TOOLS FOR CLEANUP

SOLUTIONS FOR A GROWING INDUSTRY
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IMPE DE THE SEED.

WEEDS NEVER SEE THE LIGHT OF DAY.

ﬁm Lurking just beneath the surface are thousands of It's a combination that’s earned Pendulum a higher
"‘ tiny weed seeds, threatening fo rovage lawns and ~ satisfaction rating from LCOs than any other preemergent.
" established ornamentals. Fortunately, Pendulum® To learn more about how Pendulum can make sure weeds never

preemergent herbicide stops more than 40 see the light of day,

broadleaf and grassy weeds dead. call 1-800-545-9525, pm” [in'
Pendulum is o proven performer, offering well over a decade  ext. T3257 or visit _@ L

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

maximize your profit margins. Always read and follow label directions.

BASF
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Buy Early. Buy Often.
lots of

GET " CASH.

Act quickly for cash rebates from BASF.

BASF
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BASF Cash Rebate Program

a trademark of BASF, Pendulum is a registered trademark of BASF, ©2001 BASF Corporation. All rights reserved



I have purchased the following formulations and request the rebate indicated below.

Minimum Quantity Cash Total Rebale
Formulation Redemption Quantity Purchased Rebate Earned

Pendimethalin 3.3 EC 25 gal - $6.00/gal -
Pendimethalin 60 WDG/WP 100 Ib — $1.25/1b -

Pendimethalin Plus Fertilizer 4000 Ib (80 bags) - $.75/50-1b bag

Pendimethalin 2% Granular 2000 Ib (50 bags) - $2.00/40-Ib bag -

ymers must purchase and take defivery between September 1, 2001 and December 14, 2001. Al purchases of
including Pendulum® and BASF pendimethalin-based products from The Andarsons, Inc. and Helena Chemica
et the minimum redemption requirements. The more you buy, the greater your cash rebate!

BASF pendimethalin-b
Company quality pr

i compl regemptio
nnection e C/0 M&B Associates PO Bo

form and mail i, alo 1 2 photocony { O0iginal inyoices. to:
x 8575 o Trenton, NJ 08650

ALL REDEMPTION FORMS MUST BE COMPLETED AND POSTMARKED BY DECEMBER 31, 2001,
ALWAYS READ AND FOLLOW LABEL DIRECTIONS.




Green Connection

Company

Address

City

Phone

E-mail  DPiease indicate if we may use your e-mail o notify you of future special offers or product information
Signature T S
Please indicate the name of your distributor.

Please indicate the name of your sales representative from the above distributor.




Landscape

MANAGEMENT
NOVEMBER 2001 / #11 / VOLUME 40

features

|cover story |

20. Growth strategies

for the road ahead

Understand your options now and plan accordingly
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" INTRODUCING THE MOST POWERFUL DIESEL
ANYONE COULD PUT IN A PICKUP: '

The new Duramax" Diesel engine with the Allison” 1000 5-speed automatic transmission.
Both available only in Silverado’ 2500HD and 3500. 300 hp, 520 Ib-t. torque. 15,800-Ib. maximum trailering capacity.'

From Chevy." The most dependable, longest-lasting trucks on the road’* 877-THE TRUCK or chevy.com/silverado

SILVERADO HD
LIKE A ROCK

wsed on horsepower, tWhen properly equipped, and using a fifth-wheel or gooseneck trasler hitch, Masmum traler woight ratings are calculated assuming standard equipped base vehdle plus drver. See The
Chevy Tradering Guide for details. **Dependability based on longevity. 19811999 full-ine hight-duty truck company regestrations. All claims exclude other GM divisions. ©2001 GM Corp. Buckle up, Amenca!
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events

WHAT, WHEN & WHERE

November

1315 NYSTA Turf &
Grounds Exposition & Trade
Show / Syracuse, NY;
www.nysta.org

13.15 42nd Virginia
Turfgrass and Landscape
Conference and Trade Show /
Virginia Beach, VA; 540/942-8873

1316 12th Annual CLIP
Conference / Frederick, MD;
800/635-8485

30.1 First Annual Great
Southern Tree Conference /
Gainesville, FL; 800/375-3642

December

J3+6 Ohio Turfgrass
Foundation Conference and
Show / Columbus, OH; 888/683-
3445

5+7 RMTRA Turf Conference
and Trade Show / Denver, CO;
303/770-2220

1113 New Jersey Turf and
Landscape Expo 2001 / Atlantic

City, NJ; www.njturfgrass.org

12 LCA Awards Presentation
& CLT Banquet / Gaithersburg,
MD; 301/948-0810

12 Turfgrass and Landscape
Institute and Trade Show /
Buena Park, CA; 800/500-7282

17+19 Texas Turfgrass
Association Institute &
Trade Show / Fort Worth, TX;
www.texasturf.com

January 2002

6+8 Western 2002
Convention & Trade Show /
Kansas City, MO; 816/233-1481

7+9 2002 Great Lakes Trade
Exposition / Lansing, M|;
800/879-6652; www.mnla.org

810 Kentucky Landscape
Industries Winter
Conference & Trade Show /
Lexington, KY; 502/848-0055

8.10 Canada’s
International Horticultural
Trade Show & Conference /
Toronto, Canada; 905/875-1805

8.11 Professional
Landscape and Nursery
Trade Show / Indianapolis, IN;
317/955-0628

9 The Maxwell Turf &
Landscape Conference and
Trade Show / Melville, NY;
631/643-8873

13-17 National Arborist
Association's Winter
Management Conference /
Maui, HlI; 800/733-2622

1618 idaho Horticulture
Show / Boise, ID; 208/522-7307

MANAGEMENT

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

Prond supporter of these green industry professional ergamizations:

ALLA
AN’{A

Awsesiesn Nursery &
Lamdus g s satsom

4

Associated Landscape Contractors of America
150 Elden Street, Suite 270

Herndon, VA 20170

103/736-9666

www.alca.org

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

Washington, DC 20005

202/789-2900

Independent Turf and Omamental
Distributors Association

9864 E. Grand River

Suite #110, BOX #326

Brighton, MI 48116

Voice: 810/229-9405 / FAX: 810/229-9406

)

THE OFFICIAL PUBLICATION OF
American Society of

221 North LaSalle St e Chicago, IL 60601
3121372-7090

WWW.351C.01g

Consultants

Manugers. Asociation

TiTOCA
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The Irrigation Association

8260 Willow Oaks Corporate Dr. Suite 120
Fairfax, VA 22031-4513

703/573-3551

www.lrrigation.org

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

Ohio Turfgrass Foundation
1100-H Brandywine Bivd.,
PO Box 3388

Zanesville, OH 43702-3388
888/683-3445

The Outdoor Power Equipment Institute
341 South Patrick St.

Old Town Alexandria, Va. 22314
703/549-7600

opei.mow.org

Professional Grounds Management Society
720 Light Street

Baltimare, MD 21230

410/752-3318

Professional Lawn Care Association of America
1000 Johnson Ferry Rd., NE, Suite C-135
Marietta, GA 30068-2112

7701977-5222

www.plcaa, org

Responsible 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 Ralfing Hills Loop

Counal Bluffs, 1A 51503-8552
712/366-2669; 800/323-3875
Www.aip.com/stma

Turf and Omamental Communicators Assodation
P.O. Box 156

New Prague, MN 56071

612/758-5811
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The posthole-digging,

Tree-planting,

irrigation pipe-trenching,

Retaining wall-building,

Finish-grading,

Seedbed-prepping,

Sod-rolling guy has just arrived.

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 lift and
unobstructed 360-degree view,
these task masters have the reach
and visibility to get the job done.
Add to that a full tine of John Al : T
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).

www.skidsteer.com Expect a difference
Circle No. 105
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FOLLOW-TH

Service drives sales. We understand this at Pennington Seed and provide you with personal
attention every step of the way. We have always followed every new seed through its development
from Initial breeding to university research and testing, and all the way up to its delivery. Expect the
highest quality and latest developments. Like our new certified Princess*77 Hybrid Seeded
Bermudagrass, the first and only true turf-type hybrid seeded Bermuda. And Plantation Turf-Type Tall
Fescue, which was recently rated at the very top of NTEP's overall quality tests.

I{lln-

Together with our new partner Lofts Seed, we offer over 125 years of experience in the grass seed
industry, So get into the swing of the best service in turfgrass with Pennington Seed.

Circle No. 106



on the record

BY SUSAN GIBSON-PORTER / EXECUTIVE EDITOR

You’re not recession proof

don’t think anyone's recession-proof. I've
been through three recessions and | know
they affect everyone and everything. -

J. Landon Reeve, Chapel Valley Landscape

Professionals in every landscape service and
customer segment told Landscape Manage-
ment recently that their particular offerings

were "recession-proof.” These are people representing com-
merdal construction, commercial maintenance, chemical
lawn care, residential construction, residential maintenance,
imigation, arbor care, even add-on special services,

They saw potential problems in the other guy's area,
not theirs. Most admitted they've had some slowdown in
business, or they foresee slowdowns coming. But what a
great attitude to have — being positive about their ser-
vices and the fact that they're still perceived to be a
“necessity” to clients, not a “huxury.”

Not to worry, they say. Many have survived other past
recessions and saw how their businesses emerged intact
and even stronger afterward.

[ believe these experienced pros know what they're
talking about and so should you. But you should also un-
derstand that this current economic situation has many of
our best economists puzzled and involves a war against

terrorists on our own turf.

Keep doing what you're doing
No one can say when the economy will tum around or
how the war against terrorism will result. We don't even
know for sure if anyone is “recession-proof.” I'd be shocked
if most of you don't survive this downtum well because |
see so many intelligent, adaptive owners and managers
who are willing to leam and open to change.

So how can you make your organization “recession-re-

yocked if most of you don

y

see many Intelligent

!
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survive

adaptive owners a

sistant?” You can start by doing the things you should be
doing all along, even when times are great:

v Look for ways to manage your costs better

v’ Price your work for profits

v’ Keep a constant eye on your bottom line, not just
the top line

v’ Be customer-centered and responsive to their needs
and concerns

v/ Build an organization where good employees want
to stay and grow

v Constantly reinforce the value of your services,

your professionalism and the benefits your clients receive.

New strategies for 2002
As business changes next year, you'll need to adjust your
operations. Be prepared to market and sell more aggres-
sively, understand your operations better than ever and ask
for help. On page 20, we cover this situation more fully.
Remember, most of those Green Industry pros who've
weathered previous recessions would agree with Landon
Reeve's footnote: “This is still a very strong market. We
have more opportunities than we

could paossibly handle.”

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


mailto:sporter@advanstar.com

THE NEW MAYOR OF TRUCKVILLE

It rules not with an iron fist but a hydroformed steel frame. The Next Generation Dodge Ram. This mayor has the machinery
you need to make things happen. ® The two new Magnum® engines make for a great introduction — they introduce the back
of your neck to the headrest ® We took compromise for a ride and compromise didn't come back. Proof? A full-size bed, four
full-size doors, and the most interior room in the class* ® Those two rear doors open so wide you'll be tempted to throw

*Automotive News, full-size pickups, half-ton light-duty models. Always use seat belts. Remember, a backseat is the safest place for children 12 and under.



your fishing rod in sideways ® Your stuff is
your own %*#@! business. Keep it that way with
hidden underseat storage. For mare info, call

U0

4ADODGE or visit www.4adodge.com

GRAB LIFE BY THE HORNS

DODGE

RAM


http://www.4adodge.com

Check out these features that set the Dixie Chopper apart!

Velvet Touch Control Steering - Every "Z" Mower Should Be This Smooth

Lifetime Mower Frame Warranty* - it Doesn't Get Any Better Than This

Top Ground Speed of All "Z" Mowers - Makes YOU More Productive

Engine Options Include Honda, Kawasaki, Kohler, and Yanmar Diesel Power

Call today to experience the Dixie Chopper and see what you've been
missing in your business. We'll be glad to tell you and show you what
tens of thousands already know; the Dixie Chopper is tops for "Price,
Performance and Reliability".

Circle No. 109 on Reader Inquiry Card
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LA GITUI | &0
The Worlds Fastest Lawn Mower

www.dixiechopper.com
765-CHOPPER
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| green side up

RON HALL / SENIOR EDITOR

Rethink your labor needs

n spite of the awful events of the past sev-
eral months, the grass in my yard kept
growing. Soft autumn rains and cooler
temperatures made it a chore to keep it
mowed. The trees at my home needed
trimming and my wife's flower beds still
required prepping for the winter.

Regardless of the latest disquieting news from the
media, the sun will continue to shine, the rain to fall and
grass, trees and gardens to grow.

Some of you who have been through tough times be-
fore tell me the public will want our services, regardless of
the economy. You say that was the case during the 1981
recession, the nation's worst since The Great Depression,
and also during the 1991 recession.

Among the reasons you expect clients to continue to
ask for our services include:

B During uncertain times, families cut back on travel
and extended vacations and seek the security that their
homes and landscapes provide.

M Retail and commercial properties, facing stiffer
competition for tenants or off-the-street trafhc, must
maintain curb appeal.

M Security concerns will make our services even more
necessary for maintaining public properties such as power
plants, right of ways and easements, highways and, be-
cause of recent events, commercial and industrial proper-
ties, too.

But not even the most optimistic of us expect next
season to be "business as usual.” Some of our largest clients
are suffering financially, and they'll likely consider cutting
their grounds budgets. We need to stay on top of this in
order to retain these accounts and also to budget for next
season’s labor.

Consider these new labor realities as we work out our
manpower needs for the approaching 2002 season:

Some of our largest clients are suffering finandially, and
cutting their budgets. We need to Stay On tOp of this
these accounts and also budget for next

» Chances for a new Guest Worker Program evapo-
rated with the tragic events of Sept. 11. Discussions be-
tween President George W. Bush and Mexican President
Vincente Fox stopped.

»* Talk in congress for an amnesty program also
ceased. It would have legalized as many as 3 million illegal
residents. (If your immigrant workers weren't “legal” last
year, guess what? They won't be this year, either.)

» The INS has dramatically strengthened U.S. bor-
ders. INS funding, at least in the short-term, is no longer
an issue for congress, which had already quadrupled the
INS's budget during the past decade. Expect a fiercer ef-
fort to find and deport illegal immigrants.

+ Displaced U.S. workers are unlikely to join the
hourly payrolls of labor-strapped landscape/lawn compa-
nies. Many of the downsized workers have come from
white-collar ranks — at least so far.

# On the plus side, the H-2B program that allows
U.S. businesses to import seasonal migrant workers re-
mains intact, and initial indications from government
agencies are that they don’t plan to enforce the 66,000
worker cap.

Times are tough for a lot of your clients and may get
tougher. Stay in contact with them,
and begin budgeting for your %

2002 manpower needs

pronto,

440/891-2636 or e-mail at
rhall@advanstar.com
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NEWS YOU CAN USE

FMC nabs rights to
new insecticide
PHILADELPHIA, PA — FMC Corp.
entered into an exclusive agree-
ment to develop, market and dis-
tribute a new Ishihara Sangyo
Kaisha, Ltd. insecticide in the U.S.
The insecticide, which will control
sucking pests that transmit injuri-
ous diseases among plants, will
enter the market in 2004 or 2005.

LESCO to add inde-
pendent dealers
STRONGSVILLE, OH — LESCO Inc.
is expanding its distribution system
to include a wide network of inde-
pendent dealers outside its current
228 lawn care service centers. The
new program is aimed at 500 mar-
kets across the United States.
LESCO will sell all its chemical
products, fertilizers, seed and
equipment through the program,
which will include special dealer
training. The company also plans
to add another 109 service centers.

CGriffin registers
new herbicide
VALDOSTA, GA — Griffin LLC reg-
istered a new herbicide called
TranXit for controlling poa annua
and other grasses and broadleaf
weeds in warm-season turf.

L.R. Nelson plans
reorganization
PEORIA, IL — The L.R. Nelson Corp.
is reorganizing into two separate
business units, one focused on re-
tail lawn and garden products and
the other on professional turf irri-
gation products.

16 LANDSCAPE MANAGEMENT / NOVEMBER 2001 / www.landscapemanagement.net
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Ell buys TruGreen Landcare

Construction Group
TruGreen retains lawn care, maintenance divisions

BY SUE GIBSON PORTER /
EXECUTIVE EDITOR

CALABASAS, CA — In a move that's been
in the works since mid-summer, Environ-
mental Industries Inc. has agreed to pur-
chase the landscape design/build assets of
TruGreen LandCare LLC, a wholly owned
subsidiary of ServiceMaster Corp. (SVM),
Chicago. TruGreen will continue to oper-
ate its lawn care and landscape mainte-
nance divisions within ServiceMaster. Tru-
Green's construction operations had sales
of approximately $168 million in 2000.
Terms of the deal were not disclosed.

Ell plans to make the new landscape con-
struction assets part of its Valley Crest Divi-
sion. New or expanded markets for Valley
Crest now include Washington-Baltimore,
Boston, Minneapolis, Chicago and Austin.

Richard Sperber, president and COO of
Environmental Industries, commented on the
purchase, “We are pleased to join with these
operations and the teams that run them.
These are outstanding organizations with a

This move develops
access to new growth
IR ~ 1 ¢4 \ i
OppUI ctunites ana d
ates an |inaustryv leaqet

committed to world-
class practices and

operational excellence

good reputation and include some of the
finest landscape people we know.”

Until recently, Richard Sperber served as
president of Valley Crest. He added, “We've
been searching for the right mix of acquisition
opportunities to complement the great mar-
ket position we enjoy. This deal makes sense

Guadalupe Nanez and his
daughter, Catalina Nanez, 4,
watch as Fiesta Floats per-
forms a road test on Rain
Bird’s Tournament of Roses
fioat entry, Saturday, Sept. 8,
20071, in Duarte, CA. All en-
tries in the parade must pass
a series of tests before they
are adomed with flowers
and participate in the Janu-
ary 1, 2002, parade in
Pasadena, CA.



strategically. It strengthens our
core services and our ability to
offer full-service landscape and
site development services for cus-
tomers across the country.”

The new organizations will
report to Valley Crest's re-
cently appointed president and
COO, Thomas Donnelly, “This
move develops access to new
growth opportunities and cre-
ates an industry leader commit-
ted to world-class practices and
operational excellence,” he
said

he acquisition is Ell's
fourth in the last 24 months
and is a part of a strategy of
moving into more eastern and
northern landscape markets, as
well as providing new opportu-
nities to develop the firm'’s ex-
tensive landscape design/build
business. Valley Crest is known
for its full-service capabilities,
as well as specialty construction
work in unique and compli-
cated projects such as Las
Vegas casinos and Disney
World's Animal Kingdom

I'he move increases Ell's
employee rolls to more than
6,500 and boosts its annual
proforma revenue to nearly

$600 million
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VIDEOS AND LITERATURE FOR THE GREEN INDUSTRY

It's raining irrigation
products... in Century Raid
Aid's new 2001-2002 supplies
catalog, available free to
landscape professionals by
calling Century at 800/347-
4272 or by registering on the Century Web site
at www .rainaid com. Thousands of landscape
irrigation supplies and specialty products, in-
cluding sprinklers, valves, central control sys-

tems, low volume irrigation and more are fea-
tured in the 160-page catalog.

with Bobcat's interactive CD for concrete/flat-
work applications. The CD includes video clips
and attachment specifications for 17 Bobcat
attachments, including backhoes, breakers,
concrete mixers, sweepers and more. The CD is

available from your local Bobcat dealer, or you
can request it at www bobcat com

Tons of truck accessories... can be found in
AW Direct, Inc.'s spring 2001 catalog. Products
include Whelen lightbars, reflective clothing,
ratchet binders, chains, hooks, wire rope and
toolboxes. To receive a free catalog, call
800/243-3194 or send an e-mail to
contactus@awdirect.com.

Mid-mount “Z" fans... should check out
Walker Manufacturing’s new brochure, “What
You Should Know Before Buying a Mid-Mount
‘Z' Riding Mower.” Provided in the brochure is
a 10-point checklist to help customers match
the best of two styles of mowers to the in-
tended application while understanding their
real-life needs. For a copy, call 970/221-5614.

People & companies

The Toro Company sales manager for its

named Tim Ford professional turf and
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Control group
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its president and chief
land- operating officer.
scape
main-  Dow AgroSciences
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ance ley marketing man-

division, Environ- ager for turf and or-
mental Care. namental
insecticides.
Valley Crest, the
landscape company Responsible Indus-
try for a Sound En-

vironment hired

and wholly owned
subsidiary of Envi-
ronmental Indus- Frank Gasperini as
tries, named director of state is-
Thomas C. Don- sues.

nelly president and

T presi
iy
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of

sales

%\ ;
Heegard

PBl/Gordon Corp.
named Mark Miller

Environmental In-
dustries appointed
Nada Duna vice
president and Roger
Zino president and

chief operating offi-

chief operating offi-
cer. Valley Crest
Tree Co. named
Vicki Povah Mar-
tinez senior vice

president and

Textron Golf, Turf
& Specialty Prod-
ucts named John
Dreibelbis manager
of advertising and

communications.
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Twin cities target phosphorus fertilizers

MINNEAPOLIS — Beginning Jan. 1, 2002, members, citing the need to protect lakes
commercial lawn care applicators will no within city limits, approved the ban Sept.
longer be allowed to use turfgrass fertilizers 28. Minneapolis followed the lead of sur-
containing phosphorus here. City council rounding suburbs that have also banned the
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use of phosphorus-containing fertilizers. As
of this writing, lawmakers in the City of St

Paul were considering similar action

The opposition speaks

Both the Minnesota Nursery Landscape As-
sociation (MNLA) and Responsible Industry
for a Sound Environment (RISE) are oppos-
ing this city-by-city effort to restrict the ef-
forts of commercial applicators.

“The ordinance is wrong on the facts, and
it’s wrong on the science,” says Jim Skillin,
manager of formulator issues for RISE.
“They're doing this because they think it's
going to improve the water quality in their
lakes, but it's not. In the long term it will im-
pair water quality. The turf will get thinner
and there will be erosion and more runoff.”

In unsuccessfully trying to head off the
ordinance, Skillin asked council members
“to conduct a little research on the subject
of inorganic phosphorus in lawn fertilizer
products.” He told them that inorganic
phosphorus from turf fertilizer reacts with
the soil and doesn’t travel far within the soil
He said a bigger problem is organic phos-
phorus leaching out of dead vegetation.

MNLA executive director Robert Fitch
says his group opposes the “patchwork quilt’
approach that each community is taking in
n‘galrdb to the issue.

The Minneapolis ordinance also covers re-
tailers that sell turfgrass fertilizer. After Jan. 1,
lawn fertilizer displays containing phosphorus
will be limited to 10% of the quantity of non-

phosphorus lawn fertilizer on display.
— Ron Hall
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COVER FEATURE

Growth strategies
for the road ahead

Spring 2002 will be far different from Spring 2001. Understand

your options now to make your organization ‘recession-resistant’

BY SUSAN PORTER
ew businesses are unaffected by our
changing economy and the events
of September 11th. The out-

investors lost money on the stock market and the events
N\ of September 11th engendered new fears.
: “We expect to see a dramatic slowdown in the

look for Green Industry commercial building arena and possibly a dou-
business in 2002 has ble-digit reduction in new housing starts,"
changed dramatically, says Rick Randall, president of RBI Com-

panies, Littleton, CO. “I say possibly be-
cause the Fed's continuous lowering of interest
rates may help hold housing up, depending on the
mood of the consumer.”

The mood going into 2002 is challenging: businesses
are concerned about investment and cost cutting;
consumers are hesitant to invest in big-ticket

and savvy professionals are
already adjusting their plans.

How can you prepare? Several experienced pros
shared their ideas with Landscape Management, which
we've covered below and online at www . landscapeman-
agement.net (with more details).

Today’s new economy calls for new priori-

ties: understanding your changing market; keep- items.
ing current customers and seeking new ones; un-
derstanding your costs and how you can be more High anxiety: the new consumer

“The events of the last week (mid-September)
[ find most alarming is the stock market is
down more than 1,000 points, The amount of :
. Recession ahead wealth that disappeared is of great concern to me
N Early in 2001, several Green Industry organiza- as | see it effecting our residential landscape sales,”
tions saw slower business as a result of the general said Michael Currin, president of Greenscape Inc., Holly
economy’s trickle-down effect: “PEOPLE WILL BE AT HOME ON Springs, NC.

profitable; realizing your strategic advantages;

and selling aggressively.

M business closings i _ - World events may inhibit invest-
M lower office occupancy rates THEIR PROPERTY. WE NEED TO TAKE ment in large projects, says Don
M maintenance budget cutbacks STEPS TO JUMP ON THAT Willig, president of Consortium Man-
M postponed / cancelled capital OPPORTUNITY AND TALK WITH agement Services, Cincinnati, OH.
spending projects THEM ABOUT THEIR SERVICES." “Much of our industry is driven by dis-
M more layoffs. -EWALD ALTSTADT cretionary income...People will mini-
This affected commercial land- mize, delay or postpone projects if
scape design/build and maintenance first. Then, a slowing world events are producing anxiety for them.”
economy began to erode consumers’ confidence as many continued on page 22
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Opportunities on the horizon

How business might operate in 2002:

SMART STRATEGY:

SMART STRATEGY:

¢ Residential firms go
into light commercial

v Commercial contrac-
tors seek larger clients
v Design/builders seek
government bid projects

additional value, rather than price-driven
work

© Market experience, awards,
accolades, long-time customer programs
to emphasize stability, professionalism

Residential Clients will hesitate to © Contact customers concerning their ~ Mortgage rates are low, @ Market affordable financing for landscape
design/build commit to projects, may needs, schedules, issues encouraging "closer to and personal property investments, value of
defer additional phases @ Suggest changes of schedule, home* consumers to investment for resale and enjoyment
production, phasing, financing to suit spend on new homes, @ Market more aggressively for new clients;
their needs and keep jobs profitable sales, refinancing and reward customer referrals
personal property
Residential Clients concerned with © Differentiate your services inaway ~ Clients still have limited @ Market how your services improve the value
maintenance personal finances may be  that is meaningful to customers time/ability to maintain of their investment in home
' receptive to low-ballers or @ Market your quality and special their properties, High-end @ Reinforce convenience factor
opt for DIY services homeowners unlikely to
DIY
Commercial Commercial design/build @ Know your cost structure and adjust  New and renovation © Communicate closely with current and
design/build projects may slow, be systems to make profits on every job projects will continue to  prospective customers
postponed or get @ Accommodate clients’ changing come online, with value- @ Adapt estimates based on your profit and
trimmed dramatically financial, timing, personnel or other conscious managers, clients’ requirements
management needs possible new priorities © Revisit previous clients for possible business
© Proactively suggest improvements, © Network for new contacts
ideas, additional services
Commercial Commerdial, multifamily © Sew up 2002 business now Commercial maintenance @ Revisit previous clients and network for new
‘maintenance and institutional property @ Look for longer-term contracts work continues to be in @ Market unique services, partner approach
e owners may cut budgets © Market unique, quality service and demand, especially as
and be receptive to low- customer care vacant space hurts their
balling, despite ongoing © Proactively suggest cost savings, win- bottom line
relationships with current  win innovations
landscapers © “Partner” to provide value and
special help
Chemical Residential lawn care © Reinforce benefits of professional Lawn care still a relatively @ Adjust service packages to enhance value
lawn care clients may decide this lawn care services inexpensive (compared to  for consumers
- “necessity” Is now a @ Market convenience and importance  other landscape services) @ Market services aggressively to new cus-
*fuxury” of keeping up property way to maintain property  tomers
appearance © Offer prepay discounts
% Clients may postpone or © Adjust service packages to encourage Irrigation, arbor care and @ Work with customer to adjust scheduling,
arbor care, cancel these services project commitment now specialty services continue  project phasing, payment, financing, etc,, with
specialty going into 2002 @ Know cost structure and adjust to 10 play key roles in the goal to gain contracts and follow-through
services, ensure continued profitability landscape health and commitments
upgrades benefits. Some work can't @ Proactively suggest adjustments, ideas,
. wait innovations for a win-win go-ahead
Labor EmploFes worry as they @ If it's worth it, share a reduced Layoffs in the Green © Recruit early to get quality employees avail-
: see volume decline and workload to keep valued employees Industry and elsewhere able from other Green Industry companies
customer orders slow working add to the pool of @ Great opportunity to recruit excellent middle
@ Continue training to develop potential employees for ~ manager, supervisor or foremen candidates
employees and offer customers extra 2002 from other industries
value
© Use normally slow winter months to
pare payrolls and reconfigure crews for
2002
‘Competition Expect new competitive © Know your cost structure and price  Natural selection will © Analyze costs and profit structure for maxi-
and price pressures at for profit occur. Unprofitable mum efficiencies
every level: @ Increase or maintain prices, businesses will not fare @ Price for profitability, not volume
v Layoffs = new entry- depending on your market conditions well in highly competitive @ Analyze viability of low-profit services. Drop
level startups © Consider moving to new customer markets or adjust service packages accordingly
v Low/mid-budget firms  segments @ Analyze viability of low-profit customers.
move to wealthier clients @ Partner with existing clients to offer Make adjustments as needed

© Opportunities exist to capitalize on competi-
tors’ weaknesses

® Opportunities exist for acquisitions on favor-
able terms
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continued from page 20

“I believe we are moving temporarily
into a selling economy, not a buying econ-
omy,” adds Tom Tolkacz, president of
Swingle Tree & Landscape Care, Denver,
CO. "We are now competing for a smaller
pie of money and are being weighed
against different things."

Jeff Aronson, president, As You Like It

"SOMEONE ONCE TOLD ME THE FIRST
THING TO DO IN A DOWNTURN IS
RAISE PRICES, AND IT WAS THE BEST
ADVICE I'VE EVER GOTTEN. YOU'LL
HAVE LESS CUSTOMERS BUT THOSE
YOU HAVE WILL STAY.”

- PHIL FOGARTY

& Potomac Valley Landscaping, Potomac,
MD, notes, “We are giving a lot of esti-
mates and proposals and have a lot on the
table. The jobs aren't closing at the same
rate as the fall of 2000, but we are not los-
ing jobs either. Clients just seem to be a lit-
tle slower in their decision making.”

Design/build bump
While many contractors have their hands
full with ongoing construction projects,
others are planning to encourage clients to
continue or commit to projects now.
“Listening to the clients and providing
% the products and services they
.  want will be vital,” cautions
BUMP Willig. “Sales, design and pro-
=/ ject management staff must be
trained to do the work
requested....and be sensitive to costs.”
“We're concentrating on building bridges
with dlients and creating relationships,” notes
David Snodgrass, president of Dennis’ Seven
Dees Landscaping Inc., Portland, OR. “We're
building up the level of our performance and
want to be on more of their short lists.”
“Mortgage rates are hitting the lowest in

40 years and many are considering refi-
nance,” says Rod Bailey, consultant, Alder
Springs Enterprises, Woodinville, WA.
“What a marvelous chance to upgrade or
finish that landscape project. There isa
tremendous need for the landscape com-
munity to be proactive about this. Every-
one who wants to do-it-yourself is open to
be sold on having it done right by a pro.”

Necessity vs. luxury

No one expects customers to stop using land-
scape maintenance or lawn care services, but
many still expect changes.

“A general slowdown in the economy will
take out marginal customers — those who
want the services but had to stretch the bud-
get to afford it,” notes Charles King, King
Green Inc.,, Norcross, GA.

Ewald Altstadt, director of operations
for Lawn Doctor, Holmdel, NJ, sees the
new “stay at home” consumer as an oppor-
tunity. “People will be at home on their
property and we need to take steps to jump
on that opportunity to talk with them
about our services."

While many pros focus on commercial
customer relationships, they see price cutting
as a potential problem.

“Commercial property managers are look-

“WE'RE GOING TO FOLLOW UP EVERY
LEAD, GOOD OR BAD, NO MATTER
WHAT. IN THE PAST, WE JUST TOOK
ORDERS. NOW, WE'RE ACTUALLY
GOING TO START SELLING.”

- DAVE WILLIAMS

ing at value as well as the relationship,” says
Scott Brickman, president of The Brickman
Group, Langhome, PA. “The relationships will
continue to be important but also expect to
hear, ‘We're hurting. . .I'm getting pressure."”
Resist the urge to cut prices, he says. “The
worst thing to do is to go out and cut prices.
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“GRASS GROWS JUST AS FAST IN A
RECESSION AS IT DOES IN A BOOM.”
— ROD BAILEY

Keep pricing where it needs to be.”

“Someone once told me the first thing to
do in a downturn is raise prices, and it was the
best advice I've ever gotten. You'll have less
customers but those you have will stay,” notes
Phil Fogarty, sub-master franchisor for Weed
Man/Turf Holdings Inc., Cleveland, OH.

Opportunities knock
Preparing your organization is one thing; un-
derstanding your opportunities and taking ad-
vantage of them is another.

“We're going to follow up every lead, good
or bad, no matter what. In the past, we just
took orders. Now, we're actually going to start
selling,” explains Dave Williams, owner of
Rainy Days Irmigation Inc., Gamer, NC.

“I strongly advise lawn care companies
to plan ahead for a potentially difficult
winter,” adds Jim Campanella,
owner of The Lawn Dawg, y
Nashua, NH. “Offer customers incen- N
tives to renew and prepay early...Use the
down time in winter to bring in new business.
Call back people who received estimates but
did not use your services.”

“Marketing is the one input in your busi-
ness that can bring in sales,” says Marty Grun-
der, president, Grunder Landscaping Co., Mi-
amisburg, OH. “We're signing up contracts
and hustling. We have an attitude of ‘think
spring’ already.”

Although competition may be more in-
tense, demand will continue. As Rod Bailey
notes, “Grass grows just as fast in a recession
asit doesin aboom.” 1m

Read /,: vlandscapemanagement.net
More \

Visit our Web site’s “This Month's Features” page for
more ideas and reaction on business strategies for 2002.
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Maybe it's good other preemergence herbicides stain.

\ctually, choosing Dimension® specialty herbicide is a whole lot better for your bottom line. It is,
after all, the only option that won't leave filthy. yellow stains on people. pets and equipment. And while
Dimension never stains, it always delivers long-lasting prevention of crabgrass, goosegrass. Poa annua and
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May 1969

Graduated from The
Ohio State University
with bachelor’s of science
in horticulture

Hired by Thornton
Landscape, Inc.

Attends first ALCA
meeting
1983

Elected president of the
Ohio Nursery Association

Bought Thornton
Landscape, Inc.

In line to become
president of ALCA

People of the Year 2001

These outstanding people exemplify professionalism,
dedication and a willingness to share their time and
energy for our industry

Landscape contracting: Rick Doesburg / President,

Thornton Landscape, Inc., Maineville, OH

BY JASON STAHL

ver since he
was 14,
working at
South Euclid
Garden Sup-
ply in Ohio,
Rick Does-
burg knew he wanted to pur-
sue a Green Industry career,

“I just enjoyed working with
people, and once I gained more
knowledge, I got a kick out of
being able to diagnose turfgrass
diseases,” Doesburg says.

Now, he’s getting a kick out
of nunning his own company,
Thomton Landscape, Inc., which
he bought in 1999 after 25 years
as one of its employees

His single most important
professional achievement?
“Putting together and being part
of a wonderful team at my com-
pany geared toward quality and
‘beauty by design’," he says.
Doesburg says it’s this team that
allows him get involved with as-
sociations, another thing he's
proud of.

But friend Kurt Kluznik, pres-
ident of Yardmaster, Inc.,
Painesville, OH, who claims he
would have never gotten in-

volved in ALCA without Does-
burg's prodding, feels there’s an-
other reason why Doesburg is
able to accomplish so much. “I'd
call him the velvet hammer if he
was in sales with me because he
knows how to get things done
without being too assertive,”
Kluznik says.

That kind of skill came in
handy in 1999 when Doesburg
almost left Thomton Landscape
because, as he says, “we didn't
seem to have a good focus of
where we were going.” But now
he says his company is poised to
stay on top as a cutting edge
leader of design/build landscape.

Staying on top won't be easy,
says Doesburg, who believes the
government will be responsible
for some of the biggest challenges
the Green Industry will face
within the next decade. “Legisla-
tion, taxes, social security,
OSHA — all that has a tremen-
dous impact on our ability to be
profitable. If we don't look out
for ourselves, nobody will."

That's why Doesburg believes
association work is so important.
“People have to break away from
their business and give something

back,” he says.
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Doesburg has certainly done
his share, whether it be with
ALCA, the Ohio Nursery Asso-
ciation, Cincinnati Homebuilders
or the Green Industry Expo.
“What | am is what I've leamed
from ALCA," he says. He has
not only advanced those associa-
tions with his own work but
helped others make their mark.

“He was always there to help
me out when I needed it, like
when [ took leadership positions
in ALCA,” says Jud Griggs, vice
president of operations at Small-
wood Design Group/Smallwood
Landscape, Inc., Naples, FL, and
former ALCA president

“Some people take on things
because they want notoriety, but
the best thing about Rick is that
he prefers to stay in the back-
ground,” Griggs added.

The reason Doesburg bought
Thomnton Landscape was be-
cause his son, Andy, was graduat-
ing from college. “We had always
talked about starting a business,
and that gave me an opportunity
to work with him." Now, Andy
works in sales, and Rick is hoping
he takes over the business some

day. wm



PEOPLE OF THE YEAR 2001

Grounds management: George Van Haasteren /

Director-Grounds, Dwight-Englewood School,

Englewood, NJ

BY RON HALL

eorge Van
Haasteren,
2 CGM, isno
2 comedian, al-
though
sometimes
he tries. In
describing his college football

| .

days, he says he played end,
tackle and guard. “I sat on the
end of the bench, guarded the
water bucket and tackled any-
one who came near,” he says.

This big man with a hearty
demeanor has the rare ability to
pack 25 hours of activity into
every 24-hour day. Much of that
energy is directed at being the
best grounds professional he can
be — and helping others achieve
a similar goal.

“Many people believe that
anybody can run a grounds main-
tenance operation,” says Van
Haasteren. “They don't realize
that it takes years of training and
education to be successful in this
profession.”

Van Haasteren should know:.
He's been advancing the profes-
sion of grounds management for
20-plus years, starting with the
Paramus (NJ) Shade Tree and

Parks Department in 1981. His
career includes three years as
grounds manager at Columbia
University, New York City, and
almost 15 years as director of
grounds at the 30-acre campus of
Dwight-Englewood School.

“He really turned our grounds
around,” says Kevin Herron, di-
rector of the physical plant at the
prestigous private K-12 school of
about 1,000 students.

“In addition to the landscape,
he's responsible for five athletic
fields on campus and a couple of
fields in a county park.”

Van Haasteren says child-
hood experiences on nearby
sandlots led him, ultimately, to
become the first grounds man-
ager in the State of New Jersey to
gain certification from the Profes-
sional Grounds Management So-
dety (PGMS) and, this year,
president of that organization.

“When we were kids we
played baseball morning, noon
and night,” he says. “There was a
little area between a library and
some tennis courts, and we built
our own baseball field and made
our own ground rules. For in-
stance, if you hit the ball over the
tennis nets you had a double, and

if you hit it to the school, you
had a home run.”

This love of sport led Van
Haasteren to excel in football,
eventually making the University
of Miami (FL) squad. In a sense,
those experiences still drive him.
In addition to his duties at
Dwight-Englewood School, he
and partner Ken Krausz, CGCS,
own Sports Fields Management,
Inc., a firm specializing in athletic
field construction and mainte-
nance. One of its clients is Para-
mus Catholic High School, Para-
mus, NJ.

"George has done great things
with our fields,” says Steve De-
Gregorio, PCHS athletic director
and head football coach. “Before
he started here there was a 50-by
70-yard area that was bumpy
with rocks, twigs and glass. It was
awful. Now it's a gorgeous field."

Tom Shaner, executive direc-
tor of the PGMS, says that Van
Haasteren's ability to work as a
team player is, perhaps, his great-
est gift. “Like a good captain,
George seeks out and recruits the
best player, or member in this
case, to meet every challenge,”
says Shaner. wm

Attended University of
Miami, Coral Gables, FL
1981-1987

Boro of Paramus (NJ)
Shade Tree and Parks
Department
1987-1995

Director of Grounds:
Dwight-Englewood
School, EngleWOOd' NJ
1995-1998

Grounds Manager for

Columbia University, New

York City
1997-Present

Grounds Manager for
Paramus Catholid High
School

Director of Grounds:
School, Englewood, NJ
1997-2000

Chair for PGMS
2001

President of the
Professional Grounds
Management Society
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Lawn care: Roger Yeary /
Vice president of health, safety and environmental
stewardship of TruGreen ChemLawn, Delaware, OH

BY RON HALL

any
lawn
care
com-
pany
owners
proba-
bly weren't in the business
when the industry faced it most
bitter battles concerning lawn
care chemical use. Nor are you
probably aware that one of the
industry’s influential figures
during those times is quietly
leaving the industry.

Dr. Roger Yeary retired from
TruGreen ChemLawn earlier
this year, but remains as a consul-
tant with the company until the
end of this year. A toxicologist,
he still makes once-a-week trips
to the TG-CL research facility in
Delaware, OH.

“Probably what I'm going to
do is spend the winter months in
Arizona and the summer and fall
months in Columbus,” Yeary
tells LM.

Yeary's career took several
twists before he began his 25-
plus-year association with lawn
care. He eamned a degree in vet-

erinary medicine at The Ohio
State University, Columbus, in
1956, but several months into a
practice in Willoughby, OH, he
was coaxed into joining the U.S.
Air Force School of Aviation
Medicine in San Antonio, TX.

Yeary fulfilled his military
commitment working with a
small group of specialists devel-
oping environmental systems for
space flight, part of the U.S.
space race with the Soviets. It
was during this time that he be-
came interested in toxicology.

In 1977, then with The Ohio
State University cooperative ex-
tension, he got a call from Chem-
Lawn which was fielding con-
cems from homeowners fearful
of the safety of lawn care prod-
ucts on their pets.

“I started doing some consult-
ing for them,” says Yeary. “I did
that about four years and finally
realized that [ was working 2 full-
time jobs, so I left the university
and went to work for Chem-
Lawn fulltime in 1984," he says.

During the tumultuous
1980s, when municipalities
across the United States tried to
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chemical lawn care, the industry
looked to ChemLawn and the
data generated by Yeary to show
that the industry presented negli-
gible risk to employees, cus-

and to the environment.

"T've always considered myself
to be the guardian of the health
and safety of our employees,” he
says. “Since so many companies
copied our programs, I believe
that this has had a positive im-
pact on the entire industry.”

Yeary, a popular speaker at
Green Industry conferences and
seminars, participated in dozens
of public, legislative and EPA
hearings during his career, and
defended the industry on national
news programs like Ted Koppel
and Good Moming America.

“I believe that my most im-
portant contribution to the lawn
care industry has been defusing
the exaggerated and inflamma-
tory claims of the health and en-
vironmental risks of lawn care to
the media, regulators, legislators
and, at times, in the judicial sys-
tem as an expert witness,"” he
says. Lm



WALKER vs MiD-MOUNT

A NOSE-TO-NOSE

COMPARISON

Make an honest appraisal
BEFORE.. . buying a Mid-Mount “Z”
Riding Mower

| These days, to the point of
confusion, the commercial riding mower |
.~ market is filled with Mid-Mount “Z"s.
. Many of these machines are being sold
4 with empty points of price, ground speed
and overkill of horsepower—ignoring
true value to the owner.
To help the selection process, Walker has
produced a Buyer’s Guide (hot off the
press). While the Mid-Mount fits some
mowing jobs, the Buyer’s Guide shows 10 |
ways the Walker is the better choice for
many of today’s landscaped properties.
Pick up a copy of the Buyer’s Guide at
your Walker dealer or write or call for
your copy today.

oot you Request IM@W Information
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LABOR SUPPLY

s H-2B right for you?

Little-known
details about
the applica-
tion process
from this
industry
expert will

save you time

and trouble

g

The H-2B visa can sometimes solve a company’s inability to find a dependable Iabor source

BY JEFF WEST
o H-2B or not to H-2B? That

is the question many compa-
nies in various seasonal indus-
tries are asking themselves
more and more often. As little
as four years ago, most service
companies in the United
States hadn't even heard of an H-2B visa, let

alone decided whether to pursue one.

H-2B defined
The H-2B visa has recently become popular
with a number of industries that have had difh-
culty finding a dependable labor source.

In laymen'’s terms, the H-2B visa is a tempo-

rary seasonal work visa for companies that cannot
find enough domestic labor to run their business.
To be eligible for an H-2B visa, your company
must prove that the jobs it's trying to fill are tem-
porary and seasonal in nature. For example, if
you own a landscape company and lay off work-
ers in the fall or winter due to weather, you
would be a prime candidate. If your landscape
company is located in, say, Arizona, you must
prove you have a peak season by showing notice-

able fluctuation in your payroll over several years.

Finding the workers

Approximately 90% of workers who arrive in

the U.S. under H-2B visas are Mexican immi-

grants; the remaining 10% come from Canada,
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the Caribbean and other Latin
American countries,

If you apply for H-2B visas
without the assistance of a
labor or H-2B contractor,
you'll be responsible for re-
cruiting your own workers as
well as making sure they have
legitimate passports and no
previous problems with the
Immigration and Naturaliza-
tion Service (INS). You may
also have to take a trip to the
appropriate consulate you in-
dicated on your H-2B visa ap-
plication. This could be a good
thing if the consulate you
listed was in Jamaica because
you could write off your vaca-
tion and take care of your
labor needs in one trip! On the
flip side, if you listed a con-
sulate in Mexico (the most
common consulate listing) and
your application was delayed,
you might have to wait in line
for hours in triple digit tem-
peratures.

Don’t delay

The first thing to realize when
pursuing an H-2B visa is that
you can’t wait two weeks be-
fore you need workers to start
the application process. The
earliest you're allowed to
apply is 120 days before you
need workers, Expect the
process to take 90 to 120 days
before you receive INS autho-
rization. If you're a first time
hler, give yourself 150 days be-
cause you'll probably place a

comma in the wrong place in

Most workers who apply for a sea-
sonal job want to start working as
soon as possible, not two or three
months down the road.

the job description and delay
your application indefinitely.

Is it right for you?

If you think H-2B is the an-
swer to your labor woes, think
again. Realize the following
five things:

1. If you're looking for
cheap labor, you shouldn't use
this program. Companies with
this attitude have bad experi-
ences.

2. H-2B workers are look-
ing to work at least 50 hours a
week.

3. Housing costs should be
around 15% of the average
monthly wage. Remember, these
guys are working for your com-
pany to save money for family.

4. You will need to set up a
housing arrangement before your
workers arrive, which means find-
ing bedding, cooking utensils, etc.

5. If you're looking for a way
to legalize your illegal workers,

you'll be disappointed!

H-2B simplified
The first application for an H-
2B visa is with your state's em-
ployment security agency or
department of labor. This will
determine the prevailing wage
your company will be required
to pay the workers.

The next step, the recruit-
ing process, takes at least 30
days. This process begins with a

continued on page 34

H-2B remains your best option

Despite the economy falling deeper into recession after the terrorist attacks on America Sept.

11th, labor companies say the need for additional labor is still high and predict it will remain

high.

“The grass isn't going to stop growing,” said Robert Wingfield, president of Amigos Inc,, a

Dallas-based labor contracting firm that supplies U.S. businesses with Mexican seasonal work-

ers. “So far, I've only had one client cancel their order for workers, and that wasn’t a landsca

company.”

“From an immigration standpoint, everything has slowed down considerably,” says labor

contractor Jeff West, president of GTO International, Rochester, MI, West said he expects less

demand for immigrant workers in industries such as hospitality and food service, but U.S. land-

scape companies will still need seasonal help.

“Even though there will be workers unemployed, they don‘t tend to gravitate to the Green

Industry because the work is seasonal and involves a lot of physical labor,” he said.

Terry Foley, with Foley Enterprises, Austin, TX, another sizable labor contracting firm focus-

ing on the Green Industry, said that one of the biggest problems her firm faces is companies

that wait until the last minute to start processing their H-28 employees.

“We're kind of chewing our nails, but we do that every year about this time,” she said.

This year in particular, she cautioned, companies needing seasonal immigrant help should

begin the process immediately. “They have to supply so much documentation to substantiate

their need that it’s taking them longer."”

Like West, Foley doesn’t see the pool of recently unemployed U.S. workers desiring the jobs

typically filled by H-2B workers, “Part of me thinks that the people who are getting laid off are

in high tech and related jobs and they will not work on landscape crews. They will stay on un-

employment first.”

— Ron Hall
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The fungicide for people who realize

there’s more to life than applying fungicide.




RESEARCH | I PEOPLE | FORECASTING

There’s a reason we're the leading broad-spectrum fungicide. We last longer. And when you have as much to do as

you do, every day matters. Heritage® works up to 28 days to prevent the four major turfgrass diseases: brown patch,

gray leaf spot, take-all patch, and summer patch. Heritage. Just one of the quality products from Syngenta designed

for turf. Call 1-800-395-8873 to contact your local Syngenta sales representative and learn more about Heritage

Heritage


http://www.syngentaprofessionalproducts.com

continued from page 31
classified ad that runs in a daily local newspaper
for three consecutive days, usually including
Sunday. The ad’s wording is dictated by the
State Department of Labor. Once the recruit-
ing period is over, you have to supply the State
with your results.

Once the recruitment period has ended,
the State forwards your results along with

your application to the U.S. Regional De-
partment of Labor. Your application will
probably sit on someone’s desk for at least
four weeks before anyone grants approval or
rejection.

The last step is to file with the INS. If
you want really good service, you can
write a check for $1,000 and the INS will

guarantee your application will be

LAWN CARE

EQUIPMENT

Circle 114
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processed within 15 days of receiving
your check. If you want the regular ser-
vice, you only pay $110 and processing
could take from 15 to 45 days.

Passport, please

Don't think you're out of the woods once
the INS has authorized your company to
obtain an H-2B visa. The passports you've
submitted to the U.S. Consulate must be
approved.

Every worker you sponsor for an H-2B
visa must have a valid and up-to-date pass-
port. A Mexican male must prove he has
completed his military requirements with a
validated military card. Without the military
card, he can obtain a temporary passport for
three months, but only under the pretense
that he will start his military obligation
within one year.

Also, if workers have any previous prob-
lems with U.S. immigration or a police record
in the United States or Mexico, they will be
rejected.

— Jeff West is president of GTO Interna-

tional LLC, a labor recruiting company
based out of Rochester, MI. He can be
reached at 810/797-4422, or visit
www.gtoint.com for more information.



http://www.gtointcom

GLUTTON FOR

Introducing the AGCO ST series, @ With six models, ranging from 24
whole new line of powerful compact  to 44 horsepower, there’s one
tractors, ready to tackle any job on = that’s right for any job or budget.
your work site. These aren’t a All models feature standard 4WD,
bunch of fancied-up lawn mowers.  power steering, spring suspension
They’re designed from the ground up  seat and enough elbowroom for the
for the agriculture and commercial

professional. And they’re from - AG co
AGCO Corporation, with 100 years

of tractor building experience. " ST SERVES

Circle No. 115 on Reader Inquiry Card

guy they call “Tiny”. And thei’re
covered by a 24-month/1,500 hour
warranty, backed with one of the
largest dealer networks in the
country. So take a look at the new,
tough AGCO ST commercial tractors.
Every one is a glutton for punishment.

For the AGCO dealer nearest you,
visit www.dealers.agcocorp.com.


http://www.dealers.agcocorp.com
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TOOLS OF THE TRADE:
GREEN INDUSTRY SOFTWARE

How "“

IS your o

Industry-specific
software helps you
capture profits and
win clients

BY LYNNE BRAKEMAN /
ON-LINE CONTENT EDITOR

Of all your important tools, among the most
important (and the most bewildering) is com-
puter software. Whether it's business man-
agement or design/estimating/presentation
software, the choices are many and the in-
vestment is considerable.

When it comes to software, it's espe-
cially hard to determine when it's finally

36

green”
ftware?

time to make the leap from off-the-shelf
solutions (like Intuit Corp.'s QuickBooks
or Microsoft's Excel) to industry-specific
products.

If you think you've arrived at that jumping
off spot, Landscape Management has com-
piled a list of 25 Green Industry-specific prod-
ucts which begins on page 37. Go to
www.landscapemanagement.net for an
expanded listing including product descrip-
tions and live Web links.

Several Green Industry software ven-
dors share their insights on recent trends in
business computing and explain why their

customers believe the investment has paid

off in measurable growth of productivity
and profitability.

PASTEL CLIPART

You can use the PASTEL CLIPART 1o creale unique designs.

CAD STYLE

You can use the SYMBOLS 2000 cipart 1o create cad style designs
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David Tucker, president
Sensible Software Inc. (CLIP Software)

www.clip.com

“When we were still a lawn maintenance
company, we already knew we had to control
our job costing data so we could capitalize on
our best properties,” says Dave Tucker, ex-
plaining how Sensible
Software got its start at
the dawn of personal
computing back in 1988

Tucker says he's fre-

quently asked why a
company should switch
from off-the-shelf soft-
ware to an industry-specific solution like
CLIP.

“The answer to that is the same as for

Dave Tucker

somebody who says T'm happy mowing
lawns with my little MTD I bought at Home
Depot,” Tucker says. “Yes, maybe you are,
and maybe you can continue to be in business
for the short term with that tool. But, if
you're going to be professional and maximize
your profit — if you're going to be in control
of your company — you need to get the right
tool for the job.”

Tucker says some companies he's seen are
using thrown-together systems as nothing
more than electronic Post-It pads. He says the
real key to profitability is tracking and maxi-
Some new landscape CAD programs can
generate estimates and create proposal presen-
tation documents from a single project plan.
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MOUNT A BETTER DEFENSE AGAINST FIRE ANTS:

Fireproof

YOUR LAWNS AND LANDSCAPES.




YOU HAVE A NEW CHOICE.

You have a new choice for fire ant control. Something very different. It's from a new class of

insecticides, lasts longer and is easier to use than other treatments, and can eliminate the threat

of fire ants for up to a full year with one broadcast application. It's soon to be the top choice for

fire ant control, so we're calling it just that — TopChoice™.

The fire ant challenge.

Since arriving in Alabama
from South America in the
1930s, red imported fire ants
have earned a reputation as a

stubborn and vicious pest. If

disturbed, they will attack in
mass, each insect stinging repeatedly and injecting
venom with each sting. They can maim and even kill
animals and humans. Today, they infest more than 260
million acres in 13 southern states as well as California,
New Mexico, and Puerto Rico; and the problem is
spreading. One dome-shaped mound may contain
more than 200,000 ants.

Controlling fire ants has been challenging, to say the
least. Traditional methods are troublesome and results are
often less than satisfying. Baits and contact insecticides are
the two primary approaches. Both have drawbacks.

In the case of baits, they must be fresh and the
fire ants must be actively foraging for treatments to be
effective. Baits can be ruined by rain, and even if there
1s no rain, multiple applications are required. Baits
don't provide residual control either, so they are only
curative, not preventative.

Contact materials provide quick surface kill, but not
complete eradication. (The foraging ants they kill are only
about 10% of the total population and die before return-
ing to the colony.) Mound treatments often must be
watered in and, again, multiple applications are required

per season. Multiple applications are more than just an

[0l choice
inconvenience. They increase user exposure, the environ-
mental pesticide load, and the cost of labor and materials.

Contact materials often have an offensive odor, too.

Chipco TopChoice solves these problems.

Now, one-step fire ant control for up to a year.
Chipco TopChoice simplifies fire ant control: No multi-
step treatment processes. No time-consuming mound
treatments, And just one broad-
cast application of the
ultra-low-dose .0143%

granule can deliver up
to 95 percent control

in 4-6 weeks,

Once the fire ants are
gone, expect them to stay gone
for up to a full year. Chipco TopChoice has the residual
power to control developing queen cells and also new
queens that enter the landscape. It's a novel concept in

fire ant control: prevention.

Forget about mole crickets, too.

The active ingredient in Chipco

(Y A N~

the way. It's also the world’s best insecticide for mole

crickets. So while your fire ant problem is disappearing,
your mole crickets will be too. An application of Chipco
TopChoice for fire ant control will also control fleas and

ticks and nuisance ants.



It's fipronil.

The active ingredient in Chipco TopChoice is fipronil, a unique chemical com
pound that has revolutionized insect control in several industries worldwide
Since 1995, fipronil has been used globally for flea and tick control on
millions of cats and dogs, and it is the active ingredient in the revolutionary

new termiticide Termidor®. And of course Chipco Choice™ with fipronil has

quickly become the new, unmatched standard for mole cricket control on MO'Sture IS key

golf courses

Fire ants, like all insects,
require moisture. During hot
and dry weather, they burrow
deeper into the soil to find
more moisture and cooler
temperatures. In contrast, when
the ground is wet, fire ants are

closest to the surface — and

most vulnerable to insecticides,

The lowest-dose, non-bait insecticide. including Chipco TopChoice

Despite its remarkable efficacy, fipronil is a responsible choice for use around
i . So, to ensure best results,

animals and humans. At just 0.0143% active ingredient, Chipco TopChoice 1s
the lowest-dose, non-bait insecticide available for fire ants. Getting the same please apply Chipco TopChoice
control that one application of Chipco TopChoice provides would require 3 or
after rainfall or irrigation

more applications of an organophosphate. Or, put another way, one pound
of the active ingredient in Chipco TopChoice is equal in efficacy to over 25

pounds of an organophosphate active ingredient.

A unique mode of action.

Fipronil employs a unique mode of action to control fire ants. It interferes with
the insects’ inhibitory nervous systems. As a result, the insects die of overstimu
lation. Fipronil is active in insects by both contact and ingestion. Thanks to its
Transfer Effect™, it will also kill insects that have not had primary contact with
the compound themselves, but merely have touched others that have. Chipco
TopChoice controls fire ants gradually, allowing time for affected fire ants to
spread the insecticide throughout the colony before dying. This attribute works

extremely well, resulting in up to 95 percent control in 4 to 6 weeks

chipco

Professional Products




How Fipronil Compares to Other RIFA Control Products

Active Chemical Use Rate Est. Length of Speed ol
Ingredient Class (LB.Al/Acre) Residual Control Control
Fipronil Phenylpyrazole 0.0125 Up To 52 Weeks Medium
Acephate Organophosphate 075-15 Few Days Fast
Chlorpyrifos Organophosphate 1.0 and 8.0* 4 To 6 Weeks Medium to Fast
Diazinon Organophosphate 44 Few Days Fast
Hydramethyinon (Bait) | Amidinohydrazone 0.0073 - 0.011 Up To 24 Weeks Medium
Fenoxycarb (Bait) IGR 0.01-0.015 3 TO B Weeks Medium
Bifenthrin Synthetic Pyrethroid | 0.2- 04 4 To 16 Weeks Fast
Pyriproxifen (Bait) IGR 0.005 - 0.0075 12 To 16 Weeks Slow
Methoprene (Bait) Hormone Analog 0.005 - 0.0075 10 To 12 Weeks Medium

*8.0 Ib, rate only labeled for S0W on sod farms in the fire ant quarantine zone

TopChoice is your best choice.

Don’t be burned again by fire ant treatments that are more trouble than they're
worth. Choose something different. Really different. Chipco TopChoice is your best
choice. TopChoice.

To learn all about this innovative new product, the possibilities it presents, and how
to make it work for you, please talk with an authorized Chipco TopChoice agent. Call
1-800-843-1702 for the agent nearest you. We also invite you to visit our website at

www.aventischipco.com

INTRODUCING mmﬁchoice-

The Chipco family of professional products includes

tifichoice fire/Gstar ProStar' [MGird Sevin Acclaim Extra Finale' RONSTAR Prograss

Aventis Environmental Science USA LP / Chipco Professional Products / 95 Chestnut Ridge Road / Montvale, N) 07645/ 201-307-9700
Chipco and Termidor are registered trademarks and TopChoice, Transter Effect, and Choice are trademarks of the Aventis Group.
Chipco TopChoice registration is pending in some states. Remember to read and follow directions carefully. ©2001 Aventis

18l - 107 57000


http://www.aventischipco.com

mizing labor efficiency.

According to Tucker, hand-held com-
puters (also called personal digital assistants
or PDAs) for on-the-job data collection is

‘)m irreversible trend. Data saved in the

- PDA is downloaded to the main office

‘f'_computer. Some vendors already offer
routing and mapping applications that can
be uploaded to a crew’s PDA at the start of
the day, eliminating printed route sched-

* ules. CLIP communicates with English or

panish-language PDAs.

“Another trend is moving data on the In-
temet,” Tucker says. “We now have an option

‘that allows customers to go to a Web site and
check their bills and schedules. We're work-
ing on extending this to on-line communica-

Hlocet Software (Lawn Monkey)
www.lawnmonkey.com
"I think, by 2005, you will see a lot more
Web-based applications,” says Paul Jackson.
This model is a lot like leasing equipment.
The user pays by the month or by usage for
‘an application that is hosted on a vendor's
‘Web site.
Jackson has also noticed his clients strug-
gling with the problem of having multiple

PHOTO COURTESY ALOCET SOFTWARE

Specialized software can help you compare and
analyze crew efficiency and job profitability.

shops and off-site locations.

“What's coming is the ability to e-mail the
schedule to a crew’s PDA so they don’t have
to connect at the main office,” Jackson says.

www .softwarerepubliccom
Software Republic started out making soft-
ware for irmigation designers. Decell says con-
tractors who handle both irrigation and land-
ape design kept asking for a landscape
program, so the company created two pro-
grams: EcoCAD for design and job costing
and Photoscapes for customer presentations.
“The most important thing for our clients
is ease of use,” says Decell.
Although three-dimensional (3D)

landscape design packages are beginning
to become affordable, Decell says his
company made a decision to stick with a
two-dimensional solution to keep the
learning curve short.

“That’s also why we went with a separate
imaging program for visual presentations,”
Decell says. “We focus on what is going to be
easiest to leam — that’s what our customers

say is important to them.”

Green Industry software products
Following is a list of 25 vendors that sell green

industry-specific software applications.
GEMENT

BUSINESS MANA

Adkad | 800/586-4683
www.adkad.com
® GroundsKeeper Pro 2000

Rlocet Software | 877/529-6659
www.lawnmonkey.com
= LawnMonkey 2001 PRO

Compuscapes | 800/350-3534
www.compuscapes.com
= Compuscapes

DK Enterprises | 370/722-1350
dkenet.com/winlawn.html
= WinLawn Pro

continued on page 38

PROFESSIONAL GROUNDSKEEPING PRODUCTS

Infield Conditioner

Athletic Field Marking Dust

Calcined Clay (Professional Top Dressing Drying Agent)
Mound and Home Plate Clay or Bricks

Circle 124
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800 228 2987
www.diamondpro.com
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|lll!l$ vou mmml 800/475-0311

m Asset Integrated Business
Management System

¢ Multi-Category Search by Plant, Pest, Product and more Intac International Inc. | 800/724-7899
* 24/7 Turf & Ornamental Information at www bluehbookior.com www.wintac.net

¢ Search the C&P Press complete database for: BNVIntac o

- Labels - SARA Title 111 Performance MTM | 800/624-
- MSDSs - Mode of Action 8244

- Supplemental Labels - Worker Protection www.gopst.com

- Product Summaries - Label Tank Mixes = Route Rite Legend

- DOT <Stale Repisirakions. o R e b bRt bR s ssnasessrea

Practical Solutions | 614/436-9066

FREE TRIAI www theservicesolution.com
= The Service Solution

Call C&P Press today at 800-544-7377 o getaccesstothis || comevran LI
Premium Service for 2 weeks. . free of charge Rﬂw Industries Inc. | 800/999-1159
* Annual yubeertbur for firr Promum Sevvece s pody 510100 per pegs WWW-.faDplﬂd.(Qm
® Landscape Business Management
C&P Press PyRen)
Real Creen Systems
800/422-7478
Real Green Systems Lawn
Circle 116 www.realgreen.com ) .
® Lawn Assistant Il Assistant
............................ lnc.
L§°L""5 for New Resources to Increase Online Sales and Profits? Find it all in 800,/635-8485
www.clip.com
® CLIP and QuickCLIP

NEW FROM JOETRACY, INTERNET EXPERT AND
AUTHOR OF WEB MARKETING APPLIED

Research shows that nearfy all websites fail on a number of levels,

Palm OS" Emulator

which can lead to a large loss in potential business and revenue. That S 800/543-1249
does not have to be the case anymore thanks to joe Tracy's new book Avaiabie 2
Achieving Web Profits 2001 www sliceplus.com
e S e, | u SlicePlus
* Over 100 profic ideas for your website backed by research © | L iiininsririrssssnssesssrsrsssessnrasasssnest
+ How to establish an adverusing base Tree llanagemn Syxtms 812/816-7664

*» What a CPL is and how it can increase your revenue www.turftree.com
+ How to maximize returns on affifate programs m TurfGold

* Guidance on building an eBusinesspln |

* Techniques to support. avoiding investors, necwork with UDS, Green Industry
. Sompahortand consh pamdng o peodin ing Software | 800/626-T24T

egme s show www.activeapplications.com
m Active Applications

mlm Sensible Software's CLIP PDAs
www.camelotsoftware.com m SR GNh

= Camelot Software s
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DESIGN

3D Nature LLC | 330/665-9080
www.3dnature.com
® Visual Nature Studio

Innovative Thinking Software | 250/357-2550
www.tacherbfarm.com
= Growl!t Gold

North American Green | 800/772-2040
wWWww.nagreen.com

® Erosion Control Materials Design
Software

DESIGN & ESTIMATING

Design Imaging Group Inc. | 800/776-0103
www.designimaginggroup.com
= Design Ware Landscape

Eagle Point Software | 800/678-6565

www.landcadd.com
= LandCADD

First to Finish ... Built to Last.

Real control with ComfortRide™ is standard — with no gimmicks that sacrifice

Software Republic LLP | 281/463-8804

www.softwarerepublic.com
m EcoCAD 4.0

quality of cut — providing a ride so smooth that putting in a day's work is
not much work at all. Real liquid-cooled engines — the kind that include
three cylinders and solid cast-iron construction — provide maximum power

Vista Professional Outdoor Lighting | 800/766-8478

www.vistapro.com
= Vista Night Vision

to mowing decks and implements. DuraMax™ decks let you mulch, bag or side
discharge using the same deck. Grasshopper gives you a quality cut every time.

Visual Impact Imaging | 330/665-3080
www.visualimpactimaging.com
m EarthScapes

DESIGN & PRESENTATION

GardenSoft | 805/499-9689
www.plantmaster.com

m GardenWorks/PlantMaster Presentation
Suite

Get the real facts on why Grasshopper is “First to Finish ... Built to Last."
Send for literature, ask your Grasshopper dealer
or visit our Web site for details.

9

Horticopia Inc. | 800/560-6186
www.horticopia.com
m Horticopia Professional

LSI Software Inc | 905/947-0516
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The conventional wisdom on grub control is shiffing
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.
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SOIL HEALTH

Know your soll

Realizing the importance of healthy soil can help you diagnose

and treat its problems

BY JOHN FECH
oil is the
lifeblood of
landscapes. Even
though it pro-
vides nutrients
and water and
serves as anchor-
age for plants, it's taken for
granted and commonly over-
looked by the general public
and landscape professionals
alike. This article will point out
the fallacy of that assumption
and show that soil is one of the

most important components of
a healthy landscape.

Good soil/bad soil

Good soil is so crucial to land-
scape health that it’s usually the
first factor I consider during pest
diagnosis inspections, A soil
probe, bucket and screwdriver
are helpful in determining soil at-
tributes and how it stacks up
against the ideal. Trees, shrubs,
annuals/perennials, grasses, bulbs
and groundcovers growing in
well-drained, fertile, slightly acid
soils normally perform well, with
attractive flowers and green
leaves, providing beauty and
function for the property,

When plant roots are forced
to grow in poor soils, they not
only grow slowly and develop
abnormally but are susceptible
to insects and disease infestation.

Pests are repeatedly attracted
to weakened, stressed out turf
and ornamentals. The same is
true in the animal kingdom;
when watching one of those ani-
mal shows on The Discovery
Channel, you learn that the li-
oness always sets her sights on
the sickest or oldest wildebeest.
As such, good soils are a hall-
mark of Integrated Pest Manage-
ment, as trees and turf growing
in a healthy medium will be able
to resist a higher level of pest ac-
tivity than weak ones growing in
poor soils.

What's the problem?

So why do we have this problem
of poor soils — soils with ex-
treme pH, heavy clay, excessively
well-drained, low on nutrition —
in the first place? Many fingers
can be pointed at the housing
and construction industry be-
cause construction disturbs soil
dramatically. It seems the larger
the equipment, the more the soil
is messed up.,

The two most common dis-
ruptions are soil profile changes
and soil particle compaction.

When a basement is dug or
extensive grading is performed,
soil that was in one place is moved
to another. Careless equipment
operators often bring subsoil to
the surface and redistribute it as a
final grade for the landscape pro-

RAISING PH WITH LIMESTONE

(pounds of ground limestone per 1,000 sq. fi.)

change in pH desired sandy soil silty soil  clay soil

45106.5 50 160 200

5.0t0 6.5 40 130 150

5.5t06.5 30 90 100

6.0t0 6.5 15 50 55

LOWERING PH WITH SULFUR

(pounds of elemental sulfur per 1,000 sq. ft.)

change inpH desired  sandysoil  siftysoil dlay soil

851t06.5 45 60 70

8.01t06.5 30 35 45

751065 10 20 25

7.0t06.5 3 5 7
fessional to use for plant installa- caused by heavy construction
tion. Subsoil is low in fertilityand ~ equipment pressing soil parti-
is usually either sticky clay or cles together and eliminating
rocky chunks, neither of which essential voids, or air spaces.
support good plant growth. These air spaces provide oxy-

Conscientious construction  gen to the roots and avenues
companies direct their opera- for excess water to drain out

tors to remove the topsoil for
stockpiling off-site, then exca-
vate what's needed for the
basement. After the rough
grade, the topsoil is then redis-
tributed and spread out, and
the final grade established.

If soil profile changes aren't
to blame for poor soil, it might
be compaction, which is
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of the root system. Com-
paction is more likely to occur
if the soil is wet when the
equipment moves over it
and/or if it's mostly comprised
of clay or silt,

Let it drain

Ideally, soil would be comprised
of half air spaces and half mineral



Masonry work, especially
around the foundation of a
house, can cause problems

with soil pH.

components. When compaction occurs, soil
particles are pressed together, causing just
about anything with a root to suffer. Why?

All plants have an optimal amount of
water and air they need for root growth. In
poorly drained soils, the voids between soil
particles fill up with water faster than it can
flow out, and the roots don’t get the oxygen
they need. If this condition continues for an
extended period, the roots will rot or stop
growing, causing the plant to wilt or take on a
scorched appearance.

Another common drainage issue is that of
the perched water table, which occurs when
horizontal layers of soil are created, each with
different soil characteristics such as organic

matter, large air spaces, clay content and pH.
The most dramatic difference is when a layer
of soil with large air spaces exists over one
that has small air spaces. The laws of soil
physics prevent water from the top layer to
pass quickly into the second layer. Instead, the
rate of downward water movement is dra-
matically slowed, forcing most of the water to
rise vertically.

The downside to a perched water table is
that the roots are wetter than they need to be,
and they decline. Ironically, this is what hap-
pens when misguided landscape professionals

add a layer of compost, sand or peat moss on
top of a heavy clay layer in an attempt to im-
prove the site’s drainage. “Fixing” these prob-
lems is discussed under the section on soil
modification at www.landscapemanage-
ment. net.

Good soil mix

Over the years, various soil types' attributes
have been fairly well-documented. Clays
hold water and nutrients tightly, and tend to
produce fertile landscape soils that drain

continued on page 44

NEED A DEPENDABLE H-28 WORKFORGE?
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Construction activities can cause pH changes as well as soil compaction
and layering. This creates difficult growing conditions for turf and land-

scape plants near the foundation of a building or house
where considerable amounts of concrete, gypsum
and other materials can accumulate.

continued from page 43
poorly. Sandy soils allow for excess water
drainage, yet can cause plant stress from
drought and lack of nutrients. Silty soils are
somewhere in between these two extremes,
usually on the clay side in terms of drainage
and nutrient-holding capacity.

Extreme soil types present challenges to
landscape professionals, but soils with low

- - ' 'Af. L A e
x : Application and incorporation of compost
levels of organic matter pose even more diffi-

culty. Organic matter is deposited in soils over

time, filtering in from the decompasition of able level is between 3%-5% of the total soil
tree leaves, thatch and other plant remains. It volume.

serves as a loosening agent in heavy soils, and The relative alkalinity or acidity (soil re-
a holding agent in well-drained soils. A desir-  action) of a soil is another component to

helps with the aeration of soil.

aniel B Iw

e Patented Trip Edge

» Replaceable cutting edges

* Individual sections that trip

¢ Clean down to pavement

¢ Superior Back Dragging

¢ Snow guard increases capacity

¢ Bucket Mount or Quick Disconnect
* Daniels quality rugged construction
¢ Multiple sizes available 10’ to 32'

DANIELS
YN
* Box Plow >
847-426-1150 » Fax 847-426-1171 » www.danielsplows.com
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consider. The optimal level of pH for most
landscape plants is between 6.0-6.7. Ex-
ceptions include clematis, azaleas, holly,
rhododendron, blueberry and many
conifers, but for the most part, optimal
growth is observed when the level is
slightly acid or neutral.

It's common for construction activities to
cause pH changes as well as soil compaction
and layering. This can create difficult growng
conditions for turfs and landscape plants near
the foundation of a building or house, where
considerable amounts of concrete, gypsum
and other materials being mixed can spill.
These building products tend to be alkaline,
and can create “hot spots” in soil, especially in
the areas where portable concrete mixers and
wheelbarrows were parked.

At pH levels above or below optimal,
certain nutrients such as iron, phosphorous
and manganese become unavailable to
plants. Plants growing in soils with these
pH levels appear stunted, chlorotic or mis-
shapen and distorted. The classic problem
of pin oak chlorosis falls into this category,
with high pH soils tying up the iron
needed by the plant. The result is yellow
leaves produced on stunted-looking stems.
Left unchecked, many plants suffering
from iron chlorosis eventually die.

Soil modification
If your soil isn’t up to snuff, you may
want to offer soil modification. More de-
tails are available on-line at www.land-
scapemanagement.net. um

— John Fech is a horticulture educator for the
University of Nebraska Cooperative Extension.

o
Read (whisndscapemanagement.net

More \

Visit our Web site’s “This Month's Features™ page for
specific details on how to modify your customers’ soil
through aeration, drainage, pH and fertility.
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TECH CENTER

Efficiency is key to
profitable cleanup

BY CURT HARLER

Mike Gilmore, owner of Grow-
ing Solutions, Lutherville, MD,
knows a landscape professional
makes money only when moving
quickly from one job to the next.

Gilmore's company can aerate
and dean 25 acres a day. He runs
two Deere TC125 material collec-
He'll likely obtain a third TC125
next season. “It’s a great machine
with simple setup. It does an effec-
tive job,” Gilmore says.

Gilmore, partnering with a
designer on Maryland's East
Shore, is developing a machine
that shreds the aerator plugs
and blows the mulch out the
back. “That would make the
job even quicker,” he says.

A.M. LEONARD
937/773-2694

The angled double-diamond
brushes on the Gandy Sweep
Master turf brush blends light or
heavy topdressing into the surface,
Available with Cushman Truckster
hydraulic package, manual lift tow
hitch and other features.

Circle #260

JOHN DEERE

800/537-8233
www.deere.com

John Deere’s TC125 Turf Collec-
tion System tow-behind attach-

ment allows one person to pick up
and dump aeration cores, sand,
clippings, leaves or thatch. It cov-
ers a 48-in. swath, Hopper capac-
ity is 25 cu, ft.

Circle #261

FOSTER

262/633-7073
www.fostermfgcorp.com

The Professional Cart from Foster
Manufacturing, Racne, W, has a
steel undercamiage and moves on
two 26-in. pneumatic tires mounted
on reinforced, spoked rims,

Cirdle #262

JRCO, INC.

800/966-8442
Www.jreoinc.com

The Model 490 Transporter from
JRCO, Minneapolis, MN increases
grass catcher’s capacity by holding
excess grass and leaf clippings,
and transports mulch, landscape
materials and line timmer.

Circle #263

KADCO USA
800/448-5503
The Carry-it cart from Kadco USA,

A Minuteman-Parker's
Scavenger sweeper

Buying tips

P Look for adjustable brushes and rollers
on sweepers

P> See if there are hydraulic dumps on
material collection systems

P Check hopper capacity

P Check load capacity

46 LANDSCAPE MANAGEMENT / NOVEMBER 2001 / www.landscapemanagement.net


http://www.degre.cQm
http://www.foytermfgcQrp.cQm

Amsterdam, NY, s lightweight but
made of high molecular polyethyl-
ene. ts 5/8-in. solid axle is welded
1o a three-in. wide steel plate.
Circle #264

LANDSCAPERS SUPPLY
800/895-4589
www.landscapersupply.com
Available for under $36 in quantity,
the 60-gal. green barels from Land-
scapers Supply, Spring Valley, NY,
can be used as-ts or with 56-gal.

garbage bags as liners
Circle #265

LITTLE WONDER
877/596-6337

www littlewonder.com

In the optional swivel wheel kit for
the high-output blowers from Lit-
tle Wonder, Southampton, PA,
the front wheel tums 360 de-
grees, making it easy to turn the
unit on turf or pavement.

Circle #266

MTD PRO

330/273-4550
www.mtdpro.com

The Pro F8 Tomado Blower from
MTD, Cleveland, OH, generates 175
miph air speed and moves 2,500 cfm
air volume. It's powered by an 8-hp
Briggs & Stratton Industrial Plus.
Cirdle #267

PARKER
630/627-6900

www.parkersweeper.com
The Scavenger all-terrain litter vac-
uum from Minuteman, Intema-
tional, Addison, IL, comes with a 5-

V roster Manufacturing'’s
Professional Cart

hp Briggs & Stratton or Honda en-
gine to tum an all-steel impelier.
Cirde #268

SHINDAIWA

503/692-3070

www shindaiwa.com

The Powerbroom models PB230
and PB270 from Shindawa, Tu-
alatin, OR, are recommended for
deaning up turf or removing sand,
dirt or fallen fruit. Units are pow-
ered by a Shindawa-buit premium
two-cydle 22.5 or 27.5¢c engine
Circle #269

SISIS EQUIPMENT
864/261-6218

www.sisis.com

Collect thatch or pick up debris
with the Litamina sweeper/collec-
tor. It has easily adjusted brush with
spiral design that dnves refuse cen-

trally into the hopper.
Circle #270

VACUUM TRUCK
888/955-2087
www.vactruckrental.com
Now you can rent Keith Huber
loading, jetting and excavating
equipment. For big jobs, Vacuum
Truck, Baton Rouge, LA, rents
The King Vac, a vacuum loader
that combines high ¢fm and
deep vacuum power.

Circle #271

WORKSAVER, INC.
217/324-5973
www.worksaver.com

The FLGR-62 mode! of the new
Grapple Rake from Worksaver,
Warsaw, IN mounts to a tractor
and comes standard with 1-in. pin-
type mounting channels. The
SSGR-62 for skid steer loaders uses
the “universal attach” system for
quick installation.

Circle #272

North America’s
Largest Lawn Care
Franchise Company!

* Ranked #1 in Lawn Care * Protected territory enables you
Franchise Satisfaction Rankings, to market efficiently
SUCCESS magazine*

+ Systems that will Increase * In depth training permits
profits and efficiency rapid Integration

*N rk of dealers provid * Leaders in the Industry will help

a wealth of information mentor and grow your business

2001-2002 projected sales

1-888-321-9333 » www.weed-man.com
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reate natures
music 1n your
own garden pond

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

PuriFalls® Waterfall Filter
and PondSweep® Skimmer

Los Angeles, CA (877)772-7937 ..’

Chicago, IL (888)742-5772

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

THM-0029
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| ask the expert

BY BALAKRISHNA RAQ, PH.D.

Yucky yucca
Two years ago | removed an over-
grown and diseased Yucca plant from a
flower bed, but it keeps growing back.
On two different occasions | dug deep
down to remove the thick, fibrous
roots, but | guess | didn’t get all of
them out because the plant shot up out
of the ground again after just a few
weeks. Can you recommend a product
that will kill the roots?

—IL

Consider using a systemic herbicide such as
Roundup or a contact herbicide such as Fi-
nale on actively growing green plant tissue.
Since the active ingredient may have diffi-
culty penetrating into a succulent plant
such as yucca, you may also want to con-
sider Accord SP. This product contains the
same active ingredient as Roundup with a
proprietary surfactant that aids in penetra-
tion. Thorough coverage is important. Re-
peat treatments as needed. You could also
dig as you have done before or use a stump
grinder to destroy the roots.

Controlling oxalis
Our small lawn care company uses a
dry fertilization program. For weed
control, we want to spot treat with
herbicides. Is there a pre-emergent her-
bicide that would help us control
oxalis?

—IN

Oxalis is a weed that's difficult to manage.
Spot treating oxalis with herbicides is diffi-
cult because it produces many seeds during
the growing season which, when mature,

Manager of Research and Technical Development for the Davey Tree Expert Co., Kem Ohio
SEND YOUR QUESTIONS T0: “Ask the Expert” Landscape Management; 7500 Old Oak Blvd.; Cleveland, OH 44130,
or email: sgibson@advanstar.com. Please allow two to three months for an answer to appear.
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spread by bursting the seedpod. This
process gradually spreads the weed plant
outward from its mother plant. Even seeds
that don’t immediately grow into weed
plants are a threat as they can remain vi-
able in soil for 15 to 20 years. You'll need
repeat applications of selected herbicide.

The success of spot treating hinges
upon periodic inspection and treatment as
needed by a professional lawn care opera-
tor. Consider using a pre-emergent herbi-
cide such as Dimension, Pendimethalin or
Gallery as the weeds germinate.

Recognize that weeds are opportune
pests. They appear for a reason. Poor den-
sity and turfgrass health quality can open
up weed establishment areas. Therefore,
note lawns with a history of oxalis and con-
sider treating with herbicides as needed in
the spring.

Spruce tree trouble
A large number of spruce trees we
planted in June 2000 did fine until win-
ter, when some needles turned a pale
color and others brown. We're afraid
some of the trees may not survive. Any
idea what may be the problem? Do you
have any tips for helping them?

—MI

Based on your description, the problem
appears to be related to transplant shock.
Digging and transplanting causes trees to
lose a large amount of functional absorbing
roots, which leads to water and nutrient
uptake problems. This can be further ag-
gravated by too much or too little mois-
ture, including flooding and/or drought.
Absorbing roots are the mechanical

pumps, and if they’re broken or diseased
they become dysfunctional. This disrup-
tion and imbalance in water uptake results
in plant tissues drying out, which can be
made worse by wind and excessive evapo-
transpiration from exposed plant parts.

Remember that a transplanted plant
such as a Christmas tree may look green
for awhile, but that's only because it's
using its reserve water and nutrients.

Make sure these plants aren’t overfertil-
ized, particularly with a water-soluble
source of quick- release fertilizer. Improper
fertilization with high salt index can burn
some of the absorbing roots. Also,
mulching too close to the trunk encourages
rodent feeding activity and excessive mois-
ture retention. Examine the roots for decay
caused by root rot fungal disease.

Weird fungus
One of my customers has a weird fungus
on his lawn that looks like small, white,
fluffy tufts sitting among the grass
blades. Any idea what this could be?

— PA

The problem appears to be related to a
fungal disease called slime mold. This nor-
mally grows on grass blades and produces
fruiting bodies as it matures. They don’t
cause too much harm to turfgrass. It is
often more of an aesthetic problem.
Sweeping and hosing with

water will reduce the
problem.
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LANDSCAPING/GROUNDS CARE FACILITIES
05 © 290 Sports Complexes
06 ©295 Parks
07 © 308 Schools, Colleges & Universities
) Dther Grounds Care Facilitias (speciy)
SUPPLIERS AND CONSULTANTS
08 355 Exiansion Agants/Consuitants for Horticulture
09 360 Sod Growers, Turf Seed Growers & Nurseries
10 365 Dealers, Distributors, Formulators & Brokers
11 O 370 Manufacturers
=) Other (please specify) - e
2. Which of the toliowing best describes your title? (fill in ONE only)
12 (010 Executive/Administrator - President, Ownar, Partner, Director, General Manager, Chairman of the
Board, Purchasing Agent, Director of Physical Plant
13 < 20 Manager/Superintendant - Arborist, Architect, Landscape/Grounds Manager, Superintendent
Foreman, Supervisor
14 )30 Government Officlal - Governmant Commissionar, Agent, Other Governmant Dfficial
15 )40 Specialist - Forastar, Consultant, Agronomist, Pilol, Instructor, Researcher, Horticullurist

Certified Speciaiist

16 (2 50 Other Titled and Non-Titled Persoane! (pieass specity)
s ADVANSTAR ¥ o canon

Save TIME and fax it:

413-637-4343

3. SERVICES PERFORMED [fill in ALL that

17 © A Mowing 22 O F Tud Fertiiization 27 O K Paving, Deck & Patio Instaliation

18 O 8 Turd Insect Control 23 O 6 Turf Disease Control 28 O | Pond/Lake Care

19 O C Tres Care 24 O H Omamental Care 29 OM Landscape Installation

20 O 0 Tort Aeration 25 O | Landscape Design 30 N Snow Removal

21 O E Imigation Secvices 26 €O J Turf Weed Contral 31 O 0 Other [plaase specity)

4a, " hase or inf) the selection of landscape pr ?
Bov "Rok®

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

32 O 1 Aerators a0 8 Herhicides 46 (15 Sweepers

33 O 2 Blowers 40 O 9 Insacticides 47 (16 Tractors

34 (O3 Chain Saws # 10 Ling Teimmears 48 O 17 Truck Tratlers/Attachments
35 O 4 Chipper-Shredders 42 O 11 Mowers 48 (18 Trucks

36 3 5 Deioers 43 12 Snow Removal Equipment 50 18 Turiseed

37 O 6 Fertilizers 4 O 13 Sprayers §1 £520 Utility Vahicles

38 O 7 Fungicides 45 (O 14 Spraaders

5. Do you have Internet access? 52 () AYes 5308 K

SA. it 30, how often do you use I1?

54O A Dally 55 ) B Weekly 56 © C Monthiy 57 D Decaslonally

e s e, B S i, S T e e ey
101 113 125 137 149 161 173 185 197 209 221 233 245 257 269 281 293 305
102 114 126 138 150 162 174 186 198 210 222 234 246 258 270 282 204 306
103 115 127 139 151 163 175 167 189 211 223 235 247 259 271 283 205 307
104 116 128 140 152 164 176 188 200 212 224 236 248 260 272 284 296 308
105 117 129 141 153 165 177 189 201 213 225 237 249 261 273 285 207 308
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 3N
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 24) 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
112 124 136 148 180 172 1 186 208 220 232 244 256 266 280 202 304 316 [z]



Punchin’ holes

The Toro Company’s ProCore 660 aerator cov-
ers a 60-in. swath and, with its RotaLink center-
ing mechanism, ensures tines remain vertical as
they enter and exit the ground. Speed up or
slow down to change hole pattern from 1 to 5
in. Aeration depth can be adjusted without
tools to a depth of up t0 4.25 in

For more information contact The Toro Company
at 800/803-8676 or www.toro.com / circle no.
250

Out in front

Selbro, Inc.s blower designed for out-front
walk-behind mowers turns mowers into high
output, self-propelled blowers. Left and right
discharge improves versatility. Add a sulky to
save time and labor.

For more information contact Selbro at
419/483-9918 or visit vwww.selbro.com / circle
no. 251

Put out the fire

Aventis E.S.’s Chipco Professional Products
group announces Chipco TopChoice, a

new granular insecticide for

control of red imported fire ants. At an applica-
tion rate of .0125 Ib, a.i/A (87 Ibs. product/A), it
provides up to 52 weeks of over 90% fire ant
control with a single broadcast application.

For more information contact Aventis at
800/438-5837 or visit www.aventis-
chipco.com / drcle no. 252

Zippin' Z
The ZT Max mid-mount zero-turn mower from
Yazoo/Kees is built on a two-piece, 7- and 9-
gauge tubular steel frame. it offers 23- and
25-hp Kohler and 23-hp Kawasaki engine op-
tions, coupled with welded 52- and 51-in
steel decks. All mod-
els have quick-lift
cutting height
adjustment.
For more informa-
tion contact

What a grind
The new Toro stump grinder attachment for

Dingo compact utility loaders features a 17-in.

cutter whee! with 12 cutting teeth, a wheel

ft. per second. Unit offers 36-in. above grade

maximum cutting height and 16.5-in. below

grade maximum cutting depth. Operators can
position the wheel index at a 30-degree angle

to tackle troublesome roots.

For more information contact Toro at 800/344-

8676 or visit v toro.com / drcle no. 253

Yazoo/Kees at 877/368-8873 or visit vwwww.ya-
zookees.com / drcle no. 254
Suck it up
Powered by a 24-hp Honda engine, the
850CFM vacuum system RockVac is perfect for
removal of rock and muich from landscape beds.
It draws material through its
hose into an impact resistant
steel hopper. The mater-
ial is then easily grav-
ity-dumped into a
wheelbarrow, skid

loader bucket or
trailer.
For more informa-
R tion call 866/762-
) 5822 or visit
www.rockvat.com /
drcle no. 255
Diggin’a hole

Land Pride’s four new models of backhoes
feature maximum digging depths ranging
from 6 ft., 6 in. to 12 ft., 6 in., with bucket
options from 9 to 36 in. Cylinders feature
Nitro-Steel black piston rods for superior wear
and corrosive resistance. A hydraulic swing
cushion valve prevents shock loads at the end
of swing travel.

For more information contact Land Pride at
785/820-8692 or wwww landpride com / circle no.
256

www.landscapemanagement.net / NOVEMBE

products

TECH CENTER

Take a seat

Landscape Forms' Plainwell bench is now avail-
able in an all-aluminum style. Shaped, extruded
aluminum straps secured to cast-aluminum
end-frames make it durable. A 96-in. length
has also been added to the standard line, and
may be specfied with one center arm or two
intermediate arms placed at equal intervals. It's
offered with either a wood or aluminum seat.
For more information contact Landscape Forms
at 800/521-2546 or
www.landscapefarms.com / drde no. 257
Open wide

Vermeer's BC1000x! brush chipper has an en-
larged feed opening (12x17 in. wide) which
can handle wood up to 12 in. in diameter.
Other features include a clutchless PTO, two
engine options (85-hp Cummins or 54-hp
Deutz) and a 66-in. long feed table.

For more information contact Vermeer at
888/837-6337 or www.vermeer.com / crde

Make an impression

Wausau Tile says its new Impression pavers ac-
cent walkways, patios and decks without
adding greatly to your overall budget. Styles,
finishes and colors can be matched with other
Wausau Tile pavers. Many styles are available as
tree surrounds to help you add greenery with-
out disrupting the overall look.

Contact Wausau at 800/388-8728 or

R 2001 / LANDSCAPE MANAGEMENT 51
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+ Edge or tnm at any angle from honzontal to vertical with one
quick adjustment.

« Can be adapted to virtually any mower deck.

« Easily folds out of the way for transportation, and will not extend
the deck width!

. M?unt is spring loaded to swing away from obstacles for added
safety.

* Increase productivity for all zero turn mowers.

LEADER IN TURF CARE INNOVATIONS

For more information, contact your local PECO dealer today

1-800-438-5823

www.lawnvac.com

Circle No. 127

The Evergreen Foundation

Bringing professionals and volunteers together to create grees spaces that improve o lives

It's a proven fact:
Green spaces such as public greemeays 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 wildiife 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 with ded:

cated volunteers from local communities.

WE INVITE YOU TO JOIN US
Became a member of the Everyreen Foandation ,’

in one of theee ways
* Graon Backes w
* Green Supporter \ '
* Green Promoter / /:
For more informatisn abou! joining the
Evergrees Foundation please contact:
Den Gardner, Development Ditector
120 W. Main St., PO. Box 156
New Prague. MN 56071
1.877.758 4835
www.evergreenfoundation.com
evergreeniound(@aol.com

eve rgreen
Awsmanfoundation

LANDSCAPE MANAGEMENT NOVEMBER, 2001

Software Solutions for the Service Industry
Since 1983

Do You need...
1
b

O )
6“@ \06%
e\e 2
O
('b‘g P,\) e
Proposals, Work Orders, Invoices,
& Statements ?

The Service Solution does all this and more.
For a complete demo come and see us at
the Green Industry Expo or contact us at:

Practical Solutions, Inc. 614-436-9066
Sales@TheServiceSolution.com

Circle No. 126

No other product
beats the durability |
and design flexibility |
of VERSA-LOK solid
retaining wall units.
No exceptions. Only VERSA-LOK, with
its unique pinning system, permits construction of an
unlimited variety of curves, corners,
and steps without specification of
special units. ¢y, (800)770-4525 for
FREE Design

& Installation
Guidelines,

VERSA-LO K‘RRetaining Wall Systems

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

-

Circle No. 128
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Only software program fo offer
complete mobllity with 100% data
synchronization!

proposals, work orders, invoices, built-in
landscape CAD designer, renewals.
inventory tracking and chemical reporting.
Post to QuickBooks. Also includes maps,
routing, auto scheduling, and more!

Tree Ma

Phone call manager, appointment scheduler,

[1-800-933-1955 Call Now! sales@turfiree.cormr

Circle No. 130

THE UL RLDTTE EUEsA) uruu

PeCo Inc.'s Amazing
Brush Blazer™

Clear over 6 acres per day on

inclines up to 45 degrees! Call for your
Rugged, dependable, easy to """““‘0"?’
maintain. Will reduce 2" 800-438-5823
caliper trees to mulch 2 . Box 1197

in minutes Arden, NC 28704
www.lawnvac.com

Save Big.

Hire a Professional Irrigation Consultant |

Independent irmgation consultants can help you save water,
energy and money by applying their knowledge and experience

American Society of
Imgatmn [)unsultams

21 NORTH LAS ‘

LJUYIN T

to the efficient and effective design of irrigation systems
Find out how much by contacting a member of the
American Society of Irrigation Consultants

LANDSCAPE MANAGEMENT NOVEMBER 200!
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CLASSIFIED SHOWCASE

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

MANAGEMENT
For ads under $250, payment must be received

OH 44130.

For Advertising Info & Placement: LESLIE ZOLA,
1-800-225-4569 (ext 2670) or 440-891-2670,
Fax: 440-826-2865, Email: zola@advanstar.com

Business For Sale

Netting $338,175 a year in
Beautiful Colorado!
LANDSCAPE SEEDING COMPANY
Started by the present owner 42 years ago
Only three employees
Real Estate Also Available
A. Jay Hoyal & Company — 800-757-6088

Unique Lawn & Garden Business
located on one of Florida’s most exclusive islands,
$1.2MM Sales / S300K Owner Benefits
Business includes just under 1 acre of
prime island property.

Contact to Buy or Sell
Tom Gerber (Business Broker)

C-21 Sunbelt Realty 800-809-5645 X371
Emuil gerber@c2lsunbelt.com
www.fibizdsale.com

FOR SALE - LANDSCAPE COMPANY
with Garden/Christmas Shop
35 years established — Latham, NY Arca
“A TURNKEY OPERATION"
Call Ken for particulars at:
518-785-1815

NORTH FLORIDA!
Lawn Care Firm
Jacksonville, Florida

* Well-Trained Staff

* Equipment

* Commercial Contracts
Retiring owner will assist in transfer.

Lender financing available with $84,000 down.
Owner’s cash flow is $150.000 PLUS!
Call Bob @ McGinty & Associates
Licensed Real Estate Broker
904-733-7757

FOR SALE
Landscape/Maintenance Business
BALTIMORE, MARYLAND
Well-established, 32-year-old business.
Company sales are between $350,000 & $400,000
All equipment and business -
asking $120,000
Reply by Fax: 410-238-2074 or
Email: GLAYTE@aol.com

54 LANDSCAPE MANAGEMENT

LANDSCAPE
NSTR ON COMP

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

21-Year-Old
Landscape/Irrigation Company
Located on 6 acres near Birmingham, Alabama
Annual Sales of $1,000,000+
Asking $750.000
Inquire to MLHellis@aol.com

Unique lucrative, long established
Service Business in
Affluent Resort Community

Features Include:
* Nursery
* Approximately six acres
* Buildings and facilities
» Vehicles and equipment
= Excellent contracts
81,380,000 in net sales for 2000
Please reply to Email:
Jjaneschwiering @norrisrealestate.com

Business Opportunities

ooking
for a job?
Great. We'll start
you at CEO.

Tired of \lnmghng in the
I.ln\i\.'.i[w mdustry? We'll give
you a promotion. ( all us
today and learn how to start

your very own franchise,

FREE APPRAISAL * NO BROKER FEES
SELLING YOUR BUSINESS?
Professional Business Consultants
can obtain offers from Qualified Buyers
without disclosing your identity.
Consultant’s Fees are paid by the buyer.
CALL: 708-744-6715
Fax: 630-910-8100

\Soupunl)
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

November 2001

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

» Have a Product or Service to Sell?

« Looking to Hire Professionals with
Industry Experience?

* Want to Reach a Large Readership
Within the Industry?

If your answer is “YES” you need...

MANAGEH!N'I

CLASSIFIEDS!

Contact Leslie Zola: 800-225-4569, x2670
«com
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FACTORY LIQUIDATION

up'ro40% OFF

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

I s

® 20 year roof & wall warranty
- Plenl‘ol room for storage &

a workshop Soma Oter | 30 % 110 (2 LEFT)
LGRS N sies Aveiuoie | 60 x 150 (1LEFT)

1-800-291-6777 exr 402

SEEDLAND.COM

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

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

| 48 rubber stamp symbois of trees,
shrubs, plants & more. 1/8" scale
Stamp sizes from 1/4" 1o 1 V4"
$87 « $6 s/ VISA MasterCard, or
MO's shipped next day. Checks delay
ma shipment 3 weeks. CA add 750%Tax
* AMERICAN STAMP CO.

12290 Rising Rd, LM?, Wilton, CA 95693

a16 er 71t Voce or Fax TOLL FREE (877) 687-7102

INC.

o L.mdsupg Supplies

* Tools
* Equipment
WHOLESALE TO THE TRADE
Call: 1-800-635-8686
for a 3000-product catalog or visit us at
www.clscatalog.com

HYDRO
SEEDING
SYSTEMS

A FULL LINE OF
SUPPLIES FOR
YOUR HYDROSEEDING NEEDS

Introducing “The Blue Goo”, the casiest to
use polyacrylimide tackifier available on the
market.

CALL 800-638-1769 or

For a complete listing of our supplies
visit www.easylawnsupplies.com

Discount Sprayer Parts
REPLACEMENT PARTS & PUMPS FOR:

* FMC (John Bean) * Hypro »
* F.E. Myers « Udor «

* Comet and General Pumps *
Also Spraying Systems Tcc-Jet
and Albuz spray nozzles.
We have a complete line of
sprayer accessories such as
spray guns, hoses & hose reels.

Call TOLL FREE: 888-SPRAYER
for a free catalog.
Email; spraypts@belisouth.net
Website: SprayerPartsDepot.com

Promote Business, Pride and Good Will
with quality garments for your employees
and preferred accounts. Put your company logo
on our T-shirts, Golf Shirts or our
120z Super Cotton Sweatshirts.
Wholesale prices start at $6.00 (54.75 for Caps).
Call, write or fax us for our wholesale flyer.
Minimum Order - 12
Glen Rock Sales
PO Box 158
West Kingston, R1 02892
800-832-0923 » Fax: 401-788-9410

usedhydromulchers.com

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

FW.E.CHAPPS:®
:

Mesh Debris Mower Bags
Equipment Covers
- Landscaper Accessories
Sa\ FREE CATALOG!!!

0 Il()(l BIG-2A427 1

WWw.wECHAPPS. COM L
—

———— 40°x75x 12
$8,499

Bulld It Yourselt And Save!!! 10,000 Stzes, Bolt-Together All Steel
Buildings & Homes. Call Today For A Price Guote And Brochure.

HERITAGE BUIL l)l\(, SYSTIL\I&

800.

ll('rll.l;’t‘l)lliI(lﬂll}.,‘-.(‘()lll
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When Responding to
Classified Advertisements,
SAY YOU SAW IT IN...

Landscape

MANAGEMENT

November 2001
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TURBO TECHNOLOGIES, INC.

1500 FIRST AVE,, BEAVIR FALLS, PA 15010

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

For Advertising Information,
Call Leslie Zola at 1-800-225-4569 ext. 2670

Help Wanted

'H-2B Workers?
we Know
melerritory.

Amigos Labor Solutions has been placing reliable,

legal seasonal workers for more than 14 years,

One of the reasons for our success 1 that our
recruiters stay in Mexico year round. Our chents
never pay extra fees for “mravel, food and lodging,”
and they don’t have to bring large numbers of
workers over to make it cost-effective. Amigos
can bring as few as one or two workess at a me,

at NO extra cost.

Call us first, call us last, but call us. When it
comes to H-2B, Ammgos knows the temitory

Call AMIGOS 214.526.5665

Labor Solutions, Inc.

41 Hood Soeet | Suie 440 | Dallss, Texs

www.amigos-inc.com

- ASRI—
GreenSearch
Providing professional executive search, human
resource consulting and Web-based job posting
services to companies and allied
horticulturai trades throughout the United States.
www.greensearch.com
E-mail: info@groensearch.com
Toll free: 1.888,375.7787
Local Phone: 770.392.1771 Fax: 770.392.1772
\_ 1117 Perimeter Canter W, Sutte 500 E., Allanta, GA 30338

o

WWW.LANDSCAPEGROUP.COM 55


http://www.Seedland.com
http://www.clscatalog.com
http://www.easylawnsupplies.com
mailto:spraypts@bellsouth.net
http://www.turboturf.com
http://www.amigos-inc.com
http://www.green
mailto:info@greensearch.com
http://WWW.LANDSCAPEGROUP.COM

CLASSIFIED SHOWCHASE

THE BRICKMAN GROUP, LTD.
' N

Careers in landscape management
RBI Companies

We are always secking qualified employees...
Tell us what you do! satlabletn:

B
i

We offer a wide range of benefits including medical, dental,
401k with 80% match, 125 cafeteria plan and education
Confidential fax to (303) 738-8857 or email to
resumes @RBICompanies.com

California - Colorado
Connecticut ~ Delaware
Florida — Georgia
Hlinois — Indiana
Maryland - Massachusetts
Minnesota - Missouri
New Jersey - New York

AMERICAN LANDSCAPE

True or False?

1. You know you're better than what the
boss thinks.

COMPANIES - EOE

CAREER OPPORTUNITIES with 28-year-old
award-winning company with offices in
California and Utah are available in the

following areus:

North Carolina — Ohio
Pennsylvania — South Carolina
Tennessee - Texus
Virginia — Wisconsin
Fax: 301-987-1565

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

2. You're tired of company rhetoric.

3. Your ability to train and help others is
one of your strongest points.

4. You're a bit of a “rebel” and believe in

* Landscape & Nursery Sales (CA two locations)
* Estimating/Purchasing (CA two locations)

* Golf Course Construction (CA)

« Site Development (CA)

* Project Superintendent (CA & Utah)

* Nursery Production (CA)

* Landscape Maintenance (CA)

* Equipment Operators (CA & Utah)

* Snow Plowing (Utah)

¢ General Superintendent (CA & Utah)

REALTY LANDSCAPING CORP.
We're o well-established landscaping
design/build and installation firm with

three offices in New Jersey and Pennsylvania.
We have great career opportunities for

experienced individuals.

your opinion
5. You like to work hard, but REALLY
enjoy playing hard

4 or More True Answers?

Then we want to talk to you. Our continued
growth has created a need for additional
regional support. This is a position with a high
level of responsibility. Please send your resume
in confidence to NaturaLawn of America, Inc.,
Attn: John Steiner; fax us at 301-846-0320 or
e-mail at jsteiner@nl-amer.com

www.nl-amer.com

Experience in commercial, public works
and production housing preferred.

Salary commensurate with experience. Benefits.

Send resume to HR fax 818-999-2056 or
e-mail to hr@americanlandscape.com

MANAGEMENT

Excellent salaries and benefits offered,
including company-matched 401(k).
Please respond to;

Human Resource Manager
Realty Landscaping Corporation
2585 Second Street Pike
Newtown, PA 18940
Fax: 215-598-7345
Email: RealtyHQ @aol.com

A division of NaturLawn Services and Products

Chicago Metropolitan Area

Anderson Pest Control, s leader in pest management
services for more than 75 years, is experiencing
significant growth and has immediate opportunitics
for experienced managers.

CAREER HORTICULTURISTS WANTED
Established Landscape Company since 1980
seeking Entry Level Landscape Maintenance
Forepersons with 2 years education or 5 years

in-the-field training.
We Offer:
* Excellent Pay, Health Insurance
* 401(k), Full Time Work
Excellent trucks and equipment... best in the
industry! Join our staff of professionals located
on coastal Massachusetts and Cape Cod
Please send resume and references to:
Spillane’s Nursery & Landscape
230 Bedford Street, Middleboro, MA 02346
508-947-7773

PROFESSIONAL
GROUNDS
MANAGEMENT

Our commitment to excellence has resulted in an over-
whelming demand for our services in the northeast &
mid-Atlantic region

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
Control Environmental Services, Inc. is part of Control degree is preferred.
Services Group, a national service provider with 90 years R S
of experience in the building maintenance industry. We We offer excellent growth opportunities, incentive
offer full benefits, continuing education, profit sharing and and benefits package including: Matching 401(k),
more. health, life, dental & vision, company vehicle and

Please respond to Carol Durst, Director, H/R
Control Environmental Services Inc.,
737 New Durham Rd., Edison, NJ 08817

Ph: 1-800-548-6063, ext. 74
Fax: 1-732-548-4359
cdurst@controlsg.com CON ROL
Recognirion for our greatest asset... People
and a respect and an understanding of
Our greatest resource.... Noture

paid vacations.

For immediate consideration, fax or email resume,

salary history and cover letter to:
Mark O’Hara
Anderson Pest Control
219 W Diversey, Elmhurst, IL 60126
Email: anderpest@AOL.COM
Fax: 630-834-9298
EOE - Drug Free

56 LANDSCAPE MANAGEMENT November 2001

Fax: 508-946-4907

WEEDS INCORPORATED
is a4 35-year-old company specializing in
Industrial Weed Control. We are looking for a
Qualified Regional Manager
in our Chicago office. The successful candidate
must be self-motivated, organized and
have experience in sales and service scheduling
Complete compensation package includes
excellent base salary, bonus, medical, 401(k),
sick and personal time.

Only career-minded individuals apply.
Email: Weeds@ weedsine.com
Phone: 610-358-9430 « Fax: 610-358-9438
www.weedsinc.com
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Help Wanted (Cont’d)

MANAGERS & SALESPEOPLE- CHECK IT OUT!
ACRES EMPLOYMENT ADVANTAGES... In recent
surveys from 90 Acres Group employees, they rated
the top three Beasons Acres Beats The Competition;
1) Professionalism: Assuring customer service,
respect & satisfaction, 2) Quality, Experienced,
Passionate Employees: Committed to doing the
best job possible. 3) Superior Results: Snow,
Landscape Maintenance, Construction, Nursery. In
recent customer surveys, 2 out of 3 customers rated
Acres above peer companies in both “WILL" &
“SKILL" while scoring Acres as “meeting and
frequently exceeding expectations!” FIND OUT WHY!
Acres Group, one of Northern lllinois’ largest
independent landscape contractors, growing at +18%,
seeks additional MAINTENANCE MANAGERS
and CONSTRUCTION PROJECT MANAGERS to
continue our growth. Opportunities available in 3 of
our 5 facilities: Wauconda, Roselle & Naperville.
Maintenance Managers supervise & train multiple
crews. Construction Project Managers sell new
commercial projects & assist in overseeing them.
Superior compensation and benefit opportunities.
Contact Maureen for immediate confidential
consideration: PO Box 448, Wauconda, IL
60084, Phone: 847-526-4554; Fax: 847-526-4587;
Email: maureen.fiantago@acresgroup.com
Surpass your own personal expectations in a
fantastic team environment. Visit us on the web
at www.acresgroup.com Members of the ILCA
since 1985. 10/02

FLORAPERSONNEL, INC. In our second decade
of performing confidential key employee searches
for the landscape/horticulture industry and allied
trades worldwide. Retained basis only. Candidate
contact welcome, confidential, and always free.
1740 Lake Markham Road, Sanford, FL 32771.
PHONE 407-320-8177. FAX 407-320-8083.
Email: Hortsearch@aol.com Website:
http://www.florapersonnel.com 12/01

m IIIIIY! If your ad isn't here, call
= Leslie Zola at 800-225-4569, x 2670

Sales/Estimator Management Position: Well-
established landscaping company is seeking a
10+ year veteran to develop and implement sales
leads and establish estimating team. Person must
have a positive attitude and be a team player.
Position involves sales, job cosling, estimating
and training. Candidate must have experience
in high end residential, construction hardscape
techniques, drainage sales management,
civil earthwork. Landscape degree or equivalent
necessary. Computer literacy a must. EEO/AA
E-mail resume and salary requirements to:
info@jmichaellandscaping.com 11/01

REPRESENTATIVES WANTED “All Territories™
(Decorative vinyl fountains, planters and stepping
stones with the look of real stone.) Looking for highly
motivated independent sales representatives with
good contacts to nurseries, landscapers, or various
retail outlets, Send resume to RS Supply, Inc.
10416 Sparge St., Port Richey, FL 34668.
Fax: 727-869-2647, Email: rssupply@innet.com
11/01

Reach more than 51,000 pros in the
landscape community by placing your
job posting here!

For rates and
schedules, call
Leslie Zola at
800-225-4569,
x2670
kzola@advanstar.com

Only $799 complete.
Includes Free Support!

For a FREE demo, call 24 hours
1-800-724-7899 ext.2
or visit us at

www.wintac.net

RC Gition

« True 32-bit Windows ™ Design, Unlimited Data Capacity
« Visual Job Scheduler, Job Costing, Street Mapping
« Automatic Maintenance Scheduling and Routing

« Automatic Invoicing, Phase Billing, Profit Tracking

» Track Work History, Matenal, Labor, Productivity

« Attach your own Photos to Customers, Job Sites

« Full Accounting: G/L. A/R, A/P, Payroll, Checking,
Inventory. Or link to QuickBooks *, Peachtree ", MS Office"

« Print Proposals, Invoices, Work Orders, Statements
Purchase Orders, Repoerts, Letters, Labels. Send Email!

een The all-in-one
software for
landscapers

& remembered

LANDSCAPE BUSINESS
MANAGEMENT SYSTEM (LBMS)
Billing System for Landscapers
Basic System $499*

Rapp Industries, Inc
201-670-9084 * Fax: 201-444-4595
Email; BobRappMail@Yahoo.com ® www.Rappind.com
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cleanup crew

THIS AND THAT

The Last Laugh

Hot pink...and proud of it

Harry Collins’ competitors snicker about his pink trucks, but he
doesn't mind. As co-owner of Total Lawn Care, a $300,000 land-
scape maintenance company in Tupelo, MS, Collins knew 11
years ago that driving pink trucks would be great advertising.

“It has worked really well because all we have to say now
is we're the guys in the pink trucks,” he says. And that's im-
portant, since there’s another company called Total Lawn
Care in neighboring Ponpotoc.

Collins also used to make his six full-time employees wear
pink baseball caps. One day they complained, however, and
he quickly realized he should nix the idea in the interest of

employee retention. He still wears one at the annual Green
industry Expo while serving as auctioneer, though.

Darin Chamberlin of
Chamberlin Landscaping,
Cedar Rapids, IA, always had
a special place in his heart
for NASCAR racing, so when
NASCAR legend Dale
Earhardt died earlier this
year in a crash, he knew
exactly what to do.

Using his connections as
a landscape professional,
Chamberfin obtained a
Norwegian spruce and
donated it to his local race
track, Hawkeye Downs
Speedway in Cedar Rapids.

"We attached a tree
spade (to our skid-steer

A

loader) with a six-foot
Norwegian spruce inside,”
Chamberlin says. "This tree
should grow a couple of feet
each year. As fans come back
to the track season aftef sea-
son, it's-our hope that they
look at it and are reminded
of how Earnhardt helped the
sport grow.”

The presentation of the
spruce, held during a race
event on July 27, followed
the “World's Largest Bobcat
Equipment Parade," where
more than 60 Bobcat
machines rounded the half-
mile track at an average
speed of less than eight miles
per hour.
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ULIP INC, DBA
: munclOTAL LAWN CARE
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Moy To Easiy Generato More ustomers.

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

LAUGH OFTEN.

The  'mm g N \ BiyhtNDW.’

\
ur most successful
customers are those who
love being outdoors with

frogs, fish, birds, and rushing
water. If that description fits you,
and you'd love to turn these
characteristics into an absolutely
fabulous and fun way to make a
great living, then do yourself a
big favor. Jump up out of your
easy chair, pick up the phone,
dial 1-800-306-6227, and tell

\

THE L EAD|N0 WAT ER GAR()EN]NG MAGAZ[NE FOR CONT

gALL 2001

* es uality
= m:;nn;‘rol really

matter?
one of our friendly customer

c
performaﬂc e service folks that you'd like to
‘ hcentive program receive a FREE SUBSCRIPTION

" that Work" Lo our new magazine,

The Aquascaper!

This magazine will

show you how to

make water features
a fun and highly
profitable addition
to your business.
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Call us or Send this coupon in for your

4. FREE SUBSCRIPTION!

p e
e (I you are already on our mailing list, you will receive this magazine!)

Your Name
Company Name

Address

)‘/\.-
u/ Gity State Tip

AESEE DESTEDS -

Clip out and send this coupon 10 Or call/fax us to order:

| = 8 0 0 = 3 0 6 e 6 2 27 ext. 1217 Aquascape Designs, Inc. Toll Free: 1-800-306-6227 ext. 1217
Www.aquascapedesigns.com 1200 Nagel Bivd. Fax: 1-630-326-1800
Batavia, IL 60510
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The Best Overcoat ————

ANTI-TRANSPIRANT FOR
FLOWERS, SHRUBS, VEGETABLE &
FRUIT TRANSPLANTS, TREES & TURF

AN EMULSION OF

POLYETHYLENES - POLVYEHPENES

You’ll Buy This Winter...

Uniform EmMUlSion...
Uniform Coverage

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

Winter desiccation can be costly to the landscape causing
loss of trees and turf. Protect your client’s investment from
drying winter winds with the dependable coverage of
Transfilm® Anti-transpirant. An application of Transfilm®
this fall, prior to transplanting, will prevent moisture loss
during the critical period when the root system cannot
compensate for water lost by transpiration. And a late fall
application will provide turf and ornamentals winter
protection from dry, cold winter winds. Use the best
overcoat available — Transfilm® Anti-transpirant.

Always read and follow label directions.

’ = Pbl / sordon
— | corpoRs o

An Employee-Owned Compan:

1-800-821-7925

www.pbigordon.com

WILT-PRUF is a trademark of Wilt-Pruf, Inc VAPOR GUARD is a trademark of Miller Chemical and Fertilizer Company. TRANSFILM is a trademark of PBI/Gordoh Gorpotation

© 2001, PBVGORDON CORPORATION
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