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Any way
the wind blows.

NEW, NO-DUST, LOWER-ODOR Orthene” Turf, Tree
& Ornamental Spray 97 blows away any other turf insecticide.
New ORTHENE 97 controls more than 40 pests
(far more than Chipco® Choice®).
ORTHENE 97 controls
through both contact and local
systemic activity (more than
Talstar®). So ORTHENE 97
is one of the most COST-EFFECTIVE
turf insecticides you can buy.
Best of all, its patented
97 PERCENT PELLET
delivers genuine ORTHENE |
performance in a smooth-
flowing formulation
that improves handling
convenience and
measuring accuracy
while it reduces odor and
virtually eliminates dust.  f
Find out about new R
ORTHENE 97 from your distributor or through ™

the Valent web site at www.valent.com.

VALENTY ©  Products That Work, From People Who Care™
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TURFE, TREE & ORNAMENTAL SPRAY



http://www.valent.com
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@ Husqvarna ' 4 11l NASCAR
LEADS ) | ‘, _,‘ -
THE WAY P
ASTHE - \

FOR OUTDOOR
POWER EQUIPMENT
Call 1-800-HUSKY 62

for the Husqvarna Servicing Retailer near you @ Husqvarna

or www.husqvarna.com Tough Name. Tough Equip

©2000 Husqvarna

Circle No. 117 on Reader Inquiry Card



green side up

BY RON HALL / SENIOR EDITOR

This is what really matters

ol & ho could blame you for going

; ‘13"" - ‘_  nuts in the spring? Everything
\';: vy happens at once and you have to
ey ﬂ.?j:‘g‘;‘; - be everywhere at the same time.

R | This is one of the prices that
el S you pay as a landscape contrac-
L Y tor. You sacrifice time now and,
as the season slows and things become less hectic, you
tally your sales and give yourself a score.

But there’s more to life than signing up and servic-
ing another account, even now when there’s no such
thing as time. There's something called family.

That's one of the things that I like about Brent
Flory, president of Freedom Lawns, Delphi, IN. He
appreciates family.

When [ started to write this column, [ was going to
tell you about how his landscape company (86% main-
tenance/14% construction) got off to such a great start
with a new client. How he massed his seven fulltime
employees into a team and swept over the 17 acres of
the international headquarters of the Great Lakes
Chemical Company in West Lafayette, IN.

As things worked out, I visited Flory's firm the first
day that his crew — equipped with hand pruners,
power edgers, Scag walk-behind mowers and a power-
ful 455 Toro 4wd — tackled the new account.

Brent had established two goals:

P> to make a dynamite first impression with the
new client.

P> to set a standard of quality to meet each time his
crews visit the site.

A year later, he still treats the headquarter’s prop-
erty like it was his own and this past winter Freedom
Lawns earned even more work at the site.

“I'd love to have a few more accounts just like this
one,” he says unabashedly.

There's more to life than signing up / \
another account — there’s family. -RH &

www.landscapegroup.com / APRIL 2000 / LA

Brent Flory, right, president of Freedom Lawns, can hardly

fit another hour into another busy spring season.

Flory approaches the marketplace with focused in-
tensity and, early this spring, brought in business con-
sultant Frank Ross to help him grow his company be-
yond its 1999 sales of $590,000.

Sure, when Brent and I get together, we talk about
his plans for expanding Freedom Lawns, but what he
really likes to talk about is his family. He credits his
wife, Marilyn, who helps out in the business, and he's
obviously proud of his two daughters, one a collegiate
runner, and the sons who are also fine young men and
athletes.

In fact, when he talks about
the industry or about his em-
ployees, you sense that he

views them in much the
same light — like family.
Contact Ron at 440/891-2636
or e-mail at rhall@ad-
vanstar.com
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- & *The-Chevy K2500, the truck with an old-fashioned sense of pride about work and the value of a buck
. It carries the big loads. Never gripes. And you can count on it to do even the dirtiest
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AT LEAST THE MONEY’S GOOD
Or 900 of them. For it comes with a cash allowance of up to 900 on upfits — or an Adrian Steel toolbox at little or no extra cost:
jobs. Because it's a Chevy. The most dependable, longest-lasting trucks on the road! 1-800-350-2438 or visit www.chevrolet.com.

COMMERCIAL
SPECIALTY VEHICLES

=
LIKE A ROCK
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my way

BY DWIGHT HUGHES / GUEST COLUMNIST

" Unless you spend time creating more efficient systems,
you won't get more time for Necessary things.” pH

Is this the best way to do it?

B nowr business, we always ask, “Is this the
fi h.l' ~  best way to do it?”

As a young man in lowa working for
my father’s nursery business I asked myself
that question many times. When I went
out on my own, I was able to indulge my
passion for constant improvement. I'd like
to share with you our way of doing things better in
three important areas:
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time management
staging
» per-person productivity.

Time management

Dwight Hughes Nursery in Cedar Rapids, IA, special-
izes in 2-in. shade trees. We grow most of our own
material, and the same people who do the growing
landscape with those plants.

Time management is why we're successful at it.
It's easy to fall into the trap of believing that you
don’t have time to make changes in your business. But
unless you spend time creating more efficient systems,
you'll never free up more time to do what's necessary.

Our firm has succeeded in expanding our business
without adding to our four employees. Also, we've at-
tracted some positive notice in the industry by drawing
repeated press notices for our contributions in materi-
als handling and robotics.

One of our time management strategies focuses on
materials handling systems. To me, materials handling
means everything from having the right vendors, to
doing good maintenance on your equipment, to hiring
and keeping people who will maintain quality equip-
ment, to modifying, designing and redesigning the ma-
chines we use.

LANDSCAPE MANAGEMENT / APRIL 2000 / www.landscapegroup.com

It's preferable to have a system handle materials
and not a person. For fun, count how many wheels per
person you have. Then compare your answer with our
current count of 140 inflatable tires, or 35 wheels per

person!

Tools for productivity
We've been working for over a decade on the Tree

Boss, a robotic, hydraulic, one-person tree handling
system. It allows one person to pick up, tilt and move a
tree either onto or off of a trailer. One person can un-
load 80 6-ft. evergreens from a supplier’s trailer in an
hour, leaving the trees positioned at the planting site or
holding area. Contrast that with the time it takes to
manually unload, carry and position trees.

The first version of the Tree Boss enabled us to
double our nursery inventory and sales volume with-
out adding people. The Tree Boss never calls in sick
and doesn’t participate in our pension- profit sharing
plan. And one of them pays for itself in half a season.

Staging takes smarts

In most Green Industry companies, staging eats up a
lot of time. | know many companies that need more
than an hour to stage their work in the morning. Our
average time to get ready to roll is 12 minutes.

A big part of that is materials handling. With the
Tree Boss, we can get our B&B shade trees loaded the
night before, or we can do it early in the morning.
Also, our shade house, poly house and open container
holding area are close to each other and to our main
building. We drive a truck up a main aisle and load it
easily from both sides.

Some of our ideas are simple. For example, we

continued on page 20
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... And The

Chemistry Is On

Between problem and solution there is innovation. And behind some of the most significant innovations in turf and

ornamental have been the people of Bayer Corporation. More than any product, package or service, it’s the people of

Bayer Corporation that have made the greatest contributions to the turf and ornamental industry. Backed by the worldwide

resources of Bayer AG, our market managers, our research and development people and our field representatives combine

creative thinking with industry knowledge to offer solutions to some of the biggest problems you face.

People . . .

Sales Director Rich Burns and Marketing
Director Dan Carrothers . . . together
they've helped focus the efforts of Bayer
Corporation Garden & Professional Care
(GPC) on ensuring that our field force and
our market managers have the industry
insight, the product knowledge and the
research support they need to respond
quickly to the demands of the marketplace.
And with the establishment of the Bayer
Corporation GPC business unit in 1996, we
made available to our managers, to our field
representatives and to you — our customers —
the worldwide resources of Bayer AG. As a
result of this leadership and dedication to the
turf and ornamental industry, we've been
able to offer you more than just innovative
products — we offer solutions.

Plus Experience . . .

A nd the reason we can bring you

these solutions is simple. We recruit

the best people from all levels of the

business, so our field force has experience

and technical knowledge unmatched among

basic manufacturers. Our 30-plus field

representatives and managers have an

average of 13/ years experience providing

the products and services that help build

relationships and grow businesses. Many of

our sales and development representatives

have advanced technical degrees, so you

know their recommendations are based on

scientific data, not marketing trends. Research

Product Manager Doug Spilker, Ph.D., has

several years of research-related experience

in the green industry. Turf and Orna |

Market Manager Neil Cleveland has

than a decade of experience in all levels of

the business before joining Bayer Corporation

GPC as a field sales representative. They

know you need more than just effecq'\ig

products to make your business successful.

With the resources of Bayer Corporation GPC "‘_I

behind them, they can provide you with the

support programs, the sales and application

training, the product information and the

chemistry you need to manage your business

and solve your problems. Iy
2

o
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Plus Chemistry . . .

B ut it's not just where our people
come from that make the difference
- it's what they do for you. We put people
like Julie Spagnoli, Manager of Federal
Regulatory Affairs, in Washington, D.C,, to
represent our interests and the interests of
our customers to the EPA, as well as to key
industry associations. Monty Eberhardt,
Ph.D., Manager of Product Safety, works
with agencies and associations on key
issues such as the Food Quality Protection
Act (FQPA). Together, they and their staffs
provide you with more than products . . .
they help give your industry a voice.

Using the creativity of our people and the

Equals Solutions.

S uccessful product development
combines technical knowledge with

innovative problem solving. Using their
knowledge, our products and the ability to
creatively analyze a problem, Manager Bruce
Monke, Ph.D., and the Research and
Development Group have brought you
solutions like imidacloprid, the market-
leading active ingredient in many of our
most successful products and formulations.
When you needed alternative delivery
methods for these products, we came up
with turf and ornamental solutions like soil
injection for MERIT" Insecticide. When our
distributors needed to free up warehouse
space and reduce inventory, our packaging
technologies group brought out the
YLETON* Fungicide and MERIT

drums. But innovation is an ongoing
s0 Bruce and his group are always
or the next new products,

ons and use methods that will

e our record of solving problems
and ornamental industry.

il of our products to find innovative solutions —

that’s what we're about at the Garden & Professional Care unit of Bayer Corporation.

If you need more than just effective products. we invite you to contact Bayer Corporation,

Garden & Professional Care. (800) 842-8020. Together. we'll create a solution.

Bayer




Bayer Corporation GPC is a proud
w-———member of these industry associations . . .

L —— — N———

NATIONAL PEST MANAGEMENT ASSOCIATION

PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA

GOLF COURSE SUPERINTENDENTS ASSOCIATION OF AMERICA
RESPONSIBLE INDUSTRY FOR A SOUND ENVIRONMENT

UNITED PRODUCERS FORMULATORS & DISTRIBUTORS ASSOCIATION

www.protect-your-turf.com

www.nobugs.com

Bayer Corporation

Garden & Professional Care
P.O. Box 4913

Kansas City, MO 64120

(800) 842-8020

Bayer
MP 00176 GPC 2000 Bayer Corporation Printed in US.A. 00BSYAQO30T
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HOW 'BUUT T“AT ; Take a.tew seconds lo.ml oq't th.is_ card !or
LT R T [EIE " (orc think sbout ai the time you'l save),
HOURS INTHE'DAY.

. o T Mailing Address:

Last Name:__ s First Name

P BHE : ___ State: - Zip; _

Phone Number;{ ) ! Email Address

Do you own a utility vehicie? yes no

Current utility vehicle make and model

How do you use your utility vehicle? __work _hunting farming recreatio
___Other (specify)

| How soon do you plan to purchase a new utility vehicle?

Which would you prefer? _ proguct brochure ___Vigeo __both

Call 1-877-KAW-MULE or visit our website www.kawasaki.com
to find your nearest Kawasaki Mule™ utility vehicle dealer.

Kawasaki

Utility Vehicles


http://www.kawasaki.com
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Utility Vehicles
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KAWASAKI MOTORS CORP., U.S.A.
AFFINA - M - LM400

PO BOX 3900

PEORIA IL 61612-9948
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TOUGH

S TO MANAGEMENT

e Bring it on. Mule™ utility vehicles won't
2 . ‘“ r,h.

s, L : 5

: MG F.OR‘MORE HOURS shy away from hard work. Whether it's

X . :‘ . - - sy o _ Y : hauling equipment or moving people, it's

. up to the task with its powerful V-twin

engine* and automatic transmission,
And it's even available with a rugged
diesel powerplant. With rack and pinion
steering, front and rear suspension
and bench seating for two, it's sure to
be the most tireless member of your
workforce. Call 1-877-KAW-MULE or

visit www. kawasaki.com. And see a

- real workaholic in action.

freadighy gy
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continued from page 16

store fertilizer tablets in a dog food dis-
penser mounted on the wall. It takes a per-
son seven seconds to fill a container with
tablets from that dispenser compared to 47
seconds it took by hand. Also, we keep
tools on wall racks in designated spots. Our
shop has an ironclad rule: When you use a
tool, you clean it and put it back where it
belongs. We also use double-decker storage
— equipment with wheels stays on the first

floor and everything else is elevated.

Per-person productivity
America is obsessed with the idea that big-
ger is better, but [ don't have to tell this

readership that volume and profit are two

different animals. So, we measure the

health of our business in dollar volume per
person. Each person represents a volume of
$125,00 to $150,000 in landscape business,

including materials. I don’t see many busi-

nesses that generate more than $100,000 of

production per person per year.

Thinking in these terms helps you get
moving in the right din-clinn and also helps
you know the importance of each worker.

If you're always asking the question,
“Can we do this better,” the answers will
come. | thought of our sharp-pivoting ‘air-
plane trailers’ while sitting on a plane at
O’Hare Airport, watching a tractor make
tight turns while towing a jetliner.

The reward from your ideas is success.

You'll be generating more production per

person, and you'll have fun in the process.
— Dwight Hughes is president of Dwight
Hughes Nursery in Cedar Rapids, IA. He is
recognized throughout the industry for inno-
vation. Dwight is a board member of the
American Nursery and Landscape Associa-
tion's Horticultural Research Institute, and
has attracted national attention for his work
in developing robotic equipment for use in the
Green Industry. His book and videotape,
“Systems for Success,” detail his thinking and
methods. For more information, call
319-396-7038.

finally . ..
a truck built
around you!

Nightscaping
B-K Lighting
Kichler
Greenlee
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lift dump store

for the distributor nearest you,

call: 1-800-CS-STAIHL

O amm

haul

Email
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For 37 Years - the Foremost in

Experience & Knowledge

LANDSCAPE LIGHTING

Acclaimed Distributor of the Industry Leaders:

Hadco Lighting

Call TOLL FREE for Catalogs & Price Lists

1-800-457-0710

online to
View our catalogs, place an order at

CALIFORNIA SERIES transformers * Compl‘hmdw

A Division 01 K|n1 Enlerpnses Inc
31260 Cedar Valley Dr.
Westlake Village, CA 91362

Phone: 1-800-457-0710
FAX: 1-800-457-0730
callite@pacbell.net

Kim Lighting

Ny Lumiere Design

Low Cost Focus

Service To Rockscapes
Y. D

ey Hanover Lantern

rw ite

www.callite.com
n I tock

call STAHL for all your commercial truck equipment needs! Fc'l‘.‘)’ Callfornla

Landscape
Lighting
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