
Are you ready for 
a NO-NONSENSE

Zero-Turn Mower?

More Productive

Excellent Handling

Superior Cut

Affordable

Lighter Weight

Hill-Hugging Traction

© 2009 Schiller Grounds Care, Inc. All Rights Reserved.

To find out more about the FastCat Pro line

of mowers visit 

or call

Kawasaki® 17hp KAI V-Twin,
Kawasaki® 20-24hp FX Series, or Briggs
& Stratton® 23hp Vangard Engine

Available in 36”, 42”, 48”, 52” or 61”
Deck Widths

8mph mowing speed on 36”-52” models.
Up to 10mph on 61” models.

Heavy Duty Canister Air Filtration

Full Commercial Hydro-Gear 
ZT-3100 or ZT-3400 Transaxles

High-back Flex-Suspension™ seat
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��

��
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��

The FastCat Pro line is built for the
professional that demands a commercial

Zero Turn that is BOB-CAT tough.

Dual Choice Warranty
2 year / 2000 hour or a 5 year / 

500 hour front-to-back warranty



Serena puts Spring-to-Fall color into landscapes…
takes the heat, low water needs and virtually no 
maintenance! Turn to Ball for fast, easy and profi table 
solutions like this top-performing angelonia.

Request your free Landscape Color Solutions catalog 
with poster and photo CD at balllandscape.com.

800 879-BALL

©2009 Ball Hor ticultural Company. ® denotes a registered trademark of  Ball Hor ticultural Company. BHC09066-REV  

serena®

Make money with

angelonia



PROUD SPONSORS
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Miles of 
  TRIALS The California Spring 

Trials will be bursting 

with color and ideas for 

landscape bed designs.

Serena™ Angelonia from Ball Horticultural Company is superb for landscapes. This fi rst-ever seed-grown angelonia series is a main-
tenance-free, season-long bloomer with superior heat and drought tolerance. Use in landscapes, gardens and mixed containers. The 
well-branched, “no-pinch” plants are compact and full. Terrifi c for hot climates both humid and dry. Available in four colors and a 
mix. Visit BallLandscape.com to fi nd a Serena™ Angelonia supplier near you. Order Now for best spring availability.

BALL VARIETY FOCUS: SERENA™ ANGELONIA

E

THE NEWEST CULTIVARS WILL BE 
ON DISPLAY AT THE CALIFORNIA 
SPRING TRIALS.  BY JAMIE J. GOOCH

Miles of

SPECIAL SECTION OF LANDSCAPE MANAGEMENT

Producing profi ts through 
bedding plants, ornamentals & trees

ACH SPRING SINCE 1965, plant 
breeders and marketers have put 
their latest cultivars on display for 
a week in California. The event has 

grown steadily, and this year more than 40 
companies will give visitors a preview of what 
will be available in 2010 and beyond. Though 
originally geared toward growers, the trials now 
are attended by representatives from many 
corners of the Green Industry, including land-
scapers, garden centers and big box retailers.

The dates that were originally set for the 
2010 trials were pushed back from March 
20-26 to April 10-17 at this year’s OFA Short 
Course. The later dates will give breeders 
more time to deliver their best plant materials. 
Plants will be on display at dozens of open 
houses along the central and southern coasts 
of California.

The opportunities for landscapers who 
attend the California Spring Trials are many. 
Formerly known as the Pack Trials because 

the displays focused on greenhouse “packs” of 
fl owers, the trials now include plant perfor-
mance information for each step of the distri-
bution chain, including landscape installation. 
The event is the largest fl ower exhibition in the 
horticultural industry, so landscapers can get 
a fi rst-hand look at the new color that will be 
available to them. 

Design ideas will be easy to come by 
because the open houses have large displays 
and landscape demonstrations that feature 
various color and height combinations. Attend-
ees can also learn what goes into breeding 
cultivars for color, hardiness and disease re-
sistance — and have the opportunity to speak 
directly with plant breeders.

The state of the art in fl ower production is 
a constantly moving target. Each year, new 
cultivars are released that perform better than 
the old standbys. Knowing what those new 
cultivars are and how they perform in your area 
is a competitive advantage landscapers can 
use to gain and retain customers.

For the most up-to-date information, and to 
make appointments with the participating com-
panies, visit the National Garden Bureau’s Spring 
Pack Trial page at www.ngb.org/spring_trials. 



United Financial Casualty Company and its affiliates, Mayfield Village, Ohio. Available in most states.  09P00560.BA (12/09)

Call for a Free Quote
1-888-806-9598

Find an Agent
ProgressiveCommercial.com

Helping you save money,  
no matter what you drive.
No matter what business you are in, you could save with Progressive Insurance. 
For customized coverages at the right price, visit us at ProgressiveCommercial.com.
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> NEW CULTIVARS

Clearly bigger alyssum
The Clear Crystal series from Ball Landscape 
offers big fl owers and a bigger plant size for 
better heat tolerance than standard alyssum. 
Get ready for outdoor shows in shades of 
lavender, purple and white. The fl ower is espe-
cially harmonious with pansies. The tetraploid 
construction of the series delivers more vigor 
than standard diploid varieties, according to the 
company. BallLandscape.com

Summer shot of color
Proven Winner’s Lil Miss Sunshine bluebeard is 
a cross between Petit Bleu and Sunshine Blue. It 
delivers shiny yellow foliage all summer long, and 
features a compact habit. Abundant blue fl owers 
appear in late summer on this deer-resistant, 
butterfl y-attracting shrub. With a height of 30 to 
36 in., it can be used as an addition to a mixed 
border or perennial bed. ProvenWinners.com

Award-winning marigold
As a 2010 All-America Selections winner, Marigold 
F1 African Moonsong Deep Orange from Syngenta 
Flowers offers fade-resistant, double-bloom fl ow-
ers that range from 2.5 to 3.5 in. in diameter. The 
stress-resistant plants fl ower in about 70 to 84 days, 
and grow to 15 in. tall. Over the summer, the old 
blooms will be covered with green foliage — which 
keeps the plants looking fresh throughout the grow-
ing season. GoldsmithSeeds.com

Hot shades of Winter Jewels
New for 2010 from Terra Nova, Helleborus 
Winter Jewels Peppermint Ice has large, 
double picotees that are light pink with a 
rim of dark pink edging. This clumping 
perennial is most active in late winter to 
early spring, and requires dappled shade 
(full sun in the Northwest). It’s equally 
at home in mixed beds, cottage garden 
layouts or as understory. Other new shades 
this year in the Winter Jewels series include 
Amber Gem, Berry Swirl, Cotton Candy, 
Harlequin Gem, Jade Tiger, Onyx Odyssey, 
Sparkling Diamond and Painted Doubles. 
TerraNovaNurseries.com



NO MULLIGANS
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Your course has to look perfect every day of the week – so you’ve got to get every job done fast and done 
right the fi rst time. Bobcat® compact tractors have outstanding features that help you do more and do it 
faster, whether you’re preparing seed beds, carrying materials with the loader, pulling a sprayer, or taming 
the fairway with your mower.

Bobcat® and the Bobcat logo are registered trademarks of Bobcat Company in the United States
and various other countries ©2010 Bobcat Company. All Rights Reserved.
BobcBobcatat®® and and the the Bob Bobcatcat logologo are are reg registeisteredred tradtrademaremarks oks of Bof Bobcatbcat Com Company in t
and various other countries ©2010 Bobcat Company. All Rights Reserved.

www.bobcat.com/mulligans5
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ACUTABOVE
GREEN INDUSTRY MAINTENANCE LEADERS  » BY DAN JACOBS

BROUGHT TO YOU BY 

Taking the high road is easier because it’s always 
less traveled. That’s a lesson Donna Vignocchi, 
president and CEO of Wauconda, IL-based 
ILT Vignocchi, learned from father Harry, who 
started the company 40 years ago. It’s one of the 
lessons she uses to run her maintenance company.

INSIDE INFO
Company: ILT Vignocchi

Headquarters: Wauconda, IL

Year established: 1969 

Employees: 20 full-time and 
130 seasonal employees

LM Top 150 rank: 130

Key to being a maintenance 
leader: Never buy the second 
truck. I’m not kidding. That’s 
my biggest piece of advice. 
Having more than 50 vehicles 
with umpteen number of 
safety incidents a year … 
I don’t necessarily believe 
volume has anything to do 
with being a leader. Being 
a leader means not being 
afraid to stand up for what 
you believe in. The people 
we employ are passionate 
about horticulture. We’re 
supposed to be stewards of 
everything that grows. That’s 
what a leader is.

TOP TRENDS 

» Price pressure. The biggest trend right now 
has been the downward motion of price. I 
believe, that in our market, landscape mainte-
nance is becoming much more of a commodity 
than a service. People are less concerned with 
quality than they have been, and that’s simply 
because of the reality of the economy.

» Going green. There are very few ways to 
differentiate yourself when you do landscape 
maintenance. One way to do it is to be really 
cheap. The other approach is to provide a quality 
service. In our market, in Chicago, customers 
won’t tolerate poor customer service, unless 
you’re on the inexpensive side. Companies 
such as ours are driving this green sentiment 
at the forefront of their consumer messaging 
to differentiate themselves. It’s a movement 
pervasive among all industries. Everybody is 
advertising “green.” It’s a trend, but it’s also the 
biggest opportunity moving into 2010.

TOP OBSTACLES

» Recession woes. We must fi gure out how 
to compete; how to retain customers when 
everything is seemingly about price. How do 
we continue to exist and be profi table when we 
have to compete in this type of market? We have to continue to 
cut our costs and reevaluate things such as benefi ts. ILT always 
has been a benefi ts-rich company. Those are things we have to 
look at. This recession isn’t something we’re going to see end in 
the near future. We’re looking at three to fi ve years.

» Tight lending. Lending institutions are unwilling to lend. They’re 
all out saying they weren’t one of those banks that had to take 
the money and “we’re still lending.” Your ability to fund growth or 

buy new equipment for replacement programs, 
and now pay cash out of pocket, is almost 
impossible. It’s a crisis. I think of companies 
such as ours that have been in business for 40 
years that are sound, and I’m so frightened for 
those companies that aren’t. It’s scary. That’s 
one of the biggest obstacles for small busi-
nesses right now.

TOP OPPORTUNITIES

» Work the hurt. Our vendors have less busi-
ness, just like we do. It could be less volume; it 
could be lower prices. Because of that, they’re 
offering us substantial discounts we’ve been 
able to take advantage of. It’s a signifi cant 
opportunity for companies that can take advan-
tage of it.

» Topgrading. There’s an enormous opportunity 
to pick up talented people. I don’t think that’s 
something our industry could say three years 
ago. There were very few good people out 
there looking for work. Now, there are a lot of 

talented, qualifi ed people looking for work. It’s a good time to 
consider topgrading personnel. If you’re looking to expand into 
other markets, now is a great time to staff up.

» Spend wisely. This is an opportunity for all companies to be 
more disciplined. That’s a very good thing. We’ve learned many 
lessons throughout the past two years that have been invaluable 
to me as a leader and valuable to our staff as a team. You tend to 
view things a bit more conservatively. 

“This is an opportunity 
for all companies to be 
more disciplined.”
– Donna Vignocchi, 
pictured with her 
father, Harry



Put your business here.

TAKE YOUR TURN ON THE NEW PRO-TURN™ 200 
AND TAKE YOUR BUSINESS WHERE IT BELONGS. 

WWW.GRAVELY.COM

Get more machine for your dollar. The New Pro-Turn™ 200 Series means 
less maintenance, less downtime and improved operator productivity—all at 
a great price. We could tell you more but it wouldn’t matter. You’ve got to
experience the revolutionary Pro-Turn™ 200 Series for yourself. So visit 
your Gravely dealer today and put your business in the driver’s seat.

WE KEEP YOU CUTTING®

WWW.YOUTUBE.COM/GRAVELYCHANNEL 
Check out what cutters and dealers had to say after they took their turn on the Pro-Turn™ 200 at the 2009 GIE+EXPO. 

A048-15863_proturn trade ad_LandMan.indd 1 12/14/09 10:20:33 AM



CLASSIFIEDSHOWCASE
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Payment must be received by the classifi ed 
closing date. We accept Visa, MasterCard, and 
American Express.

Mail LM Box # replies to: 
Landscape Management Classifi eds, LM Box #____ 
306 W. Michigan St., Suite 200 
Duluth, MN 55802 
(please include LM Box # in address)

Every month the Classifi ed 
Showcase offers an up-to-
date section of the products 
and services you’re looking 
for. Don’t miss an issue!

ADVERTISING 
INFORMATION

Call Kelli Velasquez at 
216-706-3767, 
Fax: 253-484-3080,
E-mail: 
kvelasquez@questex.com

BUSINESS FOR SALE

BUSINESS OPPORTUNITIES

®

Incorporate
for as little as $99
Visit www.incorporate.com

or call 800-616-0216

WANT TO BUY OR SELL A BUSINESS?
Professional Business 

Consultants can obtain purchase 
offers from numerous qualifi ed 

potential buyers without disclosing your identity. There 
is no cost for this as Consultant’s fee is paid by the 

buyer.  This is a FREE APPRAISAL of your business.
  If you are looking  to grow or diversify through 

acquisition, we have companies available in Lawn Care, 
Grounds Maintenance, Pest Control and Landscape 

Installation all over the U.S. and Canada. 

182 Homestead Avenue, Rehoboth, MA  02769

708-744-6715 • Fax 508-252-4447
E-mail pbcmello1@aol.com

For Sale: Well respected,
 28 year old lawn treatment company 

with nearly untouchable 96 to 97 
percent retention rate, season to season.  Over 

1,000 lawns.  South and west suburbs of 
Pittsburgh. Contact: 

Lawn Care
P.O. Box 16081

Pittsburgh, PA 15242

Use color to get the attention your ad deserves!

Snow, Lot Sweeping, & Landscape Contracts 
Join the affi liation that works for YOU.
Contractors needed throughout the US.

Sign up today www.agmgus.com.
EXPERIENCE THE AGMG DIFFERENCE.

BUSINESS OPP. (CONT’D)

landscapemanagement.net

Athletic Field Construction & 
Renovation

Established Athletic Field Construction Company 
is looking to enter into regional licensing 

agreements with qualifi ed service providers.

•  Niche Market
•  High Margins

•  Limited Competition
•  Great Add On Business

Will provide hands on training, regional 
sales leads, proven products and consulting.

LM Blind Box #107

3 EASY WAYS TO REPLY TO 
L M  B L I N D  B OX  N U M B E R S

1) MAIL:
Landscape Management Classifieds, LM Box # __
306 W. Michigan St., Ste. 200
Duluth, MN 55802

2) EMAIL: blindbox@questex.com

3) FAX: 218-279-8815
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HELP WANTED

FLORASEARCH, INC.
In our third decade of performing

confi dential key employee searches for
the landscape/horticulture industry and

allied trades worldwide.
Retained basis only.

Candidate contact welcome,
confi dential and always FREE.
1740 Lake Markham Road

Sanford, FL 32771
407-320-8177 ◆ Fax: 407-320-8083
E-mail: search@fl orasearch.com

www.fl orasearch.com

Check out the amazing software that landscaping 
contractors everywhere are talking about! 

www.wintac.net      1-800-724-7899

The #1 all-in-one software for lawn 
care and landscaping contractors

Scheduling, Routing 
CRM, Service History 

Job Costing, Estimating 
Inventory, Purchasing 

Automatic Billing, Invoicing 
AR/AP, Payroll, Accounting 

Marketing, Vehicle Management 

SOFTWARE

Keep your 
business 
growing.

Advertise in Landscape 
Management. Contact 
Kelli Velasquez today:

216-706-3767
kvelasquez@questex.com
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MARTY WHITFORD EDITOR-IN-CHIEF

I
n March 2009, I wrote a column, “What are 
you going to do with all of the time you’ve 
been given?” I concluded it by sharing my 
professional, personal and spiritual To-Dos.

Looking in the rearview mirror, it’s clear 
that outside of a few sporadic successes, I fell a bit 
short working toward those goals. The resolutions 
were (and still are) solid, but my resolve wavered. 

Because the goals are desirable and attainable, 
and I wholeheartedly believe in second chances, 
I’m giving my resolutions another go-around. 
Here are my 10 resolutions for 2010:

Eat Less. Move More. Four words ... Simple, 
but not easy. Like a lot of things in life, 
I have to stay committed to improving both sides of 
the ledger to gain ground (instead of pounds).

Spend Less. Save More. As The Great Reces-
sion lingers, many of us will make the same or less 
this year. Meanwhile, the cost of fuel, food, 
utilities and medical coverage will continue to climb. 
The good news is if I’m successful at Resolution 1, 
it automatically fortifi es my efforts toward 
Resolution 2. By the way, did you know fast food isn’t 
considered a necessity in other parts of the world? 

Talk Less. Listen, Think and Take Action More. 
God gave each of us two ears and one mouth for a 
reason. Growing up with nine siblings, interruptions 
sometimes seemed my only way into conversations. 
But now that I’m allegedly “all growed up,” that same 
behavior gets me nowhere. This goal includes not play-
ing psychic by trying to fi nish people’s sentences.

Worry Less. Pray More. The worrying comes 
and goes, as does the praying. But the praying is 
gaining steam while the worrying is stalling. Hmm 
… Perhaps they’re inversely related.

Grump Less. Laugh, Love and Live More. I 
need to adopt an attitude of gratitude and carry it 
with me throughout each day. I’m blessed beyond 
belief. I need to cherish every moment I have with 
the special people, gifts and grace God showers 
upon me at home and work. I might never be a 
millionaire, but that’s OK. I’m relationship rich.

1.

2.

3.

4.

5.

Take Less. Give More. I’m not where I could or 
should be with this one, but I do experience magical 
moments of getting out of self and getting into 
others. I hope to make this a daily deal. My oldest 
brother, Jim, tried to help three people a day and 
not let anyone else know about it. If others discov-
ered his good deeds, they “didn’t count.” 
(I won’t share my progress on this goal because I 
want all of my random acts of kindness to count.)

Reach Out More. My goal is to connect with 
at least 20 readers every month. Thousands of lawn 
care, landscape maintenance, design/build and 
irrigation professionals and an expansive family 
of marketing partners subscribe to our magazine. 
Consistently connecting with the customer will 
help us take our relationships and integrated media 
solutions to the next level.

Plan Your Work. Work Your Plan. A host of 
professional To-Dos fall under this goal, including 
improving communications, strategic planning and 
tactical execution. The action list is lengthy and 
complex, but the desired by-product is singular 
and simple, albeit a bit militaristic: We need to do 
all we can do to become all we can be. 

Complete HUGE Heart Home Makeover. This 
one was the brainchild of Group Publisher Kevin 
Stoltman. After we barely missed winning an “Extreme 
Makeover Home Edition” renovation for friends, 
Kevin convinced me to not give up. With Kevin’s 
gentle urging, last year I organized and promoted a 
local project to raise funds and expand and remodel 
the home of the Gaspar family of Fairview Park, OH. 
Adam Gaspar, my buddy since the fi rst grade, lost his 
10-month battle with cancer Sept. 30, 2008. In no 
way can this endeavor offset the loss of Adam, but it is 
bringing together an entire community in a beautiful 
act of service that will make home a little sweeter for 
Adam’s widow, Ann, and their six children.

  Write and publish a book. In case you haven’t 
noticed, I’ve been writing this classic — “Whit’s 
World ... Living proof that evolution is overrated” 
— one month, one column at a time. 

6.

7.

8.

9.

10.
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Same resolutions, renewed resolve

Contact Marty at 216/706-3766 or via email mwhitford@questex.com.

WHIT’SWORLD


