


Demanding more
and paying less.

That’s intelligent.

Pocket one of our instant 
prizes. See what you won at
www.rainbird.com/PocketTheSavings

TALK TO YOUR
SALES REP OR 
DISTRIBUTOR

*Based on 2010 U.S. Rain Bird® and Hunter® List Pricing eff ective September 1, 2010.

Rain Bird® MPR and VAN Nozzles: 
Save more than 25% over Hunter® 
Fixed Arc and Variable Arc Nozzles.*

Hunter 
List Price

$160

Rain Bird List Price

$119

Save more than 20% with proven Rain Bird® MPR and VAN 
Nozzles. Trusted by contractors and homeowners alike for decades, 

MPR Nozzles offer increased design flexibility, while versatile VAN 

Nozzles can be easily adjusted. Designed to deliver greener grass, these 

industry-leading nozzles are also priced to save. Putting performance in the 

ground and savings in your pocket. That’s The Intelligent Use of Water.™
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THE HOTTEST SHOW ON THE WEED CONTROL
ROAD JUST GOT EVEN LOUDER.
Only a superstar rolls like this, and you’re about to get a backstage pass to the hottest tour on
the road. It’s the Rock the Weeds Tour featuring Dimension® specialty herbicide, the No. 1
preemergence herbicide brand in the lawn and landscape markets.1 Dimension is cranking up the
volume on tough weeds like crabgrass, creeping woodsorrel, bittercress and many other grassy
and broadleaf weeds. And its nonstaining formulation rocks all season long and delivers outstanding
early postemergence control on crabgrass. On this tour, there are no groupies or wannabes.
It’s brought to you by the company that delivers only proven solutions — Dow AgroSciences.
www.DowProvesIt.com

GOLF LAWN NURSERY ORNAMENTAL

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

OUT WITH THE OLD. IN WITH THE NEW.

( E N T E R  C O D E :  L M 1 2 )

OUR MISSION: Landscape Management — the leading information resource for lawn care, landscape maintenance, design/build and irrigation contrac-
tors — empowers Green Industry professionals to learn from their peers and our exclusive business intelligence from the only experienced editorial 
team in the market. Serving as the industry conscience for 50 years, we not only report on but also help shape news, views, trends and solutions.
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Rain Bird® 1804 Sprays: 
Save more than 35% over 
Hunter® PROS-04 Sprays*

Hunter 
List Price

$335

Rain Bird List Price

$215

Save more than 35% with the industry-leading quality of 
Rain Bird® 1804 Sprays. From the co-molded wiper seal to the stainless 
steel retraction spring to the five-year trade warranty, the dependability 
of the 1804 Spray cannot be beat. With a new, lower list price, neither can 
its value. Putting performance in the ground and savings in your pocket. 
That’s The Intelligent Use of Water.™

That s intelligent.

Save more than 35% with the industry-leading quality of 
Rain Bird® 1804 Sprays. From the co-molded wiper seal to the stainless
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LM Blog
To read daily Green Industry news & views 
on the Landscape Management blog, visit 
www.landscapemanagement.blogspot.com or 
scan the tag below.



9DECEMBER 2010  |  LANDSCAPEMANAGEMENT.NET

MAILBOX

Best issue in � ve years
On behalf of the members of the New 
Jersey Landscape Contractors Association, 
I would just like to take this opportunity 
to congratulate you on the October 2010 
issue of Landscape Management. In my 
opinion, this is the best issue of any land-
scape industry publication that I have seen 
in the past � ve years! Great job to all who 
contributed to this informative, exciting and 
intriguing issue. Keep up the great work.
— Gail E. Woolcott, Director of Operations, 
New Jersey Landscape Contractors 
Association, Elmwood Park, NJ

Service to serious business owners
I just read through the October issue of 
Landscape Management and I want you to 

know I think it is the best yet! The stories 
and experiences are all positive examples 
of what I see every day … businesses 
using creative and often new approaches 
to doing business in this economy. I think 
this issue is a real service to anyone who is 
serious about business. Nice job!
— Bill Hoopes, Owner, Grass Roots Training, 
Columbus, OH

Sustainability trend continues evolving
I just read your September 2010 issue 
of Landscape Management, and saw a 
number of articles about the 
budget and labor crisis.

The bubble has burst and 
everyone is bidding margins 
to eliminate any pro� ts, but 
everyone continues doing the 
same thing. This reminds me 
of Albert Einstein’s de� nition 
of insanity: “Doing the same 
thing again and again and 
expecting a different result.”

“The Ideas Issue” covers 

a lot of ground, but few will move on new 
ideas. They will keep doing the same thing 
and expecting the market to come back 
and life to return as it was.

But there are a few companies break-
ing away from the pack, and moving ahead 
with sustainable landscapes. Sustainable 
landscapes grew through landscape archi-
tects and has been based on new designs 
and new construction, which is not out 
there now. Interestingly, sustainablity is a 
value that can be offered to all of the land-
scapes already established in the ground.

We are currently involved 
in a number of projects 
focused on sustainable medi-
cal centers, sustainable parks 
and sustainable resorts. This 
trend is evolving. 

With respect, and the 
best to you and your 
publication.
— Michael Chaplinsky, 
President, Turf Feeding 
Systems, Houston, TX  
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Mower manufacturers provide landscape contractors with more 
options than they’ve ever had. Ef� ciency and productivity 
are key if contractors want to continue to operate pro� tably.

BY DAN JACOBS MANAGING EDITOR


