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EDITOR’S FOCUS

ONCE AGAIN, THE INDUSTRY FINDS
itself wondering about the Great Drought
of 1988. While not easy to forget, the
devastating dryness of last summer tem-
porarily left our minds when the drought
ceased to make headline news.

But no matter how hard we try, we
can’t forget the drought. It wasn’t just an
unfortunate highlight of last summer, but
a sign of future events.

In fact, many previously skeptical peo-
ple are now taking seriously the green-
house effect — a theory defining the
gradual warming of the world climate as
a result of atmospheric pollution.

The environment played such a role in
the scheme of recent national events that
Time magazine named Earth the “Planet
of the Year” — preempting its annual
man of the year award.

With such gloomy news to start the
new year, lawn and landscape mainte-
nance operators should have made at least
one spring resolution — to continue the

‘\\ \

professional and educational strides made
at the peak of the drought season.

As a result of quick action taken by
maintenance operators, manufacturers and
distributors, the industry came away from

last year’s drought with a high level of
confidence from the public they serve.
True, a number of companies lost some
customers during the heat of the summer,
but for the most part, customers were re-
tained, and the wheels were set in motion
for a profitable spring season.

Industry operators are already gearing
up for increased production in all service
areas: aeration, renovation, spraying, ir-
rigation installation; the list goes on.

And the increase in service did not just
fall into the laps of these maintenance
operators, they worked hard for it. They
worked to educate the public on the need
for turf maintenance despite the dry
weather. They worked against watering
bans and news reports telling homeowners
to forget their lawn services.

As we start this season, we'll see many
effects of last summer’s drought not
previously detected. The industry will
have to deal with each situation as it
arises. — Cindy Code P
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FEB. 21-23

Western Pennsylvania Conference &
Trade Show, Pittsburgh Expo Mart/Radi-
sson Hotel, 101 Mall Blvd., Monroeville,
Pa. Contact: Thomas Watschke, Penn
State University, Dept. of Agronomy, 405
Agric. Admin. Bldg., University Park,
Pa. 16802; 814/863-1613; or Pennsyl-
vania Turfgrass Council, P.O. Box 417,
Bellefonte, Pa. 16823-0417; 814/355-8010.

FEB. 21-22

The Second Annual Ohio State University
Professional Lawn Care Seminar, Holiday
Inn on the Lane, Columbus, Ohio. Empha-
sis on the principles of agronomy, entomo-
logy and plant pathology. Contact: Sue
White, 614/292-7457 for course content or
Sherry Shulok, 614/292-4230 to register.

FEB. 27-28

The Penn-Del chapter of the International
Society of Arboriculture’s educational
symposium titled, “The Cash Flow of

CALENDAR

Trees,” Hershey Lodge and Convention
Center, Hershey, Penn. Contact: Sara
Pilling, 29 Garrett Ave., Rosemont, Pa.
19010; 215/525-7331.

FEB. 27-28

12th Annual Grounds Maintenance Con-
ference, Sheraton Columbia Northwest,
Columbia, S.C. Contact: George V.
Hyams, PO. Box 12109, Charleston, S.C.
29412; 803/762-1595.

FEB. 28-MARCH 1

Northeastern PA Turfgrass and Grounds
Maintenance School, Luzerne County
Community College, Prospect Street and
Middle Road, Nanticoke, Penn. Contact:
William Pencek, Lackawanna County Ex-
tension Service, 200 Adams Ave., Scran-
ton, Penn. 18503; 717/963-4761.

FEB. 28-MARCH 1-2
The Illinois Landscape Contractors Asso-
ciation’s three-day winter seminar for ex-

terior and interior landscape contrac-
tors, Pheasant Run Resort, St. Charles,
Ill. Contact: ILCA, 2200 S. Main St.,
Suite 304, Lombard, Ill., 60148; 312/
932-8443.

MARCH 8

The 20th Annual Professional Turf and
Plant Conference at the Nassau Veterans
Memorial Coliseum, Hempstead, N.Y.
from 8 a.m. to 5 p.m. The conference is
hosted by the Nassau Suffolk Landscape _
Gardeners’ Association in cooperation
with Cornell Cooperative Extension of
Nassau and Suffolk counties. For more
information call 516/665-2250.

MARCH 17

The first Colorado Association of Lawn
Care Professionals Conference and Trade
Show, Viscount Hotel, 200 W. 48th Ave.,
Denver, Colo. 80216. Proceeds go to CSU
turfgrass research. Contact: Julia Marie,
303/688-2268. Ld
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MAIBO
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(California Only)

MAIBO, INC.

Rt. 1, East Stone Drive
Kingsport, Tennessee 37660
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LCO’s JOIN SPECIAL
OLYMPIC CRUSADE

Florida LCO Jerry Williams can attest to
the satisfaction gained by being a Special
Olympics volunteer. He can also tell you
what it’s like being the parent of a child
with mental retardation. His two-year-old
son, Michael. was born with Down’s syn-
drome.

Williams, general manager of Mandarin
Service, Jacksonville, is one of a number
of LCOs across the nation who are con-
tributing their time and money to Special
Olympics. All turf and lawn care associa-
tions are being encouraged to do the
same.

The call for volunteers came after a
$125000 contribution to Special Olympics
was made on behalf of the lawn mainte-
nance industry by The Dow Chemical
Company. The industry is now an Offic-
ial Bronze Medal Sponsor of the 1989 In-
ternational Winter Games to be held in
Reno, Nevada, in April.

There are a number of ways to become
involved, according to Larry Speer, busi-
ness manager for Dow. Associations can
donate money to state Special Olympics
programs, provide volunteer support for a
Special Olympics event or adopt a local
Special Olympics team.

LCOs can be buddies for a Special
Olympian and serve as referees, coaches
or “huggers’ at Special Olympics games.

Why should lawn care operators be-
come involved in Special Olympics?

One reason is it provides substantial
positive exposure for professional
lawn care throughout the year, Speer
said.

North Florida LCOs, theiremployees andfamilies joined efforts

to help Florida Special Olympians.

*Not only will LCOs be helping their
industry, but they'll help an organization
that gives all individuals with mental re-
tardation continuing growth opportunities.
Special Olympics helps them develop
physical fitness skills, express courage,
experience joy and participate in the shar-
ing of gifts, skills and friendship with
their families, other Special Olympians
and the community.”

“It's time for the industry to do more
than make money,” Williams said. “It’s
time to give something back to your com-
munity.”

He and a group of North Florida LCOs
have become involved in a number of
Special Olympics events, including re-
fereeing a soccer event for 100 Olympians
in a district meet last spring. In Decem-
ber they prepared and served food for
athletes and coaches during a county
meet. “And we'll be at the next Special
Olympics event,” Williams said, adding
that after each event the number of lawn

NEW FINANCING PLANS FROM CENTURY RAIN AID

care operators who want to
volunteer increases.

“This is a chance for LCOs
to spread goodwill throughout
their communities by getting

said Terry Criter, a Dow
Chemical sales representative
in Columbus, Ohio. “T hope
to see all LCOs volunteer
their time and/or money to
this worthy cause.”

Williams added, “There’s a
great satisfaction in seeing the
happiness of the Special Ol-
ympic athletes. They win and
you win, 100.”

For more information on how your
company can become involved with Spec-
ial Olympics, contact your local Dow
Chemical sales representative.

HIGH SUGAR DIET
MAY STRENGTHEN PLANTS

Clemson University horticulturists are us-
ing state-of-the-art equipment to solve an
age-old problem — how to produce plants
that can better withstand shipping.

“Fifteen to 20 percent of plants produc-
ed commercially are lost during shipping
because of lack of water, light and ven-
tilation,” said John Kelly, leader of a
four-member departmental team working
to solve the problem.

“As long as the plants are in a stressful
environment, they are susceptible to dam-
age.” he said. “Since the greenhouse in-
dustry in South Carolina is a $30 million
industry, a waste of 15 percent to 20 per-

cent means a lot.”

Damage to the plant usually
doesn’t show up until the plant
is in the possession of a re-

involved in Special Olympics,”

CENTURY RAIN AID HAS
made arrangements with Tex-
tron Financial Corp., a subsid-
iary of Textron Inc., to offer
financing programs for the pur-
chase of pipe pullers and tren-
chers, and for complete auto-
matic sprinkler irrigation sys-
tems.

Century introduced the new
financing plan to help contrac-
tors make purchases at attrac-
tive rates and with easy payment
schedules. Century also offers

a tax lease program. approval of applications, current tailer or a consumer. The con-
“We're offering our contrac-  market rates and two- to five- sumer suffers an immediate
torcustomers another way toex- year terms. loss, and the reputations of the
pand their businesses by getting “In many cases, contractors producer and retailer may be
the most out of their leverage,” can own a brand new piece of harmed. ‘
said Century President Ernie  equipment for less than 10 per- ~ The researchers are examin-

Hodas. “These plans give the  centdown.” Hodas said. “This ing methods to strengthen
contractor the ability to make allowsthemtoconserve cash for plants so that they can better
staggered payments, withheav-  other business development withstand stress during shipp-
ier charges due during the in-  purposes.” ing. “We started looking at
stalling season and smaller For more information con- the role carbohydrate — or
paymentsornopaymentsinthe  tact Century Rain Aid, 31691 sugar — levels played in rais-
off-season. Dequindre, Madison Heights, ing the stress tolerance of a
The programs offer 24-hour ~ Mich. 48071. plant. Specifically, we're ex-

(continued on page 8)
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News In Brief
(continued from page 6)

amining how carbon dioxide increases the
sugar level,” Kelly said.

To raise the sugar level, researchers
load plants with carbohydrates by supply-
ing them with large amounts of carbon
dioxide. Plants are sealed in artifi-
cially lighted, airtight, transparent
chambers in which temperature and car-
bon dioxide levels are regulated by a
computer.

Designed by Bill Retzlaff, the com-
puter-controlled monitoring system meas-

ures and maintains the desired concentra-
tions of carbon dioxide.

In addition to making plants better
withstand shipping, high levels of carbon
dioxide causes plants to grow much fas-
ter, Kelly said. Future experiments will
focus on determining a carbon dioxide
enrichment program to make plants
flower sooner.

The research is still in its infancy, but
Kelly said it will continue for the next
five years. If the experiments are suc-
cessful, the team will concentrate on
designing a cost-effective system for com-
mercial growers.

105 School House Road e
1-800-8SALSCO o

~da/sco..

LEADER BY D ESIGN

Cheshire e
FAX (203) 271-2596 e

Connecticut 06410
(203) 271-1682
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BROUWER SETS SIGHTS

ON FUTURE GROWTH

Brouwer Turf Equipment has reached
another milestone in it’s 17-year history —
the completion of its fourth plant and of-
fice expansion, nearly doubling its size to
124,000 square feet.

Brouwer began business in a small
building in 1972 before moving two years
later to its 50-acre site in Keswick, On-
tario, Canada. The new facility covered
23,000 square feet. Between 1974-79,
Brouwer under went three expansions,
bringing the factory’s size to 66,000
square feet.

The new expansion and other im-
provements were designed to place
Brouwer Turf Equipment in a better
position to compete and meet market
demand for quality, innovative turf equip-
ment worldwide, according to company
officials.

Brouwer manufactures a complete line
of equipment for both the sod production
and turf maintenance markets. Brouwer is
an Outboard Marine Corp. company.

NEW BROADLEAF HERBICIDE
BEING TESTED BY DOW

Confront™ herbicide, a new nonphenoxy
broadleaf mixture under development by
The Dow Chemical Co., is now in its
first year of field tests. Environmental
Protection Agency registration is expected
by the third quarter of 1989.
The product is a postemergence herbi- i
cide designed to control dandelion, nar-
row-leaf plantain, Canada thistle, oxalis,
ground ivy and other weeds in cool
season grasses.
According to Monique Mackasey, pro-
duct technical manager for Dow, approx-
imately 10 key lawn maintenance firms in
the northern region of the United States
will be cooperating with the Midland, ,
Mich.-based chemical manufacturing
company in tests on both small and larger
research plots.
Confront is an amine salt formulation
containing one part clopyralid to three
parts triclopyr per gallon.
Triclopyr amine is currently available
for commercial sale in the Turflon™ line
of herbicides, while clopyralid is a newly ‘
developed turf herbicide. g
Rob Peterson, Dow’s turf market-
ing manager, sees a good fit for the
product. “We think Confront offers )
several unique benefits to the turf care
industry, including a significantly reduced ;
active ingredient pay load per acre,” he '
said.
The two-way mix of triclopyr and clo-
pyralid tested well recently in In-
dianapolis on dandelion, broadleaf f
(continued on page 10)
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TURN

Lawncare and landscape profes-
sionals all over the country are using
AQUAGRO® soil wetting agents on their
problem lawns. They're applying it on a
regular basis to move water deep into
hydrophobic and compacted soils, slopes
and through thatch. And as a bonus they’re
seeing a dramatic improvement in overall
turf quality, with reduced irrigation.

Their customers see it too, and are
willing to pay for the difference
AQUAGRO makes.

Here's what three AQUAGRO users
have to say.

Christopher Sann
Complete Lawn Service
Wilmington, Delaware

"1 first used AQUAGRO about
seven years ago on a bluegrass lawn with
thatch-bound roots. Over a three year
period I saw a 50-75 percent reduction in
the thatch layer from the bottom; the
roots penetrated the soil about three
inches and I eliminated the hot-spots.
About 90 percent of my customers are on
an AQUAGRO program, which I often
combine with verticutting. As tough as this
summer was, the difference in appearance
between treated and untreated lawns was
obvious...and that keeps my customers

happy.”

Circle 15 on reader service card

W

Joseph Broyles
Lawn Doctor of Oyster Bay-
Syosset

East Norwich, New York

“The soils I deal with are heavy loam
often with a compacted layer below the
surface. AQUAGRO alleviates compaction
by getting water to penetrate this layer.
Eliminating standing water helps cure a
major cause of fungus diseases...I've been
offering AQUAGRO Liquid as an optional
service for four years; recommending two,
sometimes three applications a year. It's
been a solution to a lot of problems, and
in some cases helped set me apart from
my competition.”

Max Todd
Fairway Lawn Service, Inc.
Sunnyvale, California

“I am using AQUAGRO Spreadable on
about 80 percent of my jobs. Drought con-
ditions have made my customers more
interested in products that can both
reduce water use and keep their lawns
alive. It's clear to me that the wetting

AQUAGRO*
PROBLEMS
INTO PROFITS.

agent increases the efficacy of fungicides,
soil insecticides and fertilizers....I am able
to sell the application as a companion to
aerating and my customers recognize that
the cost is offset by reduced water use and
not having to pay for replanting.”

Getting More Water to
the Root of the Problem.

AQUAGRO
8 0z./1000 sq. ft./Month

Following Rainfall

Depth of Moisture Penetration (cm)

Sept. 24
0.40cm

Rainfall June 12
event 225cm

July 2
2.75¢cm

Sept. 19
0.18cm

AQUAGRO moves even the briefest
rainfall or irrigation deeper into the soil
profile so less is lost to evaporation and
run-off. Deeper water penetration also
stimulates deep root growth for greater
drought resistance.

The Difference Between a
Good Lawn...and a Great One.

Discover why golf course superintend-
ents around the world have used AQUAGRO
for more than 30 years to solve their water
related problems.

Used as directed, AQUAGRO is non-
toxic to plants and animals and is
biodegradable.

To find out how you can turn
problems into profits and make your
customers’ lawns the envy of the
neighborhood...and your competition.

Call us.

1-800-257-7797, in NJ. (609) 665-1130

'JAQUATROLS

The Water Management People

1432 Union Ave., Pennsauken, NJ 08110
FAX: (609) 665-0875




News In Brief

(continued from page 8)

plantain and ground ivy.

Results, according to Mike Shaw, tech-
nical service and development specialist
for Dow, showed treatment tank mixtures
achieved 91.7 percent control of broadleaf
plantain, 91.7 percent control of ground
ivy and 90 percent control of dandelion,
eight weeks after treatment. The rate used
in this study was 0.38 pound of triclopyr
amine and 0.125 pound of clopyralid
amine per acre.

The University of Illinois in Urbana,

reports that the same mixtures of clopy-
ralid and triclopyr provided 100 percent,
80 percent and 67 percent control of
white clover, broadleaf plantain and
dandelion respectively. Control of broad-
leaf plantain and dandelion increased
somewhat when the triclopyr rate was in-
creased to 0.5 pound per acre.

PESTICIDE MANAGEMENT FOCUS
OF NEW CONSULTING FIRM

A new firm specializing in consulting and
design engineering for the pesticide ap-

Mulch Magic.™ You won't believe
it until you try it! It's so easy to apply,
so economical to use. Mulch Magic is
a long-lasting, water soluble spray col-
orant which restores the bright, orig-
inal appearance to faded hardwood
mulch products such as cedar, cy-
press, and redwood bark. It saves
wheelbarrows of

Restore Fresh Look And Color
To Faded Mulch In Just Minutes!

cation at a fraction of the cost of re-
mulching! Mulch Magic covers herbi-
cide stains, too.

Muich Magic applies quickly and
easily with any conventional backpack
or hand-held sprayer. And, it comes
in convenient, Tip-"N"-Measure gal-
lon containers for consistent applica-

time and money.
Keeps landscap-
ing looking fresh-
ly groomed in
one, easy appli-

Becker-Underwood, Inc.
701 Dayton Avenue *« Ames, lowa 50010 « (515) 232-5907

Toll Free: 1-800-232-5907

tor mixing.

For more infor-
mation, contact
your distributor.
Or, call or write
today!
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plication industry is being formed by
Fred Haskett, president of Greenworld in
Dover, Ohio.

The new firm known as Haskett/Mc-
Causland & Associates will specialize in
the areas of pesticide storage, pesticide/
fertilizer mixing and handling systems
and residue recycling systems.

“If a company handles and stores pes-
ticide concentrates in any quantities, and
they do not have a comprehensive system
for storage, mixing and handling, residue
recycling and spill containment, they
could be risking their entire business
everyday,” Haskett said. “With the pesti-
cide applicator industry being watched by
a host of different groups such as federal
and state EPA, OSHA, legislators, the
media, environmental groups, etc., the
need for consulting and support service to
aid the industry through the regulation
maze is growing daily and cannot be ig-
nored,” he added.

This new venture stems from the
lengthy process Haskett encountered in
1985 and 1986 as he sought to construct a
new facility for his lawn and landscape
maintenance firm, “For a long time I felt
we had encountered a brick wall,” Has-
kett said. “There were no guidelines or
specifications available from any govern-
ment agency or trade group. We were
really pioneering new territory because of
the uncertainty of environmental laws and
regulations. But we kept on asking ques-
tions of anyone who might have some
helpful information, and gradually over
time we began to develop a good idea of
what we needed.”

As a result of this two-year experience,
Haskett/McCausland & Associates has
developed a comprehensive, integrated
system of safe storage, efficient mixing
and handling, spill containment and resi-
due recycling that has proven to be affor-
dable and practical. This system offers
protection for the environment, increases
employee safety, eliminates the high cost
of liability and risk of waste storage and
disposal, and has received approval from
the EPA, state pesticide regulators and
local authorities.

The system is flexible and can easily be
used in either new construction or retro-
fitted into an existing structure, or can be
customized to suit each operation’s needs.

The services provided by Haskett/
McCausland & Associates can include:
on site analysis and evaluation, design
and engineering services, development
and preparation of state and local permits
and approval forms, assistance in material
procurement and installation coordina-
tion.

For more detailed information about
the services available contact Haskett/
McCausland and Associates, 425 W.
Howe St., PO. Box 337, Dover, Ohio
44622, 216/364-1442,
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NURSERYMEN'S EDUCATION
DAYS SET FOR MARCH 7-8

Cornell Cooperative Extension and the
New York State Nurserymen’s Association
are co-sponsoring two educational meet-
ings in upstate New York.

Both meetings will cover landscape
design and maintenance and are titled,
“Nurserymen’s Education Day — A
Focus on Landscape Design and Main-
tenance.”

The morning sessions will cover site
analysis, the use of organic mulches,
design principles and the selection of
plant material. In the afternoon, topics
will be delayed effects of the drought, soil
sampling and interpreting results, fer-
tilization of landscape plantings and in-
sect pest management — the use of hor-
ticultural oils and the growing degree
concept.

Both morning sessions are identical,
however, each will have separate after-
noon sessions. In Rochester, there will be
a session on marketing and employee
training for garden center managers. In
Syracuse, there will be an in-depth ses-
sion on landscape design.

The Rochester meeting is March 7 —
contact Jim Willmott, Cornell Cooper-
ative Extension, 249 Highland Ave.,
Rochester, N.Y. 14620; 716/461-1000. The
Syracuse meeting is March 8 — contact
Terry Ettinger, Cornell Cooperative Ex-
tension, 1050 W. Genessee St., Syracuse,
N.Y. 13204; 315/424-9485.

MARKETING RIGHTS TO
PENNFINE EXTEND 10 1994

The worldwide license to produce, mar-
ket and distribute Pennfine perennial
ryegrass has been extended according to
the Pennsylvania agricultural experiment
station of Pennsylvania State University
and the Seed Production and Introduction
Corporation of New York.

Pennfine perennial ryegrass is protected
under the U.S. Plant Variety Protection
Act through Jan. 28, 1994. Pennfine is
produced and marketed as a certified
class of seed only by Northrup King Co.,
Minneapolis, Minn.; Agway Inc., Syra-
cuse, N.Y.: and Stanford Seed Co., Buf-
falo, N.Y.

AG CHEM INDUSTRY OF 1990s
TO BE MORE ENVIRONMENTAL

Biodegradable packaging, low-dose
chemicals which are less apt to appear in
the environment and target-specific biora-
tional crop protection products will form
the backbone of a new era of environ-
mentalism in agriculture, according to
William D. Raven, vice president of sales
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for Sandoz Crop Protection Corp.

Other steps the agrichemical industry
will take by the year 2000 include intro-
ducing products and technologies design-
ed to enhance integrated pest management
programs and to encourage low input ag-
riculture. Dry flowable, water dispersible
granular formulations and controlled re-
lease pesticides will become more com-
mon, he said.

“You will see a broadened environmen-
tal awareness from a truly global agri-
chemical industry,” Raven predicted.

“The public, the government and our cus-

tomers have made it clear that an envir-
onmental perspective is important. Only

Equipment for the
turf care professional.

the companies that adopt this view will
survive in the 1990s.”

Raven made his comments in a recent
meeting of the National Association of
Wheat Growers.

EXPEDITED APPEAL SOUGHT
BY GREEN INDUSTRY COALITION

A coalition of associations representing
New York's commercial pesticide ap-
plicators will appeal a federal district
court judge's finding that state regulations
covering prenotification of pesticide ap-
plications are not pre-empted by federal

N Olathe Equipment
Helps Keep Your Turf
andBusinessHealthy

Olathe has been proving itself a
valuable part of your business for

years.

Setti lndunrystandardsﬁkethe
MOD'E% 84 SLIT SEEDER with

New dimensionsin plugging with
the MODEL 88 AERATOR with rug-
ged 3 hp industrial engine, 2-40Ib.
removable weights if needed, 30
coring tines enter the soil every 3%4"

patented clean-cut shatter blades, across a 19%4" path.

18hp electric start, 3" centers, ea
grip handle controls, ground

Rug: reliabllity, leamed from

over 25 years in the sweeper busi-

that accommodates up to 15,000 sq.  ness, has gone into the MODEL 42

ft. per hour. No competitor has
matched the short distance between
blades and seed drop for accuracy.

Innovative new additions Jike the
MODEL 85 "SEED-N-THATCH' for
spot seeding and/or thatching. A

low-cost efficient unit for smaller

5 HP TOW-BEHIND SWEEPER. Tired
of breaking apart so called commer-
cial brooms? Try this r
finger sweeper with easy pull remote
dump from tractor.

Proof is seeing.Call your local
Olathe/Toro commercial dealer for a

, rubber

areas. free demo. Or write or call:

1-800:255-6438 ® 913-782-4396

Circle 41 on reader service card

OLATHE MANUFACTURING, INC.
100 INDUSTRIAL PKWY, INDUSTRIAL AIRPORT, KS 66031

W/
T




law.

In his summary judgment, the judge
ruled that New York pesticide notification
requirements do not preempt labeling ac-
tivity as defined by the Federal Insec-
ticide, Fungicide and Rodenticide Act.

“It cannot be said that Congress ex-
pressly prohibited the states from requir-
ing such notification. Nor does it appear
that compliance with both federal and
state regulations is a physical impossibili-
ty...or that state law stands as an obstacle
to the objectives of Congress,” according
to the summary judgment. In his ruling,
the judge cites a case involving the
California Savings and Loan Association

vs. Guerra.

The New York State Turfgrass Associa-
tion, the Professional Lawn Care Associa-
tion of America, the Pesticide Public
Policy Foundation and the National Ar-
borist Association among others, late last
year filed a lawsuit against the state's
Department of Environmental Conserva-
tion over stringent prenotification
regulations.

The group’s defense contended that the
recently passed pre-notification regula-
tions were pre-empted by FIFRA legisla-
tion which states that it's illegal for
anybody, including the state, to request
anything viewed as pesticide labeling over

When you demand
durability,
demand Exmark.

EXMARK MFG. CO. INC. BOX 748

Outstanding durability,

Exmark’s complete line of tough 21" mowers is better by design. Like
every Exmark mower, these 21’s are engineered, built and tested to
endure years of rigorous commercial use. They
stand up to the demands of 72-hour work weeks.
Exmark guarantees it — with our two-year limited
warranty* For more information or the dealer

nearest you, call today: 402-223-4010.

BEATRICE, NE 68310

*Engines

warranted
separately.

-
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and above what is required by the federal
government.

However, the judgment stated that the
state’s notification requirements may com-
pel the distribution of information which
abbreviates and/or amplifies that which is
found in the Environmental Protection
Agency approved label, the state re-
quirements do not constitute labeling
which is in addition to or different from
that required under FIFRA.

Pesticide notification requirements such
as the contracts, cover sheets, visual
notification markers and newspaper ads,
required by New York, “do not by their
terms impair the informational integrity
of the FIFRA label. Instead, New York's
notification requirements are a proper ex-
ercise of the state's regulatory authority.”

While most feel the industry group has
less than a 50 percent chance of winning
an appeal, they almost unanimously agree
that an appeal is necessary.

“If you look at the basic lawn and Con-
gressional intent, the basics are there for
a ruling our favor,” according to Beth
Seme, executive director of the NYSTA.
“The judge didn't take the state’s story or
ours, he made up his own...and there are
points in his version which are in direct
conflict with the case.”

Jim Wilkinson, executive director of
3PF, said its important for the group to
go ahead with its appeal because it’s the
only lawsuit challenging the 1987 statute
which requires sign posting and customer
contracts.

The regulations were to go into effect
Jan. 1, but New York pesticide ap-
plicators were granted a temporary
reprieve from the tough prenotification
regulations when an injunction against
their enforcement was awarded by the
State Supreme Court Dec. 30.

Four state lawsuits opposing the
notification regulations currently jam the
docket of the New York Supreme Court,
with a fifth to follow. The lawsuits have
been filed by various groups including
lawn maintenance, pest control,
hotel/motel and the farm bureau.

While serving the same cause, the
merits of the federal and state cases are
completely different, Seme said. The
federal suit deals with strict interpretation
of statutes passed on the federal level,
namely the statute enabling the DEC to
pass such regulations.

The state lawsuits challenge the pro-
cedural aspects of the regulations, in-
cluding claims that the DEC exceeded its
boundaries in passing the rules, the
length of time it took the board to pass
the regulations and the fact that the board
didn’t consider integrated pest manage-
ment principles when forming the
regulations.
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PLL'/IA PROSOURCE TRAINING AID ORDER FORIVI

ORDER YOUR

|
| QUANTITY coST
| HAZARD COMMUNICATION PROGRAM
| PERSET-$195.00 $
PR 0 s 0 ” R c E : VIDEO TRAINING PROGRAMS
PLCAA MEMBERS...$50.00 PER VIDEO / NON-MEMBERS $70.00 PER VIDEO
I DESTRUCTIVE TURF INSECTS (NORTHERN VERSION) $
TRA INING A IDS I DESTRUCTIVE TURF INSECTS (SOUTHERN VERSION) $
I WEED IDENTIFICATION AND CONTROL $
| DISEASES OF TURFGRASS $
EA BL y, I PESTICIDE HANDLING FOR LAWN CARE S
I} LAWN AERATION S
I LIQUID CALIBRATION $
o s ™ ;
HAZARD COMMUNICATION PROGRAM B
THE COMPLETE PACKAGE TO BRING YOUR COMPANY INTO | PROSOURCE ID GUIDES
COMPLIANCE WITH THE OSHA HAZARD COMMUNICATION ACT. | BROADLEAF WEEDS IN TURF
SPECIALLY DESIGNED FOR LAWN CARE COMPANIES. | PLCAAMEMBERS —$10 EACH NON-MEMBERS — $12 EACH $
$195.00 PER PACKAGE | (25 OR MORE COPIES, $8.50 EACH) $

|| SCOTTS 1D GUIDE ST
PROSOURCE VIDEO TRAINING SERIES PLCAA MEMBERS - $25.00 EACH NON-MEMBERS - $30.00 EACH s

« WEED IDENTIFICATION « DISEASE IDENTIFICATION RERSPS S——-
« DESTRUCTIVE TURF INSECTS (Northem and PLCAA MEMBERS — $10 EACH NON-MEMBERS — $20 EACH S

Southern Versions) CUSTOMER INFORMATION PIECES
o LAWN AERATION < LIQUID CALIBRATION

|
|
I
I
« PESTICIDE HANDLING FOR LAWN CARE I ABC'S OF LAWN & TURF BENEFITS (BROCHURE) $50.00 PER 500 S
« NEW PROGRAM! INTRODUCTION TO PESTICIDES | LAWN & SPORTS TURF BENEFITS (B00K) $10.00 EACH s
PLCAA MEMBERS..$50.00VIDEO  NON-PLCAA. $70.00viDE0 | A WEALTHY LAWN BROCHURE - $25.00 PER 500 .
I "A REASSURING WORD" STUFFER - $5.00 PER 100 S
PROSOURCE ID GUIDES || "WHAT YOU SHOULD KNOW ABOUT
PROFESSIONAL LAWN CARE" - $18.00 PER 100 $
BROADLEAF WEEDS IN TURF (4-color) |
PLCAA MEMBERS...$10.00 EACH  NON-PLCAA.$12.00 EACH | P e S it
SCOTTS ID GUIDE SET (Weed/Insect/ Disease ID) | BASED ON TOTAL COST iy S —
PLCAA MEMBERS...$25.00/SET NON-PLCAA...$30.00/SET | :;2.31 - : ;g.% :; .g SHIPPING AND HANDLING: $
PLCAA SAFETY MANUAL | $75.01- $100.00 $9.00 GEORGIA RES'“”;:&%%:;'
PLCAA MEMBERS..$10.00 EACH  NON-PLCAA...$20.00 EACH | $10001-§12500  $12.00 s
31/2520;15 310500‘00 :}g% COD IF DESIRED — ADD $3.00 $
CUSTOMER INFORMATION PIECES | : : i
ABC'S OF LAWN & TURF BENEFITS | So—
2-FOLD BROCHURE OF 26 BENEFITS (ORDER THESE FLAT OR | METHOD OF PAYMENT
FOLDED) $50.00 PER 500 | CHECK (payable to “PLCAA” — U.S. Funds only)
LAWN & SPORTS TURF BENEFITS | O3 visa (O3 MASTERCARD
BOOK (PRODUCED BY THE LAWN INSTITUTE) $10.00 EACH g & A el
“A HEALTHY LAWN"
BROCHURE ENVELOPE STUFFER IN 2 COLORS $25.00 PER 500 SR
“A REASSURING WORD" NAME
ENVELOPE STUFFER - $5.00 PER 100 .

I

I

I

"WHAT YOU SHOULD KNOW ABOUT |
PROFESSIONAL LAWN CARE" I 75 STV SO

|

I

4-COLOR ENVELOPE STUFFFER -- $18.00 PER 100 CITY STATE 2IP.

ATTENTION PLCAA MEMBERS!

ASK ABOUT OUR FULL LINE OF PLCAA TRUCK DECALS, | C1 I'MNOT AMEMBER OF PLCAA, BUT AM INTERESTED IN PLCAA
p scoplgpp o MEMBERSHIP -- PLEASE SEND ME INFORMATION!

TELEPHONE

DISPLAY YOUR MEMBERSHIP PROUDLY! CLIP AND MAIL TO:
FOR MORE INFORMATION CALL 1-800-458-3466. PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA
| 1000 JOHNSON FERRY RD. NE, SUITE C 135,

Symbol of Good Practice

MARIETTA GA 30068-2112 ALA __|

ORDER BY PHONE! TOLL FREE 1-800-458-3466

PROFESSIONAL LAWN CARE ASSOCIATION OF AMERICA (IN GEORGIA CALL 1-404-977-5222)




ASSOCIATION NEWS

THE PROFESSIONAL GROUNDS
Management Society will sponsor five
workshops on “The Design Maintenance
Connection.” The workshops have the en-
dorsement and support of the American
Society of Landscape Architects, and will
be held: Feb. 28 to March 1, Holiday Inn,
College Park, Md.; March 7-8, Holiday
Inn/Dedham, suburb of Boston, Mass.;
March 14-15, Holiday Inn/Beachwood,
suburb of Cleveland, Ohio; March 21-22,
Holiday Inn, Atlanta Airport, North in
Georgia; and March 28-29, Holiday Inn,
I-70 & Chambers, Denver, Colo.

The workshops will run from 8 a.m. to
5 p.m. both days. Topics of discussion in-
clude the landscape design process,
grounds management standards, estimat-
ing grounds management, project design
intent and the actual working of a design
subject, including estimating maintenance
costs in the design process.

Mark Acevedo of Kato Landscaping,
Fountain Valley, has been elected the new
president of the California Landscape
Irrigation Council. Acevedo succeeds
William Cohen of Valley Crest Land-
scape, Calabasas, who served as the
council’s 1988 president.

In addition, John Carlson of Carlson’s
Landscaping, Fountain Valley, was elected
to the position of president-elect. He will
automatically succeed to the presidency in
1990.

Other officers elected to the council’s
board of directors include vice president,
Mickey Strauss, American Landscape,
Canoga Park; vice president, Chuck John-
son, California Landscape, Canoga Park;
and vice president, Klaus Ahlers, Carla-
cio Landscape, Fullerton. The new sec-
retary-treasurer is Mike Selden of Relia-
ble Landscape, Tarzana.

Cohen returns to the board as the im-

mediate past president.

Joe Brazan, the council’s executive sec-
retary and manager for the past 20 years,
will continue in this post, operating out
of the organization’s office in Whittier.

The recent Turf and Grounds Exposition,
Rochester, N.Y., broke both attendance
and exhibitor records. More than 1,600
people attended sessions and visited 280
booths.

The show, hosted by the New York
State Turfgrass Association in coopera-
tion with Cornell University, featured a
back-to-basics preconference seminar on
turfgrass culture.

The seminar schedule was led by key-
note speaker Donald Butcher, commis-
sioner of agriculture and markets of the
state of New York. Split sessions for golf
course managers and lawn, landscape and
grounds maintenance personnel offered
professional updates on industry concerns
and research results. In addition, a mech-
anics workshop on gasoline and diesel en-
gine maintenance and repair and a day-
long landscape architect session were
offered.

This year’s show will be held Nov. 7-10.

Landscape management contractors can
now train employees how to operate basic
landscape equipment in the home office
with a series of new maintenance training
safety video tapes now available from the
Associated Landscape Contractors of
America.

The maintenance tapes are designed to
promote sound safety procedures and were
produced by the association’s safety com-
mittee to help reduce the growing number
of unnecessary accidents which occur each
year among power equipment operators.

Essential safety procedures are covered
in detail including:

FOR MORE IN FORMATION CONTACT... €22

equipment familiarization, proper safety
precautions, machinery operation, equip-
ment capacity and maintenance, injury pre-
vention and effective accident prevention.
The series includes an introductory
program on safety and the remaining six
programs cover the following types of
equipment: trim mower, mid mower, pow-
er edger, stringtrimmer/brushcutter, power
hedgetrimmer and backpack power blower.
These programs also come with reference
guides and a program retention test.

The Professional Lawn Care Associa-
tion of America began the new year with
a move to new international headquarters:
1000 Johnson Ferry Rd., N.E., Suite C-
135, Marietta, Ga., 30068.

The move is actually just down the
street from previous headquarters, but
provides much larger facilities for the
eight-member office team serving more
than 1,300 members.

The phone numbers, including the toll-
free number, remain the same: 404/
977-5222 and 800/458-3466. And new for
1989 is a fax number for emergency cor-
respondence: 404/578-6071.

The California Landscape Contractors
Association will offer two field tests: the
certification exam for landscape techni-
cians, April 15-16 and the certified land-
scape technician of maintenance test,
April 29.

The first is a 14-hour, hands-on test of
installation skills, in which applicants
construct sample “projects” to demon-
strate their abilities in 10 major skill
areas: plan reading, irrigation installation,
brick-on-sand construction, plant installa-
tion, concrete installation, grading and
drainage, carpentry, seed and sod installa-
tion, equipment operation and first
aid/safety. Landscape workers who dem-

onstrate proficiency in all 10
areas will receive designation
as certified landscape tech-
nicians.

PGMS NYSTA PLCAA The other test, eight hours
- 12 Galloway Ave., Ste. IE, PO. Box 612 1000 Johnson Ferry Road NE in length, evaluates landscape

Cockeysville, MD 21030. Latham, N.Y. 12110 Suite C-135 maintenance skills and is

301/667-1833. 800/873-TURF Marietta, Ga. 30068-2112 divided into five sections:

% 404/977-5222 general comprehension and
CLIC ALCA first aid, lawn maintenance,
14408 E. Whittier Blvd. 405 N. Washington St., CLCA chemical application, plant
Ste. A-5 Ste. 104, 2226 K St. maintenance and irrigation.
Whittier, Calif. 90607-5305 Falls Church, Va. 22046. Sacramento, Calif. 95816 Those who pass all five will
213/941-4900 703/241-4004 916/448-CLCA become certified landscape

- technicians. w
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How to weed out undesirables.

The process of weeding out. There's a variety of
ways to do it. And whatever your preference, Lebanon
has the herbicide product that’s right for you.

We're your one-stop supply source, with one of the
widest product selections on the market. Over 20 of
the industry’s finest. Pre-emergent. Post-emergent.
Broadleaf, too. In both granular and liquid form.

You can apply Lebanon herbicides straight. Or in
homogeneous, SCU or custom-blended fertilizer/
control combinations that promote turf growth once
weeds are gone. And since all contain the most

Circle 20 on reader service card

effective name-brand chemicals available, you're sure
to weed out undesirables —no matter which of our
premium quality products you select.

For more information on Lebanon herbicide
products, contact your local Lebanon distributor or call
our Greenline at 1-800-233-0628 or 1-717-273-1685.

Lebanon

TOTAL TURF CARE
A division of Lebanon Chemical Corporation
PO. Box 180 = Lebanon, PA 17042




Triumph getsrid of the tough(*

Constant callbacksand  your profits— simply by re-  at controlling problem turf
retreatmentscandriveeven placingwhatever insecti-  pests, including white grubs
the bestlawn carebusiness  cide you've been usingwith - and mole crickets.
rightinto the ground. Triumph® Forexample,inl0years of

Butyoucanreduceyour ~ Becausenootherinsecti- university testing, Triumph
callbacks —andincrease  cideisprovenmoreeffective hasbeen shown to deliver

© 1989 CIBA-GEIGY Corporation, Turf and Ornamental Products, Box 18300, Greenshoro NC 27419, Always read and follow label directions. For retail

————,




st turt pests,including these.

90 percent control of white  fora full 8-10 weeks.Soone  your clients.

grubsmtlunjust 2-3days  late summer or early fall Just that

of application. application isall youneed  they’ll more
And, unlike otherinsecti- for effective turf protection. ~often be the

cides, Triumph consistently ~ Which doesntmeanyou  green, nego-
provides lasting control worntstill collectnotes from  tiable variety.

sale toand useonly by certified applicators or persons under their direct supervision, and only for thase uses covered by the applicator certification.
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FOCUS ON:
INSECTS

PEARTHRIPS THREATENING NEW ENGLAND MAPLES

Gradual metamorphosis of thrips. (a) Eggs. (b)
Nymphs; four stages known as instars. (c) Adult.

IN 1988, THE PEARTHRIP DEFOLIAT-
ed more than 1.5 million acres of sugar
maples in five states throughout New Eng-
land, and researchers are bracing themselves
for another year of severe tree damage.
While not new to the United States, nor
the New England area for that matter, the
pearthrip has chosen recent years to show
its fury. And that rage has people like
Margaret Skinner of the entomological re-
search laboratory, University of Vermont,
scrambling to discover the insect’s host

range and distribution across the state.

Founded 80 years ago in European pear
tree samples sent to California, the insect
migrated East. As it slowly moved across
the country, the pearthrip’s diet changed
from pear to maple leaves.

The insect has caused similar problems
in the Midwest and Canada, appearing in
varying species in target areas.

The insect spends 10 months out of the
year in the ground, but it’s the two months
above ground which prove most damaging.
Around mid-April, the thrips come out of
the ground and fly to buds on the trees.

The insects crawl inside the bud where
they feed on the growing plant. The eggs
are laid inside the bud, but the larvae go
into the ground to pupate. Pearthrips
don’t eat the leaves, instead they suck the
chlorophyll out of them.

Because this process occurs in spring,
most trees grow new leaves in the sum-
mer although they’re generally undersized
and lack normal color. The leaves often
take on a tattered appearance.

The longer the insect defoliation takes
place, the more vulnerable the tree’s
ability to foliate becomes.

While New England is completing a
whole range of studies, most of the pri-
mary biological research was conducted
in California and British Columbia. The
insect has been seen around New England
since the early 1980s, but first caused sig-
nificant damage in Vermont and neigh-
boring areas in the mid-1980s.

Because of the recent outbreak and be-
cause thrips have not been a problem in

SUCKING DAMAGE OF INSECTS

California since 1960, Skinner and others
are tying to determine the reason for the
insect infestation. Did the pearthrips die
out, or were they somehow reintroduced
into the environment? These are two of
the questions being asked.

“Right now there’s all sorts of hypothe-
sis: acid rain, weather conditions, weak-
ened trees — all sorts of reasons,” she
said.

Although reports on national newscasts
indicated that repeated, severe defoliation
will mark the end for many trees, the
long-term effects of the pearthrips aren't
known, according to Skinner. “People
don’t know the long-term impact. They
can't say trees are dying from it.”

Another unknown to scientists is the in-
sect’s underground feeding habits. Skin-
ner said she and her associates haven't
observed any pearthrips feeding on turf
while underground. However, it has been
determined that the thrips are not com-
pletely dormant while underground and
could probably feed if they wanted to.

Northeast foresters are checking tree-
tops for leaf damage. When they find it,
they dig up the soil near the trunks, gen-
erally finding the soil filled with eggs
waiting to become spring’s pearthrips.
Skinner said hundreds of thrips can be
found each time the soil is dug up.

Foresters are said to be digging up the
soil in hopes of finding a pesticide or
natural enemy to kill the pearthrips before
they can ravage the trees.

Skinner said there are several pesticides
registered for use on thrips, but none

have been specifically tested
for pearthrips. Such a product
would require strict
registration for use on the map-

INSECTS WHICH DON'T  appear as needles or stylets, ent. the greater degree of fleck- le trees, however, since they're
consume the foliage, but in-  and are adapted to piercing considered a food crop.
stead, suckout thecell contents plamcellsandsuchngomthe Inﬁct the general off-color The University of Vermont
or sap of the tissue are not easi- ofﬂleplmiscﬂennudwm. is working closely with the
ly recognized because they don't One of the more obvious no: an state’s department of Agri-
produce obvious holes in the  symptomsofanadvancedstage  indication of pmﬂemcking culture and the Vermont For-
leaves, but they do produce a  orsevereinfestationby sucking insectinjury. est and Parks Recreation to
gradual change in color of the  insects is chlorosis. This is a If no insects are present, or learn more about the pear-
foliage. generaloffcolorgreenthatmay  if insect residue is not evident, thrips’ habits. “Our research

A few of these insects can  bealmost yellowishgreen,and  other factors need to be con- is directly linked to what the
cause galls and leaf distortion  ismottled with whitesploches sidered. Insects that produce foresters need to do to protect
that can be mistaken for other  inseverecases. Closeexamina-  these symptoms include lace the forests,”" Skinner said. —
disorders, leading to confusion tion of the leaf tissue will of-  bugs and thrips when large Cindy Code ]
in making a proper diagnosis.  ten reveal astipple or flecking  numbers of them buildup on

Mouth parts on these insects ~ pattern. Themore insectspres-  foliage. The author is Editor of ALA/

Maintenance magazine.
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The art of application
for maximum germination.

POUNDS OF SEED PER 1000 SQ. |
SEED
PYPEx o BRAND
BENTGRASS | P&'\JN[ AGLE

| P E I\ J r L }-\ .u) \\, f.)

ASPEN
KENTUCKY  [RiGRY
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The Ryan® Mataway® Two-inch spacing between The Ryan Mataway Overseeder
Overseeder is simply better. rows gives you a dense pattern for  gives you the flexibility to power
one-pass application. Gandy® pre- rake, overseed, or to do both at the

Better results begin with the cision metering and an easily re- same time. Call today or contact
basics, like seed calibration. An moved disc-type seed delivery your nearest Ryan dealer for more
easy-to-read chart on the Mataway system places the seed directly information and a free test drive
Overseeder tells you the exact set- into the slits for uniform seed/soil demonstration.
ting for pounds of seed needed per  contact allowing maximum
1,000 sq. ft. Just look it up, load it  germination. Call toll free 1-800-228-4444
up, select setting, and you're ready The result is a lusher, thicker for all the details.
to go. lawn.

RYAN'

BUILT TO LAST

6446 Cushman, OMC-Lincoln, PO. Box 82409, Lincoln, NE 68501
© Outboard Marine Corporation, 1987. All rights reserved.
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FOCUS ON:
LANDSCAPE

UNIQUE INTERIOR PLANTS, TREES GAINING IN POPULARITY

WEYERHAEUSER COMPANY KNEW
it found something special two years

ago when the company obtained the U.S.
rights to market a unique variety of trees
and plants, but the company’s specialty
plants division is just beginning to reach
its peak.

It’s recent move into a 68,000 square-
foot headquarters and production facility
in Fife, Washington, and plans to increase
and streamline production of the com-
pany’s Inscape™ Interiorized™ plants
and trees, including the company’s new
palms and Inscape™ Interiorized™ orig-
inals are two signs of the company’s eye
to the future.

Introduced in January 1987, Inscape
plants and trees are the company’s revo-
lutionary commercial plantscaping pro-
ducts which can enhance interiors without
water, sunlight or pest control and are an
alternative to artificial plants, according
to Steve Barger, general manager of the
specialty plants division.

The products are real plants treated to
retain their natural shape, texture and
fragrance. Once purchased, the plants
don’t require on-going maintenance such
as fertilization and trimming. They do
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require general cleaning, he said.

The preservative process maintains the
plant in the desired growth stage. A non-
toxic chemical is absorbed internally by
the plant system, nothing is sprayed on
the plant, Barger said. The plants are
designed only to be used interioraly.

The unique process was obtained by
Weyerhaeuser from a Swedish company
which had been practicing the process for
about 10 years. Because of its success, the
European company had been looking for
marketing opportunities in the United
States and found Weyerhaueser, already
known for its nursery business.

“Weyerhaueser is very strong on the
technical side of the business, as well as
the tree-growing business. We saw this as
a unique marketing opportunity,” Barger
said. “We were seeing a lot of growth in
the artificial plant business and found this
(product) a favorable alternative to artific-
ial plants.”

The interior plant line also saves on
maintenance costs because they’re used in
areas where live plants generally can’t
grow, i.e. low-light areas.

“Weyerhaeuser continues to believe
strongly in both the current and future

potential of the specialty plants business,”
said Gary Mariani, president of the nur-
sery products division. “The move to this
new facility paves the way for solid growth
of both the commercial and specialty pro-
duct segments.”

“We see 1989 as the year in which our
presence becomes a truly national one,”
Barger added. “The new Fife facility sup-
ports our growing distribution networks
for both the commercial and giftware pro-
duct lines and demonstrates our commit-
ment to the future.”

Palm trees ranging from six- to 35-feet
tall and mini-palms ranging from two- to
six-feet tall serve as the company’s pri-
mary product line. New varieties include
the eucalyptus; large Hollywood Juniper
shrubs; and a variety of ground cover in-
cluding baby’s breath, bear grass, eucal-
yptus, pepper grass, salal and statice.

Recent specialty plants business suc-
cesses include the development of a reg-
ional commercial dealer network in
Washington, Oregon and California. The
network will continue to grow this year,
with new dealers expected to be lined
up in the Midwest and East coast reg-
ions, Barger said.

Projects incorporating Wey-
erhaeuser commercial pro-
ducts include: Marriott’s Des-
ert Springs hotel in Palm
Desert, Calif., the Four
Seasons hotel in Vancouver,
British Columbia; the San
Jose and Portland airports;
Columbia Center in Seattle
and Lotte World international
theme park in Seoul, Korea.

“In our first two years of
business, we controlled our
growth so that we could main-
tain quality control and cus-
tomer service,” Barger said.
“Now, with this experience,
we are ready to intelligently
pursue the next phase of our
expansion.”

For more information on the
use and application of Inscape
commercial products, contact
Robert Hyland, Weyerhaueser
manager/commercial sales,
714/626-9905 or Marilyn
Giltner, Northwest district
manager/commercial sales,
206/924-3464. @
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SOMETIMES BIG ISN’T BETTER
Discover The Mid-size Walker Mower

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

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

Circle 63 on reader service card



COVER STORY

Will the Drought of 1988
Make a Return Appearance?

A FTER A SIX-MONTH
reprieve from the na-
tion's worst drought in 50 years,
industry operators, manufactur-
ers and suppliers are taking a
variety of steps to prepare for the
“season after.”

And despite predic-
tions of another dry, hot
summer, lawnand land-
scape operators seemto
have a positive outlook
on company sales, ser-
vices and customer
commitment.

The Great Drought of
1988, asitbecame nam-
ed, took on historical
proportions. Some
compared itto the Dust
Bowl years of the 1930s,
while others predicted
itwasanomenofthings
to come. Certainly this
was true of some as min-
imal snowfall and mild
temperatures surprised
much of the North.

One of the problems
researchers had indeal-
ing with last year’s
drought, was a lack of
experience. Since it'd
been nearly 50 years
since a drought of sim-
ilar magnitude, they had
nothing to go on, par-
ticularly where dor-
mancy was concerned.

The high tempera-
tures, non-existent rain-
fall and general dryness
weren't just a freak of
nature, or were they?
That same lack of ex-
perience has scientists
and researchers in a
quandry as they con-
sider the possibilities of
arepeat performance by
the drought.

On the one hand,
scientists and govern-

ment agencies last June reported
to the Congress that they are 90
percent sure that the warming
trend during the 1980s is part of
a long-term climate change —
evidence to them that the so-called
greenhouse effect is here.

Others, however, insist that the
drought of 1988 was not as des-
tructive as many anticipated, and
don’t expect the warming trend
to continue without a respite.

In general, the greenhouse ef-
fect has come to represent the
gradual warming of the global
climate as a result of atmospheric
pollution. The theory holds that
a build-up of carbon dioxide and
other waste gases in the upper at-
mosphere will prevent the recycl-
ing of solar heat from the earth
into space, raising global tem-
peratures by three to nine degrees
by the middle of the 21st Century.

(See related story on solutions
to the greenhouse effect on page
32.)

Predictions that the greenhouse
effect is here has led some groups
to take the matter into their own
hands. For instance, the Amer-
ican Forestry Association recent-
ly launched a national campaign
to plant 100 million trees by 1992
as part of efforts to reverse global
warming caused by the green-
house effect.

Dubbed *“Global Relief,” the
association planned to spend
$500,000 to promote the project,
which is to be spearheaded by
about 250 groups in all 50 states.
Trees, which by nature consume
carbon dioxide, will be planted
mainly in urban areas.

GREENHOUSE JITTERS. Des-
pite the growing concern over the
greenhouse effect, a number of
university researchers don’t be-
lieve it's here.

Patricia Vittum, an entomolo-
gist at the University of Mas-

sachusetts Suburban Experiment
Station, said last year's drought
was anaberration. “I'mabeliever
in the overall greenhouse effect,
butnotall of a sudden, like it was
between 1987 and 1988, she said.

Bruce Branham, a Michigan
State University turf specialist,
agreed that the greenhouse theory
is sound, but said what the en-
vironment is currently experien-
cing, isn't it.

Hesaid thisisa natural climatic
cycle, similar to the period ex-
perienced in the 1930s. “It's too
early in the cycle to tell if there’s
a shift to a different type of cli-
mate, but from everything I've
heard, I expect to have another
dry summer,” he said.

“If there’s one thing I learned
from the drought, it’s that I'm
much more impressed with the
new turf-type tall fescues than in
the past,” Branham said. “Pre-
viously, I was neutral on recom-
mending them, but they fared bet-
ter than the bluegrass in unir-
rigated sites.”

Inlowaand neighboring states,
industry representatives are brac-
ing for another rough summer.
Nick Christians, a horticulturist
from lowa State University, said
the area’s plants went into the fall
in poor shape, and are in the mid-
dle of surviving an off-season
drought.

“We're in a drought now. The
weather is quite mild and dry,”
he said. **We’ve seen a lot of thin
turf that didn't get a chance to
revive last fall due toa lack of fall
moisture. We're about 11 inches
short on moisture right now, and
it looks like it's going to go
downhill from there.”

Christians recommends heal-
thy amounts of spring irrigation
— even on plants which normal-
ly don't need much irrigation.
Turf, in particular, will need ir-
rigation to aid in spring growth.
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“Don’tlet the drought hit before
watering is started. People nor-
mally don’t start watering until
June, but it’s important not to let
the turf get more stressed.,” he said.

Christians also sees a need for
educationamong city officials —
the people who control water
availability on the local level. Ci-
ty officials should try to anticipate
a watering ban and gradually in-
troduce the watering restrictions
rather than suddenly enforcing
such bans.

A sudden cutback in water on
a nice, lush lawn can have dev-
astating effects, he said.

Another dry summer will make
it difficult for mowing operators
as well as mowing manufacturers.
When watering bans made it im-
possible for customers to main-
tain their lawns throughout the
drought, mowing contractors
were left behind; unable to per-
form their services.

*We definitely saw a difference

inthe upper Midwest — wedidn't
meetour (sales) projections,” said
Bob Walker, president of Walker
Manufacturing, Fort Collins,
Colo. “We're telling our distri-
butors, until they get some mois-
ture in the Midwest, to pull in
their horns.”

Despite lower sales, Walker
Manufacturing isn't loaded up
with mowers since its stock pro-
jections fall closely in line with
retail sales. “Wetry tokeepapret-
ty tight relationship between stock
and sales.”

Mike Packer of Bunton Co.,
Louisville, Ky. , said the company
was more cautious during last
summer’s drought about filling
the pipeline with mowers.

“Overall, our year (sales) was
affected, but our distributors did
OK. Ninety percent of them are
in good shape,” he said.

Packer said his major concern
deals with the lack of snowfall.
“Commercial landscapers count
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on snow removal in the off-
season. When they can't get the
business, it hurts cash flow and
they're not as apt to buy (mow-
ers),” he said.

The price of Bunton mowers
will increase by 5 percent.

Richard Dillon, director of
sales for the Toro Co., Minne-
apolis, Minn., said the company’s
inventory is up higher than they'd
like to see, but they don't fore-
see any insurmountable stock pro-
blems this spring.

Lack of snowfall, a dry sum-
mer and watering restrictions will
all play a hand in mower sales.

Prices of mowers are expected
to increase anywhere from | per-
cent to 6 percent to accommodate
an increase in raw material prices
and to reflect inflation.

CONSERVATION EFFORTS.
Drought may have ended inaburst
of rainfall, but its impact will en-
dure for the foreseeable future.

Maintenance of shrubs (top left)
turf (bottom right) and the general
landscape (above), will gain add-
ed importance as the industry
braces itself for another warm
season. Photos: Creative Designs
Advertising, Middletown, Ohio.



States bordering the Great Lakes
are seriously considering the
kinds of controls on water con-
sumption once thought neces-
sary only in the West and South-
west.

Water conservation practices
have already affected the lawn and
landscape maintenance industry,
as more operators are adding ir-
rigation installationto their com-
pany services. Irrigation falls be-
hind seeding and tree care as the
service most likely to be added
in the next five years according
to a survey conducted by ALA/
Maintenance magazine.

The need for irrigation equip-
ment to offset the drought has also
caused manufacturers and lawn
and landscape maintenance
operators to concentrate on cus-
tomers whose property has irriga-
tion equipment.

Walker Manufacturing is rec-
ommending to its dealers and
distributors to focus on areas
where mowing contractors are
working in developments with ir-
rigation as opposed to areas rely-
ing on rainfall.

For Ohio and other Midwest

states, the drought was preceded
by an unusually dry 1987, Much
of the area finished the year about
10 inches below normal precipita-
tion. January and February were
fairly normal, but precipitation
started to fall below par again in
March, signaling the start of the
drought, according to Randy
Heiligmann, an Ohio State exten-
sion agent.

What followed was a six- to
seven-inch deficit in precipitation
through June. Although the area
received some rain in July, above
average temperatures offset any
beneficial moisture.

The harsh temperatures and
low precipitation combined to
make life difficult for plants.
“There was notime in 1988 when
the plants’ growth season wasn't
in stress,” Heiligmann said.

Theleaves, branches and roots
of plants were affected. Leaves
were scorched and appeared to
have a reduced expansion rate,
number and size. Branches and
stems suffered a reduction in el-
ongation and diameter growth,
while roots show reduced growth,
possible dieback and reduced

penetration due to dry soil.

Inany instance, the stress could
have resulted in death.

The growing activity of a plant
also had an effect on the effec-
tiveness of pesticides. For exam-
ple. foliar applications of chemi-
cals in general weren't as effec-
tive because the trees weren't vig-
orously growing at the time of ap-
plication, he said.

“We're going into this year with
weaker, less healthy, less vigorous
trees,” he said. “We'll see increas-
ed pruning needs this spring.”

Lawn and landscape operators
who were able to maintain con-
tact with customers over the off-
season, generally fared well.

Rick Steinau,
Greenlon Lawn Care Services,
Cincinnati, Ohio, said 100 per-
cent of the company’s custo-
mers were contacted over the
winter. ““We wanted to make sure
our customers were comfortable
with the drought situation and
what needs to be done to main-
tain healthy turf,” he said. The
personal phone calls succeeded
in retaining cutomers and increas-
ing services — primarily in the

president of

areas of renovation and seeding.
Sales of seeders, aerators, seed
and fertilizers are all expected to
see an increase this year, with
many manufacturers anticipating
aboom by increasing production.
Some prices will also increase,
but most manufacturers expect in-
creases to be at a minimum.

ANXIOUS INSECTS. Asfarasan
increase in the number of insects
inthe turf, it's too early foruniver-
sity researchers to predict exact
pest populations, but the warm
winter weather indicates the out-
come won't be good.

Vittum said the Northeast will
most likely see an overall mor-
tality of surface-feeders — chinch-
bugs in particular — because of
the lack of snowfall.

In addition, pests which nor-
mally overwinter as eggs and ap-
pear in the spring may be lured
to the surface by the unusual
winter weather. If the warm
weather is followed by a cold snap,
the “early-bird™ pests will die.

The Southeast has been having
a terrible time with the mild

(continued on page 30)

machine!

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

12253 62nd Street N. ® Largo, FL 34643

©1988 Patent Pending

THE PROFIT &=
MALCHINES!

Pavement Mamtenance — a new dimension for the lawn care industry.
Asphalt Sealcoating is a billion dollar industry and growingl
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.

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
machine indefinitely.

Low Overhead —

(813) 539-1296

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!
Call or write today! Dealer Inquiries Welcome

1-800-345-6121 (outside Fiorida)

(813) 539-8302

Circle 42 on reader service card
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The Leading Force In
Controlled Release
Nitrogen

CoRoN 28-0-0, slow release
clear liquid fertilizer is

your leading source of
nitrogen for all your

lawn and turf
feeding needs.

CoRoN is a concentrated
clear liquid controlled
release nitrogen fertilizer
that promotes even turf growth
over an extended period with a
very low potential for burn.

CoRoN liquid fertilizer’s
compatibility with turf protection
products, its long term storage
stability, and flexible mixing capacity
makes CoRoN the leading Controlled
Release Nitrogen for all your growing needs.

eat ng Force In Controlled Release Nitrogen For:

, .. & Shrubs - Commercial § Industrial Complexes
| ses + Sports And Recreational Facilities - Nurseries

?

’ ‘f :g c onon Circle 18 on reader service card

CONTROLLED RELEASE NITROGEN TIRe TN Corpemmton
PO Box 198 - Souderton, PA 18964 - Phone: (800) 338-0836 + (215) 723-5099 « FAX (215) 721-2800

CoRoN is a registered Trademark of the CoRoN Corporation,
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History tells us
throwing packages into
the water can be
a revolutionary idea.

Patriotic colonists really started something
when they threw packages of tea into Boston
Harbor back in 1773. Today, DURSBAN® S0W
in water-soluble packaging is starting a

new revolution in simple and convenient
insecticide handling,

In handy 4-oz. packets that dissolve
quickly and completely in water, DURSBAN
50W eliminates many problems which have
been bugging lawn care operators for years.
B No mess. No dust to blow around.

W No operator exposure. The chemical
stays in the packet.

B No measuring. Each pre-measured packet
holds exactly 4 ounces; no chance for error.

B No waste. No accidental overuse. .. no
skimping that can lead to costly callbacks.

m No package disposal problems. The

DURSBAN* 50W

TURF INSECTICIDE

Attention: Always read the label before use and care
fully follow all label directions and precautions.

packet dissolves as you mix, and the fiber
container goes in the trash.

Just convenience. ..and lasting
efficacy. No turf insecticide controls a broader
spectrum of surface-feeding insects than
DURSBAN 50W. And because its a wettable
powder, it keeps working longer than emul-
sifiable concentrates. . . without their solvent
odor. And DURSBAN 50W has an estab-
lished human safety record.

Join the revolution. Throw over
your old insecticide and '
switch to DURSBAN
50W. Eight 4-0z.
water soluble
packets in a
childproof fiber
container.

>

“Trademark of
The Dow Chemical Company
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Drought

(continued from page 26)

winter, according to Patricia
Cobb, an extension entomologist
with Auburn University, Ala-
bama.

“We're seeing insect activity
we don’t usually see at this time
of year,” she said. “There’s been
so much warm weather that mole
crickets, in particular, are quite
active.”

Depending on the tunneling
activity of the mole cricket, the
pest can cause severe damage to
plantsifthey’re uprooted and dry
out. At this time of year, it’s dif-
ficult to do anything about the pest
because treatment will most likely
be ineffective. Cobb’s primary
recommendation is to keep the
turf irrigated.

Cobb said treatment shouldn’t
be ruled out entirely, but should
be a judgment call in each situa-
tion. For instance, if the mole
crickets were treated now, and
then again in April/May and
June/July, the treatment program
would not be considered cost-
effective.

Boxelder bugs and aphids are

two other pest uprisings the
Southeast is dealing with. The
aphids, which generally don’tap-
pear until spring, have prompted
a number of calls to the Auburn
extension office, according to
Cobb.

“We're seeing a lot of damage
on bedding plants and ornamen-
tals,” she said. *“Spider mites have
also been active in ornamentals.”

Although a number of pests
have been active this winter, it’s
impossible to determine what will
happen to the pest populations
without studying its activity from
the previous summer and winter,
Cobb said. And if the South gets
a late freeze, it will be difficult
to foresee whether the cold will
be harder on the pests or the ben-
eficial insect population.

In general, if turf and plants
were fairly well-maintained
before the drought, they should
have survived the winter season
intact. However, plants going in-
to the winter in a weakened con-
dition, will go into the summer
in a less than healthy state.

While this spring will most like-
ly show the most significant loss
of plant material, it may take three

to five years for the full extent of
the damage to the landscape to be
seen.

“Itis especially important this
year that we ensure that all plant
material is cared for properly to
help them through winter,” said
Bill Davids, vice president of
operations for Clarence Davids
and Sons, Blue Island, Illinois.
“Services such as deep root
feeding, root watering, tree wrap-
ping and dormant pruning are
very important depending on the
plant variety.”

“Obviously, many trees were
weakened, but not killed by the
drought,” said Francis Holmes,
director of shade tree laboratories
for the University of Massachu-
setts. ““Weakening may take the
form of death of the tiny feeding
rootlets, so that the root system
cannot absorb enough water to
support the foliage canopy,
regardless of how much water may
come to be present later.”

Trees that may have been weak-
ened by the drought, as well as
a variety of other reasons, then
become liable to attacks from a
whole range of pathogens that
seldom hard vigorous, healthy

trees. Cytospora canker and Ar-
millaria root are are two exam-
ples, according to Holmes.

“These fungi can kill large
branches or whole trees, but they
are usually found on trees that
were first weakened by something
else,” he said.

A study conducted by the shade
tree laboratories covering the
period 1954-70 for all its diagnosis
of tree pests, injuries and diseases
revealed that the second year after
each drought a surge of troubles
were credited to mild pathogens,
Holmes said.

Norton Strommen, chief met-
eorologist for the U.S. depart-
mentof agriculture, pointed to two
broad areas of the country still
plagued by drought: the owaand
west-central Illinois region and
the central and southern plains —
from Nebraska south through
Kansas, Oklahoma and Texas.

These areas are still the largest
on the deficit side as far as soil
moisture is concerned, he said.
The deficitis unlikely to improve
anytime soon. — Cindy Codem

The author is Editor of ALA/
Maintenance magazine.
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ELECTRONIC DIGITAL

FLOW METER

. .. for the Professional LAWNCARE and PEST CONTROL BUSINESS
LOOK AT WHAT YOU HAVE DONE!

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

NOW — with the Green Garde ELECTRONIC FLOW METER
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/ P you can monitor all your liquid applications and you will
know the amount of liquid that you or your applicator has
RESET L ON applied on each service call — in gallons, quarts or liters.

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

y ANOTHER QUALITY PRODUCT
/ from
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

®
e

ELECTRONIC
FLOW METER @
NON-COMMERCIAL
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Go with the Leaders
in your Industry,
they use Green Garde
high quality hose.

.\‘

Best Hose
available for all
your spray work—
lawn, tree,
ornamental and
pest control.

.“\

Green Garde Hose actually costs less.
It lasts longer, avoids Kinking and ““‘memory"’
bends, has superior handling characteristics.
Avoid chemical spills with top quality hose.

GO
WITH THE

-

" '-— M0y

The JD9-C Spray Gun. ..
simply the best on the market.
It's rugged with built-in ease of
maintenance and adaptability.
Accessories include: 5 tips,
3 flooding nozzles, adapter
for other nozzles and
extensions and rootfeeder.

Green Garde Hose is

the #1 Seller—top guality
PVC construction, heavy-duty
braid reinforcement makes
this hose the first choice
emong professionals.

N green-
Q” garde

KEEPING YOUR BUSINESS
IN THE GREEN

Contact your GREEN GARDE® Distributor

Circle 10 on reader service card

Encap
Products Company
P.O. Box 278
Mt. Prospect, Il. 60056
(312) 593-6464




ENVIRONMENTAL STRATEGIES

Radical Solutions
For Cooling Off the Greenhouse

I HIS SUMMER, AS
North America and cen-

tral Asia roasted and Earth push-
ed its way to one of the warmest
mean temperatures ever record-
ed, the long predicted green-
house effect finally became
evident,

A growing chorus of scientists
called for actionto curtail our con-
tinued emissions of heat-trapping
carbon dioxide and other gases.
Most agreed that the first steps
should be to cut back on the use
of coal and oil and to restrict
deforestation.

But these convention-

al remedies won't necessarily do
the job. More radical solutions
suddenly seemtobe inorder, and
several experts have some to offer.
For example, George Wood-
well, director of the Woods Hole
Research Center in Massachu-
setts, points out that since trees
are efficient absorbers of at-
mospheric carbon dioxide, we
should plant enough
to let nature do

the work.

He has calculated that about
720000 square miles of new forest

would remove one billion tons of

carbondioxide annually — about
athird of the total problem. That’s
atallorder: 720,000 square miles
is about 4.5

times

Large orbiting reflec-
tors could direct extra

light to polar seas, boost-
ing uptake of carbon diox-
ide by plankton.

Planeloads of sulfur dioxide could
be dumped in the atmosphere.
Like volcanic emissions, the com-
pound would block sunlight and
cool the Earth.




the area of California.

As an alternative, climatolo-
gist Roger Revelle of the Univer-
sity of California at San Diego —
who, inthe 1950s, was one of the
first to recognize the greenhouse
problem — has proposed pulling
carbon dioxide out of the air by
harnessing the great photosyn-
thetic potential of phytoplankton,
single-celled plants at the base of
the sea’s rich food chain.

Like all plants, the plankton
use the energy of sunlight to
combine carbon dioxide, water
and traces of nutrients into car-
bohydrates. The carbon atom

' Orbiting parasols equal to 2 per-
cent of Earth's surface area
would negate a doubling

of carbon dioxide.

from each CO, molecule thus
ends up locked in the plankton’s
structure. Ifthe planktondies be-
fore it is eaten by other marine
organisms, it sinks to the sea-
floor, where the carbon will re-
main for hundreds of years. The
dead plankton become a secure
repository, a so-called carbon
sink.

Revelle's ide is to accelerate
photosynthesis at high latitudes
by fertilizing the seas with
phosphates. the same compounds
whose presence in many laundry
detergents once threatened to

make a green algal stew out of

Lake Erie.
The goal is
tostimulate large
blooms of phyto-

Planting 720,000
square mifes of new

forest would remove a
biflion tons of carbon di-
oxide a year.

plankton that die and sink before
they can decay or be eaten by
other organisms. In theory, ac-
cording to planetary scientist
Michael McElroy of Harvard, the
same effect could be accomplish-
ed by beaming extra sunlight at
Artic and Antarctic seas. which
are normally in the dark formuch
of the winter. The extra light, he
said, could come fromorbiting re-
flectors.

Wallace Broecker, a geochem-
ist at Columbia, has proposed
that, if all else fails, man might
mimic one of nature’s great mod-
ulators of global weather: vol-
canoes. Volcanoes emit sulfur
dioxide, which rises high in-
to the atmosphere. spreads out
and changes into sulfuric acid.
The sulfuric acid reflects sun-
light into space and thus re-
duces the amount of
solar energy warm-
ing the Earth.
Broecker said,

Chlorofluorocarbons cause about
a fifth of greenhouse warming.
They could be destroyed by lasers
sweeping the sky.




that we could conceivably de-
ploy a fleet of aircraft to load
the stratosphere with sulfur di-
oxide. To offset the next centu-
ry’s anticipated doubling of car-
bon dioxide concentrations
would require adding 35 million
tons of sulfur dioxide a year to the
atmosphere.

A fleet of 700 jumbo jets,
Broecker calculated, working
around the clock, every day, could
do the jobatan annual cost of about
$20 billion. But that’s cheap, he
said, compared with the predicted
costs associated with global
warming.

There are problems with this

plan, however, not the least of

which is that the additional sulfur
dioxide would certainly contribute
to acid rain. Broecker noted,
though, that the 35 million tons
is only 10 percent more than the
amount of sulfur compounds
already being pumped into the
lower atmosphere each year, and
that the project could be stopped
if some unanticipated, adverse en-
vironmental consequence cropped
up.

Princeton astrophysicist Thom-

as Stix favors a Star Wars ap-
proach. A significant part of the
greenhouse problem is caused by
chloroflurocarbons, or CFCs
(they're also responsible for the
Antarctic ozone hole), and so Stix

lights through the air or could be
fixed, letting the wind push CFC-
ladden air through them.

Of course, there's a problem
with Stix’s idea, t0o, the same one
that dogs Star Wars lasers, when

About 720,000 square miles

of new forest would remove one

billion tons of carbon dioxide

annually — about one-third

of the total problem. That’s

approximately 4.5 times the area

of California.

has proposed blasting these hard-
to-destroy substances out of the sky
with infrared lasers. It's al-
ready known that CFC molecules
soak up infrared energy — that’s
what makes them at least 10000
times as efficient as carbon diox-
ide at trapping Earth’s heat. Stix’s
idea is to pump them so full of in-
frared that they burst. The beams
could either be swept like search-

a laser beam passes through air,
some of its light is scattered by
nitrogen atoms and the beam loses
much of its energy. Stix said
that the beam could be bounced
off a series of mirrors that don’t
reflect the scattered light and
thus act as filters to keep the laser
beam clean. Another major
drawback to the plan is that
the lasers themselves would re-

quire enormous amounts of
energy: 500 megawatts for a
system powerful enough to scrub
the atmosphere clean of CFCs in
10 years,

And then there are the really far-
out proposals. How about giant or-
biting parasols to block out
sunlight and bring Earth's ther-
mostat back into balance? All we'd
need would be shields equal to 2
percent of Earth’s surface area —
amere four million square miles
of shade. Or we could paint white,
every roof on every building on
Earth, to bounce more sunlight
back into space.

If nothing else, the scale of these
imaginative projects emphasizes
the need to institute more practical
measures right away. The more we
do now, the fewer billions we will
need to spend on future techno-
logical fixes. “The one thing we
can’t do,” Revelle said, *is
nothing."— Andrew C. Revkinm

The preceding article was repro-
duced with permission from Dis-
cover® magazine. Copyright
1989 by Discover Publications
Inc.

Hahn Verti-Cut® Supreme
Will dO it 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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New Gemini hydrostatic direct Specifically designed “turf tough’ Grasshopper’s new Gemini direct drive

drive, with smooth “natural” brings new standards of time-cutting performance, lower maintenance and

fingertip controls, combines with longer service life to professional grounds maintenance.

our distinctive outfront design, With time-zero responsiveness, the new Gemini direct drive gives instant

sero-turn-radius maneuverabi command with 2 softer touch” of the dual-lever control system to enhance the

to give YOU the ultimate time- instinctively natural” contro of speed, turns, i instant forwar!
ultima reverse...all from the palm of your hand.

cutting performance. This new integrated direct drive system has been thoroughly tested for three

years and proven last year in our high-performance Model 721. It is now
available in all our new 700 Series MOWeTS for 1989.

] Model 718 - 18 hp B &S Gas ] Model 718D - 16.5 hp Liquid-OOO\ed Diesel
1 Model 718K - 18 hp Kohler Gas [ Model 721 - 21 hp Liquid-CoOled Gas

Grasshopper features. Qutfront PTO-driven decks and gero-turn-radius

and around monuments 0f other obstacles. You can mow square corners or
square out perpendicu\ar to walls or fences. And, all is done quickly, easily and
with totally unrestricted visibility.

Ask your Grasshopper dealer to demonstrate why Grasshopper isa
Naturally Better value...0T, write for additional information.

/i:' The Grasshopper Company
/” YA 1 Grasshopper Trail * PO. Box 637* Moundridge, KS 67107
'.V// Telephone 316-355'9621 * Telex 5106017571 * FAX 3\6-3453.’.30\

OUTFRONT SINCE 1970

 GRASSHOPPER
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e S ADENT With N-SURE, more volatilize like urea, so it stays
\ I(‘)B‘l‘ (’ Rk ‘,}“N' AR nitrogen stays on the lawn right where you put it
LESS B[ RN. EASIER  for better greenup. That’s instead of dispersing into
APPLICATION, TOQ: because N-SURE's patented  thin air. N-SURE provides
ONLY N-SURE GIVES technology delivers easier application with less
- e water, less waste and less

TNT T s \ controlled release nitrogen
M‘I .1 Hli— and less urea. It does not downtime, because it is clear




S . - > < Opee W :
and clean: easy to store and  a greener bottom line. For
handle. more information about
N-SURE delivers more N-SURE, write or call
satisfied customers with ‘Iriazone Corporation, One
fewer callbacks. N-SURE Gatehall Drive, Parsippany,

really is a sure thing. New Jersey, 07054.
It's your surest way to 1-800-524-0135.
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EMPLOYEE RECRUITMENT

Hiring in the 1990°s:
Will There be Enough Workers?

I N ITS EMPLOYMENT
projections for the period
from 1986 to 2000, the U.S.
Department of Labor identifies
the lawn and landscape services
industry as one of the fastest grow-
ing businesses.

Further, most of the nearly
240,000 new jobs created in the
14-year span in the occupation
category of non-farm gardeners
and groundskeepers is “largely
because of growth in lawn ser-
vices and landscaping services for
both individuals and businesses.”
Total employment in the gar-
deners and groundskeepers cat-
egory which reached 767000 in
1986, is expected to rise 238,000
t0 1,005,000in2000. The increase
is based on moderate economic
growth.

Though this employment pro-

jection, made in September of
1987, sounds like good news, it
is presenting the young, but grow-
ing lawn and landscape mainte-
nance industry witha monumen-
tal challenge in recruiting em-
ployees.

Meeting this challenge will be
especially difficult because of an
increasing decline in younger
workers in this critical time of
rapid industry growth.

The labor department forecasts
adecline in the labor force of 16-
to 24-year-old men for the period
1986 to 2000, while the number
of women inthe labor forceinthis
age group will remain constant.
The number of men in the 16-to
24-year-old group is projected to
decline by nearly one-half per-
cent to 11,506,000 workers in
2000.

UNEMPLOYMENT STATISTICS

REGION

PERCENT
UNEMPLOYED

Northeast

Mid-Atlantic

New England
Midwest

East North Central

West North Central
South

South Atlantic

East South Central

West
Mountain

Pacific

22 858 £88 Rig &

43

The national unemployment rate is seasonally adjusted as of December
1988. Regional employment rates are not seasonally adjusted and are as

of October 1988,
38

Source: U.S. Department of Labor

The shrinking number of
younger workers is brought on by
the end of the baby boom genera-
tion (those born between 1946
and 1964) and the entry of smal-
lernumber of workers from what
labor specialists are calling the
“birthdearth” generation (those
born in the 1965 to 1978 period).

Competition in the service in-
dustries for workers will be keen
because virtually all of the 21
million new jobs from 1986 to
2000 will be in the service in-
dustries. In its study, **Projections
2000," the labor department
predicts not only will the labor
force slow in its rate of increase,
butbecome increasingly minori-
ty and female.

As a result of the labor shor-
tage among younger workers,
employers are already turning to
other sources of workers such
as immigrants or the recently
retired for its employees, accor-
ding to the department of labor.

While the lawn and landscape
maintenance industry generally
is just starting to address the
challenge of finding and retain-
ing good workers, especially in
the area of entry-level semi-
skilled field jobs, the Professional
Lawn Care Association of
America recently launched an
ambitious and unprecedented
employee recruitment training
course.

Developed last summer, “Re-
cruiting and Hiring for the Lawn
Care Professional,” is a two and
éne-half day session allowing
managers 1o share real problems
withcolleagues, and get guidance
on how to deal with them. Class
sizes are limited to 20.

The training session is design-
ed for managers, assistant man-
agers, human resource and re-
cruiting specialists and owners of
small companies. After a pilot
session in Atlanta, the course was

offered in St. Louis, Indianapolis
and Philadelphia. After schedul-
ed sessions in Hartford and Orlan-
do, the training course will be of-
fered by request throughaffiliated
chapters.

“We detected. and the industry
has shown us, there is a need for
finding employees,” explained
Barry Troutman, PLCAA direc-
tor of education, about the ra-
tionale for the program. *Par-
ticularly on the East Coast, it is
difficult to get people who live
close enough to work in this in-
dustry.”

Troutman says the help wanted
ads in newspapers in the Mid-
Atlantic and New England re-
gions “look like bidding wars.”

The lawn and landscape in-
dustry is also facing stiff competi-
tion in recruiting from other ser-
vice industries, such as fast food,
retail and delivery. Troutman
describes the problem of re-
cruiting lawn technicians or
trainees in Atlanta and other full
employment areas on the East
Coast as “critical.”

Hiddencosts of training are in-
creasing as companies are ex-
periencing higher employee tur-
nover rates. “*You can operate a
business with a 30 to 40 percent
turnover, but that's not a good
position to be in, particularly
when training is more important.”
Troutman said, referring to in-
creasing certification and train-
ing requirements for applicators.

David Jones, director of train-
ing for Lawn Doctor, offers
firsthand insight into the critical
labor shortage in the Northeast
from his perspective at the Mata-
wan, N.J.-based corporate head-
quarters of the 260-franchise lawn
maintenance company. “It's get-
ting harder and harder to find peo-
ple. Part of the problem is pay
scales are low — comparable to
fast food companies — and the
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work is harder.

You can literally leave one lawn
maintenance company if you are
good and go across the street and
get hired again.”

Lawn Doctor is looking at po-
tential new sources of labor such
as recent ex-military or govern-
ment retirees and more part-time
help. Jones also said wages are
increasing in the industry.

“In every store there is a help
wanted sign,” he said. *“Twentto
McDonald’sto get asandwichand
looked in my bag and there was
an employment application.”

Turnover, already high in the
industry, is a growing problem.
“We literally burn people out,”
he said about the intense season.

Competition isalso increasing
for supervisory employees, Jones
said. He doesn't believe there is
a magic answer to resolving the
problem. *“With the hiring pro-
cess, if anything, hire more than
you need. Don't throw any (ap-
plications) away.”"

In contrast with the tight labor
market on the East Coast, Lawn
Doctor franchises have no pro-
blem hiring people in Texas where
many workers are still unem-
ployed because of the fall in oil
prices. Also, the Denver area pro-
vides an ample supply of labor
because of the large work force
from the winter ski industry.

The sharp region-
al difference in the labor supply
is evident in the disparity in
unemployment rates. While the
seasonally adjusted national
unemployment rate is 5.3 percent,
regional rates (not seasonally ad-
justed) vary from only 2.8 per-
cent in New England and 4.3 per-
cent inthe Mid-Atlanticto 7.1 per-
cent in the West South Central
states and 6.8 percent in the East
South Central states. Traditional-
ly, a rate of unemployment of
about4 percentis considered full
employment.

Even when a sufficient labor
pool can be found, the problem
then becomes finding the right
people for the job.

“The work force is there. Its
trying to find the right people.”
said Mike Feely, vice president
of Pro-Lawn Plus, Jacksonville,
Fla. “We try to get people who
can think on their feet and then
train them. Pro-Lawn has only
advertised for employees twice in
the past five years.

Ron Parron Jr., lawn tree and
shrub supervisor for Barnes
Nursery in Huron, Ohio, express-
ed a common problem in re-
cruiting. “It’s hard to find so-
meone who wants to tackle the
job.”

At Sunshine Lawns in San An-
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tonio, Texas, job open-

ings are filled quickly as a result
of newspaper advertising. “Wedo
have a large demand to fill the
jobs," said Stuart Hamm, general
manager of the 6,000 customer
firm providing lawn maintenance
services primarily to residential
customers.

The problem of a high turnover
rate, according to green industry
consultant Steven Day, “isn’t just
field level people, but middle and
upper management.” Greater em-
phasis is needed to hire and re-
tain people with sound technical
and business background, said
Day, president of Landscape Plus
located in the Denver suburb of
Wheat Ridge.

Increasing government regu-
lation of the industry is spurring
the need for employees with more
business and technical skill.
*This industry is not known for
business expertise as much as
technical expertise,” he added.

Day believes the answer to im-
proving employee recruiting and
retention is to create an atmos-
phere of commitment tothe green
industry.

Industry consultants say that
small- and medium-sized com-
panies are beginning to place
greater attention on useful man-

agement practices in recruiting
and retaining employees.

A focus oncareer development
in the rapidly growing lawn and
landscape maintenance industry
is the most important task for both
individual companies and in-
dustry associations. They stress
the importance of creating a
greater awareness of the career
opportunities and then deliver
those opportunities through im-
proved recruiting, interviewing,
orientation, training, compensa-
tion and incentive packages.

“It (employee recruitment) is
really a function of both quantity
and quality,” said Denis Liggins,
the consultant who designed and
is teaching the PLCAA training
course on recruiting and hiring.
Success in this area, he contend-
ed, “is not only being more ag-
gressive in recruiting, butcreating
an environment that encourages
people to seek career opportun-
ities in the industry.”

Liggins, president of Atlanta-
based Employment Insights, says
amajorstep increating this career
development atmosphere may be
inthe offing. A national employ-
mentand training organization is
seeking industry sponsors to fund
alandscape training program for
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INGREDIENTS OF EFFECTIVE EMPLOYEE RECRUITMENT

HIRING AND RETAINING EMPLOY-
ees isn’t an isolated management techni-
que, but consists of a stream of integral
practices that when combined lead to suc-
cess, according to industry managers and

consultants.

The major ingredients in effective

recruitment and retention are:

*Developing an accurate business plan,
job description and job requirement

listing.

*Consider non-traditional labor such as
women, older people, minorities, immi-

grants or dislocated workers.

*Use sourcing, such as working with

unemployed individuals.

A trend is also emerging in the
industry to expand the potential
supply of workers by recruiting
older employees — those in their
30s or early 40s. Typically, entry-
level workers are in their early
20s.

“Several companies, Chem-
Lawn, Davey Tree and Tru Green,
are having success in hiring ol-
der people. They are finding this

mance.

*Establish an organized orientation and
training program that focuses on and res-

pects people.

*Provide incentives to retain quality

employees.

increases the level of performance
and retention,” Liggins reported.
“More and more companies are
aggressively hiring women and
minorities. We haven’t used the
whole labor market.”

Human resources consultant
Maureen Hochler three years ago
began advising small- and med-
ium-sized companies, including
those in the lawn and landscape
industry, after 15 years with large

public employment offices or programs
and technical schools and colleges.
*Use a consistent and thorough inter-
viewing and hiring process that focuses
on past performance of the candidate,
which in turn predicts future perfor-

*Train managers to be leaders, and
stress a team building approach from
management down to the field workers.

Consultant Denis Liggins believes
establishing a *business plan, job des-
cription and job requirement listing are
the most important hurdles to overcome.

“It’s the difference between the shot-
gun and rifle approach,” he said.

“A business plan identifies where you

want to go and how to get there. Job
descriptions lay out who you need to

complete your plan and your expectations

of people. And, job requirements are you

making a decision of what training you

plained.

corporations in the retail and food
processing industries.

Hochler, president of Hochler
Associates in Mill Valley, Calif.,
near San Francisco, points out
that the hiring and retention pro-
blems experienced inthe lawnand
landscape industry aren’t un-
common.

“The problem of getting the
right people in the right position
in semi-skilled and low-skilled in-

will provide, and what experience, know-
ledge and skills you expect,” Liggins ex-

dustries has always been a pro-
blem,” she said. “The canning
and retail stock started out as a
male field, and they had to look
at other types of people to do the
work.”

Hochler believes the green in-
dustry is still dominated by men,
offering numerous opportunities
to recruit women.

One of the keys is finding out

(continued on page 42)
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WHY MOW AND GO?

Stay and sealcoat.
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I cIty

* Hotel accommodations
¢ Disney World Tickets
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When Lawn Doctor franchises TURELON s mor
move up to TURFLON, broadleal [ttt

the competition is

weeds take a fall. et

Russ Frith, president
Lawn Doctor,
Matawan, NJ

e

If “easy” weeds were the only
. ropping up in customers’
z awns, 2,4-D would handle the
Y job. But that’s not the case. You
need a tough product to keep
tough weeds down. Maybe
that's why you should move
up to TURFLON* herbicide.
The real problem with lawn
care.
“Weed control is the most im-
portant problem;’ explains Russ
Frith. And as president of one
of the nation’s most successful
lawn care franchisers, he ought
to know. In explaining how
TURFLON has worked for Lawn
Doctor, Russ says, “It does a
better job on the tough to con-
trol weeds.’
Prove it for yourself.
How do franchisers who use
it justify broadcast spraying
TURFLON at about $9.50 per
acre? “Reduced callbacks;’
Russ says. He adds that inde-
pendent Lawn Doctor operators
select their own products. Most
are skeptical of TURFLON until
they prove for themselves that
it does a better job of control-
ling tough weeds. “Many who
use it full service started with
spot (spraying)’
Finally, Russ says one word
describes the experience Lawn
s ‘ *  Doctor franchises have had us-
- ' 8 ing TURFLON: “Excellent”
’ - Isn't it time you moved up toa
o . better herbicide for better weed
L i ' ' M control? Call us to find out more.
1-800-373-4DOW (4369).

4 = Move up to TURFLON
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Hiring in the 1990’s

(continued from page 40)

what is required for the job. Once
this is done, measure people
against those requirements. Al-
ways have a job description that
accurately describes the job.

“Measure each candidate re-
gardless of race, age or handicap
accurately on what is needed to
get the job done,” she emphasiz-
ed. *“We must convince managers
that women, dislocated workers,
and even those with a language
problem could meet the job
description.”

For example, Hochler said, one
of her clients, Gardeners Guild,
a landscape maintenance firm
operating inthe San Rafael, North
Bay and San Francisco area, has
successfully developed a program
of recruiting people fromdrug and
alcohol rehabilitation programs.
The 35-employee company has
a 50 percent success rate in this
program, she added.

Typically, only one in five can-
didates who respond to a news-
paper help wanted ad is a *“good
candidate,” according to Trout-

man. Recruiters can improve this
ratio to one in every two can-
didates by what is called *‘sourc-
ing.”

Companies can expand their
labor supply, as well as find can-
didates more likely to be retain-
ed, by establishing relationships
with placement offices intwo- and
four-year colleges, high schools
and technical and vocational
schools, as well as public employ-
ment agencies, churches and ur-
ban leagues.

One company, though not
typical within the lawn and land-
scape industry, continues to at-
tract quality employees in a dif-
ficult labor market due to acom-
bination of its aggressive sourc-
ing, community involvement and
an unusual employee training and
development program.

The landscape division of At-
lanta-based Post Properties, a
developer of luxury apartment
communities in Atlanta and four
Florida cities (Tampa, Orlando,
West Palm and St. Petersburg) has
conducted an extensive recruiting
program for the past 10 years at
two- and four-year colleges inthe

Southeast.

The company is currently
recruiting at Auburn University
and the universities of Tennessee,
Georgiaand North Carolina State
as well as at several two-year col-
leges in Florida — Lake City,
Broward and Gwinnett Tech.
Three years ago Post Properties
began internship and cooperative
work-study programs with col-
leges.

To create an attractive career
development orientation and a
strong sense of community in-
volvement, Post Properties each
year sends a Georgiateam ofhigh
school students interested inland-
scaping and horticulture to a na-
tional competition sponsored by
the Future Farmers of America,
according to Andy Hull, vice
president of Post Landscape. The
cost to the company is $3,000.

“Hopefully when they graduate
and work a summer they will look
at Post. If they go to college and
take a landscaping course they can
work at Post during school
breaks,” he said.

The 800-employee Post Pro-
perties promotes from within,

and starts everybody at entry
level. “It is a very healthy ar-
rangement because they can set
their goal as a supervisor and
don’t have to worry about so-
meone with a four-year degree
stepping over them. It gives them
an opportunity to go through an
orientation with us and learn and
see every aspect (of the busi-
ness),” Hull explained.

Greater competition for quali-
ty employees in the industry led
Post Properties, which a consul-
tant describes as a “‘premier”
company in landscaping, to be-
come more aggressive in re-
cruiting. Post Properties both
designs and maintains land-
scapers at its 40 apartment com-
munities, and is expanding its
commerical landscaping busi-
ness.

*“Ten years ago we didn’t have
to go recruiting to colleges or put
an ad in the paper. People came
to the company because of its
quality reputation. There are
other quality companies now,”
Hull pointed out.

Post Landscape classifies each

(continued on page 44)

from METKO, INC.
1251 MILWAUKEE DRIVE
NEW HOLSTEIN, W1 53061

RED
Ramp

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

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

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

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

ALL PRICES INCLUDE FREIGHT

Call and order direct today:

T 414-898-4221
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Finally—A Spray Syste

m That

Won'’t Give You A Workout.

The ProTank Electric Spray
System is the only true com-
mercial electric sprayer on the
market today. Instead of giving
you the workout gas engines
and other spray units do, it gives
your customer’s turf a workout
and saves you valuable time. The
ProTank Electric Spray System is
equipped with a 2 horsepower
motor capable of spraying 6 to

7 gallons a minute at up to 150
p.s.i. And all you lose are bulky
pull-start engines, and the in-
convenience of gas, oil, spark
plugs, noise problems, and nox-
ious fumes. The Prolank Electric
Spray System will also take the
crunch out of those expensive

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

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

TR @};‘}Wi

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

(216) 453-0770

C&S Turf Care Equipment, Inc.
3425 Middlebranch Road, N.E.

Canton, Ohio 44705
Circle 51 on reader service card
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When Jim Gourley moved up to
TURFLON, callbacks in Kenosha
went down, way down. “Out esprays e

decreased by almost
50%."—

Jim Gourley, owner
Lawn Masters,
Kenosha, W1

If you're like most LCOs using
standard three-way herbicides,
there are days when you wish
the phone wouldn't ring again.
Callbacks and cancellations

can really get you down. Well,
maybe it's time you moved up
to TURFLON® herbicide.

One good reason to switch.
“We switched to TURFLON be-
cause we were having too many
resprays,’ explains Jim Gourley.
And after 22 years in the busi-
ness, he's happy with the results:
“Our records show that we do
have much better weed control
and many fewer resprays this
year than we've ever had”'
You'll save money in the

long run.

“Yes, we pay more for TURFLON'
Jim says. “But when I figure how
much it costs us per respray,
it's saving us lots of money. And
that justifies the extra cost’
Jim adds that there's another
reason he can't afford to make
too many callbacks. “When you
have to go out and do a respray,
you're taking a chance on losing
that customer”’

Isn't it time you moved up to a
better herbicide for better weed
control? Call us to find out more.
1-800-373-4DOW (4369).

Move up to TURFLON

Circle 27 on reader service card




Hiring in the 1990°s

(continued from page 42)

person at the time of hiring into
four categories based on ex-
perience and training. **We track
them, so when we lose people,
we know what type,” he said.

To retain employees, the com-
pany emphasizes training with a
540-page training manual revis-
ed yearly. Monthly training sem-
inars are also being offered on a
quarterly basis to bring in
speakers from out of town. Post
Properties also offers a com-
prehensive benefit program, in-
cluding incentives, such as profit
sharing, health and dental in-
surance and uniforms.

Underlying its entire approach
to recruiting and retaining quali-
ty employees, Hull stressed, is
“people orientation and quality
consciousness.”

Still, Hull lamented, “turnover
is not as low as we would like it
to be. We've had people (leave)
and go into their own business.”
Recently, five “superstars” of the
company left to start their own
business.

EMPLOYMENT BY SELECTED INDUSTRY

Agricultural Services, Forestry, Fishing

Employment

1972 1979

459 628

(thousands)

1986

PROJECTED 2000

Low

875 1,110

Moderate

High

1,120 1,177

Annual rate of change 1986-2000 (percent)

EMPLOYMENT

OUTPUT

18

Although human resource
consultants agree interviewing is
more artthan science, they stress
some basic dos and dont’s.

“The real key is to determine
what the person has done in the
past. Because what a person has
done in the past is what they are
likely to do in the future,” Lig-
gins said. “Our judgment is too
often influenced by first impres-
sions, rather than using the infor-
mation gathering process.”

30

Source: Projections 2000, U.S. Department of Labor, September 1987

Human resources consultant
Maureen Hochler describes a
common mistake ininterviewing.
*Most inexperienced interview-
ers make a decision when a guy
walks in the door by glancing at
him and his application. They
describe the joband ask, ‘Doyou
think you can do that?™

for the job."" The Californiacon-
sultant also emphasizes the im-
portance of training and coaching
managers in order to retain emp-
loyees.

“Ifaperson (new employee) is
treated with respect and dignity
they will respond in kind to the
employers — that only comes

from the contact with their im-
mediate boss.
“We are in a world of change

{continued on page 75

Hochler says the “‘best ques-
tions to start out with are open-
ended, such as, ‘Tell me about
yourselfand why you are qualified

Anderson

e LIQUID & DRY
e CUSTOM BLENDING
* N-SURE™ DISTRIBUTO

FERTILIZERS

OWOSSO

QUALITY & SERVICE GUARANTEED

(517) 723-5205
800-356-7310

MICH.

Circle 46 on reader service card

Keep Fertilizer Dry and
Prevent Costly Spills with the
“SHOWER CAP” by Lawn Tech

~J
\ B @ Durable, see-thru vinyl cover

fits most professional quality
spreaders

® Completely waterproof and
spillproof

@ Easy to attach — just slip it
onto spreader

@ Secure fit prevents spills —
avoids burnout and product
loss

® Simple, 1-piece construction

@ Folds up for convenient
storage

N

Cas: @ Limited 1-year warranty
$14.95 Call or write:  (216) 9375517
plus $2.00 shipping
charge and state sale l P.O. Box 45463
tax where aDDlicaDles mrﬁ Westlake, OH

44145

Circle 44 on reader service card
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When Tim DO pel moved up “The first year we used

TURFLON, we realized

0 TURFLON, S bOtt()m line a $1,200 savings on

service call costs)—

Tim Doppel, president
W ¢ Atwood Lawncare, Inc.

Sterling Heights, MI

Keeping a lid on expenses be-
comes more and more important
as your business continues to
grow. Do things right, and pro-
fits will rise while the cost of
servicing each new customer
falls. If that's the kind of lawn
care firm you want to run,
maybe it’s time you moved
up to TURFLON* herbicide.
When more is less.
“Even though the product costs
more, I still end up saving money
by using TURFLON," explains
Tim Doppel. And he has three
years' worth of documented
results to prove it pays to
broadcast spray TURFLON
at about $9.50 per acre. “The
” first and foremost advantage
§ of using TURFLON is its effec-
tiveness. It works""
Reducing callbacks and
- cancellations is the key.
“The first year we used TURFLON,
> we had a 20 percent reduction
7" in callbacks and that has held
steady over the years,’ Tim
o < says. “We've also seen an in-
s ‘ ,v}‘ crease in customer retention in
- «;‘*‘ the three years we've been using
_ d TURFLON!"

2 {5& And using TURFLON has one
\ > / more advantage, Tim adds. It's
44

S
o

the reason he's been able to
Q // % reduce callbacks and cancel-
P 2 lations: “My customers are
eV / v/ happier”
< 4 Isn't it time you moved up to a
- : better herbicide for better weed
P <t control? Call us to find out more.
” / 1-800-373-4DOW (4369).

Move up to TURFLON

Circle 28 on reader service card




MARKET REPORT

High Demand, LLow Supp

ly

Could Spell High Fertilizer Prices

‘““Prices are up

about 10 percent

and will stay high

through the
spring.’”’

46

F OR THE COMING
lawn and landscape sea-

son there are less fertilizer and
raw materials available — butde-
mand is definitely higher.

Chinaand other countries have
been importing urea from the
United States because of the
weakened dollar. Crop reduction
programs have been setaside, and
moreacres are under production.

The world market has come in
to play in the fertilizer industry.
Paul Jacquemin, turf production
manager for Morral Chemical
Company, Morral, Ohio, said
prices are definitely up due to
demands in the world market.
Phosphorous and potassium
consumption have not increas-
ed, but consumption of urea is
much increased.

“Barges from Europe were at
our shores waiting to be unload-
ed. Consumption shot up in
Europe and the barges turned
around and went back,” he said.
“*Pricesare higher over there and
the shortage here has
caused prices to rise.”

So what does this
mean to maintenance op-
erators? Although the
turf industry only ac-
counts for about 3 per-
cent to 4 percent of fer-
tilizer consumption, as
agriculture goes, so0 goes
the turf industry, said Art
Wick, vice president of
research and development for
LESCO Inc., Rocky River, Ohio.

“Farmers are planting more
acres, but the prices are up about
10 percent, and we expect the
price to stay high through the
spring with a higher blip in
March, April and May,” he said.
“Fertilizer prices should level out
again by this summer and fall,
Prices are, by no means, though,
at an all-time high.”

Bob Hutchinson, manager of

specialty markets for Coun-
trymark Inc., Delaware, Ohio,
sees prices running alittle higher
than Wick. “The price increase,
depending on where the raw
materials are coming from., is up
anywhere from 8 percent to 14
percent,” he said. “Nitrogen-
based prices are up directly be-
cause of the supply and demand
of the ag market. There are fewer
sources of imported nitrogen be-
cause of the exchange rate — the
value of the dollar.”

David White, director of mar-
keting for CoRoN, Souderton,
Pa., said, “We're looking at price
increases of from 12 percent to
15 percent. If there were to be a
drought this year, distributors
would market CRN (controlled-
release nitrogen) products and
communicate to their customers
how that would fit into the turf
programs,” he said.

Coming out of what's beencall-
ed the worst drought the country
has experienced in 50 years has
not been easy for fertilizer sup-
pliers and maintenance operators.

Fast-thinking lawn and land-
scape maintenance companies got
busy last fall educating consumers
about the drought’s effect, but
many customers canceled their
fertilization programs before the
rains set in.

Some companies recovered
their losses in the fall, applying
fertilizer to get the stressed turf
through the season with as little
damage as possible.

But rumors have surfaced about
the environment's affect on this
year's fertilizer market. Will the
prices be at an all-time high? Will
there be a short supply? Increas-
ed demand?

Experts point toquite a few fac-
tors, including the drought, that
have affected pricing.

Tom Waldinger, vice president
of public relations for the Fer-

tilizer Institute, Washington,
D.C., said that in some ways, the
drought has helped the fertilizer
industry.

“If there had been no drought
in 1988, the acreage set-aside pro-
grams would have been greater.”
hesaid. “The PIK program (pay-
ment in kind) of 1983 idled 78
million acres. It caused a stress
in the industry. Then the 1985
Farm Bill took more acreage out
of production.

In 1988, 70 million acres were
idled, according to Waldinger. At
that rate, there would have been
80 million acres idled this year.
Both yields and surplus would
have dropped, but since there was
adrought, the industry is at near-
ly full production.

Waldinger said he feels the
shortsightedness of the acreage
reduction programs was poten-
tially dangerous for the country.

“If there were to be a drought
this year,” he said, “there would
be no fertilizer surplus.”

As it was, in the fall of 1988,
the farmers were well taken care
of because of the drought. Their
cash flow and buying power will
be good this spring.

A good year is a double-edged
sword, though, Waldinger said.
“A good year now leaves us
cautious. If we have a good year
in 1989 and the next year and the
next, talk of acreage reduction
will resurface. As it is, produc-
tion is being throttled according
to predictions for the coming year
— cautiously. The system has
become more efficiently based
with production levels throttled
closely to product demand. In-
ventory levels are well-managed.”

Ifthe government gets back in-
to acreage reduction programs,
things could again become risky.
“It’s silly for the government to
play soothsayers in the market,”
he said. “They can't predict
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what Mother Nature will do.”

And predicting the weather is
what lawn and landscape com-
panies wishthey could have done
last year.

Fertilizer use was down be-
cause of watering bans. Custo-
mers were canceling lawn main-
tenance programs. Farmers and
lawnand landscape maintenance
operators used less fertilizer
material because of the drought,
sothere was fertilizer storage well
intothe fall. Then, inthe fall, fer-
tilizer use was above normal.

Rob Ringer, training manager
for the Ringer Corp., Minnea-
polis, Minn., said the drought was
a tough one.

“There hasbeenan increase in
ourprices.” Ringersaid. “It'stied
to the commodities market. Our
product is made of bone meal,
soya and wheat and those prices
are up because it cost more last
yearto feed the chickens and cows
and to grow the wheat that pro-
duces those products. The price
is up 5 percent to 10 percent.”

It (the drought) made things
rough for a couple of reasons. It
was extensive and it was prolong-
ed. People gave upandeither turn-
ed off their water or weren't allow-
ed to turn it on,” he said.

“We did great business in the
spring of 1988, but as the season
progressed and the drought per-
sisted, the reorders were off.
There was a rebound in the fall.

“A lot of people had given up
in the fall, and a lot have reseed-
ed, resodded or renovated lawns
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that died out either in patches or
entirely. We are already so far
ahead of last year at this time that
it's amazing. And we expect the
trend to continue,” he said.

Warren Shafer, general mana-
ger of Tyler Enterprises, Inc. of
Elwood, [lIl., agrees with Jac-
quemin. “I don't think the price
increase is due to the drought so
muchas the international demand
for fertilizer,” he said.

“U.S. producers can ship the
productoutofthe country because
of the weakened dollar. And now
there is not that much urea and
the price has gone up significant-
ly." Shafer said. *“The agriculture
market affects production, too.
There’s more corn being planted
and that'salsoabig nitrogen user.”

There were industry casualties
in the wake of the drought, but
many in the industry believe the
damage was a necessary evil, ul-
timately making the industry
stronger.

Sandy Nelson, sales represen-
tative for Anderson Fertilizer Ser-
vices, Owosso, Mich., has seen
some major changes in the in-
dustry in the last five years.

“There has been a shakedown
of the commercial lawn com-
panies — a needed shakedown.
It’s been caused by mergers and
fly-by-night companies getting
outofthe business. The good will
survive, though.” she said.

“The professionals in the in-
dustry are becoming more pro-
fessional. We're convincing the
public that this is a profession.

ALA/MAINTENANCE « FEBRUARY 1989
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There is more education going on
and more available. More tools
are available to us than ever be-
fore. We have also become more
environmentally conscious. More
quality conscious. We keep striv-
ing to be known as a professional
organization.”

Owen Stevens, sales manager
for Knox Fertilizer Inc., Knox,
Ind., said his company
is looking forward to a
good year economically.

*You can't tell how
much was lost in the
drought,” he said. “Alot
of our people went out.
For some it was just the
final kick in the butt. I
think the larger people
(companies) were more
vulnerable because of
their costs to do business. They
were too fat, too strung out and
overplayed. They couldn’tbe lean
and mean and flexible — which
is what the drought forced ustodo.

“The people who survive are
really going to be strong now,”
Stevens said. “*The business is
going back to the small busines-
ses and a regional business men-
tality.”

Coutrymark’s Hutchinson ag-
rees. “‘Bigger companies go out
of business because they have big,
fixed costs. They can't be as flex-
ible as the smaller companies
which could change their strat-
egy every week if necessary. The
big ones are slower to adapt.”

Bill Vogel, vice president of
Spring Valley Turf Products of

spurred the use of water reten
tion products. lllustration:
Terra-Sorb.

Nitrogen-based
prices are up direc-
tly because of
supply and demand
of the ag market.



Jackson, Wis., said he also be-
lieves the industry is changing.

“In the last five years, from
whatI see, the lawn care and land-
scape market companies that are
growing are those that are mul-
tiple-service oriented,” he said.

Vogel said fertilizer usage
should be up a little in 1989 be-
cause the turf will need extra care.
He also sees lawn care programs
emerging with new products aim-
ed toward water retention.

Products which keep turf green
without promoting new growth
will be coming on the market, he
said. These products will have
more iron and use more wetting
agents.

“The lawn care industry has
started to provide mowing ser-
vices so they really don’t want a
fast-growing product,” agreed
Wick. “If it rains and they don’t
get out, they’ll have a mess.”

“I would also see more usage
of crystals such as hydragel — a
crystal which expands to hold in
wetness,” Vogel said. “Other
agents will also be significant.
These products use water more
efficiently and can reduce the

Fertilizer usage in the lawn and

landscape industry should be up

a little in 1989. New products

aimed at water retention will also

flood the market.

use of water by 50 percent.”

As 1989 unfolds, lawn and land-
scape maintenance companies
will carry a heavy burden. Not
only must they convince their
customers of the necessity of their
services, they must bring back
some stressed lawns.

“A lawn requires food on a
regular basis —and it wasn’t given
a proper nutrition last year — so
good rates of nitrogen and
potassium need to be applied in
the spring,” Nelson said. “The
homeowner depends on the lawn
care professional to service the
lawn. It’s the lawn care opera-
tor’s job to gear up and do a good
job, and, if needed, convince the
customer of what’s needed for his
or her turf.

“The LCOs need to do a better
job than ever because they have
to bring back unhealthy lawns to
keep business. They have to con-
vince the customer that the lawn
care is needed and then make it
work.”

Wick said he feels the market
is getting away from liquids and
going to granular products. “Im-
age wise,” he said, “the public
ties hose application to chemicals
and it doesn’t have that concep-
tion about spreaders. Also, econ-
omically and logistically speak-
ing, it’s easier to transport
granular than to carry all that
water. There is also more em-
phasis on equipment to carry
granular products to the site.”

In facing the future, with its

challenges and changes, the fun-
damentals still apply, and lawn
and landscape maintenance pro-
fessionals need to remember the
basics.

“We all have to remember that
turf has not gotten dumber. The
plant doesn’t know what is being
used to feed it,” Wick said. “All
it knows is that it needs nutri-
tion. The fundamentals haven't
changed. We should remember
to go for the tried and true pro-
ducts. Be sure that the results of
the products you use have been
substantiated by objective
studies.”

Dr. John Clapp, manager of
agronomics and commercial
development for Triazone Cor-
poration, Greensboro, N.C. sums
up the coming year.

“Basically, I feel we’re just star-
ting a new season. If the drought
continues into this year, I think
there would be cause for concern.
But as far as the turf is concern-
ed, it’s justanother year.” — Lynn
Wolf i

The author is a free-lance writer
based in Cleveland, Ohio.

Model 2300 Multi-Purpose Turf Care Machine.

For the professional lawn care and rental industry.
Walk-behind versatility for: core plug aeration, slicing/scarifying for over-
seeding, slicing aeration; tilling/cultivation.

Core aerate at pace operator chooses. Core depth is achieved
by strategically placed 45-Ib. quick-release weight bar.

Soil scarifying penetration via the use of depth stick. 20-Ib. quick-
release weight bar or operator restraint applied at the handle bars.

Optional accessories—20-Ib. quick-release weight bar
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for slicing machine and a 45-Ib. quick-release =
weight bar for the plugging aerator.

Powered by Honda 3'2-hp GX series overhead
valve 4-cycle engine with oil alert feature.
Easy starting, maintenance-free electronic
ignition. Chain drive. Fold-down handle
for compact storage and transport.

Lift grip. Weight 128 Ibs.

- MODEL 2300—3.5 HP Honda
\ MODEL 2200—3.0 HP B&S I.C.
Fe'd a MODEL 1800—3.0 HP B&S

520 Forest Avenue, Sheboygan Falls, Wl 53085-0908 (414) 467-6167 Fax (414) 467-6169
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You never know what's hit you
when you see patch disease. It could
be Fusarium blight. Or necrotic
ring spot. Or surnmer patch. Or take-
all patch. Or spring dead spot. Or
any combination.

They all look very similar on
turf. Only with a microscope can you
tell them apart. So guessing which
one's causing your patch disease still
leaves your turf open to the other four.

That's why complete coverage

And only Rubigan is labeled to
prevent and treat all five of these
pathogens that cause patch disease.

Not to mention dollar spot, snow
mold, copper spot, red thread and
stripe smut. And this spring is an
excellent time to begin your preven-
tive program.

Why take chances controlling
only part of the patch disease problem?
Span the spectrum with Rubigan.
See your Elanco distributor. Or call

toll-free: 1-800-352-6776.

Elanco Products Company
A Division of Eli Lilly and Company

‘oucar
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Only Rubigan
spans the
patch disease spectrum.




Embark can reduce the

PLANT GROWTH REGULATOR

mowing costs of fine

turf by at least 50%.

Anyone who is involved in mowing and
managing low-traffic, irrigated, ornamental
turf can benefit from the experiences of
those who are using this program.

Last year, a number of progressive
groundskeepers accepted the chal-
lenge to prove to themselves that
they could successfully use an
Embark-Ferromec AC* program on
low-traffic, irrigated turf. We promised
them that the program would reduce
their bottom-line mowing costs by
50% or more during the 5 to 6-week
period while the Embark is active,
and in the process would enhance
the color and thicken up the turf.

Of course, we knew the program
would work because of tests con-
ducted by university researchers, and
the experience of Constant Care,
Inc., one of the leading landscape
management contractors in the entire
midwest, who have been pioneering
the use of PGRs on ornamental turf
since 1985.

But never in our fondest dreams did
we anticipate the enthusiam of the
positive responses we have received.

Listen to Carl Schroeder, owner of
Horticultural Consultants, Inc., of
Shawnee Mission, Kansas. He says,

Everett Mealman, President
PBIl/Gordon Corporation

“Now that we know what Embark can
do, we will be aggressively soliciting
mowing and maintenance contracts
that we formerly would have shied
away from because of questionable
profitability.”

Schroeder bases his optimism on
his experience in testing the Embark-
Ferromec AC program on the vast
sweep of ornamental turf that sur-
rounds the headquarters of Farmers
Insurance Group . . . the largest and
most visible piece of turf in the
Kansas City area. “It's a tremendous
18.5-acre showcase for us,” says
Schroeder. “But, is it ever a *#'| to
mow!

“There's a 40% slope on some
areas that have to be mowed with a
walk-behind to avoid ruts and ero-
sion,” says Schroeder. “You can
imagine the expense! But, with the
Embark-Ferromec AC program, we
will be able to cut those costs in half,
while at the same time improving the
appearance ... and we are hopeful
that Embark will help strengthen the
roots of the grass on those slopes.”

This program is as
simple as a, b, c.

First of all, the Embark is applied at
the low rate (1 pt./A). The idea is to
slow down the growth rather than to
totally shut it off.

Second, it is tank-mixed with
Ferromec AC Liquid Iron at a high
rate (2.75 gal./A), which produces a
vibrant green color before the Embark
kicks in; hence no worry about dis-
coloration. In fact, just the opposite.

Third, the Embark-Ferromec AC
can be tank-mixed with Trimec®
Broadleaf Herbicide, so it gets a free
ride that even further improves the
bottom line.

But wait! There's more good news:
Embark is a true plant growth reg-
ulator, not a reformulated herbicide.
Tests clearly show that when Embark
shuts down seedhead development
and stem elongation, the energy is
redirected toward root growth.

Carl Schroeder, right, gives Everett Mealman
a closeup view of the impressive and highly
visible turf he maintains for Farmers Insur-
ance Group. Millions of people who whiz by
on |-435 see it as a thing of beauty, but
Schroeder sees it as a monster for Embark
to tame.



like Embark.

Bill McGee, above right, general manager of Smith Lawn and
Tree Company, used Embark/Ferromec AC/Trimec on this turf at
Bedford Properties Industrial Park. “Within two days the tall
fescue greened up and the mowing was cut in half for six weeks.”

Does this look like a challenge for the amateur golfer? Yes, in-
deed, but it's even more of a challenge for superintendent Jerry
Ducker, left, in the photo at right; and his assistant, Tom Addington.

Constant Care, Inc. have been pioneering the use of PGRs for five
years and were directly involved in the early tests of the Embark-
Ferromec AC combination. Bill Gordon, above, director of com-
mercial landscaping for Constant Care, says that nothing works

Experience of a golf
course superintendent

Jerry Ducker, golf course superin-
tendent of the prestigious Hallbrook
Farms Country Club in Leawood,
Kansas is extremely interested in the
potential problem-solving power of
Embark-Ferromec AC.

Hallbrook was designed to present
a challenge. “And indeed it does!"
laughs Ducker . . . “a challenge to the
superintendent. For example, we've
got zoysia peninsulas that extend into

Embark-treated grass
develops deeper roots
Research shows that when grass
is treated with Embark, the energy
that would naturally produce
seedheads and stem elongation
is redirected to the roots. This
phenomenon occurs regardless of
whether or not the grass is mowed.
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Embark*. Ferromec AC* and Tnmec* are registered trademarks of PBI/Gordon Corporation
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fairway traps that can only be mowed
with hand trimmers while standing
deep in sand. You can imagine what
a labor-intensive job you're looking at.”

With this in mind, Ducker tested
Embark-Ferromec AC on some of his
less-visible areas in 1988. “We're very
enthusiastic about what we hope to be
able to do with Embark,"” says Ducker.

Another Embark-Ferromec AC en-
thusiast is Bill McGee, general man-
ager of Smith Lawn and Tree Company
of Kansas City, Missouri. “We used it
on three of the Bedford Properties
Industrial Parks,” says McGee. “And,
within 48 hours, the tall fescue took on
a rich green color, and the mowings
were cut in half for six weeks.”

Shouldn’t you try Embark?
Indeed, the evidence cannot be
denied. The Embark-Ferromec AC-
Trimec program is dramatically
changing the economics of managing
low-traffic, irrigated ornamental turf.

Surely you'll want to keep pace with
the change and at least test the
program for yourself — if only in a
minor way.

If you have any questions at all about
using Embark-Ferromec AC, call us
toll-tree.

Toll-free 1-800-821-7925

In Missouri, 1-800-892-7281
Ask for Sales Service.

A $20.00 value for $9
when you buy Embark:
Nutbuster mower
blade safety lock

This unique tool clamps to edge of
mower deck to secure blade so that
nut can be wrenched off quickly and
safely. To receive a Nutbuster via
UPS, send $9 to PBI/Gordon with
your name and address and a copy
of an invoice showing you have
purchased one quart or more of
Embark. Offer expires Nov. 1, 1989.
Limit one per customer.

G PbLI /cordon
corporation

£ PBI/Gordon Corporation, 1989

1217 West 12th Street
P.O. Box 4090
Kansas City, MO. 64101

®

PLANT GROWTH REGULATOR
717-1288



FOCUS ON AERATORS

Industry Education Prompts
More Refined Equipment

I O SAY THAT CORE CULTIVATION HAS COME INTO

its own in the last five years is accurate, but not enough. The
changes and level of acceptance by maintenance operators and
homeowners alike is much more dramatic.

“Five years ago, the lawn care operator and homeowner weren't
aware or conscious of the quality of what aeration could do foralawn,”
said Bob Brophy, Cushman manager of lawn care product sales.
“They figured they were doing a good job if they poked a few holes
in the ground.”

Education, and better yet, quality results have led the mainten-
ance operator and the homeowner to expect more from an aeration
job. “We've come full circle,” Brophy said. ‘“‘Manufacturers had to
educate the lawn care operators, and the operators had to educate the
homeowners."

And while creating more competition among maintenance operators,
education has benefitted everyone, according to Sal Rizzo, president
of Salsco Inc.

“There's so many lawn care companies bidding for customer work
that the customer is becoming more educated,” he said. “It’s fan-

tastic — LCOs have no problem
with that. They always wanted a
better machine as the market
became more competitive. It
gives customers more quality for
their dollar.

Although relatively new to the
turf industry, aeration has been
a practice used on golf courses
since the 1940s. “Five years ago,
we had products that weren't
designed for the lawn, but the golf
course. All of a sudden, it de-
veloped a market in lawn care and
equipment had to be designed to

handle uncontrollable conditions
found in lawns, suchas debris and
rock,” said Kent Hahn of Hahn
Inc.

Mechanical aeration as it is
known today can signify anything
from renovation, slicing and
dethatching to core cultivation.
Through the core cultivation pro-
cess, soil ismechanically remov-
ed from the ground, usually to a
depth of two to three inches.

Aeration increasesthe air inthe
soil by replacing solids from the
soil with air from the atmosphere
— ultimately allowing the sur-
rounding soil to move into the
newly created space, relieving
compaction. It’s along-term prac-
tice designed to provide both
preventive and curative relief to
the turf.

Increased visibility of aeration
and its increased popularity of
providing aeration as an add-on
service has prompted many com-
panies, not previously manu-
facturers of aerators, to jump on
the bandwagon. Farm equipment
manufacturers and manufactur-
ers of other turf equipment are
two new suppliers of aerators.

In an industry of increased di-
versification, aeration has be-

TIPS FOR CLEANING, MAINTAINING AN AREATOR

come one of the easiest add-on
services for several reasons. For
one, it'saservice in which results
can be seen within 10 to 14 days.
Secondly, it's a service that
doesn’t cause the operator a great
deal of liability.

While many machines cur-
rently available on the market to-
day offer good penetration, speed
and user comfort, there are two
general areas considered prime
for improvement: the initial cost
of the machine and the cost of
maintenance.

“You can improve on the
amount of soil brought up and the
amount of footage covered, but
as far as the quality of the job
goes, that success is generally
there,” Rizzo said, while admit-
ting there’s always room for im-
provement.

Inaddition to the product itself,
transportation plays a role in of-
fering aeration services. “We feel
it is important for it (machine) to
be self-propelled in the transport
position for the safety and
ease of loading,” said Tom Melton,
sales manager for Olathe Manu-
facturing.

Self-propelled models are also

{continued on page 54)

THE AMOUNT OF ABUSE PLACED * Before aerating, make sure the area bolts. Look for soil build-up in the
on any given machine will determine is mowed shorter than normal. This chain sprockets and remove.
the life of its parts and of the machine. enables better penetration of the tines * Tines should be cleaned and oiled
But a few simple steps both in prepara- and more core visibility. to keep them from rusting. Soil left in
tion and clean-up will help prolong the ¢ Change oil following engine manu- the tines may result in damage that
life of your machine. facturers’ recommendations. could require their replacement.
Before beginning a core cultivation ® Keep the tires inflated to the proper ® Replace all worn or damaged parts.
job, be sure and complete a full inspec- tire pressure recommended. * After engine has cooled down,
tion of the area to be aerated: After operating the unit, cleaning will clean unit with water.
* Flag all sprinkler heads or objects vary from machine to machine, but fol- * Keep drive belts free of oil and dirt.
that could damage the machine. low these general tips: * Tine replacement depends on the
® Make sure the lawn is sufficiently * Clean and inspect the machine. amount of work and the location in
watered to provide the best operation. Check for loose hardware, nuts and which the work is being done.
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Gret rolling .. with Brouwer

The Turf Roller 130

is the compact roller that is easy to
operate and transport — to get that
rolling job done quickly. It has the dual
fill /drain plugs and special rounded edge
design roller like its larger cousin the 235
and also features:

*5 h.p. Honda engine

* Hydrostatic transmission for smooth easy control
* Rolling width of 30 inches

* Large rear support roller

So whatever your turf rolling needs, make it a Brouwer.

The New
Turf Roller 235

for heavy duty, large area jobs. You

get these features and more:

«» Increased engine power to 8 h.p.

* New H.D. Hydrostatic transmission

* Dual fill /drain plugs in each roller

* Special rounded edge roller design to
prevent turf damage

* Extra large steering wheel and
comfortable seat for easy operation

These and other important features

make the 235 Turf Roller your best

choice.

3 L )

and cutting and renovating ...

Sod Cutter MK2

designed to make your turf cutting
and lawn renovating easy.
Check these features:

«» Easy single lever operation

* Easy adjustable handle bar

* Easily handled — lightweight

* Easy transport and storage with

kickstand and fold-away handle

* Choice of blades
For more information on this and
other fine turf care equipment from
Brouwer, contact your dealer ...
today.

BROUWER

TURF EQUIPMENT LIMITED

An Outboard Manne Carporation Company

7320 Haggerty Rd./Canton, MI. 48187 Telephone (313) 459-3700
Woodbine Avenue /Keswick, Ontario, Canada L4P 3E9 Telex 065-24161 Telephone: (416) 476-4311

87-79
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available in the aeration position.

Since manufacturers have met
with success in providing quality
aeration equipment, many have
turned to providing literature to
promote aeration. The literature
canbe used by the industry itself,
or adopted for maintenance
operators for distribution to its
customers.

For example, LESCO Inc. of-
fers apackage of materials tolawn
and landscape maintenance com-
panies including, *“Your lawn
can't breathe and Today we aer-
ated your lawn.” The literature is
used in promoting the service to
the homeowner. One card is de-
signed to help them get the busi-
ness, and the other is design-
ed to be left behind the day the
service is performed.

In addition, Cushman offers
literature for the maintenance
operator on the advantages of
aeration, planning an aeration job
and making a profit while offer-
ing the service.

Today, the use of aerators has
increased dramatically over the
past few years because it has been
a necessity rather than a luxury.
In addition to the benefits receiv-
ed from aeration, the service can
also be used in renovation work
before overseeding as it helps
create a better seedbed by allow-
ing the soil to breath.

Future developments in aera-
tion equipment may include
aerator/seeder combinations
which will pull acore and put the
seed down, one right after the
other. Riding aerators may also
become more popular.

For more information on the
equipment available today, read
below. The infomation provided
comes from companies which
responded to our request for
materials. — Cindy Code

The author is Editor of ALA/
Maintenance magazine.

CLASSEN MANUFACTUR-
ing Co. is now offering the Model
48R Turf Plugger. Availableeither
with stub tongue for towing or
three-point hitch for integral
mounting, the unit is ideal for
small acreages, parks and other
recreational areas.

The 48R aerates a 42-inch
width swath, with depth up to

54

Four models available from Classen.

three inches in a pattern of 5 1/4-
by 7-inches. There are 48 tines
at a 3/4-inch diameter. Built for
rugged service, the unit features
al1/2-by 1 1/2-inchsolid square
steel frame, with heavy duty
weight tray. The tow version has
movable wheels which swing up
to put the tines in operating
position.

Classen offers four different
models, starting at 24,000 square
feet per hour, upto 36,000 square
feet per hour.

Circle 121 on reader service card

The model 2340-48 pull-behind
core plug aerator in a 48-inch
swath is now available from
Feldmann Manufacturing. Pro-
ductivity is47 percent faster than
a 25-inch aeration swath and 33
percent faster than a 32-inch
swath.

The unitdesign is similar to the
32-inch width 2340. It is easy to
operate, simply connect with
hitch pin on draw bar. The lift up
handles will promptly pop the
10-inch pneumatic tires into posi-
tion for transport, and just as
quickly let the unit down to start
core plugging. Penetration up to
2% inches allows air, water and
fertilizer to penetrate the root
system, as well as promoting
thatch deterioration.

Inadditionto the wider48-inch

- % 3

Gandy'’s rolling aerator.

width, a gang bracket is available
and will gang three units together
for an 82-inch swath with model
2340 and a 132-inch swath with
model 2340-48 pull-behind core
plug aerators.

The company is also introduc-
ting its brand new versatile
machine for core plug aeration,
for slicing scarifying for over-
seeding, for comprehensive slic-
ing aeration and for tilling cul-
tivation.

Core aeration is performed at
the pace the operator chooses, and
core depth is achieved by the
strategically placed 45-pound
quick-release weight bar.

Optional accessories are a
20-pound quick-release weight
bar for the slicing machine and
a45-pound quick-release weight
bar for the plugging aerator.
Circle 122 on reader service card

As a conversion attachment for
its 18- by 24-inch lawn roller,
Gandy Company introduces a
clamp-on aerator for extended
versatility in its turf care line.
The aerator attachment’s cylin-
drical shell, made of 1l-gauge
steel, is engineered as hinged
halves to clamp quickly and
securely around the existing roller
drumusing athreaded hook bolt.
Angled spikes 24 inches long,
welded six inches apart, aerate

the soil and provide pockets to
hold seed and fertilizer. The depth
of penetration is controlled by the
desired fill weight of the roller and
the direction of travel. The attach-
ment has a thermoset polyester-
coated black finish.

The companion 18- by 24-inch
roller will hold up to 280 pounds
of water and has a large easy-fill
opening sealed with an expansion
plug. For ruggedness, the inter-
nal shaft is solid through the
drum, and the handle bearings
have regreasable fittings. The
handle is designed to convert
quickly from tow hitch for cover-
ing large areas with a lawn trac-
tor to a push handle for working
in confined spaces.

The same features are also
available as an aerator with spikes
welded to the rolling drum.
Circle 123 on reader service card

The first group of Gill aerators
is the F-65 group which comes
in 36-, 48- and 60-inch widths.
The small unit is available only
asapull-type, whilethe other two
are available as pull-type or in a
category “0” and *“I” combina-
tion hitch.

All of Gill’s units are tractor-
drawn, none being wheeled.

The smaller models are basical-
ly for use by landscape profes-
sionals on small tract housing
where larger equipment is pro-
hibitive.

For 30-h.p. tractors and up, Gill
offers 72-inch units. These are all
standard category 1, three-point
hitch aerators. The first unit is
built on a swival hitch and comes
standard with an 8-inch front
roller. A 6-inch rear roller is op-
tional. Inorder to obtain aeration,
just pull the equipment straight
behind the tractor.

The second unit, the SU-900
series, has a split 8-inch front
roller and comes either with an
8-inch rear roller or six-inch
roller. All units have weight boxes
to add additional weight for bet-
ter penetration. These units are
virtually self-cleaning, but when
necessary may be hosed down.

Circle 124 on reader service card

GreenCare International offers
the CoreMaster 12 which can be
used anywhere accesible by atrac-
tor, and can handle the stress of
aerating large areas.

The CoreMaster’s quadra-tine
system offers variable configura-
tion patterns, as well as depth con-
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trol, and delivers up to 92 cores
per square feet on a swath width
of49inches. Its 3/8-inchtine pro-
duces a 2/4-inch core, 1 1/4-
inches or more apart.

The CoreMaster can be used
on all sports turf and landscape
surfaces.

Circle 125 on reader service card

Hahn Inc. offers a line of self-
propelled, walk-behind, tractor-
drawn and riding aerifiers.

The TB-60 pull-behind aerifier
is equipped with a hydraulic
cylinder and hoses to use the tow-
ing vehicle’s hydraulics or an op-
tional Pow-R-Pak™ is available
for powered lift. Sixty open or
closed, 3/4-inch tines are stand-
ard equipment.

The TM-60 aerifier attaches to
any tractor with a category “0”
or category ““1” three-point hitch.
It cultivates a full 32-inch swath
with either the furnished tines or
optional slicing blades.

In addition, the JR-4 is a self-
propelled, fast and maneuverable
aerifier which cultivates a23-inch
swathtoaerify 26,000 square feet
anhouratabout 3 mph. The Hahn

TMV riding aerifier with a cul-
tivated swath of 30 inches, com-
bined with speeds up to four and
a half miles per hour, aerifies
more than an acre per hour.

Open and closed spoons,
penetrating up to 3% inches de-
pending on soil conditions, are
available from Hahn.

Circle 126 on reader service card

LESCO Inc. offers both an
open-spoon and closed-spoon
model of its aerator-30. Equip-
ped with a 5-horsepower Briggs
& Stratton I/C® recoil-start
engine, the durable, low-main-
tenance machine is easy to man-
euver.

A 28-inch aerating width is
made possible by 30 half-inch
diameter spoons, five per disc on
5 1/2-inch centers. The spoons are
made of high-carbon heat-treated
steel. Only two spoons are driven
into the ground at any one time
for deeper penetration into the
soil.

The spoons move in an arc-
shaped pattern which shatters and
displaces the soil. Extended

shielding on the back of machine

foroperator protection and safety.
Circle 127 on reader service card

Three turf aerator models are
available from Olathe Manu-
facturing: the model 686 tow-

Olathe Model 88.

type aerator, the model 687 three-
point aerator and the model 96
compact aerator.

Allthree models feature a heavy
duty tubular steel frame and a
choice of 1/2- or 3/4-inch open
or closed tines. All three also of-
fer a 78-inch aerating swath,
operating on six-inch centers —
eight per wheel.

The tow-type and the three-
point aerator are available with
three sets of four cast wheels,
each set moving vertically and
horizontally.

While there are many simi-
larities among the machines, each
offers something different. The
tow-type contains optional
weights located at the rear for
better leverage. The three-point
has a patent pending float sys-
tem allowing each set of four
castings to float vertically and
horizontally to follow the ground.
The compact aerator for 16-h.p.
to 24-h.p. tractors comes with a
seeder attachment.

The company also offers a
model 88 walk-behind aerator
featuring a 3-h.p. engine with
a ground speed covering 23,000
square feet per hour, with up
to two removable accessory
weights to add about 300 pounds

RECONDITIONED
EQUIPMENT

Like New!

1 H.P. High
Capacity PUMPS

¢ Pumps
¢ Tanks
¢ Reels

¢ Spray Units

Excellent Condition
(800) 543-2810

Graham Lawn
Equipment, Inc.

iron construction. Item

sale $159.99

77

f

for continuous Duty 5
Lawn Sprinkling—3600 GPH

For sprinkling lawns and other big jobs! Corrosion-
resistant impellers. 1Y

Send for your

Discount
Tools, Parts &
Equipment
Catalog!

Save
20 to

2" intake and discharge. Cast
# 10814

Heavy Duty

Commercial Hose Reel
Constructed of 1" galvanized tubing.
Hand crank mounts on the front or
back. Holds up to 400 ft. of %" hose.
(Hose not included.) ltem #16263

sale $63.99
= Power Tools u Garden Carts
R i = Hand Tools u Jackets & Boots
Famous m Water Pumps = Air Compressors
O s u Generators and Air Tools
L?rgesl selection! Ih%usazngsHP ® Hydraulic m Trailers and
Morizoriat snc vaiosi Biet. | &~ POItS Trailer Parts
5 HP #6051 Sale $129.99 | = Welders = AND MORE!!!

8 HP #6081 Sale $184.99 | - ------
10 HP #6010 Sale $224.99

Shipping not Included

FREE

50% on:

1 Send for your FREE 136-page Discount i
| Tools, Parts and Equipment Catalog!

SAVE NOW ON TOP QUALITY
PRODUCTS AT DISCOUNT PRICES!!!

Sale Good Thru 2/28/89

Northern

.
-S0%
-

8878 Bright Star Road
Douglasville, GA 30134
(404) 942-1617
(800) 543-2810
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of down pressure to penetrate
tough areas.

The 30 coring tines penetrate
the ground on a 3 1/3- by 8 1/2-
inch pattern. Tines are 3/4-inch,
heat treated.

Circle 128 on reader service card

Ryan offers the Lawnaire®

IV and the Lawnaire® 28. The
Lawnaire IV is self-propelled by
a 3-h.p. industrial engine and
features a 38-pound removable
weight bar, a 55-pound capacity
polyethylene water drum, a con-
venient lift handle to raise and
lower the machine in tight spots.

For varying soil conditions, the
aerator can be tailored to meet
your needs. Just add the weight
bar and water to the drum for even
penetration up to 2% inches on
an aeration pattern of 9 holes per
square foot. It coversupto 21,000
square feet per hour.

The Lawnaire 28 is a recip-
rocating self-propelled, walk-
behind aerator witha 7-h.p. OHV
Wisconsin Robin engine, and V-
belt and roller chain drive. The
Lawnaire 28 covers an aerating
swath of 28 inches and can cover

S

Salsco’s 30-6 core cultivator.

up to 24,000 square feet per hour.
The coring depth is 2% inches
with 3/4-inch diameter tines and
acore pattern of 3% by 5 inches.
The Lawnaire 28 features a
tricycle front for easy maneu-
verability, rubber isolated han-
dlebars and spring-assist lift for
ease of use. It also features seal-
ed, precision ball bearings at all
locations in the tine arms and
linkage for low maintenance and
and durability.
Circle 129 on reader service card

Salsco’s 30-Series core aerators

combine speed and maneuver-
ability. All models are self-
propelled, with finger-tip man-
euvering for easier movement
around trees, hydrants and other
obstacles without raising the
tines, both on inclines and in a
15-inch radius.

Both the 30-6 and the 30-6S
are capable of aerating 25,800
square feet per hour, translating
into 12 to 16 average lawns each
day.

Dual rear wheels are standard
onall 30-Series models, enuring
good traction and eliminating
marking on lawns and other turf
areas. The 30-Series Aerators will
provide penetration from one to
four inches deep depending on the
model used.

The camshaft method of aera-
tion used on the 30-Series mod-
els not only ensures the re-
moval of clean cores without
tine jamming, but also enables
these 300-pound machines to
perform well without tearing the
turf.

Circle 130 on reader service card

Solo’s optional dethatchifying kit
can be easily attached to the com-
pany’s Multimot equipment to
aerate the ground.

It rids lawns of thatch and moss
over a width of approximately 14
inches with 12 stainless-steel
tines, 10 inches in diameter.

Tines can be inverted and the
depth of penetration can be ad-
Justed to five varying positions on
Solo company’s six-inch guide
wheels.

Circle 131 on reader service card

POSTING

SIGNS

CAUTION

PESTICO¢ APPUCATION

® Custom Signs
® State-Regulated
Signs

PROMOTES
and
NOTIFIES

WHY WAIT?

NO PERENNIAL
RYEGRASS EQUALS

® Stock Signs

® Quality Stakes

FOR YOUR
FREE SAMPLE
AND
PRICE QUOTATIONS

PHONE FREE:
1-800-328-4009
InMN-1-612-926-1315

4908 West 35th Street
Minneapolis, MN 55416
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All*Star |

IN RESISTING '
CERTAIN INSECTS

For information contact:

J&L ADIKES, INC.
Jamaica, NY 11423
INTERNATIONAL SEEDS, INC.
Halsey, OR 97348
ROTHWELL SEEDS LTD.
Lindsay, Ont. CAN K9V 4L9

Al Star

JACKLIN SEED CO.
Post Falls, ID 83854
Albany, OR 97321

VAUGHAN'S SEED CO.
Bound Brook, NJ 08805
Downers Grove, IL 60515

# U.S.P.V.P. APPLIED FOR NO. 8300059
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Pre-register for a Mauget
seminar and save *10.

Sign up now for a 1988-89 Mauget seminar and trim $10 from the registration

fee of $45 per person.

Mauget Micro-injection seminars are designed to help you save trees. Each
seminar discusses free health and care. Topics include tree nutrition, insect and

disease control, and application procedures.

Seminars and workshops are open to all arborists, city foresters, lawn care firms,
landscape architects and contractors, golf superintendents and grounds

managers.

Complete the coupon below. Send it to your nearest Mauget distributor.

Mauget Distributors & Commeceroos 1201 tnods sorio sw

Prof. Tree Care & Injection
5471 Lake Howell Rd. #179
Winter Park, FL 32792
Central & South Florido

Mid Western Tree Experts
7635 Michigan Road NW,
Indianapolis, IN 46268
Indiona

Forrest Lytie & Sons
740 W. Galbraith Rood
Cincinnati, OH 45231
SW Ohio

Bradshaw Tree Service
(Distributor Representative)
PO. Box 15430
Tulso, OK 74158
Eostern Oklahoma

Tree Inject Systems
9505 High Street
Clarence Center, NY 14032
New England, NY, PA

Grand Rapids Tree Co.
310 Marion SW.
Grand Rapids, Mi 49504
Michigan

Canadian st\adomo
Service Lk
1540 Ciaire Crescem

Lochine, Quebec
Con H8S 4Eé6
Quebec

Scientific Tree Care
1026 W. 8th Street
Panama City, FL 32401
North FL, South GA & AL

Rapid City, SD 57702 Albuquerque, NM 87105
e Western S, Dakota New Mexico
PO. Box 11451 Artistic Arborist Inc. The Tree Doctor Inc.
Clayton, MO 63105 706 W. Montecito PO. Box 1340
St. Louls Area PhoN%nlx, AZ 85013 Hendersonville, NC 28793
n li
la s Di AZ NV & Son Diego North & South Carolina
1884 Green Road Target Chemical Co. Pruoﬂ Tree Service
Cleveland, OH 44121 17710 Studebaker Rd. 550 SW Rosewood
Ohio, W. VA Cerritos, CA 90701 Lake Oswego, OR 97034
Micro | Inc. California Washington, Oregon
15108 Loke Mogdalene Bivd. ngyl Service Harrod's Tree Service
Tompo, FL 33618 519 S. 100 East PO. Box 5511
Central & South Florida Jerome l083338 Fort Worth, TX 76108
Farm and Forest il
Research Lid. Cortese Tree Spock:llm Tree Lawn Inc,
1476 Wallace Rd. Box 295 617 Deery Street 3424 Doniphan Drive
Oakville, Ontario Knoxville, TN 37917 El Paso, TX 79922
Can L6J 5A2 KY, TN, m%NOAL Western Texas
Qe Lqui-Green Lawn &
Poulson Tree Service R.C. Humphreys Tree Care
2919 Jansma "539 Ferdinand, PO Box 87" 9601 North Allen
Billings, MT 59101 St. Francisville, LA 70775 Peoria, IL 61615
Montana LA, Southern MS llinois

Save 810 on the regisrrohon fee fOf o 1988-89 Mcuget seminar. |
Regular price $45. With pre-registration coupon, $35.

[ Yes, I'm interested in saving $10 per person at a Mauget seminar.
Send me the date, time and location of the meeting closest to me.

Nomes

Address

City State Zip

Phone (. )

Send this coupon or focsimile fodoy Mall 1o the Mouge! distributor ciosest 10 you for $10 off the registration of &

1988-89 Mouget seminac Coupon only valid for names listed. Attoch NOMes 10 pre-reQist COUPON.
Coupon must be received by Mauget distributor 10 prior 1o seminar Coupons mceived less thon 10 Soys will not
be aligible for discount. Postmank determines aligibilly for pre-registration discount ALA
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Utah Spray Service
8574 S. 7th East

Guardian Tree Experts
12401 Parkiown Drive
Rockville, MD 20852

Deimarva

91-326 Kouhi Street
Ewa Beoch, HI 96706
Hawaii

Tree Clinic
PO. Box 50179
Austin, TX 78763
Eastern Texas

Enfield Tree Service
408 Park Road
Elkhorn, NE 68022
ND, Eastern SD, NE, KS, MN,
Western OK, MO, 1A

D.H.D. Systems Inc.

2467 S. 170th Street

New Berlin, Wi 53151
Wisconsin

Arbo Service Inc.
25 Celtic Drive
, Nova Scotia
Can G9A 59
Maritimes, Nova Scofia

J.J. Mauget
Company



OTF ’'88

Ohio’s Regional
Show Continues to be a Success

TTENDEES AT THE
recent Ohio Turfgrass
Foundation Conference and Show
inCincinnati, Ohio, were treated
to a newer and much larger trade
show facility than in past years.
And although the facility could
easily have been filled to capaci-
ty, OTF decided to use only half
the facility, selling 450 booth
spaces to 176 exhibitors, accor-
ding to John Fanning, OTF show
chairman.

About 3,200 attendees visited
with exhibitors, slightly less than
last year’s crowd of 3,500. The
show was held in Columbus,
Ohio, in 1987.

“We normally experience
lower attendance in Cincinnati.
The northern part of the state
doesn’t participate too much,”
Fanning said. “We lose some
from Cleveland, Toledo and
Michigan.”

However, attendance numbers
were up over the last OTF con-
ference held in Cincinnati. Two
years ago, the southern Ohio
show attracted 2.800 attendees.
The show rotates two years in Col-
umbus followed by one year in
Cincinnati.

The OTF has about 45 exhi-
bitors on a waiting list, but chose

Exhibitors and attendees discuss the products’ qualities.

not to expand the Cincinnati
show because when the show
returns to Columbus in Decem-
ber, those 45 exhibitors would
not have fit in that city’s cur-
rent facility, according to Fan-
ning.

The OTF show has grown
to one of the largest regional
shows in the country, gaining
exhibitors solely by word-of-
mouth. More than 32 states
and Canada participated in the
trade show.

For several years, the two lar-
gest factions of show atten-
dees were lawn care operators
and golf course superintendents.
However, attendees specializing

in athletic fields and cemeteries
are quickly growing as evidenc-
ed by the exceptional attendance
at the educational seminars.
As was done last year, seminars
were offered in four separate
tracks: golf course, professional
lawn service, grounds mainten-
ance and athletic fields. Certi-
fication credits were available for
those attending the golf course
and pesticides sequences.
Although the trade show re-
ceived many positive remarks, the
educational sessions came to be
the biggest hit of the conference.
“Attendees were telling me the
talks were the best they ever
{continued on page 60)

BENCH A HIT WITH OHIO TURFGRASS CROWD

RELIVING STORIES OF THE PAST,
professional baseball legend Johnny
Bench entertained an opening address
crowd of more than 250.

The former National League Rookie
of the Year, Golden Glove winner and
perennial All-Star player — and now
hall-of-famer — did more to motivate
the crowd with personal experiences
thanwuhadmspeclﬁcmmelawn
and landscape maintenance industry,

Drafted by the Cincinnati Reds at on grass.”

17 years old, Bench went on to be a And told golf course superintendents
legend in his own time, both as a cat- to seek out and take into consideration
cher and hitter. “You have to tell public perception. “Stop and listen to
yourself you're better than the situation what the golfers have to say. It makes
at hand,” he said. “Don’t let them see you more accessible, and benefits the
your fear.” whole club.”

He told grounds maintenance profes- Bench's entertaining speech followed
sionals that he preferred natural to ar- on the heels of another crowd favorite —
tificial turf. “‘For the players’ sake, Arnold Palmer who spoke at the 1987
it'd be better if all sports were played OTF conference.
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QUALITY...

s a Way of Life at Tyler.

Warren Shafer, General Manager

Tyler

Enterprises, Inc
Quality + Service * Convenience

P.O.Box365 <« Route53 -+ Elwood,IL60421
Telephone (815) 423-5551

“We do whatever it takes to keep our
customers happy, because at Tyler our
bottom line is quality and service.”

“It's more than a slogan, it's a commitment. Our number
one aim is to give Tyler customers the very best in product
quality and services,” says Warren Shafer, General
Manager, Tyler Enterprises.

Tyler is committed to the industry and committed to this
market. Tyler's recent plant additions assure an even
better control on quality and service.

A new bagging plant will enable us to better watch quality,
be more efficient, and maintain faster production. The

addition of a new bulk storage facility and finished product
warehouse means more efficient product handling. All this
adds up to better quality and service for you, the customer.

Our sales staff is committed to serving you the very best
they can. We will go anywhere and do anything to make
sure a customer is satisified. When we know of a problem,
if we're not there the first day, then we're there the second

At Tyler, when a customer needs product, we get it there
fast. We never want our customers to run out.

Tyler offers Greensward® Customed Formulated
Fertilizers in liquid or dry, large or small quantities, in bag
or bulk.

Ask us about our chemical control products and grass
seed for your turfgrass program.

If you want the very best in quality products and
service, write or call us today.

388 Tyler Enterpnises, Inc
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Please send me information on the Tyler products checked below:

I Name

Company Name

Area Code & Company Phone

I Address
City State Zip

I [J Tyler Greensward custom formula fertizlers I

[(J Chemical control products for turfgrass programs
[J Crass seed blends O All Tyler products
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CUSTOMER CONTRACTS, IS IT TIME?

THINKING OF INSTITUTING
signed service contracts with your
customers, but are afraid of driving
them away? You'd be surprised at how
well contracts, or service agreements
can benefit your company.

That's what Marty Erbaugh discover-
ed a year ago when he decided to im-
plement one-year contract agreements
for all new customers. He liked the idea
so well, that he drafted a similar service
agreement for all customers. The latest
agreement for repeat customers didn't
require written authority, but did com-
municate the company’s rules,

Erbaugh, president of the Hudson,
Ohio-based Lawnmark, began requiring
signed contracts at his branch offices in
New York, due to the wave of regula-
tions being enforced in that state. Look-
ing back, it could be considered a risky

undertaking, since more than 50 percent
of Lawnmark’s buiness is conducted in
New York. Instead, it turned out well.

Erbaugh shared his experiences in an
OTF seminar on “Customer Contracts
— The Time Has Come.”

“It was a constructive process going
through compliance and contracts in
New York." he said. “The business en-
vironment was good, and people still
wanted chemical lawn care.”

He soon followed with the agreements
in Ohio and Pennsylvania, and although
a percentage of verbal agreements were
never turned into contracts, about 92
percent of his verbals were converted
into contracts.

The contract policy was enforced by
not scheduling production on properties
without contracts. *“We were concerned
about April — if we didn't do their

property, someone else would. But we
stuck to our guns,” he said.

Erbaugh said his company received
minimum negative response to the idea
of a contract in the marketplace. “In-
stead, we got many positive reactions.
The public is more educated; they want
to know the rules. It actually helped
sales,” he said.

Included in Lawnmark’s agreement
are: services provided, timing of treat-
ments, payment terms, guarantees, ser-
vice calls/service continuity, other ser-
vices, continuing service and call ahead
agreements.

Similar contracts or service agree-
ments would be good for the entire in-
dustry; providing a more stable custo-
mer base, according to Erbaugh. He
said it would also enhance the profes-
sionalism of the industry.

OTF 88

(continued from page 58)

heard.” Fanning said. In fact, a
few exhibitors commented about

during seminar hours, leading
some OTF officials to think about
establishing a block of time in
future shows for exclusive trade
show hours, he said.

mosphere found in the lawn and
landscape maintenance industry
inrecent years, topics on political
and legislative updates, employee

lawn care operators were popular
seminars.

And for drought concerns, a
number of irrigation, renovation
and turf management topics were

right-to-know and current and

light traffic on the trade floor Because of the regulatory at- future regulatory concerns for  offered. i}
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REELS HANDLE HOSE

SIZES FROM 1/4" TO 1 1/2",
LENGTHS UP TO 600 FT., AND
PRESSURES UP TO 3000 PSI.

Natural Green products from Spring Valley combine
natural organic fertilizers with extra nutrients to give
you a natural based fertilizer that is easy for you to

apply ... and peace of mind your customers will love!
SR— MOTOR DRIVEN
NATURAL GREEN "Spring" 20-2-8 +
NATURAL GREEN "Summer" 25-2-4 + Iron e FOR
NATURAL GREEN "Fall" 12-12-20 + Iron .O
*Ask about our NEW SPRAYABLE @“ P iﬁ\?VLCC(iZLROL
R — - * PRESSURE WASHERS
* STEAM CLEANING
“Our customer’s children amd pets are very important to ws, and we at NATURALAWN take HAND CRANK * GROUNDS MAINTENANCE

great pride in giving them the peace of mind that an organic-based program provides them.”

'hil Katron, NATURALAWN, Inc. Damascus, MD

NATURAL GREEN products are made only by
SPRING VALLEY TURF PRODUCTS
1891 Spring Valley Road, Jackson, Wi 53037
(414) 677-2273

/W/lf INC.

6000 AVALON BLVD., LOS ANGELES, CA 90003
213) 2327171 FAX(213) 233 - 1490

*TEAM and the diagonal bar are trademarks of Elanco Products Company
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INSURANCE PROGRAMS FOR
CHEMICAL APPLICATORS

AND LANDSCAPE
CONTRACTORS

Now Available in Most States

General Liability Includes

A. Pollution & Contamination

B. Care Custody & Control

C. Products & Complete Operations
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E. Lawn & Ornamental

F. Occurrence Form

G.Landscape - Sprinkler Exposures

Auto Fleet Liability
Payment Plans
Umbrella Up to $5 Million

Call 1-800-826-9306
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NATIONAL INSURANCE CONSULTANTS. INC.
P.O. Box 1353
Orlando, Florida 32802-1353
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Success and Failure
in Controlling Crabgrass

RABGRASS (DIGITARIA SP) IS ONE OF THE MOST
troublesome weeds in turf.

The success of crabgrass, as a weed, can be attributed to seve-
ral factors including the following: the ability of each plant to produce
large numbers of seed; the ability of plants to persist through hot,
dry environmental conditions, the same conditions which induce
summer dormancy in many cool season turfgrasses; an efficient
metabolism that enable plants to increase photosynthate production
during periods of high temperature and high light intensities, while
the capacity of cool season turfgrasses to produce photosynthate
decreases; and the ability to rapidly colonize open areas in turf
created by the injurious effects of
disease, insects, compaction, wear
and environmental stress.

Any discussion of weed control
should be prefaced by a considera-
tion of how weed problems de-
velop. Perhaps the most signifi-
cant factor contributing to crab-
grass encroachment in turf is poor
management, which causes a re-
duction in turf density.

Sunlightis required for germina-
tion of crabgrass seed, and also ac-
celerates the germination process
by warming soil. Therefore, turf
having poor density may develop
crabgrass problems because
sunlight will more easily penetrate
a thinned canopy of leaves. This
is corroborated by the general ab-
sence of crabgrass in dense, high
cut turfs or turfs grown in shaded
environments. Among the most
prominent managerial abuses are:
mowing too closely, light and fre-
quent irrigation and late spring/
early summer fertilization.

Mowingaturftoo closely leads
to deterioration of stand density.
Observations in a University of
Maryland study have shown that
tall fescue plots mown at one inch
contained 70 percent weeds,
whereas, plots mown at three in-
ches had only 12 percent weeds.
Hence, by increasing mowing
height, weed encroachmentcanbe
greatly reduced. Light and fre-
quent irrigations enhance crab-
grass seed germination by ensur-
ing that soil remains moistened for
extended periods. By allowing soil
62 FEBRUARY 1989  ALA/MAINTENANCE




I January - March 10
B March 11 - March 30

[ April 1- April 20

[ April 21- May 10
B May 11 - May 30
B Afier May 30

to dry out between irrigations, crabgrass seed germination is inhi-
bited.

Application of fertilizer during late spring and early summer pro-
vides nutrients that may benefit weeds more at this time than the
turfgrass. Also, application of high levels of nitrogen during this
period may predispose turf to injury from heat and drought stress
during summer. Other factors such as disease, insects and stress,
which cause or contribute to loss of density, promote crabgrass
encroachment.

In spite of hard work and strict adherence to sound cultural prac-
tices, crabgrass frequently becomes a serious problem. For this
reason, use of preemergence herbicides often becomes a necessity.
Spring application of a preemergence herbicide is an effective and
easy approach in controlling crabgrass. Postemergence control in-
volves repeated applications of methanearsonates, e.g., DSMA and
MSMA, on critical five- to 10-day intervals. These compounds can
be phytotoxic, especially when applied during hot weather. A new
alternative to the methanearsonates is the herbicide fenoxaprop. Sid-
uron also provides postemergence control, but only when crabgrass
plants are seedlings in the one- to three-leaf stage. These herbi-
cides will be more thoroughly discussed below.

PREEMERGENCE CRABGRASS CONTROL. Crabgrass seeds be-
gin germinating when soil temperatures rise above 60 degrees Fah-
renheit, and when air temperatures rise above 65 degrees Fahrenheit
for five consecutive days. Germination in northern regions general-
ly begins in mid to late May, however, in the transition zone, it can
occur as early as mid-March. For a preemergence herbicide to be
effective, it must be applied one to two weeks prior to germination.

Most crabgrass seeds germinate during a six- to eight-week per-
iod in late spring and early summer, but germination may continue
in open or disturbed sites as late as September. Preemergence her-
bicides kill crabgrass seedlings shortly after germination of the
seed. Once substantial populations of seed have germinated and
first leaves have emerged, it is too late to apply most preemergence
herbicides.

ALA/MAINTENANCE * FEBRUARY 1989

Map indicates periods during
which crabgrass seeds germinate
in different parts of the country.
Map: O.M. Scott & Sons Co.
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Preemergence herbicides pro-
vide effective control for several
weeks ormonths, depending upon
dosage and product, by forming
acontinuous herbicide barrier in
the soil. Oncethe barrier has been
disturbed, efficacy of the her-
bicide is sometimes reduced.
Summer aerificiation after most
crabgrass seed has germinated for
the season does not appear to
reduce the effectiveness of
preemergence herbicides.

Occasionally, overseeding
becomes necessary before the
preemergence herbicide has brok-
en down and its activity lost. In
this situation, it is better to seed
into grooves using a slicer seeder
than to broadcast the seed. The
grooving operation will help
disrupt the herbicide barrier and
place the seed below, and out of
contact with the herbicide. Some
manufacturers recommmend
applying powdered activated-
charcoal sevendays prior to over-
seeding to help deactivate the
herbicide.

All preemergence herbici-
des have been reported by several
university researchers to pro-

vide good toexcellent season-long
control of crabgrass, using a
single application. In Maryland,
however, crabgrass seed ger-
minates three to six weeks ear-
lier than in more northern reg-
ions. For this reason, preemer-
gence herbicides must be applied
weeks earlier than in many
other regions, and higher use rates
or a second application are often
recommended.

POSTEMERGENCE CRAB-
GRASS CONTROL. Test results
from Maryland have shown
that MSMA controls crabgrass at
reduced rates when applications
begin in July. Two applications
of MSMA on a 14-day interval at
the recommended rate of two
pounds active ingredient per
acre (ai/A) effectively control-
led crabgrass (99 percent), but
caused unacceptable levels of dis-
coloration. Half rates of MSMA
(one pound ai/A) applied twice
on a l4-day interval provided
good crabgrass control (99 per-
cent) without injuring turf ap-
preciably. Half rates of MSMA
applied three times on seven-

day intervals gave excellent con-
trol (99 percent), but turf was
badly discolored following the
second application.

The one-fourth rate (0.5 pound
ai/A) applied three times on
seven-day intervals gave excellent
control (99 percent), but turf was

00000000000 0000

Most crabgrass
seeds germinate
during late
spring and ear-

ly summer.

badly discolored following the se-
cond application. The one-fourth
rate (0.5 pound ai/A) applied three
times on seven-day intervals pro-
vides a fairly good level of con-
trol (79 percent) without caus-
ing an objectionable level of dis-
coloration. Overall, the half
rate (one pound ai/A) applied
three times on seven-day in-
tervals was just as harmful to

turfas the recommended rate ap-
plied twice on a 14-day interval.

Experience from other studies
has shownthat MSMA or DSMA
applied twice at one-half rate
beginning the first week of July
is generally very effective be-
cause crabgrass is younger and
more susceptible to these her-
bicides. Performance of MSMA
and DSMA is erratic, and effec-
tive control is many times the
exception rather than the rule.
The key factor in obtaining suc-
cessful control is to apply these
herbicides twice ona 10- to 14-day
interval when there is adequate
soil moisture to sustain vigor-
ous crabgrass growth. Ignor-
ing control factors, such as en-
suring soil moisture and fol-
lowing recommended rates,
willlikely resultin failure to con-
trol and/or severe injury to the
turf.

In recent years, fenoxaprop
has been evaluated extensively
and has been an effective post-
emergence crabgrass and
goosegrass herbicide. Animpor-
tant attribute of fenoxaprop is
that complete control of tillered
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OBTAINING EFFECTIVE CONTROL WITH POSTEMERGENCE HERBICIDES

* ADEQUATE SOIL MOISTURE IS * Apply methanearsonates on seven- 1o

necessary before and after herbicide ap- 14-day intervals.

plication. * Be sure no rainfall is to occur, and

* The weeds in the turf must be actively do not irrigate for 24-hours after apply-
growing. ing a methanearsonate. Do not irrigate
 The first application should be made before fenoxaprop dries on the leaf sur-
when weed leaves are above the turf face

canopy. 'D;)notmow48hoursbeforeoraﬁer

herbicide application.

® Herbicides will not provide effective
control when weeds are under heat or
drought stress or in late summer after
weeds have matured and have begun to
produce seed.

* Properly calibrate the sprayer, and
never exceed the recommended rate.

crabgrass can be obtained in a
single application as long as
weeds are actively growing.
The methanearsonates normal-
ly control only immature, non-
tillering crabgrass in a single
application.

In most years in the transition
zone and northern regions, most
crabgrass seed that is going to ger-
minate in a given year has done
so by the first week of July or a
few weeks earlier in southern
regions. It is conceivable that a
well-timed herbicide application
after most crabgrass seed has ger-
minated, may eliminate crab-
grass as a problem for the re-

mainder of the season. To test
this possibility, single applica-
tions of MSMA and fenoxaprop
were made on three dates in
1984,

When fenoxaprop was ap-
plied on June 13, the 0.18 pound
ai/A (i.e. 23 fluid ounces peracre)
rate controlled existing crab-
grass, but only 62 percent con-
trol (determined in September)
shows up because more seed ger-
minated after herbicide appli-
cations. The low rate of fenox-
aprop (0.12 pound ai/A) and both
rates of MSMA (one and two
pounds ai/A) were ineffective
against young crabgrass because

sufficientlevels of herbicide fail-
ed to contact the crabgrass, which
was below the turfgrass canopy
(and therefore protected) onJune
13. When fennmprop was ap-
plied on July 2 and July 16, ex-
cellent crabgrass control was ob-
tained (91 to 100 percent) when
plots were rated in September.
This showed that no significant
levels of crabgrass seed had ger-
minated after July 2, despite
frequent periods of rain in July
and August of that year.

Other tests have shown that
single applications of fenoxa-
prop will control crabgrass in
August if there is adequate soil

moisture. MSMA applied only
once on July 2 or 16, rather than
in multiple applications, did
not effectively control crabgrass.
Fenoxaprop has reduced effec-
tiveness on heat- and drought-
hardened crabgrass, and effec-
tive control is dependent on the
control factors — Peter H. Der-
noeden @

The author is an associate pro-

fessor in the Department of Ag-

ronomy at the University of
Maryland, College Park, Md. The
preceding study was reported at
the 1988 Michigan Turferass Con-

ference.
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FOCUS ON:
SEEDING

LOOK FOR ST. AUGUSTINEGRASSES IN WARMER, HUMID CLIMATES

Adapted to warmer portion of the warm humid
climate region.

AS PART OF OUR CONTINUING SER-
ies of articles on turf seed varieties, St.
Augustinegrass, which prefers moist,
well-drained fertile, sandy loam soils,

has been selected for consideration this
month.

St. Augustinegrasses are generally
adapted to the warmer portion of the
warm humid climate region because more
often than not, northern adaptation is lim-
ited by cold stress.

These tips may serve as an introduction
to the St. Augustinegrasses and help in the
development and maintenance of turf,

St. Augustinegrasses will survive in
the higher, drier, colder environments
north to the Piedmont and Little Rock

and west to Dallas, but do not perform
nearly as well there as they do further
south.

The grasses thrive near the seashore and
in general throughout the low-lying coastal
plain, especially in Florida. In most
growth characteristics, St. Augustinegrass
is moderate — it is not the best, nor the
poorest.

St. Augustinegrasses have leaves that ex-
hibit a constriction and half twist where
the blade joins the sheath, Its leaf blades
are smooth except for a cluster of hairs at
the juncture of the sheath. Leaf tips are
blunt, dark green and occur in groups at
the nodes. These groups overlap the bare
internodes, where its stems are thick and
flat.

St. Augustinegrasses produce relatively
few seedheads.

Other characteristics of St. Augustine-
grasses include:

ecoarse-textured with a loose leaf char-
acteristic; leaf blades may be as much as
one-half inch wide;

efairly low creeping grasses that spread
by stolons;

egreen nearly year-round in southern
Florida, and only off color briefly in
northern Florida;

1989 ST. AUGUSTINEGRASS FORECAST

*moderately fast-growing, but not as
rapid as bermudagrasses;
ewell adapted to moist climates and
heavy soils;
etolerant of varying soil characteristics
including pH;
sthe best of the warm season types in
the shade, except for bahiagrasses: also
are excellent in full sun;
*propagated vegetatively from sprigs,
plugs or sod; cultivated, fertilized
beds that are watered consistently until
roots form providing the best environment
for turf development. Planting is done in
the spring or early summer. With fertili-
zation and some weed control, turf can be
obtained from starts one foot apart in
a few months of favorable growing
weather;
sexcellent for sod production on the
muck lands of southern Florida;
erelatively expensive to maintain;
*moderate in their fertilizer require-
ments; spring and fall applications of a
complete fertilizer and organic nitrogen in
the summer usually is adequate; follow
recommended rates for the material used;
organic nitrogen, which produces a lesser
degree of growth stimulation, helps re-
duce chinch bug injury;
esubject to diseases —
brown patch and gray leaf-
spot are particularly trouble-
some: use of a lawn fungicide

ST. AUGUSTINEGRASSES  St. Augustinegrass usage. Augustinegrass varieties. Stan- at least twice about two weeks
have retained a fairly stable The sod market is sensitive  dards setup by state associations apart will usually provide
marketinthe Floridaandother to the local and state economy ~ will continue todemand higher control;
southern markets in recent  and more directly the building  quality sod. enot particularly tolerant
years, however, there is talk of industry. Orinthe case of Texas, Perhaps more important than of weed killers, but a good
anupward price swingthisyear.  the oil economy. the price and quality is the healthy lawn is weed resis-
The stable construction eco- Prices in Floridarange from  availability. Busey is particular- tant.
nomy in Florida has permitted  six to 10 cents a square foot. In  ly excited about new varieties To protect St. Augustine-
sod prices to maintain current  moreremote locations, theprice  preparing forentrance intothe ~ grasses from insects and
levels, and while the turfgrass  is on the higher end of the  market. diseases and to culture them
is not in short supply, it's not  scale, but the price throughout Floralawn, Jade and experi- properly requires equipment,
abuyers’ market either, accor-  Florida is generally inexpen-  mental grass FX33 are three of chemicals and knowledge often
dingto Phil Busey, Agricultural  sive because it's often a bulk  the new varieties showing great beyond that of the average
Research Center, Ft. Lauder-  commodity. promise. Jade is showing good gardener. Lawn service spec-
dale, Fla. “There will beanup- In addition, Florida is in-  potential for shady areas, while ialists are of great help in the
ward movement in price if the ~ creasingly becoming an ex-  FX33isreputed for its drought- care of these grasses.
economy sees no major reces-  porter of St. Augustinegrass  resistant qualities. FX33 is not Nematodes cause injury to
sion.” because the state is known for  expected to be commercially St. Augustinegrasses by dam-
St. Augustinegrass repre- its premium sod, Busey said.  available for at least two years. aging the root system. Use
sents about 65 percent of the  Changes in market grades and On the other hand, Raleigh of a nematocide should pro-
total turfgrass market in Flor-  standards has been a big issue  has been abandoned in many vide greener, more vigorous
ida, while Floridaand Texasac- in the state in recent yearsdue  areas in Florida due to its pro- grass.
count for the vast majority of  to a problem with some St.  blem with brown patch. Chinch bugs cause signifi-
cant damage to St. Augus-
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tinegrasses and must be controlled by
regular use of insecticides. Infestations
throughout the Southeast have moved
westward into Texas. Unfortunately, chinch
bugs in any given population gradually
become resistant to the insecticide used.
However, the cost of developing new
chemicals should be taken into considera-
tion. Generally. the insecticide used will
also control webworms, armyworms and
other insect pests.

St. Augustinegrasses tend to build up
spongy thatch that separates the foliage
from the roots beneath. Vertical cutting or
thinning is important in keeping this con-
dition under control. Where thatch ac-
cumulates, water, fertilizer nutrients and
pesticides are prevented from reaching
lower plant parts and roots where they are
needed.

Close clipping and raking in the spring
when recovery is rapid, and removal of
clippings throughout the year help prevent
thatch accumulation. Mowing is accom-
plished with ease because of its vigorous
growth and leaves that lie low to the
ground.

St. Augustinegrasses may be mowed as
close as one inch, but it produces a
tighter, more weed-free turf when clipped
closer to two inches. Weekly mowing is
generally adequate.

Light-weight mowers ride high on St.
Augustinegrasses and tend to elevate the
height of cut, encouraging the formation
of thatch. The grass requires irrigation
during periods of natural rainfall shor-
tages.

“Common’" St. Augustinegrass and the
variety “Roselawn™ are both coarse and
relatively open with few leafy branches
and long internodes. — The Lawn Institute

COMING
NEXT MONTH

In the March issue of ALA/
Maintenance, we'll announce
the winner of our third an-
nual Award for Profession-
alism. You'll want to be sure
and read about the company
which portrays an image the
industry should strive to
personify.

A special report on train-
ing and certification in the
lawn and landscape main-
tenance industry will also be
included, along with a feat-
ure on front-end mowers.
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Agrotec Sprayers
Deliver

Whether you spray once a day or 20 times a day,
50 gallons or 200 gallons, golf courses, tall trees, or
commercial landscapes, youneed a PRO-CARE
Sprayer from Agrotec.

Agrotec PRO-CARE Sprayers are the Profes-
sional choice because they're built right. They're
tough. They're reliable. And they deliver.

Available with 50, 100, 150 or 200 gallon
polyethylene tanks, low or high pressure pumps.
Skid-mounted for your pick-up or truck.
Optional equipment includes boom kits, hose
reel kits, and wheel/trailer kits for golf
courses, nurseries, or towing.

Call or write for our free brochure and
location of the distributor nearest you.

Model ASE1054

. Agrotec

Highway 35+ P 0. Box 49+ Pendleton, NC 27862-0049
1-800-638-9363+(918) 585-1222

Circle 36 on reader service card 67



TREES & ORNAMENTALS

WHEN QUALITY IS AT THE ROOT OF THE CHOICE, STENNES EXCELS

“THERE IS NOTHING LOVELY AS

a tree,” the saying goes. Most people
would echo that sentiment, at least until
said tree needs trimming or develops a
disease. That’s when trees fall low on the
“lovely™ list.

But, to some, a healthy shade tree is a
top priority and price is no object when it
comes to ensuring the health of that tree.

And, in the Minneapolis/St. Paul area,
to get premium tree care, many tree en-
thusiasts call on Mark Stennes, owner of
Stennes Shade Tree Inc., a total tree care
operation based in New Brighton, Minn.

Stennes said he's not only blessed with
an upper-income clientele whose major
concern is healthy trees and not the bot-
tom line, but these clients just happen to
share his passion for trees. It's important
to Stennes that these people would rather
nurture their trees now than replace them
later. After all, he said. “‘the only reward
for tree removal is a blank space in the
sky where there used to be a tree.”

Obviously, Stennes has a soft spot in
his heart when it comes to trees. For ex-
ample, the trees he maintains on the Min-
nesota State Fairgrounds in St. Paul aren't
making him a fortune, he'll readily admit.
But, Stennes said, the fairgrounds are
where he conducted research for his mas-
ter's degree.

“I'm not making much money there,
but it’s important to me,” he said. *'1
know those trees by name. And I'm at
least partially responsible for there being
an elm population on the fairgrounds at
all”

Stennes started his business just six
years ago, and today he employs six peo-
ple with his gross revenues approaching a
quarter million annually. His clientele
range from commercial accounts like 3M
to homeowners who mostly live in Edina,
a suburb of Minneapolis with the highest
per-capita income in the state.

Stennes launched his business the same
month he received his master’s degree in
plant pathology from the University of
Minnesota in St. Paul. He began by injec-
ting elm trees for Dutch elm disease
control.

“By the end of my first summer, |
discovered that injecting elm trees
just wasn't profitable enough to go to
Florida and play golf all winter,” he
recalled.

So, he extended his efforts into total
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Tree care is a way of life for Mark Stennes, whose passion
for trees makes his business thrive.

tree care, focusing on maintenance,
trimming, structural support systems and
spraying and injecting to control pests.

The combination of a proven back-
ground in plant pathology and a genuine
love for trees has made it easier for Sten-
nes to sell his services.

After all, he said, many tree main-
tenance firms are come-and-go types —
“Gypsies," he calls them. People who are
really serious about maintaining their
trees are looking for someone with
education and a true interest in trees.

Stennes’ credentials alone are enough to
intimidate most competitors. In addition
to his extensive education, he has con-
ducted a great deal of research on tree
care and given countless presentations on
elm diseases and tree maintenance on be-
half of the several professional associa-
tions he belongs to.

“My clients aren’t concerned only with
price,” he said. “They want training and
education and quality service. So. the
more I know about trees, the more value
I offer them.”

Many times he won't even bother to bid
on a job if price will be the deciding
factor.

“Oftentimes, people don't recognize the
difference between top quality and medio-
cre quality tree work,” he said. “They've
got to go with the lowest bidder, whether
or not they think it's the proper thing to
do.”

Once clients decide to employ Stennes’
firm, they will receive a prescription pro-
gram tailored to their specific trees and
ornamental shrubs. That means a com-
bination of different treatments.

In addition to trimming,
structural support and various
maintenance practices, Stennes
applies fungicides for control
of Dutch elm disease and an-
thracnose, and he sprays or
soil injects insecticides to
control birch leaf miner,
European honeysuckle aphids
and other insects.

Stennes says his use of pes-
ticides is limited. “There are
so few pests you can control
with just one shot,” he said.
“And if you can't get accep-
table control with one applica-
tion, people are unhappy.”

To control pests like birch
leaf miner and European honeysuckle
aphids, however, Stennes said his clients
are willing to pay extra to have pesticides
injected.

“It's more expensive but the results are
guaranteed,” he said. “If my clients want
me to be able to assure them some kind
of control that will last for more than a
few days, I tell them it’s not cheap.”

Finding new ways to make his exper-
tise work harder seems to be the future
of Stennes’ business. He plans to add
some new equipment to his lineup next
spring. Specifically, he'd like o use a
hydraulic sprayer for fertilizing trees and
other plants.

The hydraulic sprayer would enable
him to apply fertilizer and pesticides
more cost effectively, he says. In addi-
tion, the capability would allow him to
treat trees and other plants early in the
summer when the propensity for pests is
highest. “Keep the bugs off the trees to
begin with and you have a lot of power,”
he said.

One service Stennes probably won't
add to his business is tree removal. Al-
though he advertises “total tree care.”
Stennes is the first to admit that he
doesn't actually offer everything. “I don't
do a lot of tree removal,” he said. “But,
then again, removals is not really tree
care, it's a service.”

Maybe the real reason is that Mark
Stennes just can't bear to look at those
blank spots in the sky. — Valentine-Rad-
ford Inc. n

The public relations firm represents the
Mobay Corp.
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FINANCIAL CORNER

ARE CONTRACTORS PAYING FOR INCREASED COMPLIANCE?

UNCLE SAM — AND MANY STATE
and local governments — are making in-
creasing demands on landscape contrac-
tors in the name of environmental protec-
tion, employee health, welfare and safety,
etc. But, rarely, do those lawmakers pro-
vide the funds needed by the contractor
to comply with those mandated changes,
improvements or reporting requirements.

Fortunately, our federal income tax law
does provide at least partial relief from
that added financial burden — if the land-
scape contractor knows where to look.
Plus, those same tax rules also provide
tax deductions for expenses incurred in
fighting the new regulations — or the
fines which often result if the new laws
are ignored.

First, on the downside, any landscape
contractor may be faced with the need to
make substantial expenditures relating to
the health and safety of their employees.
However, even though that expenditure
may be required under the law, it is not
immediately tax deductible if it can be
labeled a capital expenditure. Thus,
whether or not a particular expenditure
for health or safety is currently deductible
depends on the nature of the expenditure.
If it's a repair, it's currently deductible; if
a capital expenditure, it must generally be
recovered through depreciation.

Under our extremely complex tax laws
it is difficult to state a general principle
or principles by which current business
expenses can be distinguished from capi-
tal expenditures. Normally, a capital ex-
penditure is one that results in:

1. the creation or acquisition of a new
asset with a life of more than one year:

2. an increase in the value of an ex-
isting asset or a prolongation of its useful
life; or

3. the fitting of an existing asset to a
different use.

Obviously, if item 2, above, is taken lit-
erally, it could be argued that the fitting
of a safety device to a machine rarely in-
creases its value or prolongs its useful
life. Indeed, the result is all-too-often a
loss of operating efficiency. However, in
one case that involved safety devices on
elevators, the U.S. Tax Court stated “[I]t
is not necessary that the monetary value
be increased or that the life of the asset is
prolonged...a betterment of operating con-
ditions, whether voluntary or involuntary,
is a sufficient reason for capitalization.”
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lllustration: OPEAA

In other words, the attitude of the
courts appears to be this: The fact that
the expenditure relates to another asset
and does not increase its value or its life
is irrelevant. It is not made for that pur-
pose, but to protect workers, customers
or the public from injury. The expendi-
ture results in an asset (the safety device
itself) with a useful life of more than one
year and therefore must be capitalized.

Those incidental repairs mandated by
government that neither materially add to
the value of the property nor appreciably
prolong its life, but, rather, keep it in an
ordinarily efficient operating condition,
may be tax deductible — provided the
cost of acquisition or production or its
basis or book value is not increased as a
result.

One rule of thumb is that an item with
a useful life in excess of one year is a cap-
ital expenditure and not a repair expense.

Further confusing the issue, special as-
sessments and levies tending to increase
the value of the property, such as paving,
sewer, sidewalk, drainage, etc., are gener-
ally not deductible, but are capital expen-
ditures that must be added to the cost of
the land.

A landscape contractor is, however,
permitted to deduct the cost of removing
certain existing architectural and transpor-
tation barriers in the year when paid or
incurred instead of capitalizing these costs
and depreciating or recovering them over
the life of the asset. The costs that qual-
ify are those paid or incurred in order to
make any facility more accessible to,

and usable by, the handicap-
ped and the elderly. Into this
category would fall the costs
of constructing a ramp to re-
move the barrier posed for
wheelchair users by steps. Of
course, the maximum deduc-
tion each year is limited to
$35,000.

Engaging an attorney — or
any professional — whose ser-
vices are needed to explain,
implement or fight any gov-
ernment mandate is usually a
tax deductible expense so long
as it is business-oriented.
However, if the legal expense
corresponds to an expenditure
for the purpose of acquiring
or improving a capital asset,
it, 100, is a capital expenditure.

Compliance, in other words, is usually
tax deductible either as a current or as a
depreciable expense. Never deductible,
however, are bribes, kickbacks or other
illegal payments — regardless of how
tempting that solution might be.

Probably the most important tax deduc-
tion of all in this area is for so-called
“lobbying™ expenses. The federal tax law
permits an income tax deduction for cer-
tain expenses related to appearances be-
fore and communications with a legisla-
tive body, a legislative committee or even
an individual legislator.

The principal restriction here is that the
lobbying must be on a matter that is of
direct interest to the landscape contractor.
It is not enough that a law, rule or regula-
tion, existing or proposed, will affect bu-
siness in general.

Two limitations exist: (1) no tax deduc-
tion is allowed for any amount paid or in-
curred for participating or intervening in
any political campaign and (2) no deduc-
tion is allowed for expenditures to influ-
ence the general public with respect to
any specific legislative proposal, election
or referendum.

From initiation to implementation and
enforcement, those increasing burdens
placed on landscape contractors in the
name of the environment, employee health
and safety or the general good, all have
tax consequences. — Mark E. Barttersby m

The author is a tax and financial adviser
in Ardmore, Penn.
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White Rickard

STEVE McCARTER HAS BEEN
named specifications manager for the turf
products division of GardenAmerica.

McCarter’s responsibilities include in-
teracting with specifiers and architects,
providing them with updated information
on products and programs. His territory
includes Texas, Oklahoma, Colorado,
New Mexico and Arizona. McCarter
brings more than 1l years of experience
in the landscape and irrigation industries
to his new job.

CoRoN Corp. recently appointed David

R. White its director of marketing.
White will be responsible for all sales
and marketing efforts for the company on
a national and international basis. He was
most recently sales manager of foliar pro-

ducts for the Triazone Corp., and pre-
viously Northeast agricultural sales repre-
sentative for the Arcadian Corp.

H. Ray Rickard has been promoted to
vice president of finance, and appointed
as a member of the board of directors for
Exmark Manufacturing Co.

Rickard is responsible for managing
Exmark’s financial operations — accoun-
ting, finance and data processing depart-
ments — as well as forecasting Exmark’s
long- and short-term needs. He is also
director of human resource management
for the company.

Prior to joining Exmark, Rickard work-
ed 12 years for the Pillsbury Company
and its subsidiaries in various financial
management positions.

William E. Dunn was recently ap-

pointed to the newly created position of
sales manager of Lofts Seed company’s
professional turf division.

Dunn most recently worked in sales at
Rockland Chemical.

Working out of Lofts" Bound Brook of-
fice, Dunn will be responsible for expan-
ding the company’s sales and service to
independent garden centers, the lawn care
industry, landscape contractors and sup-
pliers, professional landscape and athletic
field managers and sod growers.

Jesse C. Key has been appointed vice
president, Arrowood Operations, for Jac-
obsen Division of Textron Inc. He will be
responsible for the overall operation of
Jacobsen's Charlotte, N.C.-manufacturing
facility.

Key previously held the position of vice
president of operations in the Racine,
Wisc.-facility. Most recently, he was vice
president of manufacturing at Homelite
Division of Textron, also located in
Charlotte. @

r

The Lawn]
Solution

State-of-the-Art
Lawn & Tree Care

Management Software

Don’t buy any other system
until you have seen “The
Lawn Solution’. The
advantages will be obvious.

'313-352-3870

24175
Telegraph Rd.
Southfield

SUPPLY

comPanNy Michigan 48034

Circle 22 on reader service card

3

CORE AERATORS

e EASY MANEUVERING

o LOW MAINTENANCE
e ROLLER BEARINGS -
CASE HARDENED SHAFT
o THREE MODELS:
Model 400 Model 500 Model 600
24,000 sq. ft./hr. 26,000 sq. ft./hr. 36,000 sq. ft./hr.
Classen Mfg. Inc.
1403 Pine Industrial Road » k, NE 68701
Ph. 402/371-2294

Circle 23 on reader service card
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SCAG POWER EQUIPMENT OFFERS
a 20-h.p. hydrostatic riding mower with a
72-inch cutting deck.

This commercial rider features a Koh-
ler cast-iron, twin-cylinder engine, and
includes many features not duplicated by
others. The Eaton 850 hydrostatic drive
transaxle offers smooth transition with a
touch of the foot. Scag’s exclusive hy-
draulic cooling reservoir is said to offer
twice the cooling surface of others. Every
Scag hydro rider comes with a standard
5-gallon polyethylene fuel tank and over-
sized tires for better traction.

Circle 101 on reader service card

RAIN BIRD SALES R-50 SERIES HAS
been expanded with the introduction of
the new R-50C commercial rotor and
R-508 shrub rotor.

These new vandal-resistant models in-
corporate the standard R-50 features, and
are designed specifically for use on
schools, sports fields, slopes, parks and
other commercial/industrial applications.

The R-50C, with its Seal-a-Matic™
device and durable rubber cover, is ideal
for use in parks and in high traffic com-
mercial areas. The R-50S is designed for
shrub or slope applications where there is
a special need for vandal resistance, uni-
form coverage and erosion prevention.

The R-50C and R-50S feature a non-
strippable, internal impact turbine drive;
full or part circle capability; Memory-
Arc™; easy arc adjustment with no tools;
color-coded, matched precipitation rate
nozzles; a low angle of trajectory; and
superior close-in watering.

Circle 102 on reader service card

PARKWAY RESEARCH INTRODUCES
Big Foot — a blue spray indicator with a
new nonstaining formula.

Big Foot is used to mark spray solu-

PRODUCT SPOTLIGHT

PRODUCTS

tions at the rate of 16 ounces per 100
gallons of spray mix, and washes off
hands and equipment with no stain.

Circle 103 on reader service card

PRODUCT INFORMATION ON EN-
core Manufacturing Co.’s complete line
of commercial lawn and turf equipment
can now be found in a new color broch-
ure. PRO 36- and 48-inch walk-behind
mowers, the PRO Power-Thatch and a new
grass catcher and sulky are all included.

The brochure highlights the PRO mow-
ers’ double V-band drive belt to eliminate
slippage. It also includes complete spe-
cifications for each machine and
attachment.

Encore’s PRO sulky and grass catcher,
with its no-tool, easy assembly and on/off
attachment is also highlighted.

Circle 104 on reader service card

IN AN UNUSUAL MID-YEAR INTRO-
duction, Rio, a vibrant new zonal geran-
ium is now being offered to growers by

Fischer Geraniums, U.S.A..
An ample quantity of cuttings
are available for the 1989
spring season.

The geranium has been ex-
tensively tested in Europe
where its dramatic coloring
and vigorous growth have
already attracted significant
interest.

Rio is the first of a special
new series. Its flowers are a
clear pink with bold magenta
markings in each petal, result-
ing in a dramatic look, whet-
her viewed close-up or in the
garden. Individual flowers are
large and combine in the flow-
er head to make a striking
picture. It has also shown a
high level of weather tolerance.

Plant habit is compact and self-branch-
ing and the dark foliage makes a superb
contrast with the blossoms. In produc-
tion, it forms well-shaped plants quickly,
and flowers resist petal shattering.

Circle 105 on reader service card

NEW 1989 PRODUCT LITERATURE IS
now available from Exmark Manufac-
turing Co.

The eight-page, full-color brochure ex-
plains Exmark’s complete line of profes-
sional turf care equipment. The literature
contains information on product specifica-
tions and details on Exmark’s accessory
items.

Updated operator’s manuals for all in-
termediate mowers and parts manuals for
Exmark’s five-speed and variable-speed
commercial mowers are complete, as are
the 1989 turf rake parts and operator’s
manuals.

Exmark also offers dealers a new
series of product ad slicks featuring the
21-, 36- and 48-inch mowers.
These black-and-white ads
feature an illustration, head-
line and copy, as well as space
for the insertion of prices and

SPRING VALLEY TURF  formulation. tion allow Crab Spray 10 per-
Products recently introduced The product is packaged in  centto fit into a variety of pro-
apreemergent herbicide forthe ~ convenient 40-pound bagsthat ~ grams. The labeled rates range
control of crabgrass. will cover two acres, and pro-  from one and a half pounds to
Crab Spray 10 percent, the  vide a full two pounds of ac- three pounds active ingredient
new sprayable TEAM crabgrass ~ tive TEAM peracrealongwith  peracre. The label also provides
preventer, has an active ingre-  0.13 pounds of nitrogen per  information that provides for
dient ratio, that has neverbeen 1,000 square feet. split applications.
offered before in the sprayable The flexible rates of applica- 120 on reader service

ALA/MAINTENANCE * FEBRUARY 1989

dealer identification.
106 on reader service card

BRAVO® 720 AND BRAVO®
500 fungicides for use in the
control of lacy scab/russet
scab on prune plums has been
registered by the U.S. En-
vironmental Protection
Agency.

A



The registration expands the fungicide
use ranges of products made and market-
ed by Fermenta Plant Protection Co.

In experimental testing by the Universi-
ty of California at Davis, Bravo 500 was

considered to be “up to 100 percent effec-

tive” in preventing lacy scab on French
plums, according to a research report.
Bravo 500 will be marketed for the con-
trol of lacy scab in California; Bravo 720
is available for this use throughout the
rest of the United States.

A broad-spectrum disease-control
fungicide, Bravo was previously labeled
for use against brown rot blossom blight
on prune plums.

Circle 107 on reader service card

THE WAG CO. HAS INTRODUCED A
small backhoe for ATVs, small trucks,
small tractors and carts, as well as a
backhoe for one-half-ton or larger trucks,
tractors, skid-steer loaders and forklifts.

The small backhoe, or Hydra-Hoe, has
a swing of 360 degrees allowing loading
into the bed of a vehicle, a digging depth
of five feet, a reach of nine feet six in-
ches, a lifting height of 10 feet, joystick
control valves with power beyond capaci-
ty for operating hydraulic tools and a
variety of attachments.

The larger backhoe, The Little Dipper,

has a swing of 160 degrees, a digging
depth of seven feet, a reach of nine feet
six inches, a lifting height of 10 feet, joy-
stick control valves with power beyond
capacity for operating hydraulic tools and
a variety of attachments.

Circle 108 on reader service card

ENVIROCASTER™ FROM NEOGEN
Corp. is the new name for its old product
PestCaster.®

The computerized EnviroCaster system
monitors constantly changing environ-
mental conditions that can drastically af-
fect the growth and health of plants, or
trigger infestations by damaging diseases
or insects. It's used on turf, golf courses,
farms, and orchards.

It is typically equipped with up to a
half-dozen models — complex predictive
programs that researchers have designed
to “take the guesswork’ out of plant
management.

When equipped with appropriate sen-
sors, the field-installed system can moni-
tor, record and evaluate air temperatures,
rainfall, degree-days, dew-point, leaf wet-
ness, relative humidity, soil temperatures,
solar intensity, wind direction and wind
speed.

Easily field-installed, EnviroCaster is
fully automated and solar-powered. Its

onboard computer has sufficient capacity
to store up to two weeks worth of data,
and a built-in printer can generate “hard
copies” on demand. EnviroCaster can be
linked to another computer to download
its data.

Circle 109 on reader service card

THE STONE EX TRACTOR IS NOW
available from Terracare Products Co.
The unit will remove surface stones in
minutes. The Ex Tractor is fully hydraulic
and used with a three-point hitch tractor.
It can also be used for many other heavy
lifting jobs.
Circle 110 on reader service card

NIGHTSCAPING’S PRO-LITER SER-
ies of 12-volt outdoor lighting fixtures are
fabricated of two-piece, extruded alumi-
num with a powder-coated finish — a
combination that produces a strong, yet
lightweight, weathertight, corrosion-re-
sistant fixture.

Comprising bollard-type, hanging and
wall-mounted fixtures, in a variety of
finishes and colors, the seven fixtures in
the pro-liter series have extruded ““fins”
which provide three times the surface
area for improved heat dissipation. Each
fixture has a built-in, indirect heat vent.
Circle 111 on reader service card

Lawn Care

Management
System

A Complete
Software Solution
for Chemical
Lawn and Tree Care
Companies

PRACTICAL SOLUTIONS, INC.
500 West Wilson Bridge Road

Worwmon. Ohio
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® No more trouble with trimmer
line — never buy line again!
® Easy to install on any
gas trimmer.
® Cuts through tough weeds,
briars and grass.
® Keeps rotary trimmers in
the trimming business.

ATTENTION!

Dealers & Distributors:

feed
1zard.

the ultimate solution to
rotary trimmer line problems

SUGG. RETAIL

32195

Get the all-new Weed Wizard in your store now and
receive a FREE four-color display!

® Dealer cost only $15.50 per unit.
® 12 unit minimum opening order.

CALL TODAY 1-800-262-5122

WEED WIZARD, INC., P.O. Box 275, Dahlonega, Georgia 30533

& WEED
WIZARD

74
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Hiring in the 1990’s
{continued from page 44)

and employees are not loyal to companies.
That need for loyalty is with their direct
supervisor and peer group. Feeling you
have a kinship with that group keeps peo-
ple with a company longer.” she explained.

“This creates a more productive envir-
onment because nobody wants to let any-
body down. Money is important, but
their job and what they are doing is most
important,” Hochler said.

Day also believes team building is a key
to effective personnel management. “The
companies that are most successful in re-
taining and recruiting people are those
that encourage and build teamwork. We've
got to be more people-oriented in our
management style,” he advised.

Another part of the interview process
that is often not done, but is an important
indicator of an employees future job per-
formance, is checking references, accor-
ding to Troutman.

Finally, Hochler advises that every com-
pany should devise a job offer letter that
includes starting salary, date and time a new
employee is expected on the job, as well
as any special conditions of employment.

“Nine times out of 10, candidates walk
out with a different picture of the job than
the manager thought was being conveyed.
The best way to offer the job is in
writing,” she suggested.

One of the nagging problems leading to
high employee turnover rates in the lawn
and landscape industry, according to Day,
is noncompetitive compensation packages.
Though industry executives indicate wages
are increasing, Day believes the answer
lies more in career development. *Com-
panies have been focusing too much on
the short-term rather than long-term career
development.”

Denny McKeown, vice president for
marketing at Natorps Companies in Cin-
cinnati, Ohio, said the industry must ap-
peal to “those who are dedicated to this
life and to the love of the outdoors.”

Natorps Companies, a family-owned
business, emphasizes the importance of
people — both employee and customers.
The motto of the company, which provides
landscape, irrigation and tree services, is
“We are in the people business first, and
the plant business second.”

Carrying out this philosophy, McKeown
said, “leads to the stability of our work
force. We are open with employees and
keep the communication lines open — just
like we want to know when the customers

Due to the competitive labor market
Natorps has had to advertise for second
and third men for their three-man crews.
The company also meets with students at
two-year technical schools and makes
career development presentations at state
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and regional meetings.

McKeown adds that its foremen work on
straight commission based on a percentage
of contract labor, time and material based
on a set rate per hour. “This is more re-
warding and both enhances their income
and the team approach.” he said.

Regarding the relationship between com-
pensation and turnover, Liggins pointed
out, “The key to turnover is not necessari-
ly more pay, but equitable pay practices.
You must be an effective leader, not just a
manager.” The alternative is what Lig-
gins calls “the spiral of no returns” in
which a company is constantly involved

with hiring.

Troutman describes Liggins’ spiral of no
returns as presented in the PLCAA train-
ing session. "It starts innocently enough
— you lose two people and it takes five or
six weeks to replace them. One works out.
The crews work extra. Then someone else
leaves because of the work load. You get
into a spiral of constantly hiring people.
The manager goes out and pulls in the
first guy who walks in the door” — Mich-
ael Marcellino ]

The author is a free-lance writer based in
Cleveland, Ohio.

CRAB SPRAY

10% with

Made only by

cS/mfng q/a[[zy
' DIVISION
VOGEL SEED & FERTILIZER
1891 Spring Valley Rd. « Jackson, WI 53037
414-677-2273
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RATES

All classified advertising is 55 cents per
word. For box numbers, add $1 plus six
words. All classified ads must be received
by the publisher before the 10th of the
month preceding publication and be ac-
companied by cash or money order cov-
ering full payment. Submit ads to: ALA
Lawn and Landscape Maintenance mag-
azine, 4012 Bridge Avenue, Cleveland, Ohio
44113.

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: Don
Karnes, Senior Vice President, Tru Green
Corp., 404/442-8700. Strict confidentiality
maintained.

WANTED T0 BUY

Lawn care companies of all sizes anywhere
in U.S. wanted to purchase by national cor-
poration. If interested please respond to: ALA/
Maintenance magazine, Box 329, 4012 Bridge
Ave., Cleveland, Ohio 44113. Strict confiden-
tiality maintained.

L L L]

WANTED T0 BUY

Ever-green Lawns, a Division of ADT Lim-
ited, an international service company doing
inexcess of a billiondollars in sales annually,
wants to acquire lawn care companies of all
sizes. Allinquiries strictly confidential . Please
contact: Steve Hirshmugl, Director of Finance
and Acquisitions, Ever-green Lawns Corp.,
1390 Charlestown Industrial Dr., St. Charles,
Mo. 63303; 314/946-9700.

FOR SALE

LAWN CARE EQUIPMENT

Hannay reels new in-the-box, EI1526s,
E1530s, $349; lawn spray hose, 275 psi
and 600 psi, all sizes; original Imler measur-
ing 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, $1.75-pair.

76

CLASSIFIEDS

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

TURF TIPS FOR LAWN CARE

Video tapes by the Cooperative Extension Ser-
vice at Michigan State University and the
Michigan Turfgrass Foundation. Excellent for
training and educational programs. Can be
used by lawn care companies, golf course
superintendents and all grounds supervi-
sors. LAWN ESTABLISHMENT, GENE-
RAL LAWN CARE, LAWN GRASSES,
FERTILIZATION, WEED CONTROL,
LAWN MAINTENANCE and, soon, CAL-
IBRATION. VHS or Beta. $60.00 each or 7
for $375.00. For information call 517/
355-0270 or write Michigan Turfgrass Foun-
dation, Box 80071, Lansing, Mich. 48908.

FLORIDA BUSINESS

Florida Lawn Spray: Quality renewal ac-
counts, owner stay optional; unique oppor-
tunity: Box 149, 4119 No. State Road -7, Fort
Lauderdale, Fla. 33319.

MOWERS, ENGINES, PARTS

20 Locke mowers, 76-inch cut. Large inven-
tory of engines and assorted parts — avail-
able in part or whole package. Call between
9a.m. and4 p.m. Monday-Friday. R.B. Stout
Inc., 216/666-88I1.

SPRAY UNIT

1,000-gallon stainless lawn care spray unit
complete with PTO pump, hose, reel, etc.
Ready to go — on your truck or ours. Call
313/621-4677.

TANK TRUCKS

4 Chevy tank trucks, 2 1983’s. 2 1984’s. West
heffer Units assembled with 1,000-gallon, low
profile, stainless steel tanks. MYERS 2C95
Centifugal pumps, electric motor, driver reels,
reconditioned and work ready. Price nego-
tiable. 703/550-7177. Ask for Bill or Jay.

ASSORTED EQUIPMENT & SERVICES

Custom design sprayers; professional spray
consultation; Flo-jet 12-volt pump; back-
pack sprayers; Hannay reels, Green Garde
JDICT guns; glycerin gages; spray system
parts; Hypro and Udor pumps and replace-
ment parts; high pressure cleaners. Sel-
ling directly to lawn care companies with a

25 percent discount on parts and proudly
shipping 85 percent of same day orders.
Canann Industries, 800/842-7515 (AL) 800/
633-7560 (U.S.).

HELP WANTED

UNIQUE
LAWN SERVICE
CAREER OPPORTUNITY

Barefoot Grass, the most respected
name in Lawn Service is looking for
aggressive, hardworking people
now. Our exceptional growth and
expansion have created immediate
openings nationwide.

* Are you an experienced
technician, unhappy at present?

* Are you entering lawn service for
the first time?

* . . "
Are you interested in a solid
career including the potential for
management or even franchise
ownership?

IF THE ANSWER IS YES ...
CONTACT US TODAY!

Excellent benefits

including profit

sharing plan.

Write Bill Hoopes:
®

1018 Proprietors Road

Worthington, OH 43085

FOREMAN POSITION

Top firm needs foreman. Quality conscious
Texas-based landscape management firm
has immediate opening for detail-oriented
landscape maintenance foreman. If you have
outstanding professional and horticultural
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. Replay today to: ALA/
Maintenance, Box 325, 4012 Bridge Ave.,
Cleveland, Ohio, 44113.
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ADVANCE YOUR CAREER

Seeking turfgrass technicians for positions
that want to grow in one of the largest leading
landscape/lawn maintenance companies in
Akron, Ohio. Forty years established; dynam-
ic, professional, progressive in growth and
quality. Send resume confidentially to: R.B.
Stout Inc., Attn: Mr. Seebach, P.O. Box 287,
Bath, Ohio 44210.

LANDSCAPE OPENINGS

KT Enterprises Inc., a commercial landscape
management firm serving the Washington, D.C.-
metropolitan market is now accepting applica-
tions for employment in the landscape
maintenance department for the 1989 season
and beyond. All positions offer excellent sal-
ary, health benefits, retirement and most im-
portant, an uncomparable opportunity to work
in a quality organization that will continue to
offer growth and professional satisfaction. Please
send resume to and/or call our personnel direc-
tor, Caroline Fennimore, if you're interested
in any of the following positions: Department
Manager — Plant and Turf Applications. Su-
pervisory-Applications — Maintenance, Prun-
ing and Floral. Sales-New Sales — Service
Representative. Landscape Senior Estimator —
Familiar with large commercial landscape pro-
jects. Call KT Enterprises Inc., “The Landscape

Management Professionals,” 7950-1 Woodruff

Ct., Springfield, Va. 22151; 703/764-1870. &
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Tuﬂex offers you a full line of tanks to solve your pest
control problems, big or small. The experts at Tuflex carefully

research and analyze your needs and assist you in designing

and engineering the right tank and pump system to your specific
requirements. Anything less would be a compromise solution.

Tuflex is the only manufacturer to specialize in seamless

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

Cur tanks from 100 gallon to 1200 gallon are ready to solve

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

1-800-327-9005

In Florida call collect (305) 785-6402
1406 S.W. 8th St. Pompano Beach, FL 33060

MANUFACTURING CO.

Mol YlOl

“The Tuflex standards of excellence are second

to none with virtually no maintenance. We've

used many Tuflex tanks over the years

and

they're still giving us dependable service and

look as good as

e new ones we just purchased.

These tanks are a life-time investment.”

— Mike Kowalchuk

Gro-Control Inc./Plymouth, Michigan

Circle 40 on reader service card
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Introducing CHIPCO*SEVIN® CHIPCO*SEVIN*brand SL  mind that comes with knowing
brand SLcarbaryl insecticide, ~provides consistent and effective CHIPCO*SEVIN®brand SLis al-
the only grub control material ~ grub control. so widely used for the control of
available to professional lawn Atacostnogreater—and usu- mites, ticks, and fleas on poultry,
care operators that is effective, ally less— than anythingelseon pets, and game birds.
economical, and environment- the market. Soit’s ideal for use on lawns,
ally sound. Plus you get the peace of ~ parks, golf courses, or any

©1988 Rhéne- Poulenc Ag Company, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. CHIPCO®, SEVIN* and RONSTAR* are registered trademarks of Rhone-Poulenc.
As with any crop protection chemical, always read and follow instructions on the label.
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area frequently used by people
and animals.

And with CHIPCO* SEVIN®
brand SL, you not only get ef-
fective control of the white grub

complex, but 27other turf pests,

as well. Including tough ones

like chinch bugs, billbugs, army-

worms, and sod webworms.
Ask your chemicals supplier
for CHIPCO* SEVIN®* brand SL
carbaryl insecticide.
CHIPCO* SEVIN* brand SL
is a product of the CHIPCO*

s 3 9
@ ‘ ‘ i
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line that includes ‘»
CHIPCO*brand

26((1)1(? fungicide s
and CHIPCO®
RONSTAR*brand somst
2G pre-emergent
herbicide.
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For accuracy Buy between now
when spraying, and March 15, 1989
choose the most T — and we'll put a Cross
concentrated liquid - > i — pen in your pocket.
indicator dye you can Contact your LESCO
buy. Tracker.™ Buy salesman, visit the
now and we’ll give you a free Cross® pen with every five-gallon nearest LESCO Service Center or call us toll free.
purchase. Free pen offer expires March 15, 1989.

Environmentally safe Tracker eliminates skip and overlap,

(800) 321-5325
indicates drift and helps detect clogged spray nozzles. Completely Nationwide
inert formulation won't react or interfere with product being (800) 686-7413
applied. And improved Tracker now washes off easily. In Ohio

Whether you are spraying acres of fairways, doing renovation :
work or treating home or commercial lawns, put Tracker in LESCO, Inc., 20005 Lake Road, Rocky River, Ohio 44116
your tank. (216) 333-9250

Always read and follow label instructions before applying
any chemical product. Circle 19 on reader service card




