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Always read and follow label directions. 
PRE-Mk and LESCO* are registered trademarks of LESCO, Inc. CP-0173A 

It's simple. PRE-M^ is the country's leading pendimethalin herbicide. And no wonder. 
With over 12 years of proven performance and formulation improvements, 
PRE-M is here to help your business grow. 

What's more, PRE-M comes from the leading supplier in the professional 
turf care industry, LESCO® 

Talk to your LESCO 
professional about new, special 
rebates for PRE-M purchases, 
or call 800-321-5325. And put 
the leading edge to work for you. 

The Leading Edge. 
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F R O M ONE 
PROFESSIONAL TO 

ANOTHER. 
For more than 20 years, professionals like you have counted 
on Orthene® Insecticide. In recent years, Valent has added 

several other high-quality products to our Professional Products 
lineupy including Pinpointf a granular form of ORTHENE; 

Envof? your most practical grass herbicide choice; and Distancec 

Fire Ant Baity an effective new way to break the fire-ant life 
cycle and kill the entire colony 

For more information about our growing lineup of products 
andservicesy visit the Valent web site at www.valent.com 

or call 1-800-89- VALENT. 

A Company You Can Grow With 

Read and follow the labri instructions before using. DISTANCE, ENVOY, PINPOINT and TAME arc registered trademarks of Valent U.SA Corp. ORTHENE is a registered trademark of Monsanto Company. 
SUMAGIC is 2 registered trademark of Sumitomo Chemical Company Ltd. NOTE: TAME is a restricted use pesticide. ©1999 Valent U.SA. Corporation. 9900-PPG-ADTGC 

http://www.valent.com


"I earn 78% more with 
a FINN HydroSeeder 

Brian Kerber, The Lawn Firm, Excelsior, MN 
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7 bought my first hydromulching 
machine for price. But it's a toy 
compared to my new FINN 
HydroSeeder. I've easily doubled 
my production." 

No other machine compares to 
a FINN HydroSeeder for high 
production and long trouble-free 
service life. You'll get faster 
loading, better coverage, longer 
spray distance, and more reliable 
performance. You can get a real 

HydmScedcr* is a registered trademark 
oí FINN Cmpuratkm 

HydroSeeder for as little as $149 
a month. You'll soon know why 
the most successful contractors 
agree, "Nothing makes money like 
a FINN HydroSeeder." Call today. 

Innovative Equipment Enhancing 
the World's Landscape 

1-800-543-7166 
9281 LeSaint Drive, Fairfield, OH 45014 

Fax: (513) 874-2914 
www.finncorp.com 
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N o other product 
I beats the durability 

> \ ! and design flexibility 
p of VERSA-LOK solid 

retaining wall units. 
No exceptions. Only VERSA-LOK, with 

its unique pinning system, permits construction of an 
unlimited variety of curves, corners, 
and steps without specification of 
special units. C a l , ( 8 0 Q ) 7 7 ( M 5 2 5 f o r 

FREE Design 
& Installation 

Guidelines. 
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Oakdale, MN • (800)770-4525 • www.versa-lok.com 
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A proud supporter of these green industry 
professional organizat ions: 

Associated Landscape Contractors of America 
150 Eiden Street, Suite 270, Herndon, VA 20170 
(703) 736-9666; http:/ /www.alca.org 

American Nursery & Landscape Association 
1250 I St. NW, Suite 500, Washington, DC 20005 
(202) 789-2900 

Independent Turf and Ornamental 
Distr ibutors Association 
1217 Wayburn 
Grosse Pointe Park, MI 48230 
(313) 331-7739 

The Irr igat ion Association 
8260 Willow Oaks Corporate Dr. Suite 120 
Fairfax, VA 22031-4513 
(703) 573-3551; http://www.irrigation.org 

National Arborist Association 
The Meeting Place Mall, P.O. Box 1094, 
Amherst, NH 03031-1094 
(603) 673-3311; ht tp: / /www.natlarb.com 

Ohio Turfgrass Foundation 
1100-H Brandywine Blvd.,PO Box 3388, 
Zanesville, O H 43702-3388 
(888) 683-3445 

The Outdoor Power Equipment Inst i tute 
341 South Patrick St. 
Old Town Alexandria, Va. 22314 
(703) 549-7600; ht tp: / /opei .mow.org 

Professional Grounds Management Society 
120 Cockeysville Rd., Suite 104, 
Hunt Valley, MD 21031 
(410) 584-9754 

Professional Lawn Care Association of America 
1000 Johnson Ferry Rd., NE, Suite C-135, 
Marietta, GA 30068-2112 
(770) 977-5222; http:/ /www.plcaa.org 

Responsible Industry for a Sound Environment 
1156 15th St. NW, Suite 400, 
Washington, DC 20005 
(202) 872-3860; http:/ /www.acpa.org/rise 
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1375 Rolling Hills Loop, Council Bluffc, IA 51503-8552 
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Don't Settle For 
Cheap Imitations 

Sometimes imitation is the fondest form 

of flattery. But when it comes to parts for 

your John Deere commercial equipment, 

flattery will get you nowhere. That's why 

John Deere has packaged its original 

equipment replacement parts for your 

specific machine into one convenient 

box. John Deere Recommended Parts 

Match (RPM) Kits* have everything you 

need for 500 hours of scheduled 

maintenance. Oils, filters, fluids, belts, 

blades and plugs. Get the real deal. Pick 

up an RPM Kit today. 

*Not available in Canada. 

Nothing Runs Like A Deere® 
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It's called "Leading By Example" — combining state-of-the-art design with 

unsurpassed reliability. We call it Echo Pro Performance. Echo trimmers 

make quick work of any tough job, with features that include a vibration 

reduction system, ergonomic controls and a world-class, two-stroke engine 

to deliver outstanding performance — every hard-working day. 



Built by the team that knows exactly what professionals 

need: quality, durability and power. 

For more information call 1-800-432-ECHQ (3246). 



OPENING SHOTS 

Whoa! 
down i 

Slow 
I l i t t le 

SUE GIBSON 
E x e c u t i v e E d i t o r 

We haven't heard much from you 
lately, probably because you're 
too busy to talk as the growing 
season gets into full swing. We 
know you're trying to squeeze 10 

hours of work into every work day, and we un-
derstand you don't have much extra time. 

That's OK. We have a busy season too — 
those weeks between Halloween and the New 
Year when several industry events, special issues 
and holidays collide. 
Keep your cool 

Although you may have anticipated this busy 
season, you probably still 
feel the pressure. After all, 
there is so much to do 
and so little time. But 
now is just exactly the 
right time to slow down 
and make sure your oper-
ation works right and is 
not getting out of kilter. 
Two things can easily get 
out of whack when every-
thing hits the fan: cus-
tomer service and your 
own work-life balance. 
Here's an example: 

I got a call the other 
day from a well-known 

green industry consultant who had just been 
jerked around by his lawn care company. Seems 
they provide continuous service year to year, and 
to maximize the season for themselves, made the 
first application up here in the north in February 
(way before it would be useful in this climate), 
which also happened to be before they mailed 
the annual renewal notice to customers. 
What's going on here? 

This might suit them fine, but if you're a cus-
tomer who does not want to renew, you're al-
ready stuck for the cost of the first treatment. In 
this case, our consultant was billed, then quickly 
received a rapid-fire, nasty collection letter from 
a California firm. After several contentious calls 
to the lawn care firm, plus calls to the collection 
firm (at his expense), he is clearly fed up. The at-

titude that we'll deliver service whenever we 
want and make life difficult for the customer' re-
ally set him off. And I haven't even told you 
about the customer service "specialist's" attitude. 

This company may provide a decent enough 
service, but in the rush to get the work done, get 
the bills out and get collections in, they forgot the 
customer. They forgot to offer quick and thor-
ough explanations of what they do and why. 
They forgot to make it easy for customers to re-
spond. And they forgot to be nice because they're 
in a hurry. 

This time of year can make you crazy with all 
the work that has to be done and all the new 
business you'd like to add. Just remember if you 
promise to see a potential client, do it. If you take 
on the work, make sure you do it right. If you 
claim to satisfy customers, don't disappoint them 
because you and your team are frazzled. 
Don't forget the family 

It's a delicate balance — maximizing work and 
your company's sanity. Which brings me to my 
last point. Don't forget about your own balance. 
It's easy to devote 90% of your waking hours to 
your operations this time of year. It's easy to 
promise you'll make up the time later. But too 
often, you miss those opportunities and suddenly, 
it's next spring's cycle again. 

Slow down a little! Too much work isn't bad 
for you if you happily embrace it, but be sure to 
balance it with alternatives that relax or energize 
you. Make them "quality" breaks and you won't 
need a six-month vacation next year to feel 
rested. Then you can get back into work with 
more energy for the next 10-hour day. LM 

Agree/Disagree? Comments/Questions? 
Column Suggestions? Let Sue Gibson know 
at 440/891-2729. Fax: 440/891-2675. 
E-Mail: sgibson@advanstar.com 
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YOU WANT A NEW LINE OF PROFESSIONAL PESTICIDES 

A V A I L A B L E AT H U N D R E D S O F L O C A T I O N S , 

S E V E N D A Y S A W E E K , 

WITH THE SAME FORMULATIONS YOU ALREADY USE 

AND YOU WANT IT TO COST LESS, TOO? 

OKAY. 

Introducing a whole new way to buy professional pesticides. SpectracidePRO." Now there's a line that's sized for the independent 
Lawn and Ornamental Operator at significant savings over what many distributors charge. SpectracidePRO has the same active 

ingredients and concentrations you already use. Plus, it's as close as the nearest Home Depot: That means convenient locations 
and hours. While you're there, pick up masks, gloves, sprayers and other supplies. You can also phone or fax-in orders for delivery 

or pick-up. Cost effective and convenient? Now there's an idea. With SpectracidePRO and Home Depot, you just might be able to 
concentrate on doing business instead of stocking up for it. For more information or technical support, call 1-877-SPEC-PRO. 

Available at 



ARBOR VIEW 

What 
know 

do you 
about 

your roots? 

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

Planting trees is time-consuming work 
when properly done, and can also be 
costly if the trees die while under 
guarantee. Enhancing tree survival is a 
priority, so the actual planting 

method, as well as how the plant is handled, is 
important to do properly. 

Retaining roots and promoting root growth is 
essential in establishing a tree. Root loss is a stress-
ful situation for any plant and it is compounded 
by poor handling practices. 

• A bare-root tree does not have many of the 
nonwoody or absorbing roots needed in good 
number to help establish the plant. The root hairs 

and associated mycorrhiza 
fungi access water and soil 
elements. Bare-root plants 
are susceptible to their 
roots drying out and dying 
due to improper handling. 

• A balled-and-
burlapped tree also loses 
many roots when dug up 
from nursery soil, which 
can put the plant at a dis-
advantage in a landscape 
where post-planting care 
is limited. Rough han-
dling tears and breaks 
roots. Excessive drying of 

the soil ball results in dead and dying roots. Lift-
ing and dropping the tree for positioning in the 
planting hole, or using the stem to leverage a tree, 
can break and damage more roots. 

• A container tree has an advantage in that 
the entire root system is transplanted. One con-
cern, however, is the likelihood that circling roots 
growing in the container will cause long-term 
problems. 

Always check the condition of the roots of any 
tree you buy or plant. Keep the roots of bare-
rooted plants moist and covered. Ensure B&B root 
ball burlap is at least damp, all roots are covered 
with soil and the root ball doesn't have large cracks. 
Container plants should be free from potential 
girdling roots, so check the outside and the top of 
the root ball. Look for evidence that transplanting 

to larger size pots was delayed and a series of cir-
cling roots exists. 

Another transplanting option is trees grown in 
fabric containers. Root control bags are placed in 
the ground so that tree roots will grow in native 
soil, which is usually heavier and more likely to be 
compatible with the customer's site than potted 
material. The bags act like a container in that root 
growth is restricted to within the bag. The bags are 
made of a heavy cloth-like material which does not 
degrade and must be removed at transplanting. 

Unlike a container, the roots do not merely 
circle the container but grow through the fabric 
where their growth is constricted. This method 
has two results: one, the initiation of more fine 
roots inside the fabric container; and two, energy 
is stored at the swollen nodes, where constriction 
occurrs, ready to initiate new roots upon trans-
planting. 

This type of root pruning is quite effective, 
both for controlling root extension and for limit-
ing the impact and loss of roots when the tree is 
removed from the nursery. At transplant, about 
95% of the tree's roots go into the ground with 
the tree, as opposed to low percentages of B&B 
stock. For species difficult to transplant, root con-
trol bags may be a reasonable choice to increase 
survival rates. 

There is debate over whether the use of root 
control bags results in more and faster top 
growth. This seems to vary among species and 
there may be a need for higher, short-term irriga-
tion for some species. 

The type of planting stock you choose should 
take into account how you will be handling it, 
what level of post-planting care can be expected 
and the handling and care of the trees at the nurs-
ery. Select your nursery and planting stock sup-
plier with care, not just based on price or conve-
nience, but also on quality and commitment. LM 

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