
HYDRO POWER 1280 WHAT A MOWER 

HIGH CAPACITY HIGH FLOATATION VERY POWERFUL 
In the spring when the mowing really gets 
tough, the Hydro Power 1280 will pull you right 
through the toughest of grass with its turbo 
charged 61 h.p. Yanmar diesel. The deck sys-
tem has a 62" full floating front deck that raises 
vertically for ease of service and two 41" side 
decks supported by four caster wheels for full 
floatation over berms and dips. With the side 

steering, the Hydro Power 1280 will out-trim an 
outfront 72". Operator comfort and ease of 
operation has been meticulously designed into 
the 1280. Operators' console features a tilt 
steering column, finger tip implement controls, 
ease of entry/exit and hydraulic suspension 
seat or optional Bostrom air seat for the long 
day on the turf. Call your Howard Distributor for 

decks swept forward and coupled with the tight a demonstration on your turf. 

Manufactured by 18155 Edison Avenue 
Chesterfield, MO 63005 



ARBOR VIEW 

Readers 
speak up on 
choosing tree 
species 

NANCY STAIRS 
T e c h n i c a l E d i t o r 

Irecently received some responses to my 
February column, an embarrassment of 
riches but greatly appreciated. Each per-
son had something to add to my points, an 
example of the wide range of knowledge 

and experience that exists in the green industry. 
Thomas Smith, of Spring Grove Cemetery 

and Arboretum, Cincinnati, OH, called and, as 
an educator, expressed his eagerness to get out 
information on the use of native trees. He even 
offered the use of his extensive slide materials. It 
was a generous and appreciated offer that I hope 

to be able to use in the 
future. 

Jim Wollney, of 
Church Landscape, 
Wadsworth, IL, sent a fax 
that told me that I wasn't 
the only one who looked 
at trees. Jim's point was 
that tree form is also a 
valuable landscape consid-
eration: 

"I also think that there 
are different forms of trees 
to use besides the lollipop 
we typically plant. I enjoy 
seeing low branches and 
clump forms of ash and lin-
den in the wild areas." 

The visual variety that exists in nature can be 
an attractive addition to a landscape. Multi-
stemmed trees, properly chosen and situated, are 
another way of adding to the character of a loca-
tion. When they have an interesting bark texture 
or color, the effect is further enhanced. Crimson 
King maples are nice in their place, but there is 
room for so much more variety. We need to edu-
cate ourselves AND our clients. 
Regulating biodiversity? 

Tom Knowles, an urban forestry consultant in 
Columbia, SC; e-mailed me with a thought on 
taking diversity too far: "One community in our 
area is currently considering changing their existing 
tree and landscape ordinance to reflect an increase in 
biodiversity concepts.... Anyway, this community is 
considering a species make-up requirement of no 

more than 10% of a single species on any commer-
cial property. This means that on new landscapes 
being developed within the town limits, the land-
scape contractor would be required to plant no more 
than 10% of material in any one species. Now typi-
cally, a commercial site may have 4 to 6 street trees 
on the site. Can you imagine... 1 oak, 1 maple, 1 
ash, 1 birch, etc?... 

"My point is, we have to be careful how we pro-
mote species diversity and be REAL about it. This 
community is getting ready to adopt something that 
may be a nightmare to look at in 10 to 20 years. 
Species diversity needs to be studied on a regional or 
community-wide basis." 

Tom's point shows us how a little knowledge 
can be a dangerous thing. A well-meaning group 
of people, no doubt, but the need for profes-
sional, balanced input is essential. There are a 
number of ways to address tree species choices in 
the community. This could include: 

* a list of approved species for the community, 
regularly updated 

* a rebate through a local nursery for people 
who purchase approved species 

* knowledgeable decisions on tree species 
choices made for community property 

* planning, by not planting a single species in a 
neighborhood, but using a variety. 

The situation brings us around, once again, to 
my comment in February that short-sightedness 
and a lack of familiarity with trees can lead to 
some poor decisions. This could be said about 
many local issues. The involvement of knowl-
edgeable professionals in the community is an es-
sential contribution. 

I want to thank the people who commented 
on my last column. And to those of you who 
have sent your comments on previous columns, I 
may not get a column out of them, but I do keep 
them on file, as a reminder of what I am doing 
right and wrong. 

Agree/Disagree? Comments/Questions? 
Column Suggestions? Let Nancy Stairs know at 
440/891-2623. Fax: 440/891-2675. E-Mail: 
nstairs@advanstar.com 

mailto:nstairs@advanstar.com


IRRITATING. 
NON 

IRRITATING. 
Tnlstaî  insecticide: The only low-rate 
pyrethroid that won't irritate your 
skin or throat. 
If you've been using organophosphates or carbamates, 
youll like the fact that Talstar insecticide delivers 
consistent results without the unpleasant odor. And 
youll use less product because its extremely effective 
at very low rates. 

Talstar insecticide gives you unsurpassed control over 
a broad spectrum of insects like cutworms, chinch 
bugs, mole crickets, fire ants, fleas, ticks and mites. 
And it's so versatile, you can apply it to golf courses, 
lawns, trees and ornamentals. 

Talstar insecticide has the longest residual control, so 
you'll get better results and more satisfied customers. 
Plus, irritating callbacks and turf damage will be 
ancient history. 

Talstar insecticide is available in both flowable and 
granular formulations. Call your local FMC distributor 
or 1-800-321-1 FMC for more information. 

© 1999 FMC Corporation. The FMC logo and Talstar are FMC Corporation marks. 



HOT TOPICS 

Ruppert goes from 
boardroom to farm 

Craig Ruppert is working his 
farm and he likes it. 

Ruppert, who built a landscape 
company with revenues of $45 mil-
lion a year and, for 
several months, was 
the head of the land-
scape division of Tru-
Green-ChemLawn 
(TG-CL), now man-
ages his 300-acre 
nursery and farm in 
rural Maryland. Help-
ing him is Chris 
Davitt, former Rup-
pert Landscape Senior 
Vice President of Operations. 

"Ruppert Nurseries, which has 
always been a separate company, 
was not included in the acquisition/' 
says Ruppert. "We're now rolling up 
our sleeves in that business and plan 
to grow it." 

Late last summer TG-CL pur-
chased Ruppert's Maryland-based 
landscape company, at the time, the 
third largest landscape company in 
the country. Prior to their depar-
ture, Ruppert led TG-CL's land-
scape division from his Ashton, 
MD, location in addition to manag-
ing the company he had built; 
Davitt managed the East Division. 

"Despite being a strategically 
sound move, the changes that ac-
companied ServiceMaster's acquisi-
tion of LandCare—including mov-
ing certain corporate functions from 
Ashton to Memphis—gave us rea-
son to be concerned about our abil-
ity to influence and control the fu-
ture in the way that we had hoped," 

explains Ruppert. TG-CL and 
LandCare had been competing to 
acquire landscape companies 
throughout 1998. SM's (parent 

company of TG-CL) 
stock-for-stock fold-in of 
LandCare, based in 
Houston, should be 
completed by the end of 
March. 

'TG-CL has a big job 
integrating these com-
panies into one strong 
company, but I think 
they'll build a successful 
national landscape com-

pany," Ruppert adds. "Paul An-
deregg (TG-CL) is an excellent 
manager, and I enjoyed working 
with him, as well as with Dave Slott 
(TG-CL)." 

As for the landscape company he 
built and is now no longer a part of, 
Ruppert says it remains in capable 
hands with Don Jarratt, Ken 
Hochkeppel and a host of talented 
managers. 

"While the decision to leave was 
difficult and I miss the challenges of 
directing a large company, I'm very 
happy to have cut down on my trav-
eling and to have so much more 
time to spend with my family and 
my community activities," says Rup-
pert. "I'm also very happy to con-
tinue working so closely with Chris 
Davitt and with my brother, who 
has managed the nursery since 
1990." 
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Green groups hold water summit 
W A S H I N G T O N D.C. — Representatives of 10 
industry organizations met February 22 to dis-

cuss a unified approach to using water re-
sources effectively. The Irrigation Association 
hosted the meeting as Congress prepares to 
consider changing and reauthorizing the 
Clean Water Act. 

Participating in the meeting were the 
American Society of Irrigation Consultants, the 
American Water Resources Association, the 
Associated Landscape Contractors of America, 
the Golf Course Superintendents Association 
of America, the National Association of Con-

servation Districts, the National Association of 
Water Companies, the National Ground Water 
Association, the United States Golf Association, 
the U.S. Committee on Irrigation and Drainage 
and the Water Environment Federation. 

Yazoo/Kees set to acquire 
Dig-It tractor, Huskie vehicles 
J A C K S O N , M S — Yazoo/Kees is acquiring HCC's 
Dig-It tractor and towable backhoe products, 
the Huskie utility vehicle product line and the 
Power King garden and estate tractor line. The 
manufacturing of the three product lines will be 
moved to the 166,000 sq. f t . Yazoo/Kees manu-
facturing facility and corporate office in Jack-
son, MS. This transition is expected to be com-
pleted in four to six months. 

PHC to market four new 
microbial-based products 
P I T T S B U R G H , P A — A venture between Plant 
Health Care, Inc. (PHC) and Ecogen, Inc. allows 
PHC to sell four new biopesticide products into 
the U.S. commercial turfgrass, landscape and 
garden markets under its own label. The EPA-
registered products will be packaged by PHC at 
its production facility in Pittsburgh. 
Like other PHC products, the new biopesticide 
products contain microbial-based active ingredi-
ents. AQ10™ is a selective fungal hyperparasite 

® 
used to control powdery mildew. Cruiser con-
tains beneficial insecticidal nematodes that con-
trol Japanese beetles and other white grubs, (FD 
billbugs and sod webworms. Crymax and Lep-
inox™ are advanced Bacillus thuringiensis (Bt) 
bioinsecticides that protect ornamental, fruit 
and nut trees, bedding plants and turfgrass 
f rom caterpillar/worm pests, says PHC. 



Families rely on you for lawn care expertise 
because they know you'll make the right 
choices. The very best for the turf, and for 
the people who enjoy it. One way to keep 
that trust is with Dimension® turf herbicide. 

Dimension gives families a lawn they 
can love. It provides season-long control of 
crabgrass and over 20 other tough weeds and 
grasses. It doesn't stain, so you can apply 
it close to walks, fences and drives. That 
means no more weed "fringes," because you 

can use Dimension with confidence right 
up to the lawn's edge. It's even labeled for 
use on ornamentals; so you can apply it to 
lawns and landscapes. 

Dimension's low use rates and 
favorable environmental profile mean less 
worry. In fact, when you apply Dimension-
on-fertilizer formulations, families can 
re-enter and use the lawn as soon as the 
dust settles. That could even turn a 
skeptical neighbor into a future customer. 

Dimension offers the widest 
application window- 6 weeks more than 
other preemergence products. You'll save 
money because season-long control means 
fewer callbacks. And most important, your 
customers will stay customers, year after 
year after year...the kind of callback you 
can live with. 

Call 1'800-987-0467 or visit us at 
www.dimensionpro.com to learn more. 

RISE 
ALWAYS READ AND FOLLOW LABEL DIRECTIONS. 
DIMENSION® is a registered trademark of Rohm and Haas Company. 
©1999 Rohm and Haas T-0-224A 

http://www.dimensionpro.com


ERciALservices It's easy to arrange Financing and leasing right at your CMC dealership. 
9 CM Corp. All rights reserved. CM, CMC, and the CMC logo are registered trademarks and Vortec is a trademark of General 
rs Corporation. Buckle Up, America! 



Just tell us what materials you're looking for and we'll send them ASAP. 
• Light Duty Commercial • Safari /Savana" Commercial Vans • C-Series (Medium Duty Conventional) 
• T-Series (Medium Duty LCF) • W-Series (Light Duty LCF) • GMC Personal-Use Trucks • Pontiac Cars 

Name Title 

Company Address 

City State ZIP 

Type o< Business 

Do you currently own a GMC? • Yes • No 
If yes, selling dealer: 

If no, preferred dealer: 

Business Phone 

Are you likely to lease or buy? • Lease QBuy •Undecided 
When? • 0 - 3 months • 7 - 9 months • 1 - 2 years 

• 4 - 6 months • 10—12 months • 2+ years O Undecided 

If we can do anything else for you, just call 1-800-GMC-8782. www.gmcforwork.com 

LM0399 

http://www.gmcforwork.com
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YOU HAVE THE POWER TO RUN 
YOUR BUSINESS; SIERRA HAS 

THE POWER TO ACCELERATE IT. 
When you're managing a 

business, you have to be versatile. 
That's why Sierra* offers such a 
wide range of power plants. There 
are four Vortec gas engines— a V6 
and three V8s. Over the years, these 
strong Vortec engines have been 
refined and enhanced to make 
them more powerful than ever. And 
there's yet another choice: Sierra is 
the only pickup under 8,600 pounds 
GVWR to offer a diesel engine* — 
a 6.5L V8 turbo diesel, no less. 

Small Detailsy 

Powerful Advantages. 

Considered by itself, a serpentine 
drive belt is just a detail. And so 
is a platinum-tipped spark plug, 
a sequential fuel injection system, 
or a coolant that is designed to 
last 150,000 miles. But when 
they're all combined in our Vortec 
engines, they can give the CMC 

Sierra, and your business, a powerful 
advantage. In fact, Sierra can go 
100,000 miles before its first 
scheduled tune-up. f 

Managing Your TYucks 
Is Like Managing Your Business: 

Every Detail Counts. 

Sierra's wide range of highly 
refined engines is just one example 
of the attention to detail that goes 
into every pickup CMC sells. 
GMC trucks are engineered to save 
you time and money — so you can 
take care of your business, not 
your trucks. For more information 
and a catalog, see your GMC 
dealer, call l-800-GMC-8782,or 
visit www.gmcforwork.com 
on the Web. You and Sierra have 
have the power to keep your 
business running smoothly. 

^Excludes other CM vehicles. 'Maintenance needs 
vary with different uses and driving conditions. See 
owner's manual for details. 

Do one thing. Do it well! 

Circle No. 114 on Reader Inquiry Card 

http://www.gmcforwork.com
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Aliens and Kanga forge 
agreement 
BRILLION, Wl — The Ariens Com-
pany has announced a manufac-
turing and distributing agree-
ment for the Mini Skid Steer 
Loader and attachments with 
Kanga Loaders USA of Bixby, OK. 
Ariens and Gravely dealers will 
begin selling the Kanga products 
in the next few months and 
Ariens will begin manufacturing 
them in the near future. 

Giant home builder Centex gets 
a start in lawn care market 
DALLAS— Centex, based here, is the 
largest home builder in the United 
States. It's now in the lawn care busi-
ness too with its HomeTeam Services. 
Other services offered by this Centex 
subsidiary include pest control and 
home security systems. 

Mitch Smith is putting together the 
lawn care segment of HomeTeam Ser-
vices. He started in the lawn care busi-
ness with a Year-Round Lawn Care be-
fore spending eight years as a regional 
manager for Orkin LC. He left Orkin 
LC when it was acquired by TruGreen-
ChemLawn in 1997. 

"We're really just getting it started," 
Smith said of Centex HomeTeam LC. 

"We've put lawn care into 11 of our 
pest control offices. We're treating it 
more like an incremental business in 
the pest control offices." HomeCare of-
fers lawn care from locations in Florida, 
Texas, North Carolina and Georgia. 

"The vision at Centex is to provide 
quality services that homeowners want, 
and security is a natural fit, pest control 
is a natural fit and lawn care is a natural 
fit," Smith adds. 

Parent company Centex operates in 
20 states and recorded revenues of $3.9 
billion in 1998. 

FREE BUSINESS BUILDERS! 
Team Turfco 

Bottom line is this: We profit when you profit! 
Call now for your FREE Getting Started Booklets. 
Step by step instructions on how to profit from 
Aeration, Landscaping, Edging and Seeding. 

Getting Started in Aeration 
Includes "The Profit Formula ", Selling, 
New Customers, Follow-up, Billing and 
a detailed review of the relationship 
between aeration and annual weeds. 

Profit from Beds & Edging 
Illustrated step-by-step instructions for 

nstalling & maintaining today's most 
popular edging at reduced labor costs 
and a more professional finish. 

How to Get Started 
in Lawn Seeding 

Includes "How much can I make , 
"Thatch", "Aerate & Fertilize", 

"After Seeding Care Instructions" and a 
review of the most popular grass types. 

Landscaping Pathways to Profit 
Learn the secrets to quick profitable 
installation of beds & shrubs. Learn 

about edging options and cost-effective 
ways to handle sod removal. 

To help you start selling 
each booklet comes with a start-up supply of 

brochures you can use to mail or give to your customers. 
This is your opportunity to build your business 

1 Call or Write Today! 
Turfco Mfg. fwc.1655 101st Ave. N.E. • Minneapolis, MN 55449-4420 • (612) 785-1000 • (612) 785-0556 


