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formulation
also available.

Always read and follow
instructions on package
before using any

chemical product.
For outstanding and economical broad-spec- Outstanding weed control at an economical
trum weed control, one product stands alone. cost. No wonder LESCO Three-Way Selective
LESCO Three-Way Selective Herbicide. Herbicide is still the first choice of professional

The combined efficiency of 2,4-D, MCPP and  turfgrass managers.
dicamba stops more than 30 weeds with a single It’s nice to know you can rely on an old

application. Including tough problems like friend. Order today.
ground ivy and spurge.
And just as important is the cost effective- m 800) 825-3726
ness of Three-Way. Why pay more for herbicides ( )
that do less? LESCO. Inc.. 20005 Lake Road, Rocky River, Ohio 44116 « (216)333-9250
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Low-voltage lights like this one on the ground from Hinckley Lighting can be matched to outdoor line-voltage lights

installed on residential properties.

mentals. Knowing the basics will help
the job go easier, minimize callbacks
and more fully satisfy the customer.

“The average landscape contractor
won't know about the aesthetics of
landscape lighting unless he or she
goes to some seminars or places where
somebody teaches good lighting
techniques,"” Powers says. ‘‘The
American Lighting Association puts
on a series of lighting seminars
throughout the United States on
techniques of landscape lighting."”

Neil Mitchell of Major Electric
Supply, Pawtucket, R.1., organized a
seminar in September for landscape
architects and contractors and
electricians. Despite terrible weather,
a standing-room-only crowd showed
up.

“Selling landscape lighting is as
easy as taking candy from a baby,”
Mitchell believes. “All the contractor
has to do is open up his yap. If it's
installed at the time the landscape is
being installed, it's very easy and
economical.”

Mitchell says that contractors can
charge homeowners $100 to $200 per
fixture and make a good profit.

“We've found that the average
residential lighting sale is $3,000 to
$5,000," notes Wiedemer. “On big
residential jobs, we think that it’s
probably best to follow up a year later
with lighting. If the owner is tapped
out after the landscape construction,

‘Selling landscape
lighting is as easy as
taking candy from a

baby.’

Neil Mitchell
Major Elec. Supply
Pawtucket, R.1.

the lighting might come into play even
two to three years down the road.”

Lighting by design
When selling lighting, the design be-
gins by determining the client’s
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needs. Since there are so many fix-
tures on the market, the first step is to
gather information and formulate a
plan based on specific requirements.
Make sure to ask:

® What lighting effect does the cli-
ent expect?

@ Does the client entertain often?

® Where are the guests usually lo-
cated?

® Where should the lighting sys-
tem be controlled?

@ Is security a primary concern?

® Which key landscape features
should be used as focal points?

® What tone or feeling do you want
to achieve?

Next you should define the budget
and identify the lighting manufactur-
ers that fit your needs. Finally, select
and place specific lighting fixtures.

“There are a lot of different grades
of landscape lighting,” notes Powers.
“Most people aren’t very happy with
the very low-end products once they
put them in. If I were a contractor in-
stalling a job, I'd want to make sure |
had a quality product with some war-
rantees. Dogs wet on them, sprinkler
systems sprinkle on them and they
take every kind of outdoor abuse that
there is.”

The right light

Fixture selection is a critical decision.
Selection is made by considering eco-
nomics, positioning, shielding and



MAZDA FLEET SALES

THE MAZDA WARRANTY-:
DESIGNED 1O LAST
THE LIFE OF YOUR FLEET.

KEEPING COSTS DOWN—IT'S CRITICAL TO YOUR
SUCCESS AS A FLEET OPERATOR. THAT'S WHY WE GIVE
you THE MAzDA WARRANTY. BECAUSE EVEN WHEN

YOU BUY A TRUCK AS RELIABLE AS OURS, THE FEWER

REPAIRS YOU PAY FOR, THE BETTER YOUR BOTTOM LINE.

EvERY MAZDA TRUCK COMES WITH A 36-MONTH,
50,000-MILE WARRANTY —STANDARD. WHAT IT
COVERS WOULD FILL THIS PAGE. WHAT IT DOESN'T
COVER 1S ROUTINE MAINTENANCE, PARTS SUBJECT TO
NORMAL WEAR AND REPLACEMENT, AND ACCESSORIES
COVERED BY THEIR OWN WARRANTY. THAT'S ALL.
AND THERE'S NEVER A DEDUCTIBLE.

So, caLL OUR NATIONAL FLEET SALES OFFICE

1989 Compact T rial Quality Survey

AT (714) 727-6453. WE'LL SEND YOU COMPLETE
INFORMATION ON AMERICAS MOST TROUBLE-FREE
COMPACT TRUCK," INCLUDING A QUICK REFERENCE
GUIDE TO THE MAZDA WARRANTY. THEN YOU CAN
READ ALL ABOUT OUR TRUCKS, AND THE BEST BASIC
WARRANTY IN THE COMPACT TRUCK BUSINESS.
TaeMAzpa WARRANTY. IT COSTS NOTHING AND
COVERS JUST ABOUT EVERYTHING. AND IF YOU RUN
YOUR FLEET LIKE MOST, IT WILL STILL BE IN EFFECT
WHEN IT’S TIME TO TURN YOUR TRUCKS OVER. YOU

MIGHT JUST CALL IT THE WARRANTY OF A LIFETIME.
maZbDa
IT JUST FEELS RIGHT:
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In No Time At All

A CRIME-
STOPPER

Adequate nightlighting can deter
crime, according to the National
Lighting Bureau (NLB). A dramatic
example was provided in a case
history submitted to the organiza-
tion's National Lighting Awards
Program.

After two female employees of
the Bellevue (Wash.) Journal-
American were accosted in the
daily newspaper’s parking lot in
1982 and again in 1983, new light-
ing was installed. No further inci-
dents have occurred.

Somewhat ironically, the new
lighting—which provides 21 per-
cent more light—costs 24 percent
less per year to operate and
maintain.

Journal-American facilities
manager Robert F. Phillips sought
Maurice W. Dick, service manager
for Holmes Electrical Contractors
of Renton, Wash. Dick recom-

mtoocaanem % mended high-pressure sodium
lighting to replace incandescent

expert. Grasshopper’s lights,

mcﬂveb natunl Annual energy consumption of

the new system was $840. The cost

contml’, high PYOd“CﬁVlt)' of replacement lamps, lamp re-

and d“rabmty make total placement labor and ballast re-

placement amounted to $505 per

. . mOWil'lg eﬁdency easy vear, bringing the system's total
0 ll t deck & i b hard-t leam. operation and maintenance costs
mmﬁmmﬂgu to to $1,345 per year. Because the new

system'’s 2.042 killowatt-hour con-
nected load is 54 percent less than

No wheels to turn. No gears to Zero-turning-radius and outfront deck l‘?: r:rclﬁlln; Jsiys:;n\l, ;."unln_y GORES
shift. No pedals to push. Grasshopper design further simplify mowing by In addition ? e s:;fetv foctor
puts total command of mowing in the providing superior visibility, trim ph'ﬁ'a ° lhot - E) o S
palm of your hand. Instinctively natural  capability and maneuverability. The SN0 POy dahse‘ﬁr s eml‘.’ ‘}? 3
control of steering, speed, braking, turns  Grasshopper dealer network offers 684 COMmIGHIAE AL EHS DOW A5 g
and forward/reverse motion is placed at  strong support and a versatile ing, “,',”h its distinctive “golden-
your fingertips. For added comfort and  lineup that includes six models, white” color, made the buildings
safety, the levers return to neutral 11 to 21 hp, deck options from and landscape more attractive,
automatically. 35" to 72" and year-round attachments. hlnk'mhgl them into a unified whole

Operation is virtually fatigue-free For 20 years Grasshopper has advanced aISR e X
because you sit comfortably in a high- outfront zero-turn-radius mower According to NLB executive di-
back suspension seat that supports your  technology so you can become more rector Richard H. Ge‘sfler' the
body in a natural position. No humps, efficient “in no time at all.” Journal-American case demon-
controls or levers to straddle, either! strates the important difference be-

tween lighting management and
lighting energy conservation.”

The Ultimate Time-Cutter More information about the
benefits of lighting and specific
techniques that can be applied to

2
S (\g\ (/f::k“‘ “v obtain them is available from the
&tmi%ﬁmy /}‘DW ?“"31"6'_“5':" f‘g,"“" NLB. A free directory of the bu-
‘ A

PO. Box 637, Moundridge, KS 67107 reau's publications is available by

OUTFRONT SINCE 1970 writing the NLB, 2101 L St. NW,
® Suite 300, Washington, D.C. 20037;
GRAS SHOPPER s
GRA-2-90 YOUR NEXT MO“’ER 21990, The Grasshopper Company
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For many weed control problems, the
answer is not a solution. It’s granular Team™
preemergence herbicide.

Team puts your weed control where it
does the most good —the weed germina-
tion zone. There, it turns into a vapor and
delivers a zone of protection that’s very
solid. So solid, it keeps out crabgrass,
goosegrass and many other problem weeds
all season long.

That keeps your reputation solid,
too. With Team, your golf or lawn care cus-
tomers will see fewer weeds — and more
beautiful turfgrass.

aren’t alwe

But it’s not just Team's tough weed
control that keeps customers happy. Many
of them also prefer its gentle activity to
turfgrass. Plus its easy, precise application.
Team granules stay where you put them
and won't leach out, even in heavy rainfall.
And you can either apply Team by itself or
on fertilizer available from leading
formulators.

Find out why your most valuable
asset could be granular Team. Call your
nearest Dow Elanco distributor or for
technical assistance, call toll-free:

1-800-352-6776.

Circle No. 113 on Reader Inquiry Card

DowElanco

4040 Vincennes Circle — Suite 400
Indianapolis, IN 46268 U.S A
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More and more, experts are agree-
ing that low-voltage landscape
lighting is the thing to sell to resi-
dential customers, rather than
what they call “line-voltage” light-
ing systems.

Low-voltage systems are light,
movable and safe. They employ a
transformer to reduce voltage from
line-level (110- to 120-volt house
power) to low-voltage (12-volt,
equivalent to an automobile bat-
tery) and direct-bury cable. Line-
level equipment, on the other
hand, requires junction boxes and
underground conduit. It is ex-
tremely permanent, compared to
its low-voltage cousin.

“Low-voltage systems are also
very safe,” notes Art Crisfield of
Hinckley Lighting in Cleveland,
Ohio. “If you run over the power
lines with a mower or snip them
with pruners, you won’t blow your
teeth out.”

“They also have freedom of

LOW-VOLTAGE, NOT LOW-PROFILE

movement,” notes Ken Nicholas,
Crisfield’s co-worker at Hinckley
Lighting. “We make 6-, 12-, 18- and
24-inch stems on spikes. You just
stick them into the ground where
you want them. If you want to
move them, it's extremely easy.
You just pull them out.”

Neil Mitchell of Major Electric
Supply in Pawtucket, R.I. notes
four advantages of low-voltage
lighting:

® Generally speaking, the fix-
tures themselves cost less. Though
cheap plastic models can be bought
at discount department stores,
lighting manufacturers and elec-
tric supply houses have top-of-the-
line metal products priced begin-
ning at $25 each, which is still rela-
tively inexpensive compared to
line-level equipment.

@ Installation is considerably less
costly. In many cases, digging is not
really necessary. For instance, wir-
ing for lights in ornamental beds can

P’

O DR
Ken Nicholas (1) and Art Chrisfield of
Hinckley Lighting say low voltage
systems are economical and safe.

be easily buried under mulch. Li-
censed electricians are required to
install the line-voltage systems; no
license is needed for low-voltage
installation.

@ Systems are safer for children
and pets. No “blown teeth,” as
Crisfield says.

@ Though the bulbs are low-volt-
age and low-wattage, they produce
two to three times the amount of
lumens as their line-voltage
equivalents.

—Jerry Roche O

‘There’s tremendous
excitement for
nightlighting now.’

—Larry Powers
Genlyte, Inc.

‘You can'’t see the
expensive landscape
unless you light it.’

—Rick Wiedemer
Hinckley Lighting

“dayform” (what the fixture looks
like in daylight).

Power sources include line-level
(120-volt) and low-voltage (12-volt).
Each has its advantages. Types of
lamp sources are incandescent (in-
cluding quartz/tungsten and

halogen), metal halide, mercury
vapor and high-pressure sodium. Col-
ored lenses, no matter what type of
source, should be used sparingly.
Placement, of course, is the key toa
beautiful nightscape. Positioning fix-
tures in relation to the object to be
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lighted can radically affect the
finished job’s mood and tone. The best
way to determine the most desirable
fixture placement, most experts
agree, is trial and error at the job site.
Locating a spot very close to the
object creates tremendous contrast,
character and shadows. The further
the light source from the object, the
softer the gradations between high-
spots of light and deep shadows.

As a sales tool

A final note to bear in mind. Observes
Wiedemer: “When people go down
the road at night and see these well-lit
landscapes, they're going to ask who
did the landscaping, not who did the
lighting.

“The progressive, aggressive land-
scapers will recognize that this is an
excellent add-on sale.”

An instructional video tape pro-
duced by Genlyte can help landscape
contractors acquaint themselves with
the lighting design and installation
market. It is available by writing P.O.
Box 128, Littlestown, PA 17340 or call-
ing (717) 359-7131.

To find out more about outdoor light-
ing, write or call the American Lighting
Association, 435 N. Michigan Avenue,
Chicago, IL 60611; (312) 644-0828. The
ALA offers a 16-page, four-color bro-
chure for $2. Landscape managers can
also order bulk copies at 35 cents each
with a minimum order of 250. LM



-~ THE PRODUCTION MACHINE

’ “HIGH CAPACITY, ECONOMICAL, HIGH-FLOATATION”
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TURF BLAZER 1040

That’s how this machine has been designed! The Add to this a field tested, 4-cylinder water-cooled,
mammoth 104" appetite affords you 31% higher 40 HP diesel engine in conjunction with hydro-

capacity than a standard 72" unit. With a 60" static transmission and you have a machine which
mower out front and two hydraulically operated will maximize your return on cost of acre cut.

| wings, we have eliminated the application of long,
troublesome belts and assured you of picture Contact your local HOWARD PRICE distributor for

perfect flotation over berms and undulations. a demonstration on your turf.
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Small plots in strip malls usually require a production rate based on hours of
labor by task and a standard hourly rate for the piece of machinery used.

MATCHING
BIDS WITH JOB

COSTS

Northwest Landscape Industries has found
that the best route to the land of profits is
through efficient estimating and job-costing.

by Dick Landis

andscape contractors know that
l accurate and profitable bid pro-

posals are one of the keys to
staying in business. Jim Wathey, vice
president of Northwest Landscape In-
dustries, Portland, Ore., believes the
best way to make sure those numbers
are valid is to integrate bidding and
job costing.

Northwest feels its bidding process
is what gives the company its compet-
itive edge. Wathey's goal is a system
that generates numbers at least 80 to
90 percent compatible between the

bidding and job costing.

“From the beginning, we wanted to
be able to compare bid estimates with
actual costs as the job progresses and
learn from our experience,” he notes.
“Our problem was matching the ac-
tual job costs to the level of detail we
used when we put the bid together.
One answer was to simplify the bid
proposals.”

Composite vs. standard
For years, Northwest compiled its
production rates and tried to break
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them down by individual tasks for 700
to 800 maintenance accounts. “When
we attempted to establish a produc-
tion rate for a 21-inch mower, we had
70 route foremen sitting down at the
end of a long, hot day figuring out how
much time two or three guys spent
mowing,” Wathey explains. “The in-
formation just wasn't accurate, so we
went to composite bids and used
packaged production rates because
they made more sense.”

The composite rate is based on
hours of labor by task and a standard
hourly rate for the piece of machinery
used. It is still difficult, however, to

‘We bid the annuals like
an interiorscaper would,
with production
schedules and man-
hours based on how
many people it will take
to cover each season.’

—Jim Wathey
Northwest Industries

match bids to actuals for the 400 Port-
land and 300 Seattle lawn mainte-
nance jobs which are 45 percent of
Northwest's workload. That's be-
cause the company offers a full ser-
vice package and charges a monthly
rate.

Northwest has to estimate the
costs of all the maintenance ac-
tivities, match them with the size
of area to be maintained, deter-
mine the type of equipment to be
used and consolidate the figures to
come up with a lump sum for that
job.

Business parks like the Nimbus
Technology and Koll Business
Centers in Beaverton, Ore., have
very similar edging, string trim-
ming and mowing requirements
and are physically alike enough so
that Northwest doesn’t have to
measure every square foot of turf.
They cluster these accounts by
number of areas, total square
footage and the type of machine to
be used.

Standard production rates don't fit
the wide open mowing areas at the
Fujitsu America and Centerpointe
properties. Here, Northwest uses
more cost-efficient reel mowers so a
different production rate is required.
“If you've got wide open turf areas—
25,000 to 30,000 square feet—you'll
have a 30,000-square-foot production



Why Betasan is trusted

—Peter Smitle
Shinnecock Hills Golf Club
Southampton, NY

We've had escellent results
with it for about 20 years. It
gives us surdfire crabgrass
control and i's entirelysqfe.
We've had n@ problgms wthrs

| it, period.” |

~Bud Bet

Oak Tred Golf Club,
Edmond }Oklahoma

g — e —

For over two decades an overwhelming
majority of the country’s top courses have chosen
BETASAN® herbicide for their bentgrass greens,
tees and fairways. That’s because golf course
superintendents know that BETASAN is the only
crabgrass preemergent herbicide that’s safe for all
turf-including established bentgrass, bluegrass,
fescue, perennial and annual rye, bermudagrass,
Zoysia, bahia, centipede and St. Augustine.

Extensive tests have shown BETASAN to be
excellent for poa annua control, too.

But don't just take our word for it; ask your
colleagues at the country’s top courses.

most by the best.
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“We've been using it 18 years.
We get good control, witlh
1o safety problems. And it
spreads well, so we don't
miss spots.”
~Bob Randqu:
Souithern Hills Country Club
Tulia, Oklahoma

TR

AL ~
“We'vebeen using it for 10 %3
years. Quite strmply I think
it’s the|best and safest product
to use pn bemtgrass. University
testing has proved that it’s the
most effective and least

| damaging.

~Prter Wilson
Medinah Country Club,
Medinak, llinois

We are as confident in their answers as you
can be in BETASAN.

Incidentally, it’s available in both liquid and
granular formulations to match any application
need you may have.

For more information, contact your local
supplier or call ICI Americas at 1-800-759-2500.

B S /ASYAN]

Trusted most by the best
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rate,” Wathey says.

The mall factor

“Strip malls like those at Martinazzi
Square in Tualatin, Ore., have a little
patch of turf in front of each door. A
standard production rate doesn't
cover that situation either, so we do a
composite on those. Also, when
you're bidding a new account, the risk
is always higher because you don't

grams for annuals and irrigation that
require separate bids. The annuals
program is packaged with initial bed
prep installation and maintenance
that includes anywhere from one to
three or four plantings a year plus
changing pots throughout the year.
“We bid the annuals like an interi-
orscaper would, with production
schedules and man-hours based on
how many people it will take to cover

Business parks have very similar edging, weed eating and mower require-
ments, so it isn't necessary to measure every lineal foot of the turfed edge.

know the routine. However, it almost
always evens out.”

Other landscapers actually cost
each of the activities to reach an esti-
mate; some even take it farther and
cost the job by size of area and type of
soil. Each step incorporates labor, ma-
terial, supply costs and equipment as
well as the costs to transport it to the
job site, but Wathey says it isn’t cost-
effective to develop a bid at that level
of detail.

On the other hand, a “packaged”
production rate is a little simpler. For
example, if a project had 45,000
square feet of turf broken down into
40,000 square feet of wide open lawns
and 5,000 square feet of small lawns,
Northwest would bid it at 6.5 hours
per “mowing visit." The “mowing
visit"” would be broken down into 3.0
hours on large mowers for the wide
open space; 1.5 hours using 21-inch
mowers on the 5,000 square feet; 1.0
hour for edging, blowing and clean-
up; 0.5 hour to police the site for litter
and weeds; 0.5 hour in travel time.

Month by month
Since Northwest’s maintenance con-
tracts are set up as 12 equal monthly
payments, the computer bid format is
designed to do the man/hour splits by
month automatically as part of the
estimate.

Northwest also has service pro-

each season," says Wathey. “Our first
crunch is at the end of April. We have
to be done by the end of June, which
takes a lot of manpower in a short
period of time. Afterwards we review
the information to see how we came
out. Generally, we're not off too
much.”

Reliable numbers

After getting the job, Northwest bud-
gets man-hours by month, based on
the type of work during that season.
Wathey also developed a data collec-
tion system that yields better figures
at the job cost end.

“The difficulty was in making sure
employees kept track of meaningful
numbers. We tried timecards and the
accounts payable module of their
mainframe software system, but the
laborers just couldn't handle it. Now, |
have the foremen fill out worksheets
by the job, and the numbers are a lot
more reliable.”

Supervisors use the time sheet for
each account to track travel time and
time spent on the job. At the end of
every month, they get a rundown of
how many hours they used on that
account, versus what they bid. “It al-
ways has to be adjusted and then aver-
aged over the year to see if they are on
target,” acknowledges Wathey, “We
then give them a year-to-date total so
they can see how they did for the
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year.”

Maintenance job costing is more
subjective. Northwest found the best
way to assure accuracy is to have its
estimator do a study of each crew over
a period of time. Wathey’s department
knows how much footage there is in
an account; they actually go out and
track the people working at that ac-
count. That way, they get an estimate
based on experience.

Basically, Northwest uses turf
square footage and bed square footage
for measurement as opposed to, for
example, tracking weed control in the
beds. In addition, Northwest has a cat-
egory that includes all the oddball
things people want.

“If a customer wants ornamental
pruning, we keep track of those hours
extra,”” Wathey says. *‘You can spend
a lot of time pruning roses. Then
there's bark dusting and, once in a
while, people want us to paint bike
stands.”

Fully computerized

The main office in Tigard, Ore., han-
dles all the financial accounting, job
costing and purchasing functions on a
DEC mainframe computer. The Seat-
tle branch handles its own bidding
and estimating usingan IBM-compati-
ble computer and Lotus spreadsheets.
Even though the estimating process is
not automated in Portland, Wathey
maintains compatibility by using the
same system manually.

According to Wathey, the com-
puter makes bid preparation and job
costing much quicker, particularly
when he is reconciling bids with the
actual expenses. The spreadsheet is

The best way to assure
accurate maintenance
job costing is the study
each crew over time.

also more accurate. With a mainte-
nance contract, there are a lot of ex-
ceptions based on the type of grounds
and the type of work the customer
wants done. Because of the way the
spreadsheet is put together, it's hard
to leave anything out of the bid.
“When we match the bid with ac-
tual costs, the information from the
field is broken down by hours on the
job,” Wathey notes. *We also incorpo-
rate overhead into an hourly rate, We
keep a record of how many chargeable
production hours we have every year



