be used up.

In the meantime, you should become
familiar with insecticides such as Astro,
Merit or other pyrethroids. Pay attention
to the pests being managed with the partic-
ular rates and methodologies that need to
be followed. You need to become familiar
with the life cycle of specific borers and
their number of generations to develop a
borer management program.

Consider that, for borers, Astro is applied
on trunks and branches, while Merit is applied
to the soil. Water after treating with Merit to
move the insecticide to the root zone.

Dimension vs.
Dimension Ultra

What is the difference between
Dimension and Dimension Ultra?
— OH

Dimension 1 EC and Dimension Ultra are
formulated differently. Dimension 1EC is a
liquid with a solvent-based formulation
that has a warning label due to its potential
volatility in the field when applied. It can
be stored at below 32°F and has a slightly
shorter shelf life than Dimension Ultra.

Dimension Ultra is a powder formulation
in water soluble bags. It has a caution label,

but it's safer than Dimension 1 EC. Also, it
has a longer shelf life and doesn’t volatilize.
Therefore, less active ingredient (25% less)
can be used per acre than Dimension 1 EC.
Dimension Ultra will cost less per acre
treated. It shouldn’t be stored below 32°F be-
cause it may cake. Because of the powder for-
mulation in water soluble packets, Dimension
Ultra needs to be agitated while it’s being
mixed, so it can't be used in backpacks.

In your situation, you may want to have
both formulations in your inventory. For
mixing smaller quantities without agitation,
such as for backpacks or pump sprayers, Di-
mension 1 EC is the one to use. Dimension
Ultra WSP is better for treating larger areas
because of its caution label, need for agita-
tion while tank mixing, 25% less active in-
gredients/acre and lower cost.

As far as the efficacy, both formulations
will perform the same. The requirement to
wait eight weeks to seed after application is the
same for both. Both will have similar broadleaf
activity on weeds such as oxalis, spurge,
knotweed, henbit, purslane and buttercrest.

As far as which one is easier to use, it de-
pends on the equipment and your opera-
tional needs. Perhaps the water-soluble bags
would be easier than 1 EC formulations be-
cause they offer less exposure and eliminate
the need for measurement. However, you
still need to get the correct calculation of
herbicide needed to make
the proper treatment
mix. If you don't
have an agitation
system in your
application
unit, then 1 EC
would be easier

to use.

Manager of Research and Technical Development for the Davey Tree Expert Co., Kent, Ohio
SEND YOUR QUESTIONS TO: “Ask the Expert” Landscape Management; 7500 Old Oak Blvd.; Cleveland, OH
44130, or email: sgibson@advanstar.com. Please allow two to three months for an answer to appear.
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Professional Grounds

Management
ﬁﬂ‘?

Member-

ship does

have its

privileges. The benefits

of PGMS membership including helping you become
more effective and efficient. Why go it alone, when
there’s over 80 years of expert help available?
Comprised of on-staff grounds managers and
independent contractors, PGMS is the #1 broad-based
professional grounds management organization in the
United States. So far, the only thing missing is you!

Members nationwide agree:
PGMS provides the greatest professional
networking opportunity for grounds professionals.

What are you waiting for?

For more information about beginning your
membership, fill out the form below and mail
today. Or save time and FAX us:
1-410-752-8295. Isn't it about time?

Mail to: PGMS
720 Light St., Baltimore, MD 21230

Phone: 410-752-3318 ® Fax: 410-752-8295
Email: PGMS@assnhqtrs.com

Name (please print

Organization

Street Address
City State___ Zip__
Phone ) Fax (

Internet/E-Mail Address

Membership
Has Its
Privileges.

Professional Grounds
Management Society (PGMS)
invites you to join its ranks and
start benefitting from
membership in a professional
organization dedicated to
assisting individual managers.
We've been growing since 1911,
helping to strengthen the
educational and economic
advancement of professional
managers nationwide.

* Local branch meetings
* Bi-monthly newsletter

e Membership card and certificate,
entitling you to discounts on rental
cars, books and videos

e Certified Grounds Manager and
Groundskeeper Certification programs

e Training manuals

* Who's Who in Grounds
Management membership directory

* Information clearinghouse

e Customized list of courses offered
by ICS Learning Systems, the
nation’s leader in distance
education

e Annual conference and Green
Industry Expo
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product focus

TECH CENTER

Hardscape
made easy

Oly-Ola Sales says its Super-Edg
landscape edging product pro-
vides a nearly invisible landscape
edging border and can be used
to form and contain creatively

shaped logos and patterns. It's ) ) ] ,
Stow Manufacturing says its TP-10 tile/paver saw is

capable of ripping a 24-in. tile in a single pass or cut-
ting an 18-in. tile diagonally. Powered by a totally
enclosed, non-vented 1.5-hp electric motor, its
blades range from 7 to 10 in. A 10-in. blade is stan-
dard, and additional blades and profiling wheels are
also available. For more information contact
BOMAG Light Equipment Division at 800/235-0008
or www.stowmfg.com or circle no. 280

constructed of black vinyl, and
its 6-in. depth inhibits landscape
growth and keeps animals from
digging under fences. Edging is
secured with steel anchoring
stakes with tapered points that
slide through pre-cut slots. For
more information contact Oly-
Ola at 800/334-4647 or
www.olyola.com or

circle no. 279

Aquabond’s hand-held dispensing and
mixing system for its two-component,
concrete repair compound dispenses
compound for custom threaded mount-
ing and fastening. The compound is dis-
pensed around a lubed bolt and then
allowed to dry. The bolt is then
unscrewed, creating a custom thread for
easy removal. For more information con-
tact Aquabond at 714/685-4922 or circle
no. 281

AqualY

GONCRETE
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Fast from the Start

Jacklin seeded bermudagrass and zoysiagrass varieties establish faster and cost far less than
sprigging/strip-sodding plugs. Each performs well under heat, drought or high salt conditions.
All are supported by the industry’s longest-running commercial breeding and development
program. Whether it’s a golf course fairway, rough, athletic field, cemetery, park or residential
site, Jacklin has the ideal seeded variety for your project.

Word is quickly spreading so don’t be slow. Continue to sprig and you'll be left behind with
slower establishment rates, increased labor and a higher price tag.

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

L e . N “’52 ‘
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Circle No. 130 on Reader Inquiry Card A( ” K I IN
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Simplot

Phone: 1-8 SEED » Fax: 2

2001 Jacklin Seed, /


http://www.jacklin.com

JAGKLIN

Quality

If the label’s on it, the best is in it.

\ . ‘ Lo ' Ny ' y :
Now it’s easy to know whether you have the best turferass mixtures and blends available
just K Tor the Jackun LQQualiry label
[he ] labe he | SAVS H.H‘,.t 1 urteras I with
T . o2 . o .
® the industry s leading private research and bree im;y:wglﬂra:'r!mnif]u-m
1.1 Lo b 1od o .1 : ;
® a wealth of innovation that has led the world in turfgrass development for nearly seven decades

® proven performance fil Illv!'l]‘.k\ unsurp I\\«-i L‘\;."I. turt qu Ii]l'. Hlui iI\L\l\L' resistance

1 never ha tow if the best 1s 1n the bag when the Jacklin name is on it
So the next time vou order s |. ask for Jacklin Ouality i1 le. You'll ver bhe labeled smebods
th ext rme \y order seed, ask 1or Jackl Juauty imside ou 1l torever be labeled as some 1y
\ ! A\ reat torass

AWKLIN.

S E E D

J

Phone: 1-800-6 SEED » Fax: 208-773

2001 Jacklin Seed, A Division of Simg
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Clean sweep
The M-B Compa-

nies’ hydraulic drive
SHL angle broom
has a hitch so it can
connect to the Ja-
cobsen HR-9016
turbo wide-area and
the HR-5111 rotary
mowers. Capable of
snow sweeping,
pavement clearing,
grass thatching and
leaf raking, brush
speed can reach 150

rpm. The broom has a sweeping path of 52 in. when angled 30 degrees left or right, while
the rotary brush heads measure 25 in. in diameter and vary in lengths up to 60 in. Wire,

polypropylene or 50-50 wire-polypropylene broom head options are available.
For more information contact M-B Companies at 800/558-5800 or

www.m-bco.com / circle no. 250

Stop those suckers
Want to stop suckers and sprouts that come up
from the base of trees in spring? Monterey
Chemical Company says its Sucker Stopper
Concentrate can do just that. Just mix with
water and spray at the base of trees when
suckers appear in spring or prune off and spray
immediately for three months of suppression. It
can also be mixed with latex paint and painted
on the tree surface.
For more information contact Monterey at
559/499-2100 or
www.montereychemical.com / circle no. 251
Super sprinkler
Hunter Industries’ new Pro-Spray sprinkler fea-
tures a factory-installed directional flush cap with
a “pull-up ring” which prevents spraying onto
walkways and build-
ings during system
flushing. Once lines are
flushed, a self-sealing
flapper closes the flush
cap. Another feature is
a pressure-activated,
oy B GyF - multi-function wiper

seal that minimizes “flow-by” and allows more
spray heads to be installed in same zone. An
extra thick body provides durability, and it's avail-
able as a 4, 6 or 12-in. pop up.

For more information contact Hunter at
800/733-2823 or www.hunterindustries.com
/ circle no. 252

Feed your turf

ROOTSInc. says its organic-based 15-3-8 coarse
turf food keeps lawns beautiful because it has
15% nitrogen (90% of which is slow release)
to provide nutrition and the long-term environ-
mental benefits of the organic base. It can be
safely used throughout the season. One treat-
ment can last two months.

For more information contact ROOTS at
800/342-6173 / circle no. 253

Tame terrain

The BCS brush mower attachment for the BCS
tiller mows down tall weeds along fences, in
drainage ditches and on steep hillsides. Tractor-
style tires allow it to go anywhere, and 1/4-in.
thick flails feature a swinging tip design that
speeds through tall weeds but gives when it

www.landscapegroup.com / MARC

products

TECH CENTER

encounters a solid object. Adjustable skids glide
along the ground at 1 to 3 in. The primary dis-
charge chute in front directs cut weeds away
from operator.

For more information contact BCS at 800/227-
8791 or www.bcs-america.com / circle no.

Strengthen soil

Natural Industries says its Actino-lron biological
soil additive creates an optimum environment
for plants to grow and thrive. Composed of hu-
mates and naturally chelated iron and inocu-
lated with a beneficial organism called Strepto-
myces lydicus strain WYEC 108, it creates a
defensive barrier around plants’ root systems,
creates a more robust root system and in-
creases plant size

For more information contact Natural Industries
at 888/261-4731 / circle no. 255

Tough enough

Quality Lighting’s WFB outdoor lighting bollard
combines an aesthetic design with heavy-duty
housing and lens construction. Its broad,
columnar body has a sealed, domed head that
deflects vandalism. The top third of the head is
solid metal and is secured inte-

grally with the base of the
unit by three 3/4-in.
thick hidden steel
rods that extend
the length of the
body and are
bolted into

place. 35 to
100-watt
metal-halide
lamps provide
crisp, white il-

lumination.

For more
information
contact Quality
Lighting at
847/451-0040 or
www.quality-
lighting.com /
circle no. 256
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No other product
beats the durability
and design flexibility
of VERSA-LOK solid
retaining wall units.

No exceptions. Only VERSA-LOK, with
its unique pinning system, permits construction of an
unlimited variety of curves, corners,

and steps without specification of

special units. .11 (800) 770-4525 for

FREE Design

& Installation

é Guidelines.
VERSA-LOK . Retaining Wall Systems

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

Circle No. 134

ATTACHMENTS, OPTIONS AND
ACCESSORIES CATALOG

A new twenty-page catalog (P/N 6895-17) is now
available for Walker Mowers “Attachments, Options
and Accessories.” For Walker owners and prospective
owners, the catalog highlights the versatility of the
Walker product line—showing many ways to make
the Walker do more, work better on the job and fit
the individual owner. Also available is a companion,
thirteen-minute video showing many of the accessory

items in action (Order P/N 6895-15).

WALKERTF=MOWERS

5925 E. Harmony Road *® Fort Collins, CO 80528
(970) 221-5614 » www.walkermowers.com

Circle No. 138
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Youte Open o
Business on the Web

.. Whals
) R

Written by internet
specialist and leading
author, Joe Tracy 49

Web Marketing | /ho',e,

by Joe Tm(y

\

><
:'\

/
\ /
“ RES |
/" Web matketing strate (l. N
- for Vh gy millc ulufm ?
.
$31>

Item#DMGB100
Over 300 Pages, Soft Cover

eb Marketing Applied, Web

Marketing Strategies for the New
Millennium, is the must-have book for
Webmasters, Web marketers, Web
developers...or anyone involved in
the marketing or promotion of a
Website. Every chapter is filled with
powerful ideas to help you drive
traffic to your site. Excellent for any
industry, business or profession.

Mastcr Ynlll chl MﬂVﬁ Wllll Success!
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Spring Green-Up “c
OMPARE. ..
JRCO Zero-Turn Sprayer & BEFORE YOU BUY”

Electric Broadcast Spreader HYDRO SEEDING SYSTEMS * Indusfry Leading

Performance

Heavy-duty Attachments Increase Productivity
for Commercial Mowers

350 Gallon * Wood or Paper Mulch

Units * Low Maintenance
Starting at * Easy to Use
$3995 $SSave $1000 =

-~ -
VISIT US ON % ) DUEEE AN -

THE WEB --W

FOR A LIST OF
TRADE
SHOWS NEAR
youll

Model Shown: L65

Turn your zero-turn mower into Price as Shown: $13,993

a turf application vehicle FOR MORE INFORMATION OR
TO SEE A DEMONSTRATION

]l’CO Call for dealer CALL 800-638-1769
www.jrcoinc.com 8009668442 Check us out on the web at www.easylawn.com
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This index is provided as an additional service. The publisher does not assume any liability for errors
Or omissions.
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CLASSIFIED SHOWCASE

MANAGEMENT

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

Box Number Replies:

Landscape Management, LM Box #,

131 W. First St., Duluth, MN 55802
Advertising Information / Ad Placement:
Contact Leslie Zola at 440-891-2670 or
1-800-225-4569, (ext. 2670), Fax: 440-826-2865
Email: lzola@advanstar.com

QOSE*B*GONE

* Repells Gee:
o.r\ngtx:i =

* Si
m:y spray

right on the
grass |

* One Gollon covers
one ocre |

Bird*B*Gone, Inc.

We ARE the Bird Control
}:5’;‘. T Cul1800-392-6915
w.o«qmﬁm&mmmdl = S8

Circle 145 on Reader Service Card

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 Hollon, PCO
Licensed Broker
863.858.4185 * 800.633.5153 « Fax 863.853.3193

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  3/01

920 LANDSCAPE MANAGEMENT

Business For Sale (Cont’d) Business Opps (Cont’d)

BUSINESS FOR SALE: Landscape design and
installation in beautiful San Diego area. Over
$300K gross. Will accept $38K plus equipment
value. Trucks, tractors, roto-tillers, trenchers and
experienced staff. Owner retiring. Will assist for one
year. Call: 619-445-9169. 4/01

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

3/01

FOR SALE- Well established residential design/
build landscape firm, located in affluent central New
Jersey area. $700,000 in gross sales- asking
$275,000. FOR INQUIRIES, Email: jgbl@aol.com
or call 609-915-8204. 4/01

South Jersey Landscape/irrigation construction
company. Excellent business with strong name
recognition. 90% installation, 10% maintenance.
$80K down minimum, make $80-100K. Owner
involved in 2 businesses and must sell. Major
discount if new owners take over by 4-31-01.
856-769-3166. 3/01

Business Opportunities

{NCY
|

.
Suupany)
The Best in Synthetic Golf Facilities

We will TRAIN YOU to be SUCCESSFUL
in the Backyard Putting Green Business
Call the Putting Green Pros
Toll Free 877-881-8477
www.theputtinggreencompany.com

4 SELL A BUSINESS?

Professional Business
Consultants can obtain purchase
offers from numerous qualified potential buyers without

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

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

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

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

n WANT TO BUY OR
P

Merper & Acunon Soecialut

CONKLIN PRODUCTS
Start Your Own Business!
Use/market, new technology liquid

slow-release fertilizer, micro-nutrients, adjuvants,

drift control, seed treatments, etc.
BUY DIRECT FROM MANUFACTURER.
FREE Catalog - 800-832-9635
Fax: 320-238-2390
Email: kfranke @clear.lakes.com

Know your
soil pH in
seconds!

Kelway
HB-2

* Big, easy

{o-read dia PfOfeSSional
+ Low cost soil ac|d|ty
':O".“P*‘ ‘ & moisture
« Built for long

asting use tester

Tells you when 1o Inme

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

SUPER TOUGH

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

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

“ Plen o'(‘ room for storage & 40 x 85 (1 LEFT)

& Worksnop 50 x 110 (2 LEFT)
Some Other

TSI izes Avaitatio | 60 x 150 (1LEFT)

1-800-291-6777 exr 402

TOPSOIL PROCESSING EQUIPMENT

3%

TIGER SCREEN™

A screening plant for skid steer loaders.

800-837-3344

March 2001
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CLASSIFIED SHOWCASE

For Sale (Cont’d)

TURBO TURF

HYDRO SEEDING SYSTEMS
; -

TURBO TECHNOLOGIES, INC.
1500 FIRST AVE,, BEAVER FALLS, PA 15010

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

NO RUT TURNS —

smG PRESERVES SURFACE —

Articulated BOOSTS PROFITS
Wheel y

Loaders/ m
\]

Tool Carriers

¢ No-rut tums

o Light treading
¢ Easy to operate
o Versatile

Swinger loader-
tool carriers run
on turf, sensitive
terrain — ideal

for landscape, .
nurseries. Accept = AT —
most attachments (mowers, grapples, spades,
etc.). Get full details. Call 800-656-6867 or go
to: www.nme-wollard.com.

E-mail: kbird @nmc-wollard.com.

*"* LANDSCAPE DESIGN KIT 3

48 rubber stamp symbois of trees,
shrubs, plants & more. 1/8" scale
Stamp sizes from 1/4* 10 1 /4"

$87 + $6 s/h VISA, MasterCard, or
next day. Checks delay
|ty shipment 3 weeks. CA add 7.50%Tax

AMERICAN STAMP CO.

— -.
Local cal ® 12200 Rising Rd. LM1, Wilton, CA 95693

916- 687- 7102 Voice or Fax TOLL FREE (877) 687-7102

SEEDLAND.COM

LAWN & TURFGRASS SEEDS
Grasses for warm, cool & fransition zones.
Buy Seed Direct - Commercial Sales Online
(888) 820-2080
www.Seedland.com

Radiuy

by Motorola

NEWI!
UHF 460 * VHF 150« Low Band

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

“Talk te anybedy from anywhere
on the ceurss or jehl”
Hand Helds from $155.00

Mobiles from $278.00
-Full Year Warranty-

CALL 800-231-0103

SAVE!

1989 ISUZU SPRAY TRUCK
Diesel Engine — 500 Gallon
Double dry box and attached trailer
$9,250.00
Call: 800-251-8852

25 Used Spray Trucks
MUST SELL

Excellent condition, check out
www.getgreenthumb.com/trucks.html
Or call Albert
972-727-9595

usedhydromulchers.com

landscapersupply.com
WHERE THE PROS SHOP
1-800-895-4589

40x60x 12
$7,523

Build it Yourself And Save 10,000 Sizes, All Bon:"?ﬂh- All Steel
Bulidings. Call Today For A Price Quote And A Brochure.

HERITAGE BUILDING SYSTEMS
800-643-5555

www. metalbldg.com

MOWER REPLACEMENT PARTS
FREE 200 Page Catalog — Save $$$$
Mower Blades * Air & Oil Filters
Trimmer Line * Belts « Plugs
Over 20,000 Blades in Stock
MOW MORE SUPPLIES
1-800-866-9667
Order FREE Catalog LM01

Get Fast Action with the Dynamics
of Classified Advertising!
To Place an Ad, Contact Leslie Zola:
1-800-225-4569 ext. 2670 or

440-891-2670 » Fax: 440-826-2865
E-mail: Izola@advanstar.com

USED EQUIPMENT FOR SALE

* 1987 Vermeer Model M475A
Trencher— $15,000

* 1978 Massey Ferguson Model 30B

Loader- $5,500

1978 John Deere Model 350C

Crawler/Loader— $6,500

1986 John Deere Model 350C

Crawler/Loader- $6,500

1972 John Deere Model 450C

Crawler/Loader— $8,500

* John Deere Model 300 Backhoe for

Cat 455 Crawler/Loader— $5,000

Vermeer Model HO192 50”

Tree Spade— $2,500

Rockhound Model 72A,

Skid Steer Mount—- $3,000

20" Weed Badger Model 2550 SST,

3 point hitch mount— $3,000

Gill Model SG 660 Seeder/Aerator,

3 point hitch mount- $750

Parsons Model T20 Ditch Witch—

$3,000

CALL JIM at 410-755-0600

Help Wanted

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

Companies are .
e vl rowiy,

Our team is seeking experienced
Irrigation Superintendents
and Technicians
Opportunities Nationwide
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
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CLASSIFIED SHOWCASE

Help Wanted (Cont’d)

GROWTH, STABILITY, DIVERSITY...
OMNI FACILITY SERVICES LanpscariNG 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:

Tl

We offer an excellent salary and benefits

NORTHEAST GROUP (CT, PA, NJ, DE)
package as well as career advancement.

* Landscape Installation Operations Manager
(Norristown, PA)

* | andscape Designer (Norristown, PA)
® L andscape Sales (Norristown, PA)

For immediate consideration, fax or e-mail
your resume to:

CiNDY ROBERTS, NORTHEAST GROUP
FAX: 610-630-1288

SOUTHEAST GROUP (GA, FL, AL) E-MAIL: croberts@omnifacility.com
* Water Management Technician (Atlanta, GA)

* Grounds Maintenance Operations Manager
(Atlanta, GA)

GAIL HAVRON, SOUTHEAST GROUP
FAX: 770-662-8775
E-MAIL: gailh@themorrellgroup.com

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

* Landscape Construction Estimator/Salesperson

© Director of Grounds Management
* Executive Account Managers

* |rrigation Superintendent

* Director of Construction

* Grounds Management Specialty Manager
* Turf Care Manager
* Landscape Construction Project Managers

Experienced leaders with strong management and communications skills ond o desire to do quality work should apply.
Complete compensation packoge includes excellent base solary, bonus opportunity, company vehicle, :
medical, dental, vision, and 401k retirement plan, sick and personal fime. e

Fax or E-mail resume and salary requirements to: Fax: 609-261-1624

E-mail: ayalon@allprolandscaping.com * Web: www.allprolandscaping.com EOE

ol

ALL | PRO

LANDSCAPING, INC

We're @ wellestablished [wlds:a/)mg
Julgn / build and installation fcun with thee
o/f;’cu in New ;’»[““5 and ‘:puvuyﬂku'u‘

We have opportunities, for:
Landscape Design/Sales People — Landscape Construction Supervisors and Forepersons
Landscape Maintenance Supervisors and Forepersons — Pesticide/Herbicide Applicators — Estimators
Experience preferred. We offer excellent salaries and benefits, including a company matching 401 (k) plan.

Please respond to: Human Resource Manager, Realty Landscaping Corporation
2585 Second Street Pike  Newtown, PA 18940 e Fax 215-598-7345 « Email: Realtyhq@aol.com

c’\éaﬂj l’wu[scapmg Cotpomtiun

THE BRICKMAN GROUP, LTD.

Careers in landscape management
available in:

1 \ ~ s 45 \
( AJPIA \"2/7} AJ2 A (

Begin your search by clicking your way through our

premier job posting Web site 2 :
GreenMatchMaker.com® is designed specifically to California - Colorado
help Green Industry job seekers and employers find Connecticut — Delaware

each other...quickly, confidentially, and conveniently. Florida — Georgia
—~2 Illinois — Indiana
f{‘ Maryland — Massachusetts
Gr g Missouri — New Jersey
rreen New York — North Carolina
MatchMaker.com”® Ohio — Pennsylvania
A Service of Search® J Texas — Virginia
Wisconsin
E-mail: jobs@brickmangroup.com
Web site: www.brickmangroup.com

Put Classified Advertising To Work For You!
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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

HORTICULTURIST

Positions available for experienced horticulturists
caring for corporate and estate gardens
in southern NY and CT.

General scope of work will include care for
woody, herbaceous and greenhouse plants.
Excellent benefits.

Send resume and salary history.

CARMINE LABRIOLA
CONTRACTING CORPORATION
200 Johnson Road, Scarsdale, NY 10583
Phone: 914-723-0600 » Fax: 914-723-0102

AP PPORTUNITIES!

Hermes Landscaping, one of the top 100
landscaping firms in the green industry, is
seeking green industry professionals who want
good pay, benefits and a stable company, to join
our premier landscaping company.

Due to our continuing growth,we have
opportunities in metro Kansas City for:

* Division Manager
* Designer

* Horticulturist

« Sales Rep

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: hermes] @gvi.net
EOE

LASTING IMP N

Serving Northern Virginia and the
Baltimore/Washington Metropolitan Areas
We offer a friendly work environment, continued
education, advancement and an excellent salary,

401(k), medical, paid holidays and vacations.
Come join our team!
Contact Mr. Pena at:
1-877-GET-LILC ext. 8018
zpena@lilclandscaping.com
Fax resume to: 301-249-2335
Or visit our website at
www.lilclandscaping.com
and see career positions available.

For Customer Service or
Information, Call 888-527-7008
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CLASSIFIED SHOWCASE

Help Wanted (Cont’d)

GreenlndustryJobs.com

* www.greenindustryjobs.com
* www.landscapejobs.com

* www.irrigationjobs.com

* www.nurseryjobs.com

* www.treecarejobs.com

LANDSCAPE MAINTENANCE
MANAGER / SUPERVISOR

Well-established design/build firm in Northern
New Jersey has a full-time position available in
our Residential/Commercial Maintenance
Division. Responsibilities include estimating,
sales, purchasing, inventory, budget control and
supervising multiple crews. Need thorough
knowledge of all aspects of lawn and plant
services. A self-motivated individual with strong
leadership qualities and commitment to quality
and customer satisfaction is essential.
Competitive salary, commission and benefits.

LANDSCAPE DESIGNER / ARCHITECT
Full-time position available. Must be sales and
production oriented. Competitive salary,
commission and profit sharing.

Fax or Email resume to:

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

LAKE CITY COMMUNITY COLLEGE
HUMAN RESOURCES DEPARTMENT
RT. 19, BOX 1030
LAKE CITY, FL 32025-8703

INSTRUCTOR, LANDSCAPE TECHNOLOGY
(200 Duty Days Tenured Track)

TO COMMENCE FALL 2001
MS DEGREE in Horticulture, Plant Science,
Botany or similar discipline, plus two or more
years landscape related experience.
Review of applications to begin April 30, 2001.
For Information Call Jobline:
904-752-1822 or Human Resources EXT 1314
E-mail: Boettcherg @mail.lakecity.cc.fl.us.
Web: www.lakecity.cc.fl.us.

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, CO 80020
Fax: 303-465-2478
Website: www.wsreclamation.com

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

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

ESTIMATORS:

ENTRY LEVEL/MID LEVEL/ SENIOR LEVEL

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

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

Above average salary, benefits, incentive
program, 401K plan and company vehicle.
Send salary, history and requirements to:
WSRI
11730 Wadsworth Blvd., Broomfield, CO 80020
Fax: 303-465-2478 « Email: wsrdrc@aol.com
Website: www.wsreclamation.com

SALESPEOPLE- CHECK IT OUT! ACRES
EMPLOYMENT ADVANTAGES... In recent surveys
from 90 Acres Group employees, they rated the top
three REASONS ACRES BEATS THE COMPETITION:
Professionalism: Assuring customer service,
respect & satisfaction. Quality: Experienced,
passionate employees committed to doing the best
job possible. Superior Results: Snow, landscape
maintenance, construction, 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 lllinois' 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. Call Maureen for
immediate confidential consideration. Phone:
847-526-4554 Fax: B47-526-4587 Visit our web
site at: www.acresgroup.com MEMBERS OF
THE ILCA SINCE 1985, 3/01

AMERICAN LANDSCAPE COMPANIES (EOE)
has immediate job openings in Landscape/Nursery,
Sales, Landscape Construction and Estimating.
We are looking for aggressive, highly motivated,
well-organized professionals. Experience must
include commercial, public works and production
housing. Sales rep will service LA/Ventura Counties
and adjacent areas. Sales position offers
salary/incentives/benefits and auto. Send resume
attn: HR by fax to 818-999-2056 or e-mail
HR@americanlandscape.com 3/01

March 2001

IRRIGATION TECHNICIANS- 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. Send resume to: Personnel,
CENTRAL LAWNS SPRINKLERS, INC., 239 King
Street, Elk Grove Village, IL 60007. Fax:
847-364-9774, email: centralirrigation@msn.com
3/01

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

Hotline at Phone: 800-355-5266 or send resume
to: DeAngelo Brothers, Inc., Attn: H.R. Dept.,
100 North Conahan Drive, Hazelton, PA 18201.
Fax: 570-459-0321 EOE/APP/M-F 4/01

FLORAPERSONNEL, INC. In our second decade
of performing confidential key employee searches
for the landscape/horticulture industry and allied
trades worldwide. Retained basis only. Candidate
contact welcome, confidential, and always free.
1740 Lake Markham Road, Sanford, FL 32771.
PHONE 407-320-8177. FAX 407-320-8083.
Email: Hortsearch@aol.com Website:
http://www.florapersonnel.com 12/01

Long Island golf course and athletic field
construction firm seeks highly motivated salesper-
son to sell sports field construction and maintenance
throughout the tri-state region. Must be self-starter
and ambitious. Excellent career oppotunity to work
for fast-growing, fast-paced company. Excellent
salary, commission and benefits. Fax resume to
The LandTek Group, Inc: 631-691-2392. 3/01

Show Your

COLOR INCREASES READERSHIP BY 40%)!
Advertise in Landscape Management!
Contact Leslie Zola: 1-800-225-4569 ext. 2670
or 440-891-2670 e Fax: 440-826-2865
E-mail: lzola@advanstar.com

s g wa.
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cleanup crew

THIS AND THAT

Separated at birth?

« And the

e received many crazy on-the-job

stories in response to our January

golf shirt giveaway, including one
about accidentally digging up human remains
and another about an irate customer who, when
told the weed on her lawn was knotweed, re-
sponded, “What do you mean that's not a
weed?” The one that busted our gut the most,
however, was the story about the danger of high
water sent in by Mike Fresh of Mike’s Lawn Ser-
vice, Blackfoot, ID. Apparently, one of Fresh’s
employees drove his zero-turn rider too close to
the Snake River, which had overflowed onto a
customer’s lawn. When he got stuck in the mud,
he tried to get out by going forward. When the The last Iaugh
tire on the upslope suddenly gained traction,

the mower spun into the river. The employee =

had the good sense to jump off the mower, but -
the mower was lost for good. “Too bad mow- ’ LBWNS £T(
ers don't float,” Fresh said. 3

LAND AR ING

Another month, another shirt
We've got plenty more shirts to give away,
and this time you need to tell us (in 200 words

llll I

or less) what the most productive day you ever

s ' |
had was and why. We'll pick the best story, and Q\

you might even see it in print if you win. Entries —A

are due by April 15, 2001. Send your submissions
via e-mail to jstahl@advanstar.com or snail mail u
to: Landscape Management, 7500 Old Oak Bivd., Ye WEARD WE WERE IN(TALING A Goidfisn TonD TO

)}
DAY .

Middleburg Heights, OH 44130.
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EXPERIENCE THE HUSQVARNA DIFFERENCE!

MOWERS
aBd Y 6‘\ —
1 b e v - %\ -

‘
Wide tires provide smoother ride
with less turf compaction.

1 1.4 gallon fuel capacity
for up to 12 hours of run
time between fillups.

Husqvarna spindles are
maintenance free and backed

by a 3-year warranty.

Ergonomic design
deck lift system
offers precise
cutting height in
1/4" increments.
Optional foot assist
deck lift available.

No one has served professionals is Swedish-engineered to be
longer than Husqvarna®. For over durable and maneuverable. In fact,

Caster yoke features full tapered 300 years, we've served pros our new Zero-Turn Mowers have  Exa heavy-duty steel deck for
roller bearings and reinforced “L” . . durability under the toughest mowing
bracket for durability and long life around the world. That is why we taken the industry by storm. ndiions.

know what lawn care They're bigger, better

professionals need to and faster, with a top
maximize productivity. ground-speed of 10
Naturally then, we mph. Test-drive one

offer a Total Source and put Husqvarna

product line. Our

Automotive style “stacked” hydroulic precision equipment
cooler provides superior cooling in

a system utilizing fully synthetic oil.

power in your hands

today!

uni-body frame provides increased
strength and longer life.

Call | 800 HUSKY-62 for a dealer near you or
visit our web site at www.husqvarna.com

BHusgvarna “

Tough Name.Tough Equipment.” ©2001 Husqvarna


http://www.husqvarna.com

Less cost. More money.

Equip your employees with Bob-Cat* walk-behinds After o‘lﬁ the more work, the more mowers. The

and zero-turn riders. They're tough, dependable and
priced fo give you a better cut for your bottom line.

more mowers, the more profit. For a Bob-Cat
dealer near you, call 1-888-922-TURF.
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