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HOW TO 
TAKEOUT 
SURFACE 
FEEDERS 
AND GRUBS 
IN ONE 
SWELL FOOP. 
To take out surface feeders like sod 
webworm larvae, chinch bugs, bill-
bugs, and flea beetles, just follow 
these simple steps. 

Step one, get some ®OFTANOL 
2 Insecticide. It's the liquid for-
mulation of OFTANOL. If you think 
OFTANOL is too expensive to use on 
surface feeders, check out step two. 

Step two, mix it at the economi-
cal rate and spray where the bugs 
are. It'll work. 

The same product, OFTANOL 2, 
does a bang up job on grubs. Mix it 
at the recommended rate and spray 
it on. Use OFTANOL anytime, as a 
preventive in the spring or as a cura-
tive, whenever grubs are a problem. 

Surface feeders and grubs, two 
serious problems with one serious 
solution. OFTANOL 2. 

OFTANOL is also available in a 
granular formulation. Always read 
the label before use. 

OFTANOL 2. 
WHEN YOU'RE SERIOUS 
ABOUT SURFACE 
FEEDERS AND GRUBS. 

Mobay Chemical Corporation 
Specialty Products Group 
Box 4913, Kansas City, Mo. 64120 

OFTANOL Ls a Re*. TM of the Parent Company of 
Farbenfabriken Bayer GbmH. l>everkusen. 
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Another Breakthrough 
From Agri-Plex Technology 

Introducing Agri-Plex Fe (8%), the most highly concentrated 
chelated iron product available in liquid form. 

N o w you can correct iron deficiency—restore the 
deep green to lawns, shrubs and trees —wi thou t 
adding nitrogen. Fe (8%) also supplies phosphorous 
and potash. What 's more, it's total ly nitrogen free. 

The secret is in our patented* iron phosphate-
citrate chelate. Being ful ly chelated means the iron 
stays soluble even in water at pH as high as 9.5. And 
unlike other iron products, Fe (8%) won ' t settle in 
your tank and cause staining. 

In addit ion, you can add Fe (8%) to any nitrogen 
formula—giving you the flexibility to formulate the 
best fert i l i ty program for your customers. 

Best of all, it's so cost effective that Fe (8%) can 
add more green to your bo t tom line. 

Contact Your Agri-Plex Distributor 
or R.G.B. Laboratories Today for More 
Information. 

Available as a liquid concentrate for easy storage 
and handling. Non-caustic and safe to handle 
w i t h normal care. 
Excellent water solubility and extremely low 
phytotoxici ty make it ideal for spray application 
dur ing the heat of day. 
Well suited for use w i t h insecticides, herbicides 
and fungicides. Prevents the alkaline destruc-
t ion of the pesticides by buffer ing the tank mix 
at pH 7.0. 
The Nutr ient composition of Fe (8%) enhances 
the resistance to disease. 

^ L A B O R A T O R I E S , INC. 
Food and Chemical Research/Development 
Kansas City, MO 64108-1580 

U.S. Patent Nos: 4,214,996 & 4,351,735 (816) 474-3342 
Write 1 5 on reader service card 
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Michael Kraft is in a quan-
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3579 to A L A , 4012 Bridge 
A v e n u e , C l e v e l a n d , O h i o 
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Service calls 
running you into 

the ground? 
It could be your herbicide. 

Lazy products may not control all the 
weeds they should. They may miss wild 
violet, for example, or spurge, oxalis, 
ground i v y . . . or something else your cus-
tomers may have. And there's no surer in-
vitation to a profit-robbing service call. 

Weed out lazy herbicides, and start 
using TURFLON* D, the herbicide that 
delivers really broad spectrum control of 
broadleaf weeds to keep your customers 
happy and maintain profits. It gets hard-to-
kill weeds, and the easier dandelions, plan-
tains and clovers as well. . . over 50 different 
annuals and perennials in all. And it doesn't 
injure established cool-season turf such as 
tall fescue, bluegrass and perennial rye. 

TURFLON D herbicide has been 
thoroughly researched and proven in years 
of university testing and under Experimen-

TURFLON* 
Cuts costly callbacks. 

tal Use Permits. And it's continuing its out-
standing performance this season in day-
to-day use on LCO route trucks across the 
country. A combination of triclopyr and 2, 
4-D, TURFLON D is a low-volatile ester that 
is highly efficacious without causing off-
target problems when professionally applied. 

In addition to its broad spectrum con-
trol, TURFLON D has proven to be ex-
tremely cost-effective. Lawn care operators 
who have used it find that it does in one 
or two treatments what other products fail 
to achieve in three applications a year. And 
its overall performance can mean a signif-
icant reduction in service callbacks... plus a 
marked improvement in customer retention. 

TURFLON D herbicide. It could be just 
what you need, if service calls are running 
you into the ground. Talk to your distribu-
tor today. 

'Trademark of The Dow Chemical Company 

Write 21 on reader service card 



VIEWS ACROSS THE LAWN CARE INDUSTRY 

IS GROUNDWATER CONTAMINATION A REAL THREAT? 

f \ 

"I don't know if it's a threat. I have not 
heard any research that tells me that it 
is. I am not familiar with research that 
has convinced me that it's a problem. 1 
have heard a lot of panicked people. 
But I haven't seen anybody come up 
with concrete evidence which tells me 
that it is a problem. So I would have to 
say at this point in time, I don't see that 
it is a problem." —Tim Combs, Presi-
dent, Combs Landscaping, Westlake, 
Ohio. 

"I don't think there's any evidence, 
any reason, or any data which indicates 
that lawn chemicals are contributing to 
groundwater problems. Data tells us 
that virtually all of the chemicals used 
by the lawn care industry are bound 
tightly in the upper soil profile. They 
are degraded right there. They don't 
move much below that level. " — Gary 
Chamberlain, Regional Agronomist, 
ChemLawn Corporation, Mansfield, 
Ohio. 

"My opinion, from the information I 
have received, is that it's not a problem 
at all. Most, if not all, of the material 
we are using and the way we are using 
them do not go much more than 6, 7, 
or 8 inches into the ground. The pesti-
cides are short-lived and become biode-
gradable. The fertilizers, for the most 
part, are used by the plants and the 
runoff factor is negligible." —Don 
Burton, President, Lawn Medic, Inc., 
Bergen, New York. 

CALENDAR 

Sept. 3-5 
Midwest Agricultural Chemicals Associa-
tion ( M A C A ) 27th Annual Meeting, Amer-
icana, Lake Geneva , Wisconsin. Contact: 
712/277-7380. 

Sept. 3-5 
Rocky Mountain Plant Food Association 
Fall Meeting, Estes Park, Colorado. Con-
tact: 303/753-9067. 

Sept. 5-6 
Alabama Tur fg rass Conference , Auburn 
C o n f e r e n c e C e n t e r , A u b u r n , Alabama. 
C o n t a c t : D r . C o l e m a n Y. W a r d , 
205/826-4985. 

Sept. 11 
1985 Oklahoma Turf Research Field Day, 
Oklahoma Turfgrass Research Center , Stil-
lwater, Oklahoma. Contact: Turf Extension 
Specia l is t , O k l a h o m a S ta te Univers i ty , 
Depar tment of Horticulture and Landscape 
Architecture, 360 Ag Hall, Stillwater, Ok-
lahoma 74078. 

August 26 
1985 Turf Research Benefit Golf Tourna-

ment , Oak Tree Country Club golf course, 
Edmond , Oklahoma. Contact: Turf Exten-
sion Specialist, Oklahoma State University, 
Depar tment of Horticulture and Landscape 
Architecture, 360 Ag Hall, Stillwater, Ok-
lahoma 74078. 

Sept. 10 
Cornel l University Turfgrass Field Day, 
Turfgrass Research Station, Ithaca, New 
York. Contact: Dr. Norman Hummel , Cor-
nell University, 20 Plant Science Building, 
Ithaca, New York 14853; 607/256-3134. 

Sept. 11 
1985 Oklahoma Turf Research Field Day, 
Oklahoma Turfgrass Research Center , Stil-
lwater, Oklahoma. Contact: Turf Extension 
Specia l is t , O k l a h o m a Sta te Univers i ty , 
Depar tment of Horticulture and Landscape 
Architecture, 360 Ag Hall, Stillwater, Ok-
lahoma 74078. 

Sept. 29-Oct. 2 
1985 Florida Turfgrass Association Annual 
Conference and Show, Curt is Hixon Con-
vention Center and Hyatt Regency, Tampa, 
Florida. Contact: Bill Nass, Florida Turfg-

ra s s A s s o c i a t i o n , 302 S o u t h G r a h a m 
A v e n u e , O r l a n d o , Flor ida 32803-6332; 
305/898-6721. 

Nov. 3-7 
15th Educational Conference of the Nation-
al Institute on Park and Grounds Manage-
ment , Holiday Inn World 's Fair and Con-
v e n t i o n C e n t e r , Knoxvil le , Tennessee . 
Contact: National Institute, Box 1936, Ap-
pleton, Wisconsin 54913; 414/733-2301. 

Nov. 13-15 
1985 Oklahoma Turfgrass Conference and 
T r a d e Show, Lincoln Plaza, Ok lahoma 
City, Oklahoma. Contact: Turf Extension 
Special is t , O k l a h o m a S ta te Univers i ty , 
Depar tment of Horticulture and Landscape 
Architecture, 360 Ag Hall, Stillwater, Ok-
lahoma 74078. 

Jan. 28-29 
1986 Horticulture Industries Show, Tulsa 
Convent ion Center , Tulsa, Oklahoma. Con-
tact: Turf Extension Specialist, Oklahoma 
State University, Depar tment of Horticul-
ture and Landscape Architecture, 360 Ag 
Hall, Stillwater, Oklahoma 74078 
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For 
Disease Control 

D O U B L E 
D U T Y 

DUO 
For 

Insect Control 

on turf9 
trees and shrubs 

Duosan is Mallinckrodts double 
action broad spectrum fungicide. It goes to work 
instantly as a contact fungicide, then remains 
active as a systemic fungicide. 

Duosan effectively controls 8 turf diseases — 
including Leaf Spot, Red Thread, Dollar Spot 
and Brown Patch — and it's now also approved 
for control of 9 tree and shrub problems 
including Apple Scab, Anthracnose, Rust, 
Powdery and Downy Mildews, and others. 

With just one fungicide — DGOSAN — you can 
control 17 disease problems on turf, trees, and 
shrubs! 

Dymet is Mallinckrodts double-
action insecticide. It delivers a quick kill upon 
contact, then provides long-lasting residual 
control. 

Dymet is effective against surface insects such as 
Cutworms, Chinchbugs, and Sod Webworms, 
and can also be mixed for use on sub-surface 
pests. In addition, it controls a wide variety of 
insects on trees, shrubs, and ornamentals. 

With just one insecticide — DYMET — you can 
control 25 insects on turf, trees, and shrubs! 

Mallinckrodt 
K 

P.O. Box 5439 
St. Louis, MO 63147 
(800)325-7155 

For more information on Duosan, or Dymet, or both, 
call Mallinckrodt toll-free. Or, contact your 
Mallinckrodt distributor. You might eliminate a long 
list of problems all at one time! 

Write 18 on reader service card 



INSIDE STORY 

This month we take another 
look at the mowing mainte-
nance industry. For our cover 
story, "Cu t t ing Compari-

sons," we interviewed a dozen mowing 
maintenance operators to find out what 
they like and dislike about the mowers 
they are currently using. We got some 
pretty definitive answers which make 
positive and negative statements about 
certain mower lines. 

The businessmen we contacted had 
expressed an interest in being inter-
viewed when asked on a recent 
mowing maintenance mail survey. The 
results of the survey also accompany 
the cover story. Just to keep you sharp, 
we have also tossed in a feature on 
mowing and mower tips from the 
people at John Deere. 

Assistant Editor Vivian Fotos gives 
us the low-down on telemarketing in 
her article, "How To Ring Up Sales." 
Telemarketing is a somewhat contro-
versial advertising medium since many 
of us resent being contacted by an ad-
vertiser over the phone at home. Nuis-

ance or not, telemarketing can be an ef-
fective tool for making your company's 
presence known. 

On the lighter side, we have an article 
by Editorial Intern Lisa Furiga about a 

Chicago artist who creates mobile, 
living sculptures by glueing grass seeds 
to clothes and cars. It may sound like a 
joke, and artist Bill Harding certainly 
accepts laughter as an honest reaction 
to his creations, but he is dead serious 
about the status of his turf objects as 
art. Come to think of it, a grass-covered 
suit jacket might make a great market-
ing tool for your sales people! 

As usual, we have an informative se-
lection of technical features this 
month: "Fine and Tall," by John 
D u n n , Un ive r s i t y of Missouri-
Columbia ; "Patchy Problem," by 
Austin Hagan, Auburn University; and 
"Toxicity and You," by Patricia 
Vittum, University of Massachusetts. 
Read on! 

* We could 
sell more 

if they 
didn't 

Available in 
5 Gal. (20 K) 

Gal. (15 K) 
2V? Gal. (10 K) 

BIRCHIDEIER 
Back Pack Sprayers are 
renowned for their long life. 
But that's just one of our 
features. Look at some others: 
• Quality - precision 

components of the best 
materials. 

• Accessible - pump assembly 
is external to minimize contact 
with corrosive liquid. 

• Simple - no tools necessary 
to disassemble for cleaning 
or repair. 

• Comfortable - lightweight 
construction designed for the 
comfort of the user. 

Technical data FLOX 
Tb gal 

IRIS 
3'4 gal 

SENIOR 
5 gal 

Weight « 
Tank Capacity 
Max Working Pressure 

11 
2 6 gals 
84 PSI 

11.4 
3 9 gals 
84 PSI 

12 1 
5 2 gals 
84 PSI 

TREBOR CORPORATION 
4045-A Jonesboro Road 
404/366-0957 

Forest Park, GA 30050 
Telex 759-353 
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Grounds Care/Maintenance for 
ONE of the following: 
• Golf Course 
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C Government Grounds, Parks, 

Military Facilities 
• Housing Development or 

Industrial Park 
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NEWS IN BRIEF 

The StauJfer/PLCAA publicity kit contains articles promoting the industry from a variety of angles. 

S T A U F F E R / P L C A A P R O M O 
G E T S P O S I T I V E R E S U L T S 

Stauffer Chemical Company 's publicity 
program designed to promote profes-
sional lawn care is currently in full 
swing and getting positive results for 
the industry in many parts of the coun-
try. The publicity effort , which is de-
signed to educate the public on services 
offered by the lawn care industry, is 
being funded by Stauffer and co-
sponsored by the Professional Lawn 
C a r e A s s o c i a t i o n of A m e r i c a 
(PLCAA). The program was an-
nounced to PLCAA members at last 
November ' s annual convention in 
Tampa. 

Since the program was launched ear-
lier this year, hundreds of articles 
promoting professional lawn care have 
been published in newspapers across 
the country. The PLCAA is favorably 
positioned in each of the published 
articles. 

"Stauffer has also received several 
hundred phone calls and letters from 
lawn care operators regarding the pro-
g ram," says Greg Bushman, Marketing 
Manager for the company's Specialty 
Products group. "Response to the cam-
paign has been very positive." The 
main tool in the publicity campaign is 
an attractive press kit titled, "The Case 
For Professional Lawn Care ." The kit 
con ta ins seven d i f fe ren t ar t icles 
promoting the industry from a variety 
of angles. 

Copies of the kit were distributed to 
Association members during the con-
vention, and instructions were provid-
ed to lawn care operators on how to use 
the kit for local publicity. The seven 
articles deal with such topics as weed 
and insect problems, benefits of a well-
kept lawn, dangers of unlicensed lawn 
care companies, and fall lawn care. 
Prominent turf experts, the PLCAA, 
and lawn care operators are quoted as 
sources. 

Stauffer is submitting the articles at 
various intervals throughout 1985 to 
over 1,100 daily and weekly newspa-
pers, syndicated home and garden 
columnists, and university extension 
information offices in states where 
PLCAA members operate. There are 
still some press kits available and you 
can get a copy from Frank Lukasik, Ag-
ricultural Chemical Division, Stauffer 
Chemical Company, Westport, Con-
necticut, 203/222-3254. 

C H E M L A W N T O P O S T 
S I G N S I N M A R Y L A N D 

An appeasement, token gesture, or a 
brilliant marketing strategy? Chem-
Lawn Corporation, based in Columbus, 
Ohio, recently began a voluntary post-
ing program by placing yellow warning 
flags on customers ' property in Mont-
gomery County, Maryland. 

Montgomery City Council ordered 

the posting of flags on public lands, 
such as schools and parks, three 
months ago. In the face of possible fur-
ther actions regulating commercial 
firms, ChemLawn submitted a proposal 
for sign posting, and guidelines for the 
disclosure of chemical ingredients and 
notification of neighbors before applica-
tion, according to a recent report in the 
Cleveland Plain Dealer. 

Jack Van Fossen, ChemLawn ' s 
Chief Executive Officer, says the 
c o u n t y , with 20,000 C h e m L a w n 
clients, is a testing ground for the flags 
which read "Lawn care application. 
Keep off until dry." The company, he 
says, is waiting to see how its customers 
and the community receive it. Van 
Fossen told ALA the flags may become 
"a universal symbol that a lawn applica-
tion has been made. They are not diffi-
cult to install or to take down." 

He says the reaction from the press 
has been very positive. Ester Gelman, 
the Councilwoman who proposed sign 
posting on public land and a ChemLawn 
customer for nearly 10 years, com-
mended the company for its actions. "I 
have never seen a finer example of a 
private industry pitching in on a public 
issue," she says. 

Environmentalists concede that they 
support the company's initiative, but 
feel it is a token effort that doesn ' t go 

,Í! 
k 
* 

IP IP 
CKMUWN 

CORPORATION 

far enough. "This posting program, 
basically, is a way to avoid dealing with 
the issue in the long run , " says Eric 
Janson, Director of the Washington-
based Institute Against the Misuse of 
Pesticides. 

Some may accuse ChemLawn of al-
lowing environmentalists to get their 
foot inside the door, but Van Fossen re-
sponds, "anybody who has followed 
this thing (the lawn chemical contro-
versy) is kidding themselves if they 
think these people (environmentalists) 
don ' t already have their foot in the 
door . " 

Joseph W. Stout, III, President of 
Complete Lawn Service, Inc., Arling-
ton, Virginia, says "I think it's inevita-

ALA/AUGUST 1985 1 3 



ble, everybody will have to do it 
anyway." Stout plans to start posting 
next year, and hopes that this will keep 
the "do-gooders" who want strict regu-
lations at bay. 

Roy G o o d , President of Hav-
A-Lawn, Frederick, Maryland, looks at 
the controversy as a marketing oppor-
tunity rather that a hindrance. Good, 
who has service accounts in Montgo-
mery, feels that ChemLawn handled 
the situation correctly. "They took the 
ball and ran with i t ," he says. 

Good has signs on order, and will 
post them as soon as they come in. 
There will be neighborhoods with his 
signs " u p and down the s t reet ," he ex-
plains. He feels the signs are saying, 
"Hey, we are confident, so a flag is no 
big deal ." If you are that upset about 
putting your name on the work you do, 
he adds, then maybe you shouldn' t be 
in the business. 

Good says, "I think in the long run 
the sensitivity about our products will 
make us sharper business people, and 
help to clean up the fly-by-nighters." 

Van Fossen disagrees with accusa-
tions in the press which infer that 
ChemLawn ' s support of the 3PF law-
suit in Wauconda, Illinois, conflicts 
with the company's posting program in 
Maryland. He says in Wauconda the in-

dustry is contesting the right of local 
legislatures to pass pesticide regula-
tions. Van Fossen argues that the sign 
posting program diminishes or elimi-
nates the need for local legislation The 
company's postion, he says, states that 
any legislation should be enacted on a 
state-wide basis. " W e are not bothered 
that they want legislation and regula-
tion, but it needs to be done on a uni-
form basis." — Lisa Furiga 

R E G U L A T O R Y A C T I O N S 
A C R O S S T H E B O A R D 

Despite the fact lawn care companies 
comprise approximately 33 percent of 
the Ohio Department of Agriculture's 
licensees and generate only 11 percent 

of all complaints filed with the ODA, 
according to a report in The Cincinnati 
Enquirer, the regulation momen tum 

continues to grow. 
On the national front, the House Ag-

riculture Commit tee granted a one 
year extension to the Federal Insecti-
cide, Fungicide, and Rodenticide Act 
(FIFRA), according to a report in the 
Pesticide Public Policy Foundation 's 
(3PF) newsletter. The extension, grant-
ed to meet budget deadlines, authorizes 
funding of nearly $69 million for Envi-
ronmental Protection Agency opera-
tions. Reps. Roberts (R-Kansas), rank-
ing minority member , and Bedell 
(D-Iowa), Subcommittee Chairman of 
the House Agriculture Commit tee ' s 
subcommit tee on Department Opera-
tions, Research, and Foreign Agricul-
ture, recently introduced HR 2482, the 
E P A ' s proposed a m e n d m e n t s to 
FIFRA. The bill deals with consistency, 
quick responses and credibility in pesti-

cide registration, and special review 
and tolerance setting systems. 

(continued on page 16) 

MILORGANITE PROFESSIONAL! 
CONTAINS 40% MILORGANITE 

2 0 - 3 - 6 + Iron Sltorga^i 

• SAFE FOR YOU AND YOUR CUSTOMER« 

APPLY ING CHEMICALS AROUND YOUR CUSTOMERS HOME AND 

FAMILY CAN CAUSE THEM CONCERN. T E L L THEM YOU USE 

SUMMER SAFE/ ORGANIC NITROGEN MILORGANITE PROFESSIONAL 

TO G I V E THEM S ECUR I T Y AND CONFIDENCE KNOWING IT W I L L 

NOT HARM YOU/ YOUR CUSTOMER OR THE LAWN. * * 

PEACE OF MIND/ EASY APPL I CAT ION/ NO OB J ECT I 0NAL ODOR 

AND THE NEW CONCENTRATED FORMULA MAKE MILORGANITE 

PROFESSIONAL THE PERFECT WAY FOR YOU TO H A V E . . . 

> HAPPY CUSTOMERS !< 

XieY 
414-677-2273 

TURF CARE PRODUCTS 
1891 Spring Valley R d 

Jackson. Wl 53037 

'M ILORGANITE is a registered trademark of Milwaukee 
Metropolitan Sewage District 

• • When used as directed 

Write 44 on reader service card 
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Custom-made 
tank trucks built 
to your 
specifications« 

^ Graham Lawn Care 
Equipment, Inc. 

8878 Bright Star Road 
Douglasville, GA30135 

(404) 942-7026 
Write 43 on reader service card 



Introducing two outstanding 
additions to the Tuflex Family— 
the 1200C Fiberglass Tank and 
the 0I00CL Torpedo Tank. Both 
add up to solve your toughest 
pest control and lawn care needs. 

Start off with the big 1200C 
Fiberglass Tank. It holds a 
whopping 1130 gallons. And its 
attractive cylindrical shape 
makes for easy mounting on your 
flatbed truck, or conveniently 
mount it directly to your truck 
frame by using the mounting 
legs. Plus, the 1200C can be 

compartmented. It features two 
sets of stainless steel hatch hard-
ware, two double seal internal 
hatches, outlet fitting, and two 
calibrated gallonage indicators. 

For the finishing touch Tuflex 
shines with the 0100CL Torpedo 
Tank. Add it to your existing main 
tank. Or, add it to your tough 
1200C for an unbeatable uniform 
combination.The 0100CL (105gal.) 
is easy to install and features two 
12" fillwells with covers, outlet 
fitting, ball check vent and cali-
brated gallonage indicator. 

Best of all, Tuflex is the only 
manufacturer to specialize in 
handcrafted, seamless fiberglass 
spray tanks—built specifically for 
your industry; so you know you're 
getting the best. 

All Tuflex tanks are covered by 
the Tuflex five year warranty. Our 
personalized service includes 
professional assistance in 
determination of your specific 
tank needs. 

Add all this up and you get 
approximately 1300 gallons of 
dependable, hard working tanks. 

SIMPLE MATH. 

12+1=1300? 
IT ADDS UP WITH TUFLEX. 

SHOWN HERE: 
MODEL 1200C 

( 156"L x 48"W x 52"H) 
MODEL 01OOCL 

(72"Lx 21"Wx 21 !4"H) 

Write 27 on reader service card 

MANUFACTURING CO. 
1406S.W8TH STREET 

POMPANO BEACH, FL 33060 

For more information on our complete line of seamless fiberglass tanks, 
call toll-free 1-800-327-9005, in Florida call collect (305) 785-6402. 
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On the state level, the newsletter of 
the International Pesticide Applicators 
Association, reports that Maine law-
makers have just passed a statute 
imposing a mandatory deposit fee on 
all of its non-reusable, restricted-use 
chemical containers, whether plastic or 
metal. Required deposits are $5.00 for 
30 gallon containers and $10.00 for 30 
to 50 gallon containers. Dealers may 
charge as high a fee as they want on 
larger, refillable mini-bulk containers. 
Only original purchasers of containers 
can return them to avoid fund raising 
by groups. Applicators must triple rinse 
containers and sign an affidavit stating 
that the container was properly dis-
posed of. It is believed California will 
follow with similar legislation. 

In Oregon, a bill to mandate a 
deposit-return system on pesticide con-
tainers and a bill which requires pesti-
cide labels to list potential harmful ef-
fects for humans and or the environ-
ment when the label has been violated 
have been introduced. 

A measure mandating posting for the 
use of "potentially hazardous" lawn or 
open space herbicides has been intro-
duced in Illinois. Homeowners , com-
mercial applicators, golf course superin-
tendents, and others are involved. 

In Connecticut , a bill requiring lawn 
and tree care operators to post signs on 
pesticide application areas at least four 
hours before treatment and for 48 
hours after treatment has been intro-
duced. At the same time, a bill to set up 
a fund to relieve farmers f rom liability 
for chemically-induced damages was 
also introduced. Commercial applica-
tors would be assessed $500 for the 
fund and other pesticide/fertilizer inter-
es ts would be assessed va r ious 
amounts . 

A proposed bill in Rhode Island 
would increase pesticide operator 
license fees f rom $5 to $100. The 
excess money would then go into a 
trust fund for pesticide victims. Of the 
fund, 75 percent would be used for 
compensation and 25 percent would be 
used for IMP research and project 
efforts. 

On the local front , prospects for a 
reintroduction of a proposal to regulate 
lawn care companies in Lyndhurst , 
Ohio; where such a proposal was intro-
duced, passed, and vetoed last year; 

look dim, according to a report in the 
Sun Messenger. Mayor Leonard Creary 
vetoed the ordinance because he feels 
such legislation should come from the 
state or federal level and not f rom indi-
vidual city governments . 

One of the strongest local propo-
nents, City Councilman Martin Puin, 
still feels that such legislation should be 
passed, but concedes such a proposal 
would probably be defeated or vetoed. 
" W e went through nine months of 
hard work, deliberation, and writing an 
ordinance f rom the ground up , " says 
Puin. " T o take that up again is very 
hard, very disheartening just to have it 
shot down again." 

Although lawn care operators can 
breathe a sigh of relief in Lyndhurst , 
operators in Richmond Heights, a 
neighboring community , may soon en-
counter regulation pressures. Rich-
mond Heights City Council is consider-
ing chemical lawn care regulations 
which would require companies to 
notify residents when chemical spraying 
occurs, according to the Sun Messenger. 

The proposed ordinance would differ 
f rom the Lakewood ordinance in that 

t h e p e n a l t y fo r company non-
compliance would be reduced f rom a 
misdemeanor to a civil offense. A mis-
demeanor is punishable with a jail sen-
tence. The sentence could prevent the 
continuation of business and result in a 
lawsuit, according to Council President 
William Zaffiro, because state law pre-
empts local law and allows lawn care 
businesses to operate. A civil penalty is 
punishable only by a fine. 

In New Jersey, Bill Kolbe, Western 
Termite and Pest Control, and Ray 
Buckwal ter , C h e m L a w n , recent ly 
spoke at the second public hearing 
regarding the proposed pesticide ordi-
nance in Cedar Grove Township. The 
ordinance, which was passed and must 
now be approved by the Department of 
Environmental Protection (DEP) , re-
quires landlords to give a 48-hour pre-
notification before pesticides are ap-
plied outside of any apartment unit. 
Notification must be in writing to the 
Township Health Officer and to each 
unit within the apartment complex. 

According to the Alliance Newsletter, 
f rom The Alliance for Environmental 
Concerns, Kolbe stated that the ordi-
nance amounts to a restraint of trade 
because individual tenants could apply 
pest ic ides wi thout prenotif icat ion. 
Buckwalter added that the ordinance 

places a burden on the business 
community. 

The first pesticide "Disposal Day" in 
New Jersey was a success. The DEP ' s 
Bureau of Pesticide Control coordinat-
ed the disposal day for collecting 
homeowner , farmer, and small quanity 
generator pesticide containers. There 
were 114 participants who surrendered 
161 gallons and 1,340 pounds of pesti-
cides including some chlordane and 
D D T products. 

Finally, in Wauconda, Illinois, the 
expected decision on June 21 to deter-
mine if state and federal law can be 
preempted by local pesticide ordinances 
has been delayed due to the ill health of 
the federal judge hearing the case. 
There may be up to a 120-day delay. 

E P A I N I T I A T E S 
N A T I O N A L S T U D Y 

While funding for the Environmental 
Protection Agency's national survey of 
pesticides in groundwater remains un-
certain for 1986, the costs are projected 
to reach $5 million to $6 million. The 
survey sampling is scheduled to begin 
in April 1986, by which time health ad-
visory levels will be in place, an EPA 
official reported recently in Pesticide 
and Toxic Chemical News. 

Most of the work will be done by con-
tractors who will sample private and 
public drinking water wells for approxi-
mately 48 pesticides and transformation 
chemicals, the agency reports. An EPA 
overview of the survey listed three 
goals it plans to attain: "Characterize 
the occurence of selected pesticides in 
groundwater; determine the relation-
ship between uses of pesticides, pesti-
cide characteristics, and field conditions 
to ground and drinking water contami-
nation; and estimate human exposure 
to these chemicals by drinking water 
contamination by normal use." 

Approximately 1,500 wells will be 
sampled in all counties. All samples 
will be analyzed for all pesticides. A 
final report will be filed in the spring of 
1988. Sampling and analyses will end in 
the fall of 1987. The overview said 
"levels exceeding health guidance (will 
be) reported immediately to state lead 
agencies." 

In addition, the EPA has launched a 
review of most lawn chemicals after dis-
covering thr» tests for adverse health 
effects had no been done. The review 
could lead to ti. banning of certain 
chemicals or the restricted use of 
others, according to a report in The 
Star-Ledger. 

Most of the chemicals used by lawn 
care operators including Dicamba, 

(continued on page 18) 
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More to choose from. 
a choice you can depend 

TB-60 Aer i f ier 

A full line of turf maintenance equipment for residential and 
commercial properties, athletic fields and golf courses. 

Walk-behind Aerifiers: 
The JR-4 was designed especially for the 
lawn care professional. Self-propelled, fast 
and maneuverable. Just 341/2 inches wide, 
it cultivates a 23 inch swath, to aerify 
26,000 sq. ft. an hour, at an easy 3 mph. 
walk. Holds 40 tines. 

The EA-3 is for smaller lawns. Very durable 
and easy to operate, it is virtually mainte-
nance free. Holds 16 tines. 

Verti-Cut De-Thatcher: 
The VCD-14 is a proven performer for 
maintaining a healthy, thatch-free lawn. 
Also used for renovating or seed bed 
preparation. 

Tractor-drawn Aerifiers: 
The TM-140 cultivates a full 6 ft. swath, for 
the most economical aerification of large 
turf areas. Attaches to the 3-point hitch of 
your category " 3 " tractor or, add a conver-
sion kit and it's a tow-type. Kit includes 
transport wheels, draw bar and hydraulic 
lift jack. Fourteen discs, hold 140 tines or 
blades. 

W * The TM-60, cultivates a 32 inch 
swath for fast aerification of smaller turf 
areas. Attaches to the 3-point hitch of your 
category " 0 " or " 1 " tractor. Six discs, 
hold 60 tines or blades. 

The TB-60, a tow-type unit to culti-
vate a 32 inch swath. Can be used with any 
small tractor equipped with hydraulics to 
lift 500 lbs. Turf protecting transport tires 
and six discs to hold 60 tines or blades. 

1625 N. Garvin St. 
Evansville, IN 47711-4596 
Telex: 27-8429 

Turf Maintenance Vehicle: 

0 TMV Rider: A completely self-
contained riding aerifier with hydrostatic 
drive, 8 hp. Kohler Magnum engine, finger 
tip controls, turf protecting Terra tires and 
comfort contoured seat. Electric acuator 
for lifting and lowering the aerifier unit. 
Only 341/2 inches wide, it cultivates a 30 
inch swath to aerify over an acre an hour! 
Holds 40 tines. 

For more information 
or to arrange for a 

free demonstration 
Call 1-800/457-HAHN 

In Indiana, call 
1-812/428-2027 (collect) 

GSA Contract No. GS-07F-12401 

Write 1 5 on reader service card 
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MCPP, 2,4-D, Dursban, Diazinon, 
Benomyl, Zineb, Thiran, Balan, Dacth-
al, and Tupersan were approved for use 
in the late 1940s and 1950s before stric-
ter testing was required for long-term, 
adverse health effects. These common-
ly used products have not been tested 
to determine if the products cause 
cancer, reproductive damage, or birth 
defects. 

For example, the EPA has required 
that the herbicide 2,4-D undergo a new 
study for reproductive effects in rats 
and a two year study in which the 
chemical is fed to other animals. For 
Zineb, a fungicide, the agency has 
requested studies to be conducted to 
determine the chemical 's effect with re-
lat ion to dietary exposure, birth 
defects, metabolism, skin exposure, 
and other factors. 

A special review was announced for 
alachlor, the largest herbicide by 
volume used in the U.S. Alachlor is 
p roduced by Monsanto Company 
under the trade name Lasso. It has 
been found to cause tumors in labora-
tory animals. The EPA says about 90 
million pounds are used annually, 
mostly to control weeds in fields of 

com, soybeans, and peanuts. 
Pending the outcome of the EPA 

study, handling of TPTH is being re-
stricted. TPTH, which has been linked 
to birth defects in laboratory animals, 
is produced by M&T Chemicals Inc. 

Captafol, which will also be reviewed 
by the agency, is reported to cause 
tumors in laboratory animals and to be 
toxic to fish. It is produced by Chevron 
Chemical Company. 

Rohm & Haas Company voluntarily 
suspended the sale and distribution of 
its product, Dinocap, pending the out-
come of the agency's test. Dinocap is 
sold under the trade name Karathane. 

B I L L B U G D E V E L O P M E N T 
A H E A D O F L A S T Y E A R 

It was reported the bluegrass billbug's 
development is ahead of last year 's de-
velopment by several weeks, Dr. Rich-
ard Miller, Ohio State University Ex-
tension Entomologist reported recently 
in Bug Dope. The bluegrass billbug is in 
grass crowns, Miller says. Some have 
already changed to the pupa stage, and 
adults have been found walking around 
on sidewalks and other hard surfaces. 

Miller does not advise controlling 

Dr. Richard Miller 

the insect with insecticides at the pre-
sent time because, when in the pupa 
stage, it is not affected by insecticides. 

In order to find the insect, look on 
the underside of a flap of sod. If you see 

(continued on page 20) 
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INJECTION GUN 
SYSTEM 

.. ngmmwM • • i 

TARGET HERBICIDES WHILE 
BLANKETING FERTILIZER 

YOU CAN'T AFFORD TO 
SPRAY WITHOUT IT! 

CALL TOM JESSEN 
AT PERMA-GREEN SUPREME 

1-800-346-2001 OR 219-663-8417 

Write 52 on reader service card 



SALSCO 
HELPING YOU FIND THE RIGHT COREAERATOR 

TO CHOOSE THE RIGHT MACHINE, FILL IN THIS CHART WHEN CALLING OTHER MANUFACTURERS 
PERFORMANCE 
& SPECIFICATIONS SALSCO 30-6 OTHER OTHER OTHER 

Engine 5 HP Briggsand Stratton IC 

Sq. Ft. per Hour 25,800 

Radius of 
Aeration Path 

15-inch — Aerate Around Fire 
Hydrants — Trees w/no Tearing @ 
25,800 Sq./Ft. per Hour 

Method of Propulsion Tires NOT Tines — No Tearing of Turf 
— Easy On/Off Loading 

Changing Tine Time 3 Min. One 1 /2-inch Bolt & One Pin 

Approx. Weight 300 lbs. 

Method of 
Achieving Penetration 

Tines are Driven Into the Ground 6 
Time/Sec. & Only One at a Time 
w/full Wt. of Machine 

Daily Service 
Requirements 

4 Grease Fittings Check Over Visual 
(All Bushings are Sealed, Bushings 
are Oil Impregnated) 

Cost of Operation Less Than 2% of Gross Income 

Quality of Hole Vertical In & Out (Not Egg Shaped as 
Drum Type will Give) 

Quality of Hole Vertical In & Out (Not Egg Shaped as 
Drum Type will Give) 

Holes per 
13-inch Square 16 I 

'•/-"••'"J 

Warranty One Year 

I 
'•/-"••'"J 

Call or Write Us 
Nationwide Leasing Available 

I 
'•/-"••'"J 

Cost Call or Write Us 
Nationwide Leasing Available 

We at Salsco realize how difficult it must be to choose the right coreaerator with so many newcomers each year. We welcome 
the competition and offer this chart as a guide to use when you are talking to other manufacturers. If you have any other ques-
tions, please call or write. Thank you. 

SALSCO 
Welding & Fabrication, Inc. 

196 Clark Street • P.O. Box 544 • Milldale, CT 06467 • 203/621-6764 
Write 29 on reader service card 



NEWS 
(continued from page 18) 

what resembles small pieces of sawdust 
mixed in the soil, it is likely that bill-
bugs have been feeding. The sawdust 
material is frass f rom the larvae which 
have been feeding in grass s tems and 
crowns. 

G A R D E N - W A Y , INC. 
A C Q U I R E S W - W G R I N D E R 

W-W Grinder , Inc., Wichita, Kansas, 
was recently purchased by Garden-Way 
Inc., Troy, New York. Since last year, 
Garden-Way has been marketing a 
chipper/shredder line produced by 
W-W Grinder . Jairo A. Estrada, Presi-
dent and Chief Operation Officer of 
Garden-Way, says the acquisition rep-
resents a logical step in the company's 
product line extension strategy in the 
field of outdoor power equipment 
products. 

W-W Gr inder ' s estimated net sales 
for 1985 will be in excess of $5 million. 
Garden-Way 's sales for the same 
period will be more than $100 million, 
Estrada says. The purchase agreement 
between the two companies calls for 

the continuation of W-W grinder 's cur-
rent management team and its network 
of distributors and dealers. 

T U R F G R A S S 
D E G R E E O F F E R E D 

Because of the growing need for 
trained technicians and managers in the 
turf and grounds management industry, 
the Agricultural Institute, a division of 
Ohio State University College of Agri-
culture, located in Wooster, Ohio, is 
offering an associate's degree of applied 
science in turfgrass management . 

The degree consists of a blend of 
general and basic courses and technical 
studies in the s tudent ' s field of speciali-
zation. In technical courses, a "hands-
o n " practical approach is emphasized. 
Included in this is a required occupa-
tional internship of at least 10 weeks. 

M O W I N G M A N D A T E S 

A man ' s home is his castle, that is until 
he doesn ' t mow his lawn. In many 
Greater Cleveland, Ohio, communi-
ties, the law requires homeowners to 

COI 

0 

maintain their lawns, the Cleveland 
Plain Dealer recently reported. 

If a homeowner in Parma fails to 
maintain his lawn, neighbors can com-
plain to city hall and the owner will re-
ceive a notice asking him to please take 
care of his grass. If the matter is not 
taken care of, the city then sends a 
certified letter to the offender. If the 
letter is ignored, a contractor is called 
in to do the mowing and the owner gets 
the bill. 

In Berea, the building department 
has recently been getting complaint 
calls. In that community , grass more 
than 1 foot long or weeds such as rag-
weed or poison ivy will set in motion 

(continued on page 22) 

• SPRAY PUMPS and ACCESSORIES * 
• • • • • • • • ATEXCELLENTPRICES! * • • • • i & k • 

Recoil 
f M ^ * G A S Replacement 

ENGINES 'ZFT 
HORIZONTAL ^ J 0 

5 HP Brigg«, V'shaft, #6053 $ 1 3 9 . 9 5 
5 HP Wisconsin, V'shaft. #60546 $ 1 9 9 . 9 5 
8 HP Tecumseh, 1 " shaft. #6081 $ 1 8 8 . 9 5 

VERTICAL 
8 HP Tecumseh, 1 " shaft. #7082 $ 1 8 9 . 9 5 
8 HP Briggs, 1" shaft. #7080 $ 2 0 9 . 9 5 
10 HPTecumseh, 1 " shaft. #7010 $ 2 0 2 . 9 5 

3-20 HP Horiz. A Vert. Gas Engines Available! 

TAU-35 Diaphragm 
Spray Pump and 
Control Unit w/ 
Gearbox for 5 HP 
Engines. Twin diaphragm 
pump, bolts directly to 5 HP engines. 10.9 GPM pump 
rated to 420 PSI Complete with gauge, pressure regu-
lator & pressure dump valve. Ship weight 30 lbs. 
Item #47001 Lists for $505.00 O n l y $ 3 3 5 . 9 5 

UNS \ V SPRAY GUNS * i ^ 
"Turb ine" , adjustable straight stream to cone mist. 
1200 PSI max.working pressure. Maximum straight 
stream throw @ 850 PSI is 45 feet. Weight is 4 lbs 
Item #47015 Lists for $89.00 $ 5 7 . 9 5 
Long Range, like above, but has maximum straight 
stream throw of 62 feet! Ship wt. is 4 lbs. 
Item #47016 Lists for $ 140 00 $ 8 3 . 9 5 

SIGMA-1 00 Diaphragm 
Spray Pump w/Control 
Unit, Base & Pulley. 
Triple diaphragm pump is rated 
to 26.2 GPM and 560 PSI. In-
cludes double groove pulley & base Requires 11 HP 
electric or 18 HP Gas engine. Includes gauge, pres-
sure regulator & pressure dump valve. Ship wt. 45 lbs. 
Item #47003 Listsfor$725.00 $ 4 9 9 . 9 5 

" - S t WHEELBARROW 
SPRAYER 

GALLON TANK CAPACITY 
£ Includes 1.8 HP 2 cycle engine. 

^ twin diaphragm pump and control 
unit w/pressure gauge, pressure regulator, hose 
quick-connect and pressure dump valve 3 ft long x 2 
ft. wide x 2% ft high Ship wt. 90 lbs. 
Item #47040 Lists for $799 00 $ 4 9 9 . 9 5 

Northern % 
"ydraulics:5 

ORDER TOLL FREE 1-800-533-5545 

N C : r Truck 

801 East Cliff Road, Box 1219. Burnsville. MN 55337 
Call our order dept. at 1 - 800 -533 -5545 I 

In MN 612 -894 -8310 
SALE EXPIRES PHONE ORDERS: I 
SEPTEMBER 3 Q Monday-Thursday 8:OOam-8:30pm | 

1 9 8 5 ! 

Send for free catalog or send $6.00 and receive catalog 
and splitter design booklet. 
Mai l To: Northern Name 

H y d r a u l i c s . , , 
801 E. Cliff RD A d d r e s s 
Box 1219 ^ 

r Burnsvi l le. MN C i t y 
55337 
Dept #20885_ S t a t e Z i p 

Fridays: B OOam-B OOpm 
Saturdaya: B OOam-5 OOpm 

Please rush me my FREE 
Discount Catalog! 

Use your Mastercard or Visa 
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THE LARGEST 

IN THE SOUTHEAST! 

FTGA 85 
September 29-October 2 

TAMPA, FLORIDA 

Don't miss out on THE conference for all turfgrass specialists seeking information on warm 
season grasses. You'll find educational sessions, workshops, and over 130 exhibitors. New this 
year: In-depth "Members Only" Workshops, and 3 days to visit all the exhibitors. 

CONFERENCE AND SHOW HIGHLIGHTS 

W O R K S H O P S 

• Estimating Landscape Installation and 
Maintenance Costs 

• Turf Disease Identification 
• Computer Use in Turf Management 

EDUCATIONAL SESSIONS 
GOLF TURF 

Aerification 
The Successful Superintendent 
Nematode Update 
Putting Green Speed Update 

LAWN CARE & G R O U N D S 
MAINTENANCE 

Selection of Landscape Plants 
Design of Landscape Plantings 
Calibrating Spreaders 
Pesticide & Fertilizer Compatibility 
Hiring and Retaining Personnel 

BASIC PRINCIPLES OF TURF 
CULTURE 

Selection & Establishment 
Mowing, Fertilizing & Irrigation 
Troubleshooting Problems 
Biological & Chemical Aquatic Weed 
Control 

ADVANCED PRINCIPLES OF TURF 
CULTURE 

Turfgrass Growth & Development 
Mode of Action of Insecticides 
Mode of Action of Herbicides 
Equipment Selection 

GENERAL S E S S I O N S 

• Pesticide Recommendations & Evaluations 
• Latest Recommendations on Pest Control 
• Toxicants & Public Risk 
• Issues on Ground Water, Water Quality 
• And Much More 

1 DAY REGISTRATION AVAILABLE OVER 130 EXHIBITORS 
4 For registration materials contact: 

FLORIDA TURFGRASS ASSOCIATION, 302 S. Graham Ave., Orlando 32803 
(305) 898-6721 

Write 1 5 on reader service card 
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the warning-letter-bill process. 
Dale Grabfelder, a building inspector 

in Lyndhurst, says his department han-
dles about 100 complaints dealing with 
uncared-for grass every summer. Some 
calls report on the same people, he 
says, and inspectors have learned to 
patrol those lawns. On occasion the city 
has even taken property owners to 
court. 

The worst calls, the inspector says, 
come from lawn fanatics reporting their 
neighbors. "We'll go out and find the 
grass next door is a little longer than 
theirs, but it's nowhere near illegal and 
we have to explain that to them," says 
Grabfelder. 

Enforcement of grass ordinances has 
eased since 1964 when Brunswick 
police arrested a woman on Thanksgiv-
ing night for failure to pay $12 of a $32 
fine levied for not mowing her lawn the 
summer before! 

P E S T M A N U A L P U B L I S H E D 

r ^ r a s s P e s t 
M a n a g e r r x ^ i it 

M a n u a l 

The North Carolina Agricultural Exten-
sion Service at North Carolina State 

A G u i d e t o M a j o r T u r f ^ r a ^ s s iY^wta 
a n d T u r f ^ i a H H i ^ 

University, in cooperation with the 
Carolinas Golf Association, has pub-
lished a "Turfgrass Pest Management 
Manual." The 64-page publication con-
tains 90 color photographs with grass 
illustrations and is divided into six sec-
tions: pest management strategies, 
turfgrass vegetat ive identification, 
weeds in turf, diseases, insect pests on 

turf, and soil sampling. A glossary and 
information sources section are also 
included. 

The manual is designed to help lawn 
care, athletic field, roadside, parks and 
grounds personnel, and other profes-
sional turfgrass managers identify the 
major turfgrasses and turfgrass pests. A 
better understanding of turf pest life 
cycles, symptoms, and biology is also 
stressed. 

Extension and research personnel, 
nurserymen, retailers, dealers, land-
scape contractors, and maintenance 
personnel will also find it useful in cor-
rectly identifying turf pest problems 
and helping to insure that appropriate 
control measures are employed. Educa-
tors will also find it a handy textbook 
for classroom use. Lawn care operators 
may find it a valuable sales tool for 
distribution to customers. 

The information in the manual is pre-
pared by specialists and researchers in 
the Departments of Crop Science, En-
tomology, and Plant Pathology in the 
School of Agriculture and Life Sciences 
at North Carolina State University. 
Ordering information can be obtained 
by writing: Crop Science Extension, 
Box 7620, North Carolina State Uni-
versity, Raleigh, NC 27695-7620. • 
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PLCAA UPDATE 

Dr. Robert Miller and Bob Sty-
duhar, of ChemLawn Corpo-
ration, and James R. Brooks, 
Executive Director of the Pro-

fessional Lawn Care Association of 
America (PLCAA), testified before 
the House Subcommittee on Depart-
ment Operations, Research and Agri-
culture at the recent Federal Insecti-
cide, Fungicide, and Rodenticide Act 
(FIFRA) hearings. 

Brooks reports in Turf Talks, the 
PLCAA newsletter, that the hearing 
was more of a pseudo news event 
staged for the benefit of the media, 
than a means to determine the truth. 
He says the hearing was called to order 
at 9:30 a.m. with six members of the 
subcommittee present. The first wit-
ness was a congressman from Georgia 
who had been in the pest control busi-
ness for 20 years. The second witness 
was a representative from the Depart-
ment of Agriculture. Both were in sup-
port of the present FIFRA regulations. 

Brooks explains that television cam-
eras and crews from NBC Washington 

Robert Miller Jim Brooks 

and NBC San Francisco entered the 
hearing just as a three person panel was 
called to the witness chair. Brooks says 
"a well rehearsed, emotional testimony 
was presented" by the panel, consisting 
of a widow whose husband had alleg-
edly died of exposure to daconil while 
playing golf, a representative from a 
group called People Against Chlordane, 
and a representative from a garden club 
involved in the current issues in Mont-
gomery County, Maryland. Following 
the panel's testimony, the camera 
crews left. 

Later that afternoon, Miller present-

ed the group's summary statement to 
the chairman and one subcommittee 
member. One additional member of 
the subcommittee returned during the 
testimony. The only question from the 
chairman was whether or not daconil 
was used by lawn care companies. 
There were no television cameras or 
crews. 

Delta Air Lines, in cooperation 
with PLCAA, is offering a spe-
cial 35 to 40 percent discount 
off Delta's round trip, undis-

counted day coach fares for exhibitors 
and attendees traveling on Delta to 
PLCAA's sixth annual conference held 
in Tampa, Florida November 18-21. To 
take advantage of the discount you 
must leave for Tampa or Orlando be-
tween November 8 and 21; stay no 
longer than 15 days; and call toll-free 
1-800/241-6760 between 8:30 a.m. to 
8:00 p.m. EST to reserve your seat. 
When calling refer to file number 
L0034. The date of ticket purchase will 
determine the percentage of discount. • 

TINY TERRA 
RALPH SAYS: 

'IT'S TINY BUT TOUGH' 
Simple operation, fast, durable low 

maintenance aerator. Great for small turf 
areas, home lawns, greens, tees, 

medians, etc. 

See your distributor or call (608)-429-3402 

TERRACARE PRODUCTS 
COMPANY, INC. 
P.O. BOX 506 

PARDEEVILLE, Wl 53954 
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PEOPLE 

Albert J. Lanoie, has been ap-
pointed District Sales Manager 
for OMC Lincoln. He will be 
responsible for dealer devel-

opment and sales of Cushman® and 
Ryan® turf maintenance equipment in 
the Northeastern United States and the 
Atlantic seaboard as far south as Virgi-
nia. Most recently, Lanoie was Eastern 
Regional Manager for P.B.I. Gordon 
Corporation. He was formerly Superin-
tendent of Potowomut Country Club, 
East Greenwich, Rhode Island. 

Lanoie has a bachelor 's of science 
degree in agronomy from the Stock-
bridge School of Agriculture at the Uni-
versity of Massachusetts. He also at-
tended graduate school at the Universi-
ty of Massachusetts, and holds an as-
sociate degree in business administra-
tion from Johnson and Wales College, 
Providence, Rhode Island. Lanoie 
served with the U.S. Navy Seabees as 
an underwater diver in Vietnam, and 
was decorated with the Bronze Star, 
two Vietnamese Crosses for Gallantry, 
and the Combat Action Ribbon. 

Melnor Industries, Inc., manufacturers 
of lawn and garden products, chemical 
sprayers, hose reels, and accessories, 
announces the appointment of David 
Sukenick to the position of Manager-

Lanoie Sukenick 

Sales Administration. Sukenick was 
formerly associated for six years with 
Ex-cell Home Fashions, Inc., a manu-
facturer of shower curtains and decora-
tive pillows, located in New York City. 
In this newly created position, he will 
be responsible for a broad range of 
sales administrative activities including 
customer service. 

John Murphy, Yukon, Oklahoma, has 
joined UAP Special Products, Inc. 
Murphy is responsible for sales to UAP 
customers in Oklahoma and southern 
Kansas. UAP will serve Murphy 's terri-
tory from its warehouse in Cordell, 
Oklahoma. 

Following a 26-year career with the 
Upjohn Company, Jim Lipari has 

Gardner Yarborough 

jo ined In te rna t iona l Seeds , Inc., 
Halsey, Oregon, as Turf Consultant, ac-
cording to J.L. Carnes, President. 
Carnes says Lipari will work with ISI on 
trade shows and call on golf course su-
perintendents and athletic field turf 
managers. Lipari has a bachelor's of sci-
ence degree in turf management from 
Delaware Valley College, Doylestown, 
Pennsylvania. After a two-year stint in 
the U.S. Air Force he joined Upjohn in 
1956 and called on golf courses 
throughout the United States promot-
ing pesticides. 

LESCO, Inc., Rocky River, Ohio, has 
named Phillip R. Gardner as a new 
Vice President. Gardner , who started 
with the company in 1976, works out of 
LESCO's Sebring, Florida facility. In 
1979, Gardner was named a Regional 
Sales Manager for the Southeastern 
United States. In January, 1983, he was 
p r o m o t e d to Sou theas t Regional 
Manager for all operations as well as re-
gional sales. Gardner is a 1961 graduate 
of Westerville High School. Before join-
ing LESCO, he worked for eight years 
with Groezinger Golf Enterprises as 
Golf Course Superintendent of Black 
Hawk and Minerva Lake golf courses 
near Columbus, Ohio. 

Also in LESCO personnel news, the 
company has named Bob Yarborough 
head of Market Development — Spe-
cial Products. Yarborough is presently 
overseeing development and marketing 
for a new pre-emergence herbicide, 
L E S C O P r e - M ( p e n d i m e t h a l i n ) . 
Before joining LESCO, Yarborough 
worked as a sales representative for 
Mobay Chemical Company and for the 
Tuco Division of Upjohn. From 1974 
to 1979, he was Superintendent of Golf 
and Ski Operations at Tanglewood 
Lakes Golf and Country Club, Green-
town, Pennsylvania. Yarborough holds 
a bachelor 's of science degree in ag-
ronomy from Delaware Valley College 
o f A g r i c u l t u r e , D o y l e s t o w n , 
Pennsylvania. • 

Acting Dean of the College of Agriculture and Life Sciences at Cornell University, Dr. Kenneth E. 
Wing (left), makes a special presentation to Janet Worthington Dudones, President of the New York 
State TurJgrass Association. The plaque, which was awarded to NYSTA at their recent conference in 
Syracuse, NY, was presented in appreciation of the support NYSTA has given to the college through 
their fund-raising efforts and donations to turf grass research at Cornell. 
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STOP GRUBS 
FROM THE FIRST BITE 
TO THE LAST GASP. 
Grubs are a hardy breed. They're 
tough to prevent and even tougher 
to get rid of once they start chowing 
down on the roots of your turf. 

One thing that puts them off 
their feed is ®OFTANOL 5% Granu-
lar insecticide. 

Another is new OFTANOL 2 
Insecticide. It's a liquid formulation 
of OFTANOL, containing two pounds 
of active ingredient per gallon. 

The nifty thing about 
OFTANOL, liquid or granular, is that 
it stops grub damage fast, even 
before it kills. After an application of 
OFTANOL, grubs stop feeding and 
the damage stops. Use it as a pre-
ventive, in the spring, or as a cura-
tive anytime grubs are a problem. 

Grubs, one serious problem with 
two serious solutions. OFTANOL. 
Always read the label before use. 

Write 1 5 on reader service card 

OFTANOL. 
WHEN YOU'RE SERIOUS 
ABOUT GRUBS. 

Mobay Chemical Corporation 
Specialty Products Group 
Box 4913, Kansas City, Mo. 64120 

OFTANOL is a Reg. TM of the Parent Company of Farbenfabriken Bayer GmbH. Leverkusen. 



CUTTING 
COMPARISONS 

Mowing maintenance businessmen are quite opinionated when it comes to mowing 
equipment. The 12 operators we spoke with gave praise to some mower lines and 

suggested ways to improve other mower lines. 

Ask any mowing maintenance businessman 
about the equipment he uses and you will 
more than likely find him quite opinionated 
on the subject. Everyone in the industry has 

his " favor i te" brands and can state exactly what he 
likes and dislikes about the mowers he owns. With that 
in mind, we rattled the cages of about a dozen mowing 
maintenance operators who responded to a mowing 
maintenance survey we sent out recently. (See accom-
panying survey article.) You may not agree with their 
opinions, but we hope they will give you something to 
think about. 

COUNTRY LANE. Norbert Breinig, owner of 
Country Lane Snow and Mow of Dexter , Michigan, 
has been in the business for 12 years and believes his 
combination of five Gravely f ront -mount mowers and 
two M306 Kubotas is unbeatable. "I still have my origi-
nal Gravely, which must be at least 10 or 11 years old 
and it is not worn out ye t , " says Breinig. The only prob-
lem he sees with the Gravely is the light construction 
of the decks which eventually crack from vibration. 
But then the rigors of professional use will take their 
toll on even the best commercial mowers. 

Even so, Breinig believes there are some commercial 
mower lines that just don ' t make the grade, namely, 
Yazoo, Howard, and Hustler. "All three of those ma-
chines cost an arm and a leg and they don ' t cut grass 
that well ," says Breinig. "They don ' t do slopes worth 
beans. Where I live, there is a lot of hills and ditches 
and you cannot put a Yazoo, Howard, or Hustler into a 
ditch and get it out. My Gravelys go into ditches." Brei-
nig appreciates the Gravely 's ability to ride through 
ditches because the less he has to do with pushmowers, 
the faster he can get the job done, and the more 
money he can make. 

He says Gravely repairs are also a snap. Breinig does 
90 percent of maintenance and repairs himself and he 
says he can rebuild a Gravely engine for $120. "There 
is nothing on that machine that is not replaceable, that 
is cheaper than buying a new engine ," says Breinig. He 
claims he rarely spends over $200 to $300 per year in 
repairs on each Gravely. Breinig also raves about the 
durability of his Kubotas. "One has 1,000 hours on it 
and the other has 800-plus," says Breinig. "I have 
never touched either one of them with a screwdriver." 

But Breinig believes the caliber of operator you hire 
is even more important than the brand of machine you 
buy. He says you have to "hire the right people, train 
them, and make them take care of their equipment ." 

He cannot describe a "recipe" for attracting and train-
ing the right employees, but he seems to have evolved 
a successful technique. 

Breinig believes safety is something that has to be in-
grained in employees, not built into machines. "You 
can't protect the rider from the machine if he is dumb 
enough to put his foot under i t ," says Breinig. He re-
moved the deflector shields from his mowers because 
the shields windrow the clippings and make a mess. It 
takes more time for operators to rake up the clippings, 
and Breinig would have to charge an additional service 
fee. He says his customers would balk at the charge 
and drop his services for those of a cheaper, cutthroat 
operator. 

"So you tell your people to be careful ," says Breinig. 
"When you cut a lawn, you walk over it and pick up 
stuff so you don ' t hit anything. In 12 years, I 've only 
caught one big rock and thrown it against a window." 

PROND LANDSCAPE. Unlike Breinig, Eric M. 
Prond, owner of Prond Landscape Services, Toledo, 
Ohio, has had good luck with Yazoo riding mowers. 
Prond also uses Grasshopper riders, Bunton walk-
behind mowers, one Toro 36-inch walk-behind, and 
homeowner-model Toro pushmowers with sidebag-
gers. He can honestly say he "would buy another one 
of any of them at any t ime." Prond has never worn out 
a Yazoo or a Grasshopper and says he would rebuild 
them at least once before replacing them. 

He buys only cast iron engines so they can be bored 
out. "I have Buntons I bought 10 years ago," says 
Prond. "On some of them we just put on a new engine 
because the rest of them never wears ou t . " He has 
tried other brands, but he always goes back to Yazoo, 
Grasshopper, Bunton and Toro. "We had a John 
Deere in here a week ago, but it just doesn ' t hold a 
candle to t h e m , " says Prond. "You have got to pick 
the grass up. The Grasshopper has the best vacuum 
system. It doesn ' t have an extra engine. It has its own 
power plant up f ront ." 

HURST LANDSCAPE. William C. Hurst, owner of 
Hurst Landscape in Holland, Ohio, is sold on Bunton 
36-inch walk-behind mowers and Snapper commercial 
pushmowers. However, he is unhappy with his Cush-
man riding mowers, mainly because of reoccurring oil 
leaks. "Every time I fix an oil leak, tear the engine 
down, put seals in it, and put it back together, it will 
last a little while and then start leaking oil again," says 
Hurst. " I ' m very unhappy with it ." 
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He would like to see other correc-
tions made on the Cushman mower, 
like more horsepower and a different 
type of engine. "A guy sold me on that 
air-cooled engine, but I think they all 
should be water-cooled," says Hurst. 
The smaller mowers should be powered 
by two-cycle engines, according to 
Hurst, because two-cycle engines have 
twice the lifespan of four-cycle engines. 
Hurst believes Briggs and Stratton 
could especially benefit by producing 
two-cycle, ra ther than four-cycle 
engines. 

"On one of the Buntons, I replaced 
the Briggs with a four-cycle Honda 
engine and that seems to working out 
really well ," says Hurst. He hates to say 
that because he would really rather sup-
port American-made products. "But 
with the 11-horse Briggs, I 'm lucky to 
get a season out of one of t hem." 

ENVIRONMENTS WEST. Hurst 
isn't the only mowing maintenance 
businessman with gripes about Briggs 
and Stratton engines. Gregory Novosel, 
Executive Vice President of Environ-
ments West, Huntington Beach, Cali-
fornia, also did some engine swapping 
in favor of Honda engines. Novosel is 
satisfied with his Kees riders, but he re-
placed the Briggs engines on his Sensa-
tion pushmowers with Honda engines. 
"I wouldn ' t say the Briggs is bad, I 
would just say that Honda is a better 
engine ," says Novosel. 

He has heard Honda may install a 
device in its engines that would solve a 
problem he has had with oil. This 
device would prevent starting the 
engine if no oil is in the pan or up in the 
cylinders. When mowing on slopes, 
Novosel says somet imes oil will not 
rise properly in the cylinders. There are 
also times when operators get careless 

and forget to refill the crankcase after 
changing the oil. "That (device) would 
be a great help for any piece of equip-
m e n t , " says Novosel. 

GARDENING SERVICES. Anoth-
er operator who has fallen away from 
the Briggs and Stratton fold is Leon 
Laub, owner of Gardening Services 
Unlimited, Whittier, California. Laub 
is replacing his Briggs engines with 
Honda engines, but he is also dissatis-
fied with Japanese-built two-cycle 
equipment. The Japanese products are 
lightweight and easy to handle, but 
Laub says the lightweight construction 
sacrifices durability. 

He is also dismayed by the source of 
so many of today's hedge tr immers, 
leaf blowers, and other small outdoor 
equipment. "I t would sure be nice if an 
American could build them, so I would-
n ' t have to buy so much Japanese pro-
ducts ," says Laub. "I buy American 
when I can, but when it is impractical 
or an unwise business decision, I go 
with what is the best for the money ." 

Laub also has had trouble with his 
three, 21-inch Snapper pushmowers, 
two of which are self-propelled. Wheel 
spindles bend easily, wheels wear out, 
and the mowing height adjusters also 
wear out quickly, according to Laub. 
Snapper discharge chutes also clog 
easily on wet grass and Laub says his 
operators must waste valuable time to 
stop and clean the chutes. He is testing 
a two-cycle , se l f -propel led T o r o 
pushmower and says Toro ' s self-
propelled mechanism is superior to 
Snapper's. "It is much stronger and 
more heavy-duty," says Laub. 

Despite the many problems he has 
had with Snapper mowers, he uses 
them mainly because parts and qualified 
repairmen are readily available in his 

area. "Snapper is probably the most 
widely-used mower now in southern 
California," says Laub. "It is easily 
repaired, as are the Briggs engines." He 
says brands such as Toro and Honda 
are not nearly as popular, therefore 
dealer support is also lacking. "Because 
of the repair problem, I have duplicates, 
triplicates, and even quadruplicates of 
every piece of machinery, so when the 
number one machine is down, we can 
always go to another machine ," says 
Laub. 

MAPLE RIDGE. Unl ike nearly 
every other mowing operator we inter-
viewed, Robert J. Knox, Jr., owner of 
Maple Ridge Lawn Service, Morris, 
Connecticut, has some good things to 
say about Briggs and Stratton engines. 
"I have one 16-horse Briggs engine I 
have used for six years and all I have 
done to it is a valve job , " says Knox. 
"On the larger engines, they have a 
good air-cool system. I have had tre-
mendous luck with them." 

Unfortunately, he also has some bad 
things to say about Briggs engines — 
and other similar engines, such as 
Kohler and Wisconsin. "I have yet to 
see a mower that doesn ' t collect grass 
in the (block/head cooling) fins," says 
Knox. " W e have to clean the leaf 
blower fins almost every two days or 
else we fry an engine. I was getting one 
to two seasons out of an engine and 
when I started cleaning the fins every 
other day during fall clean-up, I now 
have one machine that has lasted me 
five years now." Knox is surprised to 
find that even fellow professionals in 
his area don ' t realize the cooling fins 
must be kept free of debris to prevent 
overheating and premature engine 
failure. 

Knox has nothing but praise for his 
Gravely riding mowers — a 50-inch 
Gravely; and a new 60-inch Gravely 
Promaster. However, he is not pleased 
with the belt-driven blade system on 
his four, 60-inch older Yazoo mowers, 
one of the reasons he recently bought 
the Gravely Promaster. Knox says 
Yazoo transmission rebuilds involve a 
lot of work. "I stuck with the Yazoos as 
long as I have because of their price," 
says Knox. Other mower brands in the 
same class have only recently become 
competitive with Yazoo's price, accord-
ing to Knox. 

As much as he likes the Gravelys, 
Knox still hasn't found a rider that can 
handle the hilly lawns he has to contend 
with in northwest Connecticut. "If a 
mower manufacturer could produce 
something that would stay closer to the 
ground, put the center of gravity right 
on the drive wheels, you would be a 
little better o f f , " says Knox. "The 
Promaster Gravely will climb, but it 
won' t handle a bank too well." A walk-
behind mower might cling to the banks 
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better, but Knox says after doing 30 
lawns a day, walking that long and far is 
just too much for most operators. 

LUCAS LAWN. Leon Lucas, owner 
of Lucas Lawn Maintenance, Detroit , 
Michigan, would like to see Ransomes, 
Inc. change the mower deck wheels on 
its Bobcat mowers. Lucas says the 
mower deck wheel bearings wear out 
too often. "In fact, I have been putting 
Bunton wheels on Bobcats because the 
arm is so much better, the wheels don ' t 
wear ," says Lucas. "I have never had 
to replace the wheels on a Bunton." 
Lucas operates Buntons, Bobcats, and 
16-horsepower Snappers with 48-inch 
mower decks. 

KILE LAWN CARE. George Kile, 
owner of George Kile Lawn Service, 
Charleston, Tennessee, has been using 
"belly-pan" mowers, but thinks it is 
about time to change to f ront -mount 
mowers to get a better cut. Kile says 
the "bel ly-mount" John Deere tractors 
he has been using also leave tracks in 
clients' lawns. 

Howeve r , the mos t impor tan t 
mower feature, as far as Kile is con-
cerned, is parts availability and dealer 
service support, and John Deere can 
provide both. "The John Deere dealer 
in town probably has as good a service 
department as anybody he re , " says 
Kile. "If a machine is down, they can 
call and have a part in 24 hours. They 
will pull off a regular job for a homeow-
ner and get me out because they know 
I 'm mowing every day." 

C O N T O U R L A N D S C A P I N G . 
Jerome Caile, owner of Contour Land-
scaping, Skokie, Illinois, has yet to 
scrap a mower. Caile keeps his fleet on 
the lawns by rebuilding and replacing 
engines. "The oldest we have is seven 
years old and it is on its second 
engine," says Caile. 

Most of Caile's mowers are 36-inch 
walk-behind Bobcats that he wishes the 
manufac turer would produce with 
fewer a u t o m a t e d mechanisms. "I 
would like to do away with the lin-
kages," says Caile. "They always seem 
to come into the garage tied up with 
rope." Caile's operators often have to 
jury-rig things like throttle cables to get 
through a work day. "Ge t rid of the 
throttle cables and go with some sort of 
simple, mechanical on/off idle," says 
Caile. 

GREENLEFE LAWN CARE. At 
Greenlefe Lawn Care in Tallahassee, 
Florida, Rick Laurienzo mows only 
with Snapper mowers. Although he still 
has the same number of Snapper 
riders, Laurienzo is phasing into Snap-
per self-propelled pushmowers because 
he can actually get lawns mowed faster 
with them. Maneuverability is the big-

Ann Tucker, Oakbrook Maintenance Compa-
ny, Oakbrook, Illinois 

gest problem on residential lawns, ac-
cording to Laurienzo. "In the Talla-
hassee area, you aren ' t going to find 
hardly any yards without 15 to 20 
t rees ," says Laurienzo. " W e went to 
the 21-inch self-propelled lawn mowers 
— one person doing the backyard and 
one person doing the frontyard. I 've ac-
tually reduced my time on the yard by 
about 15 minutes ." 

Unfor tuna te ly , the self-propelled 
Snappers have a flaw that has been 
making repairs difficult for Laurienzo. 
"They have a drive disk that is attached 
to the deck and spins freely," says Lau-
rienzo. "This drive disk is almost im-
possible to change, unless you take the 
engine off the deck and half the self-
propelled parts off as well." The con-
stant strain of commercial mowing 
wears out the drive disks, so Laurienzo 
has learned to keep a supply of back-up 
disks available. "They either need to 
come up with a special tool to work on 
that or change the design a little bit ." 

THE GROUND CREW. Bill James, 
Vice President of The Ground Crew, 
Inc. in Arlington, Texas, operates a 
pretty impressive mower fleet — six, 
72-inch Excel Hustlers, one with a 
grass vacuum; two Ransomes Bobcats; 
one Jacobson Turfcat; 20, 36-inch Kees 
walk-behinds; and 80, 21-inch Bobcat 
pushmowers. James doesn ' t have any 
serious problems with any of the 
mowers he uses. 

In the case of Kees mowers, he says 
there is a parts availability problem be-
cause the company does not have an ef-
fective distributorship system. "They 
are basically the low-bid as far as walk-
behinds go , " says James. "You can buy 
four of those for the price of three of 
anything else." 

James keeps 20 to 30 Tecumseh en-
gines stockpiled to replace the ones 
that breakdown on his Bobcat mowers. 
" W h e n something comes along that 
takes too much time to mess with, we 
will wait till the winter and slap a new 
engine on it for S65 rather than pay a 
mechanic to play around with it ." 
James has some definite ideas for 
mower improvements he would like to 
see. 

"They haven ' t found a great wheel 

adjustment for most of the commercial 
mowers , " says James. He complains 
that pushmower wheels often become 
loose. "The best wheel adjustment 
ever made was the Jacobson cast alumi-
num deck with an adjustment that 
screws right into the deck ," says 
James. " A t our Dallas operation, we 
use Jacobson decks with Tecumseh en-
gines — sort of a homemade mower. 
We bought out a company that had all 
these decks and made our own mowers 
one winter. For $65 we had a brand 
new mower ." 

ARRINGTON MAINTENANCE. 
At Arrington Grounds Maintenance, 
Inc., Operations Manager Michale Doll 
services his St. Petersburg, Florida, 
market with 60-inch Yazoos; 36-inch, 
11-horsepower, self-propelled Kees 
mowers; and two-cycle, 4-horsepower 
commercial Toro pushmowers. Doll is 
impressed with the Toro pushmowers. 
For one thing, they are the lightest 
pushmower he could find. He says that 
is important to operator endurance. 

In the past, Doll used Lawn-Boy 
pushmowers because they could be 
rebuilt for $75. But today the Lawn-Boy 
short-block costs about $125 and the 
entire mower costs over $450. Doll 
thinks that is particularly uneconomical 
since he can only get one season out of 
the engine. "But I can get two seasons 
out of this Toro without working on 
i t ," says Doll. "Tha t ' s over 4,000 
hours mowing." 

Doll is also impressed with durability 
of the Yazoos. There are better 
mowers, like a Heston for about 
$14,000, but Doll says the Yazoo is by 
far the best for the price. "I can buy 
two Yazoos for the price of one Heston 
and they will both last three or four 
years ," says Doll. "The maintenance 
on a Heston is about $2,000 a year ." 

CONCLUSIONS. By now, mower 
manufacturers reading this article are 
either beaming with pride or gnashing 
their teeth over the comments f rom 
the mowing maintenance operators we 
contacted. There seems to be a certain 
amount of continuity in the likes and 
dislikes of these operators. It is proba-
bly safe to place credence on any point 
some of the people we interviewed 
could agree upon. 

However, you should note that we 
spoke with people from both coasts and 
a few states in between. A mower that 
performs well in California, may not 
have the same track record in Connecti-
cut. And there is no accounting for the 
kind of treatment each of these opera-
tors have given their mowers. In other 
words, the phrase caveat emptor still 
stands. — Tim Weidner • 

The author is Managing Editor of ALA 
magazine. 
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BUSINESS FEATURE 

SHARP 
IDEAS 

It is important to know what to look 
for in a good mower; but it is even 

more important to know proper 
operating procedures for any 

mower. John Deere offers us some 
valuable mowing tips in their 

"Know-How" booklet. 

The folks at John Deere and Company have 
put together a 12-page booklet entitled 
"Lawn Care Know-How." The booklet pri-
marily concerns proper mowing techniques, 

but some of the "10 basic principles" covered in the in-
formation piece also include topics such as watering, 
fertilization, dethatching, weed-killers, and soil testing. 
Most homeowners regard mowing as simply a means 

SCHEDULING 
MAINTENANCE 

A regular maintenance schedule is essential to prol-
onging the life of any mower, or fleet of mowers for 
that matter. The John Deere Horicon Works has 
printed a manual for its Model 330 lawn and garden 

tractor which contains a listing of items which should be con-
sidered when drawing up a maintenance schedule. 

• 1 0 hou rs or da i ly . Check: engine oil level, transmis-
sion oil level, coolant level, air intake screens, air restriction 
indicator and safety system. 

• 5 0 hou rs or w e e k l y . Check: tire pressures, battery 
electrolyte level, alternator belt tension, tractor for loose 
hardware, and gear case oil level for tractor with 2,000 rpm 
rear PTO. Lubricate: front wheel spindles, steering draft 
link, and drive shaft. 

• 2 0 0 hours . Clean air cleaner. Change engine oil and 
filter. Change transmission oil and filter. Pack front wheel 
hubs with grease. 

• 6 0 0 hours . Tighten hose clamps on air intake and cool-
ing system hoses. Have a certified mechanic check engine 
idle speeds; adjust engine valve clearance; and inspect fuel 
injectors. 

• Seasona l — as necessa ry . Replace fuel filter. Re-
place air cleaner. Drain, flush, and fill cooling system. Re-
place thermostat. Change gear case oil for tractor with 2,000 
rpm rear PTO. 

of keeping their lawns from looking shabby, but John 
Deere would like them to consider the agronomic 
benefits possible when utilizing proper mowing 
techniques. 

First, Deere tells us to mow high. The height of the 
grass blades determines the depth of the root system. « 
The higher the grass is cut, the deeper the root system 
and the more able the grass is to reach water and nu-
trients during time of heat and drought. But don't 
exceed the recommended height for your particular 
variety of grass. Warm-season grasses should be cut 
from I to 2 inches high; cool-season grasses from 2 to 
3 inches. 

Inform mowing customers of the value of a frequent 
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circle and Jill the circle with mulch. This protects trees and makes trimming easier. 

mowing schedule. Grass should be cut often enough to 
observe the one-third rule: Never cut more than one-
third of the grass blade in any one mowing. Cutting 
more than a third shocks the root system. Some of the 
root system must die back because there is less green 
leafy material to react with sunlight to make food that 
is stored in the root system. 

Too often, grass is allowed to grow high before cut-
ting it too low. That practice weakens a lawn. Frequent 
mowing actually encourages grass to grow horizontally 
into a thicker carpet that helps choke out weeds. 

The Deere booklet notes that grass should be 
mowed creatively. If always mowed in the same pat-
tern, grass can develop a lean that results in skipped 

spots and an uneven cut. It is best to change directions 
every time you mow, and overlap each swath by about 
four inches. Turn the mower on sidewalks and drive-
ways when you can to help prevent scuffing the turf. 

Keeping the mower blade sharp is important too. A 
dull blade can shred the tips of the grass blades, creat-
ing entry ways for disease organisms. Shredded grass 
tips turn brown and give the lawn a dried-out appear-
ance. In spring, when the soil is wet, a dull blade can 
pull grass plants out of the ground. Grass is soft in 
spring and easy to cut. But as summer wears on, grass 
becomes tough and wiry; it dulls blades faster. So 
sharpen the mower blades more frequently in summer 
to prevent shreds. 
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Also, try to mow when the grass is 
dry. There are many reasons for this. It 
is easier to slip on wet grass, especially 
when mowing hillsides. Drops of mois-
ture can carry disease organisms from 
one part of the lawn to another. Wet 
soil is more easily compacted by heavier 
mowing machines. Compacted soil im-
pedes the movement of air and water 
into the ground, causing grass roots to 
weaken or die. 

Safety is also an important considera-
tion when mowing. A self-propelled 
walk-behind mower moves over the 
lawn at about 3 mph, but the whirling 
blade tips can reach speeds of more 
than 200 mph. That 's why it is so im-
portant to be careful when mowing. 
The high-speed blades can fling stones 
and nails at terrific speeds. Therefore, 
you should clean up any debris on the 
lawn before mowing. Look for dog 
bones, chains, broken glass, and other 

Grass should be cut often 
enough to observe the 
one-third rule: Never cut 
more than one-third of the 
grass blade in any one 
mowing. Cutting more than 
that shocks the root system. 

debris. 
But even. the most careful search is 

bound to miss some objects, so be sure 
the mower is equipped with a 
downward-curving discharge chute that 
can deflect most thrown objects to the 
ground a short distance away. A rear-
mounted grass collecting system can be 
useful too. Some collecting bags are 
made of ballistic material used in bullet-
proof vests. These bags help protect 
you from flying debris. 

Also use caution when checking the 
blades or mower deck. Before clearing 
a clogged discharge chute, stop the ma-
chine and disengage the mower blades. 
To be certain the blades are not 
moving, turn off the engine and wait 
for it to stop. Disconnect the spark plug 
wire on walk-behind models to be sure 
the engine won't restart if you acciden-
tally turn the blade. 

Tractor safety is important, too. 
Before you even start your mower's 
engine, know all the controls and how 
to stop quickly. To avoid tipping, slow 
down before making a sharp turn. Do 
not drive the mower where it can slip 
or tip, so steer clear of roots in the ter-
rain and other hidden hazards. 

For a copy of this free booklet, send 
your name and address to: Department 
D-869, John Deere, John Deere Road, 
Moline, IL 61265. • 
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IN FUTURE ISSUES 
Next month American Lawn Applicator analyzes cost control for both spray ap-
plication and mowing/maintenance operations. We'll also feature a report on 
lawn care equipment — should the typical lawn service businessman always 
buy new equipment? How long should he keep it? We'll probe these ques-
tions and more, and also direct you to the best outlet for equipment resale in 
September's issue. 

In October, ALA presents pre-convention coverage of the Sixth Annual 
Professional Lawn Care Association of America Conference and Trade Show, 
to be held in Tampa, Florida. A schedule and description of educational ses-
sions, speakers, conference exhibitions, and local points of interest will be 
included. 

What does the lawn care market look like in 1986? Find out in November 
when ALA peeks at the latest innovations in mowing, maintenance, and spray 
equipment, as well as turf chemicals. We'll also take readers on a trip into the 
future for a look at upcoming industry trends. Keep reading! 

BLADE SHARPENING TIPS 
FROM TORO COMPANY 

TORO The Toro Company 

The Commercial Products 
d iv i s ion of the Toro 
Company has published a 
booklet entitled, "Sharpen-

ing Reel and Rotary Mowers." The 
bulk of the booklet is devoted to the 
more complex process of sharpening 
reel mower blades, but we would 
like to excerpt for you some of the 
information about rotary blade 
sharpening. Toro tells us that four 
i tems must be checked when 
sharpening a rotary mower blade. 

First, the blade must be checked 
to assure that it is not bent and has 
the correct attitude in relation to the 
mower deck housing and the 
ground surface. A warped or bent 
blade will create a situation where 
the blade tip is higher than the 
center portion of the blade and will 
cause poor quality of cut and high 
horsepower requirement. A twisted 
blade tip makes the heel lower than 
the cutting edge. This will cause 
poor quality of cut and high hor-
sepower requirement. 

Second, the blade must be shar-
pened correctly. Do not grind from 
the bottom of the cutting edge. 
Grind the top side of the cutting 
edge only. An incorrect sharpening 
angle will cause poor quality of cut 
and sap horsepower. 

Third, the blade balance must be 
checked each time the blade is re-

ground. A commercial balancer will 
give the most accurate measure of 
blade balance. If the blade is not bal-
anced, grind some metal off the 
heavy "end" of the blade, not off 
the cutting edge. Then check the 
blade balance again. 

Finally, after the blade has been 
sharpened and placed back on the 
mower, it is very important that the 
blade retaining nut be sufficiently 
tightened to insure that it will not 

TYPICAL ROTARY BLADE (Sid« view) 

BLADE STRAÄXT AND PARALLEL - BLADE Tf> LONER THAN TX CENTER 
PORTION 0f THF BLADE W*_L OVE GOOD QUALITY Of CUT AW LOW 
HORSEPOWER REOUWEMENT 

CORRECT 

Figure 108 

TYPICAL ROTARY BLADE (End view) 

BLAOE Tf> STRAIGHT - CUT TUG EDGE LOWER THAN THE HEEL Of TX 
BLADE WCL GIVE GOOD QUALITY Of CUT ANO LOW HORSEPOWER 
REQUIREMENT 

loosen during operation. 
To obtain a copy of this booklet 

(Form Number 80-300-PT), contact 
the Toro Company, 8111 Lyndale 
Avenue South, Minneapolis, Min-
nesota 55420. 



BUSINESS FEATURE 

TURF GROWS ON YOU 
Chicago artist Bill Harding has taken turf aesthetics to new heights. 

Most people are content with growing their grass in the soil, but 
Harding has transformed clothing and cars into grassy artforms! 

if a Chicago artist has his way, lawn 
care operators may soon need to 
expand their service routes to in-
clude garment accounts. Bill Hard-

ing, 26, has discovered what operators 
have known all along, that grass is not 
only aesthetically pleasing but practical. 
But operators might not have known 
that grass can be more than just a 
groundcover. 

Harding grows lush grass suits by 
combining Manhattan perennial ryeg-
rass seeds, a 3M Corporation high-tack 
adhesive, and cloth. By surrounding 
the seed covered suits with plastic to 
create a greenhouse effect, he sprouts 
clothes that are sure to moV down the 
garment industry. Armed with only a 
spray bottle containing plain tap water, 
no pesticides or fertilizers, Harding 
grows a ready-to-wear suit in only 12 

There may be other 
vegetative creations in 
Harding's future. Now on 
the drawing board is a 
more stationary suit which 
would have other types of 
plants growing on it 

days. 
Harding uses Manhattan ryegrass 

seed because he has always had success 
with it. "It grows so quickly, comes up 
really thick, and has a very nice color of 
green ," says Harding. It actually roots 
itself directly into the fabric, he says. 

A c c o r d i n g to H a r d i n g , e a c h 
20-pound suit is a small, personal envi-
ronment which can be correlated to a 
larger one. "It symbolizes a very pure, 
lush environment that the Earth was at 
one t ime ," he says. 

Harding's grassy notions budded 
when he saw a fellow artist growing 
grass hydroponically. "I had him show 
me how he did it." From there Hard-
ing's ideas flourished. Originally, he ex-
plains, "I grew grass in a briefcase for 

one of my events (exhibits). Then I got 
the idea to grow grass on a suit of 
clothes and have someone chase me 
with a lawn mower ." Harding has even 
been known to drive a sporty grass-

covered Buick. Lately, he has appeared 
publicly, clad in a grass suit, carrying a 
clear Plexiglas® briefcase containing 
water and goldfish. 

(continued on page 56) 
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Jacobsen. Designed to 
meet your growing needs. 

Name your challenge, 
then look us over. 

If your job were simple, ours would be, too. But, it isn't 
That's why our line is so broad. And growing. Jacobsen 
engineers are working on the design, development and 
improvement of turf-care equipment for the future. 

Our objective, on the other hand, is simple. To make 
the strongest, most efficient and cost-effective turf 
maintenance equipment possible. Simple objectives with 
sophisticated solutions. From Jacobsen. The line that 
keeps on growing. 

Lease and finance plans are available. 
Jacobsen Division of Textron Inc., 1721 Packard Avenue, 

Racine, Wisconsin 53403. 
Write 22 on reader service card 

Engineered from the ground up, 
©Jacobsen Division of Textron Inc. 1985 J-15 



BUSINESS FEATURE 

SURVEYING 
THE INDUSTRY 

A LA magazine polled the industry to find out more about 
the average mowing maintenance operation. Here are the 

results of our survey. 

If you want good information, 
you have to go directly to the 
source. So we mailed a mowing 
m a i n t e n a n c e survey to 480 

mowing maintenance businessmen. 
From those operators, 85 completed 
forms were returned, for a 17.7 percent 
rate of return. 

After tabulating the responses from 
the six questions posed to the partici-
pants, we drew a profile of the average 
mowing maintenance operation. The 
bulk of an operator 's business s tems 
from residential accounts, according to 
the survey. Respondents say they ser-
vice an average of 38.35 residential and 
20.42 commercial accounts. 

Although the number of commercial 
accounts serviced is nearly one-half the 
number of residential accounts, its 
average size is over three times that of 
a residential account. Responses indi-
cate the turf area of a commercial ac-
count is usually 3.09 acres, while resi-
dential accounts measured .92 acres. 

_ Engines Replaced 
per Walk-behind 

Mower Engines Replaced 
- wmmm per Riding Mower 

-

wmmm 
mm • 

T19 7 3 
How many engines do you replace before you 
purchase new mower equipment? 

Businessmen in Michigan report the 
largest average commercial accounts, 
measuring 11 acres. 

To determine the type of equipment 
used to service the different accounts, 
participants were asked to list the 
number of walk-behind and riding 
mowers they currently have in use. By 
tabulating the responses, we deter-
mined that an operator uses an average 
of 5.48 walk-behind and 2.21 riding 
mowers to service his customers. The 

Total Number of 
Residential 

- Customers 
vavavIVXVXV! 

Total Number of 
Commercial 

v.v.v.v.v.v.v.v. Customers 

-

l i i l i 
i»®n * v.v.v.v.v.v.v.v 

SIÜÄ 
38.35 20.42 

How many mowing/maintenance customers 
does your company service annually ? 

purchase price of a walk-behind mower 
ranges from $400 to $600, a small in-
vestment compared to the purchase 
price of a riding mower, ranging from 
$3,000 to $13,000. 

Participants report that the average 
life of both types of mowing equipment 
is very similar. The walk-behind model 
will last, on the average, for 2.98 years. 
The lifespan of a riding model averages 
3.11 years. To maintain the mowers in 
operating condition, a businessman 
will replace 1.19 engines on a walk-
behind and .73 on a riding model 
b e f o r e p u r c h a s i n g new m o w e r 
equipment. 

To help ALA meet the editorial 
needs of mowing maintenance opera-
tors, participants were asked what 
editorial topics they would like to see 
addressed. The unmet need most often 
cited in the survey was for additional 
managerial information. Professional 
ism/ethics was mentioned as a topic to 
help the operator conduct himself in 
the business world. 

According to the survey, readers 
would also like additional information 
on industry training procedures and 
safety precautions. Finally, we have 
been asked to investigate and report on 
the advantages and disadvantages of 
gasoline versus diesel fuel. — Lisa 
Furiga • 

Average Turf Area 
Serviced per 

Commercial Account 
in Acres 

- l i l i l í 
Average Turf Area l i l i l í 

Serviced per 
Residential Account S:::««::: 

- in Acres 
XvXvXv . - . - . v . v . : 

V . V . V . ' . V . V . V . V ' • / / / / V t V . ' . V i ' . V t V 
v X v X v . v . v . v . v . 

.92 3.09 

What is the approximate average size turf area 
serviced by your company ? 

Walk-behind 
Riding 

_ Walk-behind S««™ 
-

mmm wmmm 
• M i 
i « * 

• 
.v.v.v.v.v.v.v.v 
v.v.v.v.v.v.v.v, 2.98 3.11 

What is the average life of mowing equipment 
used by your company ? 

How many mowers does your company current-
ly have in use? 
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TECHNICAL FEATURE 

FINE AND TALL 
There are certainly some disadvantages to consider when using tall fescue cultivars, 
but some of the newer fine-leaved tall fescues have some characteristics that may 

make them superior to other turf-type grasses for many applications. 

Tall fescue is a hardy grass that produces little 
thatch (Figure 1), has a tough leaf tissue, 
good wear tolerance, and adapts to a wide 
range of soil textures and pH. It grows well in 

sunny or moderately shady areas (Figure 2) and ranks 
ahead of other cool season species for summer heat 
and drought tolerance. During most Midwest sum-
mers, deep-rooted, green tall fescue cultivars stand 
out like a "sore t h u m b " next to elite, but dried-out 
Kentucky bluegrasses and perennial ryegrasses in non-
irrigated test plots in Columbia, Missouri. 

We have commonly recommended 'Kentucky 31' 
tall fescue in Missouri for use on lawns, school 
grounds, and athletic fields. With proper establishment 
and management procedures, we can grow an attractive 
turf with this old tall fescue workhorse. 

A fertile seedbed is important and should include 
ample phosphorus, potassium, and lime. For lawn turf, 
heavy seeding of about 8 pounds per 1,000 square feet 
is preferred to former pasture recommendat ions as low 
as 2 to 16 pounds per acre. The heavy seeding rate will 
result in a denser turf that helps to compensate for a 
lack of rhizomes and tillers. Also, competition between 
plants gives finer-textured leaves and a more pleasing 
turf appearance. 

Lighter seeding rates may be used where establish-
ment of a ground cover is the primary objective and 
turf appearance is of secondary importance. Yearly 
maintenance should include mowing turf to 2-1/2 to 3 
inches for lawns and fertilizing with 3 to 4 pounds 
nitrogen per 1,000 square feet per year, mostly in the 
fall, to promote tillering and to maintain density. 

There are some serious disadvantages to culturing 
'Kentucky 31, ' and they should not be overlooked. It 
tends to become clumpy and infested with other cool-
season grasses if it is not established and managed 
properly. Because it produces only occasional rhizomes 
(Figure 3) and lacks abundant tillers, tall fescue cannot 
compete with spreaders like Kentucky bluegrass. On 
occasion, it may be damaged by warm weather diseases 
like brown patch and Fusarium blight, especially if it is 
watered improperly and overfertilized. Also, its leaf 
texture, which is coarse compared to that of Kentucky 
bluegrass, is objectionable to some people. 

In 1979, 'Rebel ' tall fescue, a fine-leafed, rapid-
tillering cultivar, was introduced to the turf world. 
This has been followed by an array of fine leafed culti-
vars (Figure 4), many with similar vegetative charac-
teristics (Table 1). 

Introduction of the new tall fescues has brought a 
new dimension to use of this species for turf. Most of 
the new cultivars produce abundant tillers, one of 
several advantages over cultivars with fewer tillers like 
'Kentucky 3 1 \ For example, we recommend seeding 
'Kentucky 31' at about 8 pounds per 1,000 square feet. 

Figure I. Plug of five-year-old 'Kentucky 
31' tall fescue turf grass showing lack of 
thatch development. 

But some of our current 
studies (Figure 5) and 
the earlier research of 
Dr. C. Reed Funk and 
his associates suggest 
that newer cultivars like 
' R e b e l ' require much 
lower seeding rates com-
pared with 'Kentucky 31' 
to establish satisfactory 
turf. In fact, Funk and 
Johnson-Cicalese suggest 
tha t heav ie r seeding 
rates may lead to in-
creased disease incidence 
in a dense, overcrowded 
seedling turf. 

O u r o w n re sea rch 
during 1982-83 in the 
greenhouse and field sug-
gests that a 4 pound per 
1,000 square feet seeding 
rate for the newer tall 
fescue cultivars should 
be satisfactory for most 
u s e s ( B u r c h , 1984). 
Heavier rates of 6 to 8 
pounds per 1,000 square 
feet may be needed for 
early fall (October 1-15) seedings in areas like Missouri 
where there is a danger of frost heaving and desiccation 
of young seedlings in winter. In this situation, a denser 
turf cover will help to insulate the soil and reduce tem-
perature fluctuations which are more pronounced on 
bare soil. 

Our research also suggests that spring or late 
summer seedings may be preferred over fall seedings 
if frost heaving is a primary concern because seedling 
plants will be better established and more robust going 
into winter. The optimum seeding time in Missouri is 
about August 21 to September 1. This schedule allows 
the developing seedlings to avoid much of the summer 
stress but provides maximum time for establishment 
before winter if moisture is available. Seeding rates of 
less than 4 pounds per 1,000 square feet may suffice if 
turf is not subjected to wear for at least a year. 

Research by H.L. Portz (1984) of Southern Illinois 
University supports this observation. Most of the 
newer, rapid tillering cultivars in our tests were well es-
tablished one year after seeding in April or September, 
1983, at rates of 1 and 2 pounds per 1,000 square feet 
(Burch, 1984). These turfs were irrigated as needed to 
prevent dormancy, mowed at 2 inches, and they were 
given moderate rates of 2 to 3 pounds nitrogen per 
1,000 square feet per year. Spring-seeded plots re-
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Cultivar or Sponsor Cultivar or Sponsor 
Exper. Exper. 

Ky-31 Univ. of Ky. ISI CJ Interriti. Seeds 
Kenhy " Houndog 
Johnstone Brookston 
Rebel Loft's Seed TF 813 
Clemfine NK81425 Northrup King 
Syn Ga 1 O.M. Scotts NK82508 
KS 78 4 Willamette William Seed 
Arid Jacklin Seed Mer Fa 83 Barenburg Br. 
Barcel " Falcon E.F. Burlington 
Maverick Pickseed Adventure Warren's Turf 
Mustang Jaguar G. Williamson 
Apache Turf-seed 5GL Pureseed 
Olympic Finelawn I Finelawn Res. 
5L4 Tempo Ag. Services 
Festorina Western Seed Unknown — 

Note: These entries are being evaluated at most Agricultural Exper-
imental Stations throughout the country; additional cultivars have 
been developed since the test was initiated. 

Table I. 1983 National Tall Fescue Evaluation Test, Kit. Vernon (Southwest), Missouri. 

ceived broadleaf weed control treat-
ments during establishment to reduce 
plant competition in summer . 

What about heat and drought toler-
ance? One of our nonirrigated tall 
fescue management studies, mowed at 
2-1/2 inches, was subjected to ext reme 
heat and drought stress between July 3 
and September 8, 1984. Less than 2 
inches of rain fell during this interval 
and 1.4 inches of that total occurred 
during a thunderstorm in late August. 
Coarser cultivars like 'Kentucky 31' 
and 'Kenhy ' had a small advantage in 
color r e t en t ion as turfs entered 
dormancy in July, but the advantage 
lasted for only a few days (Hunt, 1984). 
Likewise, these cultivars had a small 
greenup advantage when ample rainfall 
returned in September (Table 2). Once 
again, the advantage was noted for only 
a few days. No effects of fertilizer treat-
ments, initiated in March, were ob-
served at this time. 

These initial observations suggest 
that the newer cultivars possess the 
good to excellent heat and drought 
tolerance which is typical of the species. 
Of course management , particularly 
nitrogen fertilization, and rainfall pat-
terns may affect the response of estab-
lished cultivars to heat and drought 
stress on a year-to-year basis. 

We also noted that 9-month-old culti-
var stands which had been inadvertent-
ly seeded at perhaps 1 to 2 pounds per 
1,000 square feet in a southwest Mis-
souri study survived the same ext reme 
summer conditions reported earlier for 
Columbia. Those established at es-
timated seeding rates of about 5 to 6 
pounds per 1,000 square feet often 
failed. Plants of the lower seeding rate 
had less competition and were more 
robust and presumedly better rooted 
than the finer leafed, more diminutive 
plants of the higher seeding rate. 

Cultivars in our irrigated (as needed) 
tall fescue management study were 
mowed one to two times per week at 
1-1/2 inches. Summer quality of most 
of the newer cultivars was generally 
good, even during periods of extreme 
heat stress in July and August. 

Fert i l ization procedures for the 
newer tall fescue cultivars are still a 
question. Our management studies and 
those of other researchers may give an-
swers on best rates and timing of fertili-
zer applications for these turfs. We be-
lieve that a moderate level of at least 2 
to 3 pounds nitrogen per 1,000 square 
feet may be needed to maintain satisfac-
tory tiller density. This is reinforced by 
obse rva t ions of non-irrigated tall 
fescue cultivars in southwest Missouri 
which were given an average of only 

1-1/2 pounds of nitrogen per 1,000 
square feet annually over the past four 
years (Wooley, 1984). Cultivar stands 
were thinned during this interval and 
plots are now about 40 to 80 percent in-
fested with fine leaf fescues (of the 
creeping red type) and common Ken-
tucky bluegrass (Table 3). 

Obvious uses for the new tall fescues 
include turfs for home lawns, commer-
cial buildings, and other lawn areas. We 
also receive questions from athletic 
field managers on the feasibility of 
using tall fescue for sports turf. 'Ken-
tucky 31' tall fescue has been a favorite 
in the Midwest for school fields because 
of its heat and drought tolerance and 
tough leaf tissue which resists wear. 
But a pure stand of 'Kentucky 31' will 
soon thin under moderate to heavy 

Figure 2. A 'Kentucky 31' bluegrass lawn at the Eisenhower Memorial Library, Abilene, Kansas. Figure 3. Experimental tallJescue rhizome development 
from University of Missouri testing. 

3 8 AUGUST 1985/ALA 



•M 
Figure 5. Effect of varied spacings of transp-
lanted 'Rebel' tall fescue on tiller development 
after a controlled six-week environment study. 
The weak seedlings on the right were spaced 
1/2-inch apart. Seedlings on the left were 
spaced 1 inch apart. Seedlings in the middle pot 
were spaced 3/4-inch apart. 

use. Newer cultivars produce an abun-
dance of tillers, as was mentioned ear-
lier, which suggests that they may 
recuperate more rapidly from wear 
stress on athletic fields compared with 
'Kentucky 31 \ Long-term observations 
of two soccer fields at the new St. Louis 
Soccer Park should provide good infor-
mation on the new fescues' potential. 
These fields were seeded at a rate of 
5 pounds per 1,000 square feet with a 
90 - 10 percent mixture by weight of 
two " n e w " tall fescue cultivars and two 
" improved" Kentucky bluegrass culti-
vars, respectively. Kentucky bluegrass 
was included because its underground 
rhizome system should add to the 
tur f s potential for recovery. 

The fields have held up well after 
three years of moderate use with the 
exception of the goal areas. These are 
difficult to sustain with any species. 
Management programs call for an 
annual overseeding, following aerifica-

Figure 4. University tests were performed to 
compare the textures of "improved" 'Houndog' 
tall fescue turf grass and Kentucky 31' tall 
fescue turfgrass. 

tion, with the same tall fescues used in 
the original planting. — John Fl. Dunn 
and Kenneth L. Hunt m 

The authors are Professor of F/orticulture 
and graduate student, respectively, in the 
Department of Horticulture, University of 
Missouri, Columbia, Missouri. 
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Texture Cultivars Density Entering Dormancy 
9 = best 

Green Up 

Kenhy 5.9 6.0 4.0 
Coarse Clemfine 7.0 5.0 3.8 

KY-31 7.0 4.7 3.6 
Less Maverick 7.4 3.6 2.7 
Coarse Marathon 7.7 4.3 2.5 

Falcon 7.8 3.3 3.1 
Rebel 7.8 3.3 2.9 
Houndog 7.9 3.3 2.9 

Medium Brookston 7.9 3.3 3.0 
Mustang 7.9 4.3 3.3 
Jaguar 7.9 2.7 3.5 
Olympic 8.0 3.3 2.8 

LSD at 5 percent 0.4 1.1 0.6 
Note: Higher rating for color retention of cultivars entering dormancy 

or greening up indicates better response to summer heat and 
drought stress. 

Table 2. Tall Fescue Management Study, non-irrigated, Columbia, Missouri, 19X4. 

Cultivar or 
Experimental 

(%) Cultivar or 
Experimental 

(%) 

Mo H-1 
Rebel 
Ky. 31 
NJ T-1 
Kenmont 
NK 5-30 
Ky. 31 

58 
53 
52 
51 
46 
45 
45 

MO H-2 
Galway 
G1-307 
MO PCTB 
5661-321 
MO 96 
Kenhy 

44 
41 
40 
36 
32 
28 
21 

LSD at five percent 21 
NOTE: Data was transformed according to the Arcsin method. 

21 

Table 3. Tall fescue component of turf after 4 years of low maintenance, Mt. Vernon (Southwest), 
Missouri, 19X4. 
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TECHNICAL FEATURE 

PATCHY 
PROBLEM 

Very little turf disease information is available about southern turf 
diseases, so Austin Hagan thought we might like to be enlightened 

to the plight of warm season grasses afflicted by patch diseases. 

Figure 2. Numerous blighted patches on zoysia grass turf beginning to merge together. Figure J. Broad leaf weeds often move into brown 
patch damaged turf. 
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B rown patch or Rhizoctonia blight, caused by 
the fungus Rhizoctonia solani, is an important 
disease of both cool and warm season turf-
grasses across the United States. In the deep 

south, this disease can cause real problems for 
homeowners and ground maintenance personnel on 
several warm season turfgrasses. St. Augustinegrass, 
centipedegrass, and zoysiagrass are usually hardest hit 
by brown patch. This disease is also found on common 
and hybrid bermudagrass. 

High maintenance turfs tend to be damaged most 
often by brown patch. Evidently, high nitrogen fertility 
levels, plus increased thatch accumulation, favors dis-
ease development. 

Symptoms of brown patch are not too difficult to 
identify. At relatively high cutting heights, circular 
brown spots which first appear only a few inches in 
diameter quickly expand in size (Figure 1). Weather 
permitting, these spots will merge, forming large ir-
regular patches of damaged turf (Figure 2). Wilting 
and collapse of St. Augustinegrass and centipedegrass 
foliage often gives these patches a sunken appearance. 

A border of dark green wilted plants, called a smoke 
ring, is rarely seen on warm season turfgrasses. Dam-
aged turf may begin to recover as conditions become 
favorable for further spread of brown patch. Regrowth 
of the damaged turf often begins in the center of the 

Symptoms of Rhizoctonia blight or 
brown patch are not too difficult to 
identify. At relatively high cutting 
heights, circular brown spots are only 
a few inches in diameter at first, then 
they quickly expand into large brown 
patches. 

patches resulting in a ring or frogeye pattern. It is not 
unusual for weeds to move into an area severely 
thinned by brown patch (Figure 3). 

Damage to individual plants is usually restricted to 
the foliage. Leaves attacked by the fungus first become 
water-soaked, wilt, and finally turn brown. On some 
broad-leafed turfgrasses, distinct tan-colored leaf spots 
surrounded by a gray-green, water-soaked margin are 
sometimes found. If the fungus moves into the crowns 
or stolons, large areas of turf may be killed. 

Brown patch is often considered a hot weather dis-
ease. On cool season grasses, this disease is usually 
found during the summer months. However, brown 
patch is rarely a problem at this time of year on warm 
season turfgrasses. Disease development on zoysiag-
rass and centipedegrass occurs in the late spring and 
fall during periods of wet, overcast weather. Damage is 
often heaviest after several days of showers at tempera-
tures of 70 to 80 degrees Fahrenheit. In humid coastal 
areas, it is not unusual to find brown patch during mild 
winter weather on St. Augustinegrass and centipedeg-
rass lawns. 

Recently, a second disease called yellow patch 
caused by another Rhizoctonia species, R. cerealis, has 
been identified. This disease has been reported on ber-
mudagrass and zoysiagrass following cool wet weather 

in North Carolina and Arkansas. However, bluegrass 
and bentgrass appear to be more important hosts of 
this disease. 

The severe foliar blighting normally associated with 
brown patch is not found on yellow patch-damaged 
turf. Individual leaves turn yellow, but often are not 
killed. Damage appears as circular yellow to tan spots, 
0.5 to 2 feet in diameter somet imes surrounded by a 
thin brown band of dead plants in late winter or early 
spring. A frogeye or doughnut pattern often is found as 
the turf begins to recover. Symptoms usually disappear 
as growth resumes in the spring. 

MANAGEMENT PRACTICES. Nitrogen fertility 
levels have a t remendous impact on brown patch. High 
levels of nitrogen stimulate the production of soft, suc-
culent leaves that are very susceptible to attack by R. 
solani. To help prevent brown patch outbreaks, low 
rates of nitrogen fertilizers should be applied monthly 
to bi-monthly through the growing season to maintain 
slow, even turf growth. Avoid fall nitrogen applications 
on St. Augustinegrass or centipedegrass to reduce the 
risk of a brown patch outbreak during the winter. In ad-
dition, phosphorus and potash fertility levels should be 
maintained according to soil test results through the 
growing season. 

The availability of moisture also plays an important 
role in brown patch development. Good drainage is 
needed to remove excess water from the turf. To 
speed evaporation of water from the foliage, prune 
shrubs and trees to reduce shade and improve air 
movement . On disease-prone turf, dew may be re-
moved each morning by dragging a pole or hose across 
the turf. Finally, irrigate turf at mid-day to minimize 
the period of time the foliage remains wet. 

Thatch often harbors many disease-causing fungi, 
including R. solani and R. cerealis. Yearly verticutting 
or core aerification is needed, particularly on high 
maintenance turfs, to prevent a thatch buildup and 
some problems with both brown patch and yellow 
patch. 

CHEMICAL CONTROL. The occurance of brown 
patch is often so sporatic that regular fungicide applica-
tions, especially to most home lawns and other low 
maintenance turfs, are often a waste of time and 

Common Name 
Rate 

oz/1000 ft2 
Spray Interval 

(Days) 
Anilazine 50W 4-8 7-14 
Benomyl 50W 2 5-14 
Chlorothalonil 40.4f 3-11 fl oz 7-10 

75W 4-8 7-10 
29.6F 4-16 fl oz 7 
11.2F 12-24 fl oz 7-10 

Cycloheximide + Thiram 2-4 3 - 1 0 " 
(0.75 + 75W) 

Cycloheximide + PCNB 6 3 - 1 4 " 
(1.3 + 75W) 

Fenarimol 50W 0.4-0.8 5-14 
Iprodione 50W 1.5-2.0 14-28 
Maneb + Zinc Ion Complex 80W 4-8 7-14 
Thiophanate-Methyl 50W 2 5 -14 " 
Thiophanate-Methyl + Zinc 3 5 - 1 4 " 

Ion Complex 15:60W 
Triademifon 25W 1-2 7-21 

*Sold under different trade name by several formulators. 
"Fo r use on St. Augustinegrass and bermudagrass only. 

Table 1. Common names of some fungicides registered for brown patch control 
on warm-season turfgrasses. 
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Unless You're Mowing For Exercise 

MOW WITH 
YOUR 

FINGERTIPS 

Just One 
Hand! 

DON'T WALK, RIDE A WALKER! 
LAWN MAINTENANCE OPERATORS ARE DISCOVERING THE WALKER MID SIZE RIDER REPLACES 

COMMERCIAL WALK-BEHIND MOWERS FOR MOWING AND TRIMMING LANDSCAPED AREAS. 

FAST: Does two hours work in one 

COMPACT: Fits into tight areas—eliminate follow-up trimming 

COMFORTABLE: Operator mows relaxed all day long—one hand steers and maneuvers with no gear 
shift or foot pedal required 

BEAUTIFUL: Delivers well groomed lawn with powerful built-in vacuum and grass catcher 

Call or write for a color brochure and name of your distributor. Ask for a demonstration. 

Walker Mfg. Co., 1839 E. Harmony Road, Fort Collins, CO 80525 • (303) 226-1514 

Write 67 on reader service card 

A Creative Method To A Beautiful Lawn 
Feldmann POWER 
LAWN AERATOR 
Quickly aerate your lawn wi th the l ightweight, 
portable, easy to use walk behind aerator/slicer. 
Available in 151/2 " and 25" swaths. 
Maneuverable for hard to reach places, around 
contour beds and close to bui ld ings and walk-
ways. For professional results use the aerator 
lawn-care specia l is ts use. Your lawn wi l l be the 
envy of the neighborhood. — ^ t 

OPTIONAL: 
Til ler t ine kit for 151/2 " aerator model. 

Feldmann 
Engineering & Manufacturing Co., Inc. 

P.O. Box 153, Sheboygan Falls, Wl 53085 
Telephone 414/467-6167 

Call or write for details: 
Please send more information on the POWER LAWN 
AERATOR. 
Name 
Address 
City .State, - Z i p . 

money. The regular use of fungicides 
should be limited to high maintenance 
commercial turfs or home lawns pre-
viously damaged by brown patch. Pre-
ventative fungicide treatments need 
only be applied when weather condi-
tions favor rapid spread of brown patch. 
Fungicide applications should be made 
at 10-21 day intervals, depending on 
the product selected, until conditions 
no longer favor disease development. 
If brown patch does appear, shortening 
the spray interval between fungicide ap-
plications should slow further spread. 

A curative spray program is the best 
way to take care of brown patch on 
most home lawns. Fungicide applica-
tions should begin as soon as disease 
symptoms appear and continue until 
the turf recovers. Such a program must 
be started as soon as symptoms are 
found to avoid serious damage. For ef-
fective control, apply fungicides several 
times at full label rates at five to seven 
day intervals. Additional preventative 
treatments may be needed during 
mild, wet weather to stop further dis-
ease outbreaks. 

A wide variety of fungicides with 
good activity against brown patch are 
on the market (Table 1). Chipco 
26019® and Bayleton®, with their long 
residual activity, are excellent pre-
ventative treatments on lawns main-
tained by professional lawn applicators 
where frequent fungicide applications 
are impossible. Benomyl and chlorotha-
lonil, which are sold by most garden 
centers have the best combination of 
efficacy and residual activity against 
brown patch of fungicides available to 
homeowners. 

Not all formulations of benomyl may 
be legally used on home lawns. 
Benomyl, sold under the trade name 
Tersan 1991 can be used only on golf 
courses, athletic fields, and commercial 
turfs. Several specialty products compa-
nies market benomyl for the homeow-
ner market. Use of fenarimol is also 
limited to golf courses, athletic, and 
commercial turfs. Cycloheximide plus 
t h i r a m , c y c l o c h e x i d e P C N B , 
thiophanate-methyl, and thiophanate-
methyl plus maneb plus zinc iron com-
plex are not cleared for use on zoysiag-
rass or centipedegrass. The remaining 
fungicides listed in Table 1 can be used 
on all warm season turfgrasses without 
any additional restrictions. 

Since symptoms of yellow patch usu-
ally disappear by spring, fungicides 
should rarely be needed. To date, field 
trials have failed to identify a fungicide 
that specifically has good activity 
against this disease. Fungicides recom-
mended for brown patch should pro-
vide effective control if a spray program 
is necessary. — Dr. Austin Hagan • 

The author is Extension Plant Pathologist 
at Auburn University, Alabama. 
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TECHNICAL FEATURE 

TOXICITY 
AND YOU 

The aLD50"concept, and 
pesticide toxicity in general, is one 
of the most misunderstood topics 

in the lawn care industry. Dr. 
Patricia Vittum clears up some of 
the confusion in this informative 

article. 

in the past 20 years, ever since 
Rachel Carson's Silent Spring, 
more and more attention has been 
paid to pesticide toxicities to the 

user and non-target organisms. There 
are three basic ways by which a person 
or other non-target organism can come 
in contact with a pesticide. Each of 
these methods of exposure presents its 
own hazards. 

Oral exposure occurs when a pesti-
cide is eaten or drunk, generally by acci-
dent. Ingestion of a pesticide usually is 
more dangerous than simple skin con-
tact, because the chemical gains rapid 
access to the body, passes through the 
digestive tract lining, and interferes 
with the nervous system. Most inges-
tion accidents can be avoided by 
making sure that all pesticides are 
stored in their original containers, 
clearly marked as poisons, and kept in a 
secure place. Some chemicals may be 
ingested if the applicator does not wash 
his hands, face, and clothes thoroughly 
after using a pesticide. 

Dermal exposure, in which the pesti-
cide comes in direct contact with the 
skin of the applicator (or child or pet) is 
perhaps the most common method of 
accidental exposure to pesticides. If the 
applicator is not careful while mixing, 
handling, or applying pesticides, chemi-
cals can be spilled on the skin and ab-
sorbed into the body. If pets or children 
are allowed to play on a treated lawn 
immediately after an application, 
before a liquid application has been al-
lowed to dry or before a granular appli-
cation has had a chance to work its way 
into the thatch, the pets or children 
may come in contact with a small 
amount of pesticide. 

However, the formulations of pesti-

cides generally used on home lawns 
make the possibility of acute poisoning 
very unlikely. Nevertheless, dermal 
exposure remains a very common 
route of pesticide entry into the body 
and proper precautions must be taken 
to avoid poisoning accidents. 

Respiratory exposure occurs when 

aspects of pesticide use is the prepara-
tion of any pesticide in the spray or 
spreader equipment. Dusts and wetta-
ble powders have very fine particles 
which are readily suspended in air and 
emulsifiable concentrates often release 
fumes during mixing. Even granular 
formulations may release fine dust 
particles during the process of filling 
the spreader. Therefore, respirators 
should always be used as a general pre-
caution whenever mixing or preparing 
any pesticide for application. 

Most chemicals, including pesticides 
and household chemicals, are toxic to 
humans if encountered in sufficient 
amounts. Chemicals differ only in their 
relative ability to harm humans and 
other non-target organisms. Toxicity 
may be acute, in which case a single 
exposure of sufficient magnitude in-
duces poisoning symptoms, or chronic, 
in which case a series of relatively low 
doses accumulates over time to induce 
poisoning symptoms. Because of limita-
tions in laboratory facilities and tech-

Every pesticide applicator should be familiar with the 
signal words of all the materials he uses. Whenever two 
pesticides are equally effective against a pest, he should use 
the pesticide which is less toxic, or the one which carries 
the less stringent signal word. 

the fumes or vapors of a chemical are 
inhaled. Respiratory exposure usually 
can be avoided by using a properly 
maintained respirator whenever apply-
ing pesticides, especially in poorly ven-
tilated areas. One of the most hazardous 

niques, chronic toxicities are very diffi-
cult to quantify. However, acute toxici-
ties, based on single doses of varying 
amounts of the chemical in question, 
can be established for most materials. 

The term "LD50" is used to define 
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toxicity. The LD50 is the amount of 
chemical that will kill half (50 percent) 
of the animals tested (Lethal Dose 50 
percent). Obviously, the government 
frowns on conducting potentially lethal 
tests on people, so tests are conducted 
on large numbers of laboratory rats or 
rabbits. Several doses or rates are 
tested to get a range of responses. 

To illustrate the concept of LD50, 
consider this example. A laboratory has 
500 white rats, each of which weighs 1 
pound. The laboratory wishes to test 
the toxicity of a given chemical. The 
rats are divided into five groups, with 

at this rate died. It usually takes more 
chemical to kill a large rat than a small 
rat (and, similarly, it usually takes 
more chemical to poison an adult than 
a child), so the laboratory conducted a 
similiar test using 2-pound rats and 
found the LD50 to be 2 teaspoons per 
2-pound rat. 

Scientists collect as much data as 
possible on several different kinds of 
laboratory animals and extrapolate this 
data to predict human responses to the 
chemicals being tested. In the example 
discussed here, the laboratory would 
reason that an LD50 of 1 teaspoon per 

The term "LD$o"is used to define toxicity. The LD50 is the 
amount of chemical that will kill half (50 percent) of the 
animals tested (Lethal Dose 50 percent). The essential 
concept to understand is: the lower the LD50, the less 
chemical is needed to kill an organism. Therefore, the 
lower the LD50, the more toxic the chemical 

100 rats in each group. Each rat in 
Group A is fed 1/4-teaspoon of the 
chemical , Group B receives 1/2-
teaspoon per rat, Group C receives 1 
teaspoon per rat, Group D receives 2 
teaspoons per rat, and Group E receives 
4 teaspoons per rat. The rats are left in 
their cages for 48 hours, after which the 
researcher counts the number of dead 
rats. The results are shown in Table 1. 

In this example, the LD50 for this 
chemical was 1 teaspoon per 1-pound 
rat, because half of the animals tested 

1-pound rat or 2 teaspoons per 2-pound 
rat implies an LD50 of 150 teaspoons 
for a 150-pound man. These figures 
cannot be confirmed scientifically be-
cause the government and society will 
not allow laboratory tests involving 
potentially lethal chemical exposures to 
be conducted on humans, but the fig-
ures can be used as guidelines. 

Similar laboratory tests are conduct-
ed on test animals in which the chemi-
cal in question is applied at varying 
doses to the skin of test animals. The 
response of the animals to this dermal 
exposure is recorded in the exact same 
manner as the oral exposure, and an 
acute dermal LD50 can be determined. 
Oral and dermal tests are conducted 
using technical grade ( "pure" ) material 
as well as the pesticides as they will be 
formulated for marketing. Sometimes 
the dermal LD50 of a formulation will 
be listed as "2 ,000mg/kg ," which is 
read "greater than 2,000mg/kg." In 
these cases, an exact number is not ob-

Group 
Chemical/ 
Rat 

Number Dead 
After 48 Hours 

A 1/4 tsp 12 
B 1/2tsp 24 
C 1 tsp 50 
D 2 tsp 74 
E 4 tsp 93 

Table I. 

Acute LOso (mg/kg) Probable lethal Signal 
Category How Toxic? Oral Dermal oral dose/man Word 

I extremely 0-50 0-200 a taste to a DANGER-POISON 
teaspoon (skull and 

crossbones) 
II very 51-500 201-2,000 1 teaspoon to WARNING 

2 tablespoons 
III moderately 501-5,000 2,001-20,000 1 ounce to CAUTION 

1 pint 
IV slightly over 5,000 over 20,000 1 pint to CAUTION 

1 quart 

Table 2. 

tainable because the material, as for-
mulated, cannot be applied in sufficient 
quantities to the body surfaces of the 
test animal to kill it. 

By convention, LD50S are expressed 
in metric terms, in milligrams of chemi-
cal per kilogram of body weight of the 
animal tested (mg/kg.) A kilogram 
weighs 2.2 pounds, so an average man 
weighs 70 kilograms (154 pounds.) A 
chemical which has an oral LD50 of 
1 mg/kg would therefore have an oral 
LD50 of 70 milligrams per average 
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man, which is roughly equivalent to the 
weight of 1/15 of a paper clip. 

The essential concept to understand 
is: the lower the LD50, the less chemi-
cal is needed to kill an organism. There-
fore, the lower the LD50, the more 
toxic the chemical. 

Most laboratory studies of LD50 
determine the acute toxicity of a mate-
rial, or the effect of a single dose or 
exposure on a test animal. Information 
on chronic toxicity is much more diffi-
cult to obtain. This is unfortunate be-

cause most pesticide handling problems 
involve a series of exposures, perhaps 
over a period of several weeks or 
months, to small amounts of a pesticide 
rather than a single large dose. Howev-
er, the acute oral and dermal LD50S do 
provide a guideline to relative toxici-
ties. In general, those materials which 
are most toxic in a single dose are also 
most apt to be toxic when the handler 
is exposed to a series of small doses. 

The pesticide applicator can use the 
signal word for a pesticide as a guideline 

to its acute toxicity. The federal govern-
ment has established four classes of 
toxicity for pesticides, summarized in 
Table 2, and assigned signal words. The 
pesticide label must include the ap-
propriate signal word, which indicates 
the relative toxicity of the pesticide as 
it is formulated. Remember that the 
signal words are based on the formula-
tion. In the case of emulsifiable concen-
trates (ECs) and wettable powders 
(WPs,) these materials are further 
diluted in water before they are applied 
to a lawn, reducing the toxicity of the 
material. 

Most ingestion accidents 
can be avoided by storing 
pesticides in their original 
containers, clearly marked 
as poisons, and kept in a 
secure place. 

Every pesticide applicator should be 
familiar with the signal words of all the 
materials he uses. Whenever two pesti-
cides are equally effective against a 
pest, he should use the pesticide which 
is less toxic, or the one which carries 
the less stringent signal word. Remem-
ber that applications of pesticides to 
home lawns carry a greater risk of expo-
sure to people and pets than does simi-
lar applications to commercial vegetable 
or fruit settings, because homeowners 
use their lawns for a variety of recrea-
tional activities. Thus, if all other fac-
tors are equal, opt for the material 
which is less toxic to you, the homeow-
ner, and pets. — Dr. Patricia J. Vittum • 

The author is an entomologist at the Uni-
versity of Massachusetts at Amherst. 
Much of the information contained in this 
article appeared first in Entomology, Bul-
letin Number 3, "Pesticides: Toxicity to 
Humans, " prepared for licensed pesticide 
applicators in Massachusetts. Single 
copies may be obtained by sending a 
stamped, self-addressed envelope to the 
author: Dr. Patricia J. Vittum, University 
of Massachusetts, Suburban Experiment 
Station, 240 Beaver Street, Waltham, 
MA 02254. 

For further information on toxicology and 
chemical safety, a plain-language guide, 
titled "The Dose Makes the Poison," is 
available from California Farmer Publish-
ing Company. Author M. Alice Ottoboni, 
Ph.D., teaches people about toxicity and 
how to work safely with the chemicals they 
handle in her soft-cover book ($9.95). For 
copies: write California Farmer Publishing 
Company, 83 Stevenson Street, San Fran-
cisco, California 94105. 
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BUSINESS FEATURE 

HOW TO RING 
UP SALES 

With the rising costs of direct mail promotions and 
personal sales calls, telemarketing is becoming 

increasingly more popular. Once you understand 
proper telephone technique, you 11 be able to implement 

a successful telemarketing program. 

Every month 
when your 
phone bill 
arrives, it 's 

natural to look at 
your telephone and 
grimace. But instead 
of viewing your tele-
phone as just another 
b u s i n e s s expense , 
use it as a marketing 
tool and start ringing 
up sales! 

Between 1970 and 
1980, the cost of personal selling tripled. With the es-
calating prices of postage, paper, and printing, the cost 
of direct mail is also skyrocketing, causing more lawn 
care businessmen to consider telemarketing as a 
means of selling their service. 

And telemarketing can be a viable tool — if a proper 
program is implemented utilizing effective telephone 
technique. To understand the importance of correct 
telephone technique, you first must understand what 
telephone communication implies. 

The person speaking with your salesperson is de-
prived of four of his five senses. He must rely on his 
sense of hearing, so his imagination works overt ime to 
develop an image, which increases chances of misinter-
pretation of output. This is especially important when 
you consider' that a person's first direct contact with 
your company is often by telephone, that first impres-
sions often are lasting, and that you have only one 
chance to make that first impression. 

If an organization offers services which are difficult 
to find, it has little to worry about in terms of image. 
However, given the competition in the lawn care in-
dustry, the amount of ground work that is carried out 
by telephone, and the undeniable importance of first 
impressions, it becomes obvious that correct telephone 
technique is essential. 

EFFECTIVE TECHNIQUE. So let 's talk about 
what makes good telephone technique, whether you ' re 
placing or receiving calls. If you ' re answering a call, 
make sure you pick up the phone promptly. Do not 
allow the phone to ring more than two or three times, 
because delays in answering can create an image of con-
fu s ion , neglect , or a generally unprofessional 

atmosphere. 
Once you pick up the phone, avoid carryover of con-

versation or mood. Carryover of conversation refers to 
someone ' s finishing a conversation or comment while 
lifting the receiver, so the first thing the caller hears is 
something like "...and have it taken care of today. 
Hello." This is irritating and unsettling to the caller. 
Carryover of mood is often worse. It occurs when 
something has aggravated a person immediately prior 
to his answering the phone, resulting in a terse 
"Hel lo ." That ' s not the kind of tone that will stimulate 
new business. 

It 's important for you to make the person you ' re 
talking to feel comfortable and welcome. Your voice 
should be clear and exude a cordial, competent , com-
posed personality. If another call should interrupt your 
conversation, politely ask the first caller for his permis-
sion to be placed on hold and return promptly. 

If you are expecting someone to return your call, 
don ' t leave the telephone unattended. Again, a nega-
tive image is created when a customer hears endless 
ringing at his end of the line. Answering machines may 
be impersonal, but appropriate if you are unavailable 

Sixty-three percent of all sales are 
made after the fifth rejection, and 75 
percent of all salesmen quit after the 
first "no.99 That explains why 25 
percent of the sales force often gets 95 
percent of the sales. 

to answer your phone. 
BE PREPARED. Prior to placing a telephone call, 

you should have in front of you the name of the party 
being called, the complete telephone number being 
dialed, an outline or checklist of points to be covered 
during the call, and reliable writing implements and 
paper. If you are not prepared and you constantly have 
to put a person on hold to find information relative to 
the call, you portray an unorganized image which can 
be interpreted as an attitude of indifference. And who 
wants to purchase service from someone who doesn' t 
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care? 
Minimize any background noise, such as loud 

music, voices, paper rustling, or running water. These 
distractions not only cause you to lose focus of the 
caller, but it often makes it hard for the person you ' re 
talking with to hear, too. 

The telephone especially amplifies sounds made 
from smoking, chewing gum, or eating. Never place a 
call with anything in your mouth. And to guarantee 
your voice is heard clearly over the phone, speak 
directly into the mouthpiece. 

Unless you are making a conference call, do not use 
a desktop amplifier/microphone that enables you to 
speak and listen without using the receiver when 
making sales telephone calls. In some cases, people 
sound as if they are speaking from the bottom of a 
well. In addition, it may inhibit the other party from 
speaking since he knows his conversation is not totally 
confidential. If for some reason you need both of your 
hands to be free while making a call, consider using a 
head set or a shoulder rest. At any rate, the phone 
should be held securely so the receiver does not fall. 

HOW TO TALK. When talking to potential cus-
tomers over the phone, speak in a normal, conversa-
tional manner. If you speak too quickly, it sounds like 
you ' re mumbling; speaking too loudly sounds like 
shouting. A composed voice is essential for reflecting a 
business-like manner. And while you ' re trying to 
sound interested and excited about your service, don ' t 
overdo it. Artificiality is often conveyed by over-
cheerfulness or overconcern, which can create an 
image of being false, hence, creating distrust. 

Prior to closing a call, double check all information 
the caller gave you with him. For example, if you 've 
asked him information regarding the size of his lawn or 
the number of trees and ornamentals on his property, 
repeat those figures to verify their accuracy. Repeat 
spellings of names, phone numbers, addresses, and 
any other data that could easily be misinterpreted. 

When you complete your call, hang up gently. And 
refrain from making any comments about a caller im-
mediately after your conversation ends. On occasion, a 
person with this habit will make a comment before he 
cradles the telephone receiver completely and the cus-
tomer may overhear. If derogatory statements are 
made, it probably will affect the potential sale. 

If you need to call a customer back with information, 

for instance if he wants a quote on service cost and you 
need some time to calculate his request, make sure 
you return the call exactly when you told him you 
would, if only to tell him the information he wants is 
still unavailable. By doing this you express concern, at-
tention to detail, and other positive attributes which 
suggest your firm is a good one to do business with. 

When using your telephone as a marketing tool, you 
should critically evaluate the advantages and disadvan-
tages of selecting discount phone service. Several 

It's important for you to make the 
person you 're talking to feel 
comfortable and welcome. Your voice 
should be clear and exude a cordial 
competent, composed personality. 

companies offer long-distance services at rates lower 
than those of Ma Bell's. However, the quality of some 
of the connections is often poor a good percentage of 
the time. Quality communication is as important a con-
cern as cost. If, for whatever reason you find it not 
worthwhile to pay for top-of-the-line phone service, at 
least be willing to pay more than the cheapest rate if 
lowest cost gives consistently low quality. 

When used creatively, your telephone can be a 
powerful business tool. As far as cost effectiveness, a 
telephone salesperson can average between 600 and 
700 more direct contacts by phone than by in-person 
visits. This is a big advantage for businesses with many 
small accounts. 

PLAN A PROGRAM. But before eagerly ringing 
up potential customers, take some time to review the 
four steps essential to a successful telephone sales cam-
paign, as cited by /ndustrial Marketing magazine: 

• Target your audience. The contact list is one of the 
most important components of a telephone marketing 
effort; it 's responsible for 60 percent to 70 percent of 
your campaign's success. The lawn care operator 's best 
bet for developing this list is to contact customer refer-
rals and homeowners living within a three- or four-
block radius of current customers. 

• Fine tune the sales pitch. Write a script that covers 
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One of the most effective selling techniques is the ability to 
ask questions. The first rule of human communication is: 
People prefer talking to listening. They like to answer 
questions. And as the salesperson, questions allow you to 
retain the initiative in the discussion. 

all pertinent sales points clearly and 
concisely. Anticipate questions and be 
prepared to provide the appropriate 
answers. 

• Train your salespeople. Make sure 
your staff knows the script or the pre-
sentation format. Ad-libbing often 
wastes time and steers the conversation 
off track. 

• Analyze your results. One of the 
benefits of the telephone is the imme-
diacy of results — people either buy or 
they don't . If you discover there is a 
problem with your script, you can 
ammend it quickly to be more effective. 

One of the most effective selling 
techniques is the ability to ask ques-
tions. The first rule of human com-
munication is: People prefer talking to 

listening. They like to answer questions. 
And as the salesperson, questions allow 
you to retain the initiative in the discus-
sion. You have control of the 
conversation. 

Questioning makes you appear a 
pleasant and interesting person, based 
on the principle that people prefer talk-

ing to listening. It also allows you to 
adapt your conversation and modes of 
expression to the characteristics of the 
person you are talking to. 

Questions clarify and elaborate, and 
they can be used to establish commit-
ment, which is exactly what you are 
seeking when you call a homeowner to 

AN INDUSTRY PERSPECTIVE 

Some of the biggest consumer frauds in history 
have been perpetrated through the use of direct 
mail. We're all familiar with them — land scams, 
nationwide raffles, and the like, says Marty Er-

baugh, President of Lawnmark, Peninsula, Ohio. Howev-
er, that doesn't stop many lawn service businessmen 
from using direct mail or make them feel uncomfortable 
with it. 

On the other hand, most lawn care operators are not fa-
miliar with telemarketing. "They have not used it and are 
not comfortable with it. As a result," he explains, "some 
people believe the use of the telephone is, per se, unethi-
cal." Erbaugh takes a different stand. He views these 
marketing tools as two different ways of communicating, 
each possessing its own advantages and disadvantages. 

Longer, more graphic, and complex messages can be 
conveyed with direct mail advertisements. The recipient 
of the message can peruse the information at his leisure; 
however, the call to action is somewhat passive. With tele-
marketing, a direct message can be communicated in-
stantly from one human voice to another and the call to 
action tends to be more active. 

"Regrettably," notes Erbaugh, "telemarketing gets a 
bad name for the wrong reasons." For example, he says, 
some lawn care companies do not follow through with the 
quality of service they promise customers. "If that compa-
ny tends to be a non-user of telemarketing, the industry 
perceives their problems to be production-oriented. If, 
however, that company utilizes telemarketing, their prob-
lems are considered a function of the way they market. 
While there are obviously interconnects between market-
ing and production," Erbaugh says, "failure to give ade-
quate service to sold accounts is fundamentally a 
production/service-related issue, not a function of the 
selected communications tool in the marketing context." 

Many firms throughout the country will use telemarket-
ing as a tool for prospecting and getting new leads. Others 
will utilize the phone to give cost estimates for their lawn 
service. "Now from a big picture standpoint, I can't see 
anything unethical about that ," explains Erbaugh. "Many 
industries have been doing this for years." 

The problems and ethical skepticism associated with 
telemarketing arise when users begin "lowballing" and do 
not keep promises made. "If a company calls my $40-
per-service account on the phone, sells them service at 
$18, has figured a way to make a profit, retains accounts, 

and can satisfy that customer," Erbaugh says, "I say more 
power to them." 

However, when a phone salesman calls a consumer and 
promises five treatments using 50 percent sulfur-coated 
urea, three treatments of broadleaf weed control, two 
preemergent treatments, two insecticide treatments, and 
balanced fertilizer at $18 per treatment, and he doesn't 
even know what chemical is in his tank, let alone have a 
drop of preemergent in his warehouse, a dissatisfied cus-
tomer is created, Erbaugh analogizes. Consequently, a 
perception is formed by the consumer that the lawn care 
industry is nothing but "a bunch of bandits." 

"To one extent or another, the consuming public per-
ceives us as generic," Erbaugh says. "Thus, the failures 
and shortcomings of one reflect on us all." 

Despite any ill feelings toward telemarketing by the 
public, Erbaugh thinks the sales tool will become more 
popular. He believes the lawn care industry is "divorcing" 
itself from the measuring wheel and other techniques 
used in pricing service, and will use telemarketing 
"simply to make it more convenient for the customer to 
buy." 

If Erbaugh's predictions are right, it sounds like all lawn 
care businessmen should have a vested interest in public 
attitudes on telemarketing. The communication tool you 
select is not the key, Erbaugh says. It's delivering what 
you promise. — Vivian Fotos 
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cont rac t with your lawn service 
company. 

The important thing to remember 
about telemarketing, and selling in 
general, is that you must be persistent. 
Don ' t get discouraged when rejected. 
Every day thousands of sales are made 
to people who, when first asked to buy, 

said " n o . " 
An objection should not be consid-

ered the end of an unsuccessful contact, 
but merely as a roadblock which must 
be cleared away. Sixty-three percent of 
all sales are made after the fifth rejec-
tion, and 75 percent of all salesmen 
quit after the first " n o . " That explains 

why 25 percent of the sales force often 
gets 95 percent of the sales. • 

The preceding article was excerpted and 
adapted from The PMA Guide to Effec-
tive Telephone Technique, published by 
the Property Management Association of 
Metropolitan Washington. 

TELEMARKETING ETIQUETTE 

Emily Post would probably agree whole-heartedly 
that common courtesy on the phone is as impor-
tant to success as it is in face-to-face encounters 
— perhaps even more so. Customers like to do 

business with people who treat them pleasantly and 
courteously. Below are some tips from Ohio Bell's "Tele-
marketing: Solving Business Problems Profitably" book-
let, which will help you polish your telephone manners. 

YOUR CUSTOMER IS IMPORTANT. No one 
likes to have their name repeatedly mispronounced or 
misspelled, so make sure you get the person's name when 
you speak with him and write it down correctly. In your 
personal records, you can note how the name is spelled 
and how it sounds. For example: DuBois ("Due-Boys" or 
"Due-Bwaa") . Once you know the cus tomer ' s name, use 
it occasionally in the course of conversation to personalize 
your dialogue with him. 

Listen carefully to your customer. By taking notes, you 
will remember selective important points. Also, an occa-
sional "yes , " "I see , " and " u h - h u h " tells him you are 

with him and compels him to continue speaking. Remem-
ber to understand your cus tomer ' s point of view, rather 
than always wanting to defend your standpoint. 

A WORD ON HOLDING. When you must put your 
customer on hold, ask for his permission and wait for his 
reply. Excuse yourself when leaving the phone, then 
make sure you use the hold button or switchook hold. 
Never lay down an open receiver. You don ' t want to risk 
the customer overhearing an embarrassing comment . 

Don ' t leave the customer on hold for long periods of 
time. Check back with him every 30 to 60 seconds to 
assure him he ' s not being neglected. And when you 
return, thank the customer for waiting. 

BE PREPARED. Have an adequate supply of paper, 
order forms, pencils, price lists, catalogs, and special sale 
information at your desk before you pick up the tele-
phone. Also, keep a checklist of necessary information to 
remind yourself to be thorough. 

When you 've finished your conversation, thank the 
customer for his time. Let him hang up first, then gently 
hang up your receiver. 

For complete 
ground maintenance 

control 
For complete ground maintenance 
control, consult our General Catalog. 
We sell over 2,000 tools, equipment 
and supplies aimed at servicing the 
professional groundskeeper. For a free 
copy of our catalog, cal l or wri te your 
nearest Ben Meadows location. 

• Sprayers • Soil Samplers 
• Fertil izers • Herbicides 
• Winches • Soil Test Kits 
• Nursery & Landscaping Tools 
• Tree & Seed Planting Equipment 
• Tree Markers, Paint & Accessories, 

and much more! 

Western Division 
1-800.547-8813 
incl. AK & HI 
In Oregon 
1-800-452-9010 
In Eugene 
(503) 344-5468 

Headquarters 
1-800-241-6401 

In Georgia 
1-800-241-3136 
In At lanta 
(404) 455-0907 

Equipment Supplier to Professionals Throughout the World 

Ben/Meadows Company 
5050B 

3589 Broad Street 
Post Ottice Box 80549 

TN Atlanta (ChamWee), Georgia 30966 

2601 B West 5th Avenue 
Post Office Box 2781 
Eugene. Oregon 97402 

The Original ¿r 
Imler Measuring Wheel 
FOR ACCURACY AND 
DURABILITY 
FOOT AFTER FOOT... 
MILE AFTER MILE... 
YEAR AFTER YEAR! 

Top quality materials anq^construction distinguish the 
Imler Measuring Wheelffrom all the look-alikes on the 
market. Today, more than 7,000 lawncare specialists can 
attest to the durabilit^Snd accuracy of the Original Imler 
Measuring Wheel. 

• Selected by Chemlawn for its service 
crews nationwide 

• Backed with a one-year guarantee on all 
parts 

• Quantity discounts available 

• Very prompt delivery 

For more information call or wnte 

IMLER 
INDUSTRIES (Q INC 
Dennis Imler 
1117 Broadview Ave Columbus. Ohio 43212 
(014) 466-9066 

Write 46 on reader service card 

Wr wice card 
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PRODUCTS 

The Redi-Ramp steel bi-fold 
platform has been introduced 
by Metco, Inc. The ramp fast-
ens to the truck frame and 

folds into the position of the pickup tail-
gate. Redi-Ramp is capable of handling 
up to 1,300 pounds. A latch locks the 
ramp into the transport position. Its 
grated deck allows air to flow through 
for better gas milage and visibility. The 
ramp fits any standard pickup truck. 
W r i t e 11 3 on reader ca rd 

Eclipse Kentucky bluegrass from Jack-
lin Seed Company continues to 
demonstrate excellent turf qualities 
with its number one performance in 
the third year of the 1980 National Ken-
tucky Bluegrass Test. Eclipse is consis-
tently high in overall quality and shade 
tolerance in tests conducted at 32 sites 
nationwide. Included in the overall 
evaluations are more than 80 Kentucky 
bluegrass cultivars, and 20 new Kentuc-
ky bluegrass varieties. 

The National Turfgrass Evaluation 
Program (NTEP), a self-supporting, 
non-profit program, is sponsored by 
the United States Department of Agri-
culture, Science and Education Admin-
istration, Plant Genetics and Germ-
plasm Institute, Beltsville, Maryland, 
and the Maryland State Turfgrass 
Council. The NTEP is designed to de-
velop and coordinate uniform evalua-
tion trials of turfgrass varieties and 
promising new varieties in the United 
States and Canada. Eclipse performed 
well initially in the NTEP, and has 
maintained or improved its perfor-
mance as the test has lengthened. 
W r i t e 1 2 7 on reader ca rd 

Terracare Products Company, Inc. has 
developed a frame so three Terra 200s 
can be used as a three gang unit. For 
larger turf areas the unit can be operat-
ed from the tractor with one up and 
down switch. For smaller areas, pull 
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the two draw bar pins and you have 
three machines. 
W r i t e 11 5 on reader ca rd 

Snapper Power Equipment 's rear tine 
tiller product line includes three 
models. The products give the operator 
two ways to till with any one of the ma-
chines. Forward tine rotation is for shal-

low digging and cultivation. Reverse 
tine rotation is for deeper digging. The 
tine churns against the pull of the 

wheels and can grind a path 20 inches 
wide through the hardest soil. 

Features include disc drive and four 
forward speeds. Options for the three 
rear tine tillers include a hiller-furrower 
attachment for laying seed rows while 
tilling in forward tine rotation, a dozer 
blade for snow removal, and wheel 
weights for added traction. 
W r i t e 11 6 on reader ca rd 

Mojave, a new variety of turf-type tall 
fescue, has been released to Mid-Valley 
Agr i cu l tu ra l Products , Corvallis, 
Oregon, by International Seeds, Inc. 
A dark green variety, Mojave has 
proven to be drought tolerant, has im-
proved disease resistance, and produces 
turf of good overall density. Trials have 
shown that it produces turf of excellent 
quality, particularly in Southern Cali-
fornia and the southeastern United 
States. 
W r i t e 1 2 8 on reader ca rd 

O.M. Scott and Sons Company recent-
ly introduced its new 34-3-7 Turf Fer-
tilizer, which uses a single sulfur coat-
ing to provide a more consistent turf re-
sponse. Other manufacturers may add 
wax and conditioners to their products, 
which may cause unpredictable turf re-
sponses. The new ProTurf® fertilizer 
offers users a safe, cost-effective alter-
native for fertilizing large turf areas. 

Quick green-up and consistent nitro-
gen release are possible through a com-
bination of urea and Scotts sulfur-
coated urea. A sulfur coating without 
amendments means less tackiness, less 
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potential bag set and improved shelf life. Consistent particle 
size minimizes segregation and maximizes application uni-
formity. Sufficient sulfur h^lps correct soil deficiencies and 
maintain adequate levels. 

Also from Scotts, is Pythium Control , made specifically to 
prevent and control Pythium blight on established turfgrasses 
(Kentucky bluegrass, bentgrass, perennial and annual ryeg-
rass, and bermudagrass), as well as Pythium damping-off in 
seedlings in overseeded turf. Professionals will find it long-
lasting too, f rom 10 to 21 days. 

The active ingredient in the product is metalaxyl. It pro-
vides a systemic mode of action, which means it 's absorbed 
through the leaf surfaces and roots of each grass plant. Once 
taken up, the chemical is translocated throughout the plant's 

vascular system. In this way, Pythium Control prevents 
fungal spore germination, while controlling active disease or-
ganisms by inhibiting further growth. Its mode of action also 
makes the product less susceptible to changing weather and 
maintenance conditions. 
W r i t e 1 3 0 on r e a d e r c a r d 

Super Duty Thatcher Model 600, designed and built for the 
heavy duty use of lawn care professionals, has been intro-
duced by E-Z Rake, Inc.. It has a raking width of 38 inches 
and a 2.5 mph performance. It is powered by a 5-horsepower 
engine with quiet tone muffler, has a recoil starter, and a 6 to 
l gear reduction drive. 

Drive wheels are steel with 8 by 2.75 semi pneumatic tires. 
Front wheels are swivel bearing casters for ease of maneuver-

ing. The deck is 14 gage steel with welded, reinforced 1/4 
inch steel end plates. Other thatcher features include steel 
chain and sprocket drive with steel guard for safety, steel 

(continued on page 57) 

Qua[ity ifiioducts. ^Doi ^JtiL ^Zfuifcjian iJnduitiy 

LOW BURN 
UF FERTILIZERS 

• Low Volume Safety 
• Protects During Summer Stress Periods 
• Quality Control 
• Economical 

NG 1515 30-0-0 
Clear Liquid Solution 

Contains 1 5 Units of Nitrogen 
from Methyol/Methylene Urea 

NG 612 18-0-0 
Fertilizer Suspension 

Contains 12-14 Units of Nitrogen 
from Methylene & Poly Methylene Ureas 

1-800-982-1515 
Contact your local distributor for all 

your fertilizer and custom blending needs 
M i d w e s t 

Nice'n Green Plant Foods 
680 Phelps Avenue. Romeoville, IL 60441 

1-800-982-1515 312-963-3328 

H & H Chemical 
P O Box 689276. Indianapolis. IN 46268 

317-872-5728 

Turf Services 
1 7205 148th Avenue. Spring Lake. Ml 49456 

616-842-4975 

N o r t h e a s t 
Agri Turf. Inc 

59 Dwight Street, Hatfield. MA 01038 
413-247-5687 

S o u t h e a s t 
Tidewater Agricorp. Inc 

2121 Old Greenbrier Road. Chesapeake. VA 23320 
804-424-7910 

Other Locations 
Sealston, VA and Rocky Mount. NC 

W e s t 
Fallbrook Fertilizer 

1654 South Mission Road. Fallbrook, CA 92028 
619-728-6717 

W e s t e r n Canada 
Green Drop 

1230 Meridian Road NE. Calgary. Alberta T2A 2N9 
1-800-661-9235 

R o c k y M o u n t a i n P la ins 
Protech 

P O Box 1 22. Paoli. CO 80746 
1 -800-332-7216 in Colorado only 

303-774-7644 
Write 53 on reader service card 
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THE PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA 
6TH ANNUAL CONFERENCE & TRADE SHOW /NOVEMBER 18-21, TAMPA, FLORIDA 

The best show 
under the sun. 

Be there! 
Tampa, one more time! The climate 
is pertect for business when 
PLCAA returns to the sunny 
Southland for the 6th Annual 
Conference and Trade Show 
Don't de lay -mark your 
calendar and send for your 
registration package now! 
PLCAA/Tampa '85 promises 
to be bigger and better 
than ever 

WIN, PLACE, 
AND SHOW WITH 
PLCAA/TAMPA '85 
WIN! How can you lose? 
Take the warmth of Tampa's 
sunshine, stir in some 
Southern hospitality, com-
bine it with PLCAA's 1985 
Conference and Show and 
you have PLCAA/Tampa '85. This is your show Over 
1,000 lawn care professionals like you will be on 
hand to see what's new and to upgrade their skills 

The 1985 PLCAA Conference features a repeat of 
the popular "Early Bird" workshops, plus a lineup of 
seminars and speakers offering the kind of in-depth, 
useful technical and business information that 
attendees have come to expect. Here are some pro-
gram highlights: 

• Writing Your 1986 Marketing Plan 
• Industry Operating Ratios 
• Supervisory Leadership 
• Ornamental Spraying and Feeding 
• "What s Your Business Worth?" 
• Mowing/Maintenance Management 
• How to Obtain Financing 
• Practical Use of a Computer 
• Toxic Waste Disposal-An Update 

PLCAA 
TAIHRA85 
NOVEMBER 18-21 

PLACE! Tampa means fun in the 
sun Continental restaurants, first 
class hotels, sightseeing and 
entertainment make you feel 
welcome, pampered, and 
relaxed Bring the family! A host 
of world-famous tourist attrac-
tions are within easy driving 

distance of Tampa: Walt Disney 
World, Sea World of Florida, 
Busch Gardens, Epcot Center, 
and much more 

SHOW! Over 150 companies 
will occupy the main exhibit 
hall of Curtis Hixon Tampa 
Convention Center Here is 
your chance to see the new 
and exciting products and 
services that will shape the 
future of lawn care 

New-Outdoor equipment demonstration! 
PLCAA/Tampa '85 will offer a new outdoor equip-
ment demonstration-your chance to see and compare 
products in action 

PLCAA/Tampa 85 
means business 
Be There! 

YES! I'm interested in attending PLCAA s 6th Annual Conference 
and Trade Show Send me more information on 

REGISTRATION EXHIBITING MEMBERSHIP 

NAME 

COMPANY „ 

ADDRESS _ 

CITY, STATE, ZIP . 

Mail to 
Professional Lawn Care Association of Amer ica 
1225 Johnson Ferry Rood, NE • Suite B220 • Marietta, Georgia 30067 



SUBSCRIPTION ORDER 
Start my p e r s o n a l s u b s c r i p t i o n to A L A m a g a z i n e a n d b i l l m e at t h e r a t e s s h o w n b e l o w 

Bill me • P a y m e n t e n c l o s e d • 

SUBSCRIPTION RATES 
1 Year $12.00 • 2 Years $20.00 • 
Name 

Title 

Company N a m e -

Address 

City 

State. ZiP-
Phone # ( 

S ignature -

Please check one of the following that boat tfoscribos your company: 
Contractor Sorvicos 
• Chemical Lawn Caro Company 
• Mowing/Maintonance Service 
• Pest Control/Lawn Service Company 
• Landscapo/Maintonanco Contractor 
• Nursery or Qardon Center/Lawn Service Company 
•Other (please describe) 

Grounds Care/Maintenance for ONE of the following: 
• Golf Course 
• School, College, Hospital 
• Government Grounds, Parks, Military Facilities 
• Housing Devslopment or Industrial Park 
• Other (please describe) 

SUBSCRIPTION ORDER 
Start my p e r s o n a l s u b s c r i p t i o n to A L A m a g a z i n e a n d b i l l m e at t h e r a t e s s h o w n b e l o w 

Bi l l me • P a y m e n t e n c l o s e d • 

SUBSCRIPTION RATES 
1 Year $12.00 • 2 Years $20.00 • 

N a m e -

T i t le— 

Company N a m e -

Address 

C i t y -

State - Zip-

Phone # ( 

S ignatu re -

Please chock one of the following that boat describes your company: 

Contractor Sorvicos 
• Chemical Lawn Caro Company 
• Mowing/Maintananco Service 
• Pest Control/Lawn Service Company 
• Landscape/Maintenance Contractor 
• Nursery or Qardon Center/Lawn Service Company 
• Other (please describe) 

Grounds Care/Maintenance for ONE of the following: 
• Golf Course 
• School, College, Hospital 
• Government Grounds, Parks, Military Facilities 
• Housing Dovolopmont or Industrial Park 
• Other (please doacribo) 
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When we develop a 
perennial ryegrass, 
we mean business 
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Quality doesn't just happen 
. . . it is the product oi years 
oi careiul research and 
extensive evaluation. That's 
what it took for researchers 
to develop Fiesta, the out-
standing turf-type perennial 
ryegrass that meets the 
demands of today's turf 
manager. 

The results: V 7 ' \ 
• Dense, dark green turf 
• Fine leaf texture 
• Thrives under low cutting heights 
• Excellent resistance to leaf spot, brown patch and 

many other diseases 
• Outstanding winter hardiness combined with toler-

ance to summer stress 
• High seed count - u p to 330,000 seeds per pound-20-25% 

higher than most other varieties 

Fiesta - tor permanent turi or overseeding - rapidly becoming the first choice of 
turf professionals. 

Pickseed also produces 

Produced by: 

PICK ® 

a n d other tine turf grasses, 
avai lable nationwide from 
quality seed suppliers. Write 1 5 on reader service card 

PICKSEED WEST Inc. 
P.O. BOX 888 • TANGENT, OR 97389 

(503) 926-8886 



TURF GROWS ON YOU 
(continued from page 33) 

How does the average person 
donned in a polyester-blend react when 
he sees Harding? "The response has 
been unanimously positive. People just 
seem to be drawn to it like a magnet." 
Because they have never seen anything 
like it and it's so visually appealing, 
"people are just stunned." Often, 
people want to touch the suit, Harding 
says, because they don't think it's real. 
"It seems to make them happy. It is 
something that can be enjoyed on 
many different levels," he adds. 

Harding has received national and in-
ternational attention because of his 
suits. The Manhattan Ryegrass Grow-
ers Association has contacted him for a 
special program it is producing; the 
Contemporary Art Center in North 
Carolina will be growing suits for child-
ren this summer. A documentary 
about the grass suits and cars Harding 
has grown is underway and a movie 
offer was made to him. Harding has 
even modeled his unique attire on the 
Tonight Show and a Japanese talk show. 

Like any turf, Harding's suits are sus-
ceptible to diseases. Harding reports 
that while he was growing a turf car in a 

Kansas City garage which lacked proper 
ventilation, his creation was afflicted 
with a fungus. Because the treatment 
Harding applied was not effective, dead 
spots spread on the grass. "I get a real 
maternal feeling for the stuff, and 
when I saw there was a spot on the car, 
I just freaked. I replanted it and it 
didn't look too bad, but I could tell." 

Harding has never cut his grass suits. 
"I just let them grow as much as they 
want." The average blade length on a 
suit is 4.5 inches, he says, and the lon-
gest blades on any suit he has grown 
were approximately 6 inches long. The 
lifespan of a suit is normally about two 
weeks. After that Harding returns each 
one to its natural habitat — his back-
yard. "If I took care of ( them)," he 
says, "(they) could last up to a month." 

On July 21, Harding has a date with a 
number of fellow grass lovers. "I 'm 
planning to grow 35 grass suits and 
have people meet in the park wearing 
them." He adds, "I just want to have a 

Harding has been known to 
drive a sporty grass-covered 
Buick. In addition, he's 
appeared publicly, clad in a 
grass suit, carrying a clear 
Plexiglas briefcase 
containing water and 
goldfish 

lot of people in the grass suits and we 
will be like a tribe of grass people. I 
think I have always felt guilty because I 
was enjoying myself so much. I wanted 
everyone to have one so that is why 
I'm doing it." 

Originally, Harding had planned to 
grow 100 suits, but because of a lack of 
funding, he decided to grow 35 suits. 
Harding has only grown suits for him-
self and one other person at a time, so 
this will be his first attempt to mass pro-
duce his creation. 

There may be other vegetative crea-
tions in Harding's future. Now on the 
drawing board is a more stationary suit 
which would have other types of plants 
growing on it. It would feature tomato 
plants and herbs, he says. Eventually, 
Harding hopes to install a watering 
system on the sides of buildings so he 
can plant grass. "I think it would be 
great to green up a lot of cities that are 
bleak-looking, and it would also help 
with pollution," he adds. 

Harding's grass suits may present 
problems and challenges for the lawn 
care operator, but one thing is for cer-
tain, core aeration should not be used 
while the customer is wearing the suit! 
— Lisa Furiga m 

Trim YourCosts With 
CLCl 

CLCl® is the most effective 
software solution in the chemi-
cal lawn care industry today. 

Increase your share of 
the rapidly growing lawn 
care market with a com-
puter system from DMSI. 

Take a look at the 
best — look into 
CLCl®. 
CLCl® is available in MS. DOS to 
operate on any IBM compatible 
micro computer. 

Distribution 
Management 
Systems. Inc. 

6 9 1 0 Pacific St reet . Sui te 3 0 5 
O m a h a . N E 6 8 1 0 6 

(402) 553-8005 

Send Tor Your TREE Brochure 

J Address. 
, City 

Write 40 on reader service card 

5 6 AUGUST 1985/ALA 



PRODUCTS 
(continuedfrom page 51) 

draw bar and safety hitch, adjustable 
steel engagement lever, and a front 
brush guard for added safety. 
Wri te 11 7 on reader ca rd 

HMC/The Green Machine is now 
packaging it One-Mix® multi-ratio, 
two-cycle oil in five convenient sizes. 
Only two sizes have been available 
since the product was developed by 
HMC and introduced six years ago. 
The company also has redesigned the 
packaging and created two new display 
units for promoting the product. 

The purity factor of the base oil gives 
it a very high viscosity rating of 95. It 
eliminates the need for a variety of fue-
l/oil ratios for different types of two-
cycle engines. 

The new container sizes are a 
3 .2 -ounce " E c o n o - P a c " and a 
3.2-ounce "Pro" tube, each yielding l 
gallon of mixed fuel. Larger quantities 
are bottled in 8-ounce, 1-quart and 1-
gallon plastic containers, yielding 
2-1/2-, 10-, and 40-gallons respectively. 
The quart and gallon containers are 
fitted with a 3.2-ounce measuring cap. 
One-Mix is competitively priced from 
89 cents for the "Econo-Pac" to $16.95 
for the gallon-size container. 
Wri te 1 29 on reader ca rd 

Exmark Manufacturing Company, 
Inc. has introduced the power Turf 
Rake. The rake features a 20.5 by 22.5 
inch raking deck designed to cut 
through thick thatch and root-bound 
grass. 

Powered by a 5-horsepower Briggs 
and Stratton engine, the rake slices 
through thick grass, preventing thatch 
build up that can suffocate a lawn. The 
forward movement of the rake's 28 
steel cutting fingers unbinds roots, 
giving grass new life while promoting 
deep growth. 

With its interchangeble sheer assem-
bly, the rake becomes an aerator. Other 
features include a 3 quart tank, belt-
driven blades controlled by a centrifu-

gal clutch, single-action height adjust-
ment, wheels with greaseable sealed 
bearings, and semi-pneumatic tires. 
W r i t e 11 8 on reader ca rd 

A portable, maneuverable walk-behind 
lawn aerator has been introduced to the 
professional lawn care industry by Feld-
mann Engineering and Manufacturing 
Company. The lightweight aerator 
models 1700 and 1800 feature a choice 
of two different styles of aerating tines 
in a 25-inch aerating swath. Powered by 
a 2- or 3- horsepower Briggs and Strat-
ton engine, this compact aerator is de-
signed for hard to reach places such as 
fence areas, building walk-ways, and 
shrub and flower beds. 
W r i t e 11 9 on reader ca rd 

A power unit/rear mount tiller, Model 
900, has been introduced by the Roto-
Hoe Company. The model is equipped 
with a Kl8l Kohler 8-horsepower 
engine that is 4-cycle, single cylinder, 
and air-cooled. 

To make the tiller easy to operate, 
the throttle, power unit clutch, and 
shift rod lever controls are mounted on 
the handle. The 990 can cultivate a 
variety of soil types. Standard equip-
ment includes 13 inch diameter tires, 
16.5 pneumatic wheel and tire assembly 
with Carlisle power trac lug design, a 
separate power unit and tiller clutch, a 
depth gauge to determine the depth 
necessary for soil condition, and a five 
speed transmisión — five forward and 
one reverse speed. 

With the 990, which weighs 295 
pounds, a variety of attachments can be 
used, including a shredder/chipper, 
snow thrower, log splitter, tillage tools, 

aerator, sickle bar, generator, and 
water pump. Features for the machine 
include belt guards to protect the drive 

belts, a fully adjustable carburetor, and 
an automatic internal compression 
release for easy starting. 
W r i t e 1 2 4 on reader ca rd 

With the new LESCO, Inc. Roller 
Base, turf managers can provide 
manual watering of large turf areas 
without worrying about marring the 
grass. The LESCO Roller Base, con-
structed of light-weight, 4-inch PVC 
pipe mounted on a heavy-duty steel 
roller frame, allows smooth manual 
watering with a free-wheeling base 
which can be attached to various sized 
sprinklers. The base comes equipped 
with brass swivel hose connections and 
fittings which can be adapted for 3/4-
or l-inch hose. The PVC tube can be 
opened to add weight to the base. 
W r i t e 1 35 on reader ca rd 

The Zierden Company introduces a 
h i g h - q u a l i t y c o n s t r u c t i o n , eye-
appealing hose system that can carry ex-
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ceptionally long lengths of hose. Fea-
tures include, rugged frame construc-
tion, chrome-plated hose basket, and 
attractive painting. A unique leak-proof 
water coupling and basket design 
allows the hose to be cared for in large, 
loose, natural coils. The outdoor hose 
system can be remotely operated and 
concealed in garden shrubbery or 
placed behind a wall or fence. Direct 
connection to water supply provides im-
mediate use for whatever hose length 
needed. 
W r i t e 1 3 4 on reader ca rd 

TIS Enterprises, Inc., a division of 
Elm-Balm Corporation, has announced 
a new tree injection system for applying 
growth regulators. This easy-to-use 
system allows tree crews to apply treat-
ments simultaneously with their trim-
ming operations. It offers maximum ef-
fectiveness while saving time and labor. 

The "Colt 60" tree injection system 
is a marriage between a syringe-type 
injector and a self-powered trigger 
mechanism. A tiny 60 millimeter plastic 
bag dispenses the growth regulator 
through the injector into the tree. Each 
bag contains a factory-sealed, pre-
measured dose of growth regulator. 
This guarantees dosage accuracy and 

eliminates the possibility of under- or 
over-treatment by miscalibration. The 
bag is disposable, while the injector and 
trigger mechanism are designed for 
multi-tree use. 
W r i t e 1 33 on reader ca rd 

Ag-Tech Industries has introduced the 
Preseeder to help transform rough-
graded lots into finished seedbeds. A 
specially designed rotor and roller work 
together to prepare the soil for lawn 

seeding. An adjustable rotor with tines 
is angled horizontally to displace rocks 
and other debris into a windrow. 

The rotor depth is adjustable with a 
remote a cylinder which allows the ma-
chine to finish grading and prepare a 
seedbed free from rocks and debris. 
The Preseeder can be operated from a 
minimum 22 horsepower tractor with 
540 rpm PTO drive, a three point hitch, 
and a remote hydraulic valve. • 
W r i t e 1 2 0 on reader ca rd 
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Terrific in 
Sun and Shade. 

Why go with a beauty thats 
only talented in the sun? Glade 
Kentucky bluegrass is the double per-
former — in Sun and Shade — up to 
60% shade. Beautiful, low growing, 
lower cost, and lower maintenance 
needs. 

Glade — from your local 
wholesale seed distributor. 

Kentucky bluegrass 
U.S. Plant Patent 3151 

License in Canada No. 2133 

Another fine, quality-controlled product of 
Jacklin Seed Company. 

Write 1 5 on reader service card 



Easy answers 
to tough turf 
questions. 

Even the most experienced lawn care pro-
fessional has a few questions now and 
then. About unusual weather that could 
affect your customers' turf growth or soil 

conditions. Or questions about getting more con-
trol over the speed and length of greening. Or 
about trying out new formulations that really set 
you apart from your competition. 

Just call us. Our new Greenline is your con-
nection to total professional lawn care and the 
best help you can find—absolutely free and at no 
obligation to you. 

Our technically-trained professionals will 
take your questions seriously. So seriously that if 
they don't know the answer immediately, they'll 
do some research on your behalf and get back to 
you with a complete response to your problem. 
They'll even be able to suggest a Lebanon 
product to help you, whether it's a standard for-
mulation or one we can develop exclusively for 
your special needs. 

Call us on a day-to-day basis, too, for the 
name and phone number of your nearest 
Lebanon sales representative. To find out what 
new products we're working on, and to learn 
when they'll be available to you. Or just to place 
an order or ask a question about one. 

The new Greenline from Lebanon. It's our 
way of giving you better quality turf care . . . and 
customer service . . . from the ground up. 
Call us today, toll-free, 
at 1-800-233-0628; 
in Pennsylvania, 
call 717-273-1687. 

BETTER 

f r o m C t h e E The GREENLINE 
GROUND UP. 

Leban non 
TOTAL TURF CARE 
A division of Lebanon Chemical Corporation 

P.O. Box 180 • Lebanon, PA 17042 
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CLASSIFIED 

C O M P U T E R S E R V I C E S 

C O M P U T E R S Y S T E M S — 
Complete systems with software for 
lawn care operators. Affordable 
prices. Pest Control Data Systems, 
3535 Keith, Cleveland, Tennessee 
37311;615/479-9711. 

Lawn Care Industry Software 
For tuna te Enterpr ises , Inc. 

3365 Oleander Dr ive 
Spring Hill, Florida 33526 
904/596-6347 or 596-0863 

201/953-0315 New Focus In fosys tems 
516/928-7161 Lukin C o m p u t e r s 
Nat ionwide network of service 

B U S I N E S S O P P O R T U N I T Y 

B U S I N E S S FOR S A L E 
Termite and pest control company 
serving Southwest Ohio, Northern 
Kentucky, and Southeast Indiana, 
specializing in commercial and in-
stitutional pest control. Nationally 
recognized accounts. Price includes 
accounts, later model trucks, termite 
rig, equipment, etc. 1985 projected 
gross - $240,000. Asking price -
$159,000. Write to Pest Control, 
P.O. Box 31 7682, Cincinnati, Ohio 
45231. 

P A R T N E R OR P U R C H A S E 
NATIONAL LAWN FRANCHISE 
with 3,000 active accounts in Fargo, 
North Dakota, is looking for a 50% 
partner or a buyer for his lawn care 
business. Company has a winter busi-
ness of $150,000 that will be included 
in the sale. Total gross sales of 
$500,000 and excellent management 
make this offer one you should 

c h e c k i n t o . O w n e r is a s k i n g 
$150,000 for one-half of business 
and $300,000 for buy-out. Write to 
P.O. Box 2542, Fargo, North Dakota 
58108, or call 701/237-5953 and ask 
for Douglas N. Parry. 

H E L P W A N T E D 

C A R E E R O P P O R T U N I T Y — 
ChemLawn is now accepting applica-
tions for the position of lawn special-
ists in our expanded Florida market. 
Join the Nation's Leader in Lawn 
Care. Send resume to: ALA, Box 
314, 4012 Bridge Ave., Cleveland, 
Ohio 44113. 

L A W N C A R E M A N A G E R -
Commercial and retail lawn care 
company in Pennsylvania is seeking 
a key management person. We need 
a motivated, personable self-starter. 
This person must have comprehen-
sive lawn care and business skills. 
Excellent compensation package of-
fered. Please send resume to: ALA 
magazine, Box 316, 4012 Bridge 
Avenue, Cleveland, Ohio, 44113. 

S A L E S P R O F E S S I O N A L — 
Sales Professional to the Green In-
dustry for Eastern markets expan-
sion; a sales professional with two 
years experience selling to lawn 
care, landscape, and arborist firms. 
Must have working knowledge of 
the business and customer needs. 
Excellent compensation package of-
fered. Please send resume to: ALA 
magazine, Box 317, 4012 Bridge 
Avenue, Cleveland, Ohio, 44113. 

(continued on page 62) 

Write 1 5 on reader service card 



For more 
GREEN 

without more 
¡MBS5EM 

START 
PUMPING 

IRON! 

BIG GREEN PLUS 
Liquid Iron 

For years the lawn care industry has searched 
for more 'green' without more fertilizer; Big Green 
Plus is the answer. Phosphate fertilizers, unfavor-
able PH, and soil excavation all contribute to iron 
deficiency in your lawns, but you can now pump 

Big Green! 
Big Green Plus gives you greener, healthier 

lawns with no mixing or staining problems. 
So Pump Iron. . .Pump GREEN. . .Pump Big 

Green Plus into your spray program NOW! 
Available in Bulk or 55 gallon Drums 

CALL toll free 1-800-447-4131 
W r i t e 7 on reader se rv i ce ca rd 

BULKKEM 
BULK SUPPLIERS OF m LAWN CHEMICALS 

I THE BULKKEM C O R P O R A T I O N • 4 0 0 N O R T H T O W N RD • N O R M A L IL6176l| 



C L A S S I F I E D S 
(continuedfrom page 60) 

E Q U I P M E N T FOR S A L E 

T O P S O I L S C R E E N E R -
Top Soil Screener, solidly construct-
ed with an 8' by 8' screen. No 
moving parts, make your own top 
soil. 216/799-9725. Ask for John. 

S A L E - S A L E - S A L E -
H a n n a y 1 2 - v o l t R e p l a c e m e n t 
R E E L M O T O R S , $ 1 0 5 . 0 0 
(new) regular $160.00. Hose R E E L 
S W I V E L J O I N T S 1 / 2 - i n c h size 
$20.00, l -inch size $ 3 0 . 0 0 , 12-volt 
R E E L S W I T C H E S $ 7 . 0 0 and 

1 2 - v o l t S O L E N O I D S $ 1 0 . 0 0 . 
F M C - J O H N B E A N sprayers, 
p a r t s , spray guns and p u m p s at 
d i s c o u n t e d p r i c e s G R E E N 
G A R D E spray hose at d i s c o u n t e d 
p r i c e s and J D 9 - C s p r a y g u n s 
for $ 8 2 . 5 0 . Dealer Inquires invit-
ed. Minimum order $25.00 C A L L : 
S t r o n g E n t . , I n c . , C o l l e c t 
305/264-5525. A l l s l r p n i itsC.O.D. 

S P R A Y T R U C K -
Chevy C-50; 49,000 miles; rebuilt 
engine (12,000 mi.). 800 Gal. tank, 
auxiliary engine, pump, reel, hose 
— ready to spray. Excellent condi-
tion. $5,300. Call 301/694-6007. 

Turgeon Vargas Vittum 

The ProSourcc 
Small investment 
with a bis return 

M e m b e r s h i p in PLCAA gives y o u a c o m p e t i t i v e e d g e , 
a n d in t o d a y ' s t o u g h l a w n c a r e m a r k e t a c o m p e t i t i v e 
e d g e o f t e n e q u a l s surv iva l . A yea r ' s m e m b e r s h i p in 
PLCAA c a n c o s t as l i t t le as $ 1 5 0 - j u s t $2 .90 a w e e k . 
That 's a b i g r e t u r n f o r a smal l i n v e s t m e n t . 

• K e e p u p w i t h t h e la tes t in l a w n c a r e t e c h n i q u e s w i t h 
PLCAA t e c h n i c a l p u b l i c a t i o n s , r e g i o n a l semina rs , a n d 
o u r a n n u a l C o n f e r e n c e a n d Show. 
• G e t v a l u a b l e bus iness g u i d a n c e f r o m PLCAA's 
o n g o i n g ser ies o f m a n a g e m e n t p u b l i c a t i o n s , 
p u b l i c a t i o n s l ike o u r M a n a g e m e n t M o n o g r a p h ser ies, 
a n d o u r Legal U p d a t e Bu l l e t i n . 
• A n d t h e r e ' s m o r e — g r o u p m e d i c a l a n d l i fe 
i n s u r a n c e , a c r e d i t a s s o c i a t i o n t o h e l p y o u w i t h t h o s e 
d e l i n q u e n t a c c o u n t s , p l us m a n y o t h e r b e n e f i t s . To f i n d 
o u t h o w PLCAA c a n h e l p 
y o u , p h o n e us at (404 ) 
9 7 7 - 5 2 2 2 , o r f i l l o u t t h e 
c o u p o n a n d mai l i t in t o d a y ! 

Send me more information on what PLCAA 
can do for my business. 
NAME . 

COMPANY. 

ADDRESS _ 

CITY . STATE . 

ZIP. . PHONE . 

Clip and mail to: 
Professional Lawn Care Association of America 

1225 Johnson Ferry Rd. NE, Suite B-220, Marietta, GA 30067 

6 2 AUGUST 1985/ALA 

G O R D O N LA F O N T A I N E is president of Lawn Equipment Corporation, 
Novi, Michigan. Dr. William Meyer is president of Pure-Seed Testing, Inc., 
Hubbard, Oregon. Des Rice is president o f T h e Weed Man, Ltd., Mississauga. 
Ontario, Canada. Dr. Al Turgeon is vice president of Research and Technical 
Services, Tru Green Corporation, East Lansing, Michigan. Dr. Joseph Vargas 
is professor of Botany and Plant Pathology, Michigan State University, East 
Lansing, Michigan. Dr. Patricia Vittum is professor of Entomology, Universi-
ty of Massachusetts, Waltham, Massachusetts. 

C H E C K T H E S E P E R F O R M A N C E F E A T U R E S : 

• The 32", 36" and 48" units are equipped with either an 11 h.p. 
Briggs l/C engine or 11 h.p. Honda synchro-balanced engine. • The 
60" unit is equipped with an 18 h.p. electric start Briggs l/C engine. 
• Fingertip clutch, brake and power turning control levers on each 
handle. • Drum wheel brakes for positive close quarter mowing. 
• Baffled under-deck design for clean, safe grass discharge. 
• 4-gallon fuel tank. OPTIONS: Riding sulky, large 3-bu. capacity grass 
catcher and pneumatic tires on front casters (except 32" model). 

J — W For more information, write: 

K E E 5 f d k e e s MANUFACTURING COMPANY 
P 0 . Box 1113, Beatrice. Nebraska 68310 
since 1874 Phone: 402-223-2391 

Built by Professionals...for Professionals 
Wr i te 44 on reader serv ice card 

PROVEN MONEY MAKER 

W r i t e 45 on reader serv ice card 

KEES 
H E A V Y - D U T Y 

Commercial 
Mowers 

Available in 32'; 36', 48 
and 60" Models 

60" MODEL 
NO. 601800 



Subdue. The most ef fect ive 
fungicide against Pythium 
blight and damping-off . 

Pythium weather. High temper-
atures, high humidity and high 
anxiety. Once Pythium takes root, 
it can destroy turf within hours. 

Unless you take a grass-roots ap-
proach to Pythium. With Subdue: 

Subdue works both on contact 
and systemically. 

Subdue fights Pythium blight 
and damping-off—as well as downy 
mildew (yellow tuft)—in two ways. 
On contact Subdue destroys 

the fungi in the 
Subdue prever 
within grass pi? 
Subdue is wate 
absorbed by rc 
and now, dow 
have a chancf 

Subdue alsc 

Subdue's s 
longer, more 

* 

HOW TO AVOID SLEEPLESS NIGHTS 
DURING PYTHIUM WEATHER. 

Write 1 7 on reader service card 



One product to meet all your needs. 
• One low-rate application prevents crabgrass, 

foxtail, barnyardgrass and tough broadleafs 
like oxalis and spurge. Heavier rate provides 
season-long goosegrass control. 

• Minimal photodecomposition and volatility 
reduces need for immediate watering. 

• Compatible with most fertilizers and 
pesticides. 

• No odor to bother applicators or customers. 
• Labeled for most northern and southern 

grasses. 

• Economical, easy-to-use formulations. 

Order today. 
(800) 321-5325 NATIONWIDE 
(800) 362-7413 IN OHIO 

20005 Lake Road, Rocky River, Ohio 44116 (216) 333-9250 
Write 23 on reader service card 


