
LAWN AND LANDSCAPE 

lîvMNTEMNCE 
MAY 1989 • $2.50 

Arrowhead Landscaping 
and Maintenance Soars 

in the Southwest 
Partners Ben Snyder and Jeff Meyer Create 

Lush Landscapes From Arizona's Arid Environment. 

HENCE „ 
CIRCULATE 

i 

1 « 9 N I S N 1 H ' 3 



W H E N T U R F I S R E A D Y 
T O G R O W , N 

IS R E A D Y 
R O F O R M 
ITO 6 0 

Consistent 38% 
nitrogen 

Nitrogen released 
slowly for sustained 
turf feeding during 
active growth 
periods 

Nonburning and 
nonleaching 

• • • • • 

Decreased thatch 
build-up 

Available in Blue 
Chip", Gray Chip™ 
and new Blue 
Granular" for dry 
application; Powder 
Blue® and Powder 
Gray™ for spray 
application. 

Odorless and 
pathogenfree 

Always look for the NITROFORM' logo. 
It s your assurance of high-quality nitrogen. 

W N O R - A M 
NOR-AM CHEMICAL COMPANY 

3509 Silverside Road, P.O. Box 7495, Wilmington, DE 19803 

2 C i rc le 65 o n r e a d e r s e r v i c e ca rd 



VOLUME IO, NUMBER 5 

p. 4 8 

DEPARTMENTS 
62 

Advertiser's Index 

16 
Association News 

60 
Calendar 

61 
Classifieds 

LAWN AND LANDSCAPE 

^MAINTENANCE 
MAY 1989 

FEATURES 
AA Arrowhead Landscaping 
¿ \J Soars in the Southwest 
Partners Ben Snyder and Jeff Meyer show how 
their five-year-old company turns Arizona's 
arid environment into lush landscapes. 

A A Selecting, Training Industry 
l O Service Supervisors 
A service person must not only be technically 
competent, but must present a good image. 

A A Noise Reduction, Debris 
J U Disposal Top Tractor Issues 
Debris dumping and the growing sophistication of the 
industry are top priorities for tractor manufacturers. 

A A Maintaining Tree Health: 
J t Considering the Tree, Habitat 
Urban and suburban trees require fertilizer as much as three 
times per year and pruning as often as once a season. 

Cover photo: W. Scott Mitchell, Mesa, Ariz. 

p. 32 

36 Overhead Valve Engines Taking 
Hold in Maintenance Industry 

In recent years, OHV engines have become established in the 
small engine industry. 

A7 Year-Round Maintenance 
0 / Extends Engine Life 
An understanding of engines will emphasize 
the importance of periodic maintenance. 

40 IPM Programs Combine 
Biological, Chemical Controls p. 36 

The first step in getting better control of pests, and lowering your 
pesticide use is to fully understand the biology of the pest. 

A A Zoyzia Patch: A 
7 1 Destructive Root Rotting Disease 
Soil moisture and temperature appear to have a major role in 
disease severity. 

4 
Editor's Focus 

49 
Financial Corner 

18 
Irrigation 
New certification 
programs available. 

19 
Landscape 
Landscape contractors realizing 
importance of cash flow. 

6 
News in Brief 

50 
People 

52 
Products 

47 
Seeding 
Supply finally in step 
with demand. 

48 
Trees & Ornamentals 

ALA LAWN & LANDSCAPE MAINTENANCE (USPS 657-470 ISSN 8750-5517) is published 12 times per year. Copyright 1989 G.I.E., Inc. Publishers, 4012 Bridge Avenue, 
Cleveland, Ohio 44113. All rights reserved. No part of this publication may be reproduced or transmitted by any means without written permission from the publisher. One year 
subscription rates, $25.00 in the United States, $29.00 in Canada and $82.00 in other foreign countries. One year foreign airmail rate: $182.00. Two year subscription rate: $35.00. 
Subscriptions and classified advertising should be addressed to the Cleveland office. Second class postage paid at Cleveland, Ohio and additional mailing offices. Postmaster: Return 
form 3579 to ALA LAWN & LANDSCAPE MAINTENANCE, 4012 Bridge Avenue, Cleveland, Ohio 44113. 

ALA/MAINTENANCE • MAY 1989 3 



EDITOR'S FOCUS 

ATLANTA-BASED ORKIN LAWN 
Care continued its dramatic growth in the 
lawn maintenance industry with its recent 
acquisition of Yearound Lawn Care, one of 
the West Coast's largest lawn care firms. 

Yearound, based in Ventura, Calif., has 
eight locations in or near Seattle, Port-
land, Sacramento, Oakland, San Diego 
and Los Angeles. 

The acquisition, for an undisclosed 
sum, marks Orkin's first entry into the 
West Coast lawn maintenance market. 
Yearound was formed in 1984 and was a 
division of Western Farm Service Inc., 
Walnut Creek, Calif. 

"We're happy to welcome the employ-
ees of Yearound to the Orkin Lawn Care 
family," said Gordon Crenshaw, vice 
president of the lawn care division. "We 
look forward to continued growth and 
development with Yearound and we're ex-
cited about what we can achieve on a na-
tional level." 

The eight Yearound branches expand the 

Orkin lawn maintenance network to 63 
locations, previously centered in the 
eastern and southern portions of the 
country. The Yearound branches will 
gradually take on the Orkin name. 

Orkin Lawn Care is a division of Orkin 
Exterminating Co. The division started in 
1982 and is considered the third largest 
lawn care company in the United States, 
with 63 locations in 17 states. 

Just one year ago, Orkin acquired New 
England Green; a buy out adding close to 
$13 million in revenues to the company. 
Orkin's 1987 revenues reached $294,339 
million, although that total includes sales 
figures from the company's termite and 
pest control operations. 

In other news, ALA/Maintenance maga-
zine was the recipient of two awards for 
its graphic redesign. 

Art Director Charlotte Goerss was 
recognized with two second place awards 
— one for the magazine's graphic rede-
sign, first appearing last November, and 
the second for the magazine's table of 
contents page. 

The regional awards were presented by 
the American Society of Business Press 
Editors. — Cindy Code • 
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Brouwer 
the "best buy" in transportable reel mowers. 

Dollar for dollar, feature 
Available as 5-gang or 7-gang units and as a 
Fairway Model for that extra fine quality cut 
and lightweight mowing demanded on fairways. 

The standard mower is ideal for the roughs on 
golf courses, with its easy "quick height of cut" 
adjusters, and also for parks, recreation fields, 
school boards, municipalities and turf growers. 

r feature... no competition. 
Brouwer™ mowers offer outstanding value and 
important features: 

• Proven positive "no slippage" drive, with no heavy 
wheels, gears or expensive hydraulic components. 

• Low horsepower requirements 
• Lightweight, but strong, means less compaction 
• Rough and fine cut models 
• Economical and easy to service and maintain 
• Proven superior performance in varied types of grass 

and conditions especially in the wet 

Options include: 
• 4, 5, 6, 7 or 8 bladed reels 
• Track removal brushes 
• Backlapper 

For more information call your Brouwer™ dea ler . . . TOD AY. 
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NEWS IN BRIEF 

NEW PROGRAM MAY FILL 
INDUSTRY TRAINING VOID 

A national training program for both new 
and experienced workers is now available 
through the Pesticide Compliance and 
Training Service, North Kingstown, R.I. 

Partners Jim Wilkinson and Richard 
Jalette initiated the correspondence train-
ing program because of an intense indus-
try need, due mainly to increased state 
regulation. The program started last 
November and to date maintains about a 
dozen clients including Hydro Lawn, 
Gaithersburg, Md., and Lawnmark, Hud-
son, Ohio. 

"We've tried to design a program for 
companies across the country regardless 
of the area," Jalette said. "It's good be-
cause it forces companies to have weekly 
meetings." 

Jalette worked for six years as branch 
manager for Old Fox, Chelmsford, Mass. 

The training regiment is a benefit to 
seasonal businesses. "Generally speaking, 
training is once or twice a year for a sea-
sonal business," said Marty Erbaugh, 
president of Lawnmark. "This (program) 
spreads it out and serves as a discipline 
vehicle. We're talking about diseases 
when they're actually occurring. 

"Applicator confidence comes from un-
derstanding technical variables, and a 
well-trained work force is the key to cus-
tomer satisfaction." 

The first phase — the continuous train-
ing program — includes 48 lesson plan 
packages, one of which is sent out weekly 

to participating companies. The lesson 
plans discuss individual topics relevant to 
the specific season, and are written in 
simple and easy to understand language. 

Each week the designated company 
trainer receives a background review, us-
ed to refresh or learn new information 
before presenting the lesson to fellow em-
ployees. Many of the lesson plans include 
handouts for each employee. At the end 
of the training session a quiz, generally 
consisting of 10 questions, is given to 
each employee. Quizzes are exchanged 
and discussed afterward. 

The entire session is designed to last no 
more than 45 minutes per week. The quiz 
scores are recorded on a tally sheet and 
returned to the PCTS as verification. The 
PCTS then seeks recertification credits 
for each individual. Topics include agro-
nomy, cultural practices, pesticide appli-
cation techniques and customer service 
among others. 

The second phase is for new hires. Be-

!

ginning the first day of em-
ployment, the program is 
designed to train new spec-
ialists in the least amount of 
time. The program includes an 
in-branch self-study of 15 pre-
pared daily packages and on-
the-job training. 

Both phases of the new hire 
training program should take 
three weeks to complete. 

"We've received extremely 
postitive feedback. I can't im-
agine anyone not subscribing 

if they find out about it," Erbaugh said. 
The cost of the program varies with 

company size. However, it would cost a 
company with 10 employees about $4,000 
for a whole year's worth of training, ac-
cording to Jalette. 

In addition to the training programs, 
PCTS also offers regulatory compliance 
audits to ensure compliance with all per-
tinent federal and state laws. 

For more information contact Richard 
Jalette, Pesticide Compliance and Train-
ing Services, 580 Ten Rod Road, North 
Kingstown, R.I. 02852; 401/294-1384. 

LAWN CARE SCARE 
REARS ITS UGLY HEAD 

LILLY, DOW TO FORM GLOBAL AG PRODUCTS CO. 
ELI LILLY & CO. AND THE 
Dow Chemical Co. announced 
that they intended to form a ma-
jor global agricultural chemical 
business by joining their respec-
tive plant science operations. 

The new companv will be 
called Dow Elanco Inc. and will 
be located in the Indianapolis 
area. It will be one of the largest 
research-based agricultural 
companies in the world and the 
largest in North America. 

The agreement provides for 
a combining of assets dedi-
cated to agricultural chemi-
cals. Dow, by virtue of its 

larger agricultural chemical 
business, will have the majori-
ty position. The chief executive 
officer for the new company 
will be John Hagaman, current-
ly the president and general 
manager for Dow Agricultural 
Products. 

To ensure success of this new 
global company, the agricultural 
chemical sales, marketing, 
research and certain support 
personnel will be part of the joint 
venture. The company's world-
wide headquarters will be lo-
cated in the Indianapolis area. 
Temporary offices will be leas-

ed until a permanent office and 
research complex is built. 

Richard Wood, chairman and 
chief executive officer of Eli Lil-
ly and Co., said, "We believe 
that the formation of this joint 
venture brings together two 
partners with very similar cul-
ture and core values. These 
values, joined with the skills and 
abilities of the partners' agri-
cultural chemical personnel, 
will provide the foundation for 
this new company to emerge as 
a global leader with career op-
portunities for all of its em-
ployees." 

As sure as springtime surfaces every year, 
a national lawn care scare is soon to fol-
low. 

Timed to meet the start of the lawn 
maintenance season, the Public Citizen's 

Congress Watch, a consumer 
watchdog group, released a 
report urging homeowners to 
avoid or limit use of chemicals 
on their lawns. 

The report's conclusion: 12 
of the 40 most commonly us-
ed chemicals are suspected 
human carcinogens and 21 
have been shown to cause 
long-term health effects. 

Among the chemicals being 
attacked are chlorothalinol, a 
chemical used to control fun-
gus diseases. 

Laura Weiss, the report's 
author, advises consumers to 
avoid pesticides whenever pos-
siuie ana to search out lawn 
care companies that do not 
use chemical pesticides. 

(continued on page 8) 
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FOR SOME OWNERS IT REALLY IS 
A BLUE BOOK 

A used tractor is worth only 
what someone else will pay for it. 

That's a lesson owners of many 
competitive brands learn the hard 
way. When said owner sells said 
tractor, often for a price that's better 
left unsaid. 

With a John Deere, you won't be 
singing the Blue Book® blues. 
Because traditionally, John Deere 
tractors have the highest resale/ 
trade-in values in the industry. 
Bar none. 

With returns, on even a 10-year-
old machine, typically running 
about 50 percent of the original list 
price. (See chart.) And most com-
petitive trade-ins netting a dismal 
16 to 33 percent. 

What's behind John Deere's 

Model (1979 ) 
John Deere 4 0 0 
Allis Chalmers 7 2 0 
Ford 195 
I H 1 8 4 Lo-Boy 
Jacobsen 5 3 5 0 0 
Roper T 9 3 2 9 
Sears 2 5 7 0 8 N 
Simplicity 9 0 2 0 
Snapper 1 8 5 5 
Wheelhorse D 2 5 0 

Approx 
list 

price 
$ 4 . 3 9 9 

4 . 2 5 4 
4 . 3 8 0 
4 , 7 0 0 
4 . 8 9 5 
2 5 9 9 
2 . 8 7 9 
4 . 2 5 0 
3 . 4 6 5 
4 . 7 9 5 

Est. avg 
trade-in 

value 
$ 2 . 1 3 3 

1 . 4 0 4 
9 6 3 

1 .551 
1 . 6 1 5 

5 7 1 
4 6 0 

1 . 4 0 2 
7 6 2 

1 . 5 8 2 

phenomenal resale record? Quality. 
Evident today. Just as it was in 

1963 when John Deere first built 
lawn tractors. And evident in the 
10-year-old 400 Tractor, shown here. 

A tractor that even then made 
the competition nervous. 

With features like color-coded 
controls, clustered for easy opera-
tion. Power steering. Triple hy-
draulics for raising and owering 
equipment. Two sets of front hy-
draulic outlets. Hydrostatic drive. 
And a triple-safety starting system. 

So before you buy a new tractor, 
consider the color 
green. It could 
keep you from 
singing the 
blues later. 

F 
I J O H N D E E R E , 

Source: 1 9 8 9 Intertec Blue Book' t rade- in gu ide for lawn, g a r d e n 
a n d farm tractors. Est imated average t rade- in values de te rmined 
by averaging the publ ished high a n d low f igures 7 C i r c l e 65 o n r e a d e r s e r v i c e c a r d 



News 
(continued front page 6) 1989 ANNUAL DUES SCHEDULE 

SALES VOLUME ($) DUES/YEAR ($) 
Over 10 million 10,000 
5 million to 10 million 7,500 
1 million to 4,999,999 5,000 
800,000 to 999,999 1,500 
600,000 to 799,999 1.000 
400,000 to 599,999 900 
200,000 to 399,999 650 
100.000 to 199,999 500 
Under 100,000 400 

Businesses and organizations, including 
the Professional Lawn Care Association 
of America and ChemLawn, rushed to the 
industry's defense, but not before the in-
formation appeared in media across the 
country. 

Other details of the report indicate that 
21 of the 40 widely used lawn care chem-
icals have been shown to cause other 
long-term health effects in laboratory ani-
mals or humans, including birth defects, 
gene mutations or damage to kidneys, liv-
ers and the nervous system; 20 have been 
shown to cause short-term damage to the 
human central nervous system; and 36 
have been shown to cause eye, skin or 
throat irritation in humans or animals. 

Despite possible damaging effects from 
the report, the group's study should have 
no lasting impact, according to Jim Wil-
kinson, executive director of the Pesticide 
Public Policy Foundation and regulatory 
and environmental affairs director for 
PLCAA. 
"People are getting tired of hearing 
about this — the media included. They 
say 'Here we go again, it's springtime,'" 
he said. 

Wilkinson has appeared on the national 

Cable Network News channel, on local 
TV and radio shows and wrote a guest 
column for USA Today newspaper in de-
fense of the use of lawn care chemicals. 

"Public Citizen's lawn care report mis-
leads the public. This irresponsible, uns-
cientific report is full of half-truths and 
innuendoes. Its assertion that lawn pesti-
cides pose a cancer risk is a gross misin-
terpretation of data the Environmental 
Protection Agency and independent scien-
tists reviewed," Wilkinson said in his 
column. 

The consumer watch group has said it 
will soon release another report detailing 
what states are doing to regulate the in-
dustry. 

PLCAA INCREASES MEMBER 
DUES BY A MINIMUM 100 PERCENT 

The long-predicted dues increase for 
members of the Professional Lawn Care 
Association of America is final — fees 
will increase by 100 percent or more bas-
ed on individual member company sales. 
Dues will range from $400 to $10,000 per 
year beginning with July 1 renewals. 

While the minimum increase is 100 
percent, some companies will face a 667 
percent increase, according to Jim 
Brooks, PLCAA executive vice president. 
Based on a sliding scale fee schedule, the 
largest companies will be paying the 

(continued on page 10) 
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YOUR BEST CHOICE IS 

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

HAND CRANK 

MOTOR DRIVEN 

FOR 
* PEST CONTROL 
* LAWN CARE 
* PRESSURE WASHERS 
* STEAM CLEANING 
* GROUNDS MAINTENANCE 

I N C . 

6 0 0 0 AVALON BLVD., LOS ANGELES, CA 9 0 0 0 3 
( 2 1 3 ) 2 3 2 - 7 1 7 1 FAX (213 ) 2 3 3 - 1 4 9 0 

NEW 

SPREADER 
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Prevents Clogging - Stops Streaking 

• 100% filtering 
of product 

• Assures free flow of 
all granular products 

• Increases production 
o n |v$-|ß.oo 
plus $2.00 shipping charge 
and sales tax where applicable. * Lesco & Scotts spreaders only 

A MUST FOR ALL GRANULAR APPLICATIONS 
/ To order write or call: P 0 Box 45463 

rnM Westlake, OH 44145 
JCUMl A / (216)835-4166 

J L ^ L (216)937-5517 
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News 
(continued from page 8) 

largest increase. 
The increase is expected to raise an addi-

tional $375,000 which will be used to meet 
the association's increased commitment to 
legislative and regulatory activities. 

"Our members must think carefully about 
the high priority of protecting the industry 
as best we can," Brooks said. "There will 
be no cuts to other services, the board 
was insistent on that, but more money 
will be put toward issues management." 

Brooks said the increased fees will 
make the association more self-sufficient. 
Currently, less than 35 percent of the as-
sociation's income is derived from mem-
bers and about 39 percent comes from 
PLCAA's annual trade show. 

"We can't rely every year on nice con-
tributions from industry to support our 
programs," he said. "With the increases, 
particularly at the lower end of the scale, 
we're now more comparable (dues) to 
other allied associations." 

The current minimum dues level — 
$200 — is the same as when the as-
sociation was formed in 1979. About 65 
percent of PLCAA members pay the 
minimum $200. 

Brooks emphasized that the board's 

decision to raise the dues was not sudden, 
but one discussed since 1987. 

Along with the dues increase, the 
PLCAA announced that it would increase 
support to the Pesticide Public Policy 
Foundation, aimed at eliminating 3PF's 
need to solicit funds directly from 
PLCAA members. 

OFTANOL® NOW REGISTERED 
FOR USE ON ORNAMENTALS 

The Environmental Protection Agency 
has accepted amended labeling of Ofta-
nol® 5 percent Granular insecticide 

from Mobay Corp. 
In addition to turfgrasses, Oftanol 5 

percent granular is now registered for use 
on ornamental areas such as nursery 
stock and ornamental beds, on non-crop 
areas such as roadsides and fence rows 
and in ornamental soil mixes. 

The expanded label provides added ver-
satility for the user. An operator can now 
go from treating a lawn for insects direct-
ly to treating ornamental beds. 

Oftanol 5 percent granular is an organ-
ophosphate insecticide that controls both 
soil and surface-feeding insects including 
white grub larvae, billbug larvae, mole 
crickets, fire ants, sod webworm larvae, 
chinch bugs and Hyperodes weevil. 

PRODUCT LIABILITY ISSUE 
SPARKS A SLEW OF LEGISLATION 

Four bills dealing with the product liabili-
ty issue have recently been introduced in 
the U.S. House of Representatives. Rep. 
Toby Roth, R-Wis., introduced H.R. 359, 
a bill that would provide uniform treat-
ment for selected product liability issues. 

Under the bill, a claimant alleging that 
a product is defective because of improp-
er design, failure to warn or failure to 
provide adequate instructions, would have 

LAWN CARE TECHNOLOGY 

Michigan State University 

Four terms of on-campus instruction 
Two terms of placement training 

Course offerings include: 
• basic plant and soil sciences 
• turfgrass, turf pest, and turf soil management 
• pesticide application, safety, and toxicology 
• business and management 
• horticulture and landscape 
Flexible curriculum designed to suit your needs. 

Access to the outstanding educational and research 
opportunities of the MSU turfgrass programs 

A one-of-a-kind program 
dedicated solely to academic 
and on-the-job training of 
lawn care professionals 
Increase your exper t i se . . . 
Advance your career . . . 
Call or write: 
Eric Miltner, Coordinator 
Lawn Care Technology Program 
Department of Crop and Soil Sciences 
Plant and Soil Sciences Building 
Michigan State University 
East Lansing, MI 48824-1325 
517/355-0207 

Institute of Agricultural Technology • Department of Crop and Soil Sciences 

MSU is an Affirmative Action/Equal Opportunity Institution 
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to prove a manufacturer's or product sel-
ler's negligence by a preponderance of the 
evidence. 

Rep. Richard Schulze, R-Penn., intro-
duced H.R. 362, that would set the limi-
tations period for product liability ac-
tions according to the useful life of the 
particular product. 

Rep. Cardiss Collins, D-Ill., introduced 
two bills: H.R. 129 would bar courts from 
issuing orders that prevent parties in pro-
duct liability actions from sharing infor-
mation with attorneys representing other 
claimants or appropriate government ag-
encies. H.R. 135 focuses on record reten-
tion requirements for product manufac-
turers. It would require manufacturers to 
retain for 25 years all documents and other 
material reasonably related to design spec-
ifications, performance standards, etc. 

OPERATOR PRESENCE CONTROLS 
NEW TO EXMARK MOWERS 

Exmark Manufacturing Co. has added 
operator presence controls to their full 
line of commercial power mowers. The 
new feature provides precise, fingertip 
control for safe, easy operation. When 
the levers are released, the mower engine 
stops automatically if either the blade 
drive or wheel drive are engaged. Ex-
mark's easy-grip control levers are right 
on the mower handles, increasing effec-
tiveness and reducing operator fatigue. 

LESCO CONSOLIDATES PLANTS, 
MOVES ELYRIA PLANT TO FLORIDA 

LESCO Inc. will move its operations 
from Elyria, Ohio, to a larger plant in 
Sebring, Fla., although its headquarters 
will remain in Rocky River, officials said. 
The move will affect 42 workers. 

Some employees will be offered jobs in 
Florida, depending on the needs of the 
Sebring plant, said Ronald Dezember, 
president. The Elyria plant produced 
sprayers, fertilizer spreaders and a slash-
er-seeder. 

The Elyria building, acquired by 
LESCO 15 years ago, was headquarters 
for 10 years until the move to Rocky Riv-
er five years ago. 

'The closing of the Elyria plant by 
June 1 will consolidate our work in the 
larger Florida factory," he said. The plant 
here has 32,000 square feet, while the 
one in Florida has more than 100,000 
square feet for manufacturing and about 
200 employees. 

With the announcement, the companv 
reported that its sales had increased to 
$15.3 million in the first quarter ending 
Feb. 28. Overall, it posted a $1.8 million 
net loss, according to reports. 

SNAPPER'S 

Right now, your old 
heavy duty 

commercial mower 
Is worth at least 

T R A D E 
A L L O W A N C E 

Maybe more 
When you trade up t o a Snapper 

Right now, you can get $500.00 in trade 
allowance, maybe more, off the regular 
retail price when you purchase a Snapper 

32," 36" or 48" heavy duty commercial 
mower. See your Snapper dealer for 
details. Hurry, offer ends soon. 

A S K A B O U T 

SNAP-LEASE 
3 EASY PLANS 
F O R C O M M E R C I A L U S E R S 

A l l o f f e r s a v a i l a b l e a t p a r t i c i p a t i n g 
d e a l e r s o n l y . L i m i t o n e t r a d e - i n p e r 
t r a n s a c t i o n V o i d w h e r e p r o h i b i t e d 

See the Yellow Pages 
for the Snapper dealer 
nearest you. Or contact 

Snapper Power Equipment, 
McDonough, GA 30253. 
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HANDS-ON APPROACH KEY 
TO LAWN-BOY'S TRAINING CENTER 

Lawn-Boy has created its own service 
training center at its headquarters in Ply-
mouth, Wis. The center was designed 
with a "hands-on" approach in mind. 
Classroom instruction is reinforced with 
actual disassembly and reassembly of 
Lawn-Boy outdoor power equipment pro-
ducts. 

According to Dean Ziegenbein, the 
company's service training manager, this 
approach was recommended by distribu-
tors participating in a company survey. 

Better customer service and enhance-
ment of the Lawn-Boy reputation are 
some benefits the company hopes to gain 
through the program. 

EPA GRANTS REGISTRATION 
FOR ELANCO'S NEW PGR 

Elanco has received registration on its 
new turf plant growth regulator Cutless 
50W® . Originally labeled for golf cour-
ses, Cutless can be used on most major 
species of warm and cool season grasses. 
The product will be available for com-
mercial turf usage within 90 days, accor-

ding to company officials. 
The product is foliar-applied and is 

said to stack up grass leaves. Cutless 
causes little turf discoloration and also 
helps to create a thicker turf. Tests in-
dicate that Cutless can reduce mowing up 
to 50 percent and irrigation from 30 per-
cent to 50 percent. 

NOR-AM TO BUY ICl AMERICAS' 
EASTERN RESEARCH CENTER 

Nor-Am Chemical Co. officials have 
signed a letter of intent to purchase the 
ICI Agricultural Products Group Eastern 
Research Center, Goldsboro, N.C. Terms 
of the agreement were not disclosed. 

According to Nor-Am's President Leo 
Ekins, "The proposed acquisition of this 
outstanding research center represents a 
major step forward and commitment by 
Nor-Am. It will strengthen our research 
capabilities significantly allowing us to 
bring new products to the marketplace 
more quickly." 

Derek Cornthwaite, president, ICI Ag-
ricultural Products Group, a business unit 
of ICI Americas said the center is being 
divested due to the reorganization of the 
company's research and development in 
the United States. 

RANSOMES REPORTS RECORD 
1988 SALES PEREORMANCE 

Ransomes Sims & Jefferies PLC reported 
record 1988 sales exceeding $160 million. 
This represented a 25 percent increase 
over 1987 sales, and marks the sixth con-
secutive year of record sales and profit 
growth. The record growth has been ach-
ieved through an aggressive product de-
velopment program and some key acquis-
itions. 

During 1988, Ransomes made three 
strategic acquisitions. In January it ac-
quired Steiner Turf Equipment, Orrville, 
Ohio. In September, Ransomes acquired 
BTS Green in Italy and Granja S.A. in 
France, strengthening Ransomes' position 
in the European grass cutting machinery 
market. 

According to Helmut Adam, president 
of Ransomes Inc., the company will con-
tinue its aggressive growth strategy. Ran-
somes will continue to invest heavily in 
the development of new products, while 

New manufacturing techniques in-
troduced in the past few years contributed 
to Ransomes' 1988 results. Programs in-
troduced since 1986 include computer-
aided design, computer-aided manu-
facturing and state-of-the-art robotic 
welding. 

Lawn Care 
Management 

System 

A Complete 
Software Solution 

for Chemical 
Lawn and Tree Care 

Companies 

P R A C T I C A L S O L U T I O N S . I N C 
500 West Wilson Brtdoa Road 

Worthlnaton, Ohio 43065 
(614)436-9066 

war» Ih» batti 

Circle 12 o n reader serv ice card 

SIMPLIFY YOUR PRUNING! 

MAIBO O 
The Fastest, Lightest, 

and Strongest Tree Trimming 
Equipment in the World 

M A I B O . I N C . M A N U F A C T U R E R S 
Rt 1. East S tone Dr ive 
Kingsport . T e n n e s s e e 3 7 6 6 0 

1 - 8 0 0 - 3 3 1 - 2 3 0 6 
California 

1 - 8 0 0 - 5 4 3 - 8 6 9 4 

F I N A N C I N G A V A I L A B L E 
D E A L E R S H I P S A V A I L A B L E 

COMPLETE 
SYSTEMS START 

A T $99900 
Our Two Year Warranty Only 
Applies When Sold By Our 

Authorized Distributors. 

International Patent 
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AQUAGRO 
TURNS PROBLEMS 

INTO PROFITS. 
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 

"I 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." 
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Joseph Broyles 
Lawn Doctor of Oyster Bay-
Syosset 
East Norwich, New York 

"The soils 1 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 competitioa" 

Max Todd 
Fairway Lawn Sen/ice, 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 

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. 

S e p t . 2 4 
0 . 4 0 c m 

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 Gnd out how you can turn 
problems into proGts and make your 
customers' lawns the envy of the 
neighborhood..and your competition. 
Callus. 

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

TIAQUATROLS 
The Water Management People 

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



ASSOCIATION NEWS 

MORE THAN 80 LANDSCAPE DE-
signers from 15 states attended the first 
meeting of a new national organization, 
the Association of Professional Land-
scape Designers, held recently in Bethes-
da, Md. 

The meeting was the result of a year-
long effort by the founding members to 
establish the new group. Some of APLD's 
objectives are: to support and promote 
the status and interest of members, to 
educate the public about the profession of 
landscape design, to provide and encour-
age continuing education and professional 
programs for members, to encourage and 
promote high ethical standards of practice 
by members and to communicate with 
other professional bodies having the same 
or complementary objectives as APLD. 

Ronald Kujawa, president and founder of 
Kujawa Enterprises, Cudahy, Wis., has 
been elected to a one-year term as presi-
dent of the Associated Landscape Con-
tractors of America. 

For two terms he served as a regional 
director for the association and is the 
founder of the landscape management 
committee which has evolved into 
ALCA's landscape management division. 
He was the first elected chairman of that 
division, and also served as a director-at-
large on the board of directors. 

Other newly elected officers are: 
President-Elect, Robert Maronde, presi-

dent of Exotic Plant Rentals, South Elgin, 
111. He has served as secretary, chairman 
of the interior plantscape division and 
chairman of the education committee. 

Vice President of Finance, Eldon 
Dyk, vice president of Allen Keesen 
Landscape, Denver, Colo. He served as 
co-chairman of the landscape manage-
ment division from 1984-88 and was 
chairman of the student field days from 
1984-88. 

Secretary, Tom Garber, president of 
Colorado Landscape Enterprises, Arvada, 
Colo. Garber has served on ALCA's land-
scape management division board and is 
a member of the Green Team steering 
committee, education committee, crystal 
ball committee and safety committee. 

Also serving on ALCA's 1989 board 
are: Jud Griggs, Gary Mangum and Bill 
Davids. Griggs is chairman of the exter-
ior landscape division and is senior land-
scape architect for Lied's Nursery Co., 
Sussex, Wis. Mangum is chairman of the 
interior plantscape division and sales 
manager of Creative Plantings, Burtons-
ville, Md. Davids is chairman of the land-
scape management division and is chief 
operating officer of Clarence Davids & 
Sons Inc., a Chicago area landscape man-
agement contractor. 

The Irrigation Association will celebrate 
its 40th birthday at the 10th Annual Inter-
national Irrigation Exposition and Techni-
cal Conference, Nov. 12-15 at the Ana-
heim Convention Center. 

The exposition is said to be the largest 
show in the world devoted exclusively to 
irrigation products and services. 

The conference will feature expanded 
educational programs spotlighting many 
of the world's leading irrigation experts, a 
top-level management series and the asso-
ciation's specialty division presentations 
addressing 13 topics. 

This year, in addition to short courses 
on designer preparation and landscape 
contracting/installation, two new courses 
on water management and landscape ir-
rigation system operation and mainte-
nance will be offered prior to the exposi-
tion on Nov. 11. Registration for all four 
courses includes a free Expo pass for 
Sunday's grand opening. 

In addition to the 
most up-to-date 

FOR MORE INFORMATION CONTACT: 
APLD 
221 Morris Rd. 
Ambler, Pa. 19002 
215/868-1376 

ALCA 
405 N. Washington St. 
Falls Church, Va. 22046 
703/241-4004 

IA 
1911 N. Fort Myer Dr., 
Suite 1009 
Arlington, Va. 
22209-1630 
703/524-1200 

NEWSS 
Garry Hamlin 

Midland, Mich. 
517/636-1017 

Mid-Am 
1000 N. Rand Rd., 
Suite 214 
Wauconda, 111. 
60084 
312/526-2010 

products and technology, an international 
business center with language interpreters 
will make it easy to meet with the many 
international visitors in attendance. 

To register for the IA Exposition and 
Conference, or to obtain information on 
the discount car rental, air fares and hous-
ing reservations at the Anaheim Marriott, 
contact the Irrigation Association 

New emphasis must be placed on getting 
the facts out to a concerned public on a 
variety of environmental issues. That was 
the message Roy Johnson, retiring presi-
dent of the Northeastern Weed Science 
Society, delivered in his final address at 
the Society's 43rd annual meeting. 

"As responsible scientists, we have the 
facts," Johnson said. "But the facts don't 
speak for themselves — we must speak 
for them. A personal appearance on tele-
vision, an article in a local newspaper, a 
talk presented to a civic or service organ-
ization — or even testimony in a public 
hearing or court of law — may be the 
medium for communicating good science 
to those who need facts for a personal or 
public decision." 

"Recent surveys indicate that a majority 
of high school and college students and 
the educated public are scientifically and 
mathematically illiterate," Johnson added. 
"Differences between a part per million, 
part per billion or trillion or the meaning 
of "probability" or "significance" in 
scientific research are not readily under-
stood." 

The Mid-America Horticultural Trade 
Show board of directors elected new of-
ficers at its recent meeting. They are: 

President, William Muehlenbeck, 
Muehlenbeck Landscaping, Des Plaines, 
111. He has served as a director on 
the board for 14 years representing 
the Illinois Landscape Contractor's 

Association. 
Vice President, Richard 

Schwarz, Schwarz Nursery & 
Garden Center, Addison, 111., 
representing the Illinois Nur-
serymen's Association; Secre-
tary, Paul Swartz, P. Swartz 
Nursery & Garden Shop, Bur-
lington, Wis., a representative 
of the Wisconsin Landscape 
Federation; and Treasurer, 
Peter Orum, Midwest Ground-
covers, St. Charles, 111., also 
representing IN A. • 
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You are in the fight 
of your life, and you need 
all the help you can get. 

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

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

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

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

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

~ 1 

Yesl I want to 
contribute to 3PF 
and join the effort 
for a sane public 
pesticide policy! 

I - ] BENEFACTOR -
1 $5,000 OR MORE 

I - ] PATRON --
L—'$2,500 OR MORE 

r~| SPONSOR -
1 $500 OR MORE 

I - ! CONTRIBUTOR -
L—'$250 OR MORE 

nDONOR -L-1 $50 OR MORE 

I am contributing to 3PF 
as (check appropriate boxes): 
APPLICATOR 
• LAWN CARE 
• TREE CARE 
• PCO 
• GOLF COURSE 
• LANDSCAPER 
• UnUTY/RJGHT-OF WAY 

• SUPPUER 
• MANUFACTURER 
• FORMULATOR 
• DEALER 
• EQUIPMENT MANUFACTURER 
• TRADE ASSOCIATION 

OTHER 

NAME 

COMPANY, 

ADDRESS, 

CITY 

STATE.. 

PHONE, 

ZIP 

Enclosed is my 1st contribution 
to 3PF in the amount of $ 

Please bill me the above amount: 
• A N N U A L L Y •SEMI-ANNUALLY 

•QUARTERLY 

PLEASE CUT OUT AND MAIL TO: 

James F. Wilkinson. Ph.D., Exec. Dir. 
Pesticide Public Policy Foundation 
101 Buena Vista Drive 
No. Kingstown. R.I. 02852 

Please feel free to write or 
caU (1-800-GET-PPPF) for further 
information. 



FOCUS ON: 

IRRIGATION CERTIFICATION PROGRAMS ON THE DRAWING BOARD 

IRRIGATION 

Photo: LESCO Inc. 

THE IRRIGATION ASSOCIATION'S 
certified irrigation designer program has 
matured to a position of strength in the 
last decade. Since its inception more than 
nine years ago, more than 1,100 appli-
cants have begun participation in the 
three-step process for becoming a 
CID. 

Many life-long designers have found 
the program to be both enjoyable and 
comprehensive. Many of those who fail-
ed, knew the correct answers, but forgot 
how they arrived at them, according to 
the association. 

Because of this success, the Irrigation 
Association is initiating two new certifica-
tion formats under the same governing 
board. One program is designed for con-
tractor certification and the other toward 
master water auditors certification. 

The process of developing these pro-
grams should be finished later this sum-

mer. The programs will follow a three-
step process, similar to the designer 
course. 

Step one is achieved by completing an 
application (similar to a resume) and 
through verification by the association 
staff to determine the applicant's educa-
tion and/or experience. 

Step two is achieved by 
passing a three hour multiple 
choice exam on the basics of 
irrigation (identical to the CID 
step two exam). Educational 
programs have been developed 
to support the certification 
program. For example, the 
Center for Irrigation Techno-
logy in Fresno, Calif., is pro-
viding contractor education 
support along with many man-
ufacturers of equipment. Cal 
Poly, San Louis Obispo, Cal-

if., has developed a program for water 
auditor training across the country. 

The step two contractor certification 
exam will include all aspects of irrigation 
contracting, including design fundamen-
tals, reading plans and specifications, in-
stallation, pumping, electrical codes, ir-
rigation materials, backflow prevention 

devices, maintenance and re-
pair and business organiza-
tion. 

The step three master water 
auditors certification exam 
will encompass practical as-
pects of scheduling, calcu-
lating water requirements, soil 
holding capacities, precipita-
tion rates, reading sprinkler 
profile curves, irrigation 
system uniformity and perfor-
ming system evaluations. 

In addition, the applicant 
will be required to write a 
paper on an assigned topic 
and teach two seminars attend-
ed by at least 15 people, 
specifically on his paper and 
on water management in 
general. 

The association will also of-
fer two new short courses on 
water management and land-
scape irrigation system opera-
tion and maintenance, Nov. 11-
12, just before its annual con-
ference. These new courses 
join regularly scheduled ses-
sions on designer preparation 
and landscape contracting. 

Contact Gretchen Sears by 
letter to be placed on the mail-
ing list: 1911 N. Fort Myer 
Dr., Suite 1009, Arlington, 
Va. 22209-1630. • 

WATER MANAGEMENT DOLLARS FLOWING 
THE NATIONAL XERI-
scape Council recently pre-
sented Rain Bird Sprinkler 
Manufacturing Corp. with a 
special award for its gift of 
$10,000 to promote public 
understanding of xeriscape 
priciples. 

Steve Christie, Rain Bird Turf 
Division's industrial market 
manager said, "Supporting 
xeriscape at the national level 
is an important and natural ex-
tension of Rain Bird's commit-
ment to increasing industry's 
awareness of the need for effec-
tive water management pro-
grams." 

The National Xeriscape 
Council is a non-profit organi-
zation dedicated to educating 
the public on the importance of 
water conservation achieved 
through sound landscaping 
practices. 

Rain Bird's recent gift will 
fund the printing of "How to 
Xeriscape" educational bro-
chures which will be distri-
buted nationally. The brochures 
will offer practical information 

on planning and design, effi-
cient irrigation, soil improve-
ments, lower-water-demand 
plants and maintenance. They 
will be available through the 
xeriscape council. 

In other water management 
news, Thompson Manufactur-
ing, the New Jersey Irrigation 
Association and the New Jersey 
Turfgrass Association have join-
ed the growing number of con-
tributors to the Irrigation As-
sociation's water conservation 
development committee. 

Contributions for the pro-
gram have now reached nearly 
$55,000 — more than half of the 
committee's $100,000 cost es-
timate for the program. The wa-
ter conservation program is de-
signed to promote the associa-
tion as the knowledgeable, a-
vailable source of proven irriga-
tion products and information. 

"One thing we noticed was 
that in times of drought, or when 
there is a crisis, that's when the 
water conservation issue grabs 
the most attention," said Mark 
Williams, director of com-

munications for the Irrigation 
Association. "We deal with 
water on a daily basis, however, 
and we want to stay current to 
head off crises through effec-
tive irrigation." 

A brochure, portraying the Ir-
rigation Association as the "true 
voice" of irrigation is now in its 
final stages. This brochure, 
geared to water purveyors, tells 
members what they can do in 
terms of education as well as 
what they can do to use water 
wisely. 

The brochure is in the final 
stages of production. 

The water conservation com-
mittee is gaining strength as the 
association prepares to cele-
brate its 40th anniversary. "We 
want to<k> what we can now, so 
for the next 40 years, there will 
be plenty of water to go around," 
Williams said. 

In addition to the brochure, 
the association plans to prepare 
an audio visual program, press 
clipping service and face to face 
meetings with water policy deci-
sion makers. 
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FOCUS ON: 
LANDSCAPE 

LANDSCAPE CONTRACTORS REALIZING IMPORTANCE OF CASH FLOW 

YEARS IN BUSINESS 
(All respondents) 

1979 1988 
0-5 years 17.7% 19.4% 

5-10 years 29.1% 23.6% 

Over 10 yrs. 53.2% 57.0% 

The average age of respondent companies in the 
1988 survey is 16.4 years vs. 10.4 years in 1979 sig-
naling the strong development and maturing of the 
industry. 

EARLY LAST YEAR, THE EXECU-
tive board of the Associated Landscape 
Contractors of America began an in-depth 
study designed to provide typical finan-
cial profiles of each of its three principal 
membership groups: exterior landscape 
construction, landscape management and 
interior plantscape. 

The financial data was compiled and 
prepared to give each operator an oppor-
tunity to compare his own operating ex-
periences. It is not meant to be a recom-
mendation, but an informative and educa-
tional study. 

To make the operating study a success, 
financial data was compiled from land-
scape contractors from across the United 
States. The survey questionnaire was pre-
sented to all members of ALCA and 16 
state organizations. 

To conduct the study and to assure the 
strict confidentiality of the information, 
ALCA hired Ross-Payne & Associates 
Inc., a financial management consulting 
firm who, upon receiving the completed 
questionnaires, checked, coded, keyed, 
analyzed, edited and prepared the text for 
the report. Survey respondents totaled 
326, of which 206 were included in the 
data base for the report. 

Following is a summary of results com-
piled from all participants of each of the 
membership groups regardless of size. 
Financial averages for particular volumes 
can be found in the complete report. 

EXTERIOR LANDSCAPE CONTRACTORS 
Type of Company: 
Corporation 67 percent 
Sub-S Corp 26 percent 
Proprietorship 7 percent 

Profile Data: 
Years in Business 19 
Number of Clients 417 
Average Job Size 74,000 
Total Employees 94 
Permanent Employees 39 
Average CEO Wages $48,490 

What is an exterior landscape contrac-
tor? An exterior landscape contractor is a 
contractor who contributes to the creation 
and installation of the landscape environ-
ment. 

He is involved in site development, 
grading, planting and the constructing of 
landscapes. He may approach this work 
as a pure contractor or combine land-
scape architecture with contracting as a 
specialty called design/build. Irrigation, 
erosion control and reclamation contrac-
tors perform significant contributions in 
the scheme of exterior contracting. Some 
exterior contractors specialize solely in 
the planting of trees, shrubs and ground 

covers, while others are also 
heavily involved in the con-
struction of water features, 
walls, decks and exterior art 
forms. 

FINANCIAL PROFILE: Sev-
eral interesting trends have 
developed over the last decade 
for the exterior landscape con-
tractor. Foremost is the belt-
tightening that has evolved. 
Notice the decline in the cur-
rent ratio, fixed to current 
assets ratio and the average 
age of inventory vs. the in-
creases in the acid test and 

working capital turnover. All of these are 
indications that the contractor has realiz-
ed the value of a lively cash flow and has 
learned not to allow assets to become 
nonworking. 

Perhaps one reason for this can be seen 
in the income statement. The gross mar-
gin appears to be affected by the down-
ward pricing pressure which is typical of 
a strong, competitive marketplace. To off-
set this margin decline, overhead, which 
over the last decade has increased about 
30 percent throughout the entire contrac-
ting industry, has only inched up a little 
more than 1 percent for the landscape 
contractor. Nevertheless, profit, which is 
the principal provider of equity and cash 
flow, has felt the adverse effects of that 
competition. 

PROFESSIONAL LANDSCAPE MANAGE-
MENT CONTRACTORS provide the nec-
essary horticultural expertise in order to 
maintain all or any part of their clients' 

exterior environment, par-
ticularly in the areas of turf 
care, tree care and the care of 
bedding material. 

The proper management of 
turf may involve uniform dis-
tribution of balanced fertilizer 
with micro-nutrients, preemer-
gent and postemergent control 
of unwanted grasses and 
weeds, soil conditioning, top-
dressing, power raking and 
edging of turf. The proper care 
of trees, shrubs and ground 
covers may call for selective 
pruning, foliar or deep root 

(continued on page 59) 

LANDSCAPE MANAGEMENT CONTRACTORS 
TYPE OF COMPANY 
Corporation 59% 

Sub-S Corp. 31% 

Proprietorship 10% 

FINANCIAL STATEMENT 
Audited 8% 

Reviewed 54% 

Unaudited 38% 

PROFILE DATA 
Years in business 14 

Number of clients 280 

Average job size $29,100 

Total employees 105 

Permanent employees 50 

Average CEO wages $47,750 
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COVER STORY 

Successful Landscape Duo 
Turning a Profit in the West 

JUST ABOUT THIS TIME FIVE YEARS AGO, BEN SNYDER 
and Jeff Meyer were playing golf, contemplating their future. 

Fresh out of Arizona State University with degrees in real estate, 
both men were finding it difficult making a living in the tough business 
economy. 

Meyer, who put himself through college with a small maintenance 
business, and Snyder, a college football player with a family legacy 
of business success to live up to were ready to make things happen. 

The two were an ideal match — Meyer with his hands-on knowledge 
of the maintenance industry and Snyder with his keen sense of marketing. 
"Ben was the marketer and I was the type of person that concentrated 
more on the day to day operations," Meyer said. 

The ultimate result of the duo: Arrowhead Landscaping and Main-
tenance, first located in Scottsdale, Ariz., and now Phoenix. 

Now, both 28-years-old, that golf game seems like ages ago. Their 
partnership, which began with three employees and $105,000 in 

sales is now a corporation numbering 150 and 
nearing $5 million in sales. 

The Arizona maintenance company is now 
an Inc. magazine top 500 company — ranked 
99 on the scale of500 fastest growing companies 
in the United States. Snyder serves as president 
and chief executive officer and Meyer serves 
as vice president and manager of the maintenance 
division. 

Snyder and Meyer set the "500 list" as their 
immediate goal after forming Arrowhead Land-
scaping. 

"When we started out in 1983, there was a 
company here in Arizona called Environmental 
Earthscapers. They had just made the list and 
we looked at that as a goal for us," Meyer said. 
"We were thinking of making it, but we didn't 
think we'd be nearly that high on the totem pole." 

Success for the Arrowhead partners came 
quickly, but growth was sporadic. "It didn't hap-
pen all at once. I would say we grew by 100 per-
cent a year, every year, but it was key projects 
that did it," Meyer said. 

In hindsight, Snyder said, it might not have 
been such a wise move to set their goals on being 
one of the 500 fastest growing businesses. As 
a result, the company is now finding out what 
growing pains are all about. 

"Growing is fine if control and profits are what 
you use as your formula to guide your growth. 
But growing for the sake of growth is not recom-
mended," he said. "The key now for us is to 
manage the business and to manage those profits." 

Even though they've entered the controlled 
stage of growing, Meyer predicts the company's 
sales will increase to $6 million in 1990 and $7 
million in 1991. 

ARROWHEAD'S 
10 COMMANDMENTS 
1. WE ARE THIRD: Put God and the people 
we serve first; they are most important. 
2. ALWAYS BE HONEST: Let people know 
who we are by how we act. 
3. SEEK EXCELLENCE: Raise our awareness 
and constantly strive to be professional. 
4. COMMUNICATE: Maintain high levels of 
communication with our clients and through-
out the organization. 
5. PRACTICE SELF-DISCIPLINE: Be pre-
pared and pay attention. Stick to these long-
term enduring values. 
6. DEVELOP TEAMWORK: Encourage work-
ing together in our search for excellence. 
7. ALWAYS BE IMPROVING: Strive to in-
crease our product knowledge. Stay on top of 
the market and ahead of the competition. 
8. SERVICE + PERFORMANCE = REPUTA-
TION. Build our reputation through excellent 
performance and quality service. 
9. NETWORK: Develop a strong and balanced 
network of responsible people with whom we 

can practice the 
"double-win." 
10. INTEGRITY IS 
EVERYTHING: Build 
our organization with 
a high level of in-
tegrity and we will 
have lasting success. 
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Recently relocated to their new office in Phoenix, the business con-
sists of four divisions: maintenance, construction/installation, highway 
and desert specialty. 

While it's the second newest — formed in 1986 — the desert special-
ty division is really taking off. In fact, some of the company's recent 
success can be attributed to the quick maturation of the division. 

"With construction being a little slower, they've gotten more into 
things," Meyer said. "The division can be at the front end of the project 
when the developer is just starting to think about hiring someone for 
the work. The division can really assist the rest of the company." 

The desert specialty division is responsible for saving native plant 
material from being destroyed during construction activity. Regula-
tions set up in a couple of Arizona cities require indigenous plant 
materials be saved because of the way they enhance the city and are 
found to increase the valuation of real property. 

Site plans are required to minimize tree removal unless the plant 
material is dead or diseased or if the removal is necessary to allow 
reasonable construction. The trees are either returned to the site once 
construction is complete or sold to another developer. A permit is 
required to remove the trees which are then "boxed up" and tagged 
until its final destination is determined. 

Some of the restricted plant material includes: Arizona Rosewood, 
Canotia of False Palo Verde, Desert Willow, Mesquite and Cacti. 

The maintenance division consists of four crews: one seven-man 
crew permanently stationed at a master plan community; a four-man 
crew, two three-man crews and two two-man crews. The crews handle 
anywhere from three to eight accounts per day. 

Meyer oversees the maintenance division, but Bill Rademacher is 
the division's operations manager. 

Property maintenance includes mowing, maintaining streetscapes, 
rights-of-ways, planted areas, etc. Aeration, seeding and limited pesticide 
spraying are also part of Arrowhead's services. 

The construction/installation division, headed by Rob Brown, con-
sists of four crews ranging from five to 12 men per crew depending 
on the job site. The desert specialty division, headed by M ike McMah-
on, consists of two to three crews. In addition, the company has an irriga-

The Werner residence in Paradise 
Valley, Ariz., is one of the proper-

ties Arrowhead Landscaping 
maintains. The property is being 

considered for an award from 
the Arizona Landscape 

Contractors Association. 
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SAFETY PROGRAM REDUCES WORK-RELATED INJURIES 
AS QUICKLY AS ARROWHEAD 
Landscaping and Maintenance has 
grown it's surprising they haven't suf-
fered any major worker accidents. Still 
incidents will happen. 

In recent years, however, they have 
reduced the severity of claims and have 
seen a downward trend in the number of 
work-related injuries — all attributed to 
a safety program established through 
Arrowhead's state compensation fund. 

Promoting a safer working environ-
ment was one of the company's major 
goals in 1988. 

Ruth Bleich, administrative and per-
sonnel assistant for Arrowhead, said the 
safety training is already paying off. 

"When you're growing so fast, acci-

dents are more likely to happen, but 
this has really helped us reduce in-
juries," Bleich said. "One of our goals 
is to maintain a safe work force that 
produces a quality product. Safety is 
on-going because of turnover and new 
hires." 

With the help of the state organiza-
tion, Arrowhead compiled a safety/pol-
icy manual which is to be read by all 
new employees. Upon completion, em-
ployees sign a form stating that they 
have read the manual. 

A key part of their program includes 
weekly safety meetings, conducted by 
supervisors, in which any problems, ac-
cidents or potential dangers are discussed. 

Eventually, the company plans to 

establish monthly training sessions in 
which first aid and driver tests are in-
cluded, according to Bleich. 

"Nobody likes to sit through another 
meeting, but I have had people come 
back and say how much they appreciat-
ed it," she said. "Our new employees 
are impressed that we are conducting 
safety training." 

Since all training and safety discus-
sions are handled on site, the program 
costs the company little money up-front, 
but saves them a fortune in the long 
run. 

"We're in the people business," 
Bleich said. "In order to present a good 
product to the customer, you have to 
have a good product behind you." 

tion specialist who deals in 
trouble-shooting. 

Still new to the company, the 
highway division remains sepa-
rate, employing workers already 
familiar with the job site. 

At the beginning of each 
maintenance job, Meyer becomes 
familiar with the customer and the 
potential work and sets up a bud-
get from which to work. From 
there, Rademacher becomes 
associated with the property and 
more or less takes over the day 
today operations. Weekly main-
tenance reports are mandatory to 
stay in tune with the customer's 
wishes. 

The largest company project is 
now the Islands, an 800-acre 
master plan community. Master 
plan communities, around which 
Phoenix is built, are areas pur-
chased by a developer and sub-
divided to several developers for 
commercial, residential and retail 
purposes. The association of each 
community generally hires one 
firm to care for the property until 
about 70 percent of the area is 
built-out. 

One such project, the Moun-
tain Park Ranch, gave the com-
pany a big push in the growth 
department in 1985. Covering 
2,200 acres, the property gave the 
company a tremendous boost in 
the early going. 

Now employing about 150 
workers year-round, Arrowhead 
Landscaping offers about $4.50 
per hour starting wages for lab-
orers with a 25-cent increase after 
30 days and six months, accord-
ing to Administrative and Person-
nel Assistant Ruth Bleich. 

Foremen are paid a minimum of 
$325 per week depending on 
which division they're in and their 
experience. 

And like other areas of the 
country, Arrowhead is facing an 
extremely tight labor market. 

"Landscape laborers are pret-
ty transient, we just have to try 
and work with their lifestyle," 
Bleich said. 

Despite the recent additions of 
the highway and desert specialty 
divisions, the company is now go-
ing back to its roots. Although it 
began as a maintenance company, 
the company soon found itself tak-
ing on some installation jobs. 

"We got into construction 
because the money was so good," 
Meyer said. "But the economy 
has turned from the construction 
boom. The market is tight and 
everyone's bidding so low. It's 
tougher and tougher on the profit 
margin on the construction end 
of things." 

In the following interview, 
Snyder and Meyer share some of 
their perceptions of the landscape 
maintenance industry. 

QWhat qualities do you pos-

• sess to run a successful bu-
siness? 

A Snyder. I classify myself as 

• a visionary; the "Type A" 
personality. I'm great with the big 
picture and weak with the details, 
whereas Jeffs better with the de-
tails and weak with the big picture. 

He does real well with the 
maintenance business and that's 
the area where we plan to grow. 
We're really looking forward to 
pushing ahead in the mainte-

nance area and doing some careful 
regrowing on the construction 
side. The construction side has 
a lot more risks inherent to it. Of 
course the rewards can be higher, 
but you can also lose a lot of 
money real quick. 

A Meyer. When I looked at the 

• industry when I was in 
school, nobody was really doing 
any professional work. I wanted 
to show them what a sophisticated 
business it could be. 

I'm good in the sales end — 
kicking off jobs and making sure 
the customers are happy with 
what we're doing. I like to get to 
the customer first and turn a 
potential problem into an op-
portunity. 

QNOW that you've reached 

• yourcompany's initial goal, 
what plans do you have for 

the next five years? 

A Snyder. Growing is fine if 
•control and profits are what 

you use as your formula. But 
growing for the sake of growing 
is not recommended. I do not rec-
ommend it and I'm not going to 
recommend it to anybody reading 
the magazine. If the next big goal 
is going to be our driving force, 
it will be a combination of net pro-
fits and quality service which, if 
the quality service is there, the 
profits will be there too. 

The key now is to manage the 
business and the profits through 
quality, service and productivi-
ty. When you get to be our size, 
you've got to have systems for ev-
erything you do. To be successful, 
you've got to look at it objectively. 

If we're one of the 500 fastest 
growing companies now, over the 

next five years we want to be one 
of the 500 most profitable. That's 
going to be our focus. 

A Meyer. If we concentrate on 

• maintaining our current 
properties the best we can, new 
accounts will come. Business will 
grow through referrals from the 
type of work we do. It's easier to 
sell a job knowing you have good 
customers to recommend you. 

We're stabilizing quite a bit now. 
Growth patterns weren't always 
planned, resulting in big accounts 
being dumped in our lap. We need 
to buckle down and make things 
more efficient and productive. 

QDO you regret how fast 
•you've grown in the last 

five years? 

A Snyder. No. We've got a lot 

• to work with. Now the key 
is to manage what we've got and 
to make it profitable. 

The first thing we did when we 
started the company was write our 
10 commandments — the 10 most 
important values that are going 
to help us achieve this growth. We 
felt if we stuck to these, we would 
achieve our growth and it's work-
ed for us. And these same values 
will be used to continue to achieve 
the goal for the next five years. 

I believe that a person's or a 
company's goals come from their 
values. The values are the things 
that drive you toward achieving 
that goal. If we stick to these 
values, we're guaranteed success. 

QCan you describe the busi-
n e s s climate of the South-

west? 

A Snyder. Very, very saturat-
e d . Very competitive. The 
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is not only that it's saturated, but 
it's immature in the sense that the 
whole industry is immature. I 
think we've got a bunch of com-
petitors in this industry that are 
terribly unsophisticated at best. 

I'm not trying to be overly 
critical, but the difficult combina-
tion is definitely a challenge 
because profit margins are just 
miniscule. There's always another 
bidder; 90 percent of the time 
there's another bidder that's will-
ing — consciously or uncon-
sciously — to take a little off the 
cost of the job. People don't con-
sciously go out and try to lose 
money, but it's a fact. These jobs 
are going well below anything 
reasonable. It's a very tough 
market with the real estate con-
struction slump. We always have 
economic cycles, but we're in a 
down cycle economically. Even 
when times were good it was that 
way; it's just more so now. 

Q Hasn't the industry tradi-
tionally charged too little 
for its services? 

A Snyder. Yes. We're not smart 
• enough collectively or in-

dividually to figure out how to 

raise our prices. We're not charg-
ing enough for our services. We're 
willing to work very hard, sac-
rifice a tremendous amount and 
take a huge risk just running our 
businesses, and yet we can't ask 
for a fair profit. 

The nature of a free enterprise 
market we work within should 
eventually force profits up. I think 
it's cyclical. The remarkable thing 
about our industry is that we are 
saturated, at least we are here in 
Phoenix, but it's so easy to get 
into. Anybody who's got a pickup 
or a lawn mower or a shovel and 
a wheelbarrow can call them-
selves a landscaper and get into 
it. A lot of guys do that. There's 
a lot of competition out there. The 
business savvy is not there. 

QHOW can you change that? 

• What's going to make it 
change in the future? 

A Snyder. Our strategy is to 

• educate the public. This is 
very difficult to do in a market 
where the customers are saying 
we want the best quality we can 
get, but we're only willing to pay 
a little better than the lowest price 
to get it. So for us, it's not only 

a matter of trying to educate our 
customers on the value of our ser-
vices and bringing them to the 
point where they are willing to 
pay more, but our competitors 
through our support and involve-
ment with the Arizona Landscape 
Contractors Association. Trying 
to encourage our competitors to 
raise their prices is not easy. Rais-
ing our own where necessary is. 

Q By what percentage are you 
• going to raise the price of 

your services? 

A Snyder. That depends on 
•the division. I'm going to say 

overall, if you take an average of 
where our profit margins were for 
the last five years, we're looking 
at raising that 5 percent through 
two things. One, simply raising 
our prices and two, making our-
selves more competitive through 
productivity, efficiency and ef-
fectiveness. 

The increase will be a combin-
ed 5 percent. This is part of our 
business operating plan that we've 
just written. We rewrite the plan 
every year. That's one of the ma-
jor focuses of this year's operating 
plan—to raise our prices and pro-

fit margin. 
To grow as fast as we have over 

the last five years, we've had to 
aggressively get new customers. 
Our first priority is to service the 
customers we already have, and 
then in a more controlled, selec-
tive manner, take on new clients 
— not nearly as aggressively as 
we have. After our goal of growth 
and making the 500, our revised 
goal is to be the most profitable. 

QHOW do you position your 
•company in the eyes of 
your current and potential 

customers? 

A Snyder. Well the way you 
• educate the customer is 

through contact and communica-
tion. That's the art of our business; 
communicating with the custo-
mer and convincing him of the 
value, not the price, the value of 
the service. And then following 
through and delivering it. Com-
munication is a very high priori-
ty as it's the biggest problem or 
opportunity of every company. 

It's a challenge to convince a 
client to spend 5,10 or 15 percent 
more with us and make them 

(continued on page 57) 
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BUSINESS MANAGEMENT 

Selecting, Training Green 
Industry Service Supervisors 

Managing people 

in a service busi-

ness demands uni 

que skills, unlike 

those needed in 

manufacturing. 

THERE ARE MANY DIF-
ferences between manu-

facturing and true service in-
dustries. Because of these dif-
ferences, the skills required of ser-
vice supervisors are quite dif-
ferent than those needed in 
manufacturing. 

In particular, service super-
visors must ensure that their peo-
ple exhibit interpersonal skills 
not necessary in manufacturing 
sectors. Afterall, an assembly line 
employee may be unkempt and 
surly and still produce a quality 
widget. In lawn maintenance, 
however, a service person must 
not only be technically compe-
tent, but must present a good im-
age, project a desire to serve and 
communicate with the customer 
in ways unnecessary to commodi-
ty production. 

Service supervisors must en-
sure that the technical and 
interpersonal aspects of 
our industry are perform-
ed to the customer's sat-
isfaction and in line with 
corporate goals. In es-
sence, service supervisors 
are involved with four 
main service areas: 

1. Quality Assurance. 
2. Training. 
3. Interpersonal. 
4. Think in Organiza-

tional Terms. 
Lawn maintenance supervi-

sors' responsibilities in these ar-
eas will be the focus of this ar-
ticle. 

DEFINING SERVICE. As a gen-
eral rule the lawn maintenance in-
dustry is defined in "help-me" 
service terms because the product 
manufactured by this industry is 
a human service, not a "fix-it" 
or repair service. 

Fix-it services are primarily an 
extension of manufacturing in-
dustries. True service industries 

like lawn maintenance, on the 
other hand, are people-oriented 
rather than commodity-oriented. 
As such, managing a service 
delivery business calls for peo-
ple skills and technical skills 
unlike those found in manufac-
turing and manufacturing support 
industries. 

Managing people in a service 
delivery business demands uni-
que skills, unlike those needed in 
manufacturing facilities. The 
following list accents some of the 
differences between industries 
whose products are, like lawn 
maintenance, human services 
rather than a manufactured com-
modity. 

1. Lawn maintenance services 
cannot be produced in advance 
of delivery. They must be produc-
ed and delivered at the customer's 
locale, by service personnel not 
under the direct influence of 
management. 

2. The "product" of service in-
dustries, like lawn maintenance, 
is not easily demonstrated to the 
customer; samples cannot be sent 
for customer approval. Examples 
can be described to the customer, 
but a pest-free environment does 
not exist until after the service is 
delivered. (That is, of course, 
unless you are offering a main-
tenance program designed to pre-
vent specific activity.) 

3. After receiving the service, 
lawn maintenance customers have 
nothing tangible that they can see, 
smell, taste, hear or feel. In es-
sence, the lawn maintenance in-
dustry delivers a "negative" pro-
duct — that is, instead of leaving 
something for the customer, we 
take something away. 

4. Because of its intangible 
nature, a lawn maintenance ser-
vice (unless it is a transferable 
warranty) cannot be willed to the 
children nor sold to a third party. 

5. If not performed to the cus-

tomer's satisfaction, lawn main-
tenance services canot be recall-
ed. Additional treatments may be 
the customer's only recourse. 
Likewise, if the customer refuses 
to pay for services the purveyor 
has little to repose. 

6. Quality assurance must oc-
cur before production; that is, 
before the customer receives the 
service and has an opportunity to 
formulate an opinion. In manu-
facturing, quality assurance (i.e. 
inspection) occurs afierihe com-
modity has been produced, but 
before the customer sees the 
product. 

MAINTENANCE SERVICE SU-
PERVISORS. When asked why 
they were attracted to this in-
dustry, most service technicians 
agree that "freedom" is a very big 
factor: freedom to work at one's 
own pace and freedom from close 
scrutiny by a critical manage-
ment. 

In fact, this working environ-
ment has been a hallmark of our 
industry since its inception. Lawn 
maintenance services are most 
often performed far from manage-
ment's view. And since the "pro-
duct" of the lawn maintenance in-
dustry is a human service rather 
than a tangible commodity, the 
monotony of production line 
pressures can be greatly minimiz-
ed by the organizational efforts 
of the technician himself. But 
lawn maintenance is an evolving 
industry. External pressures from 
regulatory and special interest 
groups, coupled with changes in-
ternal to this industry (techno-
logical advances, pesticide re-
sistance issues, business competi-
tion, employee needs, etc. ) great-
ly impact this "freedom to 
operate" feature of our industry. 

In every phase of business, 
close scrutiny by a well-trained 
supervisory force will ensure the 
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Lawn maintenance 
supervisors serve as 

a controlled exten-
sion of upper man-
agement, and front 

line's "voice" in the 
decision making pro-

cess. (Illustration 
courtesy of ICI 
America's Inc., 

Wilmington, 
Delaware) 

economic security of your busi-
ness and guarantee the industry's 
position in American society in-
to the 21st Century. 

For the most part, lawn 
maintenance firms have operated 
under the following formula: 

1. A "warm body" is hired to 
fill an existing need. 

2. The neophyte is given a crash 
course in lawn maintenance by 
the most senior service techni-
cian. 

3. The new technician is then 
issued a vehicle, chemicals, 
sprayer, etc., and a route book. 

4. He is then turned loose on 
an unexpecting public to repre-

sent you. 
Not only has this reactive 

management approach contri-
buted to high employee turnover 
with all its attendant problems 
(high training costs, low employee 
morale, customer distrust and lost 
business), but in today's market 
it creates situations of high liabili-
ty as well. A tangible result of all 
this which receives little discus-
sion is the deteriorating esprit de 
corps caused when owner/man-
agers lose confidence in their 
employees. 

This loss of confidence soon 
manifests itself at the frontline as 
mediocre service. And nothing 
will doom your business quicker 

than a mediocre customer ex-
perience where the rubber meets 
the road. For these reasons, hir-
ing people who can accept your 
firm's corporate culture and train-
ing them in the technical and in-
terpersonal aspects of the business 
are essential first steps to a healthy 
business. 

Each lawn maintenance man-
ager, however, has a further re-
sponsibility to his people, the 
general public and the environ-
ment. That responsibility is to 
supervise his people closely to en-
sure that services are safe and ef-
fective as well as profitable. A 
well-trained technician who is 
highly motivated and supplied 
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SUPERVISOR 
MANAGEMENT 

NEEDS 
1. Improve job 
performance 

2. Reduce turnover 

3. Help employees with 
self improvement 

4. Reduce time and 
material wastes 

5. Quality assurance 

Lawn maintenance supervisors are "needs" satisfiers. They 
serve as a link between management and the front line 
(service technicians) so the needs of both groups are sat-
isfied. In hiring a supervisor, managers should determine 
the candidate's ability to balance these needs. Put in con-
temporary service terms, supervisors must satisfy the needs 
of two customers equally: top management and front-line 
producers (service technicians). This is only a partial list 
of the needs a supervisor must deal with daily. 

TECHNICIAN 
NEEDS 

1. To know exactly what 
management wants done 
2. To know rules under 
which they have to work 

3. To be informed on 
policy changes and ope-
rational shifts 

4. To go to supervisor 
and get answers 

with adequate tools of the trade 
can prov ide a qual ity serv ice and 
represent you well. 

But left to his own devices, even 
the best technician can, and pro-
bably will at some time during 
his career, react in ways that may 
not serve the best interest of the 
corporation. In today's litigious 
environment, management's best 
interest and goals must be met if 
jobs are to be preserved. The lawn 
maintenance industry has a 
good record of employee train-
ing. Frequently, however, much 
of this training is wasted because 
our industry lacks the follow 
through needed to translate train-
ing into positive (safe, effective 
and profitable) management. The 
key to this dilemma is super-
vision. 

FINDING GOOD SERVICE SU-
PERVISORS. Historically, super-
visors have been among the most 
misused people in our industry, 
when in reality their's may be the 
most important position in any 
organization. 

Rarely does anyone in this in-
dustry hire a supervisor who has 
a college degree or some form of 
advance training in people man-
agement. In fact, if a college 
graduate is hired at all he is pro-
bably someone with a degree in 
entomology. As an entomologist 
myself, I can testify that at gradua-
tion, very few entomologists (my-
self included) know anything at 
all about the lawn maintenance 
business. 

Sure, an entomologist can tell 
the difference between the various 
orders of insects and may even 
identify a Heliothis larva (corn 
earworm) for you. But in most 
cases, an entomologist is hired for 
his knowledge of urban pests and 
application techniques around 
homes and commercial facilities. 

Sometimes an entomologist is 
hired — by virtue of his superior 
knowledge and title — to super-
vise. Not only do newly graduated 
entomologists seldom know the 
difference between an Indian 
meal moth larva and a casebear-
ing clothes moth larva, but the 
closest he may have come to 
supervision was hall monitor in 
high school. The lawn main-
tenance industry has an ur-
gent need for quality urban en-
tomologists, so I do not want to 
give these young people an 
undeserved rap. For the most 
part, the problem is not with our 

young entomologists, it is with 
an industry that does not under-
stand its own needs. 

Another general practice in the 
lawn maintenance industry is to 
reward the best service technician 
for his loyalty and good service 
by promoting him to the position 
of supervisor. On the one hand 
it is a shrewd management prac-
tice to reward people with pro-
motions. But on the practical side, 
supervision is a career in its own 
right, requiring management and 
organizational skills beyond the 
experience of most service tech-
nicians. 

Promoting supervisors from 
within your service ranks can best 
be accomplished through a 
grooming or mentoring program. 
One of any manager's greatest 
responsibilities is to plan for per-
sonnel changes by identifying the 
strengths and weaknesses of all 
his people. Then, through class-
room training and practical ex-
perience, a qualified person 
should surface when supervisory 
help is needed. Most often, pro-
moting a good technician to super-
vision on the basis of good, loyal 
service alone creates two very 
serious problems for upper man-
agement and endangers the well-
being of the entire organization: 

1. The firm has lost the services 
of one of its most successful pro-
ducers and must move swiftly to 

fill this void. Good technicians 
do not walk through the front door 
every day, and when he does, 
training him to conduct business 
your way is an expensive and 
laborious task. 

2. You may unintentionally 
damage the career of a loyal em-
ployee by promoting him into a 
position of responsibility for 
which he is not adequately pre-
pared. One day the employee is 
a doer whose responsibilities are 
to direct himself and his own pro-
ductivity. The next day he is re-
quired to be a planner, motivator 
and a regulator, but most of all 
he is expected to be a leader. 

All-American football players 
seldom make the best coaches, 
and very successful maintenance 
technicians seldom make the best 
supervisors. Being a good super-
visor requires specialized skills, 
and being a good service techni-
cian requires specialized skills as 
well. However, these expert ab-
ilities are not necessarily inter-
changeable. 

As you can see, it may be dif-
ficult to recruit supervisors from 
the entomology department at 
your state university, and it may 
be dangerous and unprofitable to 
promote (without prior planning) 
from within your service ranks. 
So where does one find lawn 
maintenance supervisors? An 
alternative source might be su-

pervisors from other industries: 
people with extensive supervisory 
experience, but new to lawn 
maintenance. 

With recent trends in manufac-
turing plant shutdowns, displac-
ed manufacturing employees ap-
pear to be an abundant super-
visory source for the lawn main-
tenance industry. Unfortunately, 
recruiting supervisors from 
manufacturing industries often 
leads to disastrous results as well. 

People skills learned in in-
dustries where employees are 
highly paid, union supported and 
under the constant eye of the su-
pervisor in "assembly line con-
ditions" do not easily translate to 
the lawn maintenance industry. 

In the final analysis, you can 
occasionally recruit entomolo-
gists to satisfy your supervisory 
needs, and sometimes you can 
promote supervisors from within 
your service ranks. You may even 
be fortunate enough to attract 
displaced supervisors capable of 
adapting to your corporate 
culture. But more often than not 
all these attempts end in disap-
pointment for employer and 
employee alike. 

Before one considers, even in 
general terms, the role of super-
visors in lawn maintenance and 
where to recruit and train them, 
each owner/manager must decide 
exactly what he wants that super-
visor to do in his operation. In 
other words, before beginning the 
arduous task of recruitment you 
must first make an objective 
review of your specific organiza-
tion and decide what that super-
visor needs to accomplish. 

Once this list of responsibilities 
is decided upon, you can begin 
to recruit the right person to satisfy 
those specific organizational 
needs. Often the most difficult 
decision for maintenance mana-
gers comes next: giving a new 
supervisor the authority and sup-
port to accomplish the goals es-
tablished for him. 

It is difficult for any manager 
to relinquish control. But as an 
owner/manager you must con-
sider this: if you had the time (and 
skill) to act as your own super-
visor, there would be no need to 
hire that extra person in the first 
place. If two people can do the 
same job, one of them is probably 
not necessary. Few lawn main-
tenance firms can afford the lux-
ury of unnecessary staff person-

(continued on page 62) 
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CHIPCO 26019 fungicide stops 
more lawn diseases... 

for more days...for more 
satisfied customers. 

In today's lawn care industry, you've got 
two ways to make more profit. Go out and 
get more customers. Or get more business 
from the customers you already have 
CHIPCO 26019 fungicide helps you do both. 

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

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

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

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

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

FUNGICIDE 

(ÌPRHÒNE' I POULENC AG COMPANY 

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

Noise Reduction, Debris 
Disposal Top Tractor Issues 

AS TWO-INCOME FAM-
ilies increasingly be-

come the norm in our society, 
spare time becomes that much 
more valuable. So much so that 
lawn and landscape professionals 
are reaping the benefits of this 
trend, according to leaders in the 
tractor industry. And to keep up 
with them, tractor manufactur-
ers are planning to stay at the cut-
ting edge in tractor enhance-
ments. 

In addition to changing life-
styles, other changes affecting the 
tractor industry are legislation 
impacting debris dumping and 
the growing sophistication and 
diversification of the lawn and 
landscape industry. Experts 
said the industry is also concern-
ed with upgrading noise levels, 
safety systems and operator 
comfort. 

"I see the future as having new 
technological growth in debris 
pick up because of legislation be-
ing introduced which would limit 
dump sites," said Rick Murray, 

vice president of mar-
keting for Gravely Inter-
national, Clemmons, 
N.C. 

"We made our first 
two-wheel-drive in 1932 
and introduced a rotary 
mower in the 1950s. 
Since then, there have 
been changes in the 
width, horsepower, 
quality of cut and pick-
up," he said. "Most peo-
ple (homeowners) are 

switching to landscaping and 
maintenance companies, and I see 
that growing as more multiple 
housing complexes are being 
built." 

Murray added that the land-
scape industry will continue to 
grow and mature as individual 
businesses take on more ser-
vices. "We'll match the growth 
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in products and services." 
Jim Wallace, marketing man-

ager of The Toro Co., Min-
neapolis, Minn. , said noise 
reduction is becoming a concern 
because of increasing municipal 
noise standards. As a result, 
means of eliminating blade and 
intake noise will have to be de-
veloped. 

Other issues being considered 
in future Toro designs include 
enhanced bagging because of pro-
posed bans on clipping deposits. 
In addition, Wallace said, mulch-
ing will become a part of the trac-
tor's job in the future. 

Bob Hill, director of marketing 
for Kubota Tractor Corp., Com-
pton, Calif., said the future of 
tractors is anything that would 
save time and money or that would 
replace manual labor. "The 
machines also must be durable 
and dependable," he said. "Noise 
is a factor and the tractors today 
are a lot quieter than those of five 
and 10 years ago. Most engines 
are now enclosed." 

Other changes over the years 
have included operator comforts. 
The Kubota B50 series are front 
runners in the reverse-flow air 
cooling engine which forces the 
warm air from the engine to the 
side, away from the operator. 

"Some trends that we're see-
ing are the diversification of com-
mercial products," said Bob 
Tracinski, division manager of 
media relations for Deere and 
Co., Moline, 111. "There's a 
greater range — lawn and garden 
with diesel engines and hydro-
static drive for example. Every-
thing used to be gear-driven. 

"We're also seeing creature 
comforts on the upscale tractors 
— tilt steering. The general trend 
is toward more horsepower and 
wider mowing decks," Tracinski 
said adding that efficiency, user 
friendliness, upgraded produc-
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The original gar-

den tractor is be-

coming more flexi-

ble and sophisti-

cated as a turf 

care tool. 

tivity and safety devices are also 
considerations. 

Trudy Brunot, product man-
ager for the 200 series tractors at 
J.I. Case Co., Racine, Wis., has 
also seen upgraded creature com-
forts in the tractor over the years 
such as easier controls, hydro-
static transmissions, power steer-
ing and more operator room. 
There's also been an increased 
use of attachments. 

Douglas Rotman, general 
manager of Kioti Tractor Inc., 
Portland, Ore., said his company 
noticed a decrease in 1988 unit 
sales, due, they felt, to the drought 
and the maturation of the market. 
He said he sees the turning radius 
of the tractor improving and an 
increased emphasis on safety re-
quirements and protective sys-
tems. 

"We spend a lot of time review-
ing our products for safety," Rot-
man said. "I also see continued 
technological improvements, 
easier shifting and upkeep, but 
nothing dramatic in the next few 
years." 

The tractor of the future may 
offer more of the same types of 
improvements as well as those to 
accommodate shifts in the lawn 
and landscape industry. But 
whatever the future holds, the 
tractor will be there, maturing and 
growing with the ever changing 
needs of the market. 

"The original garden tractor is 
becoming more flexible and 
sophisticated as a turf care tool," 
said Bill Mason, president of 
Steiner Turf Equipment. "The 
evolution of attachments has 
helped to bring that about. But 
the tractor needs to become even 
more effective and efficient in 
order to make strides in the in-
dustry." 

Following is a brief description 
of what some industry manufac-
turers have to offer. 



DEERE & CO. In celebration of 
its 25th year in business, John 
Deere is selling some silver-
colored walk-behind tractors. It 
is also developing a front-line 
mowing attachment with 60- to 
72-inch mowing decks. These 
enable users to trim under fence 
rails and reduce trimming time. 

Tracinski explained that Deere 
pioneered the seat safety switch 
which automatically shuts the 
engine off once the operator leaves 
the seat. "We also introduced con-
trols that are shaped and color 
coded. 

"In the spring of 1989 we in-
troduced the only hydrostatic 
drive in the 20- to 40-h.p. cate-
gory. Our front mowers are 
smaller - the F910 and F919 
are for professional ground-
skeepers and are gas and diesel 
powered. 

"The F525 has commercial ap-
plications and a 17-h.p. gas 
engine. It's a three-wheel drive 
unique design with the front two 
wheels driving and the rear wheel 
steering," he said. Also unique 
to Deere is the joint engine and 
transmission unit with one oil 
reservoir. There are fewer parts 
and no external traction drive 
parts — they are all enclosed. 

Deere also has a patented trac-
tion assist system device which 
transfers 60 percent of the weight 
off the mower deck onto the drive 
wheel, providing more traction. 
Thatching units with spring steel 
tines are also a Deere extra. 
125 on render service card 

STEINER TURF EQUIPMENT. 
The new 24-h.p. Super Steiner 
is larger than the standard. It has 
25 quick-disc attachments which 
can be changed in minutes. This 
year a stump cutter attachment 
has also been added to the Steiner 
line. 

Bill Mason, president of Steiner 

Deere & Co. 770 compact tractor 
with brush cutter, (above) J.I. 

Case 200 Series tractors, (left) 

Turf Equipment said, "We're ex-
perimenting with a rear discharge 
mower deck — it's fully enclos-
ed . Most mowers use rotary decks 
which cut and move the grass 
out laterally, throwing everything 
out the right side — clumps, 
sticks, everything. This will 
enable the cuttings to be thrown 
out evenly in the back and under 
the roller. It has an even dis-
charge." 

The deck is expected to be in-
troduced at the International 
Lawn, Garden and Power Equip-
ment Expo in Louisville this 
summer. 

Steiner's one tractor power unit 
can be used for everything from 
excavating to mowing. The com-
pany has been improving the unit 
since its entry into the business 
in 1974, and has been adding at-
tachments annually. 

"The customer gets more for 
his money," said Stephen Steiner, 
Steiner customer service man-

ager. "One unit does five or six 
jobs." There are three types 
of power units. The 20-h.p. and 
the new 24-h.p. are four-wheel-
drive. The 20-h.p. also comes 
with two-wheel-drive and a 
weight transfer ability. 
126 on reader service card 

KIOTI TRACTOR. Kioti Trac-
tor's product line is based on 
the 22-h.p. four-wheel-drive LB 
2204 and the two-wheel-drive LB 
2202. 

Next month an upgraded ver-
sion of the 17-h.p. model, the LB 
1914, will be introduced. It has 
shuttle-shift transmission, allow-
ing the operator to go from for-
ward to reverse with one lever 
near the steering column. It can 
be supplied with a mid-mount or 
a rear-mount. Kioti will soon of-
fer a backhoe to fit the tractor. 

In the future, Kioti plans to 
increase its tractor line to five 

(continued on page 58) 
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PLANT CARE 

Maintaining Tree Health: 
Considering the Tree, Habitat 

JOYCE KILMER ONCE SAID, "I THINK THAT I SHALL 
never see a poem as lovely as a tree." Trees may have looked 

lovely all by themselves in 1913, but today, they need all the help they 
can get. 

After all, the modern tree breathes smoggy air, fights grass and 
ornamentals for limited soil nutrients, and finds its roots cut off from 
oxygen and water by blacktop. 

That's why more and more lawn maintenance firms are adding tree 
care to their repertoire of services. 

"LCOs are the greatest growth area and greatest potential market 
for us right now," said Warren Wolfe, president of Nebraska's Creative 
Tree Sales, an arbor-nutrient manufacturer. "They're out in the field 
dealing with consumers, and they're beginning to tackle homeowners' 
tree problems in addition to their turf needs." 

Just like lawns, trees need professional maintenance to reach top 
form, said industry experts. 

According to the industry, urban and suburban trees require fer-
tilizer as much as three times per year and pruning as often as once 
a growing season — work that costs a homeowner about $500 annually. 

The results are well worth the expense. 
"A healthy, fertilized tree looks better, grows faster and withstands 

insect, drought and disease pressures more readily than a non-fertilized 
one," said David Whitworth, a horticulturist with Davey Tree Expert 
Co., which operates in 40 states and Canada. "Professionally maint-
tained trees are taller, have larger eaves and a deeper-green leaf color." 

In its standard program, Davey fertilizes trees biennially, prunes 
once every two to three years and adds insecticides, fungicides 
and nutrients as needed. The firm also offers chemical spraying, cabl-
ing, bracing, tree surgery and lightning-rod installation if required. 

"Of all our services, fertilization and pruning are the most impor-
tant to basic tree health," Whitworth said. "Fertilization maintains 

a trees's vigor, and pruning takes out branches that die back." 
For most trees, Davey applies six pounds of fertilizer in the 

spring or fall to every 1,000-square-feet of root area. The firm 
avoids fertilizing in the summer or winter because trees have 
little root growth then. 

Davey uses a custom-blend fertilizer that contains special 
slow-release nitrogen. To apply the product, technicians put 
six pounds of the material into a suspension of 15 gallons of 
water, then insert the mixture 12 inches into the soil using nee-
dle probes. Whitworth said the probes not only ensure that 
the fertilizer reaches the roots, but aerates the soil to improve 
its oxygen content. 

In pruning, arborists remove branches killed by storm damage, 
disease or insects, then carefully shape a tree to improve its ap-
pearance. 

"Pruning allows better light penetration, which can essen-
tially rejuvenate a tree that is not growing well, and can help 
the lawn underneath it," Whitworth said. "It also eliminates 
the safety hazard posed by dead branches — which can fall 
down at any time — and deprives disease organisms of a place 
to live." 

For insect infestations, Davey uses non-restricted pesti-
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cides which tackle not only species-specific pests — like Elm Bark 
Beetles and Cottony Maple Scales — but also "universal" insects, 
such as Gypsy Moths and Japanese Beetles. 

Arborists take Gypsy Moths — which primarily affect trees in New 
England, New York and Pennsylvania — particularly serious, since 
the pests can kill whole forests if unchecked. Gypsy Moths sometimes 
strip trees completely bare of leaves, fatally halting their ability to 
perform photosynthesis. 

Still, arborists generally apply insecticides only when problems 
appear, rather than preventively, Whitworth said. 

"Our industry used to just put on blanketing cover-sprays whether 
a tree needed it or not, but we're trying to get away from that," he 
said. "It's not only an inappropriate use of pesticides, but it's wasteful, 
inefficient, and ends up costing us and the customer more money than 
necessary." 

Whitworth said Davey radically cut back on chemical spraying in 
1985, after a customer survey found cl ients took a dim view of pesticides. 

The firm also realized it could reduce insurance liability — and 
thus premiums — by minimizing chemical use. 

Since making the change, Davey has increased its use of horticultural 
oil and pesticide soap, two organic alternatives to petro-chemicals. 
Horticultural oil is essentially a mineral oil sprayed onto a tree to suf-
focate and dessieate insects. 

Pesticide soap is a vegetable-oil product containing potassium 
salts of a fatty acid, the same active ingredient in the household cleaner 
Murphy's Oil Soap. Like horticultural oil, pesticide soap dessicates 
insects feeding on a tree. 

Whitworth said arborists are also study ing neem oil, a natural insect 
repellant made from seeds of India's neem plant. The product deters 
insects from feeding on a tree, but doesn't actually kill them. 

A healthy, fertilized tree looks 
better, grows faster and 

withstands insect and 
disease pressures 

more readily. 
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"In six years, we probably 
won't use any of the standard 
chemical pesticides, but will pro-
bably use the alternatives ex-
clusively," Whitworth said. 
"That's probably where the in-
dustry's future is." 

Bill Kruidenier, executive 
director of the International So-
ciety of Arboriculture, added that 
firms will probably bolster use 
of "biologicals" — insects or 
bacteria intentionally added to a 
tree to kill other pests. For in-
stance, technicians sometimes 
place lady bugs on trees to eat 
scales. 

Kruidenier also expects wider 
use of hybrids, such as Dutch Elm 
Disease-resistant species now be-
ing developed. 

"All these changes are part 
of integrated pest management," 

he said. 
Despite the environmental ad-

vantages to alternative methods, 
the techniques have one drawback 
— they require more labor. 

"You almost have to apply oils 
or soaps directly onto insects to 
get effective control," Whitworth 
said. "By comparison, petro-
chemicals are residual. If an in-
sect shows up a few weeks after 
the application, sometimes there's 
still enough active ingredient on 
the tree to kill them." 

As a result, Whitworth predicts 
arborists will probably have to 
make more trips to clients' pro-
perties in the future. 

"We'll probably be doing more 
frequent sprayings, but we'll be 
using more environmentally ac-
ceptable materials," he said. 

Kruidenier estimated the extra 

trips will jack-up homeowners' 
tree-care bills by about $150 an-
nually. 

Besides insects, trees also face 
attacks from fungi — which cause 
disorders like Dutch Elm Disease 
— and bacteria, which give rise 
to Cedar Apple Rust and other 
i l ls. 

But while arborists avoid 
preventive insecticide use, most 
do spray on fungicides preemp-
tively, since fungi are hard to kill 
once they penetrate a tree's vas-
cular system. 

"We generally spray fungicides 
on before the disease develops or 
as it's developing," Whitworth 
said. 

In addition to spray-applied 
curatives, firms can also use 
"systemics" — chemicals design-
ed for injection directly into a 

tree's sap system. 
Kruidenier said trees used to 

be able to ward off most insects 
and diseases by themselves, but 
have had their defenses weaken-
ed by modern stress. 

"We may see Bronze Birch 
Bores kill off a tree, but the in-
sects are really the secondary 
culprit," he said. "The real pro-
blem is urban stress — pollution, 
compacted soils and poor soil 
conditions. It's that combination 
that attracts the bores in the first 
place. If we can reduce that stress, 
we can diminish the likelihood 
of early decline and death. And 
that's what preventive mainte-
nance is all about." — Jerry 
Kronenberg • 

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

SYSTEMIC TREE CARE TECHNIQUES 
NOT LONG AGO, ARBORISTS WHO WANTED TO AP-
ply pesticides or fertilizers had two choices — spray material 
onto a tree's surface or dig a hole and feed it into the plant's 
roots. Both methods had environmental drawbacks. 

Spraying pesticides onto 60-foot-tall trees meant that some 
material would drift in the wind and settle off-target. Feeding 
fertilizer into the soil opened up the possibility of salts leach-
ing into ground water. 

So, as environmentalism rose in America during the late 
1960s, Los Angeles' J.J. Mauget Co. developed the first major 
alternative — the Mauget Tree Injection process. Nebraska's 
Creative Tree Sales soon followed with Acecaps and Medi-
caps — two micro-encapsulated tree implants. 

Arborists employing either method drill holes into a tree's 
trunk, then feed insecticides, fungicides, antibiotics or nut-
rient supplements directly into the sap stream. 

Mauget applies material in liquid form, using plastic tubes 
to feed it into the holes from pressurized capsules. Its pro-
ducts include fertilizer, iron, zinc, magnesium, antibiotics, 
two fungicides and two restricted-use insecticides. 

Creative Tree Sales places chemical-filled capsules directly 
into the tree trunk, where they then break down naturally. Its 
capsules contain combinations of fertilizer, iron, zinc, manga-
nese and a general-use insecticides. 

"We're not trying to pit ourselves against other systems, but 
there is an element of environmental soundness here," Mauget 
spokesman Jim Sample said. "Mauget is a closed system, so 
all the product goes inside the tree. We think it's another tool 
for arborists and LCOs to use, particularly in areas where 
there's a strong concern about putting pesticides on a property 
or increasing soil salt-content." 

As an added bonus, Sample said, Mauget products some-
times show virtually immediate results. "We've seen insects 
on the top of a tree affected by our insecticides within a cou-
ple of hours, under the correct conditions." 

The Mauget system requires shallow drilling and is said to 
cause minimal structural damage to trees. 

Creative Tree Sales President Warren Wolfe said Acecaps 
and Medicaps come pre-mixed, so users avoid any applicator 
exposure, and aren't stuck with contaminated containers 
following treatment. Additionally, Acecaps and Medicaps use 

ELIMINATE OFF-TARGET SETTLING 
far less chemicals than spraying or root feeding. 

"When you spray a tree, you use maybe a third- to a half-
pound of material, compared to maybe 10 grams our way," 
Wolfe said. "Even better, it's all confined to the tree. There's 
nothing sprayed in the air; nothing introduced to the soil." 

Wolfe said Creative Sales' products are particularly attrac-
tive to LCOs who have recently added tree care to their ope-
rations — firms that represent 50 to 60 percent of his business. 

"The equipment an LCO normally has is not conducive to 
spraying 30- to 60-foot-tall trees," Wolfe said. "Our product 
enables them to still treat those trees professionally." 

Cost wise, Mauget runs about $35 to $56 applied per 
average-sized tree, according to Richard Stedman of New 
York's Tree Inject Systems, Mauget's top distributor. 

Wolfe said Acecap or Medicap applications cost home-
owners approximately $30 to $40 per tree, compared to about 
$15 to $20 for spraying. 

Despite the environmental advantages, Bill Snyder of New 
York's Frontier Tree and Lawn Service said he only uses in-
jections about 20 percent of the time, relying on spraying and 
root-feeding for most trees. 

"Injections are just one weapon in the arsenal," Snyder 
said. "They're a good tool, but they're not a panacea." 

David Whitworth, a horticulturalist with industry-leading 
Davey Tree Expert Co., said his firm uses limited injections. 

"We believe injectable insecticides just get so diluted they 
don't work, or never make it out to certain parts of a tree," he 
said. "And in our opinion, injected fertilizer doesn't get well 
distributed to the tree's crown." 

Still, Davey uses injectable fungicide to treat Dutch Elm 
Disease, and injectable nutrient supplements for tree iron-de-
ficiencies. The firm also employs injectable pesticides in 
places like zoos, where customers positively prohibit spraying. 

Bill Kruidenier, executive director of the International So-
ciety of Arboriculture, endorses systemics because they have 
100-percent utilization and quicker uptake than spray or root-
fed chemicals. 

But he said the products have one drawback — applying 
them requires drilling holes in trees. That's bad, he said, 
because it opens trees up to potential fungal and bacterial at-
tacks, and also cuts chunks out of their sap systems. 
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ENGINE TECHNOLOGY 

Overhead Valve Engines Taking 
Hold in Maintenance Industry 
Although the first over-
head valve engine was 
manufactured in the 
1920s, it wasn't until 
recently that they began 
to popularize them for 
the small engine in-
dustry Experts agree 
that the OHV will nev-
er completely replace 
standard side valve en-
gines, however, they do 
agree that the engines 
provide operators with 
an option. Most major 
manufacturers are now 
offering OHV engines in 
addition to their side 
valve engines. Ed. 

LAWNMAINTE-
nance profes-

sionals are well aware of 
the importance of depen-
dable, reliable equip-
ment and the critical 
role a machine's en-
gine plays in that area. 

For a number of years, 
though, they've had to 
settle for engine tech-
nology that lagged be-
hind the advancements 
enjoyed by large horse-
power, multi-cylinder engines. 
While the larger engines advanc-
ed in quality and technology, 
small horsepower engines were 
at a relative standstill. 

In recent years, however, ov-
erhead valve engines have be-
come established in the small 
engine industry and made avail-
able as replacement parts and as 
standard equipment on new 
machines. 

OHV engines can be particu-
larly beneficial to lawn mainte-
nance professionals. Mowers, 
edgers and other commercial 
maintenance equipment is sub-
ject to rugged duty, and an in-

lllustration: 
Honda Power Equipment. 

dustry professional may go 
through two or three engines in 
the life of a piece of equipment. 
An OHV engine can be more ef-
ficient than a side valve, and 
offer greater longevity due to 
many built-in features. Using 
OHV engines can result in sig-
nificant savings of money and 
reduced downtime during busy 
seasons. 

The OHV design offers benefits 
in a number of key areas — dra-
matically improved fuel efficien-
cy, reduced oil consumption, re-
duced carbon buildup due to even 
heat distribution, lighterweight, 
smaller in size, quieter and less 

vibration. 
In side valve engines, the in-

take and exhaust valves are off to 
the side of the cylinder, while 
OHV engines have the valves po-
sitioned over the cylinder. This 
dramatically changes the shape 
of the combustion chamber, giv-
ing greater combustion efficien-
cy and thus greater economy of 
operation. 

Combustion efficiency is im-
proved because air and fuel are 
more completely mixed by tra-
veling directly into the cylinder 
rather than through the angu-
lar-shaped side valve combus-
tion chamber. In addition, the 
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side valve shape limits the en-
gine's compression ratio while the 
OHV design allows for higher 
ratios. 

These two OHV features allow 
forquickercombustion, resulting 
in more complete burning in the 
cylinder and greater thermal ef-
ficiency. When fuel is complete-
ly burned in the cylinder, the 
energy is transferred to the power 
stroke and not wasted out the 
exhaust. 

Exhausting the expelled gases 
is more complete in OHV en-
gines, as the cylinder is com-
pletely scavenged, ready for a 
fresh charge of intake mixture. 
On a side valve engine, there are 
more exhaust gases left in the 
cylinder at the completion of the 
exhaust stroke, again due to the 
shape of the combustion chamber. 

In addition, the OH V's smooth-
er exhaust flow reduces carbon 
buildup on the cylinder and 
around the valves and more evenly 
distributes engine heat. The side 
valve design encourages heat 
buildup around the valves, caus-
ing increased distortion of the 
chamber and shorter engine life. 

A new offering from Nissan Corp. 

Some engine manufacturers 
use aluminum combustion 
chambers which are more suscep-
tible to distortion. When the 
chamber wears out, the entire 
engine must be replaced. On the 
other hand, a cast iron cylinder 
allows the user to bore out the 
cylinder and install a slightly 
larger piston, extending engine 
life greatly. 

The OHV engine's lower center 
of gravity, combined with the 

lightweight pistons and other 
moving parts, keeps vibration to 
a minimum. 

Another feature which appeals 
to users is the ease of starting. An 
automatic decompression system 
on OHV engines requires as lit-
tle as 20 kilograms of pull, op-
posed to the 60 kilograms which 
is required for most engines. This 
is accomplished with a decom-
pression rod on the crankshaft 
which holds the exhaust valve 

slightly open, eliminating resis-
tance when pulling the recoil 
starter. Once 800 rpms have been 
attained, centrifugal force auto-
matically disengages the sys-
tem. 

One of the major maintenance 
areas on a small horsepower 
engine is the ignition system. 
Most engines employ contact 
points to create the combustion 
spark. These parts wear out and 
require periodic replacement. To 
cut down on maintenance, lawn 
maintenance professionals may 
choose an OHV engine which 
employs an electronic ignition 
system. Electronic ignition offers 
hot, reliable sparks with little or 
no maintenance because there are 
no moving parts to break or wear 
out. 

And finally, industry operators 
can avoid engine damage due to 
lack of oil by selecting engines 
which are equipped with an oil 
monitoring system. — Robert 
Clum • 

The author is national sales man -
ager for Honda Power Equip-
ment. 

Quality you'll ask for again and again. 

The Lawn 
Solution 

State-off-the-Art 
Lawn & Tree Care 

Management Software 
Don Y buy any other system 
until you have seen "The 
Lawn Solution". The 
advantages will be obvious. 

FOR MORE INFORMATION CALL 

313-352-3870 
24175 

Telegraph Rd. 
Southfield, 

C S M K N V Michigan 40034 
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Features you can count on. 
] Double V band wheel drive belt 
2 5 speed transmission with reverse 

3 Lifetime warranty on the cutting deck 
4 Diagonal left deck trimming corner 

5 Special high lift blades 
Count on the Encore PRO-Line of 36" 

and 48" commercial mowers to deliver 
the features lawn and turf 

maintenance professionals ask 
for. And quality you'll ask 
for again and again! 

P.O. Box 888 • Beatrice, NE 68310 • (402) 228-4255 MANUFACTURING CO.. INC. 
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ENGINE CARE 

Year-Round Preventive 
Maintenance Extends Engine Life 

Keeping the bottom of your 
mower clear of dirt and 

corrosion, its filters clean and 
spark plugs free of combustion 

buildup adds years to 
mower life. 

ufacturer. Mix thoroughly. Never 
use four-cycle automotive oil. 

Lubrication (4-cycle engines). 
Change oil regularly after every 
25 hours of operation. Use a high 
grade, high viscosity automo-
tive oil - SAE 10W-30or 10W-40. 
Nothing should be added to the 
oil. Fill to the proper level in-
dicated in the maintenance in-
structions. Check the oil level 
every time you add gasoline. 

2. Fuel. Use fresh clean unlead-
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THE LIFE SPAN OF 
engines and related equip-

ment depends on how they've 
been maintained. Routine main-
tenance is easy and simple to do 
and takes very little time. A basic 
understanding of the engine on 
your equipment will help you ap-
preciate the importance of per-
iodic maintenance in protecting 
your equipment investment. 

Most engines on outdoor pow-
erequipmentareeithertwo-cycle 
or four-cycle designs which 
operate using gasoline. Do not 
confuse this with the number of 
cylinders. Walk-behind rotary 
mowers generally have only one 
cylinder. Larger engines power-
ing large riding mowers or gar-
den tractors could have one or 
two cylinders. Two-cylinder en-
gines are usually referred to as 
"twins." 

All gasoline engines require 
fuel and proper lubrication to run. 
They also require air for full 
power delivery and adequate 
ventilation to prevent overheat-
ing. Any condition which de-
prives the engine of any or all of 
these necessities leads to poor 
performance and possible en-
gine failure. 

Lubrication requirements and 
procedures for both two- and four-
cycle engine varieties differ. The 
literature that comes with your 
equipment will tell you which 
engine type is on your equipment. 
This article will concentrate on 
engines generally found on walk-
behind mowers, tillers, riders, 
garden tractors and leaf blowers. 

Two-cycle engines are lubri-
cated by oil which is mixed with 
the fuel. Oil-to-fuel ratios vary 
considerably among different 
brands. Typical ratios range from 
1:16, 1:20, 1:25 and all the way 
up to 1:50. Four-cycle engines 
have a crankcase or sump which 
must contain the proper amount 

of oil to bathe the moving inter-
nal parts while running. The 
engine type used is largely a mat-
ter of the equipment manufac-
turer's choice and is often based 
on product pricing considerations 
or application. 

Here are some general rules to 
follow: 

1. Lubrication (2-cycle en-
gines). Add the oil to the fuel as 
recommended by the engine man-



ed gasoline with a minimum oc-
tane of 77. Use of lead-free fuels 
will reduce combustion deposit 
buildup (an eventual occurrence 
in any engine). Because of the 
uncertainty of exact formulation 
of gasohol and similar fuels, their 
use is not recommended. Meth-
anol formulations, in particular, 
are to be avoided because they 
can easily gum and clog fuel lines 
and carburetor jets. 

3. Air is important too. Clean 
air mixes with gas in sufficient 
quantities for optimum combus-
tion and power. The newest in-
novation for small engines is the 
larger capacity pleated paper air 
cleaner. Proven in automotive and 
industrial engines for years, the 
use in small engines offers new 
levels of protection and conve-
nience. Servicing is easy — re-
move and replace them like your 
automobile filters. More familiar 
is the oil-foam air cleaner. 

Oil-foam air cleaner elements 
can also be cleaned: 

a. Wash the foam element in 
kerosene or liquid detergent and 
water to remove dirt. 

b. Wrap the foam in a cloth and 

Change oil regularly. 

squeeze dry. 
c. Saturate the foam in engine 

oil, then squeeze to remove ex-
cess oil. 

For convenience, pre-oiled re-
placement foam elements are also 
readily obtainable. Either air 
cleaner element style should be 
checked and cleaned every 25 
operating hours or three months, 
whichever is less. Dusty or ab-
rasive operating environments 
require more frequent servicing 
of the air cleaner. When rein-
stalling or replacing either air 
cleaner, make sure that no damage 
to the outer sealing areas has oc-
curred which would render the 
filter elements useless. 

4. Air to cool. Dirt and debris 
can enter the blower housing and 
clog the cooling fins. Thiscauses 

internal engine temperatures to 
rise excessively. The resulting 
overheating can damage critical 
engine parts beyond repair. For 
this reason, prevent grass and 
debris from impacting fins and 
corners around the engine by 
removing the blower housing or 
garden hose fin area annually and 
flushing it with air. 

5. Check the blade and deck for 
wear and possible damage. Before 
looking under the deck, always 
ground the spark plug wire. Re-
moving the spark plug will pre-
vent accidental starting when 
checking or removing the blade. 

6. An engine requires a healthy 
spark for complete combustion. 
A worn spark plug robs the engine 
of power. Spark plugs should be 
checked periodically. The gap 
across the electrodes should be 

Keep wheels free from debris. 

reasonably free of combustion 
buildup and should not be burnt 
away. (A fouled spark plug gap 
or burnt-away electrodes after on-
ly a few hours of operation usual-
ly requires the attention of a ser-
vice technician to determine the 
cause.) 

Plugs worn because of prolong-
ed use are best discarded and 
replaced with correctly gapped 
original equipment spark plugs. 
When removing and replacing the 
spark plug, always protect the 
cylinder cavity from dirt or debris 
entering the spark plug hole. 

For a professional preventive 
maintenance check, see your 
authorized engine repair or out-
door equipment dealer. A dealer 
can sharpen the blade, provide a 
power tuneup and make any ad-
justments or repairs that might be 
necessary. 

Performing these procedures 
and checks will greatly increase 
engine performance and life — 
George Thompson • 

The author is manager of cor-
porate communicationsfor Briggs 
& Stratton Corp. 

MONEY-MAKING 
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MAINTENANCE 
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H o w t o m a k e 
y o u r c a r e e r g r o w . 

Join PGMS. 

GROUNDS MANAGER: The Pro 
fessional Grounds Management 
Society treats your career with lov-
ing care. 

• SHARE KNOWLEDGE AND 
IDEAS at the Annual Conference 
and Trade Show. This yearly forum 
brings together grounds mana-
gers, top speakers and suppliers to 
give you ideas to grow on. 

• DISCOVER NEW IDEAS EVERY 
MONTH through the newsletter 
mailed to members. 

• RECEIVE PROFESSIONAL CER-
TIFICATION: A peer review earn 
you the title of Certified Grounds 

Manager. It should be worth money 
in your pocket. 

• GET SMARTER. The Society 
conducts surveys on operational 
practices. These surveys are made 
available to members only. 

• GET ADDITIONAL INSURANCE 
AT NO ADDITIONAL COST. Your 
membership entitles you to 
$5,000.00 accident and dismem-
berment insurance. 

• GET RECOGNIZED. Be one of 
those good enough to receive an 
award for outstanding achieve-
ment in grounds management. 

• LEARN. Workshops all over the 
country give you management 
skills covering all aspects of 
grounds management. 

• SAVE MONEY. Members receive 
discounts on Hertz, Avis and 
Alamo rental cars and on the hor-
ticultural publications you need to 
grow. 

• MAKE YOUR PERFORMANCE 
SUPERIOR with 

• the Grounds Maintenance 
Estimating Guide 

• the Grounds Maintenance 
Management Guidelines 

• the Grounds Management 
Forms and Job Descriptions Guide. 
They're free to members. 

Join today. Your career will take 
root and grow. 

Professional 
Grounds 

Management 
Society 

TO: PROFESSIONAL 
GROUNDS MANAGEMENT 
SOCIETY 
12 Galloway Avenue 
Suite IE, Cockeysville, MD 21030 
YES! I want to give my career a green thumb. Please send more information 
on what PGMS can do for me. 
Name 

Company 

Street 
City & State Zip 

Area Code and Telephone Number 



PEST MANAGEMENT 

IPM Programs Combine 
Biological, Chemical Controls 

Predators, like lady beetles, can 
reduce aphid damage as seen on 
the ornamentals below. 

FIRE ANTS, BROWN 
patch, powdery mildew, 

euonymus scale, the list goes on. 
Can these overwhelming pest pro-
blems be controlled using in-
tegrated pest management techni-
ques? The answer is yes. 

The first step in getting better 
control of pests and lowering your 
pesticide use is to fully under-
stand the biology of the pest. An 
understanding of the pest 's 
biology usually shows a vulner-
able point in the life cycle that 
allows for better control with less 
disruption of the environment. 

Knowing the biologies of all the 
pests you confront is an impossi-
ble task. Instead, pick your top 
10 pests be they weeds, insects or 
diseases on the basis of what costs 
your company the most in terms 
of labor and materials. Develop 
an IPM program for these pests 
first. You can later move on to your 
other pests, but chances are your 
biggest reductions in pesticide 
use are to be found in your top 
10 pests. 

What does IPM mean to the 
landscape maintenance contrac-
tor? IPM means identifying the 
pest, monitoring it's population 
level and selecting the appropriate 
pest management tactic. 

Identifying the pest may re-
quire sending it to the state 
systematics laboratory at your 
state university or extension ser-
vice. You may be able to field 
classify the pest as an aphid, but 
have more difficulty determining 
exactly what kind of aphid. After 
identifying the aph id pest of Crape 
Myrtle as the Crape Myrtle Aphid 
Tinocallis kahawaluokali, ento-
mologists at Texas A&M Univer-
sity determined it had no effec-
tive natural enemies in Texas. 

In this case, identification of the 
pest changed the control effort for 
it completely. We now know that 
we cannot rely on nature to con-
trol this pest. Long-term control 
of the aphid will come from im-
portation of natural enemies from 
the homeland of the Crape Myr-
tle Aphid — Pakistan. Not all in-
sect problems are this difficult to 
solve. This does, however, make 
a point that identification is im-
portant to an IPM program. 

Plant diseases are admittedly 
much harder to correctly diag-
nose. Most Southwestern lawn 
maintenance professionals can 
readily identify pathogens like 
brown patch and powdery mildew. 
But what about the many other 
disease complexities that affect 
ornamentals? 

As with insects, plant diseases 
are often best identified by a pro-
fessional laboratory. After a few 
plant diseases are correctly iden-
tified, patterns or associations of 
certain pathogens and host plants 
will develop. Good records of 
these associations are valuable for 
future field diagnostics. Fungi-
cides are specific for certain dis-
eases. Be sure the disease is listed 
on the label. 

Weeds can usually be identified 
using books, however, many 
grasses can be difficult to classify 
without seedheads. In this case 
outside help may be needed. 

Knowing which species of grass 
or broadleaf you're dealing with 
is important for timing your her-
bicide application. Timing of her-
bicides such as a preemergent for 
crabgrass can be determined us-
ing measurements of soil tem-
perature. Crabgrass begins to ger-
minate when the soil at 0.5 inches 
reaches 55 degrees Fahrenheit for 
three consecutive days. The pre-
emergent should be applied two 
weeks before this date. 

Good monitoring is essential 
to the success of a company's IPM 
program. Once the pest is iden-
tified, everyone (at least to the 
crew leader level) should be train-
ed to spot the pest in the field. 
Insects and diseases are asso-
ciated with certain host plants. 
Train the monitors to look for the 
common pest problems where 
they are likely to occur for that 
time of year. 

In the Southwest, spider mites 
are likely to occur on junipers, 
boxwoods and marigolds. If the 
monitor spots the junipers as tak-
ing on a silvery appearance, they 
break off a branch and shake it 
over a piece of paper. If they can 
see small specks walking around 
on the paper they know the plant 
has mites. 

Monitoring also includes good 
record keeping. Records of pes-
ticide usage and biological data 
such as pest type, location and 
date can predict pest outbreaks 
next year. Use these records to 
determine your top 10 list discuss-
ed earlier in this article. 

Selecting the appropriate pest 
management tactic is perhaps the 
most difficult part of an IPM pro-
gram. Several alternatives exist 
for managing each pest problem. 
By themselves they may not be 
adequate for the level of control 
you desire, however, the use of 
different methods together, in an 
integrated manner, generally 
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brings the best results. 
Good IPM programs get to the 

root of the problem. Treating 
symptoms of the problems pro-
duces dramatic, but short-term 
results. A colleague in the land-
scape maintenance business once 
said, "When a crew leader reports 
a chinch bug outbreak we first 
suspect an irrigation failure." In 
his case, eliminating the drought 
stress was the first step for con-
trol of the chinch bugs. The se-
cond step was an insecticide ap-
plication. Third was continued 
monitoring of the irrigation sys-
tem and the chinch bug popula-
tion. 

IPM control tactics fall into 
these categories: cultural, plant 
selection, biological regulatory 
and chemical control. The above 
example using i rrigation as a con-
trol measure is a cultural control. 
Other cultural controls are prun-
ing out disease-infected or insect-
infested plants or limbs, turf 
aeration and raising mowing 
heights. Plant selection is only 
an option during installation of 
a landscape, renovationsor color 
change-outs. 

Commercial landscapes often 
use plants that are well-adapted. 
However, residential landscapes, 
making use of a greater variety 
of plant materials, are often stuck 
with plant materials that are not 
adapted to local conditions. The 
stress these unadapted plants en-
dure makes them susceptible to 
disease, insects and weed pro-
blems. Xeriscape is a type of land-
scaping that reduces irrigation in-
puts by using native or locally 
adapted plants. These xeriscape 
plants generally have a natural 
resistance to pests. 

Regulatory controls are impos-
ed by the U.S. Department of 
Agriculture or state departments 
of agriculture. Pests can be 
quarantined out of a state or locale 

by inspection of incoming plant 
materials. Certain palms are ex-
cluded from sale to Texas to pre-
vent the disease Lethal-Yellows 
from infecting Texas palms. The 
spread of fire ants is being slow-
ed by inspection of sod farms and 
nursery stock to be sure it is fire 
ant free. 

Biological control is usually 
associated with insects. There are 
cases where it has been used for 
weeds and disease, but this is not 
common. Biocontrol of insects 
takes on two forms: conservation 
of naturally occurring benefi-
cial insects and introduction of 
beneficials. 

To conserve natural enemies 
use pesticides that have the least 
impact on them. Summer oils, 
soaps and selective insecticides 
like B.t. and Dimilinarejustafew. 
Pests like aphids often have 
predators like lady beetles and 
lacewings that reduce their 
populations. They are easy to see 
on the leaf actually consuming the 
pest aphids. 

Besides predators there are 
highly effective parasitic wasps 
that kill the aphid by injecting their 
eggs into the aphid. As the wasp 
hatches and feeds on the aphid, 
it causes the aphid to swell up like 
a mummy. Looking for these 
mummies among the pest aphids 
tells you if you have these parasitic 
wasps present. Broad spectrum 
insecticides are very hard on 
parasites. The question is how 
many of these mummies would 
tell you that you don't have to 
spray. This comes from ex-

perience as a monitor, but if half 
the aphids are mummified you 
don't need to spray. Follow up 
monitoring will tell you if the 
percentage of mummies is 
decreasing over time. 

Insects like the Crape Myrtle 
Aphid do not have good natural 
enemies. This aphid is a recent 
import that develops into large 
populations on the tree caus-
ing formation of black sooty 
mold and reduced flowering. Un-
fortunately, the natural enemies 
were not imported at the same 
time. A privately funded proposal 
from industry seeks to send a 
trained entomologist to Pakis-
tan, the aphids home, to collect 
the aphids natural enemies. The 
natural enemies are returned and 
evaluated under strict quarantine 
procedures and then released in 
the field. If all works well, the 
aphid is eliminated permanently 
as a major pest. 

An IPM program is successful 
if the total chemical usage is 
lowered. You may find through 
monitoring that a scheduled cover 
spray is not needed. In selecting 
a pesticide you should consider: 
the safety of the applicator, the 
client's safety and the impact on 
the environment. Generally, 
many different products are label-
ed for a particular pest. Pick the 
product that is the safest. The 
Material Safety Data Sheet has 
the best information regarding the 
toxicological or environmental 
concerns of the product. 

Let's go over some specific 
IPM programs for certain key 

Monitoring pest populations 
with traps helps in timing 

pesticide applications. 
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pests of Southwestern land-
scapes. 

DISEASES. Brown Patch — a new 
approach to this disease of main-
ly St. Augustine turf involves a 
cultural control, changing irriga-
tion practices. This method was 
developed by Joe Vargas of 
Michigan State University. Vargas 
believes that weekly watering 
schedules often let the top layer 
of soil dry out causing destruc-
tion of the beneficial microbes that 
fight brown patch. 

His tests show a moist soil 
favors the bénéficiais over the 
rhizoctonia, thus lowering the in-
cidence of disease. It is also 
known that fertilization in late 
summer and early fall also favors 
brown patch. The lush new 
growth of St. Augustine is suscep-
tible to the disease. 

Powdery Mildew — IPM for 
this disease starts with winter 
pruning. Crape Myrtles are prun-
ed so as to allow for good air cir-
culation through the branches. 
When fertilizing the turf, avoid 
getting high nitrogen turf fertilizer 
into the tree well. Nitrogen rich, 
new growth is susceptible to 
powdery mildew and promotes 
aphid population. This polymer 
covers the leaf and the mildew suf-
focating the fungus. The new 
growth must be retreated. For 
new landscapes or renovations 
check with your nurseryman 
for resistant varieties of Crape 
Myrtle. 

Phytophora Aerial Blight of 
Periwinkles. This is a major pro-
blem of the past few years in the 
sunbelt. Periwinkles, once a 
carefree drought tolerant summer 
annual, became plagued with this 
disease. According to Texas A&M 
pathologist Larry Barnes, the 
disease cycle begins when the seed 
is grown in South America. 
The innoculated seed is grown in 
greenhouses and later trans-
planted into landscapes where the 
disease takes off. Part of the pro-
blem is planting the flowers before 
it fully warms up for spring. 
Nights below 70 degrees Fah-
renheit predispose the plant to 
the blight. 

Since the phytophora spp. has 
a mobile swimming zoospore, 
overwatering and excessive wet-
ting of the foliage quickens the 
spread of the disease. A preven-
tive application of a copper-based 
fungicide like Kocide 101 is rec-
ommended. 

WEEDS. Turfgrasses have a 
number of different grassy and 
broadleaf weeds. Sheila Daar 
from the IPM Practitioner sug-
gests surveying the cl ient as to how 
many weeds can be tolerated. If 
the turf is used as a playground, 
sticker burrs will likely be the 
weed they want controlled. Ifthis 
is the case, treatments for other 
weeds may not be needed. 

Commercial turfs, on the other 
hand, want an even look. Broad-
leaf weeds and grass seedheads 
detract greatly. In many of the 
commercial turfs, the majority of 
the weeds occur near the peri-
meter where pavement or con-
crete begins. The increased heat 
and drought stress favors grassy 
weeds such as crabgrass and 
dallisgrass. Try banding your 
preemergent around the peri-
meter, skipping the middles. You 
will be surprised how far this will 
stretch your preemergent while 
still getting good weed control. 

Culturally, aeration is very im-
portant for a strong vigorous turf. 
A compacted soil limits the grass 
while promoting certain weeds. 
Compaction often occurs when 
the lawn is mowed. If the soil is 
wet from rain or irrigation, even 
the weight of a walk-behind 
mower will compact the soil. The 
vigorous grass will out compete 
many weeds by shading them out. 
Raising the mowing height up-
ward to three inches also allows 
for less sunlight to reach the soil, 
stimulating weed seed germina-
tion. 

WEEDS IN BEDS. Mulches can 
do a great deal of work preven-
ting weeds, not to mention the 
benefit to the shrub or tree. Thick 
applications, three to four inches, 
of hardwood mulch such as 
cypress will last a full year con-

trolling weeds. Applying a pre-
emergent under the mulch in-
creases the weed control. 

The National Park Service is 
using a portable flame weeder for 
spot treatment of weeds. This may 
sound unusual, but is quite effec-
tive on a broad spectrum of weeds 
— with immediate results in many 
cases. From the design end, look 
for situations that you know are 
going to harbor weeds. Park ben-
ches should be placed on pads to 
prevent the constant regrowth 
underneath. Watch for areas 
where grass grows directly up 
to a building or fence. Permanent 
barriers like curbs and edging pre-
vent encroachment of weeds into 
areas where it is difficult to mow. 

INSECTS. Aphids (many spp.) 
Monitor populations for preda-
tors and parasites. Look for aphid 
mummies. If an application of in-
secticide is necessary, use one that 
is less harmful to beneficial in-
sects. Try soaps or the new low 
phytotoxic horticultural oils. 
These oils show good promise as 
contact insecticide on insects such 
as aphids, caterpillars, leafhop-
pers, mites etc. The refining takes 
out the sulfur impurities and 
allows it to be used on sensitive 
plants at higher temperatures than 
the standard oils. 

Thrips. Western flower thrips 
are normally a problem in late 
spring when all the wildflowers 
have dried out. Large populations 
abound looking for more green. 
Yellow sticky traps can tell you 
when they arrive in your land-
scape and when the ir cycle is over. 
Monitoring their populations with 
traps allows you to time your ap-
plication precisely when it can 
help you. Once the deformed 
growth of plants like photinia ap-
pears it is usually too late for 

control. 
Mites. Spider mites can be a 

problem throughout most of the 
year. Junipers, boxwoods and 
marigolds can all be severely af-
fected. Normally their popula-
tions reach a peak in August. By 
that time, control is difficult and 
their damage is already done. Ap-
plications of horticultural oils in 
late spring will kill many over-
wintering mites and eggs. In late 
season, if an application is still 
necessary on marigolds, for ex-
ample, try a release of spider mite 
predator Phytoseiulus persimilus. 
This predator mite has a life cycle 
twice as fast as the spider mite 
and consumes mite eggs. 

Predators can be purchased 
from insectaries such as Rincon-
Vitova in Oak Vista, Calif. If the 
spider mite population is very 
large, a cleanup application of 
soap is recommended a day before 
predators are released. 

Fire Ants. Much has been writ-
ten about controlling this insect. 
Scores of products are on the 
market which attack the ants 
mound by mound. Treating the 
population as a whole is a more 
efficient way to control fire ants. 

Broadcasting the baits over the 
entire turf area is the first step. 
This should be done with fresh 
bait on a warm humid day in 
spring before the temperature is 
above 90 degrees Fahrenheit on 
dry ground. These techniques 
optimize your chances that the 
bait will be picked up by the 
ants. 

Scale Insects (many spp.). 
Monitoring for the immature 
stage of the scale, the crawler pin-
points the vulnerable part in the 
scale life cycle. Different scales 
send out crawler stages at different 
times in the spring, summer and 
fall. This is where identification 
plays a key role in an IPM pro-
gram . Make an appl ication of hor-
ticultural oil when the crawlers 
appear in late March or April. 
Parts of the plant that are severe-
ly infested should be pruned out 
as a cultural control. 

Tent Caterpillars. Monitor host 
plant oaks for signs of small first 
instar worms. Chemical control 
is more efficient now before the 
worms reach their nuisance stage 
and are more difficult to control. 
— John Goolsby • 

The author is manager of quality 
control at Pampered Lawns, Aus-
tin, Texas. Properly identifying the pest leads to appropriate management tactics. 
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Your Business 
Partner 
...Helpinggrow your business 

As a busy lawn care professional, you can't be 
personally involved with the many critical details that 
go into making your business successful, details 
ranging from developing staff safety training 
programs to keeping abreast of the latest regulatory 
issues. That's why it is vital that you have the timely 
information that allows you to be proactive rather 
than reactive. That's why you need your Business 
Partner — The Professional Lawn Care Association of 
America. Let your Business Partner go to work for 
you on such assignments as: 

• Issues Management 
• Training programs for 

pesticide management 
• OSHA Hazard Compliance 
• An effective telemarketing 

program 
• Preparing a marketing plan 
• Update on small business law 
• Group Health/Life/Major Medical 
• A Credit Collection Service 
• A Liability Insurance Program 
• A newsletter on lawn care issues 
• A public relations program 
• Gather major suppliers of lawn care 

products and services 

As the only international trade association of lawn 
care professionals, PLCAA has a strong history of 
providing the right information at the right time for 
the lawn care industry. Our staff and Board of 
Directors are dedicated to providing you with the 
professional business assistance you need to stay 
strong and informed. 

To learn more about how to put your Business 
Partner to work — for less than a dollar per account 
per year, contact the Professional Lawn Care 
Association of America today. Clip and mail the 
return coupon, or call toll free 1-800-458-3466. 

'"i'm interested! Send me more 
information on membership in PLCAA 

PROFESSIONAL LAWN CARE 
ASSOCIATION OF AMERICA 
1000 Johnson Ferry Road N.E., Suite C-135 
Marietta, Georgia 30068-2112 
1-404-977-5222 FAX: 404-578-6071 
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DISEASE MANAGEMENT 

Zoysia Patch: A Destructive 
Root Rotting Turfgrass Disease 

Zoysiagrass sod with disease 
development during one year 
marked by stakes. Large white 
stake marks center of patch; 
small white stakes mark the 
boundary of the patch and red 
stakes mark the new boundary of 
the patch 12 months later. 

X OYSIA PATCH DIS-
m J ease of zoysiagrass (Zoy-

sia japónica L.) causes a peren-
nial patch type disease. The 
disease can develop in the fall 
and/or the spring of the year. 

The disease has been reported 
in Tennessee, Arkansas, Illinois, 
Missouri, Kansas, New Jersey 
and New York, and may occur in 
other states as well. It would ap-
pear to be limited to those states 
located in the turfgrass transi-
tional climate zone in the United 
States. No reports of this disease 
have been given describing its 
development in other countries. 

While it is perennial in turf, the 
symptoms may not appear reg-
ularly in the fall or spring. The 
reasons for this are uncertain, but 
soil moisture and temperature ap-
pear to have a major role in disease 
severity. Zoysia patch has been 
observed casually for more than 
10 years in the St. Louis, Mo., 
area and has been referred to as 
"Brown Patch" "Rhizoctonia 
Patch" and "Winter Brown 
Patch." 

Based on our research into the 
cause of the disease, which will 
be discussed in this article, we 
have named the disease zoysia 
patch. While Rhizoctonia fungi 
are ubiquitous in soils cultivated 
to zoysiagrass, there appears to 

be no evidence that would sup-
port this fungus as the primary 
causal agent. 

WHEN DOES IT APPEAR? In the 
spring, the symptoms of zoysia 
patch will appear within about 60 
days after green-up has started in 
the sod. If no symptoms have ap-
peared by that time, symptoms are 
not likely to develop until the fall 
at the earliest. 

The symptoms of zoysia patch 
appearing in spring are likely to 
be quite different than those which 
develop in the fall. As the grass 
breaks out of its winter dorman-
cy, patches will appear in which 
the grass is thin and appears to 
produce new leaves slower than 
the surrounding area. A patch is 
defined as an approximately cir-
cular area of turf in which the 
grass is diseased. 

The startling nature of zoysia 
patch is that a patch can grow to 
three to four meters in radius. It 
is unclear how large a zoysia patch 
can grow. A patch with a radius 
of four meters is more than 50 
mm2. This is the largest patch 
recorded for turfgrass. The zoysia 
patch remains uniformly blighted 
within its borders. This is pro-
bably due to the fact that the 
fungus that causes zoysia patch 
grows very rapidly. 

Zoysia patch expansion has 
been measured as fast as 1.0 
meters per year. For comparison, 
summer patch of bluegrass (Poa 
pratensis L.J will expand at about 
0.1 to 0.2 meters per year. The 
reason for this rate of zoysia patch 
expansion is discussed below. As 
the grass greens up in the spring, 
those areas affected by the disease 
will have a great number of dead 
leaves, weakened roots and a 
slightly sunken appearance. 

The disease has never been 
observed to kill more than 80 per-
cent to 85 percent of the grass 

plants in a single patch. It is un-
known what percentage of rhi-
zomes and stolons are affected by 
the disease, but it appears that the 
disease is most severe on the 
shoots and roots and consider-
ably less destructive on the rhi-
zomatous and stoloniferous tis-
sues. 

This is very important in terms 
of managing the disease. During 
the spring, the disease will not ap-
pear to increase in severity, but 
the rate that the living grass within 
a patch will green-up will fluc-
tuate. With increasing soil tem-
peratures, the disease symptoms 
will disappear by July or August, 
depending on where in the tran-
sitional climatic zone the grass 
is grown. Further North, the 
disease appears in the turf for 
longer periods of time. CAU-
TION: the loss of symptoms in 
midsummer does not mean the 
disease of the fungus causing it 
have vacated the turf. 

During the fall of the year is 
when active zoysia patch can be 
seen in a zoysia turf. The disease 
symptoms that develop in the fall 
will mainly appear as a ring in 
the zoysiagrass, but careful in-
spection will reveal that grass 
plants throughout the patch within 
the ring are also affected. The 
outer ring of the patch will have 
the greatest number and density 
of diseased plants and thus be 
more noticeable. 

The appearance of zoysia patch 
in the fall can develop in as little 
as two to three days and may last 
until the grass becomes dormant. 
The leaves of the zoysiagrass will 
be yellow-orange to orange. These 
symptoms generally appear on the 
older leaves first. In addition to 
the leaf symptoms, the roots will 
also be diseased, but the symp-
toms are inconspicuous. Basical-
ly, the zoysiagrass will appear 
discolored, but otherwise healthy. 
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Root and knitting strength will not 
be noticeably weaker compared 
to unaffected sod. 

Do not be misled by thinking 
that this disease is active only in 
the spring and early fall months. 
Generally, we have noticed that 
the development of symptoms in 
the spring occur after the fungal 
pathogen has been active during 
the late winter. In the fall, the 
symptoms appear as the fungus 
is becoming active. In short, the 
fungus that causes this disease is 
active during the cooler months 
of the year and may colonize the 
grass roots mainly during those 
months when the zoysiagrass is 
dormant. 

In addition, it appears that col-
onization of the roots must be 
quite extensive before symptoms 
will appear. Understanding this 
page relationship between grass 
growth and pathogen colonization 
is paramount in managing this 
disease (see below). 

ZOYSIAGRASS PATHOGEN. The 
fungus that causes zoysia patch 
has been isolated and identified 

as an ectotrophic, root coloniz-
ing similar in a number of respects 
to that fungus which causes take-
all patch of bentgrass (Agrostis 
palustris L.)f and may be gen-
etically related to Geauman-
nomyces. The zoysiagrass path-
ogen will grow on other grass 
plants including wheat (Triticum 
aestivum L.) and oats (Avena 
sativum L.)t but appears very 
limited in its ability to infect 
bluegrass, bentgrass or ryegrass 
(Lolium perenne L). 

The pathogen is favored by in-
termittent periods of wet and dry 
soil. The fungus has a broad 
temperature range for coloniza-
tion of the grass roots. Coloniza-
tion of the roots may occur 
without the subsequent develop-
ment of disease symptoms. Our 
laboratory is currently finalizing 
the taxonomic identification of the 
pathogen. Once known, sources 
of genetic resistance and methods 
for prediction of disease devel-
opment will be refined. Presently, 
the isolation and verification of 
this pathogen from diseased zoy-
siagrass requires considerable 

time and cost, however, the symp-
toms of the disease and the con-
ditions during which they appear 
are reasonable means of diag-
nosis. Research is currently be-
ing conducted to expatiate diag-
nosis. 

MANAGING THE DISEASE? 
Zoysia patch can be managed, but 
it requires continued attention to 
the disease even in the absence 
of symptoms. The key point in 
managing this disease is under-
standing how and when it de-
velops. While we are still dis-
covering the pieces of the puzzle 
that will explain this disease, we 
know enough to reduce the des-
truction it causes. 

The time to minimize the 
severity of the zoysia patch is dur-
ing that part of the year when the 
zoysiagrass is actively growing. 
If we look at the calendar, when 
the disease symptoms are not ap-
parent, you should be pushing the 
zoysiagrass to grow. This means 
balanced fertilization and water. 

In addition, it has been observ-
ed that aeration of the zoysia sod 
will also reduce disease severity. 
Aeration with hollow tines has 
been used successfully, and the 
simple slicing of the sod with ver-
tically aligned disk blades has also 
proven effective. The idea of re-
juvenating the sod, thus causing 
it to produce more shoots and 
roots, is the goal. 

The means by which you 
achieve this are not critical. Will 
late fall fertilization be better than 
spring applications? For this dis-

(above) Late spring symptoms of 
zoysia patch showing recovery of 

the diseased area. After several 
months of good sod growth, 

these patches will nearly disap-
pear. (Above left) Fall symptoms 

of zoysia patch. The greatest 
pathogen activity can be vis-

ualized by the orange ring. The 
grass within the ring usually 

shows no symptoms in the fall 
and little grass is killed in a fall 

patch. (Left) Close-up of the 
disease border showing the 

orange-colored leaves which 
make up the fall symptoms 

of zosia patch. 
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Early symptoms of zoysia patch during the spring of the year. Note the in-
complete necrosis within the patch. 

ease, we do not know, but we have 
observed that spring and summer 
appl ications were effective in en-
couraging dense growth of 
zoysiagrass and reduced disease 
severity in the fall. These techni-
ques for managing zoysia patch 
are directed at the grass plant not 
at the fungal pathogen. 

Controlling the pathogen will 
be a formidable challenge. The 
use of genetic resistance is likely 
to be the most effective means of 
controlling the pathogen, but this 
will require numerous years of 
research to develop. Because the 
pathogen is a natural soil inhabi-
tant and thrives in the dense sod-
soil layer, it will be difficult to 
adequately control using fungi-
cides at reasonably "safe" rates. 

No fungicides are presently 
registered in Illinois for use in 
controlling this disease. No 
reports have been received by the 
authors recommending the use of 
fungicides in other states afflicted 
by zoysia patch. Several fungi-
cides are being studied ex-
perimentally and some are ap-
parently effective in reducing the 
severity of the disease. The effec-

tiveness of the fungicides and the 
best method for application and 
timing are yet to be determined. 

While chemicals are of a lim-
ited value in controlling zoysia 
patch, new biological agents 
have been identified and appear 
capable of suppressing the dis-
ease. It is likely that such mic-
roorganisms will not be capable 
of eliminating the disease symp-

toms, but in combination with 
the previously described cultur-
al practices, they could safely 
reduce the disease severity to an 
acceptable level. Biological con-
trol agents are currently being 
field-tested, but results and rec-
ommendations are not expected 
for several years. 

Zoysia patch is a very destruc-
tive disease which, if unchecked. 

could severely reduce the use of 
zoysiagrass in the climatic tran-
sitional zone of the United States. 
It occurs on golf course, lawns 
and sod farms and will not go 
away. If you have seed disease 
symptoms that match those 
described here, please contact us. 
Working together, a disease like 
this can be managed. — Henry 
Wilkinson and Malcolm Shurt-
leff • 

Wilkinson is an assistant pro-
fessor of plant pathology and 
agronomy specializing in turf-
grass pathology and soil-borne 
pathogens and Shurtleffis a pro-
fessor of plant pathology and 
turfgrass extension specialist. 
Both authors are with the Univer-
sity of Illinois, Urbana-Cham-
paign. 
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BROIM BULLET 
A new lightweight-high performance walk-

behind vibratory plow. 
9 A i r c o o l e d l o w 
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Contact RWF BRON 
for distributor, 
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FOR UTILITIES AND IRRIGATION. 
The new BRON BULLET. A high 
performance, multi-featured vibratory 
plow, is the perfect one-man machine 
for the installation of sub-surface cable 
and irrigation pipe. 

Powered by an air-cooled 
HONDA engine, the 

BULLET will provide fast, 
economical installations with 

minimal turf damage. 

Call today for more information. 
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FOCUS ON: 
SEEDING 

GROWTH CHARACTERISTICS OF NEW TURF TYPE PERENNIAL RYEGRASSES 

Best adapted to the southern cool humid (CHW) 
region and along the Pacific coast (CHP), and 
extends into the transition (T) zone. Also used in 
the semiarid plains if irrigated. 

PERENNIAL RYEGRASS TURF TYPE 
cultivars generally form a dense turf with 
a bunch-type growth habit. They're best 
adapted to the Southern cool humid re-
gion, along the Pacific Coast and into the 
transition zone. 

Adaptation also extends into the semi-
arid plains and Rocky Mountains area, if 
irrigated. 

Perennial ryegrass prefers moist, well-
drained, fertile, medium-textured soils 
having a pH level of six to seven. 

The cultivar is used most frequently on 
lawns, parks, roadsides, sports turf fields 
and general use turf areas. It's commonly 
used in polystands with Kentucky blue-
grass. They're also widely used in mono-
stands and polystands in winter overseed-
ing of dormant warm season turfs. 

Compared with the old common peren-
nial ryegrasses, the new cultivars have 
finer leaves and greater density, are more 
persistent and attractive, are more resis-
tant to diseases and insects, have greater 
shade tolerance, are lower growing and 
easier to mow when cool and moist, have 
better turf forming properties, are more 
tolerant of close mowing and have a 

PERENNIAL RYEGRASS SUPPLY MEETING DEMAND 

greater tolerance to cold winters and 
warm summers. 

Turf type perennial ryegrasses have the 
following additional desirable growth 
characteristics: 

• rapid seed germination — within five 
days under favorable conditions; 

• rapid seedling establishment — with-
in three weeks under favorable conditions 
because of high seedling vigor; 

• high wear tolerance — excellent for 
sports turf fields and play areas; 

• rapid recovery from injuries; 
• able to compete favorably with other 

grasses — excellent in seed mixtures; 
• excellent grass for overseeding within 

a poor turf so as to create a more beauti-
ful lawn; 

• able to tiller and form thick dense 
cover —.excellent uniformity; 

• produces tough leaves and low grow-
ing crowns that create a stable turf — 

easy to maintain; 
• most vigorous when cool 

and moist on a wide range of 
soils (from light and sandy to 

THE TURF TYPE PER-
ennial ryegrasses will be 
available in good stock this year 
as supply is finally in step with 
demand, according to Gail 
Ward, Jacklin Seed Co., Post 
Falls, Idaho. 

A few years ago, perennial 
ryegrass acreage was down, but 
1989 will start out with some 
carryover from last year's 
harvest. Demand is also not ex-
pected to exceed supply because 
the spring was not exactly con-
ducive to establishing lawns — 
particularly in the Northeast. 

Overall, the turf-type per-
ennial ryegrass availability 
should be strong, but there may 
be problems with certain 
varieties because of the Artie 
cold weather some areas of the 
Northwest experienced over the 
winter, according to Doug 
Toews, International Seeds, 
Tangent, Ore. 

Since harvest is still about two 
months away, it's difficult to give 
an exact picture of the ryegrass 
crop. 

Perennial ryegrass is gen-

erally chosen for its quick 
establishment and good price, 
although its price can be de-
ceiving because of its high 
seeding rate. 

If ryegrass prices remain 
at the 1988 level, it will be 

available for about $1.10 per 
pound. In comparison, blue-
grass prices average about $3 
per pound, although they have 
a much lower seeding rate, ac-
cording to Ward. 

Toews said he expected the 
perennial ryegrass price to re-
main at the 1988 level. 

Other than a few new var-
ieties, expect to see a similar 
selection of perennial rye-
grasses as in 1988. They may, 
however, be available in greater 
quantities. The varieties will be 
greener, darker and more 
disease resistant. 

Some varieties new in 1988 
will be available in greater quan-
tities: Pinnacle, Sherwood and 
Dandy among others. 

C. Reed Funk from Rutgers 
University said the new varieties 
are all doing well in Rutgers' 
field tests. 

One reason for so few new 
varieties stems from the indus-
try's focus on the turf type tall 
fescues varieties. The push in 
this area is because of drought 
conditions across much of the 
country. 

As with any grass seed, be 
sure and deal only with certified 
plant stock. There's no guar-
antee what you're getting with 
uncertified seed. 

Seeds that are marked VNS, 
varieties not stated, are not cer-
tified seed. 

heavy and clay) — highly 
adaptable; 

• produces no thatch be-
cause turf thickens by tillers 
instead of stolons or rhizomes. 
Seed Standards: 

• 98 percent pure. 
• 95 percent germination. 
• 300,000 seeds per pound. 
• Six pounds of seed per 

1,000 square feet seeding rate 
for 12 potential plants per 
square inch. 

• Mixtures of 30 percent 
bluegrasses, 20 percent peren-
nial ryegrasses and 50 percent 
fine fescues by weight, seeded 
at three pounds per 1,000 
square feet will result in 15 
potential plants per square 
inch. 

General mowing frequencies 
of perennial ryegrass are two 
to three times a week for 
sports fields, once per week 
for lawns, parks and 
cemeteries and one to two 
times a month for minimal 
maintenance areas such as 
roughs and roadsides. 

Irrigate the ryegrass as 
needed — The Lawn Institute. 
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FOCUS ON: 
TREES & ORNAMENTALS 

DON'T FORGET COLOR IN YOUR LANDSCAPE DESIGNS 

Curved home entry planting decorated with 
flowers. 

THE IMPACT OF FLOWERS IS A SIG-
nificant indicator of professionalism in 
landscaping. Wherever space permits, an-
nual flower beds and/or borders are often 
included in the overall design. 

Besides adding aesthetic value, beds and 
borders can be used to highlight or camo-
uflage areas or even direct foot traffic. 
When deciding where to locate them, 
consider the points from which they will 
primarily be seen including existing and 
immovable features such as buildings, 
fences and trees, as well as topography. 

In preparation for planting, beds can be 
worked in the spring just prior to planting 
but are often worked the previous fall. 
Beds should not be worked in early 
spring when the soil is still wet or its tex-
ture will be ruined. 

Do not try to jump the gun on planting. 

Most annuals cannot be planted until af-
ter all danger of frost has passed. When 
the planting time has come, mark the 
beds based on specified planting distance, 
then lift plants from cell packs or pots 
carefully keeping the root ball intact to 
avoid damage. 

If roots are extremely compacted, loos-
en them gently before planting. Dig a 
hole slightly larger than the root ball, set 
the plant in place at the same level at 
which it was growing and carefully firm 
the soil around the roots. Water well after 
planting and frequently until plants are 
established and new growth has started. 

An application of soluble fertilizer high 
in phosphorus is beneficial at this time. A 
fertilizer such as 10-52-17 mixed at the 
rate of one pound per 100 gallons of 
water will cover 400 square feet. 

If possible, it is best to plant on a 
cloudy or overcast day or late in the af-
ternoon to reduce transplanting shock. 
Petunias are the most notable exception to 
this rule, tolerating planting even on hot 
and sunny days. 

To reduce maintenance, use one of the 
commercially available preemergent her-
bicides labeled for ornamental use. 

Other methods of weed prevention in-
clude the use of a soil sterilant prior to 
planting or a physical barrier such as 
black plastic. Be sure to punch numerous 
holes into the plastic with a garden rake 
to ensure adequate water penetration. A 

thin layer of decorative mulch will hide 
the plastic. 

MAKING THE DECISION. Once you've 
decided to beautify the grounds for which 
you are responsible, the decision as to 
which plants to use to accomplish your 
goal must be faced. There are two con-
siderations: matching the right plant with 
your conditions and selecting plants for 
visual appeal. 

Any decision should be based on vary-
ing climatic conditions: sun, shade, wet, 
dry, hot, cool and the amount of time you 
can devote to the flower beds. If your 
crew time or number is limited, choose 
low maintenance plants. 

When you pick up your bedding plants, 
look for deep green, healthy plants that 
are neither too compact nor too spindly. 
Be sure they are free of insects and dis-
ease. Do not be concerned if the plants 
are not in bloom. If fact, most annuals 
will come into full bloom faster in the 
landscape if they are not in bloom when 
planted. 

PLANTING PLANS. Before any planting 
is done, it is necessary to draw a planting 
plan so you will know the shape and size 
of the beds, the location of the plants and 
how many plants to purchase or grow. 
The easiest way to do this is on graph 
paper with the plan drawn to scale. Using 
this method, each square on the paper 

can represent one square foot 
of the planting. 

After the design is com-
plete, it is necessary to calcu-
late the area of the planting 
beds or borders so you will 
know how much fertilizer to 
apply and how many plants 
you will need. If you use 
graph paper, you just need to 
count the squares to arrive at 
the total area. — Professional 
Plant Growers Association • 

A professional guide to flower-
ing annuals is available for 
$2, postpaid, from the Pro-
fessional Plant Growers Asso-
ciation, P.O. Box 27517, Lans-
ing, Mich. 48909; 517/ 
694-7700. There is an area for 
company imprint on the back 
of the guide. Triangles and v-shapes can be incorporated into the landscape dramatically. 
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FINANCIAL CORNER 

DIVERSIFICATION MAKES SPECIALTY MUTUAL FUNDS ATTRACTIVE 
MANY INVESTORS ARE ATTRACTED 
to mutual funds because of the high level 
of diversification they offer. But by ad-
ding a "specialty" mutual fund to their 
portfolio, investors can take the concept 
of diversification one step further. 

Specialty funds are defined more by 
type of investment than by investment 
goal. In general, they invest in a particu-
lar segment of the market, whether it is 
according to industry, location or some 
other characteristic. 

Because of their popularity in recent 
years, the international fund and the pre-
cious metals fund will be discussed here. 

International funds have become popu-
lar in recent years as American investors 
have realized the potential for apprecia-
tion in foreign markets. While some in-
ternational funds invest in the stocks of 
only one country or one continent, most 
are free to split their assets among any 
number of nations — and can even invest 
in U.S. companies if conditions appear to 
favor American securities. 

One reason many investors look to in-
ternational funds is the changing value of 
the U.S. dollar. International funds often 
gain when the dollar declines in value in 
comparison to other currencies. When the 
dollar falls, investments valued in foreign 
currencies automatically increase in price. 
In fact, the decline in the value of the 
dollar in 1985 and 1986 was one reason 
why international funds performed so 
well during that period. 

In addition, when the dollar falls, inter-
national investment capital often shifts 
from U.S. investments to securities in other 
parts of the world. Such a shift can fre-
quently increase the value of foreign stocks. 

However, international funds do not de-
pend solely on changes in the value of the 
dollar. As all portfolio managers do, the 
managers of international funds seek out 
companies they expect to do well. The 
difference is that most international funds 
can select securities from around the globe. 

International funds may also look for a 
strong foreign economy and invest a por-
tion of its assets in stocks of that country. 
When a foreign country's economy is 
strong, its stock market often responds 
positively. 

Looking at investment goals, most in-
ternational funds are considered aggres-
sive growth funds. They seek captial ap-
preciation — an increase in the price of 

International funds have become popular in recent years. 

stocks held by the fund. They also are 
considered aggressive because the value 
of a fund share may rise dramatically, but 
can also fall dramatically. International 
funds, even those that can shift assets 
from one country to another, can be vola-
tile simply because conditions in foreign 
markets can be volatile — sometimes more 
volatile than U.S. markets. 

Investors considering international 
funds should view them just as they view 
funds investing in aggressive U.S. growth 
stocks. Such funds should be considered 
long-term investments because of the po-
tential for volatility. 

Precious metals have long been revered 
for their aesthetic value, but gold and sil-
ver are also among the world's oldest and 
most valued investments. Throughout his-
tory, ownership of gold and other pre-
cious metals has been considered protec-
tion against changing economic fortunes. 
Many people invest in gold and other 
precious metals as a hedge against mone-
tary, economic and political uncertainty. 

One way to take advantage of precious 
metals appreciation is through participa-
tion in a precious metals mutual fund. 
Not only do you have the opportunity to 
receive dividends, but you also have the 
confidence of participating in a profes-
sionally managed portfolio of selected 
gold mining and other metals shares. 

Investing in a fund offers several advan-

tages over actual ownership of 
precious metals while still giv-
ing you the potential for price 
appreciation in the metals mar-
kets. 

In addition, an investment 
in a fund means you don't 
have to search for a reputable 
metals dealer and storage 
facility, cutting costs as well. 
And a fund offers both diver-
sity and professional manage-
ment. 

Often, three basic reasons 
are given for investing in 
precious metals: 

First, metals are still seen 
first and foremost as a long-
term hedge against inflation. 
Their values quickly reflect 
any change in government 
policies, economic develop-
ment or world crisis. 
Second, the earnings and 

dividends of precious metals companies 
are highly leveraged. For example, say 
the price of gold climbs from $300 to 
$400, a 33 percent increase. If that were 
to happen, it would not be uncommon for 
the earnings of a mining company to in-
crease three of four times, depending on 
the cost structure or the life of the mine. 

(Conversely, on the down side, a drop 
in the price of gold can have as signifi-
cant an impact on earnings and dividends.) 

And third, there is very little liquidity 
in the precious metals common stock 
market, meaning it's difficult to move 
large amounts of money in and out of the 
market easily. This is because investors 
tend to perceive economic changes or 
policy shifts quickly and simultaneously. 
As investors rush to try to move large 
amounts of capital in or out of the mar-
ket, the mining stock may experience 
some dramatic price changes. 

To a large extent, the price of gold over 
the near term is tied to the value of the 
dollar. When the dollar is strong, the 
world's investors often view dollar-de-
nominated investments as more attractive 
investments than gold. Once the dollar 
begins to lose its luster, however, it's like-
ly that the value of gold will rise. 

An investment in a precious metals 
fund should not be considered, by itself, 
to be a balanced investment program. — 
IDS Financial Services Inc. • 
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PEOPLE 

Goodrich Speer 

MARY ELIZABETH LAFETRA, FOR 
mer president of Rain Bird Sprinkler 
Manufacturing Corp., recently died of 
cancer. She was 79. 

LaFetra served as president of the firm, 
which she and her husband Clement La-
Fetra founded in 1935, from 1951 to 1976. 
She retired as chairman of the board in 
1977. Her husband died in 1963. Since 
1977, her son, Anthony LaFetra, has 
held the position of company president. 

Well-known for her numerous philan-

thropic activities, LaFetra served on the 
board of directors for many local and na-
tional organizations. She was elected presi-
dent of the LaVerne College board of trus-
tees in 1971, a position she retained until 
1982. 

Snapper President Richard Robinson 
was recently given the added responsibili-
ty of chief executive officer. 

Robinson joined Snapper in 1971, was 
elected vice president/administration in 
1972, vice president/finance in 1973, sen-
ior vice president/finance in 1984 and 
president in 1986. A certified public ac-
countant, Robinson worked in the audit 
divisions of Arthur Andersen and Co., 
Peat, Marwick, Mitchell and Co. and 
Allstate Insurance Co. before serving as 
controller of Macon Breakthrough Hous-
ing Venture. 

Weather-matic recently appointed James 
Goodrich technical services manager. He 
was previously Weather-matic's south cen-
tral regional sales manager, a position he 

held for four years. His new responsibili-
ties will include customer technical assis-
tance, development of service manuals, 
technical service seminars, warranty ad-
ministration and technical bulletins. 

In a related move, Don Cooper has 
been promoted from technical services 
manager to product manager where he 
will work with sales, engineering and 
manufacturing in new product develop-
ment. 

The Dow Chemical Co. recently pro-
moted Larry Speer to business director 
for industrial and specialty markets. Pre-
viously he was marketing manager for in-
dustrial insecticides and turf products. 
He has been with the company since 
1967 holding a number of product mar-
keting positions, as well as serving as 
district sales manager and regional sales 
manager. 

Mike Layel and Rick Elyea have been 
appointed national accounts managers for 
the ProTurf Division of O.M. Scott & 

r;Vwater management help 
for turf professionals 
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, > Gelscape 
The consistent moisture available from Gelscape ensures faster 
germination and early establishment of turf, even on stressed areas. 
Gelscape s ability to re-release this moisture reduces irrigation 
frequency, while providing better survival of turf and plantings 

Reliable moisture for faster establishment 
and better survival. 

cm or wntrfor jdmmnannfornut.on ¿v AGLUKON AGRI-PRODUCTS 
1-800 832-8788 * * 
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NATURAL GREEN products are made only by 
SPRING VALLEY TURF PRODUCTS 
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NATURAL GREEN "Spring" 20-2-8 • I 
NATURAL GREEN "Summer" 25-2-4 • Iron 
NATURAL GREEN "Fall" 12-12-20 • Iron 

•Ask about our NEW SPRAYABLE jgj f f^'"* 

Natural Green products from Spring Valley combine 
natural organic fertilizers with extra nutr ients to give 
you a natural based fertilizer that is easy for you to 
apply . . . and peace of mind your customers will love! 

GREEN 
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Sons Co. 
Layel will focus on developing new 

programs and coordinating support for 
management companies and multi-course 
operating groups. Elyea will be responsi-
ble for developing programs that recog-
nize the unique requirements of golf 
course architects and builders. 

Formerly an executive technical repre-
sentative, Layel joined Scott in 1975. He 
handled sales in Bermuda, the southern 
half of West Virginia and virtually all of 
Virginia. Elyea started at Scott in 1986 as 
a technical representative, covering Chi-
cago and neighboring counties in Illinois 
and Indiana. 

ChemLawn Services Corp. named 
Steve Shelton vice president/operations 
planning and development. Shelton will 
be responsible for coordinating field ope-
rations and corporate support programs. 

Before joining ChemLawn, Shelton was 
assistant vice president and general mana-
ger of Sparkletts in California, a division 
of McKesson. 

Craig Ruppert, president of Ruppert 
Landscape Company has recently an-
nounced the formation of branches within 
the corporate structure. Named as the 
landscape contractors' first branch mana-
gers are: Donald Jarratt, MD/Landscape 
Management; Kenneth Hochkeppel, 

VA/Landscape Management; Richard 
Schubach, MD/Landscape Construction; 
and Kenneth Thompson, VA/Landscape 
Construction. These individuals will now 
be responsible for all operations within 
the separate divisions. 

Ken Ablard, formerly regional sales 
manager for Dow's south central region, 
has been named marketing manager for 
industrial insecticides and turf products. 
He joined the company in 1961. He has 
held a number of field sales assignments, 
and served as a sales manager and pro-
duct manager for the comany. 

Sid Funk becomes sales representative 
for Dow's industrial insecticides and turf 
products in Illinois, Wisconsin and Min-
nesota. He is based in the Chicago area. 
Previously he was sales representative in 
the company's Row Crop Division. He's 
been with the company since 1985. 

Deutz-Allis Corp. named Leonard Sie-
vers product marketing manager/lawn and 
garden and Joel Rowley manager of lawn 
and garden products. 

The move is part of a reorganization of 
the company's lawn and garden operation. 
Sievers will act as chief of the division 
with Rowley as second in command 

Before joining Deutz-Allis as lawn and 
garden product manager in 1987, Sievers 
worked as product manager for Ingersoll 

Equipment Co. in Winneconne, Wis., 
and as a district sales manager for J.I. 
Case Co. 

Rowley, Deutz-Allis lawn and garden 
merchandising manager since 1987, has 
held numerous advertising and marketing 
management positions in the industry. He 
initiated a distributor/dealer advertising 
and merchandising evaluation program for 
Gilson Brothers Co., Plymouth, Wis. 

Dan Smith has joined the Parker 
Sweeper Co. of Springfield, Ohio, as 
advertising manager. His duties include 
management of Parker's nationwide ad-
vertising program and trade show partici-
pation by the company. 

In addition to 25 years experience in 
advertising and promotion, he brings to 
his duties more than two years service as 
a training specialist and nearly twice as 
many years of experience in direct sales. 

Jacobsen Division of Textron named 
Ralph Nicotera manager of national ac-
counts and branch operations, Ron Pfet-
tifer national sales manager, commercial 
products and Harleigh Pfcppler national 
sales manager, turf products 

Nicotera is responsible for the develop-
ment of sales programs for national ac-
counts and supervision of Jacobsen-
owned domestic distribution outlets. He 
joined Jacobsen in 1974. • 

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

W A L K E R M A N U F A C T U R I N G C O . , 1 8 3 9 E. H A R M O N Y R O A D , 
DEPT . A L , F O R T C O L L I N S , C O 8 0 5 2 5 ( 3 0 3 ) 2 2 6 - 1 5 1 4 

MOLE 
CONTROL 
Degesch Phostoxin® will safely 
and effectively eliminate lawn 
damage caused by the Eastern 
and Star nosed mole, along with 
other burrowing rodents. 

FUMIGAT ION 
Service & Supply Inc. 

10505 North College Ave. 
Indianapolis, Indiana 46280-1438 

CALL FOR DETAILS 
(317)846-5444 (800)992-1991 
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PRODUCTS 

WETTER WATER, AN ORGANIC SOIL 
wetting agent and penetrant, is now avail-
able from TFS Systems. The product is 
designed for use on soil and turf to pro-
mote distribution and penetration of water 
by breaking the water's surface tension so 
that it flows between the grains of soil. 

Wetter water will loosen compacted soil 
and help it absorb water more readily; 
help prevent water build up in adobe and 
clay soils; allow uniform distribution of 
fertilizers; and aid in the prevention of 
soil erosion. In addition to being biode-
gradable, it is non-toxic to plants and 
animals. 
Circle 101 on reader service card 

THE BROUWER TURF ROLLER 
model 235 is designed for effortless roll-
ing operations on medium to large turf 
areas. The model 235 includes features 
such as the Honda four-cycle engine rated 
at 8 h.p. (increased from 5 h.p. on the 
previous 230 model); larger capacity 
hydrostatic transmission for excellent re-
liability; and built-in hydraulic oil reser-
voir providing increased oil capacity for 
better cooling and performance. 

Other features include: special rounded 
edges on roller drums designed to prevent 
turf damage; extra large steering wheel 
for ease of operation; single lever for-
ward/reverse control; comfortable driver 
seat; and two water fill/drain plugs in 
each roller. 
Circle 103 on reader service card 

MANEUVERABILITY AND VERSA-
tility are key features of a series of power 
brooms from the M-B Company. The 

M-B Company's power broom. 

brooms are easily mounted to wheel 
loaders for a broad range of applications. 

The power brooms, model TK-H, are 
available in widths up to 10 feet. A 32-
inch diameter segment-type brush, pow-
ered by the loader's hydraulic system, 
provides effective clean-up, snow removal 
and related maintenance work. 

Center pivot mount on the TK-H 
brooms permits the broom head to be 
hydraulically swung 30 degrees left and 
right. The broom head is supported by 
two 4.80 by 8 six-ply caster wheels which 
swivel 360 degrees for maximum maneu-
verability. The loader lift arms raise the 
entire broom, including the caster wheels, 
for easy transportation to and from the 
job site. 
Circle 104 on reader service card 

RECOGNIZING A NEED FOR INCOR-
porating clients' security requirements in-
to the design of their landscaping, Cus-
tomline Inc.'s electronic gate openers 
along with electronic gates and fences, 
can be planned into the landscape design 

to prevent trees and shrubbery 
from having to be destroyed or 
relocated when installing sec-
urity systems. 

Planning gate operators, se-
curity gates and fences now, 
whether light industrial, com-
mercial or residential, will 
save clients from high insur-
ance rates, parking lot thefts, 
and wasted hours opening and 
closing gates. 
10S on reader service card 

THE GRASSHOPPER COMPANY'S 
11 h.p. model 411 mini-hopper with 35-
inch cutting width brings Grasshopper 
zero-turn-radius performance to the com-
pact class. It's easy to store and is cap-
able of passing through most standard 
yard gates. 

The mini-hopper offers smooth and 
simple operation with a clutchless, hy-
drostatic drive. Dual levers give operators 
instinctively natural control of speed, 
turns, braking and forward/reverse mo-
tion. The outfront deck and zero-turning-
radius maneuverability allow the mini-
hopper to reach under low-hanging trees 
and shrubs, maneuver between and 
around obstacles and mow square corners 
with unlimited visibility. An optional 
deck-driven quick-d-thatch® vacuum 
grasscatcher and optional high-back seat 
with armrests are available. 
Circle 106 on reader service card 

THE HAKO POWER SWEEPER 
cleans lawns by picking up leaves and 
debris and packing them into the eight-

bushel capacity hopper for 
easy dumping onto a compost 
pile or tarpaulin for removal. 

The Hako power sweeper 
can be converted to a lawn 
dethatching device by switch-
ing a flail dethatching shaft 
with the power sweeper 
broom. 
107 on reader service card 

AN INDUSTRIAL SAFETY 
catalog is now available from 
Labelmaster to assist in safe-
ty efforts of industry profes-
sionals. 

The new catalog contains a 
variety of items designed to 
help protect user health and 
safety when working with 
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PRODUCT SPOTLIGHT 
A HAND HELD WIND 
speed indicator from Spec-
trum Technologies Inc. is now 
available enabling pesticide ap-
plicators to measure wind speed 
when applying pesticides to turf 
and ornamentals. 

The pocket-sized turbo me-
ter is an electronic, hand held 
air speed indicator. A three-digit 
display provides extra reduc-
tion and excellent viewing con-
trast in bright sunlight. 

Just one switch selects any of 
four built-in scales: miles per 

hour (0-100), knots (0-88), feet 
per minute (0-8,800) and meters 
per second (0-45). To ensure 
maximum sensitivity and ac-
curacy, the turbine is suspend-
ed on sapphire jewel bearings, 
and its rotation is sensed by an 
infrared light beam which adds 
no friction. 

The product is ideal for doc-
umenting and assessing the im-
pact of wind speed when apply-
ing pesticides and fertilizers. 

Powered by the AAA bat-
teries (not included with the 

£ 
^ V 

product), Spectrum's turbo 
meter is weather and shock re-
sistant. 
102 on reader service card 
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hazardous chemicals. 
Included are the hazardous materials 

identification right-to-know labeling 
system, computer software programs for 
training documentation and label printing. 
Shown are spill control products, flam-
mable liquid storage containers and warn-
ing signs. Also included are a commu-
nity right-to-know workbook, National 
Fire Protection Association products and 
items used with safety recognition pro-
grams. 
Circle 108 on reader service card 

MOSS AND ALGAE CAN NOW BE 
selectively controlled in turfgrass and 
other areas with a new product from 
LESCO Inc. 

LESCO moss and algae eraser is a 
quick-acting, natural fatty-acid herbicide 
that is registered for use on all turf-
grasses. The product also eliminates moss 
and algae on roofs, sidewalks, decks, 
trees, growing containers and other sur-
faces. 

Convenient and easy to use, LESCO 
moss and algae eraser is a liquid concen-

LESCO's moss and algae eraser. 

trate that can be applied with any type of 
sprayer. It is packaged in 2 1/2-gallon 
containers. 
Circle 109 on reader service card 

A VERSATILE 540 PT.O. VERSION OF 
the Bale Chopper is available in several 
models from Goosen Industries. 

With the standard flexible 30-foot place-
ment hose, the blower model takes less 
than 60 seconds to chop and spread a 
bale for fast and efficient mulching in 
landscaping and nursery applications. 

An available 180-degree directional 
spout provides easy application from the 
tractor seat at 35 to 45 seconds per bale. 
A retractable bale carrier holds four 
bales. Available accessories include a 
PT.O. trailer capable of carrying 25 to 30 
bales at a time. 
Circle 110 on reader service card 
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"GROW!," DESIGNED TO HELP 
your business grow, is a two-page custo-
mer newsletter offered to the green indus-
try on a subscription basis, up to six 
times a year. It is published by Focal 
Point Publications and can be ordered as 
a stock item, or custom-designed exclu-
sively for an individual company. It is 
printed in two colors, on 80-pound-coated 
stock and includes photographs. 

Grow! is written with a light touch to 
appeal to homeowners and deals primari-
ly with lawn and garden topics in a 
friendly, informative manner. 
Circle 111 on reader service card 

A NEW COMPUTER SOFTWARE 
package from Data Enterprises has been 
developed specifically for the lawn^ main-
tenance industry. A single-entry package, 
the service billing program is designed 
for efficient organization and control of 
invoicing and accounts receivable. 

The program allows the user to create 
an infinite number of billing service 
codes. Prices are coded according to ser-
vices rendered, by date and by customer. 
Invoices can be entered either by cus-
tomer code or route. 

Entries are posted to the accounts 
receivable program for up-to-the-minute 

Exmaik Parts Plus! 
Parts overnight or free! 
No one wants expensive down-
time, so Exmark has done 
something about it. Our rugged 
and reliable mowers withstand 
the demands of commercial 
mowing. If you need replace-
ment parts, our dealers stock 
full inventories. On the rare oc-
casion they don't have the part 

you need, they can get it for 
you ouernight — with Exmark 
Parts Plus. When your dealer 
places your part order by 1:00 
p.m., your dealer will have it the 
next weekday, or its free*! For 
more information or the dealer 
nearest you, call today: 
402-223-4010. 
• S o m e restr ict ions apply, ask your dealer. 

The mark of 
excellence in 
professional 
turf care 
equipment. 

When you need 
parts plus service, 
Exmark delivers. 

o_ 
MFG. CO. INC. 

EXMARK MFG. CO. INC. BOX 748 BEATRICE. NE 68310 

Circle 6 0 o n reader serv ice card 
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reports on sales, cash flow, customer ag-
ing, customer history, etc. So the user has 
instant access to totals by customer and/or 
service. Data may be retrieved by route, 
service or customer for MTD or YTD 
totals. 

The service billing program is easy to 
understand and use. It sells for $1,695 
with a 60-day money-back guarantee. The 
program can be used with DOS, UNIX, 
XENIX and most multi-user systems. 

Other modules available are accounts 
payable, payroll, general ledger, inven-
tory, purchase order, wholesale distribu-
tion, mailing address system and point of 
sale. 
Circle 112 on reader service card 

ROOTS INC. CROP SCIENCE COM-
pany is now offering ROOTS™, a root 
growth enhancer for commercial and resi-
dential turfgrass and nursery stock. De-
veloped with researchers at Yale Uni-
versity, the product is designed to im-
prove growth, strength and overall plant 
health. 

ROOTS is a non-toxic, liquid concen-
trate which includes marine algae, plant 
enzymes, humic acid and several other 
ingredients. While not a fertilizer itself, 
ROOTS improves the efficiency of chemi-
cal fertilizers so that fewer chemicals in 

smaller amounts are needed. 
Roots is particularly effective in speed-

ing up commercial sod production; build-
ing traffic resistant turf in golf courses, 
stadiums and other commercial turf in-
stallations; and accelerating nursery pro-
duction and reducing plant loss in land-
scape installations. 

ROOTS will be available in selected 
markets in the Northeast and Southeast 
this year and nationally in 1990. 
Circle 113 on reader service card 

THE SOVEREIGN OVERHEAD VALVE 
engine series from Teledyne Total Pòwer 
consists of 10 4-cycle models, offering 
power ranges from three to 18 h.p. 

In addition to three vertical shaft mod-
els, the series offers seven horizontal 

Teledyne's Sovereign OHV series. 

shaft models — including the new W01-
300 (9 h.p.) and W01-340 (11 h.p.). Two 
of the models, the W02-510 (16 h.p.) and 
W02-560 (18 h.p.), feature horizontally 

opposed twin cylinders. 
Sovereign models are compact and light-

weight, yet durable. The engines feature a 
crankcase of one-piece diecast aluminum 
to resist corrosion and dissipate heat 
more effectively; a cast iron cylinder 
liner, ribbed for greater strength and in-
tegrally cast into the crankcase; forged 
steel crankshaft; forged aluminum con-
necting rods; automotive-type pistons of 
cam-ground aluminum alloy, in a three-
ring design; chrome compression and oil 
control rings; intake and exhaust valves of 
heat resistant steel alloys; and dual ball 
main bearings. 
Circle 114 on reader service card 

AIR LIFT COMPANY OFFERS 150 
polyair spring suspension aid applications 
for cars, vans and light trucks to improve 
handling performance and safety, as well 
as prolong the life of suspension compo-
nents. 

The suspension accessory fits coil and 
leaf springs and is used primarily for 
load support purposes to prevent sag, bot-
toming out, poor handling and loss of 
steering control. By providing extra load 
support, polyairs reduce strain on suspen-
sion components and help extend the life 
of shocks, springs, tires and brakes. 
Circle 115 on reader service card • 

M O I C H O I C E O F 
I V I T O P OPERATORS 

Heavy Duty ROOTFEEDER 
• Pressure feeds from 2" 

to 10" deep 

For use with JD9-C 
Gun. 

• 2-hole tip included, 3 
and 4 hole tips and 
extensions available. 

€ ̂ green® w garde 

At Your Distributor or 
Call Us at (312) 593-6464. 

ENCAP PRODUCTS COMPANY 
P.O. Box 278, Mt. Prospect, IL 60056 

Tuflex introduces our newest addition to our 
tank line. The 0040RF (Sidekick) 40 gallon capacity 

auxiliary spray tank. 60" long, 12" wide, and 15" high, 
the 0040 RF mounts easily on the bed next to your 

existing main tank, whether it fertilizes, herbicides 
or fungicides the Sidekick can handle it, providing 
greater diversity in your spray program. As in all Tuflex 
tanks the quality comes first, to last. 

F I V E Y E A R W A R R A N T Y 
T h e e i d u s r v e T U F L E X p r o c e s s a l t o w s a 
f u l l ' i * e y e a r w a r r a n t y o n a l l h a n d c r a f t e d 

s e e m l e s s f i b e r g l a s s t a n k s 

C A L L R I G H T N O W ! 
C a l l TOLL TREE for e c o n o m y p r i c e s a n d 

m o r e i n f o r m a t i o n o n o u r 
c o m p l e t e l i n e o f t a n k s 

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

(305) 785-6402 
1(800) 327-9005 

Fla. Residents Call Collect 

Circle 58 on reader service card 
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Arrowhead 
(continued from page 23) 

understand that they're going to get more 
for their money. That's a challenge, but 
through quality service and effective per-
sonnel, we can do that. 

QWho is your competition? Do you 

• actually compete with area land-
scapes? 

A Snyder. I don't think any company is 

• identical to any other in the indus-
try. Every company operates differently. 
As far as our competition goes, I'd say 
we have 10 to 15 larger competitors. We're 
fortunate because our strength is in our 
financial backing. We have tremendous 
financial backing and we're here for the 
long haul. We can endure the economic 
slumps and the difficulties that come 
about. 

QHOW much untouched business re-

• mains in the industry in the South-
west United States? 

A Snyder. Right now, there's more than 

•enough companies to take it on. As 
a matter of fact, there's not enough jobs 
to go around for all the competition. And 
that's why through this economic cycle, 
we're going to lose a few. We're already 
losing a few. In fact a couple of them have 
gone bankrupt this year or are out of bus-

iness. And we're going to see some more 
in the next 18 to 24 months. 

There's not anything really left to go 
around right now, however, I anticipate 
that the sunbelt communities are going to 
continue to grow. We really are overbuilt 
here. The real estate, construction and 
related services industries are really hur-
ting here more so than in other areas. 
We're not as bad off as Denver, but we're 
following in their footsteps. 

There's new customers in the sense that 
you can go and take customers away from 
competitors, but as far as new developers 
and new real estate people moving into 
the valley, that's very minimal right now. 
I think it'll happen again, but it will be 
awhile. 

QWhat role does water conserva-
t i o n play in your landscape pro-
jects? 

A Meyer. It's getting bigger and bigger. 
• People like lush landscapes, but 

we're learning to make use of plants with 
lower water requirements. Water may not 
always be there to accommodate summer 
and winter grasses, so you have to keep 
pace with what's available. This is where 
arid landscaping comes into play. 

Water is replenishing itself, but not as 
fast as the water tables are dropping. 
They're bringing water in from Colorado, 

but not enough to keep up with growth. 
Certain areas are fighting too restrictive 
water constraints, but it's more of an in-
dividual effort rather than a group effort. 

QWhat motivates you? What makes 

• you want to remain in the land-
scape business? 

A Snyder. What's my driving force? I 

• ask myself that question every day. I 
think it's a real important question to ask 
every day because I'm a seeker — I'm an 
innovator. And innovators, in terms of 
their personality, are the ones that like to 
make things happen. I like to start things 
up. And I love great challenges and very 
difficult challenges. 

I've always been very competitive, whe-
ther it be business or sports. I have a 
family history of innovators and entre-
preneurs. My grandfather influenced me 
greatly as I watched him become very 
successful in the oil business. Then I wat-
ched my father and my uncle become in-
credibly successful innovators. I guess 
I'm kind of motivated a great deal now at 
living up to the reputation. 

It's just a real natural thing for me to 
seek challenging environments, difficult 
environments. Starting a business like this 
is as difficult an environment as I've ever 
encountered. I thrive in it. 

(continued on page 62) 
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the ultimate solution to 
rotary trimmer line problems 

• 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. 

A T T E N T I O N ! 
Dealers & Distributors: 

izard 

SUGG. RETAIL 

» W E E D 
W I Z A R D 

G e t t h e a l l - n e w W e e d W i z a r d in y o u r s t o r e n o w a n d 
r e c e i v e a F R E E f o u r - c o l o r d i s p l a y ! 

• D e a l e r cost o n l y $ 1 5 . 5 0 per unit . 
• 12 uni t m i n i m u m o p e n i n g order . 

CALL TODAY 1-800-262-5122 
W E E D W I Z A R D , INC. , P.O. Box 275, Dahlonega, Georgia 30533 



Tractor Issues 
(continued from page 31) 

complete tractors with five horsepower 
sizes ranging from 15- to 35-h.p. 
127 on render service cord 

J.I. CASE CO. Trudy Brunot, product 
manager for 200 series tractors at J.I. 
Case Co. said the company's product line 
is upgraded in two- to two-and-a-half-year 
cycles, incorporating easier operations, 
attachment compatibility and expanding 
the attachment selection. 

Case offers five tractors in the under 
40-h.p. range called the 200 series. These 
compact tractors with PTO horsepowers 
of 15.2 to 27 have a designed control sys-
tem, a lighted dash panel, contoured seats 
and an expanded selection of tire sizes. 

Easy-to-install attachments include cul-
tivators; mid-, rear- and front-mounted 
mowers; snow throwers; and loaders. 
128 on reader service card 

GRAVELY INTERNATIONAL. Gravely In-
ternational offers garden tractors ranging 
from 12- to 20-h.p. and up to 22 attach-
ments, according to Rick Murray, vice 
president of marketing. "We also have a 
two-wheel tractor which is a walk-behind 
and has 20 attachments. We have interme-

diate mowers (walk-behind) and riding 
out-front cutters with 40-, 50-, 60- and 
72-inch cuts and different horsepowers," 
he said. 

The top of the line for Gravely is the 
Promaster 18H, a riding mower with an 
18-h.p. engine and a 16-inch mower. 
There's also a 30H with 30 :h.p. and a 
72-inch mower. They are both hydrostatic. 
129 on reader service card 

ARIENS COMPANY. Ariens Co., Bril-
lion, Wis., entered the market in 1973 
with 18- to 20-h.p. Kohler engines, accor-
ding to Mike Thuecks, Ariens tractor 
program manager. Its systems are fully 
hydraulic and employ 25 accessories and 
attachable back hoes. 

The mid-size is the HT tractor 16- to 
18-h.p. Kohler hydrostatic transmission. 
Electric lift and PTO clutch are standard, 
as are wrap around head and tail lights. 
It also has 42-, 48- and 60-inch mow deck 
options and a quick attachment system. 
120 on reader service card 

THE TORO CO. Toro is producing more 
wide-area mowers and wide-area walk-
behinds from 12- to 18-h.p. with 32- to 
52-inch decks. The Groundsmaster is 
just that type. Another feature of Toro 
is a mid-size walk-behind with a 32-

inch deck, allowing it to fit through gates. 
131 on reader service card 

KUBOTA TRACTOR CORP. Kubota Trac-
tor Corp. introduced its first four-wheel-
drive series of tractors for commercial 
landscapers, apartment maintenance 
crews, cemeteries and residential use in 
1986. Also new is an excavator tow artic-
ulated wheel loader and trencher. 

The KH007, a compact excavator, is 
32.3 inches wide for use in tight spaces. 
It has an 8.5-h.p., two cylinder liquid-
cooled diesel engine. 

The two articulated wheel loaders, the 
R310 and R410 offer the same quality and 
versatility as the R400, but are equipped 
with a strong channel frame and feature 
LST — load sensing transmission. This 
automatically changes from high speed 
with low torque to low speed with high 
torque as load conditions vary. 

Each of the models has a liquid-cooled, 
four-cylinder engine with 26.6-h.p. and 
39.5-h.p. respectively. They are designed 
for low noise. They have four-wheel drive 
and steering at angles of about 40 degrees. 
132 on reader service card 
— Lynn Wolf Dulcie • 

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

LAWN 
ASSISTANT 
Software for the Lawn & 

Tree Care Industry. 

Call us to receive a free 
80 page publication on 
choosing a computer system 
for lawn and tree care. 

RIAL GREEN 
COMPUTERS 

3130 C r u m b Rd. 
Wal led Lake, Ml 4 8 0 8 8 

(800) 422 -7478 
Inside Michigan call 

(313) 669 -1118 
Circle 61 on reader service card 

M-100 Standard Ramp — built for 
standard size Amer ican 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: 

•S 414-898-4221 

A n d e r s o n 

QUALITY, 
A N D 

S E R V I C E 

FERTILIZERS / 
2 — " — 
O W O S S O . M I C H I G A N 

LIQUID FERTILIZER 

DRY FERTILIZER 

CUSTOM BLENDING 

N-SURE DISTRIBUTOR 

800-356-7310 

(517) 723-5205 

P.O. BOX 706 OWOSSO, Ml 48867 

58 Circle 39 on reader service card Circle 37 on reader service card 58 



l a n d s c a p e N e w s 
(continued from page 19) 

fertilization, edging, mulching, tree trim-
ming, guying, staking, wrapping and win-
ter protection. 

Other services that the landscape man-
agement contractor may perform include 
the planting and caring of seasonal color, 
irrigation service, erosion control, revege-
tation, snow removal services and aquatic 
weed control. 

FINANCIAL PROFILE: Cash flow is the 
most critical financial indicator in a suc-
cessfully managed landscape management 
company. The principal reason is that it 
is a pure services organization, for unlike 
an installation contractor, it sells labor 
services and little hard product. The ma-
jor portion of its disbursement must be 
written within a short time frame. 

For example, labor, which comprises 
more than 50 percent of all disburse-
ments, must typically be paid every seven 
days; and equipment expenses, which to-
tal another 20 percent of all disburse-
ments, are generally 30-day payouts. 
Therefore, well over 70 percent of all 
disbursements must be paid within 30 
days or less. How is this done? In the in-
dustry sampling, this is accomplished 

both through accounts receivable collec-
tions and notes from outside creditors, 
virtually in the same proportion. The pre-
ference is to have the company support its 
needs more on its own resources than on 
those of outsiders. One way this can be 
achieved is to reduce the receivable age to 
something less than 40 days in length. 

Since 1979, significant economies and 
efficiencies can be seen in the manner by 
which the landscape management contrac-
tor manages his business. Yet, profits 
have seen more than a 50 percent reduc-
tion. Much of this decrease can be cred-
ited to the contractor's inability to pass 
along to the client the major increases in 
the cost of owning and operating equip-
ment. 

INTERIOR PLANTSCAPE CONTRACTORS 
Type of Company: 
Corporation: 70 percent 
Sub-S Corp 17 percent 
Proprietorship 13 percent 

Profile Data: 
Years in Business 11 
Number of Clients 350 
Average Job Size $2,100 
Total Employees 26 
Permanent Employees 18 
Average CEO Wages $28,600 

The interior plantscape contractor pro-
vides its clientele with a wide range of 
products and services required for the 
creation of the interior environment. 

These areas of expertise include in-
terior design and horticultural consulta-
tion, and the supply and installation of 
tropical and flowering plants, decorative 
plants and support materials. Additional-
ly, the interior plantscape contractor pro-
vides ongoing maintenance programs, 
often linked with guarantees, to assure the 
continuing quality of their products and 
services. In accomplishing their goals, 
these contractors often work cooperatively 
with the architectural and design com-
munity to fulfill landscape needs in a 
wide variety of interior spaces, both in 
the residential and commercial markets. 

FINANCIAL PROFILE: The overall fi-
nancial profile illustrates a company that, 
while slightly undercapitalized, operates 
quite nicely. There are, however, two 
areas which, if attended to, would result 
in this company's being a model after 
which others could pattern themselves. 

First, liquidity, while adequate for cur-
rent operations, suffers as a result of the 
company's trying to maintain a heavy in-
ventory (105-day age) plus finance some 

(continued on page 62) 

The 4-wheel Drive 
Seeder Dethatcher 

Yet another innovative and timely product 
from SALSCO's progressive R&D program. 
For complete information on the 380 Seeder 
Dethatcher and other fine SALSCO products 
please call or write: 

LEADER BY DESIGN 
105 SCHOOL HOUSE RD. • CHESHIRE • CT 06410 
1-800-8-SALSCQ • FAX (203) 271-2596 • (203) 271-1682 

IMLER M E A S U R I N G W H E E L S 

The 
Professionals' 
C h o i c e . 

O R I G I N A L 
W H E E L 

To order or 
for information 

call toll free 
1-800-433-1764 

In Ohio call 
(614) 486-9068 

or write 
Imler Industries Inc., 
1117 Broadview Ave., 

Columbus, Ohio 43212 
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CALENDAR 

JUNE 2 
Advanced Interior Maintenance, DFW 
Marriott, Dallas, Texas. Contact: Asso-
ciated Landscape Contractors of America, 
405 N. Washington St., Falls Church, Va. 
22046; 703/241-4004. 

JUNE 5-7 
Proving the Technical Case: Groundwater 
Pollution Litigation, University of Wis-
consin-Madison. Contact: Patrick Eagan, 
Dept. of Engineering, University of Wis-
consin-Madison, 432 N. Lake St., Madi-
son, Wis. 53706; 800/262-6243 or in 
Wisconsin 800/362-3020. Ask for engin-
eering information. 

JUNE 15 
Sports Turf Association Educational Ath-
letic Turf Field Day, 8:30 a.m. to 4:30 
p.m. River Oaks Recreation Centre, Oak-
ville, Ontario. Contact: Robert Allen, 50 
Booth Ave., Toronto, Ontario M4M 2M2; 
416/392-7261. 

JULY 31 to AUG. 2 
International Lawn, Garden and Power 
Equipment Expo, Kentucky Fair and Ex-
position Center, Louisville, Ky. Contact: 
Expo 89, P.O. Box 70465, Louisville, Ky. 
40270; 800/558-8767. 

SEPT. 28-30 
International Pesticide Applicators Asso-
ciation Convention and Show, Salishan 
Lodge, Glenden Beach; Ore. Contact: 
John Landon, P.O. Box 247, Cackamas, 
Ore. 97015; 503/222-3161. 

OCT. 8-11 
The Associated Landscape Contractors of 
America Interior Plantscape Division 
Conference and Trade Show, Boston Park 
Plaza, Boston, Mass. Contact: ALCA, 
405 N. Washington St., Falls Church, Va. 
22046; 703/241-4004. 

NOV. 6-9 
The 10th Annual Professional Lawn Care 

Association of America Conference 
and Trade Show, Las Vegas, Nev. Con-
tact: Jim Brooks, 1000 Johnson Fer-
ry Rd. N.E., Suite C-135, Marietta, Ga. 
30068-2112; 404/977-5222 or 800/ 
458-3466. 

NOV. 7-10 
New York State Turfgrass Association 
Annual Conference and Trade Show, 
Rochester Riverside Convention Center, 
Rochester, N.Y. Contact: Beth Seme, P.O. 
Box 612, Latham, N.Y. 12110; 518/ 
783-1229. 

NOV. 8-11 
International Trade Fair for Design, 
Equipping and Care of Amenity Areas, 
Cologne, W. Germany. Participants in-
clude those interested in landscape con-
struction, plants and seeds, chemical and 
biological products and golf course con-
struction. Contact: Köln Messe, 221/ 
821-2912. 1 

One bad Fall Could change a Child's whole Life 
The National Sports Turf Council 
A n e d u c a t i o n a l , research , char i tab le , non-pro f i t , t a x - e x e m p t o r g a n i z a t i o n 

Young athletes need your help 
Let's look at real i ty m a n y , m a y b e even most , of our sports a n d p l a y g r o u n d sur faces a re in d e p l o r a b l e c o n d i t i o n M a n y of these are unsafe a n d even t reacherous W e still to lerate this even t h o u g h w e 
have the f inest a g r o n o m i c k n o w l e d g e , tur fgrasses a n d e q u i p m e n t at our d isposal A d d this to our col lect ive e n t h u s i a s m for physica l activity w a t c h i n g a n d par t ic ipat ing a n d w e have a power fu l 
fo rce to const ruc t qual i ty f ields, ma in ta in t h e m , a n d / o r cor rec t exist ing sports f ield turf p r o b l e m s W e bel ieve that lack of vital in format ion a n d b lurred focus of in tent ions have s lowed progress N S T C 
wil l take all of this talent, in format ion a n d mater ia l , focus, then project the e s s e n c e into a n act ive force for sports a n d p l a y g r o u n d safety 
W h o d o w e n e e d to get involved? S u p p o r t f r o m organiza t ions , inst i tut ions a n d associa t ions is essential , but indiv idual e f for ts f r o m parents , t eachers a n d c o a c h e s is m a n d a t o r y W e n e e d 
input emot iona l , test imonia l , technical , statistical a n d physical . T h e n w e n e e d funds to fuel t h e m e c h a n i s m W e n e e d you. 
W e n e e d c o m m u n i t y l ia ison, p e o p l e w h o wil l g r a b t h e ball o n a loca l level a n d run w i t h it W e n e e d p e o p l e in t h e r ight p laces w h o c a n i m p l e m e n t a p lan to tack le a p r o b l e m , dev ise g a m e p lans in the 
c o m m u n i t y a n d m a k e t h e m w o r k W e n e e d p e o p l e of c o n s c i e n c e w h o real ize that fa l l ing is a part of physica l activity a n d that ge t t ing u p a n d s h a k i n g it off is a right, a n d pa in a n d injury a re not 
a c c e p t a b l e W e n e e d you. 

You can help by joining today! 
B e c o m e associa ted in s o m e ca tegory wi th N S T C a n d wi th aff i l iated organ iza t ions 
G ive f inancia l a id to N S T C to assure cont inu i ty of Safer Spor ts Turf opera t ions 
H e l p i m p l e m e n t p lans o n a l o c a l / c o m m u n i t y level 
Ta lk to o thers get t h e m involved 
Jo in today 

Membership Application 
• Sponsor $500* • National Corporation $250 • Donor (not a member) Any Amount 

• Corporate $500 • Local Commercial $100 • Contnbutor (Receives Mailings) $25 
to any a m o u n t 

I ( W e ) wish to suppor t N S T C in the a b o v e ca tegory (check appropr ia te box) 
P lease return this m e m b e r s h i p appl icat ion a n d 
your check to Nat iona l Sports Turf Counc i l 

B u s i n e s s / o r g a n i z a t i o n n a m e 

U S D A - A R S - B A R C 
— Bldg 001. R o o m 3 3 3 

Z , p Beltsville. M D 20705 
3 0 1 / 3 4 4 - 3 6 5 5 «§Sf 

NATIONAL S P O R T S TURF C O U N O L 
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CLASSIFIEDS 

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 maga-
zine, 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 TO 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. 

••• 

FOR SALE 

LAWN CARE EQUIPMENT 
Hannay reels new in-the-box, E1526s, E1530s, 
$349; lawn spray hose, 275 psi and 20 psi, 
all sizes; original Imler measuring wheels, 
$48; glycerin-filled gauges, 0-6 psi to0-l ,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. 

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

••• 

EQUIPMENT AND CONSUUAWN 
Custom design sprayers; Professional spray 
consultation, Flo-jet 12-voltpump; Backpack 
sprayers; Hannay reels; JD9CT guns; Gly-
cerin gauges; Spray System parts; Hyproand 
Udor pumps and replacement parts; High 
Pressure Cleaners. Selling directly to lawn 
care companies with discounts on parts and 
proudly shipping 90 percent of same day 
orders. Canann Industries, 800/842-7515 
(AL); 800/633-7560 (U.S.) 

••• 

BUSINESS FOR SALE 
Lucrative landscape business with some large 
maintenance accounts. 5 trucks, trenchers, 
tons of equipment. Total price $75,000. 805/ 
735-7076. 

••• 

LANDSCAPE TRAINING VIDEOS 
Intermediate mower maintenance field and 
shop repair; efficient/profitable mowing 
techniques; professional shrub trimming, 
plant installation, basic landscape plan draw-
ing, etc. ENGLISH AND SPANISH. Write 
for free brochure: C. D. Anderson Landscape 
Videos, 515 Ogden Ave., Downers Grove, 111. 
60515. 800/937-0399. 

••• 

BUSINESS OPPORTUNITY 

WHAT DIRECTION IS YOUR FUTURE 
Are you considering your own business? Do 
you need help? Our franchise opportunity may 
be the vehicle to help you travel the road to 

success. The lawn care industry is on the 
move and has room for more good compan-
ies. Even if you own your own company, our 
professional team can help. Please call col-
lect: Keith Waller or Don Friihauf at 216/ 
255-0380. 

••• 

HELP WANTED 

FOREMAN POSITION 
Top firm needs foreman. Quality conscious 
Texas-based landscape management firm has 
immediate opening for detail-oriented land-
scape maintenance foreman. If you have out-
standing professional and horticultural skills 
and are not afraid of hard and healthy team-
work, then you could qualify for a top posi-
tion with the finest landscape firm in the South-
west. Outstanding compensation and oppor-
tunity. Reply today to: ALA/Maintenance, Box 
325,4012 Bridge Ave., Cleveland, Ohio, 441D. • • • 

LANDSCAPE SALES PERSON 
Expanding Southern California company 
looking for a dynamic and highly motivated 
person. Industry knowledge will be helpful. 
Sales experience and ability to communicate 
with people effectively desired. Please send 
resume to: Mark Wesel, general manager, 
Valley Landscape Maintenance, 8001 Canoga 
Ave., Canoga Park, Calif., 91304. • • • 

SALES ENGINEER 
Fast-growing Midwest manufacturer of fluid 
pumping and metering products has an im-
mediate opening for a sales engineer to develop 
new markets. The position requires a strong 
technical understanding of electronic and 
mechanical devices plus knowledge of the lawn 
care industry. Qualified individuals should 
send resume and salary history to: Marketing 
Manager, Great Plains Industries, 1711 S. 
Longfellow St., Wichita, Kan. 67207 • • • 

It pays to advertise in the 

A L A / M A I N T E N A N C E 
CLASSIFIEDS 

To place an order, write to 

ALA/MAINTENANCE, 
4012 Bridge Avenue, Cleveland, Ohio 44113 
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* Depicts regional advertisement. 

Supervisors 
(continued from page 28) 

nel. Furthermore, when you take an ob-
jective look at your organization and 
decide that all you really need is someone 
too fill in for technicians during vacations 
and sick leave, then why hire a super-
visor when all you need is a utility man? 
Hiring a supervisor without giving him 
the opportunity to grow as a manager, to 
accomplish his goals and used only as a 
swing man is personally cruel and a 
waste of resources. 

Lawn maintenance supervisors serve as 
a controlled extension of upper manage-
ment, and frontline's "voice" in the deci-
sion making process. He works through 
people to satisfy customer needs, achieve 
corporate goals, and ensure the well-be-
ing of his staff. In this regard, the super-
visor may be the most important person 
in the whole organization. He is a 
people-oriented individual whose primary 
responsibilities are to translate corporate 
goals into action at the frontline, and to 
provide management with accurate feed-
back so that proper operating adjustments 
can be made. — Mike Holcomb • 

The author is an urban and industrial en-
tomologist based in Decatur, Ala. 

Landscape News 
(continued from page 59) 

of its customers through leasing arrange-
ments. Were the company to either cut in-
ventory in half or finance the lease with 
an outside creditor, or both, the liquidity 
and capitalization issues would be satisfied 

The second area concerns profitability 
that, while arguably adequate, can stand 
significant improvement. Because the 
margins earned from jobs indicate fair 
pricing and good labor efficiencies, the 
issue of profitability rests primarily in 
overhead control rather than job control. 

For example: the heavy inventory lev-
els are driving up stock losses and ware-
housing expenses; the levels of mileage 
expense plus gasoline expense suggest the 
company might be attempting to service 
too great a geographic area; the advertis-
ing and selling expense should be analyz-
ed to determine whether the dollars are 
most effectively allocated and focused to 
the company's market; and, interest ex-
pense can be significantly reduced were 
inventory reduced and the leases elimi-
nated. • 

Contact ALCA for more information on 
this report: 405 N. Washington St., Falls 
Church, Va. 22046; 703/241-4004. 

Arrowhead 
(continued from page 57) 

QWhat is the most difficult aspect of 

• your job? What causes you the most 
frustration? 

A Snyder. I would say it's a toss-up 

• between the terribly unsophisticated 
market we're in and the fact that our 
competitors are not charging enough for 
the sacrifice and the effort. 

It's raising those standards that's chal-
lenging, but you have to do it. You have 
to lay down the law and say we're paying 
you for an honest days work, and we all 
have to give 100 percent or it's not going 
to work. I think there's also frustration 
with the lack of qualified and experienced 
personnel. The industry demands that you 
have training programs, that you be an 
expert with a personnel-intense type of 
business. That's what we are. We're sell-
ing people's time and their services. So 
we've got to be good at that. 

That's part of the frustration because 
it's a constant challenge and you always 
want your success before it's time. I grew 
up with that view for immediate self-
gratification. 

QWhat advice can you give to new 

• and growing companies in the lawn 
maintenance industry? 

A Snyder. Let control and profit deter-
m i n e your growth and be very care-

ful and cautious about taking on large and 
especially new work that you haven't 
done before. 

You don't want to jump in with both 
feet in the frying pan. Be careful about it. 
Not only work hard, but work smart. All 
the hard work in the world is great, but 
working smart may take staying up an ex-
tra hour at night and getting up an extra 
hour early in the morning. Those are the 
keys to success. 

A Meyer. Read until it hurts. Read ev-
erything and anything that will give 

you a sense of where the industry's going 
and where the business is. 

Keep your equipment in good condition 
and keep your eye on labor and budgets. 
Know which jobs are making a profit and 
don't make a habit of doing free jobs for 
your customers. — Cindy Code • 
The author is Editor o/AL A/Maintenance 
magazine. 
COMING NEXT MONTH 
The June issue of ALA/Maintenance 
magazine will include a report on 1989 
seed varieties and the latest research 
developments in seed tolerance, color and 
disease resistance. We'll also bring you 
some water conservation tips and what you 
need to know before selling and installing 
irrigation systems. 
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Give grubs an inch and they'll take a whole yard. 
Grubs feed at many levels in a yard, 

but it's at 1" to IV2" below the surface 
where they do their real damage. And 
because grubs are constantly moving from 
one level in the soil to the next, a single 
treatment of most insecticides will only 
get the ones closest to the surface. 

Oftanol is a Rrg. TM of Bayer AG. Germany. ©1989 Mobay Corp. 62901 

But with OFTANOL® insecticide, you 
have the strength to knock out those grubs 
closest to the surface now, and the staying 
power to deal with grubs, rising up from 
the depths, in the future. 

So take away that inch. And keep the 
whole yard. M o b a y C o r p o r a t i o n 

A Bayer USA MC COMPANY 

Oftanol. 
Bayer J 0 ] 

Specialty Products Group 
Box 4913. Kansas City, M O 64120 
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Meet your new source 
of extra-service income. 

Restores Color 
to Old Mulch 
K e e p O u t o f R e a c h of C h i l d r e n 

CAUTION 
R e a d A l l D i r e c t i o n s B e f o r e U s i n g j 

PRECAUTIONARY S T A T E M E N T S 
T his product may cause eye irritation Prolonged 
ontact with sum can also cause irritation In case 

of accidental eye contact, flush eyes with water 
•"'ash oxposcd skin areas with soap and water 

{JfinfUHion persrsts obtain medical attention 

D IRECTIONS FOR USE 
IESCO Nu-Mulch co-vnntrate is a comOnation 0» 

•oyeo^nts to be mi*ed m a spray tank to/ appkcaton on 
TOOUJ wooden mulching material LESCO Nu-Mulch is 
« « *at«r-so»ut)ie and disperses rapm>, m agitated tanks 

Recommended Appl icat ions on Mulch: 
LESCO Nu-Mulch concentrate to the spray tank 

C i r c l e 3 5 o n r e a d e r s e r v i c e c a r d Always read and follow label instructions before applying any chemical product. 

Old faded mulch becomes 
new profitable business 
with LESCO Nu-Mulch.™ 
It's the new colorant that 
quickly and easily restores 
original color to mulch. 

One application lasts two to three months and costs 
about half as much as putting down new material. And 
LESCO Nu-Mulch is an easy-to-use liquid that is applied 
with a backpack or handheld sprayer. No bags, no bulk. 

Non-toxic to plants, LESCO Nu-Mulch is an inert, 
water-soluble formulation that easily washes off most 

types of foliage. It'll put 
you in the mulch business 
all season long. 

Make old mulch your new 
source of income. Order 
LESCO Nu-Mulch today. 

(800) 321-5325 Nationwide • (800) 686-7413 In Ohio 

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


