
Order Your Free 
Pest Management 
GuideToday. 

Our guides to responsible pest management are 
filled with information that can help you use pesticides 
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COVER STORY 

Know your strengths 
before you bid 

In Part I of a series, the 
author stresses the 
importance of realizing 
which jobs your company 
can and can't handle. 

by Sylvia Hollman Fee 

• In project bidding, never take on more 
than you can handle. 

Licensing, regulation and liability can 
be a bad trip. Knowing and assigning roles 
and responsibilities can expedite the job. 
Determining what, when, where, why and 
how is your first task, even before deter-
mining whether or not your firm should 
bid the job. 

Fig. 1 depicts the typical assignment of 
roles on a commercial project. However, 
the extent of direct communication 
with owners, designers and 
general contractors varies 
cons ide rab ly on each 
project. It's not uncom-
mon for an owner to pre-
fer one party—usually the 
designer or general contrac-
tor—to manage all the subcontrac-
tors. This means that even though the 
landscaper works from the plans and spec-
ifications of the designer, there may be no 
formal contact between the two. Another 
source of confus ion may be the t i t les . 
Similar titles may even be held by different 
parties, or one party has the combined 
title; for example: owner/general contrac-
tor or designer/landscape contractor. 

The responsibilit ies shown in Fig. 1 
may also shift. But however complex the 
management, the landscaper should have 
a clear ag reemen t with the party with 
whom they will be contracted. Knowing 
the roles and responsibilities listed in Fig. 
1 will smooth the way when you are on the 
job. You can easily pinpoint who does what 
by picking up the phone, or asking a few 
fact-finding questions at the next meeting. 

Bidding suggestions—For the pur-
poses of bidding, keep these tips in mind: 

1) Not all work is suited for all compa-
nies. The experienced landscaper should 
only seek the jobs best suited to the firm's 
present capabilities and short-term goals. 

Sylvia Hollman Fee 

F i g . l 
In a typical 
commercial landscape project: their 
interactions and responsibilities 
Reproduced from Means Landscape Estimating, by Sylvia 
Fee. R.S. Means Co.. Inc. 1-800-334-3509. 

The purpose of 
m a r k e t i n g is to 
obtain business . 
The p u r p o s e of 
e s t ima t ing is to 
ob ta in a c c u r a t e 
operating costs in 
o rde r for t h a t 
bus ine s s to re-
main profitable. 

2 ) Every bid 
you make is a marketing venture for your 
firm. And every marketing venture needs 
to be cost-effective, appropriate, and tar-
ge ted . When it comes to b idd ing and 
proposing new work, are you target ing 
your goals, or are you scattering your shot 
in the hopes of h i t t ing someth ing out 
there? Stop wasting ammunit ion, select 
your market and focus your fire power. 

3 ) A l i s t can he lp you d e t e r m i n e 
prospec t ive m a r k e t s . Write down the 

names of the persons in your firm, 
inc lud ing yourse l f . Under 

each person jot down four 
unique capabilites. Next, 
list the markets you are 
present ly serving. With 

the in fo rmat ion you gain 
f rom evaluat ing your f i rm's 

capabilities, you can make your own 
decision to bid or not to bid a particular 
project. 

An example—To illustrate why it's not 
advisable to bid a job just to get a job, 
here's an example of a firm that overshot 
and lost: 

The excavator on a recent project my 
company ran decided to include the land-
scape work in his next (and last) bid. The 



excavator won the bid but "lost his shirt." 
His heavy equipment was unsuitable and 
not cost effective for handling landscape 
mater ia ls . He lacked knowledge of his 
costs for the specified plant materials, and 
was not familiar with the most efficient 
sequence of work. The cost advantage of 
his equipment went right out the door, as 
access to planting areas was constrained 
by finish paving and other details. 

The excavator's decision to bid was 
based only on desire for work, and had no 
basis in the firm s capabilities. 

Target your work—Successful compa-
nies target only the work they are best 
equipped to perform, because those are 
jobs where their greatest profit can be 
made. Not all jobs should be bid by every 
landscape contractor. Before spending a 
lot of time performing a takeoff and esti-
mating job items, take a look at the situa-
tion sur rounding the job. Be objective. 
Consider all the negative factors involved. 

Remember, not all types of work in the 
same town are profitable. And identical 
work in different towns is not always man-
ageable. 

Mature companies have a routine that 
helps them target potential work. Their 
selection process is based on their own 
par t icular capability and capacity. The 
capacity of a landscape company is more 
than just the purchasing power assessed 
by its insurers and banks and clients. Many 
o t h e r fac tors such as available labor, 
trucks, equipment and tools have a major 
effect on productivity and costs. 

Table 1 illustrates the dramatic impact 
of choosing the most productive equip-
ment to own, hire or rent. An expanded 
listing suggests the cost per cubic yard for 
equipment and for labor varies up to 107 
percent depending up on the capacity of 
the excavating^auling equipment. 

From self-examination, a company can 
define for itself its particular capability and 
capacity. It draws upon a store of informa-
tion from hands-on experience. 

As Joe Dallorso, owner of Botanical 
Artisans, Peperrell, Mass., says: T m very 
specialized. I know I've got only one audi-
ence, and that ' s partly on purpose and 
partly accidental. Once you have estab-
lished your groove, stay there, and become 
the best at that." 

—Sylvia Hollman Fee is owner of 
Sylvia Fee & Associates, Inc., Needham, 

MA 02192; (617) 449-0167. She is the 
author of Means Landscape Estimating. 

NEXT MONTH: 
Project Take-Offs 

1/2 cu.yd. backhoe; two 6-cu. yd dump trucks; 1 MRT 
Three, 6-cu.yd. dump trucks, 3-mile round triip 

2.70 
5.15 

2.92 
4.64 

5.62 
9.79 

Two, 12-cu.yd. dump trucks, 4-mile round trip 
3/4-cu.yd. backhoes; three cu.yd. dump trucks; 1-mile round trip 

3.35 
2.61 

3.67 
2.33 

8.02 
4.94 

Five, 6-cu.. yd. dump trucks, 3-mile round trip 
Two, 12-cu. yd. dump trucks; 2-mile round trip 

4.95 
3.39 

4.15 
2.65 

9.10 
6.04 

Two, 16-cu. yd. dump trailers; 3-mile round trip 
Two 20-cu. yd. dump trailers; 4-mile round trip 

3.45 
3.51 

2.16 
2.30 

5.61 
5.81 

1-1/2 cu.yd. backhoe; eight, 6 cu.yd. dump trucks; 3-mile round trip 
Four, 12-cu.yd. dump trucks; 2-mile round trip 

4.80 
3.05 

3.54 
2.09 

8.34 
5.14 

Six, 12-cu. yd. dump trucks; 4-mile round trip 
Three, 16-cu. yd. dump trailers; 2-mile round trip 

3.95 
2.97 

2.56 
1.61 

6.51 
4.58 

Two, 20-cu. yd. dump trailers; 1-mile round trip 
Three, 20-cu. yd. dump traiers; 3-mile round trip 

2.30 
3.03 

1.31 
1.65 

3.61 
4.68 

2-1/2 cu. yd. backhoe; six, 12-cu. yd. dump trucks; 1-mile round trip 
Eight, 12-cu. yd. dump trucks; 3-mile round trip 

2.41 
3.30 

1.48 
1.98 

3.89 
5.28 

Four, 16-cu. yd. dump trailers; 1-mile round trip 
Six, 16-cu. yd. dump trailers; 3-mile round trip 

2.41 
3.22 

1.18 
1.61 

3.59 
4.83 

Six, 20-cu. yd. dump trailers; 4-mile round trip 
3-1/2 cu. yd. backhoe; six, 16-cu. yd. dump trailers; 1-mile round trip 

3.15 
2.86 

1.60 
1.16 

4.75 
4.02 

Ten, 16-cu. yd. dump trailers; 4-mile round trip 
Eight, 20-cu. yd. dump trailers; 3-mile round trip 

3.98 
3.29 

1.66 
1.38 

5.64 
4.67 

1/2 cu. yd. shovel; four, 6-cu. yd. dump trucks; 2-mile round trip 
Two, 12-cu. yd. dump trucks; 1-mile round trip 

3.93 
2.54 

3.18 
2.02 

7.11 
4.56 

Four, 12-cu. yd. dump trucks; 4-mile round trip 
Two, 16-cu. yd. dump trailers; 2-mile round trip 

3.86 
2.87 

2.64 
1.87 

6.50 
4.74 

Two, 20-cu. yd. dump trailers, 4-mile tound trip 3.30 2.18 5.48 

The excavation of common earth system balances the productivity of the excavat-
ing equipment to the hauling equipment. It is assumed that the hauling equipment 
will encounter light traffic and will move up no considerable grades on the haul 
route. 
No mobilization cost is included. All costs given in these systems include a swell 
factor of 25 percent for hauling. 

Reproduced from Means Landscape Estimating, by Sylvia Fee, R.S. Means Co., Inc. 

Successful companies target the work they do best, 



Your grass problem doesn't have 
— I to be a frightening story. Because 

Vantage™ herbicide selectively 
controls grass even among your 
most fragile ornamentals. 

, You can apply Vantage over 
the top during almost any stage of your 
growth, eliminating the need for costly and 
Vantage is a trademark of BASF Corporation. © 1991 BASF Corporation 
Always read and follow label directions. JJ 7256R 

time-consuming hand weeding. And with Vantage, 
there's no worry of leaching. 

Use Vantage on your ornamentals, and you'll see 
how it'll bring your grass 
problem to a happy 
ending. If you have any ^ ^ ^ ^ m 
questions, please call us E f ^ ^ l " 
at 1-800-878-8060. n l U r 



, You've got a lot of jobs 
ahead, including 

& that big office park. 
\bur first cup of coffee hasn't 
started working yet. Fortu-
nately, your new Honda 
mower starts easier. And all 

that powerful Honda 13 
horsepower OHV engine. 
Plus, those slopes aren't tir-
ing you out. That's because 
the twin 
hydraulic 

the controls are 
right in front of you, so you 
can ease into the morning 
without any hassle. 

r You've finished the 
V I first job ahead of 

schedule. Maybe it's 

pump sys-
tem lets you 
control power 
to each drive wheel 
independently. You simply 
balance the power with two 
levers and the mower tracks 
straight, even on slopes. You 
do more work with less 
fatigue. 

Before you move on, 
you stop to admire 

your handiwork. 

Honda's two-step deck com-
bines high-vacuum with a 
unique baffle design and a 
wide chute. The 
result is a clean, 
even cut. It's 
more efficient, 
so your work is 
finished on time 

and looks well 
manicured. And 
that can make you 
look pretty good to 

your customers. 

ft' V^l After lunch (a novelty 
^ you could get used to) 

you stop by your 
Honda dealer 

for some supplies. 
You haven't needed oil 

in a while, so you grab a little 
just in case. The dealer then 
reminds you about Honda's 

Honda introdu 



Oil Alert™ which will 
sound a buzzer before 
the oil falls below a 

safe level. And, 
he introduces 
you to some of 
their trained service 

* people. It's nice to 
know they're avail-

able to help. But with a 
Honda, you probably won't 
need them very often. 

tnei 

(The office park. 
They like their • 
grass trimmed a 

little higher. Instead 
of taking your mower 
back to the shop to 
adjust it, you simply 

remove the retaining 
pins to adjust the 

cutting height with-
out any special tools. 
And aren't you glad 

Honda offers a choice 
of 36 "or 48 "cutting width? 

You noticed Honda's 
larger drive wheels 
when you had to 

navigate around a bird 
bath and squeeze 
between two box-
woods. Honda's zero-
turn radius makes it 
easy to maneuver 
in tight spots. And _ 
you feel secure knowing that 

if you have to release the 
controls, Honda's inter-
lock system offers you 
the safety and peace rof mind you've come 

to expect from Honda. 

All your work is fin-
\ J ished, and the truck's 

loaded. You could actu-
ally squeeze in an extra job. 

But that's up to you. Because 
while this new Honda is 

a better way to get to 
work, it also makes it 

easier to leave on time. 

H O N D A 
Power 
Equipment 

Nothings easier. 
To see how Honda commercial 
mowers can make you more pro-
ductive and your business more 
competitive, call 1-800-426-7701. 

ces abetter way 



LM REPORTS 

Before buying 
string trimmers, 

consider these 
different features 

• Since their inception less than two decades ago, 
string tr immers have become a labor-saving device 
and a staple in the professional landscape manager 's 
equipment arsenal. 

They can be used for trimming grass around walks, build-
ings and plantings; for areas too steep or rocky for a mower; or 
for at tacking high weeds. Some models can be converted to 
edgers, cultivators, blowers, vacuums and even snowthrowers. 

With so many different sizes and shapes on the market now, 
the conscientious prospective buyer should consider numerous 
factors before making a purchase. 

F Professional models (as opposed to 
consumer models) generally use gasoline 
engines. However, if you're going to be 
us ing them for extremely l ightweight 
trimming, you might investigate the elec-
tric and battery-pack models, which are 
somewhat less expensive (but also less 
powerful). 

Some other considerations: 
1) Curved or straight shaft? Though 

the curved shafts are generally easier to 
use, s t raight shafts generally offer fewer 
maintenance problems with the driveshaft 

. L-X . • - - - and are a bit safer, since the cutting head is 
eight-tooth blades, r , 

® farther from the operator. 
Curved shaft trimmers use a flexible driveshaft to carry the 

engine's power to the head while straight shafts use a rigid drive 
that is generally more power-efficient. 

2) Rotary or reciprocating head? Rotary heads, which usually 
incorporate either one or two nylon filament lines, make com-
plete 360-degree revolutions. Reciprocating heads, on the other 
hand, move back and forth in the two- to three- inch range. 

Though rotary heads are more versatile, 
reciprocating heads maintain a clean cut 
but are safer to use because flying debris is 
minimized. Reciprocating heads can also 
get quite close to obstacles without doing 
damage. 
Curved shaft string tr immers—l ike 
Husqvarna's 26RLC—are said to be 
easier to use, but less power efficient. 

The Maruyama 
BC320H: 
12.5 lbs., 
with four- and 

3) Balance and manueverability? On some models, the engine 
is placed at the back end of the unit; on others, it is down at the 
head. In either case, balance is the key to efficient user operation. 

The best way to determine whether the unit meets your needs 
is to actually visit a dealer and get "the feel" of the instrument. 

Remember, too, when you're testing the unit that consider-
ably more physical stress is placed on the user who has to 

trim for hours on end. 
4) Engine vibration? Some models feature anti-

vibration systems that include rubber mounts to 
block engine vibrations from the handles. This 

should be one of your prime considerations, 
if you're going to have people working 

long hours with the tools. 
5) Engine power? Cubic cen-

timeter engine displacement and 
horsepower should be consid-
ered. If the instrument is to be 
used for light weed trimming 
around home and office land-
scapes, you'll not need as pow-
erful a unit . If, however, the 

operator will be t r imming tall, heavy weeds, you'll want more 
power. 

6) String advance? Most manufacturers make manual feeds, 
bump-feed heads and automatic heads. On the manual feed mod-
els, the unit must be turned off to feed string out. Bump-feed 
heads feature an under-carriage button that feeds string out by 
bumping it on the ground. (Be careful: according to consumer 
reports, some units need just a light tap, others a much firmer 
bump. Test and buy the unit that meets your needs.) 

7) Options? Most units will come with options and inter-
changeable parts that include safety equipment (like goggles), dif-
ferent style handles, shoulder harnesses and cutting edges (saw 
blades, machete blades and tri-arc blades are those listed in the 
accompanying chart). Check with your dealer. 

—Jerry Roche 

The Homelite 
HBC-30: 13 lbs., 
with tri-arc blades. 

Robin's NB-411 
weighs 16 lbs., 
has a quick-release 
harness. 



Quality Turf Products Green-Up Your Bottom Line 

Lawn renovation can be a profitable addition to an LCO's 
services, but like other programs, satisfied customers are 
the key to continued success. Along with professional tech-
nicians, proper equipment and timely service, the grass 
seed used make the long lasting impression that creates 
referrals. And Turf-Seed, Inc. has the premium quality seed 
for your program ... in your region. Ask for these products 
by variety name ... because it's really your name that's on 
the line. 
Northern Turf 
Renovation 
Perennial Ryegrasses 
Citation II • Birdie II • 
Omega II • Manhattan II • 
CBS II Blend • 246 • 2DD 
2HH 'Charger5 

Kentucky Bluegrass 
Midnight • Challenger • 
Columbia • Galaxy Blend 

Southern Turf 
Renovation 
Tall Fescues 
Olympic • Apache • Monarch 
• Silverado • Eldorado • 
Triathalawn Blend 

Perennial Ryegrasses 
Citation II • Birdie II • 
Omega II • Manhattan II • 
CBS II Blend • 246 • 2DD • 
2HH 'Charger5 

TURF-SEED, INC. 

PO Box 250, Hubbard, OR 97032 
FAX 503-981-5626 TWX 510-590-0957 

1-800-247-6910 
Use ROUNDUP® herbicide to kill undesired turf. ROUNDUP® 
is a registered trademark of Monsanto Company. 

Circle No. 149 on Reader Inquiry Card 

Home lam two months after overseeding with Turf-Seed 
ryegrass and bluegrass products. 



STRING TRIMMERS FOR THE GREEN INDUSTRY 
MANUFACTURER MODEL ENGINE TRIM PATH WEIGHT SHAFT ACCESSORIES CIRCLE NO. 
John Deere 21C 21.2 cc 16" 10.3 lbs. curved additional heads, blades 301 

21S 21.2 cc 17" 11.2 lbs. straight heads, blades, handlebar 
301 

25S 24.4 cc 17" 12.5 lbs. straight heads, blades, handlebar 
30S 30.8 cc 1 r 15.0 lbs. straight heads, blades, handlebar 
38B 37.4 cc 15" 18.2 lbs. straight adjustable handlebars, 

additional heads, blades 
Echo GT-1100 21.2 cc 16" 9.4 lbs. curved 302 

GT-2400 23.6 cc 16" 10.3 lbs. curved 
302 

SRM-1501 21.2 cc 17" 11.1 lbs. straight 
SRM-2400 23.6 cc 17" 12.1 lbs. straight 
SRM-2410 23.6 cc 17" 12.5 lbs. straight u-handle standard 
SRM-2501 24.4 cc 17" 13.3 lbs. straight 
SRM-2510 24.4 cc 17" 13.7 lbs. straight u-handle standard 
SRM-3000 30.8 cc 17" 15.8 lbs. straight right-hand grip design 
SRM-3800 37.4 cc 14" 18.1 lbs. straight u-handle standard 

Hoffco WW88 85 cc 18" 38 lbs. curved 303 
JP890A 30.5 cc 16" 21 lbs. straight handlebar kit 

303 
JP800B 26.5 cc 16" 21 lbs. straight handlebar kit 

Homelite HBC-40 40 cc 20" 18 lbs. straight harness, tri-arc, 304 
machete, saw blade 

304 
HBC-38 40 cc 18" 16 lbs. straight harness, tri-arc, 

machete blades 
HBC-30 30 cc 18" 13 lbs. straight strap; saw, machete, 

tri-arc blades 
W R P 1 Q 1 Q" 1 1 Ci Ihc N O O - 1 O «3U CC I O I O . J IDS. curvea iri-arc. macneie, 

saw blades 
ST-385BC 25 cc 17" 13 lbs. straight saw blade 

Husqvarna 26RLC 26 cc 16" 11.8 lbs. curved 305 
Landscaper's Supply 18CC 18.4 cc n/a 10 lbs. flexible 306 

24.1CC 24.1 cc n/a 13 lbs. straight 
33CC 33.3 cc n/a 18 lbs. straight 10-inch 80-point blade. 

bullhorn handle 
Lesco LST2100 21.2 cc 17" 11.1 lbs. straight 307 

23.6 cc 16" 12 lbs. straight 
307 

Maruyama BC200C 19.8 cc 16" 9.7 lbs. curved manual head 308 
BC200 19.8 cc 17" 10.6 lbs. straight 4-, 8-tooth blades 

308 
BC260 25.4 cc 17" 11.2 lbs. straight 4-, 8-tooth blades 
BC260H 25.4 cc 17" 12.1 lbs. straight 4-, 8-tooth blades 
BC260C 25.4 cc 17" 9.7 lbs. curved manual head 
BC320 31.8 cc 17" 11.7 lbs. straight 4-, 8-tooth blades 
BC320H 31.8 cc 17" 12.5 lbs. straight 4-, 8-tooth blades, straight 

manual head 
BC402M 40.2 cc 17" 17.9 lbs. straight saw blade, full auto head, straight 

4-, 8-tooth blade 
BC480M 48.0 cc 17" 17.9 lbs. straight saw blade, full auto head, straight 

8-tooth blade 
RedMax BT17 17.2 cc n/a 9.5 lbs. curved 309 

BT220 22.5 cc n/a 8.8 lbs. curved 
309 

BC220DL 22.5 cc n/a 10.2 lbs. straight 
BC260DL 25.4 cc n/a 13.3 lbs. straight 
BC340DL 33.6 cc n/a 15.3 lbs. straight 
BC440DWM 41.5 cc n/a 18.5 lbs. straight 
SGC220DL 22.5 cc n/a 14.1 lbs. straight reciprocating head 

Robin NBF171 16 cc 12" 9.6 lbs. flexible 310 
NB211C 20.3 cc 15" 8.9 lbs. straight quick-release shoulder strap 

310 
NB231C 22.2 cc 16" 9.3 lbs. straight 
NB26 25.6 cc 16" 12.2 lbs. straight saw blade, handlebars, harness 
NB351 34.4 cc 18" 15.9 lbs. straight saw blade, quick-release harness 
NB411 40.2 cc is- 16 lbs. straight saw blade, quick-release harness 
NB50L 51.7 cc is" 19 lbs. straight saw blade, quick-release harness 

Stihl FS74 23.8 cc n/a 12.0 lbs. flexible shoulder harness, goggles, 311 
8 heads 

311 
FS76 23.8 cc n/a 11.7 lbs. straight shoulder harness, goggles, 

11 heads 
FS86AVE 25.4 cc n/a 15.0 lbs. straight shoulder harness, goggles, 

8 heads 
FR106 34.4 cc n/a 23.8 lbs. str/flex goggles. 9 heads 
FS180 35.2 cc n/a 15.7 lbs. straight shoulder harness, goggles, 6 heads 

WeedEater XT20T 22 cc 15" 10.9 lbs. curved 312 
XT50 30 cc 17" 11.8 lbs. curved 

312 
XT85 30 cc 18" 14.8 lbs. curved 
XT100/125 30 cc 18" 13.4 lbs. straight 
GTI 15T 22 cc 15" 10.7 lbs. curved 
GTI 16 30 cc 17" 10.9 lbs. curved 
GTI 18 30 cc 18" 13 lbs. curved 

Source: LM mail survey. Dec. 1991/Jan. 1992 


