
Eye-catching performance 
with a price worthy of 
a second look. 

That's intelligent. 

Save nearly 4 5 % with water-saving Rain Bird® Rotary Nozzles. 

Our most water-efficient nozzles let you combine the 
proven durability of the 1800 Spray body with rotor-like 
range and performance. That means even coverage, 
excellent wind resistance and up to 30% water savings 
over conventional nozzles—plus a spray pattern your 
customers will love. A better spray with a better.lookata 
better price. 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® Rotary Nozzle 
Save nearly 45% over Hunter* 
MP2000 Rotator* 

Rain Bird 
List Price 

$525 $g75 
Hunter 

List Price 

RA/N^B/rd 

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

http://www.rainbird.com/savings


Savvy Landscape Managers and Designers who think green are sure to 

Always specify Origin: Oregon tall fescue seed 
for consistent quality produced by professional 
growers in the Grass Seed Capital of the World. 

Oregon 
Tall Fescue 

Commission 

www.oregontallfescue.org 

Enviromentally friendly, deep-rooted, drought, 
wear and shade tolerant tall fescue has long 
been a favorite of those who specify and 
manage turfgrass. Newer varieties have 
improved disease and insect tolerance, darker i 
green color and finer leaves than before. 

So, think green and make Oregon grown 
tall fescue part of your art... today! 1 
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Golf course roughs and bunker faces 

Home 
lawns 

http://www.oregontallfescue.org


NOTHING SELLS 

But don't believe an advertisement. 
Go ride any of our competitors' mowers and then 

visit your local Hustler dealer for a demonstration. 
We trust your judgement. 

Be sure and ask your dealer about special offers, and low financing available right now! 

H U S I I E R 

H U S T L E R T U R F . C O M • U N C O M M O N C O M M I T M E N T 



Until its proven, all the claims mean nothing. 
The same goes for lawn care products. You need solutions that are proven to work. Products that have 

been researched and tested to stand up to even your toughest weed, insect and disease problems. Others 

can claim it. Dow AgroSciences can prove it. Our comprehensive portfolio includes the leading solutions 

you know and trust, like Dimension*, Gallery" and Snapshot0 specialty herbicides, as well as MACH 2 

specialty insecticide. And our Turf & Ornamental Specialists are a proven resource for the service and 

support you need. But don't just take our word for it, see the proof at www.DowProveslt.com. 

www.DowProveslt.com 800-255-3726 

Trademark of Dow AgroSciences LLC State restrictions on the sale and use of Dimension specialty herbicide products. Snapshot and MACH 2 apply Consult the label before purchase or use for full details. 
Always read and follow label directions. The swinging golfer logo is a registered trademark of PGA TOUR. Inc. ©2009 Dow AgroSciences LLC T38-000-0140/09IBR 010-60534 DAT0TURF8043 

P R O V E N S O L U T I O N S 

t Dow AgroSciences 

http://www.DowProveslt.com
http://www.DowProveslt.com
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You can't put off getting in step with America's 
growing environmental movement if you want to 
ensure your place in the approaching era of Green 
Industry growth and prosperity, BY RON HALL 
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Congress' failure to fix immigration policies and 
extend H-2B's returning worker exemption triggers 
labor tremors across the Green Industry. 
BY M A R T Y W H I T F O R D 

DISEASE 
CONTROL FOR 1 — -
COOL SEASON LAWNS 

DATE: Thursday, May 28,2009 
TIME: Noon EDT 

Matt Giese, technical manager 
at Syngenta, will discuss cool 
season turf diseases and how 
diagnosing them can increase 
revenue. To register visit 
www.landscapemanagement.neV 

webinar 
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LM MARKET MATCH We've made your life a little easier by supplying icons 
that direct you to stories targeting your core business. 

B - Business, D/B Design/Build, I - Irrigation. LC Lawn Care, M • Maintenance 
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LIVESCAPES 
Improve your 
bot tom line w i t h 
environmental ly 
fr iendly landscapes. 

SNOW + ICE GUIDE 
The snow is f lying 
fast and furious. Do 
you know w h o to 
service first? 

Select stories from our e-newsletters. 
Visit www.landscapemanagement.net/ 
enewsletters to sign up or view. 

LM direct! 
Channel your inner Spiel-
berg. Learn about Rain Bird's 
Intelligent Use of Water film 
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becoming the whipping boy 
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critics. 
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Correction: A comment on Agrium's new XCU slow-
release fertilizer in the "Fertilizer Trends" article in the 
February edition of Landscape Management should have 
been attributed to Bryan Gooch, marketing manager with 
Agrium Advanced Technologies. The quote was incorrectly 
attributed to Don Myers, product development manager for 
herbicides and plant growth regulators (PGRs) with Bayer 
Environmental Science. 

• ^ n r l c / ^ ^ H A 0UR MISS,0N: Landscape Management— the leading information resource for large, successful lawn care, landscape maintenance, design/ 
L C l l l U b U C l r * ^ * build and irrigation professionals — empowers Green Industry professionals to learn and grow from their peers and our exclusive business 
Management intelligence. Serving as the industry conscience, we not only report on but also help shape news, views, trends and solutions. 
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( ^ 1 JOHN DEERE 

JohnDeere.com 

5.99% Low-Rate Financing for up to 60 Months at Participating John Deere Dealers offer available February 3, 2009 through August 3, 2009. Excludes Z-Trak Estate and EZtrak Zero-Turn Mowers. Subject to approved 
credit on John Deere Credit Revolving Plan, a service of FPC Financial, f.s.b. For personal use only. No down payment required. Finance charge will accrue at 5.99% APR and is for qualified buyers. Monthly payment will be 
calculated based on 2.0% of the amount financed at 5.99% APR. Rates subject to change. See local dealer for current rates. A $1.00 per month minimum may be required. Upon default the interest rate may increase to 
19.8% APR. Other special rates and terms may be available, including installment financing. Available at participating dealers in the United States. Prices and savings in U.S. dollars. 

Save $400 (U.S.) on Z830A Z-Trak"' PRO 800 Series Mowers available February 3,2009 through August 3,2009. Prices and models may vary by dealer. Savings based on the purchase of eligible equipment. Offers available 
on new equipment and in the U.S. only. Prices and savings in U.S. dollars. See your dealer for details. 

Get $400 off a Z830Aand 
5.99% a month financing for 5 years. 
In a business where time is money, we've figured out a way to help 
you make the most of yours: 5.99% financing for 60 months on 
our entire line of Z-Trak PRO Series zero-turn mowers. And with the 
Z830A, you'll get $400 off instantly. So see your John Deere dealer 
today. Because we're ready to give you support in the field -
and on the bottom line. 

Support means helping you win on your terms. 
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THE IRRIGATION INNOVATORS 

hunterindustries.com 
committoblue.com 
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In a compet i t i ve business envi ronment, you can ' t a f fo rd an 
insurance company tha t doesn ' t understand your business 
Hortica has over 120 years experience in the hort icul tural 
industry. We provide specialized insurance solut ions and 
loss contro l s t rategies tha t o ther companies don ' t deliver. hortica 
To learn how Hortica can help p ro tec t your business 
visit www.hort ica- insurance.com or call 8 0 0 - 8 5 1 - 7 7 4 0 

INSURANCE & EMPLOYEE BENEFITS 

To guide and provide 

http://www.hortica-insurance.com


THEHALLMARK 
R O N H A L L EDITOR-AT-LARGE I Contact Ron via e-mail at rhall@questex.com. 

Without healthy soils, we're history 

Only water approaches soil's impor-
tance in sustaining life on our 
beautiful blue globe. As obvious 
as that might seem, seldom do we 
give soil the attention it warrants 

in light of its crucial role in our livelihoods — not 
to mention our existence. 

Perhaps like you, I've unthinkingly looked at soil 
and dirt as being one and the same. There's a vast 
and vital difference, of course. 

Living soil — replete with minerals, organic 
matter, invertebrates, macro-flora and micro-flora 
— is the foundation we build upon to populate our 
urban environments with beautiful, life-enhancing 
green material. Healthy soil is a marvelously com-

plex and synergistic mixture 
of living and non-living 
material that engenders plant 
health. 

Dirt, which is often life-
less, cannot do this. 

Do we focus too narrowly 
on treating the symptoms 
of plant woes, rather than 
determining and fixing the 
root cause, which is usually 
damaged or poor-quality 
soil? Perhaps. Sometimes, of 
course, we have no choice, 
inheriting pre-existing condi-
tions in the form of lifeless 
dirt. Then we must choose 

between improving the soil's capacity to sustain 
healthy plant life or launching a maintenance 
regimen that, in the long run, might turn out to 
be wasteful, expensive and potentially harmful to 
the environment. Economics and revenue consid-
erations often loom large in determining which 
course is selected. 

Why is soil top of mind for me now? An 
enlightening Earth Day presentation by 
Dr. Rattan Lai, a world-famous soil scientist, at 

the Wooster, OH, campus of The Ohio State 
University re-opened my eyes to its vital impor-
tance — not just to our industry, but to our future 
well-being and survival. 

I hope that you find Lai's 10 laws of soil, which 
he shared with an audience of several hundred 
Earth Day celebrants, as enlightening as I did: 
> Law #1: The biophysical process of soil 
degradation is driven by economic, social and 
political forces. 
> Law #2: When people are poverty-stricken, 
desperate and starving, they pass on their 
sufferings to the land. 
> Law #3: It is not possible to take more out of a soil 
than what is put in it without degrading its quality. 
> Law #4: Marginal soils cultivated with marginal 
inputs produce marginal yields and support 
marginal living. 
> Law #5: Plants cannot differentiate among the 
nutrients supplied through inorganic fertilizers or 
organic amendments. 
> Law #6: Mining carbon has the same effect on 
global wanning, whether it is through mineraliza-
tion of soil organic matter and extractive farming, 
burning fossil fuels or draining peat soils. 
> Law #7: Even the elite varieties of plants cannot 
extract water and nutrients from any soil where 
they do not exist. 
> Law #8: Soils are integral to any strategy of mitigat-
ing global wanning and improving the environment. 
> Law #9: Sustainable management of soils is the 
engine of economic development, political stability 
and transformation of rural communities in devel-
oping countries. 
> Law #10: Sustainable management of soil implies 
the use of modern innovations built upon tradi-
tional knowledge. Those who refuse to use modern 
science to address urgent global issues must be 
prepared to endure more suffering. 

If you would like to view Lai's complete 
PowerPoint presentation, which he kindly shared 
with me, email me at rhall@questex.com. 

mailto:rhall@questex.com
mailto:rhall@questex.com


"GREEN" is the New GREEN 

' FeRROMEC AC 
Greens It Up Fast 
as a Tank-Mix 

FeRROMEC 
Greens It Up Fast 

^ FeRROMEC" MICROS 
Keeps It Green Longer 

ALWAYS READ AND FOLLOW LABEL DIRECTIONS 
FeRROMEC® is a registered trademark of PBI/Gordon Corporation 

p b i g o r d o n . c o m / f e r r o m e c 

800 .821 .7925 
Gp b i / G D R c J o n 

c o R p Q R a t i o n 
An Employee-Owned Company 



YOU MKIIRR AI.RKADY have figured this out, but here's tho 
scoop: Most of your customers aren't interested in green 
services, particularly if it means they will be writing bigger 
checks to you. The hvpe and posturing regarding sustainahil-
ity, regardless of products or services, far exceed the public's 
acceptance and adoption. 

At least that's the case right now. 
"Very few people today are making buying decisions based 

on what is green," says Dr. I loney Rand, APR, president and 
C F O of Environmental PR Ciroup, Lutz, FL. Rand describes 
selling propositions based solely on environmental claims as 
"meaningless." 

"Green is the new branding. There is so much green now 
that (the term) has no meaning anymore," she adds. 

continued on page 13 

You can't put off getting 
in step with America's 
growing environmental 
movement if you want 
to ensure your place in 
tomorrow's Green Industry 
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