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The conventional wisdom on grub control is shifting
from a curdtive to a preventive approach. Fortunately,
MACH 2* Turf Insecticide offers effective preventive
grub control with a powerful curative component
as well.

Apply MACH 2 once before egg-hatch to prevent
grubs all season long. Or apply shortly after egg-
hatch to cure grubs up through the second instar.
Make the choice that suits your schedule and resource
availability.

And don’t worry about watering MACH 2 in
immediately. Unlike other products that degrade
on the surface in a single day, MACH 2 can wait 2
weeks or more for your customers—or mother
nature—to water it in without sacrificing effectiveness.

Prevent or cure. Unmatched irrigation flexibility.
Effective control with an award-winning
environmental profile. Only MACH 2 truly gives you
the best of all possible worlds.

For more information, call 1-888-764-6432
ext. R3107, or visit our website at www.mach-2.com.
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TOOLS OF THE TRADE

Packin’ a punch

Manufacturers talk about
what makes their hand-held
and backpack equipment so
powerful

How do manufacturers of hand-held/backpack
equipment tumn their small, two-cycle engine
products into virtual powerhouses that are ex-
pected to meet stringent clean air regulations and
be quieter, more ergonomically correct and safer
to use? And why do some hand-held tools seem
to fit like a glove while others cause operator fa-
tigue and blistering skin? We wondered about
that, too, and decided to go right to the leading
manufacturers of these products to find out the

answers to all our questions
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CHAPIN

MANUFACTURING

Greg Condon, Vice President
Hand-held/backpack equipment: Hand-held
compressed air sprayers available in 1-, 2- or
3-gal. sizes.

Product design trends: “We've developed
some poly sprayers with an extra wide
mouth for easier filling and cleaning and less
spill, contamination and germal contact.
We've also developed a sprayer with a filter

e Is it worth an extra few

tank instead of near the nozzle where conta-

minants can get trapped. Ours is a self-clean- - 7
ing filtration system that’s not entrapped in a d o I Ia rs o* I n s u ra n Ce .
tube or canister but floating in an ocean of
floating solutions. When you stop spraying,
it never gets plugged.”

Safety/training: “We'd like to see the indus-
try move to pre-packaged materials requir-
ing a lower level of training for the applicant.
This would prevent the operator from over-
applying or underapplying and protect him
from dermal contact when trying to mix
chemicals. There's also a need to redesign
packaging for chemicals. We urge operators
to wear protective apparel and read the in-
structions on every product prior to use. The
most important thing to do when handling e -
this equipment is to wear protective eye e ) = e

gear.

Purchasing/financing: “We're in a cost-com- e
petitive area — we have products that are al-
ready cheaper than commercial products in o 1
the turf area. You can spend a little more e Ae————r
and have it last for years. Most specify a

commercial buying grade and will pay more

for those better hoses, brass nozzles and e——— I
metal shut-offs.”
s _ raa& 3120 Weatherford Road - Independence - MO - 64055
F e inC. tel: 800 342-6173 - www.rootsinc.com
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TOOLS OF THE TRADE

continued from page 63

JOHN DEERE

Charlie Durand,

Manager of Sales &
Training/Portable Power
Equipment
Hand-held/backpack equipment
products: Chain saws, trimmers,
edgers and blowers.

Product design trends: “Products
that meet or exceed EPA’s
CARB/Tier II low-emissions
standards and reduce noise pol-
lution are two key areas being
pushed to the forefront. In our
small-engine designs, emissions
are lowered because of the elim-
ination of an unburned fuel
charge during the two-cycle en-
gine’s exhaust stroke. With our
ecoPOWER engines, which re-
duce emissions on most of our
trimmers, brush cutters and
blowers, we address noise levels
on these products as well. Two-
cycle equipment has become
more reliable over the last sev-

eral years with electronic igni-
tion and lifetime warranties on
ignitions and shafts. Ergonomics
is another important feature we
have to address. Commercial
end users are looking for more
powerful, lighter units than
they’ve had in the past.”

Training/safety: “We have to
meet strict ANSI standards in
this country and around the
world. We have programs/man-
uals addressing customer safety.
We also conduct bilingual safety
seminars at our dealerships."

Purchasing/financing: “Most
contractors will take advantage
of their dealer’s credit or lease
programs. | don't see a lot of
contractors going to the ‘big-
box’ stores for purchases. The
market trend is professionals re-
maining with dealers to get their
products serviced properly.”

HUSQVARNA

Ken Taylor, Business Unit
Manager for commercial
lawn & garden

Hand-held/backpack products:
Blowers, brush cutters, chain
saws, edgers, hedge trimmers,
pruning/hand-planting and dig-
ging tools, power brooms, trim-
mers, equipment storage racks
and safety wear.

Product design trends: “Noise,
emissions, overall environmental
concerns, ergonomics and safety
are important in designing
products to meet end users
needs. In our E-tech technology,
the “E” stands for engineering,
ergonomics, efficiency and econ-
omy. The Husqvama E-tech
uses a combination of features to
reduce certain harmful exhaust
emissions and the smoke and
odors associated with them
without sacrificing fuel economy
and power. In regard to er-
gonomics, providing

solutions that reduce

Mini Mantra

ULV Sprayer for Roundup®

No mixing

Drift free spraying

Battery operated (rechargeable)
Quantity discount available

Use up to 90% less Roundup® than normal application

Handheld lightweight construction

Agro Dynamics
800-872-2476 -

¢

operator fatigue and
enhance overall per-
formance are our
benchmarks. Being a
Swedish company,
we're all too well

L' aware of mandated
European designs,
many of which were
introduced by Husg-

varna.

Training/Safety: “We

Circle 129
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are the sponsor of Chain Saw
Safety Awareness Month — but
our efforts on safety go beyond
chain saws. Safety means safety
training (which we're actively
involved in through trade associ-
ations and a support staff of end
user experts), safety apparel and
safety features like our inertia
chain brake and ergonomic de-
sign to reduce operator fatigue.
Retaining/finding qualified help
is one of the key challenges fac-

ing employers.

Purchasing/financing: “We offer
four ways to assist our retailers in

Pete Thompson, senior
product manager for
equipment

Hand-held/backpack equipment:
Hand-held power products such
as string trimmers, hand edgers,
hedge trimmers and backpack
blowers made by Kawasaki.

Product design trends: “Everyone
is concerned with emissions and
meeting the EPA’s CARB Tier Il
requirements. Our products
meet or exceed regulations for
continued on page 67



Mows up to 7.0
acres per hour
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27-hp Liquid-Cooled Diesel

31-hp Liquid-Cooled Gas

Evolutionary Engineeting, Revolutionary Productivity.
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Landscape professionals asked us for a Lazer Z°
with even more power and performance.

P The Lazer Z* XP Series is proof positive we listened. A DynaFocal engine iso-mount system
dramatically reduces vibration. The dual mule drive system — based on proven Lazer Z deck
drive technology—delivers maximum power to the 60" or 72" UltraCut™ deck. Generating
ground speeds up to 11.0 mph forward and 7.0 mph reverse, the XP Series features a unitized,
tubular frame which minimizes vibration and extends product life. Its compact design lowers
the center of gravity for greater stability. Listening and then delivering is a big reason why

Exmark is the best-selling brand of

mowing equipment for landscape professionals. exma r k 4
) g
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Same Seed. New Name.

The good news is that these are the same reliable pre-formulations you have

trusted for years from Medalist America.

Just because the Jacklin name is now on the bag, don’t think anything has
changed in the bag. The varieties that always went into these and many more
popular pre-formulations are still here. So is all the performance that leads to top
honors in NTEP trials. Jacklin brings proven expertise in selecting and then
combining the right varieties into formulations that address your particular
growing requirements.

Please call 800-688-SEED for the name of your nearest Jacklin distributor.

LINKS




continued from page 64

noise and/or emissions.

Training/safety: “Over the last several years,
we've packaged safety goggles/shields with
our products. To help prevent injuries, we
also ensure all our packaging is properly la-
beled so there is no misunderstanding when it

comes to the right way to use these products.”

Purchasing/financing: “We know that people
purchase equipment on an annual basis. Bet-
ter-built equipment will last more than one
season, and products that can be rebuilt in-
stead of replaced may last two to three sea-
sons, Durability is becoming a factor now
because contractors usage is up. From our
standpoint, a large percentage of our cus-
tomers are buying with credit, but that’s also
based on the size of the contractor’s business
and how long they’ve been in business.”

LITTLE WONDER
(SCHILLER-PFEIFFER, INC.)
David Navroth, Director of Sales
Hand-held/backpack products: Walk-behind
blowers, edgers, gas/electric hedge trimmers.

Product design trends: “Our high-output se-
ries blowers feature reduced dBA ratings but
more air output over prior models. Our
hand-held edgers have a two-cycle vs. a four-
cycle engine. Our newest edger is powered
by a 34cc two-cycle engine and is designed
for less operator fatigue. In addition, fully en-
closed blade guards keep debris directed to-
ward the ground. Our hedge trimmers have

reduced weight and increased blade speed.”

Safety/training: “All Little Wonder equip-
ment is submitted to multiple European
safety standard companies for review. Our

goal is to meet or surpass all European safety

Little Wonder's hedge trimmers feature reduced weight and increased blade speed.

standards (because in our opinion they are
much tougher than the USA safety stan-
dards). We are also producing our owner’s
manuals in three different languages to im-
prove operator knowledge.”

Purchasing/financing: “It appears the current
trend is professional landscapers purchasing
their equipment on credit. There are many
retail finance companies for the dealer to
offer to his customer. In addition, Visa and
MasterCard are accepted at all dealers and
mass merchant locations. Even if a land-
scaper purchases his equipment at a mass
merchant (i.e. Home Depot), the servicing

dealer is there to service that equipment.”

MARUYAMA

John Krueger, Marketing Manager
Hand-held/back products: Blowers, brush
cutters, edgers, hedge trimmers, sprayers and
trimmers.

Product design trends: “The key issue today

and in the near future is EPA standards.
Noise reduction is an issue in California, but
in other parts of the country where noise re-
ally isn’t an issue, contractors want bigger

blowers and more power.”

Safety/training: “We provide the information
and hope it’s being passed on to users. Safety
goggles are important. Hedge trimmers can
be especially dangerous if improperly used.”

Purchasing/financing: “Price is an issue with
consumers, but we market from the stand-
point of, ‘Pay a little bit more and get a
much better commercial grade piece of
equipment that will last more than one sea-
son with the proper care.”

REDMAX

Tommy Tanaka, Engineer
Hand-held/backpack products: Blowers,

brush cutters, chain saws, edgers, hedge

continued on page 70
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If you really want to keep somethin

It takes two fierce herbicides acting side by side to keep crabgrass, goosegrass, spurge, oxalis and other
. 5 24

weeds from breaking into your customers' property. Team® Pro preemergence herbicide combines Balan®
and Treflan® herbicides into the most consistent, fast-acting, long-lasting crabgrass preventer available
Team Pro protects lawns better than pendimethalin without severe staining of spreaders, shoes or landscaping
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out of a yard, unleash the I'owe of Two.

And Team Pro won't harm established ornamentals, turfgrass or your reputation for a
good value. For information on fertilizers formulated with Team Pro, talk to your supplier.
Or call us at 1-800-: 3726 or visit our web site, www.dowagro.com. Then stand back, and
unleash the Power of Two.

@ Dow AgroSciences
Always read and follow label directions.

Team Pro



http://www.dowagro.com
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New England
Regional
Turigrass

Conference
& Show

March 7-9, 2001

R.I. Convention Center, Providence
A Combined Six States Show...

Show & Conference Pass Includes

* Admission to Trade Show

* Keynote Speaker
* Luncheon Voucher(s)

Over 400 Turf Related Booths Await You...

Meet professionals on the cutting edge of turf management. See the
latest in equipment, products and supplies. Join fellow lawn, golf,
sports, landscape, municipal & other turf industry professionals.

Certification Credits

Pesticide Applicators Recertification Credits have been
requested for all New England states, NY and NJ.

Advanced Weed Management
Informative Presentations

* Golf Course Mgt. * Lawn & Landscape * Sports Turf «
Grounds * Parks & Recreation ¢ Equlpmenl Management

TRADE SHOW HOURS: '
Wed., Mar. 7 * 5pm-8pm
Thurs., Mar. 8 * 10am-2pm

* 4pm-6pm

Fri,  Mar. 9 * %9%am-2pm
EDUCATIONAL SESSION HOURS:
Wed., Mar.7 * 9am-5pm
General Session & Keynote Speaker

Thurs., Mar. 8 8-10:30am/2-4pm
Fri., Mar. 9 + §:30-11amy/
* 11:15am-1:15pm

* Opening Reception
* Educational Sessions
* Show Reception

. Presened by: The New England Regional
URI‘:;:UMIW the benefit of the New

WMmmalllormmlstmlonhmorcall
(401)848-0004% - visit us online at www.NERTF.org
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TOOLS OF THE TRADE

continued from page 67
trimmers, power brooms, trim-
mers/edgers.

Product design trends: “All our
products are designed with oper-
ator fatigue in mind. We want a
balance of performance, weight,
durability and price. Meeting the
CARB emissions is also a major
priority. For example, we've de-
veloped a clean air trimmer that
meets CARB Il and EPA stan-
dards without a catalytic con-
verter but with a 25.4 cc, two-
cycle Strato-Charged™ Air
Head™ engine. Weighing 5%
less, the engine uses 35% less fuel
and reduces emissions by 73%
over previous engines.”

Safety/training: “We have safety
gear that can only be purchased
from a trained dealer who is re-
quired to explain how to use all
of our equipment he sells. Our
manuals are also thorough when
it comes to explaining safety.”

STIHL

Gary Hardee, National
Sales Manager
Hand-held/backpack equipment:
Blowers, brush cutters, chain
saws, edgers and pruners, along
with a full line of handsheers,
manual hedge trimmers, long-
reach installing devices, trim-

mers and power brooms.

Product design trends: “Our blow-
ers meet all noise regulations and
emissions standards. Other design
trends include chain saws

equipped with a quick change ad-
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juster that requires no tools and
allows the user to keep the chains
at the correct tension at all times,
and those which feature a triple-
activated chain break and low
noise; brush cutters with anti-vi-
bration handle bars; edgers with a
straight shaft delivering 20%
more power to the edger blade;
power brooms with a drum
width of 23 in. for a quality pass.”

Safety equipment: “We offer a va-
riety of protective and cut-resis-
tant apparel including a nine-layer
chap. We use a material called
ENGTEX which is fibrous and
can be machine washed without
losing its protective coating capa-
bilities. To get more landscapers
to wear eye and ear protection,
this equipment, we introduce a
stylish pair of safety sun glasses
every two years. Many landscap-
ers don't like the helmet system,
so we've developed a face/hearing
protector that eliminates the need
for a helmet and features a wire
mesh screen face shield with ear
muffs. OSHA is starting to effect
this industry more, and many
contractors are putting safety
items on their bids for contracts.”

TANAKA

Jeff Wright, President,
North and South American
operations
Hand-held/backpack products:
Trimmers, brush cutters, blow-
ers, chain saws, portable and
wheeled edgers, hedge trimmers
and pruning saws.

Product design trends: “All man-
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