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Don’t Miss SNA 2004

The World’s Showcase of Horticulture®

FLORALWORLD

Is All About Growing...

RETAILWORLD

Come explore SNA 2004
to find the horticultural
products you need.

Register through July 1, 2004 for a

FREE Name Badge!

Visit www.sna.org for additional details.

For more information, contact

Southern Nursery Association, Inc.
1827 Powers Ferry Rd. SE

Atlanta, GA 30339-8422

Phone: 770.953.3311

Fax: 770.953.4411

Email: sna2004@sna.org

Website: www.sna.org

ATIOMIILYM

August 12-14, 2004

Georgia World Congress Center
Atlanta, GA

There’s simply nothing else |
like it in the country!

ColorWorld™
e 7,700 square feet

* Features bedding plants, annuals and
perennials

EquipmentWorld
* 17,600 square feet

* Features innovative equipment and
tools for production, installation and
maintenance

|
FloralWorld™ |
* 19,200 square feet |

* Features retail florist products

¢ Symposium-style design shows and
workshops

* FloralWorld Educational Track — 3 days
of education

FoliageWorld™
* 3,500 square feet

* Features interiorscape supplies, air
plants and cacti as well as brilliant
tropical color and vibrant foliage

RetailWorld™
* 21,000 square feet

* Features garden gifts, visual
merchandising, POP and POS

* SNA New Ideas Store for Retailers™ —
practical, cutting-edge solutions for
merchandising challenges

WaterWorld™
® 13,400 square feet

* Features ponds, fish & fish supplies,
aquatic plants, irrigation tools and water
gardening supplies
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S ECRETARY

S MESSAGE

by Allen Owings

elcome to the summer 2004
issue of the LNLA Maga-
zine. Hopefully most of you
had a good spring season. As I write
this article we are recovering from the
12-20 inches of rainfall across much
of south Louisiana from May 12-19"".

2004 is a big year for LNLA which
will celebrate its 50" anniversary.
Your Louisiana green industry asso-
ciation was founded in Lafayette on
September 17, 1954. A celebration
is scheduled for September 17" at the

Burden Center in Baton Rouge. More
information will be coming soon.

Please plan to join your fellow
LNLA members and green industry
friends for our membership breakfast
at the SNA show in Atlanta. SNA’s
World’s Showcase of Horticulture
this year is August 12-14'*". We will
also have a Louisiana green industry
social during the Nursery/Landscape
Expo in Houston August 19-22"
Watch your mail for details.

--_-_---_----------------1

ORDER FORM

“A Guide for Louisiana Gardens”

Mail Booklets to:

Contact Name

25 booklets at $1 each plus $4 for postage and handling ($29)
50 booklets at $1 each plus $6 for postage and handling ($56)
100 booklets at $1 each plus $8 for postage and handling ($108)

240 booklets at $1 each plus $10 for postage and handling ($250)

Booklets must be ordered in the quantity listed above. Forward order form
with payment via check or money order made payable to “Louisiana
Nursery and Landscape Association” to:
Louisiana Nursery and Landscape Association
ATTN: Garden Booklet
P O. Box 25100, Baton Rouge, LA 70894-5100

FAXED (225/578-0773) orders are acceptable and will be invoiced.

Company Name

Physical Address

City State

Zip

L-_-----_-—----—---------—J
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LNLA Officers and
Board Elected for
2005

The Louisiana Nursery and
Landscape Association elected new of-
ficers and board members at their
recent annual membership meeting
held at the Gulf States Horticultural
Expo in Mobile.

Elected to the executive commit-
tee were: President - Cody Arceneaux,
Live Oak Gardens, Ltd, New Iberia;
Vice-President - Nathan Dondis,
Greengate Garden Center, Lake
Charles; and Treasurer - Laney
Strange, Mid-State Nursery, Forest
Hill. Pat Newman, Folsom Nursery,
Folsom, will serve as past president
in 2004. Allen Owings will continue
as Executive Secretary and Dan Gill
will continue as Director of Education
and Research.

Board members elected for terms
expiring in 2006 are Tom Fennell,
Clegg’s Nursery, Baton Rouge; Beth
Perkins, Banting’s Nursery, Bridge
City; Danny LaFleur, LaFleur’s
Nursery, Washington; Rusty
Ruckstuhl, Grass Roots, Inc,
Lafayette; and Brian Breaux, Louisi-
ana Farm Bureau Federation, Baton
Rouge. Continuing as board members
with terms expiring in 2005 are Mark
Humphries, Louisiana Landscape
Concepts, Shreveport; Mark
Womack, Ganier’s Southdown Gar-
dens, Houma; Frances Thorne,
Thorne’s Plant Farm, Leesville; and
Dan Devenport, Dan’s Nursery,
Abbeville.

CNLP Review and
Exam Held in
February

The LNLA Certified Nursery
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Professional Review and Exam was
held Feb. 26" and 27" at Burden
Center in Baton Rouge. About 30
green industry professionals partici-
pated and 15 of the people who took
the exam passed all five sections.
They included Sandy Baham (South-
ern Gardens and Landscaping),
Chad Everage (Magnolia Nursery
Inc.), Julia Fernandez (Clegg’s
Nursery), Milton Gordon (The Yard
Doctor), Amie Hardgrave (CNI
Wholesale), Anna Hayden (Nicholas
and Banting), Paula Hotard (Home
Depot), Holley Hughes (Greenway
Nursery), Greg LeBlanc (Greg’s
Greenworks), Susie Melancon (Air-
port Garden Center), Amanda Scott
(Louisiana Nursery), Bryan
Seymour (Imahara’s Landscape),
James Tims (Louisiana Nursery),
Peggy Tucker (Myrtle Grove) and
Mark Womack (Ganier’s Southdown
Gardens). Contact Anthony Witcher
(awitcher@agctr.lsu.edu) at
225.578.2415 for additional informa-
tion on this program.

Louisiana
Irrigation
Association Formed

A new group that should help
green industry businesses in Loui-
siana has been formed. The Louisi-
ana Irrigation Association (LIA) has
been developed to “promote efficient
irrigation practices through the
proper design, installation and man-
agement of irrigation systems
through educational and informa-
tional programs”. LIA is a member
of The Irrigation Association (a
North American Association). You
can visit the association website at
www.l-i-a.org. Mike Gray is the as-
sociation president. He can be
reached at 318.387.8663. Dues are
$100 annually for regular members,

N B W S

$300 annually for associate mem-
bers, $25 annually for non-voting af-
filiate members, and $25 annually
for university and educational pro-
fessionals.

One of the first major goals of
the LIA is to initiate licensing for
landscape irrigation in Louisiana. A
bill has been developed that will be
introduced in the spring legislative
session. The Louisiana Nursery and
Landscape Association is supportive
of this legislation. If passed, the li-
censing process will be regulated by
the Louisiana Horticulture Commis-
sion at the Louisiana Department
of Agriculture and Forestry.

Green Industry
‘Social

. A “Louisiana ‘Green Industry .
Social” was held Wednesday Feb-
ruary 25th in New Iberia. The
Louisiana Nursery and Landscape ~
‘Association teamed with Live OQak -
Gardens to host the event at the
Bayless Center/Rip Van Winkle
Gardens. About 120 green indus-
try professionals attended the Ash —
Wednesday event despite the
cloudy weather and occasional
showers. A complimentary seafood
buffet was provided. Guest speak-
ers were Dan Gill and Roger -
Hinson of the LSU AgCentér and
Grant Stephenson of Horticultural
Consultants in Houston.

C A v
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RECENT EDUGCATIONAL PROGRAM HIGHLIGHTS

Gulf States
Horticultural Expo

Educational programs were held
again this year in conjunction with
the Gulf States Horticultural Expo
(GSHE) late January in Mobile, AL.
GSHE is sponsored by the Alabama
Nurserymen’s Association, Missis-
sippi Nursery and Landscape Asso-
ciation and the Louisiana Nursery
and Landscape Association.

Concurrent educational sessions
were provided for wholesale nursery
growers, greenhouse crop producers,
landscape contractors and retail gar-
den center managers. In addition,
special topics such as plant material
and pesticide management were dis-
cussed in special workshops.

Featured speakers included Gary
Knox from the University of Florida,
Bob Losyk of Innovative Training
Solutions, John Ruter from the Uni-
versity of Georgia, Robert
Hendrickson of the Garden Center
Group, Jim Barrett from the Univer-
sity of Florida, Donna Fare from the
USDA and James Altland from Or-
egon State University.

Over 500 individuals attended edu-
cational programs at GSHE this year.
Educational program support was
provided by the USDA Risk Manage-
ment Agency along with Urban and
Community Forestry Grant Program.

Landscape and
Lawn Maintenance
Workshop Held in
Covington

The LSU AgCenter and the St.
Tammany Parish Master Gardener’s

Association held a landscape and lawn
maintenance workshop at the Greater

Covington Center in Covington on
Wednesday, February 11th. Over 120
green industry professionals and mas-
ter gardeners attended.

LSU AgCenter horticulturist
Tom Koske led off the program dis-
cussing environmental consider-
ations involved in residential and
commercial turfgrass maintenance.
Urban storm water is an emerging
issue that lawn and landscape main-
tenance firms will need to start deal-
ing with shortly.

The LSU ACenter is actively in-
volved in a new program initiative
at the Hammond Research Station.
Resident coordinator at the
Hammond Research Station, Regina
Bracy, gave an overview of plans to
develop an urban landscape program
for southeast Louisiana. This will
include research and demonstration
projects to serve Louisiana’s grow-
ing landscape contracting and main-
tenance industry.

Insect management in the land-
scape is an important topic of cur-
rent interest. Major insect pests in-
clude several species of scale, azalea
lace bugs, thrips and fire ants. LSU
AgCenter entomologist Dale Pollet
stressed the importance of pest iden-
tification prior to control efforts,
scouting should be an important part
of an insect management program.
It is also important to “properly man-
age a landscape system” to reduce
pest problems.

The LSU AgCenter has been ac-
tively involved in landscape evalu-
ations of herbaceous annuals and
perennials over the last 4-5 years.
LSU AgCenter horticulturist Allen
Owings gave an overview of evaly-
ated plants. New cultivars of petu-
nia, begonia, melampodium, lan-

tana and perennial verbeng 4
available for commercial 4y,
dential use. Information
mental sweet potato varjet
ability and Athens Select
was also presented.

re Doy
d resj.
N orpg.
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LSU AgCenter county agent
Annie Coco presented information on
wholesale nurseries located in south
Louisiana and also provideq plant
availability lists of wholesale nurser.
ies in this area. The Southeast [ oy;.
siana Nurserymen’s Association
(SELNA) hosted an open house of
area nurseries last October.,

Numerous azalea varieties are
available at wholesale nurseries in
Louisiana. A recent survey of a few
nurseries in Louisiana revealed 1592
varieties being grown. Popular
groups of azaleas include the Indicas,
Glenn Dales, Rutherford hybrids,
Satsukis and Kurumes. Also, the
very popular Encore azaleas are now
available in over 20 colors. LSU
AgCenter horticulturist Allen Owings
reminded attendees of the keys to
success with azaleas in the landscape
- proper soil pH, bed preparation,
lacebug control, irrigation manage-
ment and variety selection.

The program concluded with
LSU AgCenter horticulturist Dan
Gill highlighting trees, shrubs and
ground covers for Louisiana land-
scapes. Trees mentioned included
Taiwan cherry, Oriental magnolias,
grancy greybeard (fringe tree) and
parsley hawthorn. Shrubs discus§ed
included loropetalum, flowering
quince, Florida anise, Indica azaleas,
native deciduous azaleas,
bridalwreath spirea, deutzia, hy-
drangea, mock orange and pineapple

= EDUCATIONAL HIGHLIGHTS -

continued on following P8¢
/

6 °+ Summer 2004



Nursery

Louisiana

, @i

ASSOCIATION

RECENT EDUCATIONAL PROGRAM HIGHLIGHTS

EDUCATIONAL HIGHLIGHTS — continued from page 6

guava. Ground covers for Louisiana include liriope and
monkey grass. Two liriope species are commonly used-
Lirope muscari and Liriope spicata. Liriope muscari is a
clumping type while Liriope spicata is a spreading type.
Monkey grass, also called mondo grass or Ophiopogon,
includes dwarf and regular size growth habits. Other
highly recommended ground covers include Asian jas-
mine, English ivy, Algerian ivy and ardesia. Some of the
ground covers are available in variegated forms.

Educational Program Held
at Forest Hill

The LSU AgCenter held a nursery production meeting
in Forest Hill on January 26th. Topics discussed included
pest management, potting media characteristics, disease
control, economics of crop production and weed identifica-
tion and management.

LSU AgCenter entomologist Dale Pollet emphasized
proper pest identification and familiarizing yourself with
label recommendations. Chemical rotation and re-entry
periods after application are also important.

In pesticide application, formulations are important.
Realize that rates may change with formulation type.
Many chemical companies are also now providing pesti-
cides in wettable powder and flowable formulations in-
stead of emulsifiable concentrations. The LSU AgCenter
is also currently attempting to survey and identify scale
species present in Louisiana. Contact Dale Pollet at (225)
578-2180 or dpollet@agctr.lsu.edu for help with your in-
sect management program.

LSU AgCenter horticulturist Allen Owings explained
the importance of chemical and physical properties of
media in ornamental plant growth. Media pH is also
critical. Pine bark, hardwood bark, cotton gin trash,

= EDUCATIONAL HIGHLIGHTS — continued on page 8

You Spoke.
We Listened.

PGJ Mid-Range Rotor with Installer-Friendly Features

You told us just what you wanted in a mid-range rotor — and Hunter
responded with professional features that offer greater conveniences and
durability. PGJ is built tough, just like Hunter’s top-selling PGP® — and its
roster of new features, including self-aligning nozzles with flow rate ID,
means every job installs a little easier.

Greater Conveniences ¢ Easier Installations ¢ Longer-Lasting Durability

Call for a free Hunter 2004 catalog: 800-733-2823 « www.HunterIndustries.com

Hunfer

The Irrigation Innovators
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RECENT EDUCATIONAL PROGRAM HIGHLIGHTS

u EDUBATIUNM HIGHLIGHTS _ continued from page 7

rice hulls and bagasse will be studied in LSU AgCenter
evaluations in 2004,

Disease management and control is also a major prob-
lem that nursery growers in Louisiana must deal with.
Root rot is very common and is the number one disease
problem in Louisiana. Soil borne pathogens include
Pythium, Phytopthora, Rhizoctonia, Fusarium and
Thievalopsis. LSU AgCenter plant pathologist Clayton
Hollier recommends prevention over control. He also men-
tioned increased cases of bacterial soft rots on iris, daylil-
ies and agapanthus.

LSU AgCenter horticulturist Carlos Smith gave an
overview of weed control in the nursery. Weeds need to be
properly identified to achieve maximum control. Are your
weeds annual or perennial? Is the weed a grass, broadleaf

“WESTFARNS
Wholesale

A Complete Wholesale Nursery for
The Landscaper and Retail Buyer

AZALEAS « TREES « DAYLILIES + ORNAMENTALS

" OVER 200 VARIETIES

¥
i

Hybridizer of Daylilies For Landscapes of Distinction
Dale & Lynette Westmore;and
anklinton,La, 7043
985-859-5715

or sedge? The answer to these questions will help dete.
mine the method of control. The c.()sts of weed contrg) v
by method. Hand weeding combined with recOmmended
herbicide applications can be conducted for a cost of $850.
1100/acre annually in a typical nursery. Hand weeding
alone will cost $3600/acre annually.

The economics involved in nursery crop productiop is
not often discussed but LSU AgCenter economist Roger
Husser stressed the significance of cost based production,
He provided a comparison of production costs for typical
nurseries between 1990 and 2002. He found that costs in-
volved in plant production have not increased as signifi-
cantly as inflation over the last 12 years.

S0

Native and Adapted
Woody Ornamentals

Rick Webb

63279 Lowery Road

Amite, Louisiana 70122
985-747-0510 Fax 985-747-5850
rwebb@i-55.com
www.lagrower.com
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WHOLESALE NURSERY,INC.

Since 1988, we have specialized in field grown and
container shade and ornamental trees. QOur customers
depend upon us to provide the finest quality trees and

service available in the industry.

We continually strive to improve production and service.
Our #1 goal is to ensure quality plant material and
Complete Customer Satisfaction!

Gerald Foret Wholesale Nurser&', Inc )

4914 Forrest Le Blanc Rd. New Iberia LA 7036 -
337-365-4858 Fax 337-364-6020 H()ME 0[3

or visit us on the web @; THE CAJUN

www.growit.com/Toret
Hember of LNLA. TNLA, MNA, AND SNA  LIVE OAR™
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Green Industry

Economic Study

by Roger Hinson, LSU AgCenter

ouisiana’s “green industry” continues to be one of

the leading economic contributors among the state’s

agricultural commodities. The combined wholesale
production and retail distribution of commercial nursery
products, along with sales in the area of landscape and
horticultural services, golf course maintenance and related
expenditures, and green industry activities in other in-
dustries contribute more than $2.2 billion annually to
Louisiana’s economy. While many agricultural industries
rely on production (wholesale farm gate value) to generate
economic stimulus, the green industry provides signifi-
cant economic contributions from the service and retail
sectors. The most current figures are for 2001 and based
on a recently completed LSU AgCenter study led by agri-
cultural economics professor Roger Hinson.

Louisiana’s farm-gate wholesale sales in the greenhouse
and nursery product area of the green industry were esti-
mated at $120 million in 2001. Woody ornamentals (trees
and shrubs) account for most of these sales. Other segments
included here are floricultural crops, annual bedding plants,
herbaceous perennials, foliage plants, sod and fruit/nut trees.
Greenhouse and nursery employment was estimated at

Table |. Impact of the Green Industry on Louisiana’s Economy

IndrstryfSector Groz= Total Gross Employmene
Sales Persenal Seate
Income Procuct
million dollars ———— Jobs
G'Produ:u and P 199 558 87.3 2824
mw 266.1 1105 1660 9361
Trade (Retail) 5113 2459 410.1 14905
and Golf ’ 6859 524.1 656.0 22394
Agricultural, Forestry. Fishery Services 70 24 32 167
Mining 8l 20 54 31
Consarucdon 27.9 12,1 127 371
[PRp— 6.9 108 174 298
b rrk-nel © ' 998 233 510 545
and i:.T'ann 1668 274 1165 978
Sorvi 2487 1305 1538 4484
vces
G ent 164 51 6.9 122
Tortal 22148 1.149.9 1.686.5 56.680
ot

usEate iy of the Induszries or ndustry sectors included in the
The firsc %‘:m“?m Wd:an":mdldn effects of the modals on other significant

m“w*m"

2,824. Sales in the wholesale production area of the green
industry in Louisiana have been steady, but not signif;.
cantly increasing, for the last three years. In addition ¢,
sales, total personal income from greenhouse and nurse
product sales in Louisiana during 2001 was $55.8 million,
with $87.3 million generated in gross state product.

The landscape and horticultural services area of
Louisiana’s green industry contributed $266.1 million to
the economy in 2001 and employed 9,361 individuals. This
includes items such as landscape contracting, landscape
maintenance and landscape design services. Total personal
income in this area was $110.5 million, with $166 million

in gross state product.

Results of this study at the trade or retail level indi-
cated impacts on our economy of 14,905 jobs, $511.3 million
in gross sales, $245.9 million in personal income and $410.1
million in gross state product. These findings increased more
than two-fold from 1995 sales figures, according to survey
results from the National Gardening Association showing
that household purchases of garden products more than
doubled from 1995 to 2001.

Another category combined two areas of economic ac-
tivity: (i) horticulture-related activities and expenditures
reported in other industries such as construction and (ii)
golf. The total contribution to the Louisiana economy of
this activity was estimated at $685.9 million in gross sales,
$524.1 million in personal income, and $656 million in
gross state product in 2001. In addition, 22,394 Louisiana
Jobs were attributed to these areas of economic activity-
This increase was attributed to a rapid rate of growth in
commercial and public construction, and to the inclusion
of activities like landscape maintenance and mowing by
churches and other non-commercial entities.

In summary, the total economic impact of the green m
dustry in Louisiana in 2001 was more than $2.2 billion 1
gross sales, approximately $1.15 billion in personal incom®
and $1.69 billion in gross state product. The total employ-
ment impact was 56,680 jobs. The green industry, not only
in Louisiana, but nationally, enjoyed a significant gro
trend from the early to the late 1990s. Although somé s'eg'
ments have slowed in growth, the green industry remald®
a major contributor to Louisiana’s economy, trailing only
forestry, in significance, among agricultural sectors. ®

10 - Summer 2004
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The Cost of Doing Business

By Phil Nilsson, Green Industry Consultant, www.nilssonbooks.com

etermining job cost is the starting point to in

telligent bidding and estimating. Mastering the

skills of estimating is the best defense to help

ensure that the work is not over or underbid.
Plenty of jobs are lost because of high bids where an ac-
ceptable profit could have been made with a lower price
tag if the contractor had only known at the time. By the
same token, plenty of jobs are won based on low price, too
low in fact, making it a miserable experience having done
the work. Priced just right is where you want to be but of
course this doesn’t guarantee you the work, just that if
you do get it, there’s a chance at profits.

Hit or miss bidding is out of the question because vir-
tually every customer looks for, and usually takes, the
absolute lowest price. There’s less room for error in set-
ting a price that not only covers cost, but also provides an
adequate profit. Easier said than done because the entire
process must take into account numerous variables of cost
in an industry where the saying “time is money” is an
understatement.

Of course the lazy way out is to totally ignore the cost
of doing business, and focus instead on price. The reason-
ing is that if the price is right, you'll be awarded the job
inspite of your costs. This is the same as saying that you
have very little control over price and that price is decided
in the market place. That may be true but the real reason
you want to know cost is not so much that price is solely
determined from costs but that cost is your “command cen-
ter” of control. If you don’t know cost you have no refer-
ence point of control. Without cost knowledge you actually
give up control and don’t know for certain on any com-
pleted project what the profit was, and in some cases may
be uncertain if indeed costs were covered.

With job cost knowledge you can know if you have effi-
cient costs (can’t be done cheaper or faster) and that’s about
as good as it gets. Using your efficient costs as a starting
point you can then develop prices. You might want to come
up with three price levels for the very same job.* Base
Price, Realistic Price, and Premium Price. For any one
bidding event do the mental “gymnastics” of trying them
on for size price wise to see which you'd like to go with.
Sometimes a contractor may find himself “hungry” for work
and at other times booked so far in advance that a lower
price is not needed to generate work. Nevertheless, bid-
ding and pricing is the single most important thing you’ll
do because it is the “future” of where your business is go-

ing. Today’s bids are tomorrows’ customers and the real
“make up” of your company. Your company is the custom-
ers, you, employees, and assets necessary to deliver your
services.

Where Do You Start With
Job Cost?

contractors incur three kinds
of cost -

= Direct costs

@ Indirect costs

= QOverhead costs

Direct costs are those expenses that happen because
labor was applied, equipment and vehicles were put into
action, materials were used and work was done. Direct
costs are usually easy to predict when you know how much
time a project will take and what equipment and materi-
als will be needed.

Indirect costs follow or “tag along” with direct labor,
such as payroll taxes, employee benefits, insurance, fuel
consumption, depreciation, repairs and other on-the-job
costs. Although payroll taxes, benefits and insurance can
be easily estimated, the indirect costs related to equipment
are tougher to predict. Depreciation of equipment is a given,
but fuel consumption can vary greatly and repairs are of-
ten unexpected.

Overhead costs include any expenses that support
the operation of a business. Good examples are: rent for
facilities, utilities, advertising, property taxes, storage, in-
surance on buildings, office expenses and other “behind
the scenes” costs that in some cases take place simply be-
cause time went by. The overhead expenses, for the most
part, take place even when no work was done. Rent and
insurance are the most common examples. As with some
indirect costs, certain overhead costs are easily estimated
- rent, utilities, taxes and insurance - while others - adver-
tising and office expenses - are more difficult to estimate.

The difference between direct costs, indirect costs and
overhead expenses can be understood by visualizing what
happens in your business on any given workday. Direct
costs happen when work is done and labor is applied. The

= THE COST OF DOING BUSINESS — continued on page 12
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= THE COST OF DOING BUSINESS

— continued from page 11

workers come in to work, and as soon
as they turn the key in the ignition,
direct costs and indirect costs follow
them and stay with them all day. Over-
head, or “back at the shop expenses,”
are just that. These costs are “left be-
hind” items of expense that support the
operation.

Analyzing And
Using Job Costs

Labor and indirect costs represent
the bulk of expense for most contrac-
tors and dwarf true overhead costs by
comparison. The questions to answer
about these costs can be reduced to
what I call “time costs.”

¢ How much does time cost my
company?

* How much time will the job
take?

¢ What are my hourly or time
profit goals?

* What are my hourly direct costs?

* What are my hourly indirect
costs?

¢ What is my overhead rate per
hour?

To answer these questions is to for-
mulate a bidding system.

You can easily relate to a finan-
cial statement and assign time
costs to each expense category by
simply dividing each cost category
by the total number of production
hours your company applied over
the course of your season. Doing
that gives you a capsule of actual
costs, and it can be used to com-
pare to estimated costs that were
used at the job bidding stage. The
variations between estimated job
costs and actual costs are then used
to find cost variations. In other
words, job costs were supposed to

6”% IL\jOUiSiéné
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be, or bid at, a certain price, and
the actual costs were different.

What Do You Need
To Bid The Work
Based On Cost?

A good understanding of work re-
quired, along with good labor time
hour standards. This is the crucial
step to the entire job estimating pro-
cess. If you don’t know within per-
haps 10% of labor time required, your
Jjob bids are destined to be inaccurate.
Labor is a big factor, the biggest
single expense you have, and costs are
highly dependent on job time knowl-
edge. You thought a job would take
1,000 hours and it took 1,200.

A knowledge for job specifications
and job time standards, or experienced
times for each phase of the work.

An hourly cost factor for the
three areas of cost, including di-
rect costs, indirect costs and over-
head costs.

A realistic attitude about profit per
hour that can be added to costs in
arriving at a total price that the cus-
tomer can afford, which will stand the
test of competitiveness and will turn
a profit. Keep in mind that if your
company does not operate efficiently
that this is not the customer’s prob-
lem and the competition may not al-
low adding profits on top of inefficent
costs just because you happen to need
to earn a living. Production time and
methods needs to be “as good as it gets”
then add a realistic profit to it and
this will also tell you your “walkaway
price” as well.

Making Job Costs
Happen...

Once you have a handle on hourly
job costs and can assign these costs
to job functions that will take place

at the job site, you need to make them
happen by adhering to labor time
budgets. This is where the lahqy
hours and costs on paper are proyep
at the job site with good control over
expected, or anticipated, costg and
actual costs.

Can you get the job done within
the estimated time? Profits go up ang
costs go down when the job is done
faster; profits go down and costs go
up when the job takes longer than ex-
pected. Having said that, job costs are
truly estimated costs since many
variables are at play in the process of
actually doing the work. Since labor
is the single biggest expense, control-
ling labor and informing the employ-
ees of job time goals are important
parts of cost control and profit
achievement.

Elements Of Cost...

Direct costs such as payroll ex-
penses, are an easily calculable fig-
ure ... payroll hourly rates multiplied
by realistic labor times required to do
the work.

Indirect costs follow direct costs
and are closely related to hourly pay-
roll rates. Payroll taxes, benefits, de-
preciation on vehicles and equipment
- in fact the entire cost lineup that
supports labor activity in the field -
can be lumped together to develop an
hourly rate based on the time, by the
hour, of actually using the support
equipment or “expense group.” The
only shortcoming you may have is
that to assign an indirect cost per
hour, you’ll have to estimate the to-
tal production hours predicted in the
current season.

Overhead costs have a less im-
pact and represent a far lower total
éxpense group than direct or indirect

= THE COST OF DOING BUSINESS

— continued on following page
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~THE COST OF DOING BUSINESS

continued from page 12

expenses. The best you can hope for in terms of developi
an hourly overhead rate to apply to total labor hou(i‘oplng
jected for any given job is to lump the entire year’sS ver-
head expense and estimate the total number of labor ]:Ver‘
expected for the year. That overhead total is then div(i)cll1 rs
by the hours to arrive at the overhead per hour rate zs
the backlog of work increases, hourly overhead rate's 0
down; and as the backlog drops, hourly overhead rates risge
This doesn’t mean, however, that increases in overheaa
can be passed on to the customer for the company that
joesn’t have enough work to carry overhead at a conserva-
tive rate. Unreasonably high lucrative overhead expense
<chedules make a company far less competitive from a cost
point of view.

Last but not least is the addition of profit to the cost
group to arrive at a price to assign to the work. Sometimes
, final price can be higher; sometimes it needs to be lower in
ew of current market and economic conditions. But here
t00, you should arrive at an hourly profit add on that justi-

fies a reasonable profit.

Of course the higher the profit expectation, the lower the
chance of being awarded the work. Profit after and beyond
cost is the true “mystery” number that’s locked up and some-
what a “secret” in virtually every job bid submitted. Some
contractors will use industry averages for profits. Others will
charge what they think the “traffic will bear,” while still oth-
ers will test their price levels, including profits, by going with
a higher and higher price for the same work until they find
the price ceiling. Another view is to ask yourself what amount
of money is being the boss worth? Is it $50,000, $100,000,
$200,000 a year? If you were to replace yourself with a hired
manager what would it cost? What's it worth “being you™?
Part of your compensation is salary as a management cost to
the business, and the other part profit that you earn for in-
vested capital at risk in plant and equipment.

Base Price - is the lowest price you must charge to
cover your business costs, salary and profit.

Realistic Price - is higher than Base Price. Top of
the quality range in your field but still competitive.

Premium Price - is even higher where you price for
the client who wants and can afford the best.

P 3

See uson

Call (337)898-3194
) Quality Iron & Clay for the
Patio & Garden

« Plant Stands

w5 Morning @lory Iron & Clagﬁg‘%

« Wall Baskets
, o Trellises
" « Hanging Baskets
« Wrought iron fence /

o Clay Planter s & Pots

MW
the web: mmayhtlmnwholmle.com Eﬁ
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rowers across the south

eastern United States

have been implementing

pot-in-pot production sys-
tems to a varying degree for the last
10-15 years. This practice is widely
used in some areas and has not been
pursued to any degree in others.
Some field growers are converting
land to pot-in-pot production, and
growers using traditional container
production systems are experiment-
ing with different pot-in-pot systems
because of the advantages they offer.

Traditional pot-in-pot production
attempts to combine field and con-
tainer growing techniques and offers
advantages over these production Sys-
tems. A “socket” container is placed
in the ground, and a second pot con-
taining the plant to be grown is placed
into the socket. Advantages of pot-in-
pot production, when compared to tra-
ditional container production, include
reduced heat stress to the root sys-
tem during the summer, elimination
of container blow-over and minimiza-
tion of root zone temperature fluctua-
tions during the winter. Irrigation re-
quirements can also be reduced. In-
ground pot-in-pot has been shown to
produce a larger root mass in plants
when compared to conventional con-
tainer production. Of course, a larger
root mass should translate into im-
proved transplant success and faster
establishment in the landscape.

A primary requirement for an in-
ground pot-in-pot system is a well-
drained soil base or the installation of
a drainage system to remove excess
rainfall or irrigation water volume
when a poorly drained soil is used.
Normally, a sandy soil, or most cer-
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Pot In Pot:
Going Above Ground

by Allen Owings, LSU AgCenter

The above-ground system places a potted
container in a socket pot on the surface of a
container yard, a ground cover clothed area or

field soil

tainly a soil no finer textured than a
sandy or silty loam, is needed if drain-
age improvements are not made. Ad-
ditionally, installing an in-ground pot-
in-pot system is labor intensive and
requires considerable equipment. The
system also is permanently located
once installed, so future production
plans and nursery layout must be con-
sidered carefully before installation.

In the mid 1990s, work began on
the introduction of an above-ground
pot-in-pot production system. You may
also see these referred to as “nested
containers.” Seven and fifteen gallon
containers are most common. This
method is intended to overcome some
of the disadvantages associated with
in-ground pot-in-pot, while still taking
advantage of the insulation value of a
socket container. The above-ground
system places a potted container in a
socket pot on the surface of a container
yard, ground cover clothed area or field
soil. The socket pot has flared sides to
prevent blow-over and needs only a
little soil or mulch at the base to be
held in place.

Advantages of above-ground pot-
in-pot compared to in-ground pot-in-
pot include significant labor and cost
savings at installation. It also a]-
lows for adjustment in future con-
tainer spacings and eliminates the
need for ideally drained soils or the
need to install a drainage system.
Escape roots can sometimes be a
problem with in-ground pot-in-pot
plants, whereas escape roots are
normally less of a problem in the
above-ground system. Blow-over
may occur once in a while with
aboveground pot-in-pot while it
never occurs with in-ground pot-in-
pot if the socket pots are properly
installed. Both methods will save
significant man hour dollars in pick-
ing up plants in windy conditions.
Retail garden centers and re-whole-
sale yards should consider an above-
ground pot-in-pot system for short-
term holding of large trees and
shrubs that are prone to blow over.

Studies comparing root zone
temperatures and size of the root
mass usually show that a plant
properly maintained under an in-
ground pot-in-pot production method
will have minimal root zone tem-
perature fluctuations and increased
root growth compared to an above-
ground pot-in-pot system. The insu-
lation capability of the above-ground
pot-in-pot system is considerably
less than the in-ground pot-in-pot
system, but the above-ground
method has been shown to reduce
the amount of root stress/kill on the
southwest side of containers when
compared to traditional container
growing. Research is needed to fur-
ther investigate these issues. =
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The Louisiana Nursery and Landscape
Association has endorsed
Blumberg and Associates, Inc.
as it's insurance agency of choice.

Blumberg and Associates provides insurance
coverage with personal service for a variety of
needs, noth commercial and private. You can
choose from many “A” rated insurance carriers
with competitive rates and payment plans.

- General Liability

- Automobile - including trailers

- Property - buildings &C contents
+ Equipment

« Umbrella

- Health - great new programs available for
small operators

Call For A FREE Quote
Baton Rouge
11019 Perkins Road, 70810 \
P.0. Box 82030, 70884 \‘Q
225-767-1442 )

2257670806 F)  Blumberg and Associates, Incx

£

Ponchatoula

1440 Hwy. 51 North
P.0. Box 750, 70754
985-386-3874
985-386-5541 (FAX)

Denham Springs
805 N. Range Ave.
P.0. Box 1205, 70727
225-665-8146
225-665-3723 (Fax)
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Louisiana Nursery and Landscape Associatiop

Louisiana isiana’ Industry Since 1954"
5 ing Louisiana’s Green In ry

N[ allI'ndSSeCI’ya ¢ Scw1lx)1!§zonc 225/ 578-2222, FAX 225/ 578-0773

EsociaTio Membership Application |

ASSOCIATION

Please select all categories that apply:
Q Independent Retail Garden Center

Q Mass Merchandiser Q Student

Q Wholesale Greenhouse Grower Q Arborist/Urban Forester

Q Allied Supplies Q Landscape Design/Architect
Q Horticultural Services Q Landscape Contractor

Q Wholesale Woody Grower Q Sod Grower

Q Lawn Maintenance Q Other

Q Extension/Education/Research

Please select 0 your LNLA membership type:

Q Regular Members - $ Based on gross sales . . .
Any corporation, partnership, firm, or person engaged in any facet of the green industry or other related business with a definite address and

appropriate facilities having further been actively engaged in the nursery business in a reputable, trustworthy and ethical manner for one year in

Louisiana.
Annual Gross Sales Dues
Q  $0-$100,000 $50.00
Q  $100,00 - $250,000 $75.00
Q  $250,000 $150.00

Q Associate Members - $100.00
Associate members shall be reputable persons, firms, or corporations outside the state of Louisiana activel

nursery stock, and reputable persons, firms, or corporations inside or outside the state of Louisiana engaged in the supplying of accessories 1
|

incidental to the nursery business.

y engaged in the growing and selling of

a Affiliate Members - $25.00 Business Employed By :
A person or persons emploved in any capacity in any nursery industry or establishment, or allied industry which is a member in good standing of the

association.

0 Student Members - $ No Charge Name of university and location:
Any student actively enrolled on a full-time basis in a Louisiana university and majoring in horticulture or a closely allied field.

0 Governmental Agency/Educational - $ No Charge
Any person actively employed by a governmental agency or educational institution and having a job responsibility in horticulture or a closely allied

field.

OPTIONAL: Members wishing to support these funds should add the $$$ to their dues check. LNLA will forward the funds on to ANLA.
0 ANLA Beacon Fund - $10.00 An industry fund supporting federal immigration and labor law reform.

QO ANLA Lighthouse Fund - $36.50 An industry fund supporting grassroot legislative lobbying efforts.

0 Please type or print clearly. The information provided will be used to Print LNLA’s annual ‘green
industry ‘directory.
Company Name Representative’s Name
Mailing Address - .
Street or PO Box City Sate— -~ -—--—-- Zip ,'
Telephone ( ) - s X FAX ( ) - E-mail —— |
———_——_—/
Office Use Only:
# e }
0 Renewal Date: Check# _____ Amount Remitted $ Q Emer,,afD- ,
S
a New Member ac Q ‘
QFile __—— ‘
Return dues application and check to: . I

isiana Nursery and Landscape Association, PO Box 25100, Baton Rouge, LA 70894-5100
Louisian g S
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SERY inc.

MEMBER
e LN.LLA « TAN. ¢« AN.A.
e SN.A. « N.C AN

Container &
Field Grown
Material

Q George M. Johnson, Jr.

. O’wner
3848 Highway 112
Forest Hill. LA 71430 Murphy Johnson
Phone: 1-318-748-6715 Mark lachney
Fax 1-318-748-6893 . Manager
Toll Free 1-888-755-5653 Phyliss Lachney

: : Linda Prosha
htp://www. gr owit.com/geojohnnsy Assistant Managers
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 LSU AGCENTER RESEARCH AND EXTENSION NOTES

Strahan Joins LSU
Faculty

Ron Strahan is originally from
Rayville, LA where he grew up on a
cotton farm. He earned a Masters of
Science degree in weed science (1996)
and a Ph.D. in horticulture (2002)
working on the selective removal of
perennial grass weeds in southern
turfgrasses. During his graduate ca-
reer at LSU, Ron worked as an ex-
tension associate for several state spe-
cialists. Working as an extension
associate was both educational and
rewarding. It allowed him the oppor-
tunity to meet producers and agents
while gaining valuable experience
with many of the crops grown across
the state. Ron is an assistant profes-
sor in the area of ornamental and
turfgrass weed control and will be
working with nursery crop and
turfgrass producers along with par-
ish agents throughout the state. His
work will focus on weed identification,
turf and ornamental plant tolerance
to herbicides, and the demonstration
of proper herbicide use to reduce em-
phasis on hand labor.

Daylily Evaluations

The LSU AgCenter initiated a
program in 2003 to evaluate the land-
scape performance and daylily rust
susceptibility of All-American daylily
cultivars. The All American Daylily
Selection Council had named eight
winners prior to 2004 — these include
Black-eyed Stella, Bitsy, Frankly
Scarlet, Plum Perfect, Judith,
Lullaby Baby, Star Struck, and
Leebea Orange Crush. 2004 winners
are Chorus Line and Lady Lucille.
Thus far, Judith, Leebea Orange
Crush, and Star Struck have been
most susceptible to daylily rust, while
Plum Perfect and Frankly Scarlet
have shown mild susceptibility. Bitsy,

Black-eyed Stella, and Lullaby Baby
did not obtain daylily rust infestation
in 2003. The 2004 winners have been
added to the study and will be evalu-
ated this year. Flowering times, in-
cluding observation on dates of bud
development, and visual quality rat-
ings are being recorded weekly during
the growing season. Additional data
from this study will be available over
the next year or so. Additional infor-
mation on All-American daylilies is
available at www.daylilyresearch.org.
Information on this daylily project is
available from LSU AgCenter horti-
culturists Allen Owings and Anthony
Witcher at 225/578-2222.

Herbaceous Plant
Evaluations

Herbaceous plant trials at the
LSU AgCenter have been on-going for
a number of years. Observations over
the 2003 and early 2004 seasons have
shown some of the following to be very
good landscape performers.

e Coleus ‘Mississippi Summer Sun’

e Coleus ‘Solar Millenium Red’

e Lantana ‘Athens Rose’

e Lantana ‘ Morning Glow’ series

e Portulaca ‘Hot Shot’ series

¢ Rudbeckia ‘Prairie Sun’

e Ornamental Sweet Potatoes
‘Sweet Caroline’ series

e Perilla ‘Magilla’

e Petunia ‘Tidal Wave’ series

¢ Petunia ‘Lavender Wave’

e Melampodium

¢ Dianthus ‘Purple Bouquet’

e Dianthus ‘Amazon’ series

¢ Dianthus ‘Dynasty’ series

¢ (Cleome ‘Linda Armstrong’

¢ Graptophyllum ‘Chocolate’ and
‘T'ricolor’

e Zinnia ‘Swizzle’ series

Information on LSU AgCenter
herbaceous plant trials is avail-

able by contacting horticulturistg
Allen Owings or Jeff Kuehny at
225/578-2222. Herbaceous plant
trials at the LSU AgCenter are
being supported by the Louisiana
Nursery and Landscape Associa-
tion in 2003 and 2004.

Nursery Container
Blowdown Project

The Louisiana Nursery and Land-
scape Association is supporting a con-
tainer blowdown study being con-
ducted by LSU AgCenter ag engineer
Dick Parish. A test of systems to pre-
vent/reduce blowdown of trees in 15-
gallon containers was installed at
Bracy’s Nursery on March 2, 2004.
Eight treatments were included and
all were installed on Loblolly pine, bald
cypress and Nutall oak. Treatments
included the nursery standard of one
stake per container, two types of wire
basket supports (with and without
staking), plastic pot-in-pot supports
(with and without staking), a trellis
system with straps and individual
fence post stakes with plastic tree
supports. Installation labor was re-
corded. Labor and material costs
ranged from $0.33 per container for
the standard to $11.29 container; how-
ever, the components of most of the
systems can be reused for several
years with little or no additional la-
bor cost. Amount of blowdown from
each system will be monitored
throughout the season. Additional
information on this project is avail-
able by contacting Dick Parish at the
LSU AgCenter’s Hammond Research
Station (985/543-4125).
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W1de variety of Aza,leas Sasanquas
Ground Covers * Japanese Magnolias
Large Native Azaleas *Japanese Maples
Bradford and Cleveland Select Pears
Native Yaupon* Parsley Hawthorn
Gingers ¢ Palms ¢ Pine Straw
Native Shrubs and Trees

“Make this your one stop for Landscaping needs”
62188 Dummyline Road * Amite, LA 70422

085+7487746 ©085°748+6177 Fax:i 9857488219
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Burden Ornamental And
Turf Open House

“The last time I was here two years
ago, this was a hay field,” said Larry
Bourgeois. “It was fun to drive up and
see what they've done.”

Bourgeois of Covington Nursery
was one of the visitors at the inaugu-
ral nursery, landscape and floriculture
open house held April 23 at the orna-
mental and turfgrass research facility
at the LSU AgCenter’s Burden Center
in Baton Rouge.

The former 25-acre hay field is now
horticultural research space. “This is
a welcomed and valuable addition to
Burden Center,” said Dr. Pat Hegwood,
the center’s resident director.

Burden Center is a 420-acre facil-
ity in Baton Rouge and one of 20 re-
search stations operated in Louisiana
by the LSU AgCenter. Including 15
acres of formal gardens and 150 acres
of forest, the center originally was
owned by the Burden family from the
mid 1800s until the final segment was
donated to LSU in the early 1990s.

The new horticulture research area
joins formal gardens and plant collec-
tions, the Ione Burden Conference Cen-
ter, the Steele Burden Memorial
Orangerie and the All-America rose
display garden, as well as the Rural
Life Museum, which is operated by the
LSU A&M campus.

Dr. Allen Owings, an ornamental
horticulture specialist with the LSU
AgCenter, said the research programs
at Burden are designed to support com-
mercial nursery, landscape and
turfgrass operators in Louisiana. Many
of the research results also are adapt-
able to homes, he said.

Owings said wholesale nursery pro-
duction in Louisiana is concentrated in

What's happened here would not
have happened without support and
encouragement from the Louisiana
Nursery and Landscape Association,”

~said LSU AgCenter Chancellor Dr. Bill -
Richardson. “This is the heginning.

: ‘ . ,.
three areas — the Folsom/Amite/
Covington area, the Forest Hill area
and the Lafayette/Opelousas/New Ibe-
ria area.

Wholesale production of nursery
plants is a $100 million to $120 million
per year industry, Owings said. But
when you add retail sales, landscaping
and other segments of what is known
as the green industry, the contribution
to the Louisiana economy approaches
$2.2 billion a year.

Owings said the top research pri-
orities for the industry are plant
evaluation and weed, disease and in-
sect control followed by irrigation and
fertilizer usage.

“I think it is going to be very good
for the nursery industry,” Bourgeois
said of the new research facility.
“We've needed this type of research for
a long time.”

Bourgeois said he believes the LSU
AgCenter’s research will mirror the
conditions the nurseries face and pro-
vide answers to the problems they have.

Cody Arceneaux, the current
president of the Louisiana Nursery
and Landscape Association, said his

organization contributed funds t, the
research facility with a part of 5 grant
it received from the U.S. Department
of Agriculture.

“The nursery industry apprec;.
ates the AgCenter’s efforts,” said
Arceneaux, of Live Oak Gardens iy
New Iberia. “Our commitment stands
because what [they] do affects us ey.
ery day.

“We look forward to years of great
research and positive gain from this
facility,” he said.

The investment in the research
facility also included funds from the
LSU AgCenter.

“What’s happened here would
not have happened without support
and encouragement from the Loui-
siana Nursery and Landscape As-
sociation,” said LSU AgCenter
Chancellor Dr. Bill Richardson.
“This is the beginning.”

As part of the field day that drew
about 80 visitors, LSU AgCenter re-
searchers presented information on
new crape myrtle varieties and dem-
onstration plots of an array of early-
season bedding plants.

Dr. David Himelrick, head of the
LSU AgCenter’s Department of Hor-
ticulture, said future plans include
research areas for turfgrass and flow-
ers as well as greenhouses.

“We have lots of plans for the fi-
ture,” he said.

The LSU AgCenter is planning
another open house at the facility
for the fall ~-when other plants,wlu
be available for evaluatio®
Owings said. ™
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proudly sponsors Meadowbrook®

Dividend Programs

e Keep insurance costs down
by sharing in group profits

Superior Claims Handling
e Helpful, worry-free claims processing
e Prompt response - saves you time
and money
e Quick turnaround to get your employee
back to work as soon as possible '

Professional & Fnendly Customer Serv1ce’, ; j

e Knowledgeable & expenenced staﬁ
e Online services & mformatlon at

www.wcpohcy.com

Personalized Loss Control Support

* Risk management consultanon available
e Loss Control education & safety hterature o
e Data on most common mium%s for_‘v AT

i

your industry

ErE EADOWBROOK®

=INSURANCE GROUP

)¢

STAR

I'NS URANTCE
C O M P A N Y

Workers’ Compensation policies issued

by Star Insurance Company, a member
of Meadowbrook Insurance Group, Inc.

800.825.9489

www.meadowbrook.com
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LNLA Awards and Scholarships
for 2004

The Louisiana Nursery and Landscape Association presented scholarships for 2004 at the recent
Gulf States Horticultural Expo in Mobile.

This year’s recipients of $1000 Scholarshipsare (left
to right): Robin White (Louisiana Tech University),
Kathryn Karsh (LSU), Catherine Broussard (LSU),
Mickey Kleinhenz (LSU), and Susan Clark (South-
eastern Louisiana University).

Industry awards for 2004 were also presented at the LNLA annual membership meeting.
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The 2004 Nu;seryperson of the Year is S
Adams Nursery, Forest Hill.
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Did you know LSU AgCenter experts
help keep athletic turf green? We do!

.........

\\\\\\

Whether you're interested in maintaining your lawn or watching
the Tigers play on the turf here, LSU AgCenter experts have
knowledge and resources that can help you.

Or, did you know we help people

like you grow plump, juicy tomatoes i the suel LA e errr

. ; experts share their know-how with people just like you.

In d'\elr own baCkyardS? But our work doesn’t stop there. We also have experts
conducting research and educational programs on such topics

We do that — and a whole lot more! 2oty nd business, food snd ek Ko e
and home, community life, the environment, and, of course,
crops and livestock.

We've truly got research and outreach programs that can
to tomatoes thanyt

help you with anything from turfgrass to tomatoes. And we'd love
to share our knowledge and expertise with you.

If you haven't taken advantage of our workshops, publications,
educational programs, newsletters or the range of other services
we offer, contact your parish LSU AgCenter office today.

Or for the latest research-based information on just about
anything, visit our Web site at www Isuagcenter.com or call
225-578-2263 for a free catalog of our publications.

Ao Center

Research & Extension

t2 , improve lives
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Y Nl/JRSERY LLC 4
Container

Grown Trees ¢

Shrubs for the

South

64624 Dummyline Road (800) 899-4716
Amite, Louisiana 70422 (985) 7484716
E-Mail:bracys@i-55.com  Fax (985) 748-9955

www.bracys.com

We're here to service you!
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