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TURCAM®'s advanced 
carbamate chemistry goes to 
work fast—and offers effectiveness 
that lasts—against white grubs as well as mole 
crickets, chinch bugs, sod webworms and other 

Now available in two 
convenient forms—TURCAM WP 

a wettable powder and TURCAM 2V2G 
granular—this versatile insecticide can take care of 

your toughest pest control problems. For more 
destructive pests. This hard-working insecticide is information on TURCAM, contact the NOR-AM 
odorless.. .cost-effective.. .easy r^xWk. / \ • K M Communications Department 
to apply. What's more, TURCAM V r I \ I L J H " A I V 1 or your local distributor, 
wont tie up in thatch or damage N0R"AM CHEMICAL COMPANY C A U T I 0 N : X U R C A M ® IS A RESTRICTED 

turf and ornamentals. 

NOR-AM CHEMICAL COMPANY 
A Schering Berlin Company 

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

Copyright© 1968 NOR-AM Chemical Company All rights reserved. 

IMPORTANT: Please remember always to read and follow carefully all label directions when applying any chemical. 
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There's really nothing com-
plicated about the reason John 
Deere commercial walk-behind 
mowers deliver such a smooth, 
even cut. 

The whole idea of baffling, 
in fact, is . „ 1 
really quite 
Heavy-duty 
trmisaxle with ^ 
cut goat's 
provides five speeds, 
plus reverse. 

simple. Control the force and 
flow of air under the deck and 
you Ve gone a long way toward 
controlling the quality of cut. 

Contoured baffles around the 
blades on our 48- and 52-inch 
mowers lift grass uniformly so 
the three offset blades can give 
it a manicured cut. 

Large baffles in the front 
of the V-shaped deck can be 
lowered to minimize blowout in 

A 12.5- or 17-hp 
Kawasaki 
engine is avail-
able, depending 
on model. 

dry mowing conditions. Or 
moved up to maximize produc-
tivity in tall grasses. 

There's really nothing com-
plicated about John Deere 
controls either. All are conve-



niently located at your finger-
tips. Steering levers. Individual 
brake controls. 5-speed trans-
mission. Mower blade and 
traction drives. 

And nothing could be simpler 
or more reassuring than John 
Deere product support— 
undeniably the best in the 
industry. Expert service and 
repair. Plus a computerized 
parts system that usually B 

ĴOMN DEEREy 
5 Circle 47 on reader service card 

delivers overnight. 
For quality commercial mow-

ing, the choice is quite simple. 
See your John Deere dealer for 
more information. Or call 
1-800-544-2122. 
Choose a 32• or 36-inch 
mower. Or the 48- or 52-inch 
model shown at right. 

N o t h i n g R u n s 

Like a Deere 



EDITOR'S FOCUS 

RESIDENTS OF MONTECITO, CALIF., 
are up in arms over the unbelievable 
amounts of water a prominent resident 
uses (or wastes as some would say) to 
water his 23-acre yard. 

Harold Simmons, most often in the 
news for his corporate raiding, was 
recently reported to have used nearly 10 
million gallons of drinking water on his 
"normal" sized yard. That's enough to 
satisfy a typical family of four for 30 
years, according to experts. 

In addition to the huge amounts of 
water being used on his lawn, residents 
were particularly distressed to hear that 
Simmons only spends about one week a 
month in Montecito. 

Like many California cities, Montecito 
has rationed water for more than a dec-
ade. Nearby Santa Barbara, recently 
banned lawn watering altogether. 

In addition, it took a court order for 
the Montecito Country Club to stop using 
such exorbitant amounts of drinking water 
on its golf courses and grounds. 

Incidents like this aren't just prevalent 
in California. Similar stories can be 
found in Arizona, Florida and other arid 
states fighting dwindling water supplies. 

And episodes like this only serve as 
reminders to the general public that the 
lawn and landscape maintenance industry 
wastes water rather than uses it wisely for 
the benefit of the environment. 

When the lawn watering ban was pass-
ed in Santa Barbara, a series of reactive 
events followed: An outcry by landscape 
contractors resulted in the city's compro-
mise to allow drip irrigation; many land-
scape designs were altered to include more 
trees, shrubs and hardscape areas rather 
than planned turf areas; and complaints 
that hotels, car washes, etc. weren't in-
cluded in the ban were voiced to no avail. 

Water conservation is now and will con-
tinue to be a serious problem, and it's one 
the green industry can't afford to ignore 
whether you live in California or Illinois. 

Contractors must act now to promote 
proper and sensible irrigation methods. 
Proper calculation of a landscape's water 
requirements should be followed, rather 
than the all too common seat-of-the-pants 
approach. Water sensing devices can also 
eliminate over watering. 

As visible as the use of water is in the 
green industry, it's imperative that con-
tractors act responsibly and take needed 
steps to promote a positive image. 

In this month's special irrigation sec-

tion, basic irrigation design, proper set-
ting of controllers and continued mainte-
nance tips are discussed. Use these 
recommendations to review the system 
you have in place or to help you start a 
new one. 

••• 

In other news, controversial New York 
pesticide notification regulations thrown 
out by a judge last year will remain in-
valid after the state's highest court refused 
to hear an appeal. 

The New York State Court of Appeals 
refused to hear an appeal from the De-
partment of Environmental Conservation 
to reinstate stringent pesticide regulations, 
first rejected by the Supreme Court's Ap-
pellate Division. 

The court ruled that the DEC overstepped 
its authority when imposing the regulations 
— a right belonging only to the legislature. 

Cancellation of the regulations elimi-
nates excessive signage, supplying cus-
tomers with contracts 48 hours in ad-
vance of an application and retaining con-
tracts for six years among other things. 

Pesticide notification laws are still in 
effect requiring operators to post 4- by 
5-inch signs after applications. 

Tom West, an attorney representing the 
green industry in the two-and-a-half year 
battle, said this ruling marks the first 
time the court has decided not to hear an 
environmental case. 

Congratulations to the New York State 
Turfgrass Association, the Professional 
Lawn Care Association of America, the 
Pesticide Public Policy Foundation and 
the National Arborist Association, among 
others, who contributed to this precedent 
setting victory. — Cindy Code • 
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FOCUS ON: 
BREAKING NEWS 

WILKINSON RESIGNS, FUTURE OF 3PF UNKNOWN 
WHEN JIM WILKINSON STEPS DOWN 
as executive director of the Pesticide Pub-
lic Policy Foundation, he may be signal-
ing the end to the association he has 
headed for the past three years. 

Wilkinson announced last month that 
he will resign his position, effective May 
4, to accept a job as chief operating of-
ficer of Lawnmark, Hudson, Ohio. 

Lawnmark operates 13 branch offices 
from Ohio to Maine, reporting annual 
revenues in excess of $10 million. 

In one of his last official acts as ex-
ecutive director, Wilkinson and the foun-
dation's board of directors will vote to 
keep 3PF running or close its doors. 

"It was a situation where 3PF was not 
being supported financially to the degree 
that I felt it needed to be supported," 
Wilkinson said. "It certainly was not 
receiving the level of support that we had 
budgeted for. As I result, I couldn't afford 
to stay in the 3PF business." 

The future of 3PF was to have been 
determined by its board of directors May 
2 in Washington, D.C. 

Mixed reaction greeted Wilkinson's 
decision to resign. 

"Jim did an outstanding job as execu-
tive director of 3PF, but in the process 
found he had to devote more or as much 
time to fund raising as he did to fulfilling 
his charge," said Bob Felix, executive 
director of the National Arborist Associa-
tion. "Industry priorities have changed 
and financial support (for 3PF) has 
changed. I hate to see it go, but 3PF can 
no longer sustain itself and should close." 

There are those, however, who think 
the organization should live on. 

"I doubt 3PF will die, there are too 
many people who believe in it," said 
Jerry Faulring, president of HydroLawn, 
Gaithersburg, Md. "There's a strong con-
sensus for its' need, but they don't want 
to pay for it." 

3PF was formed in 1983 primarily 
through the combined efforts of the NAA 
and the Professional Lawn Care Associa-
tion of America to respond to legislative 
and regulatory activity. 

Felix admitted that the NAA hasn't 
been generous with financial contribu-
tions but, like others, he has devoted per-
sonal time and energy to 3PF. 

Other trade associations including the 
National Pest Control Association, the 
Associated Landscape Contractors of 

America, the International Society of Ar-
boriculture and the Utility Arborists As-
sociation came to identify with 3PF, but 
offered nominal financial support. 

It's undecided whether this lack of 
monetary support stemmed from the close 
alignment between 3PF and PLCAA, its 
primary financial supporter. 

"The issues impacted all urban/subur-
ban applicators. 'Lawn care' just became 
a catch-all word," Felix said. 

PLCAA's board of directors had voted 
to contribute $50,000 to 3PF in 1990, a 
significant share of 3PF's $180,000 annual 
operating budget. But 3PF failed to gene-
rate sufficient funding from other trade 
associations, according to Wilkinson. 

With PLCAA's contribution, 3PF ex-
pected to generate about $130,000 to 
$140,000 this year. 

Martha Lindauer, ALCA director of 

communications said financial com-
mitments are needed before a decision is 
made to keep 3PF afloat. One option be-
ing considered — a skeleton staff — 
would not solve but create more financial 
problems, she said. 

The NPCA annually donates about $4,000 
to 3PF, and would like to see it continue. 

"The state affairs committee in 3PF has 
developed a good network and ability to 
share information" said Harvey Gold, 
NPCA executive director. "We just need 
to see how it can continue functioning at 
a minimal cost." 

PLCAA is taking a "wait and see" ap-
proach regarding the future of 3PF. 

"3PF filled a unique niche," said Rick 
Steinau, PLCAA president. "However, 
for a single association to support a 
group at the extent that we've been doing 
raises lots of questions for me." • 

The Most Useful Tool in the 
Tree Caie Business is the 

National Arborist Association. 
NAA has the programs that make the other tools work! 

Our Special Offer for new Members! 
Your membership fee is only $175.00 for 

the remainder of 1990. And you also 
receive a FREE BONUS - two instructional 
vidéocassettes: "Pruning Tools and 
Techniques" and "Pruning Practices and 
Standards". 
Why Belong to the National Arborist 
Association? 

The N.A.A. is the source of information, 
training programs, and no-cost consulta-
tions. As America's oldest and largest 
association of professional commercial 
arborists, we are working on many levels 
to build a better industry and help our 
member businesses grow. 

Save on Safety, Management and 
Training Programs! 

Members receive discounts on all of our 
materials and services. We offer the first 
and only arborist Home Study Programs, 
videocassette programs on safety and 
other vital topics plus many other business 
enhancement programs. 
We're Your Voice in Washington, D.C. 

The N.A.A. is nationally recognized as 
the voice of arboriculture and stands up for 
members' interests in the formulation of 
fair and useful federal laws and regulations. 
You Belong to the N.A.A.! 

Membership can be billed to your 
Mastercard® or VISA®. To join or find out 
more, remember to "refer to N.A.A.". 
PHONE 1-800-REF-2-NAA 

The National Arborist Association 
The Meeting Place Mall /P.O. Box 1094/Amhers t , N H 03031-1094 

LAWN & LANDSCAPE MAINTENANCE • MAY 1990 7 



NEWS IN BRIEF 

CONGRESSIONAL REPORT 
ATTACKS PESTICIDES, BROCHURES 

Although no legislation is pending, one 
key U.S. senator has made it clear that 
the lawn maintenance industry faces fed-
eral action within the next year or two 

if it fails to take more care with the pesti-
cides it uses. 

The lawn maintenance industry and its 
chemical industry supporters cried " foul" 
and accused the Senate of dredging up old 
scare stories to revive past controversies. 

At the same time, the Professional Lawn 

Care Association of America, holding the 
first of what promises to be an annual 
lobbying event, won a seat on a presiden-
tial advisory council that may enable a 
defense of some pesticides, including 
2,4-D. 

Earlier, however. Sen. Harry Reid, D-

Executive Offices Building. 

the process isn't profitable to the 
chemical company. Other chemi-
cals may have 20 uses, but get re-
registered only for the five most 
profitable uses. 

"You ought to get involved in 
a very major way," he advised the 
group. " I 'm surprised how many 
so-called minor uses apply to very 
major crops, and I think certain-
ly lawns are a major crop in this 
country." 

Evans also advised them to keep 
in touch with their legislators. The 
process is important, Evans said. 
"You have to be a spokesman for 
your industry on a continuing 
basis." 

At dinner later at a Capitol Hill 
restaurant, Reps. Charles Sten-
holm, D-Tex., and Pat Roberts, 
R-Kan., offered their support for 
the industry's position on pesti-
cide regulation. 

Roberts told operators that the 
congressional effort was centered 
around "trying to establish a 
reasonable risk." But the policy 
doesn't always work. 

Steinau suggested the 60 who 
did come to Washington appeared 
to already have grass roots lob-
bying in their blood. 

"They walked away after hav-
ing met with their legislators on 
a federal level. Now they go back 
to their states and it's a piece of 
cake for them to go see their state 
legislators. We felt that was very, 
very beneficial." 
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GREEN INDUSTRY REPRESENTATIVES 
PARTICIPATE IN 'DAY ON THE HILL' 
THE SECTOR O F U.S. SOCI-
ety that would seem to have the 
greatest claim to the phrase, 
"grass roots lobbying," has tried 
it, likes it and plans to do it again 
— probably every year. 

About 40 members of the lawn 
maintenance industry and 20 
chemical manufacturer's repre-
sentatives fanned out across Cap-
itol Hill last month to lobby their 
senators and promote good will. 

The trip could not have been 
better timed. Unrelated to "Day 
on the Hill" events, sponsored by 
the Professional Lawn Care As-
sociation and Monsanto, a Senate 
subcommittee held a hearing on 
the regulation of lawn mainte-
nance pesticides, featuring citi-
zens who have complained of a 
general lack of protection for per-
sons suffering adverse, some-
times fatal, reactions to the chemi-
cals. 

Despite the pall cast by the hear-
ing, PLCAA and Monsanto were 
so taken by the enthusiasm of the 
60 Day on the Hill participants 
and the success of their visit, that 
they committed themselves to a 
repeat next year. 

In addition to immediate suc-
cess, two key meetings attended 
by PLCAA President Rick Stein-

au could have some long lasting 
effects. 

Steinau was invited to represent 
PLCAA on a presidential advis-
ory council being established to 
deal with pesticides in agriculture 
and related industries such as lawn 
maintenance. 

Steinau was also one of several 
people to meet with Anne Lind-
say, director of the Pesticide Reg-
istration Division of the Envi-
ronmental Protection Agency, and 
reported good results from that 
session. 

Steinau said he thought the in-
vitation to sit on the White House 
council came as a direct result of 
Day on the Hill. He said he hoped 
to use his new position to ease 
some of the restrictions on 2,4-D 
and other pesticides used in lawn 
maintenance. 

Lindsay, he said, stressed in 
their meeting the importance of 
integrated pest management as 
one direction in which the EPA 
would like to see the lawn main-
tenance industry move. 

The Day on the Hill contingent, 
which included one participant 
from as far as Kennewick, Wash., 
spent one morning visiting their 
senators, representatives or aides. 
At an afternoon follow-up brief 

"Day on the Hill" will be repeated next year. 

ing, attendees universally des-
cribed their visits as positive. 

A handful of lawn maintenance 
operators began their visit to 
Washington by attending the Sen-
ate hearing, followed by a lunch 
and welcome by Steinau and Dave 
Duncan of Monsanto. 

Paul Schuda, deputy director 
of the Environmental Fate and Ef-
fects Division of EPA's Office 
of Pesticides Programs, outlined 
his depar tment ' s operations, 
augmented by a slide show. Paul 
Weller, president of Agri/Wash-
ington, a lobbying group, in-
structed the attendees on how to 
conduct their grass roots lobby-
ing effort. 

The attendees joined other 
business groups at a breakfast for 
about 200 people the next day at 
the U.S. Chamber of Commerce 
headquarters. There, Rep. Steve 
Bartlett, R-Tex., warned they had 
better organize to fight a renewed 
"agenda on the other side" to 
strengthen labor unions and civil 
rights. 

The highlight of the visit for 
most of the lawn maintenance 
operators, however, came the pre-
vious day when they visited the 
Executive Offices Building, part 
of the White House complex, to 
listen to a talk from Cooper Evans, 
special assistant to the president 
for agricultural and food issues. 

Evans spoke of agriculture 
issues and touched only lightly 
on the lawn maintenance industry. 
He did say, however, that the cur-
rent process of re-registering 
pesticides and other chemicals is 
not efficient. He noted that some 
do not get re-registered because 



Nev., opened a hearing by his Toxic Sub-
stances Subcommittee by reading from a 
government report of advertising brochures 
distributed by lawn maintenance companies: 

• "Our products are practically non-
toxic; no one gets sick." 

• "All of our products are legal and 
registered at EPA as practically non-toxic." 

• "The only way to be affected by 
2,4-D would be to lie in it for a few days." 

• "The safety issue has been blown out 
of proportion. Such a small amount of 
chemicals are put down directly on plants... 
(They do) not affect animals or people." 

• "All chemicals are non-toxic." 
• "Dogs may get a rash or feel irri-

tated, but they will only feel a little itchy. 
This is the same reaction the applicator 
gets when a pesticide touches his skin." 

Reid used the highly publicized hearing 
to warn the Environmental Protection 
Agency to control the use of lawn main-
tenance pesticides, and the Federal Trade 
Commission to deal with "misleading" 
advertising claims. 

Although only a handful of the more 
than 60 maintenance operators and sup-
pliers attended the hearing, the event 
dominated their conversation at "Day on 
the Hill." 

Except for the testimony of PLCAA 
and chemical suppliers, the hearing cen-

tered on three case studies of harm said 
to be caused by pesticides and on a report 
by the General Accounting Office, the in-
vestigative arm of Congress, that accused 
the EPA of not doing enough to control 
the use of pesticides. 

The GAO report concluded that not on-
ly was the EPA lax in controlling pesti-
cides, "the general public receives mis-
leading information on pesticide hazards" 
and EPA has "made limited use of its 
authority over unacceptable advertising 
safety claims." 

Sen. Joseph Lieberman, D-Conn., noted 
a ChemLawn brochure that said its pesti-
cides "have passed scientific review of 
their safety and effectiveness and are reg-
istered by their manufacturers with the 
U.S. Environmental Protection Agency." 

Lieberman said, "As a former attorney 
general who prosecuted fraudulent and 
misleading advertising cases, I can tell 
you I have serious problems with the 
wording of this brochure. Yet the GAO 
reports that neither the EPA nor the FTC 
has taken effective action against any of 
these companies over their advertising." 

Reid and Lieberman agreed the agen-
cies had to be "more aggressive" in their 
oversight of the lawn maintenance indus-
try and its promotional claims. Sen John 
Warner, R-Va., attempted to shield the in-

dustry from the onslaught, but was un-
successful until the hearing was delayed. 

But Rick Steinau, president of the 
PLCAA, said the damage had been done 
when the subcommittee replayed old hor-
ror stories before the public while the 
television cameras were present, but de-
layed the green industry's response until 
the afternoon when national news media 
was absent. 

Thomas Delaney, PLCAA director of 
government affairs, told senators at the 
afternoon session that despite accusations 
that lives were endangered for the sake of 
what was essentially a cosmetic operation, 
the care of lawns benefits the populace. 

Delaney said the industry is primarily 
"in the lawn service business, not the 
pesticide application business. We would 
prefer to avoid the use of pest control 
products, and therefore welcome alter-
native approaches." 

But, he said, "Effectiveness of current-
ly available biological control methods re-
mains disappointing and unacceptable to 
our customers." 

Instead of bashing an industry that 
serves 9 percent to 11 percent of U.S. 
homeowners, he suggested, there should 
be greater investments in "private and 
federal research funding " 

He conceded that "customers and their 

I Don't sulky, ride a "vel'-kee"!PATENT PENDING 

GRASS CATCHER TEST: 

1. DO YOU SPEND MORE TO FIX YOUR 
CATCHER IN 3 MONTHS THAN IT COST? 
2. DO YOU EMPTY A CLOGGED CATCHER 
WHEN ITS ONLY HALF FULL? 
3. DO YOU KEEP YOUR CATCHERS FOR 
MONTHS INSTEAD OF YEARS? 
4. DO YOU DO WEIGHT LIFTING DURING 
WORKING HOURS? 

If you answered yes to any of these questions you need 
to move up to GRASS GOBBLER. 

GRASS GOBBLER is a durable, aerodynamic but light 
weight catcher with a one-year limited warranty. When 
useful life, repair costs and downtime are considered the 
GRASS GOBBLER is your least expensive option. 

•AVAILABLE IN REGULAR AND JUMBO SIZES 
• MODELS TO FIT ALL MAJOR BRANDS OF 
COMMERCIAL WALK-BEHINDS 
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18761A North Frederick Avenue, Gaithersburg. Maryland 20879 
FOR INFORMATION AND SALES CALL: (301) 330-0066 

• HIGHLY MANEUVERABLE 
Enablas »harp turn* (tech on« whaal) without bi 
Go«» up. down and aero»» »t*«p hilt» with ease 
Allow» backing up by Mapping off momentarily 
Lata you kaap both hand» on hand control» 
Rid« wharavar you could hava walk ad 

•MAKE MORE PROFIT 
Mow 15-20% mora lawn aach 

day and KEEP tha „ 

•ONE YEAR LIMITED 
WARRANTY 

•MORE PRODUCTION & 
LESS FATIGUE 

Eaaity mow larga area* at high 
»paad and gat tha moat out of 

•FOLDS UP TO 
TRANSPORT 
NO EXTRA ROOM NEEDED 
ON TRUCK 1-2-3! 

¡FROM THE MAKERS OF GRASS ÙÔBBLËR^] 
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LAWN MAINTENANCE SOFTWARE 

•AUTOMATIC SCHEDULING 
• INVOICES and/or DETAILED STATEMENTS 
•AUTOMATIC POSTING TO CUSTOMERS'JOURNAL 
•GEOGRAPHICALLY EFFICIENT ROUTE SHEETS 
•ACCOUNTS RECEIVABLE SYSTEM INTEGRATED 

General Ledger, Payroll, Payables 
and other modules also available. 

CUP is now in use at hundreds of companies across the U.S.A.and 
abroad. References are available. Find out how these companies 
have cut their office work to a small fraction of what it was. 

CALL NOW FOR FREE 

CUP DEMO DISK! 

We'll send you sample printouts and a com-
plete description of CLIP'S powerful features. 
Just put the disk in any IBM• or compatible computer to see CLIP in 
action (It you don t have a computer any computer dealership would 
be glad to let you try it on a showroom computer ) 

CALL 1-800-635-8485 
Please be ready with disk size: 

• I 
• J Va-

For more information call: 
1-800-635-8485 

L-W Software, division of Lawn-Wright. Inc. 
18761 N Frederick Ave., Suite A 

Gaithersburg. MD 20879 
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adjacent neighbors have a right to know 
about the products maintenance com-
panies use, and we realize we must do a 
better job in communicating with those 
who want to know." 

Steinau summed up the industry's reac-
tion to the hearing when he said, "This 
really was an opportunity for Sen. Reid 
and his committee to sound off on an 
issue which they obviously thought would 
gain some mileage with the press." 

As for the substantive criticism voiced 
at the hearing, he said that speaking per-
sonally and not as PLCAA president, 
"pesticide applicators should be licensed" 
under a state process. The association it-
self has no formal position. 

But, Steinau said, "licensing overall 
would help our industry. It would give 
more credence to the need for profes-
sional lawn care applicators." 

TEMPO INSECTICIDE RECEIVES 
CALIFORNIA REGISTRATION 

worms, whiteflies, thrips and ticks with 
significantly less active ingredient. 

Tempo performs with up to 80 percent 

California has accepted registration of Tem-
po® 20 WP insecticide from Mobay Corp. 
for use on home lawns and ornamentals. 

Tempo, a synthetic pyrethroid, is said 
to control more than 40 turf and orna-
mental insects including aphids, army -

Tempo 20 WP Insecticide. 

less active ingredient and displays a low 
toxicity to applicators. The insecticide is 
available in 600 gram jars. 

ACCLAIM REGISTERED FOR 
USE ON BENTGRASSES 

and other grassy weeds in established 
bentgrass. 

To control grassy weeds, Acclaim 
should be applied at the rate of four 
ounces per acre or 0.09 fluid ounces per 
1,000 square feet. 

Applications should be made when an-
nual grassy weeds first emerge in the 
spring, but aren't larger than the two-leaf 
stage. Additional applications should be 
made as new infestations of one-to-two 
leaf annual grassy weeds are seen. 

Applications of Acclaim should be de-
layed when bentgrass is under environ-
mental or mechanical stress. 

SHORTSTOP TALL FESCUE 
'SHORTER ' THAN THE REST 

Acclaim® 1EC herbicide has been labeled 
for use on bentgrass. The herbicide can 
be used to control crabgrss, goosegrass 

Shortstop turf-type tall fescue, a new 
dwarf variety from Pickseed West stood 
"shorter" than the rest in recent national 
tall fescue trials. 

Shortstop received the lowest vertical 
growth rating out of 64 entries, signifi-
cantly lower than the overall average, ac-
cording to Kent Wiley, Pickseed president. 

Shortstop also performed well in other 
trials, including a first ranking among 
commercially available varieties for its 
dark green genetic color characteristics. • 

Quickest, Easiest 
inexpensive way to 
secure newly planted 
trees or conifers. 

**Shorter stakes 
Reusable 
Adjustable 

Pat. Pend. 
For more information 
or price quotes call: 
(215) 487-2388 

No tools required. 
^Instal ls in seconds. 

Place anywhere on 
^ors: tree trunk. Will not 

>> come loose, or slide 
on tree or stake. 

ONE BAND-IT DOES 
IT ALL 

CAL. TO 4" CAL. 
TREES 

„JKHKSVIRE IT 
BAND-IT 

Leroy M. Kronmiller 
Turf Management and Maintenance 
7568 Ridge Ave., Phila., PA 19128 
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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 u f t i f three AQUAGRO users 
haw 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." 

11 Circle 47 on reader service card 

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

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

Max Todd 
Fairway Lawn Service, Inc. 
Sunnyvale, California 

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

agent increases the eificacy 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 offcet by reduced water use and 
not having to pay for replanting." 

Getting More Water to 
the Root of the Problem. 

12 -j 

10-
8 -
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• Control 

I AQUAGRO 
I 8 OZ./1000 sq. ft./Month 

U r i J 
Rainfall June 12 
event 2.25 cm 

July 2 
2.75 cm 

Sept. 19 
0.18 cm 

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 Bnd out how you can turn 
problems into profits and make your 
customers' lawns the emy of the 
neighborhood...and your competition. 
Callus. 

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

riAQUATROLS 
The Water Management People 

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



ASSOCIATION NEWS 

ROBERT M ARONDE, PRESIDENT AND 
CEO of Exotic Plant Rentals Inc., an in-
teriorscape company headquartered in South 
Elgin, 111., has been elected to a one-year 
term as president of the Associated 
Landscape Contractors of America. 

Maronde has been an active member of 
the association since joining ALCA in 
1978. He has served on the organization's 

executive board as secretary, second vice 
president, first vice president, vice presi-
dent of finance and president-elect. 

He also served as chairman of the In-
terior Plantscape Division of ALCA. 

Other ALCA officers for 1990 are: El-
don Dyk of Allen Keesen Landscaping, 
Denver, Colo., president-elect; Tom Gar-
ber of Colorado Landscape Enterprises, 

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

MID-AM 
1000 N. Rand Rd., Suite 214 
Wauconda, 111. 60084 
708/526-2010 

PGMS 
10402 Ridgland Rd. Suite 4 
Cockeysville, Md, 21030 
301/667-1833 

AAN 
1250 I St. NW, Suite 500 
Washington, D.C. 20005 
202/789-2900 

GMAW 
6515 Seybold Rd. 
Madison, Wis. 53719 
608/274-6311 

Arvada, Colo., vice president of finance; 
and Gary Thornton of Thornton Landscape 
Co. and Thornton Computer Management 
Systems, Maineville, Ohio, secretary. 

Dyk served on the board of the Land-
scape Management Division of the assoc-
iation from 1984-88 and was chairman of 
the Student Field Days the same four 
years. Garber has served as chairman of 

the Landscape Management 
Division and as a member of 
the education, crystal ball and 
safety committees. Thornton 
has served on the marketing, 
safety and crystal ball com-
mittees. 

1990 board of directors are 
Lydia Paneri, chairwoman of 
the IPD; Terry Anderson, 
chairman-elect of IPD; Arnie 
Sieg, chairman of the Exterior 
Landscape Division; David 
Minor, chairman-elect of ELD; 
Bill Wilder, state association 

W & i y j G® ©Gate© © 
Cinch-Tie™ is available for 5 gal. to 
20" Box trees or Larger. 
Tree Staking (Single stake) v 

PREVAILING 
WIND DIRECTION 

Minimum of two ties with 
a third when neccesary to 
hold tree in a straight, 
secure position. 

Cinch Ties 

Backfill 

3" High Water Basin 
(at time of planting) 

Finish Grade 

Wrap ties around the 
tree trunks and stakes 
using either the Stan-
dard or Figure Eight 
tying method. Secure 
with galvanized nails 
driven through the ties 
and into the stakes to 
prevent slippage. 

2X Root bal I Dia 

Cinch-Tie 
and 

Twist-Brace 
Stability for the 
life of the tree. 

Suggested Specifications 

Please Call for 
Complete Product 

Information 
(619) 480- 6702 

Twist-Brace™ is available for 5 gal. 
to 42" box trees. 
Tree Staking (15 gal. to 24" Box) 

Cut off top section of stake 
damaged bv hammering. 

Use 2" x 10 stakes. 

Use V.I.T. 
Twist Brace TB 24 
(Nail Bracket Style) 

Set crown of tree ball 
1" above finish grade. 
Provide basin for all 
trees not in turf area 
Backfill Mix 

Puddle and settle backfill 
prior to setting tree. 

Roughen sides of hole 
and rootball 

2X Rootball Dia. 

V.I.T. Products Inc. 300 Enterprise St., Suite 0 • Escondido, CA 92025 • FAX (619) 480-0211 
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council representative and Jack Dirksing, 
associate member director. 

Directors at large for 1990 include 
Bruce Hunt, Joe Carpenter, Rich Chian-
cone, Richard Ott and Sally Reynolds. 
Division directors are Judson Griggs, 
Gary Magnum, Joseph Skelton and Barb-
ara Helfman. 

The 1990 joint American Association of 
Nurservmen/Tennessee Nurserymen's 
Association Annual Convention and 
Nursery Industry Exposition set for July 
12-16 in Nashville, Tenn., will start with 
a keynote address by Charles Hess, assis-
tant secretary of agriculture for the U.S. 
Department of Agriculture. 

Hess is co-chairman of the Joint Coun-
cil on Food and Agricultural Sciences, 
and supervises several branches of the 
USDA. 

The combined expo/convention offers 
attendees an opportunity to view more 
than 500 exhibits featuring a wide variety 
of nursery stock and related supplies. An 
expanded educational seminar program is 
also available. 

Two grower tours will be held during 
the five-day conference. 

Cost for a member of either of the spon-
soring groups is S265 before June 22 and 
$315 after that date. For non-members, 

the prices are $385 and $435, respectively. 
For more information on optional tours 

and events call one of the organizations 
directly. 

The 1991 Mid-America Horticultural 
Trade Show is sure to have an abundance 
of the latest equipment and supplies for 
landscape contractors. Exhibit space for 
the 1991 show is being requested at a 
record pace. 

Of the 377 firms that exhibited at the 
1990 show, 219 — close to 60 percent — 
have already committed for space at the 
1991 show. In addition, more than 25 per-
cent are requesting an increased size for 
their exhibit space. Nineteen new firms 
have applied for booth space. 

Mid-Am '91 will be held Jan. 17-19 at 
the Hyatt Regency Chicago. 

The show is sponsored by the Illinois 
Nurserymen's Association, the Illinois 
Landscape Contractors Association and 
the Wisconsin Landscape Federation and 
endorsed by the Indiana Association of 
Nurserymen and the Iowa Nurserymen's 
Association. 

Another state chapter has been added to 
the ranks of the Professional Lawn Care 
Association of America — The Grounds 
Management Association of Wisconsin. 

The already existing group expanded its 
board of directors from seven to 12 mem-
bers and selected new directors from dif-
ferent parts of the state for a complete 
representation of the state's lawn mainte-
nance industry. 

The changes were made to strengthen 
the association's position in the state. 

The group also revised its goals. 
Among other things, they will now in-
clude: promoting professional devel-
opment for the green industry in Wiscon-
sin and advancing ethical practices within 
the industry, monitoring and reporting on 
legislative affairs. 

Alan Cimberg, a skilled teacher of in-
structors for the Dale Carnegie courses, 
will be the keynote speaker for the joint 
Associated Landscape Contractors of 
America/Professional Grounds Man-
agement Society Conference Nov. 11-14 
at the Hyatt Regency, Nashville, Tenn. 

Cimberg is a top salesman with an en-
viable record for closing difficult sales. 
He is a sales trainer and convention speaker 
for many of the Fortune 500 companies. 

The conference is being held in con-
junction with the Green Industry Expo. 
The two groups are joining forces with 
the Professional Lawn Care Association 
of America in sponsoring the Expo. • 

way to acquire 
equipment for your 

business is to lease it. We 
specialize in tailoring leases to 
lawn care professionals. Con-
tact us to see how easy it is to 
expand your business. 
FOR DETAILS CONTACT: 

Mike Bush 

B U S H & C O O K L E A S I N G , INC. 
1 8 5 Park Dr. 

Wilmington, O H 4 5 1 7 7 

(513) 382-5502 or 
(800) 766-BUSH 

RIDE A WALKER 

I b i d c a a e A Q-gàÌ, ComftetcUue,, Pnc^ltcäde M o w i n g 

Most commercial mowing operations are using walk-behind mowers 
because they have concluded no rider mower is compact or 
maneuverable enough to mow landscaped areas. Now maintenance 
operators all across the country are discovering the compact, 
maneuverable Mid-Size Walker Mower fits their job and saves 
labor (usually cuts labor 1/2). The labor saving Walker looks good 
whether your business is trying to produce profit or is operating on a 
budget. Write or call for a free brochure. Ask for a demonstration. 
Walker Manufacturing Company. 1839 East Harmony Road. Ft. Collins. CO 80525 

1 800 777 0356 
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FOCUS ON: 
LANDSCAPE 

BERMS, VINES - A NATURAL ENERGY SAVING COMBINATION 
ALL COMPANIES ARE LOOKING 
for ways to reduce their energy bills. 
Many have invested in space-age, energy 
efficient construction material. Others 
have purchased sophisticated energy sav-
ing devices. 

The changes in the seasons can play 
havoc with a company's energy expenses. 
In the summer, the sun beats through the 
windows of most structures. In the winter, 
the sun sets low on the horizon and doesn't 
do much to increase the temperature. 

But there is a place where the tempera-
ture is the same year-round. It's under-
ground where the climate is always bet-
ween 50 and 55 degrees. 

Many companies are making use of this 
constant temperature by building berms 
around their buildings. A berm is a man-
made hill of earth topped with growing 
plants. They are an interesting way to in-
sulate the foundation of a building from 

the harsh weather elements. 
Berms are best used with properties 

that have their foundations partially above 
ground. Just place rigid board insulation 
against the outside of the building where 
the foundation is exposed. Then place 
soil against it to produce a slope away 
from the property. 

Be certain that the angle of the slope is 
not more than 45 degrees. Plants or 
shrubs will have a hard time growing on 
a berm that is too steep. 

THE POWER PLANT What kind of folia-
tion should you plant? One of the best 
choices for planting on a berm is a vine. 

Vines can do more than just cling. If 
you plant deciduous vines on the outside 
wall, they will protect the property from 
wind and sun. If you plant the vines on 
the south side of the structure, they will 
absorb and reflect the sun's rays in the 

summer months. And during the winter, 
they will shed their leaves and allow sun-
light to warm the walls. 

Good choices for vine include wisteria, 
bittersweet and Boston ivy. Stay away 
from English ivy, however, because it 
doesn't lose its leaves. As a result, it will 
block the winter sun. 

But evergreen vines can help to insulate 
walls. This plant can curb winter winds 
from the North and provide shade on a 
summer afternoon if they are planted on 
the northern and western sides of the 
structure. 

For limited space, consider using a 
trellis. Vines planted in such a way help 
control climate without using much space. 

Finally, different types of trees and 
vines grow best in different types of soil. 
Have the soil tested for its pH value and 
then decide what will grow best. — Bur-
eau of Business Practice. • 

M-100 Standard Ramp — built for 
standard size American made 
pickup trucks. Loading capacity 
1300#. 
M-200 Mini Ramp — built for mid 
size and mini imported pickup 
trucks, trailers and vans. Loading 
capacity 1000#. 
M-300 Porta Ramp — built for any 
size vehicle, trailer or van. Stores 
in vehicle while in transport. Load-
ing capacity 800#. 
M-400 Cab Guard — protects 
driver and pickup truck cab win-
dow. Mounts in minutes. Allows 
maximum bed space and rear win-
dow visibility. 
ALL PRICES INCLUDE FREIGHT 

Call and order direct today: 

® 414-898-4221 

The Invoice^ with Accounts Receivable^ 

I s RECURRING BILLING A HEADACHE 

THAT KEEPS COMING BACK? 
brilliant computer software package 
called "The Invoicer with Accounts 
Receivable" has been developed to 

provide a powerful and professional solution for 
monthly recurring billing. This proven product 
is an economical and easy-to-use system to 
completely automate the billing process. Your 
clients will get their statements faster and you 
will get paid sooner. 

The individual customer's monthly 
amount is automatically posted to each 
account along with any other necessary 
charges (approximately 2 minutes total 
post ing time for 500 accounts) . 
Depending on printer speed, you can then print as 
many as 500 accounts in three hours or less. 

With "The Invoicer" also comes two very valuable 
features included at no extra charge. You get a 30 
day money back guarantee* and free 60 day 
telephone support to provide you with valuable 
assistance for your unique needs. In addition, we 
can custom modify the program to precisely fit your 
exact needs. (Try getting that from Peachtree or 
DAC!) All at an unbelievable price. Just call us. 

$149. 
You can speak to the people who 
developed the software and hear 
how other companies like yours have 
found "The Invoicer" important in 
the billing automation process. If 
you are not sure if this is the right 

product for you, a quick, painless phone call can 
help you determine if you should order. 

Thousands of business owners all over America 
are satisfied that "The Invoicer" helps speed-up 
cash flow and gives them a more professional 
look. A simple toll-free call will give you more 
insight on this money-making product. You can 
find out first-hand if your particular needs can be 
handled by "The Invoicer." 

Getting "The Invoicer" up and running on your 
IBM, IBM compatible or Apple// is so easy that 
most people are producing bills in 30 minutes 
or less. Whether your business sells gcxxls or 
services, whether you bill monthly, weekly or 
even daily, "The Invoicer" can save you money 
and substantially improve your cash flow. 

"The Invoicer" sells for only Si49. Compare that to 
$1000 or more for other software systems doing 
essentially the same thing. Call today and have 
automatic billing in a matter of minutes for less than 
50 cents per day. For complete information Call or 
Write Now: 

MiccaSoft, Inc. 
406 Windsor Lane 

New Braunfels, Texas 78132 
1-800-950-7943 

or 1-512-629-4341 

Other modules available include Sales Tracking/ 
Inventory and Accounts Payable. General Ledger 
to be released late 1990. 

•All guarantees subject to our written warranty policy. $20 restocking fee on all returned packages. 
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FOCUS ON: 
INSECTS 

EARLY INSECT ACTIVITY MAY SIGNAL HEAVY SUMMER POPULATIONS 

White grub. 

IT S GOING TO 
be an interesting 
year for insects. 
Depending on 
where you live 
and the kind of 
winter weather 
you had, you may 
have noticed early 

sightings of tent caterpillars, grubs and 
mole crickets among others. 

Various areas of the East and Midwest 
saw early, but limited signs of insect ac-
tivity. The South was said to be anywhere 
from four to eight weeks ahead of sched-
ule and forest tent caterpillars appeared 
three weeks early in the Southwest. 

Insect activity generally follows plant 
phenology patterns. And since the dog-
woods bloomed early in Kentucky, Dan 
Potter, an entomologist at the University 
of Kentucky, said insects followed. 

"Flowering is generally a good indi-
cator of bug phenology," he said. 

The cold December blast isn't the only 
factor contributing to pest populations. 
Last year's mild and moist summer favored 
the survival of grubs and other insects. 

Grubs were up early in Lexington, but 
not necessarily active. Potter said. Mask-
ed chafers appeared close to the surface, 
but were said to be groggy. 

Many areas across the country had 
large insect populations going into the 
winter. With low winter mortality and 
good spring conditions, it was expected 
that populations would be in good shape. 

A mild spring with favorable turfgrass 
growth will help mask bug injury, Potter 
said. 

The South may have been the hardest 
hit. Although it's not unusual to see mole 
activity all winter, it's uncommon to see 
pre-flight tunneling before spring. 

"Pre-flight tunneling started back in 
February, however, mole cricket flights 
are on time," said Patricia Cobb, an en-
tomologist with Auburn University. 

The most important thing to consider 
now is the monitoring of the population 
on a regular basis. Know what life stages 
insects are in and when they occur. 
Monitoring is necessary to observe the 
first hatch and determine subsequent 
treatments. 

Some products are best used within six 
weeks of first hatch, while others are 
more effective eight to 12 weeks later. 

"We try to look at it from the stand-
point, that if you're going to use a par-
ticular insecticide, key it into the life 
stage of the insect," Cobb said. 

Spring mole cricket spraying is op-
tional, but doesn't substitute for later 
treatment. Early treatments can reduce 
tunneling, according to Cobb. • 

Some bad news 
far your grubs to digest. 

Ringer Grub Attack is the only milky spore 
product made by a patented fermentation 
process. You can apply it in granular or 
powder form to match your management 
practices. It has a very low order of mam-
malian toxicity 

Milky Spore is the name given to a natural 
soil microbe that is a death sentence for Japanese 
beetle grubs. The spores enter the insects body 
cavity and germinate, turning the grub "milky white." 

When the grub dies, it releases billions of spores 
back into the soil to kill more grubs. 

A properly timed application will control 
grubs 15 to 20 years. So if you apply Grub Attack 
this spring, it will still be attacking and 
controllinggrubs 15 to 20 springs from now 

For information and the name of your closest 
distributor, call or write-. Ringer Corporation. 

9959 Valley View Road. Minneapolis. MN 55344. 
612-941-4180. FAX: 612-941-5036. 

© Ringer Corporation. 1990 

Grub Attack 
Bettet naturally 
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C O V E R S T O R Y 

Landscape Merger Unfolds 
Challenges at Reinhold & Vidosh 
^ HE GAVE HERSELF A 

year in the landscape in-
dustry. Melanie Reinhold Sawka 
graduated with a degree in or-
namental horticulture from Mich-
igan State University, but still only 
gave herself a year with Reinhold 
Landscape, the family business. 

"The first year I had reserva-
tions, but I decided to keep an 
open mind because I committed 
myself to one year," Sawka said. 

The attraction was instant. Her 
one-year deadline flew out the 
window just as quickly as her suc-
cess in the business grew. Sawka 
knew what she found and hasn't 
looked back since. 

Her love for the industry gene-
rates in fec t ious en thus ia sm 
throughout the company. Appar-
ently it's paid off, as she attributes 
her success to the people with 
which she has surrounded herself. 

Add a vital economy, three 
branch offices, a company rich 
in tradition and more recently, the 
landscape indust ry ' s largest 
merger and the result has been 
practically non-stop prosperity. 

"What's contributed to my suc-
cess is building a team of ag-
gressive, bright individuals with 
a mutual sharing of ambitions," 
Sawka said. "The entrepreneurial 
spirit and the people have definite-
ly been a big part of it. 

"We've grown by evolution, not 
really by a written mission state-
ment," Sawka said. "I 've sur-
rounded myself with a bright, dy-
namic young management team." 

The 65-year-old company was 
already larger than Sawka ever 
imagined when it took its biggest 
leap to date: A merger with Vi-
dosh Inc., a 40-year-old firm with 
the internal services to take a pro-
ject from start to finish. 

The merger results in Reinhold 
& Vidosh Landscape Services, 
the largest full-scale professional 
landscape service and supplier in 
Michigan. The new firm, a union 
of Reinhold Landscape, Flat Rock, 
Mich., and Vidosh Inc., Fontiac, 
Mich., will employ 550 seasonal 
employees — 450 in Michigan. 

The business will be head-
quartered in Pontiac, but retain 
Flat Rock as a field office. Re-
gional offices are located in Mem-
phis and Nashville, Tenn., and 
Orlando, Fla. 

If not the largest, Reinhold & 
Vidosh is said to be among the 
top 10 landscape companies in the 
country. Before the merger. Rein-
hold's sales totaled more than $10 
million, with Vidosh reporting at 
least twice as much in sales. 

Sawka is president of the new 
landscape giant, while Donn 
Vidosh is chai rman of the board. 
Both share equal ownership in the 
new business which combines a 
century of experience. 

FAVORABLE MERGER. Rein-
hold was actually a customer of 
Vidosh — a prominent rewhole-
sale supplier of nursery materials, 
bulk mulch and topsoil, as well 
as a company specializing in 
the construction of recreational 
complexes. Together, Reinhold & 
Vidosh can now buy materials at 
more competitive prices. 

"That's how our conversation 
started," she said.44We saw a lot 
of synergies that would result 
from the merger. We competed 
head to head in the commercial 
landscape construction business, 
but we c o m p l e m e n t e d one 
another in other areas." 

A plus for Vidosh was the desire 
to grow in the South; Reinhold 
is already there with offices in 
Tennessee and Florida. 

Vidosh was heavily involved in 
the landscape supply business, 
while Reinhold was well known 
for its commercial landscape 
maintenance services. Vidosh 
brought to the merger more site 
work capabilities and a specializa-
tion in sports complexes. 

Four business entities exist 
within Vidosh: construction oper-
ations, Green Acres Turf Farms, 
three rewholesale outlet loca-
tions, and landscape manage-
ment. Vidosh is its own primary 
source of landscape materials. 

Landscape, sod and nursery 
supplies are partially grown by 
Reinhold & Vidosh and partly 
shipped from all over the coun-
try. Materials not supplying com-
pany projects are sold to cus-
tomers within the industry. 

Reinhold & Vidosh hand se-
lects all plant materials for its pro-
perties and projects. 

Because both companies supp-
ly plant materials to contractors 
maintaining residential proper-
ties, they haven't approached that 
market. 

" Wedon't want to compete head 

REINHOLD & VIDOSH 
LANDSCAPE SERVICES 
Headquarters: Pontiac, Mich. 

Branch Offices: Memphis and Nashville, Tenn.; 
Orlando, Fla. ; and several satellite offices in 
Michigan. 

Founded: 1989 with merger between Reinhold 
Landscape and Vidosh Inc." 

Owners: Melanie Reinhold Sawka and Donn Vidosh. 

Primary Services: Full-scale professional landscape 
installation and maintenance and rewholesale supplier, 
targeting commercial properties and sports complex 
development. 

Employees: 550 seasonal employees. 

1989 Sales: Combined sales not released. 

Evaluating site plans at the Swan & Dolphin 
Hotel, Walt Disney World. 
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to head with them," Sawka said. 
"It's not our intention to capture 
the entire landscape market in 
Detroit." 

Both companies enjoy substan-
tial success having completed 
well-known projects: Reinhold 
with Federal Express, Memphis, 
Tenn., Ralston Purina, St. Louis, 
Mo., and more recently with the 
Swan and Dolphin Hotel at Walt 
Disney World, Orlando, Fla. Vi-
dosh completing an Honor's Golf 
Course at Oak Pointe, Brighton, 
Mich.. Liberty Park Softball 
Complex , Sterl ing Heights , 
Mich., and the Standard Federal 
Financial Center, Troy, Mich. 

Recent project awards include 
a regional office headquarters 
and a local office building. 

With the merger just shy of six 
months old, the winter months 
have been spent unraveling the 
trials of bringing two corporate 
cultures together. "We're going 
to have more resources to draw 
on," Sawka said. "We'll take our 
assets and move them as they are 
needed." 

Although the mix may change, 
she doesn't expect the company's 
service ratio — construction 55 
percent, maintenance 30 percent 
and wholesale 15 percent — to 
change significantly. 

Employees were generally en-
thused with the merger, and little 
attrition and relocation resulted, 
she said. 

ORIGINS. Reinhold Landscape 
was started in 1924 by William 
Reinhold, a German immigrant 
who came to the United States 
following an apprenticeship in 
landscape gardening. 

Reinhold took on a minority 
stockholder in 1954—C. William 
Hardesty — and incorporated the 
business in 1968. After Reinhold's 
death in 1970, Hardesty assumed 
the role of president until 1983, 
when Sawka was promoted to 
president and CEO. 

Sawka came to Reinhold in 
1977. She found a niche in the 
company's maintenance division, 
which then consisted of only five 
people. With virtually limitless 
growth possibilities, Sawka spent 
the next five years developing the 
division which she felt was 
necessary to offset the economy 
controlled constructiondivision. 

In 1977, sales were generated 
almost exclusively through the 
firm's construction business. 
Reinhold reported less than $1 
million in sales that year, employ-
ing fewer than 25. Twelve years 
later, the firm reported more than 
$10 million in sales and employed 
more than several hundred dur-
ing peak season. 

In 1982, after cultivating the 
maintenance division, Sawka de-
cided to refocus and promote the 
company's national image for 
large, prestige landscape projects 
— similar to the direction her 

father had led the company in the 
1960s. 

"We decided the company 
needed to take a different posi-
tion because of the recession," she 
said. "We originally focused East 
of the Mississippi and North of 
the Mason Di xon. As you can see, 
we only hit one of those goals." 

The following year, 1983, was 
abanneryear for Reinhold. Sawka 
became president and through an 
invitation bid process, the com-
pany was awarded the contract for 
the 230-acre Federal Express 
Campus in Memphis, Tenn. On 
a sad note, Sawka's mother — the 
company's majority stockholder 
— died that year. 

After finishing the Federal Ex-
press project, Reinhold decided 
it was time to open a permanent 
branch office in Memphis. Drew 
St. John was recruited to run the 
office and the branch quickly 

Ralston Purina, St. Louis, Mo. 

Reinhold's maintenance 
division grew rapidly bet-
ween 1977 and 1983. To-
day, the company takes 
pride in its ability to pro-
vide long-term mainte-
nance. 

grew from a job site trailer into 
a large part of the company's 
business. 

St. John is now vice president 
of all Southern operations for the 
company. 

From 1985-90, the Memphis 
division grew rapidly. "It 's been 
profitable since the day it opened 
its doors," Sawka said. "I 'm very 
proud of it." 

Movement into Nashvi l le 
originated with one project — the 
Whitworth Development — but 
the company decided early on to 
give Reinhold a permanent pres-
ence in the city. 

"We never target the city, but 
the project," Sawka said. "It al-
lows us to get our feet wet, test 
market the area and then see if 
we want to stay." 

1989 was another auspicious 
year for Reinhold. The Nashville 
office opened and the company 
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Lawn maintenance crews, a foreman and 
two seasonal workers, perform weekly 
services such as mowing, bed work, weed 
control and small pruning jobs. 

was awarded the landscape con-
tract for the Swan and Dolphin 
Hotel in Walt Disney World, both 
coming just before Reinhold 
merged with Vidosh. 

Gary Outlaw, a four-year vet-
eran of Reinhold, is operations 
manager in Orlando. 

Coinciding with the company's 
growth in Tennessee, the metro-
politan Detroit area experienced 
its own growth phase. 

"The last three to four years has 
been good for commercial/in-
dustrial construction," Sawka 
said. "Although it's starting to 
soften, we haven't seen a signifi-
cant drop yet." 

A second office in the metro 
Detroit area was established in 
1988 to more effectively serve the 
northern suburbs. 

With out-of-state expansion 
leading the way, the 1980s was an 
accelerated growth period for 
Reinhold with sales expanding 
by more than 100 percent in three 
consecutive years. Conservative-
ly speaking, Reinhold maintain-
ed at least 20 percent growth in 
the late 1980s. 

Sawka downplays the fact that 
she's leading a major landscape 
company in a male-dominated 
field. 

"Being a woman may have 
opened a few doors, but I'm able 
to negotiate with banks and de-
velopers based on financial ca-
pabilities and the merits of our 
organization," she said. 

LANDMARK QUALITY. The 
quality of Reinhold's plant mat-
erials, installation and mainte-
nance is the foundation of the 
company's success and has be-
come a theme in Reinhold's mar-
keting efforts. 

"The quality of our plant mat-
erial and installation as well as 
the subsequent maintenance es-
tablishes a property as being one 
of signature above the rest," Saw-
ka said. "You think of a landmark 
as something that you remember, 
and you remember it usually for 
a good reason. We want our pro-
perties and projects to be remem-
bered for their quality." 

In addition to plant quality, the 
use of seasoned, experienced and 
degreed employees contributes to 
the company's success. 

Despite Reinhold's reputation, 
the company isn't willing to rest 
on its laurels. 

Sawka said she has been focus-
ing a lot of attention on the mar-

keting of Reinhold's services; pro-
moting the firm's capabilities and 
willingness to expand geograph-
ically. She takes a personal inter-
est and involvement in the com-
pany's clients. 

To stay on top of things, Sawka 
visits the Tennessee branches 
once a month and the Florida 
branch every three weeks. 

"I never want to lose sight of 
my beginnings," she said. 

The company prides itself on 
caring for a landscape long af-
ter the installation, having main-
tained some properties for more 
than 15 years. Exceptions occur 
only when it becomes unfeasible 
to manage a distant property. 

The Ralston Purina site in St. 
Louis, Mo., was maintained for 
two years after installation, when 
the company decided it wasn't 
making a lot of economic sense 
to manage one project 100 miles 
away. 

SUMMER MAINTENANCE. 
With the merger taking first pri-
ority, no major changes are in 
store this year. Still refining their 
system, maintenance and con-
struction crews from Reinhold 
and Vidosh will mix and match 
routines — combining the best of 
both, according to Rick Hearn, 
vice president, administration 
and sales maintenance. 

On the construction side, Bill 
Cannon from Reinhold will be 
vice president, sales administra-
tion and Bud Delamielleure from 
Vidosh will be vice president, 
operations. 

Hearn's job is to handle esti-
mating, policy, training and safe-

ty responsibilities. His Vidosh 
counterpart, Pete Scholz, vice 
president, operations, will mobi-
1 ize resources to get the job done. 

Reflecting on the merger, 
Hearn said, the companies will 
cap i ta l i ze on each o the r s ' 
strengths: Reinhold through its 
administrative work including a 
strong computer software pro-
gram for estimating and bidding; 
Vidosh through its strong opera-
tions and scheduling. 

"We'll take the best of both or 
do something new. We're con-
stantly re-evaluating," he said. 

A budget for the division is 
typically set before the year starts. 
The previous year's budget and 
the amount of growth the com-
pany wants to acquire come into 
play, according to Hearn. In ad-
dition, equipment, labor, small 
tools and insurance needs must 
be considered. 

If the company exceeds the 
sales budget, it then makes the 
decision to stop selling or to start 
buying more equipment. 

"If we want to grow 20 percent, 
we attach a dollar value to that 
figure," Hearn said. "We usual-
ly know how much a three-person 
crew can do and what the equip-
ment costs are." 

Although it varies widely, 
Hearn said, one crew can handle 
two to three properties, averag-
ing 10 to 15 acres a day. Six-man 
crews, handling larger acreage, 
do one job a day while smaller 
crews may do 25 bank properties 
a week. 

The maintenance division 
handles crews through three de-
partments: Lawn maintenance. 

performing weekly services such 
as mowing, bed work and weed 
control; horticultural services in-
cluding all chemical applications, 
pesticide/fertilization of turf and 
ornamentals; and specialized ser-
vices, replacements or upgrades 
to existing landscpaes and large 
pruning jobs. 

A standard lawn maintenance 
crew includes three people, a fore-
man and two seasonal workers. As 
maintenance sites increase in 
scope, crews run as large as six 
men; more if it's required by the 
job. 

Jobs large enough for full-time 
crews can continue working year-
round performing snow removal 
and other tasks. 

CREW EQUIPMENT. A typical 
mowing crew includes a one-ton 
stake truck or 3/4-ton pickup truck 
with an 18-foot trailer, one 70- to 
80-inch mower, one to two 32-
to 56-inch walk-behinds, one to 
two 21-inch push-type mowers, a 
backpack blower, edger, weed 
eater and miscellaneous tools. 

There's nothing typical about 
the size of property maintained 
b\ Reinhold & Vidosh. On the 
small side, the company main-
tains properties about 20,000 
square feet like a bank branch, 
but generally only takes on such 
projects if the contract includes 
a string of branches. On a larger 
scale, crews tackle 120 to 150-acre 
properities like General Motors 
and Mazda. 

Midsized properties, like a-
partments and condominiums 
are also maintained by Reinhold 
& Vidosh. These generally range 
from 10 to 15 acres. 

Reinhold & Vidosh owns the 
majority of its equipment and 
leases only to meet high seasonal 
demands. The company buys only 
American made equipment. 

"We only shy away from unir-
rigated properties and contracts 
which aren't all inclusive," Hearn 
said. "If we can't control all areas, 
we can't control the project's 
quality." 

Average pay for Reinhold & 
Vidosh crew members starts at $5 
an hour. With advancement, it can 
increase to $6.50. When an 
employee reaches the $6.50 range, 
however, he's generally con-
sidered a candidate for a foreman 
trainee position, second in line 
to the foreman. The pay range 
here is $6.50 to $8 an hour. 

(continued on page 82) 
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Get all the yellow nutsedge and 
none of the innocent bystanders. 
Now you can really control 
yellow nutsedge from sod and 
ornamental grass*-without 
damaging the grass. 
It's simple. Just put down 
BASAGRAN® herbicide from 
BASF. No need for you to be 
selective. BASAGRAN does 
that for you. 
BASAGRAN is a registered trademark of BASF AG 
© 1988 BASF Corporation 

It's safe to grass and easy to 
use. And as effective against 

yellow nutsedge as anything 
you can buy. 
Always follow label directions. 
* Do not use on golf course greens. 

BASF Corporation 
Chemicals Division 

BASF 



H O R T I C U L T U R A L D I S P O S A L 

Composting: A Viable 
Option for Swelling Landfills? 

was surprised 

when I met several 

operators and they 

weren't aware of the 

laws that ha\/e been 

passed in their own 

state/9 

MOST PEOPLE PROB-
ably remember see-

ing evening news reports several 
years ago about the "garbage 
barge" that couldn't find a place 
to dump it's unwanted cargo. 

As existing landfills reach their 
saturation point and governments 
are mandating waste cutbacks, 
grass clippings and other yard 
wastes are beginning to receive 
the same cold shoulder from tradi-
tional dumping sites in many 
states. 

According to a recent study 
conducted by Lawn Boy, all but 
two states — Alaska and New 
Mexico — have set in motion ma-
jor attempts to reduce the amount 
of yard wastes entering landfills. 

Thirteen states have passed 
specific recycling laws all of 
which somehow address yard 
wastes. Others, while not pass-
ing legislation, have set specific 
goals on reducing the amount of 
yard waste entering their waste 
streams, said Carla M insky, who 
headed the Lawn Boy study. 

While the predominant issue of 
the 1990s will be recycling in gen-
eral, Minsky said, she has been 
surprised at what she termed a 
slow acceptance rate among pro-

• • • • fessional lawn mainte-
nance operators. 

" I was surpr ised 
when I met several 
opera tors and they 
weren't aware of the 
laws that have been 
passed in their own 
s t a t e s / ' she sa id . 
"There's usually a per-
iod of a year or two 
before the law goes in-
to effect, but I thought 

they'd be aware of it, and prepar-
ing to find alternatives to dump-
i n g -

Most obvious among those al-
ternatives is composting. 

Composting isn't a new state of 

the art process. It's one that has 
been around as long as plant life. 
But incorporating it into our nor-
mal thought processes as an alter-
native to dumping horticultu-
ral wastes is an idea not readily 
accepted. 

SLOW TO CATCH ON. While 
grass clippings will be complete-
ly banned in many landfills within 
the next several years, it seems 
most operators are putting off the 
search for alternatives until they 
are absolutely mandated to do so 
by law. 

"This issue is only a problem 
right now, and we as American's 
don't deal with problems until 
they become crises," said Robert 
Gillespie, DK Recycling Systems 
Inc.. Lake Bluff, 111. 

While working for a landscape 
architecture and construction 
firm, Gillespie began searching 
several years ago for an alternative 
to dumping horticultural wastes. 
The costs for dumping had be-
come exorbitant, and he thought 
there must be both a better and 
cheaper method of disposal. 

His solution was to visit several 
European countries that have been 
dealing with the issue for at least 
10 years. 

After a handful of visits to all 
the major West German and Swiss 
composting sites, Gillespie decid-
ed on an equipment system that 
best fit the needs of the company. 

Original intentions called for 
the composting of only the firm's 
wastes. But that soon changed as 
he took on a contract with the city 
of Lake Forest to compost all of 
its curb side collected yard waste. 

DK's advanced system is the on-
ly one of its kind in use in the 
United States. The custom-manu-
factured equipment consists of a 
shredding machine and a 48-cu-
bic-yard-capacity revolving drum. 

The prerotting process occurs 

inside the drum. Decomposition 
is accelerated by re-oxygenation, 
which is achieved by periodic 
drum revolutions similar to, but 
much faster than, windrow 
turning. 

But a composting plan need not 
be so elaborate. Bert Brace, a 
former composting equipment 
sales representative, said all a 
small- to medium-sized landscape 
maintenance firm needs are the 
proper permits and enough land 
to begin composting. 

Once that's been achieved, he 
said, you start a pile and occa-
sionally introduce air by turning 
the pile. While there are elaborate 
windrow turning machines and 
other composting equipment, the 
pile turning can easily be accom-
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In-vessel systems offer protec-
tion from weather and odor con-
tainment (left). Biodegradable corn-
starch plastics are designed to 
decompose mainly through 
microbial action (below). 

An in-vessel composting machine used by large 
firms to produce quality compost at a fast rate (cen-
ter). The "squeeze" test is an easy way to gauge the 
moisture content of the compost (above). 

plished with a front-end loader, 
Brace said. 

The basic process of compost-
ing, whether done by the tradi-
tional static process or sped up 
by the equipment-heavy, in-vessel 
systems, is the same. 

The in-vessel systems are used 
by large compost operations such 
as DK's and some municipal com-
posting programs. These systems 
produce a high quality composte 
at a markedly faster rate. But they 
also require a large capital in-
vestment. 

Gillespie said the large com-
posting machinery is really best 
for landlocked communities that 
want to handle their disposal in-
ternally. Several operators split-
ting the cost can also benefit. 

But for most landscaping firms, 
the machinery would not be cost 
effective. Traditional static com-
posting is best for those firms. 

THE BASICS. The microorgan-
isms that decompose organic mat-
ter have several requirements: 
balanced nutrients, proper mois-
ture, adequate oxygen and pro-
per temperatures. 

These microorganisms need 
carbon and nitrogen for energy 
and growth. Woody materials 
such as leaves and brush have high 
carbon content and grass clipp-
ings have high nitrogen levels. A 
combination of the two is best. 

Excess carbon can slow down 
the decomposition process, and 
too much nitrogen will lead to foul 

odors. For this reason, grass clip-
pings should never be composted 
alone. 

Next, microorganisms need 
water to flourish. Moisture con-
tent of a compost pile should be 
about 45 percent to 50 percent by 
weight. Inadequate levels of water 
will cause the organisms to stop 
working. Too much water will 
cause the pile to become water-
logged. When that happens, air 
no longer can enter and many 
beneficial organisms die. 

Turning the piles regularly ac-
complishes two things: proper 
oxygen levels and proper tem-
perature in the pile's core. Piles 
that are too dense usually have 
oxygen shortages in the center. 

A compost pile will generate 
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PLAN NOW FOR FUTURE REGULATION OF CLIPPINGS DISPOSAL 
THERE'S NO AVOIDING THE INEVITABLE BAN OF 
grass clippings in landfills. If you're in a state that hasn't al-
ready passed a law, that doesn't mean you and your crew can 
relax and breathe a sigh of relief. 

The simple fact is this: If you cut grass for a living, within 
the next several years you will be forced by law to change your 
system of clippings disposal. 

Not bagging clippings at all and leaving them on the lawns 
is one viable alternative. It, however, depends on the customers' 
willingness to try something new. 

Several manufacturers are now selling shredder mowers that 
cut finer clippings which are not as noticeable on lawns. One 
thing to be aware of before starting this practice is the likely 
need to be out cutting properties more often. Most of the 
shredder mowers on the market cut at about a 1/2-inch height. 
An increased mowing frequency may mean you'll need to 

raise prices. 
While most of the recycling efforts have targeted home-

owners — it's estimated that as much as 50 percent of sum-
mertime curb side trash pickups are grass clippings and leaves 
— those cutting grass professionally create infinitely more 
clippings to dispose of than the average homeowner. 

They need to be aware of the alternatives to dumping grass 
at landfills. 

Currently 13 states have passed legislation that is either 
already in effect or will become effective in the next year or 
so. They are: Connecticut, Florida, Illinois, Iowa, Massa-
chusetts, Michigan, Minnesota, New Jersey, North Carolina, 
Ohio, Pennsylvania, Washington and Wisconsin. 

If you operate in one of these states and are not aware of the 
laws concerning grass clipping disposal at landfills, contact 
your local county extension agent. 

heat on its own, but it needs to 
be checked periodically. The ideal 
temperature is 90 to 140 degrees 
Fahrenheit. If the temperature 
goes higher, decomposition will 
cease and many of the organisms 
will die. 

MAKING THE TIME. While star-
ting a composting operation can 
range from quite costly to rather 
inexpensive, one aspect that is 
definitely needed — and may be 
on short supply for smaller 
operators — is time. While man-
aging a pile is not a full-time job, 
it does require some attention. 

If you decide you don't have the 
time, money or space to start a 
composting effort, some com-
posting operations are starting up 
and, likewise, landfills are begin-
ning to set aside land for com-
posting operations. 
One such compost operator is 
Green Glen Ltd., Pittsboro, N.C., 
owned by Tom Glendinning. His 
background is in landscape main-
tenance and he decided to start a 
composting operation 16 years 
ago. 

It's plausible for an operator to 
start composting, but he questions 
how many really have the time or 
manpower to take on the addi-
tional tasks. 

"Most maintenance crews are 
so busy and overworked contin-
ually running day, night and 
weekend," he said. "If they were 
to add one more thing it would 
be too much." 

The alternative is finding some-
one else who'll do the composting 
for you. 

"One reason I think guys balk 
at composting is because they 

don't know how to start or say they 
don't have the time, which I think 
are acceptable reasons," Glen-
dinning said. "But it's not all that 
difficult to find someone who 
does compost and take your waste 
there." 

About the only problem you 
may encounter in taking wastes 
to a composting site rather than 
a dump is additional travel time, 
he said. 

BENEFITS. Before composting 
catches on with the landscape 
maintenance industry, Glendin-
ning said, operators have to be-
come convinced of the benefits 
and use of the end product. 

"Right now, I don't think peo-
ple are seeing the whole picture," 
he said. "It seems they're look-
ing at composting as only a waste 
management solution. Once 
operators realize they can use the 
composted materials in their 
business, I think there will be an 
increased interest in wanting to 
compost their waste." 

The benefits of using com-

posted material on landscapes can 
be placed in three categories: 

•Economical. A one-time ap-
plication can replace the need to 
fertilize two to four times per year. 
It reduces the need for irrigation 
because compost can hold six 
times its weight in water. These, 
of course, reduce maintenance 
and labor costs. 

•Improved plant/turf quality. 
The use of compost reduces trans-
plant shock and decreases plant 
stress response to drought, dis-
ease and insects. It also reduces 
salt damage and provides nutri-
tional balance. 

•Improved soil structure. It re-
duces the compaction of soil and 
increases both the topsoil depth 
and soil fertility while rebuilding 
worn out soil. 

IDEAL USES. Composted mat-
erial can be used in several land-
scape applications. 

•For a one-time upgrade of 
turf, a 30- to 40-cubic-yard per 
acre application can be made in 
the fall and winter for winter type 

grasses and in the spring for sum-
mer grasses. 

•For continuing maintenance 
of turf, a 15- to 20-cubic-yard per 
acre application can be made on 
the same schedule as above. 

•For soil preparation in plan-
ting beds, 1 to 3 cubic yards per 
1,000 square feet is recommend-
ed. Difficult soils will require the 
higher amount. 

•For tree and large shrub back-
fill, about 20 percent to 30 per-
cent compost by volume of soil 
is best. 

Once operators begin using 
compost regularly in their land-
scapes, they'll see the possibility 
for saving money. Glendinning 
still does some maintenance work 
and he uses compost regularly. 

His typical fall treatment of a 
lawn is an application of compost, 
overseeding and an aeration. He 
then only needs to spray one or 
two times the following year 
rather than the typical six times. 

Another key factor in the ac-
ceptance of compost in both de-
sign/build and maintenance 
work, according to Glendinning, 
will be how composting fares in 
university research. He is confi-
dent such research will verify its 
value, and significantly raise in-
terest and acceptance for the mat-
erial. 

Following the laws of supply 
and demand, once more compost 
is being produced, prices will fall, 
Glendinning said. That's when 
compost will begin competing 
with lower rated fertilizers such 
as 8-8-8 and 10-10-10. 

"I think there's the possibility 
for compost prices to fall dras-

(continued on page 29} Charging fees based on volume in advance can eliminate the need for scales. 
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GRAND PRIZE: FORD F-150 HALF-TON PICKUP. 
FIRST PRIZE: $2 ,000 WORTH OF QUALITY CHIPCO PRODUCTS. 
SECOND PRIZE: $1,000WORTH OF QUALITY CHIPCO PRODUCTS. 
It's easy to qualify. Simply fill out the attached entry form and pop it in the mail 
But, don't wait. All entries must be postmarked no later than July 15,1990. 



Enter Today and Get 
These Informative 
Disease ID Cards. 

FREE! 

Just for entering, we'll send you a set of colorful, 
informative disease identification cards. Free! 
These durable, convenient-to-use ID cards will 
make it easier for you to spot damaging dis-
eases before they get out of hand. 
So don't wait. Get your "Free Ride" Sweepstakes 
entry form in the mail today. 

idr\C5 

OFFICIAL CHIPCO "FREE RIDE" SWEEPSTAKES ENTRY FORM 
NAME:. 

NAME OF BUSINESS:. 

YOUR TITLE (OR POSITION):. 

ADDRESS: 

CITY: 
Please check the categories below 
which best describe your business. 
• Landscape Maintenance 
• Lawncare Maintenance 
• Landscape Installation 
• All the above (full service) 
• Other 

.TELEPHONE:. 

.STATE:. .ZIP:. 
Services Currently Offered: 
• Insecticide treatment 
• Herbicide treatment 
• Fungicide treatment 
• Fertilizer treatment 
• Mowing, Maintenance 

Principle Types of Customers: 
• Home lawns 
• Commercial 
• Municipal 
• Parks/Recreation 
• Sports Facility 
• Education Institution 

For an additional list of rules send a self-addressed stamped «10 size business envelope, by 6/30/90, 
to CHIPCO* "Free Ride" Sweepstakes Rules. PO Box 574. Northbrook. IL 60065-0574 



Be a winner every time you use quality Chipco products. 
CHIPCO" ALIETTE" brand fungicide. 
CHIPCO" ALIETTE" brand fungicide is the only foliar-
applied fungicide you can buy to prevent both 
Phytophthora and Pythium. Its long-lasting systemic 
protection can't be washed off or affected by sunlight. 

^ And ALIETTE" brand can be used on a wide variety 
of turfgrasses and ornamentals, so it's the ideal fungicide for 
your diverse landscape maintenance needs. 

CHIPCO" brand 26019 fungicide. 
CHIPCO" brand 26019 fungicide controls more 
troublesome diseases on turfgrasses and ornamen-

JZ""* tals than any other disease control product you can 
buy: including Helminthosporium Leaf Spot and Melt-
ing Out, Dollar Spot, Brown Patch, Fusarium Blight 

and Red Thread. It even protects against Pink and Gray Snow 
Mold. And CHIPCO" brand 26019 also controls 14 diseases on 
a wide variety of ornamentals. 

CHIPCO" SEVIMOL brand carbaryl insecti-
cide. CHIPCO" SEVIMOL" is a special formulation 
of SEVIN" brand carbaryl insecticide that offers 
proven control of your most damaging turf pests: 
including white grubs, sod webworms, chinch bugs, 
cutworms, mole crickets and more than two dozen 

other insects. And CHIPCO" SEVIMOL" can also provide 
effective control of 86 troublesome insects that attack trees 
and ornamentals. It even protects against mosquitos, fleas, 
ants, chiggers, ticks and a host of other nuisance pests. 

CHIPCO" MOCAP" brand 5G pesticide. 
CHIPCO" MOCAP" brand 5G pesticide delivers fast, 
dependable control of grubs and mole crickets. Plus, 
its broad-spectrum activity goes to work on surface 
feeders to provide the most effective turfgrass insect 
control available. 

CHIPCO" WEEDONE" brand DPC herbicide. 
CHIPCO" WEEDONE" brand DPC herbicide* effec-
tively controls more than 65 annual and perennial 

' broadleaf weeds in turf grasses. It can be applied any 
• time weeds are actively growing and is ideal for use on 

parks, athletic fields and rough areas for control of 
a wide variety of problem weeds. 
'CHIPCO" WEEDONE" brand DPC herbicide is not labeled for use on ornamentals. 

CHIPCO" RONSTAR" brand G herbicide. 
CHIPCO" RONSTAR" brand is a selective, pre-
emergence herbicide that controls more than 20 of 
the toughest grassy and broadleaf weeds in turf -
including goosegrass and crabgrass—for up to 120 
days. And university studies prove that CHIPCO" 

RONSTAR" brand delivers this outstanding control without 
pruning roots. 
*Not for use on home lawns. 

CHIPCO" 'FREE RIDE" SWEEPSTAKES OFFICIAL RULES 
NO PURCHASE NECESSARY 

TO ENTER: Complete the Official Entry Form delivered by mail, available at participating resellers of 
CHIPCO" products or found in the April or June, 1990 issues of California Landscape, the April or May, 1990 
issues of Landscape and Irrigation, or the May, 1990 issue of ALA Lawn & Landscape Management. 
No facsimiles, mechanical reproductions or photocopies will be accepted. Only one entry per person. Hand print 
your name, address, city, state, zip code and phone number, AND answer all three survey questions on the Official 
Entry Form. Each Entry Form is pre-addressed and ready to mail (postage is prepaid by us). Just for entering you 
will receive a free set of Disease Identification Cards, while supplies last (see brochure for description of cards). 

Sweepstakes begins April 1, 1990 and ends July 15. 1990. Entries must be postmarked by July 15, 
1990 and received by July 30, 1990. Sponsor is not responsible for lost, late, misdirected, damaged, 
incomplete, stolen or illegible mail. 

PRIZES: One Grand Prize: One 1990 Ford Model F-150 1/2 ton six cylinder pickup truck with 117" 
wheelbase. Truck is white with green detailing and is equipped with standard features plus AM/FM stereo 
radio, clock, rear bumper, air conditioning and automatic transmission. Winner is responsible for all taxes and 
for registration, dealer and license fees. Approximate retail value, as of 12/21/89, is $14,500. One First Prize: 
One $2,000 gift certificate good for any combination of CHIPCO" products. Retail value $2,000. One Second 
Prize: One $1,000 gift certificate good for any combination of CHIPCO" products. Retail value $1,000. Total 
value of Prizes is approximately $17,500. Odds of winning depend upon the number of entries received. No 
more than listed prizes will be awarded. Prizes are nontransferable, and no substitutions, cash redemptions or 
exchanges are allowed, except at the sole discretion of the sponsor Prize delivery is limited to continental 
United States. 

Winners will be selected in a random drawing, conducted by David Kessler & Associates, Inc., an 
independent judging organization, whose decisions are final on all matters pertaining to this sweepstakes. 
Drawing to be held on or about August 3, 1990. All entries become the property of Rhone-Poulenc Ag 

Company and none will be returned. Winners will be notified by certified mail on or about August 20,1990. All 
entries are subject to verification. Any entry forged, altered, illegible, mutilated, tampered with in any way 
containing printing or other errors, or obtained through other than intended channels is automatically void and 
will not be replaced. 

Winners will be required to execute and return affidavits of eligibility and liability/publicity releases 
within 21 days of first notification or prize may be forfeited. All taxes are the responsibility of the individual 
winners. Alternate winners will be selected in the event of noncompliance or the return of undeliverable prize 
or notification of prize award. 

Sweepstakes open to residents of the continental United States who are 21 years of age or older 
AND a state certified applicator. Employees of Rhone-Poulenc Ag Company. Rhea & Kaiser Advertising, Inc, 
David Kessler & Associates, Inc., their affiliates, participating resellers, agencies, and contractors associated 
with this sweepstakes, are not eligible. By entering, winners consent to the use of his/her name and likeness, 
(and in the case of the Grand Prize, the Ford Truck), for advertising, promotion, public relations or trade 
purposes with no additional compensation. Void where prohibited or restricted by law and subiect to all 
federal, state and local regulations. 

By entering the sweepstakes, all participants agree that all prizes are awarded upon the condition that 
Rhone-Poulenc Ag Company, Rhea & Kaiser Advertising, Inc., David Kessler & Associates, Inc., and their 
respective subsidiaries, agencies or employees will have no liability whatsoever for any injuries, losses or 
damages of any kind resulting from the acceptance, possession or use of any prize 

For a list of the prize winners, send a self-addressed stamped, n 10 size business envelope, by 7/30/90, 
to: CHIPCO" "Free Ride" Sweepstakes Winners List, P0. Box 1386, Northbrook. IL 60065-1386. 
Sponsor: Rhone-Poulenc Ag Company. Research Triangle Park, NC 27709 
© 1990 Rhone-Poulenc Ag Company All rights reserved) 
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This brochure is intended only as 
a guide in providing general infor-
mation regarding the directions, 
warnings and cautions associated 
with the use of CHIPCO" brand 
products. As with any pesticide, 
always read and follow the label 
instructions on the package 
before using. 

CHIPCO, ALIETTE, RONSTAR, 
MOCAR WEEDONE, SEVIMOL and 
SEVIN are registered trademarks 
of Rhone-Poulenc. CHIPCO" 
MOCAP" BRAND 5G IS A 
RESTRICTED USE PESTICIDE. 

For additional product information, 
please call 1 -800-334-9745. 
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C o m p o s t i n g 
Icontinued from page 24) 

tically," he said. "Once that hap-
pens, then we'll see some real 
significant changes. I think there's 
a chance that compost will be 
displacing fertilizers in hor-
ticultural uses." 

He conceded that is probably 
years away, but is still convinced 
it will happen eventually. 

Whether you have to pay a com-
post operator to take your waste 
really depends on the operator. 
Some compost sites charge for the 
privilege of dumping there and 
others don't, according to Tom 
Richard, an agricultural engineer 
in the agricultural and biological 
engineering department at Cor-
nell University, Ithica, N.Y. 

But those that charge are sig-
nificantly lower than the tipping 
charges at landfills. 

HOW TO START. If you want to 
forego the landfills and compost 
operators to start your own com-
posting site, you need to obtain 
the proper permits from your local 
government. The requirements 

Composting is sure to become a rr 

for getting such a permit vary 
quite a bit. 

Most basic to receiving one is 
having enough land, which usual-
ly is about an acre for the com-
posting site and whether you plan 
to use the finished compost for 
your own use or if you plan to sell 
it to others. 

For small- to medium-sized 
operators, selling to others would 
most likely be out of the question 
because they simply do not create 
enough volume of waste, Glen-
dinning said. An operator who 
covers 100 acres three times a 
month will only be able to pro-
duce enough compost to cover 10 

- aspect of lawn maintenance. 

acres. 
One small operator who has 

turned to composting has made 
it a second business. Alan 
Hughes, owner, Hughes Organic 
Products Inc., Binghamton, N.Y., 
owns an in-vessel system and 
composts yard wastes from 
municipal garbage pick ups. 

He advocates the machine 
system over static composting 
because it creates a better end 
product that is finer and more 
nutrient-rich. 

While he said starting a com-
posting operation is impractical 
for nearly all operators, getting 
their waste to a composting site 

isn't that much different than tak-
ing it to a landfill. 

"Composting is a major under-
taking that not everyone has to get 
involved in," he said. "It's actually 
a lot like landscaping: Sure 
everyone is capable of taking care 
of their own yard, but many 
choose not to because it's time-
consuming. The same can be said 
of landscapers and composting. 
But just because they don't want 
to do it, doesn't mean they 
shouldn't find an operation like 
ours. It doesn't take that much 
more of an effort than dumping 
at a landfill." 

Composting is sure to become 
a major aspect of lawn and land-
scape maintenance in the coming 
decade. Learning about it now 
will make the transition easier 
when you are eventually required 
by law to quit dumping grass clip-
pings. Also, using compost in ap-
plications can save you money. 
Could there be a better incentive 
than that? — David Westrick • 

The author is Assistant Editor of 
Lawn and Landscape Mainte-
nance magazine. 

H 

j>£vHKy* 

Trim your Paperwork 
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with forms and promotional products created especially 
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K E Y S T O S U C C E S S F U L T R A I N I N G 

Follow Up Training 
Increases Task Retention 

It's said that 50 per-

cent of new informa-

tion is lost imme-

diately and 70 per-

cent the first day. 

Editor 5 Note: This article is the 
third of a three-part series on 
training. This month, the impor-
tance of follow up training using 
feedback, performance incen-
tives and reinforcement, is em-
phasized. 

AT R A P M A N Y PEO-
ple get caught in, includ-

ing trainer, trainee and manage-
ment, is the one believing "He's 
been to training class, now he 

knows what he's do-
• • • • • ing." This may or may 

not be the case. 
Training class, in 

most cases, provides 
the basics for perform-
ing a task. There's gen-
erally a time frame 
built into the program 
for practice, however, 
the re ' s not always 
enough opportunity to 

ensure the task is mastered com-
pletely. Follow up and practice 
add to a successful training 
process. 

Training follow up can provide 
many things: 

•Program evaluation. 
•Problem recognition. 
•Retraining/reinforcement. 
•Performance measurement. 
Program evaluation is essential 

to ensure that the appropriate in-
formation is presented. Does the 
information presented solve the 
problem or fill the need? Is it 
current? 

In many businesses, informa-
tion, technology and vocabulary 
relating to that industry change 
frequently, and it is imperative to 
change the training program ac-
cordingly. Keep it current. 

Individual businesses within 
the same industry have differing 
terms for the same function or 
procedure. Recognize that and 
relate it your business if employ-
ees are exposed to competition 
and/or taking advantage of out-
side training. 

A part of the program evalua-
tion must contain an evaluation 
of the trainer. Was he/she effec-

From now until the end of the century, 88% of 
work-force growth will come from women, blacks 
and people of Hispanic or Asian origin, including 
immigrants. White men, meanwhile, account for 
most retirees and are leaving the work force in 
record numbers. 

White men 

White women 

| Minority men 

| Minority women 
*Includes Hispanics 

1988 
Labor Pool 

2000 
Labor Pool 

Source: Bureau of Labor Statistics, Office of Employment Projections. 
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tive? If all the information seems 
current and well organized, but 
the message was incorrectly in-
terpreted or not received, look to 
the presenter or the environment 
in which the training session was 
conducted. 

Find the source of the problem 
and correct it before offering 
another training session. 

EVALUATION. Feedback is very 
important in evaluating any 
course. It can be done in a number 
of ways. Each trainee can be poll-
ed verbally or in written form us-
ing a predetermined set of ques-
tions. These questions must be 
developed so as to provide con-
structive information for improv-
ing the training program. 

Constructive questions could 
be as follows: 

•If there was one section of the 
course that could be changed, 
what would it be and how would 
you change it? 

•What was the most important 
part of the course to you and why? 

• D o you feel as though you 
need further information? Which 
topic? 

Do not ask questions like: 
•Did you enjoy the class? 
•Would you come back and/or 

bring others? 
•What do you thing about the 

class? 
All questions of this type 

generate either "yes" or "no" an-
swers or are too vague to get use-
ful information. Feedback can 
also be provided in a more for-
mal way through testing. 

Testing can take the form of 
either a written exam or a prac-
ticum where the individual per-
forms the task. Whatever form is 
used, relate the findings back to 
the training program and make 
adjustments as necessary. 

Training follow up can help 
(continued on page 32) 
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When it comes 

to grubs, it's 

not enough 

just to sup-

press them. 

PERCENT OF GRUBS 
CONTROLLED 

insects combined. Better yet,once grub damage. 

Triumph® applied to the soil, And protect you 

is changing Triumph keeps on from losing what 

all that. working for up to profits you have 

Unlike 10 weeks, depend- made to callbacks. 
. . Compiled from 18 _ . • . . _ . 

You want mostinsec- ing on the target 

to squash them, ticides, which are 

Pulverize them, unpredictable at o v r - i / 

Grind them into best,Triumph -^.'äV 
dust. Send the lit- has been 

tie buggers to the proven in 

root zone eternal, over ten ^ 

And who could years of 

blame you? testing 

After all,this one to consis-

creature has prob- tently rid 

ably baffled more turf of over 

turf professionals, 90 percent 

of grubs pres-made a mockery 

of more chemical 

company claims, 

than all other turf 

ent. And within 

just 2-3 days of 

application. 

So one pre-

ventive application 

in late summer or 

Tofind out more, 

contact your turf 

products distribu-

H O W TO 
S Q U A S H A G R U B . 

early fall is all that's tor or Ciba-Geigy 

needed to protect representative, 

turf from costly T R I U M P H 

© 1990 CIBA-GEIGY Corporation, Turf and Ornamental Products, Box 18300, Greensboro, NC 27419. Always read and follow label directions. 
For retail sale to and use only by certified applicators or persons under their direct supervision, and only for those uses covered by the applicator certification. 

29 Circle 47 on reader service card 



Training 
(continued from page 30) 

improve performance through 
problem recognition. Often, a 
problem goes unnoticed until it 
is discovered through training fol-
low up; whether or not it's related 
to the recent training. 

It may have come about through 
increased knowledge provided at 
the training session. The problem 
may have existed even with for-
mal training, but didn't surface 
until a follow up session was con-
ducted. Possibly in the training 
process, a detail was overlooked 
and after training presents itself 
as a problem. 

The scenario below can serve 
as an example. 

The point is that problem 
recognition through training fol-
low up is essential to any business 
interested in continued growth 
and success. 

REINFORCEMENT Training fol-
low up can provide another impor-
tant benefit, particularly following 
a problem recognition situation 
— reinforcement and retraining 
of a previously learned task. 

Reinforcement is always nec-
essary even after the best of train-
ing. It is suggested that 50 per-
cent of information exchanged is 
lost immediately, 70 percent is lost 
the first day, 90 percent the first 
week and 97 percent by the end 
of three weeks without any review. 

A review after 24 hours can in-

crease retention rate from 55 per-
cent to 85 percent. Retention rates 
after one week can be improved 
from 25 percent to 85 percent, and 
after one month, it can be improv-
ed from 15 percent to 85 percent. 

All people need to know how 
they're doing when performing 
a task. Reinforce correct perfor-
mance by showing some type of 
appreciation. This can be verbal, 
in mosteases, or written. All rein-
forcement should be positive. 

Retrain to encourage positive 
performance if it's determined the 
skill hasn't been mastered or it's 
being performed in an unaccep-
table manner. 

Retraining can take several 
forms including formal classes, 
one-on-one or on-the-job. 

A second formal training class 
may or may not solve the problem. 
If there is evidence that the first 
class was conducted poorly — 
i.e., poor communication pro-
cess, poor instructor, not enough 
detail, poor examples or improper 
timing — then a second class may 
be in order. This being the case, 
an improvement in performance 
should be expected from an addi-
tional formal session. 

SUPPLEMENTAL TRAINING. 
One-on-one training may be nec-
essary in addition to formal train-
ing in certain cases. This can hap-
pen in a large class situation where 
time is limited, their learning pro-
cess is slower, the class is geared 
toward a different level of trainee. 

A DECISION HAS BEEN MADE BY MANAGEMENT 
that in order to reduce the indiscriminate use of pesticides and 
increase the efficacy of summer weed control, hand can 
sprayers will be used. Everyone must be trained in the use of a 
hand can. 

The hand cans are purchased, the materials are ordered and 
the training begins. A very comprehensive class is designed 
covering an array of topics including pesticide use, equipment 
operation, calibration and finally safety. 

Everything is covered well by experienced staff members. 
The evaluation performed indicates things went as planned, 

but a field follow up reveals a problem. 
The technicians are carrying the hand cans in the cab of the 

trucks because no provision was made to secure them else-
where. Is this a training mistake? 

The answer can go either way depending on a number of 
factors. The solution, too, may or may not be easy depending 
on diversified situations. 
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they're intimidated and do not ask 
questions, or a number of other 
reasons. 

In this case, a more personal 
type of training approach is 
necessary. This training may on-
ly need to address certain as-
pects of the formal session to ac-
complish the goal; however, it 
must be geared to the needs of the 
trainee. This may mean more 
hands-on training, a slower ex-
planation or even a written step-
by-step procedure. 

Whatever procedure is deem-
ed necessary, it's important for the 
trainer to be skilled at the task, 
be patient and be a good listener 
to be able to evaluate progress. 

On-the-job training can be us-
ed as either a training process or 
a retraining process. It may or may 
not be used as a result of poor per-
formance. It may be used as an 
evaluation tool in the training pro-
cess. Nevertheless, on-the-job 
training correlates classroom in-
struction with the job site. 

Many companies use on-the-
job training as a portion of the 
employee's probationary period. 
It's a true measure of how well 

the trainee performed in formal 
training assuming the instruction 
was correct. It also allows the train-
ee to practice — generally in the 
presence of an experienced em-
ployee — build his/her confidence 
and work out "rough spots." 

The process can be as subtle 
as a suggestion or as formal as a 
procedural quiz. The time in-
volved also varies depending on 
company policy, aptitude of the 
trainee, skill of the trainer and task 
involved. On-the-job training 
should be used as a bridge bet-
ween training and individual per-
formance. 

Performance measurement be-
gins during the final training 
phase and continues through the 
employee's tenure. It's a tool used 
to ensure acceptable performance 
and troubleshoot for problems 
in need of further attention. 

Performance measurement can 
take the form of testing, meeting 
goals and/or quotas or providing 
a certain level of service. Meas-
urement is essential to all involved. 

Management needs to know 
what is going on to adjust bud-
get, personnel procedures and 

equipment needs among others. 
The staff needs to know in or-
der to set realistic schedules, 
qualify for bonuses and ensure job 
security. Individuals need to know 
to attain a sense of accomplish-
ment, pride and worth. 

It's hard to know what you're 
doing if you don't know where 
you're going and how to get there. 

Tests can be developed to as-
certain that an essential amount 
of knowledge has been acquired 
to perform a certain task. The test 
can be written, oral or perfor-
mance oriented. 

Before a test is designed, know 
what is needed for accomplishing 
the task, put a value on it and de-
cide on an average performance 
point. Then design the test for 
minimal accomplishment, aver-
age and above average accom-
plishment. Testing results should 
be used as a reflection of the train-
ing process and for any necessary 
adjustments. 

INCENTIVES. Service goals or 
sales quotas are a commonly us-
ed measurement tool. These must 
be used in a gradual manner 

through the initial performance 
stages, leading the trainee along 
a progressive path to a goal. 

A new employee shouldn't be 
expected to accomplish the same 
tasks as one who has had more 
time on the job. If the goal is set 
too high, too early, performance 
and confidence will suffer and ad-
ditional training may be required. 

On the other hand, if designed 
properly, each achieved goal can 
add to the training process and 
give employees the confidence to 
become productive and valuable 
assets to the company. 

All personnel can improve 
something as it relates to their per-
formance and it is the trainer's 
responsibility to encourage it and 
recommend ways for improve-
ment. 

Training influences everything 
in both business and personal life. 
Done properly and taken serious-
ly, it affects us positively. But done 
poorly, it affects us negatively. 
Make training a serious part of 
your business. — Dave Jones • 

The author is director oft raining 
for Lawn Doctor, Mata wan, N.J. 

In the battle for healthy ornamen-
tals, only the strong emerge victorious. 
And the weak fall by the wayside. 

Introducing new flowable 
MORESTAN® 4 Ornamental Miticide. 

With MORESTAN, you get the 
strength you need to defeat even the 
worst mite infestations, the type of in-
festation that can devastate an entire 

ornamental crop. Superior performance 
in a water-based liquid formulation, 
free of solvents that can cause photo-
toxicity. With proven knock-down power, 
strong ovicidal activity and excellent 
residual control. 

MORESTAN. For the power to control 
the mightiest of mite problems. 

Mobay Corporation 
A Bayer USA INC COMPANY 

Bayer 
Morestan is a Reg. TM of Bayer AG. Germany. © 1989 Mobay Corp. 67431 

Specialty Products Group 
Box 4913. Kansas City. MO 64120 

LAWN & LANDSCAPE MAINTENANCE • MAY 1990 Circle 54 on reader service card 33 



Täll ones. Short ones. 



Thin ones. M ones. 

All shapes and sizes 
qualify for our PAGEANT 

Nothing's worse than slimy worms crawling on 
your shrubs, ugly beetles munching on your pines 
and nasty borers blemishing your birches. That's 
why you need new PAGEANT* DF in your tank. 

Any other insecticide has to settle for 
first runner-up. PAGEANT DF is the only tree 
and shrub insecticide that gives you the active 
ingredient chlorpyrifos in a dry, flowable formu-
lation. Its long residual keeps protecting the 
beauty of trees and shrubs long after other 
insecticides have left the scene. And studies show 
that chlorpyrifos is gentle to both applicator 
and environment. 

What's even more attractive is its 
broad spectrum of control. You can 
control everything from beetles 
to borers to worms-all with a 
single insecticide. 

Since it's a dry, flowable 
formulation, PAGEANT DF also 
has minimal odor and less chance 
of phototoxicity. Plus, it goes into 
solution beautifully-no more 

clogged nozzles, or undissolved clumps. Your 
applicators can mix without dust. And without 
the splashing caused by liquid insecticides. 

So much talent in such a beautiful 
package. Almost seems unfair. PAGEANT DF 
not only works better than the competition, it 
also looks better. But that cube-shaped container 
offers more than good looks- it's specially designed 
for easier handling and disposal. 

Each container holds five full pounds of 
insecticide. At a mixing ratio of 1-2 pounds per 

100 gallons of water, PAGEANT DF is ideally 
packaged for larger spray tanks. 

Why not judge for yourself how well 
PAGEANT DF protects the beauty 
of trees and shrubs? Then send 
a clear message to the insecticide 
you're presently using: hand over 
the crown. To find out more, call 
1-800-373-2DOW. 

"Trademark of The Dow Chemical Company. 
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Escalating 
Irrigation 
Demands 

Conserving water is one of the 
key issues of the 1990s. Since 

irrigation systems are a visible use 
of water, it's important that irrigation 

be seen as a water saver not water 
waster. You 7/ find some tips on the 

following pages to help you 
control your costs. 

SATISFYING WATERING NEEDS 
THROUGH DESIGN, CONTROLLED COSTS 
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IRRIGATION CONTROLLERS 

Proper Programming 
Yields Ample Water Savings 

Front photo: 
Motorola 

AS RESIDENTIAL LANDSCAPE IRRIGA-
tion gains more and more popularity, the 

amount of water used by these systems is increasing 
dramatically. 

Unfortunately, landscape irrigation systems are an 
extremely visible use of water and therefore in times 
of water shortages, usually the first subject to bans. As 
a result, water conservation is certain to become one 
of the paramount issues of the 1990s. 

It is therefore important that landscape irrigation be 
seen as conserving and not wasting water. 

Most people, including those in the irrigation in-
dustry, have a tendency to over water. The time has 
come, however, for irrigation controllers to be pro-
grammed based on the requirements of the landscape 
and not by a "seat-of-the-pants" approach. Substantial 
water savings can be achieved through proper irriga-
tion scheduling. 

In the past, programming of automatic irrigation 
controllers for landscape irrigation has been accomp-
lished in a number of ways varying from experience to 
however the neighbor sets his controller. Over water-
ing of the landscape with an irrigation system is quite 
common, and potentially much more damaging to 
plant material and turf than under watering. 

In tight soil conditions rotting of plant roots can be 
easily inflicted by over watering practices. One of the 
problems in the landscape irrigation industry is that 

For proper irrigation scheduling controllers with dual pro-
grammability, multiple start times and water budgeting 
features are recommended. 

installing contractors fail to give proper or detailed in-
structions regarding the the operation of the irrigation 
system, including the rate at which it applies water or 
how to operate the controller, to the end user. 

This seems to be true whether it's a homeowner, 
owner's maintenance personnel or municipal mainten-
ance crews. It is important that both the end user and 
the installer be well versed in the water requirements 

WHAT THE INDUSTRY HAS TO OFFER 
The electronic Modular Controller Series 
from Buckner is designed for use in all 
applications including residential, com-
mercial and industrial. These controllers 
incorporate the accuracy of crystal and 
solid state timing with a simple, fune-
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tional keyboard for programming. 
Features and benefits include: station 

combinations from 4 to 51; audible pro-
gramming tone for errors; variable 
schedule lengths from one to 32 days; 
four start times for each program; station 
run times in hours, minutes or seconds; 
semi-automatic starts independently by 
program and start time; full input and 
output lightning protection; dual manual 
functions for operating stations individ-
ually or with selectable run times sequen-
tially; and sensing overload protection 
that retires, then skips stations rather than 
blowing fuses; and reports failure when 
program is completed. 
Circle 136 on reader service card 

Hunte r Indust r ies has introduced the 
new S-type Side Strip, a specially design-
ed spray sprinkler for long, narrow land-
scape and turf areas. It's recommended 
for use on parcels that range from 4 by 

28 feet up to 8 by 38 feet. 
Like other S-type sprinklers, 

the side strip has a built-in noz-
zle that saves installation time. 
The discharge rate may be ad-
justed from 1.1 to 1.7 gpm. It's 
available as a 2- or 4-inch pop-up 
and has many vandal-resistant 
features. 
Circle 137 on reader service card 

The 1990 model of King Irr iga-
tion Products ' pocket-sized valve 
activator adds two significant im-
provements: A vinyl carrying 
case with belt clip and an LED 

indicator light. 
The case keeps the valve activator pro-

tected and out of the way when not in 
use. The LED indicator tells at a glance 
when the unit has full power. So, when 
testing solenoids, the LED will not light 
when the unit is attached to a bad solenoid. 

The valve activator is used to test the 
electrical functions of valves without 
operating the system controller. This is 
beneficial when checking repairs, identi-
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of the landscape, and in the precipitation rates in-
herent in each zone of the irrigation system. 

Only when irrigation system operators know 
how much water is required by the landscape 
material and how much water is being applied by 
the irrigation system will they be able to in-
telligently program the controller so the system 
will be more efficient in its water use. 

Determining the water requirements of the 
landscape can be accomplished in a number of 
ways. These include a thorough knowledge of 
plants and soil conditions, soil moisture sensors 
and potential évapotranspiration (PET) rates. 

Soil moisture sensors, although available for 
many years, have only recently become cost-
effective for the average landscape irrigation 
systems. Moisture sensors have now been per-
fected to the extent that they can easily, and 
without undue maintenance, be used in the freez-
ing northern areas of the United States above 
plant hardiness zone number eight. 

When programming an irrigation controller that 
incorporates moisture sensors, the zones should be pro-
grammed for frequent, short watering periods. The 
soil moisture sensors will then determine whether or 
not a specific irrigation zone should operate. 

WATERING REQUIREMENTS. Perhaps the easiest way 
to determine landscape watering requirements is 
through an average weekly use formula. For example, 
a lawn area in a no rain situation in the northern 
United States may require 1 inch of water per week, 
but up to VA inches per week in the central United 
States. 

Planted areas for the most part require approximate-
ly 50 percent to 75 percent of the estimated turf 
requirements. 

Over watering of the landscape wastes water and can potentially damage land-
scape material. 

Turfgrass research is a matter of continuing interest 
at many universities throughout the United States and 
the astute contractor will want to keep abreast of the 
latest developments. In addition, there are many good 
publications relating to plant material requirements 
available through the ASLA Library and the American 
Society of Horticultural Science. 

For every system that is installed, it is necessary to 
determine the precipitation rate of each zone. Precipi-
tation rates are calculated using the formula: 

PR = 96.3 x GPM/Sprinkler Spacing. 

Where: PR = average water applied per square foot of 
covered area in inches per hour; 96.3 is a constant; 

fying wires that need splicing, even 
flushing lines on new systems before con-
troller hook-up. It also eliminates the 
need for manual bleeds, which often 
flood the valve boxes. 

The activator also eliminates the need 
for servicemen to have access to the 
house when the homeowner is away. It 
allows many tests and repairs to be per-
formed without having to reach the 
controller. 

The valve activator's plastic body is 
water resistant and its 28-inch connector 
wire and shielded wire-piercing alligator 

clips easily reach contact points. Three 
9-volt batteries supply 24 volts of energy. 
Circle 138 on reader service card 

The Char les Machine Works has intro-
duced the Jet Trac fluid-assisted boring 
system to its line of Ditch Witch horizon-
tal boring products. This compact, direc-
tional boring system employs a fluid-
assisted mechanical boring tool to dig 
distances of 400 feet. 

The fluid-assisted boring system is an 
economical alternative to conventional 
excavation. 

The system is compact, lightweight and 
maneuverable. It easily fits through a 
standard 36-inch yard gate and can be 
moved into position by two workers. The 
rear wheels can be extended from 30- to 
40-inches wide for added stability on 
rough terrain and slopes. The system can 
be set up and ready to work in as little as 
15 minutes. 

Controls are grouped together on a drill 
frame console and allow precise control 
of the boring tool. Ditch Witch electronic 
locators and transmitters are included to 

provide operators accurate location, direc-
tion and depth data. 

The Jet Trac fluid-assisted boring sys-

tem makes bores 2.25 inches in diameter, 
and can back ream an 8-inch slurried hole. 
Operating depth range is 36 to 180 inches. 
Circle 139 on reader service card 

The "Program Saver" Spike Arrestor is 
available from Glen-Hilton Products . 

The product is designed to absorb 
spikes of electricity from external swit-
ches; spikes which may affect sensitive 
electronic controllers. This will avoid the 
possible erasing of programming from 
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GPM = gallons per minute of water discharged by the 
sprinklers within the area in question; and spacing = 
sprinkler spacing in square feet (distance from head to 
head times the distance from row to row). 

For example, if you had a group of small pop-up, 
spray-type sprinklers, spraying in a 360 degree circle, 
each using 3.7 gallons per minute on a square spacing 
of 15 feet, the precipitation rate would be: 

96.3 x 3.7/15 feet x 15 feet = 1.58 inches per hour. 

Or, if you had a group of medium sized rotating lawn 
sprinklers covering 360 degrees, each using 4.2 gal-
lons per minute on a square spacing of 30 feet, the 
precipitation rate would be: 

96.3 x 4.2/30 feet x 30 feet = 0.45 inches per hour. 

Note that in both cases, the GPM used is the output 
from one full circle sprinkler. 

The precipitation rate gives the rate of water applied 
by the sprinklers for a specific sprinkler with nozzles 
at a set spacing. Notice that the small spray sprinklers 
have a precipitation rate that is Vh times greater than 
the larger rotary sprinklers. This is a result of the 
much greater area (square feet) being covered with the 
larger heads. 

Consequently, you should never operate these dif-
ferent types of sprinklers for the same amount of time 
per cycle, or pipe them together on the same zone. 

SYSTEM EFFICIENCY. As with any mechanical 
device, an irrigation system is not 100 percent effi-
cient. In order to adequately apply the appropriate 
amount of water to the landscape, you must assume an 
efficiency rating for the system. 

The efficiency will vary widely depending upon: 
relative humidity, sprinkler spacing, matched precipita-
tion, wind and time of day for watering. 

This primary method of improving the efficiency of 
an irrigation system is to design your system so that 
the controller can be adequately programmed by zon-
ing the sprinkler system into areas with similar water-
ing requirements and sprinkler characteristics. 

Areas of like plant materials should be zoned togeth-

er: plants and shrubs, turf, flowers and sun and shade 
areas. Make certain all of your sprinkler zones are de-
signed for matched precipitation or even watering. 

Since it is almost impossible to always keep the 
precipitation rate of your system at or below the in-
filtration rate of the soil, to prevent runoff and pud-
dling, the use of state of the art controllers with multi-
ple starts and dual programs is strongly advised. 

Regular repair and maintenance of the system is 
needed to keep it operating properly. Install either a 
rain shut-off device or moisture sensor. Each sprinkler 
must be adjusted and maintained to prevent water from 
being thrown onto areas such as streets, driveways, 
sidewalks, houses and buildings. 

A well-designed landscape irrigation system is usual-
ly no more than 80 percent efficient. Unfortunately, 
many of the systems operating today have sprinklers 
that are poorly spaced and nozzles that are not match-
ed within the various zones for even watering. 

Such systems may have an efficiency as low as 40 
percent to 60 percent. In order to adequately deter-
mine the watering program, this efficiency must be 
taken into consideration. 

The efficiency of the system is usually applied to the 
average weekly water requirement. For example, if you 
have a zone of sprinklers that you wish to apply a net 
effective amount of 1 inch per week, whose precipita-
tion rate is 1.58 inches per hour and is determined to 
be operating at an 80 percent efficiency rate: 

1 inch/week/0.80 = 1.25 inches per week. 

Now that the total amount of water required per 
week has been determined, you can take the average 
weekly water requirement and determine what days 
and for how long the zone should be programmed. 
This is a function of soil conditions and plant materials. 

If we have a precipitation rate of 1.58 inches per 
hour, an application efficiency of 80 percent and a no 
rain net irrigation requirement of 1 inch per week, the 
gross amount of water needed is 1.25 inches per week. 

Dividing 1.25 inches per week by the precipitation 
rate of 1.58 inches per hour gives you a weekly water-
ing time for this zone of 0.79 hours per week; and 
multipyling times 60 minutes per hour, 47.5 minutes 
per week. 

switching feedback. 
The small, efficient piece of equipment 

can alleviate a service call by a contractor 
when added to a compatible system. The 
spike arrestor will absorb this feedback 
from devices such as external sensors, 
relays and solenoids. 
Circle 140 on reader service card 

A new "drip system in a head" is now 
available from Olson I r r igat ion Systems. 

The Vibra-Clean™ EH-12 emitter 
head contains all necessary components 
to provide dr ip irrigation outlets for up 
to 12 locations. 

Each emitter outlet is individually 
pressure compensated to assure the 
same amount of water delivery even if 
elevation changes occur between outlets. 

Ease of installation is a key feature. 

Simply screw the head onto any 
1/2-inch riser, lay out the distribution 
tubing to the areas to be watered, in-
stall stakes and bug caps and turn on 
the water. 

Each EH-12 head contains 12 pres-
sure-compensated emitter outlets, eight 
on/off plugs, microtubing fittings, a 

microfil ter and fertilizer application 
capability. Accessories include bug 
caps, stakes, distribution tubing, fer-
tilizer pellets and an emitter access box 
for buried installations. 
Circle 141 on reader service card 

Rain B i r d ' s new EFB-CP Series of 
electric, remote controlled, heavy-duty 
brass valves offers the performance of 
the EFA-CP line with the added conve-
nience of simplified manual valve 
operation and servicing. 

The new valves offer internal manual 
bleed to keep the valve box dry. A one-
piece solenoid with captured plunger 
eliminates the loss of small parts dur-
ing field service, and the valve's slip-fit 
elbow makes it easy to snap the C P 

(continued on page 45) 
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This tells you that in order to meet the watering re-
quirements of that zone, you will need to operate that 
zone of sprinklers a total of 47.5 minutes per week. A 
normal irrigation program for this zone might be to 
run 12 minutes four times a week or 16 minutes three 
times a week, etc. 

The sprinkler installer or maintenance personnel 
should calculate the precipitation rates and required 
watering times for each zone of their sprinkler system. 

OTHER CONSIDERATIONS. Additional considerations 
in determining irrigation scheduling are the intake rate 
(infiltration rate) of the soil and the allowable time to 
water (water window). Make certain that your total 

system watering time is consistent with good practices 
such as watering when wind and evaporation losses are 
at a minimum, and that it fits into your water window. 

If all these factors are taken into consideration and 
the correct watering times are calculated, you will go 
a long way toward conserving water. 

Operating an efficient water saving irrigation system 
that adequately provides for the landscape's moisture re-
quirements will benefit the needs of your customer and the 
environment. — Brian Vinchesi and Brendan Lynch • 

The authors are irrigation consultants with Eastern Ir-
rigation Consultants Inc., Beltsville, Md., and Pep-
perell, Mass. 

IRRIGATION 
SOURCES 

If you're interested in irrigation 
and looking for more information, 
the groups and organizations listed 
below can offer a good starting 
point. They should be able to pro-
vide literature, as well as informa-
tion on irrigation educational 
seminars and irrigation consultants 
in your area. 

American Society of Irrigation 
Consultants 
4 Union Square Suite C 
Union City, Calif. 94587 
415/471-9244 

Center for Irrigation Technology 
California State University at Fresno 
Fresno, Calif. 93740-0018 
209/294-2066 

Connecticut Irrigation Contractors 
Association 
P.O. Box 278 
Windsor, Conn. 06095-0278 
203/721-8555 

Florida Irrigation Society Inc. 
808 N. John St. 
Orlando, Fla. 32808 
407/291-9074 

Idaho Irrigation Equipment 
Association 
P.O. Box 978 
Idaho Falls, Idaho 83405 
208/524-9980 

Irrigation Association of New 
Jersey 
285 Schoolhouse Rd. 
Jamesburg, N.J. 08831 
201/521-2333 

Professional School of Irrigation 
14120-H Sulleyville Circle 
Chantilly, Va. 22021 
703/631-6613 

Buckner 
Modular Controller 

EE] WSÊÊÊÊÊ I "* 1 
GDBQ 

< Buckner' 
FRESNO. CA 

•EMDE) • • • • • 
CLEAR if PM if ENTER 

MADE IN U.S.A MOOEL MOD-10/18 

Eliminates the frustations of: 
0 Limited programming flexibility 
0 Being forced to buy 12 stations when you really need 9 
0 Call-backs because of complicated programming 
0 Costly replacement of "economy" controllers destroyed 

by lightning 
0 Keyboards that take a degree in accounting to understand 

. . . The Legend Returns 
Buckner, 4381 N. Brawley Ave, Fresno, CA93722, (209) 275-0500, FAX (209) 275-3384 

Circle 48 on reader service card 
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BASIC IRRIGATION DESIGN 

Building Maintenance 
Accounts Through Irrigation 

X NTERESTED IN ADDING IRRIGATION TO 
your list of landscape services? Have a customer who 
wants you to add to their existing system? Tired of 
subcontracting irrigation work to a company who 
never shows up when you call or when they say they 
will? 

Is adding irrigation looking better and better? 
Although not difficult, there are important principles 

that must be understood before installing an irrigation 
system. Such considerations as water flow, pressure 
and how sprinklers apply water are just a few. 

Following is a brief introduction to basic irrigation 
design. For a full understanding of the principles in-
volved, it's best to sign up for a one- or two-day basic 
design school in your area. 

Irrigation design can be broken into a step-by-step 
process. The first, and one of the most important 
steps, is to evaluate the site on which the proposed 
sprinkler system is to be installed. 

When evaluating the site, you need to gather infor-
mation on terrain, location of walks, patios, driveways 
and any other surface that does not require watering. 
Additionally, note the types and maturity of plant 
material, the size and shape of lawn areas and the 
orientation of sun and shade areas. 

WATER AVAILABILITY. During your initial site visit, 
you need to determine the available water supply and 
the amount of pressure to use in your design. 

The amount of available water can be determined by 
a number of methods. The most common is to deter-
mine the size of the water service line coming into the 
house/building and the size of the water meter. The 
water meter size is usually cast into the meter, and the 
incoming line size can be estimated. 

When evaluating the site, gather infor-

mation on terrain, location of walks, 

patios, driveways and other surfaces 

not requiring water: 

Service lines for most homes are 3/4- or 1-inch, and 
may be made of galvanized steel, copper or polyethy-
lene pipe. 

Another method of obtaining the available water for 
your irrigation system design is to take a five-gallon 
bucket and place it under a silcock and time how long 
the bucket takes to fill. 

For example, if the bucket fills in 30 seconds, you 
can zone your system for 10 gallons per minute — 
gpm. Do this at the hose bib nearest to where the ser-
vice line enters the home. 

Two valve manifold with a PVC mainline and poly-
ethylene laterals. 

Pressure can be determined using a pressure gauge. 
Use an adapter to attach it to a silcock. A 0 to 160 psi 
gauge is recommended. Take both the static and dy-
namic pressure of the property — the static pressure 
being the pressure when no water in the house is flow-
ing and the dynamic pressure being the pressure with 
water moving, i.e., being used. 

Flushing a toilet or opening another silcock easily 
causes the water to flow. The difference between the 
static and dynamic pressure in most homes will usual-
ly be 5 to 10 pounds per square inch — psi. Since a 
sprinkler system operates with water flowing, the 
dynamic pressure is the pressure you are most in-
terested in. 

SPRINKLER LOCATION. Now that you have made 
your visit to the property and determined the water 
and pressure availability, you are ready to select and 
locate the sprinklers to properly cover the landscape. 

Select the sprinklers based on the size of the area to 
be covered, the amount of water used by the sprinkler 
and the operating pressure required by the sprinkler. 
For the normal residential system, small pop-up type 
sprinklers are usually spaced 10 to 15 feet apart while 
the larger rotor type sprinklers are placed 30 to 35 
feet apart. 

Almost all sprinkler manufacturers offer both sizes 
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It's easy to compare the new 1620 
to the best-selling Ditch Witch 1010. 
It's everything you like about the 

1010, and more. Easy-to-use color-coded 
controls. Reliability. Minimal maintenance. 

But the 1620 is more than that. It's the 
most advanced 16-HP-class handlebar 
trencher you can buy. With a powerful, 

- efficient digging chain drive. And the ability 
to be steered while 
trenching. 

A t u r n for t h e b e t t e r . 

The 1620 is the only 16-HP-
class trencher you can turn 
while trenching. It's an 
all-new design for this 
class trencher. 

e've made it easy for you. 
® 

Total con t ro l a t 
your f i n g e r t i p s . 

Color-coded 
controls are 
all within 
easy reach. 

See for yourself! Call TODAY for free, 
detailed information about the new 1620 
trencher. Call TOLL-FREE, (800) 654-6481. 

Ditch Witch 
Finding New Ways. 

The Charles Machine Works, Inc., P.O. Box 66, 
rry, OK 7 3 0 7 7 - 0 0 6 6 . 



Irrigation Design 
(continued from page 40) 

of sprinklers. 
Spacing of sprinklers is one of the 

most important aspects of an irriga-
tion system design. It is essential 
that the sprinkler radii overlap each 
other. The sprinklers should be 
spaced for "head-to-head" coverage. 
This means that the sprinklers 
should almost hit each other with water. 

For example, if you have a sprink-
ler that has a radius throw of 30 
feet, you should place the sprinklers 
on a 30-foot spacing in all direc-
tions. An arc of 60 feet by 90 feet 
with sprinklers spaced 30 feet 
apart, would need 12 sprinklers. 

The easiest way to determine 
sprinkler spacing is to walk around 
the property and place flags wherever you 
determine a sprinkler is required. Then review your 
spacing and locations and adjust the layout if necessary. 

You may have to adjust the sprinkler spacing if there 
is a wind condition on site. Shorten sprinkler spacing 
in the direction perpendicular to the prevailing wind. 

When determining the sprinklers to be used, base 
your decision on how much pressure and flow is avail-
able, the amount of water you want to apply, whether 

Pick a sprinkler appropriate for the material being watered. 

the sprinklers should be stationary or pop out of the 
ground, how high the sprinklers need to pop up and 
the way in which they distribute water. 

Once you have decided how many and which type of 
sprinklers you are going to use, you need to zone or 
section the irrigation system. Determine how much 
water each sprinkler uses and calculate the total gpm 
the system uses. Divide this total by the amount of 
available water, previously determined. 



For example, if you have eight sprinklers that use 3 
gpm and 15 sprinklers that use 2 gpm, the total water 
use would be 54 gpm. If you previously determined 
that the amount of water available was 10 gpm, the 
sprinkler system would have to be broken up into six 
zones — 54 gpm/10 gpm per zone = 5.4 zones. 

It would be very odd to find a house that can oper-
ate all the sprinklers at one time. It's also more eco-
nomical to break the system into zones. 

The zone valves can be remote or manifold. Using a 
valve manifold places three to six valves together at 
one location on the property. Remote valving distri-
butes the individual valves along the mainline. 

Water availability isn't the only parameter to be con-
sidered in zoning sprinkler systems. Areas with like 
plant material should be zoned together, as should 
areas with the same type sprinklers. Sprinklers with 
different water use rates and radius of throw — pre-
cipitation rates — shouldn't be zoned together. 

Install all your zone valves in valve boxes set at 
grade with the landscape. 

FRICTION LOSS. Having zoned the sprinkler system, 
you need to determine the size of the pipe and valves 
and the friction loss through the system. Friction 
losses are the energy losses incurred by water moving 
through pipes, fittings, etc., and can be determined by 
the use of friction loss charts specific to the pipe that 
you are using whether it's polyethylene or PVC. 

The friction loss for the average residential system 
should be between 5 and 15 psi, but will depend on 

Industry Offerings 
(continued from page 40) 

tube on and off. 
The EFB-CP valves easily accept Rain Bird's PRS-B pressure 

regulating modules for maintaining a constant outlet pressure re-
gardless of inlet pressure fluctuations. 

Simple to install and adjust, the PRS-B modules regulate 
pressure to a user-preset level of 15 to 100 psi and make the 
valves ideal for applications where mainline pressure frequently 
varies. 

The new EFB-CP valves are available in standard and PRS 
models in four sizes — 1, 114, Wi and 2 inches. They operate at 
flows from 5 to 200 gpm (10 to 200 gpm on PRS models) and at 
pressures of 15 to 200 psi. 
Circle 142 on reader service card 

the type of backflow preventer, length of pipe runs and 
elevation changes. 

Zone valves should be sized so that the maximum 
friction loss through the valve is less than 5 psi. Low-
er friction losses may be necessary in a low pressure 
situation. A table for the valve friction loss can be 
found in the valve manufacturers' catalog. You may 
use PVC or polyethylene piping in your system de-
pending on where you're located and the type of 
equipment you install. Your system may be a combina-
tion of PVC and polyethylene pipe. 

INSTALLATION. In installing the system, you may 

One way to keep your sprinklers from watering 
in the rain is to stay out there with them. 

The far better way is to use the Mini-Clik II, 
the best-selling rain sensor in the world. 

It shuts off your sprinklers during rainfall. 
And keeps them off until grass and shrubs are 
thirsty again. Without disturbing your system's 
automatic controller. So instead of sprinkling 
your money away, you save it on a rainy day. 

Only Mini-Clik measures rainfall through 
moisture-absorbing disks. They absorb water 
and dry out the same way turf does. 

Other rain sensors rely on collection cups. 
But cups collect leaves and debris. The cost of 
servicing them will more than pay for Mini-Clik. 

What's more, the patented design is so 
reliable, Mini-Clik is guaranteed to work. 
Because it's simple, from the way it's installed 
to the way you click in the precise settings. 

For more information and the name of the 
distributor nearest you, just call Glen-Hilton 
Products at 1-800-476-0260. To find a better 
rain sensor, youti have to take the job yourself. 

MINI-CLIK? 
SavesYou Money On A Rainy Day. 

43 Circle 47 on reader service card 



trench or "pull-in" the pipe. Depending on the type of 
installation technique used, your design should be ef-
fected to minimize your labor costs. Make sure you in-
stall a locally approved backflow preventer. 

Next you need to size the wire and locate the con-
troller. The controller should be located in an area 
convenient for use. You will want to discuss its loca-
tion with the owner. Mount the controller so that the 
display is at eye level. 

Another factor in determining the location of the 
controller is the location of a 110-volt outlet. Try to 
avoid involving an electrician in the project by locating 

The Amer ican Society of I r r igat ion Consul tants has completed the 
"minimum standards for landscape irrigation." The standards were 
first published in 1986. The second printing in 1987 sold out. 

The three-part document — design, installation and management — 
is intended as a model ordinance and reference source with particular 
value to irrigation system designers, landscape architects, suppliers, in-
stallers, project owners and agency plan reviewers. The three-ring 
binder format permits updates and revisions as required. 
Circle 143 on reader service card 

Alter-Rain irrigation pipe by I r r inamic ensures an even and uniform 
water dispersement under low pressure 

When installed underground, the capillary action of the soil distri-
butes water from the pipe. This action means optimum moisture con-
tent can be achieved, resulting in maximum growth potential and a 

(continued on page 50) 

the controller where a new 110-volt outlet will need to 
be run. Avoid the use of extension cords. The con-
troller may be mounted inside or outside the house. 

If the controller is to be mounted outdoors, make 
sure it has a weatherproof cabinet and an internal 
transformer. In this case, all above-ground wiring 
should be in conduit. Choose a controller that has the 
greatest amount of flexibility. 

Water budgeting, dual programmability and self-di-
agnostic capabilities are value-added features in choos-
ing a controller. Remember that wire sizing is most af-
fected by length of run, system pressure and the cur-
rent going through the wire. 

Lastly, you need to make a materials list for the pro-
ject so you can actually price the job and provide the 
customer with a system that is both practical from a 
cost standpoint and one which allows you a good profit. 

There are many different ways to estimate residential 
irrigation — per square foot, per head, per zone, ma-
terials times a multiplier and other estimating proce-
dures. Make sure you use an estimating procedure that 
you are comfortable with, and check your procedure 
regularly to determine that you are making enough 
money or not charging too much. 

Installing and servicing irrigation systems will add 
to the bottom line of your landscape business and is an 
excellent way to build your maintenance and service 
accounts. — Brian Vinchesi and Brendan Lynch m 

The authors are consultants with Eastern Irrigation Con-
sultants, with offices in Maryland and Massachusetts. 

FINALLY, 
DRIP IRRIGATION 

MADE EASY! 
With the VIBRA-CLEAN EH-12 System: 
•All the necessary drip components are in the head. 
•Simply screw the EH-12 onto any 1/2 inch riser*. 
•Lay out the distribution tubing to the area to be watered. 
•Install the stakes and bug caps. 
•Turn on the water! 
* Back flow prevention required in compliance with local code. 

The OLSON EH-12 contains 12 individually 
flow-regulated outlets with micro-tubing 

fittings, a micro filter, a method of 
opening or closing each outlet, and 
fertilizer application capability. 
Accessory items include bug 
caps, distribution tubing and 
fertilizer pellets. 

It's quick and easy to in-
stall. Your customers will ~ 
find it simple to operate 
and easy to understand. 

when water counts « 

10910 Wheatlands Ave. 
Santee, CA 92071 

(619) 562-3100 
(800) 776-5766 

FAX (619) 562-2724 

Circle 32 on reader service card 

Cut your service labor in half. 
One man can test and trouble-
shoot valves easily, without 
the system controller, with 
the portable 24V King Valve 
Activator. Use it to activate 
valves for repair...test valves' 
electrical functions... 
identify broken wires... 
flush lines before ^ 
controller hook-up. 
Each King Valve 
Activator comes 
with a heavy-duty 
switch, battery-
saving LED indicator, 
and carrying case. 
For the King Irrigation 
Products dealer near 
you, call 
1-800-633-0232. 

KING IRRIGATION PRODUCTS 

KING TECHNOLOGY OF MISSOURI, INC. 
1637 N. Warson, St. Louis, MO 63132 
Phone 1-800-633-0232/In MO 314-423-2822 
FAX 1-800-569-3359 
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TOTAL QUALITY 
From the day inventor Ed Hunter founded the company, Hunter Industries has been a 

research and development-driven manufacturing concern dedicated to producing the 
most advanced and reliable irrigation products available. 

Every product we make is constantly being improved. No quality improvement 
project is ever finished, and the goal of perfection will never be realized. If that seems like 
an exercise in frustration for us, just think what it must be like for the imitators that copy our 
products. Even when they do a good job of it, they are only doing what Hunter used to do. 

At Hunter we are committed to Total Quality, and to facilitate that commitment, we 
have recently designed and built a computer-monitored sprinkler testing laboratory that is 
one of the most sophisticated irrigation product evaluation 
facilities in the world. It is capable of performing evaluations and 
making distinctions that were not measurable as recently as two 
years ago. 

What this means to the irrigation professional is that the 
Hunter sprinkler you use this year will perform even better than 
the Hunter sprinkler you used last year. Count on it. 

Hunter The Irrigation Innovators 

Hunter* SPRINKL 

G-Type Sprinklers 
PGS, PGP, PGH 

New G-Type Nozzles 
Greater Versatility 
Improved Water 
Distribution 

1940 Diamond St. • San Marcos, CA 92069 • 619 / 744-5240 • FAX: 619 / 744-7461 
Circle 2 on reader service card 



IRRIGATION MAINTENANCE 

This cabinet contains a solar-powered irrigation controller. 
Note the identifying laminated plastic tag attached to the 
cabinet. 

Continuous Commitment 
Needed to Reduce Expenses 

M ANY LONG-TIME PRACTITIONERS 
will recognize an old, out-of-date phrase that pertained 
to early automated irrigation systems: Set-it and 
forget-it. 

This phrase pertained as much to actual behavior as 
to an attitude. While this thinking was never realistic, 
it unfortunately still seems to be the attitude of many 
concerning the maintenance and management of irriga-
tion systems. 

The landscape irrigation system is a unique land-
scape maintenance tool because it's capable of paying 
for itself in the form of reduced landscape mainten-
ance costs. Like all tools, however, an irrigation sys-
tem requires operator commitment to maintenance, 
monitoring and management — the three M's. 

The costs associated with system maintenance are 
greatly influenced at two stages: The design stage and 
the installation stage. 

The professional irrigation system designer is essen-
tially a problem solver. To do this successfully re-
quires a thorough understanding of the problem — ac-
tually a challenge/oppportunity. 

Additionally, irrigation system design is essentially 
an exercise in product application. This requires a 
thorough knowledge of the many products available to 
solve the problem(s) in the most cost effective and ef-
ficient manner. 

The professionally prepared irrigation system design 
is often a compromise between several competing and 
conflicting interests: The understandable desire of the 
owner to spend no more than is necessary, the pres-
sure from other professionals to stay within budgeted 
amounts and making irrigation system design changes 
in cooperation with those responsible for developing 
the plan. 

DESIGN TIPS. Areas where the designer can signifi-
cantly affect future system maintenance costs include: 

• Use Sch. 40 PVC pipe for sizes 2 inches and 
smaller. The thicker wall, while possibly not hydrauli-
cally necessary, is much more resilient to normal "dig-
ging around" in the landscape than is the much thin-
ner wall class PVC pipe. 

If struck by a shovel, the thicker wall pipe will 
withstand the blow much better than the thinner wall 
pipe. 

• Use products designed and constructed for the 
specific application. This is a particular problem when 
residential grade products are used on commercial 
projects — areas where heavier maintenance equip-
ment is used. 

For example, the use of lightweight impact rotor pop-ups 
in areas where riidng mowers will be used will virtually 
guarantee an on-going, costly maintenance problem, 
ance problem. 

• Devise, and show on design plans, a letter/numer-
al system for identifying remote control valves to a 

A poorly maintained irrigation 
field controller is unsightly 
and can be a dangerous 
hazard. 

particular controller. 
This is particularly 
important on projects 
where there is more 
than one controller. 

• Do not rely upon 
remote control valves 
to perform the func-
tion of a pressure 
reducing valve when 
the hydraulic condi-
tions of the system 
clearly call for the use 
of either pressure re-
ducing valves or pres-
sure regulating valves. 

• On larger systems, 
use a gate valve to 
isolate portions of the mainline pipe system as well as 
to isolate each remote control valve from the mainline. 

• Avoid using bucket type (open case) sprinklers in 
non-turf areas, such as hydroseed or expansive ground 
cover areas. The bucket tends to fill up with washed-in 
soil, rendering the sprinkler inoperable. 

A closed-case type sprinkler, installed 2 inches 
above grade, is better suited here. 

Of course there are many other considerations for 
the system designer, but the most important factor is to 
have a thorough understanding of the design problems 
and a complete knowledge of the products available to 
solve the problems. 

LONG-TERM COSTS. The professional irrigation con-
tractor is in a position to make the most impact upon 
long-term irrigation system maintenance costs. Several 
items to consider: 

(continued on page 50) 
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You Can Make 
More Money 
Repairing 
Sprinkler Systems 
And Everything You Need 
Is Available From: 

[CENTURY RAIN AIDI 
• Competitive prices 
» Large inventories 
• Serving major 
Midwest metropolitan areas 

The Largest Irrigation 
Supplier In The Midwest 
Ann Arbor, Chicago, Detroit, Grand Rapids, Milwaukee, Lexington, Louisville, South Bend 

Knowledgeable people who 
want to serve you 
Full-line supplier of low-voltage 
landscape lighting systems 

Guaranteed Sales With Nightscaping's 
Landscape Lighting Demonstration Kit 
All Your Past Customers Are Potential Sales 
If you're not making more money 
installing landscape lighting 90 days 
after purchasing a Nightscaping 
9-1 Demo Kit - just return the kit. 

And get a full refund. 

No questions asked! 

Sale Price 
$350 

Regular Price: $556 

"It will pay for itself on your first sale!" 

ENTURY RAIN AIDI Call Now For A 
FREE 80-Page Catalog 

Madison Heights, MI (HDQ) - 31691 Dequindre, 48071, (313) 588-2990 
Grand Rapids, MI - 3400 Jefferson S.E., 49548, (616) 452-3373 
Southfield, MI - 22159 Telegraph, 48034, (313) 358-2994 
Ann Arbor, MI - 2461 S. Industrial Hwy., 48104, (313) 668-1020 
Elkhart, IN - 51772-2 Cassopolis (State Rte., #19), 46514, (219) 262-2270 
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New Berlin, WI - 12900 W. National Ave., 53151, (414) 796-8288 
Downers Grove, IL - 5379 Walnut Ave., 60515, (708) 515-8555 
Elk Grove Village, IL - 341 Lively Blvd., 60007, (708) 640-6660 
Louisville, KY - 4045 McCullum Court, 40218 (502)-456-5630 
Lexington, KY - 2529 Regency Rd., Suite 101 40503 (606)-278-0969 



significant reduction in water loss through 
evaporation. 

The Alter-Rain process of direct root watering 
maximizes water use by eliminating runoff, ero-
sion and effects of wind and evaporation. The 
introduction of fertilizer and chemicals into the 
system (with proper backflow) will yield health-
ier lawns, landscapes and crops by initiating a 
stronger root system. 

The Alter-Rain system provides an efficient 
method of accessing water for vegetation and 
does so under adverse conditions. 
Circle 144 on reader service card 

The 2100 Series remote control valve from Weather-Mat ic features a 
dual ported diaphragm to greatly minimize clogging and malfunctions. 

In operation the diaphragm ports constantly flex, inhibiting sand and 
other debris from blocking the valve action. 

The design also permits equal pressure on both sides of the 
diaphragm wall, regardless of line pressure, when the valve is not 
operating and nearly equal pressure across the wall when operating. 
This feature prevents diaphragm "stretching," a common cause of valve 
failure in valves which are ported through the seat. 
Circle 145 on reader service card 

The Rain Mas te r Direct Dial offers full micro-processor capability as 

Irrigation Maintenance 
(continued from page 48) 

• Take the time to do it right the first time. 
• Possess a thorough understanding of the proper 

procedures necessary to correctly install the equip-
ment. This particularly applies to the installation of 
both solvent weld and O' ring types of PVC pipe and 
fittings. 

• Install a quick coupling valve near the patio area 
and adjacent to the driveway as a convenience to the 
owner. On larger systems install a quick coupling 
valve at the end(s) of the mainline pipe. 

• Regardless of the type of pipe and fittings of the 
sprinkler system, always install every sprinkler head 
and quick coupling valve on some type of swing riser 
assembly. This will make the final adjustment to grade 
much easier. 

In addition, it will eliminate possible damage to the 
pipe and fittings from compressive loading on the 
sprinkler heads. 

• Install low voltage wire within electric conduit 
where this wire does not occur within the mainline 
pipe trench. 

• Properly ground irrigation controllers following 
local codes and manufacturers' recommendations. This 
particularly applies to solid state type units. 

• Use magnetic detector tape in the mainline trench 
if there is no wire within that particular stretch of 
mainline trench. 

How to make 
your career grow. 

Join POMS. GROUMDS MANAGER: The Society 
treats your career with loving care • SHARE 
KNOWLEDGE AND IDEAS at the Annual Confer-

ence and Trade show • 
DISCOVER new ideas every 
month through the newslet-
ter • RECEIVE PROFES-
SIONALCERTIF ICATION: A 
peer review may earn you the 
title of Certified Grounds 

Manager • SURVEYS ON OPERATIONAL 
PRACTICES made available to members • 
$5,000.00 accident and dismemberment in-
surance • Awards for outstanding achieve 
m e n t • WORKSHOPS give >ou management 
skills • RECEIVE D ISCOUNTSon rental cars 
and horticultural publications • Estimating 
Guide. Management Guidelines, Forms and 
Job Descriptions. Join today. Your career will 
take root and grow. 

Clip and mai l to P r o f e s s i o n a l 
y Grounds M a n a g e m e n t Society. 12 

Galloway Avenue Suite IE Cockcys 
ville MD 21030 or phone (301) 
667 1833 

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 professional edge. Please send more informa-
tion on what TOMS can do for me. 
Name 

Company 

Street 

City & State Zip 

Area Code and Telephone Number 
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• To avoid damage, properly support all valve access 
boxes with bricks or boards so that they will not tilt or 
settle. 

• Make no wire splice between the controller and 
the remote control valve. Make wire splices only with-
in a remote control valve access box. 

• Install no more than one remote control valve per 
access box, regardless of the size of the box. 

• Provide a minimum of six inches clearance be-
tween the interior walls of the valve access box and 
the items contained therein. 

• Install backflow prevention equipment in as pro-
tected a location as possible, but not within turf areas 
if possible. 

• Place sprinkler heads at least six inches from the 
edge of walks, walls and drives. This will help reduce 
damage to the units by maintenance equipment. 

Of course there are many more items for the con-
tractor to consider that will contribute to lower system 
maintenance costs. There must be a continuous com-
mitment to routine system maintenance, if for no other 
reason than to protect and enhance the initial 
investment. 

This is particularly true if any of the more sophisti-
cated sensing and monitoring equipment is used — 
such as flow sensing devices, moisture sensing equip-
ment, rain catchment devices, furtigation equipment 
and weather stations. 

On small commercial and residential projects, the ir-
rigation contractor will often have the opportunity to 

well as easy-to-read digital display that tell what has been dialed in. 
Two dials provide the same program flexibility and versatility of 

other Rain Master controllers. Just a twist of the dial and each pro-
gram can have up to three starts a day. 

Another click of the dial changes 
watering time in 20 percent incre-
ments up to 200 percent to match 
changing conditions. There's also a 
choice of either 14-day scheduling or 
the exclusive skip day irrigation to 
match watering specific situations. 

The direct dial leaves nothing to 
chance. Check each position of the 
dial switches, the digital display 

for lighting and shorts and all station outputs. 
Circle 146 on reader service card 

Hydromaster and Hydromanager moisture sensors from Systematic 
I r r igat ion Controls Inc. provide irrigation only when turf and 
plants actually need it. 

The Hydromaster and Hydromanager reflect modern technology's 
best approach to saving water, measuring soil moisture by monitor-
ing the soil's " f ree" hydrogen. The more free hydrogen, the greater 
the available or "useful" moisture. 

When available hydrogen in the soil drops below an established 
level, the sensors signal and trip appropriate irrigation switches, 
valves or pumps, causing irrigation to begin. 

The products consist of two parts, the probe and the module. 

* x 

ATTENTION LANDSCAPERS: 

tfòoROIIS PIP€ 
«SS THE UNDERGROUND WATERING CONNECTION 1 

T H E STATE O F T H E A R T underground 
watering system that waters lawns ana land-
scape directly at the root zone. 

Homeowners love this fully automatic, 
maintenance free system. 

Perfect for commercial & industrial properties 
where cost of maintenance, overhead and 
wasted water are a problem. 

B E C O M E PART O F T H E F U T U R E IN 
U N D E R G R O U N D I R R I G A T I O N , N O W ! ! 

• D E A L E R S H I P S AVAILABLE 
• S E C U R E D T E R R I T O R Y 
• H A N D S O N T R A I N I N G IN S A L E S & 

I N S T A L L A T I O N S 
• H I G H R E T U R N O N I N V E S T M E N T 
• P R O F I T A B L E PAYBACKS 
• L O N G E R P R O D U C T I O N S E A S O N 
• D E M O N S T R A B L Y S U P E R I O R IN 

Q U A L I T Y & P E R F O R M A N C E 

For in format ion: Porous Pipe, Inc. 
3 5 6 7 E. 4 9 t h St . 
C leve land , O h i o 44105 

(216) 341-1818 Fax (216) 3 4 1 - 4 9 3 5 

• J u s t one benef i t of our CCD™ Program when you 
purchase a W I N D S H I E L D ™ Sprayer. T h e WIND-
S H I E L D ™ controls drift, allowing you to spray where 
you want, when you want! When you buy factory direct 
from S A L S C O you buy with complete peace of mind and 
at the lowest prices available . . . 

$699.00** 
For complete information please call: 

1-800-8-S ALSCO 
Safsca^ 
LEADER BY DESIGN 

105 SCHOOL HOUSE ROAD • CHESHIRE • CONNECTICUT 06410 
FAX (203) 271-2596 (203) 271-1682 
—Prices are subject to change without notice; may vary according to area; and do not 

include such charges as set-up, crating and in-bound freight. 
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Constructed of non-corrosive, non-metallic material and polyurethane, 
the probe contains no active circuitry. It doesn't require special hous-
ing or coatings, even though it is buried in the soil at the root-zone level. 

Available in models to serve varying needs, the Hydromaster lines 
feature sensors that attach to either a solenoid or remote control valve. 
The Hydromanager is similar in design and function to the 
Hydromaster except its module is wired to a time clock. 
Circle 148 on reader service card 

Stop It,® water activated repair tape from I n d u M a r Products is a 
special tape composed of water activated polyurethane resins coated on 
a strong, knitted fiberglass substrate. 

Once activated by immersion in water, Stop It will transform from a 
"wet" tape to a hard machinable "plastic." 

Stop It is designed for the repair and maintenance of pipe, plastic or 
metal. Applied by hand, it's routinely used for stopping leaks and rein-
forcement of pipe connectors. 

The tape comes in two sizes: 2-inches wide by 12-feet long and 
4-inches wide by 12-feet long. Sold by the case, each contains 10 rolls. 
Each roll is individually packaged with directions, illustrations and gloves. 
Circle 149 on reader service card 

The Pelt 900 from The Pelt Co. is a portable, electric, lightweight 
trencher for the contractor. Available with various blade combinations, 
it provides a neat, narrow trench suitable for residential irrigation. 

It is an economical, fast, maintenance-free machine offering digging 
widths from% to 2 inches and a digging depth up to 9 inches. It oper-
ates from any household outlet with a 12-gauge, 100-foot extension cord. 
Circle ISO on reader service card 

This electric remote control 
valve access box, with at-
tached identifying laminated 
plastic tag, identifies the RCV 
to a particular controller and 
controller station. 

increase the quality of 
the system by offering 
the owner various op-
tions to make the sys-
tem more functional, 
efficient and easier to 
operate. I call this 
"selling up," i.e. of-
fering the owner more 
choices and more of a 
voice in determining 
the overall quality of 
the system. 

Remember: The ini-
tial quality of the system will greatly influence long 
term system maintenance costs. Where initial quality is 
sacrificed, it is not reasonable to expect the system to 
perform in the most satisfactory manner. 

The true cost of an irrigation system is not the in-
itial cost, but the cost to maintain, monitor and man-
age the system throughout its anticipated life. 

There is another old phrase — you get what you pay 
for. It always has and always will apply to sprinkler ir-
rigation systems. — Jack Donis • 

The author is a certified irrigation designer based in 
Tucson, Ariz. Donis is a graduate of the University of 
Oregon School of Landscape Architecture, president of 
the American Society of Irrigation Consultants and is 
on the Irrigation Association's certification board of 
governors. 

B R O I M B U L L E T 

Circle 30 on reader service card 
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behind vibratory plow. 
Access ib le 
operator 
contro ls 

Quick detach-
blade assembl ies 

Contact R W F B R O N 
for distributor, 
dealer and end user 
inquiries. 

§ Air coo led low 
ma in tenance v 
H O N D A engine 

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. 

RWF BROIM 
RWF Industries 
1 John Street, Embro, Ontario, Canada 
Tel: (519) 475-4101 
Fax: (519) 475-4066 

High f loatat ion 
t ires 

Hydrostat ic dr ive 
with var iable speed 

A new lightweight-high performance walk-



For grounds maintenance, nurseries, can apply Poast over-the-top of all 
Christmas tree farms, highway or stages of ornamental growth. And 
municipal vegetation-for just about you don't have to worry about soil 
any grass control problem - Poast® residue or leaching. Because Poast 
herbicide is the simple solution. is meant to treat your grasses, not 
Poast delivers consistent control of y o u r S011-
the toughest grasses. Like 
bermudagrass and crabgrass, 
quackgrass and foxtails. Yet, Poast is 
proven gentle to established plantings 
of valuable greenery. Like flowers, * * 
shrubs, trees and ground covers. Poast 
With Poast, you don't have to bother 
with directed or shielded sprays. You 

Poast is a registered trademark of BASF AG 
© 1988 BASF Corporation 

And perhaps best of all, Poast can be 
highly cost efficient. It can eliminate 
labor-intensive and time-consuming 
hand roguing or hoeing. And labor 
and time equal money. 
To keep grass in its place, always 
follow label directions and count on 
Poast-the last word in safe, effective 
grass control. 

BASF Corporation 
Chemicals Division 

BASF 



H A Z A R D C O M M U N I C A T I O N 

Are Green Industry 
Operators in Compliance? 
WH I L E T H E H A Z -

ard communicat ion 
standard issued by the Occupa-
tional Safety and Health Admin-
istration became effective two 
years ago this month, there is no 
way to determine how much of 
the green industry is complying 
to the regulation. 

Central to the reasoning behind 
the directive is the belief that all 
employees have the right to be 
aware of potentially hazardous 
substances present in the work 
place, and that they also have the 
right to be properly trained about 
these products. 

The regulation has five basic 
steps: Determining the hazardous 
wastes on site, collecting manu-
facturer safety data sheets for all 
chemicals on site, properly label-
ing all chemicals used, devising 
a written program for the han-
dling of chemicals and training 
employees about the proper use 
of chemicals and procedures to 
follow in case of a spill. 

Another requirement involves 

assigning someone in the com-
pany compliance manager or 
training instructor to oversee the 
program. 

According to the OSHA stan-
dard, a hazardous chemical is one 
that there is "statistically signifi-
cant evidence based on at least 
one study conducted in accor-
dance with scientific principles 
that acute or chronic health ef-
fects may occur." 

While the first three steps are 
fairly easy to accomplish, many 
companies often have problems 
with the written program. This 
portion must explain the methods 
you will use to add new materials 
to the system, detect spills and 
leaks, label service containers, 
provide additional information to 
employees, train new workers, 
notify contractors who may work 
temporarily in your facility and 
document the required training. 

COMMON SENSE. While some 
have claimed the rules are a 
burden for small operators, Mary 

» 

No written 
program. 

No employee 
training program. 

No material 
safety data sheets. 

No or incorrect 
labeling of in-
plant containers. 

No label 
identification of 
in-plant containers. 

m 
10 COMMONLY CITED OSHA HAZARD 
COMMUNICATIONS REGULATIONS 

Safety data sheets 
not accessible to 
employees. 

Inventory of hazardous 
chemicals left out of 
written program. 

No exposure limit in-
formation on data sheets 

J for chemical mixtures. 

m 
m 
m 
m m 

m 
Health hazards not 
contained on data sheets. 

No written 
chemical hazard 
determination. 

Source: Occupational Safety and Health Reporter. 

Malotke, president, Tencon Asso-
ciates, Milford, Ohio, disagreed 
saying the rules are common 
sense and do not have to cost a 
lot of money to initiate. 

"When it was first passed, I 
think a lot of people saw it as a 
'consultant employment act ' 
when it really isn't," she said. 
"People made it sound much 
more ominous than it really was." 

Malotke cited a couple of in-
cidents that demonstrate the wor-
thiness of the rules: 

•The first involved a small car 
dealer who had an employee come 
in every weekend to clean. He us-
ed a chemical solvent to clean the 
concrete in the service garage. He 
spread the solvent on the floor and 
then hosed it down the sewer. He 
also kept all the doors closed 
because he was the only person 
there at the time. 

Because the doors were closed 
and there was no ventilation, the 
man eventually got sick from the 
regular exposure. 

•Another occurred at a golf 
course that had a 16-year-old walk 
the course watering in fertilizers 
and chemicals after they were 
sprayed. Because he lacked the 
proper training, he performed his 
j o b barefooted and without 
gloves. He, too, eventually got 
sick from the exposure. 

"In both of these cases, there 
was no intention to hurt these peo-
ple. It's unfortunate incidents like 
these that the hazard communica-
tion plans can eliminate," she 
said. "It may sound silly saying 
these people weren't aware of the 
risks they were exposed to. But 
if their bosses didn't warn them 
up front and tell them exactly how 
to use the materials, how could 
they have known?" 

From her work with many in-
dustries, Malotke said, her im-
pression is that the turf industry 
is slower than most in complying 

with the standards. 
"I've been speaking at green in-

dustry trade shows and con-
ferences for three years now and 
am still fairly surprised at some 
of the reactions from operators," 
she said. "Some of them really 
do not know that this has been 
mandated, and that they could be 
in real trouble if they were ever 
inspected by an OSHA agent." 

Because the written require-
ment calls for a list of all chemicals 
stored or used on site, Malotke 
said, many people found im-
plementing the program was a 
good "housecleaning." 

"Because you are required to 
know and list every chemical that 
you have on your property, it's just 
a natural way of cleaning," she 
said. "I 've heard stories about 
people finding a lot of things 
they'd forgotten about and had no 
intention of keeping. It actually 
lowers your liability because 
you're getting rid of stuff you don't 
need to have laying around." 

Implementing the program 
need not be costly, according to 
Malotke. In fact, it's actually just 
a lot of common sense. 

"What it's saying is gather all 
the manufacturer safety data 
sheets in front of you," she said. 
"Then set to one side the ones 
that are hazardous, need special 
handling and then tell your em-
ployees about it." 

OSHA INSPECTIONS. While 
OSHA representatives are now 
authorized to check for hazard 
communication compliance when 
they are on a property for another 
reason, Malotke said, her impres-
sion has been they don't im-
mediately throw the book at some-
one who is not completely up to 
par with the program. 

"From what I understand, if 
they see some sign that the owner 
has made some attempts to com-

54 MAY 1990 • LAWN & LANDSCAPE MAINTENANCE 



ply and just didn't understand 
completely or somehow didn't do 
it exactly right, they're not issu-
ing fines," she said. "They sort 
of point out what is wrong, what 
isn't up to snuff and say they'll 
be back in three months or six 
months to check on it again. Then 
if you're not in compliance, I think 
they get a little more strict and 
issue fines and what not." 

Tom Guilmartin from OSH As 
Boston, Mass., office said that is 
basically how a hazard commu-
nication inspection is conducted. 
While the organization has been 
active in its quest to enforce 
hazard communication, Guil-
martin said, the policy and the 
lawn maintenance industry do not 
rank as high on its list of major 
concerns. Probably the most wat-
ched industry by OSHA is 
construction. 

"Of course the proper labeling 
and use of chemicals is impor-
tant, I'm not discounting that," 
he said. "But we do watch con-
struction much more because hav-
ing workers up on beams is more 
of a life threatening situation than 
ones on the ground spraying." 

ENACTING A POUCY. Using the 
binder, an operator should be able 
to implement a program in about 
four days, according to Barry 
Troutman, PLCAA's director of 
education and author of the 
binder. Without these guidelines 
and ready-made forms it could 
easily take months. 

"We tried to include everything 
a lawn care operator would need 
to start a hazard communication 
program," he said. "It's all there." 

Troutman acknowledged that 
there undoubtedly are some 
operators who are ignoring the 
compliance issue, but said his gut 
feeling is that most operators have 
at least attempted to conform to 
the regulation. 

Communicate safety to your employees. Photo: Barney Taxel. 

The written program is the por-
tion that most people fumble over 
and which has the highest number 
of violations, Troutman said. 

The PLCAA binder includes 
self-explanatory forms for the 
written program. All an operator 
needs to do is complete the forms. 

After having spent the time to 
initiate the program, you need to 
maintain safety data sheets on new 
chemicals brought on site and keep 
records of employee training. 

An effective method in keep-
ing updated safety data sheets, ac-
cording to Malotke, is writing a 
notice to manufacturers on your 
invoices that you will not pay for 
shipments unless the data sheets 
are included. 

For those who don't want to be 
that drastic, the PLCAA guide 
contains a sample letter that can 
be sent to suppliers requesting 
data sheets. Keeping copies of 
these letters is another step that 
shows you acted responsibly. 

Compliance for large lawn 
maintenance companies was ob-
viously easier than for small 
operations, said Joe Winland, a 
vice president with TruGreen, 
Alpharetta, Ga. 

"It was easier for us because 
we already had a lot of the nec-
essary resources in house like a 
safety manager," he said. "One 

person didn't have to put the whole 
program together." 

Overall the standard is bene-
ficial and not an example of over-
regulation, he said. 

"This isn't something that was 
just targeted at our industry; any-
body using chemcial substances 
has to comply" Winland said. 
"There is a need to do a good job 
of communicating with employ-
ees to ensure they do things right. 
So this law makes really good 
business sense." 

Cliff Richey, Lush Lawns of 
Avon, Ohio, said he is in complete 
compliance and does not consider 
the standard unwarranted. 

"Laws and regulations are the 
rule of the land," he said. "Sooner 
or later they're going to catch up 
with you. Someone has to set the 
guidelines, and these weren't all 
that hard to follow. It's basically 
common sense and safety. 

"I 've heard some people com-
plaining about it. But after doing 
it myself and seeing that it wasn't 
much of a problem, I wonder how 
serious they are about the rest of 
their business." 

Malotke also voiced some 
suspicions about those who may 
be ignoring the standard. 

"Those who know about it and 
aren't doing anything are the ones 
who really don't care about their 

MAJORITY OF 
COMPLAINTS 
CONSIDERED 
1ESS THAN SERIOUS1 

THE HAZARD COMMU-
nication standard first 
went into effect in 1985 for 
chemical manufacturers, 
distributors and importers. 
The standard was expanded 
to cover all industries in 
1988. 

In the first three years — 
through 1988 - the Oc-
cupational Safety and 
Health Administration 
found slightly more than 
49,000 violations. The ma-
jority of the violations, 
about 42,000, were deter-
mined to be "other than 
serious." 

Most of the infringe-
ments were found during 
regular general schedule 
inspections — OSHA in-
spectors are permitted to 
check for hazard commu-
nications compliance when-
ever they're on a site. 

Slightly more than 5,400 
were cited during inspec-
tions prompted by an em-
ployee complaint, and 
about 100 resulted from an 
accident reported to 
OSHA. 

employees," she said. "They're 
the type that doesn't believe in 
employee benefits or health in-
surance. They may think they're 
saving money or skirting the law, 
but in the end they're losing." 

For anyone who was unaware 
of the standard, the PLCAA 
binders are still available. The cost 
of the binder is $195 and can be 
obtained by calling the PLCAA 
office at 404/977-5222 between 
9 a . m . and5 p.m. EST. — David 
Westrick • 

The author is Assistant Editor of 
Lawn and Landscape Mainte-
nance magazine. 
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S O I L W E T T I N G A G E N T S 

Misconceptions Contribute to 
Slow Wetting Agent Acceptance 
^ OIL WETTING AGENTS 
W J represent an idea whose 
time has not yet come — but is 
in the offing. 

Just what are soil wetting agents 
and what benefits do they hold for 
the lawn maintenance industry? 
Simply put, wetting agents are 
water soluble chemicals that allow 
not only water, but pesticides, her-
bicides, fertilizers and nutrients 
to better and more evenly per-
meate the soil, with longer re-
sidual. 

Groundwater and water conser-
vation issues will make soil wet-
ting agents increasingly popular 
through the 1990s, said Greg 
Richards , chemica l product 
manager, LESCO, Rocky River, 
Ohio. 

Chuck Champion, sales mana-
ger, Kalo Inc., Overland Park, 
Kan., agreed adding turf mana-
gers will find more of a challenge 
in the management of water than 
in any other phase of their op-
erations. 

Wetting agents respond to new 
and more comprehensive interests 
in lawn maintenance, said Hal 
Dickey, director of advertising, 
PBI/Gordon Corp. , Kansas Ci-
ty, Mo. 

"We've seen people becoming 
more concerned with anything 
that interferes with nutrients, fer-
tilizer and other chemicals which 

Soil wetting agents can enhance 
the growth and beauty of your 
lawn. These products also allow 
water and pesticides to more 
evenly per-
meate the soil 
(inset). Inset 
illustration: 
Aquatrols. 

add to the health of their lawns," 
he said. 

Drew Effrom, vice president, 
marketing, Aquatrols Corp. of 
America, Pennsauken, N.J., said 
specia l app l i ca t ion se rv ice 
operators as well as mowing con-
tractors are experiencing needs 
to expand their services and see 
soil wetting agents as a possible 
addition. 

"The volume of companies 
marketing these products has 
been growing," he said. "The in-
creased popularity of soil wetting 
agents has been due to an increas-
ed awareness of their general 
benefits. Professional managers 
are becoming more sophisticated 
in terms of labor and time sav-

ing products." 
Soil wetting agents are design-

ed to change the behavior of water, 
and do so by introducing a mol-
ecular action which lowers co-
hesive and adhesive tensions in-
herent in water. 

Cohesive tension refers to the 
tendency of water droplets to cling 
to themselves, resulting in chan-
neling off turf surfaces, while 
adhesive tension results when 
water sticks to soil particles such 
as clay or water ridges. 

Another set of terms describe 
the electronic action of the water's 
ions. Anionic is a negatively 
charged ion most frequently us-
ed to reduce surface tension or 
for rapid wetting. Cationic are 

positively charged and tend to ex-
hibit the highest degree of toxici-
ty to plants. The least phytotoxic, 
the non-ionic types of surfactants 
do not form charged particles at 
all. They are, therefore, much less 
chemically active and have wider 
use applications in the turf and 
horticulture industries. 

Though soil wetting agents have 
been used for about 20 years on 
golf courses and athletic fields, 
they are said to be lagging behind 
in lawn and landscape mainte-
nance. 

Martin Schaefer, general su-
perintendent , Environmental 
Care Inc., San Fernando, Calif., 
said, "We haven't used them very 
often that I'm aware of. We haven't 
done the research and don't know 
when, where and how to use 
them." 

Little research to determine the 
extent of the product's use in the 
lawn maintenance industry has 
been done, however, two years ago 
Aquatrols conducted a study of 
100 phone respondents to see what 
they could find. 

In response to the question, 
"Have you ever used soil wetting 
agents?" 43 said yes and 57 no. 
To the question "Are you offer-
ing soil wetting agents now?" on-
ly 31 answered — six said yes and 
25 no. 

"This seems to indicate a fair-
ly good awareness, but not too 
much usage," Effron said. 

Another Aquatrol survey sug-
gested that this awareness was on-
ly general, and did not zero in on 
the primary benefits of these 
products. 

When asked what they con-
sidered to be the primary benefits 
of wetting agents, 40 percent said 
they help increase the absorption 
of chemicals, 32 percent said they 
help chemicals adhere to weeds, 
29 percent said they weren't fa-

(continued on page 58) 
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Keeps on mowing... 
even in wet or 
hilly conditions 

The exclusive automatic four-wheel-
drive system on Ford front-mount com-
mercial mowers kicks in automatically 
when it's needed . . . disengages when 
it's not. . . so you can get more work 
done in a day. (Or, you can elect to lock 
in four-wheel drive full time.) 

You can start earlier in heavy dew or 
quit later. Mow difficult banks or hills 
quicker with less turf damage. Mow on 
days when you can't work effectively 
with a two-wheel-drive mower. 

Cuts unproductive time 
Cleaning, sharpening or changing 

blades is a snap with the flip-up mower 
deck. The mower deck flips up verti-
cally (without tools) to give you instant, 
easy access. 

The high-lift deck reduces time 
between jobs, too. You can climb over 
curbs most other front mowers can't han-
dle. Or drive right on to tilt-bed trucks 
or trailers. 

In short, you spend more time on the 
job, and less time in between. 

There's plenty more, too: an auto-
matic diesel fuel bleed system that allows 
you to simply refill if you run out; a two-
speed hydrostatic transmission so you 
can match ground speed to load; and 
rear-wheel hydrostatic steering to help 
you maneuver through "obstacle course" 
conditions. 

Ford commercial mowers . . . the 
mowers that help you get more work 
done. See your dealer. 

Mower deck flips up vertically for easy access. 
(Do not attempt maintenance while mower is 
engaged.) 

F O R D 
l\EWHOLLAI\D 
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Wetting Agents 
(continued from page 56) 

miliar with the products, 10 per-
cent said they improved drainage, 
8 percent said they made the 
chemicals easier to handle, 5 per-
cent said they soften the ground, 
4 percent said they enhance the 
growth and beauty of the lawn 
and 1 percent said they fight fun-
gus. 

Of these, only responses in the 
4 percent and 5 percent range 
relate to a soil wetting agent's 
primary purpose. Effron said if 
he asked the same question of golf 
course superintendents he thought 
he would get a different response 
because they had a more holistic 
approach to turf. 

Lawn operators, on the other 
hand, tend to specialize in either 
special applications or general 
maintenance, he said. Yet as these 
two markets continue to offer each 
other's services and become more 
like another, their approach may 
also grow more holistic. 

Another reason for the general 
high awareness but actual low use 
of wetting agents, Effron said, is 

that "it's been very difficult over 
the years to quantify the efficacy 
of these products. The nature of 
the tests necessary to prove the 
benefits of increased water 
penetration can be extremely ex-

" W e don't use 

them very 

much. They 

work well, but, 

basically, there 

is a financial 

drawback 

pensive and very technical to con-
duct." 

Still another major drawback. 
Champion said, is the price com-
petitiveness of lawn maintenance 
which makes it difficult for op-
erators to charge the proper price 
for wetting agents. 

"We don't use them very much. 
They work well, but, basically, 

there is a financial drawback," 
said Willard Erickson, owner, 
Erickson Landscaping, Salt Lake 
City, Utah. "Most of our work 
is done on bids, and the people 
drawing up the specs don't put 
them in. They are expensive for 
maintenance too. There's basical-
ly a lack of knowledge on both 
the customer's and applicator's 
part, which is another reason 
they have not made much im-
pact." 

Operators also have a problem 
in conveying the benefits of these 
products to homeowners. 

"Fertilizers bring up the grass, 
herbicides kill the weeds and 
insecticides kill the bugs," Effron 
said. "But wetting agents work 
very subtly beneath the soil, with 
results harder to measure and ex-
plain." 

Dickey recalled a condomin-
ium grounds manager whose at-
titude about wetting agents chang-
ed after he used them. 

"Because of the hardness of the 
soil and the compaction, he could 
not get the grass to grow," he said. 
"After starting on a wetting agent, 
he got growth. He started using 

our organic fertilizer with his wet-
ting agent, and the grass improv-
ed so much that the condo owners 
started coming to him and asking 
what he was using." 

Several misconceptions re-
main about soil wetting agents and 
contribute to their slow accep-
tance. 

One is the confusion between 
localized dry spots and various 
patch diseases. Champion said. 
In many soils, particularly sandy 
ones, there is a microscopic al-
gaelike material which grows on 
the granules and literally repels 
water. 

These soils are impossible to 
wet, and are often diagnosed as 
victims of patch diseases. But 
when these organic coatings are 
treated with a wetting agent, 
the chemical composition is 
altered and these soils can be-
come wet. 

Other misconceptions involve 
the nature of different types of 
surfactants, or surface acting 
agents. For instance, soil wetting 
agents should be distinguished 
from spray adjuvants. Whereas 
the former are compounds de-

Top row: Leaf-feeding caterpillar. Mealy bug. Japanese beetle. Bagworm, Gypsy moth. Bottom row: Cankerworm. Leaf skeletonizer. Tent caterpillar. Webworm. 
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signed to improve water penetra-
tion into soils, they are not that 
appropriate for use on the leaf sur-
faces of trees, shrubs and foliage, 
according to Effron. 

Spray adjuvants, which reduce 
the surface tension of water, may 
be needed particularly when 
leaves have a waxy finish, mak-
ing them impervious to water 
and certain chemicals. Spray ad-
juvants help spread water solu-
ble products over the surface 
of the leaf. Some of these mat-
er ia ls enhance tackiness or 

stickiness. 
Another area of surfactant 

confusion surrounds wetting 
agents and detergents. Both 
change surface tension and affect 
water behavior. 

While wetting agents cause 
water to spread and penetrate, a 
detergent — such as Ivory soap 
— exerts an emulsifying effect on 
the surfaces around it. Detergents 
are designed to wash off quickly 
with little residue activity. 

Wetting agents are designed to 
have a long lasting effect and to 

do minimum damage to the turf 
in terms of toxicity. Like any other 
chemical composition, they have 
to be mixed correctly and ap-
plied in the proper amounts. Some 
wetting agents have been known 
to actually "burn" turf. Too 
high a concentrate will blanch 
white the cuticle or waxy outer 
portion of a grass blade. 

Usage, the number of applica-
tions and costs vary from product 
to product. 

Aquatrols' Effron said his pro-
ducts include a liquid concentrate 
which has 100 percent active in-
gredients and a spreadable corn 
cob carrier for rotary or drop 
spreaders, with a 15 percent ac-
tive ingredient. He estimated the 
range of costs for operators to be 
about $8 to $10 per 1,000 square 
feet and recommended two ap-
plications per season; perhaps 
more in high stress areas. 

Kalo's product, Hydro-Wet in 
liquid and Hydro-Wet TG (for 
Terra Green) in granular, is com-
prised of an inert mineral with an 
absorbancy rate that allows the 
company to claim 22.5 percent 
active in this form, according to 

Champion. 
He recommended at least three 

applications — in the late spring, 
summer and fall — at the rate of 
two fluid ounces per 1,000 square 
feet or 1.4 pounds for each gran-
ular application. 

"Most lawn care professionals 
like the granular so they can use 
it selectively," he said. "They 
pay more for the inactive ingre-
dients of the granular, but if he 
is doing 30 homes and only three 
need wetting agents, granular is 
cheaper than filling a tank with 
the liquid." 

For those who want to use li-
quids selectively, LESCO is 
working on a hose end spray that 
can be screwed onto a quart-sized 
liquid container for spot spray-
ing, Richards said. This will be 
marketed later this summer. 

Pellets have been on the market 
for about two years for these lo-
calized dry spots, but can pose 
a control problem, he added. 

"We found that with pellets 
you don't know how much you are 
putting on , " Richards said. 
"Every 10 seconds the surface of 
a pellet changes at the end of the 

% 
The invasion is coming. An army 

of hungry insects, ready to destroy 
everything you've worked so hard 
to achieve. 

But with new TEMPO® insecticide, 
they're stopped dead in their tracks. 
On arrival. With excellent residual 

Tempo is a TM of Bayer AG. Germany. © 1989 Mobay Corp. 62891 

control. And all while using about 
60% less chemical than most of the 
competition. 

It's really a simple idea. Ornamen-
tals need protection when insects 
mount their attack. With new 
TEMPO, the battle is over before it's 
even started. No contest. 

Mobay Corporation 
A Bayer USA INC COMPANY 

Bayer 
Specialty Products Group 
Box 4913. Kansas City. MO 64120 
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Its 
Tee Time 

with 
DURSBAN 

hose, but you can't tell just how 
it is breaking down. There may 
not be a critical difference, but 
it's not very scientific, which is 
why we're developing the hose 
end for liquids. 

"The product will already be 
in diluted form to save the ap-
plicator from making up a tank 
of the liquid, and since the mix-

" We've had 

more interest in 

these products, 

but the need 

hasn't trans-

lated into many 

sales." 

ture is preset there is no way 
the turf will be burned." 

Richards said the LESCO li-
quid form was about 88 percent 
active and the granular almost 
22 percent. He estimated costs for 
the granular to be $50 to $60 
for a 50-pound bag, using 2.5 

60 

to 5 pounds for 1,000 square feet 
in a curative application or about 
1.4 pounds under normal con-
ditions every two to four weeks. 
The scenario for the liquid was 
similar. 

FBI/Gordon has just entered 
the wetting agent field with 
Turfex, a product developed and 
tested in the United Kingdom. 

For problem areas, Dickey 
said, applications should be made 
once a week for four weeks using 
three ounces per 1,000 square 
feet. A follow up application is 
recommended three weeks later 
at half the rate. The product's ef-
fectiveness builds up with re-
peated applications. 

External factors such as soil 
type and rainfall, as well as the 
variety of products on the market 
might make it difficult for an 
operator to choose what's best for 
his needs. 

James Beard, professor of turf-
g ras s s c i ence , Texas A&M 
University, College Station, Tex-
as, said soil wetting agents have 
found a niche as a useful applica-
tion, but there have not been any 
significant changes occurring in 
the technological knowledge 

base. 
According to Beard, effective-

ness varies among soil wetting 
agents. He recommended that 
operators check with their local 
university or county extension 
agronomist for advice on the ef-
fectiveness of any particular 
product. 

In a general sense, Effron said, 

Wetting agents 

are designed 

to ha\/e 

long lasting ef-

fects with 

minimal turf 

damage. 

operators should look for a brand 
which is non-ionic, has a high 
residual activity in the soil and 
has a high composite of active 
ingredients. 

Despite mixed emotions, en-
vironmental issues may force 
previously uninterested operators 
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to take another look at soil wet-
ting agents. 

"We've had more interest in 
these products than we've ever 
had," Champion said. "People 
obviously see a need, though the 
need has not yet translated into 
many sales." 

Since the average homeowner 
doesn't understand the benefits of 
soil wetting agents, the operator 
has some formidable but not in-
surmountable marketing diffi-
culties. 

"It becomes the responsibility 
of the lawn care professional to 
learn all he can about wetting 
agents so he can express their 
benefits to the homeowner, so he 
will be inclined to pay for this ad-
ditional service," Effron said. 
"It 's not a program for the price 
sensitive customer who is going 
to push the operator into the lowest 
possible cost. Rather it's for the 
customer who has confidence in 
the lawn operator's advice, whose 
goal is to have a really quality lawn 
without cutting corners ." — 
Michael Major • 

The author is a free-lance writer 
based in Port Townsend, Wash. 
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With The Andersons choice 
of Tee Time fertilizers plus 
DURSBAN, you get to have it 
your way! 
Combine quality-formulated Tfee Time fertilizers 
with the proven performance of DURSBAN turf 
insecticide. The result is a superb combination 
product that provides active double duty in a 
single application. 
The Andersons Tee Time 38-0-0, 18-3-5 and 30-3-5 
—each with DURSBAN—are now available at your 
nearby Tbe Time distributor. Or you can have it 
your way with a custom blend fertilizer/DURSBAN 
combination product made to your specifications 
in our state-of-the-art plant. 
The Andersons lineup of performance-proven lawn 
care products is available in your area from one of 
our quality distributors. 
For the name of your local Tee Time dis-
tributor or for more information, call toll 
free: 1-800-225-ANDY (2639) 

the professional's 
partner 

Andersons 
® DURSBAN is a trademark of DowElanco 
© 1990, The Andersons 
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Your Business 
Partner 
...Helping grow 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/Iife/Major Medical 
• A Credit Collection Service 

A Liability Insurance Program 
A newsletter on lawn care i ssues 
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 - 8 0 0 - 4 5 8 - 3 4 6 6 . 

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 

I 'm interested! Send me more 
information on membership in PLCAA 
NAME _ 

TITLE 

COMPANY 

ADDRESS 

CITY STATE- ZIP-

TELEPHONE 

CLIP AND MAIL TO: 
Professional Lawn Care Association of America, Suite C135 

1^1000 Johnson Ferry Rd NE Marietta GA 30068-2112 
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P R U N I N G T E C H N I Q U E S 

Retaining Natural Tree 
Shape Critical To Pruning 
TREE CARE MAY, AT 

first glance, seem like a 
logical extension of the services 
you are currently offering. Es-
tabl ishing a tree care service could 
be a profitable next step, as well 
as making your company truly a 
full service lawn and landscape 
maintenance organization. 

Adding tree care to your cur-
rent list of services, however, is 
not without its pitfalls. Basic tree 
needs, what you need to get into 
the tree care business and some 
alternatives for profitably pro-

viding this service while keeping 
your customers happy will be 
discussed in this article. 

PRUNING STANDARDS. Proper 
pruning is performed according 
to standards published by the Na-
tional Arborist Association. The 
"Standards" book is a library item 
for all NAA members and other 
professional arborists and should 
be your first investment when get-
ting into the tree care business. 

Besides pruning, the book con-
tains standards for guying, cabl-

Pruning from the ground acts more like shearing and results in tree 
butchery. 

ing and bracing, fertilizing, cali-
brating hydraulic sprayers and 
installing lightning protection. 

Standards are detailed for four 
classes of pruning — fine, med-
ium, coarse and drop crotch prun-
ing or cutting back. The first three 
classes differ by the size of branch 
to be removed. Fine pruning in-
cludes branches as small as'/2 
inch, medium 1 inch and coarse 
pruning 2 inches. 

General standards apply to all 
classes of pruning and differen-
tiate proper pruning from the tree 
butchery that apalls arborists every 
day. These general standards in-
clude making cuts as close to the 
trunk or parent limb as possible 
without removing the branch col-
lar, precutting large branches to 
prevent splitting or peeling of bark 
and disinfecting tools after work-
ing on diseased trees. 

Besides the pruning standards 
book, another volume that should 
be in every library before starting 
tree care is "A New Tree Biology" 
by AlexShigo. In this book, Shigo 
explains why it is unhealthy to 
leave branch stubs or to flush cut. 

He also details how trees ac-
complish the process lay people 
refer to as "healing," noting that 
trees never heal from a wound. 
They compartmentalize, generat-
ing callus growth to protect the 
healthy, living tissue from that ex-
posed to disease or insect infesta-
tion. Compartmentalization is 
hastened when the branch collar 
is left. 

Precutting is necessary to 
manage heavy tree limbs. An 
undercut is made several inches 
out from the branch collar. A top 
cut is then made about V2 inch out 
from the undercut. The branch 
or limb is then lowered by rope 
to protect the tree, people, struc-
tures and other plant material 
below. Finally the stub is remov-
ed at the branch collar. 

DROP CROTCH PRUNING. 
Many who claim to be tree prun-
ers use the term drop crotch prun-
ing and topping or some of its 
more acceptable euphemisms 
synonymously. Nothing could be 
further from fact. Topping is a 
form of butchery that is practiced 
to some extent everywhere. It is 
prevalent, however, in areas of the 
country where property owners 
are less knowledgeable about tree 
needs and in tropical areas where 
trees regrow quickly. 

The public, however, is gain-
ing more and more knowledge 
about tree care needs, and topp-
ing is on the wane. Government 
has entered the picture in some 
areas, prohibiting topping by 
levying big fines against tree cut-
ters who practice it and property 
owners who allow it to be done. 

The two main points to remem-
ber when drop crotch pruning is 
to make all cuts at laterals and 
symmetrically shape the tree as 
you prune. It should retain its 
natural shape, not look like a hat 
rack or lollipop. 

Laterals are points where bran-
ching takes place, including 
where major limbs leave the trunk 
or smaller branches leave parent 
limbs. There is a rule of one-third 
when deep crotch pruning. Cut 
back to laterals one-third the dia-
meter of the cut being made, and 
do not reduce the overall size 
of the tree more than one-third 
of the total canopy area in a single 
operation. 

Toppers do not follow any of 
these rules. They just hack away, 
leaving big limb stubs with gap-
ing wounds that act as open doors 
to insects and disease organisms. 
Seldom is regrowth more than 
weak sucker growth. 

As you cut back a tree, remem-
ber its shape. The symmetrical 
appearance should be an impor-

(continued on page 64) 
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T r e e P r u n i n g 
(continued from page 62) 

tant consideration throughout 
this procedure, including when 
"raising" the tree by removing 
lower bottom branches for un-
derclearance. However, it is al-
so important to realize that you 
do not shear trees like you do 
shrubs. 

Trees are pruned from the in-
side out by removing branches 
from the trunk or parent limb, not 
from the ends of branches. This 
is why many arborists differen-
tiate between trimming and prun-
ing, stating that trimming is for 
shrubs, pruning is for trees. They 
are entirely different techniques 
requiring special equipment, 
skills and training. 

Drop crotch pruning should not 
be standard operating procedure. 
The NAA recommends the pro-
cedure only in cases of utility line 
interference, when certain por-
tions of the roots have been sev-
ered or severely damaged, when 
there is unusually rapid tree 
growth or for specific topiary 
training or dwarfing. 

is still necessary. 

However, the standards note 
that, "this practice of cutting back 
silver maples, poplars and other 
trees with brittle and soft wood is 
an established practice and has 
proven beneficial in maintaining 
the safety of these trees over long 
periods of growth. An alternative 
method of maintaining the safety 
of these trees may be cabling and 
bracing." 

CABLING AND BRACING. 
Weak limbs that are otherwise 
healthy may be preserved through 
a procedure known as cabling and 

ising pole pruners, special training 

bracing. Cabling is seen most 
often in trees where branches 
form a tight V-shaped crotch. 
Because there is little room for 
growth in the crotch area, the two 
branches begin fighting with each 
other for space until a good wind 
storm settles the fight by break-
ing the weaker limb. 

Cabling and bracing involves 
drilling through the affected 
branches, inserting eyebolts and 
stretching a cable between the 
bolts. Sometimes, cables are in-
stalled in combination with rods 
— threaded galvanized rods that 

hold the branches even more rigid 
than the cable. 

There are some areas of the 
country where this practice is 
widespread and others where it 
is seldom used. It is most often 
prescribed for beautiful, mature 
trees whose owners will go to 
great lengths to preserve the shape 
and rich, full canopy. 

It is practiced less in tropical 
regions where trees grow fast. 
There, it is more common to 
remove the affected branches or 
the whole tree. Even in warm 
climates, however, owners now 
want their trees preserved and will 
seek out the tree health profes-
sional who can assure them of 
sound arboricultural practices. 

Cable bracing may not have 
been learned in some regions 
because there was no call for it, 
or the practice was downplayed 
because the practicioners did not 
know how to do it. Regardless of 
the reason, things are changing 
and those who want to practice 
tree care had better learn how to 
cable and brace. The best way to 
begin learning is to purchase the 
NAA standards book. 

The 
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FERTILIZER AND PEST CON-
TROL If you are caring for woody 
shrubs, you probably use many 
of the same fertilizer and pest con-
trol techniques and products as 
you would on trees. Like prun-
ing, however, you will need 
heavier equipment. Most tree fer-
tilizer is applied by the deep root 
liquid method, requiring high 
pressure to inject the fertilizer into 
the soil at the proper depth. Spray 
equipment must have the skill to 
minimize drift. 

If you have passed your state 
pesticide certification examina-
tion, you should know of the full 
range of pest problems and 
treatments in your area. Most state 
examscovereverything from lawn 
pests to those that attack trees. 

To prov ide complete health care 
to trees, as well as shrubs and 
lawns, you should also be aware 
of the various systemic systems 
and techniques such as microin-
jection which places pest control 
material directly into the tree 
trunk where it can be taken up 
through the trees vascular system 
without reaching the atmosphere. 

EQUIPMENT. The equipment re-
quired for tree care is upsized 
from that used for shrub care 
because you are dealing with 
much larger organisms. The ty-
pical scissors-type pruner you use 
for shrubs does not have the 
pressure to cut through larger tree 
branches. On marginal branches, 
they make very ragged cuts. In-
stead, arborists use anvil-type 
loppers. 

Heavy-duty saws, both manual 
and power, will be needed for tree 
care. Pole pruners and pole saws 
will also be part of your basic 
equipment, as will ear muffs if 
you use power saws and hard hats. 
You will also need bigger brush 
chippers, and if you choose to get 
into high tree work, you will need 
ropes, saddles and eventually 
aerial lifts. 

PITFALLS OF TREE CARE. It is 
fine to have an understanding of 
tree care, but before venturing into 
this specialized area of landscape 
maintenance known as arbori-
culture, you should know some 
of the business pitfalls that await 
you. 

As soon as one of your workers 
leaves the ground to climb a tree, 
your worker 's compensat ion 
bill climbs just as far as he does. 
Tree care is in a totally dif-

ferent comp class from land-
scape maintenance. In fact, in-
surance is one of the arborises 
greatest expense items. Land-
scape maintenance companies 
that do tree climbing are in the 
same rating class. 

In addition, tree care requires 
different skills and training. You 
will be working with a whole new 
set of safety rules and issues. 
There will be unfamiliar regula-
tions that you will have to face 
such as those governing working 
near energized lines. 

Tree care workers have a dif-
ferent personality, attitude and 
mindset from landscape mainte-
nance workers. They also know 
that they are in short supply. It's 
an employee's market for clim-
bers. 

If you think you can mix to-
gether and shift people between 
tree and landscape crews, be 
forewarned that it will not work. 
If a company has "tree and land-
scape" in its name, both functions 
operate as separate divisions. Be 
assured that most, if not all, have 
tried mixing the two before realiz-
ing that the only way to offer both 
services is to operate the two divi-
sions as virtually independent 
companies. 

With these warnings in mind, 
how can a landscape maintenance 
company expand into tree care? 
The best way is to be practical. 
Do some studying. Attend ar-
boricultural seminars. Realize the 
differences. Know the limitations 
of your present organization. 
Decide on the resources you are 
willing to commit to getting into 
the tree care business. 

Unless you are willing to go the 
whole route, we recommend that 
you train your crews to properly 
prune from the ground using the 
N AA standards. For larger trees 
in which climbing or an aerial 
bucket is needed, subcontract the 
work to an arborist. 

The NAA standards book can 
be ordered from the NAA, P.O. 
Box 1094, The Meeting Place 
Mall, Route 101, Amherst, N.H. 
03031-1094. It's $5 for members 
and $12 for non-members. — Dick 
Proudfoot • 

The author is manager ofPruett 
Tree Service, Portland, Ore. He 
is also chairman of the National 
Arborist Association Foundation, 
the research and education arm 
of the commercial arborists' trade 
association. 

DYNAMIC 
DUO. 

Lebanon Pro 20-3-5 
with 

DURSBAN 
What two products have teamed up to lead the 

crusade against insect pests? It's Lebanon Pro 
20-3-5 with 1 percent DURSBAN-a new and 
improved fertilizer/insecticide formulation. We've 
taken our 20-3-5 fertilizer base, with four units of 
sulfur-coated, slow-release urea and added a 
higher concentration of DURSBAN, a time-tested 
and effective insecticide. So you can get early 
green-up and sustained feeding while controlling 
surface and soil insects - without the time-
consuming efforts of two applications. And for 
straight granular insect control, try Lebanon 
DURSBAN 2.32 percent. From your source for pre-
mium quality turf products. 

Le^non 
TOTAL TURF CARE 

A division of Lebanon Chemical Corporation 
800-233-0628 

'DURSBAN is a Registered Trademark of The Dow Chemical Company. 

LAWN & LANDSCAPE MAINTENANCE • MAY 1990 Circle 54 on reader service card 65 



STAKING A N D G U Y I N G 

Strong Root Systems 
Often Encouraged With Staking 

T-iere are two schools of thought CONCERN-

ing the use of tree staking and guying. 
Some horticulturists believe that staking weakens the wood of a tree, 

delaying the process of proper/normal trunk hardening which allows 
the tree to stand unassisted. 

At the same time, others believe there are occasions where stak-
ing is beneficial. Some instances include: 

• Trees that have been toppled by storms. 
These trees should be quickly righted and held 

Some believe staking in place by staking and guying. 
«Young or transplanted trees. These should 

weakens a tree, delaying be staked to help them establish a strong root 
the process of normal system and t0 avoid root dama8e as trees 

move during windy conditions. Any tree with 
trunk hardening while a heavy canopy and a tendency to resist the 

wind is well suited for guying and staking to 
others see it as a v o i d toppling. 

beneficial # Trees that are transplanted from containers 
may benefit from staking to keep them in a 
vertical position. 

• Trees that are leaning from the vertical can be helped signifi-
cantly by staking and guying. 

• Older trees, which have developed trunk or limb problems, can 
(continued on page 68) 

Staking to anchor using the guy wire method on a fast tapering trunk tree. Attach guy wire to tree with hose or tree tie system. The anchor could be a 
pipe/metai stake or manufactured tree anchor (left). Double pole staking method for support using 6 to 8 feet stakes. Leave room for some trunk movement 
(center). Three stake low anchoring to maintain tree top movement (right). 
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Tree Staking 
(continued from page 66) 

also be aided by staking and 
guying. 

OBJECTIVES. For whatever 
reason you decide to stake a tree, 
following are some basic objec-
tives for proper tree staking. 

The first objective is to consider 
what you are trying to accomplish 
— keeping the tree in a vertical 
position no matter how strong the 
wind, how steep the grade or how 
much or little water the tree re-
ceives. 

Secondly, operators want to 
keep tree trunks from being 
damaged or injured. This is par-
ticularly true for smaller plant 
material in which excessive ben-
ding of the trunk may cause trunk 
damage. 

Staking will ensure the healthy 
integrity of the trunk and prevent 
unnecessary tissue damage or 
breakage of the trunk or branches. 
The process allows roots to de-
velop properly as they emerge 
from the root ball, and will pre-
vent movement of the root ball 
within the planting site. 

Root ball movement must be 
minimized to avoid damage to 
small feeder roots. Staking can 
satisfactorily accomplish this 
need. 

For the purposes of this arti-
cle, we'll consider four different 
kinds of plant material origins. 
Each of these origins will have 
various needs pertaining to tree 
staking. 

• As a rule of thumb, trees in 
containers with a height of more 
than four times the diameter of 
the root ball should be staked. 
Staking trees of this size will 
eliminate or reduce the amount 
of shifting and movement of the 
roots within the root ball. 

• Balled and burlap trees will 
have a higher survival rate if they 
are staked after installation. Since 
the ball and burlap technique is 
stressful to the plant, staking will 
better enable them to acclimate 
to their new planting site. 

• Bare root trees should always 
be staked to ensure good root 
establishment. Although bare 
root trees can often survive well 
without being staked, it's still 
recommended to prevent un-
necessary movement of the root 
system within the soil. 

• The last reason for plant ori-
gin related staking concerns the 

Tree showing 
the results of 
guy wire girdl-
ing. The wire 
loop wasn't 
large enough 
and the wire 
was left on 
too long. 

spade dug tree. In general, these 
trees don't need staking because 
the weight and size of the soil ball 
in relation to the size of the tree 
canopy is conducive to growing 
without staking. There are some 
exceptions, however. 

When extremely large trees are 
moved and have a relatively small 
soil ball, they should be staked 
to prevent unnecessary movement 
of the soil ball. Large trees that 
are moved with a smaller spade 

Bare root trees 

should be staked to 

ensure good root 

establishment and 

prevent un-

necessary 

movement. 

than is required should always be 
pruned back to reduce wind re-
sistance. This will help prevent 
the tree from toppling or being 
tipped within the root ball. 

METHODS. The long two-stake 
staking method is reserved only 
for extremely small trees — under 
10 to 12 feet tall. The stakes should 
be long enough to reach about a 
foot above the lowest crotch. 
Special care should be taken to 
ensure that the stakes are located 
along the same plane as the 

prevailing wind. This will help 
prevent wind damage and pos-
sible stake breakage. 

The long three-stake staking 
method is often preferred, but 
should be reserved for trees up 
to 20 feet tall. The stakes should 
again be a foot higher than the 
lowest crotch. 

Place the stakes far enough 
from the tree and the root ball to 
prevent the tree from hitting the 
stakes during windy conditions. 

The short three-stake 
9 0 staking method involves 

running guy wires from 
the tree to a wooden stake 
driven into the ground 
perpendicular to the guy 
wire. This stake should 
be several feet outside the 
soil ball. This method 
provides stronger sup-
port for a larger diameter 
tree or taller tree. 

The last type of stak-
ing method uses three 
soil anchors. As in the 

short three-stake method, the 
same guy wires run from the tree 
down to the soil level, but are at-
tached to a soil anchor. This can 
be screwed into the soil at an angle 
perpendicular to the direction of 
the guy wire. 

A duck-bill anchor can also be 
used at the same angle so it's firm-
ly planted in the soil. These an-
chors are extremely strong and 
capable of holding trees in ver-
tical positions during extreme 
winds. 

Soil anchors are recommend-

ed for large diameter trees or trees 
that are extremely tall. The larger 
the tree, the larger diameter of guy 
wire/cable must be used. 

TECHNIQUES. The method us-
ed to connect the guy wire to the 
tree is also critical. Always pro-
perly connect the guy wires to 
prevent physical contact of the 
wire and the tree trunk. This is 
avoided by inserting the wire 
into a piece of garden hose or 
other hose material. 

This allows the hose to make 
contact with the tree and not the 
wire. As the tree grows in dia-
meter during the first growing 
season, there must be enough 
slack in the loop surrounding 
the trunk to allow for adequate 
growth and prevent girdling by the 
guy wire. 

The loop of the guy wire should 
always be placed in the crotch of 
the tree where a couple of main 
branches come together. This will 
help hold the wire in place, pre-
venting it from slipping on the 
trunk and causing bark damage 
or lost contact with the tree. 

The other end of the guy wire 
should be attached to the stake 
or anchor in a similar fashion to 
prevent it from pulling free. 
Often, a toggle mechanism is in-
serted halfway up the guy wire 
to allow tightening or loosening 
of the wire without having to 
disassemble the points of at-
tachments at either end. 

In addition, there should al-
ways be a 6-inch deflection in the 
cable. 

Using the short, three-stake 
staking technique, deflect the 
cable six inches at the midway 
point as the cable is pulled taught. 
Then secure the cable to the stake. 
This will give the tree trunk an 
opportunity to become hardened 
more quickly, and better prepared 
for the inevitable removal of the 
guy wire. 

Recent research at Oklahoma 
State University has revealed that 
trees staked in too rigid a fashion 
are subject to breakage at some 
point below guy wire attachment 
once the guy wires are removed. 
When guy wires are attached with 
at least a 6-inch deflection, the 
entire trunk becomes sturdier and 
more capable of handling high 
wind. As a result, trees are less 
likely to break at any point along 
the trunk. 

The length of time the guy wire 
remains in place depends entire-
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ly upon the tree's soil stability. 
This desirable, stabilizing effect 
will generally occur within the 
first year. New plant staking is 
usually done for a 12-month 
period. 

The best way to tell whether or 
not guying and staking continues 
to be needed is to remove all guy 
wires and try to move the tree in 
the soil. Any sideways movement 
leaving more than a 1/2-inch gap 
between the trunk and soil at the 
ground level is reason for con-
cern. 

These trees should remain stak-
ed because they probably haven't 
established themselves sufficient-
ly to survive during windy con-
ditions. It's important to leave 
enough slack in the guy wire loop 
to accommodate the time the tree 
will remain staked. 

When rocking a tree back and 
forth produces no gap between 
soil and trunk, the guying and 
staking has served its purpose and 
should be removed. 

Leaning trees often result in the 
need for staking and guying. The 
following technique has been 
successful in righting crooked 
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trees: By flooding the 
root system of the tree 
through water injec-
tions to the soil, the 
tree root system is 
saturated to the point 
that when moving the 
tree, the roots will not 
be significantly dam-
aged. 

Once the tree has 
been pulled into a ver-
tical position, the guy 
wires are used to an-
chor the tree. Use an 
anchoring technique 
with opposing guy 
wires, pulling the tree 
in the opposite direc-
tion from which it was 
leaning. The two-
stake technique will 
be necessary to be 
sure the tree doesn't 
revert to its original 
leaning position. 

T h e guy wi res 
should be kept in place for a 
minimum of two years. This will 
give the tree enough time to re-
orient itself and redistribute its 
root system to overcome the ori-

Staking to support detail using single pole method. 

ginal leaning orientation. 
Other special considerations 

should be given to storm-toppled 
trees. Any storm-toppled tree 
should be righted as soon as possi-

ble, keeping the root system moist 
to prevent the roots from drying 
out. These trees should then be 
staked and guyed as described 
above. 

This article has presented an 
overview of circumstances in 
which staking and guying should 
be used to encourage rapid tree 
establishment, resulting in the 
development of healthier trees. 

There may be other occasions, 
however, in which tree staking and 
guying are required. If so, the 
same staking techniques or varia-
tions may be necessary and should 
be implemented quickly to pre-
vent unnecessary stress to the root 
system or trunk of the tree. — 
William Eubank • 

The author is a registered profes-
sional entomologist and president 
of GrowScape Consultants Inc., 
a Houston-based company pro-
viding landscape consultation 
and training for lawn and land-
scape maintenance companies. 
Eubank also handles loss ap-
praisal claims on trees for in-
surance purposes or for reports 
to the Internal Revenue Service. 
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FOCUS ON: 
SEEDING 

PREDICT GOOD YEAR FOR TURF SEED AVAILABILITY INITIAL REPORTS 
GRASS SEED GROWERS IN THE WIL-
lamette Valley region of Oregon are keep-
ing their fingers crossed. And so far, the 
market outlook for grass seed availability 
this summer is good. 

The winter of 1989-90 was mild and 
considerably less harsh than the year be-
fore, reported several growers. That pre-
vented the problem of winterkill on crops 
that were planted in the fall. 

But while one problem was avoided, 
another did appear. The mild winter per-
mitted pests and diseases to develop on 
grass stands, said Gayle Jacklin, mar-
keting representative for Jacklin Seed 
Co., Post Falls, Idaho. 

"On our common Kentucky bluegrass 
we had a problem with the winter wheat 
mite, and the proprietary varieties saw some 
damage from cutworms," she said. But 
those have been treated and it looks like 
we're on schedule for a pretty good crop." 

If planted acres produce average to 
above average yields, Jacklin said, 
there may be a sight softening in the 
price of common Kentucky bluegrasses. 

Growers still have several obstacles to 
overcome before determining availability. 

Obviously, the most important among 
those is the weather at harvest time, said 
Art Wick, vice president for research and 
development, LESCO, Rocky River, 
Ohio. Too many rainy days at harvest 
time can lead to the development of mil-
dew, rendering the seed useless. 

Although it's difficult to determine, Wick 
said, he thought last year's slip in seed 
sales was more a result of the strange 
weather patterns — too much rain in the 
summer — than a downturn in the economy. 

Many operators bought seed last spring 
which remained unplanted in storage be-
cause it was impossible to plant in the rain. 

"One thing we heard last year was, 

'Hold up on that shipment. We haven't 
used the first one yet,'" Wick said. 

In general, there's a good carry over of 
perennial ryegrasses for the coming buy-
ing season while the supply of turf-type 
tall fescues is sliding, Wick said. The 
price the seed companies are paying the 
growers is up, and that's a sure sign of 
increased prices for operators. 

At Jonathan Green, Farmingdale, N.J., 
Barry Green Jr., vice president, sales, 
said he's confident this year's business 
will not be as shaky. 

' i t was almost 100 years since there 
was rainfall like that in one year," he said. 

Provided the weather cooperates. Green 
said, this should be a good year for turf 
seed sales. 

"Obviously there are guys out there 
wanting to plant," he said. "Since so 
many couldn't last year, I think it'll take a 
lot to make them not plant this year." • 

Introducing... 
The first accurate, truly dependable, 

trouble-free flow meter! 

FLOWMASTER™ 
ELECTRONIC DIGITAL FLOW METER 

The result of new technology. The first accurate, 
portable, lightweight, hose-end, attachable flow meter 
with no internal moving parts. Ideal for professional 
pest control and lawn care. 

Its flow tube is straight through design with no rotating 
mechanical vanes or turbines. This prevents the 
problems of corrosion, abrasion and chemical 
contamination. Write or call today! 

TREBOR CORPORATION 
4045-A Jonesboro Road • Forest Park, GA 30050 
404/366-0957 • (Outside Georgia) 1-800-331-1449 

Telex 759-353 • Fax 404/366-9582 
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OLDHAM 
CHEMICALS 

COMPANY, INC. 

Call for d e t a i l s 
1-800-888-5502 
901-794-0084 

Or write: P.O. Box 18358 
Memphis, TN 38118 

EVERYTHING FOR THE LAWN MAINTENANCE INDUSTRY' 

A. 
B. 
C 

D. 

200-gal. poly tank in a metal frame. 
5 -HP Honda engine coupled to a Hypro D-30 Pump. 
Electric hose reel with 300 ft. of 1 / 2 " hose mounted 
curb side or to back of truck. 
Unit is Pre tested & ready to use. 



Fowerf ul.Quiet. Precise. 
Twin Cylinder Powered 

MULTI-PRO 418 

The Hahn Multi-Pro 418 
has all the features needed 
to enhance and maintain 
quality turf. 

This heavy duty vehicle 
sprays, fertilizes, top dresses, 
seeds, and hauls. The high 
flotation tires and four wheel 
design protect turf and 
reduce compaction, making 
it gentle enough to be used 
on delicate greens. 

With a low center of 
gravity and wide stance, 

the Multi-Pro 418 hugs 
hillsides even under the 
heaviest loads. An abundance 
of power is provided by an 
18HP Twin Cylinder Kohler 
engine with whisper quiet 
exhaust. 

From a Precision Liquid 
Application System to an 
Accurate Pendulum Action 
Dry Applicator to a Rugged 
Cargo Transport Vehicle, 
this Multi-Pro 418 is built 
specifically for your turf 

maintenance demands. 
Versatility, Dependability, 
and Performance. The 
Multi-Pro 418 from Hahn, 
the Leaders In Application 
Equipment. 

Hann 
TURF PRODUCTS DIVISION 

1625 N. Garvin Street, Evansville, Indiana 47711-459€ 
Call Toll Free (800) 457-HAHN 

In Indiana (812) 428-2020 Telex: 27-8429 
FAX (812) 428-2049 

Circle 16 on reader service card 

PRO-CONTROL 
Calibrates and maintains an even 
rate on every acre to be sprayed 
regardless of vehicle 
speed or terrain. 

FOAM MARKER 
Helps eliminate overlap and skips 
of spray material. Directional valve 
controls flow of foam 
to either boom. 

SPREADER 
The pendulum action spreader with 
its conical steel hopper ensures 
accurate flow of all materials... 
fertilizer, seed, lime...even damp sand. 

UTILITY 
When transporting materials, the 
cargo bed with optional hydraulic 
dump will provide another valuable 
attachment. 



FINANCIAL CORNER 

GRASS ROOTS CAMPAIGN NEEDED TO KNOCK OUT MEDICAL LEAVE BILL 
IN AN ATTEMPT 
to derail a poten-
tially precedent 
setting family 
and medical leave 
bill, the American 
Association of 
Nurserymen is 
urging green in-
dustry operators 
to get involved in a grass roots mail cam-
paign. 

After four years of discussion, the bill — 
regulating time off allowances — may soon 
be up for vote before the U.S House of 
Representatives. 

H.R. 770 would, in part, do the follow-
ing: mandate employers to provide 10 
weeks of employee unpaid leave every 
two years for newborn or adopted child-
ren or seriously ill children or parents; 
mandate employers to provide 15 weeks 

of unpaid leave for serious personal ill-
ness or injury every year; mandate that 
employers maintain health benefits for 
any employee on leave under its provi-
sions; and mandate that employers guar-
antee all covered employees equivalent or 
similar jobs once leave is completed. 

Mandated leave would apply to any em-
ployer with 50 or more employees working 
20 or more hours a week. Those with 
fewer employees would not be required to 
comply, however, the employee threshold 
may drop to 35 within three years, accor-
ding to Ben Bolusky, AAN director of 
government affairs. 

The employee threshold gives the in-
dustry a false sense of security because 
it's a politically arbitrary number, he said. 
'They ' l l keep shrinking the exemption 
and it will be rendered meaningless." 

A Senate version of the bill, S 345, 
would require that employees working 

17 x/i or more hours per week fall under man-
dated leave provisions. 

AAN is encouraging green industry 
operators to fight the bill because it des-
troys the valuable flexibility which now 
exists between employers and employees 
to tailor benefits to individual and com-
pany needs. 

In addition, it creates dangerous trade-
off conditions in which employers may be 
forced to sacrifice valuable worker-pre-
ferred benefits in order to pay or compen-
sate for Congressionally imposed costs of 
mandated leave. 

"Leave benefits are a great incentive to 
attract and keep employees, but the ques-
tion is: Do we want the government to deter-
mine our benefit packages?" Bolusky said. 

Write your Senators at: U.S. Senate, 
Washington, D.C., 20510 and your Con-
gressman at: U.S. House of Represen-
tatives, Washington, D.C. 20515. • 

T 

Now is the time for VALLEY GREEN 
dehydrated poultry manure for your 
natural organic lawn care fertilizing 
needs. Excellent for landscape 
maintenance as well. 

^Excellent soil conditioner 
tsNo weed seeds 
î Does not burn 
^Contains micro-nutrients in-

cluding iron 
^Pelleted and easy to spread 

May be used in hydro-seeding 
^Revitalizes depleted plant 

sites. 
For more information and sample, 
contact: 

Virgina Dehydrating, Inc. 
Route 10 Box 13 

Harrisonburg, VA 22801 
(703) 434-4028 

Processing poultry manure for 40 years. 
1(800) 3279005 

Fla. Residents Call Collect 
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One bad Fall 
Could change 

a Child's 
whole Life 

Young athletes need your help 
Let's look at reality... many, maybe even most, of our sports 
and playground surfaces are in deplorable condition. Many 
of these are unsafe and even treacherous. We still tolerate 

this even though we have the finest agronomic knowledge, 
turfgrasses and equipment at our disposal. Add this to our 
collective enthusiasm for physical activity... watching and 
participating... and we have a powerful force to construct 

quality fields, maintain them, and/or correct existing sports 
field turf problems. We believe that lack of vital information 

and blurred focus of intentions have slowed progress. NSTC 
will take all of this talent, information and material, focus, 

then project the essence into an active force for sports and 
playground safety. 

Who do we need to get involved? Support from 
organizations, institutions and associations is essential, but 

individual efforts from parents, teachers and coaches is 
mandatory. We need input...emotional, testimonial, 

technical, statistical and physical. Then we need funds to 
fuel the mechanism. We need you. 

We need community liaison, people who will grab the ball 
on a local level and run with it. We need people in the right 

places who can implement a plan to tackle a problem, 
devise game plans in the community and make them work. 
We need people of conscience who realize that falling is a 
part of physical activity and that getting up and shaking it 

off is a right, and pain and injury are not acceptable. 
We need you. 

You can help by joining today! 
Become associated in some category with NSTC and with 

affiliated organizations. 

Give financial aid to NSTC to assure continuity of Safer 
Sports Turf operations. 

Help implement plans on a local/community level. 

Talk to others...get them involved. 

Join today. 

c/> t: 
CO 
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An educational, research, charitable, 
non-profit, tax-exempt organization 

Membership Application 

• Sponsor $500+ 

• Corporate $500 

• National Corporation $250 

• Local Commercial $100 

• Donor (not a member) . . . Any Amount 

• Contributor (Receives Mailings) $25 
to any amount 

I (We) wish to support NSTC in the above 
category (check appropriate box) 

Name 

Business/organization name 

Address 

City State Zip 

Phone 

Please return this membership application and 
your check to: National Sports Turf Council 

USDA-ARS-BARC 
Bldg. 001, Room 333 
Beltsville, MD 20705 NATIONALSPORTS"TURF COUNCIL 
301/344-3655 •hmhhmhhhb• 



PEOPLE 

KOHLER HAS NAMED JAROSLAV 
Ji r i O l m r director of engineering for the 
engine division. 

In this position, Olmr oversees all en-
gineering activities including new product 
design and development as well as improve-
ments to existing products and application 
engineering. 

Olmr joins Kohler after serving as vice 
president of engineering for Homelite Di-

vision of Textron Inc., where he was re-
sponsible for introducing 70 new products. 

At Toro, Richard Pollick has been pro-
moted to vice president and general man-
ager of International Equipment and Ram 
K u m a r has been appointed president of 
Toro Ventures, the company's newest 
business venture. 

Pollick's duties include supervising in-
ternational sales, marketing, manufactur-

H E R B E R T F. BUNTON, CHAIRMAN EMERITUS, BUNTON CO., 
Louisville, Ky., died in late March. 

Until retirement, Bunton was chairman of the company. He was also 
president of Bunton Seed Co. He was a past president of the Downtown 
Optimist Club of Louisville and a former director for the Louisville Cham-
ber of Commerce and the Salvation Army. 

He was a former member of the Sales & Marketing Executives of Louis-
ville and the Kentuckiana World Commerce Council and the Louisville 
Nurserymen's Association. 

He is survived by his wife, the former Charles Anna Ritchey; three daughters, Sherry Warwick, 
Donna Yenowine and Vicki Byers; and a brother, Winfrey Bunton Jr., all of Louisville. 

Bunton 

ing and distribution operations and the 
continued strengthening of the company's 
global market. 

Pollick started at Toro in 1982 and most 
recently was managing director for the 
walk-behind products group where he over-
saw engineering and marketing activities. 

Kumar will be responsible for develop-
ing businesses with combined efforts 
from the company's commercial and irri-

gation product groups that 
achieve economic balance, and 
establish Toro as an environ-
mental management resource 
company. 

The first projects for the 
new business will be water 
aeration, lawn refuse handling 
and utility vehicles. 

Kumar joined Toro in 1978 
as a financial analyst. Most 
recently he was vice president 
and general manager for inter-
national equipment. • 

REVOLUTIONARY 

NEW PRODUCT 

H B T H I H us mm 
LIQUID SPRAY 

WATER LAWNS AND 
GARDENS LESS, HELPS 

COMPLY WITH MANDATORY 
WATER RESTRICTIONS 

M A K E S FERTILIZER W O R K BETTER 

1 GALLON COVERS 12,800 SQ. FT. 
ALSO COMMERCIALLY AVAILABLE 

M A N U F A C T U R E D BY 

AGRI-MART, INC.™ 
9302 D E N T O N A V E N U E 

H U D S O N , F L O R I D A 34667 
1-813-869-1212 

R E P ' S A N D D E A L E R S 
I N V I T E D 

Circle 50 on reader service card 

MARKIN6 
FLAGS 
for PESTICIDE 

APPLICATION 

BLACKBURN 
The world's leading manufacturer! 

• 9 flag colon • Plastic or win staff 
7 Ink colors 

• 3 flag sizes 
ORDER FACTORY 

West of Rockies 
P.O Box 276 
Cambria. CA 93428 

8 0 0 / 5 5 2 - F L A 6 
Fax: 805/927-1601 

• Custom print 
available 

DIRECT TOLL-FREE 
East of Rockies 

P 0 Box 86 
Neligh. NE 68756 

8 0 0 / 9 4 2 - 5 8 1 6 
Fax: 402/887-5171 

Circle 46 on reader service card 

Yard Stick 
An All Purpose 
Lawn and Garden 
Posting Marker. 
Yard Stick is the lawn 
marker you will be 
proud to present to 
your customers for 
their future use in 
the garden and 
around the home. 
Meets all state 
regulations. Sturdy 
and extremely 
functional. Includes 
a state approved 
message card with 
your company 
name, telephone 
number, and an 
entry line for 
time and 
date of 
application. 

Pat. Pend. 

Customized 
4" X 5" 

message 
board. 

Made in 
U.SA 

Handy at-a-glance 
rain gauge 

. Note holder area 
for extra message 

Built-in grass 
height gauge 

planting". 

Call for quantity 
discount prices. 

1-800-747-5211 or 
1-800-255-2255 ext. 1047 

Green Genie Products, Inc. 
9601 N.Allen Rd.* Peoria, IL 61615 

76 
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You cant 
grow wrong 
with Shaw's 

INS 
CO 

RGIINOIUOMIUUONU 

I I 

I 
I I 

D o w E l a n c o 

Sto*'! 

Shaw's Turf Food Insect 
Control with DURSBAN 

We have over 40 years of experience 
supplying the highest quality turf 
products to our satisfied customers. 
Our Shaw's Turf Food Insect Control, 
containing Dursban, can be uniformly 
applied to any home lawns and other 
ornamental and recreational turf grass 
areas. This Shaw's product controls 
insects while feeding your lawn and 
turf areas. 
Shaw's offers fertilizers from the top of the 
line to economical general use-plus 
custom grades that are prepared to 
exact customer specifications. 

Shaw's product "excellence" is 
maintained and guaranteed by strict 
quality control throughout the blending, 
packaging and shipping processes. 

KNOX FERTILIZER COMPANY 
P.O. BOX 248, KNOX, INDIANA 46534 
PHONE: (219)772-6275 / FAX: (219) 772-5878 

a çm̂ ^̂ 'V̂ sÎîiM'-' 
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PRODUCTS 

A NEW SPECIFICATION BROCHURE 
for Duckbill professional tree supports 
has been completed by Foresight Pro-
ducts. It contains detailed drawings and 
specifications of components for all Duck-
bill models, which are used to support 
trees with calipers of up to 10 inches and 
larger. 

Landscape architects can transfer draw-
ings and specs directly from the brochure 
to their own planting details. 

Tree guying kits are also available and 
include three preassembled guy lines. 
These consist of a Duckbill anchor, gal-
vanized steel cable, turn buckle, tree col-
lar and all necessary hardware. The 
Duckbill models have holding capacities 
from 300 to 5,000 pounds each. 
Circle 127 on reader service card 

A NEW SIDE ENTRY STRAW OR HAY 
mulch spreader has been introduced by 
Finn Corp. 

The B-70 model is designed to require a 
minimum amount of truck space, allow-
ing for greater mulch storage. Its skid has 
an over center clutch as standard equip-
ment, and an overall rugged design for 
trouble-free performance. 

It can handle as much as 6 to 7 tons of 
material per hour with a discharge dis-
tance of up to 60 feet. It's available with 
either an air-cooled gasoline engine or a 

PRODUCT SPOTLIGHT 

water-cooled diesel engine. 
Circle 128 on reader service card 

THE LAND PRIDE 48-INCH SOLID 
stand seeder is designed for accurate in-
terseeding and new seeding of grasses. 

The three-way soil-to-seed contact 
system provides greater germination and 

CENTURY RAIN AID NOW 
Offers preassembled Vista land-
scape lighting for residential and 
commercial applications. 

The lighting line includes 15 
types of garden and wall mount 
lighting fixtures and lamps for 

uplighting, downlighting, spot-
lighting and illuminating walk-
ways, art, architectural ele-
ments, gardens and walls. 

Contractors can choose from 
35 wedge base, 2-pin base, seal-
ed beam, halogen quartz and 

single- and double-contact 
bayonet base lamps. Optional 
fixtures include the MR-16 
lamp, which has a bulb life rat-
ing of 6,000 hours. 

The lighting units come pre-
assembled from the factory, so 
less time is spent assembling 
fixtures, pulling electrical cords 
or adding spikes. 

Support literature is available 
and includes recommended 
uses, optional lamps, photomet-
ric charts and mounting tech-
niques. 

Also available are a remote 
control system and software that 
interface with Apple lie and lie. 
Commodore 64 and 128, Mac-
intosh- and IBM-compatible 
computers for automatic timing. 
126 on reader service card 

emergence with the solid advantages of a 
full-width seeding pattern. Its PTO driven 
knives slice into the ground creating slots 
to receive the seed. 

The fluted seed cups precisely meter 
the desired amount of seed in a broadcast 
pattern. Easily adjustable double torsion 
tickler tines agitate the seeding surface to 
help promote soil contact. 

Finally the solid cast iron packer wheels 
finish the job by pressing and firmly 
packing the seed, eliminating air pockets 
for proper germination. 

An incorporated aeration procedure 
eliminates the need for a second pass, 
while promoting a more accurate renova-
tion of established turf. 
Circle 129 on reader serivce card 

FROM A YOUNG DEVELOPING TREE 
to a mature one, Twist-Brace from V.I.T. 
Products Inc. provides the best support 
system to resist the rigors of climate and 
environmental stress. 

The system's steel construction provides 
stability while its loop configuration 
allows for tree movement. It provides 
strong support from high winds so the 
tree will never fall over. 

Because it involves no guy wires, lia-
bility is reduced and lawn mowers can cut 
closer to trees, leading to less time con-
suming maintenance. 

The system is available 
with two mounting meth-
ods. The nail bracket 
style is designed to be 
nailed directly to lodge 
poles or square stakes 
while the bolt style is 
designed for through pole 
installation using either 
galvanized pipe or lodge 
pole lines. Threaded ends 
are inserted through drill-
ed holes and bolted securely. 
130 on reader service card 

THE TROY-BILT TRAIL 
Blazer® sickle bar mow-
er has a pivoted sickle 
bar blade that enables the 
mower to follow ground 
contours independent of 
wheels and chassis, elim-
inating scalping or hang 
ups on uneven terrain. 

The unit also has an 
exclusive tangle-free 
blade that can mow 1,500 



square feet of overgrown brush in just 
minutes. 

Also included are 19 induction-har-
dened steel knives that stay sharp through 
many hours of use, and are replaceable; 
large 34- and 38-inch cutting widths; and 
special grass diverter that moves at 840 
rpm and prevents buildup, tangling and 
clogging by knocking weeds, grass and 
brush to the side after cutting. 
Circle 131 on reader service card 

LITTLE WONDER OFFERS FIVE 
models of electric hedge trimmers to 
meet every demand. Available are 16- and 
24-inch double sided or 16-, 24- and 30-
inch single sided blade lengths that cut 
growth up to 1/2-inch thick. 

The double reciprocating steel blades 
are activated by double switching — one 
in each handle — to increase user safety. 

All moving parts are sealed in a metal 
gear housing to provide dependable per-
formance. 
Circle 132 on reader service card 

A NEW LINE OF MULTI-PURPOSE 
vehicles called Sabre is now available 
from Engineering Products Co. 

The modern looking vehicle is built on 
a steel-channel frame that has a lifetime 
warranty and features 4-wheel indepen-
dent suspension and 4 shocks for a 
smooth, comfortable ride over a variety 
of terrain. 

Other features include a Honda GX240 
4-cycle-engine and a 10-cubic-foot cargo 
box with hydraulic lift system that can 
handle 500 pounds. 

Racy, turbine-styled hub caps, swept 
back front cowling, rear view mirrors, 
custom bucket seats with arm rests, 
AM/FM cassette stereo and trailer create 
an upscale image for the new line of 
maintenance vehicles. 
Circle 133 on reader service card 

è)Çm 
MFG. CO. INC. 
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i® The mark of excellence. 

Our mowers are packed with the Exmark 
extra advantages such as our exclusive 
posi-track wheel drive system — The 
Exmark solution to belt slippage. 

Turf care professionals across the nation 
choose Exmark for performance, profitability 
and the Exmark extra advantages. Buy an 
Exmark 48-inch five-speed commercial 
walk-behind mower and discover how... 
• Exmark's exclusive posi-track system vir-

tually eliminates belt slippage in adverse 
conditions. 

• Double idlers prevent downhill runaway 
and provide positive reverse. 

• Lo-torq gear drive reduces transmission 
stress and provides years of low mainte-
nance operation. 
Choose from three engine options on our 

48-inch walk-behinds — 12.5 and 14 h.p. 
Kawasaki or 14 h.p. Kohler Command and 
Briggs & Stratton Vanguard engines — all 
proven performers. Top it off with an excep-
tional cut and Exmark's customer-dedicated 
Parts PlusSM and AdvantaLease"0 services and 
you'll see why we say: Exmark — Better, 
over the long run. 

km i v t f v i V 0 * 
'Ask your Exmark 
dealer for details. 

Some restrictions apply. 

See the complete line of 
Exmark commercial turf care 
products today. For the dealer 
nearest you, call Exmark: 
4 0 2 / 2 2 3 - 4 0 1 0 . 

EXMARX EWÓIMEEKJMÓ- I9Ô9 

EXCLU5IVE Dre>pr»c>ATFr̂  
WHEEL-DRJVE PULLEVS 
GKJP BELT FDR. 
UNMATCHED 1KACJIÛM 
IN ADVERSE CONDITIONS 

HEVLART &-SECTIOM 
V- BELTS PROVI DE= 

-POSITIVE DRJ\JE 
-LOW-COST 
MAIWTEMANCE" 

- COGGED BELTS 
KEEP PULLEYS 

~AND FREE OT BUILD-UP 

BOX 748. BEATRICE, NE 68310 FAX 402/223-4154 



CALENDAR 

MAY 16 
North Carolina Turf and Landscape Field 
Day, North Carolina State University Turf 
Field Center, Raleigh, N.C. Contact: Joe 
DiPaolo, P.O. Box 7620, NCSU, Raleigh, 
N.C. 27695-7620; 919/737-2657. 

JUNE 7-9 
Florida Nurserymen & Growers Associa-
tion Annual Meeting, Boca Raton Club, 
Boca Raton, Fla. Contact: Earl Wells, ex-
ecutive vice president, 5401 Kirkman 
Rd., Suite 650, Orlando, Fla. 32819; 
407/345-8137. 

JUNE 7-15 
Association of Official Seed Analysts/ 
Society of Commercial Seed Technolo-
gists Annual Meeting, Holiday Inn, An-
napolis, Md. Contact: Maryland De-
partment of Agriculture Turf and Seed 
Section, 50 Harry S. Truman Park-
way, Annapolis, Md. 21401; 301/841-
5960. 

JUNE 8-9 
The Playground Design and Safety Sym-
posium, Chicago, 111. Contact: National 
Institute, P.O. Box 1936, Appleton, Wis. 
54913; 414/733-2301. 

JUNE 20 
Fifth Annual Midwest Sports Turf In-
stitute, College of DuPage, Glen Ellyn, 
111. Contact: The Sports Turf Managers 
Association, 400 N. Mountain Ave., Suite 
301, Upland, Calif. 91786; 714/981-9199. 

JUNE 22-24 
A workshop for urban forest personnel 
sponsored by the American Society of 
Consulting Arborists, Sheraton Imperial 
Hotel and Towers, Research Triangle, N.C. 
Contact: ASCA, 700Canterbury Rd., Clear-
water, Fla. 34624; 813/446-3356. 

JUNE 26 
The Lawn Institute Annual Meeting, 
Hyatt Regency Grand Cypress, Orlando, 

Fla. Contact: Eliot Roberts, executive 
director, P.O. Box 108, Pleasant Hill, 
Tenn. 38578-0108 ; 615/277-3722. 

JULY 29-31 
International Lawn, Garden and Power 
Equipment Expo, Kentucky Fair & Ex-
position Center, Louisville, Ky. Contact: 
Andry Montgomery & Assoc., 6100 Dut-
chmans Lane, 6th Floor, Louisville, Ky. 
40205; 800/558-8767 or 502/473-1992 in 
Kentucky or outside the U.S. 

AUG. 1 
University of Georgia, Athens Turfgrass 
Field Day, Griffin Experiment Station, 
Griffin, Ga. Contact: Georgia Turfgrass 
Association, 4565-A S. Berkley Lake 
Rd., Norcross, Ga. 30071; 404/447-4985. 

SEPT. 14-16 
The 2nd Annual Bonsai & Orchid Expo, 
Orlando, Fla. Contact: BOE, 26 Pine St., 
Dover, Del. 19901; 302/736-6781. • 
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TURFCO EDGE-R-RITE 
MULTI-PURPOSE 

TURF EDGER 

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

Disc Blade 

1 

Optional Blades: 
Disc Blade for cutting straight edge 
along sidewalks and driveways. 
Right Angle Blade for golf course . 
sand traps, and flower beds. 

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

V-Blade 
Turfco Mfg., Inc. 
3456 N. Washington Ave. 
Minneapolis, MN 55412-2688 
Ph. 612/588-0741 
Telex 5106013762 

Write or call 
for detailed 

literature 

TURFCO 
Circle 52 on reader service card 
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IMLER MEASURING WHEELS 

The 
Professionals1 

Choice 

ORIGINAL 
WHEEL 

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 



CLASSIFIEDS 

UTES 
All classified advertising is 55 cents per word. 
For box numbers, add $1 plus six words. All 
classified ads must be received by the pub-
lisher before the 10th of the month preceding 
publication and be accompanied by cash or 
money order covering full payment. Submit 
ads to: Lawn and Landscape Maintenance 
magazine, 4012 Bridge Avenue, Cleveland, 
Ohio 44113. Fax: 216/961-0364. 

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, TruGreen 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 corpora-
tion. If interested please respond to: Lawn and 
Landscape Maintenance, Box 329,4012 Bridge 
Ave., Cleveland, Ohio 44113. Strict confiden-
tiality maintained. 

••• 

CONSTRUCTION/MAINTENANCE 
Want to purchase landscape construction or 
landscape maintenance company in California. 
Serious inquiries, confidential. Cadiz Land-
scape, 4472 Stem Ave., Sherman Oaks, Calif. 
91423. 818/981-0452. 

••• 

FOR SALE 

LAWN CARE EQUIPMENT 
Hannay reels new in-the-box, E1526s, E1530s, 
$349; lawn spray hose, 275 psi and 600 psi, all 
sizes; original Imler measuring wheels, $48; 
glycerin-filled gauges, 0-60 psi to 0-1,000 psi, 
$19.95; 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 

••• 

LANDSCAPE TRAINING VIDEOS 
Intermediate mower maintenance field and shop 
repair; efficient/profitable mowing techniques; 
professional shrub trimming, plant installation, 
basic landscape plan drawing, etc. ENGLISH 
AND SPANISH. Write for free brochure: C.D. 
Anderson Landscape Videos, 515 Ogden Ave., 
Downers Grove, HI. 60515; 800/937-0399. • • • 

HYDROSEEDER 
Finn 1,500-gallon hydroseeder mounted on Ford 
LN 9000 flatbed. Excellent condition. $25,000. 
Call Eco-Systems Inc., Vienna, Ohio; 216/ 
539-4450. 

••• 

MOWER, SEEDER 
Kut Kwick slope mower, used one season, 1989. 
$25,000. Jacobsen model 548-100 Seeder, used 
one time. $3,800. Call 804/565-6286. • • • 

HELP WANTED 

MAINTENANCE FOREMAN 
Top firm needs foreman. Quality conscious 
Texas-based landscape management firm has 
immediate opening for detail-oriented landscape 
maintenance foreman. If you have outstanding 
professional and horticultural skills and are not 
afraid of hard and healthy teamwork, then you 
could qualify for a top position with the finest 
landscape firm in the Southwest. Outstanding 
compensation and opportunity. Reply today to: 
Lawn and Landscape Maintenance, Box 325, 
4012 Bridge Ave., Cleveland, Ohio 44113. • • • 

FINANCING 
Let the government finance your small business. 
Grants/loans to $500,000. Free recorded mes-
sage: 707/448-0270. (NK8) 

• • • 

DEALERS 
All new product line of multi-purpose vehicles 
consisting of lawn tractors, garden tractors, utility 
vehicles and trailers — all targeted at the "up-
scale" consumer and "upscale" places of bu-
siness has openings in various areas for dealers. 
If you have a market for these types of products 
and want to work with an aggressive manu-
facturer that will make things happen on your 
showrooms—call 800/262-1191 and ask for Rick 
Welch — National Sales Manager — Sabre 
Products. 

••• 

SALES qPPORWNITY 
Award Winning Commercial Landscape Man-
agement company offering an outstanding sales 
opportunity for a highly motivated individual. 
This growth company is committed to fully 
developing and training its quality staff. 
Maintenance contracts and top commissions 
create consistent income growth. For informa-
tion on how you can join this dynamic organ-
ization, call 408/629-1670 or send resume to 
Crystal Springs Landscape Corp., 90 Great Oaks 
Blvd., Suite 201, San Jose, Calif. 95119. • • • 

TREE SERVICE SALESPERSON 
Work for Northern Virginia's fastest growing 
tree service company. Excellent commis-
sion/benefit package. Ideal candidate will be ex-
perienced in all phases of tree work and IPM 
techniques. Fairfax Tree Service, P.O. Box 1365, 
Fairfax, Va. 22030. 

••• 

MANUFACTURER'S REPRESENTATIVE 
All new product line of multi-purpose vehicles 
consisting of lawn tractors, garden tractors, utility 
vehicles and trailers — all targeted at the "up-
scale" consumer and "upscale" places of bu-
siness has open territories for manufacturer's 
representatives. If you have a market for these 
type of products and know how to work with 
an aggressive manufacturer call 800/262-1191 
and ask for Rick Welch — National Sales Man-
ager — Sabre Products. 

••• 
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Reinhold & Vidosh 
(continued from page 20) 

A small crew foreman earns about $6.50 
to $8 per hour, while a big crew foreman 
can earn $7 and up. 

REPUTATION. Standing behind its motto 
— change is the rule rather than the ex-
ception — Reinhold & Vidosh bases its 
reputation on the ability to conform to the 
needs of its customer. 

"We sometimes run into new projects 
with a unique scope, or something that 
hasn't been tried before," Hearn said. 
"We're flexible and adaptable to almost 
any situation." 

The Drought of 1988, for example, re-
quired innovative thinking to save a boun-
dary of trees at a General Motors testing 
facility in Milford, Mich. GM officials 
were worried about the trees dying, leav-
ing the plant highly visible. 

The on-site crew, ranging from 12 to 28 
employees, went to work trucking water 
to the trees. They watered the trees for 
eight to 10 hours a day for a month, 
Hearn said. 

"Melanie has a vision of what she wants 
to accomplish and she never wavers from 
her goals," Hearn said. "She brought in-
tegrity and sophistication to the business 
such as a cost tracking system. Once you 
generate large dollars, you can't do it by 
the seat of your pants." 

Reinhold & Vidosh is extremely con-
scious of its public image, considering 
employees its first line of advertisement. 

Company logos appear on vehicles, 
shirts and hats. Vehicles are washed on a 
regular basis and all employees are re-
quired to wear uniforms — shirts, hats, 
boots and pants of their own choice, 
generally jeans. 

"We bring a degree of professionalism 
that isn't often found," Sawka said. "We 
have more experienced landscape archi-
tects on staff than most and we're also 
much more versed on the types of plant 
materials available." 

The number of maintenance employees 
has grown from 35 peak season in 1985 

to 165 in 1989. Hearn expects 250 in 
1990, 60 of whom are full-time employees. 

TIPS. For those just starting out in the 
lawn and landscape maintenance industry, 
Sawka recommends working with some-
one technically astute — someone who 
knows horticulture and landscaping as well 
as someone with a business background. 

"If I had to do it all over again, I would 
have majored in business and minored in 
horticulture," she said. 

In addition, it's important to attend 
seminars, be active in state and national 
trade associations, network with people 
across the country and join business or-
ganizations. 

"Approach growth responsibly. It's 
tough doubling your volume; instead try 
to limit it to manageable growth," Sawka 
said. "The field tells you when to grow 
and buy. If your need is permanent then 
buy, if temporary, then lease." 

IN THE FUTURE. In the years ahead, 
Reinhold & Vidosh will focus on sports 
complex development, large commercial 
developments on a regional basis, an in-
creased maintenance presence in Mich-
igan and, of course, further expansion in 
the South. 

To keep the maintenance market thriving, 
further education of developers is needed. 

"It 's futile to do installation if the 
budget isn't there. If we make a commit-
ment to do maintenance then we're going 
to do it the best we can," Sawka said. 
"It 's a tragedy to make a commitment to 
build and then let the project deteriorate. 
Landscape maintenance is just as impor-
tant as janitorial services." 

The company will take on some design 
work, although the majority of its pro-
jects will continue to be designed by large 
architectural firms since the company is 
not "looking to compete with them." 

As Reinhold & Vidosh continues to 
grow, Sawka's biggest fear is that it might 
one day become a bureaucracy. It's not 
likely to happen if Sawka continues to 
stress employee involvement and growth. 

Individuals working for Reinhold & 

Vidosh are encouraged to meet personal 
as well as professional goals. "They 
should be challenging as well as reward-
ing," Sawka said. "If we can provide 
viable career paths, then we want them to 
meet their goals. It's the only way to 
overcome labor shortages." 

Pricing will continue to be a problem 
because low bailers will always affect the 
lawn and landscape maintenance industry. 
"They're not going to go away. We have 
to educate them regionally and national 
ly," she said. 

Reinhold's prices aren't the cheapest in 
the business, but the company feels you 
get what you pay for. 

"All customers are concerned with price, 
but we're not the type of contractor, for 
instance, that does a lot of government 
work which is subject to low bid. Those 
are projects looking for the cheapest 
price, and we can't be competitive," Saw-
ka said. "I 'm not saying it's a bad mar-
ket, it's just not ours. I think all custo-
mers are concerned with price. Everyone 
wants a value." 

Reinhold has won awards for a number 
of projects including Federal Express 
Corporate Technology Center, Memphis, 
Tenn.; Ralston Purina Checkerboard 
Square 2000 Park, St. Louis, Mo.; 
Washington Boulevard Streetscape, 
Detroit, Mich.; and Applicon Inc., Ann 
Arbor, Mich. 

When details of the merger are com-
plete, Sawka will concentrate on doing 
what she does best — working with peo-
ple and plant materials. 

"I never thought of doing anything 
else," Sawka said. "It's (Reinhold) bigger 
than I ever thought it would be. I was 
fortunate to have a lot of opportunities — 
I just seized them as they presented them-
selves. 

"My dad would have been overwhelm-
ed, but very proud. I admired what he 
achieved, unfortunately I never had an op-
portunity to work with him as an adult." 
— Cindy Code • 

The author is Editor of Lawn and Land-
scape Maintenance magazine. 
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It's a sure thing to do business 
with the most experienced people. 
Now TRIAZONE, a Division of 
Arcadian Corporation, offers 
N-SURE® and FORMOLENE™ 
PLUS. This product line 
combination brings together every 
new and innovative development 
in slow-release liquid nitrogen 
technology. We at TRIAZONE 
offer scientific support, plus field 
application experience, to help you 
become #1. 

TRIAZONE products deliver 
• The highest slow-release 

N content. 
• Guaranteed stability. 
• An unmatched prompt delivery 

system. 
Ask any lawn care operator using 
TRIAZONE products. They'll 
tell you about better lawns, happier 
customers and fewer call backs. 

Contact us now. Call the 
TRIAZONE Division at 
1-800-654-4514. 

Formolene 
F i a z r m e A Division of ARCADI AN0* Corpora t ion 
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Surflan. Roundup. Mix them together, 
and you've got control that knocks weeds 
down and keeps them down. Three times 
longer, in fact, than Roundup alone. 

That's what landscapes all across the 
country are now finding. They are getting 
better weed control and more satisfied 
customers. And they're saving time and 
labor costs because they're applying 
just once. 

With a Surflan/Roundup tank-mix, 
you get complete control of over 50 
different weeds—including such tough 
species as crabgrass, barnyardgrass, 
chickweed, spurge, johnsongrass and 

foxtail. And Surflan won't harm your 
nearby landscaped areas, either. It works 
with little or no lateral movement. 

Join the growing list of satisfied users. 
Add Surflan to your Roundup and stretch 
your weed control three times longer. 
See your Elanco distributor for Surflan. 
Or call toll-free: 1-800-352-6776. 

Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept. E-455, Indianapolis. IN 46285. U.S.A. 
Surflan*—(oryzalin. Elanco) 
Roundup*—(glyphosate. Monsanto) 

"I can control 
weeds three 
times longer 
just by adding 

Surflan4 

to my Roundup." 

Circle 3 on reader service card 
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