
SELLMORE LANDSCAPES
WITH SYNTHETIC GOLF GREENS & LAWNS

ZERO IN ON HIGH GROWTH,
HIGH PROFITS, & NEW CUSTOMERS

CONTRACTOR ONLINE FORUMS
Learn from thousands of contractors how to successfully
market and sell synthetic golf greens and synthetic lawns.

FLOW PROBLEMS

ELIMINATED

JOINING THESE FREE FORUMS
CAN GENERATE……..
• Two NEW Profit Centers – 50%+

• Two NEW Revenue Streams

• Two NEW Customer Bases

• 90 DAYS – NO Payments & Interest

• Utilizing Existing Equipment

& Employees

• A Simple & Easy Add-On Service

• Year Round Installations

www.allprogreens.com/training
FREE DVD & SAMPLES 1-800-334-9005



Introducing the 2010 Freightliner Sprinter Cargo Van. Best-in-Class* 

payload capacity of up to 5,375 lbs., Best-in-Class* cargo space of up to 

547 cu. ft., Best-in-Class* interior standing height of up to 6'4" and 



Best-in-Class* side door opening area of 6' x 4'3" lets you haul more of the world 

around you. Visit FreightlinerSprinterUSA.com to schedule a test drive.

*Based on a comparison of the Automotive News classifi cation of full-size commercial vans.

PUT MORE INTO IT. TO GET MORE OUT OF IT.
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ANLA applauds $45 million in USDA 
funding for plant health safeguarding
WASHINGTON — The American 
Nursery & Landscape Association 
(ANLA) applauds the U.S. Department 
of Agriculture (USDA) for recently 
allocating $45 million, provided by 

Section 10201 of the 2008 Farm Bill, for 
projects in support of critical plant health 
safeguarding initiatives across America. 
Agriculture Secretary Tom Vilsack 
announced the funding in late January.

Funding will be 
provided to more 
than 50 coopera-
tors, including state 

departments of agriculture, universities, 
non-profi t organizations and USDA 
agencies in support of more than 200 
projects. As Vilsack indicated, these 
state, regional and national projects will 
support the Farm Bill goals of building 
strong systems to safeguard the health of 
U.S. agricultural industries using early 
plant pest detection and surveillance, 
threat identifi cation and mitigation. 
Roughly $2 million of the funds are ear-
marked for projects specifi cally designed 
to safeguard nursery production.

“A number of the target projects are 
relevant to the Green Industry,” said 
Craig Regelbrugge, ANLA vice president 
for government relations. “We are 
especially excited that several projects will 
seek to validate and measure effectiveness 
of best management practices and nurs-
ery systems approaches for pest manage-
ment and nursery plant certifi cation.”

One such project is expected to be 
carried out in a partnership involving 
the Horticultural Research Institute 
(HRI) and a university cooperator. Other 
projects of interest to the industry are 
focused on detection or containment of 
serious plant pests that affect nursery 
production and commerce.

The Farm Bill Sec. 10201 plant 
safeguarding initiative was a key ANLA 
farm bill priority. Since the bill was 
passed, ANLA has chaired the Specialty 
Crop Farm Bill Alliance’s implementa-
tion team focused on guiding use of 
these important funds through a fair and 
transparent process overseen by USDA’s 
Animal and Plant Health Inspection 
Service (APHIS). In the coming weeks, 
APHIS will be working with the more 
than 50 cooperators, including HRI, 
who will receive funds as they develop 
formal work plans.

ANLA’s Craig 
Regelbrugge 
fought hard for 
the funding.

THE SAW THAT CUTS FASTER,
LASTS LONGER

*

Cuts 20% Faster Than Comparable Professional Saws!*
Professionals know the importance of buying quality tools that work better, last longer
and save money over the life of the tool. That’s why Corona created the new QuickSaw line,
the ideal choice for arborists who rely on their tools every day.

QuickSaw’s exclusive patent-pending tooth pattern delivers a 20% faster cut, helping you finish
the job fast so you can move on to the next one. And its high-carbon, impulse-hardened teeth
stay sharp longer. You’ll need fewer replacement blades — saving you money in the long run.
QuickSaw’s dependable stroke and hooked blade keep the saw moving smoothly, helping you
remain more stable and safe as you cut.

So get the saw whose name says it all — QuickSaw.

Look for a full line of QuickSaw products, now available
from Corona distributors nationwide, or at coronaclipper.com

*On Average
† Limitations apply. See Statement of Warranty at coronaclipper.com for details.

©2010 Corona Clipper Inc.

†
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It’s been a rough year for, well, almost everyone. Nearly every aspect 
of the Green Industry has felt the pressure from a down economy. But 
there might be some bright news on the horizon.

 Recently The Mid-America Horticultural Trade Show (Mid-Am) 
announced a 2.3% gain in buyer registrations at the 2010 trade show, held 
Jan. 20-22 at McCormick Place West in Chicago. Total registration was 
7,931 with 5,972 buyers, 1,546 exhibitors and 413 others. There was a 
smaller show fl oor than in previous years with 303 companies exhibiting, 
but with more buyers, there is reason to hope.

Mid-Am isn’t the only show with good news. Earlier in January, 
Landscape Ontario’s Congress, Canada’s largest international horti-
cultural, lawn and garden trade show and conference boasted a 22% 
increase in attendance from the previous year.

With that in mind, perhaps it’s time to start making plans to attend 
GIE+EXPO October 28-30 in Louisville, KY. Register online now for 
the industry’s mega show by visiting www.gie-expo.com. Visit the site 
regularly for updates on events planned for the tradeshow as well as 
information on exhibitors. There you also can fi nd links to hotels or you 
can call the Louisville Housing Bureau, (800) 743-3100 or (502) 561-
3100 to book your lodging.

GIE+EXPO is ranked the 14th largest tradeshow in America, according 
to Trade Show Executive magazine. GIE+EXPO is sponsored by the Out-
door Power Equipment Institute (OPEI), Professional Landcare Network 
(PLANET) and Professional Grounds Management Society (PGMS).

The return of the trade show?

Iron Mike goes green
Green Industry professionals got to meet “Iron 
Mike” Ditka — the only man on the planet to win 
Super Bowl rings as a player (Dallas Cowboys, 
Super Bowl VI), assistant coach (Cowboys, 
Super Bowl XII) and head coach (Chicago Bears, 
Super Bowl XX) — at the recent Golf Industry 
Show in February in San Diego. “Da Ditka” 
appearance came compliments of BASF — 
a Green Industry plant health champion.

Whether you are investing in a new fleet or

looking to add life to your existing trucks and

equipment, Rhino™ is a proven solution to

extend your vehicle life. Rhino Linings

advanced protection shrugs off abrasion and

impact, protects against rust and corrosion

and is impervious to most chemicals. COUNT

ON RHINO TO PROTECT YOUR INVESTMENT.

Call 1-800-422-2603 for a dealer 
near you or visit rhinolinings.com.

All businesses independently owned and operated. 
©2010 Rhino Linings Corporation. All rights reserved. LM 0310 5671



The small size, big performance and turf-friendly tracks on the 418 excavator and MT52 mini track loader 
are perfect for completing limited-access and low-disturbance tasks in tight areas.  Pick your machine 
and a solid lineup of job-matched attachments and take on the job alone, or pair them up to work like a 
well-trained crew.  Either way, you replace manual labor with some serious horsepower.

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.

www.bobcat.com/crew5
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The crew 
that fits anywhere.



RON HALL EDITOR-AT-LARGE

W
e’re over the shock of the 
seemingly unrelenting stream 
of bad news that dominated 
winter 2009. The daily reports 
of massive bank failures, 

record-breaking numbers of foreclosures and waves 
of job losses cast a smothering gray pall of uncer-
tainty over almost everything. While our economy 
has a long way to go to recover what’s been lost, 
we’re confi dent the worst is behind us. We’re now 
more certain of what to expect and what we must 
do as our 2010 season gets in full swing. That’s the 
good news. 

The bad news is that the strong rebound we 
had hoped for in our country’s economic fortunes 
and a return to robust growth for our industry are 
still a ways off. This season will not to be one of the 
better years for most of us. Even so, our industry is 
better positioned than most because we have fi rm 
control of our companies and the public appreci-
ates our services. And now that spring is here we’re 
blessedly busy. 

We have sales calls to make, employees to train 
and clients requiring our services. We’re in full 
hustle, with three goals topping our agendas:

Being as visible as possible within our markets;1.

Marketing and selling like we’ve never done 
before; and

Delivering the most personal and appreciated 
service  possible.

Too busy to be discouraged about this season’s 
prospects, we’re guardedly optimistic about 2010 
in spite of the general economy. We’re convinced 
of the long-term success of our companies and a 
return to growth in the landscape industry, even if it 
is modest this year. 

We remind ourselves that we have a lot going 
for us, which we would recognize if we refl ect on it 
a little bit.

Small business, big opportunities
We should also remind ourselves we’re an industry 
comprised of tens of thousands of businesses guided 
by an aggressive, entrepreneurial spirit.

Most of our operations are small, even by 
accepted defi nitions of small business. The 
advantages of being small sometimes outweigh the 
disadvantages — especially during periods of rapid 
change, such as we’re experiencing. Small compa-
nies can react quickly to shifts in the market or to 
changes in customers’ situations and needs. 

Small also means not being hamstrung by 
unions or haunted by underfunded pension plans. 

Going into last season many of us cut costs, 
increased our marketing and sales efforts or 
realigned our mix of services. Some of us did all 
three. 

We’re now applying the lessons we learned from 
last season, and we’re more confi dent of our ability 
to gauge and fully capitalize on our companies’ 
prospects. 

As humorist Tom Bodett said, “In school, you’re 
taught a lesson and then given a test. In life, you’re 
given a test that teaches you a lesson.” 

Every season brings its own lessons, many of 
them hard-earned. Granted, given the choice, we 
would rather not have another learning experience 
like last year. 

2.

3.
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Leveraging 2009’s lessons

Contact Ron via e-mail at rhall@questex.com.

THEHALLMARK

We have a lot going for us, 
which we would recognize if we 
reflect on it a little bit.



GOLF LAWN NURSERY ORNAMENTAL

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

™Trademark of Dow AgroSciences LLC ©2007 Dow AgroSciences LLC T38-000-002 (9/07) BR 010-60508 510-M2-443-07

With the new customer rewards program from Dow AgroSciences,
you get more. More products. More solutions. More cash back in your
pocket. We offer one of the most comprehensive portfolios of Turf &
Ornamental products in the industry, so you can prevent problems
before they ever happen. And earn more on your purchases. When
you need a proven solution for your Turf & Ornamental business, you
can count on Dow AgroSciences. That’s The Power of MORE™. To learn more about The Power of MORE,
visit www.powerofmore.com or contact your local distributor or Dow AgroSciences sales representative.

GET MORE WITH THE POWER OF MORE™.



Exclusive Hydro Ground Transmission
Our unique cross-porting system routes the coolest 
hydraulic fl uid to the hydraulic pump doing the 
most work. For long life, our transmissions also 
feature a piston pump and internal wet disk brakes. 
And for performance, gear reduction drives were 
added to enhance torque to the drive wheels.

When we sat down to design our new zero-turn mowers, we had three goals in 
mind: make it easier to operate. Make it stronger. And make it more productive. 
The result is a machine that excels in all three areas, with features you won’t 
fi nd on any other mower. See your John Deere dealer for a Z900 demonstration 
and ask about our Work It For A Week Guarantee.

The New ZTrak™ PRO 900 Series

 Accept Nothing Less

Heavy Duty C-Channel Frame
The C-Channel frames on the Z900 are rock-solid, 
indestructible foundations. And a redistribution 
of weight, from front to rear, including a cast-iron 
bumper, makes side-hill mowing a breeze.

7-Iron PRO Deck
The only deck in the industry stamped from a single 
sheet of thick, seven gauge steel using four million 
pounds of pressure. The result? Superior strength, 
excellent airfl ow, and an industry best blade tip 
speed of 18,000 feet per minute.

  Our design philosophy ?


