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Fall Turf Problems Present a
Sales Opportunity for Targeted
Pests and Programs
Fall can be an important selling opportunity for
lawn care companies for a number of reasons.
First, homeowners who have tried to do it them-
selves have failed and weed and insect pest
activity has increased to unacceptable lev-
els. Second, competitors may have
failed in their service and the cus-
tomer is ready to hire a company
that can get the job done. Or,
third, your sales staff may
have more time to prospect
in the fall than during the
busy spring season.

There are good business reasons to make fall

a selling season as well. Sales in the fall enhance

your year or help you recover from a poor spring

or summer sales season. Fall can also be viewed

as the kick-off time for your coming season sales.

And with the right products a fall sales push can help

you get weed-infested turf in shape for normal main-

tenance under your spring program.
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Fall Lawn Rescue
Drought or other weather-related stress during the season can result
in lawns that are clearly infested with crabgrass or broadleaf weeds
by fall. Or the problem could be a lack of maintenance or poor main-
tenance. Regardless, the business opportunity is there for a rescue
service.

Drive Herbicide offers lawn care companies a number of fall busi-
ness opportunities. It is labeled for cool and warm season grasses
(except St. Augustine) and it controls crabgrass, other grassy weeds
and broadleaf weeds.

Sold only to professional applicators, Drive offers the advantage
of allowing weed control without
residual effects that prevent over-
seeding. With Drive you can
eliminate the customer’s weed
problem and then over-seed im-
mediately. You can also use it to
treat weed problems on young
turf.

Fall provides an excellent application window since weeds are
growing and susceptible to control and the growing conditions are
excellent for seeding (as long as temperatures remain in the range
for seed germination). Label directions show that Drive can be ap-
plied either before or after seeding (see label for specific directions).

As a part of your next season sales strategy, Drive allows you to
sell and take on new accounts in the fall, control the weed problem,
establish new turf and begin your spring program using a Preemer-
gence herbicide. As a fall program, this allows the customer to begin
the new growing season with an established lawn that only requires
normal program maintenance.

For lawn care companies, Drive offers an opportunity to visibly
help customers in the fall when the problems are obvious, increase
revenue and get a head start on new accounts for the coming year.

Fire Ant Control
Fire ant activity often picks up during the fall after the heat of the

summer has passed. Fire ant control is an obvious business oppor-
tunity in the infested region of the United States, but fall presents an
ideal option to gain control and sell new accounts.

The biology of the fire ant mound is an important element in your
control and sales strategy. Research shows that the best control is

often gained in the spring or fall, and that applications done at the
wrong time of the year can result in poor control and may actually
only cause the colony to move the location of the mound.

Cool weather in the early spring or fall, ideally around  70 de-
grees F., means the workers are actively foraging and the queen is
closer to the surface in the mound. In hotter weather the queen will
move deeper within the mound, which can make it more difficult to
control the queen. And controlling the queen is the key to eliminat-
ing the colony because a queen can lay thousands of workers per
day.

A major business decision is how to structure your fire ant con-

trol service. Some companies bundle it into their existing lawn ser-
vice, while others make it a stand-alone service. Others may do both
– make a part of their existing service for clients and sell it to pro-
spective clients as a stand-alone service.

If your decision is to include fire ant control as a part of your lawn
care service, then make sure your prices allow for the work and a
profit.

Another important factor in this decision is that you are selling
and pricing fire ant control as a maintenance service. University stud-
ies show that fire ants can never be truly eliminated from a yard or
property because even if that is accomplished the area may be re-
infested in a matter of months. Fire ant colonies compete with one
another and thereby establish a limit for a given area. If that area
becomes free of colonies, it is only a matter of time until new colo-
nies will move into the open area.

Control options can be customized to fit the customer’s need.
For corporate clients liability concerns usually mean that an on-

going control and prevention program be in place.
For residential clients service can range from a one-time treat-

ment to eliminate the problem for an outdoor wedding or other event
to a planned program approach that offers ongoing prevention. One-
time treatments use a bait product like Amdro Pro first then wait 24
hours and apply an insecticide drench application  to reduce the

population to where it is not a threat.
Treatments with Amdro Pro Fire Ant Bait two or three times per year
may be adequate to prevent fire ant colonies from establishing. A
number of products are labeled for multiple applications per year to
control fire ants, but one application in the spring and one in fall is
standard. For applications that target prevention it is recommend
that the entire yard be serviced even if only one mound is visible.
Again, control of fire ants is difficult, so work to reduce activity.

Educating the customer about the insect biology, the need for
control and your service options and benefits is a critical step in
your sales program. Some companies produce door hangers or other

literature based on their service
philosophies and programs, then
contact customers to schedule
sales calls if they are interested.

Because there are numer-
ous products labeled for fire ant
control, including consumer

products, consumers might be misinformed about a professional
control program. Most fire ant products are granular formulations
that look like they are easy to apply with a hand-held or broadcast
spreader. Due to timing or other problems, consumers might not

gain the control they want, and by the fall fire ant mounds in their
yard show they need professional help.

Many professional lawn care companies recognize the value of a
two-step program for fire ants. Step one is to do a broadcast bait
treatment around the area of the mound. The goal is to get the bait
into the mound and kill the queen. Step two is to use a contact insec-
ticide to eliminate foraging workers.

A two-step program can be accomplished by applying Amdro
granular bait around the mound and the entire yard and giving the
colony 40 to 72 hours to work. Slower-acting baits are effective be-
cause they can be distributed throughout the mound before any ef-
fect is noticed by the colony.

The second step is to apply a contact insecticide, such as Bifenthrin
Pro, to eliminate foraging workers. Bifenthrin Granular can also be
used to control workers.
An advantage of this program is that the input cost is limited. In
comparison, retail fire ant products may cost $20 to treat 5,000 square
feet, while Amdro granular costs $3 or less for the same area. Amdro
also offers cost benefits in comparison to other professional prod-
ucts. This means that your service provides excellent control and
can be highly profitable as a fall sales program or year-round.
The options for successful fall sales programs are yours.

Fall provides an excellent application window since
weeds are growing and susceptible to control and
the growing conditions are excellent for seeding.
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