
L O O K E D L I K E THE 

IT TAKES A LOT OF MEN AND EQUIPMENT TO MAKE THINGS LOOK BEAUTIFUL. AND NATURAL. 

ON SCHEDULE WE PLAN CAREFULLY. AND WE WORK WITH THE BUILDERS TO COORDINATE OUR 

EFFORTS. BUT OUR BIGGEST ASSET IS OUR IRONCLAD COMMITMENT TO GETTING IT RIGHT, 
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Snow removal & turf renovation 
systems, PTO-driven, for no-slip RPM. 

But no one has to know how easy... 
Sure, you had to cut around a lot of obstacles, but you did it in record time! And if 
the customer's turf looks better than ever? You did it all on a Grasshopper, and it's 
never been easier. The secret is in the equipment. 
No one has to know how easy mowing is with Grasshopper's front-mounted deck, 
where you have the visibility to trim and mow. Or the advantages of HydraSmooth™ 
steering that eliminate all footwork. By all means keep mum about how you stay 
comfortably in control with the Ultimate Operator Station. You complete your job 
ahead of schedule and still feel renewed for the rest of the day. 
If you're lucky maybe they won't notice all the comfortable legroom 
you enjoy while reaching the deck under shrubs and 

trees. You'll be the envy of every other 
contractor if anyone finds out ... 

You can't even break a sweat with 
maintenance so accessible and easy. 
So keep these secrets low-profile -

much like the terrain-hugging 
Grasshopper design - and let your 
quality of work speak for itself. 

Give us a call or visit our website for details on Grasshopper's complete 
line of true zero-turn (True ZT) mowers and large capacity leaf/grass 

collection systems. 
Ask for our free video on the Quick Converter Implement System, which transforms 
your air-cooled or liquid-cooled Grasshopper True ZT power unit into a compact turf 
renovation and snow removal system. 

It's easy to finance or lease a Grasshopper! Ask for details. 

DuraMax™ 90° FlipUp™ Deck 
(44" to 61"). Bag, mulch or discharge 
using the same (44" to 72") deck. 

First to Finish...Built to Last 

YOUR NEXT MOWER 
The Grasshopper Company I 
www.grasshoppermower.com 

P.O. Box 637 I Moundridge, KS 67107 U.S.A. I Phone:316-345-8621 I Fax:316-345-2301 
I Ask for free video. c2000, The Grasshopper Company 
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RON HALL / SENIOR EDITOR 

Raise your prices for 2001 
| f you're in the lawn fertilization 

business, it's gut-check time 
Screw up your courage and raise 
your prices this approaching sea-
son. If for competitive reasons, 
you can't, or if you've already 
signed up a lot of customers at 

last season's prices, you may have to revise 
your 2001 profit forecast... downward. 

The cost of caring for your customers' 
lawns and commercial properties is going to 
rise this year, maybe significantly. The reason 
is unexpectedly high energy costs. 

The most obvious result of this is the 
higher price we pay for gasoline and diesel 
fuel, an extra financial burden for any service 
delivery business such as ours. 

But did you know that high energy costs, 
particularly skyrocketing natural gas prices, are 
driving up the cost of producing nitrogen fer-
tilizers, too? 

In fact, about 4% of total U.S. gas produc-
tion is used to produce ammonia, says The 
Fertilizer Institute, a trade organization based 
in Washington D.C The ammonia is processed 
further to make urea, the prime ingredient in 
most of our turfgrass fertilizers. 

The scope of the problem 
The Fertilizer Institute says that it takes 33.5 
million BTUs of natural gas to produce one 
ton of ammonia. In 1999, the U.S. fertilizer in-
dustry used 580 trillion BTUs of natural gas to 
make 17.34 million tons of ammonia. Over 
80% of this ammonia went into fertilizer pro-
duction. 

The start of year 2000 saw the price of 
natural gas at $2.50 per million BTUs. At that 
figure, it cost just over $100 to make a ton of 
ammonia. This year, when the price of natural 
gas rose to $6 per million BTUs, it pushed the 
cost of production of a ton of ammonia to 
$229. The price of natural gas continues 
climbing and is expected to remain high — at 
least into summer. 

With natural gas so expensive, several U.S 
urea producers have closed their doors, and oth-
ers have curtailed production. They're finding it 
difficult to compete with foreign producers of 
urea who are paying much less for energy. 

This raises the possibility that some types 
of turf fertilizer may be in short supply this 
spring. Variables in this picture include U.S. 
agriculture's demand for nitrogen fertilizer this 
spring, and the availability and price of foreign-
produced urea. 

"We've already seen price increases in urea," 
says Bill Davis, general manager ofTyler Enter-
prises of Elwood, a major turf fertilizer supplier 
headquartered near Chicago "The biggest 
shock for me is the amount of the jump." 

How high will it go? 
How much more will fertilizer cost this year? 

"I think everybody is really stumped on 
this one," adds Richard D. Harrell of NU-
GRO Technologies, Inc, Grand Rapids, MI. 
"We do know that the prices are going to go 
up, but we really don't know by how much." 

"I'd hate to put a number on it because no-
body really knows," says Bill Hubbell, Vice 
President of Service Centers for LESCO. "Ac-

tually, the cost has been creeping up all year. It 
wasn't so noticeable because it (the 2000 sea-
son) was a soft-demand year for fertilizer. We 
had plenty of rain in the North and there was 
a drought in the South." 

Some of you have already taken advantage 
of "early order" opportunities offered by sup-
pliers. Those of you still needing to buy fertil-
izer for this spring should check with your 
supplier about prices and availability. 

Even if fertilizer prices rise significantly this 
spring, there's no reason to panic Most lawn 
care companies spend less than 15% of their 
budgets on fertilizer and pesticides. 

You shouldn't absorb these higher costs, 
though. They're a legitimate reason to raise 
prices 

Contact Ron at 440/891-2636 or e-mail at 
rhall@advanstar.com 

Those of you still needing to buy fertilizer for tl 
check with your supplier about prices' 
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B O B S M A R T / G U E S T C O L U M N I S T 

"By including full-time employees in the company's 
financial rewards, we keep 'team members' up to date on 

our budgetary goals and build a sense of teamwork." 

Skare your success 
with employees 

y partner, Bruce Stone, and I 
think it's good business to share 
our landscape company's suc-
cess with our employees. One of 
the ways we do this is through 
profit sharing. 

By including full-time em-
ployees in the company's financial rewards, we keep 
"team members" up to date on our budgetary goals and 
builds a sense of teamwork. 

Since co-founding Yard Smart, Inc., Olmsted Falls, 
OH, almost 15 years ago, we have guided our company 
on a course of healthy, manageable growth, offering land-
scape maintenance, design/build and snow removal. Our 
company employs 20 to 25 workers during peak season, 
and we attribute much of our operation's success to them. 

Our idea 
I got the idea for my company's profit sharing program 
from an article by Green Industry consultant Charles 
Vander Kooi. I borrowed many of his suggestions and 
added a few wrinkles of my own to make the program 
work for our company. 

Our profit sharing program kicks in when (and only 
when) our gross profit exceeds 40%. Any percentage 
over this figure is shared 50/50 with the company and el-
igible employees. Calculations for the program are done 
every six months. 

There are two opportunities each year for employees 
to receive bonuses. Only full-time employees are eligible 
for profit sharing, and each employee's share of the 

bonus is dependent upon his or her contribution to the 
company's total success. Each eligible employee is evalu-
ated twice a year by a committee comprised of me, my 
partner and four other employees. The results are posted 
for everyone to see. 

The ratings game 
The committee rates each employee on a scale of I to 10 
in seven different categories. They are: 

Attitude/cooperation: Get along with fellow workers 
and customers. Willingness to take on tasks. Positive or 
negative attitude. 

Equipment care: Clean, organized, maintained, abu-
sive, neglectful. 

Paperwork: Thorough, correct, timely, detailed, com-
plete, clean, legible. 

Quality/attention to detail: Lost time, repetition, cor-
recting mistakes, customer satisfaction. 

Safety: Personal protection equipment, awareness of 
surroundings, accidents, follow procedures, increased costs. 

Uniform/grooming: Clean, proper clothing, personal 
protection equipment. 

Commitment Dedication, vision, excellence, obligation, 
performance and achievement, in charge, trustworthy. 

Each evaluator fills out a sheet for each eligible em-
ployee with a rating (1 to 10) for each category. The 
points are totaled at the bottom of each sheet and all 
seven evaluations' results are added to achieve the total 
number of bonus points for each eligible employee. The 
total bonus points for each employee are then divided by 
the number of evaluators, producing an average rating. 



Meanwhile, all the ratings are added to-
gether to get the "total company points." 
This number is then divided into the 
amount of money allocated for profit sharing 
to arrive at a dollar amount per point. 

For example, assume that our company 
exceeded its gross profit prediction for one 
reporting period by $ 10,000. This means 
that eligible full-time employees would 
share $5,000 (50%), with the other $5,000 
(50%) going to the company. 

For discussion's sake, let's also assume 
that employee John Doe received 50 points 
(the average of the six evaluations), his three 
brothers Jack, Mack and Joe Doe received 
40 points each and his cousins Moe and 
Manny Doe received 35 points. 

The total company points in this exam-
ple would be 240 — John's 50, the brothers' 
combined total of 120 and the cousins' com-
bined total of 70. Divide the 240 points into 
$5,000 to get a value of $20.83 per point. 
This number is then multiplied with the av-
erage point totals of each employee to deter-
mine the amount of profit sharing each will 
receive. In this example, John Doe would 
receive $ 1,041.50 and the cousins would re-
ceive $729.05 each. 

Attendance counts, too 
But we take the process one step further. 
We also figure attendance into the equation 
— a total of 132 workdays during the re-
porting period. 

In our example, John Doe's profit sharing 
was $ 1,041.50. But John missed five work-
days during that period. So we divide the 
132 work days into the $1,041.50 figure to 
determine a "dollar value per day" — in this 
example, $7.89. His profit sharing is then re-
duced by $39.45 (5 x $7.89), and his profit 
sharing check drops to $1,002.05 
($1,041.50 minus $39.45). 

This is the formula that our company has 
adapted to fit its system, and it has turned 

our employees into happier, more produc-
tive people. 

Bob Smart is co-owner of Yard Smart, a full-

service landscape company located in 
Olmsted Falls, OH. He can be reached at 

440/253-9273. 

SOIL 
WITHOUT 
SWEAT 

BUSINESS CAUSES ENOUGH PERSPIRATION... 
So why not purchase an Express Blower to spread your soil? 

SKIP THE WATER B R E A K . . . No need to slow down 
with the one step soil or compost TerraseedingM injection 
process. 

PROVEN PERSEVERANCE . . . With over 50 years of 
experience, Express Blower provides the most advanced 
technology for even the largest jobs. 

RELAX.. • No where else will you find the comfort of 
helpful customer support than with the Express Blower team. 

800285-7227 www.expressblower.com 
A division of Rexius Forest By-Products, Inc., Eugene, OR 

http://www.expressblower.com
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Toro acquires 
Goossen 
BLOOMINGTON, MN — The Toro 
Company (NYSE: TTC) announced 
on Dec. 7, 2000 that it was pur-
chasing Goossen Industries, Inc., 
which makes sweepers, vacuums, 
blowers, mulchers, chipper/shred-
ders and bale choppers. 

"This purchase will expand 
Toro's existing product lines for 
the debris management portion of 
our landscape and grounds main-
tenance business," said Kendrick B. 
Melrose, chairman and chief exec-
utive officer of Toro. 

Another crucial benefit, he said, 
is that the Goossen facility of 
64,000 sq. ft. in Beatrice, NB, is lo-
cated adjacent to Toro-owned Ex-
mark Manufacturing and allows 
Exmark to continue growing and 
expanding its production. 
Goossen's 55 employees will join 
Exmark. 

Scotts Company 
businesses unite 
MARYSVILLE, OH — The Scotts 
Company united its professional 
businesses in America and Europe 
as a Global Professional Business 
Group. The company cited the 
growth of its international profes-
sional business, synergies between 
product lines and an opportunity 
to focus marketing efforts on 
global brands as key factors in 
their decision. The new group is 
headquartered in Waardenburg, 
the Netherlands. 

continued on page 24 

Texas bans morning 
commercial equipment use 
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HOUSTON, TX — The Texas Natural Re-
source Conservation Commission 
(TNRCC) voted on Dec. 6 to ban com-
mercial landscape contractors in the 
Houston/Galveston, TX area from using 
gasoline-powered lawn and garden equip-
ment in the morning. 

The ban will affect five counties in the 
ozone non-attainment area from April 1 
through October 31, beginning April 1, 
2005, from 6 a.m. until noon. 

Bill Guerry, legal counsel for the Out-
door Power Equipment Institute (OPEI), 
said that despite the ban, all hope is not 
lost. "There is a conditional exemption the 
TNRCC is fleshing out right now that 
commercial operators can qualify for if 
they commit to alternative emissions re-
duction plans," Guerry says. "Presumably, 
this exemption would be based on com-
mercial operators changing something in 
their activity that would result in reduced 
emissions." 

Time, Guerry says, is also on the side of 
commercial operators, given that the ban 
won't start until 2005. "The TNRCC 
adopted a lot of rules under an abbreviated 
time frame, so they are anticipating talk 
with a lot of industries and figuring out 
ways to accomplish everyone's goals." 

Guerry says he considered it a partial 
victory that OPEI got homeowners ex-
cluded from the ban, and that it had gotten 
the number of counties included in the ban 
reduced from eight to five. Still, the ban on 
commercial operators is a concern because 
the outcome of the TNRCCs decision is 
unclear. 

"The jury's still out," Guerry says. 

"Texas may realize that the emissions re-
ductions they're getting don't merit this 
level of effort. The numbers they're using 
don't reflect the numbers they'll get from 
clean air federally compliant products." 

A good deal? 
Overall, Eddy Edmondson, president/CEO 
of the Texas Nursery & Landscape Associa-
tion (TNLA), who has been involved with 
the ban ever since it was first proposed last 
August, says the deal was as good as could 
have been expected. 

"From the start, we submitted com-
ments and arranged for two personal visits 
with each commissioner on the TNRCC, 
and they were very open to our 

continued on page 19 
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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. 

Simplot 
Phone: 1 800 688 SEED • Fax: 208 773 4846 • www.j,icklin.com 

©2000 Jacklin Seed, A Division of Simplot. all rights reserved 
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If the label's on it, the best is in it. 
Now it's easy to know whether you have the best turfgrass mixtures and blends available. 

Just look for the Jacklin Quality label. 

The Jacklin Quality label on the bag says you're planting turfgrass varieties with: 

• the industry's leading private research and breeding program behind them 

• a wealth of innovation that has led the world in turfgrass development for nearly seven decades 

• proven performance that combines unsurpassed color, turf quality and disease resistance 

You never have to wonder if the best is in the bag when the Jacklin name is on it. 

So the next time you order seed, ask for Jacklin Quality inside. You'll forever be labeled as 

somebody who knows how to grow great turfgrass. 

Simplot 
Phone: 1-800-688-SEED • Fax: 208-773-4846 • www.jacklin.com • ©2000 Jacklin Seed, A Division of Simplot, all rights reserved 
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continued from page 16 
suggestions," Edmondson says. 
"The first proposal didn't offer 
an alternative option, so that 
was our first hill to climb." 

And Edmondson believes 
that obstacle was overcome 
now that an emissions reduc-
tion plan is in the works that 
could provide exemptions. "We have until 
2002 to come up with the plan, but in our 
mind we start working on it now," says 
Marilyn Good, communications officer for 
TOLA. "The TNRCC assured us that the 
industry and other stakeholders would be 
involved in developing this plan." 

Still some uncertainty 
Even though there's the promise of a condi-

"The jury's still out: Texas may realize that the emissions 
reductions they're getting don't merit this level of effort. 

The numbers they're using don't reflect the numbers 
they'll get from clean air federally compliant products." 

— Bill Guerry, OPEI legal counsel 
tional exemption, local landscape contractors 
can't help but take a negative view of the ban. 

"It's going to hurt a lot of people down 
here business-wise," says Randy Fuller, 
owner of Yardmasters, Inc., Houston, TX. 
"Hopefully, they'll be able to work some-
thing out that would enable us to continue 
working. If not, we might have to switch to 
propane power. Most of the equipment 
out there is regulated to California stan-

dards, so I don't know how much stricter 
they can get." 

"It's going to drastically increase the 
price of our services," Fuller added. "We'll 
need twice as much equipment and more 
employees. And I wonder who's going to 
enforce it? The police don't enforce some 
laws that are already on the book. I think 
the TNRCC is going to be overwhelmed in 
that department." 
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Liners, pumps, pond kits 
& these patented products... 

PuriFalls® Waterfall Filter 
and PondSweep® Skimmer 

Los Angeles, CA (877)772-7937 
Chicago, IL (888)742-5772 

Pittsburgh, PA (888)772-3278 
www.pondsupplies.com 

reate natures 
music in your 

own garden pond 

Master Your Next Move with Success! 
Call 1-800-598-6008 

Fax: 218-723-9146 • Outside the U.S. call 218-723-9180 
Please mention code 950918LM when ordering 

Visit our Website and order online at 
www.advanstarbooks.com/webmarketing/ 

S3125 

ltem#DMGB100 
Over 300 Pages 
Soft Cover 

Written by 
internet specialist 
and leading 
author, Joe TYacy 

ïou're for Open 
Business on the Web 

W eb Marketing 
Applied; Web 

Marketing Strategies for the 
New Millennium, is the must-
have book for Webmasters, Web 
marketers, Web developers.. .or a n y o r - ^ w 
involved in the marketing or promotion of a 
Website. Every chapter is filled with powerful 
ideas to help you drive traffic to your site. 
Excellent for any industry, business or profession. 

http://www.pondsupplies.com
http://www.advanstarbooks.com/webmarketing/
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Learning on the fly 
Web course gives 
busy industry pros 
education in a snap 

sionals from all over the 
U.S. would need training. 

B Y J A S O N S T A H L 

Just think: you could chew 
gum or thumb your nose at the 
professor and he or she would 
never know. 

It's doubtful that Web-based 
courses were conceived for those 
reasons, but they have changed 
the face of education. More im-
portant, they have made it easier 

for Green Industry professionals 
to expand their knowledge. 

Take the University of Mary-
land's Hort 400 course, a Web-
based course on water and nutri-
ent management planning for the 
nursery and greenhouse industry. 
The idea came from the Water 
Quality Act of 1998, which re-
quired all nurseries and green-
houses have nutrient manage-
ment plans. Faculty members 
from Maryland's College of Agri-
culture and Natural Resources 
decided the course should be of-
fered on the Web since profes-

Temporary / Seasonal 
Labor Visas 

We Specialize in Work 
Permits for the: 

• Green Industry • Hotel/Resort 
• Golf Courses 

Receive work visas for your peak season 
and have a loyal, productive labor force 
that you personally choose! Every day you 
delay shortens the duration of your visa. 

Join us in our sixth year of obtaining and 
maintaining a legal work force. You can trust 
that our experience and motivation is sincere 
and our customer service is unbeatable! 

Call now for information packet and a quote. 
"CoU^ree (888) 623 728S 

Austin (SI2)2823237 
Qf°our labor solutionfor the millennium and bcpond... (SI2)282 09S8 

•Other Industries are also eligible for this type of work permit...call us now to find out if your company is eligible 

Circle 113 

Ready for action 
The course debuted in the fall of 
1999, with teams of at least one 
graduate or undergraduate stu-
dent, industry professional and 
Extension educator exchanging 
ideas and information on an on-
line forum led by instructors. 

Each team developed a nutri-
ent management plan featuring 
management strategies designed 
to reduce high-risk practices that 
lead to excessive nitrogen and 
phosphorus runoff. 

The program allowed indus-
try professionals to educate 

themselves simply by 
turning on their computers in the 
comfort of their own homes. Par-
ticipants met face-to-face every 
three weeks for more interaction. 

Dr. John Lea-Cox, Depart-
ment of Natural Resource Sci-
ences and Landscape Architec-
ture, feels that web-cameras 
could eventually replace the face-
to-face meeting while still provid-
ing a personal touch. 

"I think the Web is the future 
of Extension services," Lea-Cox 
says. "It's reaching out to people 
faster, cheaper and better." 


