
THE ETERNAL 
COMBUSTION 

When you put Briggs & Stratton l/C® (Industrial/ 
Commercial) engines to work, you won't have to 
worry about giving them an early retirement. 

Because we've put a little extra into almost every 
part that goes into them. Inside and out, they're made 
to survive the dirty, dusty, punishing work a work 
engine's got to survive. 
INNER STRENGTHS 

Every Briggs & Stratton l/C comes with a cast 
iron bore for added wear and cylin-
der life. 

They've got Cobalite valves and 
seats for better wear and heat resis-
tance. Plus valve rotators to help 
break up carbon deposits. 

They come with heavy-duty 
DU and ball bearings. Mounted on 
both ends of the crankshaft to keep 
stress to an absolute minimum. 

Plus our time-proven Magnetron® 
electronic ignition. It never needs 

adjusting since it has no moving parts. It's corrosion 
resistant. And it delivers a far more powerful charge 
than capacitor discharge systems. 
TOUGH, RIGHT DOWN TO THE FINISH. 

Our dual-element air cleaner actually filters air 
twice to insure that only the cleanest air gets through to 
the carburetor. 

We've got an aluminized Lo-Tone muffler that out-
lasts and outquiets just about any other on the market. 

We even see to it that these en-
ines look good down the road, 
"ith a tough, high-quality finish 

preceded by a special chemical clean-
ing and treating process. 

In short, Briggs & Stratton l/C 
engines can take it. For a long, long 
time. To find out all the reasons why, 
just call your Briggs & Stratton 
representative. You'll be eternally 
grateful. Available from 127 cc (3 hp) 
to 694 cc (18 hp). 
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BRIGGS & STRATTON 

The power in power equipment. 



The future of landscape construction and maintenance 
is in the hands of a new breed of manager who knows how to deal 

with people and money, as well as plants. 

WANTED: Managers! 
by Ron Hall assistant editor 

There are no trees on a Mo-
nopoly board but there is a 
wheelbarrow. It's a symbol 
of the past to veteran Flor-
ida landscaper Marvin E. 
Gross who says the days of 
the wheelbarrow operator 
are over; but the profession 
of landscape contracting/ 
management has yet to see 
its best days. 

The era of the trained 
manager is at hand, he in-
sists, and the profession is 
ready to blossom. The key 
is the influx of young, pro-
fessional ly-trained man-
agers. 

Management skills 
essential 
"Laborers, they're easy to 
find. Managers, good man-
agers, that's what this pro-
fession needs. It's difficult 
to get a good manager , " 
Gross says. "The people in 
this industry have to be ex-
tra knowleagable about a 
lot more than just the tech-
nical names of the plants. 
To do a good job they've got 
to know their soils, they've got to 
know habitats. They've got to know 
business and how to manage." 

Gross is the owner of Marvin's 
Garden & Landscape (the name was 
inspired by the popular Parker Broth-
ers board game) just outside Sarasota, 
FL. Sun-tanned and laid-back, the 
mustachioed Gross has carved him-
self a Garden of Eden, complete with 
airy bungalow, among the palms and 
flowering foliage behind his 25-acre 
tree farm. He laughs when he says you 
won't find a "Yankee bush" in his be-
wildering assortment of semi-tropical 
plantlife, but that doesn't mean you 

Gross and Mississippi State University 
graduate Mike McMurry. Gross has hired 
several MSU graduates who received the 
practical training of Bob Calloway. 

won't see him north of Tallahasee 
from time to time. His company tack-
les landscape construction jobs in the 
(heaven forbid!) so-called temperate 
zone as well as major design/build 
projects in south Florida. 

Along the sometimes bumpy path of 
experience (he'll be marking his 25th 
year in business soon) he's had to 
learn—and live with— the capricious 
whims of nature in a variety of climates. 
He's had to learn that some varieties of 
palms "will die if you walk by them 
with an ice cream" while others can 
survive even the 1983 Christmas freeze 
that devastated much of the semi-trop-

ical p lant l i fe north of the Cal-
oosahatchee River. To Gross, who takes 
pride in the hardy stock he keeps in his 
wholesale tree farm, "there is a risk 
involved in about everything you do." 
Particularly planting. 

His enthusiasm for the landscape 
industry, however, continues to grow. 
One reason is his son Aaron, a student 
in the excellent landscape architect-
ure program at Mississipppi State 
University. 

"Managers, good 
managers, that's what 
this profession 
needs." 

— Gross 

Aaron is one of a handful of co-op 
students at the university. In addition 
to classroom studies they gain prac-
tical experience between terms by 
working with quality contractors 
around the nation. Aaron is learning 
about the real world at Environ-
mental Care in Los Angeles. 

Strong ties 
The ties between Gross and Mis-
sissippi State go deep and have had a 
major influence on him and his busi-
ness. It was in 1973 at a seminar in 
Louisville that Gross met Bob Call-
away head of the Landscape Archi-
tecture Department at Mississippi 
State University. In fact, Gross hired 
Callaway's first graduate as a result of 
the meeting. Since then he's hired 
several others right out of the pro-
gram. 

Michael McMurry, vice president 
and sales director of Marvin's Gar-



IT'S SAFE ON THE 
BROADEST RANGE 

OFTURF 
AND ORNAMENTALS. 
You have to be careful 

when you put down most pre-
emergence herbicides. They're 
safe on turf or ornamentals. 
Not on both. 

Enter CHIPCO* RONSTAR® 
preemergence herbicide. The 
only product you can use safely 
to weed the whole landscape: 
turf, woody ornamentals, ground 
cover, and trees. 

RONSTAR herbicide 
solves a lot of problems. And 
simplifies your inventory and 
application. It causes no root 

pruning. Needs no incorporation. 
Won't leach or move into un-
treated areas. 

RONSTAR 
GIVES EXCELLENT 
WEED CONTROL. 

Just one application of 
RONSTAR herbicide gives 
effective, season-long control 
of over twenty of your toughest 
annual broadleaf and grassy 
weeds. 

FOR A GOOD-LOOKING 
LANDSCAPE. TAKE A 

GOOD LOOK 
AT RONSTAR HERBICIDE. 

If you'd like to find a simpler, 
safer way to keep weeds under 
control, find out more about 
Circle No. 147 on Reader Inquiry Card 

the preemergence herbicide 
that covers the landscape: 
CHIPCO RONSTAR herbicide. 

See your 
dealer, or 
write: Rhône-
Poulenc Inc., 
Agrochemical 
Division, 
Monmouth 
Junction, 
NJ 08852. 
( îPRHONE POULENC 

SPREAD THE WORD. 
Please rvaH the lain»! carefully. an«l us«« only as riireetcd. 



dens, is a graduate of MSU as is the 
company's architectural designerTid-
well and its landscape designer 
William Vaughan. Gross says if his 
son, Aaron, returns to the Sarasota 
business following his formal studies 
he'll do so as a foreman. He'll have to 
demonstrate his business abilities just 
like the others. Rounding out Gross's 
management team is Michael F. Get-
zman, manager of the company's Irri-
gation Division and Mark Anderson, 
project supervisor. 

Opportunity knocks 
MSU's Callaway echoes Gross's en-
t h u s i a s m a b o u t e x c i t i n g n e w 
opportunities in the landscape field 
where in recent years the demand by 
respected landscape contracting firms 
for top-flight graduates has been out-
distancing supply. 

"Our students compete financially 
with any of the other disciplines at the 
university with the possible excep-
tions of engineering and computor 
sciences," Callaway says. "If the stu-
dent has intelligence, energy, and is 
mobile the opportunities are there." 
Callaway, who spent 15 years in the 
industry before joining academia, 
says salaries in the $22,000-$25,000 
range are not unusual for bright pro-
fessionally-trained managers with a 
couple of years experience. 

"Basical ly what the industry is 
looking for today is not a technician," 
he adds. "It's looking for managers 
that have an understanding of the 
practical as well as theoretical aspects 
of the industry. Industry is looking for 

managers that can manage people and 
dollars." 

The value of education didn't 
come to Gross in a blinding flash. 
Gross left West Virginia for Florida in 
1947 chasing a career in animal hus-
bandry and eager to learn more about 
Brahman cattle. He never left Florida. 
He did change his plans. In 1956 he 
acquired a degree in landscape archi-
tecture from the University of Florida 
and within a few years he was in busi-
ness. 

Marvin's Garden and Landscape 
found a place in the balmy breezes off 
the Gulf of Mexico where its growth 
has been hard pressed to keep up with 
the growth of Florida's Gulf Coast 
communi t ies . The population of 
Sarasota County has jumped from 
120,000 to 220,000 since 1970. "When I 
came down here all these towns were 
small villages," he recalls 

The good life 
Gross says Sarasota is a place where 
the quality of life is important. He 
claims area residents are proud of the 
beauty of their area and its growing 
reputation as a major cultural center. 
Few other American cities of 50,000 
can boast an opera house, several pro-
fessional theaters, and a futuristic 
performing arts center, the Van Wezel 
Performing Arts Hall. 

Add the presence of the John and 
Mable Ringling Museum of Art (the 
official state art museum of Florida) 
and the quarters of the East Coast 
Symphony and you've got a powerful 

lot of the arts hugging Sarasota Bay 
where the average annual tem-
perature is a pleasant 73 degrees. 

Although fully 75 percent of the 
dollar value of the work done by 
Gross's company is commercial, the 
landscaping of single family resi-

"Pm in competition for 
the luxury dollar. I'm 
in competition with 
the other luxury item 
salesmen," 

—Gross 

dences remains important to the suc-
cess of Marvin's Gardens. Some of 
that work is showcased at beautiful 
residences on the offshore keys with 
names like Longboat, Siesta, Bird, St 
Armand's, Lido, and Casey. 

Marvin's Garden & Landscape, Inc. 
approached $2 million in business last 
year. 

Competition? Gross doesn't con-
sider others in his trade as com-
petitors. 

"In our community there are about 
four companies that do what we do. 
We're always bumping heads with 
each other. All of us have been in a 
business a number of years. But, I 
never felt that I've ever been in com-
petition with the other companies," 
he says. 

"I'm in competition for the luxury 
dollar. I'm in competition with the 
other luxury item salesmen because if 
you think about it you really don't 
need a tree or plant. The more luxury 
dollars there are to spend, the more 
we're going to get if we're informed 
about what we're doing and doing the 
job right." 

Gross puts emphasis on the word 
"informed". That's the keystone of 
the landscape construction and man-
agement industry now. 

"If you're not informed about what 
you're doing, you're not going to make 
it. The man with the pickup truck and 
the wheelbarrow and little profes-
sional training just doesn't have the 
knowledge to gain the customer's 
trust," he adds. 

But to those entering the industry 
with professional training and enthu-
siasm the sky is the limit, he insists. 
"This industry is going to grow for-
ever and forever—jus t l ike the 
bushes," Gross laughs. WT&T 

Gross pampers 25 acres of semitropical material at his nursery. 



5 Gang Hydraulic Lift Verti-cut 
Have? 
Want? 

Like? 

A thatch problem 

Improved aeration, water, 
fertilizer and chemical 
penetration 

Better results in overseeding, 
prevention of thatch build-up 
and disease control 

If y e s . . . Do it with a Brouwer Verti-cut 

Outstanding Features: 

Easy to transport and store 
Economical to buy and maintain 
Simple design using standard parts 
Quick setting for depth of cut 
Low horsepower requirement - 35 H.P. 
Width of cut 138" (350.5 cm) 
Blade spacing can be easily changed 

BROUWER 
TURF EQUIPMENT LIMITED 

7320 Haggerty Rd./Canton, Ml. 48187 Telephone (313) 459-3700 
Woodbine Avenue/Keswick, Ontario, Canada L4P 3E9 Telex 065-24161 Telephone: (416) 476-4311 



Without Subdue, Pythium can impose a real handicap. 

© 1985 Ciba-Geigy Corporation 



Subdue—the advantage 
you need to protect your turf. 

Pythium blight and damping 
off can turn your greens into 
little more than oversized 
hazards—within hours. Unless 
you have the preventative 
advantage-Subdue. 

Highly water-soluble Subdue 
provides fast-acting, two-way 
action. First it destroys disease 

fungi in the soil on contact. 
Then Subdue penetrates grass 
plants through their root sys-
tems to protect them from the 
inside out. No other fungicide 
is as long-lasting, cost-efficient 
and effective against Pythium 
and downy mildew 
(yellow tuft). 

An ounce of 
Subdue is worth a 
pound of cure. CIBA-GEIGY 

Just 1 to 2 fluid oz. per 1,000 
sq. ft. lasts up to three weeks 
on established turf-which sure 
beats the cost of re-seeding. 

Before Pythium turns your 
turf to ruins, use Subdue. It 
could be hazardous not to. 

Ciba-Geigy, 
Ag Division, 
Box 18300, 
Greensboro, 
NC 27419. 



Bill Boykin, vice-president of Boyco, at IBM Corp. 

The Right Place at the Right Time 
Greg Boykin knows success takes a combination of knowledge, good employees, 

hard work and the customer's interest always at heart. 

Ask Greg Boykin about being in the 
right place at the right time. 

Not that luck has taken the place of 
hard work for Boyco Landscape and 
Maintenance, Wilson, NC; but rather 
the businessman with the Midas 
touch is also a savvy entrepreneur. 

Eleven years ago, the man with the 
build of a middle linebacker and the 
disposition of a friendly pup, was do-
ing landscaping work around his fa-
ther ' s construct ion jobs. Today 
Boykin is president of an over $1 mil-
lion company that is one of the most 
successful landscape maintenance 
companies in North Carolina. 

IBM, Proctor and Gamble, and 
many of the businesses in Research 
Triangle Park, NC, right outside of 
Raleigh, number themselves among 
his clients. 

"I was in the right place at the right 
time 11 years ago as far as the land-

by Maureen Hrehocik, managing editor 

scape maintenance market goes," he 
says. "A lot of people think all you 
need to do is get a rake and a lawn-
mower and you're in business. It just 
isn't so." 

His business has also just recently 
become interstate with a contract 
from the Virginia Electric Company, 
VEPCO, which he got on a referral 
from Carolina Telephone and Tele-
graph, also a well-satisfied Boyco cus-
tomer. 

A strong commitment to quality 
work, knowledge in his field and a 
keen interest in the welfare of the 
people who work for him have 
melded into a business that's as profit-
able as it is satisfying for its owner. 

The business 
The bulk of Boyco's work is landscape 
management—mowing, pruning, fer-
tilizing and weed control. The com-

pany also installs drainage systems, 
plants trees, shrubs, does brick and 
concrete walk work and is even into 
snow removal. Sixty-two employees 
are managed by 12 supervisors. Their 
territories are divided geographically 
instead of by specialty. There is only 
one specialty crew—for drainage and 
brick work. 

Boykin's employees are a big part 
of why his company is special. Some 
might sniff at Boykin's hiring philoso-
phy. 

"We try to hire anybody and every-
body," he says proudly. Disadvan-
taged youth, people in vocational 
rehabilitation programs and Vietnam 
vets score high on the list. 

"We're willing to train people to do 
the job right," Boykin says. "We're 
usually rewarded with employees 
who are loyal to the company and 
their jobs." 



Rubigan puts your fungi on the road again and sends Poa packing. With your 
blessing. Because while Rubigan controls dollar spot and large brown patch at low 
rates, at higher rates it also controls snow mold, fusarium blight, stripe smut, and 
gradually reduces Poa annua. 

Have Poa your way. Keep it, or slowly phase it out. Depending on application 
rates, it's your choice. Gradual Poa annua reduction can be achieved with Rubigan 
and proper management techniques, or Rubigan can be used at low rates in a 
normal dollar spot program without affecting your Poa annua. 

Rubigan penetrates leaves rapidly. It's not susceptible to washoff once the spray 
dries. And don't worry about fungi resistance due to Rubigan's multi-sites of inhibition. 
Rubigan also lasts longer. Longer spray intervals reduce application trips, saving you 
fuel and labor. Plus Rubigan gives you excellent turfgrass safety. It's as good for your 
turfgrass as it is devastating to your five major turf diseases. 

So whether Poa is friend or foe, build your turf disease prevention program 
around Rubigan Turf products with benefits that make the difference. 

(fenarimol. Elanco Products Company) For best results always read and follow label directions 
Elanco Products Company • A Division of Eli Lilly and Company 

Rubigan® -
Indianapolis. IN 46285 



With the vocational rehabilitation 
employees, the government helps pay 
their salary whi le they ' re being 
trained. 

Due in large part to his hiring phi-
losophy and for his continued free 
maintanance of the City of Wilson's 
athetic fields, Boykin received the 
highest honor of his life last year, the 
North Carolina Distinguished Service 
Award from Lt. Governor James C. 
Green. "It was certainly one of the 

Attention to detail — a Boyco 
trademark. 

highlights of my life," the 34-year-old 
says in a thick North Carolina accent. 

Back to business 
Most of the predominant grass in the 
area is bermudagrass. In the fall and 
winter it goes dormant producing un-
sightly brownish-yellow turf. "We 
usually overseed with rye, but in a lot 
of cases it just took too long to green-
up." 

That green-up problem launched 
Boyco into another area—that of lawn 
dyeing. 

"We offer lawn-dyeing to clients as 
an option to overseeding. So far 
they've been very receptive. It's an 
expensive process, but some of our 
smaller clients prefer it." 

Most of Boyco's clients are 100 
acres and above. The company has a 
few residential accounts, but because 
of slow payment, Boykin is con-
centrat ing his efforts where the 

Greg Boykin, president of Boyco. 

money is—larger accounts that pay on 
time. 

One of those, Research Triangle 
Park near Raleigh, is an excellent cli-
ent, but maintenance-wise, Boykin 
describes it as " the armpit of the 
world. It's the absolute worst area to 
try to get anything to grow in. Being in 
the transition zone, keeping things 
green and growing is a never-ending 
battle." 

He overseeds twice a year, in April 
and October with Kentucky 31, but 
poor drainage presents another prob-
lem. 

"The area just doesn't perk," he 
reports. "It's a beautiful area but it 
gives us a run for our money." 

Being a member of the North Car-
olina Industrial Council provides 
Boykin with another marketing tool. 
He is privvy to all new industry mov-
ing into North Carolina. Before they 
even arrive, Boyco literature is sent 
out explaining the company's ser-
vices to the prospective new client. 

Hot dogs and turf 
Boykin graduated from North Car-
olina State with a degree in landscpe 
design and turf management. He 
worked with the City of Wilson's 
landscape planning department after 
he graduated. 

"At $500 a month I was about to 
starve to death," he chuckles now. 

It was at that point that Boykin 
started landscaping his father's con-
tracting jobs. Word got around and 
friends started asking him to do the 
same. He finally decided to start a 
business of his own with his brother, 
Bill, who is now a vice president with 
the company. 

Boykin is a confident, gregarious 
man who feels just as much at home 
eating a few hot dogs at the local col-
lege hangout as he does driving a spar-
kling white Mercedes . He stays 
involved in the community. The city's 
three athletic fields are maintained 
free of charge by Boyco. 

"I 've always been interested in 
sports and the town I grew up in," he 
says. "I do it to support good will in the 
community." 

The Rotary, a Monday morning 
call-in gardening question radio show 
and a "hacker's game" of golf get what 
little is left of his free time. 

Spending time with his wife and 
two children, ages two and four, (and 
another one due next month) is what 
he enjoys the most. 

The future 
Boykin says he wants to move into the 
Richmond, VA, market because he 
"wants to work with bluegrass ." 
There are also plans down the road to 
possibly start a branch in the New 
England area. 

"Right now we just want to do 
what we do well," he says. 

"I've seen a lot of good companies 
go under because of poor manage-
ment or non-payment. We decided to 
hang around the companies who will 
pay their bills. 

"Those who do good work will sur-
vive," Boykin continues, "those who 
cut corners will go under." 

There have been some, even in 
Wilson, who see Boykin's success and 
think they can do the same thing. 
Wilson is the world's largest tobacco 
market. Because of that fact, per cap-
ita, it has the most millionaires in the 
U.S. 

"Prospective landscape mainte-
nance people come in and see all the 
big homes and think it'll be easy to 
become one of them (millionaires), 
but it takes a lot more than just mow-
ing lawns to be successful." 

Boykin is very conscious of profes-
sionalism in the business. He's also 
willing to share whatever knowledge 
he has to keep the industry "clean." 

He is a member of the Professional 
Grounds Management Society, Pro-
fessional Lawn Care Association of 
America and is very "pro" the state 
licensing test for professional land-
scapes. 

"In this world, you reap what you 
sow," Boykin concludes. "There ' s 
enough business out there that people 
don' t have to cut each o ther ' s 
throats." WT&T 


