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www.rainbird.com/savings

Eye-catching performance
with a price worthy of
a second look.

That’s intelligent.

TALK TO YOUR
SALES REP or

DISTRIBUTOR

Save nearly 45% with water-saving Rain Bird® Rotary Nozzles.

Rain Bird® Rotary Nozzle

Rain Bird Hunter
List Price List Price
S 525 $9 75

RaAIN I BIRD
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Savvy Landscape Managers and Designers who think green are sure to
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Enviromentally friendly, deep-rooted, drought,
wear and shade tolerant tall fescue has long
been a favorite of those who specify and
manage turfgrass. Newer varieties have
improved disease and insect tolerance, darker
green color and finer leaves than before.

So, think green and make Oregon grown
tall fescue part of your art ... today!

Golf course roughs and bunker faces

Always specify Origin: Oregon tall fescue seed
for consistent quality produced by professional
growers in the Grass Seed Capital of the World.

Oregon |
Tall Fescue \
Commission .\

www.oregontallfescue.org \


http://www.oregontallfescue.org

NOTHING SELLS
MORE HUSTLERS
THAN A HUSTLER.

But don’t believe an advertisement.
Go ride any of our competitors’ mowers and then
visit your local Hustler dealer for a demonstration.
We trust your judgement.

Be sure and ask your dealer about special offers, and low financing available right now!

HUSTLER

HUSTLERTURF.COM * UNCOMMON COMMITMENT



SRUNCED.

GOLF LAWN NURSERY  ORNAMENTAL

Until it's proven, all the claims mean nothing.

The same goes for lawn care products. You need solutions that are proven to work. Products that have
been researched and tested to stand up to even your toughest weed, insect and disease problems. Others
can claim it. Dow AgroSciences can prove it. Our comprehensive portfolio includes the leading solutions
you know and trust, like Dimension®, Gallery” and Snapshot® specialty herbicides, as well as MACH 2°
specialty insecticide. And our Turf & Ornamental Specialists are a proven resource for the service and
support you need. But don't just take our word for it, see the proof at www.DowProveslt.com.

www.DowProvesit.com 800-255-3726

OFFICIAL
CHEMISTRY

< MPA
Tradesmark of Dow AgroSciences LLC State restrictions on the sale and use of Dimension specialty herbicide products, Snapshot and MACH 2 apply. Consult the labe! before purchase or use for full details c0 X

Anways read and follow label directions. * The swinging golfer logo is a registered trademark of PGA TOUR, Inc. ©2009 Dow AgroSciences LLC  T38-000-014(1/09)BR 010-60534 DATOTURFB043
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Congress’ failure to fix immigration policies and
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LIVESCAPES SNOW + ICE GUIDE
Improve your The snow is flying
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environmentally you know who to
friendly landscapes service first?
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Beautiful landscapes of the future will be
designed with sustainability in mind. Photo
courtesy: The Hendrikus Group

USDA Secretary Vilsack and
First Lady Michelle Obama
support community gardens.

The Missouri Botanical
Garden identifies 13 new
“Plants of Merit” for the
Midwest in 2009
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Correction: A comment

the leading information resource for large, successful lawn care, landscape maintenance, design
empowers Green Industry professionals to learn and grow from their peers and our exclusive business
intelligence. Serving as the industry conscience, we not only report on but also help shape news, views, trends and solutions
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Support means helping you win on your terms.

Get $400 off a Z830A and
5.99% a month financing for 5 years.

In a business where time is money, we've figured out a way to help
you make the most of yours: 5.99% financing for 60 months on

our entire line of Z-Trak PRO Series zero-turn mowers. And with the
Z830A, you'll get $400 off instantly. So see your John Deere dealer

today. Because we're ready to give you support in the field -
and on the bottom line.

@ JOHN DEERE
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In a competitive business environment, you can't afford an
insurance company that doesn’t understand your business.
Hortica has over 120 years experience in the horticultural
industry. We provide specialized insurance solutions and
loss control strategies that other companies don’t deliver.

Tolearn how Hortica can help protect your business INSURANCE & EMPLOYEE BENEFITS
visit www.hortica-insurance.com or call 800-851-7740. To guide and provide


http://www.hortica-insurance.com

e ? 'I'I'IEI'IAI.I.MAHI(

RON HALL EDITOR-AT-LARGE I

Without healthy solls, we're history

Dr. Rattan Lal

nly water approaches soil’s impor-

tance in sustaining life on our

beautiful blue globe. As obvious

as that might seem, seldom do we

give soil the attention it warrants
in light of its crucial role in our livelihoods — not
to mention our existence.

Perhaps like you, I've unthinkingly looked at soil
and dirt as being one and the same. There’s a vast
and vital difference, of course.

Living soil — replete with minerals, organic
matter, invertebrates, macro-flora and micro-flora
— is the foundation we build upon to populate our
urban environments with beautiful, life-enhancing
green material. Healthy soil is a marvelously com-
plex and synergistic mixture
of living and non-living
material that engenders plant
health.

Dirt, which is often life-
less, cannot do this.

Do we focus too narrowly
on treating the symptoms
of plant woes, rather than
determining and fixing the
root cause, which is usually
damaged or poor-quality
soil? Perhaps. Sometimes, of
course, we have no choice,
inheriting pre-existing condi-
tions in the form of lifeless
dirt. Then we must choose
between improving the soil’s capacity to sustain
healthy plant life or launching a maintenance
regimen that, in the long run, might turn out to
be wasteful, expensive and potentially harmful to
the environment. Economics and revenue consid-
erations often loom large in determining which
course is selected.

Why is soil top of mind for me now? An
enlightening Earth Day presentation by
Dr. Rattan Lal, a world-famous soil scientist, at
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the Wooster, OH, campus of The Ohio State
University re-opened my eyes to its vital impor-
tance — not just to our industry, but to our future
well-being and survival.

I hope that you find Lal’s 10 laws of soil, which
he shared with an audience of several hundred
Earth Day celebrants, as enlightening as I did:
> Law #1: The biophysical process of soil
degradation is driven by economic, social and
political forces.
> Law #2: When people are poverty-stricken,
desperate and starving, they pass on their
sufferings to the land.
> Law #3: It is not possible to take more out of a soil
than what is put in it without degrading its quality.
> Law #4: Marginal soils cultivated with marginal
inputs produce marginal yields and support
marginal living.
> Law #5: Plants cannot differentiate among the
nutrients supplied through inorganic fertilizers or
organic amendments.
> Law #6: Mining carbon has the same effect on
global warming, whether it is through mineraliza-
tion of soil organic matter and extractive farming,
burning fossil fuels or draining peat soils.
> Law #7: Even the elite varieties of plants cannot
extract water and nutrients from any soil where
they do not exist.
> Law #8: Soils are integral to any strategy of mitigat-
ing global warming and improving the environment.
> Law #9: Sustainable management of soils is the
engine of economic development, political stability
and transformation of rural communities in devel-
oping countries.
> Law #10: Sustainable management of soil implies
the use of modern innovations built upon tradi-
tional knowledge. Those who refuse to use modern
science to address urgent global issues must be
prepared to endure more suffering.

If you would like to view Lal’s complete
PowerPoint presentation, which he kindly shared
with me, email me at rhall@questex.com.
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You can’t put off getting

in step with America’s
growing environmental
movement if you want

to ensure your place in
tomorrow’s Green Industry.

10 LANDSCAPEMANAGEMENTNET MAY 2009

YOU MIGIHT ALREADY have figured this out, but here’s the
scoop: Most of your customers aren’t interested in green
services, particularly if it means they will be writing bigger
checks to you. The hype and posturing regarding sustainahil
ity, regardless of products or services, far exceed the public’s
acceptance and adoption.

At least that's the case right now.

“Very few people today are making buying decisions based
on what is green,” says Dr. Honey Rand, APR, president and
CEO of Environmental PR Group, Lutz, FL.. Rand describes
selling propositions based solely on environmental claims as
“meaningless.”

“Green is the new branding. There is so much green now
that (the term) has no meaning anymore,” she adds.

continued on page 13



TrimYour Labor Gosts!

Leading landscape professionals rely on the easy-to-use, long-lasting formulation of Cutless* Granular Landscape
Growth Regulator to reduce the labor costs associated with maintaining landscaped shrubs, hedges and groundcovers.
Plants treated with Cutless Granular require less trimming and exhibit a more compact, uniform shape.

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

*
For more information about Cutless Granular Landscape c“tless G I
Growth Regulator, visit our web site at www.sepro.com, or ranu ar
call 1-800-419-7779. Landscape Growth Regulator
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Treated Jasmine=""

Note the enhanced blooms
of the treated shrubs..

Untreated Jasmine

Side-by-side
proven results with _am
Cutless' Granular. ‘

Example below of reduced shoot growth and enhanced \
bud development of the treated Jasmine on the left, 1
and untreated on the right.

w

-

‘ w* Treated Plumbago : '
§w - Untreated Plumbago
AN I

Jreated Boxwood

SePRO Corporation Carmel, IN 46032 SQPﬂ

“Trademark of SePRO Corporation. Always read and follow label drector
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e NOW Much you'll save at //
www.rainbird.com/savings Sg ~ /

Getting unbeatable quality
at an unbeatable price.

That’s intelligent.

TALK TO YOUR
SALES REP or

DISTRIBUTOR

Save more than 10% with the Rain Bird® 1806 Spray.
. | ol Rain Bird® 1806 Sprays

Rain Bird List Price Hunter List Price

5939 51050

RANIBIRD


http://www.rainbird.com/savings

continued from page 10

Rand has solid, hands-on expertise
in that arena. She started her market-
ing and public relations company that
specializes in environmental issues after
serving as director of communications
at the Southwest Florida Water Man-
agement District.

But if the majority of the public has
yet to embrace green with its wallets,
why would anyone suggest, as we now
are, that the Green Industry must

become greener, and that ultimately

perhourorlesswhenl’mgomg
acknowledging it's unlikely he will

COVER STORY

following that path will provide land-
scape and lawn service providers with
its best opportunities for long-term
revenue growth and prosperity.

The short answer is the Green
Industry might have no choice in the
matter.

Government agencies, activist
organizations, the state of the economy
(the age of extravagant waste is over)
and other industries that provide allied
services, such as the building industry,
will see to that.

"Mostofmelawnsherearefainystﬁalf he expla

half-hour to an hour to mow them.”

What prompted McCredie, an avid bicyclist and «
start such a unique (and physically taxing) service two y

“| watched the mow-blow-go guys pull up in their pickup
with big gas-guzzling mowers on them, and listened to lawn
mower, noisy things in my neighborhood. When | looked into.
polluting on a number of levels, and felt that property
option,” he says.

McCredie says the Seattle area embraces environme
vinced there's a bigger market for his Eco Mow

services. But, in the end, heeanonlydqsomm

Big efficiency,
small cost.

That's intelligent.

Save more than 20%
on water-efficient
Rain Bird®
U-Series Nozzles.
Deliver

30% water savings with
the Rain Bird® U-Series Nozzle.
The patented dual orifice design
minimizes brown spots, while
conserving water. Happier clients
and a better bottom line: that's

The Intelligent Use of Water

TALK TO YOUR
SALES REP or

DISTRIBUTOR

Rain Bird® U-Series Nozzles

Rain Bird
List Price

$182

Save more than 20%" |
over 2008 Rain Bird |
list pricing.

RN I BIRD
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Changing standards

Will the public accept this new real-
ity? Evidence suggests yes. Witness
how Canadian citizens have accepted
the ban on the use of synthetic pest
control products on public and private
landscapes in the provinces of Ontario
and Quebec. Or how property own-

ers throughout the United States are

changing their landscape irrigation
practices because of water agency
restrictions or water costs.

Hendrikus Schraven, owner of a
successful design/build company in
Issaquah, WA, and a decades-long
advocate of sustainable practices, says
the industry must shift its mindset.
Professionals must begin designing and

1
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il In today’s economy,
£ there’s only one
i sure-fire investment.
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If you make only one investment in your business this year,

PRO Landscape design software should be at the top of your list.

It's packed with more money-making tools than you ever thought

possible, and is so €asy to use, you'll be up and running in minutes,

translating your ideas into photorealistic images, accurate CAD plans

and polished proposals that sell.

* Realistic photo imaging
« Easy-to-use CAD

« (ustomer proposals

ﬁ PRO o —
0 Landscape

i

Satatinanits

ﬁ.—
ey i
=

J

€=

» 3D photo rendering
» 3D CAD rendering
« Night & holiday lighting

“PRO Lamtfcape pmd

ﬁritxeq%oti»ws
over t/wﬁl;t)fw!”

Kostas Menegakis, Landscapes-R-Us

drafix software, inc.

PRO
Landscape

The Standard in Design Software for Landscape Professionals!

60-day Money-Back Guarantee!

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

SELL BETTETER »
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delivering landscapes that provide cli-

ents with ecological benefits in addition
to being functional and beautiful.

A conversation Schraven had with
a client several decades ago — in this
case, Bill Gates, founder of Microsoft
— suggests to him that it can be done.

“I’'m going to put a computer in
every home in America,” Gates told
Schraven, who found the statement to
be more than a bit bold at the time.

“How are you going to that,” que-
ried Schraven?

“I'm going to change the standard,”
he recalls Gates responding in a matter-
of-fact voice.

continued on page 17

“This isn’t the ‘in’
thing to do any
longer. It’s the life
thing to do. There
shouldn’t even be a
question to do it.”

HENDRIKUS SCHRAVEN, The Hendrikus Group
!
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I - BASF

The Chemical Company

Always read and follow label directions.
and Drive are registered trademarks and Onetime is a trademark of BASF.
© 2009 BASF Corporation. All rights reserved.



WHO KNEW
) DUMPLINGS AND (

DIESEL FUEL

COULD BENEFIT THE
GREEN INDUSTRY?

Help us educate consumers on the benefits of healthy green spaces
where we live, work and play. Pledge $1,000 to the Project EverGreen
GreenBack PayBack program and we'll give you the opportunity to get ‘
all $1,000 back in gas and food vouchers over 20 months. Want to help
support our GreenCare for Troops program? Donate an additional $500
and the voucher program will also be provided to a military family.
EverGreen

Sign up for the GreenBack PayBack program today by contacting Because Green Matters
Elizabeth Neiderhiser at 877-758-4835 or elizabethneiderhiser@projectevergreen.com

WWW.PROJECTEVERGREEN.COM
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Paying less without
settling for less.

That'’s intelligent.

Look inside for new lower list prices
on quality Rain Bird products.

RaIN I BIRD



Save up to 45% on list price

Rotors

Rain Bird® 5004 Rotors:

Rain Bird List Price Hunter List Price

51200 51995’(

Rain Bird® 5004 SAM Rot

ors:
ave nearly 50 ver Hunter® ¢

Rain Bird List Price Hunter List Price

51350 52575

Nozzles
= Rain Bird® Rotary Nozzles:
' >ave 45 over Hunter”® MF ,“‘/\" U ;".",:V s, "
Rain Bird List Price Hunter List Price
' S 525 3975
Valves

Rain Bird® DV and JTV Series Valves:

ave nearly 2l over Hunter® SRV

Rain Bird List Price Hunter List Price

52250 52775

Calculate your savings at
www.rainbird.com/savings “linstall Rain Bird products because of their reliability, their superior
water distribution and because my customers recognize Rain Bird
as a quality brand. Lower pricing will help me win more business
during this challenging time.”
Craig Herring, Owner/President
Cypress Lawn & Landscape
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with proven Rain Bird products

Controllers

Drip

e ah b o

Sprays

Rain Bird® ESP Modular Controller:

Rain Bird List Price

$127%0 51629

Rain Bird® ESP-l;X Modular Controller:_

Rain Bird List Price

$35600 s 37§o

Rain Bird® XF™ Dripline 0.9 gph, 12" spacing, 250’ coil:

| [

Rain Bird List Price

51199 | $144%

Rain Bird® XB Emitters:

2009 List Price 2008 List Price

42°

Rain Bird® 1804 Sprays:

Rain Bird List Price Hunte

5248

U =
W
W2
Vi

Rain Bird® 1806 Sprays:

Ve

Rain Bird List Price Hunter List

$Q39 $1 05;6_

*



See how much you’ll save.

Use our Online Savings Calculator to estimate how much you could save on list prices when
you choose Rain Bird over the competition. Visit www.rainbird.com/savings to get started.

. 0 W o gt

RaindBiro

$631.80 32% $780.75

Just take a look at how much you could save on list price:

Typical Residential Installation

Rai Bug Model | Qty | Ram o Lst | ol Hunter Moce! |
EShModular | ) ‘ $127.00 | 812700 PC300I

Module Upgrade l | ‘ $50.00 | $50.00 Module Upgrade ‘
5004 Rotor [ 0 | $12.00 $120.00 PGP-AD) ‘
1804 Spray [ 10 $248 $24.80 PROS-04 |
OV Valve $22.50 $157.50 SRV-100G

Rotary Nozzie | 10 $5.25 $52.50 MP Rotator |

TOTAL $53180

Typical Commercial Installation

Rain Bire Model | Qty | Rain Bire List | Total hunter Mode! i
ESPBLX 120V $3%6.00 $356.00 1CMBOOPL
Module Upgrade » S120.0 $129.00 Module Upgrade '
5004 SAM Rotor 120 $13.50 $1562000 PGP-ADV '
1806 Spray | 40 $9.30 $375.60 PROS-06

PEB 100 Valve ‘ 16 $103.00 $1648.00 KV 1016

TOTAL $4,128.60

120
40

www.rainbird.com/savings A

Simply input the products and quantities you
regularly install. The Online Savings Calculator
will compute your estimated savings.

These new low list

prices can go a long
way toward helping
you pay less. To find
out how much you'll
really save, call or visit your local distributor
and ask about new Rain Bird list pricing.

TALK TO YOUR
SALES REP or

DISTRIBUTOR

} Hunter List { Total Est. Savings

| §16200 | 516200 $35.00

i 34700 | $04.00 $44.00
$19.95 [ $199.50 $70.50

| $3.35 $33.50 $8.70

\ $27.75 $194.25 $36.75

| $0.75 $97.50 $45.00

YOU SAVE $248.95"

l Munter List l Total Est. Savings

| $379.00 $379.00 $23.00

[ s14000 $140.00 $11.00
2575 | $300000  $147000

| o080 | sa2000 54440

f $99.00 “ $1,584.00 $-64.00

TOTAL §5,613.00
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http://www.rainbird.com/savings
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Getuptospeodwnhsﬁ’ ecause |
the landscape industry, perhaps p dl
cause some landscape architects and*‘mu
are starting to adopt them. -

Briefly, SSI is a collaboration among thme 16

for sustainable land design, construction and n
practices. These, of course, are services that |
lawn service and irrigation contractors perform.
Last fall, SSI published a draft of guidelines and perfor-
mance benchmarks, seeking comments from stakeholders
and the public. The draft represented several years of work by  and
SSI committees and covered topics such as soils, materials,
hydrology, vegetation, and human health and well-being. That
draft document generated more than 350 responses to SSI,

continued from page 14 soil is the basis for all landscapes. He ing in the competitive and price-driven
The new normal says the industry must increase its landscape services business environ-
Schraven, founder of The Hendrikus knowledge of soils and must work with ~ ment, feel they can’t do this.
Group and a 30-year-plus devotee of builders and developers to insist upon But they can, says Schraven, partic-
sustainable landscaping, says he was better quality soils. The other option ularly if they approach the market with
considered “a weirdo” when he first is to remediate soils so that they can an ecology-based value proposition.
began promoting his sustainable land- nurture healthy plants. “You do a project right the first
scape services, but no longer. What's the answer? Schraven advises  time and you pay less later — less plant
“This isn’t the ‘in” thing to do any accepting only projects that allow for replacement, water, maintenance. Cli-
longer,” says Schraven. “It’s the life the remediation of poor-quality soils. ents will listen to this,” says Schraven.
thing to do. There shouldn’t even be a Because of The Hendrikus Group’s In 1997, Brad Wolfe started
question on doing it.” reputation, this strategy works for him.  Organo-Lawn, shortly after graduat-
Schraven says that healthy, “alive” Obviously, most contractors, operat- ing from the University of Colorado.
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He says he couldn’t find a lawn service
in Boulder responsive to his concerns
about the environment. Sensing a busi-
ness opportunity, he put together a lawn

ing — Wolfe incorporated even more
ecologically friendly initiatives into
his company. Today, he points to the
proprietary natural products that his

care company built zzestly on the use of technicians use to improve custom-

natural products. ers’ lawns, along with the firm’ fleet
As the company grew — something  of biodiesel-fueled service vehicles,
that happened rapidly, thanks to his

university entrepreneurship train-

company-wide recycling efforts, wind-

generated energy powering its shop and

¥6Our profitability
increased 26%."

Jan Miller, YourHomeAddition.com

JobClock increased Jan Miller's profits.
Now it’s your turn.

The problem: Inaccurate timecards are increasing

your costs and draining your profits

The solution: The JobClock System. It delivers 100%
accurate timecards for all of your workers

The result: Decreased payroll costs and
increased profitability

In today’s economy, you can't afford
T to use the JobClock

B Forget trying to decipher
handwritten timecards

Ls Employee Time Card Mountain View
LANDSCAPE

-~ Bill Kem

Jobsite Name  Cost Code

&

735 753 758 T4 383

Regular Hours 3 )

Overtime Hours )
Bill Kemp / Double Time Hours 0

..JobClock works accurately under the
toughest weather and work conditions.

FREE one-year
subscription
to Cabela’s
Outfitter

HURRY,
LIMITED :
TIME

OFFER!

for your FREE quote.

15 minutes could save you
Journal just thousands of dollars.

for letting us give After all, over 600,000 professionals
you a FREE quote!  ALREADY rely on The JobClock System.

THE JOBCLOCK. THE CONTRACTOR'S TIMECLOCK.
Call 1-888-788-8463 — it’ll save you money!

—
EXAKTIME

INNOVATION AT WORK

w.exaktime.com
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CALL 1-888-788-8463

grgano-Lawn'tt
with proprie

. . v "
soil-enrich

office, and the organically grown cotton
shirts its employees wear.

“Organo-Lawn understands these
steps are mall in comparison to what
can be done,” Wolfe says. “But, we're
continuing to grow and we’re always
looking at ways to become more sus-
tainable.”

In the decade since its t}nunding‘.
Organo-Lawn has grown to be a domi-
nant lawn care firm in Boulder and sur-
rounding communities. Wolfe now eyes
the Denver market as he contemplates
franchising the Organo-Lawn model.

Schraven and Wolfe are among the
growing numbers of Green Indus-
try business owners recognizing the
ilhlll\ll"\ 1S on lhc lhl'cxhn](l ()fi;l new era
and must make one of two choices. The
first is to embrace products and services
that enhance the ecology, conserve
resources and build diversity within
urban landscapes — this in addition to
delivering landscapes with lifestyle and
aesthetic benefits customers desire.

The other choice is to continue
to offer the same services in the same
ways, face increasing regulations and
realize the possibility of stagnating
f_"l‘()\\[h.

Actually, there might be no choice.
The possibility exists that the Green
Industry will get dragged kicking and
screaming into the new era if it doesn’t
embrace more ecologically sound busi-

ness lIL'('I\i‘ ms on il\ own.


http://www.exaktime.com

Championship turf is now affordable for lawn care. inuoducing bisarm 6 granutar fungicice,

strobilurin disease control that can help your operation become more profitable. It's the best value in the category, lowering your
investment. It's the only strobilurin granule labeled by the EPA that offers maximum control of light-to-moderate dollar spot infestations
and other major turf diseases. And its superior turf quality helps you satisfy customers and attract new accounts, while reducing callbacks,

reapplications and wasted crew time. To learn more, call 866-761-9397 or visit arystalifescience.us/disarmg.

. 5 3
‘\., »’_‘ DlsaM' G The Spreadable Solution

-
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4 . - dand label DISARM and the DISARM lo Solution” slogan is a trademark of
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JIM PALUCH I The author is president of JP Horizons Inc

t www.jphorizons.com

Rally your team to a daily win

MONTHLY
CHALLENGE

Get a very visual scoreboard
up somewhere with just
one simple measurement
on it. Allow your team to
decide what they want to
measure — and how they
will celebrate a victory.

magine you and a friend have just sat down

at Game 7 of the NBA Finals, the arena

buzzing with electricity. Your team grabs

the opening tip and scores the first basket

— followed by exhuberant cheers. Baskets
are traded furiously, yet with each score the crowd
grows quieter.

You look up at the scoreboard over center court
and there is nothing being reported. No scores,
no statistics — just blanks where the
numbers should be.

You wonder what is going on as
you slump back in your seat. You soon
lose interest in watching grown men
run up and down a floor for what
appears to be no purpose at all.

After about two hours, both
groups of men walk off the floor. You
and the few remaining people in the
arena trudge to the parking lot. On
the drive home, you turn on the radio
and learn your team won the game by
one point with a last-second three-pointer.

How do you feel?

The oversimplified scenario above might border
on the absurd, but try to apply the concept to your
business. How many of your employees trudge
to their cars not knowing whether they won or
lost at the end of the day? How many are told the
final outcome long after the “game” is over? For.
companies that Work Smarter, putting up easy-to-
understand scoreboards for their teams makes sense
and, ultimately, makes money.

Stroll around your company and see how many
scoreboards you can identify. You might be rational-
izing that all of your scorekeeping is in the computer
and in reports shared with “need-to-knows” at

company meetings. That’ fine, but how does that
help employees heading home every evening know
whether they won or not?

“Did we win today?” should be a question you
and your teammates ask every day. The most impor-
tant thing, regardless of the answer, is that everyone
is able to answer the question. If your employees
know the score is being kept, they will strive to win
— itis our human nature to want to win and achieve.

Game on
Here are some simple guidelines that will help your
players enjoy the game and focus on winning:
1. Getvisual. Think about where the scoreboards
are at sporting events. They are not hidden; they
are a major focal point and constantly being looked
at by fans and players. Get your scoreboards up
where everyone in the company can see them.
2. Keep it simple. One of the biggest mistakes com-
panies make when it comes to keeping score is try-
ing to track too many things. Determine one or two
key indicators, and make sure everyone understands
what they mean.
3. Train the team. Spend time coaching the team
and help them determine what they need to do to
improve scores and earn a victory for the day. Time
spent discussing this will pay dividends quickly.
4. Celebrate every win. I'm sure you've watched a
team win an NBA or NCAA championship: There
is an enormous rush onto the court and the celebra-
tion begins. Now you might not need to cut down
the nets, but you can and should use such victory
celebrations to build up your team. Acknowledge the
success achieved on the scoreboard, and draw atten-
tion to it. The more you make a practice out of doing
this, the more opportunities you will have to do it.
Did you win today?

More than 250 Green Industry companies have participated in JP Horizons' Working Smarter
Training Challenge (WSTC), typically saving tens of thousands of dollars annually. To learn wheth-
er your organization qualifies to participate in the WSTC, visit www.jphorizons.com/LM.htm today.
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Sure you can cut it. :
The question is, can you grow it?

You know Gravely has an impressive lineup of powerful, high-performance mowers. What you
might not know is that Gravely also has a program to help you grow your business. It’s a lean
approach that streamlines your operation by eliminating waste and inefficiencies. It's a process that
creates avenues for sustained profitability. It's a boost to employee morale. You're doing everything
you can. We're saying CUT IT OUT. Take the first step toward working smarter. Not harder.

Visit WWW.GRAVELY.COM.

ERAVELY

WE KEEP YOU CUTTING®

www.gravely.com

An Ariens Company. * Registered trademark and ™ trademark of Ariens Company.


http://WWW.GRAVELY.COM
http://www.gravely.com

PRODUCTS

TOOLS OF THE TRADE > FOR MORE INFO, GO TO WWW.LANDSCAPEMANAGEMENT.NET/SEARCH

‘Cherry’ condition

As the newest shade of colorant to join the Colorbiotics
family of products, Cherry Brown combines the deep
richness of dark brown with a red tint to form a distinc-
tive mulch colorant option for landscapers. It is offered
through the Select and Mulch Magic colorant lines, and
can be ordered in both tote and drum packaging op-
tions. www.colorbiotics.com or 888/663-6980

Request a web-based demonstration!

;

SCHEDULING SQFTWARE

QXpress v8.0 (NEW!)

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 B

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 R ]
-z

data entry screen, and print templates designed in QXpress

.
. QX Mapping
o Every extra hour your crews spend

behind the wheel, is an extra hour they

- 2 cmiom are not generating revenue. Using

- Microsoft MapPoint, QX Mapping greatly
i/‘ reduces wasted drive time by optimizing

routes and printing driving directions.

press”

SCHEDULING SOFTWARE

ademank ang service man of BUA NC in the Uniled States and s QXpress s a regatored trademan of Abcet Rcorporated
O arks andio registered rade of splayed with permiasion The use Dy A
e by tuit_ and Alocet 1 soley respons: 15 30flware and the 3upPOM And Mainterance of the software
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Marine grade
Orbit/Evergreen
introduces a series
of premium, marine-grade 316 stainless
steel underwater lights. Designed for use
in ponds, streams and other aquatic in-
stallations, the low-voltage SS510 Series
features three lens cover designs: flush,
hooded and louvered. Fixture bodies
measure from 3.75in. to 5.14 in., and in-
clude MR16 20W lamps and 30-ft. power
cords. Lenses are available in red, yellow,
purple and green. The rugged stainless
steel finish is non-corrosive. www.orbit-
electric.com or 800/90-ORBIT

PRODUCT
SPOTLIGHT

TRAILERS

Easy transport
The SourceOne EZ H a 1
port of virtually any make or model of
walk-behind outdoor power equipment
on any venicie with a receiver nitct
Adjustable it modagate
JUIPME th Ip to 3¢
n. wide and :‘() n L
350 Ibs. EZ Haulr has self
1 C [ ) [ perma nt fr nt
heel stops and a powdercoated finist
LOaa 1ror the
v S ceonex.cor 888/418-906!
Flowable formulation

Teremec SP 2.9F Turf Fungicide is a new
flowable formulation featuring an active
ingredient of chloroneb. It is labeled for
the control of snow mold, brown patch,
pythium and southern blight. In addition,
chloroneb is one of the few fungicides
that has preventative activity, but can also
be relied upon for fast curative activity,
according to the company.
www.pbigordon.com or 800/821-7925
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LONG

} do you want your

FERTILIZER

10 12St? weeks, months, the whole season?

New DURATION CR*® Controlled-Release Fertilizer u::

Ask your supplier for a fertilizer blend Driven by DURATION CR
and get results that last.

Durationcr
Controlled-Release Fertilizer
{‘x Advanced
Technologies
www.agriumat.com » 888.757.0072

> 2009 Agrium Advanced Technologies (U.S.) Inc DURATION CR, AGRIUM ADVANCED TECHNOLOGIES and SMARTER WAYS TO GROW are trademarks owned by Agrium Inc


http://www.agriumat.com

Congress' failure t
mmngratmn nolic

~ BY MARTY WHITFORD
EDITOR-IN-CHIEF

Noom-:ennsaywhh absolutecert;nrtywﬁere orwhen the term
“Band-Aid fix” originated. However, most would agree the
U.S. Government embodies the concept.

Temporary stop-gaps — creating them, constantly tweak-
ing them, jettisoning them and often later trying to resuscitate

— is the circle of life for Congress.

We asked business owners who have participated in our
nation’s H-2B guest worker program if that stop-gap has “fixed”
the fissure triggered by years of delaying comprehensive immi-
gration reform. Most laughed — and quite a few almost cried.

Dual-edged sword

Mariani Landscape in Lake Bluff, IL, was one of the first land-
scape companies to use the H-2B guest worker program, and
has done so for years with mixed results.

“The good news is H-2B enables us to meet our goal of
hiring legal employees,” says CEO Frank Mariani. “It guar-
antees them safe travel, which is much more humane than the

continued on page 26

CONTINUING SERIES: Last month, we focused on the trend toward more worksite raids being conducted by federal
IMMIGRATION & LABOR immigration agents. This month, we cover the continued fall-out from the increasingly strained H-2B
guest worker program. Stay tuned: LM will report on immigration-related labor issues as they evolve.
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; ALOFT Insecticide prd(l;i:ies total insect control, guaranteed.

Simply apply once early for season long control of all major turfgrass insects, surface feeding pests and
white grubs. It has two kinds of powerful activity to provide residual, systemic control and fast knockdown.
Plus, we're so confident in the proven effectiveness of ALOFT, we're backing it with our Unsurpassed
Performance Guarantee. To learn more, call 866-761-9397 or visit arystalifescience.us/aloftguarantee. Total Control. Guaranteed. ™

& : e 2 d follow label directions. ALOFT and th FT logo are registered 1 ademarks of Arysta L feScie = A = (e Total ¢
és,): Arysta LifeScience Always Tasg Snd Toflow iavel directions. ALD e ALOFT g gs 0 . L eScience Nor e ot
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LOSING THE
RETURNING
" \WORKER
EXEMPTION
REALLY HURT US
.. BUT WE CAME
OUT OF IT ALL
LESS DEPENDENT
ON THE FEDERAL
GOVERNMENT.

Landscape laborers by far
are the top certified H-2B
occupation — typically
accounting for 1.5 to two times
the number of visas that the
second-ranked certified occu-
pation, forest worker, does

continued from page 24
alternative of sneaking across a raging river
or walking for days in a desert. And the H-2B
candidates come alone, pay taxes and, ata
company like Mariani, have insurance.”

Now for what Mariani calls “the dark side
of the story.”

“We never know from year to year
whether the H-2B program will be avail-
able,” Mariani notes. “If it is available, we
don’t know how many — if any — permits
we will receive. We also don’t have anything
to say regarding the H-2B workers’ pay scale.
That’s decided in Washington.

“Any program that creates a partnership
with the federal government is one to stay
away from,” Mariani warns. “We’re looking
at ways to attract legal workers without using
the H-2B program. We're spreading the
good news locally that good careers are avail-
able for able-bodied, hard-working individu-
als who like working outdoors. The current
economic downturn is making that easier,
but our hiring issues will resurface when the

economy improves.”

Friendly competitors

The H-2B program is capped at 66,000
visas per year, but in the mid-2000s a special
exemption allowed H-2Bs from the past

three years to return without counting

LANDSCAPEMANAGEMENTNET MAY 2009

H-2R blues

In the fiscal year ended Sept. 30, 2007, there
were 129,547 nonagricultural visas issued
— 60,227 new H-2B visas and 69,320 H2-R
returning worker visas

In fiscal 2008 and 2009, |
0 returning worker (H-2R) visas
were issued.

> Nepartment of State

against the cap. Congress failed to reinstate
H-2B’% returning worker exemption (H-2R
visas) for fiscal 2008 and 2009. As a result,
last year, Painesville, OH-based Yardmaster
received zero H-2B or H-2R visas. Fortu-
nately, a nearby friendly competitor lent a
helping hand.

“In 2007, the last year H-2B exempted
returning guest workers from its visa cap, we
received 92 guest workers,” reminisces Kurt
Kluznik, president of Yardmaster. “In 2008,
we had about 20 H-2Bs — and all of them
came compliments of Steve Pattie, president
of The Pattie Group, which itself could have
used the H-2Bs.”

Kluznik says he’s truly grateful for both
the H-2B guest workers Pattie transferred to
Yardmaster as well as the underlying lesson
he learned.

“Losing the returning worker visas really
hurt us. We had to put a lot more manhours
into jobs because we lost experience, and we
had reduced capacity to pursue new business,”
Kluznik concludes. “But we came out of it all
less dependent on the federal government and
its increasingly convoluted H-2B program.”

Pattie warns that H-2B is only a tempo-
rary fix and that’s masking the root of the
problem — the need for improved recruit-
ment and retention industrywide.

continued on page 29



.. More affordable than trailer pumris‘and”more' refiable than a pumping contractor, the fast, ruggedébbcaﬁ '
concrete pump eliminates wheelbarrows, shovels, planks, man-hours... and pumpmg fees Take controlot ;
your profits — and your.schedule wath tough Bobcat equipment. ' :

i’.

www.bobcat.com/pump 1.866.823.7898 ext 888 One Tough Animal



Reduce your
phosphorus application
without turf quality loss.

No AVAIL® Golf Cup

AVAIL® Phosphorus
Fertilizer Enhancer

* Increases performance
of applied phosphorus

* Enhances root
development

Now available in
optimized NPK formulas
from The Andersons!

AVAIL® Golf Cup

By freeing your phosphorus fertilizer from fixa-
tion, AVAIL's patented technology keeps phos-
phorus ready and available to your turf when it
needs it, delivering increased performance for
optimal turf root development.

While the science behind AVAIL is complex, the
idea is really very simple. AVAIL is a patented
technology that surrounds phosphorus fertil-
izer in a water-soluble “shield.” By blocking the
bonds of attraction of chemical elements in the
soil to the phosphorus, more of the phosphorus
is available for your turf to utilize.

For more information contact your Distributor,
or your Andersons Territory Manager at

800-253-5296. www.AndersonsTurf.com

® AVAIL is a registered trademark of Specialty Fertilizer Products. The Andersons is a registered trademark of The Andersons, Inc


http://www.AndersonsTurf.com

Change
the
landscape.

With almost 40 job-matched
attachments for landscaping, you
can get more done in less time.
Check out Bobcat attachments
for turf installation, land clearing,
hardscaping, site maintenance,
irrigation or for plants, trees and
shrubs at www.bobcat.com/
changelandscape

‘ H-2B hotbeds

Source: The Employment and Training
Administration, Office of National
Programs, Division of Foreign Labor
Certification

continued from page 26 DeMarche. “But we ended up hiring Soil Conditioner
about 60 people total to fill 24 posi-
tions. Not everyone is cut out for this

kind of work.”

“Having the federal government as a
business partner is insane,” Pattie says.
“We lost 5,500 H-2Bs in Ohio alone

last year.” Its a good thing Josh Denison, HR Fiail Cutter
In 2006, The Pattie Group began manager for Denison Landscaping in

working in earnest to develop its “farm  Fort Washington, MD, speaks

system.” Spanish. The company employs about Root Grapple
“We regularly participate in career 400, including 300 in the field — typi-

days at eight Northeast cally half H-2Bs and the

Ohio horticultural trade other half mostly Span-

schools,” Pattie says. “It’s ish-speaking citizens, Brush Saw

taken three years for us resident aliens and other

to cultivate it, but our work-permitted laborers.

farm system has helped “We only got 37

us overcome our former H-2Bs this year,” Deni- LASouips Sy

dependence on getting son says. “We're down

30 to 40 H-2Bs.” about 110. I could hire

50 if they walked through Seeder

Help wanted
The majority of the
laborers at The Laurel-
Rock Co. in Wilton, CT,
were guest workers — at
least until 2008, when
H-2B pitched a shutout
against the business.
“With unemploy-
ment ata 25-year high,
we've been able to hire
locally,” says Laurel-
Rock President Burt

WE ENDED UP
HIRING ABOUT 60
PEOPLE TOTALTO
FILL 24 POSITIONS.
NOT EVERYONE IS
CUT OUT FOR THIS
KIND OF WORK.

the door today — but
that ain’t happening.”

Denison scrambled
to attend more than a
dozen career fairs from
Maine to Florida this
spring, but that netted
him just one field worker
and five office interns.

“Most of these col-
lege kids look at a shovel
like it’s a poisonous
snake,” he adds.

1.866.823.7898 ext 969

& Bohcat

One Tough Animal.

2005 Botcat Compary All Rghts Resenved
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Sandy Munley, Ohio Landscape
Association's executive director, tells
a tale of a recent H-2B hearing in
Washington that shut out the vocal
majority — Green Industry employers
and associations. Please visit
www.landscapemanagement.net for

the online scoop

Thankfully, out-of-work construc-
ton laborers have hung a silver lining
on Denison’s H-2B cloud.
“Construction workers are used
to making two to three times as much
— $18 to $28 an hour — but they
realize $8 to $9 an hour is better than
nothing,” Denison says. “The problem
is they only have a four-month shelf life.

S\
TARGET.
A\ —4

Delivering Value

The products you need,
when you need them.

Wholesale distribution of specialty agricultural chemicals,

serving the following industries:
Landscape « Nursery « Golf

Vegetation Management « Pest Control - Fumigation

Come and visit us at: www.target-specialty.com
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Expert Training Staff « Full Product Line - ISO Certification

40

Years OF Sgavice

« Public Agency

1ISO9002

Top 10 senders —

H-2B/H-2R visa entrances

(fiscal year ended Sept. 30, 2007)

105,244

2 Jamaica 14,964
3 Guatemala 4,557
4 Romania 2,803
5 Canada 2,494
& Philippines " 2492
7 South Africa 1,913
8 United Kingdom 1,687
9 Dominican Republic 1,420
10 Australia 1,305

Source: The Department of Homeland Security. Note: Data represents
H-28/H-2R visa entrances — not issuances; one visa can be counted
multiple times as a result of more than one entry.

Just as they begin to learn our trade,
they find something they think is better
and are out the door.”

Bob Wingfield, president of Dallas-
based Amigos Labor Solutions, which
assists companies in completing H-2B
paperwork and obtaining guest work-
ers, says in 2007 he had more than 325
clients — 85% landscape and lawn care
companies — and received 100% of the
about 4,500 H-2B visas he applied for
(75% were returning workers). How-
ever, after losing the returning worker
exemption, the firm’s H2-B batting
average dropped to under to .750, earn-
ing Amigos’ clients 2,000 fewer visas in
2008. Wingfield predicts he’ll bat.100
on H-2B visa applications this year.

“By law, my clients are required
to advertise these jobs locally,” he
adds. “In 2008, they spent more than
$400,000 combined on these help
wanted ads and filled just 20 of the
more than 3,000 advertised jobs locally.
Yet somehow people keep crying that
H-2Bs are stealing jobs from out-of-
work Americans. It’s nothing more than
a broken train of thought on our broken
immigration system.” tm

ILLUSTRATION BY: ISTOCK INTERNATIONAL INC
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\‘-‘ Wilson-Oyler Group ‘
Presented by Husqvarna S E R I ES E

WWW.WILSON-OYLER.COM

Process Driven Success In A Down Economy

Laser Sharp Focus

Seminar Focus

Warding Off Competitive Invasion
- How To Compete And Win Against The Low-baller
- Create Wallet Share Without The Client Feeling Over Sold
- How To Stay On The Offense In Your Market

Ancillary Service Line Processes For Success
- Maximizing Service Line Profitability
- Pay For Performance
- Become A Subject Matter Expert

Equipment And Fleet Management
- Life Cycle Costing
- Buy/replace Decision Making
- Pivotal Duties Related To Shop Management

Optimize Your Enhancement Department
- Responsible Up-selling Opportunities
- Processes For Small Job Management
- Margin Aggressive Pricing

Coming To A City Near You...

Los Angeles ..... March 24 St.Lonis.. i385
PROSDIX . i saies March 25

Providence ..... August 11 San Francisco ...
Baltimore ...... August 12 Orlando
Columbus ...... August 25 Atlanta

Seminar Focus
Participants will be given an over view of proc-
esses used successfully to manage important
functions that contribute to overall company
success and profitability. Break out sessions
will foster an exchange of ideas and experi-
ence in confronting these issues.

QueStlonS: Series Sponsor Media Sponsor

Call 866.517.2272 or email @Husqvarna‘ Landscape

info@wilson-oyler.com Management

Visit www.wilson-oyler.com to register.


http://WWW.WILSON-OYLER.COM
mailto:info@wilson-oyler.com
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RAM No-Drill Vehicle
. Laptop Mounts

* RAM-VB-102-SW1 fits Chevrolet 2500 C/K
Truck (2000-2006), Chevrolet 3500 C/K
Truck (2000-2006), Chevrolet Silverado
Truck (1999-2006), Chevrolet Suburban
SUV (2000-2006), Chevrolet Tahoe SUV
(2000-2006), GMC Sierra Truck (2000-
2006), and GMC Yukon SUV (2000-2006)
RAM-VB-109-SW1 fits Ford F-Series F-150
Truck (2004-Current) and Lincoln Mark LT
Truck (2005-Current)
RAM-VB-108-SW1 fits Ford Excursion
(2000-2005), Ford Excursion Eddie Bauer
Edition (2000-2005), Ford F-250, F-350,
F-450, F-550, F-650, F-750 Super Duty
Trucks (1999-Current), Ford F-350 Super
Duty Trucks (1997)
RAM-VB-159-SW1 fits Chevrolet
Avalanche (2007-Current), Chevrolet
Silverado - All Versions (2007-Current),
Chevrolet Suburban (2007-Current),
Chevrolet Suburban with Deluxe
Power Seats (2007-Current),
Chevrolet Tahoe (2007-Current), GMC
Yukon (2007-Current), Hummer H2
(2007-Current), Equivalent GMC Models
(2007-Current)

31206-386 31209-386
RAM-VB-102-SW1 RAM- VB 10“ SW1
ey

f-1

31211-386 31217-386
RAM-VB-108-SW1 RAM-VB-159-SW1
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6648

Treegator“*’

¢ Reduces watering frequency by 50%
and reduces transplant shock

* Made of reinforced, UV treated

10 mil polyethylene

Fits around tree trunk

Holds approx. 20 gal. of water and

drips 6-10 hours with 2 holes open

One bag fits tree 1" - 4" in diameter

Heavy duty nylon zippers, polypro

straps, and strong, durable heat

sealed edges

79128-386
Treegator

SALE!

519.95

O

6649

Treegator“’ Jr. Pro

« |deal portable drip irrigation system
for low-branch trees and shrubs!

¢ Holds approx. 15 gallons of water,
with a drip time of up to 6 hours

¢ Reduces tree loss and uses less
water to irrigate more trees

¢ Made of brown, tough PVC material
with strong heat-sealed seams

¢ Removable vinyl emitter system
helps prevent clogging

* Fits trees up to 4" in diameter

79129-386
Treegator Jr. Pro

quality products!

meoln Soil Moisture
Meters

¢ Reads in a scale of “1” to “10,” with
“1" being completely dry and “10”
indicating full saturation

* Sensing element is located
in the tip of probe

* A chart on the back of each unit
indicates relative moisture readings

¢ Operates on one AA battery
(included)

77104-386  77105-386 77311-386
9" Probe 24" Probe | 36" Probe

SALE! SALE! SALE!

582.95 $87.50 592.25

Heavy Dty ™ -
elix Stakes -

Light Duty -
Straight Stakes
o rd

1-800-647-5368

ArborTie® Kits

* Anchors trees up to a 3" caliper

* Secure trees in high wind areas

e Light Duty Kit: 3 straight stakes (157)
and 3 ten-foot lengths of ArborTie

* Heavy-Duty Kit: 3 helix stakes (157)
and 3 ten-foot lengths of ArborTie

Light Duty Kit ' Heavy-Duty Kit
79219-386 = 79214-386

SALE! SALE!
$14.95 522.95

Anchor/Guying Line

* Soft polypropylene material won't
cut bark and prevents girdling

* Fastens to any stake or anchoring
system with traditional knots or nails

¢ Tensile strength: 900 Ibs.

250" Roll 3,000 Roll
79136-386 = 79137-386
SALE! SALE!

$34.55 $339.95

The Sling Bag
* Perfect to collect dirt,

trimmings, root balls
* 710" sq bag holds up to 3,000 Ibs.
¢ 4 sewn handles to lift, carry or drag
¢ Geo-textile fabric

allows moisture to escape
¢ Will not mold

69181-386

NEW!
$89.00

www.forestry-suppliers.com/promo/386

Over 10,000



3787

Jameson

Telescoping Pole

Saw Package

e 6-12" Telescoping Pole
with female ferrule

* JA-14 Pruner with

adapter and rope
¢ 13" Tri-Edge saw blade

INEW!|

3787

Jameson
Pro Pruner/
Saw Package

* Includes 6  extension pole
and 6 base pole

¢ JA-14 pruner with
adapter and rope

e 13" Tri-Cut saw blade with

3755 d

Corona® 12

Compound Action

Tree Pruner

* Die-cast zinc alloy head

* 15" Fully heat-treated,
Teflon™-coated steel
saw1” dia. cutting capacity

* Lightweight fiberglass

Sale Prices Valid

Through 12/31/2009

0=\

ﬁga auchi
Pole Saws

By Silky

¢ 6.5 Teeth per 1.2"

* 15.4" cutting length

* Upper and lower sickle

¢ Aluminum alloy extension
pole is race track-shaped

with casting and adapter , casting and adapter 4 vgp!g_?g_lesgppes to 12 . for pregise control
80159-386 80169-386 81155-386
Pole Saw Pruner/Saw 12" Tree
. Pruner
SALE! SALE! SALE!
542% $139% $169°
FELCO Coromnn Coromnn Coromn
— \ —_—
Li;,l! :‘D
1786 1795 1739 1742
Felco® Model 2 Corona® Ergo-Action | Corona® Corona®
Hand Pruner Hand Pruner 13" Pruning Saws 7" Folding Saw
' | 81125-386 81262-386 81272-386 | | 81269-386
ety o Model " Plastic = Wooden = | 7 Folding
BP3640 ~ Handle Handle ~ Saw
SALE! SALE! SALE! SALE! SALE!
$3925 $15%5 $92350 $2375 $1875
Coromn A LEATHERMAN . Ve

6orona°
StrataShear™
Bypass Loppers

,-3“?,‘, — _3’“’ 4
2-1/2°cut,  2-1/2"cut,
26- ONng 31' DN

SALE!

$5750

SALE!

35475

8499

Genus™
Hand Pruner
Genus Hand
Pruner

i $g9%s |
Everyday!

Hori-Hori Soil Knife

g
Hori-Hori

Soil Knife

Saw Pouches

57387-386 = 57385-386
Folding Saw Saw/Pruner i

Pouch  Pouch
ALE! SALE!
995 31450

1-800-647-5368 ¢ www.forestry-suppliers.com/promo/386

S1001 ININNYd



Sale Prices Valid
Through 12/31/2009

Solo® SP0® Triple Function
Backpack Sprayers Backpack Sprayer
* 4-gallon capacity * 4-gallon capacity

* Piston or diaphragm pump models
* Pressure gauge monitors output
while spraying

Adjustable brass nozzle

Rugged polyethylene tank with
folding handles for easy storage

| 13195-386 | 13174-386 |
Piston Diaphragm |
SALE! S

Triple Function Pump™ safely
provides higher pressures to 150 psi
Large 6" tank opening

Ergonomic pump handle

Brass spray wand with 42" hose
Adjustable nozzle stream to a mist

' 13699-386

ALE!

$899%

SPRAYERS & SIDESWIPE

88995

Over 10000 .-«

FORESTRY =~ SUPPLIERS it

1846

D.B. Smith

Field King™ Sprayers
4- or 5-gallon capacity models
Dual paddle agitators

.
* Internal Pump prevents leaks

* Piston pump operates up to 160 psi
.

.

.

24" spray wand with 50" hose
Adjustable brass & fan spray nozzle
Molded lumbar support for comfort

| 13398-386  13399-386 |
. 4-Gallon

5-Gallon |

SALE! SALE!

595% S107%

== solo

BACKPAGC

1854 1855

Solo® 456 and 457V D.B. Smith - MAX™
Hand-held Sprayers The Ultimate Sprayer

* Spraying pressure up to 45 psi * Spraying pressure up to 60 psi
Viton® seals and 0-rings * |ncludes straight stream/fine mist
High-density polyethylene tank adjustable nozzle and flat fan nozzle
Multifunction safety valve to relieve * 19" Aluminum spray wand with
excess pressure reinforced 48" hose

Model 456, Model 457V, MAX 7 i MAX 11

2.25 Gallon = 3 Gallon | . 2-Gallon = 3-Gallon |
=0 SALE! SALE! SALE! SALE!
.; S 3725 54275 33895 34250

@\Q

¢

«%:;.}
N

8273 -

S|desw:re° Pro

Herbicide Applicator

* Selective application of herbicides

* Wets evenly without drift or
overspray

* Top shield protects desirable plants
and shrubs during application

* 32 oz. (1 liter) reservoir handle
* 1,800 sq. ft. coverage area

| 18025-386 |

4 1-800-647-5368 ¢ www.forestry-suppliers.com/promo/386



40- & 60-Gallon

Boomless Nozzle Utility

Skid Sprayers

* Full 30" coverage

* Corrosion-resistant polyethylene
tank

* 12V diaphragm pump

* Adjustable pressure gauge (0 to 45
psi)

¢ Qutput: 3.8 gpm

¢ Maximum vertical throw: 18’

* Maximum horizontal throw: 30

14061-386 | 14060-386 |
40-Gallon 60-Gallon
Sprayer Sprayer

S A

UU UU

| 14035-386 17121-386
25-Gallon 2-1/2 Gallon
ATV Sprayer | Container
sibon o
estricted t be sold
: 89% [

=

Side Discharge
Nozzle

Rear Discharge
Nozzle

or® Pro Herbicide

* 41% Glyphosate Isopropylamine
Salt (Compare to Roundup® Pro)

« |deal for use in post-emergent weed
control in industrial sites as well as
forestry, turf, , and ornamental areas

¢ Controls most annual and perennial

JAVYdS ALY

* With stainless steel wethoom
boomless nozzle!

» Spray tips are color coded for on/off
positions and metered to adjust at 15°

increments : 5
* 3.8 GPM, 12V Diaphragm demand NI A e s o ool
style pump p

* Rainfast within two hours of
application and eliminates the need
for additional surfactant

* Adjustable pressure up to 45 PSI
* Handgun Max Vertical Throw: 26
* Handgun MaxHorizontal Throw: 43’

1935

EarthWay®

Shoulder Spreader

* 40-Pound capacity poly hopper
e Lays 8'-12" swath

69009-386
Mode! 3100
Spreader

SALE!
S

1-800-647-5368 ¢ www.forestry-suppliers.com/promo/386

Chemical Spra
Chapps™ and Vest

¢ 11 oz. butyl rubber
» Adjustable belt secures with Velcro®

| 23397-386 | 23396-386

1905

1S31 B SAYHI “43av3y

1 Quart Measure Mate
Chemical Container

¢ Quart chamber is graduated in 2 oz.
increments to 32 oz.
* Measures 1/2 oz. and 1 0z. amounts.

uy

23&‘]‘:[;::6 Rubber Front| Mesh Front | | goga9 age
Vest Vest
SALE! SALE! SALE! $4 75
\ . 85425 Everyday! =
S
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TONGUE BOX & TRAILER ACCESSORIES f!

.
»

I;ndscape

* Made in the USA.

Trailer Accessories

» Secure a variety of tools and equipment to your trailer!
* Constructed of heavy duty black powder-coated
steel and include mounting hardware

i;:)lymer Trailer
Tongue Box

* High-density polyethylene

* Integrated hinge and a
zinc-plated hasp latch
e 18"x20"x 36"

93810-386
Polymer
Tongue Box

'||l

f

Lockable
Trimmer Rack

¢ Holds three trimmers
* For open trailers

94700-386

SALE!
5900

Multi-Rack

¢ Secure your trimmers,
chain saws, or blowers

¢ Rubber straps included

* For open or enclosed
trailers

94701-386

SALE!

Backpack Blower

Rack

* Rubber strap included

* For open or enclosed
trailers

* Not for STIHL® BR400

94702-386

SALE!

[

Water Cooler Rack

* Accommodates most
standard size coolers

¢ Straps included

* For open or enclosed
trailers

94703-386

Gas Can Rack

* Holds one 5-gal. or two
2.5-gal. polymer cans

¢ Strap included

* For open or enclosed
trailers

94704-386

ﬁimmer Line
Spool Bracket
* Holds one 3 Ib. spool

* For open or enclosed
trailers

94706-386

SALEI

Hand Tool Rack

* Holds up to six straight
handle tools

* Rubber grommets

* For open trailers

94705-386

SALE!

1-800-647-5368 ¢ www.forestry-suppliers.com/promo/386



Sale Prices Valid

FORESTRY ' [ SUPPLIERS Through 12/31/2009

1567 6053 8284

Rubbermaid® Personal 172 | GARB Compliant
Water coolers Cooler Packs No-SpIIP uel Cans

Gatorade®
Thirst Quencher

33965-386 = 33633-386 |
Lemon- Ume

31137-386 31138-386 31179-386 31178—386 93329-386 93330-386
5-Gallon 10-Gallon 5-quart 10-quart | 2.5 Gallon 5 Gallon

SALE'A ALE'

=2
SALE! SALE! SALE! SALE! SALE! SALE! 1
$160 160 $3375 SB1% 31135 s-|750 51825 S —
= i —
= = &
— .
- ~ (]
88 T o S New! 7
6024 S Heavy 8559 m
Oak-n-lvy® Tecnu® Waterless Hand Heavy-Duty Hand &
Cleanser Cleaner with Grit Surface Cleaner m
| 25301-386 33314-386 z
25330386 | 25328-386 33313-386
50) SPF 30 Waterless "
120z 320z (Towelettes Hand Cleaner Cleaner Wipe —|
SALE! SALE! SALE! SALE! ===
O ELVEX ~——— i
e B n
2055 _— 3492 8347 u
Elvex® Trix QuieTunes™ 666R Wells Lamont® Top | Barnel®
Safety Glasses Radio Earmuffs Grain Pigskin Gloves | Spring Bucket
s | 94126-386 [r——
23287-386 | 23288-386 90909-386 = 90910-386 35980-386
Clear Lens Gray Lens Re(;{\':r/%%nable Medium Large 22°x 26"

ALE! SALE! SALE! SALE! SALE! SALE!
205 3240 87900 670 670 32950

- 67220

= = i
k( Ki —'_
8242

1116 Rust-OIeum
8049 Fluorescent Plain 17 oz. Inverted Tip |«
Professional Vinyl Wire Stake Marking Paint Superknife
Tool Sets F'ags * Additional colors available Fo dmg Utillty Knifﬂ

67202-386 = 67220-386 | 33506-386 33507-386 | 57149-386 57151-386 | | 35650-386

53.45 °53.45

148-Piece 170-Piece Orange | Pink Safety Red Fl. Ora Superknife e
SALE! SALE! ALE! gALE' SALE! SALE! ] —
594%  $109% 4% =

1-800-647-5368 ¢ www.forestry-suppliers.com/promo/386 7



Sale Prices Valid
Through 12/31/2009

/4_

4440

Plant Stress
Detection Glasses

* Technology developed by NASA
¢ Lenses block the green color
reflected from chlorophyll found in
vegetation
* Healthy plants look black or gray
» Stressed plants and turf
appear as yellowish-brown or pink
* Work best on sunny days
23380-386 |
Detection
Glasses

SALE!

31995

PlANT & TURF HEALTH

3671

FORESTRY

FREE With Your
5100 Order!

(Inl(n‘ \l|(’l.\

lurfgrass Weeds

E&Ior Atlas
Of Turfgrass Weeds

* A must-have reference guide
for turf managers!
* Provides help in pinpointing the
causes of weed infestation
 Includes effective control strategies
¢ Information on herbicide
effectiveness
* Hardcover, 432 Pages

59994-386
Color Atlas of

Turfgrass Weeds
$116%

uf}
Y

Solo® Spritzer Sprayer

¢ 1.25 liter pressure sprayer
¢ Adjustable brass nozzle

FREE WITH
YOUR $100.00

—
Guaranteed Pricing! Placing Orders

i ood For all orders we must have the 8-digit stock number, the
Sale Prices G Through Quantity mw: your phone m.um!:‘ft'at‘g‘t and bill-m;:mp»tn
12/31/2009 ddresses. Shipping and nsurance charges are extra.

Your source for
quality gear &
equipment!

800-360-7788

Special promotions and offers cannot be combined or
used in conjunction with any other promation or offer from

‘ I Forestry Suppliers, Inc
L bl;_BShA !—SAWMmSJ © 2009 Forestry Suppliers, Inc. -KEY 386
www. forestry-suppliers. com Al rights reserved. Printed in US.A.

SUPPLIERS

4440

Spectrum® IPM Scope™

» Displays the magnified image
directly on your computer monitor

* 40-140x magnification to zoom in
on fine details which may be too
small
to be seen with the naked eye

* Add labels, make measurements,
or draw on the image

* |mages can be archived, printed,
or sent via e-mail

61045-386
Spectrum

IPM Scope
SALE!

3042

Soil Compaction Tester

* Test compaction to subsoiling depths
¢ Stainless steel rod

can be inserted to 24~
* Depth markings at 3" intervals to 18~
* |ndicates compaction levels in psi
* 3/4"and 1/2" stainless steel tips
¢ Molded plastic housing and handle

77143-386
Compaction
Tester

SALE!

1-800-647-5368 ¢ www.forestry-suppliers.com/promo/386



The author is the owner-manager of Kehoe & Co. Contact him at kkehoe@earthlink.net. I KEVIN KEHOE }

THEBENCHMARK

A ‘survival budget’ helps win bids

’ Part three of a multi-part series. ‘

n my April column (“Get high profits with

design/build,” page 60), I went to a bid

opening where 38 landscape companies bid

a school construction job. My client finished

10th despite tightening his pricing factors
and production standards.

Sure there’s a part of you that says, “Let 'em
have it at that price.” But there’s also a thought
that gnaws at you: “I will get nothing at my current
price if this keeps up.” Welcome to the new world.
It’s hard to define what distinguishes high-profit
from low-profit companies in this environment
when survival becomes the driving force.

There’s only so much past relationships do for
you in this environment, so fashion a “survival bud-
get” that reduces costs and prices — and gives you
a better chance of generating revenues. A survival
budget must provide enough profit to recapitalize
the company for next year. Using the chart below,
let’s review the budget’s basic elements.

The starting point is expected revenues. In

Good times Survival mode

Revenues $5,000,000 $2,500,000
Gross margin $1700000 34%  $625000 25%
Overhead $1,100,000 22% $550,000 22%
Netprofit $600,000 12% $75000 3%
Assume (no subs)

Average hourly wage $15 $13
“Jobmaterials %% 50%
Materials ~ $1750000  $1.250000
Materialsmarksp  10%  10%
labor  $1,550,000 $625000
Hous $103333 848077
*Effective rate s 52340

Labor cost reduction/hour 15%

Pricing reduction 21%
Overhead reduction 100%

this example, we anticipate a 50% year-to-year
reduction in revenues. We then establish a survival
net profit margin. I use 3% as the low-end recap
target, which reflects the working capital needed
to fund longer Accounts Receivable collection
periods and some level of hard asset replacement.

Overhead reduction

We keep overhead in line with revenues at 22%

and conclude that overhead costs need to be halved.
This is a painful, but necessary step. We add the 3%
net margin to the 22% overhead expense to equal a
gross margin of 25%.

Labor cost reduction/hour

Given the reduced gross margin expectation, mate-
rials costs are now likely 50% of revenues — up
from 35%. We can calculate labor expenditures and
hours from this assumption.

Revenues of $2.5 million, less $1.25 million in
materials, leaves $625,000 for labor. Dividing this
by a $13 hourly wage rate yields 48,077 labor hours.

To lower labor cost, we must lower the average
wage 15%, from $15 to $13 per hour. Some of this
comes from less overtime and some from tighter
management of non-billable hours.

Pricing reduction

Lastly, we can calculate the hourly labor billing
rate. Revenues minus the materials cost at its 10%
markup, divided by the labor hours, provides the
rate of $23.40 per hour, 27% less than the prior
year. In effect, prices are lowered 27% to achieve
the desired margin.

With this survival budget, we can manage
through a downturn and still have reinvestment
income for the future. Those companies with solid
balance sheets (debt-to-equity ratios lower than
40% and current ratios of 2.5 or better) will survive.

It is truly a stomach-churning case of survival
of the fittest out there in the bid build world. Be
prepared, and next year might look a little better.

MAY 2009 ' LANDSCAPEMANAGEMENT.NET
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Chris Senske’s first planning management task was to
create a five-year sales and growth forecast for Senske
Lawn & "Tree Care, the company his parents founded
more than 50 years ago. “I regularly go back to that graph
paper I created more than 30 years ago, to refresh my
vision of where the company 1s headed,” says Senske, now
president. It was just the first lesson of many he learned.

Your company is an industry
pioneer, founded by your
parents in 1947. What are the
three most important business
things they taught you?

Hard work, sacrifice and
planning. From the very
beginning, I was tasked with
doing any job no one else
would or had time to do.

How did you prepare yourself
to be the company leader?
Had I known I was going to
be put in the situation where
I would run the business, 1
might have chosen a different
educational track. I studied
chemistry, mathematics and
biochemistry. I might have
benefited from a business and
marketing education.

I ended up in the busi-
ness quite by accident. I was
preparing to go to graduate
school when Dad needed to
have someone watch over the
business while he recovered
from a serious surgery.

Is there another generation
of the family being prepared
to run the company? My son,
Ben, is being trained as a su-
pervisor. Like me, he worked
summers in the business and

has done every job in the
company operations — from
customer service represen-
tative to tree climber. He
loves the pest control side of
the business the most and is
learning both technical and
management skills there.

What is your primary role
within your company today?
My primary role now is to
keep the management team
energized, motivated and
moving in the same direc-
ton. I spend half of my time
interacting with the manage-
ment team. The rest is spent
looking for market growth
opportunities, including
organic growth, acquisitions
and new service offerings.

What's your company’s big-
gest business challenge?
Our biggest challenge is

to keep everyone focused
on profitable growth. The
outcomes fr()m cuntinued

controlled growth benefit
everyone in the organization.
New opportunities, personal
development, as well as the
energy that come out of a
company moving forward,
all make continued growth a
worthy goal.

How are you preparing the
company for the next five to
10 years? We set a plan of
growth for the next five years
and a plan of action how to
get there. We are in the first
phase of that plan.

We are developing operat-
ing standards and removing
fuzzy lines of responsibility so
there are clear-cut goals for
every team member. Daily,
weekly and monthly goals, as
well as progress made toward
meeting those goals, are
posted on the walls of each
branch office for almost every
position in the organization.

Our battle cry is “Every
1 Counts.” We are training

COMPANY: Senske Lawn &
Tree Care, Kennewick, WA

FOUNDED: 1947

PRINCIPAL: Chris Senske,
President

NUMBER OF LOCATIONS: 7
EMPLOYEES: 260

SERVICES OFFERED: Lawn
care, tree and shrub care,
weed control, pest
control, holiday lighting

INDUSTRY INVOLVEMENT:
NPMA, past director of
PLCAA, president of
WSPMA

BUSINESS OUTLOOK:
“Guarded optimism.
With many companies
giving away commercial
services, our focus is on
residential programs and
finding commercial cli-
ents who want long-term
relationships.”

FAMILY: Married to Catie;

two children, Sara and
Ben; two grandchildren,

Alyssa and Kaelyn
HOBBIES: Skiing, golf,
officiating hockey,
motorsports

WEB SITE: www.senske.com

every employee every week
to look for ways to examine
his job and the work environ-
ment around him.

THERE ARE FEW ENTERPRISES THAT OFFER
SO MANY OPPORTUNITIES TO SERVE CUSTOMERS

IN A WAY THEY WILL ENJOY THEIR HOME,

WORK OR PLAY SPACES MORE THAN WE CAN.”

34 LANDSCAPEMANAGEMENT.NET MAY 2009
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BRUCE WILSON I The author is a partner with the Wilson

Oyler G

Group consultancy. Visit www.wilson-(

Irngation techs should shower profits

ore and more companies have
been hiring irrigation techni-
cians to maintain and repair
irrigation on their maintenance

jobs. I think this is a great
opportunity to capture additional revenue from
existing clients. However, there is also tremendous
potential for this practice to add to your costs if not
managed intensely.

Where do companies go wrong? For some, the
issue is their maintenance foremen or supervisors,

who in the past performed minor repairs or trouble-

shooting, now call on their irrigation technician
co-workers to handle all of that. So they’re increas-
ing costs with your irrigation techs making separate
trips to sites, and these more-expensive staffers
often are spending time on non-billable services.

Non-billable time is it’s own beast. If there are no
billable repairs to do, a technician might be sent to
do system checks. Sure, he (or she) is “busy,” — but
not generating revenue and instead is charging time
to jobs. If there are job requirements for system
checks on a large site, it’s probably effective to have
a technician do the work. However, on small sites
would question the effectiveness of this versus hav-
ing a foreman do the checks.

Smart strategies

Here are five simple solutions to avoid these
potential pitfalls:

1. Assign someone to manage — not just schedule
— your imigation technician(s). Create a tracking
system to capture billable time versus non-billable

Making paperwork easier to do
usually contributes to getting it done in a
more timely and complete manner.

36
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time. Let the techs know there are expectations for
a certain amount of billable hours each week.

2. Spread the repair-work wealth. Train and equip
your foremen and supervisors to do the basics and
have them do minor repairs.

3. Create forms that make billing from the field easy.
Some companies use parts sheets with photographs,
where the technicians can place quantities next

to the photos instead of having to write product
descriptions. Most field personnel dread cumber-
some paperwork, sometimes causing you to miss
billing opportunities.

4. Keep technicians busy with profitable tasks. [f
there is no profitable irrigation work to be done
that day, re-assign your irrigation techs so they’re
doing something else that’s productive and rev-
enue-generating, such as supplementing enhance-
ment crews.

5. Implement checks and balances. \Whoever
manages the technicians must know the contract
requirements relative to what is billable and non-
billable, and make sure client authorization for
repairs are received before work is done.

Billing and tracking

There are a host of other things I have seen com-
panies do to help streamline irrigation billing and
tracking parts use.

Some companies simply bill for parts without
specific descriptions. For example, they bill for
7.5-in. fittings at $1 apiece rather than listing each
individual 0.5-in. coupling, tee and 90° ell. They
might bill for an assembly for a valve, including
associated fittings rather than itemizing them.

Some companies charge for labor and parts
with no itemization. For some customers that’s
OK, especially for small billing amounts.

Making paperwork easier to do usually con-
tributes to getting it done in a more timely and
complete manner. Developing systems to better
manage and utilize your irrigation technicians can
contribute significantly to your bottom line.


http://www.wilson-oyler.com

A Beautiful Lawn is Child’s Play!

The easy way to a healthy lawn starts ’ §

with ProScape Seed from LebanonTurf.

Choose from one of the sixteen great

mixes in the ProScape Seed lineup and delivering great turf for your , e
- customers will seem like child’s play. Visit your local LebanonTurf dealer . o ;
today, or log onto www.LebanonTurf.com to find out more. To get a free i
agronomy manual, click on promotions and enter cpde LM3059. '

-

“"LebanonTurf Improving the Way Professionals Care for Turf |
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Advanced chemistry that leaves caterpillars speechless.

DuPont™ Provaunt® insecticide has earned high praise for its outstanding performance
against turf and ornamental pests, including gypsy moth caterpillars and tent caterpillars. Even
with its low application rates, Provaunt® is the ideal choice for protection of oaks, crabapples,
flowering cherries and a wide range of additional trees and shrubs. What's more,
the active ingredient in Provaunt® has a favorable environmental . profile. Learn more

by calling 1-888-6DuPont (1-888-638-7668) or by visiting us at proproducts.dupont.com

DuPont™ Provaunt® Advanced chemistry. Qutstanding performance

DuPont”
Provaunt

INSECTICIDE

DuPont Professional Products

The miracles of science~
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Producing profits through bedding plants, ornamentals & trees

Good design,
green design

IMPROVE YOUR BOTTOM LINE BY CREATING ENVIRONMENTALLY
FRIENDLY, MONEY-SAVING LANDSCAPES. By KENDALL WEYERS

N THIS AGE of increasing environmental

awareness, all segments of the business

community are being carefully evaluated for

their shade of green. More scrutiny is also
being applied to costs due to the challenging
economic times. It has always been important
to be aware of, and emphasize, the benefits
you offer your customer, but now it is more
important than ever. The customer is spending
more carefully, considering both environmental
and economic impact.

For landscapers, the good news is that
good design has always offered environmental
and economic benefits. Now is the time to
clearly market those benefits. If you don’t know
the positive side effects of what you do, your
prospective customer probably won't either.

Lower maintenance costs, fewer inputs

A well-designed landscape will work with
nature, rather than against it, resulting in fewer
inputs and lower maintenance costs. When in
balance with nature, landscapes have a wide
range of plants in their optimum growing condi-
tions, making them more resilient to weather

extremes and pest attacks. A diverse landscape
discourages pests, not only by limiting their
food source, but by providing habitat for natural
controls. These “beneficials” range from insects
and spiders, to fungi, bacteria, birds, and small
mammals. The result is a balanced and diverse
system that is at least partially self-sufficient.
Simply making the appropriate plant selec-
tion and placement is a huge first step. Care-

1 GOLDSMITH SEEDS VARIETY FOCUS: ‘RAMBLIN' TRAILING PETUNIAS

Landscapers around the country are embracing ‘Ramblin’ Trailing Petunias (bred by Goldsmith Seeds) for their excellent landscape
\ performance and intense, strong colors — the red is the deepest and truest available. Plus, ‘Ramblin’ Petunias are versatile — use

PROUD SPONSOQRS

Trees can be
used to shade
homes, reduc-
ing summer
cooling costs.

them in beds, hanging baskets and large containers. Best of all, these heat-lovers offer low maintenance, long-lasting color all
season. For more information, call Goldsmith at 800-549-0158. To order, call your favorite grower/supplier.
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ful plant selection for the light, moisture,
soil, and wind conditions of the site will
do two things:

1) It will increase the likelihood of growing
healthy and attractive plants, with fewer
replacements.

2) It will reduce the necessary levels

of inputs, such as water, fertilizer, soil
amendments, and pesticides.

Both of these benefits lower costs and
make the landscape more sustainable. Of
course it's possible to force plants to grow
out of their range of optimum conditions,
but to successfully do so usually requires
more inputs.

A well-designed landscape uses water
wisely and efficiently. This is accomplished
by using efficient, properly designed irri-
gation systems, grouping plants of similar
moisture needs together, and using at
least some plants that need little or no
added moisture. Native plants tend to be
very deep-rooted, and as the old roots
die off, they create channels for moisture
penetration. The result is improved drain-
age and less runoff and erosion—both
good for the environment.

Lower energy use
An especially important, but often over-
looked, benefit of good design is reduced
energy use. All measures that reduce en-
ergy use are good for the environment, in
addition to reducing costs. One landscape
example is placing trees to limit summer
solar gain in buildings, thus reducing cool-
ing demands. If the designer carefully con-
siders seasonal sun angles, those same
trees can also be sited to allow passive
solar heating in the winter, reducing heat-
ing demand. In addition to shade, trees
and ether plants contribute a cooling effect
with transpiration from their leaves.
Shading air conditioners is also benefi-
cial. The AC will operate more efficiently,
saving fuel and money. Again, proper
placement comes into play because of
the importance of leaving ample space

between the plants and the AC to allow
for adequate air flow.
Windbreaks are another landscap-
ing technique that lowers energy use.
By diverting winds and/or reducing their
speeds, a more comfortable microclimate
is created and winter heat loss is reduced.
Wise plant selection and bed layout
also affect energy savings. Choosing lower
maintenance turf grasses, making larger
planting beds, and allowing more “native”
areas all contribute. In situations where turf
gets virtually no traffic or use, consider a
native grass or prairie plant mix for lower
maintenance, water, and fuel costs, higher
biodiversity, and better water retention.

Education is key
Some clients would have a hard time going
for the native look, or tolerating a few in-
sects or leaf spot. But attitudes are shifting,
and when educated about the environmen-
tal and economic differences of various
landscaping approaches, customers are
more likely to make cost-saving choices.
Education of the customer may not
always directly increase your bottom line,
but it is one of the critical services you
offer. An efficiently designed and installed
sprinkler system is still wasteful when the
user is watering the lawn every day or
right after a 2-in. rain, for example.
Customers will certainly vary on their
level of concern for environmental and

BALL VARIETY FOCUS: ZAHARA™ ZINNIA

An all-new, heat-loving series that has 20% larger flowers in stronger colors than other zinnias, and also has the first yellow and
scarlet colored zinnia of this type. Superior disease tolerance makes Zahara an excellent choice in the landscape. Once this zinnia is
established in the ground, it has very low watering needs, and is outstanding in sunny, hot and dry conditions. Count on big impact
in the landscape and care-free, season-long shows with lots of color! Available in Coral Rose, Scarlet, White, Yellow and mix.
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THE WAY OF THE FUTURE?

Husqvarna has released details of a global gar-
dening trend report produced, in which more
than 6,000 people from eight countries were
asked a series of questions relating to garden-
ing and how the development of technology
may impact their future behavior. Insights were
gained into current trends and how social,
cultural, economic and technological forces
shape how homeowners with all sizes of yards
spend their time and money.

When asked about their vision of the yard of
the future, 38% of the 1,000 U.S. homeowners
surveyed suggested one that is entirely self-
maintaining. Twenty-six percent want a yard
that is a “self-sufficient ecosystem.”

Twenty percent of Americans surveyed feel
the economic downturn affects their future
gardening plans. Twenty-three percent want to
grown their own food.

For a copy of the full report, and information
on Husgvamna's line of EcoSmart solutions, visit
www_husqvamna.com/us/homeowner/press/

economic issues. To increase your busi-
ness’s odds of winning, offer and market
services that benefit both the environment
and your customers' wallets. That way
everyone wins. &

Kendall Weyers freelance writer and landscape
designer based in Nebraska.
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Zahara® =
Zinnia delivers  mmmm—
low-maintenance, constant
color — including the first-ever
Yellow — through heat and drought.
Turn to Ball for fast, easy and profitable
landscape color solutions.

Request your free Landscape Color
photo (D & newsletter at
balllandscape.com

800 879-BALL B a

®

42 LANDSCAPEMANAGEMENTNET

Super heroes
Calibrachoas are a new
type of plant that are
related to (and thus
resemble miniature
versions of) petunias
— except

" new Superbells
Dreamsicle variety isn't sticky,
perks right back up after it rains, and stays compact and
bushy even when stressed. The plant blooms from early
spring through those first light frosts. At just 6 to 10 in. tall,
the plants are a hummingbird favorite and are tolerant to
heat and disease. It's an annual except in Zones 9 to 11.
The cascading plant is low-maintenance — no dead-
heading necessary. For more information, visit
www.provenwinners.com.

| False Spirea, is a new cultivar
from . Hardy
to Zone 2, this compact shrub
offers early bronze, fern-like
foliage turning green and
accented by white flowers in
summer, followed by a reddish
autumn color. It enjoys partial
shade, growing 3 to 4 ft. tall
and 4 to 6 ft. wide.
For more information, visit
garden-splendor.com.

Oh, snap
Serena Angelonia White (Angelonia angustifolia) is a
summer snapdragon from that

produces full, yet compact plants. It loves sun and grows
10 to 12 in. high and 12 to 14 in. wide. The low-main-
tenance, continuous bloomer thrives in landscapes,
gardens and mixed containers, growing up to 50%
larger in Florida-like conditions. For more information,
visit www.panamseed.com.

Double petals

presents Skagit Gardens' fluted Gaillardias. Tizzy,
one of two varieties in the Commotion Series, shows strong,
hybrid vigor, but still has a manageable mounding habit.
The petal count per bloom is higher than other fluted forms,
giving a full, almost semi-double appearance. Early in the
season, both varieties offer red and burgundy tones with
hints of yellow. By summer’s end, orange plays into the red.
Hardy to Zone 5, the plants enjoy full sun and grow to 18 to
24 in. tall. For more information, visit www.novalis.com.

ANTHONY TESSELAAR PLANTS VARIETY FOCUS:
FLOWER CARPET® ‘SCARLET’
The first of the ‘Next Generation' Flower Carpet® roses, Scarlet won top
) marks for natural disease resistance and performance in Germany's
I rigorous All-Deutschland Rose Trials. The results of this Next Generation
breeding includes improved natural disease resistence plus heat and humidity tolerance. Subsequent
Next Generation releases include Flower Carpet® ‘Pink Supreme’ and Flower Carpet® ‘Amber’.
For more information on this and other Anthony Tesselaar Plants, go to www.tesselaar.com
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WHO'’S IN YOUR CORNER?
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RISE UP & FIGHT

this recession like a champ...

Join Landscape Management's Consulting Clubs today.

Jeffrey Scott Harvey Goldglantz

Visit today to receive
limited-time reduced rates with our business coaches.|
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When the snow comes,
who's first served?

NYONE WORKING in a service
industry knows what a struggle it
can be to find a good balance serv-

Having a priority account system in
place is vital to an effective snow ER e ipms Tt S0t

8 . can become chaos if every client
and |Ce I'emOVal bUS|neSS. demands full attention at the
same time. In many industries
these busy periods can be anticipated
and planned for. Not so for contractors
in the snow and ice management busi-
ness, who don't get advance notice of
the week'’s snowfall

So when a snow event does occur,
how do you to decide which customer
will receive service first?

Many contractors don’t have a
structured system in place — and find
themselves asking “Who's first?” once
the season is already under way. When
the snow falls, these contractors could
very likely wind up on the phone with
angry customers who have a question
of their own: “Why aren’t you here?”

To be successful, you must establish
realistic expectations — both for your
customers and yourself — well before

BY MARK HALL CONTRIBUTOR

&

winter hits
A good contractor simply needs Who's on first?
a bit of organization to establish
e When prospecting new snow and ice

an effecti rio plan.

management accounts, contractors
often talk to potential customers who
continued on page 47
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LIKE YOU MEAN IT

WESTERN® CONTRACTOR GRADE®
Snowplows define toughness,
performance and reliability.
Rugged straight-blades, heavy
duty V-plows and the versatile
expandable-wing WIDE-OUT.
They’'re all built WESTERN-TOUGH.

PRSyys NV o]

PUSH THE LIMITS

westernplows.com



continued from page 45

specify they want their snow cleared by
a specific time. But it's nearly impos-
sible for you to give such a guarantee,
simply because no one knows exactly
when it's going to snow. Furthermore,
there's no possible way to be every-
where at once. The reality is that some
customers will get service more quickly
than others.

There are undoubtedly several meth-
odologies and systems subscribed to
by industry professionals to determine
which customers get service first. One
approach that has proved extremely
successful is the Retainer and Deposit
system, a method that basically allows
customers to choose their desired
response time.

Priority 1: Retainer customers
Under this system, customers are given
the option to pay a monthly retainer to
gain priority status during a snow event.
The retainer is based on the price of
one performed service, along with the
average number of plowing events that
can be expected in a given market

As an example, say a city usually
experiences about 12 snow events
that require plowing per winter, and
it's generally recognized that there are
four months — December through
March — when snowfall is most likely
To calculate the monthly retainer, mul-
tiply the price for one service by the
expected number of plowing events
for the entire season, and then
divide that number into each of
the likely months for snowfall:

So if the fee for one service is
$100, the total retainer (assum-
ing 12 snow events) for the
winter would be $1,200.
Because that covers a four
month period, each month’s
retainer would be $300

As the winter rolls along,
the advance retainer money can
be applied to cover any services
provided for the month in which the
service was performed. This includes
instances where no plowing is neces-

sary, but de-icing materials are applied
The only way a customer loses retainer
money is if it doesn’t snow, or if it
snows so little the total service fees
in a given month don’t add up to the
retainer amount

Yes, some of the financial invest-
ment may be lost. But what's gained is
a guaranteed response time during a
snow event

Of course, the retainer system only
truly works if you can deliver on the
promise for a timely response. The
guarantee is nearly impossible to fulfill if
you oversell the work and can't service
priority customers in the specified time

In the process of selling their ser-
vices, many contractors find retainer
customers are usually agreeable to
a response time of six hours or less,

If you simply explain
your successful service
methodology — and
compare it to an often-
unsuccessful low price/
high volume approach —
it may be enough to gain
a New customer’s trust.

and therefore will set up a schedule
that offers a total of six hours per truck
as priority-one service. Obviously, the
intensity and timing of a snow event
will have a significant impact on your
ability to stick to a six-hour schedule
which 1s why the six hours should be
based on a worst-case scenario

In most cities, the worst case would
be a heavy snowfall that begins during
the early-morning commute right before
most businesses open for the day. Just
about everything is working against you
in such a case: Street traffic is heavy
You must also navigate around vehicles
arriving in parking lots. Meanwhile,
almost any snow — and certainly a
heavy snowfall — will dictate at least a
second visit to each account for addi-
tional service. If you were to encounter
a worst-case scenario having oversold
the work, response time can quickly
become an Issue for some soon-to-be-
unhappy customers

Priority 2: Deposit customers
Some customers are leery about paying
a retainer and possibly losing out on any
money if actual snow events fall below
expectations. Additionally, many may
not have as urgent a need for plowing
and de-icing service. However, these
people still prefer to have a contractor in
continued on page 50
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Also available in 72 ft. BLIZZARD® LT Straight Blades feature a flared . ; P ’
moldboard for snow-rolling performance, torque box construction for é"z I ,l “ | /
unmatched torsional strength, and the exclusive POWER HITCH™ 2 system

that hydraulically secures the snowplow to your vehicle undercarriage. All SNOWPLOWS

this and it meets the weight requirements of today’s half-ton pick-ups.

www.blizzardplows.com Simply Genius


http://www.blizzardplows.com

continued from page 47
place. For these customers, a seasonal
deposit system might be right.

Like a retainer system, a deposit
system uses the service price and
expected number of plowing events
as starting points. However, while a
retainer customer pays a fee to cover
specified months, a deposit customer
pays a lump sum that applies to snow
and ice control services performed any
time during the winter. This flexibility
to have the payment applied when-
ever necessary is the one advantage
a deposit system holds over a retainer
system from a customer’s point of
view. The drawback, of course, is that
these customers receive service sec-
ond, occasionally more than six hours
after the snow begins

If you are selling six hours of prior
ity-one service, limit the priority-two
service you sell to about two or three

timing, you can grow your customer
base to a reasonable level — without
promising too much to too many.

Furthermore, implementing a
retainer and deposit system provides
you with the benefit of guaranteed
income during the winter season. Most
retainer and deposit money will later be
applied to portions of monthly service
invoices. But for the contractorfriendly,
snow-free months, any unused funds
are certainly welcome to help cover
equipment costs, operating expenses
and other overhead.

Timing and value

Keep in mind that first service is not
always best service. If a light snow
begins to fall at midnight, it might make
more sense to begin a route by servic-
ing priority-two accounts so that prior
ity-one accounts can be serviced closer
to the time they open in the morning. In

It’s better to deliver great service timing to a small
group of satisfied customers than show up late for a
large group of angry ones who might just decide to

dump you the next day.

hours. Because priority-two customers
aren't receiving the benefit of a fast
response time, consider offering a sea-
sonal deposit price that is slightly lower
than the total amount paid for monthly
retainers throughout the winter.

Using the previous example of a city
with 12 expected plowing events and
a service fee of $100, perhaps charge
10 times the price of one service, or
$1,000, for a seasonal deposit. Custom-
ize the structure of your retainer and
deposit system to find what works best
for your business and your customers.

The combined approach of a retainer
and a deposit system is an ideal way
to realistically control and spread out
workload during a snow event. By pre-
defining customer expectations and
establishing priority-one and priority-two

essence, priority-one customers get the
best timing, not the first service.

While first service isn't necessar
ily best service, the cheaper service
will almost never be the best. This is
especially true considering contractors
who undersell on price usually make up
the difference by overselling on volume,
making it extremely difficult to offer a
guaranteed response time.

Maximize profits

Getting customers is one thing. Know-

ing how to efficiently service them is

another. The more efficient you can be,

the better chance you have of making

money in snow and ice management.
Take the example of contractors

whose customers would like them

to handle sidewalk work. Removing
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an employee from a truck to shovel
sidewalks isn't an efficient use of his
time — and actually creates downtime
for the plow and material spreader.
From the retainer and deposit system
perspective, it also limits the number
of priority accounts the truck can get to
within a given timeframe.

In addition, you should always be
on the lookout to discover areas where
efficiency can be improved. Knowing
a customer’s holiday hours is just one
example. If it's been pre-determined
that some accounts will have their
businesses closed for the holidays,
their service can be pushed back and
another client can get faster service.

Of course, efficiency isn't the only
thing that affects profits. The reason
the winter maintenance industry even
exists is because of the financial liability
customers could incur by not dealing
with snow and ice in a timely fashion.
It's critical you protect yourself from
being unnecessarily exposed to liability.
No matter what system you employ for
your business — and no matter what
agreements you have in place — be
sure to get contracts in writing.

Get organized
The weather naturally won't allow any-
one to account for every single possibil-
ity, but you can make logical assump-
tions about the number of accounts you
can service in a given amount of time.
You can also use additional knowledge
specific to each account, such as days
and times each is open for business.
Most importantly, know your limita-
tions. It's better to deliver great service
timing to a small group of satisfied
customers than show up late for a large
group of angry ones. Establishing a pri-
ority plan makes sense for you and your
customers — and executing it — should
ultimately lead to an arrangement that
is more convenient for your customers,
and more profitable for you. um

HALL /s director of marketing and sales
for SnowEx, Warren, MI. Contact him at
mbhall4@comcast.net.


mailto:mbhall4@comcast.net

HIGH-PERFORMANCE COMMERCIAL PLOWS
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CONVENTIONAL PLOWS
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C-PLOWS

V-PLOWS

STRENGTH =
PERFORMANCE

SCOOP PLOWS Hiniker offers a comprehensive line of professional
grade snowplows to meet the demands of the toughest
conditions and snowplow operations.

e ¥ ’, V-PLOWS: Trip-edge design gives smooth operation and effective

protection with a nine-inch high pivot point. Double acting
cylinders provide positive moldboard position control.

C-PLOWS: Get the heavy-duty performance of the Hiniker trip-edge
conventional plow plus the added versatility of a high performance
backdrag plow. An amazing time-saver in driveways, parking lots
and loading docks.

TRIP-EDG

SCOOP PLOWS: High capacity concave shape captures snow to

.r efficiently clear lots and parking areas. Angles left or right for
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conventional plowing.
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CONVENTIONAL PLOWS: 30 inch tall high-curvature blades roll-deep
7 5 snow off quickly and efficiently. Commercial plowers will
canvsllr‘mhil PLOWS 7 appreciate the extra strength and efficient design.
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HOMEOWNER

f HOMEOWNER PLOWS: L.ow-maintenance poly moldboard surface
reduces friction, never needs painting. 6 vertical and 2 diagonal
. ribs provide strength and support.

4 t“> S A
N The (erick Fitzh mounting
- system is interchangeable with all

— Hiniker snowplow models, adding
versatility to your snowplow fleet.
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FULL-TRIP

HOMEOWNER PLOWS

! :
INIKER COMPANY ll A A ij

Mankato, MN + 1-800-433-5620 + www.hiniker.com
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PRODUCTS

MORTON Snow business
Optimize your options co_s AFE Rich Arlington & Associates offers a variety
Morton Salt’s line of professional-grade ice melting E E ME'- of business management services to the snow
solutions includes the economical Safe-T-Salt, the fast- ,___,._.- and ice management industry, including train-

._-.——,———"

acting Ice Melter Blend, the low-temperature Calcium ing, seminars, risk management, consulting,
Chloride Ice Melter, the environmentally friendly Eco-Safe ’ auditing and serving as an expert witness. With
Blend (pictured) and the high-visibility Ice Melter Blend 2 years of industry experience and knowledge,
vith Fast-Acting Blue Crystals. www.mortonsalt.com or the firm keeps its clients competitive and profit-
888-644-9147 able. www.richarlington.com or 866/454-0948

Pistol grip

Available in 8.5- and 9.5-ft. lengths, the all-new
Meyer Super-V2 Snowplow features a pistgl grip
controller with one-button functionality, as well

as :mmrhauucab!e components with the
andard Meyer Super-V plow. The mar \
facturer claims that the blade throws
snow up to 62% better than a standard
\/~p|u'.w and its snow rolling action reduces
vehicle stress. The blade’s wings taper from
30.5 in. up to 38 in. www.meyerproducts
com or 216/486-1313

All season Pump control
The Turf Teq Power Broom has an 18- x 46-in Designed specially for landscapers and contractors, the GVIM ABS-800 will
brush, with a two-speed drive that’s suitable — convert dry rock salt to liquid form for prewetting or anti-icing of roadways. The

for both debris and snow removal. Brush pres pump, controlled by a float switch or manually, transfers liquid from the wet end

sure, brush speed and left/right pivot angle of the make tank to the storage tank, from the storage tank to truck mounted
can all be adjusted easily from the operator tanks, or recirculates liquid through
position. It can even be used to dethatch lawns the make tank. Brine concentration
The Power Broom features an on-the-go differ is established by batch process (x gal

ential lock for traction and productivity, and the water per x pounds of dry material) or

hydrostatic wheel drive allows users to adjust by final adjustment in storage tank
ground speed to meet heavy or light sweeping .
needs. www.turftequ.com or 866/503-8873 e
S
ot

www.gvminc.com or 800/345-3546

Poly power g
Available in two models (the 8 ft., 2 in. XT and the 9 ft., 2 in. XT), Boss’
new Poly Power-V XT Plow features a slick poly surface that lets snow easily

slide off the blade — saving on fuel costs and minimizing wear and tear on the
vehicle drivetrain. The multi-position snowplow also features a 37-in. flared
blade wing, which improves snow
Other s
cutting edges, synchronized blade movement with full blade trip design and

arge for maximum performance

Lc

andard features on both models include 0.5 x 6-in. high-performance

an enclosed high-performance hydraulic package. The easy SmartHitch system and the
SmartLight 2 visibility system are also standard. www.bossplow.com or 800-286-4155 continued on page 54
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Built to overcome
Mother Nature.

And that mother
of a parking lot.

The All-New Contractor Plow from Meyer.

The Meyer® Lot Pro™ features the tallest and most aggressive moldboard in the industry.
Its 75-degree attack angle and totally redesigned “black iron” means that you will get
better snow clearing and more reliable performance in less time. And the Lot Pro is
backed by the industry’s best warranty protection, three full years on all components
and five years on structural steel*.

The new Meyer Lot Pro, because in snowplowing,
downtime is not an option. °

LOTPRO

www.meyerproducts.com

* Register your plow online at meyerproducts.com to activate years three through five


http://www.meyerproducts.com

continued from page 52

Must: Hand tools |
Yeoman & Co. offers a variety of rufm\'uHmi-qr;i‘isz
snow tools, shovels, pushers and scrapers. The tools =
-
are available in steel, aluminum or composite, and the 3

company will work with operators to recommend the
best models for removing deep snow vs. powdery snow
etc. www.yo-ho.com or 800/367-9646

THE SPREADING CHOICE!

MANAGE SNOW AND ICE WITH ULTIMATE EFFICIENCY

A-au‘

Ll-“

!"r. -'.:I!

8

SNOWBROOMS

From V-box, tailgate, and walk-behind spreaders to snowbrooms and
salt boxes, the comprehensive SnowEx line offers unmatched polyethylene
durability and versatility for all your snow and ice control applications.

”~
NO ENGINES, NO PULLEYS,
NO SPROCKETS, NO BELTS, '

NO CHAINS! 12-volt ELECTRIC

LIGHTWEIGHT

1-800-SALTERS e
586-756-6555 *‘E’)
ts Pend LEADERS IN ICE CONTROL

wmwp\pmdm ts.com

54 LANDSCAPEMANAGEMENTNET MAY .

Clean sweep
Among Grasshoppers full line of snow
removal equipment is a power take-off driven
rotary broom, which can handle dirt, debris,
slush and up to 8 in. of snow effortlessly. The
unit is available in 48- and 60-in. models (set
at a fixed 25° right angle), as well as a 60-in
bidirectional model with a variable sweeping
angle up to 25° degrees right or left, controlled
hydraulically. Grasshopper’s exclusive QuikCon-
verter implement system lets users remove the
mowing deck and add rotary brooms in minutes
without tools. An optional winter enclosure (for
700 and 900 Series) and 16,000 BTU/hr heater
(for liquid-cooled models) protect operators
from the elements for enhanced comfort and
efficiency. www.grasshoppermower.com or
620/345-8621

Corn-based

As a corn-based liquid deicer from eHealth
Solutions, Icenator is easy to use, long-lasting
and environmentally friendly. It does not require
sunlight to activate, nor does it refreeze like
some salt brine formulations. Its freezing point
is below -85° F. The low-corrosion product can
be used before or after storms, and can be used
by itself or with salt or other pelleted deicers

yww.icenator.com

or 866/544-0278 R

Versatile power
Hammonds Technical Services’ SP-42

snowplow comes equipped to do a multitude of

tasks, including broadcast spreading. Featuring

hydraulic power take-off and options up to 60
hp, the unit bridges the gap between clearing
sidewalks and streets: Broadcast your deicing
material in cul-de-sacs, driveways, parking
lots and other areas, and do so more quickly
than with other conventional vehicles. www
hammondscos.com or 800/582-4224


http://www.yo-ho.com
http://www.grasshoppermower.com

TWO MORE REASONS
THERE'S ONLY ONE BOSS.

AT THE BOSS, WE NEVER STOP PUSHING THE EDGE. That's why it's no surprise we're bringing you two more industry-
leading innovations—the revolutionary Power-V XT Snowplow and the all-new SmartLight™ 2. Throwing snow wider and
farther than any other snowplow, the Power-V XT makes easy work of any job. And with an advanced light technology
that projects light wider, farther and more consistently than any other plow light on the market today, SmartLight 2 is the clear
leader in light. Just two more technologies the competition can’t touch. And just
two more reasons you'll know you have the best when you have THE BOSS.

To find an authorized dealer near you, call 800-286-4155 or visit ' bossplow .com mBi@SS

2008 BOSS Products/Northern Star Industnes, Inc P U s H I N G TH E E D G E




In times of economic uncertainty, it’s nice
to know there are some things in your business
that you can always depend on.

R0-TESH GiVES YOU MORE
P“G TLUH Ui .\; - “ "
Ji“‘& Our Sno Pushers are built behind three simple words that
e give you more in your snow removal business.

| Y—
QUALITY. INNQVATiON. EFFISIENGY.

www.snopusher.com - 888-PUSH-SNO


http://www.snopusher.com
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AERATORS &
DETHATCHERS

& Barber

Towed and powered by a tractor, Barber
Turf Rakes are equipped with hundreds
of spring tines mounted in offset rows. A
moldboard levels the ground, followed by
the tines that rake the graded soil moving
2 in. to 4 in. in diameter)

ating conveyor

stones (from 1

and debris onto the eley

Material moves up the veyor and
drops into a 3,800-b.«

The u

zapacity hopper

NIt Can prepare o acres an hou

203/729-9000

“{\;i':ij" \.L\"‘? or

€~ Husqvarna

With its modular design, the new D18

power rake offers versatility and produc-
tivity. The platform provides power and
ergonomic comfort, allowing the
PTO unit to operate as a dethatcher
seeder or rear bagging dethatcher

The 18-in.-wide unit features welded
construction and a Briggs & Stratton 5.5-
hp engine. www.usa.husqvarna.com or
800/HUSKY-62

The Grasshopper Co.

Grasshopper’s AERA

relieves compaction and aerates tur

NEVER TRIED

A STAND-O!

IT'S TIME. You'll get a quick lesson in
improved productivity when you experience
the speed, maneuverability, compact
size and visibility of the Toro®
GrandStand™ Combining the best
attributes of wide-area walk-behinds
and zero-turn riders, the GrandStand can take the
efficiency of your business to the next level.

SAV

When you demo the GrandStand, its comfort and
easé of use will be immediately clear. The fatigue-
frée ride will enhance the productivity
of your operators by keeping them
fresh throughout the day, and the
superior TURBO FORCE" after-cut
appearance will keep
your customers
happy, too.

Toro® GrandStand™
Stand-On Mower

MOW NOW
PAY LATER

MOWER?

Save thousands of dollars when
you purchase multiple units for

THOUSANDS your fleet. Ask your local Toro

commercial dealer for details.

Toro’s special retail finance offers
can put these machines to work
for you today, so they can start
paying for themselves.

Schedule a personal demo during
the Smooth Operator Tour coming
to a Toro commercial dealer near
you. For tour dates, locations and
product information, check out
TORO.COM/SMOOTH.

LANDSCAPEMANAGEMENT.NET
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US.LAWNS

’E “ GROW YOUR LANDSCAPE
| MAINTENANCE BUSINESS.

Want to Own a High Profile Franchise?

Does your business provide:
* Economic Stability
e Recurring Income
e Low Investment/Overhead
 Difers Financial Assistance
* Ongoing Support by Industry Professionals

Our four ideals, Trust, Quality, Service and Value, along with a
“No Job Is Too Big Or To Small” philosophy, make U. S. Lawns a “cut above" the rest.

« Superior Financial Management -« Sales & Marketing Guidance

» Corporate Purchasing Power * Protected Territories

To find out more aboul us and the opportunity U.S. Lawns can offer you, contact: L
U.S. Lawns =

4407 Vineland Road * Suite D-15 « Orlando, FL 32811 —— 2
Toll Free: 1-800-USLAWNS -« Phone: (407) 246-1630 e ; -
Fax: (407) 246-1623 « Email: info@uslawns.com | 4 |
Website: www.uslawns.com US.LAWNS

The Turf Professional’s Free
On-line Source for Weed ID and
IPM Control Recommendations
* Weed ID Photos « Regional Alerts
* Control Options * Turf School Links

TEST YOUR WEED 1Q!
WEEKLY CONTEST-

Correct ID
CanWinThis

With Disappearing Ink

An Industry Service From
‘e | PDI/GORCON

200N

=
©
&
1
-
@
Q
=

An Employee-Owned Company
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LMREPORTS

surface. Oscillating, forged steel tines
penetrate and fracture hard, dry soils
without slicing or cutting. The AERA-vator
provides effective aeration with minimal
surface disruption, so turf is available for
use immediately after treatment. Avail-
able in 40- and 60-in. models, it's com-
patible with Grasshopper Model 620T
and any 700 or 900 Series power units
www.grasshoppermower.com or
620/345-8621

Agri-Fab =
The SmartLINK
system’s master
platform accepts a
snap-in plug aera-
tor, a 20-tine
dethatcher, the
patentedTurf o308

Shark curved L

blade aerator and a lightweight poly roller
— saving storage space. The master
platform comes with the plug aerator,
featuring six deep-penetrating, rustproof
aerator knives. The other attachments are
sold separately. www.agri-fab.com or
800/448-9282

Turfco Direct

TurnAer's 4 and 6 aerators turn while you
aerate, eliminating up to 90% of the lift-
ing required with traditional aerators. The
front-traction drive increases traction and
control during transport and loading. A
patented DiffDrive system provides easy
maneuverability. A spring lift eliminates
lifting, easing back strain on operators.
With the TurnAer Chariot attachment, you
can ride behind. www.turfcodirect.com
or 800-679-8201

TURF PRODUCTS

The Original Shower Cap™

_

* Keeps fertilizer dry
* See through cover
* Spill proof

Fits the following models —

Lesco — Standard & Mark Il =~ i |
Scotts — SR200 * Prize Lawn — Bigfoot & CBR Il
Lely — 53" Model * Vicon — 400#, 650# & 900#
All 36" drop spreaders

www.turfproducts.com
440/930-7244
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ALREADY TRIED

.ASTAN

THINGS HAVE CHANGED.
Whether or not you're a fan of stand-on
mowers, you owe it to yourself to demo
the machine the industry is buzzing
about ... the revolutionary new Toro"
GrandStand™ Guided by input from
experienced operators, Toro designed
the GrandStand with superior
enhapcements that can take
the jolts out of your
jobs and bumps out
of your business.

« You'llimmediately notice the
comfortable, fatigue-free ride,
outstanding hillside handling,
ride/walk versatility, and the
immaculate cut of Toro's
TURBO FORCE® deck. And at
a length of only 59 inches}
the GrandStand delivers
the compact size that's
critical for your trailer.

* With flip-up platform in stowed position

Save thousands

»-ON MOWER?

Toro’s special

SAVE

of dollars when
THOUSANDS you purchase
multiple units for your fleet.
Ask your local Toro commercial
dealer for details.

Muw an retail finance
PAY LATER offers can put

these machines to work for
you today, so they can start
paying for themselves.

Torg® GrandStand
Stand-On Mower

Schedule a personal demo
during the Smooth Operator
Tour coming to a Toro
commercial dealer near you.
For tour dates, locations and
product information, visit
TORO.COM/SMOOTH.

LANDSCAPEMANAGEMENT.NET
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Legislative Day on the Hill

July 12-14, 2009, Key Bridge Marriott
Arlington, Virginia

Renewal & Remembrance
at Arlington National and
Historic Congressional
Cemeteries

July 13, 2009
Washington, D.C.

For more information or to register, visit
http://landcarenetwork.org/cms/Idrr.html

PLATINUM SPONSORS: @)Husqvarna syng'enta

coLp sponsors: (@ ; . “

JOHN DEERE

wansoson. [ Mhie, -, [I:BASF mpEWn @
Anders

T FIrSt N in T Bomstion ™

EverGreen

LUNCH & REFRESHMENT SPONSOR:

HAT SPONSOR: a MEDIA sPONsor:  Landscape

Management
JOHN DEERE

The association of members who create and maintain the QUALITY OF LIFE in communities across America.
09LegDay-R&R
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WE HAVE THE WIDEST SELECTION OF
LED SOLUTIONS FOR WHATEVER
DESIGN YOU HAVE IN MIND.

Leading the industry with the most advanced LED
technology, Vista offers a longer lasting solid-state design
available in copper, brass, aluminum, stainless steel and

composite enclosures to meet all your project needs. You asked. We M‘lllll l.c“l.
| , % caster wheel system provides increible
Call 800-766-8478 for a FREE 12 Volt Series e | hillside
brochure that details everything. o= ] 5
=% No other machine hos more productivity or reliability.
W VISTA 77-482- - —
v/ /3 PROFESSIONAL 877-482 2040«9%11\! I-spray.com
S (Ll (U]
//\\ LIGHTING ol/o |

www.vistapro.com

ODUCTS, INC.

: Create Your Own
Stimulus Package

Visit www.jphorizons.com/LM.htm

fffff JP2HoOrizons

5925 E. Harmony Road « Fort Collins, CO 80528 EAN RE.ENVISIONED
- > LEAN L I > O N
800.279.8537 « www.walkermowers.com
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CLASSIFIEDSHOWCASE

ADVERTISING Payment must be received by the classified Eve,—y month the Classified
INFORMATION closing date. We accept Visa, MasterCard, and
Call Kelli Vela bt Ame“?:an Exp[@ss i Showcase OfferS an UD-tO*

a i squez a .
800-669-1668 x3767 Mail LM Box # replies to: date section of the products
or 216-706-3767, Landscape Management Classifieds, LM Box # and services you're Iooklng

306 W. Michigan St., Suite 200
Duluth, MN 55802

Fax: 253-484-3080,
E-mail
kvelasquez@questex.com

BUSINESS OPPORTUNITIES

SELL LANDSCAPES & JOBS Our proven bolt-on

Iwo Profit Centers - 509+ landscapc llghtmg

I'nwo Revenue Streams
I'wo Customer Bases & h()lidav dccorating
\ Simple, Easy Add-On Service gy
Buy Factory Direct - Wholesale business sytcms.
NO PAYMENTS & INTEREST
FOR DAYS

Your Installs

for. Don’t miss an issue!

please include LM Box # in address

% Diversify Your Services
% Attract Affluent Clients

We et
FREE DVD & TRAINING 1-800-334-9005 * Add Proﬁtablhty

www.allprogreens.com/training

SELL LANDSCAPES & JOBS
ot WJ = Two Profit Centers - 50+ | \
Iwo Revenue Streams - N

: Iwo Customer Bases : . \ £ o~
A\ Simple, Easy Add-On Service - e M'4

. Buy Factory Direct - Wholesale - - TN o
NO PAYMENTS & INTEREST Call Today! 1‘800 687 9551
FOR DAYS WW \\Ihcl)unr .mupmm .
Cad We Your Installs
F lll E ll\ |D A\ lll \I\'I\'h 1-800-334-9005

www.allprogreens.com/training,

f““’“"" 3 WANT TO Bl"Y ()R‘f

s | Incorporate
for as little as $99

Merger & Acquisiton Specialists (un\uhln(\ n

Visit www.incorporate.com

or call 800-616-0216

THE

COMPANY

CORPORATION

‘ ( -munds \1.umcn.mu..

Installation all ove

"'()8 H() h*h\ 508- ’5’ 4447 |

L E-mail Pbtllﬂbl,ﬁ,{,ingln\ | A T e S0 WWW.
landscape

D'(J up some new cusiomers
Advertise in Landscape Management.

| Contact Kelli Velasquez to reserve your ad space today!
800-669-1668 x3767 or kvelasquez@questex.com
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CLASSIFIEDSHOWCASE

T
2009 CATERPILLAR 924HZ | 2009 CAT 252B SERIES I g 02 i, GO
Z bar linkage, Tradeshow — - SERPICO LANDSCAPING, INC.
EROPS ik demo, aux.
w/heat & AC, / . hyd., enclosed
CAT C6.6 R ¢ heated cab,
128hp eng., b ) =y new bkt., avr.
quicktach 100 hrs., blk
w/2.8 yd. bkt., heater, 79hp, . - A(count Managers
tradeshow demo, 100 hrs., factory factory warranty * Branch Managers
wesrapty - fec-d $26,500 For Info. Call (510) 293-0341
$1 03,000 Jjobs@serpicolandscaping.com
2009 CAT 906H MINI ARTICULATING
WHEEL LOADER FLORASEARCH, INC.
70 HP turbo diesel engine, 2-speed trans (23 MPH), In our third decade of performing
universal hook-up plate with all skidsteer attachments, confidential key employee searches for
auxiliary HYD. @ 33 GPM, heat & A/C - EROPS, CAT the landscape/horticulture industry and
warranty until Dec. ‘09 - 145 hours, HAS NEVER SEEN DIRT! allied trades worldwide.
$73’000 Retained basis only
Candidate contact welcome,
. . : confidential and always FREE
For more information on these pieces of 1740 Lake Markham Road

equipment call John: (708) 878-7070 Sanford, FL 32771
407-320-8177 & Fax: 407-320-8083
E-mail: searchi@ florasearch.com

HELP WANTED www.florasearch.com

»
Join Our Growing Team
» ™
WW \

The #1 all-in-one software for lawn
care and landscaping contractors

Scheduling, Routing |

ﬁ CRM, Service History |
—2 Job Costing, Estimating |
i~ Inventory, Purchasing |
}b Automatic Billing, Invoicing |
AR/AP, Payroll, Accounting |

Marketing, Vehicle Management |

SCaping ‘

Ors every alK abou
We offer proven landscape managers challenging careers www.wintac.net 1-800-724-7899 |
and the unique opportunity to become an employee owner. .

Visit www.davey.com/cgmjobs
MANAGE your BUSINESS

toleamn more.
S V. 26 Al 4 ) SMART WAY
Commercial Grounds Management| e

=/ ~CLIP Software;
* Schedules customer's jobs
* Routes crews in best order " '

* Tracks employees “~
* Finds your profitable customers'
* Can bill from QuickBooks® J

* Requires Microsoft MapPoint m
www.clip.com « 800-635-8485

Reach thousands of professionals in
your industry by placing a classified ad. landsca pemanagem ent.net
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MARTY WHITFORD EDITOR-IN-CHIEF | Contact Marty at 216/706-3766 or via email mwhitford@questex.com

anna win your people over?
Be a coach — not a barking boss.

ill Hoopes has made a career of coach-
ing leaders on how to become good
coaches so they can build champion-
ship teams. Coach Hoopes says suc-
cess begins with effective leadership,
which requires a coach — not a barking boss.

Hoopes managed the prestigious Scotts Training
Institute and Professional Turf Insttute, and helped
launch Scotts Lawn Service. Now Head Coach of
Grassroots Training in Delaware, OH, Hoopes also
leads LM People Power Consulting Club
(www.Imconsultingclubs.net).

I recently attended one of Hoopes’ Green Industry
coaching sessions and had my eyes, ears and heart
opened to a world of opportunities for leadership
growth — both professionally and personally as my
wife and I work at home with our three children.

Following are just a few of the many lessons Coach
Hoopes taught me and dozens of Green Industry lead-
ers trying to game plan ways to win our people over:
> Winning coaches hire, retain and fully develop
those individuals who are both star players and star
teammates. Star players have the basic ability and
desire to learn how to succeed. Star teammates
consistently show by their words and actions they
are on your team and are committed to “putting the
‘we’ before ‘me.”” (Bosses hire bodies — usually as
cheaply as possible — and it shows.)

Leadership is getting someone to do
what he doesn't want to do to achieve
what he wants to achieve.”

— TOM LANDRY, who led the Dallas Cowboys to
two Superbow! championships in the 1970s

64 LANDSCAPEMANAGEMENT.NET MAY 2009

» Winning coaches effectively communicate their
expectations. (Bosses think employees are psychic.)

» Winning coaches understand the benefits of teach-
ing versus telling, and take the time to explain why they
want things done certain ways. (Bosses bark orders.)

» Winning coaches involve their teams early on in
the decision-making process. This promotes buy-in
and helps ensure all options and likely outcomes
have been explored. (Bosses involve their employees
after making their unilateral decisions.)

» Winning coaches promptly and publicly recognize
and reward successes, and ask teammates to share
their winning ways. (Bosses focus more on failures.)
> Winning coaches build and capitalize on team
synergies. (Bosses rely solely on stars.)

» Winning coaches have faith in their people. (Bosses
believe their people are overpaid, lazy incompetents.)
> Winning coaches provide regular training that
teammates look forward to and benefit from.
(Bosses think training is a waste of time — and,
thus, the little training they do becomes a self-ful-
filling prophecy.)

> Winning coaches treat their people as individuals.
(Bosses treat them as resources.)

» Winning coaches ask their players for input on
ways to improve training, tactics, strategies and
performance. (Bosses are more about dictating than
respecting and listening to co-workers.)

» Winning coaches are open and honest with
themselves and others. (Bosses don’t even realize that
essentially they’re just barking outloud to themselves
— that few positives will come until they change
their words and actions.)

> And, last but not least, winning coaches recognize
all of us have tendencies to revert back to bossing.
They work hard to admit and correct this behavior

in themselves and their fellow coaches. (Bosses avoid
an honest look in the mirror — often because they've
become “the emperor with new (aka ‘no’) clothes.”
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for yourself how Atrimmec can enhance your profit potential.

Easy Spray Application © Irrigation Not Required

Cut Operating Costs - And Increase Profits!

Looking for a place to cut operating costs? Atrimmec® can reduce labor and disposal
costs by 50% or more. Use the on-line Atrimmec Trimming Cost Calculator at
to input your current costs and compare. See

For a 8oz. Sample Offer!

No Affect On Turf

pbi /cordon

G

—

corporation

800-821-7925 - pbigordon.com An Employee-Ouned Company



TYPICAL LITTLE GUY, ALWAY
SPOILING FOR

A FIGHT

Here’s a pushy little performer with big aspirations. The CT315 is our smallest track loader,
with a price tag to match. But it’s packed with the power and features of our bigger bad boys.

Like best-in-class breakout force, a turbocharged Tier 4-certified 2.4L diesel, plus superior stability,
exceptional fuel economy, and 1,500 pounds of rated operating capacity. All of which means it
can handle almost anything you throw at it.

See what this little guy can do for you — and how our complete

line of compact equipment smacks down the competition.

Visit www.JohnDeere.com/Napoleon. And learn more about

the lightwejght that won't be pushed around. JOHN DEERE
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