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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-
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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
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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 
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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. 



industry almanac 

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 


