Higher performance
and a lower price.

That's intelligent.

TALK TO YOUR
SALES REP or
DISTRIBUTOR

Save 40% while delivering superior
turf with Rain Bird” 5004 Rotors. o
[ G o R R A et S S WIS Rain Bird® 5004 Rotors

Rain Bird List Price Hunter List Price

51200 | 5199

>

RaN I BIRD



continued from page 50
nity to move forward with DHS to create positive
solutions in the realm of employment verification
rather than more misguided policies. ... The cur-
rent 1-9 system for checking work authorization is
not perfect, but it is fast and bas led to a workforce
that is 95 % work authorized. Business, labor, and
cvil rights groups worked with the past adminis-
tration and the 110th Congress in trying to find a
solution to address the issue of the remaining 5%
to no avail. Furthermore, employment verifica-
tion is only one aspect of our broken tmmigration
system. Thus, permanent reform of our employ-
ment verification laws should occur in conjunction
with comprebensive immigration reform.”

Small and seasonal businesses also are
teaming to win back H2-B’s returning
worker exemption (H2-R visas), which in
fiscal 2006 and 2007 did not count against
the cap of 66,000 H2-B guest worker visas

Raids r us

w fe ] permitted each year.
Federal immigration agent worksite enforcement arrests

H.R. Bill 1934, which if passed would
Fiscal year Criminal Administrative _ reinstate H2-B’ returning worker exemp-
(ended Sept. 30) arrests arrests tion, takes this position:

“This provision expired in 2007, and small

ail e a5 and seasonal businesses across the country are
FY03 72 445 now facing a labor shortage due to the temporary
FYo4 160 685 nature of these jobs and the unavailability of
FY05 176 1116 * United States workers who are willing or able to
FY06 716 3667 consider these temporary seasonal /Hl.\‘lfif/ll,\‘.

The Congress must take every step to preserve
L o a7 American jobs, and without immediate relief,
FYos 1,101 5173 many small and seasonal businesses could be

S ks forced out of business, thereby costing additional

American jobs.”

The Save Our Small and Seasonal
Businesses Act of 2009 (S. 388) also seeks to
reinstate H2-B's returning worker exemption.

continued on page 54

Bensalem, PA, police reported that an intoxicated, revengeful illegal immigrant working for Green Tree

Landscaping struck and killed a local bartender with one of the company’s Ford F-150s. Just a few
minutes prior to the homicide, the victim had refused to serve alcohol to the illegal alien, saying he had had enough, and then had escorted
him out of the establishment after he argued loudly with staff and patrons. Unlawfully living in the United States the past six years, the
Ecuadorian shortly thereafter pinned the bar employee, then standing just outside the bar’s door, between the building and the F-150. The
local landscaping company maintained the illegal immigrant who had no driver’s license was not authorized to use the company vehicle.

In another raid of an Arizona landscaping business, MCSO arrested 59 employees of Phoenix-based

Handyman Maintenance Inc. (HMI), under suspicion they are undocumented and/or illegal im-
migrants. Sheriff Arpaio said MCSO turned over 19 HMI workers to ICE and the remaining 40 are awaiting trial for felony identity theft
charges. This raid stemmed from a four-month investigation following a tip last October from a former HMI employee. — MW
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Some things just don't work when they're cut in half

But some ﬂ\ingé do...

LebanonTurf's exclusive MESA fertilizer products provide a consistent, brilliant
color that will help your lawns stand out from the crowd. MESA does not rely on
a coating or lose its slow release attributes when cracked. Cut a piece of
MESA in half, it's still MESA! Look for MESA in
LebanonTurf's ProScape product line. For more
information about MESA, call 1-800-233-0628, or
visit our web site at www.LebanonTurf.com. For

your free weed ID book, click on promotions and
enter code LM2049.

LebanonTurf Improving the Way Professionals Care for Turf


http://www.LebanonTurf.com
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COVER STORY

2-PART SERIES

In May, we'll cover the
fallout from the loss of
H2-B's returning worker
exemption, and our indus-
try’s persistent problems
attracting Americans to fill
seasonal positions — even
with unemployment at
8.5% nationwide,

bt |

continued from page 52

Not backing down

Pace and other industry insiders say they
foresee a continuation — if not an uptick
— in immigration worksite raids.

They point toward unemployment
hitting a 25-year high — 8.5% nationwide
and climbing — as justification for the crack-
downs. Some say the United States no longer
can afford to look the other way as many of
the nation’s estimated 11.78 million illegal
immigrants take jobs in the face of 13.2 mil-
lion unemployed U.S. citizens.

Some say the continued loss of H2-B%s
returning worker exemption makes contractors
even more susceptible to hiring undocumented/
illegal immigrants and, therefore, also to work-
site raids. Nearly 70,000 H2-R visas were issued
to returning guest workers in fiscal 2007, but
that labor pool evaporated after Congress let
that exception lapse.

The enforcers leave little doubt as to what
the future holds. ICE spokesman Richard
Rocha says ICE raids in fiscal 2008 resulted
in 12 times more arrests than they did six
years earlier (6,274 combined criminal and
administrative arrests versus 510).

E-Verify: A dozen subscribing states

Twelve states require the use of E-Verify for public and/or private employers, nine
through legislation and three through executive orders. One state, lllinois, enacted legisla-
tion to /imit the use of E-Verify until the database accuracy is improved and also created
privacy and antidiscrimination protections. At least one state, Tennessee, encourages its
use by providing a safe harbor from state penalties for employers enrolled in E-Verify.

co
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“ICE targets all criminal activity and
employers who hire unauthorized workers,”
Rocha says. “No industry, regardless of size,
location or type is immune from complying
with the Jaw.”

Rocha says employment is a primary
driving force behind illegal immigration. By
working with employers to ensure a legal
work force, ICE is able to stem the tide of
those who cross America’s borders illegally or
unlawfully remain in the country to work.

“Responsible employers who seek to
conduct their business lawfully are putat an
unfair disadvantage as they try to compete with
unscrupulous businesses,” Rocha adds. “Such
businesses gain a competitive edge by paying
illegal alien workers low wages. ICE’ goal is
to help those companies that want to obey the
law, and to use our investigative and regulatory
authority to stop those companies that do not.”

Dubbed “America’s toughest sheriff,”
Arpaio has a bit of ICE running through his
veins as well.

“Before I came here, I spent 12 years
defending both sides of America’s borders,
working for the U.S. Drug Enforcement
Agency in Phoenix, San Antonio and Mexico
City,” Arpaio says. “Do you think I'm gonna
back down just because we have a new
administration and the Maricopa County
Board of Supervisors — which by the way
is one of HMI’ biggest clients — is having
the U.S. Justice Department investigate our
Office and now is threatening to withhold
$1.4 million in funding? No way.”

MCSO has about 160 officers trained to
enforce federal immigration laws and over the
past two years has apprehended about 25,000
illegal immigrants, including hundreds from
at least 16 worksite raids, Arpaio notes.

“I've been in law enforcement 48 years,”
Arpaio concludes. “Things have changed
quite a bit, but right is still right, and wrong
is still wrong.”

But Pace says there are degrees of culpability.

“I would prefer that we focus these raids
on the companies that aren’t paying worker’s
compensation, that aren’t paying unemploy-
ment, that are paying cash under the table,
are not using E-Verify and are not complet-
ing I-9s (federal Employment Eligibility
Verification forms),” Pace adds. “There are
a lot of them still out there, and I think its a
better use of our resources.” 1w




The preemergent crabgrass herbicide that works harder, so you don’t have to.

Imagine a spring herbicide application that controls crabgrass, goosegrass, yellow nutsedge and green
kyllinga, all the while dramatically reducing broadleaf weeds. It’s possible with Echelon” herbicide from
FMC, the preemergent crabgrass solution engineered to do more in a single application than any other
product. And with less need for follow-up applications, Echelon saves you time, labor and herbicide
costs. Get more out of your preemergent crabgrass application with the maximum control of Echelon. For

more information about Echelon herbicide, log onto fmcprosolutions.com or contact your local FMC Sales
Representative or FMC Sales Agent.

FMC
\ Echelon

HERBICIDE

Always read and follow label directions. FMC and Echelon are trademarks of FMC Corporation ©2009 FMC Corporation. All rights reserved.
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Continually create new standards

MONTHLY

CHALLENGE

Select a key process for
which you may already have
a procedure written. Give it
to the crew with the instruc-
tions, “Try this process, and
then come back with ideas
on how you think you can
improve upon it.”

ne foundational tool in the world
of companies practicing Lean
management is called a Standard
Work. That is the name given to a
written procedure illustrating the
current steps to complete a task or operation.
Keep in mind that I used the words “current
steps” in this explanation. You may be thinking
you already have this issue under control because
you have a procedures manual — a 2-in.-thick,
three-ring binder packed full of all of the proce-
dures at your company. I would like
to illustrate the differences between
your binder of procedures and a
Standard Work.

Standards change

Far too many times, I have watched
franchise organizations treat their
procedures manual as though the
contents were carved into two stone
tablets sent down from on high. By
contrast, the best franchises use their
procedures manuals as guides and
foundation documents, allowing
their franchisees to suggest changes that improve
their contents.

Recently, I came across a company that locked
some of their managers in a room off and on for
a year and paid an expensive consultant to help
them write out exactly how every process in the
company was done. They then took their per-
ceived masterpiece and put it on the company
intranet for everyone to worship and follow — or
else. The result? A frustrated management team,
because the company’s employees would not go to
the intranet and use it.

What's wrong
First off, procedures cannot be written in a room
from memory, because memories are inaccurate.

Secondly, when we tell the team, “Here are the
great procedures we wrote for you to follow,” we're
actually sending them a different message. It seems
as though we’re telling them: “We don’t believe
you're smart enough to think for yourselves, so
the smart people in the company got together and
wrote all of this up, just for you.”

My favorite procedures manual story is one of a
landscape contractor who hired a $50,000 employee
just to follow him around and capture in writing all
of the company’s procedures — from pushing papers
in the office to setting the base timbers on a wall
— and he was going to tell her what to write. It did
not occur to me at the time, but think about the ego
this person must have had. Did they get it done? Yes!
Did anyone use it? No! Final result: a bruised ego.

A better way
Now I know these examples are extreme, and
chances are the binder you have is at least looked at
in the spring when the new employees come around.
[ hope you will now connect with the essence of
a Standard Work and why companies that work
smarter value this tool.

Remember the words “current steps” used
earlier? The main function of the Standard Work
is to be a guide that allows employees to continu-
ally improve upon what they are doing, and then
documenting it with the expectations that it will be
improved yet again in the future. It is this expecta-
tion of continuous improvement that makes Lean so
effective. When you begin to dust off the procedures
manual and challenge your team with improving key
processes, you are on your way to working smarter.

More than 250 Green Industry companies have participated in JP Horizons' Working Smarter
Training Challenge (WSTC), typically saving tens of thousands of dollars annually. To learn
whether your organization qualifies to participate in the WSTC, visit www.jphorizons.com today.
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Sure you can cut it. .
The question is, can you grow it?

You know Gravely has an impressive lineup of powerful, high-performance mowers. What you
might not know is that Gravely also has a program to help you grow your business. It’s a lean
approach that streamlines your operation by eliminating waste and inefficiencies. It's a process that
creates avenues for sustained profitability. It’s a boost to employee morale. You're doing everything
you can. We're saying CUT IT OUT. Take the first step toward working smarter. Not harder.

Visit WWW.GRAVELY.COM.

ERAVELY

WE KEEP YOU CUTTING®

www.gravely.com

An Ariens Company. * Registered trademark and ™ trademark of Ariens Company.


http://WWW.GRAVELY.COM
http://www.gravelv.com
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Husqvarma —»

The new Rider 175 and

Rider 175 AWD include
a rearmounted 175-hp
Briggs Intek Single

' YOU BUY

>
sions for the opera-
tor. They have a 41-in
> stamped combi deck
that provides mulching
and cutting, along with a new control panel
vith 20% less deck lifting force. A new fuel Ariens Co. ‘L
tank design with 35% more capacity allows the  The Gravely Turf PM-3084, part of the new
» mower to run longer between refills Gravely Turf line, offers a powerful 27-hp engine,
www.usa.husqvarna.com or 800/HUSKY-62 12-volt electric start, 7.5-gal. fuel capacity and
hydraulic driven Locke reels. Three 30-in. double
roller full floating hydraulic drive head assem-
blies and varying cutting heights from 0.5 in. to
2.5 in. make this a versatile mower that easily
N handles all kinds of turf. www.ariens.com or

920/756-2141

Evatech T

The GOAT robot 22T is specifically designed
for slope and rough terrain mowing — up to a
70° incline. It has a track system that allows it

y where no other mowers can and no op-
erator will want to go, according to the manu-
facturer. Because the rugged unit is remote
controlled, the operator can remain safely
away and let it do the work. A patented hybrid
system means the GOAT is both fuel-efficient
and eco-friendly

>h.net/COMMERCIAL.php or
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Grasshopper —>

The powerful vacuum action of a Grasshopper
PowerVac Collection System moves a high vol-
ume of air to pick up virtually anything — from
grass clippings and leaves to pine straw and
other debris — leaving a beautiful, manicured
finish. Compatible with all Grasshopper mow-
ers, each system is equipped with a trash-in-
gesting steel impeller that chops, propels and
compacts debris for fewer stops and uninter-
rupted productivity while you mow. For even
greater productivity, Grasshopper’s exclusive
PowerTilt collector (for 700 and 900 Series
mowers) empties from the operator’s seat at
the touch of a switch: Just stop, tilt and mow
grasshoppermower.com or 620/345-8621

Exmark T

New jack (Part No. 116-1351) and receiver
(Part No. 116-1049) accessories for Exmark
Next Lazer Z zero-turn riding mowers allow for
quick, easy access to the underside of the cut-
ting deck — thus reducing the time and effort
required to perform minor maintenance. The
receiver features an easy-to-install, two-bolt
construction that mounts to the mower frame
without interfering with other accessories. The
jack has a hassle-free crank lift design
www.exmark.com or 402/223-6300

Toro T

The new GrandStand stand-on mower delivers
productivity, performance and operator comfort
in @ compact machine. Its suspension system
provides a smooth ride over the roughest ter
rains. A retractable platform allows for operation
from both stand-on and walk-behind positions
The mower incorporates the Toro Turbo Force
deck and twin-lever steering controls, making it
easy to use while providing cut quality. The se-
ries includes 48- or 52-in. cutting decks, with a
19- or 23-hp Kawasaki engine. www.toro.com
or 800/348-2424
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KEVIN KEHOE I The author is the owner-manager of Kehoe & Co. Contact him at kkehoe@earthlink.net

‘ Part two of a multi-part series.

et’s look at the design/build segment’s

results of the 2008 Benchmark Survey

to identify the reasons for higher prof-

its in design/build firms.

High-profit design/build firms use

selling systems and lower labor rates to generate a
better bottom line. They are more effective in their
“front-end” systems (sales, estimating and design).

High-profit firms are also more consistent at
selling a premium price while producing construc-
tion plans that reduce wasted labor and materials.
Fewer labor hours translate into fewer equipment
hours and expenses (see chart).

In a $2-million firm, average-profit firms
achieve about 5% net profit before taxes, while the
high-profit firms net about 12%. The high-profit
firms achieve a gross margin 4% higher than the
average firm in the survey. If we assume each firm
installs the same job and has the same costs, the
high-profit firms get a differential of 8%. This
doesn’t necessarily mean they always se// the job
at an 8% higher price, they might also design
the job in a way that is more efficient to install.
This accounts for the $80,000 difference in gross
profits.

Less overhead
In addition, high-profit firms also have a $60,000
cost advantage in their overhead expenses. Because
they use less labor to install the same amount of
revenue, they incur lower indirect labor expenses
and lower equipment costs.

The bottom line is that high-profit compa-
nies turn the same revenue, with better selling
and design processes. They have focused on lead
generation, rapid design and estimating to reduce
turnaround time to the customer. In addition, they
produce phased material lists, production plans and
labor budgets that assist project managers in bring-
ing jobs in slightly under labor budgets.
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Get high profits with design/build

Recommendations

1. Streamline your sales and estimating processes.
Make them faster.

2. Make your production hand-off more robust.
Provide labor budgets and material lists by job
phase. Provide material lists in a purchasing format.
For example: Nobody buys 25 sq. yds. or 25 cu. ft.
of anything; they buy rolls, bags or truckloads of
material.

3. Implement an effective pre-construction process.
The goal here is to allow the sales rep to go back to
selling, instead of managing every job.

—
Revenues $2,000,000 $2,000,000
Gross margin $920,000 46%  $1,000,000 50
Overhead ©$820000 41%  $760,000 38%
Netpoft ~ $100,000 $240,000 1
Assume
Average Hourly Wage $13 $13
 Materials Cost 8% 2%6%
Result
Materials $560,000 $520,000
labor  $520000 $480,000
E‘qulmeF( s T18.7% 10 SNAEE
Equipment expense $334000  $290,000
Inswance 5%  42%
Insurance expense $100,000 $84,000
Labor hours 0000 36,923
Price/cost retum $185 $2.00
Gross profit difference $80,000
Overhead difference $60,000
Total cost difference $140,000
How it’s done Annual cost
Price/efficiency m
Equipment $44,000
Indirects/insurances $16,000

000
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