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MAKE MORE PROFIT E—
AT EVERY STOP e
WITH CHIPCO 26019, [

two ways to make more profit. Go out and
get more customers. Or get more business
Q = from the customers you already have.

' CHIPCO 26019 fungicide helps you do both.

CHIPCO 26019 fungicide controls most
major lawn diseases, including Helmintho-
sporium Leaf Spot and Melting Out,
Fusarium Blight, Brown Patch, Dollar Spot
and Red Thread. And unlike some other
fungicides, CHIPCO 26019 fungicide stops
these deadly diseases before they get
started.

Better yet, CHIPCO 26019 fungicide
provides the month-long protection it takes
to get you from one scheduled round to
the next. That cuts down on customer
complaints and costly call-backs.

You'll also like the fact that CHIPCO
26019 fungicide now comes in a con-
venient flowable formulation as well as
wettable powder. Plus, CHIPCO 26019
fungicide is low in toxicity, for added
protection to applicators and homeowners.

So don't stop with just feeding and
weeding your customers’ lawns. Discover
how better disease control can add up to
bigger profits with CHIPCO 26019 fungicide.

Rhone-Poulenc Ag Company, CHIPCO
Department, PO. Box 12014, Research
Triangle Park, NC 27709.

FUNGICIDE

20019

FUNGICIDE

@RHONE—POULENC AG COMPANY

Please read label carefully and use only as directed
CHIPCO® is a registered trademark of Rhone-Poulenc

Circle 22 on reader service card
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This month’s cover story ex-
amines recent equipment and
chemical acquisitions in the
lawn care industry. Find out how
the industry is changing and
who is trying to grab a bigger
share of the marketplace.
(Illustration by free-lance artist
Milan Kecman of Cleveland,
Ohio.)
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' INSIDE STORY

urfseed market research is a topic
which never grows old. Year after
year researchers strive to come up
with just the right seed to satisfy
industry demands for perfect turf.

Perfect’s alittle hard to come by, but seed
researchers feel they're coming a step closer
every year.

Like last year, ALA is bringing you our
seed research and development report this
month. We'll then bring you our turfseed
market report in September.

Endophyte enhancement and dwarfism
lower the maintenance needs of turf and
are just a few methods researchers are ex-
perimenting with to improve overall seed
quality. Relatively new, researchers are tak-
ing advantage of endophyte, a natural in-
sect repellant found in the perennial rye-
grass and tall fescue plants, by backcross-
ing it into more varieties.

According to seed researchers, endo-
phyte reduces the need for pesticide applica-
tions. However, at least one seed resear-
cher said endophyte use may have limita-
tions such as a short shelf life.

For more on this and other developments,

turn to our special report on seed research
and development.

In addition to seed, we've included sev-
eral articles on the maintenance of sports
fields, and how the quality may or may not
relate to sports injuries.

There’s no question that the maintenance
of sports fields is taking on new notoriety.
Studies comparing the quality of natural

turf to the number of athletic injuries are
being conducted with some alarming
findings.

In a recent study of high school practice
and game fields in Pennsylvania, it was
found that 21 percent of the injuries reported
over one football season may have been
caused by poor field conditions. The ma-
jority of injuries reported were to the knees,
ankles and feet.

Standing alone, the percentage may not
seem high, but when it’s combined with
numbers from across the country its sig-
nificance increases.

In this month’s cover story, you’ll find
an overview of acquisitions made in
the lawn maintenance industry in the last
year. Find out how consolidation has af-
fected the industry and how service industry
giants Waste Management and Ecolab have
made aggressive entries into the lawn care
market. o

Al

OUR STANDARDS:

TUFF
TUFFER
TUFLEX

Some spray tanks are tuff. Others are tuffer. Tuflex-built
tanks are the toughest because of our uncompromising
standards in design, materials and craftsmanship.

Tuflex is the only manufacturer that specializes in
hand-crafted seamless fiberglass tanks and spray systems
for 'the pest control and lawn care industry. Our 10 to 1200
gallon tanks won't leak, rust or pit, o
sothey can handle your tough- ™ e .

estjobswith little or no future ==
maintenance. And —

we stand behind our

tanks with a full five-

year warranty.

After 20 years of 4
servicing the world’s
leading lawn care com-
panies, we've proven that
nothing compares to Tuflex
because nothing is tougher
than our standards.

MANUFACTURING CO.

Call toll-free 1-800-327-9005 for prices on our complete line of tanks.
In Florida, call collect (305) 785-6402.
1406 S.W. 8th St., Pompano Beach, FL 33060
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VIEWS ACROSS THE INDUSTRY

“The football fields I've worked on haven’t

had enough sand or been core aerated
enough. One field had too much clay. We've
helped a couple schools resod and made
sure they got the starter fertilizer underneath
first. We once found by double measuring
that a high school football field was about
24 feettoo short. Atanother school’s base-
ball diamond, the pitcher’s mound was
about 16 or 18 inches off.”” Norm Monska,
Commercial Lawn Care, Dublin, Ohio

HAVE YOU EVER SERVICED SPORTS TURF?

“We are currently spraying Little League
baseball diamonds for free. The Little
League Association asked if we wouldn’t
mind doing this in return for an advertise-
ment on the backstop. We don’t deviate from
our normal fertilizer and herbicide applica-
tion program for the sports turf. It’s just
a PR thing for the community, we’re not
swamped with customers because of it.”
—JayMcNalis, Turftreet Division of Coun-
try Gas Company, Crystal Lake, Illinois.

“We are currently servicing professional-
ly installed soccer fields at a regional col-
lege. The program is very similar to the
program that we run for residential accounts
because on this site it was necessary to have
just as much management. We also main-
tain fields for Little League operations
and a number of school systems. A lot of
what we do has a great deal to do with the
budget. — Frank Reynolds, Reynolds Lawn
Care Inc., North Branford, Connecticut.

CALENDAR

June 17

Pesticides and Practical Applications,
sponsored by the Associated Landscape
Contractors of America, Ramada Inn
Airport North, Phoenix, Ariz. Contact:
Martha Lindauer, ALCA, 405 N. Wash-
ington St., Falls Church, Va. 22046;
703/241-4004.

June 23

University of Massachusetts Turfgrass
Research Field Day, University of
Massachusetts Turfgrass Research Center,
South Deerfield, Mass. Contact: Dr.
Richard J. Cooper, Dept. of Plant and Soil
Sciences, University of Massachusetts,
Amherst, Mass. 01003; 413/545-2353.

July 10-12

Mid-Atlantic Nurserymen’s Summer Trade
Show, Virginia Beach, Va. Contact: Mid-
Atlantic Nurserymen’s Trade Show Inc.,
PO. Box 314, Perry Hall, Md. 21128;
301/256-6474.

July 12
Sports Turf Seminar and Field Day, co-

sponsored by the PGMS and the Sports Turf
Managers Association, College of the Ho-
ly Cross, Worcester, Mass. Contact:
PGMS, 12 Galloway Ave., Ste. lE,
Cockeysville, Md. 21030; 301/667-1833.

July 19-20

Athletic Facilities Maintenance Manage-
ment Seminar, co-sponsored by the city of
Lenoir, N.C. and Porter Brothers Inc.,
Mulberry Street Recreation Center, Lenoir,
N.C. Contact: Professional Grounds
Management Society, 12 Galloway Ave.,
Suite 1E, Cockeysville, Md. 21030;
301/667-1833.

July 25-27

EXPO 88, Louisville, Ky. Contact: Mary
Jane Reynolds, sales director, International
Lawn Garden & Power Equipment Expo,
PO. Box 70465, Louisville, Ky. 40270;
800/558-8767.

July 26-28

1988 Midyear Dealer Conference (Roun-
dup), Indianapolis, Ind. Contact: Lisa
Scott, National Fertilizer Solutions

Association, 10777 Sunset Office Dr., Ste.
10, St. Louis, Mo. 63127; 314/821-0340.

Aug. 12-15
1988 TAN-MISSLARK Regional Nursery

and Garden Supply Show, Astrohall,
Houston, Texas. Contact: TAN-MISS-
LARK, 7730 South IH-35, Austin, Texas
78745-6621; 512/280-5182.

Sept. 14-16

New Jersey Nursery & Landscape Show,
sponsored by the New Jersey Association
of Nurserymen, Atlantic City, N.J. Con-
tact: New Jersey Association of
Nurserymen, Bldg. A, Ste. 3, 65 S. Main
St., Pennington, N.J. 08534 ; 609/737-0890.

Oct. 22-24

Third Annual Landscape Exposition,
Nashville Convention Center, Nashville,
Tenn. Contact: Becky Lerew, show man-
ager or Mary Sue Christoffers, sales man-
ager at 203/853-0400; or send inquiries to
Landscape Exposition, c/o Edgell Exposi-
tions, 50 Washington St., Norwalk, Conn.
06854. &
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NEWS IN BRIEF

FACTORY-MANUFACTURED GRASS
DEBUTS IN THE UNITED STATES

After eight years of testing in Europe, Fast
Grass™ is making its American debut.

In the country just over three months,
Fast Grass is sprouting up all over making
sod farmers and landscape contractors, in
particular, take notice, according to Evan
Melby, co-owner of the newly formed com-
pany which goes by the name of its product.

The concept behind Fast Grass is sim-
ple. Just take a roll of the product — made
of jute, hemp, flax, a thin layer of
biodegradable plastic and seed — roll it out
onatemporary planting spot and add water.
Irrigation creates a nutritive solution allow-
ing germination and growth of the seeds,
Melby said. Usually within 30 days it can
be rolled up and transferred to a permanent
planting area.

Fast Grass contains about one pound of
seed per 100 feet and costs approximately
17 cents to 20 cents per foot.

The product made its U.S. debut at the
California Landscape Contractor Associa-
tion’s recent trade show in Long Beach.
Melby and co-owner Doug Cowle bought
the U.S. rights to the patented growing
system from Germany.

Just before the grass is ready to be
transplanted, the sod is rolled up — roots
and all, according to Melby. Within two
to three days of replanting, the root system
of the sod begins to adhere to the ground,
and within one week it can’t be pulled up,
he said. “All you do is water, and once it’s
grown you roll it up again and sell it.”

Melby predicted that sod farmers who
once yielded only two crops per season can
now increase their yield to 10 crops a year.

The product is factory-manufactured and
seeded just before the mat is completed,
Cowle said. The product then runs through
apuncher which perforates it with millions
of holes through which the grass roots can
grow. Weeds, however, cannot penetrate the
plastic layer.

As the roots mature and grow, the plastic
material is broken up and disintegrates.
Melby said the grass remains virtually weed
free for more than a year.

Melby and Cowle are currently working
with U.S. seed companies to provide seed
for their product. However, Fast Grass even-

Evan Melby, co-owner of Fast Grass, holds a roll
of his Fast Grass product as it looks before watering.

Within 30 days, the Fast Grass mat turns into sod ready for replanting. Melby and co-owner Doug Cowle
bought the U.S. rights to the patented growing system from Germany.

tually will market its own blend of fescue
which will maintain its consistency no mat-
ter where the product originates, Cowle
said. Variations will be available for dif-
ferent areas of country.

Fast Grass comes in rolls four feet to 12
feet wide and 12 feet to 100 feet long. For
football fields and soccer fields in par-
ticular, Fast Grass contains few seams per
roll, Melby said.

Although U.S. sports arenas have not yet
tried Fast Grass, golf courses and soccer
fields in Europe and the Middle East are
made from the new product.

Melby and Cowle maintain Fast Grass
headquarters in Oxnard, Calif., but will
soon open branch offices throughout the
country.

The innovation can also be used for ero-
sion control and to avoid flooding on slopes.

LIQUI-LAND GOES
OUT OF BUSINESS

After 14 years in the fertilizer industry,
Liqui-Land Corp. quietly closed its doors
and went out of business.

The Niles, Mich.-based company was a
regional manufacturer of liquid fertilizers
atthe wholesale level in Michigan, Indiana
and portions of Ohio. The company was
also a distributor of N-Sure,™ an Arca-
dian Corporation product.

Sandy Nelson, owner of the now defunct
company, said several things led to the clos-
ing of Liqui-Land, including one
customer’s cancellation of 70 percent of its
business with Liqui-Land two days before
it was to be shipped. Nelson declined to
name the company.

And rumors that some LCOs in the
Michigan area were changing to dry fer-
tilizer caused her further concern. So in
fairness to her other customers and while
the going was still good, Nelson made the
decision to close Liqui-Land.

“It was a business decision. I could have
gambled, but it’s tough being in business
today, especially for a small company,” she
said. “I had to decide if it was worth it
anymore.”

Along with Liqui-Land, Nelson also
closed the door on her transportation com-
pany which, in conjunction with Liqui-
Land, transported chemical shipments.
Equipment and other physical assets of the
two companies were sold at a recent auc-
tion. Nelson then sold the real estate to a
local Niles businessman. Nelson’s 12-year-
old lawn spray company, Liqui-Lawn, was
sold to a Spring Green franchise.

(continued on page 10)
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HOW ROUNDUP HERBICIDE HELPS
YOU GET MORE PROFIT OUT OF

- SITE PREPARA'I'ION

With one treatment of Roundup”
herbicide you can get broad-
spectrum control of just about every
variety of grass, broadleaf weed and
brush you're likely to come across.
Just spray the area to be planted,
wait 3 days for annuals and 7 or
& more days for brush—and plant. It's
- % aseasy—and can be as profitable —
S as that.

This is a great way to use Roundup
to expand your business. With
Roundup, you'll be able to renovate
any lawn in 1/12th the time it would
take you to do the job mechanically.
F Just spray; wait 7 days; slice, seed
and water well. Fall is the best time
for lawn renovations.

Hand-weeding and string trimming
are a waste of time. With Roundup,
you'll get longerlasting results —and
k do the job more easily and quickly.
And remember, no matter where you
use Roundup —around patios, steps,
gravel driveways, fencelines, tree
rings—you, and your customers, can
feel confident because Roundup is
biodegradable, odorless and prac-
Sl St g ‘ tically non-toxic to wildlife, pets and
people When you put Roundup to work for you, you'll be helping to make
your entire operation more professional —more profitable.

Monsanto

ALWAYS READ AND FOLLOW THE
LABEL FOR ROUNDUP HERBICIDE
Roundupe is a registered

trademark of Monsanto Company.

© Monsanto Company 1988
RIPS-101B

VERSATII.E EFFEC'I'IV
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NEWS
(continued from page 6)

In season, the three companies employed
a total of 10 people. Although some have
been fortunate enough to find other jobs,
some are still searching, she said.

Remaining Liqui-Land accounts were
split up among area competitors, Nelson
said. “They’ll all be taken care of. I tried
to lead my customers in the best direction
whenever possible.”

Nelson said she had no regrets about clos-
ing Liqui-Land. In fact, she’ll probably
return to the industry in the near future.

“I'have no bad feelings and look forward
to a new challenge,” she said. “T’ll take a
breather and then examine my options. I've
had a couple of offers, so I'll probably stay
in the fertilizer industry.”

CONTRACTORS FORCE CHANGE
IN HAZARD COMMUNICATION LAW

Shortly before the federal government’s ex-
panded Hazard Communication Standard
went into effect May 23, several provisions
were indefinitely deleted from the law. The
last-minute changes stem from objections
raised by landscape contractors.

As a result, the following three provi-

sions of the standard are not currently in
effect or enforceable for non-manufacturing
companies recently covered by the stan-
dard: the requirement that Material Safety
Data Sheets be provided on multi-employer
worksites, coverage of any consumer pro-
duct excluded from the definition of ‘‘hazar-
dous chemical” under the Superfund
Amendments and Reauthorization Act of
1986 and coverage of any drugs regulated
by the Food and Drug Administration in
the non-manufacturing sector.

Under the jurisdiction of the Occupa-
tional Safety and Health Administration,
the expanded hazard communication stan-
dard will apply to 18.4 million non-
manufacturing employees and, among
other things, is designed to provide
employees with information about the
potential hazards of chemicals to which they
may be exposed on the job.

The changes were in part the result of
urging by the Associated Landscape Con-
tractors of America. ALCA andacoalition
of other construction trade associations,
urged OSHA to extend the implementation
date of the hazard communication law
because it was imposing unreasonable and
unfeasible obligations upon construction
industry employers.

Inparticular, arequirement that all writ-

ten hazard communication programs in-
clude the method employers will use to pro-
vide other on-site employers with MSDS
was an area of concern.

According to ALCA, OSHA's approach
to the law failed to recognize, “certain basic
realities of the construction industry in-
cluding the sheer number of contractors
at many sites, the number of covered
substances in use on the site, the fact that
contractors come and go at random times
during the construction process and the fact
that oftentimes the general contractor is not
even present when work is in progress.”

As a compromise, ALCA recommend-
ed that the agency satisfy the requirement
by simply requiring contractors to have their
MSDS available on some reasonable basis,
i.e. either in their truck or at a local office
where they can be obtained on short notice,
or by having contractors post copies in a
central place on site.

A final decision by OSHA has not yet
been made; however, the major elements
of plans for compliance will probably not
be available until summer, according to a
spokesman from the Office of Management
and Budget.

Other provisions of the standard require
chemical manufacturers and importers to
evaluate the hazards of chemicals they pro-

Lawn Care
Management
System

A Complete
Software Solution
for Chemical
Lawn and Tree Care
Companies

PRACTICAL SOLUTIONS, INC.
500 West Wilson Bri Road
Worthington, Ohio
(614) 436-9066

Circle 29 on reader service card
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IF YOU'RE SERIOUS ABOUT LAWN
MAINTENANCE, YOU NEED THESE

FLOWABLE CHARCOAL...activated charcoal in a liquid.
Fast, Simple cleanup of hydraulic spills even on grass.
Prevents phytotoxicity. Assists germination.

MARKER...a spray pattern indicator with a clinging effect
which holds herbicides to the leaf longer. Non toxic, no effect
on herbicides, pesticides, or fertilizers.

TREBOR CORPORATION

4045-A Jonesboro Road ¢ Forest Park, GA 30050
404/366-0957 * Telex 759-353 ¢ (Outside Georgia) 1-800-331-1449
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duce or import, to develop the technical
hazard information for MSDS and labels
for hazardous substances and to transmit
the MSDS and labels downstream to users
of these substances.

TWO CIBA-GEIGY PRODUCTS
RECEIVE EPA LABEL APPROVAL

Subdue® 2 percent granular fungicide and
Pennant® liquid herbicide recently receiv-
ed label approval from the Environmental
Protection Agency.

The 2 percent granular formulation has
been in the works for more than two years
and will eventually replace the Subdue 5
percent granular formulation, on the market
since 1985, according to Joe Prochaska,
Ciba-Geigy product manager. The new
granular was not designed, however, to
replace Subdue liquid.

These are just two of the products Ciba-
Geigy expects EPA labels on this year. Pace,
a turf fungicide, is expected to receive its
label and trial usage sometime this year,
Prochaska said. And it was less than a year
ago that Triumph and Banner were in-
troduced by the company.

Subdue 2G received a broad label ap-
proval and is labeled for turf and ornamen-
tals. In particular, the product is labeled

for control of Pythium and Phytophthora
disease forornamentals. The fungicide can
be used on a variety of ornamentals grown
for indoor and outdoor landscaping, or on
container, bench or bed-grown ornamen-
tals in greenhouses or outdoor nurseries.

The fungicide label also allows for testing
of Subdue on a plant variety not specifical-
ly named on the label. If no injury occurs,
thenit’ssafetouseit, Prochaska said. Sub-
due is available only in 25-pound bags.

Since Ciba-Geigy knew the Subdue 2G
would eventually replace the 5G product,
the granule size of the fungicide was
developed large enough for calibration, he
said. The fungicide also dissolves quickly.
Within one irrigation, Subdue will dissolve
into the soil.

Subdue 5G will be phased out this year.

Pennant liquid herbicide, already
available in granular form, offers profes-
sionals another option in application. The
new formulation can be mixed with other
products and easily sprayed on field-grown
ornamentals.

Pennant is good for control of rapidly
creeping nutsedge, tough annual grasses
including crabgrass, barnyardgrass
(watergrass), galinsoga and some
broadleaves.

“Both landscape and nursery profes-
sionals like Pennant because its shoot ac-

tivity makes it safe for the surrounding turf
and ornamentals,” Prochaska said.

He added that Pennant is absorbed into
weeds through the shoots just above the
seed, not through the roots.

SNAPPER OFFERS TWO
COMMERCIAL LEASE OPTIONS

Snapper Power Equipment’s lease program
features several lease terms to meet the
needs of its commercial customers. The
whole commercial equipment line of
mowers, core aerators and power rakes has
the potential to be leased under one of two
options.

The regular program offers a 12-, 24- or
36- month lease period. The Six Plus Six
program allows the scheduling of low mon-
thly payments during the months of Oc-
tober through March when revenues are
generally lower.

With changes in federal tax laws, Snap-
per officials said they've seen leasing
become one of the fastest growing segments
in the financial market. In addition, leas-
ing allows commercial operators to con-
serve working capital, keep open a bank
line of credit for other purchases and avoid
fluctuating interest rates through fixed
contracts. &)

from METKO, INC.
M 1251 MILWAUKEE DRIVE
NEW HOLSTEIN, Wi 53061

M-100 Standard Ramp — built for
standard size American made
pickup trucks. Loading capacity
1300#. $425.00.

M-200 Mini Ramp — built for mid
size and mini imported pickup
trucks, trailers and vans. Loading
capacity 1000#. $350.00.

M-300 Porta Ramp — built for any
size vehicle, trailer or van. Stores
in vehicle while in transport. Load-
ing capacity 800#. $170.00.

M-400 Cab Guard — protects
driver and pickup truck cab win-
dow. Mounts in minutes. Allows
maximum bed space and rear win-
dow visibility. $82.00.

ALL PRICES INCLUDE FREIGHT
Call and order direct today:

T 414-898-4221

Why Mow and Go?

Stay and Seal Coat. Asphalt Seal Coating is a
perfect add-on for Lawn Maintenance Companies

Easy Sell to your Present Customer Base

Extends Season
80% Profits
$100,000 year
realistic

Piston Sand
Pump.

Finest in Industry
16 HP IC Engine. e
W oo 4

p= = e=e=ePlease send information = « = = - «
f

! Name

Qualified
Applicants No

i

1 Company
B
g Address
Over 20 Years :City State Zip
Call Mail To

(813) 921-7212 :Jevco Manufacturing Co., Inc.

.4561 Samuel St., Sarasota, FL 34233
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PLCAA UPDATE

“The service was unauthorized.”
““I'wasn’t home when you made the appli-
cation.”"

““You only sprayed part of the yard."’
“Atechnician told me I don’t haveto pay."’
“You killed my (grass, flowers, trees.)"’
“You serviced the wrong lawn.”’

ustomers can come up with a varie-
ty of inventive excuses to avoid pay-
ing for lawn care services.
About five years ago, a few
PLCAA board members were experienc-
ing collection problems of their own,
resulting in the start of a credit association
to help the membership manage its delin-
quent accounts.

Under the Professional Lawn Care Credit
Association of America (PLCCAA),
member firms currently receive 60 cents
for each dollar that is collected on overdue
accounts. Twenty cents covers the collec-
tion effort and the remaining 20 cents funds
PLCAA membership benefits such as train-
ing manuals, regional meetings and speaker
fees. (Anannual contribution totaling more
than $10,000.)

In a recent development, the board

Martin

authorized a discount on the service for
members who have already contributed
above a certain dollar amount in fees to the
PLCAA.

L. James Martin, PLCCAA executive
director, said that once an individual has
contributed more than $2,500 toward
association benefits, this portion of the rate
would drop from 20 percent to 10 percent.
After someone has contributed more than
$5,000, the rate drops to zero percent and
the member pays only 20 percent for the
collection service.

According to Martin, the change is an
incentive to promote extensive use of the
service. Under the new format, it will be
possible for a member to net collections
as high as 80 percent.

The PLCCAA collects on overdue ac-
counts by sending a series of collection let-
terstoclients, urging them to pay theirbills
or inform the association why they haven't.
I take advantage of whatever input we get
from the clients,” Martin said. *“We either
try to rectify a problem or settle a claim
as the case may be.”

Whether or not results are favorable
depends on both the size and age of the ac-
count, he said. In other words, it's easier
to collect on an account that's 90 days past
due rather than six-months-old *“‘because
attitudes have hardened.”

The PLCCAA isalso more aptto get pay-
ment on smaller bills than larger ones,
where typically some disagreement or
dispute has occurred between the parties.

Martinsaid thaton average, the PLCCAA
collects better than40to 50 percent of over-
due accounts. “I would say that we’re pret-
ty darn successful.”

In 1987, more than $1 million was collected.

Qut new

Brian Lawrénce:

1-800-533—6086

Un lowa, calf collect:’ 319/243358001

modernized plant ln Cllnton, lowa is now deﬂverfng Formolene LU®
(fow ureal, the slow-release, fow-burn liquid fertilizer protected by twelve U.Sand
foreign patents. Formolerie LU/ is aiso produced at plants located to serve major
marckets throughout the contmental u.s, $ome dlsgrlbutorsmps avauable Call

Hawkeye Chemlcal Company. Box 899 Clinton; lowa 52732
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Take Life’s Twists And Turns In Stride.

For all the hairpin turns, the long stretches of straightaway, all the obstacles in your way, Toro presents the
Groundsmaster® 220-D. No other out-front riding rotary mower is as mancuverable, as effortless to operate or
provides as much trim productivity. [_| Toro engineering and design is the reason why. A small, compact wheelbase*
provides a small uncut trim circle and tight turnaround enabling you to trim close around any obstacle. Or get into
and out of tight areas. [_| Quadlink power steering provides even more mancuverability. Operators can make sharper,
casier turns with virtually
no fatigue. || For power,
the Groundsmaster 220-D
packs a compact liquid-
cooled, 3-cylinder
Mitsubishi diesel engine.
That means more

efficient and durable
engine power and
reliability. [_| But the real test of any machine is its quality of cut. And the Groundsmaster 220-D passes with flying
colors thanks to patented floating decks that allow the cutting units to follow ground contours smoothly without
scalping. And there are three decks to choose from: 52", 62" or 72". [_] A deck-to-tractor weight transfer knob
provides even more cutting control. A twist of the wrist easily balances cutting unit flotation to height of cutand
traction needs. And the Groundsmaster 220-D is so versatile that all existing 200 Series Toro cutting and

attachments retrofit to it. [_] Itis easy to see how Groundsmaster 220-D runs

circles around the competition. Now it’s time to see for yourself. Request a
demonstration or watch our new video. Call your local Toro Distributor
or contact Toro at the address below. The Toro Company, Com-
mercial Marketing Services, 8111 Lyndale Avenue South,
Minneapolis 55420.

The Professionals

*Wheelbase is the distance berween the front and rear axde. “Toro™ and “Groundsmaster™ are registered trademarks of the Toro Company. ©1988 The Toro Company ﬂ]at KBﬁPYOLI
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CLIPPINGS

Rosy picture. The rose is America’s most
popular flower according to a new garden
survey conducted by the Gallup Organiza-
tion. Results show that there are 23 million
rose-growing households in the U.S. —
nearly 26.9 percent of the nation’s total.
Americans spent about $400 million in 1987
for the pleasure of growing roses.

The national survey was conducted for
All-America Rose Selections, a non-profit
group dedicated to producing roses of
superior quality.

Thetypical rose grower, according to the
survey, is a well-educated married woman,
30 years old or more, living in a high in-
come suburban home.

The survey showed, however, that rose
bush purchases in 1987 were almost equal-
ly divided between men and women. Fifty-
one percent were female; 49 percent male.
Thirty-seven percent of the consumers were
professional or business people, but 18 per-
cent were retirees. Ninety-four percent had
a high school education or more.

Another finding was that people who have
rose busehes are apt to buy more roses than
non-growers. Almost one out of every two
households with rose bushes (46 per-

cent) made rose bush purchases in 1987.
The average purchase, generally made in
a garden center or retail nursery, cost
$36.64.

Eight of 10 people who grow roses don’t
find themto be *‘too much work,” contrary
to what some believe. And almost no one
finds the rose unattractive. Only 1 percent
of those who don’t grow roses, and a like

percentage of those who do, cited unattrac-
tiveness as a reason for not growing roses
or growing more roses.

On the air. New developments and benefits
of bio-organic lawn and garden care were
recently described to listeners of the popular
Bob Flagg Garden Show in the Houston
area when Rob Ringer, national training
director of the Ringer Corporation, was the
show’s guest expert.

During the discussion, Ringer explain-
ed the advantages of applying natural in-
gredients, such as microorganisms, en-
zymes and high-protein materials, to pro-
duce thick, vigorous turf which also resists
lawn disease and drought problems.

He cited the company’s development of
Lawn Restore and other Restore products
asamajor contributionto the current trend
toward all-natural, environmentally safe
and more effective turf treatment.

Ringer Corporation, a Minneapolis-
based company, was founded more than 25
years ago to develop, manufacture and
market all-natural, bio-organic lawn and
garden products. B

495"

Add THE MIXER to your rig

Introductory Offer

THE MIXER

and mix your chemicals on the job

Adapt THE MIXER to your rig in minutes*. Then
simply dial the percent of finished spray desired...and
spray. THE MIXER's patented Micro-Injection
System™ automatically meters any liquid chemical
concentrate directly from the chemical manufacturer’s
container and mixes it with the water drawn from your
tank. No chemical passes through your pump. Switch
chemical concentrates anytime. Control mixture
anytime. And...never carry anything but water in your
tank again.

THE MIXER comes with two brass 34"x"2" reducer
bushings, one 34"x%s" galvanized 90° EL, calibrator
kit and instructions.* Requires pump delivering 2.3

. GPM minimum and 2" ID hose minimum.

For more information contact your local distributor or:

Power Spray
Technology, Inc. 324 Rt. 59, Monsey. NY 10952/In NY: 914/357-8383 Out of State: 800/433-1128
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You are in the fight

of your life, and you need
all the help you can get.

A powerful coalition of self-
appointed "public interest"
groups are using fear and misin-
formation to bring about the
virtual elimination of pesticides.

If they succeed, the result will
be a disaster for our health and
our economy. And if pesticides or
herbicides are part of your
business, you just might be out
of business.

If you share our concern about
this trend, then join us in
fighting for our rights. We are the
Pesticide Public Policy Founda-
tion (3PF). 3PF works closely
with urban pesticide applicators

Yes! I want to
contribute to 3PF

and join the effort  arrucaror
Jor a sane public ~ BAw o

pesticide policy! 0 pco
[J GOLF COURSE
[J LANDSCAPER

D BENEFACTOR -- [ UTILITY/RIGHT-OF WAY
$5,000 OR MORE
[] SUPPLIER
PATRON e D MANUFACTURER
D [0 FORMULATOR

$2,500 OR MORE [ DEALER

[0 EQUIPMENT MANUFACTURER

I am contributing to 3PF ey
as (check appropriate boxes):

and their trade associations in
the lawn, tree, PCO, golf course,
right-of-way, and landscape in-
dustries. 3PF is an organization
of people like yourself -- people
committed to a reasoned
pesticide public policy.

Your support is needed now!
Mail the coupon or call toll-free
1-800-GET-PPPF. We'll let you
know what we
are doing to
protect your
rights and how
you can help. €
Act now! Time
is running out!

COMPANY

ADDRESS

CITY

STATE, ZIp

PHONE

PLEASE CUT OUT AND MAIL TO:

James F. Wilkinson, Ph.D., Exec. Dir.
Pesticide Public Policy Foundation
101 Buena Vista Drive

No. Kingstown, R.I. 02852

Enclosed is my 1st contribution call (1-800-GET-PPPF) for further

Please feel free to write or

information.

SPONSOR -- [0 TRADE ASSOCIATION
$500 OR MORE OTHER
|:| CONTRIBUTOR --
$250 OR MORE to 3PF in the amount of
DONOR -- *
$50 OR MORE

[ JQUARTERLY

Please bill me the above amount:
[JANNUALLY [ ]SEMI-ANNUALLY



COVER STORY

SHUFFLING THE DECK

1987 was a year for acquisitions in the lawn maintenance industry

resulting in some dramatic changes. Nevertheless, many
feel the industry has responded positively to this up-
heaval, which will be reflected in continued
growth and company competitiveness.

Canada being sought by national corpora-
tion. Complete buy out or stay and grow
with us.”’

That and other ads are appearing at an increasing rate
in newspapers and trade magazines everywhere. Try
keeping track of which company owns another and you'll
find yourself straining to remember.

In the past year, the lawn maintenance industry has un-
dergone some dramatic changes — changes which have
had an impact in one way or another on nearly everyone
in the industry.

Ecolab buys ChemLawn, Waste Management buys Tru
Green, Snapper buys F.D. Kees — each acquisition has
its own story, and each management team plans to grab
a growing share of the marketplace.

Although these acquisitions represent a major shake-
up in the lawn care industry, many say it’s a positive re-
flection on the growth and ability to make a profit in lawn
care. Others say a big company presence in the industry
gives them the competitive edge they need to capture a
larger customer base through increased service and name
recognition.

*‘Competition is becoming more and more difficult.
There’s a growing awareness of the commercial market,
and some of the larger companies are seeing that there
is a potential in this market. As they do, I think some of
the smaller companies are becoming a little more ag-
gressive,’” said David Fondrie, vice president of finance
for Ransomes Inc.

No one is predicting the elimination of small com-
panies, however, because many agree there will always
be a place for the small entrepreneur and those who make
a specialized piece of equipment.

An important acquisition indicator not to be overlook-
ed is the fact that large companies like Waste Manage-
ment and Ecolab — companies which have had no prior
lawn care experience — have jumped into the market-
place.

Ecolab Inc., based in St. Paul, Minn., is a leading de-
veloper and marketer of premium cleaning, sanitizing and
maintenance services for the hospitality and institutional
markets. Waste Management is the leading waste disposal
company in the country.

At the time of the ChemLawn acquisition, Ecolab had
been planning to buy into the residential services area,
but management officials weren’t necessarily looking to
enter the lawn care market, according to John Gunseth,

ll lawn care companies of all sizes in U.S. and
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vice president of public affairs. Ecolab, however, was
convinced to buy when it saw ChemLawn’s tremendous
growth potential.

““We saw good growth (in lawn care) with today’s de-
mographics. In a double wage earner family situation,
people have more disposable income and less time,’’
Gunseth said.

Ecolab saw ChemLawn as a *‘solid company”’ that had
enjoyed extensive growth, but more recently had gone
through a slow growth period, according to Gunseth.

‘“The potential to resume that growth is clearly there.
We looked very closely at the costs of the operation and
have gone through some overhead reduction. We (Ecolab)
operate on a lean and mean philosophy and it’s important
that that philosophy be extended to ChemLawn,’” he said.

The ChemLawn acquisition was one of about a dozen
Ecolab made in 1987, but was ‘‘by far and away the larg-
est,”” according to Gunseth.

The Columbus, Ohio-based ChemLawn served 1.8 mil-
lion lawn, tree and shrub care customers in 1987, with
revenues of $353 million. It is considered the leader in
professional lawn care in North America. With the Chem-
Lawn acquisition, Ecolab will approach nearly $1.2 bil-
lion in sales, Gunseth said.

Customer retention and cross-marketing will pay a large
role in Ecolab’s march toward billion dollar sales figures.

““‘Our number one issue right off the bat is customer
retention. We have to keep our good customers and build
from there,’” he said. ‘‘So a great deal of emphasis has
been placed in that particular area and in upgrading cus-
tomer services.

‘“We’re looking at all kinds of ways of having our busi-
nesses support each other. For example, in the institu-
tional field, we have about an 80 percent market share
with big chain accounts like Marriott and Holiday Inn.
We've looked at using our national accounts people in
the lawn care area to help ChemLawn achieve a stronger
commercial business with those chains,’’ Gunseth said.

‘“My hunch is that the industry will continue to seek
consolidation not necessarily on the national level, but
you’ll also see more and more local and regional con-
solidation,’’ he said.

Although less than a third the size of ChemLawn, Waste
Management is making tracks in the lawn care industry
— just as it did on its way to becoming the leading waste
services company in the United States.

The Oak-Brook, Ill.-based waste disposal firm posted
more than $2.7 billion in revenues in 1987, placing the




company 47th on Busi-
ness Week's list of top
1,000 U.S. companies

AN OVERVIEW OF RECENT ACQUISITIONS

ranked by stock-market

value. Last year, Waste
Management significant-
ly expanded its waste
services businesses

Buyer

Seller

Date of
Sale

while adding substantial-
ly to its growing number
of related urban ser-
vices.

Ecolab

ECOLAB.

ChemLawn

May 4, 1987

In just three years, the
company revenues have
more than doubled. And
while Waste Manage-

IClI Americas

g

ICI Americas Inc.

Stauffer
Chemical

July 23, 1987

ment officials expect an-
other excellent growth
year in 1988, company
officials are hesitant to

Lawn-Boy

Gilson Brothers

Sept. 4, 1987

discuss specific plans for
the year.
Jerry Seegers, presi-

Lawnmark

|awnmark:

Spray-A-Lawn
Greenworld

June 1987
March 1988

dent of Waste Manage-
ment's services unit,
said there is a “‘capital
budget’’ set aside for ac-

Ransomes

RANSOMES

Steiner

Jan. 18, 1988

quisitions in 1988, but
would not reveal more
than that.

“We're a growing
company and we're al-

Rollins

New England
Green

May 1, 1987

ways looking at other
service types of busi-
nesses,’” he said. ““We

Sierra Chemical

<>
Sierra

Mallinckrodt**

Aug. 4, 1987

always felt the customer
base of a company is an
important asset and one
worth spending money

Snapper

F.D. Kees

June 15, 1987

for. There's two ways of
going into a new market
— one by acquisitions
and the other by starting

Waste Management @

Waste Management. Inc

Tru Green

Aug. 31, 1987

from scratch. We feel
it’s more economical ina

**Specialty agricultural products division only

lot of cases to acquire.”

Before the Tru Green
acquisition, Waste Management failed in an attempted
leveraged buy out of ChemLawn.

Top officials at Tru Green are no strangers to acquisi-
tions. In the last 18 months, Tru Green has acquired four
companies: Lawn Groomer Inc. of Bloomington, Ill.;
Keystone Lawn Spray, formerly a division of Keystone
Conservation Service, Philadelphia, Pa.; Excelawn
Corp., Crestwood, Ky.; and Old Fox Lawn Care, Pro-
vidence R.I. Tru Green maintains headquarters in Alpha-
retta, Ga.

Although ownership has switched from Tru Green to
Waste Management, the immediate acquisition process
remains in the hands of Tru Green officials. Seegers, how-
ever, is constantly informed of potential candidates for ac-
quisition.

Tru Green was experiencing growth prior to the Waste
Management buy out, but Tru Green President John
Hayes said Waste Management was needed to help them

accomplish more. *“We needed them to help implement the
strategy course we're on. It would have been difficult for
us to grow as rapidly,’’ he said.

Hayes was recently named president of the company
following the retirement of Howard Evers. He's been with
Tru Green since 1975 and most recently served as ex-
ecutive vice president.

Hayes said Tru Green is interested in acquiring well-
run companies, anywhere in the country. Revenues are
expected to reach the $100 million mark in 1988,

Another billion dollar sales company which is acquiring
companies at a relatively fast pace is Ever-Green Lawns
of St. Louis, Mo. The company is a division of ADT
Limited which is an international service company do-
ing in excess of a billion dollars in sales annually. Of-
ficials of the company were hesitant to release any infor-
mation because they want to keep a low profile where
acquisitions are concerned. Ever-Green itself, however,
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recently experienced an ownership
change. Prior to ADT it was a division
of the Hawley Group Ltd.

Other major industry acquisitions and
mergers include the following:

IC1 AMERICAS INC. On July 23, 1987, ICI
Americas, Wilmington, Del., acquired
Stauffer Chemical Company of Westport,
Conn. for $1.69 billion. The buy out in-
cluded the research, manufacturing and
marketing interests of Stauffer.

With the buy out, ICI obtained the mar-
keting rights to all Stauffer products in the
professional and residential turf, nursery
and home garden markets including such
well-known products as Betasan® her-
bicide, Devrinol® herbicide and Imi-
dan® insecticide.

A month after the acquisition, ICI sold
the speciality chemicals business (high
performance lubricants and flame retar-
dants) to Akzo America Inc. for $625 mil-
lion and the basic chemicals business
(sulphur-based products) to Rhone-Poul-
enc for $522 million.

ICI had plans to keep only the agri-
chemicals division because it fit into com-
pany plans to secure a wider worldwide
position in that area.

According to ICI, the acquisition of the
Stauffer agrichemicals business will
sharply advance ICI's position in the U.S.

WASTE MANAGEMENT FINANCIAL PERFORMANCE

Revenue

Net Income

$35
30

In billions of dollars

In millions of dollars

25
20
15
10

5

Ay R B A

*Excludes gain from Chem Waste sale and losses on nonrecurring items in 1986.
Source: Chicago Tribune (from company reports)
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agrichemicals market from 11th to 4th
and in the world agrichemicals market
from 6th to 3rd. ICI's total sales in the
United States, which reached nearly $3
billion in 1986, will rise to more than $4
billion.

In 1986, Stauffer registered sales of
more than $1.3 billion.

“*We always look forward to growth.
There's new challenges when you move
into a new field or market,’’ said Charles
Stainback, advertising manager for ICI.
**We are in the business to stay and in-

tend to be a dominant force."

Although ICI is new in the lawn care
market, it has a strong identity in the pest
control field — an identity ICI hopes to
use to its advantage in lawn care.

LAWN-BOY INC. On Sept. 4, 1987, Lawn-
Boy, a division of the Outboard Marine
Corporation, bought certain assets of
Gilson including the headquarters and fac-
tory in Plymouth, Wisc.

The Gilson acquisition gives Lawn-Boy

(continued on page 20)

Hahn Verti-Cut® Supreme
w111 do lt all...Remove thatch buildup, cut

horizontal runners or prepare a surface seed bed. Heavy-
duty spring steel blades combined with infinite height
adjustment give the VCS-1 the versatility demanded
by turf-care professionals.
Add the optional VS-1 Seeder Attachment,
prepare the soil surface and apply seed all
in one operation. For more information
and a brochure about this new quality
Hahn product write or call

1625 N. Garvin St.
Evansville, IN 47711
1-800-457-HAHN

In Indiana call collect,
812-428-2020
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Handle your grub situation fast,
before things get really ugly.

At the very first sign of grub Use DYLOX. And turn an ugly little D 1
damage, apply DYLOX® insecticide. problem into a lot of beautiful turf. y OX

Nothing kills all species of white For more information, contact

grubs faster. Within hours, the grubs Mobay Corporation, Specialty Prod- Mobay Corporation
are dying and the turf is recovering. ucts Group, Box 4913, Kansas City, A Bayer USAINC COMPANY

When grubs threaten, act fast. MO 64120. ,
Bayer [
DYLOX is & Reg. T™ of Bayer AG, Germany 44131 Circle 37 on reader service card -




SHUFFLING THE DECK

{continued from page 18)

a complete line of commercial garden
tractors, lawn tractors and snow throwers,
making it one of the most complete lines
of outdoor power equipment in the in-
dustry, according to Jerome Stumbras,
general manager of the Lawn-Boy divi-
sion and vice president of Outboard Mar-
ine Corporation.

**Lawn-Boy is the strongest brand name
in the industry, but historically has been
a single line company — that being walk-
behind lawn mowers,”” he said. “*This

puts us on an equal footing with some of

our major competitors like Toro, Snap-
per and Deere — all of whom have com-
plete lines. Our franchise has obviously
expanded fivefold. It gives us a chance
to take advantage of the equity we have
in our brand name."’

In 1987, Lawn-Boy registered $118
million in revenues. Stumbras expects the
company to expand nearly 50 percent in
the first year following the acquisition.

**There’s great opportunities. The ac-
quisition gives us the opportunity to bal-
ance our line over a broader line of equip-
ment,"" he said. *‘I think what we’re see-
ing in our industry is not unlike what
we're seeing in other industries. Lawn-
Boy is committed to expanding and grow-

ECOLAB
FINANCIAL PERFORMANCE

Net Sales & Income ($ in millions)
$1,020/

s619 /
$500 $622 9967 4 $42
98—

e s W |

L $19 == i

b [E— P — —_— -1

'83 '84 '85 '86 '87
W Net Sales

Income from Continuing Operations
Source: Ecolab Inc. 1987 annual report

ing in both the commercial and consumer
lawn care markets.”’

In conjunction with the buy out, Lawn-
Boy moved its national headquarters from
Memphis, Tenn., to Plymouth, Wisc.,
where the Gilson offices had been head-
quartered.

LAWNMARK. Within the last year, Mar-
tin Erbaugh, president of this Akron,
Ohio-based company, bought out Spray-
A-Lawn Inc. of Orville, Ohio, in June
1987 and Greenworld Inc. of Dover,

Ohio, in March 1988.

Spray-A-Lawn, Lawnmark and affili-
ates comprise one of the largest regional
lawn care firms in the United States with
more than 40,000 customers in Ohio,
New York, Pennsylvania and Virginia.

Spray-A-Lawn is operated indepen-
dently of Lawnmark, retaining its own
name and identity. Greenworld accounts
will be intergrated into the Spray-A-Lawn
business.

Both Lawnmark and Spray-A-Lawn
specialize in program lawn care applica-
tions and service to residential and com-
mercial customers. Although Greenworld
is a full-service landscape maintenance
firm, only the chemical lawn service busi-
ness of Greenworld was acquired.

But that's just a beginning for Er-
baugh's companies. In five years he ex-
pects to reach $15 to $20 million dollars
in sales — more than twice the size of his
current business. Sales are expected to
exceed $8 million in 1988. Erbaugh plans
to accomplish this task through internal
growth as well as acquisitions.

**I think we'll continue to see consoli-
dation occurring in the industry. There's
no question it’s a trend. Right now it
seems like there's a number of very large
companies attempting to acquire others, "’
Erbaugh said. **There’s no question larg-
er companies have faster access to infor-

machine!

The average home driveway takes less than one
half-hour to sealcoat with PAVEMAN's profit

12253 62nd Street N. @ Largo, FL 34643

THE PROFIT =
=2 MAGHINES!

Pavement Malntenance —a new dimension for the lawn care industry.

Asphalt Sealcoating is a billion dollar industry and growing!
If you're lawn spraying, landscaping, lawn mowing or managing
residential or commercial properties, you should be sealcoating.

80% Gross Profit! Cost of materials averages less than 20%.

Easy to Learn — Easy to Do — Easy to Sell! Use your
existing customer base and our complete factory training
program. No special skills or experience are needed.

machine indefinitely.
Low Overhead —

Call or write today!

£1988 Patent Pending

No Mess! Our sealcoating machines are self-contained: material
is water-based, non-sticky, non-heated. At the end of the day,
turn the machine off and go home. Material can stay in the

Immediate Cash Flow! Business can be
operated from your home or as an addition to an existing
business. Collect your payment upon completion of job.

Extend Your Season — Add pavement maintenance to
your lawn care business, and watch your profits soar!

1-800-345-6121 (outside Fiorida)

(813) 539-1296 (813) 539-8302
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Piston Pumps
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mation, but that can be an advantage to
the larger companies as well as the little
guy. Mom-and-pop-type operations are
here to stay. If they have a solid customer
base and provide an excellent service,
their customers are loyal."’

RANSOMES. On Jan. 18, 1988, Ransomes
Inc., Johnson Creek, Wisc., bought the
turf-related assets of The Steiner Corpora-
tion. Steiner of Orrville, Ohio, retains the
assets of its agricultural division.
Ransomes is primarily a manufacturer
of rotary mower products for the land-
scape contractor, as well as a manufac-
turer of large tractors for municipal use.
The Steiner acquisition complements
Ransomes by adding to its product line
a four-wheel drive versatile mowing
machine, said David Fondrie, vice presi-
dent of finance for Ransomes.
“Steiner’s multi-use equipment broad-
ens our product line and gives us a four-
wheel drive vehicle and an outfront rotary
mower we didn't have before,"" he said.
Ransomes is a privately held company
and would not release its sales figures.
The Steiner products will continue to
be marketed under the Steiner name in the
United States and Canada, but will fall un-
der the Ransomes name in Europe, Fon-
drie said. The Steiner name is not estab-
lished in overseas distribution.

Although Fondrie readily admits he's
in favor of acquisitions, he remains caut-
ious about such undertakings.

“‘Something we're very concerned
about, and have to be careful about, is that
you don’t want to take the entrepreneurial
spirit away from someone like Steiner,”’
he said. ‘“They started the company, got
it off the ground and developed a good
product. You don't want to take away the
momentum or in any way stifle their in-
novativeness. There’s still room for mom-
and-pop-type operations, but it becomes
more difficult because of their access to
distribution channels."’

Ransomes parent company, Ransomes,
Sims & Jefferies, is a leading lawn care
company headquartered in England.

ROLLINS INC. On May 1, 1987, Rollins ac-
quired New England Green Inc., making
its Orkin Lawn Care division one of the
top five largest lawn care operations in
the country.

Rollins is a structural pest control/se-
curity systems company headquartered in
Atlanta, Ga., but more recently has been
busy acquiring lawn care companies. Two
recent buy outs include Village Green
Inc.. which operates in Connecticut and
New York, and Easy Lawn, which ope-
rates in South Carolina.

In acquiring New England Green, Rol-

lins actually bought out Amcare, which
was the holding company that owned Turf
Pro Industries Inc. of Plymouth, Mich.
and New England Green Inc. of Spring-
field, Mass. The two companies merged
in early 1987 under the name New Eng-
land Green. New England Green now
operates under the Orkin name.

For a company as young as Orkin Lawn
Care — only five years old — the buy out
of New England Green was a major finan-
cial achievement. Rollins Assistant Treas-
urer Charles Roberts said the acquisition
added revenues of close to $13 million to
the company.

In 1987, Orkin had revenues of
$294,339 million. That number, how-
ever, represents sales figures from Or-
kin's lawn care service as well as its ter-
mite and pest control operation, according
to Roberts. Figures are not reported sep-
arately for the two divisions. About 80
percent of the revenues can be attributed
to the pest control operation. That domi-
nance comes from 80 years in the pest
control market versus five years in lawn
care.

Those numbers may soon change, how-
ever. In the last year, Orkin Lawn Care
has grown from 19 branches to 59 bran-
ches, according to Roberts. Orkin ori-
ginally operated its 19 branches in the

(continued on page 43)
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BUSINESS FEATURE |

SEED RESEARCH
AND DEVELOPMENT

Each year plant breeders strive to come up with
the perfect turf, seeking to please both sod growers

and lawn service professionals. Here’s a
review of some of their latest work.

hatare they up to in the Willamette Valley these
days? Turfseed producers are keeping their fin-
gers crossed for a good crop next season, but
that will depend a lot on Mother Nature. Beyond
that, researchers are busy breeding for improved seed yields
and excellent quality turf. Typically, these two don't go hand
in hand. With the best seed yield, youonly getmoderate turf.

Endophyte enhancement has been popular the last few
years. Endophyte, a natural insect repellant found in the
perennial ryegrass and tall fescue plants themselves, is be-
ing backcrossed into more and more varieties nowadays.
Though its presence in turf reduces the need for pesticide
application, endophyte is not without drawbacks. A limited
shelflifeis one disadvantage. Endophyte canonly be stored
indormant seed for a short period of time because it’s depen-
dent upon live plant material. Suppliers must move these
products quickly. In addition, one breeder serving the forage
industry stays away fromendophyte altogether as it can cause
health problems in cattle.

Another recent trend is toward dwarfism, breeding for
lower growing plants. The advantage here is that when the
plant grows smaller, the lawn doesn’t need as much cutting.
Much of the germ plasm for this type of work is coming
from overseas. An inherent problem is that material of
foreign origin is susceptible to diseases unique to the United
States.

Some breeders argue semantics, saying there are no true
dwarfs on the market. They admit that certain plants grow
alittle lower than others. But, they ask, how well do the so-
called double dwarfs actually yield seed and perform in
lawns? As you shorten the leaves, you also shorten the root
system. If you shorten roots too much, you're left with a
plant that’s not as drought tolerant or heat and disease
resistant.

Perhaps the overall trend in the seed industry this year
is toward producing low maintenance turf. There is cer-
tainly a demand for lower growing, darker green varieties
which require less fertilizer, water and mowing and, inturn,
reduce operating costs.

Huge leaps are being made when it comes to improve-
ment in turfgrass. Though a particular variety may rank
number one in the national turf trials one year, it can easily
fall several notches the next. With all the refinements, the
competition is that much stiffer.

Inthe following paragraphs breeders and marketers report
on these happenings.
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E.F. BURLINGHAM &
SONS. Research and
Development Director
Mike McCarthy re-
ported that E.E. Bur-
lingham & Sons, Forest
Grove, Ore., won'thave
anything new this fall, Bt
but will debut some
turf-type perennial
ryegrass and tall fescue
varieties in 1989.

The company is currently marketing Falcon Tall Fescue
and will release Hawk Tall Fescue next year. By comparison,
Hawk is a little more hardy, darker green in color and has
some dwarf characteristics. According to McCarthy, it's
been bred for disease resistance, hardiness and drought
tolerance.

In 1989, the company will also release a new fine-leaved,
turf-type perennial ryegrass called Competitor. McCarthy
said this variety will be strong in the overseeding market.
It has increased vigor, is fairly low growing and will take
close mowings, if needed. In addition, Competitor has good
color and resistance to many foliar diseases.

E.E Burlingham & Sons has been doing a lot of research
on drought tolerance. McCarthy expects water manage-
ment to become a fairly important matter in the industry,
and he's not certain drought tolerance can be attained in
dwarf varieties. “When you shorten the top of the plant,
you shorten some of the bottom of the plant too,”” McCarthy
said. “That doesn’t help drought tolerance.”

Nevertheless, he foresees a lot of good dwarf material
coming out. It may be 10 years from now before we find
those that will do everything that we want them to do.”

Like other seed producers, E.F. Burlingham & Sons is
searching for germ plasm from around the world. “The
broader your genetic base, the better off you're going to be for
stability and overall resistance. We're looking at material
that’s coming in from Europe, Australiaand Japan,” he said.

Though there is some good material to be had, McCarthy
is cautious. “We have to be careful because their situations
(overseas) are much different than ours. It's a real screen-
ing process.”
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INTERNATIONAL SEEDS INC. Research Director Craig Ed-
minster reported that International Seeds Inc., Tangent, Ore.
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will market a number of new products in the fall.

b One new turf-type perennial ryegrass called Lindsay is
a dark green, fine-leaved high quality grass with a dwarf
growth habit. It demonstrates unusually good seedling vigor
and quickly develops a strong root system. With endophyte
levels of about 25 percent, the material has excellent resis-
tance to various diseases including leaf and dollar spot,
and seedling blight. Lindsay also has good resistance to
large brown patch. It's a good choice for moderate climates
onthe Atlantic Coast, as well as an overseed in the Southwest.

International Seeds will also offer Troubadour Turf-type
Perennial Ryegrass. A cross between Elka and Manhattan,
this variety provides better disease resistance for turf pro-
duction on the Atlantic Coast. Fine-leaved, low and slow-
growing, Troubadour requires less mowing than standard
ryegrasses. It produces extremely dense turf and has shown
good resistance to crown rust and Helminthosporium.

This fall, International Seeds will also be offering Cobra
Creeping Bentgrass, which it co-produced with the New
Jersey Agricultural Experiment Station. Under normal con-
ditions, this dark green variety requires less mowing, ver-
ticutting and brushing and produces little thatch. It also
provides a good combination of heat and drought tolerance,
as well as winter-hardiness.

Edminster said there should be ample supply this fall
of Cindy Creeping Red Fescue. Developed by Cebeco-Han-
delsraad, the company’s Dutch farmer cooperative, Cindy
was bred to have the high quality look of a chewings fescue.
It was in limited supply this year.

Enjoy Chewings-type Red Fescue will eventually replace
the company’s Ensylva Creeping Red Fescue. Enjoy is a
new low-maintenance plant which is dark green and very
fine-leaved. It does well in partial to full shade. Unlike
some varieties of fine fescue, it has excellent resistance to

(Left) International Seed's semi-dwarf Pacer Turf-type Tall Fescue vs. Martin Forage-type Tall Fescue.
(Right) Judy Brede, warm-season grass breeder at Jacklin, inspecting new cold tolerant seeded Ber-
mudagrass to debut in 1989.

red thread, Fusarium blight and leaf spot.

Pacer, a semi-dwarf turf-type tall fescue, will also be
marketed this fall. This variety was bred primarily for dark
colorand better seed production than its predecessor Houn-
dog. Houndog Turf-type Tall Fescue, however, will con-
tinue to be offered.

According to Edminster, the company has recently con-
centrated on developing higher seed yield while maintain-
ing quality turf. “Thatisavery difficultthing to do because
they seem to be negatively correlated,” he said.

Also under study is tall fescue seedling vigor. “We have
a greenhouse screening technique and are looking for pro-
geny that germinate more rapidly under both poor and ex-
cellent growing conditions,” he said.

J&L ADIKES INC. This fall the Jamaica, N.Y.-based seed
company will continue to supply Adelphi Kentucky Blue-
grass and All Star Perennial Ryegrass. According to Presi-
dent Bob Russell, a few new bluegrasses are on the horizon,
but are presently unnamed and will be available only as
experimental seed.

JACKLIN SEED €O. Though it's been commercially available
for about five years now, Arid Tall Fescue is still a success
in the Rutgers University national turfgrass trials, said Dr.
Douglas Brede, director of research at Jacklin Seed Co.,
Post Falls, Idaho. Arid continues to perform very well,
especially in the transition zone, maintaining a high shoot
density and good disease tolerance.

Nevertheless, the trials indicate that a few of Jacklin's
newest varieties — Wrangler (a joint release with LESCO
Inc.) and Mesa — just might be an improvement over Arid.
Bred with a dwarf growth habit, Wrangler can be mixed

(continued on page 26)
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SEED RESEARCH
(continued from page 23)

with some of the finer textured grasses.
Mesa was developed as adark green, dense
plantand retains the stoutness of Arid. Both
are scheduled for release this fall.

Inthe trials, both varieties have surpass-
ed Arid by a few percentage points. “We're
looking forward to great things with those,”
said Brede. “They were (available) in very
small quantities this past fall but should
be available in commercial quantities this
summer.”

While some Willamette Valley firms have
been busy crossing tall fescues primarily
forextreme dwarfism, Brede has preferred
tohold onto adeeper root system and breed
for disease resistance and high shoot den-
sity.

This fall, Jacklin will also be supplying
Huntsville Bluegrass. Disease and stress
tolerance are the special qualities of this
new offering. According to Brede, this
Southern-adapted variety represents the
first of a series of new grasses Jacklin will
debut this summer. The lineup includes
Destiny, Liberty, Dawn, Suffolk and Free-
dom. Most of these grasses have very high
levels of disease tolerance. All are dark
greenand have been adapted for areas where
bluegrass has traditionally been affected
by disease or heat stress.

Jacklin expects to have some bentgrass
and Bermudagrass production in 1989.

JONATHAN GREEN INC. Barry Green, Jr.,
vice president/sales at Jonathan GreenInc.
Farmingdale, N.J., reported that the com-
pany’s standout material this year is Sher-
wood Perennial Ryegrass.

Developed at Rutgers University by Dr.
C. Reed Funk, Sherwood is a dark green,
low growing plant that is extremely high
in endophyte. The fact that it’s higher in
endophyte than any other ryegrass on the
market, makes it a real selling point, ac-
cording to Green.

Green described Sherwood as “a real
hodgepodge” since it was created from
nearly 100 different ryegrasses. This broad
genetic base ensures the plant will hold up
against a wide variety of turf diseases and
insects.

Sherwood is a leafy, persistent ryegrass
that is extremely rust resistant. In the Rut-
gers University trials, it took fourth overall
from among 125 entries.

Jonathan Green will also have a limited
supply of Pinnacle Perennial Ryegrass. The
company shares marketing rights with Nor-
mark Inc. on this variety.

The company’s Mesa Turf-type Tall Fes-
cue was listed as number one in the trials.
A moderately growing plant that’s dark
greenincolor, Mesa has shown better-than-

average resistance to brown patch disease,
according to Green.

In addition, Destiny Kentucky Bluegrass
will have its first big harvest this year, Green
said. Though it wasn’t number one at the
trials, Destiny still ranked among the top
20 bluegrasses. According to Green, it’s
been bred for seed yield versus best possi-
ble quality so that a decent harvest is on
hand for sod growers each year.

Enmundi Kentucky Bluegrass will also
be offered.

Jonathan Green will also debut Rich-
mond Turf-type Tall Fescue this year. Green
said this plant should be particularly in-
teresting to Southern sod growers and lawn
services as it has a very deep root system
and is extremely heat tolerant.

The company’s research is being under-
taken by Irv Jacob at Cascade Seed Inter-
national, Salem, Ore., and Dr. Kevin Mc-
Veigh of the Willamette Valley Plant Breed-
ers, Brownsville, Ore.

Within the next two years, nine new var-
ieties, including bluegrasses, turf-type tall
fescues, ryegrasses, hard fescues and a
chewings fescue will be released.

LESCO INC. This fall LESCO is releasing
a new turf-type perennial ryegrass called
Signature. An extremely fine-textured,
dense, dark green variety, Signature can
be used for permanent turfgrass in the North
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as well as for overseeding in the South.

Art Wick, vice president of research and
development, reported thatthe Rocky Riv-
er, Ohio-based company will also be joint-
ly releasing new varieties with two other
seed companies.

Shademaster Creeping Red Fescue is be-
ing marketed by both LESCO and Turf Seed
Inc. A dense turf forming grass, Shade-
master is arich blue-green variety of creep-
ing red fescue.

Along with the Jacklin Seed Co., LESCO
is releasing Wrangler Turf-type Tall Fescue.
Wrangler is a semi-dwarf, dark green, fine-
textured turf-type tall fescue.

Inaddition, LESCO has significantly in-
creased its acreage of Trailblazer Turf-type
Tall Fescue. Though Trailblazer was in
limited supply last fall, it will be the most
readily available dwarf on the market this
fall, according to Wick.

LOFTS SEED INC. Bob Cook, general mana-
ger at Great Western, Albany, Ore. , describ-
ed the research situation for Lofts Seed Inc.
of Bound Brook, N.J. Cook said the newest
addition to the marketplace is Lazer Poa
Trivialis, which is slated for use in the
southern market.

The primary improvement here is in-
creased disease resistance, but the color
isalso considerably darker green than other
varieties, he said.

NORMARK INC. This Tangent, Ore.-based
company is marketing a new variety called
Pinnacle Perennial Ryegrass that was rated
number one at the Rutgers University trials.
President Joe Jacob describes the plant as
low-growing, deep green and very aggres-
sive tillering.

Normark will also continue to market
its top-rated Premier Turf-type Perennial
Ryegrass and Tempo Turf-type Tall Fescue.

0.M. SCOTT & SONS. Abbey Kentucky blue-
grass and Coventry Kentucky bluegrass are
both available in limited supply this year,
but will be offered in ample quantities in
1989.

According to Eugene Mayer, research/
marketing director, O.M. Scott & Sons,
Marysville, Ohio, the company is now ac-
tively breeding all its cool-season grasses
which includes Kentucky bluegrasses, per-
ennial ryegrasses and tall fescues.

In the warm-season area, O.M. Scott &
Sons is doing some work with St. Augustine
and Bermudagrass varieties.

TURFMERCHANTS INTERNATIONAL. This
fall Turf Merchants International, Tangent,
Ore., will market a new fine-textured turf-
type perennial ryegrass called Aquarius.
A dwarf perennial, Aquarius is a signifi-
cantimprovement in terms of color and tex-
ture, and is ranking in the top of the Rutgers
University trials.

Turf Merchants International is also ex-
cited about a new offering called Bonzai,
a double dwarf which looks like bluegrass
but has the characteristics of tall fescue.
Bonzai is blue-green and fine-bladed, and
exhibits areduced vertical growthrate. This
new variety should be attractive to sod
farmers who won’t need to mow as often,
or fertilize as often to hold the color. A
limited basis amount will be released this
fall, but a commercial supply will be on
hand in 1989.

This fall, the company will also be co-
marketing Wrangler Tall Fescue with Jack-
lin Seed.

When it comes to breeding turfgrass for

improvements, said Steve Tubbs, president/
general manager, Turf Merchants, the in-
dustry is getting to the point where the beau-
ty contest is almost over. “The grasses are
sodark and fine and beautiful that now we're
starting to look at disease resistance and
drought tolerance to a much a greater de-
gree.”

Most of the research in turf-type tall fes-
cueand perennial ryegrass is geared toward
lowering maintenance needs for fertilizer,
water and mowing, he said.

TURF SEED INC. Like other manufacturers,
Dr. Bill Meyer, vice president and research
(continued on page 45)
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TECHNICAL FEATURE

LAWN CARE TECHNOLOGY

FOR SPORTS TURF

Sports turf liability is becoming a fact of life as technical
information for field improvement is becoming
more readily available.

he success of professional lawn care across the

country indicates that technical expertise is avail-

able for application to sports turf management.

And, there is no question about the need to improve
the safety of playing surfaces, particularly for young ath-
letes just getting started. Often school boards and muni-
cipal recreation leaders fail to improve sports turf quali-
ty because of not knowing where to start.

This article is intended to provide you with some in-
sight regarding sports turf maintenance problems and
related technology for solving these problems. In order
to know what we’re dealing with, it’s necessary to discuss
use characteristics of sports turf before considering five
management areas of critical importance: soils, irrigation,
grasses, pest control and grooming.

USE CHARACTERISTICS. Of all turfgrass, sports turf is pre-
sented with the most difficult and stressful conditions for
growth. First of all, game play causes wear that is physi-
cally abusive to turfgrass plants. They are cut and torn
from the sod as a natural consequence of foot traffic and
player impact. Second, game play causes soil compac-
tion that weakens grass roots and limits recuperative
potential of individual plants. Third, game schedules and
field use are such that the recovery time needed for turf
revitalization is severely limited. Field renovation must
be looked at as a continuing practice throughout the en-
tire play period, thus taking advantage of any and every
opportunity to make repairs and to improve growth con-
ditions for the grass.

In addition, it is not always easy to identify who the
decision markers are. Time wasted in obtaining approval
for essential maintenance results in lost opportunities and
a continuation of turf deterioration at a time when the safety
of young athletes may well be in jeopardy. Sports turf liabili-
ty is becoming more and more a fact of life as technical
information for field improvement becomes more readily
available. There is no longer an excuse for negligence in
the culture of natural grass for sports playing surfaces.
grass for sports playing surfaces.

Further, a wide range of cultural practices can be sched-
uled for field improvement. Costs will vary considerably
from location to location and depending on the nature of
the work to be accomplished. However, economics of
sports turf construction, maintenance and renovation is
more favorable than the economics of compensation for
injuries to young athletes.
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Finally, before attempting to make a poor field better,
determine, if in fact there is a good chance that you can
be successful.

Now that you’ve considered the use characteristics of
sports turf and have determined who the sports turf deci-
sion makers are, it’s time to check on how soils, irriga-
tion, grasses, pest control and grooming can work to enhance
your sports grounds management program.

SOILS. Soil condition on sports fields can make or break
you. In order for grasses to grow well, soil must be graded
so that surface drainage moves water away from inten-
sive play areas toward the sidelines. Water that collects in
depressions anywhere on a field will weaken grass in
that area and ultimately result in turf failure. From 12
to 18 inches of crown in the center of a football field is
about right. For other types of play areas, an equivalent
slope is desirable for movement of excess surface water.

Then, the soil must have a sufficiently porous texture
to allow water to drain down through the profile. A good
sandy loam soil is ideal. Unfortunately, it’s not a simple
matter to add sand to a heavy or fine textured soil and
make it function like a natural sandy loam. Tons of sand
is required, and the mixing with existing soil is labor in-
tensive as several three- to four-inch layers must be ro-
totilled in one at a time. The alternative is removal of
existing soil and replacement with an artificial root zone
mixture prepared off-site.

Heavy soils are often more effectively modified with
organic matter than with sand. Once turf is established
on these soils, the continuation of root growth and decom-
position year in and year out helps to maintain as many
favorable soil conditions as are possible. Any cause of
turf failure disrupts this process and re-establishment is
generally difficult.

A word about topdressing. Sports turf is in need of fre-
quent topdressing to level the field and heal scars from
heavy use. Always use a topdressing that is the same as
that in the root zone or one that is more sandy. Never
use a topdressing that has more silt and clay than is pre-
sent in the root zone soil. Water will move from a more
sandy soil with large pore spaces into a less sandy soil
with smaller pore spaces, but it will not move readily from
a heavier finer textured soil into a lighter coarse textured
soil. Improperly topdressed lawns and sports fields are
wet near the surface and shallow rooted. These condi-
tions are disastrous for playing field surfaces.



(Above) The effect of soil compaction is often evident
in the poor wrf appearance on the field in comparison
with the area behind the goal posts. This field, sup-
posedly ready for fall play, is hard and unfit. (Inset)
When in doubt about the hardness of a sports field,
insert a soil sampling tube. This soil is so dry and
compact that the tube fails to penetrate more than an
inch.

Since use of play fields compacts the soil
so that pore spaces are smaller and internal
drainage of water slowed along with ex-
change of fresh air into the soil, core cultiva-
tion, slicing and spiking are desirable practices. Schedule
these mechanical operations whenever growth conditions
favor root development (cool, moist conditions in the
North and warm, moist conditions in the South). Use all
three procedures. Core cultivation opens up holes and re-
moves plugs; these may be broken up and returned as top-
dressing. Slicing develops slits or grooves in the turf and
soil that intercept water and allow for deeper penetration
of air and water. Spiking breaks up surface compaction
that otherwise seals off the soil and slows down infiltra-
tion of water, air and nutrients. Generally, it is difficult
to find time to overdo these three practices.

The soil is a dynamic living entity that provides sup-
port, moisture and nutrients for the turf. In order to get
the most from the soil at hand, know both physical and
chemical properties. Maintain soil test information files
and use this information in prescribing lime and fertilizer
applications. It's important to make growth conditions
favorable for turfgrasses, and also for the billions of soil
organisms that live within the root zone and work to create
an environment that has active biodegredation properties.
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Such soils are necessary in the safe and effective use of
all pesticides.

Up to this point, we have assumed that the field has
been well-constructed with suitable soil or sand root zone,
and that drainage tile have been placed properly with catch
basins and outlets that remove excess water at acceptable
rates. This may not be the case, and if so, there is little
that can be done in field maintenance that will overcome
the liabilities of poor or inadequate construction. Your
field management efforts are not likely to yield satisfac-
tory results.

However, one renovation practice sometimes helps. Try
constructing narrow trenches 3 to 4 inches wide and 3
to 4 feet deep from goal line to goal line. Position these
from 5 to 10 feet apart and connect the ends with tile lines
along the bottom so that drainage water is carried away
from the play area. Fill the trenches with coarse sand and
leave them open at the top. Grass will spread over the
sand so that it will not be visible. Do not add soil to the
top of the trenches — this will seal them off so they will
not function.
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IRRIGATION. Sports turf that must rely on natural rainfall for
water is likely to be poor in quality most of the time. Sports
turf that is overwatered because of the improper use of an ir-
rigation system will be poor in quality all of the time. Needed
for excellent quality sports turf is a well-designed manual or
automatic system that is used as needed and as determined by
an experienced lawn care professional. Many sports fields have
limited prospects for improvement because of the lack of ir-
rigation water. Fertilizers, pest control chemicals and other
cultural practices have little chance of working if water is the
limiting factor. The use of just enough water at the proper time
will enhance the effectiveness of all other practices used in turf
management.

GRASSES. Sports turf can never be made better than the poten-
tial for excellence provided by the grass or grasses present in
the field. In the North, the basic turfgrass should be either Ken-
tucky bluegrass or turf-type tall fescue. Use one or more of the
new named varieties that feature improved vigor and better re-
sistance to diseases and insects. With Kentucky bluegrass, the
new named varieties of fine fescue and perennial ryegrass may
also be used. Generally, turf-type tall fescues are seeded by
themselves without other grasses. Avoid use of bentgrasses that
spread by above ground stolons and tend to tear out as large
divots under heavy traffic.

In the South, Bermudagrasses are used most for sports fields.
New improved cultivars are propagated mostly by vegetative
means. New improved seeded bermudagrasses are now under
development and will be available within a year or two. Since
all warm season grasses go dormant in the fall and remain in
that state throughout the winter and early spring, they must be
overseeded in the fall with cool season grasses in order to pro-
vide a good stable playing surface. Annual and perennial rye-
grasses are used as well as blends of perennial ryegrasses and
mixtures of perennial ryegrasses and other grasses.

Overseeding techniques have been standardized for use with
both cool and warm season turf. Where turf is thin because of
intensive use, pregerminated seed mixed with topdressing can
be applied directly, watered and even cleated in by practice or
game play. Any plants that can be established will improve play-
ing conditions. Where large areas are thin, slit seeding with
mechanical devices that enhance seed to soil contact are recom-
mended. There are several types of vertical slicing machines
that can be used for this purpose. Familiarity with them is essen-
tial for good results. Contact your local turfgrass supply and
equipment distributor.

For lawn care professionals that are regularly involved in
sports turf maintenance, the preparation of pregerminated seed
is desirable on a continuing basis. Just follow these steps:

*Select an inside area with sloping floor equipped with drain,

or construct such a platform. Provide screen around drain so

that seed will not be lost. The area should be heated with a

thermostat set at 70 degrees Fahrenheit.

*Measure out amount of seed to be pregerminated and mix well

with an equal volume of fine vermiculite.

*Soak seed and vermiculite mixture well with water and allow

excess to drain off. Cover with a tarp.

*Mix up the pile each morning at the start of the work day and

each evening at quitting time.

* Add water as needed to keep mixture moist and keep pile covered

to prevent loss of moisture.

*Check seed each day and note the amount of seed sprouted.

When about 50 percent of the seed has a sprout, it is ready

to be planted.

*Mix sufficient Milorganite or other drying agent (sawdust,

vermiculite, etc.) to condition seed for spreading.

*Seed at once and keep moist after placement in the field.

Use of pregerminated seed is the most effective method.

(continued on page 45)
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SOIL-BOUND HERBICIDES
(continued from page 32)

zation of herbicidal products plus a variety
of natural and induced gases which might
existin soils. Furthermore, accelerated seed
germination following adsorbent applica-
tion has been reported by some applicators.
These benefits alone, should generate in-
terest in this technology and its applica-
tions for lawn renovation.

LUCRATIVE MARKETS. Do-it-yourself plant
care and landscape management is no doubt
here to stay, and never before has there been
such a staggering selection of preemergent
products from which the enthusiast can
choose. Likewise, the degree of technical
insight needed to properly select and use
today’s over-the-counter products is just as
staggering. Therefore, more soil sterilants
are finding their way into ornamental plant-
ings and more lawn preemergents are be-
ing applied at quadruple the labeled rate.

There are also legitimate instances
whereby the desire to reseed merely super-
cedes the fact that a preemergent has been
previously applied. Add to this the many
herbicide misapplications made by unscru-
pulous applicators or “‘concerned’ neigh-
bors, and the square footage of herbicide-
tainted soil throughout the nation becomes
considerable.

In this respect, the decontamination of
applied preemergents can become a pro-
fitable add-on service for plant care ser-
vices in practically any part of the country.
Besides providing services to individuals,
applicators should consider exploring mar-
kets through insurance carriers and claims
adjusters.

DEFINING THE PROBLEM. Once a problem
with a preemergent application is recogniz-
ed or suspected, applicators should first
determine the need for extraordinary meas-
ures aimed at expediting the disappearance
of herbicide from a soil. No preemergent
—including the non-selective soil sterilants
— is permanent, and for each herbicide
there exists a declination curve to indicate
the relative soil persistence under known
conditions.

Product residual can range from a few
hours upto several years, depending on the
inherent nature of the product and the en-
vironment under whichitis subjected. The
soil persistence of most preemergent her-
bicides is controlled by a combination of
the following factors:

*temperature

*humidity

*soil texture

eorganic matter content

*soil pH

ewater solubility of herbicide

eirrigation rates

*microbial activity

eapplication rate
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Once the residual time of a given herbi-
cide under the prevailing conditions can
be projected, the sensitivity of endangered
plant to the herbicide in question should
be evaluated. The best place to start is with
the herbicide label itself. However, never
hesitate to contact the product represen-
tative for more specific data.

The risk to desirable plants can also be
identified by their proximity to the site of
treatment. For example, root systems of dis-
tant specimens can extend into the treat-
ment zone and herbicides can move laterally
or vertically to eventually contact the roots
of desirable plants.

The specific risk from preemergents
should be calculated based on combining
all sources of information. For example,

Accelerated seed germina-
tion following adsorbent
application has been
reported by some ap-
plicators. This benefit and
its applications for

lawn renovation should
generate interest in this
technology.

determine if natural degradation time will
exceed the rate of herbicide movement into
“sensitive’’ rootzones, or if herbicides will
leach below germination depths before the
estimated window for seeding time has
passed.

In many situations, herbicides canbeen-
couraged to dissipate more quickly by mere-
ly increasing irrigations and hence the
leaching rate. Other possibilities include
installing physical barriers able to isolate
sensitive plants from herbicide, or at least
the partial removal of soils in a buffer strip.

However, in those cases that do not lend
themselves so readily to superficial meth-
ods, purification of the tainted soil may yet
remain a feasible option, short of total soil
replacement.

DETOX BASICS. The phenomenon of ad-
sorption is central to understanding the per-
sistence of preemergent herbicides and their
removal from the soil. As residual her-
bicides penetrate the soil, they physically
move downward in a water suspension or
perhaps in solution. As fluid penetrates,
herbicide molecules adhere to individual
soil particles by the process of adsorption.
Certainly, without this adherence,
preemergents would cease to be residual
and would thus become short-lived soil ad-
ditions behaving much like soluble nitrate.

Adsorption increases with the amount
of clay and organic matter present in the

soil due to the net negative charges inherent
tothese particles (as indexed by Cation Ex-
change Capacity). Also affecting the abili-
ty of soil to compete for herbicide molecules
are other positively charged soil consti-
tuents such as calcium, magnesium,
sodium, ironand hydrogen, whichincom-
bination determine the soil pH.

On higher pH soils, the addition of aci-
difiers (e.g. sulfate containing compounds)
can introduce cationic elements able to dis-
place the herbicide molecule on the soil
and facilitate greater product leaching per
irrigation.

But by far the most positive method of
soil decontamination results when a highly
adsorbtive material is placed into intimate
contact with the herbicide-laden soil. In
essence, the addition of a finely dispersed,
adsorbtive material (such as activated char-
coal) provides an almost immediate suspen-
sion of organic herbicide activity. (Prac-
tically all modern pesticides are organic
by nature.) By virtue of inundating the soil
with massive numbers of these introduced
adsorption sites, herbicide is immobilized
until natural processes ultimately cause its
degradation.

In fact, anidentical methodology has for
years been at the heart of clean-up proced-
ures involving spills of pesticides and other
organic compounds. Likewise, respirator
filters and refrigerator fresheners trap cer-
tain gases and vaporous organic molecules
according to this same adsorption principle.

Perhaps the greatest challenge facing a
would-be soil amendment operation in-
volves positive positioning of the adsorb-
tive in herbicide laden zones. Since most
available products sold are collodial suspen-
sions or fine powders, surface applications
of adsorbents might not produce timely
results (except perhaps for shallow seeding
applications or on extremely sandy soil).

Therefore, applicators should be pre-
pared to procure the equipment and labor
needed to physically place adsorptive mat-
erials deep within the zones of herbicide
penetration. Equipment needs could in-
clude anything from hand-held spades, to
rototillers, to even a backhoe for situations
requiring trench-exclusion for larger trees
and runoff barriers.

CONCLUSION. Preemergent herbicides are
central to many plant care operations. With-
out these essential products, the degree and
quality of plant care we’ve come to expect
would suffer. So that applicators become
better custodians of preemergent herbi-
cides, the ability to limit a herbicide’s ac-
tivity in the soil, or to contain an inap-
propriate herbicide application, would
seem most consistent with modern plant
care activities. — James Ware &

The author is a lawn care consultant res-
iding in Hobbs, New Mexico. Heis aregular
contributor to ALA magazine.
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“Now is not the time to go it alone.”

“If you're like so many other lawn care Check the PLCAA benefits...
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of the size of your company. Current subjects include insect and weed identification, turf
Find out for yourself what diseases, and pesticide handling, with additional topics under

development.

O] Regional seminars—Each year PLCAA brings the latest in
management and technical training, plus equipment demon-
strations, direct to a location near you.

(] Annual Conference and Show—Exhibits, educational sessions,
workshops, and an outdoor equipment demonstration are just
a few features of PLCAA’s popular annual gathering of lawn
care professionals.

(] Exclusive publications—Stay current with Turf Talks, PLCAA's bi-
monthly newsletter. Members also keep in touch with tax, labor,
financial and regulatory information through our periodicals,
the Legal Update and Environmental Update bulletins.

And that’s only part of the advantages PLCAA
members enjoy. If you want to know more,
just drop the coupon below in the mail, or

give us a call at toll-free 1-800-458-3466.

l so many other lawn care
businesses have dis-
covered, that PLCAA
membership doesn’t
cost—it pays!”

JAMES R. BROOKS
Executive Vice President,
Professional Lawn Care
Association of America
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SPORTS INJURIES AND TURF—
IS THERE A CORRELATION?

s athletes — professional and
amateur — continue to receive
substantial media exposure, so do
the fields they play on.

Gone are the days when sports injuries
were shrugged off as mishaps. Instead,
the spotlight now focuses on sports turf
and field maintenance as a leading factor
in injury.

Professional athletes generally have the
opportunity to play on properly maintain-
ed fields, but high school and college ath-
letes remain more susceptible to injury as
play continues on fields which are poor-
ly maintained. Oftentimes the situation
can be improved, but many educational
institutions think they cannot afford, nor
need, to spend money on athletic fields.

At the collegiate level, comparisons
between natural turf and artificial turf in
connection with football injuries have
been drawn, but differences in the quali-
ty of the turf on natural grass fields has
received only minor attention, according
to John Harper, professor of agronomy
at The Pennsylvania State University.

As aresult, Harper and three Penn State
associates — Chauncey Morehouse, pro-
fessor of physical education; Donald Wad-
dington, professor of soil sciences; and
William Buckley, instructor in health educa-
tion — set out to investigate how turf quali-
ty affects injuries.

Their study, conducted several years
ago, consisted of 12 schools active in the
Pennsylvania Athletic Trainers Associa-
tion. The participants came from various
locations across the state and provided 24
fields — 12 game fields and 12 practice
fields — for evaluation. Because two
schools didn’t provide a complete record
of injuries, the results and correlations in-
volving injuries are based on data from
10 schools, Harper said.

All injuries to football players in the
sample schools were reported through the
National Athletic Injury/Illness Reporting
System (NAIRS), established by Penn
State in 1974. NAIRS receives weekly re-
ports from team trainers or physicians of
injuries and illnesses sustained by mem-
bers of an athletic team during practice
or competition.

In this study, injuries and illnesses were
classified by NAIRS into four categories:

1. Minor — any reportable injury/ill-
ness (other than dental or head injuries)
that didn’t prevent an athlete from retur-
ning to practice or competition for longer
than seven days following the injury or
illness.
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2. Significant — all head and dental in-
juries regardless of time lost from play or
practice, and any injury/illness that kept
an athlete from returning to play or prac-
tice for longer than seven days.

3. Major — any significant injury/ill-
ness that prevented a player’s return to
practice or competition for 21 days or
longer.

4. Severe — any permanently disabling
injury, such as paraplegia.

Game and practice fields were evalu-
ated both before and after the football
season. Information ranging from the
kinds and amounts of turfgrasses to the
total weed coverage were evaluated.

Information collected on the mainte-
nance of game and practice fields show-
ed considerable variation between fields
at an individual school as well as among
fields of different schools. Although prac-
tice fields were more intensively used
than game fields, they received less care
— a fact which disturbed Harper.

*“If they spend money at all they do it
on the game fields rather than the prac-
tice fields,”” he said. ‘‘It’s unfortunate
because the practice fields are where the
kids spend probably 95 percent of their
time, yet theyre (practice fields) the ones
they do absolutely nothing to.”’

According to the study, mowing heights
were similar on game and practice fields,
but game fields received more nitrogen
fertilization and more aeration than prac-
tice fields. Herbicides were used for weed
control on 25 percent of the game fields,
however, none of the schools reported use
of weed control on practice fields. The
fields which did receive some weed con-
trol were treated with a preemergence
crabgrass herbicide and a combination
herbicide for broadleaf weed control.

About 83 percent of the 24 fields in-
volved in the study were overseeded —
with %4 being overseeded in the spring.
In addition, 83 percent of the fields were
fertilized at least once a season.

Only 75 percent of the 12 playing fields

and 25 percent of the 12 practice fields
were aerated.

About 75 percent aerated game fields
once a season and 33 percent aerated
more than once, but only 16 percent aer-
ated with more than three passes.

Harper said he normally recommends at
least three aerations per year, per field.
In early spring, he suggests a fairly heavy
aeration with six or seven passes. A se-
cond, lighter aeration is recommended in
late August, just before the game season
begins. Another heavy aeration should be
done at the end of the season.

After field maintenance evaluations
were complete, the focus of the study
turned toward injuries. Approximately
210 injuries were reported by the 10
schools. A further breakdown shows that
96 of these injuries occurred in regular
season games, four in practice games and
110 during scheduled practices. About
152 of the injuries were classified as
minor and 58 were significant. No severe
injuries were reported.

Of the 210 injuries reported, 5.7 per-
cent were definitely field-related, 15.2
percent were considered possibly field-
related and 76.7 percent were definitely
not field-related. The types of injuries
varied among body parts, but showed up
most often in the knees, ankles and feet.

Harper combined the definitely field-
related and possibly field-related together
to conclude that 21 percent of the injuries
may have been caused by poor field con-
ditions — injuries which might have been
prevented.

‘I can’t say if (the number of injuries)
it’s high or low because there’s nothing
to compare it with. Nobody has really
done much along these lines,”’ Harper
said. ‘‘A lot of people felt it wasn’t sig-
nificant, but if you stop and think how
many injuries there are across the coun-
try...if you can reduce that by a fifth, it’s
going to make a big difference.”

Following the second field evaluation,
suggestions for maintenance and renova-
tion programs were sent to each school.

‘‘Probably half of them followed our
recommendations. The rest said they
didn’t have the people or the interest,’”’
he said. ‘‘They’re more conscious of the
importance of the situation in professional
sports, but the interest is really starting
to increase (at all levels) with the liabili-
ty suits that are occurring.”” — Cindy
Code @

The author is Editor of ALA magazine.
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MAKING STRIDES

ore and more groundskeepers
of professional sports stadiums
are beginning to realize the
value of a well-kept playing
field. But they're not the only ones. Par-
ents of today’s high school athletes not
only root for a winning home team, they
also seek to reduce the number of injuries
their youngsters suffer. Colleges, univer-
sities and recreation departments are all
paying closer attention to the quality of
playing surfaces. Recently, certain out-
door sports, such as soccer and lacrosse,
have enjoyed a rapid growth in populari-
ty in some areas of the country. Ameri-
cans also have more leisure time on their
hands and are participating more in rec-
reational sports at neighborhood parks.
These changes make for an increased de-
mand for quality playing surfaces. Several
trade associations are now geared toward
improving athletic fields. Below are three
major groups that offer slightly different
services, though each has a portion of
membership sharing a common goal.

PROFESSIONAL GROUNDS MANAGEMENT
SOCIETY. Founded in 1905 (incorporated
in 1911), this group got its start as the Na-
tional Association of Gardeners. Though
this organization of estate gardeners was
primarily social, it was around for many
years until the number of estates began
to dwindle. In the early 1970s, with fewer
than 400 members, the organization was
revamped, focusing its energies on main-
taining the grounds of schools, univer-
sities and parks.

Now known as the Professional
Grounds Management Society, the organ-
ization boasts about 1,400 members. Ac-
cording to Executive Director Allan Shul-
der, the largest body of membership is
still the private maintenance contractor.
The next largest group falls into the parks
and recreation area. The remainder main-
tain varied grounds including resorts,
shopping centers, zoos and arboreta. A
growing portion (about 40 percent) of the
total membership is involved in sports turf
maintenance. Today the group is mainly
an educational association, with an objec-
tive of upgrading the industry by demon-
strating the importance of proper main-
tenance.

PGMS answers inquiries on sports turf
technology or directs people to the right
source, when needed. The organization
also publishes a monthly newsletter and
has three training guides. Its various edu-
cational materials are offered at a discount
to members.

Additionally, the society offers an an-
nual educational conference and is plan-

ning a series of regional seminars that will
kick off in July.

Shulder said there's no question that
there’s been a big need for improved
sports turf in recent years. **Some of these
poor fields are literally played to death,™
he said. “*“The demand on parks has real-
ly been tremendous because people have
more time for recreation.’

Membership is $85 a year. For more
information, contact: Professional
Grounds Management Society, 12 Gall-
oway Ave., Suite 1E, Cockeysville,
Maryland 21030; 301/667-1833.

NATIONAL SPORTS TURF COUNCIL. Un-
til last February, this two-year-old organ-
ization was associated with the Musser In-
ternational Turfgrass Foundation, whose
goal is to train graduate students in turf-
grass science. Today, the National Sports
Turf Council is an independent group co-
ordinating the efforts of national experts
to help develop top quality sports turf.

According to Fred V. Grau, co-chair-
man of the NSTC, competitive athletes go
all-out to perform and deserve turf that
equals their determination. **What we
have given them is mediocrity in perpetui-
ty.’" he said. **At most high school ath-
letic fields they tease the grass with light
applications of soluble fertilizer to make
it look nice for a game, but it doesn’t
stand up under the abuse and overuse.”

To counteract this situation, the coun-
cil plans to serve as a clearinghouse for
existing research. It will coordinate the
efforts of various extension specialists,
universities, consultants and trade organ-
izations so that members have easy access
to this information. **We're going to use
every effort to provide the all-out athletes
with the kind of turf that will give them
an all-out performance,”” Grau said.

Membership is steadily growing, and
today the council’s 200 members include
seed growers and manufacturers of equip-
ment and fertilizer, as well as those in-
volved in other facets of maintaining
sports turf. ““This coordinating agency
has been badly needed for many years, "’
Grau said,

Membership fees are based on a sliding
scale. The cost ranges from $500 down
to $25. For more information, contact:
Fred V. Grau, National Sports Turf
Council, P.O. Box AA, College Park,
Md. 20740-1014; 301/864-0090.

SPORTS TURF MANAGERS ASSOCIATION.
This organization was conceived in 1981
by three major league sports turf mana-
gers: Harry Gill, George Toma and Dick
Ericson, along with Dr. William H. Dan-
iel, professor emeritus, Purdue Univer-
sity. The executive director is Dr. Kent
W. Kurtz.

Members include superintendents of
schools, parks, colleges, universities and
professional stadiums, as well as contrac-
tors and commercial affiliates. The type
of playing fields these individuals main-
tain are used for football, soccer, base-
ball, softball, race racing, polo, lawn ten-
nis, lawn bowling, rugby, lacrosse, crick-
et, boccie, field hockey and golf. Mana-
gers range from high school custodians
on up through the major leagues.

According to Operations Assistant Me-
lissa Merritt, STMA members work to-
gether combining the science of growing
grass with the art of maintaining sports turf
to produce aesthetically pleasing and safe
playing areas.

In 1986, membership increased four-
fold, providing STMA with more than
300 members. Also that year, the associa-
tion held its first national conference in
San Francisco, Calif., in conjunction with
the Golf Course Superintendents Associa-
tion of America.

Today membership totals 706. It had
doubled by the time STMA held its se-
cond national conference February 1987
in Phoenix, Ariz.

Merritt attributes the association’s rapid
growth to increased exposure in the in-
dustry. “People are also getting brave about
asking how to do things. They're becom-
ing more aware, with all the injuries, that
something can be done,” she said.

Membership cost falls under different
categories including: professional sports
turf facility manager, $50; educators,
parks and schools, $30; students, $10;
commercial affiliates, $100; second com-
pany members, $25; and persons outside
the United States, $45.

To obtain a membership application,
contact: Sports Turf Managers Associa-
tion, 400 N. Mountain Ave., Suite 301,
Upland, Calif. 91786: 714/981-9199. —
Julie November u

The author is Assistant Editor of ALA
magazine.
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PRODUCTS

ew England Business Service has
developed an invoice especially for
| chemical lawn care firms. The
r three-part document reduces a
technician’s paperwork by offering boxes
(spaces) to check for the services perform-
: ed. To help meet local regulations, boxes
arealsoavailable to mark wind conditions.
Additional space is provided for chemical
descriptions, if necessary.

According to the company, the list of lawn
treatments not only saves time, it also adver-
tises all of a company’s most common ser-
vices, regardless of how many an individual
homeowner receives. Also, by detailing
each part of the customer’s lawn treatment,
the invoice fully explains the total fee. In
addition, there is room to list services
distinctive to one landowner and lawn care

tips, ifthese are required. When completed,
i the invoice can be left at the site or mailed

y in a double window envelope.
Circle 101 on reader service card

| LESCO Inc. introduces its 48-Inch Com-
mercial Rotary which features anextra-deep
cutting deck that is balanced for better

maneuverability and more uniform cutting.
The cutting height of the rotary is easily
adjusted from 1% to four inches, in'% in-
crements.

Equipped with a 12.5 horsepower
Kawasaki engine, the new commercial

walk-behind offers four forward speeds plus
reverse, double V-belt traction drive, sim-
ple cutting height adjustment and extra-
wide, heavy-duty pneumatic caster wheels
to reduce compaction.

Circle 102 on reader service card

IMLER MEASURING WHEELS

The
Professionals’
Choice.

To order or
for information
call toll free

1-800-433-1764

In Ohio call
(614) 486-9068

or write
Imler Industries Inc.,
1117 Broadview Ave.,
Columbus, Ohio 43212

IMLE%
INDUSTRIES Q) INC.

REDI-
MEASURE

FOLDING
WHEEL

ORIGINAL
WHEEL

Circle 27 on reader service card
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TURF-PLUGGER

CORE AERATOR

o Self Propelled
® Quiet Running
o Easy Maneuvering
o Straight Up-and-Down
Motion for Better
Penetration

3MODELS AVAILABLE

® All Roller Bearings - ;g 4 gg’% Sq. :::j :"-

Case-Hardened Shafts - 26,000 Sq. L.

e Low Maintenance 600- 36,000 Sq. Ft./Hr.
Ask about major lawn care

companies who use it exclusively!

Classen Mfg. Co.

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

Circle 28 on reader service card
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Land Pride, a division of Great Plains
Manufacturing, offers the Land Pride Solid
Stand Seeder for accurate interseeding and
new seeding of grasses. Accordingto Land
Pride, the three-way soil-to-seed contact
system provides greater germination and
emergence with the advantages of a full-
width seeding pattern.

During operation, PTO driven knives
slice into the ground creating slots to receive
the seed. The fluted seed cups then meter
the desired amount of seed in a broadcast
pattern. Adjustable double torsion tickler
tines agitate the seeding surface to help pro-
mote contact. Finally, rollers or packer
wheels finish the job by pressing and firm-
ly packing seed for proper germination,
eliminating air pockets.

The seeder offers welded heavy gauge
steel boxes and a heavy-duty profile stamped
A-frame. Features include: variable knife
spacing, ground driven seed metering,
working depth adjustable from O to 1%z in-
ches, heavy-duty PTO with slip-clutch safe-
ty, clear seed tubes and a removable gauge
wheel for seeding in tight areas.

Circle 103 on reader service card

Spectrum Technologies Inc. offers a non-
toxic, biodegradable stain remover
specifically designed for the removal of
pesticide stains.

Magnum™ effectively removes the
yellow stains exhibited by pendimethalin,
Prowl® , Treflan® and Surflan® her-
bicides, as well as removing other staining
pesticides and a wide variety of difficult
soils. The thickness of the ready-to-use pro-
ductenables itto cling to vertical surfaces,
increasing performance. It penetrates on
contact, softens and liquifies the toughest
stains and soils.

Magnum is suitable for use on metal,
glass, enamel and painted surfaces, con-
crete and carpet. The stain remover is for-
mulated with a natural, safe citrus solvent
and imparts a citrus-fresh scent.

Circle 104 on reader service card

The new Hustler 251K from Excel In-
dustries features an 18 horsepower, air-
cooled Kohler engine for improved reliabili-
ty and extra power when cutting tall or wet
grass.

Other improvements for 1988 include
heavier steel construction of frame and deck
for long life and low maintenance. The new
mulcher design of the 51-inch mowing deck
improves turf vacuuming and reduces blow-
out of dust and debris for greater operator
comfort and safety.

The 251K uses the dual-hydrostatic drive
systemand one hand hydraulic steering that
makes it possible to turn 360 degrees in

its own length without scuffing the turf.
Simple twin-lever steering provides the
operator with total control of speed, for-
ward and reverse, braking and turns without
the use of clutch or brake pedals.

High-lift, heat treated steel blades raise
the grass for a smooth, precision cut. The
rear discharged deck permits close trim-
ming on either side making it the ideal
mower for cemeteries, condominiums and
apartment complexes.

Circle 105 on reader service card

Supersorb® water absorbants from
Aquatrols Corporation are now available
in one ounce packets which are boxed in
lots of 100 and shipped inatwo-color display
carton.

The one-ounce packets are convenient
for exterior as well as interior landscapers
because they reduce the chance of over-use
and spoilage.

Supersorb, anacrylic polymer water ab-
sorbant, increases the moisture holding
capacity of soils by absorbing more than
200 times its weight in water. The stored
water is released when plants need it — giv-
ing transplants an edge on survival and
reducing watering frequency.

Supersorb is available in two particle
sizes.

Circle 106 on reader service card.

WALK-R-IDE

Walk Behind or Ride
Aerate The Easy
Dependable Way

TERRACARE PRODUCTS CO. INC.
PO. BOX 506
PARDEEVILLE, WI 53954

PHONE: 608/429-3402

Circle 19 on reader service card

IT
PAYS

TO ADVERTISE
IN THE

ALA
CLASSIFIEDS

To Place an order, Write:

ALA
4012 Bridge Ave.
Cleveland, Ohio 44113

KB SLIT SEEDER
ATTACHMENT

converts most power rakes
into an affordable slit seeder
for under $250.

®3" centers

eground powered

evariable seed control

eseed tubes foraccurate delivery
to slits

eplants wide variety of grass and
flower seeds

KB MFG, BOX 922
Fremont, NE 68025
1-800-451-7319
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SHUFFLING THE DECK
(continued from page 21)

Southeast, but now the company operates
in 17 states in the West, Midwest, South
and East.

Roberts said the potential is there to
continue building the lawn care division.
““We didn’t really grow the business un-
til the last two years when we started ac-
tively pursuing acquisitions and opening
new branches internally,’” he said.

Orkin Lawn Care, a chemically orient-
ed lawn maintenance company, has plans
to expand into related services including
seeding and aeration, sod plugging, flea
and tick control, as well as deep root feed-
ing of trees and shrubs.

The lawn care division also takes ad-
vantage of the success of the pest control
division by continuously cross-marketing
customers from both divisions.

*“The Orkin pest control name is al-
ready known in all the states. Now the Or-
kin Lawn Care name is becoming more
widely known,’’ said Gordon Crenshaw,
head of the Orkin Lawn Care division.
‘“We feel like we’re trying to grow twice
the industry rate through expansion and
our market position. We have pest con-
trol branches in almost every state of the
Union and we can essentially go into any

desired market that we want to and set up
in our own shop and start to expand. We
intend to keep doing it because we feel
that the lawn care industry, or potential
out there, is twice as big as the pest con-
trol potential.”’

SIERRA CHEMICAL COMPANY. On Aug.
4, 1987, Sierra Chemical Company of
Milpitas, Calif., acquired the Speciality
Agricultural Products division of Mallin-
ckrodt Inc. of St. Louis, Mo.

The acquisition adds a full line of pes-
ticides to Sierra’s line of controlled-re-
lease fertilizers, according to William S.
Floyd, chief financial officer.

““This is our first acquisition and it will
provide growers with a wide range of pro-
ven products and the highest level of
customer service. Customers are looking
for ways to solve a variety of problems.
Sierra will now offer a much wider range
of solutions,’’ said Robert Severns, presi-
dent of Sierra.

Sierra is a privately held company and
would not release sales figures.

““It was very positive for us,”” Floyd
said. ‘‘(The acquisition) makes us more
competitive and allows us to meet more
of our customers’ needs.”’

SNAPPER. On June 15, 1987, A.A. Mali-

zia, chairman of the board of Snapper
Power Equipment, bought F.D. Kees
Manufacturing Company. The acquisition
brought a line of commercial lawn and
turf equipment to Snapper’s mostly resi-
dential line of equipment.

‘“We bought it on the basis that we’re
going to develop it and give it the financial
support that they need to expand, Malizia
said.

Prior to the acquisition, Snapper mar-
keted only two small commercial mow-
ers. However, the company now has
plans to expand into the commercial
market, not only through Kees, but with
its plans to develop new products, he said.

Snapper’s 1987 revenues were close to
$285 million, according to Malizia. He
didn’t have sales figures for Kees, but
called it a much smaller company than
Snapper.

Since the acquisition, the number of
employees at the Kees headquarters (now
under the Snapper name) in Beatrice,
Neb., has increased by about 40 percent,
he said. Snapper’s headquarters remain
in Georgia.

As far as future acquisitions go, Malizia
said, it’s going to be necessary to continue
broadening Snapper’s line of equipment.

““‘Snapper’s a well-known name and the
Snapper presence is all over the country.

o @ green

garde

ELECTRONIC DIGITAL
FLOW METER

. .. for the Professional LAWNCARE and PEST CONTROL BUSINESS

Imagine . . .

LOOK AT WHAT YOU HAVE DONE!

r - = %\

! You or your applicator have completed a liquid application
at one of your key accounts. The Green Garde Electronic
Flow Meter monitored this application and displays in large,
(]D easy-to-read numbers the amount of liquid pumped. NO
MORE GUESSING OR ESTIMATING!

NOW — with the Green Garde ELECTRONIC FLOW METER
/ Ll you can monitor all your liquid applications and you will
z L } know the amount of liquid that you or your applicator has

/ TOTAL ||| RESET 4| ON / applied on each service call — in gallons, quarts or liters.
H
\

Record this information on the customer’s record — and
this vital information will be available at your fingertips for
future reference. With the push of a button on the FLOW
METER, the applicator is off to his next job, continuing to
monitor and keep records which may be important in the
] future of your business.

- > | ELECTRONIC
®| /G %eee /rrowueren |(®)
NON-COMMERCIAL

AN

Cumulative flow data is stored in memory permanently
until the batteries are removed.

JJ ANOTHER QUALITY PRODUCT

rom
the Green Garde Spray Team!

See your Green Garde Distributor, or contact us at: (312) 593-6464
ENCAP PRODUCTS COMPANY, P.O. BOX 278, MT. PROSPECT, IL 60056

r
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We just needed to expand our line into the
commerical field,”” he said. ‘‘Acquisi-
tions are going to be necessary in the in-
dustry because you know the market itself
is not growing that much. There are more
people who have gotten into it and it’s get-
ting difficult to share business these days.
To an extent, it’s more or less survival.””’

In addition to the number of mergers
and acquisitions taking place, a few in-
dividuals have left successful companies
to go out on their own, or in one instance,
have taken expertise from established
companies in the development of a new
company.

On April 12, Chevron Chemical Com-
pany, a subsidiary of Chevron Corpora-
tion, and Sumitomo Chemical Company
Ltd. of Japan, created a new company to
develop and market agricultural chemical
products in the United States.

The new company, Valent U.S.A. Cor-
poration, will be headquartered in Walnut
Creek, Calif. Chevron, based in Fresno,
Calif., and Sumitomo are equal partners
in the new company.

The company will employ about 250
people who will be on loan from the two
parent companies.

Chevron President R.W. Davis said
Valent grew out of several years of close

ties between the two companies during
Chevron’s development of several Sumi-
tomo compounds for the U.S. market.
The U.S. marketing rights to these com-
pounds and future Sumitomo compounds
will belong to the new company.

Valent will also have exclusive rights
to market current and future Chevron ag-
ricultural chemical products in the United
States.

Another newcomer to the lawn care
market is AllGreen Corporation.

Feeling the need to run his own busi-
ness, Paul Anderegg left seven years at
Tru Green behind to form his own com-
pany with partner Ed Barent — the found-
er of Tru Green.

The two now run AllGreen Corp.
whose headquarters are based in Atlan-
ta, Ga. After a year in business, the com-
pany operates 10 branches west of the
Mississippi River.

Anderegg, former vice president of
sales and marketing at Tru Green, said he
had no qualms about leaving the security
of Tru Green behind to set out on his own.

‘I don’t think this industry is saturated
or reached its real maturity stage yet.
There’s still a lot of room for good com-
panies,’’ he said. *‘I think it will be more
difficult in the future for just anybody to
pick up and go into the business. But I'm

not afraid to compete. I anticipate it, I ex-
pect it and I wouldn’t be here if I didn’t
think I'd be in the same markets with all
of them.”

A one-year, non-compete agreement
was established between AllGreen and
Tru Green, leaving AllGreen most of the
western markets in which to develop. At
the time of his departure, Tru Green had
not yet been bought by Waste Manage-
ment.

In the next five years, Anderegg and
Barent hope to build a $20 million com-
pany through hard work and more branch
openings.

*“I think it will be more competitive for
the next few years. I don’t think the level
of competition is going to lessen and I
don’t think the competition will exceed
the demand for service,”” Anderegg said.
““I still think there’s room for a lot of peo-
ple yet.”’

If acquisitions continue at the same
pace, Anderegg predicts three or four ma-
jor national companies will dominate the
metropolitan markets followed by two or
three good regional companies.

In addition, a number of small companies
in each market will be visible. — Cindy
Code ]

The author is Editor of ALA magazine.

LAWN

ASSISTANT

Software for the Lawn &
Tree Care Industry.

e | = 2
s

| e .|

Call us to receive a free

80 page publication on
choosing a computer system
for lawn and tree care.

REAL GREEN

COMPUTERS

2775 Haggerty Rd.
Walled Lake, M| 48088
(800) 422-7478

Inside Michigan call
(313) 669-1118
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ELECTRIC HANNAY
HOSE REELS
NEW IN THE BOX

$339.00
WE PAY THE FREIGHT
HERSCH’S INC.
1-800-843-LAWN
(313) 543-2200 M|

WE SHIP ANYWHERE
IN THE U.S. AND CANADA —

IMMEDIATE DELIVERY.
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SPORTS TURF
(continued from page 30)

introducing the best turfgrasses into an ex-
isting stand of sports turf.

PEST CONTROL. Sports turf, because of the
stressful conditions under whichitis grown,
and the weakening effect of these condi-
tions, requires frequent use of pesticides.
The lawn care professional is in an excellent
position to monitor the likelihood of disease
infections and insect infestations. Proper
timing of treatments and use of most effec-
tive pesticides for local conditions is im-
portant.

With at least one weed seed ready to ger-
minate for each square inch of soil through-
out the growing season, the potential for
weed encroachment is almost overwhelm-
ing. The necessity for monitoring weed de-
velopment and scheduling pre and post-
emergence applications of herbicides is a
fact of life. Seldom are sports turfgrasses
sufficiently vigorous to crowd out weeds
without the help of herbicides.

The same chemical formulations that
work well on local lawns will also be effec-
tive on sports turf. In use of these pesti-
cides, follow the same precautions neces-
sary for lawn care operations.

GROOMING. Sports turf requires mechan-
ical mowing and grooming, not only to pro-
duce as healthy a turf as possible, but also
to provide aesthetic appeal for spectators.
Mowing height and frequency are deter-
mined by the type of grass and the use of
the turf on the field. Cool season grasses
are generally cut from 1'% to 2 inches. Warm
season grasses are closer cut —% to 1 inch.
Grass should be cut frequently and clipp-
ings may be removed or left on the field,
depending on how well the field is groomed.

Inaddition to mowing, fields may be com-
bed, raked, dragged or thinned in order to
maintain the degree of vigor and growth
compatible with development of highest
quality ground cover.

SUMMARY. The lawn care professional has
an excellent opportunity to be of service
in the management of sports turf. This op-
portunity is perhaps better in some parts
of the country than in others. Anapprecia-
tion for the value of fine turf and its use
in the enhancement of playground and
sports field safety is important. As an en-
try into this area of specialized turf manage-
ment, get to know the condition of the
grounds you are interested in. Learn who
the decision makers are and what it will
take to initiate a successful program. Indo-
ing this, use technical information available
to you from a wide variety of sources. —
Eliot C. Roberts ®

The author is executive director of The
Lawn Institute in Pleasant Hill, Tenn.

SEED RESEARCH
(continued from page 27)

director, Turf Seed Inc., Hubbard, Ore.,
sees a trend toward darker color and dwar-
fism in tall fescues.

This fall Turf Seed will release Monarch
Tall Fescue and increase supply of both
Silverado and Elderado — the lowest grow-
ing, darkest tall fescue the company pro-
duces.

In bluegrasses, the big thrust has been
in increasing composite Kentucky blue-
grass varieties, explained Meyer. These
grasses consist of an increased genetic base.
Turf Seed Inc. has yet to name a material

now called CBI, which is an example of
this type of variety.

In the ryegrass category, the company
has been putting more sources of stem rust
resistance into production.

According to Meyer, the company’s
dwarf turf-type perennial ryegrass, 2DD,
will also be on the market.

In fine fescues, work has been done in
backcrossing endophyte into the varieties
Shadow Chewings Fescue, Aurora Hard
Fescue, Shademaster Creeping Fescue and
Bighorn Sheeps Fescue. — Julie November

The author is Assistant Editor of ALA
magazine

FOR $49.53* A MONTH
YOU CAN OWN THE NEW
SALSCO 375 DETHATCHER

Designed to remove excessive thatch from the most thatch-bound
lawns, the new 375 DETHATCHER is a must for the Lawn Care
Professional. Powered by either a 5 h.p. Briggs & Stratton or
Kawasaki engine, the 375 is capable of dethatching 21,000 square
feet per hour. Operation controls located on the handles make for
easy running. Built tough to meet SALSCO’s exacting standards
for durability and quality, this Standard Dethatcher with Flail-type
blades will provide years of profitable service.

Call for complete product and lease-purchase information, and for your
nearest SALSCO dealer. Dealer/distributor inquiries also welcomed. And
come see us at Booth 1211 at the Louisville EXPO ’88.

Sas/sco..

LEADER BY DESIGN

105 School House Road ®
(203) 271-1682 e

Cheshire .
FAX (203) 271-2596 e

Connecticut 06410
1-800-8SALSCO

* Rates and terms based on current market conditions, subject to change without notice.
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CLASSIFIEDS

AD INDEX

ACQUISITIONS
Wanted to Acquire

Lawn care companies of all sizes in U.S. and
Canada being sought by national corporation.
Complete buy out or stay and grow with us. If
interested please call me directly: John Hayes,
President, Tru Green Corporation,
404/442-8700. Strict confidentiality maintained.

Wanted to Buy

Lawn care companies of all sizes anywhere in
U.S. wanted to purchase by national corpora-
tion. If interested please respond to: ALA
magazine, Box 329, 4012 Bridge Ave., Cleveland,
OH 44113. Strict confidentiality maintained.

Wanted to Buy

Ever-green Lawns, a Divisionof ADT Limited,
an international service company doing in ex-
cess of a billion dollars in sales annually, wants
to acquire lawn care companies of all sizes. All
inquiries strictly confidential. Please contact:
Steve Hirshmugl, Director of Finance and Ac-
quisitions, Ever-green Lawns Corporation, 1390
Charlestown Industrial Drive, St. Charles, Mo.
63303; 314/946-9700.

Position Open

Middle Management Position available in
25-year-old financially solid, growth-oriented
lawn service company. Equity opportunity can
be available to the right party. Seeking a take
charge person who can assume responsibility
and thrives on challenges. Excellent benefit pro-
gram. Your comprehensive resume should in-
clude business and work experience over the
last 5 years, educational background and cur-
rent or last salary. Write Vice President, Lawn
Mate Inc., PO. Box 403, Metuchen, N.J. 08840.

Manager Position

Top Firm Needs Top Person: Quality conscious,
Texas-based landscape management firm has im-
mediate opening for detail-oriented Operations
Manager and/or Business Manager. If you have

outstanding professional, managerial and hor-
ticultural skills and are not afraid of hard and
healthy teamwork, 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.

Job

Assistant Manager — An exceptional oppor-
tunity fora self-starting, ambitious, hard worker
with a young, but prominent, lawn company in
the western suburbs of Chicago. The ideal can-
didate will have supervisory experience, also
an aptitude for learning the technical aspects
of lawn and tree care and be willing to learn
and grow with us. A personable manner, and
well-developed communication skills a must.
Competitive salary and benefits. Send resume
and salary history/requirements in confidence
to: Spring Green Lawn Care, 1040A National
Ave., Addison, Ill. 60101.

Agent Needed

Purchasing agent for large landscape contrac-
tor. Experience preferred. Knowledge of plants
and irrigation. Contact Barry Cohen,
408/288-9394 or send resume to: 250 Commer-
cial St., San Jose, Calif. 95112.

Lawn Care Equipment

Hannay reels 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, 0-6- 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.
800/834-LAWN — outside of Michigan
313/543-2200

Lawn Care Equipment
Hydroseeder 1979 Finn, 800 Gal, Tandem axle.

Excellent Shape. $8,500. Corona, CA 714/
371/4122. i&]
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M O L E

Phostoxin® Tablets L0ose Soil

Paper Wadding

C O N

T R O L

‘“Safe and effective control of Moles

with Phostoxin® fumigant.”

Fumigation Service & Supply, Inc.
10505 N. College Avenue
Indianapolis, IN 46280-1438

(317) 846-5444
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DEEP DOWN TURF PROTECTION WITH

TURCAM

INSECTICIDE

] i

Now you have two choices-TURCAM* WP ||qu|d or new TURCAM' 2'2G
granular. Whatever your choice, TURCAM's advanced carbamate chemistry
goes right to work knocking down white grubs, mole crickets, chinch bugs, sod
webworms and many other destructive pests. TURCAM's federally-approved
nationwide label provides these positive benefits...

* Fast action * Cost-effective
* Good residual * Odorless
* Doesn't tie up in thatch . poesn’t damage turf or
* Easy to apply (liquid ornamentals
or granular)

Powerful reasons for assigning TURCAM to your toughest turf pest control
problems. For more information on TURCAM, including full labeling and
recommendations for use, contact your local distributor or write to...

¥NOR-AM.

NOR-AM CHEMICAL COMPANY
3509 Siverside Boad, PO Box 7495, Wilmington, DE 19803
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IMPORTANT: Please remember always to read and follow carefully all label directions when applying any chemical.
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Commercial Rotary

Introducing the LESCO 48-Inch Commercial
Rotary . . .because generating profits in the mowing
business depends on quality equipment.

Built rugged and durable, the LESCO 48-Inch
Commercial Rotary delivers day-in and day-out
dependability. An extra-deep, heavy-gauge, welded
steel deck is designed to endure years of service and
provide more uniform cutting. Cast iron pulleys
insure cooler running and longer belt life.

The cutting height of the new rotary is easily
adjusted from 1% to 4 inches, in Y-inch increments.
High-carbon steel blades create strength and
precise cutting.

Power for day-long mowing comes from a 12.5-
horsepower Kawasaki engine, while easily accessible
fingertip controls permit simple and comfortable
steering and shifting.

The mower features extra-wide pneumatic caster
wheels for increased maneuverability and reduced
compaction. Double-V drive belts reduce slippage
when turf is wet or terrain is hilly.

And with LESCO you get factory-direct parts
and service support via a toll-free hotline to our
service manager.

Generate profits with the new LESCO 48-Inch
Commercial Rotary. Order today by contacting your
LESCO sales representative, stopping by the nearest
LESCO Service Center or calling us toll free.

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

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