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I MAKE JOB SITES AS BEAUTIFUL AS MY 
Q Q 11 FIT M A D P I Id 'n seasona"y ^r'ven w o r^a misse(' ^V ] S a serious hit to my 
rnuril IVIAnUin. livelihood. That's why I count on my International' DuraStar™ 
to keep things rolling. Its Diamond Logic® Electrical System is fully programmable, giving added protection to both my 
crew and equipment. And with twice the frame rail strength and braking surface of the typical pickup. I've got the all 
durability I need for the toughest tasks. Add to that the support of the nation's largest dealemetwork, and you can see 
how job sites aren't the only place I'm seeing green. International DuraStar. Miles Ahead. In productivity and profits. 
L E A R N HOW D U R A S T A R CAN D R I V E Y O U R B O T T O M LINE llll TO A II F A R 
4JNTERNATIONALTRUCKS.COM/LANDSCAPE |YI I L L O A H L A L 
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O P E R A T I O N S • M A N A G E M E N T • M A R K E T I N G 

11 On the Record 
In this age of misinformation, those of us in the 
Green Industry must be the source of information 
for the consumers of our products and services. 
BY RON HALL 

ents» 
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18 In the Know 
H-2B extension; ServiceMaster buyout; Legally 
Speaking; ValleyCrest builds a park; commercial 
power equipment sales; Problem Solver; 
Canadian pesticides; National Lawn Care Month 

26 Ad-on Biz: Mole control 
They may drive homeowners crazy, but moles 
can provide landscapers added income. 
BY DON DALE 

42 Foundation for success 
The proper corporate structure can position and 
protect your business. Find out which form will 
lay the groundwork for all your future needs. 
BY MIKE SEUFFERT 

Technology 
R E S E A R C H • E Q U I P M E N T • C H E M I C A L S 

14 Best Practices 
A good first impression is key to 
starting a long-term relationship with 
your customers and often leads to a 
more profitable relationship. 
BY BRUCE WILSON 

14 
Training Room 
Coaching does work, but only if the 
"coachee" is will go be coached. 
BY BILL HOOPES 

52 Innovations 
Wright Manufacturing's Velke walk-behind 
commercial mower, Toro's ProCore Processor 
aerator, DuPont Professional Products' 
Provaunt insecticide, John Deere's 
Worksite Pro line of skid steers 
and compact track loaders 
attachments and enhancements 

Transplants need 
nutritional boost 
Special care is needed to enable 
transplanted ornamentals to to flourish 
in oftentimes hostile environments. 
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InfoTech 
Until we stop supplying the economic 
motivation to the spammers, we need to take 
extra steps to protect ourselves. 
BY TYLER WHITAKER 

LM Reports: Skid-steers 
Design/Build 
P R O J E C T S • P R O C E S S • C O N S T R U C T I O N 

68 Front runners 
Out-front riding mowers are rugged, detail-
oriented and attachment friendly. 
BY KAY OHLY 

74 De-bugging your 
turfgrass 
Build cool-season turf 
insect pest control on 
good culture practices, 
knowing pests and making 
the right application choices. 
BY RAYMOND A. CLOYD 

86 Get a Grip 
While all stabilizers are generally beneficial, 
you need to pick the right one. 
BY ALLEN SPENCE 

90 Death by fungi 
When disease turns a healthy lawn into a blotchy 
brown mess, one part of the solution may 
include a fungicide. 
BY BRUCE MARTIN 

92 Annuals — it pays to be picky 
Every bad plant you don't plant in the first place 
is one you won't have to replace later. 
BY JEFF GIBSON 

98 Project Portfolio 
Faced with physical limitations, Scapes LLC 
designed an environment in character with the 
architecture of the formal house, but with a 
"looser" feel. 

101 Landscape of the Month 
Chapel of St. Basil: Thompson's Landscape Services 
overcame many challenges to build a labyrinth at 
Houston's University of St. Thomas Church. 
BY AGATHA GILMORE 

Resources 
P R O D U C T S • EVENTS • FYI 

112 Products 

121 FYI: Ad & Editorial Index 

124 Winners: Ecology Landscapes 
Deep environmental roots guide this business 
owner's approach. 
BY JANET AIRD 



F THINK BARK BLOWERS 
ULTIMATE SPREADING SOLUTION 

www.finncorp.com 

EQUIP YOUR BUSINESS FOR SUCCESS THIS 
UPCOMING SEASON. Joitv tke Ucdtr*» 

FINN has revolutionized the process of bulk material application as 
the birthplace of the exclusive FINN BARK BLOWER. With its ability 
to eliminate unnecessary workers, accurately distribute materials, 
perform versatile applications and save on material costs, the Bark 
Blower is putting old-fashioned, labor intensive practices to rest. 

6.5 CU FT -22 CU YD CAPACITIES I TIME TESTED BLOWER I EXCLUSIVE ROTARY AIRLOCK I VERSATILE MATERIAL HANDLING 

SMARTER WAYS TO WORK SINCE 1935. HYDROSEEDERS® / STRAW BLOWERS / BARK BLOWERS / CONSUMABLES 
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They ve been everywhere, man 
Douglas Fender, former executive 
director of Turfgrass Producers 
International, gives readers of 
LandscapeManagement.net the news 
from the recent TPI Study Tour 
through New Zealand and Australia. 

Landscape Design/Build 
Solutions is your monthly 
connection to the latest 
design/build news, ideas, business info and trends. To get 
LDB Solutions visit, www.landscapemanagement.net and 
click on Landscape Design/Build kon. 

»Overheard 

»ONLINE RESOURCES 
Industry news and events 
Read the latest news 
headlines before the print 
issue comes out, and plan 
your travel with our 
complete events schedule. 

E-newsletters 
Sign up to receive LMdirect! 
delivered to your inbox. Or 
link to our affiliated sites for 
news and e-newsletters on 
golf course management, 
landscape design/build, 
athletic turf maintenance 
and pest control. 

Archives 
Browse the two current 
issues from our home page 
or search our complete 
archives for business articles, 
subject-specific technical 
articles and product 
information. Don't miss the 
archives of special issues like 
the Business Planner, LM 
100 and Outlook. 

Contact us 
Stay in touch via direct 
phone numbers and e-mail 
addresses for our editorial 
and advertising departments. 

»Readers respond 
In what may turn out to be the most drawn-out election in history, the 2008 
presidential race is already heating up. If the 2008 presidential election were 
held today, which candidate would have your support? 

29 Rudy Giuliani (R) 1 6 % John McCain (R) 

1 2 % Barack Obama (D) 

1 1 % Al Gore (D) 

1 1 s Mitt Romney (R) 

11* 
1 0 % 

Other 

Hillary Clinton (D) 

Want to weigh in? Our survey question changes every 
month, and we publish the results here. Visit 
www, landscapemanagement. net to voice your opinion. 

When you enthusiastically pursue your heart's d e s i r e s 

with focused determination, the universe will create 
circumstances that enable your dreams to become reality." 

— Pat Croce, owner Philadelphia 76ers, at the Golf Industry Show, Anaheim, CA 

http://www.landscapemanagement.net


Rave reviews. Proven results. Steady profits. 
Now that Talpirid has proven its success in the field, it's time to enhance your business. 

"We finally have something we can depend 
on for mole control that is simple and easy 
to use making our job easier and our 
yards better." 
- Ryan McGrady, Pro Green Inc. 

"Talpirid had provided us with an additional 
revenue generating service while solving mole 
problems for our customers. " 
- Jeff Cooper, Lawn Connection, Inc. 

This is a great opportunity to generate incremental revenues with an effective 
and profitable new service. Contact your Bell distributor or representative to 
best determine how to begin your own success story. 

i B e l l 
L A B O R A T O R I E S I N C M A D I S O N , W I S C O N S I N I w w w . t a l p i r i d . c o m 

"We did an analysis of cost and 
Talpirid is extremely profitable 
to use." 
• Bill Johnson, All Green Corp. 

TALPIRID 
KILLS MOLES 

http://www.talpirid.com
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Then let U.S. Lawns show you how to start or 
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"No Job is Too Big or Too Small" philosophy, make U. S. Lawns a "cut pteve" the rest. 
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Solutions that fit any lawn disease problem. 

When it comes to nasty lawn diseases and the problems they create, Bayer has the solution-products that 

will prevent or control tough lawn disease like brown patch, dollar spot and many others, quickly and 

effectively. Therefore, keeping your customer's lawn healthy and green and your business healthy and in 

the black. And all our products are Backed by Bayer and the support and science that come with it. 

For more information ask your Bayer Field Representative or visit us at BackedByBayer.com. 

Armada BAYLETON COMPASS ProStar 
L J 

B A C K E D 
b y B A V E R . 

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 T.W Alexander Drive, Research Triangle Park, NC 27709.1-800-331-2867. www.BackedByBayer.com. Bayleton, Compass and ProStar are 
registered trademarks of Bayer AG. Armada and Backed by Bayer are trademarks of Bayer AG. Not all products are registered in all states. Always read and follow label directions carefully. ©2007 Bayer CropScience LP. 
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Relax. We're here. 
y 

Proud supporter of these green indnstry professional organizations: 

SEEDERS AND SPREADERS 

HERBICIDES AND SPRAYERS 

TREE CARE EQUIPMENT 

PRUNING EQUIPMENT 

LANDSCAPING TOOLS 

SURVEYING PRODUCTS 

DIAGNOSTIC TOOLS 

Precision application and constant pressure 
are the hallmarks of the new D.B. Smith 
RoundUp Relax backpack sprayer. Quality 
and comfort are joined to give you hours of 
stress-free operation. 

That's why Forestry Suppliers features more 
than 9,000 top-quality products geared 
especially to outdoor pros; each backed 
with the best tech support and customer 
service, and our 100% Satisfaction 
Guarantee! Give us a call or log on to www. 
forestry-suppliers.com to get a free copy of 
our latest catalog today! 

www.forestry-suppliers.com 
Catalog Request: 800-360-7788 
Sales: 800-647-5368 

©2007 Forestry Suppliers, Inc. Al rights reserved 
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THE BEST JUST KEEPS 
GETTING BETTER! 

The NEW Z-SPRAY 
JUNIOR-36 
• 35 ft" width for gated 

lawns 
* Redesigned spray tank for 

lower center of gravity 
• All the standard features of 

our current units 
* Powered by Kawasaki 

The NEW Z-MAX 
9 50 gallon Capacity 
9 Wider wheel base 

Check out our full line of 
Ride-On Spray Systems 
and Aerators at 
www.z-spray.com 

L.T. RICH P R O D U C T S , I N C . 

www.z-spray.com • 877-482-2040 • sales@z-spray.com 
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American Nursery & Landscape Association 
1000 Vermont Ave., NW, Suite 300 
Washington, DC 20005-4914 
202/789-2900 
www.anla.org 

American Society of Irrigation 
Consultants 
PO Box 426 
Rochester, MA 02770 
508/763-8140 
www.asic.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 

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 

Snow & Ice Management Association 
2011 Peninsula Dr. 
Erie, PA 16506 
814/835-3577 
www.sima.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 

http://www.forestry-suppliers.com
http://www.z-spray.com
http://www.z-spray.com
mailto:sales@z-spray.com
http://www.anla.org
http://www.asic.org
http://www.irrigation.org
http://www.landcarenetwork.org
http://www.pestfacts.org
http://www.sima.org
http://www.sportsturfmanager.com


Want to save thousands of dollars and hours of time? 
Outgrown your paper log sheets? 

then 
TimeScupe™ is your time tracking solution! 

• Track job, time, task and material data throughout the day 
• Employees collect data with small hand held scanner 
• Shows exact time of arrival / departure from customer sites 
• Replaces paper log sheets and time cards 
• Calculates travel time and on the job time 
• Crew scanning capabilities 
• Track work in progress vs. budgeted hours 
• Downloads with a click of the mouse 
• Comprehensive reports for invoicing and payroll 
• Integrates to accounting software 
• Less time crunching numbers - more time for profit 

Modeco Systems LLC 
W208 N16975 Center Street, Jackson, WI 53037 

(j<jjj ruddyj buu/dyy/di'dd 
www.modecosvstems.com 

http://www.modecosvstems.com


The tough, tolerant, terrific turfgrass 
preferred by today's homeowners! 

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 / 503-585-11 57 
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BUS INESS TIME FOR CRITICAL THINKING 

The misinformation age 
BY RON HALL/Editor in Chief 

We live and work in what's 
often described as the "In-
formation Age." 

It can as easily be la-
beled, the "Misinformation 
Age." 

Maybe you feel like I do 
sometimes — that we're the targets of a perpetual 
rainstorm of messages, claims and counterclaims. 
Which do we process? Which do we believe? Re-
gardless of what we do, where we go, we're pelted 
with news, sales pitches (some ingenious, some 
clumsy), spins (corporate and political), opinions, re-
quests, solicitations and rants. 

These days most of us don't rely exclusively on 
the local newspaper or the 6 p.m. television newscast 
for our daily information. More likely most of it 
comes from CNN, a podcast from the Internet, an In-
ternet search engine, emails or a favorite radio com-
mentator. 
Not a bad thing 
I hope I'm not coming across as a snarling curmudg-
eon because I welcome and am convinced this incredi-
ble flood of information is a good thing. After all, each 
of us gets to choose or reject the message. We can be-
lieve or not believe. We choose. 

Even so, I have reservations. The technology that 
allows anyone to post practically anything online 
(Web sites, blogs, YouTube, etc), and make it instantly 
available, also brings with it the need for caution and, 
more importantly, critical thinking. 

There's a saying that "Everyone is entitled to his 
own opinion, but not his own fact." That may be, we're the targets of a perpetual rainstorm of 

messages, claims and counterclaims 

but today's consumers of landscape and lawn serv-
ices, like us, are bombarded by all kinds of informa-
tion, and the lines between opinion and fact are 
often blurred, sometimes intentionally. 

Emotion vs. reason 
An obvious example is the issue of the use of chem-
ical products on our lawns and landscapes, which 
often generates more emotion and heated rhetoric 
than reason. And it will continue to do so and, proba-
bly, intensify thanks, in large part, to technology that 
gives voice to any organization or person who cares 
to have one. 

But, although the pesticide issue is the easiest to 
identify, there is plenty of other misinformation in 
the Green Industry, including the most common — 
exaggerated product or service performance claims. 

As consumers, we must remain critical thinkers 
and ask questions such as — "Who says?" "Where did 
they get their information?" "Are they a reliable 
source for this information?" "What are they not 
telling me?" 

Beyond that —and this is the 
take-home message — we have A . ' ' ^ B 
be the source of "information" 
for the consumers of our 
products and services. We 
must adequately answer all of 
the same questions for them. 

Contact Ron at 216/706-3739 
e-mail rhall@questex.com 
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( É g l John Deere 
Nothing Runs Like A Deere'' 

"I'm going to the big show! They were just about 

to install me here at the factory when the call came 

in from a charged-up dealer needing a part ASAP. 

Better to shut this factory line down than to have 

a customer machine down. So I got the nod. 

And I'm on a plane tonight. This time tomorrow 

I'll be installed and on the job. Gotta run!" 

What's a Deere Dealer have that others don't? Quick, cooperative parts sharing between 
400 dealer locations. Nine regional parts depots for back-up. And an all-consuming 
determination to rapidly get you the part you need. 

Got a parts emergency? We're on it.™ 

www.JohnDeere.com/WereOnlt 1 -800-503-3373 
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BUS INESS MANAGING EXPECTATIONS 

Haven't we all heard "that this place does not 
look as good as it used to" even when we know 

we have greatly improved the property. 

Get off to a good start 
BY BRUCE WILSON 

Ihave always believed making a good first 
impression is the key to starting a long-
term relationship on the right foot. And, 
without question, it leads to a more prof-
itable relationship with your customers. 
When a customer gives you a contract for 
the first time, they have certain expecta-

tions that you have helped create, or they may have 
created based on your reputation in the market. 

These expectations are usually high, so 
obviously, they watch you more closely at the start. 
Sometimes, the slightest, seemingly littlest glitch 
starts to erode their trust in your organization. They 
may not say anything at first, but the doubt starts to 
creep into their thinking. 

Beginning the process 
The worst part about this is they then start counting 
hours, looking with a finer eye at every little detail, 
which makes it harder for you to satisfy them. So, 

here are some suggestions for assuring that you get 
your customer relationship off to a great start: 
1 - Take control of setting customer expectations. 
Communicate what they should expect to see dur-
ing the first 30 days, preferably in writing, and then 
stick to it. 
2 . If possible, sell an extra clean-up to bring the 
property up to the level that is in the specifications 
for ongoing maintenance. If you can't, I suggest that 
you clean it up in the first 30 days anyway. Though 
the customer at first might agree to the longer 
timetable to avoid paying for the clean up, they soon 
forget they agreed to the extended time frame and 
begin to get dissatisfied. It then becomes your fault. 
3 . As a manager or sales person, be on the job the 
first few visits to make sure that job is being done 
they way that meets your expectations. Make sure 
the customer knows you are there and that you care. 
4 . It is a good idea to take pictures before you start 
to establish the baseline. Haven't we all heard "that 
this place does not look as good as it used to" even 
when we know we have greatly improved the prop-
erty? Pictures can refresh everyone's memories. 

It is spring and many of you start many new jobs, 
as well as, most of your old ones, at the same time. 
You must place additional emphasis on planning and 
communication during this very stressful period. If 
you can get off to a good start, you will be surprised 
how much easier and more profitable the rest of the 
season can be. 

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

consulting services. Visit www.wilson-oyler.com. 

http://www.wilson-oyler.com
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a l l e c T u s Armada 
TREE INJECTION INSECTICIDE 

COMPASS F8RBID* 

Solutions that fit any ornamental pest problem. 

When it comes to nasty ornamental pests and diseases, Bayer has the solution—products that will prevent 
or control every sorry insect or fungus that you may come across, quickly and effectively. Therefore, 
keeping your customer's landscape healthy and lush and your business healthy and in the black. And all 
our products are Backed by Bayer'" and all the support and science that come with it. For more informa-
tion ask your Bayer Field Sales Representative or visit us at BackedbyBayer.com. 

BACKED 
by BAVER. 

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. 1-800-331-2867. www.BackedbyBayer.com. Allectus, Armada, Compass, Merit and 
Tempo are registered trademarks of Bayer AG. Backed by Bayer and Forbid are trademarks of Bayer AG. Not all products are registered in all states. Always read and follow label directions carefully. 02007 Bayer CropScience LP. 
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BUS INESS IT'S ALL ABOUT PEOPLE 

Coaching d o e s W O r k , but only 
if the "coachee" is into being coached. 

When c o a c h i n g fails 
BY BILL HOOPES 

Igot a call from a friend of mine, a client. 
Try as he might, he "just couldn't make 
the coaching process work." He was see-
ing to it that his people got the instruc-
tion they needed to perform their tasks, 
and he personally followed up on the job 
to reinforce the right habits. Still, he was 

upset because the process only worked with some of 
his people some of the time. 

The call led me to reflect on the recommenda-
tions I make and how dependable they really are. 
The fact is, coaching does work, but only if the 
"coachee" is into being coached. 

When you put a loser on a winning team, it does-
n't work. One of two things happens; the loser goes 
away, or the team is negatively impacted by his or her 
presence. You must get rid of negative people. And 
you should do that on your schedule. That means you 
must be proactive and have a process for dealing with 
those who are not meeting your expectations. 

When coaching fails, take corrective action 
Because, when most of your team enthusiastically 
turns right, some people just seem to turn left, every 
leader needs to understand and become proficient at 
using corrective action. I'm talking about what you 
do when coaching fails. 

Here is the corrective-action process 
• First, don't act without all the facts. It's very easy 
to assume you know what's up based on history, but 

you can be wrong. Verify the facts, and don't rely on 
word of other employees. 
• Once you have details, set up a private meeting. 
• In the meeting, document all that you and the em-
ployee say and any commitments either of you make. 
If the situation results in a termination, it can become 
a legal matter. You need documentation. 

Holding a corrective-action conversation 
You need a private setting and plenty of time to talk. 
1 Confirm that the employee understood and ac-
cepted the assignment in question. Be sure there 
were no roadblocks preventing expected results. 
2 Explain the person's performance versus agreed to 
goals. Point out the failure to meet expectations and 
the negative impact on the team. 
3- Important: Ask and allow the employee to ex-
plain why he/she failed to meet expectations. 

Evaluate the employee's response to identify any 
legitimate causes of failure to perform and decide on 
necessary and immediate corrective action behavior 
you will require. 
5- Require the employee to commit to the correc-
tive-action performance plan. 
6- Arrange a series of follow up dates/times when 
you will meet to confirm improvements. 

Using this process doesn't guarantee you'll turn 
the person around, but it ensures that you will have 
done your best to correct an unacceptable situation. 

The author is founder of Grass Roots Training 
in Delaware, OH. Contact him at 

hoopes@columbus.rr.com or visit 
www.grassroots-training.com. 

mailto:hoopes@columbus.rr.com
http://www.grassroots-training.com


Our patented technology makes Pendulum® AquaCap™ herbicide easy to 
handle, mix and clean up — with reduced staining potential and virtually no odor. 
But it's the proven control of the 21 most common unwanted grasses and 25 
most troublesome broadleaf weeds that will get your customers' lawns (and your 
business) the attention they deserve. 

We Don't Make The Turf. 
We Make It Better.™ 

Find out more: turffacts.com 
Find a turf care supplier: 
800-545-9525 

• - B A S F 
The Chemica l C o m p a n y 
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Always read and follow label directions. 
Pendulum is a registered trademark and AquaCap. Better Turf and We Don't Make The Turf. We Make It Better, are trademarks of BASF. 
© 2007 BASF Corporation. All rights reserved. APN 07-14-002-0024 

Attracts Attention 
(for your lawns and your business). 



Senators take another 
crack at H-2B extension 

WASHINGTON, D.C. — 

Senators Barbara A. 
Mikulski (D-MD) and 
John Warner (R-VA) 

have reintroduced their bill to provide a 
5-year extension to a crucial provision 
from her Save Our Small and Seasonal 
Businesses Act that many in the Green 
Industry rely on to bring seasonal guest 
workers into the country. A last-minute 
extension was included as part of the 
2007 Department of Defense authoriza-
tion bill in the 109th Congress, but it ex-
pires on September 30, 2007. 

"Without these seasonal workers, 
many businesses would not survive — 
forced to limit services, lay off perma-
nent U.S. workers or, worse yet, close 
their doors," said Mikulski. "This exten-
sion protects workers, and gives us an-

other congressional session to keep up 
the fight until we make this cap ex-
emption permanent." 

Added Warner: "This legislation is 
absolutely essential to protecting our 
small businesses and maintaining their 
positive impact on our economy. I am 
hopeful that this legislation will help 
small and seasonal businesses find enough 
workers to keep their doors open." 

The Save Our Small and Seasonal 
Businesses Act, signed into law by 
President Bush in May 2005, exempted 
returning seasonal workers from count-
ing against the national cap of 66,000 
people, created new anti-fraud provi-
sions and ensured a fair allocation of 
H-2B visas among spring and summer 
employees. 

However, the Department of Home-

"I have been fighting for years to help businesses 
and workers wade through the unfair procedures 
of the H-2B visa process. They can count on me to 
keep fighting," said Senator Mikulski. 

land Security already announced that the 
cap has already been reached for the rest 
of this year. Without the Mikulski-Warner 
exemption, these businesses would have 
no way to bring in staff. 

ServiceMaster agrees to $4.5B buyout 
DOWNERS GROVE, IL — Lawn care serv-
ice and pest control provider ServiceMas-
ter Co. bowed to shareholder pressure 
March 19, and agreed to be bought by 
an investment group lead by private 
equity firm Clayton, Dubilier & Rice Inc. 
in a cash deal valued at $4.5 billion. 

The owner of TruGreen Lawn Care, 
Terminix pest control and Merry Maids 
cleaning service, announced the deal 
nearly five months after the Downers 
Grove company announced it was ex-
ploring strategic alternatives. 

Clayton Dubilier officials said there 
were no immediate plans to split up the 
company. 

The buyout group will also assume 
about $1.02 billion in debt, bringing the 

total value of the sale up to $5.5 billion. 
Under terms of the agreement, Service-
Master stockholders will receive $15.625 
in cash for each outstanding share. 

The deal represents a premium of 
roughly 31 % above ServiceMaster's clos-
ing stock price of $11.90 on Nov. 27, the 
last trading day before the company said 
it would explore strategic alternatives. 

ServiceMaster's board has approved 
the acquisition. Its stockholders will vote 
on the transaction at a special meeting 
expected to be held in the second quar-
ter. ServiceMaster agreed to pay a $100 
million termination fee if the deal col-
lapses. Three class-action lawsuits were 
filed against ServiceMaster by stockhold-
ers opposed to the acquisition after the 

deal was announced, alleging inade-
quate and unfair pricing of publicly 
owned shares of ServiceMaster stock. 

"The board's support is based on the 
conviction that this transaction will de-
liver value to shareholders that is supe-
rior to what the company could achieve 
under its current business plan," J. Patrick 
Spainhour, ServiceMaster's chairman and 
chief executive, said in a statement. 

Once the deal is complete, Clayton 
operating partner George W. Tamke will 
become ServiceMaster's chairman, re-
placing Spainhour, who will stay on as 
ServiceMaster's chief executive. 

In 2006, ServiceMaster had 32,000 
employees and a network of 5,500 com-
pany-owned and franchise locations. 



Find out why more than 
350,000 workers clocked in today 
with The JobClock System! 

THE JOBCLOCK® THE LANDSCAPER'S TIMECLOCKT.M 

Cal l t o d a y : ( 8 8 8 ) 7 8 8 - 8 4 6 3 • www. jobc lock .com ',^oF* 

38:53 Hours Bill Owen 
worked last week 

C K 
m c * 

611:05 Total hours to date: 
Crestview 

^ i i i i 
EVERY WORKER. EVERY JOBSIIE. EVERY COST CODE. EVERY DAY. 

http://www.jobclock.com


In the Know 

BY KENNETH D. MORRIS, ESQ. L.L.C. 

y ^ v Should my employees sign a 
V ^ / "code of conduct" prior to 
employment? What should be included 
in it, and how will it protect me? 

a I It does not matter what it is called, 
but it is a good idea to have em-

ployees sign at least a confidentiality agree-
ment agreeing to keep company information 
proprietary both during and after employ-
ment. However, covenants not to compete 
with your company if they leave may be 
problematic to enforce. Being able to enforce 
them will depend on their length, their geo-
graphic scope, and the industries, or busi-
nesses, in which they are precluded from 
working. No court will enforce an overly re-
strictive non-compete covenant if it unrea-
sonably prevents an employee from earning 
a livelihood forever. In the absence of a spe-
cific employment contract, the "code of con-
duct" should also contain a statement re-
quiring an employee to acknowledge that 
the employment relationship is an employ-
ment "at will," is not for any definite period, 
and may be terminated at any time by the 
employer or the employee. 

Kenneth D. Morris, a Philadelphia-based 
attorney with more than 30 years corporate 
and law firm experience, offers information 
on industry legal issues in each issue of LM. 
Contact him via ivww.kenmorrislaw.com. 

Note: The above should not be interpreted as 
offering legal advice in any jurisdiction where 
such practice is not authorized. Engage competent 
counsel familiar with your jurisdiction when 
legal issues arise. 

ValleyCrest managers build 
California park in one day 
LOS ANGELES — ValleyCrest Landscape 
gathered more than 150 managers and 
executives from across the nation to par-
ticipate in a corporate philanthropy 
project — building a new park in Syl-
mar, CA, in one day and offering much-
needed green space to the children and 
families of this San Fernando Valley 
community. 

Furthering the community of Syl-
mar's recent revitalization efforts, Valley-
Crest donated cutting edge design talent, 
plants, material and labor to design and 
build the park. 

ValleyCrest managers, who were un-
aware of the project until they arrived 
for their annual meeting, built the park 
in a day. It is estimated that their efforts 
saved the city and taxpayers more than 
$500,000. 

"As a business resident of the San Fer-
nando Valley for the past six decades, we 
thought this was the perfect location to do-
nate our time and resources and build the 

The new park, designed by ValleyCrest Design 
Group, will offer local residents green space 
for recreation, including a playground, picnic 
area, soccer field, barbeques and more. 

residents of Sylmar their new park," said 
ValleyCrest President Richard Sperber. 

"It is inspiring to see what can be ac-
complished in one day. This is an incredible 
example of a company and its employees 
stepping up, reaching out and making a dif-
ference in the lives of local residents," said 
California State Senator Alex Padilla. 



OPEI: Commercial power equipment sales sluggish 
O L D T O W N A L E X A N D R I A , V A — S h i p -

ments of commercial turf care products 
continued to drop in the first quarter of 
model year (MY) 2007 (Sept. - Dec 
2006). Intermediate walkers declined 
16.5%, compared with the first quarter of 
MY 2006, and commercial riders, which 
were flat from MY 2005 to MY 2006, 
skidded 29.3% for the first quarter. Ex-

pansion of only 1.5% is 
forecast for intermedi-

ate walkers for 
^ MY 2008, commercial mowers 

sales continued 

to grow but 

other categories 

slipped starting 

model year '07 

at the end of this year. This rebound is 
expected to help boost shipments of 
consumer and commercial turf products. 

While the these statistics provide 

some indication of the state of the turf 
and landscape power equipment market, 
not all suppliers are members of OPEI or 
report sales figures to it. 

while riders 
will experience 

a double-digit 
upsurge for MY 

2008 of 14.2%, 
according to mid-

March news release from the Outdoor 
Power Equipment Institute (OPEI). 

Things weren't much better for 
consumer sales, said the release. 

Shipments of walk behind powered 
mowers fell 7.2% in the first quarter of 
MY 2007, compared with the same pe-
riod a year earlier. This was a sharper re-
duction than the 6.1 % drop for all of MY 
2006. Changes in quarterly growth are 
expected to turn positive at the beginning 
of the 2008 model year (August 2007). 

Consumer rider shipments fared even 
worse during this first quarter, with front 
engine lawn tractors falling 17.8% for the 
first quarter of MY 2007, and riding gar-
den tractors sliding by 38.2%. 

Hand-held blower shipments are 
forecast to increase by 2.2% in 2008, 
rebounding from a projected decrease in 
shipments of 2.4% in 2007. Shipments 
growth of 3.4% for 2007 is expected for 
backpack blowers with an additional 
increase of 5.2% for 2008. 

However forecasts estimate that a re-
bound in the housing market will happen 

S T E A K . 
A F I N E C I G A R . 

S O M E T H I N G S Y O U P L A N T O B U Y 
O V E R A N D O V E R A G A I N . . . 

. . . S C H E D U L I N G S O F T W A R E ISN'T O N E OF THEM. 

Y e t - 8 2 % o f Q X p r e s s u s e r s b u y U s e r s s w i t c h t o Q X p r e s s , a f t e r c a r e f u l 
a n d i m p l e m e n t a n o t h e r l e a d i n g r e s e a r c h , t o a c h i e v e t h e b u s i n e s s 
s o f t w a r e p r o g r a m f i r s t , b e f o r e b e n e f i t s t h e i r o r i g i n a l p u r c h a s e f a i l e d 
d r o p p i n g it , t o b u y Q X p r e s s . t o d e l i v e r . 

If you a r e i n t h e m a r k e t f o r s o f t w a r e , 
c h a n c e s a r e t h a t s o o n e r o r l a t e r y o u r 
s o l u t i o n w i l l b e Q X p r e s s . Q X p r e s s 
s y n c h r o n i z e s s e a m l e s s l y w i t h y o u r 
Q u i c k B o o k s , p r o v i d e s a c c u r a t e j o b 
c o s t i n g , a n d g i v e s s c h e d u l i n g a n d 
i n v o i c i n g y o u c a n d e p e n d o n . It i s 
t h e o n l y G r e e n I n d u s t r y s o f t w a r e 
p r o d u c t a w a r d e d G o l d D e v e l o p e r 
s ta tus b y Intuit , m a k e r s o f Q u i c k B o o k s . 

T a k e a d v a n t a g e o f a p e r s o n a l w e b 
b a s e d d e m o n s t r a t i o n w i t h us . Te l l u s 
y o u r g o a l s , a n d w e ' l l s h o w y o u h o w 

R e p l a c i n g t h e i r o r i g i n a l p u r c h a s e Q X p r e s s w i l l h e l p y o u m e e t t h e m , 
w a s n o t i n t h e i r p l a n s . 

P l a n to m a k e a l o n g t e r m d e c i s i o n . 
S o , w h y d o t h e y s w i t c h ? C h o o s e Q X p r e s s . 

ca l l 1 . 877 .529 .6659 o r v i s i t w w w . q x p r e s s . c o m f o r a w e b b a s e d d e m o n s t r a t i o n 

SCHEDULING SOFTWARE 

QuickBooks tt a repitered trademark and aarvica mark oi totuit kic in tha United Stataa and otnar countriaa OXpraaa <a a ragratarad trademark or Atocat kicorporated 
QuickBooka and tha "Designed tor QuickBooks Logo are tredemarka and/or roistered trademarka ot totmt kic displayed with permiaaion Tha uaa by Aloe at ot the Logo 
does not signify certification of endorsement of A toc afa software by Intuit, and Atocat is soley responsible for ita aoftwsre and the support and maintenance of tha software 
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PROBLEM solver SENIOR HORTICULTURE SPECIALIST BRUCE HELLERICK TACKLES COMMON PROBLEMS 

Solutions 

The only solution that satisfied the client s in this case was the re-
moval and disposal of all low-growing and vining plant materials 
and selective removal of small trees growing along the wood line. 
The resulting views into the woods improved the beauty of the site 
and increased the feeling of safety. Now the client wants to add a 
path from the road to the woods, install a gazebo and create a 
shade garden around it for the community to enjoy. 

Problem The clients 
are unhappy with the 
appearance of their 
wood line area. They 
think it looks messy 
and "unsafe" What 
would you recom-
mend? 

The cause The client's percep-
tion that the area is messy and 
"unsafe" is their reality. Some 
clients want landscapes to have a 
wild, natural appearance, others, a 
neat and tidy one. Clients in resi-
dential areas are concerned about 
the safety of children. 

BEFORE 

Kehoe's keys to profits 
BOSTON — Green Industry guru Kevin Kehoe offered these 
"10 Keys to Profit" at the recent New England Grows 
conference & exposition. Kehoe says that it is absolutely 
essential business owners: 
1. Know their true costs 
2 . Run their businesses by the numbers 
3 . Use a flexible pricing model 
4 . Get our of low profit work 
5 . Capture all work orders 
6 . Minimize customer dissatisfaction 
7 . Measure and hold their people accountable 
8 . Get rid of waste in processes and people 
9 . Pay more for "A " managers 
10. Pay for results. 
"The high growth companies in the industry are not running 
perfectly efficient operations," Kehoe adds. "They are, 
however, aggressive in pricing and managing customer 
expectations. In order to compete with your larger brethren, 
you may need to price like them on certain segments of 
your portfolio in order to increase the average job size." 

Every day you see horticultural problems. Sometimes the solution is obvious, 
but others are much more difficult to solve. Brickman Group Senior Horticulture 
Specialist H. Bruce Hellerick tackles these issues each month in Problem Solver. 
He can be reached at Hellerick@BrickmanGroup.com 

' W E L L S ̂  
C A R G O 

ffiSsstH? i k s s f i s © a ä i s B 
You really don't have to, but if you did, you would be comforted 
knowing you've got the easiest towing, most dependable and 
longest-lasting trailer on the road behind you. Thousands of 
trailers on the job is our proof. Over 50 years in the trailer business 
and our comprehensive 6-Year Warranty is your protection. 

Call toll-free ( 8 0 0 ) 3 4 8 - 7 5 5 3 o r v i s i t u s o n t h e w e b a t w w w . w e l l s c a r g o . c o m 
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Canadian pesticide opponents ready for spring push 
TORONTO, ONTARIO, CANADA — 
Several environmental, public health and 
medical organizations are turning up the 
heat on Ontario provincial lawmakers to 
ban what they refer to as the aesthetic use 
of pesticides. 

They're redoubling their efforts this 
spring because it's an election year there. 
They're aggressively courting candidates 
to come out against the so-called cos-
metic use of pesticides to demonstrate 
their awareness and support of environ-
mental issues. They claim that, even if 
pesticide use is suspected of causing 
health problems (and most of the activist 
groups go beyond that), why risk it? 

Representatives from at least five activist 
organizations met with provincial ministry 
officials in February to plead for a province-
wide ban similar to the one in place in 
neighboring Quebec province They 
claimed that a recent poll showed that 71 % 
of Ontario residents support a ban. 

Industry associations representing 
lawn care product end users insist the 
anti-pesticide crusade is misguided and 
has no basis in fact. 

The call for a province-wide Ontario 
ban on urban pesticides for use on lawns 
and gardens should be considered in the 
context of the facts and not misinforma-
tion, said Lome Hepworth, president of 
CropLife Canada and the Urban Pest 
Management Council of Canada. 

Public policy should be based on 
sound science. A province-wide pesticide 
bylaw would remove, without any proper 
scientific foundation, the benefits pro-
vided by the science-based Health Canada 
regulation of pest control products. "Plac-
ing additional burden of regulation on 
provincial or municipal authorities is un-
reasonable and unnecessary," said Hep-
worth. "Local and even provincial govern-
ments are not equipped to properly assess 
complex products on a detailed health or 

environmental scientific basis, so a total 
ban becomes a default position. Banning 
pesticides is not only unnecessary, but also 
costly to enforce and provides little addi-
tional public health benefits." 

The agitation against lawn care prod-
ucts remains high in communities across 
Canada. To date, more than 120 towns 
and cities have restricted or banned the 
use of pesticides for "cosmetic purposes." 

Request a web-based demonstration! 

SCHEDULING SOFTWARE 

QXpress v7.0 
As a QuickBooks user, you should use QXpress. Getting 
started couldn't be easier, since QXpress instantly integrates 
with your existing customer list. Simply schedule new 
services for your QuickBooks customers, and print route 
lists and work orders. When services are complete enter 
job cost information and post them to QuickBooks as 
invoices! No double entry. No wasted time. 

QX Mobile v2.0 
QX Mobile is the most advanced PDA software available 
for Windows Mobile Pocket PCs. Take QXpress with you 
in the field to track start times, stop times, materials used, 
look up customer information, and sync wirelessly with the 
office. New in v2.0 is the ability to customize your own 
data entry screen, and print templates designed in QXpress. 

QX Mapping 
Every extra hour your crews spend 
behind the wheel, is an extra hour they 
are not generating revenue. Using 
Microsoft MapPoint,QX Mapping greatly 
reduces wasted drive time by optimizing 
routes and printing driving directions. 

call 1.877.529.6659 or visit www.qxpress.com for a web based demonstration 

SCHEDULING S O F T W A R E 

OuickBooks 1« a re® stered trademark and service mark of hturt he in the Un it ad State* and other countrie* QXpreee i* a rentier ed trademark o« Alocet incorporated 
QuickBooks and the Designed tor QuickBooks' Logo are trademarka and/or r a f t e r e d trademarks ol htuit he . displayed with permission The use by Alocet ot the looo 
does not signify certification or endorsement ot Alocet s software by Intuit, and Alocet is soley responsible lor its software and the support and maintenance ot the software 
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In the Know 

PLANET reports continued growth in Green Industry 
HERNDON, VA — In honor of National 
Lawn Care Month in April, the Profes-
sional Landcare Network (PLANET) 
celebrates by announcing the Green 
Industry's growth. 

As baby boomers age, and with more 
than 30 million acres of lawn across the 
United States, rapidly increasing numbers 
of homeowners are turning to profession-
als to care for their lawns and landscapes. 

A DIRECT HIT ON 
PURPLE AND YELLOW NUTSEDGE 

Gowan Company's SedgeHammer effectively controls both yellow 
and purple nutsedge, in cool and warm season turfgrasses and 
established woody ornamentals. 

Knocks out Nutsedge - Safe To Turf 

(T 
S e d g e H a m m e r * 

ü X X Turf HmUtidm 

Gowan 
The Go lb Company 

1.800.883.1844 www.gowanco.com 
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"Americans realize the importance of 
well-cared for lawns," states PLANET's 
President Jim Martin. "In addition to 
being beautiful, lawns have a positive im-
pact on our environment. They trap dust 
and dirt in the atmosphere and convert 
large amounts of carbon dioxide to oxy-
gen. Lawns also provide a natural filtering 
system for rainwater as it soaks into the 
ground. Additionally, healthy lawns pro-
vide a cooling effect in summer months, 
which saves on energy costs." 

In 2004, PLANET conducted a 
national Harris Survey that reported that 
homeowners spent $11.6 billion on their 
lawns in 2003, up 12% from 2002. These 

Realtors report that 
homes with beautiful 
lawns and landscape 
can increase property 
values 15% to 20%. 

same homeowners projected that they'd 
spend even more on their lawns in 2004. 
Consumers realize that healthy lawns play 
an important role in home sales and they 
have a huge impact on "curb appeal." 

Realtors report that homes with beau-
tiful lawns and landscape can increase 
property values 15% to 20%, and that 
homeowners can realize returns on their 
investment of 100% to 200%. Lawn care 
companies also provide a large number of 
jobs across the United States. 

"Homeowners can be proactive in 
April by putting together a lawn care pro-
gram, with their lawn care professional, 
that ensures their lawns will be healthy 
and beautiful throughout the year," Mar-
tin suggests. "It's important to maintain 
and even increase property values." 

http://www.gowanco.com


People Sc companies 
The Toro Co. 
has named 
Scott Corn-
well national 
sales manager 
for its Toro 

Dingo compact utility loader 
product line. 

Hunter Industries added 
Rafael Rodriguez to its 
growing roster of interna-
tional sales representatives. 
Rodriguez will handle 
distributor, contractor, munic-
ipal and specifier duties 
throughout Mexico. 

AquaScape owner and CEO 
Greg Wittstock was inducted 

into the Chicago Area Entre-
preneurship Hall of Fame. 

Jerry Corbett has joined 
Quali-Pro as technical 
services manager. 

Lebanon, 0H-
based Fecon 
named Ted 
Christian na-
tional sales 
manager. 

Cal Poly's College of Agricul-
ture, Food, and Environmen-
tal Sciences has named John 
Peterson to head the Horti-
culture and Crop Science 
Department. 

Steve Newton 
has been 
named execu-
tive vice presi-
dent of the 
Southern 

Nursery Association. 

Treemendous 
Landscape Co. 
of Plainfield, IL, 
promoted Eric 
Tharp to vice 
president of 

Profile Products announced 
Jeff Langner as its executive 
marketing assistant. 

Rie J. Hendricks and Dennis 
R. Anderson have been 
promoted to principals of 
NUVIS, a landscape architec-
ture and planning firm head-
quartered in Costa Mesa, CA. 
Previously senior associates, 
Hendricks manages NUVIS, 
office in San Ramon, CA, and 
Anderson manages the firm's 
Las Vegas office. 

Venture Products recently 
appointed Kevin Holland 
Ventrac national sales 
manager. 

Why Spray Nozzle 
Selection is Critical 
to Your Success 

The consequences of inadequate spraying can be 
extremely costly. Under application can result in 
turf damage and the need to re-spray. Over appli-
cation results in waste of chemicals. So, be sure you 
have the best nozzle for your specific application. 

O Extremely 
Coarse 

(Droplet-size 
categories may vary 
with nozzle capacity, 

spray angle and spray 
pressure.) 

MID-TECH has become TeeJet www.teejet .com 

Operations. 
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Add-On Biz 
EXTEND YOUR BUSINESS 

Mole control 
• They may drive homeowners crazy, 
but moles can provide landscapers 
added income. 
BY DON DALE 

At times Keith Fisher 
feels that he's over-

i run by moles. His 
m lawn care business, 

Growing Green Lawn Care, in 
Lawrenceville, IL, has seen a 
40% increase in mole activity 
in the last five years, and his 
clients are clamoring for mole 
control, he estimates. 

But that's good news, be-
cause he is making control a 
larger part of his business. That 
is a lot easier, nowadays, be-
cause instead of the traditional 
Victor traps, he is using Talpirid, 
a mole bait manufactured by 
Bell Laboratories. He has found 
that what was once an unpleas-
ant sideline now can be an at-

tractive and time-efficient way 
to increase his revenue. 

Fisher found success with 
the bait-impregnated "worms," 
which mimic earthworms, 
moles' traditional food. Unlike 
most aspects of his business, 
there are no startup costs other 
than the material. His four 
employees simply use a pencil 
or pen to punch a hole in the 
mole's active tunnels and drop 
a worm inside. Gloves are nec-
essary for safety and to keep 
human scent off the worms. 

Timing is everything 
Fisher starts treatments in 
March, as moles begin tunnel-
ing near the surface, and it is 
easy to make an immediate ap-

BY THE NUMBERS... 

4 D O U FIVE 
lbs. amount of 

worms and insects 
a 5-ouncemole 

consumes each year 

million — number 
of businesses that 
maintain turf in 
mole tenitory 

EIGHTY feet per minute — speed at 
which a mole can travel through existing tunnels 

million - number of home lawns in the U.S. 
and Canada located in mole tenitory 

SOURCE: TALPIRID AND THEMOLEMAN.COM 

plication and do a follow-up if 
needed as the crew returns to 
mow the lawn. A crew notes 
the location of a worm inser-
tion and returns in 10 days to 
see if it has been consumed. 

The company has been 
using the bait since last sum-
mer, and has settled on a flat 
charge of $ 10 per worm, in-
cluding labor. It's a bargain for 
homeowners, because the pre-
vious cost for mole control 
was $20 per trap. Fisher does-
n't guarantee the application, 
however, and tells the client 
up-front that any follow-ups 
will cost more. He estimates a 
60% success rate. 

In Huntingburg, IN, Scott 
Souders increased his business 
by about 10% by using the 
product. He also charges by 
the worm, although another 
option is to sell a seasonal 
treatment program. Moles 
have become a significant part 
of Souders Lawn Care's 
chemical treatment business 
in the two years he has been 
using the product. 

A simple solution 
"It's not rocket science," 
Souders says of the use of 
Talpirid. But employees are 
cautioned to plug the mole 
hole and not crush the tunnel 
while working. 

"You have to find your 
feeder tunnels," he notes, and 
then the grass is lifted with a 
putty knife so that a worm 
can be inserted. Mowing 
crews carry a few worms in 
their trucks for follow-ups 
during the season. 

Souders now buys bait by 
the case, and he has used as 
many as 20 worms on mole-
infested lawns. Like Fisher, he 
markets mostly by word of 
mouth, emphasizing client ed-
ucation about moles and the 
efficacy of the product. But he 
also now mentions mole con-
trol in his newspaper ads. 

"The homeowner can't tell 
you were there, and that's a 
good thing," Souder says of a 
successful mole-busting visit. 

— The author is a freelance 
writer living in Altadena, CA. 



YOU KNOW 
LANDSCAPING 

How much truck do you need? Your Chevy dealer will spec your Kodiak accordingly. 
Whether it's residential or commercial landscaping, you can choose from a wide J f ^ AMERICAN 

| / n n i A 1 / r a n g e o f G V W R s * V o r t e c ™ Q a s engine and Allison-* vocational transmission are • m A l I 
IVUUIAIV standard. Crew cab models, 4x4, Duramax™ diesel engine and snowplow-prep are D M l f | | l I I I | | | I V I 

available.800-TO-CHEVYorchevy.com/mediumduty. I l V U L U I 
'When properly equipped: includes weight of vehicle, passengers, cargo and equipment. Vehicle shown with equipment from an independent 
supplier. See the owner's manual for information on alterations and warranties (&2007 6M Corp. 





If Grubs are your problem, 
Bayer has a Solution. 

Bayer Environmental Science 



Grubs 
Grubs are the larvae of a group of beetles called scarabs (Scarabaediae). Creamy white 
in color, they have a dark hind end, brown head, and six well-developed legs. Depending 
on their age and species, grubs range in length from 1/4 to 2 inches. 

The Damage 
Grubs feed on and destroy the root systems of grasses and other plants. If they are 
left untreated, a homeowner will face not only an aesthetically unpleasing lawn, but 
a problem that can get a lot worse. Each year, homeowners spend hundreds of thou-
sands of dollars replacing grub-damaged lawns. 

You can help educate your customers about the damage grubs can cause and help 
them recognize the first signs of a problem. Their lawns - and your relationship with 
them - will only prosper. 

The damage above-ground... 
Look for irregular sections of brown or grey-green drought-like turf that don't appear 
better after watering or rainfall. Grub-infested turf may also feel spongy underfoot and 
damaged areas will peel away easily, like rolling up a carpet. 

... But the Real Damage is Found Below-Ground 
In the past sampling was the best way to assess grub damage and it is easy to do. First, 
map out the property and take samples from a depth of 4-6 inches in various locations. 
Remove a sample of soil and grass and determine the number of grubs per square foot 
from this sample. A square-foot population of 5 or more means you have a problem. 

When the damage typically occurs 
Grubs thrive in moist soil, so damage may not be noticeable in the wet spring and fall 
months, when turf grasses grow quickly and their roots can recover quickly from grub 
attacks. But in drier summer months, root systems are easily compromised by lack of 
water, increasing stress on the turf. This makes grub damage easy to recognize. 



Where Grubs Go, These Other Pests Follow 
Skunks, opossums, raccoons, moles and birds Find grubs particularly appetizing. 
The digging they do to reach the grubs may cause additional damage to a lawn, 
creating more serious problems - and expense - both for homeowners and for you. 

The Bayer Solution to Grubs 
Lawn care professionals are the first line of defense against grubs. Trust Bayer 
Environmental Science for the tools that will transform you in your customers' eyes 
from a lawn care professional into a lawn care hero. 

Only Bayer gives you a complete set of options - Merit" insecticide, Allectus insecticide 
and Dylox" insecticide - that helps you provide the most effective grub control avail-
able today, for all grubs in every stage of their development. These are the standards 
against which all other grub control products are measured. Bayer invented the total 
grub solution and it has revolutionized the lawn care industry. 

No matter the severity of your customers' problems, the season or even the region of 
the country you're in, relax. Bayer - and only Bayer - has the products that will let 
you provide your customers with the complete and cost-effective grub solution. 

The Industry's Most Effective Grub Control Products 
Merit" - Revolutionizing grub control as the most effective, longest-lasting broad-
spectrum grub control product available. Period. 
Allectus - The best broad-spectrum residual insecticide used to control an enormous 
range of turf pests both above and below the ground. 

Dylox* - The #1 curative grub control product offering reliable and consistent control 
of large grubs - fast. Great for early season and late season clean up. ^ 



MERIT 
The Science of Merit" Insecticide 

Merit insecticide interferes with nerve impulses and disrupts insect behavior. 
They stop feeding, stop reproducing and eventually die. 

Why It's Better Than The Competition 
• Premium prevention for targeting and controlling 1st and 2nd instar grubs 
• 12 years of real world, proven performance 
• Usage rates up to 96% lower than many registered soil insecticides 
• Greater than 97% efficacy on mayor grub species 

The Grubs That Hate Us 
• White grubs, including these larvae: Japanese beetle, black turfgrass ataenius, 

Northern masked chafer, Southern masked chafer, European chafer, Oriental 
beetle, May and June beetles, billbug larvae 

Pick Your Formulation & Pack Size 
• Wettable powder (Merit 75 WP, 8 x 2oz. bottles) 
• Flowable (Merit 2F, 12 x 240ml. bottles); also available in 4x1 gallon 
• Water Soluble Packs (Merit 75 WSP, 4 x 4 x 1.6oz.); also available in 88 x 1.6oz 

mini drum 
• Granular (Merit 0.5 G, 301b. bags) 
• Merit + Fertilizer: Rates and formulations vary 

Application Rate Guidelines 

Formulation Use Rate 

Merit 0.5G 60 - 80 lbs. per acre or 1.4 - 1.8 lbs. per 1000 ft2 

Merit 2F 1.25 - 1.6 pints per acre or 0.46 - 0.6 fl. oz (14 - 17 mL) per 1000 ft2 

Merit 75 WSP/WP 6.4 - 8.6 oz per acre or 3 - 4 level teaspoons per 1000 ft2 

Merit 0.2 Fertilizer Typically applied at 150 lbs. per acre 



When to Apply Merit 
As adult beetle emergence occurs (followed by mating and egg laying), you 
should apply Merit from late May through early August, just before or after egg lay 
and through the presence of early instars. For more information about recom-
mended application times in your region, please review the Merit product labels. 

The Research Speaks for Itself 

Efficacy of Merit vs. Grubs 
University Trials. 1994 2006 

0 Japanese ( mental Masked 
Chafer 
(112) 

European 
Chafer 

(28) 
Meet e Beetle 

Ataenius 
(26) 

• Merit at 3.0 lb AI/Acre 
- 2F, 75 WP, 0.5 G 
• May 15 - Aug 15 assessments 
• Number of data points in parentheses 

Merit' 



aUecTus 
The Science of Allectus Insecticide 

Allectus insecticide combines the two most powerful insecticides in the turf and 
ornamental markets. Together, their modes of action provide unprecedented levels 
of control over damaging turf pests. 

Why It's Better Than The Competition 
• Premium prevention for targeting and controlling early instar grubs 
• Wide treatment window and rate range to choose from 
• The broadest-spectrum control of insects above and below ground 
• Flexibility in application - apply just once or add a second application to control 

late season surface feeders as well 
• Superior control and widest pest spectrum with fewer applications per season, 

which means lower labor costs 

The Pests That Hate Us 
• White grubs, including these larvae and adults: Japanese beetle, black turfgrass 

ataenius, Northern masked chafer, Southern masked chafer, European chafer, 
Oriental beetle, May and June beetles, billbug larvae, annual bluegrass weevil, 
chinch bugs, cutworms, armyworms, sod webworms, mole crickets, fire ants 

Application Rate Guidelines 

Formulation Use Rate (per acre) 

Allectus G (granular) 50 -125 lbs. 

Allectus SC (liquid) 1.1-4.5 pints 

Allectus + fertilizer Rates and fomulations vary. 

When to Apply Allectus 
For outstanding grub control, one application is all you need. Sometimes, two 
applications at lower rates are preferred, depending upon which region of the 
country you are located. Consider the following as a guide to application: 
• In the Northeast and Midwest: One application in June and a second application 

in August 
• In the Southeast and Southcentral: One application in April and a second application 

in July 
• In the West: One application in May and a second application in July 

For more information about the recommended application times in your specific 
region, please review the Allectus product labels. 



The Research Speaks for Itself 

Efficacy of Allectus SC vs. White Grubs 
University Trials. 2003 

100 

0.3 lb. AI/A 0.36 lb. AI/A 0.45 lb. AI/A 

• Cumulative results of six trials in 2003, 
vs. southern masked chafer, Japanese 
beetle and green June beetle 

Allectus 



DULOK 
The Science of Dylox" Insecticide 

When grubs come into contact with Dylox insecticide, they are paralyzed quickly 
and killed fast. 

Why It's Better Than The Competition 
• Fast control - a rescue treatment for early-season or late-season grubs 
• Most effective curative grub control product available 
• Effective on surface-feeding turf pests 
• Controls the pests then degrades quickly 

The Pests That Hate Us 
• White grubs (including sugarcane grub) 
• Sod webworms (lawn moths) 
• Cutworms 
• Chinch bugs 

Application Rate Guidelines 

Formulation Use Rate (per 1000 ft2) 

Dylox 6.2 GR 3 lbs 

Dylox 80 TAO 2.25 - 3.5 oz 

When to Apply Dylox 
Fast-acting Dylox is ideal for a quick kill and is typically applied in the late summer and 
fall, targeting late instar, large grubs. For more information about the recommended 
application times in your specific region, please review the Dylox product labels. 



The Research Speaks for Itself 

Efficacy of Dylox vs. Grubs. Timing of Application 
University Trials, 1988 2006 

100 

0 September 1 September 15 October 1 
(100) (58) (23) 

•Dylox 6.2 G and 80 T&O 
• 6 - 8 lb AI/A 
• Japanese beetle, masked chafer, 

Oriental beetle, European chafer 
• Number of data points in parentheses 



The Science of Healthy Environments 
Just as important as the total solution we provide is our totally unique commitment 
to improving environments anywhere people live, work or play. 

We call it the "Science of Healthy Environments". Improving environments every-
where is our goal. And science is how we'll achieve it. 

Science, in fact, has always driven Bayer. Today, as one of the world's leaders in product 
development, we have state-of-the-art testing facilities throughout the world. Here, 
we evaluate the efficacy of our products and formulations in real-world situations. Only 
after we measure our products' impact on those environments do we determine their 
ultimate end use. This allows us to go beyond merely eliminating pests and disease to 
helping create turf that is better functioning and more beautiful. 

The Science of Healthy Environments. It's what helps make Bayer the #1 brand lawn 
care professionals use to protect turf and ornamentals. 

Other Bayer Products 
Science and the world we live in are changing every day. That's why Bayer 
Environmental Science is forever adapting existing products and developing new 
ones that will keep us - and you - ahead of the competition. 

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 T.W Alexander Drive, Research Triangle Park, NC 27709. Allectus, Dylox and Merit are registered trademarks 
of Bayer AG Backed by Bayer is a trademark of Bayer At • Not all products are registered in all states Always read and follow laliel directions carefully 02007 Bayer CropScience IP 



We invite you to examine our full line of products available through our network of 
Bayer authorized distributors. For more information about our products, please visit 
us at www.BackedbyBayer.com or speak with your Bayer Field Sales Representative. 

Bayer Authorized Distributors: 
Agrá Turf Herod Seeds Southern Ag 
Agro Servicios Horizon Southern States 
Arthur Clesen Howard Fertilizer & Chemical Company Superior-An gran 
BEI Hawaii LESCO Supreme Turf Products 
BWI Metro Turf Specialists Target Specialty Products 
Charles Hart Seed Co. Nassau Suffolk Turf Services The Greenkeeper Company 
Chicagoland Turf Ochoa Fertilizer Co., Inc. The Terre Company 
Corbin Turf Pocono Turf Supply Co. Tom Irwin 
D&K Products Precision Turf Turf Specialties 
EH Griffith ProSource One/Agriliance Turfgrass 
Estes RF Morse Univar 
Fisher & Son Reed & Perrine Van Diest 
Grass Roots Regal Chemical Co. UAP Professional Products 
Harrells Reinders Western Farm Service 
Hawaii Grower Products Simplot Partners Wilbur-Ellis Company 
Helena Chemical Co. Sierra Pacific Turf Supply 

Our Mission for * 
Healthy Environments 

http://www.BackedbyBayer.com


BACKED 
by BAVER 

Merit,* Allectus' and Dylox* insecticides carry more than just product guarantees. 
Each carries a greater commitment to you that's reflected in three words no other 
manufacturer can use: Backed by Bayer.™ Backed by Bayer is our contract with you, 
the promise that your trust in Bayer can be complete, your confidence in us total. 
Backed by Bayer is your assurance that not only are our products superior in every 
way but that we also provide the best training, support and education network in the 
industry. We make it easier for you to develop newer and better ways to build your 
business and customer satisfaction because you're Backed by Bayer. 

The Industry's Best Products 
No other manufacturer invests as much in product development as Bayer. 
Development is driven by the industry's leading scientists and experts at several 
state-of-the-art facilities in the U.S. and abroad. Our dominance in chemistry and 
formulation technologies ensures that only the most effective products are available 
to you and your business. 

Unprecedented Support 
We offer interactive training opportunities throughout the year, either at our Technical 
Center or at your facility. The more knowledgeable you are about the science behind 
our products and the better informed you are about the latest lawn care industry 
developments, the easier it will be for you to develop newer and better ways to satisfy 
your customers and build your business. 

You'll also find that our dedication to your success extends beyond our products. Say 
there's a lawn care problem you're having trouble identifying. Call us and we'll work 
with you to help diagnose the problem. We may ask you to send us some samples; in 
some cases we'll travel to you to investigate further. Our commitment to improving 
lawn care - and the health of lawns - is total. 

Superior Customer Service 
If you have any questions or concerns about any of our products, please don't hesitate 
to contact us. Talk to our sales representatives, the most knowledgeable and experi-
enced in the business. They will help you access every product benefit you expect -
and even some you don't 

Our easy-to-reach customer service center will answer product questions, troubleshoot, 
and help you understand how to use our products. You can be confident in knowing 
that you never have to be alone when you're using our products and that we're dedi-
cated to working with you until you get the maximum results. 

Backed by the Best 
It's science. It's support. It's our commitment to you. It's Backed by Bayer. And it's the 
best you can get. 

BackedbyBayer.com 
We're the #1 brand that professionals use to protect turf. We guarantee your satis-
faction, 100% of the time. For any questions about our products and services, visit 
BackedbyBayer.com or call 1-800-331-2867. 

Environmental Science 



Solutions that fit any grub problem. 

When it comes to grubs and the serious problems they can dish out, Bayer has the solution—products 

that will prevent or control every no-good grub you may come across, quickly and effectively. Therefore, 

keeping your customer's lawn healthy and lush and your business healthy and in the black. And all our 

products are Backed by Bayer" and the support and science that come with it. For more information ask 

your Bayer Field Sales Representative or visit us at BackedbyBayer.com. 

MERIT allecTus DüLOH 

Bayer Environmental Science, a business division of Bayer CropScience LP, 2 T.W Alexander Drive, Research Triangle Park, NC 27709.1 -800-331 -2867. www BackedbyBayer.com. Allectus, Dylox and Merit are 
registered trademarks of Bayer AG. Backed by Bayer is a trademark of Bayer AG. Not all products are registered in all states. Always read and follow label directions carefully. ©2007 Bayer CropScience LP. 



Let's just start this off simple: if 
you're still running your land-
scape or lawn care business as a 
sole proprietorship or partner-
ship, call an attorney immedi-
ately. Yes, it may cost you some 
money — up to several thousand 

dollars in some cases. But with the kind of busi-
ness risks and legal liabilities business owners 
face every day, the cost of losing your business, 
your savings, your home and your livelihood 
will be much, much more expensive. 

"I cannot imagine a scenario where still 
maintaining a private ownership as a sole pro-
prietorship or partnership would give an ad-
vantage to a business owner any longer," says 
Greg Crosslin, president of the law firm 

Crosslin & Associates in Destin, FL. "With lawn 
care companies working with chemicals and 
landscapers using heavy equipment on their 
clients' property, the daily routine involves liti-
gation risk. It's part of doing business, and you 
have to protect yourself from the risks." 

That said, finding the right structure for 
your business isn't quite so simple. You need to 
know both your immediate business goals and 
your long-term strategy. The type of corporate 
structure you choose affects the way your busi-
ness deals with taxes, growth, acquisitions, law-
suits and retirement. 

"You have to take everything into considera-
tion: how many employees you have, your rev-
enues, how long you've been in business, the 
assets you have or whether you will be selling 

FOUNDATION 
FOD SUCCESS 
S - C O R P I C - C O R P I LLC 
CHOOSING THE PROPER CORPORATE STRUCTURE 
CAN POSITION AND PROTECT YOUR BUSINESS. 
FIND OUT W H I C H FORM WILL LAY THE 
GROUNDWORK FOR ALL YOUR FUTURE NEEDS. 

B Y M I K E S E U F F E R T / A S S O C I A T E E D I T O R 



CORPORATE STRUCTURES: IS IT TIME TU MAKE A MUVE? 
SOLE 
PROPRIETORSHIP 

PARTNERSHIP LLC 
(Limited Liability 
Company) 

S CORP 
(Small Business 
Corporation) 

C CORP 
(C-Corporation) 

Formation Owner's discretion. 
No state filing 
required. 

By agreement of two 
or more partners. 
May require state 
state filing. 

State filing required 
(articles of 
of organization.) 

State filing required 
(articles of incorporation.) 
Must elect S Corp status 
with the IRS. 

State filing required 
(articles of incorporation). 

Duration Terminated if 
business ceases or 
upon owner's death. 

Dissolves upon 
partner's death or 
withdrawal. 

Perpetual, unless 
otherwise stated in 
articles of organization. 

Perpetual. Perpetual. 

Ownership One owner. Two or more partners. Unlimited number; 
ownership divided as 
members see fit. 

Unlimited number; 
only one class of stock 
allowed (no preferred.) 

No more than 100 
shareholders; no limit 
on stock classes. 

Liability Owner liable 
for all debts. 

Partners equally 
liable for all debts. 

Generally not liable. Not liable. Not liable. 

Management 100-percent 
controlled 
by owner. 

Each partner has 
equal authority. 

Member-managed or 
manager-managed. 

Shareholders elect 
directors who manage 

the company's affairs; 
officers manage day-to 
-day business activities. 

Shareholders elect 
directors who manage 
the company's affairs; 
officers manage day-to 
-day business activities. 

Ease of 
operation 

Easiest no state 
requirements. 

Easy; few state 
requirements. 

Easy; some states 
require annual report 
to be filed. 

Formal recordkeeping, 
annual meetings and 
annual reports required. 

Formal recordkeeping, 
annual meetings and 
annual reports required. 

Taxes Pass-through 
taxation; subject to 
self-employment tax. 

Pass-through 
taxation; subject to 
self-employment tax. 

Entity is not taxed 
unless chosen to be; 
profits and losses are 
passed to members. 

File IRS Form 2553 to 
be taxed as S Corp; 
profits and losses passed 
through to shareholders. 

Taxed at corporate 
income tax rates; profits 
also taxed when paid as 
dividends to shareholders. 

Fundraising Owner provides 
all capital. 

Partners provide 
capital. 

Members contribute 
money or services to 
the LLC and receive 
an interest in profits 
and losses. 

Corporate stock may 
be purchased; some 
share holder limitations. 

Corporate stock may be 
sold subject to 
securities laws. 

SOURCES: CHART BASED ON RESEARCH FROM THE COMPANY CORP., MYNEWVENTURE.COM AND OTHER BUSINESS SOURCES. 

the business in the next five years," says Nancy W. Sta-
bell, a lawyer with Waller, Lansden, Dortch & Davis in 
Nashville, TN. 

What it comes down to is that you need the right 
business structure to get the most out of your money 
now, and to prepare for any changes in the future. 

Know your options 
To choose the right structure for your business, you must 
know all available options. Under any circumstances, you 
should consult with both an attorney and a certified 
public accountant (CPA) before making a decision. 

A sole proprietorship is a business owned by one 
person. It is the easiest and least costly way of starting a 
business, giving the owner absolute authority over all 
business decisions. 

A partnership is similar to the sole proprietorship, 

but with two or more owners. A partnership can be 
formed by oral agreement, though most companies have 
official agreements put together by an attorney, Crosslin 
says. These agreements stipulate the amount invested by 
each partner, duties, duration and sharing of assets/prof-
its/losses, among other things. 

Especially in the landscape market, some small or 
new companies may choose the sole proprietorship or 
partnership because of their simplicity and low cost of 
entry, Stabell explains. The main drawback is that the 
owner takes on the liability. If the business loses money 
or is sued, everything the owners possess is at risk. 

"A sole proprietorship is a kid by the side of the road 
selling lemonade; that's all the protection you get," Sta-
bell says. "Everybody needs to have a corporate veil as a 
liability shield. With today's litigious client, you don't 
know whose house you are going to." 
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THE COST OF INCORPORATING 
There are various costs and fees involved in incorporating or becoming a limited 
liability company. These include: 
Attorney fees — These can typically range from $500-$700. The attorney will help 
you file the correct paperwork and set up your first shareholder meeting. These 
fees will go higher if there is more than one partner, as a shareholder agreement 
will be required. There are also businesses that specialize in incorporating that 
can be found online, though an attorney is still advised. 

Filing fees — Secretary of State offices charge fees ranging from $100 to $250 for 
filing your Articles of Incorporation, depending on the state in which you incor-
porate. You also may have to pay $50 to $200 in other government filing fees. 

First-year franchise tax payment — Most states impose these taxes for the privilege 
of doing business in the state as a corporation. Expect to pay anywhere from 
$800 to $1,000. 

BUS INESS BUSINESS BASICS 

The two corporate structures that most 
landscape and lawn care companies are 
choosing today are corporations or limited 
liability companies (LLCs), Crosslin says. 

Corporations are businesses that exist 
entirely separate from their owners. This 
includes the owners filing a separate tax 
return at the end of the year for their cor-
porations. Corporations must have at least 
one owner, but there is no upper limit. 
The ownership interests of a corporation 
are divided into shares of stock. 

The corporate structure usually is the 
most complex and more costly to organize 
than the other two. A corporation is con-
trolled by a board of directors, and records 
must be kept to document decisions made 
by the board. Small, closely-held corpora-
tions can operate more informally, but 
records cannot be eliminated entirely. 

An LLC is a hybrid business entity, de-
signed to combine the liability protection of 
a corporation with the tax advantages of a 
partnership, Stabell says. With the LLC, the 
business's profits and/or losses are added to 
the owner's personal tax returns. More so, 
an LLC gives the owner more flexibility in 
structure and has fewer formalities and 
stock complications than a corporation. 

Benefits of Inc. 
"With a corporation, you're not going to be 
personally disadvantaged if something hap-
pens to go wrong," says Ed Wandtke, presi-
dent of Wandtke and Associates, a business 
consulting firm in Westerville, OH. "An 
employee or client gets hurt while you're 
working on a property. You can damage a 
clients' property or — you start taking 
down plant material and later figure out 
it's the wrong house. 

"If these things happen, welcome to 
the world of litigation," Wandtke adds. 
"And in the worst case, a sole proprietor-
ship owner could lose his business, his 
home, his car — everything. In a corpora-
tion, it's not ideal, but you can close the 

business and walk away intact." 
Incorporating has other benefits. 
"When you're a small or new busi-

ness, banks are going to want you to be in 
a traditional corporate form of business," 
says Stabell. "They will be confident in 
lending money to what they know is a le-
gitimate business. 

"Clients will also appreciate and feel 
safer with the added professionalism that 
incorporating brings," she adds. 

For those interested in selling their 
business, it's easier to transfer ownership 
with a corporation, Stabell says. The stock 
can be sold easily, and the new owners can 
come in and run the business with the 
same name, same checking account and 
same structure. This is also a benefit in the 
event the corporation's owner dies. 

"Even if you're going to keep your 
business, corporations are the best way to 
acquire capital from outside investors by 
selling shares of stock," says Jeff Berger-
son, a tax expert with Bergerson Tax Ser-
vices in St. Paul, MN. "As long as you re-
tain 51 % of the stock, you will maintain 
control over your company." 

The downside of the corporation is 
that there are some additional expenses in 
setting it up, such as various fees that dif-
fer from state to state and the legal costs 
in setting up the structure. There is also 
added formality with a corporation, 
which includes holding board of directors 
meetings, keeping minutes and resolu-

tions — even if there is only one person 
(you) on the board, says Crosslin. 

There are also tax consequences to in-
corporating, which used to bring tax sav-
ings to business owners, though recent re-
ductions in individual tax rates have made 
the difference less significant. 

Here's how it works: As the owner, 
president, chairman of the board and any 
other title you can think of, your corpora-
tion pays you an annual salary. Though 
you pay personal income tax on this 
salary, your corporation receives a deduc-
tion for the salary on its tax return. If 
your business is highly profitable, this al-
lows you to split business income be-
tween yourself and the corporation, 
keeping both sides out of the higher tax 
brackets. If the corporation is losing 
money or breaking even, however, the 
difference is negligible. 

"Because you are paying both personal 
taxes (on your salary) and a corporate tax 
that ranges from 15% to 35%, based on 
your state and income, this 'double taxa-
tion' can be a drawback," Bergerson says. 
"On the plus side, corporations may get 
certain fringe benefits, like deduction on 
education costs, vehicle purchases, life 
and health insurance and more." 

If the corporation has a number of stock-
holders, and chooses to pass along the com-
pany's income as dividends, those will also 
be subject to capital gains taxes, experts say. 

continued on page 46 



THE TOUGHEST 
TOOLS. 
THE LARGEST 
SELECTION. 

Professionals have relied on Corona tools 
for more than 80 years. Each tool is made 
to perform under the toughest working 
conditions. No matter what you need to 
get the job done, there's a Corona tool 
engineered to help you work more efficiently 
and more comfortably. From pruners and 
loppers forged out of premium steel, to rakes 
and shovels of all kinds, to wheelbarrows 
and more, Corona uses only the best 
materials and adds a lifetime warranty for 
confidence. Buy Corona, you'll see why 
it's the professional's choice. 

Contact Corona today for a free product catalog or to place an order: 1-800-847-7863 
www.coronaclipper.com • sales@corona.bellota.com Circle 123 

http://www.coronaclipper.com
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ASKING AN EXPERT 
Landscape Management's Legal Columnist Ken Morris shares his 
expertise with us, answering a few questions about incorporating. 

Landscape Management. Is it necessary 
for every landscape or lawn care 
company to incorporate? 
Ken Morris: Everyone should form 
some sort of legal entity to protect 
themselves. It's not just for liability 
protection but also because of tax im-
plications. There can be substantial tax 
savings in choosing an S-Corp (Small 
Business Corporation) or LLC (limited 
liability company). Let's say Joe Land-
scaper is not incorporated and makes 
$60,000. He takes a personal income 
of $40,000 and puts $20,000 back into 
business. With a sole proprietorship, 
he owes self-employment tax of 
15.3% on the entire $60,000. That's 
$9,180. But with an LLC, he only pays 
the self-employment tax on the 
$40,000 salary, about $6,120. 

LM. When should a company 
incorporate? 
Morris: When you are 
operating a business, 
you have enough on 
your plate. Growing 
your market, employees, 
satisfying customers, fix-
ing equipment. It's best 
to form that corpo-
ration and take 
care of all those 

legal things before you get that first 
customer. If you've already have 
started your business, don't wait until 
something goes wrong and it's too 
late to protect yourself. 

LM: Which business structure do most 
companies lean toward? 
Morris: More people tend toward LLCs, 
but everyone really needs to consult 
with their attorneys or CPA's to find 
what works best for them. 

LM Where should you incorporate? 
Morris: You hear a lot about compa-
nies incorporating in the State of 
Delaware. That's a good venue for a 
large, publicly traded company or one 
that's doing business in more than one 
state. Delaware is a corporation-
friendly jurisdiction. They have low in-
corporation costs and don't charge 

corporate income taxes for business 
operating outside of the state. But 
for most companies that are oper-
ating in one state, it's just easiest 
to incorporate in the state you're 
located in. Even in Delaware, 

there are extra costs and pa-
perwork involved that you 

probably don't want to 
deal with if you don't 
have to. 

BUS INESS BUSINESS BASICS 

continued from page 44 

S-Corp or C-Corp? 

Fortunately, most small business owners 
can avoid a portion of this double taxa-
tion by choosing S-Corp status on their 
tax returns. S-Corps — or Small Business 
Corporations — are designed to allow 
corporate profits and losses to pass 
through the entity to the shareholder. 

"The only difference between a regular 
corporation (called a C-Corp) and an S-
Corp is in how they are taxed," Stabell says. 
"The structure and everything that goes 
with the corporation remains the same, but 
you check a different box on the tax re-
turns. For most small businesses, there will 
be significant savings for S-Corps." 

Though the S-Corp entity does not 
pay taxes, it must file an informational tax 
return telling what each shareholder's 
portion of corporate income is. 

"There are a few limits to S-Corps," 
Bergerson says. "You can't have more than 
100 different shareholders of your com-
pany's stock. You can only have share-
holders that are individuals, which means 
that you can't get another corporation to 
invest in you. But these issues only come 
up if your company grows to a fairly sig-
nificant size." 

S-Corps also cannot deduct some ex-
penses like health insurance, travel and 
entertainment that C-Corps can. 

Inc. or LLC? 
Both corporations and LLCs protect busi-
ness owners from liability for business 
debts, and both allow the profits and 
losses to pass through its members for tax 
purposes. So what's the difference? 

"If you are really small and want to 
keep it really simple, the LLC might be 
for you," Stabell says. "It's a really popular 
option right now. You can make your cor-
porate structure look like anything. You 
don't have to follow all the formalities in 

place for a corporation." 
As an example of flexibility, with an 

LLC, you can divide the company's profits 
any way you want. With a corporation, the 
profits must be divided equally, based on 
the percentage of stock owned. LLCs also 
do not have the limits on the number and 
kinds of investors that S-Corps do. On the 
other hand, S-Corps minimize self-em-
ployment and Social Security taxes. 

"With LLCs, all of your profits are 
subject to a self-employment tax of 
15.3% which goes toward Social Security 
and Medicare," Bergerson says. "In an S-
Corp, only the salary paid to the em-

ployee-owner is subject to employment 
tax. You are only required to give yourself 
what is considered a 'fair and reasonable' 
pay as an employee. The rest can be with-
drawn as a dividend, which is not subject 
to a self-employment tax. This can save 
thousands of dollars in taxes each year. 

"However, with the S-Corp, you need 
to do payroll withholdings for yourself 
because you are an employee," Bergerson 
adds. "If you are not familiar with the 
process and the taxes involved, this can 
be a big issue, and people may choose 
LLC to avoid it despite the tax savings." 

continued on page 48 



They say many 
hands make light work 

What they don't say is 
how much a bunch of 

hands goes for 
these days. 

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

Fact is, hand-weeding can strangle your profits in no time. Maybe that's why so many nursery operators are opting for the proven, long-lasting 

weed control of Gallery* specialty herbicide. Gallery effectively controls 95 species of broadleaf weeds - including chickweed, spurge and oxalis - for up to 

eight months. And Gallery can be used on 440 field-grown and 230 container-grown ornamentals. Gallery can also be applied in an over-the-top application 

on more than 400 ornamentals.This year, take a hands-off approach to weed control with Gallery. 

•Trademark of Dow AgroSciences L L C 
Always read and follow label d i r e c t i o n s 
www dowagro comAurt 1 -800-255-3726 

I km AgroSciences 

Gallery 
Specialty Herbicide 

Saves on Labor Costs. 



BUS INESS BUSINESS BASICS 

THE ULTIMATE PRENUPTIAL AGREEMENT 
For limited liability companies (LLCs) and corporations, members and sharehold-
ers are required to create a "shareholder's agreement" as part of the articles of 
incorporation. The shareholder's agreement lays out the ground rules for the 
company for the owners, including the duration, duties, dispute resolution, 
sharing of assets/profits/losses and more. This protects against the business 
being torn apart by a disagreement between two or more joint owners. 
Though few expect these disagreements to ruin their business, it is a possibility, 
which is why it is best to use legal representation when creating the share-
holder's agreement. 

"The best divorce is the one that's put in place before the marriage," says 
Nancy Stabell, a lawyer with Waller, Lansden, Dortch & Davis in Nashville, TN. 

continued from page 46 

Extra protection? 

Setting up an S-Corp or LLC not only al-
lows you to protect yourself from liabili-
ties incurred by the company, but it can 
also help protect your business as well. 

"Ideally, you don't keep a whole lot of 
assets within the corporate shell," Bergerson 
says. "If you lease major capital assets that 
you own personally to the company, like 
real estate, essentially making monthly pay-
ments to yourself should you have to close 
up the corporation, you don't lose all that." 

As an added bonus, in the case of real es-
tate, you avoid possible double taxation on 
capital gains if the property's value increases 
over time when you sell the building. 

There are some limits to the protec-
tion of a corporation, however. Banks may 

require new businesses seeking funds to 
personally guarantee loans to their corpo-
rations. Also, one-person or family-owned 
business will be held personally liable for 
unpaid taxes on the corporation. And if 
you in any way commit fraud in the cor-
poration's name, you are certainly liable. 

Finding the right corporate structure is 
not an easy choice. Before you incorporate, 

start a new company, sell your company or 
split from the family business, consult a 
lawyer and CPA to decide the best fit. 

"It may be cheaper on the front end to 
start your business by yourself, or try to 
incorporate on your own, but it will prob-
ably cost you three or four times as much 
later trying to clean up the mess you've 
made," Stabell says, lm 
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Steerable Axtes: 
A Bobcat Exclusive 

Protect your income, and your reputation, from annoying turf repair. The Bobcat^ A300 all-wheel steer 
loader has four steerable axles that minimize damage to lawns. That means less ground repair work, 
lower job costs, more profit, and a better bottom line. 

One Tough Animal 

1 8668237898 ext. 695 www.bobcat.com/landscape 
Circle 125 

Ingersoll Rand 
Compact Vehicle Technologies 

http://www.bobcat.com/landscape


NOTHING GOES WITH STEEL TOES 
LIKE BULLETPROOF TRUCKS. 



GRAB LIFE BY THE HORNS 

DODGE RAM COMMERCIAL > Longest-lasting,* most durable* line of full-size pickups on the road > Available 6.7L Cumminŝ  
Turbo Diesel with up to 650 Ib-ft of torque > Available HEMP V8 with up to 345 horsepower > Ram Quad Cabri) has best-in-class* 
interior room > This calls for a new pair of work boots > Visit dodge.com/commercial or call 800-4ADODGE. 
*Based on R.L. Polk & Co. Vehicles in Operation registration statistics 1986-2005. durability based on longevity. ¡Based on Dodge Ram Quad Cab models vs. competitive full-size 
extended cab pickups. 

Chrysler Financial is a business unit of DaimlerChrysler Financial Services. Cummins is a registered trademark 
of Cummins. Inc. Dodge, HEMI, and Quad Cab are registered trademarks of DaimlerChrysler Corporation. BUSINESS 



HOT NEW PRODUCTS 

1Wright walk-
behind 

Wright Manufacturing's newest 
Velke walk-behind commercial 
mower is gear driven with ad-
justable axle, a 5-speed transmis-
sion and a Warner MagStop 
clutch. The mower has an inte-
grated latch system for easy de-
ployment and stowage of 
Wright's patented Velke sulky 
The new mower, with pistol-grip 
control, is offered with a 15- and 
17-hp engine and a choice of 
36- or 48-in. mower deck. Ad-
justable spring tension on the 
drive pulleys assures that maxi-
mum power is getting to the 
drive wheels. 
For more information contact 
Wright at 301/360-9810 or visit 
www.wrightmfg.com I 
circle no. 250 

2Toro ProCore 
aerator 

Designed for large turf areas, 
Toro's ProCore Processor sweeps, 
processes and disperses aeration 
cores in one quick operation. This 
feature helps return the course to 
a playable condition in substan-
tially less time, and with less 
stress. The 70-in. processing 
width of the ProCore Processor 
provides full-width dispersion of 
processed material. Aeration 
cores are pulverized into fine par-
ticles with carbide-tip blades and 
a 35-hp Briggs & Stratton Van-
guard engine. This provides even 
and thorough distribution of the 
material to the playing surface. 
For more information contact 
The Toro Co. at 800/803-TORO or 
www.toro.com I 
circle no. 251 

3DuPont Provaunt 
insecticide 

DuPont Professional Products' 
Provaunt insecticide provides turf 
managers and landscape profes-
sionals with a new chemistry and 
mode of action for controlling a 
variety of pests. Featuring a new 
active ingredient (Indoxacarb), 
new physiological reaction, low 
application rates and an active in-
gredient classified as reduced-risk 
by the EPA, Provaunt provides 
effective control of caterpillars, 
mole crickets, European crane fly 
larvae, potato leafhopper, 
grasshoppers, European pine 
sawfly and others. 
For more information contact 
the DuPont Professional Products 
Web site, www.proproducts. 
dupontcom I circle no. 252 

4 Deere skid steer 
attachments 

John Deere has added a new at-
tachment and made enhance-
ments to several products in its 
Worksite Pro line for skid steers 
and compact track loaders. The 
new and updated attachments 
include two new dozer blades, 
five vibratory rollers, four cold 
planers, two tillers and two hy-
draulic breakers. Rugged design 
ensures that each of these at-
tachments delivers maximum up-
time and productivity in a wide 
variety of tasks. Optimized for 
John Deere equipment, these 
attachments can function with 
competitive models. 
For more information contact 
John Deere at 800/503-3373 
or www.johndeere.com I 
circle no. 253 

http://www.wrightmfg.com
http://www.toro.com
http://www.proproducts
http://www.johndeere.com


LONGER _ F A S T E R 
R E A C H - C Y C L E S 

YOU D O THE MATH. 
The new Case 400 Series Skid Steers combine strength and reliability into one fast and productive package. The 
exclusive Case Power Reach feature* makes for faster cycle times by maximizing reach at any height—so you can 
quickly and easily load farther back into trailers and to the center of high-sided trucks. Optional hydraulic self-
leveling retains more material for even more speed on the jobsite. And with our 
exclusive "no tool" 10-second tilt ROPS, you'll shave additional minutes off daily 
maintenance, too. See all the other ways the 400 Series takes your business 
performance to a higher level. Visit the professional partners at your local dealer 
for a demo, purchase or rental options, and details on financing and service plans. 
See www.caseoffers.com for the latest special offers and promotions from Case. 
* Power Reach available on 435. 445 and 465 models only. 

©2007 CNH America LLC. Case is a registered trademark of CNH America LLC. All rights reserved. Cirde 124 w w w . c a s e c e . c o m 
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TECHNOLOGY SUSTAINING THE MOVE 

Transplants 
need nutritional boost 
With most ornamental plants transplanted to 
alien environments, special care is needed to 
enable them to flourish. 

Landscapers today face a 
formidable challenge: most 
ornamental plants used in 
the landscape trade are not 
indigenous to the habitats 
in which they're expected 
to flourish. Moreover, cli-

mate extremes and soil depleted of nutri-
ents have made outdoor environments 
more adverse to plants. So, how do you 
ensure these transplants thrive? 

Transplanting itself is traumatic to 
plants; uprooting a tree, a bush or even a 
small flowering plant disturbs its place in 
the environment. Extra care is needed in 
order to make the transplanted vegetation 
take root and subsequently thrive. Access 
to water is just the beginning. Plants must 
make or receive many vitamins, hor-
mones and other compounds of carbon, 
hydrogen and oxygen in order to flourish. 

It's quite a shock 
'Transplanting a tree is like performing sur-
gery on a person," says Tom Lied, past pres-
ident of the Associated Landscape Con-
tractors of America (now the Professional 
Landcare Network). "It's a great shock to 
its system. You don't expect to feed a steak 

dinner to someone right after they've un-
dergone major surgery. You have to stabi-
lize the patient's system first and make 
sure the healing process is underway. It's 
the same with a plant. When a plant's in 
shock, it can't produce the substances that 
it needs to stabilize and nourish it. It is 
temporarily unable to produce the organic 
'triggers' that enable it to absorb enough 
water and nutrients out of the soil. Fertil-
izer alone won't help if the plant isn't pro-
ducing these organic triggers." 

By studying the effects of transplanta-
tion on trees and other plants, however, 
science can now help plants cope with a 
range of stresses, whether caused by 
weather extremes, a lack of nutrients or 
other imbalances in the soil. 

John A. A. Thomson, an early student 
of the massive transplantation of vegeta-
tion throughout North America, realized 
how transplants affected the work of land-
scapers. He worked on the practical uses of 
horticultural hormones and vitamins and 
in 1939 parlayed this interest in plant nu-
trition into a concentrated formula for 
plants that contains 50 vitamins and hor-
mones (trade name SUPERthrive). 

"Most ornamental plants you now find 

in North America are not native to the re-
gion," says Thomson. "But other stresses of 
all sorts have increased as well, from dete-
riorated soil composition to climate ex-
tremes or other factors." 

The needed extra boost 
Landscapers have found the product 
helps when they move plants around. 

"I've used it for as long as I can re-
member, and in that time have never lost 
a tree that we dug up and transplanted by 
hand," says Ted Burton of J.H. Burton & 
Sons, Hyattsville, MD. "And one time we 
dug up a big tree by hand in Richmond 
(Virginia), and then had to truck it all the 
way through Washington D. G, to Balti-
more. Within a couple days the tree 
looked as though it had been growing 
there all its life. 

"I also found that it really helps the 
germination of regular seed. It cuts the 
germination period from about eight to 
10 days down to three to four days. No 
doubt about its effectiveness." 

Thomson says that homeowners' de-
sire for ornamentals will continue. "People 
will continue to want beautiful, exotic, 
colorful plants around them," he says. 

"These plants are available, and land-
scapers who are able to see that they thrive 
are more likely to do well themselves." 

For more information, visit the 
Vitamin Institute Web site at 
www.superthrive.com l m 
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X Meridian 
Insecticide 

1 -866-SYNGENTA 
syngentaprofessionalproducts.com 

Provide your customers the latest in grub and insect 
control with new Meridian™ insecticide. Quickly control 
or prevent most pests that damage 
turf, trees, and shrubs with a wide 
application window and forgiving 
water requirements. And with broad-
spectrum preventive or curative control 
at amazingly low rates, Meridian will 
surely become your cornerstone in 
helping to keep customers' landscapes 
healthy, green, and pest free. . 



TECHNOLOGY INBOX SANITY 

Purveyors of jllflk email know... that even though 
most people hate Spam, a small percentage 

click Of! the links and buy the products being sold. 

B e c o m e a s p a m fighter 
BY TYLER WHITAKER 

Gone are the days when spam was 
only known as mystery meat. Un-
fortunately most people receive so 
much unsolicited email — spam — 
eating mystery meat would be a 
welcome alternative. Now is the 
time to put down our forks, get 

smart and starting fighting this scourge. 

Click with care 
It's my bet that all of us agree that we hate spam. So, 
why does it continue? The answer is simple: it works. 
Purveyors of junk email know that even though 
most people hate spam, a small percentage actually 
click on the links and buy the products being sold. 
That begs the question, if all of us stop clicking the 
links and buying the products, will the spam go 
away? Let's hope so. 

So, until we stop supplying the economic motiva-
tion to the spammers, we need to take extra steps to 
protect ourselves. That extra protection comes in the 
form of filters or firewalls. These solutions review 
each email in an attempt to determine if it is a spam 
or a legitimate email. In the early days, this was 
pretty easy to determine by the subject matter of the 
email. But as the early filters started cutting into the 
profits of the spammers, they started misspelling 
words and obscuring the subject matter. 

This has resulted in an arms race between the 
anti-spam companies and the spammers. And every 
day brings more creative filters to defeat the increas-

ingly imaginative attempts the spammers use to get 
through. Today's anti-spam technology uses ad-
vanced Bayesian statistics to score emails and predict 
when an email is spam or not. To counter, the spam-
mers are using random text and graphics with 
heights and widths that change with each email. 

Time to get tough 
So what can I do? Start by installing and using a fire-
wall and spam filter. Some of the best on the market 
are from McAfee and Symantec. They both offer very 
comprehensive solutions and they integrate with 
most of the popular email programs. Using a solution 
like this and can guard against both spam and viruses. 
Once your personal PC is protected, the next level of 
protection is at your email server. If your email is 
hosted out in the Internet, chances are you already 
have some level of protection. The key is to make 
sure that it is enabled and configured properly to 
catch the spam. If your company runs its own email 
server, you have other options. They range from free 
or open-source solutions like SpamAssassin or more 
commercial solutions like the Barracuda Networks 
Spam Firewall. Using anti-spam technology at both 
the server and the desktop is your best bet when it 
comes to fighting spam. 

Do yourself a favor and put some spam filters in 
place. And at the very least, let's all stop reading, 
clicking on and buying from spam. Your new lean 
and mean inbox will thank you. 

— The author is a freelance technologist focusing in 
business automation. Contact him at 801/592-2810 

or visit his blog at www.tylerwhitaker.com. 

http://www.tylerwhitaker.com


I N S E C T I C I D E 

The imìdacloprìd insecticide option 
that really makes a difference 

You can rest assured that Mallet™ ¡midacloprid insecticide will provide lona-lasting, residual control 
on key pests such as white grubs, billbugs, weevils a n d cutworms in turf plus aphids, mealybugs, 

ornent 

leafminers a n d thrips in ornamentals 

That's because our formulation has been extensively tested before it ever c a m e to market a n d 
our experienced customer service department, full U.S.-based regulatory/product developi 
staff a n d field sales force all solidly stand behind its quality a n d performance. 

See h o w Mallet™ a n d N u f a r m can really make a difference in your business. 

• Mallet™ 2F is a 2 lb. f lowable concentrate with 2 1 . 4 % ¡midacloprid 

• Long-term curative a n d preventive action 

• Avai lab le in 2 .5 -ga l lon or 6 0 ounce jugs 

800.345.3330 • us.turf.nufarm.com 

™ Mallet is a registered trademark of Nufarm Americas Inc. 
Always read and follow complete label instructions. 

t \ 
Nufarm 
Turf & Specialty 



"I hardly noticed » 

a I sure did!" 

No unpleasant odor 
Everyone wants weed-killing power but no one 
wants a lingering odor that makes being near 
treated turf an unpleasant experience. 

Your nose and eyes will notice the real difference 
when you open a jug of Triplet® Low Odor - less 
odor and a much clearer liquid. The reason is the 
addition of 2,4-DTIPA, a highly refined ingredient 
available only from Nufarm. 

In fact, odor studies have shown that the 
formulation is preferred 30% more than Trimec® 
Classic. Imagine, turf and chemical storage areas 
that don't stink! 

Outstanding performance 
The best thing about Triplet® Low Odor is its 

performance. This unique formulation of 2,4-D, 
Mecoprop-p and Dicamba delivers the proven triple-

whammy you need to control dandelion, clover, 
henbit, plantains and other broadleaf invaders. 

An improved proprietary surfactant package 
enhances penetration and uptake into the 

plant for quicker results. 

pH buffering makes more active available to ensure 
complete weed kill and long-lasting control. 

The optical chemistry provides the advantage 
of using half the traditional active to achieve 

the same level of control, meaning less 
pesticide impact on the environment. 

«TRIPLETÌoiv Odor 
800.345.3330 • us.turf.nufarm.com 

™ Mallet is a registered trademark of Nufarm Americas Inc. 
Always read and follow complete label instructions. 

I \ 
Nufarm 
Turf & Specialty 



LM Reports 
YOUR GI IDE TO PRODUCT RESEARCH 

Skid steers 
The beauty of skid-steer load-

ers is the wealth of attach-
ment options. Landscapers 
can choose attachments they 
need to take them from start 

to finish on a jobsite. Choosing the proper 
tools saves landscapers valuable time and 
increases productivity, says Rob Otterson, 
market segmentation manager for Bobcat 
Company. 

Other than typical buckets and pallet 
forks, Otterson says the five landscaping 
attachments that stand out as the most 
popular are augers, trenchers, landscape 
rakes, sweepers and soil conditioners. 

Augers can efficiently dig holes for 
planting trees and shrubs and for installing 
fence posts. To remove small rock or stone 
for soil preparation, landscape rakes make 
an ideal solution. And with sweeper at-
tachments, landscapers can clean city 
streets of jobsite dirt and debris. 

Soil conditioners excel at clearing rock, 
unwanted weeds and existing 
turf, and can create a final 
grade in preparation for 
landscaping, planting , 
seed or laying sod. 
Trencher at-
tach-

are particularly useful for contractors in-
stalling irrigation lines and drain tile. 

What many landscapers aren't aware 
of are all the other available attachments. 
"Manufacturers are constantly adding new 
models to fill customer requests. Many 
can be used on different types and brands 
of carriers, further increasing their utiliza-
tion," Otterson says. Stump grinders, ro-
tary cutters, combination buckets, sod lay-
ers, snow removal attachments and many 
others can quickly and easily increase busi-
ness. "The landscaper who researches and 
is aware of these additions will be pre-
sented with more opportunities to grow 
their business," 
he says. 

ments 

Mustang 
Mustang Manufacturing Co.'s skid steer 
Model 2026 is designed for access to tight 
areas at 70.3 in. tall and 48.4 in. wide. It fea-
tures 1,050 lbs. operating load, 35 hp engine, 
hands-only steering and hydraulic controls 
and automatic brake and hydraulic lock sys-
tem. The Model 2041 features a 1,350 lbs. 
operating load, 46-hp engine, bucket break-
out force of 2,800 lbs. for extra power in 
tough digging conditions and Tilt-up ROPS 
for easy internal service access. 
For more information contact Mustang 
Manufacturing at 507/451-7112 or 
www.mustangmfg.com I circle no. 254 

< Bobcat 
With a 3,300-lb. rated operating capacity Bob-
cat's S330 becomes the company's largest skid-
steer loader. With a 10-ft.-10-in. lift height, the 
vertical-lift-path S330 excels in such applica-
tions as nurseries, supply centers, turf and sod 
contractors, demolition and residential contrac-
tors. Its 85-hp liquid-cooled diesel engine 
means an increase in pushing power and drive 
torque when digging. The engine also im-
proves performance in high-flow attachment 
applications by providing more support for the 
machine's hydraulic horsepower. High-flow at-
tachments that will benefit from this include 
planers, wheel saws, Brushcat rotary cutters 
and snowblowers. The S330, as well as the 
other Bobcat large-frame loaders comes with 
an improved cooling system that increases the 
loader's cooling capacity by 30%. 
For more information contact Bobcat at 
701/241-8700 or www.bobcat.com I 
circle no. 255 

http://www.mustangmfg.com
http://www.bobcat.com
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ASV 
If you need to grade, level and pulverize the 
soil in one pass, the ASV S4 Harley Rake is 
your attachment. Paired with an ASV RC-30 
Posi-Track Loader, ASV's technology lets the 
RC-30 crawl over any surface with minimal 
ground pressure, yet the machine has the 
power and traction to work productively in 
most conditions. The rake features height-

and length-adjustable pneumatic caster 
wheels, reversible box end plates, electric over 
hydraulic angle — adjustable left and right, 
20 degrees each way — and carbide teeth. 
For more information contact ASV, Inc. at 800-
346-5954 or www.asvi.com I circle no. 256 

CaseIH 
Case Construction Equipment's 400 Series 
skid steers come in five radial- and three verti-
cal-lift models that range from 49- to 82-hp, 
with maximum rated operating loads from 
1,500 to 3,000 lbs. In addition to being Tier II 
certified, the new large-displacement, high-
torque, long-life Case Family III engines on 
the 430, 440, 445, 450 and 465 provide 
quiet and smooth operation. These same 
models feature a 95-amp alternator for reli-
able starts. 
For more information contact Case IH Con-
struction at 262/636-6011 or 
www.C3Sece.com / circle no. 257 

Mulch More Profits! 
Labor Saving Mulching System • Leaf Vac/Trailer • Walking Floor Cargo nailer 

Buy now and... 
• Cut labor in at least half 
• Double your production 
• Increase profits 
• Move up to 100 yards of mulch a day! 

mm 
Don't wait..beat the spring rush and 
Make PROFITS N0W...call 330-875-0769 
www.mulchmule.com 

Mulch Mule and Mini Mule 
are registered trademarks of 
Green Industry Innovators 

$593 00 per month payment is based on Mini Mule retail pnee of $36,500 00 foe 84 month lease terms with a $1 00 buy out at end ot term with ACG Equipment Finance 8808 Tyler Blvd Mentor. Ohio Payment does not 
include tax. freight, set up. document fees or any additional accessories All financing subject to credit approval, higher rates may apply, not everyone will qualify Other charges may apply 

Circle 150 

New Holland 
The new L175 skid steer loader continues New 
Holland's tradition of producing skid steers 
with the highest lift capacity to operating unit 
weight ratios available on the market. With, 
the New Holland's L175 skid steer has a 2,000-
Ibs. operating capacity, bucket breakout force 
of 4,300 lbs., operating weight of 6,230 lbs. 
and 60-hp turbocharged engine. The L175 in-
cludes many of the same features available on 
New Holland's other skid steer models, such as 
the Super Boom vertical lift linkage for better 
dump height and reach, a long wheelbase for 
exceptional stability, fast ground speeds and no 
rear towers to impair visibility. 
For more information contact New Holland at 
717/355-1371 or www.newholland.com I 
circle no. 258 

continued on page 62 
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Go ahead. Let the kids go out to play. 
Talstar takes out fire ants in just a day. 
Some products take weeks to control fire ants. Who wants to wait that long? The TalstaT EZ granular insecticide program 
is proven to eliminate dangerous fire ant invaders within 24 hours, allowing you to give customers their yard back when they 
want it. For quick and reliable colony control and long-term protection against reinfestation of invading fire ants, combine a 
mound treatment with a broadcast application of Talstar EZ granular. Your customers will be back outside in no time. 

For more information, please contact your FMC sales representative or local FMC distributor. 

Talstar: Trusted Because It Works. 

Always read and follow label directions. FMC and Talstar are trademarks of FMC Corporation. ©2007 FMC Corporation. All rights reserved. FSP-0520 03/07 NK 

-FMC 
FMC Professional Solutions 

1-800-321-1 FMC • fmcprosolutions.com 
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Volvo 
The new B-Series skid steer loaders from 
Volvo offer operator comfort with a super-
comfort, high-back seat and your choice of 
controls — traditional hand and foot controls 
or pilot-operated joystick controls. The Volvo 
B-Series features a wide, tall opening into the 
operator's area, making it easy for the fre-
quent exits and entries demanded by job 
conditions. Volvo skid steer loaders also pro-
vide outstanding visibility in all directions. For 

safety, the B-Series is designed so that the hy-
draulics will not function and the brake is set 
until the operator lowers the seat bar and 
presses the hydraulic release button. The B 
Series includes five models, ranging from 
45.3 hp and 1,500 lbs. operating capacity to 
80.5 hp and 2,250 lbs. operating capacity. 
For more information contact Volvo at 
828/650-2000 or www.volvo.com I 
circle no. 259 

JCB 
JCB 1110 Wheeled Robot skid steer loader 
has a single loader arm mounted in a low 
level, single tower on the right hand side of 
the machine. The single loader arm design 
offers a unhindered view to the rear and 
sides of the Robot for easier operation and 
greater on-site safety. JCB 1110 Robot is hy-
drostatically driven with two chain cases, 
with a spring-applied, hydraulically released, 
disc type parking brake mounted to each 
drive motor. Full servo control joysticks re-
duce lever efforts to a minimum. JCB 1110 
skid steer loader has a rated operating 
capacity of 2,425 lbs. 
For more information contact JCB at 
800/Pick-JCB or www.jcb.com / circle no. 260 

Ramrod 
The 905, 915, 950 and 1150 Ramrod 
Taskmasters handle the most demanding 
jobs. The 905 Taskmaster can be as narrow as 
32 in. to work in constrained areas and the 
915 can wide track to 44 in. There are more 
than 40 versatile, "quick on, quick off" 
attachments. From the low-step stand-on 
platforms, operators get a clear, 360 degree 
unobstructed view of their work area. 
For more information contact Ramrod at 
800/667-1581 or visit 
www.ramrodequip.com I circle no. 261 

Anteater (30,000 BC) Frying pan (1847) Sodium bicarbonate (1886) 

http://www.volvo.com
http://www.jcb.com
http://www.ramrodequip.com


John Deere 
John Deere's 300 Series skid steers offer cus-
tomers a lower daily operating cost than 
their predecessors. Superior stability results in 
faster speeds and quicker cycles. This stability 
is delivered by a low center of gravity due to 
heavy components being mounted lower in 
the frame; a long wheelbase that provides 
smoother ride with less fore-to-aft rocking; 
optimal balance due to 60/40 weight distri-
bution on the front and rear axles; and larger 
tires. A patented vertical-lift boom provides a 
true vertical lift pattern. The 300 Series fea-
tures the company's patented Quik-Tatch 

technology—which provides attachment 
engagement and disengagement from the 
operator's seat with a push of a button. 
Powerful hydraulics delivered to the loader 
boom, bucket and attachments also enhance 
productivity. 
For more information contact John Deere at 
800/503-3373 or www.johndeere.com I 
circle no. 262 

Ditch Witch 
Interchangeable attachments increase the 
versatility and value of Ditch Witch mini skid 
steer loaders. Attachments are available for 
trenching, vibratory plowing, pavement and 
rock sawing and utility backhoe work. 

At less than 36 in. wide, the Ditch Witch 
SK350 Mini Skid Steer can go anywhere you 
need it. The Ditch Witch SK300 is a 13-hp, 
track-mounted, platform mini skid steer. The 
SK500 is a track-mounted, walk along mini 
skid steer. The SK650's powerful 31.5-hp 
Kubota diesel engine and hydraulic system 
give it the muscle to do the jobs of much 
larger machines. 
For more information contact Ditch Witch at 
800/654-6481 or www.ditchwitch.com I 
circle no. 263 

Gehl 
Gehl Co.'s 781OE skid loader is loaded with 
power, strength and speed. The 781 OE Skid 
Loader is powered by a Cummins 99-hp 
turbo-charged diesel engine with high (305 
ft.-lbs.) torque. It has an increased SAE rated 
load capacity of 3,850 lbs. The 781 OE has a 
host of features, including true vertical-lift 
linkage, which provides consistent forward 
reach throughout the entire lift cycle, and a 
lift height of nearly 12 ft. The new 781 OE 
Skid Loader delivers bucket breakout force 
of 8,340 lbs. A 2-speed drive is available, 
which offers ground speeds up to 12.5 mph. 
For more information contact Gehl Co. at 800-
628-0491 or www.gehl.com I circle no. 264 

Blowtorch (1926) Shoe (1954) Newspaper (1962) 

http://www.johndeere.com
http://www.ditchwitch.com
http://www.gehl.com
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Vermeer 
Vermeer Manufacturing Co.'s S600tx rubber 
track mini-skid steer features a spring-cush-
ioned platform and two single-joystick con-
trols with operator-handle grip that allows 
operators to keep their balance while operat-
ing any of the machine functions. A machine 
width of 35.75 in. allows the S600tx to ma-
neuver through gates and other confined 
areas. The 7- or 9-in. tracks provide en-
hanced stability and lower operating ground 
pressure. 
For more information contact Vermeer at 
888/VERMEER or www.vermeer.com I 
circle no. 265 

Caterpillar 
The Caterpillar 287B Multi Terrain Loader is 
available with the Cat High Flow XPS hy-
draulic system for high productivity when 
using hydraulically demanding work tools. 
The load-sensing, variable displacement pis-
ton pump delivers high pressure and high 
auxiliary hydraulic flow for maximum hy-
draulic horsepower and performance. The 
287B Multi Terrain Loader is the largest of the 
five Caterpillar Multi Terrain Loaders, which 
are compact, rubber-tracked machines de-
signed for exceptional versatility, flotation, 
traction, stability and ride quality. The 287B 
has operating capacity of 3,600 lbs., when 
defined as 50% of tipping load. 
For more information contact Caterpillar at 
309/675-5175 or www.cat.com I 
circle no. 266 

Compact Power Inc. 
With its slim 36-in. footprint, the Power-
House PH-850 Mini Skid Steer from Com-
pact Power, Inc. will zip through the narrow-
est work areas, and packs more than enough 
power to get the job done. The PowerHouse 
PH-850 offers a full 850 lbs. lifting capacity, 
combined with two bucket cylinders for 
maximum front end strength and a breakout 
force of 2,200 lbs. 
For more information contact 
Compact Power Inc at 800/476-9673 
or www.cpiequipment.com I 
circle no. 267 

Magnifying glass (1977) Garden hose (1984) 30-day fire ant formula (2005) 
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Within 72 hours, your fire 
ant problems will be history. 

Welcome to the Age of Advion® 

DuPont" Advion* fire ant bait provides total 
colony control within 24 to 72 hours, making 
it the fastest, most effective fire ant bait available 
today. Indoxacarb—the active ingredient in 
Advion*—is a new class of chemistry with 
a new mode of action, excellent environmental 
and toxicological profiles, and a reduced-
risk rating from the EPA. Advion*—powered 

by the MetaActive" compound—quickly controls 
the entire colony, including the queen. With 
just one or two applications, you can achieve 
season-long fire ant control quickly and 
efficiently. Bring your fire ant control up to date 
by calling 1-888-6DuPont (1-888-638-7668) or 
by visiting us at proproducts.dupont.com. 
Advion.* Unbeatable results. 

The miracles of science 
Circle 128 Advion^ fire ant bait (2007) 

Always read and follow all label directions and precautions for use. The DuPont Oval logo. DuPonr, The miracles of sciencef Adviorr. and MetaActive" are trade-
marks or registered trademarks of DuPont or its affiliates Copyright © 2007 E.I. du Pont de Nemours and Company All Rights Reserved 
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THE NEW '08 SUPER DUTY.' 
A payload of up to 7,230 lbs. Clean Diesel technology that churns out 350 hp and 650 Ib.-ft. of torque. 
The bold, new look of the '08 Super Duty.® 

commtruck.ford.com 





TECHNOLOGY LEADERS OF TH 

BY KAY OHLY 

Need a workhorse that 
can glide over rough 
patches and mow 
into ditches? How 
about a machine con-
figured to handle at-
tachments of all sorts, 

a go-to for large jobs and detail-oriented 
properties with trimming requirements? 

Look out front for the solution. 
Front-cut riding mowers, also called 

out-front riders, consume a modest per-
centage of the mower market. But sales 
in this sector climbed while other cate-
gories slipped in the beginning of 2007, 
according to the Outdoor Power Equip-
ment Institute (OPE1). Mark Naperala, 
director of marketing for Aliens Co. in 
Brillion, WI, says more landscape con-
tractors are warming up to this option. 
"The market has grown because other 
manufacturers have entered it," he says, 
adding that OPEI statistics do not report 
sales from one major front-cut supplier, 

so "the true number of units entering the 
market is hard to tell." 

But industry trends give landscape 
contractors reason to consider these 
hearty machines. As municipalities and 
schools outsource landscape services, con-
tractors who win these jobs need heavier-
duty equipment. 

"Out-front riders can perform produc-
tion-type mowing better than a ZTR 
can," says Gilbert Pena, commercial seg-
ment strategy manager, John Deere, Cary, 
NC. "Say a landscaper gets a three- to 
five-year contract with a municipality. 
They would be better off investing in an 
out-front rider vs. a ZTR." 

Besides, front-cut mowers can accom-
modate a collection of attachments, man-
age large mowing jobs and handle slopes 
and rough terrain with ease. "The front-
cut deserves a bigger share of the market 
than it is currently enjoying," remarks Bob 
Walker, president of Fort Collins, CO-
based Walker Mowers. In many respects, 
education is the missing piece to this con-
figuration's market share. 

Technically speaking 

The out-front configuration resembles a 
rearranged zero-tum unit. Rather than 
stacking the deck and tractor like a mid-
mount zero, out-fronts divide the ma-
chine into a tractor unit and the deck. 

"The cutting part is lightly loaded, so 
it can float," Walker describes, noting 
that cutting deck sizes range from 36 to 
74 inches. 

Operators can enjoy the maneuver-
ability of a zero-tum along with out-front 
deck advantages, including better traction 
on slopes, a smoother ride on rough ter-
rain and versatility with an array of at-
tachments. Also, landscape contractors 
whose jobsites require tedious trimming 
can knock out this task with one pass of 
an out-front rider. 

"The operator sits at the actual pivot 
point of the mower, so turning and ma-
neuvering occurs almost as an extension 
of the operator's body," describes R. A. 
Stucky, marketing director for The 
Grasshopper Co., Moundridge, KS. 

continued on page 70 



A new solution for 
Turfus compactii. 

Thicker and stronger turf. That's what you get with T-NEX 1AQ from Quali-Pro. Containing the 
same active ingredient as Primo" Maxx,* T-NEX will make your grass greener and reduce the number of 
mowings, which saves labor, fuel, and time. Additionally, T-NEX is the perfect pre-stress conditioning 

choice for the coming season. When you want your turf at its best, use T-NEX from Quali-Pro — 
another excellent addition to the industry's most comprehensive product portfolio. 

For more information about Quali-Pro products, call 800-979-8994 or visit www.quali-pro.com. 

PROFESSIONAL TURF & ORNAMENTAL PRODUCTS 
62007 FarmSaver.com. LLC Quali-Pro is a registered trademark of FarmSaver.com. T-NEX is a trademark of FarmSaver.com. Primo Maxx is a regsitered trademark of Syngenta Crop (koup. Always read and foflow label directions. 

Professional products, performance and people, backed by the strength of Makhteshim-Agan Industries, the woridfe leading manufacturer and distributor of post-patent agrochemicals. 

Experience the ProPoints Difference - More Points, Faster Rewards. Register today at www.propointsonline.com. 

http://www.quali-pro.com
http://www.propointsonline.com


A fit for the job 
continued from page 68 

Cut for quality 

Productivity drives the buying decision 
for most landscapers, but how long does it 
take to mow and complete finishing 
work? In other words, if the cut takes 15 
minutes, will the contractor spend an-
other half hour going back over the prop-
erty with a string trimmer to access hard-
to-reach areas? Champions of the 
front-cut configuration rally by its ability 
to deliver a quality cut in a single pass. 

The front-cutting deck sits on a differ-
ent mounting system than the tractor body 
of the mower. Therefore, the cutting com-
ponent can move independently to work 
into the nooks and crannies of a landscape, 
such as ditches, slopes, under brush and 

continued on page 72 

Not sure whether a front-cut configuration is the right fit for your fleet? First 
consider your job requirements. Following are scenarios where out-front rid-
ers excel in performance: 

Trimming work - The front-mounted deck is an ideal trimming platform, and 
the mower can skim right alongside sidewalks, plant beds and other borders. 

Wide, open spaces - Larger deck sizes, ranging from 58 to 72 in. and beyond, 
are suitable for municipal, school and expansive commercial jobs. 

Snow jobs - Attach snow removal equipment to manage winter jobs, parking 
lot cleanup, etc. Just be sure to purchase enough 
horsepower. Twenty-five to 31 hp is suitable. 

Rough terrain - The longer length of front-cut 
mowers distributes weight more evenly and helps 
absorb vibration caused by rugged terrain. 

Ditches and slopes - Because the deck conforms 
to the ground, and can move independently 
of the power unit, out-front riders can j 
ease into ditches and have a _ 
four-wheel drive traction 
advantage on slopes. 

- / C O 

FAST ACTING Bait For Control 
Of Outdoor Rodent Pests 

WORLD liADIR IN RODfNT CONTROL TKCHNOLOOT 
T s * I N C ' Modiso«, W1 53704 U.S.A. lwww .boRlabs . com 

Available from your Bell Distrfeutor 

Circle 136 

HANDWRITTEN 
TIMECARDS 

ARE A WASTE 
OF MONEY. 

(888)788-8463 
WWW.JOBCLOCK.COM 

THE JOBCLOCK« 
THE LA N D S C A P E R ' S T I M E C L O C K 

http://www.boRlabs.com
http://WWW.JOBCLOCK.COM


mi*- BOB-CAT'S high-output, 
premium performance ProCat 
zero-turn riding mowers are 
better than ever. The ProCat has 
exclusive new features that get 
the job done faster and easier 
with improved durability for the 
long haul. From a quick-lift foot 
pedal that raises the deck over 
obstacles to wider wheels and a 
reinforced front deck, the ProCat 
provides a more productive, 
more comfortable mow with an 
unmatched quality-of-cut. Get 
a jump on your competition and 
try a BOB-CAT® ProCat today. 

All-New Features: 
1. New Quick-Lift Pedal: Allows the operator to quickly 

raise the deck over obstacles while keeping both hands 
on the controls.* 

2. Larger 12-Gallon Fuel Tank: Run longer with an additional 
2.5 gallons of fuel. New tank also includes a cup holder.* 

3. Wider Caster Wheels on 61" Deck: Allows for better 
floatation and lower compaction while providing 
increased durability.* 

4. Improved Blow-Out Baffles: Provides better discharge 
and collection capabilities.** 

5. Fully Adjustable Suspension Seat with Adjustable 
Arm Rests: Provides more comfort in all mowing 
applications. 

6. New, Sealed, Maintenance-Free 
Battery: For ease of use and safety. 

*AII ProCat models except ES Series. 
**Not on all models. 

The look of pure power. 
U s — 

For more great products and to find your local authorized BOB-CAT* dealer, 
call 1-866-469-1242 or visit www.bobcatturf.com • PO Box 469 • Johnson Creek, Wl 53038-0469 

Kev Code: BC0700II ) 2007 BOB-CAT*. Division of CGC, Inc. All Rights Reserved. 

http://www.bobcatturf.com


continued from page 70 

next to fences and other barriers. This trans-
lates to less scalping on rough terrain, and 
cleaner cutting in tight spaces 

"For quality cutting, there is a notice-
able improvement in the appearance of 
the cut you can get with a front-mount 
mower, and this is because of the way the 
deck is suspended," Walker says. 

Also, 4-wheel drive provides greater 
traction, and therefore more safety, on 
slopes. "The longer [mower] length dis-
tributes weight more evenly and helps ab-
sorb vibration caused by rugged terrain," 
Stucky says, which means a smoother ride 
and a lighter footprint on turf. 

Multi-task machine 

If a job calls for more than just mowing, a 
front-cut configuration can serve as a single-

machine solution, Stucky adds. "Managers 
who are responsible for complete grounds 
care can optimize their budgets by employ-
ing front-cut power units for leaf pickup, 
sweeping, backfilling, snow removal, edg-
ing, aeration and spraying," he says. 

Walker Mowers are famous for their 
grass collection systems. Because the at-
tachment is designed for the front-cut 
machine, it does not upset the balance of 
the mower, Walker says. Imagine a 
banker's scale: one side loaded with the 
cutting deck, the other side with the at-
tachment. On a mid-mount mower, iron 
isn't evenly distributed when you add at-
tachments. These machines require 
counterweights. 

"If you have an easy-on, easy-off 
mower deck, then you can take the deck 
off in the fall and attach a leaf blower," 
Pena notes. "Once fall has passed, you 
take off the blower and attach a snow 
blower or blade. You can also opt for a 
rotary broom to sweep parking lots." lm 

— The author is a Cleveland-based 
freelance writer. 

Store, Pump, Meter & Dispense 
Your Products More Efficiently 

j Small, medium, large 
mixing/storage 
systems 

j Pump and meter 
systems for drums, 
minibulk containers 

Pre-mix tank systems 
for filling backpacks, 
jugs and tanks 

\ <-> Sizes in 50,110, 220 
Gallon 

^ Featuring Sotera® 400 
series diaphram pump 
Mix and dispense with 
the same pump 

£CHEMICAL 
CONTAINERS, INC. 

Phone: 1-800-346-7867 
Address: P.O. Box 1307 Lake Wales, Florida 33859 
Email: sales@chemical containers.com 

Circle 132 

inc walker Hi-Dump" oilers anotner 
grass handling option for Walker 
Mower Models MD and MT with 9.5 
bushel catchers. Raising the catcher 
box up 67 inches (170 cm) and 
dumping into a truck or trailer is easily 
completed in a 20-second cycle. 
Powered by a 12-volt electric/hydraulic 
system (operating two hydraulic 
cylinders), the lifting and dumping 
functions work independently and are 
controlled by two toggle switches from 
the operator scat. Adds only 3 inches 
(7.5 cm) and 150 pounds (56 kg) to the 

j overall tractor height and weight and 
I may be ordered as a factory installed 
I option or installed in the field with 
1 minimal labor. 



Aerator 20 Aerator PRO-26 

TurnAef Aerators 
> Steerable TurnAers allow you to aerate like 
you mow 

> 30% more productive 
» For larger areas, maximize productivity with 
Chariot add-on 

Aerators 
• Durable uni-body design keeps you running 
• Covered chain and belt reduce maintenance 

and chain problems 
• Solid steel axles and sealed bearings for 

increased longevity 
• Handlebar throttle for greater control 

Turfco - the Direct Answer 
for Turf Renovation 

B At Turfco® Manufacturing, we're the only family-run 
company focused on the turf renovation market. In fact, 

we've been making turf renovation equipment for more than 
50 years. We are also the only company that sells direct to lawn 

care professionals like you. Because of our focus—and working 
directly with you—we offer the most innovative and serviceable products 

at the most affordable prices. 
From our full line of products and services to direct access to our people and 

resources—you get the Direct Advantage from the leader in turf renovation. 

Edge-R-Rite"ll 

• The ultimate in 
edging versatility 

• Eliminate shovel work 
for edging installation 

TURFCO 
d i r e c t 

LS-22 Overseeder 

• Seeds over 30,000 
square feet per hour 

• V/2 blade spacing for 
maximum germination 

KisCuttef Sod Cutter 

> Cutting sod has never 
been easier 

•Lower vibration reduces 
operator fatigue 

Ask fora FREE catalog. 

Order Direct: 1.800.679.8201 

Visit us on the Web: www.turfcodirect.com 

TURFCO MANUFACTURING, INC. • 1655 101" Ave. NE • Minneapolis, MN 55449-4420 • Phone-763.785.IOOO • Fax-763.785.0556 

http://www.turfcodirect.com


De-bug 
your tu 

Build cool-season turf insect pest control 
on good culture practices, knowing pests 
and their habits and making the right 
application choices at the right times. 

reduce their efficacy. The great majority 
of insecticide residue can remain in the 
thatch and prevent the insecticide from 
reaching the target zone, particularly 
when the pests are grubs, the larval stage 
of northern and southern masked chafers, 
Japanese beetle and black turfgrass atae-
nius. A heavy thatch layer can increase 
the breakdown of an insecticide due to 
chemical or microbial factors. Verticutting 
and/or core aerification alleviate thatch 
problems. 

Irrigation and pest control 

Proper irrigation is generally needed to 
maintain high-quality turfgrass. It can also 
improve turf insect control. For grub con-
trol, for example, 1/2- to 3/4-in. of water 
to a treated area after an insecticide appli-
cation helps move the insecticide into the 
target zone. Because grubs move deeper 
into the soil as the soil dries, irrigating 

continued on page 76 

proper recommendations to lessen their 
impact or take appropriate action to con-
trol them? 

Watch for thatch 

Thatch provides an ideal habitat for 
chinch bugs, billbugs and caterpillars in-
cluding sod web worm and cutworm. A 
thatch layer greater than a 1/2-in. can re-
strict the movement of insecticides and BY RAYMOND A. CLOYD 

Insects and other arthropods that 
feed on turfgrass fall into three 
categories — pests that do their 
dirty work below ground, those 
that reside in thatch and damage 
plant crowns, and the leaf and 
stem insect pests. Belowground 

insects, such as grubs, feed on turfgrass 
roots. Crown and thatch feeders include 

chinch bug (Blissus spp.), sod web-
worm (many different species), 

armyworm [Pseudaletia 
unipuncta), cutworm and 
billbug (Sphenophorus 
spp.). Insects and mites 
that inhabit leaves and 
stems include greenbug 

(Schizaphis graminum), 
clover mite (Bryobia praetiosa) 

and billbug (Sphenophorus spp.) 
To manage these pests you must be 

able to identify them and the damage 
they cause. How else can you make the 

Images this page: 
A long winged hairy 
chinch bug sits on a 
blade of grass (top of 
page); an adult bluegrass 
billbug (above); and sod 
webworm larva and frass nestled 
in the lawn thatch zone (right). 
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We hold reliability to a high standard. Yours. 
We know you demand reliability on the job site, and that's why many contractors choose Vermeer® equipment. 
Vermeer understands your business and has developed pioneering products that help customers succeed and are 
backed by a dependable dealer network to support you on the job site with personal attention. Trust a leader in land 
care — Vermeer. Call 1-888-VERMEER or visit Vermeer.com. 

Vermeer 
VERMEER is a trademark of Vermeer Manufacturing Company in the U.S. and / or other countries. 
O 2007 Vermeer Manufacturing Company. All Rights Reserved 
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prior to applying an insecticide improves 
control, as well. Soil moisture also influ-
ences the growth, distribution and abun-
dance of grubs, and can result in higher 
localized grub densities. 

Soil moisture is critical during the 
warmer months (August and September) 
when grubs are feeding on roots and cool-
season turfgrass, such as Kentucky blue-
grass, is stressed. Cool-season turfgrass isn't 
able to increase root mass during sum-
mer's dog days to compensate for grub 
feeding. Proper irrigation reduces stress, al-
lows the turfgrass to tolerate higher densi-
ties of grubs before damage is evident, and 
encourages recuperation of root loss. In 
addition, watering turfgrass, as needed, en-
courages the growth and spread of natural 
fungal populations such as Beauveria spp., 
which may provide some control of 
chinch bugs and other insect pests. 

It is not advisable to water in chemical 
products to control crown, thatch, stem 
and leaf-inhabiting pests such as chinch 
bugs, green bugs and most caterpillars, 
however. The insecticide must remain on 
the foliage so those insects not killed from 
the initial application will die when they 
consume residues on treated leaves. 

Mow it higher 

Mowing turfgrass too closely decreases its 
ability of produce a sufficient root mass 
and increases susceptibility to feeding 
damage caused by grubs, even at low grub 
densities. Mowing higher can reduce prob-
lems with chinch bugs and billbugs, in ad-
dition to increasing the humidity at the soil 
level, which promotes the growth and 
spread of natural beneficial fungi. Research 
has demonstrated that mowing may re-
move the eggs of certain insect pests such 
as black cutworm [Agrotis ipsilon), which is 
the major caterpillar pest on golf courses, 
and influence the distribution of black tur-
fgrass ataenius (Ataenius spretulus). 

Why fertility matters 

Excessive nitrogen fertility levels promote 
rapid succulent growth, which is attractive 
to insects, thus increasing susceptibility and 
the likelihood of the turfgrass suffering 
feeding damage. Applications of excessive 
nitrogen tend to stimulate insects via 
higher reproductive rates and shorter de-
velopmental times due to the enhanced 
levels of amino acids (precursors of nitro-
gen) in the plant tissue. In addition, excess 
applications of nitrogen result in an in-
crease in thatch creating an ideal habitat 
for certain insects such as chinch bugs, bill-
bugs and sod webworms. The use of slow-
release nitrogen fertilizers may reduce the 
attractiveness of turfgrass to insect pests. 

Don't forget pH 

The measurement of the concentration of 
hydrogen ions [H+] in a solution is its 
pH, a logarithmic scale indicating the 
acidic and basic properties of water. The 
pH scale ranges from 0 to 14. A pH value 
below 7.0 is acidic whereas a pH value 
above 7.0 is basic or alkaline, 7.0 itself 
being neutral. When the pH is above 7.0, 
then alkaline hydrolysis may occur, a 
degradation process that fragments insec-
ticide molecules. Certain insecticides are 
susceptible to alkaline hydrolysis, particu-

larly those in the organophosphate chem-
ical class. For example, trichlorfon 
(Dylox) is sensitive to alkaline hydrolysis, 
which shortens its activity period. If high 
pH water is a problem, add a buffering 
agent prior to adding the insecticide in 
order to reduce the pH to the preferred 
range (5.0 to 6.0). 

Other factors that can affect the effec-
tiveness of an insect control include pho-
todecomposition, heat, water hydrolysis, 
volatilization and microbes. 

Minimize volatilization, the loss of the 
insecticide from the plant tissues or soil sur-
face through evaporation into the atmos-
phere, by making insecticide applications in 
either early morning or late afternoon. 

Microbial degradation occurs when 
microbes such as bacteria in the soil use 
insecticides as a food source. Certain in-
secticides appear to be more susceptible 
to microbial degradation, especially some 
organophosphates. The use of different 
insecticides will avoid the potential for 
microbial degradation. 

Learn the bug's life 

In general, the larvae and adults of most 
arthropod pests are most susceptible 
whereas the egg and pupa stages are more 

continued on page 78 
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We wouldn t trust our 
reputation to anyone else 

Ray and Scott Ostronic 
Granulawn Inc. 

Install Confidence.® Install Rain Bird® 
1800® Series Spray Heads and Nozzles. 

For nearly 30 years, professional irrigation contractors like Ray and 
Scott Ostronic have trusted their business to the proven performance 

and reliability of Rain Bird. 

Thanks to all the contractors who have done the same, making 
Rain Bird the most preferred spray head and nozzle brand out there. 

Visit www.rainbird.com/1800 and tell us why you trust your 
reputation to Rain Bird. 

Rain^BIRD 

http://www.rainbird.com/1800


Curative or preventative 
control? 
Insect pests are damaging your clients' lawns, 
but you're not sure if it's caused by grubs, 
billibugs, armyworms, chinch bugs or an-
other pest. The Ohio State University ento-
mology professors Harry D. Niemczyk and 
David J. Shetlar can tell you what it is and 
what to do about it. 

Their book, "Destructive Turf Insects," is an up-to-date, 
practical guide to the insects that destroy turf. There are plenty of photos 
and illustrations to help turfgrass owners, sport field managers, lawn serv-
ice operators and golf course superintendents identify and treat insects. 

The book is available from Amazon.com. 

continued from page 76 

tolerant to most insecticides. For example, 
grubs are easier to control just after egg 
hatch, whereas billbugs and black turf-
grass ataenius are easily controlled in the 
adult stage. 

Insecticide use is not only dependent 
on the presence of the susceptible life 
stage and location of the target insects but 
also on insecticide formulation, which is 
generally either granular or liquid. The 
formulation used depends on the target 
insect pests. 

For control of belowground insect 
pests, irrigate in both formulations after 
application. Irrigate liquid formulations of 
highly soluble insecticides within 24 hours 
to reduce UV light degradation, which 
can lessen their effectiveness. When apply-
ing granular insecticides make sure the 

grass blades are dry so that the granules 
will migrate to the soil surface. 

To control grubs, insecticides must 
reach and reside in the target zone, which 
is generally located one to two inches 

below the soil surface. The movement of 
grubs through the soil profile depends on 
soil moisture and temperature. The deeper 
grubs are in the soil profile, due to either 

continued on page 80 
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Buy the Box 
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800-600-TURF 
Order By 1 p.m. 

SHIPS SAME DAY 
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ProDeuce 'ntr°c'uc'n^ *>r°^euce™ ~ ̂ e ̂ ^ ever 
Glyphosate/ Prodiamine herbicide. 

Sick of respraying? Wish there was a broad-spectrum herbicide that offered extended grassy weed 
control throughout the season to cut down on labor? Tired of the carnage of mechanical trimmers? 

Introducing ProDeuce™ - a groundbreaking herbicide that combines the non-selective knockdown 
power of glyphosate with the preventative long lasting pre-emergent control of prodiamine. Together 
for the first time in a convenient dual-action herbicide! 

Ideal for: 

• Chemical edging • Mulch beds of well-established plants 
• Cracks and crevices in driveways, sidewalks and patios* 
• Foundations • Gravel areas 

www.turf.us.nufarm.com (800) 345-3330 
™ ProDeuce is a trademark of Nufarm Americas Inc. 
• M a y cause temporary staining. D o not use on areas where this is unacceptable. ^ ^ 

V 1 f. ,„ Nufarm 
Value with a difference. Turf & Specialty 

http://www.turf.us.nufarm.com
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lower moisture levels or warmer tempera-
tures, the more difficult they are to con-
trol. This is why pre-treatment irrigation is 
critical because moist soil attracts grubs 
closer to the soil surface. The length of 
time that a lethal concentration of an in-
secticide remains in the target zone may 
vary from several days to several months, 
depending on the insecticide. The time of 
year insecticides are applied may influence 
efficacy, as well. Insecticides applied in the 
fall, or too early in the spring may not be 
effective if grubs move deeper in the soil. 
The two insecticides that have been used 
to control grubs for almost a decade now 
are imidacloprid (Merit) and halofenozide 
(Mach 2), but several newer insecticides 
have been introduced to the market and 
are providing good control, as well. 

Imidacloprid is a systemic insecticide 
effective against most belowground and 
crown-inhabiting insects such as grubs 
(many species), black turfgrass ataenius, 
billbugs and weevils. It is not effective 
against caterpillars including sod web-
worm, black cutworm and armyworm. 
Apply imidacloprid four to six weeks 
prior to egg-hatch for maximum effective-
ness. The insecticide kills either by contact 

or ingestion. Smaller grubs, especially 
those that have just hatched from eggs, are 
easier to control than larger grubs. Studies 
have also demonstrated that applications 
of imidacloprid affect the defensive be-
havior of grubs, which increases their sus-
ceptibility to natural enemies such as en-
tomopathogenic nematodes. 

Halofenozide (Mach 2) is a systemic 
continued on page 82 

New versatility 
meets same optimum performance. 

The new Brillion LSS6 seeder 
features mounting capabilities 
for both skid steer loaders and 
tractors, adding flexibility to 
landscape management. 
The LSS6 seeder uses Brillion's 
time-proven blade agitator 
metering system to provide 
accurate and reliable seed 
placement for a wide variety 
of seed sizes. 

The LSS6 itself is 84 inches 
wide with a seeding width of 
72 inches and a hopper capacity 
of 41/2 bushels. 
To find out how the versatile 
new LSS6 Skid Steer Landscape 
Seeder can work for you, contact 
your local Brillion dealer or call 
Brilllon Iron works for more 
information. 
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Cultural practices 
Healthy turfgrass can tolerate more insect feeding 
than stressed turfgrass. For example, a "healthy" 
turfgrass, due to the amount of root mass, may be 
able to tolerate 6-8 grubs sq. ft. without noticeable feed-
ing damage. This same density of grubs may severely damage 
stressed turfgrass. Poor cultural practices are often the cause of stressed turf-
grass. Factors such as thatch, irrigation, mowing and fertility impact the suscep-
tibility of a turfgrass to insects or, in the case of pH, affect insecticide efficacy. 

— RC 

AERATION HAS 
! NEVER REEN 

THIS EASY! 

HP Kawasaki; 
lydro Gear pumps; 
ph ground speed; 
DO s q / f t per hour 

lie attachments 
Available 

• 20 gal. spray system 

• Dethalch Rake 

• 120 lbs hopper 

• 3 6 7 4 6 " tine heads 

L.KRICH PRODUCTS, INC. 
www.z-spray.com • 877-482-2040 • sales@z-spray.com 
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A free toolkit that wil l 
make you money. 
W h a t s not to like? 

When it comes to controlling fire ants, 
TopChoice* Insecticide is all you need. 

That's why we've developed the TopChoice Toolkit. Make one phone call to receive your free kit that includes 
all the promotional tools you'll need to succeed in selling the #1 insecticide to control fire ants. 

Call 1-800-577-5163 and select option #3 

Bayer Environmental Science, a business division of Bayer CropScience LP 2 T.W. Alexander Drive. Research Triangle Park, NC 27709. 
TopChoice is a registered trademark of Bayer AG. Not all products are registered in all sûtes. Always read and follow label directions carefully. 
©2007 Bayer CropScience LP 

tOPchoice 
Fire ant control. 



Design Projects Faster 

• Become More Professional 

• Create More Accurate Estimates 

• Superior AutoCAD® Compatibility 

JThe industry leader for 
^Irrigation and Landscape Design Software 

for more than a decade. 

Buy now and be prepared for next spring! 
Visit us online at W W W . r a incad .com for details today! 

L A N D O I L L U S T R A T O R 

Email: sales@raincad.com Phone: (281) 463-8804 
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Damage on this bluegrass lawn was caused 
by a raccoon digging for white grubs. 

insect pests involves using these strategies 
in unison, which will help to retain the 
quality of the turfgrass. IM 

— The author is associate professor and 
extension specialist in ornamental entomol-

ogy/integrated pest management Kansas 
State University, Department of Entomology. 

He can he reached at rdoyd@ksu.edu 

The LEIT RC2 handset can 
communicate with up to 99 LEIT-2 
controllers from a distance of up to 
350 ft. line of sight. 

The LEIT-2 delivers high quality, 
multi-lingual and easy to use programming 
with features that can accommodate any 
application from residential installations 
to complex commercial sites. 

For more information call 
1-800-322-9146 or visit www.OIGcorp.com 
Environmentally concious controller that uses light as an energy source, and is lead free. 

continued from page 80 

insect growth regulator classified as a 
molting-accelerating compound that 
mimics ecdysone, a hormone responsible 
for initiating growth and molting activi-
ties, causing insects to undergo a prema-
ture molt. It works by ingestion and is ef-
fective on cutworms, sod webworms, 
armyworms and grubs. Halofenozide is 
supposed to provide two to three months 
of residual activity; however, this depends 
on soil type and moisture. This insecticide 
is most effective against smaller grubs 
than larger grubs possibly due to the ex-
tended length of time that grubs spend in 
the third larval stage. Halofenozide tends 
to kill when larvae molt to the next stage. 

The timing of application may influence 
the level of control obtained with insecti-
cides. Insecticides may be applied either 

The holes in this damaged lawn were made 
by starlings probing for white grubs. 

preventatively or curatively, based on the 
turfgrass insects being targeted for control. 

There are a number of management 
strategies, both cultural and insecticidal, 
that can be used to "de-bug" your turf-
grass; however, it is important to consider 
that the success of controlling both 
aboveground and belowground turfgrass 

2-Station Ambient Powered Wireless Irrigation Control Systems 
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Trust your number one surface-feeder brand 
to control more than just your pest problems. 

With Talstar" Professional insecticide from FMC, you know you'll get 
the job done right every time. That's because it gives you the proven 
reliability of Talstar for superior, long-lasting, broad-spectrum control 
of the toughest surface-feeding pests. No odor, non-staining, plus it's 
not phytotoxic, making it friendly to turf and ornamentals. So your 
doubts, worries and second guesses have nowhere to hide. 

For more information, please contact your FMC sales representative or 
local FMC distributor. 

Talstar Trusted Because It Works. 

Always read and follow label directions FMC and Talstar are trademarks of FMC Corporation ©2007 FMC Corporation 
All rights reserved FSP-035301 03/07 NK 

•FMC 
FMC Professional Solutions 
1-800-321-1FMC • fmcprosolutions.com 
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• • • • SOLUTIONS FOR A GROWING INDUSTRY 

Landscape 
M A N A G E M E N T ! 

BUSINESS 
PLANNER 
2008 
This October, Landscape 

Management presents you 
with its one-of-a-kind issue 

designed to make the budgeting and 
planning process pain-free. You'll be 
relieved when you read the relevant 
editorial including coverage on marketing 
techniques that work, setting sales 
expectations, adding new money-making 
services, recruiting and training, 
and getting working capital to grow 
your business. 

For advertising inquiries, please call 
your sales manager or Publisher Kevin 
Stoltman at 216-706-3740. Not only is 
this issue the most valuable ad buy of 
the year, the Landscape Management 
Business Planner receives bonus 
distribution at Green Industry & 
Equipment Expo in October. 





Increase Your 
Trimmer 
Productivity... 

...with the 
SPEED-FEED 450 

and the NEW 
SPEED-FEED 375 

• Re-load in 30 Seconds 
• Patented Bump-feed 
• Tough & Durable 
• Adapter Kits Available 

shindaiwa 
See the online demo at 

www.shindaiwa.com 

j -
T E C H N O L O G Y KEEPIN' IT FRESH 

While all stabilizers are 

generally beneficial, you need 

to pick the right one. 

Yes, fuel stabilizers 
BY ALLEN SPENCE 

uel stabilizer: What is it 
and why is it important 
to me? You have read 
several articles where I 
have mentioned fuel 
stabilizer and told you 
that you should be 

using it. Now I want to give you some 
reasons why. 
1. Not all gasolines are equal. While they 
all come from the same base stock (crude 
oil), and the end result is similar, they 
vary. These differences are in the addi-
tives. Some additives clean; some protect; 
and others serve as octane boosters. And 
all these additives change to other com-
pounds over time. Fuel stabilizer prevents 
that from happening. 
2. Gasoline loses its potency over time. 
Old gasoline tends to turn into a varnish-
type substance that coats everything it 
comes into contact with. This leads to 
gummed-up fuel lines, valves, carburetors, 
fuel tanks, in short, everything in the fuel 
system. I have seen equipment where 
every one of those items had to be 
cleaned or replaced because of old fuel. 
3. Moisture and corrosion are prevented. 
Some service stations have more moisture 
in their fuel than others. Some moisture is 
caused by condensation. This is worse in 

some areas than others. Moisture leads to 
corrosion and improper engine operation. 
Fuel stabilizer will counteract the effects 
of moisture. Most handheld equipment 
with 2-stroke-cycle engines can be ad-
versely affected by as little as 5% contam-
ination. 
4. Most equipment manufactures 
recommend it. As a matter of fact, most 
of them sell it. A quick Internet search 
for fuel stabilizer shows every major man-
ufacture recommends the use of fuel 
stabilizer. Most of them offer it for sale 
from their Web stores. Marine equipment 
to motorcycle manufactures and just 
about everything in between 2- and 4-
cycle manufactures of outdoor power 
equipment included. These companies 
spend lots of money on research and 
development. So, when they recommend 
a certain product, I heed their advice. 

There are differences in fuel stabiliz-
ers. Some are stabilizers only; some are 
cleaners also. There is a big difference in 
price from one brand to another. You 
need to check the emissions laws in your 
state before purchasing any. This could 
prevent purchasing a product you should-
n't use. 

— The author is turf equipment 
management instructor at Hinds 

Community College in Raymond, MS. 
Contact him at haspence@hindscc.edu. 

http://www.shindaiwa.com
mailto:haspence@hindscc.edu


—SPECIAL OFFER— 
See your authorized Shindaiwa dealer 
for a $35 instant savings on any 
C4 Technology" Trimmer or Multi-Tool! 

T2510 TRIMMER 
D i s p l a c e m e n t : 24.5cc I O u t p u t : I.I h p 

First to Start. Last to Quit 

Take it outside. 
Our company, our products and our 

reputation are all built on one 
P principle: Quality. 

It s what we're 
made of. 
Better parts and better 

engineering mean 
greater performance 

and longer life. 
At Shindaiwa. we invest 

more in research, design 
and materials to give you a 

product that outperforms the 
competition year after year. 

• Offer valid March 1.2007 through June 30.2007 Circle 145 





Noticeably beautiful lawns 

That's what people want from their lawn care provider. With products like Headway1 

in your arsenal, you can give them what they want. Headway fungicide combines the 
power of two outstanding active ingredients pioneered by Syngenta 
(azoxystrobin and propiconazole). This new formulation affordably 
controls all major turf diseases including brown patch and dollar 
spot with a dual mode of systemic action. 

We believe creating a beautiful lawn goes beyond weed and insect 
control. That's why we continue to innovate and develop products 
like Headway fungicide that allow you to provide an ever-increasing 
level of service and performance. 



Solutions Center 
TECHNOLOGY REAL ANSWERS TO REAL CHALLENGES 

Death by fungi 
BY BRUCE MARTIN 

T 
Ihe value of healthy 
lawns goes beyond aes-
thetics. In addition to 
pleasing the eye, they 

provide erosion protection, 
noise reduction and maintain or 
increase property values In 
stressful environments, diseases 
can take their toll on lawns. 
Many companies offer disease 
control services along with 
other lawn care activities, such 
as fertilization, weed control 
and insect control. 

A multi-faceted approach, 
including the use of fungi-
cides, is often your best disease 
management strategy. 

Fungicides work best when 
turfgrasses are cultured prop-
erly within their limits of adap-
tation. Turf managers must rec-
ognize the limitations of sites 
for culture of the turfgrasses 
and modify the sites for opti-
mal growth, including selecting 
the best-adapted turf for the 
site, and managing it for opti-
mal health. This could include 
eliminating trees, selective 
pruning, proper grading for 
drainage and/or the installation 
of supplemental drainage. Even 
with proper care, disease may 
occur if weather conditions 
and other factors are right. 

When disease turns a healthy lawn into a 
blotchy brown mess, one part off the solution 
may include a fungicide. 

Fungicides can help treat southern blight (above), which 
causes large crescent-shaped bare patches and dollar 
spot, named for its round coin-sized depressions. 

When this occurs it's time to 
consider the judicious use of 
proven fungicides. 

Lawn care disease control 

Both cool-season and warm-
season turfgrasses can be 
plagued with a variety of dis-
eases and disorders. Major 
cool-season grasses used in 
lawns include Kentucky blue-
grass, perennial ryegrass and 
tall fescue. Warm-season turf-

grasses include St. Augustine, 
centipede, zoysia and 
Bermudagrass. All of these are 
affected by one or more im-
portant diseases, and are 
harmed most by disease when 
environmental conditions 
favor the pathogen (usually a 
fungus) and disfavor the opti-
mal growth of host plant. 

The most common damag-
ing diseases include brown 
patch in cool-season grasses, 

large patch in warm-season 
grasses, dollar spot and leaf 
spots (caused by Bipolaris and 
Drechslera species). Kentucky 
bluegrass is also prone to sum-
mer patch (Magnaporthe poae) 
and can also be damaged by 
stripe smut, leafspot and melt-
ing-out diseases [Drechslera 
poae). St. Augustinegrass, tall 
fescue and perennial ryegrass 
can be troubled by gray leaf 
spot [Magnaporthe grisea) in 



addition to brown patch or large patch 
[Rhizoctonia solani). 

What's old is new again 

In the 1920s, the first fungicide for turf dis-
ease control, Bordeaux mixture, was actu-
ally a combination of two products: copper 
sulfate and lime. Old ideas, it seems, can be 
good ones and finding the right mixture 
and adding a bit of modem technology 
creates some of the best solutions. 

Not all fungicides are alike, of course; 
they each have their strengths and weak-
nesses that must be recognized if they're 
to be used to greatest advantage. How-

ever, by putting two or more fungicides 
together for disease control several advan-
tages occur. This is evident in Armada, a 
product offered by Bayer Environmental 
Science. The product provides broad-label 
control of many of the major lawn dis-
eases, such as brown patch, dollar spot, 
anthracnose, fusarium patch, gray leaf 
spot, leaf spots (Bipolaris spp.), summer 
patch, pink patch, red thread, stripe smut, 
southern blight and rapid blight. 

With these types of products (mix-
tures) you do not have to keep up with 
two active ingredients, look up rates for 
each, mix in the proper proportions or 

St. Augustinegrass, tall fescue (left) and 
perennial ryegrass can be troubled by gray 
leaf spot 

wonder about incompatibility. Also, mix-
tures can even be more economical than 
purchasing the separate fungicides. 

In the case of Armada, both active ingre-
dients have cases of documented resistance 
Therefore, the label indicates that no more 
than two sequential applications be made to 
turf when gray leaf spot is the targeted dis-
ease, or no more than three sequential appli-
cations for any other turf disease. In lawn 
care, with the restrictions placed on 
chlorothalonil use, our options for resistance 
management are limited, so use fungicides 
prudently in a well-thought-out integrated 
pest management strategy, LM 

— The author is in the department of ento-
mology Sd plant sciences, plant pathology 
physiology at Clemson University. He can 

be reached at sbmrtn@clemson.edu. 

Kits are a thing 
of the past! 

Its as easy as 1,2, 3! 
CHOOSE YOUR STYLE: 
Pond or Pond less Waterfall 

CHOOSE YOUR SIZE: 
Small, medium or large 

CHOOSE YOUR PRODUCTS: 
Match components to 

Call or visit our website 
for a distributor near you! 

866.877.6637 x1672 US 
866.877.6637 Canada 

www.aquascapeinc.com 

(see page 93) 
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Great for Lawns, Ornamental Shrubs, 
Flowerbeds, and Walkways. 

Environmentally Responsible 
Results within 48 Hours of Application 
Contains No Heavy Metals 
Easy-to-use Shaker Container 

TERRACYTE 
B r o a d S p e c t r u m A l g a e c i d e / F u n g i c i d e 

For more informat ion, 1.888.273.3088 (toll-free), 

mailto:sbmrtn@clemson.edu
http://www.aquascapeinc.com


it pays to be picky 
Remember, every 
bad plant you don't 
plant in the first 
place is one you 
won't have to 
replace later. 

BY JEFF GIBSON 

nnuals are go-to plants for 
providing masses of color 
in landscape designs. 
Color in the landscape 
automatically becomes 
a focal point drawing 

the viewer's gaze immediately. So, it's cru-
cial to choose the right plants for the 
project. 

Not all annuals are created equal: even 
varieties in the same species can differ 
greatly in terms of landscape performance 
and maintenance needs. Clients, whether 
commercial or residential, expect the 

landscape professionals they hire to install 
the best plants for the job. Get it right, 
and you've got a beautiful landscape that 
you can use to not only get repeat busi-
ness, but also to attract new customers. 
Get it wrong, and you've got a potentially 
costly, time-consuming problem. Getting 
it right doesn't have to be difficult. 

First, stay on top of what's new and 
what's best for landscape applications. A 
little research goes a long way. Start with 
your grower supplier, who can be an in-
valuable source of information about 
what's new in the marketplace. Often, 
growers have opportunities to trial plants 

continued on page 94 
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Your Opportunity 
^Aquascape? for Success 

If you consider all of the resources 
that Aquascape provides, no one can 

compare. We not only give you all of the 
tools to start your water garden business, 

we give you the support you need to grow 
your business as well. If you consider 
all the benefits of doing business with 

Aquascape, you will realize that we are 
the true Low-Cost Provider of water 
gardening supplies in the industry. 

Who Else Offers... 
y Distributor Network - The largest and most experienced in North 

America, providing contractors with a local source for premium 
product, support, and education. 

y Programs, Services & Education - The best in the industry at 
helping you grow your business, including: national educational 
seminars, premium marketing materials, educational publications, 
and state-of-the-art programs that give you additional benefits. 

y Support - At no cost to you, our seasoned Technical Service 
Representatives walk you through everything you need to design 
and build beautiful water features. We also offer our top-of-the-
line Customer Service Representatives, who go through rigorous 
training to make sure you get the support that you need. 

y Research - By conducting focus groups and ongoing primary 
research, we can better understand the needs of our customers. 
By working alongside you in the trenches, the information we 
gather helps us create new products, services, and programs that 
help you grow your business. 

y Ongoing Communication - We offer several methods of 
communications such as our Aquascaper newsletter, 
e-newsletters, websites, blogs and direct mail—keeping you 
connected to the water gardening world, one word at a time, 
all the time. 

y And So Much More... 

Take advantage of your opportunity for success, 
i™ Contact us today for a distributor near you or for 

more information. 
8 6 6 . 8 7 7 . 6 6 3 7 ext. 1 6 6 2 US or 8 6 6 . 7 6 6 . 3 4 2 6 Canada 

Ponds Done Right. Customers Served Right, www.aquascapeinc.com 

http://www.aquascapeinc.com


continued from page 92 

before they're commercially introduced. 
Your grower may be able to offer great in-
sight on the performance attributes of 
new annual plants. If you don't already 
work with a grower, start now. 

Check with your local grower or land-
scape associations, or research online at 
sites such as BallLandscape.com. Visit 
university trials, trade shows and even 
local garden centers to see a wide array of 
varieties first-hand. Talk with knowledge-
able people about what's new Also, read 
consumer gardening magazines; writers 
for these magazines often get advanced 
looks at new plants and tell their readers 

about their favorites. Many of your cus-
tomers are reading these magazines. Fi-
nally, go online and you'll find a huge 
amount of information about top plants 
for landscapes, often available specifically 
by region. 

Know your planting sites 

Before you order any plants, perform an 
analysis of the project site. Pay special at-
tention to environmental factors such as 
sunlight levels, moisture, wind, general 
temperatures and any existing structures 
or plants. Measure the planting area, of 
course, so you'll know how many plants 
you need to fill the space. Talk with the 
client about preferred or disliked colors 
and ongoing maintenance, of course. 

Order from your grower as far in ad-
vance as possible — four to six months 
prior to installation if possible. This can 
vary depending on the type of plant and 
the grower's own policies. Because most 
annuals only require a few months for 
growers to produce, ordering early allows 
you to have the best chance of getting ex-
actly what you want, when you want it. 

When it comes to choosing a good 
plant, start from the bottom up. Pull a 
couple of plants out of their pots or trays 
and look at the roots; if they're healthy 
and white, and if there are lots of roots, 

Petunias, like the Tidal Wave Cherry 
Spreading, version are fast growing. 

chances are the rest of the plant is 
healthy, too. Examine the leaves, which 
should exhibit good color no matter what 
color they are (not all leaves are green, of 
course). A flowering plant should be in-
stalled when about one-quarter of the 
blooms are open, with a lot of buds to 
show more flowers are coming soon. At 
this stage, plants recover well from trans-
planting stress and get used to their new 
environment more quickly and easily. 

Make sure there are no signs of disease 
such as wilting, spots, discolored leaves or 
misshapen flowers, buds or foliage. (Even 
if you don't know the scientific name for 
what makes a plant look unhealthy, you 
can usually tell when one looks "sick." 
And just remember that if you wouldn't 
plant it in your own yard, your client 
doesn't want it in theirs, either. When in 
doubt, remember that every bad plant 
you don't plant is one you won't have to 
pay to replace later. 

— The author is the Business Development 
Manager for Ball Landscape. 

He can be reached at 630/588-3468 
or jgibson@ballhort.com 

mailto:jgibson@ballhort.com


COMPLETE Y O U R JOBS ¡N 1 / 4 THE TIME W l T H ^ 7 . 4 . f H E LABOR 
U S I N G 6 ^ A S S H O P P E R TRUE ZEROfCtUvl"" M O W E R S 

Collect or mulch and trim while you mow for a beautiful look in record time with a 
FrontMount™ DuraMax® deck. Aerate, edge, blow, sweep, plow and throw snow in 
1/4 the time using 1/4 the labor, thanks to True ZeroTurn™ maneuverability. For more 
information, call 620-345-8621 or visit GRASSHOPPERMOWER.COM. 
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Landscape Management 

www. athletict urf.net 
www.landscapemanagement.net 
www.snowbusiness.net 

http://www.landscapemanagement.net
http://www.snowbusiness.net


Visit our websites and subscribe to our enewsletters today! 

Landscape 
M A N A G E M E N T ! 



Rroiect Portfolio 
DESIGN/BUILD E N T E R T A I N M E N T / G U E S T P A R K I N G / P O O L / S P A / W O O D E D F E E L 

The design 
A n e n v i r o n m e n t in 
charac te r w i t h t h e 
a rch i tec ture of t h e 
f o rma l house, bu t 
w i t h a " l o o s e r " fee l . 

The site before 
construction 
T h e site had a 50 ft. 
cross s lope w i t h 
w h i c h t o c rea te a 
level appea r ance . 
P lac ing t h e h o m e t o 
min imize t h e 
a p p e a r a n c e of m a n y 
large re ta in ing wa l l s 
w a s critical. 

Project Requirements 
• Present the home graciously 
and provide ample guest parking. 

• Maintain a "living in the 
woods" feel but complement the 
formal architecture of the home. 

Project Specifics 
The landscape architect was 
brought in when the lot was pur-
chased and was able to place the 
home to achieve the client's 
goals. Due to physical limitations, 
all spaces needed to be on the 
same elevation as the main floor. 
Another challenge was mitigating 
drainage on the high side of the 
property and properly dispersing 
the water. The pool was built in 
fill soil, so engineering the walls 
properly was paramount. 

ABOVE The three-tiered fountain is symmetri-
cal to the opposing spa. It can be enjoyed all 
year. 

RIGHT Views from the main rooms to the ter-
race were important to the client. This v iew 
of the bluestone patio can be seen from the 
main hall down to the front entry doors. 

•Tr i f^ - o r . 



Project Principals 
Scapes, LLC, Atlanta, GA, 

www.scapesgroup.com 

ABOVE The backyard ter-
race is a colorful, 
functional, entertaining 
environment nestled 
into the wooded setting. 

LEFT Elegant and formal, 
the backyard environment 
terminates with a curved 
wooden arbor. 

PeteWilkerson, landscape 
architect. 

Dathan Mitchell constructed 
the home and driveway. 

AFTER 

LEFT Before construction, 
this front view of the site 
reveals the cross-slope that 
created a challenge 
to a level landscape 
appearance. After, the 
front of the home is 
framed by large cryptome-
ria, boxwoods and fea-
tures a Japanese maple. 
The guest parking is incor-
porated to the side, but 
is easily accessible from 
the front door. 

This project was a Grand Award winner 
in PLANET'S Environmental Improvement 
Awards program. For more information 
on this program, or other sen/ices 
of the Professional Landcare Network, 
please call 800/395-2522 or visit 
www.landcarenetwork.org. 

http://www.scapesgroup.com
http://www.landcarenetwork.org


Trim Your Labor Costs! 
Leading landscape professionals rely on the easy-to-use, long-lasting formulation of Cutless* Granular Landscape 

Growth Regulator to reduce the labor costs associated with maintaining landscaped shrubs, hedges and groundcovers. 
Plants treated with Cutless Granular require less trimming and exhibit a more compact, uniform shape. 

Use Cutless Granular today...You'll love the increased profits and your customers will love the fuller and more 
attractive plants. 

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

GUtleSS'Granular 
Landscape Growth Regulator 

Side-by-side 
proven results with 
Cutless Granular. 
Example below of reduced shoot growth and enhanced 
bud development of the treated Jasmine on the left, 
and untreated on the right. 

SePRO Corporation Carmel, IN 46032 
'Trademark erf S e P R O Corporation Always read and tolow label «fraction*. 

http://www.sepro.com


Chapel of St. Basil 
Thompson's Landscape Services 
overcame many challenges to 
build a labyrinth at Houston's 
University of St. Thomas church. 
BY AGATHA GILMORE 

W hen she was a young girl, Helen 
Grivich had a unique pastime. 
The countryside of her native 
England was littered with me-
dieval labyrinths — snaking, cir-
cular paths that wind into their 
centers. These ancient motifs 

were meant to instill peace and promote meditation in those 
who walked them. And Grivich was no exception: Growing 
up on a tiny, secluded island off the southwest coast, she 
would often trace her way along the methodic trails, feeling 
the world slip away as she gave in to reflection. 

It was an experience she carried with her to adulthood, 
when she became a de-
signer and consultant for 
Thompson's Landscape 
Services, a $2 million an-
nual revenue business in 

The labyrinth is a perfect mar-
riage of design and function 
for the deeply spiritual campus 
at St. Thomas. 



Magnolia, TX. She always wanted to 
build a labyrinth of her own someday. In 
late 2005 she got her chance. 

The University of St. Thomas, a 
Catholic institution in Houston, needed a 
new design for the garden behind its 
Chapel of St. Basil, a unique building by 
major modem architect Philip Johnson. 
Labyrinths have existed for at least 4,000 
years, spanning both continental and cul-
tural divides. There are several different 
types, but regardless of design, their uni-
versal trait is that they have one entrance 
and one exit. They are not mazes: They 
are not meant to trick or confuse. Histori-
cally, people who couldn't afford major 
pilgrimages to Jerusalem could walk a 
labyrinth instead. So a labyrinth was the 
perfect marriage of design and function 
for the deeply spiritual campus of St. 
Thomas. Though the project would come 
with its own hurdles — the Texas land-
scape is decidedly different from that of 
Europe, and building at a university al-
ways has its challenges — Grivich worked 
with Thompson's to create a 42-ft. stone-
and-slate pattern that is both visually in-
triguing and emblematically rich. 

The first step for Grivich was to 
choose a design. "I had to find one that 
would be significant," she says. "It should 
be steeped with traditional symbols, in-
spiring refuge from urban turmoil." 

Grivich settled on a pattern derived 
from the 13th-century labyrinth at 
Chartres Cathedral in central France. 
"The one that I put in is the kindest one 
in the world," she says. "You don't have to 
worry. You take the turns where it tells 
you. You don't have to think; you can be 
introspective." 

The pathway, made of pinkish Texas 
crushed granite against a backdrop of grey 
slate, divides into four quadrants and ends 
in a central rosette that symbolizes the 
Virgin Mary. This particular design also 

continued on page 104 

Before construction could begin at the Chapel of St. Basil, the entire area had to be 
drained and slate installed because part of the garden sat atop an underground classroom. 
(Below) The design was taken from the 13th-century labyrinth at Chartres Cathedral in 
central France. 



GET A GRIP ON ANY KIND OF SURFACE WITH THE 
MID-MOUNT Z'S SUPERIOR TRACTION CON-

TROL. THAT'S WHAT IT MEANS TO RIDE WRIGHT. 

Wright's latest example of engineering excellence, the 
Mid-Mount Z is a compact, lightweight mower with the 
stability of machines twice it's size. Innovative belt 
drive arrangements put the hydro pumps, engines, 
and seat lower than other mid-mount Z's, creating a 
lower center of gravity and increased stability. 

The Mid-Mount Z also runs faster and cooler than 
the competition with larger hydro pumps. And at 

300 lbs less than the industry average, you can tear 
up the hills without damaging the lawn. 

Power, performance, and a little excitement. 
That's the Wright way to mow. 

TO LEARN MORE ABOUT THE WRIGHT ADVANTAGE CONTACT US AT (301) 360-9810. 
Circle 156 THE WRIGHT WAY TO MOW. 

f r i g h t 
^^^commerc ia l products 

For more information, call 
1.301.360.9810 or find our dealer 
locator at www.wrightmfg.com. 

http://www.wrightmfg.com


continued from page 102 

has 13 twists and turns toward the center 
before reaching the end, which according 
to Grivich, is meant to allude to Jesus and 
his apostles. The outer ring of the giant 
circular design is flanked by 28 three-
quarter moons, which Grivich suggests 
means labyrinths were used as 28-day 
lunar calendars for Easter feasts. "It was 
the only way back then that they could 
[tell time]," she says. "Talk about written 
in stone.'" 

Having found a suitably symbolic de-
sign, Grivich then had to figure out how 
to position it in the chapel garden. Since 
the chapel is such an architecturally inter-
esting building, she chose to have the 
labyrinth face it. "There's a cross that's 
slightly off-kilter," she says of the large, 

continued on page 106 

C H A M P A • C O M P L E T E F O U N T A I N K I T S 
• F R O S T P R O O F P O T T E R Y 

• C A R V E D S T O N E 
2 0 6 . 7 6 2 . 8 3 9 5 
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Is there a labyrinth in your future? 
Admittedly, the design and installation of labyrinths is not 
exactly a growing trend in the landscape business. But, who 
knows, maybe someday, because they're more common than 
you'd think. In the Houston region alone there are at least 10 
walkable labyrinths. Here's the short list with more information 
available at www.houstonlabyrinth.org. 

The Covenant Church Labyrinth on Caroline Street is a 50-ft. setting made of 
crushed granite and pavestone . It is viewable at www.covenanthouston.org. 

The First Presbyterian Church in Lufkin, TX, features a 50-ft., 7-circuit labyrinth 
made of gravel and pavers. It is set in a wooded area near a prayer garden and is 
open 24 hours. 

The Margaret Austin Center in Chappell Hill, TX, offers a 7-circuit, left-handed 
labyrinth modeled on ancient Crete designs. Visit www.macenter.org or call 
800/836-4757 for availability. 

One of the most famous labyrinths in the world is the Chartres Cathedral 
labyrinth, built around 1200 A.D., and made of limestone and blue marble. Mea-
suring 42-ft. in diameter, its pattern is meant to symbolize the course of human 
life, winding its way through trial and tribulation and leading to God, symbolized 
by the central rosette. The rosette was once covered in copper, but the metal was 
taken in 1793 to make guns. Today, although the Chartres labyrinth receives many 
visitors, it is covered with chairs or additional seating every day but Friday. 

H —AG 

Circle 152 

Start your work day with the right tools from 
Forestry Suppliers. With more than 9,000 items 
to choose from, it's no wonder we're the number 
one supplier to landscape, grounds maintenance 
and parks & recreation pros around the world. 
Call or go online today to request a free catalog! 

^ ' F o r e s t r y Suppliers, lue. 
www.forestry-suppliers.com 
Catalog Request 800-360-7788 
Sales: 800-647-5368 

0 2 0 0 6 Forestry Suppliers. Inc. All rights reserved. 

http://WWW.CHAMPACERAMICS.COM
http://www.houstonlabyrinth.org
http://www.covenanthouston.org
http://www.macenter.org
http://www.forestry-suppliers.com
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white symbol that hangs at an angle on 
the outer wall of the chapel. Grivich laid 
out the labyrinth so that "at each turn, 
you would face the cross, which is the 

greatest symbol of the Catholic Church." 
The rest of the garden was sprinkled 

with religious elements. Three granite 
fountains (meant to recall the Holy Trin-
ity) were designed for the area behind 
the labyrinth. "They mimicked another 

EASY TO USE ... PROFITABLE ... 

AND N o w WITH 

Specifically designed for 
landscape professionals, 
PRO Landscape offers 
Realistic Photo Imaging, 
Easy-to-Use CAD and 
Professional Proposals -
all to improve your bottom line. 
With more than 15 years on the 
market, it's the most popular 
professional landscape design 
software available today. It's 
simple, it's profitable - and now 
with 3D, it's power you've never 
had before. 

drafix software, in 

PRO 
Landscape 
Tht Standard In D^ignSattwan for LaadKapaMndonahl • 

www.prolandscape.com 
800-231-8574 or prolandscape@drafix.com 

60-Day Money-Back Guarantee 

"I sold two jobs the first week I owned 
the program. I'm hooked!" 
Dustin Leite, Maple Leaf Farms & Nursery 

"I've lost track how many times 
PRO Landscape has paid for itself." 
Brett Seltz, Tollgate Construction 

Circle 155 

o n e t h a t was o n The project took 
campus , " says J.D. about four months 
Bumey, chief de- to complete and 
signer for Thomp- cost between 
son's Landscape. $350,000 and 
" O f course, t h e $400,000. 
water represents 
cleansing," he adds. 

Additionally, 
only the traditionally Catholic colors of 
green, red, purple and white were to be 
used. "The roses that we did around the 
labyrinth were all red roses," Bumey says. 
"They represents the blood of Christ. We 
used a lot of white irises, butterfly irises 
[white with a purple center). Those rep-
resent the purity of Christ." Giant liriope, 
a grassy plant that blossoms white and 
purple, as well as purple crate myrtles de-
fine the borders. 

Before construction could begin, how-
ever, Grivich and her Thompson's Land-
scape team had a special situation to as-
sess. Some of the chapel garden was 
sitting on an underground university 
building. Though there was supposed to 
be about a foot of earth to work with, 
they discovered they had only two inches. 
"They had poured a slab pathway that 
was really thick right on top of that class-
room," Grivich says. Rather than rip it 
out, Grivich opted to cover the pathway 
with slate. But it was a difficult undertak-
ing because the entire area first had to be 
drained, and then the team had a hard 
time adhering the slate to the concrete. 

continued on page 108 

http://www.prolandscape.com
mailto:prolandscape@drafix.com


The Toro Dingo compact utility loader 
helps you do more work in less time. 
With more than 35 attachments that can be changed in seconds, manual 
labor and equipment costs arent the only things it saves. The light footprint of 
Toros wheeled and tracked models minimizes damage to existing landscapes. 
Call I-8OO-DIG-TORO for a demonstration, or visit toro.com/dingo. 



continued from page 106 

"We had to be very careful not to disturb 
the classroom," Bumey says. "We couldn't 
ride machinery on top of it." Planting 
trees was also not an option, so Grivich 

substituted potted plants. "Design is al-
ways problem-solving," Grivich says with 
a laugh. 

Construction finally began in early 
2006. The labyrinth was built first. 
Thompson's Landscape subcontracted out 

the masonry work, which required a spe-
cial team of labyrinth experts. Grivich says 
much of the end product came about by 
trial and error. 'We had to take out several 
pieces," she says, referring to parts of the 
design, like the lunar cusps, which were 
installed incorrectly the first time. "It be-
came this really interesting project." 

Once the labyrinth was completed, a 
rotating group of three to six Thompson's 
employees worked on the garden. The 
project took about four months to com-
plete, costing between $350,000 and 
$400,000. And several more issues arose. 

Labyrinths are not 
mazes and are not 
meant to confuse. 

St. Thomas was, after all, a Catholic 
university, so "if there was going to be 
Mass, we made sure we shut it down," 
Bumey says. Also, the paspalum grass that 
Thompson's wanted for the garden was-
n't available until spring, so they put 
down St. Augustine in the meantime. 

Grivich also made another major deci-
sion: She would use only organic materi-
als, partly because the chapel itself "has no 
artificial light inside it." She aimed to con-
serve water by creating a permeable gran-
ite path around the garden that "absorbs 
sound" and "connects you with the earth." 
"It's crazy to be concreting everything," 
Grivich says. "Especially in a city like 
Houston, you can't do that. The more 
water you shoot out to the street, the 
more you flood the street." 

The labyrinth landscape was com-
pleted in May and named The Felicie 
Babin Gueymard Memorial Garden in 
memory of the donor's mother. It has 
been well received by students and visitors 

continued on page 110 

EdgePro Ultra TM 

U.S. Patent Pending 

PVC Landscape 
. Border System 

The sleek look of metal edging 
with the advantages of PVC! 

••EdgePro Ultra™ provides a high-end, 
finished look at a competitive price. 
••Anchoring options allow EdgePro 
Ultra™ to be installed in traditional 
planting beds or adjacent to sidewalks 
and patios. ••PVC is durable and will 
not rust, crack, rot, or deteriorate due to 
weather exposure. ••Connecting pieces 
of EdgePro Ultra™ is easy, with custom-
designed connectors that don't require 
unsightly overlapping or nesting of pieces. 

MANUFACTURED BY DIMEX LLC 

1.800.EDGEPR0 11.800.334.3776 

28305 St. Rt. 7, Marietta. OH 45750 
PH: 1 -800-334-3776 FAX: 1 -740-374-2700 www.edgepro.com 
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FERRIS 

www.Ferrislndustries.com/mgt • 1(800)933-6175 

Relax - enjoy it! You can because a Ferris mower will increase 
your productivity and take the pain out of mowing. Our patented 
suspension systems have been proven to help prevent fatigue 
when compared to non-suspension machines. Ferris owners have 
been able to increase their productivity by as much as 20%! 
If you mow for a living, that could be an extra $1,000 in your 
pocket every two weeks, from each Ferris machine in your fleet! 

And since our patented suspension systems allow the cutter 
deck to follow the contours of the landscape, you'll have a 

beautiful manicured finish every time. 

Contact your local Ferris dealer for a demo today and 
experience the difference suspension makes! 

What will you do on your day off? 
Ever since I started mowing with 
my Ferris IS" 3100Z, my weekend 
starts on Friday. 
Richard Hale • R.L. Hale landscaping • Suffield, CT 
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continued from page 108 The labyrinth was named 
The Felicie Babin Guey-
mard Memorial Garden in 
memory of the donor's 
mother 
(Below right) The site be-
fore the installation. 

alike. Students are fond of the con-
crete garden benches for sitting, 
reading or thinking. And the space 
has proven popular for weddings, 
even in the Houston heat. "They 
don't have weddings in the chapel, 
they have weddings in the 
labyrinth," Grivich says. 

In addition, the labyrinth is "now listed as one of the top 10 
things to do when you come to Houston," Grivich says. Perhaps 
most exciting is the approval of one particularly special guest: 
Archbishop J. Michael Miller, also a former president of the 
University of St. Thomas. "He came over and was thrilled," 
Grivich says. "He loves labyrinths." LM 

— The author is a freelance writer from New York City 
who is completing her work on her Masters Degree in Journalism 

at the Medill School of Journalism at Northwestern University. 
Contact her at a-gilmore@northwestern.edu 

MTl RainHBIRD 
SALE 

S P R A Y H E A D S 
1 8 0 4 BODY $ 1 . 2 5 

M 1 8 0 6 BODY $ 4 . 7 5 
1 8 1 2 BODY $ 6 . 7 5 
S T D . N O Z Z L E S . . . . $ . 9 5 

W V A D J . N O Z Z L E S . . . . $ 1 . 0 0 
1804 — 

j o g » 

D V VALVES 
1 0 0 - D V & D V - S S $ 1 3 . 0 0 
1 0 0 - D V - M B $ 1 3 . 5 0 
1 0 0 - D V F & D V F - S S . . . . $ 1 4 . 0 0 

ASK ABOUT QUANTITY PRICING 

Order By 1 p.m. 
SHIPS SAME DAY 

800-600-TURE 
M-F 7:30-5 SAT 8-1 P D T Call Now & Save 
www SPRINKLERS 4 LESS 

Leading the Industry in 
Lighting Technology 

50,000 Hour LEDs 

A VISTA 
7*% PROFESSIONAL 

iädiaSfe 
• Solid State Design 

• 50,000 Hours of 
Reliable Operation 

• Eliminate Frequent 
Re-Lamping 

• "Cool Touch" Safety 

• Mix and Match in 
Existing Systems 

Call for a FREE 2007 Catalog: 
800 766 VISTA (8478) 

www.VistaPro.com 
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Any way you cut it, 
it's a Kubota. 

ZD300 Series • B26 TLB • M4800 
From lawn care to landscaping, Kubota gets the 
job done right. Our new ZD300 Series zero-turn 
mower gives you the durability and efficiency of a 
powerful Kubota diesel engine, plus a high-capacity 
HST transmission. 
The versatile B26 TLB compact tractor is equipped 
to do it all with an impressive front loader, powerful 
backhoe and skid steer-type attachments. 
The M4800, with its hydraulic independent PTO 
and partially synchronized transmission, is the most 
productive utility tractor you can buy for the money. 
That's why Kubota always makes the cut with 
today's turf pros. 

Kubota. 
EVERYTHING YOU VALUE 

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

or go to www.kubotaZ40.com 

©Kubota Tractor Corporation. 2007 Circle 167 SAFETY 

http://www.kubotaZ40.com


TOOLS OF THE TRADE 

1.5-mile line-of-site range and an intuitive 
command set, making it a convenient tool for 
contractors. One exclusive feature of the 
TMR-1 is the All Stations Cycle function, 
which tests all stations with a 2-minute run-
time per station. It provides 1 -start system op-
eration for walkthroughs providing increased 
productivity. 
For more information contact Toro Irrigation 
at 800/367-8676 or oro.com I 
circle no. 271 

Propiconazole 14.3% fungicide 
Quali-Pro brand products announced 
California registra-
tion of its post-
patent equivalent of 
Banner Maxx, Propi-
conazole 14.3% 
fungicide. Propi-
conazole 14.3% is a 
broad-spectrum dis-
ease control for cool-
and warm-season 
grasses, trees, shrubs 
and flowers. The 
micro emulsion for-
mulation provides a 
less-odor product with better tank stability 
and excellent plant coverage. 
For more information contact Quali-Pro at 
800/979-8994 or .'ww.quali-pro.com I 
circle no. 272 

Propiconazole 
14.3 

His hands are gellin' 
The durable Gel-Padded Palm Rough 
Rider glove from Galeton is made entirely 
from top-grain cowhide and deep-oil 
tanned for softness. Without compromising 
dexterity, the gel padding ensures a comfortable, 
shock-absorbing grip right where workers need it 
most. Each Rough Rider Glove is sewn with an inset, 
keystone thumb and bound with leather at the cuff. 
For more information contact Galeton at 
800/221 -0570 or I circle no. 269 

Turfco offers front 
traction drive 
Turfco Direct has introduced its new Front 
Traction drive for its TurnAer 4 and TurnAer 6 
aerators. The new Front Traction drive signifi-
cantly increases traction and control available 
during machine transport and while loading 
onto a truck or trailer. Constructed of long-
wearing rubber, the Front Traction drive 
replaces the typical nylon drive drum with 
three (TurnAer 4) or four (TurnAer 6) high-
traction tires. In addition to the traction 
enhancements, the Front Traction drive also 
provides smoother, more refined operation 
on paved or concrete surfaces. 
For more information contact Turfco at 
800/679-8201 or www.turfco .com I 
circle no. 268 

ers greater productivity than traditional 
hand-operated designs. The blocker door 
opens and closes allowing the user to quickly 
and effectively control discharge when mow-
ing around mulch beds, parked cars, homes 
and other objects. 
For more information please contact Exmark 
at 402/223-6300 or rk.com I 
circle no. 270 

Optimum range remote 
Toro Irrigation's TMR-1 Maintenance Remote 
is the only irrigation remote operating on un-
licensed MURS frequencies, giving it optimum 
range without the hassles of FCC licensing. It 
can remotely control up to 500 stations, elim-
inating the need for walking back and forth 
from the field to the controller. It also has a 

New Exmark accessories 
Exmark has introduced two new accessories: 
the Lazerlocker and Operator Controlled Dis-
charge. The LazerLocker' works with most of 
Exmark's riding and walk-behind mowers 
and eliminates the need for chains, straps 
and tie-downs. A sturdy equipment locker, 
this feature secures equipment to a trailer 
and prevents damage. Operator Controlled 
Discharge (OCD) is foot-operated and deliv- continued on page 117 

http://www.turfco.com


WE REDESIGNED THE TANK™ TO 
SATISFY THE PEOPLE WHO MATTER MOST. 

OWNERS. 
Durable construction backed 

by an industry-leading 
3-year limited 

commercial warranty* 

Special sale price on 
THE TANK™ M60 

»7,699** (MSRP »8,199). 

OPERATORS. 
Full-suspension, 

foldable, high-back seat. 

Deck height adjustment can be 
conveniently controlled with 

operator foot pedal. 

Dual-size cup holder accommodates 
small and large beverages. 

Ergonomic operator controls 
for improved visibility. 

Removable foot platform 
for easy maintenance. 

T A N K ™ 
Commercial owners and managers demand the durability, productivity and power THE TANK'" 
delivers. Commercial operators want the comfort and ease of use THE TANK1" offers. This year 
we've made them both happy. Visit www.cubcommercial.com or call 1-877-835-7841. 

*See your local Independent Retailer for limited warranty details and information. Certain limitations and restr ict ions apply. 

" S p e c i a l pricing on THE TANK" M60 with Kawasaki* or Kohler* engine valid through Apri l 23. 2007. See your local Cub Cadet 

Commercial Retailer for details. Special pricing also available for THE ENFORCER" Commercial Zero-Turn Mower and the Commercial YOU CAN'T GET ANY BETTER! 
G 1548 Walk-Behind Mower. 

djub C7cide.tr 

http://www.cubcommercial.com


WHICH TRIMMERS 
WERE YOU 

SEARCHING FOR? 

At GreenSeeker, you find what you were REALLY looking for. 

You know what you're looking for. You need it now. Vital, up-to-the-minute 
information to help you grow your business. The million dollar question is, do you 
know how to find it? 

Landscape Management is pleased to introduce GreenSeeker, the most comprehensive 
Green Industry search engine on the Web. GreenSeeker zeros in on the products, 
services, and news you want and leaves out everything else. 

GreenSeeker gives you a competitive edge - because when you find what you're 
looking for, you're the smarter green industry professional. 

Seek and you shall find. 
Visit www.green-seeker.com today! 

www.green-seeker.com 

http://www.green-seeker.com
http://www.green-seeker.com


101 113. 125 137 149 161 173 185 197 209 221 233 245 257 269 281 293 305 
102 114 126 138 150 162 174 186 198 210 222 234 246 258 270 282 294 306 
103 115 127 139 151 163 175 187 199 211 223 235 247 259 271 283 295 307 
104 116 128 140 152 164 176 188 200 212 224 236 248 260 272 284 2% 308 
105 117 129 141 153 165 177 189 201 213 225 237 249 261 273 285 297 309 
106 118 130 142 154 166 178 190 202 214 226 238 250 262 274 286 298 310 
107 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
108 120 132 144 156 168 180 192 204 216 228 240 252 264 276 288 300 312 
109 121 133 145 157 169 181 193 205 217 229 241 253 265 277 289 301 313 
110 122 134 146 158 170 182 194 206 218 230 242 254 266 278 290 302 314 
111 123 135 147 159 171 183 195 207 219 231 243 255 267 279 291 303 315 
112 124 136 148 160 172 184 1% 208 220 232 244 256 268 280 292 304 316 

I would like to receive (continue receiving) 
LANDSCAPE MANAGEMENT free each month: O Yes O No 
Signature (required) 

SUBSCRIBER NUMBER FROM LABEL 

NAME (please print) 

TITLE 

FIRM 

ADDRESS* 

CITY 

.Date 

.STATE. .ZIP 

*ls this your home address? O Yes O No 

PHONE ( ) 

FAX ( ) 

E-MAIL ADDRESS 

1. My primary business at this location he (Fill in ONE only) 

01 O Landscape Contractors (Installation & Maintenance) 
02 O Lawn Care Service Companies & Custom Chemical Applicators (ground A air) 
03 O Irrigation Contractors & Consultants 
14 O Ornamental Shrub & Tree Services 
15 O Landscape Architects 

04 O Other Contractors/Service Companies (please specify) 

09 O Extension Agents/Consultants for Horticulture 10 O Sod Growers, Turf Seed Growers & Nurseries 
11 O Dealers. Distributors. Formulators & Brokers 12 O Manufacturers 

13 O Other (please specify) 

••i •• SCRUTIONS FOU A GROWING INDUSTRY 

Landscape 
M A N A G E M E N T ! 

APRIL 2007 
Card expires June 15. 2007 

For F A S T E S T S E R V I C E , f a x form to 416-620-9790. 

2 . Which of the following best describes your tit!«? ill in Or a y) 
10 C Executive/Administrator - President. Owner. Partner, Director, General Manager, Chairman of the Board. Purchasing Agent 

Director of Physical Plant 
20 C Manager/Superintendent • Arbor«. Architect, landscape/Grounds Manager Sjoerintendent. Foreman. Supervisor 
30 C Government Official Government Commissioner, Agent Other Government Official 
40 C Specialist - or ester. Consultant. Agronomist. Pilot. Instructor. Researcher. Horticulturist Certified Special« 
50 O Other Titled and Non-Titled Personnel (please specify) 

3 . Which of the following services does your company provide? a L that 

48 O Landscape Lighting 
Installation 

01 O Mowing 04 O Turf Disease Control 07 O Irrigation Services 
05 O Turf fertiktation 06 O Turf Aeration 47 O Beddmg/Perennial 
02 O Turf Insect Control 45 O Hydro-seeding installation 
03 O Turf Weed Control 46 O Erosion Control 06 O Ornamental Care 

12 O Landscape Design U Q Irrigation Installation 
13 O Landscape Installation 15 O Pavmg/Deck/Patio 

4 . Which of the 
27 O Mowers 
18 O Engmes 
16 O Blowers 
17 O Cham Saws 
26 O Line Trimmers 
20 O Fertilizers 
23 O msechodes 

09 O Tree Care 
10 O Pond/Lake Care 
11 O Snow Removal 
49 O fcnmeter Pest Control 

98 O Other (please specify) 

landscape products 
22 O Herbicides 
21 O fungicides 
40 O Bmiogicai/Organics 
36 O Turf Seed/Seed 
32 O Spreaders 
39 O Bedding/Perennials 

Plants 

5 . My firm's annual revenue IK (Fill in O N E 
001 O More than S4.000.000 003 O $1.500.000 S1,999.999 
002 O S2.000.000- S4.000.000 004 O S1.000.000 - S1.499.999 

do you purchase or specify? Fill in ALL that a,.: y ) 
28 O Omamentai/Nursery Products 33 O Tractors 
24 O Irrigation Systems 44 O Pick up Trucks 
38 O Ponds/Water Features 43 O Cab Forward Trucks 
29 O Pavers/Masonry/Bncks/Rocks 37 O Utility Vehicles 

(Hardscape Materials) 41 O Business Management Software 
31 O Skid Steers 97 O Other (please specify) 
42 O Compact Track Loaders 

00SOS500.000 S999.999 
006 O Less than $500.000 

107002 

Publisher reserves the right to reject 
incomplete or non-quahfied requests A QUESTEX PUBLICATION •mtmrmar^. 
Questex Media Group provides certain customer contact data (such as customers' names, addresses, phone numbers and 
e mail addresses) to third parties who wish to promote relevant products, services and other opportunities which may be 
of interest to you If you do not want Questc Media Group to make your contact information available to third parties 
for marketing purposes simply call 866-344-1315 between the hours of 8 00 am and 5:00 pm CT and a customer serv-
ice representative ivill assist you in removing your name from Questex Media Group's lists Outside the U S . please phone 
615-377-3322 Or. indicate so below 
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Products 

continued from page 112 

Tanaka grass 
tr immer 
Tanaka America 
added another 
new grass trim- ^ 
mer/brush cutter to 
its lineup, the TBC-255PF. Weighing just 11.8 
lbs., the TBC-255PF replaces the TBC-245PF 
and is powered by Tanaka's new 25-cc, 1.3-
hp PureFire engine. Other features include: 
solid steel drive shaft, 5-in. semi-automatic 
cutting head, 23-fl.-oz., see-through fuel 
tank, low-profile cutting guard and a 1-year 
commercial warranty. 
For more information contact Tanaka America 
at 253/333-1200 or www.t . com I 
circle no. 273 

Honda portable generator 
Honda Power Equipment's EU6500is portable 
generator delivers fuel efficiency, clean power 
output and super quiet operation in a 
portable package. Producing 6,500 volt am-
peres (VA) (or watts) of power, the EU6500is 
provides crucial home back-up power during 
a blackout or other power emergency. The 
EU6500is is equally at home on a worksite, 
campsite or for RV camping and tailgating 
due to its portability and compact design. 
Compared to the earlier Honda FX5500 gen-
erator, the EU6500is is more than 33% 
smaller with a dry weight of only 253 lbs. 
For more information contact Honda Power 
Equipment at 800-426-7701 or 
www.honda.com I 
circle no. 274 

Storm turf & 
irrigation valves 

Storm Manufacturing Group intro-
duced a complete line of specialized brass 

garden valves and adapter fitting accessories 
used for a variety of lawn maintenance and 
irrigation applications. Included in the product 
line is the Sterling series ET controller, a 
specialized turf and landscape irrigation sys-
tem controller that promotes water saving. 
The controller is able to preserve water by 
monitoring and adjusting the watering 
schedule to the weather conditions. This 
allows the controller to disburse the correct 
amount of water that is necessary to satisfy 
the receiving area. 
For more information contact Storm Industries 
at 310/534-5232 or www.stormind.com I 
circle no. 275 

Dismiss label amendments 
FMC Professional Solutions' Dismiss turf her-
bicide received EPA approval for several label 
amendments. These include: post-emergent 
control of goosegrass addition; shortened 
overseeding and reseeding intervals; short-
ened sod establishment interval; purple 
nutsedge split application table; St. Au-
gustinegrass addition; and surfactants not 
recommended. Dismiss will also now be avail-
able in a new two ounce container for lawn 
care operators. Dismiss turf herbicide provides 
post-emergent control of yellow nutsedge, 
purple nutsedge and green kyllinga, with visi-
ble results in two days. It also offers pre-emer-
gent control of annual broadleaf weeds. 
Contact FMC Professional Solutions at 
800/321-1 FMC or visit the Web site 
www.FMCprosolutio I circle no. 276 

s n o w p u s h e r p a r t s c o m 
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. 

Circle 162 

• jk traditional wooden stakes 
G k 3 § ~ Earthwinrjs 

t o i o c k i n p l a c e Which would your customers prefer? 
cal l ( 4 1 3 ) 2 2 9 - 7 9 1 9 or visit www.BerkshireEarthwings.com 

Circle 163 
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Every month the Classified Showcase 

offers an up-to-date section of the 

products and services you're looking for. 

D o n ' t miss a n issue! 

A D V E R T I S I N G 
I N F O R M A T I O N : 

Call Kelli Harsany at 
800-669-1668 x3767 
or 216-706-3767, 
Fax:216-706-3712, 
E-mail: 
kharsany@questex.com 

B U S I N E S S F O R S A L E 

L a r g e L a n d s c a p e I n s t a l l a t i o n & 
M a i n t e n a n c e B u s i n e s s f o r s a l e . 

G r o s s r e v e n u e $ 2 . 5 M , l o c a t e d in I l l i n o i s . 
C a l l f o r d e t a i l s ( 6 3 0 ) 8 4 8 - 1 7 8 4 

w w w . n a p e r r e a l t y . c o m 

B U S I N E S S O P P O R T U N I T I E S 

PROFIT $ PROFIT $ PROFIT 
T h e a n s w e r i s N O T m o r e j o b s & m o r e e q u i p m e n t ! P r o f i t s U n l i m i t e d 
i s t h e rea l d e a l . O u r m a n u a l s & C D s wi l l h e l p v o u e a r n m o r e C A S H & 

P R O F I T f o r y o u , G U A R A N T E E D ! 

CALL: 8 0 0 - 8 4 5 - 0 4 9 9 www.profitsareus.com 

"Simply put, our net profit went from 7.66% to 33.3% after applying Profits Unlimited 
strategies." Mike Rogers Care Takers Ground Maintenance 

If you don't change anything today, 
nothing will be any different tomorrow! 

Taking Your PROFITS To The Next Level 
S y n t h e t i c G o l f G r e e n s V o t e d , 
" T h e # 1 P r o f i t a b l e S e r v i c e I d e a Of 2 0 0 6 " R e a s o n s T o C a l l U s : 

* Huge Profit Center - Up To 6 0 % 
* Advanced Online Training 
* Utilize Existing Equipment 
* An Easy Add-On Serv ice 
* Up Se l l Existing Products 
* Greens Se l l More Landscapes 

FREE VIDEO 
800-334-9005 

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

• Payment must be received by the classified closing 
date. 
• We accept VISA, MASTERCARD, and AMERICAN 
EXPRESS. 
• Mail LM Box # replies to: Landscape Management 
Classifieds, LM Box# , 
306 W. Michigan St., Suite 200, Duluth, MN 55802. 
(please include LM Box # in address). 

B U S I N E S S O P P O R T U N I T I E S ( C O N T ' D ) 

Building Successful Relationships 

Since 1998 

Call us today 877-881-8477 
w w w . t h e p u t t i n g g r e e n c o m p a n y . c o m 

w w w . x - g r a s s . c o m 

WANT TO BUY OR 
SELLA BUSINESS? 

Professional Business 
Consultants can obtain purchase 
offers from numerous qualified 

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

buyer. This is a FREE APPRAISAL of your business. 

If you are looking to grow or diversify through 
acquisition, I have companies available in Lawn Care, 

Grounds Maintenance, Pest Control and Landscape 
Installation all over the U.S. and Canada. 

182 Homestead Avenue, Rehoboth, MA 02769 

7 0 8 - 7 4 4 - 6 7 1 5 • Fax 5 0 8 - 2 5 2 - 4 4 4 7 
E - m a i l p b c m e l l o 1 @ a o l . c o m 

Looking to hire 
someone? 

Reach thousands of professionals in your 
industry by placing a classified ad! 

mailto:kharsany@questex.com
http://www.naperrealty.com
http://www.profitsareus.com
http://www.allprogreens.com
http://www.theputtinggreencompany.com
http://www.x-grass.com


FOR SALE HELP WANTED 

MiULeh 

I Renews the color of faded, 
I sun-bleached mulch. Bio-Friendly. 
J Lasts the season. Won't harm 
I plants. Black or Dark Brown. 
15 gallon container covers 10,000-
120,000 sq. ft. $124.99 + S/H. 

www.mulchrenew.com 
6 1 0 - 5 8 4 - 8 8 3 0 

Turbo Technologies, Ine, 
1-800-822-3437 

www. Turbo Turf.. co m 

GPS TRACKING SYSTEMS 
Live and "no fee" 

800-779-1905 
www.mobi l e t imec lock . com 

Here are illlxhb words 
that will help 

keep your ad in your 
prospective customers plans 

FREQUENCY 
FREQUENCY 

FREQUENCY 
Call to find out how you can save 

with frequency advertising! 
Kelli Harsany 

800-669-1668 x3767 

BRICKMAN 
Enhancing the American Landscape Since 1939 

B r i c k m a n is l o o k i n g for l e a d e r s 

w h o are i n t e r e s t e d in g r o w i n g t h e i r 

c a r e e r s w i t h a g r o w i n g c o m p a n y . 

N a t i o n w i d e c a r e e r a n d i n t e r n s h i p 

o p p o r t u n i t i e s a v a i l a b l e in: 

• L a n d s c a p e M a n a g e m e n t 

• L a n d s c a p e C o n s t r u c t i o n 

• I r r i g a t i o n 

• A c c o u n t i n g 

• B u s i n e s s A d m i n i s t r a t i o n 

Start growing your career at: 
brickmangroup. com 

O P E R A T I O N S & M A I N T E N A N C E 
A S S I S T A N T S U P E R V I S O R 

G R O U N D S S E R V I C E C R E W 

The University Facilities Department of The 
University of Chicago is seeking an Operations 
& Maintenance Assistant Supervisor-Grounds 

Service Crew to manage the day-to-day mainte-
nance and coordination of the Facilities Ser-

vices' ground services crew. Assists in super-
vising a crew, developing and managing an 

operational budget, scheduling and planning 
work, conducting inspections, and ensuring that 

work meets the quality standards. Assumes 
main supervisory duties when the Supervisor is 

absent. Requirements: Associate's degree in 
Applied Science of Horticulture, Landscape 

Certification, or related degree preferred; valid 
Pesticide Applicator License required; Illinois 

Pesticide Certification within first six months of 
employment required; a minimum of six years 

of experience in grounds maintenance and 
landscaping activities, including the use of pes-
ticides, required; a minimum of three years of 
lead or supervisory experience in the grounds 

management industry required; knowledge and 
understanding of modern grounds maintenance 
management techniques required; demonstrated 

understanding of landscaping horticulture, 
particularly grass and turf, irrigation systems, 
plant material, as well as litter control, snow 

removal, and event set-up required; knowledge 
and understanding of operation and mainte-
nance of motor vehicles and grounds care 

equipment required; strong comprehensive 
management skills and techniques required; 

strong planning and scheduling skills required; 
customer service orientation required; valid 

driver's license required. 
For a full description of the qualifications for 

this position, please reference requisition 
number and apply on line at: 
http: / / jobs .uchicago.edu. 

Reference: #075268 
The University o f Chicago is an 

Equal Opportunity/Affirmative Action Employer. 

OKLAHOMA | 

fathiteet 
ttnditApt Owhitttii 

Oklahoma Landscape, Inc. is a design build 
firm specializing in medium to upper level 

residential & commercial projects in & 
around the Tulsa, OK area. Since 1985, we 
have been building long term relationships 
with our clients through unbelievable cus-

tomer service, creative landscape solutions & 
problem solving. Continued growth presents 
key opportunities within our company. We 

are currently seeking a career minded 
Landscape Architect with a min. 2 years 

experience to join our growing team. LA reg-
istration preferred or in process. Successful 
candidate will be interested in building a 

dynamic career & enthusiastic about working 
with other design prof's., project mgrs. & 

clients to develop creative & forward thinking 
landscape concepts & master plans. If you 
are interested in being a part of something 
great, then we would like to hear from you. 
Contact Aaron Wiltshire, President 

at 918-834-4337; or email resume to 
aaron@oklahomalandscape.com; 

fax # 918-835-6624. 

Land-Tech Enterprises Inc. is one of the 
Delaware Valleys largest multi-faceted 
landscape firms. Serving commercial 

clients throughout PA/NJ/DE. 
Our continued growth presents exciting 

career opportunities with unlimited 
growth potential! 

Career opportunities in management, 
production, supervision and crew level 

are available in the following work 
disciplines: 

• Landscape Management 
• Landscape Construction 

• Erosion Control 
• Business Development-Estimating 

Contact Human Resources at 
215.491.1470 or fax resume to 

215.491.1471 
careers@landtechenterprises.com 

www.landtechenterprises.com 

http://www.mulchrenew.com
http://www.mobiletimeclock.com
http://jobs.uchicago.edu
mailto:aaron@oklahomalandscape.com
mailto:careers@landtechenterprises.com
http://www.landtechenterprises.com


HELP WANTED (CONT'D) 

S E R P I C O L A N D S C A P I N G , I N C . 

A successful 17-year-old business in the 
SF Day Area has dynamic opportunities 
for experienced landscape maintenance 

professionals to join us as: 

• Account M a n a g e r s 
• B ranch M a n a g e r s 

For Info. Call (510) 293-0341 
jobs@serpicolandscaping.com 

U.S. LAWNS 
NO ONE KNOWS THE 

LANDSCAPE MAINTENANCE 
WDUSTRY LIKE WE DO. 

Use your experience as an Account Manager. 
Operations Mgr.. Branch Manager or 

Regional Manager to work for you. 

E-mail resume to hr3uslawns.net or 
tax to 407/246-1623. 

ILS. LAWNS 

& associates, Inc. 

Nakae & Associates, Inc. is one of southern 
California's leading Native Habitat Revegetation 
and Restoration Contractors. Since 1984, we have 
been creating and maintaining both native habitats 
and commercial landscape ana irrigation projects. 
Our continued growth presents excellent career 
opportunities with unlimited potential for 
advancement. We are currently seeking people for 
the following positions: 

• Project Managers 
• Superintendents 
• Foremen 
• Crew Leaders 
• Drivers 
• Equipment Operators 
• Revegetation Specialists 
• Spray Technicians (QAL, QAC) 

Please send your resume to the attention of 
Mr. Kevin P. Kirchner @ ocstaff@nakae.com 

or fax to (949) 786-2585. 
Nakae & Associates, Inc. 

11159 Jeffrey Road, Irvine, CA 92602 lettrey 
ph. (9 49) 786-0405 

R E A D Y F O R A C H A N G E ? 

w w w . G r e e n I n d u s t r v - J o b s . c o m 

Natural High 
Are you enlivened by landscaping? Empowered 
by excelling? Motivated by managing? Tuned in 
to teamwork? Turn your energy into a successful 
long-term career at one of Southern CA's 
premier firms and help us reach new heights. 

We are looking for the following positions in 
our Landscape Maintenance, Plant Health Care 
and Tree Care Departments: 

• Branch Managers 
• Account Managers 
• Sales 

Branches in Los Angeles, 
Riverside. San Diego 
and Vtentura 
Counties. 

email: humanresources@staygreen.com 

Fax: 877-317-8437 Website: www.staygreen.com 

F L O R A P E R S O N N E L , I N C . 
In our third decade of performing 

confidential key employee searches for 
the landscape/horticulture industry and 

allied trades worldwide. 
Retained basis only. 

Candidate contact welcome, 
confidential and always FREE. 

1740 Lake Markham Road 
Sanford, FL 32771 

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

www.florapersonnel.com 

G O T H I C L A N D S C A P E , I N C . / 
G O T H I C G R O U N D S 

M A N A G E M E N T , I N C . 
Since 1984, we have been creating long-term 
relationships with clients through outstanding 
personalized service and problem solving. We 
are one of the largest landscape contractors in 
the southwestern US operating in the greater 

Los Angeles, San Diego, Phoenix and Las 
Vegas markets. The Company specializes in 
landscape construction and maintenance for 

residential master-planned community develop-
ers, home builders, and industrial commercial 

developers. We offer an excellent salary, 
bonus and benefits package. Outstanding career 
opportunities exist in each of our fast growing 

branches for: 
Account Managers 

Estimators 
Foremen 

Irrigation Technicians 
Project Managers 

Purchasing Agents 
Sales Personnel 

Spray Technicians (QAC. QAL) 
Superintendents 

Supervisors 

For more information, visit 
www.gothiclandscape.com 

or email: hr@gothiclandscape.com 
Ph: 661-257-1266 x204 

Fax: 661-257-7749 

- T r u G r e E N LandCare 
Seeking Highly Qualified Landscape Professionals 
VA • MD • DC • DE • PA • NJ • NY • CT • MA • NH 

W e ' r e E x p a n d i n g O p e r a t i o n s in 2 0 0 7 ! 
Regional Manager 
Branch Managers 
Install/Contract Maintenance Mgrs 
Sales Managers & Entry-Level Reps 
Supervisors (Install/lrrigation/Maintenance) 
Manager Trainees 
Landscape Designer/Arch 

Excellent compensation, rewarding bonuses & incentives, 
aggressive commission plan, company vehicle, relocation, 

promotions across US, complete benefits package & much more! 
Email: shericollins@landcare.com or fax 301 -924-7782. EOE 

Live in the R O C K Y M O U N T A I N S 
A 23-yr-old landscape company serving 

Denver, CO Springs, & Front Range, looking 
for qualified landscape foreman to start 

immediately. Must have min 5 yrs exp w/large 
high-end res & comm projects with skills in 

water features, hardscape and irrigation. 
Needs clean DL, bilingual a plus. Year-round 
work, paid vac/holiday, salary/benefits DOE. 

Visit websi te @ c lass icgardens inc .com. 
R e s u m e faxed to (719) 591-7430, 

or e-mai l as W o r d doc to 
sa les@class icgardens inc .com 

SOFTWARE 

The #1 all-in-one software for lawn 
care and landscaping contractors 

Customer Management 
Scheduling, Routing 

Job Costing, Estimating 
Inventory, Purchasing 

Automatic Billing, Invoicing 
AR/AP, Payroll, Accounting 

Marketing, Mobile Computing 
Download a free demo of the software that has 

been setting the standard for two decades! 
w w w . w i n t a c . n e t 1 - 8 0 0 - 7 2 4 - 7 8 9 9 

Don' t s t r e s s 
about finding new customers. 

Place a classified ad with Landscape 
Management Magazine 

www.landscapemanagement.net 

mailto:jobs@serpicolandscaping.com
mailto:ocstaff@nakae.com
http://www.GreenIndustrv-Jobs.com
mailto:humanresources@staygreen.com
http://www.staygreen.com
http://www.florapersonnel.com
http://www.gothiclandscape.com
mailto:hr@gothiclandscape.com
mailto:shericollins@landcare.com
mailto:sales@classicgardensinc.com
http://www.wintac.net
http://www.landscapemanagement.net


Adkak Tech I p6 
Circle # 106 
800/586-4683 
www.adkad.com 

Advan LLC / p(reg)81 
Circle # 1 6 5 
800/250-5024 
www.advanllc.com 

Alocet / p21,23 
Circle # 116,119 
877/529-6659 
www.alocet.com 

Aquascape Designs I p91,93 
Circle # 160,146 
www. aqua sea peine, com 

B A S F Corp I p(reg)17 
Circle # 115,170 
800/545-9525 
www.basf.com 

Bayer Environmental I 
p7,15,28-41, (reg)81 
Circle # 108,114,122,141 
800/843-1702 
www. bayerprocentral. com 

Bell Labs Inc / p5,70 
Circle # 1 0 5 , 1 3 6 
800/323-6628 
www.talprid.com 

Berkshire Products I p117 
Circle # 163 
413/229-7919 
www. berkshireproducts. com 

Bio Safe Systems I p91 
Circle # 1 1 7 
888/273-3088 
www. biosafesystems. com 

BOB-CAT(Commercial 
Ground Care Inc) I p71 
Circle # 131 
866/469-1CGC 
www. bobcatturf. com 

Bobcat Co / p49 
Circle # 1 2 5 
701/241-8700 
www.bobcat.com 

Brillion I p80 
Circle # 1 3 9 
800/409-9749 
www. brillion farmeq. com 

Case Corp I p53 
Circle # 1 2 4 
262/636-0111 
www.casece.com 

Champa Ceramics I p104 
Circle # 152 
206/762-8395 
www. champaceramics. com 

Chemical Containers Inc I p72 
Circle # 132 
800/346-8485 
ivvvw. chemicalcontainter. com 

Chevrolet Truck / p27 
www.chevrolet.com 

Corona Clipper I p45 
Circle # 123 
800/847-7863 
www. coronaclipper. com 

Cub Cadet / pi 13 
Circle # 1 6 1 
www.cubcadet.com 

Dig Corp I p82 
Circle # 142 
800/322-9146 
www.digcorp.com 

Dimex Corp I p108 
Circle # 127 
800/334-3776 
www. dimexcorp. com 

Dodge Chrysler I p50-51 
8OO/4-A-DODGE 
www. dodge, com/commercial 

Dow Agro I p47(reg)84-85 
800/255-3726 
www.dowagro.com 

Drafix Software I p106 
Circle # 1 5 5 
818/842-4955 
www.drafix.com 

Dupont / p62-65 
Circle # 1 2 8 
www2.dupont.com 

Exaktime p19,70 
Circle # 118,137 
888/788-8463 
www.exaktime.com 

F M C Corp I p(reg)61,83 
Circle # 126,154,144 
800/321-IFMC 
www. talstar-one. com 

Farmsaver I p69 
Circle # 129 
800/979-8994 
www.quali-pro.com 

Ferris Ind Ine I p109 
Circle # 159 
800/933-6175 
www. ferrisindustries. com 
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ServiceMaster 18 
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Symantec 56 
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This index is provided as an 
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for errors or omissions. 
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Finn Corp I p3 
Circle # 104 
800/543-7166 
www.finncorp.com 

Ford Motor Media I p66-67 
www. commtruck. ford, com 

Forestry Suppliers I p8,104 
Circle #109 ,153 
800/647-5368 
www. forestry-suppliers, com 

Gowan Co I p24 
Circle # 120 
800/883-1844 
www.gowanco.com 

Green Ind Innovators I p60 
Circle # 150 
330/875-0769 
www. mulch mule, com 

Howard Fertilizer I 
p(reg)96-97 
Circle # 148 
888/668-5868 
www. howardfertilizer. com 

Intl Truck & Engine I cv2 
Circle # 101 
www. Internationaldelivers. com 

John Deere Const I p12-13 
Circle # 1 1 3 
800/333-7357 
www.deere.com 

John Deere & Co I cv4 
Circle # 103 
309/765-8000 
www.deere.com 

Kubota Tractor Corp I p111 
Circle # 167 
www.kubota.com 

L T Rich I p8,80 
Circle # 110,140 
765/482-2040 
www.z-spray.com 

Lebanon Turf I p95 
Circle # 172 
800/233-0627 
www.lebturf.com 

Marsan Turf & Irrigation I 
p48,78,110 
Circle # 130,173,157 
909/592-2041 
www. marsanturf. com 

Modeco Systems LLC I p9 
Circle # 1 1 1 
262/677-8184 
www. modecosystems. com 

New Holland North I cv3 
Circle # 102 
888/290-7377 
www. newholland. com/na 

Nufarm Americas Inc I p57-
58,79 
Circle # 1 3 8 
630/455-2000 
www. turf. us. nufarm. com 

Oregon Tall Fescue I p10 
Circle # 1 1 2 
503/585-1157 

Rain Bird Sales Inc I p77 
Circle # 1 6 6 
800/RAINBIRD 
www.rainblrd.com 

Sepro I p100 
Circle # 1 4 9 
317/580-8282 
www.sepro.com 

Shindaiwa Inc I p86-87 
Circle # 145 
www. shindaiwa. com 

SIMA/ p(reg)123 
www.sima.org 

snowpusherparts.com I p117 

Circle # 1 6 2 
888/SNOPART 
www.snowpusherparts. com 

Software Republic / p82 
Circle # 143 
281/463-8804 
www.raincad.com 

Spraying Systems Inc I p25 
Circle # 121 
630/665-5000 
www.teejet.com 

Syngenta Prof Prods I 
p55,88-89 
Circle # 169,168 
800/334-3776 
www.syngentapp. com 

Target Specialty Prods I 
P(reg)123 
Circle # 164 
562/802-2238 
www. target-specialty, com 

Toro I p107 
Circle # 171 
www.toro.com 

Turfco Mfg Inc I p73 
Circle # 134 
800/679-8201 
www.turfco.com 

U S Lawns I p6 
Circle # 107 
407/246-1630 
www.uslawns.com 

Vermeer I p75 
Circle # 135 
888/837-6337 
www.vermeer.com 

Vista Prof Outdoors I 
p110 
Circle # 158 
800/766-8478 
www.vistapro.com 

Walker Mfg I p72 
Circle # 133 
800/279-8537 
www. walkermower. com 

Wells Cargo / p22 
Circle # 151 
800/348-7553 
www. wellscargo. com 

Wright Mfg/p103 
Circle # 1 5 6 
301/360.9810 
www. wrightmfg. com/ 

This index is provided as an 
additional service. The publisher 
does not assume any liability 
for errors or omissions. 

Check it out! 
If you're already an LMdirect! 

subscriber, you know it's one of 

the best ways to get the latest information on the Green Industry. 

Visit www.landscapemanagement.net to sign up for the free 

e-newsletter that delivers news headlines, field reports, Web-

exclusive content and more to your inbox. 
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SMALL/MID-SIZED COMPANIES TO WATCH 

Ecology Landscape 
Deep environmental roots guide this business owners approach. 
BY JANET AIRD 

George Kerr's work as 
a landscape de-
signer and contrac-
tor comes from his 

passion: the environment. 
"My roots with the envi-

ronment go back all my life," 
says Kerr, owner of Ecology 
Landscape in Simi Valley, CA. 

He's worked in landscap-
ing since he was 7 years old, 
when he began helping in his 
father's landscape business. 
Kerr, a commissioner with the 
Ventura County Fish and 
Game Commission for more 
than 12 years, started Ecology 
Landscape in 1970. 

"I specialize in restoration 
ecology," Kerr says. "I'm very 
much concerned about the 
restoration of our wildlife." 

Ecology Landscape has 
won several awards through 
contractors' associations, Kerr 
says, and has been voted 
"Business of the Year" by the 
Simi Valley Chamber of 
Commerce. 

Kerr's favorite work is cus-
tom residential design and in-
stallation. This is where his 

Environmental focus. 
George Kerr specializes 
in restoration ecology. 

love of the environment and 
for sustainability meet. 

"I want to have things or-
ganized and balanced, with a 
reason, flow and rhythm," he 
says. His designs take into 
consideration the climate of 
the area and the microclimate 
of the property, the architec-
ture of the house and even 
the way the house sits on the 
lot. He also makes sure the 
design suits the lifestyle of the 
homeowners and their fami-
lies. If a gardener is going to 
do all the maintenance, Ken-
makes sure the landscape 
needs minimal attention. 

• • Location: Simi Valley, CA Founded: 1970 
Business mix: 100% design/build Full time employees: 8-10, 
depending on the time of year 

Kerr encourages the home-
owners to get at least one 
specimen tree. He designs the 
plantings in zones, and sets the 
irrigation system for each 
zone. He also takes care in 
preparing the soil. He uses in-
tensive soil amendments and 
different kinds of fertilizers, 
both organic and chemical, 
depending on the time of year. 

Even when an installation 
is finished, Kerr isn't. "I go by 
my projects all the time," he 
says. 

He does 'tune-ups' for his 
customers, to maintain the 
landscaping at the same level 
as when it was installed. "I al-
ways worry about mainte-
nance," Kerr says. "When a job 
is done right, it's pretty self-
sufficient, but every job does 

have to be maintained 
to a certain extent." 

His crew takes the 
same care in their 
work. "I'm really 

proud of them. They take 
great pride in presenting 
themselves well, doing a qual-
ity job and keeping the work 
area cleaned up," Kerr says. 

Kerr gets all his work 
through referrals. One advan-
tage of referrals is that he isn't 
locked into one given area, he 
says. Another is that he has a 
competitive edge when peo-
ple have heard of him. 

He's glad to see homeown-
ers gravitating toward sustain-
able landscaping, although, he 
says, too many of them hire 
'fly-by-night' landscapes who 
plant the wrong materials in 
the wrong spot, or invasive 
species, which sooner or later 
have to be taken out. "Land-
scape malpractice is truly out 
there," he says. 

He sees part of his job as 
educating homeowners. 

"I try to help them make 
the right decisions," he says. 
"I do my best for the envi-
ronment and the home-
owner." LM 

— The author is a freelance 
writer in Altadena, CA. 

Contact her at 
janet.aird@earthlink.net. 

mailto:janet.aird@earthlink.net


NEW HOLLAND 

THE 
UMDSCAPER'S 

CHOICE 

New Holland skid steer and compact track loaders boost landscaping 
productivity and your bottom line. 

Super Boom® Skid Steers—Super Boom® lift linkage delivers maximum 
forward reach at maximum lift height. The long wheelbase and low center 
of gravity yield rock-solid stability and exceptional lift capacity. Seven 
models with operating capacities from 1,350 to 2,800 lbs. 

Compact Track Loaders—superior flotation and stability delivered by 
ground-hugging tracks with the reach and lift capacity of our patented 
Super Boom®. The compact track loader conquers challenging terrain 
with ease to keep you working at full speed. Three models with operating 
capacities from 2,200 to 2,900 lbs. 

For more information on these powerful landscaping tools and 
available attachments, see your New Holland dealer or visit our 
website at www.newholland.com 

Backed by a 1-Year Unlimited-Hour Standard Warranty* 

' C e r t a i n restrictions m a y apply. S e e your N e w Hol land const ruc t ion e q u i p m e n t dea le r for detai ls . 
© 2 0 0 7 C N H Amer ica LLC. N e w Ho l land is a t r a d e m a r k of C N H A m e r i c a LLC. 

Cirde 102 «8 NEW HOLLAND 

http://www.newholland.com


"In a matter of seconds, 
you can go from 

mulching to side-discharge. 
There's not another 

mower that can do that." 

The New John Deere 7-lron II™ Mulch-On-Demand Deck. 

'When we want to side-discharge, we can do it right from the 
seat," says Mike. "And we don't have to carry an extra piece of 
equipment" Just by engaging a lever from the operator's seat, 
the 7-lron II mulch-on-demand deck goes from mulching to 
side-discharge in an instant. 

Mike Dvkstra, Dykstra Landscape Services Inc., Grand Haven, Michigan 

^ ^ I S S e e more of w h a t M ike Dykstra has to say at w w w . m o w p r o . c o m 

Circle 103 

J O H N D E E R E 

http://www.mowpro.com

