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To create a landscaping masterpiece 
y o u n e e d the bes t of e v e r y t h i n g . 
L ike C o n f r o n t " h e r b i c i d e , f r o m 
D o w AgroSciences. Confront provides 
s p e c t a c u l a r c o n t r o l o f d a n d e l i o n , 
c lover , c h i c k w e e d a n d o t h e r t o u g h 
broad lea f species for up to 1 2 weeks. 
So your turf is as beautiful as possible.. . 
your customers, as h a p p y as possible. 
C o n f r o n t . X^mStieiKis 
When only the 
best win do u o m r o n t 

Specialty Herbicide 

www.dowagro.com turf 1-800-255-3726 Always read and ' » ' 
follow label directions.'Trademark of Dow AgroSciences LLC 

http://www.dowagro.com


LM PRESENTS ^ W f l f d , winning landscape management 

Property at a glance 
Location: Milwaukee, Wl 

Staff: David J. Frank Landscape 

Contracting 

Category: Hospital or institution 

Total budget: $39,360 

Year site built: 1955 

Acres of turf: 2 

Acres of woody ornamentals: 3/4 
of an acre 

Acres of display beds: 700 sq. ft. 

Total paved area: 2 acres 

Total man-hours/week: 23 

Maintenance challenges 
• Heavy debris patrol in urban 

environment 

• Truck watering of flower 
beds/new plantings 

• Snow removal 

Project checklist 

On the job 

Sinai Samaritan 
Medical Center 
A 2000 Honor Award Winner off the 
Professional Grounds Management Society 
for Hospital or Institution 

One good thing about 
doing landscape work on 
the grounds of a hospital 
is that, if you get injured, 
you're literally steps away 

from emergency treatment. It's doubtful, 
however, that the employees of David J. 
Frank Landscape Contracting who care 
for the East Campus of Sinai Samaritan 
Medical Center are spending too much 
time thinking about injuries — they've got 
mounds of trash, vandalism and security 
issues on their minds. 

Heavy debris at this urban location re-
quires trash pick up twice a day, seven days 
a week. Herbaceous plants need to be con-
tinually replanted due to unintentional 
damage and vandalism. A large number of 
new plantings in unirrigated areas require 
time-consuming truck watering. 

Aside from doing routine chores, the 
crew of David J. Frank has contributed 
to an overall redesign of Sinai Samaritan 
for more color and a more modern look. 
Part of that look was created at new 

• 3 full-time staff, 1 seasonal 

employee, 2 licensed pesticide 
applicators 

planting beds adjacent to the entrance 
signs tilled with bold annual flowers, 
sheared evergreens and bright perennials. 
In displays varying from pattern plant-
ings to country bouquets, over 6,(XX) 
annual flowers were installed for color 
and interest. 

Maintaining planting beds takes up a good 
portion of employees' time. 

" T T W ^ ft/If Editors' note: Landscape Management is the exclusive sponsor 
r ^ m T f W i j of the Green Star Professional Grounds Management Awards 

for outstanding management of residential, commercial 
W a n d institutional landscapes. The 2001 winners will be 
U G L l i l l j v C l l l C named at the annual meeting of the Professional 
M A N A G E M E N T ! 

Grounds Management Society in November. For more in-
formation on the 2000 Awards, contact PGMS at: 

720 Light St. • Baltimore, MD 21230 • Phone: 410/223-2861. Web-site: www.pgms.org 

M A N A G E M E N T 

http://www.pgms.org


Ornamental grasses and assorted perennials at the medical complex offer a balance of color, structure and style. 
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FOUR MILLION POU 

SAFETY 
live with it 

z j i n a n It's the perfect combination of brainpower, and simple power. Taking 
a force that can move mountains, and applying it to grass. 

There was no alternative in building a deck this good. 
Only years of R&D, and a two-story machine press would do to create the world's first 

and only seven-gauge stamped steel deck. One with no weld failures. No blowouts. And no 
comparison to anything else. 

Available in 48-, 54-, 60- and 72-inch widths, on seven 20- to 31-horsepower mowers, 
the 7-Iron™ deck is not only the strongest, but best cutting deck on the planet. 

2081LMN4 

One guess why the discharge chute 
is this wide. 

7-gauge stamped steel 
We repeat: 7-gauge stamped steel. 

Stamping allows the precise spindle 
placement necessary for industry-besi 
blade overlap (40 mm). 

Even the edge has an edge: A rolled 
lip and .75-inch steel reinforcing bar 

w w w . J o h n D e e r e . c o m 

http://www.JohnDeere.com


What types of equipment do 
you use? (Please check all that apply) 

Compact Utility Tractors 

Front Mowers 

Zero-Turning-Radius Mowers 

Walk-Behinds 

Backpack Blowers 

Trimmers 

How many employees does 
your company have? 

I-3 

4-6 

7-10 

II-15 

16+ 

• Yes, please send me the 2001 John Deere Commercial Mowing Brochure. 

DYes, I'd be interested in receiving e-mail about future John Deere 
promotions and products. 

PLEASE PRINT 

Name 

Title 

Company 

Street Address 

City County State Zip 

Phone Fax 

E-mail 

What percentage of your business 
is mowing vs. landscaping? 

25 50 75 | 100 Mowing 

25 50 75 i 100 Landscaping 

2061LMN4 JOHN DEERE 

Cal l 1 - 8 7 7 - 2 3 0 - 4 2 8 8 

Please respond by 10/15/2001 

a 
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Unlike a welded deck, the 7-Iron shell 
has no corners to catch material and 
cause clumping. 

KTHROUGH CAN TAKE 
NDS OF FORCE. E S I 

Industry-best 5.75-inch maximum depth 
creates a superior vacuum. 

These small depressions (where the 
spindles sit) are specially designed 
to absorb additional stress. 

A safe choice: Design meets 
ANSI B71.4 1999 safety standards. 

Unique full-length front baffle brushes 
grass up into an ideal cutting position. 

Its unparalleled depth, airflow and blade overlap give it unmatched capacity and superior 
cut quality in lush, wet grass, and while turning. 

You can read more, but why? 
Call your John Deere dealer for a demonstration. 

(For more information, or to locate a dealer near you, visit www.JohnDeere.com 
|or call 1-877-230-4288.) 

The effort put into this deck? 
Nothing compared to what we'll put towards you. 

Circle No. 119 on Reader Inquiry Card J o h n D e e r e 

N o t h i n g R u n s L i k e A D e e r e ® 

http://www.JohnDeere.com


Three irrigation 
contractors discuss 
the keys to making 
irrigation installation 
work for you Irrigation design, installation and 

maintenance is an exact science 
that some say is best left to the 
experts. That's why the Ameri-
can Society of Irrigation Consul-
tants (ASIC) urges landscape 
contractors and architects to con-

sult them before embarking on an irrigation 
project. They have experience, and they stay 
abreast of the rapid changes in irrigation tech-
nology through industry contacts and con-
tinuing education. 

Still, many contractors go it alone and 
do quite well because they've developed 
competent irrigation crews. Crew mem-
bers have taken a proactive approach to 
learning everything there is to know about 

£ PHOTO COURTESY: NETAFIM 

irrigation systems and their components. 
Their superiors, in turn, have provided 
them with intensive training and "real 
world" experience by sending them to job 
sites all over the country, seminars, trade 
shows and manufacturer training classes. 

Knowledge is the key to success in irri-
gation, and those who have a vested inter-
est in this market don't take their jobs 
lightly. Mistakes can be costly and ruin the 
reputation of even the best companies. 

We wanted the inside scoop on what 
today's contractors are up against when it 
comes to servicing the irrigation market, 
and here's what they had to say: 



LARGE CONTRACTOR 
Name: Todd Huston 
Title: Vice president 
Company: Terrain Systems, Inc. 
Location: Phoenix, AZ 
2000 revenue: $14.6 million 
Business mix: Mostly commercial 
Employees: Between 180 and 300, de-
pending on the season 

Company profile: Founded by current 
owner Dale Micetic, the company has pro-
vided landscape and irrigation contracting 
services to commercial and industrial clients 
since 1974. Landscape Care, LLC, an affili-
ate company of Terrain Systems, Inc., pro-
vides landscape and site maintenance ser-
vices to commercial and industrial sites 
throughout central Arizona. In mid-1998, 
Terrain purchased DKS Land Design, an-
other local landscape design/build company 
that provided new leadership and a tree 
nursery now called Southwest Tree Grow-
ers, LLC. Each of the three companies oper-

ate as separate profit 
centers and serve to in-
crease profit through 
vertical integration of 
horticultural products 
and services. Terrain 
Systems fields 18 crews 

Huston with Landscape Care, 
adding another 14 maintenance crews in the 
field daily. Approximately 35% of its land-
scape/maintenance services are devoted to 
irrigation installation and repair. 

Product information sources: "We obtain most 

of our information through our vendors and 
trade-related seminars. We also have three 
large distributors who continually update our 
product knowledge and provide us with new 
catalog information on a regular basis." 

Equipment arsenal: "We own all our equip-

ment, everything from tractor-type 
trenchers to walk-behinds, backhoes, grade 
tractors and skid steers. Additionally, Ter-
rain Systems operates a crane and water 
truck service for commercial construction 
sites. We have our own in-house mechan-
ics to repair our equipment and keep the 
preventative maintenance up-to-date." 

Picking a supplier. "Service is a major aspect of 
ordering irrigation parts. We can't afford to 
have our parts back ordered. Without materi-
als, we can't meet our production schedules." 

Biggest challenges: "One is all of the docu-

mentation and field plans you have to study 
before beginning a project. In our region, 
the weather is arid and dry, and local gov-
ernment regulations prevent new develop-
ment from installing any new turf along 
right-of-ways. So it's an absolute must to 
know your county and city water regula-
tions before embarking on an irrigation pro-
ject. In the Phoenix area, drip irrigation 
prevails. We are hardly ever allowed to use 
bubblers and shrub sprays to water planter 
beds. Design guidelines require that plants 
be irrigated with low water use emitter sys-
tems (called xerigation in other areas of the 
country). Under this system, each plant is 
watered independently to insure each gets 
the proper amount of water." 

Products to watch for: "Solar-controlled 

controllers are up-and-coming." 

Word to the wise: "Look at and understand the E 
complete project before coming up with and | 
submitting the final bid. Also, buying the best ir- i ec 
rigation products on the market is the best in- ^ 
vestment you can make for your dient." * 

£ 
Teamwork is key in making irrigation | 
installation work. ~ 

MEDIUM CONTRACTOR 
Name: Takeshi Yamamoto 
Title: Irrigation division manager 
Company: Del Conte's Landscaping, Inc. 
Location: Fremont, CA 
2000 revenue: $6.5 million 

Business mix: Mostly commercial (HOAs) 
Employees: 115 (90 year-round and 35 sea 
sonal) 

Company profile: T h e 

29-year-old firm, which 
offers mostly commer-
cial landscape installa-
tion services, is located 
south of the San Fran-
cisco Bay. The devel-
opment of analytical 
methods of water management is a per-
sonal passion for owner, Tom Del Conte, 
who pioneered the use of technology to ef-
fectively manage irrigation zones. The 
company employs both central computer-

continued on page 40 

Yamamoto 



continued from page 39 

ized irrigation water management via 
phone modem and conventional timing 
management by use of its own proprietary 
software developed by Yamamoto. Irriga-
tion maintenance and construction services 
contributed more than $1.7 million to the 
company's gross profit revenue of $6.5 mil-
lion in 2000. 

Product information sources: Trade shows, 
magazines, catalogs and distributors. Ya-
mamota takes a proactive approach to 
learning about products and systems on the 
market. He interacts frequently with water 
conservation staffs so he can keep updated 
on what they're encountering in the field. 

Picking a supplier: "A lot of products look 
good on paper but don't work in the real 
world. For example, when the trend to-
wards drip irrigation was increasing, there 
was an onslaught of products in that mar-
ket. Many of those manufacturers at the 
time came up with products that weren't 
worth putting into the ground because of 
poor workmanship and design. But be-
cause that market has matured, contractors 
are figuring out what works, and the learn-
ing curve is catching up. We use only what 
we know works and invest only in the 
best." 

Equipment: "We own all our equipment, 

Make sure that you're carrying only the best products onto your project site. 

including several large excavators, back 
hoes, loaders, dump trucks, vibratory plow 
machines and trenchers of all sizes for in-
stallation jobs. For maintenance, we use 
customized compact vans fully equipped 
with all sorts of rack and irrigation compo-
nents. Every tech also has a wireless re-
mote control to activate the system as they 
walk around." 

Biggest challenges: "My biggest challenge 
here is that the price of water is so cheap. 
To convince a client that a computerized, 
centrally-controlled irrigation system is 
going to save him a tremendous amount of 
money and conserve a tremendous amount 
of water is difficult with where water rates 
are right now. Until water is in short sup-
ply, the rates won't increase because of all 
of the political pressure surrounding this 

Products to watch for: "Wireless will be 
the wave of the future. Control valves will 
be in the field, and you'll simply have a 
wireless receiver on each one. The con-
trollers will talk to the valves as well as 
send power to them. When its name is 
called, the valve turns on." 

Word to the wise: "Knowledge is the key 
to running a successful irrigation opera-
tion." 

SMALL CONTRACTOR 
E Name: William L. Wollett, Jr. 
fe Title: Owner 
? Company: Golden East Lawn Service, Inc. 
rv 

Location: Rocky Mount, NC 
2000 revenue: N/A 

> 
£ Business mix: 100% residential cc 
o Employees: 5 during peak season 
g Company profile: Founded in 1989, the 
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