However, the Ford engines are
said to offer “low end grunt,” as
well as smooth performance.

A 210 hp, pushrod V-6 is
standard in the F-150. Standard
engine in the new F-250 is a
220 hp, 4.6 liter Triton V-8.
The F-150 and F-250 also offer
an optional, 235 hp Triton 5.4-
liter SOHC V-8 engine.

An upgraded 7.3-liter direct
injection turbo-diesel is offered
in Ford's larger pickups.
Compact pickups

Compact pickups are often
used by landscapers to tow
equipment and many offer
towing capacities of up to
3,500 pounds.

Dodge Dakota and Toyota
T100 intermediate sized pick-
ups are suited for landscapers
who need a larger pickup bed
(eight foot length) for equip-
ment and can also be used for
towing or light snow plowing.

Interestingly, all compact
pickups, except the Toyota
T100, are assembled in the
United States.

Chevrolet S-Series compact
pickups feature tougher frame
components and a more effi-
cient automatic transmission.
Driver’s side airbags and four-
wheel antilock brakes are stan-
dard.

Dodge: Dodge
took the bold
styling that made
its full-size
trucks a big
player and ap-
plied it to the all-
new 1997 Dakota
mid-sized pickup.
The new Dakota
lineup offers signifi-
cantly more standard features
than the trucks they replace.

Regular Cab models now

include as standard, driver- and
passenger-side air bags, four-
speaker AM/FM cassette
stereo, larger tires, rear solar
glass and cargo tie-down hooks.
The Club Cab models now in-
clude all those features plus a
40/20/40 seat with center arm-
rest storage system, driver’s seat
lumbar adjustment and pre-
mium cloth upholstery.
Mazda: the Mazda B-Series
and Ford Ranger are built in
the same Edison, NJ, plant.
They share many features.
Three models are the
B2300, with a 112 hp, 2.3 liter
four cylinder engine, the
B3000, with a 145 hp, 3.0 liter
V-6 and the B4000 with a 160
hp, 4.0 liter V-6. The B-4000
can tow a trailer weighing up
to 5,900 pounds. However, the
four-wheel-drive version of the
B2300 is no longer available.
Nissan: Nissan's 1997
pickup truck lineup features
driver's side airbag, standard
antilock rear brakes and high
levels of standard equipment
including a double wall cargo

bed, front stabilizer bar, tinted
glass and side window defog-
gers. All models are powered
with a 2.4 liter, 134 hp, SOHC
four-cylinder engine.

Toyota: the Tacoma pickup,
introduced in March 1995, gets
a facelift with new headlights,
grille and nose in two-wheel-

drive versions.

[

(AN
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1997 DODGE RAM 1500 4X4

The Tacoma features three
engines--a four-cylinder 42 hp
four-cylinder to a 190 hp V-6.
The T100 mid-size pickup fea-
tures a 150 hp four and the
190 hp V-6. All engines have
double overhead cams and
four-valves per cylinder.

Isuzu: offers the Hombre,
featuring a 2.2 liter, 118 hp,
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four-cylinder engine and five
speed transmission.
Utility vehicles

There are many brands and
types of utility vehicles avail-
able, but just as important as
picking a certain vehicle is find-
ing a dealer who will stand be-
hind the product and provide
fast, competent repairs. Even
the best built utility vehicles
are likely to need occasional re-
pairs when used in rugged
landscaping duty.

Guardado of American De-
sign says his company uses
John Deere vehicles, with at-
tachments. He says there is a
local dealer who responds read-
ily when repairs are needed,
and because the firm is most fa-

miliar with the line

READING'S AEROTECH™

1997 TOYOTA TACOMA

Landscapers who work on
golf courses or mostly in resi-
dential areas might want to
consider an electric utility vehi-
cle, because of its quiet opera-
tion. Renting a utility vehicle
may be a good way for land-
scapers to familiarize them-
selves with equipment and
local dealers. Raymond of
A.J's notes that his firm rents
utilit_\' vehicles when needed,
but might soon buy.

Some available models
E-Z-GO offers a 1,200-
pound-capacity utility vehicle,

powered by a 350 cc, twin-
cylinder overhead cam, 11
horsepower engine with auto-
matic continuously variable
transmission. An electric ver-
sion will soon be available.

Club Car,
Inc. offers
eight models
of its Carryall
utility vehi-
cle. Notably,
the Carryall
VI features a
standard
flatbed that is

almost six

feet long. Nine and 11 hp gas,
and 10 hp electric motors are
available. The vehicles offer up
to 1,500 pounds capacity.

The John Deere 1800 is a
workhorse of a utility vehicle,
available with a 1,500 pound
capacity cargo box or a 200 gal-
lon “Accumaster” spraying sys-
tem. Cargo box has hydraulic
dump feature. It's powered by
an 18 hp gas engine.

Columbia Par Car Corp.
offers the Par Car with an 8.8
hp electric motor and 1,100
pound capacity.

Cushman offers a full line
of turf care vehicles, including
the Turf-Truckster and Jr.
Turf-Truckster with engines up

to 27 hp and payload to 2,600

pounds. Three- and four-wheel
versions are available,
Kawasaki offers its Mule ve-
hicle for a variety of green in-
dustry work. The Mule 550 has
an optional trailer hitch to tow
up to 900 pounds. The Mule
2500 has plastic body panels to
resist dents and scuffing. The
2510 has 4WD with selectable
Hi/Low range for traction.
Yamaha utility vehicles are
suited for golf course operation

with gas and electric power. LM

Arthur Flax is a freelance writer
specializing in the automotive in-

dustry based in Denver, Colo.




These questions came straight
from the customers of lawn care
operators, pest control operators
and other professional pesticide
applicators across the country— .
and probably reflect the concerns
of your customers. The more
your customers know about the
products you use, how you use
them and how much is used,
the more confident they will be
in you and your service.

Communicate With
Your Customers

Your customers expect
you and your employees to be
credible and knowledgeable
sources of information about
your products. Take time to talk
with them about your safe and
responsible use of pesticides.

Studies show that most
people don't know that pesticide
products are among the most
highly tested products sold. The
U.S. Environmental Protection
Agency (EPA) registers only those
uses of pesticide products that pose minimal risks
e Emphasize that pesticide products must undergo

stringent government-monitored testing before they can

be sold. It is a long and costly process. For example:

- It takes a chemical manufacturer eight to 10 years
to test and register a product, at an average cost of
$30 million to $50 million

- As many as 120 tests or more are performed, many
specific to health, safety and the environment

- Only one potential pesticide in 20,000 makes it from
the research lab to the market.

* Explain Integrated Pest Management (IPM) to your
customers. Most do not fully understand the concept
Point out that a successful IPM program stresses
prevention, pest identification and selection of the best
method of pest control, which may require the use
of pesticides. Tell how you incorporate IPM into your
pest management practices.

* Identify the specific pesticides you use and the pests
they control

* Indicate that professionals use an array of
products, many the same as those used by
homeowners

* Assure customers of the benefits pesticides
provide for turf, trees and ornamentals, and
in the home. For example:

- Termites cause over $1 billion in structural
damage each year

“Are the pesticides
you use safe?”

“Are the pesticides that
/)"Q/éSSIO”(IIS use Sf)‘())]ge)' * Discuss your safe and respon-
and more toxic?”

“When is it safe for my children

and pets to return to an area |8
after a pesticide application?”

- One large, pest- and disease-
free tree has the same cooling
effect as 15 room-size air
conditioners.

\

A well-maintained lawn and
landscape adds as much as
15 percent to a home’ value

sible use of pesticides as a
professional applicator. Note
the many steps you take to
ensure that the pesticides you
use are used properly

Advise your customers

that you closely follow label
instructions. The label contains
instructions for only those
uses approved by EPA.

¢ Qutline the extensive training
that is mandatory for profes-
sional applicators in order
to apply specialty pesticides
Applicators are required by law
to undergo training, certifi-
cation and licensing, as well as
to keep records of each job
performed

* Explain what happens to pesticide containers once a
job has been completed. Note that containers are
disposed of properly.

What Else Can You Do?

Provide your customers with materials such as
newsletters, brochures, fact sheets and bill stuffers that
communicate these messages. Be sure that someone at
your company, who has a basic knowledge of the
products and application methods your company uses,
is available to answer questions

RISE Is A Resource
RISE is the voice for the specialty pesticide industry.

Its members include manufacturers, formulators, distrib-
utors and other industry leaders

RISE works in cooperation with your national, state and
local user/applicator associations and is an additional
source of information regarding issues facing pesticide
users. We can help you in your role as a knowledgeable
and credible information source to customers and to the
public. A brochure on communicating about
pesticides with your customers is available
Contact RISE to receive your copy.

We urge you to take an active part in your
state and national association(s). We work
together to support your business.

Resporsible Industry for 2 Sound Emironment *



http://www.acpa.org/rise

We were right here, intro-
ducing Weeds and Turf maga-
zine to the green industry.
The name was soon changed
to Weeds, Trees & Turf, and
in 1989, we became LAND-
SCAPE MANAGEMENT,
incorporating our Lawn Care
Industry magazine to better
match our industry-wide
appeal.

We answered the green
industry’s need for useful
agronomic information, and
we think that over the years
we've managed to keep up
with the times, and our many
readers.

To prepare for our 35th
Anniversary Spectacular issue,
we want to include reader
comments on a variety of top-
ics related to their careers and
the green industry in general.

We want to know: When
did you enter the green
industry? How did you start
your business?

For our golf course super-
intendent readers, where was
your first golf course superin-
tendent’s position, and what
are you doing now?

What do you believe to be
the green industry’s biggest
achievements? What do you

think remains to be
done to keep up
with the times?

From equipment, to con-
trol products, to business

management, to golf course
turf, to athletic field manage-
ment...we want to know what
you've liked and what you've

not been so crazy about since

1962. Where do you think the

green industry is headed as it

nears 2000? What are you
most excited about?
(And by the way, we real-

ize some of our readers have
“roots” that go deeper than
1962, but we want to hear
from you, too, if you've
stayed active.)
Include a photo (that you
don't really need back) if you
reply by mail.
\ Reply soon to be eligi-
) ble for a LANDSCAP
MANAGEMENT cap.

All responses appear
in our “35th Anniversary
Spectacular,” in October.

Thank you, in advance, for
your reply, and for your dedi-

cation to the green industry!

Your turn

Give us your green industry memories! Tear out or photocopy this page, and fax or mail
your response to: Talkback, c/o Lanpscape MANAGEMENT, 7500 Old Oak Blvd., Cleveland, Ohio

44130. Fax: 216/891-2675. E-mail: Iscape@en.com Use an extra page if necessary

When did you enter the green industry, and what business were you in?
(For superintendents, what and where was your first golf course job?)

COMMENTS

In which area of the green industry are you now active?

COMMENTS

What are the most significant changes you've seen in the green industry?
(Equipment, business management, agronomic, etc.)

COMMENTS

Any messages to LAnDscare MANAGEMENT, as we begin the next 35 years?
(i.e.,what kind of stories are most helpful to you; what would you like to

see more of...)

COMMENTS

Your name, address and phone number:
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Practical turfgrass management information you can depend on.

Your subscription to TURFGRASS TRENDS gives you the information you need to manage the
toughest turfgrass problems. Written by experts in the field, timely information and latest
leading-edge research give you practical, proven answers to the challenges you face.

o disease management e nutrients e insect management
¢ genetic improvement e irrigation ¢ weed management

TURFGRASS TRENDS is the hands-on tool you've been looking for to keep up to date on the latest
cutting edge research and proven turf management practices. Find out why others are calling
TURFGRASS TRENDS “the #1 research digest for turf managers.” Begin your subscription today!

Mark H. Bunte Turfgrass Plant Breeder Golf Course Superintendent
Golf Course Superintendent University of Nebraska Oak Hills Country Club
Lake Wildwood Country Club San Antonio, TX

Penn Valley, CA

US.& CANADA.....................0 6 Months $96 ............ O 1 Year $180

ALL'OTHER COUNTRIES. ... ... it vonnrasasnantas O $210 (1 Year)
Payable in U.S. funds drawn on a U.S. bank.

Back issues available at $15 each, prepaid.

*

an ADVANSTAR pustication

. . —— T
Gl T e e e

e e . g

O My payment enclosed. (Make checks payable to TURFGRASS TRENDS.)
O Charge my subscriptionto: (O VISA (O MasterCard (O American Express

Signature Date
Account # Exp. Date
Billing Address

City State Zip/Postal Code

Fax completed form with credit card information to 218-723-9437, or mail coupon with your payment to
TurrGRrAss TRENDS, 131 West First Street, Duluth, MN 55802-2065.

Name (please print)

Title

Business

Address

City State Zip/Postal Code

Country

Internet/E-Mail Address




SUPPLIERS CORNER

Lesco, Inc., Cleveland, Ohio,
reported record sales of $312
million in 1996, but non-recur-
ring charges resulted in a net
loss for the year. Its 1996 sales
were 29 percent higher than
1995 sales of $241.7 million.
“Fourth quarter charges recog-
nized in 1996 represent the
culmination of many of the
strategic goals Lesco put in
place three years ago that will
help improve our financial per-
formance going forward,” said
Ware H. Grove, Lesco vice pres-
ident, chief financial officer.
RohMid L.L.C,, a joint venture
of Rohm and Haas Com-
pany, Philadelphia, and
American Cyanamid Com-
pany, Parsippany, NJ, named
Gary D. Curl to its board of di-
rectors. Curl is business man-

Info cent

VIDEOS AND LITERATURE FOR T

A free booklet... Golf Course Development

Golf Course Architects helps with the first
16-page brochure covers key compone:
investors, members of review boards, g

ager for Cyanamid'’s Turf and
Ornamental Products Group.
Curl has been with American
Cyanamid since 1994. Rohm
and Haas has also added IMC
Vigoro to its list of formula-
tors for non-staining Dimen-
sion crabgrass preventer.

Golf course designer Graham
Marsh has joined with the Golf
Course Architect Group of the
HNTB Corporation to offer
design services in North and
South America. Graham Marsh
Golf Design/HNTB will provide
full-service design of upscale
golf courses, as well as related
developments. The associa-
tion’s first project is Indepen-
dence, MN, for Burnet Realty.
They are master planning a
600-acre development to in-
clude 60-85 residential lots, an

and other interested parties will benefit from e

steps in the development process. For a fi
Guide, send a self- addressed st.nmped,

GA 30068; Phone (800) 458-3466; Fax (7

Want to be a winner?... Marty Grunder
with a used, $25 mower, and today does
lion. His marketing system—How to
with Multi-Million Dollar Marketing Se
business, according to Grunder. For mr
Rd., Miamisburg, OH 45342; (937) 847-994
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18-hole daily fee course, a
learning center, equestrian fa-
cilities and trails and a 15-acre
softball and soccer complex.
Richard Weigand joined
Medalist America as turf spe-
cialist early this year. His terri-
tory is Michigan, Ohio, Penn-
sylvania and West Virginia.
Debbie Bean is Medalist's new
blending coordinator for pre-
formulated seed blends, spe-
cials and customs. JacklinGolf
has announced the following
promotions: Hiromi Yanagi-
sawa, vice president/managing
director; Jim Connoloy, direc-
tor of agronomy/technical ser-
vices; Dr. Eric Nelson, senior
technical agronomist; Lee Het-
ric, manager of marketing and
golf development.

Rain Bird's Golf Division
named Irrigation Supply Co.,
Inc., Louisville, KY, as the sole
distributor of Rain Bird golf
course irrigation products in
Kentucky, southern Indiana
and Tennessee.

Thomas Parobek joined Va-
lent U.S.A. as sales represen-
tative in its Professional Prod-
ucts Group. He will be
responsible for Midwest terri-
tory sales of Valent products.

fourth-quarter operating earn-
ings of $163 million, up 26 per-
cent over $129 million in the
comparable period last year.
Earthgro, Inc., acquired Sum-
mit Inc., the country’s leading
producer of fine quality bark
and mulch products. The ac-
quisition gives Earthgro pro-
duction facilities in Louisburg,
NC, and Wakefield, VA. Earth-
gro is headquartered in Glas-
tonbury, CT.

Toro has acquired OSMAC, a
central irrigation control sys-
tem for the large turf irriga-
tion market, from Motorola,
Inc. Motorola continues to
manufacture and supply sys-
tem components to Toro.
Dallas-based Flowtronex PSI,
which produces golf course
pumping stations, is buying
the business of Commercial
Pump. The newly acquired
business will operate as a divi-
sion of Flowtronex PSI and re-
tain the Commercial Pump
name and personnel, says
Flowtronex. LM
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Announcing: the second annual LANDSCAPE MAN-
AGEMENT “Emerald Awards”. LANDSCAPE MANAGE-

- MENT magazine is offering a $500 first prize to the
‘winner of a random drawing to

‘be held on July 1, 1997.
Second prize is $300
~and third prize is
$200 in cash. To
be eligible for the
drawing, simply
fill out the ques-
tionnaire at right
-~ and return it to
LM'’s editorial
offices.

Answers to the ques-
tions will determine our “1997 Emerald Awards” win-
ners, to be revealed—along with the contest winner—
in our August issue.

CONTEST REQUIREMENTS: Contestants must be
owners or employees of landscape maintenance
companies or lawn care companies; or mainte-
nance employees of a golf course or
country club, including superinten-
dents and assistant superintendents; or
an athletic field manager or member of
an athletic field maintenance crew; or
manager or member of a facility land-
scape management crew. Employees
of Advanstar Communications and
their families are not eligible.
All questions on this entry form
must be completed, and all blanks
filled. One entry per person. No more
than five entries from any one employer will be allowed. Entry forms
will appear in the February-June, 1997 issues of LANDSCAPE MANAGEMENT.
Completed questionnaires should be mailed to: Emerald Awards,
Lanpscare ManaGemenT, 7500 Old Oak Blvd., Cleveland, OH 44130. They
must be received by noon, July 1, 1997.
A random drawing of all eligible entry forms will be held the after-
noon of July 1, 1997. Winners will be notified within 24 hours.

QUESTION:
What is your favorite
brand name of .. i pev
DO NOT USE
riding mower? O
walk-behind mower? | - .
turf fertilizer? 1]
pre-emergence herbicide? | )
post-emergence herbicide? | -
iixx;f:{r{s_cf'c_tféia_e?____""""_"""“"""i"[j""
turf fungicide?> | s
plant growth regulator>? | o
compact tractor? | gl
turf aerator? - | B
pick-up truck? ] LU
leafblower? ] =i
line timmer? | o
ehiin gaw ey’ whob prilfealtH0t b priieol son S| o
Kentucky bluegrass? | e
perennial ryegrass> | w AR
turf-type tall fescue? | Gl
turfgrass mix or blend? | G==
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PRODUCT REVIEW

Encore Z48 ready to cut
The new Encore Z48 commercial riding mower

with 48-inch-wide cut, zero radius turning, direct
hydraulic drive, wide wheel base and oversized rear
wheels, 18-hp B&S Vanguard V-twin with Mag-
netron Ignition, ground speeds up to 7.5
mph, smooth ride, 11-gauge steel deck,
anti-scalp rollers. Call Encore at (402)
288-4255 and tell them you read
about the Z48 in LM, or

Circle No. 269

Snapper’s Pro-Gear mowers

Snapper offers seven models in its Pro Gear line of mid-size,
walk-behind mowers. Its SPPOOKW-32 gear-drive walk-behind
mower offers a 3-speed transmission with reverse and is pow-
ered by a 9 hp OHV Kawasaki engine. The SPP1250KW-36
and SPL1250KW-36 models are available with 12.5 hp
Kawasaki engines. Both models feature non-floating
or full-floating 36-inch decks with two, 18-inch,
alloy steel cutting blades.

The SPP140KH-48 and SPL140KH-48
models feature 14-hp, OHV Kohler Com-
mand engines while the SPP140KW-48
and SPL140KW-48 models offer 14-hp
OHV Kawasaki engines. All four models

offer non-floating or full-floating 48-inch decks, made of all 7-gauge construction.

Both the non-floating and full-floating decks feature revolutionary field-serviceable
spindle assemblies with overglow grease vents. These commercial mid-size mowers also
offer upper and lower idlers to provide positive reverse and prevent downhill run-away.
Contact Snapper at (770) 954-2500 and tell them you read this in LANDSCAPE MANAGEMENT, Or

Circle No. 270

The Establisher improves
seeding

Summit Seed offers a new seed enhancing
mulch, The Establisher. Summit says you can achieve
professional results with a drop or rotary spreader
using this product. The Establisher absorbs water
quick (up to four times it weight), reduces soil &
water erosion, and expands to cover the soil sur-
face. The dark green/blue granules consist of clay
particles, wood & cellulose mulch, and a specially
formulated fertilizer. For more information contact
Summit Seed at (800) 467-6748 and say LANDSCAPE
MANAGEMENT let you know about The Establisher, or

Circle No. 271

Correction
Dimension, a preemer-
gence herbicide from Rohm
and Haas, was incorrectly
\l\‘.\\ l'ilh'\l as a PI(‘\lll\l of
Monsanto, on page 18 of
our February cover story
There are also no plans to

produce a fertilizer/herbi-

cide pl‘\\«{ll\l with the

Scotts Company. LM apol-
ogizes for the error, and re-
grets any inconvenience it

may ll.l\ o ¢ .|l|\('\l.
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Nuisance Geese

“Dead Goose” decoys keep live Canadian geese
from settling onto properties. The geese believe
these decoys to be real and immediately react as
if a predator is in the area. These decoys achieve
this illusion without harming geese or the envi-

ronment. Can be used on land or in water.

Each
$999.00

(14 Decoys)

$79.95 $450.00

(Minimum 2) (6 Decoys)

For information or to order contact:

Roy Ladrigan
PO Box 277 » Walton, KY 41094
606-525-1995 = Fax 513-554-3243

Circle No. 113

Passive Deterrents to

Pond Kit Golf Course Kit |

——

Order #34675 '

Easy to use...Change from showerhead to adjust-
able-spray with Robco's Quick-Change Adapter. Have
a hand-tight 500 PSI connection in seconds with drip

free shutoff of hose liquid.

Durable...and well-balanced for lawn applications.

Robco's QCG Quick-Change Gun is
made of stainless steel and brass for
trouble-free use.

Deep Root Feeder Option

Kit with Quick-Changes to give you a
tough tool for deep feeding applications.

....... Order #34688

D q . N

E B g Toll-free: 1-800-825-7622
Robico: Spray:EGuipment ~ FAX: 1-510-827-0478

Circle No. 132

|- L

l. i Attention Small Lanascapers E

Get a real HydroSeeder
for just $149 a month

Don'’t settle for less than the real thing
for small hydroseeding applications.
Only a genuine FINN T-30
HydroSeeder® gives you all this:

B Durable 300 gallon steel tank

B Hydraulic reversible agitator for

Ideal for use at:

® Residences

® Cemeteries

@ Golf courses

* S]‘UH\ NL‘H\

® Office u!ln[‘lcxc\

@ Apartment complexes
® Parks, and more

iNN

CORPORATION

hancing the

thorough mixing

B Simple one-man controls

M Patented FINN centrifugal pump
to handle the thickest slurries
with ease

quip

1-800-543-7166

9281 LeSaint Drive, Fairfield, OH 45014 « Web site: http://www.finncorp.com

Circle No. 116

* Based on list price, 15% down, 48 month
yout. HydroSeeder*
ark of FINN Corporation

You Got Nuisance
Frunt?

We have
the answer

Florel

Fruit Eliminator

Lawn and Garden Products, Inc.
209/499-2100

_MONTEREY?)

Circle No. 125
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MARKET SHOWCASE

management

Every month the Market Showcase offers
readers of Landscape Management a com-
plete and up-to-date section of the products
and services you're looking for. Check it out
every month, or you might miss out.

For all ads under $250, payment must be
received by the classified closing date. VISA,
MASTERCARD, & AMERICAN EXPRESS
accepted. Send to: Advanstar Marketing
Services, 7500 Old Oak Blvd., Cleveland, OH
44130

BOX NUMBER REPLIES: Landscape
Management, LM Box #, 131 W. First St.,
Duluth, MN 55802

FOR ADVERTISING INFORMATION AND AD
PLACEMENT, CONTACT: DENISE ZAPPOLA,
216-891-3162, 1-800-225-4569, (ext. 162),
Fax 216-826-2865

BUSINESS FOR SALE

FOR SALE

Established Garden Center and
I.andscaping Buslness, Marquette, Mi

906 2149 398&

NEARY Model #300 lapping machine
w/materials. Used twice. Asking 200.00.
Contact:
Tom Sprague, 7500 Old Oak Blvd.,
Middleburg Hts., Ohio 44130
216-891-2774

FOR SALE FRANCHISE OPPORTUNITIES

This Creative Company
can enhance your busi-
ness success, through
by your owning and
nOI.E“ operating your own
Franchised territory.
CALL TODAY! 1-800-458-3664
http://www.truly.com
Franchise offered through formal prospectus

—— :
'"“TII.U an Affiliate Status or
exclusive Truly Nolen
email: truly@truly.com
only. Not Available in All Territories.

FRANCHISE OPPORTUNITIES

20 YEAR OLD LANDSCAPE
COMPANY located in Northwestern
New Jersey. Services include landscape
design, installation, maintenance, and
snow removal for commercial/industrial
clients. Several corporate headquarters
for nationally recognized companies.
1996 Sales will exceed $390,000.00
Thirty percent profit margin yearly.
Owner will assist in transition.
$155,000.00. Serious inquiries only.

PO Box 60
Chester, NJ 07930

EQUIPMENT FOR SALE

PICKUP INSERT DUMPER
For FREE brochure, call toll free 24 hr.

1-800-755-3867
WE SHIP NATIONWIDE

EMERALD
GREEN

Be in business for yourself, not by
yourself...join our growing family of
franchise partners.

Enjoy the benefits of:

e Strong brand affiliation with exclusive
Scotts® products

* Powerful sales/marketing programs

* Exclusive territory rights

* Complete agronomic and horticultural
training

* Ongoing technical and business support

* Financing available

For a FREE OPPORTUNITY KIT Call...
800-783-0981

e-mail: 74157,77@compuserve.com

...featuring

products

¥ B 50 x 75 X 12
of . Sl % 510,129

Bulid it yourself and save MONEY 5,000 sizes, all boit-together ALL
STEEL BUILDINGS. Call today for a price quote and a brochure.
HERITAGE BUILDING SYSTEMS

800-643-

))))

SERVICES

USTOM
Decal Kirs
Al

Your lo('0

v, ok o [ /

Easy to Order-Easyto Apply
Boost Your Image Economically

Call or Write

Sun Art Decals Inc.
885 W. Bagley Rd.
Berea, OH 44017
=—1|216-816-0290
800-835-5551
Fax:216-816-0294

60 LANDSCAPE MANAGEMENT

Call DENISE ZAPPOLA
216-891-2762 or fax your copy to her at 216-826-3162
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