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They are long, the days
of splendor 1n the grass.
But only if you make
short work of the grubs.

Grubs. The spoilers. Once they move in, they'll  makes sure they don't come back.

make short work of your turf. And OFTANOL 2 has no offensive odor.
Take care of the grubs before they get a For pre-damage control of turf-damaging
chance to do any damage with ®OFTANOL 2 insects, no other product is more effective or
insecticide. more economical than OFTANOL 2.
OFTANOL 2 applied after egg hatch OFTANOL 2. Because the days of splendor
and prior to visible damage, kills any existing in the grass were meant to be long. Always
grubs, and with its lasting residual power, it read the label before use.
Mobay Corporation
Specialty Products Group

Box 4913, Kansas City, Mo. 64120

_ ‘ OFTANOL 2.
::'n]:\r:“::w;-::,m\ T™ of the Pareat Company of Farbenfabriken Bayer lT ST‘ )PS T} lE Sp( )"‘ERS.
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How would you rate your spray
rig? The operators we spoke
with had some definite ideas
about what they want in a spray
rig.
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NOR-AMs TURF
PRODUCTS DON'T
SIMPLY NOURISH

YOUR TURF...
THEY PROTECT IT

Now achieve fine turf with fewer problems...thanks to NOR-AM’s
Total Turf Management Program. This unique program

brings you a broad selection of high-performance products
that assure healthier turf with better root development, fewer
insect problems and less disease destruction.

As a service to the industry, NOR-AM has developed a Total Turf Management Program.
This program includes a turf management calendar guide, brochures on turf diseases,
insect control and fertilization techniques, in addition to timely turf management reports.
To enroll in this helpful program, fill out the coupon below or contact your local

NOR-AM sales representative.

ALA
YES, | would like to be enrolled in NOR-AM's Total Turf Management

I Program. Please send me further information I
MAIL COUPON TO:
NOR-AM Chemical Company

Company l
3509 Silverside Road i
P.O. Box 7495 Title I
Wilmington, DE 19803

Address

Attn: Communications Dept. l l

State Zip

LCW---------J



IMPORTANT: Please remember always to read and follow care-
fully all label directions when applying any chemical.

\

Nitroform®

Slow predictable release by soil bacteria
provides constant 38% nitrogen when most
needed for even, sustained growth.
Nitroform reduces the risk of nitrate con-
tamination, decreases thatch build-up, is
nonburning and nonstreaking, resists leach-
ing even in sandy soil, and assures better
root development.

Turcam®

An advanced broad-spectrum carbamate
insecticide that controls white grubs, chinch
bugs, sod webworms, mole crickets and
many other turf and ornamental pests.
Turcam is odorless, works well in spray
equipment, won't tie up in thatch, won't
damage turf or ornamentals, and should be
your product of choice when long residual
control is required.

Proxol®

Economical Proxol 80SP Insecticide works
fast on surface-feeding sod webworms,
armyworms and cutworms, and readily
penetrates thatch to control grubs. Proxol is
easy to apply as a spray, has no unpleasant
odor, and no long-term residual build-up in
the soil.

Prograss®

A selective herbicide that effectively con-
trols annual bluegrass, crabgrass and other
troublesome weed species.

Acti-dione”

Broad-spectrum family of turf fungicides
that provide four-season disease control.
Acti-dione has proven to be effective without
creating resistance problems.

Acti-dione TGF " can be tank-mixed with
Bayleton® or Daconil® to complement or
improve disease control with significant cost-
per-acre savings.

Banol®

Specialized fungicide that controls pythium
and phytophthora in turf and ornamental
plants. Preventative control with Banol stops
the spread of pythium by mowers, foot traf-
fic and surface water; it also means fewer
applications, lower rates and savings in
labor, fuel and equipment.

“NOR-AM.

NOR-AM CHEMICAL COMPANY
3509 Silverside Road, P.O. Box 7495
Wilmington, DE 19803

Total Turf Care from the
Turf Managers
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VIEWS ACROSS THE TURF INDUSTRY

DO YOU OFFER HOME LAWN AERATION?

““Yes we do. It’s good for the lawns and
it enhances the revenue. We created our
own market and it’s doing very, very
well. We get approximately 15 percent of
our customers through core aeration.
We're also doing sulfur and lime applica-
tions, and we get about 10 percent with
that. It’s additional income and both of
the services are good for the lawn. Core
aeration is good in many, many ways —
we're firm believers in that. We constant-
ly promote it.”” — L.D. Anderson, Fer-
tilawn, Inc., Bloomington, Minnesota

““Yes, on a limited basis. We have an
aerator but we haven’t really pushed it.
The customers around here are not very
aware of the benefits of lawn aeration,
although I think there’s a definite need for
it. There is an education process that
needs to be done. The public can become
more aware of the benefits of lawn aera-
tion through people in the business, and
by other means like newspaper and
magazine gardening articles.”” — Paul
Begick, Begick Nursery, Bay City,
Michigan

‘“Yes, we do because core aeration is in
high demand now. Most of this is due to
our own people; when they go to visit a
client they recommend it. We've also got
pamphlets to educate our customers so
that they have the information, and know
exactly what we’re doing. And there’s a
lot of people that are playing golf, so they
know about core aeration. It’s being
recommended and they’ve seen it for
themselves. They’ve made the connec-
tion.”” — Guy Van Den Abeele, Nature
Plus, Inc., Montreal, Canada

CALENDAR

July 1720

CLCA 1986 Family Summer Tri-Board Meeting,
El Rancho Tropicana, Santa Rosa, California.
Contact: Larry Rohlfes, California Landscape
Contractors’ Association, Inc., 2226 K Street,
Sacramento, California 95816; 916/448-CLCA

July 28-30

Expo ‘86, Kentucky Fair and Exposition Center,
Louisville, Kentucky. Contact: Cheryl A. Van
Vliet, The Outdoor Power Equipment Institute,
Inc., 1901 L Street NW, Suite 700, Washington,
D.C. 20036; 202/296-3483.

July 29-31

National Fertilizer Solutions Association Mid-
Year Dealer Conference ‘‘Round-Up,’’ Hyatt
Regency O"Hare, Chicago, Illinois. Contact: Bob
Wanzel, National Fertilizer Solutions Association,
10777 Sunset Office Drive, Suite 10, St. Louis,
Missouri 63127; 314/821-0340.

Aug. 6

Illinois Landscape Contractors Association 27th
Annual Summer Field Day, Schroeder’s Nursery,
Inc., Grayslake, Illinois. Contact: Lucile Little,
ILCA, 2200 South Main Street, Suite 301, Lom-

bard, Illinois 60148; 312/932-8443.

Aug. 6

Maryland Turfgrass Field Day and Equipment Ex-
hibition, UM Turf Research and Education
Center, Silver Spring, Maryland. Contact: P.H.
Dernoeden, Department of Agronomy, Univer-
sity of Maryland, College Park, Maryland 20742;
301/454-3717.

Aug. 7

Second Annual Meeting of the Indiana Coalition
for Environmental Concern (ICEC, Inc.), Holi-
day Inn North, Indianapolis, Indiana. Contact:
R.P. Freeborg, Executive Director, ICEC, 871
Shawnee Avenue, Lafayette, Indiana 47905;
317/494-4784.

Aug. 12

Turf and Ornamentals Field Day, Georgia Sta-
tion, Griffin, Georgia. Contact: Dr. Gilbert Lan-
dry, Jr., Extension Agronomist-Turf, Extension
Agronomy Department, University of Georgia,
Athens, Georgia 30605; 404/542-5350.

Aug. 20

Turf Research Benefit Golf Tournament, Golf

Club of Oklahoma, Broken Arrow, Oklahoma.
Contact: Michael P. Kenna, Extension Turf
Specialist, Cooperative Extension Service,
Oklahoma State University, 335 Agricultural Hall,
Stillwater, Oklahoma 74078; 405/624-5404.

Sept. 20

Oklahoma Turf Research Field Day, Lincoln
Plaza, Oklahoma City, Oklahoma. Contact:
Michael P. Kenna, Extension Turf Specialist,
Cooperative Extension Service, Oklahoma State
University, 335 Agricultural Hall, Stillwater,
Oklahoma 74078; 405/624-5404.

Nov. 2-6

Sixteenth Educational Conference of the National
Institute on Park and Grounds Management,
Louisville, Kentucky. Contact: National Institute,
Box 1936, Appleton, Wisconsin 54913;
414/733-2301.

Dec. 8-11

Ohio Turfgrass Conference and Show, Ohio
Center, Columbus, Ohio. Contact: Dr. John
Street, Ohio State University, Agronomy Exten-
sion, 2021 Coffey Road, Columbus, Ohio
43210-1086; 614/422-2047. H
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BLUEGRASS QUALITIES WITH TALL FESCUE PRACTICALITY

You’ll quickly notice Mustang’s finer texture, rich
dark green color and dense, uniform turf—and you’ll
understand why we say Mustang has bluegrass-like
qualities.

But there’s more to Mustang turf-type tall fescue
than beauty; it’s tough and durable. It’s heat and
drought tolerance, winter hardiness, and ability to
endure low mowing heights are remarkable. Mustang
even shows improved resistance to Helminthosporium
netblotch and many other diseases.

Best of all, Mustang is practical, because it performs
extremely well under
low maintenance condi-
tions like minimum fer-
tilization, watering and
mowing. National tests
and actual applications
in parks, golf courses
and playing fields have
proven it,

MUSTANG

DROUGHT TOLERANCE AFTER
SEVEN WEEKS NO RAINFALL.

- oo

Kentucky Bluegrass

Pickseed also produces

and other fine turf grasses available
nationwide from quality sced suppliers.

KENTUCKY
BLUEGRASS

K-31
TALL FESCUE

That's why Mustang is becoming the favorite choice
of professional turf managers, over K-31 and many
other commercially available varieties.

For bluegrass qualities and tall fescue practicality,
use the professional’s choice—Mustang turf-type tall
fescue.

Produced by:

P.O. Box 888 » Tangent, Oregon 97389
(503) 926-8886
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that gets
s like an ester.

Itsgem:le on turf butwrth more And you can tank-mix with ferti-
weed-stopping power than most lxzers for ‘weed and feed’ treatment.

three-way mixes. Have it both ways

__ Safernearomnamentals A gependable, all-round amine
WEEDONE"brand DPC AMINE herbicide with the spot control
herbicide is a fifty-fifty mix of 2,4-D effectiveness of an ester. Ask your
and dichlorprop. It’s a non-volatile turf chemicals supplier about new
amine salt formulation that stays WEEDONE"brand DPC AMINE

where you spray. WEEDONE"DPC broadleaf herbicide. It could make
AMINE gives effective weed control life easier for some people you know.
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. W r:“-_.zm.-‘ﬂjgﬂ’:"»'

e

From the turf caregnbup at Union Carbide  circte 47 on reader service card

b

T WEEDONE® s a registered trademark of Uion Carbide Agriculrural Produces Campany, Ine.
\ Copyright SRSG Linion Catbide ‘\),!rkuhurl' Products Copmpant, g PO Bax 12014, W Alexantder Drive; Roscordh T ngle Park, NC :77\‘”
P Always read and ‘uﬂm\ Thstrucrisne on the label, e

=




INSIDE STORY

his month our cover story deals
with how some lawn care
businessmen judge spray rigs. In
‘‘Rating Spray Equipment,’’ we
consulted several lawn care operators to
find out what they look for in a good
spray rig. As you might expect, we got
all the standard responses: sound con-
struction, durability, ease of operation, at-
tractive appearance, etc. But we also got
some unexpected input. One person made
the switch from an auxilliary engine-
driven pump to a PTO-driven pump and
appreciated the peace and quiet provided
by the PTO unit. Everyone we spoke with
sounded as though they had pretty much
settled into the type of spray rig they in-
tended use for some time to come.

A second article on the roster this
month concerns a service known as in-
dustrial weed control or vegetation
management. As we discovered from the
professionals who offer this service, there
is money to be made in industrial weed
control, but there is a price to pay and
risks to take. Industrial weed control
materials are considerably more expen-
sive than typical lawn care chemicals, two

to three times more expensive. That
means the fee for this service must reflect
the increased material overhead. The fee
must also be high enough to make the ser-
vice worth the risk of exposure to non-
target vegetation. Despite these
drawbacks, some businessmen have

found industrial weed control so pro-
fitable that their businesses are built
around the service.

Assistant Editor Vivian Rose brings us
this month’s third business feature. Home
lawn aeration is something that many
lawn care operators now perform, but
there is a great deal of variation in their
reliance on the service. Some operators
have made aerating a major portion of
their operation, while others just dabble
at it.

This month our “‘News'" department
contains a considerable amount of infor-
mation on the alarming increase in
regulatory activity nationwide. Particular-
ly disturbing is the national media's new-
found interest in this controversy. As we
continue to monitor this situation, it
becomes increasingly obvious that lawn
care businessmen must band together and
shift from a defensive mode to an offen-
sive mode in their battle against anti-
pesticide factions.

e Woider,

OLATHE MANUFACTURING, INC.
100 INDUSTRIAL PARKWAY, INDUSTRIAL AIRPORT, KS 66031
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NEWS IN BRIEF

Angelo DelPriore has helped maintain
Brooklyn landscapes since 1961. He
started out as a landscape maintenance
operator, but then expanded into the
garden center business with the opening
of G & D Nursery about 15 years ago.
He currently does a booming wholesale
business in landscape maintenance equip-
ment sales to local maintenance operators.
His business is still primarily landscape
maintenance and he keeps three crews on
the road during the growing season.

You might not think of Brooklyn as a
landscaper’s paradise, but DelPriore says
landscape maintenance has become a
booming business because Brooklyn
homeowners are becoming more land-
scape conscious. ‘‘It is growing,”’ says
DelPriore. ‘‘25 years ago there wasn’t
much going on. I was working in con-
struction. They are building better homes
than they had then.”’

DelPriore’s Brooklyn colleague, Robert
Carbone of Robert Carbone Landscape,
agrees with DelPriore’s assessment.
‘‘People don’t realize how much green in-
dustry is in the cities,”’ says Carbone.
‘‘Gardeners are becoming more
sophisticated too and can do a nicer neater
job.”

The competition is also becoming stif-
fer. DelPriore estimates that over 100
landscape maintenance operators are ply-
ing their trade in Brooklyn alone. ‘‘There
are quite a few part-time people, like
firemen and cops,’’ says DelPriore. ‘“We
can’t compete with them. They pay no
sales tax, no insurance, and no overhead.
They even dump free.”’

Carbone’s father started a landscape
maintenance business 60 years ago and
Carbone himself has been in the business
for 35 years. Both Carbone and DelPriore
complain that quality personnel is their
biggest problem. ‘‘Help is difficult for me
to find,”’ says Carbone. “‘I like to do
things myself. There are always calls I am
turning away.”’

““I could have 10 trucks on the road,
but I can’t get the right help,”’ says
DelPriore. ‘“We have a problem getting
good help because we can’t pay them the
right wage. If they get $10 to $12 an hour
we can’t compete with that.”’

DelPriore says today’s employees tend
to become tomorrow’s competition.
‘“They work with me two or three years
and now they are my competitors,’’ says

i}

Robert Carbone (left) and Angelo DelPriore at G & D Nursery.

DelPriore. ‘‘I wish them well. There is
plenty of work. You don’t need too much
money to go into business today. A guy
buys a station wagon or a van, a mower,
borrows $2,000, and he is in business.”’

LAWN MAINTENANCE
INSURANCE BLUES

Greg Coulter’s Grounds Management
Service in Houston, Texas recorded 1985
gross revenues of nearly $20 million and
employs about 150 personnel, but he
describes his insurance situation as ‘‘hor-
rendous.’’ His insurance premium costs
have skyrocketed.

*“The premium has gone from $1,300
a year to $25,000 a year,”’ says Coulter.
‘“The automobile insurance has gone up
about 50 percent. Workman’s comp and

general liability has gone up about the
same amount. Medical insurance and
benefit programs have gone up 30 per-
cent.’’ He also notes that the turnaround
for getting paid on claims has become
very slow. ‘“They are refusing a lot of
things that three or four years ago they
paid without hesitation,’’ says Coulter.

Coulter says he was dropped by one in-
surance company and picked up by
another because of the leverage his in-
surance agent had with the second com-
pany. He says his insurance company told
him his premium was raised because his
company uses lawn chemicals. However,
Coulter says lawn chemical applications
are actually a very small segment of his
operation.

Coulter’s peer, John Medors, President
of Medors Grounds Maintenance, Dan-
ville, Virginia, has also experienced in-
surance problems. ‘“We don’t have the
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coverage that we had in certain areas,”’
says Medors. ‘“We are not covered as
broadly as we were last year at this time.”’
He is glad his business is not involved
with lawn spray applications. ‘“We had
thought seriously about going into that
end of the business two winters ago, but
I am glad now that we didn’t.”’

CBS NEWS BURNS
LAWN CARE INDUSTRY

The lawn care industry was the subject of
one of the most scathing media reports to
date in a segment on the CBS ‘Evening
News’ with Dan Rather. The May 22
broadcast lasted only a few minutes, but
in those few minutes, lawn care pesticides
were linked to the death of birds and one
human on golf courses. CBS correspon-
dent Bob Faw described lawn care as a
war against weeds and bugs that
sometimes claims other victims.

A homeowner named Sherri Rosenfeld
was interviewed and she claimed that
because of a treatment made to her lawn,
her lungs now constantly ache, she tires
easily, and she is often irritable. ‘‘I was
poisoned by a lawn chemical and it zap-

David Dietz

ped my whole system and nothing has
been the same since,’’ said Rosenfeld in
the interview. A gardener named Bruce
Haney was also interviewed and cor-
respondent Faw characterized Haney as
a destitute individual living alone in a
cheap motel, suffering from chronic pain,
unable to work, digest food, or even

sleep, all due to his 13-year exposure to
lawn chemicals as a gardener. *‘I used too
many chemicals for too long and it just
caught up to me,’’ said Haney.

Faw then suggested that Haney and
Rosenfeld do not represent isolated cases
of lawn pesticide injury, that ‘‘possibly
thousands’’ of people could be experien-
cing similar disorders. But more gripp-
ing than reports of human discomfort was
the case of Navy Pilot George Prior. CBS
alleged that Prior, age 30, died 16 days
after he had played on a golf course which
had been treated with daconil.

‘‘His skin came off in sheets until he
lost about 80 percent of his skin,”’ said
Liza Prior, the pilot’s widow. ‘‘After
that, then one by one his organs began to
fail, his kidneys, his liver.”’ Faw reported
that an autopsy conducted by Navy
pathologists concluded that daconil had
permeated Prior’s clothing and killed
him.

Two lawn care industry personalities
who were featured briefly in the telecast
were not too pleased with the treatment
they were given by CBS. Donald Burton,
President of Lawn Medic, Inc., Bergen,
New York, says he was somewhat
distressed, but not surprised. ‘‘They need

(continued on page 16)

THE PROS CI-IOICE.

Tuflex offers you a full line of
tanks to solve your pest control
problems, big or small. The
experts at Tuflex carefully
research and analyze your
needs and assist you in
designing and engineering the
right tank and pump system to
your specific requirements.
Anything less would be a
compromise solution.

Tuflex is the only manufacturer
to specialize in seamless
fiberglass spray tanks built
specifically for the pest control
and lawn care industry. The
exclusive Tuflex process allows
a full five-year warranty on all
hand-crafted seamless
fiberglass tanks.

Our tanks from 100 gallon to
1200 gallon are ready to solve
your toughest challenges.

MANUFACTURING CO.

1406 S.W. 8th St
Pompano Beach, FL 33060
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Deen using® \flex tanks with
gnauon since 1978 with wir-
airs. Tbe. aintenance isy
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L, versatility 1s the best we'veseen.”
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—Roger Albrecht
Nitro-Green

Call TOLL-FREE for economy prices and
more information on our complete line of tanks.

1-800-327-9005
In Florida call collect (305) 785-6402
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D.B.SMITH /D.B. SMITH/D.B. SMITH /D.B. SMITH /D.B. SMITH /D.B. SMITH

New Product Bulletin

Deluxe
Professional

These top of the line poly sprayers
are designed with the professional in
mind. A unique tear drop shaped
tank for added stability, a wide
funnel top for easy filing, two

nozzles (flat fan and brass
adjustable) for greater versatility
and a pressure relief valve are just
some of their features.

Work Saving
Power Sprayers

Powered by electric or gasoline
engines, Garden King sprayers can
be pushed by hand or towed
behind a garden fractor. Available
in12-1/2 and 25 gallon tank sizes,
they are ideal for extensive spraying
requirements, such as professional
landscaping or agricultural needs.

/g

Viton® is a registered trademark of E. duPont de Nemours & Co.

Continuous
Trigger Sprayers

Moving large amounts of liquid with
a minimum of work is the main
benefit of the new continuous

frigger sprayer. Rug?ed poly
construction, solvent resistant
Viton® seals, high volume output,
adjustable nozzle and easy
adaptability to many chemical
containers makes this applicator the
most versatile in the industry.

Deluxe Poly
Knapsack
Sprayer

The Smith E-Z® Knapsack sprayer is
idedlly suited for large area
applications. Lightweight, yet
durable, this model features an
adjustable pump handle, large fill
opening, quick pressurizing pump
with agitator, back shield and
adjustable straps for greater
comfort. A full range of professional
accessories are also available.

The Growing Family of
Chemical Applicators

Our commitment to quality, innovation and service for over 9O years made
us the leader in compressed air spraying equipment. We have the right
chemical applicator for your needs. Contact us today to find out more about

our full line of applicators.

D.B.SMITH & CO,, INC.

For quality, dependabliity and service, see the
dlﬂonnc"x our oxpoﬂon'::yo makes...since 1888.

Utica, New York 13501

Circle 10 on reader service card
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NEWS
(continued from page 14)

something with a little controversy,’’ says
Burton. He felt the graphic portrayal of
the Navy pilot’s death was in bad taste.
‘“We don’t think they searched that out
in enough depth.”’

Burton complains that the general tone
of the broadcast was alarmist and that the
lawn care industry was given very little
equal time to voice its side of the story.
““It is too bad that we couldn’t have had
at least another 20 to 30 seconds. They
took only one sentence out of a three-
minute prepared statement I had at the
hearing.”’

The hearing Burton refers to occurred
on May 1 in Buffalo, New York, spon-
sored by the pesticide activist group, the
Erie County Energy and Environment
Committee. Burton and four other lawn
care industry spokesmen addressed the
hearing in an attempt to quell a growing
fear of lawn chemicals in the Buffalo area.
Representing the industry at the podium
were: Dr. Roger Funk, Vice President,
Technical and Human Resources, Davey
Tree Expert Company, Kent, Ohio; Dr.
Wendell Moleson, consultant for Dow
Chemical Company; Dr. Roger Yeary,

Director of Employee Health, ChemLawn
Corporation; and Richard Stedman,
President of Wright Lawn and Tree Care,
Clarence Center, New York.

‘“The statement I made introduced our
position in the aggregate and also set the
tone as to what our response was going
to be from the other experts on our side,”’
says Burton. He says CBS did not give
him much advance notice that they were
going to use footage from his address to
the meeting in the ‘Evening News’ broad-
cast. ‘‘I had no idea what they were go-
ing to do really, but I was told that
something was going to be on that night,”’
says Burton.

Also featured briefly in the CBS broad-
cast was David Dietz, Director of the
Pesticide Public Policy Foundation (3PF).
Dietz says CBS did the industry no
favors. ‘“The story was extremely one-
sided,’’ complains Dietz. ‘‘The informa-
tion contained within that story was less
than accurate. When you have a three
minute segment and the professional’s
side gets 20 seconds total for its point of
view, you have a built-in bias.”’ Dietz has
information which leads him to believe
that CBS erred in its reporting on the
results of the Navy pilot’s autopsy.

““There is no evidence, from what I'm

told from a fellow who has looked at the
autopsy report, that daconil was the cause
of death in that particular incident,’’ says
Dietz. ‘‘Prior worked in top secret Navy
efforts and his cause of death is in litiga-
tion at the moment. For CBS to say that
the guy walked on a golf course and died
seven days later from exposure to a pro-
duct that was used on that golf course is
absolutely inaccurate.’’

As damaging as the CBS news segment
was, Dietz is convinced that it is typical
of more media reporting to come.
““ABC’s ‘20/20’ has also interviewed
me,’’ says Dietz. ‘‘I have been interview-
ed by as diverse mediums as People
magazine and the Times Union in
Rochester, New York. It is a heightened
awareness that is leading to some public
perception difficulties that I feel we are
going to have to deal with.”’

CLCA CERTIFICATION
TEST QUALIFIES SEVEN

Seven examinees have passed the Cer-
tification Test for Landscape Technicians
conducted by the California Landscape

(continued on page 18)
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Imler Measuring Wheel
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Imler Measuring Whee.lffrom all the look-alikes on the
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Measuring Wheel.

parts.
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crews nationwide.
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@ Quantity discounts available.
@ Very prompt delivery.

For more information call or write
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line hose.

The Heavy-duty Spray Gun that
easily adjusts from mist to
long distance jet stream and
any position in between.
One of the best buys

Rugged, easy-to-maintain high perfor-
mance, long-life Green Garde pumps
developing pressures to 500 psi and 800

Lightweight 400 foot P.V.C. Hose
featuring extra strong braid rein-
forced double tube construction. Its
bright chartreuse color will not
mark curbs and patios. Top-of-the-

7
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High Performance Spray Team

PVC OUTER TUBE

POLYESTER BRAID
REINFORCING
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Green Garde, Division of Encap Products Company
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More to choose from...

7560 Aeciflor

Walk-behind Aerifiers:

The JR-4 was designed especially for the
lawn care professional. Self-propelled, fast
and maneuverable. Just 34"z 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.

a choice you can depend on.

" TM-yt?‘oK)_\friﬁ;r

< wi I

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

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.

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 Ibs. Turf protecting transport tires
and six discs to hold 60 tines or blades.

1625 N. Garvin St.
Evansville, IN 47711-4596

“ a h n Telex: 27-8429
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Turf Maintenance Vehicle:

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 lewering the aerifier unit.
Only 347 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
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Contractors Association (CLCA) on April
5-6 at Orange Coast College, Costa Mesa,
California. Fifty eight California land-
scape technicians have now achieved a
passing score on the landscape proficien-
cy test since it was first administered in
1984.

CLCA sponsors the test to identify
landscape workers who can meet every
competency standard in the industry, ac-
cording to Kenneth Gerlack, Chairman of
CLCA’s Certification Committee. The
April exam took two days to complete and
consisted of 15 hours of timed, hands-on
work on 30 problems in eight major skill
areas. The eight skill areas include plan
reading, irrigation installation, plant in-
stallation, concrete installation, grading,
drainage, brick on sand construction, sand
box construction, and seed and sod
installation.

Test takers had to earn a passing score
on each of the 30 problems in order to
earn CLT status. Several CLT candidates
failed one or more problems and must
retake them in order to become certified.
The entire test, however, need not be
retaken.

tification Test for Landscape Technicians.

CLT candidate rakes soil mix to level irregularities during the seed and sod portion of CLCA’s Cer-

The new CLTs are: Doug Heims,
Comprehensive Landscape Design, Costa
Mesa; Victor B. Matloff, Flowerdale
Nursery, Santa Ana; Ronald William
Nichols, Creative Environments, Somis;
Francisco Perez, Boulder Creek Land-

scape, Fresno; Mark Speer, South Coast
Landscaping, Los Alamitos; John C.
Swanson, Blue Sky Landscaping,
Panorama City; and John E. Valusek,

Sheridan Landscaping, Sun Valley.

(continued on page 20)

WALK BEHIND AERATOR

SPECIFICATIONS:

« Engine: 5 HP, 4 Cycle Briggs and Stratton, 6 to 1 Gear Reduction

* Weight: 450 pounds
* Drive: Chain Driven and Belt
¢ Aerating Path: 20 inches
¢ Width: Overall 30 inches
¢ Drive Wheel Castings: 6-34# each
¢ Pillow Type
Tine Holder:
1%2 X 22
Steel,
Unbreakable
Core Type
Tines:
21-5/8 X 32
inches
Retractable
Tines
Adjustable
Handle for
Ease of
Handling
¢ Tire and
Wheels
11 X4X5

Is rugged
and requires
little
maintenance.

&

For More Information, call or write:

EARL J. CRANE INC. i associates

3975 S. Seneca Co. Rd. 19
Tiffin, Ohio 44883
Phone: 419/447-8313
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Sustains

Turf Grass
Research

For further expansion of important projects your support
is needed. Be a part of future research. Send your con-

0.J.NOER RESEARCH FOUNDATION, INC.
Robert J. Welch, Secretary-Treasurer

301 So. 61st St.

Milwaukee, Wi 53214
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Over 1000 companies
have discovered the benefits
of membership in the
Professional Lawn Care
Association /na +a ;
of America.

What are you waiting for?

PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA

Over 1,000 companies have joined the Profes- Who else but PLCAA offers all this to the
sional Lawn Care Association of America lawn care businessman? Find out for
since it was founded in 1979. Why? Because yourself what 1,000 other companies
they know a good thing when they see it. already know —that membership in the

Professional Lawn Care Association of
America helps your industry and your
business. Mail the coupon below or call
(404) 977-5222.

P.S.—Don't forget to mark your calendar—

Where else can the small lawn care com-
pany get quality health care insurance at a
reasonable cost? And where else can you
get PLCAA's exclusive line of publications?
PLCAA's Technical Resource Manual, the 5 :
Safety Manual, and the Management Mono- PLCAA/Baltimore *86, our big 7th Annual

h booklets, our handy series of lawn care Conference and Show, takes place Nov. 17-20,

business guides, are all FREE to PLCAA at the Baltimore Convention Center.
members. : T R e S AN O W IEXS BN MED PO ENE A SRS S 0NN Ge SO DN TR 00N RY NS M8 W

§ I'minterested. Send me more information!

How else can you stay in touch with news
you need to know? PLCAA members receive | Name

Turf Talks, our bimonthly newsletter, full of ] Company

member news and management tips. I Aqdress

PLCAA's Legal Update bulletin, written by B ciy State Zip
General Legal Counsel Richard I. Lehr, is tar- % Telephone.( )

geted to the green industry. And PLCAA's £

Mail to:

James R. Brooks, Executive Vice President
Professional Lawn Care Association

of America

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

Environmental Update bulletin keeps mem-
bers in touch with legislative issues —issues
that could threaten your business.

What else do you get for your low PLCAA
dues? Access and price breaks on local
seminars, audio/visual training programs,
sales aids, networking, and much more.

< FREE! Just published and FREE to new
members—PLCAA's 64-page Operating
Performance Ratios for the Lawn Care
Industry. a $150 Value!




NEWS
(continued from page 18)

Farwest Turf Equipment, Portland,
Oregon, has been appointed a dealer for
Cushman vehicles and equipment,
manufactured by OMC Lincoln. Farwest
Turf will handle the Cushman® line of

industrial and commercial gas and elec-
tric vehicles, Cushman turf vehicles and
attachments, and the Cushman Front
Line® mower. The company will repre-
sent the Cushman line throughout Oregon
and five counties in southern Washington.
Ken O’Neil is President of Farwest Turf
Equipment. David Jacobsen is Vice Presi-
dent and Sales Manager. Other partners
in the firm are Jerry Cundari and Peter
Jacobsen.

Employees of Farwest Turf Equipment, Portland, Oregon.

WESTERN NEW YORK
UNDER REGULATORY ATTACK

As we reported in the last issue, a volatile
situation exists in western New York state
which has put the lawn care industry on
the defensive. A handful of very vocal
citizens have created a regulatory sensa-
tion which has attracted the attention of
local media. Media coverage has in turn
caught the attention of the Erie Country
legislature and area citizens in general. At
the core of the controversy is the western
New York activist group HELP (Help
Eliminate Lawn Pesticides).

Articles describing the perceived
dangers associated with lawn chemicals
have appeared in the Buffalo News in re-
cent months. The New York Department
of Environmental Conservation has con-
tributed to the public’s general alarm by
considering a ban on diazinon following
alleged waterfowl kills from diazinon on
New York golf courses and sod farms. To
combat this regulatory situation, 16 lawn
care companies have formed the Western
New York Lawn Care Association
(WNYLCA) and have begun to search for
a common ground acceptable to the Erie
County legislature. However, for the
lawn care operators, considerable ground

Add efficiency to your aerating operation
with the Terra 140. Fast and durable, the
140 will eliminate down time. The
aerating seasons are short, your Terra
will work for you all day - every day.

UE racante
P.O. Box 506

Pardeeville, WI 53954

(608) 429-3402

Contact your
Terracare Distributor
for demonstration.
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MOLE
CONTROL

Degesch Phostoxin® will safely and ef-
fectively eliminate lawn damage caused
by the Eastern and Star nosed mole,
along with other burrowing rodents.

TUMIGATION
Service & Supply Inc.

10505 North College Ave.
Indianapolis, indiana 46280-1438
CALL FOR DETAILS
(317)846-5444
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has already been lost.

Jim Foot, Branch Manager of Davey
Lawnscape Service, Buffalo, New York,
says he has lost 700 to 800 accounts
because of the issue. ‘‘The industry in
western New York has lost about 10 per-
cent (of its total customer base), that is
a very fair statement,”’ says Foot.
However, media coverage has eased away
from the issue a bit and customer loss
rates have also improved since the whole
fiasco started after a public hearing in
Ambherst, New York on April 16. But
Foot fears that anticipated coverage in
People magazine and ABC’s ‘‘20/20”’
television news magazine may stir things
up again.

Foot says lawn care operators in areas
that have thus far been spared the effects
of the pesticide controversy should not be
complacent. ‘‘There was absolutely no
word that anything was going to heat up,”’
says Foot. ‘‘A lot of states and
municipalities are looking at western New
York to set some kind of precedent.’”’ The
county legislature and its anti-pesticide
constituents, in such groups as HELP,
have more or less told the WNYLCA that
they had better agree to some kind of
compromise to the controversy by 1987,
according to Foot. ‘“We have a dialogue
with these groups that are hacking us up,
S0 we are going to see a working relation-
ship with them to develop something,’
says Foot. ‘‘Ultimately, they want us to
quit using pesticides.”’

To clarify their position and let lawn
care operators know what direction they
intend to take, Erie County legislators
Leonard R. Lenihan, William A. Pauly,
Mary Lou Rath, and Charles M. Swanick
have drafted a resolution. The resolution
is titled ‘‘Recommendations Pertaining to
the Regulation and Application of
Pesticides.’’ Within the text of the resolu-
tion, the authors recognize that prior New
York state court decisions have given the
state authority to preempt local or-
dinances. Therefore, they are careful to
note that their resolution is a list of recom-
mendations to state government officials
and not a draft of a proposed ordinance.

The recommendations are listed by
topic and each topic is followed by
background information and suggestions
for implementation from the county
legislators. The topics for consideration
are as follows:
® On-site supervision of non-certified
lawn spray applicators.

e Strengthen training for persons becom-
ing certified applicators.

* Improved enforcement of DEC (Depart-
ment of Environmental Conservation)
regulations.

* Establishment of a toll-free state hotline.
® More resources for state pesticide

Turn Your Customer’s
Lawn Problems Into

GREATER PROFITS FOR YOU!

problem solver

STRENGTHEN
& RENEW

Increase healing of weak, dis-
eased lawns. Builds turf density.
Stimulates deeper roots, rhizome,
and stolon growth. Increases plant
immunity to diseases. Effectively
Controls Brown Patch, Fusarium
and Related Ring Diseases without
Fungicides. Creates Deeper, Green
Color and Greater Beauty.
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&
RENEW
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TOXIC TIGHT SOILS?
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ADDITIVE D

get
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A Natural/Organic and Micro-
Nutrient Soil Additive that’s de-
signed to relieve lawn stress prob-
lems. Ideal for Compacted, High
Salt Soils, High Sodium and Chlo-
rides, Road Salt Damage and from
Excessively High Applications of
Fertilizers and Pesticides.
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testing.

* Other funding sources for testing the ef-
fects of pesticides.

* Banning the use of diazinon.

¢ Institution of complaint handling
procedures.

* Use of pesticides on county-owned land.
® Additional federal resources needed for
pesticide assessments.

Also listed as topics for consideration
are Assembly Bills #10272, #9046,
#10271, and #11183, which concern
pesticide runoff and drift, entering con-
tracts with lawn care customers, supply-
ing occupants of multiple dwellings with
pesticide labels, and prenotification of ad-
joining property owners, respectively. At
the end of the 15-page resolution, the
authors made note that they reserve their
right to ‘‘take supplemental action in the
future, pending the outcome of the state’s
activities, certain legal decisions, and
other related matters.”’

One of the lawn care businessmen ac-
tively involved in the WNYLCA's battle
with the Erie County legislators and
groups like HELP is Donald Burton,
President of Lawn Medic, Inc., Bergen,
New York. Burton says the main thrust
of what the group is trying to do in
western New York is damage control.

Donald Burton

‘“We are trying to answer the charges
coming in and get a feeling about whether
people would support a counter-
offensive,’’ says Burton. ‘‘The time has
come, in some of these very hot areas, for
lawn care people to get together and pay
for spots in newspapers to present the
positive aspects of lawn care and refute
some of the more blatant accusations
made against them.’’ Burton says lawn

care operators should substitute the phrase
““turf protective practices’’ for the phrase
““lawn care chemicals’’ or ‘‘lawn care
pesticides’’ in conversation.

He says manufacturers of lawn care
products have been helpful with informa-
tion and have been attending the public
hearings, but are not actually a part of
WNYLCA. Burton believes the situation
in western New York is a single issue that
lawn care applicators will have to deal
with for themselves.

LAROCHE PURCHASES
USS AGRI-CHEMICALS TURF LINE

LaRoche Industries, Inc. has announced
the purchase of the Turf and Garden
business line from USS Agri-Chemicals,
effective May 1, 1986. LaRoche will con-
tinue the Professional Use, Vertagreen,
and Soilife line of fertilizers and home
chemicals and will continue to be a ma-
jor supplier to the mass merchandisers of
private label fertilizer and home chemical
products.

LaRoche Industries, Inc. was formed
by William W. LaRoche who has 37

‘years of industry service rising to group

E STRONG ENTERPRISES, INC.
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» Immediate installation and productive operation.
« We are the largest supplier of systems to the
Lawn Care Industry.
« The system has been operating sucessfully for
six years all across the U.S.
» Lawn Care professionals who speak your
language.
Rainbow Computer Sales
84 Ninth Street 1716 Lake Crest Lane
Somerset, NJ 08873 Plano, TX 75023
(201) 828-7444 (214) 964-7409
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Vice President — Chemicals for U.S.
Steel. USS Agri-Chemicals was a division
within the Chemical group. C.M.
Henderson, former President of USS
Agri-Chemicals, will be President and
Chief Operations Officer and F.J. Prin-
zo, former Comptroller of USS Agri-
Chemicals will be a LaRoche Vice Presi-
dent and Chief Financial Officer.

J.P. LaGesse, well known to trade peo-
ple, will continue to head the Turf and
Garden business line for LaRoche In-
dustries. The company purchased several
additional business lines of USS Agri-
Chemicals, which serves various markets
on a nationwide basis. The purchase in-
cluded 10 major manufacturing plants and
120 distribution centers nationwide.

PGMS COMPILES
SALARY SURVEY

The Professional Grounds Management
Society (PGMS) has compiled its 1986
salary survey of grounds managers. The
survey has been tabulated by region and
analyzes the salaries and benefits of
grounds managers and technicians. In the
Northeast region, grounds managers
reported a high annual salary of $40,000,
a low annual salary of $15,600, for an
average annual salary of $26,275. In the
Southeast region, the salary high was
$65,000, the low was $10,000, and the
average was $25,694.

The Mid-Atlantic region reported a
salary high of $45,000, a low of $14,400,
and an average of $25,461. The Midwest
region registered a high of $41,000, a low
of $9,000, and an average of $26,613.
The Southwest region checked in with a
high salary of $52,000, a low salary of
$16,900, and an average salary of

$27,254. Finally, the Far West region
reported a high salary of $55,000, a low
salary of $18,500, and an average salary
of $29,735.

Based on dollars paid per 40-hour work
week, foremen in the Northeast region
averaged $8.98 per hour. In the Southeast
region they averaged $6.15, the Mid-
Atlantic region $8.15, the Midwest
$9.32, the Southwest $7.96, and the Far
West $8.28. Permanent laborers in those
regions averaged $7.43, $4.82, $6.54,
$8.32, $5.87, and $6.57, respectively.

From mist to dust . . .

THREE WAYS
T0 SPRAY

Birchmeier Micronizer SP 71

A robust gasoline powered
sprayer ideal for large areas of
application. The self-pressurizing
tank provides constant flow in
any position. The throw distance
is up to 50 feet horizontally or 40
feet vertically. This machine
easily converts to dispense
granules or dust.

Birchmeier
Micronizer SP 71

Birchmeier
Backpack Sprayer

Here's the sprayer
renowned world-wide for
long service life. This
sprayer is well balanced for
operator comfort. The
pump mechanism is located
outside the tank and
therefore not in contact
with corrosive liquids for
any length of time. The
tank is hard polyethylene
with a large opening with
filter. The trigger control is
solid brass.

P-D5 Powder Duster

This remarkable sprayer puts dust
just where you want it — no more
fogging or mess. A unique
dispensing system allows for
precision application. An incor-
porated pump allows the tank to be
pressurized by hand. A tire-type
valve allows for pressurizing with
an air hose. A pressure relief valve
prevents over pressurizing and
releases pressure prior to opening.

P-D5 Powder Duster
(pat. pending)

All Trebor polyethylene products have ultra-violet inhibitors for protection from
prolonged exposure to sun light.

TREBOR CORPORATION

4045-A Jonesboro Road / Forest Park, GA 30050
(Outside Georgia) 1-800-331-1449 404/366-0957
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PEOPLE

om Phillips has been appointed
Regional Sales Manager of the
Turf Equipment Division of Mid-
dlesworth Engineering and
Manufacturing, Inc. Phillips is responsi-
ble for the marketing of their zero-turning
radius mowers in Indiana, Ohio, Illinois,
and Michigan. He has been involved with
this industry all his life and owned a
distributing company for 19 years.

Art Leasure, an account manager for the
North American Agricultural Products
Department of The Dow Chemical Com-
pany, has been chosen to receive the
Olympian Award, the highest achieve-
ment recognition award presented by the
department. Leasure is one of only seven
Dow sales representatives and two
Technical Service and Development
specialists to receive this award, which
is based on safety, sales growth, goal
achievement, overall performance, and
other outstanding contributions
throughout 1985.

Leasure was presented the award in

Tom Phillips

Tony Amato

special ceremonies at Dow’s world head-
quarters in Midland, Michigan, on April
17 for his outstanding performance and
dedicated effort in marketing Dow
agricultural products in Florida. The
Olympian Award carries with it an all-
expense paid holiday for two to the
destination of the winner’s choice and in-
cludes round-trip transportation, deluxe
hotel accommodations, and a cash
allowance for meals, sightseeing, and
entertainment. Leasure is a resident of
Dunedin, Florida and holds a masters

degree in horticulture from the Universi-
ty of Illinois.

Tony Amato, Professor Emeritus at Cal
Poly San Luis Obispo, has been appointed
special consultant to the California Land-
scape Contractors Association. Amato
will assist in the development and produc-
tion of CLCA-sponsored educational
seminars. In making the announcement,
CLCA Executive Director Michael E.
Leeson stated that Amato is ‘‘ideally
qualified to help the association bring pro-
grams of quality education to members
and all professionals in the industry.”’
Amato brings a long and distinguished
record of service to the Green Industry.
He became a licensed contractor in 1951,
earned a license in landscape architecture
in 1954, and taught landscaping and hor-
ticulture at Cal Poly between 1955 and
1982. He has worked closely with CLCA
over the years, having served as the judge
of several Trophy Awards competitions,
most recently the Search for Excellence
competition in 1985. z

PLCAA UPDATE

he law firm of Sirote, Permutt,

Friend, Friedman, Held and

Apolinsky, P.C., Birmingham,

Alabama, which represents the
Professional Lawn Care Association of
America (PLCAA), recently issued a
memorandum to the PLCAA’s board of
directors. The memorandum addressed
the ongoing insurance crisis issue. Last
month, in this column we printed a sec-
tion from the memo which discussed the
steps a lawn care businessman can take
to enhance his prospects of obtaining in-
surance. This month, we will excerpt
from the section on reducing exposure:

‘“Most businessmen are aware of the
need to adopt safety programs and to im-
plement risk programs. The insurance
crisis has also made businessmen aware
of the need to shield some of the assets
in their business from claims. The follow-
ing means of shielding assets may prove
helpful to you:

1. Consider forming a corporation. If
you are doing business as a sole proprietor
or if you are a general partner in a part-
nership, you may wish to consider form-

ing a corporation for the conduct of your
business. Sole proprietors and general
partners are personally liable for all debts
and obligations of the business. A cor-
poration may protect the assets of the of-
ficers and directors from liability for the
debts and obligations of the corporation.

2. Properly observe corporate for-
malities. Once a corporation is formed,
the mechanism exists to shield officers
and directors from personal liability for
debts of the corporation, but the failure
to properly observe corporate formalities
can subject officers and directors to per-
sonal liability.

3. Decentralization may be helpful. If
you own several businesses, or if your
business carries on a variety of functions,
such as selling products, providing ser-
vices, and holding title to real estate or
equipment, it may be wise to form a cor-
poration for each of the separate
functions.

4. Obtain waivers for risks. Many
businesses are operating with contracts
and agreements drafted five to 10 years
ago; others have no written contracts at

all. Written sales and service agreements
can minimize your liability by disclosing
risks and obtaining waivers for these
risks.

5. Develop loss prevention programs.
Insurance carriers are experts at identi-
fying risks. By reviewing the insurance
company’s underwriting guidelines and
by discussing the areas which the carrier
believes create the greatest risks, you may
be able to assess and control certain risks
associated with your activities.

6. Consider shielding personal assets.
If you desire to continue doing business
as a sole proprietor or in a general part-
nership, or if you simply wish to obtain
additional protection for your personal
assets, you may wish to shield some of
your assets by transferring those assets to
another party or creating trusts. If there
is a claim outstanding or anticipated, you
may not be able to transfer your assets
lawfully in order to shield them from that
claim.

7. Consider hiring technicians as in-
dependent contractors. This could place
the liability risk on the contractor.”” m
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No matter what type of turf
you maintain, it deserves insect
protection.

D

LESCO Fertilizers with Dursban-
deliver that protection.

LESCO gives you the best of both  armyworms, cutworms, billbugs dense, healthy, insect-free turf.

worlds by combining quality slow- and a variety of other pests. If you prefer Dursban without
release sulfur-coated fertilizers LESCO offers several fertilizer/  fertilizer, LESCO has both granu-
with the effectiveness of Dursban  Dursban combinations. One is lar and liquid formulations.
insecticides. You get steady, grad-  right for the turf you maintain. Deliver the protection your turf
ual greening — while eliminating Save time and labor and get the deserves. Put LESCO Fertilizers
chinch bugs, sod webworms, results you expect and deserve — with Dursban to work for you.

Call LESCO today to order. (800) 321-5325 NATIONWIDE
(800) 362-7413 IN OHIO

Circle 14 on reader service card

Dursban® is a registered trademark
of The Dow Chemical Company.

LESCO, Inc., 20005 Lake Road, Rocky River, Ohio 44116 * (216) 333-9250



BUSINESS FEATURE

RATING SPRAY
EQUIPMENT

What do you look for in a good spray rig?
Chances are, you have some definite ideas about
the qualities you look for in a good spray rig.

awn care spray rig technology really hasn’t changed

much in the last few years, so by now most

established lawn care operators have decided up-

on the type of spray rig they want to use. When
low-volume spray technology came on the scene a number
of operators made the switch to low-volume, but conven-
tional high-volume rigs remain the mainstay of the in-
dustry. When you ask a lawn care businessman about the
qualities he looks for in a spray rig, he can make a list
without any hessitation.

LAMBERT'S LANDSCAPE. Harold Spiegel, Service
Manager at Lambert’s Landscape in Dallas, Texas, knows
what he wants in a spray rig. For starters, he wants a rig
that is quiet. ‘“The one we started out with was so noisy
the whole neighborhood came out to complain,’ says
Spiegel. Quiet operation is one of the things he appreciates
about the PTO-driven pump on his Pro-Turf Manufac-
turing spray rig. Spiegel also lists versatility, durability,
and pressure regulation as other benefits.

He says resale value is also important, but it is not a
high priority factor. Resale value is more important to

Struyk is impressed with Pro-Turf’s
ability to re-build used trucks.
““They took four of my used trucks
(Chevy C-30s) and literally made a
purse out of a sow’s ear. It improv-
ed our image a million percent.”’

the equipment department at Lambert’s Landscape, ac-
cording to Spiegel, because all spray rigs are leased from
that department. ‘“We have our own shop here and we
do a lot of maintenance level repairs and rebuilds,’’ says
Spiegel. ‘“With the fiberglass tanks and other components,
we can always switch over to another truck if need be.’’

The company currently operates three spray rigs: the
original 2-ton rig with FMC Corporation and John Bean
components; a 1-ton, Pro-Turf truck with a 500-gallon
tank; and another 2-ton truck with a 1,000-gallon tank,
which is divided into two 300-gallon compartments and
two 200-gallon compartments. The truck with the
1,000-gallon tank was recently re-worked by Pro-Turf
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and is now used for both lawn and tree applications.
‘“Traditionally, this company has gone with nothing but
2-ton trucks,’” says Spiegel, ‘‘so the maneuverability of
the 1-ton truck is definitely an asset.”’

He says his company’s spray rig needs have changed
in recent years. ‘“When I first came here three years ago,
the spraying phase of the company was strictly a support
function,’” explains Spiegel. Since he has a lawn spray
background, Spiegel began to incorporate spraying into
the company’s repertoire of services, particularly for
trees. ‘“We have evolved into lawn care over the last three
years,’’ says Spiegel.

The FMC/John Bean spray rig is 10-years-old, although
the truck beneath it has been replaced once. Spiegel says
he expects to get three to four years out of a truck. He
has been impressed with the performance of the Pro-Turf
model. “‘It has been a real relief having the system they
put together because it is well-built — basically trouble-
free,”” claims Spiegel.

STRUYK TURF MAINTENANCE. Garry Struyk, President
of Struyk Turf Maintenance in Council Bluffs, Iowa, is
also pleased with his Pro-Turf rigs. He is currently
operating six Pro-Turf rigs with PTO-driven pumps and
stainless steel tanks. Two of them have 750-gallon tanks
mounted on Ford F350 trucks. The remaining four have
600-gallon tanks mounted on Chevy C-30 trucks. When
he got into the business in 1970, he was using skid-
mounted rigs with auxilliary engines and polyurethane
tanks.

The qualities Struyk looks for in a spray rig are durabili-
ty and safety. ‘‘The reason we went to this rig is because
of the low center of gravity,’’ explains Struyk. ‘‘It makes
the truck very stable. They are baffled and the poly tanks
weren'’t baffled. These are a very smooth riding unit, very
safe.”’

He also appreciates the outstanding resale value of the
spray rigs he is using now. Struyk’s company is primarily
granular in application format, so he uses the spray rigs
strictly for herbicide applications. If he had spray rigs
built specifically for the purpose of spraying herbicides,
they might have been more useful to him, but their
specialized nature would have made them difficult to
re-sell.

Struyk is impressed with Pro-Turf’s ability to re-build
used trucks. ‘“They took four of my used trucks (Chevy
C-30s) and literally made a purse out of a sow’s ear. It
improved our image a million percent.”’
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Struyk’s older spray rigs lasted about
three years before he had to sell them. He
hopes to get about seven years out of the
Pro-Turf models. **With stainless steel,
the truck will wear out before the tank,"”
says Struyk. He intends to sell the used
trucks and mount the rigs on new trucks.
The used trucks will be sold through trade
magazine classified ads to new companies
still in the start-up mode.

Struyk has avoided low-volume spray
rigs, not because of the agronomic dif-
ferences, but because of the physical
characteristics of the trucks. Low-volume
trucks are typically pickup trucks and
Struyk says they are not safe when car-
rying large amounts of water because of
the difficulty in braking. He also contends
that pickups are not as durable as 1-ton
trucks. **When we first started, we used
pickups with 200-gallon tanks and they
didn’t hold up nearly as well as the 1-ton
trucks,’” says Struyk. “*You can buy a
I-ton truck that will last you almost
forever for the same price you can get a
pickup that is worn out before it is paid
for."

NICE ‘N GREEN. Not all lawn care
businessmen would agree with Struyk’s
assessment of low-volume spraying.
James Mello, Manager of Nice ‘N Green,
Inc. of Romeoville, Illinois, has con-
verted his entire fleet to low-volume units
and is pleased with the results. First of
all, Mello says the initial cost of the
equipment is much lower than conven-
tional spray rigs. There is also a con-
siderable savings on fuel bills. The mini-
pickup trucks used to carry low-volume
spray rigs are also easier for the operator

to maneuver. ‘‘Because the equipment is
lighter, we can drive on some turf areas
where I would have been afraid to with
a 2-ton,'" says Mello.

There are also important agronomic
benefits to be had with low-volume spray-
ing, according to Mello. He says weed
control can be improved by spraying at
low volumes. However, he notes that fer-
tilizer burn potential is increased with
low-volume spraying. Selection of low-
burn liquid nitrogen sources such as NG
1515 and Formolene® can offset this pro-
blem.

Mello says an injection system will pro-
duce even better results when incor-
porated into a low-volume or high-volume
spray rig. Mello’s low-volume equipment
feature an injection system which consists
of a separate pump, tank, and line attach-
ed to the hose which allows him to inject
materials at the spray gun. There are
some advantages in being able to target
pesticides with an injection system, accor-
ding to Mello. First of all, there is a
reduction in the amount of pesticides be-
ing applied. This makes the application
more environmentally sound. By
targeting pesticides, one can also reduce
overall pesticide costs. The amount of
pesticides the applicator is exposed to is
also reduced.

Mello’s low-volume spray rigs with
built-in injection systems were manufac-
tured by Perma-Green Supreme, Inc. He
has been using the same spray units for
three seasons now with no complaints.
After two years, Mello trades in his trucks
and installs the low-volume units on new
trucks. One of his reasons for getting rid
of the trucks after they are two years old

is the two-year warranty they come with
from the dealer. His repair bills are vir-
tually nil during the two-year warranty
period,

Secondly, he buys the white mini-
trucks six at time and sells them after two
years with relatively low mileage on
them. “*I am recuperating about 80 per-
cent of the initial cost,’" claims Mello.
“*Now [ have brand new trucks to work
with after two years.”” He says that kind
of return on one’s investment is difficult
to do with the big 2-ton trucks. One-ton
trucks, however, can also be resold with
little of the initial investment lost. **In
fact,”” says Mello, **I went to 1-ton, dual-
wheel, mini-trucks, as opposed to the
single wheel, just for additional load
capacity.”’

When Mello got started in the business.
he was operating 2-ton conventional spray
rigs, but he converted six of them to low-
volume within one year. **I have already
gone through a fleet of trucks and I am
into my second fleet,”* says Mello. **You
can easily buy two or even three of these
trucks for the cost of one 2-ton. And my
low volume system runs off the battery
50 there are no belts, PTOs, or engines,
s0 it doesn’t burn gas all day while we
are spraying.”’

Initially, Mello worried that his
customers would feel they were not get-
ting as much for their money as the
homeowners who hired lawn spray ser-
vices with big trucks. Luckily, his fears
were unfounded.

**Since I have gone with low volume
I have found exactly the reverse. Not so
much that people don't care about what

f{continued on page 31)

he Specialty Products Manual
published by Stauffer Chemi-
cal Company contains the la-
bels of the company's spec-
ialty turf products. The manual also
contains some good tips on the mixing
and application of those products. The
following information is excerpted from
the manual’s section entitled, **Tips on
Tank-Mixing Pesticides.™

® Read the labels carefully for all pro-
ducts you will mix. Follow directions,
® Do a small-scale *‘jar test’” for com-
patibility as follows:

Place one pint of carrier-water or
fluid fertilizer in a quart jar. Add each
pesticide or pre-mix of pesticide to the
water, one at a time, and shake well
with each addition. Use each product in
the same proportion to carrier as it will
be in the actual tank mix.

TANK-MIXING PESTICIDES

Unless labels indicate otherwise, add
pesticides in this order: wettable
powders first, followed by flowables,
water solubles, surfactants, and emul-
sifiable concentrates.

Invert the jar 10 times, then inspect
the mixture immediately and then in-
spect it after standing quietly for 30
minutes. If a uniform mix cannot be
made or if nondispersible oil, sludge,
or clumps of solids form, the mixture
is incompatible and should not be us-
ed. Minor separation after 30 minutes,
without sludge or clumps, and which
remixes readily with 10 jar inversions,
is tolerable if field spray tank agitation
is good and keeps the combination
mixed.

* When you tank-mix in volume, put%
of the carrier in the tank first. Then add
pesticides one by one, with wettable
powders first. Agitate for thorough mix-

ing after each addition, before pouring
in the next. Finish filling the tank with
carrier.

® Keep agitation going at all times on
the way to the field, during application,
and during stops for any reason. Emp-
ty the tank preferably on the day of mix-
ing. Do not allow mixture to stand over-
night without agitation. Check labels for
temperature and humidity data as they
affect mixing or delay in use.

* With any new combination, test your
tank mixture on small areas, at varying
rates and conditions of use, before large
scale use. Check with your state college
or extension agent for test data and
check on variations in local water supp-
ly that may affect performance.

® Use exact dosage rates for registered
tank mixes. Changes may cause turf in-
jury or poor performance on weeds or

pests.,
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The Heavy Duty Spreader that Lasts and
Lasts_ and Lasts and Lasts and Lasts...

. Rust Out
v Warranty

ModelNo ZZUOBTP

with pneumatic tires

Model No. 2200RTS

with semi-pneumatic tires

Designed especially for the rigors
of Commercial Grounds
Maintenance, the Ev-N-Spred
delivers superior performance
season after season. Its wide and
uniform “feathered-edge”
broadcast cuts big jobs down to
size and helps eliminate unsightly
overlaps. It is extremely smooth
operating and practically
maintenance free.

Here’s why grounds keepers are
choosing the Ev-N-Spred.

® Big, non-marking rubber tires
® The rust-proof hopper holds

large quantities of seed or
fertilizer

® Entire broadcast delivery system
iS non-corrosive

® Infinite flow control handle with
positive on/off

® Massive enclosed gears for
smooth and maintenance free
operation

® Frame constructed entirely of
strong, non-rusting aluminum

For more information on the
durable Ev-N-Spred, fill out and
mail today.

Circle 39 on reader service card



When
coverage is
important

Insist on Glade for the important
coverage, the beautiful coverage in
both sun and shade.

Glade is widely accepted as the
improved sun and shade blue-
grass variety!

Get coverage where it's important
now and in the future. Growing trees
and long roof shadows surprise even
the best landscape architects.

Insist on Glade in every mix — from
your local wholesale seed distributor.

Kentucky bluegrass
US Plant Patent 3151

Canaagia cense No 2133
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Another fine, quality-controlled product of
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RATING SPRAY EQUIPMENT
(continued from page 28)

they are getting, it comes down to performance on that lawn.
As long as you are not out there with a rusty old pickup truck,
people don’t care what you come out with.’” But even more
surprising is the fact that many people are actually attracted to
the trucks. ‘“We have gotten such a flood of people commen-
ting on our small trucks because they are cute! Now our logo
is at eye level from a car seat. They don’t have to look way
up at some smelly truck.”’

THE LAWN COMPANY. Public image is also important to Ed
McGuire, President of The Lawn Company in Cape Cod,
Massachusetts, but he is more concerned with the mechanics
of a lawn spray rig. McGuire buys chassis cab trucks locally
and sends them to Graham Lawn Care Equipment, Inc. for out-
fitting with spray equipment. ‘‘In a spray rig, we are looking
for something that is proven, simple, and easy to work with,”’
says McGuire.

McGuire’s rigs are conventional high-volume units. He has
a 1-ton truck with a 600- and a 100-gallon tank on it with dou-
ble reels. He also has three 1,200-gallon trucks that are divid-
ed into two compartments with double reels.

McGuire has been in business for five years and still has the
first truck he bought. It is now used as a backup if one of his
other trucks is down for repairs. The first truck is a Graham
Lawn Care rig and his newer trucks are patterned along the same
basic design, with the addition of an extra drop tank and extra
reel. ‘“We find the 1-ton truck is the most economical and meets
the needs we have,’’ says McGuire. ‘“We are not in an area
with a lot of large lawns. The 1-ton truck with a 600-gallon
tank is more than enough.”’

McGuire also has three pickup trucks with skid-mounted rigs
in the back, but he has found that they are not as durable as
the 1-ton units. ‘“They can stand a little more weight,’’ says
McGuire. ‘‘“The only problem we have with the 1-ton trucks
is that they do have a limited life as far as major parts like the
clutch and brakes. They do wear out after a few years.”’

LAWN MEDIC. P.J. Lenihan, Vice President of Lawn Medic,
Inc. in Kernersville, North Carolina, also buys his spray rigs
from Graham Lawn Care Equipment. Lenihan was so impressed
with the Graham unit which features a 1-ton truck with 600-
and 100-gallon tanks, that he bought eight of them. He likes
the fact that the large tank can gravity-feed into the smaller tank.
““You will have a base mix in the big tank, but if you want to
add something to it, you can drop-feed into the little tank, add
another product, and spray a particular lawn differently,’’ says
Lenihan. This system is not to be confused with an injection
system.

He is impressed with this system’s ability to deliver material
accurately with a great deal of simplicity for the operator. *‘I
have been very happy with this particular rig for the last four
years or so,’’ says Lenihan. ‘“‘My needs have changed a lot over
the last 14 years. I am planning to buy a couple more of them,
so I am not going to make any changes for next year.”’ He says
Graham is the only equipment manufacturer he has gone back
to, and he has bought rigs from six different sources in the past.

Lenihan replaces his spray rigs every four to five years.
‘“‘Most of the equipment that I have disposed of has been sold
to start-up lawn care operations,’’ says Lenihan. He monitors
down-time very closely and gets rid of vehicles when they start
to become a maintenance burden. ‘‘We have a computer
maintenance system,’’ says Lenihan. ‘‘Once we start to see too
much down-time on a piece of equipment we will put it in the
classifieds.”” — Tim Weidner B

The author is Managing Editor of ALA magazine.
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TECHNICAL FEATURE

CONFUSING PATCH
DISEASES OF TURFGRASS

Many patch diseases are difficult to identify, therefore, it is important to

know key identification characteristics.

arious soil-borne fungi attack the roots and crowns
of turfgrasses resulting in disease symptoms
where, typically, grass plants die in more or less
discrete patches that are roughly circular, ring,
or ‘‘frogeye’’ in shape. Given environmental conditions
conducive to disease development, a particular pathogen
may incite severe scarring of managed turf with concomit-
tant loss of playability and/or aesthetic appeal. Such
diseases present a recurring and confusing problem to the
turf manager because, although manipulation of cultural
practices may offer some relief, preventive application
of fungicides provides the only reliable control measure.

In the absence of a ‘‘universal’’ fungicide, an ap-
propriate chemical must be utilized against the particular
fungus present, and correct diagnosis of the causal agent
therefore is essential. Since the visual symptoms do not
differ appreciably, diagnosis invariably involves
microscopy and often time-consuming isolation of the
pathogen(s) into laboratory culture before any true iden-
tification can be made, especially for patch diseases of
Kentucky bluegrass turf. Recent research indicates that
Fusarium blight symptoms on this host are mimicked by
several other fungal pathogens and the literature ac-
cumulated on this subject over the past 20 years must in-
clude questionable information because of mistakes made
in diagnosing the causal agent.

Figures 1-6 illustrate the symptoms of some currently
known patch diseases that present problems in diagnosis:

1. Take-all patch, caused by Gaeumannomyces
graminis var. avenae is a highly destructive disease
primarily of bentgrasses favored by cool temperatures,
high soil moisture, and high soil-surface pH. Initiated in
spring or fall, symptoms may be exacerbated in suc-
ceeding hot, dry weather conditions. Kentucky bluegrass
may support growth of the fungus, but severe damage
to this host has not been documented. Diagnosis is made
by examining for colonizing mycelium on roots and stems
and for the presence of fruiting structures (perithecia) on
or between leaf sheaths. Isolation of the causal fungus
is often necessary.

2. Yellow patch (cool-season brown patch) is caused
by Rhizoctonia cerealis. In New England this is primari-
ly a late fall/mild winter/early spring disease of bent-
grasses and annual bluegrass in cool, wet weather con-
ditions. The disease may progress under snow cover when
snow accumulates on unfrozen ground. Although
somewhat similar in appearance to take-all patch, the
damage tends to be superficial and the symptoms short-
lived when temperatures rise sufficiently to promote ac-
tive growth of the grass.
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Elsewhere the disease has been reported to occur com-
monly on Kentucky bluegrass turf causing moderate to
severe patch symptoms during cool, wet weather. The
symptoms on this host match closely those of necrotic
ring spot. Diagnosis involves identification of
characteristic mycelium on leaves and stems and the
presence of resting structures (sclerotia). Isolation of the
causal fungus may be required for final confirmation.

3. Necrotic ring spot is caused by Leptosphaeria kor-
rae. A component of the ‘‘Fusarium blight syndrome,”’
this is a fall/spring disease primarily of Kentucky
bluegrass, especially damaging to two- to four-year-old
sodded turf areas, in cool, wet weather. Turf growing
in shade is vulnerable. Symptoms may be exacerbated in
succeeding hot, dry weather conditions.

The same fungus causes spring dead spot of ber-
mudagrass in Australia and was confirmed recently as the
incitant of this disease in California. The disease can be
diagnosed by the presence of dark brown mycelium on
roots and stems as well as the presence of fruiting bodies
(pseudothecia) on sheaths, crowns, and roots. Isolation
of the causal fungus is often necessary.

4. Summer patch is caused by Phialophora spp. A com-
ponent of the ‘‘Fusarium blight syndrome,’’ this disease
is associated primarily with established Kentucky
bluegrass turf growing in full sun and occurs during
periods of sustained high temperatures (c. 90 degrees
Fahrenheit daytime; more than 70 degrees at night) that
follow periods of ample rainfall. Symptoms may be ex-
acerbated by succeeding hot, dry weather conditions. The
disease may be diagnosed by mycelial characteristics on
roots. Isolation of the causal fungus is required.

5. Fusarium blight (Fusarium crown and root rot) is
caused by Fusarium spp. This is primarily a disease of
established Kentucky bluegrass turf during sustained high
temperatures, on turf growing in full sun and subject to
heat and/or drought stress. Information relating to the in-
cidence and distribution of this disease needs to be re-
evaluated and the importance of Fusarium species as
primary incitants in patch disease situations confirmed
through pathogenicity studies. Diagnosis can be made by
examining for mycelium on roots and crowns, also for
the presence of spores (conidia). Isolation of the causal
fungus is required.

6. Some patch diseases are complexes. Several
pathogenic fungi may be well represented in a patch
disease situation and their relative contribution to the
disease process may be difficult to assess. Here are some
examples encountered recently:

L. korrae, Phialophora spp., Rhizoctonia spp. and



Figure 1. Symptoms of take-all patch on benigrass turf. (photo by
Noel Jackson)

Figure 2. Symptoms of yellow patch on Kentucky bluegrass turf. (photo by P.O.
Larsen)

Figure 3. Necrotic ring spot symptoms on Kentucky bluegrass turf.
(photo by Noel Jackson)
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Figure 4. Summer patch symptoms on Kentucky bluegrass turf. (photo by Noel
Jackson)

Figure 5. Fusarium blight symptoms on Kentucky bluegrass turf.
(photo by G.A. Bean)

Figure 6. Symptoms of a patch disease complex on velvet benigrass turf. (photo
by Noel Jackson)

Fusarium spp., have been found singly and in various
combinations in diseased patches of Kentucky bluegrass.
Phialophora spp. have been found in association with
Pythium spp. in diseased patches of Kentucky bluegrass.
Colletotrichum graminicola (the anthracnose fungus), has
been found in association with G. graminis var. avenae
on the roots and stems of bentgrass exhibiting take-all
patch symptoms. C. graminicola, Phialophora spp. and
Bipolaris sorokiniana (a leaf, crown, and root pathogen)
have been found along with high populations of parasitic

nematodes in diseased patches of bentgrass that resembled
take-all patch (Figure 6).

Such examples suggest that our one pathogen/one patch
disease interpretation often may be too simplistic. Fur-
ther research is needed before the full implications of these
disease complexes can be established and suitable con-
trol measures developed. — Noel Jackson #

The author is professor of Plant Pathology, University
of Rhode Island, Kingston, Rhode Island.
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TECHNICAL FEATURE

QUALITY SEED
MAKES
QUALITY TURF

A lot of work goes into the production
of the seed you put down on your
customers’ lawns, but that work pro-
duces a quality stand of turf.

his article concerns seed quality. Actually that is
a misnomer because what we are really in-
terested in is turf quality, or better yet, quality
turf. We want turf that is attractive; free from in-
sects, disease, and weeds; adaptable to various en-
vironments; and finally, uniform and easy to maintain.
As professionals, we do not want a problem turf, turf
that is thinned out or becomes weedy. We do not want
a turf that is prone to disease because that turf will be
both unsightly and very expensive to maintain and
renovate. We want to avoid insect damage such as
hyperodes weevil, billbug, and grub damage. We want
to avoid poor-quality mixtures like coarse grass and off-
type grass contamination in an otherwise quality lawn.
This type of contamination occurred in a California sod
field. Annual ryegrass plants had to be physically removed
from a perennial ryegrass-bluegrass sod mixture. This was
obviously very time consuming and expensive. In sum-
mary, we are concerned with appearance, resistance, and
maintenance. Now that we know what kind of turf we
want, we should think about where it comes from and
how to get it. Our discussion will concentrate on the seed
because quality turf starts with quality seeds. We will look
at four specific areas: research, production, condition-
ing (cleaning and harvesting of seed), and finally, testing.
Seed varieties today are not the by-products of pasture
fields like they once were. Turf seed today results from
extensive research programs that take several years to for-
mulate. Turfgrass breeders scour the country looking for
the perfect patch of turf. They often cross promising
parents and germinate the seedlings in a greenhouse.
These seedlings are then transplanted to a spaced-plant
nursery where their behavior is observed. Undesirable
plants, those not disease resistant or too light in color or
too tall or whatever, are rogued out and discarded.
From those remaining, a selection process ensues and
the cycle repeats itself again and again, each time reselec-
ting for the most desirable traits. Promising varieties are
planted in trials where they are compared with other
varieties. This may be done at several locations across
the country. Because of climate differences, for exam-
ple, a variety that does well in the Northeast, may not
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survive in the South.

In these trials differences between varieties emerge.
Specific environmental evaluations are also conducted for
shade. Many trials are coordinated on a national basis.
In the national bluegrass test, for example, 84 varieties
of Kentucky bluegrass are evaluated at several dozen loca-
tions from New Jersey to California. Research is also con-
ducted in production areas where promising varieties are
evaluated for their ability to produce seed uniformly and
economically. Field days and yield trials also aid in sor-
ting out the best varieties. Finally, once a variety has pro-
ven itself both in the production areas and in the area of
use as being superior to others of its type, it may receive
varietal protection from the USDA. This is similar to a
patent awarded an inventor for a novel concept. At this
stage, the variety is now ready for production.

Production is the art of taking a few grams of seed from
the breeder and transforming it into a predictable,
economical, uniform product of several hundred thousand
to over a million pounds annually. I say art rather than
science because the growers are constantly in battle with



Mother Nature. It seems as if it’s always too hot until
the cold spell sets in, too dry until the rains come, etc.
At the heart of quality production is certification — a
program administered by various state agencies to insure
varietal quality. Standards are set for each species and
each grade of seed — breeders, foundation, and certified.
A field history and inspections of the stand are made.
Many varieties are planted by charcoal method. Once the
field is prepared, the variety is sown in spaced rows which
are covered by charcoal granules. The whole field is then
herbicide-treated to prevent weeds. The seed under the
charcoal blanket is unaffected and properly germinates.
Fertilizer applied at proper times fills out the plants.
Crews continuously rogue out off-type plants and un-
wanted weeds. Trained field men watch for diseases and
recommend sprays as necessary. In due course, pollina-
tion occurs and seed continues to develop and ripen.
At harvest the stand is swathed, seed heads are cut from
the plant, and piled in windrows to dry. Machines are
used to separate seed from the straw. The final step is
field burning, a controversial issue, but one that is vi-

A quality Northeast lawn combining Eclipse Kentucky
bluegrass and Omega Il perennial ryegrass.

This is the effect of seed conditioning. Note the cleaned seed on the left with im-
purities removed.
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tal to the farmer. This burning kills any
field-borne insects and diseases and
shocks the plant into good seedhead pro-
duction for the next season. Most of you
experienced difficulties in obtaining your
preferred bluegrass variety in 1984. This
short crop was in part due to the very wet
harvest conditions in 1983 which resulted
in poor field burns or in some cases, no
burn at all.

The third phase of obtaining quality sod
is conditioning. Combined seed is brought
from the fields to conditioning plants
where through a series of mechanical
separators, the seed is physically clean-
ed. Impurities, bits of dirt, other seeds,

weeds, straw, etc., are removed.

The last step in the generation of quality
seed is testing. Each lot is carefully
sampled and then transferred to an
authorized lab for testing under uniform
and well-established procedures. Seeds
differ greatly in size and shape — from
100,000 to over 7,000,000 per pound.
The sample is examined for purity, inert
matter, the identification of other crop
seeds, weeds, and finally it's tested for
germination.

In the case of ryegrass, a special test
is performed. Annual and perennial
ryegrass seeds are very similar in ap-
pearance and thus difficult to tell apart.
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But after special staining, annual ryegrass
seedlings fluoresce under ultra violet light
and can easily be counted.

This is how our industry develops
quality seed. What you need is quality
turf. Let's summarize how you can get it.

* You should be sure that the mixture
you are buying or specifying will work
under the intended environment. For ex-
ample, if you need rapid coverage, do not
use all bluegrasses — they take con-
siderably longer to germinate.

* Specify the improved varieties. They
cost a little more, but are well worth it,
particularly when one compares the dif-
ferential cost per pound versus chemical
treatment costs and maintenance labor
later stemming from the use of common
quality seed.

® Educate yourself — become more
knowledgeable about your profession by
reading the trade magazines, and atten-
ding field days and conferences. Talk to
your extension agent. Belong to a trade
association.

* Select a reputable supplier — he will
generally have the quality product you
want when you need it. He will also be
able to answer your questions.

® Read the label. Know what goes into
the bag you are purchasing. All seed is
regulated by both state and federal agen-
cies. The purity of each component must
be listed in its order of predominance.
Any other grasses occuring less that 5
percent are listed as crop seed. These
grasses may or may not be detrimental to
a good turf. In any event, keep this
percentage low. Weed seed is also listed
and should be kept as low as possible.
Any serious weeds, defined as noxious,
must also be indicated. Broken empty
seeds, bits of straw, particles of dirt, etc.
are classified as inert. A 50-pound bag
with 10 percent inert is really 45 pounds
of seed. High inert increases your effec-
tive cost of seed and should be avoided.

Finally, each component must be tested
for germination and the date of the test
indicated. Under federal law, seed must
be retested for germination after 15
months.

In summary, quality seed is the cor-
nerstone for quality turf. Varieties are
readily available that will improve the ap-
pearance of your customer’'s lawns
without requiring excessive maintenance.
Lower quality, lower priced seed is also
available. Like the man says in the com-
mercial — you can pay a little more now
or a lot more later, the choice is yours.
— John Zajac ks

The author is Vice President and General
Manager of Garfield Williamson, Inc.,
Jersey City, New Jersey. This article was
reprinted by permission of the author from
a recent issue of the New York State Tur-
Serass Association bulletin.
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TECHNICAL FEATURE

-

NEW TALL FESCUES:
POTENTIAL FOR PROFIT

Kentucky 31 tall fescue move over, the new ‘fine-bladed’’

tall fescues have arrived and look better than the old stan-
dard Kentucky 31.

ince its release in 1943 by the Kentucky
Agricultural Experiment Station, Kentucky 31 has
been widely used as both a turfgrass and a forage
species. It has been a real **work horse'’ for the
turfgrass industry over the years. Its adaptability to a wide
range of soil types, climates, and management regimes
has made it a suitable selection for quality turfgrass over
much of the South and mid-Atlantic region. However,
primarily through the turfgrass breeding program of Dr.
C. Reed Funk of Rutgers University, there have been
several new *‘fine-bladed’’ tall fescues released in recent
years that have greater density and finer texture than Ken-
tucky 31 tall fescue. These new *‘fine-bladed’’ tall fescues
have attracted much marketing interest because of their
tendency to produce a finer textured, more dense turf than
Kentucky 31 tall fescue. Consumer interest and the
positive agronomic attributes of these new tall fescues
have created a real potential for profit in the turfgrass
industry.
In general, tall fescues are a hardy turfgrass exhibiting
a deep rooting tendency, with a medium-green color and
moderately coarse texture. They tend to have a rather
rapid and upright growing tendency, particularly in the
spring and early summer, necessitating frequent mow-
ing. Leaf generation in summer heat is only moderate.

‘o ) e :'}'.

Lawn on right had been renovated with new fine-bladed tall fescues. Lawn on left

is Kentucky 31 tall fescue.
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With fall fertilization, they will
demonstrate moderate recupera-
tive potential in October and
November.

Tall fescue is particularly
well-suited to the transition zone
climate which separates the nor-
thern and southern regions of
the United States. Some culti-
vars have demonstrated mode-
rately good shade tolerance,
however their greatest strength
appears to be their ability to per-
form well on full sun, drought-
prone sites with low to moderate
maintenance regimes. The ten-
dency of tall fescue not to
develop a troublesome thatch
layer has saved homeowners
considerable amounts of money.
Thatch buildup on Kentucky
bluegrass has been a serious
management problem to the
lawn service industry in the nor-
thern United States. One of the
major weaknesses in tall fescue
germplasm is its general suscep-
tibility to Rhizoctonia brown
patch (Rhizoctonia solani Kuhn)
and Helminthosporium net blotch (Helminthosporium dic-
tyoides Dresch.).

Many varieties of tall fescue are now commercially
available. Their strengths and weaknesses vary widely.
Some of the characteristics of the more promising
cultivars were most recently discussed by Funk, Dickson,
Bara, and Cicalese (2).

ADVENTURE tall fescue (PSSLL) is a medium texture
variety derived from selections made from old stands in
the mid-Atlantic region of the United States. It demon-
strates good resistance to Rhizoctonia brown patch and
moderate resistance to net blotch. Seed was made
available in 1983 by Pure-Seed Testing, Inc.

APACHE tall fescue (PS5M4) was developed from selec-
tions made in New Jersey, Georgia, and Illinois. It has
medium texture, moderately good resistance to net blotch
and Rhizoctonia brown patch, and very good resistance
to crown rust. Commercial seed was made available by
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Pure-Seed Testing, Inc. in 1984,

BONANIA tall fescue (PSSL4) is noted as a low-
growing type with a notably darker green color. It is a
three-clone variety made up of selections from New Jersey
and Georgia. It has very good resistance to Rhizoctonia
brown patch, net blotch, and crown rust. The variety was
developed by Pure-Seed Testing, Inc. and is marketed
by Cenex, Inc.

BROOKSTON tall fescue (NAPB7803) has good
resistance to net blotch and is reported to have improved
low temperature hardiness and reduced summer stress
tolerance. It has medium leaf texture and was developed
by North American Plant Breeders and International
Seeds, Inc. It is produced and marketed by AMPAC Seed
Company.

CLEMFINE tall fescue (LFA-Synl) was developed from
selections made in the southeastern United States. It
resembles K-31 in appearance, has coarse leaf texture,

r.'—ﬂ-'gu' v y)

Home lawn in Virginia with new fine-bladed rall fescues. Fine-bladed tall fescues
are performing better in moderately shady lawns than Kentucky 31 tall fescue.

good resistance to Rhizoctonia brown patch, and fair
resistance to net blotch. It was released by the South
Carolina Agriculture Experiment Station and Lofts, Inc.

FALCON tall fescue (NJ78) was developed mostly from
selections made in Alabama, Georgia, New Jersey, Penn-
sylvania, and Virginia. It was developed cooperatively
by Pure Seed Testing, Inc. and E.F. Burlingham and Sons
from germplasm provided by the New Jersey Agricultural
Experiment Station. It is a moderately low-growing, leafy
turf-type.

GALWAY tall fescue (K5-27) has a medium-coarse tex-
ture with good heat and drought tolerance and improved
cold hardiness. It has moderate resistance to brown patch
and net blotch. It was developed by Northrup King.

HOUNDDOG tall fescue (TF791) comes from parentage
of Rutgers T-1, Missouri 96, and plants selected in Ken-
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tucky and Tennessee. It has good heat and
drought tolerance, medium texture, and
performs well in shade. It has moderate
resistance to brown patch, net blotch, and
crown rust. It was developed and releas-
ed by International Seeds, Inc. of Halsey,
Oregon.

JAGUAR tall fescue (PS Syn 572) has
good heat and drought tolerance, good
shade tolerance, good shade adaptation,
and very good color retention with low
temperatures in late fall. It has medium
texture and very good resistance to crown
rust, brown patch, and net blotch. It was
developed by Pure-Seed Testing, Inc. and
is marketed by Garfield Williamson, Inc.

KENTUCKY 31 tall fescue originated
from a selection made on the William
Suiter Farm in Menifee County, Ken-
tucky. It has been widely used in the
United States since its release in 1943 by
the Kentucky Agricultural Experiment
Station. It still shows a better tolerance
of climatic extremes than most other tall
fescue varieties. It does, however, tend
to produce a moderately coarse turf tex-
ture and has only moderate tolerance to
net blotch and brown patch.

MAVERICK tall fescue is reported to
have better heat tolerance than many other
turf-type tall fescues, medium-fine tex-
ture, and very good shade tolerance. It ap-
pears to be adapted to moderately low
maintenance areas. It was developed by
Pickseed West, Inc., using germplasm
from USDA, Beltsville, Maryland.

MUSTANG tall fescue (RP-1) is a low-
growing variety with medium texture and
slightly deeper green color than most
other varieties. It has very good shade
tolerance and low temperature color
retention. It has very good resistance to
net blotch and moderately good resistance
to brown patch. It appears to have good
tolerance of close mowing. The cultivar
was developed by Pickseed West, Inc. us-
ing germplasm from the Rutgers
program.

OLYMPIC tall fescue (AG-125A) has
most of its parentage selected from
Alabama, North Carolina, and New
Jersey. It is a variety derived from the
progeny of eight clones. It has a dark
green color, medium texture and densi-
ty, and a moderately low growth profile.
It has good heat tolerance and very good
late fall color retention. It exhibits
moderately good resistance to net blotch,
crown rust, and brown patch. Olympic
was developed by Pure-Seed Testing, Inc.
using Rutgers germplasm.

REBEL tall fescue (TS and T6) parentage
was collected in New Jersey and surroun-
ding states. Part of the germplasm was
obtained from tri-species hybrids of tall
fescue, meadow fescue, and perennial
ryegrass obtained from the United States
Regional Pasture Research Laboratory. It
is a turf-type variety exhibiting good
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leafiness, density, and texture. It was
developed by Lofts, Inc. from germplasm
obtained from the Rutgers program.

Research reports from Rutgers and
Kentucky (1, 2, 3, 4, 5, 6) provide some
valuable information about varietal dif-
ferences in leaf width, density, shade
tolerance, seeding rate, disease resistance,
and general management,

LEAF WIDTH AND DENSITY. Leaf width
and density measurements taken in
January 1980 on 4-1/2-year-old stands
maintained at a 3/4-inch mowing height
at North Brunswick, New Jersey (1) in-
dicate that in mature stands Rebel is
significantly finer-bladed and more dense
than Kentucky 31. Rebel displayed a leaf
width of 2.4 mm and a density of 2271
tillers per square foot. This was 30 per-
cent finer-bladed and 2.8 times as dense
as Kentucky 31. Tiller densities and leaf
width measurements on younger turf at
the same site suggest that these dif-
ferences may widen with age (Table 1).

Kentucky studies (3,5) examined the ef-
fect of Rebel seeding rates from 1 to 20
pounds per 1,000 square feet and noted
that highest density occurred at the 20
pound rate, however, turf quality did not
significantly improve beyond the 6 pound
per 1,000 square-foot rate. Dollar spot
(Sclerotinia hemeocarpa) incidence in-
creased with seeding rate. Rutgers studies
examining 4, 8, and 12 pounds per 1,000
square feet seeding rates on Rebel and

K-31 show no significant increase in turf
quality above 4 pounds per 1,000 square
feet after the first year (1).

SHADE TOLERANCE. In North Brunswick,
New Jersey, after four years of growing
several turfgrass cultivars under artificial
shade producing 76 and 92 percent shade
(light reduction ratings), Rebel produc-
ed significantly better turf performance
scores than K-31. Under 92 percent light
reduction, it provided significantly better
turf performance scores than Scaldis and
Biljart hard fescue, Banner and Highlight
chewings fescue, and Ruby and Fortress
creeping red fescue (1).

SEEDING RATE. The above-mentioned
studies suggest little benefit in seeding the
new tall fescues any lighter or heavier
than we have been seeding K-31 (4 to 6
pounds per 1,000 square feet). Rates
higher than this appear to increase first
year quality and density at the expense of
dollar spot increase.

DISEASE RESISTANCE. Brown patch
(Rhizoctonia solani Kuhn) will continue
to be a problem on tall fescue. Trials
planted in Remington, Virginia in the fall
of 1976 exhibited severe brown patch
damage in two of the five years of obser-
vation (Table 2). These plots were main-
tained with fall fertilization providing 3
pounds of nitrogen per 1,000 square feet
per year and mowed at a 3-inch mowing

CULTIVAR TILLERS LEAF WIDTH
———Number/sq. ft.——
Olympic 1852 2.7
Rebel 1801 2.7
Falcon 1750 2.6
Galway 1378 3.1
Clemfine 1247 3.0
Kentucky 31 1156 34
LDS .05 0.6

Table 1. Tiller density and leaf width in November 1979 on 14-month-old rall fescues maintained at
a 3/4-inch mowing height at North Brunswick, New Jersey (Extracted from Reference 1).

DATE

CULTIVAR 24 JUL 80 11 AUG 81

% area affected———
Galway 15a* 30 a
Rebel 17 ab 37 a-c
Kentucky 31 15a 43 a-c
Turf Kenwell 1i2a 32a
*Means in columns with some letter are not significamly different at the 0.5 level of probability
using DMR test.

Table 2. Brown patch (Rhizoctonia solani Kuhn) severity in 1980 and 1981 on selected rall fescue cultivars

in Remington, Virginia.




height. Lower mowing heights and
nitrogen levels may reduce brown patch
severity (5). In both years, complete
recovery was achieved by November as
a result of the fall fertilization program.

GENERAL MANAGEMENT. Since most of
the new ‘‘fine-bladed’’ tall fescues are
newcomers to the turf marketplace, there
is little published research available. Ear-
ly data from Kentucky (6) examining
nitrogen level and timing, irrigation, and
mowing height on Rebel tall fescue sug-
gest the following: Rebel will provide bet-
ter quality at a 1-1/2-inch mowing height
that at a 3-inch mowing height, with or
without irrigation. Irrigating the Rebel
plots and mowing them at 1-1/2 inches
enhanced the nitrogen effect with 4
pounds nitrogen per 1,000 square feet per
year providing better quality than 2
pounds applied either spring or fall.

Differences in quality between 2- and
4-pound programs diminished at the
3-inch mowing height without irrigation.
Higher amounts of brown patch tended to
occur at the 3-inch mowing height and in
programs where spring fertilization was
imposed. More brown patch was observ-
ed in July in the non-irrigated plots than
in the irrigated plots.

It appears that the denser, finer-bladed
tall fescues will perform best under

It appears that the
denser, finer-bladed tall
fescues will perform best
with fall-applied nitrogen
and irrigation at mowing
heights ranging from
1-1/2 to 2 inches.

1. Funk, C.R., J.M. Johnson-Cicalese.
1982. Tall Fescue Varieties and Their
Culture in New Jersey Turfs. Rutgers
Turfgrass Proceedings 1982. Vol. 13, pp.
80-102.

2. Funk, C.R., W.K. Dickson, R.F.
Bara, and J.M.J. Cicalese. 1985. Tall
Fescue Varieties and Their Cultures for
Forage, Conservation, and Turf. Rutgers
Turfgrass Proceedings 1985. Vol. 16, pp.
127-149.

3. Hartman, J.R., A.J. Powell, and W.
Clinton. 1982. Effect of Seeding Rate of

Rebel Tall Fescue on Dollar Spot In-
cidence — 1982. Kentucky Turfgrass
Research 1982. p. 21.

4. Ingalls, J.J. 1948. In Praise of
Bluegrass. Grass — The Yearbook of
Agriculture 1948. pp. 6-8. United States
Department of Agriculture U.S. Govern-
ment Printing Office, Washington, D.C.
5. Powell, A.J., Jr. 1982. Rebel Tall
Fescue Seeding Rate Study. Kentucky
Turfgrass Research 1982. p. 20.

6. Powell, A.J., Jr. 1982. Tall Fescue —
Perennial Ryegrass Management Study.
Kentucky Turfgrass Research 1982. pp.
23-27.

moderate fall-applied nitrogen levels,
with irrigation, and at mowing heights
ranging from 1-1/2 to 2 inches.

So will Kentucky 31 abdicate to the
fine-bladed tall fescues? It’s doubtful that
in rough turf areas under low
maintenance, K-31 will be replaced. The
fact that K-31 can do the job adequately
and is considerably cheaper, will continue
to keep it in demand. However, in the
areas where higher quality turf is desired,
look for increased interest in the new fine-
bladed tall fescues. There is in fact much
potential for profit in the new fine-bladed
tall fescues. — J.R. Hall, Il a

The author is Turfgrass Extension
Agronomist, Virginia Polytechnic In-
stitute, Blacksburg, Virginia. The text was
taken from the proceedings of the 24th
Virginia Turfgrass Conference by the per-
mission of the author.
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BUSINESS FEATURE

INDUSTRIAL
WEED CONTROL

There is money to be made in industrial
weed control, but you had better be will-
ing to accept the exposure risks.

ndustrial weed control
has its ups and downs.
On the up side, this
service can be quite
profitable. There are rela-
tively few professionals of-
fering the service, so com-
petition is mild, and it is
one of the least labor-
intensive services a lawn
care operator could offer.
On the down side, there
is considerable liability in the form of destroying non-
target vegetation with soil sterilants and non-selective
weed control agents. Overhead is also a factor since many
of the herbicides required to do the work are quite
expensive.

SENSKE WEED AND PEST CONTROL. Many lawn care
businessmen have undoubtably weighed those ups and
downs and concluded that industrial weed control is just
not for them. However, a hardy few have waded into the
weeds and have come out smelling like a rose. Industrial
weed control is such an important part of Chris Senske’s
business that he has even incorporated the term into his
company’s name. Industrial weed control accounts for
about 20 percent of annual sales at Senske Weed and Pest
Control, Inc. of Spokane, Washington.

Senske breaks his industrial weed control, or vegeta-
tion management, as he likes to refer to it, into three
categories of service. Depending on the situation and
client’s preference, Senske can perform selective weed
control, non-selective weed control, or plant growth
regulation. In the case of selective weed control, a client
merely wants to kill off noxious weeds.

‘“Noxious weeds are defined by the state or the county
as something that is not desirable in the area for
agricultural reasons,’’ says Senske. A client may have
a nice grassy berm around an industrial area where he
wants broadleaf weeds removed. ‘‘It becomes a project
similar to lawn care where you are selectively cleaning
up weeds out of an industrial site,’” says Senske. ‘‘Usually
they want to leave native grasses or grasses that are
desireable to hold the soil in place.”

Non-selective weed control is particularly for areas that
may be a fire hazard or an inventory hazard if objects
can actually get lost in the weeds. Fence lines, parking
lots, pipelines, and substations, are all places where there
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can be no fire hazard at all, according to Senske. Final-
ly, plant growth regulating involves the use of a plant
growth regulator material (PGR) to retard the growth of
grasses and weeds. ‘‘Usually,’” says Senske, ‘‘that is in
some area where they don’t want to mow often, but the
appearance isn’t critical.”’

Like any lawn care service, it is important that industrial
weed control be self-perpetuating. It should be marketed
as an annual service. ‘‘The basis of the business is being
able to go back annually and re-treat the same areas,’’
says Senske.

Senske uses no mechanical forms of weed removal, on-
ly chemical applications. He says the application techni-
ques are basically the same as lawn care application
techniques. ‘It is just a matter of putting the right amount
of material down in the right area,’’ says Senske. ‘‘You
can do it with the same equipment, however, one wants
to be careful of contamination by industrial weed con-
trol products.’” Many of the materials used in Senske’s
lawn care program are also used in his industrial weed
control programs, such as preemergent herbicides,
glyphosate, and 2,4-D.

On a per job basis, Senske says chemical lawn care and
industrial weed control are equally profitable. However,
to maintain the profit margin in industrial weed control,
one has to raise prices in proportion to the high cost of
weed control materials. Materials usually amount to 20
to 30 percent of Senske’s overhead costs, whereas lawn
care chemicals might run 10 percent less than that as an
overhead cost.

But industrial weed control does have its advantages.
“‘Of course, a guy doing industrial weed control can be
at one site all day long, much like a lawn care technician
who is doing a big apartment complex,’’ says Senske.
‘“We like to make sure that those people doing industrial
weed control are very familar with calibration and usually
need much more thorough training.’* Even though the ser-
vice is only done once a year, like other lawn care ser-
vices, retreatments are necessary if an applicator misses
a spot or the treatment does not control the weeds for the
entire year.

Fees for this service are based on the cost of materials;
the amount of time required to do the job, since a large
area can be sprayed by boom, but a small area must be
treated by hand; and the risk factor on top of that. Sen-
ske says lawn care fees range from $120 to $175 an acre
around the country, whereas residual, non-selective in-
dustrial weed control will run from $300 to $800 an acre,



depending on the region. ‘‘A technician can produce a
lot more dollars in a day, but material costs are a lot
higher,”’ says Senske. ‘‘Part of it is covering the risk and
the waranty, and if you do too good a job, sometimes
you don’t get to do it the next year!”’

There is always risk of damaging or destroying non-
target vegetation when working with herbicides, but Sen-
ske says if you follow the label directions, things usually
go as planned. ‘“The most significant risk is not paying
attention to where non-target plants are,”” warns Senske.
““Trees may have roots in a zone where you are doing
non-selective weed control. They might die all of a sud-
den or six months later. That is probably the most com-
mon thing we run across.”’

Almost all of Senske’s industrial weed control accounts
involve a bidding situation, except their pest control
customers where they are doing work in industrial food
plants. “‘It is usually a lot cheaper than the food plant
or the industrial facility sending one of their warehouse

guys out to cut down the
weeds,’” says Senske.
““That is what the in-
dustrial site manager sees.
He can have a big savings
and have a better looking
yard.”’

Senske does very little
advertising for industrial
weed control, aside from
some work from his
established client list and
some direct sales. Most of
the work is requested by
existing customers.

CLINTAR GROUNDSKEEP-
ING SERVICE. Industrial
weed control is also a
viable business north of the
border. Robert C. Wilton,
President of Clintar
Groundskeeping Service,
Scarborough, Ontario,
does not seek out industrial
weed control work, but he
does offer it to his existing
customers. About 85 per-
cent of his industrial weed
control accounts are ex-
isting customers. ‘“We do
industrial maintenance on
factories and weed control
is generally part of our
complete maintenance
package,’’ says Wilton.

He does not offer it as a single service and says it con-
stitutes a maximum of 5 percent of his gross sales.
However, Wilton says industrial weed control can bring
in a higher dollar volume per manhour spent or square
foot covered. ‘‘Compared to maintenance, it is more
profitable when you find it,”’ says Wilton. ‘It is a little
more specialized and fewer people can do it. We tend to
get a little more money for that specialized service. We
are all licensed to do it and at one time I did a lot of in-
dustrial vegetation work.’’ Out of his entire fleet of 40
vehicles, Wilton has one truck set up for ‘‘bare ground’’
vegetation work.

Wilton has found that the most profitable market niche
for this service is municipal contracting. He has taken
over vegetation control work on roadsides and around
guardrails from several municipalities. ‘‘The sheer fact
of licensing is preventing a lot of municipalities from con-
tinuing to do these services in-house — both in roadside
work and bare ground work,’’ says Wilton.
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ANDREWS AGRICHEMICALS. At the op-
posite end of the spectrum, Wilton’s
Canadian peer Burt Andrews has
specialized even within the specialized
service of industrial weed control.
Railroad right-of-way spraying is the
bread and butter at Andrews
Agrichemicals in Milton, Ontario. ‘I do
railroad right-of-way spraying with soil
sterilants in the ballast section and brush
control on the rest of the right-of-way,”’
says Andrews. ‘I use a high-rail truck
which goes on the highway as well as the
railroad.”’

In addition to railroad work, Andrews
also treats powerlines and pipelines for
vegetation control. For the powerline
work, he uses a logging vehicle that has
been modified to carry a spray rig. He
also does general industrial weed spray-
ing for plant sites, chemical companies,
and oil companies.

Andrews made his contacts in the in-
dustrial weed control business during his
15-year employment with the Du Pont
Company’s industrial herbicides division.
Then for two years he was a sales
representative for Du Pont at their
Houston, Texas office. ‘‘When I worked
for Du Pont I was contacting the railroad
people and the applicators,’’ says Wilton.
‘It has been done by custom applicators
in Canada since about World War II.”* He
says it was easy to get into the business
because of his contacts.

Wilton says most railroads hire private
contractors to do their right-of-way work.
‘‘Some of it is done in the States by spray
train,’’ says Wilton. ‘‘Some of that can
be a little confusing because the contrac-
tor will supply the spray car and the
railroad will supply the engine. So if you
see it operating, you might think it was
being done by the railroad.”’

Wilton has only two railroad accounts
because there are only two railroad lines
in Canada — Canadian National and
Canadian Pacific. He says each railroad
is divided into regions and they contract
their weed control work on a regional
basis. Canadian National has five regions
and Canadian Pacific has three regions.
‘I quote on work all across Canada, but
the work I have this year is all in eastern
Canada — from the Manitoba/Ontario
border east,’’ says Wilton. ‘‘I have all the
CP work in eastern Canada and CN work
here in Ontario.’” Not bad for someone
who has only been in business for two
years.

THE GROUND CREW. Sometimes Mother
Nature compounds the drift problem. Ap-
plicators servicing industrial weed con-
trol accounts for The Ground Crew, Inc.
in Arlington, Texas have to contend with
average winds of 12 to 15 miles per hour.
William E. James, Maintenance Manager
at The Ground Crew says that can create
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quite a problem since it is not safe to spray
in winds over 8 miles per hour.

““This spring seems like the windiest
spring we have ever had,’’ says James.
‘“There were always 25 to 30 mph winds.
A lot of the guys will come in at 4 or 5

a.m. to do their spraying because you just

can’t do it in the middle of the day. They
will come in at midnight if they have to.””’

Weed control at The Ground Crew is
done by hand from backpack sprayers.
James says a foreman is on the job to spot-
treat weeds in flower beds, around
firehydrants, or in pavement cracks. The
work isn’t solicited, but a steady flow of
it comes in from existing customers.
‘“‘Maybe four or five times a month a
customer will call up and say they have
a large area where they need weeds kill-
ed,”” says James. However, there isn’t
enough work to justify assigning a
specific employee to industrial weed con-
trol. The jobs are usually done once a year
in areas that are not accessible to a trac-
tor with a mower deck.

James considers industrial weed control
a foot-in-the-door measure. ‘It is
something that we have to offer because
if we don’t offer that service, the
customer is liable to go to somebody else
and that other person may do landscap-
ing as well,”” says James. ‘“We try to keep
all the other companies off our project.
That is why we offer that service.”’

Despite the threat of competition,
James rarely has to bid for industrial weed
control work. When a customer asks for
the service, James quotes them a price in
cents per square foot, and the customer
then consults with their supervisor to
decide if it is fair.

DOWN-TO-EARTH. Rick Mitchell, owner
of Down-To-Earth in Dallas, Texas, has
found that companies that put their in-
dustrial weed control work up for bid
eventually come back to him because
when they go for a lower price they get
what they pay for. Mitchell’s company is
5-1/2-years-old and at one time they were
strictly industrial weed control specialists.
Then the oil business slump came, many
local businesses had to cut back, and
Down-To-Earth had to diversify. They
don’t rely on industrial weed control as
much as they once did, but Mitchell says
it is still a big sector of his business.
Through it all, Mitchell can still claim he
hasn’t lost an account since he started the
business.

Industrial weed control now comprises
two-tenths of his operation. ‘‘I have two
applicators that are continually doing
nothing but industrial weed control for
three to four months out of the year,”’
says Mitchell. The weed control work is
done for a handful of high-dollar volume
accounts.

‘“We do quite a bit of bare ground weed

control for oil companies, electrical com-
panies, and a 600-acre tank farm in west
Texas,”” says Mitchell. ‘“We have 200 to
300 substations that we take care of for
electrical companies, stretching from
Waco up to Tyler.”” The accounts are on
an annual program which calls for an in-
itial application of soil sterilant and subse-
quent annual applications at a lesser rate
which are designed to maintain a level of
active ingredient in the soil sufficient to
insure a weed-free area.

Mitchell is pleased with the results he
has received with American Cyanamid’s
Arsenal® . ‘It is great to use for
Johnsongrass control and vines; those are
the hard-to-control perennials,’’ says Mit-
chell. Although Roundup® from Mon-
santo Company has no residual life in the
soil, Mitchell says he uses Roundup
sometimes because Arsenal and some
other products must be used at a very high
rate to kill Bermudagrass. ‘“We can go
in with a small amount of Roundup and
knock out Bermuda and then just main-
tain a medium rate of the other herbicides
to keep bare ground,”’ says Mitchell.
‘‘Every location you go to will have a dif-
ferent problem, different soil textures, so
you really have to customize each loca-
tion.”’

Instead of lawn care specialty
chemicals, Mitchell finds that many of
materials he uses are labeled for
agricultural or industrial use. To apply the
herbicides, Mitchell uses 300-gallon John
Bean tanks with 20 gallon-per-minute
pumps. He uses tips and nozzles of dif-
ferent sizes, depending on the situation.
‘“When you get down to east Texas, you
are surrounded by farmland,’’ says Mit-
chell. **Even here locally, if you go out
and do fence lines, you always have to be
concerned about your next door
neighbor.”’

On really windy days, Mitchell uses a
flood-type spray nozzle to eliminate drift
problems. ‘‘With certain chemicals that
don’t need a lot of water volume to get
down into the ground, we will use a small
nozzle, and we can decrease the amount
of volume we put out,”” says Mitchell. He
calibrates some of his equipment as low
as 20 to 30 gallons per acre. But in parts
of east Texas that don’t receive much
rainfall, he calibrates his equipment as
high as 120 gallons per acre. ‘‘That way,
we know we have plenty of water volume
to move the chemical down into the
desired area,’’ explains Mitchell.

His equipment consists of conventional
spray rigs with hose reels to allow his
technicians to cross rugged terrain on
foot. ‘“We can spray a 12-foot swath by
hand and it is just as easy to knock it out
that way because you have all kinds of
obstructions,’’ says Mitchell. His techni-
cians fabricate much of their own equip-

(continued on page 60)




BUSINESS FEATURE

AERATING HOME LAWNS

Is it a profitable service or a business sideline that’s labor intensive and
requires too much maintenance? Turf professionals from across the coun-

erating means different things to
different lawn care businessmen.
For Jeffrey Murphy, Operations
Manager of the Oklahoma City
branch of Greenlawn of Oklahoma, it
means ‘‘extra, high-profit revenue.’’ He
dismisses any notion that the add-on ser-
vice is labor intensive, explaining that his
company can send out one man per lawn
and aerate 10,000 square feet per hour.

‘‘Aerating has been very good for my
business,’” he says. ‘‘I'd recommend it
to anybody in the southwest part of the
United States. People are very receptive
to it, I make money, and it’s necessary
out here. The soil conditions are so
harsh.”’

Murphy has offered aerating to his
customers for many years, but only began
strongly encouraging the add-on service
two years ago. Today, he aggressively
markets aeration. ‘“We advertise the ser-
vice in our newsletter and we recommend
it to most of our customers where we see
a problem. It seems to help.”’

He finds customers in his market area
are unfamiliar with the concept of aerating
until educated on the subject. However,
once the process and benefits are explain-
ed to them, Murphy says, clients are very
receptive to the idea. ‘‘Our market is so
young out here that we have to educate
customers on everything,’’ he explains.

Of course, providing education on dif-
ferent lawn care processes reduces
unrealistic customer expectations.
Generally, Murphy has found high
satisfaction among his aerating customers.
When they know what to expect from a
lawn care operator’s work before he does
the job, Murphy notes, they are not disap-
pointed with the results.

Murphy himself has not been disap-
pointed with the performance of Classen
Manufacturing’s Turf PluggerR, the
aerator that Greenlawn of Oklahoma uses.
The business operates three machines and
Murphy has been very happy with their
durability and efficiency.

Previously, the company operated two
different aerator models, both lighter in

try share their opinions

weight, but found them unacceptable.
‘“The smaller ones won’t do the job,”’
Murphy explains. ‘“They won’t core the
lawn deep enough to be of any benefit.
That was our problem earlier. We went
to a very inexpensive machine that was
so light it wasn’t coring the lawn very
deep.”’

Murphy believes a lawn care operator
gets what he pays for. ‘“We were short-

Cushman/Ryan’s Ride-Aire aerator is shown here in operation on a home lawn.

sighted. We only looked at the price; we
didn’t look at the machinery all together.”’

Although his new aerators operate
much more efficiently and have required
little maintenance thus far, Murphy still
has a problem with maneuverability.
*“The machine is kind of spread out and
our yards are so small out here. Our
average lawn is probably under 5,000
square feet, so it takes a bit of work to
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maneuver it through a yard properly.”’

GENERAL TREE SERVICE. ). Eric Smith,
Turf Manager of General Tree Service in
Clackamas, Oregon, agrees that
maneuvering an aerator around the
customer’s yard is difficult. His company
operates one Westmac aerator, which
weighs approximately 200 pounds. Con-
sequently, turning corners and moving the
machine around takes a lot of arm and
shoulder work, he says. ‘‘Rarely do we
go out and aerate job after job after job.
It’s usually a couple of jobs here, then we
don’t do it for a day or two, and then we
may do it again for two or three days,”’
explains Smith. ‘‘And because it’s an on-
again/off-again sort of service with us, the
fellows never get physically acclimated to
doing the work.”

In hindsight, Smith may wish the com-
pany purchased Westmac’s power wheel
option, which makes turning corners and
aerating on inclines more maneuverable.
‘I have a feeling that something like that
would make the job a little easier.”

Overall, the machine’s performance has
been very satisfying, according to Smith.
*“If the soil is moist, it does pull up a real
good core. I have seen cores that are at
least 2 inches and a little bit longer than
that. I would say the machine doesn’t pull

anything less than a 1-inch.core.”
Maintenance of the aerator has not been
a problem either, he adds. ‘‘It’s been in
fairly continuous use for at least two or
three months and it has not given us any
problems other than an occasional belt

wearing out. I don’t think we’ve had to-

replace any tines or sharpen the tines yet.
Maintenance-wise, it’s been a very good
machine.”’

Smith sees many positive aspects to of-
fering home lawn aeration. *‘It sells easi-
ly, it’s a good service, and it does benefit
the lawns,’’ he says. ‘“We recommend
aerating to all of our clients who need it,
either for soil compaction, poor drainage,
or thatch that needs to be managed rather
than simply removed.”’

For the most part, General Tree Ser-
vice customers have either seen or heard
of aerating; however, like Greenlawn
clients in Oklahoma, they need to be sold
on its benefits. ‘“They’re not aware of all
the things aeration will help their lawn
do,”” Smith explains. But once they are,
it’s a relatively easy service to sell, he
adds.

Customers are happy with the service,
too. ‘‘Our customer expectations have
been met quite well,”” notes Smith.
‘“We’ve only had one or two comments
from people who wonder if the job was

done thoroughly enough. But most of the
time, when customers go out there and
start poking their fingers in the holes, they
realize there are a lot of cores on the sur-
face and quite a few holes in the ground.”’

General Tree Service’s turf technicians
leave the cores on top of the lawn after
they finish aerating a yard. ‘‘One nice
thing about the Westmac,’’ says Smith,
*‘is that the cores come out in a broken-
up fashion so the lawn doesn’t look un-
sightly. You can definitely tell that cores
have been pulled out and that something
has been done to the lawn, but it isn’t so
messy that you have to clean it up right
away. We find that the cores will break
down after about a week or so through
regular mowing, watering, and natural
breakdown.”’

With the Westmac, Smith does not find
it’s necessary to physically break up the
cores after he is through aerating. ‘““We’re
not left with a lot of cores laying out over
the lawn, because as soon as the core
comes up it breaks into two or three sec-
tions and starts to filter back down
through the thatch.”

If there was a way to efficiently and
easily drag a line over the cores, it would
be a good idea, he says. ‘‘Because
something would have to be done if there
were a lot of cores on the lawn.”
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BECHTEL'S GROUND MAINTENANCE.
Leaving the cores on a lawn after aerating
provides proof to the customer that his
lawn care company was at his residence,
according to Jack Bechtel, President of
Bechtel’s Grounds Maintenance in
Goshen, Indiana. ‘‘That’s one way to let
the customer know what we’ve been do-
ing,”’ he explains. In addition, the cores
on top are going to help the thatch a lot,
and that’s one reason why we push aera-
tion — because of the thatch problem. If
you picked the cores up, it wouldn’t help
decompose that thatch.’’

Bechtel has heard of using a chain-link
drag to break up the cores on top of the
lawn, but he’s yet to try the method. ‘‘A
little rain on the cores and they’ll break
up themselves,’’ he says.

Currently, Bechtel operates two Ryan
aerators. He’s planning to buy a third
machine in the fall, but has yet to deter-
mine what kind he’ll purchase. *‘I wish
our machine would punch deeper holes
and more holes, and that’s partly what I'm
going to look for in a new machine,’’ he
says. He also hopes to get a bigger
aerator, so he can have two different types
of machines.

““We’ve talked about sending two
machines on a trailer with two fellows —
the slower machine can be used around
sidewalks and trees, and a bigger or faster
machine can be used on the open areas.
Each machine would do the part it’s best
at doing.”’ In addition, he says, such a set-
up would also help the company with
training new employees and providing
supervision to less reliable personnel.

Bechtel would like to get half of his
customrs to add aeration to their lawn care
program. ‘‘I don’t want to sell it to
somebody that doesn’t necessarily need
it,”” he says, ‘‘but if we see any kind of
a problem where aeration would benefit
the lawn, then we mention it to our
customers or leave them a little door-
hanger.”’

It’s not a difficult service to sell, he ex-
plains, but it does need to be promoted.
‘I notice we didn’t market aerating as ag-
gressively last year, so it dropped off a
little bit. But when we’re talking about it
and promoting it, it sells.”’

CUSTOM LAWN AND LANDSCAPE. Reg
Robertson, Owner of Custom Lawn and
Landscape, Olathe, Kansas, has not found
aeration to be as profitable of a business
sideline as he anticipated. ‘‘Aerating as
a whole really hasn’t been that beneficial
to us,”” he says. ‘‘Customers are not ask-
ing for it, customers are not satisfied with
it, and it’s hard to get a good machine that
will do a good job and last.”

He’s come up against a lot of price
resistance (he charges about $9 per 1,000
square feet) and knows that improved
equipment would mean more expensive

machines. More expensive machines
would mean higher prices for his
customers, and Robertson is afraid higher
costs will only limit his aeration business
further.

Nonetheless, Robertson has not been
satisfied with today’s aerating machinery.
He would like to see aerators produce
deeper holes, more holes, better
maneuverability, and more speed, but he
says he’s yet to come upon any such
aerator in the marketplace. *‘If you could
get a good piece of equipment for a
reasonable amount of money, that would
do a good job,’’ he says, ‘‘then aeration

would probably sell.”’

COMPLETE LAWN SERVICE, INC. At the
opposite end of the spectrum is Joseph W.
Stout, III, President/Treasurer of Com-
plete Lawn Service in Arlington,
Virginia. He’s been aerating lawns since
he first went into the turf business 15
years ago, and he loves it.

‘“We automatically aerate. There’s not
a choice involved,’’ he explains. ‘‘It’s like
old Henry Ford — you can have any col-
or you want as long as it’s black. And you
can have any lawn program you want as
long as it’s got aerating in it. We're in
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Virginia and we’ve got really hard clay
here. It’s very compacted, so we must
have aeration.”’

Complete Lawn Service runs two
Westmacs, two Hahn Eclipses, and one
Feldmann spike aerator. ‘‘The spike
aerator is used for very bad areas that
really need some break up. We'll use it
prior to seeding on a really bad area, such
as on a gasoline spill.”

In general, Stout has been satisfied with
the durability and efficiency of his
aerators. Yet, he’d like to see aerators dig
a little deeper and be a little stronger.
““The Westmac is only a couple of years
old and we’ve had to make some welds
onit,”’ Stout explains. ‘‘But now that we
have, it seems to be a pretty good
machine.”’

The company also had some minor pro-
blems with its Hahn machinery during the
first few years of the business. ‘‘The
wheels would break. The whole machine
was great, but the inserts in the metal
wheels would come out. After two or
three times of this,”’ Stout explains, ‘‘we
had to find something that would work
out, so we got better wheels.”’

Despite those repairs, the company has
not had many maintenance problems with
its aerating machines. ‘‘We maintain our
own equipment,’”” Stout says. ‘‘We
rebuild the machines over the winter so

they don’t usually go down unless they
hit something. And that’s not the
machine’s fault.”’

Most of Stout’s customers know about
aeration. In fact, he says, most of them
know exactly what they’re looking for —
they ask specifically for core aeration.
*‘On our initial contact, some customers
say, ‘We hope you're not one of those
companies that rides around on a tractor
with a roller and spike on it, which aerates
then seals it up.” And we say, ‘Of course
not. We use a hand-operated power
machine that aerates with cores.” That
gets rave reviews.”’

Because the soil is very hard in his
market area, Stout notes that it’s difficult
to pull large cores. Despite all the adver-
tisements he’s seen, he has yet to see a
machine that will pull a 3-inch plug.
““You can’t take out much of a core in this
area unless you’re talking about a golf
green that’s been built. On a regular clay
soil, you get a little bit of soil out and it
will just melt.”’

Stout doesn’t use a chain-link drag to
break up the cores. ‘‘“That’s a way to top-
dress,’’ he says. ‘‘It may help in extreme
cases, but rather than doing that we would
just add a top dressing. To take a piece
of fence or something to bust up the cores
is a lot of work. You’re not going to get
anyone to pay for that, and we just don’t

find there’s a reason for it. The soil breaks
up itself.”’

Customers have no complaints about
how Stout’s business operates. Of course,
the company spells out its rules first to
avoid any customer dissatisfaction. ‘“We
do everything we possibly can to give
customers what they want. And we tell
them if they water properly, they will
have a good lawn. If they don’t water,”’
Stout emphasizes, ‘‘they will have
nothing and we’re going to charge them
anyway. We’ve done all we can, now it’s
up to them. We’re the doctors — we've
operated. Now they have to heal
themselves.”’

To make the turf’s convalescent period
as pleasant as possible, Complete Lawn
Service offers sprinkler installation to its
customers. According to Stout, ‘“You can
really get the results with less
maintenance if you have a good watering
system.’’

Overall, Stout is very positive about
aeration. “‘It just lets everything go to
work a lot quicker,”’ he says. ‘‘There’s
less chance of run-off and better feeding
results. It’s all pluses; there are no
negatives. And those are the things we
need.”” — Vivian Rose E

The author is Assistant Editor ‘'of ALA
magazine.
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1600 W. Main St.
Wilmington, OH 45177

Toll Free (800)342-4784
In Ohio (513)382-5502

“Serving the Lawn Care Industry”
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Judd Ringer’s

-
810 ORGANIC

LAWN
RESTORE

FOR “PROBLEM" LAWNS

910 ORGANIC
Lawn Fortilzer
Watur sl / NON.TOXIC
Foads 2500

NET WT. 25 LBs.

LAWN RESTORE®

*Prevents and Controls the condi-
tions that cause lawn problems and
disease.

*Restores lawns back to the natural
cycle of growth.

*Keeps your lawn lush and green
much longer.

A *Completely natural — safe around
————+- kids, pets and lakes.

l We’re Proud To Sell Ringer Products 1

Contact Your Distributor
Or RINGER CORPORATION
6860 Flying Cloud Drive
Eden Prairie, MN 55344
(Telephone: 612/941-4180)
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QUESTIONS & ANSWERS

How much should a lawn care
o company spend on advertising?—
M. Arnold, Rocky River, Ohio

A This is a very tough question.
@ There are many factors that should
be considered when determining your an-
nual advertising budget. However, the
main factor to consider is the competition
in your area. If competition is light, then
I would suggest you spend between 5 and
8 percent of your annual sales. If com-
petition is heavy, then you should be look-
ing at 14 to 20 percent of sales. Ultimate-
ly, the choice is yours. — Des Rice,
President, Turf Management Systems,
Mississauga, Ontario

What is the lawn care industry’s
e cancellation rate? — R. Bugelski,
Cleveland, Ohio

Although cancellation rates vary,
o the industry standard seems to be
between 25 and 30 percent. — Des Rice

What is the best time to treat for
e white grub problems? — Richard
Hargus, Baltimore, Ohio

There are two times of the year
e when most white grub-infested
lawns can be treated with success. The
first period is in late summer (the first
three weeks of August in New England),
when eggs of most species are being laid
and the tiny grubs are hatching out. The
grubs are smallest and most sensitive at
this time. The major drawback is that
there is often not much rain at this time
of year, so the area must be heavily ir-
rigated to move the chemical through the
thatch and to the grubs.

The second period is mid-spring (mid-
April to mid-May in New England).
While the grubs are at their largest stage
at this time, they are still feeding active-
ly and will ingest some of the chemical.
In addition, normally there are frequent
heavy rain showers which help move the
chemical into the soil where it can work
effectively.

Avoid making grub treatments for any
of the species which have a one-year life
cycle (Japanese beetle, northern masked
chafer, oriental beetle, asiatic garden bee-
tle, European chafer) in June or July,
because the grubs will not be present at
that time. — Dr. Patricia Vittum, Assis-
tant  Professor, University of
Massachusetts, Waltham, Massachusetts

Do you have a burning lawn care ques-
tion for a member of our Advisory Board?
Address your question to Gordon
LaFontaine, President of Lawn Equip-
ment Corporation; Dr. William Meyer,
Vice President, Research, Turf-Seed,
Inc.; Des Rice, President of Turf
Management Systems, Inc.; Dr. Al

Agronomy, Pennsylvania State Universi-
ty; Dr. Joseph Vargas, Professor of
Botany and Plant Pathology, Michigan
State University; or Dr. Patricia Vittum,
Professor of Entomology, University of
Massachusetts. Submit your question to
Questions and Answers, ALA, 4012
Bridge Avenue, Cleveland, Ohio 44113;

Turgeon, Professor and Head of

216/961-4130. L

INTRODUCES
NEW MODELS FOR 1986

MODEL
41-0166

LAWN
AERATOR

Agri

MODEL

41-0187
J BROADCAST
4 SPREADER

AGRI-FAB P.0O. BOX 903
SULLIVAN IL 61951
(217) 728-4334

SEE US AT EXPO '86
BOOTH #1735

Sometimes Big Tont Better
Deiscoven, the IHid-Size Walker Mowen

Accepted practice in the lawn maintenance business has been to use
the BIG commercial rider mower for open areas and walk-behinds for
trimming. Now maintenance operators all across the country are discov-
ering a new, fast efficient way to mow landscaped areas... for many jobs
the maneuverable MID-SIZE WALKER MOWER does the whole job
saving time, labor, and equipment investment. And Walker offers high
productivity without sacrificing a quality cutting job, sure to please the
most discriminating customer.

WALKER MANUFACTURING CO., 1839 E. HARMONY ROAD,
DEPT. AL, FORT COLLINS, CO 80525 (303) 226-1514
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PRODUCTS

ollar spot and brown patch can

make life difficult for lawn care

operators. Dr. Joe Vargas,

Michigan State University plant
pathologist, says a promising control
measure for these diseases is the systemic
fungicide Banner, from Ciba-Geigy Cor-
poration. EPA registration of the product
is expected mid-1986. ‘‘Banner gives ex-
cellent dollar spot control for three to four
weeks,’’ says Vargas, which is longer
than most contact fungicides now on the
market.

The material gives broad-spectrum con-
trol when applied as a preventative treat-
ment, according to Ciba-Geigy biological
research specialist Dr. Allison Tally.
Besides brown patch and dollar spot, the
fungicide will also be labeled for control
of rust, red thread, powdery mildew, an-
thracnose, and stripe smut, according to
Tally.

A preventative schedule usually begins
in late June when temperatures are con-
sistently above 70 degrees during the
night with high humidity, according to
Dr. Phil Larsen of the University of Min-
nesota. Larsen studied Banner and other
fungicides at Ohio State University.

Tally says the material gives good
residual control at relatively low rates.
For dollar spot control, Banner should be
applied at 1 ounce per 1,000 square feet.
For brown patch, the rate is 2 ounces per
1,000 square feet. ‘“We’ve found a 14-
to 28-day residual control for dollar spot
at the recommended rate and 14- to
21-day residual control for brown patch.
At these rates we have also noticed that
the turf is greener,’’ says Tally.

Circle 146 on reader card

Hoeft Import Export (HIE), an importer
of plant care products, now offers the
Helit Plava line of plant containers to the
wholesale gardening and landscape ser-
vices market in the United States and
Canada. Imported from West Germany,
this product line combines sleek European
styling with low maintenance. Its revolu-
tionary design that combines an internal
and external container greatly increases
the interval between waterings, simplifies
cleaning, and provides a healthier en-
vironment for the plants to thrive in. The
containers can easily be converted from
soil to hydroculture use.

Each container consists of four com-
ponents: A two-piece external container,
an internal container, and a water level
indicator. The top and bottom portions of

the external container fit together
smoothly and may be disassembled very
quickly for cleaning. The bottom half also
holds any overflow water. The internal
container is suspended from the rim of the
top external part and holds the plant and
soil. It neither touches the bottom nor the
walls of the external container.

The resulting airspace of approximately
1 to 2 inches diminishes water evapora-
tion and allows the moisture to be main-
tained for a considerable time. At the
same time, it insulates against drastic
temperature changes, further improving
the plant growing environment.

The Helit Plava containers are made of
break and chip resistant PVC and are
available in white or dark brown. They
come in eight different sizes, ranging

from 4-1/3 inches by 3-1/2 inches to 8-2/3
inches by 7-1/2 inches. Prices at the
wholesale level range from $14 to $36 per
container.

Circle 133 on reader card

Kubota Tractor Corporation has just
expanded its consumer and grounds
maintenance line by adding two new
professional-quality gasoline-powered
walk-behind tillers — the 5.5 horsepower
AT60 and the 7 horsepower AT70S-E.
Both the AT60 and the AT70S-E feature
forward/reverse rotating tines. In heavy-
rooted and hard-packed soil, a simple gear
lever enables the operator to switch the
tiller from forward to reverse rotation.

Kubota’s heavy duty new tillers also
have vertically adjustable handlebars and
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a tiller clutch safety feature, which, when
released, stops the tilling action im-
mediately. The AT70S-E model also has
the added feature of an electric start that

assures quick, easy starting. The AT60
and AT70S-E models are designed to
loosen and break up sod and soil, prepare
soil for seeding or transplanting, cultivate
land, weed between rows, form mounds
around plants, build raised seedbeds,

cover seeds, and make drainage ditches.
Circle 136 on reader card

The Environmental Protection Agency
has granted Union Carbide Agricultural
Products Company, Inc. product
registration for Weedone® brand DPC
Amine Herbicide for control of broadleaf
weeds in ornamental turf. This is an ex-
citing new product that offers an
economical and efficacious alternative to
the present amine and ester products in
the marketplace. This essentially non-
volatile amine salt formulation contains
two of the best known broadleaf weed
killers, 2,4-D and dichlorprop (2,4-DP).

The product is water soluble and forms
a true solution in the spray tank that re-
quires no agitation after the initial mix-
ing. It can also be tank-mixed with fer-
tilizer solutions for efficient once-over ap-
plication. This Weedone formulation has
a pleasing straw color and very little odor.
When it comes to weed control, nothing
surpasses its ability to control over 70
perennial, biennial, summer and winter
annual broadleaf weeds — even the
hardest to kill, like oxalis, spurges,
ground ivy, and violets.

The product provides excellent turf
tolerance to both cool and warm season
grasses. It does not contain dicamba or
MCPP, thus reducing risk of injury to
sensitive turf species or adjacent
ornamentals.

Circle 147 on reader card

The Westheffer Company has introduc-
ed a new portable gasoline-driven sprayer
to its line of application equipment. This
skid-mounted sprayer is designed to han-
dle everyday weed control, pest control,
herbicide, fertilizing, cleaning, and
disinfecting jobs. It has a cast iron roller
pump for long life and reliable perfor-

CHAOS IN YOUR
OFFICE THIS SPRING?

We've got 250
estimates over two

Last week you thought weeks old?
we only had 300

lawns to do. Now,

crabgrass 1s germinat- You lost that list of
ing and you're telling dandelion calls? Now
me it’s more like 500?! A  what are we going

oy
YTttt e TP rerTe
. Tew W e i, SR ST

Practical Solutions has some good ideas that can help next
spring be a little “greener”. Our computerized Lawn Care System
equips your company with a software management tool that will
control costs and improve productivity.* See a complete
demonstration at the PLCAA Regional Seminars in Florida,
New Jersey, Massachusetts, Ohio, Indiana and Michigan

You've heard
we're the best!

PRACTICAL
SOLUTIONS,INC.

500 WEST WILSON BRIDGE ROAD Circle 31 on
WORTHINGTON, OHIO 43085

reader service card

‘Complete systems starting at $7895. (with software available for IBM, Burroughs and IBM compatibles)

Circle 32 on reader service card




mance, a three horsepower recoil gasoline
engine with a 2-quart tank, pressure
regulator and gauge, heavy-duty han-
dgun, quality EPDM pressure hose, hose
racks, and carrying handles.

Circle 143 on reader card

Karcher has developed the unique HD
555. Now you can clean just as the pros
do. The HD 555 multiplies your
household water pressure by 15 times, but
reduces the amount of water needed to

clean with, thereby saving you money and
time. The Karcher HD 555 is versatile
enough to clean anything, from your cars
to your pool, pool decks, aluminum
siding, painted or stained walls. It can
also be used to spray insecticides and fer-
tilizers. The unit comes complete with a
wall-mounted storage case, car wash
brush, and detergent and operates on 110
volts. You can even operate with hot

water (up to 140 degrees Fahrenheit
temperature). The HD 555 weighs only
33 pounds and can easily be carried to
wherever your cleaning problem may be.
Circle 148 on reader card

The new LESCO gasoline-powered
hydraulic-driven spreader provides
smoother, easier application of granular
material. Hydraulic drive enables the
spreader operator to select a constant
speed, from O to 4 miles per hour. This
provides a constant rate of application of
product and, thereby a cost savings to the
customer.

The spreader features an 80-pound
capacity polyethylene hopper, corrosion-
resistant Delrin 100 gears and third hole
on shut-off plate with adjustable meter-
ing slide for varying product bulk den-
sities. The stainless steel frame provides
durability and strength; extra-long
stainless steel handles allow for easy
maneuvering. The durable bumper/han-
dle on the front of the spreader protects
the impeller and makes carrying easier.
The stainless steel axle, impeller shaft and
on/off assembly are durable and corrosion
resistant.

The engine on the spreader is a 3
horsepower recoil-start Briggs and Strat-

ton Industrial/Commercial. The
hydraulics consist of a pump and motor
combination with a 1-gallon hydraulic
reservoir. The spreader has 13 x 5.00-6
pneumatic tires. A hopper cover to pro-
tect product and allow the spreader to be
transported without being emptied is
available as an option.

To calibrate this spreader or any other
spreader, LESCO offers a Professional
Granular Applicator Calibration Kit
(PGAC), designed to be used with any
type or brand of granular applicator-drop,

(continued on page 56)

e Makes a neat 6”
square pattern

e Light — weighs no
more than a mower

e Penetrates to 3"
e Quick-attach to 3-pt. hitch

e Hydrostatic drive
power steering

WE MATCHED OUR “600” TURF PLUGGER
WITH A JD318 TO GIVE YOU 80,000 Sq. Ft./Hr.

hidd We modify the transmission of a

demonstration.

E machine we know of. It does a bet-
ter job because the tines work in a

Ask about major lawn care firms who use our product exclu-
sively. See us at the Louisville Expo Booth 882 plus outdoor

Classen Mfg. Co.

1403 Roach St. « Norfolk, NE 68701 « (402) 371-2294

JD318 to add a rear PTO and we
sell the unit as a customized aera-
tor that does the job better than
anything else you can buy. It's
light, durable and covers more
ground faster than any comparable

straight up and down motion to
eliminate side wall compaction;
and, when you're done aerating,
you have the tractor free to do
other jobs.

NEW FOR 86 our walk-behind
model “500" and “500ATC" with 30
percent more holes per square
foot on both models. the ATC has
the option of being wheel-driven.
Inquire about our other models.
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Dy'on puts an end to damage from overlaps and
complaints from skips. With Dy'on, you can see
where you have sprayed and where your spray is
going. At one pint per 100 gallons, Dy'on will
impart just enough blue/green color to guide an
operator while spraying.

When mixed with pesticides and or liquid fertilizers, Dy'on
will not interfere with the chemical biological functions.
Used on dormant winter grasses, Dy'on will create a rich
blue color and is recommended for use with the Richway
Foam Marker to color foam balls and leave a residual color
spot.

Dy'on colored spray solutions also show the operator if he .
has chemical on his skin and should wash. And the colored €
spray solution indicates whether a tank is clean of previous . “
sprays.

Operator can easily see exactly where
he has sprayed

EGAL

CHEMICAL COMPANY
Home of RegalStar™

Dy'on is excellent for use on all types of growing green
grasses. At the standard ratio, the color change is less, but
still plenty adequate to guide an operator
while adding a rich, luxurious look to
green grass. This makes Dy'on excellent
for use by lawn maintenance companies
too. The customer has an instant dark
green and healthy looking lawn.

- = Regal Chemical Company
P.O. Box 900/Alpharetta, Georgia 30201

404-475-4837

Circle 13 on reader service card

Dy‘'on being sprayed on dormant burmudagrass

Dy'on.the most effective, economical way to color spray solutions or vegetation



(continued from page 52)

rotary (centrifugal), or pendulum-action
spreader. The PGAC kit contains 11
12-inch square collection trays with
dividers; 11 vials with volumetric incre-
ment markings; a vial holder; a funnel and
a balance beam scale with operating and
assembly instructions.

For centrifugal and pendulum action
spreaders, the kit makes all three
necessary evaluations. The kit measures
uniformity of pattern, width of effective
pattern, and rate of application. Direc-
tions are included for making all three
evaluations. For drop-type spreaders, the
kit measures rate of application.

Circle 149 on reader card

Perfco Corporation announces its new
line — ‘“‘Summer Sales Survival”
package for lawn care operators. Now
that we have the spring madness behind
us, what’s ahead for the summer? Perfco
has come up with 30 new door hanger die-
cuts. The door hangers feature informa-
tion on disease problems, mowing pro-
blems, watering information, selling to
neighbors, a complete agronomic
schedule, hard-to-control summer weeds,
aphid damage, grub damage, tree and
shrub, landscape and design, and more to
come. These new items are in four-color,
and are designed to promote summer sales
offered by lawn care operators.

Circle 150 on reader card

Micron Corporation has announced the
introduction of Microflex, a new portable
CDA sprayer for narrow-targeted and
spot applications. The Microflex is a
light-weight applicator utilizing controlled
droplet application technology for apply-

ing herbicides. It is powered by four
‘“D’’-size batteries and has a 5-pint bot-
tle to contain the chemical mix. The main
difference between the Microflex and the
existing Herbi (also from Micron) is the
width of the swath. While the Herbi
sprays in a 4-foot swath, with the new
Microflex the user can vary the swath
width between 4 and 18 inches. The abili-
ty to vary the swath, combined with the
controlled droplet size feature, make the
Microflex suitable for narrow band ap-
plication in many situations, including
spraying near sensitive areas or crops, as
well as for spot treatments.

CDA technology allows treatment of
large areas with noticeably reduced
volumes. According to the manufacturer,
with the 5-pint bottle of the Microflex,
one worker can treat a strip 8 inches wide

for 20 miles without stopping for a refill.
Circle 155 on reader card

The new multi-purpose steel framing
system for any type merchandise storage
is now available from the manufacturer,
Bernard Franklin Company. Only two
basic parts are needed — beams and
uprights. The interlock assembly of the
beams and uprights is simple and easy to
do. Rivets on the end of each beam wedge
into slots in the uprights without the use
of bolts, nuts, clips, or sway braces.
Then, simply drop in wood or metal deck.
Fast, boltless readjustment. Beams adjust
instantly up or down on 1-1/2-inch
centers. Permits double entry on shelves
from either side.

Called Rivet-Rax, this heavy gauge
new steel and wood framing system is
ideal for low cost efficient hand loading
of goods of all kinds. Perfect for use in
warehouses, factories, and other storage
areas. Users can save even more money
by purchasing their own particleboard
deck locally, saving freight and manufac-
turer’s mark-up costs.

The system is available in a variety of
sizes and hold from 350 to 2,000 pounds
per shelf deck level, depending on widths.
Other accessories include industrial grade
particleboard or steel decking, support
channels, front to back ties, row spacers,
and splice plates. Gray baked enamel
finish is standard. Optional colors are
available.

Circle 152 on reader card

A new tire repair kit designed especially
for the tubeless tires used on machines in
the lawn maintenance industry is now
available from The Nealey Company.
Tires may be repaired quickly and per-
manently, on the equipment, to avoid the
time loss, bead leaks, and expense
associated with dismounting.

The repair material is a cord im-

pregnated with a special rubber com-
pound formulated not only to fill the hole,
but to cap and adhere to the casing as
well. To repair a tire, the user simply
threads the repair cord through the eye of
the inserting tool, pushes the threaded tool
into the puncture up to the handle and
gives it a turn and a half. He then pulls
the tool out until it clears the puncture and
cuts the repair tool free.

The repairs and tool are packaged in a
poly tube which permits the repair kit to
be effectively stored for years and can
easily be carried in a tool chest. The
repair is easy, fast, permanent, inexpen-
sive, and guaranteed.

Circle 156 on reader card

Shindaiwa, Inc.’s ‘*‘How to Buy a Trim-
mer Without Getting Clipped’’ is must
reading for anyone with an interest in
trimmers and brushcutters. Published as
a public service by the manufacturer, the
booklet cronicles the background and
history of trimmers from the first crude
prototype to today’s highly sophisticated
machines.

This publication provides the reader
with a wealth of information that enables
him to make an informed buying decision
and to use his machine properly once he
gets it home. Discussed are the dif-
ferences between electric models and
those powered by two-cycle engines.
Readers learn where to look for quality
machines and what to consider when
receiving a demonstration. A handy chart
helps the reader pick the right class of
machine to fit his particular situation.
Circle 153 on reader card

Lawn care professionals now have
available an economical low volume
spray system from Ag-Chem Equipment
Company, Inc. The complete system

(continued on page 58)
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'RYAN INTRODUCES THE

The self-propelled walk-behind aerator that

does a professional job on home lawns and

smaller turf areas.

® Equipped with 30-3/4” coring tines
providing an aeration pattern of 9 holes
per square foot.

® Penetration up to 2 3/4”.
® Two weight options provided for
increased downward pressure - a 38 Ib.

steel bar and/or steel drum that holds 55
Ibs. of water.

LAWNAIRE IV SPECIFICATIONS

Model 544863

Convenient lift handle for raising and
lowering transport wheels which provide
added maneuverability.

® Covers up to 21,000 square feet per hour.
® Tine wheel shaft and water drum shaft

are equipped with two grease fittings and
protected by felt seals to keep out dirt.

3 h.p. industrial engine with rotary stop
switch for easy shut-off.

Fuel tank holds two quarts.

Designed for the professional who wants to
provide quality core-type aerification at a
high rate of speed, the new Lawnaire IV is
the most dependable walk-behind roll-type
areator on the market.

More and more homeowners are asking for
lawn aeration to break down thatch and
improve turf quality. The Lawnaire IV offers
lawn care professionals and rental outlets a
core aerator that pays for itself in just weeks.

DIMENSIONS
o e S SR S R )
DWAhC 5 b s st it - o o-0 /0 197
IWEIRIE o alasamnieons )i Dry-215 Ibs.
Water in drum-265 lbs. (6.6 gallon
capacity).

POWER
Bngine: ;.50 bk s 4-cycle, 3 hp industrial
with 6:1 gear reduction, dual air cleaner,
with rotary on-off switch, low tone muffler.
St ) e WS R e Belt tightener,
DBYET it ahculssde Primary: V-belt

4L-section to clutch idler. Secondary: #40
roller chain to tine assembly. Transport: #40
roller chain to barrel.

#Outboard Marine Corporation, 1986. All rights reserved

Lubrication. ....... Two grease fittings
in each axle hub.

UNIT
Penetration s .. s wsuens stads Upto 2 3/4”
Aeration Pattern. . . .....33/4"x7"
center to center.
optels . el dueres Operation: 225 f.p.m.
Transport: 190 f.p.m.
Productivity . . . . .. Up to 21,000 sq. fi.
per hour.
Tines............3/4” Coring-type,

formed from .08” thick heat-treated alloy
steel, 30 tines per aerator.

THECS G s ossanre sawioas denerdners Two 8 x 1.75
semi-pneumatic with ball bearings.

_—

Circle 17 on reader service card

For more information call your Ryan Sales,
Service and Parts Dealer today.
Or call toll-free 1-800-228-4444

OUR REPUTATION IS BUILT TO LAST

Cushman-Ryan, OMC Lincoln
P.O. Box 82409 #2706
Lincoln, Nebraska 68501-9971

Tine Replacement Part #522361
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(continued from page 56)

allows fertilizers and chemicals to be
sprayed separately or as a mix. It permits
selective use of expensive chemicals in
lawn areas that require spot treatment.
Fertilizer can be sprayed from the
300-gallon capacity poly ‘‘loaf’’ tank that
is designed to fit 3/4- or 1/2-ton standard
pickup trucks.

Bypass agitation keeps product in agita-
tion. A 12-volt mechanical agitator is op-
tional. Separate poly tanks (12-gallon
capacity) can be used for spraying her-
bicides, insecticides, soil conditioners, or
other lawn treatment agents. The spray
system, called the Model LCI Lawn Care
Injection system, mixes chemicals with
the fertilizer at the point of application us-
ing a dual line injection hose and spray
gun. The hose and gun can be used for
high and low volume spraying.

It features a ChemLawn gun. Single or
dual injection pumping is possible. The
spray system includes a 12-volt demand
pump with variable speed control. It has
a pumping capacity up to 2.8 gpm. A
12-volt electric Hannay reel system pro-
vides convenient rewinding. ]

Circle 154 on reader card
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In August, we will bring you a report on servicing condominiums. In many parts of
the country, condo construction has outstripped single dwelling home construction by
more than two to one. That means lawn care businessmen had better take advantage
of the condo boom. We will also have reports on software packages and service rates.

CONTRIBUTING
TECHNICAL AUTHORS
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y, Ohio State University
Texas A&M University
University of Mass.
Mississippi State University

, Ohio State University
Michigan State University
Brown, Tru-Green Corporation
Brown, University of Georgia
Brown, Village Green, Inc.
E. Christlans, lowa State University
Patricla P. Cobb, Auburn University
Cromroy, University of Florida

, Michigan State University

Dernoeden, University of Maryland
Dudderar, Michigan State University
Dunn, Michigan State University
W. Fermanlan, University of Illinois
Craven Fowler, Cornell University
Freeborg, Purdue University
University of Florida
. Fushtey, Agriculture Canada
Oklahoma State University
, University of Illinois
Virginia Polytechnic Inst.
University of Illinois
Iowa State University
University of Rhode Island
. Hummel, Jr., Cornell University
University of Rhode Island
Jagschitz, University of Rhode Island
University of Georgia
Kamok, University of Georgia
E. Kaufmann, Monsanto Ag Company
Kennedy, ChemLawn Corporation
E. King, Purdue University
L. Knake, University of Illinois
.N. Komblas, Louisiana State University
Lauren S. Lanphear, Forest City Tree Protection
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Philip Larsen, Ohio State University
Leon T. Lucas, North Carolina State University
W. Mayer, O.M. Scott and Sons
M.T. McElroy, Michigan State University
, University of Illinois
€. McKee, New England Green, Inc.
C. Miller, Clemson University
Mitchell, University of Delaware
Nou, Ball Seed Company
D. Niemczyk, Ohio State University
. Oliver, Louisiana State University
E. Partyka, Chemscape
Perry, Tru Green Corporation
Petrovic, Cornell University
Potter, University of Kentucky
€. Powell, Ohio State University
Rathjens, Davey Tree Expert Co.
Eliot C. Roberts, The Lawn Institute
LH. Robinson, Virginia Polytech Inst.
Sanders, Penn State University
Scheppele, Deere and Company
Schmidt, Virginia Polytech Inst.
University of Guelph
Short, University of Florida
F. Shoulders, Virginia Polytech Inst.
, University of Illinois
Cornell University
Ohio State University
University of Wisconsin
hio State University
Rutgers University
Strong Enterprises
, Ohio State University
w Chemical Company
Michigan State University
Penn State University
, University of Wisconsin
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SALSCO

55 35-20

SLICER SEEDER

.0

THE ONLY ALL TERRAIN SLICER SEEDER
WHICH SEEDS WITHIN A 39" RADIUS.

Complete specifications available upon request.

SEE US IN LOUISVILLE

EXPO '86
INSIDE BOOTH 1211
OUTSIDE DEMO 437, 439, 441, 336, 338, 340

JULY 28 - 30

ASK US ABOUT OUR COMPLETE LINE OF CORE AERATORS

SALSCO, Inc. ® 105 School House Road ® Cheshire, CT06410 ® Phone: (203) 271-1682 Telex: 643708

Circle 51 on reader service card



{continued from page 44)

ment, including the spray guns.

Mitchell is aware of the liability
associated with industrial weed control
and he makes sure his applicators don't
get themselves in over their heads. *‘If I
feel they don’t really know exactly how
to handle a certain situation, then I will
go do it myself."" Mitchell says all of his
accounts are commercial and they carry
a considerable risk of exposure. To cover
the risk, his company carries $1.5 million
in umbrella liability insurance.

CONCLUSION. A considerable amount of
risk is associated with industrial weed
control, but the business is lucrative
enough that people like Burt Andrews
have made a career out of it. The cost of
weed control materials is high, many
times higher than the cost of most lawn
care chemicals, but the necessity of the
service makes it attractive to customers
regardless of the cost. So if you are will-
ing to ask a price high enough to cover
the material costs and exposure risks, you
can turn industrial weed control into a
profitable add-on service. — Tim Weidner

The author is Managing Editor of ALA
magazine.

CLASSIFIED

COMPUTER SERVICES
Computer Systems—

Complete systems with software for lawn
care operators. Affordable prices. Pest
Control Data Systems, 3535 Keith,
Cleveland, TN 37311; 615/479-9711.

LAWN CARE INDUSTRY SOFTWARE

Fortunate Enterprises, Inc.
3365 Oleander Drive
Spring Hill, FL 33526
904/596-6347 or 596-0863
201/953-0315 New Focus Infosystems
516/928-7161 Lukin Computers
301/864-1717 Howel Disinfectant
404/733-7702 Annis, Inc.

Nationwide network of service.
HELP WANTED
Spray Technician—

Landscape Maintenance company seeks
a certified applicator to help us grow. Ex-
perience and license needed. Also must
have a current knowledge of chemiculs

and fertilizers. Salary based upon ex-
perience. Call or write Bill James, The
Ground Crew, Inc., 3301 Pleasant Valley
Lane, Arlington, Texas 76015;
817/467-2525.

ACQUISITIONS
Wanted To Acquire—

Lawn care accounts in eastern half of
U.S. being sought by established corpora-
tion. Willing to negotiate a fair market
price. If interested, please call me
directly:

Paul Anderegg
Vice President/Marketing
Tru Green Corporation
404/442-8700

Companies Wanted—

National company seeking expansion
desires to purchase lawn care companies.
Price negotiable. To be considered, please
send information concerning the number
of customers and revenue to: ALA
magazine, Box 320, 4012 Bridge Avenue,
Cleveland, Ohio 44113.

ADVISORY BOARD

LaFontaine

Turgeon

Vargas Vittum

Y Cerzcane

mmmmmmmm

CALL OR WRITE FOR MORE INFORMATION Pam=e EaEES s o
Nepera ing., Route 17 Harriman. New York 10926 NEPERA @

Telephone (914) 782811

Circle 55 on reader service card

Gordon LaFontaine is President of Lawn Equipment Corporation, Novi, Michigan.
Dr. William Meyer is President of Pure-Seed Testing, Inc., Hubbard, Oregon. Des
Rice is president of The Weed Man, Ltd., Mississauga, Ontario, Canada. Dr. Al
Turgeon is Professor and Head of the Department of Agronomy, Pennsylvania State
University. Dr. Joseph Vargas is Professor of Botany and Plant Pathology, Michigan
State University, East Lansing, Michigan. Dr. Patricia Vittum is Assistant Professor
of Entomology, University of Massachusetts, Waltham, Massachusetts.




For A Handle On
Quality Turf Products

Get A Handle On This

One-source ordering is just one call away, products, so ordering is easy and fast.
and that call to SMCP means prompt delivery  For all your chemical and equipment needs,
of the chemicals and equipment your lawn one number is all it takes. Take a moment right
maintenance business needs. We carry a now to call the SMCP office nearest you to
complete line of professional lawn care place your order, and request our 1986 catalog.
"1 SOUTHERN MILL CREEK PRODUCTS COMPANY, INC.
~ |
smce SMCP proudly serves you in the Eastern U.S.
TAMPA, FLORIDA LAKE WORTH, FLORIDA ATLANTA, GEORGIA CHARLOTTE, NORTH CAROLINA NEW ROCHELLE, NEW YORK
Phone: (813) 626-2111 Phone (305) 585-6049 Phone: (404) 355-4583 Phone: (704) 334-5926 Phone: (914) 235-6925 \7\7 538-7300
FLORIDA WATS: (800) 282-9115 JACKSONVILLE FLORIDA  GEORGIA WATS NORTH CA OLINAWATS NORTHEAST WATS: (800) 431-2418
o ot ResTMBIRT A aaincw st
) -032 A v A 3
FLORIDA WATS: (800) 432-8717 A e 0695 (800) 241-8752 Phone: (305) 584-2819 NORTHEAST WATS. (800) 523-3397

Circle 35 on reader service card
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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 ivy . .. 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 peren-
nials 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 Experimental

TURFLON

Cuts costly callbacks.

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 control,
TURFLON D has proven to be extremely 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 perfor-

mance can mean a significant
\ 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
distributor today.

>

*Trademark of The Dow Chemical Company

Write 16 on reader service card
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" Not everyone wants [§
the same sprayer...
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LESCO gives you a choice.

At LESCO, we listen and respond to customer Choose your sprayer.
needs. That's been the company philosophy for

. Gasoline-Powered Sprayers
more than 20 years and it’s the reason why we’ve

expanded our sprayer product line. Ham _____LESCONo. Price
For greater stability, we've converted our stang- 100-Gallon Van Mount 020034 $1875.00 ea.
ard '86 models to rectangular tanks. The new lower 100-Gallon Pickup Mount 020035 1905.00 ea.
profile tanks provide increased head room and 200-Gallon Van Mount 020049 1955.00 ea.
easier access to the fill well on van-mount units. 200-Gallon Pickup Mount 020050 1985.00 ea.
For increased versatility, we've equipped our 100-Gallon w/out Reel and Hose 009186 1380.00 ea.

gasoline units with diaphragm pumps. The new

: _ Electric-Powered Sprayers
pumps provide durability and long life when apply-

ing fertilizers and wettable powders and eliminate L os SR R .. 1. Price
replacement of piston cups. 100-Gallon Van Mount 020180 $1645.00 ea.
Available in gasoline or electric-powered model 100-Gallon Pickup Mount 020181 1675.00 ea.
with 100 or 200-gallon tank, LESCO sprayers are 200-Gallon Van Mount 020039 1725.00 ea.
versatile, efficient, accurate and dependable. 200-Gallon Pickup Mount 020040 1755.00 ea.

Optional accessories offered for most units. Trailers also available from LESCO
The 100-gallon models can be accommodated in truckster-type maintenance
vehicles. If you require a larger unit, ask about our 300-gallon model

Put a LESCO Sprayer to work for you.

Call toll-free to order. (800) 321-5325  (800) 362-7413
NATIONWIDE IN OHIO

Circle 15 on reader service card

LESCO, Inc., 20005 Lake Road, Rocky River, Ohio 44116 (216) 333-9250



