
Adjuvants from Terra 
buffer, improve » mixability, 

reduce J drift, suspend, 
R J I 

defoam, increase A. deposition, 
penetrate, s p r e a d , w e t , 

cover, coat, , hold, protect, 
prevent : evaporation, mark, 

extend, solve ^ problems, 
clean, ® and pay off j l 

with improved » pesticide 
application & performance. 

Make the most of your pesticide investment this season. 

Talk to Terra for the right products, advice and service. 

Always read and follow label directions. From Terra 

Terra International, Inc. • P.O. Box 6000 • Sioux City, Iowa 51102-6000 • 1-800-831-1002 Ext. 225 
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Overhead: 
a vital part of profit-making 
Consultant Charles Vander 
Kooi says you don't start 
making a profit until you 
pay 'the bill in the night.' 

• When Charles Vander Kooi finally leaves 

this friendly world, he wants just two 

words chiseled onto his tombstone: "over-

head recovery." 

That's exactly what he told lawn care 

professionals at this past November's PLCAA 

conference in Baltimore. 

Valuable 
pricing tips 

• Every contractor should review their 

pricing system to see if it meets the fol-

lowing four criteria, says business con-

sultant Charles Vander Kooi: 

1) Does it give the owner the ability 

to know where every dollar that is spent 

comes back to the company through its 

prices? 

2) Is it able to compensate for the 

variables that exist from job to job, from 

property to property? "I've never, ever 

seen two jobs identically alike," says 

Vander Kooi. 

3) Does it give the owner the ability 

to control the job and the company 

more? (Simply put: getting the job done 

at a price "that leaves a profit.") 

4) Does it give the owner the infor-

mation needed to make good business 

decisions? (Not decisions based on emo-

tion or a "gut feeling.") 

(Hey Chuck, what's wrong with "busi-

ness consultant?" Or "longtime construc-

tion industry guru?") 

Vander Kooi says he wants contractors to 

always remember him and the two words 

overhead recovery synonymously. Forever. 

That's how crucial he feels these two words 

are to the continued business survival of any 

contractor, including landscape contractor. 

Contractors must have systems to recov-

er overhead if they want to stay in business, 

i.e. make a profit. If they don't have ways to 

recover overhead, it will strangle a company 

as surely as the sun rises every morning, 

says Vander Kooi. 

In fact, he insists, a contracting business 

can suffocate even with money coming in 

and everyone busy. It will die because no 

profit is dribbling out. This so-called profit 

is being absorbed by overhead that isn't 

being rightfully recovered from customers. 

Vander Kooi has a rather dramatic way 

of describing overhead: he calls it "the bill in 

the night." 

It always comes due, he insists, 

every nickel, dime and quarter. It's 

never forgiving. 

"Overhead is a lot more of a fixed cost 

than most contractors would understand," 

says Vander Kooi. 

Successful contractors "recover" over-

head in large part, through pricing/bidding 

systems based on a realistic understanding 

of the true costs of operating a business, 

particularly the true costs of overhead, he 

explains. It takes some digging to really nail 

down overhead because costs are often hid-

den in twilight areas. 

Usually these expenses can't be billed 

directly to customers but they must be 

recovered nonetheless. They include, among 

many others, the expense of getting to and 

Charles Vander Kooi urges contractors 
to calculate 'true' costs before putting 
a price to their services. 

from jobs, or the cost of disposing of land-

scape wastes arising from work on a cus-

tomer's property. 

In truth, Vander Kooi says, a contractor 

should look at overhead as "the family bud-

get of the business." 

And, just like a budget, contractors must 

determine what their overhead is going to 

be prior to starting a business season. "You 

have to project a future overhead that you 

will recover over future jobs," he says. 

The reason is obvious, he says. No busi-

ness can make a profit until it's paid off its 

overhead. In landscape contracting, this is 

typically anywhere from mid-October to 

early November. 

That's why instead of slowing down for 

the holidays, Vander Kooi says this is the 

time for landscape contractors to "put the 

pedal to the metal" and maximize produc-

tion and profits. 

Even then, says Vander Kooi, the nation-

al average of profit for both low-risk (those 

who sub-contract out most work) and high-

risk (those who hire and manage a lot of 

labor) contractors is about two and three 

percent, respectively. 

—Ron Hall 
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FOR PROFESSIONALS 
Get the competitive edge with good business management: improve customer 
service; enhance finances; know the industry; bid smart. Make sure up-to-date 
information is at your fingertips by adding these books to your library: 

LANDSCAPE MANAGEMENT 1993 DIRECTORY AND 
BUYER'S GUIDE 

Your complete guide to the professionals you want to contact for business, 
including key contacts at land grant universities across the country. Sections 
include equipment, equipment companies, seed and chemical companies, and 
control products. Find extra tips and information in special departments 
spotlighting products and "As We See It." 112pp. IS-BG-S 10.00 

BIDDING FOR CONTRACTORS: HOW TO MAKE BIDS THAT 
M A K E M O N E Y by Paul J. Cook 

A clearly defined working guide for producing winning bids. Learn the 
benefits of the author 's extensive experience in construction project 
management by providing contractors with the necessary tools to develop 
competitive bids from small jobs to multi-million dollar projects. 
225pp. BK-348-S35.95 

START & RUN YOUR OWN PROFITABLE SERVICE BUSINESS 
by Irving Burstiner 

Step-by-step how to follow your dream of owning your own business into 
the reality of the service sector. Find out how to plan, launch and successfully 
run a service business: prepare a business plan; master the financials; buy an 
existing business or start a new one; choose a place of business; market your 
service; forms required for a proprietorship, partnership, corporation; model 
business plan; sample tax returns; and a list of selected franchise operations. 
286pp. BK-349-S 18.95 

ACHIEVING EXCELLENCE THROUGH CUSTOMER SERVICE 
by John Tschohl with Steve Franzmeier 

This savvy guide holds all the ways to establish caring, dependable and 
speedy service to bring customers back again and again. From hiring and 
motivating workers to refocusing company policies and procedures on 
customer satisfaction, this book is the answer to customer service. 
304pp. BK-350—$22.95 

FINANCE AND ACCOUNTING FOR NONFINANCIAL 
M A N A G E R S by Steven A. Finkler 

Completely updated, this expanded edition explains the basics of finance 
and accounting in clear, non technical language. Get a firm grip on everyday 
business transactions involving finance, assets, depreciation, liabilities, 
Inventory, costing, owner's equity, capital budgeting, audits, cost accounting, 
cash flow statements, ratio analysis. Includes current tax laws. 
225pp. BK-351-$14.95 

WINNING STRATEGIES FOR LAWN & LANDSCAPE 
CONTRACTORS - A SYSTEM FOR SUCCESS by Brent Demos 

Discover proven techniques that wi l l help you meet and beat the 
competition! Win more bids, increase jobs from current clients, hire productive 
employees, and learn successful management skills. This comprehensive 
manual also includes effective tips for marketing and advertising, equipment 
management, diversification, education and training. 136pp. 
LSM-BK-761-S59.95 

LAWN CARE INDUSTRY STATE OF THE INDUSTRY REPORT 
An up-to-date report of lawn care business growth, average annual 

expenditures, and a look at the future of the industry. Ranks the largest lawn 
care businesses in North America. BK-230-$ 10.00 

Title & Number Qty. Price $ Total Account # _ 

Signature _ 

Name 

. Exp. Da te . 

Da te . 

. Tit le. 

Company . 

Address _ 

City 
(Ple«e um streut address) 

State .Zip. 

Sub Total - $ 
Deduct 10% when you order 4 or more books - $ 

Tax. CA, CO. CT. GA. IL. MN. NJ. NY. OH. TX - $ 
Postage/Handling - $ 

Total Amount Enclosed- $ 
Postage. Handling, and Tax must be included with payment. 
Shipping & Handling Domestic: Please add S5 per order + $1 per additional 
book. All others add $15 per order + $2 per additional copy. 
Please allow 3-4 weeks for delivery. Prices subject to change. Quantity 
rates available upon request. For information or to order call 1 -800-598-6008 
or FAX 216-891-2726. 943426 

Telephone ( 

• Check Enclosed or • Charge my: • MasterCard • VISA 
• American Express ($10 minimum charge card order.) 
Detach and mail this form with your payment or credit card information to: 

ADVANSTAR GUARANTEE 
If you are not completely 
satisfied with the material 
you order, return it to us 
within 30 days for a full 
refund. No questions asked. 

# 
ADVANSTAR 

I C A T I O N S 

7500 Old Oak Blvd.. Cleveland. OH 44130 



What you're looking at is 

the way to go an entire season 

on a single herbicide application— 

a control zone in the top inch 

of soil that keeps weeds from 

germinating all season long. 

V It can greatly reduce your 

use of postemergence herbi-

cides and handweeding in your 

ornamentals. 

We have three different pre-

get a full season of broad spec-

trum grassy weed control. 

And for woody ornamentals, 

you can use Snapshot* herbicide. 

How To Make Your First Roundup 
Your Last Roundup. 

Here's a way to make your first application of Roundup 

herbicide last all season. Mix 3 oz. of Surflan per 1000 square 

feet with H oz. of Roundup per gallon of water and apply when 

weeds are less than 6 " tall. Roundup will knock the weeds down, 

and Surflan will keep them from coming back for the rest of the 

season. Since Roundup is a postemergence herbicide, do not 

spray this tank mix on any desirable vegetation. 

emergence herbicides that make 

this possible. All of them are very 

gentle on your plants. And they 

bind tightly to soil particles, 

which makes them very resistant 

to leaching. If you're looking 

for grassy weed control, you 

X-N can use Surflan* 

SJWW preemergence 

|g7 herbicide. Surflan 

is, in fact, so 

gentle that you 

can spray it 

directly over the 
top of delicate 

ornamentals. Yet 

one application gives you up 

to eight full months of control. 

It controls 

both broadleaf 

and grassy 

weeds. A 

single appli-

cation lasts 

up to eight 

months. 

And it's 

available as a 

sprayable or in a granu-

lar form. 

We can show you lots of 

ways to control weeds more 

safely and effectively. They're 

explained in our 40-page book 

The Nursery And Landscape 

Guide To Responsible Pest 

Surflan 

Our preemergence 

herbicides set up a 

gentle control zone 

that keeps weeds 

from germinating 

all season. 



you don't need a lot of 

herbicide to get beautiful 

results. 

Send me the following Management Guide(s): 

• Cool Turf, • Warm Turf, • Nursery 

and Landscape. 

Mail to: DowElanco, PO . Box 33489, 

Indianapolis, IN 46203-0489. Or call: 

1-800-514-4524 

Name« 

Company-

Business Category: • Nursery • Lawn Care 

• Municipal • Landscape Contractor 

• Golf Course 

Address-

City. . State Zip-

Phone ( . 

DowElanco 
The chemistry is right. 

•Trademark of DowElanco. © 1994 DowElanco. 
Always read and follow label directions. 02 

st beautiful thing about 
ned in the topf of soil. 



University of Georgia's 
Helen Mil ls: 
cert i f icat ion 
candidates go at their 
own pace 

Becoming a 
Certified 

Turf grass 
Professional' 

• Certified 

T u r f g r a s s 

Professional— 

doesn't that 

have a nice 

ring to it? 

It's finally 

here, thanks to 

a partnership 

between the 

University of 

Georgia and 

the Profes-

sional Lawn 

Care Asso-

ciation of Ame-

rica. Lawn care 

technic ians , 

once they meet 

specific re-

qu i rements , 

can be known as CTPs. 

They can wear the distinctive new 

green-and-white patch on the sleeves of 

their uniforms. 

John Robinson, PLCAA's immediate past 

president, says certification will help con-

firm to the public that lawn care companies 

have better trained technicians in the field. 

Adds Steve Derrick, Orkin Pest Control, 

"We in lawn care knew we had to increase 

the quality of service and also the percep-

tion of quality that our customers had of 

us." That, says Derrick, is why PLCAA 

sought help in administering and managing 

the program. 'We wanted an outside credi-

ble source so it wasn't us training us." 

When Derrick contacted Dr. Keith 

Karnok, professor of agronomy at UGa, he 

found a ready ear. Karnok, author of 

"Principles of Turfgrass Management" with 

more than 17 years experience in both 

warm- and cool-season turfgrasses, directed 

PLCAA to Helen Mills, U.Ga. Center for 

Continuing Education. 

The Center, Dr. Karnok and PLCAA then 

collaborated on building the independent 

study course that technicians must com-

plete and pass to earn certification. 

Mills says the home correspondence 

course is based on the notebook "Principles 

of Turfgrass Management." It is divided 

continued on page 68 

EVI NE 
Quote of the month comes from Michael Fumento, author of 

the book "Science Under Siege." While attending the Georgia 

Turfgrass Conference, LM heard Fumento utter this memorable 

line: "I've got very good news if you're a bullfrog. No amount of 

dioxin will make you croak. On the other hand, it won't make 

you a prince, either." Second runner-up for quote of the month 

also comes from Fumento's mouth: "Wouldn't it be great if every 

community in the country had a lower-than-average risk of can-

cer? It'd be great! It'd also defy all the laws of mathematics!" 

Think you're busy? Then LM advises you compare your sched-

ule with that of DickFicco, one busy person. Ficco, the president 

of Partners Quality Lawn Service, Easton, Mass., heads the 

Massachusetts Association of Lawn Care Professionals, serves on 

the boards of both PLCAA and the Massachusetts Turfgrass 

Advisory Commission, is the resident lawn care spokesman on 

WBZ Radio, and is a frequent guest on local television. Last year, 

he also accepted an appointment to the national EPA Pesticide 

Users Advisory. 

A long-standing friend the green industry, Bill Culpepper, is 

starting his own business. Culpepper, formerly of DowElanco, 

will manufacture and market three control products—Arest, 

Pipron and Sonar—through the new company, SePro. He will also 

be the exclusive U.S. distributor of Rubigan to the specialty horti-

cultural markets. Culpepper was formerly on the board of direc-

tors of RISE, the PLCAA and the GIE. "We'll address the more 

specialized markets within the green industry," Culpepper tells 

LM. "Frankly I love it. I like to put together a whole lot of little 

pieces and make it make sense." You can contact SePro at (317) 

580-8282. 

FX-10 is the new "miracle" turfgrass in Florida. According to 

a press release received in the LM offices: "during the 'storm of 

the century...on the shores of Tampa Bay...homes landscaped 

with FX-10 received little or no erosion damage while homes in 

the same development without FX-10 had entire lanws washed 

away. Bobby Bonilla, the New York Mets outfielder, uses FX-10 

for his lawn and helicopter landing at the mouth of the Manatee 

River, says Jim Anderson of Anderson &? Son Nursery, Ruskin, 

Fla. For more info about FX-10, phone (800) 532-7006. 

Dr. Bruce Ames continues his crusade against seemingly 

unfair EPA requirements and the glut of professional environ-

mentalists. An LM staffer, en route to a state turfgrass confer-

ence was reading a recent issue of Forbes magazine. He noted 

this quote from Dr. Ames: "I think the EPA kills people. I knew 

lots of good guys who went to work for the EPA because they 

were idealists, but it's run by lawyers, and the institutional 

incentives take over. The scientists on the committee...keep 

putting out lousy reports" because of the pressure to conform to 

established government risk standards. 
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WHEN IT COMES TO 
GUARDING AGAINST WEEDS, 

THINKOFUSAS . 
MAN'S BEST FRIEND. 

The Andersons 
Proven Professional 
Turf™ Fertilizers 
Combined With 
TEAM™ Broad 
Spectrum Weed 
Control Get You The 
Results You Need To 
Turn Customers Into 
Friends For Life. 

Standard Professional Turf fertilizer 

formulations incorporating Team 

include: 

•25-3-8 
•20-2-6 
•20-5-5 

Each product is individually 

designed to meet specific nutrient 

requirements and deliver up to 16 

weeks of effective weed control. But 

you get more than effective-ness. 

You get efficiency, too, because you 

get two jobs done with one 

application. 

Team is a proven performer when 

it comes to crabgrass, goosegrass 

and many other pesky weeds. Plus 

it's labeled for use on most major 

turfgrass species. With The 

Andersons superior formulating 

capabilities you get clean, free-

flowing products for consistently 

great results. Use The Andersons 

Professional Turf fertilizers with 

Team arid make your customers 

friends for life. 
\ 

the professional's 
partner® 

H i e , « C E C * 
Andersons 

I® 

For more information 
about our Professional 
Turf products, call toll-
free 1-800-225-ANDY 

% 
™ TEAM is a registered t rademark^ DowElanco 

© 1994 The Andersons 



Bobcat Excavators Work 
Everywhere You Turn! 
Bobcat compact excavators work with 360 degree 
maneuverability. Work close to existing 
structures and in muddy conditions. 
And, they're American-made. 

; 

bobcat 
P.O. Box6019»Fargo. NO 58108-6019 
Phone: (701) 241-8700 

Choose from three models with 
digging depths ranging from 80" to 120". 
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industry 
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credible 
outside 
source 

into 14 chapters. Review questions at the 

end of each chapter prepare the techni-

cian for the four open-book mail-in tests. 

These are then graded and returned to 

the technician. 

At the end of Chapter 7 the techni-

cian must take a monitored, closed-book 

exam; then, a second monitored exam at 

the completion of the notebook. The 

technician must score 70 percent or bet-

ter to earn the CTP designation and 

patch. The U.Ga. will arrange exam 

details with a university or college in 

the technician's geographical location. 

Mills says a technician can take as 

long as 12 months to complete the 

course. "It's up to the students to let us 

know when they want to take the exams," 

she says. 

PLCAA Government Affairs Director 

Tom Delaney believes the certification 

program may help companies retain 

employees better. "Technicians can feel 

better about themselves," he says. 

Delaney says he's alerting regulators 

in every state to the new program. "I feel 

a lot of them are going to jump on this." 

The enrollment fee is $275 per per-

son. Discounts for mul t ip le enroll-

ments from the same company are 

available. Cost to PLCAA members is 

$225 per person. 

For information on course enroll-

ment, call the University 

of Georgia at (706) 

542-1756. PLCAA 

members should 

call (800) 458-

3466 for infor-

( CERTIFIED ' 
TURFGRASS 

^PROFESSIONAL 
mation concern-

ing special mem-

ber rates. 

—Ron Hall 



ILORGANITE 

S INCE 1926 . . . 

TRUST. C O N F I D E N C E . 

RELIABILITY. N O G I M M I C K S , 

EXAGGERATED CLAIMS, O R 

UNKEPT PROMISES. 

SUPERINTENDENTS AT TOP 

N O R T H A M E R I C A N GOLF 

COURSES DEPEND O N 

M I L O R G A N I T E TO DELIVER 

PROVEN RESULTS. 

• NATURAL O R G A N I C 

• SLOW RELEASE 

• N o BURN 

• M I C R O N U T R I E N T S 

• VERSATILE 

CONTACT YOUR. MILORGANITE 

DISTRIBUTOR OR OUR STAFF 

AGRONOMISTS FOR FURTHER 

INFORMATION. 

NATURAL ORGANIC 

SOLID AGRONOMY Milorganite 

MILORGANITE DIVISION - M M S D 

1101 NORTH MARKET STREET - MILWAUKEE, W I 53202 

4 1 4 - 2 2 5 - 3 3 3 3 



Choose Bayleton this year for the same 

ON 
reason everyone chose it last year. 

And the year before that. And the year 

before that. And the year before that. 


