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You've never had a fungicide made just for you 

A golf course isn't the only place for well-managed, disease-free grass. Now there's Armada™, a fungicide that protects both your 
customers' turf and your profit margin — at around half the price of leading fungicides. Developed exclusively for lawn care professionals, 

B A C K E D Bayer Environmental Science, a business group of Bayer CropScience | 2 T.W. Alexander Drive, Research Triangle Park, NC 27709 
by B A Y E R . Backed by Bayer and Armada are trademarks of Bayer. | Always read and follow label directions carefully. | © 2005 Bayer CropScience 



Unless your typical customer has an 18-hole yard. 

Armada combines the power of a systemic and contact fungicide for persistent control of brown patch, leaf spot, red thread and 11 
other turf diseases. At a price that won't put a hole in your wallet. To learn more, call 1-800-331-2867 or go to BayerProCentral.com. 
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W I T H T O W C O M M A N D SYSTEM, Y O U R T R A I L E R 

NO L O N G E R HAS A MIND O F ITS O W N . 

T H E N E X T F O R D SUPER D U T Y 
www.commtruck.ford.com TOUGH 

BUILT 

WithTowCommand's* unique series ofbuilt-in 

computerized systems, your trailer and your 
* f . 

Ford F-350/F-450/F-550 Super Duty chassis 

cab will practically be as one. Our exclusive, integrated Trailer Brake 

Controller* allows you to adjust trailer braking as you need. No more 

jarring or jolting. Combine this with ourTow/Haul 

Mode feature?* upgraded standard brakes and 

available upfitter switches, and you'll be 

in total command. In fact, if it weren't 
r r'im 

for the mirrors, you might swear 

there wasn't a trailer there at all. 

No wonder Ford F-Series is the best-

selling truck 27 years running, as well as 
/V* , » v 

\ V ; • ^ 
the number one chassis cab for customer 

. . . . satisfaction with vehicle quality* 

*Optional equipment. 
**Requires TorqShift™ 5-speed automatic transmission. 

f Based on 2003 Commercial Truck Quality Study. • • 

http://www.commtruck.ford.com


John Deere's green and yellow color scheme, the leaping deer symbol, and JOHN DEERt are trademarks of Deero & Company. 

"they always had the tractors.. 

Chip Smith of Smith Grounds Management couldn't find a walk mower as good as his fleet 
of John Deere Z-Traks™ —until he saw this new 7H Commercial Walk-Behind. 

Schedule a Free Demo now at www.MowPro.com Nothing Runs Like A Deere 

JOHN DEERE 

"We went to John Deere Z's when they went to that 7-lron™ deck.Toughest deck I've 
ever seen, and the cut quality is great. Now they've 

got this 7-lron walk-behind, too.Think I'm gonna 
switch over just because of this? You bet I am!' 
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Turf disease management 
Follow these guidelines for healthier and more 
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S t a n d a r d s^ j| i l l be s u r p a s s e d • 

A n e w g e n e r a t i o n • 

DECLARATION OF I N N O V A T I O N 
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 

IS® M SGGZ IS® 3 DDGZ XL 

IS® 1SDDZ HYDROCUT™3b 

w w w - F e r r i s I n d u s t r i e s - c o m 
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Contributors 
WHO'S WHO IN LM 

Dr. Henry W e t z e l shares 15 years of experience studying 

turfgrasses in this comprehensive roundup of turfgrass dis-

eases and their management on page 56. Wetzel credits his 

interest in applied turfgrass disease research to Professor 

Emeritus Patricia Sanders and Michael Soika at The 

Pennsylvania State University. See, some of us don't forget. 

Few people have advanced the profession of landscape con-

tracting more than Rod Bai ley . Fewer yet are more quali-

fied to write this issue's cover article, "Navigate the Maze," 

beginning on page 24. This former landscape company 

owner and ALCA president tells what mentoring's all about. 

Ba rba ra Mu lhe rn is ALCA's Safety Specialist and an agricul-

tural/horticultural project consultant, as well as a freelance 

writer and frequent contributor to our pages. Put some zip 

into your safety training. Turn to page 28. 

J enn i f e r Harsany, a graduate journalism student at 

Chicago's Northwestern University, got top grounds gurus to 

share their money-saving tips for keeping their grounds 

budget on track on page 78. 
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advertisements, and news items are available through 
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• 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. 
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The tough, tolerant, terrific turfgrass 
preferred by today's homeowners! 

OREGON 
G R O W N 

Today's improved turf-type tall fescues are naturally 
darker and finer-leafed with enhanced disease 
resistance bred into each seed. Landscape managers 
find tall fescues now have less vertical leaf growth 
for fewer mowings and less clipping removal, and 
many newer cultivars contain endophyte for insect 
resistance. 

Don't forget that low maintenance tall fescues have 
always been drought, wear, shade, and cold tolerant. 

To ensure quality and integrity in the seed you 
buy, make sure it says Origin: Oregon on the seed 
package analysis tag. 

Oregon Tall Fescue Commission 
1193 Royvonne Ave. S. / Suite 11 / Salem, OR 97302 / 503-585-1157 
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Prond s u p p o r t e r of t h e s e g r e e n i n d n s t r y p r o f e n i o i a l o r g a i i z a t io n i : 

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 I 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 / 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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MOW 

O to 40 
with one mach ine 

Kut-Kwick's SSM38-72D does it all 

Flat land to 40° slope mowing 
and everything in between! 

800-248-5945 
1927 Newcastle Street • PO Box 984 • Brunswick, GA 31521-0984 

w w w . k u t k w i c k . c o m 

Kut-Kuiick C o r p o r a t i o n 
Heavy Duty Commercial Slope Mowers 

Select attachments on sale. 
Visit us online. 

UAL. buDject to terms ana conditions 

Your complete fleet provîaer 

http://www.anla.org
http://www.irrigation.org
http://www.asic.org
http://www.landcarenetwork.org
http://www.pestfacts.org
http://www.sportsturfmanager.com
http://www.treecareindustry.org
http://www.kutkwick.com


Ferromec® AC Liquid Iron gives the deepest green - FAST! 

Prove it to yourself - and your clients. Leave 'green' as 

your calling card! Photoshop? Naaaah. 

• Fast Green-Up • Economical 

• Easy to Apply • Amine Compatible 

F Q R I V A E O t t P t S T fcRIEEN - C O F e U R O N V E L / V U 
Ferromec* is a registered trademank of PBI/Gordon Corporation ALWAYS READ AND FOLLOW LABEL DIRECTIONS 
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An Employee-Owned Company 
800.821.7925 • pbigordon.com 

p b i / G O R d o n 

c o p p o R a t i o n 



No more mixing. No more spraying. No 

more call-backs! Simply spread right 

form the bag - whether conditions are 

windy or calm, wet or dry - to kill a wide 

variety of weeds. Get the same reliable 

Confront you have always used, or for 

residential turf, try one of our new 

formulations. Want to save even more 

New LebanonTurf Granular Confront®. Any weed, Any turf, bring it on 

time? Use our Confront Team 

combination to control broadleaf weeds 

and prevent crabgrass with a single 

application. Visit your LebanonTurf 

Dealer, or call 1-800-233-0628 to 

find out more. And for a free copy 

of our weed ID booklet visit 

www.LebanonTurf.com/promotions and 

enter coupon code LM3055. 

LebanonTurf 
1-800-233-0628 • www.LebanonTurf.com 

Confront is a registered trademark of Dow AgroSciences LLC 
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BUS INESS THE WAY I SEE IT 

Success a student at a time 
BY RON HALL / Editor-in-Chief 

If Tom Morgan were a baseball player he'd 
be in a rookie league. As an educator, how-
ever, he's Major League, a home run hitter. 
It's all a matter of numbers really. 

Tom is the horticulture instructor at the 
Polaris Career Center. The modem, low-
slung facility is located across the street 

from our magazine offices here in southwest Cleve-
land. Tom had 15 high school age youths in his pro-
gram this school year. At least two of them will build 

successful careers in the 
Green Industry. The en-
thusiasm in their voices 
is genuine. I see the light 
in their eyes. They can 
see themselves being 
successful. 

One's a young lady 
who has already secured 
several scholarships to 
continue her formal edu-
cation. The other, a 
young man, is already 

out there laughing, learning and building a company on 
his own. There may be more students like them. I just 
didn't get a chance to meet or know them. 

Two out of 15 — in baseball that's a batting average 
of. 133, not so hot. But, any educator can tell you that 
if they can spark a genuine interest for learning in two 
out of 15 students, an interest that puts their students 
on a path to a rewarding career, that's pretty dam good. 
Advice? We give it 
But Tom knows he can't do it by himself. Several years 
ago he asked me to be an advisor to his program. I 

Check in at your local school... 
and make a difference in a student's life 

Tom Morgan, second 
from right and his 
hopeful horticulture 
students at Polaris 
Career Center. 

joined a select group. It included local landscape and 
lawn care company owners, several grounds and park 
pros and a distributor's rep. 

We meet several times during the school year. Tom 
takes his role as an educator seriously. He's a pro with 
real-life experience as a Green Industry business 
owner. At these gatherings Tom briefs us on his pro-
gram, outlining his curriculum and seeking our input. 
He doesn't have to prod us to speak up. We're not 
bashful. Everybody speaks up about the program and 
its relevance to the "real world". 

Make a difference 
During Tom's four years at Polaris he's placed many 

students as interns with local companies. Some worked 
out well, some not so well, he admits. Even so, all can 
find employment at the end of their Polaris careers if 
that's the direction they want to go. 

Our schools and our educators need all the help 
they can get, not just from parents but, in the case of 
career centers like Polaris, from us in the industry, too. 

If you get a chance, check in with your local school 
and see how you can help. You'll get a lot more out of it 
than you realize. There's more than a 
good chance that you'll make a W* in 
positive impact on a young 
person's career and life. 

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

mailto:rhall@advanstar.com


BUS INESS WORK SMART 

It's not enough for supervisors to make boards, 
spreadsheets and other tracking systems to 
try to force crews to work faster. They need to be 

the work-smart gurus of your team. 

Numbers ... but lots more 
BY BRUCE WILSON 

It's always disturbed me to see managers 
and owners managing production solely 
by the numbers. Numbers are good, but 
they're only part of the story. If over-man-
aged, they become junk. For example, 
companies report expected hours instead 
of hours actually spent on the job. Worse 

yet, crews have been known to leave jobs before their 
work was completely or satisfactorily done so that they 
hit the numbers. 

This doesn't translate into efficiency. It leads to ineffi-
ciencies because it can increase callbacks and negatively 

affect your service quality. Then you've got to throw 
labor at the project to get caught up and save the 

client, who now doesn't have the same level of 
trust in your services. 

They identify inefficiencies 
Numbers help determine where to find 
opportunities for efficiency improvements. In 
maintenance, any new job should be closely 
monitored to match performance to the esti-
mate. If there's a significant difference in hours 
to estimated hours, you know it's time to take 
corrective action to get the job on track. Or, the 
problem may be an estimating problem. The 
sooner you know that, the sooner you can cor-
rect the problem for future bids. 

My experience has been that once a crew figures 
out how to do a job within the expected hours, the job 
stays on budget. It becomes a habit. The crew knows 
where to start, how to sequence through the job and 

how long it should take. It paces itself accordingly. 
It requires a supervisor getting out in the field to 

watch the process and match it to the estimator's figures 
This industry, for the most part, is blessed with 

hard-working crews. They don't miss budgets due to 
lack of hard work. It's less common to find crew leaders 
who have instincts for efficiency or who take time to 
determine ways to work smarter, not harder. 

The supervisor's role 
Managing productivity is the responsibility of a front-
line supervisor. Ultimately, this supervisor must pay for 
himself by improving productivity in the crews he 
manages. If he can't, you may be better off without a 
supervisor. To have both a supervisor and crews that 
can't perform efficiently is double jeopardy. Your super-
visors should know this. They're accountable for teach-
ing crews how to work smart and making sure they 
follow through with the plan. 

It's not enough for supervisors to make boards, 
spreadsheets and other tracking systems to try to force 
crews to work faster. They must be the work-smart gurus 
of their teams. They must develop a management style 
that's equal parts nurturing, motivating and demanding. 
Tracking tools provide the data and guidance that they 
need to find and identify problem areas. 

Owners and/or senior managers must train their su-
pervisors and hold them accountable for their role in 
the process. And not just for tracking the numbers. 

— 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? 

MERIT* 
B A C K E D 
by BAVER. 

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. 

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 0 2 0 0 4 Bayer CropScience 
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In the Know 
NEWS YOU CAN USE 

Project Evergreen reaching out 
EW PRAGUE, MN — Project 
EverGreen is planning several 
high-visibility community serv-

ice/public relations campaign initiatives this 
year. Its goal remains to promote to con-
sumers the benefits of well-maintained 
lawns, landscapes and sports fields play in 
people's lives. 

This year it's partnering with consumer 
cause-related programs America In 
Bloom, the Twin Cities Habitat for Hu-

- P R O J E C T -

EverGreen 

manity (in Minnesota) and a soccer field 
renovation project in North Carolina. The 
Habitat for Humanity effort entails pro-

Industry-wide effort 
promoting maintained 
green spaces expands 

into community service 
viding Green Industry services for several 
new homes. This will include laying fresh 
turfgrass sod, installing landscaping and 
possibly lawn maintenance, as well as pro-
viding first-time homeowners with infor-
mation on properly maintaining their new 

home's green spaces. 
Other goals for 2005 include: 

Distributing articles to national, state 
and local media promoting the benefits of 
green spaces 

I Developing a tag line to be used 
by Project EverGreen supporters at their 
businesses and on their product packaging 
and materials 

Providing professional service 
providers with new consumer pieces to 
distribute to their customers 

Surveying consumers, suppliers and 
end-user professionals to gauge attitudes 
and opinions about the Green Industry 

For more information on Project Ever-
Green, contact Den Gardner at 877-758-
4835 or visit www.projectevergreen.com 

N 

Hustler 'Mows for Victory1 

HESSTON, KS — Hustler Turf Equipment is driving a SuperZ lawn-
mower custom painted to resemble Richard Petty's #43 Dodge 
NASCAR race car across America to raise money for the Victory 
Junction Gang Camp. Petty himself joined the "Mow for Victory 
Tour" team at the Texas Motor Speedway April 15. 

"I've done a lot of driving in my time," the winner of 200 
NASCAR races told the crowd. "But I wouldn't even try driving a 
lawnmower across America!" 

The tour started in February in Fontana, CA, and is covering 4,000 
miles across the United States The team finishes its fund raising jour-
ney May 2 8 ^ at Victory Junction Gang Camp in Randleman, N C 

The camp is a year-round, racing-themed camp for 7- to 15-
year olds with chronic or life-threatening illnesses who might not 
otherwise have a chance to go to summer camp. NASCAR driver 
Kyle Petty and his wife Pattie started the camp in 2000 in honor of 
their son Adam, who proposed the idea a few years earlier. Adam 
was killed in a racing accident in 2000. Victory Junction Gang 
Camp is a part of the network of Hole-in-the-Wall-Gang camps 
founded by actor Paul Newman in 1988. 

For more photos and journal accounts from the road, visit 
www.mowforvictorytour.com. 

• (I. to r.) Spike 
Hostetler, chase vehi-
cle chief; NASCAR 
great Richard Petty; 
Lonnie Hamm, Hustler 
turf territory sales 
manager; Josh 
Schmidt, MFVT 
mower driver, and 
the Petty Super Z. 

http://www.projectevergreen.com
http://www.mowforvictorytour.com


Do the math. 

$860.00 

Okay, let The Jobclock System do it for you. 

$777.67 

The Jobclock System easily tracks attendance for each worker, at every jobsite, 24/7. 
Find out why 125,000 workers clocked in today with The Jobclock System. 

THE JOBCLOCK® THE LANDSCAPER'S TIMECLOCK™ 

Call today: (888) 788-8463 
Circle 112 

www.jobclock.com 
E X A K T I M E 
I N N O V A T I O N A T « O i l 

http://www.jobclock.com


In the Know 

Bayer's Armada registered for lawn care 

Mike Daly 

MONTVALE, NJ — 
Bayer Environmental 
Science's Armada 
50WP, is a fungicide 
designed for residential 
and commercial lawn 
care. The company ex-
pects to make it avail-
able sometime this month. 

State registrations are underway for Ar-
mada, which recently received its U.S. EPA 
approval It is registered for turf, athletic 
fields and parks. Bayer plans to add orna-
mentals to the label soon. 

"Our company spent a couple of years 
talking to customers in the professional 
lawn care market. They told us they were 
unhappy with their current fungicide op-
tions for two reasons: price and duration of 
action," said Mike Daly, director of market-
ing—Green Business for Bayer. "The cost-
effective products they had been using 
were no longer labeled." 

Armada combines two Bayer fungicides: 

Jim Fetter 

Compass (a.i.: trifloxys-
trobin) and Bayleton 
(a.i.: triadimefon) to 
prevent and control 14 
different turf diseases, 
including brown patch 
and dollar spot, on cool-
season turfgrasses. 

Daly said Bayer set out to develop a 
fungicide that could be both cost effective 
in a residential lawn care program and pro-
vide 30-plus day results. 

Armada will come in two packages: a 
carton of eight 3-oz. water-soluble packets 
or a 9-oz. minidrum. It can be applied with 
backpack or tank sprayers and has good 
compatibility for tank mixing with foliar 
fertilizers or insecticides. 

"We believe this may be the first turf fun-
gicide developed stricdy for the lawn care 
market, not for golf course superintendents," 
said Jim Fetter, manager—Lawn Care & 
Landscape Region. "You don't have to be a 
golf course to have golf course-quality turf" 
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BASF embraces "chemical" tag 
BY LARRY AYLWARD / Contributing Editor 
Hans W. Reiners makes no apology for the 
word "chemical" being used in his com-
pany's name. 

"Let's face it: We're a chemical com-
pany," said Reiners, president of the BASF 
Group's Agricultural Products Division. "If 
nobody stands up for it... well, we should-
n't be surprised if people say we don't need 
chemicals anymore." 

Reiners spoke to members of the trade 
press recently at the North American head-
quarters of BASF Agricultural Products in 
Research Triangle Park, NC. 

In his presentation titled, "Agricultural 
Products Strategy Confirms Technology 
Leadership," Reiners, who's based in 
Limburgerhof, Germany, talked exten-

Hans W. Reiners 

sively about the com-
pany's focus on re-
search and develop-
ment. While he 
expects the herbicide 
market to decline by 
one percent to two 
percent annually in 

coming years, he said that doesn't mean 
new herbicides aren't required. 

"We know there are some voices saying 
that in the field of herbicides all problems 
are solved and there is no need for new tech-
nology," Reiners says. "We do not believe that 
this is fully true. Therefore we watch the sit-
uation very carefully. We think the time will 
come when in some markets innovative so-
lutions will be highly appreciated." 

Davey breaks out 
grounds division 
KENT, OH — The Davey Tree Expert 
Company reports that its Grounds 
Management (CGM) division has be-
come its own stand-alone service 
line and is being renamed Commer-
cial Landscape Services (CLS). George 
Gaumer was promoted to vice presi-
dent and general manager and Dan 
Joy to vice president of CLS. 

Luse, Hanson 
buy back Arteka 
MINNEAPOLIS, MN — David Luse 
and Stewart Hanson purchased 
Arteka from ValleyCrest Landscape 
Development. Luse originally 
bought Arteka in 1990 and Hanson 
became its president in 1991. In 
1998 they took it public, along 
with six other companies, as Land-
Care USA. ServiceMaster acquired 
the company in 1999 and sold it to 
ValleyCrest in 2001. Luse and Han-
son also own Organicare, which 
franchises organic lawn, tree and 
shrub-care services. 

Compass launches 
'Driven By Results9 

CHESAPEAKE CITY, MD — Compass 
System, Inc. will take its latest 
training program, "Driven By Re-
sults," across the country. The pro-
gram covers leadership, first busi-
ness steps, communication, 
advertising, training and more. For 
more information contact Rob 
Shauger at 302/324-1614 or visit 
www.compasssystem.com. 

Grounds Control 
Inc. gets b i g Honor 
PHOENIX, AZ — Grounds Control, 
Inc., was voted the number one 
landscape services company in Ari-
zona by the Arizona Business Mag-
azine. The honor is determined 
through a poll of the magazine's 
readers. Grounds Control is a sub-
sidiary company of Sanitors, Inc. 

http://www.compasssystem.com


light straight months of hand-weeding 
around the clock can take its toll on 

the average worker. 

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. 

'Trademark of Dow AgroSdences LLC 
Always read and follow label directions 
www dowagro com/turf 1 -800-255-3726 

Day and Night. Month after Month. 
' I)ow AgnxSeiences 

Specialty Herbicide 

Snapshot 



In the Know 

Phoenix takes off with post patents 

Owen Towne 

VALDOSTA, GA — There's a new 
kid on the block supplying prod-
ucts to the Green and Aquatic In-
dustries. Well, to be honest, Owen 
Towne, who has been a part of the 
Green Industry for the past 15-
plus years, is admittedly not so 
new. But the company he heads is. 

Phoenix Environmental Care LLC, is 
dedicated to bringing "value-added, post-
patent products" to market, says Towne, 
company president. 

"We will market a variety of products to 
meet the needs of the Green and Aquatic 
Industries through unique, quality formula-
tions," says Towne, formerly with Griffin 
LLC. Specialty Products Group. 

The company's initial product 
product offerings include Vital 
fungicide and proprietary 
Phoenix brands of chlorothalanil, 
propiconazole, glyphosate and 
bifenthrin. The company will also 
offer a proprietary brand aquatic 
herbicide and algaecide as well as 

other significant aquatic products. 
Rick Grant, a 16-year veteran of the 

T/O market, is the company's Director of 
Business Development. The Director of 
Marketing Services is Patti Niewoehner and 
Craig Smith, 15 years in the aquatics and 
vegetative management industry, was 
named Aquatic Business Manager. Like 
Towne, all were formerly with Griffin LLC. 
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Unbelievable? NO, you can make 30% NET PROFIT in 
your sen/ice 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.clip.com 

Two great Bay 
area work places 
SAN FRANCISCO — The San Fran-
cisco and East Bay Business Times 
recently selected Gachina Land-
scape Management and Gar-
dener's Guild as being among the 
Top 100 Places to Work in the San 
Francisco Bay area. The selections 
were announced following a sur-
vey of readers. 

Shemin Nurseries 
reaches big 50th 
DANBURY, CT — Shemin Nurseries, 
Inc. is celebrating its 50th year in 
business. Founded by Emanuel 
"Manny" Shemin in 1955, the 
company now operates 30 land-
scape supply centers in the East 
and Midwest. 

Total Landscape 
gets bigger digs 
ST. LOUIS, MO —Total Landscape, 
Inc relocated to a new, expanded 
facility at 5320 Lemay Ferry Road 
in south St. Louis County, MO.. 

Horizon Joins 
PrimeraTurf 
PHOENIX, AZ — Horizon, profes-
sional supplier of landscape and 
turf products, is a new member of 
PrimeraTurf, a purchasing coopera-
tive for independently owned 
companies primarily engaged in 
distribution and resale of products 
in the Green Industry. 

EPA OKs Monsanto 
weed control 
ST. LOUIS — The US EPA recently 
registered Certainty turf herbicide 
from Monsanto Co. The product 
controls purple and yellow 
nutsedge, green kyllinga and other 
weeds. The product can be used in 
most warm-season turf grasses and 
is labeled for post-directed sprays 
around woody ornamentals. 

Are you 
making 

l\let Profit 
Net Profit! You too can make 30% 

http://www.clip.com


When landscape professionals asked us to build a dedicated bagger that could meet the expectations of their 
most particular customers, we put our engineers to work. They responded with a mowing system that employs 
the design engineering and advanced technology to exceed these expectations. That machine is the innovative 
new Exmark® Navigator™, which delivers: 

• a finished, unsurpassed quality-of-cut for beautiful, high-end properties and landscapes... 
• innovative design and engineering that utilizes the most modern and efficient technology and components, and... 
• results that produce extremely satisfied clients. 

With the navigator, exceeding the expectations ot your mnst demanding customers is in the hag. 
For a personal hands-on demonstration, see your Exmark dealer today. 

Circle 114 

Web site also available in Spanish. 

For the dealer nearest you call or visit 



In the Know 

Your top customers want their 
lawn to be the envy of the 

neighborhood. Heritage® fungicide 
works longer, providing up to 28-day 

protection against brown patch 
and most major turf diseases. 

F U N G I C I D E 

www.syngentaprofessionalproducts.com 
Important: Always read and follow label instructions before buying 

or using this product. ©2005 Syngenta. Syngenta Professional 
Products, Greensboro, NC 27419 Heritage? Pnmo MAXX', and the 

Syngenta logo are trademarks of a Syngenta Group Company. 

People 6c 
companies 
Polaris Industries ap-
pointed Bennett Mor-
gan president and COO. 

Steve Faber (above, 
left) is the branch 
manager for Ruppert 
Nurseries' new Atlanta 
Landscape Management 
branch, and Ty Trent 
(right) manager for the 
branch in Chantilly, VA. 

Turf-Seed, Inc. 
appointed new members 
to its board of directors. 
Bill Rose is chairman, 
Agostino Gaude inter-
national director, Crystal 
Fricker marketing direc-
tor, Ed Rose production 
director, Cara Tuggle 
forage and operations 
director and Gordon 
Zielinski secretary/ 
treasurer and CEO. 

Ir* 
Shindaiwa appointed 
Jon Ferguson (above, 
left) vice president of 
financial and manage-
ment services, Mike 
Nichols (right) vice presi-

dent of marketing and 
business development, 
and Tom Gilè supply 
chain manager. The com-
pany also promoted Jay 
Larsen to marketing 
manager, North America; 
Laura Sorrentino-
Howard marketing 
manager, international, 
Rod Harms product 
development manager 
and John Foster global 
product manager. 

Ron 
Huffman, 
AICP, AS LA, 
was named 
senior 
principal 

landscape architect at 
MACTEC Engineering 
& Consulting. 

Redexim Charterhouse 
promoted Paul Hollis 
executive vice president 
of its North American op-
erations, named Lawn & 
Golf Supply its Distributor 
of the Year, and honored 
Malvese Equipment's 
Craig Scheidler its Sales-
man of the Year, and 
Wilfred MacDonald, 
Inc. its Distributor Parts 
Department of the Year. 

Novozymes hired Todd 
Settle as sales manager, 
Robert Bauwens as na-
tional account manager 
and Mark Fields as ac-
count manager for 

Roots Plant Care. The 
company hired John 
Hunt as Northeast 
account sales manager, 
Scott Inman as field 
development specialist 
and Lee West as field 
development scientist 
for Novozymes 
Biologicals. 

Florikan 
E.S.A. 
(Environ-
mentally 
Sustainable 
Agriculture) 

promoted John 
Donegan to technical 
fertilizer sales manager. 

Profile Products hired 
Michael Chase as man-
ager of the company's 
Market Development Di-
vision, Michael Schupp 
as a regional sales man-
ager covering Texas to 
Florida and Rob Yoakum 
as a technical support as-
sociate for the company's 
Soils Solutions team. 

Irrigation Association 
President David 
Zoldoske was named 
vice chair of a California 
task force to improve the 
efficiency of water use in 
urban landscapes. 

The American Nursery 
and Landscape 
Association's Director 
of Legislative Relations 
John Meredith and 
Director of Operations 
Warren Quinn recently 
earned certified associa-
tion executive status. 

The envy of the 
neighborhood. 

syngenta 

http://www.syngentaprofessionalproducts.com


SOUTH BEND, IN — Toro Irrigation says its 
4-day "business school" was so successful 
that it's planning another. It took place on 
the campus at Notre Dame University 
here and focused on business topics such 
as hiring, job estimating, cash flow, selling 
and marketing. 

A select group of irrigation contractors 
attended. Their curriculum included classes 
titled "Understanding Prospects and Their 
Decision-making"; "Profitable Bidding 
Techniques"; "The Perils of Price Competi-
tion"; "How To Attract and Retain Good 
Employees"; and several other subjects. 

Notre Dame business professors and re-
spected industry consultants led the ses-
sions and conducted classes.. 

"It was a tremendous experience," said 
attendee Ken Scherer, President of Hills-
borough Irrigation in Hillsborough, NJ. "I 
think everyone there felt that this was 
probably the best school of business they 
ever attended." 

Added Doug Phillipp, president of 
Maxum Enterprises, Preston, CT. "The top-
ics weren't about how to install sprinklers, 
but focused on owner and contractor is-
sues. The end result was feeling you learned 
something about yourself." 

Mike Ochoa, director of business devel-
opment for Toro, said that Notre Dame was 
the perfect setting for hosting the School of 
Business. "With its great heritage as one of 
the country's top academic institutions, we 
wanted to immediately set the tone that 
this is a serious educational atmosphere." 
Through exclusive arrangements with Toro, 
Notre Dame was able to make available 
several of its leading business instructors to 
work with the irrigation contractors. 

Tom Tootle, Toro's contractor develop-
ment manager and coordinator of the 
event, said the feedback was so positive 
that" we're definitely going to do more of 
these." Watch for news from Toro about fu-
ture School of Business events or if you're 
interested in attending, ask your Toro dis-
tributor, he says. 

Primo MAXX® plant growth regulator 
enhances grass by developing the root 
system and strengthening the turf. To 

discriminating customers, this can mean 
the lawn looks even more lush and 
beautiful. Heritage® fungicide and 

Primo MAXX PGR. Better for them, added 
revenue for you. It's a beautiful package. 

r 
* Primo MAXX 

Plant Growth Regulator 

To learn more, call the Syngenta Customer 
Resource Center at 1-866-SYNGENTA. 

Circle 116 

Notre Dame was 
the site of Toro's 
first school for 
irrigation contractors. 

The envy of your 
competitors. 
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t's a lonely job to start and develop 
your own business. Many of us end 
up re-inventing the wheel while we 

wonder how other people learned 
now to start, finance, organize, sell, manage 

and grow their businesses. Keep in mind, it's 
not just new business owners who worry 
about these problems. It takes many small 
business owners several years to get estab-
lished before they realize they could use a 
little help to jump to the next level. 

So where can you turn for advice when 
the dollars are tight and you are looking for 
free or low-cost help? 

The Internet and your local bookstore 
are good starting places; it's easy to find 
basic tools and tips for navigating the small 
business process. 

But where do you go when you want 
Green Industry-specific business advice 
from someone who has successfully negoti-
ated the process before? 

Networking is an ideal solution. Devel-
oping relationships with mentors, advisory 
boards and others who have been in your 
shoes is the perfect low-cost investment 
with high yield for useful business help. 

Whether you're starting out or needing 
a push, resources and mentors can guide 
you in the right direction BY ROD BAILEY 

Maze 

Mentors are everywhere 
"If you're starting out with a new land-
scape, lawn care or interior business, some-
one else has already gone through it," says 
Judy McCloud, director of membership 
for the Professional Landcare Network 
(PLANET). 'Take advantage of that 
knowledge." 

Mentorships can be formal or informal. 
If the perfect candidate doesn't spring to 
mind immediately, many state and national 
associations have established mentoring 
programs in place. 

Consider PLANET's One-on-One pro-
gram, which pairs experienced members 
with newer, less experienced protégés for 
one year. "These relationships are an 
owner speaking to an owner," McCloud 
explains. She has coordinated the program 
since its inception five years ago. New 
PLANET members (who might be in 
their first or even fifth year as a company) 
apply for the program in the spring and 
early summer. McCloud matches mentor 
and protégé by region of the country, then 
by volume. Mentors typically have compa-
nies with larger volumes. Then she 
matches pairs by specialty group so a new 
design/build company owner, for example, 
isn't paired with a mentor who concen-
trates on maintenance. 

Some pairs set up a monthly conference 
call, some send weekly e-mails, some ask 
questions on a case-by-case basis and some 
visit each other, McCloud says. "It's a year-
long relationship. A lot of new members 
have immediate questions, like, 'When do I 
hire people? When do I hire a supervisor? 
How do I price?'" 

That was the case for Rick Leipold, 
owner of Green Horizon Landscape in 
Boalsburg, PA. His company was a few 
years old when he joined PLANET and got 
involved with the program. Sharing e-mails 
with his One-on-One mentor Mark Wag-
ner, owner of Wagner's Landscape Co., 
Aston, PA, became an easy, effective way to 
bounce business ideas around. 

THE 



BUS INESS MENTORING MATTERS 

"We talked about employee problems, 
customer relations and just general busi-
ness," Leipold says. "It's always a good thing 
to get answers from someone who's been in 
business longer than you and is successful." 

During the course of the year, McCloud 
sends mentors a newsletter with resources, 
tips and encouragement. Mentees get a 
professionally developed self-assessment 
form to help them prioritize their needs so 
they don't overwhelm their mentor. 

The federal Small Business Association 
(SBA) also works in this arena through its 
partnership with the Service Corp of Re-
tired Executives (SCORE) program, which 
was formed to provide free business assis-
tance. SCORE has a local business match 
service, news and resources including busi-
ness plan templates. 

Try an advisory board 
For additional sources of input and advice, 
form an advisory board for your business. 
This group might include your banker, at-
torney, CPA, insurance agent, a local indus-
try consultant and even friends from non-
competing businesses who are willing to 

help. Meet quarterly for lunch, or for an af-
ternoon or evening session to solicit guid-
ance and input. Open with a presentation 
about your business and where you are 
with it, what kinds of problems and ques-
tions you have and what your financial situ-
ation is. Then ask for their input. Share as 
much information about your business as 
possible, including your business plan. 

Give a little bit 

And, above all, be serious about the rela-
tionship and recognize it as a two-way 
street. Mentors will appreciate your effort 
to follow up. Nothing cools interest in the 
relationship more than never hearing back 
about the results of their input. Look for 
ways you can help your helpers as well. If 
your mentor is a member of your industry 
association, he or she will look to you to 
participate and support that association. 
Do you do business with your advisory 
board members? 

"I was surprised when we first started the 
[One-on-One program] to hear the mentors 
say they always learn something from the 
protégés," McCloud says. "Protégés are often 

On the shelf, 
on the Web pi 
A quick Google search or trip to 
Barnes & Noble yields a truckload of 
small business resources. Here's a 
quick breakdown: 

The Professional Landcare Network 
(PLANET): Visit this association site for 
information about the One-on-One 
mentoring program. Don't miss 
PLANET'S extensive online bookstore 
to purchase materials on estimating, 
training, marketing and technical op-
erations. The most popular resource 
here, according to PLANET'S Judy Mc-
Cloud, is Frank Ross' Pricing for the 
Green Industry. "It's never returned," 
she says. "We call it our bible." 

• www.landcarenetwork.org 

US Small Business Administration (SBA): 
This site gathers news and resources 
for small business owners. Don't miss 
information on SBA's resource partner, 
the Service Corps of Retired Executives 
(SCORE) mentoring program. 

• www.sba.gov 
• www.score.org 

Green Industry Hub: This online re-
source for business and career devel-
opment, sponsored by PLANET and 
Landscape Management, offers indus-
try-specific technical, business and 
management online training. Don't 
miss the free course of the month. 

• www.greenindustryhub.com 

younger and have really good ideas, or are 
more technically savvy. It's energizing for 
mentors to have that relationship." 

Once you begin developing relationship 
with mentors and advisors you realize that 
you are not alone and that there are many 
people who will take an interest in your 
success. Give it a try! lm 

— The author operated a successful land-
scape business in the State of Washington but 

now enjoys helping younger landscape pros 
Reach him at rodlbailey@hotmail.com 
Also, contributing was Managing Editor 

Stephanie Ricca at sricca@advanstar.com 

Troubleshooting tips 
I recently spoke with an advisory board member regarding his experiences with 
the company he advised. He told me the most frustrating part about the relation-
ship was that he was never sure whether he should speak up or not during their 
quarterly meetings. 

He said he wished the company members he worked with would be more direct 
about what they expected from him and when his input was desired. 

He also mentioned that unless they had a specific question on the table, it was 
difficult for him to spend the necessary time he really needed to become familiar 
enough with the company and its operations to know where and how he could be 
of the most help. He believes that mentors as well as advisory members should be 
invited to spend some time at the company to get to know it better. 

Another associate of mine has successfully used multiple sources for input. He 
networks constantly, attends industry meetings and has established an e-mail list of 
mentors — people with larger but similar businesses throughout the industry. When 
he has a problem, he e-mails the situation and his questions to his list for input. He is 
also an active association member and contributes both on committees and as a 
mentor himself for people who have yet to go where he has been. — R.B. 

http://www.landcarenetwork.org
http://www.sba.gov
http://www.score.org
http://www.greenindustryhub.com
mailto:rodlbailey@hotmail.com
mailto:sricca@advanstar.com


Landscape companies like PROscape, Inc. in Florida and Heaviland Enterprises in California 
know that a Symbiot partnership can help their companies stay ahead of the competition. 
By becoming partners in the Symbiot Landscape Network, they have gained that extra edge. 

Become a Partner Today! • www.symbiot.biz • 866.223.9049 

SYMBIOT 
LANDSCAPE NETWORK 

We were a little cautious initially when 
considering Symbiot. But after talking to 
some of the existing members and P3 
Partners we couldn't see a down side. Man 
were they right! We are now taking advantage^ 
of some super buying power and rebates 
through Symbiot P3 Partners. We haven't 
even begun to utilize all that a Symbiot 
partnership offers and the investment has 
already paid for itself for years to come. The 
Symbiot investment is plain old "good 
business." 

h Keith O'Dell, PROscape, Inc. 

"The decision for Heaviland Enterprises to become a 
Founding Partner of the Symbiot Landscape Network was 
an easy one. As a smaller regional company, we needed the 
leverage to compete against the national firms for 
commercial maintenance contracts. By partnering with 
other premierlandscape companies throughout the 
country, this has given us opportunities we never would 
have realized. The P3 partnerships give us incredible 
purchasing power by offering a full range of products and 
services. Monthly webcasts, the Online Estimator and Sales j 
Partner Retreats are other great programs we take 
advantage of. The chance to network and exchange 
industry BMP's with my SLN peers is the icing on the cake!" 

Tom Heaviland, Heaviland Enterprises 

http://www.symbiot.biz


Safety 
training 
- be imaginative 

Be lively, have some 
fun, use check lists 
and keep your safety 
message fresh to 
reduce accidents 
BY BARBARA MULHERN 

t James Martin Associates 
in Vernon Hills, IL, a 

crew member 
"demonstrates" per-

sonal protective equip-
ment (PPE) by putting his 

back brace on backward and 
wearing his safety glasses on the top 

of his head. The demonstration gets some 
laughs. It's followed by a discussion on the 
importance of wearing PPE correctly. 

At James River Grounds Management in 
Glen Allen, VA, workers are pulled aside on 
pay day and asked what the company's most 
recent tailgate safety session was about and 
what they learned from it so management 

can tell whether it was indeed held. 
And at KIRA Inc. in Miami, videos of 

"Primitive Pete" and other cartoon charac-
ters are used to make safety meetings both 
interactive and fun. 

These are just a few of the innovative 
safety ideas companies in our industry are 
using in their safety programs. The bottom 
line is to make safety interesting, interac-
tive, effective and fun. 

"Employees need to see that safety 
is not that same old routine where it 
is long and boring," says Marylou 
Ladaga, director of human < 

resources at KIRA, a facilities 
management/maintenance com-
pany. "On the contrary, it can be fun 
and diverse, using tools that encompass 
cartoon videos, cash awards, fun foods, 
storytelling and much more. Safety 
awareness is a key element in our in-
dustry, and it can be made fun as long 
as we achieve our goal in obtaining an 
accident-free environment." 

More innovative ideas 
At James Martin Associates, 
Human Resource Associate Beth 

McElroy says the message at the PPE training 
sessions described earlier "gets through be-
cause we make it funny and interactive, along 
with discussing the seriousness of not wear-
ing PPE." Participants are also shown the 
right way to wear back braces, safety glasses 
and other personal protective equipment. 

Among the other innovative ideas James 
Martin Associates has implemented are: 

• Paycheck stuffers: Professional Land-
care Network's (formerly ALCA's) Spanish 
and English Safety Faxes are included with 
every employee's paycheck every pay day. 
The back side of the paycheck stuffer in-
cludes James Martin Associates news. 

• Pay day vehicle inspection: While ve-

hicle inspection checks are conducted daily 
by drivers, on pay day an extra list of items 
is included, such as camera, cones and in-
surance card, that are "good to check for 
twice a month," McElroy says. Before em-
ployees get their paychecks, they check the 
vehicle with a supervisor to make sure 

these extra items are in 
place. If they're miss-

continued on page 30 
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continued from page 28 

ing, they quickly get replaced. 

Here are some other innovative safety 

ideas companies in our industry have 

implemented: 

• Quick and inexpensive ideas: Supervi-

sors and non-supervisory employees at 

South wood Landscape & Nursery in Tulsa, 

OK, are encouraged to pass these on at 

safety/tailgate meetings. Two examples 

f rom Landscape Manager Steve Welch and 

Assistant Landscape Manager Glen Rice 

were switching f rom an 80-lb. steel wheel-

barrow to a 26-lb. heavy plastic wheelbar-

row, and heating u p the shanks of shovels 

and bending t h e m into ergonomic positions 

for certain tasks like digging trees. 

• Vehicle kit inspections: At James River 

Grounds Management, Vice President 

Maria Candler says the company had a 

problem with missing items from vehicles 

such as fire extinguishers and first aid kits. 

"Now w e require every driver to have a kit 

— a big yellow box — at all times. It has in 

it a fire extinguisher, an unopened first aid 

kit, emergency phone numbers, and cam-

continued on page 32 

STARS entering the next level 
The Professional Landcare Network's 
(PLANET) STARS Safe Company Program 
has moved into Phase 2, a phase designed 
to grow safe companies and assist them 
in taking safety to an even higher level. 

The STARS (Safety Training Achieves 
Remarkable Success) program, launched 
in late 2003, already has more than 500 
member companies that have taken a 
written pledge to implement strong 
safety programs and be mentors for "liv-
ing safety" within the Green Industry. 
The program is open to all landscape, 
professional lawn care and related com-
panies. There is no cost to join. 

Phase 2 of STARS includes the follow-
ing highlights: 

* Establishing a STARS Champions 
Advisory Council to be available for 
feedback on STARS issues and serve as a 
volunteer resource for other STARS 
members. 

* Collecting effective safety practices 
from all STARS members to be shared 
with others to help improve safety 
throughout the industry. 

* Collecting (confidential) injury/inci-
dent data to assist STARS member com-
panies in reducing their injury/incident 
rates and loss ratios, which will result in 
greater profitability for these companies. 
STARS members will receive assistance in 
improving their numbers so STARS mem-

ber companies can be used as safety 
models for the entire industry. 

New STARS champions 
Five working company safety managers 
have been named to the new STARS 
Champions Advisory Council. They are: 
Laurie Bishop of The Bruce Co. (Middle-
ton, Wl), Elias Godinez of Pacific Land-
scape Management (Hillsboro, OR), 
Marylou Ladaga of KIRA Inc. (Miami, FL), 
Mari Medrano of CoCal Landscape (Den-
ver, CO), and Jerry Schumacher of Vande 
Hey's Landscape Center (Appleton, Wl). 

"As a volunteer, this gives me an op-
portunity to network with other STARS 
members by sharing information and 
ideas that will enhance our safety prac-
tices," Ladaga says. "By networking with 
other STARS members, together we can 
establish structure, goals and objectives 
that will determine our balancing meas-
ures and best practices in performance 
management. Through our net-
working efforts, we can also estab-
lish programs where we can educate 
each other in how to obtain a suc-
cessful accident-free prevention 
program." 

In addition to receiving a compre-
hensive STARS Safety Resource Manual 
and a monthly safety newsletter, STARS 
members receive monthly e-mail/fax up-

dates on both safety and OSHA compli-
ance issues. The OSHA compliance com-
ponent is important due to OSHA's 
"Landscape and Horticultural Services" 
classification (OSHA SIC 078) being tar-
geted by the federal agency as one of 
the top seven highest hazard industries 
in the United States. The monthly STARS 
e-mail/fax updates include checklists, 
sample policies, and sample forms on 
such issues as how to be prepared for an 
OSHA inspection. 

STARS company members are re-
quired to sign a short pledge, which in-
cludes a commitment to conducting 
weekly safety awareness training; estab-
lishing an active safety committee; docu-
menting, measuring and investigating 
each injury/incident; and complying with 
OSHA requirements. 

For information on joining the STARS 
program and a copy of the pledge form, 
contact llene Manster in the PLANET of-
fice at 800/395-2522. 

— BM 
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More great safety ideas 
* Incident tracking: Track, investigate and document ALL injuries/incidents, even 
if the person doesn't go to the doctor. Talk about them at safety meetings and 
share the number of incidents with the entire company on a quarterly basis. 
* Taping vehicle hoods shut: Put a small piece of invisible tape on the vehicle hood 
and another one on the oil cap so you can tell if the driver really inspected the 
vehicle or if the inspection forms were just filled out. 
* Friendly competition: Post the names of monthly winners of safety incentive 
prizes by department on the company bulletin boards to create some friendly 
competition. 

* Printing on caps: Print on caps worn by bilingual crew members the 
words "I speak Spanish" in both English and Spanish so workers with 

limited English language skills know who they can immediately go to 
with any safety-related (or other) questions. 

* Dressing up: Dress up a mannequin in safety garb (PPE, respirator, etc.) 
and use it during safety presentations to help make safety fun. — BM 

wm 

continued from page 30 

eras and forms for accident investigations. 
The box is inspected at every tailgate meet-
ing. The supervisor has to sign on the tail-
gate sheet that he has checked it. If the first 
aid kit is opened and no incident report has 
been filed, it's a problem," she says. 

• Capturing attention: At KIRA, captur-
ing employees' attention and creating ex-
citement over safety is critical, Ladaga says. 
Some of the techniques KIRA uses, she 
says, include: making storytelling part of 
safety presentations "where they can let 
loose their imaginations;" letting each field 
location conduct safety meetings in its own 
style. For example, one location might have 
the employees conduct the meetings and 
have food available for participants; and in-
corporating incentives to create excite-

ment, like movie passes and tickets to 
NASCAR races or amusement parks. 

• Stretches and leadership: At Dennis' 
Seven Dees Landscaping in Portland, OR, 
10-15 minute stretching exercises are part 

of the entire company's routine every 
morning. "Usually, somebody different leads 
it. This teaches leadership as well as safety 
training," says Construction Manager 

continued on page 34 
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Nathan Dirksen. On Thursday mornings, as 
soon as the exercising is done, "everyone is 
pulled together for a 15-20 minute safety 
talk. Each group shares information within 
its department about something that hap-
pened that week or what to watch out for, 
such as changing weather conditions. With 
a safety incident, the person who went 
through it talks about it and what was 
learned from it/' he says. 

Emergency scenarios 
One of the interesting safety techniques 
used at The Care of Trees, headquartered in 
Wheeling, IL, is the emergency response 
scenario. The safety coordinator in each of 
the company's districts (the company has 
500-plus employees) receives information 

on a "real-life" emergency that 
could happen from Field Safety and 
Training Manager Joe Engberg. Two 
examples are a vehicle running into 
the back of a chipper or a worker 
needing aerial rescue because he has had 
a serious accident while working in a tree. 

A crew member — the only one in that 
crew aware that the incident isn't real — 
will call the office as if there were a real 
emergency. Someone in the office will be 
aware that it isn't real, but not necessarily 
the person answering the phone. The sce-
nario tests whether emergency procedures 
are followed, whether the office can figure 
out which crew it is and where the crew is 
located, and whether persons on both ends 
of the call stay calm. Feedback on these 
scenarios has been positive, and even 

though the person calling in knows 
that the "emergency" isn't real, everyone 
tends to get caught up in the excitement as 
the scenario is played out. 

Engberg also sends monthly written 
safety scenarios to the safety coordinators in 
each of the company's districts. These de-
scribe other types of safety-related incidents 
that either have occurred or could occur and 
include specific questions for the safety coor-
dinator to discuss with crew members. The 
answers to the questions come back to Eng-
berg from each district, and he then sends 
out a follow-up review, which is talked 
about in subsequent safety meetings, lm 

— The author is the Professional Landcare 
Network's (PLANET) safety specialist and a 

freelance writer who lives in rural Belleville, 
WI. Contact her at bamu100@aol.com 
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NOBODY KNOWS YOUR 
TURF LIKE WE OOi 

PBI/Gordon Corporation has been formulating products for over 50 

years. And for the past 35 years we have specialized in product formu-

lations for the professional turf and ornamental management industry. Our first 

specialized product formulation,Trimec® Herbicide, set the standard for 

broadleaf weed control for over 30 years. When Trimec went off patent it 

became the most copied broadleaf weed control label ever. And when the supe-

rior weed control provided by Trimec was surpassed, it was surpassed by another 

PBI/Gordon product, SpeedZone® Broadleaf Herbicide for Turf. 

The reason that PBI/Gordon has been able to provide superior product for-

mulations lies in the experience of its employee owners. Our employees bring 

'real world'experience to their jobs, not just theoretical academic experience. We 

not only know how our products are formulated, we know how they work in the 

field. We test them and we use them. 

We formulate our products with your needs in mind. Our GLP (Good 

Laboratory Practices) lab in Kansas City makes up potential formulations and 

tests them under laboratory conditions.These formulations are then turned over 

to our Research and Development team where they are put out at universities, 

at our Turf Research Center and with end-user cooperators. If they don't solve 

real-world problems, they go back to the lab. 

Our 5 acre turf research center performs extensive testing for any turf dis-

coloration and weed control, volatility and any other tests that our experienced 

staff feels we need to bring a product to market. We are constantly looking for 

and developing synergistic combinations to reduce the amount of chemical 

going into the environment without sacrificing product performance. Both our 

GLP lab and Turf Research Center are in demand to provide services for many 

other major chemical companies. 

SpeedZone is an excellent example of our development efforts. Before it 

was introduced, we formulated and tested over 300 potential product formula-

tions to assure that you would have a product that meets your broadleaf weed 

control challenges. 

"The end-use customers are the focus of everything 
we do. Our work must be done with our end-use 
customers in mind, providing better products and 
service than our competition" 

From the Guiding Principles of the PBI/Gordon Corporation Mission Statement 

And our product stewardship does not end with introducing a top quality 

product. We are happy to provide our expertise in any turf or ornamental care 

situation. In addition to our toll-free Technical Service phone line, we also 

provide an on-line Tech Advisor at WeedAlert.Com. The WeedAlert.Com web site 

is our non-commercial weed identificaiton service with photos and germination 

timing alerts by geography. WeedAlert.Com also provides both chemical and 

cultural control recommendations for IPM practitioners. WeedAlert.Com was 

selected by Penn State University to be a part of their online Turf and 

Ornamental Weed Control course. 

At PBI/Gordon, the Turf and Ornamental industry is not a sideline business, 

but our primary focus. We are proud to be a leader in this exciting industry. 



MEET YOUR PBI/EOROOIXI CORPORATION 
TURF CARE SPECIALISTS 

MARK MILLER 
Vice President Professional and Agricultural Product 
Sales: Mark has been with PBI/Gordon since 1989, starting 

in field sales and working his way up to Vice 
President of Sales in 2002. Mark worked his 
way up through the ranks during his 9 years 
at ChemLawn too. Starting as a lawn spe-
cialist and eventually becoming Branch 

Manager. Mark is a graduate of the University of Delaware 
where he received his BS in Agriculture in 1979. Mark knows 
PBI/Gordon products from inception to applying them on the 
ground. He understands your needs and insists that the prod-
ucts he sells are tested under real-world circumstances. This 
is one of the reasons why PBI/Gordon considers cooperator 
testing just as important as university testing. 

DOUGOBERMANN 
Turf & Ornamental Products Manager: Doug started 
working at PBI/Gordon straight out of college. Doug was 
raised on a farm and knows how things grow. He taught 

Introduction to Agronomy and Introduction 
to Plant Science classes as a teaching 
assistant at Iowa State University where he 
earned his Masters in Agronomy. Doug 
earned his BS degrees in Agronomy and Ag 

Economics at the University of Missouri. He has been with 
PBI/Gordon for 17 years, starting with answering 800 line 
technical service calls coast-to-coast for five years. He has 
worked in Research and Development, as a field sales repre-
sentative and is currently Product Manager for our 
Professional Turf and Ornamental Products. Doug is a 
Certified Professional Agronomist. 

DAVE FEARIS 
Product Manager, Non-regulated Products: Dave really 
knows turf. Dave worked as a golf course superintendent for 
30 years, first at the Country Club at Peoria and most recently 

at Blue Hills in the Kansas City area. Dave 
was President of the Golf Course 
Superintendents Association of America in 
1999. An internationally requested speaker 
on turfgrass topics, Dave is a Certified Golf 

Course Superintendent and Vice President of the First Tee 
Chapter of Greater Kansas City. He earned his BS in Turfgrass 
Management at Purdue University. 

GARYCUSTIS 
Manager of Field Research and Technical Services: Prior 
to coming to work at PBI/Gordon in 1991, Gary worked at 
ChemLawn for 15 years. In addition to managing product 
development research at PBI/Gordon, Gary provides Pesticide 

Recertification training for the states of 
Kansas and Missouri and teaches Turfgrass 
and Plant Problems classes at Johnson 
County Community College. Gary is a 
Certified Professional Agronomist and a 

nationally requested speaker on turfgrass topics. Gary 
received BS degrees in Agricultural Engineering and Plant 
Science at the University of Delaware and a Masters degree in 
Turfgrass Agronomy at Virginia Tech. Gary is working on his 
doctorate at Kansas State University. Gary's background adds 
a 'real world'approach to our product development research; 
when we evaluate a product idea, we weigh it against real 
world - your world - management problems. 

EARL TRACY 
Product Specialist: Talk about experience. Earl has seen it 

all. Currently Earl provides the live voice on our toll-free 
Technical Services. Last year Earl talked to over 3,000 

contractor end-users, distributor sales rep-
i\ resentatives, university researchers and 

gardeners. Earl worked for over ten years 
for the Thompson-Hayward pesticide divi-
sion before coming to PBI/Gordon in 1982. 

Earl is a Master Gardener and often answers questions for 
university researchers. Earl graduated from Louisiana State 
University. € 1 
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Get your customers on an aeration 
program and watch your profits rise 

BY GEORGE WITTERSCHEIN 

Turf professionals seeking 
another profitable service 
to offer clients should con-
sider turf aeration. That's 
the report we get from 
Green Industry profession-
als such as Kenny Dickey, 

founder and president of K&K Lawn Ser-
vice Ine of Burlington, NC. His 31 -year-old 

firm offers a full range of turf management 
services, including aerations, to a mostly up-
scale, residential clientele. 

"About six or seven years ago, I got the 
brochure for an aerator, the AERA-vator," 
he recalls. "I took the brochure to a copy 
shop and had a whole bunch of them 
printed up for my clients and I haven't 
looked back since. 

"We had no trouble selling turf aeration. 
Ninety to 95 percent of our customers 
went for it right away and still demand it," 
Dickey says. 

Joyce Pelz also recommends turf aeration 
both for lawn quality and business profitabil-
ity. She's the owner and operator of a Natu-
raLawn of America franchise in Stowe, OH. 
She works mostly in the Akron area of 
northeast Ohio. Pelz has operated the fran-
chise since 2000 and now serves about 500 
properties, most of them home lawns,. She 
has a staff of three that includes herself. 

"We give them a brochure (provided by 
the NaturaLawn of America corporate of-
fice) explaining our services for aeration 
and overseeding, and we also supply a price 
quote," she explains. 

"The brochures by themselves typically 
don't produce a heavy response for us," she 
says. "We get a better response when our 
salesperson follows up by telephone. By now 
about 25% of our customer base purchases 
these additional services from us, some of 
them yearly or every other year." 

Stress the benefits 
A third turf aeration advocate is Dan Ware-
hime, vice president for operations at 
Senske Lawn and Tree Services, a $ 15 mil-
lion firm headquartered in Washington 
state. The company, now more than 50 
years old, serves mostly residential cus-
tomers in the Intermountain West, includ-
ing Idaho and Utah. Warehime reports. 

Senske Lawn and Tree markets turf aer-
ation by emphasizing the importance of 
the service for healthy, attractive lawns. 

"Every price estimate we write for lawn 
care includes aeration," Warehime says. 
"Our assumption is that everybody needs 
it. That's because all soils tend to become 
compacted," he says. In order to breathe 
properly and develop root systems the 
lawns should be aerated annually. Therefore 
aeration is a basic part of the quality lawn 
care that we want to provide. 

Turf pros can find 
units that aerate 
properties of 
almost every size. 



"We have achieved about a 70 percent 
acceptance of turf aeration among our cus-
tomers. And that's rising as time goes by," 
Warehime says. "We're talking the service 
up. If a customer does not take aeration ini-
tially as part of their package, our techni-
cians will suggest it to them in person while 
working on the property. 

"In addition, every year we do a fall pro-
motion for those who do not have aeration 
as part of their service." 

How they price it 
Pelz prices aeration by a property's square 
footage and the the type of terrain. Critical 
to the process is calculating the number of 
man-hours needed to perform the service. 

Senske Lawn and Tree also subscribes to 
a keep-it-simple approach. "For customers 
on our program we generally quote the 
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same price for aeration as we do for a lawn 
care application," Warehime reports. "That is 
often lower than what competitors are 
charging for aeration, and we accept our 
low price as part of our attempt to move to 
100 percent penetration of our customer 
base with aeration services. So we feel it's in 
our interest to keep the pricing simple. It 
makes the customer's decision easier. 

"For non-program people, we charge a 
multiple, one and a half of the regular cost 
of a lawn care application for aeration. And 
that lawn care application price in turn is 
based on square footage. 

"Holding our prices down is not neces-
sarily bad economics for us. With so many 
turf aeration customers on our list, we can 
do tight, cost-effective routing for example. 

The philosophy has worked. Over the 
years Senske has had success educating its 
customer base about the value of turf aera-
tion services. 

"We had no problem 
selling turf aeration." 

—Kenny Dickey 

"Most everybody understands the value 
of aeration by now, and those who feel they 
can't afford it annually at least tend to take 
it every other year," Warehime reports. 

Educated customers 
A final factor in gaining consumer accept-
ance for turf aeration is this time-honored 
motto of service businesses: Customers 
who understand the value of a service are 
more likely to be willing to pay for it. 

Joyce Pelz reports that Mother Nature 
can help her sell the service. "A customer 
whose lawn has been ruined by drought is 
more likely to appreciate the value of any 
service such as turf aeration, which might 
restore the turf to a more desirable state. 
Suddenly the dollars for aeration look like 
dollars well spent." 

For resistant clients, Pelz has an interest-
ing promotion strategy; she recommends 
balky customers try doing it themselves] 

"I sometimes actually encourage do-it-
yourself aeration. I advise them to rent an 
aerator from a local equipment rental store 

such as Sunbelt Rentals and aerate the 
yard using the instructions they receive 
from the renting vendor. Sometimes a 
group of neighbors will get together, which 
saves on costs. 

"What we find is that frequently after 
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doing a season of aeration themselves, the 
customer figures, 'I like my lawn aerated, 
but I really would rather have somebody 
else do the muscle work.' They get more of 
an appreciation for the value of our serv-
ices, and our prices look more acceptable. 
At that point they very often will ask us to 
do the aeration for them starting the next 
year," Pelz says. 

Aeration plus seeding 
Pelz and Warehime also tie aeration and 
seeding together in their schedules. 

"Ideally, we like to aerate and then seed 
immediately," says Pelz. "Our preferred 
timetable has us performing the service 
prior to Sept. 15, the recommended cutoff 
date for Ohio." 

At Senske Lawn and Tree in the Inter-
mountain West, Dan Warehime says, "We 

"Every price estimate 
we write for lawn care 

includes aeration." 
— Dan Warehime 

do a promotion in the fall that includes a 
mailing. Fall becomes a secondary peak aer-
ation season for us. 

"We mail a letter to every customer 
who did not get aeration in the past year.. 
We recommend they take this service and 
that the fall is an excellent time to do it. 
We do the promotion in August, when 
lawns are kind of brown and dry, suggesting 
that aeration will help regenerate growth of 
the root system and repair lawns. That's 
good business, we believe. 

"At the same time we also suggest over-
seeding. Fall aeration with fall overseeding 
is how we think of it. We offer it both ways, 
so you can buy just the aeration or an aera-
tion with overseeding." 

In practice, Warehime says, "we aerate 
first and then the seeding is done by the 
same person immediately afterwards. And 
then we suggest to the customer that they 
water heavily. 

"Last fall was the first time that we of-
fered the aeration plus overseeding, and we 
expect the offering to go over big this year 
because we've been having a drought out 
here in our region of the country. Lawns 
will be under-watered, hyper-compacted, 
and looking stressed. So aeration and aera-
tion plus overseeding will be a major push 
for us through the late summer into fall," 
he says. 
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Shake, rattle and roll 
"It takes a lickin' and keeps on tickin'." If you're old enough to remember this ad-
vertising jingle for Timex watches, maybe you'll appreciate this one we made up 
for turf aerators — "They take a muggin' but keep on pluggin'." 

Sorry. 
Turf aerators get shaken and rattled as they pound holes into hardened earth. 

No wonder that ruggedness and dependability are foremost on buyers' minds. But 
even the best designed and constructed aerators need ongoing maintenance. 

All units come with maintenance instructions. They're there for a reason. Follow 
them. Pay special attention to lubricating chains and sprockets and tightening bolts 
and belts. Depending on the unit its age and the type of use it's getting, this may 
have to be done several times a day. 

Also, it's probably a good idea to equip operators with extra tines and the tools 
to replace them. Generally, a set of high-quality tines will last a season. If an aera-
tion unit is properly maintained, even if it gets a lot of use, it should give at least 
three to five years of dependable service, says turf pros. 

The gear 
Both Pelz's and Warehime's companies use 
Turfco TurnAer aerators. In North Carolina, 
K&K uses two 60-in. front-mount AERA-
vators (from First Products Inc.) behind a 
John Deere 4310 compact tractor. But, 
there are many different sizes and types of 
turf aerators and slicers available. 

"The majority of our fleet of aerators 
consists of walk-behind units that we trans-
port in pickup trucks" Warehime says. "We 
also have tow-behind aerators for larger 
areas." Since a "fresher" operator is more 
productive, Senske has been adding stand-
on platforms behind their TurnAer units. 

How they aerate 
Pelz use double pass aeration, with each 
pass at 90 degrees to the other. "This 
process pulls more plugs from the turf to 

help with nutrient uptake, to increase air 
and water penetration and to reduce soil 
compaction," she says. "We than make an-
other pass over the lawn with a seed 
spreader to get new seeds into the ground. 
This will rejuvenate the lawn and establish 

a thicker turf to choke out weeds and pre-
vent further germination. 

"After that, we will often drag the sur-
face with a chain and pole and then follow 
that with raking to break up the cores. 
This way, the customer doesn't have those 

A B 
Buy Bayer Receive 

product Accolades points 

Paperless Points. 
The shortest distance between Products and Points. 

They're automatic, effortless, and one more reason Accolades is the industry's top rewards program. 

Paperless Points™ Just buy Bayer products through a participating distributor and Accolades points are 

deposited into your account. With no paperwork, it's the shortest distance between products and points. 

For 1,000 free Accolades points, visit AccoladesRewards.com/PaperlessPoints. 

Bayer Environmental Science 
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A small unit fits 
through gates easily 
and is fine for small 
home lawns. 

plugs all over the lawn for six weeks. It's a 
great procedure for producing quality, cus-
tomer-pleasing lawns, and doing it safely, 
and with less chemicals for weed control," 
she says. 

Rough spots - literally 
But it's not always a snap. "Sometimes an 
extremely hilly lawn segment cannot be 
aerated with our equipment, and we have 
to decline to aerate those areas," Pelz says. 
"That means it may become a challenge to 
grow healthy grass on those slopes." 

For Warehime in the Spokane area, the 
terrain challenge is often manmade. "We do 
have a problem with isolated pieces of turf 
that you have to go downstairs to get to, 
such as on a terraced property. We've gen-
erally learned that we can't do those be-
cause we have to send two people out to 
carry the machine down to the lower level, 
and they are very heavy machines." 

Great turf booster 
NaturaLawn's Pelz recommends turf aera-
tion as a service turf management compa-
nies should add as a way of accomplishing 
two things: "Aeration really does promote 
beautiful, healthy lawns, and it's also healthy 
for your profit line," she says. 

Senske's Warehime also says he "recom-
mends aeration as a money-making service 
for a turf management firm, provided you 
do it right. And with the new generation of 
aerators out there, most professionals 
should be able to do just that." 

"There are no downsides to aeration 
that I can think of. "I like it so much better 
than plugging," K&K's Dickey concludes. 
He recommends turf aeration as a good 
profit-making add-on for turf contractors, 
recalling that aeration began making money 
for him right away when he switched to it 
six years ago. "I brought in the machines 
and haven't looked back." LM 

Fert-coated sand 
improves density 
Grounds managers who regularly 
aerate and overseed worn sports 
fields should be encouraged by some 
new research from The Ohio State 
University. 

Turfgrass expert Dr. Karl Dan-
neberger wanted to determine if 
backfilling coring holes with a fertil-
izer-coated sand (in this case Nitamin 
Coated Sand) versus traditional sand 
would enhance core hole recovery. 

Although he conducted the study 
on a three-year-old bentgrass fair-
way established on native soil and 
mowed at a half inch, his findings 
suggest that similar positive results 
can be expected on well-maintained 
grounds or sports fields. 

On Aug. 10, 2004, plant growth 
regulator treatments were applied 
to the turf at different rates. Three 
days later, the OSU research team set 
up 3-ft. by 6-ft. turf plots in a ran-
domized block design and aerified 
them with 5/8-in. tines. After aera-
tion, the team removed cores and al-
lowed the plot to settle and dry for 
three days. Then the core holes were 
filled with either Nitamin Coated 
Sand or traditional sand. 

He reported that applying the 
coated sand at a rate of 1.5 lbs. per 
30 sq. ft. provided better color and 
density than traditional sand applied 
at the same rate. The lower rate of 
coated sand applied 3/4 lbs. per 30 
sq. ft. "also performed comparatively 
well/' he notes. 

The coated sand, which is glued to 
the sand particle so it binds to the soil 
and stays there, is manufactured by 
and distributed through the Sports 
Turf division of Fairmount Minerals 
(www.fairmountminerals.com.) 

— The author is a freelance writer who 
lives and works in Mendham, NJ. Contact 

him at Grbwitt@patmedia.net 

http://www.fairmountminerals.com
mailto:Grbwitt@patmedia.net


Hard object. 
Harder object, 

Rocks, trees, poles. Nobody runs into them on purpose. But we 

built the new Toro® Groundsmaster* 3280-D with the assumption 

that its inevitable. With 6 new 7-gauge welded steel decks and a 

patent-pending cutting system on side discharge decks. Plus, large 

diameter spindles with tapered roller bearings (that last up to 

6 times longer than regular bearings). Even a heavy-duty clutch. 

So it can absorb heavy impact, and keep going.* For Toro 

municipal financing info, visit torosports.com/gov3280. 

"Toro* does not encourage driving into rocks, lamps, buildings or trees. Consult written warranty for exclusions. 
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nnovations 
HOT NEW PRODUCTS 

IEasy ridin' 

Exmark's E-Z Rider dedicated 
stand-on helps lawn care profes-
sionals maximize the productivity 
of their Exmark walk-behind 
mowers. The company's exclusive 
QuickMount system allows the 
operator to easily attach and de-
tach the E-Z Rider in seconds. The 
system also enables the operator 
to fold the E-Z Rider, securing it 
with a latch to the mower's engine 
frame. The large, stable operator 
platform on the E-Z Rider facili-
tates operator control and safety. 
A two-position wheel height ad-
justment enables the operator to 
customize stand-on settings. The 
unit features an 11 -in. diameter 
caster wheel to reduce turf com-
paction and contribute to a 
smoother ride for the operator. 
For more information contact 
Exmark at 402/223-6300 or visit 
http://www.exmark.com/ 
circle no. 250 

2 Mole money, 
mole money 

Are moles ruining customers' 
lawns? Do you think clients will 
pay you handsomely to get rid of 
them? You bet they will. Bell Labo-
ratories, Inc. tested its new Talpirid 
mole bait for three years at sites 
throughout the country. It worked 
on various mole species and in dif-
fering soil conditions. This EPA-ap-
proved bait mimics the mole's nat-
ural food choice, the earthworm. 
In fact, the bait is sized and 
shaped like an earthworm, and is 
manufactured with special en-
hancers to get moles to feed on it. 
Bell also developed a comprehen-
sive training program for profes-
sionals, along with detailed sup-
port materials and technical 
expertise. 
For more information contact 
Bell Laboratories at 608/241-0202 
or visit www.talpirid.com I 
circle no. 251 

3 Split that brick 

If you're doing a lot of brick 
or paver work, check out the sim-
ple and inexpensive Brick Buster 
from Bon Tool Co. The unit is 
portable, affordable and depend-
able to provide fast and cost-effec-
tive on-the-job cutting of masonry 
products. Bricks and pavers can be 
cut at any angle with the 10-in.-
wide cutting blade. A removable 
pin quickly and easily adjusts the 
height to one of three positions. 
Finer adjustments can be made 
with an adjustment screw. A split-
ter table is sold separately. Other 
tools offered in Bon Tool's line of 
paver handlers include other split-
ters, a slab mover, sand and base 
rakes, curb tongs, extracting tongs 
and an alignment bar. 
For more information contact 
Bon Tool Co. at 724/443-7090 or 
visit www.bontool.com I 
circle no. 252 

4 The Jetsons' mower 

Self-Guided Systems prom-
ises the "world's first zero turn ro-
botic mower" designed for land-
scape professionals, the Hybrid Z 
38. The operator sets up reflectors 
around the perimeter of the lawn, 
then walks around any obstacles. 
The Hybrid Z 38 memorizes these 
parameters for operation. A 
Honda 9 hp engine powers an al-
ternator that generates electricity 
through three deep-draw batter-
ies. The 3-bowl mulching deck lifts 
grass into separate cutting cham-
bers for a precise cut, then returns 
the clippings to the turf. Blade tip 
speed can be tuned to grass type 
and mowing conditions, and the 
deck adjusts from 1 to 6.5 in. The 
Hybrid Z 38 can mow up to 1 acre 
per hour, with a 4.5-gallon tank. 
For more information contact Self-
Guided Systems at 248/853-1001 
or visit www.selfguidedsys-
tems.com I circle no. 253 

http://www.exmark.com/
http://www.talpirid.com
http://www.bontool.com


Introducinq Cutless* Landscape Growth Requlator 

Your crew will need something to do 
with all that extra time. 

Trim your costs with Cutless Granular Landscape Growth Regulator. 
Now landscape professionals can rely on this easy-to-use granular flurprimidol formulation to reduce annual labor costs of maintaining 

landscaped shrubs. Plants treated with Cutless Granular require less trimming and exhibit a more compact growth form. Cutless Granular 
improves overall shrub shape and generates fuller, more attractive plants by stimulating branching and promoting darker, greener foliage. 

As treated plants are able to re-allocate resources to defense and storage, many species 
may exhibit potential disease reduction and improved tolerance to environmental 
stresses. 

For the landscape manager looking for ways to increase profits and 
customer satisfaction, Cutless Granular Landscape Growth Regulator reduces the 
cost of annual trimming and improves shrub shape and health in an easy-to-use, 
long-lasting granular formulation. 

For more information about Cutless Granular Landscape Growth Regulator, 
call 1-800-419-7779 or visit our web 
site at www.sepro.com 

Circle 128 
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Example of shoots 
from Cutless Granular 
treated plant (left) and 
untreated plant (right). 

Maintain a more uniform. fuller 
shape with Cutless Granular. 

http://www.sepro.com


COMMERCIAL POWER 

Need an owners or parts manual? Many 
engine and equipment manufacturers have 
Web sites that offer free information in-
cluding these manuals in a PDF version that 
you can print, as well as service center and 
dealer locators for local parts or service. 

Briggs & Stratton has two Web sites that provide 
access to this type of information. Simply log on to: 

• www.commercialpower.com or 
• www.briggsandstratton.com. 

For example, let's say a customer wanted a 
manual for a Briggs & Stratton Commercial Power 
Vanguard V-Twin 31 HP Air-Cooled BIG BLOCK en-
gine. The first step would be to locate and write 
down the model, type and code numbers from the 
engine. Then go to the Commercial Power Web site 
and click on the service and support tab, followed by 
the owners' manual and/or illustrated parts list. Or, 
visit the Briggs & Stratton Web site as the home 
page has a link that will take you directly to the 
manual section. Fill in the engine numbers and you 
will have the most current engine manual in just a 
few seconds. If you do not have the engine num-
bers, scroll through the list to find the engine man-
ual you're looking for. After locating the manual, 
simply print a copy from the PDF file. 

Information in the owners' manual includes: 
safety and warning issues, engine specifications, start-
ing and stopping procedures, warranty statement, fuel 
and oil requirements and maintenance information. 
The illustrated parts list contains the Briggs & Stratton 
part number specific for each part of the engine. 

Both Web sites also have a service center and 
dealer locator. Use the service and support tab on the 
Commercial Power Web site for the dealer locator or 
use the service center locator on the Briggs & Stratton 
Web site home page. Enter your city or postal code 
and the mileage search radius. You will get area serv-
ice center locations, as well as details regarding if they 
specialize in any specific engine lines. 

Locating this much-needed information is quick 
and easy, thanks to the Internet. 

By Mark Nelson, 
Product Service Trainer, 
Briggs & Stratton Commercial Power 

J 
TECHNOLOGY PREVENTIVE MAINTENANCE 

Hydraulic oil is the life blood of 
the drive system. Change it and 

keep your equipment healthy. 

Hey, keep it clean 
BY HARRY SMITH 

S-h-h-h, be quiet. Do not dis-
turb. Let sleeping dogs lie. 
No, I am not referring to 
tiptoeing around a large 
grizzly bear. I'm referring to 
the attitude a lot of other-
wise knowledgeable techni-

cians have about hydraulic systems. I hear 
cries of anguish from distributors and 
manufacturers on this subject. 

"The unit had 1,000 hours on it and still 
had the original hydraulic oil and filters," 
says one. 

"The hydraulic filter was so rusted it dis-
integrated when we tried to remove it," 
says another. 

Amazing but too often true. 

Time for a change? 
Hydraulic oil wears out just like engine oil. 
It gets loaded with dirt, metal particles, 
water and sludge. A technician that would 
not dream of allowing engine oil to go 
1,000 hours before he changed it will ig-
nore the hydraulic system. Hydraulic oil 
also must keep the system components 
cool. If it's loaded with contaminants it 
cannot cool efficiently. Water occurs natu-
rally in hydraulic systems due to the rain-
forest effect of daily heating and overnight 
cooling. The system has to be vented to 
the atmosphere, and if the humidity is 

high, then water droplets form in the top 
of the reservoir due to the cool, moist air 
being sucked in through the vent. This 
will occur to a lesser extent even in areas 
with low humidity — even Arizona has a 
"monsoon season." 

Read it or weep 
How can you prevent damage to a system 
that may cost more to repair than an ex-
ploded engine? Yes, read both the opera-
tor's and service manuals. What's the rec-
ommended change interval? Is there an 
early initial change interval on a new piece 
of equipment? Do it. As the new system 
breaks in, dirt, small pieces of seals, paint 
and other foreign material gets into the 
hydraulic oil. Changing the oil and filter 
removes these materials. Follow the rec-
ommend hour intervals, or even accelerate 
the change intervals if the machine is in 
severe service. If you do not have an hour 
meter, get one. Lithium battery-powered 
stick-on meters are available that turn on 
in the presence of an ignition signal 
(Briggs & Stratton is one supplier for 
these). The unit doesn't even have to have 
a cranking battery. 

No excuses. The hydraulic oil is the life 
blood of the drive system. Change it and 
keep your equipment healthy. 

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

FL. Contact him at smith@lakecitycc.edu 

A SPECIAL PARTNERSHIP WITH 

BRIGGS & STRATTON 

http://www.commercialpower.com
http://www.briggsandstratton.com
mailto:smith@lakecitycc.edu


www.commercialpower.com 

One BIG BLOCK Party 
That'll Satisfy Your 
Hunger For Power. 

Air-Cooled BIG BLOCKS Liquid-Cooled BIG BLOCKS 
ranging from ranging from 

25 HP to 35 HP 25 HP to 35 HP 

New Vanguard" V-Twin BIG BLOCKS have greater cubic inch 
displacements capable of delivering more robust power. 
Technical talk for in-your-face power that never blinks. 
Never backs down. 

Manufactured through a joint venture with Daihatsu, a 
member of the Toyota Group, these powerhouse BIG BLOCKS 
run cooler, run cleaner-just flat out run with a relentless 
energy that allows you to get a lot more done in a lot less time. 

High-performance, lower maintenance, and boasting a list of 
advanced features that runs as deep as their growl, Vanguard 
Air- and Liquid-Cooled BIG BLOCKS are application-engineered 
to devour all the day-to-day you can dish out and then some. 

It's no secret you have a hunger for power. It's a fact we 
lean that way, too. So together lets get this BIG BLOCK 
party started. J R U S T THE POWER™ 

Your Power Solution 

Commercial Driven Team | Customer Focused | World-Class Products | Application Expertise | Comprehensive Service & Support 
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YOU'RE INVITED TO A PARTY. 
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TECHNOLOGY TODAY'S COOL STUFF 

I'm always on the lookout for the latest and 
greatest . Send me an e-mail with your 

favorite new technologies. 

TecH tools you can afford 
BY TYLER WHITAKER 

Technology guys get all types of ques-
tions. I get my fair share. The one I get 
most is, "What technology would you 
recommend?" Here are some tips that 
you can use in your business today. 

Some great values are out there 
for low-cost computers now. In the 

last couple of years, computer hardware has increased in 
functionality faster than the software can take advantage 
of it. These advancements have dropped prices for typi-
cal office computers. You can buy $600 computers that 
can handle all of your basic needs. Consider buying the 
service and support plan, especially for employees who 
are in remote or home offices and have little computer 
experience. It's good insurance. 

Here are some minimum requirements to get 
you started: 

• Pentium 4 
• 512 MB RAM 
• 40 GB hard drive 
• DVD/CD 
• 10/100 network card 
• 17-in. monitor (desktop) 
• Window XP Professional 
• Service / support agreement 

Wireless access port 
Buying a wireless access port will let your wireless-en-
abled laptop connect anywhere within range of the ac-
cess port. Just plug it into your existing network and you 
can take your laptop and work anywhere in the office. 
There's a lot of confusion about which protocol to use. 

You will want 802.11 g, which features backward com-
patibility and has a maximum bandwidth of 54 Mbps 
(roughly 5 times the speed of most local area networks 
and more than 960 times the speed of dialup). 

High-speed Internet 
In the past, Internet connections came in two flavors, 
28.8 or 56k. Today's options include digital subscriber 
line (DSL), cable modems and broadband connections 
to name a few These connections are 20 to 60 times 
the speed of regular dialup. 

Internet faxing 
Did you know that you can now rent a fax number on 
the Internet? All you need is an Internet connection and 
the ability to e-mail. Faxes come in on a number assigned 
to you by the hosting company and you can view and 
print them from anywhere. To send a fax, just e-mail the 
document to the server with the fax number as part of 
the e-mail address. 

USB flash drive 
One of my favorite gadgets is the Universal Serial Bus 
(USB) flash drive. It's basically a memory stick with a 
USB connector on one end. You can store up to 1 giga-
byte of information. These are great for moving large 
files between work and home, or for taking presenta-
tions to your customer's office. 

I'm always on the lookout for the latest and greatest. 
Send me an e-mail describing your favorite new tech-
nologies and gadgets. 

— The author is the chief technology officer for Symbiot 
Business Group (www.symbiot.biz). Contact him at 

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

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


Fast control of the toughest weeds. 
No wonder Quicksilver is the perfect addition to your tank mix. 

What makes QuickSilver ™ T&O herbicide the perfect 
tank mix partner? Maybe it's because when 
applied in a tank mixture with other post-emergent 
herbicides, Quicksilver increases the speed of kill 
and expands the spectrum of control of mature, 
perennial broadleaf weeds. QuickSilver is tough on 
weeds, like clover and thistle, but soft on grasses, 
including Bermuda and St. Augustine. 

Just add a little QuickSilver to your tank. It's rainfast 
in one hour and effective in 24-48 hours. And 

since QuickSilver is effective across a wide range 
of temperatures, it can be used in many geographic 
regions across the United States. 

For more information, contact our Customer 
Satisfaction Center at 1-800-321-1FMC, or 
visit: www.pestsolutions.fmc.com. 

•FMC 
© 2005 FMC Corporation. FMC, the FMC logo. QuickSilver, 
and the QuickSilver logo are trademarks of FMC Corporation. 
Always read and follow label directions. 

&QuickSilver 
T&O HERBICIDE 

http://www.pestsolutions.fmc.com


Learning Center 
www.greenindustryhub. com 

What's new in May at the Green Industry Hub: 
Landscape Plans & Scales 

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

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

Green Industry University - Free subscribers 
can access five courses on management and 
employee development. Premium subscribers 
can access more than 44 courses on business 
basics, team and leadership training, safety, 
workplace compliance issues and industry-
specific topics, developed from PLANET'S 
acclaimed Certification program. 

Course of the Month - All subscribers 
can try out this month's new course for 30 
days - then it moves into the Premium 
subscriber library. 

www.grppnindustryhuh.com 

Skills Assessment - Have an employee 
who wants to try sales or management? 
Have them take a skills assessment and check 
their strengths and weaknesses. Premium 
subscribers can have job applicants take the 
test also. 

Share & Compare - Share your operating 
data anonymously and get back useful indus-
try best practices info to guide your firm. Join 
a network group and learn from each other! 

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

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

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

Green Industry Hub is brought to you by : 

powered by: Tti master.com 
& 

M A N A G E M E N T Professional tandeare Network 

and sponsored by: [bave Bayer Environmental Science 

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


New this month: 

Landscape 
Plans & Scales 
Premium subscribers on the Green 
Industry Hub can check out its newest 
course - Landscape Plans & Scales. This 
easy-to-master course quickly moves 
through the key elements of the topic, 
which is based directly on PLANET'S 
Certification study manuals. In less 
than an hour, users study these key 
subject areas: 

• Common elements of 
landscape plans 

• Estimating from landscape plans 
• Useful calculations 
• Sample problems 
Many contractors find that profes-

sionally prepared landscape plans proj-
ect a message of value and profession-
alism to clients. Use this course to learn 
how to format professional plans with 
key elements such as title blocks, leg-
ends, specifications and drawing scale. 

This course shows how to specify in 
detail for product selection, planting 
techniques, maintenance requirements, 
soil preparation, excavation and more. 

Anyone new to making landscape 
plans will find this course useful 
because it explains how to estimate 
quantities such as amounts of concrete, 
sod, plants, piping, edging and other 
materials used in landscapes. 

A series of typical calculations for 
linear measurements, areas, irregular 
shapes and volume are explained and 
serve as useful reference for experi-
enced designers and those new to it. 

To make sure you have understood 
the concepts, a review test of several 
sample calculation problems reinforces 
the presentations. 

As a manager, you can assign 
Landscape Plans & Scales to all appro-
priate employees who also have 
Premium subscriber access and also 
monitor their progress as they learn. 

Green Industry 
Courses online now: 
• First Aid & Safety 
• Plants & Plantings 
• Turf Chemicals 
• Landscape Plans & Scales 

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

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

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

Turf disease 
management 
Follow these cultural and chemical guidelines 
for healthier and more attractive residential and 
commercial lawns BY HENRY WETZEL III, PH.D. 

Turfgrass diseases can be 
difficult to manage. The 
pathogens (most are fungi) 
are microscopic and gener-
ally present in all soils. Al-
most all turfgrasses to some 
degree are susceptible to 

pathogens. Conducive environmental con-
ditions allow pathogen colonization and re-
production to occur on a susceptible turf-
grass, then disease symptoms develop. 

Environmental conditions vary from 
year to year. This makes it difficult to de-
cide which fungicides to include in your 
pest management plan. Fungicides don't 
provide the longevity of control of, for ex-
ample, a pre-emergence crabgrass material 
that is, in many cases, applied once and pro-
vides several months of control. Plant path-
ogenic fungal populations, under the right 
conditions, have a much greater reproduc-
tion potential when compared to the weed 
seed banks within the soil. Some fungicides 
have as little as five to seven days of resid-
ual activity, whereas others can provide 
protection up to 28 days. 

This presents the challenge of working 
fungicide programs into the traditional 
lawn care "rounds" system. Even so, clients 
demanding high quality lawns throughout 

the months conducive to disease develop-
ment should be willing to pay the pre-
mium for fungicide applications. 

Let's look over some of the key diseases 
of both cool- and warm-season turfgrasses, 
key symptoms to scout for, and cultural and 
chemical recommendations to minimize 
disease damage to lawn grasses. 

RED THREAD/PINK PATCH 
• Pathogens: Laetisaria fuciformis and 
Limonomyces roseipellis 
• Primary Hosts: Perennial ryegrass, 

Kentucky bluegrass, creeping red fescue 
and tall fescue 
• Environmental Conditions Conducive to 

Disease Development: Cool, wet, overcast 
conditions primarily in the spring and fall. 

Red thread and pink patch, while 
caused by two different organisms, gener-
ally incite the same symptoms in turf The 
actual physical presence of the pathogen 
that causes red thread is described by its 
name. As the mycelium dries down on the 
infected turf it forms red sclerotia, or rest-
ing structures of the fungus, at the infected 
tips of the turfgrass. The mycelium of the 
pink patch fungus tends to have the ap-
pearance of cotton candy intertwined 
within the turfgrass canopy and has a red-
dish pink color to it. 

Red thread/pink patch disease generally 
occurs when weather is cool, wet and over-
cast, usually in the spring and fall. These 
diseases are more pronounced under low 
soil fertility. The application of a balanced 
fertilizer can greatly reduce disease severity. 
However, these diseases can also be trou-
blesome in soils managed under moderate 
to high soil fertility. In that case, if environ-
mental conditions persist, one to two fungi-
cide applications should minimize the 
severity of the diseases. 

continued on page 58 

Red thread symptoms on a ryegrass, 

tall fescue, bluegrass mixed stand 

Inset: Pink patch mycelium in a peren-

nial ryegrass/Ky bluegrass mixed stand 
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FUNGICIDE CLASS/ 
GROUP CODE1 

Quinone Outside Inhibitors 
(QOI's); Group 11 

COMMON NAME 
azoxystrobin 

TRADE NAME(S)2 

Heritage, Heritage TL 

TURF DISEASES 
CONTROLLED 

BP3, FR, GLS, LP, LS/MO, 
NRS, PB, RT/PP, Rusts, 
SDS, SP 

pyraclostrobin Insignia4 BP, FR, GLS, LS/MO, PB, 
RT/PP, Rust, SP 

trifloxystrobin Compass BP, GLS, LS/MO, RT/PP, 
Rust, SP 

Sterol Biosynthesis Inhibitors 
(SBI's); Group 3 

fenarimol Rubigan BP, DS, NRS, RT/PP, SUS, 
SP 

myclobutanil Eagle, Immunox, Lawn 
Disease Granules 

BP, DS, LP, LS/MO, NRS, 
RT/PP, Rusts, SDS, SP 

propiconazole Banner MAXX, Propriconazole 
Pro, Quali-Pro, Propriconazole 
14.3, Spectator, Tenacity 

BP, DS, GLS, LP, LS/MO, 
NRS, RT/PP, Rust, SDS, 
SP 

triadimefon Bayleton, Bayer Fungus 
Control for Lawns 

BP, DS, GLS, LP, RT/PP, 
rust, SP 

Polyoxins; Group 19 polyoxin D Endorse BP, LP, LS/MO, RT/PP 

Benzanilide: Group 7 flutolanil ProStar BP, FR, LP, RT/PP 

Benzimidazole; Group 1 thiophanate methyl Cledarys 3336, Quali-Pro TM 
4.5, Scott's Lawn Fungus 
Control, SysTec 1998, Tee-Off, 
T-Storm 

BP, DS, GLS, LP, LS/MO, 
NRS, RT/PP, Rusts, SDS, 
SP 

EBDC; Group Y mancozeb Fore, Dithane, Pentathlon, 
Protect 

BP, DS, GLS, LS/MO, PB, 
RT/PP, Rusts 

Phenylpyrrole; Group 12 fludioxonil Medallion BP, GLS, LS/MO, SP 

Carbamate: Group X propamocarb hydrochloride Banol PB, PDO 

Phenylamides; Group 4 mefanoxazm Sudue MAXX, Mefanoxam 2 PB, PDO 

Phosphonate: Group Y fosetyl-AI Aliette, Chipco Signature, 
Prodigy 

PB, PDO 

phosphorus acid Alude, Magellan PB, PDO 

1 Fungicides within a class share a common biochemical 
mode of action and cross-resistance potential. Good fungi-
cide resistance management practices suggest rotating 
products among the different fungicide classes, not within 
a class. Group codes have been designated by the 
Fungicide Resistance Action Committee (FRAC) and will be 
posted on the front page of all U.S. EPA registered fungi-
cide labels to easily tell applicators the similarities among 
fungicides within the same group as it pertains to fungi-
cide resistance 

2 Heritage. Heritage TL. Banner MAXX. Medallion, and 
Subdue MAXX are registered trademarks of Syngenta 
Professional Products. Greensboro. NC; Insignia and 

Propiconazole Pro are registered trademarks of BASF The 
Chemical Company. Research Triangle Park. NC; Compass. 
Bayleton. ProStar, Banol. Aliette, Chipco Signature are reg-
istered trademarks of Bayer Environmental Science. 
Montvale. NJ; Rubigan is a registered trademark of the 
Gowan Company. Ito ma, AZ: Eagle. Fore and Dithane are 
registered trademarks of Dow AgroSciences. Indianapolis. 
IN: Immunox is a registered trademark of Spectrum 
Brands. St. Louis. MO: Prodigy. Spectator and T-Storm are 
registered trademarks of Lesco Inc.. Cleveland. OH: 
Tenacity. Tee-Off and Mefanoxam 2 are registered trade-
marks of Sipcam Agro USA. Inc.. Roswell. GA: Endorse. 
Clearys 3336. Protect and Alude are registered trade-
marks of Cleary Chemical Corporation. Dayton. NJ: 

Pentathlon is a registered trademark of SePRO 
Corporation. Carmel. IN: Magellan is a registered trade-
mark of NuFarm Turf & Specialty. Burr Ridge. IL; Quali-Pro 
TM 4.5 and Quali-Pro Propiconazole 14.3 are registered 
trademarks of FarmSaver.com. LLC. Seattle. WA. 

3 Abbreviations for turf diseases: BP (brown patch). DS 
(dollar spot). FR (fairy ring). GLS (gray leaf spot). LP 
(large patch). LS/MO (leaf spot/melting-out). NRS 
(necrotic ring spot). PB (Pythium blight). PDO (Pythium 
damping off). RT/PP (red thread/pink patch). SDS (spring 
dead spot). SP (summer patch). 

4 Insignia is not registered for use on commercial or resi-
dential lawns in CA 

continued from page 56 

DOLLAR SPOT 
• Pathogen: Sclerotinia 
homoeocarpa 
• Primary Hosts: All cool- and 
warm-season turfgrass species 
• Environmental Conditions 
Conducive to Disease 
Development: warm days and 
cool nights primarily in the late 
spring through early fall. 

Under close mowing condi-
tions the disease lives up to its 
name. Small spots, the size of a 
quarter to a silver dollar, de-
velop that will coalesce and 
cause damage to larger areas es-
pecially in lawn grasses that re-
quire a higher cut. Once spots 
coalesce, the distinct symptom 
on the leaf blade is an hourglass 
lesion. The center is bleached 
and the borders tan. Foliar 
mycelium can be observed on 
these lesions in the early morn-
ing hours following a shower or 
heavy dew on the turfgrass. 

Ky bluegrass 
leaves with 
dollar spot lesions 



Daytime temperatures is the upper 70s to 
low 80s F, and evening temperatures in the 
low to mid 60s F favor dollar spot disease 
development. 

Disease epidemics develop with wet soil 
conditions and lingering dew Irrigate be-
tween 4 and 8 a.m. to knock nutrients off 
of the leaf surface. Positive pressure forms 
in the root system and moves small 
amounts of nutrients up through the xylem 
vessels. Removing these nutrients off the 
leaves with irrigation takes energy from the 
fungus and slows its colonization rate. On 
warm-season turfgrasses the disease is pri-
marily active when the host isn't actively 
growing. This may be when grass is just be-
ginning to grow after winter dormancy, or 
as the grass prepares for dormancy, or when 
growth slows as it approaches winter. On 
cool-season grasses the disease can persist 
all summer. 

Research suggests that dollar spot is 
generally more severe under low soil nitro-
gen. However, even under moderate to 
high soil nitrogen, this disease can be prob-
lematic. The SB Is and benzimidazoles are 
the best fungicides for disease control. Both 

classes of fungicides per-
form best if applied before 
disease symptoms appear. 
Rotation between these 
two classes delays the de-
velopment of resistant 
strains of S. homoeocarpa. 

BROWN PATCH 
• Pathogen: Rhizoctonia 
solani 
• Primary Hosts: Perennial 
ryegrass, tall fescue 
• Environmental Condi-
tions Conducive to Disease 
Development: Warm days 
and cool nights primarily 
early summer through 
early fall. 

Patches generally occur 
in the size of a softball up 

to two feet in diameter. During the early 
morning under high humidity, the disease 
may reveal foliar mycelium in a circular 
patch. The mycelium may take on a grayish 
cast around the border of the patch. This is 
called a smoke ring. Close inspection of the 

leaves may show tan, water-soaked lesions 
that are irregular in shape. The lesions tend 
to have a chocolate brown border. Over-
time the patches will coalesce into large 
areas of blighted turf. 

Consider managing brown patch once 
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evening temperatures consistently reach 
into the mid to upper 60s F and day highs 
are in the mid to upper 80s F and there's 
shower activity. Again, schedule irrigation 
for early morning. Wet the root zone but 
avoid keeping the thatch/foliage wet very 
long. Apply most of the fertilizer in the fall, 
limiting spring applications to green up, and 
light applications of 0.25 to 0.5 lb. N per 
1,000 sq. ft. every two to four weeks during 
the summer. This will help turfgrass recover 
from brown patch epidemics. Consider 
using fungicides preventively in areas with 
historically high brown patch pressure. The 
two classes of fungicides that are the 
strongest on brown patch are the Qols and 
the benzanilide (ProStar). Two to four fun-
gicide applications may be necessary to 
maintain high quality turf when managing 
brown patch disease in the Mid-Atlantic 

and Southeast. 

LARGE PATCH 

• Pathogen: Rhizoctonia solani AG2-2LP 
• Primary Hosts: bermudagrass, zoysiagrass, 
centipedegrass and St. Augustinegrass 
• Environmental Conditions Conducive to 

Disease Development: High soil moisture 

same area year after year. Patches can be 
several feet to yards in diameter and gener-
ally visible in the spring. Infected turf will 
have a yellowish-orange cast to it at the 
outer edge of the patch. Sometimes, you 

continued on page 62 

Considerable progress has been 
made in selecting tall fescue vari-
eties with improved tolerance to 
R. solani. Dr. Melodee Fraser, Di-
rector of Research - East for Pure 
Seed Testing, Inc., evaluates and selects tall 
fescue progeny screened under conditions 
conducive to brown patch disease develop-
ment. Her test plots are located in 
Rolesville, NC. Recent variety introductions 
from her program include Tar Heel, Wolf-
pack and Endeavor. 

content as turf slows down in growth or en-
ters dormancy in the fall through mid spring 
or until the turf resumes optimal growth. 

Large patch is restricted to warm-season 
grasses including bermudagrass, zoysiagrass, 
centipedegrass and St. Augustinegrass. This 
is a disease primarily of the stolons and 
lower leaf sheaths. It tends to occur in the 

Brown patch in tall fescue. 

Excellent picture of symp-

toms, aerial mycelium and 

its common "smoke ring" 
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Watcha Gonna Do? 
As the old organophosphates fade from 
the scene the new kids on the block are 
ready to fill the gap. Most, however, lack 
broad spectrum control. Many, with single 
modes of action, pose the threat of 

developing resistance. 
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activity which prevent the build-up of resistance. 

And the many modes of activity also provide a 
very broad spectrum of control. 

Azatrol can also broaden the spectrum of other 
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product. 
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r 
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can pull the youngest leaf tissue very easily 
out of the leaf sheaths. Generally, the leaf 
sheaths closest to the stolons of the plant 
will appear water soaked. 

Bermudagrass is least affected by large 
patch disease. Once conditions are opti-
mum for disease growth in the spring, the 
plant can rapidly outgrow the pathogen. 
However, the disease may persist for several 
months on other warm-season turf species 
since they don't grow as vigorously as 
bermudagrass. Poor soil drainage, excessive 
shade and too much water-soluble nitrogen 
toward the end of the growing season en-
hance large patch. Don't over-irrigate in the 
fall, winter and early spring when the turf-
grass isn't actively growing. 

Large patch is perennial in nature. In 
cases where you can't correct soil moisture 
or sunlight duration, the use of fungicides 
may be warranted when maintaining zoysi-
agrass, centipedegrass or St. Augustinegrass. 
Once symptoms appear in the spring, 
fungicides tend to perform poorly as a cur-
ative. Generally, fungicides perform best if 
applied preventively in the early fall. One 
to two applications on a 28-day application 
interval of either the Qol (Heritage or Her-
itage TL) or the benzanilide (ProStar) most 
effectively manage large patch. 

Large patch symptoms in 
common centipedegrass 

GRAY LEAF SPOT 
• Pathogen: 
Pyricularia grisea 
• Primary Hosts: 
Perennial ryegrass, tall 
fescue and St. Augustinegrass 
• Environmental Conditions Conducive to 
Disease Development: In perennial ryegrass 
and tall fescue, this disease is one of the last 
to be seen in lawns (mid-July through early 
October). It's more severe following long 
periods of drought stress. In St. 
Augustinegrass, the disease is 
most active in late spring 
through mid summer following 
high humidity and rainfall. 
Newly sodded or sprigged areas 
are most susceptible. 

Brown or gray leaf spots 
with a yellow halo around 
them signal the early stages of 
the disease. This is especially 
true of tall fescue and St. Au-
gustinegrass. In perennial rye-
grass stands, leaves may have a 
twisted, water-soaked or velvety appear-
ance in the morning. In perennial ryegrass, 
large areas of turf will appear to be wilting 
even under good soil moisture conditions. 
Under the right environmental conditions 
turf will die in a matter of days. This fungus 

landscapemanagement.net 

can produce large quantities of airborne in-
oculum in the forms of spores, which is 
why lawn devastation can occur so quickly. 

Mid to late summer into the early fall 
provide conditions most conducive for the 
disease in ryegrass and tall fescue. Gray leaf 
spot is most active in St. Augustine in late 

spring through mid summer. 
It's believed that the cycling 

of wetting and drying the turf-
grass canopy (making condi-

L tions favorable for spore pro-

For more advice from 
Dr. Henry Wetzel on turf 
selection for disease 
control and integrating 
disease control into 
your programs, visit 
www.landscapeman-
agement.net 

duction and dispersal) can 
enhance the severity of the dis-
ease. Irrigate deeply and infre-
quently. Avoid significant 
amounts of water-soluble ni-
trogen during these times; the 
fungus thrives under lush, high 
nitrogen fertility. 

Fungicides may be neces-
sary during the first year for the establish-
ment of St. Augustinegrass lawns from 
sprigs or sod since nitrogen and water re-
quirements will be higher, creating condi-
tions conducive for disease development. In 
perennial ryegrass and tall fescue, brown 
patch may be present at the same time as 
gray leaf spot. Consider a preventive fungi-
cide program for managing gray leaf spot as 
well as brown patch. The Qol and benzimi-
dazole fungicide classes are the best on gray 
leaf spot. 

The fungus that causes gray leaf spot, 
Pyricularia grisea, has developed resistance 
to the Qol fungicide class in some loca-
tions. When using the Qol fungicides in a 
preventive spray program rotate with thio-
phanate methyl, propiconazole, triadime-
fon, fludioxonil or mancozeb. lm 

— The author is a plant pathologist 
with Syngenta at its Vero Beach, FL, 

Research Center Contact him at 
henry.wetzel@syngenta.com 

The green plot is 
"Gray Star" and 
the brown plot is 
"Applaud" perennial 
ryegrasses. This is to 
demonstrate that 
plant host resistance 
is being found to 
manage gray leaf 
spot disease. 
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Mid-spring 
slam j o b 

BY RON HALL / Editor-in-Chief 

Low pressure squatted over Lake Erie's western basin 
and spun curtains of wet snow as far southeast as the 
Appalachians. Heavy snow. Bough-busting snow. 
Heart attack-shoveling snow. 

It's April 24th for crying out loud. 
Enough. Enough. Enough. 
Six inches of the white stuff flatten the tulips and silence the 

nesting killdeer in my backyard. We're lucky. Further east, the 
storm checkerboards the Cleveland suburbs with 10, 12 and a 
few reporting as much as 16 inches of snow. Winter's last capri-
cious trick — coming as it does a mere week after blue skies and 
80 F. temperatures — seems a fitting finale to a snow season 
that began with an equally dramatic Christmas Eve storm. 

Our mid-spring storm reminds us of one of the big chal-
lenges of being a landscape professional who also provides snow 
services. Or, visa versa, of being a snow pro who does landscap-
ing. Snow and ice don't wait for anybody's convenience. Early-
fall or mid-spring events can swoop down upon us when we're 
ramping to full landscape production. This can be a huge dis-
ruption to our schedules and it can strain our workers. 

But the cash it can generate is sweet indeed. 
How efficiendy can you shift from full-bore mowing or in-

stallation to snow and ice management when you get slammed 
with a freaky out-of-season event? Do you have systems in 
place, checklists and procedures for breaking down your equip-
ment and getting it into action? How about your workers? 
Your subs? 

The other key to profiting from the out-of-season storm is 
pricing. Many experienced snow pros hedge their bets with a 
combination of seasonal contracts, with monthly charges 
whether there's an event or not (your clients should view it as 
insurance), and pay-per-occurrence customers, usually at a 
higher rate. 

Beyond that, smart snow pros spell out exactly what's ex-
pected of their services and, of course, any price adjustments for 
unusually heavy or wet snows. We're talking contracts here, lm 
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Beware 
these hidden costs 

New Jersey landscape/snow pro 
reveals where your winter profits 
might be melting away 

BY RON HALL / Editor-in-Chief 

The most difficult 
challenge to providing 
commercial snow and 
ice management services 
isn't the work. More 
often than not, It's earn-
ing a reasonable profit 

for performing this difficult and neces-
sary work. 

Even so, many experienced contrac-
tors make good money at it. The differ-
ence between them and operators that 
don't enjoy 25% or higher net snow 
profits is that successful contractors rec-
ognize and manage costs, many of them 
lurking in the shadows, associated with 
these services. 

Let's start with obvious expenses — 
payroll, equipment payments and insur-
ance to name a few. These are easy to 
figure. But there are other costs, profit 
destroyers. And landscape company 
owner Chris James, even after two 
decades in the business, still battles them 
just like you do. 

James bought his landscape company, 
Chris James Landscaping, in 1981. He's 
been providing commercial snow services 
almost for as long. His headquarters are 
in Midland Park, NJ, about 25 miles 
northwest of New York City, and his 
market area typically gets 25 to 30 inches 
of snow annually. 

James counts on his snow services to 

provide more than just cash flow. He 
counts on it to help fuel his company's 
overall growth too. 

He provides most of its snow services 
with his own employees. About half of 
them work year-round and do winter 
landscape chores when conditions per-
mit. James admits the price he charges 
for his snow services are near the top of 
the price range for his area. But, consider-
ing the costs associated with the work 
and the high quality snow and ice service 
he provides, they're justified, he says. 

James is conservative when it comes 
to projecting his company's annual snow 
income — about 75% of a "normal" win-
ter's snow revenue. Unpredictability is 
the main reason. 

Weather, labor, equipment 
James can easily tick off a dozen variables 
in offering snow services. But, just like 
the landscape business, they fall into 
three main categories — weather, labor 
and the use of mechanized equipment — 
big, expensive equipment. 

It's the equipment piece of the snow 
puzzle that often gives contractors their 
bitterest business lessons. They leam that 

the price tag on that new truck or loader 
is just the start. Then begins the expenses 
resulting from vehicle and equipment op-
erations, cleaning, maintenance, repair 
and replacement. The ongoing, never-
get-out-of-your-face costs. 

Watch out for these 
For starters, says James, if you're using 
pickup trucks in your snow work, you'll 
almost certainly have to buy 4-wheel-
drive trucks, adding several thousand dol-
lars to each vehicle's initial purchase 
price. Count on fuel costs for plowing 
snow to be almost double what you can 
expect from your landscape work as well. 

"If you're in the landscape business 
and you're spending $ 1,500 or $2,000 a 
year maintaining your equipment, when 
you get in the snow business you might 
as well double that figure," he adds. 

James explains that some equipment 
costs are fixed. "About the same amount 
of equipment is used whether you have a 
good or bad winter," he says. "If I use a 
plow 12 to 15 times a winter and a guy in 
south Jersey uses the same type of plow 
three times, it still costs both of us the 

continued on page s4 



CUP 
for Snow Removal Contracts 

CUP - The Leader in Service Software 
now helps you plow through your paperwork... 

CLIP has been enhanced to handle a variety of Snow Removal 
contracts. Due to the unique nature of Snow Removal and the 
way contracts are set-up, handling all the details can be very 
daunting. CLIP for Snow Removal makes it easy and profitable. 

There are five different contract types that have been 
integrated into the CLIP for Snow Removal Program. 

1. Per Inch Contract - Charge by the inch, quickly and easily. 
2. Limited Seasonal Contract - Set your Maximum number of 

visits or inches or bags, charge extra for extra work. 
3. Minimum Charge or Monthly retainer - CLIP automatically 

figures out if your customer has paid you at least the 
minimum amount in your contract. 

4. Multiple Installments - Charge monthly fees for different 
services. Separate your salt from snow removal, from 
de-icing. 

5. Multi-Year automatic price changes - enter the prices for a 
multi-year contract all at once and let CLIP keep track of it. 

... and many other Snow Removal Specific Enhancements. 

For over 16 years 
CLIP has been 
specializing in 

time-saving 
software and 

solutions for the 
service industry, CLIP 
products give users 

the ability to do 
scheduling, routing, 

revenue tracking, 
billing and more -

all from the 
convenience of 
their desktop. 

Stay Connected with Your Business 

CLIPConnect - Allows real-time 
transfer of data from your web-
enabled cellular phone to your 
CLIP program. No more waiting 
for crews to get back. Saves time 
and money. CLIPConnect 

Call 800-635-8485 for more information 
www.clip.com 

CUP trak 

CLIPtrak - GPS integrated with 
CLIP. Track, monitor and 
communicate with any mobile 
workforce. "Live" updates back to 
your CLIP program. Complete and 
accurate job costing. 

w Service 
Software 

http://www.clip.com


continued from page s2 
same amount of money to buy it." 

However, many equipment expenses 
aren't fixed. That's where contractors can 
enter the danger zone. 

"I typically find that for every hour 

that we push, plow and melt snow, we'll 
have another hour of what I call general 
conditions. This is cleanup, setup, prep 
time and repair work," says James. "You 
have to build that time into your price. 

"In a normal winter, for example, you 

might have 1,000 labor hours of actually 
pushing snow, shoveling it and salting it. 
You'll also have close to 1,000 hours of 
general condition time. Obviously this 
ratio goes down the more it snows. If you 
have three or four days of snow in a row, 
you're going to have more billable hours 
and less hours going toward general con-
dition," he continues. 

There are so many 
more variables when 

it comes to snow. 
"If it snows on Monday, you're not 

going to wash the truck on Tuesday if 
you're going to use it again on Wednes-
day. But when there's no snow forecast 
for a week, we typically clean it all up, 
powerwash it, grease and oil it and get it 
ready and then it sits there." 

But, the overriding variable in provid-
ing snow services is the unpredictability 
of winter weather. 

"It's not like grounds maintenance 
where we say that we're going to have 28 
to 30 mowings per season, and we'll also 
do spring and fall cleanups and some 
prunings," says James. "With mainte-
nance I can pretty much look at our ex-
isting clients and estimate how many new 
ones we will get and add a certain per-
centage - say 10%, 15% or 20% — for 
growth, and be within a few percentage 
points by the end of the year," says 
James. "There are so many more vari-
ables when it comes to snow." 

Providing snow and ice management 
services is one of he most valuable ser-
vices you can provide your clients. It al-
lows their businesses to open. It allows 
homeowner clients to get to work. Before 
putting a price on delivering productivity, 
accessibility and safety for your clients, 
make sure you understand its many un-
certainties and costs, lm 

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

Searching for the best 

QukkBooks-integrated 
schedulinq software 

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

John Greer, President 
Greer Landscaping & Maintenance, Inc. 

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

QuickBooks i t a reg^tered trademark and service mar* of toturt toe in the Untied Stat*» and other countries QXpress i t a rept tered trademark ot Alocet Incorporated 
QuickBooks and the Designed lor QuicfcBookt' Logo are trademarks andor registered trademarks ot totuit toe displayed with permission The use by Alocet ot the l o g o 
does not signify certif ication or endorsement ot Alocets software by totuit and Alocet is soley responsible lor its software and the support and maintenance ot the software 

http://www.qxpress.com


"NOTHING ELSE COMPARES TO A BOSS." 
'The evolution of The BOSS Snowplow over the years has 
been incredible. The plow designs are second to none ... 

I love The BOSS joystick control and SmartHitch 2 
Attachment System. When it comes to the complete 
plow package, nothing else compares to a BOSS." 

Bret Hodne • Htesf Des Moines, lows 
President of the American Public Works - lows Chapter 

THE BOSS SNOWPLOW 

DRIVEN TO 
THE BEST. 

If you're looking for the toughest, smartest, most reliable 

snowplow on the market, look no further than The BOSS. 

In fact, no one's better at bringing you the tools you need 

to get the job done. From the fastest, simplest attachment 

system; to the fastest, most reliable hydraulics; to the 

most advanced light package; to rugged, durable designs; 

no other manufacturer even comes close. Which is why, 

no matter how hard they may try to follow in our footsteps, 

The BOSS leads the way. 

SNOWPLOW 
For more information or The BOSS dealer nearest you, call 800-286-4155 or visit bossplow.com 

©2005 BOSS Products/Northern Star Industries, Inc. 

Still the fastest. Quick, smooth performance Outshines the competition 
Still the simplest from the fastest, most reliable with up to twice the light 

attachment system. hydraulics in the industry. output of typical plow lights. 



Maintenance 
people typi-
cally feel a 
keen obligation 
to the traveling 
public. They 
have a kind of 

esprit de corps that comes only with 
training and experience. 

Proper training for snowfighting is 
vital. It provides the know-how to get the 
job done and encouragement to perform 
in a way that brings praise rather than 
discredit to your organization. 

Many snow and ice removal organiza-
tions conduct training courses in the early 
fall to ensure that: 

• Equipment operators fully under-
stand how to operate and maintain 
plows, spreaders, loaders and other 
equipment used for winter maintenance. 

• All employees are thoroughly fa-
miliar with their responsibilities. 

• All employees receive a full review 
of snow removal schedules, snow routes 
and personnel and equipment assigned. 

• Dry runs are made over areas to 
be covered during actual snowfighting 
operations. 

• All employees understand how 
salt works in snow and ice so they know 

how, when and in what amounts it 
should be applied. 

The underlying theme of all training 
sessions should be the Sensible Salting 
concept, which includes: 

• Proper covered storage 
• Good maintenance of storage areas 
• Good equipment maintenance and 

knowledge of equipment 
• Proper spreader calibration 
• Proper salt application 
• Concern for the environment as 

well as the public's safety 

The Salt Institute in Alexandria, VA, 
offers the following program outline 
of topics to cover in fall snowfighting 
training sessions. If your employees 
are up-to-date on equipment, proce-
dures and safety, they won't miss a 
beat when the white stuff starts com-
ing down. 

The importance of coordination 
• Know your plowing and 
spreading routes 

Why have a fall training meeting? 
A session on snow and ice removal well 
ahead of winter gives your team a chance 
to discuss plans with the people ex-
pected to carry them out. This meeting 
is a refresher course on snowfighting tac-
tics for experienced employees and an 
introduction to winter maintenance 
techniques for new personnel. 

This meeting gives management a 
chance to formally review the previous 
winter's operation with operators and 

continued on page s8 

• Effective radio communication 
• The storm warning system 
• Working with police, public agen-
cies and the media 

Equipment operation and maintenance 
• Plows 
• Spreaders and their controls 
• Loaders 
• Emergency repair and refueling 
stations 

continued on page s8 

Suggested program outline for 
fall training sessions 

TVain 
for teamwork 

A fall rundown of snow removal equipment, policies and 
procedures keeps operations running smooth when winter hits 



A N O P E N L E T T E R 

To the Snow and Ice 
Professional: 

888 PUSH SNO (888.787.4766) or visit www.snopusher.com 
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continued from page s6 

supervising personnel. Use it to deter-
mine what may have gone wrong last 
winter, then make corrections. 

Promote a free exchange of ideas 
at the fall meeting. Encourage all person-

nel to speak up. New ideas and better 
tactics can come out of this session, uvi 

— Reprinted with permission from the 
Salt Institute, Alexandria, VA. For more 

information call 703/549-4648 or 
visit www.saltinstitute.org. 

The underlying theme 
of all training sessions 

should be the Sensible 
Salting concept. 

continued from page s6 

• Preventive maintenance 

Application procedures 
• How salt works 
• How and when to salt 
• Application rates 
• Special storm conditions 
• Deicing problems (bridges, ele-
vated curves, ramps, intersections) 
• When to re-apply salt 

Review of winter maintenance policy 
• Snow emergency routes 
• Parking ordinances 
• Procedures for helping motorists 

On-the-job safety 
• Safety equipment 
• Safety practices 

Discussion, questions and answers 
To ensure that your department is 
ready for winter, consider having 
superintendents or foremen com-
plete a checklist showing their 
progress in pre-winter preparation. 

The Transportation Association 
of Canada has produced a useful 
Synthesis of best practices in train-
ing, a Salt SMART training program 
and a train-the-trainer guide on 
how to best use the materials. All 
are available free on the TAC Web 
site, www.tac-atc.ca/. 

Review winter maintenance op-
erations in the spring to provide 
time to update the equipment, 
plans and policies, and translate 
timely observations and sugges-
tions into effective improvements. 

WASTING TIME 
CHASING SNOW? YOUR WINGS. 

YOUR V-PLOW FEEL 
LIKE A WEE PLOW? 

THEN SUPERSIZE 
TO A BLIZZARD. 

For a dealer near you, 
visit us online or call toll free 

1-888-680-8600. 

w w w . b l i z z a r d p l o w s . c o m 

http://www.saltinstitute.org
http://www.tac-atc.ca/
http://www.blizzardplows.com


WHY ARE YOU 
IN BUSINESS? 

Not only will you make more money, your electric or gas V-box spreaders up to 10* long. You want options. We got'em. Sno-Way is the 
customers will benefit from Sno-Way® NOW THAT'S FULL LINE. only plow manufacturer to provide proven 
patented products as well. Sno-Way has a Sno-Way also delivers a revolutionary new money-making options. Real Down Pressure'1 

full line of snow plows, spreaders and acces- method of connecting the plow and truck hydraulics, wireless controls and interchange-
sories for any application. In fact, Sno-Way harness. It s called EIS™ - Energy Interruption able blade skins are just a few of the exclusive 
offers the largest selection of snow and ice System™. No relays. No modules. No costly productivity-enhancing upgrades available 
fighting equipment in the industry. Our plows harness repairs. No hassles. EIS™ eliminates to our sales professionals and customers, 
fit on more trucks than any other manufacturer. equipment down time and gets you in and out SNO-WAY. NEW PLOWS. NEW SPREADERS. 
And, Sno-Way offers receiver spreaders and of the garage lickety-split. Guaranteed. NEW TECHNOLOGY. NEW OPPORTUNITY. 

FOR D E A L E R O P P O R T U N I T I E S C A L L 2 6 2 - 6 7 3 - 7 2 0 0 

CHECK OUT OUR FULL LINE & 
LEARN HOW TO INCREASE 
YOUR PROFIT MARG INS AT 

SNOW & ICE CONTROL EQUIPMENT 



Plowing 
"by the book" 
Pre-planning allows you to create visual 
instructions and reminders that reduce 
accidents and impress clients 

BY WAYNE VOLZ 

Nobody's memory is 
perfect. People for-
get things, and when 
the snow is flying 
and conditions are 
difficult, our drivers' 
minds are occupied 

with taking care of business. That's why 
it's a good idea to create "snow books" 
and have one in each of your snow trucks. 

This book shows the accounts that 
each driver will be servicing. It contains 
personal contacts (including cell num-
bers), special hours of operation if applic-
able and pictures of all your properties. 
Don't get fancy. Keep it simple. 

First things first 
It should contain your customers' wishes 
based on these questions: 

• Do you need access 24/7 during 
snow & ice events? 

• Are you open Monday through 
Friday only? 

• Do you have weekend hours? 
• Are you open holidays? 
• Any special instructions ? 

Take pictures of any obstacles, speed 
bumps or other potential hazards. Keep 
the pictures in alphabetical order in the 
book so the driver can access it quickly. 
The book provides specific information 
about each location, including its layout. 

A different view 
Many times when you look at a property 
at one time of the year and return to 
plow the snow months later it's easy to 
forget particular hazards. Once you get 
a heavy snowfall, much of the property 
starts looking the same. You have no 
idea where things are located under the 
drifts. Pictures will help you plow your 
properties without fear of damaging 
something you cannot see. Property re-
pairs are costly. 

Certain locations will require more 
site preparation than others. This in-
cludes locating drains, recognizing haz-
ards and installing markers as needed. 
The following are some specific sites 
and suggestions: 

• Driveways: Mark them at the end 
near the road and approximately every 50 
feet unless there is a change in the direc-
tion of the area to be plowed closer to that. 

• Subdivisions, patio homes, condos: 
Mark the entrances at the edges of the 
road. You may also want to use these 
markers on the curbs of any courts or is-
lands within the areas to be plowed. This 
will give you a guide to use in the event 
of a deep snow. 

• Parking lots, malls and similar areas: 
Mark any areas that may seem confusing 
when they get six or more inches of 
snow. This amount of snow will cover 
most curbs and parking stoppers. 

In all these situations the costs associ-
ated with the markers and the time neces-
sary to properly mark the hazards will 
save your company time and money in 
the future. 

Take the time necessary to provide 
this service for your customers. This pro-
cedure will not only eliminate your po-
tential for an accident but will also save 
you the time and money associated with 
the downtime of those accidents. 

Your company will appear (and be) 
more professional, thus enhancing your 
company's image and perceived value. 

Create "snow 
books" and have 

one in each of your 
snow trucks. 

One final point. Use this book as a 
selling tool with customers. It shows 
them that you're a professional and that 
you have concern for their individual 
property and its unique features, uvi 

— The author operates Wayne's Lawn 
Service, Inc., Louisville, KY, and has 26 

years in lawn care and with snow services. 
Through his Profits Unlimited division, 

he offers a range of profit-building 
publications plus consulting services. 

Visit www.profitsareus.com. 

http://www.profitsareus.com


New products 

Mini but mighty • 
Here's a mini tailgate spreader from Boss that 
needs little to no physical effort to attach/de-
tach whether the spreader is full or empty, 
reports the company. The Boss Snowplow 
SmartHitch 1100 Mini Tailgate Spreader is 
designed to apply dry, free-flowing materials 
such as salt and other de-icers on driveways, 
parking lots and roads. 
For more information contact Boss at 
906/776-3511 orwww.bossplow.com 

and the reversible steel edge enables the op-
erator to clear the area to the bare pave-
ment. Recently Avalanche added Push Plates 
to the receiver of every applicable model in 
order to prevent the bucket edge from scrap-
ing the channel support while providing load 
distribution. 
For more information contact Avalanche at 
800/232-6950 or 
www.avalancheplow.com 

Clear the way 
Avalanche improved the positioning of its 
side braces to provide greater resistance to 
buckling and eliminate the likelihood of trap-
ping snow on its snowplow line. The Steel 
Trip Edge plows clear icy, hard-packed snow 

AVALANCHE 

angle outer ends help capture snow when 
clearing lots and parking areas. It angles left 
and right for conventional plowing applica-
tions and is available in 8-ft. and 9-ft. lengths. 
For more information contact Hiniker at 
507/625-6621 or www.hiniker.com 

Snow scheduling software 
According to Alocet, QXpress is the schedul-
ing software of choice for snow removal 
companies using QuickBooks. It is an add-on 
that turns your accounting package into in-
dustry-specific management software by 

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

adding scheduling, job costing and invoicing 
capabilities without having to learn a new 
system. A free demonstration is available on 
the company's Web site. 
For more information contact Alocet at 
877/529-6659 or www.qxpress.com 

Snow/ice crystals au naturale 
FreezGard magnesium chloride crystals from 
North American Salt 
quickly attract mois-
ture and turn 
into a solution 
that actually 
does the melt-
ing, according to the 
company. The product's 
hygroscopic nature has the 
ability to melt ice down to minus 
25° F. It is safe for the environent and is 
available in 50-lb. poly bags and 2,000-lb 
tote bags. 
For more information contact North American 
Salt at 913/344-9100 or www.nasalt.com 

SNOWPLOWS 

Here's the scoop 
The concave shape of the Hiniker Scoop Plow 
provides greater capacity, less spillage, and 
faster, more efficient plowing, according to 
the company. The plow's 20-degree fixed-

Attack plan 
Fisher's XBIade snowplows combine an X-
Bracing design with a corrosion-resistant 12-
gauge polished 304 stainless steel moldboard 

http://www.bossplow.com
http://www.avalancheplow.com
http://www.hiniker.com
http://www.qxpress.com
http://www.nasalt.com


Track crews, save money 
CUP software from Sensible Software pro-
vides routing, scheduling, estimating and job 
costing capabilities to save contractors time 

and powder-coated steel structure. The 
Xtreme blade curl and 10-in. moldboard 
overhang promotes snow rolling and "foil-
ing" action, reports the company. It has a 
75-degree attack angle for ice breaking and 
scraping. Blades are available in TA -ft., 8-ft., 
8% -ft, and 9-ft. lengths. 
For more information contact Fisher at 
207/701-4200 or www.fisherplows.com 

Earning its wings 
Blizzard's Speedwing Model 860 has a blade 
height of 31 in. and a blade cutting edge of 
1/2 in. x 6 in. for making quick work of snow 

Service 
Software 

and money. The program contains contact 
management software with all of your cus-
tomer information and history of services 
rendered since installing the software. Track 
crews and time spent on each job/location 
for analyzing strengths and weaknesses in 
the service sector. It also produces employee 
efficiency reports and revenue tracking re-
ports showing the profitability of each job 
and of each customer. 
For more information contact Sensible 
Software at 800/635-8485 or wwwxlip.com 

removal. Engineered to fit 3/4- and 1-ton 
trucks, the blade width measures 8 ft. 6 in. 
and the prow width at full angle is 7 ft. 
For more information contact Blizzard at 
888/680-8600 or www.blizzardplowslcom 

Plowing capability • 
Available in rigid or trip-blade units, the Falls 
Power Reversible Plow from Little Falls can be 
used at all operating speeds. They are recom-
mended for clearing airports, highways, city 
streets and rural roads. The reversible plow 
can be mounted on trucks, motor graders 
and wheel loaders. 
For more information contact Little Falls at 
800/772-PLOW or www.fallsplows.com 

Where others dare not go 
The Ariens 1336 DLE Sno-Thro features a 13-
hp Tecumseh OHV Snow King engine and a 
12-volt key start standard. A 36-in. clearing 
width, six forward and two reverse speeds, 
and a remote deflector control the 1336. Ad-
ditional qualities include an improved cast 
iron gear case, new halogen headlight, new 
quick turn chute rotation and a new remote 
locking differential. 
For more information contact Ariens at 
800/472-8359 or www.ariens.com 

http://www.fisherplows.com
http://www.blizzardplowslcom
http://www.fallsplows.com
http://www.ariens.com


blades, the Pro Plus from Western Plows has 
optional plow wings that add 30% carrying 
capacity and reduce trail-off, according to the 
company. There also is an optional back drag 
edge that is designed to clear snow from 
tight areas. Nose plate stress is prevented 
with the 1-in. pivot bolt. 
For more information contact Western at 
414/354-2310 or yvww.westernplows.com 

For smaller operations 
Here's the Micro Pro 375 tailgate spreader 
from SnowEx, a division of TrynEx Interna-
tional. It is specifically developed for snow 
and ice control for smaller contractors and 
features a heavy-duty material flow gate, 
maximum torque transmission and low-
maintenance engineering, the company re-
ports. The speader is designed for maintain-
ing roads, parking lots, driveways and 
recreational paths with a 10-ft. control cable. 
An optional 20-ft. cable is available. 
For more information contact TrynEx 
at 800/725-8377. 

Snow be gone! 
Designed for high-volume snow removal, 
Strongbox from Degelman provides double 
skin construction with extra blade depth and 
internal reinforcement for structural support. 
The high volume side plates with patented 
cone gussets keep wear and tear to a mini-
mum, and a high density rubber cutting edge 
offers flexibility to clear snow, slush, ice and 
water without damaging the pavement, re-
ports the company. 
For more information contact 

Power plus • 
Available in T/i -ft., 8-ft., S'A -ft., and 9-ft. 

Degelman at 306/543-4447 or 
www.degelman.com 

No belts. No chains. No corrosion. No gasoline engine. 

No wonder the excitement is spreading! 

http://www.degelman.com


Keep it dry 
Cover-All Building Systems manufactures 
dear-span, membrane-covered frame struc-
tures including The Legend series, available in 
widths of 18 ft. to 82 ft. This series is pre-en-
gineered to meet structural requirements for 
the National Building Codes in Canada and 
all four model building codes in the United 
States, reports the company. The polyolefin 
characteristic of the DuraWeave membrane is 
inert to corrosive environments, such as com-
posting and salt storage, and the recyclable 
membrane is not biodegradable. The Gator-
shield coating is part of a triple-coated anti-
corrosion barrier. The galvanized steel-frame 

continued on page si6 

the 1450-lb. hydraulic pump pressure that 
helps scrape cleaner. 
For more information contact Snowman 
at 888/766-6267 or 
www.snowmansnowplow.com 

Walkin' the walk k 
Orbit Radiant Heating has a new series of 
control panels for its snow and ice melting 
systems for use on parking lots, steps, drive-
ways, walkways, handicap ramps and patios. 
The RSMCK series provides up to 200 Amps 
of power for use with pavement snow and 
ice sensors on most ground surfaces, includ-
ing concrete, brick, pavers or asphalt. 
For more information contact Orbit at 
215/453-9228 or vww.orbitmfg.com 

Deep snow? No problem 
Available in 6-ft. to 8-ft. moldboard widths 
the Snowman pull plow is designed to elimi-
nate back dragging and turnaround time, ac-
cording to the manufacturer. The exclusive 
high lift works well in deep snow and the 
patented spring trip protects the vehicle and 
plow while in operation. Another feature is 

Building Storage Solutions With Cover-All Client: Rob Buchanan, Senior Geo-Scientist 

Project Details: Nearly 500,000 square 
feet of Cover-All buildings for salt sheds 
and equipment warehouses. 

Customer Comments: "The buildings are 
superior to our old wood storage buildings 
because we can dump twice as much salt 
directly inside and away from the moisture." 
Rob Buchanan BC Ministry of Transport 

Like Rob, thousands of customers world-wide have discovered why Cover-Air is the building of choice. 
Why a Cover-All building? Because the clear-span space is ideal for a multitude of applications. Because 
Cover-Air buildings can be expanded or relocated to suit changing needs. Because Cover-All' buildings 
can be installed in less time than traditional buildings to get you up and running fast. Because Cover-All 
buildings are right for any job. 

Legend ' Series: 18' - 82' wide 

TITAN* Series: 30' - 160' wide 

Cover-All buildings are manufactured at our ISO 9001:2000 certified manufacturing facility 

call 
web 

1.800.268.3768 
www.coverall.net 

COVER-ALL AND LEGEND ARE TRADEMARKS OR REGISTERED TRADEMARKS OF COVER-ALL BUILDING SYSTEMS INC STEEL TUBING SUPPLIED BY ALLIED 

http://www.snowmansnowplow.com
http://www.coverall.net


When Snow 
is your BUSINESS 

With Hiniker you have an advantage - selection and choice. Steel or 

poly blades, a choice of blade widths, and, most importantly, a choice 

between Conventional Plows, V-Plows, the patented reversible C-Plow 

and the new high-capacity Scoop Plow. Visit your Hiniker dealer to see 

the most comprehensive selection of professional snowplows in 

the industry. 

For the ultimate in professional performance, it's the Hiniker 

Trip-Edge plow. A horizontal-truss frame and laser-cut vertical support 

ribs offer incredible strength, 

while a heavy-duty poly 

moldboard offers 

durability, good 

looks and low-friction 

flow. A high clearance split 

f trip-edge provides excellent 

protection and "no pinch" return. 

Available in Conventional Plow, C-Plow 

and Scoop Plow models, Hiniker owners 

clearly have the edge. 

CONVENTIONAL PLOWS 

V-PLOWS 

SCOOP PLOWS 

C-PLOWS 

CONVENTIONAL PLOWS 
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less Steel base. It's available in three different 
widths and with steel, polycarbonate or 
stainless steel blade skins. The company also 
offers its patented Down Pressure System, 
Wireless Remote Controls and Back Drag 
Blade as additional options. 
For more information contact Sno-Way at 
262/673-7200 or www.snoway.com 

Customize melting process • 
FECO presents the Snow Dragon, a state-of-
the-art custom snow melter that melts snow 
from 1 cu. yd. to 6 cu. yd. per minute and 
eliminates the security and environmental 
problems associated with other snow melt-
ing equipment and products, reports the 
company. It's available in three sizes, both 
stationary and mobile, in order to accommo-
date all users. 
For more information contact FECO at 
216/531-1599 or www.fecoweb.com 

< Snow no more 
Sno-Way has a 29 Trip-Edge Series snow-
plow that's 29 in. tall with a 10-in. base trip 
clearance, four high-load compression 
springs, the Shock Killer System, and a Stain-

continued from page si4 

is fabricated by CWB certified welders and 
meets the AWS D1.1 standards, says the 
Cover-All company. 
For more information contact Cover-All at 
800/268-3768 or call 1-800-268-3768 or 
www.coverall.net 

GROW YOUR BUSINESS 
IN ANY KIND OF WEATHER 

The strength of over 200 snow removal 
service partners creates one powerful 
force. With a partnership in the Symbiot 
Snow Network, you can: 
•Gain real control over your supply costs 
through national purchasing programs 
with companies you already use. 

•Grow your profits by 
networking with our 
industry leaders and 
other contractors. Learn 
the skills that build high-
profit organizations. 

•Protect your 
current 
customer base 
from erosion 
from other 
national 
competitors 

TURBO TURF 
ICE CONTROL SPRAYERS 

Anti-Icing Sprayers starting @ $ 695,00 

Check out Turbo Turf's full line of Ice Control/Anti-lcing spray-
ers. We have sizes from 30 gallon tailgate mounted units to 
1600 gallon skid units. We have kits to let you use your Turbo 
Turf Hydroseeding System as an anti Icing sprayer in the winter, 
and units you can use with your tailgate salt spreader. 

For a FREE Anit-lcing info pack call: 

TURBO TECHNOLOGIES, INC. 
1500 First Ave., Beaver FallS, PA 15010 

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

Become A Partner 
Today. 

866.223.9049 
www.symbiot.biz 

http://www.snoway.com
http://www.fecoweb.com
http://www.coverall.net
http://www.lceControlSprayers.com
http://www.symbiot.biz


70 Years of Snow 
Mil Nil till Willed 

m- New High-Prof i le 
Steel Discharge Chute 

Throws snow higher and farther. 

Smarter By The Yard " 

For seventy years, Ariens® Company has been making high-
quality, rugged products that stand the test of time. Like our 
Professional Series Sno-Thro® machines, engineered and 
tested in the frozen Midwest. Guaranteed to start in 0° weather 
and chew through tough clumps of ice and snowdrifts with ease. 

Think of them as your plow's trusty sidekick. 

For more information on our Professional, Deluxe, Compact or Single-Stage 
machines, visit your local Ariens dealer today or visit us at Ariens.com. 



MEYER COVERS YOU FRONT, BACK AND SIDEWAYS. 

EZ-Mount Xpress™ - The fastest, easiest 
mounting system on the market 

FROM SNOWPLOWS TO SPREADERS, 
W E ' V E GOT YOU COVERED. 

Whether it's our revolutionary new EZ-Mount Xpress 
Plow System for the front of your vehicle, or the corrosion 

resistant Meyer Mate XL spreader for the back, you can 
convert your truck to a snow and ice control machine. 

For walk behind spreading, you won't find a better 
product than our new Hot Shot spreader. With rugged 

construction and extensive standard features, the 
Hot Shot is sure to be an essential component of 

your ice control arsenal. 

MEYER - THE HQUEST NAME IN SNOW AND ICE 

Meyer Mate XL™ -
Easy on/off your truck 

Hot Shot™-
Push it to the limit 

To get a FREE catalog featuring full details on the revolutionary new EZ-Mount Xpress, just fill out 
this coupon, clip and mail to Meyer Products, 18513 Euclid Avenue, Cleveland, OH 44112. 
ATTN: Marketing Department. 

NAME 

ADDRESS 

CITY 

STATE ZIP 

EMAIL 

Please check the products that interest you: 

• Xpress Plow • Meyer Mate XL Q Hot Shot 

Official Snow Plow of Pro Football's Snow Country! 

Meyer Products Inc. 
www.meyerproducts.com 

Diamond 

Diamond Equipment 
www. dlamondplo w. com 

http://www.meyerproducts.com


Who's telling your story? 

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

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

EverGreen 
Because Green Matters-

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

http://www.projectevergreen.com


Solutions Center 
TECHNOLOGY REAL ANSWERS TO REAL CHALLENGES 

Online marketing 
boosts leads 
BY GEOFF KULESA 

While consumers 
have tradition-
ally turned to 
the Yellow Pages 

to find landscape contractors, 
the use of these types of print 
directories is projected to de-
crease by approximately 20% 
over the next four years, says 
The Kelsey Group, a Princeton, 
NJ-based market research and 
consulting firm 

In contrast, the Internet is 
quickly becoming a primary 
tool for consumers looking for 
residential contractors. A recent 
survey by The Kelsey Group 
and Bizrate.com reveals that 
61% of consumers feel the 
quality of online information is 
better than that of offline 
sources, including the print 
directories. 

As more consumers turn to 
the Internet for local business 
information, online marketing 
has become increasingly impor-
tant for landscaping businesses. 

The Problem: 
wasted dollars 
Indeed, many residential con-
tractors are questioning the re-
sults they get from print direc-

tory advertising. "While con-
tractors are the ninth largest 
Yellow Page spenders, their re-
sults don't even rank within the 
top 150," claims Adams Hud-
son of Hudson, Ink. 

Like most residential land-
scapes, Scott Fairman, Scott 
Turf Company, Charlotte, NC; 
and Philip Sarros, The Sarros 
Company, Cumming, GA, in-
vested their advertising dollars in 
the print media, fliers, direct 
mailers and seasonal newspaper 
promotions. However, these tra-
ditional methods of advertising 
were not producing a strong re-
turn on their investment. 

Tlie Solution: targeted 
online marketing 
Sarros and Fairman sought a 
more cost-effective, targeted 
method of advertising that 
would result in a better return 
on investment. They investi-
gated online marketing. How-
ever, the reality is that the land-
scaping business is local and the 
Internet is not. Creating a per-
sonal Web site and purchasing 
localized keywords through 
search engines are two tech-
niques to use as part of an online 
marketing strategy. These op-
tions require technical expertise 

and can limit the 
number of consumers who find 
a particular Web site since lim-
ited keywords can be purchased. 

Like 5,000 other landscap-
e s and lawn care professionals, 
Sarros and Fairman turned to 
ServiceMagic, Inc., an online 
lead generating service. Con-
sumers use this online service 
in an effort to limit the time 
and stress associated with find-
ing residential contractors since 
the service prescreens its mem-
bers for state licensing and 
insurance. Company owners 
like this since they know they 
are competing for business 
only with other professional, 
licensed businesses. 

"My skepticism ended when 
I received five leads the first 
day I joined," Sarros says. "The 
online leads I receive have 
helped grow my business more 
than 75%, add another three-
man crew and three large 
pieces of new equipment." 

"I thought my other adver-
tising methods were bringing in 
new business but after joining 

ServiceMagic, I realized I was 
wasting money and canceled all 
other advertising," says Fairman. 
"I now realize a third of my 
customers would rather go on-
line than call contractors out of 
the Yellow Pages and wait for 
follow-up calls." 

By providing residential 
landscapes with only those 
leads that match their work 
type and geographic prefer-
ence, online lead generation 
services match businesses with 
interested consumes they may 
not reach with their other mar-
keting initiatives. As a result, 
ownes are able to tap a new 
client base and have access to a 
steady flow of their most pre-
ferred jobs, enabling them to 
spend less time and effort 
prospecting, qualifying and 
chasing down leads. Instead 
they have potential jobs come 
to them, LM 
— The author is a vice president 

with ServiceMagic, Inc., an 
online lead generation service. 

For more information visit 
www.servicemagic.com. 

http://www.servicemagic.com


WE CAN MAKE YOUR GROUNDS LOOK GOOD... 
AND YOUR MAINTENANCE BUDGET LOOK EVEN BETTER. 

ZD Pro Zero-Turn Mower 
21, 2 5 a n d 2 8 HP fuel-eff ic ient Kubota diesel 
engines, 7 - g a u g e steel fab r i ca ted deck a n d 
twin-hydrostat ic t ransmission 

Grand L30 Compact Tractor 
3 0 HP to 5 0 HP Kubota diesel engines, 
compute r i zed Inte l l iPaneH a n d per fo rmance-
matched implements 

M6800 Utility Tractor 
6 8 HP Kubota diesel eng ine, l ive- independent 
hydrau l ic PTO, fu l l -synchron ized ma in a n d 
shuttle t ransmission 

Financing available through Kubota Credit Corporation. 

For product and dealer information, call 1-888-4-KUB0TA. ext. 403 

or click on www.kubotaCT40.com. EVERYTHING YOU VALUE 

Circle 132 ©Kubota Tractor Corporation, 2005 

http://www.kubotaCT40.com


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. 
Guarantee applies only to professional use. Other limitations and conditions apply. Guarantee payment is limited to the cost of the MACH 2 component 
of the formulation used. For complete details see www.dowagro.com/turf or your supplier. 

http://www.dowagro.com/turf


The performance is guaranteed, baby. 

Maximum power for 
season-long grub control. 

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

Specialty Insecticide 
MACH 2 

Dow AgroSciences 

http://www.dowagro.com/turf


T E C H N O L O G Y YOUR GWDE TO PRODUCT RESEARCH 

BY CURT HARLER 

• Is it easy to calibrate spray or 
spread pattern? 

• Wide mouths are easier to fill. 

• This is one place where lots of 
agitation is good. 

• Check ease of cleanup. 

• Is it easy to change settings? 

• Ascertain the uniformity of spread 
pattern. 

• Does the unit throw material 
under trees and shrubs? 

• Check the ergonomics. 

Smithco 4 
The Smithco Spray Star 1000 low-profile 
sprayer offers exclusive hydrostatic drive that 
eliminates problems of mechanical drive prob-
lems, delivering power throughout every speed 
range. Turning radius allows maneuverability 
around tight areas. Precise controls for spray 
application rates plus hydraulic power steering 
and choice of computerized or manual spray 
For more information contact Smithco at 
877/833-7648 or www.smithco.com I 
circle no. 254 

Agrimetal 
Models are available with an 11 -hp or 13-hp 
Honda gas engine with electric start and 25 ft. 
of discharge hose; a 20-hp gas engine with 
33-ft. hose; or a 3-pt. hitch, pto-version suit-
able for tractors with 20 or 25 horsepower. 
Optional deflector, allowing 1 -person opera-
tion, is available. 
For more information contact Agrimetal at 
919/365-5111 or www.agrimetal.com I 
circle no. 256 

BEFCO 
Choose 5 models of Hop fertilizer spreaders, all 
with 47-ft. spread. Smaller 203 model has ad-
justable ejector spoon to center spread. Larger 
209 and 212 have adjustable spreading fins. 
Turbo-Hop operates with 20- to 60-hp tractors. 
For more information contact BEFCO at 
800/334-6617 or www.befco.com I 
circle no. 255 

Gregson Clark 
The Hy-Lander features a mechanical metering 
system that meters the fertilizer to the impeller 
based on ground speed. Regardless of ground 
speed the correct fertilizer rate is maintained. 
Powered by Honda 13-hp motor with electric 
start and 18 amp charging system. 
For more information contact Gregson-Clark at 
800/706-9530 or www.greqsondark.com I 
circle no. 257 

Agri-Fab 
Agri-Fab's 45-0286 is a 45-gallon, 12-volt tow-
able sprayer, featuring a 3-gpm, 12-volt electric 
pump and quick connect electrical hookup. 
Its spring-loaded break-away booms spray 160 
in. from fine mist to 25-ft. stream. Comes with 
15-ft. hose. 
For more information contact Agri-Fab at 
217/728-8388 or www.agri-fab.com I 
circle no. 258 

continued on page 70 
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Tal star® insecticides. Tough broad-spectrum control of tough surface feeders. 
Whether you're using TalstarOne™ multi-insecticide, Talstar® PL For perimeter protection; commercial; residential; and recreational 
or Talstar® EZ granular insecticides, you'll gain outstanding uses, choose Talstar insecticides. You'll gain long-lasting, high-
broad-spectrum control of even the toughest surface feeder pests. performance, cost-effective control of surface feeders. 

Talstar insecticides are tough on cutworms, webworms, mole For more information, contact our Customer Satisfaction 
crickets and black turfgrass ataenius. In fact, in field trials* Center at 1-800-321-1 FMC, or visit our website: 
Talstar insecticides out-performed DeltaGard® G and Scimitar® www.pestsolutions.fmc.com. 
for control of annual bluegrass weevils and black turfgrass 
ataenius, in some cases, even at lower concentrations. •TrtateconAjt̂ tyDr.SteN*̂  

State University, 1999; and by Dr. Dave Shettar and Dr. Harry Ntemczyk, Ohio State University, 1997. 

But Talstar insecticides don't stop at surface feeders. They * • • • ̂  ^ , * . ^ n . . , 
~ ' Scimitar is a trademark of Syngenta Crop Protection, Inc. 

control over 75 different pests, including all species of ants DeltaGard and TopChoice are trademarks of Bayer AG. targeted by LCOs, knocking them out and keeping them out. 

Unlike TopChoice,® Talstar insecticides are available in a flowable 
formulation and your choice of two granular formulations. 

Talstar« 
I N S E C T I C I D E S 

Circle 139 

O 2005 FMC Corporation. FMC, the FMC logo, TalstarOne, the TalstarOne logo and 
Talstar are trademarks of FMC. Always read and follow label directions. 

http://www.pestsolutions.fmc.com
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continued from page 68 
John Deere 
The ProGator Top Dresser features a seamless 
conveyor belt and a capacity of 19 cubic feet. 
Its wide stance gives it excellent stability. Avail-
able in 23.5-hp diesel and 26-hp gas versions, it 
comes with a 5-speed, synchronized transmis-
sion. The HD300 Sprayer attachment for use 
with the ProGator Utility Vehicle has an impact-
resistant 300-gal. polyethylene spray tank for 
fewer refills and extended use. Jet agitation en-
sures tank solution is well mixed. 
For more information contact John Deere 
at 800/537-8233 or www.deere.com I 
circle no. 259 

Gandy 
Spike n' Seed Seeder overseeds and aerates in 
a single pass. Unit has 1220 replaceable steel 
spikes that give 693 vents per square yard. 
Hopper is 42 in. wide and can handle 100-125 
lbs. of seed. It seeds a 44-in. width. 
For more information contact Gandy at 
800/443-2476 or www.gandy.net I 
circle no. 260 

Earth & Turf 
Model 24D TruFlow push-type topdresser is de-
signed for dry, flowable materials. It offers 3 cu. 
ft. capacity and a 24-in. wide spreading pat-
tern. There is an 8-in. diameter dispersal drum 
with adjustable front gate opening. The four-
wheel design has 4.80/4.00-8 drive tires and 

4.00-6 transport tires. 
For more information contact Earth 8r Turf at 
888/693-2638 or www.earthandturf.com I 
circle no. 261 

Andersons 
The AccuPro-2000 rotary spreader has 13-in. 
Turf Saver 2 pneumatic wheels for an easier 
push. Made with new, thicker-walled, stainless 
steel frame, it gives an 8-12 foot swath. Front 
and back lift handles make loading easy. Stan-
dard port shut-off control. Tuff-foam grips for 
comfort. 
For more information contact The Andersons at 
800/225-2639 or www.andersonsgolfprod-
ucts.com I circle no. 262 

Blec 
The Blec Multi-Seeder has a multi-spike roll that 
punches a network of holes in the ground sur-
face, ideal for accepting seed. Hole depth is 
controlled by the rear smooth roll and top link. 
Comes in working widths from 40-96 in. Unit is 
powered by tractor pto. 
For more information contact Blec at 888/325-
BLEC or www.blec.co.uk I circle no. 263 

Wikco 
Model 800 Spreader is a tow-behind, granular 
material spreader designed to spread fertilizer, 
sand, salt, seed, lime and similar materials. Unit 
has an internal drag chain, not a spinning wire 
agitator, to break up material and help drag the 

material to the opening, It feature a 9-cu.-ft., 
non-rust poly hopper; pneumatic tires on 8-in. 
rims, and heavy duty steel frame construction. 
For more information contact Wikco at 
866/464-8893 or www.wikco.com I 
circle no. 264 

Broyhill 
Single seat SpraMate features an 18-hp Kohler 
V-twin OHV air-cooled gas engine. Unit has 5-
speed heavy-duty transmission, full suspension 
front and rear. Comes in 160-gallon or 210-
gallon sizes. 
For more information contact Broyhill at 
800/228-1003 or www.broyhiH.com I 
circle no. 265 

Dakota 
The 440 Turf Tender allows one operator to 
topdress, fertilize and move a variety of materi-
als from the seat of any 40-hp tractor. Unit has 
4.2-yd. capacity hopper coated with 
polyurethane paint. Dual hydraulic drive has 
both forward and reverse. 
For more information contact Dakota at 
800/477-8415 or www.dakotapeatcom I 
circle no. 266 

EarthWay 
The EarthWay Products line of Ev-N-Spread pri-
vate label spreaders now has two new features. 
The Ev-N-Spread Professional Shut-Off System 
has eight position independent adjustments for 
the right and left side throwing ports. The new 
Ev-N-Spread Control Center allows the opera-
tor to balance the spread pattern for the left 
and right side throwing ports and control the 
rate with the spring-close handle. 
For more information contact EarthWay 
Products at 574/848-7491 or 
www.earthway.com I circle no. 267 

Jrcof Inc. 
The Zero-Turn Sprayer uses an existing mower 
as a turf application vehicle. This 30-gal. sprayer 
quickly attaches to most mowers with clevis 
pins. The Jrco Electric Broadcast Spreader fits 
commercial riding and walk-behind mowers as 
well as utility vehicles. Features include a 
molded hopper base with improved stainless 
steel gate controls, fan and vibrating agitator. A 

http://www.deere.com
http://www.gandy.net
http://www.earthandturf.com
http://www.blec.co.uk
http://www.wikco.com
http://www.broyhiH.com
http://www.dakotapeatcom
http://www.earthway.com


large polyethylene hopper holds 120 lbs. sup-
ported by a stainless steel frame. Model 503 has 
a foot-operated gate for mid-mount ZTRs while 
model 504 has a push-pull cable for walk-be-
hinds and utility vehicles. 
For more information contact Jrco, Inc 
at 800/966-8442 or www.jrcoinc.com I 
circle no. 268 

Echo 
The Echo MS-40 is a heavy-duty 4-gal. back-
pack sprayer with piston pump designed for 
extended spraying. 16-in. brass wand, hose 
rated at 300 psi. High-density poly tank with 
UV inhibitors has check valve that prevents 
leaks if tipped. Long-life spray pistol with brass 
shutoff pin and double O-rings. 
For more information contact Echo at 
8OO/432-ECHO or www.echo-usa.com I 
circle no. 269 

Landpride 
Featuring an all-steel frame, frontal splash plate 
and three available hopper sizes, Land Pride 
broadcast spreaders fit most uses. The 14-
gauge hopper is manufactured using a spin 
process for one-piece construction. Delivery is 
adjustable to spread on the left, right or full 
width of 54 ft. Application rates range from 44 
lbs. to 890 lbs. per acre, and hopper capacities 
keep filling and clean out to a minimum. 
For more information contact Landpride at 
785/823-3276 or www.landpride.com / 
circle no. 270 

SP Systems 
SP-1 is a 4-gallon sprayer designed for safety 
with a patented diaphragm pump to protect 
the technician from leaks. It is capable of two 
million strokes without a leak. The pump han-
dle folds against the side of the sprayer for stor-

age. The unit operates at 15-50 psi, maximum 
70 psi. Features include a 20-in. brass wand, 
300-psi rated hose, adjustable brass nozzle, 6-
in. mouth with built-in strainer and check valve. 
For more information contact SP Systems at 
800/457-3440 or www.spsystemsllccom I 
circle no. 271 

Landscape Design Software 
(liai makes an minaci! 

\isiial impact miamiu»* 

M W M A i s i i a l i n i p a c t i m a ^ i n g . c o m 

MTI RAIN- BIRD 
SALE 

5004 4" Pop-Up 
Complete Turf Rotor 

Top-Adjusts with 
Just A ScrewDriver À 
Call NOW for FREE Sample 

BEST BUY 
For A { 

Turf Rotor $7% 
Buy The Box 

Call Us For ALL 5004s 
Order By 1 p.m. 

SHIPS SAME DAY 

800-600-TURE 
CALL US AND SA VE! 7:30 am - 5 pm PDT 

http://www.jrcoinc.com
http://www.echo-usa.com
http://www.landpride.com
http://www.spsystemsllccom
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T.I.P. 
Overseed and aerate in one pass. Choose 3-pt. 
hitch, the GS-48 pull type or self-propelled 16-
in. walk-behind Spiker seeder. Creates thou-
sands of shallow, closely spaced holes for drop-
ping seed at the proper depth. Self-propelled 
unit is especially handy for tight areas. 
For more information contact T.I.P. at 715/592-
4650 or www.tipinc.net I circle no. 272 

Master Manufacturing 
The Turf Choice TC1080-003 sprayer has a 55-
gal. polyethylene tank. The unit is powered by 
a Hyprc>4 roller pump. The frame is sized for 
Cat 1 tractors. A 10-ft. folding boom is in-
cluded. Options include a spray gun and 25 ft. 
of hose or a 4-nozzle, 14-ft. boom with flood 
nozzles on 40-in. spacings. 
For more information contact Master 
Manufacturing at 712/258-01081 circle no. 273 

LESCO 
This 200-gal. compact spray system's side-sad-
dle mounting slips easily into the bed of a pick-
up truck. The 200-gal. tank has a 16-in. fill 
well, a leak-proof lid and strainer with a clear 
strainer bowl and a 30-mesh stainless steel 
screen. The company's High-Wheel, stainless 
steel spreader with 80-lb. hopper capacity fea-
tures new functionality; improved balance; 
longer, adjustable, ergonomic handles with im-
proved grips; numerical rate guide; frame and 

bearing house stiffeners. 
For more information contact LESCO at 
800/321-5325 or www.lesco.com I 
circle no. 274 

MacKissic Inc. 
Mighty Mac power sprayers come in five mod-
els ranging from 14 to 50-gal. tanks. The big PS 
350T-10 is a 50-gal. trailer unit powered by a 
5.5-hp B&S Intek engine. Hypro twin-piston 
pump delivers 10 gpm at 300 psi. Pressure re-
lief valve and stainless inline strainer included. 
For more information contact MacKissic at 
800/348-1117 or www.mackissic.com I 
circle no. 275 

Shindaiwa 
The SP150 is an economically designed 1 -gal. 
hand-held sprayer, bringing the Shindaiwa line 
to a complete family of five manual sprayers 

Smart Watur Snliitinn^ 

Science City at Union Station • Kansas City, Missouri 

^ TI /T ixed-use developments with heavily traveled public spaces would be 
Jl VI wise to engage an ASIC Professional Member. They make the critical 

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

ANDYSCON 
Executive Director • Union Station Assistance Corporation 

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. 

PO Box 426 
Rochester, MA 02770 

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

www.ASIC.org 

http://www.tipinc.net
http://www.lesco.com
http://www.mackissic.com
http://www.ASIC.org


ranging from 1-gal. to the 5-gal. SP518 back-
pack sprayer. UV protected polyethylene tank 
offers superior resistance to corrosion and the 
harmful rays of the sun. Pump handle doubles 
as carrying handle and there is a large, inde-
pendent filler opening. 
For more information contact Shindaiwa at 
800/521-7733 or www,shindaiwa,wm / 
circle no. 276 

Permagreen 
The ride-on Magnum spreader seeder is pow-
ered by a Honda 6.5-hp horizontal shaft engine 
with wet clutch. Offers 150-lb. PermaGreen 
hopper with LESCO-style mechanism and a 12-
gal. spray tank with 2-gpm pump and two 
Hypro Ultra low drift nozzles. 
For more information contact Permagreen at 
800/346-2001 or www.permaqreen.com I 
circle no. 277 

PSB 
The PrizeLAWN MPR1 commercial broadcast 
sprayer has a 1.3-cu.-ft. hopper riding on 10-
in. pneumatic tires. Gears are set for normal 
walking speed of 2.5 mph. Rate control has 
positive lock mechanism. 
For more information contact PSB at 
6141228-5781 or www.psbcompany.com I 
circle no. 278 

Turfco 
The Turfco Mete-R-Matic XL tow-type top 
dresser offers increased hopper capacity of 2.25 
cubic yards and carries a maximum load of 
6,000 pounds. Its belt design and ground drive 
system ensure even materials distribution re-
gardless of moisture content or vehicle speed. 
For more information contact Turfco at 800/679-
8201 or www.turfco.com / circle no. 279 

FREE SAW 
Partner® Stlhl® 

Quality 
Diamond 

Tools 
www.qualitydiamondtools.com 

SPRING BLOWOUT!! 
Receive 12 blades 

plus the saw 
of your choice 
$1599.00 Selling Blades Across AMERICAI 

1-800-285-0163 
Circle 136 
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Spraying Systems Co. 
The XP BoomJet Extra-Wide, flat 
spray nozzle combines a polymer 
pre-orifice with a unique exit ori-
fice, assuring maximum uniformity 
of product placement with maxi-
mum drift reduction. The XP 
BoomJet nozzles can produce 
spray patterns up to 18.5 feet. 
For more information contact 
Spraying Systems Co. at 406/388-
3120 or www.teejetcom I 
circle no. 280 

Solo 
The 475 is a 4-gal. diaphragm 
pump backpack unit. Provides 60-
psi pressure with 22-in. fiberglass 
spray wand. Units come with ad-
justable, flat spray, hollow cone 
and jet stream nozzles. Felt 
padded polyester straps and built 
in filter screen included. 
For more information contact 
Solo at 757/245-4228 or 
www.solousa.com I 
circle no. 281 

Mill Creek 
Turf Tiger spreads wet or dry 
sand/peat, compost or infield 
mixes evenly over a 12-foot swath. 
The Saber Tooth attachment is 
standard equipment, applying a 

Lely USA, Inc. 
Industrial Broadcast Spreaders 

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

Known Worldwide for m 
Accuracy & Dependability 

consistent, uniform pattern from 
eight to 12 feet. Spinner attach-
ment is ideal for applying light ap-
plications. 
For more information contact Mill 
Creek at 800/311-1323 or 
www.millcreekmfg.com I 
circle no. 282 

Ryan 
The Ryan Mataway overseeder can 
be adjusted to provide the proper 
flow for all types of common grass 
seed, including buffalo grass. The 
patented two-in. spacing of the 
Mataway overseeder makes it pos-
sible to overseed with one pass. 
Operator can adjust the depth of 
the seed delivery to ensure maxi-
mum germination. 
For more information contact 
Ryan at 888/922-8873 or 
www.textron.com I 
circle no. 283 

Spreadex 
The LG 575 mid-size granular 
spreader is designed for spreading 
seed, fertilizer and control prod-
ucts. Standard with a variable 
speed controller, the spreader's 
material flow gate calibrates and 
controls flow. The LG 575 comes 
standard with a 2-in. receiver hitch 
mount. The model holds up to 
350 lbs. of dry free-flowing granu-
lar material. 
For more information contact 
TrynEx International at 800/725-
8377/circle no. 284 

Toro 
The Toro Topdresser 2500 is a self-
contained, all-wheel drive unit 
towed by a Toro Workman or 
other utility vehicle. The unit's 
spread width is 60 in. with a 25-
cu.-ft. capacity and an 8 mph top-
dressing speed. The all-wheel drive 

PARKING LOT 
SWEEPING 

FREE information on 
starting sweeping 

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

800-345-1246 
www.mascosweepers.com 
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ensures a consistent application rate 
on uneven terrain. 
For more information contact 
Toro at 612/888-8801 or www.toro.com I 
circle no. 285 

Snowex 
The VeePro Range spreader mounts to a utility 
vehicle. Independent auger feed and spinner 
system provides variable spread width from 
the in-cab control unit. Connects directly to 
vehicle electronics without belts or chains. 
Two-year warranty. 
For more information contact Snowex at 
800/725-8377 or www.snowex.com I 
circle no. 286 

Spyker 
Spyker Model 88 pro series has stainless steel 
one piece welded frame with five-eighths-in. 

solid stainless steel axle and 13x5-in. pneumatic 
tires. A poly hopper with a 110-lb. capacity, 
enclosed metal gears, and a patented split-
shaft design allow for easy calibration. 
For more information contact Spyker at 
800/972-6130 or www.spyker.com I 
circle no. 287 

Herd 
The 2240 spreader is designed for 3-pt. hitch 
Cat. 2 tractors. It has standard hydraulic 
temote control. The 14-gauge steel hopper 
has 2440 lb. capacity. The unit comes 
equipped with a heavy-duty independent 
stand and carrying frame. Heavy cast iron 
gearbox is standard for 540 rpm, special order 
for 1,000 rpm. Rotating agitator and heavy-
duty aluminum fan with replaceable steel 
blades. Spreads 3 to 1,000 lbs. per acre. 
For more information contact Herd at 574/753-
6311 or info@herdseeder.com I circle no. 288 

More Profitable by Design 

Irrigation and Landscape Design Software 
for All Green Industry Professionals 

- « » 

Visit us online today for details! 

www.raincad.com 

RainCAD 
SOFTWARE R E P U B L I C , L L P . 

PHona: (281) 463-6804 • Fax: (281)483-1404 • Email artMQfamcad.com • Web Site www.raincad.coir 
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AWARD-WINNING LANDSCAPE MANAGEMENT 

Post Harbour Place 
2004 PGMS Grand Award Winner for Condominiums 

Property at a glance 
Location: Tampa, FL 
Grounds Supervisor: Allen Kelly, 
regional gardener 
Category: Condominium 
Total budget: $177,740 
Year site built: 1999 
Acres of turf: 0.4 
Acres of woody ornamentals: 4 
Acres of display beds: 0.3 
Total paved area: 7 acres 
Total man-hours/week: 48 

Maintenance challenges 
• Low-volume irrigation 
• Constant pruning of year-round 
plant and tree growth 
• Integrated Pest Management (IPM) 

Project checklist 
Completed in last two years: 
• Established dry creek beds to route 
water to existing drainwork 
• Completed in-house palm pruning 
• Devised a rigid fertilization program 

• I ] 

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

Talk about coming home to a nice 
place. Residents of Tampa, FL's, 
Post Harbour Place Apartment 
Homes can relax after work in 

the tropical oasis surrounding the com-
plex located on the outskirts of the city. 
Florida's year-round growing season keeps 
the two-man team busy, shifting con-
stantly from floriculture maintenance to 
grounds maintenance. Post Harbour 
Place's serene courtyards feature 72 
display pots, and the more 
than 500 palms require con-
stant bud drenching, pruning 
and fertilizing. 

Residents, visitors and po-
tential homeowners are 
treated to rotating color 
palettes and plant selections. 
Regional gardener Allen Kelly 
chooses plants to complement 
the Southwestern-style architecture, and 
different textures and bloom seasons 
soften the pavings and walls. Highlights 
include red salivia, coleus, Queen palms 
and magnolias. 

Thoughtful details for residents 
abound, like bottle brush to ward off the 
morning sun and palms to add privacy and 

S v l 3L -V" - ¿¿fegw . 
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Allen Kelly, above, and his crew maintain more 
than 500 palms around the property. 

screen ground-level windows. 
Water is a challenge, Kelly says. The 

city has water restrictions once a week so 
the crew is creative with drought-tolerant 
plants. Four water features, including a se-
cluded pool, add variety to the landscape. 

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 ^ ^ ^ 
^ ^ M A N A G E M E N T ! 



The lanscape staff at Tampa, FL's, Post Harbour 
Place apartments is challenged to create rotat-
ing color beds and provide water year round. 
The complex's proximity to the water and 
downtown make it highly visible. 
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BY JENNIFER HARSANY 

aving sufficient 
funds to main-
tain the grounds 
for a public or 
private institu-
tion is a huge 
challenge. You 

may have more control over 
your budget than you realize. 
You may not have to settle for a 
simple increase to match infla-
tion rates, or worse, suffer a 
budget cut. Consider these tips 
to protect your funds and get 
the most out of them. Treat your 
budget preparation as a year-
long project, so the next pro-
posal goes smoother and pro-
vides more of what you need. 

Before setting the budget 
Keep a few tips in mind before 
the budget is set: 

8 great tips 
to get more 
funds when 
you get to 
budget time 

1Write everything down: 

Keeping good records sounds 
like a given, but this may be the 
most important practice for 
preparing a thorough proposal. 
If you record how much you've 
had to pay to maintain a vehicle, 
for example, use this to justify 
your request to purchase a 
newer, more reliable vehicle. Do 
a line-by-line budget so you 
know what projects are requir-
ing more funds. 

2 Listen to your employees: 
Because the bulk of your 

budget is probably designated 
for employee wages, remember 
to pay more attention to this 

line item than you do to your 
wing mower. 

Ken Kushner, director of oper-
ations at the Anderson Park Dis-
trict in Cincinnati, recognizes 
that his employees are his most 
important assets. He requires that 
they maintain good records of 
their turf care, landscaping, 
mulch and equipment mainte-
nance. "In one way or another, 
they're all doing something with 
the budget," he says. If employees 
are involved in the budget 
process, they're more likely to 
make insightful suggestions to 
improve the budget and on how 
to make the most of it. 

3 Know where prices are 
heading: Although you 

might anticipate that your 
budget grows by a few per-
centage points each year to 
keep up with inflation, con-

continued on page 81 



continued from page 78 

sider the price of your equip-
ment, mulch and fertilizer 

George Eckhardt, assistant 
director of facilities services at 
Colorado College in Colorado 
Springs, says his grounds super-
visor is always communicating 
with suppliers. "Always rely on 
your suppliers and ask them 
what they predict prices will 
do," he says. Rather than just 
looking at the entire budget 
pool, break it into categories by 
each material and show how 
much the prices of each cate-
gory will change, then build 
your budget proposal around 
those figures rather than just an-
ticipating inflation. 

4 Work up the chain of 
command: When it comes 

to getting your message across 
about what you need to do 
your job properly, don't stop at 
telling just one person. 

"There's a chain of people 
that I deal with. If I don't get 
anywhere with one, I go to a 
different one," says David 
Tiffany, grounds manager at the 
Niskayuna Central School Dis-
trict in Niskayuna, NY. If 
Tiffany notices that the football 

P fields will need extra turf care 
| in the next year, he goes to the 

athletic field director. Remem-
ber that strength in numbers 
will also strengthen your argu-
ment to get adequate funds 
when you need them. 

And, after 
Make the most out of a set 
budget with these tips: 

5 Use hidden resources: 

Be creative when it comes 
to making improvements to 

your grounds. The concrete 
baseball dugouts at the 
Niskayuna Central School Dis-
trict were deteriorating, posing 
a safety risk to the students. Be-
cause Tiffany looked beyond his 
budget, he managed to get 
$2,000 from the booster club 
to fund the project. He also 
employed the skills of school 
technology students to draw up 
plans and build one of the two 
new dugouts. Tiffany saved re-
sources, and the students bene-
fited from the new dugouts and 
gained a sense of ownership. 

6 Make the most of used 
equipment: Every grounds 

manager wants the latest and 
best equipment he can buy, but 
the budget may not allow it. 
Kushner says that if a budget 
crunch forces you to purchase a 
piece of used equipment, keep 
detailed records on its mainte-
nance. When it comes time to 
propose your next budget and 
you want to request funds to 
buy new equipment, your boss 
will want to know how much it 
will cost, why it costs that 
much and what the life ex-
pectancy will be. If the num-
bers show that used equipment 
isn't always the best deal in the 
long run, you may be able to 
sway the budget in your favor. 

7 Share price breaks: You 

aren't the only grounds 
manager looking for a bargain in 
your area. Some local parks and 
schools might be willing to 
share equipment and expenses. 

Because the Niskayuna 
schools are close to the high-
way department and town 
recreation department, 
Tiffany shares field marking 

equipment with them. He also 
gets a break on his fertilizer 
prices by coordinating with 
these departments by schedul-
ing a fertilizer company to do 
all the grounds at a discounted 
bulk rate. 

8 Purchase, but do not accept 
delivery early: In the past 

21 years that Eckhardt has been 
at Colorado College, he has al-
ways ended the year under 
budget. If his grounds manager 

has leftover funds, Eckhardt 
encourages him to make a 
purchase on bulk fertilizer, for 
example, but not accept the de-
livery until necessary. Not only 
does the bulk purchase cut 
costs, it frees up funds for the 
next year, making unanticipated 
projects easier to handle. 

By making an effort to 
maintain your records and use 
your resources creatively, you'll 
be better prepared to save your 
budget the next time it's on the 
chopping block, lm 

— Contact the author at 
703/946-5620 or 

Jennifer.Harsany@gmail.com 
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TAKE BACK YOUR TIME! 

Only Magna-J^tftic provides 
sharpeners with f£f:AL 
performance (1 blade in 60 
sec), and maintairtT>erfect 
angles effortlessly. Take part 

a 30 day trial now. Call 
a free c a t a l og 

MAG-9000 Lawn Mower 
Blade Sharpener 

shop online! 

1-800-328-1110 fflraE • 

mailto:Jennifer.Harsany@gmail.com


TOOLS OF THE TRADE 

Map to success 
Need some new and accurate neighborhood 
maps for your route techs? Check out the new 
Rand McNally self-service mapping tool at 
httpy/customview.randmcnally.com/cvm. Users 
can prepare a customized map of a specific 
area, such as a neighborhood or service deliv-
ery zone, located anywhere within the con-
tiguous United States. The company says the 
maps provide extraordinary street detail and 
accuracy for a specific area of the user's choice. 

The maps are easily cross-referenced to printed 
Rand McNally Street Guides and The Thomas 
Guide books for select major cities. These 
books are the standard in street-level mapping 
and routing with many businesses. Printed 
with fade-resistant UV inks and durable lami-
nation, the wall maps are available in three 
sizes — small (24 X 30 in.), medium (32 X 40 
in.) and large (46 X 60 in.). 
For more information contact Rand McNally 
at 800/333-0136 or visit 
http://customview.randmcnally.com/cvm I 
circle no. 289 

Fire ant training 
Bayer Environmental Science's latest training 
video highlights the company's TopChoice fire 
ant control. The 30-minute training video edu-
cates lawn care and pest management profes-
sionals on red imported fire ant biology and 
control, proper product application, TopChoice 
features and benefits, and selling tips profes-

Control the flow 
The Rain Bird Jar Top Valve (JTV) line makes 
installation faster and less costly with new 
male x male and male x barb con-
figurations that eliminate the 
need for adapters. The one-
piece, threaded bonnet design 
can be twisted off to easily ac-
cess and maintain the unit. New features 
include new configurations and adjustable flow con-
trol. The new features complement a valve that offers 
improved productivity because it requires no tools to service and has 
fewer parts. Each feature is designed to accommodate all irrigation systems and 
configurations. 
For more information contact Rain Bird Corp. at 800/724-6247 or visit 
www.rainbird.com I circle no. 288 

sionals can use to close more sales. Included 
with each video is a multiple-choice test to doc-
ument your training. Once the test is success-
fully completed, forward a copy to Bayer to be-
come a TopChoice certified applicator and have 
your company listed on the consumer Web site 
www.nofireants.com. To receive a free Top-
Choice fire ant control video, contact your local 
authorized Bayer distributor. 
For more information contact Bayer at 800/577-
5163 or visit www.bayerprocentral.com I 
circle no. 290 

Installation DVDs 
Versa-Lok's instructional DVDs explain installa-
tion of the company's Standard and Mosaic re-
taining wall systems in English and Spanish. The 
Base Course DVDs explain the tools and mate-
rials necessary for construction, and take the 
viewer through each step, from excavation to 
capping. The DVDs also include Versa-Lok 
installation manuals and technical bulletins. 
For more information contact Versa-Lok at 
800/770-4525 or visit www.versa-lok.com I 

circle no. 292 

Get hitched»» 
The new Hitch Spotter's magnetic 
base attaches to the vehicle's 
tongue. As you back up, just 
watch your rearview mirror to line 
up your tow vehicle with the item 
being towed for easy hitching the 
first try. The telescoping alu-
minum tube is height adjustable, 
making it suitable for almost all 
types of trailers and most tow 
vehicles, while the large, flat 
glass mirror ensures an undis-
torted image. 
For more information contact 
Patington, Inc at 877/864-4824 
or visit www.trailer-hitch.com I 
circle no. 291 

Next generation 
Honda Power Equipment's all-new 
HRC commercial mower series in-
cludes the self-propelled, hydrostatic 
drive HRC216HXA and the push-
type HRC216PDA. Highlights include 
a dome-shaped deck design; offset 
twin-blade MicroCut System (the only 
two-blade, 21-in. commercial mower); 
redesigned Hydrostatic Cruise Control 
transmission; bumper tie down for trans-
port and engine protection; and Xenoy 
wheels with axle protectors. 
For more information contact Honda 
Power Equipment at 678/339-2600 or visit 
www.hondapowerequipment.com I 

circle no. 293 
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Garden Market 
— E X P O = -

Discover new worlds 
in outdoor living™ 

Las Vegas 
Sept. 21 - 2 2 , 2005 

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

* FORMERLY KNOWN AS WESTERN EXPO. 

Products 
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Really big boom! 
With a full 30-ft. spraying swath, Forestry Sup-
plier's 25-gallon A7V Sprayer with Wide Swath 
Boomless Nozzle is ideal for spraying mosqui-
toes, ditches, parks and yards. Features include 
a 3.8 GPM, 12V diaphragm demand style 
pump; adjustable pressure range up to 45 PSI; 
a pressure gauge; a handgun with adjustable 
pattern tip and 15 ft. of hose; a 25-gallon cor-
rosion-resistant polyethylene tank with full 
sump for easy draining; universal mounting 
brackets that fit most A7V cargo racks; and ad-
justable spray nozzles that can be adjusted 
to spray right, left or both, and up or down, 
depending on your spraying needs. 
For more information contact Forestry 
Supplier Inc. at 601/354-3565 or visit 
www.forestry-suppliers.com I 
circle no. 294 

Sibling rivalry • 
The compact deck of Wright Manufacturing's 
new 52-in. Sentar Sport is a little bigger than 
its 36-in. sibling, but it is as agile, the company 
says. Sentar Sport 52 works sitting down or 
standing up, and it cuts bigger swaths. Cut 
height can be adjusted rapidly and easily from 
the driver's seat or standing platform. Operator 
Balance Control (OBC) lets you shift your 
weight instantly as terrain changes. The seat 
position behind the engine is one of the 
Sentar Sport's safety features. In an 
emergency, or to move debris, step 
off the platform and the mower 
stops immediately. 
For more information contact Wright 
Manufacturing at 301/360-9810 or visit 
www.wrightmfg.com I circle no. 295 

MVP of the blades 
The Toro Company offers specially priced six-
blade MVP (Maintenance, Value and Perfor-
mance) Packs for its commercial-grade, zero-
turn-radius riding and mid-sized walk-behind 
mowers. The MVP Packs offer landscape con-
tractors a ready supply of blades for performing 
routine mower maintenance while delivering 
the value that comes from buying in bulk. 
Toro's MVP Packs include six blades of the same 
design. Five different blade configurations are 
available to match regional and seasonal mow-
ing conditions, so contractors can tackle even 
the toughest turf conditions. 
For more information contact Toro at 800/348-
2424 or visit vvww.thetorocompany.com I 
circle no. 296 

Contemporary solid brass light 
Evergreen Outdoor's Model B102 12-volt 
uplight is solid brass and features a trim, 
contemporary profile with a 5 1/2-in. 
shroud and a 2 3/8-in. diameter. 
The fixture is offered in a choice 
of finishes: antique brass, 
antique bronze, antique 
green and verde. Model 
B102 includes an over-
sized non-corrosive 
ground stake, a MR-16 
20-watt Osram Sylvania 
bulb, long leads and connectors. 
For more information contact Evergreen 
Outdoor at 800/906-7248 or visit 
www.Orbitindustriesinc.con I circle no. 297 
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Controllers, Drip Emitters, 
• j T i a Filters, Microsprinklers 

^ ^ Your Preferred Irrigation Provider 

Series TOP 12-outlet PC drip emitters: 
Retrofit 1/2" riser, below or above grade with our 
self-cleaning 0.5,1,2 or 3 GPH for a wide range 
of applications. 
Series 500 battery operated controllers: No 
wiring, waterproof solution to a power problem 
using our one, four or six station controllers. 
Series 4000 & X LEIT Ambient Powered 
controller: Four to 28 station water 
management. Controls your irrigation system in 
any region, under any weather conditions, day 
or night using ambient light as the energy 
source. 
DIG CORPORATION • 1210 ACTIVITY DR. • VISTA, CA 92081-8510 

760-727-0914 • 1-800-322-9146 • FAX 760-727-0282 • www.digcorp.com 
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ZERO-TURN STAND-ON SPRAY SYSTEMS 
• Hydraulic hopper drive system • All stainless steel construction 

STAND-ON ZERO-TURN TURF RENOVATOR 

Additional attachments available 

.2040 for more information 
Patents Pending 

Why Gamble With Bargain Rotors ? 
Trying to save a few bucks on bargain rotors can be a real gamble. 
Why not choose a brand where the odds are in your Favor? With 
a full line of heads that handle every type of landscape, Hunter 
rotors set the industry standard for customer satisfaction and 
performance. Make every system you install a winner and 

go with a sure thing. Hunter. 

i li fljy * 

i r a t i 
Hunter 
The Irrigation Innovators 
www.HunterIndustries.com 

Circle 144 

Circle 145 

Market Link 

C O M M E R C I A L M O W E R 

I N N O V A T I O N 

FERRIS 

w u u . F e r r i s I n d u s t r i e s . c o m 

http://www.digcorp.com
http://www.HunterIndustries.com


What can you buy for a nickel? 

It all adds up! 

Better Turf! 
A Better Reputation! f ^ , 
Like it or not, keeping your golf course g r e e n through over-
seeding is standard practice. It's also one of your biggest 
expenses, costing $1,000 or more per acre each year. At 
Turf-Seed, Inc., we naturally breed our ryegrasses to give you 
superior performance traits - including salt tolerance - which 
makes them ideal for overseeding. Our varieties may cost a 
few more cents per pound, but they're worth it. 

W i th your reputation riding on the ryegrass seed you use for 
your course, shouldn't you choose the best? Choose Turf-Seed. 

A n e n s \JJ 
ST8526 LEj 
Deluxe * 
Sno-Thro™ 
# Tecumseh 8.5 HP Snow King50 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 dealt 
call 1-800-678-5443 or 
visit www.ariens.com 

800-247-6910 • www.turf-seed.com • email: info©turf-seed com • fax:503-651-2351 

Circle 147 

Smarter By The Yard™ 
Circle 146 

Zorock Decorative Stone is a n innovative 

new product, m a k i n g residential 

a n d commerc ia l 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 

L A N D S C A P E M A N A G E M E N T / M A Y , 2 0 0 5 / w w w . l a n d s c a p e m a n a g e m e n t . n e t 

Circle 148 

8 6 

Circle 149 

Healthy Growth. 
Strap the Field King or, and youl see where it got it's name. 
Thanks to its comfortable, molded kinbar support and soft 
cushioned shoulder straps, it can be used for hours of stress-free 
operation. Plus it features a left- or nght handed pump hande, 
palm activated trigger with lock and grip, an in-Sne poly filter to 
protect the trigger and nozzle from dogs, and much more. 

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

Check us out for yourself. Grveusacaiorlooonto www.toresfrv 
suppiers.com to get a free copy of our latest catalog today! 

www. forestry-suppliers, com 

Sales 800-647-5568 
Catalog Request: 800-560-7788 

http://www.ariens.com
http://www.turf-seed.com
http://www.getzorock.com
http://www.landscapemanagement.net
http://www.toresfrv


A S I C / p72 
312/372-7090 
www.asic.org 

Alocet / p41 
Circle #122 
877/529-6659 
www.alocet.com 

Ariens Stens Gravely I cv3,86 
Circle # 102,146 
800/678-5443 
www.ariens.com 

Bayer Corp I cv2-1, 15,42-43 
Circle #101,111,153, 
919/549-2000 
www.bayer.com 

Blue Yellow / p31 
Circle # 119 
800/667-3268 
www. blueyellowpro. com 

Briggs and Stratton I p51 
Circle #123 
414/259-5333 
www. briggsandstratton. com 

CP \ I p10,75 
Circle #107,138 
803/548-4348 
www. cpiequipment. com 

Caterpillar Inc I p33 
Circle # 121 
309/675-1000 
www.cat.com 

EDITORIAL INDEX 

Company Page # 
Arteka 18 
Bayer 18 
BASF 18 
Bizrate.com 64 
Briggs & Stratton 50 
Briggs & Stratton 50 
The Compass System, Inc 18 
The Davey Tree Expert Co 18 
Dennis Seven Dees 32 
Fairmount Minerals 44 
First Products 43 
Gachina Landscape 19 
Gardeners Guild 19 
Green Horizon Landscape 25 
Grounds Control 18 
Habitat for Humanity 16 
Horizon 19 
Hustler Turf Equipment 16 
Hustler Turf Equipment 16 
James Martin Associates 28 
John Deere 43 

(The) Kelsey Group 64 
KIRA 28 
NASCAR 16 
Notre Dame University 23 
(The) Ohio State University 39 
Monsanto 19 
Phoenix Environmental Care 18 
PLANET 25,30,55 
Project EverGreen 16 
Salt Institute s6 
ServiceMagic 64 
STARS 30 
Toro Irrigation 23 
Total Landscape 19 
Transportation Assoc of Canada . .s8 
Turfco 43 
Wagner's Landscape Co 25 
Wilson-Oyler Group 14 

This index is provided as an additional 
service. The publisher does not assume 
any liability for errors or omissions. 

Clip Sensible I p20 
Circle #113 
800/635-8485 
www.clip.com 

Dig Corp I p85 
Circle #142 
800/322-9146 
www.digcorp.com 

Dixon Ind I p34 
Circle # 150 
800/264-6075 
www.dixon-ztr.com 

Dow Agrosciences I 
p19,(reg)66-67 
800/255-3716 
www.dow.com 

EverRide I p83 
Circle # 151 
402/274-8600 
www.everride.com 

Exaktime / pi 7 
Circle #112 
888/788-8463 
www.exaktime.com 

Exmark Mfg Co I p21 
Circle #114 
402/223-6300 
www.exmark.com 

F M C Corp I p53,(reg)69 
Circle # 127,139,155 
800/321-IFMC 
www.talstar-one.com 

Ferris Ind Inc I p7,85 
Circle #105,145 
800/933-6175 
www. ferrisindustries. com 

Ford Motor Co I p2-3 
800/392-3673 
www.ford.com 

Forestry Suppliers Inc I p81,86 
Circle #141,149 
800/647-5368 
www. forestry-suppliers, com 

Garden Market Expo I p84 
Circle # 152 
800/748-6214 
www.gardenmarketexpo. com 

Hunter Ind / p85 
Circle #144 
800/733-2823 
www. hunterindustries. com 

John Deere Const I cv4 
Circle # 103 
800/333-7357 
www.deere.com 

John Deere and Co. I p4,29 
Circle # 104,118 
309/765-8000 
www.deere.com 

Kubota Tractor Corp I p65 
Circle #132 
888/458-2682 
www.kubota.com 

Kut Kwick I pi0 
Circle #108 
800/248-5945 
www.kutkwick.com 

L T Rich Prod Inc I p85 
Circle #143 
765/482-2040 
www.z-spray.com 

Lebanon Turf Prods I p12 
Circle #110, 
800/233-0628 
www.lebturf.com 

Lely Corp I p74 
Circle #135 
Phone 
www address 

M T D Products Inc I p57 
Circle #125 
330/558-7717 
www. mtdproducts. com 

Magna-matic Corp I p81 
Circle # 140 
800/328-1110 
www. magna-matic. com 

Marsan Turf & Irrigation I p71 
Circle # 134 
800/600-8873 
www. marsanturf. com 

http://www.asic.org
http://www.alocet.com
http://www.ariens.com
http://www.bayer.com
http://www.cat.com
http://www.clip.com
http://www.digcorp.com
http://www.dixon-ztr.com
http://www.dow.com
http://www.everride.com
http://www.exaktime.com
http://www.exmark.com
http://www.talstar-one.com
http://www.ford.com
http://www.gardenmarketexpo
http://www.deere.com
http://www.deere.com
http://www.kubota.com
http://www.kutkwick.com
http://www.z-spray.com
http://www.lebturf.com


Masco Sweepers / p74 Super Lawn Trucks / p59 June Circle #126 Circle # 159 June 16-18 ANLA Legislative 
800/345-1246 866/923-0027 Conference and Annual 
www. mascosweepers. com www.superlawntrucks.com 8-11 SIMA Snow & Ice Meeting / Washington, D.C.; 

Oregon Tall Fescue / p9 
Circle # 106 
503/585-1157 

Symbiot / p27 
Circle #117 
866/223-9049 

Symposium / Louisville, KY; 202/789-2900; www.anla.org 
Oregon Tall Fescue / p9 
Circle # 106 
503/585-1157 

Symbiot / p27 
Circle #117 
866/223-9049 

814/835-3577; www.sima.org 
202/789-2900; www.anla.org 

Oregon Tall Fescue / p9 
Circle # 106 
503/585-1157 

Symbiot / p27 
Circle #117 
866/223-9049 17-19 PLANET Legislative 

www.symbiot.biz 15-18 ANLA Retail Roadshow / Day on the Hill and Renewal 
P B 1 Gordon Corp / 

www.symbiot.biz 
Minneapolis, MN; 202/789-2900; & Remembrance at Arlington 

p11,35-38,61 Syngenta / p22,23 www.anla.org National Cemetery / 
Circle #109,131 Circle #115,116 Washington, D.C.; 800/395-2522; 
800/821-7925 800/759-4500 21 Cornell Field Day / Ithaca, NY; www.landcarenetwork.org 
www.pbigordon. com www.syngenta.com 607/255-1792; www.hort.cor-

www.landcarenetwork.org 

Quality Diamond Tools / p73 Toro Co / p45-46,47 nell.edu/instruction/short/c 19-22 OPA Summer Conference 
Circle # 136 Circle #124 ornellturf.htm / Brampton, Ontario, Canada; 
800/328-0163 800/348-2424 Sponsored by Ontario Parks 

www.toro.com 22 UMass Turf Research Field Association; 866/560-7783; 
Sepro /p49 

Turf Seed Inc / p86 
Circle # 147 

Day / South Deerfield, MA; www.opassoc.on.ca 
Circle #128 
800/419-7779 

Turf Seed Inc / p86 
Circle # 147 

www.umassturf.org/educa-
www.opassoc.on.ca 

www.sepro.com 800/247-6910 tion/annual events/field da 26-28 Penn Allied Nursery Trade www.sepro.com 
www.turf-seed.com y.html Show (PANTS) / Fort Washington, 

Snow and Ice Mgmt / p40 PA; 717/238-1673; 
Circle #154 Vermeer Mfg Co / p32 27 PACE Turfgrass Research www.pantshow.com 
814/835-3577 Circle #120 Seminar / San Diego, CA; 
www.sima.com 888/837-6337 619/482-8820; www. pace 27-30 CLCA Summer Family 

Software Republic / p75 
www.vermeer.com turf.org Extravaganza / Squaw Creek, CA; 

Circle #137 Visual Impact Imaging / p71 Sponsored by California Landscape 
281/463-8804 Circle # 133 July 

Contractors Association; 927/830-
www.raincad.com 330/665-9080 July 2780; www.clca.org 

Spraying Systems Co / p60 
www. visualimpactimaging. com 

Spraying Systems Co / p60 
www. visualimpactimaging. com 

14-17 PLANET 2005 Summer 
Circle #130 
www.teejet.com 

Zorock / p86 
Circle # 148 

Leadership Meeting / August Circle #130 
www.teejet.com 

866-496-7625 Washington, D.C.; 800/395-2522; 

www.zorock.com www.landcarenetwork.org 3-4 INLA Road Show / 
Des Moines, IA; Sponsored by 
Iowa Nursery & Landscape 
Association; 816/233-1481; 
www.iowanla.org 

4 Rutgers Golf and Fine Turf 
Research Field Day I North 
Brunswick, NJ; Sponsored by 
New Jersey Turfgrass Association; 
215/775-njta; www.njturf-
grass.org/fieldday.html 

6-10 ISA Annual Conference 
and Trade Show / Nashville, 
TN; 888/472-8733; 
www.isa-arbor.com 

snowpusherparts com 
YOUR HOME FOR HIGH QUALITY DISCOUNT PARTS. 

FOR ANY PUSHER ON THE MARKET. 

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

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

Purchase from us 
exclusively on the internet. 

http://www.superlawntrucks.com
http://www.anla.org
http://www.sima.org
http://www.anla.org
http://www.symbiot.biz
http://www.symbiot.biz
http://www.anla.org
http://www.landcarenetwork.org
http://www.pbigordon
http://www.syngenta.com
http://www.landcarenetwork.org
http://www.toro.com
http://www.opassoc.on.ca
http://www.umassturf.org/educa-
http://www.opassoc.on.ca
http://www.sepro.com
http://www.sepro.com
http://www.turf-seed.com
http://www.pantshow.com
http://www.sima.com
http://www.vermeer.com
http://www.raincad.com
http://www.clca.org
http://www.teejet.com
http://www.teejet.com
http://www.zorock.com
http://www.landcarenetwork.org
http://www.iowanla.org
http://www.isa-arbor.com


Every month the Classified Showcase 

offers an up-to-date section of the 

products and services you're looking for. 

D o n ' t m i s s a n i ssue! 

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

• If an individual insertion is under $250 it must be 
prepaid, unless it is part of a contract that is S1,000 
or greater. 
• We accept VISA, MASTERCARD, and AMERICAN 
EXPRESS over the phone. 
• Mail LM Box # replies to: Landscape Management 
Classifieds, LM Box# , 
131 W. First St., Duluth, MN 55802-2065. (please include 
LM Box # in address). 

BUSINESS FOR SALE BUSINESS OPPORTUNITIES (CONT'D) 

BUSINESS FOR SALE: 

JUARTHUR BERRY & COMPANY 
208-336-8000 or visit www.arthurberry.com 

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

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

AnnuaI 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 

Established 25 years. Successful floral and garden 
business. Newer building, inventory, equipment, 
fixtures, 33,750 sq.ft. Corner lot. Outside income 
from Sturgis Motorcycle Rally. Experienced staff. 
Growing Black Hills community. Turnkey 
$1,800,000. 1-800-550-6801. Morris Hallock, 
Century 21, American Real Estate, Sturgis, SD 
57785. 6/05 

BUSINESS OPPORTUNITIES 

v tusine* % WANT TO BUY OR 
/ p \ X T \ S E L L A BUSINESS? 

8 i L U X ^ \ Professional Business 
tfe*. A AcquaMon spm̂ itm Consultants can obtain purchase 

offers from numerous qualified 
potential buyers without disclosing your identity. There 

is no cost for this as Consultant's fee is paid by the 
buyer. This is a FREE APPRAISAL of your business. 

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

Grounds Maintenance, Pest Control and Landscape 
Installation all over the U.S. and Canada. 

182 Homestead Avenue, Rehoboth, MA 02769 

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

LAWN PROFESSIONALS — TAKE NOTICE 
Are you earning wha t you deserve? 

Manuals Available Templates on CD's 
Service Agreements & More $34.95 
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 

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 

FOR SALE 

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

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

AUTHORIZED 
DEALER 

COVERiîà 
All Weather Shelters 

d Instant Garages 
Sand/Salt Bins 

Workshops 
All Wea the r 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.shel tersofnewengland.com 

Put the Dynamics of Classifieds to Work for You! 

Building Successfiii Relationships 
Since 1998 

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

www.x-grass.com 

\ N D S C A P E DESIGN KIT 3 
J 48 rubber stamp symbols of trees, 
shrubs, plants & more. 1/8" scale. 
Stamp sizes from 1/4" to 1 3/4". 

t $97 + $6.75 s/h. CA add 7.75% tax. j 
(Checks delay shipment 3 weeks.) [ 

f VISA, MasterCard, or Money Orders 
shipped next day FREE BROCHURE 

TaL FREE 877-687-7102 AMERICAN STAMP CO. | www.amencanstampco.cofn 12290 Rising Road LM4, Wilton, CA 95693 | 

mailto:bolesinski@advanstar.com
http://www.arthurberry.com
http://www.profitsareus.com
http://www.turboturf.com
http://www.sheltersofnewengland.com
http://www.theputtinggreencompany.com
http://www.x-grass.com
http://www.amencanstampco.cofn


FOR SALE (CONT'D) HELP WANTED (CONT'D) 

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

¿ ^ ¿ J i l V E R S A L y i * 
DUMP KIT 

Truck retatns 
original appearance 

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

Installs easily on most tmcks. 

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: 

www.piercesales.com ~ 
'|V4% 1-800-656-6301 

l549USHwy 287 S. • Henrietta. TX 76365 -
f (940) 53Ö-5643 • Fax. (940) Ö38-43Ö2 

Know your 
soil pH in 
seconds! 

Kelway 
HB-2 

• to9readSdiai\*V P r o f e s s i o n a l 
• low cost m s o i l a c i d i t y 
• Portable & m o j o t u r e • Built for long WÎ a nlOlb lure 

lasting use1 \ teStGT 
Tells you when to lime. 
Now. read your soil pH in seconds with KELWAY 
HB-2 acidity tester Learn on-the-job whether to add 
lime and how much No batteries No reagents No 
chemicals Just insert KELWAY soil tester in moist 
soil Professionally designed for growers. KELWAY 
tester gives direct acidity and moisture readings 
Contact your local distributor or write for FREE 
informative literature today 

Kel Instruments Co., Inc., Dept. N 
P.O. Box 54, Wyckoff, NJ 07481 

www.kelinstruments.com 

HELP WANTED 

S A N D I E G O , C A L I F O R N I A 

CAREER OPPORTUNITIES 
IN LANDSCAPE M A N A G E M E N T 

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 (Ac StdiHctcifwC 
Landscape. Inc. ' 

Does living and working in warm weather, under 
swaying coconut palms, along white sand beaches 
overlooking the Gulf of Mexico appeal to you? It 
does to the employees at Smallwood Design 
Group/ Smallwood Landscape an award-winning 
design/ build firm located in Naples, Florida. We 
are seeking candidates for the position of business 
development/estimating to join our organization. 
The qualified individual will possess a minimum 
ideally of five to 10 years experience in business 
development, will possess a high level of experi-
ence in estimating residential and commercial 
projects, have South Florida plant knowledge, 
excellent organizational skills, experience with 
client interaction, be adept at multi-tasking, gener-
al computer skills, a positive attitude, and a desire 
to be part of the team are a must. Smallwood 
Design Group/ Smallwood Landscape is an EOE, 
drug-free workplace. The position is full-time 
salaried with a generous benefits package. For 
consideration, please send your resume to: 
Smallwood Design Group/Smallwood Landscape, 
Attn: Kathleen Coppola, 2010 Orange 
Blossom Drive, Naples, Florida 34109, 
www.smallwooddesigngroup.com 5/05 

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

LANDSCAPE PROFESSIONALS SOUTHERN 
MAINE. Salmon Falls Nursery, located in Berwick, 
Maine was recently named the #1 landscape com-
pany in New England and currently we are seeking 
experienced Landscape Professionals at all levels 
to join our growing team. Relocation assistance is 
available along with benefits. Please send your 
resume to: Salmon Falls Nursery, c/o The Cote 
Group, P.O. Box 446, Salem, MA 01970. Fax: 206-
338-3943, email: sfncareers@cote-group.com. 
www.salmonfallsnursery.com 5/05 

35 ' x 45 ' x 

$5,995 
| (UBC97Cmk 12* Lm. 20* Sm* WmJ) 

i D o n ' t b e m i s l e d by b u i l d i n g » p r i c c d t o t h e 
I wrong c o d e . Cal l H e r i t a g e for the BIGHT PQICE 

HERITAGE BUILDING SYSTEMS, 
800.643.5555 

w w w . lie* r i t i l g e l ) u i I d i n t t s . r o m 

PHYSAN 2 0 . 
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 

Put the Dynamics of Classifieds to Work for You! 

FLORAPERSONNEL, INC. 
In our third decade of performing 

confidential key employee searches for 
the landscape/horticulture industry and 

allied trades worldwide. 
Retained basis only. 

Candidate contact welcome, 
confidential and always FREE. 

1740 Lake Markham Road 
Sanford, FL 32771 

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

www.florapersonnel.com 

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 

Sunrise of Nashville, 25 years of service to the 
Greater Nashville Area. Seeking individuals for 
various positions: • Irrigation, • Landscaping, • 
Turf Technician, • Grass foreman, • General Labor, 
Competitive pay, year round work, health insur-
ance, 401k, vacation. Call us @ 615-292-9600, 1-
800-793-1652 or sunriseofnashville.com 5/05 

F o r 
Information on 

classified advertising 
call 

Brian Olesinski at: 

or e-mail: 
bolesinski@advanstar.com 

BRING POWER WHERE 
YOU N E E D IT! ( ^ n c h 

5000 lb 

PORTABLE CAPSTAN WINCH 
RELIABLE: Honda 2.5 HP engine 

LIGHTWEIGHT. FAST 
EASY TO USE-SAFE 

CONSTANT PULLING POWER 
UNLIMITED ROPE LENGTH 

5 YEAR WARRANTY 

Putting Power1 

1 8 8 8 3 8 8 PULL | portablewincticom 
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mailto:craigm@benchmarklandscape.com
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http://www.salmonfallsnursery.com
http://www.physan.com
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INDUSTRY TRENDS BY THE NUMBERS 

ARE WE GROWING OR NOT? 
Commercial lawn service increased for 46 percent of 

companies, while 46.5 percent said their business remained 

the same, not counting acquisitions. Nationwide, 7.4 
percent of the commercial turf care companies said their 

business declined in 2004. The biggest decline in commer-

cial business was in the West region where 15.6 percent 
said their business decreased last year. 

Community Zip Code Median Price 
5-Yr Price 
Change 

Lawrence, MA 01841 226,000 121.10% 
Rialto, CA 92376 $270,000 191.90% 
Vallejo, CA 94590 $361,000 149.00% 
Miami, FL 33137 $265,000 171.30% 
Beach Haven, NJ 08008 687,500 146.00% 
Brigantine, NJ 08203 $358,500 149.50% 
Gaithersburg, MD 20877 $329,000 127.40% 

SOURCE: SPECIALTY PRODUCTS CONSULTANTS, LLC 

RITZY HOUSING BY ZIP CODES 
The housing bubble — what housing bubble? Home prices 
keep going up and up on the East and West Coasts. Here's a 
look at some of the hottest markets by zip code: 

Looking for planting inspiration for that special client? 
You'll get great ideas for plant material at any of these 
eight "must visit" gardens identified by Rosemary Black 
in a recent issue of Readers Digest. 

Desert Botanical Garden, Phoenix, 145 acres with more 
than 20,000 desert plants as well as a variety of interac-

tive exhibits. 

Harry P. Leu Gardens, Orlando, FL, 50 acres with the 
largest camellia collection in the South. Tropical 

Stream Garden. Leu House Museum. 

Anderson Japanese Gardens, Rockford, IL, 8-acre site is 
set up like a 13th-century "pond strolling" garden. 

Missouri Botanical Garden, St. Louis, with its Climatron 
conservatory and its half-acre geodesic-domed green-

house. Established in 1859, a National Historic Landmark 
and also a leader in botanical research. 

New York Botanical Garden, New York, 250 acres featur-
ing the Peggy Rockefeller Rose Garden with its 2,700 

rose plants and a 40-acre forest. 

Longwood Gardens, near Philadelphia, 1,050 acres of 
meadows, woodlands, manicured gardens filled with 

seasonal flowers. 

Brookgreen Gardens, Myrtle Beach, SC, situated in the 
middle of a 9,100-acre nature preserve. World's largest 

outdoor figurative sculpture garden. 

Dumbarton Oaks Garden, Washington, DC, Originally a 
private garden. Features 10 acres of formal gardens 

and a rose garden with nearly 1,000 roses. 
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What Kind of People 
Own a Gravely? 

260Z features 
14-gallon fuel tank 

Hydrostatic drive system 

60" cutting width 

Powerful 27 HP engine 

Maintenance-free 
Gravely XL Spindles™ 

* ,-AJ 

It's the kind of folks who aren't afraid to get their hands dirty and thrive on 
an honest, hard day s work. The kind who settle for nothing less than rock-solid 
machines that handle the harshest of jobs without a hitch. The kind who appreciate 
a hard-working partner willing to sweat it out with them - a partner like Gravely - ' 
who will better their business savvy, slash downtime, help hoist their business to a 
higher level and hike up their bottom line. 
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WE KEEP YOU CUTTING" 

www.gravely.com • 1-800-472-8359 

http://www.gravely.com


Need a skid steer that's not afraid to strut with your stuff? Get a new 
300 Series Skid Steer. Its optimal 60/40-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. 

"Showoff" 
JOHN DEERE 
Nothing runs like a Deere® 

www.deere.com/6062 
Cirde 103 

http://www.deere.com/6062

