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Reduce customer turnover
and increase profit potential with
long-lasting disease prevention.

It costs a lot to replace a lost customer.
So you put together a complete lawncare
rrogmm. Not just to keep customers’
awns looking good all season. But to
keep your customers loyal.

A complete program includes pre-
ventative disease control. And only one
lawn care fungicide — the market
leader — keeps your customers satisfied,
fits into your schedule, and improves
your profitability

at product is CHIPCO® 26019
fungicide. Because it does #s job without
complicating your job.

CHIPCO 20019 is a low-toxicity prod-
uct that controls all the major lawn dis-
eases: Helminthosporium Leaf Spot and
Melting Out, Fusarium Blight, Brown
Patch, Dollar Spot, and Red Thread.

Its the only fungicide that provides
this control long enough to get you from
one scheduled round to the next, reduc-
ing costly callbacks.

Protect your turf and build your
profits. Make CHIPCO 26019 a part of
your lawncare program.

Rhone-Poulenc Inc., Agmchemncal
Division, Monmouth Junction, NJ 08852.

@MNM ~E

CHIPCO® s 1 registered trademark of Rhdne -Poulenc Inc

Chipco 26019 now available in
a convenient flowable
formulation.
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Selecting computer hardware
can be baffling, but some han-
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broadcast herbici

could also handle
early-emerging HTCS?

—

*Hard-to-control weeds like oxalis, ground ivy, prostrate spurge and wild violet.




INSIDE STORY

ost of you have probably at least

thought about purchasing acom-

puter if you haven’talready taken

the plunge. Depending on the
size of your lawn care operation, you might
now be using a system for accounting, mail-
ing lists, or even routing. Well, if you are
a relative newcomer to the computer age
and happen to be in the market for some
hardware, you’ll want to turn to page 18,
where we've featured Assistant Editor Vi-
vian Rose’s article, “Choosing Computer
Hardware.”

Rose agrees it can be overwhelming ven-
turing out to buy a computer what with all
the name-brands and off-brands competing
for your dollar. Not to worry, though, Rose
outlines a common sense approach for
tracking down that ideal hardware. The
guidelines are sure to make your hunt more
rewarding!

This month’s issue of ALA also includes
an update on the New York State
legislature’s doings with a series of bills
now under consideration. If passed, the
legislation will dramatically alter regula-
tion of commercial lawn care. Proposals
address everything from pesticide con-

tainers, recordkeeping, and applications
to posting. Proponents hope to see the
legislation pass next year and claim it was
launched in response to faulty lawn care
practices. New York State’s lawn care
operators are coming to grips with the fact
that they might very well be working under
this tough legislation next year. Though

never the sort to sit back and take the blow,
a handful of industry representatives have
already taken on the legislature — voiced
their concern about the impact of such
sweeping changes — and are determined
to get their side of the story heard.

We all realize, unfortunately, that the
public’s concern about pesticides is not like-
ly todisappear altogether. Along these lines,
we have a technical feature by Dr. Joseph
Vargas titled, “Cultural and Biological Pest
Management.”

Vargas offers industry practitioners some
insights into providing consumers with
the quality lawn care they’re accustomed
to through limited use of pesticides. Var-
gas, a Professor of Botany and Plant Path-
ology at Michigan State Univ., takes a
look at integrating both cultural practices
and biological management techniques to
help alleviate some of the criticism.

Finally, we offer our usual assortment
of departments, where you’ll find the la-
test news on the industry, its people, and
products. Enjoy!
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TURFLONII

AMINE HERBICIDE '.

Introducing your new
old standby,

That old standby broadcast amine turf herbi- weeds in their tracks and significantly reduce
cide of yours has just been made obsolete with the need for spot treating later. TURFLON 11
new TURFLON* II Amine Herbicide from Dow. does so much more than other broadcast her-

bicides because it contains triclopyr, the first

Stops HTCs in the broadcast round ! o~ 2 A
new turf herbicide chemistry in 16 years.

You see, TURFLON II does everything your old

standby does, and a whole lot more.
Like control those hard-to-control
weeds that can emerge early and
sneak through your old standby.
Weeds like oxalis, ground ivy, pros-
trate spurge and wild violet. Weeds
that keep your phone ringing and
your cash register quiet.

New turf chemistry

With TURFLON II you can stop those
early-emerging, hard-to-control

TURFLON II

[t’s your new old standby.

Safety tested
The low volatility of the TURFLON II
activated amine formulation gives

Semm—— you less odor to worry about. It

has a proven safety record and won't
migrate in the soil to the roots of
ornamental plants.

So if you're tired of being let
down in the broadcast round by your
old standby, turn to TURFLON Il

this year.
a E3

“Trademark of the Dow Chemical Company

600G
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VIEWS ACROSS THE TURF INDUSTRY

HOW DID YOU SELECT YOUR COMPUTER HARDWARE?

‘““We don’t use a computer for business
like general ledger work and other ac-
counting. We're a garden center and a
nursery and do some landscaping work.
Maintenance is a portion of our business.
The computer that we do have was pur-
chased in a computer store. We use it on
a limited basis for price lists and mailing
lists and things like that. We maintain a
customer list and we do some of the price
lists that we utilize for our nursery stock
and so forth.”” — Paul Begick, Begick
Nursery, Bay City, Michigan

‘“We got brochures and advertising after
we inquired at several places. We actually
made our selection based more on the
software package than the computer. We
now have our customer lists and all of our
accounts receivable on the computer. It
prints out the invoices by geographical
areas, but we do our own routing because
one day later it’s all thrown out of whack
anyway: people call because they want
you to come earlier or later or the weather
throws you off.”” — Gene Horning,
Lawnpro, Mapleton, Minnesota

‘“We recently sold our business in Mich-
igan and moved here. We don’t have a
computer now because we’re too small,
but before we left, we were looking at
them. We were looking at the IBM sys-
tems because they seemed to be compati-
ble to everything. In Michigan, our friend
had a computer and we were building and
working off theirs. When we got our own
system we were going to use it for every-
thing from payroll and the customer list to
billing.”’ —Jesse Gargas Il, A-1 Lawn
Care, Ltd., Cape Coral, Florida

CALENDAR

Aug. 27-30

ALCA Exterior Landscape Contracting Division
Conference, Red Lion Inn, Portland, Oregon.
Contact: Rebecca Crocker, Associated Landscape
Contractors Association, 405 North Washington
Street, Falls Church, Virginia 22046; 703/
241-4004.

Aug. 28-30

Farwest Trade Show sponsored by the Oregon
Association of Nurserymen, Portland Colosseum,
Portland, Oregon. Contact: Rebecca Crocker,
Associated Landscape Contractors Association,
405 North Washington Street, Falls Church,
Virginia 22046; 703/241-4004.

Aug. 30-Sept. 4

‘“New Directions in Urban Integrated Pest
Management: An Environmental Mandate™* Sym-
posium, New Orleans, Louisiana. Contact: Anne
R. Leslie, American Chemical Society, P.O. Box
15666, Arlington, Virginia 22215; 703/557-5017.

Sept. 3

MSU/MTF Turfgrass Field Day, Trade Show,
and Auction, Michigan State University, East
Lansing, Michigan. Contact: Dr. Bruce Branham,

Department of Crop and Soil Sciences, Michigan
State University, East Lansing, Michigan 48824,
517/353-2033.

Sept. 10

Ohio Turfgrass Research Field Day, Ohio State
University, Columbus, Ohio. Contact: Dr. John
Street, Ohio State University, 234 Kottman Hall,
2021 Coffey Road, Columbus, Ohio 43210;
614/292-2601.

Sept. 22-23

Virginia Tech Turfgrass Research Field Days,
Virginia Tech, Blacksburg, Virginia. Contact:
J.R. Hall, III, Virginia Polytechnic Institute,
Virginia Cooperative Extension Service,
Blacksburg, Virginia 24061; 703/961-5797

Oct. 6

Ohio Turfgrass Foundation Golf Tournament,
Columbus Country Club, Columbus, Ohio. Con-
tact: Dr. John Street, Ohio State University, 234
Kottman Hall, 2021 Coffey Road, Columbus,
Ohio 43210; 614/292-2601.

Oct. 24-29

ALCA Interior Plantscape Division Conference,

Hyatt Regency Crystal City Hotel, Arlington,
Virginia. Contact: Rebecca Crocker, Associated
Landscape Contractors Association, 405 North
Washington Street, Falls Church, Virginia 22046;
703/241-4004.

Oct. 2528

1987 International Irrigation Exposition and
Technical Conference, Orlando, Florida. Contact:
Irrigation Association, 1911 North Fort Myer
Drive, Suite 1009, Arlington, Virginia 22209;
703/524-1200.

Nov. 7-11

ALCA Landscape Management Division Con-
ference, Hyatt Regency Crystal City Hotel, Arl-
ington, Virginia. Contact: Rebecca Crocker,
Associated Landscape Contractors Association,
405 North Washington Street, Falls Church,
Virginia 22046; 703/241-4004.

Nov. 12-15

Professional Lawn Care Association of America’s
Conference and Show, San Antonio, Texas. Con-
tact: Doug Moody, PLCAA, 1225 Johnson Ferry
Road, NE, B-220, Marietta, Georgia 30068;
404/977-5222. )

8 AUGUST 1987/ALA




““One of my employees ran the mower into the lake.
My wife totalled our new Volvo. And my daughter just dyed her
hair purple. But what really concerns me is Pythium.’
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There’s one sure way to avoid worrying about Pythium.
Use Subdue® fungicide. Subdue stops Pythium on contact.
And once absorbed by grass roots, Subdue protects your
turf against further attack for up to three weeks. So don’t
let Pythium get you down. Get Subdue. Because you've

got other things to worry about. CIBA-GEIGY

1987 CIBA-GEIGY Corporation, Ag Division, Box 18300, Greensboro, NC 27419 Always read and follow label directions
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NEWS IN BRIEF

3PF SCORES WINS IN
WAUCONDA AND MARYLAND

The Illinois Supreme Court handed down
a decision on June 16, declaring that the
town of Wauconda was preempted from
regulating pesticide applications. The
Court declared that Wauconda could not
pass the ordinance which called for ex-
tensive posting of treated landscapes and
buildings because two state laws already
controlled that area of the law. The
Court’s decision was prompted by a
lawsuit brought by the Pesticide Public
Policy Foundation (3PF) in an effort to
halt the adoption of patchwork local
regulations that discriminated against pro-
fessional pesticide applications.

In a related case, the Fourth Circuit
Court of Appeals today upheld a district
court decision that struck down local
pesticide ordinances adopted by Prince
Georges County and Montgomery Coun-
ty, Maryland. The lower court had ruled
that these ordinances were preempted by
federal law. The ordinances required the
posting of signs in yards and on lawns
following treatment by professional ap-
plicators.

Bob Kirshner, 3PF’s Associate Pro-
gram Director believes the Wauconda
decision represents the last word in
preemption of local ordinances in Illinois.
He says the Maryland decision has much
broader precedential value. ‘‘It is the
decision of a United States appellate court
stating that FIFRA legislative history
makes it clear that local jurisdictions are
preempted from regulating pesticides,”’
says Kirshner. ‘“This has nationwide ap-
plicability. I would hope that it would
dissuade other local jurisdictions from
wading into this quagmire.’’

A. A. Malizia

SNAPPER PURCHASES
F.D. KEES COMPANY

On June 15, A.A. Malizia, Chairman of
the Board of Snapper Power Equipment,
announced that his company purchased
the F.D. Kees Manufacturing Company.
F.D. Kees manufactures commercial
lawn and turf equipment. Malizia stated,
‘“The high quality commercial products
Snapper will produce at our new facility
will expand our present line which has a
proven record of performance and
durability. The present management at
Kees will continue to operate the facilities
and become part of the Snapper family."’

Two Detroit designers, Robert Lebow
and Peter Gahan, have fashioned lawn

sprinklers in the likeness of Pope John
Paul II, according to a story in the June
8 issue of People magazine. Made of half-
inch plywood and hand painted with oil-
based enamel, the $55 papal sprinklers
stand 36 inches high and house a spray
jet in each uplifted arm. ‘“We mean no
disrespect,’’ says Gahan. “‘It’s just like
having a ceramic Madonna in the yard.”’

The two got into the business of mak-
ing sprinklers with a personality after the
prototypes they built caught on with their
friends. When nearly 100 orders for the
sprinklers came in one week, Lebow and
Gahan incorporated as The Fun Com-
pany. They now plan to market a series
of personality sprinklers, including Jim
and Tammy Bakker, Liberace, Elvis, and
Moses. ‘“We might even do Marilyn
Monroe with water coming from her
shoes to blow her dress up,’” says Lebow.

TRU GREEN BUYS
LAWN GROOMER

As of July 1, Lawn Groomer, Inc. of
Bloomington, Illinois became the proper-
ty of Tru Green Corporation, head-
quartered in Alpharetta, Georgia. Tru
Green President Howard Evers says the
Lawn Groomer name will be retained at
some of the company’s four locations.
‘“There are some markets where it makes
sense to use the Tru Green name and there
are some markets where it makes sense
to use the Lawn Groomer name,’’ says
Evers. “‘It just makes sense for us to stick
with the Lawn Groomer name in those
markets where they have been doing
business longer than Tru Green.”’ He says
he is really proud of the job that Lawn
Groomer management has done in runn-

LIQUI

5860864

Low Volume Injection Spray Unit

.
-\
LAND
CORPORATION
123 MARMONT

P.O. BOX 547
NILES, MI 49120

SLIDE-OUT UNIT
MAY BE SHIPPED

(616) 684-8400
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‘ You Can Depend on the

9y green garde-

High Performance Spray Team

The BEST Low Cost PROFESSIONAL
Spray Hose Available

e Field Tested -- Rated 600 PS| Working Pressure,
2400 PSI Burst

¢ A Companion to Green Garde Heavy Duty BRAIDED
NEON SPRAY HOSE -- that’s rated 800 PSI, 3000
PSI| Burst

e Features a Tough, SOLID PVC Tube with two
separate layers of criss-cross spiral reinforcement

¢ Industrial Strength Construction, yet lightweight
-- slides easily over the ground, around corners
and trees, will not mark patios or curbs

e Available in 300 foot and 400 foot continuous
lengths, 3/8" and 1/2" ID

* Hose is virtually unaffected by chemicals and
solvents during use---PVC tubes are welded to-
gether without the use of adhesives.

For the Protessional User -- Lawn Care Applicators, Pest Control Operators, Agriculture, Horticulture, Grounds
Maintenance, Weed Control Operators and Landscape Contractors.

4-SPIRAL WHITE PVC HIGH PRESSURE SPRAY HOSE (600 PSI Working Pressure - 2400 PSI Burst)

SWG-33 3/8" x 300 feet SWG-43 1/2" x 300 feet
SWG-34 3/8" x 400 feet SWG-44 1/2" x 400 feet

ENCAP PRODUCTS COMPANY, P.O. BOX 278, MT. PROSPECT, IL 60056 (312) 593-6464
‘ green Reg Trademark of Encap Products Company
y

1987EPC
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Aerate a large or small

By Terracare

THE WALK-R-IDE

area with ease.

Call Today for a Demonstration

either walk or ride.

With a flip of the toe you can

8 HP Briggs & Stratton Engine

70 Tines - 1/2” or 5/8”

18" Aerating width

3 Speeds - forward and reverse

To appreciate the many
fine features of this machine

it must be operated.

P.O. Box 506
Pardeeville, Wl 53954
608-429-3402
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TERRACARE PRODUCTS CO., INC.

ing the company.

‘I am as excited about this acquisition
as any we have ever done,’’ says Evers.
‘It is a really first rate organization. They
have good branch management and
tremendous systems for a smaller com-
pany.”” He says the existing Lawn
Groomer management has a good handle
on the business in terms of customer ser-
vice and sales marketing. Evers intends
to keep the management team intact and
“‘make very few changes if any.’’ Keith
Woodruff, ex-president of Lawn
Groomer, will stay on in a managerial
capacity.

Aside from Lawn Groomer’s Bloom-
ington, Illinois headquarters, the company
also has branch locations in Champagne,
Peoria, and Decatur, Illinois. At peak
season, there are currently 50 individuals
employed at Lawn Groomer. The com-
pany’s 1986 gross revenues were approx-
imately $1.6 million.

TWELVE PASS CLCA
LANDSCAPE CERTIFICATION TEST

Twelve examinees successfully completed
the latest Certification Test for Landscape
Technicians which the California Land-
scape Contractors Association recently
conducted at Pierce College in Woodland
Hills. A total of 83 landscape technicians
have now passed the test since it was first
administered in 1984.

The exam takes two days to complete
and consists of 15 hours of timed, hands-
on work on 30 problems in nine major
skill areas. The skills are plan reading,
irrigation installation, plant installation,
concrete construction, grading and
drainage, brick-on-sand construction,
sand box construction, seed and sod in-
stallation, and equipment operation.

Applicants must earn a passing score on
each of the 30 problems in order to
become certified. Those who succeed
become Certified Landscape Technicians
(CLTs). Application information is
available from Micheyl Hannon, CLCA
Headquarters, 2226 K Street, Sacramen-
to, California 95816; 916/448-CLCA.

CORRECTION

The table in ALA June, 1987 (page
26), which listed common beverages
and foods and their potential car-
cinogenicity, was labeled incorrect-
ly. It should have read:

(*ppb = parts per billion;
1/1,000,000,000)

Our apologies for the error.




PEOPLE

ur thoughts and prayers are with

David Dietz, Program Director,

Pesticide Public Policy Founda-

tion, as he recovers from a re-
cent automobile accident. Though it looks
like a long road to recovery, friends re-
port he’s becoming more and more lucid
and doctors are optimistic about rehab-
ilitation.

‘‘David is recovering quite well,”’ says
Ervin Czimskey, 3PF Officer Manager.
‘‘He is no longer in a coma and has
started physical and speech therapy. They
expect to be performing a lot more ther-
apy on him over the next several
months.”’

‘‘He’s still not communicating verbal-
ly,”” Czimskey adds, ‘‘but he seems to
recognize people pretty well. In conver-

old.

A native of Guinda, Monji grew up in
Long Beach before moving to Bakers-
field. He had been a landscape contrac-
tor since 1955 and founded the award-
winning firm Valley Landscaping. Mon-
Jji was an active lifetime member and past
president of the California Landscaping
Contractors Association.

He will be remembered for his creativi-
ty in the art of landscaping throughout
Bakersfield and Kern County, where his
work will be displayed for years to come.

Monji was also a member of the 3rd
Degree Knights of Columbus, Council
977. He was a veteran of the Korean con-
flict and served as a captain in the U.S.
Army.

Mass of the Resurrection was celebrat-

sations he can respond to simple com- b ed at St. Francis Catholic Church. Burial
mands and he seems to be conscious of was at Greenlawn Southwest Cemetery.
what’s going on.”’ Monyji is survived by his wife, Bever-

Correspondence can be addressed to: Fred Monji, a successful Bakersfield, ly; sons Robin, Gregory, Michael and
David Dietz, Program Director, Pesticide California landscape contractor, passed  Dan; daughters, Michelle and Alanna;
Public Policy Foundation, 1270 Chem- away January 7 in a Bakersfield hospital brothers, James and George both of
eketa St. N.E., Salem, Oregon 97301. following a brief illness. He was 67 years  Atascadero; and six grandchildren. W

Tuflex introduces our newest addition to our
tank line. The 0040RF (Sidekick) 40 gallon capacity
auxillary spray tank. 60" long, 12" wide, and 15" high,
the 0040RF mounts easily on the bed next to your
existing main tank, whether it fertilizes, herbicides
or fungicides the Sidekick can handle it, providing
greater diversity in your spray program. As in all Tuflex
tanks the quality comes first, to last.

1406 S.W. 8th Street
Pompano Beach, FL 33060

(305) 785-6402
Call TOLL FREE lor economy prices and 1(800) 3279005
ot oo o el Fla. Residents Call Collect

FIVE YEAR WARRANTY
The exclusive TUFLEX process allows a
full five year warranty on all handcratied

seemless fiberglass tanks

CALL RIGHT NOW!
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C LC 1© Lawn Care
Software

CLC1¢© is the most effective soft-
ware solution in the chemical lawn
care industry today.

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

Take a look
at the best —
look into CLC1¢

CLC1¢© is available
in MS. DOS to
operate on any IBM
compatible micro
computer.

Management
Systems, Inc.

(402) 553-8005
6910 Pacific Street, Suite 305 Omaha, NE 68106

Circle 46 on reader service card
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PLCAA UPDATE

his year the Professional Lawn
Care Association of America has
taken a new approach to learning
at its regional seminars, starting
with the first regional seminar held on
June 11 in the Atlanta area at the Gwin-
nett Area Technical College. The Atlan-
ta seminar, and all the seminars to follow
this year, focus primarily on the
significance of safety awareness. In keep-
ing with the safety theme, the Atlanta
seminar featured regulatory and safety ex-
perts. After the presentations, attendees
were treated to a Tex-Mex buffet, follow-
ed by hands-on safety demonstrations.
The first seminar attracted considerable
interest and even drew a few applicators
from out of state. A total of 87 profes-
sionals were in attendance, comprised of
44 applicators and 43 owner/operators. A
mini-trade show staffed by 15 exhibitors
was also available for the attendees.
For the day’s first presentation, ‘‘Lawn
Care Risk Management — A Field In-
spector’s Perspective,”’ George Moore,
a field agent for the Georgia Department

of Agriculture, explained the importance
of the product label in the event of an
investigation.

‘“The label is the law as far as a pro-
duct is concerned. It will tell you where
you can and cannot use chemicals,’’ says
Moore. ‘‘Read the whole label. When we
investigate a complaint, we try to deter-
mine if you are using the chemical within
the limits described on the label.”’

‘“We’re not a court of law,”” says
Moore, explaining the role of the field
agent.

‘“We take soil tissue, and waste sam-
ples; whatever it takes to present a com-
plete picture.’’ If the situation finally does
come down to litigation, Moore says he
will try to go to bat for the applicator
whenever possible.

During the session titled, ‘‘Lawn Care
Vehicle Safety,”” Eben Jones, Director of
Safety and Insurance at Rollins Industries
reminded operators that summer — the
peak business season — is a time ripe for
motor vehicle accidents. ‘“We’re out there
trying to get the production work really

going and (that’s when) we’re running the
biggest risk of having an accident.”

However, safety can be made
manageable if applicators are trained as
professional drivers through a certified
course, says Jones. He adds that a *‘Pro-
fessional Driver’” patch reflecting such a
program was added to the Orkin uniform
a few years ago.

James Brooks, PLCAA Executive Vice
President, commented in his session,
‘‘Pesticides, Press and PLCAA,"’ that
although the pesticide controversy con-
tinues in the press, there is less intensity
this year.

In an effort to combat unbalanced
media coverage, PLCAA has compiled its
own press kit, says Brooks. Already
distributed throughout the trade press and
national news media, the various news
releases included in the kit cover such
topics as zero risk, 2,4-D, and acciden-
tal deaths. Since distribution, PLCAA has
had numerous requests for the packets as
well as offers to appear on radio and TV
talk shows. =]

WE‘VE GONE TO

GREAT LENGTHS

TO MAKE BETTER HOSE

POLYURETHANE LINED CORE
*2 YEAR UNLIMITED CHEMICAL WARRANTY

*560 PSI WORKING PRESSURE
*1900 PSI BURST PRESSURE

*TEXTURED LONG WEARING COVER

*300° CONVENIENT LENGTH

SIZE 1-2 coils 3-5 coils 6 + coils
3/8" $0.66 $0.61 $0.55
/ LFT LFT LFT
1/2” $0.82 $0.75 $0.69
LFT LFT LFT

HOSES * VALVES ® COUPLERS * CHEMICALS

WAREHOUSE LOCATIONS

California * Florida ¢ Illinois ®* New Jersey ®* New York

FRA"KCO INDUSTRIES INC.

2193 NW 53rd Street, Tamarac, FL 33309

1-800-372-6526

In state call collect 1-305-739-1800
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W Olathe Equipment Helps Keep
Your Turf and Business Healthy.

Olathe has been proving itself a New dimensions in plugging with
valuable part of your business for the MODEL 88 AERATOR with rug-
years. ged 3 hp industrial engine, 2-40Ib.

: : removable weights if needed, 30
,\igtggl_' "éj: Sg?'l ;taSnEdEa[r)c‘iEs‘,? '”\(/Sitt%e coring tines enter the soil every 34"

L
patented clean-cut shatter blades, —3¢M%%2 19%2" path.
18hp electric start, 3" centers, easy Rugged reliability, learned from
grip handle controls, ground speed  over 25 years in the sweeper busi-
that accommodates up to 15,000 sq.  ness, has gone into the MODEL 42
ft. per hour. No competitor has 5HPTOW-BEHIND SWEEPER. Tired
matched the short distance between  of breaking apart so called commer-
blades and seed drop for accuracy.  cial brooms? Try this rugged, rubber

Innovative new additions, like the finger sweeper with easy pull remote

MODEL 85 ‘SEED N THATCH' for dump from tractor.
spot seeding and/or thatching. A Proof is seeing. Call your local
low-cost efficient unit for smaller Olathe/Toro commercial dealer for a
areas. free demo. Or write or call:
Circle 2 on reader service card

OLATHE MANUFACTURING, INC. N
100 INDUSTRIAL PKWY, INDUSTRIAL AIRPORT, KS 66031 &
1-800-255-6438 ® 913-782-4396
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CHOOSING COMPUTER
HARDWARE

Only you can choose the computer that’s right for your
lawn care operation. However, here are some
guidelines for making your hunt for
hardware a little bit easier.

here’s a war going on in today’s business world.

It’s the battle of the computers. Hundreds of name-

brand, off-brand, and no-brand computers are

fiercely competing for the consumer’s dollar. As
if purchasing a computer wasn’t confusing enough with
the proliferation of newer, bigger, and faster machines,
now the availability of low-cost IBM PC clones has made
your buying decision even more difficult. How do you
determine a winner from a loser? Are the initials I.B.M.
worth the extra dollars? Name brands and off-brands
aside, what should you look for when choosing computer
hardware?

No one can tell you which computer is best. Someone
else’s dream machine may bring computer nightmares to
your business. It all depends on your organization’s com-
puter needs.Once you have chosen appropriate software
that is.tailored to the lawn care industry’s mode of opera-
tion, you need to sit down with a computer sales represen-
tative to discuss your hardware needs.

‘“There are so many questions that need to be answered
before a sales rep can make any kind of intelligent deci-
sion on what hardware to buy,’’ explains Debra Murphy,
Manager of a ComputerLand branch in Dayton, Ohio.
‘‘How many customers is the lawn care operator servic-
ing? Does he want to do all accounting on the hardware?
Does he want to do word processing?’’ she asks. ‘‘“They
need to know the sizes of accounts. For instance, if they're
going to have accounts receivable they need to know how
many monthly customers they have. If that number
changes drastically from month to month, they have to
take the largest month they think they’d ever have and mu-
Itiply it by 12. They need to know how many mailings
they want to send out, too. How many potential customers
are in their area? There may be 15,000; there may be 50.”"
Whatever the population is, that information is necessary
to determine lawn care operator’s computer memory, stor-
age, and power supply needs.

As software gets more sophisticated, more memory is
required. And since memory is relatively cheap, it’s best
to go for 640K, according to Erick Wujcik, a computers
writer for The Detroit News. Disk drives have also drop-
ped in price, he says. He recommends that every new
computer have at least one floppy drive, preferably two,
and a large-capacity hard-disk drive. Purchasing a 20-
megabyte hard drive system is a minimum, Wujcik says,
adding that 30- and 40-megabyte drives are attractive
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options.

The size of the hard drive should be determined by the
volume of business that a lawn care operator is conduc-
ting. *‘If you have a hard drive that does not have enough
room for expansion, then you’re obviously not going to
be able to put all your data on one hard drive,’” accor-
ding to Debra Murphy of ComputerLand. That can pose
problems, especially when trying to retrieve files, she
says. ‘‘If your hard drive is filled up, it takes a long time
to access information. So you definitely want to get a large
enough capacity hard-drive.”’

Power supply is also important. Today’s computer
buyer should look for hardware equipped with 135 watts
or better. Wujcik of The Detroit News says this is neces-
sary to drive hard disks and to power any circuit boards
(also know as ‘‘cards’” because of their thin, rectangular
shape) that may be added later on.

Expandability is another key consideration. You want
to know that your computer is capable of expanding as
your business grows. If you're trying to build your
customer base, make sure you buy a computer that can
be upgraded to process a heavier data load. You shouldn’t
have to buy a whole new system.

Jim Malaney, Manager of LaFlamme Services, Inc.,
Milford, Connecticut, speaks from experience when he
says, ‘‘Get a system that’s big enough. It may be bigger
than you are now, but in a year you’ll grow out of it.”’

In fact, buying a computer is not unlike buying clothes
for a growing child. If you're lucky both will fit for a
year, maybe two, before requiring alterations. And La-
Flamme Services will attest to that analogy. The com-
pany computerized its operation over three years ago, in-
itially purchasing the Tandy 1200. However, it wasn’t
long before the company realized it had outgrown the
system. In order to have the capability to expand and
power additional equipment, LaFlamme purchased an
IBM AT. Since the new acquisition, the company has not
had any problems adding memory or any other periphe-
rals. The Tandy is now only used for word processing.

Most of the popular computers on the market today
have expansion capabilities built into them, according to
Debra Murphy of ComputerLand. Typically, she says,
systems come with anywhere from five to eight expan-
sion slots to accommodate memory board upgrades,
graphics, modems for communicating over telephone
lines, printers, and other add-ons. While manufacturers



intentionally left space inside their computers for owners
to customize their machines at will, keep in mind that you
cannot overload a computer with a lot of add-ons if its
power supply is not strong enough to handle them.

Almost any personal computer will provide you with
some growth leeway, but if you're anticipating elaborate
computer upgrades, it's best to start off with a more
powerful machine, Murphy recommends, such as an IBM
AT or Compaq 386.

While a 20-megabyte hard-drive personal computer will
suffice for most small- to medium-size lawn care opera-
tions, larger firms will need to consider networking or
a system with multi-user capability. According to John
Blackford, Managing Editor of Personal Computing
magazine, a multi-user computer is one powerful com-
puter with several low-power or non-intelligent terminals
hooked into it. This type of set-up will allow more than
one person to access the same records at the same time,
he says. However, the state-of-the-art solution is network-
ing. **A network system takes a bunch of stand-alone PCs
and links them together. This system is more flexible and
you get more processing power locally (at each individual
computer terminal),”" he explains.

A computer store sales representative will be able to
help you determine if you need a network system or multi-
user capability. Unless you have a very large accounting
department, it's unlikely that you will.

Personal preference will dictate some choices you make
when selecting a computer. For example, the keyboard
and monitor must feel right. **If the person who is using
the system has had typing or has worked with some kind
of an electronic typewriter, then they would want that
computer keyboard to be laid out as simple as possible
and as close to a keyboard on a typewriter as possible,”’
notes Debra Murphy. **And Keytronic is the only com-
pany that really makes a keyboard that is a clone of a
regular typewriter."”

On the IBM PC and many of its clones, the return and
shift keys are the same size as other keys and they are
marked with arrows rather than words. While this might
not bother some people. Consumer Reports magazine cites
this design as erroneous since it is easy to hit the alter-
nate or control keys on the left rather than the shift key.
In addition, the magazine reports that the cursor-control
keys share space with numerals on the numeric keypad,
which is often inconvenient because you have to *‘shift
up’’ to enter numbers on a spreadsheet, then **shift down™
to move the cursor to another cell.

If you want a keyboard that has the left shift key where
you intuitively look for it and an oversized return key
labeled as such, you should consider Consumer Reports
magazine's recommendations for a Zenith Z-148, Kaypro
PC. or Epson Equity I. Of course, Murphy points out
that the user usually adapts to any keyboard differences
pretty quickly. “‘I've seen function keys across the top
and I've seen them to the right. Quite frankly, I like them
to the right, but other people tell me they like them across
the top. It just depends on your personal preference.”’

The same goes for monitors. With the growing popu-
larity of graphics. you need to consider whether you want
a color or monochrome (single color such as green or
amber) high-resolution monitor. If you computer operator
spends most of the day inputting text, then a color monitor
is not advisable, Murphy explains. **Text mode on a color

monitor is very difficult to read and it's also an eye strain.
A monochrome screen is best if you're doing nothing but
text.”’

However, if you want the option of doing graphics in
addition to text, she recommends purchasing a computer
that offers both a color and monochrome display screen
with the flip of a switch. According to Murphy, Com-
puterLand is the only company that offers such a monitor
at the present time.

Another important piece of hardware you'll be choos-
ing — often called the lifeblood of your computer system
— is a printer. Get yourself a workhorse, one that’s ca-
pable of churning out work tickets, invoices, and accoun-
ting reports day after day.

While the laser printer has been touted for its velvet-
black characters and high speed, it’s really not practical
for the lawn care industry. Besides costing at least twice
as much as a good computer, laser printers do not han-
dle continuous-form paper. And since they don’t print by
striking a ribbon, multi-part forms, which most lawn care
operators use for printing work tickets and invoices, are
also useless. They don’t accommodate the popular #10
size envelope, either. Strike three — they’re out. That
leaves you contemplating over the daisy wheel or dot
matrix printers. Cash in on the latter. A new breed of
dot matrix printers has replaced yesterday's models,
which were notorious for their slow letter-quality speed,
and hence not recommended for heavy correspondence
use. While graphics are still a dot matrix trademark, to-
day’s new 24-pin machines can crank out fast drafts, fancy
drawings, and letter-quality characters, making them a
favorite over the daisy wheel.

{continued on page 22)
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Introducing the
art of application
for maximum germination.
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The new Ryan™ Mataway
Overseeder™ is simply better.

Better results begin with the
basics, like seed calibration. An
easy-to-read chart on the Mataway
Overseeder tells you the exact set-
ting for pounds of seed needed per
1,000 sq. ft. There’s no need for
complicated, time-consuming for-
mulas. Just look it up, load it up,
select setting, and you're ready
to go.

Accurate and Efficient
Application.

Two-inch spacing between rows
gives you a dense pattern for one-
pass application. Gandy® preci-
sion metering and a disc-type seed
delivery system places the seed
directly into the slits for uniform
seed/ground contact and maximum
germination.

The result is a lusher,
thicker lawn. And more satisfied
customers.

Ease of operation.

The new Ryan Mataway Over-
seeder is the only overseeder you'll
find that gives you the flexibility to
power rake, overseed, or to do both
at the same time. It’s so simple
the seed delivery system can be
removed with just four pins.

Front-wheel drive means better
control and less operator fatigue.
Seed flow stops automatically when
crossing sidewalks and driveways.



A fingertip micro screw adjustment
allows for precise depth adjust-
ment. Clear seed tubes help you
monitor flow and supply.

Ask for a convincing
demonstration.

The Ryan Mataway Overseeder
fits into any lawn care operation.
Priced right and built to last longer,
it’s one of the most cost-efficient
ways to stay ahead of your compe-
tition. And we’ll prove it to you.

BUILT TO LAST

Call today or contact your
nearest Ryan dealer for more in-
formation and a free test drive
demonstration. You'll see why the
new Ryan Mataway Overseeder is
simply better, plus you'll receive a
free pair of soft leather gloves.*

Call toll free 1-800-228-4444 for
all the details.
Circle 14 on reader service card

RYAN'

6110 Cushman, OMC — Lincoln, P.O. Box 82409, Lincoln, NE 68501

*Offer expires 11/30/87

©) Outboard Marine Corporation, 1987, All nghts reserved



COMPUTER HARDWARE
(continued from page 19)

Many printer manufacturers, such as
Okidata and Epson, have come out with
printers that allow the operator to select
modes of printing, such as letter-quality.
near-letter-quality, or dot matrix. The dot
matrix mode would be used when speed
is of the essence and not quality, typical-

ComputerLand, says a lawn care operator
can do quite well with a printer that just
has the dot matrix and near-letter-quality
modes. “*The near-letter-quality is very
acceptable in the marketplace for cor-
respondence,’” she says. ‘*And that way
you save money on the price of the printer
and still pick up two of the key functions
that you want.”’

Money is often a determining factor

No one can tell you which computer is best. Someone
else’s dream machine may bring computer nightmares
to your business. It all depends on your organization’s
computer needs. Once you have chosen appropriate
software that is tailored to the lawn care industry’s
mode of operation, you can sit down with a computer
salesman and discuss your hardware needs.

ly for printing customer lists or daily com-
puter reports. If you want to print a let-
ter to a customer, then you'd select the
letter-quality or near-letter-quality mode,
depending on whether or not you needed
the letter printed quickly.

While those printers that have all three
modes are expensive, Debra Murphy of

when it comes to business purchases. For-
tunately for today’s computer buyer, a
glut of Asian-built IBM clones has driven
the price of a computer system down to
an all-time low. According to Business
Week magazine, discount electronics
stores in New York now sell IBM-copy-
cats for as little as $700, and the price tag

includes two disk drives and a display
monitor.

However, one must remember that
price isn't all that counts. If it’s the dif-
ference between buying a clone or doing
without a PC, obviously the clone is the
best buy. Just remember that shopping for
the lower price doesn’t always guarantee
a savings. Many frustrated customers
wind up swearing at their no-name bar-
gain machines, claiming that they fall
short on reliability and IBM compatibili-
ty. At the same time, many contented
customers swear by the clones and delight
in their savings of up to 75 percent of
IBM’s price.

Most nameless IBM clones are built by
low-wage laborers in Asian countries,
such as Taiwan and South Korea. The ul-
tra-cheap compatible machines have been
redesigned with fewer parts and less ex-
pensive disk drives and chips. While
cheaper does not necessarily mean poor
quality — IBM uses some of the same
parts. in fact — the clones do not offer the
name and reputation for service that **Big
Blue™" does.

“*A person who's not familiar with
computers may feel the need to be in close
touch with somebody who can do a little
hand-holding,"" explains John Blackford
of Personal Compuiing. On the other

Hoechst-Roussel Agri-Vet Company
Route 202-206 North ® Somerville, New Jersey 08876
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ACCLAIM! “ 1EC Herbicide Brings
High Technology Down to Earth!

Acclaim is the only truly selec-
tive postemergence herbicide
that eliminates warm season
grassy weeds in cool season
turf grasses.

The name and logo HOECHST are reg d tr of Hoechst AG.
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SHB703017 Copyright 1987

New Chemistry for Superior
Performance!

Acclaim translocates from the
site of contact to the heart of
weed growth — cleanly decom-
posing the entire weed after 21
days. Acclaim has no residual soil
effect, and avoids the turf injury
problems associated with other
postemergence herbicides.




hand, if you are an experienced computer
user, the IBM name alone may not justify
the price you pay for service. Nonethe-
less, clone seekers should ask all no-name
clone makers about their warranties, es-
pecially those mail-order manufacturers.

**The problem you run into with mail-
order clones is getting them serviced,"
according to Debra Murphy of Computer-
Land. *You may have an IBM clone that
you spent $700 on and it may work great,
but then if something goes wrong you
have to box the thing up and send it back
to the manufacturer. It may take weeks
or months to get it back,”* she explains.
**It’s better to buy a product that’s univer-
sal, something that you can take into any
computer store in your area to find out
what the problem is.”"

And there will be problems, Murphy
says. ‘*Every piece of hardware will run
into a manufacturing problem down the
road. They're all going to have a hard
drive problem or a monitor problem or
a printer problem or a keyboard problem,
even if it's IBM or Compaq. But you want
to look at the history of reliability before
you make a decision to buy a clone.™

“‘People are intimidated by compu-
ters,”” she adds. **If they know that train-
ing is available from the store where they
purchased their computer, they feel a lit-

tle bit more confident about that purchase.
Being able to get your computer fixed in
a short period of time and knowing that
you can get it fixed is important in a buy-
ing decision.””

In addition to reviewing the warranty
of an off-brand IBM-clone, you should
check its vital signs for compatability with
the real McCoy. Does the clone use the
same Intel 8088 microprocessor as the
IBM PC? Does it run at the same 4.77
megahertz clock speed? Is it designed to
run under the MS-DOS operating system?
Does it use the same 5.25-inch disk drives
with a capacity of 360K bytes? Does it
have expansion slots that can accommo-
date a full-length expansion card? Not all
of the answers need to be affirmative to
maintain a high degree of IBM compati-
bility, but you should understand how any
differences between a look-alike and the
original IBM PC might affect compati-
bility.

Try running IBM's PC-DOS operating
system on the machine you're looking at.
If it can run PC-DOS and its own version
of MS-DOS, then the computer is pro-
bably adhering close to IBM's special
input-output routines.

Next, try running some popular ap-
plications software on the machine, such
as the IBM PC’s versions of Lotus 1-2-3,

dBase I11, and WordPerfect. If fully com-
patible, it should run any popular package
right off the shelf. Make sure you have
the dealer demonstrate the software pack-
ages you use in your lawn care operation.

After running some software, try a few
expansion boards on for size. Popular ex-
pansion cards like those from IBM, AST,
Hayes, Intel, and Hercules should work
in any computer that’s fully compatible.
Make sure you try a variety of expansion
cards, including a multifunction board, an
internal modem, and a color display card.

Finally. get a reference from the dealer
of someone who is using the machine
you're interested in, preferably some-
one who also works in the lawn care in-
dustry. Call that reference and ask him
or her about compatibility problems and
other computer concerns.

Remember, you can purchase computer
hardware almost anywhere today — in
computer stores, electronics discount
stores, major department stores, or dis-
count chain stores such as Best Products
and Target. The key is to know your
needs. By doing your homework you can
make an intelligent computer purchase. —
Vivian Rose .

The author is Assistant Editor of ALA
magazine.

'1EC HERBICIDE

One Application Does It!

When applied thoroughly to non-
drought-stressed grassy weeds from 3
leaves to 3 tillers in size, chances are once

is all you'll need!

Apply to fine or tall fescue, perennial

ryegrass, and Kentucky bluegrass.

efficacy.

Great Turf Deserves Acclaim!

the acclaim you deserve!

distributor or your local

Reseeding and Mowing Convenience!

Fescues and ryegrass can be
overseeded immediately follow-
ing Acclaim application. Bluegrass
can be overseeded after 21 days.
And mowing just 24 hours after
Acclaim application won't reduce

As a professional, you take
pride in having and maintaining
lush green turf throughout the
season. Acclaim can help you get

For information, contact your

Hoechst-Roussel Agri-Vet Company

representative.
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Take Aim on crabgrass, goosegrass,
barnyard grass, foxtail species, Panicum

species and Johnson grass.
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It gives you longer control than
anything else you can buy. So it
not only gets mole crickets out, it
keeps them out. OFTANOL insec-
ticide. Trust it to get the job done.
Mobay Corporation, Specialty
Products Group, Box 4913,
Kansas City, Mo. 64120

OFTANOL is # Reg. ™ of Baver AG. Leverkusen




BUSINESS FEATURE

BUFFALO BILLS

The New York State legislature is poised to enact the most
sweeping regulatory legislation ever considered, but the
state’s lawn care operators won'’t give in easily.

he series of bills now under con-
sideration by the New York State
legislature, if passed, would con-
stitute the most sweeping
regulatory legislation on the books. As
proposed, the legislation stipulates that
pesticide dealers and distributors must ac-
cept the empty or partially filled con-
tainers that held the pesticides they sold
to New York State commercial ap-
plicators. Violation of this section of the
bill calls for a civil penalty fine of $1,000
for each violation! Another section sets
up a deposit/refund fee system for all
restricted use pesticide containers.

There are also recordkeeping re-
quirements and a requirement that ap-
plicators enter into written contracts for
all applications to one and two family
dwellings. Prior to the application of a
pesticide, residents must be provided with
a copy of the label of the pesticide being
applied. All applicators are also required
to register with the Department of En-
vironmental Conservation and pay in-
creased registration fees.

Applicators would be required to post
*‘decals or stickers and markers at various
places on and about the premises being
sprayed.”’ The length of time the signs
have to be up has not yet been decided
upon.

The use of 2,4-D and diazinon would
also be prohibited under the law and ap-
plication of any pesticide during a rain
would be prohibited as well.

Primary support for this legislation has
come from State Assemblymen Maurice
Hinchey and Francis Pordum. Hinchey,
Pordum, and other members of the
Assembly’s Environmental Conservation
Committee have held public hearings this
year to listen to both sides of the debate
over the wording of the proposed legisla-
tion. At the most recent hearing on May
29 in Buffalo, Pordum defined the pur-
pose of the hearing.

‘“We are here today to find out the con-
cerns of not only the industry, but also
the consumers of the state, so that
hopefully the legislation that we have pro-
posed will be able to pass next year in the
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Francis Pordum

New York State Assembly and Senate,”’
explained Pordum. He went on to say that
the legislation was initiated in response
to improper lawn care business practices
that were brought to his attention by his
constituents. He admitted that most of the
industry is reputable, but because of its
phenomenal growth (260 percent since
1979, by his calculations), the number of
unsavory operators must also be growing.

Because of ‘‘health and environmental
risks’’ that the ‘‘public’’ brought to his
attention, his office did a report entitled,
“‘In Our Own Backyard.”’ He said the
report is based on testimony given by the
Environmental Protection Agency using
federal statistics. Pordum stated that the
committee is now looking for reactions
to the proposed legislation from the lawn
care industry and the people it ‘‘affects’’.

One of the people testifying on behalf
of the affected people was New York
State Attorney General Robert Abrams.
Abrams began his testimony by thanking
the people who brought ‘‘lawn care into
public light,”’ including Karen Blake and

other members of H.E.L.P. (Help
Eliminate Lawn Pesticides) and ‘‘the ex-
cellent educational reports provided by
members of the Buffalo media.”” He
praised the Buffalo ChemLawn branch for
offering its customers alternatives, such
as pesticide-free lawn care programs.

Abrams bemoaned what he perceives
as the inadequate body of information on
the safety of lawn care pesticides current-
ly being used on residential lawns. He
also criticized the EPA’s slow pesticide
re-registration process and their lack of
understanding of the neurotoxic and
neurobiological effects of pesticides. He
flatly stated that *‘scientific data indicates
that 2,4-D is carcinogenic.”’

Abrams says his office has ‘‘talked to
several lawn care applicators who receiv-
ed little or no training in regard to
pesticide toxicity.’’ He says applicators
frequently wear insufficient protective
clothing and are not aware of their rights
under the New York State right-to-know
law to be informed of the materials they
are handling. *‘One lawn care operator
told us that his only safety concern for his
applicators was their driving record,”
said Abrams.

Automatic renewals, which are stan-
dard in the lawn care industry, also bother
Abrams. ‘‘Customers should know that
this is not binding,”” said Abrams.
‘‘Automatic renewals should be pro-
hibited unless a clear agreement for con-
tinuing service has been signed by both
parties.”’

Abrams would also like to see the New
York Department of Environmental Con-

(continued on page 28)
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IS YOUR CUSTOMER’S TURF
LIKE A BRICK YARD?

Hard? Non-porous? It’s hard to grow grass
on a brick. Almost impossible.

Hahn professional aerifiers are the answer
to your “*brick yard” problems.

Choose from self-propelled, walk behind,
tractor drawn or riding aerifiers. Hahn aerifiers
are designed and manufactured especially for
tough, professional use.

The JR-4 Aerifier 24-inch swath. Self
propelled when transporting and aerifying.

Easy to use controls. Aerifier reel holds 40 tines.

The EA-3 Aerifier 22-inch swath. Simple to
operate, maneuverable and small enough to get
into tight spots. Fingertip throttle. Powered

reel “walks™ EA-3. Aerifier reel holds 16 tines.

The TB-60 32-inch swath tow-behind.
Hydraulic cylinder for raising and lowering.
Aerifier reel holds 60 tines.

The TM-60 Same as above. Utilizes category
0 or 1 tractors 3 point hitch.

The TMV 30-inch swath. Optimum
professional machine. Riding aerifier with
34-inch overall width. Aerify more than

1 acre/hour. Electric start. Hydrostatic drive.
8 hp Kohler Magnum engine. Aerifier reel
holds 40 tines. The ultimate!

For more information or free product
brochure call 1-800/457-HAHN.
In Indiana, call 1-812/428-2027 (collect).
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1625 N. Garvin St.
Evansville, IN 47711-4596
Telex: 27-8429




BUFFALO BILLS
(continued from page 26)

servation keep the fines it collects for
pesticide violations to establish a pesticide
law enforcement program. That comment
pleased DEC Bureau of Pesticides Direc-
tor Marilyn Dubois who followed Abrams
in giving testimony. Dubois expressed the
DEC’s support of the proposed legisla-
tion. She said pesticide regulation will be
stepped up by a ‘‘pesticide enforcement
guidance memorandum’’ signed by the
DEC Commissioner which will ‘‘demand
strict compliance, establish an enforce-
ment presence, and provide consistency
and unity.”’

Dubois said the DEC receives *‘literally
hundreds of telephone calls from con-
cerned citizens ranging from inquiries
about pesticide useage to reporting of
potential pesticide misapplications. ‘“The
application of lawn pesticides offers the
possibility of significant human health and
environmental exposure,’” stated Dubois.
““Most of the chemicals used in lawn care
are general use pesticides which are readi-
ly available to commercial applicators and
the general public.’’

Dubois’ chief concern is the inadequate
staffing of her bureau within the DEC.
She said the 75 staff members are spread
too thin to address all of the state’s
pesticide regulatory needs. ‘‘At the pre-
sent time, there are approximately 35,000
certified pesticide applicators in the state
of New York,”’ said Dubois. ‘‘Approx-
imately two to three times that many in-
dividuals are applying pesticides under
the direct supervision of a certified ap-
plicator.”’

Those who testified in opposition to
professional lawn pesticide applications
ranged from members of organized anti-
pesticide groups to hypersensitive in-
dividuals who complained of being forc-
ed from their homes by lawn applications.
But perhaps the most unusual anti-
pesticide testimony was presented by
Hope Hoetzer, a United Farm Workers
Union volunteer. She loosely tied
‘‘documented’’ cases of farm worker in-
juries due to agricultural pesticides to
similar harm possible from exposure to
lawn pesticides. Hoetzer spoke of suspect
agricultural pesticides as though the same
pesticides were being used on lawns, non-
residentail pesticides such as Captan and
Dinoseb.

One of the most caustic harangues
against the lawn care industry came from
Karen Blake, one of the founders of
H.E.L.P. ‘“We are forced to breath tox-
ic, choking, nauseating fumes, not only
from the initial spraying, but from the
vaporization of residues, particularly in
hot weather,’’ said Blake. ‘“We are pay-
ing to contaminate our homes and families
with known poisons that have known
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health risks, such as miscarriage, sterili-
ty, birth defects, and nervous system
damage.”’

The pro-pesticide camp at least out-
numbered the anti-pesticide forces, with
such industry luminaries as Dr. A. Mar-
tin Petrovic of Cornell University, Dr.
Thomas Watschke of Penn State Univer-
sity, Dr. Roger Yeary of ChemLawn,
Gary Clayton of the PLCAA, and Donald
Burton of Lawn Medic.

James W. Taylor, Jr. of the New York
State Pesticide Users Council made the
observation that, in the state of New
York, commercial applicators apply on-
ly 10 percent of all the pesticides applied
in the state. Yet, lawn care applicators are
the only user group targeted by the pro-
posed legislation. Taylor estimated that
45 percent of pesticide consumption can
be attributed to homeowners, while the
remaining 45 percent is consumed by
agriculture.

Taylor called for regulation of all
pesticide users, rather than exempt the
powerful homeowner and agriculture lob-
bying interests. ‘‘Pesticide regulation and
legislation has now come to a point where
no one should be exempt,’’ says Taylor.
*‘If they are really looking to address the
problem, it is time to address pesticide
consumption across the board.”

He appealed to the committee to leave
the issue in the hands of the scientific
community where all the complexities of
pesticide safety can be realized and work-
ed out. “‘In recent years it appears that
pesticides are a political issue and not a
scientific issue,’’ says Taylor. ‘‘Today
there are very few acceptable alter-
natives.’’

Before Taylor took the podium to ex-
press the pro-pesticide side of the story,
most of the local media representatives
had already left the room.

The scientific community was
represented by Dr. Tom Watschke and
Dr. Marty Petrovic of Cornell Universi-
ty. Watschke spoke on his five years of
work on pesticide movement in run-off
water at Penn State University, while
Petrovic addressed alternatives to
chemical lawn care. ‘“We had a surprise
when we compared sodded with seeded
slopes we found that when we have a
well-vegetated slope, there is almost no
run-off,”’ reported Watschke. ‘‘In any
suburban watershed, where the vegetative
portion is substantially high quality turf,
the amount of water that moves off that
suburban watershed is less than 5 percent
of the total run-off.”’ In other words, the
better the turf quality, the better its abili-
ty to tie up pesticides and prevent them
from getting into the groundwater.

Dr. Petrovic expressed his doubt to the
committee on finding acceptable alter-
natives to chemical lawn care. He iden-
tified four possible lawn pest control

strategies: cultural means, the use of
resistant species or cultivars, biological
controls, and pesticides. Petrovic iden-
tified drawbacks which would make all
of the other three strategies impractical
for implementation by lawn care
companies.

Also representing the scientific com-
munity was Dr. Roger Yeary, who is cur-
rently ChemLawn’s Director of
Employee Environmental Health. Yeary
is also a board-certified toxicologist and
was professor of toxicology at Ohio State
University. He told the committee that
ChemLawn has entered into a joint study
with the National Cancer Institute to in-
vestigate the potential of lawn pesticides
to cause cancer in ChemLawn employees.
‘“We spray herbicides many more times
than the Kansas farmers,”’ explained
Yeary. ‘“The National Cancer Institute
was very excited about the prospect and
we are now in the process of studying all
employees employed with ChemLawn
since 1969.”’

Yeary stated that claims made about
adverse health effects caused by lawn
chemicals need to be based on fact, not
on superficial analysis of journal reports
or ‘‘data taken from the Wall Street Jour-
nal or the New York Times.”” For
ChemLawn’s part, Yeary said the com-
pany has been testing its employees for
pesticide exposure since 1976. In the in-
terest of third party review of their testing
process, he said ChemLawn has entered
into contract with the University of
Cincinnati.

Like Taylor, Yeary called for non-
selective regulation of pesticide users. *‘If
we believe there is a true risk from use
of lawn care pesticides, to simply regulate
the lawn care industry and neglect
homeowners is both discriminatory and
hypocritical,”’ said Yeary. ‘“To require
additional training of specialists, while
these same pesticides can be used by un-
trained homeowners, does not solve the
problem.”’

Testimony presented by representatives
of the lawn care industry at the hearing
was, for the most part, quite restrained,
unlike the very emotional appeals made
by some of the lawn pesticide critics. The
one possible exception was Donald Bur-
ton, President of Lawn Medic, Inc. of
Bergen, New York, who didn’t mince
words when he took the podium. Burton
railed at what he perceived as a battle bet-
ween those for and against the use of lawn
pesticides without any input from the
public at large.

*‘In western New York in 1986, out of
a possible 60,000 properties receiving
professional lawn care, 129 advocates
have succeeded in spreading apprehension
about the service we offer,’’ said Burton.
““We categorically deny that the health
issue raised here today is a legitimate and



spontaneous concern of the average
homeowner. Lawn care bashing is by
design, well-planned in advance and
deliberately staged by activists.’’

Burton said that ‘‘the public is a little
bit tired of inuendos, conjecture, hearsay,
and deliberate falsehoods.”’ Assuming
lawn care chemicals are not safe, Burton
said the proposed legislation will do very
little to actually reduce the toxicity of un-
safe pesticides. *‘If they are unsafe,’” ask-
ed Burton, ‘‘why support a law that will
create a larger bureacracy and increase
the cost of our service?’’ He also made
the very perceptive point that the millions
of homeowner lawn chemical applica-
tions, made with the same materials us-
ed by professionals, have never produc-
ed the kind of toxic ‘‘horror tales’’ por-
trayed by activists.

Most of the representatives of the lawn
care industry who testified at the Buffalo
hearing did so in the hope that they could
at least make some of the stipulations in
the proposed legislation somewhat less
restrictive. Most, including Burton, felt
that the Environmental Conservation
Committee of the New York State
Assembly had already decided to place
new regulations upon the state’s lawn care
industry.

Gary Clayton, PLCAA Research/Tech-

nical Director, who testified on behalf of
the PLCAA, thought the industry’s mes-
sage might have had more impact if its
representatives could have had the oppor-
tunity to speak earlier in the day. *‘It
lasted so long that there was less and less
interest, more and more dwindling of the
people in the courtroom,’’ said Clayton.
*“I thought Yeary gave an excellent testi-
mony. If we could have had him up ear-
lier that would have been great, but we
couldn’t pick the batting order.””

Aside from a television interview that
ChemLawn officials managed to or-
chestrate prior to the hearing, the lawn
care industry’s side of the story got little
coverage in the local media. However,
Clayton was relieved to see that the
headlines the next day drew little atten-
tion to the lawn care industry in particular
and the accompanying reports on the
hearing were not sensational. ‘‘It had
quotes from two or three of the hypersen-
sitive people who testified and Abrams
and Pordum,’’ says Clayton. ‘‘If I were
a reader in the Buffalo area, I don’t think
it would have been something that would
have kept my attention over coffee and
eggs in the morning. People are basical-
ly beginning to get a little melted down
over this whole thing.”’

Still, Clayton finds it dissappointing

that the media is attracted to the anti-
pesticide side of the story and tends to ig-
nore what the lawn care industry has to
say. He says he and Executive Vice Presi-
dent Jim Brooks did manage to give some
radio interviews outside room where the
the hearing was being held, but they were
passed over by newspaper and television
reporters. ‘‘They interviewed Dr. Rapp,
but they didn’t want to have Dr. Yeary
in the interview,”’ said Clayton. (Dr.
Doris Rapp is a ‘‘specialist in en-
vironmental medicine’’ who made
statements during her testimony like, ap-
plicators are ‘‘marinating themselves in
chemicals’’ and ‘‘lawns emanate toxic
vapors 30 days after treatment.’’)

CONCLUSION. New York State lawn care
operators are coming to grips with the
very real possibility that they may be
working under some very restrictive
legislation next year after this proposed
legislation is put to a vote. The lawn
pesticide issue has become a political hot
potato that lawn care applicators are
beginning to realize can’t be tossed aside.
But a few brave industry representatives
are plying their oratory skills at statehouse
podiums in an effort to talk legislators into
some compromises. And that’s the name
of the game. — Tim Weidner L
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TECHNICAL FEATURE

CULTURAL & BIOLOGICAL
PEST MANAGEMENT

The industry still must rely heavily upon pesticides to satisfy its
customers, but new biological management products can
help reduce the amount of pesticides needed.

oncern over the lawn care industry’s use of pes-

ticides is not going to go away. As industry prac-

titioners, we know it is not possible to provide the

consumer with the type of lawn he or she wants
without the use of pesticides. But this matters little to the
people who vehemently oppose the use of pesticides. To
help alleviate some of the criticism, we as an industry
need to take a look at integrating cultural practices and
biological management techniques wherever possible and
practical into lawn maintenance programs. The follow-
ing will be a discussion of the managing of home lawn
pests with cultural and biological means.

IRRIGATION. The practices of heavy, deep. infrequent ir-
rigation and, allowing the turf to go under drought stress
before irrigating in order to encourage deep rooting, were
based on a theory. Studies have now shown that the root
systems of cool-season grasses become shallower as the
soil temperatures increase during warm weather, regard-
less of irrigation regimes. The effect of the higher soil
temperatures on root growth is too great to be overcome
by any irrigation regime.

More important for lawn care businessmen, this type

of irrigation practice leads to the development of diseases
like necrotic ring spot, summer patch, Helminthosporium
melting-out, and leaf spot. The concern that daily irriga-
tion will shorten the roots can be best answered this way:
Try telling your customer that he or she is going to have
to tolerate diseases and insect problems on the lawn
because you want to cultivate a deep root system. Your
customer will no doubt start looking for another lawn ser-
vice.

Customers are only interested in green top growth, and
if you can give them that, they will be happy. Leave the
deep root debate to the turfgrass researchers. They don’t
have to make a living by trying to keep homeowners
satisfied with the appearance of their lawns.

A daily irrigation program of about 1/10-inch per day
will help manage the above mentioned diseases as well
as damage done by billbugs and chinch bugs. This type
of pest management involves both cultural and biological
methods. The daily irrigation helps prevent the plants in-
fected with diseases like necrotic ring spot and summer
patch from undergoing drought stress. These plants have
limited root systems due to the infections.

This irrigation practice is especially effective if done
around midday when the plant can also get a cooling ef-
fect during the hours of most severe heat stress. The dai-
ly irrigation also helps plants that are being fed upon by
chinch bugs and billbugs from undergoing further stress.

The biological management benefit in a daily irriga-
tion program comes from building up beneficial microbial
populations in the thatch and mat under moist conditions.
These microbes compete with the pathogens for food,
thereby preventing them from sporulating, germinating,
and infecting the plants. These microorganisms may also
produce substances (anti-fungal compounds) that are toxic
to the pathogenic fungi. One example of a beneficial
microorganism is a fungus (Beauveria spp.) that grows
in the thatch and mat under moist conditions, such as ex-
ist in lawns under a daily irrigation regime, and then in-
fects and kills chinch bugs.

So, by simply changing an irrigation regime, we have
managed six turfgrass pests and eliminated extra pesticide
applications that most lawn care companies don't want
to be bothered with any way. Most companies, if given
a choice, only want to be in the fertilizer and herbicide

application business.

Helminthosporium leaf spot lesions on Kentucky bluegrass. (Courtesy of the New
York State Turfgrass Association. )

BIO-MANAGEMENT PRODUCTS. I realize it is difficult to
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Summer patch on annual bluegrass.

Pythium blight on ryegrass.

Brown patch on ryegrass.

get many customers to irrigate even occasionally, let alone
every day. There is a second option for those of you with
customers who won't follow a daily irrigation program.
It involves using biological management products. The
best program, of course, would involve using these bi-
ological management products in conjunction with a daily
irrigation program. However, if this is not possible, these
biological management products by themselves will suf-
fice.

The secret of biological management is to encourage
the beneficial microorganisms in the turf to work for you.
This can be done by removing the harmful substances that
naturally build up in the turf and prohibit the develop-
ment of high populations of beneficial microorganisms
and then add nutrition to help support their development.
This is the concept behind the products produced by Agro-
Chem, Inc. Their product, called Nutra Aid® , when ap-
plied early in the spring, removes or flushes materials
in the turf that prohibit good microbial growth.

This is then followed by either Strengthen and Re-
new® | for lawns with severe necrotic ring spot problems,
or Green Magic® , for lawns with moderate necrotic ring
spot problems. These two products, in addition to con-
taining major and minor elements for plant nutrition, also
contain plant and microorganism extracts and byproducts
which have been shown to be inhibitory to the growth
of the necrotic ring spot organism (L. korrae) in

laboratory culture work. In the field, the combination of
the products has been shown to promote the recovery of
existing necrotic ring spot patch and prevent the develop-
ment of new ones.

The secret to managing any diseases with biological
management products is to apply them on a regular basis
or as part of a disease management program. They won’t
work if applied only once, the way you would typically
apply a fungicide.

I don’t think we will be able to eliminate the use of
pesticides in the foreseeable future, especially where weed
management is concerned. But we do have cultural and
biological means of managing some of the insect and
disease problems on turf, and these should be used,
wherever possible, to reduce the amount of pesticides put
into the environment.

Lawn care industry professionals are concerned about
the environment. Unfortunately, we are not often perceiv-
ed as environmentalists, and we need to find a way to en-
hance this image. One way is to make the public aware
that we are using cultural and biological management pro-
ducts whenever possible. — Dr. J.M. Vargas, Jr. W

The author is Professor of Botany and Plant Pathology,
Michigan State University, East Lansing, Michigan. He
is also a member of the Advisory Board of ALA maga-
zine.
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TECHNICAL FEATURE

SURFACE FEEDING
INSECTS

Surface feeding insects cause much of the insect
damage found on home lawns. Controlling
these pests is basic to any lawn
care program.

urking behind the blades of turfgrass are surface

feeding insects which can distort the beauty of a

lawn and cause costly damage. Bob Robinson, an

experienced lawn care consultant from Westerville,
Ohio, says surface feeding insects account for 15 to 20
percent of the residential and commercial landscaping pro-
blems resulting from pests.

**Surface feeders can cause total devastation to land-
scape and turf if not identified and controlled. The damage
is quite costly and time consuming to rehabilitate,”" says
Robinson. Although there are multitudes of surface feed-
ing villians, the three most destructive and commonly
found above-ground insects are the billbug, chinch bug,
and sod webworm.

**Control is possible if the insect is properly identified
and treated at the exact stages of vulnerability to chemical
control,”* says Bob Howe, technical services and develop- Sod Webworm
ment specialist with the Dow Chemical Company. —— —_—

Chinch Bug
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BILLBUG. The billbug is a major problem in desirable turf
grass. The adults are long-snouted, weevil-like beetles
that overwinter and lay eggs in May and June. Emerging
in spring, the insect lays eggs in holes gouged out of grass
blades.

After four to 15 days, the eggs hatch into larvae, which
feed inside the grass stems. As the larvae grow, they move
down the stem to feed on the crown and finally end up
feeding on the roots.

“‘Damaged turf can be pulled out easily by hand because
the stem breaks off at the crown,’’ says Howe. He adds
that billbugs which have been feeding on roots often leave
behind a fine white material that resembles sawdust.

‘‘By the time you notice the damage, it may be too late
to control. That is why it is important to anticipate and
practice preventive insect control,”’ Howe warns. ‘‘There
is a relatively short period of time to catch the insect off-
guard,”’ says the Dow specialist. He suggests using
Dursban® , diazinon, or Oftanol® insecticides during the
adult stage in the early spring before egg laying. The first
step in treating a billbug infestation is to mow the grass
and then apply the insecticide. Then the lawn should be
watered to move the material into the thatch.

CHINCH BUG. The chinch bug is another major surface
pest. As a major thatch inhabitant, the insect is found quite
often in residential lawns. The chinch bug sucks juices
from the plants and injects salivary fluids causing the
blades to turn brown and die.

*‘Often this damage is masked by hot, dry, conditions,
usually in the summer, when the grass is in dormacy,”’
says Robinson. He adds that the sunny parts of a lawn
are the main areas attacked.

As the weather warms in the spring, adults leave hiber-
nation and begin to move about the turf. Soon thereafter,
females lay up to 200 eggs within three to four weeks,
according to Robinson. He says the insect can produce
two generations where cool-season grass is present and
between three to seven generations annually in warm-
season grasses of the Midwest and South.

‘‘Knowing the lifecycle is the best strategy to use in
controlling the chinch bug,’” he says. Mid-April is the
appropriate time to spray. The insect is still in the adult
stage and has not had a chance to lay eggs in May. He
says that by using this strategy, a whole new generation
of chinch bugs can be eliminated, preventing damage that
is often seen in July and early August.

As the weather warms in the
spring, adult chinch bugs leave
hibernation and begin to move
about in the turf. Soon thereafter,
females lay up to 200 eggs within
three to four weeks.

Again, Dursban, diazinon, or Oftanol can provide the
proper control. A single application rate will control
chinch bugs for the entire year unless the population is
of high density. Then a second application is recommend-
ed to control the nymphs and second generation.

SOD WEBWORM. In the adult stage, sod webworms are

BACK TO THE BASICS

tating insect infestations, lawn care

operators must continually review the
basic steps. The following basics are
suggested by Dow Chemical Company.
* Inspect the grass and roots for any in-
sect pests that might be present.

* Identify the insect properly.

® Understand the lifecycle.

® Choose an appropriate insecticide.
* Apply the chemical properly.

First, inspect for pests. If a lawn had
insect damage last year, check that area
again this year. Insects can be gathered
in a number of ways. Sweep nets can
be used to catch flying insects and those
feeding on leaf and stem tissue. Also
light traps and pitfall traps can be used
to make bugs fall into a container. An
aspirator can be used to draw insects off
plants through suction.

Insects can be brought out of the soil
by flooding an area with water and
floating them out or sprinkling an area
with detergent or other irritants to make
them scramble out. Another way to

In order to prevent and control devas-

check the soil is to take a sample with
a golf course cup cutter. Inspect the soil
sample visually or put it in a Berlese
funnel which uses heat to force insects
out of the soil.

The second step involves indentify-
ing the insects you have found. An im-
portant part of identification is estab-
lishing which layer of the turfgrass the
insect came from: The leaf and stem
section, the thatch, or the soil.

You should try to check the identify-
ing details of insects. Your best tool is
a simple and inexpensive one — a hand
lens of 10X power. If unsure, there are
entomologists who can help you iden-
tify a pest. Contact them at your state
university or county cooperative exten-
sion service.

Once you know which insect you are
dealing with, it’s time for the third step:
Study its lifecycle. Insects go through
various stages of growth and develop-
ment. There are certain stages when
they are more vulnerable to chemical
control. Those are the times to apply the

insecticides.

The fourth step: Choose an appropri-
ate insecticide. There are many insec-
ticides which are effective against a
diverse number of pests. Availability of
some types varies with state and federal
laws. And occasionally, an insect be-
comes resistant to a certain insecticide
in a certain locality.

Local experts can best advise you on
which insecticides or alternative meth-
ods can be most effective for your
specific area. Other factors in selecting
an insecticide includes the spectrum of
control, cost effectiveness of an applica-
tion, user precautions, residuality, and
how easily it is applied.

The fifth and final step is to apply
the insecticide properly. The technique
will vary depending on which zone of
the turfgrass the target pest is in, the
season, and geographical location.

These are the steps that are important
not only to the professional, but also the
customer, who together are concerned
with maintaining healthy turf.
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small moths causing no damage to turf.
However, once they lay eggs, the larvae
construct tunnels through the thatch and
line them with a silk-like material. Thus
the name ‘‘webworm.’’

Some species chew off grass blades
close to the plant crown, which is near
the base of the plant, say’s Dow’s Howe.
‘“The results can be small spots or trails
in the lawn, which can coalesce into large
dead areas.”’

The sod webworm pupate in the thatch
in late July, emerging as second genera-
tion moths in August to repeat the egg-
laying flight. After seven days, eggs pro-
duce second-generation larvae which
cause more turf damage until late fall
when they begin overwintering. Robin-
son notes that in southern climates, sod
webworms have several overlapping gen-
erations. In the North, the common spe-
cies have two generations each year with
the first adults appearing in late May or
mid-June.

“‘Dursban and diazinon can be effec-
tive,”’ says Howe. ‘‘Apply the insecticide
in the late afternoon and evening when
large numbers of moths are noticed.’’ To
catch the first generations as they are hat-
ching or in their early larval form, Robin-
son suggests spraying in early June.

THE TECHNIQUE. Insects are controlled in
two ways: by direct contact with an in-

In southern climates, sod
webworms have several
overlapping generations.
In the North, the common
species have two genera-
tions each year with the
first adults appearing in
late May or mid-June.

secticide and indirectly through feeding
on insecticide residue. For this reason,
results may not be immediate, explains
Howe. ‘‘Application rates and methods
will vary, depending on which zone of the
turfgrass the target pest is in,”’ he con-
tinues.

For liquid applications intended for the
leaf and stem section, Howe recommends
using a coarse spray. ‘‘Read the label
carefully for watering instructions follow-
ing treatment,’” he says. If aiming for the
thatch, he suggests spraying, then water-
ing lightly before the insecticide dries.

When applying a granular insecticide
to the thatch area, make sure the grass is
dry. This allows the granules to bounce
off the blades and sift down into the
thatch. ‘‘Treat the area twice to ensure an
even and sufficient distribution, applying
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the granules at one-half the normal rate
across the treatment area and again at a
right angle,’” he says. Then spray with an
additional half-inch of water to move the
chemical into the soil.

Most insecticides require an immediate
watering of the material in order to place
the chemical in the zone where the target
pest is located. Howe concludes that in
the fight against insect damage, lawn care
operators should draw their attention to

surface feeders.

‘‘Maintaining a healthy turf is our job.
By controlling these insects, lawn care
operators will earn the satisfaction and
confidence of the homeowner."’ |
— Jordon Fox

The author is an Account Executive with
Bader Rutter and Associates, Inc., the
public relations firm representing Dow
Chemical Company.




BUSINESS FEATURE

DIESEL MOWERS

Diesel mowers are gaining in popularity, but the experts say
they may not be for everybody.

ntil recent years, mowing
maintenance professionals have
had a lot to choose from in mower
types and brands, but they didn’t
have much choice in mower engines. Un-
til the early 1980s, most major commer-
cial mower manufacturers offered only
gasoline-powered engines in their larger
walk-behind and riding mowers. Now, in
addition to all the other variables confron-
ting the commercial mower buyer, there
is the decision between diesel- and
gasoline-powered versions of many
mower models.
The Toro Company, of Minneapolis,
Minnesota, was one of the first major
manufacturers to debut a diesel-powered

commercial mower with the addition of
a Mitsubishi diesel engine option in the
company’s Groundsmaster walk-behind
mower line in 1978. Toro’s line of large
Parkmaster riding mowers had featured
a diesel engine for some time, but the
Groundsmaster 322D was the company’s
first walk-behind diesel mower. The de-
mand for a smaller diesel mower came
from the ‘‘gasoline crisis’’ of the late
1970s, a need for greater torque, and a
desire for the low maintenance that diesels
are known for, according to Richard
Smith, Toro’s Commercial Service
Education Manager.

The 322D designation for the Ground-
smaster diesel means it is based on the

300 Series frame with a 22-horsepower
diesel engine. The comparable gasoline-
powered model is the 327 Groundsmaster
which has a 27-horsepower gasoline
engine. ‘“You have a smaller horsepower
rating on the diesel engine,”” explains
Smith, ‘‘but it gives you the same amount
of torque as the gasoline engine which has
a larger horsepower rating.’’

Although fuel shortages are no longer
with us and diesel prices are now about
as high as unleaded gas, Smith says diesel
engines are still popular with commercial
operators. If maintained properly, diesel
engine maintenance costs can be con-
siderably cheaper than gasoline engine
maintenance costs, according to Smith.

I

All One Piece
Compartmentahzed

Lease Terms CALL TODAY

A-GREEN

1-800-346- -2001

PERMA

OTHER MODELS
Twin Hose
Custom Orders

PREME

21 9-769 -1630
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Lawn Care
Management
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A Complete
Software Solution
for Chemical
Lawn and Tree Care
Companies
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Available Upon
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PRACTICAL SOLUTIONS, INC.
500 West Wilson Bridge Road
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““There isn’t a whole lot of engine
maintenance to worry about,”’ says
Smith. ‘“You have to be concerned with
water separators and filtering systems.”’

Diesel engines will also perform bet-
ter than gasoline engines in hot, arid
climates. “‘It will perform better for
longer hours without overheating or caus-
ing a lot of engine wear,”’ says Smith.
Diesels will also run longer between ma-
jor overhauls.

However, he admits that diesel repair
does require the services of trained diesel
mechanics and these specialists may be in
short supply in some areas of the coun-
try. “‘Our distributorship organization
that we work through is relatively com-
fortable working with diesel.”

But there is a convenience factor for
companies that are already operating
diesel trucks. Switching to diesel mowers
will mean that they will have to buy and
store only one type of fuel. But switching
to diesel fuel, especially for those com-
panies that still store gasoline on the
premises, can create a problem in
operating diesel mowers. ‘‘If an operator
who has been on top of a gasoline-
powered unit for months or years is given
a diesel product, when it comes time to
refuel it in the morning, without thinking
he will mix the gas and diesel fuel,” says
Smith. In most cases, this all-too-common

scenario will result in an operator who is
stranded in the field when the engine locks
up after about a half-hour of operation.

There is also a potential problem with
running out of fuel with a diesel engine
because the fuel line must then be bled to
get it started again. But Smith insists that
fuel is really the only big concern for
companies that may be considering a
switch to diesel mowers. ‘‘If the water
separator and the fuel filter are maintain-
ed properly, the diesel engine is going to
run for a lot of hours before having any
problems.”” He also notes that since
stored diesel fuel does not survive storage
quite as well as gasoline, operators must
keep no more than a 30-day supply of fuel
on hand and must be kept as free of con-
tamination as possible.

John Deere is one of the more recent
entries in the diesel commercial mower
market with its first introduction of diesel
lawn and garden tractors in 1984. Ray
Flamm, Field Service agent at John
Deere’s Horicon, Wisconsin facilities
agrees with Smith that diesel fuel requires
special care. For starters, Flamm says
diesel can’t be stored in galvanized cans
because it will react with the galvanized
coating which will flake off and clog the
injectors in a diesel engine. He says there
are microorganisms which will grow in
diesel fuel and can also clog diesel engine

injectors.

*“You can run into more problems with
old diesel fuel just because of the nature
of the injection system,’’ says Flamm.
‘“You have to have clean, fresh fuel. That
is not a problem in buying fuel, but a guy
could have trouble if he wants to use fuel
that has sat around in a storage tank all
winter. You are pumping the fuel through
an injection system with tolerances of
10,000ths of an inch and it just can’t stand
the kind of contamination that you can
have in gasoline. That is probably the big-
gest concern.”’

The diesel is a system that actually
thrives under long, hard use conditions,
according to Flamm. ‘‘It works better
under constant load. They actually will do
better by running eight hard hours a day,
than they will one hour a week.’’ The
diesel engine’s life expectancy is longer
than the gasoline engine partly because of
the nature of the system and partly
because it is water-cooled, although a new
John Deere water-cooled gas engine may
rival its longevity.

Because diesel engines are a little more
sophisticated than gas engines, particular-
ly in terms of the injection pump, Flamm
advises those considering a switch to
diesel to investigate the service network
in the area. If you have to drive 100 miles

(continued on page 40)
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When your customers
Demand quality aeration...

v

SR Ny
. . . the 30-6S is the
machine to use!

Why? Because the 30-6S Core Aerator com-
bines fantastic productivity with finger-tip
maneuvering, both on inclines and in a 15"
radius. That's something no other core aerator
can deliver!

Weighing in at less than 300 Ibs., the 30-6S is
capable of aerating 25,800 square feet per
hour. That's sixteen 3" holes every 13Y% square
inches . . . and that can translate into 12 to 16
average lawns each day. With more and more
people demanding quality aeration, can you
afford to be without a SALSCO 30-6S?

Call or write for complete information:

SALSCO l 105 School HouseRoad @ Cheshire » Connecticut 06410
, INC. | 1-800-85ALSCO o TELEX 643708 e (203)271-1682
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DIESEL MOWERS
(continued from page 36)

to find a good diesel mechanic it may not
be worth your while to invest in diesel
mowers. While most dealers won’t work
on internal parts like injection pumps,
Flamm says John Deere diesel and gas
mower engines are becoming increasingly
similar in the number of components they
have in common.

He says John Deere area service
managers are making a concerted effort
to train dealers in diesel repair. ‘“We are
probably a leader in that respect because
of our experience in the ag industry and
the industrial industry which are almost
entirely diesel now in the larger tractors,”’
claims Flamm.

Although mechanical problems will re-
quire specialized technical expertise to
correct, general diesel maintenance is
much simpler and less time-consuming
than gas engine maintenance. ‘‘There are
no spark plug changes or carburetor ad-
justments. The injection system is factory
pre-set and there are no owner ad-
justments on them,’’ says John Deere’s
Engine Applications Engineer, Rob
Feldman.

Diesels now comprise about two-thirds
of John Deere’s sales in front-mount
mowers, according to Feldman. He says
the models with diesel engines are more

expensive than their gas-powered
counterparts, but the more economical
diesel will more than recoup its added cost
in fuel savings. Feldman describes John
Deere gasoline mower engines as ‘‘anti-
quated technology,’” but the new genera-
tion of water-cooled gas engines may
bridge the economy and longevity gap
between diesel and gas engines.

‘““We think our new water-cooled
gasoline engines are going to take a share
of the diesel market and virtually kill the
air-cooled engine,’’ says Feldman. ‘‘The
liquid-cooling, whether it is gas or diesel,
gives you a lot of longevity and also lower
noise levels. We think the new liquid-
cooled gas will be comparable in a lot of
areas, but not all of them.”’

Although the diesel engine models are
about 10 to 15 percent more expensive
than gas engine models, Feldman says
operators will get the premium they paid
back out of the equipment when they re-
sell it. *“Most of these guys will hold on-
to it for two years,’’ notes Feldman. ‘At
that point, the gas engines are pretty much
on their last legs. They need a major
overhaul. The diesel engine has got
another two or three years in it before it
needs a major overhaul.”’

Feldman says John Deere’s diesel
engine can operate at about two-thirds the
fuel consumption of their air-cooled gas
engines. ‘“You are talking maybe a little

over a gallon an hour for diesel and 1-3/4
gallons an hour for the gas,”” says
Feldman. ‘‘He is looking at saving
somewhere around $.60 and $.75 an hour
on fuel. They are designed for around
2,000 hours of use, so fuel savings alone
is pretty substantial.’’

Feldman echoes his counterparts’ con-
cerns about the sensitivity of diesel fuel.
But he notes that ‘‘the diesel products are
giving us much less problems fuel-wise
than the gasoline products. Gasoline is so
variable around the country right now,
and some of it is really bad fuel with lots
of alcohol, that it is causing us a lot of
problems.’’ He says water can cause pro-
blems in diesel systems, but there are
built-in water separators that can take out
small quantities of water.

Feldman says diesels also require less
frequent oil changes than gas engines. A
diesel can go about four times as long bet-
ween oil changes as a gas engine. ‘‘If a
guy is using it quite a bit, our recommen-
dation on the air-cooled gas engine is 50
hours for oil change intervals,”’ claims
Feldman. ‘‘He is going to have that in the
shop for service essentially every week."’

However, Feldman says operators must
be aware that some customers and
neighbors of customers will be offended
by the sound and smell of a diesel mower.
““A lot of these commercial guys are

(continued on page 42)
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(continued on page 40)

mowing in areas where noise is a pro-
blem, like around hospitals or office
buildings during working hours,’” says
Feldman. **We have gotten some
customer feedback about noise level be-
ing unacceptable.”

John Deere isn’t the only diesel mower
manufacturer that has been made aware
of customer objections to diesel engine
noise and smell. Cushman® | the division
of OMC Lincoln that makes the Front
Line™ riding mowers, has also gotten
feedback from the field on some of the
objectionable qualities of diesel engines.

Dick Florer, Cushman’s Engineering
Manager, says Cushman started making
mowers in 1980 and got into the diesel
business in about 1983. He says they now
sell about as many diesel-powered Front
Line models as gas-powered Front Line
models.

In addition to the smell and distinctive
noise, Florer says there are other diesel
drawbacks that a mowing maintenance
operator should consider before making
an investment in diesel mowers. He says
diesels usually don’t run at idle speed very
well. ““They are usually made for full
speed running all the time, " says Florer.
**A lot of them have a high vibration level
at off-idle and some of them don’t

When
coverage is
important

Insist on Glade for the impor-
tant coverage, the beautiful
coverage in both sun and
shade.

Glade is widely accepted as
the improved sun and shade
bluegrass variety!

Get coverage where it's impor-
tant 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

U.S. Plant Patent 3151
Canadan License No. 2133

Another fine, quality-controlled product of

Jacklin Seed Company
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lubricate well.”’

If compaction could be a problem,
Florer says operators should be aware that
diesel engines are heavier than gasoline
engines and therefore increase the overall
weight of a diesel mower. A bigger pro-
blem might arise if the diesel mower is
to be used for snow removal in the winter
because diesels are “*notoriously lousy”’
performers in cold weather, according to
Florer.

“They don’t start and their fuel
solidifies below -15 degrees. You have to
use a special fuel to warm them up and
they have a very high compression ratio
that makes it very hard to turn them over
in the winter.’” So unless the mowers can
be kept in a heated building, Florer
recommends gasoline-powered models
for winter jobs. But at the opposite ex-
treme, diesel engines will not vapor-lock
in hot, arid operating conditions, as will
gasoline engines.

There is also the problem that if a com-
pany is operating a gasoline-powered
truck fleet, they will not want to set up
a separate fuel storage and delivery
system just for the diesel mowers.

And although diesel parts rarely fail,
when they do they are usually expensive
to replace. **You can get a $500 bill really
quick if something does break," says
Florer. However, while the parts pipeline
for diesel parts may not be quite as ex-
tensive as the pipeline for gas parts,
Florer says the network is adequate to
meet any diesel part need virtually
anywhere in the country. But finding a
competent mechanic to install the part
may be another story. **In our town there
might be two places to get your diesel fix-
ed and 100 to get your gas fixed."

The diesel buying decision can depend
on the length of time an operator intends
to keep his mowers. Since diesels tend to
last longer, they could be a smart buy for
companies that want to hang onto their
mowers for a long time. **But if he runs
it for two years and gets a new one, then
the money saved in buying a gas model
appears a good way to go,'' reasons
Florer. **Gasoline engines will run 2,000
hours before an overhaul and a diesel may
run 5,000 hours.™’

Obviously, the decision to purchase
diesel mowing equipment requires some
forethought and consideration of the
possible side effects. Diesels really have
few drawbacks and by all accounts they
are more economical to operate, easier to
maintain, and slower to wear out. Yet,
some of the side effects, like noise and
exhaust fumes, may be unacceptable to
some mowing operations. A dealer
demonstration may offer the best basis on
which to make a buying decision. — 7im
Weidner &

The author is Editor of ALA magazine.



PRODUCTS

OMC Lincoln has introduced a new
Ryan® Mataway® Overseeder unit. The
new overseeder combines the power rak-
ing/dethatching action of the Mataway
unit with ‘‘same pass’’ overseeding that
drops grass seed in furrows 2 inches
apart. The result is a one-pass
overseeding operation that eliminates the
need for a two-pass ‘‘criss-cross’’ effort.

A special Mataway Overseeder reel
with disc blades on 2-inch spacings opens
10 slits or ““furrows’’ for the seed, which
is delivered from the seed hopper through
clear plastic tubes. This enables the
operator to visually ensure seed is being
delivered through each tube. Seed furrow
depth can be adjusted with a micro-screw
control on the unit, and the all-stainless
steel seeder gate and metering system has
openings from 0 to 5/8-inch, to ac-
comodate different types of grass seed and
varied operating speeds.

The steel seed hopper has a capacity of
0.8 cubic feet and is equipped with a
neoprene rotor bar driven by a V-belt
from the unit’s front wheel drive. The
rotor bar engages when the Mataway reel
is lowered for operation, and the seeder
gate automatically shuts off when the
rotor bar is disengaged.

The unit is designed with most of the
weight balanced over the rear wheels. For
turning, the operator just pushes down on
the handle to raise the front drive wheels
and turns the unit in the new direction,
then lowers the drive wheels to the turf.
Although the machine comes as a com-
plete unit, the overseeder unit can be
removed by taking out four pins, when
the Mataway is to be used exclusively for
power raking. The overseeder will be
available as an accessory in 1988.
Circle 109 on reader card

Evergreen’s Signgate advertising system.

A new advertising system, Signgate, has
been introduced for the tailgates of stan-
dard size or mini-pickups, from
Evergreen. The advertising message
system allows the tailgate to function pro-
perly, while carrying the advertising
message of the company.

Signgate’s two-part system includes a
galvanized metal holder and a metal
message slide-in insert. The slide-in in-
sert can be painted on both sides, allow-
ing the company two interchangeable
messages.

Circle 115 on reader card

Middlesworth Engineering and
Manufacturing, Inc. announces the in-
troduction of their Model C44F commer-
cial flail mower. This is an out-front
mower that can also be used to dethatch

and mulch leaves. It features a 44-inch cut
and the mower is offset 3 inches for trim-
ming and mowing next to buildings and
obstacles.

The unit has hydrostatic transmissions -
with variable ground speeds from zero to
6 miles-per-hour and a true zero-turning
radius. It uses an 11-horsepower In-
dustrial/Commercial Briggs and Stratton
engine. This mower meets the latest com-
mercial safety standards. It has a 6-inch
ground clearance for backing over curbs.

The mower is designed to provide a
very comfortable operating position. The
operator does not straddle the engine or
framework. A convenient handrail is pro-
vided to assist the operator in getting off
and on the machine. It also has a deluxe
seat with armrests. ]
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CLASSIFIED

Rates: All classified advertising is 35
cents per word. For box numbers, add $1
plus six words. All classified ads must be
received by the publisher before the 10th
of the month publication. Sub-
mit ads to: ALA Magazine, 4012 Bridge
Avenue, Cleveland, Ohio 44113.

Assistant Branch Manager

Lawn Medic of the Triad is currently
seeking an individual with good com-
munications, service and leadership skills.
Only experienced turfgrass people need
apply. Report directly to branch manager.
Please send resume to: Lawn Medic of the
Triad, PO. Box 769, Kernersville, NC
27285.

Want To Buy—

Evergreen Lawns, a Divisions of The
Hawley Group, Ltd., an international ser-
vice company doing in excess of a billion

dollars in sales annually, wants to acquire
lawn care companies of all sizes. All
inquiries strictly confidential. Please
contact: Steve Hirshmugl, Director of
Finance and Acquisitions, Evergreen
Lawns Corporation, 1390 Charlestown
Industrial Drive, St. Charles, Missouri
63303; 314/946-9700.

COMPUTER SERVICE
LAWN CARE INDUSTRY SOFTWARE

Fortunate Enterprises, Inc.
3365 Oleander Drive
Spring Hill, FL 33526

904/596-6347 or 596-0863

Nationwide network of service.

Lawn Care Equipment—

Hannay reels new in-the-box, EI1526s,
E1530s, $339; lawn spray hose, 275 psi
and 600 psi, all sizes; original Imler
measuring wheels, $48; glycerin-filled
gauges, 0-60 psi to 1-1,000 psi, $19.95;

e FINALLY &
o/ . THE PROVEN,
o PROFITABLE [
o AND PAINLESS p
2 WAY TO 5
oo COMPUTERIZE. p

SEE MORE GREEN WITH [°
ol OUR AM+ LAWN CARE

MANAGEMENT SYSTEM. |

(o] O

(o) O

(o] O

(0] O

o QUINTESSENCE o
COMPUTING

o 3001 Lake Austin Blvd. o)
Austin, Texas 78703

o (512) 477-9038 o
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polypropylene ball values, 1/2-inch to
2-inch; ChemLawn guns, $75.95; lawn
spray boots, $16.95; lawn spray gloves,
$1.25-pair.

Call Hersch’s Chemical, Inc.
800/843-LAWN — outside of Michigan
313/543-2200

HELP WANTED
Career Opportunities—

ChemLawn is now accepting applications
for the positions of Lawn Specialist in our
expanding Florida markets. Join the Na-
tion’s Leader in Lawn Care. Send resume
to ALA, Box 323, 4012 Bridge Avenue,
Cleveland, Ohio 44113.

HELP WANTED

Envelope Stuffing—

$1,000s WEEKLY POSSIBLE stuffing
envelopes. Rush stamped envelope to:
Success, Drawer 389, Clanton, Alabama
35045.

HELP WANTED

Manager Position—

Top Firm Needs Top Person: Quality-
conscious, Texas-based landscape man-
agement firm has immediate opening for
detail-oriented Operations Manager and/
or Business Manager. If you have outstan-
ding professional, managerial, and hor-
ticultural skills and are not afraid of good,
hard teamwork, then you could qualify for
a top position with the finest landscape
firm in the Southwest. Outstanding com-
pensation and opportunity. Reply today to:
ALA, Box 324, 4012 Bridge Avenue,
Cleveland, Ohio 44113.

COMING
NEXT MONTH

In September we will consult turf-
seed producers to find out how
the 1987 harvest is shaping up
and what to expect in terms of
seed availability and price. We
will also report on the personnel
crunch and explore some creative
ways to compete with other ser-
vice industries for acquiring per-
sonnel.
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NEW, 3-TRACK EDUCATIONAL
FORMATY — BUSINESS,
AGRONOMICS, AND
LANDSCAPE MANAGEMENT.
MORE TOTAL SHOW HOURS,
MORE EXCLUSIVE VIEWING
HOURS.

SAVE WITH NEW WEEKEND
FORMAT.

ROGER STAUBACH TO
KEYNOTE.

PLUS: OUTDOOR EQUIPMENT
DEMO, SMALL-ENGINE
CLINIC, EARLY BIRD
RECEPTION, SPOUSE
PROGRAM AND MORE!

COME SEE THE WHOLE WORLD OF
LAWN CARE —ALL IN ONE PLACE!

The best just keeps getting better.
The premier event of the lawn care
industry, the 8th Annual Con-
ference and Show of the Profes-
sional Lawn Care Association of
America, returns November 12-15
with an exciting lineup of new
features.

New Show Hours — More
exhibit space, and more exclusive
hours to view exhibits than ever
before. Add in the 3rd Annual
Outdoor Equipment Demonstra-
tion, and you have the one show
that offers the year’s best chance to
compare and try out lawn care’s
newest offering.

New Educational Format —
This year’s program packs in more
educational sessions than ever
before, organized into a 3-track
format — Business, Agron-
omics, and Landscape Manage-
ment. Attend one of each, or
focus on your specific interests.
And don’t miss the give-and-take

of the new “Meet the Experts”
roundtable, or the special hands-on
workshop on small engine repair.

New Weekend Dates —
PLCAA /San Antonio '87 moves to
a “weekend” format, beginning
Thursday, November 12, and ending
Sunday, November 15. This means
less time away from your business,
plus the savings of reduced week-
end airfares.

New Location — Discover

San Antonio, the cradle of Texas

liberty and the new showplace of
the Sunbelt. Bask in November's
warm Texas sun, enjoy the easy
informality of Texas hospitality,
and sample a culture that combines
the best of both new and old.

Join us in San Antonio. Catch
the whole world of lawn care —
and Roger Staubach, too! Be there
when the Dallas Cowboy superstar
kicks off the green industry’s big-
gest week of the year as Keynote
speaker.

For more information, fill out
the coupon below and drop it in
the mail, or call us toll-free at
1-800-458-3466

YES! 'M INTERESTED IN

ATTENDING PLCAA

SAN ANTONIO ‘87.

PLEASE SEND MORE

INFORMATION ON:
Registration

sistrati
IS »
Membership in PLCAA

Exhibiting

NAME

COMPANY

ADDRESS

omn

NINTE Al

Cut out and mail to:

Professional Lawn Care Association of America
1225 Johnson Ferry Rd., NE, Suite B-220
Marietta, GA 30068



Buy Sevin SLfor this.

Your reasons for choos-
ing a turf insecticide could
be summed up in two words:

Kills grubs.

Which,frankly,is reason
enough to choose SEVIN®
brand SL carbaryl insecti-

Copyright 1987 Union Carbide Agricultural Products Company, Inc., Box 12014 TW. Alexander D:

f P,
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White Grub

cide. Because,whenitcomes firmed SEVIN® brand SL

to grubs, no other turf user, consider this:

insecticide is more effective. With SEVIN®brand SL
We have the efficacy  carbaryl insecticide, you

data to prove it. also get effective control of
But if that still isn’t 27 other turf pests.

enough to make you a con- Including tough ones,

rive, Research Triangle Park, NC 27709, SEVIN " is a registered trademark of Union Carbide



Millipede

European Crane Fly

Fiery Skipper

Centipede

s
~

Chafer Beetle Green June Beetle Grub

|
E like chinch bugs, billbugs, courses, parks,lawns,or any example yet of
~armyworms, cutworms,and  turf area frequently used by getting more

| sod webworms. people and animals. than what you

And SEVIN®brand SL So ask your turf chem- pay for.
carries a Toxicity Category icals supplier for SEVIN®
[IT Caution label. Which brand SL carbaryl insecti- B the turf
makes it ideal for use on golf cide. It may be the best care group at Union Carb

Agricultural Products Co., Inc. As with any insecticide or herbicide, always read and follow label instructions. Member of Golf Course Superintendents Association of Amka.@ @
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Only LESCO offers four distinctly dif-
ferent sulfur-coated urea fertilizers.
Each available in a variety of analyses.

Choose from our standard formulation,
a new intermediate mini-size, the popu-
lar ELITE micro-particle products or the
new ELITE with iron and manganese
bonded to every particle.

All top quality. All designed to provide
steady, gradual greening for up to three
months.

Order today. Contact your LESCO Sales
Representative, visit your local LESCO
Service Center or call us toll free.

(800) 321-5325 (800) 362-7413
NATIONWIDE IN OHIO

SERVING THE GREEN INDUSTRY

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