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Make a statement with 

DuPont™ Acelepryn® insecticide.

Evolve your business with DuPont™ Acelepryn,® the 
latest advancement in grub control. One application 
provides unparalleled performance against every 
turf-damaging white grub species as well as key 
surface feeders. The Acelepryn® Application Advantage 
delivers timing that fi ts every grub preventative 
treatment program. Acelepryn® also provides effective 
control of key insect pests infesting landscape 
ornamentals. And, Acelepryn® is the fi rst and only grub 
control product to be granted reduced-risk status by 
the U.S. EPA for application to turfgrass. Customers 
will appreciate the excellent environmental profi le and 
the exceptional performance of Acelepryn,® while you’ll 
benefi t from a reduced number of costly callbacks. 
To learn more visit proproducts.dupont.com/acelepryn. 
DuPont™ Acelepryn.® Start an evolution.
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Since 1986 we have helped  

existing landscape service businesses 

become a success within our  

franchise network.

Join us and it will change your life.

BUSINESS OWNERS – TAKE ADVANTAGE OF OUR 
NEW OFFER OF $0 DOWN TODAY!*

Call us today at 1-866-781-4875
 franchise@uslawns.net     ��      www.USLawnsFranchise.com

New Offer for Conversions:
If you already own your own business, we can help you reach your commercial growth 
goals. U.S. Lawns has brand recognition. We are the leading franchise company in the 
commercial landscape management industry! We have operational systems and support 
that are second to none. Seriously. Look us up.  Ask our franchisees. 

Now we are offering special finance options for those who are converting their business to a 
U.S. Lawns franchise. Not only will you be joining the leader in the industry, you will be 
taking advantage of our newest financial outreach to conversions. NO MONEY DOWN! That 
just is not an offer you want to pass up. If you were ever considering a franchise, now is the 
time and we are your future. We have the marketing you need. We have the systems for 
effective bidding, efficient routing, timely invoicing and business plans that set you on a 
growth path. The best part? We are NOT acquiring your business. You still retain ownership 
of your business. 

With U.S. Lawns, get set to grow!

Commercial Landscape Management at its best

G:MBHG:E�LMK>G@MA���EH<:E�<HFFBMF>GM

*Individuals must quality for $0 down financing. Qualifications are based upon credit worthiness & gross billings of the existing business.



LANDSCAPEMANAGEMENT.NET  |  OCTOBER 20114

CONTENTS» OCTOBER 2011

VOL 50, ISSUE 10

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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DIFFERENT
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REASON #1: Beautiful Cut

Among zero-turn mowers, the Walker out 
front deck is one-of-a-kind because the deck 
is truly independent of the tractor. With true 
GHFN�VXVSHQVLRQ��LW�ÁRDWV�DQG�ÁH[HV�RYHU�WKH�
turf and easily follows ground contours. The 
result? Less scalping and a clean, manicured 
ÀQLVK�� 6WULSLQJ� LV� GRQH� QDWXUDOO\� ZLWKRXW� WKH�
use of a roller wheel, and the clean cut is 
DFKLHYHG�E\�GHVLJQ��QRW�E\�JLPPLFN�
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WWW.MISTAWAY.COM
1-866-485-7255

BECOME A MISTAWAY DEALER TODAY!

We are actively seeking 

Landscaping Professionals 

to sell, install and 

service our innovative 

outdoor misting systems 

that effectively control 

mosquitoes and other 

annoying insects.

Great margins and recurring revenues!We’ve got
an app
for that!

Looking for
a great

source of
recurring
revenue?

»  WWW.LANDSCAPEMANAGEMENT.NET

THIS MONTH’S POLL QUESTION

What is your favorite social media tool?

Visit www.landscapemanagement.net to vote.

BLOG

LM PODCAST
RISE president Aaron 
Hobbs (top) and Dave 
Morris, commercial leader 
— pest management and 
turf & ornamental busi-
ness — for Dow AgroSci-
ences and chairman of the 
RISE Governing Board, 
discuss the impact of legis-
lation on the Green Indus-
try and how contractors can and should 
infl uence those rules and regulations.

THE LM DAILY
BUGGING OUT  Most of Landscape Management’s 
forays into pest management are related to 
grubs, armyworms and billbugs. It’s not often we 
get to venture into the world of larger insects. 
Visit LM’s blog (landscapemanagement.blogspot.com/) to read 
about our recent spotting of one.

SURVEY SAYS

To go or not to go? 
How valuable do you 
fi nd trade shows?

9%
Very valuable 

I get new product 
information and ideas 
about how to run my 

business better.

45%
Somewhat 
valuable

I go most every 
year and usually 

pick up info.

18%
Of little value
I’ll attend if it’s 

nearby and I’ve 
nothing better to do.

9%
Not valuable at all

I’ve been to shows and 
get nothing from them.

19%
I do not attend 
trade shows.
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Tornadoes, fl oods, snow & ice, fi res and hurricanes have ravaged homes 
and companies across the country in recent years. If you, or someone 
you know in the industry, has been affected by these challenges, please 
e-mail us today.

Whether you suffered an interruption in supplies, loss of customers, and/
or your facility, home or employees’ homes were hit, we would like to 
hear your story and document your road to recovery. 

To submit a story: In the subject line of your e-mail to us, please put: When 
Disaster Strikes. In the body of your email, please detail the name of the 
person hit hard, his/her company, title, phone number and email, and a 
paragraph summarizing what happened.

Please e-mail LM Editor-in-Chief Dan Jacobs or Senior Editor Beth Geraci 
if you’ve battled back from a storm-triggered business disaster.

WHEN DISASTER STRIKES



On campus at The University of Akron.

With four-wheel steering,

it’s easy to handle,
well, anything.

THE TANK™ S ZERO-TURN RIDER. STEERING-WHEEL CONTROL MEETS DIESEL DURABILITY.
Where else can you fi nd a zero-turn rider that delivers consistently remarkable results? With four-wheel steering and steering-

wheel control through patented Synchro Steer® technology, you enjoy unparalleled stability on hills. Plus, a rugged 31.2 HP* 

Yanmar® diesel engine to easily handle the most vigorous workload. And an innovative Select Cut System™ for incredibly 

precise cutting. No wonder no one else can match it. Experience a Cub Cadet today to understand why it’s a better choice.

cubcadetcommercial.com/lm
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  *as rated by engine manufacturer   
**Not all buyers qualify. See dealer or cubcadet.com for details.
 Cub Cadet Commercial products are intended for professional use.

Visit cubcadetcommercial.com/lm to fi nd your nearest dealer and unbeatable factory fi nancing, including 0%.**

facebook.com/cubcadet Great Factory Financing Available

@Cub_Cadet

CHECK OUT THE FULL LINE OF CUB CADET PRODUCTS AT THE 2011 GIE + EXPO • BOOTH 5116
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Contact Dan at 216/706-3754 or via email at djacobs@questex.com.
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‘Multitasking’ can be 
just another word for ‘distraction’

Sammie 

does a little 

multitasking 

between soft-

ball games.

W
atching my 16 year-old, 
high school junior daughter 
do homework is an astonish-
ing thing. Between listening to 
music, checking her Facebook 

page, having a snack, playing with the dog, answer-
ing questions from her mother and father, texting 
friends and a few other things I’m probably not even 
aware of, it’s a wonder Sammie gets anything done. 

I guess the fi rst thing I need to tell you is Sam-
mie’s an excellent student. Her grades are good, 
she’s a member of student council, a member of 
the varsity volleyball team, a member of the varsity 
softball team (and she plays in other softball leagues 
throughout the year), and there are a few other 
school activities in which she participates, which 
I’m now forgetting. In fact, her mother and I had 
to deny Sammie’s recent request to add yet another 
activity to her list.

Somehow, Sammie organizes her life so she’s able 
to complete her homework and all of these activities 
— typically with a high degree of success. I say she’s 
distracted. She calls it multitasking.

It’s hard for me to criticize Sammie. Her grades 
are good. But I wonder, “Could they be a little bet-
ter?” No matter how well Sammie deals with several 
tasks at once, if her attention is divided, my intuition 
(and a few studies I’ve heard about) tells me she 
can’t be giving her best effort to the task at hand.

My guess is your life and business are much 
the same. If you’re the one in charge of everything 
— planning, strategizing, scheduling, purchasing, 
accounts payable, accounts receivable, marketing, 
bidding, etc. — then something likely is slipping 
through the cracks. It’s a matter of delegation.

Sammie can’t delegate her homework to some-
one else (although she’d very much like to try). 
She’s simply going to have to give up some of the 
other distractions. Unfortunately, business owners 
don’t have that luxury. You can’t simply stop worry-
ing about accounts receivables. What you can do is 
transfer that responsibility to another person.

The most successful business owners I’ve met 
are the ones who know what they don’t know or at 
least what they’re not good at. Entrepreneurs are 
usually the most passionate about the business or 
industry. My guess is you became a Green Industry 
business leader because you like working outside 
and with people. You have a passion for helping 
customers enjoy their homes and yards. You didn’t 
start a business so you could track down deadbeat 
customers or browbeat slacker employees. 

Focus on the things you need to grow and 
strengthen your business. Leave the rest of the 
tasks for others. ... And if you know anyone good 
at calculus, please feel free to send his or her name 
along. I really can’t help Sammie with her math 
homework anymore.


