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Home lawn two months after overseeding with Turf-Seed 
ryegrass and bluegrass products. Quality Turf Products Green-Up Your Bottom Line 

Lawn renovation can be a profitable addition to an LCO's 
services, but like other programs, satisfied customers are 
the key to continued success. Along with professional tech-
nicians, proper equipment and timely service, the grass 
seed used make the long lasting impression that creates 
referrals. And Turf-Seed, Inc. has the premium quality seed 
for your program ... in your region. Ask for these products 
by variety name ... because it's really your name that's on 
the line. 
Northern Turf 
Renovation 
Perennial Ryegrasses 
Citation II • Birdie II • 
Omega II • Manhattan II • 
CBS II Blend • 246 • 2DD 
2HH 'Charger5 

Kentucky Bluegrass 
Midnight • Challenger • 
Columbia • Galaxv Blend 

Southern Turf 
Renovation 
Tall Fescues 
Olympic • Apache • Monarch 
• Silverado • Eldorado • 
Triathalawn Blend 

Perennial Ryegrasses 
Citation II • Birdie II • 
Omega II • Manhattan II • 
CBS II Blend • 246 • 2DD • 
2HH 'Charger5 

TURF-SEED, INC. 
PO Box 250, Hubbard, OR 97032 
FAX 503-981-5626 TWX 510-590-0957 

1-800-247-6910 
Use ROUNDUP® herbicide to kill undesired turf. ROUNDUP® 
is a registered trademark of Monsanto Company. 
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's Focus 
IT'S BEEN A long road for the organi-
zers of the first Green Industry Expo. 
More than three years in planning, it's 
now time to sit back and see just what 
this joint trade show will offer the in-
dustry. 

Will it be a success? 
Will attendance reach predicted levels? 

Is this show the answer to the non-golf 
segment of the green industry? 

We'll have to wait and see. 
But let's hope this is the start of a new 

level of cooperation among green industry 
organizations. There's no reason that 
maintenance operators have to cringe 
whenever a story appears on TV, radio or 
in their local newspaper. 

It's time for the industry as a whole — 
applicators and maintenance operators, 
designers and landscape contractors and 
irrigation and tree professionals — to 
really join forces to make this service in-
dustry better understood. 

A bigger and better trade show is OK 
for attendees, distributors, suppliers and 
association coffers, but what about the 
rest of the year? Why can't unreasonable 
regulation be stopped in its tracks? Why 
can't a group of maintenance profession-
als take the benefits of the green industry 
on the road, promoting aesthetic and en-
vironmental benefits just as effectively as 
Meryl Streep condemns the use of pesti-
cides? 

Thankfully there's some movement in 
this direction. 

A new organization — Responsible In-
dustry for a Sound Environment — is 
coming into focus. The group, founded by 
representatives from eight specialty 
chemical companies, purports to be a 
new entity which will pool its monetary 
and professional resources to promote and 
defend the industry. 

RISE will be an important asset to 
the green industry — particularly as it 
emerges on the heels of the demise of the 
Pesticide Public Policy Foundation. 

Although still a legal entity, 3PF is all 
but a token of its former self. Most of the 
board of directors have resigned as a re-
sult of lack of funding for the organiza-
tion. 

In any event, RISE recognizes that 
many individuals in the lawn and land-
scape maintenance industry have address-
ed and defended particular issues, they're 
just ready to band together and initiate a 
force in the industry. 

So what's next? Speculation surround-

ing the possible alliance of one or more 
of the national associations is a positive 
move. 

While no definite plans have come to 
light, the suggestion that associations can 
work together serving mutual interests is 
significant. Just think of the impact com-
bined resources could bring the industry. 
If correctly established, an umbrella 
association could serve specialized needs 
as well as mutual concerns. 

We'd like to hear from our readers on 
this topic. Would an alliance among na-
tional associations better serve you? 

The concept is both new and old. More 
than a decade ago, some thought was 
given to uniting resources for one cause. 
That message got diluted along the way, 
but hasn't completely been lost. 

We'll just have to wait and see. Let's 
just hope it isn't too long. 

Along with this issue, you'll also find 
our second Issues Management Special 
Report. The special edition provides the 
readers of Lawn & Landscape Mainte-
nance with an exclusive look into the 
business minds of some of the leading 
maintenance companies across the 
country. 

Find out how they're addressing in-
dustry needs and concerns such as water 
conservation, economic matters, horti-
cultural waste disposal and pricing for 
profit among others. 

You'll also see how some of the in-
dustry's leading suppliers are diligently 
working to adjust their products to meet 
the needs of their customers. 

Find out more by reading this special 
edition. — Cindy Code • 
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BUILT FOR TOUGH COMMERCIAL APPLICATIONS 
Ev-N-Spred™ spreaders have been developed over the years to 
meet or exceed the needs of most commercial spreading 
requirements. All models feature massive enclosed gears that are 
fully guaranteed for 2 years, self cleaning flow control/ shut off 
plate, and a controlled uniform broadcast unequaled in the 
industry. What's more, many have tough stainless steel frames 
and greaseable axle bearings. Additional options also available. 

We believe that Ev-N-SpredTW represents the finest line of 
commercial spreaders on the market today. At any price! 

Prove it to yourself. 
Write or call us today! 
Phone (219) 848-7491 

EarthWav PRODUCTS, INC. 
C O M M E R C I A L PRODUCTS DIVISION 

DEPT. OLM11, P.O. BOX 547, BRISTOL, IN 45607 

I'm interested in the Tough Ones! 
Please send more information. 

I AM A: •WHOLESALE DISTRIBUTOR 
•RETAIL DEALER 
•COMMERCIAL APPLICATOR 

NAME 

COMPANY. 

ADDRESS. 

CITY. 

PHONE» L 

.STATE Z IP . 

Return to: EARTHWAY PROOUCTS, INC • COMMERCIAL PRODUCTS DIVISION 
D E P T 0 L M 1 1 , P . O . BOX547.BRISTOL. IN 4 5 6 0 7 



Cushman Front Line Mower with Grass Caddy®, 
and Ryan Lawnaire^-' 28 Aerator. 



We'll help expand 
your business. 

Ryan Lawnaire® IV Aerator. 

We'll increase 
your productivity. 

Ryan Mataway® Overseeder. 

No other manufacturer has the products. No 
other dealer network has the know-how. No 
one can help you increase your income from 

existing customers 
today, and put you in 
a better position to 
compete for comm-
ercial clients tomor-
row, as efficiently 
and expertly as 
Cushman-Ryan. 

Start with your 
basic service. Add 
aeration. Add OVer-

Ryan Jr. Sod Cutter. seeding. Move up 
to bigger mowing jobs. You'll not only get the 
best piece of lawn maintenance equipment for 
each task, you'll also get a dealer who's more 
like a business partner with proven ideas on 
how to sell and price your new services. 

Nobody's been in the business as long as 
Cushman-Ryan. Our products are proven 
performers that simply do each job better and 
stay up and running longer than anything else 
on the market. Period. 

You'll increase productivity by reducing down-
time and increasing the ease and speed of 
operation. You'll reduce operating expenses 

from fewer repairs and lower main-
tenance costs. Cushman-Ryan 
equipment doesn't come back to the 
shop until the job's done, ensuring 
you get a full day's work for a full 
day's profit. 

Contact your Cushman-Ryan 
dealer for a demonstration, and 
ask about our special lease on as 
little as $1,000 worth of equip-
ment Or call toll-free 1-800-228-
4444 for more information today. 

Member PLCAA 
Please see us in Booth #801. 

RANSOMES 

%CUSHMW 

9084 Cushman, P.O. Box 82409, Lincoln, NE 68501 © Cushman Inc. 1990. A Ransomes Company. All rights reserved. 
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ChemLawn Names 
New President 
David Siegfried succeeds Michael Shan-
non as president of ChemLawn Services 
Corp., Columbus, Ohio. 

Siegfried, formerly vice president, 
strategic development, will report to 
Shannon, who returned full-time to Eco-
lab, ChemLawn's parent company. The 
transition was planned since Siegfried's 
arrival at ChemLawn in March. 

Lesco, Echo Settle 
Restraint of Trade Suit 
The five-month lawsuit between LESCO 
and Echo was dismissed following an un-
disclosed settlement agreement. 

LESCO of Rocky River, Ohio, had fil-
ed a restraint of trade against Echo of 
Lake Zurich, 111., and its distributors in 
an attempt to prevent Echo from breach-
ing or interfering with its contract which 
enables LESCO to distribute Echo trim-
mers, brush clippers and blowers. 

Expected Cash Infusion 
To Bolster Bunton Co. 
After several months of speculation and 
rumors of filing Chapter 11, Bunton Co., 
Louisville, Ky., is in the last steps of 
finalizing an agreement to bring new in-
vestors into the company, said Stan Byers, 
company president and CEO. 

Because the deal is not yet complete, 
Byers declined to name the investors. 

Court: FIFRA Preempts 
Local Legislation 
A late summer decision from the Sixth 
Circuit U.S. Court of Appeals in Cincin-
nati, Ohio, upheld a lower court's ruling 
that the Federal Insecticide, Fungicide 
and Rodenticide Act preempts local 
municipalities from regulating pesticide 
use. The issue may now be taken before 
the U.S. Supreme Court. 

The ruling affects Kentucky, Tennessee, 
Michigan and Ohio. 

Waste Management, ServiceMaster 
Merger Draws Speculation, Anticipation 
ALTHOUGH THE dust hasn't even begun to settle surrounding the anticipated merger 
between Waste Management, parent company of TruGreen, and ServiceMaster, industry 
speculation and reaction is running amuck. 

The deal combines Waste Management's lawn care and pest control businesses with 
ServiceMaster's complete line of consumer services, and will be known as ServiceMas-
ter Consumer Services 
Limited Partnership. It 
will operate as a unit 
of ServiceMaster. 

If accepted by both 
companies' boards of 
directors, TruGreen 
and variously named 
pest control busi-
nesses will join with 
ServiceMaster's resi-
dential and commer-
cial lawn care, clean-
ing, pest control, maid 
service and home 
maintenance warranty 
services creating a 
company with annual 
revenues topping $900 
million. 

Some view the ven-
ture between TruGreen, the long acknowledged number two lawn care firm in the Uni-
ted States, and ServiceMaster, the quickly growing franchisor, as further evidence of in-
dustry consolidation, while others see it as a non-event; simply an added benefit in Ser-
viceMaster's attempt to obtain Waste Management's pest control businesses. 

Still further speculation gives credence to rumors that TruGreen branches have been 
struggling for some time. 

Details are expected to be unraveled some time before year's end, giving the new enti-
ty an opportunity to prepare for the 1991 maintenance season. 

From a TruGreen perspective, news of the joint venture was welcome. 
"People here are very excited; they're looking forward to the partnership between 

Waste Management and ServiceMaster," said Don Karnes, vice president of TruGreen's 
northern lawn care region. "TruGreen can only improve and grow." 

Karnes said he expects TruGreen to retain its name and the firm to be run separately 
from ServiceMaster pest control businesses. Since the deal is so new, revealed to the 
public near the end of September, most details are sketchy. 

Roger Ervin, vice president, financial relations for ServiceMaster, said the fate of the 
TruGreen name has yet to be determined. 

"This is in the early stages and all the details have to be worked out," he said. 
"TruGreen is second in the industry and ServiceMaster is somewhat smaller. We will 
probably use both names for a while before making any definite changes. 

Ervin denies speculation that ServiceMaster was only interested in acquiring pest con-
trol businesses and not TruGreen. "We are interested in both; we wouldn't have taken it 
on otherwise." 

The main attraction for ServiceMaster will be increasing market share. Currently, 
many of its lawn care branches and franchises are competing directly with TruGreen 
branches. 

Deciding what to do in those areas and how to incorporate those operations will be 
one of the first topics of discussion after the agreement becomes definite, Ervin said. 

(continued on page 10) 

BREAKDOWN OF SERVICES AND SALES 

$65 million in sales 
Includes repair and mainte-
nance of home appliances 
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$340 million in sales 
Includes carpet, upholstery, 
and office and building 
cleaning. 
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I $90 million in sales 

(Source: Chicago Thbune/ServiceMaster Ltd. Partnership) 



Irrigation Association 
Announces 1991 Slate 
The Irrigation Association has announced 
its slate for 1991 officers and directors. 

Officers for the coming year will be: 
Bob Emmerich, Toro Co., Riverside, 
Calif., president; Thomas Kimmel, Har-
die Irrigation, Laguna Niguel, Calif., 
president-elect; William Koonz, Koonz 
Sprinkler Supply, Springfield, N.J., vice 
president; Joe Goecke, Valmont Industries 
Inc., Valley, Neb., treasurer; Glenn Tribe, 
Cornell Pump Co., Portland, Ore. past 
president; and Robert Morgan, Escon-
dido, Calif., IA historian. 

Directors will include: Jack Buzzard, 
Rain Bird Sales Inc., Glendora, Calif.; 
Philip DeMarco, Aqua Flo Inc., Ham-
monton, N.J.; Sam Duke, Russel Daniel 
Irrigation, Athens, Ga.; William Gibson, 
AMS Irrigation & Pump Supply, Pen-
sacola, Fla.; Tom Paterson, New Way Ir-
rigation Ltd., Taber, Canada. 

Other directors are: Philip LeBlanc, 
Hardie Irrigation, Sanford, Fla.; John 
Morgan, sales and marketing consultant, 
San Marcos, Calif.; Bart Nelson, Nelson 
Irrigation, Walla Walla, Wash.; Carol 
Colein, Colein & Associates, Rochester, 

Mich.; Louis Toth, Aqua Lawn Inc., 
Fairlawn, Ct.; and Edward Newbegin, 
Wade Manufacturing Co., Portland, Ore. 

PLCAA Announces 
1991 Candidate Slate 
Director candidates and officers for the 
Professional Lawn Care Association of 
America have been named for 1991. They 
are: 

Neal DeAngelo, president, Lawn Spec-
ialties, Hazleton, Pa., as president; Bob 
Andrews, president, The Greenskeeper, 
Carmel, Ind., president-elect, first vice 
president; Ed Coia, vice president, Lawn-
mark, Hudson, Ohio, as secretary/ 
treasurer; and Patrick Nibler, vice presi-
dent, Pro-Grass Inc., Wilsonville, Ore., 
as second vice president. Rick Steinau, 
president, Greenlon Lawn Care Services, 
Cincinnati, Ohio, will serve as past 
president. 

Seven nominees for four director slots 
are: Kenneth Clemmer, vice president, 
Moyer & Son; Greg Clendenin, vice 
president, Middleton Pest Control; Norm 
Goldenberg, vice president Waste Man-
agement Urban Services; Mark Linehan, 

president Service Master Lawn Care, 
Salem, N.H.; Ed McGuire, president 
Lawn Company, South Dennis, Mass.; 
Patrick Norton, presient, Barefoot Grass, 
and Chris Senske, president Senske Lawn 
and Tree Care. 

PGMS Names 1991 Slate 
For Officers, Directors 
The Professional Grounds Management 
Society has named its slate for 1991 of-
ficers and directors to be elected this 
month in Nashville, Tenn.. 

The officers will be: Thomas Smith, 
Spring Grove Cemetery and Arboretum, 
Cincinnati, Ohio, as president; John 
Abernethy Jr., Lenoir Cemeteries, 
Lenoir, N.C., as first vice president; John 
Michalko, Case Western Reserve Univer-
sity, Cleveland, Ohio, as second vice 
president; Robert Rubel, Rubel's Land-
scape Services, Fort Worth, Texas, as 
treasurer; and Theodore Shull, Kettering 
Medical Center, Kettering, Ohio, as past 
president. 

Nominated for three director positions 
are: Charles Wilson, California State 
University at Los Angeles; Earl Wilson, 

2. DO YOU EMPTY A CLOGGED CATCHER 
WHEN ITS ONLY HALF FULL? 
3. DO YOU KEEP YOUR CATCHERS FOR 
MONTHS INSTEAD OF YEARS? 
4. D O 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. 

•MORE PRODUCTION & 
LESS FATIGUE 

Eawly mow large areas al high 
speed and get the moel out 0« 

•FOLDS UP TO 
TRANSPORT 
NO EXTRA ROOM NEEDED 
ON TRUCK 12-3' 

•AVAILABLE IN REGULAR AND JUMBO SIZES 
• MODELS TO FIT ALL MAJOR BRANDS OF 
COMMERCIAL WALK-BEHINDS 

IIIIIIIIIIIIIIIIIIIIIIIIIILA WN-WRIGHTF INC. / / / / / / / / / 
18761A North Frederick Avenue. Gaithersburg. Maryland 20879 
FOR INFORMATION AND SALES CALL (301) 330-0066 

• FITS ALL BRANDS 

| FROM THE MAKERS OF GRASS GOBBLER 

IIIIIIIIIIIIIIIIIIIIIIILAWN-WRIGHTJNC.IIIIIIM 
18761A North Frederick Avenue. Gaithersburg, Maryland 20879 
FOR INFORMATION AND SALES CALL: (301) 330-0066 

•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 

CLIP 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: 

• « V I 
• 3'/»- I 

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 

Circle 33 on reader service card Circle 34 on reader service card 



Thornton-Wilson Inc., Maineville, Ohio; 
Teddi Davis, Garrick Corp., Cleveland, 
Ohio; and Jim Long, College of Holy 
Cross, Worcester, Mass. Directors serve 
two-year terms. 

Merger 
(continued from page 8) 

Initial plans call for Waste Management 
to own 20 percent of the newly created 
company, while ServiceMaster will retain 

the other 80 percent. In addition, Waste 
Management will have representation on 
the board of directors, but will not be in-
volved in the daily operations of the com-
pany, according to Waste Management 
officials. 

The two businesses that Waste Manage-
ment brings to the venture boasted 1989 
revenues of approximately $170 million, 
while businesses under the ServiceMaster 
umbrella contribute more than $750 
million. 

"It's a good situation for Waste Man-

Losing ground to wet grass? 

Experience Exmark's 

Powerful posi-traction, 
For effortless mowing, even on 
wet hillsides, you can't beat 
Exmark's Turf Tracer™ and 
Midsize Walkers. Our exclusive 
Posi-Track pulley system sheds 
water and grass buildup 
providing unmatched traction. 
We invite you to ask your dealer 
for a demonstration and 
experience the Posi-Track pulley 
difference. For the dealer 
nearest you call Exmark: 
402/223-4010 

MFG. C O . INC. 
Experience an Exmark. 

Industrial Park NW. Box 748. Beatrice. NE 68310 FAX 402/223-4154 

agement; it gives them a chance to bail 
out of something they may not have a 
continuing daily interest in," said Joe 
Winland, a former group vice president 
with TruGreen. "It's a positive move, but 
it'll take some unsettling and change. 
TruGreen has been around for a long 
time and it'll continue to find its niche." 

Although not surprised that TruGreen 
was sold, Steve Hardymon, vice president 
of environmental affairs and media rela-
tions for ChemLawn Services Corp., said 
he was somewhat surprised that it was 
ServiceMaster doing the buying. 

"The pest control business fits nicely 
with Terminix, but TruGreen doesn't have 
the same kind of fit with ServiceMaster 
lawn care," he said. "It'll be interesting 
to see what a company that is mainly 
franchises does with a company that is all 
company-owned branches. The TruGreen 
name is much more recognizable. I'd 
think they would keep it." 

Hardymon doesn't see the merger hav-
ing an effect on industry leader Chem-
Lawn, but sees a potential impact on the 
industry in general, and the Professional 
Lawn Care Association of America 
specifically. 

"I have a feeling that Waste Manage-
ment was disenchanted with TruGreen. I 
don't think they saw the potential and 
they probably don't anticipate the growth 
we do," he said. "It's not widely known, 
but Waste Management was quite suppor-
tive of PLCAA since buying TruGreen. 
They donated people, time, money and 
resources to the association. 

"At the same time, ServiceMaster 
seemed to be pulling away from PLCAA. 
Now I would hope that ServiceMaster 
feels an obligation both to the association 
and to the industry. When you take over 
the second largest company in an indus-
try, you also are taking on a leadership 
role. PLCAA's worked hard to reposition 
itself and become more active. It'd be a 
real blow to have a company of that size 
not take an active role." 

TruGreen branches may indeed be 
struggling, but the theory that Waste 
Management is bailing out on its lawn 
care firm doesn't hold a lot of weight. 

"They're maintaining a 20 percent in-
terest; it's a joint venture. We're looking 
forward to the partnership," Karnes said. 
"Waste Management is getting 20 percent 
of a bigger company; it's a smaller piece 
of a bigger pie." 

And while some suggest that Waste 
Management is cutting its losses and go-
ing back to its roots in the municipal gar-
bage collection business, Hardymon 
disagrees. 

"I don't think that argument holds 
water. Waste Management is a big com-



pany with a lot of talented people," he 
said. "I think they could've figured it out 
or overcome that problem if they really 
wanted to." 

Although he had some idea of what 
Waste Management and ServiceMaster 
were doing separately, Patrick Norton, 
president of Barefoot Grass, said he's not 
sure what impact the combined resources 
of the two will have on the lawn mainte-
nance industry. 

"I don't see it as having a huge impact; 
what was here before will be here after-
ward in a different style," Norton said. 

"There were rumors that TruGreen was 
struggling, but they were improving opera-
tions and I expect that to continue." 

Norton doesn't view the merger as con-
solidation or a major move in the lawn 
maintenance industry because Service-
Master is a comparatively small company. 
Barefoot Grass, Worthington, Ohio, is the 
number three lawn care company in the 
United States. 

Jerry Faulring, president of HydroLawn, 
Gaithersburg, Md., said the merger will 
have a favorable industry impact. 

"It brings credibility back to this seg-
ment of the market; a lot of people have 
been disappointed with TruGreen," he 
said. "ServiceMaster is an outstanding 
organization. It all boils down to price, 
quality and service and ServiceMaster 
has all three to bring to the table." 

While TruGreen and ServiceMaster 
have their operational differences — com-
pany owned branches vs. franchises — 
it's a real possibility that the venture may 
bring little change. 

ServiceMaster franchisees operate 
under non-exclusive contracts, making it 
possible to have more than one franchise 
in the same market. 

Mark Webb, a ServiceMaster franchise 
owner in Permian Basin, Texas, said he 
thinks ServiceMaster will move some 
owner/operators into TruGreen branches. 

"I don't have a TruGreen competitor in 
my area, but I'd jump at the chance to get 
involved in one of their branches if I 
could," he said. "I think a ServiceMaster 
owner could really do something with the 
TruGreen customer base. They'd be able 
to add some substance and a high level of 
service after the marketing was finished. 
I think TruGreen operations could really 
be turned around with ServiceMaster 
owner/operators." 

Green industry competitors aren't the 
only ones looking at the proposed merger 
with interest. Manufacturers and suppliers 
are keeping a sharp eye on developments 
as it relates to product sales to each of 
the companies — purchases which tradi-
tionally begin near fall's end. 

"Because of the nature of TruGreen 

and the size of Waste Management, 
everyone knows their business is up for 
grabs," said Tom Say ward, president of 
T\iflex Manufacturing, Pompano Beach, 
Fla. "Trade shows are going to be par-
ticularly important to them to find out 
who's breaking new ground, particularly 
with new products which are environmen-
tally responsible. 

"Anytime you have consolidation in the 
industry, everything's on hold while they 
evaluate personnel, equipment, etc. In-
decision is the biggest problem for us. 

T\iflex has built a lot of tanks for Tru-
Green as well as some for ServiceMaster 
and Terminex, and Say ward hopes to con-
tinue his relationship with the new firm. 

But as consolidation creates some re-
dundancies in management, it also results 
in an abundance of equipment, an excess 
which could have a ripple effect. 

"It creates a double-edged sword for 
us," he said. "It won't just be the big 
guys not buying equipment, but the little 
guys, because they'll be getting good 
deals on used equipment." • 

AQUASHADE 
AQUATIC PLANT GROWTH CONTROL 

Aquatic Plant Growth Control 
Purchased by the National Park Service 

AQUASHADE, INC. Endorses the "Proposed 
Constitutional Amendment." 

"The people have a right to clean air, pure water, productive 
soils and to the conservation of the natural, scenic, historic, 
recreational, esthetic and economic values of the environment. 
America's natural resources belong to all the people, including 
generations yet to come. As trustee of these resources, the 
United States Government shall conserve and maintain them 
for the benefit of all people. 

Aquashade, aquatic plant growth control can help to restore 
pure water in those ponds and lakes that are becoming quick-
ly eutrophic due to man's pollution. 
Restoration by suppressing noxious weeds and algae with a 
simple and proven method of light reduction. 

AQUASHADE, INC. 
P.O. Box 198 

Eldred, New York 12732 
(914) 557-8077 
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Where to Go for More Information 
LCAP 
311 S. Allen, 
Suite 181 
State College, Pa. 16801 
215/921-0641 

PLCAA 
1000Johnson Ferry Rd. NE 
Suite C-135 
Marietta, Ga. 30068-2112 
404/977-5222 

VNA 
Route 4 Box 356 
Christiansburg, Va. 24073 
703/382-0943 

Cooperative Extension 
S.T.&P. Bldg., Suite 207 
953 E. Sahara Ave. 
Las Vegas, Nev. 89104 
702/731-3130 

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

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

PENNSYLVANIA LAWN care operators 
are the latest to organize a state association 
— the Lawn Care Association of Pennsyl-
vania. In its first general meeting, directors 
detailed their activities and discussed speci-
fic goals for various committees. 

President Neal DeAngelo presented posi-
tion statements to members for their comments 
and input. Issues addressed include preno-
tification and posting, integrated pest manage-
ment and use of written contracts. 

The new organization already has some 
tough battles to attack including two com-
munities expressing interest in passing strict 
regulations against lawn care operators, ac-
cording to Bill DeHaven, chairman of the 
government affairs committee. 

Jamie Brueninger, chairman of the train-
ing and education committee, told members 
his committee had completed the first draft 
of a technician training manual developed 
with the assistance of Penn State University. 

While remaining an independent organiza-
tion, the LCAP will be affiliated with the Pro-
fessional Lawn Care Association of America. 

The Americans with Disabilities Act was sign-
ed into law by President George Bush in late 
summer. 

Taking effect in July 1992, the law prohibits 
employers with 25 or more workers from 
discriminating against an applicant or em-
ployee because of a disability. By 1994, the 
requirements will be increased to include com-
panies with 15 employees. 

While many lawn and landscape mainte-

nance firms will be exempt because they have 
fewer than 25 workers in 1992, the Profes-
sional Lawn Care Association of America is 
reminding members that most states have 
laws prohibiting employment discrimina-
tion based on disabilities. 

Because the law is expected to protect more 
than 43,000,000 disabled Americans, increas-
ed enforcement is likely, reported Richard 
Lehr, PLCAA general counsel. 

SS8020 
z i p i U R F T r a c k e r 

* » i i i « 

Our zero-turing radius Turf Tracker puts you in 
control. The compact design and full hydrostatic 
drive provide complete maneuverability. It is 

capable of spreading and 
spraying 40,000 sq. ft. in less 
than 6V2 minutes. The ZTR 
TURFTRACKER is possibly the 
greatest labor-saving machine 
in the green industry. 

C & S TURF CARE EQUIPMENT, INC. 
3 4 2 5 Middlebranch Road N.E. 

Canton, Ohio 4 4 7 0 5 
(216) 4 5 3 - 0 7 7 0 1-800-872-7050 



For more information contact the 
PLCAA. 

The Virginia Nurserymen's Association re-
search committee has awarded $19,000 in 
grants to help fund research proposals at 
Virginia Tech in the plant pathology, physio-
logy and weed science department as well as 
the horticulture department. 

Another recipient will be the Hampton 
Roads Agriculture Experiment Station in 
Virginia Beach. 

Committee members reviewed 15 proposals 
and granted money to 12. This was the largest 
amount the association has allocated for re-
search projects. Since 1986 the research trust 
fund has maintained more than $163,000, rais-
ed from plant auctions, yearly budget alloca-
tions and member contributions. 

The Associated Landscape Contractors of 
America recently revised the organization's 
publications catalog which contains a com-
plete listing of publications from the asso-
ciation. 

Recently added to the list are videos and 
business-oriented publications tailored to meet 
the needs of exterior and interior landscape 
contractors such as: "Driving Straight Trucks 
Video," "Make the Magic Happen Career 
Video," "Safe Driving Techniques Video," 

"Starting and Operating a Business in Your 
State Video," "When Seconds Count ... 
Emergency Action Video," "Your Family 
Business," "100 Two-Minute Safety Talks," 
"Crystal Ball Report IX — Landscape Con-
tracting Today and in the Year 2000" and "Safe 
Use of Pesticides in Interiorscapes Video." 

The catalog lists the prices for all publica-
tions, contains order forms and gives a brief 
description of each publication. 

To receive a free copy, contact the associa-
tion's publications department. 

Nominations and entries are being sought by 
the American Association of Nurserymen for 
its 23rd annual advertising awards program. 
A panel of advertising experts will review all 
entries and provide a written critique of each 
entered ad including ideas of how to improve it. 

Entries that offer useful guidelines for other 
nursery and landscape advertisers will be 
recognized in AAN publications and at its 
February management clinic. 

The program is open to any AAN member. 
All advertising must have been published or 
broadcast between Dec. 1,1989 and Nov. 30, 
1990. All printed entries must be mounted 
on a display board 16 by 20 inches or 20 by 
28 inches. 

The special category definitions are: 
Spot Color. A second and/or third color 

used sparingly to give emphasis or to add 
visual interest in a printed piece. The first 
color is usually black. 

Four-Color Process. The use of colored 
printing inks to reproduce a colored original. 
The original artwork is divided into cyan, 
magenta, process blue and black by photo-
graphing with special color filters. 

A Campaign. A series of ads in one or more 
media that covers a single theme and share 
some manner of resemblance. Entry must in-
clude three pieces. 

A brief narrative stating the ad's intended 
objective, strategy and target audience must 
accompany each entry. A $50 fee is required 
per entry, and they must be received by Dec. 1. 

The Desert Turfgrass conference sponsored 
by the Nevada Cooperative Extension agen-
cy has announced that Dennis Underwood, 
commissioner of the Bureau of Reclamation, 
will present the keynote address. 

Underwood's speech will concentrate on 
the adequacy of the water supply from the 
Colorado River for the Southwest turfgrass 
and landscape industries. His address will set 
the framework for the two-day seminar Dec. 
13 and 14 at Bally's Resort Casino in Las Vegas. 

Educational sessions will be held both days 
while a trade show will offer participants an 
opportunity to view the latest in equipment. 

NEW 

SPREADER 
Prevents Clogging • Stops Streaking 

• 100% filtering 
of product 

• Assures free flow of 
all granular products 

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

A MUST FOR ALL GRANULAR APPLICATIONS 
Ê To oi 

lôKJun 
order write or call: PO Box 45463 

Westlake, OH 44145 
(216)835-4166 
(216)937-5517 tech. 

Circle 52 on reader service card 
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THAT 

COUNTS 

Records True Engine 
Running Time 

Mmkes Preventative 
Maintenance Easy 

Minimum Investment 
Far Maximum Protection 

O NO BATTERY NEEDED O 
O 3 MINUTE INSTALLATION O 

O FOR ALL GASOLINE ENGINES O 
O LARGE EASY TO READ DISPLAY O 

For more information 
call or write: 

SIPAP Electronics, Inc. 
15 Auburn Road 
Lansing, New York 14882 
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Landscape News 

COMPOSTING CAN BE A SOUND 
ALTERNATIVE TO LANDFILL DUMPING 

MANY MIDWESTERN states, like Wiscon-
sin, Michigan and Illinois, are facing re-
strictions on yard waste dumping in landfills. 
Illinois, in fact, banned such waste from its 
landfills on July 1. 

Lawn and landscape maintenance contrac-
tors, accustomed to convenient tipping, were 
forced to look for alternatives. Many waste 
companies responded with "green" landfills, 
where yard waste is composted plowed under. 
Tipping, it appeared, was here to stay. 

But a closer look at the economics of com-
posting reveals some intriguing numbers 
which suggest that independent composting 
by landscapes can be a profitable alternative 
to costly tipping. 

Numbers from DK Recycling Systems Inc., 

a large-scale composting operation in Lake 
Bluff, 111., and Scott Byron & Co., a me-
dium-sized landscape contractor also in Lake 
Bluff, will serve as examples. 

DK manages two composting sites, one 
for the city of Lake Forest and the other for 
an associated company, LDK Composting 
Inc. Between the two sites, some40,000cubic 
yards of landscape waste are processed each 
year, producing roughly 10,000 yards of fin-
ished, salable compost. 

DK runs the facilities with only three full-
time machine operators who are responsi-
ble for processing incoming material, main-
taining the machines and monitoring the com-
posting process. 

They work from March to November, av-

eraging 40 to 60 hours per week depending 
on the quantity of incoming material. Peak 
workloads come in May and June for grass 
and in October and November for leaves. 

Before DK began composting, it went 
through a simple six-week Environmental Pro-
tection Agency permit application process. 
The two sites were partially paved to improve 
drainage and facilitate the operation of heavy 
earth-moving equipment. 

DK acquired three machines, only two of 
which are necessary to produce high-quality 
compost within six months: A Jenz AZ 30 
shredder and a Farwick Super sieve. 

The shredder, which processes more than 
100 cubic yards per hour, costs $120,000, but 

(continued on page 18) 

Model 150 
Snow 

Blower 

Model 182 
Brush & Limb 

Chipper 

Outfront attachment to Toro 
GM300 and 220D tractors. 
Features 180 degree electric 
directional chute and driftbuster. 

Call Your Nearby Olathe/Toro Dist. For Demol 

100 Industrial Parkway 
Industrial Airport, KS 66031 

913-782-4396 
FAX: 913-764-1473 

20 or 24 HP disc chipper 
designed to reduce brush and 
limbs to 6" diameter. 170 degree 
chipper head rotation and 360 
degree discharge chute. 

Call Your Nearby Olathe/Toro Dist. For Demo! 

100 Industrial Parkway 
Industrial Airport, KS 66031 

913-782-4396 
FAX: 913-764-1473 

Circle 53 on reader service card Circle 54 on reader service card 

sweep wet or dry leaves and debris 
then deposit directly into a con-
tainer or truck with the 5/2 ft. self-
dumping hydraulically activated 
dump. Features VA cu. yd. hopper. 
Call Your Nearby Olathe/Toro Dist. For Demo! 

100 Industrial Parkway 
Industrial Airport, KS 66031' 

913-782-4396 
FAX: 913-764-1473 

Circle 55 on reader service card 



"TURFLON is more 
effective on the 
broadleaves that 
the competition is 
missing."-
Russ Frith, president 
Lawn Doctor, 
Matawan, NJ 

If "easy" weeds were the only 
ones cropping up in customers' 
lawns, 2,4-D would handle the 
job. But that's not the case. You 
need a tough product to keep 
tough weeds down. Maybe 
that's why you should move 
up to TURFLON* herbicide. 
The real problem with lawn 
care. 
"Weed control is the most im-
portant problem," explains Russ 
Frith. And as president of one 
of the nation's most successful 
lawn care franchisers, he ought 
to know. In explaining how 
TURFLON has worked for Lawn 
Doctor, Russ says, "It does a 
better job on the tough to con-
trol weeds." 
Prove it for yourself. 
How do franchisers who use 
it justify broadcast spraying 
TURFLON at about $9.50 per 
acre? "Reduced callbacks," 
Russ says. He adds that inde-
pendent Lawn Doctor operators 
select their own products. Most 
are skeptical of TURFLON until 
they prove for themselves that 
it does a better job of control-
ling tough weeds. "Many who 
use it full service started with 
spot (spraying)." 
Finally, Russ says one word 
describes the experience Lawn 
Doctor franchises have had us-
ing TURFLON: "Excellent." 
Isn't it time you moved up to a 
better herbicide for better weed 
control? Can us to find out more. 
1-800-352-6776. 

Move up to TURFLON 
"Trademark of The Dow Chemical Company 



Landscape News 
(continued from page 16) 

is well worth the investment for 
a number of reasons. 

First, it dramatically reduces 
the volume of raw material to be 
composted. Second, it reduces 
tree branches and trunks to 
shredded twigs — such large 
material would otherwise take 
years to decompose. 

Shredding also exposes a great-
er amount of surface area to mi-
crobial action, speeding the de-
composition process. Third, it's 
mobile, so it can be positioned 
to eject material directly into clamps, saving 
the labor and fuel costs incurred by moving 
tons of material. 

Finally, the machine ejects material in such 
a way that clamps are better oxygenated and 
break down more rapidly. 

Decomposition speed is important for max-
imizing productivity. DK is able to convert 
fresh grass into salable compost in only 90 
days. Such rapid breakdown allows a facility 
to handle a greater volume of raw material 
and produce more salable compost. Speed, 
in other words, means increased revenues. 
The Jenz, or a similar machine, is essential 

The Farwick Super III separates large material from compost. 

for the production of a quality, end product. 
The second machine, the Farwick sieve, 

costs $70,000 and is necessary for producing 
the grade of compost that landscaping de-
mands. It can process 40 cubic yards per hour 
and produces a clean compost (maximum par-
ticle size 25mm) usable as a soil amendment 
or topdressing. 

In addition to the site preparation, labor 
and equipment costs already mentioned, a 
facility must have a Bobcat or similar machine 
to organize/mix incoming materials, load the 
shredder and sieve and build clamps. Occa-
sionally, a large-capacity payloader may be 

needed to reorganize the site. 
The start-up and operating ex-

penses for the first year amount to 
between $250,000 and $350,000. 
The numbers become much less 
intimidating considering the sav-
ings composting can generate. 

For example, in 1988 alone, 
Scott Byron & Co. spent $43,717 
on tipping fees, $14,400 on bark 
and $21,406 on mushroom com-
post, a mixture of horse manure 
and straw. The total: $79,523. In 
addition, Byron spent another 
$55,000 in waste transportation, 
handling and subcontracting. 

In-house composting would-
have spared them the cost of the tipping fees, 
three-fourths of the bark, the mushroom com-
post and 99 percent of the extra waste handl-
ing and transportation — in all, more than 
$130,000. Add to that amount potential tipp-
ing revenues and compost sales — DK charges 
$8 per cubic yard to tip and sell its compost 
for $12 per yard — and it becomes clear that 
composting can pay for itself in two or three 
years. — Charles Pick and Robert Gillespie 

The authors are a consultant and managing 
director with DK Recycling Systems Inc., Lake 
Bluff, III. 

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 B u s h 

BUSH & COOK LEASING, INC. 
185 Park Dr. 

Wilmington, OH 4 5 1 7 7 

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

ATTENTION: 
LANDSCAPERS AND COMMERCIAL USERS 
• No more trouble with trimmer line 

— never buy line again! 
• Easy to install on your gas trimmer. 
• Cuts through tough weeds, 

briars and grass. 
• Keeps your rotary trimmer in 

business. 
• Guaranteed to save you time! 

TO ORDER CALL TODAY 

1-800-262-5122 
(Call for quantity pricing) 

( ) VISA ( ) M/C # — 
( ) Check enclosed for $21.95 plus $3.00 postage and handling. 

Your Trimmer Make Model # 

Name Phone/ 

Street 

City _ 

Send to: W E E D W I Z A R D , INC., P.O. Box 275, Dahlonega, Georgia 30533 

ONLY 

$ 2 1 9 5 

Circle 56 on reader service card 
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"The first year we used 
TURFLON, we realized 
a $1,200 savings on 
service call costs."-
Tim Doppel, president 
Atwood Lawncare, Inc. 
Sterling Heights, MI 

Keeping a lid on expenses be-
comes more and more important 
as your business continues to 
grow. Do things right, and pro-
fits will rise while the cost of 
servicing each new customer 
falls. If that's the kind of lawn 
care firm you want to run, 
maybe it's time you moved 
up to TURFLON* herbicide. 
When more is less. 
"Even though the product costs 
more, 1 still end up saving money 
by using TURFLON," explains 
Tim Doppel. And he has three 
years' worth of documented 
results to prove it pays to 
broadcast spray TURFLON 
at about $9.50 per acre. "The 
first and foremost advantage 
of using TURFLON is its effec-
tiveness. It works." 
Reducing callbacks and 
cancellations is the key. 
"The first year we used TURFLON, 
we had a 20 percent reduction 
in callbacks and that has held 
steady over the years," Tim 
says. "We've also seen an in-
crease in customer retention in 
the three years we've been using 
TURFLON." 
And using TURFLON has one 
more advantage, Tim adds. It's 
the reason he's been able to 
reduce callbacks and cancel-
lations: "My customers are 
happier." 
Isn't it time you moved up to a 
better herbicide for better weed 
control? Call us to find out more. 
1-800-352-6776. 

Move up to TURFLON 
'Trademark of The Dow Chemical Company 
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Focus on Trees 

PLANT ACTIVISTS 
DENOUNCE IMPROPER PRUNING 

IMPROPER TREE prim-
ers and tree toppers, beware. 

You could end up on the 
wrong side of a protest led 
by tree lover Cass Turn-
bull and her group Plant 
Amnesty. 

Founded in 1987 by this 
vocal 11-year-veteran of the 
Seattle Parks and Recreation 
Department, the group's 
mission is to "end the 
senseless torture and muti-
lation of trees and shrubs." 

To accomplish that the 
group uses some attention 
getting tactics: 

•The Plant Amnesty 
Booth travels to home, gar-
den and trade shows. It has 
large photos of improperly P , a n t a c t , v , s t s 

pruned trees, mal-pruned 
branch specimens and an actual dead-topped 
tree with a placard on it that reads, "Killed 
by Homeowner." 

•A slide show of pruning horrors that is 
popular with garden clubs and horticulture 
classes. It amuses while educating on iden-
tifying the three major areas of improper prun-
ing: topping, stripping and inappropriate 
shearing. 

Education with a little humor thrown in is 
the Tdrnbull trademark. 

"Seeing us travel to shows and fairs with 
the dead tree is kind of funny," she said. 
"Because it is such an extreme case, people's 
first reaction is to laugh and wonder how 
anybody could be foolish enough to do such 
a thing. Well, that just opens the doors for 
us to show them how to do it properly. We 
can point at the tree and say 'Instead of but-
chering it, you need to...'" 

Nor does she shy away from media atten-
tion. 

"You know you can have someone read a 
proper pruning pamphlet 10 times and it 
doesn't sink in," she said. "But as soon as 
they see us on the evening news or in a 
newspaper column, we suddenly have a leg-
itimate message and they seek out more in-
formation." 

The evening news and local newspapers is 

hope organized protests will stop tree butchering 

where she was earlier this year when she 
organized the "Boyer Street Protest." 

"Seven huge London Plane trees at a 
heavily-trafficked intersection were multi-
lated because a tree service company that 
was pruning for an adjacent property owner 
ignored the city's pruning guidelines," she 
said. "We organized a public informational 
protest during rush hour when there was a 
lot of traffic." 

Plant Amnesty 
petitioned the 
city to remove 

the trees so residents 
couldn't use 

them as 
an example for 
their pruning. 

A 15-foot "Mutilated 
Trees" banner hung between 
two of the trees. 

"Our intent was to draw 
attention to this desecra-
tion," she said. "That's why 
we chose rush hour to do it. 
The support from passers-
by was tremendous." 

Because the trees were on 
a right of way, Plant Amnes-
ty even petitioned the city to 
remove the trees complete-
ly so people would not end 
up using them as an exam-
ple of how to prune. 

"Bad pruning habits real-
ly are contagious," she said. 
"We didn't want these trees 
to serve as an example for 
some else's pruning." 

The city did not remove 
the trees, but Tbrnbull called the protest a suc-
cess because it created a bit of a stir and gave 
people an example of what not to do. 

Plant Amnesty members — called Plant Ac-
tivists — number 500 in 27 states. They range 
from backyard gardeners to professional ar-
borists. (In fact, it was a tree service who 
donated the banner for the protest.) The group 
even has members in several foreign coun-
tries with Plant Activists from Ecuador and 
the West Indies being the latest to join the 
flock. 

When learning how to prune, it's helpful 
to watch a professional in action, Turnbull 
said. Local arboretums, county extension 
services and horticulture societies offer 
pruning classes. 

In addition, numerous books are available 
on the topic. 

If it seems customers are asking you to prune 
too much or too often, Turnbull suggested 
recommending alternate arrangements. Ad-
ding lower-story plants for contrast, enlarg-
ing beds and moving or removing overcrowd-
ed trees or shrubs can provide a longer last-
ing and less damaging solution. 

For more information on pruning or join-
ing Plant Amnesty, write to the group at 
906 N.W. 87th St., Seattle, Wash. 98117; 
206/783-9813. Membership is $15 per year. 



"TURFLON* herbicides 
give us about 95% 
control of problem 
weeds. The standard 
three-way products 
give control in the 
80-85% ranger-
Rick Steinau, president 
Greenlon Lawn Care Services 
Cincinnati, OH 

In the lawn care business, you 
know that exceptional perfor-
mance reduces callbacks and 
cancellations-and costs less 
in the long run. 
Less callbacks. 
"We started using TURFLON 
three years ago," explains Rick 
Steinau. "TURFLON simply does 
a better job on the hard-to-
control weeds like spurge, oxalis, 
ground ivy and wild violets. 
These are the prob em weeds 
that customers usually complain 
about most. With TURFLON, 
we've seen a 25% reduction in 
weed-related callbacks and a 
15% drop in cancellations." 
More savings. 
"We are definitely saving money 
by using a premium herbicide," 
continues Rick. "We know that 
a treatment with TURFLON costs 
about 50i more per lawn than 
a standard three-way herbicide, 
but we actually realize a 30% 
savings in our herbicide program." 
Rick Steinau knows that the 
performance of TURFLON herbi-
cide has made a big, big dif-
ference in his business. Just 
think what it can do for yours. 
Call us to find out more. 
1-800-352-6776. 

Move up to TURFLON 
r b o w j 

'Trademark of The Dow Chemical Company 

Circle 4 on reader service card 



COVER STORY 

n -.Lawn&Landscape 
MAINTENANCE 

Inside 
the Green 7TT T 

Industry VV1LL 
po STRENGTH 

IN NUMBERS 
PREVAIL? 

Associated Landscape 
Contractors of 

America 

Professional Lawn 
Care Association 

of America 

JOE SMITH FROM Smith Land-
scaping was new at running a 
maintenance firm. He had been 
with the business for several 
years, but was unexpectedly 
thrown into the role of leading the 
firm, a function that made him 
uncomfortable. 

Professional Grounds 
Management Society 

& 
National Arborists 

Association 

American Association of Nurserymen 

Searching for answers, Smith 
picked up the phone and dialed 
the well publicized number to the 
national association office repre-
senting the green industry. After 
discussing his options with seve-
ral division representatives, 
Smith decided to join a few di-
visions for a relatively small 
charge per year. 

He was soon on his way to gain-
ing business knowledge and net-
working with peers from across 
the country. 

This scenario isn't out of the 
realm of possibility. Cooperation 
among green industry associa-
tions has taken form through state 
coalitions, environmental coun-
cils and through the creation of 
the Public Pesticide Policy Foun-
dation — a now nearly defunct 
organization. 

More recently, the Chemical 
Specialties Manufacturers Asso-
ciation formed a Commercial and 
Residential Services Division to 
represent companies providing 
products and services for such 
markets as lawn care and pest con-
trol. The division purports to be 
particularly strong at the national 
level. 

So what's with all these associa-

tions? Are their interests divergent 
or can they mesh? 

Various mergers to benefit 
members, suppliers and distribu-
tors have been debated for more 
than a decade — mostly behind 
the scenes — but too many agen-
das and specialized goals have 
brushed the notion out of the 
minds of the industry's leadership. 

A spirit of cooperation is evi-
dent, in fact there's more harmony 
among associations now than ever 
before; still no one seems eager 
to cement a full-fledged relation-
ship. Potential benefits are tre-
mendous. One association hiring 
a lobbyist doesn't gain much 
clout, but if all those with mutai 
interests join together and collec-
tively retain a lobbyist, it would 
have dramatic results. 

Although not part of the ori-
ginal thought process surround-
ing the Green Industry Expo, 
sponsored by The Professional 
Lawn Care Association of Amer-
ica, the Associated Landscape 
Contractors of America and the 
Professional Grounds Manage-
ment Society, the possibility of 
the three associations or another 
national organization working 
more closely together is not out 



of the realm of possibility, accord-
ing to Jerry Faulring, PLCAA 
board member and one of the as-
sociation's founding members. 

"We're now recognizing that 
possibility. As the awareness level 
of more diverse memberships in-
creases, so will working for their 
mutual interests and benefits," he 
said. "There's been no serious 
contemplation for a merger of 
associations or a marriage of some 
sort, but it's not necessarily out 
of the question." 

In addition to extending the 
working relationship with PGMS 
and ALCA, further speculation 
includes a possible alliance with 
the National Pest Control Asso-
ciation. 

"Identity is the central issue. 
That's one of the principal reasons 
we founded PLCAA because we 
didn't have an entity working for 
us exclusively," Faulring said. 
"The association is going through 
a significant transition, trying to 
find out who we are and who we 
serve. For the newer members, 
that (identity) might not be as 
critical because of diversifica-
tion." 

The American Association of 
Nurserymen successfully works 
with several organizations under 
its umbrella. When an industry 
professional joins A AN, he auto-
matically becomes a member of 
one of three divisions: Wholesale 
Nursery Growers of America, 
National Landscape Association 
or the Garden Centers of Amer-
ica. The affiliation is related to 
each member's primary business. 

Each division has its own board 
of directors, budget and program. 

Ben Bolusky, AAN director of 
government affairs, said he sees 
a strong relationship among the 
divisions, presenting a united nur-
sery/landscape front. 

"We operate as one large fami-
ly," Bolusky said. "On Capitol 
Hill, we represent ourselves as 
AAN, but we make it clear that 
we represent growers, landscape 
contractors and garden center 
retailers." 

Faulring, who recently became 

a member of the American Asso-
ciation of Nurserymen, said he 
was impressed with the group's 
representation and hoped to take 
some new ideas to the PLCAA 
board. 

Ultimately, it should be up to 
the members of each association 
to determine the future of their 
organizations. But that apparently 
will have to wait. 

In the meantime, the green in-
dustry will receive its first oppor-
tunity to show what can be ac-
complished together when the 
doors to the first Green Industry 
Expo open in Nashville. 

It's been a long time in com-
ing. In fact, a number of people 
predict that if it's a success, the 
next step of cooperation will be 
on the educational level. 

PLCAA, ALCA and PGMS 
have joined forces to offer the turf 
industry's largest non-golf trade 
show to date; an exhibition fea-
turing more than 250 exhibitors 
and a crowd anticipated to reach 
2,000. 

The three associations — total-
ing nearly 4,000 members — have 
agreed to a two-year trial relation-
ship, one which undoubtedly will 
bring changes in finances, juris-
diction and general logistics be-
fore it reaches even its second 
show set for Tampa, Fla., in 1991. 

Exhibitor demands for more 
trade show traffic were largely 
responsible for the merger. 

When the contract was first 
signed in the fall of 1989, PLCAA 
was named show management 
handling all details of the trade 



show, including sales of booth 
space. For that, PLCAA receives 
a $75,000 fee, and answers to a 
nine-member board — three rep-
resentatives from each of the as-
sociations. 

Remaining show funds are split 
equally among the three asso-
ciations. 

Early reports of the groups' op-
portunistic unification are respec-
table, but are subject to further 
contemplation when final reviews 
come in, including show man-
agement. 

"A year ago, we kind of thought 
we were buying Jim Brooks; we 
knew his work. Nobody knows 
where PLCAA stands now," said 
Allan Shulder, executive direc-
tor of PGMS. 

To the same end, Terry Peters 
was executive director of ALCA 
when the mei^er was put through. 
Now Debra Dennis is at the helm. 

"I think the current leadership 
(ALCA and PLCAA) is all for it, 
but we don't know how solid it 
is. We'll just have to wait for the 
results," Shulder said. 

Brooks recently resigned after 
nearly eight years at PLCAA. 

Ann McClure, new executive 
vice president of PLCAA said the 
advantages of working together 
are just now coming to fruition. 

"The time is right. I've spoken 
with several other executive direc-
tors informally, and there seems 
to be a unified feeling that there's 
a lot we can do together. There's 
no doubt about it," she said. 

THE PATH TO GIE. The show's 
concept goes way back; the sub-
ject of many hallway discussions 
between and among Ron Kujawa, 
past president of ALCA; Jim 
Brooks, former executive vice 
president of PLCAA; Shulder; 
Bob Brophy, manager, lawn care 
sales for Cushman; Dave Fuller, 
former director for PLCAA; and 
Terry Peters, former executive 
director of ALCA. 

No matter who takes credit for 
it, the seed has long been planted 
for this show. 

Kujawa said he found the idea 
attractive 10 years ago when he 
attended a landscape contracting 
exposition in which a number of 
industries had gotten together for 
the sake of a joint show. He didn't 
see why the Green Industry — 
ALCA, PLCAA, PGMS, NSTC, 
etc. — couldn't do the same thing. 

"Special interests are impor-
tant, but the technical aspects of 

the green industry are very gen-
eric," Kujawa said. "We're all 
dealing with the same vendors. 
I decided to bide my time and wait 
and see." 

Back in 1986 was the start. 
ALCA and PGMS joined together 
for the first Green Team show in 
Milwaukee, Wis. The show had 
100 exhibitors in its first year and 
lots of energy, but momentum 
soon fell and organizers struggl-
ed not to lose site of what they 
perceived to be a good thing. 

Brooks attended the Milwaukee 
show, but other than some mild 
discussion, the issue remained on 
the back burner. 

By then, interest in a truly na-
tional show began to build from 
a variety of forces: association 
leaders, vendors and the trade 
press. Previous attempts such as 
the Pro Show — a highly pro-
moted show which didn't see its 
second year because its intentions 
were wrong, according to Kujawa 
— failed. 

"(GIE) should have happened 
a long time ago. But we continued 
to refine and change what had to 
be changed," Kujawa said. "If it 
was only monetary, it wouldn't 
work. That's why the Pro Show 
didn't work." 

Shulder gives credit to Fuller 
for reviving efforts for the joint 
show in Orlando, site of the third 
Green Team conference. A 
member of PLCAA, he visited 
with the ALCA and PGMS boards 
and soon began working in earn-

It behooves 
other small groups 
to come together; 

bigger is better 
and serves all 

of us. 

est with Kujawa and Earl Wilson 
from PGMS, among others, to put 
the GIE show in place. 

But the show didn't come 
together without controversy. 

"Part of the problem is identi-
ty," Shulder said. "We cross every 
line imaginable, and some of our 
members are also members of 

PLCAA and ALCA. But wedidn't 
perceive it as a problem, that's 
one reason why we were pushing 
so hard." 

Although a backer of GIE, Ku-
jawa said, it's important to retain 
each association's special inte-
rests in education, comraderie 
and networking, while convening 
collectively for a trade show. 

"If we put aside other things 
and work closely on increasing 
attendance, everybody's a win-
ner," he said. "It behooves other 
small groups of people to come 
together; bigger and better serves 
all of us." 

It will take both years of the cur-
rent two-year GIE agreement to 
see where the show is headed, but, 
Shulder said, he already sees a 
lack of interest from the nursery 
and irrigation suppliers. 

"We're finding this year, that 
the nursery and irrigation people 
won't support the merger. I've 
talked with some of them who ex-
hibited at past Green Team shows, 
but they don't know," he said. 
"Quite frankly, if this show is go-
ing to grow, we'll need their sup-
port. Jim's (Brooks) done a good 
job with the iron and chemical 
people, but we need irrigation and 
nursery to grow. ALCA and 
PGMS are going to have to work 
to this end." 

Shulder said he's not talking 
about a tremendous amount of 
past support, nevertheless, it was 
important. 

"It's a new concept, there's an 
awful lot of skeptics out there," 
he added. "I personally don't see 
how we can miss." 

Despite his enthusiasm, Shul-
der said, he's disappointed in his 
members' lack of support. Low 
interest can be somewhat at-
tributed to federal spending cuts 
since 40 percent of PGMS' 
members work with the govern-
ment. Travel freezes have had a 
devastating effect, he said. 

FUTURE MERGERS? Shulder 
hopes the spirit of cooperation 
between PGMS, ALCA and 
PLCAA can run deeper than the 
trade show, but doesn't think it 
will lead to a merger of one or 
more national associations. 

"Our segment of the industry 
is so fragmented, it would cause 
too much of an identity crisis. 
We're more concerned about our 
own associations and working to 
provide our members with an-
swers. Members don't want that 

diluted," he said. "I think it's a 
viable idea. The turf industry 
(turfgrass associations) have talk-
ed quite a bit about it." 

Shulder added that associations 
are still seen as centers of power 
or prestige. 

"If we were to create one large 
national association, 75 percent 
of the members of all of the groups 
would never join. They feel it 
would be diluting their own seg-
ment of the industry," he said. 
"You take my membership for ex-
ample, they don't care about clout 
in D.C. PLCAA is very involved 
in environmental issues, but our 
members feel like we're envir-
onmentalists." 

Rick Steinau, president of 
PLCAA, said a merger of some 
sort is a good idea, but discus-
sion, if any, would probably wait 
until PLCAA is on its feet and can 
better address issues of its own 
members. 

"Personally, I don't think we 
should work so hard to survive, 
but instead look to other alter-
natives," hesaid. "It doesn't mean 
giving up your identity, but com-
ing together for mutual interests." 

Kujawa said he's opposed to the 
idea of ALCA merging with 
another association representing 
the green industry. 

"It's a very remote possibility 
in any shape or form. We never 
had any intent to meld into a super 
association. It would be counter-
productive to eliminate special in-
terests," he said. "Large organiza-
tions are non-responsive. I'm per-
sonally against something like 
that. An association that's close 
to it's membership is the best for 
its members. 

Kujawa said he'd rather see 
more emphasis placed on devel-
oping the political clout of coali-
tions. For example, the Land-
scape Environmental Resource 
Council — LERC — gets regular 
attendance from the president and 
executive director of nine or 10 
related associations. 

"Gestation is beginning to hap-
pen,"he said. "This is significant 
because without special interests, 
we have no interests. 

Bob Felix, executive director 
of the National Arborist Associa-
tion, said there's already substan-
tial networking among associa-
tion leadership. 

"Through meetings in D.C., 
and through an exchange of 
newsletters, we communicate," he 
said. "We marshal resources on 



a need basis." 
Through a premium, NAA also 

has direct access to the AAN com-
puter for government affairs. 

Felix said he's not willing to 
sacrifice identity for a few bucks 
of overhead. 

"Those who vigorously pursue 
the interests of their members will 
always do so and do it well. Those 
who don't already, wouldn't do 
it right if they merged with so-
meone else," he said. "If I need 
help, I go to them. We're active 
and they listen. OSH A works with 
us." 

The NAA is confident it's ser-
ving the interests of its mem-
bers and recently started its own 
tree industry magazine and trade 
show. 

Although she'd like coopera-
tion to continue, McClure said, 
now is not the time to initiate a mer-
ger among similar associations. 

"I don't see that happening right 
now. Making one association 
wouldn't be solving many prob-
lems," she said. "We're in a con-
stant state of flux; what solves the 
problems now won't necessarily 
solve them in the future. But we 
remain sensitive to the alterna-
tives. 

"If we can same time and 
money, there's no sense in rein-
venting the wheel. We don't all 
share the same problems, how-
ever, we have special concerns of 
our own." 

One problem is transitory lead-
ership. If legislation is not a big 
issue on a particular director's 
agenda, it's not pushed for. 

"It should be an ongoing goal, 
however. It's an obvious area for 
people to cooperate," Kujawa 
said. "We want the government 
to understand if they want the true, 
objective truth — information 
away from emotionalism and sen-
sationalism — they have to put 
credence in what we say. We're 
working toward it, but it isn't 
easy." 

Faulring agrees that national 
associations need federal moni-
toring capacity. "There's so many 
things going on in D.C. we don't 
even know about. Someone needs 
to be there." 

SMALLER POOL? Shulder dis-
putes the notion that consolida-
tion in the green industry will in-
creasingly force associations to 
compete for members. 

"We haven't even scratched the 

surface. The economy, regula-
tions and better educated people 
all help association membership," 
he said. "Normally speaking, 
membership increases during a 
slow economy because they start 

"We certainly 
need to take a 

look from within. 
Numbers bring you 

clout, as does 
being better 
educated." 

seeking help. Membership is go-
ing to improve for everyone in the 
next year." 

National association member-
ship has been volatile. Depending 
on who you talk with, it's been 
stable, dropping or slightly in-
creasing. Some approximate 

membership figures: ALCA, 
1200; PLCAA, 1000; PGMS, 
1700; NAA, 1100; American 
Society of Landscape Architects, 
10,000; GCSAA, 10,000; and 
NPCA, 2500. 

Many association directors said 
they would be satisfied if people 
in the industry would just join and 
support some organization whe-
ther it's local, state or national. 
"One of these days we'll promote 
national membership for any or 
all of the associations," Shulder 
said. 

Just as the GIE show was toss-
ed and kicked about before be-
coming reality, talk about associa-
tions coming together will sur-
face and fade with changes in 
leadership. 

"We certainly need to take a 
look from within," McClure said. 
"Numbers bring you clout, as 
does being better educated about 
the issues and being respected for 
the way you handle the issues. 
We're always hoping to take a 
more educated stance." — Cindy 
Code • 

The author is Editor o/Lawn and 
Landscape Maintenance maga-
zine. 

NEW SPECIALTY COALITION 
RISES' TO THE OCCASION 

THE SPECIALTY pesticide industry will 
soon receive a strong promotional and profes-
sional boost from a new organization called 
RISE — Responsible Industry for a Sound 
Environment. 

Still in its infancy, the group was initiated by 
eight specialty chemical suppliers who want to 
develop a national support base to communicate 
the environmental, health and safety benefits of 
the proper use of pesticides. 

For instance, when products are being ques-
tioned for use in a particular locality, RISE 
would help form a coalition to address the prob-
lem. "We'll help pull people together with the 
right leadership and talk with concerned people. If changes 
need to be made, we'll find out what's happening and address 
those changes," said Bill Culpepper, DowElanco commercial 
director. 

The steering committee includes: DowElanco, Ciba-Geigy, 
Mobay, Monsanto, ICI, The Andersons, Lebanon and O.M. 
Scott & Sons. 

RISE also hopes to address education and training needs. 
Although products are predominantly professionally applied, 
ongoing training — not specific to any one product — is need-
ed, Culpepper said. A training program which is universally ac-
cepted is one possibility. 

The group recognizes that many industry 
representatives are prepared to address and 
defend key issues, and wants to stimulate the 
resources of the specialty pesticide indus-
try to address issues from a position of 
strength. 

RISE wants to proactively educate local and 
university people, the EPA, USDA, OSH A and 
others who play a role in the use of pesticides. 
Culpepper said members would be prepared to 
discuss the benefits of pesticides and well-man-
aged turf rather than just the hazards. 

RISE has been in the works for several years, 
and the steering committee is now ready to ad-

dress membership. 
An initial membership drive will be presented to attendees at 

the Green Industy Expo in Nashville, Tenn.; the National Pest 
Control Association in Miami, Fla., and possibly those atten-
ding the Golf Course Superintendents Association of Amer-
ica. 

RISE was patterned after the National Agriculture Chemip-
cals Association and will initially share facilities in Washington, 
D.C. 

Manufacturers, formulators, distributors, associations, univer-
sities, all end-users and trade media are among those who fall 
within the interests of RISE. 



JOB COSTING 

ACCURATE ESTIMATING, 

PRICING STEMS 

FROM A SOLID BUDGET 

Proper estimating is actually creating budgets for labor; 
supplies, materials and equipment. 

THE ORIGINAL intent of this 
article was to compare and con-
trast estimating systems used by 
successful landscape mainte-
nance firms around the country. 
However, after talking with a 
number of representative com-
panies, it became clear that there 
is a standard approach. 

It appears that estimating land-
scape maintenance services is a 
logical process closely related to 
the company's budget, and focus-
ed on an accurate forecast of labor 
hours. Labor is marked up to 
cover overhead costs and produce 
budgeted profitability. 

Job supplies, materials and 
equipment must be accounted for 
in the estimate, but are secondary 
to the cost of labor. Knowing and 
applying budgeting skills is the 
key to successful estimates and 
prices. 

BUDGETING AND THE BUD-
GET. The company's budget is the 
foundation for knowing how to 
estimate and price maintenance 
services, and includes three main 
components: the cost to produce 
the service, the overhead required 
to support the producing of the 
service and the profit which jus-
tifies the production of the ser-
vice. 

A good job estimate will ac-
curately predict the "direct costs" 
involved in producing landscape 
maintenance services. A good 

Monthly variations, turfgrass 
cutting heights for instance, 
need to be taken into con-
sideration when budgeting. 
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contract price will cover the costs 
of producing the service as well 
as contributing to the company's 
overhead and profit commit-
ments. 

The budget is a statement of the 
company's financial commit-
ments to production, overhead 
and profit. 

It is assumed that each main-
tenance job can pay for the costs 
related to production. But each 
job should also provide its fair 
share of revenues to cover over-
head costs and budgeted pro-

fitability. When this doesn't hap-
pen, other jobs are forced to carry 
unrealistic financial responsibi-
lities. 

Establishing a company bud-
get can be a difficult process. Help 
provided by consultants, seminars 
and especially peers in the in-
dustry can be useful. The effec-
tive use of the budgeting process 
is a learned skill requiring know-
ledge, guidance and practice. 

Budgeting is the process of 
combining history with current 
knowledge to arrive at accurate 

predictions of what will happen. 
"Last year we spent $10,000 to 
maintain 10 trucks. We are adding 
one more truck. This year our 
budget needs to be $11,000." This 
marriage of the past to the pre-
sent is the essence of budgeting 
for the future. 

The budgeting process is cri-
tical to estimating and pricing 
landscape maintenance services. 
Good estimating is really the es-
tablishing of job budgets for labor, 
supplies, materials and equip-
ment use. The estimate estab-



SAMPLE: JOB BUDGETING 

lishes the cost of producing the 
service; a cost which is then mark-
ed up to provide revenues to cover 
overhead and profit. 

ESTIMATING. Estimating is the 
process of applying budgeting 
skills to a particular job in order 
to predict the costs of labor, sup-
plies, materials and equipment. 

Successful landscape mainte-
nance companies endeavor to 
make the estimating process as 
objective as possible. T\irf and 
bed areas are measured careful-
ly, trees and shrubs are counted 
individually and walks and drives 
are measured carefully for edg-
ing requirements. 

This is not to say that experienc-
ed professionals don ' t , or 
shouldn't estimate apart from ob-
jective measurements. Some peo-
ple have a "gift" for estimat-
ing and "gut" feelings are often 
valid. But these "gifts" and "guts" 
are not easily passed on to others. 

Most companies measure and 
count in the interest of standar-
dizing the estimating process. It's 
for this reason that "guesstimat-
ing" isn't allowed. 

When the objective data has 
been gathered, known company 
factors are applied. These known 
factors are gleaned from the com-
pany's historical experiences. For 
instance, 10,000 square feet of turf 
on even grade takes 20 minutes 
to mow, but 10,000 square feet of 
turf on moderate hills requires 40 
minutes. 

Known factors allow estimators 
to modify measurements with ac-
tual company experiences. Vir-
tually every company interview-
ed for this article indicated that 
they used difficulty factors to 
modify objective data. Once 
again, the present is combined 
with the past to produce a predic-
tion for the future. 

The modified objective data is 
now interfaced with job functions. 
Every job can be subdivided in-

FUNCTIONS MOW EDGE PRUNE 
TURF 
FERT 

LITTER 
PU TOTAL 

April 30 10 5 13 58 
May 40 10 20 13 83 
June 40 10 5 13 68 
July 40 10 20 13 83 
August 40 10 5 13 68 
September 40 10 13 63 
October 20 10 5 13 48 
November 13 13 
December 20 13 33 
January 13 13 
February 13 13 
March 13 13 

Total 250 70 60 20 156 556 

Labor Rate 7 7 8 8 7 7.14 

Total Labor 1750 490 480 160 1092 3972 
Labor & Burden 1925 539 528 176 1201 397 
Overhead 

Contribution 3850 1078 1056 352 2402 4369 
Profit 4278 1198 1173 391 2669 971 
Material Costs 125 70 400 104 699 
Material + Mark-up 200 200 
Job Equipment 

Costs 2500 210 180 40 2930 
Equipment 

Mark-up 0 
Revenue (Price) 6903 1478 1353 1031 2773 13538 
Note: All numbers are for illustration only. 

to specific work functions that are 
normally determined by the con-
tract specifications. These func-
tions are usually identified as 
mowing, edging, pruning, etc. It's 
important to account for all job 
functions that will require the use 
of labor. The object is to arrive 
at a "time per function" figure. 
Once these figures are establish-
ed, the job labor budget can be 
developed. 

J O B L A B O R BUDGETS. Meas-
urements, factored and functions 
are the building blocks of the job 
labor budget, and well-conceived 
labor budgets provide the basis 
for effective job performance, 
customer satisfaction and finan-
cial success. A job budgeted to 
meet and even exceed customer 
expectations is nice, But a job that 
does all this and produces ade-
quate revenue for overhead and 
profit is even better. 

One way to proceed toward this 
end is to budget labor hours us-
ing the "time per function" fig-
ures as the basis for establishing 
both monthly and annual job labor 
budgets: 

Function = Mow Turf 
Measure = One Acre 
Factor = 3 Hours/Cut 

FUNCTIONS 

1. Mowing 25 times 
2. Edging 14 times 
3. Pruning 3 times 
4. Turf Fert 4 times 
5. Litter Pick-up 52 times 

J O B MATERIALS 

1. Mowing Supplies 
2. Edger Blades 
3. Bags Fert 
4. Trash Bags 

EQUIPMENT 

1. Mower use 
2. Edger use 
3. Spreader use 
4. Pruning Equipment use 

Time/Function = 9 Hours 
Monthly Budget = 13 Hours 

(4.3 Cuts x 3 Hours) 
Annual Budget = 91 Hours 

(13 Hours x 7 Months) 
Number of Cuts = 30 cuts 

(4.3 Cuts x 7 Months) 

This approach can be modified 
to reflect monthly variations that 
are detemined by geography and 
weather. For instance, bluegrass 
grows at a faster rate in May than 
it does in September. It's impor-
tant to take these monthly varia-
tions into account when budgeting 
for labor: 

FACTORS 

10 Hrs/Mowing 
5 Hrs/Edging 
20 Hrs/Pruning 
5 Hrs/Fert 
3 Hrs/Pick-up 

MARK-UP 

$5/M owing 
$5/Edging 
50 at $8/Bag 
$2/Pick-up 

$10/Hr 
$3/Hr 
$2/Hr 
$3/Hr 

Functions, job materials and 
equipment and the number 
of time job is repeated is nec-
essary to track costs. 

MONTH HRS CUTS HRS 
MONTH CUT 

April 5 2.5 2.0 
May 17 4.3 4.0 
June 17 4.3 4.0 
July 15 4.3 3.5 
August 13 4.3 3.0 
Sept. 12 4.3 2.75 
October 7 3.0 2.33 

ANNUAL 
TOTAL 86 Hours 27.0 Cuts 
Note: The estimate can be both 
accurate and more competitive. 



By budgeting carefully, both 
customer and company benefit. 
The earlier approach indicated 
that this Junction would require 
90 labor hours. 

The main objective of the labor 
budget is to provide critical in-
formation regarding job costs. But 
an important by-product is that the 
estimating process produces a 
labor budget for field personnel. 
Field production crews are more 
likely to achieve job labor budgets 
if they know what they are: the 
job labor budget provides key in-
formation for both prices and 
producers. 

JOB SUPPLIES AND MATER-
IALS. It's important to keep job 
supplies and materials like fer-
tilizer and chemicals in proper 
perspective. Their cost as a per-
centage of labor will normally be 
minor, but they must be accounted 
for in the estimate since they are 
used on a specific job and are not 
considered overhead. 

If the use of supplies and mat-
erials can be attributed to a par-
ticular job, they probably should 
be charged to that job. Bags of fer-
tilizer, gallons of chemicals and 
edger blades can be assigned to 
certain jobs. Mower blades and 
tires cannot be assigned to a job 
and should be considered as 
overhead items. 

Most companies deal with sup-
plies and materials in relation to 
known square footage measure-
ments — X (dollars) per 1,000 
square feet of turf. Other com-
panies attach a cost of supplies 
to each particular function. 

Equipment costs should be 
recovered on each job. Compan-
ies are divided on how this is done. 
Some apply known unit costs for 
each function, e.g.: 
Function: Mowing (36" Mower) 
Total Hours: 75 per Season 
Hourly Roto: $10/Hour 
Equipment Cost: $750 

The other method is to recover 
equipment costs on the overhead 
mark-up rate. When equipment 
is accurately accounted for in the 
budget, the mark-up rate can re-
cover these costs. 

Respected industry consultant, 
Frank Ross, Ross-Payne & Asso-
ciates of Chicago, 111., said that 
it's important for companies to 
recover seven equipment costs: 
Depreciation (ownership), re-
placement, major overhaul, pre-
ventive maintenance, insurance, 

fuel and shop overhead — mech-
anics, supplies, utilities. 

"It's best to recover these equip-
ment costs on the job rather than 
as an overhead item," Ross said. 
"The company's budget should 
indicate what equipment costs 
will be. The individual job should 
pay its share of company equip-
ment costs." 

BUDGETING FOR PRICE AND 
PROFIT. A good working know-
ledge of the budgeting process 
leads to accurate estimating. 
Good estimates allow companies 
to operate from well-conceived 
job budgets, so it's important to 
focus on budgeting for job costs 
from the start. Now it's time to 
price the service and plan for 
profit. 

The company's budget deter-
mines the mark-up. Example: 
Company XYZ is budgeted to 
spend $100,000 to produce its ser-
vices. The budget anticipates 
overhead to be $100,000. The 
company budget indicates that job 

costs need to be marked up by 100 
percent in order to cover overhead 
commitments. The budget will 
also address profitability, but 
this is done after all costs are 
covered. 

Since labor is the largest cost, 
it's important to focus on the rate 
at which it is marked up to cover 
overhead. According to Ross, la-
bor costs account for between 25 
percent to 35 percent of landscape 
maintenance revenues. And, 
since the cost of labor may vary 
from one job function to another, 
it is important to mark-up each 
function individually rather than 
as a whole. 

Understanding the relation-
ship between company func-
tions and how they relate to 

your budget. 

Many companies use establish-
ed labor rates for each function. 
These rates are designed to cover 
all job and overhead costs and to 
provide the necessary profit as 
well. These rates range from $18 
to $26 per hour depending on 
location and job function. 

The important thing to remem-
ber is that labor is marked up to 
provide revenue for overhead and 
profit. If the cost of labor rises, 

XYZ COMPANY 
Function = Mowing Function 

Labor Cost 

Mark-up 

Total 

= $7/Hour 
= 100% 
= $14 

Labor Cost 

Mark-up 

Total 

= Irrigation 
Management 

= $10/Hour 

= 100% 

= $20 



the price will rise accordingly. 
The cost of labor is the key factor. 

PRICING. The cost of supplies, 
materials and equipment allo-
cated to a specific job needs to 
be recovered. That is not to say 
that they need to be marked up. 
The important thing is to account 
for their cost to the company in 
the price charged for a particular 
job. Whether they are marked up 
or not will be an individual com-
pany decision. 

Landscape maintenance com-
panies will derive the majority of 
their revenues from the mark-up 
on labor in any case. Ross recom-
mended that companies develop 
a "dual overhead mark-up sys-
tem." For example, XYZ Com-
pany may mark-up labor by 100 
percent and all other job costs at 
a 50 percent rate. 

The methodology for arriving 
at appropriate mark-up rates is 
beyond the scope of this article. 
The bottom line is that when the 
cost to produce the service is 
marked up, company overhead 
must be completely addressed — 
Cost to Produce Service x 

Markup Rate = Break-Even 
Point. 

When all job costs have been 
marked up to cover all company 
overhead commitments we have 
reached the break-even point. But 
what about profit? According to 
Ross, the average net profit for 
landscape maintenance firms is 
less than 3 percent. However, 25 
percent of the companies he 
analyzed in 1988 consistently 
achieved a 10 percent or higher 
net profit. Companies that make 
a 10 percent net know how to plan, 
price and budget for profit. 

When planning for profit it's 
important to divide rather than 
multiply as in the illustration. 

To determine the correct divid-
ing number, subtract the desired 
profit margin from 100%: 
100%-10% = .90 
100%- 5% = .95 
100%- 7.5% = .925 

Profitability is essential for fi-
nancial stability and to fuel growth 
when necessary. 

An estimate is a prediction of 
what should happen. It's impor-
tant to track each job for what did 
happen. Most companies track 
job performance on a weekly, 
monthly and yearly basis. This 
commitment to job tracking is im-
portant for two reasons. Field per-
sonnel want to know how their 

job performance compares to the 
job budget (estimate), and the job 
price can only be adjusted up or 
down when actual results are 
compared to original estimates. 

BUDGETING/ESTIMATING/ 
PRICING CYCLE. Financially re-
sponsible estimating is ground-
ed upon a firm knowledge and 
understanding of company over-
head and profit commitments. 

Good job estimates are based 
on objective measurements and 
established work-function fac-
tors. Labor is the major compo-
nent (cost) of the estimate and is 
marked up to cover known com-
pany overhead costs. Job labor 
budgets are produced from ac-
curate estimates. As such, jobs 
should be tracked weekly, mon-
thly and yearly in order to com-
pare actual performance to es-
timated performance. — Tom 
Garber B 

The author is president of Col-
orado Landscape Enterprises, 
Arvada, Colo., and is ALCA's vice 
president of finance and treasurer 
ofALCC. 

MULTIPLY FOR PROFIT DIVIDE FOR PROFIT 
Breakeven Price $100,000 $100,000 Breakeven Price 

Multiply for 
Desired Profit 

Job Price 

Net Profit 

Net Profit as 
% of Total 

x 10% 

$110,000 
10,000 

+ .9 

$111,111 

11,111 

9.099% 10% 

Divide for 
Desired Profit 

Job Price 

Net Profit 

Join PGMS. GROUNDS 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 • R E C E I V E PROFES-
SIONAL CERTIFICATION: A 
peer review may earn you the 
title of Certif ied Grounds 

H o w to m a k e 
y o u r c a r e e r grow. 

Manager • SURVEYS ON OPERATIONAL 
PRACTICES made available to members • 
$5,000.00 accident and dismemberment in-
surance • Awards for outstanding achieve-
ment • WORKSHOPS give you 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. 

-r Clip and mail to P r o f e s s i o n a l 
y G r o u n d s Management Society , 12 

Galloway Avenue Suite IE Cockeys 
ville MD 21030 or phone (3011 
667 1833 

Professional 
Grounds 

Management 
Society 

i 

TO: PROFESSIONAL 
GROUNDS MANAGEMENT 
SOCIETY 
10402 Rigland Rd. Ste. 4 
Cockeysville, MD 21030 
YES! I want to give my career a professional edge. Please send more informa-
tion on what PGMS can do for me. 
Name 

Company 

Street 

City & State Zip . 

Area Code and Telephone Number . 



VvkyThe Fertilizers We Make 
Are Better forlhis System... 

People will always want lush, green, healthy-
looking lawns. But these days, what they don't want are 
the unhealthy environmental risks that can go along 
with achieving that lush, green look. 

At Harmony Products, we offer a viable alter-
native. We've developed a revolutionary new process 
that finally combines the environmental safety of 

organic fertilizers with the high performance traditionally 
found in synthetic products. 

That's why Harmony fertilizers give you the 
dual advantage of rich green-up with a natural, long-
term release of nutrients. This long-term release not 
only feeds the turf better, it even makes the soil root 
zone healthier - virtually eliminating the dangers of 



And EvenThis System. 

leeching and groundwater contamination. 
And because our organic fertilizers spread on 

evenly with no dust and no odor, they're as easy on you 
and your customers as they are on our ecosystem. 

To find out more about Harmony fertilizers, and 
how to order them, talk to one of our representatives at 
804-523-2849. Or see us at the 1990 Green Industry Expo 

in Nashville, November 12-15, at booth #1524. 
Harmony. With over 160 years of experience in 

the fertilizer industry, we're the source for products in 
tune with you. Your customers. And nature. 

H A R M O N Y 
A , InTuneWith Nature 



BUSINESS MANAGEMENT 

SETTING 
SALES GOALS 

If you think customers are starting to cut back in services 
don't cut prices, drum up new business. 

YOU'VE PROBABLY been at a 
trade show or other industry 
meeting and heard competitors 
talking about their incredible 
business prowess: "Had to add 
several crews just to cover new 
business." "Increased sales by 30 
percent over last year" Or maybe 
you've heard the best of them all, 
"Had so much business this year 
we were turning new customers 
away when they called." 

If you haven't done so already, 
this is the best time of the year 
to determine your firm's sales 
needs for next year. 

"It's a much more difficult pro-
cess than simply saying 'I want 
to increase sales by 20 percent 
next year, so everybody will work 
20 percent harder,'" said green 
industry consultant Frank Ross, 
Ross-Payne and Associates, Chi-
cago, 111. "A simplistic view such 

as that will only lead to trouble 
and probably less real profit than 
the year before." 

Since it's not a simple process, 
Ross has a definite opinion about 
those who attempt to simplify it. 

"Rules of thumb are danger-
ous," he said. "Typically people 
who use them don't understand 
them. If you don't understand 
them, you certainly don't know 
what you're trying to achieve." 

Anyone who asks Ross about 
a plan for increasing sales best 
be prepared for a lot of note tak-
ing, and a crash course in finan-
cial management. 

The practice most people have 
to become accustomed with, ac-
cording to Ross, is to alter their 
thinking from sales dollars and 
sales units to thinking in terms of 
production. 

"Look at man-hours and crew 

mixes, look at the amount of reve-
nue coming in and the cost going 
out," he said. "If you can calculate 
revenues per man-hour, then 
you've really got something to 
work from." 

With that information, a com-
pany's expected sales goals can 
be divided by current revenues per 
man-hour to find an anticipated 
number of man-hours needed to 
fulfill that sales goal. 

Then the final step in this pro-
cess is determining how many 
laborers will be needed to fill 
those anticipated man-hours. Ac-
cording to Ross, that's done best 
by estimating 1,600 to 1,700 hours 
a year per worker. 

"That's actual working, pro-
ductive hours," he said. "That 
doesn't count vacations, meet-
ings, travel time. This is the ac-
tual on-site work each crew 

member accomplishes in a year's 
time." 

This, believe it or not, is Ross's 
easier, less exact method for deter-
mining sales goals. It's less exact 
because the sales figure is chosen 
randomly and the other variables 
determine whether it's feasible. 

The longer, more precise meth-
od for planning fiiture growth 
starts at the bottom — with pro-
fits — and moves to the top. 

"For some reason people in this 
industry seem to forget why they 
went into business — to make 
money," Ross said. "Too many 
firms often seem as though they're 
apologizing for having higher 
prices than the fly-by-night opera-
tions. If you do that you're sunk." 

STARTING FROM THE BOT-
TOM Profit should be thought of 
this way: One-third goes to pay-

SOUND FISCAL MANAGEMENT: 
THE ROAD TO INCREASED SALES GROWTH 

1. Determine profits from lost year. 
Don't think of profit as what is left over. It should be lA debt 
retirement, lA growth and development and lA for taxes. 

2. Walk through overhead structure. 
Figure out expenses for the coming year on each account. 
This is sometimes referred to as a company's lifestyle. Profits 
+ Overhead = Gross Margin. 

3. Determine the amount of business you need to generate 
to meet your Gross Margin. 
Too many people just randomly pick a number — I want to 
grow 20 percent this year without having any idea of what 
that percentage represents in costs to the company. In-
creased revenue does not mean increased profit. 

4. Determine carryover clients from last year. 
List those jobs and account for every cost to service each ac-
count - contact cost - labor hours - equipment costs - labor 
costs - materials costs - subcontracting costs - specific inciden-
tal costs = Gross margin for known jobs. 

5. Complete a labor budget. 
Include everybody including office, clerical and support staff. A 
lot of people lose sight of the fact that maintenance work is really 
selling labor. Budget the number of hours you have to sell. 

6. New Work. 
Total labor hours — labor hours from known jobs = amount of 
new work needed to meet labor force output. 



ing taxes, one-third pays debts and 
the last one-third pays for growth 
and further development. 

Keeping sight of that business 
tenet can be especially difficult 
when facing a business slump or 
economic recession as parts of the 
Eastern United States are now, 
said John Moran, president, Al-
pine Tree Care, Newington, Ct. 

"When you see that customers 
are beginning to cut back on their 
services, often the first reaction 
is wanting to drop prices slightly 
so they'll stay on," he said. "But 
that just doesn't work. The answer 
is drumming up more business. 
It usually means smaller billings 
per account, but not a change in 
the actual pricing." 

Before worrying about where 
to turn for new business, scruti-
nize the overhead costs of your 
current business. 

"Go through every account and 
keep track of all costs," Ross said. 
"Anything you spend money on 

should be tracked. If it's out of 
sight, it most definitely will be 
out of mind." 

When the overhead has been 
determined, it can be added to the 
profits to find the gross margin. 

The next step is finding how 
much business you need to 
generate to meet that gross mar-
gin. Do that by first finding how 
much of the coming year's work 
will be carry-over from the season 
just passed. 

Literally sit down with the 
overall contract cost and begin 
subtracting job costs — labor, 
equipment, material, subcontrac-
ting and incidentals. 

The figure you're left with is 
the gross margin of your known, 
or returning, accounts. When that 
is subtracted from the earlier 
determined gross margin, you 
know how much gross margin 
your new sales need to create. 

The next step in the Ross plan 
is working up a labor budget to 
determine how many labor hours 
you will have available. 

"Landscape maintenance real-
ly comes down to selling labor," 
he said. "If you budget how many 
labor hours you have total among 
all your workers and then subtract 
the amount needed to work the 
carry over jobs, you come up 
with the number of man-hours 
not already committed to as-
signments or the labor 
hours you can sell." 

SEEK INPUT FROM 
STAFF. Moran starts 
his budgeting process 
about two months 
before the fiscal year 
ends and gets the sales 
staff involved. 

"We get a budget worked 
through figuring all our operating 
and labor costs," he said. "Then 
we sit down with each salesper-
son to set goals. You just can't 
hand them a sheet of paper 
stating what they should sell, 
especially when the economy's 
sliding." 

Working with those who 
are actually out selling 
helps create a more re-
alistic set of goals, he 
said. It also offers a 
chance to talk about 
how to reach those 
goals and ideas 
for gaining or 
keeping custom-
ers especially with 
a discretionary ser-
vice. 

After making some 
sales goals for the 
coming year, Moran 
said, the first attempt 
at new accounts are 
usually in close prox-
imity to existing ones. 

Remember to include the sales staff when de-
termining how many new accounts you 7 / go 
after. Sit down with each salesperson to set 
goals rather than just handing them a sheet of 
paper stating what they should sell. Working 
with those who are actually out selling helps 
create a more realistic set of goals and also 
offers a chance to talk about now to reach 
those goals and ideas for gaining or 
keeping customers. 



Real Versatility 
In a Reel Performer 

The patented Delta Reel in BlueBird lawn combers 
increases productivity and efficiency in turfgrass 

maintenance. With case-hardened, beveled 
steel blades, the adjustable Delta Reel 

lets you do a variety of jobs. It can be easily 
interchanged with the flail reels in BlueBird s 

widely used F-20 and F-20B lawn combers. 

Vertical Mowing 
Revitalize lawns and thin running 

stem grasses without tearing up the turf. 

Seeding 
Cut slits in existing lawns prior to over-

seeding. For new lawns, cut in seed to proper depth. 

Aerifying 
Open up soil to air, water, nutrients and 

other chemicals, especially on slopes and terraces. 

Light Dethatching 
Dethatch with less lawn debris. 

Feeding 
Incorporate environmentally sound 

top dressing materials for faster assimilation. 

Reel Versatility in a Real Performer 
Dealer and distributor inquiries welcome. 

BlueBird International, Inc. 
2778 South Tejon, Englewood, Colorado 80110 

Phone 303-781-4458 • FAX 303-781-1873 

"The first way we look for new 
business is by attempting to 
tighten up our routes," he said. 
"It, of course, brings new busi-
ness without major travel time and 
we're already a known commodi-
ty in the area. 

Moran's goal for the coming 
season is to keep sales at the same 
level they were this year. 

"It's been difficult just main-
taining sales from year to year," 
he said. "We've been able to do 
it, but most companies I hear are 
off about 10 percent to 15 percent." 

While service is the keystone 
to a successful landscape firm, it 
becomes an even more crucial ele-
ment during an economic reces-
sion, Moran said. 

Because most of Alpine's cus-
tomers are high-end residential 
accounts, they don't drop the ser-
vice all together, but opt to make 
cutbacks, Moran said. They ask 
what is absolutely essential and 
what can be put off until the situa-
tion turns around. 

In the business for 35 years, 
Marvin Gross, owner of Marvin's 
Gardens and Landscape Services, 
Sarasota, Fla., said he's learned 
that goals are not etched in stone. 

"A lot of time and work goes 
into the budgeting process and set-
ting sales goals, but you can't 
foresee everything," he said. 
"Sometimes the goals just can't 
be met because of the business 
environment. You have to be flex-
ible enough to make adjustments 
six months down the line." 

Individuals on the sales staff 
play a major part in setting goals. 
In meeting with their sales 
manager, the process is involv-
ed, Gross said. 

"They really have to hash things 
out," he said. "They have to look 
at how their selling ability has 
gone up with their knowledge and 
exposure to the industry, whether 
they've developed a good follow-
ing, rapport with customers." 

While everybody realizes the 
importance of service to customer 
satisfaction and growth, Gross 
said, many landscape firms don't 
give sales people enough credit 
in that area. 

"They're usually the first per-
son in the company the customer 
encounters, so creating that good 
first impression is on their 
shoulders," he said. "Also, it's 
the sales person who continues 
to have the most contact with 
them. Most residential customers 
aren't even home when crews are 

there working. They have to cre-
ate a comfort level with custo-
mers." 

The ideal goal is to increase 
sales by 10 percent every year, 
Gross said. For that to happen, 
all the pieces have to fall in place. 

Ken Foley, sales manager of six 
for Swingle Tree Care, Denver, 
Colo., also stressed the impor-
tance of the salesman-customer 
relationship. 

"People today are being hit 
from all sides by someone selling 
something," he said. "That hard 
sell, sell, sell approach doesn't 
work when you're selling a ser-
vice. We have to build customer 
satisfaction and never betray it." 

Although formulas are hard to 
follow, Foley's goal for his sales 
staff is usually a 10 percent in-
crease per year — specifically 
from new customers. But that is 
becoming increasingly difficult 
as the Denver market approaches 
a saturation point. 

Choosing the right person for 
sales positions has a definite ef-
fect on attracting and keeping 
customers. 

"A sales background is not as 
important as being a good com-
municator," he said. "In fact the 
stereotypical salesman doesn't 
work out for us because he 
changes jobs too often. We're after 
stability with the sales crew so 
they can provide stability with 
customers." 

Most operators agree that main-
tenance work is more recession-
proof than construction, but as 
Tom Fisher of Fisher Burton Co., 
Wauconda, 111., focuses more on 
maintenance, he's finding the 
budgeting and goal setting pro-
cess is more exacting. 

"When working with mainte-
nance, you have to give a much 
closer look at the cost of repairs 
and the wear and tear on smaller 
equipment and how those costs 
factor into the whole budget," he 
said. "It has to be much more de-
fined and broken down." 

INCENTIVES. The old attitude 
that bonuses aren't needed be-
cause the people are already be-
ing paid a salary doesn't work any-
more, Moran said. People need 
an incentive to work harder, 
especially in a tightly competitive 
market. — David West rick • 

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



PESTICIDE STORAGE 

YEAR-ROUND 
PLANNING 

ELIMINATES 
YEAR-END 

CONFUSION 
Keep a complete inventory 

and limit the number of 
people with access to your 

storage and you 7/ have 
fewer problems. 

IF YOU'RE LIKE most lawn and 
landscape maintenance profes-
sionals, you have difficulty meet-
ing all of the demands placed on 
your time. Because of that, some 
of the more basic chores may 
get pushed back to be done an-

other time. 
But as basic as the storage of 

pesticides and other chemicals 
may seem — just close the bottle 
and put it on a shelf — specific 
storage plans should be made and 
followed throughout the year. 

While fall and the end of the 
peak season is when most ope-
rators start thinking about stor-
age, it needs to be a year-round 
effort rather than an off-season 
activity, said Roger Yeary, vice 
president of health and safety for 
ChemLawn Services Corp., Col-
umbus, Ohio. In fact, the objec-
tive should be to have as little as 
possible in storage through the 
winter. 

The best storage method starts 
with a complete and constantly 
updated inventory, according to 
Yeary. 

"You never want the surprise 
of discovering there's something 
on site you didn't know about," 
he said. "With the climate being 
so negative toward all chemicals 
lately, a simple oversight like that 
could be grossly exaggerated and 
portrayed as you being careless 
or sloppy with the handling of 
chemicals." 

Also other demands, such as 
the Hazard Communication Stan-
dard administered by the Occupa-
tional Safety and Health Admin-
istration, require a detailed in-
ventory. So creating one really 
shouldn't be thought of as a ma-
jor undertaking, but a necessity. 

The objective is to use as much 
product through the season as 
possible. If an abundant amount 
is likely to be carried over, make 

a note to adjust your ordering for 
the next season. 

When the season is drawing to 
a close, it's most important to 
make sure that crews have a sys-
tem intact for using containers and 
bags that have already been open. 

Whenever possible, keep al-
ready-open product in front of 
unopened product. This will eli-
minate the need to combine a lot 
of opened containers at the end 
of the season, Yeary said. 

COMMON SENSE. Don't fall in 
the trap of making storage a big-
ger ordeal than it need be, said 
Jack Kerrigan of the Ohio Co-
operative Extension Service. 
Keep it simple and, if possible, 
limit the number of people with 
authority to enter the storage area. 

Limiting those with access will 
reduce the chances of confusion 
or products getting misplaced, he 
said. 

The regulation of lawn chemi-
cals and their storage varies 
around the country. Depending 
where you are it could be the state 
agriculture department, an office 
within the attorney general's of-
fice or one of many other pos-
sibilities. 

No matter what body or office 
is eventually regulating how you 
store your pesticides, one place 

(continued on page 38) 

This floor plan for a pesticide storage 
area is available from the Midwest Plan 
Service, 122 Davidson Hall, Iowa State 

University, Ames, Iowa 50011. 

The service, a compendium of 12 
Midwest state-funded university 

agriculture programs, will also be 
publishing a book titled "Fertilizer and 
Pesticide Containment Facilities Hand-

book" in early 1991. 

Courtesy of Midwest Plan Service, 
Ames, Iowa 
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©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. 



IF TRIUMPH 

CAN STOPONE 

OF THESE IN 

ITS TRACKS, 

IMAGINE 

WHAT IT CAN 

DOTO SOME 

LITTLE INSECT. 

Compared to other in-

secticides, Triumph can 

put the brakes to a good 

fifty percent or more of 

your callbacks. 

And with the cost per 

trip averaging around $75, 

that's no small savings we 

are talking about. 

It's also no great mys-

tery how Triumph makes 

this possible. 

It simply controls turf 

insects (even not so little 

ones) better than anything 

else on the market. 



PESTICIDE 
STORAGE CHECKLIST 

• The area should be cool, dry, well-ventilated and well-lighted. 
• It should be insulated to prevent freezing or overheating. 
• Be sure the area is fireproof with a cement floor. 
• Keep the area locked to prevent entry by children or other un-

authorized persons. 
• Post warning signs on doors and windows. 
• Detergent, hand cleaner and water should be readily accessible. 
• Have ample supplies of absorbent materials such as clay, saw-

dust or paper to soak up spills. 
• Also keep a shovel, broom and dustpan handy for cleanup. 
• Equip the area with at least one fire extinguisher. 
• Store all pesticides in original containers. 
• Store any paper containers off the floor. 
• Check every container for leaks or breaks. 
• Transfer contents of any leaking container to another container 

holding the exact same pesticide. 
• Clean up any spills immediately. 
• Keep an updated inventory of all pesticides on site. 
Courtesy Ohio Cooperative Extension Service, The Ohio State University. 

Pesticide Storage 
(continued from page 35) 

not to overlook is your fire de-
partment. 

Whether it's required or not, 
Yeary said, he advises operators 
to make the fire marshal in their 
community aware of both the type 
and amount of chemicals in 
storage. 

"It's a good idea because if 
there's ever a fire, that's a time of 
panic for you," he said. "With all 
the excitement you may not be able 
to detail exactly everything that's 
being stored. Firefighters are peo-
ple too; when they hear 'chemi-
cal fire' they get apprehensive." 

They have good reason to be 
apprehensive. Any chemical com-
position that contains more than 
20 percent nitrate is explosive, 
Yeary said. 

"Lawn care chemicals do not 
have that high of a nitrate compo-
sition, but you can certainly un-
derstand their reluctance," he said. 

An additional boost for the in-
dustry in the past several years 
has been the altering of products 
by several major chemical manu-

facturers to make them no longer 
combustible, Yeary said. 

Alerting the fire department be-
fore an emergency situation arises 
will help promote a feeling of 
goodwill and show that you are 
responsible, Yeary said. 

Kerrigan called it covering the 

bases because it's required in 
some areas. 

"It just makes sense," he said. 
"They'll probably want to come 
out and inspect your storage area, 
but it's better to be safe and ope-
rating within the law and regula-
tions." 

Storing lawn care chemicals 
can become more involved when 
there are several different enti-
ties claiming to regulate the pro-
cess, said Dave Murphy, Green 
Valley Lawn Care, Shawnee Mis-
sion, Kan. 

"At different times I've had peo-
ple from the county, the board of 
agriculture and the fire depart-
ment out inspecting my storage 
site," he said. "They typically 
don't get upset as long as you have 
some system intact. They may 
point out some little things, but 
they'll give you credit for taking 
care of the major points." 

It's a good idea to seek out help 
when devising a storage area or 
even afterward to ensure you 
covered all the necessary points, 
Murphy said. The Professional 
Lawn Care Association of Mid-
America, an organization head-
ed by Murphy, offers a basic check-
list for storing lawn chemicals. 

In addition, a local extension 
agent could supply such informa-
tion, Kerrigan said. 

WHERE TO START. Obviously, 
choosing an area is the first de-

GET OUT OF THE 
TRENCHES! 

Don't turn your next project 
site into a muddy battlefield. 

I 
Subpull oscillatory systems 
install pipe, cable and wire, 
and save a whole lot more 
than sweat and grit: 

• Eliminate Trenching 
• Reduce Labor 
• Cut Maintenance 

Costs 

MANUFACTURER OF THE SUBPULL 

^hquntaineer 
COLORADO. INC 

(303) 789-2228 
DEALER INQUIRIES WELCOME 

ELECTRONIC FLOWMETER PATENT PENDING 

NO MOVING PARTS . . . 
.. .No rotating vanes or turbines . . . no delicate bearings 
to seize or fail. PCOs, LCOs and arborists can now monitor 
chemical usage, control costs and prove regulatory and label 
compliance with reliability & accuracy. 

Distinctive Features 
• Rugged Cast Aluminum Body 
• 500 PSI Operating Pressure 
• Portable — Hose End Attachable 
• Field Replaceable Battery (9V) 
• Measurement Accuracy of +/- 2% of Rate 

Technology Management Inc. 
3101 South Westnedge 

Kalamazoo, Michigan 49008 
616-388-8300 Fax 616-388-9300 

Circle 65 on reader service card 
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cision to be made. Dave Jones, 
director of training, Lawn Doc-
tor Inc., Matawan, N.J., sug-
gested these 10 questions to help 
determine a storage site: 

• Is it large enough to store all 
the materials inventoried? 

• Is it secure enough to prevent 
theft or vandalism? 

• Can the area be entered by 
children or domestic animals? 

• Is there space to store pesti-
cides securely by themselves? 

• Is the area away from offices, 
rest rooms and public access 
areas? 

• Will the materials be stored 
near a pilot light or other open 
flame or sparks? 

• Is it in an area subjected to 
standing water? 

• Is it away from doorways, 
loading docks and windows? 

• Is the area subjected to fluc-
tuating temperatures? 

• Is the area separated from 
other areas such as tool cribs, 
paint bottles or parts storage 
areas? 

After a site has been chosen, 
set the area apart with fences or 
by building a separate room. The 

most important part, though, is 
having proper signs such as 
"pesticide storage area." 

The requirements for signs are 
universal. If the storage area is 
accessible from outdoors, make 
sure the signs are large and that 
you have several to ward off 
curious kids and vandalism, Mur-
phy said. 

While using a separate building 
for chemical storage may initial-
ly seem to be safer, it's actually 
not because it can create more 
problems than it solves, Murphy 
said. 

"A stand alone building can be 
tampered with after hours," he 
said. "It's safer to have a storage 
area included in an office/ware-
house area because that limits 
those with access." 

An operator retains more con-
trol when storage areas are within 
a main building. Access is already 
limited and employees are 
knowledgeable about proper use, 
said John Dunham, vice president 
of franchising for Barefoot Grass, 
Worthington, Ohio. 

A separate storage building 
presents more possible problems 

because it's an easier target for 
vandalism, he said. Often, warn-
ing signs invite vandals rather 
than deterring them. 

WHAT TO INCLUDE? Often 
overlooked items in a storage fa-
cility are items to use for cleanup, 
such as hand cleaner, brooms, 
dust pans and absorbent materials 
for spills, according to Kerrigan. 

"A part of storing chemicals is 
being prepared," he said. "You 
cannot reasonably expect that 
some product will never be spill-
ed. It's a part of the process." 

Make sure to store all the same 
products in the same area—a her-
bicide section, a fertilizer section, 
etc. Combination products such 
as fertilizers with preemergence 
herbicides should be in an area 
separate from other fertilizers to 
avoid confusion. 

Make sure to create a separate 
storage area for equipment, Yeary 
said. There's a tendency to store 
gloves, boots, goggles and other 
safety gear along with the chemi-
cals for quick and easy availabili-
ty. While these items should be 
close for convenience, they also 

need to be in a separate area, he 
said. 

Other recommendations to fol-
low include storing all products 
off the floor in case the area ever 
floods. For additional safety and 
convenience, store the heaviest 
containers on bottom shelves and 
the lightest ones on upper shelves. 

Staying updated on what's in 
storage is a part of the inventory 
process, but it can also save money 
while eliminating waste, Murphy 
said. Frequently checking labels 
to make sure they're legible and 
still intact will keep you from 
rendering a product useless be-
cause you don't want to take the 
risk of guessing what it is. 

Proper storage can have a 
positive effect on the bottom line, 
according to Yeary. 

"For cash flow reasons, you 
want as little extra product on 
hand," he said. "But you want to 
make sure your extra amount is 
in the best condition so it will re-
main usable." — David Westrick 

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

BE ENVIRONMENTAUY RESPONSIBLE 
Spray with a WINDFOIL 
The WINDFOIL safely contains the spray inside the shroud, sealed 
to the turf surface to: 
• Reduce environment and 

personal exposure. 
• Build the golf course's 

environmental image. 
• Be safer and appear safer. 

• Virtually eliminate the drift 
problem. 

• Increase public confidence. 
• Reduce management and 

labour stress. 

Available in 20, 15, 10, and 5 ft. skidmounts, 3 point hitch, trailer and mower mounted 
models and 80, 50, and 30 inch hosefed hand push models. 

INNOVATIVE EQUIPMENT INC. 
626 - 47th Street East, Saskatoon. SK. Canada S7K 5X3 

Phone: (306) 975-0500 • Fax. (306) 975-0499 

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. 

SYSTEMS 
ION when water counts««) 

10910 Wheatlands Ave. 
• Santee, CA 92071 

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

FAX (619) 562-2724 

Circle 85 on reader service card 



TREE CARE 

DON'T LET STORMY 

WEATHER RUIN YOUR 

LANDSCAPE INVESTMENT 
Even 

IT SHOULDNT BE news to peo-
ple that lightning can and does 
strike trees. Many people have 
probably seen some of the phy-
sical damage to trees caused by 
lightning including broken limbs, 
split-open trunks, stripped bark 
and, in the most dramatic cases, 
trees literally blown apart. 

Many, however, including a fair 
number of green industry profes-
sionals, may not be familiar with 
or aware of some of the less visi-
ble, but nevertheless damaging 
effects of lightning strikes to 
trees. 

In addition, those just getting 
started in the tree care field may 
not have a full understanding of 
the recommended treatments for 
trees struck by lightning, or the 
measures that can be taken to pro-
tect a tree from lightning strikes. 

TYPES, EXTENT OF DAMAGE. 
As mentioned previously, visible 
damage to trees from lightning 
can come in a variety of ways. 
There's also the risk of both in-
ternal and root damage which may 
or may not have any immediately 
visible effects. The xylem or con-
ducting tissue beneath the bark 
may be burned or otherwise in-
jured. A root system can be par-
tially or entirely killed. 

On the other hand, evergreen 
trees such as spruces may have 
entire portions of the upper trunk 
and branches killed with the lower 
sections relatively unaffected. 
Closely growing trees and sur-
rounding grass and vegetation can 
also be damaged or killed. 

The problem is that a tree struck 
by lightning exhibiting little, if 
any, visible external damage may 
have suffered tremendous inter-

trees showing little lightning damage may need 
monitoring for internal wounds. 

nal and/or root damage resulting 
in the immediate or eventual death 
of the tree. 

A typical example involves a 
laige, tall oak tree struck by lightn-
ing. The strike caused a long, nar-
row strip of bark and xylem 
(wood) tissue, parallel to the wood 
fibers and extending from the tip 
of a tall branch all the way down 
to the ground to be blown off the 
tree. 

In addition to this, the tree must 
also have experienced some ex-
tensive internal and root damage 
as the tree declined and died over 
a period of a couple years. 

FACTORS THAT AFFECT DAM-
AGE LEVELS. There are a number 
of factors which determine the 
degree and extent of tree injury 
caused by a lightning strike. First 
is the intensity or voltage of the 
electrical discharge. 

Other factors include the 
moisture content of the bark and 
its surface, moisture content of 
the soil, proximity to a body of 
water and/or a tall structure, pres-
ence of decay, depth of roots in 
the soil, the character of the 
branch and trunk tissues and the 
tree's relationship to surrounding 
trees, e.g., is it isolated in an open 

Tree with typical lightning 
damage. Photo: Independent 

Protection Co. and NAA. 

field? The tallest of a group of 
trees? At the end of a row or at 
the edge of a grove of trees? 

Another factor is the species of 
trees involved. Robert Cripe of 
the Independent Protection Co. 
in Goshen, Ind., reports that the 
following group of trees are struck 
by lightning more often than 
others: maple, sycamore, ash, 
poplar, tulip tree, oak, pine, hem-
lock, spruce and elm. Birch, 
beech and horse chestnuts are hit 
less often than the average species. 

TREATING LIGHTNING STRUCK 
TREES. Because of the fact that 
many lightning caused tree in-
juries are hidden from sight within 
the tree's internal structure and 
roots, it's imperative that a tree 
struck by lightning be carefully 
inspected before any treatments 
are recommended or initiated. 

Certainly measures should be 
taken to clean up debris and to 
alleviate any impending hazard 
from hanging limbs or leaning 
trees. However, because many 
trees will eventually die regard-
less of the remedies attempted, 
more extensive and costly steps 
shouldn't be initiated until the 
tree's chance of survival is eval-
uated as good. 

Treatment of trees struck by 
lightning doesn't differ greatly 
from that of trees stressed for 
other reasons. Although it may 
be rather difficult, and perhaps 
the chances of success not that 

(continued on page 42) 



inspired By The Ancient Japanese Art 
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Bonsai 
TALL FESCUE 

(DWARF TURF TYPE) 

For centuries, Japanese gardeners have 
collected and cultivated trees and 
shrubs that have been dwarfed by 
nature. By carefully pruning, and train-
ing, they produced a minature copy of 
nature — captured in perfection. 

inspired by the mysteries surrounding 
this ancient craft, and cognizant of the 
desirability that dwarf features would 
bring to the professional turf grass 
grower, TMI has developed Bonsai. This 
double dwarf, turf type tall fescue is 
shorter, finer and darker than any 
other commercially available variety. 

Bonsai has more tillers per plant...a 
profusion of tillers at low angles that 
results in a turf of greater density, 
even at lower seeding rates. This true 
dwarf fescue possesses an extremely 
high endophyte count for increased 
insect tolerance and contrary to pop-
ular belief, Bonsai has drought toler-
ance equal to or better than any other 
tall fescue. Bonsai's darker color means 
you will use less fertilizer to maintain a 
dark green turf. And, its dwarf growth 
habit requires much less mowing than 
any other tall fescue you can buy 
today. 
Less maintenance, less fertilizer, less 
mowing...now you can enjoy the per-
fection of the ancient masters in your 
own corner of the world...with Bonsai! 

WWÌ 

33390 Tangent Loop • Tangent, OR 97389 • (503) 926-8649 
Fax: 503-926-4435 • Outside Oregon: 800-421-1735 



TYPICAL INSTALLATION 
FOR TREE CONTROL 

Lightning 
(continued from page 40) 

great, if pieces of detached bark 
are still moist it's advised that an 
attempt be made to tack them back 
into place. Measures to keep these 
areas moist and shaded should 
also be taken. 

Torn or loose bark should 
eventually be traced or cut back 
to living, healthy tissue although 
initially it might be advisable to 
leave it alone providing an op- No 

portunity for it to reattach. 
Fertilization can also be an 

effective element in a treat-
ment program. Depending on 
the extent of damage and the No 

time of the year, it may be wise 
to use a fertilizer ratio that is 
relatively low in nitrogen and 
higher in phosphorus. During dry 
periods it's important to provide 
adequate moisture for the tree 
through watering, and even more 
importantly, if fertilizing is done. 

To provide further stimulation 
of root growth it may also be nec-
essary to aerate the soil to increase 
the availability of oxygen as well 
as the supply of water and nut-
rients to the tree crown. 

Continued monitoring of the 
tree's condition over the next 
several growing seasons is ex-
tremely important. If the tree re-
sponds favorably to the initial 
treatments more extensive prun-
ing, wound care, fertilization and 
aeration may be warranted. 

On the other hand, if the tree 
responds poorly and continues to 
decline, it may be better to remove 
the tree as opposed to investing 
additional dollars into its care. 

PROTECTING TRIES FROM 
LIGHTNING D A M M E . There 
are means by which to protect a 
tree against possible damage from 
a lightning strike. The system us-
ed is not unlike lightning protec-
tion systems designed for use on 
man-made structures such as 
houses and buildings. The main 
difference is that a system used 
for trees must accommodate 
movement or swaying and growth. 

Of course, not all trees are can-
didates for lightning protection. 
First consideration should be 
given to species that are more 
susceptible than others to strikes. 
Next consideration should be 
given to whether the location in 
question is favorable for strikes. 

Because there is an extra cost 
involved above and beyond the 

Courtesy of Independent Protection Co. 

normal maintenance cost of trees, 
candidates for protection are 
generally large specimens, his-
toric, rare or otherwise valuable 
trees. Other trees requiring spe-
cial consideration are those apt 
to be used for shelter from storms 
and those with trunks and/or bran-
ches within 10 feet or less of a 
structure that might be struck. 

Among a group of trees, only 
the taller ones need be protected. 

Lightning protection systems 
basically consist of one or more 
air terminals installed at the high-
est points in a tree, each connected 
to a vertical conductor, usually 
a 32-strand copper cable, which 
runs down the entire length of the 
tree. 

At the base, the vertical con-
ductor is connected to a cable run-
ning 1 foot beneath the ground 
extending out to the dripline or 

beyond, at which point it ter-
minates at a connection to a 1/2-
inch diameter copperweld ground 
rod. The ground rod, ranging 
from eight to 10 feet in length is 
driven vertically into the soil. The 
size and configuration of the par-
ticular tree will determine the 
number of air terminals, vertical 
conductors and ground rods that 
will be required. 

Proper installation of these 
systems is obviously important in 
order to achieve the expected level 
of protection when the need 
arises. It's strongly advised that 
these installations only be per-
formed by a tree care profes-
sional trained and experienced in 
lightning protection systems for 
trees. 

The size and configuration of 
the particular tree will also deter-
mine the cost of labor and mat-

Tree protection material is not 
conspicuous when installed 

and renders the tree safe from 
damage by lightning. 

erials required for the installa-
tion. Man-hour requirements for 
a typical lightning protection in-
stallation can range from two men 
for a half a day, up to three men 
for a full day on a large, multi-
leader tree. 

Material costs can easily range 
from $200 to $400. 

Once installed, it's important 
that these systems be carefiilly in-
spected on a regular basis, per-
haps each dormant season when 
foliage isn't obstructing the view 
of the system. Because the tree 
is a living system which grows and 
expands, it's necessary to reattach 
air terminals at higher points 
every two to three years and make 
other adjustments as needed to ac-
commodate tree growth. 

The National Arborist Associa-
tion has published standards for 
the installation of lightning pro-
tection systems in trees and stan-
dards for fertilizing and pruning 
trees. To purchase a copy of these 
standards contact the NAA office, 
P.O. Box 1094, Amherst, N.H. 
03031-1094; 800/733-2622. 

A copy of the lightning stan-
dards should be obtained and 
carefully reviewed before any at-
tempt is made to advise on or in-
stall a lightning protection system. 
— Lauren Lanphear R 

The author is vice president of the 
Forest City Tree Protection Co. 
Inc., and Lanphear Supply Di-
vision, South Euclid, Ohio. 
He is past president of the 
Ohio Chapter, International 
Society of Arboriculture and cur-
rently serves as treasurer of the 
NAA. 
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E X C E L 
Turf & Grounds Equpment 

N88. Excel Industries. Ine 
r í i n r l o 11 n n m a r i e r c o n / i r e r a r r 

v \ "We mow everything 
from practice fields 
to the Chancellor's 
residence. Husder quality 
always comes through." 

V 

Hustlers cut fast, cut right. Whether 
you're mowing a fine lawn or large 
acreage, you always get professional 
results from an Excel Hustler. Hustlers 
dual-hydrostatic drive gives you true 
zero-radius turning that won't rip 
holes in the turf. You control forward, 
reverse and turning motions with one 
hand, and you don't have to ride the 
brakes to do it. 
The Excel innovation that set an 
industry standard. Hustler's out-front 
rotary deck saves on costly trim time 
because it allows you to mow close to 
buildings and under bushes in a 
single pass. The wide high-flotation 
decks and high-lift blades are 
engineered to raise the grass for a 
precision cut on even the most 
difficult terrain. 
Quality built from the ground up. 
Hustler mowers represent your finest 
investment in professional turf 
equipment. Excel uses commercial 
grade components and a heavy gauge 
steel mainframe to ensure years of 
reliable service. 
Buy Husder for a great finish. For 
value, low maintenance and rugged 
dependability, Hustler is your best buy. 
For a FREE Hustler Product Guide, 
call Excel toll free or see your local 
Hustler dealer today. 
Excel Husder...Still Out Front! 

1-800-835-3260 
(In Kansas and Canada 316-327-4911) 
Excel Industries, Inc. 
Hesston. KS 67062-2097 



EQUIPMENT 
PREVIEW '91 
Green Industry suppliers have begun introducing 
their new offerings for the coming season. Don't be left 
behind in viewing what's new and improved. 

Equipment 
manufacturers 

continue to meet 
the demands of the 

lawn and landscape 
maintenance pro-

fessional by offering 
new and updated 
equipment. This 

year is no exception. 
On the following 

pages, you 7 / find an 
array of mowing, 
seeding, pesticide 

application and 
irrigation equip-

ment. Take a peek 
at these new products 

and then try them 
out at one of the 

fall or winter 
trade shows. 

USING THE LATEST techno-
logy in the science of overseeding 
existing lawns and seeding new 
lawns, BlueBird International has 
introduced a new Lawn Seeder. 

The seeder unit is an integral 
part of the lawn seeder model 
F-20, or it can be attached to an 
F-20 BlueBird Lawn Comber. 
Circle 101 on reader service card 

The latest engineering from Snap-
per/Kees, the new Pro Series 
walk-behind commercial mower 
line, is now available. The line 
is designed to be user-friendly 
with a handle that's adjustable to 
operator height and contains true 

finger-tip control regardless of 
operator hand size. 

All have two power unit op-
tions (14-h. p. Kohlerand 18-h.p. 
Kohler engines) and four mower 
deck options (36-, 48-, 52- and 61-
inches). 

Other features include a special 
Peerless transmission with auto-
matic shift-on-the-go feature; five 
forward speeds from 1.5 to 5.9 
mph; positive reverse drive; and 
a 5-gallon capacity, polyethylene 
fuel tank. 
Circle 102 on reader service card 

For lawn maintenance profes-
sionals, the new Classen RS-30 
riding fertilizer spreader takes a 

lot of work out of fertilizing opera-
tions. Designed to get into and 
around small and heavily land-
scaped areas, the RS-30 fits easi-
ly through a 30-inch gate and 
features a tight 12.5-inch turning 
radius. 

The high-impact, rust free hop-
per can be used with most fer-
tilizers and has a Shower Cap hop-
per cover that protects the con-
tents. 
Circle 103 on reader service card 

A new dethatcher has been add-
ed to the LESCO line of turf care 
equipment. It features a recoil 
start, 5-h.p. gasoline-powered 
engine and V-belt drive. The deck 
is made of 11-gauge steel. 

Sixteen heat-treated, high car-
bon steel blades are spaced on 1 

1/2-inch centers for a dethatching 
width of 19 inches. An over-center 

lever lowers the dethatcher to 
operating position. 
Circle 104 on reader service card 

The Alamo Grounds Keeper is 
now available for fine turf mow-
ing. The high-capacity 15-foot 
wide mowing unit will mow at 
speeds from 1.5 to 6.5 mph depen-
ding on the surface finish, grass 
conditions and obstruction. 

Rotary or flail heads are avail-
able and interchangeable. Each 
mowing head is controlled and 
positioned independently. 
Circle 10S on reader service card 

Hahn has announced design 
changes for its Multi-Pro 418. The 
new vehicle features a front sus-
pension system that incorporates 
a single transverse mounted leaf 
spring assembly with a wishbone 
frame and anti-bar to allow the 
front axle to float freely. 

The suspension is finished with 
heavy-duty shock absorbers that 
give the Multi-Pro 418 a smooth 
ride, while still maintaining its 
stability. 
Circle 106 on reader service card 

The Teejet lawn spray gun from 
Spraying Systems features inter-
changeable shower head-type 
color-coded nozzles employing 

(continued on page 45) 



Powerf u 1 .Qu iet. 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. 

TURF PRODUCTS DIVISION 
1625 N. Garvin Street, Evansville, Indiana 47711-45 

Call Toll Free (800) 457-HAHN 
In Indiana (812) 428-2020 Telex: 27-8429 

FAX (812) 428-2049 

Circle 11 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. 



EQUIPMENT PREVIEW '91 
48 solid stream orifices in a full 
cone pattern to minimize drift. 

The gun is available with op-
tional accessories including a low 
volume adapter and extension 
wand for spot spraying and 
"touch-up" work. An inlet swivel 
offers free swiveling action at the 
hose connection to eliminate 
twisting and knotting of the hose. 
Circle 107 on reader service card 

Dixon Industries offers a new 
mower line with seven models 
ranging from 30- to 50-inch cut-
ting widths for both residential 
and commercial properties. 

All mowers feature mid-
mounted decks, true zero turn-

ing radius and tilt-up bodies for 
easier maintenance and servic-
ing. 

Series 300 mowers: Both 30-
inch models, 10-h.p. ZTR 304 
and 12-h.p. ZTR 312, and the 36-
inch 12-h.p. ZTR 361 are com-
pact to pass through almost any 
gate. The 36-inch mower deck on 
the ZTR 361 extends 6-inches out-
side the low-profile body. 

Series 400 mowers: The front 
end of both 42-inch models, 12-
h.p. ZTR 428 and 14-h.p. ZTR 
429, has been redesigned to add 
1 xh inches more trimming edge 
to each side of the mower deck. 

Series 500 mowers: ZTR 503 
HG features independent Hydro-
Gear units on each drive wheel; 
ZTR 502 has chain drive to the 
rear wheels. 
Grcle 108 on reader service card 

Canaan Industries has introduc-
ed the Fieldmaster to its Walkover 
line of sprayers. Each Walkover 
is precision manufactured to pro-
duce a reliable, accurate, main-
tenance free unit, resistant to turf 
and horticultural chemicals. 
Grcle 109 on render service cord 

The new Load-Eze Fold-A-Ramp 
from Gered Marketing fits in a 
pickup bed and is equipped with 
safety chains so that the ramp can't 
slide off. The 72-inch ramp 

weighs 52 pounds and is rated at 
800 pounds. The 84-inch ramp 
weighs 62 pounds. 

The folded width is 22 inches 
and the open width is 43 lA inches. 
Grcle 110 on reader service card 

Two new models have joined the 
growing line of John Deere front 
mowers: the 17.5-h.p. F710 and 
the 20-h.p. F725. The F700 series 
appeals to the commercial opera-
tor who needs a durable, yet more 
compact unit for greater maneu-
verability. 

The industry exclusives include 
a hydrostatic transmission con-
trolled by two foot pedals. This 
system allows the operator to keep 
both hands on the steering wheel 
and both eyes on the job. 
Grclc 111 on reader service card 

Aquapore Moisture Systems 
has introduced two new watering 
products: 

The first is two separate 4-packs 
of drip emitters. Blue tip emitters 
maintain a constant drip flow of 
1 gallon per hour. Red tip emit-
ters maintain a flow of 2 gallons 
per hour. 

The second is a pack of two 
FAN-JET Sprinkler sets that cov-
er either 180 degrees or 360 de-
grees. 

The self-cleaning drip emitters 
are for watering isolated plants, 
trees and flowers. The FAN-JET 
Sprinkler is screwed into a heavy 
walled riser which is held by a 
spike that sits in the ground. 
Grcle 112 on reader service card 

Tornado Products has introduced 
an 8-h.p. Baker chipper/shredder 
with patented, free-swinging, 
triangular hammers that provide 
more shredding and grinding 
power than fixed hammer units. 

The 12 hammers swing to grab 
material, providing more cutting 
surfaces, sharper cutting angles 
and easy feeding. The hammers 
may be rotated up to six times as 
wear occurs. 

Patented features also include 
an idler clutch and a bearing 
guard. 
Grcle 113 on reader service card 

True Temper's new cyclone com-
mercial broadcast spreader, Mo-
del CB5000, is a large capacity 
spreader with an economically 
designed handle to reduce hand 
and arm fatigue. 

An adjustable handle allows the 
user to customize the spreader to 
the desired handle height and the 
ground props adjust for varying 

terrain. The broadcast spreader 
has a 100-pound capacity, heavy-
duty, poly hopper with an ad-
justable feed gate for even 
spreading. 
Grcle 114 on reader service card 

A 300-gallon lawn unit has been 
introduced by Oldham Chemical. 
The preassembled, pretested unit 
is in a metal frame so it can be 
truck-mounted. 

Basic features include a 300-
gallon poly tank with a stainless 
steel baffle and a Hypro D-30 
diaphragm pump mounted to a 
5-h.p. Honda engine, with 300 
feet of 1/2-inch hose on an elec-
tric or manual reel. 
Circle 115 on reader service card 

Atwater Strong's Lo-Blo 16 BPT 
self-propelled blower model con-
tains a 16-h.p. Briggs & Stratton 
cast iron engine capable of an air 
blast velocity of 175 mph with a 
volume of 5,500 cubic feet of air 
per minute. 

Variable speed drive allows the 
16 BPT to perform on any terrain. 
It has an exclusive 18-inch, 8-
blade magnesium heat treated im-
peller designed to move high vol-
umes of wet and dry debris. 
Circle 116 on reader service card 

A compact, lightweight and por-
table hose reel that incorporates 
a detachable handle is now avail-
able from Honnoy Reels. In ad-
dition to making storage more 
compact, the detachable handle 
also means a significant savings 
in shipping costs because it now 
qualifies for UPS shipping. 

The portable hose reel, Model 
1100 gets the hose to any job site 
without an operator having to pile 
it or drag it behind him. Pickup 
and storage are neat and quick. 
Circle 117 on reader service card 

Turfco has introduced two new sod 
cutters. 

The Tbrfco Pro can be set up 
for 12-, 15-, 16- or 18-inch width 
of cut and is powered by an 8-h. p. 

Honda engine. The Pro Lite is 
powered by a 5-h.p. Honda engine 
and cuts 12 inches wide. New 
features include simplified con-
trols and roll cages for protection. 
Circle 118 on reader service card 

The Grasshopper Co. has intro-
duced a new high-power li-

(continued on page 50) 



Finelawn 
"ygTURF ^ ^ Q ^ 
TALL FESCUE 
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Finelawn 5GL an elite tall fescue? 
Yes, and here are 8 reasons why. 

1. Stands up to the worst combinations of heat 
and drought. 

2. Excellent resistance to frosts and winter freezes. 
3• Grows well in the shade. 
4. Very good wear tolerance. 
5 . Exceptionally high summer density. 
6. Low growth habit. 
7. Superior resistance to leaf spot and brown patch. 
8 . Performs well under low maintenance conditions. 

For an elite turf grass, 
Finelawn 5GL has 

Top Rated 
1984-87 

National Turfgrass 
Evaluation Program 

TURF QUALITY 

VARIETY 
Finelawn 5GL 
Apache 
Rebel 
Falcon 

Rated 1-9, 

AVG. SCORE 
5.9 
5.8 
5.7 
5.6 

9 = Best 

DROUGHT RECOVERY 

VARIETY 
Finelawn 5GL 
Arid 
Bonanza 
Apache 
Rebel 
Falcon 
Mustang 
Jaguar 

Rated 1-9, 

AVG. SCORE 
6.7 
6.2 
5.5 
5.3 
5.3 
5.3 
5.3 
4.3 

9 = Best 

VERTICAL GROWTH 

VARIETY AVG. SCORE 

U.S. Plant Protection Certificate No. 8300080. 
Unauthorized propagation prohibited. 

4900 Blazer Parkway 
Dublin, Ohio 43017 



Täll ones. Short ones. 



Thin ones. Fht ones. 

All shapes and sizes 
qualifyfor 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, fiowable 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, fiowable 
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 
1-800-352-6776. 

"lYademark of The Dow Chemical Company. 
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quid-cooled diesel model to join 
its 1 ineup of outfront zero turning 
radius mowers. The new 21-h.p. 
Gemini Series Model 721D is for 
demanding high-acreage applica-
tions where high horsepower, 
durability and increased mowing 
speed are required. 

The Model 721D can be equip-
ped with PTO-driven outfront 
EZ-Lift decks in cutting widths 
from 44 to 61 inches including 
new low-profile decks in 48-, 52-
and 61-inch widths. A heavy-duty 
72-inch deck is also available. 
Circle 119 on reader service card 

Bric-Edg is the new landscape 
edging system now available from 

Oly-Ola Sales Inc. 
Designed specifically to sup-

port and contain bricks, cobble-
stones or patio blocks, this dur-
able PVC edging is ideal for 
sidewalk, driveway, courtyard or 
patio installations. 

Lightweight, easy-to-install 
bric-edg is available as a rigid edg-
ing or, for contoured or circular 
areas, in a flexible V-cut style that 
can be curved to a radius of about 
36 inches. 
Circle 120 on reader service card 

Sprinkler Tie from V.l.T. 
Products protects sprin-
kler heads by providing 
stability and strength to 
the pipe connection above 
and below the ground. 

It forms a strong bond 
between the stake and the 
sprinkler head and is 
comparable to the cost of 
using conventional gal-
vanized clamps. 
Circle 121 on card 

The Land Pride 48-inch solid 
stand seeder is designed for ac-
curate interseeding and new 
seeding of grasses. The three-way 
soil-to-seed contact system pro-
vides greater germination and 
emergence with the advantages 
of a full width seeding pattern 

The PTO driven knives slice in-
to the ground creating slots to 
receive the seed. Then adjustable 
double torsion tickler tines agitate 
the seeding surface to help pro-
mote soil-to-seed contact. 
Circle 122 on reader service card 

The Model 360 is Shlndalwa's 
latest addition to its growing line 
of high-performance vertical 
cylinder chain saws. 

The 360 features a one-piece 
ignition for fast, reliable starts, 
a clutch driven automatic oil 
pump, a 2-ring piston for long-
term performance, a captivated 
recoil spring, a one-piece, four 
bolt muffler for added quiet and 
an adjustable carburetor that's 
boot-mounted to eliminate vapor 
lock. 
Circle 122 on reader service card 

The Recycler line from TORO in-
cludes deflectors to guide clipp-
ings around the deck and back in-
to the blade to be cut and recut 
into fine slivers of grass. 

(Continued on page 52) 

A LANDSCAPE 
EDGING FOR ALL 
TYPES OF 
PROJECTS 

E D G Q U E E N ™ 

BLACK EDG-KNIGHT™ 

S a f e for all 
p laygrounds, 
running t r a c k s and 
recreat ional a r e a s 

Edging minimizes hand trimming 
and helps contain mulches, such as 
stone and bark, within the bed 
area. "It will also help to keep more 
water in the planting beds by 
eliminating surface runoff. 

Penn State University 
986 S U P E R - E D G ™ Research Project 1 

SLIM-EDG™ 

PRICING AND LITERATURE 
ARE ALWAYS AVAILABLE! 

Ml-

««ft 
BRIC-EDG™ 

AAA WESTHEFFER 
COMPANY, INC. 

* BLENDERS * LAWN & TREE SPRAYERS (TRUCK, PULL TYPE, SKID MOUNTED) * 
* BANJO * CHEMLAWN GUNS * TANKS (FIBERGLASS, S/S, POLY) * ATY SPRAYERS * 

• PIMPS * VALVES * KURITEC HOSE * MOTORS (GAS & ELECTRIC) * SPRAYING SYSTEMS* 
* GOODYEAR HOSE * GREEN GARDE * HAYS AY * SPREADER * GPI METERS * 

* SAFETY EQUIPMENT * BOOTS * QUICK COUPLERS * HY PRO * MP * 
• * REPLACEMENT PARTS FOR ALL WHOLEGOODS WE MANUFACTURE AND DISTRIBUTE* * 

W e s t h e f f e r custom design trucks with S/S, 
fiberglass or poly tanks, PTO or engine drive, 

piston, diaphragm, or centrifugal pumps with low 
to the ground tank mounting and work platform. 

Tree, turf or right-of-way spraying W e s t h e f f e r 
has all your needs 

Quality 
NEED A SKID UNIT?/ WE GOT IT! 
Over 100 Models to Choose from 

Each Built to Meet your Specific Needs 
• Single or dual tanks • Electric or manual hose reel 
• 50-600 gallonage • Green Garde or Kuritec hose 

• Mechanical or jet agitation 
• Hypro, JD9CT or Chemlawn gun 

• Diaphragm, piston or centrifugal pump 
P.O. Box 363, Lawrence, KS 66044 • (913) 843-1633 

Pro Watts 1-800-362-3110 • Fax 913-843-4486 

Circle 46 on reader service card 



S O M E T I M E S B I G I S N T BETTER 
Discover The Mid-sizc Walker Mower 

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

Walker Mfg. Co., 1839 E. Harmony Road, Dept. LC, Fort Collins, CO 80525 • (303) 226-1514 
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The deflectors then force the 

clippings back into the turf. Even 
in tall grass, the Recycler can give 
you a clean cut lawn without 
bagging. 

The specially designed blade 
of the Recycler balances air flow. 
It produces a powerful vacuum 
action on the surface of the grass 
to pick up unwanted debris, and 
at the same time injects the finely 
cut clippings back into the grass. 
Circle 124 on render service cord 

The Olnthe Model 84 walk-be-
hind aerator/slit seeder has a new 
reverse gear for increased opera-
tor maneuverability. The aero/ 
seeder is equipped with an 18-h.p. 

engine for heavy-duty renovation 
jobs. 

Features include the patent-
pending shatter blade that re-
quires less power while bringing 
up more topdressing, remote seed 
shutoff that allows the operator 
to shut off the feed at any time 
and one handle to engage blades 
and set depth and rear-wheel drive 
to help prevent surging. 
Circle 125 on render service cnrd 

Tuf lex announces four new addi-
tions to its product line. The 
0400PC 400-gallon tank is adap-
table to pickup or flat-bed applica-
tions, similar in design to the 
0300PC. 

A fiberglass bed is 94 inches 
wide by 110 inches long wih non-
skid rear section. Lightweight, re-
movable sideboards featuring a 
lockable swingdown tailgate with 
step and hose reel port on curb-
side and a utility vehicle chest to 
keep your powder dry are other 

additions. 
Circle 126 on render service cnrd 

The latest generation of Spotlyte 
Sprayers from Fnlkenberg fea-
tures a broadcast nozzle system 
that allows boom spraying without 
a boom, new molded-in instruc-
tion, usage and caution labels and 
new enlarged double strength 
tanks. 
Circle 127 on render service cnrd 

The Hustler 260K with T\irbo 
Shredder from Excel chops and 
shreds grass clippings into fine 
pieces, eliminating the need to 
catch and bag clippings. 

The 260K accepts the Hustler 
edger attachment which can help 
eliminate costly backtracking 
while delivering clean, consistent 
results. The edger features a self-
sharpening blade and sealed bear-
ing. 
Circle 128 on render service cnrd 

Seng Power Equipment's zero-
turn rider offers the close cutting 
ability of an out-front rider with 
the turn-on-a-dime maneuvera-
bility of a compact belly-mount. 

The new zero-turn rider is 
driven by Scag's hydro drive 
system that features two cast iron 
White motors and two Sundstrand 
pumps. All hydro components are 
symmetrically located for simple 
servicing. 

The zero-turn rider features a 
full-floating 52-inch cutter deck 
for smooth cutting on rough ter-
rain. Deck adjustment is simple 
and can be performed from the 
operator's seat. 
Circle 129 on render service cnrd 

New utility vehicles from Jncob-
sen — Model 2315, with its 
23.5-h.p. liquid-cooled diesel 
engine, and Model 2015, with its 
20-h.p. gas engine — can haul 
1,500 pounds with a 19-cubic-foot 

cargo capacity. The tailgate is re-
movable for easy unloading. 

The Jacobsen trucks have a 
5-speed transmission with re-
verse. Top speed is 20 mph. A 
welded steel frame, large front 
bumper and heavy-duty drive 
train make them durable. 
Clrdc 150 on render service cnrd 

A hose-end applicator designed 
to apply turf wetting agents has 
been introduced by Knlo. 

The only liquid siphoning hose-
end sprayer, the sprayer will ac-

if 1 1 1 W " 

curately apply wetting agents and 
can be used to apply micronu-
trients and other additives. The 
metering system mixes small 
quantities of chemical with large 
volumes of water. The sprayer of-
fers a variety of chemical dilution 
rates. 
Circle 151 on render service cnrd 

Teledyne Totnl Power has in-
troduced two vertical shaft mod-

els into its Wisconsin Robin 
Sovereign Series of 4-cycle air-
cooled OHV engines. At 3,600 
rpm, the single-cylinder WOl-
170V offers5.5-h.p. and the twin-
cylinder W02-560V produces 
18-h.p. 

Twelve Sovereign models are 
now available in both horizontal 
and vertical shaft configurations, 
offering from 4-to 18-h.p engines. 
Circle 152 on render service cnrd 

The new Ryan Lawnaire V aerator 
from Cushmnn increases the work 
capability for lawn care operators 
and turf managers. 

Built similar to the Ryan Lawn-

aire IV, the Lawnaire V covers 
a 26.5-inch aerating swath and can 
aerate up to 29,000 square feet per 
hour, or 38 percent more area per 
hour. 

Powered by a 4-cycle, 3.5-h.p. 
Honda engine, it's equipped with 
% inch, open-sided coring tines 
that can permeate up to 2 % in-
ches deep, depending on soil type 
and conditions. 
Circle 155 on reader service card 

The L.R. Nelson Corp. has in-
troduced its Pro 7900 series 1-inch 
plastic valve. The valve has a 
globe body and is available with 
and without flow control. 

The valve features durable 
glass-reinforced nylon material in 
the body and bonnet. By simply 
loosening the bolts, the bayonet-
mount bonnet can be twisted and 
removed from the body; the 
spring and diaphragm stay cap-
tured in the bonnet. 
Clrck 154 on reader service card 

Exmark's Turf Ranger has been 
redesigned. It's now available in 
two mowing widths: Large, out-
front 60-inch and new 52-inch 

(continued on page 54) 



DEPENDABLE TRUCKS FOR 
CHEMICALLY DEPENDENT COMPANIES. 

Until customers start bringing their lawns to your chemicals, you have to bring your 
chemicals to their lawns. And that's what brings hundreds of companies just like yours 
to Isuzu trucks. 

Isuzu fuel-efficient diesels are some of the most dependable trucks 
you can buy. Moreover, when you consider their low operating cost and 
maneuverability, they become one of the smartest decisions you can make for 
your business. It's no wonder Isuzu Truck is the #1 selling commercial import 
in America. 

For more information on our full line of trucks, class 3 to 1, or for your 
nearest Isuzu Truck dealer, call 1-800-255-2550. 

Isuzu dependability. You can take it to the bank, whenever you're not using it to 
carry chemicals. 

•isuzu TRUCKS 

ISUZU 

L a w n s c a p e 

€> 1990 lt.tm» Truck ét Amenta, Int 
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floating decks glide over uneven 
terrain. 

Also new on both the 52- and 
60-inch models is the Ranger's 
side-discharge grass catching sys-
tem, perfect for fall clean-up. 
Choose from Kawasaki 17-h.p. or 
18- or 20-h.p. Kohler Magnum 
twin-cylinder engines. 
135 on reader service card 

Hydro-safe controller assembly, 
a complete vandal and corrosion 
resistant system for irrigation 
equipment is available from Hy-

dro-Scape Products. 
The system comes with many 

prewired options such as a master 
valve relay suitable for two con-
trollers, a pump start relay and 

w 
In 1J L f 

a bypass assembly for moisture 
sensing, rain check devices, radio 
remote control as well as other 
specially requested features. 
Circle 136 on reader service card 

Two new chipper/shredder mo-
dels are available from Crary Co. 
The5-and 8-h.p. Honda engines 
both feature free-swinging shred-
ding blades that are serrated self-
sharpening and reversible with 
two cutting edges. 

The shredders will make quick 
work of twigs, cornstalks, leaves, 
paper, plastic bottles and more 
with their serrated shredder 
blades. They will easily handle 
logs up to 3 inches in diameter 
with the two chipping blades. 
Circle 137 on reader service card 

The FG 434 four-wheel drive 
truck from Mitsubishi Fuso is 
ideal for off-highway applications 
where conditions cripple ordinary 
trucks. High and low ranges for 
efficient on- and off-road produc-
tivity add to its versatility. 

Other features include: Pre-
mium radial mud and snow tires, 

tight turning radius and easy 
maneuvering, longer body per 
wheel-base and easy accessibili-
ty to the engine and major com-
ponents for routine maintenance. 
Circle 138 on reader service card 

Walker offers a compact, man-
euverable riding mower for the 
demands of commercial mowing. 
Features include a built-in grass 
collection system and direct (no 
chain) dual hydrostatic drive. It's 
available in 11- or 16-h.p. models 
with 36-, 42-, or 54-inch front-
mounted mowing decks. 
Circle 139 on reader service card 

The Tidy Yard Composter™ 
from Earthwise Products is de-
signed for landscape contractors 
who want to recycle large volumes 
of yard waste on site. 

The composter consists of a 
large woven polypropylene bag 
with handles and a skirt. The skirt 

(continued on page 56) 

Imler 
Measuring Wheels 
The Professionals' Choice 

To order or for information call toll free 

1-800-433-1764 
In Ohio call 

(614) 486-9068 
or write: 
Imler Industries Inc. 
1117 Broadview Ave. 
Columbus, Ohio 43212 

Original and Folding 
Models Available. 

IMLER 
INDUSTRIES © I N C 

The [nvoice^ 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. 

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. 

The individual customer's monthly 
amount is automatically posted to each 
account along with any other necessary 
charges (approximately 2 minutes total 
pos t ing t ime for 500 accounts ) . 
Depending on printer speed, you can then print as 
many as 500 accounts in three hours or less. 

$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 goods 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 $149. 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. S20 restocking fee o n all returned packages. 

Circle 49 on reader service card 



We gave the 
belt the boot 
INTRODUCING THE NEW WET-DISK DRIVES FROM JOHN DEERE 
Wet grounds can cause your 
profits to slip as quickly as the 
drive belts on some commercial 
mowing machines. 

That's why John Deere has 
banished the belt, replacing it 
with a more reliable, more 
durable wet-disk clutch. 

Of course, we don't 

recommend mowing in the rain, 
or in extremely wet conditions. 
But when you must, our new 14-
and 17-hp wet-disk-drive mow-
ers handle the situation well. 
Helping keep you and your cash 
flow moving in a positive 
direction. 

Disk-drive clutches are 
enclosed in the transmission 
case and lubricated for long life. 
No external drive belts. No 
moisture-induced traction loss. 

The 5-speed, gear-drive 
transmission (with reverse) 

can be shifted on the go. 
Console and handle-mounted 

controls are within easy reach. 
And the convenient hand 

crank lets you adjust cutting 
heights easily from % to 4 inches. 

An exclusive oscillating deck 
provides cutting widths of 48 
and 54 inches in each horse-
power size. 

See your dealer for more 
information on the new wet-disk 
drives from John Deere. Or call 
1-800-544-2122. 

NOTHING RUNS 
LIKE A DEERE" 
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can be pulled up to increase the 
capacity of the bag. As organic 
material settles, the skirt can be 
pulled down to expose the 
handles. 

The bag can also be turned in-
side out to carry leaves from one 
location to another. It's available 
in white or gray. 
Circle 140 on render service card 

Redington Counters is now of-
fering a telescoping handle for its 
one- and three-foot circumference 

\ x 

& 
line of Redi-Measure measuring 
wheels. The handle collapses to 
13 inches for ease in storage and 

transporting. 
Circle 141 on reader service card 

A new lightweight, hydraulic pole 
pruning saw offering greater ver-
satility and easier use is now 
available from Husqvarna Forest 
& Garden Co. 

The Husqvarna Highcutter 
PS50 is designed for tree services, 
utility companies and municipal 
workers. The 15.5-pound saw is 
designed for operator comfort and 
convenience. The telescopic shaft 
is constructed of lightweight fi-
berglass and reinforced polyester. 
It's available in five different 
lengths, with a range up to 20 feet. 
Circle 142 on reader service card 

Columbia ParCar Corp. presents 
the 1991 model Utilitruck with 
features such as speed-balanced 
rack and pinion steering and good 
maneuverability. 

The Utilitruck features a rede-
signed rear steel body with a flat-
bed made of aluminum plat-

ing, steel sides and tailgate and 
a gross carrying capacity of 1,500 
pounds. 
Circle 143 on reader service card 

Flowtron Outdoor Products re-
cently introduced a new compost 
bin. Measuring 30 inches square 
by 32 inches high (16 l/i cubic 
feet), the CB-50 offers speed and 
convenience in loading and un-
loading, ease in turning and 
overall durability. It's made of 
recycled, UV-stabilized plastic. 

Removable slats provide easy 
access to both "cooking" and 
finished compost, while the bin's 
exterior retains natural heat for 
proper decomposition in as little 
as six or eight weeks. 
Circle 144 on reader service card 

Arrowhead Plastic Engineering 
introduces the Dri-box, design-
ed to store and protect dry bags 
of fertilizer on open-bed trucks. 

Molded from durable, corro-
sion-resistant polyolefin mater-

ials, the Dri-box features a con-
tinuous seal for weather resistant 
storage and transport. The clam 
shell design and gas cylinders 
allow for easy access for loading 
and unloading dry bags of fer-
tilizer. 
Circle 145 on reader service card 

Lombardlni U.S.A. has introduced 
a new range of liquid-cooled 
diesel engines consisting of two 
lines — the FOCS and CHD. 
Circle 146 on reader service card 

You now can have a one-piece 
tank/deck unit that is lightweight 
and requires little maintenance 
with the Fiber Lite Tank Deck. 

The complete tank/deck weighs 
about 800 pounds and is made of 
all fiberglass to avoid rusting. It's 
compartmentalized to individual 
specifications and is ideal for li-
quid or granular. With its solid 
one-piece construction, it's easy 
to install. 
Circle 147 on reader service card 

COMPUTER SOFTWARE 

FORGET 
ABOUT THOSE 

BILLING 
AND 

SCHEDULING 
CHORES! 

As seen at ALMA Expo 90' 
TurfWare (TM) 

was developed with the aid 
of several lawn service 

companies serving both 
residential and commercial 

markets Its ease of use, 
flexible billing methods, and 
comprehensive scheduling 

combine to create a package 
which will save you countless 

hours every month. 
Currently available for IBM* 

PC & compatibles 
Call for availability on 

Apple Macintosh' 

Finally... 
Software for the 
Lawn Service 
Industry. 

• Scheduling 
• Expense Tracking 

& Reporting 
• Accounts Receivable 

Including 
• Invoicing 
• Statements 
• Account Aging 

• Equipment Tracking 
& Reporting 

• Menu Driven 
• Easy to Use 

Only 

$395 
Ask for our 
30-Day Money Back 
Guaranteef 

TurfWare™ Copyright 1989.1990 

Melbourne FL. All Rights Reservec 
'IBM and Apple Macintosh are 
trademarks of their respective 
companies 

Turf Ware 
(407) 259-1223 

Circle 58 on reader service card 

Quality you 7/ ask for again and again! 

MANUFACTURING CO.. INC 

LEASING PLANS ARE AVAILABLE! 
P.O. Box 888 • Beatrice, NE 68310 • Ph. 402-228-4255 • FAX 402-223-4103 

• Increase productivity-net price-with an Encore PRO! 
PRO-Line mowers, 32" to 60", are built tough, 

with simple yet reliable features that increase 
productivity, not price — including five 

forward speeds, a quick trimming deck 
design, and high-lift blades. 
• Once you've tried the PRO-Line, you'll be 
back tor another Encore. 

It may be a PRO-Line mower, Power-
Thatch, Slicer, or PRO Blower. But 

you'll be back. Encore quality is 
something you'll ask for 
again and again. That's 
the value of a PRO! 



Your Business 
Partner 
.. .Helpinggrow your business 

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

Issues Management 
Training programs for 
pesticide management 
OSHA Hazard Compliance 
An effective telemarketing 
program 
Preparing a marketing plan 
Update on small business law 
Group Health/Life/Major Medical 
A Credit Collection Service 
A Liability Insurance Program 
A newsletter on lawn care issues 
A public relations program 
Gather major suppliers of lawn care 
products and services 

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

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

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 

TELEPHONE 

STATE- ZIP 

CUP AND MAIL TO: 
Professional Lawn Care Association of America, Suite C135 

1^1000 Johnson Ferry Rd NE Marietta GA 30068-2112 
135 

ala 



TURF AND 
ORNAMENTAL 
PRODUCTS '91 
Here's your chance to see what's new and 
improved from the Green Industry suppliers. 

LAWN AND 
LANDSCAPE 

MAINTENANCE 
magazine continues 

to bring its readers a 
preview of an assort-

ment of pesticide, 
seed, fertilizer and 
specialty products 

new to the industry 
in 1991. 

Maintenance opera-
tors have an assort-
ment of items from 

which to choose when 
planning for the 

new season. 
Read through the 
following product 

selections noting new 
products and varia-
tions of well-known 
products. Many of 
these products will 

be introduced at one 
or more of the fall 

and winter trade 
shows, so keep 
them in mind. 

The Environmental Protection 
Agency has accepted registration 
of Tempo insecticide from Moboy 
Corp. for turf use. When Tempo 
was introduced it was available 
in 500 mililiter containers. 

Industry acceptance of the ad-
vanced-generation pyrethroid was 
so widespread that Mobay has 
designed a package that is easier 
to use. 

The new 1.5-liter jug of Tempo 
is optimum for commercial 
operators who need to mix large 
quantities of insecticide. 

In addition, the technician can 
achieve excellent control with 80 
percent less active ingredient than 
other leading insecticides. This 
means less worker exposure and 
fewer containers for disposal and 
storage. 

Tests show Tempo to be com-
patible with commonly used fun-
gicides, liquid fertilizers and other 
insecticides in tank mixes. 
Grde 147 on reader service card 

Two improved tall fescues are now 
available from Northrup King. 

Amigo and Arriba will be 
blended with the established Arid 

tall fescue and offered as "The 
A-Team." 

These improved dwarf varieties 
are representative of the com-
pany's continued belief in tall 
fescues as a burgeoning species 
for today's more sophisticated turf 
specialists. 

All three varieties have ranked 
at or near the top in major cate-
gories of the USDA National Tall 
Fescue Trials. 
Circle 148 on reader service card 

TwoSome flowable fungicide 
from LISCO is a combination of 
chlorothalonil and fenarimol: 
two proven ingredients for con-
tact plus systemic control of most 
fungal turfgrass diseases. 

I 

TwoSome offers one-container 
convenience and accuracy. Chlo-
rothalonil , a contact fungicide and 
fenarimol, a systemic fungicide, 
are specifically formulated in a 
premeasured 16:1 ratio to form 
a liquid product package in a one-
gallon container. The general use 

rate of one gallon per acre aids 
in measuring convenience. 

TwoSome effectively controls 
a broad spectrum of turfgrass 
plant diseases like summer patch, 
leaf spot, dollar spot, brown patch 
and gray snow mold. 

Available as a four by one gal-
lon case, TwoSome is designed 
for commercial use in parks, 
athletic fields and residential 
areas. 
Grdc 149 on reader service card 

Lebanon Chemical introduces 
Country Club 18-4-10 and Coun-
try Club 18-5-9 with NAIAD soil 
penetrant. These formulations 

j SO U» <Ji MM» HIT wtlGMT < 

LEBANON 

CÔOAPU/CM 
18-5-9 

FERTILIZER 
WITH 

a n a i a c 

1 

1 - FERTILIZER J S 5 J 

combine Lebanon's two most 
popular fertilizer grades with an 
effective wetting agent designed 
to increase absorption in water 
resistant soil surfaces. 

Country Club 18-4-10 with 
NAIAD is formulated to fertilize 
turf areas effectively and enable 
water to spread uniformly over 

(continued on page 60) 



The only thing on this ad is Mobay's full line of proven products. There are no turf 
or ornamental diseases, no pests, and no blights of any kind. The same thing happens 
when you use Mobay products on your turf and ornamentals. Mobay Corporation, 
Specialty Products Group, Box 4913, Kansas City, MO 64120. 800-842-8020 

Mobay 
©1991 Mobay Corporation 919978 A Bayer USA INC COMPANY 

Circle 83 on reader service card 



TURF & ORNAMENTAL PRODUCTS '91 
soil surfaces and through resis-
tant soil structures. 

This product has a 90 percent 
organic, homogeneous fertilizer 
base with 10 units WIN, combin-
ed with NAIAD wetting agent. 
It is specially sized for rapid 
penetration into the root as well 
as for less pickup by mowers. 

Country Club 18-5-9 with 
NAIAD provides fast green-up 
and sustained feeding in combina-
tion with increased water absorp-
tion. It contains 50 percent or-
ganic nitrogen and 5.5 units WIN 
with a balanced NPK formula. 
The full weight granules assure 
full width and accurate distri-
bution. 

Both products are available in 
50-pound bags that provide 9,000 
square feet of treatment. 
Circle 150 on reader service card 

New from O.M. Scott & Sons is 
the addition of Proturf 16-24-12 
Turf starter fertilizer to its prod-
uct line. 

The new fertilizer blend is for-
mulated to promote vigorous 
seedling development and root 

growth and to provide sufficient 
phosphorus to help correct defi-
ciencies in established turf. Tbrf 
starter also encourages quick 
green-up through controlled-
release nitrogen in Scotts SREF 
— Slow Release Encapsulated 
Fertilizer. 

Developed for use on athletic 
fields and other large turf areas, 
Turf Starter may be dragged into 
the top !4 inch of soil with the 
seed, or applied prior to over-
seeding established turf. To help 
correct phosphorus deficiencies 
in established turf, application in 

early spring provides maximum 
response. 
Circle 151 on reader service card 

The Andersons has introduced a 
new product in its professional 
line for turf care. The new prod-
uct is Tee Time Fertilizer 30-3-8 
with SEVIN insecticide. 

Tee Time fertilizer with SEVIN 
is designed for easy application 
with broadcast spreaders and may 
be useful in areas where other 

Tee Time 
Fertilizer 
3 0 - 3 - 8 

with S E V I N 
the professional s 
partner 

1 Andersons 1 

chemical controls are restricted 
or prohibited because of envir-
onmental concerns. 

The product will control a 
broad range of both surface-feed-
ing and subsurface (white grub) 
insects, without leaving an un-
pleasant odor. The active ingre-
dient decomposes rapidly after 
application. 
Circle 152 on reader service card 

A new line of all natural organic 
mineral fertilizers is available 
from Eorthgro. The product line 
is named Earth's Best and is non-
toxic and non-burning when us-
ed as directed. The nutrients con-
tained in Earth's Best are natural 
and released slowly into the soil 
to provide long-term growth and 
color. 

Earth's Best fertilizers combine 
the soil building properties of 
compost with the high nutritional 
value of naturally occurring 
nitrogens, phosphorus and po-
tassium. 

The guaranteed NPK analysis 
of 8-2-4 compares equivalently 
to higher analysis chemical fer-
tilizers because the nutrients are 
more available to plants when 
needed. 

Improved soil aeration, drain-

age, water penetration and hold-
ing capacity prevent soil compac-
tion and strengthen the root sys-
tem of plants. 
Circle 153 on reader service card 

NuStar, a new moderately dense, 
medium-dark green bluegrass 
from Jacklin Seed Co. combines 
excellent turf quality with super-
ior resistance to many trouble-
some turf diseases. 

In a four-year turf trial at Rut-
gers University, NuStar ranked 
eighth out of 228 experimental 
and commercial varieties in 
overall turf quality. It was highly 
resistant to powdery mildew and 
summer patch and showed ex-
cellent resistance to three serious 
bluegrass diseases — leafspot, 
melting out and leaf rust. 

NuStar also ranked above 
average against wilting due to 
drought. Spring green-up results 
range from modest to superior, 
depending upon location. 
Circle 154 on reader service card 

ATS Research has announced 
the addition of Raider-TG to the 
turf products line. With the addi-
tion of Raider-TG to postemer-
gence herbicides, a greater con-

r i 

trol of targeted weeds can be ex-
pected at both higher and lower 
temperatures. Raider-TG will pro-
mote quicker control with less 
"spray shock" to the host grass. 
Circle 155 on reader service card 

Ruffin Tuff Iron and Manganese 
formula now available from Ruf-
fin Inc. is designed to give full 
summer control of trees, shrubs 
and flowering plants that are 
chlorotic from lack of iron and 
manganese. 

Test results and field trials have 
shown that in many cases the 

chlorotic plants are short in both 
iron and manganese. As they are 
companion micronutrients, both 
needs must be corrected to get 
proper results. The products come 
in 25-pound and 50-pound bags. 
Circle 156 on reader service card 

A granular insecticide called 
BioFate is being marketed by 
Regal Chemical Co. It's highly ef-
fective on mole crickets and grubs 
as well as many other turf damag-
ing insects. BioFate also controls 
pesky insects such as ants, fleas 
and ticks. 

BioFate is produced by im-
pregnating a 100 percent edible 
carrier with a highly effective in-
secticide and then baiting the 
granules with an attractant. In-
sects are lured to the bait and in-
gest the granules. 

Ingestion of the insecticide is 
many times more effective than 
contact or vapor action from or 
with the insecticide. 

Many insects have demonstrat-
ed that they can crawl through a 
sprayed area with little or no ill 
effects. These same insects are 
easily controlled if they eat the 
same chemical. 
Circle 157 on reader service card 

Sandoz Crop Protection is offer-
ing two more options for disease 
and weed control. 

Barricade, a herbicide for turf 
and ornamentals, and San 619, a 
turf fungicide, are expected to re-
ceive Environmental Protection 
Agency registration in the spring 
of 1991. 

Barricade will be offered in a 
water dispersible granule for pre-
emergent control of annual prob-
lem grasses. San 619 controls a 
broad spectrum of major turf 
diseases, including dollar spot 
and brown patch. 

More than 265 in-house and 
university trials of Barricade have 
shown it to be a long-lasting her-
bicide that provides season-long 
control of more than 70 weeds. 

Barricade will make controll-
ing problem grasses easier be-
cause of its long residual, turf 
safety, low staining potential and 
application timing options. 

Barricade is effective on 
goosegrass and large and smooth 

(continued on page 62) 



*!Something Worth Shouting About..99 

Yaz(X) mowers hav e earned 
a reputation for quality and 
endurance among customers 
throughout the most demand-
ing lawn care regioas in the 
country For 45 years, commer-
cial lawn maintenance firms 
and coasumers have come to 
depend on our heavy-duty 
components, practical 
design, easy maneuverability 

For nearly half a century Yazcx) has 
proven that they cut with the best. Join 
our thousands of loyal customers, through-
out the country as we introduce our 1990 
product line from coast to coast. 

To find out more about the complete 
line of Yaz(X) products, circle the appro-
priate number on your reader response 
card. Or better yet, give us a call, we hav e 
something uxyrth shouting cihout. 

Y A Z i Q U 

and operator comfort. 
Whatever your application, 

Yazcxj has a mower to maximize 
your time on the job. Ch(x>se 
a cutting width from 20" to 
76"; with high performance 
engines strong enough to meet 
your needs. All Yaz(x> mowers 

are designed tor tough 
turf, but their responsive 

handling will 

leave your lawn with a sm(X)th, 
professional finish. 

You'll also like our prices. 
We're able to giv e you the fea-
tures you want - the Rigged 
construction you need - at a 
cost that may surprise you. If 
you are kx>king for superior 
performance and matchless 
value, you can stop kx>king; 
and start shouting... tfYaz(X)!" 

Yazoo Manufacturing Company/P.O. Box 449 /3650 Bay Street/Jackson, Mississippi 39296/Phone 601-366-6421 



TURF & ORNAMENTAL PRODUCTS '91 
crabgrasses. It can also be used 
on all established warm- and cool-
season turfgrasses including 
bentgrass. 

One of the most important at-
tributes of San 619 is its broad-
spectrum control, and specifical-
ly, its effectiveness on brown 
patch. Most systemic fungicides 
are effective for only a short time, 
often not more than 12 days. But 
appl ied alone at a rate of xh ounce 
per 1,000 square feet, San 619 pro-
vides residual control of brown 
patch, gray leaf spot and summer 
patch for 21 to 28 days. 
Circle 1S8 on reader service card 

Turf Mark,® the blue spray in-
dicator from Becker Underwood 
is now available in a convenient 
tablet form. 

The water soluble tablet is de-
signed for use with any standard 
backpack sprayer. Each tablet 
treats one or two gallons of spray 
solution. 

The resulting blue-colored 
solution helps make applications 

virtually foolproof. 
The tablets mix completely 

with all water soluble pesticides 
and fertilizers. Since this is a tem-
porary colorant, it will dissipate 
in either wet or dry weather con-
ditions. In addition, it will not 
stain clothing, hands or equip-
ment. 
Circle 159 on reader service card 

American Marking Corp. has in-
troduced a new line of plain and 
imprinted marking flags. All flags 

H i n i t c r 

MOK H J^ 

in the line are computer pro-
grammed from the assembly of 

raw material to the precision in-
spection of the finished product. 
Circle 160 on reader service card 

The new crab spray 10% from 
Spring Valley Turf Products is the 

only sprayable TEAM that has an 
active ingredient ratio of two parts 
Balan to one part Treflan, the 
same ratio as successful granular 

TEAM. 
The easy handling micro-sized 

particle of this product are easily 
dissolved in water and virtually 
dust free. 

The combination is meant to 
be gentle on turf, but deadly to 
crabgrass. It can be used alone 
or added to sprayable fertilizers 
to customize your application. It 
can also be used as a follow-up 
to a first preemergence applica-
tion. 
Circle 161 on reader service card 

An individually customized ser-
vice summary and sales closer is 
being introduced by Focal Point. 
It describes your company and its 
programs and is written to suit 
your needs. Operators can order 
as few as a thousand copies and 
use them year-round to promote 
their businesses. 
Circle 162 on reader service card 

Industrial Services has announc-
ed an addition to its packaging of 
Terra-Sorb superabsorbent. 

OUR STANDARDS: 

TUFF 
TUFFER 
TUFLEX! 

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

Tuflex is the only manufacturer that specializes in 
hand-crafted seamless fiberglass tanks and spray systems 
for the pest control and lawn care industry. Our 10 to 1200 
gallon tanks won't leak, rust or pit, — 
so they can handle your tough-
est jobs with little or no future 
maintenance. And 
we stand behind our 
tanks with a full five-
year warranty. 

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

Call toll-free 1-800-327-9005 for prices on our complete line of tanks. 
In Florida, call collect (305) 785-6402. 

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

Circle 60 on reader service card 

Keep Fertilizer Dry and 
Prevent Costly Spills with the 

"SHOWER CAP" by Lawn Tech 

$16.50 

Durable, see-thru vinyl cover 
fits most professional qual i ty 
spreaders 

Completely waterproof and 
spillproof 

• Easy to attach — just slip it 
onto spreader 

• Secure f i t prevents spills — 
avoids burnout and product 
loss 

• Simple, 1-piece construction 
• Folds up for convenient 

storage 
• Limited 1-year warranty 

Call or wr i te: (216) 9 3 7 - 5 5 1 7 
plus $2 .00 shipping 
charge and state sales 
tax where applicable 

P.O. Box 45463 
Westlake, OH 
44145 

Circle 59 on reader service card 
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The 3-ounce premeasured han-
dy pacs will now be available in 
a case containing 60, in addition 
to the standard 245-count case. 

The product is a cross-linked 
polyacrylamide copolymer capa-
ble of absorbing and storing hun-
dreds of times its weight in plant 
available water. 
Circle 163 on render service cord 

A maintenance free long lasting 
putting green is available from 
Putting Greens. It can easily be 

incorporated into a customer's 
landscape because of its life-like 
artificial turf. 

Installation can be done in eight 
hours — two individuals can easi-
ly install two in a day. 

The company is looking for 
landscapers to become part of its 
authorized dealer network. 
Circle 164 on reader service card 

EcoHealtli Inc., the makers of 
Damminix for control of Lyme 
disease carrying ticks, announc-
ed that a 96-tube box of Damminix 
is now available for professional 
applicators under the name 
"Damminix—For Professional 
Use." 

Damminix works by taking ad-
vantage of the natural life cycle 
of the tick, which transmits the 
disease, and by exploiting the 
natural nesting habits of mice, 
which are the primary source of 
the Lyme disease infection. 

Tubes containing cotton balls 
are impregnated with an active in-
gredient, permethrin, capable of 

killing ticks, and are placed in 
wooded areas where mice look 
for soft nesting materials. The 
mice do the rest by bringing the 
cotton back to their burrows 

where the ticks also live. The ticks 
become exposed to the permeth-
rin which kills them on contact. 
Damminix does not harm the 
mice. 

Cirdc 16S on reader service card 

Parkway Research Corp. has in-

troduced its new product "TRIO," 
a concept surfactant that provides 
superior setting, tank acidifica-
tion for spray mix pH reduction, 
as well as a compatibility agent 
to help mix otherwise incompati-
ble chemicals. 
Circle 166 on render service card 

Basagran T/O herbicide from 
BASF Corp. is now labeled for use 
on turf and ornamentals. 

It's designed for control of 
nutsedge and broadleaf weeds on 
established bluegrass, fescue, 
bentgrass, bermudagrass, bahia-
grass, centipedegrass, zoysia-
grass, ryegrass and St. Augus-
tinegrass. 

BASF also markets a new over-
the-top herbicide for control of 
annual and perennial grasses in 
nursery, ornamentals and ground 
covers. 

Vantage herbicide can be ap-
plied by ground or aerial equip-
ment or through spot applica-
tions. 
Circle 167 on reader service card 

POSTING 
SIGNS 

S C&S TURFCARE EQUIPMENT, INC. 
INTRODUCES THE PROTANK® FAMILY 

TS100E* 
12v 1/2H.P. Motor 
Piston Pump 
100 Gal. PCO Tank 

TS100G* 
3H.P. Gas Engine 
Roller Pump ~ 
100 Gal. PCO Tank 

TS100G19* 
3H.P. I.C. 
Diaphragm Pump 
100 Gal. PCO Tank 

TT1050E* Twin Tank 
12v 1/2H.P. Motor 
Piston Pump 
50 & 100 Gal. PCO Tanks 

TT1050E2* Twin Tank 
2 12v Motors 
2 Piston Pumps 
50 & 100 Gal. PCO Tanks 

TS200* Tree Sprayer 
8 H.P Gas Engine 
14GPM Diaphragm Pump 
6:1 Gear Reduction 

NEW! 
ZTR TURF TRACKER 

RIDING SPREADER-SPRAYER 
18 H.P, 20 Gal. S.S. Tank, Diaphragm Pump, 

Break away 12' Boom, 3 speed Spreader, Spray Gun. 
( 8 0 0 ) 872-7050 

3425 Middlebranch Rd., N. Canton, OH 44705 
•CUSTOM ORDERS WELCOME 

PROMOTES 
and 

NOTIFIES 

Custom Signs 
• State-Regulated 

Signs 
• Stock Signs 
• Quality Stakes 

FOR YOUR 
FREE SAMPLE 

AND 
PRICE QUOTATIONS 

PHONE FREE: 
1-800-328-4009 

In MN-1-612-926-1315 

J S i g n s . 

4908 West 35th Street 
Minneapolis. MN 55416 



TRUCK SURVEY 

DOMESTIC MANUFACTURERS 
DOMINATE SERVICE VEHICLE SALES 
AS A GROUP, Lawn and Land-
scape Maintenance magazine 
readers, own more than 300,000 
trucks and cars and buy more than 
65,000 vehicles a year, spending 
$18,500 per firm or $712.3 million 
as a whole, according to a recent 
survey of 1,000 randomly selected 
readers. 

This is good news for Detroit 
because the Big Three domestic 
manufacturers are clearly the 
lawn maintenance industry's pref-
erence. 

In nearly every category of 
spray rig and maintenance vehi-
cle, Ford, Chevy, GMC and 
Dodge trucks account for more 
than 80 percent of those vehicles 
in use. 

The only exception is with me-
dium duty trucks used for spray 
rigs where the domestics account 
for 69 percent of vehicles in use. 

Our readers own 65,000 spray 
rigs — an average of 1.69 per com-
pany. The most preferred vehicles 

50 

40 

30 

20 

10 

FREQUENCY OF SERVICE 
VEHICLE REPLACEMENT 

483% 

19% 
14.7% 11.20/0 

2-4 
YRS. 

4-6 
YRS. 

6-8 
YRS. 

8-10 
YRS. 

for spray rigs are heavy duty 
pickups and light duty pickups. 
Other vehicles used include me-
dium duty trucks, mini pickups 

and vans. 
Of the heavy-duty pickups 

used for spray rigs, 64.3 percent 
are Ford, 17.9 percent are Chevy 

New vs. used service 
vehicle purchases 

Purchased vs. leased 
service vehicles 

and 14.3 percent are GMC. In the 
light duty pickup category, 40.9 
percent are Chevy, 31.9 percent 
are Ford and 13.6 percent are 
Dodge. 

As for maintenance vehicles, 
the survey showed operators own-
ing 206,400 — or 5.36 per com-
pany. Once again, the most fa-
vored is the heavy duty pickup — 
accounting for 1.64 maintenance 
vehicles per company. Close be-
hind is the light duty pickup with 
1.55 per company. 

Of the heavy duty pickups in 
maintenance fleets, 66.7 percent 
are Ford, 21.7 percent are Chevy 
and 10.1 percent are GMC. Ford 
accounts for 40 percent of the light 
duty pickups used by maintenance 
firms, while 27.1 percent are 
Chevy, 11.4 percent are GMC and 
5.7 percent are Dodge. 

Fords make up 34.6 percent of 
the medium duty pickup trucks 
used, with Chevy accounting for 
26.9 percent, Dodge 15.4 percent 
and GMC 11.5 percent. 

Almost half — 48 percent — 
of the vans used by lawn and land-
scape maintenance operators are 
Ford. Twenty-four percent are 
Chevy, while another 20 percent 
are Dodge products. 

Ford is the runaway choice for 
flat-beds — 66.7 percent — while 
Chevy supplies 18.5 percent and 
GMC 7.4 percent. 

Finally, Ford is the most prefer-
red supplier for dump trucks — 
42 percent. Twenty-four percent 
of dump trucks are Chevy and 20 
percent GMC. 

Of those purchased, 65.1 per-
cent are new while 39.4 percent 
are used. 

March, October, September 
and November are the four 
months out of the year when most 
maintenance vehicle purchases 
are made. 

July, June, August and January 
are the least popular months for 
buying service vehicles. 
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TURF MANAGEMENT 

HOW TURF REACTS 
TO WINTER DORMANCY 

Turf Management during cold 
stress requires a special understanding 
of the life cycle of turf. 

Dormant bermudagrass 
treated for annual bluegrass 
(right). Untreated on left. 

ENVIRONMENTAL stress is a 
way of life forturfgrasses, but dor-
mancy is one of the important 
mechanisms that Mother Nature 
has devised to help plants survive 
stressful conditions. 

Discussion in this article fo-
cuses on how turfgrass plants 
react through dormancy to winter 
and cold stresses. It also deals 
with the concept that successful 
turf management during cold 
stress periods calls for an under-
standing of the three Rs — rec-
ognition of the stress, plant 
response to the stress and manage-
ment reaction to the plant-stress 
interaction. 

Summer dormancy, due pri-
marily to drought and/or heat 
stress in some cool-season 
grasses, will be referred to only 
briefly, but not in detail. 

RECOGNITION AND PLANT 
RESPONSE. "Vegetative dor-
mancy" is commonly defined as 

"any plant or plant part that is in-
active (dormant), but is capable 
of growth." The term can be con-
fusing because it's often used to 
describe very different situations. 

Examples include inactive buds 
on actively growing crowns, 
rhizomes or stolons; dead stems 
and leaves and inactive crown 
buds on summer dormant Ken-
tucky bluegrass; or the grass plant 
as a whole that is inactive because 
of subfreezing temperatures. 

In the first case, dormancy is 
physiologically induced and con-
trolled, while in others it's en-
vironmentally induced. However, 
the summer dormancy in turf once 
environmentally induced is phy-
siologically controlled. All of the 
leaves and stems with the "brown 
dead look" in summer are actual-
ly dead, and regrowth from 
crowns is controlled physiologi-
cally. 

Summer dormancy is like "true 
dormancy." This is the pinnacle 

of dormancy which is defined as 
the point where a plant, if expos-
ed to favorable conditions, will 
not immediately resume growth. 
In other words, it takes a while 
to get things going again. 

Lesser degrees of dormancy 
can occur in turfgrasses which are 
more aptly described as quies-
cence — resting or quiet — stages 
like those resulting from cold 
temperatures. Unlike true dor-
mancy, these quiescent stages in 
the cool-season grasses, in which 
plant growth has ceased, tend to 
be relieved simply. Plant growth 
then resumes with the addition 
of a favorable growing environ-
ment. 

Quiescence may be a more ap-
propriate description than dor-
mancy in the case of cool-season 
grass responses to cold stress. In-
deed, cool-season grass plants 
that are not frozen continuously, 
continue to be active. 

It is common knowledge that 
photosynthetic activity is discern-
ible in green grass leaves at 
temperatures down into the up-
per 30 degrees Fahrenheit. In 
addition, work at The Ohio State 
University showed that grass 
roots were active at slightly above 
freezing. 

Grass plants become inactive 
(quiescent) when tissues reach 
subfreezing temperatures. This 
condition may or may not be ac-
companied by the appearance of 
"brown, straw-colored" look of 
dead leaves. 

Examining this further, fall and 
spring season grass plants com-
monly experience temperatures 
far above freezing during day-

(continued on page 68) 
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Winfer Dormancy 
(continued from page 66) 

light and far below freezing at 
nights. One could say that the 
plants are dormant at night and 
active during the day. We don't, 
however. 

Instead of having true dorman-
cy which is physiologically con-
trolled, we actually have the situa-
tion where the physiological pro-
cesses are limited by the environ-
ment, i.e., freezing. 

Fall and spring present almost 
ideal conditions for cool-season 
grass growth. So what we have 
in these remarkable grass plants 
is the ability to slide easily from 
active growth to quiescence over 
a daytime cycle, according to 
temperature. 

Dormancy may appear to be 
cyclical in that the stages go from 
pre- to dormant to post-dormancy, 
but not all turfgrasses go through 
these various stages. 

Bermudagrass, when grown in 
south Florida, may never go into 
dormancy. As you move farther 
North, however, bermudagrass 
can achieve true dormancy. If 
temperatures rise above freezing 
at this point, dormancy is not 
broken. 

Warm-season grasses such as 
bermudagrass are the most like-
ly turfs to develop true dorman-
cy. To the southern turfgrass man-
ager, this physiological shutdown 
of the plant allows for the poten-
tial use of herbicides such as gly-
phosate and paraquate for weed 
control on dormant bermudagrass. 

These types of herbicides could 
not be used on actively growing 
bermudagrass without causing 
serious injury. 

Defining winter dormancy as 
caused by cold temperatures with 
cool-season turfgrasses is more 
complex since these plants don't 
often reach the "brown dead 
look." Cool-season turfgrasses 

rarely if ever achieve a true dor-
mancy state. 

As temperatures drop below 
freezing, growth of cool-season 
turfgrasses ceases. However, with 
the addition of favorable growing 
conditions such as temperature 
above freezing and light, plant ac-
tivity resumes. Cool-season turf-
grasses reach a level of dorman-
cy previously described as a 
quiescent state. 

INDUCING DORMANCY. Tem-
perature is the single most criti-
cal factor in inducing winter dor-
mancy in turf. Indeed, tempera-
ture plays a major biological role 
as the driving force behind all 
biological processes. The res-
ponse to temperature changes is 
based on the premise that slow-

growing or non-growing — dor-
mant, with well differentiated 
tissues — turf is more tolerant of 
environmental stresses than suc-
culent — non-dormant, with par-
tially differentiated tissues — turf. 

Within the normal range, in-
creasing temperature causes in-
creased plant and cell activity. As 
temperatures begin to drop below 

minimum for growth, metabolic 
processes such as photosynthe-
sis, respiration and transpiration 
slow down resulting in dormancy. 

A beneficial aspect of growth 
slowdown in the fall is the accu-
mulation of carbohydrates, com-
pounds that contain energy for the 
plant, and differentiation prod-
ucts which are important in cold 
hardiness and overwintering 
survival. 

Factors that can interact with 
temperature to induce dormancy 
are: light and photoperiod, nutri-
tional level and moisture. Light 
intensities are important especial-
ly in breaking dormancy. Light 
is needed for photosynthesis 
which supplies the energy need-
ed for plant growth. Day length 
(photoperiod) which is the num-
ber of daylight hours, is describ-
ed as either short day (longer 
nights) or long day (shorter 
nights). 

The daylength gradually de-
creases from late summer through 
early winter while gradually in-
creasing from late winter through 
midsummer. Photoperiod plays 
a major role in floral induction 
in turfgrasses, but its role in dor-
mancy has not been fully inves-
tigated, although it's believed to 
be minor. 

Photoperiod in a number of 
plants is, however, an important 
factor in inducing dormancy. In 
some deciduous trees the initia-
tion of short days triggers dorman-
cy, while dormancy is broken with 
longer days (spring). 

Nutrition, primarily nitrogen, 
has the ability to delay or ac-
celerate dormancy as does water. 
Nutrition is discussed further 

The prolonged dormancy stage 
of zoysiagrass when grown in 
northern areas vs. the green 
color of Kentucky bluegrass. 

under management strategies. 
Moisture stress is a primary fac-
tor in inducing dormancy under 
summer stress conditions. 

In the fall, it can accelerate the 
acquisition of cold tolerance. A 
striking example occurs on trees 
in the late summer to early fall. 
Trees under drought stress turn 
fall colors because chlorophyll is 
lost and carotenoid pigments 
show resulting in premature leaf 
drop. 

COLD HARDINESS. Cold har-
diness is the ability of a turfgrass 
plant to survive suboptimal tem-
peratures. The hardening process 
coincides with dormancy, but is 
not necessarily related to dorman-
cy. As previously mentioned, ber-
mudagrass can reach a level of 
true dormancy while Kentucky 
bluegrass does not, but Kentucky 
bluegrass survives far lower 
temperatures. 

The process of hardening be-
gins well before the arrival of cold 
temperatures. Research at Min-
nesota has found that a gradual 
acquisition of cold tolerance in 
cool-season grasses starts in July 
and continues through the fall. 

Maximum cold hardiness of 
both cold- and warm-season turf-
grasses occurs during early to 
midwinter — December to Jan-
uary. With the arrival of thawing 
temperatures in early spring, the 
growing points of cool-season 

(continued on page 70) 

Temperature Is the single most 
critical factor in inducing winter 

dormancy in turf. 
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Winter Dormancy 
(continued from page 68) 

turfgrasses begin to rehydrate. At this time, 
growing points are at their greatest risk to 
winter damage because periods of freezing 
and thawing are occurring. 

To minimize the potential for damage, try 
to drain any free water around the turfgrass 
plant. Cold hardiness at this point has disap-
peared particularly with poa annua. It's in-
teresting to note that research has shown that 
once Kentucky bluegrass loses its cold har-
diness in the spring, it cannot be reversed with 
exposure to cold temperatures. 

Physiologically, the degree of hardiness in 
plants can be stated simply as "those plants 
able to tolerate more of their water being 
frozen." As cold temperatures occur within 
the turfgrass plant, ice crystals form in in-
tercellular spaces, drawing water from the cell 
which essentially dehydrates it and is then 
frozen extracellularly. 

The ability of the plant to survive this pro-
cess and then the process of cell rehydration 
with the rise in temperature and melting of 
ice, defines in a large part the plant's har-
diness. 

Plants that tolerate reduced water content 
are generally more hardy. As mentioned 
previously, with a reduction in temperatures, 
carbohydrates begin to accumulate. Carbo-
hydrate accumulation causes water to be held 
more tightly in the plant and with associated 
metabolic changes plays a part in reducing 
water levels required within the cell. 

Morphologically, the growth habit of cool-
season turfgrasses plays a role in winter sur-
vival . For example, Kentucky bluegrass with 
its underground growing points, rhizomes, 
is better protected from cold than a bunch-
type turf such as annual bluegrass whose 
crown is more likely to be exposed to fluc-
tuating temperatures and free water on the sur-
face. 

Türfgrass plants can survive in areas where 
air temperatures fall below tissue-killing 
temperatures through avoidance by having 
their growing point below a snow cover or 
insulated by a warmer soil. 

MANAGEMENT STRATEGIES. Cool-season 
turfgrasses will break dormancy sooner in the 

spring than warm-season turfgrasses in areas 
where they are both used. Zoysiagrass, a 
warm-season grass, has been used in the tran-
sition zone and areas north of the zone. 

In Northern areas, it forms an excellent turf 
during the summer but remains dormant 
through the majority of the year with green-
up occuring as late as June in some areas. 
This dormancy is objectionable to a number 
of homeowners. If the customer is interested 
in a zoysiagrass lawn, he should be made aware 
of the extended dormancy and color of this 
dormancy. 

Cool-season turfgrasses, for the most part, 
are cold hardy. However, differences occur 
between species and cultivars of a species. 
Generally speaking, Kentucky bluegrass and 
the fine fescues are cold hardy. 

Perennial ryegrasses arid tall fescues in 
comparison are less hardy. Variation among 
cultivars can be expected. For example, work 
in Norway has shown Kentucky bluegrass 
cultivars that cease vegetative growth earlier 
in the fall vs. cultivars that continue to grow 
later into the fall are more winter hardy. 

The application of a late season nitrogen 
treatment has become a popular practice. Ap-
plication of nitrogen after turf growth has 
slowed down, but while leaves are still green, 
maintains the color and improves overwin-
tering which results in earlier green-up in the 
spring. 

In a broad sense of the word, late season 
application of nitrogen is a predormant ap-
plication. Dormancy should not be used to 
describe a late season nitrogen application 
for cool-season grasses. Best results are 
associated with applications at least three 
weeks before cessation of growth takes place. 

The principle behind late season nitrogen 
application is uptake can still occur even if 
top growth has ceased since root growth con-
tinues. Research at The Ohio State Univer-
sity has shown that root growth continues un-
til soil temperatures reach freezing unless 
moisture is limited. Late-season nitrogen ap-
plications cause only a slight reduction in total 
non-structural carbohydrate levels during the 
late fall and early winter. 

As discussed previously, carbohydrate levels 
are important in cold hardiness, however, our 
experience and that of other researchers, has 
not shown a winter damage relationship. 

COMING 
NEXT MONTH 

Our fourth annual Technical Resource Guide brings you a com-
pilation of the latest university research in insects, diseases, main-
tenance equipment, irrigation systems, tree and plant health and 
much more. 
This handy reference guide will serve you well throughout the 
year. 



Applying excessive amounts of nitrogen 
before top growth has slowed is wasteful, will 
probably not give the desired result and can-
not be recommended. 

Growth substances (hormones) have been 
tried in attempts to break dormancy. In turf, 
gibberellic acid applications are primarily 
made on warm-season turfs such as ber-
mudagrass for the purpose of delaying the dor-
mancy. Research has shown some success in 
extending the growing period, but the response 
is fairly short. Further work is needed on how 

Mowing height 
appears to 

have little or no 
effect on 

development of cold 
tolerance in turf. 

growth substances affect southern grasses go-
ing into dormancy. 

Mowing with regard to cool-season turf-
grasses, should be continued up to the point 
where the grass stops growing. Mowing height 
appears to have little or no effect on the dev-
elopment of cold tolerance in turf. Tbrf that 
is not mowed and left to grow excessively tall 
in the fall could result in increased snow mold 
damage. On warm-season turfgrasses, rais-
ing the height may reduce the potential for 
winter injury. 

SUMMARY. Dormancy means many things 
to many people and must be defined whenever 
the term is used. Keep in mind the following 
things: 

• Warm-season grasses go dormant during 
cold (above freezing) periods. 

• Cool-season grasses go into a quiescent 
state during subfreezing conditions. 

• Cool-season grasses start growth again 
once growing conditions permit. 

• Kentucky bluegrasses and red fescues 
are generally hardy. 

• Perennial ryegrasses and tall fescues are 
generally less hardy. 

It's important to mow until growth stops 
in the fall, maintain adequate N nutrition in 
preparation for winter, maintain adequate sur-
face drainage — especially when snow melts 
in the spring and protect the turf from moisture 
stress during the predormancy period. — Karl 
Danneberger and Don White • 

The authors are an associate professor of 
agronomy at The Ohio State University, Col-
umbus, Ohio, and a professor of turfgrass 
science at the University of Minnesota, Min-
neapolis, Minn., respectively. 
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ENDOPHYTES PROMOTE INCREASED 
ADAPTATION OF TURFGRASS PLANTS 

EVERY DAY we read re-
ports in the newspapers 
about the environmental 
dangers associated with the 
use of lawn chemicals. Re-
cently, the hysteria has 
reached such a peak that one 
can hear people seriously 
pushing for a turf free earth. 

I don't think these people 
make the connection bet-
ween turf and a healthy re-
laxing environment that is 
all too needed in this day and 
age. It's hard to imagine what 
it would be like living in a city where there 
were no lawns, parks or grassy areas to help 
absorb the noise and dirt. 

One cannot argue, however, against the need 
for reduced levels of chemicals in our imme-
diate environment. T\irfgrass professionals 
have regarded pesticides as a necessary tool 
to maintain turf in the condition that the gene-
ral public has demanded. 

Luckily, for both sides of the controversy, 
there is now a trend toward the development 
and production of newer turfgrass products. 
Many turf products are now available that are 
helping to reduce the risk of environmental 
contamination. 

One example is the wide variety of slow-re-
lease nitrogen fertilizers which improve turf 
quality while also reducing the potential of ni-
trate leaching into the groundwater. Another 
example is the use of biostimulants that, when 
applied to turf, stimulate root growth and im-
prove the overall health of a plant enabling 
it to stay at high quality levels with reduced 
fertility rates. 

Plant breeders have traditionally sought to 
improve the quality of the major turfgrass 
species. For example, 10 years ago Kentucky 
bluegrass, long regarded as the Cadillac of 
turfgrasses, had a lot of disease problems and 
did poorly in shaded environments. These 
problems severely limited the areas where it 
could be used successfully. 

Since then, a vast amount of research has 
gone into developing improved varieties that 
are more disease resistant and shade tolerant. 
There are now varieties, such as Chateau 
Kentucky bluegrass, that perform better in 

Endophyte enhanced perennial ryegrass vs. non-endophytic ryegrass. 

shaded areas than anyone would have ever ex-
pected of a Kentucky bluegrass. 

The improved varieties of creeping bent-
grass are another example of a turfgrass be-
coming more disease resistant and less labor 
intensive while giving better turf quality. 

With the onset of shrinking maintenance 
budgets and water supplies, as well as increas-
ed environmental pressures has come a push 
toward improving the quality of low main-
tenance turfgrass species such as the tall fes-
cues and fine-leaf fescues. 

Some of these varieties now have a high 
enough quality that they can be used in 

Endophytes are 
a type of fungus 

that have a mutual 
beneficial relationship 

with certain 
species of grass 

such as tall fescues 
and fine-leaf fescues. 

showcase turf areas and still 
retain their low maintenance 
characteristics. All of these 
improvements have led to a 
greater adaptation of more 
desirable species with a de-
crease in the use of fungi-
cides and pesticides as well 
as water and other costly 
inputs. 

The endophyte is one of 
the latest advances in turf-
grass breeding. They are a 
type of fungus that have a 
mutual beneficial relation-

ship with certain species of grass and spe-
cific varieties within species. 

Endophytes get their food and protection 
by living inside the grass plant, but result in 
no negative side effects to the plant. As a by-
product, they produce and release certain 
chemicals into the plant's leaves. 

These chemicals make the plants resistant 
to many turfgrass insect pests such as billbugs, 
chinch bugs, army worms and sod webworms. 
To date, only certain varieties of tall fescue, 
perennial ryegrass and fine-leaf fescues con-
tain endophytes. 

DISCOVERY. The endophyte first became 
known in the late 1800s. However, scientists 
became interested in them only when it was 
discovered that livestock grazing on pasture 
grasses containing high levels of endophytes 
had serious health problems compared to 
livestock feeding on endophyte-free grasses. 

Their potential importance in turfgrass 
culture was first reported, in 1982, at a pest 
control conference in New Zealand. 

The main endophytic fungus which con-
fers insect resistance to turfgrasses are from 
the genera Acremonium. 

There are different species of the endophyte 
for different grasses. For example, Acremo-
nium loliae infect perennial ryegrasses and 
Acremonium coenphialum infect tall fescues. 
The by-products produced by the endophyte 
include a wide range of chemicals including 
various alkaloids. 

Some of the compounds isolated from turf-
grasses containing endophytes are loline and 

(continued on page 74) 



g y f l p . 

Ransomes Twin Trak Mower is turning more than just a few heads. 

Comfortably located twin hydrostatic controls and a compact 

mid-ship design provides zero turning radius 

maneuverability with ease of handling. 

The Twin Trak features a 50" wide deck that trims 

on both sides and an exclusive positive-feed grass collection system 

that shreds and packs clippings into a large capacity grass collector 

THE ZERO 
T U R N I N G RADIUS 

T W I N TRAK 

Supported by a nationwide network of dealers for service 

and parts, it's easy to see why Ransomes Twin Trak is 

cornering the 

grounds mainte-

nance market. 

For more information or a free 

demonstration, write or call us at 

414-699 2000. to extend mowing production time. 

W H E R E GREAT IDEAS START. RANSOMES 
ransomes. inc . one bob cai lane, johnson creek, wi 53038 Circle 21 on reader service card 



Seed 
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peramine alkaloids (Siegel et. al. 1984). These 
chemicals provide a natural insecticide in the 
plant. 

A study conducted by Johnson-Cicalese and 
White (1990) investigated the mortality rate 
of adult billbugs on endophy te-enhanced and 
endophyte-free tall fescue. In their studies, 
it was found that the mortality rate of billbugs 
was 80 percent on infected tall fescue plants 
and only 42 percent on endophyte-free plants. 

When comparing chinch bug populations 
on endophytic and endophytic-free fine fes-
cues, it was found that varieties high in viable 
endophyte, SR 3000 hard fescue (97 percent 
endophyte infection) and Longfellow Chew-
ings fescue (84 percent endophyte infection) 
had only 42.4 and 55.7 chinch bugs respec-
tively per m2. 

Varieties of fine fescue that are low in en-
dophytes, such as Aurora hard fescue and 
Shadow Chewings fescue, had 185.7 and 132.6 
chinch bugs per m2 respectively (Saha et. al 
1987). 

There are many similar studies dealing with 
sod webworms, army worms, Argentine stem 
weevils and other turfgrass insects. The ma-
jority of these studies confirm beyond a doubt 
that endophyte-infected turfgrasses are much 

more resistant to the major surface feeding 
turfgrass insects than non-endophyte turf-
grasses. 

CONCENTRATION. Distribution of the en-
dophyte within the plant varies. The highest 
concentration occurs in the leaf sheath and 
seed, followed by the stem and crown regions 
of the plant. 

The roots have the lowest concentration 
(Siegel et. al. 1984). This is the reason that 
endophyte-enhanced grasses are more resis-
tant to surface feeding insects than to sub-
surface feeders. 

There also appears to be seasonal variation 
of endophyte concentration within the plant. 
The highest concentration of infection oc-
curs in the leaf tissue during the summer and 
fall. 

Once turfgrass scientists and managers 
started keying in on the characteristics that 
were attributed to endophyte-enhanced 
grasses, other benefits began to become ap-
parent. 

Strong evidence exists that there are bene-
infected plants, particularily in regard to en-
vironmental stress tolerances. In a fine-leaf 
fescue trial (Saha et. al. 1987), no significant 
differences in turf quality occurred when the 
plots were maintained at high maintenance 
levels. 

However, when irrigation and fertility 
were reduced, SR 3000 hard fescue and Long-
fellow Chewings fescue had significantly bet-
ter quality than did non-infected varieties. 
Over time these differences became more 
apparent. 

The turfgrasses without endophyte had poor 
recovery from drought stress. Field ex-
periments in New Jersey have observed bet-
ter summer survival, better fall recovery and 
reduced weed invasion (Funk et. al. 1985). 
These results are in part the effect of a denser 
more vigorous turf. 

Experiments on tall fescue under green-
house conditions have indicated that a den-
ser, healthier turf is the result of endophyte-
enhancement. In this study, endophyte-en-
hanced plants had approximately 12 percent 
more tillers and 25 percent greater root growth 
than did non-infected plants (Battista et. al. 
1990). 

It's interesting to note that the percentage 
of plants containing endophyte increases while 
the endophyte-free plants die off. After seven 
years, the endophyte level of SR 3000 hard 
fescue had risen from 94 percent to 97 per-
cent while Longfellow Chewings fescue had 
increased from 48 percent to 84 percent (Saha 
et. al. 1987). 

This phenomenon ensures that once you 
(continued on page 76) 

COMMERCIAL EDGER 
By Trailmate 

•Lifet ime warranty on cutterhead 
bearings and shaft. 
•Lifet ime frame warranty. 

• 5 years parts warranty, 
non-commercial. 

• 1 year parts warranty, 
commercial. 
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FOR MORE INFORMATION, CALL TODAY: 

TOLL FREE (800) 777-1034 
FAX (813) 758-5141 PHONE (813) 755-55/7, 
2359 Trailmate Drive, Sarasota, FL 34245 
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PROFESSIONAL TREE 
& TURF EQUIPMENT 

GOLDEN, COLORADO 

YOUR TELEPHONE CONNECTION TO 

PUMPS, ENGINES & REGULATORS 
HOSE & FITTINGS, BOOMS 
PTO's, DRIVES & COUPLERS 
SPRAY GUNS, TIPS & HOLSTERS 
VALVES, STRAINERS & GAUGES 
REELS & SWIVELS, TOOL BOXES 
HAND SPRAYERS & SPREADERS 
SAFETY ACCESSORIES 
REPAIR PARTS, FLOWMETERS 
CHIPPERS & BUCKET TRUCKS 
FMC & CUSTOM BUILT SPRAYERS 
NEW & USED EQUIPMENT 
TECHNICAL ADVICE & DESIGN 
FULL SERVICE SHOP 

DENVER AREA — 303-422-7608 
OUTSIDE DENVER — 800-237-7785 

SAME DAY SHIPPING 



© Ringer Corporation. 1990 

Ringerwíügiveyour turf 
a world of improvement 

Ringer Greens 6-1-3, Turf 10-2-6 and Greens 
Super 10-2-6 give you a whole new approach to greener 
greens, fairer fairways and tougher turf. 

Natural protein, slow release nutrition. Ringer products 
use natural protein sources for slow-release nutrition 
without chemicals. Applied at recommended rates 
they will not burn. 

More than a quick fix. Because they rely on a unique 
microbial action, Ringer products work by enhancing 
natural processes. Your turf has a healthier environ-
ment And it keeps getting better and better. 

TURF 
10-2-6 

Scientifically formulated, environmentally sound. 
Greens 6-1-3, Turf 10-2-6 and Greens Super 10-2-6 were 
scientifically developed for professional use. They fit 
right in with your present program and strengthen 
your current disease control efforts. 

Try Greens 6-1-3, Turf 10-2-6 and Greens Super 10-2-6 for 
a season on a problem lawn. You'll find that because 
they are environmentally sound, they improve the 
world a little as they improve your turf a lot. 

Call or write for details and the name of your 
distributor. 

Better, naturally 
Ringer Corporation, 9959 Valley View Road, Minneapolis. MN 55344. 612-941-4180 

1 - 4M 



Seeding 
(continued from page 74) 

plant endophyte-infected turf it will remain 
infected, and the benefits will be long lasting. 
In essence, there is a long period of residual 
activity that is natural and comes with a low 
cost compared to repeated chemical appli-
cations. 

There is only one way to get the endophyte 
into your turf, you must start with seed that 
is already infected. Endophytes cannot be ap-
plied to turf in any way. 

The only way that endophytes are dissemi-

nated is through the seed. It's important to 
remember that only certain varieties of tall 
fescue (Tital SR 8200, Chesapeake), peren-
nial ryegrass (SR 4000, SR 4100, SR 4200, 
Citation II, Dasher II, Commander) and fine-
leaf fescues (SR 3000, Longfellow, Reliant) 
contain high levels of viable endophyte. 

What does viable mean? As mentioned 
earlier, in an established stand the percentage 
of the endophyte will increase over time. 
However, the amount of live endophyte in the 
seed will decline over time. This is especially 
true if the seed is not stored in cool dry 
conditions. 

The only guarantee that the endophyte in 
your seed is still viable is to buy fresh seed. 
Seed that is more than two years old will more 
than likely have experienced a decline in en-
dophyte viability. 

Unfortunately, there is no way to test seeds 
to determine if the endophyte is still viable. 
The only way to determine the presence of 
viable endophytes is by a grow-out test, not 
a convenient method for the end user. Other 
tests on seed cannot distinguish between viable 
and non-viable infection, so it's important to 
purchase the freshest seed available. 

The endophyte is not the total answer to 
all the environmental issues that face turfgrass 
managers today. However, by using endophyte-
enhanced turfgrasses it's possible in many in-
stances to significantly reduce the amount of 
pesticides that are released into the environ-
ment and, at the same time, have a healthier 
turf of higher quality. 

This is a step in the right direction that all 
turfgrass managers can take. It should also 
be the job of all turf managers to educate the 
general public about the benefits of turfgrass 
and how we, as an industry, are constantly 
looking for ways to improve the quality of our 
environment. — Steve Poitras • 

The author is marketing manager for Seed 
Research of Oregon Inc., Cor\>allis, Ore. 
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O f P cuts paperwork faster 
Computerized Lawn Industry Program 

than you can cut the grass!!! 
Does scheduling, routing, posting 

and billing in minutes per day! 
Other business modules for lawn services include: 

GENERAL LEDGER, INVENTORY, ACCOUNTS PAYABLE, 
PAYROLL, PURCHASING, ASSETS & PROJECT 

For more information or to place orders, write or call: 
TOLL 
FREE 1-800-635-8485 

L-W Software I A Division of h a W V I C ¥ V C I • Lawn-Wright. Inc. 

18761 North Frederick Avenue, Suite A 
Gaithersburg, MD 20879 
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WHEN YOU TREAT 
YOUR CUSTOMER S LAWN 

IKE YOUR OWN ... 

YOU'VE GOT AVUSTOMER FOR LIFE 
Getting a new customer can 
be a whole lot harder—and a 
lot more costly—than doing the 
kind of good job that keeps an 
existing customer. And keeping 
a single customer can mean 
thousands of dollars over the 
life of your business. 
We're in it for the long 
haul, too. 
For over 25 years, The 
Andersons has provided the 
kind of proven product line-

up and results-getting perfor-
mance that has helped hun-
dreds of lawn care operators 
grow their businesses in 
healthy ways. 
Our broad range of fertilizers, 
herbicides, insecticides and 
combination products have 
helped us win over many a 
customer. And our product 
quality, consistency, excep-
tional service and reliability 
have helped us keep them. 

the professional's 
partner 

TheZSSS* 
Andersons 

We'd like the chance to prove 
ourselves to you. We think 
you'll find we're good people 
to do business with. 

Personal service. Consistently high product quality. Technical service. Proven performance. All backed 
by a genuine integrity that is all too uncommon in today's business world. That's The Andersons. 
© 1989 The Andersons 

Call us toll free, 1-800-225-
ANDY for a comprehensive 
full-line Selection Guide or 
for the name of 
your nearest 
distributor. 



There is sane turf even 
DURSBAN can't protect. 
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Granted, DURSBAN* TUrf Insec-
ticide won't do you much good 
in a dark alley. But when it's 
time to get tough on surface-
feeding insects, it doesn't make 
any sense to take chances. 
What makes sense is using the 

industry standard-DURSBAN 
insecticide. 

More muscle for your 
money. Nothing's meaner on 
Chinch Bugs, Billbugs, Sod 
Webworms and other surface-
feeding thugs. Nothing. And 

there's simply no better value 
for liquid lawn care applications. 

One tough insecticide. 
What's more, DURSBAN TUrf 
Insecticide offers excellent resi-
dual, low odor and superb broad 
spectrum control. The kind of 



control you've come to expect-
and customers demand. 

So arm yourself with 
DURSBAN Tlirf Insecticide. And 

keep surface feeders off your 
turf. Wearing a black leather 
jacket during application is, of 
course, not recommended. 

DURSBAN TUrf Insecticide. The Professional Choice. 

I*«SHA\ 

• Trademark of 
The Dow Chemical 

Company 



Financial Corner 

INVESTIGATE INCOME POTENTIAL 
BEFORE TAKING EARLY RETIREMENT 

THINKING ABOUT retiring and maybe do-
ing it early — at age 62, or even 55? Take 
a hard look at what you might give up by retir-
ing early and what types of employee benefits 
affect your decision. 

Look at the bottom line of any early retire-
ment offer from your employer before you 
take advantage of such a policy. Is your pen-
sion based on years of service or a set age? 

Many private pension plans cut benefits by 
3 percent to 7 percent for each year you retire 
before age 65; if benefits begin early, they 
are expected to be paid over a longer period. 
Does your employer offer an early pension 
or a supplemental income to offset the absence 
of Social Security benefits? 

Also check on your health and life insu-

Plan for living 
on about 80 percent 

of your current income 
during retirement, 

and don't forget to 
figure interest rates into 
your retirement dollars. 

ranee benefits. Are they carried into retire-
ment? If not, the cost to replace these benefits 
could be expensive. 

Check if your employer offers a bonus bas-
ed on years of service or annual salary which 
covers those years between early retirement 
and the age at which the employee's qualified 
plan distribution becomes available. 

How can you best use employee benefits 
that affect early retirement? If you are a par-
ticipant in your employer's pension or profit 
sharing plan, you can choose among the dis-
tribution options available. For example, 
whether to take a lump-sum payment, draw 
a regular pension check or defer payment. 

If you've saved money in an IRA, you'll 
have to pay a 10 percent penalty tax — be-

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 

Custom-made 
tank trucks built 
to your 
specifications . 

^ Graham Lawn 
Equipment, Inc. 

8878 Bright Star Road 
Douglasville, GA 30135 

(404) 942-1617 
(800) 543-2810 

Circle 39 on reader service card 



sides the regular income tax — on previously 
tax-deductible contributions withdrawn before 
age 591/2, unless a specific exception is met. 

Exceptions include distributions that are 
part of a series of substantially equal periodic 
payments, at least annually, for the life or life 
expectancy of the IRA owner, or for the joint 
lives or joint life expectancies of the IRA owner 
and his or her beneficiary. 

The early withdrawal penalty tax won't app-
ly if distributions are made under a method 
that qualifies for this exception. 

Payouts from a 401K plan before age 59 Vi 
are also subject to a 10 percent penalty. But 
it won't hit if your employer's plan specifical-
ly provides for such early retirement, so long 
as it's not earlier than 55 and your payout is 
on account of your actual early retirement. 

What lifestyle do you desire? Because your 
spending habits will likely change during 
retirement, it's important to plan for living 
on about 80 percent of your current income 
during retirement. No matter how modest a 
person's mean, chances are that expenditures 
for leisure activities and hobbies will increase 
after retirement and become the mainstay of 
daily life. Retirees should allow a generous 
amount for these activities because the de-
gree of enjoyment in retirement may depend 
heavily on them. 

Social Security was never intended to pro-

vide all of one's needed retirement income. 
For example, if you retire in 1987 at age 62, 
your Social Security benefits will be 20 per-
cent lower than if you wait until age 65. 

Retiring early means your money has to 
stretch over a longer period of time. Here are 
some questions to ask when considering 
whether or not to take early retirement. 

Can you afford to retire? Here's an exercise 
that demonstrates how much money is re-
quired during retirement to pay bills and main-
tain your current standard of living. Let's say 
your current income is $45,000 and you are 
spending $40,000 of that to pay the bills. In-
dustry experts estimate that you will need ap-
proximately 80 percent of this figure to main-
tain your current standard of living in re-
tirement. 

If you multiply $40,000 by 80 percent, 
$32,000 is approximately what is needed for 
each year of your retirement. If you calculate 
early retirement at 58 years and life expec-
tancy at 78 years, that means you would be 
retired for approximately 20 years. That's 20 
years at $32,000 per year, or $640,000 — the 
least amount you'll need to finance your retire-
ment and to avoid outliving your resources. 

Don't forget to figure interest rates into your 
retirement dollars. If you figure $40,000a year, 
a 4 percent inflation rate will balloon into 
$72,000 in 15 years. 

How much insurance will you need? A well-
rounded retirement plan includes a balance 
of four types of insurance: life, health, disabili-
ty and property/casualty. 

Health insurance is an essential tool in 
preventing an illness from draining a person's 
finances. Even if you start collecting Social 
Security retirement benefits at 62, Medicare 
benefits under Social Security do not begin 
until you are 65. 

What is your tax liability? Many people 
automatically assume their tax brackets will 
be significantly lower at retirement. But if 
you have done a good job of saving, that won't 
necessarily be the case. 

The new tax law also replaced 10-year ave-
raging with five-year averaging of lump-sum 
distributions from qualified retirement plans. 
The new, five-year formula may be available 
one time only if you're at least age 59 xh when 
you receive your lump-sum distributions. 

If your lump-sum distribution meets all 
requirements, you may elect favorable tax 
treatment. 

Is your estate in order? It's important to have 
an updated will drawn to ensure proper handl-
ing of your assets upon death. You may want 
to discuss with your tax attorney or accoun-
tant potential tax savings of trusts, unified 
tax credits and gifts. — IDS Financial Ser-
vices. • 
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Mwater management help 

for turf professionals 

¿««liP'vviterra I 
KJcelseape' 

The consistent moisture available from Gelscape- ensures faster 
germination and early establishment of turf, even on stressed areas 
Celscape's- ability to re-release this moisture reduces irrigation 
frequency, while providing better survival of turf and plantings. 
Reliable moisture for faster establishment 

and better survival. 
can or wnte forffdmonannfomgt.on a A C L U K O N A G R I - P R O D U C T S 

1 - 8 0 0 8 3 2 - 8 7 8 8 * * A Division ol NOR AM Chemical Company 

50 N Harrison Ave Congers, New York 10920 (914) 268-2122 

Circle 26 on reader service card 
LAWN & LANDSCAPE MAINTENANCE • NOVEMBER 1990 

OLDHAM 
CHEMICALS 

COMPANY, INC. 

Call for details 
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 

300 gaL poly tank in a metal frame. 
5-HP Honda engine coupled to a Hypro D-30 Pump. 
Electric or manual hose reel with 300 ft. of 1/ 2" hose 
mounted curb side or to back of truck. 
Unit is Pre-tested & ready to use. 



People 
MONSANTO HAS named Cheryl Sharpe 
manager of public relations and environ-
mental affairs. 

She joined the company in 1989 as 
manager of strategic planning. Her new 
responsibilities include market support 
programs and communications on envir-
onmental and other public policy issues 
affecting the lawn and landscape mainte-
nance industry, special events and custo-
mer relations. 

She's also been tapped to undertake 
development and implementation of com-
prehensive environmental education ef-
forts to begin in 1991. 

Also at Monsanto, David Harper has 
assumed the duties of national sales di-
rector. 

In this post, he oversees the continued 
expansion of the company's regional mar-
keting organization. 

Staffing and program expansions under 
his supervision will reflect an increased 
focus on regionalized marketing efforts 
for the company, and will accommodate 

Sharpe Fedigan 

new product introductions and continued 
sales growth expected over the next few 
years. 
Harper is a 14-year veteran of Monsanto. 

Ted Pederson was recently promoted to 
director/division manager of Kubota Trac-
tor Corp.'s Northern division. 

A Kubota employee for 11 years, he 
most recently was district manager for the 
Southern district of the Southeast division 
and regional sales manager for Kentucky 
and Tennessee. 

Hypro Corp. has announced the addi-
tion of Kevin Link to its customer service 

department. His duties include customer 
service, sales and expediting. 

J. Leonard Park has been appointed 
president, chief executive officer and 
treasurer of Park Seed Co. 

With the company for 15 years, he has 
spent the last eight as senior vice presi-
dent for marketing. 

He has strived to improve seed and 
plant varieties and has served as president 
of several industry organizations. 

At Lebanon Chemical Co., Richard 
Fedigan has been named purchasing and 
customer service manager for the turf 
products division. 

He is responsible for purchasing 
pesticides, managing inventory, supervis-
ing customer service personnel and ad-
ministering manufacturers' marketing 
programs. 

He joined Lebanon last year and work-
ed in the farm department as a crop pro-
tection product manager. 

Before starting at Lebanon, Fedigan 
worked for Monsanto Agriculture Co. • 

S T R O N G E N T E R P R I S E S . I N C . 

S A L E S • P A R T S • S E R V I C E • A C C E S S O R I E S 
IN FLORIDA CALL COLLECT (305) 235-0967 . OUTSIDE OF FLORIDA -PH: 1-800-228-0905 

Q _ _ __ WE ARE THE ONLY WHOLESALE SUPPLIER OF SPRAYER REPLACEMENT PARTS 
D e a n DIRECT TO THE LAWN CARE COMPANIES IN THE U.S. CALL US FOR OUOTATIONS 

)ro Piston Pumps 
¿¡¡¿KSKS diaphragm 

REPLACEMENT PARTS n | J m n n 

SWITCHES FOR 
w^,-™, REWIND REELS 

GLYCERIN REWIND MOTORS 
* G A U V J C O y j * q E E L SWITCHES 

• $7.00 EACH 
t - REEL MOTORS 

$120.00 

High pressure diaphragm pumps, to 
850 psi with outputs to 50 gpm 

9 i v i u i v n x 

W FLUSH BA 
MOUNT 

REPLACEMENT REEL 
SWIVEL JOINTS 
1/2" $21.00 
1" $32.00 

PRICES SUBJECT TO CHANCE WITHOUT NOTICE 
PRICES GOOO ON COO SHIPMENTS ONLY 
SOME PARTS OR PUMPS MAY BE SUBJECT TO INBOUND FREIGHT CHARGES 
PRICES LISTED 00 NOT INCLUDE OUTBOUND FREIGHT CHARGES 

WE SHIP THROUGHOUT THE UNITED STATES AND LATIN AMERICA 
for comple te details and Informat ion wr i te or call: 
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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 
/No 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: 

Virginia Dehydrating, Inc. 
Route 10 Box 13 

Harrisonburg, VA 22801 
(703) 434-4028 

Processing poultry manure for 40 years. 



Products 

Fine Lawn Research introduced Finelawn 
5GL that yields a semi-dwarf rich green 
turf that outperforms bluegrass varieties 
in hot, dry regions and locations that will 
receive only minimal maintenance. 

This variety combines drought resis-
tance along with resistance to frost and 
winter freezes without any sacrifice in 
quality. 

In addition, it also exhibits a strong re-
sistance to leaf spot and brown patch 
which makes a good performer in shaded 
areas. It's expected to find extensive use 
on industrial and school grounds, office 
campuses, parks, large estates and along 
highway rights-of-way and median strips. 
It's also well suited for athletic practice 
fields and playgrounds that receive heavy 
physical punishment. 
Òrde 170 on reader service card 

An array of attachments are available to 
help make the Excel Hustler outfront 
rotary mower reliable for winter snow 
removal. These include a dozer blade, 

Lighting has Detaehable Solar Panels 
Northern Hydraulics has developed a solar-powered landscape light that has a longer last-
ing charge, is brighter and includes a detachable solar panel for remote mounting. 

Detach the solar panel and mount it up to 12 feet 
away to optimize the sun's power, while allowing the 
light to be positioned where it's needed most. 

The solar panel provides up to 12 hours of light 
from only six hours of sunlight charging. The light 
has an automatic setting that will turn the light on at 
dusk and off at dawn. It can also be controlled 
manually. 
Circle 171 on reader service card 

snow thrower, rotary broom and cab 
heater. Accessories such as tire chains, 
wheel weights and rear weight kits are 
also available. 

The attachments allow owners to take 
full advantage of their investment rather 
than having it sit idle through the winter 
months. 

The 60-inch V-blade is constructed of 

11-gauge welded steel for durability with 
two replaceable 3/16-inch steel scraper 
blades. The 60- or 72-inch dozer blade 
lets you move snow with ease. The rever-
sible blade can be hydraulically position-
ed up to 30 degrees right or left. 

The open-center auger design on the 
snow thrower feeds snow directly to the 
hydraulically controlled spout. 

See a Complete Demonstration at: m e 

PLCAA BOOTH 1124-1126 Service 
OTF Booth 530 Sollltiotl 

The Complete Computer System for 
the Lawn and Tree Care Industry 

Marketing 
Store Thousands of Names & Addresses 

Send Targeted Marketing or Mass Mailings 
Print Next Door Neighbor Mailings 

Automated Scheduling 
Select Desired Services, ASAP, or Service Timing 

Print Detailed Work Orders with Prior Visit History 

Automated Routing 
By Territory, Route, and Stop Number 

Automated Billing 
Both Past Due and Monthly Statements 

Optional Service and/or Interest Charge 

Flexibility 
Multiple Programs, Services, and Estimates for Each Customer 

Hundreds of Industry Options 

Practical Solutions, Inc. 
7100 North High Street 

Worthington, Ohio 43085 
1-800-326-7032 

OLDHAM 
CHEMICALS 

COMPANY, INC. 

A. 200-gal. poly tank in a metal frame. 
B. 5-HP Honda engine coupled to a Hypro D-30 Pump. 
C. Electric hose reel with 300 ft. of 1 /2" hose mounted 

curb side or to back of truck. 
D. Unit is Pre-tested & ready to use. 

Call for details 
1-800-888-5502 
901-794-0084 

Or write: P.O. Box 18358 
Memphis, TN 38118 

'EVERYTHING FOR THE LAWN MAINTENANCE INDUSTRY" 



The cab with tinted safety glass reduces 
glare and provides operator comfort while 
the rotary broom is ideal for light snow-
falls on sidewalks and other paved areas. 
Grde 172 on reader service card 

Maruyama Manufacturing has initiated 
production of its new engines as part of 
its new string trimmer/brush cutter prod-
uct line. 

The engine on these units feature com-
mercial grade, heavy-duty bearings, 
chrome cylinders and Walbro injection 
carburetors. It develops 4 high level of 
torque at a higher rpm, giving it a longer 
engine life and better cutting character-
istics under load. 

The brushcutters feature an effective 
high/low oscillation vibration dampener. 
The gearhead and clutch areas have a 
total of six bearings. The cutting head has 
chrome-moly gears which effectively 
withstand shock. 
Circle 173 on reader service card 

The add-it automatic fertilizer injector 
from TFS Systems dispenses fertilizer at a 
preset, proportionate rate. A new design 
eliminates the need for any type of air 
relief valve, which means the injector can 
operate at pressures up to 125 psi. 

Because the unit requires no electricity 
to operate and has no pressure loss, it can 
be used with drip, subsurface and conven-
tional sprinkler systems. The system won 
an award for its design from the American 
Society of Agricultural Engineers. 
Circle 174 on reader service card 

A multipurpose service vehicle designed 
for landscape contractors is now available 
from Stahl. 

Among its features, the Landmaster 
Dump Body includes an 8-foot dump 

body with a 2.3-cubic-yard bed con-
structed of rust-resistant galvanneal steel 
and a heavy-duty double-action tailgate 
with adjustable material chute. It has 35 
cubic feet of storage for tools, supplies 
and materials. Plus the all galvanneal 
steel service body is independently 
mounted around the dump body. 

It mounts easily on a one-ton 60-inch 
chassis for increased manueverability in 
tight locations. Options include a winter 
vehicle with snowplow and salt spreader. 
Circle 180 on reader service card 

from METKO. INC. 
1251 MILWAUKEE DRIVE 

NEW HOLSTEIN, Wl 53061 

M-200 

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 

MARKING 
FLAGS 
for LAWN CARE & 

LANDSCAPING 

BLACKBURN 
See us at booth mo in Nashville!" 

• 11 flag colon • Plastic or wire staff 
• 7 Ink colors • Custom print 
• 4 flag sizes available 
MARKING PAINT NOW AVAILABLE! 

West of R o c k i e s East of R o c k i e s 
P .O Box 276 P .O. Box 86 
Cambria. C A 93428 Neligh. NE 68756 

800/552-FLAG 800 /942 -5816 
Fax: 805/927-1601 Fax: 402/887-5171 

Q Q Service 
Industry 
Software® 

"Your Lawn Care 
Software" 

See Us At The 
GREEN INDUSTRY EXPO 

BOOTH 1320 

1-800-765-CLC1 
In Canada 712-366-6210 

P.O. Box 1593, Council Bluffs, IA 51502 
Circle 79 on reader service card 



Howard Price Turf Equipment has in-
troduced its new 1260 Tdrf Blazer rotary 
mower. A combination of a 60-inch 
mower outfront and two 38-inch hydrau-
lically operated wings provide 75 percent 
increased capacity over a standard 72-inch 
mower. 

The wings are strategically located in 
line with drive wheel pivot points for 
maximum trimmimg capabilities even 
under trees and bushes. 
Circle 175 on reader service card 

Indigo Kentucky Bluegrass is now avail-
able from Pickseed West for fine turf 
use. Its dark green color was specifically 
chosen and bred to act as a natural com-
plement to varieties such as Alpine, 
America, Nugget and Touchdown. 

Indigo has good to excellent resistance 
to Helminthosporium leaf spot and melt-
ing out diseases; summer brown patch; 
leaf, stem and stripe rust; powdery mil-
dew and stripe smut. 

In addition, it develops an aggressive, 

spreading rhizomatous root system and 
many tillers. 
Circle 176 on reader service card 

The Super Shovel Model SS-60 from 
Kobelco America is small enough to pass 
through a standard door frame and 
capable of digging to a depth of 40 inches. 
It was designed to work best in confined 
areas. 

This crawler-mounted unit is powered 
by a Kawasaki 3.5-h.p. engine with a 
12.3-cubic inch displacement. The shovel 
is 43 inches high and 20 inches wide and 
can easily be transported in a mini pickup 
truck. 

Opeators can either stand on the mach-
ine's metal platform or sit on its bicycle-
style seat. 
Circle 178 on reader service card 

Nissan Kizal Nice has added the N150-2 
to its line of MiniGiant excavators. The 
model features independent boom swing 
for maximum productivity within the 
tightest spaces. 

Weighing slightly more than 2,900 
pounds, it has a digging depth of almost 
8 feet while exerting only 3.2 psi ground 
pressure. • 
Circle 179 on reader service card 

Easy to Install Splice Kits 
3M recently introduced two 600-volt UL listed versions of the original DBR and DBY 
direct bury splice kits. These new kits can be used for underground connections up to 

600 volts. 
Applications can include landscape ir-

rigation and lighting. 
The splice kits are designed for quick 

underground connections. They include a 
plastic tube with a hinged cover on one 
end. The tube is prefilled with a silicon 
insulating gel. 

All the operator needs to do is strip the 
wires to be spliced, apply an electrical 
spring connector, insert the splice in the 
tube and snap the cover closed. 
Circle 177 on reader service card 

SPRAYERS FOR THE PROFESSIONAL 

STANDARD BACK PACK 
Available in three tank sizes - 21/2, 
3V2 and 5 gallon. Swiss precision 
components. Simple to disassemble 
for cleaning. No tools required. Light-
weight. Built to last. 

CLOSED SYSTEM UNIT 
Pre-mix chemicals in 21/2 gallon poly 
containers. Change chemicals on the 
job quickly, easily and safely. Just 
change containers. Saves time. No 
chemical spillage or waste. 

Sprayers for every 
use. Wide range of 

accessories available. 
Call or write 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 

CompuScapes 
Landscape Software 

If You Plan to Bury Your 
Competition, You'd Better 

Bring the Right Shovel 

CompuScapes Landscape Software 
is the right tool for the job. Power-
ful, full featured, totally integrated. 

It's the perfect way for you to get 
control of your business and 
generate handsome profits. 

And that just might scare your 
competition to death! 

• Job Costing 
• Routing & Scheduling 
• Estimating 
• Workorders 
• Invoicing 
• Accounts Receivable 
• Sales Analysis 

For additional information contact: 
CompuScapes 
2653 Gravitt Road 

Duluth, Georgia 30136 
(404) 447-5858 

Get Serious. Get CompuScapes. 



Bridge Your Nitrogen 
Valleys with CoRoN's 
Longer Release Time! 

CoRoN provides more con-
trolled release nitrogen and 
lower burn potential to give 
you superior performance. 
CoRoN is storage stable and 
has low burn volatility of 
nitrogen to atmosphere. 

CoRoN provides quick green-
up, promotes even turf growth 
over a longer period of time, 
is compatible with commonly 
available turf protection prod-
ucts and is easily blended in-
to N-P-K liquid fertilizers by 
normal means. 

CoRoN is excellent in low 
volume systems which saves 
time and money in labor and 
equipment costs. 

CoRoN's 28-0-0 analysis and 
unique two-step manufactur-
ing process allows CoRoN to 
give dry methylene urea per-
formance on turf with the effi-
ciency of liquid handling. 

Call us today for complete 
details on how CoRoN can 
help you bridge both your per-
formance and profit valleys. 

CoRoN Corporation 
Souderton, PA 18964 
800-338-0836 
215-723-5099 

CoRQN 
CONTROLLED RELEASE NITROGEN 

, ^Lawn&Landscape 
MAINTENANCE 

1 >roduct Profile 

WORKING WITH TOUGH 
MOWING CONDITIONS 

JOE RITCHIE, owner and operator of Joe 
Ritchie Landscape Maintenance, Sarasota, 
Fla., has a simple formula for success. And 
it's obviously working well for him, because 
his three-year-old business is growing and 
prospering. 

"I know the guys working for me get tired 
of hearing it," Ritchie said. "But the five most 
important things in a service-oriented busi-
ness like landscape maintenance are: quality, 
quality, quality, quality and quality." 

Ritchie said he has built his strong position 
in the marketplace, and a sound reputation 
because he delivers the quality his customers 
like and expect. 

"The majority of our new business comes 
from word-of-mouth because I don't adver-
tise," he said. "I've built a good reputation 
with quality service." 

Ritchie's landscape maintenance business, 
which consists of two two-member crews, is 
a 50/50 mix of residential and commercial 
customers located in and around Sarasota and 
Bradenton. The crews mow 73 sites weekly, 
including residential lawns, condominium 
complexes, industrial/factory facilities and 
the Holiday Inn Riverfront hotel complex in 
Sarasota. 

In addition, Ritchie subcontracts all mow-
ing jobs secured by Arrow Environmental, 
one of Florida's leading pest and weed con-
trol specialists. 

Because of Florida's year-round mowing 
schedules and high regional rainfall, mowing 
schedules can become difficult to maintain. 

"I think this area of Florida is home to some 
of the toughest cutting conditions you'll find 
anywhere in the country," Ritchiesaid. "Dur-
ing the peak growing season from August 
through September, or even October when 
rainfall is high, it can get pretty hectic. And 
if you're not using an efficient zero-turning-
radius machine, it's easy to fall behind." 

At the forefront of his mowing operation 
are two Grasshopper 718s equipped with 
52-inch EZ-lift decks and Quik-D-Tatch® 
vacuum grasscatchers. 

"We consider the zero-turning-radius 
Grasshoppers our front-line mowers," Ritchie 
said. Grasshoppers are the best-suited mowers 
for his business needs, and refers to their design 
as "engineering simplicity." 

sites weekly. 

"The longest downtime I can remember 
having with a Grasshopper was just two-and-
a-half hours. They're the easiest mowers to 
service and maintain," he said. "Because of 
the efficient layout of the blade drive belt and 
tensioning system, I can change a belt in five 
minutes compared to 20 or 30« minutes on 
some other units I've done. 

Despite his hectic schedule, Ritchie finds 
time for community service involvement. An 
active participant in the Sarasota SCORE 
Chapter, Senior Core of Retired Executives, 
he has served as a lawn care panelist/ex-
pert at a seminar for aspiring small busi-
nessmen. 

Involvement in this and other community 
activities and projects earned Ritchie the honor 
of being named SCORE'S Small Business-
man of the Year. 

He started in 1973 with only a few cus-
tomers, one rider and one edger. Those lawn 
care beginnings led to five successful years 
as a lawn and garden equipment retailer, then 
into his present landscape maintenance 
business. 

Success has never been far from Ritchie, 
a blessing he attributes largely to sound 
business practices, qualifying his prospects 
and his philosophy that places quality service 
first. 

"When I got back into the landscape 
maintenance business three years ago, my first 
month's billing was pretty respectable," he 
said. "Today we bill 10 times as much and 
are still growing. And Grasshopper has cer-
tainly played a major role in our success and 
growth." 
Clrdc 200 on reader service card 
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Largest Ever! 
A RECORD NUMBER OF EXHIBITORS! 385 of 
America's leading companies, from every facet of 
horticulture, will be exhibiting at the Mid-America 
Horticultural Trade Show in Chicago, January 17-19, 
1991. Displaying over 65,000 sq. ft. of all that's new 
and exciting in green goods, equipment, supplies, and 
services... from companies that are known for 

The Place To Be 
Mid-Am '91 has to be the most cost effective way to see it 

all. Everything from seedlings to software, mugos to 
mowers, pots to playgrounds... all under one roof at the 

World-Class Hyatt Regency Chicago. 

As in past years Mid-Am '91 will also host numerous 
seminars and meetings. All designed to update you on 

what's going on in the world of horticulture. 

Also, let's not forget that Mid-Am '91 is being 
held in one of Chicago's most exciting 

sightseeing and shopping districts. 

Mark your calendar now to join us, 
Thursday through Saturday, 

January 17-19, 1991. 

"helping your business grow". Bring 
your tough questions and talk one-
to-one with the people who can 
guide you in making informed 
decisions. 

Join more than 10,000 others at 
the "can't miss" horticultural trade 
show of the year. Landscapes, 
growers, nursery managers, park and 
grounds keepers, golf course 

m M i d ß / m 9 i 

supervisors, interiorscape specialists, garden-center operators 
and others all come to Mid-Am to learn what's new in the 
industry. You'll be rubbing elbows with the best in the 
industry, ready to show you ways to improve your 
productivity and profits. 

Sponsored by: Illinois Landscape Contractors 
Association; Illinois Nurserymen's Association; 

Wisconsin Landscape Federation. 

Endorsed by: Indiana Association of 
Nurserymen; Iowa Nurserymen's Association; 

Minnesota Nursery and Landscape 
Association; Nebraska Association of 

Nurserymen. 

To avoid the crowds (and save 30%) 
you can pre-register. Simply call, fax, 

or write us today to receive your 
registration information packet: 

Mid-America Horticultural Trade Show 
1000 N. Rand Rd., Suite 214, Wauconda, IL 60084 

PHONE: 708/526-2010, FAX: 708/526-3993 

Mid-Am '91 . . . the one horticultural trade show that 
can truly help your business grow! 



Calendar 

NOV. 12-15 
The Green Industry Expo, Nashville Con-
vention Center, Nashville, Tenn. Contact: 
ALCA, 405 N. Washington St., Falls 
Church, Va. 22046, 703/241-4004; PGMS, 
10402 Ridgland Rd., Suite 4, Cockeys 
ville, Md. 21030, 301/667-1833; or 
PLCAA, 1000 Johnson Ferry Rd. NE, 
Suite C135, Marietta, Ga. 30068-2112, 
404/977-5222. 

NOV. 15-16 
New York State Turfgrass Association's 
Turf and Grounds Exposition, Rochester, 
N.Y. Contact: NYSTA, P.O. Box 612, 
Latham, N.Y. 12110; 800/873-8873. 

DEC. 4-5 
Southern Grounds and Turf Maintenance 
Exposition, Myrtle Beach Convention 
Center, Myrtle Beach, S.C. Contact: 
South Carolina State Board for Technical 
and Comprehensive Education, 111 Execu-
tive Center Dr., Columbia, S.C. 29210; 
800/553-7702. 

DEC. 4-5 
37th Rocky Mountain Turf Conference, 
Holiday Inn, Denver, Colo. Contact: 
Rocky Mountain Regional Turfgrass 
Association, P.O. Box 903, Parker, Colo. 
80134; 303/688-2268. 

DEC. 4-6 
15th Annual Grounds Maintenance Con-
ference and Trade Show, Greenville-Spar-
tanburg Airport Marriott, Greenville, S.C. 
Contact: S.C. Landscape and Turfgrass 
Association, P.O. Box 325, Clemson, S.C. 
29633. 

DEC. 10-13 
21st Georgia Turfgrass Conference and 
Trade Show, Hyatt Airport Hotel, Geor-
gia International Convention and Trade 
Center, Atlanta, Ga. Contact: Georgia 
White, Georgia Thrfgrass Association, 
4565-A S. Berkley Lake Rd., Norcross, 
Ga., 30071; 404/447-4985. 

DEC. 10-13 

Ohio Tiirfgrass Conference and Regional 
Show, Cincinnati Convention/Exposition 
Center, Cincinnati, Ohio. Contact: John 
Street, OTF, 2021 Coffey Road, Colum-
bus, Ohio 43210; 614/292-2601. 

DEC. 12-14 
Desert Turfgrass and Landscape Con-
ference and Show, Bally's Resort, Las 
Vegas, Nev. Contact: Nevada Cooperative 
Extension, 953 E. Sahara Ave., — S.T.&P. 
Building, Suite 207, Las Vegas, Nev. 
89104; 702/731-3130. 

JAN. 7-10 
45th Annual Northeastern Weed Science 
Society Meeting, Stouffer Harborplace 
Hotel, Baltimore, Md. Contact: Bradley 
Majek, 609/455-3100. 

JAN. 7-9 
29th Annual Nebraska Turfgrass Con-
ference, Holiday Inn Central, Omaha, 
Neb. Contact: Don Ellerbee, Nebraska 

(continued on page 92) 

m F I N A L L Y • 
A software program you 
can customize to Y O U R 

company and the way 
YOU operate. 

The Lawn Executive 
Plus ! 

The most complete program for any 
size company involved in one or 
more of the following: chemical lawn 
care, tree & shrub care, mowing, 
landscaping, irr igation, snow 
removal, or any other service. 

Call 1-800-659-5191 
today to receive a demo disk 

and/or literature. 

Developed, Marketed, and Supported by: 
Patton & Associates Inc. 
Post Office Box 78065 
Indianapolis, IN 46278-0065 
317-872-5191 or 1-800-659-5191 

Maintenance Free 
Putting Greens 

Distributors & dealers are need-
ed nationwide to distribute & in-
stall this new state of the art pro-
duct. PGI has developed a 
maintenance free putting green 
that is extremely realistic. It is 
to be used in backyards, Apts, 
condos, hotels, schools, etc... 
Call now to see how you can ob-
tain a free PGI dealership and 
earn a profit of $1,500.00 per 
day by installing maintenance 
free putting greens. 

Putting Greens International 
P.O. Box 172 
Fishers, IN 46038 
317-259-6800 

ms^ 

STARTS WHEN 
YOU'RE READY 

SHUTS OFF 
WHEN FULL 

FILL WITHOUT SPILL 
PROTECT THE AIR WE ALL BREATHE 

USE IT WITH YOUR: 
• LAWN MOWER 
• CHAIN SAW 
• GARDEN TILLER 
• MOTOR BIKE 
• BOAT MOTOR 
• GENERATOR 

JUST TO MENTION A FEW 

• SAFE 
• CLEAN 
• CONVENIENT 
• STEADY FLOW 
• EASY TO USE 
• BUILT TO LAST 
• RESTRICTED VAPOR LOSS 

MFO IN TNI U »> 
•V VtMCO INC- IMMKTT. IP 

Circle 30 on reader service card 



Classifieds 

RATES 
All classified advertising is 75 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. 

BUSINESS FOR SALE 

10-YEAR-QLD BUSINESS 
Landscape construction and maintenance busi-
ness for sale in beautiful Sun Valley, Idaho. The 
sale also includes a 4-bedroom, 2-bath home 
with office and shop. This is an incredible op-
portunity to own a 10-year-old business that is 
highly respected and profitable. There is unbe-
lievable potential for future growth in this boom-
ing resort community. Call or write Bill Pereira, 
P.O. Box 1755, Hailey, Idaho 83333; 208/788-
4447. 

BUSINESS PARTNERSHIP 
Florida irrigation company selling 50 percent 
ownership for partner leaving state. Excellent 
reputation, customer base, seven trucks, three 
trenchers, computerized office and large inven-
tory. Average gross $450,000. Will train, but 
business management and sales background 
preferred. $85,000 O.B.O. Will finance with lA 
down. 407/724-6473. 

ILLINOIS BUSINESS 
After 35 years and an illness we are forced to 
sell our pride and joy, our well established and 
profitable landscape business. We are located 
in the fastest commercial growth area in the na-
tion. Our business caters to commercial, in-
dustrial and corporate headquarters only. Our 
location is in the Northern Illinois area and we 
have a well established clientele of some 225 
accounts. We specialize in landscape design, con-
struction, maintenance, service to tropical plants, 
irrigation systems, tree service and other general 
related services. All inventory, equipment, land 
and building will be sold. We will stay on to 
assist incoming ownership. We can arrange for 
easy terms. Our office personnel, crews, fore-
men and sales staff will stay on with the new 
owner. Asking price is approximately $1.5 
million. Only interested parties should respond. 
Send all inquiries to Lawn and Landscape 
Maintenance, Box 344,4012 Bridge Ave., Cleve-
land, Ohio 44113. 

CHEMICAL LAWN CARE COMPANY 
Nine-year reputable service record. Includes ac-
counts/equipment, $100,000 in sales, 600 ac-
counts, mailing list. High profit margin. Call 
616/538-3269. 

FOR SALE 

FREE PARTS CATALOG 

COMPLETE 
TRANSMISSION 
Call for Quote 
Other Specials: 
Part # Description Cost 
JT-130pt Bobcat Spindle Assembly 51.99 
JT-04pt 48" Bobcat Main Belt (38030) 10.75 
TL-0803pt Trimmer Line 3 lbs .080 dia. 18.50 
JT-129pt Bobcat Trans Kit 99.95 

J. Thomas Distributors 
1-800/828-7980 
1-800/634-5463 

••• 

LAWN CARE EQUIPMENT 
Hannay reels new in-the-box, E1526s, E1530s, 
$359; lawn spray hose, 275 psi and 600 psi, all 
sizes; original Imler measuring wheels, $49.95; 
glycerin-filled gauges, 0-60 psi to 0-1,000 psi, 
$19.95; ChemLawn guns, $78.95; 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 

IS YOUR BUSINESS SPECIAL? 
We work with business owners to increase 
your profit, build your customer base, im-
prove your systems and carefully plan fut-
ure growth. You receive a complete evalu-
ation that will gauge your strengths and 
weaknesses followed with recommenda-
tions of alternative methods and products. 
A completely confidential way for you to 
upgrade your business by incorporating time 
and money saving ideas that far outweigh 
the associated fee. We can make a difference 
— if you will just take the opportunity. Call 
now 800/462-2308. 

Nick Ahrens, 
executive vice president ^ 
25161 Center Rd. ^ y r w 
Frankfort, 111. 60423 

It p a y s to advert ise in 
Laivn & l a n d s c a p e Maintenance c lass i f ieds . 

LANDSCAPE TRAINING VIDEOS 
Intermediate mower maintenance field and shop 
repair; efficient/profitable mowing techniques; 
professional shrub trimming, plant installa-
tion, basic landscape plan drawing, etc. ENG-
LISH AND SPANISH. Write for free bro-
chure: C.D. Anderson Landscape Videos, 515 
Ogden Ave., Downers Grove, 111. 60515; 800/ 
937-0399. 

HYDROSEEDER 
1984 Finn, 1,100 gallon Gooseneck $8,000.1988 
Bowie, 1,100 gallon Gooseneck $15,000. 1989 
Drill Seeder, J Thorn 42-inch $6,500. 
713/468-1818 or write 1111 Witte, Houston, Texas 
77055. Can deliver. 

FINANCING 
Let the government finance your small business. 
Grants/loans to $500,000. Free recorded mes-
sage: 707/448-0270. (NK8) 

PIPE LOCATOR 
INEXPENSIVE. Locates, traces underground 
drain, water pipelines of clay, PVC, ABS, steel 
and cement. Bloch, Box 18058, Cleveland, Ohio 
44118. 216/371-0979. 

BUSINESS OPPORTUNITIES 
Make $1,000 a weekend aerating lawns. Guar-
anteed. Send for free information. Robin Pedrot-
ti, 3403 Dorchester Drive, San Diego, Calif. 
92123. 

MANAGEMENT GUIDES 
FREE CATALOG — Green industry business 
management products and services. Nilsson 
Associates, consultants, 203/621-6199 or write: 
374 Hart St. Southington, Conn. 06489. 

BUSINESS SIGNS 
Magnetic signs or vinyl lettering. Includes all 
letters and colors. $59 per vehicle. Call Kevin, 
619/364-4575. 

HELP WANTED 

MAINTENANCE FOREMAN 
Top firm needs foreman. Quality conscious 
Texas-based landscape management firm has im-
mediate opening for detail-oriented landscape 
maintenance foreman. If you have outstanding 
professional and horticultural skills and are not 



STATEMENT OF OWNERSHIP 
Statement required by the Act of October 23, 1962. Section 4369, Title 39, 
United States Code, showing the ownership of Lawn and Landscape Maintenance 
published monthly at 4012 Bridge Avenue, Cleveland, Ohio 44113-3320 Cuyahoga 
County. 

The name of the publisher is: Maureen Mertz, 4012 Bridge Avenue, Cleveland, 
Ohio 44113. The name of the editor is: Cindy Code, 4012 Bridge Avenue, 
Cleveland, Ohio 44113. 

The owners are: G.I.E. Incorporated Publishers, 4012 Bridge Avenue, Cleve-
land, Ohio 44113; Richard J.W. Foster, 4012 Bridge Avenue, Cleveland, Ohio 
44113; Nancy J. Foster, 4012 Bridge Avenue, Cleveland, Ohio 44113; Maureen 
Mertz, 4012 Bridge Avenue, Cleveland, Ohio 44113. 

The known bondholders, mortgagees and other security holders owning or 
holding one (1) percent or more of total amount of bonds, mortgages or other 
securities are: Arthur Brown, 5277 Gallagher, Whitmore Lake, Michigan 
48189. 

Average number of copies each issue during preceding 12 months, and of 
single issue nearest to filing date, respectively, are as follows: Total num-
ber of copies printed (net press run) 32,920/34,300; paid circulation sales through 
dealers and carriers, street vendors and counter sales 0; mail subscriptions 
18,270/20,356; free distribution by mail, carrier or other means (samples, com-
plimentary or other free copies) 13,593/13,107; total distribution 31,863/33,463; 
copies not distributed (office use, leftover, unaccounted, spoiled after printing) 
1,057/837; return from news agents 0; and total 32,920/34,300. 

I certify that the statements made by me above are correct and complete. 

Richard J.W. Foster, President 

Successful operators know it. Your 
name and message should stay 
wired to the marketplace to keep 

the phones ringing and the sales coming 
in. And it takes more than just a trickle 
of communication to keep the customers 
you already have. 
We've got some live-wire ideas that can 
charge up your marketing plan — not 
only to get you started, hut to keep your 
engine humming all season long. 
Call today, and get a jump on tomorrow. 

8 0 0 * 5 2 5 * 6 9 9 9 
11171 Embassy Drive, Cincinnati, OH 45240 

CREATIVE SERVICES FOR 
THE GREEN INDUSTRY 

CUSTOM DESIGNED LAWN 
& LANDSCAPE BROCHURES 

PRE WRITTEN OR 
FULL CUSTOM CUSTOMER 
NEWSLETTER PROGRAMS 

COMPLETE MAILING 
AND LIST SERVICES 

JUMBO AND MINI 
POSTCARD SELLING TOOLS 

FocalPoint 

afraid of hard and healthy teamwork, then you 
could qualify for a top position with the fi-
nest landscape firm in the Southwest. Outstan-
ding compensation and opportunity. Reply to: 
Lawn and Landscape Maintenance, Box 
325,4012 Bridge Ave., Cleveland, Ohio44113. • • • 

MANAGER 
Are you ready for a challenge? Michigan-based 
lawn care company is looking for that right in-
dividual to be its manager. Salary commensurate 
with experience, bonus and benefits. Please send 
resume and salary requirements to Lawn and 
Landscape Maintenance, Box 345,4012 Bridge 
Ave., Cleveland, Ohio 44113. All replies held 
in strictest confidence. 

LANDSCAPE DIVISION MANAGER 
Well established, rapidly growing company seeks 
individual to take over for retiring manager. In-
dividual must be able to run both a maintenance 
and a planting division simultaneously. Requires 
exceptional organizational/management skills 
as well as complete command of plant materials 
and maintenance techniques. For consideration 
contact David Gorter, 855 Skokie Highway, Lake 
Bluff, 111. 60044; 708/615-0800. ' • 

Calendar 
(continued from page 90) 

Turfgrass Foundation, 2727 W. Second 
St., P.O. Box 2118, Hastings, Neb. 68902-
2118; 402/463-5418. 

JAN. 8-11 
Eastern Pennsylvania Tùrfgrass Confer-
ence and Trade Show, Valley Forge Con-
vention Center, King of Prussia, Pa. Con-
tact: Pennsylvania Turfgrass Council, 
Landscape Management Research Center, 
Orchard Road, University Park, Pa. 
16802; 814/863-3475. 

JAN. 9-11 
29th Annual North Carolina Turfgrass 
Conference and Exhibit, Charlotte, N.C. 
Contact: A.H. Bruneau, Box 7620, North 
Carolina State University, Raleigh, N.C. 
27695-7620; 919/737-2326. 

JAN. 21-23 
Midwest Regional Türf Conference and 
Trade Show, Adam's Mark Hotel & Con-
ference Center, Indianapolis, Ind. Con-
tact: Jeff Lefton, Agronomy Department, 
Purdue University, West Lafayette, Ind. 
47907; 317/494-9737. 

JAN. 21-23 
61st Annual Michigan Turfgrass Con-
ference, Clarion Hotel and Conference 
Center, Lansing, Mich. Contact: Michael 
Saffel, Plant and Soil Sciences Building, 
Crop and Soil Sciences Department, 
Michigan State University, East Lansing, 
Mich. 48824; 517/353-9022. a 



EXCELLENT 
USED EQUIPMENT 

Due to Acquisitions Orkin Lawn Care has some late model, well-
maintained equipment available to you at excellent prices. 

CALL 404-888-2774 
• All tanks and plumbing are stainless steel 
• Trucks and equipment are rust free 
• 1 Ton Trucks are 650 gal 3 compartment, 2 Hose reels, 2 pumps, 

with Dry Fertilizer Storage Compartment.Fiberglass Tanks 
have 100 gal Drop Tank and mild steel plumbing. 

MAKE AND MODEL YEAR GAS OR I 
Chevy 1 Ton Cab and Chass only 1984 G 
Chevy 1 Ton, Tanker 1986 D 
Chevy 1 Ton, Tanker 1984 D 
Chevy 1 Ton, Tanker 1984 D 
Ford 1 Ton, Tanker 1986 D 
Ford 1 Ton, Tanker 1986 D 
Ford 1 Ton, Tanker 1986 D 
Ford 1 Ton, Tanker 1986 D 
Ford 1 Ton, Tanker 1986 D 
Chevy 1 Ton (Fiberglass Tank) 1986 D 
Chevy 1 Ton (Fiberglass Tank) 1986 D 
Ford 1 Ton, Tanker 1986 D 
Ford 1 Ton, Tanker 1985 D 
Chevy 1 Ton Cab and Chass only 1985 D 
Ford 1 Ton, Tanker 1986 D 
Chevy 1 Ton (Fiberglass Tank) 1986 D 

OTHER EQUIPMENT 
Cushman Truckster and 100 gal Sprayer 
12 Billy Goats Leaf Vacs model BT80V-IC8 (less than one season's use) 
22 Parkers Leaf Vacs model PU-8808-K-F8HP (less than one season's use) 
12 Trailers 
4 Lesco Van Units 
6 Pick-up Spray Units 



Advertiser's Index 

SURVIVAL OF THE FITTEST 
i ronROOTS, biostimulant plus chelated iron increases carbohydrate 
reserves in your plants to minimize the potential for winter freeze damage. 

" W h e n a biostimulant such as ROOTS™ has iron added to it, the big-
gest advantage would be an immediate color response that wouldn ' t be 
associated with a resulting flush of shoot growth. This could be very 
advantageous to turf managers in the spring when everyone is trying to 
get their grass to green up without promoting shoot growth at the 
expense of root growth." 

Dr. Mike Goatley 
Mississippi State University 
Starkville, Mississippi 

" I saw immediate results. We had a much earlier green-up in the 
Spring and a much deeper green color where the tank mix ROOTS™, 
AGRIPLEX 8<7r IRON, and SOLUBLE N was applied. The treated 
turf recovered much quicker f rom the winter damage, and those treated 
fields were ready to cut in April ." 

John Chapman 
Craft Farms 
Gulf Shores, Alabama 

"There are now a few reputable scientifically-minded and sophisticated 
companies involved in the manufacture and sale of biostimulants. One 
good company that comes to mind is ROOTSinc . This company is 
doing good, realistic advertising, has national marketing and research 
programs in place and is committed to the marketplace over the long run." 

Eliot C. Roberts 
The Lawn Institute 
Pleasant Hill, Tennessee 

roots, To order i ronROOTS call your local 
ROOTS distributor. For university I i n c . 
research and technical questions call ? r k Senn?caven;CL065V 

. ii c . 1 oaa / u n ROOTS and ironROOTS are trademarks us toll free at 1 -800-342-6173. of Soihzer Corporation 

Aglucon 81 
American Cyanamid 69 
Andersons 77 
Aquashade 13 
Blackburn 84 
Bluebird 34 
Bush & Cook Leasing 18 
C&S T\irf C a r e . . . . 14,63 
Ciba-Geigy 36,37 
Compuscapes 87 
CoRoN 88 
Cushman 6,7 
Deere & Co 55 
DowElanco 17,19,21,48,49,65,78,79,96 
DowElanco* 57 
Earthway 5 
Encore 56 
Excel 43 
Exmark 10 
Finelawn Research 47 
Focal Point 91 
Graham 80 
Grasshopper 71 
Hahn 45 
Harmony Products 30,31 
Imler 54 
Innovative Equipment 39 
Isuzu 53 
Lawn-Wright 9,76 
Lawntech 15,62 
Lebanon Chemical 67 
Metko 84 
Micca Soft 54 
Mid Am Trade Show 89 
Mobay 59 
Mountaineer Colorado 38 
Olathe 16 
Oldham 81,83 
Olson Irrigation 39 
Oly Ola Sales 50 
On-Line Systems 56 
Orkin 93 
Patton & Associates 90 
Practical Solutions 83 
Professional Tree and Thrf 74 
Putting Green 90 
RND Signs 63 
Ransomes 73 
Regal Chemical 70 
Ringer 75 
Roots 94 
SIPAP Electronics 15 
Service Industries Software 84 
Snapper Kees 95 
Strong 82 
Technology Management 38 
Trailmate 74 
Trebor 80,87 
Tiiflex 62 
T\irf Merchants 41 
Turfseed 2 
Vemco 90 
Virginia Dehydration 82 
Walker 51 
Weed Wizard 18 
Westheffer 50 
Yazoo 61 

*Denotes regional advertising. 

This index is prov ided to readers of Lawn and Land-
scape Maintenance magazine. The publisher as-
sumes no liability for the accuracy of the infor-
mation. 



STEP 
INTO 
THE 
r ^ i H i n i r ^ i H ^ a *awn t u r * c a r e 

V>/1 1 1 businessman, you need an 
efficient, comfortable work environment. You 
need Snapper/Kees Pro Series mowers - the most 
user-friendly commercial walk-behind you can 
buy We build these tough, gear-driven mowers to 
please tough customers. We know the demands 
turf care pros place on their equipment. 

The Pro Series unique handle design adjusts easily 
to operator height, and allows true finger-tip control, 
regardless of operator hand size. And, Pro Series offers 
a choice of power unit options (14 hp and 18 hp Kohler 
engines) and mower deck sizes (36M, 48", 52" and 61") to 
custom fit a Pro Series mower to match your needs. 
Key features include: 
• Shift-on-the-go capability with a special 

Peerless transmission that's exclusively 
designed for Snapper/Kees. 

• Five forward speeds from 1.5 to 5.9 mph, plus 
positive reverse drive. 

• Five-gallon capacity polyethylene fuel tank. 
• On-the-go brake adjustment. 
• Handle-mounted headlights. 

Snapper/Kees dependable 
equipment, easy lease plans 
and commercial user 
Snap-Credit make your 
business look good, 
on the job and 
on the bottom 
line. 

See us at the 
Green Industry Expo 

Booth #1143 

For the name 
of the Snapper/Kees 
dealer nearest you, 
call or write: 

a a s 1 
w PRO Di ! V I ! S i 

F.D. KEES MANUFACTURING COMPANY 
SINCE 1B74 

700-800 Park Avenue • Beatrice, Nebraska 68310 U.S.A. • Phone: 402-223-2391 • FAX: 402-228-2258 
A SNAPPER EQUIPMENT COMPANY \ 



Introducing 
Gallery.* 

Nothing's more terrifying than to hear a 
customer say, "They're back." Dreaded 
broadleaves. Costly callbacks. You want 
to scream. 

Your nightmares are over at last. 
Elanco introduces the unique preemer-
gence broadleaf weed control for turf-
grass—new Gallery 75DF. Featuring an 
advanced new chemistry, it casts broad-

ES 9346 

leaves into the dungeon and throws away 
the key all season long. 

Your customers won't be haunted by 
spurge. Or oxalis. Or white clover. Or 41 
other tough broadleaves. And you'll be 
haunted less by costly callbacks. 

Yet turfgrass has nothing to fear. 
New Gallery is actually more tolerant 
on your turf than other herbicides. So 
there's no risk of off-site damage to 
nearby ornamentals, gardens and trees. 

Put an end to the horror of broadleaves. 
Instead of hearing "They're back," start 
saying, "They're gone." With new Gallery. 
See your Elanco distributor. Or call 
toll-free: 1-800-352-6776. 

Circle 25 on reader service card 

Elanco Products Company 
A Division of Eli Lilly and Company 
Lilly Corporate Center 
Dept EM-455, Indianapolis, IN 46285, U.S.A. 
Gallery"—(isoxaben, Elanco) 


