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Armored and Soft Scale | Emerald Ash Borer and Other Borers Safarl

Hemlock Woolly Adelgid | Leafminers | Whiteflies and More INSECTICIDE
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Products That Work, From People Who Care® | valentpro.com | 800-89-VALENT (898-2536)

Always read and follow label instructions.
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ADJUSTABLE SPRING STEP ERGONOMIC CONTROLS

Here's an offer everyone can stand to use.

If you're comparing stand-on mowers, there’s one that stands apart from the others. o
The John Deere QuikTrak™ delivers a stand-on experience like no other. Best in class stability, m
industry exclusive stand-on technology, and a compact design add up to a machine that’s + APR
a joy to operate. Ergonomic controls make for greater maneuverability. And an exclusive w&g?g KA%RN%-IGS
Mulch On Demand™ option lets you mulch or side-discharge instantly with just a press

of a button. There’s even a propane version available. until January 2015
on all QuikTrak Stand-On Mowers”

If you're in the market for a stand-on mower, you need to step on the one that'll help you
stand apart. Visit your local John Deere dealer for a demo today.

Keep Mowing

* Offers available from March 04, 2014 through April 30, 2014. Subject to approved installment credit with John Deere Financial, for commercial use only. Up to a 10% down payment may be required. Taxes, freight, setup
and delivery charges could increase monthly payment. Some restrictions apply, so see your dealer for complete details and other financing options, including financing for Consumer use. Available at participating dealers.
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7-GAUGE FLOATING MOWER DECK PROPANE CONVERSION KIT
WITH OPTIONAL MULCH ON DEMAND

@ JOHN DEERE

JohnDeere.com/MowPro
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Landscape OUR MISSION: Landscape Management shares new ideas to inspire and empower readers to run more efficient, profitable businesses. %‘

We're the leading information resource for lawn care, landscape maintenance, design/build and irrigation professionals.
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Everything You Need to Rule Over Turf Pests

Your turfis your kingdom. Give it the royal treatment with Triple Crown® T&O insecticide, an advanced, multi-action
formulation that protects lawns from above-and below-ground pests.

B Unique triple combination of FMC bifenthrin, FMC zeta-cypermethrin and imidacloprid

B Controls over 30 pests, including masked chafer grubs (Northern and Southern), European chafer grubs,
chinch bugs, annual bluegrass weevils and billbugs

B Saves time, money and shelf space by eliminating the need to tank mix multiple products

For more information on Triple Crown T&O insecticide, visit www.fmcprosolutions.com
or contact your FMC Market Specialist.

FMC .0 .5 .0 iple Crown
FMCTurf @FMCturf FMC Turf fmcprosolutions.com Tl‘lple YOWIL

T & O nsecTiciDE

Always read and follow label directions. FMC and Triple Crown are trademarks of FMC Corporation. ©2014 FMC Corporation. All rights reserved.
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» LANDSCAPEMANAGEMENT.NET

Facebook Feature
QUESTION OF THE WEEK

Do you remember the moment you knew
you wanted to be a landscape professional?

» Ryan Krafve: 10. Taking care of my elderly neighbors" homes.
» Wesley Chiles: My first business card was at 10 years old!

» Gerald Landby: Not really, | was born a landscape professional.

WEB EXTRAS visit LandscapeManagement.net > Click on Web Extras

» Jeff H_arkness ct_)ntlnues the online advertlsmg_con- '::___—-
versation, touching on how to market your business GMLHHG
via Facebook and LinkedIn (from page 14). %m

9 Check out how the Klausing brothers’ story ey
inspired Jim Paluch’s novel Growing Dreams “EEIRERR
(from page 24). Plus, win a copy of the book! Jm Palck

» We turn to the owner of Morisue Photography for —

tips on capturing and uploading images online (from page 31).

SEEN ON TWITTER Follow us » @LandscapeMgmt

#LMBusinessBooks [t

Results for 'LMBusi
. .. nessBook
How our Twitter followers’ participated -

and reacted to the LM business book
giveaway:
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@LandOpt: Don’t miss out!
@LandscapeMgmt wants to make
you smarter! Details on their business
book giveaway: ow.ly/tDc65
#.MBusinessBooks ‘ﬂ Slan m:mn ;.,'f.'""'“ i
@fehr_jared: @LandscapeMgmt ’ o
@jack_welch Thanks a lot!!! P’'m really H [T M,,,,,, et
looking forward to reading this book. ’ e
Great prize! #freebook #happydance

@landdesign1: @LandscapeMgmt, /!
please send me something to read

to get me ready for spring! #L.MBusinessBooks

@TMCorning: @LandscapeMgmt, I've heard great things about “Think and
Grow Rich’ by Napoleon Hill. I'd love to get a copy. #L.MBusinessBooks
@Rosslandscaping: RT To #prevtweet: Want a copy of @MichaelEGerber’s

‘The E-Myth?’ It could be all yours if you respond with the hashtag
#LMBusinessBooks.
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Outdoor Insect Control

HELP! LANDSCAPE

PROFESSIONALS
We are actively seeking
dealers to sell, install and
service our innovative
outdoor misting systems
that effectively control
‘mosquitoes and other

- annoying insects.

.

1-866-485-7255

4 Learn more at www.mistaway.com/goodbiz 4.
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The best way to succeed out here is to
maximize your efforts every day. To make
that happen, you need a commercial
vehicle that works as efficiently as you
do. With a 2-stage turbocharged diesel
engine and 7-speed transmission, the
New Sprinter has the power to get you
moving, with fewer stops at the gas
station. The 2014 Sprinter—anything

but ordinary.

www.freightlinersprinterusa.com

( E!EH TLINE )
Options shown. Not all options are available in the U.S. ]
Na

(©2014 Daimler Vans USA, LLC. Al rights reserved. e e by 7 TREY A AT Ve he s ‘-_,J R, -




EDITOR'SNOTE

MARISA PALMIERI EDITOR I

Contact Marisa at 216/706-3764 or via email at mpalmieri@northcoastmedia.net.

Difference makers

hat makes the
difference between
you and your
competitors? You
may think you
know, and you may have an answer you

give to customers and prospects who
ask, but do you really know?

Of course, this is a rhetorical ques-
tion because no one could actually
account for all the variances. It was
interesting, though, to hear one firm’s
take on what will separate the weak
from the strong in the landscape indus-
try moving forward.

I’'m not talking about just any
company, I'm referring to ValleyCrest
Landscape Cos., the nearly billion-
dollar, Calabasas, Calif.-based national
firm. CEO Roger Zino and Senior Vice
President Dave Hanson gave a talk,
“Raising the Bar—The Importance of
Competing on Service & Quality,” at
the Professional Landcare Network’s
Great Escape event late last month in
Anaheim, Calif.

A survival-of-the-fittest element—
which was evident in full force during
the 2007 to 2009 recession—has con-
tinued post-downturn and will persist,
Hanson predicted. “The weak will get
weaker,” he said. “Bad decision-making
compounds itself over time.”

So, what will make the difference?
Hanson and Zino focused on four factors.

Excellent relationships. “Loyalty,
as we know, is tough to win and easy
to lose,” Hanson said. “Those who
stay close to their customers will win.”
How? Professionals who are tied in
with their clients may get a “last look”
ata bid, for example, or a phone call

rather than a cancellation from a client
with service concerns.

Quality work. This one should go
without saying, but Hanson put it into
simple terms. The goal, he said, should
be to have clients who may say “I want
to get it cheaper,” but never “I want to
get it better.”

Best-in-class skills, technology.
“Technology is driving our future and
we need to embrace it,” Hanson said.
Clients’ communication needs have
increased fivefold over the past few
years, Zino added. Don’t miss the boat
on documentation, client access to
information or responding to inquiries
in real time, he said.

Strong teams. The landscape indus-
try’s labor situation shows little promise
of improving any time soon. “You’ve
got to treat your people right because
the best people in our business are in
demand,” Hanson said. “The way you’ll
win is by keeping them on your team.”

Zino emphasized the importance of
“career pathing,” showing employees
they have a future with the company
and not just a job today. He also said
ValleyCrest strives to make its positions
rewarding for employees through rec-
ognition, such as celebrating wins like
positive customer survey results.

"The labor component—specifically
promoting the Green Industry to young,
would-be landscape workers—is an area
Zino said the industry as a whole needs
to improve if it wants to compete with
more glamorous, less labor-intensive
and better paying trades.

“Being a gardener is a pretty god-
damn good thing,” he said. “And we
need to talk about it more.”
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Mark Barbour
Project Supervisor
Dennis’ 7 Dees
Portland, Oregon

Building a green space in Portland’s airspace.

Incoming passengers to Portland International Airport

are now greeted by a “green” roof, thanks in part to
Dennis’ 7 Dees, a longtime Portland landscaping and
garden center. The eco roof project was huge, at 10,000
sq. ft. They installed a modular tray system and a LEED-
certified irrigation system. The work was challenging and
Mark Barbour says “we couldn’t have done it without the
reliability and power of our STIHL products, especially our

STIHL Cutquik® cut-off machines.” Their environmental
commitment is another reason why Barbour and his team
swear by low emission STIHL products in this eco-centric
northwest city. For their green projects, they stand by
STIHL orange.

To find a dealer, or learn about the full line of STIHL
low-emission products: STIHLusa.com



NEWSVIEWS

GREEN INDUSTRY EVENTS, TRENDS AND TIPS

PLANET/LM survey
shows support for
citizenship “road map”

ith some signs in Congress that immigra-
tion reform may happen this year, Land-
scape Management and the Professional
Landcare Network (PLANET) partnered
on an immigration sentiments survey
among members of the landscape and lawn care industry.

The survey was fielded online in February and March,
garnering 536 responses with a +/-5 percent margin of error
and a 95 percent confidence interval.

It’s clear members of the landscape industry believe immigra-
tion policy needs to be fixed at the federal level—81 percent of
respondents say so. That may be because nearly two-thirds of
respondents say they have trouble finding and keeping workers.

Other answers weren’t as definitive. For example, on the
question, “Should illegal immigrants already here be able to
legally work here?” respondents were nearly split, with 45
percent of them saying “yes,” 42 percent of them saying “no”
and 13 percent of them unsure.

On a question about an immigra-
tion policy that includes a road map
to citizenship for immigrants who
already live and work in the U.S.
and aspire to be citizens, landscape
industry members’ response—75
percent in support—mirrors the
general public’s sentiments from a
Pew Research Center/USA Today survey from last June. That
survey found 71 percent of U.S. adults in support of a way for
undocumented immigrants to stay in the country legally, if
they meet certain requirements.

Despite 99 percent of respondents saying its important they
have an all-legal workforce, 39 percent of respondents also say they
believe some of their workers’ I-9 forms may be backed up with
talsified paperwork. More than a third of respondents use E-Verify,
voluntarily or because their state requires it, the survey shows.

‘While most people (81 percent) say they would reach out
to their senators and U.S. representatives to ask them to fix
the immigration system now, if given the chance, the No. 1
reason respondents who say they wouldn’t contact their legis-
lators is they “don’t think it would help.” -Marisa Palmieri

» WEB EXTRA

For the full report
on landscape industry
immigration reform
sentiments, visit
Landscape
Management.net.
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Do you feel
the issue of
immigration is
important to
the landscape
industry and
needs to be
fixed on the
federal level?

Do you support
or oppose a new
immigration pol-
icy that includes
aroad map to
citizenship for
immigrants
who already live
and work in the
United States
and aspire to be
U.S. citizens?

How important is
it to your busi-
ness to be assured
that you have a
100 percent legal
workforce?

Numbers don't
equal 100% due
to rounding.

Not sure

\

No

Somewhat
oppose

Strongly 43,
(\
OPpoSe )igelale]\

support
32%

Somewhat
support

Somewhat Not
important  important

\

14%

Important

80%

Very important



Lero Turns, Zero Headaches.

Commercial crews know how to run the wheels off a mower. When it comes to that
kind of wear and tear, some engines just don’t cut it. The new, exceptionally quiet,
lightweight and low-vibration Honda GX V-Twin engines deliver the power, durability
and fuel efficiency that commercial crews need to work quickly and cost effectively.
And a 3-Year Warranty" proves that when we say our engines are reliable, that's
a claim we stand behind. So if you're looking for an engine that works as hard
and long as the people it's made for, stop spinning your wheels. Log on to
engines.honda.com and find out how you can put our engines to work for you.

HONDA
ENGINES

Built 1ike no other.

GX35 iGX340

El32E]

ENGINE *Warranty applies to all Honda GX Series Engines, 100cc or larger purchased at retail or put into rental service since January 1, 2009. ﬁlﬁ
Soe full waranty Warranty excludes the Honda GXV160 model. See full warranty details at Honda.com. For optimum performance and safety, please read
detalls sthondacon  WARRANTY the owner’s manual before operating your Honda Power Equipment. ©2014 American Honda Motor Co., Inc.
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AND SPEED
ALWAYS MATTERS.

The competition can talk all they want, but when the checkered
flag drops, the winner is clear: SpeedZone® Broadleaf
Herbicide for Turf. SpeedZone and SpeedZone Southern
deliver broad-spectrum control of the toughest weeds - fast.
That means happy clients and fewer callbacks, and it's one of
the reasons SpeedZone and SpeedZone Southern are the #1
speed herbicides on the market.

pbi /cordon
I : I corporation

800.884.3179
GordonsProfessmnaI com

Scotts testing
GMO turfgrass

he Scotts Miracle-Gro Co., based in Marysville,
Ohio, will test a genetically modified grass seed in

the family lawns of a small number of employees this
growing season, The Columbus (Obio) Dispatch reports.

The employees will test Kentucky bluegrass that has been
modified to protect it from being killed by Roundup, the
herbicide produced by Monsanto and sold by Scotts.

The employee testing “is a major step forward,” Scotts
CEO Jim Hagedorn told shareholders at their annual meet-
ing Jan. 30, The Columbus Dispatch reports. “I think we will see
limited commercial activity the following year (2015), and I
think, if all goes well, much more (activity) in the consumer
market in 2016.”

In 2011 the U.S. Department of Agriculture, which regu-
lates genetically modified crops, exempted Scotts’ genetically
modified Kentucky bluegrass from regulation because of the
way the seed was modified.

mALBOX

Life is short

| just read the comment “Bigger's not better” in Mailbox in
the March 2013 issue of Landscape Management by Charles
Bowers. | applaud his remarks on the continuation of the
American ego myth about bigger is better. Every one of the
trade magazines that | receive glamorizes companies for
how many sales they have and how many employees they
have. Please tell us more about these sales. How many coro-
nary problems did these sales cause? How many divorces? |
have a small landscape company that's doing just fine. | have
time to spend with family, work out at the gym and run the
business. Life is short and if | remember correctly what Sam
Wialton once said, “I would have liked to have spent a little
more time with the family” was his only regret.

Rusty Moore
President

The Southern Planter
Spartanburg, S.C.

Kudos? Complaints? Share your thoughts with the Landscape
Managementteam by emailing mpalmieri@northcoastmedia.net.



