www.rainbird.com/savings

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

That’s intelligent.

TALK TO YOUR
SALES REP or

DISTRIBUTOR

Save nearly 45% with water-saving Rain Bird® Rotary Nozzles.

Rain Bird® Rotary Nozzle

Rain Bird Hunter
List Price List Price
S 525 $9 75

RaAIN I BIRD
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Savvy Landscape Managers and Designers who think green are sure to
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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
green color and finer leaves than before.

So, think green and make Oregon grown
tall fescue part of your art ... today!

Golf course roughs and bunker faces

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 \
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NOTHING SELLS
MORE HUSTLERS
THAN A HUSTLER.

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!

HUSTLER

HUSTLERTURF.COM * UNCOMMON COMMITMENT
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GOLF LAWN NURSERY  ORNAMENTAL

Until it's 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 Snapshot® 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.DowProvesit.com 800-255-3726

OFFICIAL
CHEMISTRY

< MPA
Tradesmark of Dow AgroSciences LLC State restrictions on the sale and use of Dimension specialty herbicide products, Snapshot and MACH 2 apply. Consult the labe! before purchase or use for full details c0 X

Anways read and follow label directions. * The swinging golfer logo is a registered trademark of PGA TOUR, Inc. ©2009 Dow AgroSciences LLC  T38-000-014(1/09)BR 010-60534 DATOTURFB043
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empowers Green Industry professionals to learn and grow from their peers and our exclusive business
intelligence. Serving as the industry conscience, we not only report on but also help shape news, views, trends and solutions
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Support means helping you win on your terms.

Get $400 off a Z830A and
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.

@ JOHN DEERE



Landscape : -
SUITE 1100

Management 108

EDITORIAL STAFF
e

Editor-in-Chief Marty Whitford 216/706-3766 = mwhitford@questex.com
Editor-at-Large Ron Hall 216/706-3739 = rhall@questex.com

Managing Editor Daniel G. Jacobs 216/706-3754 | djacobs@questex.com
Executive Editor Larry Aylward 216/706-3737 = laylward@questex.com
Art Director Carrie Parkhill 216/706-3780 | cparkhill@questex.com

" l ' l .t .l i
e t—
Kevin Kehoe 949/715-3804 kkehoe@earthlink.net

Jim Paluch 877/574-5267 = jim@jphorizons.com

TH E IRRIGATION IN NOVATO RS Tyler Whitaker 801/592-2810 = tyler@tylerwhitaker.com

Bruce Wilson 866/517-2272 bwilson@wilson-oyler.com

hunterindustries.com
committoblue.com

READER ADVISORY PANEL

Fred Haskett U.S. Lawns/West St. Louis = haskettusi@peoplepc.com
Lorme Haveruk DH Water Management  www.dhwatermgmt.com
Gary LaScalea GroGreen = www.grogreen.com

Jack Robertson Robertson Lawn Care = www.robertsonlawncare.com

Robert Smart Smart Scapes = www.smartscapesoh.com

e

Matt Triplett Willamette Landscape Services www.willamettelandscape.com

Richard Wilbert Robert Howard Associates = www.rhaincinfo.com

BUSINESS STAFF
———

Group Publisher Kevin Stoltman 216/706-3740 | kstol
Administrative Coordinator Petra Turko 216/706-3768 pturko@questex.com

an@questex.com

Production Manager Amber Terch 218/279-8835 = aterch@questex.com

Production Director Jamie Kleist 218/279-8855 | jkleist@questex.com
Audience Development Manager Antoinette Sanchez-Perkins
216/706-3750 = asanchez-perkins@questex.com

A Audi Devel Manager Carol Hatcher

P

216/706-3785 ' chatcher@questex.com

ADVERTISING STAFF
e s

Associate Publisher Patrick Roberts

216/706-3736 Fax: 216/706-3712 = proberts@questex.com
National Sales Manager Dave Huisman

7132/493-4951 Fax: 732/493-4951 | dhuisman@questex.com
Sales Representative Cate Olszewski

216/706-3746 Fax: 216/706-3712 | colszewski@questex.com
Sales Representative Leslie Mor
216/706-3756 Fax: 216/706-3712
Account Executive Classifieds Kelli V 2
216/706-3767 Fax: 216/706-3712 = kvelasquez@questex.com

mc ery@questex.com

MARKETING/MAGAZINE SERVICES

Reprints landscapemanagemen om | 800/290-5460 x100

- liene Schwartz Circulation List Rental 216/371-1667
Customer Services Subscriber/Customer Service
landscapemanagement@halldata.com | 866/344-1315; 847/763-9594 if outside the U.S
Water-wise Durable Green | Paul Semple International Licensing
. y S 714/513-8614 Fax: 714/513-8845
Excel” and Microline D”pllne 1 For cur gle copy, back issues, or CD-ROM, call 866/344-1315

‘ 847/763-9594 if outside the U.S

ample@questex.com

QU ESTEX CORPORATE OFFICERS

- | President & Chief Executive Officer Kerry C. Gumas

D‘ ’G Executive Vice President & Chief Financial Officer Tom Caridi
' | Executive Vice President Anton

Executive Vice President Jo

1 Leido

6 LANDSCAPEMANAGEMENT.NET


mailto:mwhitford@questex.com
mailto:rhall@questex.com
mailto:djacobs@questex.com
mailto:laylward@questex.com
mailto:cparkhill@questex.com
mailto:kkehoe@earthlink.net
mailto:jim@jphorizons.com
mailto:tyler@tylerwhitaker.com
mailto:bwilson@wilson-oyler.com
mailto:haskettusl@peoplepc.com
http://www.dhwatermgmt.com
http://www.grogreen.com
http://www.robertsonlawncare.com
http://www.smartscapesoh.com
http://www.willamettelandscape.com
http://www.rhaincinfo.com
http://www.digcorp.com
mailto:kstoltman@questex.com
mailto:pturko@questex.com
mailto:aterch@questex.com
mailto:jkleist@questex.com
mailto:asanchez-perkins@questex.com
mailto:chatcher@questex.com
mailto:proberts@questex.com
mailto:dhuisman@questex.com
mailto:colszewski@questex.com
mailto:lmontgomery@questex.com
mailto:kvelasquez@questex.com
mailto:landscapemanagement@reprintbuyer.com
mailto:landscapemanagement@halldata.com
mailto:psemple@questex.com

S
Does yourtinsuranceicompany
3 _

think{ “grubrproblem&means:

myste" meattmonday?

In a competitive business environment, you can't afford an
insurance company that doesn’t understand your business.
Hortica has over 120 years experience in the horticultural
industry. We provide specialized insurance solutions and
loss control strategies that other companies don’t deliver.

Tolearn how Hortica can help protect your business INSURANCE & EMPLOYEE BENEFITS
visit www.hortica-insurance.com or call 800-851-7740. To guide and provide
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Without healthy solls, we're history

Dr. Rattan Lal

nly 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 Lal, a world-famous soil scientist, at
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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 Lal’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 warming, 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 warming 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 Lal’s complete
PowerPoint presentation, which he kindly shared
with me, email me at rhall@questex.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
tomorrow’s Green Industry.
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YOU MIGIHT ALREADY have figured this out, but here’s the
scoop: Most of your customers aren’t interested in green
services, particularly if it means they will be writing bigger
checks to you. The hype 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. Honey Rand, APR, president and
CEO of Environmental PR Group, 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



