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*Chevy Commercial Customer’s Choice Program. Excludes Silverado. See your dealer for details. fShown with lan@gp?ng dump
See the Owner's Manual for information on alterations and warranties. **Includes vehicle, passend€rs; equ:phﬁnklhd cargo ©
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GM Cy'p BucHe up,

. Bul vho apprecnate 900 bucks.
Because it comes with up to a°900 cash allowance' on upfi its du  body! with its 15,000-b.
GVWR™ and you've got the power to change the face of f! earth. That's what you'd expect from a

dependable, long-lasting Chevy Truck. 1-800-950-2438 or visit www.chevrolet.com.
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i o s 19 ~ TGCL purchases Leisure Lawn

LESCO broke
records in 99
ROCKY RIVER, OH — Green in-

DAYTON, OH — Leisure Lawn, Inc., headquartered here and one of the few remaining sizable

independent lawn application companies in the United States, is now a part of Memphis-based

TruGreen-ChemLawn. The sale was announced in May. The purchase price was not disclosed.
Leisure Lawn, with 420 employees and 85,000 customers, operates in 11 markets across

dustry supplier LESCO, INC. (Nas- St eight states and recorded sales of about $22 million in 1999. TG-CL has about 3.5 million cus-
daq: LSCO) reported net income n tomers in over 330 locations nationally. Sales in 1999 were $880 million. TG-CL is owned by
for 1999 increased 98% to a F ServiceMaster Co, (NYSE: e
record $11.6 million compared W o\ iy 1o slesofss7  DaVeY launches training program
with $5.9 million in 1998. Net ‘ billion. KENT, OH - With the goal of emerging as a leader
sales for the 12 months increased ‘ The late Ronald D. Baker in the commercial grounds maintenance market,
10.5% o a record $460.4 million I founded Leisure Lawn in 1970, The Davey Tree Expert Co. launched an in-house
(§385.4 million for fertilizers, turf z just a few years after the found- training program for grounds maintenance.
protection products and turfgrass n ing of ChemLawn in nearby Modeled after the company’s flagship educa-
seed; $75 million in lawn care Miami County. ChemLawn, tional program DITS (Davey Institute of Tree Sci-
equipment and parts), compared m which is generally credited with ences), the Davey Institute of Grounds Maintenance
with net sales of $416.7 million Yo popularizing the concept of (DIGM) featured scientists from the company'’s re-
for the same period last year. chemical lawn care to millions of ~ search division and managers instructing 32 employ-
Americans, was purchased by ees on topics such as lawn care, operating efficien-
TruGreen in 1992. cies and customer service.

Buy Lawn Equipment
And Parts Factory Direct.

AERATOR ¢« BED EDGER * LAWN OVERSEEDER * SOD CUTTER

Turfco quality, service and speed.

No middle-man margins and no middle-man delays.
Even parts come overnight.

b Save Hundreds $$$ D 2-Year Warranty
» 90 Day Same As Cash

(800)679-8201 . turfco.com

$1,725.  $1,580.

$2,125.

Sod Cutter Edge-R-Rite Lawn Overseeder Aerator
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Get ready, feds say it’s going to be dry

WASHINGTON, D.C. — It's not too early
for lawn/landscape professionals to start
developing strategies to help themselves,
and their customers, through an extended
drought, based on the federal govern-
ment's spring predictions.

This may include:

P> becoming informed about local
water regulations and the people that
make them,

P> informing clients about the benefits
of irrigation,

P> offering irrigation, including repair
and maintenance services,

P> preparing literature for your cus-
tomers explaining droughts and how you
can help them,

P> locking in product (turf seed, starter
fertilizer, etc.) for fall renovations.

The news is not
good. The: drought
of 1999 remains
with us' in the

new century and
our data indicate

drought conditions
are going to get
worse before they
getbetter.” 0

= U.5, Commerce secretary
William Daley

-

“The news is not good,” said U.S. Com-
merce Secretary William Daley. “The
drought of 1999 remains with us in the
new century and our data indicate drought
conditions are probably going to get worse
before they get better.”

Experts continue to blame the La Nina
weather pattern for causing this past win-
ter to be the warmest on record in the
United States, and the driest spring on
record in several southern states.

The National Oceanic and Atmospheric
Administration (NOAA) predicts that the
areas impacted by this year’s drought will
parallel the drought of 1988, which was the
most costly weather disaster in history with

During the summer of 1999, large por-
tions of the Mid Atlantic suffered a severe
drought, which is expected to widen into
the Appalachians and the southeast this
season.

$40 billion in losses. The average annual
cost of droughts is over $6 billion.

3

& JAqguatrols’ Prodiicts-Help You
Maintain Gardens and:Landscapes

“

e

Moye Water Through Hard to Wet Sojls with PsiMatric TDG
Enhance the Performance of Foliar Applied Pesticideswith BreakThru

- ~* Minimizes Run Off
APSi#MatI‘iC T.D.G. + Improves the Appearance of Turf

TOPDRESS GRANULAR SURFACTANT

* Increases the Survival Rate of Newly
Planted Landscape/Shrubs

* Maximizes the Coverage and
Effectiveness of Spray Solutions

* Offers Turf and Woody Ornamental
Managers a Highly Effective Spreader

ORGANOSILICONE SPREADER ADJUVANT
DEW CONTROL AGENT

Call 800-257-7797 or
Visit Our Website at

www.aguatrols.com
For More Information

Other Quality Water Management Products from Aquatrols:

Supersorh {eatShigkl

&’@T!QLL :

5 North Olney Ave.
Cherry Hill, NJ 08003
800-257-7797
www.aquatrols.com
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Industry almanac

Valent adds e-commerce to site

Valent USA Corp. became
the first crop protection
manufacturer to sell prod-

confirming their order has
been shipped. It will con-
tain a UPS number to mon-

turf, nursery, greenhouse
and pest control markets
represented by Valent's
Professional Products divi-
sion. New to the site isa
problem/solution module
where users can submit a

specific pest or weed prob-

lem and query the data-
base for an answer from
Valent. And, of course,
there are Valent product
labels, material safety data
sheets (MSDS), news and
information pieces, events
calendars and literature

ucts from its own Web site
when the company re-
cently added e-commerce
to the site.

Now, Valent can deliver
products directly to cus-
tomers, who can peruse
detailed product informa-
tion and receive selection
assistance as well. Cus-
tomers receive an e-mail

itor the shipment
using a tracking fea-
ture on the site’s
order history page
or by clicking on the
tracking link in the
e-mail.

By logging on to
the site at www.va-
lentpro. com, users
go directly to the

order requests.
For more infor-
mation about Va-
lent Professional
Products visit the
Web site or call
800/898-2536.

Professional Products

ey (@ @-”-.\
ey (@) &)

Crew out unloading sod?
No Problem!

SALES ¢ RENTALS
SERVICE

* Two-Way Radios

comfort.

Feel the extraordinary balance. The com-
fortable 30° angled grip ends that give you better leverage.
The cushy™ absorption during high-repetition, high-impact
cutting. Then notice the sure, swift, clean shearing perfor-
mance of its fully forged blades. The AH 6900 Series
Aluminum Handled Hedge Shears by Corona. Amazing

comfort plus outstanding performance. Yo,
°
5 s

b

* Nextel Phones
Offices Worldwide

e Largest Inventory

Coro Call Nationwide Toll-Free
The professional edge. - - -
© 2000 Corona Clipper. 1540 Ezst Sixth Street, Corona, California 92879 1 800 527 1 670
800-847-7863 or 909-737-6515 FAX 909-737-8657
www.coronaclippercom A Bellota Company Bmcw
Wireless Worldwide
www.bearcom.com
040400-3
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Biopesticide
companies form
trade alliance

The biopesticide industry has formed a
coalition called the Biopesticide Industry
Alliance (BPIA) to

P> improve the global market percep-
tion of biopesticides as effective products,
and

P> facilitate the successful registration
process of biopesticides.

One of BPIA’s primary goals is to de-
velop a strong working relationship with
the EPA’s Biopesticide and Pollution Pre-
vention Division (BPPD), which regulates
products derived from natural materials
such as animals, plants, bacteria and certain
minerals. As part of the relationship, BPIA
would assist BPPD in handing out guide-
lines, policies and procedures to the indus-
try and other stakeholders. BPIA also hopes
that the EPA will use it as a channel for
proposing new policies and receiving indus-
try feedback on those policies.

Barenbrug kicked off the new millen-
th the opening of
v production and warehouse facility
ishington, D.C. The company
got a little help 1 its kickoff from the
Washington Redskins' cheerleaders
Barenbrug officials seen in the photo are

(left to right): Roeland Kapsenberg, Bert

Barenbrug and Keith Martin

Attordable Mycorrhiza

MYCORRHIZA

AFFORDABLE:

M-ROOTS":

3-3-3

MROOTS" iy & upaciel Mand of watorsd metrionty  ATPUCAIONS
bevmares
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MYCORRHIZA SPORE COUNT

Net 25 Ibs
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fungi that colonizes plant roots and extends the
root system into the surrounding soil, providing the
plant with improved nutrient uptake, disease
resistance, and superior survival and growth.

least expensive mycorrhiza available today in one
package.

the name of the product with twelve species of
affordable mycorrhiza, creating an inexpensive way to
get your valuable plantings over the stress of poor
soil, dry weather, and other harsh conditions.

rnn&inc. tel: 800 342-6173 -www.rootsinc.com
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Limited transmission warranty

N

PRODUCTS OF WALEK

We stand by all our commercial
walk-behinds (with 36-inch

decks or larger) like no other
company, with a 3-year limited
transmission warranty.

Enhanced for comfort, HD

and GS Series’ precise steering
controls are perfect for mowing
sculpted landscapes.

GS Series

13, 14, 17 hp

36-, 48-, 54-inch decks

ANSI B71.4—1999 safety certified

HD Series LY
14 and 17 hp \
36-, 48-, 54-inch decks Like all John Deere products, our e g
ANSI B71.4—1999 safety certified walk-behinds are backed by the T

country’s finest dealer network
and parts delivery system.




3 4 5

[ NG/ IN/ YOUR SHOES

Our customers don't just drive our

equipment, they drive our design.

Year after year, our affordable

You'll find premium features HD hydrostatic, and re—
on our walk-behinds, such as

high-torque OHV engines, GS gear-drive walk-

greaseable aluminum spindles, e

even kevlar-reinforced belts, K 2 \ behinds incorporate

All at a very competitive price. HD Series mowers oscillate as

: j much as six degrees and include the best of

anti-scalp gauge wheels for a
great cut on uneven terrain.
Front anti-scalp gauge wheels
are also available. (GS Series
decks offer easy cutting-height
adjustment.)

.

operators’

suggestions to improve performance.

HD Series steering controls have

/ been upgraded with wider grips, and

the distance to squeeze has been

reduced. On-the-go tracking is even

more precise. You'll find new anti-

scalp gauge wheels on HD Series

oscillating decks. A reverse-assist

kit is now standard equipment on GS

Series Mowers. The list goes on and on.

Interested? Stop by your local John

Deere dealer (call 1-800-537-8233

3 for one near you).

You'll see the very finest walk-

nds. All made by a company

~ that takes whatever steps necessary

) build the best.

>

\ JOHN DEERE

Nothing Runs Like A Deere®
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Get the

seeo) mone

you need

Is the lack of money holding you back? These enterprising landscape
professionals have found ways to shake the money tree for their pet projects.

Their methods may work for you

BY GEORGE WITTERSCHEIN / CONTRIBUTING EDITOR

ou don't have to be a start-up to need money. Even savvy landscape professionals must find
new money to grow an operation, acquire new products or supplies, smooth the flow of cash
or add a service. And some Green Industry operators have learned how to hit the jackpot.

Periodic shots of green
As president of World of Green Inc., Lincoln, NE, Gary Carstens knows that firms in
" business for 28 years need periodic infusions of financing for new ventures. His company em-
ploys up to 35 seasonal employees, providing commercial landscape maintenance services.
Carstens' firm has a revolving line of credit. “Because we have a seasonal business, the cash flow dur-
ing the winter is minimal but our expenses hit us heavy in spring. The revolving line of credit allows us to
buy the chemicals and get some of the payroll covered. We repay it through the end of the year.”
It took a lot of work to get his first SBA loan 15 years ago, Carstens recalls. “There was certainly a learning curve. |
had to learn that just because a line of credit is there, we don’t have to use it. I learned a lot of lessons the hard way.”
Today, World of Green has worked the kinks out of its money channels, using financing to buy equipment, using
cash flow to finance many of the capital needs and working the line of credit only as needed. “The personal relation-
ship with a banker also helps. You need that relationship,” Carstens adds.

Looking for ‘angels’

Mike Rogan was in the waste collection and disposal business for 26 years until 1998. Recently, he and his part-
ner, Herb Getz, conceived of an entrepreneurial idea. “We'd like to form a comprehensive landscaping company
servicing the Chicago area, and then move into other markets, eventually providing services on a national basis,”
Rogan explains. “To build a broad platform of services, our company, Sprouts Landscape Inc., would acquire and
consolidate existing businesses.”

This is a complex undertaking, he says. “We need substantial financial backing to build a large national com-
pany and acquire companies.” Sprouts has had some success so far in raising the money. Halfway through their

continued on page 32
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Some products live up to standards. Others set them. When Bayer brought the chloronicotinyl class of chemistry to the

turf market with MERIT® Insecticide, it revolutionized grub control. Six years later, MERIT provides longer soil residual

and broader spectrum grub control than anyone else. And one application is still all it takes to control grubs through the fall.




