
Turn Power and 
Performance Into 
Profitability 

(H) 
Husqvarna 

Designed specifically for rugged, demanding commercial lawn 

care and maintenance, Husqvarna®'s iZ mowers are perfectly 

suited for enhanced productivity in smaller areas. The 

smallest of Husqvarna's professional zero-turns, these agile 

mowers feature many of the strengths of the larger-frame 

mowers and are ideal workhorses for any commercial cutting 

need.Whether you require professional mowers, blowers, 

trimmers or chain saws, Husqvarna has the right professional 

tools to help you master your great outdoors. 

To find the nearest Husqvarna Total Source dealer, visit 

www.husqvarna.com or call 1 -800-HUSKY62. 

SPRING DEMO DAYS 
Demo Our Zero-Turn 
And when you buy an i Z 5 2 2 3 , g e t a F R E E 
Landscaper radio headset at your participating 
local Husqvarna Total Source dealer. 

February 16 - March 28 

¡Z5223 

23hp KohlerV-Twin Engine 

52" Cutting Width 

Full Suspension Seat 

www.husqvarna.com 
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THEBENCHMARK 
KEVIN KEHOE I The author is the owner-manager of Kehoe & Co. Contact him at kkehoe@earthlink.net. 

Stretch your capacity rubber band 
Pan one of a multi-pan series. 

I promised I would drill down into the high-
profit benchmarks from my 2008 survey. 
So here's the first take-home: High-profit 
companies operate leaner. Their pricing is 
not better — market competition sees to that 

— though they do seem to have fewer larger accounts 
than the average-profit companies. What they do well 
is minimize available capacity in labor, equipment and 
overhead office/management staff. They do the same 
amount of revenue with fewer people and trucks. They 
are really tight with their money. How many fewer 
people and trucks? See the chart on the right. 

Using an equivalent $2 million firm, the aver-
age-profit firm achieves about 8% net profit before 
taxes. By comparison, the highest-profit firms see 
about 14%. If we assume that 10% of direct cost is for 
materials, that leaves the difference in direct labor. If 
we assume an average wage rate of $12.50 per hour 
(this includes payroll taxes), the high-profit firms turn 
the same revenue with 3,200 less labor hours. This is 
equivalent to about two full-time (FT) people in most 
markets, given seasonal schedules. Thus, the gross 
profit margin is higher (54% vs. 52%), with an annual 
savings of $40,000. 

High-profit firms have an average overhead of 
40% of sales, while the average-profit firms are a 
little higher, at 44%. This dollar difference is equal to 
$80,000. The primary expenses in overhead are equip-
ment costs and non-billable staff costs (supervisors, 
managers, sales, office). By employing one less truck/ 
trailer and one less manager (see chart), the high-profit 
companies achieve this result. 

I calculated the cost of the average annual truck 
usage — including vehicle depreciation, fuel, repairs, 
equipment, etc. — and we know the cost of an account 
manager. These numbers are real, though they may 
vary +/- 10% for your neck of the woods. 

The bottom line is that high-profit companies 
turn the same revenue with less capacity. Laborers, 
trucks and managers are capacity you hire to gener-

ate revenue. The highest-profit firms seem to stretch 
capacity before adding more. It is a tricky thing to do, 
as you probably have experienced. Almost everyone 
who works for you will tell you they need more people, 
trucks and help. The challenge is to add the capacity 
more slowly than they want it. The capacity rubber 
band stretches more than most of us think. 

My recommendations? If you are not growing 
revenues this year, reduce labor head count in the field, 
as well as with supervision and office staff. And if you 
are adding revenues, do it without adding trucks and 
supervision/office staff. Try it. It's the lean challenge. 
You must ask yourself and your key people, "Where 
can we reduce capacity?" To answer it, you will have 
to call into question many of your assumptions about 
running your business. This is a good thing. The 
payoff in capacity reduction is high. 

Average High Profit 

Revenues $2,000,000 $2,000,000 

Gross margin $1,040,000 52% $1,080,000 54% 

Overhead $880,000 44% $800,000 40% 

Net profit $160,000 8% $280,000 14% 

Assume 
Average Hourly Wage $12.50 $12.50 

Materials Cost 10% 10% 

Result 
Materials $200,000 $200,000 

Labor $760,000 $720,000 

Labor hours 60,800 57,600 

Labor hour difference 3,200 (Approx. two FT people) 
Labor cost difference $40,000 
Overhead difference $80,000 

Total cost difference $120,000 

How it's done Annual cost 

Two less crewmen $40,000 
One less truck/trailer setup $29,600 

One less manager $57,600 (One $45.00person with 

$127,200 
benefits/expenses) 

mailto:kkehoe@earthlink.net


LebanonTurf Stabilized Nitrogen (LSN) is a 
new fertilizer technology that provides a cost 
effective source of nitrogen by reducing 
nitrogen volatility. LSN locks in nitrogen 
consistently and efficiently, without any of the 
fracturing associated with coated products. 

• Reduces volatility and leaching 

• Maximized nitrogen intake to the plant 

• Delivers even feeding 

• Easy to spread 

LSN is available in complete blended fertilizer 
products in the LebanonPro line of fertilizer 
and control products. 

LebanonPro 
j i 

> i 

• 19-0-5 50% LSN 

• 24-0-10 100% LSN 

• 16-0-5 50% LSN .38 Barricade 

• 16-0-5 50% LSN .13 Dimension 

For more information on LSN and for your FREE Weed 
ID book, visit our website at LebanonTurf.com, click on 
promotions and enter coupon code LL9039. 



ABOUT 2 0 MILLION people — 40% of 
those in infested areas — feel the nasty 
sting of fire ants every year. Arriving in 
the United States in the 1930s, fire ants 
reportedly occupy more than 300 million 
acres, or a landmass nearly twice the size 
of Texas, and cause $6 billion in damage 
annually nationwide. 

It's time to silence the sting of fire 
ants. That's why we've partnered with 
major chemical manufacturers this 
month — to provide a snapshot of 
leading-edge pesticide tools and offer 
application tips to help lawn care opera-
tors (LCOs) extinguish these pests. 

» A targeted approach 
Lee Bloomcamp, a Syngenta Profes-
sional Products' territory manager in 
Florida, says an added "plus" for Award 
fire ant bait with the active ingredient 
(AI) fenoxycarb is that it's designed to 
not kill non-target pests. 

"If native ant populations are dis-
rupted, the rapidly reproducing fire ants 
can quickly gain the upper hand by their 

Chemical manufacturers discuss pesticide tools 
and offer application tips to extinguish fire ants 

B\ MARTY WHITFORD EDITOR-IN-CHIEF 

sheer numbers and fierceness — and 
that's the last thing LCOs and their 
customers want," Bloomcamp adds. 

Long-term fire ant control typically 
takes about two to three months for 
total mound collapse, says Bloom-
camp, noting LCOs can use Syngenta's 
Scimitar CS contact insecticide 
directly on mounds for immediate 
individual treatments. 

"We guarantee at least 90% control 
of fire ants after two Award applica-
tions, typically done in the spring and 
fall. In extreme cases in South Texas and 
Florida, we recommend three Award 
applications," she says. 

When broadcasting fire ant bait, 
LCOs should use different spreaders 
than they use for fertilizers. Other-
wise, the fire ant bait's AI carrier might 

absorb salts from the fertilizer and 
decrease acceptance of the bait. For a 
limited time, LCOs can earn a com-
plimentary new Herd spreader when 
purchasing 300 lbs. of Award. 
www.syngentaprofessionalproducts.com 

» Technology advancements 
Dr. Kathie Kalmowitz, technical special-
ist, BASF Turf & Ornamentals, says baits 
are still the most cost-effective solution to 
deliver the most-consistent control. Bet-
ter still, she adds, is when LCOs deliver 
topical applications of a liquid insecticide 
with the AI bifenthrin to visible mounds, 
followed by a broadcast lawn application 
with a fire ant bait containing an insect 
growth regulator (ICR). 

BASF's Amdro Pro eliminates the 
continued on page 56 

http://www.syngentaprofessionalproducts.com


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 wi th less need for fol low-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. 

- F M C ( r ^ } 
FMC Professional Solutions 

x i i c n e JLO n 

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



Fire ant tunnels can 
extend 100 feet f rom 
mounds, but broadcast 
bait helps provide 
blanket control for 
susceptible areas such 
as sports fields. 

continued from page 54 
fire ant queen and her colony within 
seven days of a mound treatment, and 
rids the entire area of fire ants within 
two weeks of a broadcast application, 
Kalmowitz says. Its AI, hydramethalon, 
is an electron transport inhibitor that 
eliminates the pests' energy sources. 
www.betterturf.com 

» Drench the drama 
LCOs can apply diluted (0.1 fluid oz./ 
gal.) of Dow AgroScience's Conserve 
SC (AI: spinosad) to individual fire ant 
mounds as a drench application. For 
mounds 8 in. in diameter or smaller, 
LCOs should use 1 gal. of dilution; 
larger mounds should be treated with 
2 gals, of the solution. 

Mark Urbanowski, Dow AgroSci-
ence's senior marketing specialist for 
turf, ornamental and technical products, 
warns LCOs to not disturb fire ant 
mounds prior to applications. Pressur-
ized sprays should not be used, as they 
might disturb the ants and cause migra-
tion, reducing control. For best results, 
the sprayable suspension concentrate, 
which works on contact as well as 
through ingestion by the pests, should be 
applied in cool weather (65°F to 85°F). 
www.dowagm.com/turf/prod/conserve.htm 

continued on page 58 

Liquid Handling 
Systems & Equipment 

Mix-n-Fill 
System 
Chemical Pre-Mix 
Tank Systems 

110 or 12 volt units 

MCTS 
Systems 

Multi Chemical 
Transfer Systems 

Manual or 
auto transfer 

| CHEMICAL 
I CONTAINERS, INC. 

800-346-7867 • sales@chemicalcontainers.com 
S ^ P.O. Box 1307 • Lake Wales, Florida 33859 ^ 

High Quality 
Mowing 

%jsà 

Take a Test Drive Today 

WALKERT^MOW ERS 
5925 E. Harmony Road • Fort Collins, C O 80528 

800.279.8537 • www.walkermowers.com 

http://www.betterturf.com
http://www.dowagm.com/turf/prod/conserve.htm
mailto:sales@chemicalcontainers.com
http://www.walkermowers.com


See how much you'll save at 
www.rainbird.com/savings 

Greater control, 
lower cost. 

That's intelligent. 

Save more than 2 0 % with the Rain Bird® ESP Modular Controller. 
Rain Bird's 4-station ESP Modular Controller is less expensive than the 3-station 

Pro-C modular controller offered by Hunter* The ESP Modular also delivers 

advanced features like Contractor Default® program recall, a wide seasonal adjust 

range and extremely simple programming. The results — precise irrigation 

control and more money in your pocket. Now that's The Intelligent Use of Water."" 

•Based on 2009 U.S. Rain Bird* and Hunter* List Pricing effective January 1.2009. 

TALK TO YOUR 
SALES REP OR 
DISTRIBUTOR 

Rain Bird® ESP4Mi Indoor Controller: 
Save more than 20% over Hunter® Pro-C300U 

Rain Bird List Price $127 $162 
Hunter List Price 

The Intelligent Use of Water" 

RA/N^BÍRD 

http://www.rainbird.com/savings


SILENCING THE STING 

continuedfrom page 56 

» A1-2 combo 
Rick Ekins, product manager for FMC 
Professional Solutions, says FMC's Tilstar 
products are widely used for fire ant con-
trol in either a single or two-step process. 

Many LCOs use Talstar Professional 
to directly treat mounds and Talstar 

EZ Granular Insecticide as a broad-
cast application across turfgrass areas 
to provide long-term residual fire ant 
control in commercial and residential 
settings. Some LCOs use one or the 
other, depending on the situation, but 
many use the 1 -2 Talstar combo. Both 
products feature bifenthrin as their AI. 
www.fmcprosolutions.com 

» Fast and longlasting 
Advion fire ant bait, featur-

ing the LA indoxacarb, offers LCOs 
the benefits of both baits and contact 
insecticides, says Nancy Schwartz, 
DuPont Professional Products' market-
ing manager for turf and ornamentals. 
DuPont's Advion provides total colony 
control in 24 to 72 hours. It takes just 
one or two applications to achieve year-
long control — at an annual cost per 
acre that's more affordable than many 
other products. 

"An increasing number of LCOs 
are looking for environmentally smart 
products that don't compromise on 
performance," Schwartz says. "There is 
a growing interest in products such as 
Advion that have earned a 'reduced risk' 
designation from the EPA." 

Schwartz's technique tips include 
applying the bait when the soil surface 
temperature is above 60°F and air tem-
peratures are between 75°F and 90°F, 
and not applying if the grass is wet with 
dew, rainfall or irrigation, or during 
excessively hot periods of the day. 
wwwZdupontcom/Professional Products/en US 

» Control choices 
Bayer Environmental Science's Top-
Choice granular insecticide provides 
control of fire ants for up to a year, as 
well as control of mole crickets for four 
months, with a single broadcast applica-
tion. Whi le an application in the late 
winter to early spring is recommended, 
TopChoice can be applied any time 
throughout the year. 

Bayer's Maxforce FC Fire Ant Bait 
also provides effective control of fire ants 
with its Simply Irresistible formula and 
the exclusive Maxforce Domino Effect. 

In addition, TopChoice + Fertilizer 
offers the power of fire ant control with 
valuable nutrients needed for healthy 
turf. In the first week after rainfall or 
watering in, TopChoice + Fertilizer 
reduces active mounds twice as fast as 
TopChoice alone, says Jason Kuhle-
meier, business manager - insecticides, 
lawn and landscape market lead, Bayer 
Environmental Science. 
www.BackedbyBayer.com UM 

The Turf Professional's Free 
On-line Source for Weed ID and 
IPM Control Recommendations 
• Weed ID Photos • Regional Alerts 

• Control Options • Turf School Links 

TEST YOUR WEED IQ! 
WEEKLY C0NTEST-

Correct ID R P X ^ s 
Can Win This I m V J 
Magic Mug ^ 
With Disappearing Ink j 

An Industry Service From 

p b i / c s o R d o n 
c o R p o p a t i o n 

An Employee-Owned Company 

Tine Rake Dethatcher 

Call for Dealer 800.966.8442 

Hooker Aerator 

Made in the U.S.A. 

Heavy-duty Attachments 
for Commercial Mowers 

Attachments for Spring Clean-up 
8e Green-up - Quick and Easy 

Save Time «Save Labor 
Offer More Services 

Do more with your mower. 

http://www.fmcprosolutions.com
http://www.BackedbyBayer.com


A N A B U N D A N C E OF W O R K B E N E A T H T H E S U R F A C E IS T H E F O U N D A T I O N FOR T R U E G R O W T H 

Just as plants won't thrive without a strong root system below them, your business needs support behind it 
to sustain long-term success and growth. Hortica has spent the last 120 years as a green industry advocate, 
providing business insurance and employee benefits for many horticultural industries. Now, businesses that 
generate up to 100% of their revenue from landscape operations qualify for industry-specific insurance 
programs from Hortica. We will work with you to identify your needs and risks before designing a 
comprehensive, yet affordable insurance and employee benefits plan. 

To learn more, visit www.hortica-insurance.com ^ ^ "t I ^ 3 
or call us directly at 800.851.7740. insurance & employee benefits 

To g u i d e a n d p rov ide 

http://www.hortica-insurance.com


JACOBS'JOURNAL 
DANIEL G. JACOBS MANAGING EDITOR | Contact Dan at 216/706 3754 or via e-mail at djacobs@questex.com. 

Never a dull moment—or pencil Itook zweijahre (two years) of German in 
high school. From Day One our teacher, 
Frau Kutsko, made us learn two phrases in 
German: "May I go to the bathroom" and 
"May I sharpen my pencil." If you couldn't 

ask in German, she wouldn't let you. 
She told the possibly apocryphal story of the 

student who, while taking his final exam, broke his 
pencil tip but couldn't remember the right phrase. 
Despite his pleas, she would not allow him to use 
the sharpener. With tears of frustration and anger 
he had to sit there and pick away at it until he could 
expose enough lead to write. 

Years later, I remembered very little of my 
German — how to count to 100, a few stray words 
and how to ask for permission to sharpen my pencil. 
I can't remember how to ask for permission to use 
the bathroom. I guess I never had to go during class. 

A few years ago, we planned a trip to Switzer-
land and Germany, and I was teaching my children 
the one very important phrase I could remember 
(which would, no doubt, come in very handy should 
we experience a highly distressing emergency 
where someone's writing implement failed). 

In the couple of months leading up to our trip, 
my children finally mastered the phrase: "Du bist ein 
bleistiften spitzen" — the pronunciation of which had 
all the nuance of a car motor refusing to turn over 

I learned a great many things 
in school, German clearly being an 
exception. But like so many times in life, 
it is the unintended lessons 
that stick with us. 

in the cold. German, however utilitarian, is not a 
pretty language. 

Anyway, we arrived in Switzerland and related 
the story to a family friend who speaks wonderful 
German and helped us during our stay there. 

Our German-speaking friend promptly 
explained that the phrase embedded in the nether 
reaches of my brain had slowly transformed (either 
that, or my German teacher had a wicked sense 
of humor). "Du bist ein bleistiften spitzen " actually 
means "You are a sharpened pencil." 

Fortunately, we learned of the mistranslation 
early on and avoided an international incident. I 
shudder to think what would have happened if I'd 
uttered that phrase to a bitter former East German. 

Needless to say, my wife and children have never 
let me live that down. 

I learned a great many things in school, German 
clearly being an exception. But like so many times 
in life, it is the unintended lessons that stick with us: 
> If you don't maintain your skills, you will lose 
them. I stopped studying German after two years. 
We already know the results there. 
> Don't trust your memory. If it's important, write 
it down and refer to it often. 
> Whenever you're in a foreign country, never 
pretend to be a master of their language. There's a 
caveat here, though: While most people around the 
world speak at least passing English, we found that 
a sincere attempt to use the native language was a 
gateway to guidance and good service. 

And perhaps most important of all, never, ever 
make a mistake in front of your children that will 
allow them to make fun of you. OK, that's not 
going to happen — but a guy can dream, can't he? 
Actually with two teenagers at home, it's more a 
question of what don't I do wrong. But that's for 
another column. 

And finally, with apologies to Frau Kutsko, I 
leave you with this thought — thanks to the help of 
an Internet translator: Mai bleiben alle Ihre Bleistifte 
schaif or "May all your pencils remain sharp." 

mailto:djacobs@questex.com

