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IT'S ONLY HUMAN NATURE 
TO WANT THE BEST OF BOTH WORLDS. 

The conventional wisdom on grub control is shifting from 

a curative to a preventive approach. Fortunately, MACH 2® 

Turf Insecticide offers effective preventive grub control with 

a powerful curative component as well. 

Apply MACH 2 once before egg-hatch to prevent grubs all 

season long. Or apply shortly after egg-hatch to cure grubs up 

through the second instar. Make the choice that suits your 

schedule and resource availability. 

And don't worry about watering MACH 2 in immediately. 

Unlike other products that degrade on the surface in a single 

day, MACH 2 can wait 2 weeks or more for your customers—or 

mother nature—to water it in without sacrificing effectiveness. 

Prevent or cure. Unmatched irrigation flexibility. Effective 

control with an award-winning environmental profile. Only 

MACH 2 truly gives you the best of all possible worlds. 

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

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

MACH 2 
TURF INSECTICIDE 

IT'S ALL YOU NEED 
TO PREVENT OR CURE. 

®/RohMid L.L.C. Company ©2000 
Always read and follow label directions. PRESIDENTIAL 

Circle No. 101 on Reader Inquiry Card 
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Count on us. 

I'm your heavyweight champ. 
There's no contest. 'Cause I have 
no competition. Best-in-class power. 
And towing capability 
to match. 

Call GMC at 1-800-GMC-8782. 
Or visit www.gmcforwork.com. The new Sierra" 2500HD. Smart money. 

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

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

It's power that translates into a GCWR f of up to 22,000 lbs. That is to say, the absolute best 
trailer rating. Its new VortecM 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 Allisontransmission to create 
the most capable, work-eating heavy-duty pickup ever. 

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

' Trucks with GVWR from 8,600 lbs to 12,000 lbs. Based on comparing 2001 Sierra to competitive 2000-modelyear vehicles Excludes other GM' vehicles. 
f When property equipped, includes weight of vehicle, passengers, cargo, and equipment. Vehicles shown with equipment from independent suppliers. 

See owner s manual for information on alterations and warranties. C 2000 General Motors Corporation. All rights reserved. 

http://www.gmcforwork.com


events 
WHAT, WHEN & WHERE 

Landscape 
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VISIT US ON THE WORLD WIDE WEB AT: www.landscapemanagement. net 

Prond s u p p o r t e r of t h e s e g r e e n i i d n i t r y p r o f e s s i o n a l o r g a n i z a t i o n ! : 

May 2001 
19-23 ASIC National 
Conference I Savannah, GA; 
816/472-6100 

24 Selecting, Planting, 
Moving and Managing 
Ornamental Trees I Yorba 
Linda, CA; Sponsored by California 
State University — San 
Bernardino; 909/880-5977 

June 
7-9 Snow & Ice Symposium 
Denver, CO; Sponsored by the 
Snow & Ice Management 
Association; 814/835-3577 

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

21-23 OPEI Annual Meeting 
Ponte Vedra, FL; 512/442-1788 

July 
10 University of Missouri-
Columbia Turfgrass Field 
Day I Columbia, MO; 573/442-
4893 

12-15 AN LA Convention & 
Executive Learning Retreat I 
Cleveland, OH; 202/789-5980, ext. 
3010 

16-17 PLCAA's Legislative 
Day on the Hill & Arlington 
Renewal Project I Washington, 
DC; 800/458-3466 

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

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

3 1 Midwest Regional Turf 
Field Day I West Lafayette, IN; 
765/494-8039 

August 
4-8 Soil and Water 
Conservation Society 
Annual Meeting I Myrtle 
Beach, SC; 515/289-2331 

14-23 International 
Growers' Tour I 
Germany/Denmark; 
www.anla.org 

15-19 ANLA Landscape 
Operations Tour I Dallas, TX; 
www.anla.org 

17-19 ALCA Design/Build 
Workshop I Atlanta, GA; 
800/395-2522 

19-25 International Garden 
Centre Tour I New 
York/Baltimore; 202/789-5980, 
ext. 3010 

2 1 Cornell University Field 
Day I Ithaca, NY; 800/873-8873 

29-1 CalScape Expo I San 
Diego, CA; Sponsored by the 
California Interior Plantscape 
Association; 707/462-2276 

MAA 

ANTLA 
Amtncaa Nur**r? 61 
l«ndtcapc A»»oc»»tion 

4 Member 

m 

PgMS 

RISE 

Manager's \v**Tation 

fiTOCA 

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

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

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

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

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

National Arborist Association 
3 Perimeter Road, Unit 1 
Manchester, NH 03103 
603-314-5380 
www.natlarb.com 

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

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

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

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

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

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

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

http://www.landscapemanagement
http://www.anla.org
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http://www.irrigation.org
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EXPERIENCE THE HUSQVARNA' DIFFERENCE! 

M O W E R S 

I1.4 gallon fuel capacity 
for up to 12 hours of run 
time between fill-ups. 

Caster yoke features full tapered 
roller bearings and reinforced "L" 
bracket for durability and long life. 

Ergonomic design 
deck lift system 
offers precise 
cutting height in 
114" increments. 
Optional foot assist 
deck lift available. 

No one has served professionals 
longer than Husqvarna*. For over 
300 years , we ' ve se rved p ros 
around the wor ld . Tha t is why we 
know what lawn care 
professionals need to 
maximize productivity. 
N a t u r a l l y t h e n , we 
o f f e r a To ta l Sou rce 
p r o d u c t l i n e . O u r 
p r e c i s i o n e q u i p m e n t 

is S w e d i s h - e n g i n e e r e d t o be 
durable and maneuverable. In fact, 
our new Zero-Turn Mowers have 
t a k e n t h e i n d u s t r y by s t o r m . 

They're bigger, be t ter 
and faster, w i th a top 
g r o u n d - s p e e d o f 10 
m p h . Test-dr ive one 
and p u t H u s q v a r n a 
power in your hands 
today! 

Extra heavy-duty steel deck for 
durability under the toughest mowing 
conditions. 

State-of-the-art, heavy-duty welded 
unt-body frame provides increased 
strength and longer life. 

Husqvarna spindles are 
maintenance free and backed 

a 3-year warranty. 

Wide tires provide smoother ride 
with less turf compaction. 

Automotive style "stacked" hydraulic 
cooler provides superior cooling in 
a system utilizing fully synthetic oil. 

Cal l I 800 HUSKY-62 fo r a dealer near you o r 
v is i t o u r web si te at www.husqva rna .com 

Circle No. 105 on Reader Inquiry Card 

http://www.husqvarna.com


1-800-AER8TER 

6 1 0 - 9 6 5 - 6 0 1 8 • www.o t te rb ine .com 

Product leasing ava i l ab le . 

Circle No. 106 on Reader Inquiry Card 

Maybe Its Time to Look 
into an Aeration System 
N o one should 
have to live with 
poor water quality. 
Being the industry 
leader for over 50 
years, Otterbine 
offers a variety of 
surface spray and 
sub-surface aeration systems that effectively 
circulate water and transfer oxygen. And 
with independent testing conducted by the 
University of Minnesota, you can rest 
assured that Otterbine systems will surpass 
all industry standards and your expectations. 
The result? Beautiful, healthy waterways— 
on the surface, as well as below where it 
counts! 

http://www.otterbine.com


BY SUE GIBSON / EXECUTIVE EDITOR 

We're taking the plunge 

As business owners and managers, you 

are attuned to the needs, shifts and 

opportunities in your marketplace. 

Your clients may have asked you to 

provide a new and different service, 

which may be troubling because it is 

so different from the one on which 

you have built your organization. 

I salute those of you who have studied that question 

and decided against expanding your services. It's a tough 

decision to turn down business and realize you may not 

have the proper resources, people or timing to go ahead 

with an expansion. 

But my hat's off to those of you who have added new 

and different services. It's a gutsy, risky and exciting step to 

take. It takes real nerve to understand that anything new 

involves a learning curve (which also means people will 

make mistakes). It takes true confidence to encourage 

everyone in your organization, as well as your clients, to 

believe you can provide the service with the quality and 

value that defines your reputation. 

Finally, it takes a major investment of time and money 

to research this new offering, plan it, train and equip your 

employees, sell it and bring your service delivery to a level 

that meets your own tough standards. 

That wild, wonderful Web 
I'm very much aware of the tough decision-making and 

implementation process you have gone through because 

we're just completing a similar process in the debut of our 

new Web site, all in a short period of time. I'm happy to 

announce the debut of www.landscapemanagement.net 
and invite you to visit it at your convenience and give us 

your feedback 

This "plunge" we took was so strange and different 

from any other project I've done that I knew it must be 

similar to the process you go through to add an entirely 

new service to your existing business. We all know how 

different installation is to establish and operate from main-

tenance, how irrigation is unique and how franchises offer 

quite original systems of operating. 

Likewise, this whole "Web" business operates with 

rules and infant traditions far different from the print 

world. Our development process for everything from 

content to pricing is very much in contrast to this maga-

zine's traditions. We know our Web site will be much 

more responsive, dynamic and immediate than the print 

product, and the whole prospect excites us. Hopefully, 

you'll find a wealth of new resources through our Web 

site that expand on this magazine's base of news, infor-

mation and analysis. 

We're excited, too, because this new service gives 

you a quick and easy way to contact us, ask questions, 

share your observations and provide us with feedback. 

Our goal is to provide you with the information and re-

sources you need to be more efficient and productive. 

When you interact with us at every level — Web in-

cluded — you help us make our service better. Please 

visit our new site and send me your comments, ideas and 

suggestions. Thank you in advance! 

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

I'm happy to announce the debut of ou 
www.landscapemanagement.net and invite y 

it and give us your feecf 

http://www.landscapemanagement.net
mailto:sgibson@advanstar.com
http://www.landscapemanagement.net


RON HALL / SENIOR EDITOR 

Let's talk turf with tHe Feds 

Speak out for a new national turfgrass pro-

gram that the U.S. Department of Agri-

culture's ARS (Agriculture Research Ser-

vice) is starting. The program is in the 

discussion stages. Because turfgrass re-

search always seems to get shunted aside 

when it comes to federal funds, this is the 

best time to give it all the support that we can. 

The ARS is big 
But, first a little about the ARS, the principal research 

agency of the USDA. With 8,000 employees, includ-

ing 2,000 scientists, it conducts an incredible amount 

of agricultural research, primarily on crops of food and 

fiber. This involves 1,200 different projects in more 

than 100 locations around the country. While some of 

these projects focus on pasture and rangeland grasses, 

none deal exclusively with turfgrass. 

Here's how we can help change that. 

We better be there 
This fall, the ARS will host a workshop to discuss the 

national turfgrass program, says Evert Byington, Ph.D., 

National Project Leader, Rangeland, Pasture and For-

age Research. 

If we want to have a say in the program, we better 

be there. When a date is set, we'll let you know 

"We're inviting all sorts of people with an interest 

in turfgrass," says Byington. "It's open to the public, 

and we want people to express what they feel the re-

search priorities should be. Out of that we will de-

velop a strategic plan and start formulating what kinds 

of research we will do as funding becomes available." 

Byington says that the ARS conducts research that 

Those of us with a direct interest in turfgrass 4 

academia and the industry don't have the resources to 

tackle. Initially, the program will concentrate on the 

basic biology and genetics of turfgrasses. Later, it will 

examine turfgrass systems more broadly, issues like 

sustainable management and watershed modeling. 

But there's one more thing that we can do. 

Let them know 
Let's contact our respective U.S. legislators and let 

them know that we feel this program is vital. A phone 

call or letter will get our point across—especially if we 

follow up with friendly reminders. Let's point out the 

importance of turfgrass to our industry and to the na-

tion— its role in controlling erosion and ground water 

pollution, as well as its obvious importance to land-

scapes, playgrounds and sports fields. 

"We'll be starting on the ground floor with this na-

tional program so we can build it the way it needs to 

be built," says Kevin Morris, executive director of the 

National Turfgrass Evaluation Program in Beltsville, 

MD, where the program will be headquartered. 

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

research should be at the Agricultural 
Research Service workshop and help give 

direction to the program. 

mailto:rhall@advanstar.com


Three sure signs of weed control 

Featuring Chaser® Ultra, the 
newest member of the latest 
generation of three-way herbicides 
• A family of superior cool or warm season performers 

that control broadleaf weeds such as dandelion, 
clover; chickweed, plantain, oxalis and spurge 

• Chaser® Ultra, made from the amines of Clopyralid, 
MCPA and Dichloroprop-p, is also effective on a broad 
spectrum of other weeds that are much harder to 
control such as ground ivy and Canada thistle 

www.uhsonline.com 

ChaserUltra is not made with 2,4-D and because it 
does not contain Dicamba, its better for use around 
shallow-rooted ornamental plants and trees 
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 
fall and Chaser 2 Amine when days are warmer for 
year-round control _ , .. _ , . _ Circle No. 125 on Reader Inquiry Card 

United 
W i V T H o r t i c u l t u r a l S u p p l y 

http://www.uhsonline.com


UHS brand fertilizers are designed to 
meet the demanding agronomic needs of 

any turf professional. These products are built to 
perform best according to the local needs 

of the geographies we serve. 

a 
united 

Our UHS Signature Brand Fertilizer Ub!ue line" is comprised of 
products with the things you'd expect, such as quality and 
consistency What sets these fertilizers apart is unique 
technologies, added performance and unmatched value. 

ICE 

Our premium offering is found in the UHS Signature Brand 
Fertilizerugreen 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. 

pip 
CAT 

i i l r 

United 
Horticultural Supply 

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

outstanding fertilizer products 

www.uhsonline.com 

http://www.uhsonline.com


BY DOUG HAGUE / GUEST COLUMNIST 

cc 

The important thing is that our industry has 
matured to the point of recognizing OUT role in helping 
to solve the environmental equation. 

Silent Spr ing " as a tool 
t wasn't until 1959, just five years before bi-

ologist Rachel Carson's death, that her con-

troversial book "Silent Spring" was released 

to the public. Prior to that time, pesticides 

were considered benign concoctions de-

rived from naturally occurring substances. 

Scientists and laymen of the day thought the term 

"natural" was synonymous with the term "safe." The 

passage of time has not altered this assumption, which 

has been proven questionable. 

Growing fear 
The public misunderstood organic phosphates partly 

because they represented a new technology in 1945.1 

believe formulators thought field test results would 

help organic phosphates become widely accepted and 

used beyond the scope of the "naturals." 

By the early 1960s, however, "Silent Spring" was 

quickly becoming what many believed to be a guiding 

truth about various insecticides, and those industries 

and institutions that relied upon their use. 

Carson portrayed the dark side of pesticides, and 

it's clear that her intent was to incite fear, especially 

when she writes that pesticides are the "elixir of death" 

and "500 times more deadly to children." Her objec-

tion to DDT, dieldrin, toxaphene and heptachlor con-

demns their use and convinces readers that they might 

have disastrous effects on humans. 

Faulty conclusions? 
I believe that "Silent Spring" is a well written book, but 

we all must question the validity of many of its nega-

tive statements about pesticides. 

Is "Silent Spring" as relevant today as it was in 1959? 

After 40 years, it's obviously not as well read as it was, 

but its message hasn't lost any of its warning or force, 

particularly to readers unfamiliar with pesticides or 

their proper use. 

In 1959, her truth was the only truth out there. But 

that's not the case today. We're armed with more 

knowledge and are not as willing to accept "Silent 

Spring" as the blind truth. 

We've also learned that pesticides are tools we can 

use effectively and to the great advantage of the envi-

ronment. Our goal is to get that message across with 

the same force that Carson did in her book. 

To help us, we can actually borrow and use some of 

her own thoughts. For instance, she states, "It is not my 

contention that chemical insecticides must never be 

used" and "It is reasonable to suppose that we can apply 

a broad spectrum insecticide to kill burrowing larval 

stages of insects, for example, without also killing the 

good insects." 

Her idea of combining chemical controls and other 

control methods sounds like Integrated Pest Management 

(IPM) to me. 

Almost there 
Thanks to science, technology and education, we have, 

in fact, fulfilled many of Rachel Carson's dreams. Our 

industry is truly helping to solve the environmental 

equation. 

Since we all strive for the same truth, let's view 

Rachel Carson's book for what we have in common 

with it — preserving and enhancing the environment. 

— Doug Hague is president of Lawn Classics, Inc., 

Findlay, OH. He can be reached at (419) 424-8880. 
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LOOKED LIKE THE 

IT TAKES A LOT OF MEN AND EQOIPMENT 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. 

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 I-800-FQRD-II5 or visit www.commtruck.ford.com 
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lefs hear it 
YOUR OPINIONS, COMMENTS, & QUOTES 

Sign me up! 
As always, when I receive my 
copy of Landscape Manage-
ment, I read "On the Record" 
first. I couldn't agree more with 
the one ent i t led "They don ' t 
know you" in March — some-
thing does need to be done to 
improve the Green Industry's 
image. I try to do this on a daily 
basis by be ing honest and 
| on the record 

s t ra igh t fo rward w i t h those I 
come in contact w i th , but I'm 
will ing to do more. Sign me up 
to assist in any way possible! As 
a result of your editorial, I have 
contacted my local VFW and of-
fered to take care of the grass 
and ornamentals around a small 
veterans ' memor ia l . It 's no t 
much, but it may be a first step. 
The smaller companies really can 
help, but in order to make a na-
t iona l e f fo r t , the big players 
need to get involved. Thanks for 
bringing this issue to the fore-
front. 

NeilFievet 

Nitro-Green 

Hoyden, AL 

Nice editorial 
On beha l f o f t he Evergreen 
Foundation and everyone else 
in the Green Industry, thanks for 
t he g rea t ed i t o r i a l e n t i t l e d 
"They don't know you" in your 
March issue. It was a nice call to 
action. Way to go! 

Phil Fogarty 

JP Horizons 

Painesville, OH 

Pumped up 
Your January art icle ent i t led 
"Uncovering your best side" was 
exce l lent and real ly g o t me 
pumped up for the upcoming 
season. The panel of landscape 
contractors featured are very 
qua l i f i ed and have a lo t t o 
share, and their advice will help 
our industry. I think entry level 
operators like myself are faced 
wi th many challenges, and one 
of them is not knowing what to 
charge. If you were to ask an ex-
per ienced opera to r w h a t t o 
charge, they would laugh. What 
they don ' t realize is t ha t the 
entry level operator is probably 
unintentionally low-balling his 
price. In your next issue, maybe 
you could make a chart show-
ing low ball prices that are un-
profitable, medium range prices, 
h igh end prices and average 
prices for dif ferent areas. Also, 
please stress tha t t ravel t ime 
shou ld be inc luded in your 
price! 

Aaron Shehan 

Gro-Lawn and Landscape 

Burleson, TX 

Bam! 
Imag ine my surpr ise w h e n I 
opened up the March issue of 
Landscape Management and 
saw t h e Cleanup Crew i t em 
abou t h o w my husband Rob 
looks like famous chef Emeril La-
gasse. The funny par t is t ha t 
Emeril is Rob's culinary hero! We 
have e igh t jars o f Emeri l 's 
"Essence" spice in our pantry, 
and we love Emeril's two restau-
rants in Las Vegas, Emeril's and 
Delmonico Steakhouse. Rob 
loves t o watch Emeril on the 
Food Network, and one of his 
dreams is t o sit in f r o n t on 
Emeril's show so he can taste 
the food. Thank you for making 
our day! 

Joyanna Diaz 

Yards "R" Us Landscape 

Las Vegas, NV 

Correction 

A news item in the Industry 
Almanac section of the April 
issue stated that Ted Gramer, 
former president of Green-
zebras, is now Chief Executive 
Officer of Green2go. He is not 
Rather, he is the Chief Operat-
ing Officer. We regret the error. 

June beetles from hell 

In "Goodbye grubs," in the 
April issue, 
the damage 
in this 
photo (page 
68) was 
attributed 
to burrow-
ing green June beetles. Thank 
goodness, it was actually caused 
by skunks digging for grubs. 

Clarification 

In the same article, it should be 
noted that Imidacloprid is really 
more effective against young 
grubs, rather than large grubs. 

sJELS»\ 
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IMPEDE THE SEED. 

BASF 
PROFESSIONAL Lurkinq just beneath the surface are thousands of 
TURF ^ ^ 

_ _ tiny weed seeds, threatening to ravage lawns and 

established ornamentals. Fortunately, Pendulum8, 

preemergent herbicide stops more than 40 

broad leaf 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 rating from LCOs than any other preemergent * 

To leam more about how Pendulum can make sure weeds never 

see the light of day, 

HtoJlamr 
www. turffacts. com. 

Always read and follow label directions. 
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NEWS YOU CAN USE 

W e e d M a n 
ranks h igh 
SCARBOROUGH, ONTARIO — 
More than 2,500 franchisers and 
related professionals polled in Suc-
cess magazine's list of top fran-
chises ranked Weed Man number 
four in the top 200, reports Turf 
Holdings Inc., parent company of 
the lawn care franchise in Canada 
and the United States. Companies 
were compared on financial per-
formance, franchiser/franchisee re-
lationship, corporate manage-
ment, growth and stability, and 
opportunities for growth. 

VW&R, E&E n o w 
use Vopak n a m e 
KIRKLAND, WA — The Van Wa-
ters & Rogers (VW&R) and Ellis & 
Everard (E&E) brands have been 
consolidated under the Vopak 
name to reflect the expanding 
global presence of their Rotter-
dam-based parent, Royal Vopak, a 
world leader in oil and chemical 
storage, logistics and distribution. 

Bayer Corp Has 
a n e w n a m e 
KANSAS CITY, MO — Bayer 
Corp. announced that its Garden 
& Professional Care unit has 
changed its name to Bayer Corp., 
Professional Care. 

YOU DON'T SAY 

U.S. shipments for power lawn 

and garden equipment should rise 

more than 3% annually through 

2005, reaching $9.8 billion. 

SOURCE: THE FREEDONIA GROUP, INC. 
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Landscape Management 
debuts new Web site 
CLEVELAND, OH — Look for more oppor-

tunities to get round-the-clock information 

on operations management, expert help 

with technical problems, updates on prod-

ucts, hundreds of Green Industry links and 

insightful industry news at the new Web 

site developed by Landscape Management: 

www.landscapemanagement.net. 
The new site sports a new address and 

design, eGreenBook resource and reference 

guide of products and services specifically 

developed for the Green Industry, an e-

mail newsletter, past issue archives of 

Landscape Management and easy subscrib-

ing. 

Please visit www.landscapemanage-
ment.net to enter the Green Star Profes-

bPurchaae.com 

ariatflff 
„ 
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sional Landscape Management Awards, or 

to enter our PalmPilot Giveway Contest. 

We look forward to hearing your com-

ments and suggestions at 800/225-4569 

x2729 or sgibson@advanstar.com 

Mexico's fledgling program trains 
workers for U.S. Green Industry 
IRAPUATO, MEXICO — State government 

officials here, at the urging of U.S. busi-

nessman Jeff West, began training Mexi-

can workers for the U.S. landscape indus-

try. The training prepares workers for the 

H-2B program that allows U.S. employers 

who can't attract local labor to recruit and 

employ unskilled, seasonal foreign work-

ers. The majority of these workers are re-

cruited in Latin America, including Mex-

ico. 
West operates GTO, a Michigan-based 

labor solutions firm that places H-2B 

workers. He said the program will help al-

leviate some of the problems attached to 

H-2B. He says that bribery and fraud 

plague the recruiting process in Mexico. 

The biggest problem for U.S. employers is 

Program in Mexico trained 300 workers. 

workers going AWOL, and taking higher 

paying jobs in other industries. 

"If we don't get our act together with 

this H-2B, it could be in big trouble. Offi-

cials know what's going on and they don't 

continued on page 22 

http://www.landscapemanagement.net
mailto:sgibson@advanstar.com


Switch from Dursban 
to Talstar and get 

Longer Residual and 
Better Performance. 

Guaranteed. 
'Hey. who tanned o f f 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 yC^ 
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 -1 FMC, or visit us at www.fmc-apgspec.com. 

..C r n « j i» r j . «i • • H fe ^ B ©2001 FMC Corporation. The FMC® logo and 
See Guarantee Program Guidelines for details. X WkMU r T a l s t a r . a r e registered trademarks of FMC Corporation. 

This guarantee does not apply to termiticide products. • • W • 'Dursban is a trademark of Dow AgroSciences. 
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Here today, consolidated tomorrow 
BY L A R R Y A Y L W A R D 

In the past two years, several 

small-, medium- and large-

sized companies have merged 

with or acquired their counter-

parts. Some of the more no-

table deals included: 

• Novartis Agribusiness and 

Zeneca Agrochemicals combin-

ing to form Syngenta 

• The Andersons acquiring 

Scotts Co.'s U.S. professional 

turf business 

• BASF purchasing the 

Cyanamid herbicide division of 

American Home Products 

• Simplot Turf & Horticul-

ture buying Lange-Stegmann's 

professional products 

• Dow Ag acquiring Rohm 

and Haas' agriculture chemical 

business. 

• Aventis announcing it 

would spin off Aventis Crop-

Science 

Why all the mixing and join-

ing? Economics is the simple an-

swer. 

Raj Gupta, chairman and 

CEO of Philadelphia-based 

Rohm and Haas, said the deci-

sion to sell the company's agri-

cultural chemicals business to 

Dow Ag was difficult but neces-

sary. "It has become evident that 

the agricultural chemicals busi-

ness will flourish more as part of 

a global firm with a stronger 

presence serving the agricultural 

markets," Gupta said. 

Jennifer Remsberg, residen-

tial market manager for Bayer 

Professional Products, said 

Green Industry professionals are 

more concerned about the fate 

of products, not the fate of com-

panies. "This is a product-driven 

market," she added. 

Still, Green Industry profes-

sionals should know that consol-

idation can be good, said Keelan 

Pulliam, head of Syngenta's Pro-

fessional Products Business Unit. 

"When mergers happen, the size 

of the businesses are much 

larger," he noted. "That allows 

us to spend the dollars we need 

on research and technology, 

which is critical to solving Green 

Industry professionals' prob-

lems." 

— Larry Aylward is editor of 

Landscape Management's sister 

publication, Golfdom. 

Temporary / Seasonal 
Labor Visas 

We Specialize in Work 
Permits for the: 

• Green Industry • Hotel/Resort 
• Golf Courses 

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

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

Call now for information packet and a quote. 

c^Enterprises ^tl'ZZZ 
QjPour labor solution for the millennium and bepond... r^fax (SI2)282 09S8 

*Other Industries are also eligible for this type of work permit...call us now to find out if your company is eligible 
Circle 107 



Catch This. 
Fill out and mail this card, or 
call toll-free 1-866-36-GATOR. 
You'll receive our John Deere 
Gator' vs. Gator Comparison 
Test Video, FREE! 

Please help us make our Gator Utility Vehicle work even better 
for you, by telling us a little bit about yourself: 

Name 

Address 

City State Zip 

Phone Number 

E-mail Address G051LMN3 

Please Reply by July 15, 2001 

1. Will your new vehicle be driven for • personal or 
• business use? If business, what type? 

2. If you had a Gator Utility Vehicle, how and where might you 
use it? Check all answers that apply to you: 
Around my home: • As transportation • For cargo 
At my farm/ranch: • As transportation • For cargo 
For my business: • As transportation • For cargo 
At my vacation home: • As transportation • For cargo 
Other 

3. Circle the one answer to Question #2 that suits you most. 

4. How big is the property where you'll use your Gator 
Utility Vehicle? 
• Under 1 acre • 1 to 4.9 acres • 5 to 9.9 acres 
• 10 to 19 acres • 20 to 99 acres • 100+ acres 

5. Check all the activities you do often or enjoy as hobbies: 
• Do-it-yourself projects • Hunting/fishing 
• Yard work • Camping/picnicking 
• Gardening/nursery • Ranching/animal care 
• Equestrian • Farming 
• Other 



VIDEO 

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

POSTAGE WILL BE PAID BY ADDRESSEE: 

J O H N D E E R E GATOR U T I L I T Y V E H I C L E S 
COMMERCIAL AND CONSUMER EQUIPMENT 
PO BOX 469001 
CHICAGO IL 60646-9960 

NO POSTAGE 
NECESSARY 
IF MAILED 

IN THE 
UNITED STATES 

I.II..II....II...I..I.II..I.I..I.I...II..II....I..II 
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Gator vs. Gator 
fa 

0 
Free Comparison Test Video 

1 - 8 6 6 - 3 6 - G A T O R 

Which one is the real off-road champion: 

The American Alligator? Or the John Deere 

Gator® Utility Vehicle? Order your Free 

Gator vs. Gator® Video and find out. 

You'll witness head-to-head tests of han-

dling, hauling, productivity, and ease 

of ownership. Best of all, you'll hear 

about the low-rate financing now 

available at your John Deere Dealer. So 

call for that Free Video now—and see 

why the John Deere Gator is the better 

beast of burden. 

JOHN DEERE 
NOTHING RUNS L IKE A DEERE® 

JD-BUSI-Ol G051LMN3 



industry almanac 
continued from page 18 

like it," said West, explaining that many 

first-time H-2B laborers arrive at their U.S. 

employer's office with few job skills. They 

speak little or no English, are unfamiliar with 

turf/landscape equipment and have little ex-

perience with U.S. laws and customs. 

r u < > f n 
Jeff West seeks more training help in Mexico. 

Training needed 

With a few reservations, West terms the 

program a success. Taught by professional 

bilingual educators, it required worker can-

didates to attend two weeks of classroom 

and hands-on instruction. They received 

lessons in conversational English and U.S. 

laws and customs, and learned how to op-

erate and maintain commercial mowers 

thanks to commercial mowers donated by 

John Deere. 

About 300 potential landscape employ-

ees "graduated" from the program. Classes 

began in early February and concluded in 

mid-March. West said these workers stand 

a better chance of becoming productive 

landscape workers. Also, he insisted, they're 

less likely to go AWOL from their U.S. em-

ployers (become "illegal"] to seek better pay 

in construction or other U.S. industries. 

"If these men spend two weeks of their 

time here, eight hours a day, without getting 

paid, that tells me they're serious about want-

ing to work in the United States," he said. 

West admitted his motives for promot-

ing the program weren't entirely altruistic. 

Through his labor contracting firm, GTO 

International, Whitmore Lake, MI, he said 

he expected to place at least 100 of the 

"trained" laborers with U.S. landscapes. 

West said that he's also met with offi-

cials in other Mexican states, and they're 

interested in developing similar training 

programs for workers seeking seasonal em-

ployment in he United States. 

— Ron Hall 

6 steps to successfully recruit H-2B workers 
Get temporary work visas. Get an agent or other expert familiar with the H-2B 
program so you can recruit labor via legal means. 
Get involved. Don't depend solely on outside sources to recruit for you. Use 
them to help make an initial contact and preliminary screening only. 
Recruit f r o m wi th in . Use a trusted employee who has permanent or legal status 
in the United States, or contact a local Hispanic-based group to help acquire new 
workers. 
Meet and greet. Make an effort to send a company representative to the border 
to meet and greet your new recruits. This will help break down some of the new 
employees' anxieties, and also provides them with correct transportation to your 
place of business. 
Spanglish? Make some effort to increase your communication with your recruits. 
Have a translator available as much as possible. You've got to be able to communi-
cate. 
Plan fo r the future. With a successful season of recruitment, you can plan on the 
next year being just as successful as you will have a local group of employees. 

— Terry Foley, Foley Enterprises labor solution company; Austin, TX. 
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Weed of the Week 
Okay, so you think you're the King 
Weedhead. Why don't you find out if 
you really are by logging on to 
PBI/Gordon Corporation's 
WeedAlert.com Web site to play the 

"Weed of the Week" contest? 
Each week, the company puts up 

a new turf weed for site users to 
identify. The first five participants 
with correct guesses receive a 
WeedAlert.com coffee mug and on-
line recognition as winners. 

According to Monte VanBibber, 
Programmer/Webmaster for the com-
pany, the "Weed of the Week" page 
gets around 200 hits and 30 to 40 
guesses per week. After each week's 
contest, the weed is added to the 
site's identification listing with a full 
description of the weed, its growing 
habits and germination timing, cul-
tural control methods and herbicide 
use timing. 

When you're done bruising your 
brain over weed identification, check 
out some of the other features on the 
site: useful tips, links to universities of-
fering turf and horticulture programs, 
a "Weed Spotter" posting section and 
an on-line technical advisor. 



Equipment so productiue it lets you cut grass 
and mow down the competition at the same dme. 

Introducing Cub Cadet Commercial. 
Cub Cadet Commercial is a new brand 

of turf equipment and landscaping tools 
designed to meet the demands of profes-
sional landscapers. So whether you're tack 
ling a big lawn down the street or bidding 
against a company across town, we've got what 
you need to come out ahead. 

Cub Cadet Commercial helps you work more 
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. 

Find out more about this tough new brand. Take a look 
at our full line of Tank zero-turn riders, wide-area 

mowers, trimmers, clippers and blowers. Visit 
one of our dealers. Take a test-drive. Ask 
about our exclusive Command Cut System" 

and programs like Next Day Parts and our 
3-year turf equipment warranty. 

We think you'll see that 
Cub Cadet Commercial offers 

the finest equipment and 
the best support in the 

business. What wi l l 
. L you do with it? 

C2ub C2ade.'L\l( 
C O M M E R C I A L 

Engineered lor professional landscapers 

For the location of a Cub Cadet 

Commercial dealer near you, 

call 1-877-835-7841 or visit 

www.cubcommercial.com today. 

http://www.cubcommercial.com
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Washington landscape pros face water ban 
BY J A S O N S T A H L 

EVERETT, WA — A plan to inform the public 

on how to maintain their landscapes despite a 

potential water shortage might not be enough 

to save Washington-area landscape profes-

sionals from a big economic hit this year. 

In February, the Washington Association 

of Landscape Professionals (WALP) was 

told by Seattle Public Utilities that there was 

a l-in-10 chance of a drought and subse-

quent water ban occurring this summer. A 

week later, the phase one Advisory Stage of 

the City of Seattle's 2000 Water Shortage 

Contingency Plan was implemented. 

On March 29, the WALP met with 

Seattle Public Utilities again and learned 

there was now a l-in-7 chance that water re-

strictions would be put in place. Also, the 

Advisory Stage was upgraded to Voluntary 

Stage, requesting the public to take serious 

steps toward conserving water. 

"If this pattern continues, we'll be in the 

Emergency Stage before May 19, which is 

right before our busy season," says Peter 

Dervin, WALP Executive Director. 

An uphill battle 
Dervin says the WALP's press releases advis-

ing the public to consult with landscape pros 

who can devise a landscape that conserves 

water haven't been able to counter negative 

television coverage. According to Dervin, cus-

tomers have been hesitating to buy new instal-

lations based on what they have heard so far. 

"I saw the first brown lawn on television 

in December," he says. "In a thirty second 

sound byte, they say to turn off your sprin-

kler. The public hears this and says, 'If I 

can't water,then I'm not going to have new 

landscaping installed.' We try to tell them 

that installing irrigation systems with rain 

sensors will actually save them money." 

"We've had steady rain for about a 

month now, so we're telling people that 

right now is the best time to install new 

landscaping since the rain will help it get 

established," Dervin continues. 

High demands on water 
Washington landscape pros' position is even 

worse because of the state's agricultural 

needs and impending energy crisis. Water is 

needed to allow Washington to make good 

on agreements to trade power with other 

states, and to grow produce. Also, the EPA 

and National Marine Fisheries have asked the 

state to restore endangered salmon habitats, 

another water concern. Dervin says out of all 

these concerns, landscapes end up last. 

"The landscape and nursery industries 

tend to be the sole target because the knee-

jerk way to address a water shortage is to 

stop sprinkling lawns," Dervin says. "Yet 

the Seattle Times uses water to print its 

newspaper, and car dealers wash their cars 

every morning." 
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VIDEOS AND LITERATURE FOR THE GREEN INDUSTRY 

See the spectrum... of field measurement devices in 
Spectrum Technologies' 2001 product catalog, including 
the new family of WatchDog weather stations. The 24-
page catalog features products for weather monitoring, 
integrated plant management, nutrient management 
and soil water measurement. To receive a free copy con-
tact Spectrum Technologies, 23839 West Andrew Rd., 
Plainfield, IL 60544 or call 800/248-8873 or visit 

www.$pecmeter$.K>m. 

People 6c companies 
Ferris In-
dustries 
promoted 
Phil Wen-
zel to vice 
president 

manager. 

Environmental Indus-
tries re-hired David L. 
Hanson as vice president 
of operations. He held 
various positions with 

Environmental Industries' 
Environmental Care (ECI) 
division for over a dozen 
years. 

BASF appointed 
Charles Aust in senior 
sales specialist for BASF 
Turf, Ornamental and 
Pest Control Groups. 

Patten Seed Company 
appointed Joe O'Donnell 

vice president of Georgia 
Super Sod Outlets. 

Simplot Partners pro-
moted Craig Shafer to na-
tional accounts manager. 

Seed Re-
search of 
Oregon 
named Bill 
Dunn vice 
president. 

and general 





annual 
plantings 

Seasonal color 

can make your 

firm's reputation 

soar. Try these 

installation tricks 

to make it more 

profitable too 

B Y R O N H A L L / S E N I O R E D I T O R 
ho says you can't teach an estab-
lished company, even a 125-
year-old one, new hicks in in-
stalling seasonal color? Green 
Industry pioneer Akehurst Land-
scape Service, Inc., Joppa, MD, 
Is among the landscape firms 
bringing new ideas to the service. 

Installing annual beds is no 
longer something that firms offer 
merely to retain maintenance 
contracts; it has to be a profit 
center, too. In fact, some compa-
nies now focus on flowers even if 
it isn't to the extent of Atlanta-
based Color Burst, which spe-
cializes in designing, delivering 
and maintaining seasonal color. 

President Joe Burns remem-
bers, as an employee of another 
landscape company, dreaming 
of running such a company. 

"I thought, 'We're doing a lot 
of color and it's getting more and 
more important,'" he says. "It 
seemed like it would be a lot of fun for a horticulturist (degree from Auburn University) like 
myself to get into this business." That was 14 years ago, and Bums says seasonal color has 
since evolved from being considered an attractive novelty to being a necessity for many prop-
erty owners or property managers. This accounts, as least in part, for Color Burst's success in 
establishing branches in Birmingham, AL, Charlotte, NC and Nashville, TN. 

Your goal should be to handle each plant just once when 
you're installing annua! beds for your accounts. 

26 LANDSCAPE MANAGEMENT / M A Y 2001 / www.landscapemanagement.net 



PHOTO COURTESY LAMBERT'S 

Property managers have learned that "curb appeal" 

boosts occupancy rates at residential complexes, in-

creases sales at retail sites and enhances corporate 

clients' image. That's not to say they won't squeeze 

every splash of color they can out of their budgets. 

That's why raising prices isn't an option for most con-

tractors. They find themselves caught between shrewd 

managers and aggressive competitors. They must con-

tinually massage their service delivery systems to find 

ways to wring more production from each labor hour. 

Crews stay in contact 
For instance, William K. Akehurst, manager of his 

company's landscape department, has equipped some 

of his field supervisors with Palm Pilots — chip-dri-

ven, handheld organizers that offer instant data stor-

age and retrieval, and e-mail messaging. On-site super-

visors can instantly report on each job's progress. 

"We have the ability to put each crew's schedule on 

the portable unit," says Akehurst. "We can track when 

each job is started and stopped, and the Palm Pilot be-

comes an in-the-field time dock. At the end of the day, 

we can upload this information into our network. It 

lets us know exactly where we are with each job." 

Akehurst offers two caveats to using this technol-

ogy — you must train employees to use it and you 

should have office software to use the collected data 

intelligently. "There is a learning curve," he cautions. 

Tracking installations doesn't have to fall into the 

"rocket science" category, though. It can be as simple as 

affixing erasable boards on the walls in your company's 

break room. The boards could show a schedule of each 

crew's tasks and daily records of each crew's produc-

tion. (See "Planting for profits," May 2000 LM). 

Whatever system you use, the goal is the same — 

1) establish production goals, 2) track them and 3) 

find ways to meet or exceed them. Basically, every job 

comes down to labor hours and production. 

"All of our jobs are bid by hours," explains Dee 

Sanders, South Bay Operations Manager for Gachina 

Landscape, Menlo Park, CA. 

Sanders prefers to use smaller crews for color in-

stalls or changeouts, typically three people although 

some large jobs may call for as many as five. The rea-

sons are that crew members can travel to job sites in 

the same truck, usually a crewcab, and there's less 

likelihood they'll be standing around waiting for col-

leagues to finish their tasks. 

Smaller is more efficient 
"You don't need large crews to plant flowers," insists 

business consultant Jack Mattingly, Mattingly Associ-

ates, Woodstock, GA. "I think you can keep it to two-

or three-person crews. One crew can strip out the old 

flowers and prepare the bed by tilling and adding 

compost. Then, a second two- or three-person crew 

can come to the bed at a later date to do the planting. 

Small crews allow workers to become more special-

ized and adept at their tasks." 

Mattingly also advises installation crews not to 

spend too much time planting flowers "in perfectly 

straight lines." After carefully establishing the bed's 

first row, an experienced worker with good hand/eye 

coordination can plant annuals without a lot of mea-

suring and handling of plants more than once. 

"With this system, if a worker's down there on his 

hands and knees, you can just hand him the flower 

continued on page 28 

What client wouldn't ap-
preciate this striking de-
sign? Masses of flowers in 
two basic colors and 
meticulous maintenance 
turn this display into a 
showcase project. 

Tips to streamline installations 
• Establish realistic installation goals and monitor them 
• Prepare beds thoroughly prior to the arrival of install crews 
• Have growers ship annuals to the job site 
• Two- and three-person crews work best for most jobs 
• Don't mulch where it's not necessary 
• Don't overlook training women for your install crews 



Don't cheat yourself by pricing too low 
BY B I L L P H A G A N 

Do we really charge enough for seasonal color? A recent survey indicates that contractors 
pay an average cost of .55 to .80 a pot for a four-inch annual. The price that most contrac-
tors charge their customers for seasonal color is typically too little. Many contractors take 
the price of each annual and double it. Therefore, the .75 potted plant becomes $1.50, 
which may still not be enough. 

Here's another reason to reconsider your pricing. The American Nursery & Landscape 
Association reports that high energy costs hit greenhouse growers hard this past winter. 
Also, commercial freight carriers tacked on fuel surcharges of 5% to 10%, and growers 
paid more for the plastic they use to wrap and move plants. Costs will be passed on to you. 

Consider what you must do to put flowers "in the ground" for clients, and you'll appre-
ciate why you have to price this service carefully: 

Go over color, location and timing with the customer. Are you charging for your 
expertise? 

Find and order flowers (and hopefully not have to make 10 calls in the process) 
Pick them up or have them delivered 

v* Travel to and from the job site 
v* Improve soil in beds (don't forget the cost of labor and soil products) 
i * Till beds if they need cultivation 

Move plants at job site, pulling them from containers, placing them in holes and 
backfilling them smoothly and carefully 

Clean up the job site by collecting and stacking pots, etc. 
v0 Apply a light coat of mulch (if required) 
Don't forget state sales and other applicable taxes. Warranties and plant replacements 

— 30 days, 90 days? Who's responsible for watering the flowers and taking care of pests 
and nutrition? Is all that included in your price per four-inch annual? 
— Bill Phagan is a financial and business operations consultant to the Green Industry. He can 

be reached at 813-961-2149 or e-mail: bphagan@tampabay.rr.com 

continued from page 27 

that's out of the pot, and he can 

put it in the ground," says Mat-

tingly. "If the plant is off a little 

bit, in a few weeks it won't mat-

ter anyway. The plants will have 

filled the entire bed with color." 

Mattingly's suggestion for 

mulching flower beds is to put 

mulch only where needed. "You 

might want to mulch the pri-

mary flower beds in areas where 

people walk by or where there is 

lots of traffic and the area has to 

look good immediately," he says. 

"In three weeks, after the flowers 

start spreading, you don't see the 

mulch anyway." 

Partner w i th growers 
Apart from the installation 

process, contractors streamline 

seasonal color service by work-

ing closely with vendors such as 

growers. When a contractor and 

a grower develop a long-term 

partnership, both benefit. 

"We have a grower to whom 

we contract all of our color, and 

he tries to grow what we're ask-

ing for," says Gachina's Sanders. 

"We try to get that information 

to him months ahead of time." 

"We want to inspect their 

greenhouses and their opera-

tions," adds Joe Burns of Color 

Burst. "It takes a while, but once 

we get comfortable with a 

grower, we like to operate as a 

partnership." 

With this type of relationship, 

a grower can save a contractor 

time and labor by delivering bed-

ding plants direcdy to a job site. 

"A lot of our jobs utilize a full 

truckload of flowers, and we'd 

rather not have them come to 

our yard," adds Akehurst. "If we 

can get our growers to ship to 

the job site, the flowers just 

come off the truck and practi-

cally go right into the hole." 

Don't forget employees 
No matter what efficiencies you 

build into your seasonal color 

programs, none will work with-

out trained and dedicated em-

ployees, including women who 

often make excellent installers, 

says Joe Burns in Adanta. 

"The backbone of any com-

pany is good individuals who 

like what they're doing. That 

makes for happy customers, and 

happy customers make for re-

peat business," he adds, LM 

mailto:bphagan@tampabay.rr.com




The proof is in the leaf.1 

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. 

^m PR&MAJffJ three times more herbicide showed up 

^ PRp"P 
m Herbicide 

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 

m 

in the weeds sprayed with Roundup Pro. 
With the imitator, barely any herbicide 
has moved to the roots. 



H This weed, sprayed with 
VA the imitator, has almost 
m\ no droplets in the leaf. 

This is a cross-section of a weed 
leaf magnified WOOx. The yellow 
droplets mean Roundup Pro is 
already at work inside. 

PDoas 

In the first two hours, 
"ft almost no imitator 
^ herbicide has moved 

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 I-8OO-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 I-8OO-ROUNDUP and ask ^ s 

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 m 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 acid-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 jet 1/01 ] 
©2001 Monsanto Company RUPRQ-10613 
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Efficient mowing 
Decrease your m o w i n g time while you increase the quality 
off your customers ' properties with more efficient methods 
BY J O H N C. FECH 

Almost all lawn and land-

scape contractors offer 

mowing. It's boring, 

time consuming, re-

quires equipment that 

needs regular mainte-

nance and, toughest of 

all, is performed by employees that are often 

hard to come by. Do you need any other rea-

sons to perform this service as quickly and ef-

ficiently as possible? 

Keep ornamentals in their place 
Start with good landscape design which sepa-

rates turf and ornamentals in the landscape. 

This will reduce mower damage to ornamen-

tals (tree damage can be costly). Operators 

can also mow more efficiently, since they 

don't have to turn and maneuver so much. 

Mowing around clean and flowing bed 

lines is easier than odd-shaped beds. Elimi-

nate narrow strips of turf wherever possi-

ble. They're hard to irrigate, fertilize and 

mow. One of your goals should be to re-

duce or eliminate hand mowing and string 

trimming. 

Work with clients to modify their land-

scapes to make mowing more efficient. Ex-

plain how their mowing costs might go down 

with a few simple changes. 

The one-third rule 
Follow the one-third rule — 

mow just one-third of the 

leaf blade at a time. The op-

erator will get minimal drag 

on the mower blade. It takes 

a lot of horsepower to mow 

7-in. grass plants down to a 

couple of inches. 

Also, mowing at the 

proper height allows grass 

leaves to decompose and be 

absorbed into the turf 

canopy. Mowing through overgrown turf-

grass results in unsightly clippings piling up. 

The most important benefit from following 

Tree damage can be 
costly, so work with your 
clients to separate turf 
and ornamentals. 

this rule is healthier turf. Photosynthesis oc-

curs in the leaf. Removing small to moderate 

amounts of leaf isn't harmful, and increases 

turf density. 

The "old school" thinking on how high to 

mow the lawn is "mow low in spring and fall, 

and high in the heat of summer." 

This strategy is based on docu-

mented evidence that shows that 

as the mowing height is raised, 

turfgrass root depth increases. 

Deeper roots are better suited to 

supplying the grass plant with 

water in summer heat. 

Recently, turf researchers 

have begun to measure other 

factors relating to summer lawn 

care. They've noticed that rais-

ing the height of cut causes 

more leaf canopy to be pro-

duced, thus facilitating more 

water loss from the turfgrass blades. 

Other well documented occurrences 

have been reconsidered as well, including 
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seasonal decline of the rooting 

depth in summer and that as the 

height of cut rises, the thickness 

or density of the turf decreases. 

Raise the height 
Considering all of these factors 

has caused turf experts to rec-

ommend raising the height a 

moderate amount to create 

more canopy, but not so much 

that a lot of water is lost from 

the grass blades. 

Turf receiving little or no irri-

gation doesn't need to be mowed 

as often. In fact, mowing can 

cause further damage by crushing 

crowns and tillers. Advise clients 

to irrigate before you mow. 

Too much water can be a 

problem too. If the soil is too 

wet, don't mow. It can cause 

wheel rutting, and may be un-

safe for the operator too. 

Fertilizer increases mowing 
Fertilizer has a direct affect on 

mowing. Fertilized turfgrass pro-

duces more leaves and grows 

faster, meaning that your crews 

will have to be on these proper-

ties more often. 

You can control this growth 

somewhat by using a slow-re-

lease nitrogen source. Sulfur 

coated urea, urea formalde-

hyde, water insoluble nitrogen, 

methylene urea and many or-

ganic sources encourage a mod-

erate increase in growth for 

eight to 10 weeks rather than a 

Topgrowth 

Roots 

large increase in growth rate 

that lasts for only two to three 

weeks. They're more costly 

than fast-release products, but 

they're usually worth the extra 

expense. 

Another approach to reduc-

ing growth rate is to treat turf 

with a plant growth regulator 

(PGR). The most beneficial 

time to apply a PGR is when 

the turf is growing like crazy. 

In spring, for instance, cool-

season grasses can grow so fast 

that it's hard to manage them ef-

fectively. The one-third rule 

ends up being violated in many 

cases because the grass is grow-

ing faster than your crews can 

mow it The application of a 

PGR will slow down the grass 

plants' growth rate so you won't 

break the rules. 

The results of a PGR last for 

five to six weeks. Using one will 

increase the amount of time be-

tween cuttings three to four 

days, which can be desirable in 

certain situations. 

Using a PGR adds to your 

overall turf maintenance budget, 

but it may be a worthwhile in-

vestment. 

Be sharp, mow sharp 
Mow with sharp blades. Dull 

blades leave the turf with more 

points of entry for foliar diseases, 

not to mention giving it a beat-

up appearance. If the blades look 

"fuzzy" or "ratty" after a mowing, 

it's time to sharpen. Here's how: 

• Remove the spark plug wire 

from the plug. 

• Remove the blade from the 

shaft. 

• Use a flat file to return the 

blade to its original condition. 

• The desired angle for the cut-

ting surface on an impact 

mower blade is 30°. 

• Even if sharp, a blade with a 

Mowing through overgrown turf-
grass results in unsightly clippings 
piling up in trails or globs on the 
property. 

45° angle will tear and fray 

grass blades. A blade with a 

20° angle cuts well, but be-

comes dull quickly. 

• After you sharpen a few 

blades, you'll be able to eye-

ball the degree of slope Or, 

you can use a protractor. 

• Keep replacement blades on 

hand, LM 
— John Fech is with the 

University of Nebraska 

continued on page 32 

Seasonal Growth Patterns 
Cool-Season Turf grasses 

Winter Spring Summer Fall 

Turf experts have documented the seasonal decline of rooting depth in 
summer. This, and other recent research, has led them to reconsider the 
conventional wisdom about summer mowing. 



The posthole-digging, 

Tree-planting, 

Irrigation pipe-trenching, 

Retaining wall-building, 

Finish-grading, 

Seedbed-prepping, 

Sod-rolling guy has just arrived 

o 
JOHN DEERE 

There's more to landscaping than 

moving dirt. That's why the John 

Deere 53- to 82-hp Skid Steers 

can tackle any job. Armed with 

a patented vertical l i f t and 

unobstructed 360-degree view, 

these task masters have the reach 

and visibility to get the job done. 

Add to that a full line of John 

Deere-backed Worksite Pro* . ^ 

attachments and you've got the 

muscle of a whole work crew. 

Arrive at every jobsite prepared. 

See your John Deere dealer about 

a 200 Series Skid Steer (call 1-800-

537-8223 for the dealer near you). 

Circle No. 115 on Reader Inquiry Card 

www.sk ids tee r . com E x p e c t a d i f f e r e n c e 

http://www.skidsteer.com
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If you keep your mower blades 
sharp and mow often enough you 
may not have to pick up the clip-

pings on clients' lawns. 

Five myths of 
mulched turf 

In theory, mulching turf 

sounds great because it re-

duces waste, increases pro-

ductivity and recycles nutri-

ents. Still, there are some 

questions: Is not having to dis-

pose of clippings worth dealing 

with customer complaints 

about clumps on their lawn? 

Are the added nutrients worth 

having to de-thatch later in the 

season? 

If you've asked yourself 

these questions, it's time to 

leam more about mulching. 

MYTH: The appearance of 

mulched lawns is inferior. 

REALITY: Mulched lawns can 

look just as clean as bagged 

lawns as long as you have the 

right machine and run it at the 

proper speed when the grass is 

in normal condition. 

MYTH: Mulching causes 

thatch build-up. 

REALITY: Thatch build-up is 

caused by over-fertilizing, over-

watering and cutting too much of 

the grass blade. Mulching helps 

prevent thatch from developing 

due to the rapid decomposition 

of tiny clippings. These tiny clip-

pings also feed earthworms, in-

sects and microorganisms that 

improve the soil. Landscapes 

who mulch tend to use less fertil-

izer and other chemicals. 

MYTH: Mowing with the dis-

charge chute covered is 

mulching. 

REALITY: There is more to a 

mulching system than plugging 

the discharge chute. Efficient 

mulching machines have spe-

cially angled, sharp mulching 

blades and mulching baffles 

that work with the existing 

deck baffles to maximize air 

flow and circulation. Since 

mulching has higher horse-

power requirements than side-

discharging applications, make 

sure your machines have plenty 

of power. 

MYTH: Clients are not willing 

to give up bagging clippings. 

REALITY: Once your clients 

discover the benefits of 

mulching and the savings, they 

will be more likely to allow you 

to try it on their property. 

MYTH: I can make more 

money bagging clippings. 

REALITY: You can charge 

more for bagging because it 

takes more time than 

mulching. Due to the time 

saved from not collecting and 

disposing of clippings, how-

ever, your crew can move on to 

the next property faster and 

complete more properties in 

the day. LM 
— Clover V. Shelton, Swanson 

Russell Associates 

PROS / CONS OF MULCHING 

Mulching recycles valuable nutrients. 
Nitrogen, phosphorous and potassium are 

recycled into the turf, providing up to 25% 

of the lawn's total annual nitrogen require-

ment. 

Mulching reduces waste. When bagging 

clippings, one challenge is finding a place to 

dispose of them. Disposal of bagged clip-

pings is time consuming and, in many 

places, expensive. 

Mulching increases productivity. With 

the proper equipment, mulching can re-

duce mowing time by 30 to 50%. 

Mulching conserves water. Grass blades 

are 70 to 80% water when freshly cut. 

When grass is chopped finely and blown 

deep into the turf, much of this moisture 

returns to the soil. The dryer mulch acts as 

a barrier which reduces evaporation from 

the soil. 

Mulching is safer than side-discharging. 
With the use of a discharge chute cover, 

mulching is safer than side-discharging, 

which throws debris toward people, pets, 

automobiles and homes. 

Poor equipment gives mulching a bad 
name. Many mowers claim to be 

"mulching mowers" simply because the dis-

charge chute is covered. This equipment 

(which could also possess inadequate 

blades and low power to the cutting deck) 

can leave clumps of grass on the lawn. 

Mulching isn't appropriate for all sea-
sons. It is usually better to bag during 

spring clean-up. In the fall, when there are 

lots of leaves on the ground, bagging is bet-

ter. When there is only a small amount of 

leaves on the ground, mulching is okay. 

Mulching also might not be the best option 

if grass is wet or long. 

Conservative clients. It's difficult to con-

vince clients that mulching is good for their 

lawn and can improve its looks. Once their 

neighbors choose mulching, however, they 

might do the same. 



With the curves of a pick-up and the soul of a forklift, it's the very first 
company car built for a blue-collar world. Now whether that means 
a loading dock, construction site or even a strip mine, the 4WD 
MULE, and its 4-stroke, liquid-cooled V-Twin, gives you the muscle 

to power right through your day. Even with over 800 lbs on its back, 
1200 lbs in tow and a passenger at your side, there's nothing else 
more durable or more versatile. And with a body this sleek, you'll 
finally have the crew watching something other than the clock. 

Let the good times roll 
www.kawasaki.com 

©2001 Kawasaki Motors Corp., U.S.A. Always wear protective equipment appropriate for the use of this vehicle. See the owner's manual for more information. Never operate motor vehicles 
under the influence of drugs or alcohol. 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 manufactured for use on public streets, roads or highways. Specifications subject to change without notice. Availability may be limited. 
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I R R I G A T I O N C E N T E R 

Build your team 
for the big job 
Learxi h o w 

p lanning 

and team 

bui ld ing 

provided 

efficient 

irrigation to 

the 8,000-

home 

Ladera 

Ranch, CA, 

project 

BY D O N D A L E 

andscape irriga-

tion supervisor 

Phillip Heald 

learned one im-

portant thing 

from the Ladera 

Ranch project, a 

huge California housing develop-

ment that will span 12 years and 

put 30,000 people in 8,000 new 

homes: If you want to do the job 

right, work from a team concept 

from day one. 

On any job, there is as much a 

chance the project will produce 

chaos as there is it will produce co-

hesion, but on large developments 

like Ladera Ranch that feature 

many disparate elements, the 

chance for chaos is much stronger. 

"We tried to find where all the hidden snags 

were," says Heald of Rancho Mission Viejo, the 

company building Ladera Ranch in southern Or-

ange County. Thus, a project that didn't begin con-

struction until 1998 began building a consulting 

team in 1994. 

A gigantic project 
To give an idea of the Ladera Ranch project's scope, 

the first phase includes a school, community center, 

22-acre sports park, water quality management basin 

and walking trails. That's in addition to the homes. 

Because the project was huge, the team began by 

producing a master plan guideline, an operation 

manual and management specs. 

Having those guidelines made early prepara-

tions easier. For example, because the heavy clay 

soil on the 8,100-acre property was going to be 

difficult on landscape plants, Heald began his con-

sultations on soil materials. "We spent a lot of time 

early on grading logistics," Heald says. Before soil 

was ever moved, he had team members working 

on soil tests, developing plant palettes and cus-

tomizing soil amendments and backfill mixes. 

Heald and his team, which included an overall 

land and environmental planner, landscape design 

company, nursery, some of the four installation con-

tractors and the landscape maintenance contractor, 

then determined the actual irrigation design and se-

lection of components. 

continued on page 36 

Irrigation consultant Steve Hohl programs one of over 300 Rainmaster 
Evolution controllers being installed for the Ladera Ranch project. 



THERE'S NO 
RANGE OF CONTROL LIKE 

THE DRIVE RANGE: 
CRABGRASS 

FOXTAIL 
TORPEDOGRASS 

DOLLARWEED 
SPEEDWELL 

CLOVER 
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 
immediately after application. And Drive keeps weeds under control for 30 to 45 daysf 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. 

BASF 
PROFESSIONAL 
TURF — 

Closing the distance between grassy and broadleaf weed control. 

BASF 

http://www.turffacts.com


continued from page 34 

Go team! 

Steve Hohl, irrigation consultant 

and director of Water Concern 

Ltd., is also glad that Rancho 

Mission Viejo had a team-build-

ing concept for the new project. 

During the project, he was the 

irrigation director for a company 

called Land Concern that was 

designing the landscape. The 

first phase of Ladera Ranch was 

Oak Knoll, which had over 80 

acres of landscaping. 

"We started to break (the 

job) up into smaller pieces," 

Hohl says, noting that team 

members contributed ideas from 

their own areas of expertise. 

One of the early decisions 

that had to be made was what 

type of irrigation controls to use. 

Hohl says the entire irrigation 

project hinged on how it was to 

be controlled. 

'We determined that the 

whole community would be cen-

tral-controlled, and that it would 

be operated by telephone, hard-

wired," Hohl says. Radio controls 

were state-of-the-art, but the 

team decided that more reliable 

and cheaper land lines would be 

used to connect all valves. 

The team also helped Hohl 

decide which control manufac-

turer to use. This was such an 

important decision that even 

employees of the eventual main-

tenance contractor, O'Connell 

Landscape Maintenance, were 

asked for input. 

"The maintenance group usu-

ally comes in at the end, and it's a 

low-bid contract," Hohl says. But 

This part of the Ladera Ranch 
site in Orange County shows 

some of the 591 miles of 
irrigation pipe that will 

eventually be used. 

he says their viewpoint is impor-

tant at a project's beginning be-

cause they will be stuck with it 

after construction crews leave. 

Tom Page, O'Connell's area 

manager and liaison with Ran-

cho Mission Viejo, says that as a 

result of the decision to involve 

his company in the selection of 

central irrigation, the Ladera 

Ranch Homeowners' Associa-

tion will be spared lots of money 

and headaches in the future. 

"Our aim is to keep mainte-

nance costs down," Page says. 

Because of his company's 

early involvement, Page and his 

associates were also able to offer 

advice on the plant palette selec-

tion for Ladera Ranch. When 

shown soil test results, they de-

termined which plants would 

and wouldn't be appropriate. 

It was just as important to 

make Pacific Coast Nursery, the 

nursery growing for Ladera 

Ranch, an early team member. 

Advance scheduling was re-

quired to grow thousands of 

trees and shrubs. 

"We try to stay about two 

years ahead of the nursery," 

Heald says of planning the plant 

material orders. His company 

considered soil important 

enough to demand control over 

the backfilled materials. They 

also wanted to research the mat-

ter thoroughly before deciding if 

the work should be done on a 

labor-only basis. 

Decisions, decisions 
Hohl ended up choosing the 
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Rainmaster Evolution system be-

cause it could program irrigation 

based on fixed amounts of recy-

cled water, and divide that irriga-

tion throughout the develop-

ment for maximum efficiency. 

"It turns on multiple valves 

on the same controller to opti-

mize the flow of the whole site 

while maintaining safe hydraulic 

conditions on each water 

meter," Hohl says. 

The system was also selected 

for its ability to conserve water. 

"Public perception of water 

management is growing," Hohl 

says. With that in mind, he 

knew sprinklers operating during 

a rain storm would not go over 

well. The system has alleviated 

some of his worries because it 

has its own weather station and 

makes it easy to customize irri-

gation settings. 

Eye on the future 
The first phase of Ladera Ranch, 

which will one day be an incor-

porated city, is nearly complete. 

All involved with the project 

laud the team concept because 

it not only gave them more con-

trol over the development but 

allowed them to take charge of 

even minor obstacles. 

One joint decision that 

proved valuable involved string-

ing 168 miles of electrical wire 

for the irrigation controllers. 

Since everyone involved had 

seen projects that had break-in 

problems with controllers be-

cause of faulty wiring, they 

brought in one small irrigation 

contractor who made sure con-

troller wire was properly strung 

and pulled through conduit. 

Construction blueprints with 

future irrigation timing guide-

lines right on them eased future 

maintenance, too. O'Connell 

Landscape, which also maintains 

nearby Rancho Santa Margarita, 

likes this type of cooperative vi-

sion. It makes everyone's job 

easier for the lifetime of the de-

velopment. And it will make life 

more pleasant for the people 

who live there, too. L M 
— The author, based in Holly-

wood, CA, frequently writes for 

Landscape Management 

THE L A D E R A PROJECT 

TEAM MEMBERS 

Rancho Mission Viejo 

Land Concern 

O'Connell Landscape 

Maintenance 

Pacific Coast Nursery 

PROJECT MATERIALS 

591 miles of PVC pipe 

1,600 miles of irrigation wire 

175,000 irrigation heads 



\ Yep, compactors, too. 
Uh, huh. 

THAN CAT MACHINES. 
Reliable equipment. Fast service. Knowledgeable people. 
For a store near you, call 1-800-RENT-CAT. 

www.thecatrentalstore.com 
©2001 Caterpillar 

http://www.thecatrentalstore.com


LM PRESENTS award-winning landscape management 

Property at a glance 
Location: Abbott Park, Abbott Park, IL 

Staff: Abbott Park Grounds 

Department 

Category: Industrial or Office Park 

Year site bui l t : 1966 

Acres of tu r f : 155 

Acres of woody ornamentals: 16 

Acres of display beds: 21 

Total paved area: 135 acres 

Total man-hours/week: 650 

Maintenance challenges 
• Snow removal 

• Prairie maintenance 

• Patio/outdoor eating area 

maintenance 

Project checklist 
• Abbott Park Zone 30 patio installa-
tion project 

• Sports field construction 

• Abbott Park Zone 52 patio installa-
tion project 

On the job 
• 15 full-time staff, 7 seasonal employ-
ees, 15 licensed pesticide applicators 

Abbott Park 
A 2000 Grand Awa rd Winner off tHe 
Profess ional Grounds Management Society 
for Industrial or Offfice Park 

he Abbott Park Grounds Department has 

its work cut out for it. The staff is not only 

u sponsible for Abbott Park, the 481-acre 

Abtxl Laboratories corporate headquar-

ters located in northeastern Illinois, but it 

also cares for the 45-acre "K-Complex" 

and 89-acre Abbott Park East nearby. 

With so much territory to cover, orga-

nization is key. That's why Abbott Park, 

Abbott Park East and the K-Complex are 

divided into eight zones. Once crew 

members are assigned to a zone, they 

"own" it. This instills a great sense of pride 

in the work each crew performs. 

Winter can be miserable in northeast-

ern Illinois, especially when you have to 

clear snow and ice from 98 acres of park-

ing lot, 11 miles of sidewalks and eight 

miles of roadways that must remain open 

to traffic 24 hours a day, seven days a 

week. Crew members work three shifts to 

provide 24-hour coverage Sunday evening 

through Friday evening, then remain on 

call over the weekend. 

The best time to see the Abbott Parks 

Grounds Department in action is shortly 

before Abbott Labs' annual shareholder 

meeting in late April. Gotta impress those 

shareholders! The crews remove all the 

sod that's been damaged by road salt and 

replace it along all roads, sidewalks and 

parking lot perimeters. They also apply 

about 1,850 cu. yds. of shredded hard-

wood mulch to shrub beds and tree rings, 

and to highlight the pansies, forced tulips, 

hyacinths and daffodils that beautify the 

executive patio. 

Nontraditional plants like pennisetum 

grasses, blue salvia, purple wave petunia 

flower bed with a unique design. 

Editors' note: Landscape Management is the exclusive sponsor 
r ^ ^ T f W I j of the Green Star Professional Grounds Management Awards 

for outstanding management of residential, commercial 
T a n d institutional landscapes. The 2001 winners will be 
JJC&lllldvCIUv named at the annual meeting of the Professional 
M A N A G E M E N T ! 

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

720 Light St. • Baltimore, MD 21230 • Phone: 410/223-2861. Web site: www.pgms.org 

M A N A G E M E N T 

http://www.pgms.org


An employee sets up a sprinkler at a display bed near Abbott Park's Gate 1 entrance. These beds are designed differently each year. 

Each crew member * 
works in one of eight 
zones on the property, 
and takes ownership in 
its care and appearance. 

/ 



A PHOTO COURTESY TORO 

Three l andscape 
contractors discuss 
getting the most 
out off construction 
and installation 
equipment 

Every landscape contractor 

knows that if his equip-

ment "ain't workin', it ain't 

makin' money." That's 

why they look for equip-

ment that's versatile 

enough to handle many 

tasks and productive enough to pay for itself 

in a short time. 

Equipment with those qualities does exist 

in this industry, as you can learn by reading 

what the manufacturers have to say and re-

viewing the latest products in the pages that 

follow. First, read about what types of con-

struction and installation equipment work 

best for three contractors we interviewed. 

LARGE CONTRACTOR 

Name: Frank Mariani 

Title: President 

Company: Mariani Landscape 

Location: Lake Bluff, IL 

2000 revenues: $23 million 

Business mix: 97% commercial 

Employees: 320 

Company profile: Founded by Vito Mari-

ani, Sr. in 1958, the company also has a 

satellite office in Bollingbrook, IL, to ser-

vice the western suburbs. Located in Lake 

Bluff is its design/build and landscape man-

agement maintenance divisions hailed as 

its top two "profit centers." Both depart-

ments are operated with their own staffs. 

Maintenance crew sizes range from two 

and five people and construction crews 

may need between four or five, depending 

on the job. Crews may even be combined 

since construction projects can range from 

$2,000 to $2 million per job. 

Construction/installation equipment: "We 

have close to 100 trucks. For safety rea-



sons, we decided eight years 

ago that any truck we pur-

chased would have a crew cab 

and four doors. All our trucks 

are equipped with an enclosed 

trailer and outfitted with every 

piece of equipment necessary 

for a job. All equipment is 

turned in twice a week for 

maintenance. We have five 

full-time mechanics on staff. 

Our loading crews pull up to a 

marked spot near our garage 

where our trailers are undone 

and add a new set of equip-

ment. We pattern our mainte-

nance program after UPS's pre-

ventive maintenance program. 

We run a 4900 series Interna-

tional four-door dump truck 

equipped with a 12-ft. contrac-

tor's box and a side lift gate 

that can lift almost 3,000 lbs. 

We like our Case skid steers 

because we do a lot of high-end 

residential work that requires a 

greater lifting capacity. We've 

also had one of our semi-trac-

tors custom built with a heavy 

laid-up crane." 

Best features: "Our dump truck 

lets us load and unload plant 

material without damaging any 

of the plants. Also, the lift gates 

on our construction trucks save 

us a lot of time and labor." 

Making a profit "In our industry, 

it's important to follow a sched-

ule where your crew is at the job 

on time. We pride ourselves in 

handling unapplied labor or labor 

that can't be billed to a job. We 

also have all our materials direct-

shipped to the site." 

I Purchase method: "We have 

our own leasing company." 

Equipment needs: "This year, 

we added seven maintenance 

crews, which means seven 

more vehicles, seven more 

trailers and all the equipment 

that makes up a maintenance 

crew. We also retire about 10% 

of our equipment a year to 

keep our stock fresh. Every 10 

years, we have a new equip-

ment base. We're buying based 

on need, and can identify that 

need far enough in advance." 

Dream machine: "We would 

continued on page 42 

Establish Healthy, Vigorous Turf and Landscapes 

With LESS Water. 
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www.aquatrols.com 
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North Olney Avenue, Cherry Hill, NJ 08003 800-257-7797/856-751-0309 Fax:856-751-3859 
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continued from page 41 

love a skid steer that was a little more com-

pact but with the lifting capacity of a larger 

machine. I don't know if that's possible." 

MEDIUM CONTRACTOR 
Name: Billy Gray 

Title: General Manager and partner 

Company: The Southern Landscape 

Group 

Location: Pinehurst, N.C. 

2000 revenues: $ 1.4 million 

Business mix: 81% residential 

Employees: 23 

Company profile: Company started in 

April 1999. Landscape construction en-

compasses 68% of business, while the rest 

is maintenance. Crews usually consist of 

two people but, for construction, the crew 

size can vary from two to five. Each crew is 

headed by a supervisor. 

Construction/installation equipment: 

Dump trucks, dedicated spray vehicles, 

pickup trucks, a van dedicated for irriga-

tion purposes, Bobcat 763 and a Toro 

Dingo, both with various attachments, 

New Holland and Mustang skid steer load-

ers, Ditch Witch trencher, and the King Of 

Spades, one of Gray's favorite tools. 

Best features: "We like to use equipment 

that can perform many tasks. With the 

Dingo and Bobcat, you can switch out of 

various attachments. We also try to keep 

D V'THE 
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all our attachments centralized on a trailer 

with the Dingo and the Bobcat. We'll pull 

the trailer to the job site and hook from 

one attachment to another. The same goes 

for the Bobcat. We like to take our loaders 

into small areas without disturbing the ex-

isting soil." 

Making a profit: "We purchase all multi-

function equipment that's easy to operate 

and efficient. Our employees are more pro-

ductive and the morale is high because 

they are less tired at clay's end." 

Purchase method: "Always buy new." 

Equipment needs: "We believe in preven-

tive maintenance and regular cleaning of 

our equipment and vehicles. For bigger re-

pairs, we take our vehicles to one centrally 

located outside mechanic. We have all ve-

hicles professionally cleaned bi-weekly be-

cause our company is big on image. New 

purchases depend on what our needs will 

be for the following year." 

Dream machine: "A small loader that can 

pick up heavier material and move a sub-

stantial amount of weight." 

SMALL CONTRACTOR 
Name: Richard and Ann Marie Breimann 

Title (s): Co-owners 

Company: Breimann's Landscaping, Inc. 

Location: Allentown, NJ 

2000 revenue: $350,000 

Business mix: 75% residential 

Employees: 8 

Company profile: Founded in 1986, the 

company provides a 50/50 mix of land-

scape and maintenance services performed, 

mostly, by three-man crews. 

Equipment: A dump truck with an alu-

minum bed, Kubota tractor/front-end 

loader, a roto-tiller, a bed edger, several 

barrels and shovels. 

Best features: "The tractor has helped with 

loading topsoil and mulch. The new bed 

edger lets us prep beds in 15 minutes. The 

roto-tiller has also helped us get through 

some of the heavier clay soils." 

Making a profit: "It's important to order 

your materials ahead of time. I personally 

pick up our plant materials from the nurs-

ery before heading to a job, and I always 

make sure we're getting a good price." 

Finance method: "We initially lease, then 

purchase later." 

Equipment needs: "We usually base any 

purchases on the contracts we currently 

have. We plan to offer irrigation services, 

which means we'll need to invest in a 

trencher and other pieces of equipment. 

We'd also like to get a sod cutter." 

Dream machine: "A Finn mulch blower. It 

would free me up and maybe allow me to 

stretch the season by subcontracting it out 

to other companies." 



Rem 

Signature brings you the only 
two-way communications system 
that doesn't require a PC. 

CONSTELLATION 
One control box. 
One affordable solution. 
• Operates as a stand-alone controller or as part of a satellite network, 

with or without a central computer 

• Upgrades easily and affordably 

• Utilizes hardwire and radio on the same network 

• Features weather-station compatibility 

Over 90 years of experience 
under one name. 
For over 90 years, Signature Control Systems (formerly Union 

Tools and Thompson Co.) has been dedicated to providing the 

industry's most advanced irrigation management technology. 

From a full line of Constellation software, stand-alone controllers 

and network satellites to a complete range of high-performance 

Thompson® rotors and valves, Signature Control Systems 

is the only name you need for complete irrigation control. 
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Rough and tough 
Manufacturers tell about the versatility, T H E B O S S 

Rick Robitaille, Marketing Manager 

toughness and power contractors want in Product: Skid steer power-V plow 

construction/installation equipment 

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

Construction and installation equipment versa-

tility makes it hard for contractors to say "no" 

when it's time to buy. With so much popular-

ity, manufacturers are introducing new equip-

ment that can handle more add-ons. 

We went right to the source — the man-

ufacturers and here's what they had to say: 

A L L M A N D B R O T H E R S , I N C . 
Rick Veenstra, Product Manager 

Product: TLB loader-backhoe tractors 

Design trends: "We have five loader-back-

hoe tractors that can perform many jobs tra-

ditionally reserved for larger machines." 

Accessories & attachments: "One new fea-

ture that is not currently available is a com-

bination loader bucket and grapple fork that 

can pick up and transport debris. 

Special features: "We have quick-attach 

plates for loader arms that permit the use of 

pallet forks or a hydraulically driven auger. 

The TLBs are available with an auxiliary hy-

draulics circuit. The front loader joystick 

control has a built-in bucket float position 

for quicker, more precise grading and back 

filling. The backhoe can also be equipped 

with an optional hydraulic breaker." 

Finance terms: Our experience tells us that 

many contractors lease their machinery, but 

others purchase them outright." 

B O B C A T 
Paul Anderson, Attachment Business Man-

ager 

Product: Skid steer loader 

Design trends: "Users want tools that help 

them do jobs faster and more comfortably. 

That's why operator cab options such as air 

conditioning in our larger Bobcat skid steer 

loaders are so popular." 

Attachments & accessories: "Landscapes 

want flexible tools, and the compact Bobcat 

463 is ideal because of its size and versatility. 

Finance terms: "Contractors generally pur-

chase the smaller equipment." 

Components and accessories for skid-steer 
loaders are shown on the production line at 
Bobcat's factory. 

Design trends: "Contractors want attach-

ments with greater control and versatility. 

The trend is to make hitch systems easy. We 

have also introduced a poly-power-V multi-

position plow for pickup trucks. Plows made 

of polyethylene are becoming popular." 

Attachments & accessories: "They offer the 

power, control and versatility contractors 

need to work more effectively than with tra-

ditional skid steer attachments." 

Special features: "Our skid steer power-V 

plow adapts to any position — V-, scoop, 

straight or in between. It features a hydraulic 

side-to-side tilt option." 

J O H N D E E R E 
Kyle Phillips, Product Specialist/Skid Steer 

Product: Skid Steer 200 Series (240 & 250) 

Design trends: "Contractors want machines 

that are powerful, versatile and compact. 

We've designed our products based on what 

our customers in the field have told us." 

Accessories & attachments: "Over 100 at-

tachments fit on these skid steers. This may 

allow contractors to take on more business. 

With today's tight labor market, they need 

equipment that can do many tasks quickly 

and efficiently." 

Special features: "All our models feature our 

Quick-Tatch system, which uses a self-

cleaning, rotating paw to stop dirt from dog-

ging levers. Also, contractors want equip-

continued on page 47 



Landscape professionals asked us for a Lazer T 
with even more power and performance. 

• The Lazer Z* XP Series is proof positive we listened. A DynaFocal engine iso-mount system 

dramatically reduces vibration. The dual mule drive system — based on proven Lazer Z deck 

drive technology—delivers maximum power to the 60" or 72" UltraCut™ deck. Generating 

ground speeds up to 11.0 mph forward and 7.0 mph reverse, the XP Series features a unitized, 

tubular frame which minimizes vibration and extends product life. Its compact design lowers 

the center of gravity for greater stability. Listening and then delivering is a big reason why 

Exmark is the best-selling brand of 

mowing equipment for landscape professionals. 

Circle No. 122 on Reader Inquiry Card 

27-hp Liquid-Cooled Diesel 

31-hp Liquid-Cooled Gas 

Register to win d FREE trip w w w . e x m a r k . c o m 

http://www.exmark.com


Simplot 

Often It's What 
You Don't See 
That Makes Our 
Fertilizers BEST 

BEST® fertilizers are part of the J.R. Simplot Company, 
one of the largest privately held agri-businesses in 
the world. Since 1953 BEST has built upon the 
resources of this leader in research and development, 
to exceed the expectations of its customers. 

BEST professional turf fertilizers lead the industry 
with a broad mix of technologies, some of which 
include: homogenous pellets, controlled-release 
POLYON® PRO'M and TriKote®, stabilized nitrogen 
UMAXX® and UFLEXX®. 

World-class fertilizer has made BEST the preferred 
choice on every part of a golf course and with every 
type of landscape. BEST offers a variety of greens 
grades, pre-plant, controlled-release, herbicide 
combinations, and specialty formulations to meet 
specific turf and landscape requirements across the 
country, and around the globe. 

Reliable N-P-K delivery, balanced secondary elements 
and micronutrients, predictable response, consistent 
results are what you will see every time you apply 
BEST fertilizers. 

BEST backs its distributors with thorough 

product training and state-of-the-art order 

processing to ensure you get the precise 

product you need, when you need it. For 

all the reasons why we're BEST, visit your 

distributor or call 800-992-6066. 

Circle No. 123 on Reader Inquiry Card 

Phone: 1-800-992-6066 • Fax: 209-858-2519 • www.bestfertilizer.com 
©2001 J.R. Simplot Company. All rights reserved. 
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merit that's small but powerful." 

Finance terms: "We probably see more at-

tachments rented than skid steers because 

it's often cheaper to rent different attach-

ments that you use only once a year." 

trencher; HT25 light utility trencher 

Design trends: "Landscapers use our ma-

chines for installing irrigation systems, fenc-

ing and electric lights. Compact, light utility 

vehicles are also important." 

Attachments & accessories: "Our HT25 can 

be equipped with a cab, backhoe, backfill 

blade and one of three available digging at-

tachments." 

mon attachments are augers and power 

heads. For waterscapes, you can dig 36-in. 

holes with our machines and use a trencher 

with a reversed chain to sculpt the sides." 

Special features: "Our universal faceplate al-

lows the use of all standard mini-skid steer 

attachments currently on the market. An-

other important feature is the ability to haul 

the compact skid steer with up to 10 attach-

ments on a trailer. 

JOHN DEERE 
Terry Brown, Product Manager/Compact 

Tractors 

Product: 4000 series compact utility tractors 

Design trends: "Contractors want versatility, 

convenience and serviceability." 

Accessories & attachments: "Adjustable 

sway bars make attachment and removal of 

implements to the three-point hitch easy." 

Special features: "A well-designed product 

should have a dual element air cleaner 

with a primary air filter on the outside. 

We've equipped these tractors with an air 

cleaner restriction indicator that warns the 

operator when the air cleaner needs to be 

serviced and put all essential service checks 

on one side of the machine." 

Finance terms: "Many contractors rent 

equipment locally, then make a purchasing 

decision." 

DITCH WITCH 
Richard Greenwell, Product Manager/Com-

pact Line 

Brent Bolay, Product Manager/Heavy-Duty 

Line 

Product(s): 3700 compact trencher; 

1030/1230 pedestrian trencher; 5700 

Special features: "Our customers wanted a 

trencher that would go through a 36-in. 

wide gate, so we developed the 35-1/2-in. 

wide HT25 with zero turn radius." 

Finance terms: "Large contractors typically 

buy equipment while smaller ones rent." 

FINN CORPORATION 
Dana Ellefson, Director/maintenance prod-

uct division 

Product: Eagle skid steer 250 (compact) 

Design trends: "Contractors want units that 

can get into tight places but have as much 

power as the larger units." 

Accessories & attachments: "The most corn-

Finance terms: "We see a mix of both leas-

ing and purchasing." 

HUSQVARNA 
Ken Taylor, Business Unit Manager/Com-

mercial Lawn & Garden 

Product: Power Cutter 

Attachments & accessories: "End-users want 

machines that can perform multiple tasks." 

Special features: "With our Power Cutters, a 

contractor can change the type of blade to 

perform different tasks or purchase a 

portable cart and water cart for larger tasks." 

Finance terms: "Some contractors believe in 

leasing this type of equipment; others pur-

chase outright or look for financing options." 

Design trends: 

"Our sod cut-

ter offers an 

exclusive 4-

wheel drive design, 

which increases trac-

tion and requires less 

operator effort. Our 

Power Cutters have an 

ergonomically designed 

handle and "air injection" sys-

tem." 



KANGA 
Brent Matthews, Vice President 

Product: Mini-skid steer loader 

Design trends: "There will be smaller ver-

sions of these machines getting into smaller 

areas." 

Attachments & accessories: "We design and 

manufacture most of our attachments, so 

they're built to work with this machine. A 

hot item is our new Kanga Kid, a 30-in.-wide, 

13-hp skid steer that can fit into tiny places." 

Finance terms: "The average contractor will 

keep a machine for three to five years. When 

they update, they purchase a new one." 

T E X T R O N GOLF, TURF 6c SPE-
CIALTY PRODUCTS 
Peter Whurr, Vice President/Product Man-

agement 

Products: Cushman, Turf-Truckster, Cush-

man, Commander, Ryan Jr. Sod Cutter 

Design trends: "We're interested in design-

ing equipment that reduces noise, eliminates 

noxious fumes and features a tighter gap be-

tween service intervals. We're also interested 

in operator comfort and safety." 

Attachments & accessories: "The back end 

of our trucks can take a PTO, so any PTO-

driven piece of equipment up to a certain 

horsepower can be used with this product." 

Special features: "With our sod cutter, con-

trols are within easy reach. With our Truck-

ster, the carrying capacity is 2,500 lbs. for 

the three-wheel version and 2,850 lbs. for 

the four-wheel version." 

Finance terms: "We see a mixture of both 

leasing and purchasing." 

TORO 
Marc Bowers, Marketing Manager/Toro 

Sitework systems 

Product: Dingo compact utility loaders 

Design trends: "There are an ever-expanding 

number of attachments for compact utility 

loaders that increase the number of applica-

tions, and manufacturers now offer walk-be-

hind track-driven units." 

Attachments & accessories: "With over 

40 attachments available, a compact util-

ity loader can accomplish anything on a 

job site. Some of the more popular at-

tachments are the trencher, auger, ad-

justable forks, leveler, multi-purpose tool 

and buckets." 

Special features: "Toro has introduced the 

Dingo 420 TX, a walk-behind, dedicated 

track drive machine that provides more 

ground engaging, power reducing slippage, 

single-hand steering and joystick-operated 

loader arms." 

Finance terms: "The most economical, long-

term solution is to purchase a compact util-

ity loader with three or four attachments. 

An advantage of leasing is that the company 

or person leasing the equipment is often re-

sponsible for maintenance and repairs." LM 

t r a E D G E R 

by LITTLE WONDER 
Xtra powerful + Xtra fast + Xtra performance = Xtra $$$ Profits 

Easily cuts through hard soil! 

Gets the job done quickly 

and fatigue-free! Outs tand ing , 

precise edging results! Puts 

more money in your pocket. 
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y Y E S , I'd like to learn more about 

the revolutionary Little Wonder Xtra 
Edger, and the 15-day risk-free trial! 
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FAX 215-357-1071 
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Dept. L0028 
or mail this 
coupon. 
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Southampton, PA 
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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. 

T U R F ft O R N A M E N T A L F U N G I C I D E 

n n u M ^ Agricultural Chemicals Department 
°LJT1 o e U S 100 ^dependenceMall West / Philadelphia, PA 19106 g H r i H o f J 1-800-987-0467 / www.rohmhaas.com 
© 1999 Rohm and Haas. ALWAYS READ AND FOLLOW LABEL DIRECTIONS. Eagle is a registered trademark of Rohm and Haas Company. T-O-312 12/99 
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CONSTRUCTIO workers 
All power 
Allmand Brothers, Inc.'s TLB-220 compact tractor 
loader backhoe can maneuver in tight areas. It's 
3,100 lbs. and features a Robin EH65D air-cooled 
gasoline engine that generates 20.5 hp at 3,600 
rpm. A Kohler 20-hp air-cooled engine is op-
tional. The backhoe features 2,875-lbs. of dig-
ging force as well as an 8-ft., 4-in. digging depth. 
For more information contact Allmand Brothers, 
Inc. at 800/562-1373 or www.allmand.com. 
Circle 281 

The ace of spades? 
Bamboo Gardener's King Of Spades is designed 
for harvesting or planting trees, shrubs and bam-
boo. Made of 1/-8-in. thick steel, the blade is 
ground to a self-sharpening tip. Spades come 
available in a traditional straight blade or dia-
mond point. A 13-in. or 15-in. blade length is 
available in both designs. For more information 
contact Bamboo Gardener at 206/782-3490 or 
www.bamboogardener.com. 
Cirde 282 

No small deal 
Bobcat Company's ultra compact 463 skid steer 
loader nicknamed the "Mini-Bob" is the smallest 

model in Bobcat's loader line. It has a 700-lb. 
rated operating capacity. Measuring 3-ft. wide 
and 6-ft. tall, the 15.7-hp loader can power nu-
merous attachments with its 10-gal.-per-minute 
hydraulic flow and 2,450 psi hydraulic system 
pressure. For more information contact a Bobcat 
dealer or visit www.bobcat.com. 
Cirde 283 

Power plow 
The Boss skid steer Power-V plow adapts quickly 
and easily to any position. Designed for moving 
snow or dirt, it can also be used for light trench-
ing, grading, leveling and bulldozing. For more in-
formation contact Boss at 800/286-4155 or 
www.bossplow.com. 
Circle 284 

Ditch your problems 
Ditch Witch's HT25 is a compact light utility 
trencher that, at 35 1/2 in. wide, can access corv 
fined areas. It can be equipped with a cab, back-
hoe, backfill blade and one of three available dig-
ging attachments: centerline, wide centerline and 
offset. An optional drilling attachment allows 
contractors to make installations under sidewalks 
and driveways. It's mounted on rubber tracks 
with hydrostatic ground drive and independent 
track controls. For more information call the Ditch 
Witch at 800/654-6481. 
Circle 285 

Skid steer here 
John Deere's 240 and 250 skid steers feature a 
low center of gravity, high ground clearance and 
long reach. The 240 features a 53-hp (gross) John 
Deere 3029D engine. With almost 4,200-ft.-lb. of 
torque, the 240 has a rated operating load of 
1,500 lbs., a lift height of 9-ft., 6-in., a 29-in. 
reach and breakout force of 5,500 lbs. The 250 is 
equipped with a 64.4-hp (gross) John Deere 

3029T engine with a 1,750-lb. load capacity and 
a bucket breakout force of 5,500 lbs. For more 
information write John Deere at P.O. Box 12217, 
Research Triangle Park, NC 27709. 
Circle 287 

Hole everything 
Husqvarna's 19-Series aerator features a free-
wheeling outer tine system, 
minimizes turf damage around 
comers and in tight areas, and 
features variable depth to 3 in. 
It comes available with Briggs 
& Stratton or Honda engines 
from 3.5 to 4 hp. For more in-
formation contact Husqvama 
at 704/597-5000. 
Circle 286 

Quite a load 
Kanga's mini skid steer loader is a compact, 
multi-purpose machine that's ideal for laying turf 
and drainage, trenching, tree planting, 
digging/leveling/transporting soil, fencing post 
holes, installing irrigation systems, horizontal bor-
ing and snow plowing. For more information 
contact Kanga at 918/252-7930 or 
www.kanga-lo9dgr.com. 
Circle 288 

Fine line 
Kubota's L48 compact loader/utility tractor line in-
cludes the L48TL tractor/loader and L48TLB trac-
tor/loader/backhoe. The L48 features higher 
horsepower. With the loader and backhoe 
mounted, length is 241 in., width is 75 in. and 
overall height is 113 in. It has a maximum bucket 
lift capacity of 2,540 lbs. and 3,000 lbs. of lift ca-
pacity at the pivot pins. For more information 
contact Kubota Tractor Corporation at 800/458-
2682, ext. 900 or www.kubota.com. 
Cirde 289 

http://www.allmand.com
http://www.bamboogardener.com
http://www.bobcat.com
http://www.bossplow.com
http://www.kanga-lo9dgr.com
http://www.kubota.com
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• Research Reviews from leading universities 

• Atypical grasses to know, love & use! 

• Answers to your biggest questions, from top experts 
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Compact fast ^ Jf ^ designed for sidewalk block com- more information contact Northern Tool & Equip-
Northem Tool & Equipment Co.'s pacting. Powered by a Honda gaso- ment Co. at 612/894-9510. 
5-hp plate compactor features a ^ ^ ^ ^ ^ ^ ^ line engine, the compactor has 3,600 Cirde 290 
travel speed of 65 to 82 ft. per minute and is maximum RPM and ramped sides. For 

Cuttin' sod 
Textron Golf, Turf & Specialty Products' Ryan Jr. 
sod cutter is available in 12- and 18-in. cutting 
widths and can cut up to 135 ft. of sod per 
minute at a depth of up to 2.5 in. The self-pro-

pelled machine offers two engine choices: a 
Honda 5.5-hp model or Briggs & Stratton 6-hp 
Vanguard. For more information contact Textron 
Golf, Turf & Specialty Products at 888/922-8873. 
Circle 291 

Do it all 
Toro's Dingo compact utility loader offers more 
than 35 attachments that indude the DD619 
trencher, auger power head and a backhoe. 
Flush face couplers and the quick attach plate 
allow attachments to be changed in under one 
minute. For more information contact Toro at 
800/344-8676 or www.toro.com. 
Cirde 292 

Shape up 
Turfco's Edge-R-Rite bed shaper cuts flower beds 
and tree rings, edges walkways or trenches in un-
derground wiring for outdoor lights or dog fenc-
ing. For more information, contact Turfco at 
800/679-8201 orwww.turfco.com. 
Cirde 293 

Circle 121 

MAflUVAMA 

MS 068 

UYAMA 
chemical application equipment 

downtime, less lost time. 

We know there is a lot of so-called commercial equipment out there. But don't be 
fooled by heavy-duty names and tough talk. You be the judge. Look us over, pick 
us up, try us out. Compare. Be convinced. Maruyama. 

T R I M M E R S I BRUSHCUTTERS I BLOWERS I EDGERS I HEDGE TRIMMERS 

O 2001 Maruyama U.S. Inc. I 425.885.0811 voice 

TOOLS AS 

From firefighting to landscaping, 
agricultural to industrial, in over 
80 countries, we build tools 
rugged, reliable and powerful. 
The sort professionals count on 
to work as hard as they do ... 
every day. True commercial tools. 

Our tools are built tough and 
they're built well. They're crafted 
with an attention to detail and 
a focus on value. Real value. 
Not the kind that means cheap. 
But the kind that means more 
power, more productivity, less 

http://www.toro.com
http://www.turfco.com


w i t h rajsjJ-'jilfnzi VJaiZiZriBr I n f o r m a l z l z j n 

* Storm arrival time, type & severity 
* Local, Regional, and National: 

- Real-time NEXRAD radar 
- Detailed forecasts 
- Current conditions 
- Historical data 

* NWS Watches & Warnings 
* Automatic weather alarms 
* Lightning Prediction/Detection 

TO 
EkElShW 

W s E P V I C E S M I 

w w i v , c / t n w e a t h e r , c o m 

Weather Solutions for 
Business Decisions 

Circle No. 124 on Reader Inquiry Card 

Shipping & Initiation 
($400 Value) 

When You Order By 
June 30,2001 



continued from page 52 

The delicate biological balance in a turf ecosystem can easily get out of 
kilter, allowing diseases like pythium to attack young, vulnerable turf. 

Contact vs. 
Systemic 
Contact fungicides (a.k.a. 
"protectants") are an older 
type of fungicide. They 
intercept a fungus and pre-
vent it from attacking or 
getting inside a grass plant. 
They don ' t penetrate plant 
tissues. Contact fungicides 
inhibit fungi by interfering 
with their growth and devel-
opment in a number of ways 
(i.e., multiple site inhibitors). 
This creates a very low risk 
that fungal resistance will 
develop. For a fungus to 
develop resistance, it needs 
to change its DNA. 

However, contact fungi-
cides are toxic to many differ-
ent fungi, including many non-
target fungi that are beneficial 
to your turf. In addition, they 
must be applied frequently. 

In contrast, systemic fungi-
cides "move" once applied to 
the turf and redistribute 
inside the plant. Some fungi-
cides are locally systemic, 
meaning they only move a 
few cells away from the point 
of entry. 

Generally, systemic fungi-
cides require 3 to 5 days to 
become fully effective. To 
work well, disease severity at 
the time of application must 
be low. So it is important to 
scout your turf and watch for 
the start of disease. — H.W. 

manager, you are the reason 

that turf diseases become se-

vere problems. Every year 

you manage it, most of the 

Big 25 diseases will occur. 

However, only occasionally 

do any of them become se-

vere enough for you to no-

tice or take action. 

Is it a real problem? 
Turf diseases are only con-

sidered serious if they are 

conspicuous and last for a 

considerable period of time. 

Most turf professionals esti-

mate that a disease is only 

noticed if it develops in 3% 

to 5% of the total turf, so 

the goal of turfgrass disease 

management is to limit the 

severity of a disease to less 

than that. This is a tremen-

dous goal, because it ac-

knowledges that disease is 

necessary and should not be 

eliminated from the ecology 

of the turf. In fact, we know 

that turf with a low level of 

disease severity is more pro-

tected from severe disease 

outbreaks. The reason this is 

so is biological buffering. 

When your soil has many 

different, active microorgan-

isms, they tend to control one 

another. If you eliminate one 

of the players in this system, 

everybody else must adjust. 

For example, if you selec-

tively kill fungi that control 

Pythium, the Pythium fungi 

might grow unchecked and 

attack your turf. Nothing in 

turf is this simple, but it does il-

lustrate biological buffering. 

Biological control is a well-

known term that is quite differ-

ent from biological buffering. 

Biological control is the action 

by one living organism to sup-

press the activity of another. It 

is a natural process and, collec-

tively, all the one-on-one 

episodes of biological control 

add up to biological buffering. 

Complex turf ecosystem 
Adjusting the biological buffer-

ing of a turf is a slow process. 

Don't attempt to rapidly 

change the biology of a turf-

grass ecosystem because it is 

strong and will resist changes 

because of the many organisms 

in it. You can change it, but if 

you go too fast, you imbalance 

the entire system, resulting in 

havoc. Here are two cases of 

how the balance gets upset: 

Case one: Fumigation with 

methyl bromide kills microbes, 

animals and plants. 

All biological balance is 

eliminated when you treat a 

soil with this chemical. When 

you seed grass plants into such 

a soil, it will take months and 

maybe years to reestablish bio-

logical balance. In the process, 

diseases like Pythium blight, 

Rhizoctonia blight and take-all 

patch will rapidly attack the 

young turf. 

Case two: You apply fungi-

cide at a therapeutic rate to 

control dollar spot. Initially, the 

severity is reduced, but what 

you do not see are other 

changes in the microbial com-

munity taking place. It also in-

hibits non-target fungi, while 

other fungi race to fill the void 

created by those inhibited ones. 

In short, the turf ecosystem is 

out of balance. Note that fungi-

cidal activity is greatly dimin-

ished for 2 to 4 weeks after ap-

plication, but some effects last 

continued on page 57 
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If the label's on it, the best is in it. 
Now it's easy to know whether you have the best turfgrass mixtures and blends available. 

Just look for the Jacklin Quality label. 

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

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

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

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

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

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

who knows how to grow great turfgrass. 

TAG/KLIN. 
S E E 1 " 4 

Simplot 
Phone: 1-800-688-SEED • Fax: 208-773-4846 • www.jacklin.com 

©2001 Jacklin Seed, A Division of Simplot, all rights reserved 

http://www.jacklin.com


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

trusted for years from Medalist America. 

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

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

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

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

combining the right varieties into formulations that address your particular 

growing requirements. 

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

OverseederD Scottish 0 t J S 
PREMIUM 300 

TAG/KLIN. 
u S E E ™ 

Simplot 
Phone: 1-800-688-SEED • Fax: 208-773-4846 • www.jacklin.com 

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

http://www.jacklin.com


Why ornamental 
fungicides fail 
BY BAL RAO, PH.D 

Generally, fungicides fail 

because of the conditions to 

which they're exposed. 

Unreasonable expectations cen also 

cause someone to call a fungicide appli-

cation a failure. By following label speci-

fications and using the process of elimi-

nation, you can identify the cause(s) of 

disease management failures. This will 

help you develop better strategies. 

Some of the following factors may be 

responsible for poor disease manage-

ment on ornamentals. 

• Not fol lowing label specifications 

• Not knowing the disease or plants 

well — improper identification or 

misunderstanding resistance, plant 

sensitivity, disease characteristics or 

pathogen life cycle. 

• Product failure due to improper 

selection, activity, concentration, 

surface penetration, solvent action, 

product age/breakdown, incompat-

ibility of products, short residual, label 

limitations or heavy disease pressure. 

• Misunderstanding treatment 

methods by miscalculating active 

ingredient improper mixing/cleaning, 

failure to add agents, failure of appli-

cation/water in, improper equipment 

or calibration, poor plant uptake, 

weather. 

• Poor t iming related to pathogen's 

life cycle, degree days, cool and moist 

periods favoring disease, activity after 

residual is gone. 
—- The author is Manager of Research 

and Technical Development at The 
Davey Tree Expert Co., Kent OH. 

continued from page 54 

for much longer. At the University of Illi-

nois, we have seen the effects of fungicides 

last more than 12 months, following appli-

cation for the control of dollar spot on 

bentgrass. 

Fighting Mother Nature? 
As turf managers, you are expected to pro-

duce a uniform and perfect turf, but all the 

forces of nature are going to fight you unless 

you harness them. So how do you approach 

turfgrass management using biological 

buffering and ecological balancing? Can 

fungicides be a part of such a program? 

Good turfgrass management does not 

start with a fungicide budget. Table 1 on 

page 52 lists 28 factors to consider when 

managing turf (not just disease manage-

ment). Note that fungicides are last, be-

cause I believe it should be the last factor 

considered for disease management. How-

ever, a good understanding of fungicides, 

how they work and how best to use them 

should improve your management results. 

Realistic management strategies 
How should you effectively use fungicides? 

Here are a few tips from a turfgrass 

pathologist: 

• Realize that fungi are a necessary part 

of your turf ecology; you do not want to 

eliminate them, just manage them. 

• Know that disease management is 

just one component of turf management, 

and think seriously about integrated turf 

management. 

• Make every effort to use as many of 

the first 27 management factors listed in 

Table 1 before going on to number 28. 

• When choosing a fungicide, think of 

it as a short-term solution to re-establishing 

the balance in your turf. 

• Stop using a fungicide for treatment 

as soon as possible in the treatment cycle. 

• Choose fungicides that are appropri-

ate for the disease problem that you have. 

• Use them according to the manufac-

turer's recommendations. 

• Consult a plant pathologist and re-

view your disease management program. 

• Remember, effective turf manage-

ment emphasizes the benefits and mini-

mizes the problems diseases create, LM 
The author is a professor at the University 

of Illinois. He can be reached at 

217/333-8707. 

Know a fungicide 
from a fungistat 

The popular definition says 
fungicides are any chemical 
that can inhibit the growth 

or development of a fungus. 
Technically, a "fungicide" is any 

chemical that kills a fungus. On the 
other hand, fungistats are chemi-
cals that inhibit—but do not kill— 
the fungus. 

In our industry, the term "fungi-
cide" is used for any chemical that 
prevents the development of a fun-
gal disease. But this is different 
than the true action of a fungicide. 

There are many ways chemicals 
can inhibit or kill a fungus. And 
there are many different fungi, 
each of which can react differently 
to the fungicides. 

The effectiveness of a fungicide 
is determined by much more than 
just its chemical nature. — H.W. 
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Great ways 
BY CURT HARLER / CONTRIBUTING EDITOR 

BUBCO 
800/474-2532 
www.bubco.com 
The Spraydome 1800, 2000 and 
5000, produced by Enviromist In-
dustries and distributed by Bubco, 
Lodi, CA, give 70-, 90- and 192-in. 
coverage respectively. Ground 
speed is 2.5 to 6.2 mph for all 
three models with 8 to 9.5 gpm 
flow rate for the 1800 and 2000 
and 18 to 29 gph for the 5000. 
Circle no. 258 

JOHN DEERE 
919/850-0123 
www.deere.com 
Both a 15-gal. and a 25-gal. model 
sprayer from John Deere Commer-
cial, Research Triangle Park, NC, 
develop 90 psi operating pressure. 
Powered by an electric motor with a 
Santoprene diaphragm, they have 
an adjustable handgun with a Viton 
valve for spraying up to 30 ft. high. 
Circle no. 259 

DELAVAN SPRAY 
800/621-9357 
sales@delavan.com 
The Raindrop Ultra drift-reducing 
spray nozzles from Delavan 
Spray Technologies, Monroe, 
NC, produce large droplets with 
72% less driftable fines than 
conventional nozzles. 
Circle no. 260 
DEMCO MANUFACTURING 

800/543-3626 
www.demco-products.com 
The 25-gal. Spray Team from 
Demco, Boyden, IA, has a 5-in. gas-
keted fillwell and 3/4-in. outlet. 
Roller and gas engine diaphragm 
pump units include agitation in tank. 
The 12-volt continuous duty motor 
and diaphragm pump with Viton 
valves delivers 1.4 gpm maximum 
and draws 4.7 amps at 30 psi. Unit 
has a handgun with 15-ft. spray 
hose and 80-in. spray boom with 
two nozzles, a 12-ft. spray boom 
with four nozzles and spring-loaded 
boom breakaway, or 18-ft. boom 
with six nozzles. 
Circle 261 

ECHO INC. 
800/432-ECHO 
Gas-powered sprayer from Echo, 
Lake Zurich, IL, allows spraying at 
distances up to 25 ft. with the op-
tional jet nozzle. Unit comes stan-
dard with two-headed fan spray 
nozzles for fogging a 3-ft. area. 
Unit is powered with 21.2cc, 
2-stroke engine and diaphragm 
purge pump carb. Delivers 145 psi 
and 1.9 gal. per minute. 
Circle 262 

JONATHAN GREEN 
800/526-2303 
www.jonathangreen.com 
The Yard Tender 20 is a 2-gal., 
hand-held sprayer available 
through Farmingdale, NJ-based 

continued on page 60 

to spray 

Buying questions 

• Is the unit tough enough to take a lot of 
banging and bumping? 

• What does it weigh? 

• What kind of agitation does it offer? 

• Is hose length sufficient? 

• Is the opening to the fill well big enough 
to prevent spilling? 

• On mounted units, does the hose spool 
out and retract easily? 

• If it's a backpack unit, can you easily 
lift it? What does it weigh full? 

http://www.bubco.com
http://www.deere.com
mailto:sales@delavan.com
http://www.demco-products.com
http://www.jonathangreen.com
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For as little as $10 a day you can ride a winner. 
Wouldn't it be great to be able to 
deep-tine anytime you want? State-of-
the-art turf practice calls for tining 
throughout the year, not just spring 
and fall. Now that's a winning idea. 
By using the Redexim Charterhouse 
Finance Program", you'll have several 
options for leasing or purchasing turf 
equipment that may surprise you. 
Rates are competitive and the pro-
grams are flexible to fit your needs. 

Based on industry averages, it 
can cost you less than $10 a day to 

have your very own Verti- Drain®. If you 
qualify, you can extend payments on 
your Verti-Drain for as long as seven 
years - unheard of in the industry. That 
makes it cost friendly for everyone. 

Counting on contractors or doing 
without because of weather, scheduling 
conflicts or budget crunches can be a 
thing of the past. This season your turf 
can be a winner. 

Log on to our website or call today 
for complete details. 

• Redexim Charterhouse Finance Program provided by bankgroup financial services. Circle No. 127 on Reader Inquiry Card 

Redexim • 
Cficuterhouse V n 

Verti-Drain Overseeder Carrara 

Rapidcore TUrf Tidy 

Breaking barriers to better turf. 

Redexim Charterhouse Inc. 
950 Sathers Drive 
Pittston Township, PA 18640 
1-800-597-5664 
Tel: 570-602-3058 
Fax: 570-602-3060 
www.redexim.com 

http://www.redexim.com
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Jonathan Green's catalog. This unit can spray 
continuously for 10 minutes. Designed for grav-
ity flow, it drains from the bottom of the tank. 
Circle 263 

GREGSON CLARK 
800/706-9350 
www.gregsonclark.com 
V-Series skid sprayers from Gregson Clark, LeRoy, 
NY, leave room in pickup beds for other gear. 
Available in 30- to 300-gal. sizes, they feature 
Honda engines, Udor pumps and Hannay reels. 
Accessories include add-on modular tank systems, 
a boom kit and the Eco-500 injection system. 
Circle 264 

GROUNDTEK MFGR. 
407-877-7473 
groundtek@aol.com 
The GT Pro Max sprayer from Groundtek, 
Ocoee, FL, features 10-in. wheel rims with 23-
in. tires. Powered by a V-twin 16-hp Kohler en-
gine, it is equipped with an improved computer 
for speed and area measurement. 
Circle 265 

JRCO, INC 
800/966-8442 
www.jrcoinc.com 
The 30-gal. zero-turn sprayer from JRCO, Min-
neapolis, MN, is a tow-behind unit that turns a 
zero-turn mower into a complete applications ve-
hicle. Unit has a 3.5-hp Briggs & Stratton Industrial 

Plus engine with Udor diaphragm pump. The 3-
section breakaway boom has 5-, 8- and 11 -foot 
spray patterns with zone control valves and ultra 
low drift nozzles. Gun with 10-ft. hose is included. 
Circle 266 

continued on page 62 
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The Convertible is a 

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. 

Rich Mfg. markets the Convertible mower 

through a network of independent distributors 

and dealers. We are proud that the Convertible 

commercial mower is not only being pur-

chased by the landscape contractor, munici-

palities, and government agencies, but by 

private homeowners. We, as the manufac-

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) 436-2744 

richmfg@frontiernet.net 
Available accessories: 

Circle 128 

http://www.gregsonclark.com
mailto:groundtek@aol.com
http://www.jrcoinc.com
mailto:richmfg@frontiernet.net


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

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

PRUNE IT, RETAIL IT, OR MULCH IT, 

WE CAN INSURE IT. 

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

INSURANCE SPECIAL ISTS FOR THE HORTICULTURAL I N D U S T R Y " 

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

http://www.fmi-insurance.com


lm reports 

continued from page 60 

KROMER CO. 
800/373-0337 
The self-propelled spray unit from 
Kromer, Mound, MN, can be 
equipped with four sizes of spray 
booms: 43-in. one piece with 60-
in. swath, 63-in. two-piece folding 
with 80-in. swath, 103-in. two-
piece folding with 120-in. swath 
and 163-in. three-piece with 180-
in. swath and 7-way valve. A 25-
ft. hose and gun is available. 
Circle 267 

LESCO 
800/321-5325 
The newest design in a 200-gal. 
sprayer comes from Lesco, Rocky 
River, OH. It fits sideways into a 
full-size pickup. Pump, hose and 

engine are accessed from curbside 
of truck. Powered by Kawasaki 
5.5-hp FE-series engine and Hypro 
403 series 3-piston diaphragm 
pump. Hannay electric hose reel 
has 300 ft. of 1/2-in. 800 psi ure-
thane inner core hose. 
Circle 268 

MANTIS/LITTLE WONDER 
877/596-6337 
www.l i t t lewonder.com 
The Mantis Spray Partner from 
Mantis/Little Wonder, Southamp-
ton, PA, has an adjustable nozzle 
that changes from gentle mist to 
powerful jet up to 25 ft. or more. 
Pump provides 50 psi pressure 

and maximum flow rate of 2.2 
gal. per minute.. 
Circle 269 

MASTER MANUFACTURING 
712/258-0108 
The TC1060-008 (14-gal.) and 
TC1060-009 (25-gal.) Turf Choice 
spray units from Master Manufac-
turing, Sioux City, IA, come with 
non-corrosive poly tank with 5-in. 
screw-on lid and sit-on flotation 
tires. They are equipped with a 
Shurf lo 12-volt santoprene di-
aphragm pump providing 1.4 gpm 
at up to 60 psi. Comes standard 
with trigger gun with nozzle that 
adjusts from hollow cone to 
straight stream, 25 ft. of hose, and 
2-nozzle, 7-ft. cover boom. 
Circle 270 

PROFESSIONAL TREE & TURF 
800/237-7785 
ptte@worldnetatt.com 
A complete line of backpack spray 
systems, including the SP Systems 
line, is available from Dakota In-
dustries' Professional Tree & Turf 
Equipment catalog. 
Circle 271 

ROGERS INNOVATIVE 
888/975-8294 
www.rogersinnovative.com 
With the ETT2000, a 90-in. drift 
containment tow sprayer, the 
wind can blow and the public can 
look on. Its electric pump connects 
to your tractor or riding lawn-
mower's battery with a cable 
switch near the operator. 
Circle 272 

SHINDAIWA 
800/521-7733 
The Model SP415 from Shindaiwa 
is made of high density, UV-pro-
tected polyethylene. Unit comes 

with four spray nozzles. The pump 
handle is reversible for right-
handed or left-handed operation. 
Circle 273 

SMITHCO 
610/688-4009 

The Spray Star 1000 turf sprayer 
from Smithco, Wayne, PA, has a 
160-gal. fiberglass tank and two-
wheel mechanical drive. The 3000 
has a 300-gal. cross-linked poly-
ethylene tank and two-wheel hy-
drostatic drive. All units have low 
centers of gravity and offer three 
spray control options. 
Circle 274 

SNOWEX 
800/725-8377 
The Pivot Pro 1075 tailgate 
spreader from the TrynEx Interna-
tional SnowEx division, Warren, 
Ml, has pivot mount and maxi-
mum torque transmission. The 
mount requires no drill holes in 
the truck bed, yet allows spreader 
to swing away providing full tail-
gate or rear door access. Includes 
12-volt DC motor. 
Circle 275 

SOLO, INC 
757/245-4228 
www.solo-germany.com 
The 425 backpack sprayer from 
Solo, Sindelfingen, Germany, 
comes with padded straps and a 
4-ft. sprayer hose. All parts are 
made of corrosion-resistant plastic. 
Piston-style pump delivers up to 
85 psi from the 4-gal. tank. 
Circle 276 

SP SYSTEMS 
800/457-3440 
www.spsystemsllc.com 
The SP2 4-gal. backpack sprayer 

from SP Systems, Santa Monica, 
CA, is capable of 180 psi and uses 
polyethylene tank treated with UV 
inhibitors. Spray pistol has brass 
shut-off pin and double O-rings 
made of upgraded Viton formula. 
A 6-in. mouth with built-in strainer 
makes for easy filling. 
Circle 277 

TORO 
800/476-9673 
www.toro.com 
The Toro 80T and the 50T trailer 
sprayers both have a 3.5-hp Briggs 
& Stratton engine that powers a 
diaphragm pump. A handgun 
with 25 ft. hose is standard. The 
80T from Toro, Bloomington, MN, 
has a 14-ft. boom with eight noz-
zles. The smaller 50T has a 6-ft. 
boom with four nozzles. 
Circle 278 

TRI-CON INC. 
800/448-2486 
If you're looking for nozzles, 
wands, or other related parts, 
check out the products available 
from Tri-Con, Cleveland, OH. 
Among the popular attachments 
are the S-125 adjustable nozzle 
water spray gun. 
Circle 279 

WYLIE MANUFACTURING 
CO. 
800/722-4001 
www.wyliesprayers.com 
Wylie Manufacturing's new spot 
sprayer is compatible with diesel 
as a chemical carrier. Available in 
15-, 25- or 55-gal. sizes, it 
features a 12-volt Flojet pump, 
brass trigger gun, adjustable noz-
zle and 25 ft. of fuel grade hose. 
Circle 280 

http://www.littlewonder.com
mailto:ptte@worldnetatt.com
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Grow Your 
iStr Business 

INTERNATIONAL LAWN, GARDEN & POWER EQUIPMENT EXPOSITION 

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 

Seminars Friday and Saturday mornings 

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. 

Circle No. 130 on Reader Inquiry Card 

http://www.gotolouisville.com


W I N A PALM™ Vx Handheld! 
r Log on, take a look at our new features 
and enter to win a Palm™ Vx Handheld. 

Offer good through 6 / 3 0 / 0 1 . Palm is a trademark of Palm, Inc. 

LandscapeManagement.net 
OUR NEWLY ENHANCED SITE 

ALLOWS YOU TO: 
Find all the latest news and information 
most essential to landscapers 

Find companies, products and services 
in the Interactive e-Green Book Buyer's Guide 

• Note important conferences and meetings 
on our updated events calendar 

• Search the classified section for 
recruitment, products, and services 

• Click into our searchable Archives 
to find past Landscape Management 
magazine articles and issues 

Landscape 
M A N A G E M E N T A 
w w w. I a n d sea pe m a n a ge m e n t. n e t AN # advanstar web̂ e 



Receive FREE iiiloriiiatioii mi proilurts ami services advertised in this issue. 

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

Signature: 

M A N A G E M E N T 

May 2001 A 
This card is void after July 15, 2001 

1 would like to receive (continue receiving) 
LANDSCAPE MANAGEMENT free each month: 
O Yes O no 
1. My primary business at this location is: (fill in ONE only) 
CONTRACTORS/SERVICE COMPANIES 
02 O 2 5 5 Landscape Contractors (Installation & Maintenance) 
03 O 260 Lawn Care Service Companies & Custom Chemical Applicators (ground & air) 
04 0 2 8 5 Irrigation Contractors & Consultants 

O Other Contractors/Service Companies (please specify) 

LANDSCAPING/GROUNDS CARE FACILITIES 
05 O 290 Sports Complexes 
06 0 2 9 5 Parks 
07 O 305 Schools. Colleges & Universities 

O Other Grounds Care Facilities (specify) 

SUPPLIERS AND CONSULTANTS 
08 O 355 Extension Agents/Consultants for Horticulture 
09 O 360 Sod Growers. Turf Seed Growers & Nurseries 
1 0 0 3 6 5 Dealers. Distributors. Formulators & Brokers 
11 0 3 7 0 Manufacturers 

O Other (please specify) 

.STATE _ZIP_ 
O Yes O No 

_FAX (_ 

_Date 

2. Which of the following best describes your title? (fill in ONE only) 
12 O 1 0 Executive/Administrator - President. Owner. Partner. Director, General Manager. Chairman of the 

Board. Purchasing Agent, Director of Physical Plant 
13 0 2 C Manager/Superintendent - Arborist. Architect, Landscape/Grounds Manager, Superintendent, 

Foreman. Supervisor 
14 0 3 0 Government Official Government Commissioner. Agent. Other Government Official 
1 5 0 4 0 Specialist - Forester. Consultant. Agronomist. Pilot. Instructor, Researcher. Horticulturist. 

Certified Specialist 
16 0 5 0 Other Titled and Non-Titled Personnel (please specify) 

Save TIME and fax it: 
41 3 - 6 3 7 - 4 3 4 3 

3. S E R V I C E S P E R F O R M E D (fill in A L L that apply) 
17 O A Mowing 22 O F Turf Fertilization 27 O K Paving. Deck & Patio Installation 
18 O B Turf Insect Control 23 O G Turf Disease Control 28 O L Pond/lake Care 
19 O C Tree Care 
20 O D Turf Aeration 
21 O E Irrigation Services 

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

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

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

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

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

5 3 O B No 

46 0 1 5 Sweepers 
47 0 1 6 Tractors 
48 0 1 7 Truck Trailers/Attachments 
49 0 1 8 1 rucks 
50 0 1 9 Turfseed 
51 0 2 0 Utility Vehicles 

AN ADN/ANSTAR if PUBLICATION 
©2000 AdvansUr Conwnuwcibom Inc All rights reserved 

54 O A Daily 55 O B Weekly 56 O C Monthly 57 O 0 Occasionally 

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

BUSINESS REPLY MAIL 
FIRST-CLASS MAIL PERMIT NO 950 PITTSFIELD MA 

POSTAGE WILL BE PAID BY ADDRESSEE 

NO POSTAGE 
NECESSARY 

IF MAILED 
IN THE 

UNITED STATES 

Landscape 
M A N A G E M E N T ! 
ADVANSTAR COMMUNICATIONS INC 
PO BOX 5054 
PITTSFIELD MA 01203-9697 



Receive FREE information on |irodur(s anil services advertised in (his issue. 
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NO POSTAGE 
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IF MAILED 
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A D V A N S T A R C O M M U N I C A T I O N S INC 
P O B O X 5 0 5 4 
P I T T S F I E L D M A 0 1 2 0 3 - 9 6 9 7 

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

Signature: 

M A N A G E M E N T 

May 2001 i 
This card is void after July 15, 2001 

1 would like to receive (continue receiving) 
LANDSCAPE MANAGEMENT free each month: 
O Yes O no 
1. My primary business at this location is: (fill in ONE only) 
CONTRACTORS/SERVICE COMPANIES 
02 O255 Landscape Contractors (Installation & Maintenance) 
03 O 260 Lawn Care Service Companies & Custom Chemical Applicators (ground & air) 
04 O 285 Irrigation Contractors & Consultants 

O Other Contractors/Service Companies (please specify) 
LANDSCAPING/GROUNDS CARE FACILITIES 
05 O 290 Sports Complexes 
06 0 2 9 5 Parks 
07 O 305 Schools. Colleges & Universities 

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

O Other (please specify) 

.STATE _ZIP_ 
O Yes O N o 

_FAX (_ 

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

17 O A Mowing 
18 O B Turf Insect Control 
19 O C Tree Care 
20 O D Turf Aeration 
21 O E Irrigation Services 

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

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

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

4b. If yes, indicate which products you buy or specify: (fill in ALL that apply) 

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

Board. Purchasing Agent. Director of Physical Plant 
1 3 0 2 0 Manager/Superintendent - Arborist. Architect. Landscape/Grounds Manager. Superintendent. 

Foreman, Supervisor 
14 0 3 0 Government Official - Government Commissioner. Agent. Other Government Official 
1 5 0 4 0 Specialist - Forester, Consultant. Agronomist, Pilot, Instructor. Researcher. Horticulturist. 

Certified Specialist 
16 0 5 0 Other Titled and Non-Titled Personnel (please specify) 

32 O 1 Aerators 
33 O 2 Blowers 
34 O 3 Chain Saws 
35 O 4 Chipper-Shredders 
36 O 5 De-icers 
37 O 6 Fertilizers 
38 O 7 Fungicides 
5. Do you have Internet access? 52 O A Yes 
5A. If so, how often do you use it? 
54 O A Daily 55 O B Weekly 56 O C Monthly 57 O D Occasionally 

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

53 O B No 

46 0 1 5 Sweepers 
47 0 1 6 Tractors 
48 0 1 7 Truck Trailers/Attachments 
49 0 1 8 1 rucks 
50 0 1 9 Turf seed 
51 0 2 0 Utility Vehicles 

Save TIME and fax it: 
41 3 - 6 3 7 - 4 3 4 3 AN ACVANSTAR i( PUBLICATION 
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105 117 129 141 153 165 177 189 201 213 225 237 249 261 273 285 297 309 
106 118 130 142 154 166 178 190 202 214 226 238 250 262 274 286 298 310 
107 119 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
108 120 132 144 156 168 180 192 204 216 228 240 252 264 276 288 300 312 
109 121 133 145 157 169 181 193 205 217 229 241 253 265 277 289 301 313 
110 122 134 146 158 170 182 194 206 218 230 242 254 266 278 290 302 314 A 
111 123 135 147 159 171 183 195 207 219 231 243 255 267 279 291 303 315 M 
112 124 136 148 160 172 184 196 208 220 232 244 256 268 280 292 304 316 Q ] 



BY BALAKRISHNA RAO 

Salty situation 
I manage turf in the central San 
Joaquin Valley of California wi th high 
levels of salts, chlorides and sodium in 
the soil. Common bermuda and tall fes-
cue are dominant grasses (in different 
areas). What are the best seed choices 
for overseeding or for the seeding of 
new lawns, in soils of this type? 

— CA 

According to the adaptation map, both the 

tall fescue and bermudagrass will grow in 

your area. However, the National Turf-

grass Evaluation Program (NTEP) report 

indicates that bermudagrass tolerates salt 

very well, while tall fescue tolerates salt 

only moderately well. As far as alkaline tol-

erant turfgrass, only bermudagrass was 

mentioned. For the most current informa-

tion on tolerant species, check out the 

NTEP's Web site at www.ntep.org. 

Pine needle scale and sawfly 
Mugo pine and other pines on our 
clients' properties are affected by pine 
needle scale and pine sawfly every 
year. How well does Merit insecticide 
control these diseases? 

— PA 

One way to manage pine needle scales and 

pine sawflies is to use the multiple target 

principle, which allows you to gain control 

of more than one pest with an insecticide 

application. Before you do this, check if 

the product is active on other target pests 

and the timing coincides. 

Pine sawfly is on Merit's label, so it 

should manage the problem well. The rea-

son Merit can manage sawflies is that it's 

root absorbed and moves to new candles. If 

the soil is dry when you apply the product, 

irrigate to improve its movement within 

the plant. This increases its effectiveness. 

Treat for pine sawflies in the fall for 

best results. Merit will manage the larvae 

when they hatch and feed on the new 

growth the following spring. 

If you miss the fall treatment, treat 

early in the spring, early March, if possible. 

Sawfly eggs hatch during late April or early 

May. Be aware, however, that if the soil is 

saturated from melting snow or rain, the 

product uptake may be affected. Another 

problem is the short duration between 

treatment time and egg hatch. Also, if the 

pine trees are large, the product may not 

be distributed fast enough throughout the 

tree to protect the needles. 

Don't expect a good result from man-

aging pine needle scale with Merit, particu-

larly if the scale infestation is heavy. Pine 

needle scale is a sucking pest with a hard or 

armored scale cover. You may get some 

suppression from the treatment, but re-

ports indicate you can't depend on the 

treatment for scale management. After 

treating in fall, monitor the population the 

following spring. If scales are present and 

still alive, provide management as needed. 

Insecticide failure 
I applied insecticide to a client's proper-
ty, but it didn't solve the problem. 
What could have gone wrong? 

— VT 

Several factors may be responsible for poor 

insect and mite control on ornamental 

trees and shrubs. 

Here are several beyond those I detailed 

in last month's Landscape Management ar-

ticle, "Why Insecticides Fail," found on 

page 58. 

Failures related to lack of product 

knowledge include: improper selection of 

product or formulation; slow activity on 

target pests; too-high customer expecta-

tions; low concentration of mix; failure to 

penetrate surfaces; phytotoxicity; product 

is too old or photodegraded; solvent in the 

mix; volatilization; spoiled or separated 

product; high pH of water; chemical in-

compatibility of products or product has 

the wrong type of activity; and several oth-

ers. Short or no residual effect or heavy 

pest infestation may also come into play. 

Failures related to misunderstanding the 

treatment methods include miscalulating 

the active ingredient; improper mixing/agi-

tating; improper tank cleaning; lack of sur-

factant or buffering agents if needed; fail-

ure to incorporate into soil; too much 

organic matter inhibiting application from 

reaching pest; failure to water-in or use 

water correctly in mix; failure to apply at 

proper times; improper equipment or cali-

bration; poor uptake into trees for trunk in-

jections; failure to penetrate insect's pro-

tection; rain wash-off; failure to reach the 

target because of barriers; wind drift; soil 

conditions; and others. 

Failures related to timing involve pest 

growth stages; incorrect temperature; 

hatching sequence; emergence after resid-

ual is gone; activity only 

when pest is young; 

and other factors. 

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. | | 

http://www.ntep.org
mailto:sgibson@advanstar.com


products 
™ TECH CENTER 

What a joy 
Kawasaki's new KRB400B backpack blower features 
a joy stick throttle with a trigger throttle, fully ad-
justable throttle lock and engine shutoff switch. Both 
the KRB400A and KRB400B models feature a 3.2-hp 
Kawasaki engine with maximum air volume of 418 
cfm and maximum air velocity of 198 mph. Each 
blower weighs just over 18 lbs. and, Kawasaki says, is 
several decibels quieter than last year and has one of 
the lowest noise levels in its class. 
For more information contact Kawasaki at 
www.kawasaki.com I circle no. 250 

Expanded label 
The Chipco Professional Products group of 
Aventis E.S. says that its 26GT fungicide can 
now be used on ornamentals. With its active 
ingredient iprodione, 26GT controls a broad 
spectrum of foliar and borne diseases including 
rhizoctonia and botrytis. Diseases such as 
pythium and phytophthora can be controlled 
when 26GT is combined with Aliette fungicide. 
For more information contact Aventis E.S. at 
800/438-5837 or www.aventischipcocom I 
circle no. 251 

Groovy removal 
FFC Inc.'s Snow Push attachment for skid-steers, 
tractor loader backhoes and wheel loaders is 
perfect for removing snow, handling waste-
water or cleaning up after a flood. The optional 
pull-back kit allows the operator to pull back 
from walls, fences and garage doors by rolling 
the blade over the material and moving the ma-
chine backward. Available in four widths (6.5 ft. 
to 10.5 ft.), contractors can cover parking lots, 
roads, driveways and sidewalks. 

W 

For more information contact FFC at P.O. Box 
122, Lee, IL60530/circle no.252 

Watch the weather 
Spectrum Technologies' new family of three 
WatchDog weather stations lets you monitor, 
document and analyze site-specific growing 
conditions. The 900ET weather station monitors 
evapotranspiration and aids in irrigation sched-
uling by collecting data on wind speed and di-
rection, wind chill, dew point and more. Up to 
three optional plug-in sensors gather even more 
weather information. All three stations feature 
an LCD display, ready-mount design and inter-
nal 8-month battery power source. 
For more information contact Spectrum 
Technologies at 800/248-8873 or 
www.specmeters.com I circle no. 253 

Soak that soil 
Cascade Plus is a residual soil-wetting agent that 
uses the basic technology of the original Cas-
cade molecule to provide more consistent, 
longer lasting water infiltration and performance 
on localized dry spot. It also offers an improved 
environmental profile and empirical trendline. 
For more information call 800/323-62801 circle 
no. 254 

More water distribution 
Signature Control Systems' Thompson 286/287 
commercial rotor is a plastic rotor that provides 
more water distribution at a higher pop up 
than the 186/187 model to clear taller turf-

grasses. It offers five uniform-coverage nozzles 
for a variety of flow rates. The radius can be ad-
justed up to 25% for optimum coverage. 
For more information contact Signature at 
949/580-3640 or www.signaturecontrol 
systems.com I circle no. 255 

Twice the power 
Bobcat Company's new SG60 stump grinder 
attachment is twice as powerful as the previous 
model. The company says that using a Bobcat 
863 high-flow loader as the power source, it 
can grind a stump 30 in. in diameter to a depth 
of 10 in. below grade in less than 10 minutes. 
The grinding head is mounted 90 degrees to 
the operator for better visibility, and the swing 
cylinder generates an arc of 80 degrees, allow-

ing the operator to cut up to a 45-in. stump 
without repositioning. 
For more information contact Bobcat at 701/241-
8740 or www.bobcat.com / circle no. 257 

Precise mix 
CCI Products says its EZ 2-Cyder dual chamber 
fueling system mixes 2-cyde oil and gasoline pre-
cisely, easily and cleanly. All it takes is setting a dial 
to meet any equipment makers specifications in 
ratios, ounces or milliliters. A 
companion product, the EZ 2-
Mixer, mixes 
liquid fertilizers, 
pesticides and defo- ( w 

Hants with water. 
For more information 
contact CCI Products at 
877/224-7763 or 
www.ezdispensers.com I circle no. 256 

http://www.kawasaki.com
http://www.aventischipcocom
http://www.specmeters.com
http://www.signaturecontrol
http://www.bobcat.com
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IS 4000Z F E R R I S 

61- or 72-inch cutting width 

27 hp LC Kawasaki or 31 hp Daihatsu engine 

All-new four-wheel (front and rear) IS® 

Independent Suspension 

Twin A-section hydro drive belts 

Adjustable, 360-degree rotating anti-scalp rollers 

Foot-operated deck lift 

Unmatched two-year front-to-rear warranty 

FOR MORE INFORMATION OR 
TO SEE A DEMONSTRATION 

C A L L 8 0 0 - 6 3 8 - 1 7 6 9 

Check us out on the web at www.easylawn.com 

Circle No. 134 Circle No. 141 

HYDRO SEEDING SYSTEMS 

•'350 Gallon'. 
Units 

Starting at 
$3995 

"COMPARE... 
BEFORE YOU BUT 
• Indus t ry Leading 

Performance 

• Wood or Paper Mulch 

• Low Maintenance 

• Easy to Use 

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

Ferris Industries The Commercial Mower Specialist 

IS is a registered trademark of Ferris Industries, a Simplicity company. All rights reserved. 

't Gamble with 
ur WateringI 

TREE RING-

• 100% Deep Soil Moisture Penetration 
• No Run-Off-Targets Water to Root Zone 
• Reduced Water Requirements Significantly 
• Reduces Water Frequency by 50% 
• Delivery Time Allows Two Water Cycles 

per Day per Unit 
• Decreases Plant Mortality & Decline 
• 90% Water Absorption 
• Makes Every Drop of Water Count 
• Environmentally & Agrinomically 

Sound 
• Simple & Easy to Oean & Maintain 
• Easily Installs in Seconds Tree Ring Jr. Tree Ring 

Orders and Information Call: 
1-800-441-3573 

— N o 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. C a U ( 8 0 Q ) 7 7 ( M 5 2 5 f o r 

FREE Design 
& Installation 

Guidelines. 

^a i 

VERSA-LOK. Retaining Wall Systems 
Oakdale, MN • (800)770-4525 • www.versa-lok.com 

Circle No..137 
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you're Open for Business on the Web 
\ 

Written by internet ^ 
specialist and leading * 

author, Joe TYacy 

His BOOK! 

$ 3 1 -
ltem#DMCB100 

Over 300 Pages, Soft Cover 

W 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. 

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

Fax: 218-723-9146 
Outside the U.S. call 218-723-9180 

Please mention code 950918LM when ordering 

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

The Evergreen Foundation 
Bringing professionals and volunteers together to create green spaces that improve our lives 

It's a proven fact: 
Green spaces such as public greentcays and trails: 

• Act as filters to cleanse the air of pollutants 
• Act as sound buffers 
• Have a calming effect on mind and body 
• Are places for recreation as well as enjoyment 
• Provide habitat for wildlife that would otherwise be driven away 

The Evergreen Foundation is unique among existing organizations working 

to create new greenways. We harness the skills and resources of professionals 

in the Green Industry, including manufacturers, and couple them uith dedi-

cated volunteers from local communities. 

WE INVITE YQV TQ JQIN U§ 
Became a member af the Evergreen Foundation 

in ane af three ways 

• Green Backer 
• Green Supporter 
• Green Promoter 

Far mere information about joining the 
Evergreen Foundation please coitact: 

Den Gardner, Development Director 
120 W. Main St., P.O. Box 156 

New Prague. MN 56071 
1.877.758.4835 

www.evergreenfoundation.com 
evergreenfound@aol.com 

evergreen 
AMUrtMn foundation 
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Business For Sale (Cont'd) | Business Opps (Cont'd) 

For ads u n d e r $250, p a y m e n t mus t be 
received by classified closing date. VISA, 
MASTERCARD, & AMERICAN EXPRESS 
accepted. Send to: Advanstar Marketing Svcs., 
7500 Old Oak Blvd., Cleveland, OH 44130 
B O X N U M B E R REPLIES: 
Landscape Management LM Box#, 131 W. 
First St., Duluth, MN 55802 
FOR A D V E R T I S I N G I N F O R M A T I O N A N D 
A D P L A C E M E N T , C O N T A C T : 
LESLIE ZOLA, 1-800-225-4569 (ext. 2670) 
440-891-2670, Fax: 440-826-2865 
Email: lzola@advanstar.com 

Bird Control 

SE*B*G0NE ! 

• Simple 
ana easy-spray 
right on ihe 
grass ! 

• One Gallon covers 
one ocre ! 

• Geese Kate the 
taste ! 

J • EPA Approved • 

Bird*B*Gone, Inc. 

We ARE (he Bird Control Specialists I 

We accept Visa & Mastercard ! ^ © 
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 5/01 

BUSINESS FOR SALE 

West Central Alabama 
Established landscape contracting 

and maintenance company. 

Very profitable business. 
Over 20 years in business 

Over 6 figure net profit 

All equipment and business - $400,000.00 

Office and fenced area for rent 

@ $850.00 per month 

SERIOUS INQUIRIES ONLY 

Please send inquiries to LM Box 530 

LANDSCAPE 

CONSTRUCTION COMPANY 

Well Established 
20-year Landscape Company 
Boston, Massachusetts Area. 

Annual volume $3.1 million PLUS! 
Company breakdown: 

• 70% Construction 

• 20% Maintenance 

• 10% Snow Operations 

Well managed and organized operation 

with a meticulous fleet. Will sell with or 

without the Real Estate, which has all the 

necessary provisions for repairs and parking. 

The 2001 backlog to date is $2.9 Million! 

Contact GLOBAL BUSINESS EXCHANGE 

MR. JOHN F. DOYLE at: 781-380-4100 

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. 
$1,380,000 in net sales for 2000. Please reply to 
Email: janeschwier ing@norr lsrealestate.com 

5/01 

Landscape and Irrigation Business in Northern 
Colorado. 30 employees w/tiered management. 
Owner doing about 15 hours a week and bidding 
alone. Has land and buildings. Over 500K equipment, 
150K inventory, over 400K net. Terms and training. 
Call VRBB: 877-353-0045. 5/01 

Business Opportunities 

/ P C \ 
WANT TO BUY OR 
SELLA BUSINESS? 

Professional Business 
Consultants can obtain purchase 

offers from numerous qualified potential buyers without 
disclosing your identity. There is no cost for this as 

Consultant's fee is paid by the buyer. This is a FREE 
APPRAISAL of your business. 

If you are looking to grow or diversify through acquisition, 
I have companies available in Lawn Care, Grounds 

Maintenance, Pest Control, Landscape Installation and 
Interior Plant Care all over the U.S. and Canada. 

P.B.C. 19 W. 555 Central Ave, Downers Grove, IL 60516 
[708-744-6715 * Fax 630-910-81001 

i j j j j j ^ j j j j y 
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 

HYDRO 
SEEDING 
SYSTEMS 

A FULL LINE OF 
SUPPLIES FOR 

YOUR HYDROSEEDING NEEDS 

Introducing "The B lue Goo", the easiest to 

use polyacrylimide tackifier available on the 

market. 

CALL 800-638-1769 or 
For a complete listing of our supplies 
visit w w w . e a s y l a w n s u p p l i e s . c o m 

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 

Educational Opportunities 

NOW... Learn professional Landscaping and 
Garden ing at home. Our program provides 
thorough training in all phases of commercial and 
residential landscaping. Diploma awarded. Free 
brochure describes program and opportunities in 
detail Call 1-800-326-9221 or wr i te Li fet ime 
Career Schools, Dept. LF0141, 101 Harr ison 
Street, Archbald PA 18403. 5/01 

mailto:lzola@advanstar.com
http://www.preferredbusinessbrokers.com
mailto:janeschwiering@norrlsrealestate.com
http://www.theputtinggreencompany.com
http://www.easylawnsupplies.com
mailto:kfranke@clear.lakes.com


For Sale 
Control 

fertilizer 
costs! 

TURBO TURF I SWINGER 

V Keiway 
SST 

Soluble 
Salts Tester 

& Soil Br idge 
• Sturdy • Quick 

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

Kel I n s t r u m e n t s Co. , Inc . , D e p t . N 
P.O. Box 54, Wyckoff, NJ 07481 

T O P S O I L P R O C E S S I N G E Q U I P M E N T 

mSL 
T l ^ f R - SCREEN™ 
A s c r e e n i n g p l a n t f o r s k i d s t e e r l o a d e r s . 

8 0 0 - 8 3 7 - 3 3 4 4 

L A N D S C A P E D E S I G N K I T 3 
48 rubber stamp symbols of trees, 
shrubs, plants & more 1/8" scale 
Stamp sizes from 1/4" to 1 3/4". 

$87 • $6 s/h VISA. MasterCard, or 
J MO's shipped next day. Checks delay 
^ shipment 3 weeks CA add 7.50%Tax 

A M E R I C A N S T A M P C O 
Loci c«yte ' 12280 R,&,ng M ^ W i , t o n•C A 9 5 6 9 3 

9 1 6 - 6 8 7 - 7 1 0 2 V o i c e o r F a x TOLL FREE (877) 687-7102 
Free Brochure . 

SEEDLAND.COM 
LAWN & TURFGRASS SEEDS 

Grasses for warm, coo l & transition zones. 
Buy Seed Direct - Commerc ia l Sales Online. 

(888) 8 2 0 - 2 0 8 0 
www.Seedland.com 

4 0 ' x 7 5 ' x 1 4 ' 

$9,437 
Build It Yourself And Save!!! 10,000 Sizes. Bolt-Together All Steel 
Buildings & Homes. Call Today For A Price Quote And Brochure. 
H E R I T A G E B U I L D I N G S Y S T E M S „ 

8 0 0 . 6 4 3 . 5 5 5 5 
h e r i t a g e b u i l d i n g s . c o m 

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

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

'q OFF 

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

a workshop 

SUPER T O U G H 
HEAVY I - B E A M 
BUILDINGS 
Perfect for use as 
a landscaping 
business location. 

40 x 65 (3 LEFT) 
40 x 85 (1 LEFT) 

Some Otter f 0 * 110 (2 LEFT) 
Sizes Available 60 x 150 (1 LEFT) Prime Steel 

1 - 8 0 0 - 2 9 1 - 6 7 7 7 E X T 4 0 2 

Rcidiio® 
b y M o t o r o l a 

N E W ! 
UHF460 • VHF150 • L o w Band 

P r o g r a m m e d T o Y O U R S y s t e m ! 
[ C o m p a t i b l e w / O t h e r S y s t e m s ] 

Talk ti anytwfy frtm anywhere 
ai fta curst arMr 

| Hand Helds from $155.00 
Mobiles from $278.00 

-Full Year Warranty-

CALL 800-231-0103 

SAVE! 

usedhydromulchers.com 

landscapersupply.com 
W H E R E T H E P R O S S H O P 1-800-895-4589 

2 5 U s e d S p r a y T r u c k s 

M U S T S E L L 

Excellent condition, check out 

www.getgreenthumb.com/trucks.html 

O r call Albert 

972-727-9595 

NO RUT TURNS-
SIMPLE, AFFORDABLE -
BUILT FOR A LIFETIME 

" T B I I • Light treading 

• Easy to operate 

• Versatile 

A r t i c u l a t e d 
W h e e l 
L o a d e r s / 
T o o l C a r r i e r s 

Swinger loader-

tool carriers run 

on turf, golf 

courses, parks, 

etc. Accept most 

attach-

ments 

(grapples, 

jaws, 

spades, 

etc.). 

Call for 

details. 

w w w . n m c - w o l l a r d . c o m . 
E - m a i l : k b i r d @ n m c - w o l l a r d . c o m . 

M O W E R R E P L A C E M E N T P A R T S 

F R E E 200 Page C a t a l o g - Save $ $$$ 

Mower Blades • Air & Oil Filters 
Trimmer Line • Belts • Plugs 
Over 20,000 Blades in Stock 

M O W M O R E SUPPL IES 

1-800-866-9667 
Order F R E E Catalog LM01 

U S E D E Q U I P M E N T F O R S A L E 

• 1987 Vermeer Model M475A 
Trencher- $15,000 

• 1978 Massey Ferguson Model 30B 
Loader- $5,500 

• John Deere Model 300 Backhoe for 
JD 455 Crawler/Loader- $5,000 

• Rockhound Model 72A 
Skid Steer Mount- $3,000 

• Parsons Model T20 Ditch Witch-
$3,000 

• 1990 GMC Truck Mounted 84" 
Vermeer Tree Spade- $30,000 

C A L L J O H N at 410-755-6600 

Help Wanted 
C o m p a n i e s a r e g f 

^ A F k . 

An Equal Opportunity Employer 

O u r t e a m i s s e e k i n g e x p e r i e n c e d 

L a n d s c a p e C o n s t r u c t i o n 

S u p e r i n t e n d e n t s 

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 

http://www.Seedland.com
http://www.turboturf.com
http://www.getgreenthumb.com/trucks.html
http://www.nmc-wollard.com
mailto:kbird@nmc-wollard.com
mailto:resumes@rbicompanies.com


Help Wanted (Cont'd) 

4 
^We. XL a wejl-EitaljdifieA tandi-cajiuiy 

O P. n i , SI i i cbilqn/Cruild and, installation firm uiiiA tlzxze 
<zf\taLtu JLanaicahinq Coxtoxation ffJ n r 

J ' J ' office*, in <d\tw Uzneu and \rtnniuLvania. 

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 • Fax 215-598-7345 • Email: Realtyhq@aol.com 

M A N A G E M E N T CAREERS 
Looking for a new challenge? 

Visit our Web site for the latest 
career opportunities. 

It's quick, convenient, confidential. 

www.greensearch.com 
E-mail: info@greensearch.com 
Toll free: 888-375-7787 

GreenSearch 

W A N T E D : Designer/Estimating Manager 
•SCOTTSDALE, ARIZONA* 

Professional design, build, maintain company 

has opening for experienced individual with 

extensive knowledge of southwest xeriscapes. 

Design and estimate custom residential projects. 

Prepare commercial proposals and establish 

schedule of values for awarded projects. 

Must have hardscape, masonry, irrigation 

and lighting knowledge. Computer skills in 

MS Word and Excel are mandatory. 

CAD designing a plus. 

Sales exceeded 2.4 million for 2000. 
Growth expected to continue at 15-20%. 

Excellent salary and benefits. 

Aggressive, fun place to work. 

Fax resume with reference to: 

AridScape Concepts, Inc. at 480-609-1199. 

THE BRICKMAN GROUP, LTD. 
Careers in landscape management 

available in: 

California - Colorado 

Connecticut - Delaware 

Florida - Georgia 

Illinois - Indiana 

Maryland - Massachusetts 

Missouri - New Jersey 

New York - North Carolina 

Ohio - Pennsylvania 

Texas - Virginia 

Wisconsin 

Fax: 301-987-1565 

E-mail: jobs@brickmangroup.com 

Web site: www.brickmangroup.com 

GreenIndustryJobs.com 
• www.greenindustryjobs.com 
• www.landscapejobs.com 
• www.irrigationjobs.com 
• www.nurseryjobs.com 
• www.treecarejobs.com 

MANAGEMENT 
Chicago Metropolitan Area 

Anderson Pest Control, a leader in pest management 

services for more than 75 years, is experiencing 

significant growth and has immediate opportunities 

for experienced managers. 

Anderson is looking for individuals that have strong 

communication and interpersonal skills. This 

position requires administration of all aspects of 

branch operations including full budgeting and 

profit & loss responsibility. With an inside staff of 

four and a field staff of up to twenty you will need 

experience in leading a service team. A college 

degree is preferred. 

We offer excellent growth opportunities, incentive 

and benefits package including: Matching 401(k), 

health, life, dental & vision, company vehicle and 

paid vacations. 

For immediate consideration, fax or email resume, 

salary history and cover letter to: 

Mark O'Hara 

Email: anderpest@AOL.COM 

Fax: 630-834-9298 
EOE - Drug Free 

Environmental Contracting Company 
Project Manager/Estimator 

Western States Reclamation, Inc. (WSRI) is an 

"award winning" 18-year-old company located in 

the beautiful Rocky Mountain Region, which is 

rated No. 1 for year-round outdoor recreational 

activities and 350 days of sunshine! Our services and 

projects include land restoration, large landscape/ 

irrigation construction, minor earthwork, and light 

civil engineering. Project sizes range from $50K-

$4M. We seek an individual with 10+ years of 

construction experience in revegetation, erosion 

control, urban park construction, and civil/earth-

work. Must have hard dollar bid experience with 

proven track record of profitable projects. Degree 

preferred in landscape architecture, civil engi-

neering, construction management, or equivalent. 

Computer literacy a must. We will be relocating to 

our new facility by year-end in the North Denver 

Metro Area and in close proximity to Boulder and 

Ft. Collins. We offer to you the following: 

• Excellent company reputation 

• Above average salary 

• Great Benefits 

•401(k)/Profit Sharing 

• Incentive program 

• Company vehicle 

• Great recreational outlets 

Please send your resume with salary requirements 

and history to: WSRI , 11730 Wadsworth Blvd., 

Broomfield, C O 80020. Fax: 303-465-2478. Or 

email your info to: wsridrc@aol.com. Also check 

us out on the web at: www.wsreclamation.com 

SALES OPPORTUNITY 

Landscape Equipment manufacturer 

is seeking a self-motivated, upbeat 

sales leader to join our sales/marketing team. 

Insurance package and 401(k) plan. 

Fax resume to: 908-689-1547 

WHY NOT? 

Why not become more than you are? 

Why not work with a premier company? 

Why not live in a great place? 

Why not grab the opportunity of your life? 

We are always looking for great people in 

Maintenance • Installation • Irrigation 

Zuke's Landscape 
Phone: 916-635-6502 • Fax: 916-635-6504 

Email: zukes@pacbell.net 

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: 
Profess iona l ism: Assuring customer service, 
respect & satisfaction. Qual i ty : 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 expectat ions!" FIND OUT WHY! 
Acres Group, Northern Illinois' largest independent 
landscape contractor, growing at +18%, seeks 
additional sales people to continue our growth. Our 
Construction Department is looking to expand in 
the design/build market. If you're a Landscape 
Architect who is highly motivated to aggressively 
build a design team, with 5-7 years of experience, 
Acres Group is looking for you! Superior compen-
sation and benefit opportunities. Acres Group, 610 
W. Liberty St., Wauconda, IL. Contact Tom Balleto 
for immed ia te con f i den t i a l c o n s i d e r a t i o n . 
Phone: 847-526-4554 x88; Fax: 847-526-4587; 
Emai l : T h o m a s . B a l l e t o @ a c r e s g r o u p . c o m 
Visi t our webs i te at: www.ac resg roup .com 
MEMBERS OF THE ILCA SINCE 1985. 5/01 

LANDCADD™ PRODUCT MANAGER- Landscape 
Architect wanted to design, train & support LAND-
CADD™ design & irrigation software. BA in LA or 
related field desired. Solid Autocad experience & 
good communication skills a must. Some travel 
required. FAX resume to 319-556-5321 or email 
HR@eaglepoint.com 5/01 

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. 
Emai l : H o r t s e a r c h @ a o l . c o m Webs i te : 
http://www.florapersonnel.com 12/01 

Landscape Designers/Salespersons: We are a 
20 year old landscaping firm recognized as the 
premier high end residential contractor serving the 
fastest growing county in North Texas. We are 
seeking your experience, motivation and enthusiasm. 
You will be compensated with salary/commission, 
benefits, bonuses, auto and advancement opportu-
nities. Please forward resume to: LONGHORN 
MAINTENANCE, INC. at Fax: 972-562 6265 
or Email : gbechto ld@longhorn .ws Contact 
Greg Bechtold - Phone: 972-562-8873. 5/01 

mailto:Realtyhq@aol.com
http://www.greensearch.com
mailto:info@greensearch.com
mailto:jobs@brickmangroup.com
http://www.brickmangroup.com
http://www.greenindustryjobs.com
http://www.landscapejobs.com
http://www.irrigationjobs.com
http://www.nurseryjobs.com
http://www.treecarejobs.com
mailto:anderpest@AOL.COM
mailto:wsridrc@aol.com
http://www.wsreclamation.com
mailto:zukes@pacbell.net
mailto:Thomas.Balleto@acresgroup.com
http://www.acresgroup.com
mailto:HR@eaglepoint.com
mailto:Hortsearch@aol.com
http://www.florapersonnel.com
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THIS AND THAT 
crew 

A rare event 
Events that don't happen often are special. Why 

else would millions of people flock to the nearest 

telescope when Halley's Comet passes by? 

Floriade, the world horticultural exhibition in 

the Netherlands, may not exactly be an astrologi-

cal phenomenon, but it's just as anticipated, at 

least by Green Industry professionals, as it only 

occurs every 10 years Next year's event has been 

set for April 6 through October 20 in the district 

of Haarlemmermeer, and is expected to attract 

three million people from around the world. 

Nurseries across the United States have 

joined together to create the AmeriGarden, an 

integrated display of plants, flowers, aquatics and 

ornamental fish showcasing the industry's newest 

and best products 

For information on Floriade 2002, log on to 

www.floriade.nl or www.susta.org. For an 

AmeriGarden participation packet contact 

Kristin McGrath at 808/961-6660 or e-mail 

info@amerigarden2002.com. 

This is the American delegation that visited the Floriade 2002 site in the Netherlands, a 150-acre park 
seen here in the background. Delegation members are (left to right) Wendalin Kolkman, Jason Puck-
ett (Tennessee Department of Agriculture), Heather Roper (Southern United States Trade Association), 
Jane Storrs (Maryland Department of Agriculture), Sandy McDougle, Jan van Doesburg, David Cottrell, 
Dave Sheline, Tom Femrite (Femrite Nursery Company), Karin Zomer and Mark Smith (USDA, FAS). 

Boots on fire 
Poor John Morano. When two em-
ployees didn't clock in one October 
morning two years ago, he knew he 
was in trouble. But, instead of packing 
it in, the owner of Morano Landscap-
ing and Environmental Services in Sell-
ersville, PA, hiked up his pants and got 
to work. 
Morano never realized how much he 
could pack into his Dodge 1500 short 
bed: walk-behind leaf blowers, back-

pack and hand blowers, fuel cans, 
rakes, tarps and more. His 8x6 trailer 
was loaded with a 48-in. walk-behind, 
aerator, spreader, chemicals and seed. 
From 7:30 a.m. until late afternoon, 
Morano managed to tackle eight 
properties ranging in size from 1/4 
acre to 2 acres, and picked up two 
leads for the following season. 
"I think my boots were on fire after 
that workout!" he says. "But, a couple 
of thousand dollars later, I didn't mind 
the aches in my arms and back." 

Morano's now got a new Landscape 
Management shirt, in case he wore 
out the shirt he was wearing. 

Another golf shirt's up for grabs for 
anyone who can tell us (in 200 words 
or less) a story about the toughest job 
they ever had. We'll pick the best story, 
and you might even see it in print if 
you win. Entries are due by June 15, 
2001. Send your submissions via e-mail 
to jstahl@advanstar.com or snail mail 
to: Landscape Management, 7500 Old 
Oak Blvd., Cleveland, OH 44130. 
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So many weeds, 
one simple solution. 
Crabgrass, goosegrass, nutsedge, 
clover, plantain, oxalis . . . the list of 
summer weeds goes on and on. 
When the list includes both grass 
and broadleaf weeds, there's only 
one simple solution -Trimec® Plus 
Broadleaf and Selective Grass 
Herbicide. No other postemergent 
herbicide gives you control of so 
many weeds without harming 
desirable turf grasses. One easy 
application. No mixing. No guessing. 
Trimec® Plus. 
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