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Isuzu Commercial Truck

of America

The 2012 Reach features a body
designed by Utilimaster Corp.
atop a rugged Isuzu NPR ECO-
MAX chassis and powered by Isuzu's 3.0-liter diesel engine. It will achieve 35% better
fuel economy than a traditional commercial van application while offering the function-
ality of a custom-built work truck — along with the styling and ergonomics of a cargo
van. The stripped chassis's engine has been relocated to minimize engine protrusion
into the cab, facilitating driver movement in and out of the front seat for improved
productivity. Likewise, the driver seat position and numerous component locations
have been revised to accommodate the walk-in van body. The Reach is offered in

two wheelbases (134 and 151 in.) and three body lengths (10, 12 and 14 ft.). With an
interior up to 27 in. higher than a conventional Ford or GM van and 10 in. wider than a
Sprinter van, the cargo area can offer 450, 540 or 630 cu. ft. of storage, depending on
wheelbase and body length selected. IsuzuCV.com

Knaack LLC

New features of the redesigned Hi-Side
Truck Boxes include the Weather Guard-
exclusive gutter design, which channels
rain and snow off the box to keep its con-
tents dry. Along with the full-weather seal,
this new gutter design vastly improves
weather resistance. Other new enhance-
ments include a new Drill-Resistant Lock
Core, which protects against theft and
vandalism. An Attachment Point has been
added to the rear of each box to secure or
lock down tools and supplies in the truck
bed. Hi-Side organization is improved with
the addition of a top-mounted, Removable

Parts Bin, to keep small parts such as fasteners and components organized inside the
box. And productivity is enhanced with adjustable Tool-Less Quick-Release doors that
open from 90° to 180° for unrestricted access to tools and equipment. Heavy-duty
stainless steel aircraft-type cables quickly and easily unhook with QuickClips, with no
tools required. WeatherGuard.com

Forestry Suppliers
This 35/15-gal. EZ Fill Split Fuel Transfer Tank is
made of heavy-duty, high-density poly plastic
and is compliant with U.S. Department of
Transportation standards. Features include
tethered heavy-duty commercial gas caps,
commercial hose and nozzles with heavy-duty
safety hooks, multiple hose hooks, multiple
labeling options, universal threaded mounting
points, and locking gas valves. Find Forestry
Suppliers’ complete selection of D.O.T. Safety
BN . Fuel Cans in its current catalog, available for

J free upon request. Forestry-Suppliers.com

Save nearly 50% on
list price with proven
Rain Bird performance.

TALK TO YOUR
SALESREPor

DISTRIBUTOR

Rain Bird® 1804 Sprays:
Save more than 35% over
Hunter® PROS-04 Sprays.*

Rain Bird
List Price

$215

Hunter
List Price

5340

Rain Bird® MPR
and VAN Nozzles:
Save 30% over
Hunter® Fixed Arc
and VAN Nozzles*

Rain Bird
List Price

$119

Hunter
List Price

5170

Rain Bird® 5004 Rotors:

Save more than 45% over
Hunter® PGP-ADJ® Rotors.*
Rain Bird Hunter
List Price List Price

51035 $19°

Rain Bird® 5004

Plus Rotors:

Save more than 50% over
Hunter® |-20 Rotors.*

Rain Bird
List Price

$11ss

Hunter
List Price

$2450

Rain Bird® 100 DV Valves:
Save more than 25% over
Hunter® PGV-100G Valves*

Rain Bird
List Price

$19%0

Hunter
List Price

526"

——. Rain Bird® ESP-SMT
Indoor Controller:
o= —* Save 10% over
- Hunter® Pro-C plus

D- | Solar Sync*
/- _J

Rain Bird
e — List Price

526000

Hunter
List Price

5290

*Based on 2011 U.S. Rain Bird® and Hunter® List Pricing
effective September 5, 2011

RN R BIRD
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Billy Goat
The distinct black intake housing is the heart of
the new Force Il — a new single-shot, closed-

face fan. With 16 blades, the Billy Goat Force
[l has more than twice the blades of most com-
petitors, according to the company. Surrounding

the fan is a smooth rounded housing, which elimi-

nates air voids, reduces noise, increases output, won't
rust or dent and is up to 30% lighter than stamped metal housings. Other
new features to the blower is that it's 9 Ibs. lighter than previous models, and
features a self-propelled option. BillyGoat.com

Husqvarna

Husqvarna 326E, part of

the X-series, is equipped
with the E-Tech Il engine for
increased power and better
fuel economy. The front han-
dle can quickly be adjusted
using the thumbscrew. A wear plate under the engine and a reinforced
spark plug guard provides added protection to the unit. The shaft is curved
to place the operator in an ergonomically better position. The 25-cc, 1.2-hp
323EX curved-shaft edger is equipped with an E-Tech engine's powerto-
weight ratio. The improved, lightweight 327ES straight-shaft edger fea-
tures an easy-to-access air filter and starter recoil. The straight shaft allows
for maximum transfer of engine power to the gear head. Husqvarna.com

Schiller Grounds Care Inc.

The new Classen Hydro-Drive sod cut-
ter line features an ergonomic handle
with elastomeric vibration dampening
system, as well as bearing isolators
that reduce the vibration felt by the
operator. Benefits of the hydrostatic-
drive vibration reduction mechanism
for sod cutter users include smoother
operation, less operator fatigue, and
increased productivity. Blades in the
line range from 12 to 24 in., with 5.5- to
8-hp Honda engines. Optional blade as-
semblies are available to allow the unit
more flexibility. The drive allows infi-
nitely variable transport speeds of up to 4.7 mph and powered reverse. Other
features include simple controls within easy reach, center blade placement
for consistent cutting depth, fingertip throttle for adjustable speed control,
and knobby tread drive wheels for stable traction. ClassenTurfCare.com
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Grasshopper Mower

The powerful vacuum action of a Grasshop-
per PowerVac Collection System moves a
high volume of air to pick up virtually any-
thing — from grass clippings and leaves

to pine straw and other debris — leaving

a beautiful, manicured finish. Compatible
with all Grasshopper mowers, each system
is equipped with a trash-ingesting steel
impeller that chops, propels and compacts
debris for fewer stops and uninterrupted
productivity while you mow. The deck-driven
PowerVac is easy to install and operate, and
removes quickly for side-discharge or mulch-
ing applications; it also eliminates the need
for a loud and cumbersome auxiliary motor.
Choose between easy-to-handle nylon mesh
bags or large-capacity metal hoppers. Grass-
hopperMower.com/powervac.php

STEC Equipment

With more than 20 years of seeder manu-
facturing experience, RotaDairon introduces
its SMC seeding technology to the North
American market, available through STEC
Equipment. Featuring a new “peg-wheel
system,” the SMC seeders are able to
precisely distribute seeds of any size, from
bentgrass to wildflowers. This high precision
is based on the volumetric adjustment of the
peg-wheels, which are ground driven, and
distribute according to forward speed. This
results in seed savings and higher germina-
tion rates with less waste. Innovative design
features also include a protection grid, seed
valve agitator and dividing plates — all easily
removable for cleaning of the seed hopper.
Seed calibration can be done quickly, easily,
and in place with a hand adjustable and mea-
sureable calibration system.
STECequipment.com

continued on page 194
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Stihl &
The new FSA 85 professional straight-shaft grass trimmer, the g
latest product available for the 36-volt Stihl Lithium-lon battery :
technology system, delivers fuel savings, time savings and en-
vironmental benefits for gasoline-free trimming applications,
the company says. Eliminating fuel costs and engine
exhaust emissions, the easy-to-use trimmer offers
users another way to reduce their impact on the envi-
ronment. With this new technology, there is no more
fuel mixing, no power cords, and greatly reduced engine
maintenance. Plus, high cutting speeds allow the user
to complete trimming tasks quickly. Both units run at
full speed until the battery is depleted, with no gradual
drop in power as with other battery technologies.
Designed for user comfort, the FSA 85 is lightweight
with excellent balance and low vibration, featuring
an easy-to-use trigger start. It also features a con-
venient on-board hanging slot that allows for h
easy storage, as well as a loop handle that .l
adjusts without the use of tools. Stih/lUSA. el
com/trimmers/FSA85.html

Atlas Copco

The Atlas Copco SBU 220
hydraulic breaker features a
patented one-piece housing con-
struction. The solid-body concept
integrates the percussion mecha-
nism and guide system into one
single block of steel. The one-piece
housing is designed to have fewer
components to maintain and to pro-
vide a greater return on investment.
With an operating weight of 494 Ibs.,
and a tool shank diameter of 2.56 in.,
the SBU 220 hydraulic breaker is in-
tended for carriers ranging from 6,150 to 13,230
Ibs. The breaker is designed to offer a favorable
percussive powerto-weight ratio. It offers an oil
flow rate of 11 to 20 gpm and an impact rate of
720 to 1,380 bpm. The unit features the Atlas
Copco VibroSilenced system with sound pres-
sure rated at 89 dB(A) and sound power at 118
dB(A). This is designed to allow the unit to work
close to schools, hospitals and other areas where
noise can be an issue. AtlasCopco.us

2012 Mid-America Horticultural Trade Show

One show...so many possibilities

January 18-20, 2012 | Navy Pier, Chicago, lllinois

Register now for the event that drives the green industry. You'll find everything you need from
plants to patios to water features and more...all in one location. Take advantage of:

« Valuable networking where you can make new contacts and re-connect with old friends

«» Educational sessions specifically designed for green industry professionals

- Exhibitors showcasing the latest green industry products and services with live demos

Register today at www.midam.org/Registration/registration.html

Use source code LM66.

Keep up with the latest announcements at Mid Am. Like us Facebook, join our group on
LinkedIn, and follow us on Twitter - @MidAmTradeShow.
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STAND-ON
MOWERS

Gravely

The Gravely Pro-Stance stand-on
mower has five models that feature
floating and fixed decks. The Pro-
Stance gives an unobstructed view
from nearly every angle and is easier
to maneuver in confined spaces. Made
of 7-gauge steel with fully fabricated
and welded construction, the optimum
operator position promotes stability

on hills and uneven terrain. With a
Kawasaki KAl gas engine, Hydro-Gear
10cc pumps and 12-cu.-in. wheel mo-
tors, the Pro-Stance travels at 9 mph
forward ground speed. A comfortable
suspension platform enhances the ride
and provides increased stability for the
operator. A more compact footprint
makes it quicker to trim around land-
scape features, to avoid obstacles and
to maneuver in confined spaces. The
ergonomically designed cockpit mini-
mizes engine vibration, while absorbing
the shock from bumps that occur when
mowing. Available attachments include
wheel covers, a mulching kit and grass
collection. Ariens.com

Wright Manufacturing

A new deck design is now standard on all
Wright Stander X and Sport X mowers.
The new Aero Core deck’s space-saving
design increases deck strength, while
recessed caster wheels result in a more
compact footprint and improved agility.
Anti-clumping baffles in the Aero Core
deck prevent debris build-up at the dis-
charge chute, and airtapered blade sur-
faces create pressure to pull grass up for
a cleaner, more uniform cut. Test drives
are available from your local dealer.
WrightMfg.com

Deere

Designed for landscape professionals looking for
maximum maneuverability, as well as durability and
reliability, the new Quik-Trak PRO Series offers the
7-Iron PRO deck in a compact and powerful package.
The three updated models in the series — 48-in.-cut
647A, 54-in.-cut 657A and 60-in.-cut 667A — also
feature higher 22- and 24-hp Kawasaki engines. Deere.com

Save Time,
Save Money,
Season After Season.

Performance and
Durability

28 CORONA RAKES FOR LANDSCAPING

Approaching a century of superior quality
tools, Corona tools are designed to help
you achieve your goals by getting the job
done right, in less time, with tools that are
built to last. After all, time is money and in
today's economy, poor quality tools will
cost you both,

Corona offers a complete line of rakes
and landscape tools that are built to last
and ready to go to work, everytime you
reach for them. Season after season.

¥ il Scan o your smartphane to fi 'JIL 1N h,
view our complete line of rakes ’
ﬁ /w; m
| | |'| \

CORONR.

SEASON AFTER SEASON

n BV 500.847.7883 |corsnaterinusicom
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¥ Tenacity’

LAWN CARE:

HERBICIDES

Doing one thing well
for a quarter century.

People see the commitment it takes %

to only focus on specification-grade

designed and manufactured in the
United States. People rely on the
insightful engineering, the technical support

and the hands-on training.

People value doing business with a company

architectural and landscape luminaries.
They appreciate that each fixture,

transformer and accessory is

Syngenta

Tenacity herbicide, a reduced risk product, has received
registration from the U.S. Environmental Protection Agency
(EPA) for use on residential lawns. The selective pre- and
post-emergence herbicide controls 46 broadleaf weeds and
undesired grasses in most cool-season turf types. In addition
to weed control in established turf, Tenacity can be applied at
seeding to reduce weed competition for improved seedling
development. Check with your state or
local extension service before purchase
to ensure it's approved in your market.
TenacityHerbicide.com

FMC
Blindside is a new, fast-acting herbi-
cide offering a solution for challenging

that's been doing one thing well for 25 years. post-emergence weeds like doveweed,

dollarweed, buttonweed and sedges in

It's the trust and confidence. The pride, when warm-season turf. It can be applied to

the lights go on.

VISTA
\\L// PROFESSIONAI- foliar and root uptake to control more

A\ OUTDOOR
/II\\ LIGHTING

Do one thing today. Call 800-766-VISTA
or visit www.vistapro.com
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most types of warm-season turfgrass
— even St. Augustinegrass — as well
as Kentucky bluegrass and tall fescue,
providing transition zone flexibility. Dual-
action Blindside works through both

than 70 broadleaf weeds and sedges.
Blindside delivers visible signs of control
within a week, and the label allows for

a follow-up application under extreme
weed pressure or for specific weeds. It
is registered for use on established turf
areas, including residential, commercial
and institutional lawns, athletic fields
and golf course fairways and roughs.
FMCprosolutions.com/LawnCare/Proad-
ucts/Herbicides/BlindsideHerbicide.aspx
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Merser & Acquisiion spedaﬁsf Consultants can obtain purchase
offers from numerous qualified

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

Incorporate
for as little as $99

Prof%

buyer. This isa FREE APPRAISAL of your business.
If you are looking to grow or diversify through
acquisition, I have companies available in Lawn Care,
Grounds Maintenance, Pest Control and Landscape
Installation all over the US. and Canada.

708-744-6715 o Fax 508-252-4447
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for. Don’t miss an issue!

EARN BIG

With Landscape Lighting

T | Wiiis «
=i e ; j
-Great Add-On Sale
-Enhance Your Projects

-Penetrate Affluent Households

WE CAN TEACH YOU TO DO
LANDSCAPE LIGHTING THE
RIGHT WAY!

Training ~ Support ~ Products
Call For Information
1.800.687.9551

www.nitetimedecor.com

HELP WANTED

FLORASEARCH, INC.

In our third decade of performing
confidential key employee searches for
the landscape/horticulture industry and

allied trades worldwide.
Retained basis only.
Candidate contact welcome,
confidential and always FREE.
1740 Lake Markham Road
Sanford, FL 32771
407-320-8177 ¢ Fax: 407-320-8083
E-mail: search@florasearch.com

www.florasearch.com

Command immediate attention
and get fast action with
the dynamics of
classified advertising!

All Landscape Management Classifieds are posted online

www.landscapemanagement.net
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HELP WANTED

Bilingual Commercial Landscape
Project Manager
Award winning commercial landscape
maintenance company located in Austin, Texas
www.landscaperesources.us is interviewing for
the position of Landscape Project Manager.
Qualifications include: minimum three
years experience in commercial landscape
maintenance, must be bilingual, professional
certifications (i.e. irrigation, pesticide applica-
tors license, etc.) clean driving record/criminal
history, positive attitude team player, ability
to work independently, service/client oriented,
excellent communication skills, computer
proficient, and must be willing to relocate to
Austin. Responsible for crew management,
project quality control, communication with
the client, problem solving, color rotations,
project time management, preparation of
upgrade proposals and routing.

We are the leader in our field and have
developed a reputation for consistent quality
and prompt courteous service.
Successful candidate will be provided
all the tools necessary to excel with
unlimited growth potential.

Salary commensurate with skill set
and experience.

Please email resume to
werrick@landscaperesources.us

OFTWARE

FREE DEMO

MANAGE your BUSINESS
the SMART WAY ...

Why do 10,000+ companies run
2 Billion $$$ through CLIP every y«
e s

www.clip.com ¢ 800-635-8485

Because it WORKS!
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MYBIGGESTMISTAKE

LESSONS LEARNED THE HARD WAY » BY CASEY PAYTON

»

DaveTollefson (blue shirt,
seated), president of Urban
Farmer, and Sean Lynam,
business development
manager (third from right),
with the rest of the man-
agement team.

COMPANY: Urban Farmer Inc.
HEADQUARTERS: Thornton, CO

SERVICES: Landscape irriga-
tion, installation, seeding, ero-
sion control, etc., 79%; design/
build 5%; maintenance 16%

NUMBER OF EMPLOYEES: 300
(100 year-round)

2010 REVENUE: $18 million

2011 REVENUE PROJECTION:
$19 million

FTER DEALING WITH
a developer that
was constantly
raising issues,
Sean Lynam, business
development manager

of Colorado-based Urban
Farmer Inc., says he's
learned that when working
with developers — particu-
larly homebuilders in this
tough housing market —
it's important to evaluate
the job and make sure

it's something you feel
comfortable with before
diving in.

In a time when so many
are eager for work and jump
on almost any job opportu-
nity, this can be challenging.
After all, it may mean turn-
ing work away. But Lynam
says that getting involved
in a poor working relation-
ship can hurt a business
significantly.

“We now try to evalu-
ate each job as its own
entity and look at who it's
coming from, what their
background is, and what
our history is with them,”
says Lynam. “We ask
questions like ‘What is your
long-term plan?’ or ‘What
will happen if you don’t sell
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Evaluate relationships up front, so they don't
cost you in the end.

20 houses or don't lease
out this office park — are
you still going to want this
same level of work?' We've
learned the importance of
being upfront with every-
thing that might come up
in the future.”

Knowing where the
money's coming from and
how you're going to get
paid should also be part of
that upfront research, adds
Lynam.

“Ask where their fund-
ing is coming from and
what factors come into
play before you get paid,”
he advises. "When you
ask those questions, make
sure they're being open
with their responses. If
they say ‘Don't worry about
it, or 'We're a large com-
pany so there won't be any
issues, those are red flags
that there could be issues
that arise.”

After having these frank
conversations, Lynam says
Urban Farmer decides
whether going forward
would be a good business
move. Each contract is
evaluated individually.

“Everyone wants to
move forward so they can
make progress and make
money,” he says. "If we
don't think we can do that
with a particular job, it
doesn’'t make sense to take
it just to get work.”

Lynam says that a bad
experience with a devel-
oper brought the impor-
tance of this upfront due
diligence to light. “The
developer was constantly
questioning what was
installed or where we

installed it,” remembers
Lynam. “Then they'd say
they didn't want to pay
and it really soured our
relationship. We ended up
canceling multiple con-
tracts with them. We felt
like every day was a battle,
and we weren't getting
anything good out of the
relationship. Today, by
asking the right questions
about possible scenarios,
we try to prevent those
situations from happening
in the first place.”

"Attempting to foresee
such problems is impor
tant, as it's certainly not
always easy to get out of
contracts,” says Lynam.

"“If you're stuck in a bad
contract, sometimes you
just need to ride it out and
take lessons from it — so
you know how to better
evaluate the next job and
prevent that situation from
happening again,” he says.

Another lesson learned
from some formerly chal-
lenging business relation-
ships was that doing more
work in-house was a good
fit for Urban Farmer.

“Now we're more care-
ful about evaluating what
we're bidding and who
we're bidding for,” says
Lynam. “We're trying to
work good relationships.
We want to grow with the
philosophy of quality over
quantity, and letting it be
the quality work that brings
more quantity.”

In the end, it comes
down to being cognizant
about who you're doing
work for, what kind of work
you want to do.

Payton is a freelance writer with
six years of experience covering
landscaping.
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