As a golf course professional, it’s your
responsibility to make the right choices.
Right for the turf, and for the people
who enjoy it. One way to meet that
responsibility is with Dimension

turf herbicide.

Dimension provides season-long
control of crabgrass and over 20 other
tough grasses and weeds, with excellent
safety on established turf. And Dimension
does it without staining, or harming

adjacent ornamentals. That means no
more weed “fringes,” because you can
apply Dimension with confidence right up
to the turf’s edge, even around walks,
drives, and landscaping.

Dimension’s low use rates and
favorable environmental profile mean less
worry. The active ingredient features very
low toxicity to mammals, birds, and
insects. Plus it bonds to soil particles

instead of leaching into groundwater.

Dimension offers the widest
application window—6 weeks more than
other preemergence products. That lets
you delay application for optimum control
of goosegrass and other weeds. And split
applications can stretch control even
further for areas with long growing
seasons. It all adds up to a turl herbicide
that only weeds find hard to live with

Call 1-800-987-0467 or visit us at

www.dimensionpro.com to learn more.
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Some serious
thoughts on
job security

BRUCE WILLIAMS,
CGCS

Los Angeles CC
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ruce Williams, CGCS, superinten-
dent at the Los Angeles Country
Club, realizes that job security is one
of the foremost concerns of most golf
course superintendents.

He shared some of his observations on the
subject on GCSAA's busy website this past
spring, and because of the importance of the
topic we asked him for additional comments. The
following are some of them, edited for space.

Becoming a superintendent is the goal of
many young people. Working conditions are at-
tractive. It can pay well too, even for individuals
possessing associate de-
grees or completing 12-
short courses. A salary of
$50,000-plus isn’t un-
usual for a capable super-
intendent.

But there is competi-
tion for these jobs. And
more is coming.

There may be as many
as 2,000 students in turf
programs in the United
States. The law of supply
and demand dictates that
the more superintendents
there are, the lesser the
likelihood that greater de-
mand and higher salaries will be out there. Many
superintendents already feel the market is
ﬂ()()d(‘({.

Is it time to rethink the reason for giving out
numerous scholarships each year to attract more
people to become golf course superintendents?

Another issue is compensation.

A superintendent with a lot of experience at a
club can make a pretty good salary. In fact, a su-
perintendent could eventually command the
largest salary at a club. While clearly a good thing,
this could cause a problem. What seemed like a
reasonable salary to one board may seem unrea-
sonable to the next one. Boards and general man-
agers, like superintendents, come and go.

Also, the further the superintendent gets away

from the “honeymoon” phase with the club and
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its board, the greater the negative response can be
to suggestions for improvements that, even
though they’re temporary, would close or tear up
the course, or even restrict carts or pluy.

None of this is likely to change much soon.
Most superintendents can’t count on job security.
That's why it’s valuable for all of us superinten-
dents to understand as much as we can about the
life and career cycles of this demanding profession.

-------- [SUPERS ON COURSE] EEEEES

GCSAA members will decide three officer posts and
elect three directors from a field of 10 candidates
for the 1999 board of directors during the annual
meeting, Feb. 13, 1999, during GCSAA’s 70th Inter-
national Golf Course Conference and Show in Or-
lando.

For President: David W. Fearis, CGCS, Blue Hills
Country Club, Kansas City, MO.

For Vice President: R. Scott Woodhead, CGCS,
Valley View Golf Club, Bozeman, MT.

For Secretary/Treasurer: Michael Wallace,
CGCS, Hop Meadow Country Club, Simsbury, CT;
and Tommy D. Witt, CGCS, StillWaters, Dadeville,
AL.

For Directors: David S. Downing Il, CGCS, Wild
Wing Plantation, Conway, SC; Joseph H. Emanuel,
CGCS, Hurstbourne Country Club, Louisville, KY;
James J. Nicol, CGCS, Hazeltine National Golf Club,
Chaska, MN; Timothy T. O’Neill, CGCS, Country
Club in Darien, Darien, CT; Samuel R. Snyder VI,
CGCS, Hercules Country Club, Wilmington, DE; and
Mark Woodword, CGCS, Dobson Ranch and
Riverview Golf Courses, Mesa, AZ.
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For Quality Nitrogen
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Can Your Urea-Based N Sources
Compare to Nitroform"?

There is a difference in nitrogen sources.
Unlike the others, NITROFORM?® is released throughout
the growing season by soil microorganisms.
NITROFORM?® feeds organically. It supplies both
carbon (energy) and nitrogen (food) for microbial
absorption and utilization in the soil. The carbon
in urea-based fertilizers is chemically converted to
CO; and lost to the atmosphere...a waste of energy.
Increased microbial populations hasten the
decomposition of organic residue. In turf, this reduces
the potential for excessive thatch formation while
accelerating the production of humus, nature’s ultimate
and perfect growing medium. NITROFORM® promotes

Urea Based
Products

Nu Gro Technologles Inc

- . a
o

vigorous rooting and development of root tissue. The
effect is even more pronounced when NITROFORM
is incorporated in seedbeds or sodbeds, in container
soil mixes, or following core cultivation.

Because the N in NITROFORM® is released by
soil microbes, it is resistant to leaching and runoff. ..
even in sandy soils under heavy rainfall and irrigation.
What is your choice?

*NITROFORM
*NITROFORM®
*NITROFORM
*NITROFORM

Provides Season-long Feeding
Enhances Microbial Activity
Promotes Rooting and Root Formation
Protects the Groundwater
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Maintaining a shop

By BRIDGET FALBO

W or a golf course superinten-

dent, the layout and design of
the maintenance shop can be
almost as important as the de-
sign of the course. Luckily for
Mariana Butte Golf Course superintendent
Ron Mielke, he was on board with the City
of Loveland, Colorado, prior to course
construction and helped with the design of
the shop.

Mariana Butte is set in the foothills of
the Colorado Rockies bordering the Big
Thompson River and features a backdrop
of the snow covered peaks of Rocky Moun-
tain National Park. The public golf course
opened in 1992, and made Golf Digest's list
of 100 Great Value Golf Courses and also

received the magazine's four-star rating.

4G LANDSCAPE MANAGEMENT

Mielke had worked as superintendent
for Loveland’s Olde Course for eight years
before moving to the site of the Mariana
Butte course and supervising construction
under the direction of architect Dick
Phelps in late 1990.

Limited maintenance space

When it came time to plan the mainte-
nance area, Mielke found they had limited
space in which to build a maintenance
shop (as happens with most golf courses).
It also needed to be constructed in such a
way as to be out of sight of the expensive
homes that would encircle the course.

Landscape berms were constructed sur-
rounding three sides of the shop, to act as a
natural barrier to noise and unsightly
equipment. The berms, however, tumed
into an attribute of the shop area rather

than just taking up precious space. They
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were cut in half and backed by concrete
storage bins, which Mielke says have be-
come very useful in storing sand, gravel,
top dressing and even equipment.

“You can't see it from the road and it’s
contained here within the walls,” explains
Mielke.

With his experience working on other
golf courses, Mielke knew many details he
wanted to incorporate into the shop de-
sign, such as an equipment hoist, meeting
room and out-of-the-building pesticide
storage. But he also gathered information
from other superintendents whenever he
had the chance. He's more than satisfied
with the result, but says it’s still a work in

progress. The landscaping hasn't been
completed yet, for instance.
The front end of the maintenance shop

houses comfortable work spaces --offices



With Its Lower Price,
Roundup Pro Herbicide
Looks Better Than Ever.

And So
Will You.

\We've cut the price of Roundup Pro* herbicide. So,
you can affordably get more for the same money.

Now you can use Roundup Pro in many more ways
and manage your course more efficiently. Use it
for turf renovation, cleaner mulch beds and sand
traps, tree rings, fencelines, and even brush control.

Use Roundup Pro at optimal labeled rates to
tackle hard-to-handle weeds and brush. The
optimal rate solution provides consistent control,
with 1-2 hour rainfastness.*

Roundup Pro kills labeled weeds completely,
_ eliminating regrowth. By getting effective vege-
2 tation control with just Roundup Pro, you can
assign your staff to other course needs and
get more work done. Now it could be more
.~ economical than ever to use Roundup Pro in
«, - a “See and Spray” program.

~ With the ease, economy, and efficiency of

. .Roundup Pro, your golf course will always look

" better. For more information, see your retailer or
4 call Ph’isanto at 1~800-332-3111

*Bosed on tial esuls.
mvsmmorouwmmmms '
" Roundup Pro* is a registered trademark of Monsanto Company.
2 @rpmmmemmmm .



for Mielke, his assistant, the irrigation sys-
tem computer and an approximately 18-ft.
by 28-ft. open room filled with long tables
and chairs for lunches and meetings. A dry
erase board covers the entire back wall,
prominently displaying the work schedule.
A large map of the whole course mounted
on the wall helps Mielke and his team plan
the day’s work activities.

The 44-ft. by 48-ft. heated mainte-
nance room provides the space required
for the mechanic to keep the equipment in
tip-top shape. One of the best features of
the shop, according to Mielke, is the small
enclosed room with its own exterior venti-
lation for the mechanic to use specifically
for grinding. Closing the room off keeps
the dust from getting into bearings and
motors and alleviates the noise problem,
says Mielke.

The state-of-the-art chemical storage area
in a separate, all-metal enclosed building has
an automatic containment feature below the
floor in case of a pesticide leak. By housing
the chemicals in a separate facility, in case of
a fire, the safety of workers and firefighters is
increased and it will keep the chemicals
from contaminating a nearby lake.

Water recycling

In the blueprint stage, Mielke knew the
course would eventually purchase a water
recycling system for cleaning equipment, so
the building was specifically designed to han-
dle this type of system. A small room next to
the equipment area houses the water recy-
cling equipment, which was installed this
past spring. Just outside, a covered wash bay
with drainage was built where the equip-
ment is cleaned, to keep rain water from en-
tering the recycling system.

Last year Mielke and mechanic Dave
Batt toured golf courses looking at their
water recycling systems. What they found
was that many people were dissatisfied
with different parts of their systems.
Mielke used that knowledge in deciding to
buy a new system from Hydrodynamics,
Inc., of Florida not yet used by other
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Ron Mielke has been in the golf course business all his life, so he knew what he wanted
when it came time to build a maintenance shop at the Mariana Butte Golf Course.

courses. (The water recycling system costs
approximately $28,500, according to the
manufacturer.) They installed the system
in the spring of 1998.

“After a couple of months of trial and
error, we've worked the bugs out of it,”
says Mielke. “It's working out very well.”

The equipment cleaning process begins
with using compressed air to blow the dry
grass off the equipment; the clippings are
then recycled into compost. The unit is
brought into the wash bay and spray
washed with a pressure washer. The water
and debris fall into a sump, which is then
pumped through a screened cart that sepa-
rates out the grass clippings and other large
debris. Next, the water is pumped through
a series of four clarification tubes to re-
move very fine grains of sand and silt. Then
it passes through an ozonation chamber
which uses ultraviolet light to kill bacteria
in the water. From there it returns to the
cistern and recirculates. That makes up the
primary loop.

In the secondary loop, the water is re-
moved from the primary loop cistern,
pumped through a series of cloth filters

covered with diatomaceous earth and then
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through an activated charcoal filter to re-
move gasoline, pesticides and oils. Then it
fills a water reservoir which feeds the pres-
sure washer, and some water returns to the
wash bay to be recycled again.

Mielke figures he saves up to 4,000 to
5,000 gallons of water a month. He be-
lieves it's just a matter of time before state
and federal regulations require such recy-
cling to avoid contaminated water runoff
into lakes and streams near golf courses.

Proper irrigation is a key to maintaining
this course. Mielke explains they are very
conscientious about their water use and
only water as much as the course needs to
keep the turf in playing condition.

Since irrigation is so important, Mielke
and other employees will be able to access
pump station information at home via
computer link. This will enable staff to
monitor pump station stats 24 hours a day.
Course maintenance

Because of the very low humidity, the
course suffers from few disease problems.
Mielke handles any disease with a curative
approach rather than preventative, except
in the case of snow mold. In the latter part
of October, he applies Scotts Fungicide 9



QUELANT™-Ca

Calcium & Amino Acids

CALcCIUM DEFICIENCY
CORRECTOR

Arh lition of calcium to the soil by traditional developed not only to facilitate absorption by the
means is not usually efficient or effective in leaves and roots, but to increase mobility of the
treating the calcium deficiency of turigrass. Once calcium within the plant as well

applied, the common forms of liming materials

can rapidly change to compounds that are Quelant™Ca is normally applied as a foliar spray
insoluble in water and not readily available to the and may also be applied through fertigation
plant. Continuous applications over long time Either way, it is tank-mix compatible with
periods are necessary to effect even modest herbicides, soluble fertilizers, insecticides,
improvements in calcium uptake fungicides and plant growth regulators. It will even
help improve the efficiency of most of these
treatments by increasing their absorption and
translocation within the plant.

Quelant™Ca is a newly available amino acid
chelated calcium product that corrects calcium
deficiencies in turfgrass upon application.

Quelant™Ca provides readily available calcium Best of all. Quelant™Ca is economical to use and
chelated with amino acids so that it is easily it protects the environment.

absorbed by the leaves and/or the roots of the plant

regardless of most soil and water conditions. The unique Quelant™-Ca — a true systemic. It's new...it's unique...
formulation of amino acids used for chelation was and nothing else works quite like it!

R

For more information about Quelant™Ca call
Nutramax Laboratories’ at: 800-925-5187
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NUTRamMax
LABORATORIES, INC.
AGRICULTURE DIVISION
Baltimore, Maryland
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because the grass is still actively growing.
Then around Thanksgiving he applies
Scotts FF2 to last through the winter. Last
winter, Mielke said the course was only
closed for three to four days because of
snow, but some winters snow may cover
the turf for over a month.

Since its beginning, the course has been
popular for tournament play, especially for
shotgun and scramble type tournaments.
The course generally schedules 15 or more
tournaments per month.

Mielke finds the toughest part of his job
to be fitting in necessary maintenance ac-
tivities, such as top dressing, so as not to in-
terfere with tournament play. Since the
entire course has to be ready by 7:30 a.m.
for shotgun tournament play, the
crew starts mowing at 5:30 a.m.

The crew mow the tees and fair-
ways on the front nine on Monday,
Wednesday and Friday, and the
back nine Tuesday, Thursday and
Saturday. They mow greens and set
cups daily. They mow roughs after
these are completed. Paul Mason,
assistant superintendent at Mariana
Butte, schedules the maintenance
staff of 14 seasonal employees and
five full-time employees.

As with most golf courses, find-
ing good employees can prove diffi-
cult. The Loveland course is helped
by the fact that nearby Fort Collins

Concrete storage units
built into the back of
earth berms which sur-
round the front and
sides of the maintenance
building.

The course purchased
water recycling equip-
ment from Hydrodynam-
ics, Inc. of Florida.

Pressure washing equip-
ment in the wash bay;
the water runs into a
sump and begins the
water recyding process.

is home to Colorado State University,
which has a course of study on turf man-
agement. Students studying in the program
often find summer jobs with Mariana
Butte. But having that employment pool
nearby also comes at a price. “We lose half
our crew when school starts,” says Mason.
“And sometimes we're still mowing greens
as late as Thanksgiving.”

As might be assumed because of its lo-
cation in the foothills, some of the tees
must be mowed with hand mowers be-
cause of the severe elevations, describes
Mason. On the 16th hole, the tee has an

almost vertical drop of 40 feet.
Many of the slopes themselves
are kept in native vegetation to
alleviate extra maintenance and
reduce irrigation needs.
Working with the steep ele-
vations and tournament timing
offer the biggest challenges to
managing this course near the
Rockies, but Mielke says meet-
ing those challenges provides
great satisfaction and every new
problem that crops up just
makes his day more interesting.
The author is a freelance writer in
Minneapolis who writes about the

green industry.
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The Price Of
Roundup Pro Herbicide
Has Dropped!

That Gives You
Grounds For
Opportunity.

\We've cut the price of Roundup Pro* herbicide. So,
you can affordably get more for the same money.

Now you can use Roundup Pro in many more

ways — think of all the services you can provide!
Use it for turf renovation, cleaner muich beds, tree
rings, fencelines, and even backyard brush control.

Use Roundup Pro at optimal labeled rates to
tackle hard-to-handle perennial weeds and brush.
The optimal rate solution provides consistent
control, with 1-2 hour rainfastness.*

You won't need repetitive mechanical methods
with the effective control of Roundup Pro. That
freedom lets you get much more done in a day
or a week. Eliminating weeds for good also saves
wear on your equipment.

Roundup Pro is the only herbicide you need,
all season long! It kills labeled weeds down to
their roots to eliminate regrowth, giving you
effective control.

So take control!

Get the ease, economy, and efficiency of
Roundup Pro. For more information, see your
. retailer or call Monsanto at 1-800-332-3111.

Get the best for less!

% *Based on trial results.
ALWAYS READ AND FOLLOW LABEL DIRECTIONS.
o Roundup Pro* Is a registered trademark of Monsanto Company.
" © Monsanto Company 1998 « www.monsanto.com/ag
IND-80032 9/98
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‘Certifying’

out the

unqualified?

/72%*hA{

RON HALL
Managing Editor

ohn is mad as hell and he called me up to

tell me that he’s not going to take it any-

more.

John'’s a landscape architect with a de-

gree to prove it. He says he’s been in the
landscape business for 23 years. For the most part,
he’s been glad he chose this career. But lately
something’s been bugging him, specifically the
lack of a program to require “certified” landscap-
ers on projects. Most of his aggravation concerns
the activities of what he considers unethical land-
scapers on new commercial projects.

He tells me that he’ll
start his own landscape as-
sociation if he has to help
solve this problem. It will
focus on “certifying” quali-
fied landscapers. That
way, he says, he and other
legitimate and like-minded
landscapers can get the re-
spect that they deserve.
They'll build an accredita-
tion program as recog-
nized and respected by the
public as other professions
and the skilled trades.

Hey, if a construction
project requires plans
drafted by a registered
building architect and work provided by regis-
tered tradesmen, why not require a “certified”
landscape contractor too?

John says that he’s belonged to several land-
scape associations and they're fine for getting to
know other good landscapers. But none of them
really address the main problem which, he insists,
is low-ball operators that move in, snatch up pro-
jects, and generally gum up the works for estab-
lished firms.

The veteran landscaper, who works in the
Memphis area, says it's way too easy to get into the
landscape business, and what state or local regula-
tions there are, usually aren’t enforced.

John, I empathize with you. Really I do be-
cause | feel exactly the same way. But, you have
to understand where I'm coming from.

2L LANDSCAPE MANAGEMENT October 1998

PAGE 4L
Autumn’s push for pro

PAGE
ALCA Student Career

When I look at the number of young people
pouring out of our nation’s journalism schools, |
wonder how anybody is ever going to make a liv-
ing in journalism. There are too many of us re-
porters and editors in the marketplace already.

I sometimes think that if we could just reduce
the supply of these ambitious, fresh-faced fledg-
lings those of us already in the business could
guarantee ourselves more job security and com-
mand better salaries.

Does the journalism industry need a certifica-
tion program so that just accredited editors and
reporters could work? No, I don'’t think so.

John, you can certainly argue that there’s a big
difference between being a low-ball landscaper
and a journalist just breaking into the business; I'll
grant you that.

But, ultimately the success of any industry is
not decided by who is excluded, but by embrac-
ing and improving the knowledge of those within
it. And particularly those at the bottom; they
need it the most.

Certification isn’t a gate to keep competitors
out.

Again, [ look at my own chosen profession.

I look at all of these young people, so eager to
start their careers and make their marks, few of
whom are qualified to be a journalist, not yet any-
way.. . just as [ wasn't almost 30 years ago.

Agree/Disagree? Comments/Questions? Col-
umn Suggestions? Let Ron Hall know at
440/891-26263. Fax: 440/891-2675. E-Mail:
rhall@advanstar.com LM
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ommercial landscape management in
a true four-season climate is often re-
stricted to operational functions and
sales efforts traditionally associated
with a growing season of approxi-
mately eight months. By October and November,
many landscape contractors are “putting their ac-
counts to bed.” While preparing a landscape for its
winter ordeal can require a significant effort, and it
can also generate sales revenue beyond the typical
seasonal maintenance contract.

Autumn’s
final
T
profit

win/win scenario for both contractor and client.
Investment from both sides

What we sell, and ultimately provide, is a means
by which property owners and managers can differ-
entiate themselves from their competition. This al-
lows the investment made in any commercial prop-
erty to be eamning year-round dividends. Why then,
because of the winter weather, should such efforts
to be shelved for four months out of every 12? We
are asking our clients to allow the investment in
their landscape to stop performing over that four-

Autumn can be a time of

This additional revenue can month period. Regardless of climate, today’s leaders

contractors as they squeeze

in work before winter.

By KEVIN T. BLOCK

approach to landscape management
operations in the second season. This
is a practical approach to managing
the winter season, as well as a differ-
ent philosophical approach to serving
the needs of our clientele. This ap-
proach continues to generate revenue for the land-
scape contractor throughout the winter (snow or no
snow), while providing the property owner or man-
ager with new tools for marketing the exterior of
their property over all 12 months of the year. When
planned for properly and executed professionally,
these winter marketing efforts will result in a true
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anxiety and pressure for strengthen a contractor’s position fi- in the service industries are the ones who provide
nancially as the season closes, but I opportunities for their clients to market more ag-
professional landscape would like to suggest an alternative gressively when their competition is hibernating.
pe

Here is an example:
In July, you invested $100,000 in a 60-month
bank certificate of deposit in an effort to generate
regular income from the monthly interest on
your balance. Five months into the first
12-month period, your

banker calls to inform
you that your account
will not be earning
interest for the
months of Decem-
ber 1998 through
March of 1999; and



the same will hold true for that four-
month period in each of the next five

years. Your reaction would be predictable.
Few of us would allow our investment to
stagnate for four months without generat-
ing any type of income. We may deter-
mine that such news from our banker or
broker warrants a search for a new financial
planner.

Similarly, if you allow your client’s real
estate investment to stagnate
for four months out of every
year, you are also allowing your
investment into their land-
scape, in both time and money,
to stagnate as well. You may
also be unwittingly allowing
that to happen if you do not
have some type of winter mar-
keting program set forth for
their landscape. An oversight
like this can foster an inaccu-
rate perception of the value of
a property’s grounds, and may
jeopardize your position with
your client when such a per-
ception is formed during what
is traditionally considered your
"off season.”

Explain to your client that
just as you would turn to an in-
vestment banker or other such
financial expert to help you manage your
money most effectively, teaming up with
an experienced, proactive landscape con-
tractor to evaluate and impact the condi-
tion of their landscape investment will as-
sist them in promoting their landscape 12
months a year. If you are successful, the
revenue generated from these operations
will probably exceed your original expecta-
tions, and will most certainly come as a
welcome supplement to the unpredictable
revenues of snow removal services.

Make a visible impact

Certain established horticultural prac-
tices offer additional work and provide your
client with a way to enhance and protect
the winter landscape in very practical ways.
Some of the more common practices are:

» Applying gypsum to turf bordering
walks and curbs to minimize salt damage;

P Using antidesiccant sprays to protect
plant surfaces from wind and salt vapor;

» Mowing late-fall turf to prevent fun-
gus development;

» Wrapping shrubs to protect from
winds and frost/thaw cycles;

P Using sound snow removal tech-

niques to minimize damage from piled

Good quality mulch can be a decorative benefit as well as a
horticultural benefit by protecting root systems from harsh
temperature changes.

snow, plows, etc.;

P Having a plan for using ice melt com-
pounds to avoid over-application in the
throes of a winter storm.

Promote your investment

Once the preventative and practical op-
erations of winter landscape marketing are
in place, you can implement the aesthetic
and artistic elements of winter marketing.
Take advantage of winter's natural appeal
with a focus on complementing the sea-
son's natural colors and textures. Combine
preventive horticultural procedures with
common decorative practices to highlight
an otherwise stark winter scene:

P Cut pine boughs laid over bare
flower beds, raised planters, etc., provide
winter color, a pleasant scent and insula-
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tion from severe cold.

» Decorative mulches such as shred-
ded hardwood, nut or seed shells or wood
chips offer color and texture in highly visi-
ble areas.

» Cut limbs from plants with brightly
colored bark (i.e. red and yellow twig dog-
wood), artistically arranged in planters and
flower beds offer beautiful displays in an
otherwise barren comer of the landscape.

P Plant bulbs in fall for
spring flowers.

Let your investment shine

The hottest and most effec-
tive opportunity for showcas-
ing the beauty of the winter
landscape is by installing deco-
rative lighting. This has evolved
into much more than simply
hanging lights in the trees dur-
ing the holidays. The phenom-
enal resurgence of holiday dec-
orating provides a way of
drawing attention to a land-
scape or property, creating a
marketing tool that is being
used in many markets as a
year-round promotion. The
revenue generated by such op-
erations will augment snow re-
moval efforts, since the mainte-
nance of the lighting can often
be performed by the same individuals,
often in the same visit to a property.

The key to a successfully installing dec-
orative lighting lies in the planning and ex-
ecution of a comprehensive approach, con-
sidering the impact both aesthetically and
practically:

P Install the display according to a
thorough plan for installation and mainte-
nance, highlighting certain plants or areas
of the landscape while protecting and min-
imizing plant or property damage.

P Start planning early to avoid the sea-
sonal rush. Install early to accommodate the
delicate nature of lighting materials and fa-
cilitate installation in warmer temperatures.

P Establish a budget and plan the dis-
play accordingly. A more concentrated use
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of lighting in fewer areas or plants will have
a greater impact than spreading out your
llght mventory over a hr(mdvr area just to
get the coverage. Provide your client the
means to maximize the budget and still
provide the greatest impact

P Review installation techniques with
your client prior to installation to ensure
that the final look and durability of the dis-
play meets expectations. Loosely hung
lights or scattered strings will draw more
negative attention to your display than no
lights at all

P Inspect the installation from all an-
gles to be aware of the image you are send-
ing out to the marketplace. Using higher
quality lights and meticulous attention to
installation detail will result in a much

more impressive display than a poor qual-

Tulip or other flowering bulbs provide good
fall work for a contractor and wonderful
early spring color in the landscape.

Decorative lighting provides a great oppor-
tunity to keep workers busy between snow-
falls, and provides a wonderful source for
marketing impact for your clients.

6L LANDSCAPE MANAGEMENT

ity lights installed hap-
hazardly
Reaping what you sow
While we must ac-
knowledge many of > 4
winter's limitations on
marketing of commercial land-
scaping, we do not need to concede en-
tirely. Early preparation in the way of evalu-
ating, creating and implementing results in
an aesthetically pleasing, horticulturally
sound and visually striking winter landscape
The results of such a program will more
than justify the effort you will expend:
P the good will generated by your ef-
forts on your client’s behalf;
P the consistent off-season contact you

have with your client while your competi-

tors have no means to do so;

o
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Snow removal services are the most common of operations used to offset winter expenses
and supplement customer contact. Have your program and your equipment up to speed.

P the extra income that keeps
employees busy and productive;
P the overall benefits to
our industry by offering
. problem-solving, proactive ser-
vices.

In today’s competitive marketplace,
astute property owners and managers
are continually searching for that added ad-

vantage separating their property from
their neighbor’s. A progressive landscape
contractor will consistently be in demand
by introducing clients to new concepts and
practices that will keep their and your in-
vestments working all year round

Kevin T. Block is the vice president, Sales &
Marketing for Church Landscape Company,

Inc., a LandCare USA Company
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A BETTER MYCORRHIZA

MYCORRHIZA INOCULANT

TRANSPLANT 1-STEP

S

® FOR PLANTING & TRANSPLANTING
7\ 2-2-2
Guaranteed nutrient analysis:
Total Nitrogen (N) 2.0%
Available Phosphorus (P,0.) 20%
Soluble Potash (K,O) 20%

« Mycorrhiza
Pisolithus tinctorius
Rhizopogon - four species
VAM - seven species
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ROOTS2' Biostimulant

Organic Fertilizer

Water Holding Gel

Net 8 ounces. See directions on back.

W
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ROOLSic 3120 Weatherford Road - Independence MO 64055

New Broad Spectrum Mycorrhiza
12 Species of Endo and Ecto

(including four species of cold-tolerant EctoMycorrhiza)

Circle No. 126 on Reader Inquiry Card

ROO1Sn. 3120Weatherford Road - Independence MO . 800 342-6173



ASSOCIATION NEWS
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Center in Lexington, KY, is the landscape contracting indus-
qualified employees, as well as an unequaled opportunity for
te their value as a place to work and their commitment to the fu-
ling students represent leading educational programs in inte-
andscape contracting programs at colleges and universities

s for landscape contractors to participate in Student Career Days:
and recruit students and/or sponsor events.

rns and new employees may interview the industry’s best and

spot during Student Career Days, at the Career Fair element of
ay see potential future employees at work, as students from all

te in 25 landscape-related competitive events, led by sponsor-
and directly related to the needs of the Green Industry.

es landscape contracting companies visibility among potential

g educational institutions. Companies may sponsor events such
sales, exterior/interior design, irrigation trouble-shooting, wood
er operations and more. As a bonus, sponsorship includes one
fee. ALCA will list sponsors in the on-site program and in vari-
iblications, and sponsors may display information about their com-
the event. Judges assess student performance during the event.
participate as observers. Observers get to see students in action

a casual level. Fees include receptions, lunch on Saturday and
ocial event.

ion, contact ALCA by phone at 800-395-2522 or 703-736-
or e-mail: meetings@alca.org.

dules National Day of Service

17, almost 500 arborists from throughout the US will be pro-
National Cemetery as part of National Arborist Association’s
This event will also mark the five-year anniversary of NAA’s

have been identified as requiring tree care. including areas
Service Memorial, the grave of President John F. Kennedy

n Soldier.

1bing trees ranging in height from 20 feet to over 80 feet, provid-
d pruning and other preservation and maintenance work. Says
at, “The dollar value of the work is estimated to be approxi-

KNo

tery and its 14,000 trees will benefit from this event both
life and beauty to the trees, and by giving tribute to the over
ire buried in Arlington's 612acres.

charge and open to the public.
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Dolibois installed
as 1998-1999
ASAE Chairman

Robert J. Dolibois, CAE, executive
vice president of the American Nursery
and Landscape Association (ANLA),
Washington, DC, ws installed August 18
as Chairman of the Board of Directors of
the American Society of Association Ex-
ecutives (ASAE) during its annual meet-
ing. He is the 79th individual to hold the
top elected leadership post for ASAE,
the world's leading professional organi-
zation for people who manage trade as-
sociations, individual membership soci-
eties and voluntary nonprofit groups.

As ASAE's chief elected officer, Doli-
bois will direct a 34-member board that
develops overall policy for the 24,000-
member organization.

Southeastern
Flower Show seeks

landscape entries

The Southeastern Flower Show, with
its 1999 theme “Salute to the Century--a
Farewell with Flowers,” is accepting en-
tries from both amateur and professional
gardeners and landscapers. The show is
set for Feb. 17-21 in Atlanta.

The juried show features six compet-
itive divisions, plus a Junior Division for
youths 18 years and under. Entry forms,
along with an exhibitor’s guide and jr.
exhibitor’s guide with rules and regula-
tions are available by calling the show of-
fice at (404) 888-5638.

Organizers expect about 50,000 visi-
tors to the four-and-one-half acre gar-
dening exhibition and 35 professionally
landscaped gardens.
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New formulation ProStar 70WP

AgrEvo has developed a new formulation of ProStar
70WP which contains 40 percent more active ingredient
than the original SOWP formulation. The higher concentra-
tion of active ingredient means less product is required for
the same control as well
as smaller-sized packag-
ing. With 38 percent less
carrier and more wetting
agents and dispersants,
which enhance fungicide
distribution, ProStar
70WP is easier to mix
and handle.

For more information
contact AgrEvo at (610)
584-1139 or

Circle No. 269

‘Mow-Blow saves time and money
Designed by professional lawn care experts, the Mow-

Blow instantly disperses clippings, cutting mowing time up to
50 percent with no clumping or trails and virtually eliminating
double or cross cutting. The Mow-Blow installs in minutes, is
easily adjustable or removable, and eliminates bagging, vacu-
uming or sweeping clippings. Good for long or damp grass
conditions, Mow-Blow is ideal for parks departments. land-
scapers, lawn care professionals, golf and country clubs and
grounds maintenance companies. For more information con-
tact Mow-Blow Company, 1020 Wilson N.W., Grand Rapids, MI
49544, call 616/453-2191, fax 616/453-3787, or

Circle No. 270

PRODUCT REVIEW
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eather-matic breaks new ground

The Weather-matic SL Controller is designed to provide com-
plete water management control for commercial and institutional
properties. The SL Controller operates as an independent field con-
troller or as a link through a PC, utilizing user-friendly Wetware for
Windows software, and offers 12- to 42-station models.

Additional features include: selectable four-program master
control or independent station programming; four start times per
program; selectable stacking or concurrent operation for each pro-
gram; pump start or master valve assignable by station; daily ‘no
water’ window; self diagnostics; real time clock to keep date and
time during power loss and separate transformers for valve output
and controller operation.

For more information contact Weather-matic call 888/4THE-
PRO, or www.weathermatic.com, or

Circle No. 271

Hand-held tool measures

water flow

The Universal from MicroWeir, Portland, OR, is the first
and only hand tool that determines water use before and
after installation of plumbing products. At nine inches high,
the universal has both 3 to 22 liters-per-minute and 0.35 to
6 gallons-per-minute easy-to-read scales.

Manufactured of clear polycarbonate, the Universal has
no mechanical or moving parts to break down, requires no
calibration and is light and easily handled.

Each serial-numbered Universal is guaranteed accurate to
+5 percent and has been used by a wide variety of compa-
nies and government departments requiring water flow in-
formation. For more information contact Lee Johnson at Mi-
croWeir Co., at 503/827-8501, fax 503/827-8505, email:
limweir@hotmail.com, or

Circle No. 272
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Colored topping for those dull surfaces
Micro-Top by Bomanite is a cost-effective, colored topping system that can be

applied to existing walkways, driveways, entries, patios, pool decks and interior

flooring. Unlimited color and design options can be installed, without prior abra-

Learn
Anytime,
Anywhere

Penn State World Campus—
Offering an on-line professional
development program in

Turfgrass Management

The Penn State World Campus, using
the World Wide Web, e-mail, and
other computer-based technologies,
provides everything you need to learn
without leaving home.

For more information, call 1-800-252-
3592 (toll free within the United
States); 010-814-865-5403 (interna-
tional calls); fax: 814-865-329(
psuwd@psu.edu L

)y eAnai
/

World i".llnpll\

www.worldcampus.psu.edu
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Get the balance right

When it comes to resharpening rotary blades, balance is
very important. An unbalanced rotary blade sets up an un-
safe vibration, increases operator fatigue and places excessive
loading on mower components. The new Rota Rite 1000
sharpener from Bemhard and Co. is a unique, high speed,
semiautomatic rotary blade grinder that takes the guesswork
out of blade sharpening.

The blade is mounted onto a sliding carriage which is
moved smoothly to produce accurate grinding, producing a
sharp and correctly balanced blade every time. The
unit is totally enclosed in a cabinet with an built-in
vacuum. For more information contact Bernhard and

Co., at 800/510-9632, www.bemhard.co.uk, or

Circle No. 273

sive blasting, in new or existing

sites, utilizing a troweled-on top-
ping that bonds to virtually any hor-
izontal or vertical substrate, including

concrete, wood, metal, plastic or asphalt.

The micro-thin application presents a

savings in comparison to high dosage ce-

ment coloring and makes graphic designs

less time consuming. For more informa-
tion contact Bomanite Corporation at

209/673-2411, fax 209/673-8246, email:

bomanite@bomanite.com, www.boman-

ite.com, or

Circle No. 274
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BioSafe broad

spectrum algaecide/
fungicide

ZeroTol from BioSafe Systems is a re-
cently EPA-registered chemical for the
broad-spectrum treatment and control
of algae, fungi and bacteria on orna-
mentals and turf. The product uses an
oxidation re-
action to
quickly and
effectively
kill algae,
fungi and
bacteria on
contact, in-
cluding
spores.

With a
zero hour
REI, ZeroTol does not use or produce
toxic residues and is labeled for use in
commercial greenhouses, garden cen-
ters, landscapes, nurseries, interi-
orscapes and turf. ZeroTol can be ap-
plied to plant material as a pre-plant
dip, soil drench or foliar spray, including
turf applications. The product is labeled
for algae, Anthracnose, black spot,
Botrytis, brown patch, copper spot, dol-
lar spot, downy mildew, fairy ring,
Fusarium blight, leaf spot, pink snow
mold, Pseudomonas, Pythium, Phy-
topthora, powdery mildew, Rhizocto-
nia, rust, scab, summer patch, scum,
stripe smut, slime molds, Thielaviopsis,
wilt and blights and their spores.

For more information contact
BioSafe Systems, 80 Commerce St., Glas-
tonbury, CT 06033, at 888/273-3088, fax
860/657-3388, email: biosafe@snet.net,
www.biosafesystems.com, or

Circle No. 275
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THE FIRST...
AND STILL THE BEST... |

Kwikcur <« KWIKSEAL +«+ KWIKADAPT
KWIKAT «+ KWIKPUNCH «+ ALPRENE SADDLES

AVAILABLE TO WHOLESALERS AND DISTRIBUTORS ONLY

DAWN INDUSTRIES, INC
4410 NORTH WASHINGTON STREET
DENVER, COLORADO 80216
hitp://imww.dawnindustries.com

(800) 321-7246 OR FAX (303) 295-6604
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‘got remote?

# Simple to Operate

# Affordable

# Easy connection to W%
any 24VAC controller

We Specialize in Remote Controls
If you are wasting time at the controller or running back
and forth to the field you need remote control. We special-
ize in universal remote controls for all 24VAC solenoid
valve irrigation systems. The TRC Commander and
Sidekick FM are affordable, easy to operate and backed by
a 3 year warranty. In addition, we specialize in a line of
receiver cards that extend our remote control to the valve
capacity of specific clocks. Receiver cards are available
with no hardwiring involved for the Rain Bird ESP MC,
[rritrol Dial and MC series and Superior Controllers. Make
your job easier - get remote.

3 e Remote Control
(800) 275-8558 Technology

Catch the rising star in the
landscape maintenance industry.

If you're looking to increase the size of your lawn maintenance service
shoot for the stars and look at a U.S. Lawns franchise. Over the years,
U.S. Lawns has become a shining example of what a professional
landscape maintenance service should be. With the guidance of
U.S. Lawns’ team of professionals, we'll show you, step-by-step,
how to grow your business, maximize efficiency and cut costs
You'll be recognized as a company with a growing reputation
for getting the job done right the first time. For more information
on becoming a U.S. Lawns franchisee, call us at 1-800-US LAWNS

And become part of an all-star team today

Circle No. 133

Everywhere You Look
- There We Are!

Ranked Among the Best

Franchise Opportunities in America!

‘Success i Entrepreneur Income Business
Magazine Magazine Opportunities Start-ups
GOLD Franchise| § Platinum The Top

100 500 200

* Proven Leaders in the Lawn Care Industry
» 17 year Track Record of Successes
* In-depth Training
* Exclusive Territory * Extensive Support

nitro=green
Call Roger Albrecht at: 1 800-982-5296

150 | |

|
|
|
|
!
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MARKET SHOWCASE

LANDSCAPE
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Every month the Market Showcase offers readers of
Landscape Management a complete 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 dassified dosing date. VISA, MASTERCARD, &
AMERICAN EXPRESS accepted. Send to:

Advanstar Marketing Services, 7500 Old Oak Bivd,,
Cleveland, OH 44130

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

FOR ADVERTISING INFORMATION AND AD PLACE-
MENT, CONTACT: BILL SMITH,

440-891-2670, 1-800-225-4569, (ext. 670),

Fax 440-826-2865, Emailbsmith@advanstar.com

BUSINESSES OPPORTUNITIES

The Premier

Adld- ()1}1}\3 usiness

Holiday and Event Decorating

* Keep More Good People Year 'Round *
» Utilize Trucks and Trailers *
» Offset Fixed Costs ¢
* Sell To Existing Customers *
« Excellent Margins *
* 125 Locations in 40 States ¢

Cstm‘s

COor

FQiorT e s
1-800-687-9551

WWw.C |l|‘i\lm.|\ (I\‘ubl:u)m

Professional Synthetic Golf Greens

) Keep your crews busy all year.

) Buy manufacturer direct.

) 300 sq. mile protected territory. VI DEO
) Carry no inventory.

) Excellent add on service. R
) Many extras.

ALLIPRO
PUTTINZIIGREENS
1-800-334-9005

EDUCATIONAL OPPORTUNITIES

Théin &1 Home [1n
PRINCIPLES OF
TURFGRASS MANAGEMENT

400+ page manual covers 14 topics,
all regions, and all seasons in U.S.
Certification by The University of
Georgia and the PLCAA. Used inter-
nationally. Call 1-800-325-2090.

http://www.gactr.uga.edu/IS/Turf/
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FOR SALE

225 LANDSCAPE DESIGN KIT 3

WiZ
/ m | 48 rubber stamp symbols of trees,
M| Stamp sizes from 1/4" 10 1 34"
"

shrubs, plants & more. 1/8" scale
bl $78.50 + $6 s/h VISA, MasterCard, or
Fax On Demand| 12290 Rising Rd. LM98, Wilton, CA 95693

INSTANT 5 PAGES of |__Phone or FAX orders to: 916- 687-7102
STAMP INFO. Call From YOUR FAX 707-429-0999 Doc #319

Equipmen!
A“ulo"” e

Eﬂ'i"“

FREE 200 + PAGE CATALOG
Call: 1-800-222-4303
www.landscapersupply.com

CLASSIFIEDS

Radiuy

NEWI
Uhf 460 « Vhf 150 « Low Band
5 Watt / High Power
rogrammed To YOUR System!
[Compatible w/Other Systems]

“Talk ts anybedy frem anywhere
on the courss er jebl”
Hand Helds from $262.00

Mobiles from $259.00
-Full Year Warranty-

CALL 800-231-0103

SAVE!
MISCELLANEOUS

40x60x 12
ol 22
e S7,52°
Build 1 Yourself And Save 10,000 Sizes, All Bolt-T
Buildings. Call Today For A Price Quote And A
HERITAGE BUILDING SYSTEMS
800-643-5555

WoOwW W

All Steel
Brochure.

metalbldg.com

Place your ad today!

Northern California
Career Oprortuniﬁes
e

Cagwin & Dorward, a leader in the landscape
industry, is seeking experienced, motivated individ-
uals with strong organizational skills. Applicant
must be a team player, possess strong customer
relations and have good communication and inter-
personal skills. If you desire to work for a company
offering excellent opportunities, wages, benefits
and live and work in the nation’s best year round
climate, the following job positions are available:
Maintenance Account Manager
Maintenance Account Manager Trainee
Landscape Estimator
Hydroseed Machine Operator

For Immediate consideration, mail, fax. or
e-mail your resume fo:
HR Dept. Cagwin & Dorward, PO Box 1600,
| Novato, CA 94948-1600 Phone 415-892-7710,
Fax: 415-897-7864,
URL :http//www.cagwin.com

ASSISTANT
SUPERINTENDANT
Laguna Hills Golf Course
27-hole course, 9-hole Par 3 course and lawn
bowling Greens. Open for year round play
Bentgrass/poa annua greens, bermuda/kikuyu
fairways and roughs. Automalie irrigation sys-

tem
Duties include.

Supervision of daily golf course maintenance,
operation of Toro Network 8000 irrigation sys-
tem, record keeping and safety training
Requirements
2 - 4 years Turf Management or Ornamental
Horticulture Degree, 3 years of goll course main-
tenance experience which Includes supervising
goll course crews, pesticides applicators license
or certificate
This is a full time position with benelits including
$30K salary, 401(k). health insurance, bonus
opportunities, and GCSAA membership

Submit Resume: PCM. Inc..P.0. Box 2220

Laguna Hills. CA. 92653
Attn: Human Resources FAX (949)472-1397
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CLASSIFIEDS

HELP WANTED

L‘oln Century Rain Aid, America's leading
¢/ irrigation and landscape lighting distributor,
as we continue to grow. Century is now accepting
applications for branch management and sales
positions. Irrigation experience and a college edu-
cation are preferred. Century offers industry
competitive wages and a complete benefits pro-
gram, including medical, dental, vision and 401K
matching. Please send your resume and salary
requirements to:

A,
3769 .,
Madison , M7 45077
Attn: Wayne

Pre-employment drug screening required.
Century is an Equal Opportunity Employer.

SOUTHERN
TREE

& LANDSCAPE CO., INC

A LonaCare Compony

COME GROW WITH US!
ONE OF THE UPCOMING AND
FASTEST GROWING COMPANIES
IN THE U.S. SEEKING EXCEPTIONAL
SUPERVISORS FOR THE CAROLINAS.
GREAT OPPORTUNITIES WITH A
SHARP TEAM OF PROFESSIONALS.
CHECK US OUT! 800-868-7337

CAREER OPPORTUNITY
LANDSCAPE & HORTICULTURAL INDUSTRY

Established Northern NJ/Metro NYC
Landscape Company seeks experi-
enced individual to manage and
expand maintenance division.

Knowledge of all phases of commercial &
residential landscape a must.
Maintenance, Chemical Applications,
Irrigation, Snow Plowing
Duties to include:

Sales « Managing crews and their foremen
Ordering and tracking supplies ¢ Inventory
Customer Relations * Vendor Relations
Cost Analysis  Billing
Prospective candidate must be
organized, motivated, and self-reliant.
Excellent Salary, Commission,
and Benefits
Fax Resume to (201) 489-0808

TruGreen - ChemlLawn

Franchise owner looking for Branch Managers
and Supervisors in existing market areas and new
market areas in Montana and Colorado. Invest-
ment opportunities available in new market areas
for qualified applicants. Must be a take charge,
self-motivated, team oriented professional with
excellent communication skills who has a strong
commitment to quality and growth. These
positions require a minimum of 2-3 years of
day to day field operations & management or
supervisory experience. Excellent salary and
benefit package available.

5 ¢

Dennis Roberts,
I'ruGreen-ChemLawn, PO Box 80345
Billings, MT 59108. Fax: 406-256-9499

Attention:

RUPPERT

LANDSCAPE

customers.

EOE

START YOUR CAREER, NOT A JOB

Ruppert Landscape Company, is a full-service commercial landscape
contractor located throughout the East Coast.
strong management and sales candidates for installation, maintenance,
and irrigation to join our employee focused, entrepreneurial spirited
organization that is dedicated in providing top quality service for our
At Ruppert, you will be recognized for your constant
efforts and provided with endless opportunities. To be considered call

888-698-0200 or apply directly at www.ruppertlandscape.com

Ruppert is seeking

Need Workers Next Year?
S L F2-B workens fnom Mexico.
If you have a seasonal need (up to 9
months) for workers for landscape main-
tenance, installation or general labor, we
can help you get “H2-B" workers from
Mexico who can only work for you. This
process takes a minimum of 120 days,
plus 30 days to complete your paperwork
for filing, so you must start now for next
season. These reliable workers can solve

your labor problems from now on.
Call Bob Wingfield, (214)634-0500.

Field Manager
RBI, a leader in the green industry, is looking
for experienced field managers for its Texas
landscape maintenance division and other
Western states: Send resume to:
RBI, Attn: Pete, 4901 S. Windermere St.,
Littleton, CO, 80120.

Fast paced Design-Build Firm needs
Landscape/Irrigation Foreman to install high end
residential projects. Year round employment, salary
plus bonus & benfits. Minimum 3 years infield
experience. Must have references, be self-motivat-
ed & well organized. Charlotte, N.C.
(704)509-6456. 10/98

FIELD OPERATIONS MANAGER MAINTE-
NANCE Are you aggressive with strong organiza-
tional and communication skills and like chal-
lenges? Do you have 5 years experience running
day-to-day field operations comprised of 75
employees or more? We are a well-established full
service landscape company looking for a field man-
ager to oversee several area supervisors and day-
to-day field operations. Located in Arizona's
Greater Phoenix area, we have been in business
for over 23 years. If you are the right person for the
job, we are offering a generous salary, company
vehicle, health and dental insurance, 401K with
generous company match, and profit-sharing. Our
starting package is $30,000 to $45,000 depending
on past success and experience. 5 years minimum
experience in the landscape industry. Please send
your resume to 3747 E. Southern, Phoenix, AZ
85040. 12/98

MAINTENANCE MANAGERS & SUPERVISORS
The Brickman Group, Ltd., one of the nation’s
largest and fastest growing full service landscape
companies, has an immediate need nationally for
maintenance managers and supervisors. Brickman
seeks energetic, team oriented college graduates
with proven leadership, communication and inter-
personal skills. Brickman offers full-time positions,
excellent advancement opportunities and excep-
tional compensation and benefits with an industry
leader building on a 59-year tradition of uncompro-
mising customer service. For immediate confiden-
tial consideration, please send or fax your resume
with an indication of your geographic preferences
and willingness to relocate to: The Brickman
Group, Ltd., Corporate Office, 375 S. Flowers
Mill Road, Langhorne, PA 19047, 215-757-9630,
EOE. 12/98

a Classified
Phone- 800-

ext 670,
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HELP WANTED

EXCITING CAREER OPPORTUNITIES FOR
VEGETATION MANAGERS Rapidly growing Veg-
etation Management Company is looking for expe-
rienced Division Managers to work out of our
regional and branch locations throughout the U.S.
Must have a minimum of two (2) years experience
in Vegetation Management and/or a degree in hor-
ticulture/aboriculture/urban forestry or related field.
Must be self-motivated, decisive, creative and have
strong organizational skills. WE OFFER: —Excel-
lent starting salary, —Company paid health insur-
ance, —Excellent working environment, —Bonus-
es, —Vacations, —401 K Program. For career
opportunity and confidential consideration, send or
fax resume, including geographic preferences and
willingness to relocate to: DeANGELO BROTH-
ERS, INC., Attention: Paul D. DeAngelo, 100 North
Conahan Drive, Hazleton, PA 18201, Phone:
(800)360-9333, Fax: (717)459-5500.
EOE/AAP M-F 10/98

LOCATE IN ONE OF FIVE GREAT CITIES! Tell
us what city you prefer! We are a leading lawn
care company that has been in business for 30
years with locations in Cleveland, Fort Wayne,
Indianapolis, Pittsburgh, and St. Louis. We are
accepting resumes for branch managers and
branch manager trainees. Our trainee packages
average $35,000 to $40,000 per year and our
branch manager packages average $75,000 to
$80,000 per year. Both trainee and branch manag-
er benefits include generous salaries, health bene-
fits, new personal vehicles and a large year end
bonus. o

hd Branch manager
applicants should have managerial experience,
and trainee applicants should have assistant man-
ager experience. Send or fax resume to: Kapp's
Lawn Specialists, Michael Markovich,
4124 Clubview Dr., Fort Wayne, IN 46804.
Fax: 219/432-7892. 10/98

FLORAPERSONNEL, INC. In our second decade
of performing confidential key employee searches
for the landscape/horticulture industry and allied
trades worldwide. Retained basis only. Candidate
contact welcome, confidential, and always free.
1740 Lake Markham Road, Sanford, FL 32771.
PHONE (407)320-8177. FAX (407)320-8083.
Email: Hortsearch@aol.com. Website:
http://www.florapersonnel.com. 12/98

GreenSearch—Attention Employers...can't find
good managers and supervisors? Or maybe you're
a job seeker looking for a new opportunity? We can
help you! Serving Green Industry company cate-
gories throughout the Southeast U.S. Candidates
pay no fee. Call GreenSearch toll-free at 1-888-
375-7787, Fax (770)392-1772. GreenSearch, 6690
Roswell Road, #310-157, Atlanta, Georgia 30328-
3161, www.greensearch.com. 12/98

DEPARTMENT MANAGER - CONSTRUCTION
AND MAINTENANCE: Full-service design-build
firm located in Northeast New Jersey seeks
dynamic self-starter to oversee landscape depart-
ment and sell and manage construction projects.
Require a growth-oriented, team player with three
to five years landscape sales/management/produc-
tion experience. Excellent leadership, organization-
al and communications skills a must. A degree in
Horticulture or Landscape/Grounds Management
desired. Responsibilities include estimating; sales;
scheduling and supervising crews; purchasing and
inventory; and budget and profit control. Excellent
career opportunity with growing, progressive com-
pany with outstanding 20-year service record.
Competitive salary and benefits. Send or fax
resume to: Jacobsen Landscape Design and Con-
struction, 41 Birch Street, Midland Park, NJ 07432.
201-444-4334. Attention: Personal Department
11/98

&omething to écll?

We Can Help!
TTTTTTTTTT

Call Bill Smith at
8002254569 ext. 670

LANDSCAPE DESIGNER - Northern Minnesota,
award-winning Landscaping Co. is seeking quali-
fied designer. Send resume to: GE, P.O. Box 198,
Pine River, MN 56474 11/98

GROUNDS KEEPER Longwood Gardens, Inc., the
world's premier horticulture display, located in Ken-
nett Square, PA, has an opening for a Section
Grounds Keeper. This individual will lead the daily
activities of employees and students assigned to all
turf areas. Must be able to manage all turf in an
ecologically sound mannner with minimal use of
chemicals. Requires knowledge and hands-on
experience in soll penetration; seedling; fertilizing;
irrigation; controlling weeds, pests, and diseases;
and equipment operation. Performs grounds keep-
ing duties including planting, mulching, mowing,
and clean-up. Instructs staff and students in proper
turf management practices. Must have a minimum
of an Associates of Science degree (B.S. pre-
ferred) in Horticulture, Agronomy, or related field,
and two years experience in turf maintenance. PA
pesticide license and a valid driver’s license are
required. We offer an excellent starting salary and
an outstanding benefits package. Please mail your
resume to Mr. Kiran Taunk, Longwood Gardens,
Inc., P.O. Box 501, Kennett Square, PA 19348,
10/98

BRANCH MANAGER Former Barefoot Grass
operator has now purchased a second Natu-
ralLawn of America franchise in beautiful Raleigh,
NC. We are looking for an experienced Lawn Care
Operations Manager who is interested in joining
the most exciting lawn care opportunity with the
company that is far ahead of the competition. Own-
ership (sweat equity) plus attractive compensation
package. Call Mike Bradley at 336-315-8588 or fax
cover letter and resume to 336-315-8525. 10/98

OPERATIONS MANAGER Tovar's Landscape
Contractor’s Inc., located 25 miles west of Chicago
seeking a self motivated operations manager with
5-10 years industry experience. Candidates must
have strong management skills. Responsible for
complete operations including scheduling, purchas-
ing, & supervision of field personnel. Salary based
on experience. Please forward resume to: TLC,
977 Elizabeth St., Elgin, IL 60120 or
Fax: 847-695-0417. 10/98

Looking for Someone Special?

Il Bill Smith:
Phone: 800-225-4569 ext.670,
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Beach-Mountain-Desert-City-Country. All at
your finger tips! Live in the beautiful Pacific
Northwest! Northwest Landscape Industries, now a
division of TruGreen-ChemLawn, is seeking appli-
cants for Construction and Maintenance Managers
and Supervisors in their Seattie and Portland oper-
ations. Come join a winning team, and an industry
leader. Experience/education required. Send
resume to: 16075 SW Upper Boones Ferry Road,
Tigard, Oregon 97224, or Fax: (503)620-7592 EOE

10/98

GROUNDS AND MAINTENANCE MANAGER
Experienced groundskeeper in sports turf manage-
ment needed to maintain outdoor and indoor soc-
cer complex. Facility includes 10,000 seat lighted
professional stadium, 2,000 seat auxiliary stadium,
11 full size multi-purpose fields, and 72,000 square
ft. indoor facility with 3 full size, sand filled indoor
soccer fields. College degree in horticulture
required. Position is full-time and salaried. Some
weekend hours will be required. Immediate start
date. Excellent opportunity for motivated self
starter looking to make a name for themselves in
the sports turf industry. Send resume to Uihlein
Soccer Park, 7101 W. Good Hope Rd., Milwaukee,
WI 53223. 10/98

BUSINESSES

FOR SALE

LANDSCAPE CONSTRUCTION & MAINTE-
NANCE CO. Well estab. co. in the Boston, MA
area. 1996 year-end $2.5M volume, net $335K,
1997 profits in six digit figures as well, 65% con-
struction, 10% maintenance + 25% snow plowing
operations. Well run, great money maker. Owner
is willing to stay on board but has other ventures.
Selling at $1.75M. Mail responses of interest with
name and financial background to: (Great Opportu-
nities) 271 Canton St., Stoughton MA 02072. 10/98

LAWN CARE CO'S FOR SALE in Southcast, GA
(Savannah). Two separate companies can be pur-
chased together or separately. $270.000 com-
bined gross sales, 4 Work Vehicles, 2 Spray
Tanks, Core Acrator, Software and Computer Sys-
tem. Mail interested responses to: P.O. Box 1706
Savannah, GA 31328. 10/98

BUSINESS OPPORTUNITIES

WANT TO BUY OR SELL
A BUSINESS?

Professional Business Consultants can
obtain purchase offers from numerous qualified
|potential buyers without disclosing your identity.
There is no cost for this as Consultant's fee is
paid by the buyer. This is a FREE APPRAISAL
of your business.

If you are looking to grow or diversify through
acquisition, | have companies available in Lawn
Care, Grounds Maintenance, Pest Control,
Landscape Installation and Interior Plant
Care all over the U.S. and Canada.

P.B.C. 682 Phelps Ave., Lockport, IL 60446
708-744-6715 « Fax: 630-910-8100

SELLING? ... WE HAVE 250+ BUYERS NATION-
WIDE! DON'T MAKE A $25,000.00 MISTAKE.
USE AN EXPERIENCED BROKER! “SELLING
P.C. BUSINESSES EXCLUSIVELY SINCE 1982".
A+ BUSINESS BROKERS, INC. AL WOOD-
WARD 1-800-707-8899. 10/98
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BUSINESSES OPPORTUNITIES FOR SALE m

. our]gT ood reputation by selling and installing

CASTART™ rock waterscapes. Rock waterfalls
appeal to customers who demand the best.

CASTART buildm? block systems allow you to install
Mother Nature’s finest looking waterfeatures and
landscaping rocks . . . often in less than a day. No
crane, backhoe or heavy equnFment is needed With a
CASTART franchise you benefit from top-of-the-line
products, a protected territory, two weeks of training
and much more. www.castartinc.com

800-871-8838

CASTAIIRT

EDUCATIONAL OPPORTUNITIES

NOW...Learn professional Landscaping and Gar-
dening at home. Accredited program provides thor-
ough training in all phases of commercial and resi-
dential landscaping. Diploma awarded. Free
brochure describes program and opportunities in
detail. Call 1-800-326-9221 or write Lifetime Career
Schools, Dept: LFO1Y1, 101 Harrison Street,
Archbald, PA 18403. 12/98

Become a landscape designer. Approved home
study. Create plans for lawns, estates, courtyards,
walkways, gardens, shubbery. P.C.D.l., Atlanta,
Georgia. Free Career Literature. 800/362-7070.
DEPT.GTL694. 10/98

Two year AAS degree program in Golf Course
Maintenance Operations, Landscape Contracting,
and one year Golf and Grounds Certificate. Fully
accredited, VA approved, expanded learning facili-
ties, new equipment. Graduate placement assis-
tance available. Contact Golf Course
Operations/Landscape Technology Dept., Western
Texas College, Snyder, TX 79549. 915-573-8511
ext. 305 12/98

FOR SALE

MOWER REPLACEMENT PARTS. FREE 200
page catalog SAVE $$$ on mower parts, air & oil
filters, trimmer line, belts, plugs, oil, tools, water
garden supplies. Mow More Supplies 1-800-866-
9667 Order free catalog MM98LM 11/98

FOR SALE (2) HOWARD PRICE MOWERS-
Model 1260-10' batwing, 2nd season, approx. 1000
hrs & 700 hrs., 4-WD, spare tire/blades, diesel
engine, roll over protection. Excellent Cond. Call
(847)695-0080. 10/98

FLEET SALE - LAWN TRUCKS
1994 GMC Cabover
» Several to Choose *

14,000 GVW, auto, turbo diesel, 25 gal.
per min Warner pump, dry storage, 600
gal. tank, (2) 100 gal. drop tanks, dual
reels, low mileage, well maintained!
Replacement new $38,000
Asking $19,500

1994 Hann Riding Turf Sprayer Spreader
Low hrs., 250 gal. tank, booms.
New $15,000 - Asking $9,950
561-776-6216 » Fax 561-776-6218

WHOLESALE DISTRIBUTOR

Needed to market environmentally friendly, liquid,
slow-release fertilizer products direct from manu-
facturer. Ken Franke, P.O. Box 123, Plato, MN
12/98

55370; 800-832-9635.

Send Box Number Replies to:

Landscape Management
Classified Ad Dept.
131 West First St.
Duluth, MN 55802-2065.

Don't forget to include box
number in address!

LANDSCAPE

management

1St

targeted, influential audience:

» 50,000 decision makers
» Highly responsive
» 98% deliverable guaranteed

» Selects available

FOR DETAILS CONTACT

Michael Balzano
440-891-2697
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Lawn Institute
merges with Turf
Resource Center

With the merger of the
Lawn Institute into the Turf
Resource Center (TRC) of Turf-
grass Producers International
(TPI), consumer education is
slated to expand. The re-
sources, materials and other
assets of the Lawn Institute
will be transferred to the TRC's
on-going public relations and
education program.

“Since we suspended oper-
ations a year ago,” said Lawn
Institute President Scott Patter-
son, “we have explored a
number of ways we could con-
tinue the consumer education
efforts of the Institute, with-
out the day-to-day manage-
ment and operational require-
ments.”

David Doguet, TPI's imme-
diate past president and a dri-
ving force behind creation of
the TRC, said, “Five years ago,
when TP started to consider a
public education program, we
recognized that some would
think we were only concerned
with promoting turfgrass sod.
However, our intention and
results prove that we really
want to promote the environ-
mental benefits of turfgrass,
regardless of how it is estab-
lished. Integrating the Lawn
Institute’s reputation, materi-
als and funds with the TRC will
allow this program to do even
more, and more effectively.”

50 LANDSCAPE MANAGEMENT

Turn Merchants Inc. celebrates first 15 years

Over 300 customers, golf course superintendents, and distributors from across the United

States helped Turf Merchants Inc. celebrate its 15th anniversary on June 19 at Willamette
|

Valley Vineyards. There were also guests from China, Japan, and New Zealand. Dignitaries

at the Customer Appreciation Dinner included State Senator Mae Yin and State Representa

Commerical mowers
sold well in “98

Sales of commercial rotary mow-
ers—both riding and intermediate-
size walk behinds—were hot in
1998. The market for rotary riders
should stay robust through 1999.

The Outdoor Power Equipment
Institute, Inc,, Alexandria, VA, re-
cently reported that rotary riders
had “a substantial increase” of 10.8
percent, pushing shipments to
61,891 units for the model year run-
ning from September through Au-
gust. The number of intermediate
walkers rose by 9.7 percent to
52,985 units, rebounding from a dis-
appointing 1997 when sales
dropped by 10 percent.

The OPEI projected a strong
market for commercial riders again
in 1999, a 6.6 percent rise over
1998, or about 61,891 units. Sales
of intermediate-size walk mowers
shouldn’t be as robust with a gain
of 1.3 percent estimated.
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tive Carolyn Oakley. Dr. Joe Vargas, a turf spe
cialist from Michigan State University was
qguest speaker. Steve Tubbs, president and
owner of TMI, gave highlights of the com
pany’s growth from a small seed wholesaler
to the largest independently owned Oregon
seed company in 1998 with sales of over $40
million when combined with its two affiliates

in Missouri and Texas

WALK BEHIND ROTARY TURF MOWERS

Intermediate size commercial units

53321 52985 53674
48339 50883 48300

1994 1995

1996 1997 1998 1999

B units, adjusted series

RIDING ROTARY TURF MOWERS
All types of commercial units

58059 61891

45820 45923 50179 32400

1994 1995 1996 1997 1998 1999
B units, adjusted series

Grab Bag features brief observations and prognostications throughout the green industn

If you have an unusual photo or comment you'd like to share with us, please send it in
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