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NEW HOLLAND 

THE 
LMIDSCAPEITS 

CHOICE 

New Holland skid steer and compact track loaders boost landscaping 
productivity and your bottom line. 

Super Boom00 Sk id Steers—Super Boom® lift linkage delivers maximui 
forward reach at maximum lift height. The long wheelbase and low cente 
of gravity yield rock-solid stability and exceptional lift capacity. Seven 
models with operating capacities from 1,250 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. Choose 2,500 or 2,900 lb. 
operating capacity. 

For more information on these powerful landscaping tools and 
available attachments, see your New Holland dealer or visit our 
website at www.newhol land.com 

Backed by a 1-Year Unlimited-Hour Standard Warranty* 

'Certain restrictions may apply. See your New Holland construction equipment dealer for details. 
© 2007 CNH America LLC. New Holland is a trademark of CNH America LLC. 
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J A N U A R Y 2 0 0 7 / I S S U E #1 / V O L U M E 46 

16 Training Room 
One negative person on our team can be as 
destructive to your plan as a hand grenade 
with the pin out. 
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Treat your people well, and they'll treat your 
business well. 
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Maximize your time by minimizing hours of manual labor. Take on an enormous job while sitting in 
a cool, air-conditioned cab. With Bobcat® equipment, you'll roll on to the next job in record time. 

One Tough Animal 

1 866 823 7898 ext 663 www.bobcat.com/landscape Ingersoll Rand 
Compact Vehicle Technologies 
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JBJBHJJlandscapemanagement.net LM.net »ONLINE RESOURCES 
Industry news and events 
Read the latest news 
headlines before the print 
issue comes out, and plan 

L A N D S C A P E M A N A G E M E N T C O N T I N U E S O N L I N E / J anua r y 2007 your travel with our 
complete events schedule. 

E-newsletters 

Coming up roses 
Check online for the story on how 
Rain Bird created its 'Natural Beauties' 
float for the annual Tournament of 
Roses Parade. The float was 32 feet tall 
and 55 feet long, carried more than 
13,000 lbs. of water and featured a 15 
foot waterfall, all highlighting Rain 
Bird's commitment to water conserva-
tion and nature. 

»Readers respond 
When you run a business, you 
never stop learning. So we asked 
our readers, "What's been 
your most valuable source 
for business insight?" 
Here's what you said: 

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. 
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Mentors & experienced veterans 

School of hard knocks 

Books & magazines 

Trade shows & association meetings 

In a business class at a college 

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

»Special issue 
Landscape Management's 
Green Industry search 
engine Green-Seeker.com provides you with a listing of 
suppliers, distributors, associations and more online. Visit 
www.green-seeker.com for the most comprehensive 
compilation of Green Industry resources 

»Overheard 
Seed catalogs have 

resulted in more unfulfilled 
fantasies than Enron and 

Playboy combined. 
— Michael Perry, author of "Big Rigs, Elvis & Grand Dragon Wayne" 

http://www.landscapemanagement.net
http://www.green-seeker.com
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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


U.S. LAWNS Landscape 
M A N A G E M E N T ! 

VISIT US ON THE WORLD WIDE WEB AT www. landscapemanagement .net 
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Editor in Chief RON HALL I 216/706-37391 rhall@questex.com 
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R e a d e r a d v i i o i y p a n e l 

To find oul mere about ns and the opportunity U.S. Lawn can attar you. contact 

U.S. Lawns 
4407 Vineland Road • Suite D-15 
Orlando, FL 32811 • Toll Free: 1-800-USLAWNS 
Phone: (407) 246-1630 • Fax: (407) 246-1623 
Email: info@uslawns.com • Website: www.uslawns.com U.S. LAWNS 

Circle 105 

The new M o n t a g e ® we lded steel ornamental fence system blends 
advanced manufacturing and coating technology with innovative 
ideas from fence professionals to satisfy all requirements for con-
siderably less than ornamental fences of the past. It is acclaimed as 
"the greatest innovation ever introduced in the fence industry"! 

Fusion-welded for durability 
E-coated maintenance free finish 

Backed by 20-Year Warranty 

li";"j| A M E R 1 S T A R " 
1555 N. Mingo Road Tulsa, OK 74116 
Phone 1-888-333-3422 Fa* 1-918-835-0899 

t mail: tnktg « aarrtatarffacf.com 
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NO ONE KNOWS THE 
I £LANDSCAPE MAINTENANCE 
1 IW3STRY LIKE WE DO. W 

. ...nning to start a landscape maintenance company? 
Already in the landscape maintenance industry? 
Then let U.S. Lawns show you how to start or 
convert your business and grow with the leader 
in the commercial landscape maintenance industry. 

Our four Ideals, Trust Quality Service Value ig \ 1 

"No Job is Too Big or Too Small" philosophy, make II. S. Lawns a "cut above" tti 

• Superior Financial 
Management 

• Low Capital Investment 
• Financial Assistance 

• Protected Territories 
• Ongoing Support 
• Corporate Purchasing Power 
• Sales & Marketing Guidance 

http://www.landscapemanagement.net
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OREGON TALL FESCUE COMMISSION 
1193 Royvonne Ave. S / Suite 11 / Salem, OR 97302 / 503-585-1157 
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Check ouf 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 • 8 7 7 - 4 8 2 - 2 0 4 0 • sales@z-spray.com 

THE BEST JUST KEEPS 
GETTING BETTER! 

The N E W Z - S P R A Y 
J U N I O R - 3 6 
• 35 ft" width (or gated 

lawns 
• Redesigned spray tank for 

lower center of gravity 
• All the standard features of 

our current units 
• Powered by Kawasaki 

The N E W Z - M A X 
• 50 gallon Capacity 
• Wider wheel base 

Prond supporter of these green indnstry professional organizations: 

American Nursery & Landscape Association 
1000 Vermont Ave., NW, Suite 300 

A N I A 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 / Fax: 814/238-7051 

The Irrigation Association 
9Member 6540 Arlington Blvd. 

Falls Church, VA 22042 
m J J l B k 703/573-3551 

www.irrigation.org 

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

You really don't have to. but if you did, you w o u l d b e comforted 
k n o w i n g you've got the eas iest towing , most d e p e n d a b l e and 
longest - las t ing trailer o n the road beh ind you. Thousands of 
trailers on the job is our proof. Over 5 0 years in the trailer bus iness 
and our comprehens ive 6-Year Warranty is your protection. 

can toii-free (800) 348-7553 or visit ui on the web at w w w . w e l l s c a r g o . c o m 
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PgMS 
PLANET 

RISE 

S I M A 

SportsTurf 
• MANAGERS ASSOCIATION 

T . T 0 C A 

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.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.wellscargo.com
http://www.landcarenetwork.org
http://www.pestfacts.org
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http://www.sportsturfmanager.com
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Nothing Runs Like A Deere 

J t y h j L to. ViP 

i t m m m m m m 

1 • < r ' i . . » _ 

"J 

Over an eight-hour day, the Deere 317 can move 168 more tons of material than the best-known 
skid steer. That's about a dozen more truckloads. Even if you don't run a skid steer all day long, it's 
to see you get a pile of added productivity for your money. 

Run the numbers, and you'll run with Deere. 
www.JohnDeere.com/168tons 
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BUSINESS THE TOTAL PACKAGE 

Design/build is now 
BY RON HALL / Editor in Chief 

In a pre-dawn winter drizzle I'm sliding 
pavers out of the back the wife, Vicky's 
10-year-old Chevy Blazer. It's filled with 
5-lb. pavers, 258 to be exact, the last of 
more than two tons of pavers that we've 
purchased the previous several days. I 
carry the red, brick-sized blocks, stacked 

five high, in gloved hands. In the rain I arrange them 
in neat rectangular rows on the turfgrass and mud 
(now mosdy mud) behind our 85-year-old, white, 
two-story frame home. 

I'm not happy. My aged Eagle Summit won't 
start. Predictably. That means I'm driving the Blazer 
to the office. I want to drive an "empty" Blazer. 

You've probably guessed what's coming next — 
Vicky has decided she will have a decorative stone 
patio complete with fireplace. By summer she will 
have it. My orders are clear — to remove the 18-
year-old deck that we rarely use anymore and begin 
the task of laying pavers in spring. 

Plans carefully drawn and redrawn, Vicky (even in 
the leafless gray of winter) envisions clinking wine 
glasses, friends and soft conversation on warm summer 
nights. She hears soft music and feels the warmth of a 
crackling fire as lightning bugs wink in the moonglow 
of her nearby flower garden. It's frightening. 

Does that sound familiar, from some of your 
clients, I mean? 

Outdoor home entertaining is not a trend; it's a 
phenomenon. Patios. Stone walkways. Outdoor 
kitchens. Water features. Pergolas. Formal gardens. 

Homeowners get it. They appreciate that their 
properties are not there just to mow and fuss over. 
They realize that their outdoor properties should add 

Outdoor home entertaining is not a 
trend; it's a phenomenon. 

pleasure to their lives. They want to enjoy their prop-
erties. Landscape design/build is hot, hot, hot. 

That's why you'll be seeing expanded coverage of 
design/build topics in this and upcoming issues of 
Landscape Management. Coverage will include fea-
tures that you enjoyed in sister publication Land-
scape Design/Build. They're now a regular part of this 
magazine. 

Why are we integrating LDB into LM? Partly for 
practical reasons. In the publishing trade they're 
known as production, printing and postage. 

We also realized (admittedly later than we should 
have) that many readers of LM didn't receive LDB. 
Even if most of you are maintenance contractors, we 
feel you will eventually offer clients design/build/in-
stallation services. It's a natural progression. Why 
shouldn't you be getting valuable design/build infor-
mation, too? 

Are we excited about featuring fantastic land-
scapes in the pages of LM along with the great busi-
ness and operations management we've been deliver-
ing for decades — you better believe it. 

And from purely selfish reasons, LM's expanded 
coverage gives me a better _ 
chance of finding someone in 
the industry to give me point-
ers on building a decorative 
patio. I figure I've got about 
three months. 

Contact Ron at 216/ 
706-3739 or e-mail at 
rhall@questex.com 

mailto:rhall@questex.com


BUS INESS CREW MANAGEMENT 

In one company we determined that there 
would be a monthly labor savings 
of about $2,845 in cost benefit 

Pros of a 4-day workweek 
BY BRUCE WILSON 

Many companies find it 
advantageous to switch to 
a workweek consisting of 
four 10-hour days rather 
than the traditional work-
week. Some advantages 
are fairly obvious, while 

others are subtler. 
* By working a regular schedule of four 10-hour 
days starting on Monday, if you encounter a bad 
weather day you still have Friday and Saturday to 
make up the day or days. 

You eliminate one day of travel time, morning 
loading and afternoon unloading. This converts that 
time to production time from being unapplied time. 
• If you do residential maintenance, you can elimi-
nate Monday and get more jobs done at the end of 
the week, which most homeowners prefer. 
• You can work crews on different schedules 
(some Monday—Thursday and others Tuesday— 
Friday) and get better utilization of your equipment. 

Some companies find it advantageous to have 
equipment in the yard one day for preventive main-
tenance scheduling. 

Youlffiost likely will save fuel, as well as, wear 

and tear on vehicles because they're on the road 
four days not five. 
• Management employees have a workday when 
crews are not working freeing up time for cus-
tomers and sales activities when they don't have to 
manage crews. 
• It tends to reduce overtime since production peo-
ple are already working 10 hours. If you need to 
work overtime there is an extra day to work the 
overtime, and it is better planned. 

In one company, we determined that there would 
be a labor savings of approximately $2,845/month in 
cost benefit through actual hours savings and conver-
sion of unapplied labor to on-the-job labor with a 
10-man work crew. So there are obvious benefits, but 
there are some drawbacks, too. In winter months, 
there are barely enough daylight hours. You have to 
start earlier than some customers may like. Some 
customers expect to have you work five days a week 
since they have to work a 5-day workweek. 

From an employee perspective they get an addi-
tional day off in which to rest or work another part 
time job, so they usually like it. There are fewer days 
lost to weather, as the extra day is "make up day" and, 
of course, one less commute day (lower gas cost). 

If you're considering changing to a 4-day week, 
run it by your attorney since some states have laws 
regulating the change. For instance, in most states 
you cannot work some crews four 10-hour days and 
others the 5-day schedule. It's all or nothing. 

— 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


BASF Means Better Solutions—Which Means 

m 

(And everybody loves better turf.) 

Weeds and disease can ruin more than your reputation, they can kill your 
business. But you can protect them both with BASF. From the industry's leading 
preemergent active ingredient to broad-spectrum disease solutions, your BASF 
distributor can provide the tools you need to make your customers' turf the envy 
of everyone in the neighborhood, turffacts.com • 800-545-9525 

Insignia Basagranjh 
F U N G I C I D E * * 

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

• - B A S F 
The Chemical Company 

Always read and follow label directions. 
Drive. Basagran, Insignia and Pendulum are registered trademarks of BASF. AquaCap. Better Turf and We Don't Make The Turf. We Make It Better, are trademarks of BASF. 
© 2006 BASF Corporation. All rights reserved. APN 06-14-002-0036 
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( I S ) J O H N D E E R E 
N o t h i n g R u n s L i k e A D e e r e ' 

"Oh! Sorry, must have dozed off. You see. I've been sitting 

here, patiently, on your dealer's shelf since even before 

you bought your Deere. Ready and waiting. Anticipating 

the moment when there's a problem and I'm whisked off to 

the jobsite to save the day amid thunderous applause, 

and.. . Hey. a filter can dream, can't he?" 

What's a Deere Dealer have that others don't? Parts on the shelf before the first new 
machine model is sold. Smart systems keeping critical parts in inventory. And a border-
line obsession with having the right parts on hand. . 

Need parts now? We're on it.' 

www.JohnDeere.com/WereOnlt 1 -800-503-3373 

•f̂ SSB l i 
li 

http://www.JohnDeere.com/WereOnlt


BUS INESS IT'S ABOUT PEOPLE 

One negative person on our team can be 
as destructive to your plan as a hand 

grenade with the pin out 

Choose your team now 

To be on our team 
1. Want this job vs. "just" a job 
2. Believe in what we stand for 
and the way we run our business 
3. Develop and maintain a mu-
tually beneficial relationship 
with your supervisor 
4. Leave your job at the end of 
each day feeling that you have 
accomplished your goals for the 
company 
5. Feel that you are an impor-
tant part of our team, fairly 
treated and respected 

BY BILL HOOPES 

Peter Drucker, the architect of the 
American business management 
model made our leadership mis-
sion clear. "Your business," he said 
in a recent PBS documentary, "is 
to develop and lead your people." 
The rest is less challenging. 

I saved the quote I refer to it in my presentations. I 
understand that, to operate successfully, we must begin 
with a realistic business plan. I understand marketing, 

then selling delivers customers and 
meeting expectations keeps cus-
tomers. But with each passing sea-
son, I'm more convinced that, with-
out the necessary service delivery 
team in place, all the planning in the 
world won't produce success. 

Now, while the snow flies in the 
north and many of us are taking 
time oflf think about what will 
matter most in 2007. You've made 
growth projections, and some of 
you have budget and marketing 
plans. But unless I miss my bet, 
many of you are hoping your staff 
will show up and get the job done 
as the weather breaks. 

Is this your mindset? Many managers don't take 
the vital step of making sure that the people they 
rely on to execute their company's plan are willing, 
prepared and ready to do so. 

Don't wait until spring to make the tough choices 
about who stays and who goes. Do yourself a favor. 
As early as you can this winter, evaluate your staff. 

Here's what we know for certain; one negative 
person on your team can be as destructive to your 
plan as a hand grenade with the pin out. Have I over-
stated the case? 

You and I have both seen what happens when, 
behind your back, some disgrunded, negative person 
slowly but surely dismantles all the positives you 
have worked so hard to instill in your workplace. I 
see it everywhere I go. I hear comments like, "I can't 
seem to hang on to the right kind of people. Every 
time I think I've got the problem solved, something 
happens and I have to start all over again." 

Or, "How can I get this guy to care more about 
his job so I don't have to keep reminding him and 
pushing him?" 

Finally, "I don't have anyone I can depend on to 
back me up." 

Often, the owner simply needs confirmation that 
the only way to improve the problem and return the 
operation to one in which people want to produce, is 
to face facts and lose the people who are holding the 
company and the rest of the team back. 

Bite the bullet now, while you still have time. 
Evaluate your staff and determine who stays and can 
help you get the job done. And who needs to go on 
their way. 

— 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


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

the average worker. 

A/rx 

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

It won't do your bottom line any good, either. Research shows that hand-weeding can knock your profits for a loop in no time. Maybe that's why 
so many nursery operators and landscapers are choosing the superior control of Snapshot* specialty herbicide. Snapshot can be used over-the-top of more 
than 413 field-grown and 235 container-grown ornamentals, for control of 111 broadleaf weeds and annual grasses - for up to eight months.That's more 
than any other preemergence product on the market. Plus, it's gentle on ornamentals. This year, knock out weeds and grasses - instead of your workers -
with the proven performance of Snapshot. % i*™ A^kSdences 

•Trademark of Dow AgroSoences LLC 
Always read and follow label directions 
www dowagro comlurl 1 800-255-3726 

Day and Night. Month after Month. § n 3 p S h o f 
Specialty Hcrbicicte 



In the Know 
NEWS YOU CAN USE 

WASHINGTON, D.C. — Homeowners will 
be adding firepits and fireplaces for out-
door entertaining in 2007. And they, 
along with commercial building owners, 
will be paying a lot more attention to en-
vironmentally friendly landscape options, 
such as adding native plants and manag-
ing storm water more effectively, accord-
ing to a new survey of leading members 
of the American Society of Landscape Ar-
chitects (AS LA). 

The informal survey conducted in De-
cember identified the most popular re-
quests from homeowners and commer-

cial clients for 2007. For homeowners, 
firepits and outdoor fireplaces top the list. 
Also popular are requests for sustainable 
solutions, such as using native plants that 
require less watering and maintenance. 

Homeowners are requesting landscape 
architects design complete outdoor rooms, 
such as kitchens and bars, for entertaining. 
Water features such as koi ponds, pools 

and fountains continue to be popular. In-
corporating rain gardens and green roofs in 
home landscapes will add a different, 
more sustainable, flavor to 2007 homes. 

Steve Martino, FASLA, of Phoenix — 
recipient of both the ASLA Design Medal 
and the ASLA Residential Design Award 
of Excellence in 2006 — cites private liv-
ing spaces, outdoor rooms and water fea-
tures as top homeowner requests. He also 
says that clients are coming to him for 
green solutions for their homes. 

Commercial clients are also con-
cerned with green solutions. Members 
polled said they anticipate an increase in 
client requests for better stormwater 

management 
options, the use 
of recycled ma-
terials and en-
ergy-efficient 
lighting, green 
roofs and native 
plantings. 

Ann McGinnes, ASLA, of Garland, 
TX, says that she expects to see more re-
quests from commercial clients for non-
traditional means of irrigating the land-
scape and a focus on better management 
of water resources. She also says green 
roofs are gaining in popularity for both 
their environmental qualities as well as 
their aesthetic appeal. 

Better management of 
stormwater runoff will 
be a concern for com-
mercial building owners 
in the New Year. 



Tired of losing money on every payroll? 

EMPLOYEE TIMESHEET 

NAME - M A m p ' -16-

J DAY START LUNCH END JOBSITE WORK DONE HOURS I 

N U r f O N 7-M nhj. V 1 f 
TUE r u 
WED i-vo J k f k 
THU L lf-00 I S fU 
FRI L 1 r H.co o 

Emptoyf'i Signature i K. ^ ^ A l HOURS l j - { 

Reality? 
k . 

Employee Report 

K e m p , Bi l l Date Range 2/12/2007 through 2/16/2007 1 

Day Date Jobsite Start Stop Cost Code Hours Total 
Mon 2/12 Brentwood 7:08 AM 12:05 PM Irrigation 4:57 

12:41 PM 3:22 PM Irrigation 2:41 7:38 hours 
Tue 2/13 Brentwood 7:12AM 12:07 PM Irrigation 4:55 

12:43 PM 3:23 PM Irrigation 2:40 7:35 hours 
Wed 2/14 Brentwood 7:12 AM 12:02 PM Irrigation 4:50 

12:46 PM 3:49 PM Irrigation 3:03 7:53 hours 
Thu 2/15 Crestview 7:17 AM 12:19 PM Planting 5:02 

12:50 PM 3:46 PM Planting 2:56 7:58 hours 
Fri 2/16 Crestview 7:13AM 12:07 PM Planting 4:54 

/ / 
12:44 PM 3:39 PM Planting 2:55 7:49 hours 

A < 
Total ( 38:53 hours J 

| Signature / Kemp, Bill 
v 

Reality Check 

The J o b C l o c k S y s t e m easi ly t racks 
a t t endance for each worker , 
at every jobs i te , 24/7. 
Find out why more than 300,000 
workers clocked in today with 
The JobClock System! 

t h e m o v e ? , C r e w s on tne 

A s k about 

pocketClock! 

THE JOBCLOCK® THE LANDSCAPER'S TIMECLOCK™ 

RUGGED • EASY-TO-USE • ACCURATE • OPERATES 24/7 • ATTACHES ANYWHERE E X A K T I M E 
I N N O V A T I O N AT W O R K 

Call today: (888) 788-8463 • www. iobclock.com 
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http://www.iobclock.com


In the Know 

EPA to require new language on pesticide labels 
FAIRFAX, VA — Product labels for pesti-
cides the U.S. Environmental Protection 
Agency (EPA) believes may affect feder-
ally listed, threatened and endangered 
species or their critical habitat will soon 
contain generic language. It refers lawn 
care operators and other pesticide applica-
tors to an EPA Web site or toll-free num-
ber to obtain geographically specific En-
dangered Species Protection Bulletins that 
will contain enforceable use limitations. 
Bulletins will be county or parish specific. 

The initiative, the Endangered Species 
Protection Program (ESPP), requires PMPs 
and other applicators to, when directed by 
the label, visit the EPA Web site or call the 
toll free number to see if the county bul-
letin contains information relevant to their 

use. Even if the information contained in 
the county bulletin is not relevant to the 
intended use of the pesticide, applicators 
must still copy or download it. Bulletins 
will be good for six months, at which time 
applicators will need to revisit the Web site 
(or call the toll free number) to again ob-
tain the county bulletin. EPA has stated 
that pesticides bearing label directions only 
for use indoors, and where the applied 
product remains indoors, will not be sub-
ject to ESPP. 

While relatively few products and 
even fewer uses will be impacted, pesti-
cide applicators who ignore label lan-
guage directing them to obtain a county 
bulletin from the Web site or toll free 
number run the risk of violating labeling 

directions. Few, if any, product labels cur-
rendy contain language directing end 
users to obtain a county bulletin. How-
ever, such language will be added as EPA 
registers new active ingredients or during 
its registration review program. 

"The main problem seems to be imple-
mentation of the program being a likely 
cause of an enormous logistical and paper-
work burden for commercial applicator 
companies that do business in a large 
number of counties and use a relatively 
large number of products," said Tom De-
laney, director of Government Affairs for 
the Professional Landcare Network 
(PLANET.) "In addition you will have to 
check a EPA Web site periodically to see if 
any changes occurred on the product you 



want to use. It's just one more thing to 
keep up with that can burn you if don't 
have a procedure in place to follow regu-
larly, like remembering to renew your pes-
ticide licenses." 

Applications that adversely impact a 
federally listed threatened or endangered 
species could constitute an Endangered 
Species Act violation, in addition to an en-
forceable label violation. Applicators are 
encouraged to visit the ESPP Web site at 
http://www.epa.gov/espp and familiar-
ize themselves with the bulletins. 

"The label is the law so you better 
read it every time you buy a new batch of 
products," Delaney added. "Those in rural 
areas have more concern about endan-
gered species than those in the cities. 
Check with your state pesticide regula-
tory agency for the latest info and help." 

Target sends Xmas cheer to Marines 
SANTA FE SPRINGS, CA — To honor the sacrifices of U.S. military men and women 
this holiday season, Target Specialty Products sent a Christmas care package to Pvt. 
James Carruba and his Marine platoon. The package was shipped Dec. 4, 2006, to 
Headquarters Platoon, D Company, 3rd AA Battalion, stationed in Iraq. 

Target connected with the platoon through MGK Account Representative, San-
dra Torry. Pvt. Carruba is Torry's son. Torry was "deeply moved" by the gesture and 
expressed appreciation for the effort put into the project. 

"We appreciate all those who contributed to this worthwhile effort in support 
of our troops," said Target President Lon Records. 

Target associates in Arizona, California and Oregon raised more than $1,700 
during the month of November for the care package. 

Your window of opportunity for 
controlling grubs just got bigger. 

ARENA™ is the only preventive and curative grub control product proven 
to provide maximum application flexibility. 
Unlike other turf insecticides, ARENA™ Insecticide with clothianidin lets you apply from early spring to 
early fall and still get unsurpassed white grub control. Plus, ARENA offers proven performance against 
sod webworms, chinch bugs and other damaging pests. To learn more, contact your turf products 
supplier, log on to www.arystalifescience.us/arena or call 1 -866-761 -9397 toll free. M Arena 
Always read and follow label directions. ARENA and the ARENA logo are trademarks of Arysta LifeScience North America Corporation. 
The Arysta LifeScience logo is a trademark of Arysta LifeScience Corporation. ©2005 Arysta LifeScience North America Corporation. ARN-043 Putting You In Control " 
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Arysta LifeScience 

Harmony In Growth 
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In the Know 

LEGALLY 
Speaking 

BY KENNETH D. MORRIS, ESQ. LLC. 

Lawns, In 

A new company formed in my 
town, and its name, All About 

Lawns, Inc., is very similar to mine, All 
Lawns, Inc., and I'm wondering if can 
take legal action against it? 

A I Not to disappoint, but in truth, it 
X m . I all depends on the extent that you 
protect and secure your own trade name. 
Did your counsel do a full search (common 
law and registered, state and federal) to de-
termine if you could use it in the first place? 
Who started using the name first and when? 
Did you file a trademark registration applica-
tion in the U.S. Patent and Trademark Office, 
and did it issue to registration? If not, why 
not? The key question is whether the names 
are "confusingly similar" under the Lanham 
Act. If, in fact, you have a federally registered 
trademark and they do not, and you compete 
in commerce in the same market as All About 
Lawns, Inc., the 
likelihood is that 
you will be able to 
stop them, either 
through a negoti-
ated settlement 
— which would 
involve their 
changing their 
name — or an 
outright injunction 
against their using 
their name. 

Kenneth D. Morris, 
an attorney with more 
than 30 years corporate 
and law firm experi-
ence, will be offering 
Landscape Management 
readers vital informa-
tion in each monthly 
issue of LM. 

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

PLANET, TCIA partnering 
for '07 Day on the Hill 
WASHINGTON D.C. — The Professional 
Landcare Network (PLANET) is team-
ing with the Tree Care Industry Associ-
ation (TCIA) to host the 2007 Legisla-
tive Day on the Hill, July 15-17. TCIA 
develops safety and education pro-
grams, standards of tree care practice, 
and management information for ar-
boriculture firms around the world. To-
gether, PLANET and TCIA hope to 
strengthen the impact its members 
have in raising awareness of crucial 
Green Industry issues to Washington 
lawmakers. 

The event provides Green Industry 
professionals with an opportunity to 
unite their efforts and their message as 
they visit with their congressional repre-
sentatives on Capitol Hill to discuss is-
sues that affect the industry. Attendees 
receive an issues briefing before their 

Hill visits, and first-time participants re-
ceive special attention and assistance 
from event veterans. This year's Legisla-
tive Day is free of cost to anyone who 
would like to attend. 

Legislative Day on the Hill will be 
held at the L'Enfant Plaza Hotel, cen-
trally located and within walking dis-
tance to the Smithsonian Castle, the Air 
and Space Museum, the World War II 
Memorial and the Washington Mall. It is 
also convenient to four of the five Metro 
mass transit lines and is a 10-minute 
drive from Ronald Reagan National Air-
port and 45 minutes from Baltimore 
Washington International Airport and 
Dulles International Airport. 

For more information on the 2007 
Legislative Day on the Hill and Renewal 
& Remembrance, call (800) 395-2522 or 
visit www.landcarenetwork.org. 

http://www.landcarenetwork.org


Guelph turf research land to be sold? 
GUELPH, ONTARIO, CANADA — T h e fa te 

of the property containing the Guelph 
Turfgrass Institute near the University of 
Guelph is up in the air The provincial 
government is considering selling the in-
stitute's 150 acres for a housing develop-
ment. A lot people, including the profes-
sional turfgrass community oppose the 
suggestion, according to news reports. 

The provincial government floated the 
idea of selling two parcels of land, both of 
which it owns — the land holding the in-
stitute and also a swath of property sur-
rounding several correctional centers — 
in mid fall. The announcement took a lot 
of people by surprise. 

Liz Sandals, MPP (Ontario Legislative 
Assembly) has asked that parties with a 
stake in the Institute to meet early in 2007 
to consider its possible move, and what 
that might cost and what it might mean 
for the research being conducted there. 

Opposition grows to a 
plan to sell the land 
holding the Guelph 
Turfgrass Institute. 

The Guelph Turfgrass Institute was es-
tablished in 1987 to research turfgrass and 
its relation to the environment. Supporters 
claim that the university-operated institute 
is a vital resource for information relating 
to turfgrass production and management. 
It's supported by the University, the On-
tario Ministry of Agriculture and Food, and 
the turfgrass industry. Institute supporters 
say you just can't up and move 20 years of 
research; too much would be lost in mov-
ing the facility. 

Ron Schiedel, president of the Ontario 
Turfgrass Research Foundation, says that 

the provincial government should aban-
don its plan to sell the property for a 
housing development. 

Local legislators have been split over 

the possible sale. Moving the turfgrass in-
stitute elsewhere would adversely affect 
not only the institute's ongoing research 
projects, but also its "symbiotic relation-
ship" with the nearby University of 
Guelph, said one legislator. 

Request a web-based demonstration! 

TM 

SCHEDULING SOFTWARE 

ALL NEW VERSION 7.0! 

With version 7.0, the best scheduling software for Q u i c k B o o k s users just got better! 
From integration with N e x t e l G P S - e n a b l e d phones, to enhanced contact management 
and j o b c o s t i n g features, to a new and i m p r o v e d interface - QXpress version 7.0 is miles 
ahead of all other Green Industry software solutions. 

Contact us today to schedule a f ree w e b - b a s e d d e m o n s t r a t i o n of QXpress version 7.0. 

call 1.877.529.6659 or visit www.qxpress.com for a FREE demonstration 

Proud member of: % designed tor % 

QuickBooks 

QuickBooks It a repstered trademark and sarvice mark ot Intuit he >n the Unitad States and other countries QXpress ta a reffetered trademark ot Alocet Incorporated 
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In the Know 

'Lean' moves from Green Bay 
to PLANET'S Florida event 
GREEN BAY, Wl — The football season is 
over for the Green Bay Packers — no 
playoffs or Super Bowl appearance again 
this year for the fabled NFL team. Even 
so, about 90 landscape company owners 
retain fond memories of a visit to Lam-
beau Field this past fall. 

The owners spent an afternoon at 
Lambeau, networking and learning about 
"lean" processes, guests of the Ariens 
Company, headquartered in nearby Bil-
lion, Wl. Jim Paluch and Bob Coulter of 
JP Horizons, led the owners through sev-
eral lively "lean" exercises before the 
group broke to tour Lambeau. 

The stadium was built in 1957 and is 
named after Curly Lambeau, one of the 
founders of the team in 1919, The Pack-
ers, named after their original sponsor, the 
Indian Packing Company, have won more 
NFL championships than any other pro-
fessional football team. 

The field is open every day for tours, 

but if you want to leam more about 
making your operation more "lean" and 
profitable, the place to be Feb. 15-18 is 
PLANET's Executive Forum in Bonita 
Springs, FL. Several owners that attended 
the Ariens event, plus several Ariens 
"lean" experts, will share their experi-
ences on the subject there. To leam more 
about the Executive Forum visit the Web 
site www.landcarenetwork.org 

Plant expert, educator Bob Partyka dies 
UPPER ARLINGTON, OH — Many peo-

ple in the Green Industry were sad-
dened to leam of the passing of 
Robert E. Partyka, 76, Dec. 24. Par-
tyka was a full professor at The Ohio 
State University for 15 years in the Bi-
ology and Zoology department. 
From 1973 through 1990 he served as 
Director of the Tree and Shrub divi-
sion of ChemLawn Corp. When he re-
tired from ChemLawn he provided 
consultation services to the lawn care 
industry through his own company, 
Plants and Me. 

"Bob Partyka taught us to look up 

to see the trees and shrubs around us. 
He more than any man I ever met 
knew how plants grew and how to 
see and diagnose problems," said Dr. 
Barry C. Troutman, vice president, 
technical services, ValleyCrest Cos. 
"He taught using the most fabulous 
collection of photographs in a manner 
that made everything seem logical. 
He was truly the father of ornamental 
plant knowledge for the lawn care in-
dustry and today the industry is pop-
ulated with generations of people 
who learned from Doctor Partyka or 
his students." 
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C h a c k b a y 
t e a m s with 
Oprah, Habitat 
for Humanity 
THIBODAUX, LA — Chackbay 
Nursery and Landscaping, 
partnered with Oprah Win-
frey and director Tyler Perry to 
deliver 15 new homes and a 
park in Baton Rouge, LA. The 
first phase was featured on 
The Oprah Winfrey Show that 
aired on Dec. 6. Chackbay 
Nursery and Landscaping is in-
stalling the landscaping for 15 
home sites in a community 
being built through a partner-
ship with The Angel Network, 
Habitat International, and 
Habitat for Humanity of 
Greater Baton Rouge. The 
new neighborhood will have 
tree-lined streets, sidewalks, 
landscaping for each new 
home and a park with a giant 
decorated Christmas tree ac-
cessible to the neighborhood. 

Ariens a c q u i r e s 
National Mower 
BRILLION, Wl —Ariens Co. 
has acquired the assets of Na-
tional Mower based in St. 
Paul, MN. Founded in 1919, 
National Mower produces 
specialty mowers designed for 
golf course and sporting turf 
maintenance at its manufac-
turing plant in St. Paul. 

"National Mower is a strong 
niche player that will give us ac-
cess to the golf and sports turf 
market," said Dan Ariens, com-
pany president. "It allows us to re-
tain our focus on premium, 
durable products, and fits our 
commitment to independent 
dealers and specialty channels of 
distribution as opposed to mass 
market channels." 

http://www.landcarenetwork.org


Brickman wins PLANET's 
Environmental Improvement Award 
GAITHERSBURG, M D — B r i ckman r e -

ceived the prestigious Grand Environ-
mental Improvement Award from the 
Professional Landcare Network 
(PLANET) in recognition of its work 
with Marriott's national headquarters 
building in Bethesda, MD. The award 
highlights Brickman's commitment to 
high quality client service and the abil-
ity to create a fresh new look for the 3-
acre campus. 

Brickman's work at the 3-acre Marriott 

headquarters earned it a top PLANET award. 

Since the beginning of the relationship 
in April 2005, Brickman has improved 
the appearance of the Marriott headquar-
ters campus by introducing new flower 
rotations, increasing the frequency of turf 
applications and focusing landscape main-
tenance efforts on high visibility areas 
such as walkways and entrances. The re-
sult is a fresh new look for Marriott's 
headquarters including a more colorful 
display of flowers and a thicker lawn with 
fewer weeds. 

The new look reinforces Marriott's 
global image as a resort destination and 
promotes goodwill among the 3,000 em-
ployees who work at the Bethesda cam-
pus. After Brickman completed an initial 
redesign of Marriott's employee courtyard, 
Marriott employees immediately began 
eating lunch outside and offering praise for 
the new garden-like atmosphere. 

"We are proud to have helped Mar-

riott achieve a world class look and feel 
for its corporate headquarters," said Brick-
man Project Director Matt Shoemaker. 

"It's especially gratifying for our team 
when Marriott employees and visitors 
recognize the Brickman uniform and say 
things like, 'the flowers really look great 
today.' PLANET's Award validates our 
great feelings about our working partner-
ship with Marriott." 

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. 
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QX Forms 
QX Forms are industry-specific templates, available in a 
both plain paper and pre-printed format. And by using 
the powerful, built-in QXpress "Template Designer" you 
can easily customize QX Forms to suit your needs. Give 
your company a professional look, by using QXpress to 
print estimates, work orders, invoices and renewal letters! 

ca l l 1 .877.529.6659 or v is i t w w w . q x p r e s s . c o m fo r a F R E E d e m o n s t r a t i o n 
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The short of it is that a green 
roof is one partially or substan-
tially covered with plants. The 
long of it is that it offers experi-

enced landscape contractors the opportu-
nity to challenge their teams to learn new 
skills in an emerging market. And did we 
mention profit potential? 

"Although green roofs are still consid-
ered a novelty in some parts of North 
America, they're not new," says Sandra 
McCullough, a LEED Accredited Profes-
sional with Weston Solution's GreenGrid 
Green roofing systems. "Green roofs are 
relativity common in Europe where they 
have topped buildings for several decades. 
In fact, it is estimated that more than 100 
million square feet of green roofs have 

been installed in Europe. And in Ger-
many, one in eight buildings of all shapes 
and sizes and for all types of uses now has 
a green roof." 

When the Chicago City Hall green 
roof was completed in 2001, designed by 
Weston Solutions Inc., many considered it 
an oddity. Today, there are more than 200 
green roofs existing or under way in 
Chicago, covering some 2.5 million sq. ft. 
of roof area on office buildings, hospitals, 
fast-food restaurants, schools, firehouses 
and big-box retailers. 

Chicago isn't alone. Cities from coast 

to coast are jumping on the green roof 
bandwagon. For instance, the Gap Inc. 
headquarters in San Bruno, CA, has a 
green roof, as does the Ford Motor Co. 
plant in Dearborn, MI. Even the Ameri-
can Society of Landscape Architects 
building in Washington, D.C., now has a 
green roof. A study by Green Roofs for 
Healthy Cities found that the number of 
square feet of roof area covered with 
green roofing in 2005 was up as much as 
80% over previous years. 

The reasons to install green roofs are 
many. They include: 

Main Image Environmental Protection Agency builidng, Denver, CO 1 American Society 
of Landscape Architects, Green Roof Project, Washington D.C. 2 Eastern Village, Silver Spring 
Maryland 3 601 Congress Street, Seaport District, Boston, MA 
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There are more than 2.5 million sq. ft. 
of green roofs in Chicago, including 
4 Schwab Rehabilitation Hospital 
5 Apple Computer store 

• Storm water reduction. Green roofs can 

retain as much as 100% of a 1-in. rainfall. 
As a result, runoff is eliminated or, in a 
larger downpour, spread out over several 
hours to help minimize its impact on 
sewer systems. 
• Longer roof life. Green roofs can double 
the life expectancy of an existing roof by 
moderating temperature swings and pro-
tecting the roof from ultraviolet rays. 
• Energy savings. Because of the insulat-
ing qualities of green roofs, overall roof 
temperature is reduced, which can result 
in lower cooling costs in summer and 
heating costs in winter. These insulating 
qualities also help quiet the facility. 
• Reduction in "heat island" effect. 
Partly because of conventional roofing 
systems, city downtown districts can be 
several degrees warmer than outlying 
areas due to the heat radiating from office 
towers and other structures. Green roofs 
help reduce that heat. 
• Improved air quality. As with all land-
scaping, plants absorb carbon dioxide and 
release oxygen. They also trap airborne 
particulates and pollutants. 

Although many facilities are installing 
green roofs solely to take advantage of 

Principal green roof 
technology components 

"1 vegetation 

growing medium 

filter membrane 
drainage layer 
waterproof/root 
repellant layer 
support panel 
thermal insulation 
vapour control layer 

structural support 

SOURCE: NATIONAL RESEARCH COUNCIL, INSTITUTE FOR RESEARCH IN CONSTRUCTION 

these benefits, in several cities, builders 
can also receive a variety of incentives to 
install green roofs. 

Chicago, for example, has a pilot pro-
gram that provides up to $100,000 in 
matching funds to any developer retro-
fitting an existing downtown building 
with a green roof The program has a total 
of $500,000 available. Some cities award 
special grants or tax credits to developers 
and homeowners who install a green roof. 
And various localities expedite the build-
ing permit process, which can be exten-

sive, time-consuming and cumbersome in 
some cities — for any builder who installs 
a green roof on a new structure. 

The growing popularity of green roofs 
is opening new doors for landscape pro-
fessionals. Roofing contractors as well as 
green roof companies are working with 
landscape architects, landscape contrac-
tors, and nurseries to help design, prepare 
and install green roofs. And facility man-
agers are contracting with landscapes to 
provide maintenance of their green roofs 

continued on page 32 





Why green roofs? 'Because we can do it' 
BY STEPHAN M. COHAN, PH. D. 

The many key players in a green 
roof installation — landscape ar-
chitect, civil engineer, roofing 

contractor, landscape contractor and of 
course the client — indicate the poten-
tial complexity of these types of projects. 

Why would a landscape contracting 
company bid on such a project? Michael 
Martin's answer is simple. Because "we 
can handle it," says the vice president of 
Outside Unlimited, Inc., a commercial 
and high-end residential landscape con-
struction company. Outside Unlimited 
has dealt with structured soils, site 
preparation and planting, so why not a 
new service, such as a green roof? 

Daunting material list 
The project that OU got involved in was 
the National Audio Visual Conservation 
Center, Culpepper, VA. The total green 
roof installation involved 5-1/2 acres wtih 
roof sections up to a 2:1 slope. OU's 
team — estimator Rick Webster, superin-
tendent Tom Harrington and project 
manager Jim Scarborough — faced chal-
lenges they hadn't faced before, such as: 
• locating tons of native soil, 
• screening 10,000 tons of soil and 
transporting it to the roof surfaces, 
• installing 3,951 cu. yd. of a soil 
mix comprised of 55% rotary kiln slate, 
30% root zone sand, to a 6" - 8" depth 
in designated areas, 
• compacting the native soil and soil 
mix areas, 
• planting 250,000 plug of sedum, grasses 
and herbaceous perennials and 
• sowing 26 varieties of a meadow mix 
over a 106,035 sq. ft. roof area on 
a 2:1 slope. 

Before bidding the project Martin 

and his team researched the technology 
with roofing contractors, the Green 
Roof Center at Penn State University, 
soil mix vendors (Stalite tech reps) and 
Ed Snodgrass of Emory Farms. Snodgrass 
has extensive experience developing 
green roof plant palettes and producing 
millions of plugs. They also determined 
which roofing contractor bidding on the 
project had the most experience with 
green roof installations. The landscape 
contractor was bidding as a sub for the 
roofing contractor. 

The bidding process involved con-
stant communication and brain storm-
ing by the OU team members. They dis-
cussed every phase of the project and 
particularly in regard to systems that 
needed to be developed to implement 
the installatio. And, of course, there 
were important financial considerations. 

Expensive challenges 
For example, in seeking an alternative to 
paying $270,000 to blow 4,000 cu. yd. of 
soil mix on to the roof, they purchased 
two used mulch-blowing trucks for a 
total cost of $150,000. Then there was 
the costly hurdle of getting 10,000 tons 
of native soil to the roof. They installed a 
conveyor system to move the soil. 

Seeding 106,000 sq. ft. of a meadow 

taxed sparked an equally creative solu-
tion. This operation was estimated on 
the basis of employing broadcast spread-
ers (on ropes) to distribute a seed and 
sand mix. This turned out to be tricky 
work since seed had to be planted at dif-
ferent depths. The first mix had to be 
raked into the top 1/4-in. of soil mix and 
the second mix had to be broadcast over 
the surface and covered with a hydro-
seed cellulose mulch. In effect, the OU 
team developed production standards as 
it progressed on the project. In most 
cases, there weren't any base lines. 

In the end, the biggest challenge be-
came the sheer volume of the soil and 
growing medium, including locating 
10,000 tons of native soil, said Martin. 
He contacted local developers to find a 
source about 30 minutes from the proj-
ect. Moving the soil kept a truck hauling 
company busy for a month. 

The project-hardened Outside Unlim-
ited team felt the project went well in 
spite of some setbacks. The experience it 
gained and the success of the installation 
at the National Audio Visual Conserva-
tion Center convinced it that it can add 
green roofs to its service officers. 

— The author is a professor of practice 
and teaches Plant Science and Landscape 

Architecture at the Univ. of Maryland 
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continued from page 28 

once installed. As a result, astute land-
scape professionals should know as much 
as they can about green roofs to take ad-
vantage of the opportunities they offer. 

Typically, green roofs consist of four 
layers: plant media (vegetation), growth 
media (soil), a module or drainage layer -
— depending on the type of green roof 
installed — and a covering to protect the 
existing roof There are two basic kinds of 
green roofs: intensive and extensive. 

An intensive green roof is similar to a 
roof garden. The landscaping may consist 
of grasses, shrubs, bushes, trees and plants 
commonly found in a garden setting. 
With as much as 36 in. of soil, which 
translates to more than 120 lbs. sq. ft. 
when fully saturated, these are heavy 
roofs, and usually the architects and de-
velopers must specifically design the 
building to support them. 

Extensive roofs, which are more com-
mon, consist of low-growing plants such 
as sedums and grasses planted in shallow 
growth media, from two to six inches 
deep. The plant media is drought-resistant 
and can vary to accommodate different 
climates. Extensive roofs are also much 
lighter, weighing 10 to 40 lbs. sq. ft. when 

The Ballard Library in Seattle, Washington 
The project was completed by American 
Hydrotech, Chicago. 

fully saturated. Although a structural en-
gineer should always be brought in to 
evaluate the roof, in most cases, extensive 
green roofs are light enough to accommo-
date a given structure. 

There are two types of extensive green 
roofs. With built-in-place green roofing 
systems, which are actually built on the 
existing roof, all components are hauled 
to the rooftop, where several workers 
then install them. 

"The other type of extensive green roof 
system is a modular system," McCullough 
says." This system uses lightweight mod-
ules made of 60% recycled plastic, which 
come in varying sizes and depths, rectan-
gular and triangular. Growth and plant 
media are installed in the modules at a 
local nursery. Brought to the roof, they are 
then laid out atop the building's existing 
roof one after the other." 

Although both types of extensive 
roofing systems are used frequently in 
North America, the modular system is 
growing in popularity because of some of 

continued on page 34 

The good 
Green roofs provide a 
wide array of benefits: 

• Shading the roof and cooling ambi-
ent air temperatures in summer 

• Shielding the roof from wind and 
preventing heat transfer in winter 

• Absorbing, retaining, filtering and 
storing precipitation 

• Reducing the temperature of runoff 

• Minimizing the impacts of impervious 
surfaces on watersheds 

• Extending the lifetime of roofing 
membranes 

• Increasing the area's green space and 
wildlife habitat 

• Enhancing the aesthetic of cityscapes 

• Improving air quality 

• Sequestering carbon dioxide 

• Reducing traffic noise through 
absorption b the soil layer 

• Ballasting the roofing membrane 

• Mitigating floods in certain regions 

• Reducing runoff and the need to 
expand the urban stormwater 
infrastructure's capacity 

The bad 
There are several 
implementation barriers to 
green roofs. Many include the lack of: 

• Information and familiarity with 
green roof technology, design and 
function 

• Knowledge about maintenance 
requirements 

• Industry standards and design 
guidelines and specifications 

• Qualified designers and contractors 

• Incentives to make green roof 
applications more attractive 

SOURCE: U.S. DEPARTMENT OF ENERGY, 
FEDERAL ENERGY MANAGEMENT PROGRAM 
WWW.EERE.ENERGY.GOV/FEMP 

http://WWW.EERE.ENERGY.GOV/FEMP
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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 
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for a demo, purchase or rental options, and details on financing and service plans. 
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* Power Reach available on 435. 445 and 465 models only. 
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continued from page 32 

its unique features: it tends to be consid-
erably less labor intensive to install, often 
making it less expensive, and if roof re-
pairs are necessary, the modules just need 
to be lifted and then replaced when fin-
ished. A built-in-place roof will need the 
growth and plant media removed from 
the service area and then restored and re-
planted — often a labor-intensive project. 

"A built-in-place roof can take weeks 
to build and install," McCullough says. 
"With a modular system, as much as 
4,000 sq. ft. can be installed per day, 
which means the entire green roof can be 
installed on some facilities in a day." 

Landscaping professionals are already 
taking advantage of the budding green 
roof phenomena. Growth media for 
green roofs is now a major business seg-
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6 Oaklyn Branch Library, Evansville, IN 7 Target Retail Store, Chicago, IL. 

ment of Midwest Groundcovers in St. 
Charles, IL. According to Grace Kohler, 
sales manager with Midwest Groundcov-
ers, the company works with several 
green roof manufacturers, helping them 
select the heartiest plant media for differ-
ent climates and settings. And through 
their affiliated company, Midwest Trading 

Horticultural Supplies Inc. in Virgil, IL, 
they have tested and engineered special 
soils that help the plants survive and 
thrive in different situations and locations. 

Landscaping professionals are getting 
involved in design and installation of 
high-profile projects. As temperatures 
soared last summer in New York, break-

The PGP® Keeps More Grass Green 
Than Any Other Rotor 

Don't settle for second best when you can have the sprinkler by which everything else is measured. With 
exceptional design, impressive performance, and superior water distribution from precision-engineered 
nozzles, PGP is simply unequaled for reliability, durability, or versatility. It's also unequaled in value. No wonder 
PGP remains the professional's choice. 

— — " ® Hunter 
Visit us at: www.Hunterlndustries.com The Irrigation Innovators 
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© 
green roofing systems are now being in-
troduced offering opportunities for land-
scape professionals to work frequently on 
smaller projects. 

Growing interest in green roofs provide 
a whole new industry for landscaping pro-

fessionals. And many will benefit as they 
look for to the opportunities that are now 
growing up on the roof l m 
— Robert Krairitz is a commutations profes-

sional working with organizations in the 
building and professional cleaning industry. 

ing records and maximizing demand for 
electricity, Silvercup Studios where 
HBO's "The Sopranos" is filmed, was only 
moderately affected because of the 
35,000-sq.-ft. green roof covering . The 
green roof project at the studio, spear-
headed by a New York landscape design 
firm and installed by a local landscaping 
company, is part of a yearlong study to 
evaluate the energy savings and reduced 
storm water runoff benefits as a result of 
having a green roof. 

In addition, do-it-yourself (DIY) 

Resources 
• Greenroofs.com 
www.greenroofs.com 

• Green Roofs for Healthy Cities 
North America Inc. 
www.greenroofs.org 

• Penn State University 
J http://hortweb.cas.psu.edu/re-

sea rch/g reen roof center/ 
j 
c • Environmental Protection Agency 
i www.epa.gov/ 

• American Society of Landscape 
Architects 
www.asla.org/land/050205/green-
roofcentral.html 

• The Northwest EcoBuilding Guild 
www.ecobuilding.org/ 

• U.S. Green Building Council 
www.usgbc.org/ 
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irrigation and landscape contractors' toolbox. With 
over 50 versatile attachments, the 300 Series han-
dles a wide range of jobsitc tasks. It is also more 
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Innovations 
TECHNOLOGY HOT NEW PRODUCTS 

TRUCK 
S P E C I A L 

IFord tough choices 

Ford F-650 and F-750 Super 
Duty Chassis Cabs can be cus-
tomized to fit any commercial 
use. The F-650 and F-750 offer 
the choice of three cab configu-
rations: Regular Cab, a four-door 
SuperCab and four-door Crew 
Cab, each with a wide variety of 
seating choices. Customers can 
choose from nine different 
frames, rated to 120,000 psi. 
Three diesel engine families allow 
customers to choose between 5-, 
6- or 7-speed manual and 5- or 
6-speed automatic transmissions. 
New in 2007, the engine is a di-
rect-injection, 24-valve 5.9-liter 
Cummins ISB I-6 diesel with eight 
power ranges, generating up to 
275 hp and 660 Ib.-ft. of torque. 
For more information contact 
Ford at 800/392-3673 or 
www.commtruck.ford.com I 
circle no. 250 

2 Eye of the Tiger 

Tiger Truck's Champ 4500 
has a useful load of more than 
3,300 lbs. The cargo bed of the 
two-door standard cab model is 
103 in. by 62 in. with no wheel 
hump, and is the largest capacity 
bed in the off-road truck cate-
gory. While the Champ exceeds 
all highway requirements, these 
vehicles are not licensed to be 
driven off-site, resulting in major 
reductions in insurance rates, as-
sociated unauthorized operating 
costs and concerns for their after-
hours whereabouts. The Champ 
features multi-speed windshield 
wipers, heater/defroster, AM/FM 
radio with multi-speaker sound, 
5-speed transmission, hydraulic 
brakes, turn signals and more. 
For more information contact 
Tiger Truck at 866/688-1778 or 
www.tigertruck.com I circle 
no. 251 

3 Protect your bed 

Wise Industries' BedRug 
lifestyle performance liner is 
rugged enough to stand up to 
gravel, mulch, oil and equip-
ment, but it also can carry golf 
clubs, grocery bags and coolers 
so they do not slide around. 
Made from a weatherproof 
polypropylene bonded to a 
molded, closed-cell foam bot-
tom, the cushioned non-skid, 
non-slip surface grips cargo and 
holds it in place. The BedRug will 
not scuff or compromise painted 
surface, will quickly dry and al-
ways be mold-free. By installing 
BedRug, the truck bed will re-
main in like-new condition with-
out dents and scratches that 
threaten the vehicle's warranty. 
For more information contact 
Wise Industries at 800/462-8435 
or www.bedrug.com I circle 
no. 252 

4 Keep on truckin' 

John Deere, truck maker 
Isuzu and body builder Supreme 
Corp. are teaming up to offer 
landscapes a special package of 
trucks, zero-turn mowers and 
upfitted equipment. The collec-
tion includes three models: the 
John Deere VanScaper, Stake 
Bodies and LandScaper. The Van-
scaper offers a fully enclosed 
truck body with a fold-down rear 
ramp. Stake Bodies feature a 
spring-lock tie-down system and 
bolted rack connectors that allow 
one person to remove side rails 
for accessibility from any direc-
tion. LandScaper lets contractors 
haul large loads, while maintain-
ing high visibility and easy ma-
neuverability for drivers. 
For more information contact 
John Deere at 800/537-8233 or 
visit www.JohnDeere.com I 
circle no. 253 

http://www.commtruck.ford.com
http://www.tigertruck.com
http://www.bedrug.com
http://www.JohnDeere.com
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To find out how to cut more acres of grass per hour 
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COMMERCIAL POWER 

Enhancing winter startability 

Most small engines are relatively easy to start in 
the summer, but for some engines, startability 
suffers as the mercury drops in the winter 
months. By paying attention to the little things, 
including ignition system service, fuel selection 
and oil weight, you can significantly improve 
your success in lighting the fire in your equip-
ment this winter. 

A problem in any of the engine's major sys-
tems can perpetuate issues, but in the winter, 
the majority of startability problems stem from 
an issue with the fuel and/or ignition systems. 
To increase the winter startability of your 
engines, focus on these areas: 
Spark - An old, dirty or improperly gapped 
spark plug can significantly affect starting per-
formance. Installing a new, properly gapped 
spark plug, and verifying (with a spark tester) 
the ignition coil is good will help ensure the 
ignition's ability to light off the fuel/air mixture. 
Fresh fuel - The fuels at your local station are 
often blended for optimized performance within 
a certain temperature range, depending on sea-
son. The gasoline you purchase in July has a dif-
ferent vaporization rate than gas purchased in 
January. Startability is enhanced with fuel blend-
ed for the season and climate you're in. Plus, 
fresh fuel is less likely to contain water or other 
contaminants that can magnify starting issues. 
Regardless of season, avoid using fuel more 
than 30-60 days old. If you have fuel that may 
be too old to use safely in equipment, you can 
mix it with a three-quarters full tank of gasoline 
in a vehicle you drive often. The old fuel will mix 
with the new fuel and burn, no problem. 
Oil weight - Consult your owners manual for 
the proper engine oil SAE weight and API classi-
fication. For engines used in climates lower 
than 40-degrees (F), you'll get easier starting 
with a multi-weight mineral oil such as SAE 5w-
30 or 10w-30. Or you could use full synthetic oil 
all year long. 

By Mark Nelson, 
Master Instructor, 
Briggs & Stratton Customer Education 
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TECHNOLOGY FUEL FOR THOUGHT 

Most small engine 
manufacturers get nervOUS 
when there is more than 10% 

ethanol inthefuel. I 

Know your fuels 
BY HARRY SMITH 

Fuel prices and alterna-
tive fuels have been in 
the news for months. 
Gasoline and diesel 
prices have a direct ef-
fect on our bottom 
lines. Just about every-

thing we operate needs one fuel or the 
other. Careful routing of our fleets, re-
ducing the time our equipment spends 
idling instead of working and keeping our 
equipment tuned can save us fuel dollars. 
But what is the effect of some of the ad-
ditives and alternate fuels we're getting 
at the pump? 

In many places we can buy biodiesel, 
10% ethanol gasoline (E10) and even E85 
fuel that is 85% ethanol and a mere 15% 
gasoline. What are some of the cautions 
and hazards associated with these fuels? 

Ethanol is hydrophilic; it loves water. 
There is frequently a small amount of 
water residing in the bottom of most gas 
tanks. This comes from high humidity 
and/or poor housekeeping. This water is 
heavier than gasoline, stays on the bottom 
of the tank and causes few problems. 
Ethanol, on the other hand, can absorb this 
water, which can produce service issues. 

Because of ethanol's affinity for water 
better housekeeping is required. Cleaning 

fuel cans and tanks more often is a neces-
sity. Ethanol has less energy per gallon 
than gasoline and evaporates more read-
ily. Faster evaporation is helpful in the 
winter when cold fuel is reluctant to turn 
to vapor but not desirable in the summer 
when too rapid evaporation causes vapor 
lock. Most small engine manufacturers 
get nervous when there is more than 10% 
ethanol in the fuel. Concentrations of 
ethanol above 10% can have a corrosive 
effect on metals, plastics and soft parts 
within the fuel system. 

What is the bottom line in all this dis-
cussion? Ethanol concentrations above 
10% can cause problems in small gasoline 
engines. It you use E10 and a lot of water 
is present in your tanks and cans, you can 
end up with a mix that will not run your 
engine, but will corrode your carburetor 
and fuel system. Don't attempt to use 
biodiesel unless you have verified from 
the engine manufacturer that your engine 
will run on it. In many states you cannot 
avoid E10 gasoline. Every station and 
brand has it. Keep your storage tanks and 
cans clean and avoid the problems these 
fuels can support. 

— The author does industry training in 
the Workforce and Community Education 

Department at Lake City Community 
College; Lake City, FL. Contact him at 

harry smith@juno.com. 

mailto:smith@juno.com
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Tidal Wave® Petunias 
Catch the BiggestWave for Oceans of Color 

Tidal Wave Purple Spreading Petunia O So to make the biggest splash and build the biggest 
customer satisfaction, catch the biggest Wave -
Tidal Wave. 

Download free growing and care tips, at: 
www.BallLandscape.com/GrowingTips 

Tidal Wave Silver Spreading Petunia O 

Tidal Wave® has everything you love about other 
Ride the Wave® petunias: 
• Long-lasting color • Fast fill-in 
• Low maintenance • Exceptional weather tolerance 

Plus, Tidal Wave is the biggest of the Ride the 
Wave petunias: 
• Forms a dense mounded hedge that spreads up to 4 ft. 
(1.2 m) with an average height of 16 to 22 in. (40 to 55 cm) 
- much bigger than the original Wave& petunia! 
• Tidal Wave will grow an extra 2 to 3 ft. (60 to 90 cm) 
upward when grown in a restricted space. 

Tidal Wave Hot Pink Spreading Petunia O 
& Purple Majesty Ornamental Millet 3 O 

http://www.BallLandscape.com/GrowingTips


TECHNOLOGY TIME TO LIGHTEN UP 

You've got a lot on your m i n d planning out 
the coming season, so indulge yourself 

a little bit with these nifty toys. 

Cool gadgets to check out 
BY TYLER WHITAKER 

t's that time of year again for New Year's 
resolutions, goal setting and year plan-
ning. With hard work on such serious ac-
tivities consuming your time, don't forget 
to play hard as well. I've collected a list of 
"must have" gadgets to ensure your work 
life is balanced with some good clean fun. 

Canon PowerShot SD700 IS 
(http://www.usa.canon.com/consumer/) 
This pocket-sized digital camera works like a champ. 

The picture quality is foolproof. The battery 
life lasts all day and then some. The full mo-
tion video capabilities mean you can leave 

i your digital video camera at home. I rec-
ommend several 1 -gigabyte SD memory 
cards and an extra battery, just in case. 

SwissMemory 1-GB Army Knife 
(http://www.swissarmy.com) 
Carry your data in style with this 
Swiss Army knife with a built-
in 1 -gigabyte USB drive. It 
comes with the standard 
blade, scissors and a nail file 
that doubles as a screw-

driver. You'll also find the LED mini light 
and retractable ballpoint pen handy. Will you 
ever need to use all of these features at once? No 
way. But that's not the point. With this knife you'll 
be ready for anything your business throws at you. 

Logitech Harmony 880 Advanced Universal Remote 
(http://www.logitech.com) 
Do you juggle three different remote controls just to 
turn the TV on? You need a universal remote. This 
remote can control up to 15 different devices with a 
helpful LCD screen that's fully programmable. It's 
even got its own help button to get you back on 
track. With this remote you may never get off the 
couch again. 

Along with this year's business and personal 
planning sessions, make sure you budget enough 
time to relax and uncompress from the daily grind. 
You'll find that clearing your head will give you great 

insights into both your business and personal chal-
lenges. Hopefully this list of gadgets will help 

unleash the creative problem solver within. 
— The author is a freelance technologist 

focusing in business automation. 
Contact him at 801/592-2810 

or visit his blog at 
www.tylerwhitaker.com. 

Bose QuietComfort 3 Acoustic Noise 
Canceling Headphones (http://www.bose.com) 
Whether you fly a lot or 
work in a noisy office 
environment, these 
headphones block out 
the world and create an 
environment of peace and 
quiet. Combine that with Bose's 
famous sound quality and you've got an incredible 
sound experience. 

http://www.usa.canon.com/consumer/
http://www.swissarmy.com
http://www.logitech.com
http://www.tylerwhitaker.com
http://www.bose.com


At Walker Manufacturing this is how we think about what we do—we don't make lawn mowers, we 
beautiful places. That thought has inspired us for nearly 30 years on our quest to design and build the best 
possible machine to make a beautiful place. And the Walker is made for landscape contractors who have 
the same thought—we don't "mow grass", we make beautiful places. Ask to see a Walker demonstration 
if you are not using Walker and would like a little help in making your own beautiful places. 



TECHNOLOGY NEW CONCEPTS IN MOWING 

a promising alternative 
Fuel delivery system improvements and 
an in-place supply infrastructure give 
commercial cutters another fuel option 
BY BRIAN KLINE 

Four years ago Billy Morell 
converted five 48-in.-cut 
mowers to propane, running 
them on standard forklift 
propane cylinders. 

"I've been a wrench turner 
all my life," says the supervisor 

of vehicle services for the Austin Indepen-
dent School District (AISD). "I figured I'd 
give it a run and make it work." 

Today Morell is running a stable of 
propane-fueled mowers with dual 
mower-dedicated 7 ^-gal. propane cylin-
ders. Morell is so confident in propane 
that he's removing his 88-in. diesel trac-
tors from service in favor of new 72-in. 
propane-powered mowers. 

"That means big tractors that aren't on 
the road, crews that aren't split up and a 
lot of dollars saved on fuel," says Morell. 
"And in the end I'm getting a better cut." 
Lower maintenance costs 
Propane's higher octane level, higher 
compression ratios and closed systems, 
while being environmentally friendly, 
have another benefit - they lower equip-
ment maintenance costs. 

Tests have shown that oil, oil filters, 

What is propane? 
Propane is found in both crude 
oil and natural gas. Propane and 
other hydrocarbons like butane and ethane are 
byproducts of the refining process of those raw 
compounds. 

Propane burns cleanly, especially compared to gaso-
line and diesel fuel. In fact propane, which is approved 
under the Energy Policy Act of 1992 for use by federal 
and state fleets as an alternative fuel, has an octane rating of 104 to 107 and al-
lows for a higher compression ratio, allowing a propane engine to run just as pow-
erfully and more efficiently than with gasoline, which has an octane ratio between 
87 and 93. As a result, propane-fueled vehicles can meet the very tough Ultra-Low 
Emission Vehicle (ULEV) standards. — BK 

Several well-established 
companies now offer 
propane-powered units. 

spark plugs carburetors and engines in 
propane-powered equipment last up to 
three times longer than gasoline-powered 
equivalents and that during the lifespan 
of that equipment, fewer tune-ups are 
required. At present, new propane mow-
ers can be somewhat more expensive 
than traditional gasoline equipment, but 
lower fuel and maintenance costs over 
the lifetime of the equipment more than 
balance the equation. Morell has seen the 
benefit for his fleet of mowers. 

"I don't have water in my fuel; I 
don't have dirty carburetors, and if need 
be, my mowers can sit for a month or 
two, and they fire back up without any 
maintenance." 

Lower fuel costs 
For most grounds maintenance applica-
tions, propane is either delivered and 
stored in bulk tanks on site or delivered in 
ready-to-mount mower cylinders that are 

continued on page 44 



Huge Advantage 

Introducing Scotts Landscaper PRO" 
N o w you can buy reliable, ex tended- re lease ferti l izers tha t del iver ba lanced nutr i t ion for 

up to four months. Scotts® Landscaper® PRO™ includes t h e fert i l izer t e c h n o l o g y tha t m a d e 

Scotts® a w o r l d - l e a d e r and a household n a m e , plus pest solutions a n d professional -grade 

spreaders tha t save t i m e a n d labor. C o m b i n e products tha t excel in turf and landscapes 

w i t h the Scotts n a m e your customers a l ready r e s p e c t — n o w that 's a h u g e advan tage . 

UiKi 

^ Landscaper* PRO 
32-3-10 

Turf Fertilizer 
16-25-10 

Starter* brand 
Fertilizer 

STEP• MAX" 
Micronutrients 

package 

14-14-14 
Outdoor 

Ornamentals 

Contact your Scotts Distributor, call 1-800-492-8255 or visit www.scottsprohort.com to learn more about Scotts® Landscaper® PR07 

©2006 

http://www.scottsprohort.com
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re-filled by the supplier after use. Either 
way, there is a significant cost savings over 
gasoline. Overall, the price of propane 
compares favorably with the price of con-
ventional or reformulated gasoline, histor-
ically running at under 75% of retail costs. 
Many states offer fuel tax incentives or al-
ternative fuel benefits to encourage the 
use of propane, helping to further in-
crease fuel savings. 

Another center of expense — fuel 
shrinkage — is virtually eliminated in a 
transition to propane. Propane is, at pres-
ent, not a common fuel for cars and 
trucks and is less vulnerable to theft in the 
field and on site. Also, because of 
propane's closed storage and delivery sys-
tems, fuel budget losses due to loss, evap-
oration, spillage and theft, as well as con-
tamination from rain, dirt and other 
contaminates, are essentially eliminated. 

Environmental benefits 
A number of states across the union are 
either eyeing or actively pursuing legisla-
tion to cut the emissions of mower fleets 
owned by the state or its institutions. This, 
coupled with heightened senses of envi-
ronmental and fiscal awareness at every 
level of business and education, bring new 
attention to clean-buming and economi-
cal propane as a fuel. 

It is well known that the gasoline en-

Articulators follow the lay of the land 
One year after introducing articulating rotary mowers into the commercial 
market, Jeff Laskowski, founder and CEO of Indianapolis-based Lastec, is on a 
mission to build distribution. That, he says, is the biggest hurdle in getting the 
industry to recognize the inherent advantages of his products' design. 

In spite of 20% growth since attacking the commercial market and growing 
distribution by more than 50 dealers, he admits that Lastec's footprint remains 
small compared to more-established national brands. What it has going for it, 
however, he insists, is the ability to cut grass better on real-life properties — 
properties with hills, bumps, depressions, uneven terrain — better than fixed-
deck units. And, he predicts, once commercial cutters see what his units can do, 

Lastec's articulating-deck models (decks ranging 
from 61- to 86-in. cutting capacity) will take their 
place as standard equipment on landscapes' trucks. 

The Articulators, with multiple decks and 
blades that flex and contour with the ground, 

have virtually replaced wide-cutting, 
fixed-deck mowers in the golf in-
dustry, says Laskowski. Why 
shouldn't they do the same in the 
commercial market? 

— Ron Hall 

The Articulator 2886AD 
follows a site's contour 
for better cut, no scalping. 

gines on grounds maintenance equipment, 
in particular, emit high levels of carbon 
monoxide, volatile organic compounds 
and nitrogen oxides. Those engines pro-
duce on average 5% of the nation's air pol-
lution, a number that can be significantly 
higher in metropolitan areas. Emissions 
are so low that propane mowers can be 
used during "Ozone Action Days" - days 
deemed by cities or states as especially 
likely to foster the production of ozone -
when the use of gasoline-powered engines 
is either prohibited or discouraged. 

Propane-fueled equipment has mini-
mal emissions. Studies indicate that smog-
forming hydrocarbons are lowered 60% 
to 70% in propane-fueled engines vs. 
gasoline, along with 12% less carbon diox-
ide, 20% less nitrous oxide and 60% less 
carbon monoxide. Toxins and carcinogens 

such as benzene and toluene are elimi-
nated almost entirely as well, seeing a 
96% reduction in their level. 

Gasoline, in addition to being a heavy 
post-bum pollutant, is a spillage and evap-
oration hazard. While propane is a gas in 
its uncompressed state, it is stored as a liq-
uid. "Closed" storage and delivery systems, 
meaning airtight systems that keep 
propane in its compressed, liquid state, 
prevent leaking and evaporative emissions 
by their nature - effectively removing 
spillage hazards from your environment. 
Should a leak develop in the system, 
propane escapes. As a non-toxic gas, the 
environmental impact is minimal. 

Propane storage tanks are also safer to 
have at your facility, having been rated at 
up to 20 times more puncture resistant 
than gasoline tanks. On the whole, 
propane is a safer, more environmentally 

continued on page 46 

Envirogard 61 
features EPA and 
CARB-certified 
engines. 



Join the aeration revolution. 

drives I 
turns in the around 

-size mower 

BO% more productive 

TURNAER 6 

NEW 
Front-traction drive 
for easier transport 

and loading. 

TurnAer technology continues 
to make aerating easier and 
faster than ever before. 
Turfco's award winning, patented TurnAer aerators operate like a 
mid-size mower, making it quick and easy to maneuver around 
landscapes. Now featuring front-traction drive, transporting 
and loading takes virtually no effort. Revolutionary DiffDrive™ 

with dual-brake action lets you 
turn with the tines in the ground. 
And, with the addition of the 
TurnAer Chariot, you can now ride 
behind to greatly reduce operator 
fatigue. Simply put, aeration no 
longer has to be hard work. 

TURNAER TECHNOLOGY 
OPTIONS 
Turfco offers two TurnAer 
Aerator options, the 
TurnAer 6 and the more 
compact TurnAer 4, 
to help you maximize 
productivity in any area. 

4 NEW 
TURNAER CHARIOT 
Transform your TurnAer 4 
or 6 into a riding Aerator 
in seconds. 
• Maximize productivity 
• No more walking y 

Request a free video and 2007 catalog. 

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

TURNAER4 

TURFCO 

http://www.turfcodirect.com
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sound option than conventional or refor-
mulated gasoline. 

"My crews are no longer coming in 
contact with gasoline," Morrell says. 
"That's one less carcinogen in their lives, 
and that is good for everybody." 

Making the transition 
When it first moved to propane in 2002, 
the AISD found it necessary to experi-
ment and tinker with the mowers to make 
the transition successful. Today, manufac-
turers like Dixie Chopper, Ferris, Envirog-
ard and others produce or plan to roll out 
propane-fueled ZTR mowers. Envirogard 
(www.envirogard.com) and other 
companies manufacture conversion 
kits for older mowers, helping to 
alleviate the expense of transi-
tioning a whole new fleet. 

The propane cylinder 
itself has even been im-
proved through experi-
ence in the field. In the 
beginning, Morell and other 
early adopters were using cylinders de-
signed for use of forklifts, which don't 
often travel over rough terrain, resulting 
in fuel-delivery problems and frozen lines. 
Now, however, mower-dedicated cylin-
ders effectively regulate the flow of 
propane to the engine, even on the rough-

BIG MOW, the newest robotic mower 
Are the professional grounds and landscape markets ready for a robotic 
mower? Tom Moore of SofTee Automation, a North Carolina-based distribution 
company, thinks they are. He showed off the BIGMOW, 5-acre robotic mower 
at this past fall's OPEI Expo in Louisville, KY. 

This unit, manufactured by Belrobics in Belgium, has five floating cutting 
heads with a combined 42-in. mowing width. The battery-powered unit cuts 
continuously as its onboard computer mows in a random or a systematic pat-
tern. It uses sonar to detect trees and signage in its path, says Moore. When 
low on energy, the unit goes back to its recharging station for a 90-minute 
charge. Then it's out mowing again. A buried low-voltage wire defines the 

perimeter, beds and islands. Because the unit is con-
tinuously mowing, bagging clippings is eliminated. 

Moore says the unit is particularly suited to 
sites such as hospitals, office complexes, nursing 

homes, educational facilities, restricted areas 
and public building grounds. For 

more information visit 
www.bigmow.biz. 

— Ron Hall 

This futuristic, battery-
powered robotic unit 
mows continuously. 

est terrain. The mower-dedicated cylin-
ders are engineered to be rugged, easily 
transportable and connected in seconds. 

The idea of switching to a seemingly 
new, less-established fuel like bio-diesel or 
ethanol can be worrisome as there is not 
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an existing supply 
infrastructure. The same is not true of 
propane, which boasts of a well-estab-
lished delivery infrastructure. The supply 
of propane for a mower fleet is easily se-
cured, requiring either the delivery of a 
bulk tank that is regularly filled by a bulk 
supplier or the delivery of pre-filled cylin-
ders on an as-needed basis. 

Won over 
Billy Morell is no longer a skeptic. The en-
vironmental, cost and maintenance bene-
fits inherent in a transition to propane 
fuel have won him over. 

"Propane is superior," says Morell. 
"Were making more buys every year, and 
everything will either be propane-fueled 
right off the assembly line or we'll con-
vert it here if we have to." lm 

— The author is vice president, 
corporate development for Ferrellgas. 

Find out more at www.ferrellgas.com 

Heavy-duty Attachments 
for Commercial Mowers 

Electric Broadcast Spreader 
• 2 . 2 cu . f t . / 1 2 0 lb. Capacity 
• Electronic Speed Control 
• Stainless Steel F rame 
• Stainless Steel Controls 
• Spread Pattern Centering 

MOMMSS 

http://www.envirogard.com
http://www.bigmow.biz
http://www.landscapemanagement.net
http://www.ferrellgas.com




TECHNOLOGY p BETTER CHEMISTRY 

FORMULATION 
t matters 

Without effective, safe a n d 
easy-to -use fo rmu la t i ons , ou r 
pest icide p roducts c o u l d not 
del iver satisfactory results 

BY RON HALL/Editor in Chief 

Turf and land-
scape care 
providers 
often overlook 
the impor-
tance of for-
mulation in 

the effectiveness of the pest 
control products they choose 
and use. A formulation is a 
mixture of active and inert in-
gredients that make a pesti-
cide more convenient to han-
dle, safer and easier to apply. 
The inert ingredients are usu-
ally solvents or carriers. 

It's easy to focus on the ac-
tive ingredient (a.i.) and neg-
lect to pay sufficient attention 
to formulation and how that 
too figures into solving partic-
ular plant health problems, 
whether for turf or ornamen-
tals. Pesticide manufacturers 
spend well over $100 million 

in discovering, testing and 
preparing a new a.i. for the 
market. The process takes a 
decade, usually more. Early in 
the process, they begin investi-
gating the best way to maxi-
mize the effectiveness, safety 
and delivery of that a.i. to the 
pest — a formulation. And 
while not as "glamorous" as 
the development of the active, 
formulation development in-
volves its share of sophisti-
cated science, too, not to men-
tion regulatory oversight and 
end user acceptance. 

In a broad sense (and be-
cause the Super Bowl is just 
weeks away), let's liken the re-
lationship between a.i.'s and 
formulation to that of a quar-
terback and his offensive line. 
While the quarterback is the 
guy charged with making 
things happen, he can't do it 

without the help of his usually 
less-well-appreciated linemen. 
At the risk of reminding 
Cleveland Browns' fans of the 
wretched '06 season let's 
abandon that analogy and re-
mark that the choice of for-
mulation is critical in solving a 
pest problem and achieving 
the desired result. 

The selection should be 
based on the pest's habits, en-
vironmental and weather con-
ditions, mode and ease of ap-
plication, spray drift or runoff 
concerns and, in some cases, 
regulatory requirements. 

Here are formulations com-
monly used in the professional 
turf and ornamental market: 
• Soluble concentrate (SL): 
water soluble a.i. mixed with 
water and a surfactant or 
penetrant. 
• Suspension concentrate (SC): 
water insoluble a.i. ground to 
a certain particle size and dis-
persed in a stable suspension. 
• Emulsifiable concentrate 
(EC): a.i. dissolved in organic 
solvent and forms an emulsion 
when added to water. 
• Emulsifiable oil in water 
(EW): water insoluble a.i. 

ground to a certain particle 
size and dispersed in a stable 
suspension then blended with 
an oil or may be an oily pesti-
cide blended into a stabilized 
aqueous suspension. 
• Wettable powder (WP) and 
soluble powder (SP): water 

-soluble packaging that when 
dispersed forms a solution or 
suspension of a.i. in water. 
• Water dispersible granule 
(WG/WDG): granules to be ap-
plied after disintegration and 
dispersion in water. There can 
be a wide range of a.i. in the 
granular product range. 
• Spreadable granule (G/GR): 
a.i. coated or incorporated 
onto a spreadable granule. 
• Granular bait (GB): a.i. 

coated or incorporated on a 
granular designed for use as a 
bait attractant for target pests. 

Formulation technology has 
progressed light years in the 
past 10 to 15 years, resulting in 
a greater variety of formula-
tions available to lawn care and 
landscape pros. 

Applicators, whether they 
fully appreciate it or not, bene-
fit from formulation technol-
ogy. Advancements in formu-
lation give them more pest 
treatment options as well as in-
creasing the utility of pest con-
trol molecules and giving new 
life, new uses and adding value 
to older chemistries, lm 



jump start 
your early season 

weed program 
Cool Power^ is a premium ester formulation 

that provides superior post-emergent control of 
hard-to-kill weeds and a wide range of other 
broadleaf weeds in cool weather conditions. 

It combines the esters of Triclopyr, MCPA and 
Dicamba to provide maximum control in the early 

spring and fall, but can also be used for spot 
treatment throughout the season. 

Cool Power^ is a broad-spectrum herbicide that 
has proven fast and effective on weeds such as: 

i \ 
Nufarm 
Turf & Specialty 

Home of Riverdale Brands 

Wild Violet 
Spurge 

Wild Onion 
Oxalis 
Clover 

When weeds are less actively growing, 
Visit our web site such as in cooler temperatures or for winter weed 
for more information: control, get a jump start on problems with 
www.turf.us.nufarm.com Cool Power Selective Herbicide. 

Dandelions 
Chickweed 

Plantains 

http://www.turf.us.nufarm.com


This may 
come back... 

...but this 
will not 

Escalade 2 is the advanced herbicide that delivers quick visual response, devastates 
weeds and reduces callbacks - so now you can crush more weeds and create more 
beautiful lawns without reducing profits. Everyone's happy but the weeds! 

Escalade 2 's combination of Fluroxypyr, Dicamba and 2,4-D controls more than 100 broadleaf 
weeds, including dandelion, plantain, oxalis, chickweed and many other hard to control species 
like clover. In fact, you'll have unsurpassed control of clover, a particularly troublesome weed. 

Escalade 2 also has"actimized" features that ensure the best performance: 

• An improved proprietary surfactant package that enhances penetration and uptake 
into the plant for quicker results 

• pH buffering that makes more active available, ensuring complete weed kill and long-
lastingcontrol 

• Optical chemistry which uses half the traditional active to achieve the same level of 
control, meaning less pesticide impact on the environment 

ESCALADE^ 
Contact a Nufarm representative or your local distributor for more information: 
8 0 0 - 3 4 5 - 3 3 3 0 • www.turf .us .nufarm.com 

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

Nufarm 
Turf & Specialty 

Home of Riverdale Brands 

http://www.turf.us.nufarm.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
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pond products 
Changes in homeowner attitudes 

have created a flood of oppor-
tunity for landscape contractors 
in recent years. According to a 
recent study by the U.S. Census 

Bureau, 15% of homes in America now 
have a water garden, numbers up one-
third in just the last four years. Why the 
sudden rise in popularity of water features? 
Several factors come into play. 

In the last few years, more Americans 
are opting to spend their leisure time in 
their own backyards. Yearning for a sanc-
tuary to relax and unwind, an increasing 
number of homeowners chose water fea-
tures to improve quality of life. Money 
typically spent on family vacations be-
came profit for pond and landscape con-

tractors. According to the National Gar-
dening Association, homeowners spent 
$35.2 billion on their yards in 2005, an 
increase of more than $ 15 billion from a 
decade ago. 

In addition to creating a backyard re-
treat, homeowners are learning that 
water gardens are an attractive feature, 
which increases the value of their home. 
During the current buyer's market that 
shows no signs of immediate relief, sellers 
need to differentiate their homes from 
the rest of the saturated real estate mar-
ket. Water features are an excellent way 
to accomplish this. 

The good news in all this for landscap-
e s is that water features are nearly guar-
anteed to sell future work. Once home-

owners have a pond installed, they typi-
cally realize the rest of the yard is lacking 
and will often purchase additional land-
scaping to tie the pond into its surround-
ings. Not only that, but pond owners find 
they need a deck or patio with furniture 
so they can sit by their pond and enjoy 
the sights and sounds of their beauty. The 
homeowners' wish list might continue 
onto other items such as outdoor lighting, 
gazebos and more. While the trend in 
outdoor living rooms continues to take 
backyards by storm, landscapes will 
profit exponentially by steering their cus-
tomers in the direction of water gardens. 

— Jennifer Zuri, Marketing Communica-
tions Manager for Aquascape Inc. 

continued on page 54 
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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 aren't 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. 

TORO, Count on it. 



LM Reports 

continued from page 52 

B £ 
ADMIRAL 

"LIQUID " 

T CONTINTti 1 

Becker 
Underwood 
Becker Under-
wood's Admiral Liq-
uid controls the 
growth of algae 
and aquatic vegeta-
tion in lakes, ponds 
and other bodies of 
water while adding 
a beautiful, natural-
looking blue. By re-
stricting sunlight, 

Admiral controls the growth of algae and 
aquatic vegetation. The natural 
blue color of Admiral also improves 
the beauty of the pond, lake or wa-
terway in which it is used. Used as 
an integral component in a lake 
and pond management program, 
Admiral is one of only two products 
of its kind on the market to receive 
EPA registration. 
For more information contact 
Becker Underwood at 800/892-2013 
or vvww.beckerunderwood.com 
/ circle no. 254 

Bioverse 
Bioverse developed three new 
products, which reduce the excess nutrients 
in the water and restore water clarity quickly 
and naturally. 1. Rush: an oxidizer designed 
to achieve quick results and also provide ex-
tended coverage through its slow release 
technology. 2. Awake: stimulates bacteria in 
the sludge layer, giving them the enzymes 
they need to "wake up" and begin consum-
ing excess nutrients, thus reducing sludge. 3. 
Vista: provides a jumpstart for assisting aero-
bic bacteria throughout the water column to 
improve water clarity. 
For more information contact Bioverse at 
877/948-0303 or www.bioverse.com I 
circle no. 255 

Replications Unlimited 
Replications Unlimited offers a complete line 
of artificial rocks and rock water features that 

allow you to create a natural environment for 
your pond, pool or spa. The rocks are based 
on tough polyurethane structural plastic. This 
allows the system to be lightweight and with-
stand freeze/thaw climates and is still tough 
enough to stand and climb on. The 
rockscapes are molded from real rocks and 
boulders to produce the ultimate in realism. 
Other pond products include: waterfalls, 
streams, cascades, self-contained waterfalls, 
bubbler rocks and skimmer lids. 
For more information contact Replications 
Unlimited at 314/524-2040 or www.replica-
tionsunlimited.com I circle no. 256 

EasyPro Pond Products 
EasyPro Pond Products 
introduced two new 
sizes of large waterfall 
pumps to its extensive 
line. With the additional 
sizes EasyPro now offers 
pumps from 45 gph to 
16,000 gph. Some of 
the features of the new 
pumps are: continuous 
duty, high efficiency mo-
tors (16,000 gph only 
draws 7.1 amps at 230 
volts); air filled motors 
(no oil to leak or con-
taminate water); double 

mechanical seals for long life; built in thermal 
and overheat protection. Call for a free 148-
page catalog. 
For more information contact EasyPro at 
800/448-3873 or www.easypropondprod-
ucts.com I circle no. 257 

Savio Engineering 
Savio Engineering Inc. introduced the newest 
and smallest member of the Livingponds 
lineup — Savio's Livingponds Filter 070. De-
signed to be a mulit-stage biofilter, not just a 
weir, the '070' is the perfect intermediate-size 
filter to complement Savio's SkimmerfiIter. 
Ready to keep water clear, while creating a 
beautiful waterfall, this Livingponds filter 
comes equipped with two medium density 
filter pads and Savio's new ceramic media 
that contains a 10,000 sq. ft. surface area. 

Finished 
with a 16-in. 
spillway and heavy duty 
media grate for displaying stones 
or potted plants to blend the filter into your 
existing landscape. 
For more information contact Savio 
Engineering at 888/333-2356 or 
www.savio.ee I circle no. 258 

Atlantic Fountain Co. 
The 3/4 hp Aerating Fountain comes stan-
dard with five interchangeable nozzles. The 
five fountain patterns range from 7 ft. in 
height to 20 ft. in diameter. With five multiple 
fountain patterns, you have the freedom to 
adjust the aerating fountain to fit your pond, 
weather conditions and tastes. 
For more information contact Atlantic 
Fountain Co. at 860/669-1188 or 
www.atlanticfountains.com I circle no. 259 

Firestone Specialty Products 
Firestone PondGard EPDM geomembrane is 
engineered to provide dependable perform-
ance in a variety of critical containment appli-
cations. Based on EPDM (ethylene propylene 
diene terpolymer) synthetic rubber, PondGard 
is a highly flexible, stable waterproofing 
membrane. Specially formulated to be safe 
for fish and plant life, PondGard can easily be 
shaped to fit the unique contours of any size 
pond or complex landscape feature. 
PondGard shows outstanding resistance to 
the harmful effects of ultraviolet radiation 
(UV), ozone, oxidation and other environ-
mental conditions. It requires little or no regu-
lar maintenance once installed. 
For more information contact Firestone 
Specialty Products at 800/428-4442 or visit 
www.firestonesp.com I circle no. 260 

continued on page 56 
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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. 

EASY TO USE ... PROFITABLE ... 

AND N o w WITH 

Realistic Photo 
Imaging 

Easy-to-Use CAD 

drafix software inc. 

PRO Landscape 
The Standard in Design Software for Landscape Professionals! m 

f • • 
www.prohnduape.con 

Customer Proposals 

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 

www.prolandscape.com 
8 0 0 - 2 3 1 - 8 5 7 4 or prolandscape@drafix.com circle 128 

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

S E L L B E T T E R P L A N B E T T E R B I D B E T T E R 

http://www.prohnduape.con
http://www.prolandscape.com
mailto:prolandscape@drafix.com
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Aqua Control Inc. 
Aqua Control Inc. (ACI) has the most exten-
sive line of floating water features in the in-
dustry. The Select Series of 1/2- to 7-hp dis-
play aerators and fountains are available in 
single and two-stage, both vertical and hori-
zontal configurations and more than 30 
spray patterns. The Titan Series provides a 
wide range of big and beautiful patterns 
from 7 to 40 hp. In addition, ACI entered the 
Waterfall Pump market with innovative sub-
mersible pump technology up tp 40 hp and 
1,500 gpm. ACI also offers Bottom Circula-
tors, Torrent Aerators, Lake Bed Aerators, 
and ClearAway, an ecologically friendly bio-
logical product to improve and maintain 
water quality. 
For more information contact ACI at 
800/377-0019 or www.aquacontrol.com I 
circle no. 261 

• - • - • -
Novozymes 
Biologicals 
From the producers 
of Roots products, 
Lake Relief is a lake 
and pond darifier 
designed to improve 
water clarity, reduce 
odors and restore natural balance to the 
ecosystem. Lake Relief is packaged in conven-
ient 1 -lb. soluble packets and is effective in a 
broad water pH range (5.5 to 8.5). The natu-
ral strains quickly populate the target area to 
improve water quality and when used in ac-
cordance with label directions and precau-
tions, is not harmful to humans, fish, wildlife 
or beneficial aquatic organisms. Maximum ef-
ficacy is achieved when water temperature 
exceeds 50 degrees Fahrenheit. 
For more information contact Roots Plant 
Care Group at 800/342-6173 or 
www.rootsinc.com I circle no. 262 

International Pond Supply 
International Pond Supply (IPS) is one of the 
leading water gardening and pond distribu-
tors in North America. 
IPS recently enhanced 
its Web site, offering 
Landscape Professionals 
24 hour-a-day, 7 day-a-
week instant access to 
statements, bills, in-
voices, and transac-
tions. Regardless if your 
order was 
placed on-
line, over 
the phone, 
or in-house, you can view it all - and conduct 
your business — anytime day or night. 
For more information contact IPS at 
888/646-5474 or wyvwjjondsource.com / 
circle no. 263 

continued on page 58 

Professionals Demand Solutions 

SwitchBlade 

Pro-Tech is here to provide you with the solutions necessary to fulfill your 
snow and ice removal applications. Check out our website to 

see our entire line of products at WWW.Sn0pilSlier.C0IT 

888 PUSH SNO 
(888.787.4766) 

Professionals 
Choose protech 

MANUFACTURING I OJSTRtlUTtON 

Circle 129 

http://www.aquacontrol.com
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http://WWW.Sn0pilSlier.C0IT


S T A B I L I T Y ? W E ' R E A L L O V E R I T . 
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. 

C-^n ef y^^ysi '-^y 

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. 

Up /t> 30V/&5, 4X5 

TO LEARN MORE ABOUT THE WRIGHT ADVANTAGE CONTACT US AT (301) 360-9810. 
Circle 130 THE WRIGHT WAV TO MOW. 
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For more information, call 
1.301.360.9810 or find our dealer 
locator at www.wrightmfg.com. 

http://www.wrightmfg.com
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pathogens 
and other 

contaminates. 
Easy to install, these innovative 

light-driven filtration systems also 
have a safety feature to prevent UV-C radia-
tion exposure. This solution delivers efficient, 

tions.ws I circle no. 264 

BioSafe Systems 
BioSafe Systems introduced a liquid version of 
its line of copper-alternative algaecides. 
GreenClean Liquid Algaecide/Bactericide is an 
activated liquid concentrate labeled to control 
both filamentous and planktonic algae in 
ponds, lakes, fish hatcheries, canals, reser-
voirs, storage tanks and irrigation ponds. 
GreenClean Liquid goes into solution immedi-
ately upon application and does not use any 
heavy metals or substances not approved for 
food consumption. GreenClean Liquid works 
immediately upon contact with algae and 
biodegrades releasing active oxygen into the 
water column once the algae has been killed. 
GreenClean Liquid is considered a reduced 
risk pesticide and has been registered through 
the US EPA's biopesticide division. 
For more information contact BioSafe 

continued from page 56 

WaterMark by Little Giant 
WaterMark UV lights promote clean, 
clear water for a healthier aquatic environ-
ment. Ultraviolet light waves filter water by 
destroying harmful bacteria, disease-causing 

chemical-free filtration for any water garden 
or Koi pond. 
For more information contact Watermark at 
405/947-2511 or www.watermarksolu-

T M EdgePro Ultra 
PVCLandscape 

Bordersvstem 
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. 

in MANUFACTURED BY DIMIK 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 

Circle 131 

Systems at 888/273-3088 or 
www.biosafesystems.com I circle no. 265 

Aquamaster 
AquaAir Diffused Air 
Aeration Systems 
provide any aquatic 
environment superior 
aeration, circulation 
and de-stratification, 
without disturbing 
the natural, aquatic landscape. State-of-the-
art cylindrical stainless steel housing creates a 
chimney effect, assisting compressors to op-
erate at cooler temperatures. Sizes ranging 
from 1/3-1 HP, 120 & 220 volts, support one 
to six self-cleaning diffusers, three types avail-
able. These diffusers employ a super fine 
micro-bubble technology, resulting in out-
standing oxygen transfer rates. AquaMaster 
also offers optional slatted surround covers in 
five colors, to blend into the environment. 
For more information contact Aquamaster at 
800/693-3144 or www.aquamasterfoun-
tains.com I circle no. 266 

continued on page 60 
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ONE MEASURE OF SUCCESS: 
WINNING AWARDS FOR HARD WORK. 

LANDSCAPE MANAGEMENT 
WON 12 AWARDS RECENTLY. 

^ ASSOCIATION OF BUSINESS PRESS EDITORS AWARDS 

• Stephanie Ricca, 2006 Young Leader Scholarship award winner 

• 2006 Business Planner, regional award, special section 

• "Dialogue and democracy," Lynne Brakeman, national gold award, original Web commentary 

• "Sell smart, not slick," Carrie Parkhill, regional gold award, front cover illustration 

^ TURF & ORNAMENTAL COMMUNICATORS ASSOCIATION AWARDS 

• 2006 Business Planner, first place, special projects 

• "It's not baseball. It's base ball," Ron Hall, first place, online original content 

• "A tale of two domes," Lynne Brakeman, merit, online original content 

• "10 things you must know about your competition," Carrie Parkhill, merit, design 

• AthleticTurf.net, merit, e-newsletter design 

^ OHIO EXCELLENCE IN JOURNALISM AWARDS 

• "On the Record," Ron Hall, first place, columns 

• "St. Louis' winning season," Stephanie Ricca, second place, features-general 

• "From the Shop," Harry Smith, second place, columns 
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Watersaver Co. 
Watersaver Co. Inc. has sold and installed 
pond liners for all aquascape applications 
since 1953. PVC, EPDM and polypropylene 
liners are all available in custom-sized panels 

iZ5223T 

$599995 
23 hp engine, 

52" deck 
PLUS PERCENT 

FINANCING 

ZERO ZERO 
WORRY 
WARRANTY PLUS 

Purchase a Husqvarna commercial Zero Turn mower before March 31, 2007, 
and you'll drive away with one of the easiest bargains on the market. Plus, take 
advantage of 0% financing for 12 months AND get a FREE Deluxe Suspension 
Seat upgrade on select Zero Turn mowers. 
As a big plus, all Husqvarna commercial Zero Turn mowers with our exclusive 
TunnelRam™ deck are backed by an industry-leading, 5-year limited commercial 
warranty. 

© Husqvarna 
' Must request offer at time of purchase. Applies to new purchases of $2500 or more on a Husqvarna credit card before March 31. 

No finance charges will be assessed on the promotional purchase as long as the promo purchase amount is paid in full before 
12-month term ends. Variable APR is 22.80%. Minimum finance charge is $1.00. Existing cardholders should see their credit 
card agreement for standard terms. Offer is available at participating dealers and subject to credit approval by 6E Money Bank. 

' 5-year limited commercial warranty. See retailer for details 
© 2007 Husqvarna 

Circle 133 

Aquascape Inc. 
The new, versatile color match program of 
the PRO-Fit System allows contractors the 
chance to choose between all three Aquas-
capePRO product lines - the Signature Series, 
Classic and PondSweep - in order to create 
the perfect PRO-Fit System for their project. 
Pick a liner and underlayment size, choose a 
biofilter and grab a skimmer that suits your 
needs, creating the perfect system to match 
your specific project. Whether it's a small 
Pondless Waterfall or a large pond, the PRO-
Fit system can be customized to fit your 
customer's vision. 
For more information contact Aquascape Inc. 
at 630/659-2097 or www.aquas-
capedesigns.com I circle no. 268 

Haddonstone 
Inspired by Romanesque 
architecture, this double-
tiered, freestanding foun-
tain features leaf moldings 
on the fountain bowls 
with slender columns act-
ing as supports. The foun-
tain is self-circulating and 
does not require a con-
stant supply of fresh water. 
The fountain is 60 in. high 
and 37 in. wide at its widest point. 
For more information contact Haddonstone at 
856/ 931-7011 or www.haddonstone.com 
I circle no. 269 

to help minimize field work and waste. 
For more information contact Watersaver Co. 
at 800/525-2424 or www.watersaver.com I 
circle no. 267 

http://www.haddonstone.com
http://www.watersaver.com


More Software Tools Period 

Hardware: 

Check Reader -
automatically reads 
your customer's 
checks for quick 
receivables. 

CLIP Connect - Use your 
Nextel or other phone for 
live, real-time route sheets. 
See what customer is 
being serviced. 

CLIP Trak -
Instantly 
know where 
your trucks 
are, then have 
this data automatically 
download into CLIP via GPS. 

Erouter - go paperless 
and send your crews out 
with Palms that have the 
day's work on them. 

Bill on website - your customers 
can view their bills on the web. 

Bar Code Scanner - print bar coded 
sheets for the crews and scan as 
they get to each property. 

Software Links: 

Links with MapPoint - automatically 
route all your customers on the 
map. 

Links with Microsoft Word and 
Excel - Make estimates and letters 
inside the customer's file. 

Link with Scanner - Save the 
signed contract right inside the 
customer file. 

Language 
Translation -
Route Sheets 
notes print in 
Spanish and 
Portuguese. 

s r 

Links with Microsoft Outlook -
Send email to customers from 
within the CLIP program. 

Links with QuickBooks Pro -
Send all billing data directly to 
QuickBooks. 

Call 800-635-8485 
for more information 

Circle 134 

CLIP Software: 

• Bill from CUP or QuickBooks. 
• Up to 15 ways to schedule jobs. 
• Store photos in customer record. 
• Contact Management System. 
• Do billing in minutes not hours. 
• Employee Tracking. 
• Chemical Tracking. 
• Landscape/construction 

estimating and tracking. 

What does all this mean for 
you? You can spend less time in 
the office doing paperwork and 
more time running the company. 

CLIP has been around for over 
20 years. There is a reason why 
2 BILLION dollars are run 
through CLIP each year. 



Increase Your 
Trimmer 
Productivity... 

...with the 
SPEED-FEED 4 5 0 

and the NEW 
SPEED-FEED 375 

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

j 
T E C H N O L O G Y SMART SHOPPING 

Buying equipment from 
big box stores, newspaper want 
ads or eBay is no t a good idea 

Find a good dealer 

Align arrow on 
knob with 
eyelet. 

• ALIGN 

Step 1 

Feed t r i m m e r 
line through 
eyelet. 

S tep 2 

Re-load by turning 
knob on head. S 

i . 
Step 3 

shindaiwa 
See the online demo at 

www.shindaiwa.com 

BY ALLEN SPENCE 

We have all seen the 
great deals on out-
door power equip-
ment at discount 
hardware centers, 
Web sites on the In-

ternet, people running ads in the local 
paper and selling out of a storage ware-
house and eBay. These purchases are usu-
ally no deal for a commercial operator. 

Equipment built for homeowner use 
doesn't last as long as those created for 
professionals. Commercial handheld 
equipment manufactures say pros expect 
at least 1,000 hours of reliable use from 
tools. Try that with a $69 discount special. 

Landscapers depend on durable equip-
ment, competent salespeople and qualified 
technicians to be successful. Commercial 
equipment dealers need the same. Con-
sider these points when choosing a dealer: 
• Is it a known brand? Some well known 
manufactures are regional in their specific 
offerings. So, just because you haven't 
heard of it doesn't mean it isn't good 
stuff. Do a little research when you have 
doubts about a brand name. 
• Can I get parts for it? Make sure you 
aren't getting something that is out of 
date or will be hard to purchase repair 
parts for in a short period of time. 

• What is the shop's turn around time? 
Before you buy, ask the technicians. While 
you are asking, ask for repair references. 
• Do the technicians attend update 
schools on a regular basis? Most dealers 
send their technicians; some don't. As new 
EPA friendly equipment comes to the 
market place, there will be a need for train-
ing. Make sure your dealer is up to snuff 
• How clean is the place? This means 
a lot to me. The cleaner he keeps his 
workspace, the better he will care for 
my equipment. 
• Does the dealer have a significant 
inventory of repair parts? T h e more 

parts on hand, the less down time on 
equipment. 
• How accessible are the shop personnel? 
When I need telephone assistance? 
Sometimes a phone call is all that is 
needed. 
• Will the dealer start the equipment 
and go over the procedure with you? 
You know it will run when you leave, plus 
you have had a chance to ask any ques-
tions you may have. You might get a free 
tank of fuel also. A dollar is a dollar, right? 

The dealer/consumer relationship is 
important. Treat it that way. 

— 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
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Fi rst to Start. Last to Quit. shindaiwa 
mmam 

FORGET WHAT YOU KNOW 
AOOUT 2-STROKE POWER. 
Introducing the new 242-series, featuring a newly engineered 2-stroke 
engine with an improved power-to-weight ratio and lower emissions. 

We've redefined 2-stroke technology and equipped it on the new 
242-series. The result is a powerful new line of tools including a trimmer, 
edger, brushcutter, articulated hedge trimmer and multi-tool. Each one 
designed to be relied on all day, no matter the job. 

Discover how we've made the toughest tools on earth even 
tougher. Learn more at Shindaiwa.com or call 800.521.7733. 



It's not easy being 
clean - on the job site 
that is. Landscapes 
are often given tight 
spaces and time 
frames in which to 
get their work done. 

Whether it's selective thinning 
and beautification for a private 
landowner, trail development 
and maintenance for park 
projects, or clear-cutting for a 
commercial endeavor, skid 
steers can help finish a project 
quickly, efficiently and with 
minimal surface disruption. 

Trees Unlimited in subur-
ban Chicago, for example, em-
ploys a number of skid steers 
and attachments to achieve a 
common land clearing goal. 

of trouble 
Skid steer a t tachments boost product iv i ty 
a n d m i n i m i z e site d a m a g e 

Owner Curt Pfaffinger pur-
chased a Bull Hog mulching 
head, a shear and a grapple, 
which gave his company the 
opportunity to do more work 
for park and conservation dis-
tricts. Those particular cus-
tomers were looking for selec-
tive thinning, so the highly 
maneuverable skid steers were 
a perfect fit. 

"They want to make trails 

without taking much down. 
Everyone wants to save a tree," 
says Pfaffinger. "With the Bull 
Hog we can do that work. We 
get around the big oak tree but 
we don't destroy anything that 
you don't want to." 

The low ground pressure 
imparted by skid steers was an-
other big selling point for the 
municipal work. Trees Unlim-
ited uses a rubber-tracked Cat 

287 and a John Deere 280. 
"There is no compaction," 

Pfaffinger says. "We don't hurt 
the root structure so the 
keeper trees continue to grow 
and develop." 

The maneuverability of the 
skid steers enhances efficiency 
with commercial projects 
where all of the vegetation 
must be removed. Pfaffinger 

continued on page 66 

• A skid steer with a grapple 
attachment carries away a 
downed tree. 

STARK S: 



Go The Extra Yard 
www.Ferrislndustries.com/mgt • 1(800)933-6175 

Circle 136 

What will you do on your day off? 

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! 

Ever since I started mowing with 
my Ferris ISK 3100Z, my weekend 
starts on Friday. 
Richard Hale • R.L. Hale Landscaping • Suffield, CT 

http://www.Ferrislndustries.com/mgt


continued from page 64 

uses a skid steer with a Bull 
Hog mulcher head to clear 
away the undergrowth before 
bringing in skid steers with 
shears, grapples, saws and 
other equipment to clear away 
larger diameter materials. 

"We'll go in with a Fecon 
head first and get rid of all of 
the minus 4-inch material. 
That gives us room to maneu-
ver around without brambles 
and thorns grabbing at the op-
erators," Pfaffinger says. "The 
Fecon head goes in the day 
beforehand, mows it all off 
and gives the other guys room 
to work." 

Often landscapes use 
grapples, tree saws and bunch-
ing shears to fell larger diame-
ter trees before hauling them 
to a chipping location. 

"We've got a 2000 Ver-
meer with auto-feed, which 
we feed with a Bobcat," 
Pfaffinger says. "One guy just 
feeds the grinder and two guys 
bring the material to him. He 
doesn't have to waste time 
schlepping logs." 

Sticking to their specialized 
roles has helped increase pro-
ductivity, both individually and 
for the crews as a whole. But 
that's not to say that operators 
never switch attachments. 

"We're using all imple-
ments on any given job. We 
flip flop all the time, because 
the time to change from one 
to another is minimal," 
Pfaffinger says. 

Depending upon the ter-
rain and site conditions, opera-
tors may start using the tree 

A A grapple attachment helps 
turn trees into mulch. 

saw to fell large diameter trees 
and then switch to the bunch-
ing shear for more control. 

"Both will handle the 
same diameter materials -
about 16 inches - but the 
shear gives us more control 
since we're still holding onto 
the tree after it has been 
sheared," Pfaffinger says. 

That's important in tight 
working areas, especially resi-
dential or where there are 
other crew members working 
in the vicinity. 

Pfaffinger brings more 
equipment than he plans on 
using, so, in case of a break-
down, the project can con-
tinue. If the project calls for re-
moval of the mulched 
material, then Trees Unlimited 
blows the chips into one of the 

company's fleet of chip trucks. 
"We've got 6-wheelers 

with a box on the back, and a 
box inverted on top" Pfaffin-
ger says, "so we can handle 20 
yards of chips at a time." 

Someone takes the chips to 
the company's gravel pit and 
runs them through a tub 
grinder to produce mulch, 
which is then sold or used on 
internal projects. As the land 
clearing business expands, so 
does the mulch production. 
Pfaffinger produced 20,000 
yards of mulch last year - up 
from 12,000 the previous year. 

But not everything that his 
crews touch turns into "black 
gold." Sometimes they'll 
mulch the materials with a 
Bull Hog mulcher head, and 
then leave them onsite, which 
helps to control erosion. As 
the mulched materials de-
compose, they return nutri-

ents to the soil. Mulching and 
leaving the material on site is 
operationally easier and elimi-
nates the hauling of chips and 
further processing at the 
gravel pit. 

Whether they are remov-
ing the materials, or leaving 
them to Mother Nature, 
Pfaffinger wants his crews to 
get in, complete the project 
and move on to the next one. 
Or as he says — "Get in, get 
done and get on." His variety 
of attachments and capabili-
ties allows Trees Unlimited to 
do just that. Pfaffinger esti-
mates that they've completed 
projects as small as a single-
tree removal to 12 to 15 acres. 

"It is nothing for us to clear 
two or three acres a day," 
Pfaffinger says 

That is a testament to the 
crews and the productivity of 
their attachments, lm 



A WALL, IS A WALL... IS A WOW! 
If your client wants more than an ordinary retaining wall, select VERSA-LOK. No other wall system 
gives you the same combination of aesthetics, installation ease and performance. VERSA-LOKs unique 
construction gives you the freedom to create stairs, curves, corners, columns and freestanding walls. 
Units can be quickly modified on site—eliminating the need to order special pieces. And their 
solid-unit characteristics provide unsurpassed durability. In addition, the Weathered™ texture and 
Mosaic® random-pattern options will give your project a look that is sure to turn heads. 

For more information on how VERSA-LOK can bring personality and style to your retaining wall 
project, call (800) 770-4525 or visit www.versa-lok.com. 

i j t 
Freestanding 

Walls 
Mosaic Randotn Fully Integrated Random-Pattern Freestanding 

Face Patterns Stairs Tall Walls Columns 
Multi-Angle 

Corners 

VERSA-LOK* 
Retaining Wall Systems 

Solid Solutions: 

0 2 0 0 6 Kiltie Corporation • Oakdale, MN 

http://www.versa-lok.com


Project Portfolio 
HOME OFFICE / POOL / HOT TUB / PRIVACY / WOODED LOT 

Challenges and 
Limitations 
• The backyard was constrained by 
river corridor setbacks, so the side-
yard space had to be maximized 

• Did not want the design to go 
past the front facade of the home 

• At two feet above the 100-year 
flood plain, drainage was critical 

• Wheelchair access and safety 
concerns near the pool 

• An elaborate French drain 
system was needed for the client's 
integral dogwood tree 

• The sideyard pool and office 
needed a large privacy barrier 

The design 
A riverside getaway 
with a pool house 
office for a retiring 
executive 

The site before 
construction 
A small backyard 
along a river on a 
wooded lot 

Project Requirements 
• Create a vacation area in the 
client's yard 

• Include a pool and hot tub 

• Must have wheelchair access to 
the home from the lower level 

• Keep as many trees as possible, 
especially a treasured dogwood 

• Maintain privacy from neighbor-
ing properties 

ABOVE The completed arbor and curved steps welcome 
homeowners and guests. A large cryptomeria ( Japanese 
cedar) backdrop and a fireplace provide privacy. 

RIGHT A before view of the pool house/office as the 
pool and spa are being formed. Note the closeness of 
the adjacent home. 



ABOVE The water-
fall spa and the 
gazebo are easily 
accessible from 
the office. A 
Lebanon cedar 
silhouettes the 
existing house, 
while a Japanese 
maple adds color. 

\ 

v. £ 

ABOVE Upon completion, the eleva-
tion of the dogwood is visible. 
Situated 18 in. below grade due to 
a topographical map error, a series 
of French drains was installed to 
ensure the tree's viability. 

LEFT The fireplace incorporates 
bluestone and brick detailing and 
an elevated 18-in. hearth for seat-
ing. The dining area on the terrace 
takes advantage of the warmth and 
charm of the fireplace. 

Project Principals 
Scapes, LLC, Atlanta, GA 

Pete Wilkerson, vice president of 
DesignBuild and landscape architect 

Jim Lesti, landscape architect 

Neptune Pools, Sugar Hill, GA, constructed 
the pool 

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

http://www.landcarenetwork.org


DESIGN/BUILD LANDSCAPE OF THE MONTH 

BY DANIEL G. JACOBS / Managing Editor 

Some of the most hon-
ored individuals our 
country has ever known 
are recognized in Can-
ton, OH. No, not football 
players at Canton's NFL 
Hall of Fame. We're re-

ferring to First Ladies. 
The First Ladies National Historic Site 

honors the better halves of the 43 men 
who have held our country's highest of-
fice. And a visit in 1993 by the current 
occupant of the White House gave Todd's 
Enviroscapes Inc., in nearby Louisville, 

OH, just three weeks to overhaul the 
site's 12,000-sq.-ft. garden courtyard be-
fore Laura Bush arrived. 

"We laid 40,000 brick in one week 
working double shifts," says Terry Pesek, a 
landscape designer with Enviroscapes. 
"They had an existing garden courtyard 
there that they wanted to renovate. We 
needed to do both paver work (hard-
scape) and plantings, the greenscape. We 
had to make it look like a lovely park. It's 
very beautiful." 

An architect designed the overall look 
for the $200,000 project, but the details 
were left to Enviroscapes. 

continued on page 12 

The Saxton home, built in 1841, is part 
of the National Parks Service. 
(Bottom) Workers had to be extra 
careful because of the pedestrian traffic 
in an urban environment 



GRASSHOPPER HIGH-PERFORMANCE MOWERS 
COMBINE THE BEST CUT WITH THE BEST RIDE 

Increase productivity and keep your best operators on the job with Grasshopper mowers. 
Our Ultimate Operator Station™ enables faster and longer mowing with less fatigue, while 
deep DuraMax® decks provide a beautiful cut at top speeds for your high-profile accounts. 
Call 620-345-8621 orvisitGRASSHOPPERMOWER.COM. 

YOUR NEXT MOWER 



Enviroscapes worked 
double shifts to lay 
more than 40,000 
pavers. 

continued from page 70 

"You're looking for something year 
round, when people are going through the 
garden, regardless of what time of year it is, 
it has some interest and beauty," Pesek says. 
"You're looking for things that stay green as 
well as spring bulbs that give you that burst 
of color after a long winter In fall, the deep 
color of mums brings that space alive." 

Enviroscapes faced numerous chal-
lenges, not the least of which was the 
shortened time frame. 

"The fact that it's an urban setting, 
means it has to include things that are salt 
tolerant," Pesek says. "It has to be material 
that can withstand traffic and, of course, 
our climate. You're looking for more 
durable than the delicate plants that you 
might find in a residential garden. But 
they still had to look beautiful." 

Because it was an urban setting, work-
ers had to take extra care when cutting 
brick because of all the people wandering 
about. (Belden Brick, one of Canton's 
founding companies, supplied the bricks.) 

"It was a wonderful way for the city of 
Canton to be represented on a national 
level," Pesek says. The harsh environment 
was only one of the challenges. 

"We had to leave the existing granite 
curbing and the original concrete base 
under the pavers, which makes it a little 
bit difficult, because it is easier to demo 
everything rather than selectively demo-
ing," Pesek says. "When you selectively 
demo, you have to be very careful not to 
damage what you want to save." 

With the hardscape in place and the plants in place it was 
time to make sure the courtyard sparkled for the First Lady's ar-
rival. "We popped in 1,500 mums to give a blast of fall color," 
Pesek says. "The mums weren't quite ready to bloom. Mother 
Nature wasn't working with us on the timing side. We took 
about 1,700 pounds of ice and spread it around the mums to try 
to get them to pop, so they would be looking their best when 
she arrived." 

It worked. Although she did not get to meet Mrs. Bush, Pesek 
did hear the First Lady was complimentary of the garden. One 

IN THE GARDEN 
Some of the less common plants used in the Ladies' garden to add style and flair: 

Botanical 
Pinus strobes 'Torulosa' 
Pinus sylvestris 

Picea oriental is 'Skylands' 

Common 
Contorted White Pine 
Sculptured Scotch Pine 
Golden Oriental Spruce 

Selected for its 
Cool twisted needles 
Interesting structure 
Beautiful gold 
branch tips 

OTHER PLANT MATERIAL THAT IS THE BACKBONE OF THE DESIGN 
Botanical Common Selected for its 
Chamaecyparis nootkatensis 
'Pendula' 

Weeping Alaskan Cedar Drama and evergreen 

Hydrangea paniculata 'Tardiva' Tardiva Hydrangea Late summer flowering 
Buxus Boxwood Winter interest 

and formality 
Picea pungens glauca globosa Dwarf Blue Spruce Striking blue color 

all year round 
Rosa 'Knock Out' Knock out Shrub Roses Low maintenance and 

bloom all summer 
Ginko biloba Maidenhair Tree Great urban tree with 

In the planters, Enviroscapes was looking for plants that provided a 

unique leaf shape, one 
of the oldest trees on 
earth, estimated at 150 

blast of color, were hardy enough to stand the urban environment million years 
and were drought tolerant. The company settled on begonias, 
geraniums, millet, colocasia (elephant ear) for its heart shaped, col-
orful foliage and cannas for their height and striking foliage. 

of the features of which Pesek is most proud are the large 
planters situated next to the street. 

"It really enhanced the city landscape," she says. 
The city of Canton liked the planters so much Enviroscapes 

was asked to add several more along Market Street, the city's main 
drag, to match those near the garden. 

"It really added to the downtown area, as well," Pesek says. 
The job earned the company a PLANET National Distinc-

tion Award, one of many honors the company has received over 
the years, lm 



A LITTLE 
TO 

ACCELERATE 

Give your customers the instant satisfaction they desire. 
Octanew herbicide will add the necessary fuel to your current broadleaf weed 

control program to speed toward a more rapid kill. Today's lawn care consumers 
demand dead weeds now, and they don't want to wait weeks to see results. 
With new Octane herbicide in your tank-mix, you can now show your customers 
the results they want, when they want them. Visual herbicidal results are 
evident within 24 - 48 hours following an application of Octane herbicide. 

Octane herbicide provides: 
• 1 hour rainfastness 
• Flexibility to be tank-mixed with any broadleaf 

herbicide for increased performance 
• Excellent turfgrass tolerance 
• Affordability. Add a little Octane to every tank! 

Untreated Just 3 days after treatment 
For more information about Octane herbicide, 

visit our web site www.sepro.com or 
call 1-800-419-7779. 

Fast and Affordable 

SePfl© SePRO Corporation Carmel, IN 46032 Herbicide 
Octane is a registered trademark ot Ntchmo America. Inc. Always read and tolow label directions ©Copyright 2006 SePRO Corporation. 
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TRADE 

Simple operation 
Rain Bird's new ESP-LX Modular Controller accommo-
dates all high-end residential and commercial installa-
tions. The ESP-LX Modular has the capacity to expand up 
to 32 stations in increments of four or eight stations. The 
ESP-LX Modular features a large display for simple opera-
tion and flexible programming options to meet specific 
landscape needs. In addition, the ESP-LX Modular enables automatic monthly seasonal ad-
justments to cut back on watering during cool weather and increase during hot weather. 
It comes programmable in English and Spanish. 
For more information contact Rain Bird at 800/RAINBIRD or I 
circle no. 270 

depth adjustability from 2 to 12 in. in 1 -in. 
increments and spacing width adjustability 
from 10 in. to 24 in. in 2-in. increments. 
For more information contact Vermeer at 
888/VERMEER or vww. vermeer.com I 
circle no. 272 

Data loggers 
Onset Computer Corp. released the HOBO 
Pro v2 Series, a family of four compact, 
weatherproof data loggers designed for use 
in a broad range of outdoor temperature and 
humidity monitoring applications. Slightly 

TOOLS OF THE 

New scarlet rose 
Flower Carpet Scarlet is the seventh and lat-
est in the Flower Carpet Rose series intro-
duced from Anthony Tesselaar Plants. Flower 
Carpet Scarlet boasts a profusion of vibrant 
red double flowers in clusters and displays an 
unprecedented level of natural disease-resist-
ance. Flower Carpet Scarlet produces small 
buds that burst into clusters of six to eight 
double flowers. The flowers are a vibrant, 
scarlet red. The foliage is a dark, glossy green. 
Scarlet blooms in waves from early summer 
through late fall. A mature plant grows from 
24 to 32 in. tall and 40 in. wide. 
For more information contact Anthony 
Tesselaar Plants at 310/349-0714 or 
ddavids@tesselaar.com I circle no. 271 

Multi-line install 
The Vermeer multiblade plow attachment is 
designed specifically to install Netafim drip-
perline in commercial and residential irrigation 
projects. The multi-blade plow attachment 
fits the Vermeer LM42 lawn plow and RT450 
tractor, and uses a high-frequency vibration 
to cut through the ground and close up the 
channel around the dripperline. It is capable 
of laying three rows of tubing at a time, with 

Sprayable 
Dimension 
Dow Agro-
Sciences' Di-
mension 2EW 
specialty herbi-
cide is a new 
water-based for-
mulation of Di-
mension that of-
fers early 
post-emergency 
control of crab-
grass, pre-emer-

gence control of other grassy and broadleaf 
weeds and can now be sprayed over the top 
of landscape ornamentals. With the active in-
gredient dithiopyr, this new formulation pro-
vides application flexibility for almost any-
where users need it: established lawns, 
landscape ornamentals, golf courses, com-
mercial and residential properties, sod farms, 
non-cropland and industrial sites. It can also 
be used over the top of field grown nursery 
ornamentals. 
For more information contact Dow Agro-
Sciences at 317/337 3000 or www.Dimen-
sionHerbicide.com I circle no. 273 

larger than a pocket-sized flashlight, the new 
HOBO Pro v2 loggers address the need 
among professional researchers for a portable 
data logger that can withstand harsh outdoor 
and condensing environments. Example ap-
plications include field site evaluations, ecol-
ogy studies and microclimate monitoring. 
For more information contact Onset at 
800/564-4377 or www.onsetcomp.com I 
circle no. 274 

More comfortable Tank 
Cub Cadet Commercial has added comfort 
and convenience to its tough performing 
TANK zero-turn mowers. The TANK will now 
offer a new two-pedal deck lift; one pedal to 
lift and lock, the other to release and lower; a 
conveniently located parking brake with ef-
fortless engagement; and a standard, fold-
able ROPS as part of an Operator Protection 
System. The TANK M72 gas model will come 

HOBO MA 

mailto:ddavids@tesselaar.com
http://www.onsetcomp.com


with a 37HP V-Twin air-cooled Kawasaki en-
gine. Cub Cadet has also made improve-
ments to its exclusive Command Cut System 
for improved durability, reduced maintenance 
and cleaner overall cut. 
For more information contact Cub Cadet at 
330/225-2600 or www.cubcadetcommer-
cial.com I circle no. 275 

Add some Octane 
SePRO Corp.'s Octane 2% SC contains the 
active ingredient, Pyraflufen ethyl, which 
when added as a tank-mix with post-emer-
gent broadleaf weed herbicides, increases the 

vator with zero-tail overhang to optimize spoil 
placement and reduce the likelihood of con-
tact with surrounding objects. The 425 ZTS 
delivers a maximum digging depth of 8 ft. 4 
in. and a maximum reach of 14 ft. 10 in. at 
ground level. The rubber tracked excavator is 
powered by a 26-hp liquid-cooled diesel en-
gine and features two-speed (1.2 and 2.3 
mph) travel motors. The 425 provides 3,282-
Ibs. arm breakout force and 5,058-lbs. bucket 
breakout force. The 425 is also available in a 
long-arm option for greater spoil placement, 
contact Bobcat at 866/823-7898 or 
www.bobcat.com I 
circle no. 277 

speed of kill and broadens 
their weed spectrum. Vi-
sual herbicidal results are 
evident within 24 to 48 
hours of application. Be-
cause Octane is rainfast in 
only one hour, the risk of 
losing activity due to in-
clement weather is mini-
mized. While Octane is ac-
tive on broadleaf weeds, it is gentle on 
desirable turfgrasses. Octane can be applied 
in rates less than 4 oz. per acre stand-alone or 
1.5 oz. per acre in tank mixes. 
For more information contact Sepro Corp. 
at 800/419-7779 or www.sepro.com / 
circle no. 276 

Dig deeper 
The new Bobcat 425 zero-tail swing (ZTS) 
compact excavator is designed for profession-
als who need a two- to three-metric ton exca-

TeeJet^. 
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. 

Nozzle Type 
Herbicides, Fungicides, 

and Insecticides Droplet 
Size Nozzle Type 

Herbicides, Fungicides, 
and Insecticides Droplet 

Size Contact Systemic 

Droplet 
Size Nozzle Type 

Contact Systemic 

Droplet 
Size 

Turbo 
TeeJet 

Good Excellent 
O 

O • 
O O 

TwinJet J £ L 

O Excellent Good O O 
O • 

Turbo ^ ^ 
TeeJet 
Induction 1 . . . Excellent O 

Turbo 

Excellent Excellent 
O 

O • 
o o 

AlC A 
TeeJet ^ U 

Good Excellent • 
o o 

XP B 
BoomJet • 

... Very 
Good o 

• O O • O O 
Very Fine Fine Medium Coarse Very Coarse Extremely Coarse 

(Droplet-size categories may vary with nozzle capacity, spray anflle and spray pressure.) 
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Products 

Haul more with this insert 
Standard Hamilton Co.'s Hi-Sides is a volume 
enhancer option designed for its unique 
Dump-Pro dump insert for pick-up trucks. 
This option is a designed and engineered 
hardware system to increase the volume car-
rying capacity of Dump-Pro from its original 2 

cu. yds. to 4 or 5 cu. yds. The system is de-
signed to "float" and automatically adjust it-
self to large variations in ambient tempera-
ture, but still be rugged and strong. Also 

available soon will be a custom-designed 
mesh tarp and bungee option that attaches 
to the side clips. Dump-Pro enables a user to 
go from pick-up to dump truck. 
For more information contact Standard 
Hamilton Co. at 866/4-DUMP-PRO or 
www.dump-pro.com I circle no. 278 

Long lasting 
Agrotain International's new HYDREXX Pro-
fessional Nitrogen Stabilizer is a dry soluble 
additive for melted urea and UAN solutions. 
When mixed with liquid urea and urea-based 

fertilizers, HYDREXX enhances the fertilizer's 
performance by preventing ammonia 
volatilization, leaching and denitrification. As 
a result, nitrogen remains in a usable form for 
extended periods, making it available to the 
plant for as long as 16 weeks. With HY-
DREXX, the rate of application is completely 
controlled by the applicator. Higher rates can 
be used for sandier soils or longer perform-
ance versus lower rates for heavy soils or 
shorter lengths of performance. 
For more information contact Agrotain 
International at 888/547-4140 or www.sta-
bilizednitrogen.com I circle no. 279 

Diesel Z-Masters 
Toro has equipped its 52- and 60-in. Z595-D 
Z Master models with a 25-hp Kubota liquid-
cooled diesel enigine for tackling tough 
mowing conditions while delivering superior 
fuel efficiency. The mowers feature 12-gal. 
fuel capacity and 11.2 mph ground speed. 
These diesel machines feature Toro's TURBO 
FORCE cutting deck, a rugged "bull-nose" 
front bumper, a patented rubber discharge 
chute that allows for close trimming without 
damaging the chute or landscape structures, 

continued on page 78 

THE BEST THINGS IN LIFE ARE 

DIXON ZTRs... FAST, RUGGED AND FUN TO RUN! 
Stop by your local Dixon dealer today and test drive the new 2007 ZTRs that have 
been 30 years in the making. Plus, now through March 31, 2007 receive up to $150 

in FREE Gas with the purchase of any Dixon commercial ZTR mower 
AND make no payments until 2008. Enjoy the ride! 

Dixon ZTR 
( 8 7 7 ) CUT MORE | www.dixon-ztr.com 

Offer valid on select models at participating dealers. Retail financing subject to credit approval. 
Ask your dealer for complete details and qualifications. 
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This new zero-turn runs circles around performance 

ZD300 Series 
Engineered for power, durability and performance, 
the ZD300 Series zero-turn mowers feature 
21, 26 or 31 HP, long-life, fuel-efficient Kubota 
diesel engines. A smooth HST Transmission, a 
new deeper mower deck, an 11.9-gallon fuel tank, 
and a hands-free hydraulic deck lift, ensure the 
high quality demanded by commercial operators 
and landscape professionals. 

EVERYTHING YOU VALUE 

fc Is l a I " l a A * . Jll 11 ' | 

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

or go t( www.kubotaZ40.com 
SAFETY 

m m m m , i • 

http://www.kubotaZ40.com


pressure to reduce damage to lawns and 
landscapes. The Boxer 320 is only 34.5 in. 
wide, but features a tip capacity of 1,250 lbs. 
and an operating capacity of 625 lbs. at 50% 
operating capacity. The 320 also has a 
ground speed of 3.4 mph and handles the 
same standard attachments as other Boxers. 
For more information contact Compact Power 
at 800/476-9673 or www.boxerequip-
ment.com I circle no. 281 

Remote control 
Toro's TMR-1 maintenance remote for Toro 
Modular Controllers (TMC-
424/212) can operate on unli-
censed MURS frequencies, giv-
ing it an optimum range of 
more than 1.5 miles line-of-
sight without the hassles of 
FCC licensing. Durable and 
weather-resistant, the TMR-1 
has a sleek, ergonomic design 
patterned after VHF radios. For 
maximum productivity, the 'All 
Stations Cycle' function pro-
vides one-start system operation for walk-
throughs. In addition, its large, easy-to-read 
LCD, push-button operation and simple com-
mand set make the TMR-1 user-friendly. 
For more information contact Toro Irrigation 
at 800-664-4740 or www.toro.com/water-
mgmt I circle no. 282 

Products 

continued from page 76 
as well as a welded, 
fabricated deck shell con-
structed of seven-gauge steel. 
For more information contact The Toro Co. 
at 800/348-2424 or www.toro.com I 
circle no. 280 

Mini Boxer 
Compact Power's Boxer 

320 model mini-skid offers the 
power in the smallest package yet. 

The 320 is a dedicated track machine that 
comes standard with a 7-in. wide rubber 
track that produces only 3.2 psi of ground 
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Rolling on 
Burchland Manufacturing's EZR Material 
Roller mounts on skidsteers and installs a vari-
ety of erosion control material up to a maxi-
mum roll width of eight feet and weight of 
500 lbs. The EZR offers three sizes of detach-
able stems and features a hydraulic actuator, 
which swings the pivot arm 180° left or right 
and angles of 115° up and 8° down. The EZR 
also features a Pivot Arm Lock for storage or 
transport and a Roll Retaining Collar to keep 
the material roll firmly positioned. 
For more information contact Burchland 
Manufacturing at 641/498-2063 or 
www.burchlandmfg.com I circle no. 283 

Ola 
ro duces 

When 

QUALITY MATTERS, 

(7 EDGINGS, INC. 1-800-EDGINGS • www.olyola.com 

SIZE MATTERS... 
- M T - I - » A P W I I 1 - 1 

...especially when you are restraining architectural hardscape stones 

State 
Gr aride 
Quar-VZi-Ve 
and »*ore... 

http://www.toro.com/water-
http://www.toro.com
http://www.burchlandmfg.com
http://www.olyola.com


C I R C L E N U M B E R ( S ) T H A T C O R R E S P O N D T O A D V E R T I S E M E N T S O F I N T E R E S T I N T H I S I S S U E 

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 
104 116 128 140 152 164 176 188 200 212 224 236 248 260 272 284 296 308 
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 
107 119 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
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 
n o 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 w o u l d l i k e t o r e c e i v e ( c o n t i n u e r e c e i v i n g ) 

L A N D S C A P E M A N A G E M E N T f r e e e a c h m o n t h : O Y e s O N o 

Signature (required) 

SUBSCRIBER NUMBER FROM LABEL 

NAME (please print) 

TITLE 

FIRM 

ADDRESS* 

CITY 

_Date 

_STATE_ _ ZIP 
* Is this your home address? O Y e s O N o 

PHONE ( ) 

FAX ( ) 

E-MAIL ADDRESS 

1. My primary business at this location i s (Fill in ONE only) 

01 O Landscape Contractors (Installation & Maintenance) 
02 O lawn Care Service Companies & Custom Chemical Applicators (ground & air) 
03 O Irrigation Contractors & Consultants 
14 O Ornamental Shrub & Tree Services 
15 O landscape Architects 

04 O Other ContractorVService Companies (please specify) 

09 O Extension Agents/Consultants for Horticulture 10 O Sod Growers, Turf Seed Growers 8 Nurseries 
11 O Dealers. Distributors, Formulators & Brokers 12 O Manufacturers 

13 O Other (please specify) 

JANUARY 2007 
Card expires March 15, 2007 

F o r F A S T E S T S E R V I C E , f a x f o r m t o 4 1 6 - 6 2 0 - 9 7 9 0 . 

2. Which of the following best describes your titto? ^ ONE only) 
10 C E x e c u t i v e / A d m i n i s t r a t o r - President, Owner, Partner. Director, General Manager. Chairman of the Board, Purchasing Agent, 

Director of Physical Plant 
20 C M a n a g e r / S u p e r i n t e n d e n t - Arbonst. Architect Landscape/Grounds Manager. Superintendent, foreman. Supervisor 
30 C G o v e r n m e n t O f f i c i a l Gov. nent Commissioner, Agent, Other Government Official 
40 C S p e c i a l i s t - forester. Consultant. Agronomist. Pilot, Instructor. Researcher, Horticulturist. Certified Specialist 
50 O t h e r T i t l e d a n d N o n - T i t l e d P e r s o n n e l (please specify)^ 

3. Which of the following services does your company provide? (Fill ALL that apply) 

01 O Mowing 
05 O Turf Fertilization 
02 O Turf Insect Control 
03 O Turf Weed Control 

04 O Turf Disease Control 07 O Irrigation Services 
06 O Turf Aerator 

45 O Hydro seeding 
46 O Erosion Control 

47 O Bedding/Perennial 
Installation 

08 O Ornamental Care 

09 O Tree Care 
10 O Pond/Lake Care 
11 O Snow Removal 
49 O Perimeter Pest Control 

12 O Landscape Design 14 O irrigation installation 48 O Landscape Lighting 98 O Other (please specify) 
13 O Landscape installation 15 O Paving/Deck/Patio installation 

Installation 

4 . W h i c h of t h e f o l l o w i n g l a n d s c a p e p r o d u c t s d o y o u p u r c h a s e o r s p e c i f y ? (M l in ALL that apply) 
27 O Mowers 22 O Herbicides 28 
18 O Engines 21 O Fungicides 24 
16 O Blowers 40 O B»k>gical/Organ»a 38 
17 O Cham Saws 36 O Turf Seed/Seed 29 
26 O Line Trimmers 32 O Spreaders 
20 O Fertilizers 39 O Bedding/Perennials 31 
23 O Insecticides Plants 42 

5. My firm's annual revenue is: (Fil OM inly) 
001 C More than $4,000,000 003 O $1,500,000 $1,999,999 
002 O $2,000,000- $4,000,000 004 O $1,000,000 $1,499,999 

O Ornamental/Nursery Products 33 O Tractors 
C J Irrigation Systems 44 O Pick up Trucks 
O Ponds/Water Features 43 O Cab Forward Trucks 
O Pavers/Masonry/Bricks/Rocks 37 O Utility Vehicles 

(Hardscape Materials) 41 O Business Management Software 
O Skid Steers 97 O Other (please specify) 
O Compact Track Loaders 

005 O $500,000 $999,999 
006 O Less than $500,000 

107001 

Publisher reserves the nght to re/ect 
incomplete or non-qualifted requests A Q U E S T E X PUBLICATION ©wo, 
Quest ex 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 
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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 
104 116 128 140 152 164 176 188 200 212 224 236 248 260 272 284 296 308 
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 
107 119 131 143 155 167 179 191 203 215 227 239 251 263 275 287 299 311 
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 
112 124 136 148 160 172 184 196 208 220 232 244 256 268 280 292 304 316 

I w o u l d l i k e t o r e c e i v e ( c o n t i n u e r e c e i v i n g ) 

L A N D S C A P E M A N A G E M E N T f r e e e a c h m o n t h : O Y e s O N o 

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 

I 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 4 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 
I I O Dealers. Distributors, Formulators & Brokers 12 O Manufacturers 

13 O Other (please specify) 

JANUARY 2007 
Card expires March 15. 2007 

F o r F A S T E S T S E R V I C E , f a x f o r m t o 4 1 6 - 6 2 0 - 9 7 9 0 . 

2. Which of the following best describes your title? •» ONE only) 
10 C E x e c u t i v e / A d m i n i s t r a t o r • President. Owner. Partner. Director General Manager, Chairman of the Board. Purchasing Agent. 

Director of Physical Plant 
20 C M a n a g e r / S u p e r i n t e n d e n t - bonst. Architect. Landscape/Grounds Manager. Superintendent, Foreman. Supervisor 
30 C G o v e r n m e n t O f f i c i a l Government Commissioner. Agent. Other Government Official 
40 C S p e c i a l i s t • wester. Consultant, Agronomist. Pilot. Instructor. Researcher, Horticulturist. Certified Specialist 
50 O t h e r T i t l e d a n d N o n - T i t l e d P e r s o n n e l please specify) 

3 . W h i c h of t h e f o l l o w i n g s e r v i c e s d o e s y o u r c o m p a n y p r o v i d e ? (Fill in ALL that apply) 

01 O Mowing 04 O Turf Disease Control 07 O Irrigation Services 09 O Tree Care 
05 O Turf Fertilization 06 O Turf Aeration 47 O Bedding/Perennial 10 O Pond/Lake Care 
02 O Turf insect Control 45 O Hydro-seeding installation 11 O Snow Removal 
03 O Turf Weed Control 46 O Erosion Control 08 O Ornamental Care 49 O Perimeter Pest Control 

12 O Landscape Design 14 O irrigation Installation 48 O Landscape Lighting 98 O Other (please specify) 
13 O Landscape Installation 15 O Pavmg/Deck/Pat» installation 

installation 

Which of the following landscape products do you purchase or specify? (Fill in ALL that apply) 
27 o Mowers 22 O Herbicides 
'8 O Engines 21 O Fungicides 
16 O Blowers 40 O Biological/Organics 38 
17 O Chain Saws 36 O Turf Seed/Seed 29 
26 O Line Trimmers 32 O Spreaders 
20 O Fertilizers 39 O Bedding/Perennials 31 
23 O Insecticides Plants 4; 

. My firm's annual revenue is: (Fill in OK ) 
001 O More than $4,000,000 003 O $1,500,000 $1 
002 O $2,000,000- $4,000,000 004 O $1,000,000 $1, 

O Ornamental/Nursery Products 33 O Tractors 
O Irrigation Systems 44 O Pick up Trucks 
O Ponds/Water Features 43 O Cab Forward Trucks 
O Pavers/Masonry/Bricks/Rocks 37 O Utility Vehicles 

(Hardscape Materials) 41 O Business Management Software 
O Skid Steers 97 O Other (please specify) 
O Compact Track Loaders 

999.999 
499,999 

005 O $500,000 $999,999 
006 O Less than $500,000 

107001 
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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 will assist you in removing your name frxxn Questex Media Group s lists Outside the U S please phone 
615-377-3322 Or, indicate so below 
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Circle 147 Circle 146 

Smar t W a t e r Sn lnt innc 

Science City at Union Station • Kansas City, Missouri 

( ( 71 JT ixed-use developments with heavily traveled public spaces would be 
jl K i wise to engage an ASIC Professional Member. They make the critical 

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

ANDY SCOTT 
Executive Director • Union Station Assistance Corporation 

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

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

Contact ASIC to find a 
consultant near you. 

PO Box 426 
Rochester, MA 02770 

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

www.ASIC.org 

http://www.ASIC.org


RNPSIGNS 
Marketing, Design & Print 

PROMOTE 
YOUR 

COMPANY THE POWER OF CHOICE. 

Printing • Signs • Marketing • Design 

VIEW HUNDREDS 
OF PROMOTIONAL 

IDEAS ONLINE! 
W W W . R N D S I G N S . C O M 

800-328-4009 
Circle 148 

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

Z O R O C K 
1 -866-4-ZOROCK 
www.getzorock.com 

Circle 150 

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 149 Circle 151 

http://WWW.RNDSIGNS.COM
http://www.getzorock.com


ADVERTISING 
INFORMATION: 

Call Kelli Harsany at 
800-669-1668 x3767 
or 216-706-3767, 
Fax:216-706-3712, 
E-mail: kharsany@questex.com 

• 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). 

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! 

B U S I N E S S F O R S A L E B U S I N E S S O P P O R T U N I T I E S 

C o l o r a d o W h s l e I r r i g a t i o n S u p p l y 

C o . f o r S a l e 
Est. 1977. Loca t ed on the Front Range . 

Inc ludes bu i ld ing and inventory . 
Inquiries call: 307-322-3653 

GROW 
ONLINE 

/ 

WWW. 
landscape 

iftanagement 
k .net 

n ' f * * IS 

• - v. 
-

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 O f 2 0 0 6 " 

A i t _ >4L>*t! 

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 

r Up Se l l Existing Products 
' Greens Se l l More Landscapes 

FREE VIDEO 
8 0 0 - 3 3 4 - 9 0 0 5 

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

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 y 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 ! 

C A L L : 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! $ 

/PC\ 
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 e m e i l o 1 @ a o l . c o m 

E 
Q u a l i t y S y n t h e t i c G r a s s S u r f a c e s 

B R A S j j j j j ju j jy 

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 

Use col r to get the attention your ad deserves! 

LIMAGINE 

AD HERE 

mailto:kharsany@questex.com
http://www.allprogreens.com
http://www.profitsareus.com
http://www.theputtinggreencompany.com
http://www.x-grass.com


FOR SALE HELP WANTED (CONT'D) 

Join a Winning Team 
Eastern Land Management of Stamford, CT is seeking key team 
players wi th a desire to learn whi le earning great wages, incentive 
compensat ion, uniforms,training and benefits whi le on a great 
careerpath. 

Landscape Maintenance Account Manager: 
v 3-5 yr. experience including proper landscape maintenance 

procedures 
Turf & Ornamental Team Leader: 

V 3 :5years experience that includes!! 
identification & control 

Jrrig^iorfGrewl.eader: 
V 5 years experience including 

thorough irrigation installation & O 
service knowledge ^ 

(Bilingual & Sports turf experience / 1 S/5"r~ f O 
is plus for all team members) 

EST . 1976 
Fax your resume to 203.316.5434 

or e-mail it to bmoorejr@easternland.com 
visit www.EasternLand.com for more information. 

TURBO TURF 

[For a FREE hydro seeding info pack & video call: 

TURBO TECHNOLOGIES, INC 
1500 FIRST AVI., BlAViR FALLS, PA 15010 

1'ROO-R22-3437 www.tiirhntiirf.nm 

HELP WANTED 

U.S. LAWNS 
NO ONE KNOWS THE 

LANDSCAPE MAINTENANCE 
^ INDUSTRY LINE WE DO. 

Use your experience as an Account Manager. 
Operations Mgr.. Branch Manager or 

Regional Manager to work for you. 

E-mail resume to hr^uslawns.net or 
tax to 407/246-1623. 

U S LAWNS 

TruGreen LandCare 
TruGreen LandCare, nation's largest and most 
comprehensive provider of landscape services, 

has immediate openings due to our recent 
growth in business. We are looking to fill the 

following key management positions: 

Branch Manager - Tacoma, HA - #6323 BM 
Account Manager - Tigard, OR - #6059 AM 

Account Manager - Fairview, OR - U6099 AM 
Account Manager - Seattle, W A - #6089 AM 

We offer a competitive salary, excellent 
benefits package, including 401(k) and 

company stock purchase plan and 
opportunities for advancement! 

To learn more about joining our team, 
please e-mail your resume with job number to 

sallen.trugrcen@comcast.nct 
or call Shellie today at 503-744-0549. 

EOE AA /M/F/D/V 

READY FOR A CHANGE? 

w w w.Green I ndustry-Jobs.com 

Visit us on the web! 
landscapemanagement. net 

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 

Looking to 
• hire If s o m e o n e ? 

Reach thousands of 
professionals in your 
industry by placing 

a classified ad! 

l i lnknE 
I m & 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 
ph. (949) 786-0405 

mailto:bmoorejr@easternland.com
http://www.EasternLand.com
http://www.tiirhntiirf.nm
mailto:sallen.trugrcen@comcast.nct
mailto:careers@landtechenterprises.com
http://www.landtechenterprises.com
mailto:ocstaff@nakae.com


HELP WANTED (CONT'D) 

Natural High 
Are you enlivened by landscaping.7 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 Ventura 
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 , INC. 
In our third decade of performing 

confidential key employee searches for 
the landscape/horticulture industry and 

allied trades worldwide. 
Retained basis only. 

Candidate contact welcome, 
confidential and always FREE. 

1740 Lake Markham Road 
Sanford, FL 32771 

407-320-8177 • Fax: 407-320-8083 
E-mail: hortsearch(a)aol.com 

www.florapersonnel.com 

WEEDS INCORPORATED 
Is a 40-year-old company specializing in 

Industrial Weed Control. We are looking for a 
Qualif ied Regional M a n a g e r 

In our Bethlehem, PA office. The successful 
candidate must be self-motivated, organized 

and have experience in sales and service 
scheduling. Complete compensation package 

includes excellent base salary, bonus, medical, 
40IK, sick and personal time. 

Only career minded individuals apply 
Email: Weeds(a weedsinc.com 

Phone: 610-358-9430 
Fax: 610-358-9438 
www.weedsinc.com 

Senior Estimator 
WSRI seeks a senior estimator to manage the 

estimating dept. Project bids include landscape, 
irrigation, site work, land restoration and 
erosion control projects for a variety of 
different government and private sector 

projects. Must have strong math and 
computer skills. 

Details (a w ww.wsrec lamat ion .com 
E-mail resume to 

LChenoweth@wsree lan ia t ion . com 
Or fax (303) 833-4447. 

BRICKMAN 
Enhancing the American IxtmUtcttpe Since 19.39 

Brickman is looking for leaders 
who are interested in growing their 
careers with a growing company. 

Nationwide career and internship 
opportunities available in: 

• Landscape Management 
• Landscape Construction 
• Irrigation 
• Accounting 
• Business Administration 

Start growing your career at: 
brickmangroup.com 

Landscape Division 
Manager/Operations Manager 

Join the Western States team-one of the most 
diverse environmental contractors in the West 

located near the Rocky Mountains, a great 
place to live and play! WSRI seeks a high level 

manager to take our landscape construction 
division to the next level. Proven track record 

in comparable position. 
Details @ w ww.wsree lamat ion . com 

E-mail resume, salary history & project 
completion history to 

L C h e n o w e t h @ w s r e c l a m a t i o n . c o m 

GOTHIC LANDSCAPE, INC. / 
GOTHIC GROUNDS 

MANAGEMENT, INC. 
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 Manager 
Estimator 
Foreman 

Irrigation Technician 
Project Manager 

Purchasing Agent 
Sales Personnel 

Spray Technician (QAC, QAL) 
Superintendent 

Supervisor 

For more information, visit 
www.gothiclandscape.coni 

or email: hr@gothiclandscape.com 
Ph: 661-257-1266 

Fax:661-257-7749 

SERPICO LANDSCAPING, INC. 
A successful 17-year-old business in the 
5F 3ay Area has dynamic opportunities 
for experienced landscape maintenance 

professionals to join us as: 

• Account Managers 
• Branch Managers 

For Info. Call (510) 293-0341 
jobs@serpicolandscaping.com 

—TRUGREEN LandCare— 
Seeking Highly Qualified Landscape Professionals 
VA • MD • DC • DE • PA • NJ • NY • CT • MA • NH 
We're Expanding Operations in 2007! 

• 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: Flon_Anduray@landcare.com or fax 301 -924-7782. EOE 

SOFTWARE 

M 0 W E R M E T E R 
W J ^ " Equipment 

P ^ Tracking Software 
Designed for the 

Green Industry 
• Scheduling 
• Tracking 
• Costing 
• Parts Inventory 

Free Demo 800-635-8485 
W W W . M O W E R M E T E R . C O M 

W l ^ S h Z f r C 
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! 
www.wintac.net 1 -800-724-7899 

http://www.staygreen.com
http://www.florapersonnel.com
http://www.weedsinc.com
mailto:LChenoweth@wsreelaniation.com
mailto:LChenoweth@wsreclamation.com
http://www.gothiclandscape.coni
mailto:hr@gothiclandscape.com
mailto:jobs@serpicolandscaping.com
mailto:Flon_Anduray@landcare.com
http://WWW.MOWERMETER.COM
http://www.wintac.net
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Ferris Ind Inc I p65 
Circle # 136 
800/933-6175 
www. ferrisindustries. com 

Grasshopper Co I p71 
Circle # 138 
620/345-8621 
www.grasshoppermower. com 

Hunter Ind I p34 
Circle # 120 
760/744-5240 
www. hunterindustries. com 

Husqvarna I p60 
Circle # 133 
www. usa. husqvarna. com 

Hustler Turf Equip I p9,81 
Circle # 110,147 
760/744-2540 
www. hustlerturfequipment. com 

John Deere Co I cv4 
Circle # 103 
309/765-8000 
www.deere.com 

John Deere Const I p10,14-15 
Circle # 111,113 
800/333-7357 
www.deere.com 

J R C O Inc I p46 
Circle # 145 
800/966-8442 
www.jrcoinc.com 

EDITORIAL INDEX 
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Kubota Tractor I p77 
Circle # 143 
www.kubota.com 

L T Rich I p8,81 
Circle #108,146 
765/482-2040 
www.z-spray.com 

New Holland North Amer I 
cv2 
Circle # 101 
888/290-7377 
www. newholland. com/na 

Nufarm Americas Inc I p49-50 
630/455-2000 
www. turf. us. nufarm. com 

Oly Ola Edgings Inc I p78 
Circle # 144 
800/EDGINGS 
www.olyola.com/ 

Oregon Fine Fescue I p7 
Circle # 107 
503/585-1157 

P B I Gordon Corp I cv3 
Circle # 102 
800/821-7925 
www.pbigordon. com 

Pro Tech Welding I p56 
Circle # 129 
888/PUSH-SNO 
www. snowpusher. com 

R N D Signs I p82 
Circle # 148 
800/328-4009 
www.mdsigns.com 

Scotts Co I p43 
Circle #125 
800/492-8255 
www.scottsprohort. com 

Sepro I p73 
Circle # 139 
317/580-8282 
www.sepro.com 

Shindaiwa Inc I p62-63,82 
Circle #135,150 
www. shindaiwa. com 

Spraying Sys Inc I p75 
Circle # 141 
630/665 5000 
www.teejet.com 

Turfco MFG Inc I p45 
Circle # 126 
800/679-8201 
www.turfco.com 

U S Lawns I p6 
Circle #105 
407/246-1630 
www.uslawns.com 

Versa Lok Retaining Wall / p67 
Circle # 137 
800/770-4525 
www.versa-lok.com/ 

Walker Mfg I p41 
Circle # 124 
800/279-8537 
www. walkermower. com 

Wells Cargo I p8 
Circle # 109 
800/348-7553 
www.wellscargo.com 

Wright Mfg I p57 
Circle #130 
301/360.9810 
www. wrightmfg. com/ 

Zorock I p82 
Circle # 148 
866/496-7625 
www.zorock.com 

January 
22-24 Central Environmental 
Nursery Trade Show / 
Columbus, OH, Sponsored by Ohio 
Nursery & Landscape Association, 
800/825-5062 www.onla.org 

22-26 Denver ProGreen Expo / 
Denver, CO, Sponsored by 
Associated Landscape Contractors 
of Colorado, Colorado Chapter 
American Society of Landscape 
Architects, 
www.progreenexpo.com 

25 Northeastern PA Turf 
Conference and Trade Show I 
Wilkes-Barre, PA, Sponsored by 
Pennsylvania Turfgrass Council, 
814/238-2402 
www.paturf.org 

28 - February 21 TPI Study 
Tour to Australia and New 
Zealand, Canberra, Australia, 
Sponsored by Irrigation 
Association, 888/727-6498 
www. tu rf g rasssod .org 

31-February 1, Connecticut 
Turf & Landscape Conference I 
Connecticut Convention Center, 
Hartford, CT. Sponsored by The 
Connecticut Grounds Keepers 
Association & The Connecticut 
Irrigation Contractors Association, 
203/699-9912 rtice@snet.net 

31 - February 3 ANLA 
Management Clinic, Louisville, 
KY, Sponsored by American 
Nursery & Landscape Association, 
202/789-2900 www.anla.org 

February 
6-8 New England Grows / 
Boston, MA, Sponsored by 
New England Nursery Association, 
Associated Landscape Contractors 
of Massachusetts,Massachusetts 
Arborists Association, 
Massachusetts Nursery & 
Landscape Association, 
508/653-3009 
www.negrows.org 

11-15 TCIA Winter 
Management Conference / 
Cancun, Mexico, Sponsored by 
Tree Care Industry Association, 
800/733-2622 
www.tcia.org 

14-18 19th Annual Northwest 
Flower & Garden Show I 
Washington State Convention 
Center, Seattle, WA, Sponsored by 
Salmon Bay Events, 800/569-2832 
www.gardenshow.com 

27-March 1,DeckExpo/ 
Las Vegas, NV, Sponsored 
by Professional Deck Builder 
Magazine, 
www.DeckExpo.com 
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SMALL/MID-SIZED COMPANIES TO WATCH 

Russo Lawn & Landscape 
Treat your people well, and they'll treat your business well 

BY DANIEL G. JACOBS/ 
Managing Editor 

M ike Russo is a re-
alist. He realizes 
that the guy 
down the street 

uses the same equipment and 
cuts the grass the same way. 

"No one in the landscape 
industry is coming up with 
the next best way to cut grass," 
says Russo, owner of Russo 
Lawn & Landscape Inc. "We're 
not inventing anything differ-
ent. Sooner or later you realize 
that whether you're cutting 
grass, putting down pavers, 
planting trees, plowing snow, 
(anything) service related, it's 
all got to do with people." 

Russo's epiphany led his 
operation to more than triple 
in size in just five years after 
more than 10 years of slow 
growth. When Russo talks 
about people he refers not 
only to customers, but also to 
his employees. 

"I defy you to name a busi-
ness that has grown over the 
last 10 years that has screwed 
up dealing with people/' he 
says. "You can grow without 

focusing on sales with sheer 
luck, but you can't grow by 
sheer luck if you screw your 
people, if you don't know how 
to manage them, if you don't 
know how to develop them or 
if you don't treat them right." 

Training builds people, says 
Russo, who has used several 
consultants to motivate and 
train his 40-man workforce. 

Training covers everything 
from planting shrubs to poli-
cies and procedures, many of 
which have changed as the 
company has grown. It's a con-
tinuous process. Russo con-
fesses it wasn't always that way. 
For the first decade of his corn-

Online: www.russolawn.com Location: Windsor Locks, CT 
Principals: Mike Russo, Molly Russo, Mark Stupcenski and 
Christina Gordon 2006 Revenues: $3.5 million Founded: 1990 

Growin' and smilin'. 
The Russo team (I. to r.) says 
training is the key: Mark 
Stupcenski, Molly Russo, 
Mike Russo, Christina Gordon 

pany's existence Russo was too 
focused in the business to work 
on the business. Then he at-
tended an ALCA (now 
PLANET) meeting. 

Networking is huge 
"If I'd become involved in 
ALCA five years earlier, I'd be 
10 years ahead of where I am 
now," he says. "You're in your 
own little world in day-to-day 
fires. Then you go to these 
things and you see stuff 

"If you can capitalize on it, 
make connections with e-mail 
or visit other companies or 
bring in consultants and keep 
your eyes open (and leam) 
how can you go wrong? It cer-
tainly makes it easier than 

staying in your little square 
doing the same old thing day-
in and day out." 

Like most successful land-
scape operations, Russo strug-
gles at finding good help. 

It gets frantic 
"That's a big challenge, but it's a 
challenge in the bucket of chal-
lenges," he says. "The biggest 
challenge for me, is to continue 
to struggle - and some days win 
and some days get my ass 
kicked - with the role of own-
ing, managing and running a 
$3.5 million business. 

"That's the struggle that I 
face, trying to stay focused on 
what I do well and hiring for 
what I don't do well and then 
working the plan. There aren't 
too many owners at this stage, 
it seems, calm, level-headed, 
well thought out, soft spoken, 
relaxed business owners at the 
growing stages of a business -
certainly under $1 million to a 
couple million. 

"Successful owners have 
identified their own weak-
nesses and strengths and plan 
around their strengths. Then 
they hire stronger people for 
their weaknesses." 

Russo says that's some-
thing he's always working on 
— knowing what he does well 
and what he doesn't, lm 

http://www.russolawn.com


THE ARMY KNIFE DF TURF HERBICIDES 

KEEP OUT Of R EACH O f CHILDREN 

CAUTION 
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An Employee-Owned Company 
800-821-7925 • pbigordon.com/q4 
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Q 4 ' v is a registered t r a d e m a r k of P B I / G o r d o n Corp . 



Why did I switch to John Deere? 
Two words-Green Fleet. 

Tom Emerson, Professional Landscaper 

3320 COMPACT UTILITY TRACTOR 
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757 Z TRACK MOWER 

| \ j \ 
A k ^ _ 

HPX GATOR UTILITY VEHICLE 332 SKID-STEER LOADER BH65 POWER BLOWER 

It's a lot to ask to change brands. But GreenF lee t w a s an opportunity I couldn' t afford 
to miss. Literally. I 've seen f irsthand wha t J o h n Deere can do in the f ie ld-more productivity, 
wh ich m e a n s more m o n e y in my pocket. Plus, by purchasing just a few pieces of J o h n Deere 
equ ipment , I qual i fy for a huge GreenF lee t discount. GreenF lee t gave m e the chance to 
try a trailer full of J o h n Deere, very affordably. A n d that's wha t conv inced m e to take my 
w h o l e fleet green. 

S o g ive your J o h n Deere dealer a call. You' l l see making the switch is w a y easier than 
you think. I know I did. 

JOHN DEERE 


