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Ferris delivers the smoothest ride in the industry and a whole lot more. We pair powerful 
engine choices and super tough components with innovative technology to keep you 
ahead of the competition. 

Experience for yourself how our patented suspension systems help absorb bumps and 
vibration from everyday mowing. Not only will you feel less fatigued at the end of the day, 
you will also increase your mowing speed and overall productivity. Our exclusive 
suspension systems work in conjunction with our double-top welded decks to produce a 
beautiful, consistent cut every time. 

You won't find a more complete line of commercial mowers anywhere. For more 
information about the Ferris that fits you best visit: 

FERRIS 

Commercia l Mower Specia l is t 

www.Ferrislndustries.com or call • 1 (800)933-6175 • Paraespanolvisitawww.Ferrislndustries.com 

http://www.Ferrislndustries.com
http://www.Ferrislndustries.com
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Proud to serve 
Scott Moretz, who recently 
returned from active military 
duty in the Middle East, was 

among the 
volunteers 
helping beautify 

Arlington National and Old 
Congressional Cemeteries 
in July. Visit our Web site for 
expanded photo coverage of 
the '05 Remembrance and 
Renewal project sponsored 
by the Professional Landcare 
Network. 
•' J * .7 : •\ - v • v c* 

»Affiliatedsites 
Access Landscape Managements 
affiliated Web sites and sign up 
for e-newsletters. Featured sites: 

T U R F G R ü S S 
r i ^ r J l i 
www.turfgrasstrends.com TurfGrass Trends 
is a practical research digest for turf 
managers. Each month, TGT publishes the 
latest scientific turf management research, 
archived on TurfgrassTrends.com. 

Golfdom 
www.golfdom.com Golfdom magazine, 
Golfdom.com and twice-monthly Golfdom 
Insider e-newsletter — with authority and 
wit — deliver news, trends and profiles to 
golf course superintendents. 

»Referenceshelf 
Need subject-specific info fast? Browse five 
years of archived technical articles on our 
Reference Shelf. Some recent headlines: 

Athletic Turf 

Design/Build 

Disease Control 

Irrigation 

Technology 

Tools of the Trade 

Weed Control 

• The facts on fertigation 

• Turf weed control: 
A preemergence control primer 

• Responsible fertilization: 
Turf fertilizers in the crosshairs 

• Wisconsin ruling upholds local 
regulation of fertilizers 

Phosphorus fact & fiction 

To lime or not to lime 

Turf fertility the responsible way 

»Always 
online 

Industry News 
Read the latest news affecting 
your business, updated 
frequently from our award-
winning editors. 

Industry Calendar 
Plan your business travel for the 
year around this comprehensive, 
up-to-the-month events listing. 

Your Business 
All our articles on best practices, 
management, employee 
relations and other business 
topics are available here. 

Reference Shelf 
Find technical info fast in this 
subject-specific article archive. 

In The Magazine 
Browse the two recent print 
issues of Landscape 
Management. 

Week in Review 
Sign up to get current headlines 
delivered to your inbox with our 
free e-newsletter. 

Special Issues 
Access our popular Snow & Ice 
Guide, Seed Guide, Business 
Planner, State of the Industry 
Report and other seasonal 
supplements. 

Advertising Info 
Find out how Landscape 
Management can help get your 
message out in print and online. 

Throughout our issue, 
this box points you to 
more information and 
original content avail-
able online. 

http://www.turfgrasstrends.com
http://www.golfdom.com


Two broad-spectrum formulat ions. Either is t rouble for al l species of ants. 

Talstar® granu lar insecticides p rov ide effective, long-lasting 
residual control whe re you need it. W h i c h means you can 
app l y Talstar to lawns, landscape ornamenta ls , a n d 
perimeters, knock ing out a n d keep ing out even the 
toughest turf, o rnamenta l a n d c o m m o n residential pests. 

The Talstar l ine of g ranu lar insecticides has t w o un ique 
formulat ions for every situation, p rov id ing the most 
convenient a n d broadest l ine of solutions for your turf pest 
problems. A n d they ' re guaran teed or your money back . * * 

Talstar PL granular insecticide is a sand-core granu le that 
filters d o w n through the grass, g round cover, a n d mulch to 
where insects live. It's heavy a n d dust-free so it w o n ' t dr i f t 
off target. A n d it remains on the soil surface so it's effective 
even after i r r igat ion or rainfal l . Plus, it's effective for 
long-lasting control of hard-to-kill l awn a n d nuisance pests. 

«FMC 
©2004 FMC Corporation. FMC, the FMC logo, and Talstar are trademarks 
of FMC Corporation. Always read and follow label directions. 

Talstar EZ granular insecticide has a larger part icle size 
so it's easier to cal ibrate a n d easier to see where you app ly 
it. Talstar EZ utilizes unique technology that a l lows particles 
to disperse and disappear upon wetting, providing increased 
coverage. Plus, it won ' t stain concrete or d a m a g e plants. 
It's effective a round perimeters, on lawns a n d landscape 
areas for long-lasting control of common residential , turf 
a n d ornamental pests. (For use in Cal i forn ia, FMC offers 
Talstar EZ C A a n d Talstar C A granular insecticides.) 

For more information, contact our Customer Satisfaction Center 
at 1 -800-321-1 FMC, orv is i twww.pestso lu t ions. fmc.com. 

•Targeted by LCOs and PMPs. " S e e web site for guarantee details. 

Talstar, 
I N S E C T I C I D E S 

http://www.pestsolutions.fmc.com
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WHAT'S COMING UP IN SEPTEMBER 

COVER STORY/People:the 
good ones, get'em, keep'em 
Longtime Green Industry trainer 

Bill Hoopes has seen all kinds of 

characters come and go. He tackles 

how to recruit and hire the best 

people for your landcare business. 

• 2005 mower guide 
We'll tell you how to mow efficient-

ly like it's never been done before. 

You'll get easy-to-use strategies for 

saving fuel and labor. 

•Your handheld shopping list 
Contributing Editor Curt Harler is at 

it again with an easy-to-read 

wrapup of the latest trimmers and 

edgers you'll want to own. 

•Trucks, trucks, trucks 
Hey, in case you've been too busy 

to notice, the new model year trucks 

are hitting the lots. Wow, they're 

getting bigger and more comfort-

able, and you won't believe the new 

gadgets and features they offer. 

• Central control center 
You'll be amazed by how much 

control these units give you when it 

comes to irrigating municipal or big 

commercial or grounds areas, espe-

cially those with multiple sites. 

Clear a spot on your desk for 
Landscape Managements 
2006 Business Planner on the 
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Let Us Help You 
PROMOTE 

L A W N S C A P E S 
Sil» i '* 

• / v m ^ igL 

Call today for a 
FREE catalog 
& price sheet! 

Customized Printing 
Programs 
• Select your photography from our 

image collection 
• Customized text and layouts made 

by our talented graphic designers 
• Use our "sample print collection" 

for layout and promotional ideas 

Wre in your neighborhood 
IU>> < ' fcrtfcK** «.»hlraiBrj III 
$100.00 OFF 

# Wlwlml 
Promotional 
Signs t . 
• Promote with up to 4 colors 
• Variety of sizes available 
• Print one or two sides 
• Two different stakes 

[ G E ) Signs & Printing 
www.rndsigns.com .800-328-4009 

Circle 106 

Zorock 
Decorative 
Stone is an innovative 
new product, making residential 
and commercial properties more 
vivid everyday. If you are tired of 
the dull and boring look of 
natural stone, try new 
Zorock Decorative Stone. 

ZOROCK 
1 -866-4-ZOROCK 
www.getzorock.com 

Prond supporter of these green mdnstry profeiiional »rganization»: 

H 
ANTLA 

4 , 

American Nursery & Landscape Association 
1000 Vermont Ave., NW, Suite 300 
Washington, DC 20005-4914 
202/789-2900 
www.anla.org 

Independent Turf and Ornamental 
Distributors Association 
526 Brittany Drive 
State College, PA 16803-1420 
Voice: 814/238-1573 / Fax: 814/238-7051 

The Irrigation Association 
6540 Arlington Blvd. 
Falls Church, VA 22042 
703/573-3551 
www.irrigation.org 

THE O F F I C I A L PUBLICATION OF 
American Society of Irrigation Consultants 
PO Box 426 • Rochester, MA 02770 
Voice: 508/763-8140 / Fax: 508/763-8102 
www.asic.org 

m 

PgMS 

PLANET 
ol londcore ISMwork 

SportsTurf 
• M A N A G E R S ASSOCIATION 

f i TOCA 

tSA 
V O I C I OF T R E E C A R E 

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

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

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

The Professional Landcare Network 
950 Herndon Parkway, Suite 450 
Herndon, VA 20170 
703/736-9666 
www.landcarenetwork.org 

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

Sports Turf Managers Association 
805 New Hampshire, Ste. E 
Lawrence, KS 66044 
800/323-3875 
www.sportsturfmanager.com 

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

Tree Care Industry Association 
3 Perimeter Road, Unit 1 
Manchester, NH 03103 
603/314-5380 
www.treecareindustry.org 
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Shamrock x Midnight hybrid cross with 
good stem rust and stripe smut resistance. 
Excellent, economical blend component. 

M\DH\G\mm 
kentucky rl ijfgrass 

Excellent low-mowing and heat 
tolerance and dark green winter color. 

s 
/MIDNIGHT 

KENTUCKY BLUEGRASSS 

Dark blue-green color with medium 
leaf texture and good year-round color. 

Very dark green color with fine leaf texture 
that has good wilt and heat tolerance with 
less water. Good resistance to stripe rust 
and leaf spot with improved resistance to 
powdery mildew. 

^UfeSEEEBlMial 

M t j ï ï i b e a m 
Excellent dark green color and turf quality 
with good leaf spot and Fusarium resistance. 
Improved resistance to powdery mildew. 

Very good heat tolerance with good 
resistance to stripe rust and stem rust. 
Seed production fields show very little 
powdery mildew, which should be a 
benefit to sod growers. 

^MOONSHINE 
Kentucky Bluefrass 
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Tidal Wave" Hedge Petunia < 
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Cover Your Landscape With 

< 4 i f c à 
Easy Wave3 Spreading Petunia O AngelMist Angelonia O & 

Purple Lady Iresine O 
Fiesta™ Double Impatiens # 

Fantasia® Zonal Geranium O Magilla™ Perilla • O Titan™ Fi Vinca O 

Landscapes present endless possibilities and Ball offers a wide 
range of varieties to suit your needs. Our line-up is packed with 
high-performance plants to provide your customers with color 
that will make an impact throughout the season... and more 
landscape color means more profits for your business. Contact 
Ball for more information or to find a supplier in your area. 



B U S I N E S S FROM THE BOSS 

It's Just a Band-Aid 
BY RON HALL / Editor-in-Chief 

Looking from the steps of the Lincoln 
Memorial down the length of The 
Mall in Washington D.C., as I did re-
cently, you'll see a wide ribbon of 
150 acres of turfgrass stretching a 
mile or more to the Capitol. The Na-
tional Park Service maintains this 

property. Government workers mow and trim it with 
25 riding mowers, 30 walk-behind mowers, 50 string 
trimmers, 15 hedge trimmers and one turf aerator. The 
landscape maintenance for The Mall property is about 
$50,000 annually. 

The U.S. government can count on having enough 
workers. Can you say the same for your properties? 

Perhaps this year you can and next year too. After 
that things might get iffy. Here's why. 

You're going to yell "ouch" 
The H-2B guest workers program is not fixed. Congress 
merely put a Band-Aid on it. That patch will remain 
this season and next. Then, as painful as removing a real 
one from a wound, it will have to come off. When it's 
ripped off — and no solution has been found to fix H-
2B or replace it with a similar program — a lot of you 
are going to yell "ouch." Probably a lot worse. 

That Band-Aid is the "Save our Small and Seasonal 
Businesses Act." Congress this spring allowed thou-
sands of immigrant workers — those that had partici-
pated in the H-2B program within the past three years 
— to return to work for U.S. companies. This in spite of 
the 66,000 visa cap being filled in January. 

Again, the Act (the Band-Aid) remains in effect 
until Oct. 2006 only. 

There's no reason to go into the details of H-2B 
here, but keep the following points in mind. 

H-2B ¡s a business issue, 
it's not an immigration issue. 

H-2B is not an immigration issue; it's a small business 
issue. There is a crucial distinction here. The workers 
that we employ for seasonal work return to their own 
countries when the work is done. They leave. They want 
to go home to be with their families. Wouldn't you? 

Also, let's not get tied up in the bigger immigration 
reform debate. Let's keep our focus on the only 
winnable strategy, and that's working together, industry 
and legislators, to help small business. Our lawmakers 
showed this past spring that they're friendly to small 
business concerns, realizing that small business is re-
sponsible for more than 70% of all new jobs. 

Finally, let's not forget that many of us are getting 
our employees on borrowed time. If we wait until the 
middle of 2006 to start campaigning for a permanent 
solution or fix to H-2B, we will be too late. 

Stay in touch with the people in our industry 
(PLANET and ANLA) and in related industries that 
share our concerns and that helped us with this year's 
successful effort to get our workers back. 

Stay in touch with the lawmakers and the appropri-
ate people on their staffs, and keep reminding them of 
how much their support meant to the welfare of small 
business in general and the commu-
nities it supports. ' " i B S S ^ . 

Keep the H-2B issue 
on their radar. m • 

Contact Ron at 
440/891-2636 ore-mail 
rhall@questex.com. 

mailto:rhall@questex.com


B U S I N E S S DIAGNOSE THE REAL ISSUE 

Equipment abuse indicates a bigger 
problem, usually associated with morale. 

Protect your investments 
BY BRUCE WILSON 

Now is the time of year many owners 
start to realize that their equipment 
and tools either have been abused or 
there is an increase in abuse or loss. 
This is an obvious frustration and 
contributes to a loss in profits. 

Experience has taught me that you 
need both a positive and negative reinforcement behav-
ioral approach to managing this aspect of your business. 
With most companies, equipment abuse is what I call an 
indicator behavior. It indicates a bigger problem, usually 
associated with morale. Sometimes morale is affected by 
a general lack of accountability throughout the culture 
of the company. Sometimes it relates to having poorly 
maintained old equipment that employees feel is junk 
anyway. Their lack of respect for the equipment and the 
property of the company is a reflection of their attitude. 

14 

Send a strong message 
The question is how you rectify 
the problem. As I stated earlier, 
you need a both a carrot and 
stick approach. As for the posi-
tive side, send a strong message 
by giving new equipment only 
to crews that respect and main-
tain their equipment. Com-
municate this in a positive 
way as a reward for doing the 
right things. 

Other positive reinforcers that 
companies use involve setting 
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aside a kitty for replacement tools by crew over a quarter 
or season. The kitty is used to replace or repair damaged 
tools. What is left over is then given as a reward to the 
crew for managing this aspect of their work effectively. 

Stick to the rules 
Your company must simultaneously have some hard 
and fast rules about safety and security associated with 
tools and equipment. Here is where accountability 
comes in. If you make rules, you must make sure they 
are enforced routinely and consistently. Progressive dis-
cipline should be associated with abuse or carelessness. 
Some companies offer employees a choice of paying for 
equipment damage or loss through payroll deductions 
or suspension and even termination. 

Take care to be consistent in enforcing these types 
of policies. Make sure you don't violate local labor laws, 
particularly if you make an employee pay for damages. 

It is most important overall to not lose sight of the 
f a r t that t h k rmiipment abuse may be a symptom of 

a deeper problem in your organiza-
tion that is affecting behavior. It may 
even be related to poor hiring and 
screening practices. Dig deep and 
look hard for the true cause, espe-
cially if you attempt to improve and 
nothing seems to work. 
— The author is a partner with entre-

preneur Tom Oyler in the Wilson-
Oyler Group, which offers consulting 
services He is also the director of the 

Symbiot Landscape Network. Visit 
www.wilson-oyler.com 

http://www.wilson-oyler.com


I T 'S A B O U T H E L P I N G w h e n Y O U N E E D IT M O S T 
Anybody can sell you a load of goods. Being around when you have a question or a problem is another matter. At Bayer, we think 
it matters a lot. We also think getting in front of a problem is smart too. Which is why we have a relentless commitment to finding 
new ways to improve turf quality. Our research and training facility in Clayton, N.C., is the largest 
think tank in the turf, ornamental and pest control industries. It's a production line of solutions aimed f T \ BACKED 
at helping your business thrive. To learn more, call 1-800-331-286? or visit BayerProCentral.com. by BAYER 
Bayer Environmental Science, a business group of Bayer CropScience I 95 Chestnut Ridge Road, Montvale, NJ 07645 I Backed by Bayer is a trademark of Bayer. I Always read and follow label 
directions carefully. I O 2005 Bayer CropScience 
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Who's telling your story? 

Your work results in more available oxygen and fewer allergens, noise reduction and 
lower cooling bills, thicker turf that filters pollutants and landscapes that increase 
property values. There are endless environmental, economic and lifestyle benefits that 
green spaces provide—yet consumers don't know about them. They don't understand 
the true value of your products and services. 

Join us in telling the whole story of what you do. Project EverGreen is an organization 
dedicated to educating the public about the value of green spaces and encouraging 
responsible practices. 

To make a contribution or find out more, call 877-758-4835 or visit www.projectevergreen.com. 

http://www.projectevergreen.com




In the Know 
NEWS YOU CAN USE 

Not forgetting 
Congressional Cemetery 
BY SEAN GALLAGHER 

WASHINGTON, DC — 

Congressional 
Cemetery, although 

older and equally historic, does-
n't get the same level of atten-
tion or number of visitors as Ar-
lington National Cemetery. But 
it gets equal attention from 
landcare volunteers each year 
during PLANET's Remem-
brance and Renewal Project. 

On July 18, Green Industry 
professionals from Lawn Doc-
tor, Valley Crest, Davey Tree 
Experts, Bartlett Tree Experts, 
ArborCare, R-TEC, Natural 
Lawn and The Weed Man do-
nated their time and effort to 
this American landmark as col-
leagues performed similar vol-
unteer service at Arlington Na-
tional Cemetery. 

"The event itself is special," 
said Mike Caprio, Lawn Doc-
tor, Inc. equipment specialist. 
He pointed out the cemetery 
was established in 1807, more 
than 50 years prior to Arling-
ton. "There are many congress-
men and former leaders of our 
great nation from when we 
were in our early stages buried 
here, not to mention casualties 
of the War of 1812, the Mexi-
can War, the Revolutionary War 
and Civil War." 

About 25 to 30 volunteers 
from the Green Industry 

worked there throughout the 
morning and into the afternoon 
in spite of temperatures in the 
mid 90s and incredible humid-
ity. Because Congressional is 
privately owned by the Associa-
tion for the Preservation of His-
toric Congressional Cemetery 
and isn't funded by the govern-
ment, this project is one in ex-
traordinary need of support. In 
fact, the cemetery was recently 
named one of the most endan-
gered historic sites in America 
by the National Trust for His-
toric Preservation. 

"Throughout the years, be-

This volunteer 
from Lawn r - - - — — 

Doctor, Inc, was 
one of about 30 

industry members 
at Congressional 

Cemetery. 

cause of the work, the place has 
seen a tremendous improve-
ment," Caprio said. 

In addition to a full land-
scape renovation, approxi-
mately 40 acres of Congres-

sional were treated with weed 
control products. All walkways 
and roads within the cemetery's 
gates were treated for vegeta-
tion control, and pruning and 
cabling were performed, in ad-

dition to hazardous tree re-
moval. Product suppliers PBI 
Gordon, Riverdale and NuFarm 
donated all of the materials ap-
plied during the event. 

For more information on 
the historic Congressional 
Cemetery, visit www.congres-
sionalcemetery.org. 

To find out how you can do-
nate your time to the Renewal 
and Remembrance project, visit 
PLANET at www.land-
carenetwork.org 



T I R E D O F S E C O N D - G U E S S I N G 
H A N D W R I T T E N T I M E C A R D S ? 

WORK DONE HOURS J O B S I T E START LUNCH END 

The Jobclock System eas 
Find out why 150,0( 

EMPLOYEE TIME SHEET 
NAME: 6 J l 

Thürs 

Employee Report 

Date Range 8/15/2005 through 8/19/2005 Jobsite Name Walby Property 

End 
12:02 PM 
3:39 PM 
12:06 PM 
3:42 PM 
1204 PM 
3:44 PM 
12:25 PM 
3:42 PM 
11:50 AM 
3:41 PM 

Activity 
irrigation 
Irrigation 
Irrigation 
Irrigation 
Irrigation 
Irrigation 
Planting 
Ranting 
Ranting 
Ranting 

4:43 hours 
2:59 hours 7 42 hours 
4:45 hours 
3:05 hours 7:50 hours 
4:48 hours 
3:11 hours 7:59 hours 
5:07 hours 
2:37 hours 7 44 hours 
4:33 hours 
3:05 hours 7.38 hours 

Emp loyee total ( 3 8 : 5 3 h o u r s 
Bill Kemp 

THE JOBCLOCK? THE LANDSCAPER'S TIMECLOCKr 
RUGGED - POWERFUL - ACCURATE - OPERATES 24/7 - ATTACHES ANYWHERE 

Call today: (888) 788-8463 www.jobclock.com 
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Garden Market 
" = = E X P O 

Discover new worlds 
in outdoor living™ 

Las Vegas 
Sept. 21 -22 , 2005 

www.gardenmarketexpo.com 
(800) 748-6214 x 16 

* FORMERLY KNOWN AS WESTERN EXPO. 

In the Know 

Expo beefs up education 
LOUISVILLE, KY — In addition to getting 
the opportunity to operate new equipment 
for three full days, landcare professionals 
will have plenty of opportunities for educa-
tion at this year's International Lawn, Gar-
den & Power Equipment Expo (Expo 
2005). The trade show is set for Oct. 14-16 
at the Kentucky Exposition Center. 

Here's a list of the educational opportu-
nities for Saturday, Oct. 15: 

Bluesbusters 
breakin1 out at Expo 
LOUISVILLE, KY—The Briggs Blues-
busters kick off Rocktober on open-
ing night at this year's Expo 2005 on 
Friday, Oct. 14. This Briggs & Stratton 
house band has 11 members (eight 
are company employees), including 
John Shiely, chairman, president and 
CEO, as rhythm guitarist. The Blues-
busters have opened for top bands 
like The Beach Boys, Ray Charles, 
Blood, Sweat and Tears, and James 
Brown. 

At Expo they will open for Paul 
Revere and The Raiders, the first rock 
group to be signed by Columbia 
Records. They had 25 consecutive hit 
singles, including "Kicks," "Hungry," 
"Just like me," "Great Airplane 
Strike," "Louie, Louie," "Good 
Thing" and their Billboard No. 1 hit, 
"Indian Reservation." 

• 8 a.m. - 9:15 a.m. — "Visibility: How 
to Get Thousands of Dollars Worth of Free 
Advertising," by Jim Kendrick, president of 
Moose River Publishing 

• 9:30 a.m.-10:45 a.m. — "How to Get 
the Job at your Price," by Kevin Dougherty, 
PROOF Management Consultants 

• 1 p.m. - 2:15 p.m. — "Real World Mar-
keting," by Doug Adams, GIE Media 

• 2:30 p.m. - 3:45 p.m. — "Charting 
Your Course: Planning for and Achieving 
the Growth that Best Suits Your Team," by 
Fred Haskett, U.S. Lawns franchise holder, 
PLANET Director, sponsored by Landscape 
Management magazine 

Contractors who do snow and ice 
management should be aware of the "Ice 
Breaker" sessions sponsored by the Snow 
& Ice Management Association on Satur-
day, Oct. 15. They will be conducted in 
the Snow & Ice Pavilion. Sessions and 
times are: 

Top carvers to 
do their stuff 
LOUISVILLE, KY —The inaugural Echo 
Carving Series will culminate in a champi-
onship event during Expo 2005. Nine 
competitors from three qualifying events 
will compete for the championship carve-
off October 14-15 here. Carvers from 
around the world competed of three 
qualifying events in Oregon, Washington 
and Illinois. The top three Pro Division 
winners at each of the three qualifying 
events earned a spot to compete at the 
championship. 

The sculptors will be judged on a 1-7 
point scale in five criteria: theme, degree of 
difficulty, craftsmanship, design and artistic 
impact and correctness of form/state of 
completion. The theme of the champi-

http://www.gardenmarketexpo.com


• 9 a.m. and 1 p.m. — "Sales, Marketing 
& Price," by Rich Arlington, III 

• 10 a.m. and 2 p.m. — "The Truth 
About Polyurethane Cutting Edges," by 
Gregg Blair 

• 11 a.m. and 3 p.m. — "Anti-Icing & 
De-Icing," by Bob Jacques, CSP 

• Noon and 4 p.m. — "Making Snow & 
Ice Profitable When There Isn't Much," — 
by John R. Briemer and Mike Mason 

On Sunday, Oct. 16, Ed Wandtke, man-
aging director of Wandke & Associates, Inc, 
will speak on "Customer Attraction or Re-
tention: Which is More Important." He will 
speak from 8 a.m. to 9:15 a.m. 

Registration for the free seminars isn't 
required, but pre-registeration for the trade 
show is recommended. While registration 
prior to the show is free for landscape and 
lawn service pros, admission for those who 
wait to register onsite will be $25. For 
registration information go to 
www.expo.mow.org or call 800/558-8786 
or 812/949-9200. 

Yard work for soldiers' families 
APPLETON, Wl — David J. Frank Land-
scape Contracting, Inc donated $10,000 
to help families with yard work while 
their soldiers are serving in the Middle 
East. Frank presented the certificate to 
the Family Readiness Group during a 
community event honoring the Head-
quarters and Headquarters Company 2nd 
Battalion, 127th Infantry being deployed 
to support Operation Iraqi Freedom. 

"We're pleased to give something 
back to these brave soldiers and their 
families," said Frank, president of the 
company. "Our first hope is for the safe 
return of all men and women in uni-
form, but in the meantime we hope to 
ease the burden of those who must 

maintain a home and yard by themselves 
for the next 18 months." 

The company has offices in German-
town, Milwaukee, Madison and the Fox 
Valley with almost 400 employees. 

Unbelievable? NO, you can make 30% NET PROFIT in 
your service based company. Our customers achieve this by 
using CLIP software's exclusive routing, scheduling and job 

costing. Only CLIP tracks every minute spent on every job. You 
only have a few minutes each hour to make profit, don't lose 
it. Only CLIP can give you a virtually paperless office with links 
to PDA's, real time GPS tracking and Cell Phone technology. 
BELIEVE IT, we do it everyday in our own lawn company. 

Profit, Paperless, and Automatic Billing 
Transfer invoices to QuickBooks™ if desired. 

What NET PROFIT are you making? 
Can you afford to wait? 

Call 800-635-8485 for a Free Demo. 
D o i t I U O W ! _ _ 
www.clip.com uJZ 
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onship event is "America: The 
New World, Then and Now." 

Carvers will have a few hours 
to create their final masterpieces 
adhering to the theme. 

The Echo Carving Series 
Champion will be 
named during 
EXPO'S Saturday 
evening Charlie 
Daniels Band con-
cert, which is spon-
sored by the 
Ariens Co. 

EXPO 2005 
competition will 
feature the 
world's best 
carvers. 

http://www.expo.mow.org
http://www.clip.com
http://www.landscapemanagement.net


In the Know 

BlueYellow greens Pop Warner field 
ALLOUEZ, Wl — The East River Pop Warner 
Football Program begins play on a reno-
vated field this month thanks to a donation 
from BlueYellow, LLC, the manufacturer of 
BlueYellow All-in-One Lawn System. 

"We installed more than 60,000 square 
feet in a matter of hours," said Brad Lange, 

director of Allouez Parks and Recreation. 
"The kids are going to love playing on a 
newly renovated, weed-free field." 

Executives from BlueYellow, along with 
Allouez Parks and Recreation staff, installed 
the lawn system at the youth football field, 
one of several sports fields within the PH. 
Martin Webster Park Sports Complex that 
is host to 400 youth participating in the 
local sports programs. 

BlueYellow lawn system is a all-in-one 
lawn establishment system that combines 
seed, fertilizer and mulch into one simple 
application. BlueYellow products are man-
ufactured in Wisconsin. For more informa-
tion visit www.blueyellowhome.com. 

A C T B E F O R E 1 0 / 1 / 0 5 

Save $3,000 in taxes 
with a SIMPLE IRA plan. 
With a T. Rowe Price SIMPLE IRA, you can save $3,000 or more* on this 
year's tax bill and help your employees prepare for retirement. Both 
employers and employees make flexible contributions to the plan, 
making it easy to respond to changing business climates. 

There's no cost to start the plan, and we keep our mutual fund 
expenses low to help you save more. Employer contributions are 
generally tax-deductible, with no IRS filings required. 

Visit our Web site, or call us today for a free SIMPLE IRA investing kit. 
Set up your plan by the October 1 deadline. 

T R O W E P R I C E . C O M / S I M P L E 

1 - 8 0 0 - 3 4 1 - 0 0 3 5 
T.RoweRice ' l i h 

I N V E S T W I T H C O N F I D E N C E 

Request a prospectus, which includes investment objectives, 
risks, fees, expenses, and other information that you should read 
and consider carefully before investing. 
* Assumes $75,000 business owner salary, 25% tax bracket, SI 0,000 maximum deferral, and 3% employer match. Actual 
tax savings will vary. T. Rowe Price Investment Services, Inc., Distributor. SIMPI072109 
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New uses 
for Quicksilver 
PHILADELPHIA — The EPA regis-
tered three new uses for FMC 
Corp.'s Quicksilver turf and orna-
mental herbicide. It's now ap-
proved to control broad leaf weeds 
seven days after emergence in 
newly seeded, sprigged or sodded 
areas; to control broadleaf weeds 
on stone-covered yards; and on 
bentgrass putting greens and tees. 

Atlantic Irrigation 
acquires Koonz 
LATHAM, NY — Atlantic Irrigation 
Specialties, Inc., acquired Koonz 
Sprinkler Supply Golf Division this 
spring. The company's service terri-
tory now covers five New England 
states. The family-owned Rain Bird 
distributor has 12 locations. 

OSHA, PLANET 
team up for safety 
HERNDON, VA — The Occupa-
tional Safety and Health Adminis-
tration (OSHA) launched a new 
safety and health topics Web site 
for Green Industry members. Pro-
duced through the PLANET-OSHA 
Alliance, the site is located at 
www.osha.gov/SLTC/landscaping/i 
ndex.html. Information is divided 
by segment and includes resources 
for Spanish-speaking employees 
and youth workers. 

Hunter Industries 
expands testing 
SAN MARCOS, CA — Hunter Indus-
tries opened a new spray sprinkler 
test facility at the company's head-
quarters here. The laboratory is de-
signed to support the company's 
growing spray sprinkler business. 
Hunter developed the facility to 
maintain better control over indi-
vidual product testing, giving the 
company the ability to adapt and 
adjust spray head and nozzle de-
velopment based on test results. 

http://www.blueyellowhome.com
http://www.osha.gov/SLTC/landscaping/i


LM thanks H-2B 
WASHINGTON, DC — Forget the lawyer 
jokes, at least for now. On Friday, July 15, 
Landscape Management magazine pre-
sented Donald Mooers and Hank Lavery 
with special awards on behalf of its contrac-
tor readers. Editor-in-Chief Ron Hall 
lauded Mooers, an immigration attorney, 
and Lavery, executive vice president of 
Century Pools, for working closely with the 
Green Industry in the successful passage of 
the Save our Small and Seasonal Business 
Act this past April. 

"Hundreds of small businesses, includ-
ing many contractors in the Green Indus-
try, would have suffered serious man-
power shortages, and their customers 
reduced services, without the Act's pas-
sage," said Hall. "Lavery and Mooers were 
instrumental in bringing together, rallying 
and assisting a coalition of industries in a 
common cause," says LM Editor-in-Chief 
Ron Hall. 

That Act, introduced by Sen. Barbara 
Mikulski (D-MD), allowed small busi-
nesses to obtain seasonal H-2B immigrant 
workers this season, in spite of the 66,000 
visa ceiling being reached this past January. 
The Act is temporary, however, and ex-
pires in Oct. 2006, meaning that small 
business can count on just one more sea-
son of labor relief in 2006 unless a more 
permanent fix to the guest worker pro-
gram is found. 

Mooers, in accepting the honor, praised 
the Professional Landcare Network and 
many of its individual member companies, 
and Thomas Delaney, its legislative expert, 
for their drive and cooperation in the 
campaign to expand the popular program. 

But both he and Lavery urged H-2B 
users not to become complacent now that 
their labor needs have been met for this 
season and next. They said the industry 
must work for a permanent fix to H-2B, 
which they stressed is a "small business 
issue and not an immigration issue." 

S C H E D U L I N G S O F T W A R E 

Searching for the best 

QuickBooks-integrated 7 
scheduling software • 

We have looked at almost every package out there and we found that QX 
is the package to run our company. Now our numbers are correct, the 
integration between QX and QB is great, computer time is greatly reduced. 
We can spend more time selling and spending time with family and friends. 

John Greer, President 
Greer Landscaping & Maintenance, Inc. 

Call 1.877.529.6659 or visit www.qxpress.com for a FREE trial version 

PLCAA 
PKOnSSMXAL 

/ .H I \<M 
ASSOCIATES 
(it IW.A'K t 

QuickBooks % 
QuickBooks * r entered trademark ano service mark of Mult ktc m the United State« and other countries OXprets is a registered trademark of Alocet kicorporated 
QuickBooks and the Designed for QuickBooks Logo are trademarks and*>r n É M trademarks ot kituit k>c displayed «nth permission The use by Alocet ot the logo 
does not signify certification or endorsement of Alocet« software by kttuit. and Alocet is «ofay responsible tor its software and the support and maintenance of the software 
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In the Know 

Fight chemical bans locally 
BY STEPHANIE RICCA / Managing Editor 

WASHINGTON, DC — To combat unfair 
fertilizer and pesticide bans, Green Indus-
try members must get involved locally, 
urged RISE's (Responsible Industry for a 
Sound Environment) Frank 
Gasperini, director of state issues. 
Gasperini spoke here at the 
American Nursery & Landscape 
Association (ANLA) 2005 Leg-
islative Conference last month. 
"Legislation at the federal 
level is just slow," 
Gasperini said. "Things 
move much quicker at 
the state level, but 
even that is slow com-

pared with the local level." 
Local politics are the seat of action on 

both sides of the issue, he said. "Politics 
happens fast locally, and decisions like these 
aren't often based on science. Science 
means nothing, emotion means everything, 

and the Green Industry is taking a 
thumping here." 

The Washington-based RISE sup-
ports the specialty fertilizer and pesti-

cide industries by advocating for 
issues and research and 
monitoring legislative 
and regulatory activity 

nationally and at the 
state level. 

Gasperini urged 
the industry to pay 

Irrigation t Golf * Industrial 
Your premier wholesale distributor stocking all major manufacturers irrigation and landscape 
equipment. We're committed to providing the best customer service in the industry. Stop by 
your local branch today, where our trained and friendly people are ready to serve. 

800.343.9464 | www.ewingl.com 
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special attention to activists lobbying for 
across-the-board chemical bans in the 
name of the Endangered Species and Clean 
Water Acts, for example. 

On the state level, Gasperini called state 
pre-emption of local laws a "huge issue." In 
many states, local governments may not 
regulate products beyond the specific au-
thority already delegated to the state. "We 
must maintain this," Gasperini said. 'We 
don't want towns to supersede states. Issues 
are fueled by activist scare tactics and litiga-
tion from these groups is on the rise." 

Water rights 
One big fight to apply pesticides responsi-
bly is taking place over water. A hot legisla-
tive topic at last month's joint ANLA and 
PLANET meeting was the Pest Manage-
ment and Fire Suppression Flexibility Act. 

What's that got to do with the Green 
Industry? Plenty, if you're in the business 
of making any weed control or pesticide 
applications in, near or over water. Until 
some recent court decisions, the applica-
tion of these chemicals according to their 
labels in, near or over water did not re-
quire National Pollutant Discharge Elimi-
nation System (NPDES) permits. A few 
years ago a few court rulings changed that, 
and NPDES permits became required in 
support of the Clean Water Act. 

The EPA reacted, thanks in part to lob-
bying efforts by Green Industry advocates, 
by issuing a proposed rule in February stat-
ing that NPDES permits are not required 
when pesticides are applied according to 
their labels in, near or over water. 

So what's the hang up? The rule isn't 
law and doesn't protect the Green Industry 
from citizen suits. The Pest Management 
and Fire Suppression Flexibility Act, intro-
duced just in June, would make this law. 
House and Senate bills are in progress. Stay 
tuned here and at www.landscapemanage-
ment.net for updates. 

http://www.ewingl.com
http://www.landscapemanagement.net


Another small step for AN LA/PLAN ET merger 
WASHINGTON, DC — One large national 
voice for the landscape and plant nursery 
segments of the Green Industry? The Pro-
fessional Landcare Network (PLANET) 
and the American Nursery & Landscape 
Association (ANLA), two of the nation's 
largest green associations are exploring a 
possible merger 

The talks took a small step forward Sun-
day, July 17, here when the ANLA's gov-
erning body agreed to a letter of intent to 
investigate the merger. The ANLA repre-
sents the "green plant" part of the landcare 
industry and focuses its services and legisla-
tive efforts on behalf of retail and wholesale 
plant nurseries (and some landscape opera-
tions). Landscape and lawn care contracting 
companies comprise most of PLANET's 
membership. 

Leaders of the two associations met this 
past December at PLANET offices in 
nearby Hemdon, VA, and agreed to exam-
ine the pros and cons of joining forces. 
They've met three times since then. 

Kurt Kluznik, reporting to more than 
100 PLANET committee members at their 
Summer Leadership Meeting on July 17, 
compared the progress of the negotiations as 
"just sort of dating," and at the due diligence 
stage. Kluznik was president of the Associ-
ated Landscape Contractors of America 
(ALCA) in 2004 when it agreed to merge 
with the Professional Lawn Care Associa-
tion of America (PLCAA).That merger 
was completed this past January and re-
sulted in PLANET. 

Kluznik said the building of a single, 
large association to better represent the 
Green Industry has been under discussion 
for the past three years. 

"There is not an impulse component to 
what we're doing," he stressed, listing five 
challenges that must be resolved: 
1. Staffing and offices 
2. Integration of operating years. The two 
associations operate on different calendars 

3. Integration of dues. ANLA and PLANET 
have widely differing dues structures 
4. Governance and leadership 
5. The name of the association 

In response to questions from PLANET 
members, Kluznik asked them to "trust the 
process," adding that, even if all went well, 
a merger wouldn't happen in 2005. 

Landscape Contractors: 

Tame Your 
Morning Circus! 

^ur patented Super Lawn Truck™ System is a veritable business-
in-a-box — an efficient system that pays for itself! Everything your 
crew needs to organize, store and transport your equipment is all in 
one secure vehicle. Plus...your Super Lawn Truck™ is a customized 
rolling billboard that advertises your company everywhere you drive! 

Save thousands of dollars when you use the Super Lawn Truck™ 
System over the outdated "truck-and-trailer" method of operating 
your business. 

%/ Eliminate time-intensive loading 
and unloading every day 
l / Minimize stops at the gas station— 
the SLT System features a unique fuel 
storage system 
l / Free up valuable warehouse space 
by keeping everything organized and 
loaded inside the truck — tools, 
ladders, riding mowers, watercoolers 
...whatever you use 

Save wear and tear on your tools 
and prevent theft 
%/ Patented ramp folds neatly to a 
lock-able rear door, eliminating the 
need for trailers 

CONTACT US NOW for your copy of the 
Business Builder Plan 

and Video 
Use our toll-fiee number or 

visit our web site for information 
Best Warranty 
in the Business! 

eonhf. 

P 1 P E T E R B I L T 
fcJSGMC TRUCK 
(800)232-7383 

SUPER LAWN TRUCKS" 
8 6 6 - 7 8 7 - 3 7 5 2 • (478) 9 2 3 - 0 0 2 7 • (478) 9 2 3 - 9 4 4 4 fax 
info@superlawntrucks.com • www.superlawntrucks.com 
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In the Know 

New CEO goal: link networks with accounts 
DRAPER, UT — Michael "Mike" Edwards, the 
new CEO of Symbiot Business Group, 
jumped into his duties at the 4-year-old or-
ganization in July 

"There has been a great deal of work 
over the past several years to put together 
the networks that we have today and to 
build that part of the organization," Ed-
wards told Landscape Management. "Part 
two of the equation is connecting that as a 
part of the large real estate service providers 
or the big asset owners to capture more of 
the large multi-site national contracts. 

"Since I came out of that world, that's 
an easy transition for me." 

Edwards became Symbiot CEO on July 
5. Prior to that, from 1993 until 2005, he 
was with Intel Corp. 

After meeting Symbiot founders Steve 
and Matt Glover about three years ago, Ed-
wards said he thought the idea was excel-

"We can bundle those 

services and we can 

do it coast to coast." 

— CEO Mike Edwards 

lent. Matt Glover is vice president of Sym-
biot Networks and was the company's first 
president/CEO. Steve, his father, is chair-
man of the board. 

In the company, established independ-
ent companies join under Symbiot's larger 

marketing and selling umbrella to offer a 
range of maintenance services to national 
and large multi-regional asset managers. 
Symbiot projects '05 revenues of $20.8 
million and has five networks — land-
scape, snow removal, parking lot, pest con-
trol and interiorscape. Almost 1,000 com-
panies are Symbiot partners. 

Edwards says his primary goal will be to 
grow the national account business and 
bring more multi-location contracts into 
the system. 

"Large asset owners or asset managers 
are trying to find that solution where they 
can go to one service provider who can do 
multiple functions," says Edwards. "We're in 
a great position where we can bundle those 
services and we can do it coast to coast." 



People 6c companies 
Art Evans, founder and pres-
ident of Dixie Chopper won 
the 2005 Entrepreneur of the 
Year award in the Master cat-
egory from Ernst & Young LLP 
in Indianapolis. He is now eli-
gible for the national Entre-
preneur of the Year award. 

^ Peter Arkley, 
J president and 
i CEO of Aon 

^ Construction 
J Services Group, 

I joined the board 
of directors at Valley Crest 
Cos., Calabasas, CA. 

keting of ZeroTol, TerraCyte 
and GreenClean. 

John D. 
F j L ^ 1 Leonard, 
[ . ^ J K ' Aqua Engi-
[ f ^ I neering, Inc., 
| W m Fort Collins, CO, 
" g $ earned the sta-
tus of certified irrigation de-
signer - commercial (CID). 

Victor Palacios, Jonathan 
Trottier, Scott Perna, Bruce 
Moore Jr. and Carole Cald-
well recently joined or were 
promoted at Eastern Land 
Management, a Stamford, 
CT-based landscape company. 

Chuck and Judy Sweeney 
sold Seago, the U.S. distribu-

tor for Allen Power 
Equipment, to their son 
Scott, current president of 
the company. 

Chuck Barber joined Agro-
tain International, St. Louis, 
as regional manager. Barber 
is based in Pennsylvania. 

HAndree-Anne 
Couillard 
joined Syn-
genta Profes-
sional Prod-
ucts as global 

technical manager for turf, 
based in Basel, Switzerland. 

Exmark Manufacturing, 
Beatrice, NE, promoted John 
Cloutier to marketing man-

ager and hired Kerri Heim as 
marketing communications 
manager. 

Jim Zablocki of Gro-Up! 
now partners with BioSafe 
Systems, Glastonbury, 
CT, to assist in sales and mar-

Komatsu 
Zenoah 
America, 
Norcross, GA, 
promoted 
Yusuke 

"Chris" Aoki to operations 
manager. 

Mark Hall was appointed di-
rector of marketing and sales 
for TrynEx International, 
Warren, Ml. 

Roy Underwood joins Little 
Giant Pump Co., Oklahoma 
City, as water gardening busi-
ness development manager. 

A B 
Buy Bayer Receive 
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r -
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petty criminal or a regular guy 
who happens to see a nice 
chain saw on the back of your 
pickup and decides to take it 
home, it's up to you to protect 
your investments. 

So take it from the follow-
ing pros who have learned 
about theft the hard way. 

Lock and disable 
"On job sites we have security 
fencing with a locked gate and 

trimmers, blowers. We've been 
parked in a commercial lot and 
saw a guy come from 15 feet 
away to try to get a chain saw 
left in a bin. So we put a pad-
lock on the trailers themselves." 

Crew members on Dirksen's 
teams know to take ownership 
of the equipment they use and 
secure it. 

Bill Schumacher, president 
of Springtime Landscaping & 
Irrigation in Bend, OR, has 

YOU CAN 

pack blowers. We engrave and 
tag all our equipment, so if the 
police ever do come across it, 
they know where it came from.' 

Springtime now uses en-
closed, lockable trailers for 
added security. "Our tools run 
$500 to $600 each, and that 
adds up," Shumacher says. "So 
we now pay $5,000 for an en-
closed trailer, as opposed to 
$2,000 to $3,000 for an open 
one. I think it's worth it. And 

BUSINESS 
PROTECTION 

This article is first in a 
continuing series Landscape 
Management will present 
in the upcoming year on 
business protection. These 
articles, which will run every 
few months, will give tips 
on protecting your business 
and your self from all types 
of internal and external 
theft. Check back through-
out the year at www./and-
srapemanaqement.net for 
the complete series. 

BY THOMAS G. DOLAN 

we lock up all our trailers," says 
Nathan Dirksen, construction 
manager for Dennis' Seven 
Dees Landscaping in Portland, 
OR. 'Where we've really had 
trouble and experienced our 
highest theft rates is along In-
terstate 205 to Vancouver. Peo-
ple just drive by and pick up 
whatever they can, anything 
from Bobcats to plant material." 

To safeguard plant material, 
the company rents a chain link 
fence for the duration of its 
commitment to the site. "The 
larger equipment we try to 
bring home," Dirksen says. "But 
if we have to leave a Bobcat, 
we'll take out the fuses or dis-
tributor cap and disable it in 
some way." 

A problem the company 
faces, common to many land-
scapes, Dirksen says, "is the 
small equipment — stringers, 

added more and more security 
to protect his equipment. "We 
have a fenced-in compound of 
one-and-half acres, which has 
been broken into four or five 
times," Schumacher says. "Fist 
they just jumped over the 
fence, so we put razor wire 
over the top. So then they 
used bolt cutters to cut 
through the locks, so we've se-
cured the gates that can't be 
cut with bolt cutters. So then 
they just cut a hole in the 
chain fence." 

To respond, Schumacher in-
stalled security lighting in the 
form of a big light pole in the 
middle of the yard. He also put 
a security system on the build-
ing, which has helped, he says. 

"Remove all keys from your 
equipment," he advises. "Our 
biggest problem has been with 
chainsaws, weedeaters and back-

THINK LIKE A THIEF 
It takes more than locking up your equipment to keep 
burglars away. Anticipate how thieves think for insight: 

• "Professional" thieves know the difference between 
good tools and bad ones. You should too, and protect 
them accordingly. 

• Always keep the trailer in sight even if it means 
moving parking spaces as you progress from yard to 
yard. Burglars are smart: If they hear mowing off in 
the distance they know the trailer is unguarded. 

• Protect your headquarters, especially if you don't 
have locked garages or trailers. Motion-sensor lights 
and video cameras (even fake ones) act as extra 
insurance. 

• Keep an extra-sharp eye on equipment during gas 
station stops and lunch breaks. It only takes a thief a 
second to run off with a trimmer while you're inside 
getting a Big Gulp. 



HE COT CAUGHT 
BY RON HALL / Editor-in-Chief 

KEY BISCAYNE, FL — If you haven't been victimized 
by white-collar crime, consider yourself fortunate. 

Reformed former con artist Frank W. Abagnale 
told attendees at the Outdoor Power Equipment 

Institute's (OPEI) Annual Meeting in June that crimes 
against businesses cost the U.S. economy $660 billion annu-
ally, approximately 6% of the country's total Gross Domes-
tic Product. (By comparison, the U.S. military budget is 
about $480 billion.) 

You're not familiar 
with the name Frank 
Abagnale? Have you seen 
the movie Catch Me If 
You Can? Actor Leonardo 
DeCaprio in the movie 
portrayed the real-life 
Abagnale, one of the 
most accomplished con 
artists in U.S. history. 

These days Abagnale 
is on the side of the good 

guys. He consults with business and government to combat 
white-collar crime. 

With so much loss, you would think crimes against 
businesses would get more publicity. And more attention 
from owners. The main reason it doesn't is that just 10% 
of embezzlements are reported. Of that total, only 35% 
of the cases result in arrests, says Abagnale. 

Employee theft, check forgery, credit card theft/fraud are 
the three most common crimes costing U.S. businesses, 
Abagnale told the more than 200 manufacturing executives 
in attendance. 

Check forgery alone resulted in $19 billion in business 
losses in 2005, he says. Even though e-commerce continues 
to grow, 75% of all b-to-b transactions are still made by 
check. Of the 1474 people charged with the crime in 2004, 
only 122 were convicted and 26 served jail time. Abagnale 
says these statistics come from the U.S. Department of Jus-
tice. Most prosecuting attorneys won't pursue a forgery case 
resulting in losses under $5,000. 

"Once you lose your money you'll never get your money 
back," says Abagnale who was returning to the OPEI An-
nual Meeting for the second year in a row. He warned the 
business executives that today's high-tech society is generat-
ing ever-more-sophisticated scams. And they're easier to 
perpetrate because today's crooks can access so much infor-
mation (much of it personal) from the Internet. 

"Technology breeds crime. It always has. It always will," 
he says. continued on page 32 • • 

BUSINESS BUSINESS SURVIVAL 

we can use these enclosed trail-
ers as traveling billboards." 

Beware professional thieves 
Mike Vitou, Avon branch man-
ager and senior sales executive 
for The Pattie Group in Nov-
elty, OH, reports that he is up 
against professional thieves. 

"It seems the thieves must 
be affiliated with the construc-
tion trade, for they know the 
value of the good items, which 
they take, leaving the lower-
priced pieces behind," Vitou 
says of his smaller equipment 
like chain saws, levels and tran-
sits, brick saws and high-end 
hand tools. 

Vitou reports that one of his 
skidders was dropped off inside 
the fence at a dealership for re-
pairs on a Friday just after clos-
ing. "We called Monday and the 
dealer says he had never seen 
it," Vitou says. 'We filed a re-
port and our insurance com-
pany did replace it at our cost." 

He adds that his area had a 
ring of thieves stealing items 
like skidders and mini backhoes 
and shipping them overseas. 
"They took this smaller equip-
ment, which they could remove 
from the site pretty quickly. 
There were about a half dozen 

of these thefts before the police 
and FBI got involved. They 
caught some of them and those 
incidents stopped." 

To combat theft, Vitou and 
his team keep trailers at the rear 
of driveways or in backyards so 
thieves would have to pass a 
residence to steal the items. He 
also blocks the path to his ma-
chinery and generally makes it 
as inaccessible as possible. 

"Uglify" it 
David W. Pearcy, owner of 
Beautiful Lawns Of Washing-
ton in Tacoma, WA, was a mili-
tary policeman before starting 
his landscape business so he has 
an eye for crime. 

'We're in a new yard every 
30 to 45 minutes, and have had 
numerous pieces of equipment 
stolen off the truck," he says. 
'We have cables and locks so the 
thefts have almost always re-
sulted from carelessness because 
employees don't want to be al-
ways locking and unlocking." 

What Pearcy does with his 
equipment now is "uglify it," he 
says. 'We color coat for each 
crew and make the stuff as ugly 
as possible. Then we scratch in 
the initials of our company and 

continued on page 32 

a People just drive by and pick 
up whatever they can — anything 

from Bobcats to plant material. J 
— Nathan Dirksen, construction manager, 

Dennis' Seven Dees Landscaping 
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continued from page 30 

But technology isn't the real problem; it's just provides 
easier vehicles for committing crimes such as credit card 
fraud and identity theft, says Abagnale. The bigger problem 
lies with society itself. 

"This is not 1950; this is 2005. We live in an extremely un-
ethical society," he says. "We have to address the real prob-
lem — character and ethics." He says today's young people 
don't get enough instruction in ethics in their homes, 
schools or universities. He cited a recent survey of top teen 
students in U.S. schools. He says 80% reported that they had 
cheated, copied or plagiarized during the school year. He 
described it as "an epidemic of cheating." 

They don't need a gun 
Today's sophisticated crook doesn't need a gun to rob a 
business. He or she does it by stealing people's identities. 
The payoff is staggeringly greater for the crook and the vic-
tim's losses are more devastating. It's a huge problem, and 
it's growing, says Abagnale. 

That's why he urges everyone to be aggressively guard 
their identity against theft. For a business owner the respon-
sibility is greater because they have to guard their employ-
ees, suppliers and customers from identity theft, also. Few 
have systems in place to so do. 

Here are some of the points that Abagnale made at the 
OPEI Annual Meeting in June: 

• The most common fraud committed against U.S. 
employers is employees that steal, followed by 
check forgery and credit card fraud; 

i Managers are 16 times more likely to commit 
fraud against a business than employees; 

k Men are four times more like to commit fraud 
than women; 

• Employees 60 years and older are 28 times more likely 
to commit fraud than those 25 years and younger. 

Abagnale advised the business executives not to entrust 
all of their financial affairs — accounting, receivables, 
payables, auditing — to a single person. 

He also stressed the importance of controlling access to a 
company's checks and using special watermarked checks 
that are more difficult to forge. 

B U S I N E S S BUSINESS SURVIVAL 

continued from page 30 

put our own number on it." 
One problem, Pearcy says, is 

that with so much equipment 
made with plastic components, 
the serial numbers can easily be 
sandpapered off. "A police offi-
cer advised us not to use our 
social security numbers but to 
make up our own," he says. 

the hinges," be says. "I've heard 
of situations in which they 
just cut through a Cyclone 
fence, drove through, used 
cutting torches to cut through 
the side of a metal building, 
went inside and took what 
they wanted." 

Good flood lights are neces-
sary, Pearce says, and video 

c c We have cables and locks 
so the thefts have almost always 

resulted from carelessness because 
employees don't want to be 

always locking and unlocking. J J 
— David Pearcey, owner, 

Beautiful Lawns of Washington 

Eye on the shop 
Pearcy also relates problems 
he's had with his shop area. 
"Here in Pierce County we 
need a permit for razor wire on 
a fence, and our insurance com-
pany told me that if someone 
got cut on that wire it would 
cancel our policy. If 
someone bled to 
death, the thief s fam-
ily would own my 
business," he says. 

Advanced tools 
give thieves easy ac-
cess, Pearcy says. "The 
new electric grinders 
have cutting blades that can 
cut through chains and locks. 
The new chains are harder to 
cut through so the thieves cut 

cameras have come down in 
price, costing about $300 from 
mass merchandisers. Video 
cameras may help you catch 
the thieves after the fact but 
it's best to make them visible 
as a deterrent. Less-expensive 
fake video cameras also can 

work as a scare tactic. 
Only a few people 

have keys to the gate, 
and Pearce changes 
the locks if personnel 
are terminated. His 
shop happens to be at 
the end of a long road. 
"We put a chain there 

that stops people from driving 
to the gate to get a free look," 
Pearce says. 

"For 20 years I worked out 

of my house and now I find it 
hard to go home," Pearce says. 
"So one other tactic I use is to 
maintain a 26-ft. trailer at the 
shop, with flowers around it 
and lawn chairs, to try to make 
it looked lived in, as if maybe a 
senior citizen was there keeping 
a watch on things. I've actually 

stayed out there a few nights so 
I could see anything going on. 
There are a lot of thieves out 
there and you have to do every-
thing you can to stay one step 
ahead of them." lm 

— The author is a freelance 
business writer based in 

the Pacific Northwest. 

Landscapemanage-
ment.net Continue 
to visit our home 
page as we add more 
articles in our contin-
uing series on busi-
ness protection. 
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BUILDING Y O U R BRAND 

GET NOTICED 
Want a better corporate identity? 
Here are five reasons why your 
company needs a good logo 

BY ROBERT MARSH 

rass, a tree and solid 
block lettering — these 
elements make up the 
vast majority of land-
scape company logos. 
If your logo looks like 
everyone else's, how 

will your customers remember you? How 
will new customers find you? 

A good logo is critical for a successful 
business, especially in a trade as competi-
tive as landscaping. Here are five ways an 
outstanding corporate identity will help 
your company succeed. 

1Great logos make great 
first impressions 

Before your sales person knocks on the 
door, before your truck pulls up, and even 
before they call you, potential customers 
consider your logo when they decide 
whom to trust. 

Wayne Stuetz, founder of The Sodfa-
ther Landscaping in White Plains, NY, un-
derstands how that first impression gives 
his company an edge. "People are always 
asking for a t-shirt with my logo on it," he 
says. "My logo is very memorable and once 
a person has seen it, it's hard to forget." 
What makes The Sodfather logo memo-
rable at first glance is its resemblance to its 
namesake movie. The company's tagline, 
"We'll make you an offer you can't refuse," 
reinforces that association as well. Cus-
tomers remember it. Bada-bing. 

When people can remember your logo 
easily you gain a competitive edge. 

2 Attract new customers 

Your customers see hundreds of logos 
a day and they know a good logo when 
they see one. By sending the right message 
to potential customers your logo helps 
them choose you over the competition. 

The Lawn Rangers, in Pearland, TX, has 
seen the benefits of a good logo. "When 
customers initially see the logo on our esti-
mate sheets, trucks and Web site, they feel 
good about us," says co-owner Aaron O'-
Donley. "Unless there's something you can 
show potential customers to convince 
them their expectations will be met, they 

Your company logo doesn't have 
to look like everybody else's. 
In fact it shouldn't. Use a little 
imagination, a different design, 
different colors. You might even 

consider using a little humor. LANDSCAPING 
battier 
"We'll Make You An OfferYou Can't Refuse" 
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will turn to the competition. Our logo 
helps us persuade them." 

3Stand out from your 
competition 

Flip through the phone book and you'll 
quickly see that potential customers have 
plenty of landscaping company choices. 
You'll also notice how few logos stand out 
from the crowd. Differentiating yourself 
from your competition is critical in winning 
the battle for customers. 

The Lawn Rangers does that with color. 
Instead of the usual greens and blues, they 
use a warmer color combination that 
stands out. Original uses of colors, words, 
shapes and fonts can set your logo apart 
from the rest. 

4 Keep loyal customers 

Good service is the key to keeping 
your customers. But what happens when a 
competitor moves in with shiny trucks, 
clean-cut employees, a professional look 
and promises to match your service? If 
your company image isn't as good, your 
customers may be tempted to try the 
competition. 

Don't put your business in that posi-
tion. "A great logo convinces high-end cus-
tomers who look for a loyal, long-term rela-
tionship to choose you over the next guy, 
who is probably waiting around the corner," 
Stuetz says. 

5Earn trust with professionalism 

What convinces people to choose an 
established landscaping business over a 

LANDSCAPE COMPANY 

couple of kids with lawnmowers? Often it's 
the professionalism of the business. 

"People see our professional logo and 
see that we're here from year to year, and 
that builds trust," says Tina Zoltan, owner 
of Oak Leaf Landscape in Groveland, FL. 

"If we can send the message of professional-
ism through our logo, a lot of the work is 
done for us." lm 

— The author is vice president of creative 
services at LogoWorks.com. 

Contact him at 801/805-3719. 
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SAFETY IN SPANISH 

5 keys to 
Hispanic safety 
training 

The responsibility for provid-
ing a safe and healthy work-
place for all employees rests 
with every employer. They 
face specific challenges 
when it comes to the safety 
of the estimated 17.5 mil-

lion Hispanic workers in the United States, 
particularly in the bilingual training area. 

While overall workplace injury and ill-
ness rates in the private sector dropped by 
more than one third in the decade between 
1992 and 2001, the same rates have in-
creased for Hispanic workers. Nearly 15% 
of the workers who died in 2002 were His-
panic, even though Hispanics comprise less 
than 13% of the workforce. Increased 
health and safety risks are due to a lack of 
safety training, specifically due to language 
and cultural barriers. 

Untrained workers have a decreased 
ability to identify hazards, understand 
proper safety precautions and wear protec-
tive equipment. Compounding the prob-
lem is the fact that many Hispanics are not 
aware that they are entitled to a safe and 
healthy workplace without regard to citi-
zenship/legal status, and are afraid to ask 
questions about safety or "make waves" that 
may call attention to themselves. Many 

Take advantage of 
resources available 
for Spanish-language 
safety training 
BY SHANNON DECAMP 

have never even heard of OSHA, nor are 
they aware that they have recourse in the 
case of an accident. 

OSHA has a new emphasis on His-
panic safety and related training, which has 
already had positive effects. Many compa-
nies have experienced a substantial de-
crease in recordable injuries and have re-
duced their "Days Away, Restricted or 
Transferred" (DART) rate. For the first 
time in seven years, workplace fatalities 
among Hispanic workers declined in 2002, 
the last year these statistics are available. 
The following are some suggestions to as-
sist Hispanic workers in grasping key safety 
concepts more quickly: 

IMake training material more direct 
and visual, rather than oral and verbal. 

For example, photograph work processes, 

and stage both safe and unsafe practices. 
Label photos in both English and Spanish 
to indicate whether or not the practice is 
safe, and why. Keep the labels simple. 

2 Make use of newer OSHA materials, 
which are often published in both Eng-

lish and Spanish. Some state programs, like 
Oregon's, also have bilingual training materials 

3 Use bilingual employees to translate 
handouts and manuals and interpret 

for medical appointments and workplace 
presentations. Whenever possible use bilin-
gual employees to develop materials and to 
perform training presentations. 

4 Conduct Spanish-language job inter-
views and safety orientation. Conduct 

periodic bilingual safety meetings, and hold 
employees accountable for attendance. 

5 Take a pro-active, bilingual approach 
in your comprehensive safety pro-

gram. Make all educational, operational and 
regulatory information, site safety orienta-
tion, medical insurance information book-
lets, health and safety posters, emergency 
evacuation procedures, and safety training 
videos available in both Spanish and Eng-
lish. Make sure that Spanish materials are 
in the appropriate dialects. 

Additional positive side effects to better 
Hispanic outreach at your workplace include 
improved employee relations, increased pro-
ductivity and product quality, and greater 
client satisfaction. Hispanic workers who 
were formerly reluctant to speak may be-
come more confident in voicing their con-
cerns and offering suggestions and opinions. 
The cost of managing an injury or replacing a 
fatality is considerably higher than the cost of 
effective bilingual training, lm 
— The author is client services manager with 
TechneTrain. Contact her at 800/852-8314. 

The company offers a Nursery and Land-
scape Federal OSHA Compliance Manual. 



aasEEsa 
How to stay ahead 
of the competition. 

"In this age of 
shrinking profits 
and increasing 

competition, anything a contractor 
can do to gain that competitive 
edge is a good choice. We saved a 
ton of money using Symbiot 
-1 mean, it really paid off!" 

Corey Handley 
WAC Corporation of Greenville (Grimesland, NC) 

Companies like WAC Corporation know that a Symbiot 
partnership can help your company stay ahead of the 
competition. Gain that extra edge and become a partner 
in the Symbiot Landscape Network. 

Become a Partner Today! 
www.symbiot.biz/sln 

866.223.9049 

http://www.symbiot.biz/sln


BUS INESS ADVICE YOU CAN USE 

Hire for attitude and aptitude. You will be 
surrounded with people who want tO 

learn, have a positive spirit and produce a 
• a 

Winning season every year. 

Attitude measures altitude 
BY ED LAFLAMME 

Iwish I coined this phrase but unfortunately 
I didn't; the popular author and speaker 
Zig Zigler did. He refers to people with 
good attitudes because they can rise as 
high as they want in their careers. Attitude 
measures your altitude not only individu-
ally but also within an organization. 

Usually the attitude and culture within an organiza-
tion is a reflection of the "top dog"— the owner or pres-
ident. When the leader of an organization is forward 
thinking, optimistic and has a positive attitude, employ-
ees catch that spirit. This type of organization attracts 
people. Job applications roll in. People want to work 
here not because the work is easy or because they'll get 
better pay, but because of the high-spirited, happy, pas-
sionate people. There's little friction between people 
and departments because everyone focuses on accom-
plishing their goals. People make progress in these or-
ganizations and as a result the company makes money. 
Of course, in most cases when the attitude is negative 
the reverse is true. 

One of the most prominent examples of an organi-
zation that wants — no, demands — happy, optimistic 
people is Disney. 

The folks at Disney realize that in order to have 
happy guests, they must hire happy, cheerful employees. 

Another company that hires for attitude is South-
west Airlines. 

I recently read a revealing article in Fortune maga-
zine explaining how Southwest deliberately looks for 
positive-minded, happy people in their job interviews. 
The article said that when the applicant met the in-

terviewer, the interviewer would give him or her a 
cheerful greeting, hearty handshake and big smile. If 
the applicant didn't return the smile, the interview 
would be pretty short. 

Also as part of their interview process they give 
each applicant a formal test to try and measure "posi-
tive attitude level." 

I don't know if you have ever used Southwest Air-
lines but I bet you have been to Disney and I am sure 
you recognize that they have some pretty nice people 
working for them. The people working for these com-
panies did not get there by accident. 

Do these companies make money as a result of their 
positive attitude? Southwest Airlines is the most prof-
itable airlines in the United States today and I am sure 
you would love to own stock in Disney. 

So how's the attitude in your company? How's your 
attitude? Do you go to work each day with a smile? Do 
you look forward to the day with anticipation? 

If you don't, it's time to think about how your atti-
tude is affecting the people you're with at work. 

What about your team? Are they positive, upbeat 
people? 

Can you name individual team members who have 
bad attitudes and you haven't done anything about it? 

We are all busy, but don't be too busy to wear a smile 
and be interested in the people who make it happen. 

Be optimistic and smile, it's catchy. 
Lastly, hire for attitude and aptitude. You will be 

surrounded with people who want to learn, have a pos-
itive spirit and produce a winning season every year. 

— The author is a consultant, speaker, author and 
president of Grass Roots Consulting. Contact him at 
203/225-0807 or ed@grassrootsconsulting.com. 

mailto:ed@grassrootsconsulting.com
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Learnina Center 
www.greenindustryhub.com 

What's new in August at the Green Industry Hub: 
Focus on Customer Service 

Encourage your employees to sign up 
today at the Green Industry Hub: 
www.greenindustryhub.com. Try it as a 

free subscriber, or join as a Premium 
subscriber to this online community focused 
on education, information sharing and 
industry professionalism. Both free and 
Premium subscribers have access to real, 
online courses in the Green Industry University, 
as well as several other networking, 
management and personal growth tools: 

Green Industry University - Free subscribers 
can access five courses on management and 
employee development. Premium subscribers 
can access even more: 

15 easy-to-use online business skills courses 
in sales, marketing and management. Plus, 
10 more on the way soon! 

23 important HR-related courses on hiring, 
retention, performance evaluation, substance 
abuse and OSHA compliance. 

Access to all Green Industry-specific courses, 
including the newest addition — Turf 
Chemicals. Other available courses specific to 

www.greenindustryhuh.com 

the Green Industry include: Landscape Plans & 
Scales, First Aid & Safety and Plants & Planting. 

Course of the Month - All subscribers 
can try out this month's new course for 30 days. 

Skills Assessment - Have your employees or 
prospects take a skills assessment and check 
their strengths and weaknesses. 

Share & Compare - Share your operating 
data anonymously and get back useful indus-
try best practices info to guide your firm. 

Compete & Win Game - You and your 
employees can learn while you compete on 
these interactive games. Industry sponsors 
provide serious prizes for national winners. 

Resource Center - Green Industry discussion 
forums, events calendar, news feeds and more 
are here. 

Job Center - List your job openings and 
check out other industry professionals' 
resumes at this new Green Industry job center. 

Green Industry Hub is brought to you by: LcUldSCciPC & P L A N E T 
M A N A G E M E N i l ^ t J Professional lard .ax- Network 

powered by: [iiaSteLCOHl 
/ T . 

and sponsored by: (ba|er¡ Bayer Environmental Science 

http://www.greenindustryhub.com
http://www.greenindustryhub.com
http://www.greenindustryhuh.com


A D V E R T O R I A L 

Focus on Customer Service 

Green Industry 
courses online now: 
• First Aid & Safety 
• Plants & Plantings 
• Landscape Plans & Scales 
• Turf Chemicals 
Also new: 
• How to Prepare a 

Business Plan 

This month's Compete & Win 
Game prizes provided by: 

Check it out for yourself and your 
employees! For a free or Premium 
subscription to the Hub, visit 
www.greenindustrvhub.com or 
call toll-free 877/745-2745. 
Premium subscriptions are priced 
to make employee education 
thorough and affordable. 
Customized education and 
company adaptations are 
available, as are large group 
discounts by calling Michelle Oddo 
at 800/745-7219x147 or e-mail 
moddo@schergroup. com. 

To sponsor a Green Industry 
course, contact Kevin Stoltman at 
800/225-4569 x2772 or e-mail 
kstoltman@questex. com. 

n an industry where many cus-
tomers have trouble differentiating 
you from your competitors, having 

employees who understand the value 
of good customer service skills can 
make your organization stand out. In 
the Green Industry University's online 
course, "Customer Service Across the 
Organization," you and your employ-
ees can learn how to hone those skills 
and make them a part of each day's 
normal operations. 

This course, which is available to 
Premium Subscribers to the Hub, 
focuses on several key points. First, 
establish a dedicated team for cus-
tomer service by seeking out specific 
personality types and skill levels (such 
as having a good sense of humor, calm 
and steady temperament, tolerance, 
and excellent communication skills). 
Management skills are also needed to 
get employees to work together effec-
tively as a team. 

Test customer 
service skills 
The online course 
includes a quiz to help 
you assess your teams' 
customer service and 
problem-solving skills, as 
well as how to make sure 
employees understand 
your organizations' prod-
ucts and services, policies, 
and attitudes toward 
building long-term cus-
tomer relationships. 

Every employee 
involved in customer serv-
ice can benefit from taking 
this course to brush up on 
their conflict management 

skills, understand the key areas of cus-
tomer conflict and confusion, analyze 
how to solve those problems, and learn 
how to work together more effectively 
as a team, without burning out. Any 
owner/manager dealing with employ-
ees can benefit from the information 
on understanding how to help employ-
ees work together better and how to 
set clear expectations through goal set-
ting, discipline, assessments and cre-
ative problem solving. 

It's easy to sign yourself and your 
employees up on the Green Industry 
Hub as FREE subscribers. Just visit 
www.greenindustryhub.com and click 
on "Home," then "New Visitor." 
Premium subscriptions are available 
for as low as $195, with further dis-
counts for multiple memberships. As 
the owner/manager, you can assess 
employee skill levels, assign courses 
on the Hub, monitor progress, award 
completion certificates and more. 

http://www.greenindustrvhub.com
http://www.greenindustryhub.com


Ilt's got the power 
Bobcat Co.'s new T140 com-

pact track loader works well in 
soft ground conditions, according 
to the company. Bobcat developed 
the small-frame track loader as an 
entry-level machine to appeal to 
the landscape industry because of 
its low ground pressure, lifting ca-
pacity and horsepower. The new 
radius lift path loader is 56 in. 
wide and 124 in. long with 
bucket, and it has a 1,400-lb. 
rated operating capacity. The T140 
has a turf-friendly lug track that 
distributes the operating weight of 
the 6,424-lb. loader over a larger 
area. Powered by a liquid-cooled 
46 hp diesel engine, the T140 has 
16.9 gpm of auxiliary hydraulic 
flow. More than 40 different Bob-
cat-brand attachments are ap-
proved for this model. 
For more information contact Bob-
cat Co. at 701/241-8700 or 
www.bobcat.com I circle no. 250 

2 Water, water 
Endless Cascades from 

PondSweep Manufacturing Co. 
are the first waterfall vaults to 
allow the professional designer or 
installer to create simultaneous 
streams and falls in varying direc-
tions from a single vault. Vaults are 
available in two sizes and are the 
equivalent of endless single fall or 
stream width sizes of up to either 
70 or 130 in. Both vault types are 
the same height, allowing for easy 
connection on either side to create 
any pattern. Firestone PondGard 
liner is attached to the vault, and 
strips, screws and silicone are all 
included. Self-tapping stainless 
steel screws eliminate the need to 
pre-drill pilot holes. The center sec-
tion holds multiple filtration mats 
and media bags for biofiltration. 
For more information contact 
PondSweep Mfg. Co. at 866/754-
6766 or www.pondsweep.com 
I circle no. 251 

3 Mites forbidden 
Bayer Environmental Sci-

ence's new miticide, Forbid, has an 
active of ingredientspiromesifen, a 
lipid biosynthesis inhibitor (LBI). It is 
the only miticide to use the LBI 
mode of action, the company 
says. The product's translaminar 
activity means it can be sprayed on 
the top of leaves and will travel 
through to kill insects feeding un-
derneath. Forbid prevents mites 
and whiteflies at all life stages 
from maintaining proper water 
balance, so they dry up and die. 
Forbid is compatible with most 
other insecticides, fungicides and 
sprayable fertilizers. It may be tank 
mixed with oil-based products that 
target aphids and scale crawlers. It 
may also be applied to plants sen-
sitive to oil-induced phytotoxicity. 
For more information contact 
Bayer at 800/331-2867 or 
www.bayerprocentral.com/ 
green I circle no. 252 

4 Equipped with GPS 
John Deere Construction & 

Forestry Co. soon will offer equip-
ment that ships from the factory 
with hardware, software and 
wiring integrated and ready to 
support the use of global position-
ing systems (GPS) or laser guid-
ance systems. John Deere is work-
ing under separate development 
agreements with two leading sup-
pliers of GPS and laser-based guid-
ance systems in the construction 
market to develop this technology 
for crawlers, graders and other 
machines. With an open architec-
ture approach, the mobile con-
struction equipment will operate 
software from aftermarket guid-
ance systems and enable control 
through an electrical interface, ac-
cording to the company. 
For more information contact John 
Deere Construction at 800/333-
7357 or visit www.deere.com I 
circle no. 253 

http://www.bobcat.com
http://www.pondsweep.com
http://www.bayerprocentral.com/
http://www.deere.com


Mites give up so easily, it's almost not fair. 
Make it impossible for mites to hide. Combining a brand-new class of chemistry and translaminar 
activity—which allows the miticide to move completely through the leaf—Forbid1" from Bayer 
is a powerful new weapon in your fight against mites and whiteflies. Forbid's unique mode of 
action disrupts water balance causing insects to dehydrate and die. It works against all life stages, 
from egg to adult, so no mite is safe—they just surrender. For more information on Forbid and 
its potent mode of action, call 1-800-331-2867 or visit BayerProCentral.com. 

Circle 124 

FSRBID 
BACKED 
by BAYER. 

Bay« Environmental Science, a business group of Bayer CropScience | 2 T.W. Alexander Drive, Research Triangle Park, NC 27709 | Backed by Bayer and Forbid are trademarks of Bayer. | Always read and follow label directions carefully. | C2005 Bayer Crop Science 



COMMERCIAL POWER 

Oil is your engine's lifeblood. Checking and 
changing the engine oil at the prescribed 
intervals is the most important mainte-
nance function you can do. This is even more 
critical on an air-cooled engine because the oper-
ating temperature is higher than a liquid-cooled 
engine. This higher operating temperature will 
cause the oil to break down faster. 

How to choose? The first step is to consult the 
engine owner's manual. There are two major clas-
sifications to reference — the SAE (Society of 
Automotive Engineers) viscosity rating and the API 
(American Petroleum Institute) service category. 

The SAE viscosity rating deals with the oil's 
ability to flow. The higher the number, the thicker 
the oil. Typically, the range of viscosity is SAE 10-
50. You may also see oils labeled as 5W30 and 
10W30. These are multi-weight oils that will have 
the lower numbered viscosity properties when the 
oil is cold and have the higher viscosity when 
warmed under operating conditions. Above 40° F 
(4 Celsius), Briggs and Stratton recommends a 
straight weight SAE 30 oil. Below these tempera-
tures, multi-weight 5W30 or 10W30 oil is ideal 
for easier startability. Remember that synthetics 
do a better job. 

The API service category is used to measure oil 
performance in protection from wear, sludge, rust, 
varnish and other harmful effects. There are sepa-
rate categories for gasoline and diesel engines. 
The most current service categories are SM for 
gasoline engines and CI-4 for diesel engines. 

When the time comes to purchase oil, remem-
ber these three easy steps. 

1. Consult the engine owner's manual for the 
correct type(s) of oil to be used, taking into 
account what the outside ambient tempera-
ture is that the equipment will be used at. 

2. Check for the proper SAE viscosity rating. 

3. Make sure that the API service category 
meets or exceeds the engine manufacturer's 
recommendations. 

ra 
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SERVICE OVER PRICE? 

when it comes to handheld 
p o w e r equipment, the 

revolution is already underway. 

Times are a-cHangin3 

BY HARRY SMITH 

1recently attended a three-day 
seminar at the Stihl manufac-
turing facility in Virginia 
Beach, VA. What an eye 
opener. There are and will 
continue to be a number of 
radical changes in the hand-

held equipment industry. We already 
have backpack blowers that sound like 
they're idling when they're running wide 
open. We have pre-mixed gasoline en-
gines with intake and exhaust valves with 
gobs more torque and cleaner exhausts 
than their two-stroke-cycle brothers. 
Equipment weight keeps dropping, 
which means less operator fatigue. The 
improvements keep coming. 

Longer-reach and lighter pole pruners 
are available. Lightweight and powerful 
planting augers are now on the market. 
Handheld equipment is becoming more 
complex as EPA standards get tougher. 

Change brings cost 
So what does this mean for you and your 
technician? Once again the immortal 
words of Professor Jake ring true: "Work 
smarter not harder." Ignition systems have 
fewer moving parts, but are complex, ex-
pensive and have unserviceable innards. 
This means troubleshooting better be accu-
rate. Those old simple pumper carburetors 

are disappearing. We now have self-com-
pensating carburetors, fuel systems that 
lean themselves out as the air filter gets 
clogged, and carburetors with as many as 
three check valves. You can no longer guess 
at problems and throw parts at your hand-
held units. Another obvious reason you 
cannot throw parts at or throw away hand-
held units is cost. Chain saws can cost more 
than $1,000, backpack blowers more than 
$500 and trimmers more than $300. Parts 
are not cheap either and I do not need to 
remind anyone of escalating labor costs. 

Training is the answer 
What is the answer to these challenges? 
Continuous technician training has be-
come imperative. Equipment is changing 
too rapidly to rely on luck and intuition. 
Most manufacturers are supplying training 
in a variety of ways. Repair and update 
training is on DVD, the Web and at prod-
uct update seminars. Your equipment sup-
plier is your best resource. You may find 
yourself in the near future choosing your 
equipment brand by the quality of support 
your vendor supplies rather than tradi-
tional price considerations. True equip-
ment cost now has much less to do with 
equipment price than ever before. Times 
are a-changin.' 

— The author is turf equipment professor at 
Lake City Community College, Lake City, 

FL. Contact him at smithh@lakecitycc.edu 

By Mark Nelson, 

Product Service Trainer, 

Briggs & Stratton Commercial Power 

mailto:smithh@lakecitycc.edu


LOOK AROUND, VANGUARD BIG BLOCKS" 
ARE REALLY CUTTING IT UR 

VANGUARD™ BIG BLOCKS™ FROM 25.0 TO 35.0 HORSEPOWER 

You're always on the lookout for ways to be even more profitably productive. 

That's why you should give Vanguard BIG BLOCKS a serious look. These air- and 

liquid-cooled BIG BLOCKS power the machines that get a lot more done. So don't 

just sit there. Click on commercialpower.com to be linked with BIG BLOCK-powered 

machines that'll have you looking at a better bottom line. 



TECHNOLOGY COMPUTER PROFICIENCY 

If your service manager thinks a keyboard is 
where you keep the keys to the John 

Deere, you might have a training problem. 

Training for office systems 
BY TYLER WHITAKER 

Tell me if this sounds familiar: An em-
ployee on the job prunes the trees 
with a line trimmer, another mows an 
acre of grass with a push mower and 
a third digs up an irrigation leak with 
a rake. For most of us, these urban leg-
ends never occur due to our internal 

training programs. But do we give the same attention to 
training our office staff on the company's software? 

If your service manager thinks a keyboard is where 
you keep the keys to the John Deere, you might have a 
training problem. If your staff thinks e-mail is a passing 
fad, you might have a training problem. If your recep-
tionist asks for a bigger monitor because the Internet 
has doubled in size, you might have a training problem. 

All jokes aside, we all have employees that can take 
a 15-minute project and turn it in to a two-hour ordeal. 
Add several excuses about software bugs, incompatible 
programs and "needing to retype the whole document," 
and you can find plenty of rationale to purchase more 
software or hire additional people. Truth be told, most 
software works perfectly well and 95% of the time it's a 
training issue. 

Empower employees 
Employees need to feel comfortable exploring software 
and learning how to use it better. Don't let them fall in 
to the trap of feeling that someone needs to show them 
how to do their job better. Empower them to find easier 
and better ways to use the software to accomplish their 
tasks. Reward employees that figure out easy ways to ac-
complish tasks. After creating the right cultural environ-

ment, the next step is to set up some structured training. 
Most software companies have training courses. 

Many will conduct training at your office if a group is 
involved. The best training includes group discussion 
and hands-on, one-on-one instruction. 

Training options abound 
Self-paced online training is also popular. It's conven-
ient and inexpensive. When shopping for online train-
ing make sure the course has some form of certification 
or a testing process. 

You might consider local community college 
courses or professional training companies for general 
computer and software training. They will have several 
courses starting with "turning the computer on" basics 
up to advanced word processing, spreadsheets, e-mail 
and the Internet. 

Also consider training during the hiring process. 
Think about hiring office staff that already possess pro-
ficient computer skills or have demonstrated a desire 
to leam and improve their skill through previous work 
experience. Employees that have a predisposition for 
self improvement will welcome additional training op-
portunities. Employees lacking this trait are bound to 
stay in the dark ages and will be a long-term impedi-
ment to success. 

Employees who understand how use your software 
are far more productive. Just as proper training in the 
field can increase your production rates, appropriate 
computer training can increase the production in your 
back office. 

— The author is chief technology officer for the 
Symbiot Business Group. Contact him at 

801/733-6900 or twhitaker@symbiot.biz 
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NEW HORSEPOWER 

ofi 25th ANNIVERSARY « 
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US A i l U u u i i L i i 
SlM The World s Fastest Lawn Mower 

To find out how to cut more acres of grass per hour 
using the NEW HORSEPOWER, and to view all models up to 50HP, Visit 

www.dixiechopper.com 
For 25 Years Dixie Chopper has been building the most productive machines in the industry. 

Experience the difference today at your nearest Dixie Chopper dealer. 

XTREME^ 
• 32HP Generac 
• 60"-72w Deck 
• 15 MPH Cutting Speed 
• 7.2-8.7 Acres/Hour 
• 5 Lifetime Warranties 

RUN BEHIND 
• 27HP Generac 
• 50" Deck 
• 8 MPH Cutting Speed 
• 3.2 Acres/Hour 
• 3 Lifetime Warranties 

SILVER EAGLE 
• 20-27HP Engine 
• 34"-60" Deck 
• 8 MPH Cutting Speed 
• 2.3-3.8 Acres/Hour 
• 3 Lifetime Warranties 

http://www.dixiechopper.com


TECHNOLOGY TURFGRASS RECOVERY 

Rocky 
Mountain 

high expectations 
A city, a contractor and a fertigation 
supplier become partners to dramatically 
improve sports fields in Colorado Springs 
BY RON HALL / Editor-in-Chief 

Residents of Colorado 
Springs have high ex-
pectations when it 
comes to their recre-
ational opportunities. 
And it's not just because 
their city is located at 

6,000 ft. elevation, almost 1,000 ft. 
higher than Denver. God it seems created 
Colorado Springs for outdoor sport and 
recreation. Nearby Pikes Peak and the 
towering red sandstones at the Garden of 
the Gods inspire hundreds of thousands 
of visitors annually. 

But it's the city's incredible park system 
that gets the most use and scrutiny from 
its 370,000 residents. In fact, like most 
growing communities, its public parks, and 
especially its sports fields, get way too 
much use. The turfgrass on these public fa-
cilities can get pounded into dust. Park of-
ficials here, however, are fighting back on 
turfgrass wear by using a technique that 
remains grossly underused by landscape 
maintenance contractors and fixed-site 
grounds professionals even though it works 
—in a word, fertigation. 

"In our parks that have fertigation we're 
seeing quicker greenup, the turf recovers 



more quickly after intensive use and we're 
seeing more vigorous growth overall," says 
Kurt Schroeder, park maintenance, trails 
and open space manager. 

Schroeder came to Colorado Springs 25 
years ago, attracted by the region's beauty 
and its outdoor lifestyle. Originally from 
Baltimore, he earned his degree in park 
management from Texas A&M, did a stu-
dent internship in the mountains and came 
back to live when he had the chance. Today 
he oversees its vast network of parks, trails 
and sports fields. 

Ferti-what? 
What's fertigation? It's a term coined for 
application of fertilizers in irrigation waters 
through sprinkler systems. Some people 
refer to the process as "chemigation" since 
other plant- or soil-enhancing chemicals 
(wetting agents, organics and humates for 
example) can be added to the irrigation in 
addition to fertilizer. In fact, 
that's the case with fertigation at 
the Colorado Springs parks. 

Whatever you call it, fertiga-
tion (let's use the most common 
term) offers compelling agro- -
nomic and, in some cases, eco- • JJ 1 
nomic advantages for turf man-
agers. Another point in its favor, 
the technology is neither sophis-
ticated nor unduly costly. Al-
though fertigation has been slow 
to be adopted outside of golf 
turf management, results such as 
those enjoyed at Colorado Springs will 
change that. 

In 2004 Houston-based Turf Feeding 
Systems installed 21 fertigation systems on 
community parks, landscapes and sports 
fields. The city committed more than 200 
acres of turf and landscapes to the program 
then closely observed how it worked. 

The city's biggest and most obvious 
challenge was its sports fields. The long sea-
sons and almost constant play never gave 
the grass time to recover. That's the biggest 

challenge that most community and school 
sports turf managers face. Most use granu-
lar fertilizers in an attempt to get the grass 
back to a denser condition for both appear-
ance and safety's sake. But once the fertil-
izer is applied to the field, the manager has 
no control of recovery from turfgrass dam-
age. He or she can only turn up the water, 
and any water restrictions severely limit the 
fertilizer's effectiveness and their options. 

Fertigation gives the turf manager more 
options for helping the turfgrass recover 

Above: Turf at the Rose Bowl at Memorial Park 
recovers quickly now. Left: David Finch (I.) and 
Turf Feeding Systems' Michael Chaplinsky. 

from wear. All the field manager needs to do 
is turn up the injection rate of the nutrients 
and watch the grass grow. That's exacdy 
what's taking place in Colorado Springs. 

"I'm very satisfied with what it's doing 
for us," says Schroeder. "We've seen very 
definite positive improvements in our turf 
and our ability to manage it." He points to 
an especially problematic five-acre park 
area where cricket, soccer and football are 
played, meaning the field gets multiple use. 
The turf there struggled from high salt con-
tent but after fertigation began, it started 
showing dramatic improvement in density 
and color. He credits the regular applica-
tions of a custom mixture of nutrients and 
organics with humates in the irrigation 
water. "I've had people walk up to me this 
year and tell me, Tve never seen this areas 
looks this good.' This includes staff people 



TECHNOLOGY TURFGRASS RECOVERY 

Above: Fertigation system at Goose Gossage 
Park Soccer Field. Right: The hardware is 
straightforward, easy to operate and maintain. 

who have been with the city 20-plus years," 
Schroeder says. 

This is the second season the city has 
used fertigation, and Schroeder is expand-
ing its acreage as funds allow. He credits 
Michael Chaplinsky, president of Houston-
based Turf Feeding Systems for getting the 
city interested. 

"He showed us hardware that was very 
good, uncomplicated and affordable," says 
Schroeder. After it was determined that 
the city would be paying pretty much the 
same for the liquid fertilizer than it had 
been paying for granulars, it found the 
money to install the hardware (container, 
metering device and pump) and begin fer-
tilizing as irrigated. 

Installation and maintenance 
Installing and maintaining the system at 
the parks has been "a strategic partnership," 

says David Finch, H 2 0 Irrigation Systems. 
He works closely with the park staff and 
with Garry Alford, Greeley, CO, who 
blends the liquid nutrients for the city 
parks, and also for some residential and 
commercial properties that Finch serves on 
separate contracts. 

Usually he visits each park site 
monthly, fills the tanks with liquid nutri-
ents and bleeds the systems if they need it. 

Systems range from small pocket parks 
with 5-gallon fertilizer tanks to 350-gallon 
tanks for larger properties. 

"It's really a simple operation," Finch 
says. "Turf Feeding Systems furnished us 
with an almost bulletproof product and 
that helps a lot." 

Finch says that he especially appreciates 
the system's flexibility. "If you have a 
unique situation on a particular property, 
you can custom-blend the product right 
there. For instance, if you need to add some 
wetting agent, you just measure and dump 
it right into the tank, mix it up and walk 
away," he explains. 

All the field manager 
needs to do is turn up 

the injection rate of 
the nutrients and watch 

the grass grow. 
Apart from greener, denser turf and turf 

that recovers from wear faster, does fertiga-
tion offer any other advantages, such as 
water conservation or reduced pesticide use? 

Schroeder says it's too early to tell since 
this is just the second year of the program 
in his city. He suspects, however, that be-
cause it results in denser turf there will be 
less competition from weeds and the prop-
erties will require fewer weed controls. 

As far as water conservation? That's also 
hard to judge, says irrigation expert David 
Finch. He explains the entire region has 
been suffering a drought for the past three 
years and the community and residents are 
pretty knowledgeable about saving water. 

Colorado Springs is the largest commu-
nity-wide test of fertigation and its suitabil-
ity in sustaining and improving landscapes 
and turf in city parks and sports fields. To 
date, the results have been encouraging, 
especially for sports turf recovery, lm 
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This October,Landscape 
Management presents you with 
its one-of-a-kind issue 

designed to make the budgeting and 
planning process more palatable. You'll 
savor the relevant editorial including 
coverage on marketing techniques that 
work, setting sales expectations, adding 
new money-making services, recruiting 
and training, and getting working capi-
tal to grow your business. 

For advertising inquiries, please call 
your sales manager or Publisher Kevin 
Stoltman at 440-891-2772. Not only is 
this issue the most valuable ad buy of 
the year, the Landscape Management 
Business Planner receives bonus 
distribution at GIE in November. 

SOLUTIONS FOR A GROWING INDUSTRY 

M A N A G E M E N T 

Serving the indi 
for budgeting a; 

BUSINESS 

The answer* you must 
have to improve operations, 
increase customer satisfsctron. 
make more money 
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Solutions Center 
REAL ANSWERS TO REAL CHALLENGES 

From sledding hill to 
elegant patio entertaining 

BY ROBERT W. DEAN JR. 

The family room in 
Mike and Sherry Pirk's 
handsome new home 
near Racine, WI, 

opened onto a backyard with a 
dramatic view But the slope is 
so steep it severely limited their 
ability to use the yard. Friends 
joked it would make a great 
sledding hill. 

The Pirks' house is sited 
near the highest point of a lot 
that drops 30 feet from the 
street to the back of the lot, 
with a 12:1 grade and a pro-
nounced west-to-east side 
slope. Much of the subdivision 
drains to the nearby Root 
River, causing steep slopes in 
many yards. 

The developer's original 
landscaping was minimal — a 
rough-seeded lawn and a few 
small trees. Near the house four 
small planting areas (two on 
each side of the house) were 
formed by retaining walls of 
12- to 15-in. boulders. 

THe problem: rolling 
rocks give no stability 
The walls looked nice, but the 
slope was so steep the boul-
ders frequently rolled down to 
the bottom of the hill. Home 

owner Mike Pirk trudged to 
the bottom of the hill, lugged 
them back up and replaced 
them. Then, all too soon, he 
had to do it all over again. 

The Pirks loved their house 
and wanted to relax and enter-
tain in their backyard. Mike 
envisioned a large patio across 
the back of the house. Sherry 
wanted a smaller, more se-
cluded area below for sun-
bathing and reading. Both 
wanted plenty of plantings for 
color, texture and privacy. 

Tbe solution: 
segmented 
retaining walls 
One of the customers of Mike's 
trailer sales business, Scott 
Urban, owner of Urban Con-
crete in Racine suggested a col-
laborative relationship with Mike 
Dresen, owner of nine-year-old 
Dresen Landscape Contractors. 

Dresen handled design and 
landscaping with Urban Con-
crete handling the extensive 
concrete work. 

Dresen says the job was big 

and complex with plenty of 
structural and design chal-
lenges. The yard's steepness cre-
ated complex excavating, 
drainage and construction is-
sues, including slope stabiliza-
tion, hydrostatic pressure and 
frost heaving. 

Rainwater drainage and 
heavy outflows from several 
downspouts made it important 
to carry water away from the 
house, the patio and supporting 
retaining walls. 

Dresen's plan revolved 



around four terraced segmental 
retaining walls (SRWs). Two 
supported a large, poured con-
crete patio. Two more sup-
ported a smaller patio and a 
planting bed. The lower walls 
served as terraces, creating an 
installation with a more pleas-
ing scale and eliminating the 
need for tall, massive walls. At 
the same time they buttressed 
and strengthened the walls sup-
porting the large patio. 

Dresen favored SRWs over 
poured concrete walls. He fig-
ured an SRW would cost half as 
much, be more attractive and 
last longer. "They're easier and 
less expensive to build, and they 
retain their structural integrity 
longer," he says. 

Dresen explains poured 
concrete walls are rigid and 
don't flex with hydrostatic 
pressure and frost. Once dam-
age occurs (and it will occur 
eventually, Dresen says) repairs 
range from "very expensive to 
impossible." 

He says SRWs are designed 
to flex with the soil's move-
ment, and then return to their 
original shape, minimizing 
problems. 

Dresen recommended the 
StoneWall SELECT SRW sys-
tem from ICD Corp., Milwau-
kee. "Strength and stability al-
ways come first," he says. 
"Pretty, weak walls serve nei-
ther the contractor nor the 
homeowner." Other key factors 
included: 

• Eye appeal: The less mas-
sive proportions, natural stone 
look and color options of 
StoneWall SELECT created a 

The view downhill from the Pirks' patio to a 
heavily wooded area below shows the steep 

grade which had to be mitigated by the project. 
Now the Pirks use their deck for entertaining 

and relaxing with family and friends. 

pleasing look. "Proportion is im-
portant in large walls or they 
begin to look like fortifications," 
Dresen says. 

• Easy installation: These 
high-strength, stackable, mor-
tarless blocks don't require 
elaborate footings or founda-
tions. Multiple courses of 
blocks snap together quickly 
and securely with a clip-posi-
tioning system that ensures 
strength and flexibility with a 
built-in .75-ft. setback and 5-
degree wall batter. "A skilled 
crew can put up a strong wall 
amazingly quickly," Dresen ex-
plains. 

• Curvilinear walls: This par-
ticular system is flexible in 
building a variety of curves and 
shapes. It allowed Dresen to de-
sign gracefully rounded and ser-
pentine walls. 

Construction began with 
the round lower patio and 
nearby planting bed. Construc-
tion had to be staged carefully; 
equipment access and working 
room were limited. 

The slope was excavated 
back 5 to 6 ft. from the walls' 
bases, and solids removed. 
Dresen's crew tightly tamped 
down a foundation of stone, 
creating a solid base that would 

have little settling. This was fol-
lowed by an 18-in.-wide layer 
of crushed limestone with per-
forated drain tile to ensure 
good drainage, then soil for 
plantings. Filter fabric was used 
to keep soil fines from settling 
into the wall. 

Above the lower patio and 
planting bed, concrete steps run 
up to a sinuously curved 85- by 
30-ft. poured concrete patio. 
Two SRWs, divided by the 
steps, support the patio. The 
curved east wall is 48 ft. long by 
6 ft. tall. The 60-ft. serpentine 
wall west of the steps is 5 ft. 
tall. Walls were placed to allow 
an 18-in. area for plantings be-
tween the patio and the walls. 

Both walls are reinforced by 
layers of geogrids for strength 
and stability. 

Excavating, building the 
walls and backfilling took two 
and a half weeks. With sodding, 
planting and other landscaping 
chores, Dresen's crew was onsite 
about a month. Dresen says a 
less-skilled crew might have 
taken a lot longer. "I'm fortunate 
to have experienced guys who 
know how to build walls and 
handle every aspect of the job 
correctly," he says. 

The Pirks were delighted 

and asked Dresen to add four 
smaller SRWs to replace the 
original boulder walls, a job that 
dovetailed nicely with comple-
tion of the original job. 

After the job was com-
pleted, the Pirks called Dresen 
back — not to fix a problem, 
but to add a ninth wall in the 
front yard which would miti-
gate some of the yard's slope 
and provide an attractive setting 
for a tree and other plantings. 

Mike Pirk says, "We're de-
lighted with the way things 
worked out. We use our patios 
all the time and we entertain 
there. The color and the pro-
portion are just right. It's even 
better than we had hoped." 

Dresen says landscaping 
and wall projects get larger 
and more complex every year. 
"Each job you do well serves 
as a reference that helps to sell 
other jobs. Landscaping, and 
especially walls, is definitely a 
referral business. Everyone 
you work for seems to know 
someone else who needs a 
wall, so one successful job 
leads to another." 

— The author is president of 
ICD Corporation, Milwaukee, 

WI. Contact him at 
rdean@selecticd.com. 

mailto:rdean@selecticd.com


PGMS 
AWARD-WINNING LANDSCAPE MANAGEMENT 

Texas Tech University 
2004 PGMS Honor Award Winner for Athletic or Professional Fields 

Property at a glance 
Location: Lubbock, TX 
Grounds Supervisor: Dewey Shroyer 
Category: Athletic or Professional Fields 
Total budget: $137, 515 
Year site built: 1923 
Acres of turf: 15 
Acres of woody ornamentals: one 
Total paved area: 2.7 acres 
Total man-hours/week: 260 

Maintenance challenges 
• Semi-arid weather conditions 
• 20% budget reduction over the 
past three years 
• Time constraints to get fields 
ready for play 

Project checklist 
Completed in last two years: 
• Resurfaced the infield of the 
women's Softball field 
• Replaced sod after construction 
of a new field house 
• Resurfaced infield of track complex 

• Four full-time staff, one seasonal 
worker, one licensed pesticide 
applicator 

Dewey Shroyer, managing direc-
tor of grounds maintenance at 
Texas Tech University, super-
vises a crew that grooms 245 

acres on the main campus and a total of 
1,800 acres including the university's satel-
lite campuses. Shroyer joined the depart-
ment in 1966 after graduating from the 
university with a degree in park administra-
tion and landscape architecture. 

A six-man crew handles Texas Tech's 15 
acres of athletic fields, including the Dan 
Law baseball field, home of the Red 
Raiders and host to various NCAA regional 
and conference post season events. The 
Raiders became part of the Big 12 Confer-
ence in 1994 and have hosted major tour-
naments every year thanks to the univer-
sity's national-class facilities. 

Shroyer says the key to success as an 
athletic field manager lies as much in 
communication as it does technical skills. 

"The main thing you have to do is es-
tablish a line of communication with the 
coaches and find out what they want," 
Shroyer says. "Then you try to bring the 
field up to the level that they want. It can 
be tricky sometimes because coaches 
change their minds. They might want to 

practice when you were planning to do 
maintenance. But that's why communica-
tion is so important." 

Shroyer says his department's biggest 
challenge in 2004 was a result of a major 
field upgrade in 2003 when lights were 
added to some previously unfit fields. The 
following spring, the fields under the new 
fights were attacked by grubs. 

"We think the new fights attracted bee-
tles in the fall and that's why we suddenly 
had grub problems on fields that never had 
any before," Shroyer said. "But we worked 
through the grub problem all right." 

Editors' note: Landscape Management is the exclusive sponsor of the Green Star Profes-
sional Grounds Management Awards for outstanding management of residential, com-
mercial and institutional landscapes. The 2005 winners will be named at the annual 
meeting of the Professional Grounds Management Society in November. For more 
information on the 2004 awards, contact PGMS at: 720 Light St. • Baltimore, MD 21230 
^ ^ • Phone: 410/223-2861. Web site: 

PGMS Landscape 
y ^ / m a n a g e m e n t ! 





TOURNAMENT PREP 

World Series in progress 

It's unlikely you'll hear 
the name Alpenrose 
Stadium spoken of in 
the same reverential 
tones as, say, Fenway 
Park. That is, unless, 
you're having a con-

versation with athletic turf ex-
pert Mike Hebrard who quite 
correctly points out that, un-
like Fenway that can celebrate 
just one world championship 
in the past 80-plus years, 
Alpenrose in Portland, OR, 
crowns one each August. 

That event is the Little 
League Softball World Series. It's 
the equivalent of the more 
widely known boy's Little 
League World Series that takes 
place in Williamsport, PA. The 
Alpenrose event features ten re-
gional and national "all star" 
teams of 11 - to 13-year-old girls. 

grounds pro for the tournament 
every year since 

The young athletes who 
compete in the tournament 
come from around the world to 
battle the top regional U.S. 

Even t h o u g h Portland's 
Alpenrose Park Hosts the Little 
L e a g u e Softball World Series 
e a c h year it r e m a i n s one of 
sports turf's b i g g e s t secrets 

BY RON HALL / Editor-in-Chief 

Hebrard is a contractor and 
owner/operator of Athletic Field 
Design, Clackamas, OR. Alpen-
rose is his baby. He installed the 
three fields (the stadium field 
and two nearby playing fields) 
on the 52-acre property 13 years 
ago. He's been the official 

teams at the tournament that 
lasts ten days in August. Try as 
they might they haven't been 
able to beat the team from 
Waco, TX. Neither have the 
seven other teams that qualify 
from regions across the United 
States. The Texas team, the 
perennial qualifier from the 
U.S. Southwest Region, has 
won seven of the last eight 
tournaments, 11 of the last 13. 

Hebrard is a one-man 
grounds machine for most of 
his client accounts. For Alpen-
rose he must enlist the help of 

his teenage son, Andy, and a 
couple of other young local ball 
players. Together they provide 
the female athletes the safest, 
best-playing and most attractive 
field that most of them have 
ever played on. 

Hebrard teaches his young 
assistant almost every aspect of 
groundskeeping at Alpenrose 
— the infield "dirt" work, water 
management, mowing and field 
lining. What he likes to do best, 
however, is field painting, 
something he's been doing and 
teaching to others since 1993 



when he started Athletic Field 

Leading up 
to the tourney 
• June 20 to July —Base-
ball camp at Alpenrose 

• June 24 — Aerated and 
fertilized main infield 

• July 1 — Slice-seeded 50 
lbs. of Citation ryegrass 

• July 12 — Topdressed all 
three outfields, aerated 
and slice-seeded the main 
outfield 

• July 17 — Fertilized all 
three fields again 

• After final boys state 
tournament, 10 days to get 
the fields in World Series 
shape and attractive for 
ESPN televised coverage 

tie prep work on the fields in 
May, he doesn't start seriously 
fixing them until after June 
baseball camps and, what 
seems to him anyway, like daily 
round-the-clock use in the 
weeks and days leading up to 
the World Series. 

"I have a little window to 
renovate the fields or even to 
keep traffic and events to a 
minimum," Hebrard says. "If I 
start too early with renovation 
it gets destroyed by district and 
state tournament games and all 
the work is for nothing." The 
last thing he needs are "do-
overs" because high school foot-
ball is just weeks away and 
everybody needs work on their 
practice and game fields, lm 

Design. If all he did was paint 
lines and logos on sports fields 
in the Pacific Northwest, he 
would still be busy. Today's fan 
expects more from sports fields 
than nice grass, freshly raked 
dirt and straight lines, Hebrard 
says. They expect mowing pat-
terns and colorful team and 
event logos. Alpenrose provides 
a great showcase for his work. 

Hebrard got into 
groundskeeping because he 
loves sports, especially baseball. 
His baseball playing days took 
him as far as being the bullpen 
catcher for the Minor League 
Amarillo (TX) Gold Sox and 
eventually the former AAA 
Portland Beavers. He's remained 
in the game as a result of the 
skills he acquired as a grounds 
pro and particularly his ability 
to mark, line and paint logos on 
sports fields. 

Because of this expertise, he's 
often called on a moment's no-
tice to paint foul lines, logos or 
spruce up the infield for playoffs 
and tournaments. For example, 
earlier this summer, he was 
brought in to help with the Ore-
gon Regional and Super Regional 
of the College World Series 
baseball tournament. 

Hebrard has worked 
on almost all the sports 
fields in and around 
Portland, but he knows 
Alpenrose as well as his 
backyard . . . umm, let's 
make that better than 
his backyard since he 
probably spends more 
time there than behind 
his barbecue. 

While he does a lit-

A rose by any other name 
What is an Alpenrose? It's the name of a popular dairy in 
Portland. It's also a mountain flower that blooms in the 
Swiss Alps. The wife of one of the founders of the dairy 
gave it that name more than 80 years ago, and the Alpen-
rose Dairy and its dairy products are still very much a fixture 
in the Pacific Northwest as well as its 52-acre 
headquarters/park. 

Something is always going on there and all of it's avail-
able to the community. Not only does the site contain the 
company offices, it's also home to a Quarter-Midget Racing 
Area, an Olympic-class velodrome, an opera house and, of 
course, Alpenrose Stadium. Henry Cardonau built the ball-
field at the stadium in 1956 for his grandkids to play on, but 
soon opened it to the local Little League and other commu-
nity teams. The fourth generation of the Cardonau family 
now operates the dairy and oversees the property. 

"The Cardonau family is extremely family oriented and 
this might be one of the last places where kids can get dirty 
and run around and have lots of fun like we all used to," 
says grounds expert Mike Hebrard. 

The Alpenrose Park main 
field is groomed and painted 
for the arrival of teams from 
around the world each 
August. Right big roll sod 
allows Hebrard and his team 
of young assistants to patch 
areas worn by overuse. 



Products 
TOOLS OF THE TRADE 

Boomer has more hp 
New Holland's new 25-hp TZ25DA Boomer 
sub-compact tractor has the most engine 
horsepower of any sub-compact on the mar-
ket, the company says. All three TZ sub-com-
pact models have the power to handle front- or 
rear-mounted implements from a snow blower 
to a tiller to a front-end loader. For the ultimate 
in traction control, the optional Sensitrak sys-
tem (TZ22DA and 7Z25DA only) engages and 
disengages the 4WD automatically and only 
when required to reduce scuffing the turf, save 
wear and tear on the tires and increase the life 
of driveline components. 
For more information contact New Holland at 
888/290-7377 or visit 
vywvy.newholland.eom/n I circle no. 254 

Long throw 
Rain Bird's 115-E rotor distributes water up to 115 ft. and is designed 
for larger irrigation systems with sizable spacing. The 115-E's large 
distribution range requires fewer heads and less trenching, saving 
users time and money, the company says. Its radius throw from 85 to 
115 ft. means rotor heads can be placed around the playing field to 
minimize potential player contact. The 115-E has 30- to 360-degree 
operation, and the water-lubricated, heavy-duty and replaceable gear 
drive ensures reliable rotation. Arc adjustments can be made from the 
top of the rotor head with a screwdriver. It also comes with a settable 
stator that accommodates high-speed rotations down to one and a 
half minutes to provide quick cooling and cleaning of synthetic turf or 
rapid dust control applications. 
For more information contact Rain Bird at 800/724-6247 or visit 
vww.rainbird.com I circle no. 256 

ter, easier and with less fuel, less engine emis-
sions and less noise, the company says. The 
blades' structure reduces both air and grass 
drag, and the trimmer does not need the high 
driving power or the high speeds normally re-
quired with conventional trimmer lines. The 
new blades also offer a greater range of trim-
ming applications with multiple cutting power 
ranges for light grass to heavy weeds and vines. 
For more information contact Aero-Flex 
Technologies at 888/880-2376 or 
www.aero-flex.com I circle no. 258 

Beach management 
CUP Software releases the second edition of 
Business by CLIP on Beach Management. 
Dave Tucker, national business management 
speaker and CEO of CLIP Software and Know-
ItAII LLC, speaks in-depth about how to create 
systems to run your company with innovative 

Plugger kit 
The new Stop & Go pocket tire plugger from 
Stop & Go International allows for on-the-spot, 
on-the-wheel tire repair. The mushroom shape 
of these rubber plugs seals off the puncture on 
the inner wall while the stem expands under 
pressure to fill the hole completely. A turn of 

GPS over the WWW 
Televigation's new TeleNavTrack v3.0 is a mobile 
phone-based Mobile Resource Management 
(MRM) service with integrated global position-
ing system (GPS) navigation, tracking, job 

scheduling with exception moni-
toring, mileage tracking and 
wireless forms. The service is tar-

the Allen wrench inserted in the plugger 
pushes the plug through the nozzle and into 
the tire. The zippered vinyl pouch includes 15 
plugs, a probe tool, rasp, retractable blade 
and laminated instructions. 
For more information contact Stop & Go 
International at 800/747-0238 or visit 
www.stopngo.com I circle no. 255 

ice adds exception alerts, 
mileage tracking and wireless 
form capabilities. The monthly 
price starts at $9.99 per device 
for the basic service, which in-
cludes GPS tracking, timesheets 
and reporting. 
For more information contact 

Televigation at 866/302-7655 or visit 
www.telenav.com I circle no. 257 

Trimming system 
The Mach 4 trimming system and flexible line 
blade from Aero-Flex Technologies fits nearly all 
gas-fired string trimmers. It enables operators 
to more precisely edge grass and slice through 
heavy weeds, vines and light brush faster, bet-

geted for the transportation and 
field services industries, enabling 
companies to increase safety and 
productivity of their field workers 
and assets. The Web-based serv-

http://www.aero-flex.com
http://www.stopngo.com
http://www.telenav.com


strategies that accomplish all goals. In Beach 
Management, Tucker uses examples f rom his 
own company to show how he created a sys-
tematized business that can run smoothly 
wi thout him. Tucker also introduces the 
newest software system, KnowltAII informa-
tion organizing software. 
For more information contact KnowltAII at 
800/635-8485 or w w w . k n o w i t a l l . b i z I 
circle no. 259 

Tractor/loader/backhoe 
Kubota Tractor Corp.'s new L39 
tractor/loader/backhoe has Category I, 3-point 
hitch and independent PTO capabilities. Pow-
ered by the company's 39-hp diesel engine, the 
operator experiences maximum power and 
high torque rise, even under heavy loads or at 
low speeds. This diesel engine delivers cleaner 

emissions and rates at 30.5 PTO hp. Special bal-
ancers provide lower noise and vibration levels 
and a spark arrestor muffler is standard. The 
transmission is an electronically controlled hy-
draulic glide shift transmission (GST) w i th 
12F/8R speeds, enabling the operator to select 
the correct travel speed for the task at hand. 
The all-new design of the front loader boom, 
hood and grill guard provide the operator wi th 
a greater field of view. The L39's per formance 
matched loader provides power and productiv-

ity, delivering 3,560 lbs. of breakout force, 
2,200 lbs. of lift capacity and 9-ft., 6-in. lift 
height. The auto-leveling valve automatically 
keeps the bucket or pallet fork horizontal as 
the loader boom raises and lowers. The back-
hoe has a quick attach/detach system that en-
ables the use of a Category I, 3-point hitch and 
independent PTO. 
For more information contact Kubota Tractor 
Corp. at 888/458-2682 or www .kubota . com I 

circle no. 260 

VERMEER 
Leading Versatility in Landscape 
The Vermeer8 compact equipment 
line is built rugged to meet the 
customers' need for reliable work 
site productivity. Labor savings 
ideas, versatile solutions, and 
local dealer support are just 
the beginning of the Vermeer 
commitment to the landscape 
market. To us, it's simple. We've 
been doing it for more than five 
decades. Call 1-888-VERMEER 
or visit www.vermeer.com. 

Vermeer" 

VERMEER and VERMEER LOGO are regate red trademarks of Vermeer Manufacturing Company m the U.S. and/or other countries. 
O 2005 Vermeer Manufacturing Company AM Rights Reserved 

Circle 126 

http://www.knowitall.biz
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http://www.vermeer.com


Products 

Maximize your mojo 
Fer t igat ion Technolog ies ' Fert iGro 

M o j o is a n ear th- f r iendly , al l- inclusive 
l a w n a n d g a r d e n f o r m u l a b l e n d o f p r e m i u m 
ferti l izer, soil sur fac tants , b ios t imu lan ts a n d pest 
repel lents. M o j o prov ides m o s q u i t o p reven t ion 
via i r r igat ion systems, a n d a n e w so lu t ion us ing 
a s tandard hose sp igo t w a t e r source is also 
avai lable. M o j o is also e f fec t ive in repel l ing 
t icks, f i re ants, g rubs , moles, gophers , deer a n d 
m a n y o t h e r l a w n a n d g a r d e n pests. M o j o coats 
t h e leaf sur face o f t h e grass, o r n a m e n t a l s a n d 
l o w e r leaves o f t h e bushes a n d trees w i t h na tu -
ral garl ic, a n d o t h e r na tu ra l ingred ien ts w h i c h 
repel m o s q u i t o e s a n d o t h e r l a w n pests f r o m 
t h e area. It creates a n invisible, eco-fr iendly, 
odor less barr ier repel l ing mosqu i t oes present 
o n y o u r landscape, a n d p reven t i ng en t ry o f 
m o s q u i t o e s f r o m n e i g h b o r i n g propert ies. M o j o 

Gas, electric utility vehicles • 
H u s q v a r n a l aunches a n e w l ine o f c o m p a c t 
u t i l i t y veh ic les t o c o m p l e m e n t its ex is t ing 
l ine o f 4 W D , o f f - r o a d u t i l i t y vehic les. T h e 
n e w m o d e l s f e a t u r e a t i l t i ng b e d box , l i f t -
sty le ta i l ga te , head l i gh ts , b e n c h seat a n d t i g h t 
t u r n i n g rad ius f o r increased maneuverab i l i t y . 
Leaf sp r i ng suspens ion w i t h d u a l hyd rau l i c 
shocks p rov ides a c o m f o r t a b l e r ide e v e n a t 
speeds u p t o 19 m p h . Ava i lab le in e lect r ic a n d 
gas m o d e l s , all f o u r m o d e l s are bu i l t us ing a 
r u s t - p r o o f a i rc ra f t g r a d e ( T 6 0 6 1 a l u m i n u m ) 
f r a m e a n d i nc l ude a n indus t r y l ead ing t w o 
year w a r r a n t y . T h e t w o electr ic m o d e l s o f f e r a 
l o w emiss ions, e n v i r o n m e n t a l l y f r i end l y a l te r -
na t i ve t o g a s - p o w e r e d vehic les. T h e 
H U V 4 2 1 0 - E a n d H U V 4 2 1 0 - E X P f e a t u r e a 4 8 -
v o l t e lect r ic m o t o r , c h a r g e ind ica tor , b a t t e r y 
l i gh t a n d peda l s tar t , w i t h a f ou r - yea r ba t t e r y 

w a r r a n t y . T h e t w o 
g a s - p o w e r e d m o d e l s , 
H U V 4 2 1 0 - G w i t h a 9 . 5 h p K a w a s a k i e n g i n e 
a n d H U V 4 2 1 0 G X P w i t h a 1 1 . 5 h p K a w a s a k i 
e n g i n e , f e a t u r e a seven -ga l l on f ue l t a n k , f u e l 
g a u g e , h o u r mete r , o i l l i gh t a n d key s ta r t i ng . 
B o t h XP un i t s c o m e w i t h h e a v y - d u t y b r u s h 
gua rds , 12 v o l t accessory p l u g , l ockab le g l o v e 
box , s ide s tep bars, w h e e l covers a n d d i f f e r e n -
t ia l g u a r d f o r increased versat i l i ty. 
For more information contact Husqvarna at 
800/HUSKY 62 or w w w . h u s q v a r n a . c o m I 
circle no. 261 

shindaiwa 
FIRST TO START. LAST TO QUIT. 

Shindaiwa Inc. 11975 SW Herman Rd. Tualatin, OR 97062 

The Shindaiwa EB630 is the ultimate 
backpack blower. Reduces 

clean-up times by 50%. 
• Incredible output: 842 cfm, 201 mph 
• Giant airfilter extends run t imes 
• Ideal for toughest blowing jobs 

We offer 5 commercial-grade models from the hand-held 
EB240S up to our most powerful blower, the EB630. 

To find a dealer nearest you, call 
(800) 521-7733, or visit www.shindaiwa.com 

http://www.husqvarna.com
http://www.shindaiwa.com


is odorless to humans and pets, but not to the 
mosquitoes and other insects. 
For more information call Fertigation 
Technologies at 866/344-2867 or visit 
www.fertigator.corr I circle no. 262 

New locator features 
The Verifier G2 digital utility locator from 
McLaughlin Boring Systems has new im-

provements and enhanced features. It traces 
buried services in any of five methods by 
means of a microprocessor-controlled trans-
mitter and receiver. This next generation loca-
tor is capable of reading depths to 30 ft., and 
features a passive search mode, four active 
frequencies, two passive frequencies, peak 
mode, null mode, smart transmitter technol-

ogy, current measurement index, loop 
strength indicator, load monitoring, and 
increased battery life. The unit is com-
pletely weatherproof and capable of lo-
cating non-metallic services by means 
of a probe transmitter. 
For more information contact 
McLaughlin Boring Systems at 800/435-
9340 or visit www.mightymole.com I 
circle no. 263 

Trimmer lines • 
Ultra-Twist grass trimmer line, new from Shake-
speare, is an aerodynamic trimmer line with a 
unique "twist" application that produces less 
noise while allowing trimmers to operate more 
efficiently. Additional features include premium 
copolymer construction, greater cutting mass 
and less vibration. The line is available in sizes 
from .065 to .105. Ideal for both gas and elec-
tric models, Shakespeare's Rino-Tuff high-per-
formance grass trimmer line is engineered with 
a soft flexible core for quick impact recovery. Its 
hard, tough cover, made for wear and abrasion 
resistance, is ideal for trimming against con-
crete, trees and fences. 
For more information contact Shakespeare at 
800/845-2110 or visit ,vww.rinotuff.com I 
circle no. 264 

Made available by: 

The Complete Fleet Provider 

800.476.9673 
www.cpiequipment.com 

MORE WORK • LESS LABOR • MORE PROFIT 
Boxer Equipment is quickly becoming world 
renowned as the premier line of compact 
equipment on the market. Landscaping 
ontractors know that Boxer Equipment can 

handle any landscape or irrigation job you can 
throw at it, no matter how difficult the rask. 

90 DAYS NO PAYMENTS 
QAC. Subject to te«rm and cooditiom 

V - Gas and Diesel Available 
\ - Over 50 Attachments 

- Variable Tracks Available 
- 850 lbs. Operating Capacity 
- Strongest on the Market 
- 75" Hinge Pin Height 

• Landscape Management 

[ > ! • ] k i i l i j 

Healthy Growth. 
Strap the Field King on, and you'll see where it got it's name. 
Thanks to its comfortable, molded lumbar support and soft, 
cushioned shoulder straps, it can be used tor hours ot stress-free 
operation. Plus it features a left- or right-handed pump handle, 
palm activated trigger with lock and grip, an in-line poly filter to 
protect the trigger and nozzle from clogs, and much more. 

When your job is the outdoors, your work is only as good as the 
tools you use. That's why Forestry Suppliers features more than 
9,000 top-quality products geared especially to outdoor 
professionals. Every product we sell comes with the best technical 
support and customer service in the business, and each is backed 
by a 100% Satisfaction Guarantee! 

Check us out for yourself. GIveusacallorlogontDwww.forestrv-
SUDPtefS.CQfTl to get a free copy of our latest catalog today! 

A Forestry Suppliers, Inc. 
• www.forestry-suppllers.com 

Sales 800-647-5368 
Catalog Request: 800-360-7788 

t, he. Al rights reserved. 

Circle 129 Circle 130 
www.landscapemanagement.net / A U G U S T 2 0 0 5 / LANDSCAPE MANAGEMENT 

http://www.fertigator.corr
http://www.mightymole.com
http://www.cpiequipment.com
http://www.forestry-suppllers.com
http://www.landscapemanagement.net


Products 

Keep spraying 

OThe new Chem Tip two-
piece showerhead from 
Roger's Spray and Tree Ser-
vice has a stainless steel 
nozzle and is manufac-
tured in the United States. 
The lightweight nozzle is 

J ' • precisely machined and 
knurled on the outside to prevent hands from 
slipping while cleaning and changing screens 
or tightening the JD9 spray gun. The head is 
virtually maintenance free, the company says, 
and it will not corrode, crack, split or break 
under normal use. The product ships with two 
chemical-resistant 0 rings and carries a limited 
lifetime warranty. 
For more information contact Roger's Spray and 
Tree Service at 206/244-17171 circle no. 265 

PO Box 426 
Rochester, MA 02770 

508-763-8140 
Fax: 508-763-8102 

www.ASIC.org 

Professional members of the 
American Society of Irrigation 
Consultants have passed an 
extensive peer review and 
qualification process. 

Working with an ASIC member 
gives you the confidence that 
a highly-qualified irrigation 
consultant is on the job, helping 
to protect your interests and 
your investment 

Contact ASIC to find a 
consultant near you. 

(( 71 Jjf ixed-use developments with heavily traveled public spaces would be 
JL yJL wise to engage an ASIC Professional Member. They make the critical 

difference in developing sustainable and innovative water management solutions. 
I don t know who else could design an environmentally friendly bio-swales 
drainage network for a UOOO-car parking lot like the one we designedfor the 
nations second largest train station. " 

ANDYSCOn 
Executive Director • Union Station Assistance Corporation 

Custom body program • 
Crysteel Manufacturing's new Select cus-
tom dump body program allows cus-
tomers to design their own dump body with-
out incurring the extra cost and time normally 
associated with custom-designed products. 
Customers can choose between traditional 
square body styles or elliptical bodies, and then 
choose the best steel to fit their specific applica 
tions. Further options are available for tailgate 
design, side height, floor material and under-
structure design. A wide range of accessories 
complement the Select body program. 
For more information contact Crysteel 
Manufacturing at 507/726-2728 or 

Load it up 
Terex launches its new SKL160H wheel loader. 

Sporting an exclusive dual linkage system, the 
SKL160H is a scaled-down version of Terex's 
SKL873 wheel loader. The SKL160H offers an 
operating load and full turn position of 7,000 
lbs. It has a 2.25 cu. yd. capacity and an articu-

- lated tipping load of 14,000 lbs. The 102 hp 
Perkins turbo-charged diesel engine delivers the 
power and speed operators need to hit the 
ground running. The SKL160H comes standard 
with the third spool, auxiliary off the front of 
the machine, allowing operators to add various 
attachments, and features the option for an at-
tachment removal system. 
For more information contact Terex at 662/393-
1900 or visit vww.terex.com I circle no. 267 

continued on page 67 
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continued from page 64 
Kills fire ants two ways 
Extinguish Plus, Wellmark International's newest 
formula of fire ant bait, controls fire ants two 
ways. It combines the killing speed of an adulti-
cide and the long-lasting control of an insect 
growth regulator (IGR). Extinguish Plus sterilizes 
the queen and kills the workers, eliminating the 
colony without the worry of relocation. The dual 
active ingredients, hydramethylnon and S-
methoprene, in Extinguish Plus provide an adul-
ticide and the long-lasting control of an IGR. 
The adulticide in Extinguish Plus starts killing 
worker fire ants immediately after ingestion and 
the IGR prevents the queen from laying fertile 
eggs. Extinguish Plus has been approved for in-
door and outdoor use for residential and com-
mercial property, container or nursery stock, sod 
farms, commercial turf and more. 
For more information contact Wellmark Interna-
tional at 800/877-6374 or visit www.well-
markinternational.com/cirde no. 268 

Bigger stormwater chambers 
Cultec's new Recharger 150 stormwater deten-
tion/retention chambers are designed to save 
materials and labor during installation. With a 
longer length of 8.5 ft., compared to other 
chambers that come in only two standard sizes, 
project managers can order fewer units to 
complete a project. Fewer units means de-
creased labor and cost per foot for the project. 
The new Recharger 150 incorporates all of the 
key benefits of the original product line, includ-
ing a built-in endwall on each chamber for 
strength throughout the system. The units fea-
ture the company's patented overlapping rib 
connection, which allows easy installation and 
a stronger connection between chambers. The 
chambers are constructed of high-density poly-
ethylene for greater chemical resistance to 
parking lot runoff, compared to the polypropy-
lene commonly used in other models. All Cul-
tec Recharger chambers are also suitable for 
septic applications. The Recharger 150 is 18.5 
in. high, 33 in. wide, and has a storage capacity 
of 2.65 cu. ft. per linear foot. Each chamber 
holds approximately 160 gallons. 
For more information contact Cultec at 800/4-
CULTEC or www.cultec.con I circle no. 269 

Stump grinders l 
Morbark enters the stump grinder market with 
its first models available now. Models G52SP 
and D52SP get to the stump faster. With a top 
speed of 3.2 mph, they offer a significantly 
higher travel speed than other grinders in their 
class. With Morbark's unique cutter wheel and 
tooth design, the G52SP and D52SP grind 
stumps faster than the competition, the com-
pany says. The boom design creates a 52-in. 
cutting arc, which is 25 percent wider than 
anything in its class. In addition, the unique 
hexagon-shaped cutter wheel offers less resist-
ance and friction through the stump. Six multi-
tipped cutting tools fastened with one bolt 
each. The standard operator's control station, 
with well-spaced hydraulic levers, is located for 
maximum visibility of the grinding wheel. Op-
tional wireless or wired remote controls free the 
operator for optimum visibility away from dust 
and debris. The exclusive stationary engine de-
sign creates a low center of gravity and superior 

stability to minimize rollovers and engine oil 
starvation. In addition, steering on wet turf, 
loose gravel and uneven terrain is optimized 
with hydraulic equalization valves and an artic-
ulating front axle. Outer dual wheels are easily 
removed without tools, allowing the grinder to 
pass through a standard 36-in. gate. Morbark 
also offers an optional hydraulic back fill blade. 
For more information contact Morbark at 
800/831-0042 or visit vww.morbark.com I 
circle no. 270 

Quick connections 
Ideal Industries' next generation UnderGround 
family of pre-filled twist-on wire connectors 
eliminates the need for shrink wrap or resin 
packs, the company says. UL listed to 486D for 
use in direct burial applications and wet areas, 
Ideal UnderGround connectors feature a non-
hardening, silicone-based sealant that com-
pletely blocks out damaging water, dirt and 
condensation. Versatile and rugged, the con-

snowpusherparts com 
YOUR HOME FOR HIGH QUALITY DISCOUNT PARTS. 

FOR ANY PUSHER ON THE MARKET. 

BIG DISCOUNTS ON AFTER-MARKET 
PARTS THAT FIT ALL BRANDS! 

wear shoes, rubber & poly cutting edges, bolt kits, 
chain & binder kits, cutting edge hold downs, etc. 

Purchase from us 
exclusively on the internet. 
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nectors will handle wire combinations as small 
as #20 AWG to as large as #8 AWG. Connec-
tors are color-coded to indicate wire ranges. By 
combining features like a ribbed cap, swept 
wings (on smaller connector models) and a 

Let Us Help You 
PROMOTE 

Customized 
Printing 
Programs 
• Select your 
photography from our 
image collection. 

• Customized text and 
layouts made by our 
talented graphic designers. 

• Use our "sample print 
collection" for layout and 
promotional ideas. 

$100.00 OFF 

liirf Tech Landscaping 

, mi r ob 

Call today for a 
FREE catalog 
& price sheet! 

Promotional 
Signs 
• Promote with up to 4 colors. 
• Variety of sizes available. 
• Print one or two sides. 
• Two different stakes. 

RND Signs & Printing 
www.rndsigns.com . 800-328-4009 
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hexagonal head into a compact, one-piece de-
sign, the connectors enable contractors to in-
stall faster, whether they are working by hand 
or with a standard nutdriver. The live-action, 
square-wire spring securely locks onto the wire 
for a safer connection, while the deep skirt pro-
vides for maximum dielectric strength. 
For more information contact Ideal Industries 
at 800/435-0705 or visit www.idealindus-
tries.com I circle no. 271 

For seedbed prep • 
Turf Teq's new power rake to complements its 
Sidewinder product line. The Sidewinder 
Power Rake is the perfect tool for all types of 
seedbed preparation, the company says. The 
unit features a 36-in. drum. The pivot angle of 
the drum can be adjusted to the left or right 
from the operator position. The unit also fea-
tures a hydrostatic transmission, 13 hp Honda 
engine and on-the-go differential lock. 
For more information contact Turf Teq at 
866/503-8873 or visit www.turfteq.com I 
circle no. 272 

Easy installation dump bodies 
Stahl's new 2/3 and 3/4 yard Champion Dump 
Bodies come in 9-ft. and 11 -ft. models. They 
feature a complete "bolt-on" installation de-
sign. No welding to the truck chassis is re-
quired. A complete bolt-on ICC bumper, along 
with receiver and pintle options, are also of-
fered. Integral dirt shedding horizontal bracing 
on the dump body's gate and sides reduces 
welding, strengthens and enhances appear-
ance. The double-wall construction, seamless 
center floor and stacked understructure also in-
crease durability. Time-saving, quick release 
hardware; easy-access lubrication points; and 
direct lift hoist contribute to easy operation and 

maintenance. Optional features are also avail-
able including several sizes and styles of cab 
protectors, asphalt aprons and tailgate chutes 
for sand or asphalt. 
For more information contact Stahl at 
800/392-7251 or www.stahl.ee I circle no. 273 

Compact mower/mulcher • 
The new Swinger model 3K mower/mulcher 
from NMC-Wollard processes standing or piled 
trees and brush up to 4 in. in diameter in con-
tinuous cutting applications, and up to 6 in. in 
diameter in intermittent cycles. The cutting 
swath is 60 in. The compact 3K includes a 
closed loop piston pump high-flow hydraulics 
system and a dedicated Fecon Bull Hog cutting 
attachment. It features surface-sensitive articu-
lated steering, even-ride 10-degree rear axel os-
cillation, 85-hp Cummins turbo diesel, an ele-
vated operator station, four-wheel drive with 
limited slip differentials and a two-speed hydro-
static transmission. 
For more information contact NMC-Wollard 
at 800/656-6867 or visit 
www.nmc-wollard.com I circle no. 274 

http://www.rndsigns.com
http://www.turfteq.com
http://www.stahl.ee
http://www.nmc-wollard.com
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August 
17 OTF/OSU Turfgrass Research 
Field Day I Columbus; Sponsored by 
Ohio Turfgrass Foundation I The Ohio 
State University; 740/452-4541; 
www.ohioturfgrass.org 

17 Snow Business: The Good, 
The Bad, and The Ugly / Chicago; 
Sponsored by Snow & Ice 
Management Association; 814/835-
3577; www.sima.org 

18 ISTMA Multi-Field Workshop 
I Ankeny, IA; Sponsored by Iowa 
Sports Turf Managers Association; 
515/232-8222; iww.iowaturf-
grass.org 

19 Equipment Financing 
Options Workshop I Springfield, 
MO, Sponsored by Greater Ozarks 
Branch of the PGMS; 417/724-
8577; www.pgms.org 

19 Snow Business: The Good, 
The Bad, and The Ugly I Buffalo; 
Sponsored by Snow & Ice 
Management Association; 814/835-
3577; www.sima.org 

25 IPLLA Summer Field Day I 
Carmel, IN; Sponsored by Indiana 
Professional Lawn & Landscape 
Association; 317/575-9010; 
www.iplla.com 

September 
6-9 RISE Annual Meeting I Las 
Vegas; Sponsored by Responsible 
Industry for a Sound Environment; 
www.pestfacts.org 

8 Landscape Trade Expo I 
Kitchener, Canada; Sponsored by 
Landscape Ontario and ME0A Fall 
Show; 800/265-5656; 
www.hort-trades.com 

9-10 Masters in Management 
for the Landscape Industry / 
Seattle; Sponsored by Professional 
Landcare Network; 800/395-2522; 
www.landcarenetwork.org 

10-15 Florida Turfgrass 
Association Show I Estero, FL; 
Sponsored by Florida Turfgrass 
Association; 800/882-6721; 
www.ftga.org 

13-14 Virginia Tech Field Day I 
Blacksburg, VA; Sponsored by 
Virginia Turfgrass Council; 757/464-
1004; www.thevtc.org 

13 OSTMA Fall Field Day I 
Columbus, OH; Sponsored by Ohio 
Sports Turf Managers Association; 
888/824-9805; members.tri-
pod.com/~glstma 

14-30 ANLA 2005 Landscape 
Distribution Tour I Denver; 
Sponsored by American Nursery & 
Landscape Association; 202/789-
2900; www.anla.org 

14-20 ANLA Trip to Glee 2005/ 
Birmingham, England; Sponsored by 
American Nursery & Landscape 
Association; 202/789-2900; 
www.anla.org 

14 STA Annual Field Day I 
Milton, Ontario, Canada; Sponsored 
by Sports Turf Association; 519/763-
9431; www.sportsturfassoci-
ation.com 

15-30 ANLA 2005 Landscape 
Inspiration Tour: Italy I Northern 
Italy; Sponsored by American 
Nursery & Landscape Association; 
202/789-2900; www.anla.org 
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Congratulations to the staffs of Golfdom & Landscape Management 
for winning 17 TOCA (Turf and Ornamental Communicators Association) 

editorial and design awards at the 2005 TOCA Awards Banquet. 

H T O C A 
Turf and Ornamental Communication* Association 

^ ^ ^ I ^ H H SOLUT IONS FOR A G R O W I N G INDUSTRY 

U U M U U I I I M A N A G E M E N T J L 



TAKE BACK YOUR TIME! 

Only Magna-^MKic provides 
sharpeners with l^AL 
performance (1 blade in 60 
sec), and maintainjerfect 
°&hgles effortlessly^Jjake part 

a 30 day trial new. Call 
a free catalog^* 

MAG-9000 Lawn Mower 
Blade Sharpener 

1-800-328-1110 
shop online! 

» v w v w . m a g n a - m a t i c . c o n 

mmcj • 
Circle 133 

PARKING LOT 
SWEEPING 

F R E E information on 
starting sweeping 

• Use your own truck 
• Profit potential 
• How to bid 

800-345-1246 
w w w . m a s c o s w e e p e r s . c o m 

Circle 135 

Why Incur Expensive Ground 
Restoration Costs? 

Create an instant roadway 

m 4 

Never get stuck AGAIN! 

specify AlturnaMATS 
Ground Protection Mats 
During construction, it's normal 
to damage lawns and other land-
scaping. No longer. Contractors 
are using AlturnaMATS...the 
original ground protection mats. 
Simply lay them down and drive 
equipment to the site and work 
on an AlturnaMATS platform. 
Guess what... no damage or 
expensive restoration costs. 
And they eliminate plywood. 
• Leaves turf smooth, 

even in soft conditions 
• Tough 1/2" thick polyethylene 

with heavy cleat design 
• Last for years of hard use 
• 4'x8\ 3'x8\ 2'x8', 2'x6', 

2'x4' sizes 
• Field tested in record 

cold and heat 
Call for the name of your nearby dealer . . . 

888'544-6287814-8278884 
Ash for AlturnaMATS by Name! 

F v i a r r a n t Y 

P.O. Box 344 «Titusville, PA 16354 
sales@alturnamats.com • www.alturnamats.com 

Circle 134 

Manufacturers 

Kanga Kid: $500 
Kanga 5 Series: $1,000 
Kanga 6 Series: $1,000 
Kanga 7 Series: $1,000 

Offer good on units sold 
7/1/05-9/30/05 

800.476.9763 
www.cpiequipment.com 

Rebates: 

http://www.mascosweepers.com
mailto:sales@alturnamats.com
http://www.alturnamats.com
http://www.cpiequipment.com


Controllers, Drip Emitters, 
Filters, Microsprinklers 
Your Preferred Irrigation Provider 

Series TOP 12-outlet PC drip emitters: 
Retrofit 1/2" riser, below or above grade with our 
self-cleaning 0.5,1,2 or 3 GPH for a wide range 
of applications. 
Series 500 battery operated controllers: No 
wiring, waterproof solution to a power problem 
using our one, four or six station controllers. 
Series 4000 & X LEIT Ambient Powered 
controller: Four to 28 station water 
management. Controls your irrigation system in 
any region, under any weather conditions, day 
or night using ambient light as the energy 
source. 

DIG C O R P O R A T I O N • 1210 ACTIVITY DR. • VISTA, CA 92081-8510 
760-727-0914 • 1-800-322-9146 • FAX 760-727-0282 • www.digcorp.com 

Circle 137 

W h e n your 

c o m p a n y is fea tu red 

in Landscape 
Management, 
expec t i ng your cus tomers 

t o read your s tory 

isn't enough. . . 

you need Reprints. 

RMS is the authorized provider of custom Reprints, Epnnts and NXTprints for Landscape Ma/iapemanf magazine 

800-290-5460 ext. 100 
landscapemanagement@reprintbuyer.com 

The Walker Hi-Dump* offers another 
grass handling option for Walker 
Mower Models MD and MT with 9.5 
bushel catchers. Raising the catcher 
box up 67 inches (170 cm) and 
dumping into a truck or trailer is easily 
completed in a 20-sccond cycle. 
Powered by a 12-volt electric/hydraulic 
system (operating two hydraulic 
cylinders), the lifting and dumping 
functions work independently and are 
contmlled by two toggle switches faim 
the operator seat. Adds only 3 inches 
(7.5 cm) and 150 pounds (56 kg) to the 
overall tractor height and weight and 
may be ordered as a factory installed 
option or installed in the field with 
minimal labor. 

Circle 140 

http://www.digcorp.com
mailto:landscapemanagement@reprintbuyer.com


Why Gamble With Bargain Rotors ? 
Trying to save a few bucks on bargain rotors can be a real gamble. 

Why not choose a brand where the odds are in your favor? With 

a full line of heads that handle every type of landscape, Hunter 

rotors set the industry standard for customer satisfaction and 

performance. Make every system you install a winner and 
go with a sure thing. Hunter. 

I [I M T I 

I f fW 
Hunter 
The Irrigation Innovators 

www.HunterIndustries.com 

Circle 141 

ZERO-TURN STAND-ON SPRAY SYSTEMS 
- Hydraulic hopper drive system * All stainless steel construction 

STAND-ON ZERO-TURN TURF RENOVATOR 
Additional attachments available 

j ß ß f r BmjßiUJ&m i,má. 

im 

Engineered Turf System 

BLUEYELLOW™ Engineered Turf System is your all-in-one 
turf establishment solution. With precisely calibrated and 

uniformly distributed blends of premium seed and fertilizer, 
contained within a cellulose substrate, BLUEYELLOW delivers 

unparalleled uniformity, natural weed suppression, and 
faster turf establishment. BLUEYELLOW can be customized 

to meet your seed and fertilizer requirements, and it 
biodegrades completely, leaving nothing to remove. 

Your seed, your fertilizer, your reputation. 

BLUE Lb N ' 
The Smartest Way to Make Green " 

0 
Roll 

www.blueyellowpro.com 

Circle 143 

When your 
company is featured 
in Landscape 
Management, 
expecting your customers 
to read your story 
isn't enough... 
you need Reprints, 

RMS is the authorized provider of custom Reprints, Epnnts and NXTprmts for Landscape Management i 

800-290-5460 ext. 100 
landscapemanagement@reprintbuyer.com 

Circle 142 

http://www.HunterIndustries.com
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Every month the Classified Showcase 

offers an up-to-date section of the 

products and services you're looking for. 

Don't miss an issue! 

BUSINESS FOR SALE 

LAWN CARE FRANCHISE. Lawn fertilization fran-
chise located in Monmouth County, New Jersey. 
Affluent area. History of increasing revenue. Excel-
lent growth potential. All equipment and accounts. 
Gross over $500K/year. Turnkey $375,000. Reply 
to lawncarebiz@comcast.net. 9/05 

BUSINESS OPPORTUNITIES 

Quality Synthetic Grass Surfaces I Quality Synth 

I H GRASS 

•Jm 

injijpuuy 

Building Successfiii Relationships 
Since 1998 

Call us today 877-881-8477 
www.theputtinggreencompany.com 

www.x-grass.com 

ADVERTISING 
INFORMATION: 

Call Brian Olesinski at 
800-225-4569x2694 
or 440-891-2694, 
Fax: 440-891-2675, E-mail: 
bolesinski@questex.com 

íes] 

• If an individual insertion is under S250 it must be 
prepaid, unless it is part of a contract that is $1,000 
or greater. 
• We accept VISA, MASTERCARD, and AMERICAN 
EXPRESS over the phone. 
• Mail LM Box # replies to: Landscape Management 
Classifieds, LM Box# , 
131 W. First St., Duluth, MN 55802-2065. (please include 
LM Box # in address). 

BUSINESS OPPORTUNITIES (CONT'D) 

L A W N P R O F E S S I O N A L S ~ TAKE NOTICE --
Are you interested in M A K I N G M O R E M O N E Y & H A V I N G M O R E 
FREE T I M E ? The information contained in our manuals and the templates 
on our CDs are being used every day in our lawn service and by hundreds of 
your peers throughout the United States & Canada. We don't just talk the 
talk, we W A L K THE W A L K ! Our lawn service was rated as a T O P 10 
service in August 2002. Our manuals and CDs include proven techniques for 
Bidding, Service Agreements, Estimating, Snow & Ice Removal, Marketing, 
Advertising, Selling, Letters for Success, Telephone Techniques, Employee 
Policy & Procedures and more. i f r u s H £ L p y o u £ A R N W H A T Y Q U D £ S £ R V £ , J 

PROFITS UNLIMITED Since 1979 GS — • 
Call 800-845-0499 • www.profitsareus.com I B 

PARKING LOT 
SWEEPING 

FREE information on 
starting sweeping 

• Use your own truck 
• Profit potential 
• How to bid 

e 

800-345-1246 
www.mascosweepers.com 

WANT TO BUY OR 
SELL A BUSINESS? 

Professional Business 
Consultants can obtain purchase 
offers from numerous qualified 

potential buyers without disclosing your identity. There 
is no cost for this as Consultant s fee is paid by the 

buyer. This is a FREE APPRAISAL of your business. 
If you are looking to grow or diversify through 

acquisition, I have companies available in Lawn Care, 
Grounds Maintenance, Pest Control and Landscape 

Installation all over the U.S. and Canada. 
182 Homestead Avenue, Rehoboth, MA 02769 

7 0 8 - 7 4 4 - 6 7 1 5 • Fax 5 0 8 - 2 5 2 - 4 4 4 7 
E-mail pbcmel lo 1 ffiaol.com 

Attention: Landscape Professionals 
Add Freedom Fence and Driveway Alert to your 
Existing services and watch your bottom line soar! 

Made in USA 800-828-9089 

^ l a s s u i e u a u v e r u s m g 

Call Brian Olesinski 
800-225-4569 ext. 2694 

fax: 440-891-2675 
bolesinski@questex. com 
for more information! 

mailto:lawncarebiz@comcast.net
http://www.theputtinggreencompany.com
http://www.x-grass.com
mailto:bolesinski@questex.com
http://www.profitsareus.com
http://www.mascosweepers.com


I TURBO TURF I 
HYDRO SEEDING SYSTEMS 

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

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

New Sundowner Multi-Tasking ATV Tool Family. 
Available with 60"x 9"x6" Blade & Base Unit plus: 

• Aerator 50" x 12" B t o m n s , 
• Cultivator 48" x 14" x 6" T r a i l ' 
• Rake 4" x 5" x 72" Pr'c/ng/ 
• Sprayer 25 gal, 3 nozzle & boom 

Solid tubular steel Base Unit construction. 1 5 X 6 
Pneumatic tubeless tires. Electronic tool remote 
controls. Adjustable clevis hitch fits most ATV & 
garden tractors. Go to our Website to find other 
Utility Disc, Box Scraper and Sprayer attachments 
NOT AVAILABLE AT RETAIL! 

www.agforatv.com/land 
888) ATV WAGON 

LANDSCAPE TOOL 

ORGANIZATION 
A System So Good Your Friends will Be Jealous! 

HOOKS snap in so 
they won't bounce 
out, and can be 
rearranged quickly, 
without tools. 

ADJUSTABLE 
hooks, racks and 
shelving for tools 
and equipment. 

Performance Trailers, Inc. 
1-800-768-7708 

Call for our accessories 
catalog with many more 
unique items! 

LandscaperRacks.com 

NDSCAPE DESIGN KIT 3 
48 rubber stamp symbols of trees, 
shrubs, plants & more. 1/8" scale. 

Stamp sizes from 1/4" to 1 3/4". 
$99 • $6.75 s/h. CA add 7.75% tax 
(Checks delay shipment 3 weeks.) 
VISA. MasterCard, or Money Orders 

local 916-667-7102 P r i c e s 8 u l * e t t o c h a n 9 e w r t h o u t " S i * 
TOLL FREE 877-687-7102 A M E R I C A N S T A M P C O . 
www amencanstampco com 12290 Rising Road LM6, Wilton. CA 95693 

Put the Dynamics of Classifieds to Work for You! 

PHYSAN 20. 
ALGAE AND ODOR CONTROL 

FOUNTAINS, STATUARY, 
B I R D B A T H S A N D W A L K W A Y S . 

Cost effective and biodegradable. 
Order ing a n d Dealer in fo rmat ion : Mar i l P r o d u c t s 

3 2 0 Wes t 6* St reet , Tust in , C A 9 2 7 8 0 

800-546-7711 www.physan.com 

1 .800.643.555 5 
www.heritagebuilclings.com 

HELP WANTED 

FLORAPERSONNEL, INC. 
In our third 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 

407-320-8177 • Fax: 407-320-8083 
E-mail: hortsearch^aol.com 

w w w . f l o r a p e r s o n n e l . c o m 

GILLESPIE DESIGN GROUP, INC. 
LANDSCAPE ARCHITECTURE & 

PLANNING 
Irrigation Designer - Gillespie Design Group, 
Inc. currently has positions open for immediate 

hiring. The position title is "Irrigation Designer" 
and requires an Associates Degree in Computer 
Aided Drafting and Design or equivalent. This 
position is a full-time position. Responsibilities 
include working on or assisting with irrigation 

designs for landscape and construction plan 
documents for a large range of commissions 
including large-scale planned communities, 

parks, hotels and resorts, golf courses, 
commercial, retail projects and model home 

complexes utilizing AutoCAD2005. 
For more information please visit 

www.gillespiedesign.net 
P lease send y o u r r e s u m e to: 

C a m e r o n B l a y n e y 
c a m e r o n @ g i l l e s p i e d e s i g n . n e t 

9 4 0 4 G e n e s e e A v e n u e , Suite 140 
La Jol la , C A 9 2 0 3 7 

t: 8 5 8 . 5 5 8 . 8 9 7 7 f: 8 5 8 . 5 5 8 . 9 1 8 8 

WHEAT'S LAWN AND CUSTOM LANDSCAPE. A 
premiere residential landscape firm in Northern 
Virginia since 1978 has positions available for sales 
and managers. Interested candidates should have 
strong leadership skills, industry knowledge and a 
desire to make a difference. Wheat's offers: health 
insurance, advancement opportunities, 401 (k) 
and profit sharing, competitive salary, and a 
great work environment. For consideration, please 
mail, fax or email your resume to: 8620 Park St., 
Vienna, VA 22180 Fax: 703-641-4792. Email: 
wheats@wheats.com www.wheats.com 12/05 

bring power i^ere 
YOU NEED IT! (^Wh 

PORTABLE CAPSTAN WINCH 
RELIABLE: Honda 2.5 HP engine 

LIGHTWEIGHT-FAST 
EASY TO USE-SAFE 

CONSTANT PULLING POWER 
UNLIMITED ROPE LENGTH 

, . 5 YEAR WARRANTY 

5000 Ibjjgft, 
1-888-388-PULL | portaMBWhctican 

http://www.agforatv.com/land
http://www.physan.com
http://www.heritagebuilclings.com
http://www.florapersonnel.com
http://www.gillespiedesign.net
mailto:cameron@gillespiedesign.net
mailto:wheats@wheats.com
http://www.wheats.com


HELP WANTED (CONT'D) SOFTWARE 
LANDSCAPE DIVISION MANAGERS 

We're a reputable regional full-service landscape 
co. expanding throughout the East Coast. We're 
stable, profitable, & seeking UPPER-LEVEL 

MANAGERS to oversee multi-million $ 
operations in D.C., Virginia, Pennsylvania, & 
New Jersey. Guaranteed top salary, aggressive 
bonus plans with high-earning potential, co. 

vehicle, & a very comprehensive benefits package! 
Relocation assistance offered. 

All inquiries will remain confidential. 
Contact ecresumes@jwtworks .com 
or fax 314.991.7726 At tn: JN. E O E . 

L A N D S C A P E A N D I R R I G A T I O N 
S U P E R I N T E N D E N T S 

Western States Reclamation, Inc., located in Den-
ver, Colorado, has immediate openings for super-
intendents with commercial project experience. 

Landscape Division IVlanager 
WSRI seeks to hire a division manager to oversee 
commercial landscape, irrigation, and landscape 

maintenance projects. 
Please see the employment section of our web 

site for more details on position requirements and 
benefits for both of these positions at 

www.wsreclamation.com. 
Send resumes to: 

Lchenoweth(a wsrec lamat ion .com 
or fax to 303-833-4447 

THE BRICKMAN GROUP, LTD. Careers in 
landscape management available in: CA, CO, CT, 
DE, FL, GA, IL, IN, MD, MA, MN, Ml, MO, NJ, NY, 
NC, OH, PA, SC. TN, TX. VA, Wl. Fax: 
301-987-1565 Email: jobs@brickmangroup.com 
Web site: www.brickmangroup.com 4/06 

0 
G R O U N D S CONTROL 

Grounds Control , Inc. is l ook ing for career-
m i n d e d , g r e e n i n d u s t r y p r o f e s s i o n a l s f o r 
management positions. We ore expanding into 
new markets wi th our landscape construction 
and maintenance services. Be part of a growing 
company and contact us today at 

myfuture@groundscontrol.com 

PINE Î m b RIDGE 
l a n d s c a p i n g . i n c . 

A full-service, award winning Northern VA Landscape 
maintenance company seeks highly motivated, produdion 
oriented and well organized individuals to join our team, 
Our growth has created career opportunities in the 
following positions: 

• Operations Manager 
• Branch Managers 

• Designers/ Landscape Architects 
• Account Managers 

• Irrigation Division Manager 
Experience in landscape maintenance and horticulture 
preferred. Excellent benefits package to include medical, 
dental, vehicle, Simple IRA and relocation allowance. 
Fax resume to (703) 8 0 3 - 4 5 7 1 

LABOR 

GROUNDSKEEPERR0 
BUSINESS 
SOFTWARE 
Invoicing 
Scheduli 
Routing 
Estimatin 

The #1 all-in-one management 
software for the green industry 
Scheduling, Routing, Automatic Invoicing, Bill 

Paying, Accounting, Payroll, Marketing and more 

Download a free demo of the software landscaping 
and lawn care professionals are all talking about! 

w w w . w i n t a c . n e t 1-800-724-7899 

Production/Operations Management Trainee. 
Hidden Lane Landscaping is a prestigious 
upscale-residential design/build firm in Northern 
Virginia with a great company culture and a 
beautiful facility. Our designers, crews, and office 
staff work as a team to maintain our reputation for 
excellence in design and installation. We are 
looking for a highly motivated individual to join our 
award-winning team. Responsibilities include: 
Manage daily operations; oversee production 
crews and maintain quality control; assist 
designers with job staging & order materials; 
develop & integrate training programs for crews; 
strategic planning for future growth. Requirements: 
2 or 4 year degree; experience in field, 
knowledge of soft- and hardscaping techniques; 
excellent time-management and communication 
skills; knowledge of Microsoft Excel; valid drivers 
license/good driving record. If you have 
initiative, insight, integrity... let's talk! Contact 
Peter Murray: 703-620-6155 ext. 102 or 
p m u r r a y @ h i d d e n l a n e . c o m . 
www.hiddenianelandscaping.com 8/05 

TRUCKS, TRAILERS & ACCESSORIES 

/Mulch Blowing/ 
Truck 

2001 EB 4 0 
Increase Your Profit & Productivity 

-Wel l Maintained, LowMiles-
-Seed Injection System-

- Possible Delivery and Training • 

$169,000.00 
Contact Robert 
864-270-4192 

LANDSCAPERS, Plan your 2006 season now! 
Want legal, reliable workers on the job every day? 
Bring them from Mexico (and other countries) with 
visas. We do all the paperwork. We can select 
great workers, too!! We care about your success 
and lead the way in FAST, FRIENDLY, 
AFFORDABLE service. FREE information & 
booklet. USAMEX Ltd. (501) 724 8844 
DavidDonaldson@USAMEX.ORG (Limited visas in 
2006. Please call now.) 12/05 

Get Fast Action with 
the Dynamics of 

CLASSIFIED 
- ADVERTISING! 

mailto:ecresumes@jwtworks.com
http://www.wsreclamation.com
mailto:jobs@brickmangroup.com
http://www.brickmangroup.com
mailto:myfuture@groundscontrol.com
http://www.wintac.net
mailto:pmurray@hiddenlane.com
http://www.hiddenianelandscaping.com
mailto:DavidDonaldson@USAMEX.ORG


Statistics 
I N D U S T R Y T R E N D S BY T H E N U M B E R S 

REMODELING ON A TEAR 
Americans spent $198.6 billion on remodeling projects in 2004, 
up from $176.9 billion in 2003, the largest increase in more 
than a decade, reports the U.S. Census Bureau. The National 
Association of Home Builders Remodelors Council forecasts 
continued growth through 2005 to $209 billion. 
Contributing to the growth are: 

• Remodeling has become easier to finance with the 
increased equity that a homeowner can tap into. 

• Homeowners may decide to remain and improve their 
homes when faced with sticker shock from home prices, as 
home prices nationwide have appreciated by 15.1% over the 
last year. 

• Rising prices make improvements look like better invest-
ments, as a greater percentage of the cost will be recouped 
in any sale. 

• The housing stock is aging and is currently at an average of 
32 years and rising, meaning a greater need for maintenance 
and repairs. 

source: national association of home builders 

WE'RE IN TOP 10, 
TWICE! 
ServiceMagic, 
a Web-based 
company that 
matches con- ' 
sumers with 
contractors and service professionals, says that hiring a lawn 
care is listed as number five and hiring a landscaper to install 
landscaping is number 10 on its Top 10 list of service requests 
during the first two quarters of 2005. Actually, many land-
scape pros also build decks and do masonry work, which are 
also listed. The most requested services in order: 
1. Hire a maid service to clean the interior of a house 
2. Hire a remodeler to build an addition 
3. Hire a handyman 
4 . Hire a home builder to build a modular home 
5. Hire a lawn care service 
6. Hire a concrete professional to install driveways, patios 
and walks 
7. Hire a dumpster service 
8. Hire a professional to build or replace a deck or non-
masonry porch 
9. Hire a painter to paint the interior of a home 
10. Hire a landscaper to install landscaping 

source: www.servicemagic.com 

DON'T CALL — WE MEAN IT! 
The national Do Not Call registry went into effect 
Oct. 2003. 
To date there have been: 
— 97 million registered phone numbers 
— One million complaints (estimated) 
— 20 Federal Communications Commission citations 

source: federal trade commission 
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c o p p o n a t î o n 
An Employee-Owned Company 

800.821.7925 azatrol.pbigordon.com 
AzatroK® is a registered trademark of PBI/Gordon Corporation; C2004 PBI/Gordon Corporation 

New Expanded Labeling! 
Certified Organic Botanical No Preharvest Intervals 

Low Odor ( Low Toxicity 



Why settle for the other guys' compact track loaders when you can run a 
John Deere next-generation CTL? Their best-in-class stability, breakout, tractive effort, and travel 
speed enable the new CT322 and CT332 to outwork them all. Plus, they run on a smooth-riding 
easy-to-clean undercarriage that's more durable and significantly less expensive to operate and 
maintain. To learn more about the many ways these new CTLs redefine productivity, uptime, and 
low daily operating costs, see your John Deere dealer. Or call 1-800-503-3373. 


