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It's Becoming Increasingly 
Difficult for Lawn Care Operators 
to Attract Choice Employees from 
a Shrinking Work Force 
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Ryan keeps your 
business growing strong. 

tines penetrate the soil evenly every 
33A inches across a 19-inch path. A 
convenient lift handle raises and 
lowers the machine for easy maneu-
verability in tight spots. A single 
clutch-throttle lever on the han-
dlebar makes operation a snap. 

Add Ryan's durable, low-
maintenance, chain-drive design, 
and you've got an aerator that will 
keep you on the job and out of the 
repair shop for years to come. 

Ryan equipment is a great addi-
tion to your business. Because with 
the Ryan line, you can do more jobs 
faster at less cost. There's less 
downtime and more worktime. And 
the more work you can do, the more 
business you'll take on. 

With competitive equipment, 
what you save on the purchase price 
you'll pay in replacement costs. But 
Ryan is designed to go the distance. 
So when you're considering Ryan, 
consider what Ryan can do for you 
in the long run. 

The long-term value of the 
Lawnaire IV.® 

The Lawnaire IV is the 
highest-quality, roll-type aerator on 
the market today. It combines speed 
and precision for fast and effective 
core aeration. 

Self-propelled by a rugged 
3-hp. industrial engine, the Lawn-
aire IV features a 38 lb. removable 
weight bar and a 55 lb. water drum, 
made of durable, corrosion-resis-
tant polyethylene for tine penetra-
tion up to 2% inches. The 30 coring 
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Increase your customer base with 
the new Mataway® Overseeder. 

Nothing is as versatile and ef-
fective for turf renovation as Ryan's 
new Mataway Overseeder. A pow-
erful 10-hp. engine and extra wide 
19-inch swath lets you dethatch or 
deep slice up to 10,000 square feet 
per hour. Snap out reels make it 
easy to change the type of blade and 
spacing you want. An Overseeder 
accessory can also be added, giving 
you the flexibility to power rake, 
overseed, or to do both at the 

same time with a single piece of 
equipment. 

It's a cost-effective way to stay 
one step ahead of your competition. 
A full line of Ryan reliability. 

The proven Ryan Ren-O-Thin® 
power rakes with interchangeable 
reels; the industry standard Jr. Sod 
Cutter with Tote Trailer; and the 
Tow Lawnaire for really large turf 
areas put you in a position for 
additional business. Because 
they're what you need to provide 

professional quality turf care. 

Prove it to yourself. 
The best test of Ryan's reliability 

is in your own back yard. So ask the 
dealer nearest you for a free demon-
stration today. Or call toll-free: 
1-800-228-4444. 

RYAN 

6114 Cushman, OMC-Lincoln, P.O. Box 82409, Lincoln, NE 68501 
© Outboard Marine Corporation, 1987. All rights reserved. 
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One of the strengths of Surflan® is its 
weeks of control. One application puts 
an end to crabgrass and goosegrass for 
up to 20 weeks. 

The control's not just longer, it's 
more effective, too. Research by leading 
universities shows that Surflan provides 
outstanding crabgrass and goosegrass 
control all season long. You won't find 
a better herbicide value. 

The secret is Surflan's stability. 
It can wait several weeks for water to 
activate. Resists leaching, even in heavy 
rainfall. And once activated, sets up 

There's only 
one thing 

more impressive 
than Surflan's 

strengths. 

Its weeks. 

a control zone that keeps weeds from 
emerging for up to 20 weeks. 

That's Surflan's most impressive 
strength. Its weeks of weed control. 
Now available in combination with 
fertilizer from leading formulators and 
distributors. See your Elanco distributor. 
Or call toll-free: I-8OO-ELANPRO. 
In Indiana, call collect: 317-261-6102. 

Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept E-455. Indianapolis, IN 46285 , U.S.A. 
Surflan*—(oryzalin. Elanco Products C o m p a n y ) 
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The September issue of ALA magazine 
not only brings an exciting combina-
tion of business and technical features 
but a new editor. 

As former editor Tim Weidner leaves ALA 
magazine after more than five years, his 
talents will be missed. We wish him well 
as he pursues new opportunities. 

Just as Tim begins to tackle new 
challenges, so will ALA and its staff. But 
before I talk about future issues of ALA, 
let me first tell you a little bit about my 
background. I'm a graduate of Ohio Univer-
sity with a bachelor of science degree in 
journalism. 

For more than two years following gradua-
tion, I was a reporter for a Gannett newspaper 
covering northwest Ohio. As a native of 
Cleveland, I eagerly accepted the opportuni-
ty to return to the city and the challenges 
of the trade press industry. 

For more than seven years, ALA has taken 
great strides in bringing the latest industry 
news to its readers in the United States and 
Canada. Since ALA reaches thousands of 
businesses in the industry, serving millions 

of residential and commercial accounts, 
keeping abreast of the comings and goings 
in the profession is quite a challenge. 

But it's a challenge we gladly accept. And 
as always we will strive to make the magazine 
more appealing to the readers — maintain-
ing departments you have come to associate 
with ALA and adding new areas of interest 

as we see fit. In fact, as a new editor, any 
information and contributions you can make 
will be greatly appreciated. 

For example, input from our readers in 
the form of letters, questions or suggestions 
helps keep the best possible flow between 
our staff and our readers. Input from you 
is like getting information straight from the 
source — who would know better what's 
going on out there. 

Well, I look forward to hearing from you 
and working with you in the months ahead. 
In the meantime, sit back and enjoy a varie-
ty of business and technical features, in-
cluding our cover story on the personnel 
crunch, which details the effects the shrink-
ing work force is having on the lawn service 
industry. 

Then don't forget our regular news, peo-
ple and calendar of events departments. 

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

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

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

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

1-800-327-9005 
In Florida call collect (305) 785-6402 

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

THE PROS CHOICE. 
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"The Tuflex standards of excellence are second 
to none with virtually no maintenance. We've 
used many Tuflex tanks over the years and 
they're still givina us dependable service and 
look as good as the new ones we just purchased. 
These tanks are a life-time investment." 

— Mike Kowalchuk 
Gro-Control Inc./Plymouth, Michigan 



Announcing the 
most comprehensive 

tree care safety 
program ever 
produced on 

I videotape. 

How to prevent 
on-the-job 
accidents. 

Professional 
Tree Care Safety 

The National Arborist Association has taken 
the zzzzzzzz's out of the ANSI Z133 Safety 
Standard. We've produced a new, 4-program videotape series 
on accident prevention. It's the most complete tree care training 
and safety series ever produced on videotape. 

Profess iona l T r e e C a r e Sa fe ty explains and demonstrates the safety 
aspect of pruning, trimming, repairing, maintaining, and removing trees, and cutting brush. 

Programs are designed to show tree workers how to do a particular job in the safest way possible. 
Four c o m p l e t e p r o g r a m s i n c l u d e : 

G e n e r a l R e q u i r e m e n t s : Gaining familiarity with E q u i p m e n t Procedures : Details steps to take to 
the ANSI Z133 standard, terms, and meanings. use equipment safely. 
Persona l Protect ion: Prepares the tree worker for O p e r a t i o n a l Pract ices: Includes demonstrations 
hazards encountered on the job. on how to get the job done safely. 

You can use this expert teaching tool with beginning and advanced tree workers. Videocassettes can be 
shown over and over. Each time they're used tree workers learn new techniques. 

Put an edge on safety with your tree workers, and put an end to on-the-job accidents. 
Use the coupon below to order Pro fess iona l T r e e C a r e Safety. Price is $400 per set. Because of their prior 

contributions to this series, price for NAA members is $200. 

S E N D T H I S 
O R D E R F O R M T O D A Y 

P r o f e s s i o n a l 
T r e e C a r e 

S a f e t y 
Vidéocassette Programs 

$400.00 
($200.00 NAA Members) 

ê> 
Nat iona l 
Arborist 

Associat ion 
(603)472-2255 

Yes, P lease Ship: 
complete sets of the Professional Tree Care Safety Videotape Series. 

Each set consists of four tapes on how to prevent on-the-job accidents. 

Checkfor$_ _ U.S. funds or purchase order enclosed. $400.00 per set. 
(NAA members $200.00.) 
• Also please send me a membership package including application for 
membership in the National Arborist Association. 

S h i p To : 
N a m e 
Firm_ 
S t r e e t 
Ci ty_ State Zip 
Signed Date_ 

Cl ip & S e n d to: 
N a t i o n a l Arbor ist A s s o c i a t i o n / 174 Route 101 / Bedford, NH 03102 



HOW DO YOU RECRUIT NEW EMPLOYEES? 

"We look for trained people and people 
w h o have experience in lawn care. We try 
to go by referrals f rom people that we already 
employ, and a lot jus t through want ads 
in the newspaper. I think you get a more 
q u a l i t y i n d i v i d u a l t h r o u g h r e f e r r a l , 
somebody who's going to stick around 
longer. We really don' t get into college 
recrui tment . We've tried that in the past , 
but it didn't really work out . There wasn't 
enough response and the turnover was so 
great." — TimNeichter, Unique Lawn Care, 
Inc., Cincinnati, Ohio 

"I t ' s hard to find good employees. Since we 
are a small operation in a small, conservative 
community, we are a little more choosy about 
w h o we pick as employees. We want to pick 
clean-cut people. We also look for honesty. 
And being in a small communi ty we'll often 
know of f r iends w h o may be unemployed 
that we trust and can hire. We also call the 
student counselors in our local towns and 
ask about w h o is jus t graduat ing f rom high 
school and looking to get into the j o b 
market ." — Dan McConnell, Lawn Care 
of Southeast Indiana, Hanover, Indiana 

-

" T h e bad thing about this trade itself is that 
the position is not known. So we've been 
working with the government and schools 
and lawn care is going to become a course 
at school. However, it will probably be 1990 
before lawn care technicians will be pro-
duced f rom the schools. We now mostly use 
the newspaper. A well-written ad that is fram-
ed and has ou r logo in it is a good attraction, 
especially when advertised in the career sec-
tion rather than under odd jobs ." — Guy 
Van Den Abeele, NaturePlus, Inc., Mon-
treal, Quebec, Canada 

Sept. 3 
MSU/MTF Turfgrass Field Day, Trade Show, and 
Auction, Michigan State University, E. Lansing, 
Michigan. Contact: Dr. Bruce Branham, Depart-
ment of Crop and Soil Sciences, Michigan State Un-
iversity, E. 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 Tlirfgrass Research Field Days, 
Virginia Tech, Blacksburg, Virginia. Contact: J.R. 
Hall, ID, Virginia Polytechnic Institute, Virginia 
Cooperative Extension Service, Blacksburg, 
Virginia 24061; 703/961-5797 

Oct. 6 
Ohio Turfgrass Foundation Golf Tournament, Col-
umbus Country Club, Columbus, Ohio. Contact: 
Dr. John Street, Ohio State University, 234 Kottman 
Hall, 2021 Coffey Road, Columbus, Ohio43210; 
614/292-2601. 

Oct. 7-8 
New England Agricultural Chemical Association 
Annual Meeting, Hotel Ash worth, Hampton 
Beach, New Hampshire. Contact: New England 
Agricultural Chemical Association, P.O. Box 1711, 
Haverhill, Massachusetts 01830; 617/374-1594 

Oct. 11-14 
FTGA '87, Florida Turfgrass Association Annual 
Conference and Show, Hyatt Regency Hotel and 
Curtis Hixon Convention Center, Tampa, Florida. 
Contact: Florida Tlirfgrass Association, 302 S. 
Graham Avenue, Orlando, Florida 32803-6332; 
305/898-6721. 

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. 25-28 
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. 3-6 
New York State Tlirfgrass Association Annual Con-
vention, Rochester Riverside Convention Center, 
Rochester, New York. Contact: New York State 
Turfgrass Association, Inc., PO. Box 612, Latham, 
New York 12110; 518/783-1229. 

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; 703/24M004. 

Nov. 9-11 
Missouri Lawn & Turf Conference, Chase-Park 
Plaza Hotel, St. Louis, Missouri. Contact: Greg 
Martin, UMC Conference & Specialized Services, 
344 Hearnes Building, University of Missouri, 
Columbia, Missouri 65211; 314/882^087. 





NEWS IN BRIEF 

Margaret Grevatt, environmentalist, claims the spraying of chemicals destroyed her organic garden and 
lawn. Courtesy of The Plain Dealer, Cleveland, Ohio 

LESCO EXPECTS INCREASE 
IN COMPANY'S NET PROFITS 

LESCO Inc. Chairman and Chief Executive 
Officer James I. FitzGibbon expects this 
year's company net profits to match or ex-
ceed net profits from one year ago. 

In anticipation of good fourth quarter 
returns, FitzGibbon said, the company will 
most likely see a 30 percent annual growth 
rate for fiscal year 1987. 

We've experienced a 30 percent or better 
growth for the last three months," he said. 
"Our company has been doing that well for 
the last six years." 

LESCO, headquartered in Rocky River, 
Ohio, is celebrating its 25th anniversary this 
year. The company netted $2.7 million, or 
65 cents a share a year ago. 

FitzGibbon said he expects the 30 per-
cent growth rate to continue annually for 
at least the next five years. Fiscal 1986 sales 
were $69.3 million, up from $53.3 million 
the year before. 

FitzGibbon credits the strong fiscal 
outlook to the success of LESCO's equip-
ment sales. He said sprayers and spreaders 
are doing particularly well. In addition, grass 
seed bookings have increased considerably. 

LESCO has 36 truck stores that each 
average about $800,000 annually in sales 
of golf course and lawn care products. The 
company also has 21 service center stores 
which supply landscapers and lawn 
maintenance professionals. 

"Service centers are growing well. We'll 
continue to develop and open them in the 
coming years," FitzGibbon said. 

During the second quarter of fiscal year 
1987, the company added eight service center 
stores. LESCO plans to add about nine more 
stores, each with about 3,000 square feet 
of space, by the end of 1987. 

CLEVELAND ENVIRONMENTALIST 
SUES CHEMLAWN 

Margaret Grevatt, Community Relations 
Director of the Cleveland Legal Aid Socie-
ty and a founding member of the Council 
on Hazardous Materials and the Northern 
Ohio Coalition Against Misuse of Pfesticides, 
is suing ChemLawn Services Corporation 
for $500 plus costs and interest for destroy-
ing an organic garden and lawn she had been 
developing for the past decade. 

According to the Cleveland Plain Deal-
er, the case was triggered when Chem-
Lawn applicator Chris Elliott began treat-
ing a weedy yard at the right address, but 

on the wrong street. Instead of spraying the 
yard of a ChemLawn customer, he was 
on Grevatt's lawn. 

According to testimony, dicamba, 
triclopyr,andchlorflurenol were applied to 
Grevatt's lawn. The introduction of these 
chemicals, she says, has broken the cycles 
of nature in her garden. Moreover, she ques-
tions the safety of these compounds. 

"There is more and more information 
emerging that substances previously thought 
safe actually are not," she said after the hear-
ing. According to Grevatt, many pesticides 
have not been sufficiently tested for threats 
of cancer and birth defects, and that no testing 
is required for effects on the human immune 
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system. 
According to agronomist Gary 

Chamberlain, a regional technical manager 
for ChemLawn in Mansfield, Ohio, two of 
the applied herbicides are approved for use 
on food products by the U.S. Environmen-
tal Protection Agency and the World Health 
Organization. If residue did get into the 
garden, he testified, it would dissipate in 
a few days with virtually no effect. 

However, Grevatt claims that kohlrabi 
leaves in a garden across the driveway and 
around the corner from the treated lawn turn-
ed brown around the edges a week after the 
spraying. She also had to mow her lawn two 
to three times a week during the first month 
after the mistake application, she says. 

A decision in the case is pending. 

ENVIRONMENTAL EARTHSCAPES 
RELOCATES HEADQUARTERS 

Environmental Earthscapes, Inc. of Tücson, 
Arizona has moved to a new, 4,000-square-
foot facility at 5225 S. Swan Road. The com-
pany, which provides commercial landscape 
management, construction, and 
maintenance services, celebrated the grand 
opening of its new facility in August. 

The new facility houses management of-
fices and all mechanical operations, in-
cluding underground fuel storage and lifts. 
In addition, Professional Póol Care Inc., 
which offers swimming pool cleaning ser-
vices and repairs, will join Environmental 
Earthscapes and its subsidiary, The Ground-
skeeper, at the new two-acre site. 

Environmental Earthscapes, ranked in 
1984 by Inc. magazine as one of the 500 
fastest-growing private companies in the 
United States, employs more than 150 peo-
ple at its Tücson and Mesa, Arizona offices. 

JACKLIN'S TALL FESCUE 
EARNS TOP RATINGS 

Arid turf-type tall fescue scored an un-
precedented first place rating for the fourth 
consecutive year by being rated number one 
in the mean quality ratings in the National 
Türfgrass Evaluation Program. The in-
dependently managed tests covered 31 dif-

Finally—A Spray System That 
Won't Give You A Workout. 

The ProTank Electric Spray 
System is the only true com-
mercial electric sprayer on the 
market today. Instead of giving 
you the workout gas engines 
and other spray units do, it gives 
your customer's turf a workout 
and saves you valuable time. The 
ProTank Electric Spray System is 
equipped with a V2 horsepower 
motor capable of spraying 6 to 
7 gallons a minute at up to 150 
p.s.i. And all you lose are bulky 
pull-start engines, and the in-
convenience of gas, oil, spark 
plugs, noise problems, and nox-
ious fumes. The ProTank Electric 
Spray System will also take the 
crunch out of those expensive 

downtime repair bills. It's built by 
C&S Turf Care—leaders in rug-
ged, reliable turf care equipment. 

We can show you how you can 
spend more time building your 
client list, and less time building 
muscles. Call today for complete 
information on the ProTank Elec-
tric Spray System. 

We offer a complete line of electric and gas spray equipment 
and can custom design a spray system to fit your specific needs. 

( f è (216) 453-0770 B e s u r e t 0 v i s i t u s a t : 
^ C&S Turf Care E q u i p m e n t , Inc. T h e p L C A A 

in San Antonio 
3425 M.ddtebranch Road, N.E. 0 T F / „ C o l u m b u s 
Canton, Ohio 44705 

Feldmann 
Model 2300 Multi-Purpose Turf Care Machine. 
For the professional lawn care and rental industry. 
Walk-behind versatility for: core plugging aeration, slicing/scarifying for " 
over-seeding, comprehensive slicing aeration, tilling/cultivation. 
Core aeration performed at the pace the operator chooses. Core depth 
is achieved by strategically placed 45-lb. quick-release weight bar. 
Soil scarifying penetration via the use of depth stick. 20-lb. quick-
release weight bar or operator restraint applied at the handle bars. 
Optional accessories - 20-lb. quick-release weight bar 
for slicing machine and a 45-lb. quick-release 
weight bar for the plugging aerator. 
Powered by Honda 31/2-hp GX series overhead 
valve 4-cycle engine with oil alert feature. 
Easy starting, maintenance-free electronic 
ignition. Chain drive. Fold-down handle 
for compact storage and transport. 
Lift grip. Weight 128 lbs. 

C i r c l e 3 3 o n r e a d e r s e r v i c e c a r d 

Feldmann ENGINEERING AND MANUFACTURING CO. INC., 
SHEBOYGAN FALLS, WISCONSIN 53085 DEPT. ALA 

C i r c l e 2 2 o n r e a d e r s e r v i c e c a r d ALA/SEPTEMBER 1987 13 



CLCl © Lawn Care 
Software 

C L C l ® is t he m o s t e f fec t i ve so f t -
wa re s o l u t i o n in the c h e m i c a l l awn 
care i n d u s t r y today . 

Inc rease y o u r sha re o f t he r a p i d l y 
g r o w i n g l awn care m a r k e t w i t h a 
c o m p u t e r s y s t e m f r o m DMSI. 

Take a l o o k 

(402) 330-6620 
11823 Arbor Street, Omaha, NE 68144 

C i r c l e 4 6 o n r e a d e r s e r v i c e c a r d 

ferent locations in the United States during a 12-month period. 
The National Trials showed that of the commercially-available 

turf-type tall fescues, Arid was number one in spring green-up; 
tied for number one in generic color-ratings; was number one in 
spring and fall density ratings; and tied in the number two position 
for frost tolerance ratings. Arid also ranked first in brown patch 
resistance ratings. 

The deep-rooted Arid ranks very high in drought and shade 
tolerance, with improved disease resistance. Because of its finer 
blades and excellent sodforming characteristics, Arid has gained 
considerable favor with sod growers. 

Jacklin Seed Company said that field checks show that there 
should be a good supply of Arid available after this year's fall 
harvest. 

MICHIGAN COMMUNITY 
PASSES TURF REGULATION 

Ishpeming, MI, the Upper Penninsula town which is home of the Nat-
ional Ski Hall of Fame, is keeping an eye on neighborhood lawns. 
The City Council, in this town of 7,500, recently passed an or-
dinance which could land you in jail if your grass grows longer 
than six inches. Violators of the newly enacted regulation could 
be charged with a misdemeanor, which means a $100 fine and a 
possible 90 days in jail. 

However, that chaige is unlikely to be made, according to Ishpem-
ing City Clerk Pete Dishow. The new law was written in response 
to a number of neighborhood complaints over the lawn appearance of 

(continued on page 16) 

PROTECT YOUR CUSTOMERS 
VALUABLE TREES AND SHRUBS 

VITA TREE £ SHRUB 
Organic Root Food 
This rich blend of organic soil conditioners and nutrients 
will provide the best nutrition possible for all trees & 
shrubs. The organic interaction will allow for a slow 
release of nutrients plus bring back unhealthy plants to 
their full vitality. Will not burn lawn areas. Profit poten-
tial — $60.00/hr. 

A A A A A 
ORNAMENTAL AND TURF PROFIT MANUAL 

Want to expand into the high profit services of deep root 
feeding and anti desiccant protection? This manual will give 
you the complete "how to" for these plus three other 
services. It covers everything from Marketing and 
Promotion , to Pricing and Selling...as well as the actual 
mixing and application. Order Today and get going this fall. 

5 gal. pail 
y ie lds 2 0 0 gal. mix 

VITA COAT 
Anti Desiccant/Protectant 
Keep evergreens healthy and looking their best by 
preventing moisture loss during the winter from wind, 
cold and sun. Vita Coat is a superior formulation of 
natural and synthetic compounds that provides extended 
protection at low cost. Will Not Clog! Profit Potential —-
$60.00/hr. 

GREEN PRO SERVICES 
800-645-6464 

5 gal. pail 
y ie lds 6 0 gal. mix 

NYS ( 5 1 6 ) 5 3 8 - 6 4 4 4 

f h T I f i Distribution 
I h I Management 

U 1 1 L J I Systems. Ine 

at t he bes t — 
l o o k i n t o C L C l ® 
CLCl® is a v a i l a b l e 
In MS. D O S t o 
o p e r a t e o n a n y I B M 
c o m p a t i b l e m i c r o 
c o m p u t e r . 
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CITATION II Turf-Type 
Perennial Ryegrass 
is well known for its rapid establishment, 
fine texture, dark green color, improved 
mowability and drought tolerance, both in 
a monostand or as part of CBS II blend. 
But, the REAL plus is Citation H's high 
endophyte level (over 80%) that make it 
naturally resistant to leaf eating insects. 

This plus results in s a v i n g s . . . in 
chemical costs to maintenance people and 
less exposure to insecticides for 
applicators, homeowners, golfers and 
picnickers. 

Citation II is not only an investment in 
finer turf, but it's a savings account for 
turf manage r s . . . and our delicate planet. 

Left, insect damage in perennial ryegrass. Right, endophytic ryegrass resists insect pests. 

.Black lines are endophyte mycelium 
in leaf tissue. 

Qualified turf grass associations can 
earn cash for turf research by saving 
Citation II Oregon certified blue 
tags. Call us or write for details. 

Magnified endophyte in seed. 

^Produced and marketed by: 

PVP 8400142. Unauthorized propagation 
prohibited. 

Turf-Seed, Inc. 

PO Box 250, Hubbard, OR 97032 
Outside Oregon 1-800-247-6910 
503-981-9571 TWX 510-590-0957 
FAX 503 -981-5626 



PERMA-GREEN SUPREME 

Low-Volume Sprayers 
& Injection Gun Systems 

Call for information 
800/346-2001 
219/769-1630 

C i r c l e 2 6 o n r e a d e r s e r v i c e c a r d 

Naturally organic Milorganite does as much for 
the soil as it does for the grass. 

Milorganite's ability to grow great grass is legendary. It 
can't burn, so application is worry-free. Bonus feedings of 
iron give turf a rich, dark green hue. Special time-release 
properties mean you apply less often, reducing your oper-
ating costs. 
Milorganite also does great things for the soiL By add-
ing valuable humus, it can actually increase the growing 
capabilities of all soils. It has been shown to reduce the 
incidence of disease and build up of harmful thatch. 

^̂ T̂URAL ORGANTĈgj 

Milorganite 
FERTILIZER ^ ^ ^ 

Get double duty action from your fertilizer 
735 North Water Street 

Milwaukee, Wisconsin 53202 

NEWS 
(continued from page 14) 

numerous abandoned or foreclosed homes 
in the area. Passage of the ordinance does 
not mean that the Ishpeming police force 
will be patrolling neighborhoods with a 
ruler, Dishnow explains. It merely provides 
Ishpeming with a vehicle to force area 
residents to mow their lawns and gives the 
City the authority to go in and do the job 
itself if they do not. 

"If someone files a complaint, it's strict-
ly up to the City Manager to determine if 
a notice should be sent to the owner," 
Dishnow says. If the lawn is not cut within 
10 days, the City has the option to cut the 
grass, passing the cost onto the property tax 
of that home, or charge the owner with a 
misdemeanor. 

Without such a law, Disnow explains, "We 
wouldn't be authorized to go on the proper-
ty at all." 

LOFTS SPONSORS 
ANNUAL FIELD DAY 

Golf course superintendents, lawn care 
operators, turfseed distributors, and other 
members of the turf industry recently met 
to discuss new developments and common 

interests at Lofts' Research Center for the 
company's Annual Tlirf Field Day. 

Dr. Joseph DiPaola of North Carolina 
State University opened the program with 
a lecture on "Turfgrasses for Shade Use." 
He was followed by Mark Welterlen of the 
University of Maryland, who spoke on 
"New Tlirfgrass Trends." Lofts' Jeanne Rit-
chey discussed "Small Business Collec-
tions," and Dr. Richard Hurley, Lofts' 
Research Director, presented "Ornamental 
Grasses and Their Use in the Landscape." 

Following a picnic lunch, Dr. Hurley led 
a tour of Lofts' research plots. Visitors 
observed the performances of several 
varieties under various conditions. The tour 
was followed by a demonstration of the New 
Jersey State Seed Certification program. 

To be notified of next year's Turf Field 
Day, contact Lofts Seed Inc., Chimney Rock 
Road, Bound Brook, New Jersey 08805; 
201/356-8700. 



Attending only one 
professional landscape show 

this year? 

Make it Pro Show. 
With so many trade shows to attend these days, it's tough to decide which 

is the best. This year, the decision is easy. 

Pro Show. The One Show. 

At Pro Show, you'll see products on an exhibit floor three times larger 
than any other commercial show. You can test products on a one-million-
square-foot outdoor demo area. And talk directly to national sales managers 
and product designers from the top commercial manufacturers and suppliers. 

Discover the latest landscaping techniques and business management 
skills from industry leaders in more than thirty seminars. 

And save 75% on regular coach fares with Delta Airlines and American 
Express Travel Service. It's easy . . . call 1-800-626-2248 and ask to make a Pro 
Show reservation. 

When you get right down to it, the decision is easy. Choose the one show 
that brings you more. Pro Show. 

N o v e m b e r 1 8 - 2 0 , 1 9 8 7 
D a l l a s C o n v e n t i o n C e n t e r 
D a l l a s , Texas 

The Professional Landscape Contracting, Turf and Grounds Maintenance Expo 

kk 
P r o S h o w 8 7 

YES! 
I want to know more 
about Pro Show 87. 

• Exhibitor prospectus 
• Attendee information 

(or call 1-800-654-0349) 

Return to: 
Pro Show 87 
101 N. Seventh Street 
Louisville, KY 40202 
1-800-654-0349 or 
502/582-1672 

L_ 

Title 

Employer 

Address 

City/State/Zip 

Telephone 

_J 
Circle 1 on reader serv ice card Sponsored by the Outdoor Power Equipment Institute, Inc. 



The American Council on Science and 
Health (ACSH) recently released 
Lawn Care Chemicals: What Con-
sumers ShouldKnow\ an informative 

report concerning the possible health effects 
of lawn care compounds. A national non-
profit organization, ACSH is committed to 
providing consumers with scientifically 
balanced reviews of issues relating to food, 
chemicals, the environment, and health. Ac-
cording to the Professional Lawn Care 
Association of America, the Councils 
publication on lawn care chemicals offers 
the first balanced report from a highly 
respected third party source. PLCAA has 
already distributed copies to its membership. 

The essence of the 30-page booklet is that 
when correctly and legally used, lawn care 
chemicals pose no known hazard to human 
health. Featured within are a survey of tox-
icity data on industry products and a sum-
mary of the benefits of well-maintained turf-
grass. "Lawn care chemicals, when correct-
ly and legally used, pose no known hazard 
to human health," reads the booklet. "At 
this time scientific support is lacking 

American • 
Council III 
on Science _ L 
and Health 

& 
for imposing additional regulatory controls 
such as lawn posting or bans on common 
lawn pesticides." 

PLCAA says that Dr. Elizabeth Whelan, 
Executive Director of ACSH, grew interested 
in the lawn care chemical controversy as she 
developed a presentation for the Associations 
Conference and Show in Baltimore last 
November. Since that time, the Council decid-
ed to pursue the issue further. The result is 
a booklet written by Dr. Leonard Flynn, a 
regulatory and scientific consultant. The 
publication has been well-received and is 
already headed for a second printing. A future 
ACSH report will evaluate the 
potential role of lawn care chemicals in ground 
water contamination. PLCAA has decided to 

support the Council by becoming a I^tron 
Member. The annual Fbtron Membership is 
$15,000. 

The report should serve lawn care operators 
as a valuable tool to provide employees, con-
cerned customers, and local government of-
ficials. PLCAA members may obtain the 
booklet at 75C per copy plus $3.00 shipping 
and handling per 25 copies: Professional Lawn 
Care Association of America, 1225 Johnson 
Ferry Road, Suite B-220, Marietta, Geoigia 
30068; 1-800-458-3466. 

Look for the PLCAA Show Guide at the 
8th annual PLCAA conference and show, 
Nov. 12-15 in San Antonio, Texas. The 
Show Guide will include an alphabetical 
listing of all exhibitors and their booth 
location; a listing of companies that will 
be giving outdoor demonstrations on the 
last morning of the show; all new pro-
ducts to be introduced at the show; a map 
of the trade show floor layout; a map of 
the city with a listing of sights to see in 
the area; a listing of restaurants and enter-
tainment spots and much more. • 

FTGA '87 
Get Ready For Another 

Great Conference and Show! 
October 11-14, 1987 

Hyatt Regency Hotel and Curtis Hixon Convention Center 
Tàmpa, Florida 

• LATEST FACTS ABOUT WARM-SEASON TURF 
• INDUSTRY TRENDS • RESEARCH UPDATES 
• MANAGEMENT TECHNIQUES AND PRACTICES 

Six Workshops 
• Weed Identification & Control 
• Insect Identification 
• Selecting Plants 
• Equipment Calibration 
• Small Engine Repair 
• Solving Drainage & Irrigation 

Problems 
Trade Show 
• Over 200 Exhibitors 
• Latest Equipment, Supplies, 

Services 
• All Under One Roof 
• Free Admission - Wednesday 

Conference and Show Highlights 
Educational Sessions 
• Latest Herbicides for Hirf 
• New Aerification Equipment 
• Cause & Alleviation of 

Localized Dry Spots 
• Restricted Use Chemicals 
• Preventing & Handling 

Pesticide Spills 

General Session 
• Featured Speaker - Jerry 

Clower - Country Comic 
from Yazoo City, Mississippi 

• New Materials & Methods for 
Nematode Control 

• Biological Control of Mole 
Crickets 

Social Events 
• Golf Tburnament 
• Corn Boil & 

Steak Cook-Out 
• Spouse Program 
• President's Reception 

Florida Ttirfgrass Association • 302 S. Graham Ave. • Orlando, FL 32803 • 305-898-6721 



Equipment for the turf care professional illathe 

a Olathe Equipment Helps Keep 
Your Turf and Business Healthy. 

O l a t h e has been proving itself a N e w dimensions in plugging with 
valuable part of your business for the MODEL 88 AERATOR with rug-

years. 
Setting Industry standards, like the 

MODEL 84 SLIT SEEDER w i t h 
patented clean-cut shatter blades, 

18hp electric start, 3" centers, easy 
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 5 HP TOW-BEHIND SWEEPER. Tired 

matched the short distance between of breaking apart so called commer-

ged 3 hp industrial engine, 2-40lb. 
removable weights if needed, 30 

coring tines enter the soil every 3]A" 
across a \9Vf path. 

learned from R u g g e d rel iabi l i ty . 

blades and seed drop for accuracy. 
Innovat ive n e w addi t ions, like the 

MODEL 85 'SEED N THATCH' for 
spot seeding and/or thatching. A 

low-cost efficient unit for smaller 
areas. 

dal brooms? Try this rugged, rubber 
finger sweeper with easy pull remote 

dump from tractor. 
P r o o f is see ing . Call your local 

Olathe/Toro commercial dealer for a 
free demo. Or write or call: 



BUSINESS FEATURE 

PERSONNEL CRUNCH 
Lawn care operators search for effective means 

of acquiring laborers. 

The American work force is getting older and the 
nation's pool of labor is shrinking. This shift in 
demographics means trouble for the lawn care in-
dustry which relies upon young, able-bodied work-

ers to carry out its services. Although unemployment rates 
figure higher in certain regions of the country, LCOs must 
still compete furiously for workers where higher-paying 
options typically lure them away. 

Marsha Moskovitz, Vice President of A-Plus Lawn Care 
of Chicago, Illinois, says she and her husband, President 
Rick Moskovitz, have noticed the pool of good applicants 
is dwindling. 'There's very few people around at all," she 
says. "The ones that seem to be doing lawn care work 
are already so booked they don't have any time for 
anything else." 

Finding applicants is not really a problem, she says. The 
problem has more do to with work ethics. "They sound 
really good on the phone, but then you wait and wait and 
they never show up for the interview. When they start 
work, it's too much so they stop after a day. They can't 
take it or they don't want to work hard. Sometimes they 
don't want to do what you tell them; they have to have 
their own ideas. I don't understand it. I thought you're 
supposed to work the right way when you work, but I don't 
think a lot of people think that way anymore." 

Moskovitz describes the recruiting methods she and her 
husband apply to their eight-year-old business. For the 
lawn care portion of their business, she says, the most 
reliable method of acquiring personnel is through the 
classifieds section of the newspaper. In the past, they've 
used the Sunday edition of the Chicago Tribune and a 
semi-weekly community paper. 

They've also posted "Help Wanted" signs in the store-
front of their office. "We have bulletin boards and we put 
those in our windows around the main level. People just 
walk by and once in a while they'll walk in. We get a few 
people that way. We got our secretary and she's very good." 

RECENT PROBLEM. He's been in business for four years, 
but Michael Kelsey, Owner of Kelsey Lawn Maintenance 
of Parsippany, New Jersey, says he's only noticed a labor 
shortage over the past two years. "Right now I have five 
employees working for me," says Kelsey. "I haven't had 
a problem finding help because this is a family business 
and my brothers and friends are working here. Trying to 
find somebody reliable to take their place when they get 
sick, however, is very difficult." 

He's already had a rough time finding personnel for this 
fall and is experimenting with a new method. "Right now 
we're trying to go through our local community college 
which has landscaping courses. We're planning to talk to 
the professors and see if anybody would be interested in 
taking a work-study program." 

In the past, Kelsey has utilized the work-study programs 
of local high schools. "But what we found was that they 
(students) were too young and inexperienced for our work 
requirements. That didn't really work out that well." 

Someone mature and clean-cut, who's interested in 
working hard, is an ideal candidate for employment, says 
Kelsey. " A lot of people only think about having a good 
time. They do the job, but they're not willing to work 
to improve the company. The people that are experienc-
ed or have the knowledge to do what we need would rather 
go on their own or have a one-man operation." 

BEHIND THE TIMES. The work force is out there, but the 
lawn care industry still has old ways of doing business, 
says Roy Good, president of Hav-A-Lawn, Frederick, 
Maryland. "We still expect to get a laborer for anywhere 
from $5 to $6 an hour because we're afraid to turn the 
price increase over to the customers." 

The industry should realize that homeowners are always 
looking for good lawn care service, he says. "I think that 
as employers we are just going to have to raise the (pay) 
level so that we can get good laborers. We still have the 
farmer attitude that we can get the same guys that bale 
hay to run thatching, mowing, and maintenance crews. I 
think you're going to have to influence lawn applicators 
with incentive programs whether it be commissions on 
sales and production or a rather standard minimum to live 
off of. You've got to make it so that they can make money." 

Maryland has a two percent unemployment rate, says 
Good, so all the various service industries have it rough 
acquiring help. Construction workers are paid $8-9 dollars 
an hour in his location. Lawn care professionals should 
be compensated with $3,000 to $4,000 more per year than 
the average laborer, he says. "These guys on the trucks 
are handling customers and making applications. They 
have to be trained and certified. So they've got to get 
more. They're like plumbers in a sense. A plumber is 
licensed and we've got licensed applicators now." 

The applicator's typical 60 to 80 hour work week is 
another disadvantage, he says. "You run them six days a 
week, 10 or 12 hours a day. In our industry you don't give 
a guy much chance to live his life. You get him to crank 
nine or 10 months out of the year and give him January 
and February to live his life. That's a problem because 
nobody wants to be married to the job. Are you living to 
work or working to live?" 

You can't buy back an employee's time with money, 
says Good. "I think it's a matter of just keeping an even 
pace for the long haul. A lot of these guys get out because 
they're worked to death in two years. They could live a 
normal life of 40 hours a week for the same amount of 
money." 

"I 've had to change and make some adjustments so that 



I could keep them," he continues. "They're on a salary 
plus commission-type basis and we rarely work Satur-
days which is very important. It's important that they have 
a weekend. Occasionally if a customer has to be seen on 
a Saturday, they'll go see them. But I think one of the 
big keys is that you've got to give them the time to live 
their lives." 

Good describes the types of employees he hopes to hire. 
He looks for someone with a can-do attitude, who's outgo-
ing and enjoys meeting people. "Most of my guys are 
recruiting new people into the business. They find peo-
ple that have similar outlooks. The technical training isn't 
always the most important thing. You can teach them that. 
It's the basic human element of being able to meet with 
people and wanting to do a good job that's important." 

When it comes to recruiting, his employees have a pretty 
high batting average, says Good. "I've got five guys that 
spray and maybe 15 in landscaping and maintenance, but 
they're keenly interested in other teammates who are go-
ing to help reduce the load versus cause a burden." 

College graduates become quickly bored with the ap-
plicator position because they've already mastered the 
technical data and the job becomes just a "labor task" 
to them. At Hav-A-Lawn, many of them opt to work in 
a sales capacity with the company, says Good. 

"When they come out of school, if they're a specialist 
in my place, they're going to sell. If you teach them sales 
skills, they're now able to use their knowledge of the in-
dustry, their schooling, and their ability to sell. They're 
a much more valuable individual than we're able to pay 
in lawn care. They've become a knowledge worker and 
can go out and do sale for the company whether it be in 
a nursery or hardware store. They can still make $16,000 

to $20,000 but have a 40-hour work week too. That's where 
we lose them to." 

MONEY ISN'T EVERYTHING. John Lellock, Owner of Jade 
Landscaping in Slidell, Louisiana says he doesn't find it 
too difficult competing with other service industries when 
it comes to acquiring help. "I start my people at $4 an 
hour and that's a little higher than the minimum wage. 
But it has been one hellacious problem to not only retain 
them but to even hire competent people any more. I do 
a tremendous amount of lawn maintenance and it is ex-
tremely difficult." 

For awhile, Lellock had good luck finding employees 
through the Job Partnership Training Act (JPTA). Through 
these means, he'd pay workers his $4 an hour and Uncle 
Sam reimbursed him $2. "It worked out really good. I 
ended up with three supervisors and had them for about 
five or six years." 

However, the oil industry is making a comeback in his 
region, and Lellock has already lost supervisors to higher 
paying jobs on the oil fields. "And there's no way that you 
can compete with $15 and $20 an hour," he adds. 

After several years of relying on JPTA, Lellock started 
to depend upon referrals. "I went through word of mouth, 
because I'm in a depressed area with 12 and 14 percent 
unemployment. It was fairly easy to get people, but fin-
ding qualified, competent people is extremely difficult. 
Subsequently, you're losing your good people to higher-
paying positions. My people have hospitalization, paid 
holidays, vacations, free uniforms, and it's still extreme-
ly difficult." 

Lellock agrees with Good that incentives, rather than 
money can help retain competent people. "Money 
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is not going to get them. I've tried 
bonuses and that will not do it per se. 
What I've found is you're still going to 
keep your qualified good people. That's 
not going to motivate them to any degree. 
I've been in business 11 years and have 
some supervisors that have been with me 
eight and nine years." 

However, promoting the benefits and 
vacations doesn't seem to motivate the 
younger supervisors, says Lellock. The 
labor shortage is a problem throughout the 
South, he says. "It's not even our partic-
ular field, it's all of them. We went 
through the heydey of the $15 to $20 an 
hour with the oil boom where it was real-
ly hell getting somebody to work. Now 
you would think that it would be relative-
ly easier but it's not. I just don't know 
what the answer is." 

Ward Peterson, Manager of Human Re-
sources at Davey Tree Expert Co. of Kent, 
Ohio, says Davey Tree uses a variety of 
methods to recruit personnel. The com-
pany offers full service, though most of 
its 4,500 employees work in tree care. 

"We've done quite a bit of internal re-
cruiting which is a little bit interesting," 
he says. "Since we are full-service, we 
take people that are involved in trees and 
cross-train them to also be able to service 
the lawns." 

Davey Tree also works with the voca-
tional-educational systems. "We provide 
contact and support for the college in-
structors so that when the students grad-
uate, we hope they'll come to Davey. We 
were doing quite a few technical school 
internships but slowed up on them just 
lately. I think we're going to be doing 
more in the future." 

In the past, Davey has also made use 
of the federally-funded training programs. 
Newspaper advertising and contact with 
employment services is also standard, 
Peterson says. They're also putting 
together some brochures and posters for 
recruiting. 

A major share of Davey's recruiting ef-
forts come directly from the individual 

managers. "Each manager will have his 
own techniques and styles just as any 
manager with a smaller company. He has 
organizations that he's involved in profes-
sionally or civic organizations where he 
gets references on people to hire. A large 
percentage of our people are personal 
referrals." 

Peterson says many employees are dis-
covered through professional organiza-
tions and associations. "We've found that 
the students that are members of a socie-
ty are pretty much across-the-board the 
best that we can find." 

The American Landscape Contractors 
Association is a society which Peterson 
describes as being a good source for ac-
quiring personnel. "They have a col-
legiate branch that's very active but that's 
just one off the list. I don't that I could 
distinguish any society as being better 
than the others. I think it comes down to 
the activity of the local chapter and our 
local manager. If you have a very active 
local chapter, then almost any manager 
can get somebody out of it. If you have 
a very active manager, then he can find 
some people out of even a so-so chapter." 

Davey Tree also keeps an active resume 
file, Peterson says. "I receive a tremen-
dous number of resumes here at our cor-
porate headquarters in Kent. When we get 
them, we immediately get in communica-
tion. We write a letter (to the applicant) 
and explain in a little more detail what we 
do and ask them what they would like to 
do with us, and where they would like to 
do it." 

Responses are then forwarded directly 
to a location the applicant has expressed 
interest in or kept in the resume file. 
"When somebody out of Washington, 
D.C. is looking for people we go over our 
list of who was interested in working in 
the Washington-Virginia area." 

It used to be that the lawn care industry 
was able to attract a large number of 
highly qualified people simply based on 
its growth and advancement opportunities. 
"That has flattened out and we have trou-

ble offering that," Peterson says. 

INCENTIVES. What is appealing about a 
career in lawn care nowadays? "I think it 
has to come back to people with an in-
terest in working outdoors, working with 
plants, and with their hands. You are 
working with growing, living things and 
there's a real return out of that." 

"You can go in either direction," he 
adds. "You can go into sales and there's 
a great deal of public contact. There's still 
public contact in application of course, but 
not quite the same level. So it depends on 
what the individual is interested in." 

"There is a great deal of opportunity 
yet, and it's a good service — that's 
always appealing. I think the freedom ap-
peals to people because there isn't a 
foreman sitting over their shoulder. They 
plan their routes and they're responsible 
for getting their work done. They take 
care of their equipment and their filling 
up. There's a lot of responsibility and 
autonomy and that's appealing. But pro-
moting these benefits and getting people 
to understand them is tricky." 

Peterson says that Davey Tree is proud 
of its benefits but may need to do more 
in the way of offering competitive returns. 
"We feel that we compete with construc-
tion, high tech, and the government also. 
I'd consider them outside of the service 
industry but we're still competing with 
them for people." 

Regional variations are absolutely ex-
treme, he says. "You'll go from some 
areas such as the East coast, where we 
have a very difficult time finding people 
to other areas of the country, where we 
can find people pretty well. It's a regional 
rather than universal problem. It seems 
like the writing is on the wall, but right 
now there are just certain areas where the 
problem is extreme. Finding people has 
been a very difficult j ob . " — Julie No-
vember • 

The author is Assistant Editor of ALA 
magazine. 
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LAND 
C O R P O R A T I O N 
123 M A R M O N T 
P.O. BOX 5 4 7 
N ILES , Ml 49120 

Low Volume Injection Spray Unit 

SLIDE-OUT UNIT 
MAY BE SHIPPED (616) 684-8400 



Victory Over 
Troublesome 
Turf Diseases 

VORLAIT 
with a capital "V" 
keeps you winning 
with your customers. 

The best way to build a success-
ful lawn care business is repeat 
customers. And the key to re-
peat customers is satisfied cus-
tomers. So why trust the future 
of your business with anything 
less than the most effective turf 
fungicide... VORLAN! 

Experience gained with 
VORLAN on professionally 
maintained turf and in univer-
sity trials confirm VORLAN es-
tablishes new performance 
standards against Leaf Spot, 
Red Thread, Dollar Spot (even 
resistant strains!), and Pink 
Snow Mold. NO DISEASE 
PROBLEMS = SATISFIED 
CUSTOMERS. 

It's Economical Too! 
VORLAN s effectiveness - it 
takes just a little and lasts so 
long - also makes it economi-
cal, too. Win a victory over turf 
diseases with VORLAN and 
build your satisfied customer 
list! Call Mallinckrodt toll-free, 
or contact your Mallinckrodt 
Turf Products distributor. 

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

Available in 6 x 2-lb cases. 



Introducing the 
art of application 
for maximum germination. 

POUNDS Oh SEE 
SEED SEE 

TYPE BRAND 5 

BENTGRASS PENNEAGLE .4 BENTGRASS 
PENNCROSS .2 

KENTUCKY 
BLUEGRASS 

ASPEN KENTUCKY 
BLUEGRASS RUGBY KENTUCKY 
BLUEGRASS 

PARADE 
SCALDIS HARD 

t 

FESCUE RUBY CREEPING RED 
GALWAY TALL 

n v r r n A O C PFMMFIMF 
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. 



DER SETTIN 

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. 

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. 

C i r c l e 2 9 o n r e a d e r s e r v i c e c a r d 

RYAN' 
B U I L T T O L A S T 

6117 C u s h m a n , O M C 

* Offer expires 11/30/87. 

— L i n c o l n . P . O . B o x 8 2 4 0 9 , L i n c o l n , N E 6 8 5 0 1 

. © Outboard Marine Corporation. 1987. All rights reserved. 



TECHNICAL FEATURE 

AMMONIA VOLATILIZATION 
Nitrogen loss will vary from one lawn 

to another, but can result in poor 
fertilizer performance. 

Leaching is well recognized among lawn care profes-
sionals as a major avenue for nitrogen fertilizer loss. 
However, not as much attention has been given to the 
pathway of nitrogen loss known as "ammonia volatiliza-

tion." This is a chemical process that transforms nitrogen 
fertilizer into a gas and releases it into the atmosphere. 

Ammonia volatilization can take place when urea and urea-
containing fertilizers are placed on lawn surfaces. Losses 
can also result when non-urea fertilizers, such as ammonium 
nitrate, are applied to alkaline soils. 

Like leaching, losses of nitrogen by ammonia volatiliza-
tion can result in poor fertilizer performance and make it 
necessary to re-apply fertilizer to restore a lawns green col-
or and vigorous growth. The actual degree of nitrogen loss 
will vary from one lawn to another. For example, in a study 
at Texas A&Ms research center at Temple, nitrogen losses 
from ammonia volatilization were measured at up to 55 per-
cent when fertilizers were applied to Bermuda grass grown 
on a high pH calcareous soil (Hargrove et al. 1977). 

To determine the extent and effect of ammonia volatiliza-
tion on a given lawn care program, it is important for lawn 
care operators to have a good understanding of the ammonia 
volatilization process and the factors that most strongly in-
fluence it. 

CHEMISTRY. As previously stated, ammonia volatilization 

In most cases, irrigations ofaround one-half inch 
or more of water are adequate to move the 
fertilizer to a sufficient depth in the soil to allow 
released ammonium to be absorbed by the soil. 

can take place when urea and urea-containing fertilizers 
are present on turfgrass surfaces, in the thatch layer, or 
very near the soil surface. Non-urea fertilizers are also 
susceptible to N losses from ammonia volatilization, but 
only when applied to the surface of alkaline soils. 

Both of these situations involve the placement of nitrogen 
fertilizer in a high pH environment. This occurs naturally 
in alkaline soils, which have a pH of seven or above. In the 
case of urea, however, the high pH environment is created 
shortly after application through a reaction with the soil that 
is commonly referred to as "urea hydrolysis." This reaction 
can raise the pH of soil surfaces to seven or above, regardless 
of original pH levels. 

Upon application — or shortly thereafter, N fertilizers 
like urea are comverted to the ammonium form of nitro-

gen. When the surface pH is above 7.3 to 7.5 — either 
naturally or because of the chemical reaction with urea 
(hydrolysis) — the ammonium ions found on the surface 
of the lawn will begin to be converted into gaseous am-
monia. Some of the gaseous ammonia will move (diffuse) 
into the soil, where it will react with hydrogen ions and 
convert back into ammonium. The rest of the gaseous am-
monia will escape into the atmosphere and become lost 
through ammonia volatilization. 

NITROGEN LOSS. The degree of nitrogen loss from 
ammonia volatilization will vary according to the speed at 
which urea is converted into ammonium. When the conver-
sion to ammonium is rapid, soils cannot absorb as much 
of the nitrogen. As a result, more gaseous ammonia is 
allowed to escape into the atmosphere through ammonia 
volatilization. 

Generally speaking, conditions which favor rapid conver-
sion of urea to ammonium — and more N loss from am-
monia volatilization — include large amounts of surface 
residue (thatch), warm temperatures and the absence of rainfall 
or irrigation to incorporate applied fertilizer. Ammonia 
volatilization is also influenced by soil texture and pH, as 
well as the form of nitrogen fertilizer used. 

THATCH. Thatch refers to the layer of living and dead stems, 
leaves and roots of turf grass which develops between the 
green vegetation and the soil surface. A thick thatch layer 
can promote greater N loss from ammonia volitilization for 
two reasons. First, thatch contains a relatively large amount 
of urease, an enzyme that accelerates the conversion of urea 
to ammonium. 

Urease is associated with organic matter; therefore, it is 
more prevalent in soils that have a high organic matter con-
tent. More urease is also found in the thatch layer, which 
tends to be very high in organic matter. 

In a study by Torello and Wehner (1983), the amount of 
urease activity in thatch was found to be 18 to 25 times higher 
than in underlying soil. At these levels, urease activity can 
greatly speed the conversion of urea to ammonium and thereby 
increase the percentage of N lost through ammonia volatiliza-
tion. For example, in a study by Nelson et al. (1980), turf-
grass with a heavy thatch layer lost up to 39 percent of the 
total nitrogen applied as urea through ammonia volatiliza-
tion. Turf samples without a heavy thatch layer lost only 
5 percent of the applied urea. 

Heavy thatch can also act as an insulating barrier that 
prevents some of the applied fertilizer from reaching the 
soil surface and diffusing into the soil. This is the second 
reason for greater ammonia volatilization losses in the 
presence of thatch. 



TEMPERATURE. Warmer 
temperatures also ac-
celerate the rate at which 
urea is converted to am-
monium. And warmer 
temperatures increase the 
proportion of ammoniacal 
nitrogen that is present in 
the soil as gaseous am-
monia. As a result, warm-
ing soils contain a greater 
concentration of ammonia, 
which, in turn, promotes 
increased ammonia vol-
atilization. 

MOISTURE. A degree of 
moisture must be present 
in the soil and thatch layer 
for ammonia volatilization 
to occur. The rate of am-
monia loss is usually 
greatest in the morning, 
when heavy dews are pre-
sent and soil moisture in the 
thin surface layer is at its 
maximum. 

Very dry conditions at 
the soil surface may slow, or even stop, the conversion of 
urea to ammonium. When this process is slowed, there is 
a greater opportunity for the soil to adsorb the ammonium 
released from urea. In addition, a slowed rate of conversion 
allows more time for rain or sprinkler irrigation to be ap-
plied. This moves the applied fertilizer into the soil, where 
it is protected from further loss by soil adsorption of the 
ammonium. (This point is discussed in greater detail in subse-
quent section.) 

SOIL TYPE. Soils vary in their ability to adsorb ammonium 
from fertilizer. Those with a higher clay content generally 
have a greater resistance to a rise in pH resulting from urea 
hydrolysis. Likewise, these soil types have a greater capaci-
ty to adsorb ammonium released from urea. 

In a study conducted by Ferguson, et al. (1984), highly 
buffered soils maintained a lower pH level upon application 
of urea, and ammonia volatilization loss was less than one 
percent of the urea applied. On poorly buffered soils, however, 
surface pH exceeded 8.5 upon application of urea, and am-
monia volatilization losses were recorded at roughly 10 per-
cent. This is because the higher pH allowed more of the 
ammonium released by urea hydrolysis to convert into am-
monia and escape into the air. 

Closely related to the soil buffering capacity is the soil's 
pH prior to adding nitrogen fertilizer. The lower the pH, 
the greater the amount of hydrogen in the soil to resist a 
rise in pH. By contrast, soils with a higher pH have fewer 
hydrogen ions and will generally have more ammonia 
volatilization loss. As a result, soils that are initially calcareous 
(i.e. soils that have free lime and a pH greater than 7.5) are 
more susceptible to ammonia volatilization losses than soils 
that are initially acid. 

RAINFALL OR IRRIGATION. If N fertilizer is moved into the 
soil very soon after application through rainfall or irriga-

Nitrogen losses from ammonia volatilization can result in poor turf appearance, as shown on Bermuda grass above. 

tion, then the soil will be able to adsorb more ammonium 
that is released from the fertilizer — and less nitrogen will 
be lost to the atmosphere. However, irrigation or rainfall 
must occur very quickly after application — particularly 
under conditions of warm temperatures, heavy dews and 
thatch layers — in order to avoid substantial losses from am-
monia volatilization. 

In a study at the University of California at Davis (D.C. 
Bowman, et al. 1987), ammonia volatilization losses from 
urea applied to Kentucky bluegrass were measured as high 
as 36 percent within 12 hours of application. However, when 
irrigation followed within two hours of application, nitrogen 
losses were reduced to a range of 3 to 8 percent. 

In most cases, irrigation^ of around one-half inch or more 
of water are adequate to move the fertilizer to a sufficient 
depth in the soil to allow released ammonium to be adsorbed 
by the soil. 

NITROGEN FORM. Not all fertilizers affect surface pH the 
same way when they are applied to the soil. For example, 
on high pH calcareous soils, some forms of nitrogen, such 
as ammonium sulfate, react with the soil and tend to lose 
more ammonia. Other nitrogen fertilizers, such as am-
monium nitrate, generally result in less ammonia loss 
because they are unreactive with the soil and half of 
nitrogen is in the nonvolatile nitrate form. 

As previously noted, fertilizers that contain urea have the 
ability to raise soil pH immediately following application. 
With these forms of nitrogen, ammonia can be lost even 
from acid soils. 

Urea fertilizers can be applied in liquid or dry forms. Some 
researchers contend that liquid forms are more likely than 
dry fertilizers to be held up on the thatch layer of the turfgrass 
since dry fertilizers are more likely to bounce and fall through 
the thatch layer during application. Since ammonia loss is 
enhanced from the thatch layer, some researchers contend 
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that liquids are likely to lose more am-
monia by volatilization than dry nitrogen 
if everything else if equal. This point, 
however, is still under debate. Researchers 
at Ohio State University, (Titko, et al. 1987) 
for example, have found that granular urea 
fertilizers are more susceptible to ammonia 
volatilization than liquid urea. 

A number of slow release forms of 
nitrogen also have been studied with regard 
to their rate of ammonia volatilization. In 
general, these sources of nitrogen are much 
less susceptible to ammonia volatilization. 
For example, in a study by Torello et al. 
(1983), the percent of ammonia loss was 
around 10 percent from urea, while loss from 

some slow release sulfur-coated ureas were 
around 1 to 2 percent. At our laboratory 
at Kansas State University, ammonia 
volatilization from urea was found to be 12 
percent by four days after application, while 
ammonia volatilization from N-SURE?a fer-
tilizer solution from Arcadian Corporation 
that derives 67 percent of its N from Triazone 
and only 28 percent from urea, was 
measured at 3.2 percent loss or about four 
times less than that of urea. Both materials 
were applied on the soil surface under 
temperatures of 72 degrees F. The nitrogen 
volatilized from N-SURE corresponded to 
the amount of unreacted urea in the pro-
duct. 

When 
coverage is 
important 
Insist on Glade for the impor-
tant coverage, the beautiful 
coverage 
shade. 

in both sun and 

G l a d e is w ide ly a c c e p t e d as 
the improved sun a n d s h a d e 
b luegrass var ie ty ! 

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 e v e r y mix — 
from your local wholesale seed 
distributor. 

K e n t u c k y b l u e g r a s s 
U S R a n t Patent 3 1 5 1 

C a n a d i a n License N o 2 1 3 3 

A n o t h e r f ine , q u a l i t y - c o n t r o l l e d p r o d u c t of 

Jacklfn Seed Company 
Circ le 2 8 o n r e a d e r se rv ice ca rd 

TURF NUTRITION. N losses from ammonia 
volatilization may result in insufficient 
nitrogen availability to turf grasses, with 
visual symptoms developing several weeks 
after application. Türf grasses become light 
green in color and in severe cases may reduce 
the thickness of the turf. Proper manage-
ment can avoid these loss problems and the 
associated poor turf appearance. 

MINIMIZE LOSSES. A number of factors and 
management practices can be utilized to 
minimize N losses from ammonia volatiliza-
tion. One of the most effective ways is to 
irrigate the lawn with at least one-half inch 
of water on the same day that fertilizer is 
applied. (Irrigation the day of application 
is essential since ammonia loss can be a rapid 
process in turf grasses.) Irrigation of one-
half inch will move the fertilizers into the 
soil and out of the turf and thatch so that 
the soil can adsorb the ammonium released 
from the fertilizer. 

If irrigation is not convenient or possible, 
fertilizers that have slow release properties 
can be advantageous and can greatly reduce 
volatilization. These would be any of the 
slow-release fertilizers mentioned above, 
whether they be sulfur-coated ureas, 
ureaforms, or some of the new products such 
as N-SURE. The use of these products would 
be especially beneficial in warm weather 

If irrigation is not conve-
nient or possible, fertilizers 
that have slow release pro 
perties can be advantageous. 

and particularly where heavy dew and moist 
conditions are prevalent. 

Another management factor that can be 
utilized is to keep the thatch in the turf at 
a minimum. In a number of the studies cited 
above, thatch had the effect of holding the 
fertilizer above the soil surface, thus preven-
ting its adsorption and greatly enhancing 
the possibility of ammonia loss from urea 
sources of nitrogen. Managing turf to pre-
vent the buildup of a heavy thatch layer can 
greatly reduce these losses. 

It will also pay to keep a few additional 
points in mind. On neutral to acid soils, the 
non-urea sources of nitrogen would not have 
ammonia volatilization problems. It should 
also be noted that in dry environments and 
especially with silt loam soils or soils with 
a higher clay content, ammonia loss from 
urea is typically not as serious a problem 
as in more humid environments. — Dr. 
David E. Kissel • 

The author is a researcher with Kansas State 
University who is well-known in the scien-
tific community for his work with ammonia 
volatilization. 



BUSINESS FEATURE 

TURFSEED MARKET REPORT 
As suppliers ready their crops for 

lawn care professionals, they recount the 
details of this year's harvest. 

Growers throughout the Pacific Nor-
thwest have been hard at work 
preparing their turfseed for the 
marketing season. Many planted ex-

tra acres a year ago. Unfortunately, this years 
growing conditions delayed harvest in many 
production sites. Whether companies judge 
their supplies as being adequate or on the 
tight side, all seem to agree the demand will 
be high for their seed. Be sure to buy what's 
available now as it may be sold out before 
a new crop is ready. Don't get stuck empty-
handed at the end of the season! 

J&L ADIKES, INC. Bob Russell, President of 
J & L Adikes, Inc. of Jamaica, New York, 
describes this year's harvest as being in a 
bad state. "They've had a lot of rain and 
are having trouble getting the crop in," he 
says. Growers were originally about two 
weeks ahead of schedule with bluegrass, but 
conditions then moved everything back 
about two weeks. 

"We don't have that in the bag yet," says 
Russell of the bluegrass crop. "In other 
words, we don't know what we're going to 
get in just yet. We think we're all right based 
on our reports from out there, but we won't 
know until we actually get it in." 

Russell says there's no question about a 
price increase. "That's already a matter of 

fact because of the demand from the farmers. 
We've got to pay them more, so therefore 
we've got to charge more." 

J & L Adikes supplies Adelphi Kentucky 
bluegrass and All Star perennial ryegrass. 
Russell says no new varieties are on the im-
mediate horizon. 

NORTHRUP KING COMPANY. Things are 
starting to shape up for the Northrup King 
Company of Minneapolis, Minnesota. "It's 

Combines in a Jaguar tall fescue field. 

going to be a heck of a lot better this year 
than it was last year or the year before," says 
Product Manager Joe Churchill. 

Northrup, however, is being cautiously 
optimistic about bluegrasses. "They seem 
to be coming in much better and that's go-
ing to be extremely helpful as far as getting 
seed back into the marketplace. But the 

pipeline is empty. There's not a whole lot 
of carry-over seed to help us this coming 
year. Whatever we get off the crops or fields 
this fall is what we have to sell for the next 
12 months." 

Delray and Goalie ryegrasses will be in 
good shape but Pennfine will be a little tight 
due to increased demand, he adds. Bentgrass 
production is also coming in a little lighter 
than anticipated. "There will be a limited 
supply of bentgrass just like the last three 

or four years. We'll just have to make due 
with that as conditions will permit. We're 
putting in a tremendous amount of bluegrass 
and ryegrass acres this coming fall that will 
produce additional supplies." 

Growing conditions affected the crop in 
a positive way, says Churchill. "Things hap-
pened more the way they were supposed to 
compared to last year. We got timely rain-
falls and had a reasonably mild winter. The 
summer temperatures in May and June were 
more conducive for seedhead development." 

He predicts prices won't change much in-
itially. "They're going to stay right about 
where they are. But just because we have 
a decent crop coming off doesn't mean that 
we might not experience shortages later on 
in the season. The crops are coming in good, 
our pipeline is dry, and nobody's got extra 
seed laying around. I suspect that's going 
to keep prices up a little bit. You might see 
some prices dropping a little bit into the fall 
and into the winter months." 

Turfseed products debuting this year in-
clude Kentucky bluegrasses Aspen and Tren-
ton. Both are releases from the New Jersey 
Agricultural Experiment Station and were 
developed by Dr. C. Reed Funk. "We 

In early August, the company's only headache was a 
slight delay in cleaning schedules, Junk says. He des-
cribes growing conditions as strange. There is no 
such thing as a normal year. 
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basically fine-tuned those two varieties and 
both will be producing seed this fall. We'll 
have limited supplies available this year, but 
we'll be putting in quite a few new acres 
that will produce again next year." 

E.F. BURLINGHAM AND SONS. Most crops 
look average to a little below average at E. F. 
Burlingham and Sons of Forest Grove, 
Oregon. However, this year's harvest is an 
improvement over last year, says Vice Presi-
dent Sherry Burlingham. 

"Since there is not any carry-over, the sup-
plies on proprietaries including the fine leaf 
perennials, turf-type tall fescues, and blue-
grasses are going to be very tight this year 
again. Those are going to be short again. 
Everybody that I know is completely sold 
out of all their proprietaries." 

E. F. Burlingham and Sons markets Falcon 
tall fescue, Pennant perennial ryegrass, Haga 
bluegrass, and Sydsport bluegrass. New turf-
seed varieties are expected to be introduced 
two years from now. 

LOFTS SEED, INC. General Manager Bob 
Cook describes the harvest at Lofts Seed, 
Inc. of Bound Brook, New Jersey. Turf-type 
fescues and pyrennial ryegrasses are down 
from 20 to 25 percent, he says. The average 
crop on proprietary bluegrasses is about 90 
percent completed. 

Cook says growing conditions consisted 
of a mild winter, an early crop, and weather 
that was too dry in May and June. Prices 
are not going to go up but it will be difficult 
to deliver quantities that have already been 
promised in anticipation of an average crop. 

Only a limited amount of seed will be 
available on a new tall fescue called Tribute. 
"We're working on new bluegrasses and 
pyrennial ryegrasses," he adds. "We'll also 
have a new creeping bentgrass. The first in-
troduction in any quantity will be in 1989." 

TURF SEED, INC. Marketing Manager Tom 
Stanley from Turf Seed, Inc. in Hubbard, 
Oregon, says seed will be more available 
this year. However, the yield per acre won't 
be significantly higher. The increased 
amount of seed is the result of added acres, 
Stanley says. He adds that pricing will go 
up this year, because the demand for pro-
ducts is going to be greater than the Oregon 
industry can supply. 

"The situation for the 1987 harvest in some 
ways will be similar to the harvest of 1986," 
says Stanley. "There's just more demand for 
our products than there are seeds, so we're 
going to have another year of supplies that 
are tight." 

"It's still too early to tell what the total 
bluegrass production is going to be because 
a lot of it is still on the ground," he adds, 

"but there are indications that there will be 
more proprietary bluegrass this year than 
last year." 

Tbrf Seed, Inc. is introducing Monarch 
turf-type tall fescue, a semi-dwarf variety 
that is lower growing, darker blue-green, 
and denser than most tall fescues on the 
market today. 

O.M. SCOTT & SONS Seed Purchasing 
Manager Bill Junk says crops are coming 
in good for O.M.Scott & Sons of Marys-
ville, Ohio. "We expect to have adequate 
availability on our bluegrasse and limited 
availability of some of our newer blue-
grasses — namely Coventry and Abbey, 
which should be a good variety in the fu-
ture. Perennial ryegrasses look good also." 

In early August, the company's only 
headache was a slight delay in cleaning 
schedules, Junk says. He describes grow-
ing conditions as strange. "I don't think 
there's any such thing as a normal year, but 
overall, I think the yields are going to come 
out with bluegrass better than last year. 
Perennial ryegrasses are going to be just 
about equal to last year. Tall fescues look 
pretty good with higher yields than last year." 

He says it's difficult to figure out pricing 
because there were so many different price 
levels the past year. "In general, it's a little 
bit stronger than last year." 

MINI DUMP MARK 4000 

Turn your pickup truck into a multi-purpose dump 
truck. The Mini Dump fits most standard American 
pickup trucks with no modifications. The Mini Dump 
lifts and dumps up to 4,000 pounds and can be install-
ed in one hour. The 600-pound carbon steel dump body 
insert features a high-incline dumping action, electric-
hydraulic hoist and controls, all-welded construction, 
and a four-way tailgate. Each unit comes with a one-
year limited warranty on all components and 
workmanship. 

Mini Dump Corporation 
P.O. Box 30278 
Raleigh, North Carolina 27622 
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LESCO INC. Wet weather on the West coast 
delayed harvest for LESCO Inc. of Rocky 
River, Ohio, and may seriously impact seed 
availability, says Art Wick, vice president 
of research and development. 

Wick says tall fescues are an average crop 
comparable to last year. He describes 
ryegrasses as average to slightly above 
average. Much of the bluegrass crop is still 
laying in the field, he says, but could be 
anywhere from 15 to 20 percent off to 
significantly worse if adverse weather con-
tinues. 

Pricing on the tall fescues, ryegrasses, and 
fine fescues should be stable, he says. "Don't 
expect any significant drop from last year 
on bluegrasses. Last year was a shortage 
year and I wouldn't be at all surprised to 
see a shortage problem again this year." 

Among the new varieties from LESCO 
are Trailblazer "Dwarf' turf-type tall fescue, 
Wrangler turf-type tall fescue, Commander 
turf-type perennial ryegrass, Regency turf-
type perennial ryegrass, and Shademaster 
creeping red fescue. 

PICKSEED WEST. Drought stress reduced the 
yield on a non-irrigated crop at Pickseed 
West in Tangent, Oregon, says Dr. Gerry 
Pepin, Director of Research. "We also had 
severe stem rust because of the warm, dry 
spring and that resulted in a crop reduction. 

We did have one heavy rainfall in the middle 
of July which certainly didn't help things 
either." 

Pepin says the tall fescues crop is down 
10 or 15 percent from what was expected. 
"Mustang, our big-selling tall fescue, will 
be a little short but should still be in ade-
quate supply. Maverick, another tall fescue 

we have, will be quite short." 
The perennial ryegrass yield is down about 

10 percent below expections, he says. Ade-
quate supplies are expected for Fiesta and 
Fiesta II, though Jacz may be in inadequate 
supply and Blazer will be short. 

"The bluegrasses situation is a little bit 
better," says Pepin. "Touchdown bluegrass 
is very popular. It's very widely used and 
will be much more available than last year. 
America bluegrass, one of our other 
varieties, will be much more limited. Banff 

is probably going to be adequate again also." 
"Of the fine fescues, we have a chewings 

fescue called Victory. That will be in ade-
quate supply. We're going to sell out of 
everything but it should be available. We 
also have a hard fescue called Spartan, which 
will be the same situation. There won't be 
any excess, but it will be available." 

This year the company will be debuting 
a broad-bladed bluegrass called Bronco, says 
Pepin. 

He adds that in terms of pricing, 
bluegrasses will probably stay about the 
same as last year, or may decrease somewhat. 
"I think ryegrass and tall fescue will be up 
a bit. I anticipate that bentgrass should be 
about the same." 

NORMARK, INC President Joe Jacob says 
the Normark seed farm in Tangent, Oregon, 
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has additional acres for production this year. 
Nevertheless, yields are down. "The in-
creased acreage is probably in the neigh-
borhood of 15 percent and our yields are 
off 20 percent or better." 

A warmer than average spring and some 
very hot weather in late June did some 
damage to the crops, he explains. "There 
are some very poor yield reports. Of course 
there's some fair ones, but even the best ones 
are a little below what we would normally 
get." 

Jacob says turf-type perennial ryegrasses 
will be no more available than last year. 
"They were very tight last year and we ran 
completely out with no carry-over. I would 
say that our supplies will not be anymore 
than last year. And that's a most optimistic 
statement. It looks like our demand is going 
to be as good or better than last year." 

Prices will be just as high or higher than 
last year, he says. "Almost everybody is go-
ing to try and hold their prices about the 
same as last year on the proprietary brands. 
We certainly are, but we're going to run out 
too. If demand gets to be as good as we think 
it's going to be, then supplies should be 
tight." 

The same holds true on the turf-type tall 
fescues, says Jacob. "The yields are down 
and the demand seems to be growing. There's 
a good increase in acreage and I think the 

crop is not hurt as badly as the perennial. 
We will have a little bit more of the turf-type 
tall fescues, but I think that the extra de-
mand will more than pick up the slack. The 
prices will be no lower than last year." 

On a brighter note, Normark has had a 
much better bluegrass crop than the past two 
years. "The supplies will be ample," says 
Jacob. "We would expect that price to cer-
tainly not be any higher than last year. Pre-
sent indications are that it will be a little 
bit lower than last year. They'll still be high-
priced because there's no carry-over." 

Jacob says the fine leaf fescues have had 
harvesting problems in the crop in western 
Canada, where there's been a consider-
able amount of rain. However, the crop in 
Oregon has been good. "For the first time 
in two years we've had a good crop of fine 
leaf fescue. But there's a lot of uncertainty 
because they're also having a lot of wet 
weather in Europe which will put additional 
pressure on our supply. I think that the fine 
leaf fescues are going to be on the short side 
and prices are going to be higher." 
"Even our annual ryegrass is going to be 
higher priced this year because the acreage 
is down 20 percent. The yields are off 15 
percent. It's going to be in short supply and 
higher priced this year. I think that we can 
look for all seeds to be a little bit on the 
tight side." 

INTERNATIONAL SEEDS, INC Turfseed yield 
is similar to last year's supply for Interna-
tional Seeds, Inc. of Halsey, Oregon. Vice 
President of Sales, Rich Underwood, echoes 
the complaints of other turfseed growers in 
the West. "We had a hot, dry spring and 
suffered from some drought. At harvest time, 
we had an abnormally high amount of rain-
fall right during our harvest which also caus-
ed some damage." 

Underwood says the company is current-
ly sold out for the new crop of turf-type 
perennial ryegrasses. These include Derby, 
Regal, Gator, Elka, and All Star. Interna-
tional Seeds, Inc. anticipates many shortages 
due to low yields at harvest time. 

Turf-type tall fescues Houndog and Pacer 
also had a disappointing yield and are sold 
out, says Underwood. For fine fescues 
Highlight and Enjoy, production was fairly 
good, but due to a reduction in acres these 
are also sold out. 

"We have two red creeping fescues, En-
sylva and Cindy. We anticipate a fair supply 
of Ensylva, but will probably sell out. Cin-
dy, which is new, is in very limited supply." 

Pricing will be slightly up over last year 
for all species, Underwood says. 

JONATHAN GREEN, INC. Vice President/ 
Sales Barry Green, Jr. compares the various 
yields at the locations where Jonathan Green 
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of Farmingdale, New Jersey farms seed. 
"The harvest in Oregon has been average, 

it hasn't been great," he says. "Bluegrass, 
ryegrass, and turf-type tall fescue have clean-
ed out pretty nicely. It's only taking one or 
two runs through the cleaning house." 

The Northwest had a warm spring and 
the production site did not get a lot of rain 
in late summer, Green explains. "The 
harvest is very good. It's not as heavy as 
we had hoped, but it's good. We already 
have sod-quality Kentucky bluegrass in stock 
now that came from the Madras area." 

The company's production site near the 
Washington-Idaho border wasn't as for-
tunate. "We didn't luck out there anywhere 
near as nicely. They had very warm weather 
early on and the harvest was proceeding 
along very nicely until early July. But about 
the third week of July, they began to get rain 
and it held on. It was very unusual, you usual-
ly don't get rain out there at that time of 
the year." 

Jonathan Green already has yields on 
Richmond turf-type tall fescue, but Destiny 
Kentucky bluegrass and Mesa Kentucky 
bluegrass, which are grown farther North, 
will come in later. Green says Gnome Ken-
tucky bluegrass is in early and has very good 
quality. They are also in good shape with 
Allaire perennial ryegrass. "The acreage on 
that came in really well. We've got 750,000 

pounds of it." 
Green says pricing on perennial ryegrass 

is down substantially at 25 cents a pound. 
Bluegrasses are also down but not quite as 
far as the industry had expected. Mixes were 
going to sell for about $2.50 to $2.75, and 
were up as high as $3.75 last year, he says. 
"People thought bluegrasses were going to 
come down closer to $2, but they're not go-
ing to." 

1\irf-ty pe tall fescue prices will stay at the 
same level as last year. "It hasn't really 
changed much since last year," says Green. 
"There's still a big demand for that. The 
demand has not completely been met yet." 

Now in the works is Sherwood perennial 
ryegrass, which is very resistant to leaf spot. 
Sherwood is very dark green, low growing, 
and extremely rust resistant. A good supply 
of this variety will not be available for another 
few years. "There are no true dwarf rye-
grasses on the market yet and this will be 
the first one." 

GARHBD WliiAMSON COMPANY. John Za 
jac, President of Garfield Williamson of Fair-
field, New Jersey says the company has got-
ten a reasonable amount of seed on all 
grasses. 

Of ryegrass, he says, "We've increased 
our acreage and our yields seem to be on 
target. But the demand from the professional 

market, particularly the overseeding market, 
will probably exhaust our supply by mid-
spring." 

Zajac reports good yields for Jaguar tall 
fescue which also has had added acreage. 
But the supply is expected to be sold out 
well before a new crop is available. 

Eclipse bluegrass has come in better than 
last year, he says, but not as well as expected. 
"We got a week or so of rain which delayed 
the harvest until the windrows could dry out 
sufficiently." 

Zajac says a new bluegrass called Liberty 
is debuting this year. "We have some of that 
available in limited supply and the demand 
will certainly exceed our ability to produce 
it for another year or so." 

Customers were informed last year that 
the company had limited supplies and that 
whatever seed was available should be 
bought right away as it would probably be 
sold out before the new crop was available. 

"Now we're in a position where for the 
last couple of weeks or so there isn't seed 
in the marketplace and they're really look-
ing anxiously to plant. We're trying'to get 
the new crop out to them as soon as we can, 
but you can't hurry Mother Nature." —Julie 
November B 

The author is Assistant Editor of ALA 
magazine. 
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BUSINESS FEATURE 

SUBCONTRACTING JOBS 
Knowing the why's and when's will help you 

determine your operational needs. 

Is subcontracting a winn-
ing or losing proposition? 
That's not an easy question 
to answer. A lot depends 

on your organization's business 
philosophies, as well as your 
particular market area. Some 
lawn care and maintenance 
professionals have found sub-
contracting to be an ideal way 
to lessen the workload during 
peak periods, in addition to of-
fering customers one-stop 
shopping. Others in the green 
industry who have tried farm-
ing out services to different 
companies don't think playing 
middleman is worth the hassle. 

As with every issue, there 
are two sides to the coin. Sub-
contracting has enabled many 
lawn care and maintenance 
operators to break into certain 
markets, most notably those 
commercial segments that 
want one company to do it all 
— from weeding and feeding 
to mowing and trimming. At 
the same time, however, poor 
performance on the part of the 
subcontractor has cost other 
turf professionals customers. 
So before determining whether 
or not subcontracting is a good 
idea, you need to consider how 
it will affect your company's 
productivity, scheduling, pro-
fitability, quality of work, and 
customer satisfaction. 

"A wise contractor stays with 
his main line of work and con-
centrates on his specialty. It's 
easier and more economical 
for him to subcontract atypical 
work," said Bruce Church, 
secretary-treasurer of Church 
Landscaping Company, Inc., Lombard, Il-
linois, who recently was interviewed by The 
Landscape Contractor magazine. "Anytime 
you go outside the realm of your typical 
operation is the time to seriously consider 
subcontracting. Ask yourself, 'Can a sub-
contractor do this job more cost effectively 

Some lawn care professionals are turning to subcontractors for specialized jobs. 

One of a variety of jobs which can be turned over to a subcontractor. 

at the same level of quality without reflec-
ting negatively on the image of your com-
pany to your client?'" 

Oftentimes a subcontractor can do a par-
ticular job more cost effectively. It's the quali-
ty of job and the kind of image he portrays 
that worries would-be contractors. Letting 

another company's work represent your own 
company's image is risky business. While 
money can be made and new services of-
fered , you have to have a tremendous amount 
of. faith in the subcontractor whose hands 
you entrust to serve your customers. For 
some lawn care operators, that risk is greater 
than any possible monetary or production 
rewards derived from subcontracting. 

Bill Rowland, president of the Topeka, 
Kansas-based company Leprechaun Lawns, 
believes in having an area of expertise like 
Bruce Church. His motto is "Keep it sim-
ple, stupid." However, unlike Church, he 
also works by another motto, "If you want 
the job done right you better do it yourself." 

Up until a few years ago, Rowland was 
farming out big mowing jobs and some tree 
work. But he stopped doing so after several 
subcontracted jobs were done poorly. "My 
experience has been that subcontracting has 
always cost me more money than it's made. 
I've just learned to walk away (from certain 
jobs)," he explains. And that includes big 
contracts requiring total maintenance. 

Generally speaking, Rowland says, aeon-



tractor has no control over a subcontrac-
tor s employees. "You have no control over 
what they do or how they do it. And if they 
goof up, the person that contracted the job 
from you does not care that it was a subcon-
tractor who did it or not. They want you 
to take care of it." 

And many times that is difficult since the 
subcontractor was hired to provide a ser-
vice that you don't handle in the first place. 
"If a subcontractor goofs up," Rowland said, 
"that means you not only have a job that 
you don't normally do, but you now have 
a job that's done wrong that you normally 
don't do, and you have to try to correct it." 

To do so, one usually has to hire another 
subcontractor, and he wants an astronomical 
amount of money to correct somebody else's 
mistake, he said. "So now you're paying two 
or three times as much money to get the 
same work done and your client's not happy 
and you're not happy." 

While it is nice to get to get a percentage 
of someone else's business, Rowland says, 
a company needs to weigh the profits against 
the potential losses. All it takes is one slop-
py subcontracting job for a customer to start 
bad-mouthing a lawn care operator's 
business, even though his company wasn't 
the actual one providing the service, he 

explains. 
Rather than putting his company' reputa-

tion on the line, Rowland prefers to pass the 
work on to his colleagues. "If I don't know 
how to do the job, I stay away from it. We've 
got a couple full-service companies here and 
they do a very good job. I just don't feel 
like I am prepared to compete with them." 

Many commercial accounts today — in 
fact, even many residential customers — 
want to deal with one company for their en-
tire lawn and landscape maintenance needs. 
Because of this, there are more full-service 
lawn care companies in business than ever 
before. But it's not always easy for the small 
operator to branch into additional services. 
The chemical lawn care operator would have 
to make a substantial investment in equip-
ment to break into the mowing market. Con-
versely, a mowing maintenance professional 
would have to get a pesticide license and 
familiarize himself with the regulatory re-
quirements if he were prone to enter the 
chemical arena. Without foregoing the op-
portunity to bid on large commercial ac-
counts, subcontracting offers these com-
panies an avenue into markets they might 
otherwise be unable to tap into on their own. 

Rick White, Vice President of Ser-
viceMaster's lawn care division, head-

quartered in Wheaton, Illinois, believes "it's 
worthwhile for a lawn care company to have 
a close working relationship with a mowing 
maintenance company so that they can of-
fer these services together, either through 
subcontracting or referral." 

Since ServiceMaster's lawn care fran-
chises are company-owned, there is no stan-
dard policy regarding subcontracting. 
However, White says, most franchises will 
either recommend a mowing maintenance 
company and bid on a job with two different 
contracts, or serve as the subcontractor who 
provides chemical lawn care for the con-
tracting mowing maintenance company. He 
usually recommends the latter. 

"If you're the lawn care company, you're 
probably going to be on the lawn four or 
five times a year. The mowing maintenance 
company is there every week. He will pro-
bably generate more questions about ser-
vice from the customer," White explains. 

In the case of the lawn care professional 
subbing out work to the mowing 
maintenance operator, he says, "If something 
doesn't get cut or if grass clippings are blown 
onto a patio, it may be another company 
causing the problem, but you're going to 
get the call from the customer who's asking 
what will be done about it. And you're not 
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in a position to say, 'Well, it will be taken 
care of by the end of the day,' because you 
really don't have that much control over the 
other company." 

According to White, traditionally the lawn 
care operator is more apt to serve as the sub-
contractor himself, rather than the primary 
contractor. "The mowing maintenance com-
pany is usuallythe one to contract us to do 
the smaller part oLthe contract," he says. 

While mowing and trimming may be the 
most common subcontracted services, they 
are not the only ones. Lawn renovation, tree 
and shrub care, irrigation and patio or deck 
construction are other popular areas that 
lawn care operators often get involved with 
on a subcontracting basis. And because some 
of these services are requested on a one-
time-only basis or on a schedule less routine 
than mowing, it is often more convenient 
for lawn care operators to subcontract these 
services. 

Don Gerber, president of Gerber Multi-
Service Corporation, Webster Groves, 
Missouri, has used subcontracting as a 
management strategy during times of tran-
sition. For example, Gerber is currently amid 
establishing his company's own irrigation 
division. Rather than turning away calls for 
this specialty, he will sub out the work until 
his company is ready to handle such requests 
on its own. 

Rudd McGary 

In his market area — greater St. Louis 
— there is a big demand for full-service com-
panies. Consequently, Gerber's business has 
diversified quite a bit over the last four years. 
In addition to chemical lawn care, the com-
pany offers tree and shrub care, commer-
cial and residential grounds maintenance, 
landscape design and installation, lawn 
renovation, aeration, reseeding, tuckpoin-
ting (for laying brick patios), chimney 
sweeping and indoor janitorial services. 

One challenge facing Gerber, as well as 
many other owners of multi-service com-
panies, is keeping all of his divisions well 
staffed. Service companies depend on their 
manpower. However, like most service com-
panies, Gerber's has to contend with 
employee turnover at times. 

While there is nothing worse than losing 
a key employee during peak season, the 
situation does not have to be fatal, accor-
ding to Gerber. To lighten the work load 
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during busy periods or when short on staff, 
Gerber subcontracts work out to other com-
panies. Recently, he farmed out a tree spray-
ing job. 

"We've just been too busy. We had a little 
too much employee turnover in that area, 
so I decided to sub the work out," he says. 
"My subcontractor is going to do one whole 
round of my tree and shrub care program." 

Gerber has had positive experiences with 
subcontracting. "I used to have another lawn 
care service in Dallas and I had a lot of luck 
subcontracting out work. I find subcontrac-
ting to be a good way to do things. It gets 
the job done fast. And usually," he says, 
"there are other companies out there that 
are hurting for the business more than we 
are." 

While it may seem like Gerber is giving 
away business, he believes it's best in the 
long run to have someone else temporarily 
service his accounts than lose them 
completely. 

He's never had any problems with sub-
contractors trying to steal his customers, he 
says. "Everyone I've dealt with has been 
very ethical. I haven't seen any subcontrac-
tor overstep his bounds at all." 

Of course, that's because Gerber only 
works with reputable contractors. "I go en-
tirely by their reputation," he explains. "I 
don't fool with shopping price at all. I only 
go for the person that I think will do the 
best job and represent me the best." 

As the primary contractor, you owe it to 
your customers to give them the best. Check 
references, advises Rudd McGary, a senior 
consultant for All-Green Management 
Associates, Columbus, Ohio. "Ask a poten-
tial subcontractor for a minimum of three 
people they've serviced so you can see what 
they thought of the company." 

Naturally, their references will be bias-
ed, because no one is going to recommend 
calling disgruntled customers, he says. 
Therefore, in order to get a more objective 
evaluation of the company's service, he sug-
gests getting additional contacts from the 
subcontractor's original references. "Ask 
these people if they know of anyone who's 
also had the service. That way you'll have 
a secondary source of reference." 

Secondly, he says, find out how com-
petitive the subcontractor's prices are in the 
marketplace. "I would not choose the 
cheapest person out there," McGary says. 
"I might choose the most expensive, but 
before doing so I would like to know what 
is included in that pricing. Most of the time," 
he says, "the competition in the marketplace 
will keep prices fairly close. But occasionally 
you'll see somebody who does better work 
and consequently charges more." 

Another way to evaluate a potential sub-
contractor, McGary says, is to review some 
of the company's advertising literature and 
direct-mail pieces. "Usually the quality of 
this literature will give you an indication 
of the way the company presents itself." 

When choosing a subcontractor, another 
concern is the crew size and employment 
history of that crew. "I always like to ask 
about the crew size and how long they have 
had their crews," McGary says. "If 
somebody says, T can get 40 guys,' that's 
nice. So can I — go down to prison and get 
40 workers," he laughs. "The big question 
is, do they know what they're doing? Since 
you're not going to have direct control over 
the job, you want to be sure that the subcon-
tractor has crews with trained people. You 
don't want to have to worry whether or not 
they're putting in brick courtyards upside 
down or making arbitrary horticultural deci-

sions." 
Generally, if a subcontractor has had his 

crew for over a year, he's had a chance to 
make sure that the crew members know how 
to do the job right, McGary explains. 

One word of caution before getting in-
volved with any subcontractor—make sure 
the company is insured and can provide proof 
of coverage. "If you're planting a tree," 
McGary notes, "you're planting a tree. But, 
if on the second day that tree falls over and 
crushes the house, then you want to make 
sure that the subcontractor has insurance 
to cover it. The key is that the subcontractor 
or supplier has to provide insurance for work 

We Invite You to Attend and 
Be at the Focus of the Action 
at the Largest Growing Trade Show 
and Conference in the East 

FOCUS OISH TURF 
NYSTA 
Turf and Grounds Exposition 
TRADE SHOW and CONFERENCE 

IN ROCHESTER, NEW YORK 
NOVEMBER 3-6,1987 

;Z.\ 
TURFGRASS 
ASSOCIATION 

• 275 Trade Show Booths 
• Pre-Conference Seminars 
• Special Interest Sessions: 

Protecting Ground Water 
A Morning With George Torna 
Research Updates 
Managing Your Water Resources 

• D.E.C. Pesticide Certification 
and Credits 

For further information please contact: 
New York State Turfgrass Association 
P.O. Box 612, Latham, N.Y. 12110 
800-873-TURF 518-783-1229 
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that you don't want to be providing." 
Some lawn care companies avoid subcon-

tracting because of the liability issue. "We 
don't get into subcontracting at all," explains 
Dean Dillard, Assistant Manager of Nu-
Lawn in South Vienna, Ohio. "The biggest 
thing is insurance. If a subcontractor messes 
up, then we'd be responsible for it. And we're 
trying to keep our premiums down by try-
ing to avoid any additional claims," he ex-
plains. "If a customer wants dethatching, 
aeration, or rolling, we have a list of 
companies who we think do really good work 
and we just pass their names onto the 
customer. It's up to them to get their own 
bids from the various companies. That way 
it keeps us from being in the middle." 

While you want to make sure that your 
subcontractor has adequate insurance 
coverage, you must keep in mind that as the 
primary contractor you are liable for all the 
subcontractors you hire. Some insurance 
companies may require your company to 
co-insure your subcontractors regardless of 
that firm's own liability coverage, according 
to Gary Mack of American Lawn of 
Maryland, Inc. in Gaithersburg. 

Proof of insurance on the subcontractor's 
part was not good enough for his insurance 
carrier. In addition to notifying his insurance 
company of his engagement in subcontrac-
ting activity, Mack must co-insure his sub-

contractors. That's a cost that a lot of lawn 
care operators don't think about, he says. 
"If you do use a subcontractor, you can't 
just trade dollars. You have to mark up your 
prices because you have other costs involv-
ed, such as insurance." 

The old formula for marking up subcon-
tracting work, according to Mack, was 10 
percent for overhead, 10 percent for profit, 
and 5 to 10 percent for slop or things that 
went wrong. Today, it's more like 15 to 20 
percent for overhead, he notes. 

Mack does very little subcontracting. He 
has one mowing subcontract, which he 
describes as "a pain in the butt," but he 
prefers to avoid third-party situations. He 
used to act as a subcontractor for mowing 
maintenance companies, but has even 
strayed away from that end. "We had a lot 
of pay problems with mowing subcontracts. 
We do it once in a while now, if I know the 
account and I'm sure I'm going to get my 
money," he says. Oftentimes, he asks for 
payment upfront. "Check the reputation of 
any company you have a subcontract with. 
Will they pay you?" 

Generally, in a subcontracting situation, 
the primary contractor collects payment 
from the customer and then pays the sub-
contractor accordingly. One way to keep a 
good subcontractor is to pay his invoice in 
a timely manner. If you expect him to per-

form on time, then he has the right to expect 
prompt payment. 

All fees should be spelled out in a con-
tract. In fact, any time you engage in any 
business activity with another company, a 
contract should be drawn up. According to 
McGary, a contract provides some quality 
assurance. "A contract is necessary so both 
the contractor and the subcontractor unders-
tand what and when the services are to be 
rendered." In addition, all other terms should 
be spelled out, including payment, proof of 
insurance, and any contingency clauses. 

"Another thing you might consider in your 
contract is some sort of non-compete agree-
ment," McGary suggests. "For instance, if 
we get you a customer and they call you next 
year for some major project, what do you 
think is fair for that continuing business?" 

While subcontracting can open up new 
doors for your business and improve your 
profit margins, you have to recognize the 
risk involved. To minimize that risk, make 
sure you screen your subcontractors careful-
ly. "Make sure you're dealing with people 
that perform the kind of quality of work that 
you expect it to be," advises Mack. "After 
all, they are representing your company and 
your reputation." — Vivian F. Rose • 

The author is Assistant Editor of ALA 
magazine. 
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PEOPLE 

Steve Gipson has joined LESCO, Inc. 
as manager for LESCO parts and 
after-market replacement parts. A 
15-year veteran of the TRW Golf 

Club in Chesterland, Ohio, he served as 
superintendent and general manager. Ac-
tive in many turfgrass associations, Gipson 
was the recipient of the Ohio Ttirfgrass 
Association's Professional Excellence Award 
and a Golf Course Superintendent's Associa-
tion of America scholarship. He is a graduate 
of Purdue University. 

H. John Smith has been elected presi-
dent of Exmark Manufacturing Company 
by the organization's board of directors. 
Smith, who has worked with Exmark in the 
past as a manufacturer's representative for 
the Holiman Company, has held various 
management positions with The Ariens 
Company and Wheelhorse Products, Inc. 

Smith succeeds Robert Martin, who has 
assumed the newly created position of chair-
man of the board of directors for Exmark. 
In this position, Martin will play an ac-
tive role in charting the company's fu-
ture growth. • 

The lawn care industry mourns the loss 
of Dr. Robert W. Schery, noted turfgrass 
seed scientist, lecturer, and consultant. 
Schery, who was founding Executive 
Director of the Lawn Institute, died at 
home in Marysville, Ohio, at the age of 70. 

During his career, Schery originated 
educational and technical materials on 
seeding, maintaining, and renovating 
lawns and sports turf, and served as a 
liaison between the Lawn Institute and 
technical specialists at land grant col-
leges and associated agricultural experi-
ment stations across the country. 

In addition to penning a number of 
books, including Plants for Man, The 
Lawn Book and A Perfect Lawn, he was 
a contributor to Encyclopedia Brittanica, 
Encyclopedia Americana and World 
Book. His research projects involving 
economic botany and popular horticul-
ture also earned him bylines in several 
hundred magazine and journal articles. 

A member of a long and distinguished 
list of industry associations, Schery serv-
ed as chairman of the Lawn and TXirfgrass 
Division of the American Seed Trade 
Association, on its board of directors and 
on various committees. 

Lawn Application 
Signs 

Post treated 
lawns easily 
and safely. 

& 4 w x 4V2" clay-coated 
paper stock signs will 
withstand outdoor 
conditions, even daily 
watering, over ten days. 

Br Space for date and time of application. 
Br Easily mounted on 24" spring wire-

post (included). 
Br Sold in packages of 50. 
Order No. 131380A Package of 50 
Special introductory Price $10.00 

(Minimum order two packages of 50). 

Shipping & Handling Charges (add to your 
order): $2.15 per package of 50. Overpay-
ment will be refunded. 

Central Ordering 
1-800-241-6401 1-800-241-3136 (404) 455-0907 
Outside Georgia in Georgia in Atlanta 

Prices subject to change. 
^ S L BenyMeodows Company 
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TURF EDGER 

Just like a small sod 
cutter, the Blade does 
not spin, the oscillating 
motion does not throw 
debris. 
Self-propelled and push 
models available. 
Rugged design for 
commercial use. 

Disc B lade 

Optional Blades: 
^ Disc Blade for cutting straight edge 

along sidewalks and driveways. 
Right Angle Blade for golf course . 
sand traps, and flower beds. ^ 

< V Blade for removing a strip of turf Right Angle ^ 
along a sidewalk. 

Turfco M f g . , Inc. 
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Ph . 612 /588 -0741 
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CLASSIFIED 

Rotes: All classified advertising is 35 cents 
per word. For box numbers, add $1 plus 
six words. Submit all dassifed ads to: ALA, 
4012 Bridge Avenue, Cleveland, Ohio 44113. 

COMPUTER SERVICES 

Lawn Care Industry Software 

Fortunate Enterprises, Inc. 
18329 U.S. Highway 19 

Hudson, FL 34667 
904/596-6347 or 813/869-2323 

Nationwide network of service. 

ACQUISITIONS 

Wanted To Buy 
Ever-green Lawns, a Division of The Hawley 
Group, Ltd., an international service company 
doing in excess of a billion dollars in sales an-
nually, wants to acquire lawn care companies 
of all sizes. All inquiries strictly confidential. 
Please contact: Steve Hirshmugl, Director of 
Finance and Acquisitions, Ever-green Lawns 
Corporation, 1390 Charlestown Industrial 
Drive, St. Charles, Missouri 63303; 314/ 
946-9700. 

HELP WANTED 

Career Opportunities 
ChemLawn is now accepting applications for 
the positions of Lawn Specialist in our expan-
ding Florida markets. Join the Nation's Leader 
in Lawn Care. Send resume to ALA, Box 323, 
4012 Bridge Ave., Cleveland, Ohio 44113. 

Envelope Stuffing 
$1,000s WEEKLY POSSIBLE stuffing en-
velopes. Rush stamped envelope to: Success, 
Drawer 389, Clanton, Alabama 35045. 

General Manager 
Landscape and Lawn Maintenance firm. Ex-
perience and licensed in applying pesticides 
and fertilizers. Good salary and benefits. Hor-

ticultural background and some office ex-
perience preferred. Work with bush trimm-
ing. Will train. 517/337-7577. 

M I . J 
9|VKHiiisis iveeoea 
Field Specialists, New Jersey region. $20-
$25K. For more information, call 201/ 
755-2812. EOE. 

Ever-Green Lawns Corporation, a division of 
the multi-national Hawley Group, Ltd. in-
terested in discussing management oppor-
tunities with lawn care professionals looking 
for a change. Please respond in writing only 
to: Corporate Recruiting Manager, Ever-Green 
Lawns Corporation, 1390 Charlestown In-
dustrial Drive, St. Charles, MO 63303 

Manager Position 
Aggressive person to be a working manager 
of established landscaping and lawn care com-
pany. Prefer person experienced in sales, land-
scaping and supervision. Owner semi-retiring. 
Send complete resume to Box 326 ALA, 4012 
Bridge Ave., Cleveland, OH, 44113. 

Positions Open 
Growing landscape firm located in south-
western U.S. has openings for qualified Opera-
tions Director responsible for all landscape in-
stallation projects and qualified Maintenance 
Superintendent. Require minimum of seven 
(7) years commercial landscaping installation 
and/or maintenance management and outstan-
ding supervisory skills. Degree in landscap-
ing or related field desirable. Salary and benefits 
commensurate with experience. Send resume 
and salary needs to Landscaping, Box 25,10231 
N. Scottsdale Road, Scottsdale, AZ, 85253. 

Manager Position 
Quality conscious, Texas-based landscape 
management firm has immediate opening for 
detail-oriented Operations Manager and/or 
Business Manager. If you have outstanding pro-
fessional, managerial and horticultural skills 
and are not afraid of hard and healthy team-

work, then you could qualify for a top position 
with the finest landscape firm in the southwest. 
Outstanding compensation and opportunity. 
Reply today to: ALA, Box 325, 4012 Bridge 
Ave., Cleveland, OH, 44113. 

FOR SALE 

Lawn Care Equipment 
Hannay reds new in-the-box, E1526s, E1530s, 
$339; lawn spray hose, 275 psi and 600 psi, 
all sizes; original Imler measuring wheels, $48; 
glycerin-filled gauges, 0-60 psi to 0-1,000 psi, 
$19.95; polypropylene ball valves, 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/B34-LAWN 
— outside of Michigan 
313/543-2200 

1985 F350 with 550 gallon stainless steel tank. 
11,000 miles. Brand new condition. $12,900 
all equipped. 313/468-1414. 

Business 
Well-established lawn maintenance and land-
scape service featuring roof cleaning, light 
sprinkler repair and fertilizing. Contracts wtih 
major real estate companies. Known for quality 
service. Excellent growth for past five years. 
Major Texas location. -19023. International 
Business Exchange, P.O. Box 15046, Austin, 
TX, 78761. 512/339-0000. 

Business 
Lawn Spray business servicing approximate-
ly 5,000 accounts in Detroit metro area. Ex-
cellent routing. Low square footage. Good pro-
fit mai^in. Respond to: ALA, Box 327, 4012 
Bridge Ave., Cleveland, OH, 441D. 

Sprayer Information 
Every sprayer can benefit by reducing risk of 
toxic fumes, with do-it-yourself instructions. 
SASE and $10. Durkee Spraying Service, 
Beaver, OK, 73932. 
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NEW, 3-TRACK EDUCATIONAL 
FORMAT - 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, epjoy 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 

r 
YES! I'M INTERESTED IN 
ATTENDING PLCAA 
SAN ANTONIO '87. 
PLEASE SEND MORE 
INFORMATION ON: 
• Registration 
• Exhibiting 
• Membership in PLCAA 

•«xv o' Gooa "X 

l o w ; § ' 

COMPANY . 

ADDRESS . 

CITY 

STATE . . ZIP. 

Cut out and mail to: 
Professional Lawn Care Association of America 
1225 Johnson Ferry Rd., NE, Suite B-220 

L Marietta, GA 30068 ALA J 
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Standard-Particle 
SulfurCoated 
Urea Fertilizer 

(800) 321-5325 
NATIONWIDE 

(800) 362-7413 
IN OHIO 

LESCO 
YEARS 

S E R V I N G T H E G R E E N I N D U S T R Y 

LESCO, Inc. 
20005 Lake Road 

Rocky River, Ohio 44116 
(216) 333-9250 

Only LESCO offers four distinctly dif-
ferent sulfur-coated urea fer t i l i zers . 
Each avai lable in a var iety of analyses. 

Choose f rom our standard formulat ion, 
a new intermediate mini-size, the popu-
lar ELITE micro-particle products or the 
n e w ELITE w i t h iron and manganese 
bonded to every part icle. 

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. 
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