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If you feel that your pre-emergent must be applied within a tight timetable, you're not using Barricade® 
herbicide. Our unique non-staining formulation allows for earlier spring applications. And low solubility means 
greater length of control. There's even flexibility in formulations — liquid, wettable granular, or on fertilizer. 

Important: Always read and follow label instructions before buying or using this product. ©2005 Syngenta. Syngenta Professional Products, Greensboro, NC 27419. Barricade* and the Syngenta logo are trademarks of a Syngenta Group Company. 
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Let Barricade give you the flexibility you need to run your business. 
For more information, call the Syngenta Customer Resource Center at 
1-866-SYNGENTA or visit us at www.syngentaprofessionalproducts.com. 

You don't have to work within a 
small window to control crabgrass. 

http://www.syngentaprofessionalproducts.com


Owning the powerfully re-engineered John Deere Gator™ Traditional Series utility vehicle is your best 
response to all-season efficiency. Its low cargo box makes for easy loading. Its wide stance and low 
center of gravity result in best-in-class stability. Proven John Deere reliability means never second-

guessing quality or performance.Test drive the new GatorT-Series at your John Deere dealer today. 
WWW.JOHNDEERE.COM/VEHICLES NOTHING RUNS LIKE A DEERE™ 

Introducing the GatorT-Series. It'll help 
your business like nobody's business. 

John Deere's green and yellow color scheme, the leaping deer sJmbol, and JOHN DEERE are tradem *s of Deere & Company. 

f 

JOHN DEERE 

http://WWW.JOHNDEERE.COM/VEHICLES
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S t a rf cTa r*cls w i l l b e s u r p a s s e d • 

A n e w g e n e r a t i o n -

D E C L A R A T I O N O F INNOVATION 
Ferris - the innovation leader - introduces four new models 
for 2005. Standards will be surpassed. Ferris will bring you the 
latest in suspension technology and the most complete line of 
commercial mowers in the industry. 

Learn more about our new mowers for 2005. 
Call 1-800-933-6175 or logon to www.Ferrislndustries.com 

FERRIS 
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Lynette Hart is Manager of Portable Power 
Equipment for John Deere in Cary, NC. With a bache-
lor's in Mechanical Engineering from the University of 
Michigan and an MBA from the University of Chicago, 
Lynette is more than ready for the competitive commer-
cial handheld equipment market. When not immersed 
in the universe of trimmers and chain saws, she enjoys 

photography, scuba diving, and water and snow skiing. Her report on the state 
of emissions regulations for gasoline-powered handhelds starts on page 14. 

Ray Buckwalter graduated from Penn State 
University in 1980 with a major in agronomy (minor 
in the consumption of fermented hops and yeast). He 
has 25 years experience in the Green Industry includ-
ing lawn care, arboriculture, vegetation manage-
ment and sports field maintenance. He's the market-
ing manager for the landscape market for Lebanon 
Turf, a division of Lebanon Seaboard Corp. He's also President of The New 
Jersey Alliance for Environmental Concerns. He enjoys snow skiing, water ski-
ing, hiking, climbing and flying (private pilot). Read Ray's excellent overview of 
the growing move to regulate fertilizers, and what it means to us. 

Gary Goldman tells why even the shyest business owner 
has to learn to network and "get in the game" with his or 
her peers on page 38. Goldman has over 20 years of expe-
rience in management in landscape construction, irriga-
tion, maintenance, and pavement maintenance. With a 
master's degree in business administration from Babson 
College and a license as a factoring specialist, Gary is con-

sidered an expert in specialized areas of estimating, operations management, 
marketing, budget development and administration as well as other areas. He 
was a past Regional Operations Manager of TruGreen Landcare Corp. in the 
New England Region and was in charge of operations of four maintenance and 
two construction unit branches with annual revenues exceeding $50 million. He 
was also a past president of an $8 million landscape and pavement company. 
Gary also did a stint as an associate with VanderKooi & Associates, Inc., a 
Green Industry and construction-consulting group, located in Littleton, CO. 
Goldman now runs his own consulting company. 

Christina A. Thompson reveals how to get the most 
out of your handheld equipment. Turn to page 54. This 
lovely lass is no greenhorn to matters mechanical. She 
worked for Landscape Management's parent compa-
ny, Advanstar Communications, for almost 13 years, 
and reported extensively on car parts and body parts 
— aka, automotive aftermarket and healthcare indus-
tries. Thompson recently moved from a suburb of Cleveland (pop. 84,000) to 
Shelby, OH (pop. 9,000). She is slowly adjusting to the small town life. When 
she isn't freelance writing, Thompson is playing Euchre at the local Owl's Club. 
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THE NEW SRM-261T FEATURING 50% MORETORQUE. 

1-80 0-432-EC HO 
www.echo-usa . com © 2005 ECHO, Inc. 
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Why are Industry Professionals 
Embracing the Weed Man Opportunity? 
• Our Industry leaders act as consultants united in a common cause — 

your growth and success. 

• You become a part of an exciting strong alliance of dealers dedicated 
to high standards and maximizing your opportunity. 

• WEED MAN offers proven systems, backed by unmatched support that 
enhances your productivity and profits. 

"After researching several lawn care franchises, it 
was obvious Weed Man was the best choice for 
Hillenmeyers. We made our decision based on 
their products that are superior to what we were 
able to provide to our customers. Their 
management systemss are very easy to use in 
addition to providing excellent information. 

I believe the biggest asset from Weed Man is the 
dealer support we receive to help us make this opportunity a success." 

Stephen Hillenmeyer, 
Hillenmeyer Nurseries 

Call Now to See if the Weed Man Opportunity is Right for You! 

1-888-321-9333 • www.weed-man.com 
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P r o n d s n p p o r t e r of t h e s e g r e e n i n d u s t r y p r o f e n i i n a l o r g a n i z a t i o n s : 

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

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

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

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

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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Water. It's what keeps the world 
alive. As the world's largest manu-
facturer of irrigation products, we 
believe it is our responsibility to 
develop technologies that use 
water efficiently. Over the past 
seven decades, our pioneering 
efforts have resulted in more than 
130 patents. From central control 
systems and automatic shut off 
devices to pressure regulating 
components and low volume drip 
irrigation, Rain Bird designs 
products that use water wisely. 
And our commitment extends 
beyond products to education, 
training and services for our 
industry and our communities. 
The need to conserve water has 
never been greater. We want to 
do even more, and with your help, 
we can. Visit www.rainbird.com 
for more information about The 
Intelligent Use of Water.™ 

The Intelligent Use of Water ™ 

RAIN BIRD. 

http://www.rainbird.com
http://www.rainbird.com


B U S I N E S S FROM THE BOSS 

Too macho for our own good? 
BY RON HALL / Editor-in-Chief 

e r e a masculine industry. We 
like sweat, especially when 
we see it popping out on the 
brows of our employees. We 
sprinkle our conversations 
with terms like labor-hour 
production, horsepower and 

blade speed. We drive pickup trucks and love to 
hunt, and one of the ways we measure our standing 
in the industry is by revenues and how many guys we 
have working for us. (Okay, so maybe some of us 
don't like to hunt.) 

We're manly men 
Even so, go to almost any industry conference or trade 
show and count the nine men for every woman pres-
ent. Sure, women own and operate successful landscape 
and lawn service companies, and they manage sizable 
grounds operations. But they compete in an industry of 
manly men. Some of the reasons are obvious. How 
many teenage ladies get their first taste of this industry 
mowing neighborhood properties? 

Okay, so men dominate commercial landscape, lawn 
services and grounds care. You'll give me that, right? 
Will you also agree that too much testosterone might 
not be the best thing, particularly in selling to and serv-
icing the residential market? 

Think about your own household. Which partner 
makes the decisions about the state of your home or 
property? Which partner drives the big projects? 

In my world it's Vicky, my lovely wife of 35 years. 

To boost your sales, show the m a n 
of the house the respect he deserves, 

but give the w o m a n of the house the 
type of landscape she wants. 

Darned if I can think of one major household proj-
ect that I initiated in the 29 years we've lived in our 
80-year-old, two-story frame home. OK, well maybe 
some painting. But, not the dormer or skylights. Not 
the installation of an upstairs bathroom. Not the 
new hardwood floors. Not even my basement shop. 

How about our landscape, you ask? Are you kidding? 

The way it is 
Vicky gets her inspiration and ideas from television 
(HGTV and the various "makeover" shows) and slick 
landscape/garden magazines. I'm relegated to capital 
support and bouts of manual labor. Hey, don't get me 
wrong — I'm not complaining. And as far as I've been 
able to determine, my situation is far from unique. 

Robert Tillman, the CEO of Lowes, said at the 
Green Industry Expo that his chain's growth exploded 
after it shifted its emphasis from the commercial con-
tractor to the decision makers (women) in the home 
and property fix-up market. It did this with such offer-
ings as its well-stocked garden centers 

The take-home message? Show the man of the house 
the respect he deserves, but give the 
woman of the house the type of 
landscape she wants. In most 
cases, she makes the call. 

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

mailto:rhall@advanstar.com


What does MESA look like? If you've used it 

you know MESA slow release nitrogen 

provides brilliant green color, fast response, 

and lasts longer than SCU. But now 

something's different. Rip open a bag that 

contains MESA It will be easy to spot, just 

look for the dark blue granules. That's right, 

MESA is now dark blue! MESA is another 

Practical Innovation available only from 

LebanonTurf. Each dark blue granule 

combines ammonium sulfate for fast 

Extended-release MESA greens faster and lasts longer than SCU. 

response and great color, with our MethEx 

methylene urea. MethEx methylene urea is 

released by soil microbes and provides 

reliable long feeding. Patented MESA is the 

only slow release nitrogen technology to com-

bine the benefits of ammonium sulfate and 

methylene urea in a single slow release 

homogeneous granule. So, if it's not blue it's 

not MESA. To learn more, and get a free 40 

page Agronomy Manual, visit our web site at 

www.LebanonTurf.com, click on 

promotions and enter coupon 

code LM2025. 

LebanonTurf 
I-800-23J-0628 • www.LebanonTurf.com 

http://www.LebanonTurf.com
http://www.LebanonTurf.com


BUS INESS CUSTOMER SERVICE 

Our employees in this industry fall into a 
common trap of OVer-prOITlising to make 

customers happy. This usually starts the 
relationship down a road of distrust. 

Keep a smile on their face 
BY BRUCE WILSON 

The key to any service business is a 
high level of customer satisfaction 
that leads to repeat business and busi-
ness referrals. The landscape mainte-
nance business is no different and has 
some unique challenges. 

In thinking about customer satis-
faction, there are at least four key elements: 

Consistent core service delivery. This involves 

making sure that your core maintenance service is as 
close to flawless in its delivery as possible. Nothing 
fancy here, just take care of the basics very well. Make 
sure that crews are trained and that you have estab-
lished best practices so that your service is delivered the 
same way day in and day out. 

If your basic service happens on time and is done 
right, and the customer has confidence that it will be 
done right each time, they're generally satisfied. If you 
have repeated glitches, they'll always be looking for 
what's wrong instead of assuming everything is okay. 

One of the unique challenges to this business is that 
we depend on relatively unskilled labor to make up a 
significant part of our labor pool, so we know things go 
wrong. It's well worth the effort to establish best prac-
tices and routines of service that become habits of your 
work teams. This mitigates the unskilled labor problem 
to a degree. 

Meeting customer expectations. T h e first and 

most important part of this piece is understanding your 
customers' expectations. This is part of the sales process 
as well as having enough ongoing contact with the cus-
tomer to understand when their expectations change. 

It's a fact that many customers' level of expectations 
increases with time during your business relationship. 

Our employees in this industry fall into a common 
trap of over-promising in an effort to make customers 
happy. This usually starts the relationship down a road 
of distrust. It's really important that you do a lot to 
shape customer expectations, and usually we're at least 
partially responsible when we reach the point of saying 
that our customers' expectations are unrealistic. 

Responding to customer requests in a timely 
fashion. Apart from the core service, customers have 
additional needs. How we respond is another key ele-
ment of customer satisfaction. Here I think there 
should be a good system for tracking customer requests, 
and a system should be set up for making sure those 
requests get a timely followup. This is a core responsi-
bility of the person managing the customer relation-
ship, and there should be good accountability around it. 

Building a relationship, preferably personal. 
Sometimes it isn't enough to do good work, meet ex-
pectations and be responsive. Service problems arise 
sooner or later that may or may not be your fault. This 
is where having a relationship with your customer saves 
the day. If there is no relationship, it's too easy for the 
customer to say, "I need to change." But if there is some-
thing personal to the relationship, they're more apt to 
try to work through it. It may be a low bid from an-
other contractor at renewal time, but a personal rela-
tionship might be enough to overcome it, or at least get 
you the last look. 

— The author is a partner with entrepreneur Tom Oyler 
in the Wilson-Oyler Group, which offers consulting 

services. He is also the Director for the Symbiot 
Landscape Network. Visit www.wilson-oyler.com 

http://www.wilson-oyler.com


TIRED OF LOOKING 
FOR GRUBS? 

Relax. No matter what species you find, when you get Merit? you get rid of grubs. 
It nips every major grub type from egg-lay through second instar. And application timing 
isn't critical because of its residual power. So get off your knees. 
Prevent chronic callbacks. Get guaranteed, season-long control with 
the most effective grub eradicator on the market. Merit. Fear no grub. 
To learn more, call 1-800-331-2867 or visit BayerProCentral.com. 

BACKED 
by BAYER, 

Bayer Environmental Science, a business group of Bayer CropScience I 95 Chestnut Ridge Road. Montvale. NJ 07645 I Backed 
by Bayer and Merit are trademarks of Bayer. I Always read and follow label directions carefully. I 02004 Bayer CropScience Bayer Environmental Science 
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In the Know 
NEWS YOU CAN USE 

Why emissions standards matter 

For more 
handheld 
equipment 
coverage, see 
page 54 • • 

BY LYNETTE HART 

TheU.S Environmental Protection 
Agency (EPA) and California Air 
Resource Board (CARB) set emis-
sion standards for the gasoline en-

gines that power our handheld power took 
They set two types of standards, exhaust 
emissions and evaporative emission standards. 

CARB sets them for California, and EPA 
for the other 49 States. No state except Califor-
nia can set its own standards; 
everyone else must follow 
EPA rules So where does the 
power equipment industry 
stand with regulations? 

On January 1,2005, 
EPA Phase II became equal 
to CARB Tier III, which 
came into effect for exhaust 
emissions at the same time, making the regu-
lations basically the same in all 50 states. 

Not just a CA issue 
CARB III for evaporative emissions will take 
effect January 1,2007. In other words, no 
matter where you work you need a clean 
burning engine; it's not just a California issue. 

Unfortunately, this doesn't mean any 
product you pick up is low-emission and 
conforms to the latest standards.You'll need 
to read the label on the engine. It'll tell you 
as to which regs the engine conforms to. 

Engines manufactured prior to the be-
ginning regulation date may be sold at a fu-
ture date. Also, engines with higher emis-
sions than the current limits may be 
manufactured and sold by use of emissions 
credits. Also, products and engines of a cer-
tain (smaller) volume of production may 
be, for a limited time, certified to the older 
emissions limits. 

In other words, you may see a lot of dif-
ferent products and changes in the next 

several years as manufacturers 
strive to meet regulations be-
fore their credits and older 
stock of engines run out. This 
also means that certain prod-

ucts may not be available in some areas, 
especially California. 

Selection criteria 
In light of this, what should you look for 
when selecting a product based on the en-
gine? Consider two areas first — the engine 
category rating and the type of engine. 

Engine category rating is the CARB and 
EPA useful life category rating of the en-
gine. There are three designations — Cate-
gory A 300 hours, Category B 125 hours 
and Category C 50 hours. 

Category A is the best rating, generally 
reserved for commercial grade products. Be 
sure to check the label for the rating rather 
than relying on the word "Commercial" in 
the labeling, as some Category C 50-hour 
products say "Commercial." 

Your next choice is type of engine, 2-
cycle vs. 4-cycle, and what type in each of 
those categories. First off, each type has its 
advantages. And, contrary to popular be-
lief, most of the low-emissions engines ac-

tually generate more power 
than their non-low emission 
predecessors as they bum 
fuel more efficiently. Manu-
facturers such as John 
Deere, Echo and Stihl have 
all made claims of increased 
power output with their 
new engines. 

The advantages usually 
touted for a 2-cycle engine 
over 4-cycle are: less weight, 
less maintenance, less cost, 
fewer moving parts and there-
fore less potential to break. 

Also, they're familiar; you'll probably find 
more people used to working on a 2-cycle 
trimmer than a 4-cycle unit, for example. 

The pros of a 4-cycle vary based on the 
configuration of the engine Many can be eas-
ier to start and quieter. This isn't always the 
case as other components on the machine 
can significantly impact noise and vibration 
in a positive or negative manner. 

Not having to mix fuel is often stated as 
a 4-cycle advantage. This, too, depends on 
the engine, which can be confusing for 
some if they think all 4-cycle products run 
on straight gas. 

Other 4-cycle products have an oil reser-
voir and the engine is either oil injected, 
meaning the oil reservoir must be refilled as 
the oil is internally mixed with the gas, or a 
splash system in which the oil lubricates the 
engine but isn't mixed with the gas. Both 
systems claim operation in any position. 

In the end, it's a matter of preference. 
The most important thing to the end user is 
to find and use emissions-certified products 
best suited for their particular applications. 

— The author is the manager of portable 
power equipment for John Deere. 

She can be reached at 919/804-2355 or 
hartlynetted@johndeere.com 

mailto:hartlynetted@johndeere.com


Rochester action LCOs dismayed by 
ROCHESTER, NY — Lawn care compa-

nies here oppose a movement to make 

Monroe County the eighth county in 

the state to opt into its 2000 

Neighborhood Notification law. The 

proposal was announced by county 

executive Maggie Brooks in January. 

The bill, if passed, would require 

applicators to give neighbors 48 hours 

notice before spraying chemicals on 

residential yards. Neighbors within 

150 feet of any pesticide application 

would have to be notified. Seven 

other NY counties have the law. 

Lawn care companies, many of whom 

claim they already contact neighbors 

prior to treatments, say the law, which 

exempts granular products, would in-

crease their administrative costs dramati-

cally, that it would be difficult and costly 

to enforce and that it would slow and 

hamper their response to harmful plant 

diseases and insects on client properties. 

Scotts off to strong 

start in 2 0 0 5 

MARYSVILLE, OH — Scotts report-
ed that the acquisition of lawn 
and garden retailer Smith & 
Hawken boosted record sales for 
the first quarter of 2005. It report-
ed a first-quarter net loss of $49.1 
million, or $1.49 per share, com-
pared to a net loss of $70.7 mil-
lion, or 42.21 per share for the 
same period last year. First quarter 
sales for the North America busi-
ness increased 9% to $113 million. 

Hunter files suit 

f rom 2 0 0 3 fire 

SAN MARCOS, CA — Hunter Indus-
tries filed suit against Guardsmark, 
Inc., the company responsible for pro-
viding security at Hunter's manufac-
turing facility on October 26, 2003, 
the date of the irrigation company's 
costly fire. The suit claims Guards-
mark was negligent in hiring, train-
ing and supervising personnel provid-
ing security to the Hunter facilities. 

ScHiller-Pfeiffer 

still b u y i n g 

SOUTHAMPTON, PA — Schiller-Pfeif-
fer, Inc., manufacturer of Little Won-
der, Mantis and Classen brands, 
acquired the assets of Germantown 
Tool & Machine Works of Hunting-
ton Valley, PA. The machining and 
fabrication facility, which employs 
44, will continue operation as usual. 

continued on page 16 

M 

O 
z m 
a. 
a. 
M 
>J 
u 

Searching for QuickBooks-integrated 
scheduling software? 

Your search is over. 

a true QuickBooks add-on 
that turns your favorite accounting 

package into top-rated, industry-specific 
management software by adding scheduling, 

job costing and invoicing capabilities. So you 
don't have to learn a whole new system, you just 
add functionality to your existing QuickBooks. 

Call 1.877.529.6659 or visit for a FREE trial version 

Circle 137 IOuickBooks i t a registered trademark and Service mark of totutl Inc. in the United State* and other countries OX press is a registered trademark o» Alocet Incorporated 
QuickBooks and the Designed tor QuickBocks" I ogo are trademarks and/or r ^ s t e r e d trademarks ct Intu't Kc.d ispiayed with permission The use by Alocet of the Logo 
does not signify certification or endorsement of Alocers software by htutt and Alocet is sotey responsible tor its software and the support and maintenance of the software • 



In the Know 

PLANET, AN LA seek H-2B fix 
Leaders of industry groups that count 
heavily on using immigrant labor — land-
scape, restaurant, cannery, horse 
training/breeding, resorts, etc. — convened 
in mid January in Washington D.C. They 
discussed strategy to convince Congress to 
pass legislation to help them with a serious 
labor shortage. This shortage became more 
critical with the January 3 
announcement that the 
66,000 limit on H-2B sea-
sonal guest workers visas had 
been met. 

"We determined the only 
viable political option to ad-
dress in the short term is to 
ask Congress to permanently 
exempt from the cap workers who have 
participated in the H-2B program at any-
time during the past three years and to di-
rect the U.S. Citizenship and Immigration 
Services to immediately resume processing 
H-2B applications on the day the bill is 
signed into laws," said a release from the 
Professional Landcare Network 
(PLANET), one of the associations repre-
senting small business at the meeting. Also 
participating were representatives from the 
American Nursery and Landscape Associa-
tion (AN LA). 

Bush's call for 
immigration 
reform finds 
opposition. 

"This option was deemed to have the 
greatest liklihood of success since many 
Senators and Member of Congress are 
already working on similar legislation," the 
release continued. 

Meanwhile, President George W. Bush, 
on January 27, repeated his goal to reform 
immigration policy. Many legislators, even 

within his own party, op-
pose his plan, which is an-
chored by "guest worker" 
visas for illegal immigrants 
already in the country. 

"A pig with lipstick," is 
how Rep. Tom Tancredo 
(R-CO) described Bush's 
guest-worker proposal. 

Other Republicans oppose the plan on 
grounds of national security or because 
they feel it rewards illegal immigrants. Cen-
tral to the President's proposal is allowing 
undocumented aliens to become legal if, 
basically, they remain employed for a pro-
scribed period of time in jobs that U.S. citi-
zens won't or can't fill. 

In any event, immigration reform ap-
pears to be down the list of Bush priorities, 
taken in context of hostilities in Iraq, his 
oft-stated desire to overhaul Social Security 
and to rewrite tax laws. 

continued from page 15 

Harrell's targets 
l a w n care 
LAKELAND, FL —Vernie Pickhardt 
is heading a group at Harrell's 
Fertilizer to serve the Florida lawn 
care market. Harrell's produces cus-
tom-blended fertilizers and distrib-
utes pesticides and grass seed to 
the professional market. Pickhardt, 
formerly with Verdicon, is directing 
six sales reps for Florida and south-
ern Alabama. 

K i n m a n s set cruise 
a n d learn 
DUBLIN, O H — The Kinman Institute 
is holding a Design Build Sympo-
sium at Sea on Jan. 8-15, 2006. The 
Caribbean cruise, which will visit the 
ports of Nassau, St. Thomas and St. 
Maarten, will include educational 
sessions and a two-day expo, includ-
ing: keynote and general sessions, 
workshops, panels, cocktail parties, 
beach party, round tables and 
prizes. Featured speakers include 
Gary Kinman, Judith Guido and 
others. Contact Cynthia Kinman at 
614/764-8733 or visit w w w . k i n -
maninstitute.com/atsea.pdf. 

Project Evergreen sets '05 goals 
Project Evergreen, an alliance of Green In-
dustry associations, suppliers, media com-
panies and end-user companies, an-
nounced its goals for 2005. Some of the 
projects it has targeted include: 

• Develop a tag line to be used by 
supporters at their businesses and on their 
product materials. 

• Develop consumer pieces for pro-
fessionals to distribute to their customers. 

• Create and distribute news releases 

to national, state and local 
media describing the benefits of 
green spaces. 

• Create pilot landscape 
projects for consumers in several cities. 

• Conduct national surveys of con-
sumers, suppliers and end-user profes-
sionals to gauge attitudes and opinions 
about the Green Industry, and the prod-
ucts and services used by the industry. 

Paul McDonough of LESCO follows 

- P R O J E C T -

EverGreen 

Phil Fogarty of Weed 
Man USA as the or-
ganization's new 
president. Other '05 
officers are: Cindy 
Code, GIE Media, 

first vice president; Chris Kujawa, Ku-
jawa Enterprises, Inc., second vice presi-
dent; Bill Klutho, John Deere, secretary; 
and Tom Delaney, Professional Landcare 
Network, treasurer. 

For more information, visit www.pro-
jectevergreen.com 



People & companies 
T h e F.A. B a r t l e t t T r e e Ex -
p e r t C o m p a n y promoted 
K e n n e t h J. K a r p to Vice 
President Marketing and 
Public Relations. 

D o w A g r o S c i e n c e s 
has promoted R y a n 
M e s s n e r to serve as a 
sales representative 
for the Turf and Orna-
mental business. 

R a i n B i r d C o r p . has become 
a member of the U.S. Green 
Building Council (USGBC), an 
organization renowned for 
setting environmental prece-
dents among businesses na-
tionwide. 

f S h i n d a i w a 
hired C h r i s 
N o r d l i n g as the 

company's Prod-
^ ^ uct Manager for 

m trimmers, brush-
cutters, and lawn edgers. E n c o r e M a n u f a c t u r i n g 
appointed B i l l y H a r m s 
National Service Manager. 

H i l l e n m e y e r L a n d s c a p e 
S e r v i c e s hired K e n 
H o c h k e p p e l as Sr. Vice 
President of Operations. 

R e d e x i m C h a r t e r h o u s e 
added an additional sales 
professional, N a t e P a t r i c k , 

to support its expanding 
network of North American 
distributors. 

H u n t e r I n d u s t r i e s ap-
pointed C h a r l e s B. H u s t o n 
to serve on the company's 
Advisory Board of Directors. 

T o t a l L a n d s c a p e , Inc . 
of St. Louis, MO, added 
E l i z a b e t h B u r n s as Lead 
Designer on Total Landscape's 
Design/Build team; J u l i a 
W a r n e r as Sales Representa-
tive on the Design/Build 
team; T o m W a t s o n as 
Production Manager on 
the Production team. 

H u n t e r I n d u s t r i e s hired 
T i m J o n e s (above, left) as 
Sales Manager I for sales 
through Hunter's exclusive dis-
tribution network. His territory 
will cover San Diego County. 
The company also hired J a s o n 
"J.T." K i d w e l l (above, right) 
as Sales Manager for Indiana 
and Kentucky. 

L a n d s c a p e I m a g e s , L t d . was 
selected by CityBusiness 
New Orleans as one of the 
region's "Best Places to Work." 

L i f e s t y l e L a n d s c a p i n g 
promoted G r e g S t o u t to 
PlantCare Manager. 

THE IDEAL 8-30' 
solution 

ULTIMATE D E S I G N 
F L E X I B I L I T Y 

Compared to fixed-arc sprays, single-stream rotors or a 
system comprised of both, MP Rotators deliver significant 
performance advantages, great design flexibility and for 
those applications requiring 6" or 12" high-pop rotors — 
impressive cost savings. The M P 1 0 0 0 (8-15'), the M P 2 0 0 0 

(13-21') and the M P 3 0 0 0 (22-30') can be combined on the 
same zone and maintain a matched precipitation rate — 
even after arc and radius adjustment. MP Rotators perform 
better in wind and virtually eliminate runoff due to their low 
precipitation rate. Save water, solve problems. 

Wal la Wa l la Spr ink le r Co. Tel: 509.525.7660 in fo@mprota to r . com W W W . M P R D T A T D R . C D M 
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The size has changed 
Cat" Mini Excavators may not be as big as the rest of the family, but they're just as tough. With the same cutting-edge hydrau 
are a perfect fit for any job site. Be part of the legacy. See your Cat Dealer or visit cat.com/legacy to learn more. 
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lere are only three main arenas 
where we can set ourselves 
3part from the other landscape 
nd lawn service providers in 
markets: 
Dwest price 

• Best service 
• Most advanced technology. 

While we can build a presence within our 
markets on any one of these three, it's unlikely 
(make that highly unlikely) that we can lead in 
all three. However, if we deliver our service spe-
cialties with the latest labor saving technology, 
we'll be better able to compete on both price 
and service, perhaps even lead our marketplace 
in either category. 

How do we do this? In a word, productivity. 

The more customer-pleasing jobs we can do 
in a certain amount of time (remember, none of 
us are blessed with more hours in a day than 
others), the more we can bill out. This seems 
ridiculously simple, yet many of us still remain 
buried in the world of wheelbarrow and shovel. 

Market leaders systemize and mechanize 
their operations. Market leaders are always 
looking for ways to reduce their dependence 
on labor, which they recognize as their great-
est expense and their greatest revenue (our 
surveys say 30% of revenues), and the great-
est variable in providing ongoing service to 
their customers. 

In that spirit, we offer the following sugges-
tions from your colleagues, with a few of our 
own thrown in. 

LABOR-SAVING IDEAS 

Our readers help us select 10 great labor-savers for 2005 
BY RON HALL & JASON STAHL 

T 



Compacts save labor 
Claude Mauldin, Jr., 
>wner of Outdoor Ser-

vice Specialist, Rock Hill, SC, 
swears by his Vermeer S600 
compact skid-steer loader be-
cause of its versatility. He says it 
can be fitted with attachments 
such as an auger, trencher, fork, 
tiller, bucket and land-leveler. 
At just 42-in. wide, he maneu-
vers the rubber-tired machine 
through gates into homeown-
ers' backyards. "The more 
places the compact skid-steer 
loader can go, the less time our 
crews spend completing jobs by 
hand," he says. 

Landscape and grounds pros 
constantly tell us about the in-
credible production they get 

from their compact construc-
tion-grade machines. The 
Dingo, imported from Australia 
about a decade ago and now a 
Toro product, got the category 
off to a roaring start, but the 
number of manufacturers to the 
category (and the choices) 
keeps growing. 

"Now we have almost every 
attachment that you can buy 
for it (Dingo)," says Greg Cole, 
owner of Cole Landscape, Inc., 
Peabody, MA. "I believe that 
having the Dingo on a job site 
replaces two men." He pur-
chased his unit in 2002, a pur-
chase he's never regretted. 

Match quality 
I with production 
Get a continuous 

view of customer satisfaction, 
and you'll feel more confident 
that your production and 
quality control are pretty 
much in balance. 

The Symbiot Business 
Group ClientServ product is a 
way to receive constant client 
feedback, which tells you how 
well your services are being 
received by customers. 

Here's how it works. By 
offering a small incentive (per-
haps a monthly drawing for 
movie tickets), you encourage 
clients to call an 800 number, 
key in an access code and ver-
bally respond to 10 or 11 ques-

tions concerning your com-
pany's service. The responses 
will give you a "temperature 
gauge" of how you're doing. 

This type of survey gives 
you a faster read on any prob-
lems that need correcting and, 
generally, a higher rate of re-
turn of mail-in customer sur-
veys. Too bad this particular 
product is available only to 
Symbiot partner companies 
right now. But you get the idea. 
Find or develop a customer 
survey tool to gather timely 
feedback and you'll better 
match customer satisfaction 
with your production. 

For more production boosters, 
please turn the page • • 



n touch, online 24/7 
[t was an act of fate, 
*ally. James Ormond 

dropped his Palm Pilot while 
trying to look up a client's 
number and broke it. The 
reason he was fumbling for 
the Palm Pilot? "If I had to 
call someone, and that some-
one's number wasn't pre-
loaded into my Nextel phone, 
I had to look it up in my Palm 
Pilot," he says. 

So, with a busted Palm Pilot, 
Ormond was left to shop for 
another one.. .or something 
better. And he found it. "Some 
guy had told me about a thing 
called a BlackBerry, and he 
swore by it," Ormond says. 
"And it did everything — Out-
look (a calendar), e-mail, Nex-
tel, phone.. ."The BlackBerry is 
a small handheld device like a 
Palm Pilot that provides access 
to a wide range of applications 
on a variety of wireless devices. 

Ormond is now a slave to 
another technology toy, and 
happy about it. As the co-owner 
of Barringer & Barringer Land-
scape Services in Charlotte, NC, 
he needs to leave his desk fre-
quently to meet with customers, 
and now he can take everything 
with him.. .and keep it all right 
at his fingertips. He doesn't have 
to run back to the office to an-
swer e-mails. His secretary can 
e-mail phone messages to him 
with the callback number, and, 
with only his thumb, he can look 
at those messages, push a button 
and call those people back 

" " " Multi-tasker? 
I You bet 
There once was a man 

who had two machines, a trac-
tor and a boom truck, both of 
which were getting old and 
starting to fail him. Then, he 
found a machine that could do 
what both the tractor and 
boom truck used to do, bought 
it and lived happily ever after. 

The man is Tom Conway, 
Jr., owner of Smithfield Gar-
dens, a $3.1 million retail nurs-
ery and landscape design/build 
company located in Suffolk, 
VA. When he found the Bobcat 
Versahandler, he realized it 
could replace both his tractor 
and boom truck at the same 
cost, about $60,000. One of 
the first things it did was cut his 
"load" time in half 

"We load about eight or 10 
trucks each morning, and now 
that we have a two-yard 
bucket, it's cut our load time in 
half and has gotten our crews 
on the road more quickly," 
Conway says. 

Conway says it's a big ma-
chine and heavy (around 
11,000 lbs.), so it's not ideal for 

small residential jobs. But it 
handles rough terrain well and 
is perfect for installing trees. 

"We hand dig a lot of trees, 
ball and burlap them and cre-
ate a sling around the rootball," 
says Conway. "With the ex-

tendable boom, we can 
get above 12- to 

15.ft.-taB 
trees or on the 

side and help lift them 
out of the hole. And the Ver-

sahandler is more maneuver-
able than a boom truck." 

Conway has also found use 
for a pallet fork attachment 
with the Versahandler. It can 
unload the heavy stone deliv-
ered to a site where a design/ 
build project is underway. 

, Everyone's 
I making tracks 

— When the Lemke fam-
ily in Minnesota started manu-
facturing their first ASV tracked 
vehicles, landscape pros almost 
immediately saw their advan-
tages, especially for sites where 
they didn't want to damage 
existing turf These machines, for 
as much work as they perform, 
leave an astoundingly light foot-
print. In recent years, other man-
ufacturers have begun produc-
ing smallish, tracked workhorses 
of their own. 

"Within the past 18 months, 
we have added one Bobcat with 
tracks and two Boxers with 
tracks," reports Tom Pruett, Pres-
ident, LanArc, Inc., Durham, 
NG "We have found the track 
machines to be more produc-
tive, especially in wet conditions. 

"We have a wide assortment 
of attachments for these ma-

chines: 4x1 buckets, straight 
buckets, forks, grapples, tillers, 
rock hounds, Harley racks, 
backhoe, augers, trenchers, tree 
booms and levelers. 

"We are trying to use horse-
power and hydraulics to make 
our work force more efficient," 
Pruett tells us. 

New insecticide 
control options 

Lawn care pros should 
be pleased with the introduc-
tion of two new insecticides 
this season. What makes them 
particularly exciting is that both 
have tested very well against 
surface and sub-surface turf in-
sect pests. 

Allectus G, developed 
through a partnership of FMC 
Corp. and Bayer Environmental 
Science, combines two popular 
and well-known products — 
Talstar from FMC and Merit 
from Bayer. 

"In areas where both grubs 
and general insects are present, 
professionals typically need to 
perform separate applications. 
Now, with Allectus, they can 
make just one application, sav-
ing time and labor costs," says 
Jim Walter, FMC's commercial 
product manager. 

For more production boosters, 
please turn to page 24 • • 



CLIP Propelled My Business Into The Top 10%" 
Tony Bass, President Bass Custom Landscapes Bonaire, GA 

u I firmly believe time is the single greatest asset we possess. 
Good stewardship of our time on this earth enables us to 
make profit and prosper. When I started my business I was 
full of energy and ideas, but I knew in order to succeed I had 
to maximize the use of my time. I knew I needed systems that 
would run independently of me. I wanted a system that was 
so simple and easy to learn that Bass Custom Landscapes 
could change personnel without missing a beat. That's where 
CLIP Software in. 

In March of 1992 I purchased a computer to run my new 
CLIP program. I knew nothing about computers. My annual 
sales were $300,000. CLIP saved me over $13,000 in office 
personnel that first year. Today with $3 million in sales we 
still use CLIP daily with only two office employees maintain-
ing client history, scheduling, routing, and billing in CLIP. 

CLIP's steadfast system requires very little maintenance. Its a 
tool that tells you exactly where you are and gives you the 
ability to monitor and plan for future growth. I track job 
profitability with CLIP. Its not good enough for me to track 
labor by the hour. I prefer to track it by the minute. CLIP 
gives me the ability to track my profitability on every job 
easily, quickly, and cfficiently-by the minute! I learned years 
ago that just six minutes was standing between profitability 
and breaking even. 

CLIP allows me to spend time focusing on long-term solu-
tions. In January 1993 I went to my banker with a business 
plan requesting financing for what was to become my 
patented Super Lawn Truck system. The primary focus of my 
business plan was building efficiency with systems and CLIP 
Software. Today, thanks to CLIPy I have branched out from 
maintenance to include irrigation, landscaping, design, and 
installation services. 

But, its not just the software. As much as I love CLIP, the 
real value is the team behind the software. The team at CLIP 
Software were the "first kids on the block". They were there 
when nothing else was and they'll be there when nothing else 
is. I know they 11 be there because they have their ears open. 
With so many changes resulting from the growth of my 
business, from technology and from the industry itself, CLIP 
has been there for me every step of the way, often anticipat-
ing enhancements to CLIP even before I asked! 

I've come a long way since 1992 when I purchased CLIP. 
Without CLIPy growth would not have been so easy. I'm now 
at the top 10% of my industry. In CLIP IVe got a user-
friendly system that runs without me and helps ensure my 
profit. With CUP I can honesdy say, "All Systems Go!" 

Call 800-635-8485 today for a 
Go to www.c l ip .com to learn more about 
Bass Custom Landscapes 

Demo CD. 
Service 

Software 

http://www.clip.com
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ARENA insecticide from 
Arvesta Corporation is also new. 
It received U.S. EPA approval 
this past December. This new 
neonicotinoid controls grubs, 
chinch bugs, webworms and 
other turf-damaging insects. It 
also offers suppression of cut-
worms and mole crickets. 

"The data indicates that the 
unique chemistry in ARENA 
will provide the user consis-
tency in grub control while 
controlling or suppressing many 
of the surface-feeding insects," 
says Tom Kroll, Arvesta's fungi-
cide and insecticide product 
manager. "There aren't many 
products that can do all that." 

OMore than a mower 
Steve Holmes's small 

landscape company in 
Prairie City, LA, provides land-
scape services to about 35 
clients including local busi-
nesses, the post office, local 
schools, some apartment com-
plexes, a factory and a church. 

"It was immediately evident 
that investing in a mower com-
patible with a wide range of 
implements was superior to 
purchasing separate pieces of 
specialized equipment," said 
Holmes, who uses a Grasshop-
per unit with a wide variety of 
attachments. 

For example, he attaches a 
60-in. rotary broom to his 
Grasshopper zero-turn unit for 
light powdery snow, but 
changes over to a snow 
thrower attachment when the 
snow gets deeper or heavier. 
"Because I can change attach-

ments quickly without tools, I 
can clean up anything I miss 
with the rotary broom. I am a 
real believer in zero-radius 
maneuverability," he says. 

O Spread it and 
spray it 

Some of you in the 
lawn care business may remem-
ber the seemingly endless gran-
ular vs. liquid debate of the past 
generation. Thankfully, we're 
not squabbling about the merits 
of one or the other anymore 
but accept whichever best fits 
our needs, meaning that most 
of us now use both. This has 
given rise to a nice selection of 
products that apply both granu-
lar and liquid products — with 
a single pass over a property. 

"The product that has gener-
ated the most return for us the 
last year was the Z-Sprayer," says 
Wayne Shiveley, Pine Ridge 
Landscaping, Inc., Chantilly, VA. 
"As a full-service maintenance 
contractor, we do all our weed 
control and chemical programs 
in house We purchased three Z-
sprayers (L.T. Rich Products) last 
year and have been thoroughly 
impressed and pleased with their 
productivity. They have made a 
real impact in that department." 

OShow'em a picture 
How many landscape 

pros would think 
about leaving their offices with-
out their Nextel phones? But, 
how about those digital cam-
eras? They're so reasonably 
priced, you can't afford not to 
have and use them. 

Mark Stupcenski, CLT, 
Russo Lawn & Landscape, Inc., 

Windsor Locks, CT, often uses 
the images he takes to show 
crews what they're doing well, 
what needs improving and, in 
many cases, what still needs to 
be done. Showing instead of 
explaining saves time. 

"I'll make a print from my 
computer and take a marker 
and circle the area that I'm 
talking about, and sometimes 
all I have to do is staple the 
print to the work order so that 
they can take care of it," says 
Stupcenski. This is an especially 
effective way to make a point 
with non-English speaking 
workers or crews. 

Keep time, 
1 1 meet production 
^ If you've had trouble 

managing employee time and 
attendance, especially at fixed 
sites away from the office, take a 
look at the Jobclock System that 
we learned about last year. 

Invented by a contractor 
who found it nearly impossible 
to manage his workers when he 
wasn't at a job site, it's mar-

keted by Exaktime (www.ex-
aktime.com). Woodland Hills, 
CA. The Jobclock itself is a 
rugged, weatherproof, battery-
powered unit that, in effect, 
acts like an on-site supervisor. 
Combining both hardware and 
software, it records exactly 
when employees arrive and 
leave a job site, and provides 
accurate timekeeping, too. 
Because it prints out clean and 
accurate time reports and sum-
marizes workers' activity, it also 
streamlines payroll preparation. 

By ensuring that you pay 
workers for the time they 
worked (no rounding off hours, 
no bogus overtime claims), this 
system saves you time and 
money, LM 



Sure Thing #1: 

SPRING 
CANT BE 
HURRIED. 



Any small business's 
success depends on 
measurements. This 
is especially true for 
lawn service and 
landscape companies. 
Pro-perties. Expenses. 

Customer retention. Sales. 
Gardeners' Guild Inc. (GGI), a 100% 

ESOP (Employee Stock Ownership Plan) 
landscape company headquartered in San 
Rafael, CA, measures all of these. But it also 
painstakingly tracks lost-time accidents. 
And, apart for its genuine concern for em-
ployees' welfare, it also tracks the costs and 
extra expenses that lost-time accidents gen-

Gardeners' Guild Inc.'s participatory 

approach to 'team-building9 and safety 

training is paying off big time 

BY RON HALL / Editor-in-Chief 

erate. The company, the object of a CAL 
OSHA inquiry four years ago as a result of 
a serious employee injury, has since squared 
its jaw about safety with dramatically posi-
tive results. 

"While the company had a fairly decent 
training program, there was some concern 
about how well documented it was, specifi-
cally for its Spanish-speaking workers," says 

Guadalupe Sandoval, loss control specialist 
for insurer USI Northern California. 

Sandoval, who now assists GGI with its 
supervisor training, describes the company's 
present-day training efforts as "excellent." 

Says Sandoval: "Gardener's Guild said 
that our system is not broken but we 
think we can get better,' and they've made 

continued on page 28 



Sure Thing #2: 

THREE OF 
A KIND BEATS 

TWO PAIR. 



continued from page 26 

the effort to implement change and invest 
in safety." 

In addition to reducing employee 
injuries, lots of other good things started 
happening, too. Employee morale rose. In-
surance expenses fell. 

Say yes to training 
The question then becomes, should your 
company also start a comprehensive pro-
gram to avoid lost-time accidents and their 
related costs? The answer: an unqualified 
yes. Should it go beyond the break room 
and involve participatory field training, too? 
Again: absolutely. 

Consider the following GGI experience, 
as related by President John Ossa. It will 
help you get started. 

"We're not a mom-and-outfit but we're 
hardly the biggest company in our region 
either, and our workers compensation pre-
miums began to skyrocket several years 
ago," says Ossa. "We're talking big dollars, 

and we made a decision to aggressively 
take on the problem with a comprehensive 
top-down approach." 

One of the first realities to confront 
Ossa (within days of his being named presi-
dent of the company in 2002) was an in-
credible jump in the company's annual 
workers comp insurance premium. 

"It was a staggering increase," he recalls. 
"It was scary." 

And it got scarier in 2003 when the 
company, in spite of a good reputation and 
safety record, was slammed with a higher 
premium yet. 

Management responded by ramping up 
a unique program. Instead of focusing too 
narrowly on either job skills or safety, or 
even a combination of both, it felt it 
needed a "team-building" program involv-
ing all 125 of its employees. 

It came up with the slogan, "My hand is 
your hand (Mi mano is su mano}/' and 
built it into the heart of their ongoing train-

continued on page 30 

Start the season 
with a jamboree 
SAN RAFAEL, CA — One day each spring, 
Gardeners' Guild, Inc. conducts a Safety & 
Team Building Jamboree at a community 
center here. All of the company's em-
ployees participate. The purpose of the 
Jamboree is to increase awareness that 
by working together, everyone will be-
come more successful and work more 
safely. Here's how it works. 

The employees are divided into 
groups and, during the course of the 
day, these groups rotate to the 12 
training and safety stations that have 
been prepared for them. Each station 
covers the use of a specific piece of 
equipment (with hands-on instruction), 
offers a team-building exercise, pres-
ents specific safety information or 
explains a particular aspect of the com-
pany's operation. 

Equipment suppliers and service 
vendors participate in the Jamboree, 
and assist GGI Director of Operations 
Kevin Davis. 

"Safety training is expensive," 
admits Guadalupe Sandoval, loss con-
trol specialist for USI Northern Califor-
nia. "When you're willing to put 100-
plus employees through a day of 
training, paying their salaries and tak-
ing time away from production, you 
know they're serious about it." 

But GGI President Ossa thinks that 
safety, as important as it is, is just one 
reason for the training day. The owner-
ship behaviors that are developed dur-
ing the Jamboree translate into a 
workforce that's empowered to take 
constructive action on behalf of the 
customer, he believes. 

Each employee visits the 
12 stations during the 
annual training day. 



Sure Thing #j: 

DIMENSION 
CONTROLS 

NEWLY 
EMERGED 

CRABGRASS. 
T h e r e are s o m e t h i n g s in l i fe you can c o u n t on. 
Like Dimension herbicide. You can count on it to control all 
season long. You can count on it to provide early postemergent 
control of crabgrass And you can count on it not to stain. 
With Dimension, there's never a doubt. 

Dovv AgroSciences 

Dimension 
Specialty Herbicide 

ALL YOU NEED. ALL SEASON LONG. 

For the latest university trials from your region, visit our Web site at www.DimensionHerbicide.com 

'Trademark of Dow AgroSciences LLC. Always read and follow label directions. 
* Prior to tillering. 

http://www.DimensionHerbicide.com


GGI at a glance 
Founded: 1972 

Number of employees: 125 

Market area: San Francisco Bay Area 

Approximate annual revenue: $8.5 million 

Business mix: 56% exterior mainte-
nance, 10% interior maintenance, 
44% enhancements, irrigation & 
construction 

Mission statement: We are a team of 
employee owners who take pride in 
creating and enhancing landscape 
environments for the benefit and enjoy-
ment of our customers and community. 

continued from page 28 

ing and team buildings efforts. 
"That slogan means that we watch out 

for each other," says Ossa. "It means that 
I'm not going to let you fail and you're not 
going to let me fail. 

"Think about it. There is no way that a 
field supervisor, even a very good supervisor, 
can watch every person all the time. That's 
why you have to have the guys watching 
each other. Not just watching, but helping 
each other, too. For example, if one guy sees 

another trying to lift a heavy object by him-
self, we expect him to say, 'Wait, before you 
lift that, let me help.' We decided we had to 
weave this into everything that we do." 

Keep education coming 
GGI is 100% employee owned, and Ossa 
says that it takes ongoing education to 
get that message across to the front-line 
employees. 

"Of course everybody understands 
salary, exchanging units of their time for 

dollars; everybody gets that," he explains. 
"The notion that they're building equity 
in a retirement plan based on the profits 
of the company is more difficult for them 
to understand, particularly when you try 
to explain concepts such as a vesting 
schedule to them." 

They're now aware, however, that every 
dollar of revenue lost as a result of a lost-
time accident, every extra dollar spent for a 
higher insurance premium, comes off the 
company's bottom line and, ultimately, 
affects them, says Ossa. 

"Being an employee-owned company 
helps give us a unified spirit and a collec-
tive mindset. But, it takes a lot of effort to 
get everybody on that page, and thinking 
and acting like an owner. It's very reward-
ing, though." 

And how about those skyrocketing 
workers comp premiums? They dropped 
14% this year and the company is expect-
ing another substantial decrease for the fol-
lowing year. 

General market conditions are one fac-
tor, Ossa says. That can't be controlled. 
However, the aggressive steps GGI took to 
reduce exposure and claims, in partnership 
with its insurer, its suppliers and all of its 
employees, is the bigger reason, lm 

GGI employees 
look forward to 

the spring team-
building day. 



[mark owners will strongly recommit txmark to YBtl. 
out of 

Interesting what you M nut when you ask yuur customers. 
Recent surveys* revealed that Exmark owners will 
stake their reputation on our brand. Now that's a 

measure of success. We look well beyond just 
gaining another MPH of transport speed or 

building a deck with a little thicker steel. 
At Exmark, we believe that ultimate product 

performance is simply the baseline from which 
to build success. To us, it's about being your 
absolute best mowing equipment partner— 

it's about the total experience you get from our 
equipment our programs, our dealers, our resources 

and our own Customer Care Grouo. 

We're proud to say that mowing equipment is 
our only focus. And listening to our customers 

to continually evolve and innovate 
the Exmark Experience is what 

drives us, day in and day out I 

The next time you see a Pro in your city running 
Exmark, we encourage you to stop and ask 

about their Exmark Experience. It's time you 
expect more from your mowing equipment company. 

* Results based on 2004 Wiese Research Associates survey conducted with landscape professionals. 

www.exmark.com 
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SAFETY PROGRAM BASICS 

Matching the right 

modified-dtity task 

to injured employees 

keeps them working 

— and it controls 

workers' comp costs 

BY BARBARA MULHERN 

W 
hen an em-
ployee at Den-
nis' Seven Dees 

Landscaping in 
^ ^ ^ Portland, OR, is 

injured, he or she 
shouldn't expect to sit home. 
Unless it's clear from a doctor 
that the person is unable to 
work at all, company managers 
will work hard to find a "modi-
fied-duty" task that matches the 
person's medical restrictions 
and quickly return the em-
ployee to the workplace. 

"The longer they sit at 
home, the more they think it's 
their fault, and the harder it is 
to get them motivated," Dennis' 
Seven Dees Construction Man-
ager Nathan Dirksen says. "We 

work real hard to get injured 
employees back to work as soon 
as possible. They know that if 
it's to the point where they can 
sit two hours, stand one hour, 
we will find that kind of work 
for them here." 

Dennis' Seven Dees, which 
employs 200 to 240 people, 
has a proactive return-to-
work/ modified-duty program 
— a program insurance com-
pany officials say is critical to 
controlling workers' compen-
sation costs. 

"Without a return-to-work 
program, a company will see 
significantly higher workers' 
compensation claims," says Ben-
jamin Atkinson, a risk control 

continued on page 34 

The 

'right 
fit' 



w o No matter how terrific the turf looks, 

your customers won't be happy if 

their shrub beds are overgrown with unsightly weeds. And, 

unless you have free labor available don't even think about 

hand weeding! Woodace Preen Plus" gives you the power 

of two active ingredients, stopping more weeds than any 

other shrub bed weed preventer on the market. One 

application of Woodace Preen Plus prevents weeds for up 

to 6 months. Woodace fertilizers are specially formulated 

for ornamentals with exclusive technologies like Perk" 

slow release iron, MESA slow release ammonium sulfate, 

n u t r i t i o n f o r l a n d s c a p e o r n a m e n t a l s 

k® Expo' slow release potassium sulfate, 

and IBDUP slow release nitrogen. So 

don't walk by an opportunity every time you knock on a 

customer's door. Make Woodace Preen Plus the 

foundation of your ornamental bed maintenance plan. 

Combined with Woodace plant nutrition, Woodace Preen 

Plus will make your customer's shrub beds the envy of the 

neighborhood. For more information and to get your free 

handy spreader visit our website at www.LebanonTurf.com, 

click on promotions and enter 

coupon code LM5025. 
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director at CNA Insurance in 
Chicago. "The longer a claim is 
open, the greater the cost." 
CNA's experience with the 
companies it insures shows that 
the average cost of a claim that 
is open less than 90 days is 
$1,500 to $2,000; that figure 
jumps to $37,000 when the 
injured employee is out of work 
more than 720 days. 

"There's a host of psychosocial 
stresses affecting injured workers." 

— Benjamin Atkinson 

"When an injured employee 
is out more than a few weeks, it 
becomes increasingly harder to 
get the person back to work," 
Atkinson says, noting that fewer 
than 2% of injured workers out 
of work more than a year ever 
return to full employment. 

"There is a 
whole host of 
psychosocial 
stresses that 
affect injured 
workers!^^Ml 
the best ways to combat 
these is to get them back to 
work — keep that bond with 
their co-workers, and feel part 
of the team." 

Essential work 
Joe Tommasi, manager of loss 
prevention at The Davey Tree 
Expert Co. in Kent, OH, says a 
return-to-work program is also 
a key part of that company's 
safety program. "You keep their 
attitudes up, and hopefully can 
speed their return to full duty," 
says Tommasi, whose company 
employs more than 5,000 
workers. "We've managed cases 
that were significant and have, 
in fact, saved dollars. It defi-
nitely makes a difference." 

Dennis' 
Seven Dees' 
written return-
to-work policy 

tells employees that 
all modified job duties 

are temporary and are de-
signed to facilitate a return to 
regular duties as soon as possi-
ble. The company works 
closely with a local hospital 
where injured employees are 
medically evaluated. 

"There's a group of six or 
seven doctors there, and we talk 
to them a lot," Dirksen says. 
The company also has a Return 
to Work Recommendations 
form it sends to the physicians 
doing the evaluations. Among 
the items included in the form 
are the date the person can re-
turn to modified work and the 
estimated date he/she may re-
turn to regular work; specific 
temporary restrictions on physi-

continued on page 36 

Return-to-work program checklist 

©Identify a person in your 
company who will coor-

dinate your return-to-work 
program, including maintain-
ing contact with the injured 
employee, the person's physi-
cian/clinic and your insurer. 
This person should also moni-
tor medical treatment, includ-
ing early diagnosis, work limi-
tations, establishment of a 
treatment plan, progress of 
the plan and communication 
between all of the above par-
ties. Be sure to designate a 
back-up coordinator as well. 

©Clearly communicate 
your return-to-work 

policy in writing to all man-
agers, supervisors and non-
supervisory employees. Let 
your supervisors know that 
they're an important part of 
your return to work "team." 

©Make sure you have 
written job descriptions 

for all current positions, in-
cluding the physical require-
ments for the job. 

©Develop a list and job 
descriptions for poten-

tial modified-duty jobs. Seek 
assistance from your 
insurer/workers' compensa-
tion carrier and/or an occupa-
tional or physical therapist at 
a local clinic you use if 
needed. 

©Establish a good rela-
tionship with physi-

cians, occupational therapists 
and others at the clinic you're 
likely to use for evaluation of 
an injured worker. Invite the 
physician/clinicians to visit 
your operation to see the 

type of work that's done. If 
that isn't possible, provide 
them with a videotape or 
photos. Also, provide the 
clinic with your list/descrip-
tions of potential modified 
duty tasks. 

©Immediately report all 
work-related injuries to 

your insurer/workers' com-
pensation carrier when med-
ical attention will be required 
or a potential for time off of 
work exists. Timely reporting 
will help facilitate your ability 
to control costs. 



Completely NEW Pro-Spray® Fixed Pattern Nozzles 
The Pro-Spray name has come to stand for your assurance of unsurpassed 

— i l i t y and performance in a professional-grade spray head. Now, the name 

d guarantees the same high standards for spray nozzles. With patterns 

at feature precise edges and a droplet size that minimizes wind 
drift, these nozzles have been painstakingly designed to 

provide superior coverage. Five different radius ranges 

are available—in full-circle, half-circle, and quarter-
circle patterns—each with permanent color-coding for 

quick and easy radius identification. 

Take the Nozzle Challenge! 
Call (800) 733 2823 for a 
FREE DVD & Nozzle Sample Pack. 
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cal abilities (bending, squatting, 
climbing, twisting, crawling; lift-
ing/carrying loads of a certain 
weight); endurance (sitting, 
standing, walking); pushing/ 
pulling, grasping, (reaching 
above the shoulders; etc.); and 
the total number of hours the 
person may work. 

Both Atkinson and Dr. Steve 
Kirkhom, medical director of 
systemwide Occupational 
Health at the Marshfield (WI) 
Clinic, say that ongoing com-
munication between the em-
ployer and both the company's 
insurer and the injured 
worker's physician is important. 

"Modified duty should be presented 
as doing essential work that 

otherwise doesn't get done." 
— Dr. Steve Kirkhorn 

"Modified duty — which 
can include anything from light 
to moderate to heavy duty tasks 
— should be presented as doing 
essential work that otherwise 
does not get done. Otherwise, it 
is seen as punishment, and the 
injured employee becomes 
resentful and feels demeaned," 
Kirkhom says. 

"Job descriptions of the regu-
lar work and modified duty 
tasks are helpful. Health care 
providers are not comfortable 
returning people to work when 
they think the employer will not 
follow restrictions and the per-
son may worsen. Seasoned em-
ployees and managers can help 
develop these job descriptions if 

it isn't economically feasible to 
have an occupational or physical 
therapist do formal functional 
job descriptions," he adds. 

Atkinson says one of the 
biggest impediments to land-
scape contractors and other 
employers not having a return-
to-work program is that they 
"don't see how job evaluation 
can be a simple process." 

"Yet this simple tool can pay 
off big time," he says. "One of 
the dynamics is that MDs are 
under increasing time pressures. 
Therefore, your job descriptions 
must convey the physical de-
mands of the jobs at a glance." 

Your insurer, Atkinson says, 
can be a source of help with this. 
CNA, for example, has a one-
page form called a Job Function 
Evaluation. "With 10 minutes of 
instruction, you could fill it out," 
he says. Your insurer/workers' 
compensation carrier can also 
help begin the process of com-
municating with the evaluating 
physician once a claim is filed. 

Modified -duty tasks 
Another reason some landscape 
contractors don't implement 
retum-to-work programs is 
because they don't think they 
can come up with appropriate 
modified-duty tasks. But both 
Tommasi and Dirksen cite 
examples of modified duty work 
their companies have come up 
with for injured workers. 

"We had a herbicide appli-
cator who used a backpack 
sprayer and couldn't fill the 
tank up to the full five gallons. 
So we reduced it down to three 
gallons" and he was able to still 
do the work, Tommasi says. 

"There might also be opportu-
nities to shift injured workers to 
sales and office work, such as 
helping with estimates. We 
have seen some people really 
help around the office; they 
had skills on the phones or 
were good in planning." 

An employee at Dennis' 
Seven Dees who went over the 
end of a wheelbarrow and had 
to have knee surgery "didn't 
even want to tell us he was 
injured," Dirksen says. "We kept 
finding things for him to do and 
kept him busy. For example, we 
do holiday decorations and 
there was garland that needed 
to be wrapped." 

Injured employees are eval-
uated on a "case by case basis," 
Dirksen continues. "We will 
have them work with our per-
son who washes trucks if they 
can. Or, they may be sitting on 
a chair in the warehouse put-
ting irrigation parts in the parts 
bin. Or, they may be filling out 
job sheets. It's based on the em-
ployee and the person's med-
ical restrictions." 

"Employers can plan ahead 
by identifying modified duty 
jobs suitable for different types 
of injuries," Kirkhom suggests. 
"For example, seated work for 
lower extremity injuries; no 
overhead work for neck or 
shoulder injuries; one-handed 
work for wrist/elbow/shoulder 
injuries; and jobs allowing alter-
nate sitting/standing with little 
bending for back injuries." LM 

— The author is PLANET'S 
Safety Specialist and a freelance 

writer who lives in rural 
Belleville, WI. Contact her at 

bamu100@aol.com 

mailto:bamu100@aol.com
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network 
The timid landscaper's way to promote 
their company and increase sales 

BY GARY S. GOLDMAN 

e could role-
play until we 
turned blue in 
the face. We 
could read all 
the self-help 
books ever writ-W 

ten, watch all the videos ever made and 
some of us would still have a hard time 
meeting and greeting strangers. 

We're all different when it comes to 
assertiveness, being social and doing public 
speaking. I've taught workshops where 
attendees couldn't stand up and 
say their name in front of others. 

What are these contractors to 
do? Simple — they must be able 
to get the message out about 
what they do. At some point in 
the relationship between the 
contractor and the client, a face-
to-face meeting or, at the very 
least, a telephone call will be nec-
essary. Bluntly put, you need peo-
ple skills to be successful. 

Networking = momentum 
Networking is momentum. The 

greater the number of people who know 
you, the greater the momentum will be 
toward your success. You increase the 
number of opportunities for potential 
pieces of business. By networking, you be-
come known by those who count. You 
could meet one of your most influential 
clients at just about any gathering. The 
key is being there! 

Woody Allen said, "80% of life is show-
ing up." If you're a little timid 

meeting, don't do it. Simply show up at 
meetings and shake hands. 

Here's a tip: Be the first one there and 
the last to leave. This gives you the opportu-
nity to shake hands and introduce yourself 
to people as they enter or leave the room. 
You may feel more comfortable surrounded 
by fewer people. The people you meet can 
spend more time with you before or after 
the event. It also enables you to walk up to 
individuals without feeling nervous about 
approaching the small cliques that form 
once many of the people have arrived. 

It sounds like psycho babble, but it's 
possible to turn negative energy into posi-
tive energy. Butterflies in your stomach 
aren't necessarily a bad thing. They keep 

Don't be shy, 



Solutions for Landscapers 
Bobcat machines and attachments 
dive right in and do any landscaping 
job you've got. Use the trencher for 
irrigation lines and cable installations. 
The tiller breaks up ground and 
mixes compost into the soil. Rake, 
collect surface debris and level 
the soil with the landscape rake. 
Bobcat equipment is your easy 
solution to hard work. Track loader with 

Bobcat trencher. 
All-wheel steer loader with 
Bobcat tiller attachment. 

Skid-steer loader with 
Bobcat landscape rake 

One Tough Animal 

Our website: 
www.bobcat.com/0440 
Toll-free for FREE 
Video Catalog and Buyer's Guide: 
1-866-823-7898 ext. 0440 
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you alert and thinking about what you're 
going to say. Take your fears and negative 
thoughts and turn them in your favor. 
You're working anyway, you might as well 
enjoy it! There's little risk in a networking 
event. Very little can go wrong. Just intro-
duce yourself. Just be there. 

Take action daily 
How often should you go to an event? For 
the reticent, the question really is, "How 
often do I have to go?" You or someone in 
your company should go to at least two 
networking events per month and make at 
least two networking telephone calls each 
week. That should be easy. 

These numbers will vary by the size of 
your company. A larger company with a 

dedicated sales staff may 
attend as many as one event 
per week and make two telephone calls per 
day. Do the math; by the end of the year, 
you've done some serious marketing. This 
formula is a tried and true method for 
growing your business and certainly not a 
strenuous one even for the busy, 
unassertive contractor. 

Take at least some action each day. 
Don't allow a single day to go by without 
doing something to move your business 
forward, no matter how small. Hand out a 
business card, call an existing contact, or 
call a new one. Turn existing clients into 
friends by staying in touch, and they be-
come excellent sources of referrals. Re-
member, it may take as much as six months 
to two years to develop a relationship that 

will bear fruit. You must 
remain visible if not vocal. 

Networking is too valuable a tool for it 
to go unused by a contractor. In the long 
run, its momentum will allow the contrac-
tor to work smarter, not harder. 

Your new contacts will present potential 
work to you as opposed to you scratching 
for each potential deal on your own. It's 
important to build and nurture these rela-
tionships simply by continually making 
appearances in the same place, even if you 
don't give speeches. 

How long has it been since you last went 
to a network meeting? If not now, when? lm 

— The author is the owner of the consulting 
firm, Gary S. Goldman & Associates. 
He can be reached at 508/652-9771 

or gmanaf@msn.com 

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

STAND-ON ZERO-TURN TURF RENOVATOR 
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Landscape Design Software 
that makes an imparl! 

visual impact imaging 

www.visual impact inpaging.com 
Visit our website for free demo or call 330.665.9080 

SPRAY 

PLUGR 
z 

z 

mailto:gmanaf@msn.com
http://www.visual


For almost 25 years, the Walker Mower has stood apart from the competition 
as a unique option for productive, high quality mowing. So, what makes the 
Walker different? This 3-part ad seiies takes a detailed look at the finer 
points of the one-of-a-kind Walker Mower. 

2nd in a Series of 3 

|V1 Compact Overall Size 

^ Sound Engineering 

Unique Steering 
Walker's unique steering configuration results in 
light, precise and nearly effortless control of the 
machine. The proven Forward Speed Control 
(FSC) takes complexity out of handling a "Z " 
machine by setting the forward travel and acting 
as a cruise control. Gentle, fingertip pressure 
on the steering levers is all it takes to smoothly 
operate the Walker and achieve precision 
trimming and manuevering, detail mowing and 
beautiful mowing patterns-this is a marked 
difference from the operation of other zero-turn 
mowers. Dual hydrostatic transmissions 
matched with Walker-designed gear axles are at 
the heart of this unmatched design. In addition, 
Walker's steering configuration in tandem with a 
comfortable operator's position give the opera-
tor the "best seat in the house". When it comes 
to precise steering control and ease of 
operation, the Walker Mower is categorically 
one of a kind. 

I | Grass Handling System 

| | High Quality Mowing/ 
Outfront Design 

WALKER MANUFACTURING COMPANY 
5925 E. HARMONY ROAD • FORT COLLINS, CO 9052$ • 221-5614 • WWW.*alkermowers.com 
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B U S I N E S S PERSONALITY PROFILE 

Chris Kaylor 
• Kaylor Landscape 

BY JASON STAHL / M a n a g i n g Editor 

Chris Kaylor owns Kaylor Landscape, a 
$1.2 design/build company located in 
Porterville, CA that has been in busi-
ness for 30 years. About 95% of its 
customer base is residential. The com-
pany, which has 14 employees, also 
performs some maintenance for 
select clients and has recently begun 
to offer Christmas decoration installa-
tion. Sales are projected to be $1.5 
million in 2005. 

In the beginning there was... 
Me working for an irrigation/agricultural 
business during high school that went out 
of business. I then worked for another com-
pany installing irrigation systems and said 
to myself, "I can do this." So I started Kaylor 
Landscape in 1974. 

Did you have any schooling in 
landscaping? 
Nope. I studied liberal arts for two years at 
Porterville Junior College but didn't take 
any landscape courses. 

What drew you to the Green Industry? 
I loved being outdoors and creating things 
with my hands. Creating water features is 
probably my biggest love. 

Outside of business, what do you do to 
cultivate your love for the outdoors? 
My 18-year-old son L.C. and I go dirt bik-
ing, snowskiing and flyfishing. Once while 
we were dirt biking, I crashed and broke 
four ribs and bruised my lungs. That's 

why I want to get my 
business to where, if 
I'm laid up for six 
months, I have someone 
in place to handle sales 
and do everything I do. But 
we just love dirt biking. We 
go to the desert with other 
fathers and sons and camp 
out and go for day-long 
rides. We once did a 
600-mile trip in 
Baha. 

How many hours a 
week are you logging 
these days? 
Well, I get to work at 5 a.m. and leave at 
6 p.m., so what's that? 13 hours? Some-
where along the line I became a worka-
holic. My biggest problem is letting go. I 
swept the floors the other day because I 
couldn't stand the mess. That's not my 
normal duty but sometimes I think that I 
have to get my fingers in everything. 

Did you make a New Year's resolution 
this year? 
Yes, and it was to visit several landscape 
companies in California to learn how they 
do things and put a structure together for 
growth over the next three to five years. In 
five years, I'd like our gross revenue to be at 
$3 million and I'd like our company to be 
self-sustaining. I want to work only six to 
eight hours a day rather than 13.1 suppose 
I could sell my business too, but I won't 
retire because I don't sit well. I'm always on 
the move doing something. 

You recently added a new 
service, didn't you? 
Installing Christmas 
decorations has been 
more well-received 
out here than I 
thought. My daugh-
ter Alyssa was very 

thorough and aggres-
sive and did a great job 
selling it. We've had 

some clients spend as 
much as $8,000. It's a 

happy time of year, and our 
clients love the service. And we 

can get up on the roofs here 
without worrying too 

much about weather 
conditions. I guess you 
don't know who's 

interested in a particular 
service until you chase 

down the market. 

What is your primary duty in the 
company? 
I handle the sales. I don't work in the 
field as much, even though I'd prefer to 
be out there. But someone's got to run 
the business, and my back's telling me to 
stay inside. Believe it or not, sales isn't a 
problem out here. All we have to do is 
answer the phone. Right now, we're 
booked 10 weeks out. It's getting people 
to take care of the work in a timely fash-
ion that's the trick. We could do $2 mil-
lion or more easy on just word-of-mouth 
with minimal advertising. But we don't 
want to oversell. Our past history and 
good recommendations and word of 
mouth is what does it for us. 

— Kaylor Landscape participates in 
JP Horizons' People Solutions programs. 

To learn more visit www.jphorizons.com 
or call 877/574-5267. 

http://www.jphorizons.com


ABSOLUTELY HAMMERS MITES. 

Pampers Everything Else. 

No miticide performs as well as Floramite® against key 

mite pests in all life stages. It pounds tough pests like 

two-spotted and spruce spider mites with hard-hitting 

contact action. Then, it gives long residual control, up 

to 28 days, to get those late hatches. 

Floramite features a unique mode of action and 

highly selective activity so its easy on predacious mites 

and beneficial insects. And its low toxicity means its 

easy to work with and safe for the environment. 

If you want to drop the hammer on mites, while 

you pamper everything else, get the economical, 

user-friendly control of Floramite. 

Crompton www.cromptoncorp.com/crop 
Always read and foDow label directions 
Floramite and the Crompton logo are 

Crop Protection registered trademarks of a subsidiary of 
Crompton Corporation. 
©2005 Crompton Corporation CCP-10005 
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B U S I N E S S ELIMINATE WASTED EFFORT 

The best way to drive down COStS 
is to reduce Waste by standardizing 

Va lue-added processes and reducing 
non-value-added processes. 

Our goal: leaner operations 
BY KEVIN KEHOE 

Reducing waste has to be the number 
one priority of every contractor over 
the next several years. Your profits 
depend upon it because the market 
has changed. The old profit model of 
identifying your cost, adding a profit 
margin to determine a price (Cost + 

Profit = Price), has morphed to the new and perma-
nent profit model, where the customer determines 
price, then you pay your ever-escalating costs, and 
what's left is your profit [Price - Cost = Profit). 

When you can't raise your prices, the only way to 
increase profits is to decrease your costs. The best way 
to drive down costs is to reduce waste by standardizing 
value-added processes and eliminating or reducing non-
value added processes in the field, the yard and the 
office. This means thinking lean all the time. 

Waste def ined 
Here's the key to understanding waste. Your customer 
pays you, for example, to cut the grass. Therefore, the 
only true value-added time is that time that crews are 
actually moving the mower and cutting grass. Getting 
to the job, loading, unloading, planning, moving equip-
ment, billing, fixing equipment and waiting for other 
crew members to finish work are all by definition non-
value added tasks — they're waste. 

Lean Management is a proven management system 
that focuses on identifying, reducing and eliminating 
waste using the kaizen blitz process made famous by 
the Toyota Motor Company. 

I know what you're thinking. This type of manage-

ment system might be great for manufacturing busi-
nesses, but we're different. We're a service business and 
it won't work for us. In fact it does, and it is. In fact, 
we're in the early stages of adopting and translating the 
tools of lean management for use by contractors. 

Touching the surface 
We can't emphasize enough the importance of lean in a 
contracting/service business. The elimination of waste 
accomplishes two important strategic results: 

First, it reduces the need for manpower and ma-
chines necessary to produce a given level of sales, thus 
reducing per-labor hour cost. 

Second, it provides pricing leverage as a result of 
the lower per-hour labor cost. Jobs can be priced com-
petitively without sacrificing profits, and increases the 
potential for revenue growth and job retention. 

My company needs your help to continue to 
develop tools and examples that can benefit you the con-
tractor in your own businesses. We're embarking on a 
long-term program to quantify the impact of lean in the 
industry. In order to do this, we need information about 
you that will ultimately benefit you. The only way we 
can get this information is through your participation in a 
series of surveys. Keep in mind that the information is 
tabulated by a third party company guaranteeing your 
confidentiality. And your participation guarantees you a 
copy of the actual results as we produce them. 

To complete the survey, go to www.kehoe.biz and 
click on Lean Survey. 

— The author is owner of Kehoe and Co., 
which specializes in management training and 

consulting services. He can be reached at 
714/363-8416 or kkehoe@earthlink.net 

http://www.kehoe.biz
mailto:kkehoe@earthlink.net


J 
for Contractors! 
The Hustler FasTralr 
now comes with a 
1-Year Parts a Labor Commercial Warranty. 
Professional mowing in a more compact size and price! 

HUSTLER Turf Equipment 
When it comes to mowers, Hustler 

"King 
-"ICino" R ichard Petty . W i n n e r o r 2 Q O NASCAR kaccb YM yuujjj 

lAfli) tMs 
I f u n * 

Contact your local dealer 
for information about 

how to enter the 
drawing to win a 

Hustler "Petty" Super r. 

8 0 0 . 3 9 5 . 4 7 5 7 • w w w . h u s t l e r t u r f e q u i p m e n t . c o m 

http://www.hustlerturfequipment.com


IGet on schedule 

With Rain Master's new 
ZipET, iCentral Internet customers 
can get site specific daily ET (based 
upon your zip code) delivered to 
any controllers located in the 
United States. By using daily ET, 
the Rain Master Eagle controller 
automatically adjusts irrigation 
watering schedules based on daily 
weather conditions so you only 
replace water that has been de-
pleted from the soil. Now irriga-
tion managers of all levels can eas-
ily utilize weather-based irrigation 
scheduling by simply entering their 
zip code on the Rain Master iCen-
tral website. ZipET works by using 
a network of thousands of feder-
ally regulated weather stations, in-
cluding National Oceanic and At-
mospheric Administration (NOAA) 
weather stations, Rain Master ag-
gregates information on solar radi-
ation, cloud cover, temperature, 
relative humidity, and wind speed, 
creating customized ET profiles for 
each U.S. zip code. 
For more information contact Rain 
Master at www.rainmaster.com I 
circle no. 280 

2 Modular control 

The Toro Company's new 
TMC-424 modular irrigation con-
troller is a high-tech irrigation tool, 
but it's simple to operate. Its modu-
larity allows a flexible station count 
in either 4- or 8-station modules 
up to 24 stations. The TMC-424 
has four programs and 16 start 
times, and can run up to two pro-
grams at the same time. It also has 
a delay for well and station recov-
ery that lets you program addi-
tional times between stations in 
the program sequence if you're 
drawing water from a slow-recov-
ering well or aquifer. Models with 
different levels of surge protection 
are offered for lightning-prone 
areas. The TMC-424 also features 
flow monitoring, program review 
and a non-volatile memory to store 
date/time program entry data sep-
arately, retaining info in the event 
of a power interruption. The con-
troller is compatible with Toro's 
new wireless rain sensor series or 
hand-held remotes. 
For more information contact 
Toro at 800/664-4740 or 
www.toro.com I circle no. 281 

3 Rain Bird upgrade 

Rain Bird's Version 2.0, the 
latest version of its single-site, 
commercial central control prod-
uct line, is now standard with all 
SiteControl packages. Version 2.0 
features RainWatch for SiteCon-
trol, that works with up to four 
Site Rain Cans to automatically 
pause and adjust run times ac-
cording to measured rainfall. It 
also includes a minimum ET capa-
bility that postpones irrigation 
until a minimum evapotranspira-
tion threshold is reached. Intro-
duced in 2003, SiteControl offers 
communications flexibility with 
satellite and 2-wire decoder op-
tions for ease of installation and 
expandability. User-friendly soft-
ware allows intuitive, real-time 
control of the entire system 
through a graphical map interface 
that interactively recreates the site. 
Built for single, contiguous site 
applications, consider SiteControl 
for sports fields, cemeteries, small 
colleges, resorts, individual city 
parks or property developments. 
For more information contact Rain 
Bird at 800/724-6247 or www. 
rainbird.com I circle no. 282 

4Water savers 

Hunter Industries has assem-
bled the Proven Water Saver fam-
ily of products. Encompassing all 
major component categories — 
rotors, sprays, valves and con-
trollers — this line makes it easier 
for installers and designers to cre-
ate a more efficient system. Look 
for the Proven Water Saver logo 
on select Hunter products as the 
company's symbol of guaranteed 
results and optimum efficiency. A 
few of the components are: I-60 
Rotor, a large turf rotor to meet 
the demands of systems with low 
pressures that want to avoid the 
energy costs associated with a 
booster pump; institutional spray, 
rugged sprinklers designed for use 
on high traffic commercial, institu-
tional and public areas; and ICC 
controller, Hunter's top-of-the-line 
modular controller that lets you 
configure the unit to the number 
of stations you need — from 8 to 
48 — by adding modules in 8-sta-
tion increments. 
For more information contact 
Hunter at 760/744-5240 or 
www.hunterindustries.com I 
circle no. 283 

Innovations 
HOT NEW PRODUCTS 

http://www.rainmaster.com
http://www.toro.com
http://www.hunterindustries.com


The newest elite turf-type featuring 
finer leaf texture, improved turf density, 
and significantly improved turf quality. 
With excellent tolerance to winter 
survival and reduced scalping, Sunbird 
also offers significant economy over 
similar bermudagrasses. Sunbird is 
second only to Riviera in performance. 

SEEDED BERMUDAGRASS 

Developed by Pure Seed Testing in North 
Carolina, Savannah forms a dark green, 
low-growing turf with excellent turf quality 
and early spring green-up. Ideal for new 
turf installations and the improvement of 
all existing bermuda turf. 

Transcontinental 

Transcontinental represents a new generation of 
improved turf quality, color, and performance. 
With improved cold tolerance for winter survival, 
Transcontinental allows for quality bermudagrass 
performance in both hot, humid conditions and 
cooler, temperate climates. 

Seed: 1,400 plants per square foot 
Sprigs: 10 plants per square foot 

More plants..less labor...Cost savings 

TURT-SEEP,ING 
Your Success Depends on Seed / Satis/action Guaranteed. 

800-247-6910 • www.turf-seed.com • email: info@turf-seed.com • fax: 503-651-2351 
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That is the question. 

To Sprig 
or 

To Seed? 

http://www.turf-seed.com
mailto:info@turf-seed.com


COMMERCIAL POWER 

Shopping for replacement parts is an 
important aspect of repairing an engine 
and the piece of equipment it's mounted 
to. When your engine is in need of repair 
or maintenance parts, remember these 
important points: 

1. Use Original Equipment Manufacturers' replace-
ment parts. This will make a big difference in how well 
an engine performs after a repair. 

2. Order OEM parts from authorized service dealers 
and outdoor power equipment retailers. Maintain a 
good working relationship with your supplier be-
cause, when you need an odd part for a piece of 
equipment that's down, the supplier can help you get 
the part in the most expedient time. 

3. Many individuals think Original Equipment 
Manufacturers' parts cost significantly more than 
aftermarket parts. In many cases, the difference (if 
there is any) is small. Remember, OEM parts meet 
original manufacturing specifications and are 
designed to last an extended amount of time. 

4. Many customers forget the value of their employ-
ees' time. If someone found an aftermarket part that 
was $5 or less than an OEM part, but spent half an 
hour of their time finding this great deal, was it really 
worth the savings? 

5. Many Original Equipment Manufacturers offer 
specials on parts or repair services in the off-season. 
If you forecast what maintenance parts you need for 
the upcoming season, you can save some money 
and also will have the needed parts during the 
busy season. 

6. When shopping for replacement parts, always 
take the equipment model and serial numbers, the 
engine numbers and any parts removed. Or visit an 
OEM Web site as many have illustrated parts lists 
available. Try to supply the dealer with the most accu-
rate information you can find. This helps authorized 
service dealers identify the right parts for your piece 
of equipment. It will avoid costly mistakes. 

By Mark Nelson, 

Product Service Trainer, 

Briggs & Stratton Commercial Power 

There's a technician shortage. 
You'll find that out when you need 

one. They're hard to find and 
harder to keep. 

Need a technician? 
BY HARRY SMITH 

You need a techni-
cian. . .again? What's 
going on here? 

There's a technician 
shortage. You'll find 
that out when you 
need one. Ask any 

power equipment dealer. Ask any distribu-
tor that deals with turf or power equip-
ment. Ask a golf course superintendent. 
Good technicians are rare. They're hard to 
find and harder to keep. 
Find them, retain them 
Are there strategies for finding and keep-
ing good technicians? I asked a few top 
technicians these questions since they're 
the objects of our affliction. Hopefully, 
they'd know what's going on. Here's what 
they said: 

Gary on the east coast of Florida says: 
"I know there is one (a technician short-
age)." As the shop manager, he has been 
recruiting from the automotive industry 
and providing training. He also men-
tioned that he watches his crew for po-
tential trainees. He puts them in the 
shop on a 30-day trial. He recently hired 
a retired machinist. He has hired techs 
from personnel leaving a nearby Coast 
Guard installation. He has hired techni-
cians from the automotive import field, 

and he staffs several part-time positions 
with retirees. 

Mike, a shop manager in South Flor-
ida, echoes many of Gary's sentiments. 
He also mentioned that the average age 
for equipment technicians is nearly 56 
nationwide. This means that there will be 
a mass exodus in the near future, further 
aggravating the technician shortage. Mike 
also mentioned he has even hired aircraft 
A&P mechanics and techs from the 
heavy equipment and construction in-
dustry. He stated that one of the other 
shops nearby recently spent several 
months trying to fill an assistant techni-
cian position. 

Bad to worse 
It appears the technician shortage isn't 
only real but about to get worse. You 
need a recruiting plan. Is there a unique 
labor pool you can draw from? Do you 
have retirees, people exiting the military 
from a nearby base or other groups that 
contain potential technicians? Are you 
willing to cross train or even take on a 
raw recruit and train them to be a tech-
nician? Create a strategy and be flexible. 
The situation may get worse before it 
gets better. 
— The author is the turf equipment professor 

at Lake City Community College, 
Lake City, FL. He can be reached at 

smithh@lakecitycc.edu. 

A SPECIAL PARTNERSHIP WITH 

BRIGGS & STRATTON RECRUITING PLANS TECHNOLOGY 

mailto:smithh@lakecitycc.edu


Buckle up and grab hold. This monster is not for the meek. With a 31-hp Air-Cooled BIG BLOCK V-Twin 
at its heart, you'll notice a difference from the moment you turn the ignition. Drive it off the trailer. 
Engage the deck. Large capacity pumps, high-torque wheel motors and the 60- or 72-inch UltraCut™ 
deck work together to power this beast through anything you put in front of it. And left behind, you'll 
see the precise quality of cut only Exmark can deliver. Yes, we've created a monster—the Lazer Z® XS. 
Experience its power firsthand, for a fflff DVO and the name of the fxmark Dealer nearest you, contact us today. 

Introducing a powerful aSiiliun tu the industry-leading lazer I lineup with 

p r o d u c t i v i t y 



T E C H N O L O G Y HIRING A TECHNOLOGY ADVISOR 

With technology changing daily, 
business owners are realizing the n e e d 

to add a technology person to 
their list of trusted advisors. 

Add a 'tecHie' to your team 

What to ask 
Before hiring an IT consultant or 
computer services company, get 
answers to these questions: 

• What's the cost structure? 

• Monthly fee or per incident? 

• What can I expect in terms of 
response? 

• Are they on call, with accept-
able hours of operation? 

• 800 number? On-site support? 

BY TYLER WHITAKER 

Surround yourself with the brightest peo-
ple you can find and you're on the road 
to success. Your "dream team" of advisors 
might include the right banker, the right 
lawyer and the right accountant. But, 
have you found the right technology ad-
visor? Have you found someone that can 

guide you through the information 
technology maze? 

This can be difficult and it may 
even appear impossible because of 
your company's size and budget 
constraints. Believe me, it's not. 

Basic needs 
First, let's examine your company's 
basic technology needs — someone to help you fix your e-

mail problems, keep the systems run-
ning and train you on how the latest 
software works This person needs to 
have solid customer service skills and 
be eager to share the tips and tricks 
he or she learned with others. 

Second, we need someone to 
help us select the correct software 
to buy, decide when to upgrade our 
desktop machines and make sure 
that our finance software works 
with our customer relationship 
management software. These 
strategic issues set the company's 
course for several years. 

The typical small business has a single office per-
son, who may or may not be dedicated to technology 
issues. Often, this day-to-day operational person does-
n't have the training to set the strategic technology di-
rection of the organization. Typically, they're too close 
to the problem and don't have the time and expertise 
required to research and design the right solutions for 
the business. Being able to develop formal systems re-
quirements and then match up the right software to 

the project are the skills you should 
be looking for. 

Finding the right person 
How do you find the right technol-
ogy person? Hiring is always an op-
tion. Ideally, you'd like to find an 
employee with good computer skills 
who can also double as your daily 

office support. Alternatively, you can outsource the 
responsibilities to a trusted company or consultant. Ul-
timately, most companies discover that using a combi-
nation of both works best. They like the flexibility of 
having what amounts to a dedicated employee, but 
with a variable cost based on use. 

This outside company should perform a review of 
all of your systems every three to six months. This helps 
you catch problems before they start and sets up a 
baseline for future technology plans. 

With technology changing on a daily basis, smart 
business owners are realizing the need to add a technol-
ogy person to their list of trusted advisors. 

— The author is the Chief Technobgy Officer for Symbiot 
Business Group (www.symbiot.biz). He can be reached 

at 801/733-6900 or twhitaker@symbiot.biz 

http://www.symbiot.biz
mailto:twhitaker@symbiot.biz


Install a newvpattern of efficiency 
from 13 tb 24 feet. 

Install Confidence: Install Rain Bird Rotary Nozzles. 
Rain Bird® Rotary Nozzles improve your productivity, while managing water wisely. Rotary 
Nozzles feature a low precipitation rate of 0.60 in/hr and are designed to fit on Rain Bird 
spray heads. 

• Fewer zones, faster installs—more heads can now be installed per zone. Can also be 
zoned with Rain Bird 5000/5000 Plus MPR Rotor Nozzles. 

• Efficient water distribution—rotating streams uniformly deliver water at a low 
precipitation rate, significantiy reducing run-off and erosion. 

• Eliminate dry spots—expanded radius and low flow rate allow for easy retrofit to 
solve existing problems. 

For more installation advantages, contact your authorized Rain Bird distributor, 
or visit www.rainbird.com/rotarynozzles. 
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Learning Center 
www.greenmdustryhub.com 

What's new in February at the Green Industry Hub: 
Plants & Planting 

Visit www.greenindustryhub.com to get 
free access for 30 days to the newest 
course in its 45-course library: Plants 

and Planting. This Web-site gives you access 
to a variety of sections (see below) for free. 

If you join as a Premium Subscriber, you and 
your employees have access to 45 online learn-
ing courses covering business management, 
teamwork and leadership skills, workplace 
compliance issues and more. The cost to 
become a Premium Subscriber with full access 
to all courses is less than most single university 
courses or even registration at national or 
regional industry events. Subscribers get access 
365 days a year, 24 hours a day. 

Here's what the Green Industry Hub offers: 

Green Industry University - 5 free courses for 
all registrants; Premium Subscribers access 
more than 45 courses on industry, business and 
management topics. Industry courses are based 
on PLANET'S (formerly ALCA/PLCAA) acclaimed 
Certification program study curriculum. 

Course of the Month - All subscribers access 

www.greenindustryhuh.com 

this course for free for 30 days - then it enters 
the library available for Premium Subscribers. 

Resource Center - Green Industry topic 
discussion forums, calendar, news and more. 

Compete & Win Game - You and your 
employees can compete to win serious 
industry prizes in this learning game. Check 
out this month's game, sponsored by Stihl. 

Share & Compare - Check your operations 
with the industry's best practices. You can 
connect with other non-competitors in ongoing 
networking groups as a Premium Subscriber. 

Skills Assessment - Measure your strengths/ 
weaknesses, and your employees' skills, with 
this tool. Premium Subscribers can match skills 
assessments to job searches & resumes. 

The Green Industry Hub also offers job and 
resume postings, an online store to buy 
PLANET and related products, and a Trophy 
Case where you can show off your education-
al achievements. 

Professional londcare Network 

Bayer Environmental Science 

Green Industry Hub is brought to you by: 

powered by: and sponsored by 

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


Plants & Planting 
Use this PLANET certification study 
course as an excellent introduction for 
your new employees in 2005. They will 
get the basics of plant biology and 
growth patterns, as well as critical 
information on planting techniques to 
help plants thrive. You can supplement 
this online course with on-site demon-
strations and specifics on the plants, cli-
mate, and geography affecting your 
landscape accounts. 

Plants & Planting helps users learn 
to make plant selections suited to the 
site, as well as serving appropriate 

functions within a landscape (such as a 
wind screen, shade, etc.). Key elements 
this course covers are: 
• Properties and characteristics of 

plants that influence their suitability in 
a landscape 

• Selection with plant functions in mind 
• Physical characteristics used to identify 

plants (size, shape, foliage, etc.) 
• Plant classification terms 
• Understanding a planting plan 
• Steps for proper planting of trees 

and shrubs 
• Pros and cons of annuals and perennials 
• Staking and establishing trees 
• Understanding climates and 

microclimates 
Many color photographs, additional 

online information links, and other ele-
ments enhance this worthwhile and criti-
cal course. Use it to give all employees a 
thorough pre-season review or give new 
employees an interactive and interesting 
way to learn this critical information. 

Green Industry 
Courses online now: 
• First Aid & Safety 
• Plants & Plantings 

Coming soon: 
• Turf Chemical Applications 
• Landscape Plans & Scales 

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

STIHI: 

For a free or Premium 
subscription to the Green 
Industry Hub, visit 
www. greenindustrvhub. com 
or call toll-free 877/745-2745. 
A single Premium subscription 
is available for as little as 
$195/year. Large group 
discounts are available by 
calling 800/745-7219x147. 

For more information on 
sponsoring Green Industry-
specific courses on the Hub, 
contact Kevin Stoltman at 
800/225-4569 x2772 or email: 
kstoltman@advanstar. com 

GREEN 
INDUSTRY HUB 



Long 
Proper m a i n t e n a n c e 
a n d transportation off 
h a n d h e l d e q u i p m e n t 
will ensure l o n g life 

BY CHRISTINA A. THOMPSON live 
handhelds 

your handhelds are running in order to 
get the most life from them. 

As an owner/operator of Thompson's 
Landscaping, Matthew Thompson can't 
afford to lose any piece of equipment 
due to failures. He's been in business for 
four years and hasn't needed to replace 
any of his handheld equipment. His 
Henderson, N.C.-based company owns 

two string trimmers, two stick edgers, 
one pole saw, two hedge trimmers, one 
backpack blower, one hand blower and 
two chain saws. 

Monthly inspection 
Thompson inspects each piece of equip-
ment every month and keeps a log of what 
service was done to the equipment. He 
said, "So far, I felt that once a month under 
my use, which is not too terribly heavy, 
does just fine. 

"It probably takes five minutes to go 
over each piece really well. That's plenty 
for them," Thompson added. 

He sprays all of the triggers with lubri-
cant to make sure they're working 
smoothly He also checks throttle linkages 
and sprays oil on the throttle cables to keep 
them lubed. 

"Basically, there's really not too much 
maintenance involved on my part. Just run 
high octane fuel through them. I use No 
Smoke oil mix in mine at a 50-1 ratio," 
Thompson said. 

At the end of the season, he drains the 
gasoline from the equipment and is sure to 
run each piece of equipment dry. At the 
start of the season, he changes the spark 
plugs in all of the equipment. 

Because his equipment is in tip-top 
shape, he hasn't seen any signs that the 

continued on page 56 

Most handheld 
equipment 
doesn't follow a 
regular manu-
facturer-
recomm-
ended mainte-

nance schedule like trucks or mowers, 
but you still need to keep track of how 



Husqvarnas Zero Turn mowers with our Tunnel Ram™ deck design is the first industry-significant improvement in cutting 
technology in more than a decade - and our competitors are playing catch up. A Tunnel Ram deck is a full seven inches ta 
and has a built-in wind tunnel in its forward chamber that creates hurricane strength blowing force and tornado strength 
suction. Add in the angled leading edge that allows grass more time to stand up straight and you've got a superior 
productivity machine that reduces choking and clogging and provides greenskeeper cut quality. You can only find 
Tunnel Ram tucked beneath our new, full featured zero turn mowers - extended wheel bases and super-wide rear 

O u r T o t a l S o u r c e S o l u t i o n can g ive y o u c o n s i s t e n t 
a n d d e p e n d a b l e s p e e d , p o w e r , hand l i ng , a n d 
p e r f o r m a n c e in e v e r y p i e c e o f e q u i p m e n t y o u o w n 
O n e c o m p a n y , o n e s o u r c e , s o m a n y s o l u t i o n s . 

Must request offer at time of purchase. Offer is subject to credit approval by 6E Money Bank. Applies to new 
Husqvarna purchases of S250.00 or greater made between January 21 and March 31. 2005 on a Husqvarna 
credit card program. No finance charges will be assessed and no payments will be required on your promotional 
purchase balance until expiration or termination of the promotion. Standard account terms apply to 
non-promotional purchases and. after the promotion ends, to your promotional purchases. APR is prime 
plus a margin of 15.8% (20.8% as of January 2005). minimum finance charge $1.00. Final cost may be 
dependent on retailer contribution. 
NASCAR® is a registered trademark of the National Association for Stock Car Auto Racing. Inc. 

(h) Husqvarna 
O 2005 Husqvarna 

Taller, more powerful Tunnel Ram™ 
deck design creates more suction and 
wind force than any mower in its class. 

tires, foldable ROPs, externally greaseable heavy duty spindles backed with a three year warranty. 

To locate a Husqvarna retailer near you call I - 8 0 0 - H U S K Y 6 2 or visit w w w . h u s q v a r n a . c o m 

Ask about great 
financinc not ions like • I l l d l l V l l l g V | / V I « I 

J y j y E*J11H i 

deferred • 
interest at • 
participating! 
dealers OAC. 
Thru March 31,2005 

http://www.husqvarna.com
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equipment needs to be serviced immediately. 
"So far, I haven't witnessed anything 

that would lead to servicing. I think that 
a regular maintainence schedule keeps 
those problems from happening. So if 
you just basically keep it up monthly, 
chances are something else happening 
are pretty slim." 

Thompson said handheld equipment 
should typically last three to four years, and 
he plans to run his as long as he can. 

Quick turnaround 
As a larger company, DeSantis Landscapes 
of Salem, OR, has a different view of 
handheld maintenance. "In our smaller 
equipment, we're trying to move toward a 
two-year turnaround so that we're con-
stantly using newer stuff and not having to 
spend a bunch of time on maintenance 
repairs," said Ken DeSantis, Division Man-
ager of Maintenance. 

"In our smaller equip-
ment, we're trying to 
move toward a two-

year turnaround." 
— Ken DeSantis 

The 30-year-old company owns seven 
hedge trimmers, seven weed eaters, 16 
blowers, eight edgers and five chain saws. 
The company uses brush cutter attach-
ments on the weed eaters. With 45 em-
ployees in peak season, the company can 
afford to have a full-time mechanic that 
supports seven maintenance crews and six 
installation crews. 

He said the mechanic doesn't keep a 
regular schedule for smaller equipment, 
like handhelds. 

"It's not like he checks them every 
month or every few months," DeSantis 

said. "Because most of the smaller hand-
helds are two-stroke, there are no oil 
changes or anything like that." 

The mechanic works on it as needed for 
tune-ups and blade 
sharpening. It's up to 
the crew to oil blades 
on hedge trimmers and 
chain saws. 

"The mechanic and 
the crew leaders will go 

Ken DeSantis through and identify 
problem equipment 

that needs to be repaired or replaced for the 
coming season. We are in the middle of that 
right now," DeSantis said. 

For example, the mechanic will check 
hedge trimmers for how worn the bars are 
and if the engine is running well. 

DeSantis said division managers will 
make purchasing decisions based upon 
input from crew leaders. The cost and the 
history of the equipment is determined. 

"We will do a cost comparison. Like 
this past year, we were looking at hedge 
trimmers. It was going to cost $50 to $100 
less to replace the bar on it, so it made 
sense to replace the equipment alto-
gether," he said. 

He added that if the equipment has 
been in the shop fre-
quently, then the com-
pany might consider pur-
chasing a different brand. 
The company is currently 
trying to settle on a brand 
of blower. 

DeSantis said that 
once they find a brand that works for a spe-
cific type of equipment such as trimmers, 
then the company replaces all trimmers 
with that brand. He added that makes it 
easier for repairs. 

Transport safely 
Proper transporting of equipment is the 
key to maintenance, he said. DeSantis rec-
ommends adequate tie downs or slots for 

Maintenance tips 
• Keep a log of what service has 
been done to what handheld 
equipment. Include the date and an 
identifier for the piece of equip-
ment. This will help you determine 
the service history. 

• Take five minutes to inspect all 
handheld equipment monthly. This 
will curb equipment problems and 
related downtime. 

• Try not to damage equipment 
when transporting to the next site. 
Properly tie down equipment or 
dedicate a slot for handhelds in a 
trailer. The constant rustling from 
speed bumps or potholes can dam-
age the equipment. 

• Tie together employee bonuses 
with equipment purchases. Employ-
ees will take better care of the 
equipment when they know their 
bonus is on the line. 

equipment in the trailer. 
"That's the time when you're going 

to have the most damage done. If you 
don't have a good place for it in your 
truck or trailer, then it might not last a 
year," he added. 

The DeSantis Landscapes provides a 
profit-sharing plan that 
considers the costs of re-
placing equipment. "We 
emphasize to crews that 
they need to take care of 
the equipment," said 
DeSantis. "If we have to 
replace equipment or 

repair equipment, that comes out of what 
profit we might share. There is somewhat 
of a financial incentive for each individual. 

"We've only had it (profit sharing) for 
two years now, but with that we've seen 
an awareness of how things are being 
taken care of." LM 

— The author lives in Shelby, OH, and is a 
longtime writer for the aftermarket. 

Contact her at editwrite4u@neo.rr.com 

To see some 
hot handheld 
products, turn to 
page 58 • • 

mailto:editwrite4u@neo.rr.com


First to Start. Last to Quit. 

A s k a r o u n d . 
Our company, our products, and our reputation are all built 

on one principle. Quality. It's what we're made of. 

Better parts and better engineering mean 

greater performance and longer life. 

At Shindaiwa. we invest more in research, design, 

and materials to give you a product that out 

performs the competition year 

after year. 

www.shindaiwa.com 

800.521.7733 

HEDGE TRIMMER 
icement: 24.5cc / Output: I.I hp 

shindaiwa 

http://www.shindaiwa.com


T E C H N O L O G Y PRODUCTIVITY BOOSTERS 

Hot handheld products 

Convert with ease 
John Deere showcases the XT140LE 
trimmer/brushcutter in its Pro-Series line. The 
product offers a 1.6-hp (JIS) (25.6-cc), low 
emission, M-Series engine for efficient, quiet 
and long-lasting use. The solid steel, straight, 
59-in. shaft reduces vibration and increases 
durability. The XT140LE also features a 17-in. 
cutting swath. The Commercial EZ Load string 
head provides fast, accurate line feed for in-
creased productivity. The product is lightweight, 
weighing 12 pounds. A brushcutter blade is 
available. The device can be converted to pole 
saw and hedge trimmer for added versatility. 
For more information call John Deere Inquiry 
Department at 800/537-8233 or visit 
w w w . j o h n d e e r e . c o m I circle no. 285 

Sure starter 
Shindaiwa, Inc's 352s chain saw is the com-
pany's first new chain saw since the introduction 
of the 357 top handle saw in 1995. The mod-
ern designed chain saw is based on the popular 
360. With only 35.2 cc displacement, 2.5 horse-
power (1.9 kW), the 352s packs a lot of profes-

High air speed unit 
Efco features its new BP162 
backpack blower. The 61.3-cc 
commercial-duty model delivers a 
combination of high air speed and air vol-
ume designed to provide fast and efficient per-
formance. Features include a large capacity 
translucent fuel tank, multi-point anti-vibration 
system, a large surface area pleated air filter 
and an air purge primer/choke control for fast, 
easy starting. The blower also has a padded, 
heat-transferring backrest and adjustable cush-
ioned shoulder straps for operator comfort. 
For more information call Efco at 800/447-1152 
or visit w w w . t i l t o n e q u i p m e n t c o m I 

circle no. 284 

Efficient 4-stroke 
Husqvarna's new 324Lx commercial trim-
mer features a fuel-efficient 4-stroke engine, 
which provides powerful performance with 
lower noise levels. It also eliminates the need to 
mix gas and oil. The new trimmer is equipped with a 
heavy-duty commercial gear box for smooth operation, 
durability and reduced "grass wrap." With an ad-
justable loop handle, the trimmer is easy to rotate for use at 
varying angles. The 324Lx's straight shaft allows extended reach under 
trees and shrubs. The trimmer features automatic Smart Start for easier starting and less 
wear on starter components and the LowVib vibration damping system to help decrease 
operator fatigue and increase control. 
For more information call Husqvarna at 800/487-5962 or www.husqvarna.com I 
circle no. 286 

sional features in a small, lightweight package. 
For example, an inertia chain brake system, dual 
bar studs, easy pull Sure Start recoil starting sys-
tem and a convenient thumb screw access on 
the air filter cover. For operator convenience, the 
352s also comes standard with both a nylon 
mesh air filter for damp climates, and a flocked 
air filter for dry, dusty conditions. 
For more information call Shindaiwa at 
800/521-7733 or visit www.shindaiwa.com I 
circle no. 287 

It's a tornado! 
The new Echo SRM-210i Straight Shaft String 
Trimmer is powered by Echo's 21.2-cc Power 
Boost Tornado engine and features its revolu-
tionary i-start starting system. The Power Boost 
Tornado engine delivers more power, improved 
engine performance and higher fuel efficiency. 
The SRM-210i's user-friendly i-start System re-
duces required starting effort by up to 75 per-
cent. In addition, the SRM-210i also features 
Echo's revolutionary Rapid-Loader trimmer 
head designed for fast, uncomplicated line in-
stallation. Echo's lightweight SRM-210i is avail-
able with an optional shoulder harness for 
maximized operator comfort. 
For more information contact Echo at 
800/432-3246 or visit www.echo-usa.com I 
circle no. 288 

continued on page 60 
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Landscape 
(800) 231 -8574 

www.prolandscape.com 
e-mail: prolandscape@drafix.com 

The Standard In Landscape Design Software! 

drafix software inc 
Circle 129 

version 

60-day 
money-back 
guarantee! 

PRO 

http://www.prolandscape.com
mailto:prolandscape@drafix.com
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Trim to the max 
The RedMax BCZ2600S trimmer is powered by 
a 25.4-cc, pure two-cycle Strato Charged en-
gine. The engine introduces fresh air between 
the exhaust gases and the fresh 
charge of air/fuel mix. This 
eliminates the need 
for a catalytic 
converter. A 
pure 2-cyde 
engine like this 
has fewer moving parts than a 4-cyde engine. 
This increases reliability and reduces mainte-
nance, especially valve maintenance. The 11.1 
lb. trimmer is equipped with RedMax's PT104 
Plus bump-and-go head. The head is molded of 
heavy-duty nylon, and a metal insert in the 
tap knob reduces wear and abrasion as 
operators tap the head on the ground 
to extend the monofilament cutting 
line. 
For more information call RedMax 
at 800/291-8251 or visit www, red-
max.com I circle no. 289 

Light but lovely 
Tanaka added a lightweight 24-cc, 1.2-hp 

grass trimmer to its professional landscape line-
up. The TBC-2500 weighs 10.8 lbs. (with cut-
ting head) and combines the same power as 
the TBC-2501 with the TBC-230's proven geai 
box. Additional specifications include: bearing 
supported, " " 
semi-autor 
head holdii 
of line; 19. 
fuel tank; t 
capable; ar 

Tanaka at 888/482-6252 or visit 
www.tanaka-powerequip-

mentcom I circle no. 291 

Get the edge 
Maruyama's ED2320 handheld edger makes 
short work of curved edges, side hills, beds 
with overhanging bushes and unusually 
shaped flowerbeds. It has a fully-supported, 
heavy duty flex steel drive shaft and rugged 
steel clutch drum that's designed to withstand 

the stress of commercial operation 
thout breakage or failure. 
The CARB-compliant 
machine has an open 
shield that allows greater 

visibility and, with the 
ersized guide-wheel, offers 

excellent control even on curves. Other fea-
tures include a 22.5cc "CE" commercial en-
gine, light weight of 14.6 lbs., great portability 
and maneuverability, 8-in. steel blade, and the 
same exacting standard as commercial-grade 
brushcutters. 
For more information contact Maruyama at 
253/735-7368 or www.maruyama-us.com I 
circle no. 292 

thick. The Little 
Wonder Double-
Edge gas hedge trim-

mer makes 4,100 cuts 
per minute. All gas hedge trim-

mers feature a commercial-grade 21.2-cc en-
gine with electronic ignition and a primer bulb 
carburetor to ensure quick starts. 
For more information contact Little Wonder at 
877/596-6337 or www.littlewonder.com I 
circle no. 290 

Complete line 
Honda Power Equipment produces a com-
plete line of premium 4-stroke string trim-
mers and stick edgers for commercial and 
residential applications. The HHT31S hand-
held trimmer uses Honda's 1.5-hp, 360-de-
gree inclinable GX31 mini 4-stroke engine, 
which is known for low noise level, low vi-
bration level and ease of starting. The light-
weight HHT25S trimmer is powered by 
Honda's GX25 mini 4-stroke e-SPEC engine. 
The HHT25S LTA and HHT31S use Honda's 
stronger new Flex Shaft system, made of 
advanced materials for reducing weight. 
Honda includes a standard kit containing 
harnesses and safety glasses with all of its 
trimmers. The HHE31CA stick edger is also 
powered by the GX31 mini 4-stroke engine. 
The HHE31CA edger features a flex shaft 
rather than a straight steel shaft and incorporates an 8-in. blade. 

For more information call Honda at 678/339-2600 or visit www.honda.com I circle no. 293 

Cutting edge 
The new Little Wonder double-edge gas hedge 
trimmer offers high-quality craftsmanship in 
24- and 30-in. blade lengths. These heavy-duty 
trimmers pack enough power to easily cut 
through stubborn growth up to one inch 

http://www.maruyama-us.com
http://www.littlewonder.com
http://www.honda.com


Z3 Series - Superior Featuresr Superior Products 
Pure 2-Cycle Strato-Charged™ Engine Aluminum Clutch Housing 
- Fewer Moving Parts Solid Steel Drive Shaft 
- No Valve Maintenance Extreme-Flex Trigger 
- Improved Fuel Economy Heavy Duty Tank Protector 
- No Catalytic Converter PT104 Plus Trimmer Head 

Lightweight & Heavy Duty 300 Emissions Durability Hours 
Fixed Line Head Ready 2 Year Commercial Warranty 

Komatsu Zenoah America, Inc. 
4344 Shackleford Road, Norcross, GA 30093 

Phone:800-291-8251 Fax:770-381-5150 www.redmax.com 

http://www.redmax.com


How you can eliminate call backs 
with one simple call. 

CONWED FIBERS' 



P E C S 
P R O F I L E E R O S I O N C O N T R O L S O L U T I O N S 

You've never had a more reliable resource for cost-effective turf establishment and erosion control until 
now. For erosion control and revegetation projects, PECS™—Profile Erosion Control Solutions—combines 
the industry's most comprehensive assortment of proven technology with on-site expertise and unfailing 
support. Together, they can assure you get maximum performance for the money and single-application 
success on virtually any site. 

PECS has a wide enough range to meet any hydroseeder's need, covering more ground more 
economically and helping grass germinate faster. We can help you select site-appropriate 
products, ensure Phase II erosion control compliance, analyze performance differences and 
substantiate value. If you want revegetation that's on the fast track—get in touch with Profile 

In addition to products with the Profile name, different Profile hydraulic mulch formulas are available 
under two widely distributed brands—Terra-Mulch® and Conwed Fibers®. Their proven performance has 
resulted in Profile hydraulic mulch being used by more contractors than any other hydraulic mulch products. 

Thermally Refined'" Wood Mulch 

The industry's first—and finest—Thermally 
Refined~ wood fiber mulch absorbs 50% more 
water than competitive mulches, resulting in 
superior germination. 

Jet Spray' Pourable Fiber Mulch 

JetSpray' with FiberMaxm is the elite cellulose 
hydraulic mulch on the market—its the only 
pourable mulch that reduces recirculation tank 
load time by 90%. 

Tackifiers 

The industry's most popular tackifiers reduce 
soil erosion when used to tack straw or when 
blended with mulch for hydroseeding. Our 
most advanced tackifiers require no cure time 
to be effective. 

ProPlus'" Hydro Mulch Additives 

ProPlus™ additives can help you custom-mix 
your hydraulic mulch for optimum performance 
on any site. From growth stimulants to water 
retention, there's a performance solution for 
every need. 

Flexterra FGM' 
Flexible Growth Medium 

Offers superior erosion control vs. blankets and any 
mulch, and requires no cure time. Provides the 
flexibility to meet the broadest range of applications. 

^ Hydro-Blanket* 
Bonded Fiber Matrix 

Ideal for slopes where blankets are impractical 
or too expensive and conventional hydraulic 
mulches aren't strong enough. Our BFM applies 
more easily and promotes faster germination. 

Cellulose Mulch 

Exclusive defibrillation process increases 
water-holding capacity by 22%, providing seed 
germination far superior to straw for nearly the 
same cost—ideal for general seeding. 

Wood/Cellulose Mulch Blend 

For the greatest yield and value, get the best of 
both worlds. We combine Thermally Refined 
wood fiber with the highest quality cellulose 
mulch in the industry. 

Futerra" E4 Netless™ 
Revegetation Blanket 

Futerra's patented combination of wood 
and crimped interlocking man-made fibers 
absorb more water than conventional 
blankets—and weighs less with no nets 
or threads to entangle mowers or wildlife. 

The First Tank Is FREE 
Call 1.866.325.6262 and let us know which Profile product you're interested in. 
We'll send you information and a voucher you can redeem with your 
distributor for a free trial load. Or visit www.profileproducts.com. 

PROFILE Products LLC • 750 Lake Cook Road, Suite 440 . Buffalo Grove, IL 60089 . 800-508-8681 . Fax 847-215-0577 . C2004 PROFILE Products LLC, all rights reserved. 

http://www.profileproducts.com


Where Can Landscape Business Owners, 
Managers & Their Employees Find 
Convenient, Affordable Training? 

www.greenindustryhub.com! 
5 FREE Courses 
Available Now! 

Full-Site 
Subscriptions 
at Low Prices! 

M A N A G E M E N T 

Business Management, Personal 
f Development & Workplace Compliance 

Courses Available Now to Premium Subscribers 

New Green Industry Courses Debut each month 

Premium 
Subscription 
Category 

Annual 
Subscription 
Price 

Price Per 
User 

Price Per 
Month for 
Each User 

PLANET 
Member -
Single Seat 

$195.00 $195.00 $16.25 

PLANET 
Member - Block 
of 5 Users 

$545.00 $109.00 $ 9.08 

PLANET Each 
Additional User -
6-24 Users* 

$109.00* $109.00 $ 9.08* 

Non-PLANET 
Member -
Single Seat 

$295.00 $295.00 $24.58 

Non-Member 
Block of 5 Users 

$695.00 $139.00 $11.58 

Non-Member 
Each Additional 
User-
6-24 Users* 

$139.00* $139.00 $11.58* 

* D e e p discounts f o r la rge g roups ( 2 5 + users) a re avai lab le 
by c o n t a c t i n g M i c h e l l e O d d o a t 8 0 0 - 7 4 5 - 7 2 1 9 x147 . 

SIGN UP TODAY for Immediate Access at: 
www.greenindustryhub.com or call 877-745-2745! 

GREEN 
INDUSTRY 

HUB 
Powered by 

Brought to you by 

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


T E C H N O L O G Y RESPONSIBLE FERTILIZATION 

Turf fertilizers 
in the crosshairs 
Every day, I roll out of bed at 

5 a.m., get dressed and, on 
my way out the door, I look 
over my shoulder and say, 
"See you later, dear, I'm off 
to pollute our rivers, con-
taminate the Chesapeake 

Bay, and turn our home state into a toxic 
wasteland. Be home around six." Who am I? 

A. A terrorist 
B. An industrialist 
C. A lawn care professional. 
If your answer is "C," you may share 

the same opinion as many lawmakers. The 
reason involves the Clean Water Act 
(CWA), non-point-source pollution 
(NPSP), and total maximum daily load 
(TMDL). Think CWA, NPSP and TMDL 
are Greek fraternities? If so, you should 
probably read on. 

Point-source po l lu t ion 
If you're as old as I am, you probably re-
member a television ad in which a lone 
Native American paddles his canoe 
through a grotesquely polluted body of 
water. In the background, you see an indus-
trial moonscape where smokestacks and 
sewer pipes spew vile muck into the air 
and water. As the shot fades, you see a 
single tear roll down his weathered cheek. 
This was powerful imagery that mirrored 
the political climate of the day. 

In 1972, concerns over water quality 

It's not e n o u g h to use fertilizers 
responsibly; you Have to s p e a k out 
a n d d e f e n d their use, as well 
BY RAY BUCKWALTER 

lead to the passage of the Clean Water Act 
(CWA). In those days, industry was tar-
geted as the primary culprit and the initial 
focus was point-source pollution. Find a 
discharge pipe, follow it to its source and 
force the polluter to fix it. In 1972, there 
was a lot of work to do, but finding point-
source discharges was relatively easy. As a 
result, any discharge into a lake, stream or 
waterway requires an EPA permit. Thou-
sands, maybe even millions, of permits have 
been issued. You can visit the EPA Web site 
to see for yourself. Browse to http:/ /oas 
pub.epa.gov/enviro/ef home2.water and 
enter your zip code. 

All of these discharges are now moni-
tored, and the originators are accountable 
for treating and removing pollutants to 
comply with our clean water regulations. I 
doubt anyone would argue that we haven't 
made great strides in understanding the 
point-sources of water pollution and clean-
ing them up. After all, it has been a long 
time since a lake or river caught fire and 
burned, and that's a good thing. 

Part of the CWA required the EPA to 

http://oas


Non-point-source 
pollution is essentially 
all runoff that enters 

streams and lakes. 

establish 'Total Maximum Daily Load" 
(TMDL) standards for various bodies of 
water. TMDL is the amount of any pollutant 
that can enter a body of water without caus-
ing it to exceed the clean water quality stan-
dard. It sounded like a great idea, but experts 
considered fair enforcement of TMDL al-
most impossible. Legislators effectively side-
lined enforcement by refusing to pass fund-
ing. That is, until President William J. Clinton 
signed an executive order as he was leaving 
office. Establishment and enforcement of 
TMDLs is still hotly debated, but compli-
ance is no longer optional. One of the more 
troublesome aspects of enforcing TMDL is 
that much of the problem is a result of non-
point-source pollution (NPSP). 

Not so simple task 
Non-point-source pollution is essentially all 

runoff that enters streams and lakes. On its 
way there, it picks up residues from every-
thing it touches, including oil from the 
parking lot at the local mall, detergents 
from your neighbor who washes his car in 
his driveway, byproducts from leaves de-
composing in the storm water system, over-
flow from malfunctioning septic fields and 
animal waste from the geese living in the 
local park. All are carried along and dis-
charged into streams and lakes. These pol-
lutants are categorized as biological, metals, 
nutrients, pathogens, thermal, pH and sedi-
ments. Sources of NPSP are everywhere, 
and they're easily detected by water testing. 
However, locating the sources and reducing 
them isn't so simple. 

Phosphorus and nitrogen are common 
problems if concentrations are too high, 

continued on page 69 



When seeding 

SeedjAccelerator jobs fail your 

phone rings off the hook, your customers 

get upset, your schedule fells apart and 

your profits fly out the window With its 

patented Moisture Cell Technology'" each 

PennMulch pellet expands to four times its 

size, retaining water to speed up 

germination. It protects your seed and only 

PennMulch provides just the right amount 

of starter fertilizer with one easy application, 

and without adding a single weed seed. 

PENNMULCH® SEED ACCELERATOR" TO THE RESCUE 

Users agree, and university research con-

firms, PennMulch provides fester establish-

ment, more uniform fill in, and up to 36% 



POWERED by H o n d a 

v i s i t p e r m a g r e e n . c o m for y o u r c h a n c e to w i n 
an all expenses paid Hawaiian getaway for two or a 
2005 Perma Green Ride-On MAGNUM Spreader Sprayer 
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continued from page 66 

but where does it come from? We use 
nitrogen and phosphorus as plant nutrients. 
Therefore, along with farmers and other 
related industries, we've become the target 
of regulators. These folks are working 
against a deadline to comply with TMDL 
limits. The science to support them and 
help them make sound decisions isn't com-
plete. Even so, under executive order, the 
courts won't wait for that to happen. Right 
or wrong, regulations will be put in place in 
an attempt to bring their water levels of 
various pollutants into compliance. Once 
again, our industry is on the defensive. 

To anyone who charges that turf is bad 
for the environment, I would say, "What is 
your alternative?" Left to its own devices, 
nature doesn't produce anything as service-
able as a lawn without some input and 

BMPs to combat NPSP 
• Limit paved (impervious) surfaces — 

use grass swales and porous walkways 

• Install gravel trenches along drive-
ways to collect water and allow 
infiltration 

• Divert gutter downspouts to allow 
infiltration and avoid runoff 

• Prepare soil adequately for plants to 
encourage infiltration 

• Use core aeration in heavy soils to 
reduce compaction 

• Grade away from structures and 
impervious surfaces at 1 % slope or 
greater 

• Soil test before fertilizing 

• Use slow-release fertilizer 

• Calibrate spreaders 

• Use the right kind of spreader and 
spreading technique 

• Fertilize grass at appropriate times for 
your turf type, weather and location 

• Develop fertilizer programs carefully 

management. Did you ever go hiking in the 
woods and stumble across a lawn or any-
thing resembling one? Can we eliminate 
fertilization and just mow and let nature 
take its course? Many of the folks who 
advocate this aren't thinking it through. 

In many cases, they're the same ones 
who have a heart attack over a dandelion. 
How would they feel about a whole yard 
full of weeds and invasive plants? Without 
proper fertility, it would require much 
larger amounts of pesticides to maintain 
anything resembling a lawn. Are there alter-
native ground covers? Maybe, but I for one 
believe that after thousands of years of trial 
and error and turfgrass cultivation, if there 
were a better option we would have stum-
bled on it by now. If you live in a desert, 
downtown Manhattan or on a house boat, 
maybe you can imagine your environment 

using university recommendations 

• Sweep up spilled fertilizer 

• Avoid fertilizing over impervious 
surfaces 

• Leave a buffer along waterways; 
don't fertilize within 15 to 25 ft. of 
shoreline 

• Advise customers to not feed ducks 
and geese 

• Advise customers to keep storm 
gutters and drains clear of leaves 

• Select the best plant or turfgrass 
for the site 

• Mow high and often 

• Select best watering method and 
maintain irrigation systems to 
avoid runoff 

• Don't overwater 

• Maintain dense, healthy turf to 
reduce runoff and erosion 

• Restore bare patches; use phosphorus 
where it will speed establishment 

• Use mulches to cover bare soil 
— RB 

The Nation's Most Dynamic 
iMttfiscnpe Management Company 

If you're looking to increase 
the size of your lawn 
maintenance service, shoot 
for the stars and look at a 
U.S. Lawns franchise. 
U.S. Lawns has become a 
shining example of what a 
professional landscape 
maintenance service should 
be. With the guidance of 
U.S. Lawns professionals, 
we'll show you, step-by-step, 
how to: 

• Grow Your Business 
• Maximize Efficiency 
• Cut Costs 
• Get the Job Done Right, 

the First Time 

For more information 
on becoming a U.S. Lawns 

franchisee, call us at 

1-800-US LAWNS. 
Over 100 franchised locations 

operating in 24 states. 

www.uslawns.com 

http://www.uslawns.com


completely devoid of turf. A lot 
of people can't. 

Good science rules 
Can turf maintenance be a 
source of water pollution? Im-
proper maintenance can, but 
there's a great deal of good 
science that supports the envi-
ronmental benefits of properly 
maintained turf. 

Turf and the turfgrass root-
zone act as an effective bio-fil-
tration media, removing many 
toxins from air and water. Turf 
absorbs pollutants including 
carbon dioxide, thus reducing 
greenhouse gases. Runoff from 
areas that are mostly paved is 

about 55% of rainfall, com-
pared to healthy turf where 
runoff volume is almost zero. 
Healthy turf reduces runoff 
and prevents soil erosion, a 
source of both sediment and 
phosphorus in lakes and 
streams. Turf cools the air in 
summer. On a hot summer 
day, a turf area will be 30 de-
grees cooler than asphalt and 
14 degrees cooler than bare 
soil. Turf helps to control dust 
and pollen, which can cause 
allergic reactions. Every 2,500 
sq. ft. of lawn supplies enough 
oxygen for a family of four for 
one day. Turf reduces noise and 
discomforting glare. Not to 

The Hustler Super l| 

DIESEL 

Unrivaled Speed And Power 
• Caterpillar certified with a 34 HP Caterpillar Diesel Engine 
• Only hydraulic-drive deck in class 
• Best warranty in the industry 

Largest cutting-height range among mid-mount mowers 
New deck design with better quality of cut and distribution 
Auto-reversing fans automatically clear radiator and oil-cooler core 
Largest fuel capacity in class 

HUSTLER 
Turf Equipment 1 - 8 0 0 - 3 9 5 - 4 7 5 7 
W W W . H U S T L E R T U R F E q i U I P M E N T . C a M 

mention that turf provides a 
wonderful surface for all types 
of outdoor activities. 

So we should have no prob-
lems, right? Think again. Regu-
lation of turf fertilizers has al-
ready begun and will likely 
continue. Accountability for 
various water bodies isn't al-
ways clear, so regulation occurs 
at the state, county and local 
level. One town may restrict 
phosphorus, another may ban 
lawn fertilizer altogether, while 
a third might require slow-re-
lease sources. These are scenar-
ios that already exist in the new 
world of nutrient regulation. 

Not unfamil iar terr i tory 
Proliferation of regulation 
makes doing our job harder and 
could even reach a point where 
our ability to maintain turf is 
severely impaired. Assess the 
threat from a political view-
point and it's easy to see that 
the lawn fertilizers and the 
landscape industry are among a 
handful of highly visible targets 
for regulation. After all, Canada 

geese are protected. You can't 
control them and you certainly 
can't fine them. 

This isn't unfamiliar terri-
tory — we've been here before 
with pesticides. And just like 
before, the threat of regulation 
may drive a wedge between 
farmers, landscapes and those 
who supply "do-it-yourself' 
products. Environmental ac-
tivists have already seized on 
the issue to bolster anti-indus-
try rhetoric. One thing we've 
learned is that our industry 
must proactively work with 
lawmakers to prepare them 
with the facts, or they'll quickly 
buckle under pressure. 

There is some good news. 
Our industry has had success 
resulting in reasonable and 
environmentally sound regula-
tion. Delaware is one such 
success story where regulators, 
university researchers and in-
dustry stakeholders worked 
together to help protect the 
Chesapeake Bay. H.S. Waite, 
S.S. Barton, T. Ilvento and J.S. 
Sims at the Department of 

Turfgrass — the solution 
One big culprit in NPSP is imperious surface. Concrete, 
asphalt and other surfaces don't allow water to infiltrate 
and be purified. Water moves across these surfaces and 
picks up contaminants, which find their way into streams 
and lakes. Building codes limit impervious surfaces and re-
quire storm water management systems for developments 
that create runoff. Detention basins are a common feature 
of these systems where excess runoff collects and is al-
lowed to percolate into the soil to be cleaned. What do en-
gineers use as the surface of detention areas? You guessed 
i t— turfgrass, of course! 

— RB 
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Plant and Soil Sciences at the University of 
Delaware, Newark, developed a compre-
hensive summary report. This is an excel-
lent place to start if you want to leam 
more. Even though turf is an environmen-
tal hero, improper maintenance practices 
can lead to nutrients going where they 
aren't needed or wanted. 

come at the last minute. 
The next time you venture out to start 

your day at zero-dark-thirty and someone 
asks where you're going, hold your head 
high and tell them you're off to save the 

Three recommendations 
The three most common recommenda-
tions are: 1) use soil tests before making any 
fertilizer decisions, 2) use slow release in 
preference to quick-release fertilizers, and 
3) leave grass clippings on lawns to recycle 
nutrients and to reduce the need for fertil-
izer. For a more comprehensive list of best 
practices, see the sidebar on page 69. 

Following best 
practices means you're 

doing the right thing 
the right way. 

Following best practices means you're 
doing the right thing the right way. It's im-
portant, but not enough. Become an emis-
sary for your industry. Know the facts and 
be prepared to set the record straight. 
Don't be afraid to speak up and answer 
questions. When faced with regulation, get 
involved. We lose battles too many times, 
particularly at the local level, because no 
one shows up. 

If you need help, reach out to your 
associations. There are many associations 
that help represent your interests. Most 
importandy, you must support your associ-
ations both financially and by participa-
tion. The regulatory process takes time and 
money. Associations need manpower and 
money to participate in the process and be 
at the negotiating table from day one. It's 
much more expensive and usually fruitless 
to try to intervene and change the out-

world. . .or at least your comer of it. l m 
— The author is an agronomist with the 
Lebanon Seaboard Company. He can be 

reached at 908/479-6533 or 
rbuckwalter@lebsea.com. 
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Commercial 
finishing mowers 
with cutting widths of 
48" to 84" for tractors of 12 h.p. to 40 h.p. 

farm king 
Buhler Manufacturing 
301 Mountain Street S., 
Morden, Manitoba Canada R6M 1X7 
Ph.: 204-822-4467 
Toll Free: 1-888-524-1004 
Fax: 204-822-6348 
E-mail: info@buhler.com 
Web Site: www.buhler.com TSX: BUI 

Visit www.buhler.com for detailed specifications and 
distributor/dealers in your area. 

Smoother fairways 
Three great mowers float independently 

to give you one terrific 
high volume grass trimmer. 

Nine high j X —T 
lift blades create ^ R r - j 
a powerful vacuum ^ ^ J ^ H H ^ ^ H 

cut. m ^ H ^ E S S i 
Overlapping blades Vfl 
and decks prevent ™ \ 
stripping when turning. 
Each deck floats independently for 
a uniform manicure even on rolling terrair 
Four models of 11', 13', 16' or 19' cutting 
widths for tractors . 
of 35 h.p. to j T V 
60 h.p. V!> q - A 

Narrow transport width 
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Solutions Center 
REAL ANSWERS TO REAL CHALLENGES 

Power in 
their hands 
Middleton Lawn & Pest Control's t e c h s 
use n e w m o b i l e tools to drop costs, 
boost c u s t o m e r service BY GREG CLENDENIN 

W ith 300-plus employees oper-
ating out of 16 branch offices 
across central Florida, Middle-
ton Lawn & Pest Control 

knew there was a better way to track its 
50,000 residential customers. Its lawn techs 
alone have as many as 25 appointments daily. 

THe problem: 
Too much paperwork 
Until recently, technicians returned from 
their routes loaded down with paper-
work, which then had to be mailed 
to one of the company's district ** 
offices where employees man-
ually updated Middleton's 
central customer database. 

This process translated 
into significant back-office 
costs. 

It also meant that 
Middleton's managers 
often had to wait up to 
five days before having 
access to reports on such 
key business indicators as 
operational revenues and 
chemical usage. 

LANDSCAPE M A N A G E M E N T / F ^ ^ • H H t t f i t H H I ^ H ^ ^ H i i H H A e n t . n e t 

"The customer would call in and ask 
what we did at their house. We couldn't 
tell them until several days later," says Mike 

Reynolds, Director of Infor-
mation Technology. "We 

^ would have to contact 
I the technician who ac-

tually did the work and 
I then have him call the 

K customer back later." 

The solution: pocket PC 
Reynolds and his IT team realized they 
needed a reliable mobile technology 
package that was easy for Middleton's 
field technicians to use. The package had 
to operate on a versatile and robust 
hardware platform and communicate 
seamlessly with the company's central 
data repository. The solution turned out 
to be the HP iPAQ Pocket PC running 
SmartBiz Mobile, a software application 
from FMC Software Solutions opti-
mized for the lawn care and pest man-
agement business. 

Today, Middleton's lawn technicians 
arrive for work and download their day's 
route onto their iPAQ Pocket PCs using a 
wireless connection. Once on the jobsite, 
they can access all the information they 
need to provide service. "The handhelds 
allow the techs to look at a customer's his-
tory, previous problems that the customer 
has reported to the office, and exactly what 
kind of stop it is," Reynolds notes. "When 
the job is complete, they use the iPAQs to 
enter information about the chemicals 
used, capture any notes they need to tell 
the office about and then create a verifica-
tion record for the appointment that will 

be used to create the cus-
tomer's invoice." 

^ ^ ^ ^ W At the end of the day, 
• - the technicians return to 

the branch office and up-
load their day's activities to 

^ ^ the company's HP ProLiant 
servers. By 10 a.m. the next day, 

managers can access all the numbers from 
the previous day's routes. 

"This also allows us to catch any ap-
pointments that were missed so we can put 
them on the next day's schedule and any 
follow-ups that have to be done the next 
day," Reynolds points out. The iPAQ Pocket 
PC interface allows technicians to be up 
and running with only a few hours of train-



Middleton Lawn 
& Pest Control 
• AT A GLANCE 

U.S. Headquarters: Orlando, FL 

Founded: 1952 

Employees: 300 

Telephone: 866/352-3764 

URL http://wvwv.middletonpest.com 

Primary business: Lawn and pest 
management services for 50,000 
residential customers 

ing, Reynolds says. In fact, acceptance of 
the new technology by technicians has 
been so favorable that the IT team is work-
ing on new mobile applications, including a 
module that allows technicians to keep 
track of their hours. Another IT initiative 
under development involves geo-coding 
Middleton's customers and using iPAQ 
Pocket PCs equipped with Global Position-
ing System (GPS) modules to calculate 
more efficient service routes. 

Reynolds and his IT team are also taking 
advantage of the lightweight HP Compaq 
Tablet PC tcl 100 to provide real-time 
wireless communications between Middle-
ton's sales force and the central customer 
database at the home office. "For our sales-
people, the customer information has to be 
live so we don't double-book an appoint-
ment," Reynolds explains. "Thanks to the 
Tablet PC, we can have salespeople update 
their customer data dynamically without 
coming into the office." 

"Outstanding." That's how Reynolds 
describes the results of HP's mobile tech-
nology solutions on his company's bot-
tom line. With the back office workload 
reduced by 75%, Reynolds estimates Mid-
dleton is saving $10,000 monthly and 
that the project will pay for itself in less 
than a year. 

With reports available on a next-day 
basis, Middleton's management is more 
agile, spots trends earlier and responds 
more quickly to new opportunities. "As a 
result, we can use our human resources in 

ways that will give our customers better 
service and increase our opportunities to 
cross-sell other products." 

Sales growth is easier to accommodate. 
The company was able to add five addi-
tional lawn technicians and 10 salespeople 

without adding any back-office staff, 
Reynolds says. The company has grown 
20% since adding iPAQ Pocket PCs. lm 

— The author is president CEO of 
Middleton Lawn and Pest Control. Contact 
him at gdendenin@middletonpest.com. 
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Capitalize on the Potential. 
From the products applied to the markets served, Express Blower 
has the most versatile blower equipment available. 
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T E C H N O L O G Y YOUR GlPDE TO PRODUCT RESEARCH 

Ditch Witch A 
The Ditch Witch RT55 is the most compact of 
the company's RT series. It features an inte-
grated front cast weight that reduces counter-
weight requirements and helps provide supe-
rior balance when running attachments. 
Attachments include backhoe, reel carrier, 
trencher, vibratory plow and a combination 
trencher/vibratory plow. This tractor is designed 
primarily for work on utility, telecommunica-
tions and landscape/irrigation projects. 
For more information contact Ditch Witch at 
800/654-6481 or visit vww.ditchwitch.com I 
circle no. 262 

Long 
The 270DTC and 320DTC are both 4-WD trac-
tors with partial synchromesh shuttle drive. 
They offer eight forward and eight reverse 
speeds. The 270 has 27-hp, 4-stroke, water-
cooled engine; the 320, 32-hp. Both have 9.8-
gpm, 3-pt. Cat 1 hydraulics and hitch with hy-
draulic position control to handle the optional 
loader, finishing mower or tiller attachments. 
For more information contact Long at 877/639-
5194 or www.farmtrac.com I circle no. 263 

Walker 
The new Model MB tractor uses the same 

principles as the original Walker Mower, in-
cluding tilt-up body, zero-turn maneuverability, 
low center of gravity and operator comfort in 
an even more compact configuration. The 
tractor design is simplified and is more eco-
nomical for non-catching applications by elimi-
nating the provision for the built-in Grass Han-
dling System used on other Walker Mowers. 
Two independent Hydro-Gear transaxles and 
two steering levers make it easy to operate. 
Ground speed up to 8 mph with the 18-hp 
Briggs Vanguard engine. 
For more information contact Walker at 
800/279-8537 or www.walkermowers.com I 
circle no. 264 

continued on page 76 

• This isn't NASCAR — size your 
horsepower requirements to the 
task. 

• Consider a diesel for continuous 
operation, gas for job hopping. 

• Check how many attachments the 
vendor offers. 

• The transmission should be easy to 
shift especially forward to reverse. 

• Check that the hydraulics meet 
your work needs. 

• A pto (power take off) gives 
extra versatility. 

• As with mowers, width and turn-
ing radius are important. 

• Be sure your in-house mechanic is 
familiar with the vendor's make and 
models. 

• Bounce around in the seat. You 
will be putting many hours on your 
rear end there. 

• Order your unit with the right 
tires for your work conditions: turf 
tires, big lugs, etc. 

BY CURT HARLER 

LM Reports 

Compact 
tractors 

http://www.farmtrac.com
http://www.walkermowers.com


NOW YOU CAN DIG DEEPER, LOAD FASTER AND WORK LONGER. 
SO A FEW EXTRA JOBS THIS WEEK SHOULDN'T BE A PROBLEM. 

Yes. You're an L39 owner. 
W h e n y o u have a l ong list o f jobs a n d a 
short a m o u n t o f t ime, the Kubo ta L39 is 
ready to g o to wo rk . W i t h a n auto- level ing 
f ron t loader , qu ick -a t tach b a c k h o e a n d 
i ndependen t PTO, no o ther ut i l i ty t rac tor 
gives y o u m o r e features for the pr ice - o r 
m o r e p roduc t i ve hours in a w o r k day . 

- 39 HP Kubota diesel engine 
-12-speed GST transmission 

Kubota. 
EVERYTHING YOU VALUE 

Financing available through Kubota Credit Corporation. 
For product and dealer information, call 1 -888-4-KUBOTA. ext. 403 

or click on www.kubotaU40.com S FETY 

http://www.kubotaU40.com
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Direction and speed are controlled by two 
steering levers, while the lift and tilt loader 
hydraulics are controlled by separate foot ped-
als or an optional Advanced Control System 
(ACS). Its rubber tracks deliver excellent flota-
tion, traction, and a smooth ride, letting it 
adapt to unexpected ground conditions, and 
giving it a ground pressures of just five psi. 
For more information contact Bobcat at 
866/823-7898 or www.bobcat.com I 
circle no. 266 

Branson Tractors 
The 38-hp Branson 3820 tractor features syn-
chro-shuttle transmission with 12 forward and 
12 reverse gears. Unit has 4-wheel drive, with a 
4-cyde water-cooled diesel engine. There is a 
live, 2-speed 540/1000 rpm pto and a Cat 1 3-
pt. hitch with 8.2 gpm hydraulic pump. 
For more information contact Branson at 
877/734-2022 or www.bransontractor.com I 
circle no. 267 

continued from page 74 
John Deere • 
New from Deere is the 3000 Twenty 
Series, with four new models: the 
3120, 3320, 3520 and the new 
"high-horsepower" 3720 that 
range from 30 to 44 gross horse-
power. These tractors feature powerful, Yan-
mar, Tier ll-compliant diesel engines, while the 
3520 and 3720 include turbocharged perform-
ance for more powerful and efficient operation. 
The new performance tracking system allows 
operators to monitor all tractor functions with 
the touch of a button while offering operators 
a familiar automobile-style console. The 
12F/12R PowrReverser transmission allows op-
erators to change directions quickly and easily 
without clutching through the use of a lever. 
The eHydro transmission provides infinite speed 
selection and unmatched productivity with no 
clutching or shifting required. 
For more information contact John Deere at 
800/537-8233 or www.johndeereag.com I 
circle no. 265 

Bobcat Company * 
The T180 features a Tier ll-compliant, Kubota 
direct-injected 56-hp engine. Similar to the ex-
isting T190 model, it features an 1800-lb.-rated 
operating capacity and a lift height of 114.5 in. 

Allmand • 
The TLB-220 heavy-duty compact tractor loader 
backhoe tackles many jobs reserved for larger 
TLBs, maneuvers easily in tight areas and can be 
towed on a trailer behind a pickup truck. The 
3,115-lb. TLB-220 features a Robin EH65D air-
cooled gasoline engine generating 20.5 hp at 

3,600 rpm. Optional Kohler 20-hp air-cooled 
engine is also available. Industrial-class backhoe 
features a 2,875-lb. digging force as well as an 
8-ft., 4-in. digging depth. Dual cylinder, 180-de-
gree hydraulic cushioned swing allows precise 
work in tight areas. Joystick controls and hydro-
static drive make it easy to operate. 
For more information contact Allmand at 
800/562-1373 or www.allmand.com I 
circle no. 268 

Terratrac 
The Aebi TT75 is the newest model from Terra-
trac. Powered by a Kubota V 2003-T, 4-cylinder 
turbo diesel, it has speeds from 0-7.5 mph in 
slow range, 0-25 mph in high. Has both front 
and rear engageable pto shafts, and front and 
rear 3-pt. Cat 1 hitches. Comes with cab and 
infinitely variable hydrostatic transmission. 
For more information contact Terratrac at 
888/729-2324 or www.aebi-us.com I 
circle no. 269 

continued on page 78 

http://www.bobcat.com
http://www.bransontractor.com
http://www.johndeereag.com
http://www.allmand.com
http://www.aebi-us.com


G r a n u l a r G R A S S A N D B R O A D L E A F P R E E M E R G E N T H e r b i c i d e 

It won't do your bottom line any good, either. Research shows that hand-weeding can knock your profits for a loop in no time. Maybe that's why 

so many nursery operators and landscapers are choosing the superior control of Snapshot* specialty herbicide. Snapshot can be used over-the-top of more 

than 413 field-grown and 235 container-grown ornamentals, for control of 111 broadleaf weeds and annual grasses - for up to eight months. That's more 

than any other preemergence product on the market. Plus, it's gentle on ornamentals. This year, knock out weeds and grasses - instead of your workers -

with the proven performance of Snapshot. 

Day and Night. Month after Month. 
'Trademark of Dow AgroSoences LLC 
Always read and follow label directions 
wwwdowagro.com/turf 1-800-255-3726 

Eight straight months of hand-weeding 
l around the clock can take its toll on 
Ik the average worker. 
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continued from page 76 
Massey Ferguson 
The MF 431 is a 44 -hp utility t ractor w i t h a 
1103C-33 Perkins engine. It offers e ight for-
w a r d and t w o reverse speeds. Center shift 
levers are placed for easy access and smoo th 
shift ing. Includes rear w o r k light, 3-pt . hitch 
and 18 .5 -gpm hydraulics w i t h lift capacity of 
2 0 0 0 pounds. A fo ldable ROPS f rame is de-
signed for l o w clearance situations. 
For more information contact your local Massey 
dealer or www.masseyferguson.com I 
circle no. 270 

New Holland • 
N e w Holland's fo rmer LS Series yard tractors 
have been replaced by the n e w M Y Series. 
These yard tractors feature improved m o w e r 
decks and an EZ-Latch system t o make switch-
ing be tween at tachments easy. M Y 1 7 and 

Why Incur Expensive Ground 
Restoration Costs? 

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 condit ions 
• 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 

Never get stuck AGAIN! cold and heat 
Call for the name of your nearby dealer . . 

R88-544-6287 814-827-8884 
Ac It frtr Alti1 r n j U ^ T C h i / kJ j m o / 

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

Affordable Handheld 
Underground Boring System 

The Improved BorZit System 
lays pipe or wire under sidewalks, driveways, roads, cart 
paths or any improvement faster with less effort for $265 
with FREE ground shipping. We have tested and 
improved the system for 12 years, so we can advise you 
how to complete those difficult projects. BorZit saves 
you time, money and eliminates the drudgery of digging 
or pounding. Powered by a d r i l l , it bores 1-foot per 
minute up to 6 0 feet with amazing accuracy. It can bore a 
1JT, 2", 3" or 5" hole. BorZit is backed by a full 1-year 
guarantee you must be satisfied or your money back! 

Call 1-800-803-8738 Ext. LM 
www.borzit.com 

618 Barnett Ave., Encampment, WY 82325 

Circle 140 

M Y 19 models boast new, reliable commercial-
grade 2-cylinder Kawasaki engines. Tight, 16-
in. tu rn ing radius is o n all three models (MY16, 
M Y 1 7 , and MY19) . W i t h horsepower ranging 
f r o m 16-19, they have several m o w e r decks in-
c luding a 42- in. side-discharge, 48- in. side-dis-
charge mulch ing opt ion) and a 52-in. side dis-
charge w i t h mulch ing opt ion. 
For more information contact New Holland at 
717/355-1121 or www.newholland.com I 
circle no. 271 

t ional compact tractors 
w i t h hydrostatic transmis-
sion, RevGuide System 
and 38- hp engine. Trac-

tors are designed as medium- l ight machines for 
municipalit ies, parks, sports grounds and golf 
courses. Integrated package of technical solu-
t ions developed o n the original concept of an 
equal al l-wheel drive enables the TTR HST t o 
w o r k in either of t w o directions, in comple-
mentary situations, moun t i ng f ront , rear and 
t o p at tachments at the same t ime. 
For more information contact Redexim 
Charterhouse at 800/597-5664 or 
www.redexim.com I circle no. 272 

Redexim 
Charterhouse 
Redexim Charterhouse 
offers the An ton io Car-
raro Series 30 mult i func-

Create an instant roadway 

http://www.masseyferguson.com
mailto:sales@alturnamats.com
http://www.alturnamats.com
http://www.borzit.com
http://www.newholland.com
http://www.redexim.com


Kubota 
The B7800 features a 4-cylinder, 30-hp (gross) 
engine that produces tremendous power and 
high torque, yet it still meets EPA Tier-1 emis-
sions regulations. Choose industrial R4 or R3 
turf tires, depending on the job. Dual hydraulic 
pumps boost hydraulic power to levels of larger 
tractors. Full-floating ISO-mounted flat deck 
gives ample leg room, reduces vibration and 
driver fatigue through the use of rubber 
mounts. Rear PTO is standard. 
For more information contact Kubota at 
888/458-2682 or www.kubota.com I 
circle no. 273 

Cub Cadet Commercial T 
New Series 6000 compact tractors join the 
5000, 7500 and 8000 Series. The 6000s are 
powered by a 28-hp Caterpillar diesel. PosiTrak 
tranny automatically engages on-demand 4WD 

Hitch, with float position, accommodates 60-in. 
rear dozer blade, 9-in. post hole digger, 40-in. 
tiller, rake and box blade. 
For more information contact Cub Cadet Com-
mercial at 877/835-7841 or www.cubcadet-
commercial.com I circle no. 274 

Ventrac 
The Ventrac 4200VXD comes with choice of 
four liquid-cooled engines: a Kawasaki 27-hp, 
2-cylinder gas; 3-cylinder Vanguard diesels 
with 26.5 or 31-hp turbo; or a 3-cylinder Van-
guard gas with 31-hp. All offer power steer-
ing, electric pto, 5.2 mph speed in the low 
range with turf tires, 10 mph in high range. 

The tractor has 30 attachments to tackle a 
variety of job applications. 
For more information contact Ventrac at 
866/836-8722 or www.ventrac.com I 
circle no. 275 

Simplicity 
The newly released Legacy XL is available in 
three powerful 27-hp engines: a V-twin, air-
cooled Kohler Command featuring cast iron 
cylinder liners, a mechanical fuel pump, hy-
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Survivability 
Biotechnology that's right for your 
specific transplant environment. 

• H H • Increase t ransplant survival 
I Improve p lant heal th 

• Save o n rep lacement costs 

(800) 342 -6173 
www.novozymes.com/roots 

CONSTRUCTION. 
STRESSED SOIL 

HEAT & DROUGHT 
CONDITIONS 

Plant Care Group 

All-Terrain 

NORMAL 
PLANTING 

http://www.kubota.com
http://www.ventrac.com
http://www.novozymes.com/roots


LM Reports 

Power Trac 
The PT-2430 is a hydrostatic drive tractor pow-
ered by a 30-hp diesel engine and features turf-
friendly 4-WD articulated steering, with all 
wheels rolling on the ground — not twisting or 
digging into turf. Its bucket loader has optional 
backhoe attachment. Over 40 front-mounted 
attachments with Quick-Attach are available 
and can be changed from the operator's seat. 
For more information contact Power Trac at 
800/843-9273 or visit www.power-trac.com I 
circle no. 278 

AGCO^ 
The ST55 has a 12x12 synchronized mechani-
cal shuttle transmission with three ranges and 
four gears to keep the unit moving. It features 
liquid cooled, 4-cylinder diesel engine that de-
livers up to 55 hp. This tractor has both left and 
right entry doors and all controls are easy to 
access on the right console with directional 

draulic valve lifters, a 15-amp charging system 
and an external oil cooler; or a liquid-cooled 
Kawasaki V-twin with radiator, fan and water 
pump, cast iron cylinder liners, 20-amp charg-
ing system and electric fuel pump; and finally, a 
B&S Daihatsu three-cylinder, in-line, liquid-
cooled diesel with radiator, fan and water 
pump. All three offer full pressure oil lubrica-
tion, 500 cold cranking amp battery, large five-
inch muffler and a 5.5-gallon fuel tank with 
large filler neck. The Tuff Torq K92 transmission 
provides plenty of hydraulic capacity for power-
ing the tractor and large attachments. 
For more information contact Simplicity at 
800/933-6175 or www.simplicitymfg.com I 
circle no. 277 

shuttle control to the left. 
For more information, contact your local AGCO 
dealer or visit www.agcocorp.com I circle no. 
278 

• Challenger 
Available this spring, the Challenger MT200B 
series has over 40 improvements. Tilt up hood 
makes access to air filter, radiator screen and 
battery easy, even with loader installed. Fuel 
capacity is up 34%. Six models range from 

22.5 to 52 hp in a variety of 
chassis sizes and transmis-
sions. Scooped fender design 
creates 20% more hip room 
(3 in. on each side) and more 
room to operate controls. In-
creased hydraulic flow gives 
faster loader and backhoe 
operation, with 3-pt hitch 
lift capacity up 20% over 
A-Series. 
For more information contact 
your local Caterpillar dealer 
or see Challenger at 
www.challenger.agco-
corp.com I circle no. 279 

http://www.power-trac.com
http://www.simplicitymfg.com
http://www.agcocorp.com


Join the aeration revolution 

First, we introduced the 
award-winning TurnAer 26-
an entirely new way to aerate lawns. Now, with the TurnAer 20, 

you can put this productivity-boosting technology to work in 

tight areas and smaller lawns. Both operate like a mid-size mower. 

Their revolutionary DiffDrive™ with dual-brake action lets you turn 

with the tines in the ground without tearing turf. And for the first 

time ever, you can ride behind an 

aerator with the new TurnAer 26 

Chariot. Aeration no longer has 

to be hard work. Join the aeration 

revolution with TurnAer products 

from TURFCO-the Direct answer 

to your renovation needs. 

NEW for '05 

TURNAER20 
Has all the features of the 
TurnAer 26, plus: 
• Fits through a 28" gate 
•The ultimate aerator for 

smaller lawns 
• Drives like a mid-size 

mower 

TURNAER 26 CHARIOT 
Enhance your TurnAer 26 
by adding the Chariot for 
larger lawns. 
• Maximize productivity 
• No more walking 

Request a free video and 2005 catalog 

Call Toll Free 800-679-8201 
Visit us on the web at www.turfcodirect.com 

Circle 142 

TURNAER26 

http://www.turfcodirect.com


California Institute 
of Technology 2004 PGMS Grand Award Winner 

for University and College Grounds 

Property at a glance 
Location: Pasadena, CA 
Grounds Supervisor: 
Milton M. Olander III 
Category: University and College 
Grounds 
Total budget: $1,397,722 
Year site built: 1891 
Acres of turf: 23 
Acres of woody ornamentals: 10 
Acres of display beds: 15 
Total paved area: 35 acres 
Total man-hours/week: 1,200 

Maintenance challenges 
• Coordinating work according to 
campus events needs and frequency — 
there are approximately 1,000 per year 
ranging from small to large events 

Project checklist 
Completed in last two years: 
• Design and landscape of new 
signature courtyard, as part of a 
new building construction 
• Renovation of natural ponds on 
campus 

• 30 full-time staff, one licensed 
pesticide applicator 

It's a good thing Milton Olander III has 
a sense of humor. Otherwise, he might 
have quit his job as grounds supervisor 
at the California Institute of Technol-

ogy a long time ago due to all the 
student pranks. Imagine finding 
the Beckman Hall turf covered 
with Crisco just a few weeks 
before commencement. 

It's obvious Olander takes it 
all in stride, given that he's 
been at Caltech for 22 years. 
He started as a section gar-
dener, progressed to crew 
leader and now runs the whole show. He's 
currently taking courses at Mount San An-
tonio Junior College in nearby Walmouth 
in hopes of earning a degree in horticulture. 

"I've always enjoyed working outdoors 
and the challenge of taking care of a large 
campus," Olander says. 

It's not a huge campus — no more than 
5,000 people bustle about at any one time. 
But 1,000 events per year take its toll on the 
grounds crew. Plus, there's 23 acres of turf to 
maintain (and repair when a car drives over 
it), 35 acres of paved area and the occasional 
incident of vandalism that is the grounds 

Milton Olander III (left) oversees all 
grounds tasks, including resodding. 

staff s responsibility to repair. 
"I try to lead by example," says Olander. 

"We have a good program of cross training 
so that everybody is efficient at doing every 
task and operating every machine." 

"I don't like being a desk jockey, but 
that's part of the job," Olander adds. "We 
have a new hire coming in here in a week, 
and what I'll tell him is, 'There's your way, 
and then there's the Caltech way.' Every-
one needs to be on the same page." 

Another part of the Caltech program — 
Olander and his crew practice and promote 
IPM on campus properties. 

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 V / m a n a g e m e n t ! 



Integrated Pest Management is key 
in keeping 15 acres of display beds 
and 10 acres of woody ornamentals 
looking sharp. 

The Caltech grounds crew relies upon 
proven methods — responsible fertilization 
and frequent aerations — to keep 23 acres 

of turf in fine shape. 

www.landscapemanagement.net / F E B R U A R Y 2005 / LANDSCAPE MANAGEMENT 83 
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Game over, grubs. MACH 2® specialty insecticide is the proven season-long force against grubs, cutworms, sod 
webworms and armyworms. And it costs up to 10% less per acre than the other leading brand. Plus, it comes with 
a hassle-free performance guarantee. Combine that with a standard 2-lb. a.i. per acre rate for all grub species and 
a wide application window - clear through the second instar and without the need for immediate irrigation - and 
you have one powerfully cost-effective insecticide. So now it's easier than ever to say hasta la vista to grubs, baby. 
Guaran tee applies only to professional use. Other l imitations and condit ions apply. Guarantee payment is l imited to the cost of the MACH 2 component 
of the formulat ion used. For complete details see www.dowagro .com/ tu r f or your supplier. 

R AT E D Pounding grubs with 2.0pounds 
PG-2 .0 per acre of a.i. for all grub species. 

http://www.dowagro.com/turf


Maximum power for 
season-long grub control. 

Dow AgroSciences 

MACH 2 
Specialty Insecticide 

www.dowagro.com/turf 1-800-255-3726 ®*Trademark of Dow AgroSciences LLC. Always read and fol low label directions. 

The performance is guaranteed, baby. 

http://www.dowagro.com/turf


Products 
TOOLS OF THE TRADE 

Sensitive but tough 
Dixon Industries' new PRO 
Series Kodiak zero-turn mower 
comes with a choice of 
Honda 20-hp, Kawasaki 
19-hp, Kohler 20-hp or 
Briggs&Stratton21-hp 
Vanguard engines with 
large capacity canister air 
filters. The extra large one-gal. hydraulic drive 
system features Parker pumps and wheel mo-
tors. It's engineered with Dixon's EnviroSystem, 
which places special emphasis on operator ergonom-
ics and comfort and provides for quiet operation, low vibration and a smooth ride. 
The mower also has a 50-in. welded Tunnel Force deck with Fusion high-lift blades, 
tungsten-carbide treated to stay sharper up to 200% longer. 
For more information contact Dixon at 800/264-6075 or w a, I circle no. 252 

No more moles 
Bell Laboratories has come out with Talpirid, a 
mole bait that the company says is the only one 
that has been proven to work in both field and 
laboratory testing. In the past, mole baits were 
developed assuming that moles were similar to 
rats and mice, when in reality they're insecti-
vores. Talpirid works as an antagonist to a 
mole's high energy demands and doesn't harm 
lawns, flowering plants, trees or shrubs. It's also 
designed to naturally degrade, leaving no 
buildup of active ingredient in the soil. Under 
normal conditions, this will happen in 14 days. 
For more information contact Bell Laboratories 
at 866/237-4448 or www.bell-labs.com I 
circle no. 250 

Tractor factor 
Allmand's 8435 and 8435 HST compact utility 
tractors feature powerful diesel engines, two 
power train model options and mechanical 
4WD. Powered by a 36-hp Mitsubishi S4L2 
diesel engine, the 8435 features a synchro-shut-
tie shift transmission allowing easy forward and 
reverse operation. Multiple gear range selec-
tions on the 8435 are available to manage a 

variety of implement applications. With the 
same engine, the 8435 HST features a hydro-
static transmission providing infinitely variable 
speed selection with simple foot-pedal control, 
completely eliminating the need for a clutch. 
Cruise control enables the operator to maintain 
a set speed for extended periods without foot-
pedal pressure. 
For more information contact Allmand at 
800/562-1373 or www.allmand.com I 
circle no. 251 

Go like a hydro 
Havener Enterprises has added hydro commercial 
mowers to its Bradley mower line. Designed in 
conjunction with Hydro-Gear, Bradley hydro 
mowers utilize IZT wheel motor pumps technol-
ogy that allow for a lower center of gravity. 
They're available with 36- or 48-in. decks and 15-
hp or 18-hp Kohler engines. Commercial quality 
industry standard components like greaseable 
spindles, fabricated 7-gauge steel decks, and 9-
spline couplers come standard. Grass catchers, 
mulch kits, one- and two-wheel sulkies, and 
swivel wheel sulkies are also available. 
For more information contact Bradley Mowers 
at www.bradleymowers.com I circle no. 253 

On track 
HydroPoint Data Systems announces the intro-
duction of the WeatherTRAK ET plus controller, 
which features fully integrated WeatherTRAK 
Scheduling Engine software that takes the 
guesswork out of irrigation programming. The 
Scheduling Engine automatically generates an 
accurate irrigation program for each station of 
a landscape based on user-entered parameters 
such as plant, soil, slope and sprinkler type. It 
also includes the WeatherTRAK ET Everywhere 
service, which delivers daily local weather-based 
ET updates via a two-way wireless communica-
tion network. 

For more information contact HydroPoint at 
800/362-8774 or www.hydropoint.com I 
circle no. 254 

Dress it up 
Millcreek introduces two new topdressers, the 
Turf Tiger Cubs, with 1.8 and 2.3 cu. yd. ca-
pacity. The new units feature the exclusive 
Saber Tooth beater, which provides a dramatic 
increase in application speed without compro-
mising spreading precision. The beater allows 
application of material even if wet and clumpy, 
such as compost and topsoil mixtures with an 
application pattern up to 6-ft. wide, depend-
ing on material conditions. The Turf Tiger Cub 
Topdressers can apply light coverage, such as 
for lime or light topdressing, or heavy cover-
age, up to 1 in. in a single pass, for materials 
such as compost or other bulk turf materials. 
In addition, the machines apply infield mix for 
baseball and Softball fields, disperse grass clip-
pings at golf courses, apply wood chips for for-
est and park trails, install infill mixtures for syn-
thetic turf installations, and spread a range of 
other bulk materials required for grounds 
maintenance purposes. 
For more information contact Millcreek at 
800/311-1323 or www.millcreekmfg.com I 
circle no. 255 

continued on page 88 
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Grasshopper's new MaxTorque™ diesel engine practically pays 
for itself in fuel and maintenance savings alone* But that's only 
the beginning. With an anticipated service life almost triple 
that of most gasoline engines, MaxTorque™ will still be mowing 
when other mowers have been replaced. And since it delivers 
the reserve torque you need to power through heavy grass 
effortlessly, you can depend on superior performance 
regardless of conditions. 
* Uses 35% less fuel than a 2-cylinder, l iquid-cooled gasoline engine. 

Can your 
* mower 
do that? 

Your Next Mower 
www.grasshoppermower.com/LM 
Phone: (620) 345-8621 • FAX: (620) 345-2301 

See your Grasshopper dealer for a demonstration. 

http://www.grasshoppermower.com/LM


Products 

continued from page 86 
Can you dig? • 
Case has upgraded four of its CX compact 
excavators to be Tier 2 certified, increasing 
horsepower, hydraulic pressure and hydraulic 
flow at the same time. The upgraded Case 
CX27B, CX31B, CX36B and CX50B compact 
excavators now feature an overall 19% in-
crease in engine horsepower, 15% increase in 
hydraulic flow and 14% increase in hydraulic 
horsepower. All models are equipped with a 
hydraulically controlled backfill blade for 
added machine stability and light dozing 
work. The newly designed backfill blade boils 
material in front of the blade, allowing for 
efficient backfilling. In addition, increased lift 
work range on the backfill blade improves 
trailer loading. The Case CX27B, CX31B, 
CX36B and CX50B models range from 5,666 
to 10,383 lbs. (2,570 to 4,710 kg) and deliver 

from 21.3 to 40.8 net hp (15.9 to 30.4 kW). 
The new models provide bucket digging 
forces up to 7,936 lbs. (3,600 kg) and maxi-
mum dig depths from 9 ft. 2 in. (2.79 m) to 
11 ft. 9 in. (3.59 m). 
For more information contact Case at 
www.casece.com I circle no. 256 

Savvy software 
Intac International has released Wintac Green 
2005, an enhanced version of their best-selling 
all-in-one program that integrates scheduling, 
routing, automatic billing, job tracking, esti-
mating, purchasing, accounting and market-
ing. Suited for any size company, Wintac 
Green 2005 introduces a new, more intuitive 
interface, as well as a new multi-user network-
ing engine that improves system performance 
and data security. Other significant enhance-
ments include visual job costing, user-definable 
billing cycles, and a marketing profile feature 
that gives you the ability to generate precisely 
targeted mailings to your customers and 
prospects. 
For more information contact Intac 
International at 800/724-7899 or 
www.intacinternatjonal.com I circle no. 257 

continued on page 90 

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 JT ixed-use developments with heavily traveled public spaces would be 
± VJL 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 1,000-car parking lot like the one we designedfor the 
nations second largest train station." 

ANDY SCOn 
Executive Director • Union Station Assistance Corporation 

PO Box 426 
Rochester, MA 02770 

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

www.ASIC.org 

http://www.casece.com
http://www.intacinternatjonal.com
http://www.ASIC.org


How To Stay 
Ahead Of The 
Competition. 

"Joining the Symbiot team 
during the infancy stage 
was a tough decision. The 
proven track record of the 
management group 
convinced us. After three 
years, BIO has seen a very 
real reduction in operating 
costs due to the vendor 
alliances (Pi's), huge 
opportunities in national 
sales contracts, and great 
networking advantages with 
top tier companies. We see 
the potential for a ten-fold 
return on our investment!" 

Robert Taylor 
Owner, BIO Landscape & Maintenance 

SLN Sales Partner 

Companies like BIO Landscape & Maintenance, an $ 1 1 million company 
ranked in the top 100 landscape firms in the nation, 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 Todayl 
www.symbiot.biz/sln • 866.223.9049 

SYMBIOT 
LANDSCAPE NETWORK 

Circle 143 

LANDSCAPE NETWORK 
SYMBIOT 

http://www.symbiot.biz/sln


Products 

continued from page 88 
Big push • 
Earth & Turf Products, LLC, an-
nounces its Model 24D TruFlow, 
a push-type topdresser for dry, 
flowable materials, featuring: 3 cu. 
ft. capacity, 8-in. diameter disper-
sal drum, 24-in. wide spreading 
pattern, adjustable front gate 
opening, simple 4-wheel design, 
4.80/4.00-8 drive tires and 4.00-6 
transport tires. 
For more information contact 
Earth & Turf at 888/693-26381 
circle no. 258 

Seed the future 
Turf-Seed is targeting spring 2005 
to release the industry's first com-
mercially available seeded variety 

of seashore paspalum. Seashore 
paspalum, which has high toler-
ance to both heat and salt, has 
long been seen as a viable alter-

Ti fill lit M M Hut is ill thi ippirtulty I.S. L I W I S 
cu iffir yii, cutact: 
U.S. Lawns 
4 4 0 7 V ine land R o a d • Su i te D - 1 5 • Or lando , FL 32811 
Toll Free: 1 - 8 0 0 - U S L A W N S • Phone : (407) 2 4 6 - 1 6 3 0 
Fax: (407) 2 4 6 - 1 6 2 3 • Emai l : s a l e s @ u s l a w n s . n e t 
Webs i te : w w w . u s l a w n s . c o m U.S. LAWNS 

native to bermudagrass. 
Now, the ability to seed 
with Sea Spray will make 
seashore paspalum more 

affordable, easier and 
quicker to establish. 

Professional turf 
managers can irri-
gate Sea Spray 

with pure sea 
water. The recom-

mended seeding rate is 1 
lb. per 1,000 sq. ft. Its dual root 
system of rhizomes and stolons 
along with its high turf density 
and quick repair ability make it 
well suited to golf course greens, 
tees and fairways as well as 
sports turf. 
For more information contact 
Turf-Seed at 800/247-6910 or 
www.turf-seed.com I 

circle no. 259 

Aerate great 
Toro's HydroJect 3010, a high ve-
locity water injection system used 
for aeration, ensures that play on 
sports fields won't be disrupted. 
The HydroJect aerates the turf with 
a high velocity water injection sys-
tem that penetrates down to as 
much as eight inches with clean, 
evenly spaced holes, leaving sports 
fields ready for immediate action. 
With added versatility and flexibil-
ity, this new HydroJect is easy to 
use and promises enhanced dura-
bility and power due to a 
Kohler 27-hp engine. It 

offers four spacing control settings 
ranging from 1.5, 3.0,4.5 and 6 
in. Depending on spacing and 
speed, an experienced operator 
can aerate up to 26,000 sq. ft/hr. 
For more information contact 
Toro at 800/803-8676 or 
www.torp.com I circle no. 260 

Ride and aerate 
Schiller-Pfeiffer, Inc., manufacturer 
of Little Wonder, Mantis and 
Classen branded landscaping, gar-
dening and turf care equipment, 
presents a completely new con-
cept in aerating with the Classen 
SA-25 Stand-Aer. This ride-on unit 
provides total aerating control 
with ease of operation, increased 
productivity and no operator fa-
tigue. With a 24-in. operational 
turning radius (zero-turning radius 
when tines aren't in use), this hy-
drostatically tine and tire driven 
aerator offers an operational and 
transport speed of up to 4.7 mph. 
That translates into over 50,000 
sq. ft. per hour. The core depth is 
controlled hydrostatically up to 3 
in., and the 36 tines offer a hole 
pattern of 4.06 x 7 in. and an 
aerating width of 24.375 in. 
For more information contact 
Little Wonder at 877/596-6337 or 
www.littlewonder.com I 
circle no. 261 
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Planning to start a landscape maintenance company? \ ^ E 
JMrtrty H tto m t o p •iHlmni WstryT 
Then let U.S. Lawns show yen bow to start or ' J l 
convert your business and grow with the leader 
in the commercial landscape maintenance indostry. 

Our four ideals, Trust Quality Service Value 
along with a "No Job is Too Big or Too Small" philosophy, 
make U. S. Lawns a "cut above" the rest. 

• Super io r F inanc ia l M a n a g e m e n t • O n g o i n g Suppo r t 
• L o w Cap i ta l Inves tment • C o r p o r a t e Pu rchas ing Power 
• F inanc ia l Ass i s t ance • Sa les & Marke t i ng G u i d a n c e 
• P ro tec ted Terr i tor ies 

U.S. LAWNS 
NO ONE KNOWS IK 

* LANDSCAPE NUUNTHMNCE 
NNJS1RY UKE WE DO. 

mailto:sales@uslawns.net
http://www.uslawns.com
http://www.turf-seed.com
http://www.torp.com
http://www.littlewonder.com


High heat. High humidity. 
No sweat for Thermal Blue. 

Scotts presents revolutionary bluegrass varieties that thrive even south off the transition zone. 
Thermal Blue™ is not like any other bluegrass. Thermal Blue 
combines the heat tolerance of turf-type tall fescue with the 
exceptional turf qualities of a Kentucky bluegrass. 
Not only does Thermal Blue stand up to heat extremely well, 
it shows outstanding shade hardiness, particularly in the South. 
Thermal Blue resists brown patch and other diseases, and its 
aggressive rhizome development gives it remarkable wear 
tolerance. With a fine leaf texture and four-season 
color in the southern regions, Thermal Blue 
produces a beautiful appearance as good or better 
than any other warm-season variety. 

Scotts 

Alone or in a mix with turf-type tall fescue, Thermal Blue is a 
promising bluegrass option for many different applications 
throughout the country. Adding 10-20 percent Thermal Blue to a 
fescue mix reduces or eliminates the need for netted sod in the 
South. Or use it to add heat tolerance to traditional cool season 
Kentucky Bluegrass mixes. 

Thermal Blue is the first in the Hybrid Bluegrass Series™, 
Scotts' commitment to provide turf managers with 

truly unique turf grass varieties. 

www.scottsproseed.com 
# LANDMARK 

S E E D C O M P A N Y 

Professional turf managers can ask local Scotts/Landmark Seed distributors for more information 
on Thermal Blue or visit our website at www.scottsproseed.com. 

Circle 93 
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Blue Space 
Saver unit 

available from 
Contree Sprayer 

and Equipment Company, LLC 

BLUE SRACE SAVER UNIT SPECIAL FEATURES: 
• 200 Gal Poly Tank w/ Jet Agitation, tank has no fittings or 

holes in the bottom - No chance of leaks or spills (optional 
bottom drain) 

• CDS John Blue Diaphragm Pump, 9.5 gpm max. 580 psi max 
w/ Gear Reduction to mount directly to the engine 

• Cox Hose Reel w/ Hose swivel between handgun and 
handgun hose prevents kinking - Gear Drive (No chain to 
wear out or keep aligned) 

• Suction Strainer w/ 40 Mesh Screen and Clear Bowl 
• 0 to 500 psi Liquid-filled Gauge & pressure control system 
• 300 ft of 3/8 ft Handgun Hose w/ 600 psi working pressure 
• Robin Subaru 6.0 hp engine EX Series, Oil Alert, 

Soft Tone Muffler, Easy Start, Extreme power 
• Spraying systems Lawn Gun w/ 1.5 gpm nozzle 
• 11 gauge Steel Welded Frame w/ built-in Fork Lift Mounts 

for ease of removal from vehicle Special 
Winter Price! • Unit tested & ready to be used 

Contree Sprayer 
and Equipment Company, LLC 
W9898 Jackson Rd 
Beaver Dam, W l 53916 

<2,599 
For orders received by 2-28-05 

8 0 0 - 4 3 3 - 3 5 7 9 • 9 2 0 - 3 5 6 - 0 1 2 1 
Fax: 920-365-0228 Email: contree@powerweb.net 

Custom Units - M a n y O p t i o n s - Just A s k 

Circle 145 

19 Chippers & 
12 Chipper/Shredders 

to choose from 
including Honda, Brlggs & 

Stratton and Kubota Diesel 
engines — also PTO & 
Skid Steer powered. 

Bear Cat's full line of 
commercial chippers get 

the job done fast! 

Find a dealer near you! 
Call us at 800.247.7335 or 

Log onto www.bearcatproducts.com 
P.O. Box 849, West Fargo, ND 58078 

Email: sales@BearCatProducts.com • Fax: 701.282.9522 

Circle 147 

PARKING LOT 
SWEEPING 

FREE 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 146 

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 

Call today for a 
FREE catalog 
& price sheet! 

Promotional 
Signs 
• Promote with up to 4 
• Variety of sizes avails 
• Print one or two side 
• Two different stakes 

R.N.D. Signs & Printing 

www.rndsigns.com . 800-328-40 
Circle 148 
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A B R E E D A B O V E T H E B E S T 
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Ariens 
ST8526 LE 
Deluxe 
Sno-Thro 

# Tecumseh 8.5 HP Snow King® engine 
# 26" clearing width 
# Heavy duty axle bushings 
# 26" high back housing with new 16" serrated augers 
# Variable-speed Disc-O-Matic drive ensures 

smooth shifting 
# Six forward and two reverse speeds 

For your nearest Ariens dealer 
call 1-800-678-5443 or 
visit www.ariens.com 

Circle 151 

Smarter By The Yard™ 
Circle 149 

Are you 
making 
30% 
Met Profit 

You too can make 

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. 
Do it MOW! 

www.dip.com 
Circle 150 

Trco 
J Heavy-duty attachments 

for Commercial Mowers 

Tine Rake Dethatcher 

www.jrcoinc.com 

Spring Clean-up 
• Remove embedded thatch and 
leaves 
• Gives lawn a "hand-
raked" appearance 
• Flexible tines allow 
zero turning 
• 36, 46 and 60-
inch widths 

Call for dealer 800.966.8442 

3 0 % Net Profit! 

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 

Circle 152 
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Lely USA, Inc. 
Industrial Broadcast Spreaders 

1-888-245-4684 
website:www.lelyusa.com 

Circle 153 Circle 154 

BUSINESS SOFTWARE -
Lawn Care * Landscaping 

Scheduling 
Estimating 
Routing 
Contracts 
Invoicing 
Income Reports 
Accounts Receivable 
Chemical Application 
Reports 
Late Statements 
10,000 Customers 
Mailing Labels 
Your Logo on Bills 
Archive & Backup 
Time & Materials 
Track Expenses 

Taxes Collected Report 
Pesticide/Herbicide 
Tracking Reporting 
Expenses/Costs 

...plus much more! 

I N F O R M • I N T R O D U C E • I N F L U E N C E • I N S T R U C T 

Reprints of Landscape Design/Build supplement articles, advertisements, 
and news items are available through Advanstar Marketing Services. 

Customized to meet your specific needs, reprints are highly effective when you use them to: 
• Develop direct-mail campaigns 
• Provide product/service literature 
• Create trade show distribution materials 

Extend your coverage to your website. Custom reprint packages include an 
E-Print of the same article to post on your website. 

Landscape 
Design/Build 

ADVANSTAR MARKETING SERVICES 

M A R C I E N A G Y 

1-800-225-4569 ext. 2744 • 440-891-2744 
Fax: 440-891-2740 
Email: mnagy@advanstar.com 

PRO I 

Known Worldwide for j | 
Accuracy & Dependability 

, Visit us at the Golf Industry Show 
- Booth #1635 

http://www.lelyusa.com
mailto:mnagy@advanstar.com


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! 

ADVERTISING 
INFORMATION: 
Call Brian Olesinski at 
800-225-4569 x2694 
or 440-891-2694, 
Fax: 440-826-2865, E-mail: 
bolesinski@advanstar.com 

• For ad schedules under $250, payment must be received 
by the dassified dosing date. 
• 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 FOR SALE USINESS OPPORTUNITIES (CONT'D) 
For Sale by Owner 

6.5 acre retail nursery and landscape company. 
Located in the Memphis TN area, in a very fast 

growing and high-income community, voted one 
of the top ten places to live in the United States. 
Good location. Established 17 years, excellent 
reputation. Experienced staff. Grossing around 
$2,800,000.00, per year, asking $2,500,000.00 

plus inventory. Good cash flow. 
Fax: 901-853-7097 

LANDSCAPE 
CONSTRUCTION COMPANY 

Well Established 
20-year Landscape C o m p a n y 
Boston, Massachuset ts Area . 

Annual volume $3.5-$4.0 million! 
Company breakdown: 
• 75% Construction 
• 10% Maintenance 
• 15% Snow Operations 

Highly recognized, well-managed and organized 
operation with a meticulous fleet of over 50 

pieces of equipment. Will sell with or without 
the real estate, which has all the necessary 

provisions for repairs and parking. 
NASH & COMPANY 

Contact Mr. Kurt Lawson: 1-508-428-1201 
Fax: 1-508-428-9586 

v ;u«ne* r WANT TO BUY OR 
/ p ^ A SELL A BUSINESS? 

c \ Professional Business 
t Aafunjoor sp,CJWMI 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 Canaaa. 

182 Homestead Avenue, Rehoboth, MA 02769 

708-744-6715 • Fax 508-252-4447 
E-mail pbcmello 1 (ffaol.com 

XST /msl * we will TRAIN YOU 
to be SUCCESSFUL in 

^ ^ K B S P the Backyard Putting 
PUJJ Y Green Business 

The Best in Synthetic Golf Facilities 
Call the Putting Green Pros 

Toll Free 877-881-8477 
www.theputtinggreencompany.com 

L A W N P R O F E S S I O N A L S — TAKE NOTICE 
Are you earning what you deserve? 

Manuals Available 
Bidding & Contracts $47.95 
Marketing & Advertising 39.95 
Estimating Guide 34.95 
Contracts & Goals 39.95 
De-icing & Snow Removal 39.95 
Selling & Referrals 44.95 
20 Letters for Success 29.95 
Telephone Techniques 24.95 

Templates on CD's 
Service Agreements & More S34.95 
Service Agreements 29.95 
Snow & Ice Removal Forms 34.95 
Sample Flyers & Marketing Info 29.95 
Employee Policy & Procedures 24.95 
Bid Specification & Cover Letter 24.95 

Take advantage of our 24 years experience 
and improve your opportunities for success. 

PROFITS UNLIMITED Since 1979 
Call 800-845-0499 • www.profitsareus.com 

Put the Dynamics of Classifieds to Worfc for Youl 

TURBO TECHNOLOGIES, INC 
1500 FIRSr AVI, BiAVER FALLS, PA 15010 

1-800-822-3437 vsfmv.turbotur1.com 

P H Y S A N 20. 

COVERIT! 
All Weather Shelters 

Instant Garages 
Sand/Salt Bins 

Workshops 
All Weather Shelters 

Equipment Storage 
S h e l t e r s o f N e w E n g l a n d Inc . 
251 W. Hollis St. • Nashua, NH 03060 
800-663-2701 • 603-886-2701 
www.sheltersofnewengland.com 

ALGAE AND ODOR CONTROL 
FOUNTAINS, STATUARY, 

BIRDBATHS AND WALKWAYS. 
Cost effective and biodegradable. 

Ordering and Dealer information: Maril Products 
320 West Street, Tustin. CA 92780 

800-546-7711 www.physan.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". 
I $97 + $6.75 s/h. CA add 7.75% tax 

(Checks delay shipment 3 weeks.) 
f VISA, MasterCard, or Money Orders 

-LOCA, 916̂ 87-7102 SHIPPED NEXT DAY FREE BR0CHURE 

TOLL FREE 877-687-7102 AMERICAN STAMP CO. 
I www.americanstampco.com 12290 Rising Road LM4, Wrfton. CA 95693 | 

mailto:bolesinski@advanstar.com
http://www.theputtinggreencompany.com
http://www.profitsareus.com
http://www.sheltersofnewengland.com
http://www.physan.com
http://www.americanstampco.com


HELP WANTED (CONT'D) 

COKVERT YOUR TRUCK 
INTO A 4,000 LB. TRUCK! 

i Z j ^ i l V E R S A L j t 
D U M P K I T 

Truck retains 
original appearance 

\ 

$901 Fits full size Chevrolet, 
Dodge, & Ford models 

Installs easily on most trucks. 

Kit comes complete with 12V hydraulic 
pump & reservoir, hydraulic hose, dash-
mounted toggle switch, electric wiring, 
mounting hardware, 4000 lb. scissor 
lift, cylinder, and easy-to-read instructions 

Sine* 1976 
ORDER ONLINE: 

B z n f f i i M f t i K P 

Add revenue and profits 
to your business! 

CAM. TODAY! 

30' x 40' x 10' 

$6,225 
Irbr 25 yeara. Heritage has been the low price leader. Any 
|aizc available. Viait ua online or call for a pricc quote. 

HERITAGE BUILDING SYSTEMS® 
8 O O . <» 4- ? . ~> 5 r> r> 
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If you are looking for a career opportunity to join 
a proactive, progressive, well established and fun 
company to work with, this is it. 
Hillenmeyer Landscape Services located in 
Lexington, KY has immediate openings in the 
following positions. 

• Landscape Foreman 
• Maintenance Account Manager 
• Landscape Architect 
• Landscape Purchaser/Estimator 

Excellent benefits. 
Please fax resume to Missy @ 859.255.8789 

or email to missy@hillenmeyers.com 
Or for additional information call 859.255.1091 

HELP WANTED 

S A N D I E G O , C A L I F O R N I A 
CAREER OPPORTUNITIES 

IN LANDSCAPE MANAGEMENT 
Commercial Installation & Maintenance 

HIRING 
• Irrigation Technicians • Crew Leaders 
•Supervisors • Account Managers 
• Branch Managers • Project Managers 

CONTACT 
Fax 858-513-7191 
e-mail: craigm@benchmarklandscape.com 
www.benchmarklandscape.com 
Benchmark 

Landscape, Inc. 
"Setting t&c SCandaxd' 

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 

Branch Manager - TruGreen Landcare (Huntington 
Valley, PA or Millstone, NJ). TruGreen, the world's 
largest lawn and landscape company, has a career 
opportunity for a Branch Manager to join our Hunt-
ington Valley, PA or Millstone, NJ office. Minimum 
of 5 years experience in an equivalent position. 
Responsibilities: 1. P&L responsibilities. 2. Develop 
and implement all sales/marketing strategies. 3. 
Manage customer service and equipment and 
facility resources. 4. Hiring and training employees, 
planning, assigning and directing work, and 
appraising performance. Qualifications: 
1. Background in horticulture, landscape, nursery, 
etc. 2. Leadership and team development skills. 3. 
Analytical and organizational skills. 4. Budgeting, 
forecasting, planning and presentation experience. 
5. Computer skills. 6. Bachelor's degree preferred. 
TO APPLY: PLEASE E-MAIL RESUME 
INDICATING JOB CODE 219BR IN THE SUBJECT 
LINE TO SVMRS@TRM.BRASSRING.COM Or visit 
us at www.servicemaster.com 2/05 

GOTHIC LANDSCAPE, INC. 
An established landscaping firm that is dedicated 
to creating long-term relationships with clients by 

providing the best possible service. We are one 
of the largest landscape contractors in the 

southwestern U.S., operating in CA, AZ and NV. 
The company specializes in landscape construction 

and maintenance for residential master-planned 
community developers, public works and industrial 
commercial developers. We offer excellent salary, 

bonus and benefits package. 
Outstanding career opportunities exist 

in each of our fast-growing branches for: 
• Sales 

• Estimators 
• Account Managers 

• Supervisor 
• Senior Foremen 
• Irrigation Tech 

For more information, contact: 
Elisabeth Stimson, Human Resources Director 

E-mail: estimson@gothiclandscape.com 
Ph: 661-257-1266 x204 • Fax: 661-257-7749 

F L O R A P E R S O N N E L , I N C . 
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 

www.florapersonnel.com 

Established N. Jersey Design-Build Landscape 
Firm looking for: Landscape Supervisor w/ 
manager/foreman exp. for day-to-day operations 
of landscape construction div. Year round. Comp. 
based on exp. Horticulturist / Estate Manager to 
provide customized maintenance & horticultural 
services for existing maintenance customers. 
Duties: Design/Installation of custom gardens & 
plant care maintenance. R'qd: formal hort. training 
or equivalent, 1-2 years field exp. Prefer 4-year 
hort. degree, pesticide app. license, CNLP. Send 
resume to info@canete.com, fax (973) 616-5008, 
call (973) 616-5296. 2/05 

JOB OPPORTUNITIES: A PRIME OPPORTUNITY 
FOR LANDSCAPE PROFESSIONALS. M&M 
Professional Landscaping is a rapidly growing, full 
service, high-end residential landscaping company 
in Northern Virginia. For over a decade, we have 
been providing superb service and quality 
craftsmanship. We have several positions available 
for Landscape Designers, Sales Consultants and 
Account Managers. Candidates must be highly 
motivated, industry-knowledgeable, and effectively 
manage the client relationship. Responsible for 
expanding our customer base, servicing existing 
customers and ensuring customer satisfaction. We 
offer an unlimited performance-based 
compensation package. If you believe that you 
have the knowledge, experience and capabilities 
to contribute to our dynamic team, please email 
your resume to hr@mandmprolandscaping.com or 
fax 703-734-1438. 2/05 
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SAFETY/COMPLIANCE SERVICES SOFTWARE 

Vanity Tdl Free & Stared Use Numbers 
for Ybur Landscape Business 

^dveSs'109 | Member 

Examples of toll-free numbers available: 
8OO-ONLY-LANDSCAPING • 866-WEED-CONTROL 

888-LAWNS-HELPED • 888-LAWNS-GROOMED 
For more information or to contact us 

W e b : www.adver t ise to l l f ree .com 
PH: 1 - 8 0 0 - M r - T e l e p h o n e (800-678-3537) 

ema i l : 
SearchForNumbers@AdvertiseTollFree.com 

Check out the Classifieds O N L I N E at 
www.landscapemanagement.net 
For Advertising rates and schedules, call 

Brian Olesinski at 800-225-4569, ext. 2694 
E-mail: bolesinski@advanstar.com 

I N F O R M I N T R O D U C E I N F L U E N C E I N S T R U C T 

fPQINTS 
Customized to meet your specific needs, 
reprints are highly effective when used to: 

• Develop direct-mail campaigns 
• Provide product/service literature 

• Create trade show distribution materials 
• Present information at conferences and seminars 

Extend your coverage to your website. Custom reprint packages 
include an E-Print of the same article to post on your website. 

A R T I C L E S • N E W S I T E M S • A D V E R T I S E M E N T S 

Landscape 
m a n a g e m e n t ! 

MARCIE NAGY 
ADVANSTAR MARKETING SERVICES 

1-800-225-4569 EXT. 2744 
440-891-2744 

FAX: 440-826-2865 
Email: mnagy@advanstar.com 

Invest in your company's future with 

BILLMASTER® 
Individual Pricing for All Customers 

> Advanced Scheduling & Routing 
> Fast, Easy & Professional Invoicing 
> Contracts / Proposals / Renewals 
> Free Plant Listings / Mailing Labels 
> Track Expenses / Profit & Loss 
> Tax and Financial Reports 

95 / 98 / ME / NT / XP Compatible 
No Charge for Networking 
Unlimited TOLL FREE Training and 
Support, Updates. No Hidden Costs 
PDA Add On software available 
B I L L M A S T E R o n l y $ 9 9 5 . 0 0 

w w w , bi 11 m a s t e r s o f t w a r e , c o m 

1-800-572-8713 
support @ bi 11 m astersoftware.com 

Easy Payment Plan Available 

Circle 180 

GROUNDSKEEPERPRO 
BUSINESS 
SOFTWARE 
Invoicing 
Schedtitl' ' 
Routing 
Estimatin 

M 

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 

l a n d s c a p e 
illustrator 

2 0 0 5 
design-estimation software 

w w w . L s i s o f t . c o m 

Put the Dynamics of Classifieds to Work for You! 

USE WITH 
- Herbicides 
• Nutrients 
- Fertilizers 
• Wetting Agents 
- Pesticides 
- Anything!!! 

866-NewGoat (639 4628) GoatThroat.com 

http://www.advertisetollfree.com
mailto:SearchForNumbers@AdvertiseTollFree.com
http://www.landscapemanagement.net
mailto:bolesinski@advanstar.com
mailto:mnagy@advanstar.com
http://www.wintac.net
http://www.Lsisoft.com


GMO CROPS BY THE NUMBERS 
While the question of genetically modified turfgrass awaits the 
decisions of several government agencies, biotech has made a 
huge impact since the first GMO crop was commercialized in 
1996. Consider: 

18 Countries 
growing 
biotech 
crops 

$44 billion 
Worldwide commercial value of 
biotech crops in '03-'04 season 

$210 billion Estimated value 
of biotech crops 
in 2014 

Countries 
doing R&D 
on biotech 
crops 57 15 The number 

of biotech 
crops approved 
in the U.S. 

SOURCE: U.S. FOOD AND TRADE POLICY ANALYST STUDY 
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CHEAP HOUSING? 
GO TO LIMA. OH 
Where will you find the most 
affordable housing in the 
United States? That honor 
goes to Lima, OH, with 90.5% 
of homes sold affordable to fai 
earning the area's median inco 
The median sale price of all ho 

of homes sold affordable to families 
earning the area's median income of $52,500. 
The median sale price of all homes sold there 
was $82,000. 

Following just behind Lima, OH, on the affordability scale 
were, in order: Cumberland, MD; Mansfield, OH; Saginaw/ 
Bay City/Midland, Ml; Lansing/East Lansing and Canton/ 
Akron. The most affordable housing for metro areas with 
populations exceeding one million was found in Grand 
Rapids/Muskegon/ Holland, Ml, and St. Louis, MO. 

The least affordable housing market in the third quarter 
was the metro area encompassing Santa Barbara/Santa 
Maria/Lompoc, CA, where less than 5% of homes sold were 
affordable to families earning the median household income 
of $64,700. The median sale price of a home there was 
$447,000. The top 10 least affordable housing markets were 
located in California. 

SOURCE: NAHB/WELLS FARGO HOUSING OPPORTUNITY INDEX 3RD QUARTER 2004 

Most affordable 
housing markets: 

Lima, OH 

Cumberland, MD 

Mansfield, OH 

WHICH OF THE FOLLOWING DID YOUR 
ORGANIZATION DO LAST YEAR? 

Bought Sold all Opened Bought Dropped Added a None 
or or part anew another a service service of the 
acquired of the branch business above 
a new business 
franchise 

SOURCE: LANDSCAPE MANAGEMENT STATE OF THE INDUSTRY SURVEY 2004 

29% of LM's readers 
added a service last year. 

1% 1% 2% 4% 5% 

29% 

58% 



"Definitely a benefit. I've only been in business for a year, 
and participating in the seminar gave me a better direction 
for where my business needs to be going." - DAN T., FLORIDA 

Find out why landscape contractors from coast to coast are 
singing the praises of this annual event. Industry consultant Kevin Kehoe and 
Gravely® dealers will be coming to help bolster your lawn care business in 

a town near you. For more information on a Gravely on Tour event, 
visit gravely.com or kehoe.biz. 

This FREE hands-on workshop is designed 
to help you learn how to: 

• Se t the right price for your services • Pay yourself the right amount of money 
• Increase your profit margin • Motivate and pay your employees 
• Find and retain the right customers 

Find the Gravely on Tour 2005 date near you! 
1/19/05 Lafayette, La. 
1/20/05 Dallas, Texas 

2/22/05 Lynchburg, Va. 
2/23/05 Gainsville, Fla. 
2/24/05 Fort Meyers, Fla. 

Dates and locations subject to change. 

Circle 102 

3/01/05 Frankenmuth, Mich. 
3/02/05 Quakertown, Penn. 
3/03/05 Pewaukee, Wis. 

WE KEEP YOU CUTTINGu 

AN A R I E N S * C O M P A N Y 

www.kehoe.biz 

nted in U.S.A. 
005 Ariens Company. 
legistered trademark of Ariens Company. 

iivw.gravely.com 

IT'S BACK AND BETTER THAN EVER. 

http://www.kehoe.biz


"Showoff" 
N e e d a s k i d s t e e r t h a t ' s no t a f r a i d to strut with your stuff? Get a new 
300 Series Skid Steer. Its optimal 60M0-weight distribution, low center of gravity, 
long wheelbase. and high ground clearance deliver unsurpassed balance and 
agility. But getting there is only half the battle. Deere skid steers also excel at 
putting material in its place with a patented vertical-lift boom that delivers 
exceptional lift height and reach. And numerous Worksite Pro" attachments put a 
wide variety of material-handling tasks easily within your grasp. Stop by today and 
check out all five Deere skid steers. We'll be glad to show you what they can do. 

JOHN DEERE 
Nothing runs like a Deere® 

| UPTIME | LOW DAILY OPERATING COSTS 

www.deere.com/6062 

http://www.deere.com/6062

