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Condominium and apartment maintenance managers
have found the key to a successful working relationship is
as old as the hills—keep the lines of communication open. In the

rapidly growing condominium field, it is an integral ingredient.

A Simple Formula

There are no secret formulas for facil-
ity managers for having a good
professional working relationship
with condominium association
boards. The formula is simple—com-
municate with each other.

That’s the feeling of most of the
respondents in an informal WEEDS
TREES & TURF market survey among
condo, apartment, and resort mainte-
nance and management personnel.
Most respondents were employed by
condo associations and care for, on the
average, 132.6 units.

“It's important to identify the key
players (on a board) early in negotia-
tions,” explains one manager. “Some
members are vocal, but may have little
direct relation to decision-making.”

Another suggested that a detailed

by Maureen Hrehocik, managing editor

explanation of the work to be per-
formed be given in advance of the
maintenance agreement.

One manager took that one step fur-
ther—have a written, specific contract
and have all board members sent a copy
of the contract, and where possible, a
copy to every unit owner. They, in turn,
should give a monthly written evalua-
tion of the work being done.

Of those surveyed, three-quarters
felt communication was their greatest
ally.

Major complaints among respond-
ents include finding qualified help,
and on the other side of the coin,
working for owners and boards who
have no concept of landscaping and
what it takes to keep the grounds the
way they’d like them.

The quality of today’s labor force,
inexperienced staffers not payingatten-
tion to detail, and constant turnover of
labor were all cited as trouble spots.

Another sore spot is integrity.

Says one manager, “‘Our largest
problem is loosing large contracts to
other contractors who we know are
performing inferior work and not fol-
lowing specifications. Often cheaper
chemicals or less quantity are used
which may make a substantial dif-
ference in price. We hesitate to call
this to the attention of the client
though, since it would appear like
sour grapes, and certainly unprofes-
sional. We frequently find that pur-
chasing agents or condo associations
are not qualified technically to recog-
nize the difference.”

continued on page 70
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*Those surveyed were responsible for an average of 132.6 condominium
and/or apartment landscapes.
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Get to the root
of your
thatch problem

Have? Athatch problem Outstanding Features:

Want? Improved aeration, water, Easy to transport and store
fertilizer and chemical Economical to buy and maintain

penetration Simple design using standard parts

Li ke? Better results in overseeding Quick setting for depth of cut
prevention of thatch build-up Low horsepower requirement - 35 H.P.

and disease control Width of cut 138" (350.5 cm)

Blade spacing can be easily changed
If Yes ... Doitwitha Brouwer Verti-cut e o ; ’

BROUWER

TURF EQUIPMENT LIMITED

7320 Haggerty Rd./Canton, MI. 48187 Telephone (313) 459-3700
Woodbine Avenue/Keswick, Ontario, Canada L4P 3E9 Telex 065-24161 Telephone: (416) 476-4311
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RYAN

rofessional
ore Cultivation
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The new Ride-Aire™ from Ryan

Now you can get down to business with “core cultivation”!
That’s what the new Ride-Aire offers—precision core
aerification at the rate of 12,250 square feet per hour. The
Ride-Aire is a tough 670-1b. machine powered by an 8 HP
commercial engine. It moves along smoothly aerating 21
inches per swath with 2'4 or 3 inch cores spaced 3'4 inches
apart. Yet its compact 36-inch width and single rear wheel
steering lets the operator easily maneuver around shrubs,
trees, yard gates and other obstacles.

Clean, vertical coring

The Ride-Aire features the famous Ryan aeration system,
with straight up-and-down action that cuts cores cleanly
without tearing the turf. The tines are heat treated with a
special process that makes them self-sharpening, allowing
them to last longer than ordinary tines.

Customer satisfaction

Whether home lawn or commercial turf, the new Ride-Aire
will help you keep customers happy. Core cultivation
increases oxygen exchange and nutrient penetration, and



decreases surface runoff
and irrigation
frequency. It also breaks
up thatch and
compaction and brings
up soil particles to
reinoculate thatch with
soil and microbes to
enhance thatch
decomposition. The
Ride-Aire breaths new
life into thick lawns and
helps prevent the
“S-year slump” in turf
quality that causes
customer dissatisfaction
and turn-over. Whether
regular turf maintenance
or renovation, the new
Ride-Aire adds a new
dimension to the lawn
care service industry.

For more information or a free
demonstration, call or write:

RYAN

TURF-CARE EQUIPMENT

2354 Cushman, PO. Box 82409
Lincoln, NE 68501

CALL TOLL FREE
800-228-4444

CUR 4-2048
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Making Heads Turn

Steve Bizon is an aggressive 28-year-old who knows
it takes innovation, commitment and new ideas

to make a fledgling maintenance company a winner.
The condos at Charbonneau are a testament

to the kind of service Bizon delivers.

by Ron Hall, assistant editor

Aerial view of
Charbonneau
condominium complex
in Oregon. Photos by
Larry Kassell.

-

Steve Bizon behind the Toro tee mower he
modified to a walk-behind.

When complaints start zinging
around the room during a meetingofa
condominium board they can often
pierce the hide of even the toughest
maintenance contractor.

Steve Bizon, the 28-year-old owner
of Bizon Maintenance Company near
Portland, OR, tries to blunt the barbs
with a simple formula; and although
his ideas have yet to stand the test of
time (he's been in business just five
years), he's off to an encouraging start.

“Some of the other maintenance
companies are already starting to copy
some of the things we do," Bizon
claims.

Young and aggressive, he attacks
potential problems before they get to
the gripe stage, then he makes sure
word gets back to where it counts—to
the condominium board, a philosophy
that has worked beautifully in the 14
years his company has held the main-
tenance contract for one section of the
classy Charbonneau condominium
complex on the banks of the
Willamette.

Charbonneau, just outside of Port-
land, is practically a community unto
itself, a 600 acre, 764-unit complex
with an 18-hole golf course, tennis
courts, swimming pools, and shop-
ping center.

Bizon holds the maintenance con-
tract for the Charbonneau Greens
Town Home section of Charbonneau,
with 49 units, the smallest of the the
three associations.

As small as it is, it’s not without a
bite.

It gave the previous maintenance
contractor the heave ho.

Bizon is determined not to let that
happen to him.

All important image
Charbonneau, even though con-
dominiums make up just 20 percent of
his business (the remaining 80 per-
cent is strictly commercial), is a
showy advertisement for his services,
Bizon feels.

Also, he makes no secret he's eye-
ing the contracts from the other asso-
ciations at Charbonneau, quite aplum
considering the size and the variety of
maintenance tasks in this community
which was begun in the early 1960s.

“When we take a job we agree to
provide all the maintenance from the
front door to the property line. That
includes the parking lot, the sidewalks,
just about everything,” Bizon says.

Charbonneau is his type of
account. It has class, just the image he

continued on page 68
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Genuine
Jacobsen
parts
are built
to work.

There’s a big difference.

The part on the right is designed, manufactured,
specified, stocked, sold and guaranteed for 1
full year by Jacobsen. It does a whole lot more
than just fit. It works perfectly.

The part on the left has been manufac-
tured to fit Jacobsen equipment. It looks like a
Jacobsen part but doesn'’t always work as well.
In fact, in the area of key part replacement, not
using a Jacobsen part can result in severe dam-
age to equipment.

We think that customers buy parts based
upon their ability to deliver maximum perform-
ance, dependability and

Some parts

are built to
fit.

and long life and we do everything possible to
insure these qualities in every genuine Jacobsen
part.

Jacobsen parts are designed and
manufactured by the people who design and
manufacture our original equipment. This
insures the highest and most consistent quality
in the areas of materials and workmanship. For
example, the metals used in Jacobsen parts
meet exacting specifications in the areas of
composition, hardness and heat treatment. And
permanent tooling maintains uniformly high
results in the forming, drilling, punching and
machining of every Jacobsen part.

So, whether you're buying gears,
bedknives, wheels, filters or any replacement
part for Jacobsen equipment, remember the
difference. Some parts are built to fit. Jacobsen
parts are built to work ... beautifully.

JACOBSEN

Jacobsen Division of Textron Inc

Circle No. 117 on Reader Inquiry Card
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One an Show

Organization is Joe Dallorso’s best friend to help him
manage the grounds and buildings at the Hitchin’ Post,
a condo development in a rapidly growing condo area

on the outskirts of Boston.

by Maureen Hrehocik, managing editor

Being a one-man maintenance crew
can have itsadvantages and disadvan-
tages.

For Joe Dallorso, maintenance
manager at the Hitchin’ Post condos in
North Chelmsford, MA, his Lone
Ranger status lets one of his strongest
attributes shine through—organiza-
tion.

Dallorso’s small but neat office on
the grounds of the 77-unit complex
hints at his business style—books
organized by heighth on shelves;
screws, nuts and bolts in neat
organizers, log books kept with a
month to month, week to week sched-
ule of fertilizing.

“Being a one person staff I have to
be organized,” explains Dallorso. I
also have to know what I can get away
with not doing because there are only

so many hours in a day."”

Besides the grounds, Dallorso also
does building repair and maintenance
which takes up about 20 percent of his
time, takes care of a swimming pool
and a tennis court.

Condo hotseat

In his area of New England, Dallorso is
in the hotseat of condominium devel-
opment. In his area about an hour
north of Boston, condominium devel-
opments are springing up every-
where.

Many high tech companies are
locating there, such as Wang, bringing
with them single professionals and
newly-married couples ready to
invest in a home. Condominiums, for
a variety of reasons, are the obvious
choice.

Shown above, the Hitchin’ Post
condominiums, North Chelmsford,
MA. At left, Joe Dallorso favors
petunias for their hardiness and vivid
color.

“Our Route 128 here is to North
Chelmsford what the Silicon Valleyis
to California,” says the 29-year-old.

Dallorso estimates that there arg
over a dozen condo developmentsina
five mile radius to the Hitchin' Post

“Condominiums are the overall
trend in New England,” Dallorso says:
“And sales of these condos ultimately
comes down to how the property i
maintained. It adds tremendously to
resale value which potential consum-
ers are concerned with.”

Since he has been at the develop-
ment for the past three years,
Dallorso’s plan of attack has been &
slow, systematic upgrading of the
facility and is in keeping with his phis
losophy of wanting not only to main=
tain, but improve the grounds.

“My major battle was and still
sparse grass,”” he admits. Dallorso
inherited Kentucky 31 Tall Fescue
that was custom blended by the
builder. He has since overseeded that
with perennial rye and Kentucky
bluegrass.

Waiting on a new sprinkler system
that was installed in August h
Dallorso at an impasse. He has 250,00
square feet of turf to keep lush
green. With the area’s sandy soil
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poor drainage, that was rather hard to
do.

“I had reached a point where there

really wasn't anything I could do
ithout a new system.”
And before getting that, he had to
convince the three trustees of the con-
dominium board that assessing each
unit owner $400 was in the best future
interest of their property. When put to
avote, the measure passed with an 85
percent majority and only minimal
grumbling.

He says he has no real problems
with his $60,000 a year maintenance
budget and that within reason, all his
requests are usually granted.

Time for growth

With the new sprinkling system, he
can now progress to a new level of
maintenance; adding more flowers
and making other site improvements.
Along split rail fences, he has added
roses and other flowering plants.
Along the fronts of the con-
dominium’s he has planted various
colors of petunias because of their
hardiness.

One of his first orders of business

was getting the turf away from under-
neath shrubs and mulching around
them instead. He planted about 1800
annuals around the buildings and
1200 tulips and daffodils to add color.
Each resident was assessed $12 and
couldn’t have been happier with the
results.

Right now, Dallorso gets by with
one 18 hp Mitsubishi Beaver III trac-
tor. For it he has a rear-mounted,
PTO-driven Woods RM48. The front
end loader is a Johnson's Black Hawk
No. 25. His Vandermolen fertilizer
spreader doubles as a sand spreaderin
the winter.

He hopes with the increased level
of maintenance, he can round out his
machinery to give him varying and
more precise cutting options.

In August, Dallorso was battling
Japanese beetles with Sevin. He also
has an ongoing battle with grubs
(which he treats with Diazinon) and
treats chinch bugs with Dursban. He
uses Scotts ProTurf fertilizer.
Roundup is used extensively for
weed control and Surflan for pre-
emergent control.

Dallorso feels he is lucky because he

has such a good working relationship
with the trustees he reports to.

‘“Personality-wise we're very
much the same,” he says, “and that’s
important. We have no adversarial
relationship.”

To keep them abreast of Dallorso’s
activities, he gives them a weekly
written progress report.

Things are looking so good that
Dallorso is eyeing his own mainte-
nance company and hopes to keep the
Hitchin’ Post as a client.

Professionalism is very important
to Dallorso and he has strong feelings
about it.

“It seems as though most people
don't respect as a professional, some-
one who uses their hands in their
jobs,” he explained. “Just because I do
manual labor doesn’t mean I'm not a
professional.”

Dallorso had been studying pre-
law until he started ‘“to go insane
under neon lights.” He had always
liked gardening and let his interests
steer him in that direction. He became
an apprentice laborer and learned
about landscaping. He has been in the
business ever since. WT&T
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e Made It Simple!

ALITY — Built with Swiss clocklike precision.
HTWEIGHT — With the comfort of the user in mind.
ESSIBLE — A durable self-lubricating and external

LICITY — Insures cleanliness and longer wear. No
tools necessary to dissemble and repair.
CING — Here's one instance where you pay less for the best.

BIRCHMEIER
has the

Back Pack
Sprayer

for you —

FLOX
AVAILABLE IN i T
5 GAL- (20 K) Weight # 1
3% GAL. (15 K) Tank Capacity 26 gals
2% GAL. (10K) Max Working
Pressure 84 PSI

FOR MORE INFORMATION

REBOR CORPORATION ||

4047-A JONESBORO ROAD « FOREST PARK, GA. 30050 + 404-366-0057 ‘

Circle No. 141 on Reader Inquiry Card

Productive Sweeper

Backed by best warranty ever: 2 years or 2,000
hours. TENNANT® 360 offers unmatched pick-up,
. dust-free sweeping, and reduced
dumping times. It is 50% faster
and has 41% more useable
hopper space than comparable

ms | sewon ||| units. Quiet operation: 82 to
Svew | ssa ||| 83 dBA. Free video training for
9o | s2aws || OPErator. Ask for afree
| demonstration.
84 PSI 84 PSI

Free brochure

\ CALL TOLL FREE:
800-328-5727 EXT. 768P
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Condos in Sunriver;
Oregon’s Recreational Mecca
Braces for Major Growt

Nestled in the shadow of the Three Sisters mountain range
the inviting ski slopes of Mt. Bachelor, are Quelah and Alberello.

The two posh condominium complexes in the Sunriver resort area are harbingers of

only the beginning of a boom in growth for this central Oregon area

Oregon is quickly changing from a
lumber capitol to a recreation mecca.
More and more condos will be built to
accommodate the increasing influx of
tourists.

Marvin Mix, in charge of landscape
maintenance at Quelah, and Mike
Dawkins, his counterpart at
Alberello, both predict that the Sun-
river area will explode in growth
within the next few years.

“It’s really the only growth going
on in Central Oregon,” says Mix.

A road has been completed from
Sunriver that cuts about 45 minutes
traveling time off getting to Mt. Bach-
elor, one of the premiere skiing moun-
tains in the Northwest. It has opened
the floodgates for skiers. The entire
Sunriver area boasts about any sport
you could be interested in—golf, ten-
nis, rafting, canoeing, horseback rid-
ing and hiking.

Both Mix and Dawkins share some
of the same landscape concerns. Both
Quelah and Alberello are relatively
new developments (especially
Alberello).

They both have growing pains.
Couple that with the extreme
weather fluctuations of Central
Oregon and you have one of the more
challenging landscape situations in
the country.

Quelah

Marvin Mix got the maintenance con-
tract to the 15-acre Quelah complex
only a year ago.

He inherited a headache.

Mix is the owner of Marvin’s Gar-
dens, a private firm specializing in
large, commercial landscaping pro-
jects. He also has a retail garden center
and landscape architects and con-
struction crews available to clients
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who would like them. Marvin Gar-
dens has also branched out into inte-
riorscaping.

Landscaping, maintenance and the
nursery each make up about1/3 of his
business. Mix also has the mainte-
nance contract to Tennis Village,
another Sunriver complex.

Quelah is a six-year-old, 92-unit
complex. The last phase was com-
pleted a year-and-a-half ago, with an
additional two phases planned.

Mix’s biggest initial challenge at
Quelah was the irrigation system. It
was badly maintained with most of
the lines lying bare on top of the dirt.
The systems in all four phases were
different.

“We redid the whole system,” says
Mix. “We had one good system out of
those four.”

Mix's next order of business was to
plant $10,000 worth of shrubs once the
irrigation work was done.

Tricky weather
The weather provides a real challenge

Mike Dawkins, landscape manager
at Alberello, is a strong proponent
of native plants and drip irrigation
for his complex.

by Maureen Hrehocik, managing edil

for landscapers in Central Oregol
Thirty-one degree nights in Augus
are nothing out of the ordinary.
More often than not, we have
freeze every month of the yean
explains Mix. “September is the fi
freeze and by November we ha¥
snow."
The snow can last until April. lg
damage on turf can be high. Mix
growing season is from April {
October.
Quelah's lawns are fertilized fou
times a year. The soil is a sand
pumice that leaches nutrients readil
Mix uses a 12-12-12 fertilizing mi)
ture. .
“If I need a quick green-up | adt
ammonium nitrate."”
Mowing on the combination blugs
grass perennial rye lawns is dong
every week with Toro and Honda
MOWers.
Two of Mix's 40 employees put i
about 10-12 hours a week maintaining
Quelah. i
Most of the units are rentals. The™
development only has four perma:
nent residents. Because of the high
number of transient residents, Mix
says vandalism is high.
“People come in and fool with the"
controls on the sprinkler systems and™
try to reset them. With the turnoveri
guests, this happens often.”
Mix is a great believer in the colo
flowers can provide. Among the
native kinnkinnick groundcover, hé
uses perennials and wildflowers.
“I like staying with natural, indi
genous plants,” reports Mix. He h
more perennials included in his 198
landscaping plan.
“This year I'm just trying to 8
everything greened-up and up 0

4

respectable level. Next year, we




